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The Highest Class:
Talking Machine
in the World

There is Pride
In Possessing

SIN the coming season we shall be able to
produce more Sonoras than ever before,
and the line will be of magnificent
; beauty and extraordinary completeness.
At this time, at the closing of what 1s by far the
greatest year in Sonora’s history, permit us to ex-
tend our thanks to our representatives, who have
made this wonderful record possible.

To all, we wish the merriest of Christmases and
the happiest and most prosperous of New Years.

Sonora Phonograph Sales Eompany, s

Q}&{%&“O@M President
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ADVANCE IN NEW EDISON PRICES

Moderate Increases in Prices of All Styles Except
Higher Priced and Chalet Models—Amberola
Styles Also Remain Unchanged

Thos. A. Edisou, Ine., has just aunounced an
advance in the list prices of the New Edison to
become effective December 1, 1919, which affects
the following models: Heppelwhite, Sheratou
(Sans Inlay), Jacobean, Chippendale, William
and Mary, Sheraton (Imnlaid), Louis XIV, Eight-
eenth Century Euglish (Adam) and Italian
(Umbrian). No changes have as yet been made
in the prices of the higher priced models, or of
the Chalet model. Neither have the Amberola
prices been increased. This is the first advanee
in list prices since September 1, 1918,

In this bulletin the Edison Co. states that it
has unot profited one penuy as a result of the
public’s present apparent willingness to pay any
price asked for Edison phonographs, but instead
are writing off, as a loss, 50 per ceunt of the in-
creased cost of manufacture. The bulletin reads
in part:

‘“We have absorbed a substantial portion of
the inereased cost of manufacture and the prices
named herein reflect; according to our figures,
only 50 per cent of the increased cost of manu-
facture that has occurred during the past twelve
months.’’

The ecompany withheld an announcement of
advanced prices until it could be sure that cost
figures were thoroughly dependable.

The present list prices and the list prices to
become effective December 1st are as follows:

Price Now Dec. 1st
Chalet ... ... . .$ 95.00 $ 95.00
Heppelwhite e 155.00 167.50
Sheraton (Sans Inlay) ... .. 195.00 200.00
Jacobean ... ... . 250.00 265.00
Chippendale ... .. 285.00 295.00
William and Mary 285.00 295.00
Sheraton (Inlaid) _. . 300.00 350.00
Louis XIV ___. . 300.00 350.00
Eighteenth Ce
(Adam) ... 450-00 500.00
Italian (Umbrian) . .. 450.00 500.00

RECENT INCORPORATION IN TRADE

The Frank S. Horning Co., Inc., Boston, Mass.,
has been incorporated to deal in talking machines
with a capital of $50,000. The incorporators are
Frank 8. Horning, Boston; Franklin C. Hender-
son, Brookline, and Robert V. Davis, Winchester.

NOTABLE BLOCK & KUHL OPENING

Peoria Victor Representatives Open Newly En-
larged Store—Many Pleasing Features of the
Day—Dinner With General Manager Main as
Host Follows Closing of Store in Evening.

Peoria, Ill., December 1.—The mnewly enlarged
and redecorated Vietrola shop of the Bloeck &
Kuhl Co., of this eity, was opened to the public
last month and the event was made especially at-
tractive by musical concerts and other features.
The Victrola department is arrauged in a novel
way. There are ten rooms which are arranged in
the form of an open rectangle and the decorations
and wood work are finished in ivory and ma-

Victrola Department, Block & Kuhl Co.

hogany, with hangings of blue and old rose. Each
room is treated in au individual way, some rep-
resenting certain countries, and others being de-
voted to different periods. The pamels in each
room are hand paiuted and in harmony with the
theme portrayed.

During the day of the opcning the gucsts were
entertained by an orchestra and chrysanthemums
were given to all the ladies. After the store
closed a delightful dinner was served in the Man-
darin room of the Block & Kuh! restaurant at
whielh Clinton S. Maiu, general manager of the
Victrola departwent was host to the following
guests: Fred H. Putnam and Roy Page, of the
Putnamm & Page Co.; G. P. Ellis, Chiecago Talking
Machine Co.; Harry T. Morgan, advertising and
merchandise mauager, Block & Kuhl! Co., and
John O’Malley; sales manager; Jos. Gavin, Miss
La Verne Cales, Miss Adelaide White and Miss
Sophia Mills, of the Vietor department. Mr. Main
acted as toast-master and each guest as called
upon made an enthusiastic response.

PROPAGATING ENGLISH LITERATURE THROUGH THE RECORDS

Great Cultural Results Possible From This Move—Would Bring Good English Into the Home and
Prove a Decided Factor in the Americanization of Foreigners.

A broader sphere for the talking machine as . languages, and there is no reason why English

an educational factor constituted the subjeet of
an interesting letter sent to the New York Even-
ing Sun the other day. It reads as follows:
interest your inventive
readers in the idea of ‘phonograph literature’
that it may develop into practical realization?
My idea is to ntilize the ears more. Kyes canuot
get the same rest as other parts of the body by
change of occupation, for practically everything
one does is with the eyes open and at work. If
there were libraries of literature records it would
not only be a help to the blind but to men and
women whose nerves are ill from eye strain. Also
it might lead to a remunerative occupation for-
struggling singers, as a good voice as record read-
er would be popular.

‘‘The foreign population could also hear our
language spoken corveetly. Finally, as invention
made the process inexpensive the daily news could
be handled in the same way. I wonder if there
are many objectors to this plan. Anything our
imaginations can picture, I believe, may some day
be a reality.’”’

This suggestion is really worthy of considera-
tion. Talking machine reecords are now being
utilized with great suecess as teachers of foreign

literature should not be transferred to the records
and disseminated in the homes. Good elocution-
ists who ean transfer their personality in a mneas-
ure to the record wonld interest people in the
home just as do good singers or orchestras.

1t is not difficult to realize the tremendous cult-
ural advantage of having good English properly
spoken and listened to by those growing up in the
howme. By reiteration, the desire for good literat-
ure, eorrectly expressed, would be intensified and
thus a great forward step takeu in inculeating a
desire for English, properly spoken and free of
slang and other nuperfections so common to us
all.

From the standpoint of Ameéricanization no
other factor could be more fruitful. Selections
from the works of our great Americans which
breed love of country and an appreciation of
American ideals if introduced into the homes of
onr people of foreigu birth would be a tremend-
ons faetor in bringing about a greater knowledge
of the American spirit and ideals. There is a big
ficld here for exploitation—a field which will dem-
onstrate afresh that the talking machine has a
real mission iu the literary as well as musical do-
main.

1

ne World

Price Twenty-five Cents

TALKING MACHINE EXPORTS GliOV\;

Exports, Including Records, for Nine Months
Ending September, 1919, Total $4,085,044

WasHINGTON, D. C., DecemLer 4—In the sum-
mary of exports and imports of the United States
for the month ot September, 1919 (the latest period
for which it has beeu compiled), which has just
been jssued, the following figures on talking ma-
chines and records are presented:

The dutiable imports of talking machines aud
parts during Septewmber, 1919, amounted in value
to $92,678, as compared with $1,186 worth which
were imported during the same month of 1918.
The unine months total ending September, 1919,
showed importations valued at $385,483, as com-
pared with 230,575 worth of talking machines
aud parts imported Quring the same period ot
1918.

Talking wmachines to the uumber of 6,871, valued
at $208,525, were exported in September, 1919,
as compared with 2,364 talking machines, valued
at $38,744 sent abroad in the same period of 1918.
The nine months total showed that we exported
45,223 talking machines, valued at $1,554,445, as
against 51,389 talking machiues, valued at $1,535,-
966 in 1918, and 63,659 talking machines, valued
at $1,606,555 in 1917.

The total exports of records and supplies for
September, 1919, were valued at $297,856, as
compared with $175,453 in Septcwber, 1918. For
the uine months ending September, 1919, records
and accessories were exported, valued at $2,531,
599; in 1918 $£1,661,644, aud in 1917 they were
talued at $1,330,759.

WANAMAKER HAS EMERSONRECORDS

Great New York Store Features Emerson Records
in Big Way Through Popular Matinees in Audi-
torinm—Attended by Many Artists

The Emerson Phonograph Co., New York, an-
nounced this week that arrangements had been
closed by its loeal jobber, The Emerson Record
Sales Co., whereby Emerson records will be
handled by the talking machine department of
John Wauamaker, New York. This important
deal was closed by Frank KElliott, of the loecal
jobber’s sales staff, and B. D. Colen, secrctary
of the Emerson Phonograph Co., also contributed
materially to the successtul closing of the nego-
ations.

The John Wanamaker store will not only haudle
Emerson reeords in their main talking wmachine
department on the first baleouy, but a special de-
partment in the dowu-stairs store will also be
devoted exclusively to these records. With its
customary aggressiveness and far-reaching mer-
chandisiug plans, the Wanamaker store has already
advertised its talking machine department as
‘‘ Headquarters for Emerson records.”” This line
is being mentioned prominently in the daily news-
paper advertising of this famous institution,
which is renowned for the quality of its merchan-
dise and its prestige in retail circles.

In order to properly introduce Emerson records
to its clientele, the Wanamaker talking machine
department executives arranged to hold three
popular matinees in the auditorium, at which
Emerson artists were preseuted through the
courtesy of the Emerson Phonograph Co. and
Emerson International, Ine. These concerts at-
tracted capacity audiences, and among the artists
who appeared were the following Eva Leoui,
coloratura soprano; Billy Murray, tenor; Van Eps
Banta Trio: Menotti Frascoua, lyrie tenor; Dolly
Counolly; Kddie Cantor, famous comediau; All-
Star Trio: Catlos Ferretti, baritone; Irving and
Jack Kaufinan, The Three Kaufields; George H.
Green Novelty Orchestra. Arthur Bergh, direetor
of Emerson recording, accompanied these artists
at the piano.
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Why Not Special Sales Weeks For Exploiting
Special Types of Records? : :

DEecEMBER 15, 1919

by Chas. B. Shepherd
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No talkiug machine dealer who has watched
the advertising of the large department and other
stores throughout the country can have failed to
note the fact that such stores seek to stimulate
business not alone by advertising speecial sales
daily or at regular intervals but also by setting
aside certain weeks, duriug which specified lines
of goods are featured. In the carryiug out of
this plan there are ‘‘Housefurnishing Weeks,”’
“Spring and Fall Fashion Weeks,”’ ‘‘White
Goods Weeks,”’ ‘‘Furniture Weeks,’”’ *‘Notion
Weeks,”’ etc., all of them inaugurated with a
view to concentrating the attention of that pro-
portion of the public which reads the company 's
advertising npon specified lines of goods.

The merchandising theory back of the plan is
that, under ordinary eircuinstances, people buy
kitchen utensils, special articles of furniture or
various fabrics in ecommon use, only as the actual
necessity arises. The housewife will discard the
leaky or broken pot, the smashed plate, or the worn
sheet and will not bother about replacing the
article until such time as more loss has been sus-
tained or the necessity becomes acute. Then
again, a person will get along very well with
certain old-style contraptions until the faet that
more modern and more satisfactory articles of the
same general type and designed for the same
purpose, is brought to their attention through ad-
vertising. The advertising store works on the
principle that the featuring of special lines at
stated intervals serves to remind possible cus-
tomers of the things they need or desire and, in
bringing them to the store for such things, opens
the way to iuterest them in purchases in other
departments.

Although the handliug of a single product
handicaps the talkiug machine dealer to a certain
extent in the adaptation, to the needs of his own
business, of the various successful departmeut
store merchandising plans, there are still mauy
sueh systems that may be put to good use iu
the selling of talking machines and records with
a few wmodifications, and the featuring of speeial
products at special times is one of those methods.

The talking machine dealer has his list of rec-
ords by famous artists and his monthly releases
of new records of popular and standard seleetions
as the fouuwdation of his business—the staples, as
it were. If the dealer is at all alive, however, he

is not satisfied to confine his sales to such records
alone but seeks, by various means, to move the
standard records of such musie from his shelves
and into the hands of the machine owner. Some-
times he plays over the slowest selling records
for such customers as will stop to listen to them
after having made their original selections; again
he will try to interest a customer in additional
records of the sort he usually buys; still again
he will advertise by various means the records
outside of the current lists which he believes
will prove salable. But it all resolves itself into
intensified selling; the devotion of attention to
forcing the record sales that is often out of pro-
portion to the results realized, Why not, there-
fore, the special week for special records to appeal
to all prospects and customers at one and the same
time?

There are, apparently, no limits to the ‘‘special
week’’ idea, and the plan has worked well where
it has been tried, even in modified form. One
week will be devoted, for instance, to the featur-
ing of hits and selections from the current musical
comedies, and it is surprising the number of
record buyers who will evinee interest in the
hits of selectivns from the ‘‘Follies,”’ the ¢‘ Pass-
ing Show,’’ or oue or the other of the current
musical comedies or operettas, and purchase such
records on merit alone, even though they have
not. seen the show. Yet these same people would
never think of asking for or purchasing such a
reecord of their own accord.

Then there could be featured weeks devoted
to folk songs and the music of the various na-
tionalities. In cosmopolitau Ameriea there is
hardly a community so small that there is uot to
be found within its confines representatives of
practically every nationality on the face of the
globe and iu most cases a sufficieutly large repre-
sentation to make an appeal to memories of their
homeland bring results. There could be an ‘“Irish
Week,’’ for iustance, with the songs of old Ireland
mingled with still popular melodies of Harrigan
aud Hart, with the music by coutemporary Irish-
men and the records made by those of the race.
And it will be found, as it has already been found,
that not all the lovers of Irish music are possessed
of Irish blood.

The same plan could be worked with French,
English, Italian and Spanish music with the

results more or less dependent upon the loeation
of the dealer’s store in its relation to groupings
of one nationality or another. Just now the songs
of the Allies, particularly, find favor with the
general public as well as with those who have
come from the various European countries to
make America their home.

But natioual music weeks do not, in any sense,
represent the sum total of the possibilities. There
can be weeks devoted to the exploitation of the
more popular and tuneful arias from the grand
operas in which the average customer is not inter-
ested to any great degree because he is not
familiar with suech musie. Then, why not a ‘‘Con-
cert Song Week’’? Not a record catalog but
contains a wealth of high class songs, beautiful
music and beautifully sung by soine of our great-
est artists, but which remain unsold on the shelves
because, to the average machine owner, the title
does not mean anything and he must be intro-
duced to the selections orally before he becomes
acquaiuted.

There is hardly a classification in the repre-
sentative record catalogs that does not permit of
utilizing it for some special drive and the results
of sueh a drive or series of drives add just so
much to the suin total of the dealer’s business.
They are in addition to the sales brought about
by the manufacturers’ advertising and to the sales
developed by straight salesmanship in the booth.
In the language of Wall Street, sueh business is
‘“velvet.”” Then, too, above and beyond the
actual sales results the special week idea, carried
out consistently, cannot but add to the prestige
of the dealer, advertise his store aud impress the
customers and prospects in his territory that the
assortnient of records he carries in stock is far
and beyond any limitations heretofore placed
upon it. And it can all be done within the stock
limits of the average dealer, the man who is really
couducting a talking machine store.

Of course the advertising must be generous,
whether through the newspapers, by circularizing
or by other means, and the store window for the
week should be arranged to earry out the general
idea and hook the store up, unmistakably, with
the campaign. Most iinportant of all, the records
should be in stock and within easy reach when
the calls begin to come in. That is a matter
of common seuse.
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BUILT TO LAST

GIVES EVERLASTING SATISIFACTION

so simple, Pa,
that a child

can mnsta

find the rccﬂ:r/f/i"

in Full Swing

on the Loose
Leaf Record

Album

The first attraction upon
opening the book is the
pockets lying flat.

The staples holding the

pockets firm are placed in
such a position and fastened
securely into the solid wood-
en back so that the pockets
can be removed, should they
become worn, by raising the
staple. They can be replaced
into position by means of
the pressure of the thumb.

Simplified Index System

Chicago Il
Cullen Marsh Co.
21 East Van Buren St.

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

Album is. constructed under our own patents for durability and style

Milwaukee, Wis.
Yahr and Lang Drug Co.

Executive Offices
and_Factory

Chicago Factory

New York Album
and Card Co., Inc.

23-25 Lispenard St., New York

Chicago Factory: 415-417 S. Jefferson St.

The ALBUM that comes

once in a lifetime

e | fat g
'L/FOR RECORDS y

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 you.

Quotations F. 0. B.
Chicago or New Yor

We serve Talking Mochine Manu-
facturers and Jobbers from
Coast tv Coast.
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Victor
Supremacy

Is Overwhelming

Musically, artistically, commercially,

Victor supremacy is always, everywhere,

in evidence.

Its universal recognition makes success

easy for every Victor retailer.

Victor Talking Machine Co.

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

“VICTROLA” |s the Registered Trade-mark of the Vietor Talking Machine Co.,
designating the products of this Company only.

WARNING:

IMPORTANT NOTICE:

Albany, N. Y
Atlanta, Ga

Baltimore, Md. ..

Birmingham, £1a.
Boston, Mags

Brooklyn, N. Y...

Buffalo, N. ¥

Burlington, Vt...

Butte, Mont

Chicago, Il .....

Cincinnati,
Cleveland, O.

Columbus, O

Dallasg, Tex......

Denver, Colo.....

Des Moines, Ia. ..

Detroit, Mich
Elmira, N.

El Paso, Tex. ....
Honolulu, T. H...

Houston, Tex

Indianapolis, Ind.
Jacksonville, Fla.
Kansas City, Mo..

Lincoln, Neb

Los Angeles, Cal..
Memphis, Tenn. .
Milwankee, Wis. .

Sinneapolig, Minn.

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.

Victor Records and Victor Machines are scientifically co-ordinated

and synchronized in the processes of manufacture, and should
be used together to secure a perfect reproduction.

Victor Wholesalers

Gately-Haire Co., Ine.
Elyea Company.

Phillips & Crew Piano Co.
.Cohen & Hughes.

E. F. Droop & Sons Co.
H. R. Eisenbrandt Sons,

nc.
.Talking Machine Co.

Oliver Ditson Co.

The Eastern Talking
Machine Co.

Thg M. Steinert & Sons
0.

.Amer. Talking Mach. Co.
G. T. Williams.

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

.Amer. Phonograph Co.
Orton Bros.

.Lyon & Healy.
The Rud. Wurlitzer Co.
Chicago Talk. Mach. Co.

The Rud. Wurlitzer Co.

The W. H. Buescher &
Sons Co.
The Eclipse Musical Co.

The Perry B. Whitsit Co.
.Sanger Bros.

.The Knight-Campbell
Music Co.

.Mickel Bros. Co.

Grinnell Bros.

Elmira Arms Co.

.W. G. Walz Co.

.Bergstrom Music Co.,
Ltd.

The Talking Machine Co.
of Texas.,

.Stewart Talk. Mach. Co.
.Florida Talk. Mach. Co.

.J. W. Jenkins Sons
Music Co.
Schmelzer Arms Co.

Ross P. Curtice Co.
.Sherman, Clay & Co.
.0. K. Houck Piano Co.
.Badger Talk. Maeh. Co.
.Beckwith, O'Neill Co.

Mobile, Ala. W. H. Reynalds.
Newark, N. J......Collings & Price Co.

Wew Haven, €conn..The Horton-Gallo-
Creamer Co.

New Orleans, La.. Philip Werlein, Ltd.

New York, N. Y. ..Blackman Talking

Machine Co.

Emanuel Blout.

C. Bruno & Son, Inc.

Charles H. Ditson & Co.

Knickerbocker Talking
Machine Co., Ine.

