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The Highest Class Talking
Machine in the World

THE INSTRUMENT OF QUALITY /2=
CLEAR AS A BELL (—

AN equal chance and Sonora outsells any

other make of phonographs! Ask any
dealer who handles Sonora and other makes.
Sonora dealers make monev.

Sonora is the fast selling phonograph because
it 1s matchless in value.

The Sonora captivates the most critical, gives
perfect satisfaction, stays sold, and makes every
Sonora owner an ardent Sonora ‘“booster.”

Your customers want their money’s worth these

days and thev get it in full measure when they
buy the Sonora.

Irite today regarding an agency.
= S

SONORA PHONOGRAPH COMPANY, Inc.

George E. Brightson, President
NEW YORK : 279 Broadway

Canadian Distributors: I. Montagn2s & Co., Toronto
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THE REPAIRMAN DRUMS UP TRADE

Talking Machine Dealer Finds That the Repair-
man Points the Way to New Channels for De-
veloping or at Least Reviving Interest in the
New Records and Even in Machines

One of the larger dealers in talking machines in
the Middle West, who maintains his own repair
department, found recently that the public had
not only shut down on buying new goods, but
likewise appeared disinclined to have repair
work done, with the result that his repairman
was spending most of his time resting himself
or tinkering on odd jobs on which there was
no income. It was the repairman himself, who,
realizing that such a state of affairs could not go
on indefinitely, suggested as a means of keeping
his job safe that he be permitted to call on the
dealer’'s customers and solicit repair work. As
a result of the first couple of days of effort
there developed a single repair job, that of in-
stalling a new spring, but the repairman had
meanwhile dug up several machine prospects
and filled orders for close to $50 worth of
records. .

It was found that by presenting himself as a
repairman he was able to gain entrée into the
house in order to inspect the machine. The
housewife in every case kept close at hand,
probably for safety’s sake, and it was an easy
matter to swing the conversation around to the
questions of new records and of friends who
should buy, or contemplated .buying, machines.
The repairman had wisely carried with him a
half dozen of the latest records and in every
home played at least two of them over, ostensi-
bly for the purpose of testing the speed of the
motor. In most cases the testiﬁg records pleased
and an order followed. It is, of course, out of
the question for every dealer to send a repairman
in search of business, nor is it always possible to
secure a repairman with a real selling instinct,
but where the opportunity presents itself, and the
combination exists, there is found a new avenuc
for getting close to prospects and old customers
and reviving interest in new records.
~ Get out and sell goods. Hustle.

get fastcned in one hole.

Fight. Don't

WILLIAM MAXWELL SEES EARLY STABILiZATION AHEAD

Replies to Questionnaire Sent Out to Banks by Vice-president of Thomas A. Edison, Inc., Indicate
That Agricultural Improvement Will Bring About Upward Trend of Business Shortly

Early stabilization of the agricultural situa-
tion and a rapid upward trend in business gen-
erally are indicated by responses received from
banks throughout the country to a question-
naire recently sent out by William Maxwell,
vice-president of Thomas A. Edison, Inc.

“The replies indicate a larger percentage of
the 1920 grain crop still in the farmers’ hands
than other sources of information had led us
to believe was the case,” said Mr. Maxwell.
“While the planting season will temporarily
retard the liquidation of bank loans in the coun-
try districts, I believe that there will be a
substantial renewal of liquidation, after the
farmers get their crops in, and I do not share
the opinion of those who feel that a further
marked reduction in farm loans in the grain
country must wait on the new crop.

“The banks in the corn belt report quite
generally a marked increase in the breeding of
hogs. In numerous localities an increase in
dairy cattle and the feeding of beef cattle is
reported. These can be regarded as most en-
couraging signs, for cattle and hogs are the
great stabilizers of agriculture.

“We are pretty well convinced that there will
be a material reduction in the 1921 cotton crop,”
Mr. Maxwell continued. “Without exception
Southern bankers report reduced purchases of
commercial fertilizer, and this, apart from a re-
duction in acreage, will automatically result in
a reduced crop. I do not anticipate so large a
reduction in cotton acreage as some people ex-
pect. However, judging by the past, the acre-
age decrease does not have to be very large

to have an effect on prices. In 1892 an acre-
age decrease of approximately 16 per cent was
followed by a price increase of 15 per cent. In
1895 a 14 per cent acreage decrease was followed
by a price increase of 65 per cent. In 1907 a
5 per cent acreage decrease was accompanied
by an 8 per cent increase in price. In 1915
a 14 per cent decrease in acreage was followed
by a 66 per cent increase in price. Needless
to say, there were various abnormal influences
in 1920, but the fact remains that the price of
cotton has always seemed quite responsive to
acreage reduction, and I doubt if international
economic conditions will be sufficient to abro-
gate the rule this year.

“Business in general is weighed down by nu-
merous bad influences. When some of these are
removed, or even when a fair promise of re-
moval is apparent, the upward trend may be
rather rapid, particularly in view of the short-
age of many kinds of merchandise and the im-
mense amount of gold which we have.

“I am sorry to note the attitude in Congress
that certain things must be done, whether they
are right or not, because the West will ‘raise
hell’ if they are not done. Recently, I spoke
before the Chamber of Commerce, at Hutchin-
son, Kan., which is right in the heart of the
militant West, and I must say that I observed
very little of this hell-raising tendency. On the
contrary, the men in Hutchinson and vicinity
seemed to be conservative, broad-minded men
and keenly conscious of the fact that Kansas
cannot be prosperous unless the rest of the
country is also prosperous.”

KNOWING YOUR OWN LINES

The kind of selling knowledge for you tog
always have in “mental stock” on all occasions
is knowledge of your own goods, not knowl-
edge of what the other fellows are making or
doing. If a customer wants to ask about the
product of some other concern let hinr ask the
other concern. Tell him your knowledge is

GETTING THE BUSINESS OF

THE HURRYING COMMUTER

How the Establishment of Order-taking Facilities at Railroad Terminals Helped to Develop
Record Sales for One Live Retailer at Small Increase of Effort or Expense

A talking machine dealer in one of the larger
cities in the East, in casting about for means for
incrcasing record sales, came to the conclusion
that there were a great number of daily visitors
to the city who could be induced to buy their
new records in town, provided facilities were
offered for giving them quick service without
taking them out of their beaten paths from train
to office, or vice-versa.

This particular dealer was located in a fine
business section, but did not let that fact deter
him from going abroad in search of sales rather
than . waiting for the business to come to his
door. After giving the matter of reaching thc
transient and the commuter some thought he
finally made arrangements with a company con-
ducting a chain of news and candy stands at
local railways and interurban terminals to take
record orders for his store.

The system is a simple one. A board is pro-
vided, on which is tacked the latest monthly
bulletin, together with a list of other desirable
records. On the board also are fastened two or
three of the latest popular records, and at the
bottom are pockets containing current record
supplements and other literature. A Dbold sign at
the top of the board announces that record
orders left at the stand in the morning will be
filled and delivered from the stand in the after-

noon. The “front” really attracts the attention
and does the selling and the attendant simply
takes the actual order itself and collects upon
delivery. As a result of this a very moderate
selling commission satisfies the newsstand peoplc.

The new scheme proved its value during thc
first week, for not only did it attract many new
customers, but proved most satisfying to some
older customers, who thus saved the time former-
1y taken to go to the store proper. Following up
the plan the dealer, in sending out his monthly
bullctins, explained that record orders could bc
left at the various terminal stations, even whcn
they were placed with the store by telephone.

The dealer’s plan has served to bring about an
increased volume of busincss at an expense far
lcss than would be incurred were a salcsman
to be sent out on a gcneral soliciting campaign.
This particular dealer docs not claim originality
for his scheme, but adopted the idea from the
practice of Ncw York department stores in main-
taining booths at the big railway tecrminals for
the convenience of commuters, who may place
their orders in the morning and pick up the
goods at night.

This particular instance is citcd to show that
thcre are still new ways of developing record
business, provided the dealcr really makes a
point of seeking them.

confined mainly to what you produce and what
you have to sell and, above all, avoid finding
fault with, or running down, the product of a
rival. It is a wise and profitable policy.

SAMAROFF TO MAKE RECORDS

Famous Pianist, Who Has Been Heard With
Favor Throughout Country, to Record Ex-
clusively for Victor Talking Machine Co.

Olga Samaroff, the distinguished pianist, in
fact one of the foremost women pianists before
the American public, recently signed a three-
year contract to make records exclusively for
the Victor Talking Machine Co. The first
records of Mme. Samaroff will be announced at
an early date, as this prominent artist recently
made extended visits to the Victor laboratories.

Mme. Samaroff just recently finished a series
of eight Beethoven rccitals in Acolian Hall,
New York. Her interpretations of the piano
sonatas of the great master came in for the
highest praise. The critic "of the Sun said:
“The undertaking was one of serious character
and it was carried forward in a serious spirit
Mmec. Samaroff is a pianist of more than com-
moun intelligencc, a dcvoted student of her art,
and a woman of alcrt mind. Her playing of
the adagio of opus 106 was a truly beautiful
performance.”

NEW POST FOR H. L. OBERT

H. L. Obert, dealer service manager of the
Columbia Graphophone Co.s Omaha branch,
has become associated with the Dorlan & Shields
Furniture Co., of Omaha, and will manage the
talking machine department of both stores in
that city. Mr. Obert has to his credit a num-
ber of years’ cxperience in the talking machine
ficld, and is also well known jn the music pub-
lishing business.

See closing pages for Index of Articles of Interest in this issue of The World



4 THE TALKING. MACHINE WORLD

Mav 15, 1921

We are told that this is the day of the go-
geiter. One of the largest newspapers ‘n the
country is conducting a campaign based on the
idea that salesmen to get results must be “fight-
ing men.” On the whole, the same influence of
stirring up, stimulating and spurring to action
to which Uncle Sam’s sons, ages 21 to 33, were
subject three and four years ago is now taking
hold of the man who wins his bread by hound-
ing down that most elusive game—orders.

What is being proposed as the “New Thought”
of salesmanship is in fact based upon the prin-
ciples which have always been the fundamentals
of good salesmanship. Certain it is that hLack-
bone has always been just as much a requisite
to getting maximum sales results as it is to-
day. The difference is that until a short time
ago the average salesman could get by on his
wishbone. This he cannot do to-day.

It might be well, however, to recede for a
monient or two, to some Quiet spot away irem
the madding crowd and the raving sky pilots
of business, and soberly consider the problem
before us. After all, aren’t the merchandising
methods which have been tried in the acid test
of experience the ones which should be employed
now with more diligence than before? Aren’t
we in our feverish and fretful struggle for more
business overlooking or sidetracking the stable,
tried and true “sure bets” for getting results?

The writer, during a recent investigation into
the subject of house-to-house talking machine
selling, learned from a large Pennsylvania dis-
tributor that this “old-fashioned” method has
always been an essential for the best results
in that territory.

It should not be out of place then to suggest

e e

The Return to Normalcy in the Matter of
Talking Machine Mérchandising -

E e

to the dealer the time-worn, not worn-out, prin-
ciple of getting a clear conception of one’s task
before undertaking it. Who are the prospc:ts
that can be looked to for future business? The
answer can be obtained only after it is detcr-
mined in which homes, schools, clubs and com-
munity centers talking machines are and are
not. The result of such an investigation would
undoubtedly reveal that although the surface had

S e S

Time for the Retailer
toForget Precedent and
Put Into Force Some
New Practical and Ef-
ficient Selling . Ideas

S0 OO

been more than scratched there remains a con-
siderable depth of fruitful soil in which to dig.

Persistence has more than once outdistanced
zeal, as exemplified by the dealer who, using
his local phone directory patiently, called up
every home listed to determine who were with-
out talking machines and what kind others had.
Tact and diplomacy were needed. Each party
called was greeted courteously and asked, “Is
your talking machine in good condition?” The
answer of course revealed whether or not a talk-

By Edward Katt

ing machine was in the home and paved the way
for obtaining additional information.

Further ingenuity was employed by the dealer,
who used a corps of boys in boy scout uniforms
to canvass the town, house-to-house, with forms,
one being filled out for every family as follows:

Ward or Section: Date
Name:

Address:

Where employed: Position:
No. children: Ages:

‘What musical instrument:

What talking machine:

‘What newspaper read:
Reporter’s name:

The women who would have objected to giv-
ing the desired information were ready to en-
courage the young men and assist their organiza-
tion to which part of the canvass proceeds was
to be contributed.

The endeavor of each of the above dealers was
to construct a trestle-board of prospects in his
territory on which to base the plans for the fu-
ture selling campaign. Without this basis of
procedure the go-getter, fighting and dare-devil
salesmen would undoubtedly have spent con-
siderable time and expensive energy fanning
thin air. Isn’t it reasonable, now isn’t it, to sug-
gest to the talking machine dealer to spend some
time investigating no man’s land before sending
the boys over the top?

The installation of a new Victrola depart-
ment by the Boyson Jewelry & Optical Co., of
Belle Plaine, Ia.,, was recently celebrated by a
formal concert in which the Victrola and local
artists participated.

bility.

The Talking Machine’s Helpmate

The Beauty of a Nyacco Set in a Machine

When purchasing

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

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.

Jobbers and Distributors Throughout
the United States and Canada

Write 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, Il

e e —_
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Victor
Supremacy

Victor supremacy is the natural

reward of merit.

And it 1s responsible for the
success of every Victor retailer.

“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 znd 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.
Phllhps & Crew Piano Co.

Baltlmore, Md. ....Cohen & Hughes.
E. F. Droop & Sons Co.
H. R. Eisenhrandt Sons, Inc.

Birmingham, Ala...Talking Machine Co.
Boston, Mase. ....,Qliver Ditson Co.
3 ' The (I::astern Talking Machine
The M. Steinert & Sons Co.

Brooklyn, N, Y.....American Talking Mach. Co.
G. T. Williams Co., Inc.

««Curtis N. Andrews |
Buffalo Talking Machine Co.,
Inc,
Burlington, Vt.....American Phonograph Co.
Butte, Mont, ......Orton Bros.

Chlcago, Il ......Lyon & Hea{iv
The Rudolph urlitzer Co.
Chicago Talking Machine Co.

