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| Sorzom——] he Stabilized Line

Sonora, besides having
many important patents
of its own, is licensed
and operates under basic

patents of the phono-
graph industry. The
foundation and future of
Sonora and Sonora’s
dealers’ businesses are
secure. There is a
Sonora to suit every
taste and every purse.

Sonora plays ALL
MAKES of disc records
perfectly without extra
attachments.

The Minuet

Sonora, because of its
supreme quality, has
always been.oversold and
there is no accumulation
of Sonoras which has to
be disposed of at a

sacrifice.

Sonora’s manufacturing
conditions and sales are
stable and the Sonora is
not subject to quality
depreciation nor violent
fluctuations in either list
prices or terms.

PRIDE OF POSSESSION MAKES SALES

YOUR selling is easiest and your sales total
the largest amounts when you offer for sale
something the public knows to be satisfactory.

Sonora, winner of highest score for tone at the
Panama Pacific Exposition, stands highest in
the estimation of the public.

Sonora has a wonderful quality reputation.
Buyers take genuine pride in owning this superb
instrument.

32 models are available at prices from $30 to
$1800. :

Praises by Sonora owners and Sonora’s extensive
advertising have convinced phonograph pur-
chasers that Sonora is supreme in merit and
value.

Dealers know that no substitutes are accepted for
the Sonora, that this instrument sells with the
least resistance, and is a wonderful money maker.

We are adding new dealers. You may be able
to secure a valuable’ Sonora Agency. Write for
information to

SONORA PHONOGRAPH COMPANY, INC.

George E. Brightson, President
NEW YORK : 279 BROADWAY
Canadian Distributors: I. Montagnes & Co., Toronto

CLEAR AS

THE INSTRUMENT OF QUALITY

—

A BELL

The Highest Class Talking Machine in the World
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HARRY A. BEACH JOINS THE UNIT CONSTRUCTION CO.

Manager of Traveling Department of the Victor Co. Resigns to Become Vice-President of Unit
Construction Co.—This Appointment Makes No Change in the Existing “Unico” Organization

PHILADELPHIA, PA., April 6—Harry A. Beach,
for many years manager of the traveling depart-
nient of the Victor Talking Machine Co., re-
signed that position on March 31 to become
vice-president of the Unit Construction Co. of
this city, producers of the nationally known
Unico ‘system of musical merchandising. Mr.
Reach carries into his new field of endeavor an
intimate knowledge and keen appreciation of the
merchandising requirements of Victor dealers
whose interests he will continue to serve. Mort
than seventeen years have elapsed since he first
became identified with the Victor industry and
for the past ten years he has been a member of

Harry A. Beach
the Victor executive staff at Camden. As man-
ager of the Victor traveling department since
1918 he has been most successful in putting into
efiect the constructive trade-building policies for
which the Victor Co. is noted. During his con-
ncction with the Victor industry he has wit-
ncssed its growth from its inception to its pres-
ent magnitude.

The appointment of Mr. Beach as vice-presi-
dent is in kceping with the policy of the Unit
Construction Co. in the advancement of Unico
service and his influence and able advice will in
no sense be lost to the members of the Victor
trade. His personal contact with the trade

throughout the United States gives him an in-
sight into retail conditions which will be in-
valuable in connection with the program of the
Unit Construction Co. to place Unico service
ont a plane of constructive efficiency heretofore
uriequaled.

The appointment of Mr. Beach makes no
change in the existing organization of the Unit
Construction Co., which remains under the able
guidance of Rayburn Clark Smith as president,
the personnel of the executive staff being as
follows: Rayburn Clark Smith, president;
Harry A. Beach, vice-president; Elton E. Sul-
livan, treasurer; Alfred Spering, assistant treas-
urer; Frank L. Rice, secrctary and purchasing
agent; A. L. Caterson, trafic manager; August
0. Mayer, general sales manager; George A.
Lyons, assistant sales manager; Arthur W.
Deas, Chicago office manager; J. N. Hallinan,
New York officc manager; 1. C. Baish, Atlantic
district manager; Charles Clement, sales service
nianager; Clarence W. Reid, production engi-
neer; Clyde L. Musselman, factory superin-
tendent.

The co-ordination of Mr. Beach with this staff
means that the high standard already estab-
lished for Unico products as a result of eight
years' development will not only be maintained
but even still greater accomplishment in the
field of musical merchandising may be looked
ior from the Unit Co.

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Seven Months
Ending January, 1921, Total $4,289,255

WasHiNgToN, D. C, April 5—In the summary
of exports and imports of the United States for
the month of January, 1921 (the latest period
for which it has been compiled), which has just
been issued, the following figures on talking
machines and records are presented.

The dutiable imports of talking machines and
parts during January, 1921, amounted in value
to $50,655, as compared with $102,657 worth
which were imported during the same month of
1920. The seven months’ total ending January,
1921, showed importations valued at $474,920,

RETAIL DEALERS MAY FORM A NATIONAL ORGANIZATION

Many Important Subjects of Interest to Be ’Ii‘ak;niUp*fm' Consideration at the Annual Conven-
tion of the National Association of Music Merchants to Be Held in Chicago During Week of May 9

A special effort will be made during the an-

nual convention of the National Association of
Music Merchants in Chicago during the week
of May 9 to organize the retail talking machine
and phonograph dealers of the country into a
national association in line with the proposals
made by the Music Trades Association of
Southern California and sent to the various
local associations of talking machine men by the
sccretary, A. G. Farquharson, of Los Angelcs.
It has been urged that delegates from the vari-
ous local associations attend the Chicago con-
vention to consider the formation of a national
body.

The National Association of Music Mecr-
chants, whose membership scarcely contains a
single merchant who does not sell phonographs,
has decided to give its fullest co-opcration to
thc movement to organize all the retail talk-
ing machine dealers nationally.

A special session of the national convention‘in
Chicago will be devoted to phonograph and
talking machine interests and a program for spe-
cial discussion is being prepared.

The general plan of a program ¢t sclling

helps, which has been announced for the Music

Merchants’ Convention, will be followed during
this scssion. Competent speakers on selling
helps in the phonograph field will be on the
program of this special session, which will be
thc closing feature of the merchants’ program.

Inmediately following these speakers the
reeting will be given to the organization of the
retail talking machine interests.

The idea in many minds that the present
National Association is for piano merchants
alone is one that its officers are anxious to cor-
rect.

“Our name was changed two years ago to
the National Association of Music Merchants,”
satd Secretary Dennis, in announcing the pro-
posed feature of the convention program. “Our
constitution was revised and our mcmbership

,may include dealers in phonographs and all

forms of musical merchandise. We realize that
there are many exclusive phonograpli dealers
who have not yet a full understanding of our
work and we hope they will join our association.

If not, we would likc to see them organize-

separately.”

as compared with $459,684 worth of talking ma-
chines and parts during the same period of 1920.

Talking machines to the number of 6,194,
valued at $281,925, were exported in January,
1921, as compared with 5980 talking machines,
valued at $371,202, sent abroad in the same
period of 1920. The seven months’ total showed
that we exported 53,467 talking machines, valued
at $2,369,766, as against 44,907 talking machines,
valued at $1,982,326, in 1920, and 26,391 talking
machines, valued at $779,606, in 1919.

The total exports of records and supplies for
January, 1921, were valued at $222,498, as com-
pared with $364,181 in January, 1920. For the
seven months ending January, 1921, records and
accessories were exported valued at $1,919,489;
in 1920, $2,278,345, and in 1919, $1,540,787.

VOCALION CANADIAN DISTRIBUTORS

Scythes Vocalion Co. Appointed Exclusive Dis-
tributors in Canada for the Vocalion Products
—E. C. Scythes Heads the Organization

Announcement has been made by the Aeolian
Co. that in future the Vocalion and Vocalion
Red records will be distributed in Canada by
the Scythes Vocalion Co. Toronto, recently or-
ganized with E. C. Scythes as president. Mr.

E. C. Scythes

Scythes is well known in the Canadian trade,
having becn for many years vice-president and
general manager of the Nordheimer Piano &
Music Co., Ltd. He also spent several years in
Winnipcg. At the present time he is presi-
dent of the Canadian Piano Manufacturers’ As-
sociation, and has taken a prominent part in
other trade organizations.

For some time Mr. Scythes has been nego-
tiating with the Aeolian Co. and the contract
has now been concluded whereby the Scythes
Vocalion Co. has the exclusive right to import
and manufacture Vocalion products in Canada.
As a result a Vocalion phonograph and records
of Canadian production will be a reality, with
deliveries being made from headquarters in To-
ronto. The temporary location of the Scythes
Vocalion Co. is in the Nordheimcr Building, at
the corner of Yonge and Albert streets, To-
ronto, where the Vocalion lieadquarters in
Canada have been located for the past thrce
or four ycars. In a short time Mr. Scythes cx-
peets to amnounce a permanent address with
warehouse accommodations sufficient to carry
stock that will provide for immediate deliveries
of all orders. Having been ‘for four years in-
timately associated with the Aeolian Co. in
niarketing the Vocalion lines in Canada, Mr.
Scythes is ‘very enthusiastic over his proposi-
tion. Not the least important announcemecnt
made by Mr. Scythes is the appearance of the
dollar Vocalion record in the
Canada.

Dominion of

See closing pages for Index of Articles of Interest in this issue of The World
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Despite the great aid given talking machine
dealers in the way of suggestions for window
displays the fact remains that a great many
dealers do not utilize these ideas to good pur-
pose, nor do the majority of dealers give as
serious attention to the value of their windows
as sales promotors as they should. The ordi-
nary layman who may not be interested in this
subject and who probably passes on his way
to and from his home every-day some ten or
twelve talking machine stores will find that
eight out of the twelve rarely change their win-
dow displays and if they do change them the
displays made are of the most unoriginal and
mediocre character. Consequently the windows
do not attract the attention of passers-by, but
they do convey the idea that the owners of the
stores are lacking in progressiveness and
possess a very poor idea of the value of the
window as a sales developer. Instead of con-
veying, psychologically, this harmful viewpoint
to the average buyer, how much better it would
be for a dealer to consider how many persons
pass his window every day and what means may
be adopted to arrange a display therein that
may best attract the attention of hundreds or
thousands of people, a great percentage of whom
might be forced to stop to look and to profit—
with the result that the dealer makes his win-
dow one of the most profitable advertisements
for his business.

The subject. of course, is a hackneyed one,
but, as was remarked before, it is only necessary
to observe the window displays of the majority
of dealers and to note what little advantage is
taken of this most vital and important means
of advertising one’s business in a most impres-
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Why Not Make the Display Window a Real ¢

Force for Developing Business : -

S 000000000

sive and effective way. A great many dealers
have not “sized up” the value of the window. A
great many more are too lazy to think how they
may make the window attractive and yet aid
has been offered them on all sides—by the manu-
facturers and by innumerable suggestions in the
trade papers.

This is the time when every effort should
be made to produce business, to arouse interest

O MO g

Now Is the Time When
Business Should Be
Boomed, and Window
Displays are Mighty
Big Helps to This End
e

in talking machines and records, and no man
wlho desires to stay and succeed in business
can afford to overlook the store window. It
is, when properly used, more potent in value
and results than the daily paper, but the two
tcgether make a combination that must make
people interested in the store.

Display windows poorly trimmed or “put in”
go-as-you-please manner without the proper
“punch” to them are like checks without signa-
tures—worthless.

=

H
=

By J. E. Parsons

If you trim your windows “any old way” sim-
ply because you want something. in the space
or fail to change your display of talking ma-
chines and records is penny wise and pound
foolish.

You would not do this in your newspaper
advertising—no, indeed; you watch that very
closely because it is costing you money.

It is a proven fact that you will lose more
business by unattractive windows, both present
and future, than in any other way.

‘The prudent merchant knows what his win-
dows are worth to him, he trims them to the
best of his ability and in exchange for these
attractive window displays his business shows
added energy.

Don’t let your competitor grow fat in purse
while your cash register is idle. Get your share
of the business in your town—have the edge on
all rival merchants by having window displays
that are bound to appeal.

The wide-awake merchant whose display win-
dow fairly reaches out and stops pedestrians is
the merchant who gets the orders for talking
machines and records.

The trade of your town doesn’t complain
about the unattractive appearance of a window—
it quietly passes on to a place where an attrac-
tive display stops them.

A customer is not always made by an attrac-
tive display—but if he is induced to enter your
store and your merchandise is good, your service
satisfactory and prices fair, this window dis-
play has performed its duty true to form at a
minimum of expense.

This is the experience of successful merchants
who know.

bility.

The Talking Machine’s Helpmate

Equip Your Machines with
Nyacco Albums, known for
Quality, Strength and Dura-

The Beauty of a Nyacco Set in a Machine

When purchasing

Executive Office
23-25 Lispenard St.
New York, N. Y.

When equipped with 12 in. albums to hold 10 in.
and 12 in. records, they give the cabinet a uniform
and attractive appearance.

They also help to sell more records.

Our sets are made up in our latest improved
NYACCO album No. 600, which is a loose-leaf,
patented, solid wood and metal back album as well -
as in our old style album with a one-piece cover,

We make our NYACCO album sets for
every style machine to hold five, six, seven
and eight to a set.

NYACCO albums.
Look for the Trade-Mark.

Accept No Substitute.

Jobbers and Distributors Throughout
the United States and Canada

IVrite for quotations.

New York Album & Card Co., Inc.

No. 4.

albums be sure they are

Samples submitted upon request.

Chicago Factory
415-17 S. Jefferson St.
Chicago, I11.

——

A i
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Victor
Supremacy

The supremacy of the Victrola
commercially 1s comncident with its
supremacy as a musical instrument.

The success of Victor retailers
goes ‘“hand in hand” with Victor

Supremacy.

““Victrola’” is the Registered Trade-mark of the Victor Talking Machine Company
designating the products of this Company only.
Warning: The use of the word Victrola upon or in the promotion or sale of any
other Talking Machine or Phonograph products is misleading and illegal.

Important Notice.

Victor Records and Victor Machines are scientifically co-ordinated

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

Victor Wholesalers

Albany, N. Y.......Gately-Haire Co., Inc.

Atlanta, Ga. .......Elyea Talking Machine Co.
Phillips & Crew Piano Co.

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

Birmingham, Ala...Talking Machine Co.

Boston, Mass. .....Oliver Ditson Co,
The Eastern Talking Machine

0.
The M. Steinert & Sons Co.
Brooklyn, N. Y.....American Talking Mach. Co.
G. T. Williams Co., Inc.
Buffalo, N, Y.......Curtis N. Andrews
Buﬁa[lo Talking Machine Co.,
ne.

Burlington, Vt.....American Phonograph Co.
Butte, Mont, .Orton Bros.
Chilcago, Ill, ......Lyon & Iicaly.
The Rudolph Wurlitzer Co.
Chicago Tarkmg Machine Co.
Clncinnatl, 0. .....Ohio Talking Machine Co.
The Rudolph Wurlitzer Co.

Cleveland, O, ....,.The Cleveland Talking Ma-
chine Co.
The Eclipse Musical Co.

Columnbus, O, ......The Perry B. Whitsit Co.
Dallas, Tex, ......Sanger DBros.
Denver, Colo. .,...The Knight-Campbell Music

Des Moines, Im.....Mickel Bros. Co.

Detroit, Mich. ....Grinnell Bros.

Elmira, N. Y.......Elmira Arms Co.

El Paso, Tex.......W. G. Walz Co.

Honolulu, T, M.....Bergstrom Music Co., Ltd.

Ilouston, Tex. .....The Talking Machine Co. of
exas.

Indianapolis, Ind...Stewart Talking Machine Co.

Jucksonvilie, Fla..,Florida Talking Machine Co.

Kansas City, Me...]. w. Jenkins Sons Music
The So;:hmelzer Co.

Los Angeles, Cal...Sherman, Clay & Co.

Memphis, Tenm, ...0. K. Houck Piano Co.

Milwaukee, Wis, ,.Badger Talking Machine Co

Minneapolis, Minn..Beckwith, O’Neill Co.

Mobile, Ala.........Wm. H. Reynalds.

Newark, N. J.......Collings & Co.

New Haven, Conn. The CIlorton-GalloCreamer
0.

New Orleans, La,..Philip Werlein, Ltd.
New York, N. Y...

Charles H.
Knickerbocker Talking Ma-
chine Co., Inc.

Musical Instrument Sales Co.

New York Talking Mach. Co.

Ormes, Inc.

Silas E. Pearsall Co.
Omaha, Nebr. .....Ross P. Curtice Co, "

Mickel Bros. Co.

‘Peoria, Tl ....... .Putnam-Page Co., Inc.

Philadelphia, Pa...Louis Buehn Co., Inc.
C. J. Heppe & Son.
The George D. Ornstein Co.
Penn  Phonograph  Co., Inc.
The Talkmg Machine Co.
H. A. Weymann & Son, Inc.

Pittsburgh, Pa, ...W. F‘ Frederick Plano Co.
3 C. C. Mellor Co., Li
Standard Talking Mach Co.

Portland, Me. .....Cresscy & Allen, Inc.
Portland, Ore, ....Sherman, Clay & Co.
Richmond, Va. ....The Corley Co., Inc.
Rochester, N. Y....E. J. Chapman.

Salt Lake City, U..The John Elliott Clark Co.
San Franciséco, Cal,.Sherman, Clay & Co.
Seattle, Wash, ....Sherman, Clay & Co.
Spokane, Wash, ...Sherman, Clay & Co.

St. Louis, Mo. ....Koerber-Brenner Music Co.
St.. Paul, Minn....W. J. Dyer & Bro.
Syracuse, N. Y.....W. D. Andrews Co.
Toledo, O. .........The C’I‘oledo Talking Machine

Washington, D. C..Cohen & Tiughes.
. Droop Sons Co.
Rngers & Fischer.

Victor Talking Machine Co.

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

Victrola 1V, $25

Victrola VIII, $50
Oak

Victrola 80, $100
Mahogany, oak or walnut

Victrola XVII, $350
Victrola XVII, electric, $415
Mahogany or oak
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IMPORTANT TO THE TALKING MACHINE TRADE

SELECTING THEIR FAVORITES

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

Record Albums

spondence.

AND ALL OTHER DISC RECORDS

Lower Prices for

Yes, due to lower costs, we are mak-
ing substantial reductions in prices.

We solicit 'your orders and corre-

OUR ALBUMS ARE MADE TO CONTAIN VICTOR,
COLUMBIA, EDISON, PATHE, VOCALION

THE PERFECT PLAN

GANNON WITH TOLEDO T. M. CO.

Important Addition to Wholesale Sales Force
of This Company—Business Shows Improve-
ment—Cable Co. Remodeling—New Home of
Toledo Talking Machine Co. Nearly Ready

Torepo, O., April 6—W. B. Gannon, who has
been the Michigan representative of the Victor
Talking Machine Co. for the past year or more,
hLas recently resigned his position and has asso-
ciated himself with the Toledo Talking Ma-
cliine Co., this city. He will represent the To-
ledo concern in the State of Michigan.

Business conditions in Toledo show some
signs of improvement.  Some of the most prom-
inent dealers are reporting a very fine business.

A number of the various dealers throughout this .

territory are planning on some extensive im-
provements during the coming year, and Vic-
tor dealers, without exception, look forward to
an exceedingly prosperous period.

The new home of the Toledo Talking Machine
Co. is rapidly nearing completion, and the build-
ing will be occupied on or about May 1.

Robert Elwell, manager of the Victor de-
partment of Grinnell Bros., has just returned
from Camden, where he has been for the past
two weeks attending the Victor school. Mr.
Elwell is enthusiastic over the immense benefit
to be derived by anyone attending this educa-
tional course.

Arthur Pete, manager of the Victrola depart-
ment at the Lion Store, visited Chicago the lat-
ter part of last month to attend the Victor Edu-
cational Convention, which was held the 28th,
29th and 30th.

The Cable Piano Co. is permanently settled
i its present location, 209 Superior street, which
it is now proceeding to remodel into a first-class
talking machine and -piano store.

Rail not at vanity. Ambition would die with-
out it. But charge to it exactly what it costs.

OPENS ATTRACTIVE ESTABLISHMENT

Ni1acara Faris, N. Y., April 4—The New Vic-
trola department of Edward J. Cannon’s store
now located at 304 Niagara street recently held
an informal opeming which was largely attended.
The entire decorative scheme is in old blue
and ivory, with reed furniture fashioned in the
same color to harmonize with the general effect.
Five sound-proof booths have been built along
the right wall of the store, while at the rear
there is a large room in which talking machines
are displayed to splendid effect, for the benefit
of prospective purchasers. Mr. Cannon’s ‘new
store Is very attractive and cozy, and undoubt-
edly will be quite a center for those musically
inclined.

Richard Lamont plans to establish himself
as a representative of a talking machine line
ir Bellingham, Wash,, at an early date. He will
have space in Thiel & Welters’ store.

into machine

Showing .shelves before setting

PEERLESS ALBUM CO.

NEW PEERLESS EQUIPMENT
FOR VICTROLA No. 80

Machine with shelves

This desirable equipment will add to your sales of records for—

PEERLESS ALBUMS DO SELL RECORDS

Write at once for special proposition regarding this new Peerless Product

PHIL RAVIS, Pres.

As machine looks with complete

636-638 Broadway, New York City

equipment
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Victrola VI, $35
Mahogany or oak

Victrola VIII, $50
Oak

Victrola IX, $75
Mahogany or oak

Victrola 80, $100

Mahogany, oak or walnut

Victrola XI, $150
Mahogany, oak or walnut
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Victor
Supremacy
is lasting

It 1s built on the solid foundation
of great things actually accomplished.

And the success of every Victor
retailer increases with every new
development of this wonderful
instrument.

““Victrola’ is the Registered Trade-mark of the Victor Talking Machine Company
designating the products of this Company only.
Warning: The use of the word Victrola upon or in the promotion or sale of any
other Talking Machine or Phonograph products is misleading and illegal.

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

Victor Talking Machine Co.

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

Victrola XVII, $350
Victrola XVII, electric, $415
ahogany or oa

Victrola XIV, $225
Mahogany, oak or walnut

Victrola XVI, $275
Victrola XVI, electric, $337.50
ahogany or oak
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l TO DISCUSS NATIONAL ASSOCIATION IDEA i

HE invitation issued by the National Association of Music Mer-

chants to the talking machine dealers throughout the country to
meet with that' body in Chicago during the week of May 9 in an
effort to organize a National Association of Talking Machine Dealers
is worthy of the consideration of talking machine interests, for it is
in line with the suggestions made by the Music Trades Association
of southern California not so long ago.