Landay Bros., Inc.

Musical Instrument
Sales Co.

New York Talking
Machine Co.

Ormes, Inc.

Silas E. Pearsall Co.

.A. Hospe Co.

Mickel Bros. Co.

Peoria, Il .Putnam-Page Co., Inc.
Philadelphia, Pa.,.Louis Buehn Co., Inc.

C. J. Heppe & Son.

The George D. Ornstein

Omaha, Neb......

Co.
Penn Phono. Co., Inc.
The Talking Machine Co.
A, Weymann & Son,
Inc.

’ W.C F. Frederick Piano

0.
C. C. Mellor Co., Ltd.
Standard Talking Mach-
ine Co.
Portland, Me. ......Cressey & Allen.
Portland, Ore.....Sherman, Clay & Co.
Richmond, Va. The Corley Co., Inc.
Rochester, N. Y. . .E. J. Chapman.
Salt Lake City, U.. T}g John Elliott Clark
0.

Pittsburgh, Pa...

San I'rancisco,Ca.l..Sherhman, Clay & Co.
Seattle, Wash Sherman, Clay & Co.
Spokane, Wash....Sherman, Clay & Co.
St. Louis, Mo.. Koerber-Brenner Music
Co.
St. Paul, Minn.....{\. J. Dyer & Bro.
Syracuse, N. ¥....W. D. Andrews Co.
Toledo, O The Toledo Talking Ma-
chine Co,
‘Washington, D. C.. Cohen & Hughes.
E. . Droop & Sons Co.
Robt. C. Rogers Co.

Victrola IV, $25
Oak

e TR

Victrola X, S110
Mahogany or Oak

Victrola XVI, $250
Victrola XVI, electric, $312.50
Mahogany or Oak
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ALL RECORD CUSTOMERS ARE ALBUM CUSTOMERS

Record in its Place

A profitable adjunct to the business.

considering quality our prices are the lowest.

guote prices.

COLUMBIA. EDISON, PATHE AND ALL
OTHER DISC RECORDS

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

CHICAGO OFFICE: 508 S. Dearborn Street

APlace for Every Record and Every

Albums are an Indispensable Requisite in the
talking machine business and wherever records are
sold. Practical and handy. Save time and records

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

We have unexcelled manufacturing facilities, and
Write

us, giving quantity you may desire, and we will

OUR ALBUMS ARE MADE TO CONTAIN VICTOR,

THE]PERFECT PLAN

REMODELED GEWEHR STORE OPENS

New Quarters of Gewehr Piano Co. Thronged
With People—Fine Display of Talking Machines
—Victor Dogs Popular as Souvenirs—Steinway
and Other Pianos Exhibited

\\'mmxmo.\',‘ DL, Decembter 2—Illundreds of
music lovers of this city were entertained royally
at the elaborate opening of the show rooms of the
Gewehr P'iano Co., at 162 West Ninth street, late
last month. Many complimentary remarks were

View of Record Department
heard regarding the hand=ome piano display rooms
as well as the talking machine salous, which were
erowded all day long with people from every part
of the city. In the piano display rooms on the
second floor were shown Steinway and Kranich
& Bach grands and small grands. An instrument
which attracted much attention was the Steinway
grand which was made for the Tower School, now
in process of coustrnetion.

The eutire frout of the first floor has been re-
served for display of talking machines, including
the Vietrola, Aeolian-Vocaliou aud the Sonora.
A score or niore of handsome booths for the .lis-
play of the reproducing qualities of the machines
oceupy the first floor. The balecony of this floor
is also used for display of talking machines.

The store was handsomely decorated with potterd
plants. Souvenirs of miniature Vietor dogs were
presented, together with record dusters, postals
and booklets. Although 2,000 of the well-known

Where Talking Machines Are Displayed.
dog who recognizes his master’s voice had been
provided, thev soon were all taken up by the
visitors, who found an unusually attractive feature
in the little gift.

Altogether the opening provided a unique fea-
ture for mmsie lovers, and was apparéntly taken
advantage of by the shoppers, bundreds of whom
visited the store. A number of representatives of
the trade atteuded the opening and a large mnum
ber of mauufaeturers sent handsome floral pieces
to express their good will.

0 WHOLESALE THE SONORA

The Ililman Phouograph Co., Huntington, W.
Va.. is piauning to open a distributing office for
the Sounora talking machine in that eity, according
to an announcement made by H. E, Hillman, gen-
eral manager of the eompany. The present Sonora
representatives are the Thornburg-Davidson Furui
ture Co. ami J. W, Pool. The new concern will
do a wholcsale business only and the main offices
will be removed from Wheeling to Huntington.

A HANDSOME VOCALION FOLDER

Thirteen Popular Period Styles of Aeolian-Voca-
lions Featured in Elaborate Piece of Literature
Soon Ready for General Trade Distribution

Tlere has just been prepared by the Aeolian Co.
a new folder handsomely arranged and compiled,
and deseribing in detail the various Aeolian-Voca-
lion period stvies. The new folder, which repre-
sents a great amount of work, will be ready for
distribution te the trade in a week or ten days.
Of the sixteen pages in the folder, which is of
convenient envelope size, thirteen are devoted to
illustration of many of the most popular YVocalion
period models, with the more important details,
together with the specifications of the instrument,
preseuted in the accompanying text. The Voca-
lions shown range in price from $280 to $700.

The cover design, which is in duplicate for front
and back, and which provides space for the deal-
er’s name, shows a period Voealion installed in
most attractive surroundings in the home. The
folder is printed throughout in a rieh sepia ink
on light eream paper, which serves to bring out
the details of the various Voealion designs most
satisfactorily. Each page, too, has its own border
design, with Vocalion records set in the top. The
new folder should prove of distinet valuc.

MAKES AN ASSIGNMENT

Linhart, Ine.,, New York, dealer in talking ma-
chines, pianos, organs and other musical instru-
ments, 200 East Seventy-second street, has made
au assignment to John Jurdak, also of New York.

TO DEAL IN EDISON l;(ODUCTS

The Moodie Co., of Houston, Tex., has been
incorporated with a capital stock of $20,000 to
deal in Edison products. The incorporators are
R. H. Moodie, R. B. Moodie and N. B, Swith.

Metal Back Album

Does it stand the strain-
I'LL SAY IT DOES!

PEERLESS A
W §

I¢'s not hard to sell an umorella wlen it's raining—it’'s no trouble at all to sell
furniture to a man who has just built a honse—it's a cinch to sell records to the
owner of an empty record album.

Manufacturers:

Dealers:

43-49 BLEECKER STREET

Representatives: BOSTON, L. W. Hough, 20 Sudbury Street;
CHICAGO, W. A. Carter, 57 E. Jackson Blvd; GRAND RAPIDS, C. W. Kalder. Okeh Bldg. =

expose yourselves to greater record sales—throw them in your way by
throwing the album temptation in the way of each of your customers—sell one
Peerless album today and twelve records tomorrow.

Prices and samples on request

PEERLESS ALBUM COMPANY

PHIL RAVIS, President

IThums Sell Records

give your dealers a chance to sell more records by giving them
a phonograph with a liberal filing capacity in the form of Peerless albums.

NEW YORK CITY

Our Standard Grade

Lowest-Priced Quality
Album on the Market
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Victrola VI, $35
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The supremacy of the Victrola is

linked with the world’'s greatest artists.
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The prosperity of the music trade, the

LN ANVZSNZY

success of Victor retailers, are the nat-

ural result of this overwhelming
Victrola IX, $70

Mahogany or Oak supremacy.
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Victor Talking Machine Co., Camden, N. J., U. S. A.

“YICTROLA™ is the Registered Trade-mark of the Victor Talking Machine Co., designating
the products of this Company only.

WARNING: The use of the word Victrola upon ov in the promotion or sale of any other
Talking Machine or Phonograph products is misleading and illegal

IMPORTANT NOTICE: Victor Records and Vietor Machines are scientifically co-ordinated
and synchronized in the process of manufacture and should be used together
to secure a perfect reproduction.
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Victrola X, $110
Mahogany o1 QOak

Victrola XI, $130 Victrola XIV, $200 Victrola XVI, $250 . Victrola
3 X VII, 3300
‘ Mahogany, Oak or Walnut Mahogany or QOak Victrola XVI, electric, $312.50 Victrola XVII, elez:tric, $365
/ Mahogany or Oak Mahogany or Qak {
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B L A T i e R A ah T D A R T BT, R I T T TR ot
o = L —— = S _ =TT g S o e L 3 = —— =




8 THE TALKING MACHINE WORLD

X %VTALKING o
=

PUBLISHED BY EDWARD LYMAN BILL, Inc.

President and Treasurer, C. L., Bill, 373 Fourth Ave, New York; Vice-
President, J. B. Spillane, 373 Fourth Ave., New York; Second Vice-President,
Raymond Bill, 373 Fourth Ave,, New York; Assistant Treasurer, Wm. A. Low,

J. B. SPILLANE, Editor
RAYMOND BILL, B. B. WILSON, Associate Editors
L. M. ROBINSON, Advertising Manager

Z1ade Representatives: Wilson D. Bush, C. Chace, Edward Lyman Bill, V. D.
Walsh, E. B. Munch, Chas. A. Leonard, L. E. Bowers, A. J, Nicklin.

Boston: John H. Wilson, 324 Washington Street
Chicago Office;: Edward Van Harlingen and Associates, Republic Building,
209 South State Street. Telephone, Wabash 5774.
London, Eng., Office, 2 Gresham Bldgs, Basinghall St., W. Lionel Sturdy Mgr.
The Talking Machine World has regular correspondents located in all of
the principal cities throughout America.

Publlshed the 15th of every month at 373 Fourth Ave., New York
SUBSCRIPTION (including postage): United States, Mexlco, $2.00 per
Year; Canada, $3.00; all other countries, $4.00, Single copies, 25 cents.
ADVERTISEMENTS: $6.50 per inch, single column, per insertion. On
quarterly or yearly contracts a special mscount is allowed. Advertising pages,
$150.0
REMITTANCES should be made payable to Edward Lyman Bill, Inc, by
check or Post Office Money Order.

& NOTICE TO ADVERTISERS.—Advertising copy should reach
this office before the first of each month. By following this rule
clients will greatly facilitate work at the publication headquarters.

L.ong Distance Telephones—Numbers 5982-5983 Madison Sq.
Cable Address: “Elbill,” New York.

NEW YORK DECEMBER 15, 1919

HE holiday season 1s again w1th us, and in a few days, compar-

atively, 1919 will be but a memory. The Christmas season with
those influences which tend to soften and expand mankind along
gentler lines, is reflected in a spirit which tends to cause happiness
everywhere, and talking machine men have reason to fecl happy
over the measure of prosperity which they have enjoyed during
the year which will soon come to a close.

The Christmas spirit is a buying spirit, and this is reflected
very practically in the activity which prevails in the rctail domain
of the industry in all parts of the country. It is safe to say that
never in the history of the talking machine trade has a greatcr
measure of prosperity prevailed than during 1919. Manufacturers
despite their most strenuous efforts have found it difficult to catch
ap with the demand for machines and records, and this condition
exists at the close of the year. The curtailment in output which
prevailed throughout the war has been felt throughout the year.
Prices on everything that entered into the manufacture of talking
machines have been steadily rising but, notwithstanding this, the
increase in the wholesale and retail cost of instruments have been
very moderate. In fact, few industries can make such a showing
m this regard.

The year 1919 will undoubtedly mark the most fruitful year
which the talking machine industry has ever enjoyed. Lvery
phase of the industry has shown a distinct advance over prcvious
years. There has been a broadening out in production which will
bear full fruition early next year. When this occurs there will be
a chance to display the best selling ability of the retail salesman,
for during the past year it has not been a question of salesmanship
in the retail field, but rather getting sufficient stock to supply trade
needs.

Viewing the industry as a whole, it must be admitted that in
every branch men are in closer touch with the business than ever
before. They understand it better and realize its possibilities.
The most important problems of the trade, such as quality produc-
tion, perfection of advertising, grcater scrvice for the dealer and
for the public and other similar phases of the industry, have re-
ceived the most careful attention. That the thought and consider-
ation given these subjects have produced results commensurate
with the outlay is obvious.

A fact worthy of emphasis and which in itself proves inspiring,
is that the men who have accomplished real results are those who
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have confidence 1n the business in which they are engaged, and
who are mmbued with a sincere belicf in the talking machine and
its future. Such mcn help to clevate the industry. Their vision
includes a larger area of influence for the talking machine, and a
wider recognition by the public of its great influence in musical
and literary fields.

DURING the past year the musical standing of the talking ma-
chine has received tremendous impetus. It has become a de-

cided force in the musical life of the Nation, and as an educational
factor in the school room and in the home it has greater influence
than ever before. Record music is contributing more to the enter-
tainment and elevation of our pcople than any other single element.
In the schools in every city throughout the land pupils in folk
dancing and calisthenics are keeping step with the rhythm of
record music. Classes march from the buildings or assembly halls
to the tunes of stirring marches. Music lessons are conducted with
the children listening to records and studying the printed pages
of music at the same time from the school books. The regular
grade teacher is being assisted in her work. Analysis of songs
with vocal illustrations teach enunciation, phrasing and expres-
sion ; analysis of the modern symphony orchestra with the children
learning the individual tone quality of each instrument, serious
study of opera, librettos and chorus, all testify to the truth of the
statement that talking machine records are to-day making America
more and more musical. The results are gigantic in their import,

Musical writers have not yet grasped the significance of this
movement, nor do they properly appreciate its great value in the
cause of musical appreciation and advancement. As far as the
trade is concerned this mission of the high-class record is compell-
ing deaiers and salesmen to become acquainted with musical litera-
ture, with the opera, with the record stock, forcing them to have
a greater regard for the standard as well as the lighter musical
compositions. Everything considered, this splendid movement is
working out to higher and better things.

The national advertising carried on by our leading manufac-
turers has made a distinct impress on the public mind. It has been
commended by advertising experts as symbolic of the very highest
type of modern publicity, and in view of its constant, forceful and
always individual character, it is not to be wondered at that the sales
of talking machines and records during 1919 have rcached the high
water imark, notwnhstandmg the great period of unrest we have
been through following the closing of the war.

It is impossible to review the year’s accomplishments without
being impressed with the fact that the talking machine industry
to-day is composed of an energetic body of men who represent
modern business progressiveness, and their continuous advance
towards greater accomplishments in 1920 is certain,

EMBERS of the talking machine trade, particularly manu-
facturers, have had some distressing experiences with Fed-
eral laws and regulations, especially during the period of the war,
and indications are that the industry is not yet out of the woods so
far as lcgislation calculated to affect its mnterests is concerned.
Although hostilities ended over a year ago, we are still laboring
under the War Revenue Act, with its excise tax clause and the
question of amending, or repealing. this law alone during the next
session of Congress is one of vital importance to business. Gov-
ernment officials tell us that the revenue must be raised by one
means or another and that if the War Revenue Act is repealed it
will simply mean the enacting of other legislation of a tax raising
character, and where the assessment of taxes is concerned it ap-
pears to be a case of every one for himsclf and the devil take the
hindmost. Constant watchfulness, therefore, is the only guarantce
of safety.

Another matter of vital importance to the talking machine
tradc, particularly to the rccord makers, is the promised revision
of the Copyright Law of 1909. This may not come during the
next session of Congress, but it will come along eventually and if
the ambitions of certain factors are realized, it bodes no good for
those who make a business of the mechanical reproduction of music.
The music publishers, composers and authors have, since the present
law was enacted, maintained strongly that they were entitled to
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larger royalties for the use of their works, and when the Copyright
Law comes up for revision there is promised an effort to have the
mechanical royalties increased several hundred per cent. This in
itself will have a direct effect upon the record business. It took
four years of almost constant arguing before the present Copy-
right Law was decided upon and those in touch with the situation
doubtless will have another lengthy fight over any proposed
revision.

The Patent Laws and the protection they afford have played an
unusually prominent and decisive part in the development of the
talking machine trade up to the present tume and, therefore, any
move to revise these patent laws is of great interest to the members
of the industry. Such a move will be made shortly and some drastic
changes are promised, and these changes must be w atched.

The World this month publishes some views from George V.
Pound, general counsel of the Music Industries Chamber of Com-
merce, regarding probable legislation during the next year or so
and the subject is important enough to deserve serious attention.

NSWERING the cry of the retailers for more production in
A order to take care of the overwhelming demand for talking
machines and records, manufacturers have in many instances com-
pleted plans that will mean an output of unheard of proportions
for 1920.

The Victor Talking Machine Co. have taken occasion to call
public attention, through the medium of full page advertisements
run in newspapers all over the country, to the fact that the Victor
output has reached normal and that plans have been completed for
a tremendous increase in production in the very near future.

The Columbia Graphophone Co. have completed plans for the
erection of new and supplementary plants in Baltimore and other
important centers. The Aeolian Co. have established a great assem-
bling plant in the Grand Rapids cabinet market and the Pathé Co.,
the Sonora Phonograph Sales Co. and a number” of other manu-
facturers, particularly in the West, have been equally alive to the
opportunities before them and the necessity of giving thought to
quantity production.

For the past several years the talking machine trade has been
oversold so far as the quality grades of machines and records are
concerned. \Vhenever there was an increase in production there
was a corresponding, or even greater, increase in demand and re-
tailers and distributors while doing a big Dbusiness have found
opportunities for rolling up still larger sales records, limited only
by their ability to get goods.

" So far as most lines of machines and records are concerned,
the distributing factors have been laboring under a rationing system
in order that all might have an equal share of the goods produced
by the factories.

The plans for the extension of the manufacturing facilities of
the several companies promise to wipe out entirely this condition
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of things and to provide for the distribution of all the machine
and records for which a market can be found. Past experiences
indicate, however, that the demand will grow sufficicntly to offsct
in some measure some of these expectations and that while the dealer
will be in a position to receive and sell more goods he will still be
forced to keep sufficiently behind public demand to overcome any
tendancy to indulge in the unsound trade practices that so often
develop as a result of overproduction.

HI competition of mail order houses in the talking machine

industry is arousing some excitement. The campaign is a
direct challenge to local dealers. It means there is trade in their
territory open to capture by those well organized institutions unless
the dealers get after it. Hence the only solution of mail order
competition is to match brains and service, and conquer.

Every dealer has the advantage over his mail order competitor
in his territory. He has plenty of convincing arguments to adduce
why local men should be given the preference in the matter of
business, and if he makes his store and his goods known to the
community just as prominently as does the mail order house, he
is going to get the trade. There is no use in indulging in the baby
act and crying about the outsiders coming in and getting the trade;
it is up to the insiders to get the business. and to use aggressive
methods in getting it.

In every community there are a lot of people who are reached
by mail order houses because these concerns do not hide their light
under a bushel—they advertise. It is up to the dealer to study his
community and become alive to the fact that he is in business not
merely to conduct a handsome looking store, but to SELL talking
machines and records, and to use every means to sell them as
effectively and as quickly as do the mail order houses.

N THE WORLD last month comment was made upon the inac-
I tivity of a number of trade orgamzations, but the Tri-City
Victor Dealers’ Association, with headquarters in St. Louis, should
not be classed in the category of those inactive associations. The
Tri-State Association, for instance, has not been content with dis-
cussing terms and advocating cash business and large payments.
but, rather, it has gone on record as fixing minimum terms upon
which talking machines of various values should be sold. if the
business is to be maintained on a healthy basis. It does not neces-
sarily follow that all members of the Association will observe the
minimum terms, for sometimes there are black sheep, but the moral
effect of the move cannot be denied.

