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e Magnificent Tone and Design

(.

W T = Not only is Sonora supremely beautiful in
)' ' tone but the variety of Sonora styles is of great
; l ) importance to you because it provides a design

Jr= = to suit every taste. Here are shown just a few of

- ¥ the many models available. Study them. Note

S the rich, artistic, graceful cabinetry. For fast.
profitable sales you need the
b— ‘m/_i:' THE INSTRUMENT OF QUALITY
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]| I CLEAR A5 A BELL
The Highest Class Talking
- Invincible ] . c '
Machine in the World
=t=h The period Sonora cabinets are not upright
‘g;.g;'jaf,w(s designs with a trifling alteration of decoration

ke or carving but are duplicates of superb pieces of
| furniture originated by great masters.
" Y our customers want Sonoras for their superd
tone. their lovely appearance. their important
¥ and exclusive features. and the pride they have
In possessing them.

Y ou want Sonoras because they are the means
F of establishing a money-making. growing. sub-
== stantial business.

) For information write us today.

A T Sonora Phonoaraph Sales €o., Ine.

George E. Brightson. President L\ 'i.‘
NEW YORK CITY g >79 Broadwav ) | L
TORONTO BRANCH - 1.Montagnes % Co., Ryrie Bldg. |

" Sonora is licensed and operates under BASIC PATENTS
Elite :
of the phonograph industry
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BIG MthlC SHOW FOR MlLWAUKEE

Elaborate: Display of Musical Instruments to Be
Held in| Connection With Food, Household and
Music Show in That City, November 20-25

MiLwaUKEE, Wis.,, November 1l.—Members of
the Milwaukee Association of Music Industries are
cuthusiastic about the mammoth joint Milwaukee
Food, Household and Music Show, which will be
staged at tlie Milwaukee Auditorium, Noveiber
20 to 25. It is the first time iu eivic bistory that
an exposition which will be vitally interesting to
evervone and embraces every loeal aetivity per-
taining to music, household and eookery are to be
presented, in such joint form, and on such an im-
mense seale.

According to Paul Netzow, chairmaun of the ad-
vertising committee of the Music Industries Asso-
eiation an elaborate calendar of general musieal
education will be presented. Kilbourn, Juneau,
Plankinton halls and the foyer of the Auditorium
will be utilized for this portion of the show.
Praetieally every firm attached to the music indus-
try will participate. Juneau and Kilbourn hall will
be given over to pianos, player-pianos, and the
various types of talking wmaehines and phono-
graphs. The foyer and Kilbourn hall will be de-
voted to sheet musie, aceessories, and booths for
the various masieal conservatories.

Throughout the expositiou, material, literature
and information of edueational and instructional
value in musifal lines will be disseminated. Plan-
kinton hall vill be given over to reeitals, musie-
ales, and talls of an edueational nature. The
eoneerts will ke in charge of a eommittee to be ap-
pointed by \e Music Industries’ Association.
Tickets for erferts in Plankiutou hall will be dis-
tributed in t{® halls provided for the musie ex-
hibits by thegvarious musieal organizations and
firms connectu} with the show.

Sunday, Novemnber 23, is Musie Tudustries’ day,
and an especally fine program of singing is
planned. Cheil and sacred music will be a part of
the eoncert apd arrangements are being made to
secure Milwaikee’s best talent for the reeitals
and eoucerts planned by the Musie Industries’ or-
ganization. |arious other unique and interesting
features willpe discussed and decided upon at a
meeting of tle orgamization Saturday, and plans
will be perfgted shortly for the carrying on of
campaign to interest the general

Offieials in harge of the show are planning to
have the admssion ticket permit the bearer to
take in everyjlepartment and division of the en-
tire expositiof t:0 that the special music features
may be enjoysg} by all. Admittanee to Plankin-
ton hall, where}he coneerts will be given, is to be
by tickets dist{buted in the musie exhibits’ sec-
tion. The eveid will be an important one.

RECOID BUYERS’ FANCIES

Feminine Likesind Dislikes Sometimes Feature in
Chooshg Machines or Records

Not very oftqy does a reeord buyer aliow his
or her opinion d an artist’s private life to influ-
ence record pur.ases. But occasionally it does.
Our Canadian eqrespondent tells of an experience
of his. A man Ind his wife entered the store to
buy half a dozedrecords. The salesman suggested
a certain selectilhh by a leading star. Both listen-
ers cnjoyed thdnumber to an extraordinary ex-
tent, and the Wu said, ““Well, we’ll take that
one,”’ when fie wife interjected, ‘‘No, let’s
ehoose some ofer. The music is splendid, but I
positively havg§ no use for that artist. I see by
the papers that:he is getting a divorce from her
husband, or he g getting one from her, I don’t
know which. .7l I’ve no use for that kind of
people.’’ It tal { all kinds to make a world.

————

Price Twenty-five Cents

COLUMBIA CO MAY ESTABLISH LARGE FACTORY IN BALTIMORE

Proposed Plant Will Contain 500,000 Square Feet of Floor Space—To Employ 6,000 People—Important
Statement by J. S. Wilson & Co. on This Move—Will Be an Additional P.ant

BALTIMORE, Md., November 5.—-The talking ma-
chine trade in the Baltimore taritory reecived
tze biggest piece of news, probably in its exist-
tence, when the announeement was made to-day
tiat the Columbia Graphophone Co. would estab-
lish a factory here for the manufaeture of its
produci. While there nave been several hints re-
cently tnat the Columbia Co. would have a plant
in this territory, today’s announeement, neverthe-
less, came as a big surprise when J. S. Wilson &
Co., bankers, issued a statemeut that the Columbia
Co. had selected Baltimore as a place for the loca-
tion of additional factories.

Franeis S. Whitten, president of the Columbia
Co. eame to Baltimore in his private yacht and
while he was entertained by some of his elose
friends he made no public statement eovering the
projeet. He will be the guest at a dinner of finan
ciers, which will be given at the Hotel Belvedere,
Monday evening, November 10. At this gathering
Mr. Whitten will meet the leading Baltimoreaus
interested in the finaneial, eommercial and manu-
faeturiug industry of the eity.

Mr. Whitten is a former Baltimmorean and pre-
vious to 1913 was assoeiated with the Wilson firm.
He left this eity that year and beeame a partuner
in the banking firm of Laird & Co., Wilmington.
The latter firm handles the interests of the Du-
Ponts, who are in a measure responsible for the
Columbia expausion. In its statement the Wilson
firm says:

‘¢The business of the Columbia Graphophone Co.
in reeent yems has grown to imnmense pr opoltlons,

aml after a very careful investigation, it was
found that freight rates, labor conditions, trans-
portation facilities, cheap coal and electrie power
were all in favor of Baltimore as the site of a
large industrial development.

‘¢“The decision of the coinpany to come to Balti
more is now dependent only upon the finding of a
suitable location. The offieials of the eompany
have been inspecting a number of sites, and their
ultimate decision will be determined largely by
the attitude of the property owners, for it is
known that very great inducements have been of
fered to the Columbia Graphophone Co. by other
commnuuities who have been most anxious to at
tract the industry to their cities.

‘¢The plant as proposed will contain not less
than 500,000 square feet of floor space, and will
employ in the neighborhood of 6,000 persous,
largely womeu. Ultimately this development may
grow to eonsiderably larger proportions.

‘“In point of size and the number of people em
ployed, the Columbia Co. will be next to the Beth-
lehem Steel Corporation, the largest industry that
has couie to Baltimore. The phenomenal growth
of the Graphophone Co. business is attributable to
the faet that the graphoplone, starting as a toy,
has passed beyond the stage of pure luxury, and
besides supplying inexpensive pleasure to many
thousands of people, it fills a continually growing
business need. As an educational medinm the
possibilities of the graphophoune are only just be-
ginning to be realized.’”’

HOSPE COMPANY CELEBRATE THEIR FORTY FIFTH ANNIVERSARY

Elaborate Banquet, Attended by Employcs aud Trade I‘rlends Serves to Mark Notable Event in
History of Prominent Omaha Vietor Jobbers—Flood of Congratulatory Messages

OnmaHA, Neb.,, November 6.—The A. Hospe
Co., one of the largest and most promineut musical
instrument houses in this eity, and also widely
known as Vietor jobbers, recently celebrated the
forty-fifth anniversary of the establishment of
their business by Anton Hospe, and the oceasion
was duly recognized by members of the trade,
both manufaeturers and retailers, from all sections
of the country. The eelebration took the form
of a dinner in honor of Mr. Hospe whieh was
attended by nearly seventy-five employes of the
house, together with representatives in the trade
from other cities.

J. P. Kepler, secretary of the company, acted
as toastmnaster aud opened the proceedings by
reading a number of telegrams of eongratulation
from manufaeturers and other personal friends in
the trade ineluding Sohmer & Co., New York;
James F. Bowers, president of Lyon & Healy,
Chicago; E. H. Uhl, the Rudolph Wurlitzer Co.,
Chieago; W. W. Kimball Co., Chieago; A. M.
Wright, president of the Mason & Hamlin Co.,
Boston; E. B. Bartlett, W. W. Kimball Co., Chi-
cago; E. C. Smith, Cable-Nelson Piano Co., Chi
cago; Mark P. Campbell, president of the Bram
bach Piano Co.,, New York; Perey A. Tonk, Tonk
Bros. Co., Chieago; F. 8. Cable, head of the Cable-
Nelsou Piano Co.; R. A. Robertson, Gulbransen-

REFUSE MAIL CORDER ADVERTISE_N(_]

Louisville (Ky.) Papers Reported to Have Taken
Firm Stand in Support of Local Music Mer-
chants—An Interesting Case

Aceording to reports from Louisville, Ky., the
newspapers of that eity have declined to run
full page advertisements of talking machines of-
fered by a prominent mail order house in order

Dickinson Co., Chicago; Bush & Lane Piano Co.,
Kranieh & Baeh; Vose & Sons Piano Co.; R. L.
Freeman, secretary of the Victor Talking Maehine
Co., and George W. Pound, general eounsel of the
Music Industries Chambeér of Commeree.

Mr. Hospe, in the eourse of his reimnarks in ref-
erence to the enthusiastie greetings of his guests,
briefly sketehed the history of his eareer from
the time of his arrival in Omahka in 1874 with a
eash eapital of $65 to the present day. He dwelt
appreeiatively on the loyalty of his employes, who
with varying periods of service, some eighteen,
twenty, twenty-eight, thirty-two and thirty-nin
years, had made possible the growth cof the busi
ness. Alex. MeDonald, of Sohmer & Co., was oue
of the speeial guests of the occasion, and dwelt
ou the value of loyalty to God, to country and to
Liome and the business institution with which one
is associated.

A feature of the affair was a testimonial signed
by all the employes which eonveyed their con-
gratulations, loyalty and best wishes to Mr. Hospe
and stated that guided by him the business was an
inspiration and an ineentive to eaeh and all of
them to further achievewents. Beautiful floral
pieces were presented to Mr. Hospe by the em-
ployes of the house and by A. AL. Wright, Harry
J. Sohmel, and Mark P. Campbell

to protect loeal music dealers. Inasmueh as the
eompetition of mail order Louses appears to be
a faetor with which the talking machine mer-
ehants must reekon more seriously in the future,
the attitude of the Louisville papers is interesting
as well as eommendable. The main question is
just how great au influenee this move will have
upon newspapers in other sections of the country
in giving them a proper regard for the rights and
interests of their local merehcants. The Louis-
ville ease should not go unheralded.
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- Making Window Display More Effective By
Use of Proper Lighting : :

e by Elliot Church

YWhat would the theatre be without lights? It
certainly would require far superior aeting to
that in many theatres to draw the erowds, if we
had to depend upon the acting rather than upon
the scenic effects. Every builder of a theatre
gives a great deal of thought and spends a great
deal of monev in effects that will make the acting
wore effective. To a far greater extent than the
average person realizes light is used to make the
plays suecessful.

In the same way that the suecess of the theatre
is euhaneed by the use of light so can the success
of the retailer be made greater than it is by the
use of light. To a very great extent the present
use to which the dealer puts light is to wake it
possible for people to patromize him after dark or
to make it possible to use floor spaces that are
not lighted by sunlight. Exeept in the windows
light is not yet used to a very marked degree to
aid in selliug goods or to attract people to a
certain section of the store.

After the Statue of Liberty was illuminated at
night it attracted far more attention than it had
ever attracted before. It did this because at night
there were not as many other thiugs to detraect
attention from it. Exaetly the same prineiple
can be used in the store or in the window.

1f the dealer desires to display a certain talking
machine and make this machine stand out more
than auy other machine displayed iu the ecommn-
nity, he can use light to make it do so. Place
the machine in the center of the wiudow and
iustead of using the regular window lights use
two powerful lights similar to those used in flood
lightiug. Have omne of these installed in each
upper front corner of the window and focus each
of them on the machiue. The machine and noth-
ing else iu the window should be illuminated.
The light thrown upon the machine should be so
powerful that it will be noticeable even in the
daytime. The faet the rest of the window is dark
will make the machine stand out still more prom-
inently. Placing a few records or other merchan-
dise around the machine in the semi-darkness may
still further serve to make it staud out.

We have here the same effect that is secured
when the other lights are turned out and the spot-
lights are turned upon the actor or actress upon
the stage. The attention is concentrated upon
the single individual or objects and is held there
as it could not be if there were other things to
attract attention.

Light never fails to attract atteution, and it
ecan be used to direct attention to a far greater
extent than is ordiuarily supposed. When the
searchlight of a boat sweeps the horizon, the

passengers involuntarily follow the sweep of the
light. Throw a beam of light upon the sidewalk
and move that beam back and forth and into the
window and people are going to stop aud look into
that window whether there is anything of interest
in ft or not. The beam of light will not fail to
direct their attentionm.

The rear of stores, especially loug narrow stores,
do not have the same sales value that the fronts
of those stores have. This faet cau be cehanged
to a very considerable degree by the proper use
of light. Usually the rear of such a store is not
as brightly lighted as the front. In lighting a
store it is wise to use more light in the rear thau
in the fromt. It is uot necessary to use more

A Store Can Be
Made Over by the
Use of Properly
Displayed Lights
in Harmony With
Talker E xhibits

units, but it is well to use lights a size larger for
about a third of the distance from the back to the
front of the store.

If this is done, it will be noted that more people
go to the rear of the store than usual. Uncon-
sciously they are attracted by the light.

The window display idea also suggestel c¢an be
used in the rear of the store. Place a machine in
the center of the rear of the store or for that
matter in any other spot in the store where it is
desired to attract people. Then throw upon it
the light from a couple of spotlights. These lights
should be completely concealed. If the ceiling is
beamed place them behiud the beams. If the ceil-
ing is plain, it will be necessary to use some sort
of decoration which will conceal them. The ma-
chine uray even be placed iu a small booth and
the lights themselves concealed by the upper con-

_struetion of the booth.

The shades used on the lamps should foeus the
light direetly upoun the machine and though light
ing the whole of the inachine not light anything
else. By using two lights the front and the two
sides of the machine can be brilliautly lighted.
This is usually all that it is desired to light. It is

almost always all that it is desirable jto light. If
the rear is to be light, of course one jor two more
lights will be needed.

The lights should be so placed that each will
shine upou the front and one side of the machine.
It will be a mistake to place the two lights too
close together because by so doing too much light
will be thrown upon the front of the machine
and not enough on the sides.

By using light in the manner suggested, it is
possible to attract the attention of the people to
any part of the store, to the window or to any
object. Eveu the pessimist will have his attention
drawn to the brightest spots. It is the mature of
all living things with eyes which enable them to
see in the daytime to be attracted to light. Human
beings are no exception. People will hurry through
dark streets and stroll along the brilliantly lighted
thoroughfares. They are always attracted to
bright spots of light.

TALKING MACHINE EXPOrlTS GROW

Exports, Including Records, For|Eight Months
Ending August 31, 1919, Tota|$3,448,663

WasHINGTON, D. C.. Novenmber j.—In the sum-
mary of exports and imports of thetommerce of the
United States for the month of SMgust, 1919, the
latest period for which it has beentzmpiled, which
has just been issued, the following {rures on talking
machines and records are piesenteg

The dutiable imports of talkiy; machines and
parts during August, 1919, amou‘ed in value to
#37,501 as compared with $33,27 worth which
were imported during the same moth of 1918. The
eight months’ total euding Augt:, 1919, showed
importations valued at $292,755 | cowpared with
$249,389 worth of talking machirs and parts im-
ported during the same period ofl918.

Talking machines to the numberf 7,041 valued at
$198,702 were exported in Augus 1919, as com-
pared with 3,796 talking machines,:alued at $117,-
424, sent abroad in the same peric of 1918. The
eight months’ total showed that wexported 38,352
talking machines, valued at $1.25920 as against
19,025 talking machines, valued $1,477,222 in
1918, and 57,222 talking maches, valued at
£1,415,398 in 1917.

The total exports of records :d supplies for
August, 1919, were valued at $23:10 as compared
with $152,321 in August, 1918, For the eight
months ending August, 1919, rerds and acces-
sories were exported, valued at $2:2.743: in 1918,
$1,456,191, aud in 1917 $1,280,2(

C. W. Kalder, Grand Rapids

W. A, Carter, Chicago

Public approval of the album has resulted in a tremendous demand fr the
completed selling proposition—phonograph and record albums comined.

The largest talking machine manufacturers have recognizechis by
equipping their most expensive models with handsome albur—most
of them using the Peerless.

Have you ever stopped to think what a beautiful and elusive
Peerless Album would do towards putting your machinein the
supremacy class ?

Let us furnish samples and quote you prices—today.

Peerless Album Company

PHIL RAVIS, President

43-49 Bleecker Street
NEW YORK

Taylor C. White, Portland, Ore.

L. VjMigh, Boston
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Supremacy

The supremacy of the Vic-
trola commercially 1s co-
incident with its supremacy
as a musical instrument.

The success of Victor retail-

ers goes "hand

in hand” with

Victor supremacy.
Victor Talking Machine Co.

Camden, N.

J., U.S. A,

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

Victrola VI, $35
Mahogany or oak

B A
v v

Victrola IX, $70
Mahogany or oak

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.

i
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Victrola XI, $130

Mahogany, oak or walnut

IEIEIE

Victor Wholesalers

Moblle, Ala Wm, H. Reynalds.
Newark, N. J Collings & Price Co.

=T

Gately-Haire Co., Inc
Elyea Company.

Albany,
Atlanta,

EECEOECIGIGIEE

G

CILIE

QEEIERECIIEIE

e et bt

Phillips & Créw Piano Co.

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

Andrews Music House Co.
..Talking Machine Co.

Oliver Ditson Co. -
The Eastern Talking Macbine

Co.
The M. Steinert & Sons Co.
Brooklyn, N, Y....,! American Talking Mach. Co.
G. T. Williams.

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

American Phonograph Co.
Orton Bros.

Lyon & Healy
The Rudolph Wurhtzer Co.
Chicago Talking Machine Co

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

The Collister & Savle Co.
The Eclipse Musical Co,

Columbus, The Perry B. Whitsit Co.
Dallas, Tex Sanger Bros.

Denver, Colo..... ..The (_Knight—Campbe]I Music
Co.

.. Mickel Bros. Co.
Grinnell Bros,
Elmira Arms Co.
W. G. Walz Co.
Bergstrom Music Co., Ltd.

Thos. Goggan & Bro.
The Talking Machine Co., of

Baltimore,

Bangor, DMe
Birmingham,
Boston, Mass

Buffalo, N, Y

Burlington,
Butte, BMont
Chicago,

Cincinnati,
Cleveland,

Des Moines, Ia...
Detroit, Mich

El Paso, Tex
Honolulu, T. II
Ilouston, Tex

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

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

Lincoln, Nebr Ross P. Curtice Co.
Los Angeles, Cal..,Sherman, Clay & Co.
Mempbls, Tenn.,...0. K. Houck Piano Co.
Milwvaukee, Wis,.,
Minneapolis, Minn..Beckwith, O’Neill Co.

.Badger Talking Macbine Co. |

New Ilaven, Conn,, The CHorton -Gallo-Creamer

. Philip Werlein, Ltd.

Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
Charles H. Ditson & Co.
Knickerbocker Talking Ma-
chine Co., Inc.
I anday Rres., Tnc.
Musical Instrument Sales Co.
New York Talking Mach Co
Ormes. Inc.
Silas E. Pearsall Co.
«.A. Hospe Co.
Mickel Bros, Co.
Putnam-Page Co., Inc.
.Louis Buehn Co., Inc.
. J. Heppe & Son.
The George D. Ornstein Co.
Penn Phonograph Co., Inc.
The Talking Machine Co.
. Weymann & Son, Inc.
.W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.
Standard Talking Mach. Co.
Cressey & Allen, Inc.
Sherman, Clay & Co.
..J. Samuels & Bro., Inc.
....The Corley Co., Inc.
. D. Moses & Co.
Rocbester, N. Y. ...E J. Chapman.
The Talkmg Macbine Co.
Salt Lake City, U..Consolidated Music Co.
The John Elliott Clark Co.
San Antonmlo, Tex..Thos. Goggan & Bros.
San Francisco, Cal.Sherman, Clay & Co.
Seattle, Wasb Sherman, Clay & Co.
Sloux Falls, 8, D...Talking Machine Exchange.
Spokane, Wash Sherman, Clay & Co,
St. Louis, Mo,...... Koerber Brenner Music Co.
&t. Paul, Minn . J. Dyer & Bro.
Syracuse, N. Y.... . D. Andrews Co.
Toledo, Toledo Talking Ma-
chine Co,
Wasbington, D. C..Cohen & Hugbes,
E. F. Droop & Sons Co.
Robt. C. Rogers Co.

New Orleans, La..
New York, N. Y....

Omaha, Nebr

Peoria,
Philadelphia, Pa..

Pittsburgb, Pa....

Providence, R. I.
Richmond, Va,,

Victrola XVI, $250
Victrola XVI, electric, $312.50
Mahogany or oek

“HIS MASTERS VOICE"

- RE& U.Sw. PAT. OFF
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AN IMPORTANT ACCESSORY—ALBUMS FOR FILING DISC RECORDS

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

MAKING THEIR SELECTION

Nz

THE ALBUM

soon payps for itself in time-

saving and preserving records.

The initial cost is really an

inbestment which comes back
fourfold.

(7N

lllustrating 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, firmly joined together
and bound in attractive covers.

A PLACE FOR EVERY RECORD AND EVERY RECORD IN ITS PLACE

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

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

Albums to file and preserve their records.

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

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

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

quality our prices are the lowest.

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

We also make Albums containing

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

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

WHY THE TALKING MACHINE WORLD FOR OCTOBER WASLATEZ3

Many Complimentary Words Received From Advertisers and Subscribers on the Appearance of the
October Issue Despite Serious Delays Owing to the Printers’ Strike in New York City

The production of the October Talking Machine
World was rather au unusual feat journalistically
and typographically. When the pressmen of New
York went on strike and the compositors decided
to take a ‘‘vacation,”” more than half of The
World was made up »eady for press and about
eighty per cent. of the entire advertising was in
type. We waited patiently hoping that the dif
ferences between the printers and their employes
would be adjudicated, but after the 15th of the
nonth, when the Printers’ League decided to aid
the publishers in getting their work dome out of
town, we made arrangements to print The World
and print it in as brief a time as possible.

The size of the October World—over 225 pages
ineluding supplements—necessitated a printing or
ganization that could not only print, but print
efficiently, and which would possess a staff and

equipment large enough to turn out a volume
that would be in keeping with the high eharacter
of the work for which The World has always been
noted.

The appearance of The World for October was
convineing evidence of the skill and ability of
the printers who put in type, printed and bound,
precisely within eight days a velume that typo-
graphically must be considered most praiseworthy.
It is true it reached our subscribers a little later
than we would like, but it came out in October
despite the short thme available for action.

We deem this explanation is due onr subseribers
and advertisers, because this iz the first time
iu the historr of The World that there has heen
any delay in its appearance from the stated pub-
lication date. We do not care to enter into any
detailed analysis of the why and wherefore of
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1 AUTOMATIC STOPS

i / 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

Kirkman Engineering Corporation

237 Lafayette St., New York

the strike, suffice it that the publishing industry
of New York has been seriously upset, and in
many instances demoralized, by a body of men
who, by the way, are absolutely dependent npon
the publishers for their subsisteuce.

For November we expect The World will be
issued on or mear its usual publishing date;
meanwhile we thank our advertisers and readers
for the many letters received during the past
month in which they offered their encouragement
and co-operation, thus manifesting their sympa-
thy and understanding of a really annoying and
irritating situation in which we were placed
through no fault of ours.

£ TIPHANY MOTOR CO. ORGANIZED

The Tiphany Motor Co. has recently been incor-
porated in New York to manufacture talking ma-
chine motors, machines, motors, etc., with a capital
of $400,000. The incorporators are L. M. Grum-
bacher, 1452 Broadway; W. C. Dodge, 149 Broad-
way, and F. U. Hurwitz, 176 Hopkins street,
Brooklyn.

Fred Meier, of Monroe. Mich.. has moved his
Vietrola department to the first floor, and now feels
that he is much better fixed to care for his ever-
increasing business.

SAPPHIRE NEEDLES

for Edison and-Pathe 3

DIAMOND NEFDLES

for Edison

Highest Quglity — Best Prices

FAVORITE' MFG.  CO.

1506 DeKalb. Ave., Brooklym, N.Y,
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"~ “HIS MASTERS VOICE®

REC.U,S. PAT, OFF

wevr §  Dupremac
*Mahogany or oak N2 :

—all the time
and everywhere

Viewed from the standpoint of
musical art, judged by the charac-
ter and prestige of the stores that
handle it, measured in dollars for
its profit ability as a producer, the
Victrola 1s supreme.

Victrola IX, $70

Mahogany or oak

Victor Talking 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.

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 XIV, $200 Victrola XVI, $250 .
Victrola XVI, electric, $'312.50

Victrola XI, $130 “Mahogany or oak Mahogany or oak!
Mahogany, oax or walnut

Victrola XVII, $300

Victrola XVII, elegtric, $365
Mahogany or oak
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N THESE DAYS of “reconstruction’ it is practically impos-
I sible to read a newspaper or to listen to the talk of a group
of business men without having impressed npon one, time and again,
the fact that while manufacturing costs are increasing rapidly, as
a result largely of the growing demands of labor, production is
decreasing in almost direct ratio. It means that whereas labor and
material costs not only serve to increase the production cost of a
certain article fifty per cent, the lowering of production serves to
make a further increase of twenty-five or fifty per cent in the cost
of a specified article. Increased production cost has in a certain
measure made itself evident in the talking machine trade. The
retajler has the fact impressed upon him more by the increasing
overhead of his business, and the larger sum he is called upon to
pay for the necessities of life, his store rent and other equipment,
than by the higher prices he is called upon to pay for his machines
and records,

Various talking machine companies have, in most instances, been
distinctly generous in absorbing increased production costs, rather
than passing the whole burden on to the dealer, and through him
to the public. This absorbing of production expenses has affected
the trade in a certain measure, but not in any sense as severely as
though the whole load had been passed along, as has been the case
in some other lines of business. Tlie manufacturers cannot continue
this attitude indefinitely, and unless there is some radical change
in the situation as it exists and as it promises to continue, both the
dealers and the public must expect to pay much higher prices for
machines and records they handle and buy.

The business has to be stabilized if it is to exist, and the retailers
must be prepared to lend their assistance in this work. Higher
prices, plus decreased production, offer a complicated problem, and
the retailer should see to it that he is more circumspect than ever
in handling his own business affairs, in the granting of retail credits
—in the watching of his general interests—to get value for money
expended, in order that profits will be there.

NLESS all signs fail, and previous experiences count for
U naught. it is very probable that talking machine dealers in
various sections of the country, particularly in the smaller towns
and cities, will be called upon to meet mail order competition on
a more or less extensive scale in the near future. It is very true
hat talking machines and phonographs of various sorts, and partic-

ularly the smaller models, have been offered to the public on a mail
order basis in the past, but this branch of the business had not at
that time developed into sufficient proportions to cause any distress
to the local retailers. We now find big Chicago mail order houses
carrying full page ads not only in rural and small town papers, but
in newspapers in New York, Chicago and other cities, offering
machines at substantial prices, but on easy terms. In this adver-
tising the mail order houses are competing with local dealers on
practically an even basis, inasmuch as the cheapest machines offered
run something over $40. with certain models priced at close to $200.
The terms, as far as can be seen, are considered lower than those
offered by the average established retailer today.

Th retailers in sections where these advertisements have ap-
peared, and are appearing, should bestir themselves to meet this
new competition, legal in every sense and backed by houses of repu-
tation. The local merchant must be prepared to convince his cus-
tomers that buying in one’s home town is not only good ethics, but
mighty good business. In carrying on this propaganda work the
talking machine merchant can profit much by the experience of
retailers in other lines, who have been called upon to meet the mail
order house.

The local talking machine dealer is expected to, and in most
cases does, prove a distinct factor in the musical life of the town.
If he is carrymmg on his business in the proper way, he lends his
active support to the cause of music and helps more or less gener-
ously in time and effort to the forwarding of such work. Then.
too, by conducting his business within the town limits he contributes
his share in taxes to the support of local interests. The local mer-
chant does not draw money from the town public and spend it in
other localities. He is also able to offer to his customers quick
adjustment of any difficulties and is on the ground to meet com-
plaints and to “make good” in cases where machines do not prove
satisfactory.

It may be, too, that the mail order house likewise offers to “make
good” for unsatisfactory goods, but it takes time and trouble in
correspondence and considerable waiting to secure such an adjust-
ment. Mail order competition may not necessarily be a bugbear
if proper precautions are taken to see that the local public is educated
to judge that competition at its real value and to give the local mer-
chant the support he deserves. This support, however, hinges upon
the ability of the local dealer to meet the demands made upon him
and to render satisfactory service. He cannot expect to “lay down™
and have the public carry on his fight for him.

ALKING MACHINES bearing fanciful names and totally
devoid of any clew as to who has been responsible for manu-
facturing or assembling them have been in evidence in the stores of
various talking machine dealers. These machines have been sold
in fair quantities as a matter of course, for there is a goodly propor-
tion of the public who measure up to the late Mr. Barnum’s idea
and are impressed more by the style of the machine and the sales-
man’s talk than they are by the real quality of the product.

Any manufacturer who feels that he is capable of doing so is
privileged to manufacture or assemble talking machines and sell
them under any trade name that does not conflict with registered
trade-marks, or with names already in use, but to ship an instrument
from a factory without placing thereon in some place the name of
the maker has the appearance of dodging responsibility. The cus-
tomer who buys a machine of an old established make feels confident
that should anything be wrong with the machine, or anything happen
to its mechanism, he can go back to the manufacturer, or lis repre-
sentative, and have the damage repaired or the broken parts re-
placed. If there is no key to the manufacturer, then the customer
must depend upon his own ingenuity in having the necessary repairs
madle.

There is nothing to be ashamed of in a product that is well made.
and if it is worthy of being produced it is worthy of the maker's
name. It will be well for the retail trade generally to consider this
fact. The salesman is not violating ethics when he calls the attention
of the customer to the fact that the particular machine he is selling
bears the name of the maker, while the machine of a competitor is
an illegitimate product of which the maker -may, or may not. be
ashamed. but with which he has failed to identifv himself.
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Other lines of trade have been called upon to meet this problem
of nameless products and have met it with more or less success.
The piano trade in the past particularly has been obsessed with the
“stencil” proposition, and while the evil has not been entirely over-
come, the fact remains that today the piano that does not bear on its
case or on its plate the name of the manufacturer is not held in high
regard by either the trade or the public. If talking machine buyers
can be persuaded to look for the name of the maker on machines
they buy, the better element in the trade will be benefited thereby.

HAT has happened to the various associations in the talking

machine trade? Why are they not as active as they were a
year or more ago? What has occurred apparently to put the damper
on the association spirit? There are, it must be admitted. two or
three local associations in various sections of the country that are
really active—that are carrying on work that is bringing results.
These active associations include the Tri-State Association with
headquarters in St. Louis and The Talking Machine Men, Inc,
New York. But of the score or more other organizations of retailers
there is heard little or nothing. Some of these associations were
organized amid great enthusiasm, and started functioning in a man-
ner that proved most encouraging. In many instances, however,
initial interest soon wore off, and the activities of the association
practically stopped.

Certain talking machine dealers may feel that under existing
circumstances there is no necessity for association action, inasmuch
as the situation today concerns almost entirely the matter of supply
and demand and therefore a great many abuses that would occur in
a keen competitive era are non-existent. This is the wrong idea.
A live association can be productive of good for all its members
at all times, provided it is interested in reforms and the elimin-
ation of trade abuses.

The pendulum of business is bound to swing back, and there will
be trade problems developed that cannot always be settled by indi-
vidual action. At such a time there will be a demand for associated
effort, and valuable time will be lost in bringing together retailers
in this or that section of the country, to consider and act on various
matters. Prices and terms, interest, the organization of selling
forces, advertising—all in fact are just as inportant now as they
were when supplies of machines and records approximnated the
demand.

If retailers through their associations can discuss and map out
campaigns for the future, then these campaigns will be ready for
launching when the proper moment arrives, and time will be saved
when it is most needed. If through association influence retailers
in one or another section of the country can be moved to subscribe
to certain good business principles, then all hands will benefit when
real competition again becomes a factor in the trade. The ground

work of trade associations has been well laid in this industry. There
are organizations of retailers existent, although apparently dormant
in many sections. Failure to put forth any effort to revive these
associations—to make them again active—is to waste the effort
that has already been put forth in their development, and to make
necessary at some future time the going over of the same ground
to meet some business emergency. Associations in other industrie
including those of the piano merchants, are going ahead. Why
should the talking machine men rest on their oars?