The present members of the National Association of Music Mer-
chants should be in hearty accord with the efforts of the talking
machine men to develop their business and improve conditions, for
by far the great majority of piano and music dealers sell talking
machines. In fact, talking machines are accepted nowadays as part
and parcel of the piano store stock. It would not be hard, therefore,
for exclusive talking machine dealers to find in the Music Merchants’
Association a sympathetic understanding of their problems.

As a matter of fact, the program of the music merchants’ con-
vention as at present outlined includes some live talks and discus-
sions on problems connected with the profitable retailing of talking
machines, and there should be some profit to the straight talking
machine dealer in listening to these discussions, even though he may
not be in the mood to help in the organization of a National Asso-
ciation of his own people.

Two or three of the established local talking machine associa-
tions, including The Talking Machine Men, Inc., of New York, have
already arranged to send official delegates to the Chicago convention
in order to have first-hand information regarding what goes on.

A National Association of Talking Machine Dealers has been
advocated on various occasions and by various interests, and there
should be found in the invitation of the National Association of
Music Merchants a genuine opportunity of bringing the retailers of
the country together for the purpose of discussing this National Asso-
ciation idea in an effort to get somewhere. The opportunity is two-
fold. First, that of organizing a separate National Association, and,
secondly, that of becoming affiliated with the present Music Mer-
chants’ Association, perhaps as a distinct division of that body.

To organize a really successful National Association, however,
partisanship will have to be forgotten. Representatives of all lines
of goods must join in the work of bettering conditions, or that work
will be ineffective.

I KNOWLEDGE OF CORRECT SELLING METHODS—I

HE talking machine store that will win out in a business way

from now on will be the establishment that possesses a sales
force that is fully and competently educated to the requirements
of the talking machine business in its varied phases. The evolution
of the talking machine in the matter of design compels the salesman
who desires to handle the best class of customers to be acquainted
with the history of the various periods which are represented in
the art models now being manufactured—he should be able to sug-

- gest to purchasers the use of certain designs to match the furnish-

ings of their music rooms or parlors.

It is quite an acquisition for a salesman to be able to talk in-
telligently on this subject. It is to be assumed, of course, that he
is also fully equipped to discuss the subject of music and the lead-
ing composers in the operatic, symphonic and vocal and instru-
mental fields, for the talking machine is essentially a musical in-
strument and should be sold strictly on these lines. While the
various period styles are of importance and value as home furnish-
ings, yet it is as a musical instrument that the talking machine must
command its place. This must be ever kept in mind.

The various salesmanship schools now being conducted
throughout the country are a wonderful aid in inculcating a proper
knowledge of correct selling methods. In this connection it is a
rather peculiar fact that there has been a greater desire on the
part of dealers in small towns and cities to have their sales force
properly instructed in a knowledge of how best to sell talking ma-
chines and records than is evidenced by the smaller dealers in the
big cities who seem less interested in this matter. Yet a great many
of the people who buy, we will say, on the East Side of New York,
or the South Side of Chicago, though people of humble station, fre-
quently possess a very keen knowledge of musical values and
are not inclined to favor the store where the salesman is lacking
even in elementary knowledge of the singers or musical organiza-
tions who are represented in the records which he sells. :

ICO-OPERATIVE-WORK THAT HELPS THE DEALER

HE talking machine dealer who is really sincere in his effort to

build up his business and to take advantage of all up-to-date plans
and facilities for improving his publicity and selling methods will
find that he will receive strong support from most of the manufac-
turers and also from wholesale distributors. The support of the
manufacturers has been so steady and persistent in the past that it
has become practically axiomatic, and for that reason its effective
possibilities are not fully realized by the dealer.

There has been developed among the wholesalers, however, a
new spirit of dealer’s service, not confined to casual advice and printed
suggestions, but carried on on a basis that brings the promotion work
of the distributor right into the dealer’s store, where he can see the
results and participate in the benefits thereof.

No matter how earnest or well informed the individual dealer
may be, he cannot expect to corral all the bright business ideas that
have been tried out and proven successful. The distributor, however,
with his wider field and greater range of vision, is in a position to
study these exploitation sales plans in his own and other fields and,
selecting the best, supply his dealers with promotion plans that are
beyond the experimental stage and calculated to produce results.

The day of narrow-gauge business is past. The public does not
walk up to the captain’s desk any more and demand goods. Neither
does it respond with alacrity to selling tactics that outgrew their use-
fulness a decade ago. New ideas are needed to put the selling mes-
sage across, and by co-operating with the efforts of the distributors
and manufacturers the local retailer has absolutely no excuse for
sticking in the rut. The familiar things, whether they be sales plans
or anything else, cease to attract attention. -Right now attention is
needed by the talking machine dealer who is seeking to keep his busi-
ness growing and growing. and honest-to-goodness promotion work

that smacks of originality is calculated to win the attentlon of the
public.

l POPULARITY OF TALKING MACHINE ARTISTS

lN developing and maintaining the high musical standing of the
talking machine, the bulk of the artist publicity has been directed
toward featuring the famous lights of the operatic or concert stage,
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those whose names stand out boldly in the highest musical circles.
And there is no doubt that this method of procedure has served
to make the names and voices of these stars familiar in thousands of
homes where otherwise they would have remained unknown. So
much for the stars.

The interesting fact is that in thousands of smaller communities
where grand opera and the symphony concert are practically unknown
the opera and concert star, through the medium of the talking machine
record, has to fight hard with singers of less fame in the musical
world for a popular place in the home. Henry Burr, Collins and
Harlan, Billy Murray, and a half-score of others, whose voices for
many years have been carried into the homes of the land through the
medium of talking machine records, hold a place in the heart of the
ordinary talking machine-owning citizen that even Caruso himself
canmnot attain,

There are hundreds of thousands of talking mmachine owners
who, although they have iin their libraries the records of the great
artists, still incline strongly to the popular songs of this and other
days. They have heard the same voices in new songs year after year,
and have learned to recognize those voices just as though they he-
longed to members of the family. There is a homely affection for
these purveyors of mirth and melody of the popular order that is
strongly in evidence on all occasions when they appear in public.

The concentrating of publicity upon noted artists by the various
talking machine companies has followed the logical course, for it
was realized that once the standing of the talking machine as a musical
instrument of high quality was firmly established the support of
those who sought merely entertainment for the moment would come
as a natural course. The theory has worked out most successfully in
fact, but if any member of the trade believes that the recorders of
the popular songs have no popularity let him make that declaration
to the average small-town talking imachine owner and discover his
error. Small-town understanding is that Caruso is a great man and
a great singer, but he stands upon a pedestal, while the singer of the
popular song is “home folks,” so to speak. He is understood and
loved, even though at a distance.

| KEEPING ALERT TO VALUE OF NEW IDEAS ’

HE man who doesn’t want to be told is a bad piece of the busi-

ness world. The fellow who has pulled the doing of things down
to the perfection notch and is unable to see where somebody on the
outside can give him a suggestion worth trying on is in a very bad
way. When we occasionally run across him we experience a cross
between indignation and amusement. The upishness of the mental
workings of a man who feels himself so secure in the regulation of
affairs under his control that he is incapable of taking kindly or in
the spirit of a willingness to learn any suggestions that may be
offered to him simply needs the application of a slipper of commen-
surate size with his anatomy to bring him to a proper realization

of the fact that nobody knows so blamed much that he can’t learn
something else with profit.

We run across men who have managed business in certain lines
for years and who have so conformed themselves to their own cut-
and-dried ways of doing that they simply won’t listen to anything
that is proffered to them by other people. The result is that these
men are sooner or later worsted -and beaten in their lines by those

. others who have realized that a reasonable suggestion from anyone

is worth trying, or at least worth carefully calculating before it is
rejected entirely. The exasperating attitude of a man who intimates
that he is so completely perfect and satisfied with his ways that he
doesn’t care to listen to anything different is no less great than that
of the man who listens and deliberately ignores as though he had
never heard.

None of us has succeeded in getting so complete a hold on
what we are doing that we can’t make use of something the brain
of someone else may evolve, and the sooner we realize that it is
worth while to pick up new ideas and use them wherever possible
the surer will be the business results of the satisfactory kind. It
isn’t often one can afford to be cocksure.

TALKING MACHINE MUSIC BY WIRELESS ROUTE

"HE many interesting experiments that have been conducted re-
cently in connection with the development of the wireless telephone
have brought. into considerable prominence the talking machine as a
means of demonstrating the success of the various trials. Many deal-
ers have been able to link up their names with this publicity by supply-
ing a weekly program of music to those of their customers whose
homes are equipped with a wireless apparatus. The cumulative value
of this publicity is tremendous.

The perfection of the wireless telephone may not influence one
way or another the actual sale of machines or records, but the amount
of space given in the newspapers to stories of talking machine music
carried by wireless over almost unbelievable distances, to be heard
clearly at the receiving end, represents publicity that presents the
talking machine in a dignified way, quite in contrast to the sort of
publicity offered in the early days of the industry.

l INDICATIONS OF BUSINESS BETTERMENT

HERE is a distinct tendency toward improvement in general

business conditions, although it cannot be said that there is any
indication of an overrapid return to normal. The recovery in busi-
ness is gradual, and the majority of business men accept that fact in
the spirit that it makes for the ultimate soundness of the industriat
fabric. The talking machine industry is, participating to a certain
extent in this betterment and it is distinctly noticeable that tlhiose
members of the trade who are making unusual efforts to develop
business are winning out and are getting the results that justify
their efforts.

lndependence.

Commercial Independence

It is said that the highest state of business success is Commercial

Commercial Independence is gained through the supremacy of the
goods sold and the efficiency of the effort expended in the selling of
the merchandise.

Therefore, the exclusive Victor retailer, through his concentration on mer-
chandise of supreme quality, quicklyrealizes Commercial Independence.

ORMES, Inc.

103 E. 125th St.

REG. V.S PALQFF

Wholesale Exclusively NEW YORK
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Some uses for
the Magnavox
For concerts and en-

tertainments

For lectures and puh-
lic speakers

For playgrounds
On shiphoard
On recreation piers

To take place of hand
or orchestra

For dances

For church entertain-
ments

For social gatherings

Calling hetween de-
partments

For shop keepers to
attract attention to
their stores

To demonstrate rec-
ords

For heaches
For skating rinks

For fairs and exhihi-
tions

For train and open air
announcements

¥. M._C. ’s
Y. W. C. A’s

For schools

As a megaphone

For contractors direct-
ing work on build-
ings

Magnavox

Increase Your Sales of
Records 407

You know that demonstration is the best wayv to sell
records. Don’t limit your audience to one or two. Use
a Magnavox and reach the crowd. Use a Magnavox and
get a crowd in front of your store.

The Magnavox will increase the sound of a phonograph
record so it can be heard a block or two from your store
—or you can reduce it to a mere whisper.

There’s good profit in renting a Magnavox and phono-
graph for concerts, dances, etc., for halls or outdoors.
The Magnavox with speaking attachment alone is great
for lecturers. Everyone at the inauguration heard
President Harding’s speech. He used a Magnavox.

"Send for Bulletin
and full details.

J. O. MORRIS CO., Inc.

Eastern Distributors

1270 Broadway New York

Music tronsmitsed
electricaliy from tone

Music Master 22 in.
orn. arm.

Speaking Transmitter.
Volume of sound reg-
uloted from very weak
to very strong.

Telemegofone that re-
produces  music and
voice foithfully.

Two wires connect to
6-volt storoge battery.
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Stage a Home-town Booster Week and Add
to Your Fame and Popularity

:: By Frank H. Williams

i

Folks who boost are always liked a lot bet-
ter than folks who knock. And particularly is
this the case in one’s home town. The people
who are continually knocking their home town
are never very popular, while those folks who
are continually boosting it by telling what a
great place it is and by doing their bit toward
making it an even more progressive and pros-
perous community are always among the best-
iiked folks in the town.

And just as this is true of the individual it is
also true of the talking machine or music store.
The establishment that goes out of its way to
boost the home town is sure to secure consid-
erably more commendation and more popularity
than the store which does nothing of the sort.
And because of this increased commendation
and popularity the booster store is pretty sure
to get a major share of the town’s business.

Therefore it would certainly be a mighty
good stroke of business for any talking ma-
chine establishment to stage an especial home-
town booster event such, for instance, as a
Home-town Booster Week.

Let’s consider some of the ways in which the
store could go about doing a thing of this sort
and let’s vision some of the things that would
probably result from the staging of such an
affair.

A store need have little excuse for promoting
a Home-town Booster Week. The advent of
early Summer with the possibilities of the city
attracting a number of people to the city for
the Summer would be plenty sufficient excuse.
With such an excuse for the affair the store
might publish an advertisement reading like this:

BOOST THIS CITY AS A SUMMER RESORT!

This city offers one of the hest locations in the
entire country for spending the Summer, or a good
part of the Summer. Look at some of the splendid
Summer resort attractions we have in this city:

Beautiful parks. Splendid golf course. Basehall,
tennis and other outdoor sports.

Band concerts twice a week in the local parks by
the best hands in the city, these concerts heing free
of charge and the entire expense being horne hy the
city park hoard.

Beautiful verandas on which wise home owners
render phonograph concerts on warm evenings.

Rivers and lakes for boating, swimming and fish-
ing within a short distance of the city.

Splendid auto roads with plenty of week-end trips
to take.

Suitable locations for tent colonies near the city
and plenty of rooms availahle for the Summer in
the homes of private families at reasonable ratcs.
Summer dance halls. Summer theatres and enter-
tainments.

Let's all get together and boost this city as a
Summer resort. We are going to do our bit in
this hoosting stunt and so we are going to have
a Home-town Booster week in our store all next
week.

During this week we will have special window
displays, showing things of interest to all local
folks—things of which we, as residents of this city,
can feel immensely proud, Also the store will he
specially decorated for the event and there will be
special talking machinc concerts daily.

AND, ALSO, there will he special price induce-
ments for the purpose of attracting all the folks in
the city to our store and for the additional purpose
of bringing outsiders into our city to sec our town
and to patronize our store. Therc will be no
earthly reason, next weck, for going outside of this
city to purchase talking machines, records or other
musical .instruments, and once you have patronized
this store you will rcalize that therc is never any
real reason for patronizing mail-order institutions or
stores outside this city.

Let’s all get togcther and boost this city. Boost
our city all next week in lctters to friends, rela.
tives and business folks and boost it in all your

talks next week.

Such an announcement as the foregoing
would be sure to arouse a great amount of in-
terest in the city and the store could very
readily add to this interest by means of unique

winndow displays in which it would give statis-
tics regarding the number of miles of paved
streets in the city, the number of arc lights at
the street corners, the present population and
so on.

This data would be interesting to all the resi-
dents of the city and the store could augment
this interest by staging a special offer in con-
nection with the event. It might offer prizes

of talking machines or records to thosc per-

sons sending in the best answers to some such
cuestions as these:

“Length of the city from east to west?”
“Length of the city from north to south?”
“Total foreign population?” “Total number of
children -attending local public and private
schools?” “Number of city street cars oper-

. ated?”

“What one thing would, in your opinion, go
farthest toward making this a better city in
which to live?”

All the answers to these questions with, of
course, the exception of the last one, could be
obtained from the city engineer, the board of
public works, the general manager of thc local
traction company and the city school superin-
tendent. The answers to the last question
would, undoubtedly, result in some very inter-
esting suggestions being received which could
be played up by the store in its advertisements
and in its window displays.

Of course, such an affair would be sure to
attract a lot of attention from all the folks in
the city and it should take but little urging on
the part of the store to induce the local news-
papers to co-operate in putting the event over in
good shape. In fact, the newspapers might be

willing to co-opcratc in announcing the prizes
for the event and in printing a lot of free pub-
licity regarding the affair. All of which would
be of considerable value to the store.

Now, as to the sort of window displays that
the store might stage for the event. These
displays, as suggested above, might include a
lot of data regarding local affairs, such as pic-
tures of interesting parts of the city, photos of
the city officials, bank presidents, heads of the
local fraternal organizations, pictures of the city
churches and so forth. Also it would be appro-
priate for the store to include some data re-
garding the things it had done for the bencfit of
the city, such as selling talking machines to the
schools, getting new records to the city as
quickly as possible, installing demonstration
rooms, increasing floor space, etc.

Then, too, the store might secure short inter-
views with the leading men of the city as to the
way in which the city could make the greatest
progress in the years to come, and so forth.
All of this would be appropriate to a Home-
town Booster Week.

Finally, the store might emphasize the goods
it is featuring for the week and might tell How
the purchase of talking machines and records
at home would benefit the city in getting goods
as cheap as elsewhere—how the home town
would benefit by keeping money at home in-
stead of sending it to a mail-order house or
spending it in some larger city.

Stage a Home-town Booster Week in YOUR
store!

You'll find that it will get a great amount of
publicity for the store and boost business very
appreciably.

will not and does not put on a false finish.
beautifies, and it lasts.

should know.
Collings & Company, Newark, N. J.

Order direct from them.
Large sample, 50c postage paid.

33 PERKINS AVENUE

U-SAV-YOUR MFG. COMPANY

(Reg. U. S. Pat. Off.)

DISAPPOINTMENT
Some dealers say, “There arc hundreds of polishes—iio good—no good.”
Therc are failures in all lines of business, aren’t there? Now U-Sav-Your comes along
after years of testing, and it is called a cleanser and dressing hecause it feeds the wood. It
beauf Do not blame hard times if your sales do ot increase.
is with the goods and yourself. You need real quality—that's U-Sav-Your.
U-Sav-Your has tripled its business in three months.

Messrs. C. Bruno & Son, New York Victor Distributors, carry a large stock.
Also seventeen other big Victor Distributors.

U-SAV-YOUR MFG. COMPANY

\

U-Sav-Your clcans, it feeds, it brightens, it
The cause

It's the goods—we know—you

So do

WARREN, MASS.
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A new

- @enneftr

ANTICIPATION

is justified by realization when the record is a Gennett,

If you have never heard a Genuett treat yourself to No. 9112
When you hear “Pirates of Penzance Part I” and “Pirates of
Penzance Part II” played by His Majesty’s Scots Guards Band,
you will have the Gennett habit.

They do better all phonographs-—l\—learing is Believing. Any
STARR dealer will gladly play for you.

Write for Gennett Catalog

Gennett Records

Manufactured by

THE STARR PIANO COMPANY
RICHMOND, INDIANA

New York—Chicago—Los Angeled—Birmingham
innati—Cleveland—Indianapolis




ApriL 15, 1921

THE TALKING MACHINE WORLD 13

TIE UP WITH ARTIST’S APPEARANCE

Prominent New Haven Dealer Prepares Special
Window During Appearance of Bert Williams

Our old friend Bert Williams was again fea-
tured in the special window trim displayed by
a Colunibia dealer, Wittstein’s Music Shop, 110
Church street, New Haven Conn.,, during the
week when this exclusive Columbia artist ap-
peared at the Shubert Theatre, in that city,

A man-size poster features this inimitable
comedian in one of his favorite poses. His ap-

Wittstein’s Tribute to Bert Williams
pearance in the Broadway Brevities made a de-
cided hit with New Haven folks. This window
was especially appropriate, for every Columbia
dealer boosted Bert Williams Week—March 19
tc 26.

The F. H. Drew Co., of 'Cedar Rapids, Ia., is
remodeling its exclusive Victor department.
I'ive booths are arranged on one side of the
store, and the records on the opposite side. The
entire decorative scheme is in gray. With at-
tractive carpets and other equipment, the store
will rank as one of the up-to-date establish-
ments in that section.

INCREASE INTEREST IN MUSIC

How the T. E. Clark Music Co. Planned to
Make the Community in Which It Operates
More Musical—“Live” Dealers Take Note

Care GIrArRDEAU, Mo, April 5—The T. E. Clark
Music Co., which holds forth here, decided that
the cause of the absence of interest shown in
a music memory contest recently attempted in
its territory was due to the lack of means of
hearing music. So Mr. Clark joined hands with
a local newspaper and started a campaign to
put Victrolas in the schools of the vicinity. In
this connection a man who knows school work
is sent to the schools known to be in need of
music. After the educational director has shown
the teachers and the pupils how to use the Vic-
trola and has aroused enthusiasm the news-
paper man accompanying him explains how the
pupils themselves may earn the machine and
records by securing subscriptions to his paper.

Thus does Mr. Clark do the community a
lasting good, for he not only supplies the school
with good music, but puts a good newspaper
in the homes. Full and half-page newspaper
advertisements, as well as frequent letters and
personal calls, are showing results and much
enthusiasm has been aroused. This plan of
building is worthy of consideration and simu-
lation.

WIRELESS CONCERT AT RADIO SHOW

Music From Talking Machine on Long Island
Carried Through Air to Hotel Pennsylvania

One of the features of the First Annual Radio
Show and Convention held at the Hotel Penn-
sylvania, New York, last month was a wireless
concert given each evening. A talking machine
was installed at a wireless station on Long
Island and musical waves were transmitted by
wireless to the hotel, where they were magnified
for the benefit of those attending the show. The
effect was excellent, the music coming through
very clearly.

PRINTERS’ INK STATUTE FOR N. Y.

Effective Measure Against Fraudulent Adver-
tising Introduced in New York State Legis-
lature—Music Merchants of the State Urged
to Give Their Earnest Support to Bill

Members of the National Association of
Music Merchants throughout New York State
have been urged by Secretary C. L. Dennis, of
the Association, to give their active support to
the, Printers’ Ink Model Statute, designed to
put a stop to fraudulent advertising, which has
been introduced into the New York Legislature
by Assemblyman Charles H. Betts, of Lyons.

New York State already has an advertising
law, but it is ineffective because of the in-
clusion of the word “knowingly,” a joker that
prevents the proper application of the prescribed
penalties for misleading advertising. The
Printers’ Ink Mode! Statute is regarded as the
strongest law yet devised to stop fraudulent
adv.ertising and has been passed by twenty-one
States. The measure has been endorsed at sev-
eral conventions by the National Association of
Music Merchants.

Members of the music industry in New York
State can help the passage of the bill by writ-
ing to their Assemblymen and State Senators,
by taking up the matter with their local news-
papers and business organizations and by se-
curing support of the measure from other in-
terests.

CAPITALIZED AT $100,000

Barney’'s Music Store, Inc., to be located in
Newport, R. I, for the purpose of dealing in
all kinds of music and musical instruments, has
obtained a charter from Secretary of State Par-
ker. The incorporators are James H. Barney,
Jr, Frank S. Hale and James W. Brown, of
Newport. The capital stock is $100,000.

