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hest Class Talking Machine inthe World
Commands Cash Payments!

' HE Sonora dealer has a big advantage over others:
the Sonora, because of its remarkable superiority,
is easily sold for cash, and you know that money in

the bank is infinitely preferable to risky, troublesome,

long out-standing accounts.

OOK at .the Sonora. The

handsome *“bulge’ design,
with lines of grace and
individuality, i1s exclusively
Sonora’s.

e o5

TUDY the Sonora. Ex-

amine the long-running
motor, the improved tone
control, the accurate auto-
. matic stop, perfect sound box,
- universal tube, envelope filing
system, etc.

EAR the Sonora. You'll

@/nvzhczZ/ understand why it 1s

| simply irresistible when you

Al hear its magnificent tone.

ﬁ@"’ - The. Sonora plays all ma}ces

sonive won B IR of disc records perfectly with-

Panama Pacific Exposition in competition with the W G Out eth‘a attaChmentS.

ng phonographs of the world there cxhibited

An unequaled line of upright styles and ten matchless period
models are now ready at prices ranging from $50 to $1000. -

Write us regarding an agency in your territory

ora Phonograph Sales @umpany, Zint.

George E. Brightson, President

secutive Offices: 279 BROADWAY, NEW YOBK

1 NEW YORK, Fifth Avenue at 53rd Street — 50 Broadway (Standard Arcade)
E . cet TORONTO: Ryrie Bldg. EXPORT DEPT.: 417 West 28th Street, New York

Sonora Semi-permanent Needles, which replace steel needies,
are in big demand. Why not participate in their sale?
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CATERING TO THE NEEDS OF MEN

Unique Policies of Talking Machine Store Lo-
cated on Lower Broadway, New York, of In-
terest Because 90 Per Cent. of Sales Are to
Men—Arrangements Made to This End

The Trinity Talking Machine Co. is located
in the heart of New York City's downtown busi-
ness section—on lower Broadway—where ex-
ecutive oftices of the country’s largest financial
and commercial institutions predominate. Few
women shoppers ever penetrate into this terri-
tory, and the manager of the Trinity Talking
Machine Co. has found that about 90 per cent.
or more of the company's sales are made to men.
Many of these men occupy important positions
with their respective concerns, and have plenty
of money to buy records with if they can be
once placed on the customer roll. The Trin-
ity Co. has made an extensive drive for a cli
entele of this sort, and has succeeded in large
measure.

A recent visit by a representative of The
World disclosed a series of unique policies, all
of which are based on the class of trade sought
and the location of the establishment. For in-
stance, this store is never open evenings, for
after business hours this section of New York
is practically deserted. At .midday, however,
when most men devote an hour or more to
lunch, the Trinity Co. does its rush-hour busi-
ness. In fact, the lunch hour, and the hour
or_two immcdiately following the close of the
b .ﬁ:%;-"clay are best fitted for attracting new
and regular customers.

Whereas very few retail concerns do a rec-
ord business of more than one-half the total
sales for machines, this company’s record sales
constitute the majority of the business done.
Whereas most demonstration booths are fur-
nished with a view to pleasing the feminine
eye, the booths of the Trinity Co. are designed
for the especial comfort of men. The great
quantity of handsome smoking stands is*a fea-
ture found in few music stores, but in this case
they have proved a powerful factor in making
customers feel thoroughly at home. There is
no need to throw one’s partly smoked cigar
away before entering the Trinity Shop, because
from first to last it is the desire of this com-
pany to cater to the whims and fancies and de-
sires of the male sex. Victor, Columbia and
Pathé records are handled.

RECORD ARTISTS IN POTTSTOWN

Ada Jones, McKee Trio and Shannon Four Ap-
peared in Concert in That City Recently Un-
der the Auspices of Lamb’s Music House

Porrstown, PaA., January 2.—Talking machine
enthusiasts in this city and vicinity were given
a genuine treat by William ¥. Lamb, of Lamb’s
Music House, Victor dealers here. A number
of prominent talking machine artists gave a
concert at the local Opera House on December
26. The concert was in the nature of a celebra-
tion. Among the artists who appeared was
Ada Jones, one of the veterans in the field, and
likewise one of the most popular record makers.
Then came the McKee Trio, consisting of Sera-
phine E. Albisser, violinist; Jacques DePool,
‘cellist; and William E. Berge, pianist, followed
by the Shannon Four, consisting of Charles H.
Hart, tenor; Harvey W. Hindermyer, tenor;
Eliot Shaw, baritone, and Wilfred Glenn, basso.

Miss Jones sang several coon and character
songs, and the McKee Trio played selections
from the opera, as well as a number of popular
airs, such as “Smiles,” and the quartet sang
old and new popular songs. In addition the
individual members of the trio and quartet ap-
peared in solos. The audience was a large and
enthusiastic one.

New York, January 15, 1919

Price Twenty-five Cents

" MUSIC AS A CIVILIZING INFLUENCE

Facts Show That It Inclines People to Be Law
Abiding—Musicians Keep Out of Jail

Does music keep people out of jail? It has
often been said in print that music was brought
irto the world to uplift and beautify our hum-
drum mechanical lives. A public school prin-
cipal regrets that lis teachers are only giving
one and a half hours a week to the study of
music. He regrets this because he says through
music and its educational value young people
become better citizens, more useful members of
society and more efficient servants of the State.

But now a man comes forward and subiits
figures to show that musicians give the jails a
wide berth. Out of somewhere about 150,000
professional musicians in the United States it
is said there are only fifteen in the nine largest
penitentiaries throughout the Republic. This
makes a good showing when the corresponding
figures are considered—thirty-nine out of only
57000 bankers in these penitentiaries; thirty-
thiree out of 115,000 lawyers; twenty-two out of
1£0,000 physicians, and six out of 35,000 painters
or artists. It begins to look as if music keeps
you out of jail or at least helps to. Hence, cul-
tivate the talking machine habit.

The “Dreamer” who wakes when the Alarm
Clock of Duty goes off is a “Doer” you can’t
stop!

KEEP THE STORE WINDOWS LIGHTED

Talking Machine Dealers Will Find It a Profit-
able Investment to Keep Their Show Win-
dows Lighted and Their Products Well Dis-
played in the Winter Evenings Now With Us

Now that we are in the midst of winter with
its long dark evenings, the efficiency of the
talking machine dealer’s store and window can
be enhanced considerably by a suitable display
properly lighted. The well lighted window will
attract possible purchasers in much the same
way that moths circle round a flame. People pre-
fer to walk on the bright side- of the street,
rather than.the dark; they will linger in front
of the cheery-looking store when they pass the
dull store by; and to get them to look or linger
is to get them to take a first long step in the
right direction.

Wonderful advances have been made in re-
cent years in the direction of effective store
lighting, and there is no line of business in
which the stock affords opportunity for more
effective displays than that of home furnishing.
And while electricity makes abundance of light
readily available, it also lends itself as no other
lighting system does to highly efficient yet sub-
dued effects that display the goods to the best
possible advantage without distracting atten-
tion from the window.

A well lighted store and window is unques-
ticnably a paying wintertime investment.

Our National Victory Should
Make Business Men Optimistic

The nation has entered the New Year with
a great military and moral victory to its credit,
and the thought uppermost in the minds of those
engaged in business is naturally concentrated on
the problems to be faced and solved during
the period of readjustment which is now here.

There are, of course, conflicting views regard-
ing what may be expected by business men, and
particularly by talking machine men, manufac-
turers, jobbers and retailers alike, during the
next twelve months or more—or until conditions
really get back to normal. There are, of course,
the pessimists, who see nothing but a demorali-
zation of industry and of labor during the proc-
ess of readjustment and reallocation. The
great majority, however, are optimists, who
believe that conditions for the next few years
will be such as to secure at least a fair measure
of prosperity.

The optimists, may it be said, appear to have
the balance of argument in their favor. There
will, of course, be many millions of men re-
turned from military service and direct war
work into the pursuits of peace, but this does
uot in any sense indicate that there is going to
be any tremendous drop in their earning power.
Wages will have to be stabilized in a certain
measure, but the losses incurred by war workers
in the matter of wages will be more than offset
by the earnings of the several million men who,
while in military service, have been consumers
rather than producers, and who dropped out
temporarily from the purchasing element.

The big argument in favor of future prosperity
is the fact that construction and development
work of all kinds has been at a standstill in
Europe for over four years, due directly to the
war, and in America for a similar period, due
both directly and indirectly to the conditions
surrounding the conflict, the high cost of ma-
terials and labor in particular making it danger-
ous to speculate in developments with a possi-
blc early drop in value.

In other words, the greater part of the world
has bcen standing still, or possibly going back,

for a period of four years, and it will be the task
for a number of years to come to make up for
this period of lethargy, and bring the develop-
ments up to the normal point where they would
have been under ordinary conditions of progress.

America for the next two years is going to be
the market place of the world. From this coun-
try all Europe must draw a large percentage of
tlieir building materials for purpose of recon-
struction, their agricultural and industrial ma-
terial, and even their food, for it will be some
time before the agricultural situation abroad can
be adjusted.

This all means that the demand upon our
material resources is going to be heavy, that
labor is going to be employed steadily and at
substantial wages, .and that those in industrial
and agricultural pursuits will have a fair supply
of money to put into circulation. It means that
talking machine manufacturers, jobbers and
dealers are, barring the unexpected, going to
find substantial fields available for their prod-
ucts, even though increased production now
possible will enable them to keep closer to the
demand for talking machines and records than
under war conditions.

Perhaps there will be no tremendous labor
prosperity, but it is a recognized fact that after
all the wars of the past century there has been
a substantial period of good times. There is
nc reason to assume that the same rule should
not hold good after the greatest war in history.
Certainly there is great work to be done. \Work
means demand for materials and labor, and de-
mand for materials and labor means money in
circulation.  Undoubtedly the talking machine
men will get their share of the prosperity which
is already discernible to those who read the
signs of the times aright.

J. G. Early. formerly head of the Early
Music House in Fort Dodge, Ta., has returned
to the field in that city, and has purchased the
stock of the B. M. Joy Music Store, which he
will operate under his own name.
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Backing Up an Elaborate Front With the

Proper Kind of Inside Service :

A talking machine dealer recently received a
request from a customer to call at an apart-
ment in a locality generally recognized as
“swell” for the purpose of talking over the pri-
vate sale of a machine. The request was writ-
ten on beautifully monogrammed paper of high
quality, and the dealer hastened to answer. He
found that the entrance hall of the apartment
house, of which the decorations were of rich
marble, took up most of the ground floor, and
was elaborately decorated with statuary, and
ebony hall boys. The elevator, however, took
him to a four by six apartment, furnished like
a mountain camp. In other words, rough. The
result was that in talking over terms the dealer
would see nothing but cash. It didn’t look as
though the money was there.

That happened to be one dealer’s experi-
ence, and, yet, customers have similar experi-
ences every day in doing business with talking
machine merchants in their stores. The dealer
hires a store in a prominent location, pays some
attention to his window displays, advertises lib-
erally perhaps and then ushers the customer into
a store that looks and smells as ancient as the
Catacombs. Moreover, the customer is like as
not to be met by some clerk who acts as though
simply to speak to the prospective buyer is a
matter of condescension on the part of the sales
person who had more important things to do.
To sum up, the dealer’s equipment consists of
90 per cent. front, and 10 per cent. service. The
result is that, although the customer, being in
the store, may buy, that same customer is not
inclined to come back and enjoy a similar ex-
perience.

Advertising is intended primarily to attract
the customer to the store, and it depends largely
upon the impression made by the store upon the
people therein whether the customer becomes a
permanent patron or goes away disgusted after
the first visit. If the advertising is only going
to bring the customer in once, then it represents
very costly publicity. It is what the customer
finds after he gets into the store, the service
that is rendered, the general attractiveriess of
the interior and the stock, that serve to keep
him interested and encourage him to come back
to the same store for more goods.

There are still a good many retailers who
believe that the customer comes into their store
because he must have a certain machine, or a

certain record, and that the manner in which he
ic treated makes little difference, provided he
makes the purchases originally intended. But
if each customer is handled only once, and each
new sale means another patron brought into the
store, then business is of the most unprofitable
kind. Tt is the trade that comes steadily and
regularly that makes for profits, for the propor-
tion of selling expense in handling this class of
business is sufficiently low to be worth while.
Big advertising and a good location are not

A

Ninety Per Cent.
Front and Ten
Per Cent. Service
Don’t Balance

S LSO SR

sufficient assets to the retailer. The store must
not only be well arranged, but clean. There
are some who would resent the thought that
their stores were not clean, but the writer has
frequently seen machines in demonstrating
rooms which were covered with dust, and with
the metal work looking as though it had not
been touched by the polishing cloth for months.
This is not calculated to impress the buyer.
Then, again, many employes are inclined to be
careless, and at times actually uncivil in their
treatment of the customer, and it is surprising
to 1ote how this tendency has increased during
the war period when stocks were short, and
employes felt that the dealers must retain their
services, or that new jobs could be had with-
out difficulty. With the improvement in the
labor and stock situations, the average salesman
or saleswoman will, if they have any sense, take
warning and change their attitude toward the
buyer. But the dealer or the manager will do
well to see that this new attitude is compatible
with good business practice. His help need not
of necessity be servile, but should be distinctly

By H. L. Benjamin

courteous and leave with the customer the im-
pression that he has been treated considerately.
A big front means nothing unless there is
something back of it, and the little things are
what count. If a record is not in stock it will
not do for the sales person to inform the cus-
tomer of the fact and then turn away, but it is
incumbent upon him to at least express a cer-
tain measure of regret and endeavor to ascer-
tain if the customer might not perchance be in-
terested in some other records of a similar char-
acter. The average salesman declares that this
is just what he does, but as a matter of fact on
more than one occasion the writer has heard a
clerk say to a customer that “I haven’t got that
record and do not know when I will be able
to get it” and then walk away to resume an in-
terrupted conversation with some other clerk.

Then, again, it sometimes happens that the
desired record is in stock, and the customer is
ushered into a demonstrating room to hear it.
Sometimes a fresh needle is not available and
the salesman has to go after it, or the needles
in the cups are all loud toned and the customer’s
ear drums receive no consideration. Just little
things, but they don’t fit in with the idea of
retail service.