HE remarkable development ot the talking machine industry

can be no better indicated than by reference to the report:
from the furniture manufacturing centers to the effect that the
making of talking machine cabinets has so far taken up the facilities
of the various prominent furniture manufacturing factories that the
output of furniture is suffering materially as a result. In consider-
ing this phase of the question it must be understood that there are
scores of talking machine factories built complete in themselves
and devoted entirely to the manufacture of cabinets for various
makes of machines, and that contracts for other cabinets have been
let in many cases simply to take care of requirements beyond the
facilities of the talking machine factories themselves.

To the furniture manufacturer the prospect of closing a contract
for cabinets amounting to several hundreds of thousands of dollars
and to be assured of a market for these cabinets, has proven so
attractive that he is forced to consider temporarily the question of
mcreasing his production and going to the expense and trouble of
marketing that production. It would seem roughly that from forty
to fifty per cent of the furniture factories are engaged, to a greater
or less extent, in talking machine cabinet making, and yet reports
come of contracts for cabinets going begging through the lack of
facilities in the factories to turn them out. Certainly the talking
machine industry has grown to be a sizable infant. and its growth
is not yet ended.

DESPI_TE the spirit of unrest which prevails in labor circles in
many parts of the country, there is ample evidence throughout
the industry of a spirit of confidence in the future. Talking machine
manufacturers are expanding their enterprises to meet trade de-
mands, while dealers everywhere are enlarging and beautifying their
stores—preparing for the greater business to come. General indus-
trial conditions naturally cause worry, but the apex of unrest has
apparently been reached, and we can now look for better and saner
viewpoints on the part of labor. Justice. right and fair play for
capital as well as labor is an American axiom and it must prevail.
Our constitution affords an opportunity to all faultfinders to right
their wrongs—real or imaginary—but they must act within the law
which all Americans must recognize is supreme.

Victor Victrolas and
Victor Records

““Rome Was Not Built in a Day’’

Neither was ‘‘Ormes Service.””—Ormes
service is nrade possible by the cumulative
knowledge of many years successful co-
operation with the Victor Dealer in his
problems. : : 3 5 :

ORMES I,

26 East 125th Street

REG.U.S PATOFF

Wholesale Exclusively :
NEW YORK

9

-y A | By g



[
o

THE TALKING MACHINE WORLD

NoVEMBER 15, 1919

The Campaign for Music Now Being Cdnducted
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Throughout the Nation Should Be Supported

With the war out of the way, but with a
reawakened interest in music as a result of the
war, there is every reason to believe that the
musical season just inaugurated will be one of the
greatest and most successful that it has beeu the
privilege of Americans to enjoy. Iu making plans
for routing their artists during the season, vari-
ous managers have had brought strongly to their
attention the tremendous interest iu music gen-
erally, not only in the larger cities of the country,
but in the smaller towns and hamlets. Many of
these smaller places, which before did not enter
into the calculatious of managers, have takeu
upon themselves to seek to secure the appearauce
of noted artists. orchestras, ete, to gratify the
demands of local music lovers. This demaud is
unquestionably due to the inereased appreciation
of musie, thanks to the talkiug machiue. So far as
the larger communities are concerned, wmanagers
have found little or no difficulty in arranging
suitable bookings. In fact, it has been a case of
selecting a limited number of places at which an
artist conld appear during his tour of the country.

It is interesting to mnote just what effect the
activities of the musical season will have upon
conditions iu general. We have heard much and
have had much proven regarding the important
part played by musie during the war, so far as
it served to cheer up the fighting men aud pre-
serve morale at home. It now remaius to be
seen just what the influence of music will be iu
meeting and overcoming the unrest that is appar
ent ou every hand right now. The period of re-
construction has brought its own problems—
problems in their wayv just as serious as those of
wartime. We find iudustry upset—various factors

seeking to reduce the cost of living by increased
production and other means, and other factors
reducing production in an effort to secure suffi-
cient extra remuneration to meet higher living
costs. These two factors are pulling in exactly
opposite directions in an effort to achieve a com-
mon end, and the futility of the whole system is
plainly apparent. Will or will not music in one
form or another tend to soothe these discordant
factors—tend to bring back harmony where it
seems to have disappeared? If music serves to

Dealers Should
Keep In Touch
With Musical Ac-
tivities In Their

Town—It Pays a
Goodly Profit.

briug contentment aud peace of mind, it is now
offered an exceptional opportunity to function.
Certainly the trade organizations have been
well developed to eucourage and take advautage
of this increased musical interest. Newspapers
have been encouraged to feature musie in a way
to appeal to the public mind. Movements caleu-
lated to make more general the interest in musie
and things musical are beiug inaugurated sys-
tematieally, and retail music dealers throughout

the country have been urged to co-operate locally
with these recogmized movements, and have been
shown the way to co-operate to the best advan-
tage. Musical activities are assured, and the
question remains how these activities are to be
directed into proper channels and be made to
prove most resultful to the trade and to the public.

If music is to prove a force for good, then it
must be directed in the proper channels to aecom-
plish the most good. The public must not be
allowed to forget what musiec is accomplishing.
It must be recognized not simply as something
pleasant to listen to, but something with a defi-
nite purpose. Members of the trade in their re-
spective localities can do much to ineculeate in
the public mind this point of view. There are
many ways to do this, but first the retail musie
dealer must identify himself prominently and in-
delibly with loecal musie organizations and loeal
musical activities. He must not appear in the
role of a purveyvor or merchandise, but rather
as an advocate of one of the things that makes
life worth living. He must hook up with the
great artists and great musical organizatious. He
must aid in the advertising of music in the news-
papers, and lend financial as well as moral support
to the cause iu other directions.

On the surface it may appear to some retailers
that this work is idealistic and far removed from
plaiu musical instrument selling. As a matter of
faet, it has a sound commercial basis, for the
market for musical instruments depends primarily
upon the iuterest of the public in music. Should
the public uot be interested in music, it certainly
would not seek to purchase instruments to produce
musie.

vania.

burgh papers.

This and other Emerson musical
combinations are very much “at
home” in Punxsutawney.

Emerson hits are going big, in fact,
all through Western Pennsyl-

Look for the Emerson advertising
in forthcoming issues of the Sat-
urday Evening Post and Pitts-

The Emerson Xylo-Phiends!

Page Punxsutawney:

the line.

today.

Fmerson fales Company

Also bear in mind these facts:

1-Emerson song hits and dance hits
have the habit of being first on the
market. That’s the business of the
Emerson people.

2-Emerson deliveries are made with
all possible promptness.
where we come in.

There’s good money in Emerson
Records, if the right man handles
It's worth your while
getting the particulars.

That’s

Wrrite us

— 4018 JENKINS ARCADE BLDG.
PITTSBURGH, PA.
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THIRD SUPPLEMENT—Ready Soon
, How Sorry You'll Be (Wait Il You See) ( That Naughty Waltz—Waltz Instrumental
4 Male Quartet Peerless Quartet 4033 - OkeH Dance Orchestra
027 { Pretty Little Butterfly (Is a Fly Gal Now) | That’s Worth While Waiting For—Fox-trot In-
| (Tenor) Billy Murray strumental OkeH Dance Orchestra
(Nobci;ly {(nows and Nobody Sejm‘;’( tﬁf}:ﬁ; Starlight Love—Waltz Instrumental
4028 ettt o - OkeH Dance Orchestra
| | Goodnight Angeline—Male %l:;:'i::ss Quartet A ' Dreamy Amazon—Waltz Instrumental
Hindu R B J L Phill: OkeH Dance Orchestra
4029 ﬁ( T,l:g li,nzs'ie:),_ali{/}z&e Quartet - TP (Casse Noisette-Nut Cracker Ballet—Ens’tru-
Peerless Quartet 4035 i m(j.ntal . Conway’s Band
2680 ’Not R T hetaand ¥ are i [ arior ) Heey Bure Tschaikowsky Melodies OkeH Concert Band
| Bye Lo—Tenor Reed Miller 4036 {Light Cavalry Overture Conway’s Band
(Oh, What A Pal Was Mary—Waltz Instru- The Gladiator March Conway’s Band
4031 - mental Waldorf-Astoria DJ:rizzholf:lf:;tr: ' Titl's Serenade—Flute and Cello Duet
' ) ] Ernest Wagner and Adrian Schubert
| Marilyn— (Fox-trot Instrumental ) All Star Trio [|4037 .
) . . Foreign Folk Dances—Instrumental
A Pretty Girl Is Like a Melody (From ‘“Zieg- . OkeH Concert Orchestra
feld’s Follies 1919”’) Fox-trot Instrumental o ) }
4032 Van Eps Quartet Transcription of Swanee River—Piano Solo.
Weeping Willow Lane—Waltz Instrumental 4038 Ferdinand Himmelreich
OkeH Dance Orchestra j Traumerei—Violin Solo Fred L. Landau

Write Your Nearest OKEH Jobber for Details

General Phonograph Corporation

W, OTTO HEINEMAN, President

FACTORIES: ELYRIA, OHIO, NEWARK. N. J., PUTNAM, CONN., SPRINGFIELD, MASS., KITCHENER, ONT.
BRANCHES: CHICAGO, SAN FRANCISCO, TORONTO, CANADA
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REPAIRS

TALKING MACHINE TROUBLES
AND HOW TO REMEDY THEM
Conducted by Andrew H. Dodin
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[This department of The Talking Machine World
is” designed for the service of all classes of our
readers, including those who make, and those who
sell, talking machines.

Andrew H. Dodin, who conducts this department,
has a wide and enviable reputation as a repairer ot
talking machines at 176 Sixth avenue, New York.
Tell him your troubles through The World and he
will help vou if possible. The service is free.
Editor.]

The approach of the Christmas season always
brings up the question of ‘‘what does the salesman
know of the article he is selling?’’

In the talking machine there is any numker of
important little facts that a salesman should make
himself thoroughly conversaut with, so that when
a customer wauts to know this or that about tle
construction of the machine he is demonstrating
ke will ke able to answer accurately and promptly.

The placing on the market of so many different
machines in the last year or so has put the sales-
man in a different position than he held formerly
when he sold his goods by name only, the custonier
never asking or, for that matter, caring what was
on the inside or under the lid of the machine.

Today one must show what merit the motor has
in comparison to another, what the good points of
the sound box and tone arm are, and how the cabi-
nef ix made and finished to be equal 1o or hetter
than another make.

A salesman should first get all the information he
van from the manufacturer of his paitieular ina
chine, particularly in relation to the inotor con
struction, and then he should make his own ecom-
parisons with the machines of the same type awl
price in other makes.

He should acquaint himself with the differeut
jarts of the motor, the width and length of the
main springs, the number of springs in the motor
and the number of records it will play with one
winding. He should be able to point out to the cus-
tonier the proyper places to oil and grease the motor
and should make it very plain that it is to thelr
tenefit to oil the motor every few weeks, to preven*
wear of parts and to iusure perfect ruuning.

He should Le able to point out the construction
of the governor and explain the action of the gov-
ernor regulator, how moving the special or serew
in turn moves the governor lever and friction pad,
allowing the govermor to go faster or slower, which
raises or lowers the pitch of the music or voice, as
the case may be.

The sound box is inost important and a customer
is always very much interested in how the voice is
obtained from it.

Get acquainted with its construetion. Is the
diaphragm of mica, paper, aluminum, or somne spe:
cial composition. Are the gaskets solid rubber or
tubing? Be able to amswer the question of why
one is used in preference to another. Has the tone
arm a ubpiversal joiut emabling you to play any
make of record; can you regulate the volume of
sound other than by changing to a softer-toned
needle?

Are the pauels of the cabinet made of three or
five-ply material, what parts are solid wood and
whieh veneer; has the case Leen given two coats of
varnish or three; how many records can be placed
in the record compartment, are all questions which
the average customer asks and for which you should
have ready answers.

-CASTINGS -

ALUMINUM-ZINC-TIN @ LEAD ALL°YS

AcmeDie-Casting Corp.

Boston Rochester BrooklynN.Y. D it CHicago
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TRADE WITH AUSTRALIA INCREASES

Antipades Enjoying Greatest Era of Prosperity in
History—Will Get Equal Share of Trade With
Cther Nations of the World

¢ American-Australian trade will grow quickly
and greatly,’’ said Mark Sheldon, in the course of
a rccent chat. ‘A large number of American
finauciers and business men are in Australia lay-
ing foundations for extensive finauncial aud com-
mereial intercourse hetween the two countries.
Australia is now taking 15 per cent. of lier im-
ports from the United States and is sending 20
per cent. of her exports to America.’

Mr. Sheldon is Cominissioner from Australia to
the United States. With his wife und five chil-
drew, he arvived im New York recently by way
of Canada, and will transact the business of his
office at 61 Broadway. A typiecal Australian, he
is viee-president of the Sydney Chamber of Com-
merce, president of Dalton Bros, a great com-
mercial house, and chairman of the Australian

Board of Repatriation, whieh is returning the
fighting ‘“ Anzacs’’ to their homes. He is a man
of idcas—a man of action.
¢¢ Australia is cenjoying the greate:t prosperi

in her history, and she will share it with the
world,’’” Mr. Sheldon continued. ‘‘Jler success i
built on her labor, which puts the country’s in
terest before its own; on her vast aul accessible
natural resources; on her nearly uniform Iinglish
speaking population, with plenty of room for
10,000,000 more, and on her very democratic insti
tutions.’’

BIG EDUCATIONAL FACTOR

Public libraries throughout the country are
steadily appreeiating the value of the talking na
chine, and Miss Elsa Stein, director of the cduea
tional section of the talking machine department
of Lyon & Healy, Chicago, has figures which
prove the increasing popularity of the talking
machine in the school.

She reports a growing

interest in the talking machine as an educator.
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—12 MONTHS TO PAY
The first payment brings you the sign—and you have the 12 months to

complete the payments.

Pays for itself many times over.

—Gives Your Store a Prosperous

-Brightens ¢
*rou%ﬁtore P

stores.

"SomeStore-
Lets go n"

Appearance

It makes your store front cheerful and inviting. It
seems to say, ‘‘Here is a prosperous merchant—he is
up-to-date”’.

And people like to trade at prospzrous

Day and night it works for you, drawing pros-
pective customers past less attractive stores to your
place of business.
darkness, this beautiful electric sign attracts trade from
blocks in each direction.
steel—bright white letters on a blue background. Will
not rust, rot or fade—never needs refinishing. Costs
only a few cents a day for electricity; no other main-
tenance expense.
mail the coupon.

While your competitors are lost in

Made of porcelain enameled

Let us send full information—just
No obligation.

TEAR OFF AND MAIL COUPON NOW

FEDERAL ELECTRIC CONPANY

representing
Federal Sign System (Electric), Lake and Desplaines Sts., Chieago, lil.

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

12-months-to-pay !'lan.

NOEGIEIOTES - - o e AR S
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Many Pleasing
Refinements

The Phonograph

of Character

In design these cabinets are more than beautiful—
they are TRUE. Nothing extraneous has been
worked into the period designs, nothing too much.
In the fullness of expression marked by Just the
Proper Restraint, the eye finds the satisfaction that
one finds in the classics as compared to ragtime,

Wonderful Reproduction
Mechanically Right

The tones are true and rich always; from the celes-
tial notes of the harp to the thunderous tones of the
military band. Whatever the instrument repro-
duced—or the voice—it is All There in Its Original
Tone. QUALITY and nothing more—no surface
noises, no mechanical sounds. The quiet, smooth
running motor is the best that money can buy, and
the workmanship the best of the city famed
throughout the world for Master Craftsmanship.

GRAND RAPIDS PHONOGRAPH CO.

GRAND RAPIDS, MICHIGAN

Plays ALL
Disc Records

Nine Supremely
Beautiful Period Models

There are nine eye-pleasing period
models—five uprights and four con-
soles—Ilisted as follows:

Upright Styles $110 to $290
Console Styles $175 to $340

These phonographs cannot be du-
plicated at prices quoted.

Liberal Discounts to Dealers

Some territory is still available for
first class phonograph merchants.
Deliveries guaranteed.

Shipments now being made.

Send for lllustrated Catalogue
and Dealer Discounts
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Suggestions on How to Increase the Sales of

Talking Machine Records

2 By Warfield Webb

The sale of records, provided there are enough
of such sales, is always a big help both in the
matter of publicity and profits, altogether apart
from your sales of machines. If you are selling
a fair number of records it is certain that you
want to increase the number. Now, what are

you doing to make the idea more than visionary?,

We all can plan and picture dollars in our mind,
but they will never become more than this if we
do not make a particular effort to_increase sales.
We need publicity and this must be coutinuous.
If we depend solely upon the customers coming
to our stores we are going to be deprived of a
good many sales that will drift to the other mau.
How to keep this trade and to increase it deserves
the dealer’s attention continualily.

The store that gives the best service, you might
argue, will be the store that attains the best
results. Ordinarily this would be true, but what
must we understand by service? This is one term
that is being done to death and why? Because
there are instances of its being a subterfuge to
hide some otherwise glaring defects. So with the
plea that he is giving so-called service, a dealer
may offer a makeshift service plan that will not
bear close inspection. So be careful of your so-
called service and see that it is really something
of which you can feel really proud.

Increased output, however, is vital and every
effort should be made toward making the sales
of machines and accessories larger. So in order
to make a name for himself in the matter of
record sales, the dealer can with profit adopt auy
and every idea that will mean_ live publicity for
him. 3

How much consideration or value do we place
on the latest popular musical compositions, or on
the stars that are in the limelight? There are
some songs that make what we term a ‘‘hit’’,
and there are others that have more merit that
are passed by as of no value or very little at
least. This is often due to the lack or velume
of publicity that is indulged in by the publishers.
They often make a piece popular by giviug it the
right kind of introduction. The more a song is
sung, if it has any real merit, the more will be its
popularity. That is why so many of the present
day selections are ‘‘hits’’,

The talking machine record follows the song
very quickly iu popularity, but the sale of the
record is not likely to go with the vim that is
possible unless there is a determination to make
it popular. The store that is going to make its
record department a much more popular one is
the one that advertises it in a way that will draw
the public’s attention.

Here is the plan that was adopted with notable
success by a progressive manager of a talking
machine store, and he finds that the idea has met
with gratifying returns, the sales being large
enough to insure the continuation of the plan.
When a popular song comes out and is sung at
some of the moving picture theatres as am illus-
trated or regular song between the pictures, advan-
tage is taken of the fact to introduce the name
of the store and its owner. During the latter
part of the song there is a talking machine in
the theatre which plays tlie record, thus making
a direct apeal to the audience and bringing fore-
ibly to mind the idea that its purchase is oblig-
atory.

Of course if the record was merely played and
there was nothing to indicate that the record
could be purchased at a given store there would
not be much to recommend it. But just after
the record has been played there is flashed on
the screen the announcement that this record can
be purchased -at a certain store, the two ideas
become as one—a desire and a determination to

purchase this record at this particular store. Of
course everyone in the theatre is not going to
buy this record, but a sufficient number will do
80 to insure sales of surprising volume.

This store has now arranged with more than a
dozen theatres to have the records played ‘at the
closing end of the song, with the name of the
firm noted on the screen. Having heard the song
and then the record, there is sure to be a desire

. awakened that means much in a business way.

Utilizing the Movie
as a Means of
Pushing Record
Sales. How the

Plan has been Suc-
cessfullyDeveloped

Other stores where records can be purchased may
be nearer, but one is impressed with the name of
the store flashed on the screen, and you are likely
to make a mental or written note of both the
song and the store where the record is ou sale.
¢ This manager is highly pleased with the results
so far obtained and feels that the plan is ome
that has more than commonplace merit. The idea
is to make the public come to your store. They
might be induced to go elsewhere, but the very
fact that your name has been given such a prom-
inent place emphasizes that it represents a ‘‘live’’
house and makes your name a favorite one with
the public. You are there to give service that is
real.

Any praectical plan adopted, particularly along
original lines, that will help toward increasing

your sales of records will be found profitable. It
will make customers come again and again, and
will be helpful in bringing others with them. The
plan in this store is to give the best that the
term service .does insurc. The manager has hit
upon a method here that is well worth consider-
ation and emulation.

JOINS EMERSON DISTRIBUTORS

Marshgll-Wells Co. of Duluth, Minn,
Services of A. A. Grimard

Secures

DururH, Miun., November 7.—The Marshall-Wells
Co., of this city, which was recently appointed
distributors of Emerson records, manufactured by
the Emerson Phonograph Co., of New York, has
secured the services of A. A. Grimard, formerly
connected with the Dwyer Bros. Music Co., of St.
Paul. Mr. Grimard will travel in the interests of
Emerson records for the Marshall-Wells Co.
through Minnesota and Wijsconsin. He is persoun-
ally aequainted with the trade in these sections
and his many friends will undoubtedly be glad to
learn of his association with Emerson records.

APPEAR IN EDISON TONE TEST

Under the auspices of the J. A. Foster Co., Prov-
idence, R. 1., Edison dealers, Claire Lillian Petler,
Sibyl Sanderson Fagan and Harry E. Humphrey
appeared in an Edison tone test recital at the
Elks’ Auditorium.

MAKING EXTENSIVE IMPROVEMENTS

The extensive improvements to be made to the
property of the Collings & Price Co., Clinton and
Beaver strects, Newark, N. J., will cost iu the
neighborhood of $15,000. When completed this
establishiment will be one of the most attractive
Vietor wholesale houses in the eountry.
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Charles Hackett, cAmerican Tenor

‘Newest Columbia Star

Here 1s a real American tenor. His brilliant career has already put him in the
front rank of Grand Opera singers. The Columbia Graphophone Company is
gratified to announce that this New York Metropolitan Opera Company star has
agreed to make records for Columbia exclusively. His first are: s

1l Barbiere di Siviglia—Ecco Ridente in| 49604 La Boheme — Che Gelida Manina (Your} e

Cielo (Lo, Smiling in the Eastern Sky) | slehgho Tiny Hand is Frozen) $1.50

L’ Africaine— O Paradiso (O Paradise on} 49623

Earth) $1.50

COLUMBIA GRAPHOPHONE COMPANY, New York

London Factory: 122 Clerkenwell Road, E. C.

NovEMBER 13, 1919
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(Columbia Records

Columbia Captures a Prize

The greatest musical sensation of this year’s
operatic season has been the singing of
Charles Hackett with the Metropolitan Opera

Company of New York.

In a single night

he took his place as one of its leading tenors.

We take no small pride 1n
making the announcement that
we have been able to secure
the signature of this great
artist to an exclusive Columbia

contract.

His startling success and tre-
mendous following mean mag-
nificent sales of his records.
The great publicity he 1s re-
cetving and all the advertising

we are doing of this new star will
increase these sales still more.

Hackett’s name 1s an asset to
you, an advertisement for your
store. 'Take advantage of our
enterprise 1n securing such a
singer with such a nation-wide
reputation. Stock up big with
Hackett records and beat your
former figures on sales of oper-
atic selections.

COLUMBIA GRAPHOPHONE COMPANY, New York

15
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Making the Repair Department of the Talk-
ing Machine Store Pay a Profit

« by J.S. Parsons

The repair department of any talking machine
store is one which can well be made immensely
profitable to the dealer and will bring in funds not
only directly from the repairing of machines them-
selves, but also indirectly in inereased sales due to
lining up new prospects from the information gained
by visits to the homes of talking machine owners.
The repair department iu many stores is neglected
and its possibilities not utilized because the dealer
is not cognizant of the facts in the case. That 1e-
pairing is very profitable has been shown by the
experignce of numerous dealers, and one in Salt
Lake City says that in one year the receipts in his
repair department were $18,000, of which $3,000
represented clear profit. You would hardly ecall
this a poor investment!

And the amount of profit in proportion to the
time expended is very great. It takes but a very
few minutes for an experienced repair man to put
in a new spring, oil the motor or make some minor
change, and the price which it is customary to
charge for this labor gives a large margin of profit.
Since these repairs consume so little time it is pos-
sible to make many calls in one day and thus briug
in to the dealer a considerable sum which will make
a decided showing on his bosks. Of couise much
of the repair work is done at the store in the sy ecial
department, but this work is just as profitable as
that done at the customer’s home. The actual store
work does not need so much consideration here, for
it is of the work done at the homes that offers the
greatest opportunities for real constructive woik in
building up the general trade of the dealer.

When the man is sent out from the store to male
gome repairs on a machine in a cnstomer’s home, the
actual repair work is only a part of his mission.
Of course it is essential to put the machine in good
order so that the customer may not be d ssatisfied
with the purchase of the machine, and it is obvious
that this is in every dealer’s mind, for if his cus-
tomers are not entirely satisfied, then his work has
been poorly done. It is his task to sell service as
well as instruments. When the repair man visits a
house he can find out many things which will be of
value to the dealer to know. He learns the model
ind type of the machine and from the hone surropnd-
ings and contact with the people he can determine
their status as prospects. If the machine they have
is not as good as they could well afford he has a
splendid opportunity to practice a little salesman-
ship and show them how they could have better
musie in their homnes. He can creaate in them the
desire to buy a more expensive machine and his talk
may result in their visiting the store for that pur-
pose or to exchange their present model for a Letter
one. Here it can be seen that the repair man shonld
e a salesman at the saue time, and the two are 1eally

P, R T AT S S e 6T

linked together very closely. This brings up anotker
point in regard to the dealer’s business: that every
salesmau should be a repair man and vieca versa.

It is trite to say that every salesman should have
a thorough knowledge of the machine le is selling;
every dealer knows that this is true. It is likewis2

Repair EEnd of
Your Business
Gives Opportun-
ity to Keep in
Close Touch with

Y our Customers.

evident that this knowledge can be obtained best by
actually working on machines and making repairs.
By doing the work with his own hands the salesman
acquires an intimate knowledge of all things en-
tering into the comstruction of a machine and he
can explain why one particular model is better for

certain purposes than another. He should also have
some knowledge of the different kinds of woods, so
that he cau tell his customer just why a $100 ma-
chine is better than one costing $50. Bnt to return
to the repair man more particularly.

We have said that the dealer sells se:vice as well
as instruments. Many dealers have a regular system
of visiting their eustomers to see that the machines
sold are giving the maximum of satisfaction. The
repair man visits not only the regular patrons of
his particular store, but also goes anywhere where
work is to be done. In visiting the new houses he
becomes more of a salesman than a repair man.
while in calling upon his regular customers the re-
pair end is first, although salesmanship still exists
in the opportunities to sell a better or higher priced
machine. Both salesmanship and repair knowledge
go hand iu hand.

Many talking machine dealers have the machines
in their customers’ homes looked after just as regu-
larly as a piano man would eare for his pianos and
keeps in close touch with all those to whow he has
made sales. The repair end makes it possible to
be in closer touch with his clientele than if they
merely came to the store now and then. There is a
personal touch which can be used in the home which
is not pessible in the store.

GIVES ENTIRE TIME TO BUSINESS

W. H. Griffin Resigns as Postal Employe to Devote
More Time to Music Selling

NorwicH, N. Y. November 3.—After twenty
years in the United States mail service, W. H.
Griffin has resigned his position and will devote
his entire time to his music business. His store
now occupies three floors of the bnilding in which
the display rooms are located and uew warerooms
are being contemplated. Both the Columbia and
the Sonora have been added to the Pathé line with
which the business started and a large assortment
of machines and Columbia and Pathé records are
in stock. In addition to the talking machine de-
partment a full line of musical iustruments, sheet
musie and all kinds of musical accessories is also
handled.

LEVIOLA SALES CORP. ORGANIZED

The Leviola Talking Machine Corp., Norfolk,
Va., has recently been incorporated with a capital
stock of $2,500,000 to deal in talking machines,
musical iustruments, pianos, orgaus and supplies.
The officers of the new corporation are: Harry
Levy, president, and Tazewell Taylor, secretary.

Y

FOREIGN TRADE IS GROWING

Vicsonia Mfg. Co. Reports Big Foreign Demand—
Domestic Trade Is Also Active

The Viesonia Mfg. Co., Inc., 313 East 134th
street, New York, are receiving big orders these
days for their reproducer, which plays Edison
disc records on Vietrolas aud Grafonolas, from
all parts of the world. Since the business was
established five years ago they have more than
tripled the floor space of their factories. Not only
is domestic business tremendously large and stead-
ily growing, bnt their foreign trade is now a big
factor. Their export trade is handled through
James W. Green, 25 Church street, New York.
M. J. Sess, president of the company, reports
having receutly placed their produet with the
largest talking machine dealers in New Zealand
and DMelbourue, Australia. He is well pleased
with the general trade outlook.

An interesting picture has been received of Cal
Stewart, better known as Unele Josh, and E. A.
Parks, president of the Parks Music House Co.,
Hannibal, Mo. The photograph was taken at the
boyhood home of Mark Twain at Hanuvibal.

Represents BEAUTY and TONE Combined

particular purpose.  ORDER NOW.

eproducer

= “VICSONIA Reprotue

Designed to PERFECTLY play Edison Disc Records on “Victrolas™ or “Grafonolas.”
attach—slips on—a child can do it. The Vicsonia is recognized as the BEST reproducer for its

ATTENTION!!!

Model B Vicsonia now ready. Plays all hill and dale records—Pathe, Edison, OkeH, Lyric, Aeolian, Vocalion, etc.

A sample reproducer Model A or B will be sent on receipt of $4.50 Retail price $7.50.

VICSONIA MFG. CO,, Inc.,, =

Easy to

313 E. 134th St., New Yprk, N. Y.
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E{g There are only two phonographs that the other
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When they select the phonographs they consider
worth copying they all decide on the same two

makes. ONE IS THE WINDSOR.
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lar pleasure places. A-2798.

The Ted Lewis Jazz Band made its first
Columbia Record this month, but it has broken
a lot of other records in New York’s most popu-

Columbia Graphophone Co.

NEW YORK

CARDINAL MERCIER HONORS EDISON

Belgian Prelate Pays Tribute to Genius of Ameri-
can Inventor in Helping This Country to Win
the War—Fulfiils Lifelong Dream to Meet the
Wizard of Menlo Park

Cardinal Mereier, one of the most heroic figures
of the war, paid a great tribute to the work doune
by Thomas A. Edison and declared that American
genius in winning the war was supplied in great
measure by Thomas A. Edison and Charles M.
Schiwab. During the war Mr. Edison was hard at
work on various devices which would aid the
United States and the world in its cause but be
cause of the nature of this work it was ihmnpera-
tive that it be conducted under the utmost scereey.
Consequently many people wondered what the
great inventor was doing but even his closest
associates were forced to answer ¢‘T do not know "’
to all inquiries. When Cardinal Mercier met M.
Edison at the luncheon of the Pennsylvania So
eicty at the Waldorf-Astoria he said, ‘‘Today I
have a new joy, one which I hardly dared to dream.
I have et Thomas A. Edison.’’

The New York Tribune, in a recent interesting
article, paid tribute to the work of Mr. Edison.
The story was headed ‘‘Cardinal Pays Tribute to
War Work of Edison—Belgiau Primate’s Dream
of MHis Youth Is Fulfilled as He Meets Inventor
at Luncheon.”’

His Eminence, Cardinal Mereier, said: ¢ They
have said that the victory of the Allies was a vie-

ships.

There is a great deal of truth in this.
Jut the genius to apply all those was one of the
main factors in the success of the war.”’

American genius, he said was supplied in
great measure by Thomas A. Edison and Charles
M. Sehwab.

H. J. SMITH LABORATORIES

Jewel Manufacturer

Plant No. 1
833 Broad Street

Telephone 2896 Market

NEWARK, N. J.

EXECUTIVE OFFICES,
FINISHING and
RECORDING
LABORATORY JEWELS |

SAWING )
GRINDING
ROUGHING
ROLLING and
EXPERIMENTAL
LABORATORY |

Plant No. 2

. 541/, Franklin St.
NEWARK, N. J.

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

B ———

¢

tory of chemistry, physiecs and metallurgy, that
it was a victory of irom, steel, submnarines and

¢¢ ¢When you come to Belgium,’ Cardinal Mer-
cier said, ‘come to Maliucs and lrear the chimes

of the Cathedral ring out for our cemmon vie-
tory.’ ??

The Tribune continued: *‘Cardinal Mercier ful-
filled a dream of his youth when he met Thomas
A. Edison at the luncheon of the Pennsylvania
Society held at the Waldorf-Astoria in honor
of the Belgian prelate. ‘To-day I have a new
joy, one of which I had hardly dared to dream. I
have met Thomas A. Edison,” said the aged
Cardinal, feelingly, bowing to the inventor, who
was seated near him on the dias in the grand ball-
room of the hotel.”’

VISTA POPULARITY EXPANDING

The Vista line of talking machines made by
the phonograph division of the Wisconsin Chair
Co., Port Washington, has one of the busiest plants
in Wisconsin. The enormous factory which they
control is taxed to capacity to take care of the
demands for Vista machines which are coming
from all parts of the country. The distributors
controlling this line throughout the country, are
steadily inercasing thus demonstrating the popu-
larity of this line.

HUSTYLUS CORP. ORGANIZED

The Hustylus Corp. has been formed in Wilming-
ton, Del., to manufacture talking machine stylii of
all kinds, phonographs and talking machines. The
capital is $100,000.

No need to be short of stock. Wire us and
get the sales. Finest cases—finest equipment.

STODART PHONOGRAPH CO. Inc.

119 West 42d St. - - New York City
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Most Brunswick Phonograph Sales

Are Made by Demonstration
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own best salesman. It speaks for itself

in a language that everyone under-
stands. It does not bargain, argue or finesse.
It makes no concessions. It knows none of
the fundamentals of salesmanship.

I :\'ER\' Brunswick Phonograph is its

As a salesman The Brunswick has no moods,
temperament or habit. It does not try to
capitalize friendship. With it, the attitude of
the customer counts not one jot or tittle. Let
him be happy or sorrowful, dull or keen, rich
or poor, American or foreign, The Brunswick

will charm him.

It needs no special introduction or pre-
arranged coaching. All that it requires is an
opportunity to demonstrate. Certainly that

1s simple!