UT it is a darned sight better to darn your Xmas

Merry Christmas

stocking  BEFORE you hang it up. Make your
motto “a full stocking” and sell the Victor Records you
might be inclined to pass up. Pearsall Service will help

-

WHOLESALE ONLY

Victrolas and Victor Records

10 East 39th Street, New York
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Some salesmen lave tried to force a sale by
means of talking the ceustomer to death, so to
speak, to overwhelm him with words before his
objections were fully voiced.  What could be
more uubusinesslike than this? If the salesman
had a thoreugh knewledge of his product, its pos-
sihilities as well as its limitations, he shonld
weleowme the objections ot the customer because,
with his complete umderstanding of the produet
Lie was selling, he would be able to answer these
objeetions in an intelligent aud convineing way.
The customer would have greater coufidence in
the salesman if he aunswered his objections in a
clear way. As a veflex of this he would have
greater faith in the merits of the partieular
produet in guestion aud the sale would soon follow.

An illustration of this is shown in the experi
euce of a Metropolitan dealer who lost a sale
and at the same time lost the opportunity of
making a steadyv customer. A man ecame into his
store and wanted to buy a talking machine, with
a case fiuished in wainut. In the course of con-
versation it was brought out that the customer’s
furniture was all mahogany. As soon as he
learned this faet, the salesman Dbegan to insist
that the customer purchase a mahogany cased
instrument, in spite of the faet that wheu enter-
ing the store the wish had heen plainly exjyiressed
for a waliut case. The salesman had obviously
gool intentions but he displayed a total lack of
good judgment in insisting uwpon the mahogany
style so persistently. Tt may have been true that
the wainut case would not eorvespoud with the
rest of the furniture in the customer’s lLiouse and
no doubt the mahogany would have been wuch
better—had not the customer decided on the in-
stallation of a new suite of furniture.
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Why it is Unwise for the Salesman to Try to
Force a Sale on a Customer

O

TPor the salesman to offer a suggestion was
permissible, but to insist upon it was entirely
wrong. Nevertheless, insist he did, and entered
upon a long discussion of the cternal fituess of
things in the home, intending to overwhelm his
customer’s objections. The inevitable result fol
lowed; the enstomer became disgusted and walked
out of the store. lle went to aunother establish-
ment, asked for au instrument with the desired
walnut case, received it at once and the sale was
made. The first man had not ounly lost the sale

e e e

Experience Proves -
That it Never Pays
a Salesman fto
Know Consider-

ably More Than

Some Customers. .

O T

by being over loquacious, but had made an enemy
ot the customer.

To be sure, this was au extreme case and one
not likely to happen very often, but it is an
illustration of the fact we are trying to bring
out that the salesman sheuld not rush to cou-
clusions, but should give lis enstomer’s wishes
close cousideration. The eustomer who wishes a
special article, and says so, should-be given that
article if poussible without delay, and without any
beating about the bush. Tle salesman may have

2 by D. G. Griffen

T

Lis own ideas on the subject but he should keep
them to himself.

Along this line, there is another thought to be
considered and that is personal pride. Pride of
possession plays an important part in the selee-
tion and purchase of any musieal instrument aud
the ordinary man, upon whom the trade depewds
for its existence, is prouder of somethiug he has
chosen for himself than of anything he has bought
on the suggestion of someone else, or that some-
body else has picked out for him. There is the
very justifiable element of vni1ity in showing to
your family and frieuds something whieh in your
Judgment is the thing you have most desired.

This does not mean, however, that the salesman
is merely to be a disinterested party to the sale.
He should, on the coutrary, be a very interested
and considerate adviser aud aid, as we have so
often pointed cut. But it is a matter calling
for good sense and good judgment, for the sales-
man can be of great assistance if he goes at the
matter in the right way. After the customer
has expressed his wishes for some particular
style, aud should the salesmau see a chance for
a suggestion which would bring the ecustomer
greater satisfaction iu the end, he should by all
means make that suggestion and explain its ad-
vauntages. But after he has done so and the argu-
meut does not appeal, he should drop his advice
at. once, and uot run the risk of antagonizing his
prospeet. Knowing when and what to talk and
wheu to stop is the great desideratum.

Tt is always well to try to lead the eustomer
geutly in the desired dircetion and there is no
harm iu that, but to fly iu his face and try to
force a sale diametrically opposed to his ex-
pressed wish and desire is folly.

Glad tidings for Greensburg

Greensburg people are so fond of
“Blues” dance music that they
have induced the Louisiana Five
to play there permanently.

The Emerson dealer in Greens- -

burg makes a tidy profit on the
deal. He supplies his customers
all the new Emerson music--the
popular song hits and dance hits.

By virtue of his representing
Emerson, he gets the new hits
w hile they are hits--and when he

puts in an order, it gets filled
promptly.

Who fills that Greensburg order?

We do. That's our business. It's
also our business to interest re-
sponsible merchants in the Emer-
son line. We can’t outline the
proposition here, but if you will
drop us a line, we will tell you all
about it in a letter. Every day
you put it off, you are losing
money. Write us today.

Fmerson fales Company
4018 JENKINS ARCADE BLDG.

PITTSBURGH, PA.
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'How Sorry You’ll Be (Wait ’ll You See)  That Naughty Waltz—Waltz Instrumental
Male Quartet Peerless Quartet | 4,33 OkeH Dance Orchestra
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;igrriﬁr::ws and Nobody Sej:(li tﬁ ai?r;; ‘Starlight Love—Waltz Instrumental
Goodnight Angeline—Male Quartet 4034 D lOkeH Dance Orchestra
Peerless Quartet reamy Amazon—Waltz Instrumental
) OkeH Dance Orchestra
Hindu Rose—Baritone Joseph Phillips .
! Ting Ling Toy—Male Quartet [ Casse Noisette-Nut Cracker Ballet—Instru-
Peerless Quartet 4035 mental Conway’s Band
Not in a Thousand Years—(Tenor) Henry Burr | 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
mental Joseph Knecht’s R TRY
Waldorf-Astoria Dance Orchestra | Titl’s Serenade—Flute and Cello Duet

£

RBCORDS

THIRD SUPPLEMENT

Ernest Wagner and Adrian Schubert

| Foreign Folk Dances—Instrumental
OkeH Concert Orchestra

[Marilyn—(Fox-trot Instrumental) All Star Trio || 4037

(A Pretty Girl Is Like a Melody (From “Zieg-
feld’s Follies 1919”’) Fox-trot Instrumental

Van Eps Quartet ( Transcription of Swanee River—Piano Solo.
Weeping Willow Lane—Waltz Instrumental 4038 Ferdinand Himmelreich
OkeH Dance Orchestra ' Traumerei—Violin Solo Fred L. Landau

Write Your Nearest OKEH Jobber for Details

honograph Corporation

P

OTTO HEINEMAN, President

FACTORIES: ELYRIA, OHIO, NEWARK, N. J., PUTNAM, CONN., SPRINGFIEL D, MASS., KITCHENER, ONT.
BRANCHES: CHICAGO, SAN;FRANCISCOSTORONTO, CANADA
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NATIONAL MUSIC FESTIVAL AND EXPOSITION A GREAT EVENT

The Grand Central Palace, New York, Will Witness a Most Unigque Musical Gathering in the Display
of Talking Machines and All Kinds of Musical Ins truments, Combined with a Great Musical Festival.

One of the great happenings of the new year in
the musical domain in New York will be the
National Musie Festival and Exhibition to be
held at Grand Central Palace the first week of
February. This event will be liberally patron-
ized by talking wmachine manufacturers as well
as other leading representatives of all branches
of thie music trade industry. It is therefore timely
that the fullest possible attention be given to
making the festival duly representative of musie
in the fullest semse, for there is little working
time left. This mid-winter exhibition is a test,
for it has been claimed that Music Shows in the
past lost much of their pulling power and appeal
to public interest through the fact that they were
held in the early suinmer, when iudoor entertain-
ment had lost its attractiveness aud the weather
was too hot for comfort. The winter months are
really the show months and au ideal time has
been sclected apparently for the coming Festival
and Exhibition. The time being right, the big
thing now is to put it over.

At a mecting held recently, which was atteuded
by prominent members of the music world and
of the trade, work was actively started on the
music program, inasmuch as the selling of space
for the show proper has practically been com-
pleted. The work of makiug the festival a
musical success will require the co-operation of
all those engaged in the music profession as well
as those who sell musical instruments. This is
no time for the consideration of prior rights, or
personal or business jealousy. Neither is this time
to consider whether this name or that should go
first on the program. The public must be im-
pressed and ouly concentrated effort can aecom-
plish that result.

The Mayor of New York city has amnounced
publicly his interest in inusic for the people, and
it is to be expected that this interest will result
in the co-operation of city officials in having
musie programs carried out in the schools and in
various public institutions as planned. The full
co-operation of the city can only be expected if
those directly interested in music show the proper
energy.

The men and women who make up the com-
niittee are noted for their standing in musie
circles and for their energy. Speaking for the
trade it should be said that what is most needed
now is aetivity and earnest support. The com-
mittee must have the backing of those who will
benefit by their work.

The forthcoming Music Festival is only one
event among many to be held in New York during
the coming winter, and yet upon the success or
failure of the veuture much epends. Musie, by
divers means and for divers reasons, has attained
a position of unexampled prominence. The time
is right for convincing the public in a concrete
way as to the real importance of the art. The
Festival offers an opportunity of which much
has been said and for which much must be
done. The necessary thing is to forget self
for a while and work for the common -cause.
With music in schools, in the homes and in all
publie halls, with community singing strongly
emphasized, with newspapers carrying the mes-
sage of music through their advertising and news
columns and with prominent artists lending their
suppont thele should be little left to be desired.

ACME-DIE

CASTINGS-

ALUMINUM-ZINC-TIN&LEAD ALI®YS

AcmeDie-Castin émCor

Boston Rochester BrooklynN.Y. D it CHicago

If indications are to be aeeepted at face value,
the. work of the committee will he to organize
these various forces in an orderly manner and
direet their energies along lines that will accom-
plish the most good, not alone for the IFestival,

LAWSON UNIVERSAL FOR LOESER’S

Large Brooklyn House Acqguires Agency for Law-
son Phonograph—New Instrument Will Be
Featured Extensively in Advertising

Frederick Loeser & Co., Ine., the prominent
music center and department store of Brooklyn,
N. Y., has takeu on the Lawson Universal phono-
graph and is featuring this instrument strongly
in its daily newspaper advertising. The Loeser
house has been one of the largest sellers of
musieal instruments in Brooklyn and the faet that
the Lawson has been adided to its musieal instru-
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but for the ecause of music whieh it represents.

There ave a number of snggestions alrendy ad
vaneed that sheould serve to add to the success
of the ventwre if properly eavied ont, Other
snguestions will be fortheoming, hat in choosing
oue from another their practicability ust be the
final test. The Musiec Festival and Exhibition,
as has been stated hefore, will be a test in morc
ways than omne. Let that test result in an over
whelming suecess.

ment departments means that this machine will
receive extensive advertising in this seetion. The
mnsie salons are located on the fourth floor amd
a large stock of all kinds of musical instruments,
together with the Lawson phonograph, are af
tractively displayed.

DON'T BE A KNOCKER

Don’t be a knocker. Get a smile on. Hope a
bit. Hold up your head. Get a hold with bhoth
hauds and pull. Help yourself along. Get popular.
Pull your friends with you, and you will soon have
a procession.

Made under U. S.
Patent No. 995,758
whicliwill bestrictly
enforced.

Silence.

any slides at all.

mutual benefit.

Henry

zines. Labels like

Extra Heavy
Size 1l Inch

SiX SIZES HUNDREDS of pieces of furniture annually go into

your salesrooms already equipped with Domes of

you or are left to go to the ultimate consumer without

Our extensive national advertising has shown people
the advantage of Domes of Silence—and if you can give
them furniture equipped with these slides, you will be
giving them extra satisfaction—and extra saving. there-
by winning permanent customers.

Manufacturers will equip all their furniture legs with
Domes of Silence.

slides when you order furniture from them.

Make a note of it so that you will remember to ask manu-
facturers to put slides—Domes of Silence—on your furniture
the next time you place an order.

Domes of Silence are highest in quality and greatest in utflity,
the best and cheapest slides that can be produced.

Carried in stock by leading jobbers.

17 STATE STREET

This is how you can get full
benefit from our advertising
in the big national maga-

nished at no charge, ready
to paste on furniture equip-
ped with Domes of Silence.
Tell your supply jobber how
many you e€an use.

Furniture
Dealers

The remainder are either equipped by

They are waiting for you to specify
It 1s a

W. Peabody (& Co.

NEW YORK

7 s.ouwpeo ‘WITH GENUINE ‘

SEI;EF CE \

r

A OF THE CORRECT SIZE

I
this fur- '
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THE TALKING MACHINE WORLD

Greetings

We extend to the Talking Machine Trade in general, and to our
patrons and friends in particular, our sincerest wishes for the Holi-
day Season: A Merry Christmas and a Happy New Year to all.

Looking backward we feel happy in the thought that the year
1919 has been an exceptionally bright one for all engaged in the
musical trade. We feel satisfaction in the further thought that we
have been able to contribute to this result through our UNICO

SYSTEM of intensifying the individual dealer’s sales.

Looking forward the prospects for the new year 1920 appear even better: The
country is successfully passing the post-war reconstruction period; there i1s a
growing feeling of business stability; money was never so plentiful as now;
the great public 1s 1n a liberal buying mood.

Our abiding faith in this splendid future has found expression in what we have
been doing lately. and are doing now. With the restrictions of war production
removed, we have once more reached our normal output. Our plans for ex-
panding our plant to meet the tremendous increase in demand for our products
have been fully matured and are under way. Our organization has been
rounded out with a view to utmost efficiency in all departments. This means
that we shall continue to make the interests of every dealer requiring and re-
questing our Service our own interests.

However, and this is important: We advise early action on the part of those
interested in order that their requirements may be taken care of without delay,

because the growing demand for UNICO EQUIPMENT will tax to the utmost

even our increased facilities.

Our Planning Department is at your service.

Address our nearest office

UNIT CONSTRUCTION COMPANY

Rayburn Clark Smith. President

NEYM-X_ORI% 58thStreet & Grays Avenue wsrl“lkCl\eGP
i s T PHILADELPHIA Builsod
BOSTON SAN FRANCISCO
85 Essex Street Holbrook Building
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Alabama

" Clark & Jones
Hilbish Sporting Goods Co.
*Laverty Music Co.
Seals Piano & Oirgan Co.
Talking Machine Co.
Arizona
Redewill Music Co.
Arkansas
*Beasley, H. J.
Bowser Furniture Co.
*Houck Piano Co.
California
Wise Co., Clark
*Columbia Graphophone Co.
Dave’'s Shop
Colorado
Sterling Music Shop
Connecticut
*Fultoen, Driggs & Smith Co.
Gallup & Alfred
McEwin & Chapin
*Marsh, D. S
*Pierce Company
*Steinert & Sons Co.
*Watkins Brothers
Winslow Music Shop
Delaware
*Columbia Grafonola Parlors
*Gewehr Piano Co.
*Robelin Piano Co.

District of Columbia
*Ansel, Bishop & Turner
Q. H. Garren
Jordan Piano Co.
*Mayer & Co.

Van Wickle Piano Co.

Florida
Kelley, G. Hartwell
Georgia
Adler, Leopold
Culpepper Bros.
Columbia Graphophone Co.
Russell Piano Co.
Southern Photo Material Co.
Illinois
Annex Tone Shop
Berry, H. L.,
*Block & Khul
*Cable Co.
Chadband, T. I,
*Central Piano Co.
City Furniture Co.
Columbia Graphophone Co.
Commonwealth-Edison Co.
Tlliot, A. O
F'ioyd’s Musie Shop
I"orburier Jewelry Co.
Grand Leader
*Harden, J. D.
Hartz Drug Co.
Jones Dry Goods Co.
Jones, Pewey
Krchma, Leopold
Lehman’s Music House
*Leslie, F. M.
*Linn & Schruggs Dry Gds. Co.
*Morgan Music Co.
Rothschild & Co.
Sacks, S.
*Wheelock & Co., C. E.
Witzel Piano Co.
Indiana
Claypool-Lacy Co.
*Fulghum, Walter B.
Jewell Phonograph Co.
Minas Co., E. C.
Seidel Musie Co.
*8hultz & Shultz
*Stewart Talking Machine Co.
Watkins, E. .
Wilcockson Music Co.
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Cable Shelby Burton Piano Co.

THE TALKING MACHINE WORLD

Pational Serbice

Jowa
Baker T"iano House
*Donahoe & Donahoe
McGregor Furniture Co.
*Miclkel Bros.
Murray, L. A.
Pelletier co.
Kansas
*RoraRaugh-Wiley Dry Gds. Co.
Clark, Robert
Kentucky
*Hill, Will B.
Riehm Piano Co.
*Smith-Carrol Co.
Louisiana
*Collins Piano Co.
*Columbia Graphophone Co.
Dauterive Furniture Co.
Eckles Pharmacy
Kaliski Musie Co.
Maison-Blanche
*Pincus & Murphy
Maine
Astle Musie Co.
*Downing, C. F.
*Luce, Wm. L.
*Tainter & Co.. F. E.

Maryland
*Hamman-Levin Co.
Wheatley, J. W

Massachusetts
Benoit, H. G.
Bon Marche
Bostock & Co., J. BE.
Caldwell, Edward
*Conchar Co.
*Harry M. Curtiss
*Bastern Talking Machine Co.
*Harvey Co., C c.
+ Kerr, Geu. F
*Kraft, Bates & Spencer
Mullen Co., J. F.
Newell], John A.
Nichols & Frost
Pearson Piano Co.
*Roper, Marcellus
Schervee Studios

Tremont Talking Machine Co.

Michigan
Beerman’'s Music House
Bigelow’s Music Shop
*Columbia Graphophone Co.
Clough & Warren Co.
Detroit Music Co.
Gilmore Bros.
Gregory Music House
Harley, Alvin E.
McGuigan, Thos.
Noble Piano Co.
Sterling Music Co.
Turnell, H. J.

Minnesota
*Columbia Graphophone Co.
Howard Farwell Co.
Murphy Musie Co.
Taylor Moorhouse Co.

Mississippi
McGrath & Sons, John

Missouri
Heer Dry Goods Co.
Home Phonograph Co.

Montana
* Orton Bros.

Newnraska
Bidnour, E. H.
Union QOutfitting Co.

New Hampshire
Bailey’s Music House
Mason Bros.

New Jersey

“Dudley, Lloward J.
Godfrey, Chas. 11
Landay Bros.
Newkirk, II. B.
Nunn, Harold
Stiles, Henry B.
*Tusting I'iano Co.
*Victor Talking Machine Co.
* Weser Bros.
Woodeliffe Melody Shop

New York
*American Talking Machine Co.

Burke, W. A.

Corning Jewelry Co.
Cowperthwaithe Co.
Druckman, A. 3
Druckman’s Music Shop
*Edison Studios
Ehrhart, Wwm.

Gibbons, M. W,
Grassman & Co.
Kanhansky, Hyman
Knickerbocker Talk. Mach. Co.
*McCreery Co., James
“MeEnery’s

*Macey, R. E.

Miller, C. A.

Music Lovers Shoppe
Peltier, R.

Pong, Sara.h E
Robinson. Edison E.
Talking Machine World
Thiele, Herbert

Welte & Sons, Ine.
Wissner, Ine.,, Otto

North Carolina

Ivey, J. B.
Yates Co., C. W.