Competition within the next few years is go-
ing to be very strong, particularly after factory
production reaches a pre-war standard or bet-
ter. If the retailer wants to keep trade coming
to his store he will make it worth while for
customers to do so. It means spending some
money for booths and fittings. It mears hiring
competent help and watching that help. It
means keeping machines polished and dusted
and floors clean. It means putting forth every
effort to not only keep stock up to date, but to
make the customer feel at home and anxious
to come again.

Simply spending money on equipment is not
all. There is one man who spent over $20,000
in fitting up a talking machine store on the sec-
ond floor of a medium-sized building, and the re-
sults are truly remarkable, but even that $20,000
would be wasted were the selling system not
watched carefully, and the interior given con-
stant attention. If the dealer’s available capital
is limited don’t put it all in the front. Let the
interior of the store and the service that goes
with that interior receive its due proportion of
attention.
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The Spirit of 1919
DITSON Service

Keeping adjusted to the ever-changing conditions of the Reconstruction
Period—overcoming with as little delay as possible existing stock and
shipping problems—co-operating with our dealers in every possible way.

Our Object Is to Help Our Dealers Make 1919 a REAL VICTORY YEAR.

: CHARLES H. DITSON ®. CO.
NEW YORH
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Victrola VI, $35 Victrola IX, $60

Mahogany or oak Mahogany or oak
Victrola X1, $115

Mahogany or oak

(U ) V) | SRS 7D T e—_—m D 7D O

]

AART

Victor
Supremacy
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The supremacy of the Victrola
commercially is coincident with its
supremacy as a musical Instrument.

The success of Victor retailers goes
“hand in hand”’with Victor supremacy.

Victor Talking Machine Co.

Camden, N. J., U. S. A. " Victrola XVI, $225
Victrola X VI, 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.

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

Albany, N. Y....Gately-Haire Co., Inc. Des Moines, Ia....Mickel Bros. Co. Omaha, Nebr......! A. Hospe Co.
Atlanta, Ga.......Elyea-Austell Co. Detroit, Mich Grinnell Bros. Mickel Bros. Co.
’ Phillips & Crew Piano Co. Elmira, N. Y......Elmira Arms Co. Peoria, Il Putnam-Page Co., Inc.
Austin, Tex......The Talking Machine Co., of{ Ei Paso, Tex W. G. Walz Co. Philadelphin, Pa..Louis Buehn Co., Inc.
Texas, Honolulu, T. H....Bergstrom Music Co., Ltd. %h I-GHCDPC-D Ornstein C
Baltimore, Md----%ﬂlgnlgirg;ggegons . Illouston, Tex.....Thos. Goggan & Bro. Poun ;%;%eogriph r&z.,e‘?nc. 2
H. R. Eisenbrandt Sons, Inc. ndlanap?hs, Ind.. Stewart Talking Machine Co. The Talking Machine Co.
. e Andrews Music House Co. Jacksonville, Fla..Florida Talking Machine Co. H. A. Weyma‘nn & Son, Inc.
angor, Me.......Andrew d Kansas City, Mo..J. W. Jenkins Sons Music Co. | Pittsburgh, Pa....W. F. Frederick Piano Co.
Birmingham, Ala.Talking Machine Co. Schmelzer Arms Co. C. C. Mellor Co., Ltd.
Boston, Mass.....Oliver Ditson Co. . | Lincoln, Nebr.....Ross P. Curtice Co. Standard Talking Machine Co.
**""The Eastern Talking Machine | yi¢t1e Rock, Ark..O. K. Houck Piano Co. Portland, Me......Cressey & Allen, Inc.
The M. Steinert & Sons Co.|Los Angeles, Cal..Sherman, Clay & Co. Portland, Ore.....Sherman, Clay & Co.
Brooldyn, N. Y...American Talking Mch. Co. | Memphis, Tenn....O. K. Houck Piano Co. Pf-ovldence, R, I...J. Samuels & Bro., Inc,
v G. T. Williams. Milwaukee, Wis...Badger Talking Machine Co.| Richmond, Vs.....{;‘e Igo‘ifgse(s:"& Ia)c'
b . N. Andrews. Minneapolis, Minn,Beckwith, O'Neill Co. ot :
Buffalo, N. Y.....I\ye-all')cﬁrg & Neal Cor Mobile, Als........Wm. H. Reynalds. Rochester, N. Y".%ilé]"l‘g?l:iggai{'achine A
Borlington, Vt....American Phonograph Co. Montreal, CQn,....BerlineJ Gramophone Co.,| salt Lake City, U.Consolidated Music Co.

Butte, Mont......Orton Bros. Nashville, Tenn....0. K tIiouck Piano Co L g S
Chicago, TI......Lyon & Healy. ) N K, - 3 [— San Antonlo, Tex.Thos. Goggan & Bros,
= B sl Wniner Co. | Newoghe o oo Rrice Talking Machine Co. | sun wrancisco, Cal.Sherman, Ciay & Ca
Chxm}g{o dT?u;m\?VM;fhmeC & Now © : Seattle, Wash......Sherman, Clay & Co.
Cincinnati, O.....The Rudolp! urlitzer Co. ew Orleans, La...Philip Werlein, Ltd. Sloux Falls, S. D..Talking Machine Exchan
3 b » 8. D.. ge.
Cleveland, O The W. H. Buescher & Sons| New York, N. Y“'gl:;l::;"gl‘gggng Mach. Co. Spokane, Wash....Sherman, Clay & Co.
The Collister & Sayle Co. C. Bruno & Son, Inc. St. Louis, Mo.....Koerber-Brenner Music Co.
The Eclipse Musical Co. 1. I])Bav%:' Jr., Inc, St. Paul, Minn....W. J. Dyer & Bro.
Columbus, O......The Perry B. Whitsit Co. (S:i;arics }‘I’.egla)it(s:gﬁ & Co. Syracuse, N. Y....W. D. Andrews Co. b
Dallas, Tex.......Sanger Bros. Ilianda Bros., Inc. Toledo, O..........The Whitney & Currier Co. [}
, Colo..... The Hext Music Co. . ew York Talking Mach. Co.| Washington, D. C.Cohen & Hughes. ;
Denver The Knight-Campbeil Music Ormes, Inc E. F. Droo;g& eSsolu Co.
Co. Silas E. Pearsall Co. Roht. 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.

Record in its Place
Albums are an Indispensable Requisite

sold. Practical and handy.
A profitable adjunct to the business.

nets of all sizes and styles.

considering quality our prices are the lowest.

quote prices.

COLUMBIA, EDISON, PATHE AND ALL
OTHER DISC RECORDS

A Place for Every Record and Every

talking machine business and wherever records are
Save time and records.

We manufacture disc Record Albums to fit cabi-

With the indexes they

are a complete system for filing all disc records.
We have unexcelled manufacturing facilities, and

us, giving quantity you may desire, and we will

OUR ALBUMS ARE MADE TO CONTAIN VICTOR,

in the

Write

THE PERFECT PLAN

HOW HAVE YOU PLANNED YOUR PEACE BUSINESS CAMPAIGN

Millions of American Soldiers Are to Be Turned Into the World of Business—They Will Be Your
Salesmen or Your Buyers—Now Is the Time for Leadership and for Ideas

Five million glorious boys, radiating health,
bursting with animmal spirits, laughing, joking,
free, frank and friendly! That is the army
Uncle Sam is going to turn loose into the world
of business when the troops are demobilized.
Tireless, hard as nails, indomitable in spirit,
they will swarm into business as they swarmed
into the Germans—disciplined and responsible,
but utterly fearless. and invincible. No prob-
lemm that business can offer can long vex men
who have solved the problem of advancing under
fire. Nothing in business that initiative can do
will be impossible to men who have gone sing-
ing into the Valley of the Shadow, says the
Voice of the Victor.

Have you, in your after-the-war thinking,
given any thought to your salesman, Tom Jones,
who went out with his draft with pale cheeks
and narrow chest, looking—well—a little shop-
worn? He is coming back all of a man, his face
tanned, his body hard, his mind active, brim-
ful of initiative and resource. Your customers
will be proud to shake him by the hand, and he
in turn will look on the world with new eyes.
He will have seen a foreign country, discovered
his French, English and Italian brothers, and
learned that they, too, are men. He will have
acquired a new neatness and efficiency in his
work, and, thanks to his years of discipline, will
respond quickly to any plan you may have form-

At the Beginning
of the Year

Investigate what opportunities there are
for you in selling the

CORTINA
Phone-Method

It means profits on records, machines
and text books.

Send for full information.
ter and window displays.

The Cortina Academy

12 East 46th Street :: New York

Advertising mat-

ed. just as he has learned to respond to his offi-
cer’s orders. He will be “up on his toes’ all
the time; and if you are not a match for him in
“pep” he will probably leave you for a better
man. And he won't be afraid to quit, either,
because he will have friends everywhere—men
who have been his comrades, shared his hard-
ships, smoked his cigarettes, eaten his “slum,”
and given him in turn all they have to offer.

Business is going to be a bigger, better thing
after the war than it has ever been before.
These hard young animals with brains are com-
ing back to “God’s country,” and they are going
to “whoop it up” as they never whooped it be-
fore. Fresh, eager, restless, still young and
their lives before themn, they are going to make
the most of peace because they know what war
means.

There is one thing these boys will lack when
they come home, unless we are prepared to give

it to them; and that is good leadership. They
have been working under officers whom they
trust, and love—by whom, in turn, they are
trusted and loved. ‘Those of us who were not
“Over There,” but tried to carry on our busi-
ness under wartime difficulties, have been dis-
ciplined also. \We were compelled at times to
stop when every instinct bids us go ahead;
compelled to consider other people’s needs when
our own seemed imperative. And like all dis-
cipline, it was good for us. Is it making or
breaking you?

In time of war prepare for peace. The busi-
ness executive of today is mostly trying to steer
a straight course through new shoals and shal-
lows. Tomorrow when peace has definitely
come he will have an army at his back, an
army trained and disciplined, needing only the
right leadership to do the impossible. Now is
the time to plan. Plan your peace business cam-
paign to the last detail. and begin to put it
into operation. You will be the “officer of the
day,” and the boys will follow you wherever
you go—such boys as you never dreamed of
leading.

FORM NEW ORGANIZATION

General Manufacturing Corporation of Milwau-
kee Capitalizes at $100,000 to Make Talkers

MiLwaukeg, Wis., January 6.—The General Mfg.
Corp. has recently purchased outright the com-~
plete plant, real estate and equipment of the Old
Minn Billiard Co., and has formed a new or-
ganization with a capital stock of $100,000, all
paid in for the manufacture of talking machines,
piano cases and various other cabinets, etc. W.
H. Schwab is general manager of this new cor-
poration.

WAS FORMERLY A SCRIBE

Percy A. \Vare, a member of the traveling
staff of the Victor Talking Machine Co., cover-
ing the Carolinas, Tennessee, Georgia and Vir-
ginia, as well as other Southern cities, was
formerly a newspaperman in Newark, Pa.

The store which runs its financial department
haphazard will soon not be a store.

AN INVESTMENT THAT PAYS

The Up-To-Date Store With Proper Equipment
Is Not Only a Trade Promoter But a Money
Saver for the Dealer—Facts Worth Noting

Bert Ketchum says that thirty minutes’ time
wasted daily by a $50 a month clerk costs his
employer $39 a year, which represents 5 per cent.
interest on a $780 investment. In other words,
that firm could invest even $600 for new equip-
ment and make a profit on it. Thirty minufes
of wasted or unproductive time daily by a
$2.000 a year man costs the firm $123 per annum,
or 5 per cent. interest on $2,460.

These figures printed in “Office Equipment”
set one thinking, and give the key to the wisdom
of talking machine dealers using modern and
up-to-date supplies in their establishment. To-
day stores are judged by their appearance just
as a man is judged by his clothes and general
bearing, and every factor, no matter how small
it may be, that tends to facilitate the better
conduct of business and help the needs of
customers, is to be commended.

provement in talking

and lateral cut records

8tyle 800

THE REGINAPHONE

A phonograph of the highest. grade
with many exclusive features. The new
Regina Sound-box is the greatest im-

years, reproducing all hill and dale

and in a manner unsurpassed.

Tenitory arrangements with active dealers. Send for particulars.

THE REGINA CO.

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

machines in

equally well, (\._,

New Reglna Sound-Box

47 West 34th Street, NEW YORK
209 S. Wabash Ave., CHICAGO,ILL.
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Victor
Supremacy

1s lasting
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Victrola VI, $35
Mahogany or oak
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Victrola XIV, $175
Mahogany or oak
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It 1s built on the
solid foundation of
great things actu-
ally accomplished.

And the success
of every Victor re-
tailer increases with
every new develop-
ment of this won-
derful instrument.

Victrola VIII, $50
Oak
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Victrola IX, $60
Mahogany or oak

Victrola XVI, $225
Victrola XVI, electric, $282.50
Mahogany or oak
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Victor Talking Machine Co.

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

Victrola X, $90
Mahogany or ocak

Victrola XVII, $275
Victrola XVII, electric, $332.50
Mahogany or oak

'

“Victrola” is the Registered Trade-mark of the Victor Talking Machine
Company designating the products of this Company only.
Warning: The use of the word Victrola upon or in the promotion or
sale of any other Talking Machine or Phonograph
products is misleading andillegal
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Important Notice. Victor Records and Victor Machines are scien-
tifically co-ordinated and synchronized in the processes of manu-
Victrola XI, $115 facture, and their use, one with the other, is absolutely

essential to a perfect reproduction.
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JITH achievement of victory on the battlefield, it is now up
to the talking machine industry to achieve victory in the
domain of business—to develop all forces and all energies toward
making the year 1919, which has just made its debut, one of the
‘greatest in the history of the industry. To put business back on a
normal basis calls for consistent and untiring effort along progres-
:sive lines. Business men must have faith and courage—must realize
‘that the clouds are gone, and that.we are now entering a new era
of expansion and prosperity for the entire nation.