Cincinnatl, O, .....Ohlo Talking Machine Co.
The Rudolph Wurlitzer Co.

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

Columbus, O. .,....The Perry B. Whitsit Co.
Dallas, Tex. Sanger Bros.
Denver, Colo. %....The cnght Campbell Music

Buffalo, N. Y...

Des Moines, Is.....Mickel Bros. Co.

Detrolt, Mich, Grinnell Bros,

Elmira, N. Y. .Elmira Arms Co.

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

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

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

Indlanapolls, Ind...Stewart Talking Machine Co.

Jacksonville, Fla...Florida Talking Machine Co.

Kansas City, Me...J. W. Jenkins Sons Music
The géhmelzer Co,

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

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

Milwaukee, Wls, ..Badger Talking Machine Co.

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

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

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

New Haven, Conn.,The CHorton-GalloCreamer
0,

New Orleans, La...Philip Werlein, Ltd.
New York, N. Y....Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
Charles H. Ditson & Co.
Knickerbocker Talking Ma-
chine Co., Inc.
Musical Instrument Sales Co.
New York Talking Mach. Co.
Ormes, Inc.
Silas E. Pearsall Co.
Omaha, Nebr. .....Ross P. Curtice Co.
Mickel Bros. Co.
Yeoria, Ill. ........Putnam-Page Co., Inc.
Philadelphla, Pa...Louis Buehn Ceo., Inc.
C. J. Heppe & Son.
The George D. Ornstein Co.
Penn Phonograph Co., Inc.
The Talking Machine Co.
. A. Weymann & Son, Inc.
Plttsburgh, Pa. ...W F. Frederick Piano Co.
C. C, Mellor Co., Ltd,
Standard Talking Mach. Co.
Portland, Me, .....Cressey & Allen, Inc.
Portland, Ore. ....Sherman, Clay & Co.
Richmond, Va. ....The Corley Co., Inc.
Rochester, N. .E. J. Chapman.
Salt Lake City, U..The John Elliott Clark
San Krancisco, Cal.Sherman, Clay & Co.
Seattle, Wasb, ....Sherman, Clay & Co.
Spokane, Wash. ...Sherman, Clay & Co.
St. Louls, Mo. ....Koerher-Brenner Music Co.
St. Paul, Minn....W. J, Dyer & Bro.
Syracuse, N, Y.....W. D. Andrews Co.
Toledo, O. ....cc...The (’:I‘olcdo Talking Machine

Washington, D. c..Cohen & Hughea.
E. F. Droop & Sons Co.
Rogers & Fischer.

Victor Talking Machine Co.

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

Victrola VI, $35
Mahogany or oak

Victrola IX, $75
Mahogany or oak

Victrola 90, $125
Mahogany, oak or walnut

"
Victrola XVI, $275

Victrola XVI, electric, $337.50
Mahogany or oak

"HIS MASTERS VOICE

REG. US. PAT. OFF.
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SELECTING THEIR FAVORITES

Record Albums

spondence.

AND ALL OTHER DISC RECORDS

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

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

LYRAPHONE CO. IN NEW QUARTERS

Announces Removal of Its Plant to New Fac-
tory Building in Newark, N. J.

The Lyraphone Co. of America, manufacturer
of Lyric records, whose plant has been located
at 117 Mechanic street, Newark, N. J., announces
the removal to its new factory at 704 South
Eleventh street, Newark, N. J.

The new home is almost a block square and
was the former home of the American Piston
Ring Co. It has been undergoing alterations
during the past few months and entire new
equipment has been installed. The new home
now allows the Lyraphone Co. to confine every
process of the manufacture of its product to
one building, with the exception of recording,
which is done in its New York studios. The fac-
tory is splendidly located in regard to shipping
facilities and the company expects to be able to
give its distributors and dealers excellent serv-
ice from the new quarters. There has been a
decided increase in production.

COLUMBIA’S NEW MUS]C STORE

A music store at 430 Locust street, Columbia,
Pa., under the proprietorship of Mr. Wirth, for-
merly the manager of the Home Music Co., of
that city, was opened a week ago. Mr. Wirth
has secured the sole agency for the Columbia
Grafonolas and records, which fact should be
enough to assure him the continued good-will
and patronage of his long list of friends and the
making of many more.

TETRAZZINI AUTOGRAPHS VICTROLAS

Visits Sherman, Clay & Co. Store in Sacramento
and Delights Staff With Her Graciousness

SAcrRAMENTO, Car., May 2—During the recent
visit of Luisa Tetrazzini, the famous operatic

Famous Artist in Sherman, Clay Store
soprano and Victor artist, when she sang at the
State Armory here, she called at the local ware-
rooms of Sherman, Clay & Co. and became
acquainted with the capable Victor sales force

connected with this establishment. Before she
left she autographed several Victrolas and rec-
ords and complimented Mr. Van Horn and the
balance of the staff on the artistically arranged
warerooms in which the Victrola and Victor
records are displayed and sold to the public.

TALKING MACHINE MEN OPTIMISTIC

Evansville April Trade Dull Thus Far, but Signs
Point to Banner May Business

Evansvitrg, Inn, April 25—While the month
of April, thus far, has brought little improvement
in the talking machine business, dealers here are
taking a most optimistic view-of the situation and
are firm in the expectation that a few weeks
hence a decided change for the better will set in.
All are agreed that May will see a trade stimulus
in the talking machine lines such as has not pre-
vailed for six months past. There is confidence
galore among the dealers in this territory, for
already some signs of improvement in certain
lines are to be noted and collections are better.
From the rural communities come the most en-
couraging reports where farmers are planning to
plant bumper crops again this year despite the
fact that prices of farm products are a little dis-
appointing to them.

—_— .

The Apollo-Phone Player Co. has been incor-
porated under the laws of the State of New York
with a capital stock of $50,000, for the purpose
of making phonograph-player devices. Those
interested in the new organization are: A. Melt-
zer and M. Lazarus.

Peerless Superiority Demonstrated

@ In every line of business there is a leader—some one
manufacturer who blazes the trail that others follow.

@ By timely action in providing the trade with a perfected
album interior for Victrola No. 80, Peerless has again
demonstrated its leadership in the Album industry.

@ Whether it is a slogan or a new album, Peerless originates
—that, combined with top-notch quality and honest work-
manship is the secret of Peerless popularity and success.

Peerless Album Company

Phil Ravis, Pres.

Manufacturers and patentees
of the original indestructibie
wooden back album. Write
for revised prices.

Showing Victrola No. 80 with
Peerless equipment.
Sets also furnished for al

New York other flat sheif machines.
Chicago Office, 59 E. Van Buren St.

636-638 Broadway
Atlanta Office, 74 Forsyth St. Boston Office, 20 Sudbury St.
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Victrola VI, $35
Mahogany or oak

Victrola VIII, $50
Oak

Victrola 1X, $75
Mahogany or oak

Victrola 80, $100
Mahogany, oak or walnut

Victrola X1, $150

Mahogany, oak or walnut

' r-i

Victrola X1V, $225
Mahogany, oak or walnut
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ictor
Supremacy

The supreme qualities that
make the Victrola the certain
choice of a discriminating public
are equally important factors in
the success of Victor retailers.

“Victrola’ is the Registered Tradc-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 XVI, $275
Victrola X V1, electric, $337.50

Victrola XVII, $350
Victrola XVII, electric, $415
Mahogany or oak Mahogany or oak
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talking machine dealers, through their jobbers, have contributed
much valuable material for the Chamber to base arguments upon.

One of the chief arguments against the excise tax has been that
on instalment sales, as a rule, the first payment received by the dealer
does not equal the tax, and therefore the Government would be the
only one to realize any immediate return on the sale. Of several
hundred dealers who have supplied information supporting this con-
tention, four-fifths have been talking machine retailers.

The big fight on the Revenue Bill is still to come and talking
machine 1men, having aided indirectly in the campaign, might do
well to give direct support to the efforts being made by the Chamber
of Commerce to win the desired relief for the industry. It must
be remembered that, although the excise tax of five per cent is a
burden, there have been suggestions made that this tax be doubled,
which would mean the wiping out of a large portion of the industry.
The cause is not that of special interests, but rather of the trade as a
whole.
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] THE TURNING OF THE BUSINESS TIDE

EADING financial and business authorities seem to be of the
opinion that the trade tide is turning; that the nation has
reached the bottom in the way of depression and that business is now
bound to move omward, not to a flood, but along lines of steady bet-
terment, which within the next six months will manifest itself in a
greatly improved condition in retail and wholesale fields.

The talking machine industry has come through the readjustment
period with a much better showing than a great many other indus-
tries. There has been a great deal of house-cleaning financially. A
great many fly-by-night concerns have gone out of business, so that
the industry to-day is proceeding along healthier, constructive lines,
all leading to newer and better conditions. Talking machines and
records have won a recognized position in the music and trade
worids. They are not luxuries, but necessities, for they bring cul-
ture, refinement and happiness into the home, as well as a knowledge
of the very best in music.

There is still a tremendous market for the talking machine. We
have only scratched the surface, so to speak, and the industry is
entering newer and broader phases all the time. The business is
there, but like the ore in the mine it must be dug out by hard and
persistent work. The dealer who develops the most original plans
of enthusing that element of the population not now well disposed
toward the talking machine is bound to be rewarded for his labors.

It is a stock market axiom that the time to buy stocks is when
the market is so low that everybody is discouraged. And this might
be applied to business conditions generally, to the end that when
business is dull the dealer should expend his best efforts to develop
his business by aggressive salesmanship and newspaper publicity
and by inspiring confidence. With this policy being carried out by
an army of dealers throughout the United States there can be no
question that a greater measure of success will be achieved.

THE IMPORTANCE OF THE TAX QUESTION I

LTHOUGH the members of the talking machine trade, par-
ticularly the retailers, have not apparently taken any great
amount of active interest in the fight being waged by the Music In-
dustries Chamber of Commerce and other interests to have some sort
of Sales Tax provided for in the new Revenue Bill to take the place
of existing excise and excess profits taxes, the fact remains that the

L AGGRESSIVE SALESMANSHIP IS NEEDED !

AGGRESSIVE salesmanship is the need of the hour. Too many
dealers think otherwise, apparently. They are disposed to find
fault with conditions and assume an attitude of “waiting until busi-
ness gets better.”” Hence there is little evidence of leadership in
ideas or that initiative which is so necessary to win the battle for
trade. If business conditions are as poor as some of the complaining
dealers think they are, they are certainly going to get worse rather
than better unless they inaugurate some new aggressive program.
First and foremost, they must get rid of their pessimistic mood and
realize the necessity of actually selling the products which they
handle.

These are times when direct, intelligent action is necessary. The
dealer who expects to make money to-day must go outside of his
store to sell. He must know his territory; he must analyze and
district it carefully ; he must work on the basis that there is business
to be had and imbue his salesforce with the same optimistic attitude.
He must understand that we are facing a condition of undercon-
sumption rather than overproduction, and he must work out a policy
whereby this underconsumption is brought up to a normal consump-
tion. This cannot be accomplished by “knocking one’s head against
a stone wall,” but rather by using the gray matter within one’s head
to evolve a plan of campaign that will make the people in the terri-
tory which he controls buyers of talking machines and records. It
can be done and is being done to-day by many dealers throughout
the country.

Reports from widely separated sections prove unquestionably
that the dealers who are going after business persistently are getting
it. Some unusual means have been adopted to this end, but the fact
remains that these people realize that machines can be sold—ergo
they are sold. Boiled right down, the burden of responsibility for
doing business to-day centers on the dealer. He it is to whom the
trade looks for results, and if he fails to realize that he must get
out and hustle, why, he must undoubtedly suffer.

It is no longer a problem of the dealer getting stock from the
manufacturer or jobber—the goods are available. The question is
of getting the stock into the hands of the consumer, and getting it
not by waiting for the consumer to come into the store but by going
out into the highways and byways and making the people realize
that the talking machine is the best and most necessary purchase in
the world these days, for it brings joy, contentment and happiness
into the home.

[ THE GROWING APPRECIATION OF MUSIC

HE recent celebration of “Music Week” emphasized the fact that

there exists a greater appreciation of the importance of music
in the community and in the home than ever before in the history of
the Nation. Evidence accumulates every day that musical instru-
ments of all kinds are playing a great mission as a civilizing and spir-
itual force, and they are acting as an antidote to any over-ten-
dency toward cold-blooded commercialism.

The talking machine dealer can feel proud that the products
which he handles are playing their part in a most impressive way in
the school, in the home and in other public places in bringing about a
greater appreciation of music and its cultural value. The dealer who
is not doing his part in promoting this improved attitude toward
music is neglecting a very vital element in the success of his business.
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The increased interest in music brought about through the effec-
tive labors of the Bureau for the Advancement of Music must bring
about a substantial increase in the demand for talking machines and
records and the dealers should appreciate the opportunity that pre-
sents itself to do their part in their literature and in their recitals
and any other means in bringing their products to the attention of
their clientele in a manner that will increase sales and make their
establishments the centers for those musically inclined.

This may be termed a form of new salesmanship based upon the
idea of selling to the great masses of the people the belief in music in
the home. We should all face the future with the understanding that
all our talk, all our advertising, all our demonstration, should be
based on the idea of selling talking machines and records, not so much
as furniture or merchandise, not as something easy to buy, but as
“means to music,” and especially to music in the home. This neces-
sitates, of course, emphasizing as never before the truly musical side
of the talking machine. There are so many illustrations in this con-
nection that it is needless to descant on them, but they all require
intensive cultivation. The dealer who gets this viewpoint correctly
placed in his mind will be working along lines that will give him a
leadership in a musical way in his community. And not only that,
he will be contributing in a very practical way to the advancement
of music in the nation.

and featuring that product strongly, but in following this course
the retailer must give some thought to the personal element, and so
plan his campaign that his store will stand out by itself as well as in
association with the products handled. In attaining this end the
retailer must see to it that he has original publicity—publicity of the
sort that will mark his store not simply as one of the places where
a certain line of machines and records may be obtained, but as the
headquarters for the line. The success of his store depends not upon
getting just a proportion of the business, but upon getting the bulk
of it in his district.