One single idea may have greater weight than
the labor of all the nien, animals and engines
for a century.—Ralph Waldo FEmerson.

to the needs of the business.

artistic designs.

ruised Oplex characters.

36 KAIL STREET

AN OPLEX SIGN
BRINGS BUSINESS

USICAL instrument dealers find the raised snow-white
glass letters of an Oplex Electric Sign exactly suited

Oplex Signs are day signs as well as night signs; they
have greatest reading distance, lowest upkeep cost, most
Practically all the well-known trade-marks
in the musical instrument field have been reproduced in

Let us send you a sketch showing an Oplex Sign for YOUR store
FLEXLUME SIGN COMPANY

BUFFALO, N. Y.
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One of the hand
carvers modeling
thelegs of a Cheney
cabinet in the Geor-
gian Period style

Made by Cabinetmakers
Who Deserve to Be
Called Craftsmen

Fine men, these cabinetmakers and
hand carvers who make The Cheney
—skilled in their craft through a life-
time of work. Some even bring their
art from the old world. '

The
CHENEY

is a product of pride. It is such spirit,
reflected in the beauty of Cheney cabi-
nets and in the rich tonal quality of the
instrument, which inspires us with su-
preme confidence in the future. With
workmanship of the highest calibre and
principles of construction which are basic
and exclusive to Cheney, our dealers
are assured the finest in phonograph cabi-
nets and tone quality.

CHENEY TALKING MACHINE COMPANY
CHICAGO and NEW YORK

Georgian Period
Model

Yet, Cheney regular models selt
for ordinary prices, $135 to $385

s
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We have had, a number of inquiries from
dealers regarding problems which they find diffi-
cult of elucidation in connection with the in-
stalment business. Some dealers claim that
they are losing in their plan of operation, largely
becatise they have not gone about this phase
of retailing talking machines in the right way.
Some time ago this subject of instalments was
brought to the attention of Marion Dorian, who
at that time was chief auditor of the Columbia
Graphophone Co., and is now practicing law
in Washington, and he prepared the following
paper, which is worthy of close attention be-
cause it answers many inquiries which have
reached The World sanctum within recent
months:

There are five cardinal rules for the success-
ful handling of instalment accounts. These
have been thoroughly tested, and a fair try-
out will prove them powerful aids in making
instalment business what it ought to be.

There are exceptions to all rules, and circum-
stances will arise when it is wise to suspend
the rule temporarily. In such cases the sensible
dealer will act accordingly. The five rules
follow:

1. Investigate the customer
delivery of goods.

2. Sell him no more than he can pay for
comfortably.

3. Let terms be simple and clear-cut.
sure the customer understands
them.

4. Enforce those terms.

5. Do not allow arrears to accumulate.

Three-fourths of the trouble dealers have with
instalment accounts is due to anxiety to secure
a good sale. Insufficient or no investigation is
made as to the responsibility, reputation or

in advance of

Make
and accepts
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Five Outstanding Rules for the Successful
Handling of Instalment Accounts -

antecedents of the customer. The sale is hur-
riedly consummated, the goods delivered and
shortly thereafter the dealer learns to his sor-
row that the customer is not what he repre-
sented himself to be. In many instances both
customer and goods disappear.

It is easy to ascertain all it is necessary to
know about the customer. His resources and

income; his reputation for prompt payment and
his general standing in the community. This

E

=

—

s

Select Wisely—Sell
Judiciously—Start
Correctly—Make It
Possible to Pay With-
out Any Discomfort

SO

should be done before the goods are delivered,
and will insure you against surprises.

Rule 2 is equally important. The advance
investigation informs you as to the prospect’s
income; how permanent it is and what demands
are made upon it by his family. With this in-
formation in your possession ydu can determine
what it is safe to sell him. Suppose a prospect
receives a salary of $30 a week and has a
family of four. If he has been receiving his
salary for some time and his reputation is good
you are justified in assuming that he can safely

i

By Marion Dorian

pay $2 or $3 per week. More than that is
dangerous, because allowance must be made
for possible sickness of some of his family,
which will make greater than ordinary demands
on his income. Eight to twelve months is the
period within which an outfit should be entirely
paid for. Allowing for a $2 a week payment
spread over eight months, a customer could in
that time pay for an outfit costing $64. ‘That
would be the limit which the wise dealer would
sell him. Many dealers make the mistake of
selling a customer double the amount he can
pay for comfortably, with the result that the
payments become harder as they multiply and
cach payment day the customer feels that he
is carrying a burden. Consequently his attitude
becomes one of antagonism and he pays
grudgingly; whereas if sold a bill he can pay
for comfortably he does it cheerfully.

Many customers who buy goods on the in-
stalment plan are of limited business experi-
ence. A complicated instalment lease is to
them an incomprehensible thing. Your lease
should be as simple and clear-cut as is con-
sistent with adequate protection. The terms of
the contract should be made clear, and the cus-
tomer should accept them in all particulars.
Salesmen should be prohibited from making
verbal agreements with customers. If special
terms are made these should be written into
the contract itself. If this is not done disputes
are apt to arise which are destructive of the
mutual confidence which must exist to insure
a continuance of patronage. The customer
should be furnished a copy of the contract, so
that he can refer to it at any time. In this
way you gain the customer’s confidence, and
he will not only give you his own future busi-

(Continned on page 16)

10 EAST 39th ST.

AGAIN we say—are you using the Pearsall W o ¥ \
Back Order System?

Ask any Pearsall dealer—He will tell you.

“That’s Pearsall Service.”
“Desire to Serve PLUS Ability.

Exclusively

‘\J—‘-'._/’\
'E- NEW YORK CITY

(e
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When the big bass saxophone “whoops it up” in the
medley fox-trot “Pebbles,” played by the Paul Biese
Trio, everybody’s feet keep time.
that frantic Spanish “Fandango,” the feet keep right
on keeping time.

When they play

N

Columbia Graphophone Co.
NEW YORK

HANDLING INSTALMENT ACCOUNTS
(Continued from page 15)

ness, but will induce his friends to do likewise.

Terms should be as reasonable as you can
afford, but once these have been agreed upon
and accepted they should be enforced rigidly.
There is no easier way to spoil good customers
than by giving the impression that terms are
mere formalities. There is no surer way of
getting a list of accounts in bad condition than
by ignoring the regular date when an instal-
ment is to be paid. If the customer has agreed
to pay on Monday, train him to make the pay-
ment on that day and not on some other day.
If his payment is not made on Monday notify
him immediately to bring in the payment or
make it to your collector without further delay.
The moment the first lapse occurs get right
after him and remind him that the goods were
sold on definite and accepted terms, and that
you expect him to perform his promise. If
his payment has not been made by the close of
business on Monday have the collector at his
place of business, or residence, on Tuesday
morning and you will save money. Even the
most obdurate customer will respond to this
kind of treatment, especially if the call is made
promptly.

If you enforce the terms and train the cus-
tomer to make payments regularly no arrears
will accumulate. If you allow two or three
payments to lapse it is like drawing eye teeth
to get a customer to make up the arrears. You
may secure subsequent payment regularly,
but lapsed payments hang fire until the end.
Instead of getting your account settled within
the contract period, it runs over some months,
and persistent dunning, which often results in
the loss of a good customer, is necessary, to
say nothing of the added expense to which the
dealer is put.

These rules may not be new nor be pre-
sented in a novel way, but if followed they
will result in better and more profitable instal-
ment accounts. They may be summarized as
selecting a customer wisely; selling him judi-

ciously; starting him correctly; keeping him in
the straight and narrow path, and, finally,
making him an asset because you have sold
him an article which has afforded himself and
family unlimited pleasure, and made it possible
for him to pay for it without discomfort. You
have made him a lasting friend.

A “LIVE” STORE IN BEAUMONT, TEX.

BeaunmonT, TEX., April 7—One of the new talk-
ing machine stores recently opened in this town
is that of the Neches Phonograph Co., which
is an exclusive Columbia retail agency. It is
managed by Joe H. Hassel (center), who for-

el R

Neches Phonograph Co.’s Attractive Store
merly was with the Jones Store, Kansas City,
Mo. At the right of the picture is Miss Elizabeth
Jolly and on the left E. L. Estes, representa-
tive of the Columbia branch, who is demonstrat-
ing the ease with which a customer may “help
himself” at the Columbia self-service record
rack.

M. de C. Freeman, who is now covering lowa
for the Victor Talking Machine Co., has been
receiving a very hearty welcome from the deal-
ers in that State and reports an increasing in-
terest in the new period Victrolas.

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 Engineering Corporation

484-490 Broome St., New York

YANKEE ENTERPRISE IN WINNIPEG

Live Repair Man Provides Talking Machine for
Dancing While Shoes Are Repaired

A shoe repairing man in Winnipeg, Man., has
introduced a talking machine into his store for
the benefit of his patrons who indulge in danc-
ing. He calls it the “Jazz Shoe Repairing Shop.”
For delivery purposes he has a motorcycle, with
a box at one side for holding packages. This is
painted white and bears the inscription in big
black letters, “Meet me at the Jazz Shoe Re-
pairing Shop. Repairs while you wait; dancing
while repairs are being made.” The shop lives
up to its name, for the talking machine plays
jazz music from morning until night, even the
operators keeping time to the music. “It's good
business,” laughed the proprietor. “You see,
the music is very quick time and the opera-
tors have to work fast to keep up with it.”

JAZZ APPEALS TO WASHINGTONIANS

Ray Miller and His Melody Boys Create Sensa-
tion at Special Concert Given Recently in
the Establishment of O. J. DeMoll & Co.

Wasningrox, D. C., April 1.—That “Jazz Music”
is still popular in the South was more than dem-
onstrated at the store of O. J. DeMoll & Co.,
when Ray Miller and his Black and White Mel-
ody Boys recently gave a promenade concert
to hundreds of Washingtonians.

The concert hall in the store was artistically
decorated and long before.the hour set for the
promenade many lovers of syncopated tunes
were unable to gain admittance. Mr. Miller
created a distinct and wonderful impression with
many well-selected numbers, including a per-
sonal interpretation of his recording for the Vo-
calion Red record, including “Rose of Spain”
and “Can You Tell?”

O. J. DeMoll & Co. are the distributors of
the Vocalion and Vocalion Red records in the
South and are recognized as one of the leading
music houses below the Mason-Dixon Line. The
popularity of the firm is well known throughout
the Southern States.

EVIDENCE OF TRADE BETTERMENT

AnsoN1a, Conw., April 4. — The Mellowtone
Needle Co. of this city, manufacturer of the
Superb semi-permanent needle, reports a bet-
terment of general business conditions and that
the demand for this needle is increasing in
stcady proportions. Several new distributors
for this needle have been signed up recently
and an energetic sales campaign has been en-
tered into.

SALE OF PHONO MOTOR PROPERTY

On order of the U. S. District Court the lease
of the plant and machinery equipment of the
Phono Motor Mfg. Co., at 321 Dean street,
Brooklyn, N. Y. was recently sold at auction
to Charles O’Malley for $56,300.

———
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Economical

CONVERTO

PATENTED DEC.I1.1917

Talking Machine Cabinets

THF thought of today is economy. Your customers want a
cabinet size talking machine, but many cannot pay the hlgh

By offering a Lundstrom Converto Cabinet with a Genuine Victrola
IV or VI, you are suggesting economy without a sacrifice.

All standard models have been greatly improved by the addition

Our reduced prices will enable dealers to meet the competition of
low-priced unnamed machines,
with a cabinet which has an
established reputation.

THE C. J. LUNDSTROM MFG. CO.

LITTLE FALLS, N. Y.

Lundstrom “Converto” Cabinets are broad-
ly covered by patents. Infringements
will be promptly prosecuted.

CONVERTO WHOLESALE''DISTRIBUTORS

Albany, N. Y.ooooiooiiiaionenoenanns Gately-Haire Co., Inc.
Atlanta, Ga. ..coocececniecirienens Elyea Taiking Machine Co
Phillips & Crew Plano Co.
««Cohen & Hughes, Inc,
F. Droo;
!lrmlnaham Aln Iklnz Mncnlna Cn
Buffalo, N. Y. s N. An
‘Bnrllnatnn Vt

Baltimore, Md.

dire
merlcun th gr yh Co.

C Incinnntl Dhlo
Cloveland, Ohio
Columbus, Ohio
Dallas, Texas .

aly,
..l(udolph Wurmuar Co.
«-Cleveland Talking Machine Co.
..Thﬁ P Try B Whitsit Co.

.- r Kro:

..Tha nghv. Cnnuball Music Co.
««Mickel I

mgn Arms Co‘

alz Co.

he Talking Mach. Co. of Texas

towart Talking Machlne Co.

orida Talking Machino Co.

--J. W. Jenkins' Sons Musle Co.
Schmmmr Co.

++0. K. Houck Plano

o xa
ndianapolis, In
Jacksonville, Fla
Kansas City, M

Memphls, Tenn. ..

Milwaukie, Wis. 86 - Dadgs Taiking Maehine Co.
a. ..

«-Wm. H. Reynalds
--Collln & Co

g 0.
New Orleans, La ..thn Werleln, Ltd.
New York City . -+Emanuel Blout
Cahinet & Accessories Co., Inc.
Knle! karhockar T [kln Mac hln Co
Omaha, Nebr. .... ++Ross P. Curtl.
fickel Bros. Co
....... «+Putnam-Page Co.
Phlludelnhla Pa. ..... ++C. J. Heppe & Son
P nn Phonograph Co.
H A Weymann & Son, Inc.
Plttsburgh, Pa. ....... -«Standard Taiking Machine Co.
Portland, Me. ..Creasey & Allen, Inc.
Ichmond, Va. ..The Corley Co., Inc
Paul, MInn w. Dyer & Bro.
an Franclsco, r S, Gray Co
'ymcusa N. . D. Andrews
‘oled *Toledo Taliing Mnchlnc Co.
anhlnnton D. C. ..Cohen & Hughes, Ine.

E. I. Droop & Sons Co.




18

THE TALKING MACHINE WORLD

ApriL 15, 1921

DE RESZKE ENTERTAINS McCORMACK

Historic Meeting of Famous Tenors in Nice—
Noted Victor Artist Wins Enthusiastic Praise
of Jean De Reszke—Sings for Latter’s Pupils

John McCormack, the famous tenor and Vie-
tor artist, scored a tremendous success in Monte
Carlo. and his recitals, according to reports from
that critical center, have been marked by a
rapid crescendo of enthusiasm. Discussing Mc-
Cormack the writer says:

“He always had exquisite purity of tone, but
in breadth and fullness, in command of expres-
sion, as well as in the extraordinary variety of
his repertory, his development places him in
line with the greatest vocal artists of the age,
according to the opinion of the most competent
critics here. The hush with which his audi-
ences sat spellbound showed the mastery with
which he thrilled their emotions just as vividly
as their tumultuous applause and repeated re-
calls.”

During his trip to southern France nothing
has given John McCormack more pleasure than
his visit to Jean De Reszke, at his villa in Nice,
where he was entertained at luncheon and on
invitation sang a number of French, Italian and
Irish songs for his host, winning the most
graceful compliments from the celebrated grand
cpera tenor. Later he sang for De Reszke’s
pupils, some forty in number, and was intro-
duced to them by the great master in these
words: “I can teach you how to sing, but bet-
tei than any lesson it-is to hear the art in its
perfect expression,” a unique compliment for
which McCormack expressed his profound ac-
knowledgments.

He then gave in succession eight songs of
classic repute, presenting the greatest difficul-
ties of technique and illustrating how to van-
quish them. Inspired by the occasion McCor-
mack was at his very best and, led by their
teacher, the pupils rapturously applauded and
eagerty demanded more.

Later De Reszke:asked McCormack to sing
“I Hear You Calling Me,” and he sang this
ballad with all the liquid beauty and pathetic
expression which have associated it so closely
with his fame in both Europe and America,
and the effect crowned this unigue occasion.
This and “Mother Machree” were the songs
specially demanded of the great tenor by Mme.
Foch in Paris, to which the Marshal listened
with tears glistening in his eyes.

Nothing could exceed the delight with which

John McCormack
McCormack speaks of this historic meeting, or
his sense of the high compliments extended to
him by the greatest living judge and the great-
est living exponent ‘of vocal artistry in all its
branches.
Jean de Reszke, whose buoyancy of spirit and
personal charm are still those of a man of forty,
was the most fascinating of hosts.

DEPARTMENT FULLY COMPLETED

John Shillito Co’s New Victrola Department
One of the Most Complete in Cincinnati

Cixcinxarr, O, April 4—The John Shillito Co.,
Seventh avenue and Race street, announces
that its new Victrola department, which was
opened last October, has finally been completed
and is taking its place as one of the important
Victor establishments in this section. The de-
partment occupies the whole of the second floor
annex and has the largest selling space devoted
exclusively to talking machines in Cincinnati.
It is equipped with a central record rack system
with enough room for sixteen thousand records,
surrounded by a complete series of counters
which allow the salesmen to give very quick
service.

The demonstration rooms are arranged along
the greater length of the department and are of
easy access to the record racks. They are com-
fortably furnished, with display cases for ac-
cessories, needles, etc., and are in the main
lobby. A stage has recently been installed for
the purpose of giving record recitals. The first
one was given a short time ago and was
largely attended and resulted in an immediate
stimulation of sales. It is the purpose of the
company to give frequent concerts, especially
devoted to the better class of music.

The Unit Construction Co. of Philadelphia
made the complete installation. The color
scheme is art cherry with a background of
white, while the use of flowers and photographs
of Victor artists helps to make a pleasant im-
pression on patrons. On the outside a large
Viking electric sign directs customers from the
other departments of the store.

The department is under the capable manage-
ment of F. X. Donovan, who has been in the
Victor business for seventeen years and is well
known in New York and Philadelphia, where
he was connected with the John Wanamaker
establishment.

A TRADE-MARK
and What It Means

Below is shown a cross section of the Tone
Chamher in the Manophone, which partially ex-
plains the wonderful tonal qualities of this heautiful
instrument.

Just at the point where the “horn” hegins, you
will notice the ‘“voice-box” or “‘throat’” of the
Manophone, which is carved from solid wood and
so fashioned that it gives the fullest tones possihle.

For
Exquisite @}_ﬁt’_\
Tone s =

br,,

_;»ﬂ/ﬂ\ o
/ The Music Master
of Phonographs

—Unequaled in Beauty
and Tonal Qualities

The exquisite piano finish that is given the Manophone is merely one indication
of the care exercised in the manufacture of this wonderful instrument.
who fashion and finish the various parts of the Manophone cabinets take personal
pride in the production of only worth-while results.

And the wonderful Tonal Qualities of the Manophone are another indication of
an intimate knowledge of the principles of acoustics and of their relation to music.
Only Nature herself could rival the remarkable resonance and fidelity of tone produc-
tion which so clearly distinguishes the Manophone.

In every city there is a particularly live Dealer who realizes the
Qualities in a phonograph. He knows how
fundamental they are in the building of a permanent and satis-
fied trade. And our Business Building Plan is sure to interest

advantages of these

him.

If you are that Dealer, write us, TODAY!

The Manophone Corporation

The men

Adrian, Mich.




The Talking Machine World. New York, Apri 15, 1921

.
()

A ig
i
v 6 "

:
I

:

o

3 2, b A
g
kb

Why Brunswick dealers are all
Brunswick enthusiasts

The Brunswick /tse/f best proves its  will always be the phonograph they are
case to the Brunswick buyer. most anxious to sell.

But it is always a source of profound The wisdom of the. policy of Standard—
ized Values has again been established
beyond question of a doubt. Brunswick
inventories did not depreciate.

satisfaction to Brunswick dealers to re-
flect on the Brunswick policies.

By steadiness (.iurmg T g oy In the light of the foregoing the no-
ditions Brunswick dealers displayed  (able successes of Brunswick dealers in
their conﬁdence in Brunswick pOliCiCS sclling the Brunswick Phonograph and
and the conviction that The Brunswick  Brunswick Records is easily explained.

THE BRUNSWICK-BALKE-COLLENDER CO.
: General Offices: 623-633 South Wabash Avenue, Chicago
Branch Houses in the Principal Cities of United States, and in Mexico, Canada, France and South America

New England Distributors: Kraft, Bates & Spencer, Inc.
1265 Boylston Street, Boston, Mass.

Canadian Distributors: Musical Merchandise Sales Co.,
79 Wellington Street, West, Toronto
The Brunswick-Balke-Collender Co., IaLa Calle De Capuchinas No. 25,
Mexico City, Mexico

PHONOGRAPHS AND RECORDS

The Stratford

M
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BEAUTIFUL TALKING MACHINE STORE

New Home of Indianapolis Talking Machine
Co. Effectively Arranged and Beautifully Fur-
nished—Why Manager Cooke Is Proud

INpianapoLis, INn, April 4.—Notwithstanding
the lean days that have come to thé music trade
in the last few months one of the most inter-
esting developments in the course of the busi-
ncss in this city is the move of the Indianapolis
Talking Machine Co. to sumptuous new quar-
ters at 134 North Pennsylvania street. This new
store, rich with solid mahogany woodwork, is
sccond to no store in the city in the beauty of
its appointments. William S. Cooke, manager,
says he has the most beautiful talking machine
store in the Middle West and one that is the
equal of any in the country in the completeness
of its equipment.

The store is 24x162 feet in size and gives
ample room for the convenient handling of large
crowds. A tile floor and the natural finish ma-
hogany wainscoting, which is nine feet high,
attract the attention of passers-by who have their

View From Reception Room to Salesrooms
first glimpse of the place through the large show
window. On entering the store one has an un-
interrupted view of the fourteen listening rooms
aud the thirty-five-foot record counter all done
in mahogany after the style of the Loms XVI1

Full Tone
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William S. Cooke
period. Indirect lighting adds to the effective-
ness of the picture.
Rugs, a davenport with upholstery in mul-

A Corner of the Reception Room
berry, a table with lamp and books and a writ-
mg desk and chair go to make up an inviting
reception room in the front of the store. Going
to the listening booths in the rear one passes
on the left the record counter behind which are

Insist on Getting

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

DON’T FORGET THESE FACTS

PLAYS 100-200 RECORDS

Three for 30 cents

illuminated record racks with a capacity of 15,-
000 records. The booths are lighted from frosted
globes and each booth contains two talking ma-
chines, a table with lamp, two chairs and the
picture of a Victor artist. Two large booths
are especially equipped in period style for the
display of period models.

