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When a person decides to buy a
phonograph involving the expendi-
ture of several hundred dollars it is
but natural and right that the vari-
ous instruments offered should be
carefully studied and compared
one with the other.

T his is what makes Sonora’s enormous
sales.

THE INSTRUMENT OF QUALITY

oNnovr

CLEAR AS A BELL

s

The magnificent tone of the Sonora,
its superb curved cabinet lines
(typical of thefinest furniture),and
its important features of construc-
tion, many of which (motor meter,
all-woodentone passage,extra-long-
running motor, etc.) are obtainable
only in the Sonora, makeitobviously
the phonograph of unequaled quality and
value.

The Sonora, remember, is the instrument which won highest score for
tone quality at the Panama-Pacific Exposition.

W.ith factories working to capacity, we hope soon to be able to consider

applications for new Sonora agencies.

Better send for information fo-day

if you’re interested in handling the instrument that sells easily, for cash,
and that makes a splendid profit for you.

Prices 350 to $1000
Sonora Phonoaraph Sales Company, .

GEORGE E. BRIGHTSON, President

279 Broadway, Dept. Y, New York City
Toronto Branch: Ryrie Bldg.

Sonora is licensed and operates under BASIC PATENTS of the
phonograph industry

he Highest Class Talking M achine in the World

—
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GOING OUT AFTER BUSINESS PAYS

Canadian Dealer Builds Up Business by Taking
Talking Machines Out Into the Country Dis-
tricts—Seldom Loses a Sale—Reason Why

WINNIPEG, MaN.,, September 4—Many hard-
ware dealers throughout Canada are taking on
talking machines as a side line and making a
success of it. The case of W. E. N. King, of
Neepawa, offers a striking illustration of the
success that awaits the man who goes out after
business. Mr. King does not wait for the cus-

" tomer to come to his store, but goes out and

finds him. A motor car has been fitted with a
platform large enough to hold four cabinet ma-
chines, and in this car Mr. King sallies out into
the country and seldom comes back with a
machine.

The idea came to him several years ago when
he found it worth while to go out into the ad-
joining territory to sell oil to farmers using
tractors. When he added musical instruments
to his business he decided to try the same plan
in the selling of talking machines and planos,
for the only way to meet the mail order com-
petition was to see the farmer before he sent
his order away.

In discussing his business methods with the
World correspondent, Mr. King said:

“I have two methods of going after outside
business. One of these is to take advantage of
every tip we can get of where goods can be
placed, and the other is by literally going out
and taking the business by the throat, that is
to say, by a straight canvass.

“In the former case I find that quick action is
essential. As a case in point, on the Saturday
just before last Christmas a farmer came into
my store to buy a few articles, and I noticed
him examining the cabinet models. I did not
press him to buy, but asked him if he was think-
ing of making a purchase. ‘You know me,’ he
said. ‘My name is , I live out by
Arden. If you are out that way sometime I
will look at your machine.’

“On the following Monday morning I was out
at this house about breakfast time, and I had
driven about eleven miles. The farmer helped
me to carry in the machine and did not seem
surprised at my visit. I made a sale, and also
disposed of thirty records. When I had made
out a lien note payable after threshing the
farmer surprised me by making a heavy cash
payment on account.”

Mr. King made a sale to the farmer’s brother
across the road in spite of the latter’s objections
to all talking machines in general. Having the
goods right on the spot brought results and
showed the advantages of going after the busi-
ness instead of waiting for it.

TALKING MACHINE EXPORTS GROW

'Exports, Including Records, for Twelve Months

Ending June 30, 1919, Total $4,543332

WasHinGToN, D. C., August 1.—In the summary
of exports and imports of the commerce of the
United States for the month of June, 1919 (the
latest period for which it has been compiled),
which has just been issued, the following fig-
uies on talking machines and records are pre-
sented:

The dutiable imports of talking machines and
parts during June, 1919, amounted in- value to
$35,921, as compared with $45028 worth which
were imported during the same month of 1918.
The twelve months’ total, ending June, 1919,
showed importations valued at $318,239, as com-
pared with $355785 worth of talking machines
and parts imported during the same period
of 1918.

Talking machines to the number of 4,531,
valued at $177,229, were exported in June, 1919,

‘ship it and him as a god.

as compared wth 2978 talking machines, valued
at $104,249, sent abroad in the same period of
1918. The twelve months’ total showed that
we exported 49,717 talking machines, valued at
$1,544,870, as against 91,217 talking machines,
valued at $2,610,866, in 1918 and 78,669 talking
machines, valued at $1,987,878, in 1917.

The total exports of records and supplies for
June, 1919, were valued at $345,143, as com-
pared with $216,584, in June, 1918. For the
twelve months ending June, 1919, records and
accessories were exported, valued at $2,998,402,
in 1918 and $2,073,463 in 1917.

COAST GUARD WANTS VICTROLA

Crew of Rockaway Station Want Someone to
Send Them a Machine

The shortage of talking machines is affect-
ing not only the dealers, as the following letter
shows. Willis D. Abrams, a surfman stationed
off Fort Tilden, N. Y., sent out this plea
through the columns of the New York Herald:

“I am writing to you in behalf of the crew of
this station, hoping that through the medium
of your paper we can obtain a Victrola.

“This station is at the lower end of Rockaway
Point and is three miles from the nearest village
where any amusement can be had. Liberty is
granted to the men every eight days. Because of
the fact that only nine men are on duty we have
been more or.less overlooked by the different
charitable organizations.

“Whatever service you may render us in this
line will be greatly appreciated by this crew.
Thanking you in advance, we remain the crew
of Coast Guard Station No. 92.”

Price Twenty-five Cents

" IMPORTANCE OF DEMONSTRATIONS

Danger of Overdoing Always an Unpleasant
Possibility in This Work

The demonstration of talking machines has
been called merely practical advertising of cer-
tain facts and making them so clear to the
hearer that tlie merits of the imachine are at
once understood. Some have thought that the
demonstration was such an easy matter that it
was not of any very great importance, but in
this they are wrong. It is easily possible for
the demonstration to defeat its own purpose if
it is done by someone who does not realize the
true worth of what he is doing. The experi-
enced salesman who is thoroughly conversant
with all the pitfalls of his calling is well aware
of this fact and recognizes it as an unpleasant
possibility. The demonstration may be over-
done if the salesman overdoes the work of
trying to make the process attractive and pleas-
ing, and the wide-awake dealer or salesman is
the one who has learned to know the proper
time to demonstrate, the right numbers to use
to suit the individual and the right people to
demonstrate to. The successful store manager
is the one who realizes that the value of demon-
stration plays a very important part in his sales
and sees to it that his men are instructed in
the work they are called upon to do.

Carroll G. Smythe, of the Binghamton Phono-
graph Co., Binghamton, N. Y., has recently re-
modeled the Sonora departinent of the store and
the facilities for handling the large shipment of
Sonoras which has just been received are great-
ly improved.

TALKING MACHINE FAILS TO WIN FORTUNE IN ARCTIC

Progressiveness of Explorer Who Took Talking Machine and Records With Him to the Frozen
North Fails to Impress the Eskimos, Who Were Already Familiar With That Form of Music

The Eskimos, in spite of their rather out-of-
the-way location at the top of the world, have
been able to keep up with the things of the
warmer hemisphere without any difficulty. They
have their talking machines and know the popu-
lar songs of days gone by. Styles in music do
not reach them as rapidly as is the case with us,
but one traveler who had dreams of winning
a fortune from the seal hunters of the ice fields
was sadly dsappointed. Thinking of the hap-
penings of history, when the savages fell down
and worshiped various inventions of civilized
mankind, W. M. Thompson of St. Michael,
Alaska, conceived the idea of taking a talking
machine into the North and bringing home great
wealth. He thought that to the natives this in-
vention would be amazing and they would wor-
He chose for his
scene of operations Northern Siberia and the
results of his expedition are both interesting
and illuminating. To a West Coast correspond-
ent he tells the following story of himself:

“1t was along in the early spring of 1904 that
my two partners and I were figuring on what we
could do to make some easy money. Things
were rather quiet around St. Michael, the first
boats from the States not yet having come in
as the ice had not broken up sufficiently, and we
thought our wits might turn up a few thousand
dollars of easy money. Finally we hit on the
scheme of separating Siberian natives from their
stores of valuable skins and walrus ivory in
exchange for the inexpensive but gaudy beads
and junk that we could get at the trad:ng com-
panies’ stores. So we outfitted a small schooner
with enough supplies to last during the summer
cruise, and laid in a fine stock of ‘trade’ to
tempt the village beaux and belles.

“But the piece de resistance we had in mind
was one of those old one-cylinder phonographs
with the horn. This was to be our magic, and

with the ‘god-box’ on our side, the aboriginal
David Harums could be induced to come down
a few notches in their demanas. So we bought
the machine and a few records, which were so
old that I have forgotten the titles of any of
them. But they were the kind that had a pre-
lim:nary introduction by the company before the
band started to scratch out the tune in question.
This outfit cost us $240, and we figured we
could make it return about $5,000 in dividends.

“So we sailed with our hopes high, and soon
made the north coast of Siberia, on the Bering
Sea, and skirted along the mainland until we
sighted a good-sized village, and then anchored.
As usual, the natives came out in their kyaks,
or skin canoes, and climbed aboard to see what
our business was. The old chief was the first
to greet us, delivering a guttural address of wel-
come, and after the rest of the ceremonies were
over we decided to spring our big card. So we
hauled out the machine, wound it up and put on
the record showing the least signs of wear.
The first stanza of ‘In the Shade of the Old
Apple Tree’' came out according to Hoyle, and
the crowd was still standing. There were smiles
on their faces, as if they were waiting for some-
thing, and when the chorus began we got the
surprise of our lives. Every one 'of those
unwashed denizens of the Arctic circle chipped
in with the chorus and sang it to perfection.

“When we recovered enough to ask questions
we found out that a missionary in the interior
had a talking machine and the natives had been
listening to the records for the last year, and
knew them all by heart. But we traded the
machine off to the chief for a couple of blue fox
pelts that brought a neat little profit on the ma-
ching anyway. But the next fellow that tells
me of the wild savage tribes burying their faces
in the dirt when a new contraption is shown
them will have to tell a good one.”

See Index of Advertisers on Last Page
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- How to llluminate the Show Window in

- Order to Obtain the Best Effects : By Buiot Church -
e

Successful show window lighting is nothing
more or less than good theatre stage lighting
applied to the store. What the stage is to the
theatre the show window is to the store. The
sort of lighting that is effective on the stage is
also effective in the show window. When one
goes to the theatre and the curtain rises all
lights that might shine into his eyes are turned
out. Only those that shine directly upon the
stage are left burning. Drops and troughs are
used to completely conceal the lights themselves.
The talking machine man will do well to bear
these facts in mind when installing lighting sys-
tems in his windows. It does not matter what
kind of lights are used. It is the way they are
used that counts. Along the front in France
the soldiers used to form stock companies and
produce really good plays in buildings where
there was no other source of lights than candles.
The lighting nevertheless conformed to the
principles of good stage lighting and although
the effect was not a brightly lighted stage the
results were satisfactory.

Three General Rules to Follow

There are three general rules that should be
followed in planning window lighting. The
first and the most important is placing the lights
in such a manner that all the light shines upon
the front of the goods displayed. The second
and only slightly less important is to place the
lights in such a manner or to use screens and
shades in such a way that no light can shine
directly into the eyes of the people on the side-
walk. This is more than ever important where
electric lights are used. The glare of a modern
electric light is so great that if it shines directly
into one’s eyes it blinds one to such an extent
that he cannot see the display with any degree
of comfort. The third is one of economy, ap-
preciated in these days of the high cost of doing
business. It is to install a number of small
lights rather than very few large ones. This
makes it possible to turn out the lights not
needed and save the expense of burning them.

Lights at the Front of the Window

Rule number one means that the lights will
have to be placed at the front of the window.
There are three satisfactory methods of doing
this. One method is to place a trough of lights
on the floor of the window up close to the glass
and another trough of lights near the ceiling.

This is economical in electric current. The
floor lights, like the foot lights in the theatre,
light the lower part of the display while the
upper lights, like the drop lights in a theatre,
light the upper part. The economy les in the
fact that the floor lights are much closer to the
parts of the display lighted than they otherwise
would be. Hence less brilliant lights are re-
quired to produce the desired effect.

The commonest method is to light the win-
dow from lights installed on the ceiling of the
window or on top of the window frame. When
lights of the right size are used and they are
fitted with the proper reflectors the results are
satisfactory.

The third method is especially effective where

e

TheTheatres Provide

Excellent Examples
of the Art of Good
Lighting forthe T alk-
ing Machine Relailer
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the streets are not brilliantly lighted. In this
method a few large gas or electric lights equip-
ped with reflectors that direct the light into the
window are installed just outside the windows.
This method has the advantage that it is cheap-
est of all to install. The lights cannot shine
into the eyes of people looking into the window
and the sidewalk is illuminated. The light used,
however, will probably cost more.
Purposes of Reflectors
Reflectors for window lighting serve two pur-
poses. They conceal the light, preventing it
shining into people’s eyes, and they direct the
light upon the display. It 1s necessary to make
sure that the reflectors are deep enough for the
size of lights used and that they reflect the light
in the desired direction. Since electric light re-
flectors are made for each different size of light

it is necessary to use the reflector made for the
size of light used. Make sure the reflectors are
right before installing them and never change
the lights in style or size without changing the
retlectors also and the greatest economy and
the best results will be the reward.

All dealers in reflectors should be able to
recommend the best one for the purpose, but un-
fortunately all of them are not careful to do so.
For this reason where there is any doubt it is
well to test the reflectors. To do so install
them temporarily in the window. Turn the light
on in one after another and try reading a news-
paper placed upon the floor of the window.
The reflector that results in making the type
most easily read is the best one for the purpose.
Lights may be concealed from view either by
hanging a valance across the top of the window
or by painting a sign across it. Either of these
methods are effective and no other method will
serve as well.

Intensity Should Be Regulated

Different displays require different amounts of
light. It requires less light to illuminate a dis-
play of white goods than a display of black
goods. For this reason it is well to provide
enough lghts so that some of them can be
turned off when a light-colored display is made
and all of them can be used when such a dis-
play as talking machine records is made. This
saves on the cost of light without reducing the
effectiveness of any display. It is well to make
the lighting installation in such a way that by
simply turning switches or valves one-fourth,
one-half or all of the lights can be used.

Requirements Vary With Conditions

Both window and store lighting requirements
vary to a certain degree with the brightness of
the street lighting. \Where streets are very
brightly lighted more light will have to be used
in the windows to make them appear brightly
lighted in contrast. Where the street lighting
is not so brilliant less window lighting may
answer the purpose satisfactorily. Usually,
however, it is better to have too much light
rather than too little. Observe that one thing,
however, must never be done if the window dis-
plays are to sell the maximum amount of goods.
This is to use store lighting in the window. The

 best store I'ghting fixture will prove ineffectual
and extravagant.
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the lowest figure on the market.

New York Factory &
Executive Oftices:

album pockets.

New York Album & Card Co., Inc.

23-25 Lispenard St., New York
Chicago Factory: 411-419 S, Jefferson St.

HAVE WE ACCOMPLISHED AN ALBUM THAT WILL SATISFY THE
TALKING MACHINE TRADE

Here 1t 1s.

Other qualities are, green fibre press board, the best paper for
Pockets secured by braces and brackets of one ' J
metal piece, which are in turn fastened securely to solid wooden
back, made firm by latest improved machinery. T he solid wooden
back also firmly holds ring puller and back covering.

The one piece hinge opens at angle which precludes ripping when album is full.

Through the installation of machinery, operating three times as fast as the old model, we are able to offer this quality album at

Samples and prices submitted on request,

The first quality is apparent upon
opening the book—the pages lie perfectly flat.

San Francisco, Cal.: WALTER S. GRAY

942 Market St., Pacific Coast Rep.
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Victor
Supremacy

is self-evident

It 1s the supremacy of achievement—
of great things actually accomplished.

And 1t brings success to Victor re-

tailers everywhere.

Victor Talking Machine Co.

Camden, N.

J., U.S. A,

“Victrola’’ isthe Registered Trade-maik of the Victor Talking Machine Company designating
the products of this Company only.
War ing: Theuse of the word Victrola upon or in the promotion or sale of any other Talking
Machine or Phonograph is misleading and illegal.

Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and
synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction.

Victor Wholesalers

Albany, f Gately-Haire Co., Inc.

Atlanta, Elyea Company.
Phillips & Crew Piano Co.

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

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

Boston, Mass Oliver Ditson Co. .
‘] * The Eastern Talking Machine
Co

The M. Steinert & Sons Co.

Kiyn, N. Y
ot G. T. Williams.

W. D. & C. N. Andrews.
Buffalo Talking Machine Co.,
Inc.

Burlington, Vt.....American Phonograph Co.
Butte, Mont .Orton Bros.

Clilecago, Ili Lyon & Healy.
reagor The Rudolph Wurlitzer Co,
Chicago Talking Machine Co.

The Rudolph Wurlitzer Co.
The (\:’V H. Buescher & Sons

0.
The Collister & Sayle Co.
The Eclipse Musical Co.

Columbus, O The Perry B. Whitsit Co.

Dalias, Tex Sanger Bros.

Denver, Colo..,....The CKnight—Campbell Music
o.

Buffalo, N. Y

Cincinnatl, O
(leveland, O

Des Moines, Ia Mickel Bros. Co.

Detroit, Mich Grinnell Bros.

Eimira, N, Y Elmira Arms Co.

El Paso, Tex W. G. Walz Co.
Honolulu, T, H.....Bergstrom Music Co., Ltd.