Ohio

Ackerman Piano Co.
Alhambra Music Co.
*Buescher Co.
Carnahan Music Co.
Clark Co., Geo. A
Crowell, C. A.
*Eelipse Musical Co.
Euelid Musice Co.
Findt Music Co.
*Frederick Piano Co.
Gintz Piano Co.
*thbard Music Co.
*Holloway, W. S,
Hunter Musxc Store
*Link, Geo. H.
Kloepfer, Chnstopher
*McMahon Piano Co.
Mardis, I. G,
Hay Co.
Meckes Sons, John
*Mesaros, Jos.
Noble, W. L.
O’'Neill Co.
Pfenning, V. S.
Rice, F. E.
*Sturtevant, H. H.
*Taylor Son & Co.
*Weigand, F. J.
*Welton, J. C.
Whitsif Co., Perry B.
Wilson Co., C. M.
Yahrling & Rayner Piano Co.
Young, F. L.
Zollinger, Wm. R,

Oklahoma
City Drug Co.
Hadley Drug Co.
Oregon

Huntley Drug Co.
Sheppard Co., Earl

Address our nearest office

85 Essex Street

PARTIAL LIST OF UNICO INSTALLATIONS

Pennsylvania
*Aaron Co.
Brown, W. P.
*Buehn Co.
Colonial Melody Shop
*Columbia Graphophone Co.
Cooper Bros.
Fields, C. F.
*Gimbel Bros.
Hamilton Co.
Heims, Newton B.
Hill, W. H.
*Keller & Son, W. H.
*Keinard ons
Koppleman, Leon
*Linton Co.
*Lit Bros.
McCarrahar Bros.
Martin Co.,, E. V.
*Mellor Co., C. C.
Penn Phono. Co.
Posner, Meyer
Rapport Featherman Co.
*Schaffer Kreamer Co.
*Shifler & Taylor
Sigler Co., C. M.
Smith Bros.
*Stern & Co.
Stetson
Swank Hardware Co.
*Thomas & Son, John
*Todd, B. B.
Tollin, Frank
‘Weaver Piano Co.
*White, E. S.

Rhode Island
Kennedy & MeKay
Meiklejohn Company
*Tilden Thurber Co.

Tennessee
Bry Block Mercantile Co.
Clemond Bros.
King Co.,, H. P.

Sharf Flannigan Hamilton Co.

Starr Piano Co.
Tiller, -L. O.
Texas
*Carter Music Co. i
Curlin Drug Co.
Thoenix Furniture Co.
Talking Machine Co.
Vermont
American Phonograph Co.
Virginia
Haynes Co., C. B.
*Petersburg Music House
Reed, J. M.
*Thurman & Boone
Washington
Bendix Talking Machine Co.
Columbia Graphophone Co
West Virginia
Dils Brothers
Wisconsin
*Barron Co.,, E. T.
Cleveland Music Co.
Fisher Furniture Co.
Forbes Meagher Co.
*Gram Co., Edmund
Kessleman O'Drisecoll Co.
*Leithold Piano Co.
Mason Co., A. C.
Jacobs, E. C.
Wilson Musie Co.
Canada
Watkins, Thos. C.

Chile

Sociedad Curphey
Peru

Arce R. Antonio

*—Indicates two or more orders.

Over 1200 installations attest the supremacy of the UNICO SYSTEM as the modern method of musical merch-

The above 1s a partial list of 1919 installations only. Notice that 40% of these customers have re-ordered and these
repeat orders are the strongest proof that UNICO installations have made good. :
Call on us now to develop your Talking Machine Department and insure your full share of the 1920 prosperity.

UNIT CONSTRUCTION COMPANY

Rayburn Clark Smith President

Holbrook Building

s NEW YORK 58thStreet & Glays Avenue LCHicAGO
adison Ave
C?)?nel 415t St PHILADELPHIA qonBu\lgnanng
BOSTON SAN FRANCISCO
Q
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ARTIS‘T’ TN REALITY

'
........................

Pres lige !

The dealer who has the franchise to
sell L'Artste Phonographs acquires
real prestige in his community. The
qualities that distinguish L’Artiste

- are so apparent to eye and ear as to
proclaim the instrument excep-
tional.

T he mechanical equipment of
L'Artiste is the best known in
phonograph construction. T he
cabinets reveal at a glance rare dis-
tinction and beauty. In the appeal
to the ear nothing more can be de-
sired. All these points of excellence
are so obvious that the instrument is
its own best salesman.

L'Arutste 1s offered at a price that
compares favorably with many ma-
chines that it distinctly outclasses in
every respect.

Combined with the excellent margin
to the dealer, this instrument is a
most attractive selling proposition.

Nine Bedutiful
Period Models

Ed
GRAND RAPIDS PHONOGRAPH CO.
GRAND RAPIDS, MICHIGAN
THE PHILADELPHIA SHOW CASE CO.
123 NORTH THIRTEENTH STREET EASTERN DISTRIBUTORS 2002 JENKINS ARCADE
PHILADELPHIA _ . PITTSBURGH
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During and since the war the talking machine
trade, in common with every other branch of the
music industry as well as other industries, has
had abundant experience with national legisla-
tion calculated to add to the burdens of busi-
ness. Much of the legislation was recognized
as necessary, even though the trade _was called
upon to protest strongly against certain phases
of mnew bills that would serve to diseriminate
against the industry if passed.

Even with the war out of the way a year
ago, there are still many legislative matters of
vital importance to the industry that will come
up before Congress during the coming year.
First among these, of course, is the revision,
if not the repeal, of the War Revenue Act, and
then there are promised changes in the Copy-
right Law, Patent Laws, and other measures.

Two Years of Legal Problems Ahead

Just what will concern the musie industry in
national legislation during 1920 and beyvond was
set forth recently .by George W. Pound, general
counsel of the Musie Industries Chamber of
Commerce, with which organization several of
the leading talking machine manufacturers and
a great many retailers are affiliated. In the
course of an interview with The Talking Ma-
chine World, Mr. Pound said:

¢‘Judging from all appearances it will take at
least two vears to solve the present legal prob-
lems econfronting the musie industry. A new
War Revenue Bill is very probable and in fact
is now being seriously considered. The prin-
ciple on which the bill will be founded has
not yet been settled, but it will be decided
shortly by the cowmittees at ashington,
whether a general bill will be offered providing
for such modifications, or repeal of taxes as
may be deemed necessary. The other suggestion
is that there be introduced a series of separate
bills ecovering separate industries and emer-
gencies, and granting the desired relief by that
means.

““It appears to be the thought of the Senate
Finanece Committee that what is most desirable
is a general bill drafted on a broad prineiple
but even should this plan be adopted it will take
several mionths to thresh out the many ques-
tions involved, and it is improbable that the
new bill could be passed before fall. I have
been asked to submit my views in comnection
with such a measure, not alone as they apply
to our industry, but as they cover general reve-
nue and excess profits questions.

New Copyright Law Coming

‘“There is also in prospect a new copyright
law ‘which, according to present plams, will ‘em-
body some radical changes from the present act,
particularly in regard to the mechanical repro-
duction of music. In the first place it will be
demanded by certain interests that an increase
of several lhundred per cent be made in royalties
for miechanieal reproduction as at present pro-
vided for iu the law, and this phase applies
particularly to manufacturers of talking inachine
records and music rolls.

““The last United States copyright law was
passed in 1909, after a four-year fight, and I
was privileged to write the sections of the law
applying to musie. Copyright is always a
mooted question, and any npew easure will
naturally be made thie center of a strong legal
fight, which will mean that it will be a long
time in passing.

The Proposed New Tariff Law

“‘One of the most important matters coming
up before Congress sometime in the future will
be the mew Tariff Law, giving increased pro-
tection to American manufactured produets.
There is a growing sentiment in the Senate that
the new law should be deferred until 1921, but

THE TALKING MACHINE WORLD
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Important Leglslatlve Questions That Confront
the Trade in Nineteen-Twenty ::
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at the present time statistics and information
are being gathered and I have been asked by
the United States Tarifft Commission to submit
facts and figures. It is probable that a duty of
at least 45 per cent on musical instruments and
supplies will be provided for in the new law when
drafted. This is the figure held by members of
the industry and economists generally as proper
and necessary to guarantee the proper protection
to American musical manufacturers.
Revision of the Patent Laws

‘A general revision of the patent laws is also

promised for the future, inmasmuch as it is con

George W. Pound

sidered that there is room for many reforms in
that measure. In the new law when drafted it
is proposed to include a compulsory manufactur-
ing clause under which a patent would have to
be manufactured or utilized within a given
period, probably one or two years, with precedent
tavoring the former period. Should the patent
not be so utilized, it would fall in public domain
and the holler would forfeit any exclusive rights
to its use. It is felt that the inclusion of such
a clause in the new Patent Laws would bring

General Counsel, Music Industries Chamber of Commerce

By George W. Pound

...... Il 1

about a more general development of all indus
tries by inercasing the nniversal use of patented
myprovements.

The Federal Trade Commission's Aetivity

*“The Federal Trade (‘ommission, which has
leng held widespread and arbitrary powers in
the matter of Tnterstate Commerce, is rapidly
extending its fumctions and is gradually holding
and promulgating the doctrine of control over
bad and unfair business methods. The second
hand, used or rebuilt deeision, is an instance
in point along this line, it being held that when
used or rebuilt instruments are advertised, the
faet must be so stated, not imerely in a nega-
tive, but in a positive manner. I look for more
general activities on the part of the Federal
Trade Commission in the regulation of business,
and it would le well for the trade to keep iu
close touch with the newest rulings as issued Ly
that body.

‘*The passage by Congress of a umiversal Con-
ditional Sales Act in inter-state commerce is also
to be urged stromgly. A large number ot states
have already passed such an act, and this is
expected to give encouragement to tliose who
are seeking to have such a law added to the
national statutes.

Neeessity for Watchfulness

*“I have referred to omly the most important
matters coming up before Congress in whieh the
musie industry is naturally interested, but there
are many other matters, some of them eropping
up almost overnight that will require of the
industry that it be particularly on the alert
during the months of uncertainty. Besides the
acts. of Congress there must also be wateled
carefully the workings of the various State Leg
islators who are prone now and then to take a
fling at business gemerally, and in mauy cases
enact, or endeavor to enact laws directed espe-
cially against musical instrument manufacturers
and retailers. The war provided the excuse for
mueh radieal legislation and many of the law
makers have not yet realized that the emer-
gency is passed. Hence there is to be expected
considerable legislation that is drastie, uncalled
for, and unnecessary, and it is this that we must
guard against.”’

seasoned.

10 cars 1

YAZOO RIVER RED GUM

For high grade cabinet work. Of soft texture and rich, dark color.
Sawed from mature, thrifty trees.

Adapted to a variety of finishes---Satin Walnut to Dark Mahogany.
Can furnish either in Plain or Quarter Sawed Stock.

SOME SPECIALS FOR IMMEDIATE SHIPMENT

10 cars 2%” No. 1 Com. 8 Brtr. Plain and Quartered Red Gum.
1o cars 3 7 No. 1 Com. ¥ Btr. Plain and Quartered Red Gum.
10 cars 1%” No. 1 Com. Plain Red Gum.

1o cars 1 ” No. 1 Com. 8 Btr. Quarter Sawed White Oak.

# No. 1 Com. @ Btr. Quarter Sawed Red Oak.

Send us your inquiries for all cabinet woods.

THOMAS & PROETZ LUMBER CO.

15 Angelrodt St.,

Specially manufactured and air

St. Louis, Mo.
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Every salesman aud every advertising man as
well as every merchant has always agreed theor-
etieally that the best place to advertise is the
place where the goods are. And yet at the samne
time window advertising has been the last adver-
tising medium to enjoy the intemsive cultivatiou,
standardization and moderu development which
has been accorded almnost every other form of
advertising.

The newspapers, the magazines, the billboards,
the trade paper and the street car card as well
as certain forms of direct-by-mail advertising
have been bLrought up to high standards of effi-
ciency with the possibility of failure reduced to
a minimum. But not so with window and store
advertising, despite the assertion that this form
of advertising deserves a place in the front line
trenches with tlie higher and most suecessful forins
of advertising media. It is only recently that
store-owners themselves have come to appreciate
the tremendous selling value and advertising
power of a store window.

There is no form of advertising so rich in possi-
hilities from every angle as store window adver-
tising. It embodies every advantage of ear aud
other advertising and many which most advertis-
ing mediums do not have. When it is rightly
done it attracts attention, arouses interest, creates
desire, and actually makes a sale, especially when
the goods are harmonized with the display, par-
ticularly since the dealer is ready with {le mer-
chandise to instanily supply a sale made by the
window display.

This is by no meaus saidl iu disparagement of
any other clean, effective, standardized form of
advertising but rather to show that no advertising
campaign is compicte without an effective window
feature to crystalize iu the dealer’s store the
entire force of the cawpaign and also to point
out the importance of securiug for dealers the
utmost advantage of an advertising campaigu by
luking their store with the campaign in a way
to get quick and direct resuits from all adver-
tising.

One of the greatest merchants in this country
was récently discussing advertising with the
writer and he made the astounding statemeut that
he believed his windows were worth more to his
business than his entire newspaper advertising
campaign and all his other advertising efforts put
together. Of course he was speuding half a million
dollars in. the mewspapers and while he did not
mean that windows could supplant newspapers on
a big department store proposition in any sense,
his remarks indicate the tremendous value of store
window advertising and are worth cousidering by
talking machine dealers.

In order to get the utmost out of his windows

THE TALKING MACHINE WORLD
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Window Advertising is the Dealer’s one Best
Bet in Selling Talkers and Records .52, Arthur Freeman

four factors must be taken into aceount by the
dealer, which are as follows:

1. A good location,

2. A properly prepared window.

3. Window displays frequently changed which
possess in themselves the chief element of adver-
tising and selling as distiuguished from inere
pretty pictures and attention-getting stunts.

4. Intelligent following-up in the store of the
window advertising.

A good location, of course, involves the general
question of where a dealer will place his store.
But when he signs a lease he should take into
aecount the advertising value of the window by
estimating the number of people who are apt to
pass his place of business in the course of a day.

Arthur Freeman
Naturally the greater the circulation, the Dbetter
the location, both from an advertising standpoint
and a business standpoint.

A well-prepared window refers to the mere me-
chanical construction of a window with floor space
in it ample enough to make a good showing and
easily accessible to the average passerby. Many
stores almost kill the effect of their windows by
railings, stairways and other obstructions which
prevent people from getting near the window.

The wmodernizing of store fronts has become a
great business of late and wheuever a dealer
builds a store-front he should take into considera-
tion the advertising possibilities of his windows,
seeing that ample space is provided for window
displays.

The third factor refers to the trimming of the
window whiell involves not only the laying out of
werchaudise iu a pleasing and attractive way

DECEMBER 15, 1919

Director, Gimbel Bros. N.

but utilizing such display matter as will literally
sell the goods to the people looking into the
window. In recent years very ingenious moving
displays have been installed in windows but these
are being discarded not only because they in-
variably get out of order and lose any advantage
which they may have in the mechaniecal feature.
But the chief objection to mechanical displays
has beeu found in the faet that they attraet
attention to themselves and not particularly to
the goods. After all the funetion and purpose of
a window display is to interest people in the mer-
chandise and iuduce them to go into the store and
purchase it.

No advertising is good advertising which at-
tracts so much attention to itseif that it detracts
from the purpose in hand which is to sell mer-
chandise.

The newer form of window advertising is being
developed by lithographed window-cut-outs, hang-
ers, posters, cards, etc., which both by eleverly
ereated illustrations in color and by the right
kind of advertising copy and type are producing
the same selling effect which oue would expect
out of high-colored back pages in the standard
magazines.

Millions of dollars have been spent in sending
dealers this form of printed and lithographed
matter, but most of it has been so badly done,
or so created to show advantage only for the
manufacturer and very little for the dealer, that
it has been devoid of the necessary advertising
and selling value to get actual, visual, business
results.

The «dayv is past when a pretty picture and a
few slogans under it giving the nawe of an

. article will sell goods. The public demands con-

crete reasons why, actual proof, coucrete demon-
strations and selling arguments that convince and
persuade. The ideal lithographed window display
which gets its inspiration from the complete maga-
zine, newspaper and outdoor campaign, ingeniously
concentrating in the dealer’s window every good
element which was developed in the ecomplete
national campaign, so that any reader who may
have beeu impressed by the advertising in the
national media to go to the dealer’s store, fiuds
in the window the same inducewent, perhaps pre-
sented iu an eveu stronger way, to continue his
search until he gets the merchandise itself.
Fortunes are spent every day in advertising iu
all forms of media which does not pay. News-
paper, wagazine, trade paper, billboard and street
car advertisements are run daily without result.
The fault, it is found in most instances, is not in
the medium but in the way in which it is used.

(Continued on Page 18.)

Represents BEAUTY and TONE Combined

2 «\/JCSONIA” Ryl

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

particular purpose.  ORDER NOW.

eproducer

ATTENTION!!!

MODEL *B’”’ VICSONIA. Order one NOW. Don't Hesitate.

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

VICSONIA MFG. CO,, Inc.,, :

Easy to

Plays Edison, Pathe and all other hill-and-dale records.

313 E. 134th St., New York, N. Y.
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WE WISH TO EXTEND TO OUR DEALERS OF THE -
PAST YEAR, OUR_APPRECIATION FOR THEIR i
PATIENCE AND GOOD WILL DURING THE TRYING E 2
TIMES OF STOCK SHORTAGE. )
WE WISH TO ASSURE THEM THAT WE HAVE DONE = 2
THE BEST WE COULD WITH WHAT MERCHAN- 7
DISE WE HAD. e
WE LOOK FORWARD TO A BETTER YEAR AND )
WANT OUR DEALERS TO KNOW THAT THEIR N
WANTS WILL BE LOOKED OUT FOR IN THE SAME e
CAREFUL MANNER AS HERETOFORE. 'y
(/).

DO YOUR PART. BE SURE YOU ARE EQUIPPED a%
WITH UP-TO-DATE FEATURES AND METHODS OF o
MERCHANDISING SO AS TO DO THE MAXIMUM i,//{
BUSINESS IN YOUR LOCALITY AND RENDER YOUR o
CUSTOMERS FIRST CLASS SERVICE, GIVING THE g
VICTROLA AND VICTOR RECORDS, THE REPRESEN- Sy
TATION THAT THEY DESERVE. <
OUR PRESENT DEALERS COME FIRST. WE WANT v
TO SEE THEIR WANTS FULLY SUPPLIED BEFORE g
WE ADD TO THE NUMBER OF OUR ACCOUNTS. =
,. l\\\'\\\

- §|‘_ 7w

BHearty Greetings %

for a N

Merry Christmas and a Happy and Progperous _p
et Pear K7

American Talking Machine Company o

- Exclusively Wholesale _ \E ;

VICTROLAS AND VICTOR RECORDS E
BROOKLYN, N. Y. /
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first joint record!

Hackett and Stracciari in a duet!—*‘Solenne in
quest’ ora” from La Forza del Destino.
Order big! Columbia 49666.

‘Columbia Graphophone Co.

Their

NEW YORK 1

'i'HE VALiJE OF WINDOW ADVERTISING

(Continued from Page 16.)

This ix trne of window advertising perhaps
wore than any other form of- advertising, and
one finds on the main street of the average town
in this country as well as many of the streets in
the bigger cities window after window wasting
its effort because of a lack of the intelligent use
of that window in attracting the attention of
poxsilile patrons and persuading them to come into
the store and buy.

Sticking a lot of miscellancous cards and mer-
chamlise in a svindow with irrelevant signs and
expressions is ax ineffective as a jumble of type
in a magazine or newspaper page which costs just
as mnech as a real advertisement but lacks the
scientifie selling value that a well-equipped adver-
tising man would introduce in it.