The great moral victory achieved by the United States in enter-
ing the world war to uphold the rights of humanity and justice
has made this country known and admired the world over, and we
must maintain this reputation not alone in the field of statesmanship
and arms but in commerce. American manufacturers will undoubt-
edly find a larger market throughout the world than ever before,
and 1n the enlarged export field the talking machine will play a
notable part.

There is no other product so distinctly American as the talk-
ing machine—no other product in its development and construction
has won a higher standing for reliability and value. Hence it only
needs the spirit of enterprise on the part of our manufacturers to
bring the products of this typically American industry to the people
of the world in a larger measure than ever before.

At the present time, of course, the immense demands of do-
mestic buyers must be met, but we must work not only for to-day
but for the future. 1919 will be a year of restoration of industry to
not only its former status, but to a greater expansion, for we have
learned much during the past year as to what organization and con-
centration can do in this country in the way of speeding up factory
production and in attaining other ends most desirable in the busi-
ness world.

The War Industries Board, for instance, although exercising
strong control over industries such as ours, has nevertheless
brought real benefit by compelling talking machine men to take stock
of their own businesses—to present accurate figures as to their
equipment, capital invested, output, etc., by compelling the compila-
tion of statistics that should prove invaluable. Members of the in-
dustry have learned to work together, to discuss problems of their
businesses, and this spirit of co-operation should continue, for from
this spirit of frankness and harmony greater results must inevitably
acerue to individual enterprises, as well as te the talking machine
industry as a whole.

ONE need not be a persistent optimist to believe that some bene-
ficial developments in the matter of price maintenance will
soon materialize—that the long fought battle to bring about some
definite means for insuring the maintenance of fixed prices on trade-
marked and patented articles, provided such prices are equitable, is
likely to result in favor of the manufacturers of such articles and
those who on principle are in favor of the price maintenance idea.

The price maintenance question has long been a debatable one,
and those who have championed the cause have found traveling at
times rather rough and their championship somewhat expensive.
The situation looked particularly difficult when the Supreme Court
of the United States and the various Government agents, including
the Federal Trade Commission, appeared to put their feet down on
price maintenance and hold for an open market for the seller. In
other words they held that the seller, having become possessed of
the article in question, could dispose of it at any price he saw fit.

Recent developments, however, have indicated that the authori-
ties have suffered a change of heart, that they have become cog-
nizant of the damage that can be done by the unscrupulous price
cutter through the way in which he can undermine legitimate indus-
try, discourage capital, and indirectly keep his heel on the neck of
labor. The result has been that the Federal Trade Commission only
recently went so far as to advise Congress that it would be favor-
ably inclined toward some form of legislation that would permit of
the maintenance of resale prices on trade-marked and patented
goods, and would permit of the drawing up of contracts holding the
retailer to an observance of such prices, provided the contracts
adopted by the manufacturer would be subject to revision by some
competent authority to insure their fairness to all concerned.

This new attitude by the Federal Trade Commission is ac-
claimed by those who long have realized what price maintenance
has done in the building up of the talking machine business on the
solid foundation on which it rests to-day, and particularly what it
has meant to the smaller exclusive dealer who could go his way in
the past without being threatened with business extinction by the
price cutter, who usually had immense buying capital at his command
and few scruples as to how to proceed.

It is generally believed that if the well-known Stephens bill is
so amended as to include in its provisions means for subjecting price
maintenance methods and contracts to official supervision, either by
the committee representing the Federal Trade Commission or by
some other body, the bill will have a very fair chance of passage, and
one of the strongest arguments of those opposed to fixed prices will
be overcome.

The supervision of price maintenance methods will be welcomed
by those manufacturers who set a fair retail value on their products
and whose sole aim is to protect their good-will and trade-mark and
patent rights from the price cutter, and who desire to restrain the
latter from utilizing names and products of recognized and standard
values in the eyes of thée public, for the purpose of foisting on that
same public other articles of unknown origin at higher than ordi-
nary prices. ‘

It may perhaps be true that in endeavoring to maintain prices
some manufacturers have overstepped the bounds and have sought
to fix a retail value on their products not warranted. by manufactur-
ing and selling ‘costs. Manufacturers of this type have in a con-
siderable measure and to a considerable degree served to attract dis-
agreeable attention to the principle of price maintenance generally.
The talking machine trade, however, can feel with all consciousness
that in supporting price maintenance as a principle in their industry
they are also working in all fairness to and for the benefit of the
public as much’ as for themselves. The history of the mdustrv
demonstrates the correctness of this viewpoint.

With the war excitement out of the way and peace time leglsla—
tion again receiving proper attention, it is hoped that the price
maintenance question will receive the favorable consideration it de-
serves from our national legislators.

EN who are in a position to know declare that we may expect

a wave of advertising during 1919 that will exceed all previous
records. In other words, there is reason to believe that American
business men who for months, or years, as the case might be, have
been marking time in the matter of exploiting their wares, will go
after business through the columns of the newspapers and mhga-
zines as never before in the history of the country. It is logical to
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believe this as there is much that can only be accompllshed through
the medium of judicious publicity.

Most of the world has stood still during the greater part of
four years. We in America have gone ahead little, if any, for the
greater part of two years. It has meant that normal development
was halted, and now with a clear future it is only natural that every
manufacturer with a grain of ambition will endeavor not only to
develop his business on a normal basis, but will try to get back some
of the business lost during the dark months. Not only will the old
and recognized advertisers redouble their efforts and increase their
appropriations, but many new advertisers, having watched for the
proper moment, will enter the field in competition. It means that
the man who expects to hold up his end in the battle for business
that is before us must give the question of advertising his keenest
consideration. It is going to be the manufacturer who utilizes the
full power of advertising during the year to come who is going to
reap the reward in the matter of business. The man who hesitates
is not only going to lose potential business, but is going to suffer
directly through competition.

It must be said for the talking machine trade, so far as the
leaders of the industry go, that there was little if any cut in adver-
tising appropriations during the war period. Output was curtailed
and trade demands went by the board, but nevertheless there was
always kept before the public the names of the products and their
value in the war and in the home, not with the idea of influencing
immediate business, because immediate business could not be handled,
but with the idea of impressing the public with the products and the
names, so that when supplies were again available it was only a ques-
tion of reaping the crop of business that wartime advertising had
been developing. Although normal advertising was kept up during
the war it is most likely that even these big appropriations will be
increased materially in the drive for new business. Those who have
cut off their publicity or curtailed it will be compelled to do some tall
hustling to keep step with the procession of live merchants who
realize and make use of the power of advertising.

Nineteen-nineteen is now with us, and there is no time to be
lost in carrying to completion the campaigns for business planned
for the year. Advertising is going to prove one of the most potent
factors in the reconstruction of American business along peace lines,
and the manufacturer who does not recognize this fact is going to
suffer and suffer greatly.

ENIUS is only the power of making continuous effort, ac-

cording to the late Elbert Hubbard, who with his unusual
skill in word structure pointed out that the line between failure
and success is so fine that we scarcely know when we pass it—
so fine that we are often on the line and do not know it. How
many a man has thrown up his hands at a time when a little
more effort, a little more patience, would have achieved success.
As the tide goes clear out, so it comes clear in. In business,

sometimes, prospects may seem darkest when really they are on
the turn. A little more persistence, a little more effort, and
what seemed hopeless failure may turn to glorious success.
There is no failure except in no longer trying. There is no
defeat except from within, no really insurmountable barrier save
our own inherent weakness of purpose.

N the talking machine trade, as in practically every other line of

endeavor, problems of merchandising are receiving an increased
amount of attention. In the old days, in fact only a few years ago,
the rule was to hire the salesman and turn him loose on the prospect.
If he was a good salesman in his own right he held his job and
prospered, but if he proved to be a poor salesman he didn’t last
long. The sales problem was looked upon as distinctly a problem
for the individual, and he was left to work out his own salvation,
and so long as the results were more or less satisfactory there was
no interference with his plans.

Now, however, there is a new realization of what salesmanship
really means, because men have learned that selling is not a problem
for the individual, but rather is a problem for the organization, and
that although the ideas of the individual salesman may be good, if
those ideas are joined with the ideas of some other salesman, then
a selling system can be evolved that is not only going to mean more
business for the organization as a whole, but work to the benefit of
every man in it. The result is the development of the sales con-
ference idea.

The larger companies in the field now call their dealers and
salesmen together at regular intervals for the sake of discussing
merchandising and sales problems, and evolving campaigns that will
not only get results, but will, as a result of the experience gained,
be possessed of as few flaws as possible. Ideas are exchanged and
every dealer, if he is awake, enters into the conference hall with some
new and valuable thoughts on how he can improve his business, and,
most important, make more money from a certain amount of effort
and a certain amount of invested capital. The dealers in turn hold-
ing conferences with their salesmen can pass on these thoughts,
and on the other hand compile valuable selling material from the
ideas and experiences of their own sales staffs.

The basic thought is that no man, or no one group of men,
knows it all, Each individual and each group has met and overcome
different problems, and the problems that one individual has met
may come later to another of the craft. It is, therefore, much better
to have at hand a solution based on experience than to work blindly
and evolve a new and independent solution of the problem. It is
simply the idea of business co-operation brought home. The ten-
dency toward conferences of selling forces is one that should be
encouraged to the utmost, for it should mean more and better busi-
ness, especially in the industrial activity that is going to show itself
in every ramification of the immense business structure of this
country during the months and years that are before us.

=——
—_—

ET’S get more steam pressure in our 1919 boiler,
for we all hope the world has quit war-making
forever.
Victrolas and Victor Records are one of the war-
time essentials that become more than ever neces-
sary for life’s enjoyment.
for 1919: a bigger demand is sure, and it is a sure
Happy New Year.

Silas E. Pearsall Co.

Wholesale Distributors of Victrolas and Records

10 East 39th Street

Fire Up!

More goods are promised

!
NEW YORK
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The Prices on All

STARR
PHONOGRAPHS

- Were Restored January Ist

QOak, Walnut or Mahogany
i to the figures which prevailed before Starr reproduction was
restricted by Governmental order.

Decreased output necessitated an increase of price on all Starr
Phonographs, but this increase was removed at midmight, Decem-

ber 31st, 1918.

The Silver Grain Spruce “Singing Throat” of the Starr Phono-
graph with 1its many other popular features has created a demand
that has continuously pushed Starr factories to capacity and with
the introduction of improvements devised
in the last eighteen months prospective
buyers will do well to be forewarned
against unprecedented demand.

Deliveries on all models of Starr Phonographs
can be made immediately

The Starr Guarantee, made possible by a half century’s man-
ufacturing of the highest grade musical instruments, stands
back of each model.

The Starr Piano Company

STARR, RICHMOND, TRAYSER, REMINGTON
Grand, Upright and Player-pianos

The Starr Phonograph Gennett Phonograph Records
ESTABLISHED 1871

RICHMOND, 33 s :3 INDIANA

STYLE X
Qak, Walnut or Mahogany
Showing Starr Filing System
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selling appeal.

. Stracciari—and the “Long, Long Trail.” A
wonderful combination of grand opera star
and popular song, with a powerful double

Columbia Graphophone Co.
NEW YORK

W

HOLIDAY BUSINESS RECORDS SHATTERED IN INDIANAPOLIS

Trade Enthusiastic About Quality of Sales Made in December—New Year Opens With Big Sales

of Machines and Records—Indianapolis Will Be Big Market. During 1919

INpraNapoLis, Inp., January 6.—All previous
holiday business records were shattered with the
closing of 1918, the local retail and wholesale
talking machine dealers report. Not only had
the business been brisk since October, but the
last minute rush of Christmas buyers foung the
local retail dealers selling their machines with-
out time for demonstrations in many instances.

What the dealers regard as a most encour-
aging and significant sign is that the sale of
machines and records since Christmas has been
good. No doubt is expressed as to the opinion
that 1919 will prove a big year. o

H. E. Whitman, manager of the talking ma-
chine department of the Pearson Piano Co., said
that the holiday business came not only from
the wage earning class, but from the wealthier
classes, which previously had been holding back
o1t the purchases pending the development of
the war situation. A large number of the high-
er-priced machines were sold and the total busi-
ness is far ahead of the holiday record of 1917.

The Edison Shop sold out entirely in two
styles and showed an increase of 200 per cent.
in its cash business alone, A. H. Snyder, man-
ager, reported. Business has been coming back
briskly since Christmas, and the record busi-
ness necessitated the doubling of the counter
space.

J. L. Peter, manager of the Columbia store,
said that the season was the most wonderful one
he had ever experienced in the business, and re-
marked that he had had a 400 per cent. increase
over December of 1917.

C. P. Herdman, manager of the talking ma-

chine department of the Baldwin Piano Co,
pointed out that the business in the Columbia
machines was at least 100 per cent. better than
in December of last year, while the stock of
Windsor machines was entirely sold out.

R. B. Goldsberry, manager of the talking ma-
chine department of the Mooney-Mueller Co,,
Pathé jobbers, has been filling orders as fast as
he could get the goods from the factory. The
art models went big, Mr. Goldsberry said. He
estimated an increase of 100 per cent. over last
year for the holiday business.

The Stewart Talking Machine Co. have been
making every effort to get as many machines
as possible to the dealers. They have been run-
ning full-page advertisements telling the public
kow the Victrola “went to war” and explaining
the reason the Victor dealers were not able to
supply the demand this year. Harry Diehl, for-
merly retail manager for the company, who is
now a sergeant in the army, and Harry Ray, also
in the army, who formerly was manager of the
talking machine department of the Pettis Dry
Goods Co., visited the offices recently.

Ben Brown, manager of the Columbia whole-
sale department, said that the demand for ma-
chines and records keeps growing in spite of the
Christmas onslaught. Ben Loventhal, pro-

prietor of the Grafonola store at Louisville, Ky.,
came to Indianapolis last week and took 1,200
records back with him as baggage. F. F. Daw-
son, manager of the Columbia branch in Cin-
cinnati, was also a visitor. The talking ma-
chine department of Silverstein Bros., Terre
Haute, Ind,, did a fine business in Columbia
machines and records. This is one of the new
big accounts opened by the local branch sev-
eral months ago.

W. E. Pearce, manager of the talking machine
department of the Brunswick-Balke-Collender
branch, is expecting a big year for the Bruns-
wick. At the Brunswick Shop the Christinas
business practically cleaned out the store, and
George F. Standke, manager, took a hurry-up
trip to Chicago to see if he could get a rush
order through to take care of the business after
Christmas.