The manager’s office adjoins the record coun-
ter at the rear. The office clerical work is done
on a mezzanine floor at the extreme rear end
of the room. A booth especially decorated by
Mr. Cooke is devoted to the educational depart-
ment. In the basement are the repair depart-
ment and the stockroom. The store is equipped
with a pneumatic casli-carrying system.

The new store represents the development of
a business through nine years, in which time
the sales force has increased from three to four-
teen people. Mr. Cooke became sales manager
in July of last year. On September 1 he suc-
ceeded Carl Anderson as manager.

RECORD ARTISTS APPEAR IN OHIO

NEw PHILADELPHIA, O., March 24.—A real mu-
sical treat was enjoyed by music lovers of this
city last Friday evening, when the Toreadors,
Spanish entertainers, whose work is well known
by their success in Columbia and Victor records,
appeared at the Union Opera House. In the
company were Marie Arcos, Spanish dancer; Al-
cides Briceon, late of the National Spanish
Opera, whose voice has been recorded by more
than fifty Columbia records, and Carl Seville,
Hawaiian guitar.

GO-AHEAD CAL[FORNIX CONCERN

Ralph C. Dodson, who purchased the stock
and agencies of Fred H. Smith, 340 University
avenue, Palo Alto, Cal, some six months ago,
is building up an excellent business with Victor
products exclusively. His success for the past
half-year has exceeded his expectations. The
stock of Sherman, Clay & Co.’s line of pianos
in the store is handled by John M. Camp.

IF YOU WANT THE BEST

DE LUXE NEEDLES

The Best Semi-Permanent Needle Made

Let the De Luxe Speak for Itself and Send for Samples, Discounts and Full Particulalrs

CompraNY, INCORPORATED

Perfect Reproduction of Tone No Scratchy Surface Noise

Medium Tone
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Edison Message No. 93

It 1s the record of this company that the
prices of Edison Phonographs increased less
than 15 %, including War Tax, since 1914.
We should regret a further advance m
Edison Phonograph prices, especially at this
late date, but such must be the case, should
the Government increase the Excise Tax
on phonographs.

THOMAS A. EDISON, Inc.

ORANGE, N. J.

4
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KUHN WITH REMINGTON CORP.

Noted Expert Retained by This Organization
and the Olympic Disc Record Corp. in the
Post of Advisory Mechanical Engineer
The Remington Phonograph Corp. dnnounces

that Edmund Kuhn has been retained by it and

the Olympic Disc Record Corp. as advisory

Edmund Kuhn
He will assume his duties

mechanical engineer.
at once.

This well-known phonograph and record ex-
pert was for a number of years general super-
intendent of the Edison Phonograph Co. and
during this connection he perfected the first
rapid multiple shutter camera, which invention
has made possible the practicability of the mov-
ing picture machines of to-day.

Among the other notable achievements of
Mr. Kuhn was the designing and building of
all of the automatic machinery used in the
manufacture of the Manhattan and International
dollar watches and speedometers. His technical
and mechanical knowledge is proven by hun-
dreds of successful patented inventions which
are now in use, covering an extensive field of
both science and the arts.

LARGER CABINET TYPES IN FAVOR

Collings & Co. Tell of Increased Trade Activ-
ity—New Victrola 80 Very Popular

Newarxk, N. J., April 6.—L. W. Collings, of Col-
lings & Co., the well-known Victor distribu-
tors, in speaking of the general trade situation
recently, stated to The World that practically
all dealers are reporting increased activity and
demand.

The present call seems to be for the larger
types of cabinet machines and during the last
six weeks the demand for such goods has grown
stronger and stronger.

The new Victrola 80, which many of the deal-
ers style “the arm-chair model,” is proving
very popular. The trade and public both have
taken kindly to it and many of the dealers are
fecaturing it with success. .

Record business continues very active and
apparently the demand is on the increase.

RECORD OF BEAUTIFUL OLD HYMN

John Charles Thomas, baritone and light opera
star, recently made a Vocalion record of “Abide
With Me.” His voice is admirably adapted to
sacred songs, and his interpretation of this beau-
tiful hymn is impressive in its simplicity—the
quartet background adding to the “Cathedral”
effect. The Aeolian Co. states that Thomas’
records continue to be among the most popular
of their selections.

TO COVER EASTERN PART OF STATE

Sonora Distributors Carry Warehouse Stock
and Open Office and Display Rooms in St.
Louis—]. E. Maunder in Charge

St. Louts, Mo, April 4—The C. D. Smith Drug
Co., Sonora distributor, St. Joseph, Mo., which
recently announced that it plans to carry a ware-
house stock of Sonoras in this city of both the
upright and period models, so as to cover the
eastern part of the State of Missouri, informed
The World that “these products will be han-
dled for us by the Booth Cold Storage Co.
Shipments of Sonoras to dealers in the eastern
half of the State will be made from the St
Louis warehouse. It is planned to keep a per-
manent display of all the various styles manu-
factured by the Sonora Co. on the first floor
of the Arcade Building. The office will be in
charge of J. E. Maunder, an experienced man
i: the talking machine business, who will be
giad to welcome visiting dealers, all of whom
are invited to make these display rooms their
headquarters.”

A RECORD CLEANUP IN ZION

Overseer Promises to Smash Slangy, Profane
and Cheap Vaudeville Records

ZioN, IrL, March 30.—In the general cleanup
that is going on in the city of Zion all slangy,
profane, cheap vaudeville phonograph records
have got to go.

“If any of you have these records in your
homes you are sinning against God,” said Over-
scer Voliva, “and if I hear any such records in
Zion Home (the big 350-room hotel) I'll smash
the records and throw them out of the window.
It's disgusting to hear some of these trashy
records, such as Old Josh’s records where he
swears. Come on, Zion! Let’s burn up these
records! When you buy records, buy records
with some sense to them.”

SECURES THE VOCALION AGENCY

The Boehm-McAdams PRiano Co. of Wil-
mington, Del, has secured the representation
of the Vocalion line, and in its home, known
as “Concert Hall,” a very handsome display of
Vocalions and records is being made. The Vo-
calion Red record is making a great hit with this
company’s customers and an increase in sales
of fifty per cent during the past month was
reported.

INVENTS PICTURE AND TALK REEL

Movie Invention by Dr. Rankine Conceived
Along Original Lines—Inventor Originated
Means of Telephoning Fluctuating Beams of
Light Through Selenium Cells

New talking “movies” have been invented,
according to Dr. A. O. Rankine, of the Univer-
sity College of London, who is celebrated as the
scientist -‘who perfected the method of telephon-
ing by fluctuating beams of light through sele-
nium cells, a system which was used in the naval
service during war time. According to a des-
patch to the New York Herald his talking film
is a combination of his light telephone and the
ordinary method of projecting motion pictures.

An actual reproduction of spoken words has
been made by Dr. Rankine on a film by the use
oi a selenium cell camera. This film can be
run through an ordinary “movie” projector, the
beam of which is trained on Dr. Rankine’s light
telephone and the spoken words are then re-
peated simultaneously with the action on the
screen, through a telephone trumpet, the sound
being sufficient to fill a large hall. Experts be-
lieve that when the discovery is developed it
may be possible to film pictures and the speeches
of the actors at the same time, with the result
that there will be real talking films.

Motion picture people, probably jealous of
their art, say the chief objection to the general
use of such an apparatus is that in speaking,
except for casual words, it is not permissible in
good acting before a camera for an actor to
open his mouth, as it photographs black, while
facial distortion caused by talking would spoil
a carefully acted film.

Dr. Rankine asserts he has perfected some-
thing on which the world’s greatest scientists
have been working for a long time and he pre-
dicts a new era of motion picture film business
soon. He says an actor without a good speaking
voice” will not be able to make good in films
any more than he would be able to do on the
stage. His success in his war work commands
great respect for his new invention among ex-
perts who have studied it.

OPENS IN BINGHAMTON

The Venetian Music Co., 122 Chenango street,
Binghamton, N. Y., recently held a formal open-
ing of its establishment, which is featuring talk-
ing machines and a complete line of musical
merchandise. The store is very attractively ar-
ranged.

Record

DISTRIBUTORS

SONORA CO. OF TEXAS
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Phonograph That Sells!

Read this letter from a new Sonora dealer:

Sonora Phonograph Co., Inc,
279 Broadway, N. Y.

Gentlemen:

Enclosed you will find check for first shipment of
Sonoras, and please send me at once the following:
2 Baby Grands, 2 Nocturnes, mahogany, 1 Noc-
turne, golden oak. Kindly rush out as a special
order: 2 Trovatores, 1 Etude, 1 Minuet.

My first order consisted of 8 Sonoras and I sold
9 machines in the first week. This is going some.
And I hope to do a good deal more when business
picks up. You must not forget that this is the
slowest time, and I am new in the line, yet I have
not sold in six months as many other machines as
I sold Sonoras in one week.

I am agreeably surprised with the success I met
in selling Sonoras.

Very truly yours,

Jos. Kessler,
Glen Cove, L. 1.

IF you wish to handle the instrument which is internationally famous for its
unrivalled tone, for its superb design, for its many important features of
construction, for its great populanty, and for its wonderful sales, you'll choose

The Highest Class Talking
Machine in the World

$TME INSTRUMENT OF QUALITY

CLEAR AS A BELL
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SONORA was the first phonograph to play ALL MAKES

of disc records perfectly without extra attachments, and 1t
enables you to hear not only records of American manu-
facture, but foreign records as well, and these include those of
great artists who have never appeared in the United States.

Gibson-Snow Co.,

Syracuse, N. Y.
State of New York with the ex-
ception of towns on Iludson
River below DPoughkeepsie and
excepting Greater New York.
W. B. Glynn Distribut-

ing Co.,

Saxtons River, Vt.

States of Maine, New Hamp-

shire, Vermont and part of
Massachusetts,

Griffith Piano Co.,

605 Broad St., Newark, N. J,
State of New Jersey.

Hessig-Ellis Drug Co.,

Memphis, Tenn.

Arkansas, Louisiana, Tennessee,
Mississippi.

Kiefer-Stewart Co.,

Indianapolis, Ind.
Euntire State of Indiana.

Lee-Coit-Andreesen
Hdw. Co.,

Omaha, Nebr.
State of Nebraska.
The Magnavox Co.,
616 Misslon St., San Franclsco,
al.

Washington, Caiifornia, Oregoun,
Arizona, Nevada, Hawalian
Islands, Northern idaho.

C. L. Marshall Co., Inc.,

514 Grlswold St., Detrolt, Mich.
409 Superlor St., Cleveland, O.

Michigan and Oblo.

Sonora, besides

‘OPERATES AND

Minneapolis Drug Co.,

Minneapolis, Minn,
States of Montana, North Da-
kota, South Dakota, Minnesota.

Moore-Bird & Co.,
(351 California St., Denver,
Colo.
States of Colorado, New Mexico

and Wyoming east of Rock
Springs.

M. S. & E.,

221 Columbus Ave., Boston,
ABS.
Connecticut, Rhode Island and
Eastern Massachusetts.

Robinson
Inc.,

Pettet Co.,

522 West Main St,, Louisville,
Ky.
State of Kentucky.

C. D. Smith Drug Co.,
613 Arcade Bldg., St. Louis,
Mo.

St. Joseph, Mo.

Missouri{, Northern and Eastern
part of Kansas and five counties
of N. E. Oklahoma.

Sonora Distributing Co.
of Texas,

Dallas, Texas.
Western part of Texas.

Sonora Co. of Philadel-
phia, Inc.,
1214 Arch 8t., Philadelphia,
Pa.

Eastern Pennsylvania, Mary-
iand, Delaware, District of Co-
lumbia and Virginia.

possessing many patents of its

IS LICENSED UNDER BASIC

Sonora Phonograph Co.,
Inc.,
279 Broadway, New York
Distributors for Greater New

York and towns on Hudsun
River below Poughkeepsie.

Sonora Phono. Co. of
Pittsburgh,

820 Liberty Ave,, Pittsburgh,
Pa.

Western Pennsylvania and West
Virginia.

Southern Drug Co.,
Houston, Texas.
Southeastern part of Texas.

Southern Sonora Co.,
310-314 Marietta St., Atlunta,
Ga.

Alabama, Georgla, Florida und
North and South Carolina,

Southwestern Drug Co.,

Wichita, Kans.

Southern part of Kansas, Okla-
homa (except 5 N, E. counties),
and Texas [*anbandle.

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

Utah, Western Wyoming and
Southern Idabo.

C. J. Van Houten &

Zoon,

Marquette Bldg., Chicago, IlI.
1llineis and lowa.

Yahr & Lange Drug Co.,

Milwaukee, Wis,
Wisconsin, Upper MIichigan.

OW1I,

PATENTS of the phonograph industry. The foundation and

future of Sonora and Sonora’s dealers’ businesscs are secure.

S,
ik{inns S,

- _4.. 4
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Keep a Musi-Call going in your store. Every-
one who comes in will know about it.
“Plus”’ sales and *“plus” protits for you.
Your Dealer Service man knows.

Columbia Graphophone Co.

\§

B

NEW YORK

DENVER IS A BUSY TALKING MACHINE TRADE CENTER

Knight-Campbell Music Co.’s Optimistic Reports—H. W. Norfolk Joins Forces—Some Neéew Victor
Dealers—H. D. Leopold a Popular Personality—Denver Victor Dealers Entertained

DexvER, Coro., April 4—]J. A. Frye, sales manager
of the Knight-Campbell Music Co., Victor
wholesaler, returned recently from a visit to
the general offices of the Victor Talking Ma-
chine Co. in Camden, N. J. Tt is the purpose
of the Knight-Campbell Music Co. to, at all
times, keep in close touch with the Victor Co.,
with a view of imparting to its dealers the
very best merchandising methods and to con-
stantly call to the attention of the Victor Co.
the importance of the Colorado territory from
the talking machine standpoint.

The reports from the Victor Co. relative to
production are very encouraging, according to
Mr. Frye and, while Victor dealers are unable
to obtain sufficient merchandise to meet the tre-
mendous demand for their products, it is prac-
tically sure that 1921 will see Victor dealers
throughout this territory given the best sup-
port in years.

The Knight-Campbell Co. has recently taken
a new member into its wholesale organiza-
tion in the person of H. W. Norfolk, who is
serving this company in the capacity of travel-
ing representative. Mr. Norfolk is a thorough
business man and has had an extensive train-
ing in merchandising methods. Dealers through-
out Colorado, Wyoming, western Kansas and
Nebraska have already had the pleasure of meet-
ing Mr. Norfolk and he bids fair to become a
factor of -great importance among the dealers
upon whom he calls.

H. D. Leopold, traveling representative of the
Victor Talking Machine Co., was a recent vis-
itor to Denver. Mr. Leopold is brimming over
with helpful suggestions- and ideas which he
freely gives the trade. During the past seven
months, which he has spent in the Colorado
territory, he has made many friends among Vic-

for the service the Victor Co. is rendering them
through its representative,
One of the most pleasing personalities in the

H. D. Leopold
Denver trade is A. M. Mason, proprietor of the
Victrola shop of the Daniels & Fisher Stores
Co., which enjoys a very select following and
is considered the John Wanamaker of the Rocky
Mountain region. Since Mr. Mason began his
operations as an exclusive Victor dealer some
six months ago, business has increased by leaps
and bounds and this accounts for the very op-
timistic attitude of Mr. Mason, who finds that
by aggressive methods business can be in-
creased even under dull conditions. Associated
with Mr. Mason is Mr. Weidensaul, who was
prominent in hotel circles in this section until
he entered the talking machine business.

Hay’s Pharmacy, of Otis, Colo., recently took
on a complete line of Victrolas and Victor rec-
ords and reports from this section indicate
that this concern has taken a very good hold on
business and is not permitting general condi-
tions to affect its sales.

The Englewood Drug Co., of Englewood,
Colo., has also taken on a complete line of Vic-
trolas and Victor records. The same is true of
Cullen & O’Conner, of Rawlings, Wyo.; also of
Charles J. Elzi, of Erie, Colo., who has recently
entered the Victor game. The Denver Music
Co., through the activities of its manager,
1. J. Sanders, reports business as being very
good. This hustling music company has re-
cently completed alterations in its talking ma-
chine department, giving it one of the finest
stores in this section.

Mr. Woodley, manager of the Pattison Mu-
sic Co., of Denver, has received many hun-
dreds of congratulations from admiring cus-
tomers over the Victor window featuring “Anna-
bel Lee.” This window is descriptive of the
sentiment of the song and considered one of the
best talking machine windows seen in this city
for many months.

The Bates Music Co., of Greeley, Colo., re-
cently lost its entire stock of talking machine
merchandise owing to a fire which completely
destroyed its place of business. Mr. Bates was
again operating within three hours after the
fire, showing his aggressiveness and the fact
that “you can’t keep a good man down.”

Mr. Thompson, manager of the Chas. E.
Wells talking machine department, is not wor-
rying about slow conditions, but, instead, is
applying his ability to insuring larger volume
of business. The Wells Music Co. is a very
promising musical concern and during its pe-
riod of operation, which only began two years
ago, it has taken its place as one of the leading
musical houses in the city. )

Mr. Murphy, manager of the talking ma-
chine department of the American Furniture
Co., finds relaxation these days in skating. We

tor dealers, all of whom show great appreciation

928 South Broadway,
Los Angeles, Cal.

A OKJ» Records

(The Record of Quality)

HAVE PERSUASIVE SELLING FEATURES

The classical selections represent the very highest trained internationally famed artists. Records you will
be proud to sell—Records that will create admiration among your customers.

To the lover of pure musical beauty these records of superior craftsmanship will appeal.
operas, symphonic poems, ballads, classic instrumentals and orchestrations, all accentuate the superior
tone and artistry of Okeh Records.

Learn the details of our proposition and become a dealer.

KOHLER & CHASE

Distributors of OKeh Records

Arias from

26 O’Farrell St.,
San Francisco, Cal.
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IROQUOIS SALES CORPORATION
BUFFALO, N. Y.

Wholesale Distributors

AN

N

OK;L Records

recently found Mr. Murphy limbering up on
one of the local rinks, and must confess that he
can do other things besides sell talking ma-
chines.

The. Ness Music Co., of South Broadway,
this city, is very proud of its newly painted
billboards which read “Exclusive Victor.” This
dealer finds that billboards are a very good
nieans of increasing business.

Mrs. Boot, of the Boot Music Co. Victor
dealer, who was recently confined to her
home through a brief illness, is again smiling
and back on the job as manager of a very profit-
able and important music store in the city of
Denver.

Archie Landay, manager of the retail depart-
ment of the Knight-Campbell Music Co., is all
puffed up these days over a prize won in the
form of a new Stetson hat, the result of a sub-
stantial increase in business for the opening
months of the new year. Mr. Landay hails
from New York City, where he was associated
with Landay Bros.

The Knight-Campbell Music Co. recently en-
tertained the Denver Victor dealers at a lunch-
eon at the Albany Hotel. This is a monthly
feature and upon this occasion the new monthly
records were played and discussed by -the dif-

ferent dealers. J. A. Frye, sales manager, took
occasion to comment on his recent trip to the
Victor factory and went into the matter of
the Victor product and methods of promoting at
some length. Those attending the meeting were:
Messrs. Sanders, of the Denver Music Co.;
Thompson, of the Wells Music Co.; Weidensaul,
of the Daniels & Fisher Co.; Landay, of the
Knight-Campbell Music Co., retail; Marsh, of
the Sharp Music Co., and Messrs. Bryant, Frye,
Beyer, Norfolk and Miss Grace K. Hunter, of
the Victor wholesale department.

WINDOW HONORS ST. PATRICK

Special Holiday Window Designed by De
Foreest Pioneer Music House Admired

WaRrreN, O., April 3.—An unusually interesting
window display was made during the week of
March 14 to 19 in honor of St. Patrick’s Day,
which fell on Thursday, by the De Foreest Pio-
neer Music House of this city. The central
figures of this window were John McCormack,
the popular Irish tenor, and the Victrola. A
large Victor dog decorated with an imposing
green bow tied around his neck stood beside a
large Victrola, which was artistically decorated
in green, backed by a color scheme in green and
white, worked out to commemorate St. Pat
rick’s Day, while scores of small Victor dogs
wearing green favors were arranged in a strik-
ingly original way. This most novel and attrac-
tive display created widespread interest and was
greatly admired by passing throngs and was
favorably commented on.

GRAY PIANO CO. IN ITS NEW HOME

BerLingraM, WasH., April 4—The Gray Piano
Co. is now occupying its new quarters at 1329
Commercial street, which are much more com-
modious than the old warerooms at Bay and
Holly streets. The company’s new home has
been very admirably laid out with sound-proof
booths for talking machines and display rooms
for pianos. The ceiling of the room is arranged
with an attractive lattice work on which hang
shaded mellow lights that lend a pleasant effect
to the interior.

CONGRATULATIONS FOR H. C. GROVE

Harry C. Grove, president of the Harry C.
Grove Co., Inc., and pioneer Columbia man in
Washington, D. C,, recently celebrated his fifty-
second birthday, and was the recipient of 2 host
of congratulations from his friends. Mr. Grove
started as a Columbia dealer twenty years ago,
and is now a distributor of the Columbia line
in the National capital.

BOLSHEVISTS TALK IN WASHINGTON

Recorded Speeches by Lenine, Trotsky and
Other Soviet Officials Reproduced by Talking
Machine for Guests of the Polish Legation

WasriveTon, D. C., April 4—Bolshevist propa-
ganda was heard amid strange surroundings
here recently—on the premises of the Polish
Legation. An extraordinary audience listened
to it—distinguished officials of the United States
Government and members of the diplomatic
corps. Lenine, Trotsky and Lunacharsky were
the orators of the evening, but they spoke
through talking machine records. The Polish
minister and Princess Lubomirska were giving
a reception in honor of Mr. and Mrs. Paderew-
ski. Mr. Hughes and the ambassadors of Great
Britain, France and Japan were among the elite
company. Another guest was Sir Paul Dukes,
the young Englishman who won a knighthood
for his work as a British secret service officer in
Red Russia. For use in his forthcoming Ameri-
can lecture tour, Sir Paul brought with him a
series of extraordinary interesting Bolshevist
records in Russian. He volunteered to entertain
the Polish minister’s guests by means of an
American talking machine.