There are so many different forms of individual advertising
available for the dealer’s use, supplementing the material offered
by the manufacturer, that the average retailer is not called upon to
go to any great expense in the matter of effort or money to put
over a local campaign that is original and forceful. There is a
wide chasm between the retailer who simply acts as local representa-
tive for a well-known line of machines and records and lets the
manufacturer do his selling, and the retailer who, because he is a
good business man, handles a nationally known line and puts his own
personality into the work. It is simply a question of being one of
many in the eyes of the public, or a dominating factor in the local
trade.

! TALKING MACHINE MEN AT THE CONVENTION

I A PROBLEM FOR THE INDIVIDUAL |

HE question of selling talking machines and records even of
well-known standard makes is largely at this time a problem for
the individual dealer to settle for himself, for no matter how well
known the machine or records may be, or how well they are adver-
tised, the retailer’s share of the resultant business is due to the

amount of intelligent effort he puts into attracting trade to his store. '

In every locality there is a certain amount of talking machine
business to be had. This business, much of it, has been developed by
national advertising, and it is up to the retailer to divert a full share
to himself and not depend upon the law of averages to give him his
rightful percentage.

There has been much said and written regarding the advantages
of tying up with a nationally advertised product of wide reputation

BY the time this issue of The Talking' Machine World reaches its
readers the annual convention of the National Association of
Music Merchants in Chicago will have come to an end, but not before,
it is hoped, some successful effort has been made either to organize the
talking machine dealers as a division of the Music Merchants’ Asso-
ciation or into a separate body of their own.

The official program provides for a special session devoted to
talking machine interests with prominent members of the industry to
discuss the best methods of selling machines and records at retail.
Whatever may be the result of the meeting, so” far as a separate
organization of talking machine dealers is concerned, the point is
emphasized strongly that the selling of talking machines is an im-
portant factor in the music industry—a factor of direct interest to all
those who class themselves as music merchants and live up to the
title. The recognition of this fact is an important forward step.

PEARSALL
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10 EAST 39th ST.

SILAS E. PEARSALL _COMPANY

Wholesale Exclusively

SOME_ Dealers say they are in
a Slump. Are you? Pearsall
Service will help you.

Ask any Pearsall Dealer—he will tell you.
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Some Uses
for the
Magnavox

Concerts and Enter-
tainments

Lectures and Public
Speaking

Playgrounds

On Recreation Piers

To take the place of
Band or Orchestra

For Dances

For Church Enter-
tainments

For Social Gatherings

Hotel Paging

For Shopkeepers to
attract attention to
their stores

To demonstrate Rec
ords

For Beaches

For Skating Rinks

For Fairs and Exhi-
bitions

For Train and Open
Air Announcements

N M CIA S R
C. _and Lodge
Entertainments

For Schools

Advertising

Magn avox

A new source ot income
for phonograph dealers

PHONOGRAPH dealers are greatly increasing their
incomes by selling the Magnavox Telemegafone.
Every phonograph owner is a prospect, and the profit
realized on -each sale makes it worth while.

Every club, school and church should be equipped with
a Magnavox, as it is essential wherever entertainments are
given. For practically no cost a Magnavox converts a
phonograph into a band or an orchestra.

The Magnavox Telemegafone is an electrical device that
increases the volume of sound produced by a phonograph
to any desired degree. It is durable and thoroughly
practical.

Persons interested in the listed pursuits are immediate
prospects for Magnavox dealers.

Send for Bulletin
and full details.

J. O. MORRIS CO.,

Eastern Distributors

1270 Broadway

Inc.

New York

Music transmitted
electrically from tone
arm.

Speaking Transmitter.

Volume of sound reg-
ulated from very weak
to very strong.

Telemegaf;me —t—lxat re-
produces  music and
voice faithfully.

Two wires connect to
6-volt storage battery.
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HANDLING ADVANCE ORDERS |

It sometimes happens that the customer or-
ders a record in advance, and then does not
come in to get it when he is supposed to. The
dealer, of course, cannot keep such records apart
from the regular stock indefinitely, and to s=ii
it means the possibility of offending the cus-
tomer who ordered it if he calls after it is sold.

Why not try using a card notification sys-
tem? That is, get the customer’s name and ad-
dress when the record is ordered, and when it
arrives send him the card. A printed card,
with spaces for the record number or name, and
the statement that it would be held separate for
a certain number of days would warn the one
who ordered it to come and get it, and would
save the dealer the necessity of holding it indefi-
nitely. The customer will welcome such a
system, as it eliminates guesswork as to when
the record will arrive. It also keeps the cus-
tomer interested in his phonograph and records.

MUSICAL KNOWLEDGE HELPS SALES

Every dealer must have at least a few custom-
ers who buy the best records available, music
of the opera and high-class orchestra and in-
strumental selections. Steady buyers these peo-
ple are, and their trade represents a consider-
able amount during the year. Did you ever
consider that special sales methods give the
best results with them?

For example, these buyers like to get their
records from a salesman who knows something
about music, and who does not regard the better
music as “highbrow stuff.” It isn’t necessary
to be able to whistle opera overtures, for the
lovers of the best music are often unable to play
a note, but they do appreciate a sincere effort
on the part of the salesman to help them select
the best. The more you know about the music
you are selling the better qualified you are to
please the discriminating; “cranks,” if you will.

REGARDING TOO MUCH VARIETY ‘

Variety in the talking machine shop is a good

thing for the customer, as it enables him to’

choose” the instrument and records that appeal
to him most. But this ceases to be an advan-
tage when the variety changes from week to
week, or as fast as some manufacturer cuts his
prices. Just now there are a great many small
dealers who are handling five or six makes of
talking machines, each one claiming to be the
cqual of any machine on the market.

The customer is beginning to regard these
claims in the same light as those of clothing man-
vfacturers who say they have cut their prices
56 per cent and more. He figures that to buy
such machines is a mere speculation, and as for
the records, well, they may not be any better
than the machines. The average user of the
“talker” has learned many things during the
last six months, and not the least of them is
the fact that quality goods are always the best
in the long run.

THE FIRST FIVE MINUTES

First impressions in the music shop are the
ones that give the customer a line on your
ability and success. The customer instinctively
feels whether the shop is to his liking or not,
and if it is not then the chances for sales are
hurt just that much. Overenthusiastic welcome
may also have a disagreeable effect on the cus-
tomer, as it may create the belief the dealer is
preparing to unload some undesirable records
on him, if possible.

It is fair” to suppose that the first few days
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A Half Dozen Selling Hints That Will Help
Make Money for the Dealer

O O 000000 0

in the shop you made every effort to be cour-
teous to the customers as they came in. Why
ot make the same effort every day? The dealer
young in enthusiasm has largely solved the first
five minutes’ problem, for his enthusiasm over-
comes the reserve of the customer and gains
his interest. Enthusiasm and courtesy are two
sales factors in reach of cvery salesman, and
1hey grip the customer.

FEATURING THE “SPECIAL HIT"

The ‘‘special hit” is often given extensive
newspaper advertising. But is the same appeal
kept in mind when arranging.the display and
demonstration booth for the record in the shop?
The prospective buyer commences to lose his
interest in the record if the salesman has to
paw around among other records to find a copy
of it when he calls at the shop. If it is worthy
of a special advertising campaign, then it is
worth attention in the shop. The “special”
often means a revival of interest in the family
talking machine, and for that reason it is worth
the extra trouble taken to make its surroundings
in keeping with the advertising.

| THE ART OF EXPLAINING

There are two kinds of explanations, those

that leave us knowing more than we did before

and those that leave us wondering what it is
all about. The other day, prompted by a desire
to find out about a foreign-language course, 1
entered a talking machine shop and asked about
the records I was interested in.

The dealer, who has some fifteen thousand
records in stock, shook his head and explained

¥ By Smith C. M'Gregor

in one sentence that there had never been a
call for the course 1 wanted, but he would find
out at once and write to me. That was the
kind of explanation that leaves you knowing
more than you did before. And he sent the
desired information three days later, too.

The same day, at another shop, I inquired if
1 could be supplied with a motor similar to the
one used in the instrument this house was fea-
turing. “Well,” languidly said the clerk, “I
dunno. Maybe the company only makes enough
for its own use. Drop in some time and I'll look
in the catalog” Get the difference?

TO HANDLE TALKING MACHINES

The Julian Prade Auto Supply Co. Considers
That Talking Machines Will Be a Valuable
Adjunct to Its Present Automotive Line

AtLaNTA, GA,, May 3.—The Julian Prade Auto
Supply Co., 184 Peachtree street, this city, has
added a talking machine department to its busi-
ness. The front of th'e store has been fitted up
with demonstration booths and a very attractive
display of Brunswick phonographs is being car-
ried, as well as an up-to-date line of records.
In giving his reasons for adding a phonograph
line to his business Mr. Prade stated that his
close-in retail location, together with the fact
that car owners are usually owners of phono-
graphs and other pleasure-giving possessions.
were combinedly responsible for installing his
new department.

The antidote for a slump in business is in-
creased sales aggressiveness.

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 CO.

INCORPORATED

METROPOLITAN VICTOR WHOLESALERS
ABRAM DAVEGA, Vice Pres.

138-140 West 124th Street

New York City
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The Columbia Graphophone
Company now occupies its new
quarters —the eight upper
floors of the new Gotham
National Bank Building,
1819 Broadway (at Columbus
Circle), New York.

The Executive, Financial,
Sales and Advertising Depart-
ments, the artists’ reception
suites and recording labora-
tories, the Comptroller’s and
Export Departments and The
Dictaphone Department are
now grouped under this one
r0oOf.

This location near the
theatres, opera houses and
concert halls will henceforth
be the musical centre where
the scores of exclusive Co-
lumbia artists in every field of
music will congregate.

Here popular headliners and
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Graphophone

New

Grand Opera stars, famous
concert singers and symphony
orchestras, great instrument-
alists,dance organizations and
bands will make exclusive
ColumbiaRecords to be played
on the Columbia Grafonola.

The Grafonola is the only
music-reproducing instru-
ment equippedwitha INon Set
Automatic Stop. Noiselessly,
at exactly the right moment,
this exclusive Columbia de-
vice switches off the motor. -
And thisis but one of many ex-
clusive improvements that
make the Columbia Grafonola
the only modern phonograph.

We shall be glad to welcome
all our friends in our new

business home.

CoLuMBIA GRAPHOPHONE COMPANY

New York

Canadian Factory: Toronto

Home

.
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- made. The real test comes, however, in

The Cheney Motor
Is the Heart of the Instrument

Only by following these motors
through our factory can you realize the
care and precision with which they are

their use. Day after day, year after year,
Cheney Motors deliver perfect service. ~

CThe | |
CHENEY '

In these times when the buying pub-
lic is more critical than ever, we look
toward the future with supreme confi-
dence. " This confidence is inspired by
knowing that our devotion to the high-
est manufacturing standards, coupled
with the exclusive and basic principles
of Cheney construction found in no
other phonograph, will always insure to
Cheney dealers the finest in reproducing
instruments.

The Cueney TarLking MacHINE Co.

New York Chicago
The Cheney costs no more than other phonographs

Sells for $125 to $385.
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New Record Business A waits the Dealer Who
Will Adopt Up-to-date Methods -

By R. E. Clifton

5000000000 0 G 1 =

There has been considerable discussion in the
talking machine trade the past few months rela-
tive to a shrinkage in record sales. Quite a
number of dealers in different parts of the coun-
try have advised the wholesalers and manu-
facturers that their record sales during Febru-
ary and March showed a decided decrease and
what troubled them most was the fact that they
could not account for this decreasc in sales. They
admitted that the monthly supplements issued
by the manufacturers were better than ever, but
that the public apparently had stopped buy-
ing and their stocks could not be moved.

Here and there some of the dealers advised
their jobbers that their record sales showed a
substantial increase, but these reports were bal-
anced and in many cases outweighed by the
statements of other merchants who presented
figures to the contrary. Being keenly interested
in the record-selling situation the writer de-
cided to investigate carefully and find out if the
public had ceased buying records and when the
trade might look forward for a healthy record
business.

During the course of this investigation a visit
was made to the establishment of one of the
leading wholesalers in the Middle West. The
head of this company is recognized as one of
the best-posted wholesale talking machine men
in the trade and is particularly well versed in
record merchandising. In fact, he has devoted
many years to record selling from every angle
and his organization is a competent and prac-
tical one.

When asked for his opinion regarding rec-
ord sales this jobber stated unhesitatingly that
there was plenty of business for the dealer who
went after it, and to confirm his opinion he citcd
his own experience the day previous when he
visited one of his dealers and was informed that
record sales were in a decided slump. The
jobber doubted the strength of this pessimistic
report and asked the dealer to give him ten rec-
ords out of stock so that he could personally
canvass an apartment house and find out if any
records could be sold.

With the ten records under his arm this jobber
went to the residential district of the city and
selected at random a typical apartment house
for his experiment. He rang the bell of each
apartment and as a result of one hour’s work

sold $7.50 worth of records. He also secured
the names of two prospects for machines and
was given a cordial reception by practically
every one he visited.

Returning to the dealer’s store, he pointed out
to him just how he could go after record sales
and that he could not expect to secure business
during 1921 without making an effort to get it.
The era when record purchasers flocked to the
stores without any efforts on the part of the

OO
W holesaler Proves to
Dealer’s Satisfaction
That Record Sales
Can Be Made if He
Uses Right Methods
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his sales organization how to sell two records
instead of one, and how to get maximum re-
sults from prospect lists. New channels of dis-
tribution must be devised, in accordance with
local conditions, and energetic consistent work
of the old-fashioned canvassing type is almost
indispensable during these days of cautious buy-
ing.

While discussing this situation with the writer,
one of the dealers served by this jobber’s or-
ganization dropped in for a visit and, answering
the inquiry as to the status of his record sales,
stated that March business had been very dis-
appointing. Upon further questioning the dealer
admitted that his organization had been busy
the past few weeks incidcntal to the removal of
his establishment to larger quarters and that the
members of his sales staff had not attempted to
go out and get business. They had simply
waited for the sales to develop and had uscd
most of their time taking care of the removal

details. This dealer was soon convinced of the
fact that record business was plentiful if he
would go after it and he stated that his entire
crew would be “on the job” the following week.