The fourth element, of conrse, depends entirely
on the dealer. The dealer must be ready to back
up the window display, first with the goods which
he says in the window he has. To arouse interest
in merchandise in a window only to find that the
goods are out of stock or the size range is incom-
plete is like a newspaper advertisement which
induces a person to come to a store only to find
that the store is not backing up the advertising.

The store service, too, must mneasure np in every
« way to what the window display expresses. A
fine display in a window may stamp the merehant
as a progressive, up-to-date, modern, business man.
Yet if the cnstomer induced by that display to
come in finds him slovenly and lax and inattentive,
he has not only lost a permanent canstomer, he
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has made a positive knocker, as has been fonnd
so true in misleading newspaper advertising.

In the talking machine trade winilow advertis
ing has been nnunsnally effective aud in this respeet
the talking nachine indnstry has set other bnsi-
nesses a splendid example. This young bnsiness
giant which is rapidly becoming one of the great-
est industries in the world has not been satisfied
with the cut-and-dried methods of other national
asdvertisers, but it has been generally remarked
that window display advertising among talking
machine dealers has heen of an exceptional type
aml the results speak for themselves. Today the
average dealer wouldn’t be without his window
display hooking np with the national advertising
and he is willing to pay veal noney for it as a
valualble asset to his business.

This development has ounly begnn aud the next
few years are going to bring out in dealer service
and window advertising for dealers a standard,
modern form of advertising whieh will take its
place alongside of the best advertising wedia
in the country.

PROMINENT HOUSES TAKE AGENCY

Emerson Records to be Sold by Loeser & Co., in
Brooklyn, and Hardman, Peck & Co., and Bloom-
ingdale Bros., in New York

The Emerson Record Sales Co., New York,
local jobbers of Emerson records, annonneced re-
cently that arrangements had beén completed
whereby this line of records will be handled by
the following well-known louses: Frederick
Locser & Co., Brooklyn, N. Y.: Hardman, Peck &
(‘o., 433 Fifth avenue, New York, and Blooming-
dale Bros., 59th street. and Third avenue, New
Yorl.

Fred’k Loeser & Co. is one of the best
known and most snecessful department stores in
the country, and its pablicity plans include an
extensive campaign in behalf of Emerson records.
Hardman, Peek & Co. are featuring these records
to excellent advantage ip their Fifth avenue
showrooms, and Bloomingdale Bros. are devoting
a considerable part of their talking machine ware-
rooms to the display of this line.

NEW EDISON DEALER IN NASHVILLE

Lawrence & Briggs Open Attractive Store and
Hold Formal Opening of Premises.

NasHVILLE, TENX., December 4.—Lawrence &
Briggs, Edison dealers of this c¢ity, opened last
month at 516 Union street. On the day of the
formal opening the store was attractively decor-
ated with flowers and in “spite of the inciement
weather a large number of visitors came to the
store dnring the dayv. A. E. Lawrence; one of the
partners of the new concern, was connected with
the Honek P’iano Co. for eleven years as manager
of the talking machine department. Mr. Briggs
was also with the Houck house and previons to
that time was connected with the Lamb Piano Co.
In addition to the New Egdison and Edison and
Emerson records, the Freeman talking machine.
a local product is also carried.

“TALKERS” SHOWN AT MIAMI FAIR

S. E. Philpitt, One of the Exhibitors of Victrolas
and Other Imnstruments in Miami, Florida, Fair
Building—Exhibit Attracted General Attention.

Mianxi, Fra., December 2—One of the most in-
teresting displays at the recent exhibition held at
the Miami Fair Building was that of S. Ernest
Philpitt, who occupied three booths immediately
ingide the entramee, with a full display of Vie-
trolas, Steinway grands, Estey organs and Franeis
Bacon players. Speeiai concerts were given each
evening at which the varions instrnments were
played.

In the exhibit arranged by the Miami Eleetrie
Co., which occnpied a large space, Mr. Philpitt
also had a Vietrola and piano which attracted
counsiderable attention. As a matter of fact the
Philpitt exhibit as a whole drew the attention of
the majority of the visitors.

The Vangi Liberty Talking Machine Co. has
been incorporated under the laws of Delaware
with a ecapital of $125,000 by W. I. N. Lofland,
Frank Jackson and Mark W. Cole, of Dover.

AUTOMATIC STOPS

- The simplest and most efficient Auto-

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

Send 50 Cents for Sample Stop

Kirkman Engineeringcorpuration

237 Lafayette St., New York
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% HE Phonograph business, though still comparatively new, is B
¥ : , ) S ’, 3
5 already undergoing the change which is inevitable in ;Z%
L‘«f every industry. Real competition, without which de- ?%
% velopment and progress 1s almost impossible, has made e
- itself strongly felt in the field of manufacture and is rapidly be- z
S g J o g 5
& coming more and more apparent in the selling end. The time has ‘g,
s . . . -
& come when it behooves every intelligent and far-sighted merchant i%
;-7, ¢« o - L“\f’
ket to face the new condition and make provision for the present and L
2 <z
9 the future. :%
g To the merchant who does this, the opportunity to secure the |2
N . - . ’ 18
F; representation of The Aeolian Company's phonograph —the %
B . . ~ . i
= Aeolian-Vocalion — must appeal as the most valuable franchise M-
gj available in the music-industry. Not only is the Acolian-Vocalion ||
- today far superior to any of the machines of older type, both in- =
K trinsically and as a sales proposition, butits leadership in the future &
L is equally assured. During the past twenty-five years, The Aeolian | %
= Company, its manufacturers, have been responsible for the most s
g important developments in musical instrument construction. It is | ;3%
% .. i o
= therefore safe to assume that the same spirit of initiative, backed 1
% by its wide experience and unparalleled equipment, will enable this |15
2 Company to feep its phonograph far ahead of all competitors. ‘ %
Moreover, the Aeolian policy of exclusive representation, which as- 5
= sures to the dealer the benefit of all the business in his territory, is l*’
% not only a vital consideration at the present, but is destined to ]
become more and more important in the years to come. 'li&;

Valuable territories for representing the Aeolian-Vocalion are still
available. Information as to these and full particulars will be
furnished to those who inquire.
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nized both here and abroad;

decided advance in phonogra”

It is significant that from thejy
phonograph should emanate ‘1
proved type.

The Vocalion Record, made by 4
the more scientific system used §
by 1ts clarity, richness and mu {
advantage that it contains m.i
any other record upon the m:

Wonderful studios have been
3 London for recording and mal,
in beauty, in comfort and co’
scientific acoustical features—
purpose of The Aeolian Co
record the phonograph indust

As an artistic achievement ofy:

the Vocalion Record is worth

GIACOMO _RIMINI

G142 P R AR AP AT LR PICAF IS TAITAL TS

.:(mgsm

G’r"c’(WyK&?UMWm%{MY&WWWJWWWJWc‘W&W{’{ﬁ\n§°ﬂ9&¢4§
L




The Talking Machine IV, orld

j ﬁ?ﬁ%fm&'m&?ﬁm?ﬂi&}?m&f&“ﬂlrvl&lmh‘&f}iﬁﬁ.&%ﬁkﬁ@iﬁﬁl&%ﬂiﬁ&%ﬁ&%ﬁ&%ﬁ%&?ﬁ%ﬂ'@fﬁ&%ﬁﬂ?{(bﬁ%@}i)1"47
N

|
E”,gi

AN

RSO3

LRI

‘{"

s

S

>
RS

1

IV

R R

SRR

=)
220

SRR 0%

SEEns

"?7 3

A

QS

T

B

ion Record

phonograph has been one of

far—reaching events in musical
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ects both.  While this is true,
.;ovements in recent years have
‘ment. A notable 1illustration
‘ian-Vocalion, which is recog-
s representing a definite and
' construction.

Hurce that produced this new
Phonograph Record of im-
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HE distinguishing features of the
Aeolian-Vocalion line, which is

larger and more complete than
that of any other phonograph upon the
market, are—the good taste displayed in
stock models, and the group ot special
Period cases which far surpass anything
hitherto known in connection with the
phonograph.

The stock models reflect the broad ex-
perience and ample artistic capacity of
The Aeolian Company's department of
design and case-making. Utmost care
and technical skill are apparent in every

detail. Simplicity and the repression
characteristic of genuine art are evidentin
every design.

In the Period Styles the most unusual
and artistic case effects are displayed.
While some of these are original, others
are based upon authoritative Period and
other classic models.

No intelligent merchant need be re-
minded that there is a large clientele in
every community that appreciates real
beauty and art, and that this clientele
constitutes a I1ighly desirable addition to
his trade.

Territory is now being assigned for the representation of the

Aeolian-1ocalion.

Address the deolian-1"ocalion Department.

Distributors of the Aeolian-F ocalion
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. and FVocalion Record G
;:1 NORDHEIMER PIANO & MUSIC CO., L., GUEST PIANO COMPANY  Burlington, lowa éé
g Toronto, Canada D. H. HOLMES COMPANY, L., &5
B2 THE AEOLIAN COMPANY Chicago, Il New Orleans, La. <
i THE AEOLIAN COMPANY  Cincinnati, Ohio 0. J. DE MOLL & CO. Washington, D. C. ;ﬁ
*i"1 THE AEOLIAN COMPANY St. Louis, Mo. STONE PIANO CO. gé
3 CLUETT & SONS . . . Troy, N. Y. Fargo, N. D., and Minneapolis, Minn. e
<|| CONSOLIDATED MUSIC COMPANY TITCHE-GOETTINGER COMPANY &
: Salt Lake City, Utah Dallas, Texas §7
2 ‘ B. DREHER’S SONs COMPANY R. W. TYLER COMPANY, Wheeling, W. Va, ‘3:.

il Cleveland, Ohic  VOCALION COMPANY OF BOSTON 3

l EMERALD COMPANY Birmingham, Ala. Boston, Mass. ;{3?
It x
é?l HE AEOLIAN COMPANY g
]| ¢ 2
P4 2
s ‘ %
w . . 2y
Sl Maters of The Duo-Art Pianola Piano— Largest &
i | Manufacturers of Musical Instruments in the World 5
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A “WIRELESS” MYSTERY SOLVED BY THE TALKING MACHINE

‘‘Nauen Madrid Buzz,’’ Which Baffled Intelligence Department, Solved by Recording Messages on
Records—Discovery Made When Motor Ran Down—Details of System—Aftermath of the War

Just before the sixty-four-kilometer retreat of
the German arnies from the strongly entrenehed
Chemin des Dames position in 1918, the allied
intelligenee departient informed the general staff
the exaet positions which would be evacuated.
This was in spite of the faet that all the pre-
liminary operatious on the Berlin side were ear-
ried out with the utmost attempt at secreey; that
every movement up to the final withdrawal had
been made at night; and that even divisional eom-
mauders in the German ranks were ignorant of
the extent of the retreat. Wireless and the talking
machine told the story, says the Seientific Amer-
ican.

No message telling this preeious secret was
intercepted. The Germans knew far too mueh
to intrust this to errant ether waves. Yet from
the enemy’s use of wireless equipment the allies
obtained their positive information.

The reasoning behind it was simple, but it was
not until 1918 that either side used the proeess
—perhaps for that very reason. Most communi-
cations in the fromt tremehes are carried ou by
telephone.  ‘‘Buzzers’’ ehit-chat ineessantly.
Some of their talk is important. More is merely
trench gossip. A little is seare-head stuff calcu-
lated to start the foe guessing if he happene to
be listening in with mieroplione.

The treneh phone equipment 4s eostly. Onu the
German side toward the end of the war it was
likewise irreplaeeable. Whenever the deeision
was reached to get out of a eertain sector, the
Huns had first to move out their phome instru-
ments, wires and stations. From the time this
was started until it was fully aecomplished, wire-
less played an inereasingly important part. Every
phone station gave plaee to a temporary wireless
station, and the ehatter, bluff and serious orders
in code were sent in this manner for perhaps ten
days previous to the final withdrawal.

From previous experienee, Freneh, British and
American spotters had beeome familiar with the
coincidental inerease in the mumber of wireless
messages with the preparation for retreat. So,
with this symptom well developed along a sixty-
four-kilometer front on the Chemin des Dames,
they had no diffieulty in marking off the sector
and even in guessing aceurately concerning the
time the retreat would begin.

“The Music Without the Blur!”

This ideal of talking machine manufacture is attained
n}orch nearly than by any other. in the construction
of the

MARVELOUS MAGNOLA
“Built by Tone Specialists”

"Magnola’s Tone Deflector eliminates the scratch”

Magnols
Tutkng W
TMuchme

e

tcl\ir;'g The Music Come Out

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

Send us your name and I 1
Talker Tips. et us send you some rea

MAGNOLA TALKING MACHINE COMPANY
OTTO SCHULZ, President

General OfMces Southern Wholesale Branch
710 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAQGO ATLANTA, GA.

Another queer situation which arose in the
wireless department during the war was known
offieially for mounths as the ‘‘Nauen Madrid
Buzz.”” In May, 1916, it appeared for the first
time, emanating from Madrid. It was a eurious
rustle of the spark unlike any wmessage familiar
to allied operators, who of course looked upon
it with suspicion and tried to make something
out of it. For perhaps five seconds—amnl some-
times as long as twenty-—this peculiar phenome
non would oeeur. Then no wmore for perhaps a
week. Until Naueu developed the same strange
quality the buzz was diagnesed simply as an odd
manifestation of ‘‘static.’’

But when Nauen buzzed, immediately the wire-
less sharps in the allied ranks tackled the probicm.
Though there was no direct proof to hand that
Nauen also was not bothered by ‘‘statie,”’ the
eoineidenee was ugly. So wmany wmeans whereby
the Huns obtaiued precious iuformation conceru-
ing seeret military matters had been uneovered
already, that the allies had become quite in the
habit of regarding anything out of the ordinary
as spy work. The best men were put on the job
—and were baffled.

It is needless to detail the many theories which
were held concerning this mysterious ecommuuiea-
tiou—for after the first weeks no ome doubted
that the buzzing was just this. The solution was
reached through pure aecident.

In studying foe wireless—which is in code, if
important—the practice is to take down the
message on a talking machine record. Then it
ean be decoded at leisure. Ome of the many
dozens of reeords of the Nauen Madrid buzz was
being run. A young radio officer was attempting
to solve the mystery. The spring in the machine
ran down, and as lhe wearily reached forward to
wind the box again he stopped, chilled by the
excitement of a discovery. With the cylinder
re.olving at a very low rate something that might
be a rapid message in eode clicked from the
horn!

Throttling down the speed adjuster on the ma-
chine, he ran the record as slowly as possible.
His huneh was justified! There was certainly
something there, though it went too fast to be
eaught.

He wrestled with the problem over night. Next
day he rigged up an eleetric motor to run his
blank eylinder reeord at a prodigious rate of
speed. Wlhen the buzzing occurred it was caught.
Then when the record was rerun at a moderate
rate the message was there! Tt was decoded
shortly, and proved to be part of an important
description eoneerning the disposal of allied
troops.

The secret was simply that at Nauen and
Madrid eaeh message was cut into a perforated
roll. This was run through the sending appartus
at the speed of 400 words per minute. Naturally
it turned out to be a buzz to anyoune not ‘‘in the
know.’’ At the opposite station they simply took
it on the talking machine, and that was all there
was to it.

The allies managed to trace down many spies
through the requests inade by Nauen. In addi-
tion to this a great deal of erroneous information
was sent through channels by whieh it would
reaeh Madrid, and thenee Nauen. After this
there always was a third party on the line when-
ever the Germans and their agents in neutral
Spain got talking togethe..

| NICHOLSON

Talking Machine

RECORD CABINETS|

the kind that talk

VALUES and SALES
K. NICHOLSON FURNITURE-€O., “vs:zicisy

Record Cabinets, Sect. Bookcases and Ladies’ Desks
Line permanently shown by Epb. Feig,33E. 20th St., New York,N.Y.
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Mr. Dealer

Are Your Com-
petitors Selling
So Many

Phono-Grands
7?27

Simply Because They
Know That

PHONO-GRAND

Fills a Long Felt Want

This little compact combina-
tion of a splendid Phonograph
and an electrically controlled
Reproducing Piano is just the
thing for ice cream parlors,
restaurants, cafes, etc. [t fits
in nicely and takes up no more
room than an ordinary talking
machine.

Want particulars? Wrile foday

J. P. Seeburg Piano Co.

419 W. Erie St. Chicago, IIL. J

‘A
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HOW FOLLOW-UP SERVICE WILL HELP TO INCREASE BUSINESS

Ilinois Dealer Gives Service and Makes Satisfied Customers — Follows Up All Sales and Keeps
Machines in Good Repair—Valuable Pointers of Interest to Talking Machine Dealers.

Auy mechanical device will give better satis-
faction if it is oiled oceasionally. Yet, few people
think of this after buying a bit of machinery for
home use. So it occurred to a manager in an
Tllinois department store to give this service—
the article he sells is a talking machine—to his
customers in a way they would appreciate and
that would build business for him.

When selliug a talkiug machine he makes an
entry in his card index. Six months later a
representative of the store calls at the home of
the purchaser of the machine and explains that
he is there merely to oil the motor and see that
it is in the best of working order. The owner
naturally is pleased at the thoughtfulness of the
merchant. And usually the iuspeetor finds the
motor so much in need of a cleaning and oiling
that he removes it from the cabinet and takes
it back to the store with him for a thorough
overhauling.

A few days after the motor is returned to the
owner he receives this letter:

¢¢ According to our view of the matter, service
means doing the thing the customer wants, before
he has time to ask why we haven’t done it.

‘“That’s why we came out and got your motor
and brought it down to our shop for a thorough
cleaning. It might not have occurred to you that
your machine needed cleaning and inspection.
But it oceurred to us.

““You see, service doesn’t eud with the sale of
a machine. We want those who buy to get the
full measure of enjoymeut from their instruments.
Aud for the first year after you buy, our inspec-
tion and repair service is at your service without
charge. Feel free to call upon us at auy time.”’

The manager has found that this serviee not
only gains good will but it often renews the
owners’ interest in their machines and results
in the sale of records. And in some instances,

according to a writer in ‘‘System,’’ it has brought
into his store to buy records people who had
been purchasing their records elsewhere.

NOW KNOWN AS DUO-TONE, INC.

Manufacturers of Duo-Tone Needles Reorganize
With J. H. Bartholomew as Secretary and Gen-
eral Manager of the Company.

AxsoNia, Couu., December 8—The. Duo-Tone Co.
of this city, manufacturers of the Duo-Tone at-
tachment aud the De Luxe Stylus, have reorgan-
ized aud are now known as Duo-Tone, Ine. The of-
ficers and directors of the company remain prac-
tically the same, the only change being the elec:
tion of J. H. Bartholomew as secretary and gen-
eral manager. Mr. Bartholomew is particularly
well fitted to occupy the position as the entire af-
fairs of the company have been in his hands for
some time as the receiver of the old company. Ex-
tensive merchandising plans are now under way
for the coming year.

RE-ENTER TALKING MACHINE FIELD

J. & A. J. Piotrowski, of Manistee, Mich., who
handled talking machines for fifteen years, till
forced to discontinue this department through
lack of space, have enlarged their premises, and
have re-established their talking machine depart-
ment. At the preseut time they are handling
the Claxtanola, and are planning to add other
lines of machines.

The Ansonia Music Shop, Ine., New York, has
incorporated to deal in talking machines and
supplies with a capital of $12,600. The incor-
porators are A. Cobb, G. A. McLaren and G. J.
Kennedy, 2110 Broadway.