What's more, selling Brunswicks by recitai
is a business refinement. It is merchandising
of the highest order. It makes friends of cus-
tomers and customers of friends.

IFrom the dealer point of view it is about
the biggest business bonanza, ever.

Put it to work making sales for you!
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/e BRUNSWICK-BALKE

General Offices. 023-633 South

Branch Houses in Principal Cities of United States,
Mexico and Canada
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[rs Method of Reproduction

Is An Interesting Sales Story for Music Lovers
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HE most interesting sales story you can

I tell the music lover is that of the Bruns-
wick Method of Reproducticn. DBecause

it is the story of better, finer, truer music, ex-
quisitely reproduced. When you sell the Bruns-

wick Phonograph you are in reality selling
better music— the finest music.

Method of Reproduction

The Brunswick’s advent into the phono-
graph world began a new era in music. It
played all records and played them better. It
also restored tones that were hitherto lost.
This was accomplished by two exclusive pat-
ented features that make the Method of Repro-
duction. They are the Ultona and the Tone

Amplifier.
The Ultona
The Ultona—a new-day creation—is a mod-
ern reproducer, adaptable to any make record.
With but a slight turn of the hand it pre-
sents the correct weight, precise diaphragm
and proper needle.

The Tone Amplifier

The Tone Amplifier is the vibrant all-wood
throat of The Brunswick. It is oval in shape
and made entirely of rare moulded hollywood.
No metal touches it.
By it sound waves are projected into full
rounded tones—tones that -are richer and %\
more natural. €
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Canadian Distributors: Musical Merchandise
Sales Co., 819 Yonge St., Toronto
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TO MAKE ST. LOUIS MUSIC CENTER

P. E. Conroy Hard at Work on Plans to Boom
Interest of Music — Whole City Covered by
Effective Publicity of Music Association

ST. LOUIS, Mo., November 7.—St. Louis is
giving a thought to wusie this week. It has to,
whether it wants to or not. ‘“Give a thought to
music’’ is pelting the populace from every angle.
1t is stickered on every parcel that comes from
music stores and all other retail stores. It is on
the street car fender sigus. It is on every priuted
program aud on all-the menus. It flashes on the
screens at the movie houses. All the preachers
are saying something about it in their sermons.
As a result of all this concentration of thought on
musice, it is expected that next week a permanent
association of musicians and musical interests and
persons interested in music will be formed, to be
known as the Civie Musie Associatiou of St. Louis.
P. E. Conroy, president of the Conroy Piano Co.
and president of the National Musie Merchants’
Association, is chairman of the committee which
is working out the plans. He is assisted by W. A.
Lippman, secretary and manager of the Field-
Lippman Piano Co., and Park Commissioner Cun-
1liff.

The object of the association is to make St.
Louis the musie center of America. The steps
proposed to be takex are these: (1) To educate
the people to appreciate music, (2) To give gifted
but poor students a musical edueation, (3) To
encourage St. Louis composers and musicians, (4)
To hold competitive concerts, (5) To bring good
music to the people by giving people’s concerts
at a nominal fee, (6) To hold large municipal
affairs, such as operas, ete,, (7) To work toward
the establishment of a municipal musical commis-
sion, (8) To act as a clearing house for all musical
matters, including concert calendars, ete., (9) To
induce the Government to establish national mu-
sical comservatories, one of which shall be in St.
Louis, (10) To erect a large auditorium for music
in St. Louis. The program for the week includes
afternoon ‘‘at-homes’’ at the music houses and
three large evening receptions by music teachers
at the Musical Art Building, the Studio Building
and the Odeon, and a big community sing on
Armistice Day at the Municipal Theatre.

WILL FORM NEW ASSOCIATION

Talking' machine men in Providence, R. I., are
taking active steps toward forming some sort of
permanent organization for the betterment of the
trade. Oue of the men prominent iu this move-
ment is Robert L. Anthouy, of the Anthony Furni-
ture Co., Victor dealers.
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APPEAL TO U. S. CIRCUIT. COURT

Judge Mayer's Ruling Denying Preliminary In-
junction Sought by Victor Co. in Suit Against
Starr Co. Taken to Higher Court—Johnson Cut
Record Patent at Issue

The Vietor Talkiug Machine Co. has appealed
to the U. 8. Cireuit Court of Appeals in New York
City from the ruling of Judge Mayer, of the U. S.
Distriet Court, denyiung its motion for prelimiuary
injunetion iu its suit against the Starr Piano Co.
for infringemeut of the Johnson Cut Record Pat-
ent. In taking this course, the Vietor Co. makes
vigorous contention, upon advice of counsel, that
it is entitled to relief by injunection pending trial
of the case, iu view of the fact that the patent
pending in suit has been previously adjudicated
in the same court and held to be valid. Effort is
being made to advance the hearing on the appeal
so that an early decision may be obtained.

It is the intentiou of the Viector Co. to bring
the suit to trial iu the District Court for full de-
termination on the merits as promptly as is pos-
sible in view of the maguitude of the case, and

the diffculty of briugiug on its wituesses, some of
whom are widely scattered. Owiug to these eir-
cumstances, as well as the demands o other litiga
tion in which tlhe Victor Co. is involved in its
active campaign for the enforcement of its rights
against infringers, and also the conflicting en-
gagements of its counsel, it will be impossible to
take advautage of a trial at as early a date as
indicated by Judge Mayer, although trial in the
near future is expected.

NEW QUARTERS IN RICHMOND, IND,

The Weisbrod Music Co., of Richmond, Ind,
will open their new store about November 10th,
which will be one of the best equipped music and
phonograph shops in the state. Mr. Weisbrod has
booked all of the concerts of the Columbia artists
for the coming season, and was very much pleased
with the first Oscar Seagle and Barbara Maurel
concert ou October 27th, which was a great suc-
cess.

Claypool-Lacey Music Co., Frankfort, Ind., has
enlarged and remodeled their quarters.
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Simplified Index System
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Chicago Ill.
Cullen Marsh Co.
21 East Van Buren St.

San Francisco Calif.
Walter S. Gray
942 Market St.

foim—n:

Album is coustructed under our owu patents for durability aud style

Milwaukee, Wis.
Yahr and Lang Drug Co.

Executive Offices
and Factory

BOTH FACTORIES
IN FULL SWING

Ifere is the album that speaks for itself.

The first attraction upon opeuing the book
The envelopes are of the highest grade,
The metal bracers and brackets are made

The bracers are reiuforced by brass nails,
fastened securely in the solid wooden back
which is guaranteed to uphold the reinforcing
The brackets are held firm
by means of our latest improved machinery.

Kindly Mail All Correspondence to
New York Office
(Samples and Quotations upon request.)

New York Album sou
and Card Co.. Inec.

23-23 Lispenard St., New York

Chicago Factory: 415-417 S, Jefferson St.

The ALBUM that comes

once in a lifetime

FOR RECORDS
THAT HAS A RECORD

Originated by the largest
album makers in the United

States.
Redoubled factory space
gives us delivery facilities

that save money and time for

Quotations F. O. B.
Chicago or New York

We serve Talking Machine
Manufacturers, Jobbers and
Dealers from Coast to Coast.
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Why the Handling of Accessories Helps to

Built Up a Productive Mailing List for Dealers

Talking machine dealers who at the present time
are hampered by the shortage of machines and who
have a large line of accessories to offer their cus-
tomers have found that this end of their business
iz very profitable. When the few machines they are
able to obtain from the manufactnrers are sold
they do not have to mark time until more machines
¢an be secnred, but can devote their energies to
the sale of their accessories. There are specialties
now on the market for talking machines which make
o ready appeal to the owner, and these accessories
not only make for more satisfied customers, but help
to build up the future trade of the dealer by accus-
toming his patrons to come to his store.

The repeat device is one of the most popular in-
ventions and is in great demand among all talking
machine owners. Its many advantages are apparent
once it has been demonstrated. It enables the owner
to get more enjoyment out of the machine aud helps
to keep the interest from dying down. Among
dance enthusiasts especially is this recent device
popular for as many encores as desired may be
played. The electric motor has made it unneces-
sary to run to the machine every few minutes to
rewind, and this, coupled with a repeat device,
makes a most attractive proposition. Albums are
apother sonrce of revenne. With owners of swaller
talking machines without cabinets, albums are really
essential to keep records in order and in good con-
lition. Oils and graphites are being demanded
more and more by people who are taking more in
terest in their machines.

Sheet music is an excellent side line for a talking
machine dealer to handle, for besides bringing in
considerable profit itself, it greatly helps the sale
of records. Some dealers have inaugurated the prac-
tice of demonstrating new songs by playing the

number over oun the talking machine, giving the cus-
tomer in the meantime a copy of the song s that
the words may be followed easily. Since there aie
two songs on each record the chance for selling two
pieces of sheet music are very good and both lines
work for each other. Music rolls also should come
in for considerable attemtion, for they form a side
line which is very similar to the sheet niusic section.
Popular song hits are promptly recorded on the
rolls and the sale of both a record and a music roll
can he effected at the same time. In the experience

Some Hints and
Helps Tending
to Broaden the
Sphere of the
Dealers Activities
to Good Purpose

of one well known dealer this method increased his
sales of records over 20 per cent. Needles, of course,
arc an essential, so are nnmerous specialties, all
part and parcel of the industry that conld be handled
with profit.

Care in furnishing the demonstration booths is
absolutely necessary and dealers are increasingly
aware of this fact, to jndge from the number of
handsome up-to-date booths which are being in-
stalled in many stores daily. The purpose of the

booth, as every dealer knows, is to make the setting
for the demonstration as homelike as possible in
order that the customer may see the machine in
practically the same light as if it were in the home.
But to have handsonie furnishings is not enough in
itself. Unless these are chosen with good taste, the
effect, will be entirely lost and the money as good as
wasted. For example, a handsome machine of the
most expensive type should not be placed upon a
cheap, gandy rug, but a piece of tapestry worthy
of the general character of the instrument should
Le used.

The telephone is one of the dealer’s best helps
when it comes to getting in touch with his customers
when the mew records arrive. The use of letters,
cards, and mere announcements lacks the personal
touch which a call over the phone conveys. To call
a customer up and personally adrise himn or her of
the newest records in a pleasant way brings better
results than °‘the printed circulars which too often
find their way into the waste basket nnopemed. It
is the policy of some dealers to paste small stickers
or tags on every record or piece of merchandise
sold by them, bhelieving that to have their name
always before the customer is a good thing.

In general the handling of accessories helps to
build up a larger mailing list which will be of use
later on when a campaign is to be carried out on any
particular line. Names of people dropping in to
the store to purchase some small attachment or other
accessory are valuable, for they are machine own-
ers and are record buyers. They may also be pros-
pects for future sales of machines. Everything
works in together toward the same end and the
handling of accessories is one of the best ways for
the dealer to increase his profits and put his busi-
ness on a sound foundation.

Model No. 2150 D.D.
2 Units Nlustrated.
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2150 Thin Records in Each Unit. <
4300 Records in These 2 Units Illustrated.
2150 Edison’s in These 2 Units.

WRITE FOR CATALOGUE

OgdenSectional CahinetCo., Inc.

LYNCHBURG, VA.

GUARANTEED

Locking Roll Top Pre-
vents Dost and Theft,
also supplied " with
Spanish Leather Cur-
tain.

350 10" or 10%"
Records on each skelf.
Filed in Sales System
Covers and with In-

dex Guid: s.

350 10" or 10!3"
Records on this shelf,
also 3 shelves above.

Soft Flat Supporting
Springs  Prevents
Warping (Patented).
Holds 350 10" or 12"
records.

10 ard 12" Records
Filed on same shelf.
Held Flusb at the
front by Patented Ad-
juster.

Enamels 0

Prices Models No. 2 and 62

(CAP. 300 10 and 12" RZCORDS)

Sections Oak $6.75. Mah. $7.00
Base . . 02k 5.50, Msb. 5.75
Top. . . Oak 3.00, Mabh. 3.25

Roll Curtain for complete Unit, 3.00

Prices in Effect Scpt. 15th
NEW STYLE MODEL No. 2150 D. D.
Oak. With Leather Curtain : :
Oak. With Locking Wood Roll Cur.
Bir. Mahg. With Leather Cur. B = o
Bir. Mahg. With Locking Woo3 Rell Cur.

o 6 ‘s ““

(White, Ivory and Gray)

Sectional Models Fit Any Size Stock
and Help You Grow.

The Ogden Sales System Is Equivalent to an Extra C!erk
and Increases Sales. Prices $2.25 to $9.75 a. Section.

File Your Records

S0 You Can Sell Them

This System pays for itself in six months.
Autcmatically Re-orders All “Sold Out” Records.
EveryRecord Located Instantly as Simple as1-2-3.

Models No. 1 and 31
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£ We Spread All Our Cards:

_on the Table~

We've
No Trade Secrets,

No Favored Natlon Clause, and No Way
_of knowing the exact increase in the cost
~of Steel Needles this Fall, but we do know
| they will surely be higher in price, and we
- likewise know that Buying Brilliantone
| - Needles NOW will later prove a money-
saving investment to you.

Therefore, we earnestly

advise you to anticipate

your requ1rements for the
next three to six months

o oot We also Manufacture
Are you se“lng THE GENUINE =

BRILLIANTONE & { :
COMBINATION TONE NEEDLES [ Sl R VY B L @ KY
All First-Class Distributors have MU T N e

them. Ask Your’s for samples. N E E D L E S

Made in America by ‘Americans

BRILLIANTONE GTEEL NEEDLE (CO. & Auezics

e INCORPORATED
Suite 655-659, Marbndge Building; Broadway at 34th Street, NEW YORK CITY

Mgty opalitay flistrict:: EME RSON RECORD SA LES CO 6 Wes hS N. Y. Cit

Walter A, Carter Walter 8. Gray Elml Arn e C.2, Inay
57 E. Jack on EBlv d 942 Ma.rk t St. Comp ny 82 Gri w ld St
Chicago, Il San Francisc 01 Elmira, New Yor anwnk wt Detroit, Mich.
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NEW LINES FOR TWIN CITY DEALERS

Demands Compels Taking on New Stock—Associa-
ted Dealers Meet—Crotty Opens Pathé Shop—
Sonora Publicity — New Concerns — Brunswick
Sales Increasing Rapidly—Live News of Trade

MINNEAPOLIS AND ST. PAUL, November 4,—Two
prominent talking machine houses in the Twin
Cities have taken on additional lines. The Golden
Rule, one of the largest department stores here,
has recently added the Cheney phonograph to its
Vietor talking machine department. The Dayton
Co., Minneapolis, this week alsv carried fnll page
ads in the daily papers, featnring the Branswick
phonographs. This company also handles the Vie-
tor.

The New England Furniture Co., which has
been carrying the Vietor, Columbia and Edison
machines for some years, resently has added a
line called the Kenwood.

The Associated Talking Machkine Dealers of
Minneapolis had one of its social gatherings, Tues-
day evening, October 28, at the Leamington Hotel,
nnder the direction of President Culp. The mem-
bers and their ladies had a pleasant time at the
dinper table and later on danced to their hearts’
content.

J. P. Crotty, for many years a manufacturers’
agent in Minneapolis, recently has opened an ex-
clusive Pathé shop at 8 South Eighth street, which
has come to be the mmsical highway of the city
with eight musical establishments between Henne-
pin and Marquette avenues. He reports that these
instruments and reeords find a ready market in
Minneapolis. The new Aectuelle is attracting mnch

interest, partly on account of the novelty of its :

construetion, but also for its musical possibilities.

With seven factories now turning cnt Bruns-
wick phonographs Director E. L. Kern, of the
Brunswick-Balke-Collender Co., hopes soon to be
able to satisfy his impatient customers through-
out the Northwest. Prospective, or rather would-
be dealers, are writing in constantly for a chance
to serve as Brunswick agents, but to all comes the
inexorable refusal. There are no instrnments to
be had and under the circumstances Mr. Kern is
unable to open any new accounts. He recently
was able to obtain a factory shipment of a ear-
load of Brunswicks to the Shine Furnituro Co.
at Butte, Mont., and is trying every way possible
to obtain an equitable distribution of the instrn-
ments alloted to his territory.

W. L. Sprague, Northwestern manager for the
Columbia Graphophone Co., spent two weeks in
the East at the end of October and the beginning
of November to convince the management that
the Northwestern cry for Columbia goods shonld
teceive more attention from headquarters.

| THE DE

| Perfect Points

Free Samples

THE BEST EVER

IS WHAT WE CLAIM FOR

LUXE STYLUS

- Plays 100 to 200 Records

Once Used Always Enjoyed

Descriptive Circulars
Discounts Cheerfully Furnished

I The Duo-Tone Co.

Manufacturers of Talking Machine Needles
ANSONIA, CONN.

Perfect Tones

Three for 30 Cents

In spite of the fact that he is nnable to even
partially satisfy his customers’ needs for Sonora
phonographs Sewell D. Andrews, head of the So-
nora department of the Minneapolis Drug Co., is pre-
paring some ornate bill board advertising. How
it is going to help the situation is not clear,
only that Mr. Andrews mnst hope that some day,
after the war is over, the Sonora Co. will be in
position to make enough machines to enable him
to keep on friendly terms with the majority of
his customers. The Sonora, however, retains its
prominence in the talking machine field.

The Vietor distributors, W. J. Dyer & Bro., and
the Beckwith-O’Neill Co. are having a most seri-
ous time. Shipments are larger and more fre-
quent but not enough to supply the demand.

Just donble the amount of business handled by
the Minnesota Phonograph Co., retail handlers of
Edison machines and records in Minneapolis is
reported by the management. The Oetober busi-
ness was away above this proportion, but the total
for 1919 at present indications will more than
eqnal twice the volnme for 1918, In common with
the other distributors, Laurenee A. Lucker is hav-
ing his share of worry and stress in trying to corral

sufficient machines to give his numerous local deal-
ers a modicum of goods. Fortunately the records
are coming along rather well and this fact helps
to modify an aggravating situation.

Foster & Waldo Co. are expecting every day
the arrival of the first shipment of Cheney phono-
graphs. Although carrying four of the finest lines
of talking machines obtainable in the world, R. O.
Foster, with a keen eye to the possibilities of the
biggest holiday rush in the history of the music
trade in the Northwest, has deemed it expedient to
add a fifth line and has selected the Cheney to
supplement his rapidly revolving stock.

The Cosmopolitan Musie Co., specializing in
talking machines is the newest arrival in the trade
in Minneapolis. It has headquarters at 23 South
Eighth street, and is owned by Jean Koch, for ten
vears a member of the Minneapolis Symphony Or-
chestra. The honse handles the Puritan, made in
Wisconsin, and the Oriola, made in Minneapolis.

Leo Hennessy, a repair man in the Viector and
Columbia department of the Shepherd Co., Provi-
dence, R. I., was recentlv married to Miss Beulah
Dexter, also of the Shepherd Co,

*xxrxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx $O00090045000000008400000084000004
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MUTUAL TALKING MACHINE CO., Inc.
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A View of the Parts Inspection Department
of the Krasberg Plant

The Krasco Motor

A Product of Manufacturing as a Fine Art

HE heart and soul of the artist may be in

the record, but the heart and soul of the
machine itself is in the motor. No phonograph
can be better than its motor. In the New Stand-
ard which Krasberg is now building by the
thousands to supply the heavy demand, qual-
ity is the watchword,—quality maintained by
an organization to which manufacturing is a
fine art.

Quantity production assures uniformity in
every detail, and relentless inspection costing
thousands of dollars per week, preserves the
high ideals of workmanship and operation
which have made the name Krasberg famous
in the phonograph industry. See that your
machines are KRASCO equipped.

New Standard Krasco Motor

Krasbers Endineering @,
Mauujheléringg Coelzrpt;‘tgaﬁon

536LakeShoreDrive  Chicajollinois US.A.
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The New Model “E”

Garford Phonograph

The Greatest Value on the Market

Immediate Deliveries in Any Quantity

New Model “E’’ Garford Phonograph

The New Model “E” Garford Phonograph has every
desirable feature of the high price phonograph.

Plays all makes of records without an attachment.

Superior Tone Quality.
Standard Motor of Recognized Merit.

Artistic Appearance.
Guaranteed to give Excellent Service.

Order Now For Immediate Delivery
Sells like “"Wild-Fire” during the Holiday Season

We have an Attractive Dealer Proposition

The GARFORD MFG., CO.

ELYRIA, OHIO
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ST. LOUIS DEALERS TIGHTEN UP ON THEIR SALES TERMS

Tri-State Victor Dealers’ Association Announces Minimum Sales Terms—Silverstone Behind on Edi-
son Goods—Another Association—Mail Order Advertising Interests Trade—How Columbia Artists
Help Sales—Wholesalers and Dealers Report a Banner Business—News Budget

S1. Louis, Mo., November 7.—Business is as good
as it ean be with all the dealers in the standard
makes of talking machines short of goods. How
much better it might be if everybody had plenty
of goods may be guessed from the fact, as stated
by Mark Silverstone, president of the Silverstone
Music Co., Edison distributors, that his firm is
300 behind orders on the $285 model Edison.
Other dealers, distributors and retailers, are in the
same fix. The higher priced machines are sold
faster than they arrive. Frequeut sales are made
from ecatalog. Orders are being received from
Christmas deliveries. Record sales are booming.
The dealers ean comne nearer meeting the demand
for these than the demand for machines, but
there is a prospeet that Christmas buyers will
find depleted lists.

On account of the continued scarcity of ma-
chines aud the expectation that the condition will
continue, the Viector dealers have tightened up
their terms. At a meeting of the Tri-State Vietor
Dealers’ Association on October 23, the minimum
terms upon which talking machines shall be sold
were revised, as follows, to take effect Novem-
ber 1:

Machines to $ 35—$% § down and $ 4 a month.
Machines to 75— 160 down and 6 a month.
Machines to 100— 12 down and 7 a month.
Machines to 125— 16 down and 8 a month.
Machines to 150— 20 down and 10 a month.
Machines to 175— 25 down and 12 a month.
Machines to 200-— 30 down and 14 a month.
Alachines to 225— 35 down and 15 a month.
Machines to 250— 40 down and 16 a month.
Machines to 300— 50 down and 18 a month.
Machines to 350— 60 down and 20 a month.
Machines to 4060— 75 down and 25 a month.

All contraets to bear interest at the rate of six
per cent per annum from date of purchase unless
paid in full within ninety days from date of pur-
chase. These terms apply on all makes of talking
machines sold by the dealer. The schedule on al-
lowances and exchanges to remain the same as
was adopted April 2, 1919.

The Tri-Staters have read somewhere that all
work and no play makes a talking machine dealer
a dull boy. They do not want to be dull boys,
so one night this month they are going-to play at
the Century Boat Club. It is to be for the asso-
ciate members as well as the actives. The date
has not beemn selected and the program has not
been prepared but, for ome thing, there will be
plenty of grape juice.

The Tri-State association is no longer the only
music trade association in this city. Musie mer-
chants of all kinds have at last, after all these

vears, joined together in au association. [t has
named itself the St. Louis Music Merchants’ Asso-
ciation and has a strong membership of piano
and talking machine dealers” It was the strike
of the tuners, polishers and repairmen that
brought it about. The officers are O. A. Field,
Ficld-Lippman Piano Co., president; W. P. Cris-
ler, Aeolian Co., vice-president; Val Reis, Smith
Reis Piano Co., secretary, and E. A. Kieselhorst,
Kieselhorst Piano Co., treasurer.

The association won its fight with the union.
The strikers are back at work. In most cases
they have been given inereased compensation as
they would have been if they had not struck,
but therc has been no reeoguition of the union, and
the other demands of the union have not been
granted. The principal dewand affecting the
talking machine dealers was that talkiug machine
men and piano men were not to be used iuter-
chaugeably. The dealers would not agree to this
because there is seldom enough work to keep
the talking machine men busy all the time.

With that figlit out of the way the association
tackled another at a special meeting Thursday
night, October 30, at the Amnerican Hotel. It is
grappling with St. Louis newspapers over mail
order advertising. The past two Sundays Sears,
Roebuck & Co., of Chiecago, has had full page ad-
vertisements in St. Louis newspapers offeriug
thirty days’ trial of the Silvertone phonograph.
The result, it is said, is that orders have gone from
St. Louis to Chiecago for 1700 talking machiues.
The St. Louis dealers do not want their people
to buy their talking machines in Chicago and at
the meeting plans were laid for tryiug to induece
St. Louis newspapers to refuse such advertising
in the future. It is also planned to enlist the
aid of the Associated Retailers.

This is ‘‘Music Week’’ in St. Louis. Music
dealers are co-operating with musicians and ecivic
organizations in its observance. In addition to
a week of speeial musical programs in churches
and other places of assemblage, the musie stores
are having recitals, with soloists, and a ecowmmit-
tee of which P. E. Conroy, president of the Conroy
Piano Co., is chairman, is working on plans for
the organization of a Civie Musiec Association.
The store recitals iuclude special talking machine
demonstrations, Talking machine dealers are all
doing special advertising.

There’s a new talking machine on Olive street.
Or let’s say another new cme. It is the Carmen-
ola, made in Chicago. The Goldman Bres. Fur-

niture Co., 1104-1106 Olive street, has the agency.
A complete line has been received. This firm hs
not heretofore handled talking machines.

In spite of the difficulty in getting machines,
H. J. Arbueckle, manager of the Grafonola Shop,
says his October busiuess was bigger than that
of any one month since the store has been in
existence.

It’s the same kind of a story at the Columbia
Co.’s wholesale department. Sales have been par-
ticularly good on records. Supplies are coming
through pretty well, aceording to City Salesman
C. R. Salmon. The strongest demand is for the
highest priced models. Mr. Salmon is winding up
a successful campaign on Columbia calendars,
the kind with the issue days for new records indi-
cated in red. There has been a good sale, too,
of the Columbia Christinas boxes of $5 and $10
assortments of records. And there is a good run
on the Bubble Book story and record combination
for children. Record sales were stimulated dur-
ing the month by the visits of three Columbia
artists, Rosa Ponsclle, singer; Sascha Jacobson; vio-
linist, and Perey Grainger, pianist. The Columbia
delivery trucks are being repainted and when they
get back at work they will be rolling Columbia
advertisements. On eaeh side will be space for
semi-monthly announcements of Columbia special
records.

Mark Silverstoue, presideut of the Silverstone
Musie Co., doesn’t know whether to be mad or
glad about that Sears, Roebuck & Co. ‘‘Silver-
tone’’ advertisement. A good many readers get
the idea that it is a Silverstone advertisement.
It is uwot simply that Silverstone and Silvertone
are so muuch alike, but they have been made
more alike by Silverstone printing the ‘“s’’ small
in all his advertisiug, so that it looks like Silver-
toue to him who runs. The Silverstone firm has
been getting some results from the Silvertone ad-
vertising. One woman read the advertisement
and told her husbaud to send for a machine. He
couldn’t see the wse of sending to Chicago for it,
with Silverstoune right dowu there ou Olive street,
so he dropped in on his way dowu town and or-
dered a machine sent out. Another woman sent
to Chicago for a miachiue iu the supposition that
she would get an Edisou. When the Silvertone
eame she sent her husbaud down to Silverstone’s
to order an Edison. And that’s the way it goes.
It is not just the kiud of an advertisement that
Silverstoue would write, but Silvertone on a full
page seems to be doing very well in keeping the
Silverstone name before the public. And it isn’t
costing anything.

L. B. Shaw has come here from Springfield,
Mass., to take charge of the talking machine de-
partment of the B. Nugent & Bro. Dry Goods Co.

(Continued on Page 26)

DITSON
VICTOR
SERVICE

OLIVER DITSON CO.

BOSTON

VICTOR GOODS ARE COMING
ALONG FASTER, THE FACTORY
IS CATCHING UPWITH ORDERS

—STEADILY AND SURELY.

This 1s the time when service counts most
in taking advantage of conditions.
Ditson Service has been tried and proven.

CHAS. H. DITSON & CO.

FOR NEW
ENGLAND
DEALERS

NEW YORK
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DEALERS TIGHTEN ON SALES TERMS

(Continued from page 25.)

He succeeds L. M. Schlude, who resigned recently
to take a position with an Edison dealer at Hanni
bal, Mo. Mr. Shaw was with the National Talk-
ing Machine Sales Corp. at Springfield, Mass.,
which condnets the Nngent department.

M. I. Maier, traveling representative of the
Tri-Sales Co., distributors of the Portophone, re-
turned recently from an antomobile trip through
Northern Missonri, Illinois, Jowa and Nebraska
and has started on a trip throngh Oklahoma.

John McKenna, manager of the Columbia
Graphophone Co., has been on a trip through the
Illinois territory.

The Fairy phonograph lamp is now displayed
at the St. Lonis Exposition of Indnstrial Arts and
Crafts, in progress in the Southern Hotel Bnild-
ing. This artistic creation is attracting universal
attention and praise.

The Victor dog, which knows its master’s voice,
has a show window fnll of pups at the Kiesel-
horst store. They litter the place.

Manager L. F. Ditzel, of the Famous Barr Co.
music department, now has five more parlors for
the demonstration of Vietors and other machines.
They relieve the pressure somewhat, bnt still
more are needed, so great is the demand for talk-
ing machines and records.

A number of talking machine booths have been
erected at the Grand-Leader talking machine de-
partment.

The Artophone Co. has been doing some heavy
full page advertising in the Sunday newspapers.

M. L. GOLDBERT TAKES MORE SPACE

Acquires Additional Floor Space in New York
of Over 5,000 Square Feet

The business of Max L. Ggldbert, 3 and 5 Wa-
verly place, New York, has progressed with such
rapidity that he has been forced to emlarge his
headquarters, having taken on more warehouse
space. The new space comprises the entire fourth
floor of the building where he is located and adds
to bis storage facilities 5,500 sqnare feet.

smoothly.

movement.

CASTERS.

Full Size —C.65

FAULTLESS

PIVOT BEARING

CASTERS

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

Simple construction—no complicated parts to
get out of order, nothing to retard easy
Stroug—plenty of metal in
required places to resist strains.

Silent—neat appearing—a real necessity to
YOUR talking machine, these FAULTLESS

Made with leather, fibre, felt, steel
and lignum-vitae wheels.
from you puts all our caster
experience at your service and

brings you a copy of Faultless
Catalog “G”.

CASTER COMPANY

EVANSVILLE, INDIANA

“Move the FAULTLESS Way”

Geo. Mittleman, 487 Broadway, N. Y.

A word

FAULTLESS

Eastern Sales Office:

» GRAPHITE PHONO
l L S L E Y S SPRING LUBRICANT
Ilsiey’s Lubricant makes the Motor make good

14 prepared in the proper consistency, wm.\nol run out, dry up, or
become sticky or rancid. Remains in its original fotm indefinitely

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

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

EUREKA NOISELESS TALKING
- At ™ MACHINE LUBRICANT
Write for special proposition to jobbers.

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

HARRY C. GROVE, INC., CELEBRATES

Third Anniversary of Washington Columbia
Dealer Made Gala Affair—Store Now Occupies
Entire Building at 1210 G Street

WasHINGTON, D. C., November 6.—The firm of
Harry C. Grove, Inec., located at 1210 G street,
recently celebrated their third anniversary. Show-
ing that their firm is most progressive in type, the
celebration also marked the taking over of the
entire three floors and basement of the building,
which has over a hundred feet frontage.

The store is most modern in appearance and ap-
pointment, and filled with models of the complete
line of Columbia Grafonolas. It is stocked

Partial View of H. C. Grove Store

with one of the largest record selections shown
anywhere south of New York.

The first floor opens into a handsome reception
hall, beyond which is the office of the cashier,
placed where it is of best service to the conven-
ience of record bnyers in the ‘‘Self Service’’ plan
condncted by this house. To the rear of this is
a double row of record booths, a dozen in all, fin-
ished in mahogany with furniture to match. In
back of this is the shipping department.

The second floor, which is reached by an electric
elevator, is a thing of beauty. A huge show-room
occupies the entire floor, with three booths to one
side in which are period model Grafonolas ele-
gantly set off by appropriate furnishings. The
third floor is devoted mainly to a recital room
occupying more than half its length.

During the entire anniversary guests came and
went in a constant stream until a late hour in the
evening. They were entertained by music ren-
dered by the Ramsey’s orchestra and with several
splendid soprano solos sung by Mrs. Alma Reifen-
berg, whose voice of rare beauty charmed the andi-
ence. Many of the finest orchestral and voeal
selections from the Columbia record catalog were
also played.

| ROTTEN STONE

We are the only miners and manu-
facturers in this country of Rotten
Stone for use in Phonograph Record
making. Our product is now in use
by practically every record manu-
facturer in this country. We arealso
headquarters for all other minerals
for record making and everything we
handle is made especially for this pur-
pose and absolutely guaranteed. Ex-
pert advice given upon any formula.

KEYSTONE MINERALS CO.

41 Union Square, New York City




T OUR LATEST MOVE! |

The New

LATERAL CUT

C_J

RBCORDS
Which Play On All Machines

NO ATTACHMENT NEEDED

LATEST BROADWAY HITS
BEST KNOWN STANDARDS

Write Your Nearest OkeH Jobber For Details

General Phonograph Corporation

OTTO HEINEMAN, President

FACTORIES: ELYRIA, OHIO, NEWARK, N. J., PUTNAM, CONN., SPRINGFIELD, MASS., KITCHENER, ONT.
BRANCHES: CHICAGO, SAN FRANCISCO, TORONTO, CANADA
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Al Jolson sings “I’ve Got My Captain Working
For Me Now.” You know what it means—in
cash—to have Al Jolson working for you.

A-2794, a2t
Columbia Graphophone Co. ( \

NEW YORK

e ol TR
AN INTERESTING EDISON WINDOW DISPLAY FOR DECEMBER MANY DISTRIBUTORS APPOINTED

Extension of Emerson Record Distributors
Throughout Far West and Pacific Coast—Some
Important Appointments Announced.