Just as he left the office another dealer from
out of town telephoned to the sales manager of
this wholesale organization, stating that he had
sent one of his men out in the suburbs the day
previous on an intensive record campaign and
that the first hour’s work had produced nine
dollars in sales. All of which goes to prove
that there is record business everywhere for the
dealer who will use 1921 methods, which call for
energy, aggressiveness and hard work.

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Eight Months
Ending February, 1921, Total $4,738,913

WasHingToN, D. C., May 4—In the summary of
exports and imports of the commerce of the
United States for the month of February, 1921
(the latest period for which it has been com-
piled), which has just been 4ssued, the following
figures on talking machines and records are pre-
sented:

The dutiable imports of talking machines and
parts during February, 1921, amounted in value
to $57,147, as compared with $50,558 worth which
were imported during the same month of 1920.
The eight months’ total ending February, 1921,
showed importations valued at $532,067, as com-
pared with $510,242 worth of talking machines
and parts imported during thc same period of
1920.

Talking machines to the number of 3,851,
valued at $194,600, were exported in February,
1921, as compared with 6,422 talking machines,
valued at $259,945, sent abroad in the same pe-
riod of 1920. The eight months’ total showed
that we exported 57,318 talking machines, val-
ued at $2,564,366, as against 51,329 talking ma-
chines, valued at $2,242,271, in 1920, and 33,897
talking machines, valued at $964,251, in 1919.

The total exports of records and supplies for
February, 1921, were valued at $255,058, as com-
parcd with $305,076 in February, 1920. For the
eight months ending February, 1921, records and
accessories were exported, valued at $2,174,547;
in 1920, $2.583,421, and in 1919, $1,837,753.

103 E. 125th St.

Concentralion

The “Jack-of-all-Trades” is a relic of other days. Whether in
professional or business circles the organization or individual that
specializes in a particular field invariably attains success.

Therefore, the Victor dealer who climinates scattered energy and
devotes his entire efforts to the selling of Victor merchandise will
find his business increases in proportion to the cfforts he expends.

ORMES, Inc.

Wholesale Exclusively

NEW YORK
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Columbia 79457.

An always beautiful selection clothed in the fresh
beauty of perfect musicianship is “Canto Amoroso,”
played as a violin solo by Kerekjarto, this season’s
sensation.

Columbia Graphophene Co.

NEW YORK

ADVERTISING AS AN INVESTMENT

What Advertising Expenditure Really Buys—
Merit Recognized by Public Opinion Is Riches

The George Batten Co., Inc, distinguished
advertising specialist of New York, has been
carrying some publicity in the daily papers
which is of a distinctly educational and inter-
esting character. The other day a rather timely
point was set forth in one of these ads, when
under the caption of “Your Son’s Inheritance”
the following appeared:

“The man who leaves his son a factory pro-
ducing unknown goods leaves him merely a
chance to fight for business.

“The man who leaves his son a factory pro-
ducing goods that have a place in the public
opinion of the nation leaves that son an inheri-
tance which only his own folly can destroy.

“This shows what it is that advertising ex-
penditure really buys. Unknown merit is merely
unknown merit. Merit recognized by public
opinion is riches.” -

This is a point which some business men do
not always consider and it is well worth storing
for study and digestion.

ORMES ADDS TO_SALES STAFF

Well-known Victor Organization Adds Chester
Luhman to Sales Force—Equipped to Serve
Dealers in the Important Territory Covered

Ormes, Inc, Victor distributors, New York
City, have announced the appointment of Ches-
ter Luhman to their sales staff. Mr. Luhman
is well known and experienced in the talking
machine line and was for two and one-half
years connected with the sales force of the Co-
lumbia Co. He is well equipped and prepared
to render the best of service to his clientele.

Mr. Luhman recently spent two weeks at the
Victor Red Seal School in Camden, where he
added the extensive knowledge gained in that
remarkable course to his previous experience
in the talking machine field.

AN ATTRACTIVE STORE HELPS SALES

How the Brunswick Shop in St. Paul Has Built
Up a Large Volume of Business Under the
Management of Roy E. Swanstrom

St. Paur, MinN,, May 3.—The picture herewith
shows the interior of the Brunswick Shop in this
city, which is owned by R. N. Cardozo & Bro.
As may be seen, it is very admirably arranged
and an excellent business is being built up in
Brunswick machines and records. The portrait

R. N. Cardozo & Bro.s Attractive Store
in the circle is that of Roy E. Swanstrom, man-
ager of the Brunswick Shop, who has had con-
siderable experience in the talking machine field
and has scored a big success as manager of this
establishment. Both he and his wife are pro-
fessional musicians and are firm believers in the
higher development of the talking machine and
records. He is thoroughly convinced that a
beautiful shop with plenty of display room for
both records and machines is the way to work
up a successful business.

TO PAY 100 CENTS ON DOLLAR

Judge Mack has dismissed the petition in
bankruptcy, filed on December 4, 1920, against
Supertone Talking Machine Co., Incs at 18 West
Twentieth street, New York City. The creditors
have accepted certificates of indebtedness for 100
cents on the dollar, bearing interest at 6 per
cent per annum and maturing in three years.

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

JOIN JEWETT CO.’S SALES STAFF

Three Well-known Talking Machine Men Join
Forces of Detroit Concern

Derrorr, MicH., May 5.—A. A. Fair, sales man-
ager of the Jewett Phonograph Co. of this city,
manufacturer of the Jewett phonograph, an-
nounced this week that E. F. Sharp, who had
been associated with the Detroit branch of the
Columbia Graphophone Co. for a number of
years, had joined the Jewett sales staff and would
work in close co-operation with the trade. Mr.
Sharp is well known in this territory, having
attained signal success because of his construc-
tive and practical knowledge of the industry.

A. N. Doty, who has been assistant manager
of the Detroit branch of the Columbia Grapho-
phone Co., has also joined the sales staff of the
Jewett Phonograph Co. and will travel in the
State of Ohio as field representative. Mr. Doty
is a well-informed talking machine man and
thoroughly competent to assist Jewett dealers
in solving their problems.

Geo. D. Phillips, who had been connected
with the Chicago office of the Aeolian Co. for
quite some time, is another acquisition to the
steadily growing sales staff of the Jewett Pho-
nograph Co. Mr. Phillips, who is popular among
the dealers, is a practical talking machine man
who is most enthusiastic regarding the future
of the Jewett line.

THE “EVER BUYING” CLASS

People With Social Position to Sustain Always
Prolific Source of Trade

There is a class of people who have not stopped
buying, because they can’t, points out The Puri-
tan, These are the heads of families who have
a recognized social standing and a high standard
of living, and who must buy in order to sustain
their positions.

Many of them are heads of businesses; others
are heads of various social organizations. The
demands made upon them are continuous. They
are the active, aggressive, representative Ameri-
can citizeus who buy the best at all times and
who respond quicker to the offer of quality than
the argument of price.

It is to this class that dealers should devote
their best efforts in selling phonographs. There
are very many families who do not own a phono-
graph. If you knew them how much 100 per
cent selling force would you put into your
effort to get them to buy?

Remember what Napoleon said of the word
“impossible.”

NEW INCORPORATION

The L. H. Keller & Co., of Manhattan, has
recently been incorporated under the laws of
the State of New York with a capital of $100,-
000 for the purpose of doing a phonograph and
jewelry business by G. R. Keller, R. Markowitz
and A. L. Sherwin.

-
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Foremost Exponent of New-
Day Type of Phonograph

Successful phonograph  merchants
know that today the phonograph is
more than a musical instrument. It
is used for beautifying the house. It
must harmonize with other furniture,
and as a consequence phonograph de-
sign is daily becoming more artistic.
This development can be expected
primarily from master craftsmen of
the cabinet-maker’s art—men who for
long years are steeped in the fashion-
ing and designing of woodwork. It
is a natural step that the Widdicomb
Furniture Company, fine furniture de-
signers since 1865, should be the lead-
ers of this new-day type of phono-
graph. The artistic and beautiful
cabinet designs of Widdicomb phono-
graphs are from the hands of expert
woodworkers and portray faithfully
the various period styles which they
interpret.

Widdicomb console models are made
with divided top, partitions for al-
bums, automatic stop and patented
tone control. The Widdicomb plays
all records. The price range cov-
ers an extraordinarily large field,
from $95.00 to $325.00. Write for
the latest Widdicomb catalog and the
full facts of the Widdicomb dealer’s
franchise.

THE WIDDICOMB FURNITURE

/] dicot

@
PHONOGRAPH
Jhe Aristocrat of Phonographs

Experts Now Give the Real Facts
of Widdicomb Tone Supremacy

PHONOGRAPH merchants all over the country are
daily inquiring the real reasons for Widdicomb tone
supremacy. Every day now letters are coming to us telling
of the remarkable tonal qualities in the Widdicomb phono-
graph and how this has materially increased sales.

Scientists Tell the Facts

Some years ago Widdicomb
scientists in their development
of the phonograph determined
to establish tone supremacy for
the Widdicomb. In their scien-
tific experiments they found out
that in order to do this it would
be necessary to eliminate vibra-
tion and metallic harshness in the
playing of all records.

They worked for many months
in order to develop their ideal.
Thousands of dollars were ex-
pended before they accomplished
what they sought. And to-day
they have perfected their inven-
tion. They have made possible
the playing of all records with-
out the slightest metallic harsh-
ness or vibration.

This great feat was accomplished
by the invention of the Widdi®
comb Amplifying Tone Cham-
ber. It is the final result of
construction based upon scien-
tific laws.

With this new tone chamber it is
possible to play all makes of
records on the Widdicomb with-
out the least bit of “blasting.”
In addition Widdicomb scien-
tists have accomplished two ad-
ditional results. First, the
Widdicomb Amplifying Tone
Chamber does full justice to the
lower as well as to the higher
musical notes, and second, when
playing an orchestral record, the
deeper, richer tones are given
equal prominence.

Gives Tone Supremacy

The new Widdicomb Amplifying
Tone Chamber gives supremacy
of tone to the Widdicomb. It
is made of a patented composi-
tion and the sound waves as they
pass through it are extended and
expanded in the same manner as
sound emanates from the human
voice.

Every day now new evidence
comes to us from Widdicomb
dealers of the \iddicomb
supremacy of tone. It increases
sales and piles up profit. It
makes phonograph selling easy.
Let us send you the full details
of the Widdicomb line and the
1921 franchise.

The Widdicomb Furniture Company

Grand Rapids, Michigan

IViddicomb
ween Anne

Console Phonograph

Fine Furniture Designers Since 1865

(]

@
PHONOGRAPH
Qhe Aristocrat of Phonographs

COMPANY, Grand Rapids
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SPECIAL LABEL FOR RECORDS BY EXCLUSIVE ARTISTS

Columbia Graphophone Co. to Place Distinctive Label on All Records by Artists Who Record
Exclusively for the Grafonola—Will Give the Dealer a Most Effective Selling Help

One of the most important steps ever taken
in the publicity policy of the Columbia Grapho-
phone Co. was the adoption recently of distinc-
tive record labels bearing the words “Columbia
Exclusive Artists,” to be placed on all records
made by the many artists who make records for
Columbia exclusively. This important phrase has
been so cleverly worked into the existing design
of the labels that it does not detract from either
their artistic or identifying value.

During recent years the Columbia Grapho-
phone Co. has added an imposing list of artists
to its exclusive library, and these artists have
been advertised through the medium ot one of
the most extensive national advertising cam-
paigns ever prepared by any advertiser. Among
the famous opera stars who make records for
the Columbia Graphophone Co. exclusively are
the following: Mary Garden, Jeanne Gordon,
Charles Hackett, Hipolito Lazaro, Florence
Macbeth, Jose Mardones, Rosa Ponselle, Mar-
garet Romaine, Leon Rothier, Riccardo Strac-
ciari and Cyrena Van Gordon.

The exclusive Columbia popular artists who
are prominent in the vaudeville and musical
comedy fields include Nora Bayes, Harry C.
Browne, Frank Crumit, Guido Deiro, Marion
Harris, Al Jolson, Van and Schenck and Bert
Williams.

The dance orchestras and organizations which
make records for Columbia exclusively are a
particularly strong group, including the Paul
Biese Trio, the Happy Six, Art Hickman’s Or-
chestra, of San Francisco; Ted Lewis’ Jazz Band
and Sweatman’s Jazz Baud.

In the concert field the Columbia Co. will be
able to put exclusive labels on the records made
by such well-known artists as Lucy Gates, Louis
Graveure, Hulda Lashanska, Barbara Maurel.
George Meader, Alice Nielsen, Oscar Seagle and
Carmela Ponselle.

Some of the symphony orchestras which are
making records for Columbia exclusively are
the Chicago, Cincinnati, French and Prince's
Symphony Orchestras, the Philharmonic Or-
chestra of New York and the Gino Marinuzzi
Syniphony Orchestra.

The instrumentalists—violinists, pianists and
players of other instruments—who are num-
bered among Columbia exclusive artists include
Josef Hofmann, Pablo Casals, Eugen Ysaye,
Percy Grainger, Sascha Jacobsen, Toscha Seidel,
Eddy Brown, Raoul Vidas and the brilliant new
Hungarian violinist who made such a sensational
debut this season, Duci di Kerekjarto.

Columbia exclusive artists also include such
bands as the French Army, Italian Grenadiers’
and Prince’s, and such unique artists and special
organizations as the Fiske University Quartet,
Yvette Guilbert, Marconi Brothers and the
Paulist Choristers.

In announcing this important publicity policy
the advertising department of the Columbia
Graphophone Co. stated: “This innovation will
serve to advertise Columbia records in a new
and compelling way. It will advertise them right
in the homes of phonograph owners and record
buyers. It will graphically emphasize the fact
that Columbia records provide selections by
artists whose music can be obtained nowhere
else. It means twice as much as would the
adoption of different-colored labels for exclu-
sive Columbia artists’ records because it is
specific. It explains itself at a glance in the
one compelling word, ‘exclusive.’

“There is tremendous strength in the newly
adopted Columbia exclusive label. Columbia
magazine and newspaper advertising carries this
exclusive message. It is displayed on the walls
and in the hearing rooms of all Columbia stores.
Columbia salesmen emphasize it wherever they
go. All this, however, may be seen, heard and

forgotten when the records finally reach the
machine on which they are to be played. But
the exclusive record label is unescapable. It is
there, confronting the record’s owner every
time the record is played.