E. R. Eskew, manager of the Pathé Shop, said
that business is coming right back in great form
after the Christmas rush.

The Fuller-Ryde Music Co. were well pre-
pared to handle their increased business in Vic-
trolas this year, as they had rearranged their
store and built several booths. The store now
rivals any of the up-to-date talking machine
stores in appeardance, and the proprietors are
more than pleased with the change.

ATTRACTIVE VICTROLA ROOMS

Each of the Twenty Demonstration Booths in
New Stores of Geo. S. Dales, Akron, O,
Dedicated to Some Prominent Record Artists

5 o
AxroN, O. January 3.—George S. Dales re-

cently opened a large and most attrag’tive Vic-

trola parlor at 128 Main street, this city, with
many original features incorporated therein. In
addition to sales and reception rooms and three
concert halls, there are twenty demonstration
booths, each booth decorated in a distinctive
manner and dedicated to soxrie;pr01ni13ent Vic-
tor artist, such as Caruso, Farrar, Melbixj Lauder,
etc. The decorations are designed to indicate
some distinctive characteristic of the artist or
of the artist’s work. The furnishings, includ-
ing tapestries, -carpets and furniture,~ are rich

and elaborate. ,

The floor of the main lobby is polished for
dancing and it is the intention of'?the pro-
prietor to allow private parties to make ar-
rangements for its use. This will also include
societies and lodges. A section of the lobby
is specially arranged for those wishing to make
engagements with their friends and daily con-
certs, vocal and instrumental, are given.

George S. Dale -carries a complete stock of
records and has proven himself one of the most
progressive talking machine dealers in the coun-
try. Souvenir booklets outlining the history of
the store and illustrated with many photo-
graphs were given to callers on opening day.

VEECO:tcrc MIOTORS

]

-In THitness Thereof :

ARE DURABLE

A customer writes: “We have been using this motor in our fac-
tory for the past year continuously, at least four or five hours a
day steady, and have never had any trouble with same.”

" Doesn’t that indicate durability ? :

The improved VEECO electric motor is designed primarily and
exclusively for Talking Machines.
action and practically fool-proof.
voltage from 100-125, A. C. or D. C., without adjustment.
models for any voltage from 6-250. Furnished mounted on 12

or 12 inch mahogany board ready to install, or without board, .

all ready to mount on such board as used by the manufacturer. - ‘

With the VITRALOID turntable, supplied with the motor, it

makes a complete motor_unit_for high class machines.

ORDER NOW FOR 1919 DELIVERIES

THE VEECO COMPAN

THE ORIGINAL PRODUCERS OF A COMPLETE ELECTRIC DRIVE
FOR TALKING MACHINE MANUFACTURERS’ USE

It is smooth and noiseless in
Standard models run on any |

Other i

248 Boylston St.
BOSTON, MASS.

==
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To

turers and

Jobbers
of
Talking

Machines

A 2

BRI 0N

Extra Loud
Medium Tone

Half Tone
Full Tone

BRILLIANTONE
QTEEL NEEDLE
CO. OF AMERICA

== [INCORPORATED

B. R. FORSTER, President
Suite 655-657-659,
Marbridge Building,
Broadway at 34th Street,
NEW YORK CITY
Pacific Coast District

WALTER S. GRAY
530 Chronicle Bldg.,

“ San Francisco, Cal.

E are now prepared to accept
(and to agree to promptly fill)
your orders for Brilliantone

Steel Needles for the year of 1919

If you are interested in Price
comparison, Brilliantone Steel Needle

Prices will attract you.

If you are interested in Quality
comparison, Brilliantone ‘‘All
Quality” Steel Needles are in a class
by themselves, for

Uniform Hardness
" Uniform Points and
Uniform Gradation

If you are interested in Delivery
Service, we will demonstrate that

 we have not had one “disappointed

delivery’’ customer on our books
(not even during the year of 1918).

- If you are interested in Customer
Satisfaction, we can refer you to
7850 Brilliantone Dealer users.

The biggest Manufacturers and Jobbers are
safeguarding their interests as regards Price,
Quality and Deliveries, by contracting for their
1919 Steel Needle requirements now, and ar-
ranging for pro-rata monthly or quarterly
deliveries. ?

It is our earnest hope that the year

1919 may be the most prosperous
" in the history of the Talking Machine

Trade—and that means for You.

Made in America by Americans
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Making the Show Window the Dealef’s Greatest

Trade Promoter and Profit Maker -

The arrangement of a talking machine win-
dow is, of course, a matter of individual taste.
There are a great many dealers who ignore the
value of their show window altogether; they
forget that it is one of the greatest trade pro-
moters and profit makers in the advertising end
of their business, and in this connection its pos-
sibilities as a means of attracting and interest-
ing the public should never be overlooked.

The dealers in the talking machine trade have
been fortunate in the fact that manufacturers
have been most generous in providing special-
ly arranged window displays, which when prop-
erly presented are most effective in their re-
sults, and give the talking machine dealer’s win-
dow a distinctiveness that makes his store stand
out among those of his neighbors in a manner
that creates favorable comment.

Too many dealers, however, do not take pains
in properly arranging or presenting these win-
dow displays prepared by the manufacturers
with the result they make a sloppy, cheap, unfin-
ished appearance that does anything but help
the dealer or the products he handles.

It should be kept in mind that the window
displays prepared by manufacturers represent a
large investment, and, just like the literature they
issue, should be utilized in a most painstaking
way and brought correctly to public notice, be-
cause everything is being done with the object
in view of aiding the dealers, and bringing the
products they handle before the public in a way
that will bring the best results.

Some of the modern displays testify to the
rapid development of art in advertising as far
as window displays are concerned, and in cards
and other forms of display pictorial impres-
sions are conveyed that represent really clever
artistic work.

There is a tendency, however, on the part of

many dealers to crowd their windows unduly,
particularly where cards are used, giving the im-
pression of a bargain display in a cheap dry-
goods store with the prices tagged on.

Simplicity, after all, is the great key to success
in window display and where special window de-
signs are arranged, such as those furnished by
the manufacturers, nothing else should be used.
The window scheme should be adhered to in
its purity without any additions.

Where the dealer prepares his own window
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he should keep some central idea in mind, either
a special machine, or a certain series of records.
The latter might be utilized in the event of the
visits of opera or concert singers. A photo-
graph of the artist might be featured surround-
ing it with a number of his or her records, then
balancing the remainder of the window space in
a manner that will not detract from the cen-
tral subject.

One thing should be remembered, that it is
wise to get away from trying to get too much in
a window, and this, as just remarked, is a ten-
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dency that is growing these days, owing to the
amount of cards and illustrations in connection
with record displays which are furnished deal-
ers; they are often used indiscriminately and
without a proper sense of appreciation of their
worth,

The psychology of window display should also
be considered because the window is an index
of the character of the store and the man or the
men who run it. The attractive window means
the attractive store; it means that it is con-
ducted by people who are particular and precise
in their dealings, who believe in carrying the
highest class goods, and who boast of a sales
force that understands handling customers in-
telligently and with proper consideration.

A TALKING MACHINE MAN’S LETTER

Sends Interesting Communication in the Ver-
nacular of the Trade to His Son “Over
There”—Key to Why Son Won Out

An employe of a talking machine company
whose son had left the factory to take part in
the Great Adventure “over there” hit upon the
idea of writing to his son in the gramophonic
terms familiar to both in their working hours.
This interesting epistle was the result:

“My Dear Boy:—The matrix and I send you
our best love and good wishes, and express
the hope that this old turntable of a world,
which at present doesn’t seem to run true, has
not wabbled enough to spoil your record and
the harmony of your existence. At present
there would seem to be a knock in the motor
that runs the old turn-table. Possibly this is
the sound of the guns of Freedom hammering
the spirit of Justice and Democracy into the
slaves of the Kultur of the Beast.

“Whatever you do, son, remember while you
are over there never to run off-centre. A man
who runs off-centre spoils his record and creates
discord. You have good stock in you, boy, for
you're a Yankee product, so keep your record
bright and shining. You bear the label of
Columbia, which is recognized by friends and
enemies as a mark of quality. Live up to your
label. You are not absolutely flawless, but I trust
that the needle of life may not meet you with
many bad spots in your record. The only per-
fect Master Record was made two thousand
years ago; there hasn’t been an absolutely per-
fect one made since.

“Be sure your motor is fully wound up before
you begin the music that is to make Fritz dance.
Don’t get run down. If you notice any signs
of it you'll always find a crank willing to wind
you up. Above all, boy, don’t lose your spring.

“Run steady, true, and regular, son, and re-
member we are all at the back of vou, to the
last needle.

“With best wishes for a safe return.—The
Governor.”

STUDYING FOR A COMMISSION

William Dane, formerly manager for the Put-
nam, Page Co., of Peoria, Ill.,, and a specialist
in Vietor sales work, has been making his head-
quarters for some time past at Pelham Park
Bay, N. Y., undergoing preliminary training
prior to entering Princeton for a special course
which will give him a commission as ensign in
the U. 8. Navy. Prior to his appointment to
this school Mr. Dane served as “radio operator”
aboard the U. S. S. “Lamberton,” which is one
of our latest, best equipped and fastest destroy-
ers.

The line of demarcation between luxuries and
necessities is hard to see—when the necessities
insist on masquerading as luxuries.
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How to Keep the Instalment Accounts on the

Right Side of the Ledger - -

Five out of ten talking machine stores would
without a doubt have to quit business if they
stopped selling machines on the ‘“payment”
plan. But they won’t quit this plan, and there is
no reason why they should. The great Ameri-
can public has become used to buying everything
from jewelry to clothes on the time-payment
plan, and with each passing year this method
of retailing is being put on a higher plane and
is becoming recognized as the logical method of
selling goods to people in moderate circum-
stances who compose the greater part of our
population.

The payment plan is here to stay, but just for
that very reason talking machine dealers should
study ways of improving their methods of han-
dling payment accounts so that they can do the
largest possible business with the least risk.
Of course, when a machine is not paid for it can
always be “pulled” under the leases usually
signed up when the sale is made, but any talking
machine retailer knows that the more of such
cases that arise the more expense he is put to,
the more second-hand stock he accumulates, the
more bookkeeping he has to do, and there are
cases, of course, where such accounts are nearly
a total loss when the customer fails to meet
payments and “skips,” taking the machine along.

Obviously care ought to be exercised in giv-
g credit privileges if collections are expected
to turn out well, and hence if sales are expected
tc prove profitable. Because, as already inti-
mated, there is no use of selling goods that only
pile up trouble and that eventually prove to be
more of a liability than an asset. On the other
hand whoever has charge of arranging for a
ctedit ought not to be too quick or. harsh in
judgment. In fact, the happy medium of ex-
tending credit on the time-playment plan is for
each prospective customer to be treated as an
individual, and each case taken on its own par-
ticular merits. As “sure as shootin’” a business
that has too many set “rules” for opening pay-
ment accounts is going to get stung occasionally,
just as is a concern whose rules are not so strict,
and besides, by having rules and enforcing them
too strictly, a lot of good business will be
“passed up” that otherwise could be put on
the books and made to yield a profit.

From my personal experience in retailing talk-
ing machines on the payment plan and from
talks with other phonograph store owners I
have gathered considerable information about
the best way of making instalment accounts
remain on the profit side of the ledger always,
and other dealers may be interested in some of
these ideas. Understand, however, that they
have to be interpreted to meet the locality where
they are applied, and they are not meant to

apply to individual cases. Instead these “rules”
are for comunon sense use, and fit the general
situation.

‘In the fOrst place, when a person comes in
and wants to purchase a machine on the pay-
me.at plan a fair down payment ought to be
demanded. If the customer can’t pay anything
down, this very often indicates that he or she
is extravagant, and will not be able to meet
subsequent payments. Next, as to arranging
the size of the after-payments: Don’t make

s

Training the Cus-
tomer to Mlake Pay-

ments Regularly Is
the Real Big Secret
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them too large, or the customer will not be
able to meet them and your having to “dog” him
for the money will make him dissatisfied, will
lose his friendship, and ultimately perhaps re-
sult in your having to repossess the machine.
In other words, the secret of success in your
credit methods is not how big you can make
the payments, but how well you make the
terms to fit the individual customer so that he
can promptly meet each payment, can do it
cheerfully and hence will remain a friend and
booster of your store, and a record buyer, too.
If you make the terms right, and keep your
customer “in tune” properly you should do
away with your collectors, if you have any, and
instead have your customers come into the
store and pay their own instalments. There is
ne reason why you cannot make this plan a
success. If some of the biggest furniture stores
in the country, catering to “high and low”
classes of trade, can make a success of the plan
of having 95 per cent. of their customers come
in and pay instalments, you certainly can do
it.  Of course, some people would rather have a
collector call on them, but if you have only a
few such accounts, one of_the boys can take an
afternoon off each week and round these up.
The average person, if half-way decent, likes
to be put on honor, and deep down inside takes
a certain pride in being trusted to come in and
pay accounts when they are due. Another thing,

i By Courtenay Harrison

every time you have a time-payment customer
call at the store to make a payment you get a
chance to interest him in records and other
things. Many sales can be made in this way
that you would not otherwise make.

Speaking again of extending credit, you should
demand an unusually large down payment from
colored people, foreigners, questionable charac-
ters and people just starting in any business.
Statistics show that the classes named are very
peor risks for the dealer who sells on the time-
payment plan.

Don’t sell a machine to a lawyer on the pay-
ment plan. If his credit is not good enough for
open account, better keep the machine on your
floor. Lawyers know how to “beat about the
bush” so well that if they want to renig on a
time-payment agreement they can keep you out
of your machine and mioney for a long, long
time, and besides cause you a lot of unpleasant
notoriety and expense.