Description of New Window lsisplay Service Which Will Appeal to Edison Dealers Throughout
The Country—Well Calculated to Increase DMachine and Record Sales

Thos. A. Edison, Ine., of Orange, N. J., has re- They come packed and shipped in corrugated con-
cently put out a new window display for the Edi- tainer ready for use. The type of the display is
son dealers to use. It consists of eight separate well illustrated in the picture accompanying this

During the past fortnight the Emerson Phono-
graph Co., New York, has receivel splendid r
ports from its distriet field representative, Wm.

2,'“-' i i y ' £t - o, H. Shire, who has been visiting Emerson jobber:
§0 R k8 i § - I R and dealers iu the West. JMr. Shire has established

{ j i 3 R P 4 a large number of Emerson distributors, partieu

i 3 £ larly west of the Mississippi, and has put iu some

i ; ? " very effective work in getting all these distribu

? { tors started and developing a demand for Emer-

son records. Iu faet his work to date has proved
so productive of results that J. I. Carroll, mauager
of sales of the Emerson Phonograph Co., has calle
the attention of the Emerson sales staff to the
methods and policies adopted by Mr. Shire in de-
veloping Emerson business.

In a recent letter Mr. Shirve stated that industrial
conditions on the Pacific Coast are most satisfac-
tory, and that Emerson distributors report the
closing of a phenomenal business. Among the new
Emerson distributors on the Pacific Coast estab-
lished recently by AIr. Shire are the following:
Western Jobbing & Trading Co., Los Angeles, Cal..
with a branch at San Francisco and another
branch to be opened shortly at Seattle, Wash.; the
Pacific Acecessory & Supply Co., Portland, Oregon;
Emerson Record Sales Co., Spokane, Wash.; Strev-
ell-Paterson Hardware Co., Salt Lake City, Utah.
In the Middle-West Mr. Shire established the fol-
lowing Emerson jobbers during the past few
months: Alexander Dirug Co., Oklahoma City,
Okla.; Southern Drug Co., Houston, Texas; Hessig-
Ellis Drug Co., Memphis, Tenn.; Marshall Wells

}
!
i
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“Fhe artist’s vaice 15
75 “NEW
EDISON
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.
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Specially Prepared Window for Use of Edison Dealers

units made up as follows: Centerpiece, 28x44; story, which is the one for the mouth of December. Co., Duluth, Minu., and Carpenter Paper Co., Oma-
copy card, 143,x2714; 6 record holder cards, size, The new window display service has alrcady ha, Neb.

13%x914. They are all lithographed in nine colors .been taken up eagerly by a great many Edison ——

on substantial stoeck, die eut, easeled, with Iustruc- dealers located in all sections of the country who If clothes didn’t make the woman some of them
tion sheet illustratiug best method of display. are planning to usc it to advantage. would look like men.

o : . : —_ -3

EXCLUSIVELY WHOLESAL!

VICTROLAS---RECORDS---REPAIR PARTS
“ CONVERTO CABINETS---SUPPLIES

The Toledo Talking Machine Co.
Toledo, Ohio
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! | FEdison Message No. 54

The progressive Edison dealer 1s a

busy man, but he is never too busy
to give considerable thought to his

il advertising policies and problems.

The progressive Edison dealer ap-
preciates the pulling power of Edison
Interlocking Advertisements

and runs them m conjunction with

every Edison magazine advertisement

that appears.

THOMAS A. EDISON, Inc.

ORANGE N. J.
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THE TALKING MACHINE WORLD SERVICE

JteTGidons Udge - L g

A DEPARTMENT DEVOTED TO PROMOTING RETAIL SALES

“An engine can move a steamship, but an idea can move the world"

Here are some 1deas that will help move the goods in your store

SHIFT your stock around now and then. The eye demands novelty.

If your customers get used to seeing the same things forever in the
same places, they eventually fail to see them at all. The eye passes
over them without sending any message to the mind. Your store looks
somnolent; you seem asleep; the dust settles down upon “the old pep”
and smothers it to death.

You woudn’t leave the same display in your windows mouth in
and month out. Make an equal effort to keep the inside of your store
interesting. Shift your pictures to different places; move your ma-
chines into new locations; take down old signs and hangers, and put
up fresh ones. Take records out of your files and display them on
counters or tables with colored cutouts or signs. Aveid that stale, dead
look.

Chase the hookworm through the back door and you’ll bring custo-
mers through the front door.

“The greatest of all faults
is the belief that you have none.”

THOSE colored cutouts which many dealers get each month to dis-

play the new records are decidedly attractive; but if you aren’t
able to get them in your town, don’t overlook the possibilities of sheet
music to help your displays of records.

For a few cents you can buy the sheet mnusic of your new popular
records. The title pages are usually of striking design, printed in
colors. Paste this cover page on a piece of heavy card board, attach
the record of the same song to the lower part of the board, and you’ve
got an effective display for your windows or counters.

Many of these sheet music covers are shown in the national maga-
zine advertising of the music publishers, and by showing this same
cover, you tie up the national advertising to your records. The result

is—SALES.

“d worker without geuius is better
than a genius who won’t work.”—Leopold Auer.

HAVE you got several branch stores in nearby towns? And do

they phone the main store four or five different times every day ?
And does the bill for telephone tolls at the end of the month take all
the joy out of your life? -

Then insist upon your branch employes making memorandums of
these matters on 8x5 cards and handing them to the branch manager,
with any necessary papers attached. Let the branch manager phone
the home office toward the end of each day and take up these various
matters all at the same time.

Of course, additional calls will sometimes be necessary in emer-
gencies, but judging by the experience of companies who have already
tried out this plan, you should reduce the amount of your tolls by 50
per cent at least.

“Swelled heads have no ears.”—Sid.

E on the watch for ancient musical instruments, or strange contrap-

tions from foreign lands, such as Chinese two-stringed fiddles,
African tom-toms, Hindoo cobra flutes, etc. Perhaps the director of
your local museum will lend you somc if you give the museum credit
in your display.

Such instruments give a striking effect in your windows, when con-
trasted with the talking machine. Your descriptive sign may be
headed, “Here is one instrument the (Name of Talking Machine) does
not play!”—then follow with a fcw words about how the instrument is
played, and where it comes from.

“d dead fish can float with the stream,
but it takes a live one to swim against it.”

Here is the wording for a form letter soliciting charge accounts
from your good customers. Send it out on your letterhead:

Dear Mrs. Blank:—

Wouldn’t you like to open a charge account with us?

\Veishould consider it a favor if you would allow us tn add your name
to our list.

It is so much more convenient to purchase your records by the charge
method, and make a single payment for your records at the end of the month,
than it is to pay in cash every time, with the bother of waiting for change.

Just put this letter in your handbag, and give it to the record salesman
next time yvou come in. We will open your charge account at once, and feel
sure you will find this arrangement convenient and satisfactory.

Very respectfully,
(YOUR STORE NAME.)

“Fools need advice most, but only wise meu
are the better for it.”—Beujamin Fraukliu.

NOVEL window card can be made up in the form of a bill, imi-
tating the rulings and arrangement of a billhcad, as follows:

Date: Right Now

YOU

owe to
Yourself, Dr:
365 ' Happy Days 1 Talking
. , Machine
1,000,000 | Smiles and
Records |

Anything
from $00.00
l $00.00
|
OVERDUE-—Please step in- |

side and remit at once
|

Instead of “Talking Machine,” insert the name of your leading
make, and your brand of records. Add the correct prices.
“More good ideas in business perish thau ever
see the light of day; and they do it simply for
want of ACTION.”—Walter H. Cottingham.

HE element of “news interest” in your window displays always
appeals to the public. The latter also has a keen appetite for his-
torical information, if administered in small, sugar-coated pellets.
Take advantage of this in planning your window displays. Send
one of your men to the public library with a notebook some dull morn-
ing. Let him look through the “Eneyclopedia Brittanica” or the “En
cyclopedia of Musical Biography” and note down the birthdays of
about twenty-five of the great musicians, choosing those of whose com-
positions you have records, such as Mendelssohn, Beethoven, Verdi
Puccini, Handel, Chopin, etc., also noting down some interesting
facts about their lives.
As these birthday anniversaries come along, put a card in vour
window aleng this line:

‘“Today, October 10th, is the birthday of
VERDI

the great Italian composer, born in 1813, the son of a poor innkeeper of Ron-
cole. Wrote his first grand opera at 26 and his last at 80, including such
classics as “Alda,” “Rigoletto,” ‘“Traviata” and ‘“The Masked Ball.”

“Among the beautiful records of Verdi's compositions are

@ (Follow with numbers, titles, artists and prices.)

“Come in today on Verdf’s anniversary and hear his beautiful composi-
tions on (Blank) Records—or any others you wish!”

If you have a large picture or plaster bust to go with this sign, so
much the better. Display also the records listed in your sign, and
you'll have an interesting, timely window that will stir up business in
your higher priced records.

EDITORS NOTE—Mr. Gordon, who writes this monthly page, is also director of ““The Talking Machine World Service.” Mr.
Gordon will publish on this page any good ideas submitted by you for the benefit of the trade, and, also answer any questions vou
may write him concerning merchandising problems. Use this department as much as you like. It is intended to serve you.
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UNICO Equipred Store of Edmund Gram, Milwaukee

Just now the holiday rush drives home the fact that confusion in handling cus-

- tomers is costly. Orderly service is a sound paying investment --- an effective

means of getting out of a crowd all the business there is in it. Unico Equip-
ment facilitates such service, making practically certain 100% sales.

Unico installation makes buying easier for your customer, by providing seclu-
sion in which to hear and select instruments and records. It releases your clerks
for proper attention to all. It creates an atmosphere of comfort in which to re-
ceive and serve your patrons.

Unico equipment consists of individual demonstrating rooms, counters, record
racks, etc. It is artistically adapted to various arrangements and decorative
schemes. The woods used are carefully selected, the cabinet work flawless.
Prompt shipment from stock in ten designs makes possible the completion of
your improvements without delay.

Leading music houses have found Unico Equipment invaluable as an aid to
their sales force and as an impetus to business expansion.

All the vital Unico advantages are fully set forth in our latest booklet, Musical
Merchandising—mailed on request.

Send—today—dimensions of your floor space, and plans and estimates will be
submitted, without cost to you.

Address our nearest office

UNIT CONSTRUCTION COMPANY

Rayburn Clark Smith President

NEW YORK 58thStreet & Giays Avenue LSHIC c'A’clo
PR Y PHILADELPHIA meng e
BOSTON SAN FRANCISCO
85 Essex Street Holbrook Building

Al
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The Trade inA Boston and New Engla.n:i

JOHN H. W ILSON, MANAGER, 324 WASHINGTON STREET, BOSTON, MASS.

BosToN, 3ass., November 7.—The Tiemont street
problem, whether it shall be made a one-way
thoroughfare or whether it shall be widened by
taking a slice off Bostou Common, is the great
question of the hour; and it is deeply interesting
the talking machine trade since many of the
retail stores are located either on this street or
adjacent to it. Boston Common, in the minds
of many of the older citizens, is historic ground
that must not be touched; in fact efforts have
been made in previous years to take a streteh of
land off of it in order to widen Tremont street,
now perhaps the most important street in the
downtown section of the city, but the plan failed.
Now the street commissioners are in favor of it
and the need of doing something definite is more
pressing than ever before. In a few days there
is to be a hearing on the matter and it is certain
to provoke some right-from-the-shoulder talk by
the proponents and the opponents of the widening
plan.

In the meantime work on the Arlington street
station of the Boylston street subway goes omn
apace. A portion of Boylston street adjacent to
Arlington is now boarded over, which neans that
cavernous excavations are now going omn under-
neath. This station will accommodate the trade
considerably for there are several talking machine
shops in the neighborhood.

Business Big BEverywhere

Business is big everywhere. Someone will rise
np to say this is the very season that it ought
to be large, that it would be strange if it wasn’t.
From what one learns at the shops and from the
jobbers the factories everywhere are rushed to the
very limit, and then some more, to get goods out,
and this particularly applies to the cabinet makers
who just now are doing business on an enormous
scale.

Released from Guard Duty

Arthur W. Chamnberlain, following a month’s
duty with the Massachusetts State Guard in con-
nection with the police strike, is again on his job
as manager of the talking machine department of
the Iver Johnsom Sporting Goods Co., Boston,
Mass. While he was patrolling the streets he was
able to keep in touch with his talking machine
duties.

Vocalion Men Enjoy Theatre Party

The Aeolian Employes’ Association, whose mem-
bers handle the Vocalion, all attended a perform-
ance of ‘‘Look, Who’s Here!’’ at the Colonial
Theatre the latter part of October. T. W. Hind-
ley, head of the Vocalion department, was in

i
" i

feinert Service Serves

35 ARCH ST.

M. STEINERT & SONS CO.

WHOLESALE HEADQUARTERS

BOSTON

INDIVIDUALITY

Our modern principles in distribution assure
to each New England dealer personal atten-
tion in solving their Victor problems.

charge of the party, which was the first one given
this season by the employees. Manager Hindley
reports a fine volume of business, but a scarcity
of goods. One of the latest acquisitions to the
Vocalion staff is W. P. Dockendorft, who lately
was sales manager of the talking machine depart-
ment at Chickering & Sons.
Wholesale Representative Barg a Visitor

A, C. Barg, wholesale representative of the Aeo-
lian Co., passed through town the latter part of
October, mmaking his headquarters for the time with
Local Manager Hindley. Mr. Barg has been
spending some time in Massachusetts territory,
and speaks euthusiastically of the volume of busi-
ness that is being done in the state, stating that
the dealers are preparing for a banner season.

Important House Takes on the Pathé

Manager R. O. Ainslie of the Pathé has just
signed up for a large order of goods with Boyle
Bros., a large Washington street department store.

Manager Fitzpatrick of the talking machine de-
partment had no sooner placed his initial order
than there were two successive calls for more
goods. The Outlet Furniture Co. of Everett, also has
been signed up for Pathé goods and a second order
of machines was asked for right after the first one.
Manager Ainslie, who is about putting through a big
[artford (Conn.) deal, says that goods are coming
from the factory in pretty satisfactory quantities,
although considerably more is badly needed.
Spencer Music Shop Opens

To read the sign of the Spencer Music Shop
in Boylston street ome would think that another
store had been opened but as a matter of fact
this is the new name of the retail department
operated by Kraft, Bates & Spencer, who as whole-
sale distributors of the Brunswick are making
great headway. On the mezzanine floor a number
of booths are being installed in addition to what

(Continued on Page 32)

85 ESSEX STREET

The Eastern Talking Machine Co.

VICTOR DISTRIBUTORS -
Now Wholesaling Exclusively

BOSTON
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are on the grouud floor so the store is now in a
pusition to meet the demands of a large number of
customers. An aecessory department has been
added to the business and this Iine has been
placed in charge of L. W. Coles.
Apollo Music Co. Buys Whitham Store

W. Harold Whitham, a Viector dealer at 1781
Washington street, has sold out his business to
the Apollo Musie Co., Ine.,, and the place is now
condneted by Mr. Heilaud.

Leaves on Business Trip

Wholesale Manager Kenneth Reed, of the Stein
ert Co., had made all arrangements to leave Boston
on November 2 for a Southeru trip when he sud-
denly realized that he would be dereliet in his
duty if he did not wait a few days so as to east
his vote on Tuesday at the State election, which
because of the issues involved is one of the most
momentous elections that Massaehusetts has had
in a loug time. Mr. Reed, therefore, made his
start ou the day after the election, leaving for
Washington, Baltimore, Philadelphia and® New
York with a clear conseieuee. While away he
will of course make a stop at the faetory.

C. L. Egner a Visitor

C. Lloyd Egner, assistant manager of the travel-
ing department of the Vietor Co. spent a few days
in Boston the latter part of Oetober, and was
pleasantly entertained by some of the Victor dis-
tributors.

Return From Honeymoon Trip

Emmet Ryan, one of the wholesale representa-
tives of the Vietor department of the Steinert
house, and his wife are baek from their honey-
moon which he and his bride spent in the White
Mountains. Mrs. Ryan before her marriage was
Miss Gertrude C. Gaubhan, of Brighton.

John Alsen Married

John Alsen, manager of the Barite Talkiug Ma-
ehine Co., was married a fortnight ago to Miss
Ethel E. Ekmark, of Arlington. Mr. Alsen and his
bride, who will eventually make their home in
Wollaston, are receiving the eongratulations of
their hosts of -friends.

Death of Wm. B. Forrest

Jobbers in Boston aud vieiuity learned with re-
gret of the death of William B. Forrest, manager
of the John J. Forrest Co., Lawrence, Mass., Victor
dealers. Mr. Forrest, who was well knowu to the
trade here, died after a short illness. He is sur
vived by his widow and one child.

Harvey’s Hallowe’'en Window

The handsomest Hallowe’en window seen in a
long time was that of C. C. Harvey Co. in Boyls-
ton street. Two gruesome sable-garbed witehes
occupied the eentre of the window while all in
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- PERFECTION searive TONE ARMS

| PERFECTION FLEXI-TONE REPRODUCERS

MANUFACTURERS—  The Perfection Flexitone reproducer No. 7 attached ||
JOBBERS— to the Perfection ball-bearing tone arm No. 4 plays 1,
DEALERS—

all lateral cut records on all types of Edison Disc
Machines. Made in nickel and 24 carat gold fin- ,
ish, extra fine quality disc.

These reproducers and tone arms are the very finest made, mechanically—reproducing as
the records were recorded in the recording room—Clarity of sound with great volume.

IN STOCK FOR IMMEDIATE SHIPMENT—WRITE FOR QUANTITY PRICES
Manufactured by | |I

New England Talking Machine Co. |

The Largest Manufacturers of Phonograph Accessories in the World l'

16-18 BEACH STREEL BOSTON, MASS.

Pacific Coast Distributor: WALTER S. GRAY .
942 Market St., San Francisco, Cal. lf

Phoenix Trading Co., 1265 Broadway, New York
Eastern and Export Office ‘

down-town hotels a month before. Ralph W. Long-
fellow, who had lately spent two weeks at the Vie-
tor faetory, made an interesting address on the
system of mauufaeture and output of the Viector
product. It is Mauager Batehelder’s purpose
to bold these gatherings at intervals throughout
the winter.
Held Meeting in Hartford

the foreground were pumpking and squashes made
to represent fantastic shapes dancing about over
the leaf-strewn floor. The products of the harvest
season were used plentifully in the window and
at one side was a handsome Victrola with a pump-
kin figure perched on top.
An Educational ‘‘Eat'’
All the employes of the Tremont Talking Ma-

chine Co. dined at Louis’s a week or so ago aud
the pleasant party was presided over by Manager
Warren Batehelder, who it will be reealled, filled
a similar post on a similar occasion at one of the

Joseph Burke, of the Musical Supply & Equip-
ment Co., took his entire organization down to
Hartford, Conn., the last Saturday in Oetober to
attend a conference of the parent organmization,

—— Oldest and Largest
Manufacturers of Talking

Machine Needles in the

World—There are several reasons

W. H. BAGSHAW CO., Lowell, Mass. *
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TRADE GLEANINGS FROM BOSTON

(Continued from page 32.)

the Electrical Supply & Equipment Co. The joint
conference proved very profitable to all concerned.
Meeting Needs of Expanding Business

Manager Burke, who is constantly expanding
his quarters at 221 Columbus avenue, has now
associated with him his brother, James E. Burke,
who is assistant sales manager. He was formerly
with the Emerson New England.

J. O. Morris, president of the Musical Supply
& Equipment Co., was a visitor to Boston a short
time ago making his headquarters with Manager
Burke.

To Attend Course at Victor Plant

AMiss Agnes Prince, of the Arch street store of
the Steinert Co.; Miss Martha Kay, of the Boyls-
ton street store, and Miss Doucet, of the Steinert
Fall River store, are leaving early in November
for the Vietor plant for a course of instruction,
similar to the courses that have been enjoyed
by many of the Victor distributing employees
within the past few months,

Attractive Cheney Display Rooms

The Cheney phonograph is now being earried
retail by the Schervee Studios at 356 Boylston
street, which is one of the most recent and most
beautiful establishments opened in the retail sec-
tion of the city. There are several booths of
unusually artistic design wherein to demonstrate,
and this department is in charge of Aarion
Cheney, lately of Philadelphia, who is himself
a member of the Cheney Sales Corp., of that city,
and a relative of the inventor of this talking
machine. Mr. Cheney, who is only lately out of
service, was with the famous 28th Division, bet-
ter known perhaps as the Keystone Division of
the Pennsylvania National Guard.

Open New Store on Washington Street

A new retail store to be opened up is at 39
Washington street, near the North station. It is
operated by Sam Katz, proprietor of the Coneclave
Phonograph Co. There is a full line of Columbia
and Victor goods earried. As it is adjacent to a
foreign neighborhood, records that might appeal
to these musie lovers are being featured. to
very good purposes.

To Install Demonstration Booths

Arthur L. Van Veen & Co., New York, have been
given a contract to install nine demonstration
booths in the Columbia department of the G Fox
department store, Hartford, Conn.

Plan Columbia Meetings
Manager Fred E. Mann is planning a fine series
of Columbia dealers’ meetings this winter. As
several have already been held in the Swiss room
of the Copley-Plaza that has been found an alto-
gether advantageous place for them. There are
always good artists and an informing talk on
matters pertaining to the business and how to
develop it.
Blind Roxbury Dealer Dies
. A. Coles, a blind talking machine dealer of
Roxbury, Mass., died recently at his home in that
city. He was sixty-seven years of age and had
for many years specialized in talking machines,
being a representative of the Cleartone line of the
Lucky 13 Phonograph Co., New York.

OUTING OF COLUMBIA ASSOCIATES

First Annual Affair of Members of Boston Organ-
ization Arouses Great Interest—Those Who
Won Honors in the Various Sporting Events.

Bostox, Mass., Novembter 3.—The first annual
outing of the Columbia Graphophone Associates,
composed of the personnel of the Columbia Graph-
ophone Co.’s wholesale and Dietaphone depart:
ments was held at Riverside on a recent Saturday
afternoon. The committes in c¢harge of the outing
consisted of T. M. Hayes, chairman; F. W. Swett,
William R. Fleming and Harold Kirshen. A
special car took the eighty or more out to the
recreation grounds from the South Station. There
was an extended programme of sports. The fifty-
vard dash for hoys was won by Joseph Hayves, of
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PORTLAND,
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DISTRIBUTORS
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the reeord department. The fifty-yard dash for
girls was won by Miss Mary Hanlon, of the ac-
counting department. The hundred-yard dash for
men was won by William R. Fleming, c¢ashier.
The fifty-yard speeial handicap was won by T. AL
Hayes, head bookkeeper.

The departmental relay race between the dieta-
phone department, sales department, shipping and
stock department and the accounting department
was won by the accounting department team eon-
sisting of T. M. Hayes, F. W. Swett, George Hem-
mer and W. R. Fleming. The egg race for girls
was won by Miss Mary Hanlon, of the aceounting
department. The three legged race for girls was
won by Miss Reardon, secretary to the mauager,
and Miss Cahill, of the aecounting departmeut.
The sack race was won by Aliss Mary Hanlon, who
is a star athlete, and who was congratulated upon
her many victories.

There was a special half-hour baseball game
between two teams of ladies, the features of which

were the pitehiug abilities of Mrs. Slingman, see-
retary to” the assistant manager and Miss Helen
Franeis, the head billing clerk. The baseball
game betweeu the salesmen and the office force
was wou by the salesmen, the seore being eight
to two.

Prizes for each event were distributed at the
conclusion of the athletic events by Manager
Mann and a picnie supper brought the happy event
to a eonclusion.

The wives of several Columbia Graphophone
Associates graced the oceasion with their presence
and General Sales Manager George W. Hopkins,
International Record Sales Manager Robert F.
Bolton, Dealer Service Departmeut Manager H. L.
Tuers and O. F. Benz, executive manager of the
Columbia record business, all of whom came down
from New York, added much by their presence
to the suecess of the oceasion. Messrs. Hopkins
and Boltou were the official judges and H. A.
Schmeideke, assistant auditor, was the offcial an-
nouneer.

The THREE BEST SELLING PROPOSITIONS

ALE PHONOGRAPHS

SEMI-PERMANENT NEEDLES

JONES---

MOTROLA

1N ONE

Steel Needles Jewel Points

KRAFT, BATES & SPENCER, Inc.

NEW ENGLAND DISTRIBUTORS
Albums

156 Boylston St.
BOSTON, MASS.

Record Brushes Khak: Covers
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Pathe Records.

146 Boylston Street

Distributors for New England

We are exclusive distributors for
New England for Pathe Phono-
graphs and the matchless line of

Write us. There are a few exceptional fields
open for good live representation.

Hallet & Davis Piano Co.

¥

BOSTON, MASS.

 MASSACHUSETTS COLUMBIA DEALERS VISIT THE FACTORY

Over Two Score Dealers and Their Assistants Travel to Bridgeport By Special Train and Are Taken on
Tour of Inspection of Great Plant—Those Who Made Up the Party

BosTox, Mass., November 3.—The first annual trip
of the Western Massachusetts dealers to the Co-
lumbia plant at Bridgeport, Conn., took place last
Thursday. The arrangements were carried out by
Ray Ott, the Columbia traveling associate in West-
ern Massachusetts, who makes his headquarters at
Springfield. When the special Pullman pulled out
of that city that morning there were forty-three
Columbia dealers and their sales associates in the
party, and sixty-five per cent. of all the Columbia
dealers in Western Massachusetts were represented.

An early luncheon in Bridgeport was served at
the Hotel Stratfield through the courtesy of the
factory executives. The Columbia dealers were then
given a brief but concise outline of the develop-
ment of the production program by T. C. Roberts,

assistant to the president, whose headquarters are
at Bridgeport. G. . Hopkins, general sales man-
ager of the Columbia Co., who had come down
from New York to greet the Western Massachus-
etts dealers, then made a brief address in which
he summed up in a very comprehensive way the
program of the geueral sales department and the
dealer service department which has been co-oper-
ating so effectively in the development of the deal-
ers’ business success.

R. L. French, traffic manager of the Columbia
Co., then took the party in charge and the members
were driveu to the West Plant in twelve limou-
sines. A tour of inspection of the plant was made
under the guidance of Mr. Crudgington, works
manager; Mr. Deau, assistant works manager, and

1.
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Lansing Khaki

! -l
No. 3 Carrying ) /
Strap Shown in

Cut

Despite the obstacles that have arisen during the
past year have maintained their high standard of

OQUALITY

“The Quality of the LANSING cover has given it leadership in the field.

o+

Moving Covers

These covers are made of Government

Mr. Wheadon, of the factory executive staff; then
the trip by the limousines to the East Plant where
Works Manager Brown and Charles Morrison per-
sonally conducted the visitors to the wonderful
new record plant, the production of which has in-
creased so tremendously. The party boarded the
special Pullman at 6:29 that evening for Spring-
field.

The members of the party included Fred E.
Mann, manager of the Boston branch, who was ae-

.companied by Mrs. Mann, and the following deal-

ers and sales associates: Mrs. Rachel Galbraith,
mauager, Grafonola department, C. T. Sherer Co.,
Worcester; Miss Elsie Russell, manager grafonola
department, Meekins, Packard & Wheat, Spring-
field, and her assistauts, Miss Grace Cook and C. A.
Robiuson; J. G. Heidner, proprietor of J. G. Heid-
ner & Son Co., with his assistants, Ray Heidner,
Albert Fay and Frank Kulpinsky, of Holyoke;
John Gardner, service department of the Halford
Associates, Ludlow; J. F. Geehern, Westfield; J.
Edwin Fletcher, manager of the Franz Yahn Serv-
ice, Springfield, and his assistant, William E. Vail:
Mzr. and Mrs. Frank Fay, Chester; Edward Adaskin,
store manager of the Adaskin Furniture Co.,
Springfield, and E. T. Sholes, manager of the
Grafonola department; Frank Andrusczkiewies,
Easthampton; H. L. Paradis and Gastou Levas-
seur, Millbury; R. H. Stowell, Floreuce, John B.
Hiteheoek, store manager, C. Hiteheock & Co.,
Ware; E. J. Lyons, Monson; A. B. Kenney, man-
ager, grafonola department, A. Steiger, Holyoke;
A. Winograd, manager Holyoke Phonograph Store,
Holyoke; John J. Szemela, manager J. J. Szeniela
& Brothers, Ludlow; George J. Carroll, Gardner;
Miss Marion E. McLean, manager grafonola de-
partment, MeLean Brothérs, Inc., Holyoke, and
Matthew F. MeLean; William Mirkin, Springfield;
Mr. and Mrs. A. H. Stanton, Huntington; George
H. Sharp, president, George H. Sharp Co., Ine.,
Westfield; M. Lamoureux, Jr., manager grafonola
department, M. Lamoureux & Co., Spencer; F. R.
Kent, manager grafomola department, Summer-
field’s, Worcester; John C. Burms, Webster; P. N.
Cuccaro, manager grafonola department, Italo
American Emporium, Worcester; Louis M. Schiff,
mauager grafonola department, and August Loui-
son, of M. Schiff & Sou, Adams; Harry Wernick,
manager, Kaplan Brothers, Chicopee Falls.

NEW EARL SHEPHERD STORE

Coast Dealer Has One of the Largest Record
Stocks Between Portland and Sacramento.

Kramara Farns, Ore.,, November 3.—The new
store of the Earl Shepherd Co. is a credit to a town
of but six thousand people and the location at 507
Main street is fitted up iu the ost modern way.
Three Unico booths have been installed aud a mez-
zanine floor for the exclusive display of talking
machines has been coustructed. Because of the
smallness of the town and county the Shepherd
Co. has added several outlying counties to its ter-
ritory and this is covered by a fleet of specially
constructed trucks. The lines carried are Victor,
Columbia and Sonora machines and Vietor and Co-
lumnbia records.

gend for Dascriptive Clreular

DEMONSTRAT]ON BOOTHS

Khaki, interlined with heavy feltin Grade
A, or cotton in Grade B, fleece lined, quilt-
ed and properly manufactured under the
personal supervision of E. H. Lansing, the
originator of the Talking Machine Cover
for protection in moving. Made in two
grades.

Write for prices and
descriptive catalogue

E. H . LANSING

611 Washington St., BOSTON
San Francisco Representative : WALTER S. GRAY

942 Market Street
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FRANK B. CURRY.
72-74 Dedham St.

“SOUND_
PROOF

Boston, Mass.

We have an immense cabinet factory in N.
Y. City—which means quick shipment

STODART PHONOGRAPH CO. Inc.

119 West 424 St. - - New York City

JAQUITH MACHINERY BUREAU, Inc.

Deslgners and Bullders of

SPECIAL MACHINERY

Mechanical and Electrical Devices
Designed, Developed and Patented

Correspondence with Talking Machine Industry invited
77-79 North Washington St., Boston, Mass.
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Fig. A—This shows a new record and a new steel needle.

perfectly and tends to wear the groove sides. This shortens the life of the record and
makes accurate sound reproduction impossible.

Fig. C—As the Sonora Semi-Permanent Silvered Needle wears, having parallel sides, it always
fits the record groove perfectly.

Fig. B—The steel needle wears rapidly. and being tapered. it can no longer fit the record groove ‘

Semi-
rermanent NEEDLES

are steadily and attractively advertised l
and the public buys them by the millions
These remarkable needles ﬂ

G THE INSTRUMENT OF QUALITY

CNovr,

CLEAR AS A BELL

Play 50 to 100 times
Mellow the tone "
Are more convenient
(Doing away with constant needle changing.)
Are more economical
(In the saving of wear of the records.)

Are used on ALL. MAKES of steel needle records.

Increase the life of the records.

Because of the great demand for these needles it would be an ad- j
vantage to you to place your orders early and in large quantities.

Counter display, holding 6 cards of needles (5 needles per card),
retails for $1.50 in U. S. (25¢ per card) and $2.40 in Canada (4oc per
card), making a quick and substantial profit for you.

Today send in your order. You need these needles no matter what
make of phonographs or records you handle.

Sonora Phonograph Sales Company, Y.

George E. Brightson, President

New York City—279 Broadway Toronto Branch % L M;I;t;gnglsdg Co.

CAUTION: Beware of similarly constructed needles of inferior quality!




This pictures an interesting window along Broadway, New York. Experience shows that
crowds gather to study Sonora needles, and many passers-by stop. study the display and enter
the store to ask for sample needles, to buy thesz needles. and to get phonograph catalogs. It
pays to feature Sonora Needles.

THE INSTRUMENT OF QUALITY Semi
!“‘ a i ﬂ ! Permanent IE:IE:DI IE:S
CLEAR AS A BELL Silvered

attract scores of new customers to your store and
create exceptionally desirable repeat business

These wonderful needles are the best little trade-developers you
ever saw. They get people into your establishment who never would
have come to you except for these needles. They enable you to make
not only an excellent profit on the needles but they give you a fine
chance to sell records and instruments.

The call for these needles is increasing daily. Everyone agrees
that they are all they are claimed to be and that they give wonder-
ful satisfaction. The advertising reaching millions, in such maga-
zines as Saturday Evening Post, Literary Digest, Ladies Home Journ-
al, Pictorial Review, American Magazine and a long list of other
great publications, makes people want these needles.

Stock them---display them---they’re big popular favorites.

:[\‘ Three Grades: Loud --- Medium --- Soft

25¢ per card of five --- goc in Canada.

Sonora Phonograph Sales Company, Inc.