“Thus every record by an exclusive Columbia
artist heard and admired anywhere will auto-
matically send the person desiring to purchase it
straight to a Columbia shop. It tells him ex-
piicitly and without waste of words that that is
the only place he can get it. This new Colum-
bia exclusive artist label is also evidence to the
uitimate owner of each exclusive record that he
is getting music made by one of the best musi-
cians in the world.”

BETTER BUSINESS IN SIGHT

H. T. Leeming, General - Manager of Emerson
Phonograph Corp., Tells of Evidences of Re-
turning Prosperity Throughout the Trade

H. T. Leeming, general manager of the Emer-
son Phonograph Corp., was in an optimistic
mood when seen by a representative of The
Talking Machine World recently.

He expressed the opinion that the acute de-
pression which business generally had suffered
the last few months had seen its peak and that
conditions, as reflected in the Emerson organi-
zation throughout the country, were growing
better. February sales, he stated, had exceeded
those of January, and March business had cor-
respondingly bettered February.

To quote Mr. Leeming: “We are going ahead
simply because we refused to permit ourselves
to be discouraged by the sharp reversal that
occurred, almost overnight, from a sellers’ to
a buyers’ market. Like other manufacturers,
we had our troubles, due to over-production and
the consumers’ decision to await the advent of
lower prices. However, we took our loss, have
gone after business vigorously, and the com-
bination has put us back on our feet. To-day
I can see even more than a rift in the clouds,
confidently -looking for a steady improvement.”

STATEMENT Oj<££}\, Records have proven

themselves!

QUESTION-Has your service been as good as the record?
SUGGESTION - Try KENNEDY-GR

o~

DEAN NEEDLES, etc.

ANOTHER SUGGESTION - Write
KENNEDY-GREEN COMPANY

1865 Prospect Avenue
AND SEE WHAT HAPPENS

EN service in connection with

O](ak Records

Cleveland, Ohio
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Needles

“THE NEEDLE OF QUALITY"
sell themselves from the

OXeA Display Case

sales value ~ |

this persistent silent salesman
has been tested by hundreds of
slores and proven profilable.

appearance — _ N SINGN
is handsome, dignified, colorfiil - N EEDLE :
and is a real atlention getler; TAKE HO s s |
which means more sales foryou. O e E A BOX

. THE MAKERS OF THE FAMOUS
quality ~ Nah
will be found the same as in - ' Reco rds- |
all other OKeA. producis. : ; ‘ k|
OXeA needles play all makes
of records beller.

our opportunity —

ys'lari this salesman wg:kirzg =
for you now by sending coir 4
pon for demonsiration case.

Each
Display
Case contains
100 cartons -100
needles in carton
10000 needles
to the case —~—

Manufactured and Guaranteed by

GENERAL PHONOGRAPH CORPORATIO
25 WEST45# STREET2 NEW YORK CITY,
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OPEN NEW COLUMBIA BRANCH

Official Opening of Omaha Branch a Decided
Success—Dealers Attend Convention—Theatre
Party Given by Leading Local Newspaper

OmanA, NEB, May 7.—The official opening of
the local branch of the Columbia Graphophone
Co. was held April 18 and 19 and was marked by
an interesting two days’ program. The local
establishment of the Columbia Graphophone Co.
has one of the best-equipped wholesale talking
machine warerooms in this part of the country,
and one of the features of the Omaha branch
is the Model Shop, which is attracting the at-
tention of the dealers generally. .

The program on Monday called for a meet-
ing of the sales staff of the Columbia branch
and among the invited guests were Geo. W. Hop-
kins, general sales manager of the Columbia
Graphophone Co., New York; W. L. Sprague,
manager of the Columbia branch at Minneapo-
lis; E. A. McMurtry, manager of the Kansas
City, Mo., branch; C. A. Delzell, manager of the
Columbia Stores Co., Denver, Col, and D. H.
Delzell, manager of the Columbia Stores Co.,
Salt Lake City, Utah. R. L. Wilder, manager
of the Omaha branch, presided at this meeting
and many practical topics were discussed, aiming
principally toward the rendition of maximum co-
operation to Columbia dealers in this territory.

In the evening the members of the sales staff
were the guests of the Omaha Ad-Sell League at
the Fontenelle Hotel and over 400 were present
at this dinner. The evening was termed “Colum-
bia Night” and during the course of the banquet
the Musi-Call, the new device recently intro-
duced by the Columbia Graphophone Co. was
used to advantage in playing Columbia records
on a battery of Grafonolas placed on the stage.
The Musi-Call “exploded” every ten or fifteen
minutes and with each explosion another record
started to play. Siam Soo also figured in a dem-
onstration that was enthusiastically received, and
Mr. Hopkins gave the diners ome of his usual
effective addresses.

Full Tone

P L Rt 2R Y,

Duo-JonNE

On Tuesday, April 19, all of the Columbia
dealers in Omaha territory werc the guests of
the Columbia branch at a luncheon at the Fon-
tenelle Hotel, where thc new Mazarimba Band
played for the guests. After luncheon the entire
party returned to the branch home, where a
round-table discussion was started which com-
prised the visiting managers, salesmen and
dealers. Miss Windhorst, of the Columbia edu-
cational Department in New York, was one of
the speakers, and Mr. Hopkins also gave the
dealers some interesting and valuable merchan-
dising data for use in the dcvelopment of future
business.

In the evening the entire party, including the
salesmen and dealers, attended a dinner at the
Omaha A. C. and later were the guests of the
Omaha Daily News, the leading newspaper in
this city, at a theatre party.

Mr. Hopkins left Omaha for Chicago, where
he was scheduled to attend a dealers’ meeting
in that city. Prior to arriving in Omaha he had
addressed the salesmen of the Chicago branch
and the dealers’ meeting completed the program
in that city.

EDISON PHONOGRAPH FOR “CARONIA”

One of the recent installations of a Chippen-
dale model of the New Edison, of which the
Ldison organization feels particularly proud, is
the one made in the Cunard Steamship “Caro-

nia,” just before it left New York for its Med- .

iterranean cruise. The Edison Co.” has re-
ceived some very interesting comimentsand en-
dorsements of both the l(\lié,\'.'v“'l‘}fd?sén' and Edison
Re-creations from impor}aﬁt ‘officials of this well-
known ocean liner.

NEWLY INCORPORATED

The Independent Phonograph Mfg. Corp., of
New York, has just been incorporated with a
capital stock of $75,000 for the purpose of mak-
ing talking machines. Those interested are:
J. H. and M. Moftus and R. Haberman.

IS A LOSS TO US BOTH

If You Don’t Sell

- DE LUXE NEEDLES

The Best Semi-Permanent Needle Made

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

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

DON'T FORGET THESE FACTS

PLAYS 100-200 RECORDS

Three for 30 cents

ComPaNY, INCORPORATED

VICTOR RECORDS WELL FEATURED

DeForeest & Son Featuring Victor Records and
Artists in Series of Window Displays

The store of W. V. DeForeest & Son in War-
ren, O., has recently been featuring Victor rec-
ords and the artists who make them in an ex-
cellent series of window displays, of which the
accompanying illustration gives some fair idea.

Display
In the center of the window is a large Victor
machine, around which is arranged a circle of

Red Seal records. From each record a ribbon
extends outward like the spoke of a wheel and
at the end of each ribbon is a miniature Victor
dog. On the lower half of the walls of the win-
dow are fastened Red Seal records, while the
upper half- is divided into panels in which are
found large -portraits of Zimbalist, Gluck and
other recording stars. Under ecach portrait is
found the favorite record of that particular artist.

“VICTROLA” GIRL Gl;YFS MARRIED

A “Victrola” girl was one of the princii)a.lé ina
pretty wedding recently in Utica, N. Y. when
Miss Kathleen A. Ryan, daughter of Mr. and
Mrs. John W. Ryan, became the bride of Edgar
Wheeler, of New Hartford, in thc rectory of
St. John’s Church. The bride was a popular
member of the Victrola force of Kempf Bros.’
music store of that city.

Perfect Reproduction of Tone No Scratchy Surface Noise

Medium Tone
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EASTERN PHONOGRAPH CORPORATION

'BEAUTY TONE
UTILITY

AL

UTILITY

Good to look at.  Good to listen to. Good for use.

BYBEAUUHOND USRI+

The lamp adds to Modernola a unique and telling
feature of service that caps its beauty with utility. In
the warm glow of Modernola’s light, father, mother,
and the children gather cosily for the rest and inspi-
ration that good music always brings.

THE MODERNOLA COMPANY
JOHNSTOWN, PA.

Eastern Distributors

100 West 21st Sireetr, New York
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SEALED RECORDS
__AND REASON WHY

A Plan of Selling “Sealed Records” Which Has
Proved, According to the Writer, to Be One
of the Most Productive Moves Ever Made

By J. ED. BLACK, Springfield, Mo.

There are so many reasons why this plan is
good that it would be easier to tell you why
it is not good, and we cannot recall an instance
where we have been called to explain to anyone
or to receive any excuses from anyone as to
why the plan is not good. So, taken as a whole,
we feel in offering “sealed records” to the public
we are giving them something they are paying
for and that they cannot get except in this
manner.

The system consists of a complete stock of
demonstrating records which are kept intact.
Iach of the records bears the label. This not
only keeps these records segregated to them-
selves, but when viewed from the customer’s eye
there is no manner in which this record can get
mixed with the records he may purchase,
from the fact that the label plainly states that
it is a demonstrating record and is not for sale
under any circumstances.

As to the satisfaction the customer derives
from receiving a record from a stock that is not
played, you may take the matter home to your-
self and ask how you would feel if you should
go into a store and, instead of them handing
you a record which had been played, possibly,
a hundred times, you would be given one that
was absolutely fresh and new and to prove this
to you, you see that the record is sealed. This
assurance is heightened by the additional ex-
planation of the sales person as to the manner
in which “sealed records” are prepared for de-
livery.

All records when received from the factory,
or distributor, are carefully examined, and any
record showing damage of any kind is dis-
carded. The perfect records are covered with
a seal.

You may understand, in changing into thc
“sealed records” and putting this over success-
fully, it necessarily takes some advertising. We
are continually pounding on the public about
purchasing “sealed records.” The plan of tell-
ing all customers about ‘“‘sealed records” when
they receive them brings it to their attention in
such a manner that they will never forget it
and they are sure to tell their friends and
visitors who come to their home and see the
record bearing this seal and, necessarily, they
will ask questions and then, of course, are given
the full story.

Our letters which go out each month with
the monthly lists are continually referring to
the “sealed records.” When this was first started
we ran half-page columns in both newspapers
here, morning and evening, telling the “sealed
record” story, and in addition to this we en-
closed a small folder which advised the customer
of the difference between ‘‘sealed records” and
unsealed records.

With each record is placed a small stuffer,
telling of the “sealed records” and the fact that
we do not exchange records. Here is the story
covered by the stuffer:

“NO RECORDS ARE EXCHANGED”

“This record is guarantecd absolutely new. It is
perfect; was tested at the factory. In justice to
our customers, we scll only new and unplayed rec-
ords. For this reason this record cannot be returned
for exchange or credit. A J. Ed. Black Music Com-
pany sealed record is brand new, always. The seal
is a guarantee of newness and perfection. Rccords
played in the store are never sold sealed; they are
Demonstrating Records only and are so marked.
To bhe sure of perfect records, get Black’s sealed
records—and for best results play them each time
with a new needle.

“Tell your friends about Dbuying real-honest-to-
goodness new records only from J. Ed. Black Music
Co., 307 S. Jeflerson, next to Telephone Building,
Springfield, Mo. . .

“Call 2688, and ask to hear any record in the
Columbia catalogue.””

You may rest assured we are perfectly satis-
fied with the change when we tell you no money
could get us to go back to the old system of
selling used records and we will say in addition

THE TALKING MACHINE WORLD

to this, the dealer who is the first one to put this
over in his town is laying a foundation for
record business that he will never regret and
he will find that his experience will be like
ours—having record customers in our store
that were not record customers under the old
cystem of selling records.

People to-day want service and they are going
where this service is best. When they are
assured they are getting their money’s worth—
getting new records instead of used ones—that
is the place they are going to patronize.

OCCUPIES NEW QUARTERS

Iroquois Sales Corp. Increases Floor Space—
Granby and Okeh Lines Well Displayed

Burraro, N. Y., May 6.—The Iroquois Sales
Corp. of this city, Granby and Okeh jobbers,
moved on May 1 into the new King & Eisele
Building, where it is occupying greatly increased
space on the fourth floor.

The company received a large shipment of
Granby phonographs, which are displayed to
advantage in its new quarters, and among re-
cent visitors to the Iroquois offices were E. L.
Ginsburg and Carl A. Buechner, of the Granby
Phonograph Corp. The company expects to
make an intensive drive for Granby business and,
of course, Okeh records will be featured in the
same aggressive manner that has characterized
the activities of this jobber for the past six
months.

L. M. Cole, sales manager of the company, is
taking an enforced vacation, as he is fighting an
ancient enemy in one of the local hospitals.
However, he will be “back on the job” very
shortly with the same good humor and unfail-
ing cheer that has made him so popular in the
local trade.

PATHE SHOP DAMAGED BY FIRE

Flames of Unknown Origin Cause $5,000 Loss
in Indianapolis Store

InpiaNapoLts, INp, May 1.—The Pathé Shop
basement at 18 East Ohio street, this city, was
damaged recently by a fire of unknown origin
causing a loss of approximately $5,000. The
flames were kept away from the salesroom on
the first floor after a hard fight on the part of
the firemen. Phonographs and records were
damaged by smoke and water, but the principal
loss was sustained below, where much injury
was done talking machines and supplies.
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WALLACEﬁ HEADS SPHINX MOTORS_

Edwin F. Wallace Elected President of Com-
pany at Recent Annual Meeting—Readjustment
of Company’s Price Schedules Announced

The Sphinx Gramophone Motors, Inc., whose
executive offices are located at 512 Fifth avenue,
New York, recently held its annual stockholders’
meeting and the following officers were elected
for the ensuing year: Edwin F. Wallace, presi-
dent; Edward S. Toothe, vice-president, and
Alfred Nathan, secretary and treasurer.