Some time back I spoke of the necessity, in
order for collections to come along smoothly,
of not making the payments on a machine any
more than the customer agreed could be met
cheerfully, and promptly. Sometimes, however,
even when this precaution is taken, the customer
will fall behind in payments. Naturally, you
either write him a letter and ask him to come
ir and settle—you keep writing letters, maybe
making the customer “sore”—or else you send a
collector who will often get into a heated argu-
ment about the missing payments, and also will
get the customer “peeved.” Now the best way
of disposing of such cases is to get the customer
into the store, and then make an entirely new
agreement, one that the customer can meet.
\What is the use of working your head off to
make a customer keep up a two-dollar per week
payment, and in so doing making the customer
sore, and perhaps having finally to take back
the machine, when by getting the customer to
come into the store and have a heart-to-heart
talk you can make a new agreement changing
the payment to one dollar a week, and still get
your money eventually, and keep the customer’s
trade and friendship? TIsn’t that just using com-
mon sense? Of course, such leniency, if you
wish to call it that, need not be extended unless
you have exhausted all other means of “getting
the money or the machine,” but such “leniency”
pays in the long run when it is extended.

Referring once more to having people come
to your store and pay, one of the most suc-
cessful talking machine stores I know of does
tlis: After a customer has come in and made
arrangeinents to get a machine on time, and has
made the first payment, that customer is sent a

(Continned on page 18)
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KEEPING INSTALMENT ACCOUNTS ON RIGHT SIDE OF LEDGER

(Continued from page 15)

neat card. in a small envelope, showing the
date of the next payment (in the manner of a
bank savings card for one of the popular Christ-
mas fund accounts) and on the back of the card
is printed a list of popular records for the
customer to pick from. FEnclosed with this card
is a letter that says:

“We are very much pleased to have you for a
customer for one of our Blank talking machines,
and we feel sure you will derive much pleasure
from it.

“Herewith we enclose for your convenience
a little card containing a list of some records
you might care to own, and showing when your
next payment is due. When you come in to
make this payment, we will be glad if you would
bring the card along.”

The customer brings this card along, each
payment is entered upon it, and hence the
customer has a real pride in watching these
payments “total up” just as if it were a bank
savings account or anything of the kind.

\Where you have to send out a collector on
a “bad” account, always try to get a promise,
at least, out of the delinquent customer. If
tl:is promise is broken, have the collector get
another promise and call attention to the pre-

vious one that was broken, because nearly
everyone in moderate circumstances owes, at
least at certain periods, more money than he
can pay. But if a certain firm has extracted
from him a definite promise to pay a certain
amount on a certain date, he will nine times out
of ten pay that firm ahead of any of the others
whom he had been able to “stall off” without
giving them a promise.

In concluding I want to quote the “credit
rules” given by a large mid-west furniture store
to its talking machine department, and to other
departments too, for that matter, rules that have
resulted in bringing unusual success to the store
in doing a time-payment business. Here they
are:

1. Be sure of the customer’s honesty, then
his ability to meet the terms you make.

2. Make a definite agreement and have it
signed.

3. Watch the payments regularly and call
attention to any delinquency promptly.

4. If the delinquency .becomes serious, never
threaten, but call attention to the broken
promises and make a new agreement.

5. Finally, get the money or the machine, the
latter only if the balance warrants it.

N. B. JOHNSON VICTIM OF ACCIDENT

Representative of Texas-Oklahoma Phonograph
Co. Dies of Injuries Received When Struck
by an Automobile While Boarding a Car

Darcas, Tex. December 28—N. B. Johnson, a
prominent member of the Texas-Oklahoma
Phonograph Co., Edison jobbers in this terri-
tory, died several days ago as a result of in-
juries sustained in attempting to board a street
car on December 8 when he was struck by an
automobile. Mr. Johnson's former duties will
be taken care of by A. H. Curry, general man-
ager, and F. C. Beattie, secretary and treasurer
of the company, until his place in the organiza-
tion can be filled.

NEW INCORPORATION

The Phonograph Improvement Co., Ft. Wash-
ington, Wis,, has been incorporated with capital
stock of $300.000 to manufacture phonographs.

The incorporators are Wm. H. Thommen, Harry -

W. Bolens and Olaf Elton The new concern
will start in business in the near future.

VICTOR JAN. RECORD SUPPLEMENT

Cover Design Featuring Return of American
Troops Is Significant and Timely

The front cover design of the new January
Victor record supplement is of particular and
timely interest, inasmuch as it illustrates most
graphically the sentiment back of George M.
Cohan’s latest song, “When You Come Back,”
and shows some soldiers from overseas being
welcomed by their friends upon their return as
victors. The record of the song incidentally
is included in the January supplement and is
sung by no other than John McCormack. There
are a number of excellent and timely features in
the January list, of which due announcement
will probably be made by the manufacturers.
One of the features is the singing of “Onward
Christian Soldiers,” by Mme. Schumann-Heink.
Ii: addition there is a goodly selection of timely
and popular numbers.

Remember that there is something to be con-
sidered besides pattern in the fabric of life.
There is fiber.
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MERCHANTS LOOK FOR
BIG TRADE EXPANSION

Answers to Questionnaire Sent Out by Mer-
chants’ Association Demonstrate That For-
eign and Domestic Trade Will Grow

With cancelation of war contracts and uncer-
tainty in the labor problem mentioned as chief
factors in the readjustment of business and
manufacturing, all companies questioned by the
Industrial Bureau of the Merchants’ Associa-
tion of New York recently reported that they
expected an immediate expansion in domestic
and foreign trade, according to an announcement
made by the association.

In explaining that the query particularly
“asked for a statement of the obstacles which
are retarding the return to normal conditions,”
the report said that “optimism was dominant in
replies from the manufacturing members in re-
sponse to a request for their opinions regard-
ing the industrial outlook.” The query drew
replies “from manufacturing plants in practi-
cally every field of importance in the metro-
politan district.”

“A few of the factories have not been dis-
turbed at all by the +var,” says the report.
“Others have been devoting their entire ca-
pacity to the production of munitions and war
supplies.  Still others have been working on
war contracts and at the same time filling civil-
ian orders. The withdrawal of the Government
from the market, which is now in progress, is
the largest single factor affecting industry. and
practically all manufacturers speak of the ef-
fect of the cancelation of Government contracts.
It is therefore encouraging that the Govern-
ment departments having large contracts in this
district have practically completed their plans
for adjusting canceled contracts and are ready
now to operate with promptness.”

In outlining the work of the cancelation and
in giving the list of the bureaus doing the work
the report says that final decision on most of
the settlements is made in Washington, and that
so many readjustments have been made that it
has been impossible to estimate the probable
length of time for settlement of all contracts.

Most of the manufacturers who replied to the
query discussed the labor situation, the report
says, and expressed doubt about future condi-
tions. All of them expressed the hope that the
perplexities would be cleared up soon, so that
they could make plans for expansion.

“The shifting of great masses of workmen, de-
velopment of new industries and new industrial
sections, present high wages, the demand for
overtime work, and many similar conditions re-
sulting from the war period, make the labor sit-
uation very complex,” says the report. “In
some case there is an actual labor shortage of
all kinds, while in other cases there is simply
a shortage of skilled labor, or even a surplus.
It is obvious that in many lines of industry
there must be a readjustment of the labor sup-
ply.

“In many cases manufacturers expect that
wages will remain at their present high level
for a considerable period, while in other cases
it is claimed that former markets cannot be
developed again until wages have fallen some-
what, because of the high prices resulting from
high cost of production, which, in turn, is due
largely to high wages.

“In this connection it is interesting to note
that recently in many cases production has fallen
off materially, thus making very high prices nec-
essary for the product unless the cost of pro-
duction is again decreased, either by decreasing
wages, increasing productivity of labor, or by
both. A number of manufacturers still complain
of the difficulty of obtaining competent labor,
irrespective of wages offered.”

A life must be either masterful or miserable
—able to control itself, able to overcome ob-
stacles, able to dominate circumstances, or else
it will be harried by many trifles into constant
discontent.
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Educational Value of the Talking Machine

Constantly Gaining Wider Recognition

Slowly but surely the educational value of the
talking machine is winning merited recognition
ffom a large number of writers and musicians
who formerly underestimated or inadequately
considered the talking machine as a great up-
lifting, civilizing force. Magazine contributors
apd editorial writers in the daily papers are at
last perceiving that the talking machine has
been and is one of the greatest factors in bring-
ing about a knowledge of the best in music,
hence it is receiving a more sympathetic con-
sideration at their hands.

The vital and constructive part played by
music in the war and the utilization of the talk-
ing machine as an instrumentality in this con-
nection have undoubtedly focused a large meas-
ure of attention on this instrument and its pos-
sibilities in musical and educational spheres.
The other day the musical editor of the Winni-
peg Free Press in discussing the value of the
talking machine in the school remarked:

“From a blatant box with an unsightly horn,
assailing the ear with screechy and muffled re-
productions of nasal voices and tinny instru-
ments, the talking machine has evolved to its
present high status—that of a high-class musical
instrument—in a very few years.

“It was always miraculous! The improve-
nients, amounting now almost to perfection,
have added little to the miracle, which was
there, full-grown and almost breath-taking, even
in the crudest old product of the early, early
days of the phonograph industry.

“But the successive improvements have given
it an entirely different status. Once a play-
thing and a novelty—outside the pale of seri-
ous musical consideration—and little more than

a toy for the amusement of children and grown-
ups of a novelty-loving turn of mind, the talk-
ing machine has thoroughly invaded the sphere
of music in its very highest manifestations, and
is now the greatest force making for musical
education in the world.

“Just as moving pictures popularized the
greatest histrionic artists and gave them nightly
audiences of many millions, so the talking ma-
chine has given to millions of homes the best
performances of the world’s supreme musicians,
and made it possible for the most isolated set-
tler in the wilds of civilization to hear nightly
the fine artistry of metropolitan artists.

“It has accomplished a wonderful revolution;
but the half of its influence has not yet been
fully appreciated or taken advantage of by those
who have musical education seriously at heart.
There has been, until quite recently, a more or
less scornful acceptance of the talking machine
by music teachers and musical educators, a sort
of ‘damning with faint praise’ which has re-
tarded the use of the talking machine as a means
of teaching.

“Tutors who still take that stand are now, of
course, open to ridicule, since artists of far
higher musical authority than themselves use
the talking machine as a vehicle to place their
performances before the public. Itis worthy of
note, too, that those who hear the great artists
via the talking machine are often treated to a
better rendition of a given number than those
who hear the artist in the flesh on the concert
platform or the operatic stage. And this, for
the reason that the artist who is recording will
often perform the piece from ten to fifteen times,
improving the rendition by a study of the rec-

©

ord previously made, until the final record is
well-nigh perfect.

“As far as the ordinary household is con-
cerned, the talking machine must be as close to
reaching a ‘saturation poiut’ as it perhaps ever
will; but the greater sphere of usefulness in the
schools is as yet almost untouched.

‘“The local government has already instituted
some inquiries which point to the fact that talk-
ing machines in Manitoba schools as an aid to
musical education have already been seriously
considered, however, and may be an accom-
plished fact within the near future. A few
schools have them now, of course, but the gen-
eral use of them as a standard piece of school
furniture (they will be as common as black-
boards in the schools of the future, most cer-
tainly) is still a long way from consumma-
tion.

“What largely stands in the way of prompt
action along that line is the attitude of musi-
cians who are still apt to reply in a half-hearted
manner when questioned as to the efficacy of
the talking machine as a means of musical edu-
cation. It is with them really little more
than a matter of prejudice, and the sooner it
is brushed aside and a broader view taken of the
hundreds of various methods of fostering and
developing musical appreciation in the young
and in grown-ups of insignificant musical taste,
the better it will be for the cause of music in
general.”

Why is it that dealers overlook the funda-
mental truth that permanent paying patrons can
be secured by giving them what they want
promptly, willingly and at the right price?
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Have You Hired a
Soldier-Salesman Yet?

Mr. Edison recently made to you
Edison dealers the only public state-
ment he has given out since the
Armistice was signed. It was an
important communication. The
newspapers thought so, and gave it
great publicity. The most impor-
tant thing 1n 1t was this:

“Every business man should
speed up his sales organization.
The salesmen of this country can
do more than anyone else to keep
the wheels of industry turning at
full speed. The salesman had to
take a back seat during the war but
his time has now come. Give him
a chance.”

There 1s no Edison dealer too
small to put on one more salesman. |
Many of you can profitably use
several more. A good salesman
always pays his way. Give the boys
a chance to make good. Speed up
your sales.
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THOMAS A. EDISON, Inc.

ORANGE NEW JERSEY

E Official l.aboratory Model New
i : Edison—William and Mary Cabinet,
| i executed in American Walnut.
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Work and More Work the (Genuine Secret

of Successtul Salesmanship -

*Salesmanship is a science; is an art.” Well,
it may be, but that definition, to me, is a trifle
highbrow; a bit theoretical. While I have great
respect for other men’s opinions, especially those
who can speak with rightful authority, yet, in
my humble way, I prefer to regard salesman-
ship from a more practical angle. I insistently
incline toward the belief that salesmanship is
work, work and more work, guided by certain
fundamentals of purpose, direction, method and
jodgment, which it is my privilege to discuss.

Throw into a dish a real “worker,” good
health, reasonable ability, ncat appearance, sound
habits, some business sense; spice it all with fair
personality, courtesy, thoroughness and earnest-
ness; mix well with common sense; bake to a
turn and out of the oven of experience draw a
finely moulded and successful salesman. That’s
my recipe.

Naturally, there is no set rule for the posi-
tive determination of a good salesman. A man
may have all the requirements but one and the
one lacking may nullify all the others.

There are certain qualities which, no doubt,
would enhance a man’s selling ability, but which,
in themselves, would by no means guarantee
ability to sell. Of these I point particularly to
personality, brilliancy and education; yet, I
maintain with firmness, that all else being equal,
salesmen possessing one or all of these at-
tributes are bound to soar far above their fel-
lows.

I am ot among those who insist that a
salesman is born, not made. To my mind, a
larger proportion of salesmen are made than
are born. True enough, many men are born
with a certain natural ability to sell, which, how-
ever, requires much guidance and training be-
fore they become what can safely be called “a
salesman.” In my experience I have seen sev-
eral instances of men who, by all standards, had
none of that quality called “born or natural abil-
ity,” but who had instead, in a big measure,
energy, determination, studiousness, reliability
and confidence; and so greatly outdistanced the
man of the so-called “natural ability.” Prac-
tically every sales manager can point to striking
instances of this kind in his experience.