George E. Brightson. President

New l};c,)trkycity—279 Broadway Toronto Branch 3 L M;r;tggnglsdg -t
CAUTION! Beware of similarly constructed needles of inferior qudlity
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CHAS W. KALDER, INCORPORATED

Grand Rapids Company to Have $100,000 Capital
Stock—Will Represent Varied Interests Hitherto
Controlled by President of Company

Chas. W. Kalder, Inc., has beeu organized with
headquarters in Graud Rapids, Mich., with a cap-
ital stock of $100,000, of which $£60,000 has been
paid in. This company will own and operate the
OheH Record Distributing Co., of Grand Rapids,
Detroit, Fort Wayne, Cleveland and Indiauapoelis,
jobbing the records wade by the General Phono-
graph Corp. They will also handle the Heineman,
Meisselbach, OkeH motors, aud other talking ma-
chine supplies. The United States Music Rolls
will be also handled by this house, as well as other
specialties, including the Kalder record demoustra-
tiou booth, automatiec cover support, automatic
stop and other specialties designed by Chas. W.
Kalder, president and founder of the company.

H. ROYER SMITH CO. OPEN STORE

Buys Business of Drew Music House, Philadelphia,
and Will Conduct Retail Business

PHILADELPHIY, Pa., November 4—H. Royer Smith,
for the past six years connected with the whole-

H. Royer Smith

sale Vietor department of Lyon & Healy, Chicago,
and since May, the Pennsylvania representative
for the Vietor Talking Machine Co., recently
formed the H. Royer Smith Co. and assumed
ownership of the Drew Music House on Walnut
at 10th street. With such experience as Mr.
Smith brings, after six years of inteusive study
of Vietor merchandising, it is safe to assume that
Victor representation in Philadelphia will be
further strengthened by such an exelusive down
town Vietor store, as Mr. Smith is planning.

STERLING ENTERPRISES ORGANIZED .

Sterling Enterprises, New York, has been incor-
porated with a capital of $10,000 to mauufacture
talking machines. The incorporators are A. Sond-
heimer, E. S. Becker and M. Michelson, 182 St.
Nicholas avenue.

The Robelen Piano Co., Victor dealers in Wil-
mington, Del., has converted almost the entire first
floor into a talking machine display room.

We can ship you phonographs at once. Finest
cases—best equipment.

STODART PHONOGRAPH CO. Inc.
119 West 424 St. - - New York City

Send for Our Wholesale i

HOLIDAY BARGAIN BULLETIN

Replete with money-making opportunities.
Something new in the trade—that will aug-
ment your Holiday business.

COLE & DUNAS MUSIC CO,,

35

Ideally Equipped for
Efficient Service to
the Victor Dealer

Mellor’s,whose Victor Whole-
sale Warerooms are here il-
lustrated, would appreciate
the opportunity of demonstra-
| ting to you their prompt and
% efficient service.

Victor Wholesalers

A OFFICE
Established e 0 t 604 Wood St.
1831 PITTSBURGH

604 Wood St. Pittsburgh

EDISON INTERLOCKING ADS PROVING A GREAT SUCCESS

Publicity Department of Edison’s Putting Out a Saries of Newspaper Ads to Link Up With National

Campaign—Dealers Are Furnished Each Moath with Dazatails of Advertising Campaign

54 W, Lake St. CHICAGO, 11.

The advertising department of Thos. A. Edison,
Inc., uuder the able direction of Arthur J. Palner,
advertising manager, is putting out a series of
newspaper advertisements for the use of Edison
dealers, which is known as the Tuterlocking Series.

Each month, in its advertising in the national
magazines, the Edison Company adopts a new and
distinctive theme. The Edison decalers are in-
formed previously of just what this theme will be
through advance proofs of the copy to be used
in the magazines. They are also given a list of
the publication in whieh the ‘‘ad’’ is to appear.
Along with this, goes proofs of twelve or more
complete advertisements especially designed for
the dealer to use in his local newspapers.

These advertisements, of course, offer a great
variety of appeal but are, in every case, so con-

structed as to definitely link up with the uational
advertising eampaign for each specific wmonth.
Hence, the term ‘‘Edison Interlocking Advertise-
ments’’ for rctail Edison merchauts, the great
value of which is common talk throughout the
Edison trade.

MUSIC LURES SNAKE TO END

Charmed by the music of a phouograph a ecopper-
head snake threc feet long squirmed into the musie
store of C. C. Keys, Salem, Ill., recently. The
snake was coiled up near the phonograph when it
was discovered. It was killed before it had a
chance to strike. It was one of the largest copper-
heads ever seen in this section, according to the
opinions of the ‘‘old-timers.”’

CLEVELAND
943-947 Chestnut Avenue

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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NY-C

PronocrapH Co.
THE PHONOGRAPH OF QUALITY!

The “Big 3 Sales Factors

Purity of Tone
Beauty of Design
Quality of Workmanship

We are three months old and several hundred dealers
have firmly established us in the
talking machine field.

+

The spontaneous success of the Metro has proved that our product
is the genuine article — the cause of admiration to all who hear it.

It is an instrument of real merit built up to a high standard of quality
that ““none’’ has surpassed.

The Metro affords a secure foundation
for the building of a profitable business.

We will soon be able to announce
“Dealers Everywhere.”

Be ready for the brisk holiday business.
Variety of models retailing up to $200.00

SALES ROOMS (2{1:/t? []

154 Nassau Street NY-C

(City Hall Sq.) PHONOGRAPH CO
NEW YORK CITY
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FACTORY

55 Vesey Street
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AN EXCELLENT BUSINESS REPORTED BY ALL DETROIT DEALERS

City Rapidly Growing in Population and Talking Machine Sales Are on High ILevel—Transporta-
tion Difficulties Felt—Pathé Sales Steadily Increase—Record Demand Big

DETrOIT. Mich., November 5.—The best news that
retail merchants here have heard in a long vwhile
is that Detroit is now a city of mearly 1,250,000
population and that by another five years it will
be not less than two million. This prediction is
based on the number of people coming to Detroit
every month at the present time and the fact that
local factories are building additions that will re-
quire increased workers to inore than bring the
population up to the two million mark. In co-
operation with leading financial institutions and
the Board of Commerce, arrangements are being
made for the building of thousands of new homes
during the coming winter and spring. Even at
the present time new homes are being erected in
every direction of the city, but of course not suf-
ficient to even begin to supply the demand.

One would think that the searcity of homes
would react on the talking machine business, but
the demand is so brisk for machines that dealers
do not notice the number of sales that are lost to
them through the home shortage. Which further
goes to prove that if conditions were back to nor-
mal so far as the housing situation was concerned,
dealers would be doing at least three times their
present business.

Tp to a few weeks ago there was a steady flow
of talking machines into this city, and jobbers
were very well pleased with the way shipmeuts
were coming along, which enabled them to take
better care of their customers. But ten days ago
the railroad administration ordered an embargo
on all less-than-carload shipments, and for a while
there was an express embargo which temporarily
disarranged distribution. With the coal strike on
at the present time, jobbers and dealers are a little
worried as it is bound to have a bad effect ou
goods in transit should it continue for any length

What are you going to

do for Records this |\
N

Christmas?

Write us for Our Special List

of time. However, the strike is near an end.

Dealers report that never have they had such
big down payments, and so many cash sales. Fur
thermore, they report that collections are holding
up better than ever before, and repossessions are
becoming more rare every day. This not only re-
flects the prosperity of Detroit but the fact that
people themselves are becoming more businesslike
in their dealings.

The Pathé line of talkiug machines and records
has made great progress here within the past six
months. The jobbing is done by Williams, Davis,
Brooks & Hinchman Sons Co. Awmong the live
wire dealers are the Pathé Shop on Broadway, and
some of our leading furniture dealers. The Pathé
Shop, owned by the H. N. Ness Co. has taken its
place among the wide-awake dealers and is now
one of our best local advertisers. The results
speak for thewmselves, as the store is doing a tre-
mendous business. A new Pathé dealers in Detroit
is the Cunningham Drug store at 155 Woodward
avenue, which is in the best retail section of the
city. The Pathé departmment is on the mezzanine
floor overlooking the main floor and is in clharge
of W. R. Fife. Young ladies are in charge of the
selling and demonstrating and the department is a
very complete one. The Reliable Furniture Co.
and the Brushaber furniture stores have complete
Pathé departments and are pushing them to the
limit.

Frank Bayley, Edison dealer at 111 Broadway,
says his Edison business this year will show nearly
a 400 per cent. increase over 191S. Some of the
very wealthiest people in Detroit have recently
placed orders for Edisons with Mr. Bayley.

Despite the scarcity, the J. L. Hudson talking
machine department is well stocked with Victrolas,
Sonora and Cheney talking machines. Manager

3
<
<
<
~»

© R

e~
=

T T T _M_é/'

THE GATELY-HAIR

JOHN L. GATELY, Pres.

7]
R
O
— =

[y

VICTOR DISTRIBUTORS

121 N. PEARL ST.

WHOLESALE EXCLUSIVELY

B ALBANY

A '

= “for Capi " 0?? ) (i l
or Capital Service A

ALBANY, N. Y.

EQ Andrew has been preparing for a shortage for
more than a year, and while he is still in nees
of machines, he says he is in excellent shape to
take care of a big holiday trade.

The new period designs at The Edison Shop, on
Woodward avenue, have been attracting consider-
able attention. Peter C. Sweeney iu charge of re
tail sales there, reports excellent husiness.

The store at 84 Broadway, conducted by the
Clough & Warren Co., who mnanufacture the Mana
phone talking machine, has added the Pathéphone
and Pathé records.

The Bush & Lane Co., with an upstairs store on
Woodward avenue, is pushing its own make of
phonograph even stronger thau its lines of pianos
and players, which speaks well for the talking
machine industry.

All of the local piano stores, operated by the
factories, such as A. Starck Co.,, Smith &
Barnes and Steger, are carrying their own makes
of talking nachines to the exclusion of outside
lines.

The C. L. Marshall Co., Michigan jobbers for the
Sonora, report that their business is limited onlyv
by their capacity to get the goods.

Charles H. Grinnell, manager of the wholesale
Vietrola department of Grinnell Bros., says there
isn 't a single thing new to report. ¢‘Its the same
old story—give us more goods and we can sell them
all’" he declared.

Record business throughout the entire territory
is exceptionally good—such is the report of job-
bers and dealers and it applies to every make of
reeord.

Wallace Browu, Brunswick dealer at 31-33 Kast
Grand River avenue, has a new way to get around
the interest charge. He makes his price to include
interest and if the customer pays cash this interest
is discounted. If the payment is made within
sixty days the customer is allowed to disecount his
interest. ALr. Brown says this system has worked
out very well and he predicts it will become a general
practice in the future.

Seven Railroads
Two Barge Canals
One River

FROM US TO YOU
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Atlanta, Ga

.Phiitips & Crew Piano Co.

Baltimore, Md...Cohen & Hughes
E. F. Droop & Sons Co.

Eirmingham, Ala.Talking Machine Co. |
Eoston, Mass....The Bastern Talking Mach. |
Co. |
Oliver Ditson Co.
Buffalo, N. Y....W. D. & C. N. Andrews
Burlington, Vt..American Phonograph Co.

Eutte, Mont.....Orton Bros.

Chicago, Ill...., Lyon & Healy

Cincinnati, O....The Rudolph Wurlitzer Co.
Cleveland, O.....The Collister & Sayle Co.

The Eclipse Musical Co.
Columbus, O... _The Perry B. Whitsit Co.
Dallas, Tex.....Sanger Bros.

Talking Machisn
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The success Victor dealers
are having with the Converto
is largely due to its double
sales value. Not only does
it sell easily to peoplewho
own a portable Victor alone,
but it also provides the Vic-
tor dealer with an effective
means of successfully meet-
ing the competition of low-
priced cabinet machines.

The C. J. Lundstrom Mfg. Co.

LITTLE FALLS, N. Y.

Lundstrom ‘““Converto” cabinets are broadly covered

1
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by patents. Infringements will be promptly prosecuted
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Converto
Wholesale Distributors

Denver, Colo.,. ..TheCIo{.night-Campbell Music Peoria, Tl ..... Putnam-Page Co., Inc.

| Philadelphia, Pa.The Geo. D. Ornstein Co.

Des Moines, Ia, . Mickel Bros. Penn Phonograph Co., Inc.

Elmira, N. Y....Elmira Arms Co. | H. A. Weymann & Son, Inc.
El Paso, Tex....W. G. Walz Co. l Pittsburgh, Pa.,W. F. Frederick Piano Co.

Houston, Tex....The Talking Machine Co. of C. C. Mellor Co., Ltd.
Texas. Standard Talking Mach. Co.

Kansas City, Mo.J. W. Jenkins' Sons Music | Portland, Me. .. .Cressey & Allen, Inc.
Providence, R. I.J. Samuels & Bro., Inc.

o.
Schmelzer Arms Co. Richmond, Va...The Corley Co., Inc.

Memplis, Tenn..O. K. Houck Piano Co.
Milwaukee, Wis.Badger Talking Mach. Co.
Mobile, Ala..... Reynalds Music House
Newark, N, J....Collings & Price Co.
New York, N. Y..Emanuel Blout
C. Bruno & Son, Inc.
The Cabinet & Accessories
Co., Inec.
Knickerbocker Talking Ma-
chine Co.
Omaha, Neb.....Mickel Bros. Co.

W. D. Moses & Co.
San Francisco,
Cal .......... Walter S. Gray
Sioux Falls, S. D.Talking Machine Exchange
St. Paul, Minn..W. J. Dyer & Bro.
Syracuse, N. Y...W. D. Andrews Co.
Toledo, O........ TheCToledo Talking Machine
0.
Washington,D.C..Cohen & Hughes.
E. F. Droop & Sons Co.

) 9. PN

X XX

B3

e L e e R T T T T

e T T T

DOCE

P €. 0 (" ) ¥ ¢ > 0.0

2 X oL

AEE‘Y

— ) )




NOYEMBER 15, 1918

THE TALKING MACHINE WORLD

SOUTHERN CALIFORNIA ASSOCIATION MEETS AND DINES

San Diego Men Attend Great Gathering of Music Trade Assoclation in Los Angeles—Officers Elected—
Important Business Transacted—Pathé Line With Barnes Co.—Other News of Interest

Los AXNGELEs, November 4.—The Music Trades
Association of Southern California held its first
general meeting at the Hotel Clark recently.
Thirty-nine sat down to dinner at 6:30 P. M. They
included Chairman Boothe, general manager music
department Barker Brothers; Manager La Motte,
Thearle Music Co., San Diego; MManager Morse,
Southern California Music Co., San Diego; N. F.
Maw, of Gray-Maw Music Co., president San Diego
Music Dealers’ Association; Manager Dible, Barker
Brothers, San Diego; Manager Gillette, Covina
Furniture Co. Also the following Los Angeles

Interesting speeches were made by Messrs. La
Motte, Fybush, Boothe, Morse, Garland, Sunder-
land and others. A general discussion took place
with regard to the advisability of limiting the
length of talking machine contracts from fifteen
to twelve months.

The San Diego Musie Dealers’ Association was
unanimously invited to join the Music Tiades
Association as a unit and President Maw, with
the support of those members present, accepted.

Unique Window Display
A very original and attractive window: display

- 2T 1,.;1 G,
. i3 L. ] S~ =

3 . 2.
il T .f * ol

Dinner of the Southern California

dealers: George Barnes, president Barnes Music
Co., Manager Humphrey, music department, A.
Hamburger & Sons; Messrs. Faulkner and Frank
Salyer, Bartlett Music Co.; D. G. Sunderland and
A. Darvill, music department, Broadway Depart-
ment Store; Nat Schireson, Schireson Bros.; J. D.
Scouller, Fitzgerald Music Co.; E. E. Smith, Smith
Piano Co.; W. H. Richardson, Richardson’s, Inec.;
J. R. Patten, Zellner Piano Co.; J. Hathaway and
A. Westphal, Southern California Music Co.; J.

Schireson, Schireson Bros.; H. Jackson, Wiley B.

Allen Co.; G. and H. Glockner, Wm. F. Glockner
Music Co.; Howard Brown, phonograph depart-
ment, Lyon-McKinney-Smith Co.; B. Platt, presi-
dent Platt Music Co.; A. Barnes, Barnes Music
Co.; H. Beck, Platt Music Co.; F. Ahern, Ahern’s
Song Shop; W. B. Miller, Barnes Music Co.; H.
Baxter, Baxter-Northrup Co.; also J A. Voorhies,
Brunswick-Balke-Collender Co.; C. H. Yates, phon-
ograph accessory jobber; F. Fybush, Blue Bird
Talking Machine Co.; C. E. McCartney, represent-
ing W. 8. Gray, San Francisco; Representative
Garland, Victor Talking Machine Co., and Secre-
tary Farquharson.

An election of officers took place after dinner
resulting as follows: President G. S. Marygold;
vice-president, B. Platt; treasurer, E. E. Smith.

CHAS. H. YATES

311 Laughlin Bldg. Los Angeles, Cal.

Manufacturers’ Distributors of High
Grade Phonograph Accessories and Supplies. |

Send for my new catalogue and price list. It
will interest you.
TELL ME WHAT YOU WANT
“If I haven't got it, I'll get it for you.”
This is part of my service.
Exclusive Pacific Coast distributor for the

JONES-MOTROLA

Don’t get left without stock—i’ wil pay you
to read our advertisement—-see
Directory, last page

STODART PHONOGRAPH CO. Inc.
119 West 424 St. - - New York City

Send for Our Wholesale

HOLIDAY BARGAIN BULLETIN

Replete with money-making opportunities.
Something new in the trade—that will aug-
ment your Holiday business.

COLE & DUNAS MUSIC CO.,

54 W, Lake 8t. 883 83 CHICAGO, 1nl.

Association at the Hotel Clark
has been featured lately at Barker Brothers.
What might be deseribed as a very over-grown
Vietrola IX, with a monster Red Seal record four
feet in diameter revolving on its turntable, sur-
rounded by flashing electric bulbs is shown. The
raised lid, fitted with mirror back, reflects the big
record as well as the giant tone arm and sound
box, while the spacious horn or tone chamber, de-
picting the ‘‘Nile Scene’’ from ‘Aida,’’ forms
an ideal stage peopled with exquisitely modelled
actors in miniature.

Representative Bonnell in Los Angeles
E. M. Bonnell Western travelling representative
for the Somora Phonograph Co., returned to Los
Angeles after an extended trip in the Northwest.
He reports excellent business all over, especially
in Seattle and Spokane. Mr. Bonnell expects to
remain here about four weeks.

Sells Talking Machine Department
W. B. Miller, who has conducted a talking ma-
chine department for some months in Ahern’s
Song Shop on Hill street, has sold out his inter-
ests to R. A. Brainger. Additions will be made

in the department and the Mandel phonograph
and Emerson records will be featured.
Adds the Pathé Line
The Barnes Music Co. has installed the complete
line of Pathéphones and Pathé records. Extensive
alterations and improvements are planned 1
out the department in the near future but t
Fall and Holiday rush compels a postpo:
of same until January.
Blue Bird Phonograph Winner
General Manager Fybush, of the Blue Bird Talk-
ing Machine Co., whose offices are at 312 H. W
Hellman Building, Los Angeles, announces that a
first prize and gold medal have been awarded to
the Blue Beard Phonograph at the California In.
dustrial Exposition recently held in San Francisco.
The Blue Bird phonograph is handled in Los
Angeles by Geo. J. Birkel Co., Platt Music Co.,
Broadway Dept. Store, Bartlett Musie Co., and
Zellner Piano Co.
Emerson Sales Increase
The Western Jobbing & Trading Co., jobbers of
Emerson records and Mandel phonographs, report
wonderful business for October and excellent pros-
pects for the next two months. Emerson records
are being strongly featured by most of the big
music houses in Los Angeles. The saxophone rec-
ords by Wiedoeft are special favorites, due to the
fact that the accomplished soloist is well known
locally.
The Latest ‘‘Talker’’
¢‘Diamond Dick’’ Jackson, second son of Harold
Jackson, manager of the talking maechine depar-
ment of the Wiley B. Allen Co., Los Angeles, ar-
rived on October 29th—weight seven pounds.

LARGER QUARTERS FOR MUTUAL CO.

The constantly inereasing orders for their
products has necessitated the Mutual Talking Ma-
chine Co. taking a larger loft for their factory at
151 Lafayette street, New York. This new miove
will enable them to greatly increase their product
in accordance with the heavy demands. The ex-
ecutive offices at 145 West 45th street will not be
moved. Wm. Phillips, president of the company,
reports that orders already in hand for the coming
year indicate a continuance of big busines:
throughout 1920.

First Business Man—‘‘How are things with you
now?’’

Second Business Man—*“Oh, simply splendid. The
men have been on strike only three times this wesk.”’
—Passing Show.

0000000004960 00000000090000000000000000000060606000004

4804

;4 e 4 ) 4 P 1-8 4 e

*Ballet Girl"*

PHONO-MOVIE & SUPPLY CO.

HOLIDAY ORDERS MUST BE RECEIVED I TWO WEEKS IN ADVANCE
36 East 23rd Street

Dealers’

90% Profit

Phono-Movie Sells on Sight!

*Dancing Darkey™”

Get in on the best novelty proposition of the
season.

Easily Operated on any Disc Phonograph.
Does not interfere with the record. A small.
highly colored, artistically designed figure
placed (not fastened) directly in front of the
turntable, mechanically devised so thatit dances
as the record is played. Most entertaining to
watch because of its ever-cbanging action. Adds
greatly to the “pep” of the prcsent “jazz™
records. As a novelty it sells itself, by placing
it on the machines when playing dance records
to customers.

Complete attachment, with actors,
retails for . . . . . . $1.50
Cost to" dealers, $10.50 per dozen. Send omne
dollar for sample outfit. Extra figures, $2.00
per dozen.

NEW YORK
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§ 10-14 NORTE DIVISION ST, WHOLESALE DISTRIBUTORS BUFFALO, N. Y, § ,
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§ We present the §\
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% The Most Vaiuable Obtainable Agency! §
§ To substantiate this statement we will not make extravagant claims, though we know we could well afford to. \§
§ We content ourselves with presenting a plain, straight-forward business argument. §
\ §
§ BECAUSE it really has BECAUSE its uniform cab- §
§ genuine excellence and inet design is simple and § i
§ beauty of Tone. clean-cut. § .
§ The big VITAL POINT Pleasing and acceptable to § |f

all classes \
necessary to SUCCESS. g &q ‘.
. il . i All wooden tone chamber. § '
Motor, quiet running, labor Tor e arm oo Sy \
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7%

atory tested—

The Famous
STEPHENSON
PRECISION
Enough Said!
e

AVOID REGRETS

HEAR
The
MASTER - TONE!

$95.00
$110.00

S

course. Sound box—

The New
HEINEMAN-
MEISSELBACH
Enough Said!
Jetol=l
MAKE COMPARISON

LET
YOUR EAR
DECIDE

$125.00
$150.00

The fact that we can make IMMEDIATE DELIVERIES of four popular priced sizes entitles this-line to its
accomplished establishment in the better-class stores where, in critical comparison
with other standard lines, it is proving equally successful.

DISCOUNTS AND TERMS TO DEALERS ON REQUEST .
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INDIANAPOLIS EDISON SHOP CELEBRATES FIFTH ANNIVERSARY

Five Thousand People Attend Tone Test Held to Mark Event—Demands Still Keeping Ahead of Ma-
chine and Record Supplies—Indiana Columbia Dealers Meet—Co-Operative Advertising for Victor

Inpraxaporrs, Ind., November 7.—The Edison Shop
celebrated its fifth auniversary with one of the
largest and most successfnl Edison tone-test con-
certs that has ever been given when nearly 5,000
persons were entertained at the Murat Theatre,
Sunday, October 19. The artists in the concerts
were Miss Amy Ellerman, Calvin Coxe and the
Fleming Sisters’ Trio. The audience was enthus-
iastic over the wonderful tone-tests which proved
the ability of the Edison to recreate musie.

Walter Kipp, president of tlie Kipp Phonograph
Co., Edison distributors, was highly pleased at the
success of the concerts. Page advertisements were
used in the local newspapers before and after the
concerts and much favorable publicity was
obtained.

Mr. Kipp said that while there is a shortage of
Edisons now and some people cannot understand
the reason for carrying on advertising under such
circumstances, he believes that the wisest plan to
be followed is to keep up the advertising so that
when conditions begin to readjust themselves to
normal they will be inore easily met.

All of the wholesale houses report an unnsnally
heavy demand for machines and reecords. Many
prospective new dealers are being put on the wait-
ing list because there is no chance of handling
their business now.

The Mooney-Mneller-Ward Co. reports that the
demand for Pathé machmes and records was uever
heavier.

George Stewart, manager of the Stewart Talking
Machine Co., Victor distributors, has started a co-
operative advertising campaign of the seven Vie-
tor dealers in the city and beginning November 1,
a large number of painted and illuminated bill
boards will keep the Victor message before the
eyes uf the public, the smallest sign being 12x15
feet and the largest, 20x50 feet.

Mr. Stewart points with interest to a case of
where a Victrola took the place of a minister in
Alexandria, Ind., where Mr. Bailey, of the Ed-
wards Co., pressed into service a Vietrola when
he found the pastor was unable to hold services.
A number of sacred anthems, readings and patri
otic songs were played and the cougregation was
-eported enthusiastic over the novel services.

The Kiefer-Stewart Co., distributors of the So

“The Music Withoui the Blurl”

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

MARVELOUS MAGNOLA
“Built by Tone Specialists”

““Magnola’s Tone Deflector climinates the scratch”

“Watching The Music Come Out

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

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

MAGNOLA TALKING MACHINE COMPANY
OTTO SCHULZ, President
General Offices Southern Wholessle Bronch
71l MILWAUKEE AVENUE 1530 CANDLER S8LDG.
CHICAQO ATLANTA, GA.

nora, reports a remarkable business. The exten-
sive advertising heing done by Charles Mayer &
Co. here is fast placing the Sonora among the top
notchers as the merits of the instrument are being
brought before the attention of the publie.

Frank Butteweiler, manager of the Brunswick
Balke-Collender Co.’s braneh here, says that his
Brunswick business coutinues to be limited by the
unmuber of machiues he can get from the factory.

The Indiana Columibia dealers attended the usual
dealers’ meeting at the Lincoln Hotel, on October
27th. The gathering was addressed by Bon L.
Brown, manager of the Indianapolis branch, who
spoke on the dealers’ co-operation with the coi-
pany’s plans. Bentley Ball sang a uumber of se-
lections, which he will use in connection with his
recitals in the schools—The Song-A-Logue Of
Anerica—and the December records were played
on a Grafonola. J. E. Henderson, Evausville rep:
resentative of the Columbia Graphophous Co.,
spoke on Columbia Advertising, especially the
new 1920 Columbia Calendar.

T. B. Niles, formerly with the general sales de
partment of the Columbia Co., has beeu appointed
assistant manager of the Indianapolis braneh, sue-
ceeding J. A. Kirkpatrick.

George Standke, manager of the Brunswick
Shop, was visited by Mr. Shank, the manager of
the Brunswick factories, and the report he gave
on production was encouraging, Mr. Standke said,
The Bruuswick Shop scored a hit when it featured
in a wiudow display an eleetrical ¢‘shimmying’’
doll.

Carl Andersou, of the Indianapolis Talking Ma
chine Co., says that many inquiries are being re-
ceived from dealers regardiug the telephone con-
cert method of selling records. All a customer
has to do is to teleplhione the store and ask to hear
a record which is played in a booth with special
mechanical attachments.

The Pathé Shop, IE. R. Eskew, manager, has been
carrying on an aggressive mewspaper advertising
campaigu. He says that the business is to be had
and he believes in going after it.

The talking machine department of the Pearson
Piano Co. continnes to put aeross clever window
displays in featuring machines and records. Busi
ness has beeu fine, Miys. J. E. Fish, manager, re-
ports.

T. H. Bracken, manager of the Starr Piano Co.,
looks for a heavv demand for the Starr machine
this fall from the way business is starting out.

W. G. Wilson, manager of the Grafounola Shops,
reports a fine record business. Frank Sims, who
recently returned from the army, has 1een em-
ployed by Mr. Wilson as an assistant and B. L.
Mann, who worked wnder Mry. Wilsonr at Dayton,
0., before he went into the marines, is on the joh

"at the store as a general utility man.

H. E. Whitman, of the Circle Talking Machine
Shop, designed a clever Hallowe’en window, show
ing the vellow corn stalks, the pumpkins anl the
llunting hounds with the little Vietor dogs in the
background.

LEASES STORE IN LA GRANGE

R. D. Hosack, formerly in the music business
in Augola, Ind., has leased a store in LaGrauge anil
will open a music store there.

MAIN SPRINGS

PHONOGRAPH MOTORS

Highest Quality — Best P)_-'ice,l

FAVORITE MFG. CO.
1506 DeKalb Ave., Brooklyn, N.Y.
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CThe
Scotford CTonearm

and

Superior Universal
Rerroducer

CThe Ideal

Combination

Plays All Makes of Records
as they should be played

Price of Sample Prepaid
Nickel, $6.25 Gold, $7.75

) Adjusted jor Cabinet
measuring 8% inches from center of Tonearm
base to center of Turntable shaft
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Distinctive Features

CThe Reproducer pivots on its axis (asillus-
trated above), taking the correct angle
for all makesof records, and the needle
retains same center in both positions.

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

CThe split construction of the frame and
face ring of the Reproducer, together
with the method of pivoting the stylus
bar, and perfectinsulation—effecta sen~
sittve and free vibration—and prevent a
pinched tone resulting at any time from
natural contraction or expansion of the
metal parts.

CThe reproduction is the mellow, natural
quality of tone—absolutely getting away
from the usual sharpness and metallic
effect sonoticeable in most reproducers.

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

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

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

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

®
Barnhart Brothers
& Spindler

Monroe and Throop Streets~Chicago
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CINCINNATI LACKS THE NECESSARY STOCK FOR HOLIDAY NEEDS

Columbia Dealers Meetings—Waterson, Berlin & Snyder to Open Record Department—Byars Tells of
Aeolian Activity—Wurlitzer Reports Big Vietor Demand—Review of Trade Situation

CrxemNazI, O., November 4—Based on existing
conditions the retail trade of the Middle West
will enter the real Christmas season with almost
barren storerooms, for there continues to be a
general shortage of goods, and manufacturers in
the Aiddle West report their maximum capacity
to be sold up to January 1. Jobbers of the better
known lines are not receiving encouraging news
from their factory connections, and the retailers
are clamoring for goods, claiming the little being
sent them is sold as soon as the merchandise
reaches the storeroom. Without exception there
has been a general tendeney on the part of the
trade late in the yecar to pay better attention to
their record department, and this seetion of the
trade will enter the holiday field in better shape
than the machine market.

Waterson, Berlin & Snyder, Inc., New York,
will enter the Cincinnati field in 1920 with a
phonograph record department, according to an
announcement made this month. A ten-year lease
has been taken on the three-story building, 28
East Fifth street, effective February 1, at $9,600
a year. There may be some trouble about opening
at that time, for the owners of the property do not
seem fo be inclined to deliver a lease, according
to attorneys for the New York housé who have
filed suit in the Superior Court. The site is
midway on Fountain Square, in the heart of the
shopping distriet.

Nothing can be learned of the Phono Grand Co.,
which leased the property at the southwest corner
of Court and Vogt streets, in the western part of
this city, early in October. John Fern’s name is
mentioned in connection with the lease. Appar-
ently the conecern has not taken active possession
of the property nor does Fern’s name appear in
the directory.

Dealers’ meetings have been held by the local
Columbia branch in three cities in their territory

during the present month. Two meetings were
held in Dayton, one in Columbus, and two in
Cincinnati. At each meeting sample records were
played and discussed. At the last Cincinnati
meeting Aanager Ben L. Brown, of the Indian-
apolis branch, was present and made the principal
address of the evening, his subjeect being f‘Deal-
ers’ Service.”’ Columbia dealers are attending
these meetings, coming from a radius of fifty miles,
and all of them think that the time spent is well
worth while. An average attendance of forty is
being secured at each meeting.

Orders of Grafonolas and records are not worry-
ing the loeal Columbia dealers to the extent that
they were a few months ago. Columbia production
seems to be inereasing in rapid bounds, and the
local dealers are smiling at the thought of the
wonderful business in store for them during the
Xmas season.

Manager F. F. Dawson, of the local Columbia
branch, announces the addition to his force of
Joseph G. Witte, formerly with the Cincinnati
Enquirer and the Proctor & Collier advertising
agency. Mr. Witte will take over the sales of
the record department, and will be of much help
to loecal dealers in promoting record sales.

Alills & Blankenship, New Straitsville, Ohio,
have recently added a Columbia department to
their place of business.

Evan Davies, the Columbia interpreter of Scoteh
pieces, was a visitor to the local Columbia branch
this week.

Oscar Seagle, Miss Barbara Maurel, Columbia
artists, and Frederick Bristol, their accompanist,
visited the loeal Columbia branch last week while
en route to Maysville, Ky., where they gave a
joint concert before a packed house. The Majys-
ville concert was under the direction of J. G. &
William Alurphy, Columbia dealers in that town.
This pair of popular Columbia artists is giving

the highest grade.

as to tone-quality and volume.

winding; 12 Turn-table.

Samples in Golden Oak......... —y
Fumied Oakk thieerasxna.:
Mission .............. .

No. 3

A Max L. Goldbert Special

D e

— - _'.’_'__"‘.

The woodwork, finish, construction and assembling of these machines are of

A scientifically constructed Tone-Chamber, in connection with Universal Tone-
Arm and Sound Box (playing all records) truthfully reproducing all records,

The highest grade nickeled Swiss Motor made.
exceptionally even and silent running. Plays over three 1o0” records with one
All metal parts heavily nickel-plated.

$22.50 WAR TAX PAID

WRITE FOR SPECIAL QUANTITY QUOTATIONS
MAX L. GOLDBERT 3 & 5 WAVERLY PLACE NEW YORK CITY

14%"” High
17347 Wide
1917 Deep

Double spring—worm drive

22.50
22.50 TERMS, NET
25.00 F. O. B. NEW YORK CITY

ATTENTION

If you are looking for quick service and right
prices, get in touch with us on the following

lines:

Q R S Rolls
Emerson 7 inch Disc Records
Wall Kane Necdles

Complete line always on hand

Write for monthly bulletin, catalog and
pricas

Enterprise Music Supply Co.