Under the new plans of the company, recently
inaugurated, Mr. Wallace will assume charge of
the company’s sales. Mr. Toothe, vice-president
has been a director of the company since its
foundation, while Mr. Nathan, the re-elected sec-
retary and treasurer, is widely known in East-
ern manufacturing circles and is head of the
Nathan Mfg. Co.

According to an announcement of the company,
it has readjusted its price schedules on its motors
in harmony with the gradual lessening production
cost and deliveries are made uninterruptedly.

Mr. Wallace, the new president and sales man-
ager, is a graduate of Princeton University and
‘has a wide experience as a sales executive. He
believes that success during the coming months,
in the talking machine field, will be gained by
manufacturers who turn out the highest-grade
products. In speaking of the present situation
he said: “Recent weeks have shown a decided
improvement toward a resumption of demands
and from the present outlook this should in-
crease during the coming months and reach
normal by early Fall”

NEW BRUNSWICK NUMERICAL LIST

The Brunswick-Balke-Collender Co. the latter
part of last month issued a new edition of the
_numerical list of Brunswick records, together with
a list of May records printed on gummed stock.
The new numerical catalog includes all Bruns-
wick records issued up to and including April,
1921. The releases for all future months will
be issued on gummed stock similar to that for
the month of May. This plan makes it possible
for Brunswick dealers to paste the current re-
leases each month in the numerical catalog,
thereby keeping the entire numerical list up to
date and complete. ‘

J. W. Buehler, of Osage, Ia, has added two
new booths to meet the demands of his growing
Victor business.

72 e 2 2 2 7 2 2 2 7 P 2l e
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Back of Every Successful Record Dealer Is His
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1705 East Broad St.
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Prepare for the Big Vacation Demand
for Steel Talking Machine Needles

Dance Tone Needles in loud,

extra loud and half tone are JUNE1 JUIY and AUgUSt are ex-

jall j he 3 _ .
eFpeaIaiIRRn e for e ceptionally attractive sales-

summer season. Put up in

Screw Top Metal Containers Opportunity months for wide-
of 500 and 200 necedles. )
Wrrite now for samples and awake dealers. Increased sales of

S talking machines and records
mean increased needle sales.
When you stock upwith Brillian-
tone Needles you guarantee your
| profits as well as your customers’

MM{ absolute satisfaction.
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W H.BAGSHAW & CO. Factory,Lowell, Mass.
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love ring true.

Howard Marsh, of Greenwich Village Follies fame,
new Columbia tenor, is a singer whose songs of
“Just We Two” and “Rose of Ath-
lone” are his first Columbia selections.
records from the start.

A-3357.

Columbia Graphophone

Push his

NEW YORK

RETURNS FROM WESTERN TRIP

B. R. Forster Reports Satisfactory Brilliantone
Progress—New Display Carton Well Received

Byron R. Forster, president of the Brillian-
tone Steel Needle Co., recently returned from
a trip to Chicago and throughout the Middle
West. Mr. Forster reported an entirely suc-

B. R. Forster
cessful trip and that dealers throughout this
territory were doing well with the Brilliantone
needles.

L. J. Unger, of the Brilliantone traveling staff,
is back from Canada, after thoroughly covering
the Dominion. The healthy: condition of the
talking machine trade throughout Canada is re-
flected in the large volume of orders which Mr.
Unger brought back with him.

The new large display carton holding 5,000
Brilliantone needles is proving .very popular
with the dealer. This carton contains six dif-

ferent-colored boxes of needles, each color rep-
resenting a different tone. At Brilliantone head-
quarters it was stated that this new carton has
been found in many instances to increase the
dealer’s needle business 50 per cent.

PRINTING SERVICE FOR DEALERS

Harbour-Longmire Co. Offer Unique Service to
Their Pathé Retailers

OxrLaEOMA CITy, OXLA., May 2—The Harbour-
Longmire Phonograph Co., Pathé distributors,
located in this city, have an exceptionally well
organized and equipped dealers’ service. The
extent to which this service goes is found in a
recent letter which they sent their dealers, call-
ing attention to the fact that all statements, bills,
credit memorandums, letterheads and circular
letters received from them were printed on their
own presses and offering this printing service
to the dealer. It is reported that increasing
numbers of dealers have taken advantage of
this printing service, which promises to be an
important adjunct to Harbour-Longmire service.

$35,000 FOR MACY ATTORNEYS

Fees aggregating $35,000 were allowed by Fed-
eral Judge Julian \W. Mack on April 26 to the
law firm of Wise & Seligsberg and associate
counsel, who represented R. H. Macy & Co. in
their recent suit against the Victor Talking Ma-
chine Co. and a number of jobbers for violation
of the Sherman Act. The Macy attorneys had
originally asked for $75,000.

G. H. Jennings, of Panora, dropped in the
other day, says Mickel ‘Bros. Co., of Des
Moines, Ia, who adds: “Mr. Jennings is a Vic-
tor dealer and incidentally an undertaker. We
asked him how business was and he replied:
Rotten! Nobody dying ’t all” That should
make the Victor business good, because you
can’t sell a Victrola to a dead one.”

MAKE ATTRACTIVE WINDOW DISPLAY

Barnard Music Co., Exclusive Brunswick Dealer,
of Jackson, Mich., Arranges Clever Window
Which Wins No Small Meed of Praise

Jackson, MicH., May 3—The value of the show
window is very properly estimated by the Bar-
nard Music Co., exclusive Brunswick dealer of
this city. A recent display, in which the Bruns-
wick phonograph and records were featured;
is pictured herewith. It attracted considerable

Barnard Music Co.’s Clever Display
attention by reason of its arrangement, and
shows how a window may be utilized in an
advertising way to good purpose. The frame
of this cent al display was in gold, the curtains
in blue, and the lighting effects secured by
lights in the back of the frame,

DISPLAY THE FERN-0-GRAND LINE

The Kroll & Horowitz Furniture Co., 258
Canal street, New York, New York distributor
for the Baby Grand and other models of talk-
ing machines manufactured by the Fern-o-Grand
Co., of Cincinnati, O., had a display at the fur-

-niture exhibition held late in April, at 469 Sev-

enth avenue, New York

PERSONAL

(By courtesy of Henry L. Doherty & Co.)

(But not confidential)

Due to many rumors we wish to state that the price of the VICSONIA repro-
ducer will NOT be reduced. A price reduction is impossible without impairing some
of the recognized qualities of the ‘“VICSONIA”, therefore no changes are con-
templated.

The “VICSONIA” has always enjoyed the reputation of being the ONLY suc-
cessful reproducer for the playing of EDISON DISC Records on Victor and Columbia
machines and we intend to keep it as such. We are sure that the TRADE will
co-operate with us to this end.

VICSONIA MFG. CO., Inc.

313 East 134th Street New York City, N. Y.
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in record perfection is attained
in Gennett Records.

O realize the new heights of

record development hear the
May Gennett Kecords, just
out. They bring new delights
from all phonographs. Hearing
is believing. Any Starr dealer is
glad to give you a hearing.

Gennett Records
Manufactured by

'THE STARR PIANO COMPANY

RICHMOND, INDIANA
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Ki{TICLE IN COLLIER’S PAYS

TRIBUTE TO PHONOGRAPH

Robt. H. Schauffler in “Canned Music—the Phonograph ‘Fan’” Emphasizes the Big Part Played by
Talking Machines and Records in the Development of Music Appreciation

The talking machine, having reached the status
where it is treated with respect by writers for
newspapers, has now been graduated to a new
position, where it has been made the basis of a
lengthy magazine story, illustrated, and paid for
and published by Collier’s Weekly in the issue
of April 23.

The newest article, entitled “Canned Music—
the Phonograph ‘Fan’,” is written by Robert
Haven Schauffler, who only recently contributed
a similar article on the player-piano.

The fact' that such a national periodical as
Collier’s thought the talking machine good ma-
terial for a human-interest story such as this is
and devoted a conspicuous place in the issue”
for its presentment is in itself comment enough
on the intense and sustained interest taken in
this universal “instrument by Americans—and
citizens of the world besides.

Crediting the talking machine with spreading
culture broadcast more speedily and far more
than did printing in the days of the latter’s in-
vention, Mr. Schauffler goes on to say:

“The art of music, as we moderns understand
it, is only a couple of centuries old. And until
yesterday, owing to the cost and difficulty of
obtaining music, mankind was as scantily sup-
plied with this great primal necessity of his
nature as his palate was supplied in the days
when his whole diet was raw {ruit and nuts, or
as his back was supplied in the bark-overcoat
days, or his bed-whén he lived in a tree. Up to
a generation ago music’ was like that healing
pool of Bethesda in the Holy Land. People at a
distance had to maké long and expensive jour-
neys to get the benefit of its waters. Only the
aristocrats could afford this.

“Then the phonograph came along and formed
the Bethesda Bottling Co., Unlimited. And now.
the Eskimos and the Hottentots and the inhabi-
tants of the poorhouse in the forbidden city of
Lhasa may=bathe their minds and spirits at will
in the hedling waters of music.

Making and Breaking Records

“The phonograph, by opening up culture to
evervone, has made music democratic. The bal-
ance of musical power has now passed from the
professional to the amateur, from the perform-
er to the listener, and from the concert stage
to John Jones’ parlor, which is now the musical
center of the world.

“Why? Because the phonograph has made
good music as inexpensive for him as poor music,
and more necessary. He is rapidly losing his
taste for the latter because the phonograph has
made its endless repetition temptingly easy for

him. And poor music is just the kind which can-
not bear much repetition without making the
hearer feel like a new employe in a candy store
at the end of the second day’s work, when he
wishes he might never taste another piece of
candy again. Instinctively he turns to a class
of music which he will not tire of so quickly.
It is this ease of surfeit which has so immensely
speeded up the average m4n’s former slow rate
of growth in musical culture.

“I have always been a phonograph fan since
the red-letter day when, as a small boy in Cleve-
land, O., I discovered a little arcade where you
could drop a nickel in the slot, stuff two rubber
tubes in your ears, watch the wheels start
going around under a glass dome, and, amid an
unmusical hubbub that sounded like the career of
an elephant running amuck in a tinware shop,
you could detect Pumpernickel’s Military Band
(of five pieces) vainly trying to play the galop
from ‘William Tell””

Apropos the small beginnings of the now
gigantic talking machine business, Mr. Schauffler
repeats a tale culled from a man who heads one
of the largest record-making - companies in
America. This man, who has been in the talking
machine game from the ‘start, worked for the
New Jersey Phonograph Co. at a time when
the musical end of thé business was little thought
of as a money-making proposition: The ma-
chine in the business oﬁice~ was its logical place,
according to the thought of that time. Getting
an advance of his full week’s pay, which amoint-
cd to the fiuge sum of $15, the man concocted
some sort of music-making apparatus and made
two thousand records as a starter. A ‘“mud-
gutter” band’s rendition of “Boulanger’s Patrol”
was the first musical offering thereof. A dis-
carded kitchen cabinet, in need of much clean-
ing and bought at a second-hand store, became
the improvised cabinet for the records. As the
first record was being tried out a man who was
a little worse for liquor stopped in the small
“laboratory” and began to drive a bargain for
the machine and records. An agreement was
made for renting the machine and some records
for $40 a year, $10 down, with an additional
75 cents a month for a battery and an equal
amount for ear tubes.

“He took the stuff across the street,”’ recites
Mr. Schauffler, “put on ten ear tubes and charged
25 cents to listen to it. He made money so
fast that 1 was able to convince my firm of the
practicability of developing the phonograph for
entertainment purposes as well as business ends.”

There are three classes of phonograph users,

CRYSTAL EDGE

MICA

DIAPHRAGMS

The Standard of Quality

PHONOGRAPH APPLIANCE CO.

174 Wooster St., New York

according to Mr. Schauffler: (1) Those who
want something—anything to make a noise for
the children and young people. (2) Those who
want a good-looking piece of furniture. (3)
Those who really care for music. The genuine
talking machine fan, thinks the author, belongs
in the third class. Many of the latter, however,
says Mr. Schauffler, lack discrimination. “They
come into the music store and say to the clerk:
‘Pick me out a dozen records, you know what
I want"” This way of buying, he says, would
appeal to the true connoisseur about as much as
leaving the selection of his wife to a committee
of elderly ladies.

Touching the way some collectors catalog
their records Mr. Schauffler observes that the
more sophisticated of them grade the same in
various interesting and original ways not to be
found in the commercial catalogs. Two ways of
doing this, the first according to the depth of
the musical thought and regardless of how that
thoughtis reproduced, and the second according
to the degree of mechanical success the record
achieves, follow: .

“Grade A—Music of the Moment (e. g,
‘Mammy’).

“Grade B—Light Classics (e. g., ‘Beautiful Blue
Danube’ waltz).

“Grade C—Medium Classics (e. g., ‘Largo’
from Dworak’s ‘New World Symphony’).

“Grade D—Heavy Classic (e. g., Bach con-
certo for two wiolins).

“Another method is to grade the discs in sev-
eral classes, according to nothing but the degree
of mechanical success with which the original
voice or instrument has been recorded and re-
produced. The collector may subdivide into
eight classes if his energy and discrimination
hold out: (1) Abominable. (2) Bad. (3) Poor.
(4) Indifferent. (5) Good, but blemishes. (6)
Good. (7) Excellent. (8) Perfect.”

J. B. Powell, who for several years has repre-
sented the Edison phonograph in the South, has
just opened an exclusive Edfson Shop at Lake-
land, Fla., known as Lakeland Phonograph Co.

Big Value

Suitable for Medium Priced
Machine

Large size Sound Box

Both Tone and Price

8 1-2 inches, centre to centre

Send for quantity prices

Have you heard our special Octagon Sound Box No. 5?