Houston, Tex .Thos. Goggan & Bro.
The Talking Machine Co., of
Texas.

Indianapolis, Ind...Stewart Talking Machine Co.
Jacksonville, Fla., . Florida Talking Machine Co.

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

Lincoln, Nebr Ross P. Curtice Co.

Los Angeles, Cal,..Sherman, Clay & Co.
Memphis, Tenn 0. K. Houck Piano Co.
Miiwaukee, Wis..,.Badger Talking Machine Co.
Minneapolis, Minn., Beckwith, O’Neill Co.

Mobile, Ala Wm. H. Reynalds.

Newark, N. J Collings & Price Co.

New Haven, Conn.,The gIorton-Gallo-Creamer
0.

New Orleans, La.., Philip Werlein, Ltd.

New York, N. Y.,..Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
Charles H. Ditson & Co.
Knickerbocker Talking Ma-

chine Co., Inc.

Landay Bros., Inc.
New York Talking Mach Co.
Ormes, Inc,
Silas E. Pearsall Co.

A. Hospe Co.
Mickel Bros. Co.
Peoria, Ill........ .. Putnam.Page Co., Inc
Philadeiphia, Pa...Louis Buechn Co., Inc.
C. J. Heppe & Son.
The George D. Ornstein Co.
o . Penn Phonograph Co., Inc.
g 7" . The Talking Machine Co.
T 7.7 7= H. A. Weymann & Son, Inc.

Pittsburgh, Pa.....W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.
Standard Talking Mach. Co.

Portland, Me..... ..Cressey & Allen, Inc.
Portland, Ore.....,Sherman, Clay & Co.
Providence, R. I...J. Samuels & Bro., Inc.
Richmond, Va The Corley Co., Inc.

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

The Talking Machine Co.
Sait Lake Clty, U..Consolidated Music Co.

The John Elliott Clark Co.
San Antomio, Tex..Thos. Goggan & Bros.
San Francisco, Cal,Sherman, Clay & Co.
Seattle, Wash Sherman, Clay & Co.
Sioux Falls, 8, D...Talking Machine Exchange.
Spokane, Wash Sherman, Clay & Co.
St. Louis, Mo Koerber-Brenner Music Co.
St. Paul, Minn W. J. Dyer & Bro.
Syracuse, N. Y.....W. D. Andrews Co.
Toledo, O,,. Toledo Talking Ma-

chine Co.

Washington, D. C..Cohen & Hughes.

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

Cmaha, Nebr

Victrola VI, $35

Mahogany or oak

Victrola IX $70

Mahogany or oak

Victrola XVI, $250
Mahogany or oak
Walnut, $312.50

Victrola X V1, electric, $312.50
Mahogany or cak

Walnut, $375

“HIS MASTERS VOICE"

REG. U.S..PAT. OFF,
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AN ll;'lPORTANT ACCESSORY—ALBUMS FOR FILING DISC RECORDS

The enormous demand for ‘‘National’’ Record Albums keeps apace with the ever increasing demand for machines and records, and our

SepreMBER 15, 1919

output eapacity has been enlarged to meet the greater needed supply. Record Albums have proven themselves to be the best and most convenient,
as well as economic, method of filing and keeping disc records. .

S22

THE ALBUM

soon pays for itself in time-

saving and preserving records.

The initial cost is reallpy an

investment which comes back
fourfold.

NS

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

record filing system extant.

THE PERFECT PLAN

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

A PLACE FOR EVERY RECORD AND EVERY RECORD IN ITS PLACE

Albums are an Indispensable Requisite in the talking machine business and wherever records are sold. An accessory that is necessary

and worth while. Praetical and handy.
Albuns to file and preserve their records.

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

17 pockets.

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

quality our prices are the lowest.

Save time and records.

A profitable adjunct to the business.

All owuers of machines and records want

We also make Albums containing

We have unexcelled manufacturing faecilities, and considering

WE MAKE ALBUMS TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO. :

239 S. American Street :

PHILADELPHIA, PA.

CHICAGO OFFICE: 508 S. Dearborn Street

CANADIAN’S VIEW OF RECORD YALUE

Toronto Globe on Its Music Page Calls Atten-
tion to the Great Possibilities of Records and
the Great Care Taken in Their Manufacture

Toronto, CAN., September 6.—E. R. Parkhurst,
who conducts the musical and dramatic page of
the Toronto Globe, recently ran the following
article dealing with the value of talking machine
records:

How few of us ever stop to consider what a
large amount of merit has gone into the making
of a phonograph record. How seldom we stop
to consider what excellent exchange value we
are receiving in return for our $1.00 or $1.50.
At the risk of being accused of having a com-
mercial mind, one might seek to impress this
fact on the public and remind them that there
have been thousands of dollars spent on pre-
paring the little disc that is sent out for the
pleasure of the public. One might even go
further and speak of the million of dollars that

have gone into the perfecting of the phono-
graph, the training of the singer or musician
and into the making of the httle disc of black
composition which shows a seemingly meaning-
less circle of wavy lines. But the lines are not
meaningless, as the mind of the magician has
d:iscovered, and when the tone arm of the phono-
graph is applied these very wavy lines produce
the volume of sound which so charms us all
They produce the charm of the poet’s song
lyric, the musician’s interpretation of the great
masters, or a singer’s reading; all are so vitally
interwoven that they are a never-ending source
of wonder to all who have vision, there can be
no limit to the possibilities of this wonderful
instrument, for it can be a musical instrument,
not a mere talking machine; there can be no
limit to its possibilities, if the inventive mind
is allowed free scope, as applied to its improve-
ment. True, it is nearly perfect now, but there
are surely undreamt-of possibilities in every in-
vention, and who shall say that the talking ma-
chine is an exception to this rule?

AUTOMATIC STOPS

The simplest and most efficient Auto-

matic Stop on the market.
They give excellent service,
are easily installed and are
absolutely guaranteed.

Send 50 cents for Sample Stop

KirkmanEngineering Corporation
237 Lafayette St., New York

|

ADVERTISING APPEALS TO CHILDREN

St. Joseph Store Makes Special Offer of Records
Selected for Children’s Use

The ILeader Department Store, St. Joseph,
Mo., recently carried large advertising in the
local papers emphasizing the advantages of the
Brunswick phonograph. A special appeal was
made on the basis of the educational features
for the children and at the bottom of the ad
were listed the various classes of records. An
attractive offer to send a machine and any rec-
ords selected from the classes named was made
and a coupon furnished for that purpose. This
kind of advertising was designed to create in
children a better musical appreciation by means
of keeping them in touch with the best music.

DALY TO VISIT VIRGINIA TRADE

John R. Daly has become a member of the
sales force of the Reed Co. Inc., Pittsburgh,
Pa. He will call on the trade in Virginia in
the interests of Regina phonographs, Opera-
phone records. Universal music rolls and the
Reed line of booths and fixtures.

NOW THE PLAYER-TONE T. M. CO.

The Goldsmith Furniture Co. 954 Penn av-
enue, Pittsburgh, Pa., has been changed to the
Player-Tone Talking Machine Co., and the ad-
dress is now 967 Liberty avenue.

DIE CASTINGS

In Tin, Zinc, Lead and
Aluminum Alloys

LATROBE DIE & CASTING CO.
LATROBE, PENNA.

NEW YORK OFFICE: 50 CHURCH STREET
Phone Cort. 3869
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Victor
Supremacy

Victrola VI, $35

Mahogany or oak

The universal recognition of Victor
supremacy 1s one of the greatest assets
of every Victor retailer.

With Victrolas in such splendid
variety, Victor retailers can satisfy
every demand, and the volume of bus-
iness is limited only by the individual
effort of each retailer.

- S— == e =
VAL ANV EAGVAVAAVAR

R S AT AT A

Victrola IX, $70

Mahogany or oak
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Victor Talkir;g Machine Co.

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

“Victrola’’ is the Registered Trade-mark of the Victor Talking Machine Company designating
the products of this Company only.
Warning: The use of the word Victrola upon or in the promotion or sale of any other Talking
Machine or Phonograph products is misleading and illegal.
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Important Notice. Victor Records and Victor Machines are scientifically co-ordinated. and
synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction

Victrola X, $110

Mahogany or oak
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Victrola XVII, $300 &

Mahogany or oak

Victrola XVI, $250

Mahogany or oak

Victrola XIV, $200

3 Mahogany o k Walnut, $312.50 Walnut$ 2€5
Victrola XI, $130 SEETod Victrola XVI, electric, $312.50 Victrola X VII, electric, $365
Mahogany or oak—Walnut, $375 Mahogany or oak—Walnut $430

Mhogany, oak or walnut
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EALERS who sold at retail on time in Great Britain, and par-

ticularly in Ireland. before the war quite generally referred to
instalment sales as “Kathleen Mavourneens” because ‘“they might
be for years and they might be forever.” Although retailers in
the United States did not adopt the same expression, it would have
fitted quite as well into the situation on this side of the water as
it did abroad.

In certain quarters there was so much anxiety to make a
sale that the income from the sale was a matter of secondary consid-
eration. Conditions were such that retailers must perforce ob-
serve established list prices on machines and records. But there
were no such fixed regulations regarding instalment terms and
the temptation to spread the time of payment over many months
was too strong for a great many retailers to resist.

Just now the average retailer of talking machines is seldom
called upon to talk terms, inasmuch as there are frequently several
customers waiting for each machine as it arrives from the factory,
and at least one of them is pretty sure to offer cash as the main
reason for securing ownership of the machine.

The proper idea would seem to be to preserve this condition
even when the situation changes. Of course, it may not always be
possible to demand cash in the face of competition, but there is
a certain limit on terms that should be observed rigidly. For every
customer who cannot pay for a $100 machine within six or seven
months there can be found, if the dealer really looks for them, a
half dozen prospects who will not onlv pay his terms, but will
likely be in a position to talk cash.

Terms, be it said, are just what the dealer makes them. The
terms he advertises may be the lowest he will accept, but in the
customer’s eves they represent the maximum amount that is ex-
pected. Or more than one occasion, where ridiculously low terms
have been advertised on machines, the prospect has come in and
demanded such terms, only to produce the cash when he learned
that the retailer was one of those who charged interest on deferred
payments.

That the customer accepts the dealer’s advertised terms as
maximum and is generally willing to do a little better voluntarily
has been proven by the experience of at least one concern who
for several years has advertised, in the case of pianos, to accept
the customer’s own terms within reason. People who would have

been well content to meet terms of $25 down and $10 a month on
a $350 instrument hesitated about quoting any such terms of their
own accord, and the result was that the average of initial and
monthly payments was surprisingly high. Less than one per cent.
of the customers offered terms that were not immediately accept-
able by the house, or were not higher than would have been ac-
ceptable under ordinary conditions.

The talking machine dealer in the past couple of years has
had a wonderful opportunity to clean up his instalment business.
The public is in the mood, and has the cash to pay not only the
right price, but pay that price on the right terms. It is up to the
retailers whether or not, when the situation changes, they go back
to the old conditions. The man who does so displays poor business
judgment.

TALKING machine men are quite right generally in their conten-
tion that the War Excise Tax on mackines and records is really
a tax on education, but just now it seems that Congress is not
interested to any great extent in education except so far as the
efforts of its members may go to convince the public of the power
of one or another political party.

Ever since the signing of the armistice industries whose mem-
bers have suffered, and are suffering, from excise taxes and luxury
taxes have sought relief in Washington without avail. Congress
has been too busy playing politics to give heed to the cries of the
business men, and the result is that members of the music industry,
as well as those in other lines of business, may expect to pay special
taxes indefinitely.

Congressmen who have been approached declare that there are
so many lines of business seeking relief measures that the ‘legis-
lators hesitate to favor one, on the chance of having a host of
others line up in protest against their not receiving the same consid-
eration. The thought is now that the Senators will meet and
endeavor to formulate some plan for a general legislative measure
that will grant relief all along the line, and prove a substitute for
the many individual bills that are now in committee.

Meanwhile, the talking machine trade should not lie dormant.
It must make its protest loud and prolonged, for the industry
that stops fighting is likely to be overlooked. \When the Congress-
men come home there is afforded the opportunity to make a per-
sonal appeal that cannot be ignored. Letters sent to \Washington
come in competition with hundreds of other letters from other
interests, but the spoken word into the ear of the Congressman
at the place where he gets his votes may be assumed to have a
more direct and lasting effect.

THE school of salesmanship that has been established by the
Victor Talking Machine Co., at its headquarters in Camden,
N. J., is a trade development the importance of which cannot be
ignored. for it represents the first organized effort along that line
in the industry. Manufacturers, wholesalers and retailers have
m the past given some attention to acquainting salesmen with vari-
ous details of the business. with a view to increasing their efficiency,
but the Victor plan provides for a course of training designed to
place the ambitious salesman in possession of information that will
enable him to take care of every detail connected with the con-
duct of a modern talking machine business efficiently and success-
fully.

It has been maintained. and rightly, that a salesman’s ef-
fictency is in direct ratio to his knowledge of the goods he is
selling, and this new course is designed primarily to give to the
salesman a broader and more detailed knowledge of the best in
music as found on the records. Being thus familiar with many
more Red Seal records, the salesman can place these records before
the clientele of the store so effectively that sales must increase and
any chance of an overstock be eliminated.

Conditions in the talking machine trade for vears have been
peculiar in that many retailers always did a very sizable amount
of business without any great selling effort. especially when they
devoted most of their attention to the popular numbers. The con-
dition has usually been that the most desirable record of the popu-
lar kind, and the leading types of machines also, have been too few
to meet nominal demands. and in many cases a retail business
has simply developed into a center for order taking. Record
experts in the factories have long held. however, that there was
a wealth of good things to be found in the various record catalogs,
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but that many of these were hidden from the bulk of the trade
and from the public through a lack of knowledge of their value.
The Victor course in salesmanship is planned to overcome this sat-
isfactorily, and it should not only have the effect of making better
salesmen, but should serve directly to develop among the public a
still greater knowledge and appreciation of good music.

HE general average of talking machine dealers will be able to

sell this fall and winter all the machines of the better grades
they will be able to get, but even the most progressive of them will
find it very difficult to sell to their prospects the promises of manu-
facturers and their salesmen. Just now the live retailers, and for
that matter those who are not quite so live, are beginning to cast
about to find out where they may obtain sufficient machines to meet
their requirements, and are most anxious to place orders for such
machines. The big problem in some instances, however, is not that
of placing orders, but of having them filled.

The retailer who makes even a casual study of manufacturing
conditions in the trade must realize that, although earnest efforts
are being made to increase production so that it will measure
up to the demand, the general situation in the industrial field tends
to discount such efforts in a considerable measure. Those who at
the first of the year were optimistic regarding the prospects of
enjoying a tremendous output of machines and records this fall,
or at least an output somewhat larger than the pre-war standard,
are in a fair way to be disappointed and realize the fact, and yet
there are manufacturers’ representatives going about the country
promising all kinds of service in the matter of delivery. The larger
companies for the most part are conservative, are laying their cards
on the table, and are not making promises which they know cannot
be kept. The hunger for orders, however, has caused some con-
cerns to make promises regarding deliveries on orders that they
know cannot be kept.

It would be well for the retailer in placing his machine and
record orders, and particularly the former, to investigate with a
view of finding out if the manufacturer can really fill the order
as he says. The retailer can, of course, gamble and place orders
for two or three times as much stock as he actually requires in
the hope of getting enough of the orders filled to serve his purpose.
Such a practice is bad both for the dealer and for the honest
manufacturer. The thing to do is to make sure that the manu-
facturer can keep his promises on delivery, place an order to cover
actual requirements, and then see that the order is filled according
to specifications. There is enough uncertainty in the trade to-day
regarding the production question without adding to the troubles
of the retailers by booking orders just for sake of placing them
on file. It is a practice to be discouraged in justice to the manu-
facturer who is honest with his trade and is promising only that
which he knows he can accomplish.

ALKING machines and records are.constantly gaining new

prestige in educational circles as their value becomes more fully
appreciated. Whereas only a few years ago talking machines were
practically unheard of in schools and colleges and the representa-
tives of the educational departments maintained by manufac-
turers had difficulty in persuading educators to listen to the special
records and to the argumnents that they were prepared to present,
we find a condition to-day wherein a convention of educators in any
part of the United States would hardly be considered complete un-
less there was on hand a representative of some talking machine
company prepared to tell of the part that instrument plays in the
training of the child mind.

In carrying on this educational work the basic idea has
naturally been commercial. There were, of course, a certain
number of machines and records to be sold to the schools, which
meant immediate business and profit for the retailers ready to take
advantage of it. But there was a bigger thought. Every installa-
tion of a machine and record library in a school served to acquaint
just that many more children, and through them their families,
with the desirability of the talking machine not only for the
school but for the home.

It was essentially a business-building campaign, but in working
for more business the educational departments have done even a
greater service for the public at large. They have, through their
efforts, given not only to the educators and to the students a new
conception of music and what it means, but have been instrumental
in bringing the same message into the homes. This development
of musical appreciation in the child mind will prove the basis
of a musical instrument demand in the future. The effect is going to
be felt in every branch of the industry, and will prove a tremendous
force in impressing the public with the fact that music in some form
or another is not only desirable, but is distinctly essential. It is a
work in which commercialism and idealism meet on an equal plane.

HE story comes of a talking machine dealer, who, like many

others, was selling from sample and promising later deliveries,
but who had the misfortune of having his premises gutted by fire
and his record of sales destroyed. He was at a loss how to trace
all the people who had placed orders for ‘'machines for later
delivery and was in quite a quandary. Purely by accident, however,
he left a box in which a large machine had come standing on the
sidewalk. In the course of one morning a half dozen people
dropped i to inquire if that was their particular machine that had
arrived and the case was allowed to remain on the sidewalk until
a large percentage of the list was completed. )

It was simply an instance that goes to show just how anxious
the buying public is” to secure more talking machines than are
available at the present time and presages great activity for an
indefinite period to come.