BUDGET OF PATHE HAPPENINGS

Christmas Slide Being Utilized by Dealers—Recent
Literature Interests—N. Snellenberg & Co. Take
on Pathé Line—Dance of Welfare Association.

The Christmas slide, offered by the Pathé Freres
Phonograph Co. free of charge to dealers using
this form of loecal advertising, is proving very
popular. A large number of dealers have already
sent for their slides and each day’s mail contains
additional requests. The slide features Pathé
record No. 22191, ‘‘Christmas Eve in the Toy
Shop’’ and on the reverse the immortal ¢¢’Twas
the Night Before Christmas.’’

Recent literature sent out from Pathé head-
quarters has attraected much favorable comment.
The Pathé record poster featuring the Ziegfeld
Follies girl in colors is one of the most attractive
that has been issued. A new booklet of machines
which has recently been published is being wel-
comed by Pathé dealers everywhere as a valuable
sales booklet for their showrooms. A folder en-
titled ‘‘Ad Suggestions From Pathé’’ has also
been mailed containing many pointers in the way
of dealer advertisements with various size spaces.
The ads are strongly written and many dealers
have already responded requesting stereotypes or
mats for their loeal papers. .

N. Snellenberg & Co. have been added to the
list of large Philadelphia department stores car-
rying Pathé machines and records, during the
past month.

Rosalie Miller, who recently signed a three
year contraect to record exclusively for Pathé
records was heartily acclaimed at a recital given
at Carnegie hall on November 18th.

Messieur Rapin, who will represent Pathé inter-
ests in the Far East, is now enroute for Yoko-
hama.

The Welfare Association, composed of Pathé
Employees held a dance at Arecadia Hall in Brook-
lyn on December Sth. It was well attended and
tended to materially inerease the ¢‘family’’ feel-
ing among the large number of employees in the
Pathé plaut.

Dulcitone Figured Walnut, Rich
Mzhogany,-red or brown

DULCITONE WALNUT HEADS THE LIST

l

The most beautifully figured and matched

veneer 1 the entire

We make other finishes too.
Equipment throughout of the highest class.
The total “sum up’ of the Dulcitone 1s a

rare combination of

accuracy and musical perfection.

The best selling Phonograph on the mar-
Customers satisfied. The dealer’s
sales and profits increase.

ket.

Quick shipments.

PRICES AND COMPLETE INFORMATION ON APPLICATION

Dulcitone Phonograph Co.

South Haven, Mich.
Chicago Office: 404 Republic Building '

phonograph world.

finish, reproducing
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“necessitates an 1ncreased§
‘demand for Steel Needles

| pREPARE el vour |

customerSM tp
whom you sell phonographs, with Stée-ﬁl.i;; |
Needles - of Quality. " Even. a httIe
‘thing like a Steel \
Needle becomes a big thing if the | ="
customer 1s pleased. The sale of A K,
a phonograph should be only the -
beginning of your sales. It is
up to you to so please your cus-
tomers that they will buy: all
their records at your store.

A ; Tones, Use nlnmtdlialt.Anglu
FOR CUSTOMER SATISFACTION, SELL BRI iiylox Is\}e'}l‘lg NE

BRILLIANTONE B COMBINATION TONE NEEDLES
STEEL NEEDLES ks ik ot eicd
Uniform Quality Uniform Lengths Uniform PoinFs .

Made in America, by “"Americans

BRILLIANTONE  STEEL NEEDLE (CO. SFAMERicA

e INCORPORATED -
Suite 655-659 Marbrldge Building; Broadway at 34th Street, NEW YORK CITY '_:2‘ '

WALTER 2. CARTER Metropolitan District: EMERSON RECORD SALES CO., -6 West 48th Sty N. Y. City " MUSICAL MERCHANDISE -
57 East Jackson Bivd. SALES CO.. Ltd. - ;

Chicago, lll THE REED CO., inc. ELMIRA ASMS YAHR & LANGE C. L. MAESHALL & CO. 319 Yong Sl eet N
WALTER. ey 237 Fifth Ave; COMPANY DRUG <. - 82 Griswald Street - Toranta, Canada
942 Market Sireet . Piitsburgh, Pa. Elmira, New York Milwaukee, Wis. Detroit, Mich. BOURGCETTE &. WOODS

San Francisc 0, Cal. Foreign Export:. CHIPMAN, Ltd.. 8-10 Bridire St. N. Y. City . 15 “d; il College Ave
Montreal, Capada’
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Edison Message No. 56

NDUSTRIAL UNREST 1s prev-

valent  all parts of the world for
the simple reason that man has not

yet learned to know the fundamental
truth. that 1s the foundation of ever-
lasting peace—brotherly love and a

common Interest between labor and
capital and public.

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY
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VICTOR TONE CONTROL SUSTAINED

Patent Office Delivers Decision, on Appeal, Award-
ing Priority of Invention on Sound Chamber
Doors and Amplifier Arrangement of Victor
Talking Machine to E. R. Johnson.

WasHINGTON, D. C., December 2—The Examiner-
in-Chief of the United States Patent Office, lias
just handed down an opinion, on appeal, which is
of wide interest to the talking machine industry,
by awarding priority of invention on talking ma-
chine devices, commonly known as the ‘‘sound
chamber doors and amplifier’’ arrangemnent of the
Vietor talking machine to Eldredge R. Johnson,
president of the Vietor Talking Machine Co., of
Camden, N. J.

It should be remembered that the Johnson pat-
ent, which was granted January 11th, 1910, on an
application dated January 12th, 1905, was
made the subject of an application for interfer-
enee on the part of John B. Browning, which was
filed on January 18th 190S. After a hearing be-
fore the Examiner of Interferences he saw causc
to grant an interference to My. Browning, which
ruling was appealed by Mr. Johuson, with the
final result of the definite endorsement of Mr.
Johnson’s claim by the Examiner-in-Chief as set
forth.

The opinion handed down is a most extended
one, coveriiig twenty odd pages, in which the evid-
ence on both sides is reviewed exhaustively and
the question of eredibility discussed at length. The
opinion is absolutely unqualified in approving

THE TALKING MACHINE WORLD

priority of inyention by Mr. Johnson, and the
evidence of the applicant for interference is rath-
er severely arraigned in various parts of the docu-
ment which counclndes as follows:

‘“We have found unothing suspicious about the
Jolnson case, and therefore lold that the Ex-
aminer of Interference erred in raising a doubt
* % % The decision of the Examiner of Inter-
ference is reversed, and priority of invention is
awarded to Eldridge R. Johnson, the
party.’’

As a matter of course the applicant for inter
ference lias the option of taking an appeal to the
U. S. Commissioner of Patents which he has done.

senior

The examiners-iu-chief who reviewed the ecase
were, Fairfax Bayard, S. E. Fouts and R. E.
Marine. s

JOHN CORDES ON GENNE'i'T RECORDS

The latest addition to the ranks of the artists
who record for the Starr Piano Co. on the Gennett
records is Johu Cordes, Jr., of New York. He has
signed a contract to record exclusively for the
Gennett records for the year 1920. The first num-
bers by John Cordes appeared in the November
list and were the popular ‘‘Sand Dunes’’ and
““Tell Me.”” 1In the January supplement there
will also be two other nmumbers played by the
Cordes Orchestra ‘¢ Peggy,’’ (fox trot), and ‘¢ Fol-
lies Medley’’, (fox trot).

He who is always finding fault with others is
likely to be full of faults himself.

23
RE-OPENS IN SALT LAKE CITY

Glen Bros.-Roberts Piano Co. Prominent Talking
Machine Dealers Celebrate Opening of Remodeled
Store in Western City—Victor Dogs Popular.

Sant Lake Crry, Utah, December 1.—The en-
larged home of the Glen Bros., Roberts Piano Co.,
Vietor, Columbia and Edison dealers, was thrown
open to the public two weeks ago and the event
was made a notable one in this city. Fourteen new
sound proof demonstration booths, perfectly venti
lated, comprise one of the many features of the
store. James A. Sitt, vice president of the com-
pany spared no effort to mmake the formal opening
a suecess and planned several novel features, in-
cluding special concerts for the children in the
room designed exclusively for them. Vietor dogs
were distributed to the guests visiting the store
during the day and several concerts, both of
records and player rolls, inade up the musieal pro-
grant.

TRUST THE MAN ON THE JOB

Trust the man on the job—or if he shows he
cannot be trusted put somebody else in his place
Spread vesponsihility around and through the
whole institution. But make it conseious re-
sponsibility. Let every individual have a chanece
to manifest initiative, make everyone realize that
he is an actual and importaut cog in a big ma-
chine. Man power is the multiplied power of
every individual exerted in the same direction.

to wind your phonograph

Hence the reason why the following phonograph
jobbers are acting as Motrola Distributors

Lawrence H. Lucker, Minneapolis, Minn.

VICTOR DISTRIBUTORS BRUNSWICK DISTRIBUTORS
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Cohen & Hughes, Washington, D. C.

Florida Talking Machine Co. Jackson-
ville, Fla.

Lyon & Healy, Chicago, Ill.

Cohen & Hughes, Baltimore, Md.

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

Eastern Talking Machine Co., Boston,
Mass. |

Beckwith O'Neil Co.,, Minneapolis, Minn.

J. W. Jenkins' Sons Music Co.,, Kansas
City, Mo.

Schmelzer Arms Co., Kansas City, Mo.

W. D. & C. N. Andrews, Buffalo, N. Y.

Perry B. Whitsit Co., Columbus, Ohio.

Penn Phonograph Co., Philadelphia, Pa.

Badger Talking DMachine Co., Milwaukee,

Stewart Talking Machine Co., Indianap-
olis, Ind.

Eclipse Musical Co., Cleveland, Ohio.

KReynalds Music House, Mobile, Ala.

Talking Machine Co., Birmingham, Ala.

H. A. Weymann & Son, Philadelphia, Pa.

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

Cleveoland Talking Machine Co., Cleveland,

hio.

Rudolph Wurlitzer Co., Chicago, Ill

W. J. Dyer & Bro., St. Paul, Minn.

Knickerbocker Talking Machine Co., New
York City.

W. D. Andrews Co., Syracuse, N. Y.

J. Samuels & Bro., Inc., Providence, R. 1.

EDISON DISTRIBUTORS
Denver Dry Goods Co., Denver, Colo.

Pardee Ellenberger Co., New Haven, Conn.

Phonographs, Inc.,, Atlanta, Ga.
Diamond Music Co., New Orleans, La.
Pardee Ellenberger Co., Boston, Mass.

COLUMBIA WHOLESALERS Everywhere

Silverstone Music Co., St. Louis, Mo.

o Kraft, Bates & Spencer, Inc., Boston,

Phonograph Co., Cinecinnati, Ohio.

Phonograph Co., Cleveland, Ohio.

Girard Phonograph Co., Philadelphia, Pa.

Buehn Phonograph Co., Pittsburgh, Pa.

Proudfit Sporting Goods Co., Ogden, Utah.

Kipp Phonograph Co., Indianapolis, Ind.

Harger & Blish, Des Moines, Iowa.

American Phonograph Co., Gloversville,
NoE

Phonograph Co. of Milwaukce, Milwaukee,
Wise.

PATHE DISTRIBUTORS

John A. Futch Co., Jacksonville, Fla.
Fuller Morrison Co., Chicago, Ill.
Hallet & Davis Piano Co., Chicago, 111,
W. W. XKimball Co., Chicago, Ill.
National Piano Co., Baltimore, Md.
Hallet & Davis Piano Co., Boston, Mass.
Wm. Volker Co., Kansas City, Mo.
Wright & Wilhelmy Co., Omaha, Nebr.
Pathe Freres Phonograph Co., New York
City.
Fischer Co., Cleveland, Ohio.
Philadelphia Pathephone Co.,Philadelphia,

Pa.

Pittsburgh Pathephone Co., Pittsburgh,
a.

Buffalo Wholesale Hardware Co., Buffalo,
N. Y

Harbour Longmire Phonograph Co., Ok-
lahoma City, Okla,

Salt Lake Hardware Co. Salt Lake City,
Utah.

R. B. Broyles Furniture Co., Birming-
ham, Ala. I

STARR PIANO COMPANY—AIll Branches

and Distributors

CANADIAN DISTRIBUTOR—His Masters Voice, Ltd., Toronto, Canada

29 W. 35th St.,
New York

JONES-MOTROLA, Inc.

Los Angeles

57 E. Jackson Bivd., Chicago

PHOENIX TRADING CO., 1265 Broadway, New York City
Jobbers—Writec us—We have a wonderful proposition to offer you
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315 So. Broadway,

Mass.
Butler Bros., Chicago, Ill.
Brunswick Balke Collender Co., Seattle,
Wash.
Wallace Brown, Ine., Detroit, Mich.

SONORA DISTRIBUTORS

Wester n Jobbing & Trading Co., Los
Angeles, Cal.

Minneapolis Drug Co., Minneapolis, Minn.

Smith, Kline & French Co., Philadelphia,
Pa. '

Yahr & Lange Drug Co., Milwaukee, Wis.

Hessig Ellis Drug Co.,, Memphis, Tenn.

Strevell-Paterson Hardware Co., Salt Lake
City, Utah.

MISCELLANEOUS

A. C. Becker Co., Chicago, Ill.

Empire Talking Machine Co.,Chicago, Ill,

A. Burdwise, Baltimore, Md.

F. C. Henderson Co., Boston, Mass.

National Phonograph Co., Pittsburgh, Pa.

Hoeffler Piano Co., Milwaukee, Wis.

American Phonograph Co., Burlington, Vt.

E. R. Godfrey & Sons Co., Milwaukee, Wis.

Gilbert Bros. Mfg. Co., Wichita, Kansas

B. J. Sheppard Co., Savannah, Ga.

Associated Furniture Manufacturers, St.
Louis, Mo.

Wiley B. Allen Co. San Francisco, Cal,
and branches.

Pacific Accessory & Supply Co., Portland,
Oregon.

Cabinet & Accessories Co., New York City.

Plaza Music Company, New York City.

BROOKS MFG. CO., Saginaw, Mich,
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 The Longer you Play it
~ The Sweeter it Grows

P
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CHENEY

PHONOGRAPH

Style Four
William and Mary

The Master Touch

HENEY Phonographs bear
the mark of individuality.

In method of tone-reproduction
they differ fundamentally from
every other phonograph. The
underlying acoustic principles of
the pipe organ and violin have
been combined into an instrument
of exquisite tone.

Cheney Cabinets are made of
chosen woods and are fashioned
by the finest furniture craftsmen
that this country affords. They
are made only in the period styles

of Old England.

Discriminating buyers recognize the
master touch immediately. They
are surprised at the fairness of the
prices.

Cheney Talking Machine Company
831 Marshall Field Annex Building

24 North Wabash Avenue
Chicago
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. The Talking Machine Assumes the Part of

Pedagogue Most Successfuly : &y 1. s. Parsons

25
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After a long and intensive fight against prej-
udices due to lack of understanding and appre-
ciation of the real musieal worth of the talking
machine, this instrument has won a well earned
position as a musical instrument worthy of a
place in the highest musical ecircles. The finest
homes in the eountry have their talking machines
as well as their pianos, organs, harps and other
musical instruments. Musical education has been
materially advanced by means of the talking
machine in schools, colleges and other institu-
tions of learning. Music departments of public
schools, high sehools, eolleges and comservatories
of music have come to realize that in their work
of spreading the knowledge of music among the
people of the land through the pupils attending
their courses, the talking machine has been a
valuable aid in proving theories by .actual dem-
onstration and comparison.

In the great work of Americanization, of teach-

ing those who come from foreign shores the ideals,

and practices of America the talking machine
has had its place. It has helped these people to
become better citizens through giving them a. con-
ception of the things for which America stauds,
not only in musie, but in other spheres as well.
It has brought to their new home the music of
their native lands and has helped to keep them
contented while they were assimilating the many
experiences of the new land. It has helped them
to learn English and has been used in night
schools to help the pupil to learn the rudiments
of our difficult language. It has how come to
be a part of a different work and one which
affects the business world of America in very
definite ways.

The great call of modern business demands men
for work in all countries of the world. Great
exporting houses with branches in innumerable
countries send out men to carry on the work in
distant lands. Many a young man has wished
to take up this work but has not been able or
has not enjoyed the privileges of education which
would permit him to become an adept in the
language of the country to which he would like
to go. To supply this need language courses in
talking machine record form have been arranged
and through these courses the talking machine is
entering upon a pedagogical field as a teacher that
is available to all. The study of languages in
schools and colleges has largely been for pleasure

and just for the sake of adding another accom-
plishment. But now the talking machine comes
forward and offers a means by which everyone
may learn a new language for practical purposes
as well as for pleasure.

And in order to learn any desired language it
is no longer necessary to attend a speeial sehool
which would be both costly and would require
considerable time—more than the average man
or woman engaged iu business could well afford.
It was felt that if language could only be taught
in the home, and made available at any time, a
great step forward would be made. With the
perfection of the talking machine and the atten-
tion given by experts in every line to its use, the
language records made their appearance and at

0 TR

Few Teachers
Have Been Able
to Accomplish
what the Talking
Machine Has
Achieved in Ed-
ucational Field.

e
once established themsclves. Now it is possible
for the ambitious young man to study any desired
language in his spare moments after the day’s
work with but a fraction of the cost of a college
education or a special school course.

Not only can he learn at a small cost, but he
can really learn. That is to say he comes to
know a language thoroughly, not as a language
from a printed page, but as a living thing to
which his ear has been attuned. It has long been
said that our method of teaching languages in
many of our higher institutions of learning was
wrong in that it taught from the printed page
and did not train the ear to receive and translate
foreign sounds into terms of our own language.
It is agreed that a combination of the two
methods is best. This combination is effected
by the talking machine, for special books are
furnished with the sets of records and what one

sees on the printed page is also heard coming
from the sound box of the machine at will. Clear
and perfect enunciation with the correct accent
is the great feature of these records and in this
way they are able to do what few teachers have
been able to accomplish.

The growth of the companies who have made a
specialty of these language records is evidence
that the people of this country have recognized
the need for just such an improvement upon
modern conditions. Many talking machine deal-
ers, scattered in every corner of the land, handle
these record courses and consequently there is
no one who cannot profit by this intensive educa-
tion work. Inaccessability of location and insuf-
ficient means should no longer hinder anyone on
his way up the ladder of sucecess. If his ambi-
tions point to work in great enterprises either
here or abroad he ean learn the necessary language
equipment in his own home and in his spare
moments.

The man or woman who is just starting upon
a business career and sees a future ahead, can
make the most of the time after working hours
by learning a new language. The salesman or
clerk can qualify for that position he has been
longing for. A few minutes each day taken from
his time in the evening when he has returned from
work will make him eligible for a better position
in a higher department or perhaps in another
branch of the work. In these days of hurry and
rush in business great stress is laid on utilizing
spare moments and in no better way can this
be done than by using the talking machine record
courses in the study of another language.

It is always a source of satisfaction to have
the conseiousuess of a task well done, and in
learniug a language well, so that you have com-
mand of its peculiarities and difficulties, there is
the feeling that you have. accomplished a great
deal. This is perhaps omne of the reasons why
these language courses make such an appeal to
earnest workers. After using the record courses
there is the feeling that something very real and
definite has beeu accomplished and you feel repaid
for your work. So it is obvious that in the field
of commercial education the talking machine has
done and is continuing to do a great work. It is de-
monstratiug in this new sphere just as success-
fully as it has in musical and educational gelds that
it is very mueh more than an amusement factor.
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Greetings:--

For a most joyous Christmas Season and for
a New Year marked by progress and pros- 4
perity in full measure.