The William Phillips Phono Parts

145 West Forty-fifth Street

WHAT ARE YOUR NEEDS—WE CAN SATISFY THEM
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New York City
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WHITTLE CO. IN ITS NEW QUARTERS

D. L. Whittle, of Dallas, Tex., Enters Remodeled
Premises—Firm Enjoys Wide Repute

Dairas, Tex., April 9.—Formal opening of the
new quarters of the D. L. Whittle Music Co.,
at 1213 Elm street, this city, took place recently.
Over $30,000 has been spent in remodeling and
decorating the building for the purposes of the
company, which has taken a long-term lease on
the same. Occupying two stories of the prem-
ises, a floor space of more than 25000 square
feet is available. The Whittle Co. ranks among
the eight most complete stores in the United
States, though in point of size a few are larger.

Besides doing an extensive retail and whole-
sale business the company enjoys a large mail
order and catalog trade that reaches into all
parts of the United States and into Mexico
and Canada. The company is distributor for
Vocalion phonographs and records.

OPENS POPULAR MUSIC DEPARTMENT

Sandeen Music House, Rockford, Ill, Makes a
Welcome Addition to Its Line

Rockrorp, IrL., May 2.—The Sandeen Music
House, of this city, recently opened a popular
sheet music department that has made a decided
hit with the local music buyers. The latc hits
are featured on a self-service rack placed near
the entrance, which has put additional punch into
the store’s slogan of ‘“instant service”” The
Sandeen Music House, which has been estab-
lished less than a year, is rapidly coming to the
front as the musical center of Rockford through
the aggressive management of Mr. Sandeen,
who is a prominent musician himself and tenor
soloist in the largest church in the city.

The store is located in the theatre district
and is handsomely finished in an ivory-white
and robin’s egg blue scheme that is decidedly
attractive. The Vocalion and ‘Columbia lines
are featured as well as Q R S player rolls.

USES CASH REGISTER RECEIPT

The Revere Phonograph Co., Revere, Mass.,
Columbia dealer, is creating school sales in a
novel manner, For every purchase of $10 in the
Revere Phonograph Co.s store a coupon is
given. The children of the parents purchasing
goods at the Revere Phonograph Co. turn these
coupons in to the principal of their school and
after the school has collected 100 of these cou-
pons they are entitled to a D-2 Grafonola.

EDISON CONVENTION PLANS

Famous Caravan Conventions to Be Held in
Four Cities During Month of June—Many
New Features Will Add to Interest

Orance, N. J., May 6.—Plans are already
shaped in fairly concretc form for the 1921
Edison Caravan Convention. The cilies, thea-
tres and hotels in which this famous event will
be held this year are: New York, the Knicker-
bocker Theatre and banquet at Commodore
Hotel, June 9-10; New Orleans, Tulane Theatre
and Grunewald Hotel, June 14-15; Chicago
Blackstone Theatre and Drake Hotel, June 20-21;
Vancouver, B. C., the Avenue Theatre and Van-
couver Hotel, June 27-28.

Among the features which will probably be
found on the program are a four-act comedy by
William Maxwell, entitled “School for Sales-
men,” acted by prominent stage people; an ad-
dress by Chas. H. Farnsworth, who will be of-
ficially announced during the conventions as
head of the Edison school research department;
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an address by a celebrated figure of the Ameri-
can stage, who will speak on the similarity be-
tween salesmen in the phonograph field and
actors and of how the methods of the latter
can be applied to the efforts of the former; a
new version of the Edison tone-tcst given by a
member of the Mctropolitan Opera Company; a

-talk by a famous Edison recording artist on

“What it Mcans to an Artist to Have His Voice
Recorded on the New Edison”; a lecture in
rhyme by a famous singing comedian of the
vaudeville stage on various retail sales problems;
discussion on advertising by a prominent author-
ity in this field and a series of open forum dis-
cutssions by retail merchants.

In each case the convention chairman will be
a retail merchant. H. Leslie Marvil, Waycross,
Ga., will lead the convcntion in New Orleans
and James P. Laccy, of Peoria, will again lead
the convention in Chicago. The other chairmen
bave not as yet been announced.

A new Victor music storc has recently been
opened at Dillsboro, Ind., by W. S. Calhoon.

and parcel to the customer.

for each clerk
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Clerk D is making change from his cash drawer. The amount of the sale
is shown at the top of the register. The other clerk is handing change

He made change from his own cash drawer,

A separate cash drawer

This makes clerks more efficient because:
@ Eachclerkis responsible for the business he handles.
In case of error it shows who made the mistake.

It gives each clerk credit for the work he does.

An up-to-date National Cash Register with separate

cash drawers measures the ability of each clerk.

Up-to-date National Cash Registers are made with
any number of cash drawers, from one to nine.

We make cash registers for every line of business.

NATION AL
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New and Interesting Ideas for Increasing
Sales in Talking Machine Stores -

Schlueters, of Oakland, Cal.,, has made it pos-
sible for people to get very close to objects
shown in his windows, and this increases the
number of prospects that come to his store every
day. Each window, the large one in front and
the smaller one at the side, is framed so that
it slides out in grooves. The platform of the
window is easily taken down. That leaves a
white-tiled window base only three inches above
sidewalk level. In this is kept a talking machine
—sometimes several of them. In the Spriug the
portable variety is especially featured, one of
the compact little machines being set on the
packing box in which it is shipped. A card an-
nounces: “Just the thing for your outing—easy
to carry, occupies very little space—doubles the
joy of an evening in camp or on the water.” The
machine is rigged up with a motor attachment
and on the wall, above the reach of the inquisi-
tive small boy, is a button, with a card: “Press
the button—start the machine playing.” It
is the natural thing for anyone who stops to
look to push the button in order to hear the
music. By so doing the person also turns on
an electric light in the back of the store, which
is the signal for a salesman to appear and ex-
plain the machine, and, what is more important,
if possible, to get the name and address of the
party who is interested, in order to follow it up
with literature on the subject of talking ma-
chines, or, if one is already possessed, new rec-
ords for the Summer vacation. Another manner
in which this enterprising store advertises is to
have large signs on both sides of its auto
trucks. These bear pictures of different types
of talking machines, and from time to time the
names of new records that are meeting with
popular favor, and as the cars move from one
part of the city to the other they immediately
identify the store with talking machines.

A New Kind of Envelope

H. L. Dodge, Long Beach, Cal, who handles
talking machines and has to meet much com-
pctition from house-to-house salesmen, has
evolved an idea that has netted him considerable
profit. Mr. Dodge realizes that the first store
in any city to greet new families will make the
strongest impression, so he goes after this new
trade strongly. He has the city divided into
four districts, with a correspondent in each,
whose business it is to inform him of the arrival
and departure of new families. By ascertaining
where former residents have gone he avoids
waste of postage by sending literature to the
old address and also learns whether it is ad-
vantageous to keep them on his mailing list. If
they have removed to the country or to any of
the nearby towns they are still profitable mail-
order prospects, and if they have moved out of
the territory he covers he simply strikes the
name off his list. The greater part of his atten-
tion, however, is given to the new arrivals. To
each of these is sent a form letter of greeting,
but so worded as to convcy the impression of a
personal welcome. This letter is enclosed in an
envelope, and upon the face, instcad cf the re-
turn address, is a photo of himself. At one side
of the picturc is “Return to” and below it “Lct’s
get acquainted.” This arouses curiosity and
induces them to open the envelope, whilc the
unique manner of address causes them to feel
acquainted with the man before they ever enter
his store.

Hawaiian Concert Draws Trade

The talking machine department of Bry's,
Memphis, Tenn., scored a big hit recently with
its Hawaiian concert. Taking advantage of the
prescnce in the city of a troupc of native musi-
cians at a local vaudeville house it was ar-
ranged to give a special concert in the Bry audi-
torium. Bills adorned with pictures of the
troupe, and giving the program, were scattered

broadcast, and at the foot of each program was
announced: “All of these selections and many
other beautiful native Hawaiian vocal and instru-
mental selections are obtainablc in our large
stock of rccords.” Three concerts were givert in
“one day—10.00 to 11.30, 3.00 to 4.30 and 7.30 to
9.00. Betwecn each selection by the troupe
there was played a Hawaiian record, in several
instances the same song or instrumental num-

O
Several Schemes T hat

Have Been Used by
Talking Machine Deal-
ers Throughout the
Country With Success
T

ber being repeated, in order that the audience
might see how closely the instrument approxi-
mated the human voicee. Window displays
called attention to the concert and to the rec-
ords. Wax models of a Hawaiian youth and
maiden, seated beneath the shade of a cocoanut
tree, were shown. In the background was a
canvas drop of sky and water and flying birds,
and the floor was covered with fine sand, while
a card overhead announced: “On the beach at
Waikiki.” At one side was a talking machine

T

By
W. Bliss Stoddard
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garlanded with several yellow leis and a card
in front of it announced the date of the con-
certs and the hours at which they were given.
Another item that boomed sales during the entire
week was the offer of one of the little Victor
dogs free with the purchase of each Victor
record. This offer was combincd very effectively
in the other window by showing a semicircle
of benches on which were placed a hundred
or more of the Victor dogs intently watching a
group of dolls in the center, dressed in Ha-
waiian costume, who were dancing to the music
of three native instruments. A card at one side
suggested: “Even the Victor dogs are interested
in Hawailan music,” and at thc other: “One of
these dogs given with each Victor record pur-
chascd this week.” Another way in which thc
records were featured was by placing a case of
them with the names and prices just where the
eye of the person who was using the telephone
would fall upon them. As some time usually
elapses cre a person can get the number he
is calling ample time was given to read over
the new records and to learn their cost.

NOW THE HEVWOOD -WAKEFIELD CO.

The merger of the Heywood Bros. & Wake-
field Co., of New Jersey, and the Lloyd Mfg.
Co., of Michigan, incorporatcd under the Massa-
chusetts laws as the Heywood-Wakefield Co.,
has been formally announced, with a capitaliza-
tion of $13,000,000. The directors are: Charles
H. Lang, president; Calvin H. Hill and Levi H.
Greenwood, vice-presidents; Seth Heywood,
Henry Morrill, Frank G. Webster, Charles A.
Store, llenry Hornblower, Marshall B. Lloyd.

72£6 1720
A LIONARY TABLE - PHONO

To
Retail

at

$150.00

PERIOD MODELS

Louis XVI Model—also Queen Anne Period
A High Grade Phonograph and Library

Table Combined

Write
for
Dealers’

Discounts

Neo. 175.

Pat. applied for. 42' long, 26" wide, 31" high.
Finished on all llde!—golden oak, mahogany or walnut

Complete Your Line with These High Class Library Table Models

This high class instrument will enable you to meet any competition,
because of its beauty, clarity of tone and utility.

You are missing Dollar profits if you do not write for information—Today.

Now Ready for Delivery

SEABURG MANUFACTURING COMPANY

JAMESTOWN, NEW YORK

Pacific Coast Representative J. W. ROE, 1711 E. Harrison St., Seattle, Wash.
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Introducing

: THE :
“MAKES YOUR TALKING MACHINE ENTIRELY AUTOMATIC”
The FIRST and ONLY device which

entirely eliminates Starting and Stop-
ping levers.

STARTS
LIFTS the NEEDLE

and

STOPS
WITHOUT ATTENTION

“IT NEVER FAILS?”

Placing the needle starts the motor.
Requires no further attention.

At the conclusion of the music the
needle is lifted off the record and the
motor stops immediately.

It is Permanent, NON-SET and incon-

spicuous.

Attached to any machine at low cost.

Manufacturers and Dealers : The ‘Controla has an absolute business-

getting feature you cannot afford to neglect.
Descriptive Literature on Request

Phonograph Control Corporation

120 MARKET STREET
NEWARK, N. J.
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PAUL BIESE lN NEW Y()RK

Well-known Orchestra Leader Arrives in New
York to Join Columbia Organization—Active
in Musical Circles for Many Years

Paul Biese, one of the country's leading ex-
ponents of modern dance music, arrived in New
York. May 1 to become a conductor in the
Columbia recording laboratories. Mr. Biese is
one of the greatcst saxophonists of the prcsent
day, having been the leader of the Paul Biese
College Inn Orchestra in Chicago and the
founder of the Paul Biese Trio. This trio makes
Columbia records exclusively and its rendition of
the popular dance hits has gained for this trio
an cnviable reputation.

Mr. Biese’s musical experience datcs back to
the days he was four years old and he has

B

Paul Biese
been identified with musical affairs since child-

hood. He has secn service in the United States
Army as a bandmaster, spending eight months
in the Philippines, and in the recent World War
was a divisional bandmaster with the commis-
sion of a first lieutenant, secing duty overscas.

Prior to the .World War Mr. Biese spent
eight or nine years in Chicago, conducting the
orchestra at the Palace Theatre for two years
and playing at the Tip Top Inn, College Inn,
Rainbow Gardens, Marigold Gardens, Planters
Hotel and other well-known theatres and hotels.

After returning from France he became con-
ductor of the Pantheon Theatre Orchcstra, one
of the finest moving picture houses in Chicago,
and, incidentally, Mr. Biese started playing the
saxophone about that time. He soon became
famous as one of the leading saxophonists in thc
country, and one day decided to make records.
He selected five of his best men and after mak-
ing several test records signed a contract with the
Columbia Graphophone Co. exclusively. The
company instituted an aggressive national cam-
paign, featuring Paul Biese records, and this
campaign was a tremendous success.

He left the Pantheon Theatre and played at
the Green Mill Gardens for a while, attracting
a capacity house. Mr. Biese then went to the
College Inn of the Sherman Hotel and stayed
there until he joined the Columbia organization.
The Paul Biese College Inn Orchestra has been
the most extensively advertised orchestra play-
ing in Chicago. Every theatre program in the
city carried a full-page advertisement over the

signature of the Sherman Hotel, featuring Paul’

Biese and his orchestra, and Chicago music lovers
keenly regret his departure for New York.

SAILS FOR JAMAICA

W: ]J. Bagshaw, secretary of the W. . Bag-
shaw Co., needle manufacturer of Lowell, Mass,,
sailed during the latter part of April for Ja-
maica, where he will probably spcnd 2 month or
more. W. J. Bagshaw and his brother, C. H.
Bagghaw, are the executives of the W. H. Bag-
shaw Co., to whom credit is due for the
great success attained by that organization.