With Pep, Wim and Wigor

I’m Back on the job, full of energy for a busy Fall.

People have oodles of money, with a great big desire for musc.

All I can see is tremendous sales of Victrolas and Victor Records.

And Pearsall Services will be well taken care of —The Pearsall
d (P. K. for short).

Victrolas and Victor Records
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WHOLESALE ONLY
10 East 39th Street, N.Y.
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- Painstaking and Intelligent Service Bring

Big Dividends to Merchant Who Offers It

O

George M. Parker, of the Bush & Lane Piano
Co., of Seattle, Wash., has very definite ideas
on the matter of service and his ideas regard-
ing ways and means for putting over new
talking machine deals are always novel and pro-
ductive of good results. On a recent visit to
New York he told a story which illustrates
a point of service which should interest every
talking machine dealer who is looking for
ideas which will lead to bigger and better bus-
Iness.

One evening after the store had been closed
and Mr. Parker, who had finished a little over-
time work. was ready to leave, the telephone
bell rang insistently and when Mr. Parker
answered it the man at the other end of the
wire said that he lived on the outskirts of the
city, had just arrived home, and had forgotten
to buy phonograph needles. He had pur-
chased several new records elsewhere and was
expecting to entertain a dinner party, which
was to be enlivened by the music of the new
records. He stated frankly that he was up
against it, that he had tried other stores, espe-
cially the one he had done business with re-
cently, but they were all closed and he wanted
to know if Bush & l.ane, or the man answer-
ing the phone for Bush & Lane, would be will-
ing to send the needles out to him. He would
be glad to pay the messenger, he concluded.

“Certainly,” replied Mr. Parker. “I will see
that you receive the needles within a half-
hour. Good-bye.” The fact that the customer
had never traded with their store before did not
make any difference to Mr. Parker. He saw
an opportunity and grasped it.

He immediately got packages of loud, me-
dium and soft needles, jumped into his car and
broke the speed limit on the way to get the
needles out. He did the three miles in ten
minutes and delivered the needles, as the cus-
tomer himself stated, in what seemed to be
but a minute or two after he had left the tele:
phone.

When the customer saw that Mr. Parker
(whom he knew) had delivered the needles
himself in his own automobile, instead of send-
ing them out by messenger, he was embar-
rassed and hardly knew what to say. He felt
that he could not offer to pay Mr. Parker a
messenger boy's fee and a bit awkwardly
asked the price of the needles.

“Oh, that’s all right,” said Mr. Parker. “I
didn’t make out any sales slip for these needles
and so I can’t take anything from you now.
Just drop in the next time you are downtown
at any time that’s convenient. You can then
pay the regular price of the needles when we
enter the sale in our usual way. We are cer-
tainly glad to be of service to you,” and with
a smile Mr. Parker departed.

Needless to say, the customer made it a
point to drop in the next day and pay for the
tliree packages of needles. This was just what
Mr. Parker wanted, as it gave him an oppor-
tunity to show him his demonstration rooms,
the large stock of records, and gave him a
chance to explain just what Bush & Lane serv-
ice is.

“Since that time,” said Mr. Parker, “he has
become one of my best record customers and
has practically delivered three fine phonograph

sales right into my hands without any effort
on my part.”

To get a customer really enthusiastic all you
have to do is to see that he gets more than
he thinks he is ordinarily entitled to, in serv-
ice, courtesy and value, and the little incident
which Mr. Parker relates can be taken to
heart by everyone who has goods to sell.

The above story appeared in the Sonora Bell
and is reproduced as a good example of how a
talking machine dealer can build for the future
by paying attention to small details and op-
portunities for service that come when least
expected and might be passed by as a waste of
time by those who are not awake to the value
of real service.

SAN ANTONIO EDISON SHOP OPENS

The A. E. Byers Phonograph Shop, San An-
tonio, Tex., recently held a formal opening of
the new store at 310 West Commerce street, at
which some interesting tone tests were held.
The duet played with the Edison by Frank
Hernandez, violin soloist with the San Antonio
Symphony Orchestra, proved one of the most
entertaining features of the program, while the
handsome assortment of New Ed'son models
on display around the rooms aroused much fav-
orable comment from those present.

The store in Saco, Me., formerly occupied by
a painting firm is being remodeled and made
into a talking machine and record store. This
new store will be under the management of
William Streeter.

announcing the new 10-inch double-disc

Emerson Record

immediate delivery.

It’s on the market now—a substantial list 1s ready for
We refer to the new 10-inch double-
disc Gold Seal Emerson Record 1n the green envelope.

This 1s good news for Emerson dealers, both present and
prospective.

These 10-inchers play the new song and dance hits which
Emerson as usual gets out right and gets out quick.

For quick action call Bryant 1656.

Emerson Record Sales Company, inc.

Exclusive Metropolitan Distributors

6 West 48th Street, New York City

—
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AEOLIAN-VOCALION

[oe presem"w‘z'oﬂ and

the N ez “Uocalion Line

JYAPLREADY much Vocalion territory
EA  has been assigned— Vocalion repre-

A sentation 1s recognized as the most
desirable and profitable any dealer can
secure. T he number of firms manufac-
turing phonographs is rapidly increasing.
Stencil 1nstruments are making their
appearance, and the time is rapidly ap-
proaching when conditions will be sim-
ilar to those obtaining 1n the piano trade.
Among a flood of unknown and unrecog-
nized instruments a few will stand out,
the names of which will be their guaran-
tee of quality and salability.

The Aeolian-Vocalion 1s not only far in
the lead today as a “quality” instrument,
but the history of its manufacturers 1s
certainty of 1ts remaining so.

4

THE AEOLIAN COMPANY

Makers of the Aeolian-Vocalion— the Greater Phonagraph
NEW YORK LONDON PARIS MELBOURNE SYDNEY MADRID
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'THE NEW
CONVENTIONAL MODELS

THE distinguishing features of the

Vocalion line, which 1s larger

and more complete than that of any
other phonograph on the market, are |
the good taste displayed in conven- |
tional models and the group of Period |
models which far surpass anything

hitherto known 1n connection with
the phonograph.

The instruments in the new line of
conventional models shown on this
page differ from those in the previous
line not only in design and dimen-

stons but in quality and volume of tone
as well.
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THE NEW
PERIOD MODELS

HE line of Period Vocalions

includes thirteen distinct in-
struments which reflect the broad
experitence and ample artistic
capacity of the Aeolian Company’s
department of design and case-
making. Not only are they the
most artistic and unusual phono-
oraphs ever displayed but their
prices are exceedingly moderate.

The Aeolian Company’s own
experience as retailers on a very
large scale has enabled 1t to con-
struct a group of Instruments in
both lines, that abound in valuable
material for sales propaganda.

Distributors of the Aeolian-Vocalion and Vocalion Record

NORDHEIMER PIANO & MUSIC CO., L., EMERALD COMPANY . . Birmingham, Ala.
. Toronto, Canada GUEST PIANO COMPANY . . Burlington, Iowa

THE AEOLIAN COMPANY, . . Chicago, IIL D. H HOLMES COMPANY, Ltd., New Orleans, La.

THE AEOLIAN COMPANY, . . Cincinnati, Ohio O.]J. DE MOLL & CO. . . Washington, D. C.

THE AEOLIAN COMPANY, . . St. Louis, Mo. STONE PIANO CO.

CLUETT & SONS, Troy, N. Y. Fargo, N. D., and Minneapolis, Minn.

CONSOLIDATED MUSIC COMPANY TITCHE-GOETTINGER COMPANY, Dallas, Texas

Salt Lake City, Utah R. W. TYLER COMPANY . Wheeling, W. Va.
B. DREHER’S SONS COMPANY, . Cleveland, Ohio VOCALION COMPANY OF BOSTON, Boston, Mass.
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AFOLIAN VoCALIC

The PHONOGRAPH OF DISTINCTION
h 4

entered the field of phono-

graph manufacture, it
brought a new influence into the in-
dustry.

Up to that time, the development
of the phonograph had been largely
along scientific and mechanical lines.
And the results accomplished, while
truly remarkable, were not of a na-
ture to raise it to a position of dig-

nity and importance as a musical in-
strument.

The Aeolian Company, better than
any other concern in the world, was in
a position to add what was needed to
elevate the phonograph. The musical
knowledge, mechanical skill, and artis-
tic experience acquired by this house
in its development of other instru-

ments, peculiarly fitted it to cope with
the problems connected with the man-
ufacture of the phonograph.

Serious musical instruments, such as
pipe-organs, grand pianos, player-
pranos, reproducing-pianos—all present

different and difficult problems. Inits
solution of these the Aeolian Company
has been pre-eminentlv successful. No
other instrument of these types share
the prestige of popularity—either here
or in Europe—of the Aeolian Resi-
dence Organ, the Weber Piano. the
Steinway Pianola, or the famous Duo-
Art Pianola Piano.

The phonograph and record made
by the Aeolian Company—the cele-
brated Aeolian-Vocalion and Vocalion
Record — are’ tvpical achievements.
Together they represent the highest
point vet reached in the reproduction
of musical tones.

Moreover, the Vocalion’s exclusive
feature—the Graduola—which per-
mits personal and artistic control of
tone, together with the new standard
of beauty and good taste in case design
and finish evident in the instrument,
raise the Vocalion to a position of un-
challenged distinction and leadership
m its field.

VOCALION PERIOD MODELS —The most beautiful of phonographs.
Exquisite cabinet designs after the masters of the classic periods. Priced
from $265.00. Conventional models of the Vocalion, with Graduola, from
$140.00; without Graduola, from $50.00.

THE AEOLIAN COMPANY

roxpox—praRrls  AEOLIAN HALL, NEW YORK CITY MADRID—MELBOURNE
Alakers of the Duo- Art Pianola—Largest Manufacturers af Mlusical Instruments in the World
Canadian Distributors: The Nordheimer Piano and Music Company, Ltd., Toronto
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Above 1s a reproduction of one of the color pages appearing in the Saturday
Evening Post and other mediums as part of the large and impressive advertising
campaign being conducted for the Aeolian-Vocalion and Veccalion Record
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VALUE OF DEALERS’ SERVICE

Tie-up With National Advertising Commended
in Printers’ Ink—H. L. Tuers Qutlines Work-
ing of Columbia Dealers’ Service Department

The thoroughness with which the tie-up by
the dealers with the national advertising has
been worked out is given as one of the most
significant factors in the rapid growth of the
Columbia Co. This forms the basis of a dis-
cussion on successful advertising in a recent is-
sue of Printers’ Ink. The complete union be-
tween the national advertising and the dealer
helps makes the advertising of the company
noticed whether or not the copy itself is read.
One of the most important features of this kind
of advertising is to have plans laid far enough
ahead to make it possible to have all display
material prepared and in the hands of the deal-
ers at the proper time. H. L. Tuers, manager
of the Columbia dealers’ service department, ex-
plains the workings of his department as fol-
lows:

“To begin with, it is necessary, of course, to
have our national advertising prepared far
enough ahead to enable us to conform to it in
getting out our dealers’ helps. These include
an artistic cut-out for window display, an elabo-
rate portfolio containing a reproduction of the
month’s magazine advertisement and many il-
lustrations in colors, together with dealer ad-
vertisments in English and other languages, a
panel hanger, reproducing in colors the maga-
zine advertisement; our monthly house organ,
the Columbia Record; a catalog with a cover
that emphasizes the same idea and occasionally
an artistic poster and now and then some nov-
elty. Every unit that goes into the combina-
tion reflects the national advertising motif.
These units may be used separately or in com-
bination at the dealer’s convenience.

“There is an additional use for which these
dealer helps are intended. With each set we
furnish a container so that the dealer may keep
a file. Frequently our monthly campaign fea-
tures some singer or other artist. If later that
particular artist is billed for a concert or any
other kind of an engagement in the dealer’s
town he has our window cut-outs, the record
stands and other materials with which to make
a special window display.”

BIG ORDERS FOR UNIVERSAL MOTOR

Williamsport Man Visiting New York and the
East Reports Exceptional Business

G. M. Willson, head of the Willson Sales Co.,
Williamsport, Pa., has spent several weeks call-
ing on manufacturers in the talking machine
industry in New York, Philadelphia, etc. In
talking with The World he said that the manu-
facturers called upon were, without exception,
greatly oversold. He added that he had been
successful in closing some large orders for the
Universal motor, which he represents through-
out the Eastern section of the United States.
Mr. Willson is planning to take a trip through
the West the early part of September.

Talking Machine
CABINETS

TO THE TRADE

All Styles Made to Order
Lowest Net Prices

Manuiacturers Sales Co.
- NORRISTOWN, PA,

PITTSBURGH EMPLOYES’ OUTING

Members of Pittsburgh Branch of the Columbia
Graphophone Co. Have Gay Time

Employes of the Pittshurgh branch of thc
Columbia Graphophoune Co., including the Dicta-
phone, held their August outing last month at
Wexford Park, in that city. There was plenty
of fun and excitement cvery minute from noon
until the strains of “Home Sweet Home” by the
jazzy Ginger Four broke the sad news of de-
parture. All kinds of games featured the pro-
gram and the entertainment committee, con-
sisting of Grace Vaughn, Alice Repetto and
George Holmstrom, came in for much congrat-
ulation for thcir work, which turned out well in
spite of a few difficulties in starting. Manager
S. H. Nichols decided to umpire the ball game
between the Pirates and the Giants, but dis-
claims any responsibility for the result. The
committee is working on plans for a corn roast
in September and every one is eager for it.

CHARLES E. WILLIS JOINS REED CO.

Charles T&. Willis, formerly assistant manager
of the W. F. Frederick Piano Co.’s wholesale
Victor department, Pittsburgh, Pa., has joined
the forces of the Reed Co., Inc.,, wholesale dis-
tributors of Reginas, Operaphone records, Uni-
versal music rolls and accessories. Mr. Wil
lis is well known to the Pittsburgh trade, hav-
ing been with the C, C. Mellor Co., of that city,
and will cover the tcrritory in western Pennsyl-
vania.

NEW HOME FOR NAOMI MUSIC CO.

The Naomi Music Co., Jacksonville, Fla., is
now occupying its new home on West Adams
street, where the New Edison is featured in ef-
fective window display and advertising. Mana-
ger J. D. Flemming is constantly adding new
features and improvements to the store and the
attractive demonstration booths are making a
hit with the music lovers of Jacksonville.

S ZCANEVAC m'ymm%m'
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N PHONOGRAPHS
—12 MONTHS TO PAY

You have 12 months to pay for this beautiful sign.

The

first payment brings you the sign.

—Needs Only Occasional Washing

Weoos oxr{y h’a"h/ng;

L4

Gotta elean up
Going 1o have a
Sale”

This beautiful porcelain enameled steel sign with its blue
and white finish baked on cannot rust, rot, fade nor peel.
An occasional washing will keep its smooth surface spar-
kling like new. It never needs painting nor refinishing. The
only cost of upkeep is a few cents a day for electrlcny

This beautiful electric sign acts as a cheerful salesman in-
viting people to trade with you.
magnet from blocks in each direction as well as from the
cross streets and puts a “center-of-the-block” location on a
par with the corner location.
a step on competition—Send the coupon today.

Draws business like a

It is the sign you need—Gain

FEDERAL ELECTRIC COMPANY

representing
Federal Sign System (Electric), Lake and Desplaines Sts., Chicago, llI.

Please send me full information on Porcelain-enameled Steel Sign for my business.

your 12-months-to-pay Plan

Name
Street and No.

Store Frontage

........................... DBusiness

Explain
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°Bhe Phonograph
o Marvelous Tone

There are many‘good bhono-
graphs on the market.

Those without a reputation

can sacrifice in quality —
some little touch of thorough-
ness or excellence— in order
to meet existing conditions.

The VITANOLA cannot.

It has a reputation to sus-
tain, and a splendid capital

of accumulated confidence
which must be passed on un-
impaired.

Vitanola Talking

Machine Co.
508 West 35th St., Chicago, Ill.

Metropolitun Sales Representatives

M. M. ROEMER SALES CORP.
332-334 Eighth Avenue

New York Telephone: Clielsea 2183

We invite the co-operation of live dealers, 1
everywhere, in meeting the demand for

VITANOLA. Send tor our attractive
proposition. Also ask for your copy of
“Making a Phonograph Department ray.”
1t is brimtul of business build.ng helps.

Exclusive Vitanola Features:
“ Famous Duplex Tone Arm
' Octagonal Reproducer

Petfected Sound Amplifier
‘ | Improved Tone Modifier
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Selling the Talking Machine Successfully
in the Small Town Territory -

O

It is the small town that needs entertainment
more than the big cities. The young, especially,
crave to see and hear the great actors, singers,
niusicians, dancers and artists of all kinds. The
movies have helped to solve the problem of
keeping the young people in the home town,
by bringing to them scores of great actors,
dancers and mimics whom they could never
hope otherwise to see. But it is the talking
machine which has been of the greatest edu-
cational value, as it enables them to hear all
the wonderful instrumentalists and singers as
truly and naturally as their more fortunate
city cousins. It stands to reason, then, that
there is a big field to work in the small towns
and surrounding country. But, asks the talk-
ing machine agent, how am I going to get
people interested? The best way to answer this
is to cite some of the methods pursued by vari-
ous small town dealers who have really met with
success in following out their specified selling
plans in their territories.