145 West 45th St., New York City
MAURICE RICHMOND, Gen'l Myr.

We are the largest jobbers of sheet music and music
books in the U. S.

Save time and money by ordering
all your supplies from one house

a series of concerts throughout the country in
co-operation with local Columbia dealers.

The recent visit of the King and Queen of
Belgium made possible the exploitation of ‘‘La
Barbaconne,’’ which the Columbia Co. has re-
corded on one of its records. Mabley & Carew
were leaders in tying up to this event. H. L.
Chubb, the manager of the Grafonola department,
reported a lively interest and many purchasers
for this record.

Baldwin & Penhorwood, Marysville (O.) hust-
ling young Columbia dealers, were in Cincinnati
last week taking up with the local branch their
order for Xmas business. These young men have
been in business but a short time, although their
sales to date would make some of the old timers
in the business sit up and take notice. This firm
has a very attractive store in Marysville, but most
of their time is spent on the outside, soliciting
the country trade in automobiles.

Hassmer Bros., Lawrenceburg and Aurora, Ind.,
are adding a Columbia department to their musie
stores in those two towns.
will be an exclusive Columbia Grafonola store.

F. R. Follin, district manager of Widener’s
Grafonola Shops, is back in Cincinnati after sev-
eral weeks in New York City, where he assisted
in opening the new Widener’s Shop on Fifth ave-
nue,.

Following is the partial list of out-of-town visit-
ors to the Columbia branch the past week or two:
S. McLemore, London, Ky.; Mrs. Jeif Thompson,
Lebanon, O.; Mrs. Elmer Woodhead, Falmouth,
Ky.; W. E. Summers, Washington; E. Riker,
Reiley, O.; Patton, Hazard, Ky.; George Bauman,
Wilmington; E. G. King, Williamsburg; J. A.
Bagby, Grayson, Ky.; A. F. Hibbard, Athens;
Walter Kleeman, of the People’s Outfitting Co.,
Springfield.

Manager P. H. Oelman, of the Phonograph Co.,
distributers of the New Edison, is putting the
finishing touches to two tone test recitals, both
to take place in his district this month, but neither
artist will touech Cincinnati, Helen Clark, com-
mencing November 10, and starting at Columbus,

(Continued on Page 43)

Send for Our Wholesale

HOLIDAY BARGAIN BULLETIN

Replete with money-making opportunities.
Something new in the trade—that will aug-
ment vour Holiday business.

COLE & DUNAS MUSIC CO.,

54 W. Lake St. H H CHICAGO, IIL

Wire us for phonographs for the holiday
trade.

STODART PHONOGRAPH CO. Inc.

New York City

119 West 424 St. - -

Their Aurora store.
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MEISSELBACH

IMITATION—THE SINCEREST FORM OF FLATTERY

Phonograph manufacturers have undoubtedly noticed
that there are several motors on the market that are
IMITATIONS of the famous MEISSELBACH
MOTOR. For your own protection, therefore, be
sure that you use the ORIGINAL—

The Meisselbach: A Quality Motor

Double Spring
Meisselbach
Motor No. 16

Triple Spring
Meisselbach Motor
No. 17

General Phonograph Corporation

OTTO HEINEMAN, President

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

BRANCHES; CHICAGO SAN FRANCISCO TORONTO, CAN.
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will travel through Mr. Oelman’s territory ten
days. Another itinerary is being mapped out for
Glen Ellison, who will reach Ohio November 24.

Chas. L. Byars, manager of the Vocalion de-
partment of the local Aeolian store, reports the
biggest October business in the history of the
store, with an increase of over fifty per cent.
**When we can -do this volume of business’’, he
said, ‘“in the face of the present shortage, it sets
one to thinking of what might be done if we had
the goods coming through as we did in the days
of yore. There has been an unprecedented demand
for the art styles, and we are practically sold out
of these instruments. The new Vocalion records
that are coming in are making a big hit, and the
demand for these records is phenomenal.

‘“We have every reason to look forward to a
sensational business in the next two months. The
increased prices are not affecting business mate-
rially. This is due, of course, to the fact that
there is a shortage of goods, and as is usually
the case when there is a shortage of goods, ad-
vanced prices do not interfere with the sale of
them.’’

The Huss Bros. Phonograph & Piano Co. states
that the demand for ‘‘Recall’’ phonographs is
continually on the inerease, and while they have
been adding to their production from time to
time, to meet the demand, they are compelled to
continue enlarging the output of their plant to
meet this increase in the demand.

They will not stop, however, but make every
effort to fill their orders as fast as they are re-
ceived. They have been turning out recently a
large number of their No. 11 cabinets, which is
the $110.00 model, and these are being absorbed
by the trade as fast as the factory can turn them
out. This is also true of their other two models.

They are convinced that there will be no let up
in the demand for phonographs for some time to
come.

T. Sigman, manager of the Vietor department of
the Rudolph Wurlitier Co., remarked that the cou-
tinued demand for Victrolas and records was far
in excess of the factory output for the month of
October. He added:

‘‘While the sale of operatic and Red Seal rec-
ords showed an exceptional gain during the month
due to the fine shipments of these records from
the factory, the popular and light opera musie
fell way below the standard sales, due to the fact
that very small shipments of this elass of records
were received.

¢‘Inability to get double-faced records is caus-
ing losses each day to dealers and the situation
is becoming somewhat critical. If an increase in
the shipments of these numbers is not in evidence
in November and December there will be quite a
large decrease in sales.’’

(T
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MANUFACTURER

Diamond and Sapphire
Phonograph Points
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LANDAU BROS. IN HAZLETON, PA.

Conduct One of the Best Equipped Victor Stores
in City—Van Veen Installs Booths in This and
Other Well-Known Establishments

WILKES BARRE, Pa., November 12.—Landau Bros.,
of this city, who conduct one of the largest Victor
and musical instrument warerooms in this section
of the State, have opened a store at Hazleton, Pa.,
iu the Palace Theatre Building. The store is one
of the largest and best appointed in the eity, and
is centrally located. Extensive alterations and
improvements have been completed. The Landau
firm, composed of Harry Michlosky aud Hyman
Landau, has been established for many years and
enjoys a tremendous patronage.

Arthur L. Van Veen & Co., of New York City;
mauufacturers of ¢‘Bed Set’’ demonstration
booths, were commissioued by the Landau concern
to install all the necessary equipment for their
new quarters, which consists of nine demonstra-
tion booths, all of double sound-proof construction,
a complete record department sufficieut to carry

15,000 records, and two plate glass musical instru-
ment cases.

Aniong other contracts received by Arthur L.
Van Veeu & Co. for installations are the follow-
ing: Collings & Priece Co., Newark, N. J.; Phillip
Levy & Co., Norfolk, Va.; Pommer Furniture De-
partment Store, Albany, N. Y.; A. B. Clinton Co.,
Hartford, Conn.; C. C. Chureh Publishing Co.,
Hartford, Conn.; Morgan & Beers, Hartford,
Conn.; Kleekamp Bros. Co., St. Louis, Mo.; Raigor
Art & Music Co., St. Louis, Mo.; Reliable Furni-
ture Co., St. Louis, Mo.; Jesse French Piano Co.,
Raleigh, N. C.; Fred C. Koehler, Baltimore, Md.;
Lyman Payne, Middletown, Conn., and Peabody
Piano Co., Baltimore, Md.

Ralph L. Freeman, secretary of the Vietor Talk-
ing Machine Co., while in Chicago recently ex-
pressed himself as well pleased with conditions in
that section and said that the production of the
Victory factory is steadily inereasing.

The Repeatatuue Co. has been organized in De-
troit to manufacture talking machines and repeat
devices.
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BUTTERFLY PHONOGRPH MOTOR CORP., 243 W. 17th St. New York

A MOTOR OF SUPERIOR QUALITY—Neo. 10
SILENT RUNNING
IMMEDIATE DELIVERIES IN LARGE AND SMALL QUANTITIES

vents clicking.

solutely silent.
8. y

Cast iron nickeled frame.

SILENT WINDING

Red the Specifciations and Order — NOW

Beveled gear noisless winding.
New ratchet device that pre-

Bakelite intermediate gear—ab-

Plays five 10-inch or three 12-
inch records at one winding.

Ask for Specifications on No. 12 and 22

Powerful, durable, compact, ac-
cessible.

Built especially for the highest-
grade machines.

Guaranteed in every minutest
detail.

The perfection of mechanical
genius as applied to the
phonograph motor.
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Powerful Co-operation
Reg. U.S. Pat. Off. .
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= Enormous Qutput
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| -‘7§ Exclusive Features

Musically
“In a Class by Itself”’
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Mahogany or Oak

MATINEE $135

Mahogany or Oak
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STANDARD
Mahogany or Oak
$100

WE
INVITE DEALERS
Alive to
REAL OPPORTUNITY
to get
INSIDE INFORMATION

about this biggest Selling Sensation
of the Industry—and to join our

ENORMOUS OUTPUT PLAN

Weite Us To-day, we’ll gladly tell
you Full Particulars in a personal
letter by return mail. Illustrated
Catalog.
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PREMIER
t ‘ Figured Mahogany
) Gold Plated
ENCORE it =
Mahogany or Oak =7 l he Z el- O - Z One
$195 : ]
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The Most Talked About Phonograph in Amel;;‘cq
The WESTERN NEWS COMPANY, 21-29 East Austin Avenue, Chicago, lll.
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INTERESTING DEVELOPMENTS IN THE GRAND RAPIDS MARKET

Filling of Large Cabinet Contracts Results in Shortage of Furniture—Talkers at F'orthcoming Furni-
ture Exposition—New Products Being Offered—Lauzon Retail Quarters—IL.atest News Rudget

GraxD RuPIDS, Micl., November 10.—As a resolt
of factory emlargement and coustruction in Grand
Rapids, caused by the entrance of the Furniture
City into the talking machine and talking ma-
chine cabinet manufacturing game, the capacity of
Grand Rapids furniture factories, both as regards
floor space and production, has practically been
doubled since 1914, or, rather, will have been when
additions and new factories already decided upon
have been completed.

And yet, despite the increase of production in
loeal factories, there is a shortage of high grade
furniture, due to the factories turuing part of
their capacity over to the talking machine busi
uess, that at the present time is causing some
alarm, and which, it is predicted, will result in
some of the local tactories going out of the talk-
ing machine business wlen present contracts are
terminated.

The New Resurrectone

So named becaunse it really RESURRECTS
(Trade Mark Registered)

Adjustable to give at will loud or soft
volume of sound.

One model fits Victor, Sonora, Aeolian
Vocalion and attachments for Edison. Other
model fits Columbia machines.

Retails for $10 nickel-plated; $12.50 gold-
plated—either the Tuning Fork or the Single
Prong Resurrectone. Send for quantity
prices.

THE NEW AIRTIGHT tone-arm—exclu-
sive equipment of the HOFFAY—the best
toned machine on the market.

In Position to Play Victor Type
Records. Weight on Stylus.
53 Ounces as Required.

In Position to Play Edison Type ?

Records. Weight on Stylus,

4 Ounces as Required.

Tone arm may be equipt with either
Resurrectone model, as desired.

The VALUE of the HOFFAY AGENCY is
becoming more pronounced. The newspaper
and magazine advertising that is being
done and which is growing bigger every
day is causing our Dealers and Jobbers to
dispose quickly and easily of all HOFFAY
products, for the Hoffay sells on demon-
stration and it is simply a matter of letting
the consumer get acquainted with it—this
we will do for you.

If you are a Jobber, better get in touch
with us soon—exclusive territory and ad-
vertising are features of our propositlon.

If you are a Dealer in a territory where
we have no Jobber, we will take care of
your wants.

¢5. )5 TRADE HARK
OIS

RESURRECTS ANY RECORD
Four Beautiful Machine Models

Hoffay Talking Machine Co.Inc.

3 West 29th Street

New York City

At first the cabinet making industry looked like
a good game. Contracts were easy to get, and
most of the loeal factories iad machinery and men
capable and sufficient for turning out this product
in large quantities.

The furniture industry suffered seriously, bhoth
in the manufacturing and in the retail stores, the
latter being true through the fact that retail deal-
ers began putting in the machines as side lines,
and then, in some cases, making a side line out of
furniture, until to-day statisties available here
show that practically one-third of the retail deal-
ers in furniture in the United States are handling
talking machines, records and aeceessories.

As a result of the decrease in furniture produe-
tion prices have soared and yet the market is
better than before the war. And these facts have
set local furniture men to thinking. As a result
some of them have come to the eonclusion that
the making of high grade furniture offers a bigger
promise of profit than the making of ‘¢Talker’’
cabinets, and, therefore, it is believed some of the
contracts now iu foree here will not be reneweil.

As a further result of the decreased furniture
production and the inerease in talking machine
and cabinet manufacture the big semi-annual fur-
niture show to be held Lere January 1 to 24 prom-
ises to be nearly as much of a phonograph show
as of a furniture exposition,

Talkers at Furniture Exposition

A large number of talking machine manufactur-
ers have signified their intention of entering the
exhibition lists at the Jamuary show to display
the new models and book orders for the eusning
six months or year, the entrance to the exposition
being especially desirable through the fact that
the semi- annual furniture expositions attraet retail
dealers from all over the United States, and many
of these dealers now are handling talking ma-
chines, with the possibility that those furniture
retailers who do uot handle them can be indueed to
do so.

Thus it is promised that the January show will
be a woudertul exhibition of the very latest in
machines, aud that this part of the exposition will
not be forced to take a back seat for the furniture
models. Among those companies already having
signifiel an intention of making exhibits are the
Victor, Columbia and Steinburn. The probability,
however, is that all the larger manufacturers of
phonographs will be represented.

Despite thie intention of some Grand Rapids
manufacturers to go out of talking maehine cabi
net making at the conclusion of present contracts
there is deelaved to be no possibility of this eity
entirely going out of the game, the only possibility
being that the production of suel cabinets, so far
as it applies loeally, will be greatly decreasedl.

Addition to Berkey & Gay Plant

Latest in the line of inereasing capacity iu the
line of talking machine manufacturiug is the an-
nouncement of the Berkey & Gay Furniture Co. of
the contemplated erection of additional buildings,
together with improvements to present buildings,
at a total cost of about $400,000. These new
buildings and improvements will greatly iucrease
the production of furniture and of talkiug maechine
cabinets whieh the company is turning out for the

(Continued on Page 47)

Sole Distributors of the

Hoffay Airtight

—a really wonder-
ful machine—

for the States of Utah, Idaho,
Nevada, Montana, Wyoming
and Colorado.

Geo. A. Lowe Co.
Ogden, Utah

WHY
WALL-KANE
NEEDLES
ARE SUPERIOR

The highest grade steel needle of Amer-
ican manufacture, and playing only one
record, is put through a complicated, sci-
entific, chemical process, by which the
point of needle is greatly improved. The
popular explanation of the method is as
follows:

An ordinary steel needle is made of
wire, which consists of long, parallel run-
ning grains on the inside. This wire is
inserted in automatic machines, which
automatically cut off the steel needles.

The friction of the revolving record
grooves will gradually flatten out the
point of the needle, so that more and
more grain of the steel will reach the
record grooves. The WALL-KANE needle
will eliminate the grain of the steel com-
ing into contact with the grooves by a
process which is accomplished as follows:

The steel needle is first dipped into a
chemical solution which will take out
most of the charcoal, making a closer
unit of the needle. While in this process
the needle looks all black like illustra-
tion,

T -

Then the needles are dipped in several
solutions, which place three different
coatings on the top of the point, so that
an entirely separate unit is created on the
point, which unit is 25 to 30 per cent.
softer than an ordinary steel needle’s
point. While in this process the needle
point looks like illustration.

More thau three thousand revolutions
are required to take off these three coat-
ings by the friction of the point with the
record. The playing surface of more than
ten records do not amount to 3000 revo-
lutions—that is why WALL-KANE
needles will play at least ten records per-
fectly, and will make less surface noise,
and by the distribution of the solution
into the grooves of the record, the record
itself will be greatly benefited, and its
life prolonged.

AT NEEDLES /

@ R

A WALL KANE'

BEWARE OF IMITATIONS

This handsome colored metal enameled display
stand hold: 60 packages, 24 extra loud, 24 loud
ard 12 medium packages and costs the dealer
$4.60,($4.90 in the Far West) and retails for $9.
Each package of 50 WALL-KANE Needles coSts
;he téealer 7Y%c (8c in the far West) and retails
or 15c.

JOBBING TERRITORIES OPEN
Progressive Phonographic Supply Co , Inc.
145 West 45th Street, New York
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—the popular cry is
for hits, hits, hits. In
other words—Emerson,
Emerson, Emerson.

If you wish representation why not write today
to our Vice-President, Mr. H. T. Leeming

Emerson Phonograph Compatym

NEW YORK CHICAGO m

3 West 35th Street 7 East Jackson Blvb,
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\ Record 49623.

Charles Hackett, the sensational new tenor
of the Metropolitan Opera Company, sings
“O Paradiso”’ from *L’Africaine.”

Columbia Graphophone Co.

NEW YORK

Columbia

e e

INTERESTING DEVELOPMENTS IN THE GRAND RAPIDS MARKET

(Continued from Page 45)

Cheney Talking Machine Co. of this eity. To
finance the undertaking aud retire 200,000 worth
of preferred stock now outstanding the company
shortly will place upon the market $650,000 in 7
per cent. cumulative preferred stock.

The plans of the company include the construe-
tion of a new five-story building in the form of a
hollow square, with all shafting eliminated and all
machines being driven by motors. New dry kilns
and a new power house also are part of the plaus.

The entrance of the talking machine into Grand
Rapids industry and the need of fortyfying Grand
Rapids as a center for interior home equipment
are the reasons given by William H. Gay, president
of the compauy, for the expansion.

Yet, on the other hand, the Luce Furniture Co.,
one of the largest manufacturers of furniture in
the world, recently turned down a big contract
for the manufacture of talking machine cabinets,
preferring to give as much of its capacity as pos-
sible to the making of furniture.

Enter Manufacturing Field

One of the latest local entrants into the talking
machine manufacturing field is the OkeH Record
Distributing Co., with a retail store in the New
Klingman building. This company, which also has
offices in Detroit, has been doing a large business
in records, needles, machines and accessories, and
now has engaged in the manufacture of the Elite,
a popular priced machine with a Universal tone
arm.

A New Record Cabinet

This proposition is an assembling one, with vari-
ous style cabinets being manufactured by the
Barry Furniture Co., of Grand Rapids. Already
the company is doing a good business in this line,
and now has brought out a record cabinet for re-
tail dealers, this device also being manufactured
locally.

The cabinet really is a double affair, being di-

vided into tlie middle so as to give two sets of
shelves to contaiu records. At the side of cach
shelf is a place for a number, so that it is easy
for a dealer to find the record wanted. These
cabinets are being placed on the market for retail
record dealers. The company also has established
demonstrating booths in its quarters, and reports
business in both machines and records as excellent.

Retail Warerooms for the Lauzon
A newcomer in local retail eireles is the Mich-
igan Phonograph Co., which really is the phono-
graph division of the Lauzon Furniture Co., of
this eity. The Michigan Phono Co., which has been
handling the wholesale sales end for some time,
will coutinue in that work, but in addition has

FOURTH KNICKERBOCKER RECITAL

Monthly Recital at the Knickerbocker Co.’s Con-
cert Hall Attracts Large Audience

The fourth monthly record recital held at the
Knickerbocker Talking Machine Co.’s concert hall
in New York on Friday, Octoler 31st, drew a large
number of metropolitan Vietor dealers. The re-
cital began at 9:45 A. M., and the full list of De-
cember Vietor record releases were played. Dur-
ing the course of the recital a number of popular
song artists appeared in person, and saug sowme of
the songs that will be released on Victor records
in December. Among the songs featured were
“¢Yerry.”’ ‘I Love You Just The Same, Sweet Ad-
eline,”’ ‘‘Granny,’’ ‘‘Tell Me,’’ ‘‘Just a Smuile
and a Kiss,’”’ ¢‘Pretty Little Rainbow’’ and many
others.

Abram Davega, vice-president of the company,
gave a short talk regarding the pushing of mer-
chandise available, the proper method of ordering,
and also the advantage of pushiug Red Seal rec-
ords in preference to those with the black label.
Mr. Davega then introduced Mr. Weingarten, the

established a retail salesroom in the National City
Bank Building at 156 Monroe Ave,, N. W., show-
ing the Lauzou phonograph, which plays all ree-
ords, also the Emerson records, pianos, player
pianos and Q@ R S rolls. The retail establishment
is in charge of George M. Cook and H. W. Knob-
loch.

Chaffee Bros., retail furuiture dealers, have gone
into the phonograph game, and are handling the
Steinburn machine, selling on the partial payment
plan. Business is reported as very good, the firm
having carried on an extensive advertising eam-
paign.

Business conditions are reported as satisfactory
by practically all retail dealers, especially retail
furniture establishments and department stores,
most of which are making window displays of ma-
chines and records.

Kuickerbocker advertising representative, who
spoke forcefully on the subject of advertising.
At the close of the recital all adjourned to the
Hotel Theresa where luncheon was served.

SURFMEN RECEIVE VICTROLA

Quick Response to Appeal For a Talking Machine
For Coast Guard Crew

It certainly pays to advertise in this day and
age as the members of the United *States Coast
Guard, Station 177, Manteo, N. C,, testify. In the
last issue of The World was the story of the appeal
made by the coast guardsmen for a talking ma-
chine to cheer them in their lonely tasks and many
people at once took it upon themselves to supply
these men with a machine. Through the efforts
of Mrs. Pride Jones, chairman of the North Caro-
lina Commission, Hall of States, 27 West Twenty-
fifth street, New York, and her daughter a Vie-
trola was obtained and sent at once to the mem-
bers of the coast guard station who are profoundly
grateful for the gift.

With the HUSTYLUS the

PATHE RECORD Can Be Played On Any MACHINE

Order Direct From
Your Pathe Dealer

Universal Tone-arm.

Here is the most practical and the simplest
device ever introduced to Pathe Dealers.

It is designed for playing the beautiful PATHE
records on Talking Machines .and phonographs
that now play lateral cut records only.

The Hustylus instantly gives any machine a

RETAIL PRICE, $1.
BIG MARGIN OF PROFIT FOR THE DEALER — Absolutely Guaranteed

HERBERT & HUESGEN CO., 18 East 42nd St., N. Y.
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STEGIER

The Finest Reproducing Phonograph in the World

The world’s greatest artists, singers
and musicians are at their best when
they entertain you with a Steger
Phonograph. It playsall disc records
correctly, with no change of parts.

Steger Phonographs are sold at universal
prices. The Steger Phonograph factories
make every part of the Steger Phonograph
complete—and are ina position to ship all
styles in the various woods immediately.

PHONOGRAPH DIVISION

STEGER & SONS
PIANO MANUFACTURING COMPANY
Distribuiors

EMERSON RECORD SALES CO., INC.
6 W. 48th St., New York, N. Y.

IVER JOHNSON SPORTING GOODS CO.
155 Washington St., Boston, Mass.

SMITH & NIXON COMPANY
306 W. Walnut St. Louisville, Ky.
STEGER & SONS
Steger Bldg., 867 Broad St.,, Newark, N. J.
COLORADO BEDDING CO.
Pueblo, Colo.

HALL MUSIC COMPANY
246 Pine St. Abilene, Texas

JONES BROS. COMPANY
317 Main St. Jacksonville, Fla.

WARFIELD PRATT HOWELL CO.
Des Moines, Iowa
STEGER & SONS PIANO MFG. CO.
Steger Building, Chicago, Iil.
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Featuring the Musical Possibilities of the
Talking Machine : & =

[Note:—This is the 32d of a series of articles on
the general subject of the musical possibilities of
the talking machine. The aim of the series is to
develop these possibilities from all angles, thns
opening up fields for sales expansion oftentimes
neglected wholly or in part.—Editor.]

“TALKING POINTS" VS. ENVIRONMENT

When you have something to sell, which has
cost you money and for which vou mmst, more or
less, create a demand, vou have a problen: in front
of you whieh comprises more than one element of
complexity. When the thing vou have to sell is
one of many similar things of the same kind, de:
pending for its suecess upon the sort of selling
arguments which vou ecan put in its favor, vonr
problem is highly eomplex.

" Now the art of selliug goods at a profit, as it
seems to me, may be divided into two parts: one
being referable to the great staples of life and
the other to its luxuries. When we try to sell a
staple or neeessary, we depend only upon the
simple faets of the case. Sngar, for instanee, is
koown to everybody. Granulated, powdered or
brown are household words and their qualities are
fixed. They cost so mueh a pound and that is all
there is to it. But a talking machine, au automo-
bile or a piano, is somethiug entirely differeut.
No matter how much one may desire to possess
such an article, its possible purchase is approaehed

with feelings in which reason has ounly a subordinate

part to play. By far the greater part of the coni-
plex is pure emotion. The remarkable analysis
publisbed in the Talking Machine World last
month shows in the elearest maunner that in the
cases of both men and womeu the most potent
argnment of salesnien is on tone-quality. Now, by
the very nature of the ease, judgment of tone-
quality is necessarily a purely personal matter.
Consequently, one euters lrere upon a highly de-
batable field. The salesman must use a line of
argument based upon these personal factors. And
it is here that the great and much disputed ques-
tion of ‘‘talking-points’’ comes in.
‘¢Standards of Criticism’’

As I remarked above, judgmment of toue-quality
is not a matter of exact measurement. There are
seareely any standards of eritical survey. The
musician ean say that, in such and such terms,
this is or is not a specimen of good toue-quality.
The critie can, or it is supposed that he ean, dis-
tinguish between the work of the two or more

singers, or players, o as to render a more or less
aecurate judginent as to their relative exeellence.
Rut the purchaser of a talking machine has a far
harder task to perform, without heing, in the vast
majority of cases, gifted with any special talents
therefor. It is far. harder tov judge the talking
machine reproductions than the direct sounds of
voice, violin or band. o when the salesman has
to sell his machine on the baxis of tome-quality,
it is plain that he must pursue one of two courses.
Either he must complieate the issue by introduc
ing extraneous consideration, or he must find ways
to develop and refiue the conditions under whieh
the demoustration is made.
The Extraneous Consideration

The first of these alternatives involves, of course,
the eonsideration of talking poiuts. I am aware
that this is a delicate question. The talkiug ma-
chive market shows many machiues bnilt upon
special geoustic auld meehanieal prineiples by men
who have studied the problems of reproduction
and amplification. The extraordinary variety of

 design, and of the claims made accordingly, shows

both that the field of operatious is wide and that
the amount of exaet knowledge is small. There-
fore, it is clear that the judgment exercised by
the purcliaser must be exercised upon a very lin-
itel foundation and as between ifferences rela-
tively small. The natural temptation on the part
of the salesman is to stress the external eonsidera-
tion of the features whieh are alleged to make
his talking machine distinctively excellent; and
thus to try to sell the machine on the basis of
descriptions of technical faets, trustiug that the:e
will enable the hearer to detect the improvements
they are supposed to effect.
Technical Talk

Now the experieuce of piano sellers and automo-
bile sellers is that, in geueral, technical features
do not clinch sales. Eveu in a field of operation
relatively well understood, such as the automebile,
technieal features are far less importaunt, save in
the eatalog, thau the general reputation of the
maker. In the player-piano field, again, technical
points are of relatively small importance compared
with the cousideration of reputation. In the talk-
ing machine field, it should seem, the very diffi-
culty and delicacy of the problem of toual judg-
meut eompels the assertion that no description of
technical featores, or judgments based ou them

By William Braid White

alone, can be relied on to convey a message of
distinet superiority.

That talkiug points bave their uses is of course
not heing denied. [t is not the acoustic or musical
value of them whick we are discussing, but their
effect on their prospect. TIn a word, it is their
sales-value at the time of :rale-making which is
now under consideration. Let this be remecinbered
in considering the arguments set forth liere. T amn
trying to say, as clearly as possible, ‘*have as
mauy and as perfect acoustie improvements, re-
finements and features on your machine as vou
can have; but don’t imagine that any deseription
of these alone will sell your machines. Your pros
peets don’t know euough ahout the matter in the
first place, and in the seeoud place the conditions
in whiel they must attempt to frame judgments
are lighly unfavorable. Therefore, don’t frame
your sales-talk on the verlial deseriptions of talk
ing points aloue.’’

Environment

But tliere is vet auother side to the uestion.
The essential beauty of talking machine selling
lies in the provision or methods whereby the pros
pect can be enabled to frame judgments which will
be satisfactory to him. Now the oue best metho |
for helping the prospeet lies iu the provision of a
suitable medium. Tt is not the question of forcing
the prospeet to believe in the special set of aeous-
tiec or musical judgments which appeal to the seller.
The latter’s opiuiou miay be better than the pros-
pect’s. But that is not the poiut. The point is
that we want to satisfy tlie prospeet; aud to o
this we must euable him to satisfy himself. ‘‘He
must sell himself. "'

We come back, theu, to the environment. To
wy mind, half and more than half the secret of a
successtul selling of talking machiues lies in the
provision of suitable hearing media. This weans
the provision of suitable booths for demonstra-
tion, booths of the right size, with the right sort
of sound reflecting coustruction, with the right
sort of hangings and decoratious; in short, with
cvery feature adapted to promoting a reproduc-
tion, soft, clear and soothing. The prospect does
not usually want to hear noise aud fury in the
talking machine. Women are the great buyers,
after all, and their desires are on the whole gentle
and charming: The secret ot selling talking wa-
chines is far more iu the directiou of environment
than in that of technology.

3.
b 2

SAMPLES $8.00

7~ TONE ARM and REPRODUCER
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Gives Proper‘P!aying Weights for ail Records. No Adjustments Screws or Springs.

THE GEORGE McLAGAN FURNITURE CO.,

Specify 8}"or9%"arm

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

STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS
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CLEVELAND ASSOCIATION
MAKES PLANS FOR FALL

Midwinter Meeting and Banquet to Be an Event—
Starr Co. Open Another Store—New Building
for Dreher—Furniture Houses Take on Talkers
Whurlitzer’s Hallowe’en Display—Other News

CLEVELAND, O., November 7.—The announcement
of District Manager R. E. Taylor, of the Starr
Piano Co., that his firm had opened a general store
in this city under the management of George E.
Miller, eame as a surprise to the trade. The new
store at 1229 Prospect avenue, directly across
a narrow alley-way from the Starr’s Huron road
musical instrument store, was opened Oectober 26,
and large display advertisements in the loeal
daily newspapers featured the new departure.
The firm will adhere in this department to its
one-price rule in the sale of pianos, player pianos
and talking machines. The Starr Piano Co. now
operates four musieal instrument retail stores in
Cleveland and has a chain of thirty-two stores
and agencies in northern Ohio, Western Pennsyl-
vania and a seetion of West Virginia. The firm
took over the Wamelink piano concern several
months ago, and reports a big expansion of busi-
ness sinece the Richmond, Ind., factory ceased mak-
ing war material for the government.

The biggest musical instrument house deal of
recent weeks was the announcement by Henry
Dreher, head of the B. Dreher’s Sons Co., that
the firm had bought the building and unexpired
leasehold oecupied by the Winton Motor Carriage
Co., 1228 Winton road. The building is a six-story
structure and the ground floor front will be re-
modeled. It is built of steel and conerete and is
fire proof. The price paid for the building and
leasehold was about $250,000. The Dreher con-
cern proposes to install a department for the
general repair and rebuilding of mnusieal ins‘ruments,
including pianos, player pianos and talking ma-
chines, in the building bought, but will not be able
to get possession until a year from about January 1,

“A Million A Year”
MlC —Phonographically Speaking—They Talk for Themselves—

WHAT'S YOUR SHARE OF
Manufactured for over ten years for the larger consumers by the

INTERNATIONAL MICA COMPANY

Factory and { 37th & Brandywine Sts. Mines, Executive
Sales Dept. W. Philadelphia, Pa. Amelia Co., Va. Dept.
Send for samples and quotations now and eliminate your diaphragm difficulties
Immediate delivery of small quantities can be made in the following districts,

SAN FRANCISCO, CALIF.—WALTER S. GRAY

DIAPHRAGMS OF BEAUTY

1228 Filbert St.,
Philadelphia, Pa.

CHICAGO, ILL.—LAKESIDE SUPPLY COMPANY

Huron road already has the Starr Piano Co.,
the Edison Phonograph Co., the Goodman Piano
Co., the Brunswick-Balke-Collender Co., and the
Phounograph Co, and was the site of the Wame-
link establishment until it was absorbed by the
Starr Piano Co.

Among the furniture emporiums which are fea-
turing talking machines and other musieal instru-
ments and accessories is the Akron Furniture Co.,
which announces the organization of ‘‘The Man-
del Phonograph Club.’’ The campaign started No-
vember 1.

The Caldwell Piano Co., braneh of the Rudolph
Wurlitzer Co., featured a Hallowe’en display of
several makes of Vietor talking machines in the
big show windows, at East Ninth and Prospect
streets. Long, dainty ribbons were stretehed
from the tops of the machines to the show win-
dow floor. A talking machine just outside of the
main entrance, in good weather, furnished band
and other instrummental and solo music for the
enjoyment of large crowds of people. As a crowd
attraction the outside musical performance of the
Victrola proved a big hit.

Frank Wilson, representing a St Louis talking
machine firm, was a Cleveland caller last week.

While plans have not been announced by Presi-
dent Herman Wolfe, of the Talking Machine
Dealers’ Association of Northern Ohio, for the

Ward’s Khaki

Grade “D” Cover with No. 3 Straps.

Moving Covers

Distributors

BRISTOL & BARBER, INC.

111 E. 14th St., New York City

YAHR & LANGE DRUG CO.
207-215 E. Water St., Milwaukee, Wis.