Lenine’s was the first voice heard. It is of
high and piping timbre, though not devoid of
persuasive touches of “punch.” The record was
a speech addressed to the peasantry, entitled
“What Is Soviet Russia?” The Reds seized raw
materials belonging to the English and Ameri-
can talking machine companies in Moscow and
Petrograd and from them manufactured records
which they distributed for propaganda purposes.
Trotsky’s belligerent, demagogic voice was re-
produced in “a message from the Third Interna-
tional” Tt is an appeal to the Red army to go
on fighting, that all wars may end.

Lunacharsky, soviet commissar for education,
declaimed a dirge, half spoken, half sung, to the

.orchestral accompaniment of Chopin’s funeral

march. That record was for use at services to
commemorate the deaths of “Red Rosa” Luxem-
bourg and Karl Liebknecht in Berlin, Few of
Prince Lubomirska’s guests understood Russian,
so the propaganda feil on deaf ears. One com-
prehending auditor was M. de Bach, counselor
of the Russian embassy in Washington.

TO AUCTION OFF THE ASSETS

In the matter of the Stratford Phonograph
Co., bankrupt, the trustee has filed a petition
for authority to sell at publlic auction the real
estate of the bankrupt located at Ashland, O.,
and a hearing in this connection was held on
March 30. If not otherwise ordered, the sale
will be held on April 30.

Big Value
Both Tone and Pri

Suitable for Medium Priced
Machine

8 1-2 inches, centre to centre
Large size Sound Box

Sample to manufacturers $3.00
Send for quantity prices

The William Phillips Phono Parts Corp.

ce

The William Phillips Phono Parts Corp.

145 West Forty-fifth Street

New York City
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Beauty

Because of its unmatched Beauty, Rishell furniture 1s a
part of thousands of artisic American interiors assembled
without thought of bargaining. This Beauty has found 1ts
fullest development united to Beauty of tone in the Rishell
Phonograph. This dual Beauty is the greatest builder of
permanent phonograph trade, since every Rishell Phonograph
sale prepares the way for another Rishell sale, and propor-
tionately enhances the reputation of the dealer for merchandise
of the very highest class, at average price. |

Write today for particulars of our liberal jobber contract.

RISHELL. PHONOGRAPH CO.

WILLIAMSPORT, PA.

New York Distributor: GRAND TALKING MACHINE CO.
268-270 Flatbush Avenue Extension, BROOKLYN, N. Y.
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CRYSTAL EDGE

MICA

DIAPHRAGMS

The Standard of Quality

PHONOGRAPH APPLIANCE CO.

174 Wooster St., New York

NEW HOME FOR SAMUELS-BITTEL

Close Deal for Two Buildings Which Were
Arranged for Proper Display of Talking Ma-
chines, Pianos and Players

Owensgoro, Ky., April 6.—The Samuels-Bittel
Music Co., of this city, has closed a deal for
two buildings which are to be remodeled so
that both structures will be connected, making
a first-floor window display that will be quite
metropolitan in size and appearance. It is
planned to move all talking machine records
and small goods to the Allen street building.

A special feature of the company’s new home
will be an Ampico Studio, which will be sepa-
rate from the regular piano and player depart-
ments. The talking machine and record depart-
ments will be given a large space, and there
will be plenty of booths for the convenience of
customers. A rest room with an orchestra bal-
cony will be a feature of the new building. This
will be for the use of the public, permitting them
to hear the latest popular as well as classical
music plaved every afternoon and evening.

Erskine R. Smith, Inc., furniture and Voca-
lion dealer in Charlotte, N. C, has just.remod-
eled its warerooms at 20 East Trade stréet, that
city. More space is devoted to the Vocalion
department in the rear of the store.

NEW REMINGTON CATALOG

Handsome New Volume, Admirably Produced,
Covering Remington Products and Achieve-
ments Now Being Forwarded to the Trade

A new Remington catalog has just been is-
stied from the headquarters of the Remington
I’honograph Corp., in New York City, and ex-
ceeds, in general attractiveness, all previous
literature produced by this company. This vol-
ume of sixteen pages, which is contained in an
attractive art cover, is handsomely printed on
India paper and constitutes an exccllent ex-
ample of the typographer’s art.

On the opening page appears the portrait of

I'hilo E. Remington, president of the company,
and in a” following article captioned “As Good
as the Name” a brief outline of the history of
the Remington family," up to the production of
the Remington phonograph, appears. It is in-
terestingly written. )
. In addition to a description of the four models
of the line, which are reproduced in excellent
half-tone engravings, and to each of which a
full page is devoted, several pages are given
to the ball-bearing reproducer which is one of
the distinguishing features of the Remington
line. The tone chamber and the motor are also
described in detail. An artistic layout of photo-
graphs depicts scenes in the Brooklyn plant of
tlie Remington Phonograph Corp. and a repro-
duction of the 'Remington guarantee is shown.
This interesting volume is concluded with a
page devoted to comments on the Remington
phonograph entitled “What People Say.”

INCORPORATED IN DELAWARE

The E. B. Shiddell Co. was incorporated in
Delaware recently for the purpose of conduct-
ing a business in talking machines with a capital
stock of $250,000. Those interested are Wni.
E. Schiels, Jr., Brooklyn; Robt. A. Van Voorhis,
Jersey City, and Arthur R. Qakley, Pear] River,
N. Y.

SALESMANSHIP AGAIN IN FASHION

Time to Stop Talking Hard Times and to
Hustle for Business—Burn the Crepe

Leading manufacturing institutions are em-
phasizing the importance of salesmanship in
their correspondence to dealers and salesmen
these days, and some of these letters are con-
structed along stimulating “peppy” lines. The
other day we came across one of these letters
issued by a progressive manufacturer, which
was admirably constructed throughout, and the
general tenor of which can be estimated from
the closing sentences, which we take pleasure
in representing below. This “copy’” has a real
“punch” to it—don't you think so?

Salesmanship

Salesmanship, real salesmanship, has come
into fashion again. The day of the ‘“order
taker” is over, so get vour feet out of the office;
stop talking hard times; hot-foot it up the streets
and down the alleys and by-ways, hustling for
business. Keep your tail off the ground, or it
will be stepped on by some hustling salesman
con the way to secure an order from one of your
own customers.

Go To It!

We have the money, the credit, the factories,
the labor, the materials, the brains, the initia-
tive, and we are naturally optimistic. Exercise is
the best cure for it. Go out after the orders.
Put jazz, pep, ginger into your efforts. Burn
the crepe and jump on the crepe hangers with
both feet. Wear out the shoe leather. You
will probably get some business, and anyway
it will help the shoe business. Forget the last
five years and keep your eye on the next five,
and DIG FOR BUSINESS. IF YOU DON'T,
SOMEONE ELSE WILL GET IT.

The Victor department of the Baxter Piano
Co., of Davenport, Ia, has recently been re-
modeled. Five more rooms finished in mahogany
and white have been added and the sales force
increased. This is an exclusive Victrola store.

183 CHURCH STREET

BELL HOOD

A profitable needle for dealers to sell.

THE BELL HOOD NEEDLE CO.

THE NEEDLE WITH TONE QUALITY

Made by e Bell Hood Needle Co., New Haven, Conn., U. S. A.

| IMPROVES YOUR PHONOGRAPH 100 PER CENT

“The Bell Does It”’

Is less Rasping, Consequently less Mechanical and Reproduces Purer Tone

SEMI-PERMANENT POINT—Loud—Medium—Soft

More than 2000 dealers are now selling them with splendid success.

Semi-Permanent Needle

NEW HAVEN, CONN.
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Beating the Tom-Tom—rversus
the Perfect Orchestral Performance

You remember the wicked old days of marketing phonographs.
You have all been through them. Many of you are sadder and
wiser. -

Much noise and beating of tom-toms—with circus side effects—
“what we are going to do for you"—"how we help you put over
our proposition”, etc. All sounds very familiar, doesn’t it? You
will probably say, “Disgustingly so”.

The Granby has gone along on entirely different lines. The
Granby Phonograph, in the first place, has a firm financial foun-
dation. A phonograph that 1s made right, by a carefully selected
organization of craftsmen—in an unusually well appointed plant.

The Granby Phonograph Corporation
Keeps Every Promise Made

That is why we have no warehouses filled to overflowing with
unsold instruments. But—instead—are working overtime to fill
our orders.

The selling helps for dealers are really there and ‘help close
sales. These trade aids are effective and strongly appeal to your
prospects. And added to these features is our special Advertising
and Selling Plan—the last word in phonograph co-operation.

Whrite us about it, and make money with the Granby NOW.

GRANBY PHONOGRAPH C(QD(?QD{?\TIIQI}J

# N © R F O L K -~V I
o« Jactory - Newport News. » 5
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Memorial Day Publicity as a Means of At-
tracting Attention to the Store -

S 000000 000000000 O

With the constantly thinning ranks of the
veterans of the Civil War and the sad recollec-
tions of the thousands of brave boys who fell in
the recent great struggle, Memorial Day takes
on a reverent aspect and the dealer must pro-
ceed very warily so as not to exceed the bounds
of good taste in attempting to make the occa-
sion serve his own ends.

There are a few articles, however, which can
be advertised with the greatest propriety and
among them are talking machines and records.
Music forms a large part of every memorial
program and there is no higher tribute we can
pay than to sing the old songs—the marches,
ballads and camp-fire selections beloved by the
boys of 61 and '18. A number of stores han-
dling these records last year announced regu-
lar concerts for the afternoon of Memorial Day.

The Wiley B. Allen Co., of San Francisco,
sent out cards bordered with red and blue, on
which were printed the program and a cordial
invitation to all music lovers to attend. The
selections ranged from “Yankee Doodle” and
“The Girl I Left Behind Me” to “The Battle
Hymn of the Republic” and “Rock of Ages.”
There were included many of the songs of 61,
such as “Marching Through Georgia,” “Tenting
on the Old Camp Ground” and “Rally Round
the Flag”; those popular during the Spanish
War and, of course, a number of the late popu-
lar favorites, “Keep the Home Fires Burning,”
“The Yanks Are Coming” and the beautiful
“Flanders Fields.” As each record was placed
upon the machine the young woman in charge
of the concert gave a short talk on_ the origin
of the song and something of the composer. At
the conclusion the entire audience was invited to
join in singing “America.” To call special at-
tention to its Memorial Day records a beau-
tiful window was arranged. It was backed with
a big flag, which occupied the entire rear wall.
At either side were placed talking machines
and in the center was a pedestal draped with
a flag and topped with a gilded eagle. Strewn
over the floor were a number of patriotic rec-
ords—"“America,” “Star-Spangled Banner,” “God
Be With Our Boys To-night” and a great many
others. Tall cards of green, lettered in gold,
leaning against the Victrolas, observed: ‘Let’s
keep the old songs alive,” “These songs gave
the boys their fighting spirit that won the war”
and “You should have these records in your
collection.” A tall card in the center bore a
score of martial songs and marches and a vase
filled with blue flowers gave the finishing touch
to the display.

The Byron-Mauzy Co. San Francisco, is an-
other company that arranged a beautiful me-
morial window featuring talking machines. On
a platform draped with deep blue cloth were
placed three talking machines, to the center one
‘being attached a large wreath of glossy leaves
and palm, branches and from which extended
long, broad streamers of red, white and blue
ribbon. Against the platform was a gilded card,
lettered in black, “War Songs are memorials—
they are preserved for all time on the Victor
and Columbia records.” Behind the card were
placed two American flags. At either side were
records arranged in a rack in pyramid form,
back of -the topmost record being placed a vase
of white lilies. At one side, on the floor, was a
Victrola, with motor attachment, which ren-
dered over and over again one of the patriotic
songs—the music being wafted through the open
doorway to the passing crowds.

Sherman, Clay & Co., San Francisco, had a
large window, the background of which was
draped with two large flags. A panel in the
center of red and white was topped with an
American shield. In the center of the display
was a large mound covered with an army

bianket, on which were a bass and a snare drum,
bugle and silk flag. At either side were shown
Victrolas with flags draped across them. Close
to one of them was a large framed picture of
John McCormack, beneath which was a card, to
which was fastened a record of the *“Star-Spangled
Banner.” The card advised: “When John Mec-
Cormack received his citizenship papers last
year the first song he sang was ‘The Star-
Spangled Banner’ Hear it on the Victrola
to-day.”

The Oakland Phonograph Co., Qakland, Cal.,
showed a wax model of a U. S. marine stand-
ing back of a machine gun, in front of which was
a large American shield. At either side were
guns and sabres, while perched on the gun car-
riage was one of the Victor dogs. Near it was
a Victrola, on the top of which was another
dog. The window was backed with a large
flag and on the floor close to the glass were
strewn a number of patriotic records. A large
card on an easel suggested:

YOU HAVE HEARD OF THE GRIM
DOGS OF WAR
But here are the
DOGS OF PEACE
They say that music hath charms to
soothe the savage breast. Try the effect
of sonie of these records when weary of
the day’s strife.
“And the night shall be filled with music,
And the cares that infest the day
Shall fold their tents like Arabs—
And as silently steal away.”
The Hauschildt Music Co., Oakland, Cal., had
a combined Memorial Day and forest outing

I

By W. Bliss Stoddard
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window. The ground was covered with pine
needles and cones. Branches of eucalyptus
foliage were massed in the background, amid
which were clusters of wild flowers. In one
corner was a small tent with a blanket inside
and a flag flying from the ridge pole. (This
flag was kept in motion by an electric fan con-
cealed from view.) On a packing box was a
portable phonograph, with records strewn about.
The machine was playing the “Star-Spangled
Banner” and a little fellow in the uniform of
a Boy Scout was standing at attention. A card
on the easel at one side suggested:

“TAKE A PHONOGRAPH WITH
YOU ON YOUR OUTING—Stock up with
a selection of patriotic records and you can
celebrate Memorial Day, Flag Day or
Fourth of July with as much fervor as
though you were in the midst of throngs of
people.”

SOL LAZARUS BUYS BUILDING

Sol Lazarus, the well-known talking machine
dealer of New York, who has for some years
been located at 216 East Fifty-ninth street,
has purchased from Joseph E. Bloomingdale
the three-story building at 221 East Fifty-ninth
street, which will house the Lazarus talking
niachine business at an early date.

The Dubuque Music House, Dubuque, Ia.,
has arranged for remodeling its store and in-
stalling six new booths of modern design. M.
S. Germain, the proprietor, is a great admirer
of the Victor, which he handles.

VICTROLA

‘ This will be a

SUMMER'

“Dance Any Time”’
YOUR VICTROLA IS ALWAYS READY!

with a

KNICKERBOCKER READY-TO-

PLAY CARRYING CASE

For Victrola IV Case
$20.00 List

For Victrola VI Case
$22.00 List

Trade prices upon application to
your nearest Victor wholesaler, or

KNICKERBOCKER TALKING MACHINE C0. |

f
l INCORPORATED

METROPOLITAN VICTOR WHOLESALERS
ABRAM DAVEGA, Vice Pres.

138-140 West 124th Street

New York City
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TALKING MACHINE MEN, INC., MEET

Irwin Kurtz Heads Local Association—C. M.
Tremaine Tells of Music Week Plans—Hope
to Form National Association

The Talking Machine Men, Inc., the organi-
zation composed of talking machine dealers of
New York, New Jersey and Connecticut, held
its annual meeting and election on the after-
noon of March 23 in the Pennsylvania Hotel,
New York City.

The officers selected by the nominating com-
inittee were elected unanimously as follows:
Irwin Kurtz, president; Ernest Leins, vice-pres-
ident for New York; Benjamin H. Roth, vice-
president for New Jersey, and James Donnelly,
vice-president for Connecticut. A. Galuchie was
again elected treasurer and Edward G. Brown
succeeded himself as secretary.

C. M. Tremaine, director of the National Bu-
reau for the Advancement of Music, addressed
the association on the coming celebration of
Music Week in New York City, April 17 to 24.

Mr. Tremaine reviewed the activities of his
Bureau and called the attention of his hearers
tc the many channels in which it has been able
te carry on propaganda for the general good
of music and the music industry, particularly
the work in schools and with civic bodies. At
the close of his remarks he asked the support
of the association in the expenses entailed in
carrying out the Music Week program. He
showed that practically all other representative
organizations of the allied music industries had
made contributions. He also requested the
dealers to arrange plans to hold individual con-
certs in their stores throughout the period men-
tioned.

Following Mr., Tremaine’s remarks the presi-
dent appointed a committee to arrange plans to
gather funds for the Bureau’s Music Week ac-
tivities. The committee was composed of M.
Max, Chester Abelowitz and M. W. Gibbons.

The association went on record as favoring
the proposed law which will make it necessary
for those moving the goods of tenants from one
house to another to record with some city offi-
cial the addresses of the place from which -the
goods were removed and of the place to which
they were delivered.

Much discussion developed over the merits
of the various plans now before Congress to
change the present tax methods. It appears
to be the unanimous opinion of those present
that the proposed tax on sales was the most
feasible and would be the most successful in

creating the funds found necessary by the Gov-
ernment. The dealers were urged to write
te their Senators and Congressmen in favor of
the sales tax measure.

Upon assuming the chair the new president
of the association, Irwin Kurtz, said: *These
are critical times and we all want to dig in
and do something for the benefit and general
good of the trade. In unity there is strength
and the time has arrived when each and every
member must contribute his time and attention
to the problems brought to the attention of the
organization.”

He reviewed the accomplishments of the as-
sociation since its organization, which include
a uniform standard contract, exchange of in-
formation on collections and the elimination
of much misleading advertising. He proposed
the adoption of the following program as the
work for the association during the coming
months: Joint advertising, the establishment of
a trade-mark which the members of the asso-
ciation can use on their letterheads and in
their advertising copy, the charging of interest
on instalment contracts, raising the standard
ol the terms on such contracts, a committee pre-
pared to give counsel and advice, an educational
canpaign for a better business program and
the opportunity for music publishers to place
before the association their plans for giving
songs publicity prior to their release so that
the dealer may have some knowledge of the
merits of the song and the scope of the pub-
licity campaign to be associated with the num-
ber.

The organization is also taking much inter-
est in the plans for forming a national associa-
tion of talking machine dealers. E. G. Browne,
the secretary of the Talking Machine Men, Inc,
will take this matter up at the annual conven-
tion of the National Association of Music Mer-
chants, which is to be held in Chicago in May.
At that time he is also to meet the secretary
of two organizations from the West and Pa-
cific Coast territory who are also interested
in a national.association of talking inachine
dealers.

DEALER DEMONSTRATES SONORA

Mrs. Bertha Rosamond, who conducts a very
complete talking machine store in Haddam,
Kan., recently held a demonstration in the
Opera House of that city of the Sonora, together
with the Magnavox. This demonstration was
well attended and attracted much interest
among music lovers and the general public.

—

Putnam-Page Company

VicTgR DISTRIBUTORS

to their profit.

| We are Exclusive Victor Wholesalers extending to Victor
dealers in the territory we cover a service that is distinctive
and thorough. The most progressive Victor dealers in Central
Illinois and its environs have availed themselves of that service

{ Ask any Putnam-Page dealer what he thinks of our service
and how he has profited from it in the past.

PUTNAM-PAGE COMPANY

Victor Wholesalers Exclustvely
PEORIA, ILLINOIS

ILSLEY’S GRAPHITE PHONO

SPRING LUBRICANT

Ildey’s Lubricant makes the Motor make good
Is prepared in the praper consistency, will oot run out, dry up, or
become sticky or rancid. Remaiuns in its original form lodefinitely.
Putupin 1, 5, 10, 25 and 50-pound cans for dealers.

This lubricant is also put up io 4-ouoce cans to retail at 25 cents
each upder the trade name of

EUREKA NOISELESS TALKING

MACHINE LUBRICANT
Wrile for special proposition to jobbers.
ILSLEY-DOUBLEDAY & CO., 229-231 Front St., New York

A CLEVER FEATURE WINDOW

Wittstein’s Music Shop Arranges a Most Effec-
tive Window Around a Special Record

The photograph herewith is a reproduction of
the window displayed by a Columbia dealer,
Wittstein’s Music Shop, 110 Church street, New
Haven, Conn,, on a special record release “Ro-
sie.” Special noteworthy features are the rose
hoop, the poster announcing this popular fox-

How “Rosie” Is Displayed
trot and the unique stenciled “Rosie” trim at
the top of the window. In the evening the trim
glows like a veritable rose. This is only one
of the many attractive windows which Mr. Witt-
stein displays, tying up with special releases
and which merits special praise.

FACILITIES GREATLY INCREASED

The New York Recording Laboratories, 1140
Broadway, New York City, recently announced
that, despite the increased activity in the record
feld, the enlarging of their quarters and altera-
tions as well as new equipment make it possible
to consider the acceptance of additional labora-
tery work.

The New York Recording Laboratories, es-
tablished in 1917, are under the direction of A. J.
Faum, who has had long experience in the re-
cording field and is recognized as a technical
expert in that line of work. In addition to re-
cording the plating and pressing of accepted
work is undertaken.

ENLARGE TALKING MACHINE SECTION

Youxestowx, O., March 31.—Ress Bros., promi-
nent music dealers, of 408 West Federal street,
have arranged to expand their talking machine
department materially in order to take care of
the growing business. Ten new demonstrat-
ing booths will be added and the company's
line will be adjusted to carry only Victor and
Columbia products. The company maintains a
branch at 3414 Wilson avenue.

RECORD MANUFACTURERS

COTTON FLOCKS

OF SUPERIOR QUALITY
Cut to Meet YOUR Requirements

Write for Samples and Prices

CLAREMONT WASTE MFG. CO.
CLAREMONT, N. H.
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REFLEXO PRODUCTS CO., Inc.
347 FIFTH AVENUE

Canadian Distributors: The Musical Mdse. Sales Co., Toronto
Foreign Export: Chipman, Lid., 8-10 Bridge St,, New York City
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NOW AN AMPLIFIER FOR NURSERY

Latest Development Is an Arrangement Where-
by Pa and Ma Can Hear Their Hopeful Wail

Unless scientific progress declares a halt soon
there will be little respite for parents of the next
decade. The day when the proud fathers could
hide their heads under the covers those \Winter
nights and console themselves with the thought
that a little squawking would work to the vocal
advantage of their young hopefuls is no more.
P. A. Curry, of Baker, Ore., has come to the aid
of the neglected infants.

Mr. Curry is a father who takes his state with
a certain sense of responsibility. Recently he
attended an electrical demonstration and ob-
tained from the \Western Electric Co. informa-
tion on the loud speaker, the magnifying appa-
ratus used to carry the voice at the big con-
ventions.