It is notable that there are large numbers of
men employed in the capacity of salesmen who
flit from one job to another, never “making
good,” always proving a burden to their con-

cerns and a heavy expense before their real lack
of worth is discovered. Such men are the bane
of the sales manager. Their trouble too fre-
quently is due to the fact that they are in a
field where they are entirely unadapted. Per-
haps as office men, doctors, lawyers, engineers,
in agricultural pursuits, or in one of many other
occupations, they would be pronounced suc-
cesses. On the other hand, there are fellows
now struggling without possibility of success,

O

TheRealSalesman is
the Mlan Who Takes
a Territory, Builds
It Up, and Grows

Stronger Every Trip

SO S

not only in the professions just mentioned, but
in menial jobs, who have latent ability which,
if trained and developed, would put them among
the big earners as salesmen.

Failures in life, to a very large degree, can be
traced to the fact that men are following pur-
suits for which God never intended them.

Give me the “worker,” the man who is abso-
lutely honest and dependable, for it is safe to
say he'll very often possess the other necessary
qualifications, or if not he'll employ every means
to acquire them under careful direction, for the
worker strives for success, and will {eave noth-
ing undone to equip himself with the essentials
to that goal. I’ll gamble on the “worker” every
time. Let my competitor have the “born sales-
man’” chap. They are too often unsteady, unre-
liable, spasmodic and hard to handle.

The “worker” is constantly on the job. He
catches the early train out of town in the morn-
ing and the late train into the next town. He
travels when it least cuts into the time that
should be spent in seeing his trade. He not
alone makes every minute count close to 100
per cent., but he handles his job with thorough-

By Joseph 1. Carroll

Manager of Sales, Emerson Phonograph Co.

ness in every detail, applying himself studious-
ly to gaining a full knowledge of his line, as
well as that of his competitor, and, equally as
important, to studying the simplest and most
convincing presentation of the knowledge thus
gained.

Cranted a man be a “worker” there are cer-
tain other fundamentals, not beyond any man
to acquire. A salesman should study; study al-
ways to overcome defects which become mani-
fest as he goes along. The successful sales-
man seldom is derelict in this respect.

Give attention to your appearance. Be neat,
not gaudy. Acquire a manner—and it can be
acquired by persistence—wherein courtesy and
dignity predominate. FEvery man has some per-
sonality. Develop it. Watch other men who
have it in abundance. Imitate them, if you
will, little by little. It can be done, and grace-
fully, too. It’s a great help in salesmanship.

Assuming a man’s health is good—and it must
be kept so—forcefulness follows, for is he not a
“worker” and work and application beget
“force,” a very essential quality in salesman-
ship. Good health can only be maintained by
sound habits. The "wine, woman and song”
traveling man is a creature of the dim and dis-
tant past. To-day the successful representative
is the thinker, the planner; the man who uses his
spare moments to lay out his work in a sys-
tematic and orderly fashion, who diagnoses each
case wherein he has failed, and rearranges his
forces to strengthen his apparent weaknesses,
and to attack where his object is most vulner-
able, who works every available town on his
territory with the same amount of interest,
whether the town be large or small, who treats
small merchants with consideration equal to that
which he extends the big buyer. Such a man
will work every square inch of his territory until
it yields the maximum business.

Regarding habits; if wine, woman and song,
yea, cards, are part of your life, let each fit in,
in its proper place, and each in moderation—
much moderation, but under all circumstances
so discipline yourself that no one of them
interferes with your ability to produce sales, and
ptoduce them in a manner creditable to yourself
and your organization. Be a gentleman always.

In the man who has achieved marked suc-
ccss in selling you will almost invariably find

(Continued on page 22)

THE WONDERFUL TONE PRODUCTION OF PHON d’AMOUR

These Features are Patented and Procurable Only in Phon d’Amour

is obtained by
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an entirely new type
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built on the principles of a violin

THE DIAPHRAGM

made of selected violin wood, fashioned beyond any possible danger of warping, and
insuring a resonance and sweetness of tone not obtainable by the use of any other material

Plays All Makes of Records and Glorifies Them All

THE FRITZSCH PHONOGRAPH CO,,
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WORK THE REAL SECRET OF SUCCESSFUL SALESMANSHIP

(Continued from page 21)

outstanding certain features in his make-up.
He is a student of human nature and applies his
knowledge. Rarely does he approach two peo-
ple or treat with them exactly alike; he dis-
plays much versatility in his methods; he im-
presses his customer with confidence in his sin-
cerity, and faith in his judgment; in a word, he
déminates, but with a diplomacy which lends
charm to his work.

The real salesman is short on “bluff” and long
on conviction. He conveys truth and value.
His feet are squarely on the ground, his head
well and securely poised, and his manner fear-
less, but never offensively aggressive. He leads
to a favorable decision; never crowds his cus-
tomer. He believes in himself and his mer-
chandise; has unshakable faith in his house, and
is proud of his job.

Still other points are well to mention in the
conduct of the well-organized salesman. He
will have developed to a high degree his abil-
ity to concentrate on his argument and his work.
It will be conscientiously prepared and ar-
ranged in logical order and the whole will be
governed by an all-abiding and controlling in-
telligence.

Tact, in all walks of life, is desirable, but the
advice to the salesman in his interviews to
waste neither his own nor his prospect’s time
is invaluable.

We will concede that there are many kinds of
salesmen. Some sell big concerns, some the
small dealer. Others call upon those who re-
quire frequent visits, while many reach their
trade very infrequently. Some flash for a mo-
iment, while others grow steadily. Certain men
can make large sales once, but dare not come
back—the slick kind. But to me the real sales-
man is the man who takes a territory, builds it
up and grows stronger and more popular with
each successive trip.

To most seasoned salesmen the ideas brought

forth herewith are more or less elemental.
They may gain nothing from them, but if the
poor chap who is unsteady and floundering, and
the young fellow who is just starting out, re-
ceive the slightest stimulation I shall have been
amply repaid for my trifling effort.

In conclusion, there is the exceptional, the
rare—very rare—and brilliant salesman, the man
that does tremendous things. I cannot discuss
this type for I am not “one of him.”

MAXWELL’S BOOK FOR SOLDIERS

Latest Volume on Salesmanship to Be Sent to
Soldiers in France

With the coming of peace comes the era of
the salesman. The throttle of the great engine
of American industry is open wide; the orders
are full speed ahead. With increased produc-
tion in every plant throughout the land, the
salesman’s part in the life of business becomes
vital. As Mr. Edison said recently, “The sales-
man had to take a back seat during the war,
but his time has now come. He can do more
than anyone else, now, to keep the wheels of
mdustry turning at full speed.”

The Young Men’s Christian Association in its
work with the soldiers abroad recognizes this
iniportance of salesmen to American industry.
It has decided to make available for the boys
“over there” waiting to return the study of
salesmanship so that when they get back such
of them as desire may enter the ranks of Ameri-
can business as salesmen.

To further this plan the Y. M. C. A. has pur-
chased 2,200 copies of William Maxwell’'s book
entitled “Salesmanship” to send to the Yanks
overseas who intend to enter the selling game
when they come back.

If one does not believe that honesty is the
best policy, one should try it.

HAVE LEASED NEW BUILDING

Diamond Music Co., of New Orleans, Moving
to New and Larger Headquarters

F. S. Hemenway, president of the Diamond
Music Co., New Orleans, Edison jobbers, writes:

“Owing to the early expiration of our lease
of 151 Baronne street, and the fact that the build-
ing does not answer our purposes, we have
leased a three-story building at 341 Baronne
street, which is large enough to accommodate
both our wholesale and retail departments. We
are renovating and improving this new location
and will move into same during the month of
January. The new building is twenty-five feet
wide by one hundred and eight feet long, ground
floor, and when we get settled into this we will
be in much better position to serve our cus-
tomers satisfactorily.

“It was always a handicap to run the two de-
partments separately, requiring two separate or-
ganizations as they were three blocks apart, but
now we will have them under one roof where the
writer and our Mr. Donnelly can look after
every detail of both departments. Qur whole-
sale offices will be on the second floor, and the
ground floor will be devoted to the retail depart-
ment and the re-creations. We are fitting up
the whole front of the building into a large re-
ception room with ivory fibre furniture and
Wilton rugs, cretonne hangings and furniture
covers. We are adding another booth to what
we had in the old place, making a total of four
booths and the large reception and recital room.
The fixtures will be refinished in ivory, and we
think the appearance will be a great improve-
nient over the old place.”

INCREASE IN FOREIGN TRADE

The total foreign trade in the United States
in the four years preceding the war was $15,-
972,000,000. In the four fiscal years since the
war began it has increased until it now amounts

to $29,332,000,000.
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successful phonograph business.

We are in position to take care of your orders

promptly. Our factory is
5 running day and night
and we employ only the
most skilled mechanics.
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Possess all the sterling qualities that go to build up a
They are sold to
builders of all the high-grade talking machines, and
give universal satisfaction to the user.
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CHICAGO OFFICE
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Build satisfaction into your products by using the

Dayton Motors
Dayton Reproducers
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1500 REPUBLIC BLDG.

Quality Line

Dayton Tone Arms

Sold all over the world and
used in the highest class talk-
ing machines. Worite for par-
ticulars.
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Prepare
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Wictory

Huge sales and profits will reward
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modern Unico department

Peace

will make ample stocks available
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DEPARTMENT NOW
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plete your improvements in season to be ready for THE BIG BUSINESS.

THE UNIT CONSTRUCTION COMPANY

Fifty-eighth Street and Grays Avenue, PHILADELPHIA, U. S. A.
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CLEVELAND TRADE DISPLAYS REAL PROGRESSIVE SPIRIT

Henry Dreher a Firm Believer in the Products He Sells—Chas. K. Bennett Invents a New Sales
Aid for Retailers—Best Selling Records Cover Wide Field—General News

CLeveLanp, O, January 7—Henry Dreher, head
of the house of the B. Dreher’s Sons Co.. who
is spending the midwinter in Florida playing
golf and hunting. is a great believer in the use-
fulness of the talking machine. “I have one in
my dining room at home,” said he, “and when I
sit down to breakfast I listen to some favorite
singer’s voice. The music gives me a better
appetite, and I leave the table in good humor
for my day’s work at the store. The talking
machine has a wonderful future and broad
sphere of usefulness. The war has helped the
music trade business by stimulating an interest
in good music, and, after conditions have been
readjusted and we are back to a normal peace
basis, piano and talking machine manufactur-
ers, distributors and retailers will find a big
volume of new business awaiting them which
will prove very profitable.” >

The Starr Piano Co.’s Richmond, Ind., plaiit,
which was heavily taxed in making war materials
for several months, is now pushing at full speed
on talking machines. The company did not
“catch up” with orders received early in 1918
until after the middle of the summer.

Chas. K. Bennett, manager of the Eclipse
Musical Co., in this city, is the inventor of a
novel record display fixture, which is destined
to win, on its merits, a large measure of popu-
larity in the trade. In telling of his invention
to The World he said:

“I have felt for some time past that if a dealer
could file his records ‘face out’ instead of laying
them flat or on edge, as is the custom, the sales
would materially increase and a great number
of slow-moving records would pass on to the
consumer; however, lack of wall space pro-
hibits this plan. This started me figuring how
I could display records and do it in a limited
space. The usual printed lists of records were
fast becoming passé on account of the records
so listed being unobtainable, so I started to fig-
ure how I could display the records instead of
the lists.

“The ‘Eclipse Serve-Self Container’ was the
outcome, and hand-made samples having been
tried out here in Cleveland for some time past
convinced me of the advisability of manufactur-
ing these devices to furnish to the trade at
large.

“AVhile the present form is limited to bulle-
tin display racks, samples are now being pre-
pared which will enable a dealer to display these
containers on his wall or in his booth and still
another will be made in the form of an easel
that can be displayed on a table or cabinet.

“From actual experience I find that a con-
sumer likes” to look at the records he buys,
much the same as he selects a necktie, for in
a great many instances the title of a record in
a catalog or on a sheet doesn’t mean as much
as when the customer can see the title itself

on the records. I believe every dealer of talk-
ing machine records has had this experience,
for T have failed to see a single instance in
all my traveling among the trade where deal-
ers did not leave a stack or have a few records
scattered over the counter, and this has, almost
invariably, resulted in the records being scratch-
ed or marred in some manner and has made
them unsalable.

“The Eclipse Serve-Self Container displays
the records in a great variety in a small space
with the possibility of getting scratched being
eliminated and at the saine time each record
is accessible. Dealers of talking machines will
deem it advisable to equip their stores with these
containers immediately, as the cost is but slight
compared to the sales that will be made, in
fact, they should pay for themselves in a com-
paratively short time.”

The Cleveland Music Trades Association, sev-
eial of whose members are talking machine re-
tailers, at the December gathering discussed
unethical advertising of musical instruments.
The members are disposed to draw the line
close and insist that such advertising be *‘strict-
ly legitimate” and in “no way misleading to the
public.” The association a year ago expelled a
member for advertising used instruments as new
ones.

“Offerings in the world of talking machine
records for the new year promise much, if the
January lists of the different manufacturers are
a sign.” said the musical critic of the Cleve-
land Plain Dealer, in reviewing offerings for the
current month. *“\Vithout exception the manu-
facturers have announced the acquisition of new
aitists who "are new to phonograph lovers.
There is much in store for Cleveland devotees
of the phonograph, local dealers declare, and
old favorites are to be heard in new songs that,
while not new, endure because of tlieir merit.”

Records, according to local dealers, now in
demand include:

Pathé—"“Anvil Polka” and the *“\Vhistler and
His Dog,” by the American Regimental Band;

“Flags of Freedom” and *Solid Men to the
Front,” by the same; ‘“’Neath the Autumn
Moon,” by Grace Hoffman, and “Love Me or

Not,” by William Simmons.

Columbia—Oh, How She Could Spanish,”
by Irving Kaufman; “Merrily We’ll Roll Along,”
by the Peerless Quartet, and “Everything Is
Hunky Dory Down in Houky Tonky Town,” by
the same.