COHEN & HUGHES, INC,,

Washington, D. C.

BECKWITH-O’NEILL CO.

Minneapolis, Minn.

STREVELL-PATTERSON HARDWARE CO.
Salt Lake City, Utah

OHIO SALES CO.

Beckman Bldg., Cleveland, Ohio
THE REED CO., 2 5ifth Avenue

CHAS. H. YATES
311 Laughlin Bldg., Los Angeles, Cal.

W. D. & C. N. ANDREWS
suffalo, N. Y.

THE C. E. WARD Co.

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

Also Manufacturers of Rubberlzed C vers
and Dust Covers for the Wareroom

MONTREAL, CAN.—ARTHUR K. KEMPTON

annual mid-winter meeting and banquet, it has
been stated that the affair will be the biggest
ever given by the organization. Mr. Wolfe ae-
cepted the presidency last winter with the deter-
mination to inerease the membership and effi-
ciency of the organization and launched a move-
ment for a state-wide association of dealers and
distributors of phonographs. A spicy program
and some big speakers will be featured during
the annual banquet.

‘‘Business with the Vietor is booming so far
as sales are concerned,’’ said Charles K. Bennett,
general manager of the Eclipse Musical Co., Victor
distributors. ‘‘We ecan sell Vietors as fast as
the factory sends them to us and retailers report
an ever increasing demand for machines and
records.’’

The Collister & Sayle Co., dealers in Victor
machines, featured an interesting window display
during Hallowe’en. Vietor dogs were arranged
in a unique way in the firm’s Superior street show
window.

The Fischer Co., Pathé jobbers, report an in-
creased business during October with big book-
ings of machines for holiday season. Conditions
were never better.

The talking machine section of the May Co. is
selling more instruments than ever, the ecalls for
them and player pianos being beyond the demand.

The Brunswick-Balke-Collender Co.’s Huron
road branch is doing a bigger business than ever
in Brunswicks, the demand of retailers ever being
on the jump. Furniture concerns, like the Bar-
stow-Vincent Co., being among the dealers in
Brunswick machines.

The steel strike affected retail sales of talking
machines to some extent, as more than 20,000
wage earuners in Cleveland have been idle for
several weeks. These workers are good patrons
of musieal instrument stores and many of the
workers paid top prices for instruments. This
falling off in patronages has not been felt so
keenly in Akron, O, 30 miles from Cleveland,
where miore than 55,000 good wage earners in rub-
ber making concerns have continued their work
as usual. Akron has thus fared better than most
other northern Ohio manufacturing cities, like To-
ledo, Canton, Massillon, Youngstown, Cleveland,
Elyria, and elsewhere. Elyria is the home of the
Garford factory which turns out talking machines.

As yet no arrangements have been made for
a talking machine display during the annual Cleve-
land Automobile Show, in January.

The Oster Bres. Furniture Co., Terre Haute, Ind.,
has rearranged their talking machine department,
making it the most attractive department in Terre
Haute.

Don’t get left without stock—it will pay you
to read our advertisement—see
Directory, last page

STODART PHONOGRAPH CO. Inc.
119 West 424 St. - -  New York City

Send for Our Wholesale

HOLIDAY BARGAIN BULLETIN

Replete with money-making opportunities.
Something new in the trade—that will aug-
ment your Holiday business.

COLE & DUNAS MUSIC CO.,

54 W, Lake St. B8 E CHICAGO, @l
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&) RECORDS

A Real Cause For Thankséfvjing’;' |
PATHE FRERES PHONOGRAPH-CO

E. A. WIDMANN, Pres,

10-56 Grand Avenue ___ DBrooklyn,N.Y. |
81 City Road,London E.C.I., England The Pathe Fréres Phonagraph Co.of Canada.Ltd.Toronto
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PITTSBURGH PATHE DEALERS MEET

First Annual Convention of Pathé Dealers Held
at Fort Pitt Hotel—Dealers Piesent From
Ohio, West Virginia and Pennsylvania.

PITTSBURGH, PA., November 8.—The first annual
snventiou of Pathé dealers, which was composed
t some sixty men from all sections of Western
’ennsylvania, Ohio and West Virginia, was held
at the Pittsburgh Talking Machine Co.’s office
last Wednesday. Among the officials of the Pathé
Freres Co. of Brooklyn, N. Y., present were Eu-
gene A. Widwann, president, and J. I. Bernat, of
the Pathé service department. As a result of the
gathering an orgauization was formed and V. B.
Snyder of Latrobe, Pa., was elected secretary.
The greater part of the day was spent in the com-
pany’s distributing offices, where a number of
Pathé machines were used in playing the latest
Pathé records. Many of the dealers were pleased
with the demonstrations of the Actuelle. H. J.
Brennan, general manager; Albert Frank, L. S.
Stewart and the remainder of the local staff were
a4 reception committee who entertained the
visitors. In the evening a banquet was held at
the Fort Pitt Hotel. The table was elaborately
decorated and in the center was the famed Pathé
red rooster. Mr. Bernat acted as toastmaster.
The principal address was made by Mr. Widmann,
who spoke entertainingly and instructively of the
remarkable suceess and splendid future of the
Pathé phonograph and Pathé records. From a
baby concern in swaddling clothes four years ago
to one of the giants of the talking machine busi-
ness today, was the theme of Mr. Widmann’s ad-
dress. The reasons for this unprecedented sue-
cess, one of the greatest achieved in the phono-
graph business, and the reasons why Pathé is pre-
pariug for a 300 per cent. increase during the com-
ing year, were forcefully expressed by him in the
course of his talk.

Alexander P. Moore, editor and publisher of the
Pittsburgh Leader; Charles Yost, of the Gazette-
Times, and Mr. Beruat, of the Pathé dealers’

service department, also spoke on pertment sub
jeets. Lewis James and Charles Hart, Pathé
record artists, famous for their execcllent. rendi-
tions of the most pleasing songs of the day, dem-
oustrated the quality of voices necessary to Pathé
recording.

During the evening L. Setzler, Joseph Morris
and Leonard Eisenbeis, of Leo Feist, Ine., music
publishers, entertained the guests with some of
the popular Feist hits. A Knabe piano was used.
Carl Bernthaler, the well-known Pittsburgh ae
companist, assisted Messrs. James and Hart in
their songs. Another feature was the remdering
of the Pathé sefections on a Pathé art model. It is
planned to hold another meeting of the Pathé
dealers in 1920.

IT PAYS TO BRIGHTEN THE STORE

A Little Touch of Fresh Paint Will Serve to
Attract Most Desirable Attention From Cus-
tomers—A Case in Point Worth Noting.

There has been much said and written about
making talking machine stores attractive and
keeping them that way, for the purpose of im-
pressing customers and making them feel as
though they should come again to the store.
What a little paint, properly applied, will do to
enhance the appearance of a store, is convineingly
set forth in a recent bulletin sent to its dealers by
the Buffalo Talking Maechiue Co., Vietor whole-
salers. The bulletin says:

‘‘Today ome of onr salesmen—an out-of-town
mau—caine to us and said ‘‘Gee, have you noticed
what Blank Co. is doing?’’ We asked just what
enterprise it was that caused this outliurst of en-
thusiasm, and were informed that the Blank Co.
was putting in a whole battery of booths—eight
or ten of them. We asked what part of the store
these new booths were being erected in, and were
informed that it was ou the side of the building
‘this way.’

‘‘Now the truth of the matter was, as we in-
formed our salesinan, this installation of booths

51

was not new at all. The booths liad been in the
store for the past five years, but just had been
given a coat of light ivory enamel—and could now
be seen.

‘“We criticised our salesimman for being so unob
serving, for it is his duty to carefully size up
each store he goes into, and he had actually been
in this oue twice before—though it was not in his
territory. But followiug up our criticism we were
generous enough to say that the reason why he
had never noticed these booths before was because
of the dead appearance of the store. It was posi-
tively morgue-like—not a bit of color anywhere—
and done in the fartherest-north ‘arctic-green’
that you ever saw in your life. It had been so
dark that you could not see ten feet into it from
the street. It had been done over in light eolors,
and, Oh! What a difference!

¢¢If your store is not done in good, bright, clean,
colors with an abundance of light, day and night,
the store is not as good as it might be, and not
nearly as productive of profits as you would like
to see it. Stick to bright colors and cheerfulness.

‘“We have no idea of trying to write you a let-
ter that is any more interesting than the truth,
or tryiug to tell you where your store needs im-
provement, but the facts are just as we have
related them to you. If they interest you, alright
—if they do not; alright again.

‘“We are sure that the man who owns the
gloomy old store that we have written you about
won’t mind a bit, because we have already told
him the story before writing it to you, and he
states that he fully realizes now what a tremend-
ous handieap he has been working under for the
past eight or ten years. Don’t forget—bright
colors, bright prospects. Dull ecolor—dull prospect.
Take your choice; it’s your store and your profits
—not ours.’’

Dover & Halverson, Quincy street, Hancock,
Mich., have aunounced that they are planning to
take over the building next to them and will use
it for their Vietor department.

The Brooks Automatic Repeating Phonograph

is justly termed The Wonder
Instrument. It has all the good

qualities of other high grade
makes, but is completely put in

a class by itself by virtue of
the inbuilt Repeatmg Device,
which enables
the operator
to play any
make of
record, any
desired num-
ber of times.

Dealers

There are some com-
munities where the
Brooks i1s not repre-
sented effectively as
yet. Perhaps yours is
one of these. There is
as much profit and
satisfaction in selling
the Brooks as there is
in owning it.

The Repeating Device

The Brooks Automatic Repeating and Stop Device
is an exclusive Brooks feature. It gives this phono-

‘There are three
Brooks models,

ra
TR B e S of differentsizes,
turning a little knob. a11 beautlfully :es
carved and finished. Each aw

style may be had with a

electric motor, if desired. !
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“Standard Troubles!”

Are You 9
Tired of Them <
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We were; and that is why
we designed and built the
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TYPE 3-MW
Showing Safety Winding Device

How many times has the experlenced phonograph manufacturer been
heard to utter the phrase “Standard Troubles?”

Grown familiar with the faults and defects of talking machine motors,
he classes all chronic troubles as “standard” and phllosophlcally lets
it go at that.

But the elimination of “standard troubles” is merely a matter of cor-
rect mechanical design. no more—no less.

The Fulton motor is different not merely because being different
is advantageous, but because it had to be DIFF ERENT to be
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FULION BROS. MFG. CO. | |
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§ Remember This:—

Although

There Is No Shortage In Quantity'
There Is Shortage in Qualitye

Quality is the end to which we have aspired, and it is quality we have
attained. There is a valid reason for every feature of the Fulton spring
motor.

It is as near fool-proof as any mechanism can be.
It is impossible to overwind.

There are no governor springs to work loose.

Noiseless operation, true spiral gears, constant speed. vertical governor
shaft, noadjustments; these are only a few of the distinctive features of the
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TYPE 3 MP
Without Safety Winding Device

Furthermore, the Fulton is sold under the following

GUARANTEE

‘““ALL FULTON products are made by expert workmen in a shop properly equipped. All material is pur-
chased with full knowledge of the requirement of each part. Therefore, the Fulton Bros. Mfg. Co. unhesi-
tatingly guarantee all their products against any defect in material and workmanship and will replace any
part returned to the factory and found by them to bz defective.

This guaranty does not cover the wear from long use, accident or abuse which will result inevitably in any
mechanism. This guaranty does not cover spring breakage, although the use of our winding device, if un-
disturbed, will prevent the breakage of springs unless the material is defective. Therefore, it is our policy
to be much more liberal in the matter of spring replacement than any other manufacturer can afford to be.
Owing to our standard of excellence in equipment, material and personnel and our established superiority in
design it is ous intention that this guaranty shall cover everything that is implied in our claim as follows:

THE FULTON MOTOR IS THE BEST PHONOGRAPH MOTOR MADE.”’

It costs no more; it gives better service. Then—will it pay you to INVESTIGATE?

WAUKEGAN, ILLINOIS
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In the Holiday Rush

for talking machines of every kind Widdicomb dealers will feel
that satisfaction which invariably goes with the
consistent sale of Widdicomb Phonographs.
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" A FINISHED
PRODUCT

i1s distinctly a quality Instrument
calculated to enhance the reputa-
tion of reliable merchants whose
clientele 1s made up of discrim-
inating music lovers.

Queen Anne. 48x22x24
Widdicomb No 6.

Made for the dealer who wants
bigger, better value, more substan-
tial profits and a steady flow of
come-back sales.
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GEO. C. ALLEN LEAVES FOR HOME

Australian Sonora Representative Starts on Long
Return Journey—Has Been Here Nine Months
Studying American Business Methods

George C. Allen, of Allen & Co.. Sonora dealers,
Sydney, Australia, started on his return journey
on October 31. Mr. Allen has been in this country
for the past nine months studying Amer.can methods
in talking machine manufacture and d'stiibution.
In a chat with The World on the eve of his departure
for San Francisco Mr. Allen said that the talking
machine industry in Australia has keen going
through the same processes of evolution as in the
United States, and the demand for the Sonora, for
which his house is the sole agent, is growing steadily.
Prejudices against the talking machine, like the
prejudices found in this country not so many years
ago, are dying out with the better education of the
people along musical lines and he expiessed the
view that in the near future the Australian market
would be as large, comparatively, as it is here. M.
Allen had a hard time getting to the United S ates
last spring, being held up in many places by various
mishaps, and spent nearly two months on the journey
across the Pacific from Sydney.

REAL AFRICAN JAZZ ONE-STEP

The ¢‘B-Hap-e-One-Step’’ as played by the Lou-
isiana Five for the Edison records has been cited
as an example of real jazz, the kind which had its
origin in the wierd, blending harmonies of the
West African Coast. In this type of music the
various instruments used in jazz musie each have
a particular part to play and the ensemble is what
we know today as jazz, but is in reality not very
different from the primitive music of the West
Afrieans.

ST. LOUIS FIRM BUYS BUILDING

The American Fixture & Showease Mfg. Co., St.
Louis, Mo., has purchased the building at the cor-
ner of Tenth street and Franklin avenue and is
making improvements on this property. This plant
will be used largely in the manufacture of talking
machines of which more news anon.

'INCORPORATED

The Plymouth Phono-Parts Co., Madison, Wis.,
has been incorporated with a eapital of $50,000 by
George C. Trotter, H. W. Bolens and W. H. Thom-

men.

VITANOLA PUBLICITY BY AIRPLANE

Des Moines Jobber Has Scheme to Popularize
Name of Vitanola and Link the Dealer With the
Product—Cards Dropped From Plane Help Plan

Des MoiNes, Ia., November l1..—An advertising
campaign for popularizing the name of a talking
machine was recently begun by E. H. Jones Piano
Co., 408 Shops Building, this eity, whieh has mmade
several deliveries of Vitanola machines by air-
plane. DeWitt Jones outlines the plan as follows:

‘“In every town where this airplane stunt is to
be pulled oft the dealer works in conjunction with
it by having a little advertising and a special
sales conference. Me begins by advertising that
he is going to open a club of twenty-five machiues.
Tweuty-five people come iu and purchase a ma-
chine. They buy it outright, sign a note for it,
paying ten dollars down and ten dollars a month.
Wheu they have signed up the contract and made
the first payment of ten dollars the dealer preseuts
them with a card sixty-five inches long by three
inches wide. :

‘“‘For instance, in the case of Mr. Pickard in

Marshalltown, Ia.,, the individual who writes on
one side the words, ‘ Pickard sells Vitanola phoneo-
graphs,’ the most number of times in the neatest
hand writing gets his Vitauola free with the ex-
ception of the ten dollars he paid on it. This is
the first prize. Tle second prize gets a discount
of $20 on the machine, the third gets a discount of
ten dollars. The judges in this case were the may-
or of the town, the Catholic priest, the superin-
tendent of schools and the Protestant minister.
You can readily imagine that this works for great
Vitanola publicity. Everybody who goes into the
contest has to write the word Vitanola and has
to write it in conjunction with the dealer who
sells them. This is good publicity and publicity
which we think is bound eventually to pay.’’
A phonograph received shows the first advertis-
g stunt of this kind pulled off. The first trip
was made to Indianola, Ia. The next trip of this
kind will be made to Winterset, Ia., following
which there will be others to Rippey, Nevada,
Marshalltown, Hampton, Newton, Chariton and a
number of others in whielh the E. H. Jones Piano
Co. has dealers located. Besides delivering the
nmachine by air from the jobber to the dealer, the
aviator while flying over the town in which the in-
strument is to be delivered drops from 15,000 to
20,000 cards advertising the Vitanola upon the
towu and surrounding country.

Let's get

15 an excellent prospect for the dealer.

ticularly effective in the period models.

Write us now, to- day

And talk over the Veeco motor proposition. The possibilities of this efficient
drive for talking machines are most attractive. A large majority of homes to-
day are equipped for electricity, and the owner of a phonograph in such a home
Think of the thousands of owners who
would be interested in having their machines electrically equipped at a small cost
and.in a few moments’ time. Any dealer has dozens of prospects on his lists, and
these prospects mean an increase in his bank account.

The Veeco motor is a large asset to the manufacturer as well, being par-

- Veeco motor is a money-making proposition. The motor runs on any 100-123-volt
current. Special motors for other voltages. Furnished mounted on 12 or 12)%-
inch mahogany board, or unmounted without board.

THE VEECO COMPAN

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

together

For both manufacturer and dealer the

Let us hear from vou.

[N

248 Boylston St.
BOSTON, MASS.
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Only 5 Weelcs
CHRISTMAS

AND LESS THAN THAT
UNTIL THE
HOLIDAY RUSH BEGINS

WHAT ARE YOU
GOING TO DO TO
GET YOUR SHARE
OF THE CABINET
TRADE?

From 25 to 40 per cent. of your
customers are prospects for Record
Cabinets. They can be turned
into Cabinet Buyers without fail

if you can offer them

UDELL
CABINETS

instead of ' just’ cabinets.

And the ultimate profit and sat-

isfaction are positive.

One of our popular styles:

No. 11038
(Iorizental Shelves)
Tor New Victrola IN-A

Heigbt. 361, in. Width, 19 in. Depth, 22V,
in. Holds 10 Victor albums. Mahogany Front
or OQuwirtered Uak Fromt. Average weight,
crated, 90 .pounds.

[It vertical interior is desired, order No.

.1
[lf felt interior ix waited, ask for No..

10511
Catalog ot Request

THE UDELL WORKS
' 1205 West 28th Street
INDIANAPOLIS. IND.
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“‘Ph onograph

The Singing Throat

of the STARR Phonograph carries
faithfully to the ear the actual
voice of the singer or the tone of
the instrument.

”‘”""""H-B
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The singing throat is made of
silver grain spruce — the music
wood in the famous Stradivarius
and Cremona violins—because it
is most perfect for conveying sound
waves in original purity.

Ask for a Starr “hearing.”

The Starr Piano Co.,Richmond, Ind.

Los Angeles New York  Birmingham, Ala.
London, ‘Can.
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SECURING “TALKER” PROSPECTS BY WATCHING THE PAPERS

The General News Columns of The Daily Papers Contain Many Items Which Will Serve to Furnish
the Live Talking Machine Salesman With Leads For Future Customers

Talking machine dealers and salesmen are ever
on the watch for new ideas which may be used
as sales arguments to induce prospective buyers
to become owners of talking machines. They are
constantly searching for new prospects, scanning
the marriage and obituary notices in the daily
papers, working on the theory that a newly mar-
ried couple will want an instrument when they
come to furnish their home. In looking over the
death.notices to see if money has been left they
think that the widow will want a good investment
in her home to help lessen the cares and sorrows
of life after the loss of her husband. To be sure
this practice may be justified and sometimes pro-
duces results, but it is too limited in its scope.
Better arguments are needed.

The daily papers in their news columns have
many points of interest which salesmen can turn
into good sales arguments. The lives of prominent
men of wealth and social position almost invari-
ably offer excellent examples of the place of music

in the daily life of every individual, Andrew

Carnegie has given millions to the causc of musie,
he has founded schools and fostered innumerable
organizations all directed to the same end, that
of advancing the cause of music throughout the
country. Upon the death of Frank Woolworth it
was found that he was devoted to the use of the
great organ he had installed in his home. Almost
his sole recreation from the strain of business was
in music. Otto H. Kahn is not ouly the moving
spirit in the grand opera of this country, but he
is an aecomplished player of several instruments
himself. A. D. Juilliard, the great textile commis-
sion merchant, left a bequest of $5,000,000 for the
teaching of music. Eastman made provision for
the founding of a music school. In all these gifts
brought to light by the wills of various men there
is food for thought for the music salesman.

But gifts by living men have more effect on the
public than posthumous bequests, for the domors
are continually in the public eye. When such
donations occur salesmen have a splendid oppor-
tunity to use effective publicity on their prospects.
To show that the most successful men aud women
in this country are interested in music aud have
music rooms and instruments of the finest quality
in their homes makes an impression on the average

What More Can You Ask

All the features that go to make a talking
machine Profitably Salable you will find as
regular equipment of Maygnola: * Built by
Tone Specialists.”

atcNQg the Music Come Out

Complete description of all these features is
to be found in our handsome illusirated
calalog, which we should like to send you.
May we? Ask us to tell you our plans
for your benefit!

MAGNOLA TALKING MACHINE COMPANY

OTTO 8CHULZ, President
General Offices Southern Wholesale Branch
711 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA, GA.

citizen. Salesmen can develop many arguments,
using as their basis the facts which can be ob
tained from the daily papers.

By watching the news as it comes and intelli.
gently analyzing it the salesman can change and
improve his ideas constantly. He can get away
from the old stock arguments which have been
used so long that they have become hywords
kuown to every layman. With the rapid growth
of the talkiug machine industry and the general
educational campaigns carried on by mauufactur-
ers and other organizations new ideas are needed.

Tutelligent argumeuts must be used to conviuce
the publie, for the public is becoming better iu
formed on all matters relating to talking machines,
both technically and artistically. New ideas aud
new arguments which are up to date and in con-
formity with the developments are necessary.

More and more music news is getting into the
daily newspapers. Special music pages are
spreading the facts of the music industry broad-

cast. The growth of the industry in the com-

mercial world mmakes its news important and the
business pages of the papers publish talking ma-
chine news as never before. Everyone is becoming
better acquainted with such matters and with this
better information comes a demand for facts.
These facts must be furnished by the salesman
or dealer, and it is to him that the buyer comes
when looking for facts concerning this machiue
or that.

Realizing this, the live salesman should form
the habit of lookiug over the daily papers uot
only for the general news, but its applicatiou to
his particular industry. Examples of fine musie
studios or rooms iu some of the best-kuown honies
in the country should be brought to the attention
of his customers. By so doing he will arouse iu
them the desire to have in their own homes mu-
sical instrumeuts in keeping with their means aud
positions. As his customers increase in prosperity
he should see to it that they have impressed upon
them their own need for better musieal facilitics.
By citing examples where this has already been
done he can add weight to his arguments. In
order to have these examples the salesman must
be abreast of the times in regard to what is being
done in musieal circles. This can only be doue
by keeping up with the news through the medium
of the daily papers and the magazines of the
country.

NEW STORE FOR SOUTHERN DEALER

The Cavdioto Piano Co., Lexington, Ky., Colum-
bia, Starr and Hiawatha dealers in that city, will
move into a new location on or about November

_15. The business of selling talking machines aud

records has grown with the expansion of the town
and two new motor trucks have been added to the
store equipment. The new store will be located at
120 South Limestone street.

Among the mapy beautiful gifts to be received
by Miss Virgiuia Hylan, daughter of Mayor Hylau,
of New York, on the oceasion of her marriage a
couple of weeks ago, was a handsome Adam Period
Grafonola, the gift of her unecle.

«~ & New Automatic
Cover Support
Practical—~Inrexpensive
Fool Proof
Made in two different styles
No. 1 Fit Cover at any angle
No. 2 Hinge Plate bent to

Fit Cover

Samples on Requesi
Quanilty Discount

AUTOMATIC COVER SUPPORT MFG. CO.
54 JONES STREET NEWARK, N. J.
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Atmouncing the
New 1920 /Oﬂe

P

MANUFACTYRED BY

PLAYERPHONETALKING MACHINE CO.

D.YW.McKENZIE, W.D.CALOWELL.
onts‘:o:Nr CHICAGO, &

TREASURER

ILL.

ST NNOATE)

e

The
GREATEST PHONOGRAPH IN AMERICA FOR,
TONE, QUALITY 20 BEAUTY.ELEVEN DIFFER:
ENT MEDIUM SIZED MODELS.
PLAYS ALL MAKES OF RECORDS PERFECTLY

Dealers desiring to handle a high
grade phonograph for the big fall
and holiday trade should commu-
nicate with us direct or with any
of our jobbers listed below:

Berry, Demoville ¥ Co.,
Nashville, Tenn.
John B. Bond, Little Rock, Ark.
Chapman Drug Co.,
Knoxville, Tenn.
Clawson ¥ Wilson, Buffalo, N. Y.
Day Drug Co., Akron, Ohio
Des Moines Drug Co.,
Des Moines, lowa
L. S. DuBois Drug Co.,
Paducah, Ky.
Hornick, More ¥ Porterfield,
Sioux City, Iowa
Reid Lawson, Inc.,
Birmingham, Ala.
Chas. Leich ¥ Co., Evansville, Ind.
A. C. McClurg % Co.,
352 E. Ohio St., Chicago, Ill.
Oklahoma Book Co.,
Oklahoma City, Okla.
Orchard ¥ Wilhelm Co.,
Omaha, Nebr.
Twin City Talking Machine Co.,
Uhrichsville, Ohio
Van Vleet-Mansfield Drug Co.,
Memphis, Tenn.
Waco Drug Co., Waco, Texas
H. W. Williams ¥ Co.,
Fort Worth, Texas
Some Desirable Jobbing
Territory Still Open

Manufactured by’
PLAYERPHONE TALKING MACHINE
COMPANY, ;
338-352 N. Kedzie Ave.,
Chicago, IlI.
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HOLIDAY TRADE IN BUFFALO PROMISES TO BE RECORD BREAKER

Christmas Rush Expected to Be Bigger than Ever —Denton, Cottier & Daniels Celcbrate First Anni-
versary of Vocalion Agency—Trale Shows Activity — Other News

BUFFALO, N. Y., November 8.—Despite strikes and
other industrial unrest in Buffalo the talkinz machice
trade during the coming holidays promises to be a
record-breaker., Thousands of citizems, who last
Christmas put off the purchase of talking machires,
are pretty sure to buy these Yuletide gifts th s year.
Even with a number of persons he:e—piine’p.ly
steel workers—unemployed, there remaius a great
army of men and women who aie still earning gocd
money. The craze for speuding almost their last dol-
lar has seized Buffalonians, the same as residents of
every other city or hamlet in the United States. If
their great amount of cash has to be e:tended, why
not use it to worth-while advautage? The logi-
cal merchandise to buy—someth'ng that will bring
lasting joy and satisfaction in the home and knit to-
gether its members—is talking machines, s> argue
local dealers. This appeal seldom goes wide of the
mark, if present heavy sales are any criter‘on. Early
orders for holiday goods were placed by most of the
- live talking machine dealers in this city. It is ex-
pected that when the Christmas rush is in full sving
they will not have a sufficient supply to fill tke
demand, but nearly all will likely have a fair amount
of goods to make a profitable showing at the end of
the year. The short-sighted ones who erroneously
figured that the authentic information given out in
advance as to the shortage of materials and the

constantly advancing costs of labor and supplies,
was only a scare, so that the manufacturers could
sell more goods, are uow mentally perturted. They
are spending real money on telegrams and rail oad
fares in their efforts to scour the markets for suf-
ficient goods.

‘*Good talking machines are an economy’’ and
¢¢Service and satisfaetion’’ are slogzans being played
up by most of the talking mach’ne stores in this
city. These poicts are emphaszed: tlLat jast now
cheap machines mean inferior materials and ineffi-
cient labor; that the purpcse of superior maechines
is ‘“not to catch the eye with a low price tag’’ and
that the talking machine standards of firms eairying
on these qunality campaigns are not being lowered by
the increased cost of everything that goes imto this
merchand ‘se.

Denton, Cottier & Dauiels recently celebrated the
first anniversary of their representation of the
Aeolian-Vgealion in Buffalo. In honor of the great
popularity of this line in this territory the Aeolian
Co. has just reprinted in this city’s newspapers a
page ad. whieh apreared here a year ago. The ad-
vertisement in question announeced that Denton, Cot-
tier & Daniels had then taken over the ageney of the
Aeolian-Vocalion and the new Voealion record. One
feature of this fine pullicity was drawiugs, showing
Aeolian Hall, New York, and Denton, Cottler & Dan-

10 Victrola and Grafonola .., %2,..

NEEDED

. ON EVERY

PRICE 35¢

PRICE 25¢

TRADE MAGR
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Saves

Records

RECORD BRUSH

MOST EFFECTIVE RECORD CLEANER
| ON THE MARKET

g ECORD
BRUSH

BRUSH IN OPERATION

Tarking Macuine Co.
81 Reade Street  Near Chuch St.  New York

It does the work automatically and once
attached requires no further attention

Every Dealer Should Carry Them
Circular and Price List Mailed on Request

Manufactured by

/4

Victor Distributors

Specialized Manufacturing Production for
the Phonograph Trade

N\ Iorentzeg_

“'They buy at a place where prices compete, where Quality must always
excel.*”

Only one of the reasons our business is growing, *'We serve all 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

b

iels’ palatial store. A glowing tribute was then paid
to the last-named conceru.

Manager Scott, of the William Hengerer Co.'s
Vietrola department, reports that four new booths
have Leen added to that section of the store. The
department occupies a delightful place on the eighth
floor, overlooking a part of Lake Erie.

The Utley Piano Co., Inc., Edison and Brunswick
dealers, is already reaching ont for holiday trade in
talking machines.

The Teck theatre buildiug. in which the Winegar
Piano Corp. is located, has heen sold to Jacob J.
Sehubert. It is said that the change in ownership
will not affeet the piano firm's lease.

The Buffalo Orpheus, a l.eal sin2inz and social
organization, recently celebrated itz fi{tieth anni-
versary. George H. Moessinger, of C. Kuitzmann
& Co., is treasurer of the Orpheus. and Char'es F.
Bricka, of Bricka & Enos, New Edison dealers, is
vice-president.

Frieda Hempel, New Edisou artist, recently sang
at Elmwood Music hall. In connection with her ap-
rearance the following firms advertised ‘‘tkat they
would Le glad to re-create her voice by means of the
New Edison,’’ Bricka & Enos, Frank Ehieafried.
Charles J. Hereth, Utley Piano Co., Inc., and Zittel-
Kreinheder Co.

The Buffalo Wholesale Hardware Co. is advertis-
ing the Pathé phouograph extensively in the local
newspapers. The concern is wholesale distributor
for the Pathé-Freres Phouograph Co. iu New York
State aud Northern Pennsylvania.

The Rudolph Wurlitzer Co. is holding a sueeessful
removal sale prior to going iuto its palatial new
home in Main street, near Tupper.

Maj. Hal H. Noyes, who formerly traveled for
W. D. & C. N. Andrews, recently related some of his
interestiug experiences in the Motoreyele Corps iu
Europe Lefore the Masonie Club at Auburn. N. Y.
What specially pleased the large body of men pres-
ent was a deseription of his activities in Italy, of
which few Auburn men knew by direct experience.

E. M. Statler. president of the Hotel Statler Co.,
which has hotels in many of the big cities of the
United States, is planniug to ereet a large hostelry
on Niagara Square. Expensive talking machires,
pipe organs, ete., are seldom oniitted in the equip-
ment of the Statler hotels.

Three new entrances to J. N. Adam & Co.’s Vie-
trola department have teen built. The department
is being enlarged and various other improvements
are being made. F. E. Russell, manager of this de-
partment ,is preparing for a lively holiday rush.

Albert Schuler. of the Albert Schuler Piauo Co.,
is building a uew home on his farm at East Con-
cord, N. Y.

King Altert of Belgium and his roval entourage
receutly visited the Larkiu plant, which handles
ing machines and records. Buffalo's talkiug ma-
chine stores were appropriately decorated in his
honor.

COTTON FLOCKS

<« FOR..

Record Manufacturing
238 South Street

THE PECKHAM MFG. C0., REWaRk.°N-°5:
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A Startling Confession
Of Vast Significance to You and Me

am in good standing and popular all over the world.
I respected by all who really know me. I am looking for work—more work. I / =
just love to work long hours—evenings, holidays and Sundays.

am a good “mixer’” in all classes of society and a charming entertainer—a
wonderful imitator—in very truth, a magician. I sing and speak, like a native,
in every language and every dialect under the sun and I play every musical in-

strument with the skill of a master.

I am esteemed and

OF A FAIRY'S WAND

3 )
{ ) \¢
MADE SUPREME BY
THE MAGIC TOUCH. I ]
v

I AM A MIGHTY CLEVER SALESMAN

OU need me in yiur business and I am ready to go to work—write or wire—I will take the first train and bring all
my Auxiliary Forces with me. We will co-operate and harmonize with your regular sales force. Our service is

free. We reduce your expense and increase your profit.

E will go out into the highways and byways and fetch people into your store for Phonographs and Records.
W Then we will follow them right into their own homes and make them come back for more—again and again—

that’s the secret of our success. We are doing it for others—WE CAN DO IT FOR YOU.
By permission I refer to any of the tepresentative progressive business houses listed below.

66
My Name Is

And I Am

The Universal Talking Machine Needle Supreme!

l PLAY all Records—any machine. I play 50 Records without a change. I get all the tones but not the seratch.

Records better—make old Records like new.

I make all

I come 4 in a package, to retail for 10¢ and a carton of 100 packages (400 guaranteed Tonofones) sells to the
retail dealer anywhere in the U. 8. A. for $6.00 net—sample needles, advertising leaflets and BEAUTIFUL

EASEL-BACK WINDOW POSTER FREE.