It happens that Curry, the younger, sleeps
in the porch nursery. His biggest source of
complaint is the fact that on several occasions
he has had to do without company in the wee

small hours because his cries were unheard by
his sire. Curry, the senior, has made plans to
wire the nursery. Three loud speaking trans-

mitters will be installed over the infant’s bed -

connecting with a receiver over that of his
father.

In the future, instead of being compelled to
sleep with one ear open awaiting a summons
from the nursery, pater familias can rest con-
tent, assured that he will be awakened by a
great shout every time his infant charge sees
fit to announce his awakening.

SECURE THE VICTOR LINE

Oscar Haserot, the well-known music dealer
of Elyria, O., has secured the agency for the
Victor line of talking machines and records,
which he intends to push in his territory.

The Colonial Club, of Meriden, Conn., re-
cently enjoyed a very delightful concert through
the medium of the Edison phonograph, thanks
to the enterprise of A. D. Elster, proprietor of
the Edison Shop of that city.

INDIVIDUALITY IN YOUR PRODUCT
WILL MEAN MORE SALES FOR YOU!

Competition in talking machines is growing more strenuous each day.
question of price any longer but of quality—higher quality and better tone.

the claims of quality and tone reproduction in your product—make it be individual.

Equip Your Phonographs With
EMPIRE UNIVERSAL TONE ARM and REPRODUCER

It is not a
Maintain

No, 1
Plays
only lateral
cut records.
Retails
at $5.00

1362 EAST 3rd STREET

We are prepared to submit to reliable manufacturers samples of our tone arms and
reproducers in order to enable them to determine the merit of our product.
are low and the quality of our product is second to none.
and quotations and give us an outline of your 1921 requirements.

We Also Manufacture Attachments for Edison Phonographs

THE EMPIRE PHONO PARTS CO.

Our prices
Write or wire us for samples

No. 2
Plays all
records.
Retails
at $7.50 ~

CLEVELAND, OHIO

‘ FOR YOURI

PHONOGRAPH

Made in Our
Watch Oil

DEPARTMENT

which for half a century
has made 80% of all the
watch, clock and chronom-
eter oil used in America.

The Best Ol For Any Talking Machine

In refining, Nyoil is given the same care as our
famous watch oil receives. All gums and impur
ties are removed, leaving it

Colorless, Odorless and Stainless.

Housekeepers say they would mot be without
Nyoil hecause it is hest for phonographs and sew-
ing machines—for polishing furniture and wood-
work and is odorless and will not stain. It is free
from acid and will not gum, chill or become
rancid. Sportsmen find it best for guns because it
prevents rust,

NYOIL is put up in 1-0z., 3%-0z. and 8-0z. Bottles
and in Quart and Gallon Cans.

For Sale by all Talking Machine Supplies Dealers

WILLIAM F. NYE, New Bedford, Mass., U.S.A.
SCORE ONE FOR LANDAU

Hazleton Paper Tells How It Pays to Have
Won a Reputation for Full Record Stock

Carrying a most complete record stock
is a valuable asset to the dealer. This was dem-
onstrated very effectively the other day, as can
be seen from the following item in a Hazleton,
Pa., paper:

That the Landau music store on North Wyo-
ming street, this city, carries a stock of Victrola
records more complete than any establishment
in this State, or even New York, was shown to-
day in the receipt of a letter from Arthur El-
liott, of 11 Albion street, Paterson, N. J.,
an actor who appeared during the week in a
one-night show at Freeland.

While playing in the North Side town he
went into a Victrola store and inquired if they
had the duet from Norma sung by Gliick and
Homer, which he said he had been trying vainly
to secure in every city that he has visited so
far this season, including New York.

Freeland could not supply the actor, but the
lady clerk offered to call up the Landau store
because she said it has the biggest stock in
Pennsylvania. The Landau firm had the rec-
ord and to-day received a letter from Mr. Elliott
enclosing remittance and thanking the local
concern fof its prompt reply.

HEAR RECORDS OF THE BIRDS

A rather unusual feature at the annual “con-
versazione” of the Belfast Naturalists’ Field
Club, held recently in that noted Irish city,
were the records of blackbird, thrush and night-
ingale songs on a gramophone contributed by
T. Eden Osborne, the prominent talking machine

ierchant of Belfast. The distinguished assem-
blage displayed the greatest interest in these
records and were profuse in their thanks to Mr.
Osborne for the opportunity afforded of hearing
these versatile and beautiful singers.

ISSUES LISTS OF FOREIGN RECORDS

The Victor Co. in sending out its advance copy
of the April supplement also included some very
interesting lists of records in Arabian, Bohe-
mian, Finnish, Greek, Hebrew, Italian, Lithuan-
ian, Mexican, Norwegian, Polish and Swedish.
To dealers who are reaching a constituency
largely made up of people born in foreign coun-
tries these lists should make a wide appeal.
This is a trade worth cultivating, because so
many people retain a love for the music and
songs of their fatherland that it will pay them
to analyze their territory and cater to its needs.

A wise man doesn’t need advice, and a fool
won’t take it.
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REPRODUCERS

and Brass for

EASTERN REPRESENTATIVE

IRONCLAD MOTORS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS { TURNTABLES Stylus Bars
TONE ARMS Grey Iron '}dgggl}“ﬁ&gMES Screw Machine Parts

HORNS and THROATS

Direct Quantity Importations On { PHONOGRAPH NEEDLES

CHERINGTON MFG. CO, D R DOCTOROW

Talking Machine Hardware
JEWEL and STEEL (Bulk or Packed)
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East g2nd St., NewYork
Tel. Vanderbilt 5462

REMINGTON CO. DOUBLES STOCK

Important Matters Discussed at First Annual
Meeting of Stockholders of Remington Phono-
graph Corp.—Expansion All Along the Line

Some seventy stockholders of the Remington
Phonograph Corp. were in evidence at the first
annual meeting of the stockholders held on
March 14 at the offices of the corporation, 1664
Broadway, New York. More than 60,000 shares
were represented at the meeting, which elected
the following Board of Directors: Philo E. Rem-
ington, James S. Holmes, Harry F. Sieber, G.
Henry Stetson, E. Remington, Everett H.
Holmes and John Fletcher. It was voted unan-
imously to double the capital stock of the cor-
poration by providing 200,000 shares of no par
value, instead of 100,000 shares at $10 par, as at
present. J. S. Holmes, the vice-president, stated
after the meeting that arrangements had been
made with New York banking concerns to un-
derwrite the proposed new issue.

The vice-president’s report showed that the
coerporation lhias over 500 dealers operating un-
der exclusive territory contracts—that there has
been a steady increase in business since last
September—that the various plants of the Rem-
ington Phonograph Corp. are now producing
every part of the instrument under their own

roofs. Details of the acquisition of the Olym-
pic Disc Record Corp. were also announced at
this meeting, as well as the signing of a num-
ber of exclusive artists to record for the Olym-
pic record. The stockholders also had the
pleasure of hearing the first Olympic records
produced under the Remington management,
and they were enthusiastically applauded.

A motion picture film depicting the history of
the Remington family from 1816 to the present
date was displayed at the conclusion of the
meeting and created much enthusiasm.

WILL BE GUESTS OF HONOR

When the New England Advertising Associa-
tion holds its second annual meeting at New
Haven next October it will have as its guest
of honor and chief speaker Vice-President Cal-
vin Coolidge. Richard H. Lee, director-coun-
sel of the vigilance committee of the Associated
Clubs; George W. Hopkins, president New York
Advertising Club and general sales manager of
the Columbia Graphophone Co.; Bruce Barton,
liead of Barton, Durstine & Osborn; Dr. Paul
H. Nystrom, manager-director of the Retail Re-
search Association; Reuben H. Donnelley, for-
mer president of the Associated Clubs and head
of the Reuben H. Donnelley Corp., and Irvin
S. Cobb will be among the other speakers.

REACHING PROFESSIONAL PEOPLE

Some Pertinent Questions That Dealers Should
Carefully Consider and Act Upon

Some very timely questions are set forth in a
recent issue of the Dealers’ Service bulletin
sent out by the Putnam-Page Co. Victor dis-
tributor of Peoria, Il1l. For instance:

“Are you featuring your shop to give special
and dntelligent service to professional people—
real musicians who are often wonderful cus-
tomers for Red Seal records?

“Do you follow the musical clubs with spe-
cial service—service to people who understand
its worth?

“Do you follow the schools with the special
service that the school work demands and edu-
cational people appreciate?

“Are you proving that you are capable of
giving ‘the service you feature—or that you
should feature?”

The dealers who cannot answer these ques-
tions in the affirmative owe it to themselves to
get busy and build up their fences so that they
may be prepared to reach the class of trade
tliat may be now going past their door.

ADVERTISING AS CREDIT GUIDE

“When we hear of a man cutting down on his
advertising,” said a wise bank president, “we
cut down on his credit.” With business in the
condition it is at the present time every busi-
ness man should interest himself in effective
advertising campaigns. Good business is com-
ing again and now is the time to make prepa-
rations to get your share of it. When one has
leisure, one has time to plan carefully and to
good purpose.

It requires more than a popular or catchy
advertising phrase to establish a product in the
world’s markets—the article must have merit or
it will not be a permanent success.

| The Advent of Sales on the

1)

SINEETE
aEEEan s
Portable Models 1
The season for the Victrola IV and VI will start much HRHH,
earlier this year. At any rate the time is at hand when i HHH \
your plans for the sale of these appropriate Victor i i}
models should be arranged. sinam=s anary
The Victrola IV and VI, as do : T i
all other Victrolas, create 2
their own sales where the & 8 ax
dealer gives them the neces- f G .
sary attention, display, etc. W“ﬂ t g8
The coming season will show &_ '“1 1
e a distinct demand for these = HH
instruments. “ \?;[ asaa Eﬂt'

We will be glad to assist you in arranging plans to . T
care for such business in your territory. ' j HE
COLLINGS & COMPANY X

Victor "Distributors throughout Northern
New Jersey and Northeastern Pennsylvania

. PLUM BUILDING
Clinton and Beaver Streets Newark, N. ]J.

Note: Use U-Sav-Your dressing and preserve the
beautiful original factory finish on your cabinets.
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RECORDING, PLATING and PRESSING

The New York Recording Laboratories offer to the Phonograph Industry thoroughly
up-to-date facilities for Recording, Plating and Pressing 10-inch Disc Records.

Laboratories located in the heart of New York’s musical life.
Extensive manufacturing facilities at Port Washington, Wis.
Inquiries regarding recording, selection of artists, songs, etc., invited.

The New York Recording Laboratories

Est. 1917

1140 Broadway, New York, N. Y,

THE “TALKER” IN THE SCHOOLS

Position of the Talking Machine as an Educa-
tional Factor More Widely Recognized

An increased appreciation of the value of the
talking machine as an educational factor is ap-
parent from the editorial comments which are
appearing these days in the newspapers, partic-
ularly in the smaller cities. For instance, the
St. Augustine (Fla.) Evening Record of recent
date contained the following well-considered
editorial under the caption, “Music in the
Schools™:

“Fortunate indeed is it for school children that
people are beginning to realize music can be a
part of the school curriculum, even when funds
do not permit of the payment of a special teach-
er of music. A school of the present day which
lacks a good talking machine as part of its
equipment is as much out of date as a school
which has no reference library, and those schools
which are better equipped will make forward
strides, leaving others far behind. It is now
realized that the talking machine is no longer
a_thing of luxury or indulgence, but a real ne-
cessity for every home and school, and for
those who do not know exactly what records

should be procured in order to inculcate in
children a desire for the best there is an abun-
dance of helpful literature. There could be no
finer or more worth-while work than that which
is carried on by the education department of one
of the largest and most famous talking machine
companies in the country, looking toward a de-
velopment of musical appreciation among our
young people and a gradual development of
their tastes and inclinations above the deplorable
‘jazz level’ of the present day.”

WHEN GALLI-CURCI SANG TO SEVEN

Hartley Rowe tells the story that when he
was an engineer on the Panama Canal he heard
Galli-Curci sing at Panama City. There were
ounly seven persons in the hall. “Did the singer
slight her work?” he was asked.

“Not a bit of it,” answered Hartley. ‘“She
gave the seven of us the best she had, and the
next night the hall was crowded.”

Possibly there is a moral in this for you or
somebody else.

The Cummings Pharmacy has opened a talk-
ing machine department in Castile, N. Y., han-
dling the Victor line.

SELLING IDEAS EMPHASIZED

In Some Very Attractive’ Bulletins Sent Out
by the Naticnal Cash Register Co.

Davyton, O., March 31.—Reflecting the intensive
and highly efficient selling organization of the
National Cash Register Co. of this city, are
the very attractive bulletins which it has
recently sent out to the trade. These are made
up in colors and represent advertisements which
this company inserted in the leading magazines
in the country recently, and contain many good
selling ideas which the dealer can utilize in the
development of business. Especially attractive is
one of the folders appealing to the selling force
of not only the National Cash Register Co., but
the country at large. It emphasizes the fact
that the next four months dealers will show a
surpius in sales by applying intensive sales
methods in their organizations. Publicity meth-
ods of this kind certainly place the National
Cash Register Co. among the leaders of the
country in efficient sales organizations.

Sleeping on it before deciding is all right,
Lut don’t sleep too long—you may have a com-
petitor who does not need so much sleep.

Plays All Makes of Records

The General
Phonograph Mfg. Co.

Model ‘“E’’ Table Phonograph
The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTITY

New Model “‘E”’

Write for our Proposition

The General Phonograph Mfg. Co.
ELYRIA, OHIO ‘

K
N

Superior Tone Quality

T
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Mamie Smith,
Your Best Seller

The sales value of a MAMIE SMITH record

is emphasized daily by the fact that there is

a noticeable steady demand, and that this de-

mand grows with each new release of a

MAMIE SMITH record.

Because she has developed an individual man-

ner of singing Blues, she stands apart and

above other Blues interpreters.

MAMIE SMITH has an artistry for vocal

characterizations that has won her the title

oi “Queen of Syncopated Harmonies.”

Are you featuring MAMIE SMITH?

Are you keeping your stock equipped so that

you may take care of active requests?
Restock on all MAMIE SMITH records.
Then start a MAMIE SMITH campaign.

CRAZY BLUES

The Records Most in Demand

Complete List of Mamie Smith Records
POPULAR BLUES—VOCALS

THAT THING CALLED LOVE.................... Mamie Smith
YOU CAN'T KEEP A GOOD MAN DOWN ...... Mamie Smith
.............. Mamie Smith and Her Jazz Hounds
IT’S RIGHT HERE FOR YOU. .Mamie Smith and Her Jazz Hounds
THE ROAD IS ROCKY........ Mamie Smith and Her Jazz Hounds
FARE THEE HONEY BLUES. Mamie Smith and Her Jazz Hounds
MEM’RIES OF YOU, MAMMY .Mamie Smith and Her Jazz Hounds
IF YOU DON'T WANT ME BLUES

LOVIN’ SAM FROM ALABAM .Mamie Smith and Her Jazz Hounds
DON'T CARE BLUES.......... Mamie Smith and Her Jazz Hounds
JAZZBO BALL........cooovie e, Mamie Smith and Her Jazz Hounds

“U” NEED SOME LOVING BLUES

{
|
Mamie Smith ‘
Advertises in Person \

Uuder the direction of the Standard Amusement Co.,
Mamie Smith, assisted by her All Star Revue, a large
company of well-trained artists, is giving concerts
in all the large cities throughout the country. Due
to lher popularity, capacity-filled houses are guaran-
teed. And the enthusiasm created, in turn, bas In
every instance stimulated the sale of her records.

She has recently filled engagements In Chicago, In-
dianapolis, Evansville, Lexington, Memphis, Little
Rock, Tulsa, Oklahoma City, Dallas, Fort Worth,
Houston, Waco, Beaumont, New Orleans, St. Louls,
Chattanooga, Atlanta, Savannah, Richmond, Nerfolk,
Wilniington, Philadelpbhia and numerous other citles.

A CONCEKT TOUR OF THIS CHARACTER IS THE
VERY BIGGEST THING IN ADVERTISING.

We have the records and you the demand. Place an
ovder to-day and have both,

Mamie Smith and Her Jazz Hounds

Mamie Smith and Her Jazz Hounds

Records

&8

. GENERAL PHONOGRAPH CORPORATION g

OTTO HEINEMAN, President . RECORD]
25 West 45th Street

New York City, N. Y. QYK
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MUSIC AND PSYCHOLOGY

Edison Mood Change Charts Show Reactions
of Listeners to Various Kinds of Music—
Award Offered for Best Research Work

Just as when Gutenberg devised movable type

it meant the beginning of printing and the dis-
semination of literature among the people in
general, so, when Thomas A. Edison invented
the phonograph, it meant the universal distribu-
tion of music. I'he effects of literature upon us
‘are familiar enough and the remarkable influ-
ence of music has been felt by everybody. But,
while the effects of literature are easily traced
to definite words and ideas, it is far less easy
to say why certain tones, chords and musical
progressions affect us as they do.
" Mr. Edison is intensely interested in music’s
pervasive and mysterious influence on the mind
‘@nd spirit. For more than a year the great
inventor has been trying, in various ways, to
stimulate general interest in this complex and
fagcinating problem. Through Professor W. V.
Bingham, professor ‘of psychology and directov
‘of the division of applied psychology at the Car-
negie Institute of Technology, Pittsburgh, Mr.
“Edison has, among his other activities in this
‘direction, offéred a ‘prize of $500 for the most
imeritorious research on the effects of music
‘submitted by psychologists before October 1,
‘1921, to the American Psychological Associa-
‘ticn. Dr. Bingham and a corps of associates
have also been busy conducting innumerable ex-
periments to ascertain causes of the power ex-
erted by various types of music on the human
being. Among the most significant experiments
in the psychology of music undertaken by the
Edison Laboratories is the Mood Change Chart,
which is being distributed to the public at large.
The charts, properly filled in, annotating the
reactions to music, are coming in to the Edison
Laboratories from all points of the compass.
Mood Change parties are springing up every-
where, and it looks as if they would prove to
be one of the most popular forms of “parlor
entertainment’ suggested in many years.

The Edison Mood Change Chart offers a most
fascinating means ~of studying emotional re-
action. It also possesses the virtue of extreme
simplicity, as even a child can readily under-
stand its operation. An unusual development of
the Mood Change Chart and Party Plan is the
.attention and curiosity aroused in the minds
of newspaper men. They look upon it as pos-
sessing new$ value of high importance.

In a recent interview with Mr. Edison, his
interlocutor recalled to him the statement of
certain psychologists that colors had so definite
a reaction on the nervous system as to afford
cures in the case of certain phobias, and the
inventor was asked whether, in his belief, music
might some day be similarly used, whether its
/psychological reaction might be as definitely
‘ascertained.

“The reactions of tone should be far more
certain than those of color,” said Mr. Edison,
“because so many people are color-blind,
whereas far more persons respond to tone.”

Your Oppdrtunity to
Buy at the Right Price

We . manufacture 3 and 5-ply
panel stock in all thicknesses
and woods. Also 3-ply skelf
stock for Talking Machine
Cuses..

Ask for quotations on our Talk-
ing Machine Crating Boxes.
They are built of solid woods.

THE BRANDTS FURN. CO.

g CELINA, OHIO

HARPONOLA

Talking Machines

The Harpbnqla looks fine and is
fine.

In every mechanical unit, in every
line and detail of finish, the
Harponola is highest grade.

On this substantial basis
dealers are building a
profitable and distinctive
trade.

The Harponola dealer
has a line with talking
points and exclusive
features—and since we
do not flood any section
with dealers overlapping
each other’s territory,—
this Harponola dealer
can afford to work
his own territory. He is
building a trade for
himself—and not for
someone else—

with the “GOLDEN VOICE”

The Harponola golden spruce
horn, or resonant tone chamber,
is scientifically correct for true
musical reproduction.

The rich- golden tint and fine
modeling of this horn are so truly
beautiful that they hasten sales.
Of course the Harponola plays
all records.

And we co-operate with practical
advertising material and dealer
helps.

IMPORTANT—The new Harponola cabinets are now ready,—
four of the new models being elegant console period designs.
Full information on request.

Get our Okeh Record Proposition, also.

THE HARPONOLA COMPANY
101 MERCELINA PARK CELINA, OHIO
Edmund Brandts, President

Harponola Cabinets are built by the Mersman Brandts Brothers in a separate up-to-date factory
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EX-PRESIDENT TAFT

is only one of the prom-
inent men who have
relied upon Magnavox
Telemegafones to put
their messages across to
many thousands of people
assembled to hear them.

Magnavox equipment

allows you to put either

music or voice before the

maximum number of
people.

MUSIC and VOICE

TELEMEGAFONES

TYPE MV-1

Are a wonderful sales
help for moving records
or phonographs. They sell
them to large numbers of
people at one time. They
increase the volume of the
voice or phonograph many
times and can be attached
to any phonograph to play
all records.

Manufactured by

The Magnavox Co., Oakland, Cal.

New York City Office, 1270 Broadway

LCistributed By

CIIICAGO, ILL. Telephone Maintenance Co. W
BOSTON, MASS., Musical Supply and Eguipment Co.
DALIAS, TEXAS, Sonora Distnibutirg Co.

DAYTON, OHIO, J. W. Sands Co.

INDIANAPQLIS, IND., Kiefer Stewart Co.
MINNEAPOLIS, MINN,, Minneapolis Drug Co.

NEW YORK CiTY, I. O. Morr:s Co., Inc., 1270 liroadway
TORONTO, CANADA, L. Montagnes & Co.

WICIIITA, KANSAS, Southwestern Drug Co.

Write for Bulletin MV-14

ApriL 15, 1921




Arric 15, 1921

THE TALKING MACHINE WORLD

37

MUSICAL INSTRUMENTS WELL ADVERTISED IN NEW YORK

Statistics Prepared by the New York Evening Post Show That Over Three Million Lines of
Musical Advertising Appeared in Daily New papers in New York During the Past Year

Although manufacturers and retailers of mu-
sical instruments are frequently advised to in-
crease their advertising appropriations, facts in-
dicate that the total of such advertising in the
course of a year is very heavy.

Musical instrument advertising in the New
York newspapers during 1920, for instance, to-
taled 3,009,064 lines, of which 1,144,702 lines
were carried in the morning papers and 1,864,-
362 were used in the evening papers. These
figures were furnished by the statistical depart-
ment of the New York Evening Post. In com-
piling these figures for the morning papers the
five leading journals were considered: the
American, Times, World, Tribune and Ierald.
The scope of the evening papers embraced the
Evening Journal, Evening Post, The Sun, Eve-
ning Telegram, Evening World, The Globe,
Brooklyn Eagle, Standard Union and the
Brooklyn Times.