A One-Horse Store

Tim Sammons, Triumph, Minn., has worked
up a thriving business with his One-Horse
Store. The name was applied in derision when
he opened up his store in the diminutive town
a number of years ago—but, like the man in
the song, when he was handed a lemon he
just “made the lemon-aid.” He adopted it as
the name of the store, and had a cut made of
a horse’s head, which he uses on all his sta-
tionery. Having taken the agency for a line
of talking machines he determined to let every-
body within auto distance—most of the farmers
in the progressive Northwest own a flivver at
least—know that he had them, and, what was
more, was going to SELL, them. He got out a
little store paper, which he kept on hand for
ali who called. In this he told some of the
«delights of a talking machine as a relaxation
after the day's work, while to the younger
generation he told how well adapted it was to
playing dance music. To the musically in-
clined he told how it enabled one to hear
Caruso, and Farrar, and Heifetz; while to the
student he showed how foreign languages, with
the proper pronunciation of every word, could
be learned through its educational records.
He likewise made it a point to become the friend
of everybody—the personal element counting
for much more in rural than in an urban com-
munity.

Post Card Plan to Introduce Hits

One of his clever schemes for. working up
an interest in new records was his post card
plan. He took his son with him to the city to
do his semi-annual buying, and while there
stepped into a photo studio and had the pic-
ture of himself and boy imprinted on a card. He
had several hundred of these printed, and be-
low the picture was written: “Alden and I are
in the Twin Cities buying our holiday goods,
and we have found many wonderful bargains.
We will have a part of them on display at
THE ONE-HORSE STORE next week, upon
our return. Among them are a score of the
newest records. We are going to have a con-
cert at the store next Saturday evening. Bring
your family and come and enjoy a pleasant
social evening.” By making his store a com-
munity center he brought out the people for
miles around, and while he did not attempt to
commercialize his concerts it was very natural
that all who came to town would make their
needed purchases at that time. His gospel is
very simple: “Persuade the people they’re los-
ing money by not trading with you, and you
can’t keep them away from the store. So far
as the talking machine end is concerned, if
one will keep hammering away at sales of ma-

chines, keep a well-assorted stock of records.
and advertise freely, he is bound to make a
success of his business.”
Selling the Farmer Trade

Ankeny's,. Corning, Iowa, situated in the midst
of a large farming community, makes a special-
ty of the service rendered by him. Just as
an example, he has established a big stone
drinking fountain, with water free for all. Of
course scores come in who do not purchase, burt
they all know Ankeny’s, and when in need of
merchandise their feet trip pretty regularly in
that direction. A talking machine is in oper-

A

Knowing When and
How to Approach the
Rural Prospect Most
Effectively is the

Secret of Success . .

ST T

ation the greater part of the time, the records
coitaining many classic selections, as well as
the latest popular ballads. Mr. Ankeny has
fitted up a runabout, on which he can carry
a talking machine, and whenever he can get
away from the store he is outside soliciting
business for that department. He has found
this branch of business a moneymaker and
limited only by the time he can put in solicit-
ing—in other words, the more time he puts
in the larger the sales. Of his plan he says:
“After-supper calls are very convenient for the
farmers. At that time of the day the farmers
have nothing to do and are glad to have such
a caller to relieve the monotony of the evening.
They can spend plenty of time listening to a
demonstration and are more in the 'mood to
buy than they would be if approached during

By W. B. Stoddard

2l

the busy hours of the day, thereby greatly
ircreasing the chances of making a sale.
Children’s Interest Worth While

Now that school is about to open the chil-
dren may be made very active agents for giving
publicity to talking machines.- Lansburgh &
Bros. recently boosted their sales by offering
a handsome Grafonola to the room in the pub-
lic schools whose purchases for the month
amounted to the greatest sum. Anybody could
have his purchases credited to any room he
desired, and the way those chiidren did pull
for their respective room was good to see. The
plan worked a threefold advantage, it increased
the general sales, it called attention to their
talking imachines, and it created a demand for
more records—for with every machine sold there
was a new market for records.

Striking Displays for Records

And speaking of records, in order to get them
before the public they should be displayed in
a striking manner. A trim that could easily
be arranged by any dealer was noticed in oue
of the small towns of northern Illinois recently.
In the background was built a bamboo arch
—Ilaths could be substituted if given a coat of
paint—festooned with paper flowers and the
end hung with gay Chinese lanterns. Fastened
to this arch and displayed in wire racks down
in front were a number of huge paper sun-
flowers, each having one of the black records
for a heart. Set in the archway was a big
black card, lettered in white and gold, with
the name and price of a number of the latest
vocal and instrumental hits. Such a display
is bound to bring results, for it is the getting
away from the stereotyped and the common-
place that counts to-day.

ENLARGED THEIR DEPARTMENT

Maher Bros., Jackson, Mich.. have just enlarged
their talking machine department, and now have
fourteen recerd hearing rooms and their large
record stock on the first floor of their store,
which takes the major part of the floor. These
gentlemen are among the oldest Victrola deal-
ers in the State of Michigan.

CLEVELAND
943-947 Chestnut Avenue 1\

Pathe Superior Quality

coupled with

Fischer Superior Service
Makes Dollars for Dealers

ASK us for Agency proposition NOW
THE FISCHER COMPANY

OLDEST PATHE JOBBER

CINCINNATI
44-46 Vine Street
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Edison Message No. 47

“Being a thoroughbred has saved more

souls than penance and punishment

1t has

rescued more business enterprizes than
shrewdness, it has won more battles and

more. games, and altogether felicitously

loosed more hard knots in the tangled
skein of destiny than any other virtue.”

Thus said Dr. Frank Crane.
To be a thoroughbred makes it

easler

to travel the road to success. The Edison
dealer who keeps step with Edison

Sales Methods i1s a thoroughbred
a success.

—and

THOMAS A. EDISON, Inc.

ORANGE, N. J.
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THE TRADE JOURNAL AS AN AID TO BUSINESS EFFICIENCY

G. D. Crain, Jr., in Address Before Louisville,

Ky., Rotary Club, Presented Some Strong and

Illuminating Facts Regarding the Part Played by the Trade Journal in Business

I believe I am safe in saying that the domi-
nating idea of the present, as far as the commer-
cial world is concerned, is greater efficiency.
The problem of doing the thing better, or more
quickly, or more cheaply, has been studied at
every point, from the factory to the consumer;
and the science of management has been evolved
from a consideration of the details going inta
the production of goods or sales in the best pos-
sible way.

The trade journal, as I see it, has been more
responsible than any other one thing for the in-
creased efficiency of the modern business man.

This is, of course, a broad statement, and yet
I believe consideration of the facts will demon-
strate its truth. In the first place, it has pro-
vided a medium for the discussion of new ideas;
and in the second, it has developed a lot of them
of its own initiative,

\Whenever a new plan for improving methods
of production or management is evolved, the

best place to get a clear, complete and authori-

tative statement of it is in the pages of the trade
journals covering the fields affected. It will be
there—you can count on that. And, on the
other hand, whenever anybody discovers that
he has a better system of cost accounting, or a
better method of handling material than has
been used in his line previously, he is pretty
likely to tell the trade journals about it sooner
or later, directly or indirectly.
A Sign of the Live Man

And this leads me to remark upon a peculiar
and interesting coincidence, and that is that the
live wires of every business are invariably the
men who read their trade journals most closely.
I do not say that they are live wires because
they read trade journals; it may be a cause, in-
stead of an effect. But, at any rate, it is cer-
tainly significant that the men who are making
the biggest successes are those who are giving
close attention to the business papers in their
respective fields, and are using them in a way
to get out of them all the value they possess.

In the trade journal, when an ideal condition
is realized, as it frequently is, members of the
business pool their experiences, the sum total
being definite and established facts that can be
relied upon to help everybody in the business.

If the trade journal is in the news class, per-
haps giving members of the trade in which it is
interested timely information on the movement
of the leading commodities, it has correspond-
ents located in the principal cities, and these
furnish a complete and reliable story of the de-
velopments of the industry.

The typical trade journal of to-day is chiefly
educational in character, and smacks more of the
magazine than the newspaper, although in many
lines the market or news feature will always be
predominant.

Whatever its plan of production, the twentieth
century trade journal has a service to perform,
and it performs it. It has something of value
to say to its readers, and it usually says it in an
interesting and convincing manner. It has the
intimate touch, the familiar tone, the vocabulary
and the ideas of the man in the business it
reaches; it is by, for and of that business, and
consequently it has a value that no merely gen-
eral publication could ever hope to have.

A necessity to
all talking

machine owners

Adds life and
tone. Should
be used on all ~

records before playing

“Dustoff”’ Record Cleaner

Reproducing vocal records natural as the human voice. No
scratching or harshness, A seller for 8 successful years. 3
models. 25¢, 35¢, 50c each. Packed for counter display.
Name your jobber.. Write for samples.

W. I. SCHWAB, Mir.. 128 No. Main St.. Providence.R. I.

This, incidentally, makes the trade journal,
reaching a carefully selected class, a remarkably
productive advertising medium. When the
average person thinks of advertising, it is in con-
nection with the mewspapers or magazines,
which are what the experts call consumer pub-
lications. Consequently, the big national adver-
tising campaigns which are intended to make
the name and characteristics of a product known
to the general public are featured in periodicals
of that character. But it is a fact that some
of the largest and most successful advertising
campaigns on record have been conducted
almost altogether in the trade publications. The
public generally never hears of them, and it is
not intended that it should. But they are get-
ting results of a definite, meuasurable character.

I believe that the advertising of the future will

be largely confined to just such carefully
selected mediums. I do not mean to say that
the general magazines will cease to exist; but
that there will be fewer of them, and that they
will carry less advertising, as the manufacturer
finds that he can get the same results at a
smaller cost by using the trade journal for dis-
tribution and the newspaper for local sales work,
with the technical papers forming the link be-
tween producer and consumer of products not
distributed generally, such as machinery.
Made to Read

If T were permitted to make one plea on be-
half of the trade paper, it is this: Use it. The
journal that is published for a special class
cannot accomplish its purpose unless it numbers
among its readers a fair percentage of those in
that class. And merely subscribing to such a
paper does not end the job. It should be read
carcfully, from “kiver to kiver,” as the old
da\rky said, including the advertising. No onec
can do this without benefiting; the benefit will
be measured by the interest put into the study.
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two architects.

i character.

released for other duties.

you economically

Die CastinGg PrLant, Syracuse, N. Y.

Brass, Bronze and Aluminum Foundry, Pontiac, Mich.
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Every Die Casting Is Special i

When you buy die castings you are buying service and skilled
labor, not a stock commodity. Furthermore, the service of no
two die casting companies is any morc alike than the designs of

The work of this organization has its own individuality and
Its personnel includes many of the most skilled men
in the industry—its equipment is surpassed by none.

Precision Castings are furnished in great quantities within
such limits as & 001 to & .004. Think of the time saved in
machining and assembling—the floor space, equipment, and men

To be SURE of the results you seek, choose an organization
with the necessary qualifications.

Let our engincering departmment show
you how Precision Castings can serve

PRECISION CASTINGS COMPANY. INc.
SYRACUSE. &&85 NEW YORK.
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Retailers Should Make Full Use of Litera-
ture Supplied to Them by the Manufacturers

S G 00 0 s

A canvass of the talking machine dealers in
the Metropolitan district has brought out the
fact that far too many dealers do not realize
the importance of their own industry and fail
to take advantage of the great mass of litera-
ture put out by the manufacturers. This litera-
ture is designed to help the individual dealer and
make it possible for any dealer in whatever lo-
cality or circumstances to do a better business.
Americanism has been the slogan for the past
four years and thousands upon thousands of our
present citizens who have come from distant
shores have been given a better understanding
of the aims and ideals of this country. But the
fact that they have become Americans does not
mean that they have banished forever the mem-
ories of the past or the recollections of their
early days as children. With most of them,
more than with native-born Ammericans perhaps,
mus.c has had a more present and vital part in
their mental growth. Those who came to this
country from ten to twenty years ago have
noted the difference in regard to music. This
difference has caused America to be known as a
nation far from musical and it is only compara-
tively recently that inusic has been recognized
as a vital human need and has been given its
proper place in the every-day life of every
man, woman and child.

Educational Value of Talking Machine

In this broadening and cultural expansion the
tatking machine has played a part which in im-
portance is hard to fully realize. It has made
the industry to-day one of the wonders of mod-
ern times and it has grown to proportions which
even the most optimistic enthusiast a decade ago
could never dream of. The talking machine
dealer has played an important, even if at times
unconscious, part in this progress and yet to-day
some of these dealers do not realize the im-
portance of their work. This statement is not
by any means based on sentimental grounds. It
is sound business that the public should be made
to realize the need for music, for that means
greater sales of machines and records. The
great manufacturing companies have carried
on nation-wide campaigns of education, founded
upon sound business pringiples, and the fact that
it was at the same time a worthy purpose and
a benefit to all Americans was purely incidental.
This does not at all detract from the credit due
these companies for their work, which has at
times been carried beyond the bounds which
plain business would demand. They have come
in for their share of praise, but what of the
dealer?

The Dealer Keeps Up the Contact
The dealer is the one with whom the actual

buying public comes most in contact, and his
success is in a measure due to the work carried
on by the manufacturers. That is to say, the
normal run of business is brought to the dealer
siinply through the national advertising of the
manufacturer. Up to a certain point every
dealer is on the same basis. Beyond that point
individual effort marks the difference hetween
med.ocrity and prominence. The great mass of
literature prepared by the manufacturers is de-
signed to help the dealer and the way in which
the dealer uses this literature is responsible for
his success or failure.

As a case in point we cite the fore.gn record

T e T

Publicity Material

Serves to Keep Up
and Strengthen Con-
tact Between theDeal-
er and the Public

¢

il

supplements put out by the Victor Co. These
supplements cover sixteen different languages
and are designed to appeal to the peopie ot
each one of these races. In the Metropolitan
district there are many nationalities, more no-
ticeable than in other parts of the country be-
cause of their close proximify to one another.
These, or a large part of them, have become
American citizens through the natural process
of education and assimuilation. They are the
best prospects of the talking machine industry
and are steady record buyers. That they are
colon'zed in certain sections is natural and gives
rise to the ‘“‘class trade” found in various parts
of New York. This can be applied to the coun
try as a whole, but for purposes of illustration
New York is a good example and what obtains
there can be applied to the whole country as
well. The foreign-born element has brought out
the need for foreign language records and sup-
plements and hkewise foreign advertising.
Handling the Foreign Trade

Dealers in these foreign colony sections have
a certain class of trade demanding a certain
type of music. NO matter what type this may
be the manufacturers have anticipated the de-
mand and have furn shed literature, window

L
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display cards and evervthing conceivable to
interest these people. All this material is avail-
able to the talking machine dealer and it is
noteworthy that the successful dealer is the orne
who has used it to good advantage.

It is but natural that these people should have
a love for the instruments and music of their
native lands and the dealer who can supply this
music and can furnish them literature in their
own language, telling them all about it, is the
dealer who is making the best of his oppor-
tunities for building up trade. This does not
hinder one bit the Americanization of these
people, but in reality is an aid, for once they
have become talking machine users and grad-
ually become more familiar with English they
come to know American music at its best. Na-
tive Americans born in the South have a natu-
ral hiking for the Southern melodies, an Irish-
man loves the ballads of the Emerald Isle, the
Englishman likes to hear the folk songs of his
native shire, and so it goes. These are the
facts and it is up to the dealer to answer the
demand.

To neglect the material furnished by the
manufacturer is to admit a lack of business
judgment on the part of the dealer. Material
enough is furnished to enable each dealer to
change his window display and local advertis-
ing at least once each month and keep up with
the changes in the national advertising.

Opportunities Should Be Utilized

It 1s a regrettable fact that there are dealers
who pay no attention to the foreign supple-
ments placed in ther hands. They are content
with enough trade to keep their business going
and are not energetic enough to build for the
future. And it requires so little effort to do
this, with the material offered and at hand. The
betterment of any industry comes eas‘est and
best from the bottom. To begin at the top is
a laborious and usually unsuccessful process.
The dealer is at the bottom in the sense that he
is the final means of personal contact. He can
do more for the advancement of the industry
by his personal contact with the public than the
national work of the manufacturer, which of
necessity must be indirect because the personal
touch is lacking.

Let the dealers make use of the opportunities
offered them by the manufacturers and the fu-
ture of the talking machine trade is assured.
And not only will it be assured, but it will be
on a higher plane and there will be an added
sat'sfaction in feeling that you as a dealer are
a part of an industry that is doing great good
for the advancement of musical knowledge in
America.

IF YOU WANT AN AUTOMATIC STOP
THAT WORKS EVERY TIME
BUY THIS ONE

THOUSANDS IN USE IN THE UNITED STATES
AND CANADA

WEBER-KNAPP CO.

We will be pleased

to send samples

JAMESTOWN, N. Y.
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Among Talking Machines
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HY do they all try to copy the Windsor
Phonograph?

S

Are you interested in learning about a Phono-

:. graph that has been copied by the largest
\ makers in this country?

X .

’ A very attractive catalogue will be sent on
X request to dealers only.

.

'! The Windsor Furniture Company

1420 CARROLL AVE. CHICAGO, ILL.
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LIST OF THE WINDSOR PHONOGRAPH CABINET PATENTS

48122 50478 50481 50484

49654 50479 50482 1279743
49655 50480 50483
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“D’Amor Sull’ Ali Rosere,” sung by Rosa
Ponselle, is one of the purest examples of
dramatic vocal melody ever recorded.
Columbia 49559.

Columbia Graphophone Co.

NEW YORK
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SOUND CREDITS AND GOOD BUSINESS

Most Credit Troubles Can Be Cured With the
Right Kind of Treatment—Managers Must
Watch This End of Their Business

A sanitarium of any reputation counts upon
the rehabilitation of at least 90 per cent. of its
patients. Has this statement any suggestion for
credit men whose experience is that a very
small proportion of commercially sick mer-
chants is rehabilitated?