OLIVER

DITSON-BOSTON

COMPANY

VICTOR EXCLUSIVELY
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THE EDI_SON POLICY IN REGARD TO NEWSPA_PER ADVERTISING

Wm. Maxwell, Vice-President of Thos. A. Edison, Ine., Explains to ‘‘Newspaperdom’’ the Attitude
of the Company in Regard to Newspaper Advertising—Believes in Helping All

A recent iuterview in ‘- Newspaperdom'' with The following is the interview whieh Mr. Max-
William Maxwell. viee-president of Thomas A.  well gave to ‘‘Newspaperdom’’:
Fdison, Ine., is of interest to the trade, in that ““Two or three years ago we had a prize con-
is clearly explains the attitude of the Edison Co.  test, extensively advertised in the magazines. We
in regard to newspaper advertising. In comment- prepared newspaper copy and sent it to our
ing on the advertising poliev of the company, Mr.  dealers, nrging them to run the newspaper copy
Maxwell has always saic ““\WWe want to help contemporaneously with our magazine advertising.
the live dealers—the omes who will help them-  In our letter, or bulletin, to the dealers, we stated

selves. There is a limit to the amount that any  that we proposed to make up speeial serapbocks
company can spend in newspaper advertising. We  of the dealers’ advertising in connection with
don’t want a dollar of our money to go to a  this contest and that such scrapbooks would be
dead or disloyval dealer. We want it all to go to  shown to Mr. Edison. We, therefore, nrged each
loyal and live Edison dealers. This is the reason  dealer to send ns clippings of his advertisements.
for the sales promotion plans, whereby newspaper ‘¢Somehow or other, our bulletin to dealers got
advertising at our expense is made contingent into the hands of one of the newspaper trade
npon the dealer doiug things which show he is  papers. I don’t think it was ‘Newspaperdom,’
both live and loyal. It means that such a dealer  but perhaps it was. The editor literally took
gets a bigger slice of our money than he would the hide off of us by means of an editorial, which
otherwise receive and that the inaective or dis- lenounced us for asking our dealers to do what
loval dealer gets uone of it.”’ he believed we should hatve done at our own

FAULTLESS

PIVOT BEARING

CASTERS

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

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

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

Made with leather, fibre, felt, steel
and lignum-vitae wheels. A word
from you puts all our caster
experience at your service and
brings you a copy of Faultless

Catalog “G".
y AJ atalog

. FAULTLESS
- CASTER COMPANY

EVANSVILLE, INDIANA

“Move the FAULTLESS Way"”

Eastern Sales Office:
Full Size —C.63 Geo. Mittleman, 487 Broadway, N. Y.

DeceyMBER 13, 1919

ILSLEY®’S GRAPHITE PHONO
SPRING LUBRICANT
Ilsiey’s Lubricant makes the Motor make good

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

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

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

EUREKA NOISELESS TALKING
S AR MACHINE LUBRICANT
Write for special proposition to jobbers.

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

expense. He also ridiculed our statement that
we intended to show the advertising serapbooks
to Mr. Edison. As a matter of faet, we did
intend to show the serapbooks to Mr. Edison, we
did show them to him and he looked throngh them
with a great deal of interest. His ability to feel
a genuine interest in sueh matters helps to keep
him young.

‘“That minor point disposed of, let us take up
the other question. In this partiecular case, more
than 2,000 of our dealers responded to our request
and ran newspaper advertising in econjunction
with our magazine advertising. In other words,
the dealers used about ten times as mnch news-
paper space as we eould have afforded to use and
the editor was quarreling with a poliey which
brought nore money into the eash drawers of the
newspapers than any other poliey we could have
adopted.

‘“There seems to be an impression abroad that
we believe a phonograph manufacturer should
spend all of his appropriation in magazines and
farm papers and none of it in newspapers. There
is probably no manufacturer who believes niore
fully in newspaper advertising than we do, but
until recently we have been unable to find a
satisfactory way of spending our money in the
newspapers.

‘‘Five or six years ago we ran a newspaper
campaign at about 200 central points and ap-
pended the names and addresses of the loeal
dealers. This campaign was very sueceessful, so
far as these 200 towns were coneerned and the
dealers in these particular towns were highly
pleased but they acted a good deal like the ghost
whieh ran a foot race with Nigger Sam. Sam
was walking by a graverard ome night and a
ghost started after him. Sam outran the ghost
for about a mile and then sat down, exhausted.
The ghost, cateching up with him, sat down beside
Sam and said: ‘That was a mighty fine race we
had; let’s have another.” When our campaign
was over, the dealers in these 200 towns said to
us: ‘That was might fine advertising you did;
let’s have some more of it.” When we suggested
that maybe they wnright do a little advertising
themselves in addition to the small space they
had been using in conjunction with our advertis-
ing, they were shocked at the idea. Meanwhile,
in the 3,000 odd towns wherein we had doune no
advertising, the dealers were complaining and
refusing to put forth any noteworthy sales effort
until we had run an advertising eampaign in their
respective towns.

¢¢A situation thus arose where it seemed mnee-
essary to sayv to our dealers that we would do

(Continued on Page 27.)

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. Weare also
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 |
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Announcing the

(We are preparing to offer the trade the finest motor in the phonograph

industry. It will embody every improvement and refinement that has given
merit and satisfaction. The OkeH MOTOR will represent the last word

in motor perfection, and will prove a revelation to phonograph manufacturers,

Order Now for January Ist Deliveries

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, Pres.
25 WEST 45th STREET, NEW YORK

FACTORIES: Elyria, Ohio Newark, N.J. Putnam, Conn. Springfield, Mass. Kitchener, Ont.
BRANCHES: CHICAGO SAN FRANCISCO TORONTO, CAN.




DeceMBER 15, 1919

- THE TALKING MACHINE WORLD

Ponselle’s pure soprano makes a perfect vocal
combination with Maurel’s alto in that popular
ballad, “Whispering Hope.”” Columbia 78325.

Columbia Graphophone Co.
NEW YORK

no newspaper advertising in any dealer’s town
but that we would advertise extensively in the
magazines and furnish dealers with newspaper
copy which interlocked with our magazine copy.
We pointed out to merchants handling our line
that our policy of limited dealer representation
justified our dealers iu beariug the entire expense
of local newspaper advertising. This policy has
been in effect for several years and has been sue-
cessful to such an extent that at least SO per cent
of our dealers are regular newspaper advertisers
and the aggregate amount spent by the dealers
in newspaper advertising reaches a very large
sum annually. The prineipal fault iu this system
is the fact that it probably does not give our line
sufficient advertising iu large cities, where space
is expensive, but consistency requires us to treat
the large cities the same as we do the small
towns.

‘‘Lately we have evolved a plan which will
result in our spending about half a million dollars
in newspaper advertising over the names of our
dealers and a considerable portion of this expendi-
ture will find its way into the metropolitan news-
papers. The theory of this new plan is that if
a dealer will do certain thiugs, we will pay him
for doing them-—the pay to take the form of a
newspaper advertising allowance. Ior example,
we say to a dealer: ‘Hire some returned soldiers,
or sailors, train them to give demoustrations of
the Edisou phonograph in churches, lodges,
schools, factories, etc., and for every demonstra-
tion so given we will allow you $5.00 for news-
paper advertising, provided you put another $5.00
with our $5.00.’

‘¢We also propose, where an Edison artist gives
a concert to go fifty-fifty with our dealer in
newspaper advertising, featuring such artist’s
records, or ‘re-creations,’ as we call themn.

‘‘Probably everyone is familiar with our so-
called ‘Tone Test,” in which au artist sings or
plays in direct comparison with the re-creations
of the artist’s performance. Our dealers have
found that these so-called tonc test concerts are

a very fine form of advertising. We require the

dealer to pay the artist’s fee and all other ex-

penses incident to the tome test concert, hut we
rebate the artist’s fee in the form of a newspaper
advertising allowance. In other words, if a dealer
pays an artist $500, we will pay for $500 worth
of newspaper advertising.

‘“We have still a fourth plan, by which we set
up for a dealer an advertising allowance of a
certaiu pereentage of his purchases of a certain
class of goods. The dealer is required to spend
a similar amount.

‘¢From the foregoing, you will see that we have
at least realized our ambition to spend mouey
liberally in the newspapers, without ereating a
sitnation similar to that of Nigger Sam and the
ghost. I am inclined to believe that dnring the
next twelve months there will be more inches of
Edison advertising in the newspapers of the
United States aud Canada than of any other
phonograph.”’

FEATURES NAME OF ORMES, INC.

The familiar name of Ormes, Inc., the prominent
Vietrola wholesalers of 26 East 125th street, New
York city, now adorns a large new motor truck
which has been acquired by this company for
the purpose of operating the metropolitan district,
and thus waintaiuing their reputation for quiek
service to their clientele. The former truck which
this company operated was fouud inadequate to
supply the needs of their trade, hence the newer
and more elaborate equipage which carries the
naincs of Ormes and Vietor iu its perigrinations
throughout the city. General Manager Clarence
L. Price is quite prond of this new acquisition.

INCORPORATED IN NEW YORK

The Emerson-Empire State Co., Mauhattau, Las
becn incorporated to cdeal in talking machines
with a capital of $35,000. The incorporators are
J. B. and F. Sullivan, and J. Kahn, 66 Broadway.

Proud Daddy in New York Celebrates New Arrival
With Talking Machine Music—Mother-in-Law
Objects and the Judge Says Ten Dollars Fine.

When the doctor comes through the door and
announces that it is a boy, or girl, as the case
may be, and that therefore the H. C, L. is going
to hit you another wallop, control your glee,
brother, for you may be callel upon to explain
to the judge. The real careful man will turn
the lock in his talking wmachine and hide the key
until the excitement is all over, just as a matter
of precaution, following the experience of a New
Yorker recently.

In the case referred to, the proud, or was it
sorrowful, daddy rcceived the annouucement of
the new arrival with comparative calmness and
theu proceeded to give a concert on his Vietrola,
using the loud needles exclusively. Mother-in-law
was there aud somehow got the impression that
the flood of music was the result of sorrow rather
than of joy and that malice was the motive.

The result of the ensuing discussiou was the
breaking of some records and a considerable quan-
tity of dishes, according to dear mother-in-law.
Next morning the proud father said ‘‘Good morn-
ing, Judge,’’ explained his case and was accorded
the privilege of paying ten dollars into the city
treasury.

Let us warn you again, brother. Be careful!
Either lock the talking machine, or see that
nmother-in-law is not among those present when
the importaut event happens. Safety first!

DOEHLER REVIEW MAKES ITS DEBUT

The first issue of the Doehler Review has been
recently issued. This ‘“live’’ publication is the
employes’ paper of the Toledo plant of the
Doeliller Die Casting Co., covering their activities
as Doehler Topies covers the varions happenings
in the Brooklyn plant.

¢
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g Die Casting Plant, Syracuse, N. Y.
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) that made it.

best results.

This Company has made many millions of die castings.
pleted for 25,000,000 or more pieces.) We have' made castings for almost every known
trade or profession that uses die castings.
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Every Die Casting You Buy
Reflects Back to the Maker

Every die casting you buy reflects the experience of the organization
Each requires a special die: one particular alloy; special
knowledge and experience and a desire to serve the customer, to get the

Send blue prints or models, and let our engineering department show you how DPer-

cision Castings can serve economically and efficiently.

PRECISION CASTINGS COMPANY. INcC.

SYRACUSE. NEW YORK.

Brass, Bronze and Aluminum Foundry, Pontiac, Mich.
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The Greatest Combination in the
Phonograph Industry

Garford Servme

TATERAL CUT
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AsK us for Agency Proposition Now

LIBERAL DEALER DISCOUNTS

The Garford Manufacturing Company
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Because of its ancient fame, and because it is
not used in modern music, the lyre possesses a
certain romantic interest that renders it espe-
pecially suitable for
lecorative purposes
where music is to be
indicated. In addition
to this, it is of a deco-
rative form, and ecan
be used in decoration
of any style. The lyre
is said to have origi-
nated in Egypt, but it
appeals to us because
it +was the national
musical instrument of
Greece, and it entered
our decoration because
of its ‘use in Greek
decorative work.

The Greek lyre had
a hollow body, with
two horns branching
upward. Near the top
these horns had a
cross-piece, and the
strings extended from
the cross-piece to the
body. A bridge was
inserted under the
strings to raise them.
There were from three
to ten strings. The
Greek lyre was prob-

ably never used alone,
but always to accom-
pany the wvoice, and
from this we have the
word ‘‘lyrie,”’ mean-
ing a song to be sung
with  accompaniment
on the lyre.

The lyre as used in
decoration is really
but a mere symbol of the original instrument.
The body is seldom more than indicated, and is
often entirely omitted, while the comparative size
and length of the strings and horns are empha-
sized. In thus conventionalizing the insfrument
its decorative value is inereased, and its beauty
improved. It permits the introduction of pleasing
curves in the horns in contrast with the (usually)
five straight lines of the strings, and thus forms
a really complete composition that meets all the
rules of decoration. It has been said that three
straight lines, side by side, form a decorative
whole, and it is certainly true that the conven-
tionalized lyre is about the only musieal instru-
ment that forms a complete decoration without
added details of ornamentation. It is the sym-
bol of music and is a decorative whole.
it is popular for musie rooms, ball rooms, ete.

The examples collected on this page and featured
here serve to show some of the most used lyre
forms. That at the top of this page is from a
panel in the Chateau de Compiegnie and is a
typical French form, used from Renaissance days
to the Empire period. The panel below it, with
the dancing girl is Empire, and shows that sever-
ity of line that was characteristic of that period.
Figures 4 to 10, 12 and 16 are also Empire. Fig-
ure 1 is a modern Italian design; 2 is a Louis
XVI creation by the celebrated Berthault; 3 is
an English design, or at least was done in Eng-

So used-

THE TALKING MACHINE WORLD

17 and 19 are two of Sheraton’s celebrated ‘‘lyre
back’’ chairs, and 18 is one of the mnew art
grotesques.

0

The lyre has frequently been used in talking
machine decoration, not only in the panel work,

» o4 '1‘
§
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PHOND-MOVIES.

**Band Master""

**Ballet Girl**

Dealers’

90% Profit

Phono-Movie Sells on Sight!

29
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The Application of Decorative Motifs to Talking
Machine Cabinets—The Use of the Lyre

but for the grille work that frequently covers
the horn opeming. There are so many treat-
ments of the lyre motif possible that it woull
seem that this recognized symbol of musie should
he more generally used.

TONOFONE OFFICIALS IN NEW YORK

Spend Some Time in E-ast—NeW Automatic Ma-
chines for Factory—Business Brisk

Dorchester Mapes, secretary and treasurer of
the R. C. Wade Co., Chicago, and E. H. Wade,
manager of sales for the same company, were
both in New York the middle of November. Mr.
Mapes spent about a week in all in the East
and Mr. Wade plans to spend in the neighborhood
of six weeks visiting the various large ecities in
Eastern territory with a view to increasing the
wholesale connections for the Tonofone necdle.

In talking with The World, both Mr. Mapes
and Mr. Wade were exceedingly enthusiastic over
the continued growth of the Tonofone business.
Because of tlie increased demand, several new
automatic inachines are now being constructed
for use in the faectory, and the number of whole-
salers who have already been lined up presents
a very imposing list.

DEMONSTRATES NlGH'&GALE SONG

Talking Machine Used in Connection With Lecture
on Native Birds in England

In a lecture on birds of the. Britich Isles given
in Belfast last month hy Captain Oliver G. Pike,
a recognized authority on the subjeet and who
has spent many years in the study of birds in all
parts of the world, a talking machine was used
to illustrate the songs of various birds. The
song of tle nightingale was demonstrated on the
machine, the record having been made from the
song of a captive bird and was favorably com-
mented upon by the hearers for its excellence
and purity of tone. Thomas Eden Osborne, the
well known Columbia dealer of Belfast, furnished
the machine for the occasion.

**Dancing Darkey™*

Get in on the best noyelty proposition of the
season.

Easily Operaled 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 that it dances
as the record is played. Most entertaining to
watch because of its ever-changing action. Adds
greatly to the “pep” of the present “jazz"”
records. As a novelty it sells itself, by placing
it on the machines when playing dance records

sedisesiase

Cost to” dealers, $10.50 per dozen. Send one
dollarjfor sample outfit. Extra figures, $2.00
per dozen.

ORDER AT ONCE FOR THE HOLIDAYS

PHONO-MOVIE & SUPPLY CO.

land, under English supervision, in the eighteenth
century; it is by Pergolesi. Figure 13 is by Jean
Le Pautre and dates from the Louis XIV period;
14 is modern; 15 was designed by Robert Adam;

36 East 23rd Street NEW YORK

000000000000 06800009000000090004800000
19000006066066000609960600000000060000000000080000904
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to customers.
Complete attachment, with actors,
retailsifor @ = & = & & & i & $1.50
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The Sterling Tone Arm E__ P R O D U CTS |
and Reproducer — ’
Shown in Lateral, Hill and Dale and Twenty-five years of intensive experience in the :
Released Positions g g : : '
— manufacture of fine machinery are indelibly stamped .
= upon KRASCO phonograph products---open and i
= - enclosed motors, tone arms and reproducers---in the
— up-to-the-minute design and the fine workmanship "
= by which they may be recognized.
BRI 17 Smigho Sate: T % The latest 1deas in phonograph engineering are
= , ﬁ-—""‘“’\? = embodied 1n their construction, and they may safely
/7“‘ ' = be adopted as standards by phonograph manu-
';,«/ ] = facturers.
< - ——
—— B Expert supervision and rigid inspection with p
= ample manufacturing capacity make it possible to
= = satisfy the demand for both quality and quantity
% production. Our increased facilities enable us to add
— = a few names to our large list of satisfied customers,
% hence our solicitation for your inquiries.
i A Revelation in Sound Reprodujc—tion. E See us at the New York Music Show.
=

L

: Krasbery Endinecring &
Mauujhcturingg Coerl};[:)‘rgaﬁon

536 Lake ShoreDrive ehw%olllhwis USA.
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KRASCO ENCLOSED MOTOR

The New KRASCO Enclosed Motor will appeal to
those manufacturers of phonographs of the better sort who
desire to use a strictly high-class, exclusive power unit which
will add class and distinction to their product.

Every refinement of workmanship and design i1s em-
bodied in this new motor and those of our friends who have
awaited this announcement will do well to get in immediate
touch with us while we are still able to arrange for reason-
able deliveries.

After much experiment and long, painstaking research
and preparation, we are at last ready to announce the New

KRASCO Enclosed Motor which 1s something radically

new and destined to revolutionize the phonograph industry.

The New KRASCO Enclosed Motor 1s not an ordinary
motor 1n a case, but a strong substantial, light-weight
frame forming a housing into which a phonograph motor
of new and improved design has been built.

Krasberd Enginecring @
Manufacturing Corporation
536 Lake ShoreDrive Ghim&olllimis USA.




32 THE TALKING MACHINE WORLD

DECEMBER 15, 1919

PLAN FINE MEMORIAL MUSIC HALL FOR ALBANY, NEW YORK

Active Campaign to Pay Fitting Tribute to the Memory of Soldiers and Sailors Who Fought and
Died in the Great War—John L, Gately an Active Worker in the Campaign.