In computing the musical instrument adver-

tising only strictly musical houses were con-

sidered. That is to say, department store ad-
vertising of musical instruments was not in-
cluded in the total, and only advertising of man-
ufacturers, jobbers and dealers who carried
musical instruments exclusively was consid-
ered. In New York the department stores have
devoted large space to the advertising of both
pianos and taiking machines and if this adver-
tising were added to the above figures the total
would be considerably larger.

While at first glance it would seem that more

advertising was done by musical instrument
interests in the evening papers it must be re-
membered that the total of 1,864,362 lines was
distributed among ten newspapers, while the
norning lineage, 1,144,702, was computed from
five newspapers. The amount of musical instru-
ment advertising in the evening papers is not
quite twice the amount of that in half the num-
Ler of morning papers. On the whole, the
morning papers seem to carry the greater
amount of advertising, especially since they get
out Sunday editions in which the advertising
runs very high, and in which the musical instru-

ment advertising has always figured largely. -

The balance, however, seems to be rather
close, indicating that the advertising done by
dealers and manufacturcers and members of the
music industry as a whole is fairly consistent.

The total advertising. lineage in the-evening.

papers in 1920 was 81,467,688 and the musical
instrument advertising was a little more than
two per cent, or 1,864,362 as given above.

Were the musical instrument advertising of
the several department stores included in the
total it would represent a substantial addition,
for Wanamaker’s, especially, and Gimbel Bros.
and Bloomingdale Bros., devote a very sub-
stantial portion of their advertising allotment
to pianos, talking machines and other mu-
sical instruments. Unfortunately, figures re-
garding department store advertising in musical
instruments are not available at the present
ume.

TEACHING FOREIGN LANGUAGES

Talking Machines Being Utilized in Training
Schools of U. S. Marine Corps at Quantico,
Va.—How the Plan Is Operated

Talking machines are being used in the train-
ing school of the U. S. Marine Corps at Quan-
tico, Va., for the purpose of teaching foreign lan-
guages. Each student has a table model with
ear tubes, and follows the record pronunciation
instructions by using a foreign text book. This
plan has been found to be better than using a
large machine for an entire class of sixty or
eighty, as was customary .in thé past. By pro-
viding a small machine for each pupil record
instructions can be repeated as often as desired.
In this way there is a greater certainty of the
knowledge percolating the mentality of the stu-
dents than by class instructions. In connection
with this method of teaching there are lectures

by the professors covering the language courses.
This has been found very effective.

AN UP-TO-DATE VlCTOR STORE

Talking machine travelers who have visited
Washington, Pa., are very enthusiastic in their
praise of the attractive store conducted by the
G. W. P. Jones Music Co., Victor dealer in
that city. The establishment is quite metropol-
itan, and has sixteen booths with modern equip-
nient in the way of record racks, ‘etc., while the
show windows lend themselves to a very attrac-
tive display of instruments.

P. R. Stebbins, who recently purchased the
Olympia Music House, Olympia, Wash., from
L. R. Maclntosh and J. T. Kanney, has moved
the stock of phonographs and records to new
and larger quarters on East Fifth street,. that
city.

RECORDS FOR COMMUNITY “SINGS”

Popular Songs With Band Accompaniments Re-
corded by the' Victor Co. for the Use of Stim-
ulating Community Singing

To meet the increased interest in community
singing, which has become so marked in this
country during and since the war, the Victor
Talking Machine Co. is issuing six records, with
band accompaniments, of popular community
songs which are very effective aids in stimulat-
ing interest in a community work. In this con-
ticction there is a preliminary chord to set the
pitch, and the melody in unison with the voices
is sustained by the cornets, while a full brass
band gives a full and vigorous accompaniment
that fits them admirably for community pur-
poses. The records referred to are as follows:
“America,” “Red, White and Blue,” *“‘America;
the Beautiful,” “Stars of the: Summer Night,”
“Speed the Republic,” “Onward, Christian Sol-
diers,” “Believe Me If All Those Endearing
Young Charms,” “Home, Sweet Home,” "My
Old Kentucky Home,” “‘Battle Hymn of the Re-
public,” “Drink to Me Only With Thine Eyes,”
“Flow Gently,” “Annie Laurie,” “Hail, Colum-
bia,” and- “The Star-Spangled Banner.” These
rccords are made by the Victor Military Band.
There are also two records specially made by
Conway’s Band for community singing, which
include “Old Black Joe,” “Massa’s in de Cold,
Cold Ground,” “Old Folks at Home” and
*“Juanita.”

In small towns where band music is scarce
these records enable the community to meet in
the town park and have its community “sing”
the same as if it was conducted in a big city
under the leadership of some famous song leader.
This 1s a step toward making music popular
which dealers could utilize to good purpose in
their local publicity.

A FRANK PLAGIARIST

A large manufacturing concern sent frequent
and urgent demands to a certain delinquent
dealer, and, being unable to get so much as a
response, sent a representative to visit him.

“Why haven’t you paid your account, or at
least written us concerning the matter?” the rep-
resentative asked.

“My dear sir,” responded the delinquent, smil-
ingly, “those collection letters from your firm
are the best I have ever seen. 1 have had copies
made and am sending them out to the trade,
and it’s wonderful the number of old accounts
I have been able to collect. I haven’t paid my
bill, as I felt sure there was another letter in
the series and I need that last letter.”

No Screws

No

Therefore Nothing to Get Out of Adjustment:

Just think what this new patented device will mean to you!
NO MORE SOUND BOX TROUBLES! Absolutely guaranteed.
A patented device of springs holds the needle arm on a steel-
inserted, machine-cut knife edge.
The only way to be convinced of the wonderful tone this sound
box produces is to obtain a sample. Remit $2.20 for Sample.
Your money refunded if found unsatisfactory.

Our Tone Arms are of the Highest Standard.

No Continuous Taper.

‘@Nuwhaal,

Adjustments

DNION3d LN3LIvd

. /TONE ARMS X SOUND BOXES

PATENT PENDING

A MUTUAL PHONO PARTS MFG. CORP., Herman Segal, Pres.
149-151 LAFAYETTE STREET

NEW YORK CITY

Write for sample at
once—NOW
Don't Delay
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The Record of Quality

OKef Records have achieved a prominent
and influential position in the Record
Industry.

Thereisevery reason whydealers should
be proud to sell OKef Records

A repertoire, consisting of superior re-
cordings of famous artists and classical
compositions, offers an assurance to a
prestiged trade.

Our Rapid Service Is Continuous

OKefe Records “are an attraction to cus-
tomers. Large monthly releases of latest
hits mean constant trade.

Consolidated Talking Machine Co.

OKefRecords Distributors
227 W. Washington St. Chicago, Ill.
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There’s no “season” for such records as
Stracciari’s of the Barcarolle from La Gio-
It will sell any time, and for years
great Italian boat-song by a
. great Italian baritone. Columbia 79636.

Columbia Graphophone Co.
NEW YORK

ORGANIZE UNITED PHONOGRAPH DEALERS’ ASSOCIATION

New Organization Composed of Talking Machine Dealers in the Metropolitan District of New
York Meets and Elects Joseph Tylkoff, President—Addresses by Prominent Members of Trade

Over one hundred talking machine dealers of
the metropolitan district of New York attended
the initial organization meeting of a new asso-
ciation to be known as the United Phonograph
Dealers’ Association, held at the Hotel Penn-
sylvania on Friday. March 25, and it was plainly
evident that those who attended were keen on
ways and means for improving present condi-
tions in the retail division of thc industry.

The object of the new association as outlined
by the president, Joseph Tylkoff, is primarily to
eliminate a number of evils that have crept
into the retail trade. chief among them the horde
of “gyp” dealers who are operating in New
York and causing substantial loss in sales to
the legitimate established dealers. This organi-
zation will use every effort to eliminate this
type of merchant from the field and will seek
the co-operation of the manufacturer in with-
bolding goods from such people.

The association will also work to put the
retail talking machine business on a higher
plane. The question of handling instalment
paper has already been taken up with one of
the leading banks in New York and it is very
probable that in the near future a definite plan
will be formulated whereby dealers can discount
such paper on a busincsslike basis and utilize
the cash thus obtained for their business. There
has also been discussed the question of estab-
lishing a transfer bureau through which retailers
may exchange records and machines of which
they have a surplus for other goods of which
they are in need, thus reducing the chance of
becoming overstocked. ’

At the organization meeting on Friday Prcsi-
dent Tylkoff outlined the object of the new
movement and was followed by Adolph Meyers,
a well-known local dealer. who told of some
of the plans that werc already being worked
out by the exccutive committee. Several manu-

fucturers and their representatives were pres
cnt and were called upon to address the dealers
and if possible outline what the future held
for the trade and how dealers could best prepare
for coming business.

The-first of the speakers was Chester Abelo-
witz, representing the Brunswick, who prom-
ised co-operation. He was followed by George
L. Brightson, president of the Sonora Phono-
graph Co., who told of the lines along which
his company conducts its business. Lambert
Friedl, of the General Phonograph Corp., spoke
1ext and pointed out the advantages of deal-
ers getting together to arrive at a better un-
derstanding regarding trade practices. Mr.
Friedl also called attention to the Stephens-
Kelly bill now before Congress, designed to
prevent false pretense in merchandising. Under
the new measure manufacturers will file a sched-
ule with the Federal Trade Commission show-
ing list prices to jobbers and to dealers. The
bill has been drawn in a manner to provide con-
siderable freedom of action under due regula-
tion and has been endorsed by over 500 trade
erganizations.

H. E. Morrison, of the Emerson Phonograph
Co., also addressed the dealers and was fol-
lewed by George W. Hopkins, general sales
manager of the Columbia Graphophone Co., who
gave a strong talk on business methods. Mr.
Hopkins stated that his company had always
maintained the policy of dealing direct with
dealers and had been active in discouraging the
“gyp” dealer by refusing to sell to any but au-
thorized representatives. In the course of his
talk Mr. Hopkins also went into the matter of
credits and declared that the banks of the
country had never lost a nickel on talking ma-
chine paper. He blamed the action of the Fed-
cral Reserve Board in shutting down on com-
miercial credit for much of the present busi-

iess unrest. Continuing on the question of dis-
counting paper, he urged that dealers make use
of their franchise rights as collateral when deal-
ing with bankers, for the franchise meant a
rcal asset.

IJn closing, Mr. Hopkins declared that the
trouble with most of the dealers was that they
were looking into the future and forgetting the
present. As an instance in point he said, while
still working in March, they were wondering
what the April record lists would offer and kept
turning to the new things instead of giving
continued attention to the old.

Another speaker was M. M. Roemer, local dis-
tributor of the Granby Phonograph Corp., who,
among other suggestions, advocated that dealers
be in a position to offer a discount for cash
sales.

The various talks were received with enthu-
siasm by those who attended the meeting, and
that the interest was sincere was evidenced by
the number of applications for membership
turned in to the secretary. In addition to Presi-
dent Tylkoff the officers of the United Phono-
graph Dealers’ Association are: Harold Bersin,
vice-president; Joseph Friedman, secretary, and
Saul Birns, treasurer. Information regarding
the organization can be obtained from the presi-
dent, whose address is 752 Melrose avenue,
New York.

it was explained by the officers that the new
organization is not intended in any sense to
compete with existing associations, but was
designed to accomplish definite things in the
matter of eliminating cvils and bettering condi-
tions which, the officers asserted, present asso-
ciations are not, apparently, attempting.

VIRTUE ALONE NOT ENOUGH

Virtue by itself is not enough, or anything
like enough. Strength must be added to it, and
the determination to use that strength. The
good man who is ineffective is not able to make
his goodness of much account to the people as
a ‘whole.—Theodore Roosevelt.

SOUTHERN DISTRIBUTORS

PHONOGRAPHS ¥
and RECORDS

GRAY & DUDLEY CO.

Write Today for Agency Proposition
NASHVILLE - .

- TENNESSEE




40

THE TALKING MACHINE WORLD

Arruw 15, 1921

RADIO-TELEGRAPHIC PROGRESS

Latest Apparatus With Sound Amplifiers May
Be Produced in Near Future Like Cameras
and Sold in Like Manner, Says Authority

Writing of the future for amateur radio-teleg-.

raphy in the Radio News Pierre H. Boucheron
gives the advice to “go easy on the purchase
of spark equipment.” The reason is that such
great improvements are taking place in vacuum
tubes and their arrangement that what you buy
a$ new to-day may be obsolete to-morrow.

He shows a photograph of the latest vacuum
tube, no thicker than a pencil, or cigarette,
which “is destined to revolutionize radio and it
will not take many years, either,” he says. This
is a practical instrument and not a mere toy.

Mr. Boucheron foresees the day when people
will carry wireless outfits as they carry cameras
to-day, and H. Gernsback, editor of the maga-
zine, remarks:

“The chances are that during the next decade
most of the radio apparatus will be sold by all
up-to-date drug stores the same as photographic
cameras and supplies are now. By that time a
radio receiving outfit will have been compressed
iuto a space as small as the present-day cameras,
pocket cameras not excepted. These outfits will
comprise a one or two-step amplifier, and there
will be no phones with -such an outfit, but very
likely the sounds will come right from a horn
similar to our phonograph to-day, only built
along miniature lines. The aerial will probably
be of the loop type, collapsible, and made to
fit right into the box itself. Such a loop aerial
could be extended into its full shape within a
few seconds. The vacuum tubes used in the
outfit will possibly be even smaller than the
ones made now. These vacuum tubes are about
the thickness of a fountain pen and are from
one to one and one-half inches long. There is
no doubt that in time vacuum tubes will be
made even smaller.

“Amateurs want compact apparatus these
days, particularly for receiving. When you can
take a neat little box fashioned along the lines
of a kodak, set it up in your parlor, and when
dance music, originated some five hundred miles
distant, begins to pour forth from it by radio,
then we can truly say that the heyday of ama-
teur radio has really arrived.”

The sign of a healthy mind is the ability to
laugh heartily.

Laughter is a letting go.

1t releases the mind and relieves the tension
of too much and too long thinking. How much
better vou feel after a boisterous laugh—yet
how often do you enjoy one? Almost everyone
can think back for months before being able to
remember the last real laugh he had. Most of
us need a hearty laugh at least once a week—
as a pill to purge melancholy—but we consider
ourselves lucky if we are able to. laugh, com-
pletely and unrestrainedly, twice in a twelve-
month.—Hewitt's Magazine.

Do You Throw Money Away?

RENE MFG. CO.

It is not a popular pastime—but still it is
unconsciously done by many who just don't
know that Repair Parts can be bought for less

RENE MADE SPRINGS AND PARTS LAST LONGER
COST LESS

Montvale, N. J.

BOOKLET ON- COMING MUSIC WEEK

Attractive Volume Just Prepared Sets Forth
the Various Plans for the Celebration

The committee on New York’s Music Week
in charge of the details of the second annual
celebration, to be held April 17-24, has pre-
pared and will shortly send broadcast an at-
tractive and comprehensive booklet setting
forth in detail various plans for the Music Week
celebration, the channels through which the
niessage of music will be carried to the public,
the various institutions and organizations that
will )participate and their method of participa-
tion, together with other information of dis-
tinct value.

It is reported that although only preliminary
letters have been sent out so far announcing the
dates of Music Week and its general aim, so
many promises of co-operation have already
come in that the celebration promises to be
even larger and more impressive than that of
last year, when over 1,700 different organiza-
tions participated.

The booklet bears on its cover the reproduc-
tion of a special poster design to celebrate
Music Week, which poster will be spread before
the gaze of the public in various forms very
shortly. Otto H. Kahn is honorary chairman
oi the committee on New York's Music Week,
with Berthold Neuer, of William Knabe & Co.,
chairman, and C. M. Tremaine, of the National
Bureau for the Advancement of Music, secre-
tary. Prominent city officials, musicians and
business men make up the committee proper,
which is now rapidly completing plans for the
various activities of Music Week in which talk-
ing machine men should be interested.

CHAS. H. MURRAY TO EUROPE

Charles H. Murray, advertising manager of
the Pathé Fréres Phonograph Co. Brooklyn,
N. Y. sailed for Europe early in March
in the interest of the Pathé organization. Mr.
Murray expects to be gone for about a month
and will visit the London offices of the com-
pany, as well as the Paris house of Pathé
Freres.

OPEN NEW MUSIC STORE

Nichols & Frost Open Well-equipped Retail
Establishment in Fitchburg, Mass.

Frrcusure, Mass.,, April 4—Nichols & Frost
have opened a complete music shop in this city,
in the store formerly occupied by B. L. Rich &
Co. A large soundproof room has been built
in the rear of the new store for the demonstra-
tion of talking machines, the room being large
enough to hold a dozen models. Three smaller
sound-proof booths have also been installed for
demonstration purposes, the talking machine
department being in charge of Mrs. Edith Morri-
son. Victor and Brunswick machines and rec-
ords will be carried. A department in the store
will also be devoted to the handling of player
rolls and sheet music, under the direction of
Miss Belle Breckenridge.

HOW TO NEUTRALIZE THE GROUCH

When a customer flies off the handle, becomes
unreasonable, sarcastic, peeved, and down-right
nmean—listen patiently to his tale of woe, says
Harmony, the Sherman, Clay & Co. house or-
gan. At this particular point, opposition is the
worst thing in the world. :

After he has had his say—and not until after—
show sympathy by the tactful appreciation of his
troubles.

Put yourseif in his place. Try to see the mat-
ter as he sees it. Talk to him from his view-
point.

You'll be surprised to see how quickly he
ceases to look upon you as an enemy and sees
in you—a friend.

You'll be surprised to see how quickly he re-
grets his grouch and apologizes to you for his
hasty words.

Truly, “the soft answer turneth away wrath!”

Nothing will disarm an angry person quicker
than a spirit of sympathetic understanding.
Try it!

The Phoenix Phonograph Co., Chicago, Ill.,
recently filed a petition in bankruptcy with ap-
proximate assets of $3,000 and liabilities of
$6,000.

The Needle that Speaks for Itself
Plays 100 to 200 Records without changing
NO SCRATCHING '

«THAT'S IT”’

“SUPERB STYLUS” SEMI-PERMANENT

Send for Samples and Discounts

MELLOWTONE NEEDLE CO., Inc.

ANSONIA, CONN.

NO HISSING

Sole Manufacturers
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CANTON, 0., CONCERN TO MOVE

Canton Phonograph Co. Arranges to Occupy
Larger Quarters in That City

Caxrton, O. March 28.—The phonograph store
of the Canton Phonograph Co., Cleveland ave-
nue; South, will move to larger quarters. within
the next week, E. H. \Woomer, the manager,
has. announced. The present quarters of the
store have become inadequate owing to the
growing business and it has become necessary
tc seek more commodious quarters. -Two loca-
tions are under consideration, according to Mr.
Woomer. One is at Third street and Piedmont
avenue, Northeast, and the other is in Market
avenue, South, Both are in the heart of the
business district.  With removal to larger quar-
ters the store will expand and a much larger
stock of talking machines, pianos, player-pianos.
records and musical merchandise will be carried.

ADVERTISING BY AIRPLANE

Talking Machine Dealer of Edinburgh, Scotland,
Adopts Clever Publicity Idea

All the bright; ideas: ipc advertising are not

confined to the United States by any means,

for occasionally Europeans offer an advertising

stunt that displays considerable ingenuity. The

Scotsman’s Clever Publicity Stunt
accompanying photograph shows the method
adopted by Harry -Macrae, talking machine
dealer of Edinburgh, Scotland, for calling the
attention of the public of that city to the fact
that he handles Gramophones and records. The
plane travels over Edinburgh at frequent inter-
vals, and the accompanying photograph shows
it directly over the famous Edinburgh Castle.
Mr. Macrae believes that he is the first talking
machine dealer in the world to make use of
this particular form of advertising.

Some men get results if kindly encouraged—
but give us the man who can do things in spite
of hell.

mind to.

1152 Penn Avenue,

Treat Them .Righ.t

The very least that any Victor Whole-
saler can do for the Retailers he serves 1s
treat them with courtesy and consideration.
And Instances are not infrequent in which

- he can do a great deal more—if he has a

~ C. C. Mellor Company |

-5
>

Pittsburgh, Pa.

PROVIDE FOR WOMEN EMPLOYES

Women’s Rest Rooms Being Installed in New
Columbia Headquarters in New York

The officials of the Columbia Graphophone
Co. have arranged for special women’s rest
rooms in the new quarters which the company
will occupy shortly in the Gotham National
Bank Building, on Broadway at Columbus
Circle. The personnel of the executive office
staff of the Columbia Graphophone Co. includes
a large number of women, many of whom occupy
important positions, and referring to the provi-
sions for their welfare in the new Columbia
home one of the officers of the company stated:

“This is a business of infinite detail. Infinite
accuracy is necessary in handling our thousands
of records and doing business with several thou-
sand dealers. Not only in our factories, but in
our business office as well, we have found that
women are willing to exercise greater patience
and care than the average man worker.”

HOLDS OPENING OF NEW MUSIC SHOP

MipLerown, CoNn., April 6.—S. S. Rinaldo’s new
music shop, which was recently opened at its
new location at 183 Main street, this city, is
very attractively arranged, the color scheme
being white. At the left of the entrance there
are five demonstration booths attractively

equipped; at the right there is a very cozy rest
room for visitors, and further along are the
record stands which contain eight thousand se-
lections. In the rear of the store there are two
more demonstration booths.’’There is also a
goodly space devoted to the piano display.
During the opening week theré were a number
of concerts afternoon and evening, and Mr. Ri-
naldo was in receipt of many compliments on
his enterprise. The Columbia line is handled.

AN IDEA WORTHY OF SlMU.LATIO,N :

Quite a constructive idea’ which could be
adopted with profit by dealers generally is that
employed by W. S. Barringer, who opened a
handosme new Victrola shop in Kokomo, Ind.,
a few months ago. He maintains a large bulle-
tin in a prominent part of his salesroom, on
which a calendar of musical events to occur in
that city for the week is displayed. In this way
Mr. Barringer not only makes his store a clear-
ing house for- information on musical events,
but he also contributes to the propagation of
music and musical knowledge generally.

Combs & Clouse Music Co., of Chariton, Ia,,
has been conducting a wonderfully successful
campaign in placing Victrolas in the country
schools in Lucas County. D. Earl Combs, of
the firm, recently stated that every school in his
county now boasts of a Victrola.

Quality

The “VICSONIA” Reproducer

Recognized for its Perfect interpretation of Edison Disc Records

on Victrolas and Grafonolas.