The science of healing as applied to commer-
cial diseases has not reached even its infancy
stage and the picture that presents itself usually
in an insolvency case is similar to the picture of
the heirs who are squabbling over what a dece-
dent relative has left.

When the symptoms of trouble occur the
creditor generally begins to think of what he
may recover of his debt and not whether the
trouble is curable and the debtor saved. Be-
cause of this deficiency in our credit practice
nearly all insolvent estates are riddled before
bankruptcy occurs or they are passed over to a
creditors’ committee for adjustment after the
estate is nearly depleted. Because of this the
assets of an estate are likely to show a tre-
mendous shrinkage in the process of liquidation.

Let us become alive to this defect. Let us
arise to the opportunity of curing commercial
troubles when they are curable, and by this
process encourage debtors to consult with their
creditors before their condition becomes seri-

ous and beyond hope. If a merchant finds in a
season that his business has made no profit, that
he has overstocked with merchandise, or other
unfavorable things have happened, he should
not be led to secrete these facts, but, on the con-
trary, encouraged to consult with his creditors
about them and to say with confidence that in-
stead of pushing him over the brink by precipi-
tate and ill-advised action they will sit down
with him and discuss conditions and exert their
best skill for the correction of the trouble and
the bringing of health to the enterprise.

Let the credit manager consider this subject
closely and not criticize when shrinkages are
great or the expenses of adjustment are seem-
ingly large, for probably he has not shown
the skill called for or has failed to encour-
age his customer to talk with him in a perfectly
open and frank manner about his condition.

UDELL EMPLOYES ENJOY PICNIC

Factory Staff With Friends Hold First General
Outing in Indianapolis on Saturday

Inpraxaroris, Inp, August 30.—The factory
employes and office staff of the Udell Works,
manufacturers of the famous Udell cabinets, en-
joved their first big picnic last month, which
proved an unqualified success. Between 450 and
500 Udellites and their families attended the af-
fair and participated in the various contests and
amusement features programmed. There were
races for fat men and fat ladies, for thin men

EXECUTIVE OFFICES,
FINISHING and
RECORDING

H. J. SMITH LABORATORIES

Jewel Manufacturer

LABORATORY JEWELS |

SAWING
GRINDING
ROUGHING
ROLLING and
EXPERIMENTAL
LABORATORY

' Manufacturer of
Phonograph Diamond and Sapphire Reproducing Points—Recording Labor-
atory Jewels—Rough Diamond—Diamond Powder—Experimental Work.
Jewels manufactured for all talking machine records. Consulting Specialist
on all experiments relating to any new recording grooves.
problems satisfactorily worked out.

54/, Franklin St.

Plant No. 1
833 Broad Street

Telephone 2896 Market

NEWARK, N. J.

Plant No. 2

NEWARK, N. J.

Recording

and thin girls, three-legged races for both sexes
~—not in combination—and a sufficient number
of other contests to give every one a chance
for prizes. There was music and dancing and
plenty to eat.

One of the hits of the picnic was the pro-
gram bearing the title “Udell Uproar” and rep-
resenting the work of Tom Grifhith, sales man-
ager of the company. In addition to the sched-
ule of events the program carried lists of em-
ployes who ha been in the Udell service for
twenty or twent_-five years or more, also who
had answered the call during the war, and the
ladies who had helped keep Udell production up
when the men were in the service of Uncle Sam.
The program made an excellent souvenir.

$100.000 FLORIDA INCORPORATION

John A. Futch Co., Pathé Distributor, Now
Building Up Large List of Dealers in the
South—Majority of Stock Paid in in Cash

JacksoxviLLe, Fra., September 3.—The John A.
Futch Co., Pathé distributor, of this city, re-
ceived its charter on July 1 and is now a full-
fledged corporation, capitalized at $100,000, the
greater part of its stock having been paid in
in cash. The officers are John A. Futch, presi-
dent; J. E. Futch, vice-president, and T. Tyrie
Williams, secretary, treasurer and general
manager. This concern has only been operat-
ing since January, serving the trade in Florida,
Georgia, South Carolina and Alabama, and up
to the present time has already established
nearly one hundred and fifty dealers, all of
whom are boosters for the Pathé line. The
Futch Co. reports the fall business outlook as
very bright and with Pathé factory’s greatly
increased facilities for supplying machines and
records hopes to be able to take excellent care
of the needs of all dealers.

FELIX HALF DIES SUDDENLY

Well-known Pittsburgh Talking Machine Man’s
Death Follows Return From East

PirtseurcH, Pa., August 30—Felix Half, a
member of the firm of Felix Half & Bros., died
very suddenly recently, after his return from
a vacation trip to the East. He was fifty-two
vears of age and was the senior member of the
firm, which operated a large furniture store at
Homestead and in which was a very extensive
talking machine department. The three sur-
viving brothers are Rudolph, Morris and Leo
Half. His widow and three daughters also sur-
vive, as well as his aged mother and one sister.
Mr. Half was well known to the talking machine
trade and his passing caused a general sadness.

SEND FGR ILLUSTRATED PRICE LIST
AND FREE SAMPLE

“GLOBE” TRANSFER NAME PLATES

DEALERS EVERYWHERE APPLY THEM
ON PHONOGRAPHS, PIANOS, ETC,

GLOBE DECALCOMANIE CO.
JERSEY CITY, N. J.
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Phonograph Drops From 500 Feet High

on Sensational Toronto--Hamilton Flight

And The

MOTOR

in this phonograph is a

MEISSELBACH

No. 12

Meisselbach No. 12 Motor

/ AN

Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK

FACTORIES: ELYRIA, OHIO; NEWARK, N. J.; PUTNAM, CONN,;
SPRINGFIELD, MASS.

BRANCHES: CHICAGO SAN FRANCISCO TORONTO, CAN.
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Phonograph Drops From 500 Feet High

ViolentlyJ olted by Fall from Aeroplane,
and the Case Bruised and Damaged,the
Phonograph,whenTested at theFactory,
Still Plays Any Make of Record Perfectly

ON Tuesday morning, at 9 o’clock, a fast aeroplane
owned by International Aerial Transport Limited,
left Toronto for Hamilton.

With it .went a unique ‘““cargo’--Gerhard Heintzman
Phonographs, new from the factory and destined for
the well-known Gerhard Heintzman store in Hamilton.

In charge of this ‘“shipment” was Mrs. Armand
Heintzman, wife of the vice-president and general
manager of Gerhard Heintzman Limited---the first
lady passenger in Canada to fly in an aeroplane
carrying freight.

Thus was inaugurated ‘a sensational epoch-making
event.

But a fewminuteés out from Toronto with the aero-

plane flying at.an altitude of 500 feet, one of the-

phonographs became detached.
----and fell overboard!

The trip was completed in 42 minutes. Immediately Mrs. Heintzman-"phoned Toronto
and informed the factory of the accident.

\When the phonograph was located. it was found that the packing case had been dam-
aged considerably, the cabinef cf the phonograph scratched and the lid loosened.
Brought back to the factory, the phonograph was placed in the testing room.

Clear as the song of thrush—mellow, sweet and resonant as when it left the inspection
room of the factory—the phonograph played without yielding trace of the terrific treat-
ment it had undergone.

Not with one record, or with one make of record—but many records of every make!

The Phonograph Can Now Be Seen
and Heard at Toronto Exhibition

Through an accident, the piano-craftsman-  The camera _has recorded pictures of the

ship that goes into the Gerhard Heintzman ~ remarkable event—of the start of the flight

phonograph was thus outstandingly de- and the arnval, of the ﬁnd_mg of the phono-

onetrated. graph, of the results of this astounding ac-
cident.

The singing throat of the instrument—fash- v, cap see these big, newsy pictures at the

ioned from genuine piano-sounding-board
spruce—vwithstood this violent test simply
because of the material used (of a grade

Gerhard Heintzman booth at the Toronto
Exhibition—in the Manufacturers’ Build-
ing (south side).

Gerhard Heintzman Limited

on Sensahonal Toronto- Hamllion Fllght

The Phonograph Produced
By Canada’s Greatest
Music House

It is over half a century ago since Gerhard
Heintzman produced in Toronto the first
piano bearing his name. To-day over 40,-
680 homes in Canada know the merit this
name means.

All the experience, all the ability, all the re-
sources, all the genius, that have gone into
the making of “Canada’s Greatest Piano,”
have been applied to produce this wonder-
ful phonograpb.

Piano-genius!—think what that means ap-
plied to a phonograph—in design and fin-
ish, in beauty and richness of toned

And in a phonograph that was EXPRESS-
LY DESIGNED to play all makes of re-
cords!

: e ol . Factories—Sherbourne St., Toronto
that goes into the making of fine violins), Yo can see and hear, too, the Gerhard

because of the painstaking care u.sed n  Heintzman phonograph—victim and con-
building it, and because of the scientific de-  queror of this sensational aeraplane flight,
sign on which it is built. exactly as it was picked up.

Relail Salesrooms
Opposite City Hall, Toronto
Next Postoflice, Hamilton
151 King St. W, Kitchener

0/e GERHARD HEINTZMAN

The Phonograph Built by Piano Craftsmen Expressly Designed to Play All Records

AND THE

~ MOTOR
MEISSELBACH
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TALKING MACHINE MEN, INC., MEET

Monthly Meeting Held at Hotel Pennsylvania—
E. L. Bill, of The World, Makes Address on
“Co-operation Within the Organization”

The monthly meeting of the Talking Ma-
chine Men, Inc, the organization composed of
talking machine dealers of New York, New Jer-
sey and Connecticut, was held on Wednesday
afternoon, August 20, in the Pennsylvania
Hotel, New York. The meeting proper was
preceded by a luncheon and over forty mem-
bers responded to the summons.

During the course of the luncheon the All-
Star Trio entertained with several jazz selec-
tions, including that especially jazzy number,
“T'll Say She Does.” These artists, who have
been added to the Victor recording staff, were
roundly applauded for their work and without
doubt the fact that the dealers have met them
personally will only add to the sale of the
records these boys produce.

John Steel, also one of the newer Victor ar-
tists, was a guest of the association and ren-
dered sevcral numbers in his full, rich voice

The All-Star Trio
Geo. Hamilton Green, F. Wheeler Wadsworth
and J. V. Arden
that brought a hearty response from everyone
present. His singing of “Dear Old Pal” won
him a place in the heart of every dealer pres-
ent. He was accompanied by Wm. Axt, a well-
known composer and musical director. As an
encore number he sang one of Mr. Axt’s re-

cent works, entitled “Erin.””

The meeting was opened by some laudatory
remarks by President J. T. Coughlin on the
life work of the late E. L. Bill, after which he
introduced the scheduled speaker of fhe after-
noon, Edward Lyman Bill, Jr., a member of The
Talking Machine World staff, who spoke on
“Co-operation Within the Organization.” Mr.
Bill, by a series of examples and illustrations,
showed how various organizations, including
the great Russian Army, had failed despite their
size through lack of co-operation, and, on the
other hand, the wonderful results the Allies
achieved by co-operation. His remarks were
followed by examples of civic and business or-
ganizations, which carried his points thoroughly
home. After his talk he was given a rising
vote of thanks.

A committee was appointed for the purpose
of changing the by-laws of the association to
cover several points in taking in new mem-
bers as well as the initiation fee under those
circumstances.

Over twenty-five new members were taken
into the association and several more applica-
tions were received. Other routine matters
were disposed of, after which the body ad-
journed until the next monthly gathering.

BIG THREE MFG. CO. INCORPORATED

The Big Three Mfg. Co., Inc., Manhattan,
is a new incorporation recently organized to
manufacture talking machines and phonographs.
The capital is $75,000 and the incorporators are
G. Janssen, 417 Third avenue, A. P. Marr, 21
Park Row, and H. Schlacht, Elmhurst, L. I.

A

' Buy DIRECT
FROM MANUFACTURER

THEBO/sTONBOSK O~
| 40‘.’46“ ‘20'.2‘1 NEWYeRK

STOCKINGS, SAWDUST AND RECORDS

Make Your Fortune at the Old Wood Pile
Turning Sawdust Into Money—Stockings for
a Half-dollar and Records for a Dime

Back to the wood pile! Get out the old buck
saw and sharpen it up! Get up early in the
morning and saw wood! Save the sawdust as
you would nuggets of gold and make your
fortune! Sounds fine, doesn’t it? And what is
more, if we are to believe everything we hear,
which we don’t, we can turn our golden piles
of sawdust into records of the world’s greatest
singers. If you have finished your day’s work
and have a few minutes to waste you can read
on and learn the cause of it all.

Somewhere in America, and more specifically,
somewhere in northern New York, in Syracuse,
to be exact, there are several scientists who are
pondering over the matter of making silk stock-
ings and records from sawdust. Just what con-
ncction these silk stockings have with the exper-

T

iment is not clear, but it adds a certain element
of interest without which any story can well
be dull. Suffice it to say that a rival of the
$5 silk stocking can be made from sawdust for
fifty cents.

Of course, by following the same analogy we
may expect a record for a dime, and a full sized
record at that. In the present case full and
complete details of the process are not within
reach, but this should be no hindrance to one’s
imagination. The old wood pile takes on an
enhanced glory tinged with the prospects of
stowing away a little golden egg from time to
time as we saw our daily wood. So if you
realize the possibilities of this new discovery,
get out the old saw and work!

NEW INCORPORATION

The Charming Phonograph Co., Inc.,' New
York, has been chartered with capital stock of_
$10,000 by W. S. Orton, E. C. and L. E. Mech-
ling.

selections.

selling point that is 100 per cent. strong.

they could not get another one like it.”
satisfied owners of the Veeco motor.

without board.

My. Phonograph Manufacturer and Dealer

VEECO

Electric phonograph motors are the up to the minute energy source for talking
machines. Just the same as the automobile has replaced the horse.

It is a- step ahead, it is perfection personified. Make your phonograph up to date, do
away with the cumbersome cranking, broken springs and running down in the middle of
You would not think of buying an automobile if it did not have a starter,
would you? Why? Because you want to eliminate the cranking, and this applies absolutely
to the phonograph, eliminates the cranking, makes it complete, ideal, and gives you a

An agent of ours in the Middle West writes us that a_party to whom he furnished a
Veeco motor recently advised him that they “would not take a thousand dollars for it if
We have similar letters on file at our office from

The motor runs on any 100-125 volt current.
Furnished mounted on 12 or 12%-inch mahogany board ready to ‘install. Or unmounted

THE VEECO COMPAN

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

Special motors for other voltages.

248 Boylston St.
BOSTON, MASS.
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J. G. WIDENER BUYS COLUMBIA RETAIL HEADQUARTER.S

New York Retail Establishment of Columbia Graphophone Co., at 409 Fifth avenue, Purchased by
Prominent Columbia Dealer—H. E. Speare to Continue as Manager, With Increased Staff

The retail establishment of the Columbia
Graphophone Co., at 409 Fifth avenue, New
York. which opened in August, 1917, and which
has been one of the most attractive and talked-
of establishments of its kind in the country,

Columbia Co.’s Fifth Avenue Warerooms
has recently been sold to J. G. Widener, of
Boston. Mr. Widener already operates eight
Columbia stores under the name of Grafonola
Shop, Inc., in Boston, Hartford, Philadelphia,
Cincinnati, Kansas City and St. Louis.

The New York retail establishment of the
Columbia Co., which is one of the most palatial
stores of its kind in this country, will probably
be operated under the name of Widener's Co-
lumbia Shop, when Mr. Widener takes posses-
sion of the establishment this month.

H. E. Speare, the present manager of the
shop, will retain his position with the change
of managership, but the sales force will be
greatly augmented by expert salesmen taken
from other of Mr. Widener's establishments.
The period models of the Columbia Co. will
continue to be the type of machine featured,
although other models produced by the Colum-
bia Co. will be on sale,

It is Mr. Widener’'s intention to do consider-
able retail advertising, as he believes that wide
publicity readily pays for itself.

The magnitude of the investment involved
may be judged from the fact that the estab-
lishment has considerable frontage on the busi-
est part of Fifth avenue. It has three floors,
including a main floor of old English design,
a mezzanine, where the clerical staff of the
office is located, and from where all those en-

tering the reception room can be seen and im-.

mediately taken care of, and a third floor, which
contains more than twenty demonstrating rooms,
each spacious and fitted up as a private show-
room.

There is also a fine concert hall on the sec-
ond floor which wili seat over 200 people. The
rental alone of the establishment amounts to
over $60,000, and the entire store represents as
fine a retail headquarters as can be found in
any other line of business in this country.

MAKE AEROPLANES SING SONGS

Someone Suggests Another Improvement to
Add to Comforts of Air Travel

We all know what the “‘music” of the aero-
plane is, and our ears have become so attuned
to it that the least mechanical of us can tell
instantly if anything is wrong with the engine.

But why not make the “music” of perfect
action real music? Is it past the skill of the
inventor to make the aeroplane, instead of hum-
ming like a bee, sing like the talking machine?

Why Break Records?
Just File Them!

That is if you have the wonderful Record filing sys
tem which is a feature of

The Marvelous MAGNOLA

& " Waiching the Music Come Out

This is only one feature of many that will command
your interest and attention. Lef us send you hand-
some gllustrated cotalog and information as to our
plans for helping you to make money with MAGNOLA.

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

Aerial voyages are uniquely solitary, and the
airman would experience a welcome mitigation
of boredom if he could at will call for a vocal
or an orchestral performance from his engines.