ArLBany, N. Y., December 8.—Plans have been
prepared for the ervection in this city of an elabor-
ate memorial building in honor of the soldiers and
sailors wlho fought and died in the world war and
various interests, including organizations of vet-
erans of several wars, are behind the new move to
put the plans through. The Mayvor will shortly
name a Committee of Twelve, made np of himself,
the City Commissioner of Public Works, and ten
citizens among whom will be inclnded at least
seven service men. This Committee will start an
active ecampaign to bring about the erection of a
new building. There is a considerable snm of
money still remaining from the War Chest Drive
and it is said that this sum, together with what
may be realized from the sale of Harmanus
Bleecker Hall, erected originally for a soldiers and
sailors memorial, will be sufficient to pay for the
erection of the new hall

John L. Gately, head of the Gately-Haire Co.,
Victor wholesalers of this eity, and a member of
Admiral Coughlin Post, Veterans of Foreign Wanrs,
is one of those actively interested in the move-
nicnt for the erection of the Meniorial Hall. In a
reeent public statement, Mr. Gately said in part:

‘¢“As this country recovers from its activities
of war among the features of reconstruction and
reeognition work are general plans for suitable
memorials of the Nation’s support and sacrifice
so generously and freely given in this great
struggle. Instead of mmosuments the American peo-
ple are planning community center buildings,
musie halls, libraries, and such structures. The
Albany Musie Hall is being largely favored, and
where there is no such strnetnre this is one of
the most practical and worthy for patriotic and
mewmorial expression. Such a strncture has long
heen needed in Albany and conld be easily

What are you going to
do for Records this

Christmas?

{ Sevvice
A\

¢ = .\' \{\
. ce A | i

ALBANY IS THE SECOND LARGEST POSTAL TRANSFER POINT IN THE UNITED STATES
ALBANY IS THE THIRD LARGEST EXPRESS TRANSFER POINT IN THE UNITED STATES

THE GATELY-HAIRE CO,, Inc.

JOHN L. GATELY, Pres.

and properly maintained. Our prosperous, pro-
gressive and thoughtfnl people conld build no
more enduring and beneficial monnment.

“¢Lowell, Mass., is now constructing an edifice
in commemoration of the good work of the heroes
in the late war which will invelve an expenditnre
of the War Chest Fnnd, together with public sub-
seription, totaling nearly two million dollars. The
public of Lowell have fonnd the plan possessive
of many decidedly practical advantages which
amount to definite superiorities over any other
form of recognition. Hence it is perfectly logical
that more structures of this character will be the
final adoption of the majority of progressive
cities.

‘‘The mnsical industry is an index to the great
and general prosperity of this country as is evid-
enced by the fact that everybody withont excep-
tion loves mnsie,

““Music and art are exploited by all progressive
cities. Thus far, unfortunately, the leading City
of the Capital District does not boast of a musical
institution.

““There is today in the process of construction
or organization an institution to be known as
the Capital Concert Bureau, an organization that
will bring all the musical events of national im-
portance obtainable to this city. As soon as the
plan is launched it will undoubtedly meet with
great pnblic approval, but it cannot expand in ac:
cordance with its anticipations unless suitable
quarters are available, which according to in-
vestigation do not exist at this time.

A large public gathering place which could
be put at the disposal of all veteran organizations
tor recreational and fraternal purposes, as well as
all pnblic events of importance, would make an
ideal memorial and practical structure adding ma

VICTOR DISTRIBUTORS

56-358 BROADWAY

WHOLESALE EXCLUSIVELY

ALBANY, N. Y.

terially to the prestige of the Capital City.

‘‘That the theatre and opera are cnltural in-
stitutions and essential educational factors in
modern progress without which no people car
do and get the best intellectnal development and
inspiration—that theatres and operas mnst be
still more popularized and the best of them
brought within the reach of the pnblic in general
cannot be denied.

¢¢The City should maintain this institntion and
if it were conducted under the supervision of a
Committee appoiuted for snch purposes the sur-
plus receipts derived therefrom could be ntilized
for municipal or free musical events.

¢“In view of the agreement that the Music Hall
is a public necessity and one of the most ambitions
enterprises yet attempted in this section it would
attract much attention to the City of Albany.’’

FREE TALKING MACHINE CONCERTS

Dealer Draws Business by Open Air Concerts in
Town Park—ILarge Crowds Attracted

A free talking machine concert, given in the
town park, draws business for an enterprising
dealer in a small New Jersey city. His adver-
tisenmients in the papers and elsewhere always
contain a program of the next concert.

On the evening of a concert the dealer lias a
handsome instrument placed on the regular band-
stand. With a sounding-board behind, and with
the machine equipped with an extra-large horn,
the volume of sound is ample.

The program consists of abont fifteen selec-
tions, diversified to appeal to all tastes. The
crowd attracted by the advance advertising is
angmented by the usual ‘‘park-goers,”’ and the
concert is always a success. No attempt is made
to do any business at the concert; but results
during the next few days have always led the
dealer to continue the concerts. The idea is passed
along.

-Seven lsailroads
Two Barge Canals
One River

FROM US TO YOU
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Vitanola Talking Machine Company

508 West 35th St., Chicago, Il
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Now we have Nora Bayes’ bad boy song,
“Freckles.” Everyone will love both the boy
and the song. A=2810.

Columbia Graphophone Co.
NEW YORK

EDISON RECITAL PICTURIZED

Such Enormous Crowds Attend Recital at Store
of A. F. Beyer in San Antonio That the Event
Was Put on the Screen in That Ci.y

A recent Edison reeital in the shop of A. F..
Bever, Edison dealer of San Antonio, Tex. at
tracted such aw enormous c¢rowd of people that

pictures of the event were featured in some of
the Sau Antonio theatres.

Mr. Bever is one of the progressive dealers of
Texas, aud has practically Edisonized San An-
tonio. The aceompanying pietnre shows Mr. Beyer
and one of the five feature singboards he has
erected for Edison advertising in advantageous
places in San Autonio. Mr. Beyer is a great
Edison enthusiast and emphasizes that he uses

every publicity method

WL
A. F. Beyer

the police were compelled to maintain order. So
speetacular was the scene of the erowd struggling
for admittance to hear the phonograph and a
local vieolinist in a coucert recital, that the man
ager of a motion picture company, with a nose
for mnews, rusheidl photographers to the scene,
with the result that during the following week

F- PHOROGRAPH S0P %8
s W.COMMERCE ST.

recommended by the Edi
son Labloratories.

The Rayvmond Engineer-
| iug Corp., manufacturers
[ of typewriters, phono
graph  motors and tire
pumps, with offices at 309
Lafavette street, New
York, have purchased a
tract of fifteen aeres at
Farmingdale, L. 1., where
they are now starting work
immediately on the first two units of a half
million dollar plant, to be followed by later units
next summer. This company has just closed con-
traets amounting to over two and a half million
dollars.

INCREASING VITANOL; DEMAND

H. T. Schiff Tells of Increasing Demand Through-
out the Country and Plans Being Made to
Enlarge Production at Various Plants.

_‘i'rq

11. T. Schift, of the Vitanola Talking Machine
Co., Chieago, Iil, made a flying visit to New
York the closing week of last month to eall on
some of his cnstomers. In a visit to The World
sonctum he reported tremendous activity in the
varions plants operated by this institntion. Mr.
Schiff is conceutrating all his attention on the pro-
duction end so as to be able to satisfy the demand

for Vitanolas whieh is so rapidly growing through-
out the country. At an early date some new
featnres will be embodied in the Vitanola whieh
will add still forther to its distinetiveness in the
matter of tone. At the present time the Vitanola
Co. is turniug out zn enormous number of instru-
ments, but as soon as the enlargement and equip-
ment of additional factories in Chieago, waginaw
and Cicero are completed this company will be
able to turn ont enough instruments to satisfy
every possible demand of the trade. It may be
interesting to note that the growth of the Vita-
nola business for the past twelve months has
exceeded one hundred per ceut, as eompared with
last vear.

GREAT EDUCATIONAL FACTOR

‘‘The Record Review,’’ Published by the Columbia
Co., Has Much of Interest for Those Interested
in Educational Propaganda in the Trade.

The October issue of ‘‘The Record Review,’’
published by the educational department of the
Columbia Company, has a leading article by Mar-
ens Lonis Mohler, in whieh he analyzes the various
phases of the snbjeet of music appreeiation. It is
admirably written. The records prepared by Prof.
Seashore for the Colnmbia Co., ‘‘Measures of
Musieal Taleut,’’ are the subject of speeial eom-
ment. These wonderful test records, referred to
before in The World, are as essential to the work
in musie as are the tests in reading, spelling and
arithmetic. In the ‘“News and Notes’’ column
we notice that Bertha R. Palmer, Assistant Super-
inteudent of Public Instruetion, North Dakota, in
an article in ‘‘School Education’’ entitled, ‘“The
Phonograph in School Activities,”’ says: ‘‘The
talking machine came iuto existenee to amuse;
it remains to edycate. What was onee a lnxury
has become a neecessity.’’ She also observes, ‘‘The
Columbia people have published a eourse of edu-
cation outlines which furnish a very definite stndy
concerning each selection chosen.’’

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.

IR |




The Talking Machine World, New York, December, 1919

Put This Silent Salesman to
Work This Christmas

b P

In convincing a person

that what you have to
sell is what he wants. For
this there is no better entering
wedge than this powerful con-
vincing silent salesman en-
titled "What to look for in
buying a phonograph,” by
Henry Purmort Eames, Con-
\ cert Pianist and Lecturer, Di-
i

SALESMANSHIP consists

rector Pianoforte Dept., Cos-
\‘ mopolitan School of Music,
| Chicago.

From a selling point of
view it not only suggests
Il purchasing a phonograph,
= but actually gets one foot in-
side the customer’s door.

While the book doesn’t insist that he
buy a Brunswick it prescribes a number
of fundamental rules up to which the
Brunswick Phonograph measures 100
per cent.

Live dealers will not hesitate to capi-
talize the booklet by getting it into cir-
culation. The best, cheapest and quickest
way to do this is to run advertisements
in your local newspaper. We will fur-
nish you mats or plates as required of

A advertisements about the booklet and
]

‘ copies of the booklet in quantities to fill

M your needs.

Send for these booklets NOW. Run
the ads as soon as your allotment comes.
You'll find it the psychological thing at
the psychological time. Every customer
—every prospect—every good name on
your mailing list should have one imme-
diately. Everybody who gets one,
whether they buy or not, will know that
their first good advice on how to buy a
phonograph came via YOU. Sale?>—A
possibility! Friend?—A certainty!

i P ! %;\\\‘5\. .

= "“ ke ‘ ﬁiﬁﬂ\'ﬁmm‘_—* & - g~z = ]

Vie BRUNSWICK - BALKE

MANUFACTURERS

e -



The Talking Machine World, New York, December, 1919

if‘;._d e ———— B _ e mar————_ S = R T . - = - it — > g e e R —m e ] ‘\6

X

| Sellmg Brunswick Phonographs
For You

e e e e e e S

ELODY made real! Amazing tones
Mof exquisite quality and purity! Use
these terms if you want to describe the
Brunswick Phonograph to gift buyers. Then
prove them by demonstration and com-

parison!

Method of Reproduction

The essential laws in artistic tonal repro-
duction are reinforced by the recording and
reproducing processes of the Brunswick
Phonograph. The musical work appears,

\
ARE ULLONA (/7

develops and perpetuates itself like a living \ l\_l PLAYS ALL RECORDS.
being. Its Method of Reproduction consists e
of the Ultona and the Tone Amplifier.

The

ALL

PHONOGRAPHS ONE"

Plays All Records at Their Best {
The ULTONA is a scientific creation at the E et

1 N

end of a tone arm. By a slight turn of the
hand it can be adapted to play any make
record. Without the slightest complication
it presents the precise w.ight, the proper
needle and correct diaphragm.

The TONE AMPLIFIER is the all-wood I

throat of The Brunswick. It is oval in shape i'
and made entirely of moulded hollywood. No
J | metal touches it. By it, sound waves are
\ unfolded into full rounded tones. It complies

AR N & 5 &2 ¥ 8 W €@ WA w_aed

with all musical and acoustical laws.

N\ R S~

~\*| | THE TONE AMPLIFIER| 7
L ek SHOWING GRILL PEMOVED/! [/ |
| The Brunswick-Balke-Collender Co. R i

| General Offices: Chicago i‘
' Branch Houses in Principal Cities =

in the U. S., Mexico and Canada

Canadian Distributors

Musical Merchandise Sales Co., :._!_ 1 {i’i_ i e " Y g
819 Yonge St., Toronto - W 1 7 © .':, ‘\" t
& i
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ANNOUNCE NEW CANADIAN COMPANY

General Phonograph Corp. of Canada, Ltd., Will
Represent Prominent New York Concern—C. J.
Pott Appointed General Sales Manager and A.
Pollock Appointed General Manager of Produc-
tion—Otto Heineman Is President and Treasurer

An important announcemeut was made this
week from the headquarters of the General Plono-
graph Corp., New York, to the effect that the
General Phonograph Corp. of Canada, Ltd., had
been organized with a paid iu capital of $500,000.
This company takes over-the Canadian sales
offices of the General Phonograph Corp. and the
plant of the Pollock Mfg. Co. The former com-
pany has conducted its offices at 172 John street,
Toronto, and the Pollock plant is located at
Kitcheuer, Ont.

C. J. Pott, who has beeu manager of the Ca-
nadian business of the General Phonograph Corp.
for the past two years, has been appointed gen-
eral sales mauager of the new company, and A.
Pollock, who was head of the Pollock factory,
has been appointed general manager of produe-
tion for the wew concern. Otto Heineman is
president and treasurer of the Geueral Phono-
graph Corp. of Canada, Ltd., and Jacob Schechter
is secretary.

During the past few vears the Canadian busi
ness of the Gemneral Phonograph Corp. has in-
creased by leaps and bounds and the company
recently purchased the Pollock factory at Kitch-
ener, Ont., in order to co-operate with its Cana-
dian clientele in the production of notors, tone-
arms, ete. C. J. Pott has beeu a material factor
in the growth of Canadian sales for the company,
and his efforts are recognized in his appointment
to the important post of general sales manager.

Mr. Pollock is thoroughly familiar with every
phase of motor and tone-arm productiou, and
plans are being made for a general expansion of
manufacturing and merchandising facilities. The
new company will make its headquarters at
Toronto.

D. B. TILSON ON VISIT TO EUROPE

D. B. Tilsou, superintendent of the Bliss Re-
producer, Ine., sailed to Europe on the liner Celtie
the latter part of November. Mr. Tilson con-
templates looking over the European situation
and especially the English markets. It is his
firm’s intention to go after export business on
a large scale, and he is prepared to book orders
in quantities for the Bliss Reproducer aud the
new Bliss attachments, patented especially to
make Edison machines universal.

* ADVERTISING IN THE PROGRAMS

In eonnection with its manmoth newspaper and
magazine advertising campaign the Emerson
Phonograph Co., in conjunction with its New York
jobber, the Emerson Record Sales Co., is using
artistie full page advertising in the programs of
all of the leading theatres in Greater New York.
A recent advertisement in these programs featured
Eddie Cantor of ‘‘Ziegfeld’s Follies,”’ who records
exelusively for the Emerson library, and local
dealers received many inquiries as a result of
this advertising:

The Apollo Phonograph Co., Wilmington, Del,
has announced a change of name to the Cirola
Distributing Co.

Cover Support
Practical—Inexpensive
Fool Proof
Made in two different styles
No. 1 Fit Cover at any angle
No. 2 Hinge Plate bent to
Fit Cover

Samples on Request
Quantity Discount

AUTOMATIC COVER SUPPORT MFG. CO.
977-81 MILL STREET BLOOMFIELD, N. J.

VOCALION ARTISTS ON LONG TOUR

Maurice Dambois and May Peterson to Appear
in Recital in a Number of Cities in the East
and Middle West During the Season

Vocalion dealers in Canada and in the eastern
and middle western states of the Union should be
much interested in the coming tours of several
of the leading Vocalion record artists, including
Maurice Dambois and May Peterson.

Mr. Dambois will start on a recital tour ou
December 16th, his first appearance beiug at the
Elmwood Music Hall, Buffalo, aud he is scheil-
uled to give nine recitals in various cities as far
west as Cleveland O., before March. His itinerary
calls for his appearance in Plainfiell, N. J., on
December 29th; Portland, Me.,, January 22nd;
Lowell, Mass.,, Jauvary 26th: Brooklym, N. Y,
February 5th; East Orange, N. J., February 6th;
Lexington, Ky., I'ebruary 10th; Springfield, O.
February 12th, aud Cleveland, O., Mareh 4th.

Miss Deterson will also start ou a recital tour
on December 16th in Moutreal, Can., and her
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itinerary embraces the following dates: Toronto
Deeember 19th; Pittsburgh, Pa., December 22nd;
Cleveland December 23rd; Duluth, Minn,
February 27th; Wilkes-Barve, Pa., March 15th;
San Autonio, Tex., March 22nd, and Cleveland
0., May 13th.

Both artists are distinetly popular and have
a large following, and Vocalion record dealers in
the cities to be visited will be afforded an ex-
cellent opportunity of hooking up their publicity
with the appearance of the artists in person.

NEW “LITTLE WONDER” MANAGER

George W. Hopkins, geuneral sales manager of
the Columbia Graphophone Co., New York, an-
nounced this week the appointmeut of Miss Helen
A. McKillop as manager of the company’s Little
Wonder department, with headquarters in the
executive offices in the Woolworth building. Miss
MecKillop, who has beeu associated with this de-
partment for some time past, succeeds B. W. Jen-
nings, who was recently appointed assistaut man-
ager of the company's Philadelphia branch.
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—12 Months to Pay .

The first payment brings you the sign and you

have 12 months to make the final payments.

The Fed-

eral Electric Sign starts paying for itself the moment it
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coming.

has been erected.

TIES UP WITH YOUR OTHER ADVERTISING

N 1t links up with your newspaper and special advertising—
1 the people see your advertisement—remember
name and when they come downtown and see your bright
electric sign in front of your store, they are reminded to buy.
The beauntiful Federal Electric sign is made of porcelain
enameled steel.
trast against the royal blue embossed background.
in the daytime and sparkles at night.
a distance in each direction, as well as from the cross streets.
It brightens up your store front.
it cannot rot, rust or fade—it never needs refinishing or paint-
ing—will last indefinitely.
to keep it bright and attractive like new.

Erect a beautiful Federal Electric sign—prepare for Christ-
mas trade—brighten up for the dark Winter days, they are
Send coupon for full information and prices. No
obligation.

your store

The letters of white stand out in strong con-
It glistens
It attracts trade from
Being specially constructed,

Needs only an occasional washing

SEND COUPON TODAY--NO OBLIGATION

FEDERAL ELECTRIC COMPANY

representing
Federal Sign System (Electric), Lake and Despiaines Sts., Chicago, lil.

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

12-months-to-pay 1'lan.
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PALATIAL VICTOR SUITE OPENED BY SHERMAN, CLAY & CO.

Newly Remodeled and Deeorated Talking Maehine Department Opened on the Third Floor Is a Perfeet
Gem Considered From Architeetural and Artistic Viewpoints—Nineteen Booths and Speeial Vic-
trola Salon Make This Department One of the Finest in the Country

SAN  Francisco, CaL.,, December 3.—The newly
remodeled and decorated Vietor talking machine
department of Sherman, Clay & Co., located on
the third floor of their building, is unquestionably
one of the most artistic talking machine em-

after the Georgian Style wherein a number of
special models are displayed. Period furniture
and draperies make this one of the most attractive
rooms of this very artistic department. In fact,
every person who enters this room expresses ad-

soft grey and pastel tones, relieved with deeper
shades of old rose and mulberry. The Eighteenth
Century period is observed with walls paneled
after the French style, and decorated with a
frieze of scroll work in pastel eolorings which
give a sense of artistic completeness that satisfies
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