Fitted with permanent jewel poini. No loose parts.

Note:

Meet the demand—Serve your customers

Sample will be sent on receipt of $4.50.

VICSONIA MFG. CO., Inc.

313 E. 134th STREET

The Vicsonia is made of Bronze, sand casted and machined to
measurement. Finished in heavy Nickel or Gold plate. Flexible stylus. =

Distinction

2

Retail price $7.50.

o e

NEW YORK, N. Y.’
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“Does It Play All Records?”

Certainly MAGNOLA does; and without sny extrs
lttnch;nen% t:n. T‘bls' l'ls gnly o:l:le Ienur;. albdti a
most im) nt one, in thorou up-to-date equi

ment ‘of the MARVELOUS MACNOLA. R

‘MAGNOL‘A “Built- by Tone Specialists”

‘Watching the Music Come Out

May we send you our handsome. illustrated cotalog
chock full of information concerning the wonderful
construction system of Magnola and the beauties of
its musical results, its artistic appearance and Its
moderate price?

Send your name and let us tell you more!

MAGNOLA TALKING MACHINE COMPANY
OTTO S8CHULZ. President
General Ofhces Southern Wholesale Branch

711 MILWAUKEE AVENUE 1330 CANDLER BLDG.
CHICAGD ATLANTA, GA.

EDISON CONCERT IN MASSILLON

Marie Morrisey Heads Interesting Program
Given in Rhines Edison Shop

MassiLion, O., March 28.—By special arrange-
ment Marie Morrisey, Edison artist, presented
her favorite program at Rhines Edison shop, 206
West Main street, Tuesday, March 22. A large
crowd heard the concert. Appearing with
Miss Morrisey were: Harold Lyman, flutist;
Walter Chapman, pianist, and the New Edisons.

OFFER A NEW RECORD ENVELOPE

P. L. Andrews Corp. Introduce New Style of
Envelope to the Trade

The P. L. Andrews Corp., Irving avenue and
Troutman street, Brooklyn, N. Y., manufacturers
of disc record envelopes, delivery bags and
needle envelopes, has just announced a new
record envelope, designed for shelf-style cab-
inets, which enables the operator to find, con-
veniently and rapidly, any record desired.

The company is at present delivering these
envelopes in two styles, one of which has space
to record the artist’s name and the title of
the number, etc, and one carrying an alpha-
betical index. These are made up in heavy
green or brown kraft stock and are of very
durable material.

TO MOVE TO NEW OUARTERS

‘ Jesse R. Hand, who handles the Columbia
Grafonola in Lake Geneva, Wis., has arranged
to move to new quarters in the building he has
purchased on Broad street, that city.

MULTIPLY YOUR POWER

I You who employ mediocrity wlen abil-
ity could multiply the power of your busi-
hress machine are like those who cultivate fields
;\Yith ox-plows while competitors employ trac-
tors.

'COTTON FLOCKS

.. FOR..
Record Manufacturing

SOME TRADE HAPPENINGS IN NORTHWESTERN TERRITOR§

Many Columbia Sales Owing to Special Price Announcements—Davis & Ruben Buy Foster &
Waldo Columbia Stock—Whitney-McGregor Cg. Now Exclusive Victor—Conditions Reviewed

St. PauL and MinneapoLts, MiNN., April 6.—

The “big story” of the March month in the
Northwest was the sensational cut in the prices
oi Columbia graphophones. Little or no atten-

“tion cither by the dealers or the buying public

was given to the announcement of price reduc-
tions by the minor manufacturers, but the cut
of the big Columbia  concern at least was
startling to many retailers. The effect has been
to move a great many machines, without ques-:
tion. W. L. Sprague, general Northwestern
manager, was touring South Dakota last:week
and was not available for an ingterview, but his
assistant, Mr. Tanner, stated that more ma-
chines had been moved in the first fortnight
succeeding the cut than in the previous ten weeks.

The entire Columbia stock of the Foster &,

Waldo Co. was sold last week to Davis &
Ruben, the “deal involving about $10,000. It is
also stated that the Whitney-McGregor Co.,
formerly the Minneapolis Dry Goods Co., will
Lecome an exclusive Victor store, discontinuing
all other lines when the present stock is ex-
hausted.

Generally speaking, there has been no remark-
able improvement in talking machine circles.
In Minneapolis Milton Lowy, of the Minne-
sota Phonograph Co., an exclusive Edison
house, states that the total sales for each month
of 1921 have greatly exceeded the totals for the
corresponding months of 1920. This record, of
course, is exceptional. Laurence H. Lucker,
Northwestern distributor of Edison machines
and records, allows- that trade is satisfactory.
All the road men are out and even though they
are not bringing in as large orders as formerly
business is going on as usual and no ‘attention
is being paid to pessimistic talking and pre-
dicting.

W. J. Dyer & Bro. and the Beckwith-O’Neill

Co., Victor distributors, concede that their re-
tailers are not disposing of as many instru-
ments as formerly. In a way this hias its pleas-
ing and satisfactory compensation in that the
houses are in a position to render better serv-
ice. They can now supply any certain model
or any particular record with reasonable cer-
tainty and promptness. Also they are in posi-
ticn to assemble something like a fair stock and
at least carry a full line of sample styles.

M. L. McGinnis & Co., exclusive Starr deal-
ers, report they are getting by very nicely in
view of the general business situation. They
Liave had excellent success with the library table
models, on which design they quote sbecial
prices that have proven very attractive.

Vocalion records are winning their way in
the Twin Cities through the active efforts of
the Stone Piano Co. “Do You Ever Think of
Me?”" was a big March seller. To get the big
ropular hits before the public first is the aim
of the retailer and the Vocalion people seem-
ingly are trving to serve this desire. The Vocal-
jon instruments are also moving fairly well, ac-
cording to reports.

Thibaud’s records made in New York just
before he set aut on his present tour overtook
himz at Minneapolis last week and there was
a happy reunion. M. Jacques Thibaud listened
critically to his own music reproduced on' a
Pathé record played in Mr. Crotty’s Pathé shop,
Minneapolis. To Mr. Crotty he announced that
he was entirely satisfied with these latest Pathé
records of his playing.

Good will is more than an asset for a firm or
an individual—it is a hostage to the public. It
is a bond of increasing value that insures the
continuance of the old praiseworthy methods.
Only the nameless are unafraid of discredit.

New Edison.

THOS. A. EbDISON, Inc.,

NATIONAL ADVERTISING

now appearing in periodicals and daily papers is emphasizing the
ability of the New Edison to play the various talking machine
records with highly improved tone quality.

Edison Jobbers and Dealers

you will be best prepared to make capital of that advertising by
stocking only the highest quality Reproducer attachment.

The Newton Reproducer
WITH EDISON ATTACHMENT

leads all others in performance, quality and finish.
a highly scientific diaphragm of double construction made
expressly for and adapted to the throat and amplifier of the

The NEWTON Reprodulcer is guaranteed indefinitely

It embodies

List Price Complete—G. P. $12.00, N. P. $10.00

Liberal Discounts—All Shipments Prepaid

Sold by Leading Edison Distributors

Samples shipped, open account to authorized dealers—Write today

MANUFACTURED EXCLUSIVELY BY

W.L.NEWTON&(O. INC.
SCRIBNER BUILDING
597 FIFTH AVENUE,NEW YORK CITY

THE PECKHAM MFG. C0., X235k, °N."5!
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MAKES EXTENSIVE STUDY OF EDISON SALES PORTFOLIO

Geo. H. Wicker Tells in a Most Interesting Way in Printers’ Ink Monthly of the Results Accom-
plished by the Edison Sales Portfolio—Calls It Mine of Information

In the March issue of Printers’ Ink Monthly
George H. Wicker gives the results of his ex-
tensive study of the Sales Portfolio, which is the
joint work of William Maxwell and his asso-
ciates at the Edison Laboratories and which has
taken rank as a masterpiece of its kind. Mr.
Wicker analyzes each proposition in turn and
demonstrates what a perfect mine of informa-
tion and inspiraticn they may be to the dealer.
Incidentally, Mr. \Wicker has some interesting
things to say about salesmen as “missionaries”
and quotes WWilliam Maxwell on the subject.
The following extracts from the Printers’ Ink
article are unusually illuminating:

“One of the commonest sins in modern mer-
chandising is the so-called missionary work of
the sales force. ‘There is much popular mis-
conception about it. The definition of the term
is taken for granted too many times. With
many sales managers it has become a sort of
pet fetish which has lost its potency without
their knowledge. Rites are still observed and
indulgence granted to its blessed memory.
Many a salesman has covered up many a delin-
quency by appending to a lean and hungry sales
report a memo that ‘he was doing missionary

work among the dealers’ and. has been able to
get away with it because he knows his boss be-
lieves in missionary work.

“What the manufacturer needs to do, there-
fore. is to merchandise his ideas about his prod-
uct to the jobber just as he would merchandise
kis product.

“'For many years,” said Wm. Maxwell, vice-
president of Thomas A. Edison, Inc., the other
day, ‘I had attemipted tinsuccessfully to make
missionaries of salesimen. It occurred to me in
this connection that the only way to get sales-
men to promote sales ideas was to put the ideas
into such shape that they could be sold, vir-
trally, as merchandise.

“*There are probably few manufacturers who
have more trade gospel to spread among deal-
crs than we have, or less adequate facilities for
doing it, owing to the fact that we distribute
our phonographs through jobbers and have to
rely to a great extent upon the jobber’s travel-
ing salesmen.

“‘One of the first things I did, therefore, was
to have every one of our sales promotion plans
for dealers gone over and worked up into a
definite “proposition.” IWe found many of our
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sales promotion plans were pretty indefinite.
About all they amounted to was a set of instruc-
tions that required the dealer to do every-
thing, while we sat on the fence and watched
hiz work.

“‘We" took each one of our plans, drew a
perpendicular line, set down on one side of it
the things the dealer could and should do, and
on the other side the things that we could and
¢hiould do to make the plan effective. The re-
sult was a ‘“proposition” which could be sold
to the dealer, provided it met his requirements.
This caused me to incorporate the following
principle into our sales policy:

“‘“Fach dealer’s needs must be studied as an
individual case and sales aids offered to him
according to his actual needs. FEach sales aid
will be presented to the dealer in the form of
a definite proposition, as if it were a piece of
mierchandise. Sales promotion plans will be put
into self-serve packages’.”

“Tlie work that Mr. Maxwell’s idea entailed
nearly threw his advertising and sales organi-
zation out of joint. The scheme was altogether
the most stupendous thing of its kind ever un-
dertaken by the company. The idea, at concep-
tion, seemed to be innocent enough, and every-
body greeted it with much acclaim because it
looked to be so delightfully simple and easy
to do.

“It was like the simple proposition of saving
money by depositing a dollar on the first day
of the month and dollars for the sum df days
on each day following, which apparently guile-
less proceeding runs up to an alarming total
in the course of thirty days.

“But to-day, after the work has been done
and the plan haz been tested in actual operation,
tLe company !ooks back to the preliminary work
that had to be undertaken as one of the impor-
1ant factors in its present success, for the Edi-
son merchandising plan embodies features that
dist:nguish it from most plans and has made
liistory in the phonograph world.”

ROTTEN STONE

We are the only miners and manu-
facturers in this country of Rotten
Stone for use in Phonograph Record
making. Qur product is now in use
by practically every record manu-
facturer in this country. We are also
I _ heudquarters 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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COURT OF APPEALS SUSTAINS PATENT OFFICE DECISION

High Court in District of Columbia Upholds Ban on Use of Name “Steinola” for Talking Machines

—Steinway & Sons Sought to

WasHingToN, D. C., April 4—A trade-mark de-
cision of general interest to the industry has just
been handed down by the District of Columbra
Court of Appeals in favor of Steinway & Sons,
the prominent piano manufacturers of New
York, who sought to restrain the Steinola Co.,
of St. Louis, Mo., from using the name “Stein-
ola” for talking machines. This matter has been
in litigation for almost two years and the case

was formally decided by the Patent Office in-

favor of Steinway & Sons, after which the
Steinola Co. appealed the case to the Court of
Appeals of the District of Columbia, which has
sustained the Patent Office detision,

“The coined word ‘Steinola,” made up of the
common termination ‘ola’ and the surhame
‘Stein’ of a man to whom one share of the stock
of the company being organized was given for
the use of his name, Held not entitled to regis-
tration as a mark for phonographs upon opposi-
tion by Steinway & Sons, who for many years
kave manufactured high-grade pianos, since any-
one seeing the mark on phonographs would
likely be led to think that they were the prod-
uct of Steinway & Sons.

“Appeal is taken by the Steinola Co. from the
dccision of the Examiner of Interferences sus-
taining the opposition and adjudging that the
Steinola Co. is not entitled to the registration
for which it has made application.

“The mark sought to be registered consists
of the word ‘Steinola’ as a trade-mark for
phonographs or talking machines. The opposi-
tion is based on the ground that Steinway &
Sons. have for many years manufactured high-
grade pianos and any one seeing ‘Steinola’ on
phonographs would be led to believe that it
was the product of Steinway & Sons, to the
damage of the latter.

which
read as follows: e

Prevent Trading .on Its Name

“In the case of the Thomas Mfg. Co. v. the
Aeolian Co. (249 O. G., 505; 47 App. D. C,, 376)
the Court of Appeals of the District of Colum-
bia held that the word ‘Orchestrola’ as a trade-
mark for phonographs was properly refused in
view of the prior use of the term ‘Orchestrelle’
for automatically operated organs. In this case
the court said:

“This-€ourt has frequently held that because
the field of selection is so very wide, practically
uulimited, there is no good reason why a per-
son._should be permitted to select a trade-mark
similar to one already in use by another engagcd
fit a business of the same general nature where
the likely effect would be to lead to confusion
concerning the goods themselves or their origin.

“While Steinway & Sons are neither making
nor selling phonographs, to do so would be but

an ordinary cxpansion of their business, since it
appears that many piano manufacturers also
manufacture phonographs.

“The use of the termination ‘ola’ in names of
phonographs is a common one, as ‘Victrola,
Grafonola, Carola,’ and it is also used with other
attachments for pianos, as ‘Pianola.’” This being
true, it is believed to be obvious that any one
sccing a phonograph marked ‘Steino!a’ would be
led to believe that it was the product of Stein-
way & Sons in view of the latter’s reputation
as a manufacturer of pianos. This is believed
to be sufficient damage to justify the sustaining
of the opposition.”

In deciding the case in favor of Steinway &
Sons. the District Court of Appeals said: “This.
is a trade-mark opposition in which Steinway
& Sons, manufacturers of piarnos, object to the
registration by appellant company of the word
‘Steinola’ as a trade-mark for phonographs. We
concur in the opinion of the Commissioner of
FPatents sustaining the opposition. The deci-
sion is affirmed.”

FORMAL OPENING IN ALLIANCE. 0.

Elaborate Victrola Department One of the Fea-
tures of the New Drake & Moninger Store

ArLiance, O., April 2—The formal opening of
the new Drake & Moninger store, at 242 East
Main street, took place on Thursday afternoon
and was attended by hundreds. Of special in-
terest was the Victrola department on the main
floor. Rivaling those of even larger department
stores in cities the size of Cleveland the Vic-
trola department consists of nine handsome dem-
onstrating parlors, as well as record cabinets
large enough to accommodate 6,000 records and
special service counters. As a special feature
the Drake & Moninger Co. offered Blaine Coch-
rane, the well-known East Liverpool baritone,
accompanied on the piano by Mrs. Danks Coch-
rane, also of that city. Mr. Cochrane enter-
tained the throngs with the latest Victor rec-

ord hits. In addition to this the Blue Ridge Six,
a novelty orchestra, provided entertainment.
Victor dealers fron: several nearby cities attend-
ed the opening, and letters were received from
others in Salem; Canton, Massillon, Youngstown,
Ravenna, Elyria. R. E. Rosenberger is manager
of the Victrola department. He has the assist-
ance of the Misses Ethel and Florence Wal-
thour. John Drake is president of the company;
H. Z. Moninger, vice-president, and L. Van
Horn, treasurer. This company also has simi-
lar stores in East Liverpool and Canton, O.

NEW CONCERN IN MEMPHIS

Fortune’s Music Shop is a new concern at
108 Madison avenue, Memphis, Tenn., which will
specialize in talking machines, records and
music rolls. Saul Bluestein is the manager of
the new store, which -is under the direction of
the Fortune-\Ward Drug Co.
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By the unanimous verdict of the trade

ODEON RECORD

fill a long-felt want

. They are not tied to a machine.
. They offer an unlimited field of varety.

They are backed by one of the biggest Record con-
cerns in the world.

. They have a world-wide reputation of twenty years’
standing.

Ours is a Big Proposition for High-class Distributors

@ American (Odeon G)rporation :

100 WEST 215" STREET
NEW YORK
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NOBLE

SISSLE

Famous Colored Vaudeville Headliner
NOW AN EXCLUSIVE EMERSON STAR

Noble Sissle and His Sizzling Sincopators

One of the best known and liked singers of his
race is Noble Sissle, who now records for
Emerson exclusively. Not only with colored folk
is Sissle supremely popular, but with white audi-
ences also, for there is not a theatre where he
appears that he does not prove a magnet.

As soloist with the celebrated Jim Europe Band

of the 367th Infantry, Sissle was an especial
favorite of the troops “over there.”

Consequently it is not to be wondered at that his
records are greatly in demand, because thousands
of the Boys remember how Sissle lightened many
a weary and lonesome moment for them.

One of those rare artists who does not strain for
his "effects, his method of rendition is typically
his own, yet happily spontaneous and natural in
interpreting the music of his race.
While the first Emersons released are of the
popular “blues” type he will later be recorded in
a group of Negro spirituals, in the singing of
which he is unexcelled.
A few selections which Sissle has recorded for
Emerson and which areselling especially well are:
10357 THE BOLL WEEVIL BLUES
LOVELESS LOVE
10326—CRAZY BLUES
10296—BROADWAY BLUES -

Securing Sissle’s exclusive recordings is but another example of Emerson initiative

and progress. = Remember also

the policy behind the

Emerson Slogan—

“If you want a hit that’s NEW,
Emerson has it FIRST for you”.

Dealers generally are cashing in on Emerson service. Are You?

New York
206 Fifth Avenue

Makers of Emerson Standard 10-inch Gold Seal Records

Emerson Phonograph Company, Inc.

Chicago
315 South Wabash Ave. ‘EP%%:%?@
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rest.

The Musi-Call is the newest and most pleasant way to
wake up in the morning. Set for rising time a favor-
ite early-morning record.
Sells on sight.

Columbia; Graphophone Co.
NEW YORK

The Grafonola does the
Ask your Dealer Service man.

TECHNICAL EDUCATION FOR THE INDIVIDUAL

By W. L. NEWTON, of W. L. Newton & Co., Inc.

LT T

i

Each succeeding year bringing its new me-
clhanical wonders has rapidly brought the pub-
lic 'to a stage of near “ennui”—it rf.fuses to
be, further surprised. Intricate mniechanisms.
which in a few moments perform with speed and
acéuracy the work formerly requiring days of
nianual labor arc today accepted as common-
place 4nd, most interesting to note, ‘with a fair
comprehension of their respective constructions
and principles, by the average layman.

A man is usually on familiar terms with the
cariis, valves and pistons of his motor car and

W. L. Newton

his wife likewise knows the proper method of
handling mechanical conveniences in .the home.
Strangely, the odds are ten-to-one that neither
of! them fully understands the construction of
the talking miachine in .their home, to say noth-
ing of the basic principles of sound reproduc-
tion. .

Conceding that there are now in countless
komes inferior grades of talking machines un-
worthy of the hame, many of the higher grade
instruments are still accepted by the multitude
more or less as music boxes and not as repro-
ducing instruments. It has been the popular
custom to regard the phonograph in rather an
abstrac¢t way; a thing of mystery not within the
realm of ordinary conception. There are some
who claim that this air of mystcry and lack of
knowledge is a salcs asset, yct what clear-think-
ing man can doubt that a gcneral knowledge of
fundamcntals would stimulate and conscrve
the original interest of the individual owner?
What would bc the status of the automobilc
trade assuming that the public was compar-
atively as ignorant?

To the cultivated ear the best make of talk-
ing machine is discordant if carelessly or
wrongly operated, as unwittingly it all too
often is.

The remedy for this condition is most obvi-
ous—education. As a suggestion—why not pro-
vide the owner, whether old or new, with lit-
erature at regular intervals and enlighten him
ite detail regarding the care and operation of
his machine. In passing snap judgment on this
suggestion it might be said that such education
would naturally result in tinkering. This the
average owner is bound to do in any event,
therefore, how much better that he should
tinker intelligently and gain something of value.

The talking machine owner has been told re-
peatedly not to use a steel needle twice, but he
doubts that it really injures the record unless
he understands exactly why. If the dealer en-
deavored to make the owner exacting to the
point where he would time the revolutions of
the turntable' to insure correct speed, keep the
niotor in smooth working order, handle the re-
producer caréfully——in short, give any possible
suggestion for maintenance of maximum per-
formance—it could not fail to react in the de-
sire of the public for larger and better instru-
nients, increased record sales, and, better still,
niore education which would mean more ideal-
ism and a higher plane for the entire industry.

More power to the manufacturers, distrib-
utors or dealers who perhaps have begun -such
a campaign; may their tribe increase!

APPOINTS NEW ODEON DISTRIBUTOR

International Record Co. Secures Metropolitan
New York Territory for This Record Line

The International Record Co. of 30 East
Twentieth street, New York City, has been ap-
pointed distributor for metropolitan New York
by the American Odeon Corp. to wholesale
Odeon and Fonotipia records. Through the ef-
forts of this wholesale house these records will
be given wider publicity. The men who form
the International Record Co., Alfred Hallam,
Fred F. Fecher, C. Fecher and George L. Mood,
are all experienced in the talking machine busi-
ness and are well known in the trade.

HAS CAPITAL STOCK OF $100,000

The Alfred Hughes Phonograph Co., 802
North Broad street, Trenton, N. J., has been
incorporated with a capital stock of $100,000
for the purpose of manufacturing talking ma-
chines.

SECURES VOCALION LINE

The Bochm-McAdams Piano Co., Wilming-
ton, Del, has reccntly taken on the Vocalion
line of phonographs and Red records and is
fecaturing the. line very extensively.

F. A. North & Co. have moved their Atlantic
City store into new quarters at 52 South New
York avenue.

Your Problem Is Qurs

Good Profits (to you)
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