A NEW WAR REVENUE DECISION

Department Holds That Musical Instruments
Sold to Public Institutions Are Liable for
Usual War Excise Taxes—The Latest Ruling

In a new ruling handed down recently the
Internal Revenue Department has reversed a
decision made some time ago to the effect that
musical instruments subject to war revenue
tax were exempt when sold to the United States
or any State or municipal subdivision and paid
for out of the public funds. The ruling was
taken to indicate that talking machines and
pianos sold to Boards of Education for use in
public schools, or sold to public institutions
generally, would be free from the payment of a
war excise tax. In the new ruling made by the
Attorney General it is held that musical instru-
ments and other goods are subject to war
revenue taxes under all conditions of sale, with
no exemptions allowed. It is declared that the
revenue officials realize that the new ruling
is unfair, but that it carinot be helped.

Various trade interests have already filed pro-
tests with the authorities in \Washington, seek-
ing to have the original ruling sustained, as a
protection to education, but it is given as a
general opinion that the latest ruling will stand
until such time as there is a general over-
hauling of war revenue matters and their ap-
plication.

PREVATT ACTUELLE CO. OPENS

New Concern Organized in Charlotte, N. C.,

to Handle Pathé Phonograph

Announcement is just made of the organiza-
tion of the Prevatt Actuelle Co., of Charlotte,
N. C., exclusive Pathé dealers. The Prevatt
Co. will be located on South Tryon street and
expect to have their establishment ready for
business within a few weeks. They are leav-
ing nothing undone toward making their store
a model phonograph shop in every particular.

effect.

and style of tone arm.

ANY STANDARD PHONOGRAPH
THE BLISS R

“A Wonderful Musical Combination.”

A Reproducer with a super-sensitive silk
diaphragm that eliminates the thin, rau-
cous, ear-straining “Talking Machine”

The “BLISS” Reproducer plays all records
with greater volume, less scratch, better
tone balance, and a wonderfully human,
natural quality. THE MUSIC IS PRO-
JECTED INTO THE ROOML.

The “BLISS,” used on any standard Phonograph, will not only
help sales of instruments, but will increase your record trade
through its extraordinary tone quality.

Send sample order and make your own tests with
your favorite demonstration records. Give make

BLISS REPRODUCER, Inc.

80 FIFTH AVENUE
NEW YORK CITY

d
EPRODUCER

. o




SEPTEMBER 15, 1919

THE TALKING MACHINE WORLD

21

eeing 1s believing

The sensational testimony of the camera
proves Torrington claims

The picture to the right
shows how the Torrington

Uﬂ Z‘fOI'ﬂZ needle fits the

TRADE MARK REGISTERED

groove perfectly.

Uniform in point
—Ilength
—finish

—and quality of ste-1

Photographs cotirtesy of Harvard University Laboratory. %

Enlarged 50 diameters¥

Enlarged 100 diameters

The picture to the left shows
how the ordinary sharp point
steel needle does not fit in the
record groove.

An Ice Pick

is a very good implement. It is
sharp and has a long taper.
Some manufacturers make them
better than others, but they are
all made with a sharp point and
with a long taper. An ice pick
is an excellent thing to use on
ice. With a little pressure the
sharp point digs into the ice very
nicely. Always use a sharp point
to dig into anything. If you
want to dig deeper, widen the
taper—use a heavier pick—but
by all means keep it sharp!

Mr. J. P. Taylor, of the General
Electric Co., Schenectady, an au-
thority on the subject, says that
the ordinary sharp point steel
needle covers an area on the
record of one-thirty-six-thou-
sandth of a square inch. That’s
almost sharp enough!

Needles should not scratch.
Scratch is produced when the
needle does not fit the groove
perfectly; when it digs in the
record groove instead of repro-
ducing all of the engravings.

Torrington Uniforim Needles are
not finished with a sharp point.
They are made with a ball point
and fit the groove perfectly.
They do not dig into the record
groove—and do not scratch.

Will you let us prove to you that
Torringtons play records best?

There’s a big demand for Uni-
form Needles. And big produc
tion makes a long procession.

But don’t wait until the parade’s
gone by. \Vrite us to-day for
our special plan K.

President

CONDON & CO., INC., S0/€ /ﬁ/geﬂf.f, Fifth Ave. Bldg., New York City

Uniform Needles

-

-
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CARRIES COMPLETE HEINEMAN LINE

San Francisco Offices of Otto Heineman Phono-
graph Supply Co. in Good Shape to Supply
Repair Departments of Manufacturers

The San Francisco offices of the Otto Heine-
man Phonograph Supply Co. Inc., have become
the meeting place for out-of-town manufacturers
and jobbers, who have come to the conclusion
that if there is anything new in the phonograph
line L. Gruen, Pacific Coast manager of the
Heineman industries, will be sure to be the first
one to have it.

Aside from the fact that the Heineman offices
are kept very busy demonstrating OkeH records
to people who have become interested in the
excellent qualities of this record, the phono-
graph manufacturers along the Coast who are
interested in the latest tome arm combinations
in the Heineman and Meisselbach products are
co-operating with Mr. Gruen in securing the
tone arms and sound boxes best suited for their
machines.

The Heineman Pacific Coast division now
carries a stock of Heineman and Meisselbach
products, and this has enabled the manufac-
turers and jobbers along the Coast to place
their repair departments on a profitable basis.
In the past these departments frequently showed
a loss, due to the fact that certain repair work
could not be accepted because deliveries of
repair parts took from two to three months.

AGREE TO PARCEL POST WITH SPAIN

Exchanges Began on September 1
Treaty Ratification

Pending

WasHiNgTON, D. C., September 5-—~The new
parcel post convention with Spain, after long
years of exchange of correspondence, has been
agreed to. The exchange of parcels began on
September 1 pending final ratification. The
treaty includes service to the Balearic Islands,
Canary Islands and possessions in Northern
Africa. The weight limit is eleven pounds and
each parcel must be accompanied by three Cus-
toms declarations, when destined for Spain, and
two declarations when destined for the Balearic
Islands, Canary Islands or Northern Africa.

The rate is 12 cents a pounds or fraction, but
when the parcels are destined for the Balearic
Islands or the Northern African possessions
each parcel must carry in addition a 5-cent
stamp for transit charge, and when destined to
the Canary Islands, 10 cents.

TO DEAL IN TALKING MACHINES

. The Continental Producing Corp. has just
filed a certificate of incorporation with the au-
thorites of the State of Delaware, for the pur-
pose of dealing in moving picture and talking
machines, etc. Capital, $100,000. The incorpora-
tors are F. R. Hansell, E. M. -MacFarland and
], Vernon Pimm, of Philadelphia.

SALESMEN ARE CRANKS ON TONE

It plays 100 to 300 Records

They have tried every needle on the market—but
now they are perfectly happy with the perfect needle.

THE DE LUXE STYLUS

They are enthusiastic about it because it does
not scratch or hiss.
It brings out the perfect tone.

Used once always enjoyed.
You can’t afford to be without The DE LUXE

The Duo-Tone Co.

Manufacturers of Talking Machine Needles
ANSONIA, CONN.

Three for 30 Cents

SEPTEMBER ADRVERTISING MATERIAL

Latest Issue of Victor Co. Contains Many Use-
ful Helps and Suggestions to Dealers in
Preparing Their September Campaign

The dealer advertising matter for September
sent out to the trade by the Victor Co. con-
tains material for each dealer which will save
him much time and many hours’ work in pre-
paring his opening day advertising. This ship-
ment includes two September hangers announ-
cing the new September records, two window
streamers suitable for use at the top or across
the show window, one foreign hanger in colors
featuring the large list of foreign records, and
copies of national advertising carried in va-
rious publications. There is also a last oppor-
tunity list, giving those records which in the
future will be dropped from the catalog, which
ofiers a chance for anyone to secure a favorite
selection before it is too late. A sign circular
showing the different types of illuminated signs
is furnished and numerical pasters make it pos-
sible for the dealer to keep his files and his
order books up to the minute. It is, altogether, a
valuable budget of material.

The Iroquois Sales Corp. has been incorpo-
rated in Buffalo, N. Y., to deal in talking ma-
chines. The capital is $10,000 and the incorpora-
tors are Edward A. Eisele, R. E. Smith and
William E. Griffith, Buffalo.

TO SELL PATHE IN THE CAROLINAS

J. Bry Prevatt, a Live Wire Pathé Enthusiast
of Jacksonville, Moves to Charlotte, N. C.

J. Bry Prevatt, who represents the John A.
Futch Co., Pathé distributors of Jacksonville,
Fla, in North and South Carolina and north-
ern Georgia, has just moved his family from
Florida to Charlotte, N. C., where they expect
to make their future home.

Mr. Prevatt has established nearly seventy-
five enthusiastic Pathé dealers in his territory
during the past few months and is still sign-
ing 'em up at a happy rate. Mr. Prevatt is
well known among the trade in his section, as he
has covered this territory with other whole-
sale lines for the past ten to fifteen years. He
is a real live wire and one of the most popular
men in the territory.

ANNA CASE “IN THE AIR”

Anna Case, the popular Edison artist and
Metropolitan Opera star, was the guest of Major
Sydney E. Parker, of the Royal Flying Corps,
on a flight recently to Saratoga in his Curtiss
flying boat, the “Sea Gull.” Major Parker flew
from Port Washington, and took Miss Case
aboard at Shore Acres, near her summer home,
“The Case Bungalow,” Mamaroneck, N. Y.
Major Parker will make a flight to New Orleans
by way of the Great Lakes and the Mississippi.

L. W. Hough, Boston

Give Johnny a Jack Knife and He’ll Whittle
Give an Owner an Empty Album and He’ll Fill it with Records

VERY dealer must realize the wide channel for fu-
ture record business opened by the sale of a record
album of quality, such as the Peerless Album.

An empty album is a constant and urgent invitation to
buy more records.

That is why dealers prefer to sell cabinet type machines
equipped with Peerless Albums.

PEERLESS ALBUMS ACCELERATE SALES

PEERLESS ALBUM COMPANY 4

PHIL RAVIS, President

Representatives :

W. H. Carter, Chicago

Taylor C. White, Portland, Ore.

Patented March 3. 1914

Bleecker Street
NEW YORK

C. W. Kalder, Grand Rapids
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A View of the Running Test Dept.
of the Krasberg Plant

New Standard Krasberg Motor No. 2 A

.......

The Krasberg Motor

The Triumph of Twenty-five Years of Spe-
cializing in High-Grade Machinery

IN workmanship Krasberg motors are neces-

sarily of the very best that precision ma-
chinery and rigid inspection can produce.
In the final test, the motor is placed upon a
sounding board reproducing actual working
conditions, and should the slightest sound be
heard that would mar the effect of the pho-
nographic record, the motor is rejected and
returned for further test and adjustment.

The reputation of Krasberg depends upon the silence as
well as the even flow of absolutely dependable power of
these motors, and the trademark KRASCO is the symbol
for excellence in phonograph engineering. See that your

machines are KRASCO equipped.

Krasbery Engineering &
Manufacturing Corporation
536 Lake ShoreDrive e}dmsolllimis US.A.
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Help Your Salesmen

Increase Your Business

A TYPICAL INSTALLATION OF UNICO EQUIPMENT

With your stock kept in Unico Store Equipment, your clerks
can handle the “Rush hour” with ease.

Unico Counters and Record Racks enable the customer’s wants
to be produced immediately. Such service 1s bound to be ap-
preciated and result 1n increased trade.

The art expressed in the design and finish of Unico Equipment
makes,your store attractive and adds the suggestion of elegance
and refinement to your merchandise.

The leading music houses throughout the country have found
Unico Equipment valuable as an aid to their sales force and as
an 1mpetus to business expansion.

= These and many other valuable Unico features are fully covered
i our latest booklet, MUSICAL MERCHANDISIN G—mailed
on request.

Send to-day the dimensions of your available space. Plans and
estimates for a complete department will reach you promptly.

Address our nearest office

UNIT CONSTRUCTION COMPANY
. Raqburn Clark Smith President

N ) gxamaécs‘)&}gve 58thStreet & Giays Avenue LSHicAGo p = \
@}\; CPner ity PHILADELPHIA enddidn 2 G
= -
BOSTON SAN FRANCISCO S ’{G'

85 Essex Street Holbruok Building
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THE TALKING MACHINE USED IN A DAVENPORT DESIGN

Los Angeles Concern Responsible for a Most Interesting New Combination That Will Certainly
Arrest the Consideration of Those Seeking a Novelty in the Talking Machine Domain

Los Axcrres, CAL., August 31.—Shown in the
accompanying illustration is a new and novel
idea in home talking machines. Built into the
arms of a large davcnport, both the completc
machine and a cabinet for rccords are conve-

customary style, constitute hinged lids, which,
when lowered, fit ncatly over the mechanism
and rccord box, respectively, and at the same
time a cloth or tapcstry-covered slide is pro-
vided for slipping back over the tone cham-

*Novel Application of the Talking Machine to a Davenport

niently accessible when wanted and at othcr
times may be entirely hidden from view. The
talking machine itself is complete in one end of
the seat, the usual tone chamber being placed
beneath the disc turntable and in the other
aim is located a cabinet for the records. The
tops of the arms, which are upholstered in the

ber. The davenport inay, of course, be had
in a variety of styles.

This davenport-talking machine is a product
of the Davis Upholstering & Furniture Co., of
this city, one of which has been placed on ex-
hibition at the music store of Richardsou’s, Inc.,
on West Seventh street.

VICTOR FOREIGN SUPPLEMENTS

Attractive September List Prepared in Many
Languages and Showing National Flags

A splendid foreign record supplement for
September has been put out by the Victor Co,,
which is a supplement which should be of in-
terest to every dealer. These are printed in
various foreign languages, such as Arabian, Bo-

hemian, Dutch, Finnish, Greek, Hebrew and
Yiddish, Hungarian, Italian, Lithuan'an, Mexi-
can, Norwegian, Polish, Portuguese, Serbian,

Slovak, Slovene and Swedish. The cover of
each supplement is printed in colors displaying
the flags of each country. An Engl'sh transla-
tion is printed beside each foreign language
description so that no dealer can find any diffi-
culty whatever in text matter and can judge how
best to present each supplement to his trade.

HIMMER DEMONSTRATES RECORDION

Vitalis Himmer, Jr., president of the Audion
Phonograph Co., Inc, manufacturers of repro-
ducers, tone arms, etc., Boonton, N. J., was a
reccnt caller at the Reed Co., Inc., 237 Fifth
avenue, Pittsburgh, Pa., where he explained the
operation of the Recordion and also made sev-
eral sample records.

The Rex Talking Machine Co., Rochester, N.
Y. has changed its name to the Rochester
Phonograph Co., Inc.

CASTINGS -

ALUMINUM-ZINC-TIN &LEAD ALL°YS

AcmeDie-Castin

§mC or
Boston Rochester BrooklynN.Y. D it Chicago

INCORPORATED

The M. M. Rocmer Sales Corp., New York,
has been chartered with capital stock of $25,000
to engage in the manufacture of talking ma-
chines. The incorporators are A. Singer, B. F.
Endel and M. M. Roemer, all of them of New
York City.

LENMAR MFG. CO. EXPANDS

Saginaw, Mich,, Concern Increases Capital
Stock and Arranges for New Plant—M. A.
Carpell the Principal Stockholder

The Lenmar Mig. Co, Saginaw, Mich., has
incrcased its capitalization from $25000 to
$250,000, for thc purpose of manufacturing talk-
ing machine booths, talking machine cabinets
and music room furniture. The company,
which is opcrating a sizable plant at present
is having built a new factory building of greatly
increascd capacity, which is expected to be
rcady for occupancy on or about January 1, 1920
M. A. Carpell, formcrly with the Herzog Art
Furniture Co., and well-known in the trade, is
the principal stockholder and sales manager of
the company, with officés at 47 West Thirty-
fourth street, New York.

NEW COLUMBIA MANAGER

A. B. Creal, formerly of the sales depart-
ment of the Baltimorc branch of the Columbia
Graphophone Co., has been promoted to man-
ager of the Columbia New Orleans branch. Mr.
Creal, who has had considerable experience in
the wholesaling of Grafonolas and Columbia
records, expects to increase the sales of Colum-
bia merchandise in the New Orleans district
greatly. W. F. Standke, formerly manager of
the New Orleans branch, will enter the retail
Columbia store conducted by his brother at
St. Louis, Mo.

INCREASE LABORATORY EQUIPMENT

The extraordinary demand for Fdison Re-
Creations has caused a necessary increase of
50 per cent. in the mold-making equipment of
the Edison Re-Creation Manufacturing Labora-
torics. Half of the required apparatus has al-
réady been installed and will be in operation
within the next ten days. The installation will
be completed by September 15,

The Disk-Phone Piano Method Co.,, Ing,
Manhattan, has changed its name to Renaud-
Piano Makers, Inc.
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winder,

overwinding.
pensive machine,

29 W. 35th St. 57 E. Jackson Blvd.
NEW YORK CHICAGO

you— write us.

Qt'@ (J(ZS no

In other words, the Phono-
“run down”

and the music ceases with a dying drawl, exposing
one of the greatest mechanical ob;ecnons to the

Remove the possibility of this annoyance by
the MOTROLA—electrical
Throw away your unsightly handle
and attach this simple, reliable device! A |
child can operate it and there is no fear of
Will not mar the most ex-

Any phonograph dealer will demon-
strate the MOTROLA, or write us for
the name of onr dealer in your city.

JONES-MOTROLA,

315 So. Broadway:
DEALIRS— We have a wonderful proposition to offer

‘L"?

NOTICE

This advertise-
ment will be read
by over 500,000
1 peoplein Septem-

ber.

The
MOTROLA

offers you
Mr. Dealer

az’t‘ached

. Big Profit

self- |

ORDER
TODAY

e from~your jobber
vius or) write us for
&

particulars,

INC.

LOS ANGELES

| JONES-MOTROLA, Inc.