I HAVE set a new standard in phonography—the oldest, the biggest and the best people in the tradc say so—musical critics say

so—everybody says so and what everybody says must be so.

Winter Time is Your Harvest Time! Come On! Let’s Get Busy!
Not Tomorrow—Today. Send Your Order to Any Address Below.

U. S. TONOFONE DISTRIBUTORS
REVISED LIST TO DATE

REED PHONOGRAPH CO., Inc., 237 Fifth Ave. Pittsburgh, Pa.

WORLD PHONOGRAPH CO., 736 .Tilden St., Chicago.

ARROW SUPPLY CO., Cable Building, Chicago.

ARCADIA MUSIC CO., INC., 33 Peachtree Arcade, Atlanta, Ga.

ROE-BROWN COMPANY, 662 South Fourth St., Louisville, Ky.

WALTER S. GRAY, 942 Market St., San Francisco, Calif.

M. D. SWISHER, 115 S. Tenth St., Philadelphia, Pa.

ASSOCIATED FURNITURE MANUFACTURERS, 1209 Yashing-
ton St.,, St. Louis, Mo.

A. C. McCLURG & CO., Chicago.

ALEXANDER DRUG CO., Oklahoma City, Okla.

E. R. GODFREY & SONS CO., Milwaukee, Wis.

MURMANN PHONOGRAPH CO., 1318 Olive St., St. Louis, Mo.

RICHARDS & CONOVER HARDWARE CO., Kansas City, Mo., and

Oklahoma City, Okla.

LYRE-OLA MFG. COMPANY, INC,, 2108 Olive St.,, St. Louis, Mo.

M. SELLER & CO., 5th and Pine Sts., Portland, Oregon

HOEFFLER PIANO MFG. CO., 304 \W. Water St., Milwaukee, \Vis.

BALDWIN-MILLER CO. 304 State Life Bldg., Indianapolis, Ind.

ARMSTRONG FURNITURE CO., 59-61 N. Main St.,, Memphis, Tenn.

KRAFT, BATES & SPENCER, 156 Boylston St.; Boston, Mass.

W. L. WEAVER, Sumpter Bldg., Dallas, Texas.

SMITH-WOODWARD PIANO CO., Houston, Texas.

PLAZA MUSIC CO., 18 W. 20th St., New York City.

WADE TALKING MACHINE CO., 18-20 N. Michigan Ave., Chicago.

JESSE FRENCH & SONS Piano Co. Montgomery, Ala.

BOND’S GRAPHOPHONE SHOP, 38 Arcade, Nashville, Tenn.

C. C. BAKER. 43 South High St., Columbus, Ohio.

THE L. C. PENN CO., Mt. Vernon, Ohio.

THE KRUSE & BAHLMANN HARDWARE CO., Pioneer St., Cin-
cinnati, Ohio.

THE DAY DRUG CO., 35 South Howard St., Akron, Ohio.

CONSOLIDATED TALKING MACHINE CO., 227 West Washing-
ton St., Chicago.

McKINLEY MUSIC CO. 1507 E. 55th St., Chicago.

JAMES I. LYONS, 17 W. Lake St., Chicago.

GOLDBERG PHONOGRAPH STORE, 167 Gratiot Ave., Detroit, Mich.

THE BRUNSWICK SHOP, 125 E. Kearsley St.,, Flint, Mich.

MORLEY BROS.,, Saginaw, Mich.

LANSING PHONOGRAPH CO., 207 S. Washington Ave., Lansing,

Mich.

MICHIGAN PHONOGRAPH CO. 156 Monroe Ave., Grand Rapids,
Mich.

RAE & MAXWELL, 711 Jefferson Ave., Toledo, Ohio.

J. W. POOL MUSIC CO., Huntington, W. Va.

MADE for THE TRADE by

R. C. WADE CO.

EASTERN anNo EXPORT DEPT,
160 BROADWAY
NEW YORK CITY

ROANOKE CYCLE CO., 103 Campbell Ave., Roanoke, Va.
SOUTHERN FURNITURE CO. 212-214 King St.,, Charleston, S. C
HAVERTY-RUSTIN FURN. CO., Columbia, S. C.

HAVERTY FURNITURE CO., Savannah, Ga.

STARR PIANO CO., 15 N. Ocean St., Jacksonville, Fla.

STARR PIANO CO., Richmond, Ind., {and branches)

FOREIGN TONOFONE DISTRIBUTORS

REVISED_LIST TO DATE

A. TARTIKOVER, Sydney, Australia (P. O. Box 2318).

QUEVEDO & CABARGA, 5 O'Reilly, Havana, Cuba.

HAVANA TRADING CO., 19 Obrapia, Havana, Cuba.

GENEVA CUTLERY CO. LTD. Old Sergeant’s Inn Chambers,
Chancery Lane, London, E. C.

HERBERT F. SOLLY, LTD., 12 Hatton Garden, London, E. C.

M. I. BENDERSKI, 15 Rue de la Reynie, Paris, France.

GIOVANNI ALBERTINI, 10 Via Carducei, Milan, Italy.

WILLIAM JOEL, Apartado 230, Tampico, Mexico.

ALFREDO KRAUS, Apartado 573, Tampico, Mexico.

NICHOL-AS OUDIE, Apartado 2020, Mexico City, Mexico.

ARNALDO 1SALGUEIRO, Rua Dr. Souza Viterbo, 42-20 Oporto,
Portugal. -

PEDRO SUNER RAFART, Alta San Pedro, 59, Barcelona, Spain.

PHILIP GOODMAN, 1-2-3 Anglo African Bildgs, Johannesburg.
South Africa.

JOSE A. AEDO, Avenida de Mayo 560, Buenos Aires, Argentina.

JOHN 8. de FREITAS & CO., Georgetown, Demerara, British Guiana

ANTONIO PUERTO, Bogota, Colombia, S. A. (P. O. Box 331.)

HENRY PETTENCOURT, Rio de Janeiro, Brazil.

ARTHUR K. KEMPTON, 205 Drummond Bldg., Montreal, Canada.

CONé\‘.’ELL BROS. COMPANY, Shanghai, Hong Kong, Manila and

ingapore.

COLOMBIA TRADING CO., Barranquilla, Colombia.

COLOMBIA TRADING CO., Cartagena, Colombia.

HERMA]N DAREWSKI, LTD., 148 Charing Cross Road, London.
England.

DESOUCHES, 148 Ave. Malakoff, Paris, France.

GARISCH & CO., Via Lazzaretto No. 3, Milan, Italy.

LOUIS VELAZQUEZ, San Juan, Porto Rico.

CASA EFRAIN BAND, Casilla 1344, Santiago, Chile.

Note.—People everywhere ask—what is the secret that brought
Tonofone into such wonderful, universal popularity in so short a
tirne? No secret at all Just a persistent campaign of publicity
backed up by absolute sincerity, based on positive merit.

LONDON OFFICE
12, HATTON GARDEN

4o [
o 3450 HOME OFFICE aND FACTORY PERCR O E
s GRGR, E52E 110 SC. WABASH AVENUE, CHICAGO, ILL., U. S. A, LOLERES

TEL. RANDOLPH 2045
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EDISON DEALERS MEET IN UTAH

Proudfit Sporting Goods Co. Host to Dealers in Its
Territory—Many Topics Discussed by Various
Speakers—EBEdison Officials Present

OcpeN, Utah, Novembeir 4.—The recent two-day
convention of Edison dealers in the territory
served by the Proudfit Sporting Goods Co., Edisou
jobber at Ogden, Utah, probably had the most
unique and picturesque setting of any Edison con-
vention on record. It was held at ‘¢ The Hermit-
age,’’ a remarkable hotel with city appointments
that nestles way up in the gorgeous Ogden can-
yon. The hotel was decorated for this occasion
with a profusion of Utah foliage and flowers. The
opening session started off with a bang, when Bob
Proudfit delivered a speech of welcome in his
characteristic, wholehearted Western manner.

Following Mr. Proudfit’s opening talk, a tele-
gram was read from William Maxwell, vice-presi-
dent of Thomas A. Edison, Ine., regretting his ina-
bility to be present, which was reeeived with ex-
pressions of regret.

J. J. Callahan, the Edison supervisor, then de-
livered the ¢‘Greetings from the Edison Labora-
tories.”’ All through the balanee of the program
the open forum, whicl is alnays a part of Edison
conventions, in order to give the dealers a chance
to ‘‘speak right ont in meeting,’’ was an instrue-
tive and valuable featnre of the convention.

The regular addresses ou the program begaun
with a talk by George N. Seott, of Idaho Falls, on
the subjeet, ¢*Why I Chose the Edison as a Mer-
chandising Proposition,’’ and Ezra Foss, of Pres
ton, Idaho, gave an interesting discussiou om the
topie, ‘‘How I M\eet Competition.”” This was
followed by a whirlwind talk on ¢‘Enthusiasm,’’
by Josepl Hanson, of Brigham City, Utah. ¢‘Tone
Tests and How I Make Them Pay,’’ a well handled
subject by R. B. Davis, of Malad, Idaho, cuncluded
the program for the first day. After a dinner at
¢‘The Hermitage,”’ whicl was a tremendous sue-
cess, the dealers attended a theatre party in
Ogden.

The sccond day’s program was opened with a
message from T. J. Leonard, general sales man-
ager of Thomas A. Edisou, Inec. The Question
Box was then opened and many subjeets thor-
oughly discussed.

Elmer F. Madsen, of Manti, and F. E. Drake,
of Filer, Idaho, both gave interesting talks on
‘‘How We Sell the Amberola.’’ James F. Burton,
Cashier of the First National Bank of Ogden,
gave an optimistic talk on the business outlook,
which was followed by a discussion by George
Glen, of Ogden, Utah, on ‘¢ Advertising as a Busi-
ness Getter.’” The regular program was concluded
by J. A. Kipp, of Salt Lake City, who explained
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AUTOMATIC

ECONOMICAL

Continuous Hinges
Automatic Stops

Finished in

GOLD
SILVER
NICKEL
COPPER
BRASS

Write for New Cataloga.

Weber-Knapp Co.

Jamestown, N. Y.

A Small Tone Arm—8'/4 inches center to

Both tone-arms scientifically constructed
for perfect sound reproduction and finely

finished in our own plating plant.

In Sound Boxes. We have the special No. 3

e
‘‘How I Make My Store a Musical Center.’" An-
other banquet and a danee, followed the second
day’s convention. One of the most enjoyable fea-
tures of the dinner-show was the performance of
Miss Winnie Hutehison, daughter of T. S. Hutehi-
son, traveler for Mr. Proudfit. Miss Hutehison, an
accomplished violinist, played in unison with the
Re-ercation of Beethoveu’s ‘‘Minuet in G.”’

The dealers expressed greatest enthusiasm for
the hospitality of Mr. Proudfit and for the effi
ciency of Lawrence Taylor, seeretary of the Proud
fit Co., who was the chairman of the convention.

' MADE ADVERTISING MANAGER

Glenn H. Morris in Charge of Advertising For
Thos. E. Wilson & Co., Chicago

Glenn H. Morris, formerly of Los Angeles, Cal.,
has been made advertising manager of Thos. E.
Wilson & Co., makers of the Wilsonian phonograph,
Chicago, Tll. Mr. Morris has been with the Thos.
E. Wilson retail store in Chieago since his dis-
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charge from the service. He was at one time man-
ager of the retail store of Wright & Ditson in Chi-
cago and has gained considerable prominence as a
writer oun athleties.

EDISON PRAISES ROOSEVELT

Inventor of the Phonograph Issues an Appeal for
Support of Memorial Fund

The following appeal has been issued by Thomas
A. Edison for support of the Roosevelt Memorial
Fund:

**Our country has never produced a greater
Ameriean than Theodore Roosevelt. In every
phase of life, in all of his utterances and in his
official acts he typified the very spirit of America.
A virile manhood from first to last, couragious
in his convictions and fearless in action, he stood
as a sturdy representative of the essence of Amer-
jcanism. His wmemory should and will be perpet-
unated to all time as a shining example to the
people of the country he loved so well.”’

Supreme Tone Arms and Sound Boxes

A Large Tone Arm—~83/4 inches centre to

They

SUPREME PHONO PARTS CO,, Inc.

Chicago Offices—Republic Building—H. Engle, Manager

SMALL TONE ARM

145 West 45th Street
New York City
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AnX-Ray view of the Cheney showing the series
of inventions which adapt to tone reproduction,

those principles of the pipe orgen and violin
which give fullness and richness of tone. So re-
volutionary are Cheney improvements that in
serene purity and fidelity of'tone it is unrivalled.

Protected
by Basic Patents

THE Cheney is not only a beautiful
piece of furniture, but has remark-
able tonal quality.

Revolutionary acoustic principles de-
veloped and perfected in the Cheney
enable it to play all records with a
purity and loveliness of tone that is
altogether unrivalled.

These new principles are protected by
basic patents —are duplicated in no
other phonograph.

The Cheney thus stands 1n a class
apart, superb as a musical instrument
and a masterpiece of furniture crafts-
manship.

The Cheney Talking Machine Co.
831 Marshall Field Annex Building

28 North Wabash Avenue
CHICAGO
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“I Am Climbing Mountains’ is a harmonious
‘tenor duet by Charles Harrison and LewisJames
It will make you mountains of money. A2791.

Columbia Graphophone Co.

NEW YORK

Material Offered to Dealers for Window Dressing
Makes Attractive Advertising Possible—Christ-
mas Spirit the Theme of the Display.

The December list of Columbia display material
for Christmas advertising contains some excellent
suggestions for dealers in the matter of window
dressing. The Christmas theme is naturally the
center of the display and for this purpose a

— - = =

e -

Christmas tree has been furnished whiech is an

adaptation of the magazine advertisement. The
customary Christmas colors of red and green pre-
dominate the display material and the effect is
pleasing as well as effective. Speecial list of Yule-
tide dance numbers are furnished and an assort-
ment of ent onts and posters. The ‘:Lure of
Music?’ is suggested as a book every musie lover
should possess and a large card is furnished featur-
ing the book. On the whole the display as offered
by the Columbia Co. is designed to make every
dealer’s window distinctive as the accompanying
picture shovws.

Too many men who have good ideas are unable
to make good—or good use of them.

EDISON FOR PRINCE OF WALES

Layton Bros. Furnished Diamond Disc IMachine for
Use in Royal Visitor’s Apartment at Ritz-
Carleton Hotel During Stay in Montreal

MONTREAL, Can., November 3.—A beantiful Edison
phonograph of the English 18th Centnry period
design was ordered from Layton Bros’. warerooms
to be supplied to H. R. H,, the Prince of Wales,
during his stay at the Ritz-Carleton Hotel in this
city. This instrument was especially brought up
from New York and harmonized with the other ap-
pointments of the Prince’s drawing-room. Cab-
inet experts agree that the artistic hand de:ora-
tions are the finest ever exhibited in Montreal.
The metal finishings of this instrument are heavily
gold plated. As the New Edison Diamond Dise
phonograph is praectically nnknown in England,
His Royal Highness undoubtedly enjoyed hear-
ing Thos. A. Edison’s latest achievement in reecre-
ating musie.

FEDERAL SIGN PUBLICITY

The Federal Sign Co., Chicago, New York and
San Franciseo, representatives of the Federal Sign
System, makers of eleetrie signs for all purposes,
recently sent a very attractive folder to the trade
explaining the advantages of these electric signs
for talking machine dealers and general display
work. This folder was illustrated in colors show-
ing actual signs already in use. At the Electriecal
Show in New York the Federal Signs were featured
effectively at the Federal booth where every kind
of illuminated sign was demonstrated to the inter-
ested crowds thronging the exhibition.

Braydon & Chapman, Glens Falls, N. Y., dealers
in Columbia, Victor, Edison and Pathé lines, will
move into new quarters in the Miller Building in
that city as soon as alterations now under way
are completed.

EMERSON RECORDS ON THE COAST

Wm. H. Shire, Special Field Manager For the
Emerson Phonograph Co., Finds California Trade
Active and Growing Fast—Business Brisk.

The Emerson Phonograph Co. is making rapid
strides in the West and in a chat with The World,
Joseph I. Carroll, manager of sales, spoke of a
letter he had just received from Wm. H. Shire,
the special field manager, in which he outlined
the trade conditions on the Coast. Mr. Shire was
enthusiastic over the reception he had received
from California dealers and predicted that this
would be the banner State in the sale of Emerson
Gold Seal records. The business of the Western
Jobbing & Trading Co., under the direction of Gen-
eral Manager Boothe has been bevond the expec-
tations and their offices at Los Angeles and San
Franciseo have been miore than Dbusy.

GOVERNOR SMITH MAKES RECORD

Governor Smith, of New York, finds the talking
machine a great aid in imparting his sentiments
to tlie masses. He recently made a speech before
the movie eamera in the Universal studios anid
also had his words recorded at the laboratories of
the Vicetor Talking Machine Co. His subject was
*Reconstruction’’ and it is his plan to use the
film and the records in a statewide campaign.
With the aid of the records and the films the
people of the Empire State will be able to see and
hear the Governor even if hie is not able to be
with them in person.

A TIMELY SUGGESTION!

Someone has made the suggestion that the in-
stallation of a talking machine in the President’s
sickroom has its advantages over the talking ma-
chines in the United States Senate. Mr. Wilson
can shut it off at any time.

Wholesale

Victor

Service

| for Southern Dealers

Band and Orchestra Instruments
Player-Piano Music Rolls
Musical Merchandise

Complete Stocks, Quick
Shipment, Right Prices

Make Our Store Your Headquarters When in Richmonc_l

Jhe [orley

Richmond, Virginia
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THE TRADE IN PHILADELPHIA AND LOCALITY

PHILADELPHIA, Pa., November 7.—The month of
October, iu the local talking machine business,
was most gratifyiug. It was productive of much
business, and the pleasing feature of it is that both
machines aud records are coming through with
very much greater uniformity, and with the prom-
ise that the trade is going to be amply supplied
during the holidays, aud that the worst trouble
regarding stock scarcity is now over.

Victor Production Improves

There is no doubt that increased Vietor facilities
are now begiuning to be felt for machines and
records are coming through in better quantities.
All of the local jobbers report larger Vietor ship-
ments, and they have not been in as good shape
as at present for more than a year. In faet, dur-
ing October the Vietor jobbers received more than
double the amount of merchandise from the Cam-
den factories than they did during the correspond-
ing month a year ago. As an illustration of this,
the Penn Co. said that their business for the first
two weeks of October was as good as it was during
the entire month of last year. Naturally with the
volume of business growing so rapidly, they still
find a very great shortage.

Penn Victor Dogs Popular

The Penn Co. have been doing a very fine busi-
uess on their Penu Vietor dogs in October. They
have found it uecessary to greatly iuerease their
output, and have now three factories at work
making these dogs for them. One of the most re-
cent firms to take on the jobbing of the Vietor
miniature dog in their section was the fum of
Lyon & Healy, Chicago, L. C. Wisweli haviug come
here to make arrangements. Cressey & Allen, of
Portland, Me., and E. F. Droop & Sous Co., of
Baltimore, have also taken on Vietor dogs. Mur.
Barnhill, of the Penn firm, has spent several week-
ends in October at Galen Hall, Weruersville, to
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WE adhere absolutely to the principle which has

governed this business since 1864. Every article |}
must be of superior quality—better value than the
average manufacturer is willing to supply the trade at |
the same price.

You will greatly increase your sales if you let the public
know you sell our special “W & S” Brand Musical
Merchandise, which includes the Weymann ‘Keystone
State”” (our own make) Musical Instruments:

“W & S’ Three Star Brand Violins
“W & S’ Keystone State Strings

“W & S’° La Brilliante Violin Gut Strings
‘“Jtalian System”’
“W & S Herculelle Violin E Silk Strmgs

Send for our Special Stock List Order Blank

H. A. WEYMANN & SON, Inc.

Victor Wholesalers Q R S Rolls Distributors
1108 CHESTNUT STREET, PHILADELPHIA
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which he motored with Mrs. Barnhill. Mr. Barn-  he had been making. Embarrassed by the honor
hill had a unique experience about ten days ago. he tried to turn over the phone calls to his part-
Shortly after reaching his office his phone bell  ner, Mr. Miller, who is recognized as a champion
began riuging, and his acquaintances started to Philadelphia golfer, but Miller declined the honor.
congratulate him on the wonderful golf seores that (Continued on Page 64)

Victrolas and Victor

still stand supreme in quality and demand
—and will —because they represent the ideal
and life-work of a pioneer organization, whose
supremacy will be maintained by quantzty as
well as qualtty

THE LOUIS BUEHN COMPANY

Records

PHILADELPHIA
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thanks,
New Castle
—come
again!

vice Delaware deserves.

New Castle is a valued customer of ours.
on good terms with the entire State of Delaware. l

That’s because we try to give Delaware the sort of ser-
Orders for Emerson Records
received from Dover, Wilmington or New Castle are
taken care of in jazz time.

We supply Emerson hits to dealers in Delaware,

Eastern Pennsylvania, Southern New Jersey, and
Washington, D. C.

What do you need now, to round out your stock?

Parkway Building

BROAD and CHERRY Streets -:-
Distributors of EMERSON RECORDS

In fact we’re l

PHILADELPHIA, PA.

THE TRADE IN PHILADELPHIA AND LOCALITY—(Continued from page 63)

Finally it was discovered that in the paper there
was an annonncement to the effect that ‘‘the
feature of the day was a 78 shot by Barnhill,”’
and upon investigation it was discovered that Roy
Barnhill, of the New York Golf team, had been
liere playing his team against a local team.

Back Order System Book

Something entirely new in the formr of a Back
Order System book, has been issued by the Penn
Co., which they believe will be very useful to their
dealers. The following cirenlar letter, which they
have sent to all the firms who purchase through
them, is self-explanatory:

‘“The necessity of a more efficient co-operation
between the dealer and jobber in the placing of
back orders for records has led us to undertake a
plan which we have been contemplating for some
time. We are now having printed a Back Order
System which will allow the dealer or ourselves to
readily and accurately determine at any time the
quantity of records placed on back order with us.
By adopting this system, we believe, we can more
easily schedule records, thereby extending to omr

dealers moie prompt and efficient service than in
the past.

‘“In the future, as the factory increases the ship
ment of general stock records. the necessity of a
proper back order system will become more appar-
ent, and, therefore, we urge you to take advantage
of the earefullly worked out system in book form,
which is to be supplied without any cost whats»
ever to our dealers. By carefully carrying out tle
instruetions that aceompany this new Baek Order
System for dealers, we have no donbt that you will
considerably enhance your record business.’"

Good Sonora Business

The business with the local Somora jobber has
Leen most satisfactory in October. J. Graham
French made a trip to New York in order to help
speed up the shipments. Goods are coming in a
little better, but not nearly to the sat'sfaction of
the handlers of the Sonora here. Mr. Miller, the
Pittsbnrgh manager of the company was a visitor
in Philadelphia for several days dnring the mouth.

Prompt Cheney Shipments
G. Dnnbar Shewell, the local Cheney representa-

tive, reports that his firm have been most prompt
in their shipments, and that he has been getting
in ear load after ear load of machines, and yet
he is unable to accept any more business at the
present time. His list of local representatives al-
ready ineludes all the important firms here, such
as John Wanamaker, Strawbridge & Clothier,
Theodore Presser, Lit Bros., Blake & Burkhart, the
Philadelphia Talking Machine Co., Forster Bros.,
and the Eakins Piano Co.

Back Order System Book

Harry Fox and his Emerson Philadelphia Co., is
a hive of industry these days. He has just had
as a visitor Oscar Willard Ray, the district man-
ager of the Emerson records, who says that Emer-
son Co. is most gratified at the way Mr. Fox is
handling the business in this territory. Mr. Fox
says that his Emerson bnsiness has been wonder-
ful in this section and that he is adding new
dealers all the time. He is able to get the records
promptly and in large quantities, and among his

ol
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“watchful waiting.

1727 CHESTNUT ST.

Factories:

LOOKING AHEAD

Many of our progressive customers have taken Time by the fore-lock, and have begun to store SOLO-
TONES against the fall demand. They appreciate that reserve stocks of phonographs guarantee that they
will be able to deliver the goods at the time they make the sale.
Neither do we.

Freight rates from our Eastern factories are especially favorable to the Eastern dealer.
bines with our prompt deliveies and high quality to make an attractive proposition for the dealer. A letter
written to-day will place our facilities at your command.

SOLOTONE MANUFACTURING COMPANY

Executive Offices and Show Rooms

Prospective customers do not believe in

Philadelphia, Pa.. and Lititz, Pa.

*

This factor com-

PHILADELPHIA, PA.

mand. O PPt brat pegta




NOVEMBER 15, 1919

- THE TALKING MACHINE WORLD

65

THE TRADE IN PHILADELPHIA AND LOCALITY—(Continued from page 64

ECALCOMANIA

Name Plates for Talking
Machines, Pianos, etc.

High Class Workmanship

Write us for further information

National Decalcomania Co.
220-230 N. 60th St., Philadelphia, Pa.

recent visitors was Arthur Bergh, the head of
the recording department. Among his newest rep-
resentatives in his territory, in the haudling of
Emerson records, are: Walter A. Neinitsh, the
largest furniture house in Lancaster; E. C. Ma-
larky, who has a chain of stores in this section;
the Wright Music House, of Easton, Pa., and
William H. Keller, who advertises himself as ‘‘the
man with eleven stores handling music.”? Mr.
Ray accompanied Mr. Fox on a trip to Washington
to look over the situation in that city.
Edison Dealers Get Together

Herbert E. Blake, of Blake & Burkhart, the
Eleventh and Walnut Street Edison dealer, says
that his October business this year was very much
better than that of 1918. All the Edison dealers
in this section held a large ‘‘get-together’’ meet-
ing and banquet at the Bingham House on Tuesday
evening, October 14th. It was an invitation affair,
compliments of R. B. Cope, the Edison distributor
in this section, who is the head of the Girard
Phonograph Co. There were more than fifty deal-
ers present. T. J. Leonard, of the Edison factory,
was one of the guests, and gave the men a most
encouraging talk on the Edison factory situation.
Another guest was Charles Gardiner, the eastern
supervisor of the company. Mr. Sherman, the

assistant sales manager of the Edison, was one of
Mr. Blake’s visitors during the month. Mr. Blake
has added a new department to his business, that
is the handliug of the Haag Record File, for.which
he has taken the exclusive agency. He has already
tied up with a New York firin, and has placed five
men on the road to sell the file, and he expects to
establish agencies all over the country.
No New Brunswick Dealers

The Brunswick local jobbers have a large pile of
‘¢desires’’ on their desk for the handling of the
Brunswick, but they are unable to accept any
more orders. In spite of that fact they are getting
through large shipments, according to Manager C.
P. Chew. He says that the shortage is exceedingly
bad but he did manage to give a solid carload to
Ludwig & Co., at Wilkes Barre, who are using
much space in advertising the Brunswick. One
week in October, on a certain day, Mr. Chew states
that he received an invoice of three carloads from
three of their factories on the way, and when these
reached the city they never were brought to the
warerooms but were distributed among the local
dealers.

Several Stores Remodeling

The Wideuer Grafonola Shop has been given a
general overhauling this Fall and it is to-day the
handsomest retail establishment in this city, with
fourteen sound-proof booths, with veutilators; aud
a most attractive electrie lighting system. R. L.
Perrett is very well satisfied with his firm’s busi-
ness in October, both at the store in Piano Row
and at the West Philadelphia branch, 19 South
Fifty-second strect.

B. B. Todd, 1306 Arch street, is having all of
his talking machine booths removed to the rear
of his store. He says he is well satisfied with the
way stock is coming in from the Victor and Sonora
companies,

Columbia Headquarters Open

On Saturday morning, October 23, there was an

informal opening of the new Columbia headquar-

ters here; at Sixth and Filbert stre nel g the
Model Shop. After several da hard hu
ling, Manager Wilcox was able g hings
into a shlpshape condition. Among th i
attendance at this opening were Mr. Fulcher, of th
firm of Winton & Livingston, New York; O. F. Benz
from the executive offices, who gave the men a sale:
talk, and H. L. Tuers, the head of the Columbixa
dealers’ service department. Miss Mary Walp, one
of the most active of the Columbia clerical force
here, is very much gratified to find that she is at
present in the lead in the selling of the largest num-
ber of Columbia ecalendars in the dealers’ service
men’s classification., The winner will be presented
with a large framed painting of the picture that
adorns the calendar, and Miss Walp is sure she is
going to bring the picture to the local Columbia
offices.
Gimbel Bros. Take on Columbia

The latest firm in this section to take up the
handling of the Columbia is Gimbel Bros., who are
showing a full line of the machines. Miss Helen F.
Lindstrom, who was formerly a supervisor of the
music in the public sechools of Westfield, N. J.. has
been placed in charge of the school work of the
Columbia here, upon which the firm will make a
special feature.

Make Improvements in Store

Richard Ertelt, who handles the Victor exclu-
sively at 2135 North Front street, has beeu thor-
onghly removating his store and makiug a numter
of improvements. Mr. Ertelt has been in the busi-
ness for many years, and it has grown to such an
extent that he has heeu compelled to employ five
salesmen and also has the dssistance of his daugh
ter iu the conducting of the business.

New Pathé Representation

Some time ago it was announced that Walter Eck
hardt had succeeded in placing the Pathé in the
main and all the branch stores of F. A. North &
Co., and in Oetober he succeeded in establishing the

(Continued on Page 66)

Distributors A

Baltimore,Md..... Cohen & Hughes.
E. F. Droop & Sons
Co., Inc.
Birmingham, Ala. .Talking Machine
Co.
Boston, Mass...... Oliver Ditson Co.
The M. Steinert &
Sons Co.
Butte, Mont. . ..Orton Bros.
Chicago, 1. . .. ... Lyon & Healy
Cleveland, 0. . ... .. The W. H. Buesch-

er & Sons Co.
The Eclipse Music-

al Co.
Denver, Colo. . .... The Xnight-Camp-
bell Music Co.
Honoluln, T. H.... .Bergstrom Music
Co.. Ltd.

Milwaukee, Wis. .. Badger Talking
Machine. Co.

You can't do this in a more effective manner than by
the use of the PENN-VICTOR plaster miniature dog as a

window display, a selling novelty or, better still, as a

SOUVENIR WITH YOUR

NAME CAST ON THE

Victor Dog in Every Home!

The Victor dog wherever seen is instantly recognized

by everybody as a part of the Victor Trade-mark.
YOUR BENEFIT TO IDENTIFY YOURSELF WITH THE

VICTOR TRADE MARK IN SUCH A WAY THAT
WHENEVER SEEN BY THE PUBLIC IN YOUR TERRI-
TORY THEY WILL THINK OF YOU.

ITISTO

Mobile, Ala....... Wm. H. Reynalds. A {
Newark, N.J.... ... Collings & Price PEDESTAL. This is done at no extra cost on an order of 7
New York City....Knickerbocker not less than 500.
Talking Ma- "i‘ WP
chine Co. s i . I v W2
New Orleans, La.. Phillip Werlein. Dealers contemplating the use of the dog for the holi-
ok days should order promptl Half Size
Pittsburgh, Pa.....WW. F. Frederick y PSR ENE LD
Piano Co.

Portland, Me.. ... .Cressey & Allen,

Inc.

San Prancisco, Cal.
Waghington, D.C...

Dealers not loc
torles covered by
will be served dai

Walter S. Grayv

Cohen & Hughes

E. F. Droop &
Sons Co.

Robt. C. Rogers
Co.

ated in the terri-
these distributors
rect or we will

charge through your distributor if so

instructed.

Always

Specify
Penn- Victor

Dog

Penn Phonograph Company
913 Arch Street, Philadelphia, Pa.
Wholesale Only

Victor Distributors
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THE TRADE IN PHILADELFHIA AND LOCALITY—(Continued from page 65)

Pathé iu N. Spellenburg’s big store. Both of these
firms have been advertising the Pathé most exten-
sively. Ar. Eckhardt says he cannot sec how he is
going to take any more business, for he expects the
firus he has now booked to take up everything he
can possibly secure, and he has been spending one
and two days a week in New York trying to hurry
up shipments.

CARBONDALE DEALER ADVERTISES

The Fulkersou Music House, Carbondale, Pa.,
which handles the Vietor, Columbia and Edison
machiues and records, is advertisiug that fact ex-
tensively in the local press. In addition to the
above lines this house also carries a large line of
aceessories aud several makes of pianos.

Old Man Doodle says that the lesser of two evils
is always puffed up with the delusion of its own
virtues and popularity.

DT ety oraastoeasstee]

WHY H. W. WEYMANN IS OPTIMISTIC

Demand For Musical Instruments Never So Great
—Large Earnings of Wage Workers Means
Activity—Higher Priced Produets in Demand

PHILADELPHIA, Pa., November 9.—H. W. Wey-
mann, president of H. A. Weymaun & Sous, Iuec.,
stated to The World that in the fifty-five years
that bis firm has been established they have never
before experienced the great demand for music in
the home that has been manifested during the
entire year of 1919. Mr. Weymann coutinned, ‘‘In
spite of the prevailing and threatening labor trou-
bles throughout the country we are optimistic over
the outcome of the labor problem. The large
amonnt of money now beilug received by wage
earners has stimulated the demand for high priced
goods. Amoud our Vietor dealers we find that
the larger type of Victrolas are far out-selling the
smaller types, and Red Seal Records are in greater
demand than black labels.
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STYLE REVOLVING RACK—$150

(PATENTED)

The Franklin

-y
=
>
Z,
2
-
Z,
a2

10th & Columbia Ave.
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The FRANKLIN

The Phonograph of No Regrets

Are you hunting for a phono-
graph or a big discount?

Remember you always pay for
what you get.

discount
cheaper equipment and excessive

An excessive means

repairs.

A fair discount means good equip-

ment and few repairs.
Which do you