Victor—*“Mad Scene From Lucia,” by Galli-
Curci; “Dixie,” by Mabel Garrison; “Bluin’ the
Blues,” by the Original Dixieland Jazz Band;
“The Missouri Waltz” and “Kiss Me Again,”
by Joseph C. Smith’s orchestra; “For Your
Boy and My Boy,” by the Peerless Quartet.

Starr—“Ring Out, Wild Bells,” by Royal
Dadum; “My Paradise,” by Conklin’s Society
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Orchestra; and “After You've Gone,” by Codey’s
Band.

The “Society of Concerts of the Conserva-
tory,” as its official title goes, more generally and
conveniently known as the French Orchestra,
now touring the United States, stimulated inter-
est in talking machine music by a concert at
Gray’s Armory, December 29. This band is
now working for the Columbia Co.

W. F. Young, manager of the Cleveland
branch of the Brunswick-Balke-Collender Co.,
has been made receiver for the Helm Amuse-
ment Co., which failed a few days ago. The
ccmpany operates the biggest pool and billiard
rooms in the city and had bought heavily of the
Brunswick-Balke-Collender concern. The war,
flu epidemic and other handicaps forced the
Helin concern to the wall. Among the assets
of the Helm concern are several talking
nachines supplied by Mr. Young’s firm.

The Collister & Sayle Co., Victor retailers,
are offering one of the finest lines of machines
and records ever displayed in Cleveland. A
window display, unique in its variety and make-
up. is one of the features of the January drive.

“I think the talking machine dealers will have
the best year they have ever known for busi-
ness,” said Charles K. Bennett, manager of the
Eclipse Musical Co., and president of the Talk-
ing Machine Dealers’ Association of Northern
Ohio. “I hear encouragement from retailers
who come to our store daily. \We can not fill
all our orders but I believe manufacturing plants
will soon be able to swing most of the busi-
ness they receive.”

The receiver of the Goodman Piano Co.,
which was placed in bankruptcy several moinths
ago, has been asked through the common pleas
court to distribute some of the funds collected.
\ creditor holding several thousand dollars’
worth of notes given for talking machines seeks
to have some of the notes paid. The receiver is
still disposing of the Goodman stock and main-
taining the retail store, in Huron road.

The Fischer Co., 25 Taylor Arcade, is featur-
ing Pathé records, including “The Rose of No
Man's Land,” “I'm Always Chasing Rainbows,”
and “Oh, How I Hate to Get Up in the Morn-
ing.” with great success. Business with this
company is steadily expanding; it is placing
Pathé phonographs with the best people.

The May Company repoits an unprecedented
sale of talking machines. records and player-
pianos for the holidays. “Business in January
has started with a big rush,” said Dan J. Nolan.
manager of the firm’s piano department. *“The
big question with talking machines and records
15 to get the goods from the makers.”

County Treasurer John A. Zangerle, who is a
national authority on taxation, is opposed to
taxing household goods, particularly musical
instruments, because, he says, they are educa-
tional factors. “There is about as much sense
in taxing a Victrola or player-piano in my home
as there would be in taxing a school hoirse,” he
said. “Both are built for educational purposes
and should be free from taxes.”

. . - . . il
machines of our own design and construction with a capacity of am
50,000 to 100,000 castings per day. 4

il

L (1]

Write for Send us ::
Samples of Work we your Specifications m
are doing in or Models for m

this line quotations m

am

Barnhart Brothers&Sndeer E

Monroe and Throop Streets +» Chicago v lllinois iz
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Adapted particularly
for Bulletin Display
Racks as shown in
photograph herewith.
Made also to hang
on wall or in your
booth, and to stand
on table or cabinet
as Easel.

SERVE-SELF

DISPLAY YOUR RECORDS

MAKE THEM SELL THEMSELVES

With “ECLIPSE” Serve-Self Containers

One Rack filled with
“Eclipse’” Serve-Self
Containers will ac-
commodate 30 - 10"
and 24 - 12" or 60 -
10" or 48 - 12" rec-

ords.

Every Record is ac-
cessible.

Patent Pending

CADILLAC BLDG.

These containers are made of heavy green card board, mounted on very heavy fibre
board, and bound together at the edges with linen, the green containers making a
striking contrast in color effect with the records.

Records will be in greater demand in future than ever before, and your success with

this end of your business will depend on your ability to SHOW YOUR STOCK.

Fach container consists of a double-sided leaf accommodating ten or twelve inch
records as desired, and will be furnished at $1.25 each f.o.b. Cleveland, or in lots of
six to equip your entire rack at $7.00 f. o. b. Cleveland.

In ordering specify quantity desired for ten and twelve inch records. Containers
ready for immediate shipment.

THE ECLIPSE MUSICAL COMPANY

VICTOR DISTRIBUTORS

CLEVELAND, OHIO
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French Army Band—Marche Lorraine! Your
Customers will go out whistling this record ‘
—and carrying it. Columbia No. A-6083. |

N\ 77

Columbia Graphophone Co. ﬁ
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HOLIDAY BUSINESS ON PACIFIC COAST BREAKS RECORDS

Estimated That Ower $1,000,000 Worth of Business Was Lost Temporarily- at Least Through
Shortage of Stock—Many New Columbia Dealers—Changes Among Sales Staffs

Sax Francisco, CaL, January 2.—No previous
Christmas season has equaled that just passed
in the history of the San Francisco talking ma-
chine trade, as far as the business volume goes.
The eleventh hour rush was unprecedented.
The “flu” no doubt prevented much earlier shop-
ping, but more likely the rush was the result
of a sudden realization that this was a good
time to celebrate peace and prosperity. Many
dealers ran out of popular records and ma-
chines of course. Victor goods were scarce in
certain styles and as it is not the policy of
leading houses to urge patrons to accept substi-
tutes, the loss of sales through lack of stock
must have been enormous. Andrew G. Mec-
Carthy, head of the Pacific Coast Victor whole-
sale agency of Sherman, Clay & Co., stated
that he could easily have sold a million dollars
more of Victor goods had they been available
in the year past. The fine new lines of talking
machines made a strong bid for favor and
thousands of little-advertised machines were
disposed of at good prices. The profits this sea-
son hawe been large notwithstanding the many
setbacks to business.

All Types of Records in Demand

The many high class concerts recently have
had the effect of intreasing the sales of classi-
cal records, yet popular war and patriotic selec-
tions are still going strongly. The time is ripe
for peace parodies on the popular war songs.
Records of all the standard makes shared in
the heavy Christmas demand and machines
which play the different kinds of records sold

Walter S. Gray

Chronicle Bldg., San Francisco, Cal.

N
E
, E
NEEDLES
’ L
E
S

Pacific Coast Jobber for the Best in
Talking Machine Trade Accessories

exceptionally well. Never before have the
higher priced instruments sold so readily and
upon such favorable terms. The percentage of
cash sales was far above normal, and the initial
payments upon instalment sales averaged higher
than formerly.

Miss Hazel R. Layton, who has been with
the Oakland Phonograph Co., has accepted a
position with the Eastern QOutfitting Co. of San
Francisco in the talking machine department.

Frederick Stern, president of the Stern Talk-
ing Machine Corporation, has been placed at a
great disadvantage lately by reason of twelve
ot his employes being ill, still he is managing
somehow to keep things running efficiently.
Holiday business is very heavy and promises to
continue so well into the new year.

Many New Columbia Agencies

Among the new accounts to be opened by the
San Francisco branch of the Columbia Grapho-
phone Co. are the following: The Wiley B.
Allen Co., F. Friedman Co. and Hale Bros., San
Francisco; The Oakland Phonograph Co. and
the Capwell Co., Oakland; Tupper & Reed,
Berkeley; Fred R. Howe, Santa Cruz; Stein-
hauer & Eaton, Watsonville; Chas. Burroughs,
Sebastopol and the Gern Music Co., Maryville.
Many other new accounts have been opened also
throughout the state and the . San__Francisco
force has been rushed as never before. Mr.
Milnor, manager, says business has tripled in
December. They moved over a thousand cabinet
machines the first three weeks of the month
and did an enormous record business in this
territory. -0

To Attend Meeting of Columbia Managers

N. F. Milnor, San Francisco manager of the
Columbia Co., is about to leave for Ne\ij_ York,
where he will attend the annual convention of
Columbia managers. Mr. Milnor has been much
overworked lately and he hopes to get a little
rest, at least on the train which takes him back
East. 5

W. E. Henry, who has charge of the foreign
records in the Coast territory, is in Los Angeles
spending the holidays with his family.

J. A. Frye, Pacific Coast factory representa-
tive of the Victor Co., is at present in San
Francisco and expects to remain here about a
month,

Puts Furlough to Good Use

J. J. Black, secretary-treasurer of the Wiley
B. Allen Co., who is serving as a clerk in the
navy, was allowed a ten-day leave of absence
just before Christinas and he spent the vaca-
tion working like a slave in the talking macliine
department, his former stamping ground.

Interesting Personal Items

Francis P. Corcoran, manager of the talking
machine department of the Wiley B. Allen Co,,
i1s spending the holidays in Seattle, having de-
cided to visit his wife, who is at her mother's
home and is not in the best of health. In the

meantime R. E. Wolfinger is acting manager of
the talking machine department, which is doing
a fine business.

The talking machine department of Clark
Wise & Co. did a fine holiday business.
Mr. Buffa, formerly with the California Phono-
graph Co. and more recently an employe in
the war industry of the Union Iron Works, is
again selling talking machines. He is with
Clark Wise & Co. and prefers the music business -
to riveting steel ship plates.

E. C. C. Johnson, who has been in training
at Camp Pike, is now on the force of the
Sonora Phonograph Co. in San Francisco.

The new manager of the talking machine de-
partment of the Eastern Outfitting Co., San
Francisco, is D. S. Hollingshead, who was
formerly in business for himself in Baltimore,
Md. He succeeds George T. Hively.

Fine Demand for Pathé Products

O. N. Kruschke, San Francisco, reports fine
business on Pathé machines this month with
the California trade. He has placed many im-
portant new agencies recently, among them
three in Kohler & Chase stores and one with
Byron Mauzy, San Francisco. Mr. Kruschke
has returned from a trip through northern Cali-
fornia and, though he found business conditions
somewhat uncertain by reason of the influenza
epidemic, he was not disappointed in the volume
of orders taken.

Association to Resume Meetings

The Talking Machine Dealers’ Association of
San Francisco and Bay Cities will resume regu-
lar meetings after New Year’s. Billy Morton,
of Sherman, Clay & Co., who has gained fame
for the success of the dinners he has arranged
for the members, is planning to outdo himself
the coming year. With conditions approaching
normal there will be more opportunity for social
functions as a side issue to business meetings
than was formerly the case.

The Kohler & Chase talking machine depart-
ment has added a complete line of Stradivara
talking machines and this line makes a splendid

. showing in the space allotted to it on the main

floor.

BOLWAY & SON INCREASE CAPITAL

Frank E. Bolway & Son, Edison Phonograph
jobbers of Syracuse, N. Y/ -have filed amended
articles of incorporation with the Secretary of
State, New York, -increasing the capital stock
of the concern from $125,000 to $180,000.

PURCHASE SONORA SHOP

Roy L. and Harry F. Sonneborn have pur-
chased the Sonora Shop, 812 Lincolnway, La
Porte, Ind., from Mrs. Daisy Mack.

COTTON FLOCKS

~ ..FOR..
Record Manufacturing

THE PECKHAM MFG. C0., REWaRE N-"3.
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E. M. BURNHAM VISITS THE EAST

Well-Known Talking Machine Manufacturer of
Los Angeles Places Orders in New York

E. M. Burnham, of the Burnham Phono-
graph Mfg. Co., Los Angeles, Cal, was a re-
cent visitor to New York City, and while here
was a guest of Frank T. Nutze, of Stephenson,
Inc. As this was Mr. Burnham’s first trip East,

E. M. Burnham F. T. Nutze

in addition to taking care of a number of im-
portant business matters, he found time to motor
to Atlantic City with Mr. Nutze for a week-end,
where the photo here reproduced was taken.

Mr. Burnham, while here, placed substantial
orders for phonograph equipment with various
firms, and, of course, this included the Stephen-
son precision-made motor, which Mr. Burn-
ham uses in his higher-priced phonographs.

SOUND BOX THIEF ABROAD

Slick Worker Makes Good Haul in New York
Stores During Holiday Season

The Victrola sound box thief is again abroad
in the metropolitan district of New York, and
has been very successful in making raids dur-
ing the holiday season. Only recently he got
away with eight sound boxes from one store. In
working his game the thief comes into the store
and inquires if a woman and child are waiting
for him to make a final selection of a Victrola.
On being advised that such is not the case he
asks if he may be permitted to wait a few mo-
ments until they arrive. Permission being
granted he wanders about the store and in the
booths, looking at the various machines, re-
moves as many sound boxes as possible, then
walks out. The following description is given
of the thief: About five feet five inches high,
dark hair, pale yellow face, of Jewish type,
wears a dark overcoat and soft fedora hat. He
looks very slippery, according to one dealer.

GREAT GROUP OF VICTOR ARTISTS

Supplement Showing Many Victor Artists in
Their Best Known Operatic Costumes Issued
With “The Voice of the Victor”

One of the features of ‘““The Voice of the
Victor” for December, which made its appear-
ance just prior to the Christmas season, was
a large insert, lithographed in several colors,
and showing twenty-four of the leading artists
on the Victor list in the costumes of the opera
parts in which they are best known. The show-
ing is a most impressive one, and the supple-
ment was so arranged that it could be framed
and used for windcw or store display by the
dealer. Incidentally the dealer who did not so
display it overlooked a fine bit of publicity.

No man succeeds at every attempt, but the
harder you try to succeed each time the easier
you will find it to succeed the next timne.

NEW VICTOR EDUCATIONAL BOOK

Interesting and Valuable Information Regarding
Use of Victrola and Victor Records for Folk
Dancing Found in New Volume

There has just been issued by the educational
department of the Victor Co. a new edition of
“The. Victrola in Physical Education, Recrea-
tion and Play.” The new volume includes illus-
trations and descriptive matter regarding new
and timely American dances, suggestions as to
the records to provide the accompanying music,
and other matter of real and distinct value to
instructors.