NEW YORK, 29 West 35th Street
CHICAGO. 57 E. Jackson Blvd.

LOS ANGELES, 315 So. Broadway

~ —
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Actual experiences in the selling game usually
have more weight in bringing home their point
than the theoretical side of the psychology of
salesmanship, for they are the actual applica-
tions of these theories and from them can be
drawn conclusions which may offer material for
thought to the average dealer. Just as every
customer presents a different angle or sidelight
on the complexity of human nature and each
victory or defeat—the making of a sale or the
losing of it—presents another problem, so the
stories of experiences of dealers should be of
interest to all, for they show varied methods and
ways all directed toward the accomplishment of
the same thing, which, in the talking machine
trade, as in any other, is making a sale.

A Mistake in First Judgment

The experience of an uptown dealer in New
York City offers a good illustration of a mistake
in first judgment of a customer, a mistake which
was very natural and caused by the customer
herself. A handsome limousine stopped before
the store late one afternoon and an expensively
dressed woman descended and entered the store.
At first glance she was one of those wives of the
leisure class to whom money is no object when
something is desired. She at once asked to see
the most expensive machine in the store and
without more than a passing glance at the
beautiful instrument said she would take it and
gave her address. Then she stated that she
wanted a large number of the best operatic
records. The salesman, seeing the prospect of
a large sale, hastened to play the recognized
standard pieces. As one record after another
was put on the demonstration machine the
woman listened to only a few notes and ac-
cepted the record. She evidenced complete in-
difference to the musical qualities of the songs,
much to the mystification of the salesman. To
all appearances the woman cared nothing for
music for its own sake. In his efforts to un-
derstand this peculiar attitude the salesman by
his conversation tried to find out something
about the life and home surroundings of his
customer. It developed that the woman was
of the type unfortunately isolated in the midst
of wealth and society, by force of circumstances
compelled to stifle the instincts most natural to
her heart and to do the usual and conventional
thing for the sake of appearances. She wanted

the talking machine and the splendid collection
ﬁ

SAMPLES $8.00

I e 00 e Illllll_g_

‘That Pays Good Dividends

Specify 814" or 914" arm

FLETCHER-WICKES CO., 6 East Lake Street, Chicago, Illinois

THE GEORGE McLAGAN FURNITURE CO., STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS

Salesmanship

of records merely to exhibit to her friends, by
whom a thing was judged from the standpoint
of cost only. She was a native of the South
and cared little for her present life.
The Salesman Shows His Ability

At this point the salesman proved himself
an artist in his trade as well as a thorough stu-
dent of human nature. Without calling atten-
tion to the fact, he selected some haunting
Southern melodies and the response of the
woman was immediate and contained a touch of
pathos. She asked for more of the same records
and for an hour the salesman played for her
approval. In the end she bought the machine
and the records she had at first selected, but
in addition carried home many of the songs she
loved in her childhood. These she would play
for her own enjoyment and would keep the
cthers for her friends. She returned often to
the store to buy records and became a steady
customer. Had the salesman not taken a per-
sonal interest in his customer he would never
have made a resale. He would have sold the
original machine and the operatic selections,
but that is all. And what is more, he did a great
deal in that last hour for the advancement of
the cause of music and in so doing proved him-
self a salesman of the new school.

ORDERS 100,000 HEINEMAN MOTORS

Prominent Phonograph Manufacturer Thus
Acknowledges Standing of That Product

Otto Heineman, president of the Otto Heine-
man Phonograph Supply Co., Inc., stated this
week that his company had just received an or-
der from one of the best-known phonograph
nianufacturers in the country for 100,000 Heine-
man motors, a condition of the order being that
all of these motors must be delivered within a
period of two months.

This very large order indicates the phenome-
nal activity of the phonograph industry at the
present time and constitutes a significant tribute
to the prestige of the Heineman motor. Mr.
Heineman, in addition to expressing his appre-
ciation of this tremendous order, advised the
phonograph manufacturer that deliveries would
positively be made within the time specified,
as the immense Heineman plant at Elyria, O.,
was ready for just such an emergency.

TONE ARM and REPRODUCER

Gives Proper Playing Weights for all Records.

No Adjustment Screws or Springs.

Specialized Manufacturing Production for
the Phonograph Trade

! I orentze

"They buy at a place where prices competc where Quality must always
excel.”

Only one of the reasons our business is growmg “"We serve ail our
customers well"’

NEEDLE CUPS, BRAKES, COVER
SUPPORTS, REGULATOR DIALS, etc.

What Is Your Need ?

Correspondence invited—
Orders promptly attended to

60 Grand Street New York City

THOUSANDS APPLAUD EDISON STARS

Marie Rappold and Marie Tiffany Sing Lead-
ing Roles at Monster Sheepshead Bay Benefit

“Aida,” one of the most famous of operatic
spectacles, was presented on August 16 to
more than 45000 persons at the Sheepshead
Bay Speedway, N. Y., for the benefit of the vic-
tims of the recent earthquake disasters in Italy.

The noted Edison artists, Marie Rappold and
Marie Tiffany, of the Metropolitan Opera Co.,
sang leading roles in this stupendous produc-
tion, staged on a scale of magnitude heretofore
unequaled in this country. Mme. Rappold’s
singing of the title role, in which she has
achieved great success with the Metropolitan
Opera Co., brought added fame to that great
American sopranoc. Miss Tiffany, in wonderful
voice, splendidly interpreted the part of the
Priestess.

The staging of the scene showing the return
of Rhadames from the wars was the most mag-
nificent and impressive ever witnessed by an
American audience. The presentation is said
to have closely approached in magnificence the
world-known production of the same opera
given a few years ago at the foot of the Pyra-
mids in Egypt. The benefit was arranged by
Fortune Gallo, managing director of the San
Carlos Grand Opera Co., and Andreas de Se-
gurola, of the Metropolitan Opera, under the
supervision of Romolo Tritnj, the Italian Con-
sul.

The Pierson Co. of Rockford, Ill, manufac-
turers of talking machine accessories, have in-
creased their capital stock from $25000 to
$100,000.
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Describing the, Vallorbes
Needle as shown in

corner circles
OCA"
Correctly rounded or chamfered Point
corners. most others are sheared off
square, with resultant sharp and burred
corners that damage Record Grooves.
..B"
Point Length increased nearly double,
insuring longer playing life, elimmating
buzzy vibrations,
F. se C
Vallorbes Semi-Perinanent Needles are
made of alloy Metals that are so tough
as to render all attempts to turn the
Metal on Lathes quite futile, the delicate
Points must therefore be ground. This
one-piece type of construction through-
out, from Point extending to fllet and
thence into the shank of Needle, pro-
vides the required strength and miui
mizes breakage and bending of Points,
so common to other tvpes.

HE Vallorbes Semi-Permanent needle is one of the modern
refinements in the talking machine industry.

Five years ago a needle that would play more than one record
was unheard of. Then came the advent of the first semi-perma-
nent needle. The Vallorbes ONE PIECE TYPE Semi-Permanent
needle, in its present high state of perfection, shows as marked
an advance in its evolution over the first semi-permanent needle
as the automobile, acropiane, or phonograph of the present day
compares with the first models of these inventions.

Through this one piece construction instead of the faulty two
piece insert point type, the Vallorbes needle cannot lose vibra-
tton through “‘leaky’’ points.

Dealers—

These superior quality needles retail at 25c for cards of five and are supplied in
three tone grades, Soft, Medium and Loud. Dealers would do well to place
orders now, Samples will be sent to responsible Dealers.

JObberS—Should not miss the opportunity of association with a high-class
popular and growing line such as the Vallorbes Semi-

Permanent needle affords.

J@mwl[
Jiygzgg;m

LANCASTER, PA.

PACIFIC COAST
Walter S. Gray, 942 Market Street
San Francisco, Cal.
ENGLAND—SCOTLAND—WALES
59 Clerkenwell Road, London, E.C. 1.
The Murdoch Trading Co.
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Orchestra.

Two novelties this month!—-the “Kossovo Waltz”
by the Royal Serbian Tambouritza Orchesira, and
“Waves of the Marne,” by Olga Bibor’s Gypsy
E-4294.,

Columbia Graphophone Co.
NEW YORK

WORKING ON THE “SOMETHING FOR NOTHING™” PLAN

The Fact That the Majority of People Will Spend a Dollar to Get a Nickel Souvenir Free
Turned to Advantage On His Collections by a Snappy Dealer

Bill Hanley, the talking machine man, had
once heard somewhere that the average man will
do more for a cigar than he will for a dollar,
but found that in the matter of payment for
labor the truckman and the porter demanded
the old piece of paper with Uncle Sam’s prom-
ise on it and wouldn’t consider a cigar. Bill
couldn’t figure out whether it was because they
preferred Honest Long Cut or had their own
special brands of smokes which they desired
to purchase themselves. The fact remained
that he had to shell out good berries for service.

Bill had a collector who managed to do fairly
well by keeping his salary and expenses down
to an average of twelve per cent. of gross
collections. His carfare bill wasn’t long, and
Bill was puzzled thereat, because said collec-
tor’s shoes were not worn. Bill naturally fig-
ured that if he didn’t ride he walked, and if he
didn’t walk he spent his time sitting some place.
The key was found in the shiny seat of his
trousers. After the collector had mixed base-
ball score cards, past performance charts, and
race track badges with his collection cards
several times, Bill began to figure that the
collection business was so easy it was a shame
to make a live young fellow spend a day or
two a week working at it, so he turned him

loose to exercise his ambition in other direc-

tions.
When Bill started to do his own collecting,
he was up against it until he looked over his

files of the Talking Machine World and read
how a score or more of other retailers did
their collecting without trouble or friction. He
got his form cards in order, sent out his notices
at regular intervals and follow-up notices. In
due course, and by sticking to the job, he got
results. What he wanted to do, however, was
to get his customers to come into the store
and pay up, and then he thought, if some men
will do more for a cigar than they will for
a dollar, why won’t a kid do something for a
lollypop. Then the idea was hatched.

Bill's next collection notice carried the line
“Everyone paying instalments to the cashier in
the store in person, whether man, woman or
clild, would receive a suitable souvenir.” The
result was that when an old man came in he
got a corncob pipe. Little Willie and his sis-
ter Maggie got lollypops, and Ma got an oiled
cloth for polishing off the talking machine cab-
inet. The next month’s notice carried the same
offer, and brought out ninety-five per cent. of
the backward ones in the role of souvenir
hunters. This time it was a match case for
papa, a toy for Willie and his sister, and a
fan for mamma, all the articles bearing Bill’s
ad.

The next month the souvenir notice was
omitted, but the gang showed up just the same.
Next month there were more souvenirs, and
thereafter on again and off again, without the
fact being announced. The joke was that those

who came once without getting a souvenir
couldn’t be held away the next month for fear
of missing something because Bill had ‘em
guessing.

The big idea back of it all was, of course,
record sales. On collection night the old ma-
chines ran overtime with the new records, and
while not everyone bought new music the per-
centage that did paid for all Bill’s trouble for
souvenirs, his light and his help, and left a
little margin besides. Of course, Bill’'s store
was in the neighborhood where little gifts
looked big, but millionaires have been known
to scramble for something that could be had
for nothing.

If there is any moral it is that there is no
use forcing a poor collector to suffer from
lassitude when the customers are perfectly will-
ing to bring the money to the store them-
selves and save him trouble,

BUSINESS ACTIVE IN RICHMOND

“The remarkable business activity in our job-
bing district has made 1919 our biggest and
most prosperous year,” says C. B. Haynes, of
the C. B. Haynes Co. Inc., Edison jobbers at
Richmond; Va. Mr. Haynes was recently at the
Edison laboratories to learn what shipments
of Edison phonographs might be expected dur-
ing the next thirty days.

The Non-Leakable Pen & Novelty Co.,
Philadelphia, Pa., has been appointed sole rep-
resentative for Pennsylvania for the Bell Hood
semi-permanent point needles, put out by the
New England Musical Instrument Trading Co.

— Size 42 "x 19Y% x 21Y% 3

-

TONE-TELLS

Qi)

THE PEREECT

PATENTS-PEN DINGg

TALKING MACHINE

Plays All Records—Perfectly

The phonograph that really reproduces.
Highest grade cabinet construction and finish. Silent motor—runs like a watch.
Quality guaranteed. We invite comparison.

Jobbers and Dealers Solicited

PERFECTION TALKING MACHINE CO., Inc.

OFFICE:

200 Fifth Ave., N. Y. City

Superiority in tone can not be denied.

FACTORY:
Brooklyn, N. Y.
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: Unequaled Plays ALL %
| Reproducer Disc Records £
% :
: 5

% Makes Its Appeal to |

' Real Music L
B 5G
: €a usic Lovers .
) ‘ @
E ) HE Artist” is the phonograph that will be 'g:
E T sought by people whose greatest life pleas- E.
4 . ure is music. It reproduces music exactly =

4 as recorded. The listener to records played on =

3 L’'Artiste hears only the singer, the virtuoso, the &
band—makes him visualize the performers—for- &

5 getting, for the moment, that it is a phonograph. :E
B L’ Artiste construction practically eliminates all sur- =
£ face noises. The volume of tone delivered is glori- E“E
5 ously satisfying to musical enthusiasts. [t has %
i) taken fundamental mechanical improvements to %
K produce these results. %
£ i
. e

o Cabinet Beauty Has Not s
A

: Been Neglected E
B i
= While developing L' Artiste as a musical instrument, ;'g

its appeal as a piece of furniture has not been over-
looked. There are many refinements. Each style
is a superb copy of famous period designs, wonder-

e

TaXit)

5 fully wrought and finished in the Grand Rapids way. '»g'
ot g
£ !§
2 ®og ® : '@
: Good Proposition for Dealers
Bl A phonograph that appeals on its merits to critical lovers of music and, at the same time, stands the closest inspection of %
:%1 judges of mechanical construction and of superfine cabinet work, is one that dealers can sell. £
B We wish to entrust our selling franchise to only such dealers as can perceive the selling advantages of offering a supe- ::.
R rior product to their musical customers. Those to whom we give our agency are assured of added prestige as phono- 3
l; 4 graph dealers. The margin of profit is sufficient to warrant live dealers in pushing L'Artiste and building up a good i
l business with satisfied customers. i3

e
Nine Period Models s

s &
: ; Listed As Follows: %
A =

5 G i
.%} ; Upright Styles: $110 to $290. - %:
5 2| Console Styles: $175 to $340. [ﬁ
el These phonographs cannot be duplicated ks
= at our prices. Eg‘
' S

Deliveries Guaranteed |

" =
:% Production is progressing with top speed. * ;%
5 We guarantee to deliver all orders we :E;

accept. Shipments now being made. @

Send for beautiful illustrated g
catalogue and discounts to dealers. &

GRAND RAPIDS PHONOGRAPH CO.

GRAND RAPIDS, MICHIGAN 3
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Although figures are not available it is safe to
assume that not one per cent. of talking machine
owners have any proper conception of the host
of musical treasures hidden away in the record
catalogs of the larger companies, due to the fact
that the opportunity has not presented itself
of hearing all the records demonstrated and the
salesmen have not had the time or the inclina-
tion to try out records the salability of which
was in doubt when there were other records
which might naturally be expected to appeal
more strongly to the customer.

Dealers Should Study Their Stock

Officers of the various talk'ng machine com-
panies have for years pleaded with dealers and
their salesmen to make an intensive study of the
music offered in record form, dig.out the gems
hidden away because of their unfamiliar char-
acter, and thereby keep their record business
well-balanced and moving smoothly. The rec-
ord shortage has done much to make some deal-
ers familiar with their stocks, because it was
necessary to sell records that had been neg-
lected and allowed to remain hidden or not sell
any records at all.” Having once become ac-
quainted with such records the dealer should
not let the friendship lag but, rather. should
cultivate it still further.

* Personal Touch Brings Results

The association of the names of great artists
with the recording of certain selections, the
recent reduction in retail list prices of certain
high-class records, and the advertsing of the
manufacturers all tend to put music of the bet-
ter type into homes where formerly it was not
known or appreciated. The live dealer and his
salesmen, however, can, through personal ef-
forts, add materially to the volume of business
that is brought into the store through the me-
dium of the agencies named. The secret lies in
presenting the high-class records to the prospect
not alone as bearing the name of a great artist,
or lending, through possession, an air of cul-
ture, but purely and simply as offering good
music of intrinsic interest and value.

Do Not Discourage Buyers

There is no question but that a goodly num-
ber of talking machine owners, without musical
education, have been discouraged from buying
better records because upon attempting to step
into the field of good mus’c they have been

e e e

Sell High Class Talking Machine Records
On a Distinctly Popular Basis

S e 00500 A

moved to buy selections of great heaviness, not
because the records had a musical appeal but
simply because it was the thing to do—stylish,
as it were. In presenting the record the sales-
man has referred to it as an aria or an overture
from this or that opera, or a symphony by so-
and-so, with the air of conveying to the custom-
er that he must profess linowledge of the
selection and an appreciation of it, or lose caste
in the eyes of the salesman. When it came to
selling popular music the salesman could talk
to the customer on his own level, like a human
being. But when it came to sellng operatic
and concert selections of the higher type the
salesman, unless a musician or well-balanced,
felt out of his element and talked big to hide
his lack of accurate knowledge. Nine times
out of ten he talked artist and opera instead
of mus'c. He sought to impress rather than to
please the customer.
Talk Music and Not Names

The best music that was ever written can be
sold to the musically uneducated on its in-
trinsic merits if the matter is handled properly.
The writer knows of at least one salesman who
did business on that bas’s and talked plain.
He sold music and not titles and his system was
something like this: In offering the waltz
theme from “L.a Boheme"” he didn't talk of the
attractiveness of the opera or the fame of the
recording artist to the average customer, but
simply stated that he had a mighty fine waltz
selection the customer would probably be in-
terested in. To those who favored waltzes the
appeal was immediate and the sale frequently
followed. People listened to and bought the
record who would have walked out had the
salesman suggested playing an operatic selec-
tion. “Anitra’s Dance” he did not offer as a
selection from Grieg, but handed it out as a
clever oriental number comparable in attractive-
ness with the popular oriental pieces of the day.
Dozens of folk and concert songs were offered
and disposed of on the same human basis—as
music of actual charm and pleasing to the ear.
There will be some wise salesmnen who will de-
clare that to offer records on a popular basis
will tend to hurt the vanity of those who are
in a position to judge for themselves the musi-
cal qualities of the operatic and concert num-
bers listed. As a matter of fact, however, those

:: By Chas. B. Shepherd
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whose musical knowledge is so broad know
themselves about what they want and rarely
rely upon the salesman to guide them. Tle
chance for the salesman to make a mistake,
therefore, is remote.
Public Knows More About Music

That the record advertising of the manufac-
turers has served to inculcate in the minds of
thousands of talking machine owners a new
conception of the treasures that are really to
be found in the realm of better music there is
no doubt, for the proof lies in the results that
have been attained. Many of those whose musi-
cal knowledge has been deficient have been
moved to explore the paths of harmony for
self-improvement. They have had placed at
their command, at comparatively small expense,
music which they had not the means or the
facilities for hearing in any other manner. In
taking care of people of this type the sales-
man's task is in one sense simplified, and in
another sense complicated. The selling process
is easier, but the guiding is harder. The sales-
man is called upon for authoritative informa-
tion and cannot always depend upon the record
to talk for him.

Do Not Scorn Popular Music Lovers

The popular appeal of good music, the direct
appeal to the ear regardless of what the music
is supposed to represent or who wrote it, can
be made most successfully to those who, it
might be said, are simply in search of enter-
tainment and who, so long as the music pleases
them, care nothing about its history. This class
may be debased and grate on the nerves of the
musical enthusiast, but their money is just as
good as anybody else’s and goes a long way
toward filling up the open spaces in the cash
register drawers. They want popular music—
the kind that we hear in the streets—and high-
class music, as such, does not appeal to them
regardless of how it is pictured in the adver-
tising. To offer them high-grade music on a
popular basis, pleasing the ear without burden-
ing the mind, means that their record pur-
chases will be diversified and many records
whose titles mean nothing to the musically un-
educated will cease to be shelf-warmers.

Now let us make ready for the greatest fall
trade in history.
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Can a business be dissociated from the social
instincts by which it comes into being and by
the continuance of which it is alone sustained?
The question would seem almost to answer it-
self. Yet is it not perfectly true that in one
business, at least, of which this newspaper
is an organ, the rank and file of the merchan-
disers engaged in it have from the first been
proceeding on the opposite principle?

In a word, is it possible for anybody to con-
duct a business in musical instruments without
taking a definite interest in the musical life of
the community? It is perhaps possible, in a
restricted sense of the term, to do this, but it
certainly is not possible in any broad sense at
all. That is to say, the merchant who is mak-
ing any real and lasting impression upon the
community in which he lives is the merchant
who is thinking in terms broader and more in-
clusive than any which may be expressed in
mere figures. The statement savors, no doubt,
of the copybook maxim, but copybook maxims
are none the less true for being trite. The great
trouble with them all is that they are not put
into practice. One fails to find any other fault
with these excellent but neglected aphorisms.

The One Foundation

We repeat that the life of a music busi-
ness, and especially of a talking machine busi-
ness, if it is to strike deep into the life of its
community, must be founded upon the musical
needs of that community. The merchant in
things musical who is not putting in a good
part of his time working for the general musi-
cal good of the city, town or district in which
h# lives is neglecting one of the most potent
weapons he can find to his hand for the up-
building of his own business career, and at
the same time is failing in an obvious duty to the
community whose support alone makes that
career possible.

Responsibility

Trite and even canting as some folk may
deem them, the old truths about one’s responsi-
bility to one’s brother are not obsolete. They
have not been at all superseded, nor is there
any reason to suppose that they ever will be,
despite all the fashionable theories of the day.
Business men who have sneered at them have
been suffering from ignorance and no more
than this. It is not bad-heartedness, but igno-
rance and lack of vision, which bids men seek
only their own good and forbids them to believe
that it is more blessed to give than to receive.
The Master who said this last was a man who
knew very thoroughly the meaning of every
statement he ever made and who never made a
statement not completely and absolutely true.

When he said “It is more blessed to give than
to receive,” he certainly did not mean that one
should give away to an unappreciative world on
the theory that somehow good would flow from
the act. He did not ask us to cast pearls be-
fore swine. But he did mean quite scientifically
that if a man will enter upon his work with
the thought always first in mind to see how
much good he can do to his community, how
much he can put into it, as it were, the result
will be that his reward will surely come and
he will find himself repaid in full measure,
pressed down and running over.

The Two Roads

The careers of the most completely success-
ful merchants show how entirely true this is.
For a man to heap up a [ot of money without
heaping up a lot of good-will is simply for that
man to take the best and quickest road to a
life of mental and physical misery. The man
who works for his community through his busi-
ness and who is every day asking himself how
best he may serve that community in the line
of his business is the man who 1s becoming
wholly indispensable and who is heaping up for
himself a treasure of good-will which no mis-
fortune can overcome. That man’s business
career is founded on a rock and the winds and
storms shall not prevail against it.

It may sound strange to say it, but ask your-
self if the business man who is always “break-
ing down” and always having “family troubles”
is not often also the business man who is most
selfish, narrow and grasping in his business
methods?

Application

Very good, if all this be true, how may it be
applied to the player-piano business? Simple
enough. We have spoken of one’s duty to one’s
commuuity, and what greater duty can any
American citizen have than to do his share in
improving and refining the musical taste of the
people? One of the saddest things about
American social life is its narrowness of out-
look. \What is duller than a life which has been
filled with cheap amusement outside the home
and which when these begin to pall has abso-
lutely no other resource upon which to fall back?
How often this describes the life of the moder-
ately prosperous and moderately rich of Amer-
ican society! 1t does not give the idea of
anything very nice, does it?

Now every effort is being made by the Music
Industries Chamber of Commerce to bring its
many members to a realization of the place
which community service in the cause of music
ought to occupy in their business lives. It is
not alone that tie encouragement of home and

e s R

Why Dealers Should Take a Personal Inter-
est in the Musical Life of the Community

AT

community music will lead to the sale of more
pianos, and players and talking machines,
though that is evident enough. It is even more
that the merchant who honestly tries to help his
¢ mmunity does at the same time honestly help
himself. He helps himself to become, and does,
in fact, become, a better citizen, a better busi-
ness man and a better man in his own family re-
lations besides.
Community Music

At the present time the whole subject of com-
munity music is being carefully worked out.
\Women’s clubs, commercial associations, schools
and societies of all sorts are interestéd. The
Chamber of Commerce has its own bureau for
this propaganda, with offices both in New York
and Chicago. The public schools are becoming
niore and more interested. All sorts of agen-
cies are trying to make the most of the growing
interest throughout America in community life
and the common activity, rightly directed, of
neighborhoods and groups. The talking machine
retailer who does not see big opportunities
here, whether for himself as an individual or
for himself as a citizen, is very narrow-minded
indeed.

“Selling” the Community

Very much can be done, if only in the way of
expert advice. Take, for instance, the talking
machine. The position of this instrument in the
minds of many members of the community is
not high. There is a tendency to class it down
pretty low.

But this is absolutely wrong. The merchant
who knows what is good for his business ought
to set himself the task of building up public
estimation of the talking machine and its music.
He will not fail to benefit by this in ways which
need not be worked out in detail here. The
same merchant can surely see that schools,
public libraries, women’s clubs and institutions
of all public sorts which now do not buy talk-
ing machines will begin to buy them only when
their merits are more publicly understood. He
has a great work to do in “selling” to his com-
munity a belief in the wonderful educational
achievements of the talking machine record
and the mission of the talking machine in this

connection, and this he can do best of ali
through community activities in community
music.

Among the visitors at the headquarters of
the Columbia Graphophone Co. recently were
M. Rogers, manager of the talking machine de-
partment of The Hub, Baltimore, Md., and
George Millimson, a very successful Columbia
dealer of Cumberland, Md.
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| SELLING EXPENSE—A Vital Issue

How it deceives the Dealer

A Talking Machine manufacturer knows
, exactly how much his machines are costing
4 him to build---and the dealer knows what he
i pays for the machines he sells.

But you do not know what it is going to
cost you to sell them---and that’s the part that
is Vital to you, for it affects your Profit. If
your selling expense is too high, then you are
losing money---you are actually throwing money
away.

Every machine that comes back---every sale
that is made which is unsatisfactory to the user
is a sale that better never had been made.
It eats into your profit by increasing your sell-
,_, ing expense, it undermines your business, and

instead of getting Repeat Orders and helping
[ you to build for permanency it is tearing down
A the reputation that you are striving to achieve.

Because the Buying Public today is demand-
ing more value for its money than ever before.
Higher Standards of living, higher ideals and a
better knowledge of Quality make it absolutely
necessary that a Talking Machine be as perfect
in its operation as it is in its appearance. It
must have a motor that makes this possible.

— "5’!_ . B

—

The machine that is noisy, unsteady and
common in its work, requiring continual tinker-
ing and adjusting, is not the machine on which
to build a reputation and a successful business.
It costs too much to sell them and they will never
give the satisfaction that every man wants his
product to give---they will never bring repeat
business. They will never stay sold.

The THOMAS

DAYTON,

}‘ as well as the Maker

They fali short of the mark. They are not
up to the standard set by machines using the
Dayton Motor.

Some men overlook the importance of using
the right motor for their talking machines. They
forget that upon the motor depends largely their
reputation as a builder of machines that bring
profitable business, machines that create confi-
dence in the dealer and satisfaction to the user.
They lose sight of the fact that a “bargain”
motor is a poor compromise, and that it will not
stand comparison with a Dayton Motor equipped
machine.

Your machines MUST be the equal---they
MUST bring the results that Dayton Motor
equipped machines are bringing to their makers,
or you are bound to lose. No matter how
beautiful the cabinet. No matter how low the
price or how great hasbeen your past reputation.

The Dayton Motor sets a new Standard of
Quality. It has created New and Greater Possi-
bilities in the field of the talking machine. Itis
the motor by which all motors have come to be
judged and its introduction asregular equipment
in your machines will at once stamp your product
as among the exclusive---the highest grade.

Dealers who handle Dayton Motor equipped ma-
chines are finding a reduced selling expense, increased
sales, absence of complaints and replacements. They
havelearned a new meaning of the words “‘cumulative
profits” as applied to the talking machine business.

The Thomas people are experts in the application
of Spring-Motor Power; they have more to tell youon
this subject than any other organization in the world.
You can ask them to discuss your motor problems
without obligation. It is to your interest and profit
to do so.

MFG. COMPANY

OHIO, U.S.A.

THE DAYTON MOTOR

Made in various sizes for full line of Cabinets from the lowest priced to the highest grade Talking Machins
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MANY TALKERS IN OIL FIELDS

Texas People in Oil Districts Appreciate the
Best Kind of Machines and Music

A census of talking machines and other musi-
cal instruments in Harris County, the center
of the Texas oil fields, shows that there is a
surprising nuinber of talking machines in that
section, many more than some city dealers
might expect, according to word from Houston,
Texas. It is said that in the residential sec-
tions of the oil district, especially at Goose
Creek, one can hardly walk a block without
hearing many talking machines on which the
latest records of song hits are being played.
The educational value of the talking machine
in this State has been tremendous and many
of the highest class records are to be found
in homes in the most remote parts of the State.
It is gratifying that the better class of music
is being appreciated in this region, for as a
rule in the outlying camps and oil fields only
the coarser and cheaper type of music is offer-
ed to the people.

FOURTEEN NEW TALKER BOOTHS

Wiley B. Allen Co. Enlarges Talking Machine
Department in San Francisco on Big Scale

San Fraxcisco, CarL, September 4 —Wiley
B. Allen Co. is installing fourteen talking ma-
chine demonstration rooms on its first loor and
the changes which are in process of being made
give the store a decidedly changed appearance
Only a few pianos are retained in the side rooms
to the left of the big store and the rest of the
central part of the store will be devoted to
the talking machine business. These rooms,
which will be ready for occupancy very shortly,
are located seven on each side of the cen-
tral supporting pillars, along the sides of which
will be located a series of cases for records. A
curved counter is built in front of these cases
and here the cashier will be stationed. The
demonstration rooms have plate glass sides and
the view to the rear of the store is but little cut
down by them. It is planned to have a girl
demonstrator to each group of two rooms. The
bulk of the stock of records will be kept in

smoothly.
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Casters that roll easily across the floor—and
No chatter—no unsteadiness.

Simple construction—no complicated parts to
get out of order, nothing to retard easy
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Silent—neat appearing—a real necessity to
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Made with leather, fibre, felt, steel
and lignum-vitae wheels.
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experience at your service and

brings you a copy of Faultless
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CASTER COMPANY
EVANSVILLE, INDIANA
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Geo. Mittleman, 487 Broadway, N. Y.
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Eastern Sales Office:

GRAPHITE PHONO

l L S L E Y ’ SPRING LUBRICANT

Ilsiey’s Lubricant makes the Motor make good

1s prepared in the proper consistency, will not run out, dry up, or
become sticky or rancid, Remains in its original lorm indefinitely.

Putupin 1, 5. 10, 25 and 50-pound cans for dealers,

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

EUREKA NOISELESS TALKING
AR AR TR MACHINE LUBRICANT
Write for special proposition fo jobbers.

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., New York

the mezzanine, where the music roll department
was previously located. This department is now
located in what might be termed a “sub” mez-
zanine and it is planned to carry a larger stock
of rolls as well as records. Two rooms on the
second floor which had not been utilized for this
purpose before are to be added to the other
rooms on. that floor for piano demonstration
rooms. Besides these changes in the local store
the company is fitting up a new store at Fresno,
where previously it had but little more than a
warehouse, with Roy \Weldon as manager.

COLUMBIA STREET CAR CARDS

New Series Recently Issued Proves Distinctly
Popular With the Retailers

The new series of six street car advertising
cards in colors recently issued by the Columbia
Graphophone Co. for the use of retailers has
made a distinct impression on the trade, and
reta lers in all sections of the country have been
quick to file requisitions for sets of the cards
for use in street cars in their respective towns.
The advertising on the six cards is well diversi-
fied. One refers to the records of the operas,
another to dance music, a third to the popular
jazz melodies found on Columbia records, and
there are other cards devoted to the exploita-
tion of several types of Grafonolas. Although
the cards are designed primarily for use in street
car advertising, they may also be used most
appropriately in the show window or demon-
stration booth.

CHARLES EDISON ISSUES APPEAL

Son of Inventor Asks Support for National So-
cial Unit Organization

Charles Edison, son of the inventor, has is-
sued an appeal to Americans the country over to
support the program of the National Social
Unit Organization in its campaign to “educate
every man, woman and child in America in the
principles of community organization, fair play
and Americanism.”

“Qur America,” said Mr. Edison, “is facing a
social crisis which must be met by a construct-
jve program which will maks life worth living
for the whole people and impart a vigorous
impulse to the progress of civilization.

“In a remarkable experiment in a neighbor-
lhood of 15000 persons in Cincinnati the Na-
tional Social Unit Organization is demonstrat-
ing that it is wholly feasible to develop such
a democracy under the American principle of
representative government.”

LORIMER IS CHAMPION TRAP SHOT

G. W. Lorimer, of the Lorimer-Hicks Mfg.
Co., Troy, O, ‘was the winner of the Grand
American Handicap which was held in Chicago
during the week of August 11 to 16. He is now
the champion trap shooter of the United States
and won this honor from a field of 798 con-
testants. Mr. Lorimer is an active figure in
the talking machine trade, but finds time to
devote to his favorite sport of trap shooting
and is as enthusiastic over this sport as he is in
selling talking machines.

The advertising department of the Columbia
Co. now has in preparation some interesting
literature of various sorts designed for the serv-
ice of the dealer. In the lot is to be included
the September issue of the Columbia Record,
which promises to be a notable number.
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FIGURES the UNITED STATES Produces:

85% of the world’s supply of Automobiles
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§ Besides, the United States operates 40% of the world’s railroads and has the best
transportation facilities in the world.

¢ Before the war the United States was a debtor nation to the extent of $5,000,000,000.
This is now wiped out, but foreign nations -owe us $10,000,000,000.

§ Business is good and it’s going to.be better. And the demand for Talkmg~Machme
Needles is going to be greater than ever. We advise you to anticipate your Fall require-,
ments NOW and get in touch with us. Have You Seen the New
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Made in America by Americans
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Forcign Export ~CHIPMAN LTD, 3-40 Bridge ‘! New York City
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Sascha Jacobsen’s violin fairly talks in
“Dear Old Pal of Mine.”
beautifuily in Victor Herbert’s ‘“Serenade.”
A-2753.

Columbia Graphophone Co.

It makes love

NEW YORK

MERCHANT MARINE NEEDS TALKERS

Music is Needed to Pass Away the Long Hours
at Sea— War Camp Community Service
Forced to Abandon This Work Through Lack
of Funds—Has Equipped Many Ships

Seamen on the many ships of the new mer-
chant marine flying the American flag are being
neglected as regards their personal comfort and
well-being, as we may judge from the life they
lead at sea. The foreign ships which touch
at New York are provided with athletic equip-
ment, magazines, books and talking machines
and records by foreign societies in charge of this
work. British ships are especially well cared
for by the member<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>