There are also included and carefully classified
the folk dances of other countries, including
Finland, France, Ireland, England, Belgium,
Russia, Sweden, etc. ‘The illustrations them-
selves furnish excellent guides as to the use of
the Victrola for the purposes of dancing instruc-
tion.

The only sure things in life are those that
have already happened.

NEW ASSISTANT TREASURER

C. F. Freeling Elected to That Office With F. E.
Bolway & Son, Inc.

Announcement is made by Frank E. Bolway
& Son, Inc., exclusive jobbers of the New Edison
at Syracuse, N. Y., of the election of Charles F.
Freeling, formerly of the Treasury Department,
Washington, D. C., to the office of the assistant
treasurer of this corporation. The announce-
ment concludes: “It is the desire of our cor-
poration to render constantly improving, ef-
ficient service to our patrons, and we sincerely
trust and expect Mr. Freeling’s association with
us will aid in the accomplishment of our de-
sires.”

SALESMANSHIP INTERESTS ALL

The lawyer sells his knowledge, the physician
his skill and ability, the merchant his wares, the
banker money, the railroad president his ability
to build railroads, find new business, handle men,
etc. So we are all interested in salesmanship.

o e

e

Secret of Success

—put up a good front
—buy an Electric Sign

12 Months to

Pay!

First payment brings the Sign.
Night Electric Signs bring day business.

Your Sign pays for itself throuph the
increased business it brings.

You are now paying for an Electric
S1gn, without having it, throuph losing
the buisiness that goes past you to your

competitor.

Federal Sign System (Electric)

Lake & Desplaines Streets, Chicago

Factories at New York, Chicago and San Francisco

Branch Offices in All Large Cities

P L LR T X T T T YV P YV YTy YT XXX AT X LI XX XL L LR 22 R L 2 L AL L L L2 L L2

Mail
This floor.

of current, etc. My store has

Federal Sign System (Electric), Lake & Desplaines Sts., Chicago

Please send me full”particulars of Federal Electric Signs — estimated cost

feet frontape and

Name
Coupon
~ Business
Address

NOTE —If you will indicate wording desired, we will submit suggestive sketch of proposed sign.
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HERE are no weak

combinations. Every

selection recorded is
selected foritsexcellentsell-
ing qualities. Dealers who
handle Paramount Records
are not burdened with“dead”
numbers that take up space
and eat your well-earned
profits.

The éreatest

Record \J
Proposition
in America |

Today

fmewhere a Voice is Calling #

Newtor 2

Grace Kearns and
% Harry McClaskey

Always a list of hits—the most
popular of Broadway’s latest.

Paramounts are recorded in our
ownNewYork laboratory and rec-
ords are made and shipped from
ourextensiveplant inGrafton,Wis.

Write for our dealer’s proposition
today, also our new Record Cata-
log just out.

The New York Recording
Laboratories, Inc.

Port Washington,
Wisconsin

Paramount Pressing
Plant, Grafton, Wis.
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Jobbers! Manufacturers! Dealers!
Your business will be made more profitable when = Discriminating Buyers of Records are .quick to
you connect up with the Paramount Proposition. appreciate the Popular selections and high char-
y Write to us for it today. acter of the artists the Paramount offers.
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STRACCIARI IS FEATURED

In February Window Prepared by the Dealer
Service Department of the Columbia Co.

The dealer service department of the Colum-
bia ‘Graphophone Co. has prepared for the use
of Columbia dealers an artistic February dis-
play, which embodies an unusual art treatment
with a strong poster design; the display being
lithographed in eight striking colors, backed by
a brilliant blue.

The centerpiece, showing the head of Strac-
ciari, the famous baritone, is the second Co-

Unusnal Art Treatment of Window Display
lumbia artist to be featured in this prominent
way. This card and others which will follow
can be framed and used for interior decoration.
The smaller card, calling attention to the new
Columbia record catalog, is also of a permanent
nature, and after it has been used in the window
may likewise be framed and hung in the store.

The six cut-out record holders are of unusual
design and beautifully illustrated. These hold-
ers, when equipped with Columbia metal dis-
play records, "will concentrate upon the partic-
ular records they list, thereby stimulating the
demand for these different selections.

In addition to the cards and cut-outs shown
herewith there will also be furnished with the
February display a fourteen-inch streamer fea-
turing the popular selection “Till We Meet
Again.” The “Nightingale Waltz,” by the
Gypsy Orchestra, a record from the interna-
tional record department’s list, is featured on a
separate record holder cut-out, and this Gypsy
Orchestra music is becoming more popular day
by day.

THE PELLETIER CO. CELEBRATES

Marks Fifth Anniversary as Edison Phono-
graph Representative in Striking Fashion

Sioux Crity, Ia, Decemmber 31.—The Pelletier
Co, the talking machine store of this city,

29
SOME SALESMANSHIP ESSENTIALS

There Are Six Fundamentals Which Every
Salesman Who Desires to Succeed Should
Possess, If He Is to Achieve His Goal

There are six essentials which a salesman
sliould have. The first is self-respect. A man
should reflect credit upon his house. Second:
Knowledge of your goods. Never stop studying
them, for study is the simplest way to impart

this knowledge to a prospective purchaser.
Third: Jndustry. Good hard work is neces-
sary to success in business. Fourth: Tact

This is the ability of a salesman to do the right
thing at the right time. Fifth: Resourceful-
ness. A salesman should have the ability to
meet and overcome new and unexpected ob-

recently celebrated
their fifth anniver-
sary as Edison pho-
nograph representa-
tives in a most elab-
orate manmer that
attracted widespread
atteation from the
public.

One of the fea-
tures of the celebra-
tion was the ar-
rangement of an attractive window, illustrated
herewith, with a birthday cake as the center-
piece. The cake alone served to arouse the in-
terest of many of the citizens, with the result
that the phonograph department of the store
was crowded throughout the days of the cele-
bration. In the department proper daily con-
certs were given and attractive souvenirs were
distributed.

The Pelletier Co. have been most successful in
the handling of the phoinograph here, because
they have given this department earnest at-
tention, and have featured the Edison line in a
big way, both in advertising and in tone tests
under their own and factory auspices.

Pelletier Co.’s Window Celebrating Fifth Anniversary
Sixth:
a thorough knowledge of your goods and the
knowledge and belief that your goods are su-

stacles. Enthusiasm. This comes from

perior.

SPENT VACATION IN FLORIDA

Tom Griffith, sales manager of the Udell
Works, the well-known cabinet makers in In-
dianapolis, Ind., left for a short trip to Florida
the closing week of last month, where he en-
joyed a brief vacation with his two daughters.

Sunshine shows things in their right colors.
So cheerfulness brings out the true colors of
life.

Lid Supports
Needle Cups
Needle Rests
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WEBER-KNAPP

BEST QUALITY

COMPANY -

. 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

oo R
Aad L AadO NI Sl

Manufacturers

Sockets No. 1265
R
ot et WITH AND WITH.-
OUT COVER

LOWEST PRICES
UNIVERSAL AUTOMATIC STOP

1287

FURNISHED IN ANY FINISH |
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- Jamestown, N. Y.
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ARTISTIC MOTION PICTURE SLIDE VERY OPTIMISTIC IN CHATTANOOGA_

Designed in Colors for the Benefit of “OkeH”
. Record Dealers

The Otto Heineman Phonograph Supply Co.,
Inc., recently advised “OkeH” record dealers
that it has prepared for their use an artistic

|| Latest Broadway Hits
Hear e al —

Striking Motion Picture Slide
niotion picture slide, a reproduction of which
is shown herewith. This slide is designed in
several colors, and, when used properly by the
dealers in their local moving picture theatres,
cannot fail to stimulate the demand for “OkeH”
records.

NEW STORE FOR CLARKSBURG, W. VA.

Henry Friedburg, who recently retired from
the People’s Furniture Co., Clarksburg, W. Va,,
of which he was secretary and treasurer, has
organized the Columbia Music Co. in that city
for the handling of Columbia Grafonolas and
records, and will open a store in the new Clif-
ford Building.

A house which is a prompt collector, and
shows its customers thereby that their accounts
which constitute its business are watched, will
command more respect than the careless house

and will invariably be paid first.
AUTOMATIC

B R O O K REPEATING
PHONOGRAPH

THE WONDER INSTRUMENT

arm suspended off to the right in the air. Any child can
operate 1t.

WONDERFUL TONE WONDERFUL FINISH
WONDEQRFUL IN ITS SIMPLICITY

The Machine Creates Interest and Discusslon.
It 1s Self-Advertising

WONDERFUL SELLER
DEALERS—S8end for Particulars, Prices, Terms.

BROOKS MFG. CO., Saginaw, Mich.

Dealers Closed Big Holiday Business—View
Prospects for Big Trade in 1919 With Confi-
dence—Business Is on a Healthy Basis

CuatTANOOGA, TENN,, January 7.—Dealers gen-
erally in this city report exceedingly gratifying
business during the month of December. The
following few individual reports from various
firms give an impression of the general trend of
business:

Templeman Piano Co. through Miss Edna
Burchfield, manager of the Grafonola depart-
ment, say that they were entirely pleased with
the amount of business done in December, and
while they could have done even more business
had they secured larger stock, still even as it
was their sales force was pushed to the limit
waiting ou customers. The Templeman store
was beautifully decorated with a generous as-
sortment of holly wreaths and presented a most
attractive and tasteful appearance.

Miss Burchfield is anticipating a most active
January and is making preparations for a much
larger business in 1919 than in 1918.

The Rhodes-Mahoney Co., Victrola and
Brunswick dealers, enjoyed an unusual Christ-
mas business and the whole month of Decem-
ber sold to the limit of stock on hand. They
had the foresight months ago to begin combing
the country for talking machines, and after care-
ful investigation bought a large stock of Bruns-
wicks to supply the demand which they knew
would exist in. December. Their record busi-
ness was fine and they are well pleased with
business done last month.

The Sterchi Bros. Furniture Co., Mr. John-
son, manager of the talking machine depart-
ment, and who sell the Columbia and the “New
Edison” lines, were busy all the month of De-
cember and after the 24th inst. were absolutely
sold out on all types that they had on hand
the forepart of the month, and were regretfully
forced to turn customers away or in some in-
stances to take orders for future delivery. Mr.
Johnson in common with all dealers expects no
slackening in the demand this year.

The Stulce-Yarnell Furniture Co., Columbia
exclusively, report through Mr. Stulce, senior
niember of the firm, that their Christmas antici-
pation as to business was fully equaled, and
everything in the store was sold, leaving them
ready for the new year with fresh stock (en
route) and a most promising outlook.

The forecast for the new year in Chattanooga
and vicinity is excellent,

ATTRACTIVELY ARRANGED PARLORS

Greenpoint Talking Machine Co. Install Num-
ber of Soundproof Booths—Business Brisk

Among the increasing number of attractively
fitted up parlors of talking machine dealers in
metropolitan territory may be classed those of
the Greenpoiiit Talking Machine Co., Victor
representatives, 638 Manhattan avenue, Brook-
lyn, N. Y. This concern recently installed a
number of soundproof booths, and have every
facility for demonstrating to excellent advan-
tage the merits of Victor machines and records.
During the absence of Louis R. Sherman, the
head of this company, who, by the way, en-
listed in the U. S. Navy last May, and who is
now on Coast duty, the demands of customers
are being looked after very ably by Mrs. Sher-
man, who reports a splendid holiday business,
and is very optinistic over prospects for the
New Year, now that war restrictions are lifted,
and there is every possibility of getting both
machines and records to meet the demands of
their increasing patronage.

The General Mfg. Corp., Milwaukee, Wis., has
been incorporated with capital stock of $100,000
to manufacture talking machines, phonographs,
automobile accessories, etc. The incorporators
are Michael Levin, Joseph G. Konop and Jo-
sephine P. Shea.

ig. ‘““A”’—New Steel Needle fit-
ting record groove,

ig. “‘B”’—It is quite logical that
the Steel Needle becomes of
larger diameter at the engag-
ing point as the needle wears
down (owing to its taper form)
and thus wears off the edges
of the groove of the record.

ig. ““C” — Sonora Semi-perma-
nent Needle, with parallel
sides, which fits the record
groove accurately while wear-
ing,and prolongs life of record.

A Trial Proves
Their Superiority
For your own information try

these new needles. You’ll discover
that the

§ THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

Semi-permanent Silvered

NEEDLES

are unrivaled for quality.

Advertised extensively in such
publications as Saturday Evening

Post, Collier’s, Literary Digest,
Christian Herald, Leslie’s, Popular
Mechanics, etc., these needles are
selling fast. They are famous for

1. Producing a mellower
tone.

2. Increasing the life of
the records.

3. Greater economy.

4. Greater convenience.

Sonora Needles retail at 30c for
package of 5. They are manu-
factured in 4 degrees, — Extra
Loud — Loud — Medium — Soft.

Today send in your order for
display cards, needles, descriptive
literature, etc.

Sonora Needles bring you quick
easy profits and satisfy your cus-
tomers perfectly. They are used
on all steel Needle records.

a1 tesveuvENY OF QUaLITY
5 cLtaR as a seut g
GEORGE E. BRIGHTSON, President

Executive Offices:
279 Broadway, New York

New York Demonstration Salons:
Fifth Avenue at 53rd Street
50 Broadway (Standard Arcade)

Toronte: Ryrie Bldg.
Philadelphia: 1311 Walnut Street

Caution! Beware of similarly constructed
needles of inferior gnality.
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THE TRADE IN PHILADELPHIA AND LOCALITY

PuiLapepH1s, Pa., January 6.—There is joy
among all the talking machine men at this
period, owing to the greatest holiday business
they have ever enjoyed, as well as one of the
greatest periods in profits they have yet passed
through. It is rare to see so much enthusiasm
tempered with so ma: regrets; enthusiasm
at the amount of money they have made, and re-
grets that the business placed in their hands
could not be handled for want of goods.

It seems most unfortunate when a merchant
can see moneyv within his grasp, and has every
facility for handling and raking it in, and yvet he
must stand the ‘‘rake” aside idly because condi-
tions force him to keep it out of use. It is the
general opinion of the dealers that 1919 is
going to be a much more profitable year for
tl:em tha