S. H. Knight will shortly open a new store
in Winsted, Conn., for the sale of talking ma-
chines and furniture,

THE TALKING MACHINE WORLD

lALKI:R MEN lN THE TAX FIGHF

Talking Machine Men, Inc., Sends Strong Reso-
lution in Favor of Sales Tax to a Number of
Congressmen and Senators at Washington

The Talking Machine Men, lnc., the organi-
zation of talking machine dealers of New York,
New Jersey and Connecticut, passed the follow-
ing resolution at the last meeting of the organi-
zation, copies of the resolution being sent to all
Congressmen and Senators representing those
three States in an effort to intluence them in
favor of a sales tax:

“Whereas, the Talking Machine Men, Inc., of
New York, New Jersey and Connecticut sin-
cerely believe that the present business depres-
sion is largely caused by the fact that we have
an unjust and oppressive tax burden placed upon
business by Congress; and

“Whereas, we believe the only possible way
that business can resume its normal stride is
by the abolition and elimination of these de-
structive taxes; and

“Whereas, we are informed that there is about
to be offered to Congress a measure providing
for a 1 per cent levy upon retail sales, which
will do away with intricate bookkeeping now
necessary under the present tax law, which will
provide sufficient revenue to maintain our Gov-
ernment properly and place no burden upon
any one;

“Therefore, be it resolved that we, the nmem-
bers of the Talking Machine Men, Inc., of New
York, New Jersey and Connecticut, respectfully
urge upon Congress that they come to the aid
ot business immediately by the passage of a
sales tax and the elimmation of the present
system of taxation.”

TO HEAR PRINCESS WATAHWASO

Miss Cloud Arranges for Appearance of Noted
Victor Artist in Putnam-Page Territory

Proria, Inr, May 6.—The Putnam-Page Co., of
this city, through Miss M. A. Cloud. manager of
its dealers’ service department, is booking Prin-
cess Watahwaso in cities on the. border of Illi-
nois and Iowa and in central Illinois. It is an
interesting fact that the first appearances of the
Princess hefore Victor audiences were in central
1llinois under the booking direction of Miss Cloud
for the Putnam-Page Co. Since then the Indian
artist has scored many triumphs through the
East ‘and her return fo the scenes of her first
Victor appearance will he of much interest.

31
ADDS TALKING MACHINES TO STOCK

S. Zaconick’s Store Gets Agency for L’Artiste
Instrument—Many Models Carried

An up-to-date phonograph department has
been added to the jewelry store of S. Zaconick,
a well-known merchant of Johnstown, Pa., who
has secured the exclusive agency in that city and
territory for the L'Artiste phonograph. Two
very attractive models have been placed in the
show windows of this store, while a complete
stock of period and upright models of this in-
strument have been obtained. The new phono-
graph salesrooms have been artistically deco-
rated and arranged for patrons.

MAKES SPLENDID IDAHO TRIP

R. F. Perry, Talking Machine Salesman at Salt
Lake for Brunswick, Gets Results

Sart Lake City, UtaH, April 25—R. F. Perry,
of the talking machine sales division of the
Brunswick-Balke-Collender Co., of this city, has
just returned from a trip through Idaho with
splendid results. Increasing demand for Bruns-
wick machines and records is reported.

Among the new accounts being opened in the
Salt Lake territory is the Chipman Mercantile
Co.. of American Fork, Utah, which now handles
the Brunswick exclusively. The new Bruns-
wick alphabetic catalogs have been distributed
to the dealers, which has resulted in a great
increase in record business. Many orders are
Leing taken in this district for the Stratford
and business is hooming generally for all Bruns-
wick products.

BROWN & PAGE SELL OUT

Well-known Charlotte Phonograph Dealers
Turn Over Business to Howard L. Hopkins

Brown & Page, Edison dealers and office
supply agents of Charlotte, N. C., have sold out
all their stock, fixtures and good will to Howard
L. Hopkins and associates of that city. The
business is located at 231 South Tyron street,
that city. The new owners of the store will
not change the name of the enterprise. Hamp-
ton S. Brown, member of the old firm, will re-
main as a director and stockholder. In the near
future the capital stock will be increased.

No man can discredit his employer or his
co-workers and escape the shadow himself.

Increased Record Business Is Here

You Will Get It With

- Records

The Record of Quality

KIEFER-STEWART CO.

Distributors of Okeh Records

Capitol Ave. and Georgia St.

Indianapolis, Ind.
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The Art of Developing the Thing Called
“Talker” Salesmanship -

“Punch” 1n

By Lee Prior

0000000000000 O

What is there about this idea of a punch that
makes it a quality that seems to mark the dif-
ference between selling methods that almost
succeed but fail and selling methods that really
succeed?

We have all seen salesmen who could have put
their sales across if they had not been entirely
lacking in force—in the ability to put a purch
into their selling talk. Naturally, punch makes
a listener sit up and take notice. But noise is
not a punch. Gesticulation is not a punch.
Standing in front of a customer and waving the
arms as one talks does not strengthen the pres-
entation of the argument. We are also familiar
with the salesman who seems to have the idea
that the louder he talks the more impressive he
becomes. Noise may represent a kind of force,
but it is not the kind that will influence the cus-
tomer. Any kind of force is a detriment when
not controlled.

There are all kinds of folks among talking
machine customers. In selling some customers
it may be found wise to repress some of the
appearance of physical force. Now and then
we encounter a man who really seems offended
at surplus vitality in somebody else. There
are others who take more kindly to the type of
salesman who, though on his tiptoes, gives
evidence of it only in intensity and in forceful
presentation of his talk. Of course, a sales-
man cannot deliver a mental or physical punch
without being able to put something in the way
of force behind it. But ofttimes a salesman can
overdo the physical effect. One cannot handle
this salesmanship punch idea on the same basis
as the prizefighter handles his punching pro-
gram. It will not help the salesman to bound

into the customer’s presence like an athlete, with
one’s thought all for physical exuberance and
none for mental grasp of the situation and its
finer opportunities.

The value of the sales punch lies not in the
fact that it is a punch, but in the fact that what
you have to offer is the better for being delivered
with a punch. The trained orator knows that he

L D R

Good Selling Argu-
ments Frequently Fail
Because They Lack
the Necessary Compel-

i

ling'Force or “Punch”
A=

cannot hold his audience up to a high pitch all
the time. He knows how to handle the punch.
There must be points when the listeners can
rest, when a story or a quiet period of talk forms
a relief from the demand for keen attention.
Taking the orator’s example of punch we can
by thought put punch into our sales talk.
However, with all the good intentions in the
world, if a man lacks energy he cannot develop
any punch. The foundation of punch is vital
energy—the physical force that enablecs us to
put our best efforts into our selling work and

to keep up the force through the whole work.
We often hear a salesman who lacks punch
tell his story without feeling any interest in
what he has to say. This sort of salesman may
now and then land a sale by the sprint method,
but successful selling is not a sprint; it is a
long-distance race and takes a good physique
as well as ambition to succeed. And in order to
make a real success he must put energy into.
every selling effort rather than into an occa-
sional one, when he feels like it. The develop-
ment of successful salesmanship is not depend-
ent upon a spurt or two,

On the other hand we see a lot of fellows
with a good line of selling arguments. They give
the customer abundant good reasons for buying.
The reasons are logical enough. The goods are
all right, but somehow they are not presented in
a compelling fashion. They do not make the
customer feel that he just had to buy, so they
are turned down. Punch is a wonderful thing
when administered properly. Study the line of
the trained orator, See if the technique can’t be
applied to ourselves to develop real punch.

BUYS DYKEMAN GRAFONOLA SHOP

Joseph Donlan, proprietor of the Ridgewood
Talking Machine Co., of Ridgewood, N. J., has
purchased the Dykeman Grafonola Shop, 550
West 207th street, New York, from Joseph Seigel,
the former owner. The establishment is now
undergoing alterations and in the future will be
known as The Dykeman Music Shop, and will
handle Victor talking machines and records ex-
clusively. A number of demonstration booths
will be installed.

Jewett Model

The Latest

In its delightfully simple yet elegant design,
this charming console model is a particularly
handsome specimen of what expert craftsman-
ship has achieved in the creation of exquisitely
beautiful phonographs.

Fashioned in a style that is reminiscent of the
classic designs developed by the Adam broth-
ers, master cabinet makers of the Eighteenth
Century, it belongs distinctively to the class of
furniture that one likes to live with.

The fact that the Jewett ranks as an instru-
ment of the highest grade, both in appearance
and in tonal quality, and yet is most conserva-
tively priced, makes it an unusually attractive
line from a merchandising standpoint.

The Simplified Adam model here illustrated
retails for $195. Liberal discounts to dealers.
Many desirable territories still open. H'rite
today for agency proposition.

The Jewett Phonograph Company

General Sales Offices: 1730 Penobscot Building
Detroit, Michigon
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GRAFONOLAS FOR SCHOOL WORK

Columbia Graphophone Co. Makes Excellent
Exhibit at Recent Convention of Music Su-
pervisors—Columbia Artists Also Appear

At the annual meeting of the Music Super-
visors’ National Conference, held at St. Joseph,
Mo., recenfly, there was an exhibition of
Grafonolas and records for school work in music
by the educational department of the Columbia
Graphophone Co. The special recordings of
this company for educational purposes have
awakened great interest among school superin-
tendents and music supervisors and the Colum-
bia product is finding its way into thousands of
schools.

Six representatives of the department were in
attendance, including W. A. Willson, manager.
All of them were kept busy all day long play-
ing educational records and discussing methods
with the numerous supervisors who came tc
the exhibit room to learn about the work and
material of the Columbia Graphophone Co.

Among the interested visitors at the con-
ference were E. A. McMurtry, manager of the
Kansas City, Mo., branch of the Columbia
Graphophone Co., and R. L. Wilder, manager of
the Omaha branch. Both of these gentlemen
expressed great surprise at the character of the
work demonstrated at this conference and were
aroused to the importance of building up interest
and work in school sales on the part of dealers.

Thomas” Devine, one of the salesmen of the
Omaha branch, also attended the convention
and secured many ideas of interest and im-
portance to communicate to dealers. It is sug-
gested that more talking machine salesmen
should attend such conventions in order to get
first-hand information regarding the great work
that is being done to-day in advancing the cause
of music in the public schools. The school chil-
dren of to-day are the future customers of
the musical product of to-morrow.

THE TALKING MACHINE WORLD .

REPRODUCERS

and Brass for

EASTERN REPRESENTATIVE

CHERINGTON MFG. CO, D R
IRONCLAD MOTORS ol

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS ( TURNTABLES Stylus Bars
TONE ARMS Grey Tron < YoN5 Anria MES Screw Machine Parts

HORNS and THROATS

Direct Quantity-Importations On {

DOCTOROW

Talking Machine Hardware

JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East 42nd 81., NewYork
Tel. Vanderbilt 5462

One of the features of great interest at the
meeting was the appearance of Margaret Ro-
maine, of the Metropolitan Opera Co., in con-
cert. Her quality and range of voice and charm-
ing personality captivated the large audience of
music supervisors and citizens of St. Joseph
which crowded the Coliseum. On her program
were several songs which she sang specially
for the school children assembled, and with
them, in her gracious manner, she won the hearts
of all. Margaret Romaine makes records exclu-
sively for the Columbia Graphophone Co. and
the teachers present were much interested in
these recordings.

On the last night of the conference was the
joint appearance of Florence Macbeth, of the
Chicago Opera Co., and Oscar Seagle, American
baritone, also exclusive Columbia artists. Their
work was a fitting climax to the feast of music
of the week and to the remarkable achievements
of this important educational convention and
association.

PATHE RECORD PRICES REDUCED

Announcement has been made from the head-
quarters of the Pathé Fréres Phonograph Co,,
in Brooklyn, that, effective .April 25, 1921, the
list price of Pathé records, series 22000; Actu-
elle records, series 022000, and both Pathé and

Actuelle ten-inch foreign records, was made 85
cents, subject to the regular discount. The May
releases contained thirteen of the 85-cent num-
bers—two standard, one instrumental, four pop-
ular vocal and six dance numbers.

OPENING OF NEW BRUNSWICK SHOP

Durugug, Ia., May 2—The formal opening of
the new Brunswick Music Shop, at 648 Main
street, this city, occurred recently and attracted
a great number of people, who were enthusiastic
about the artistic equipment of this establish-
ment. To the right extending the full length
of the building are twelve demonstrating booths,
while in the rear is a large piano demonstrating
Toom, to the left are the music counters, offices
and other display rooms. A handsome ma-
hogany stairway leads to the second floor, which
is also devoted to a complete display of Bruns-
wick phonographs, as well as pianos, player-
pianos and sheet.music. This establishment is
under the management of J. B. Grant, a man of
great executive ability, who has surrounded him-
self with an able staff of assistants. A fea-
ture of the store is the handsome display win-
dow which affords opportunities for the dresser.

W. S. Calhoon has opened an exclusive Victor
store at Dillsboro, Ind.

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

Superior Tone Quality

f22es o
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>
N




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

Smooth
Soft and
Brilliant of Tone

RED BIRD
CONCERT TIPS -

The Needle of Infinite Charm 4
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N the Red Bird Concert Tip there has

been obtained the phonograph needle par
excellence containing the three essential
factors of the perfect needle—

—perfection in reproduction, bringing out with
absolute fidelity to tone and expression all the
virility and naturalness of the original instru-

ment or voice.

—positive elimination of scratching and surface
noises, passing over the delicate surface of the
record with the smooth softness of new velvet,
bringing out clearly the fine overtones so es-
sential to purity of tone.

—absolutely non-injurious to the record, being by
virtue of its special composition incapable of
destroying the playing qualities in the slightest
particular.

Red Bird Concert Tips possess these three qualities
to their highest attainable degree because in principle,
process and material every Red Bird Concert Tip pro-

duced is scientifically correct.

The CONCERT TIP CORPORATION 29 WEST 34th ST, NEW YORK

Saves as it plays
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RED BIRD CONCERT TIPS
“The Needle of Infinite Charm”

as they have been called, is the perfect needle—the
needle your customers have been seeking both from
the standpoint of reproductive qualities and economy.
Several playings are obtainable from each needle.
Used in conjunction with our special patented re-
pointer, however, which we recommend from the
standpoint of economy to phonograph owmers, ap-
proximately 100 playings are obtainable from each
Concert Tip.

And, too, by using the Red Bird Concert Tip on their
records your customers will not only obtain more real
enjoyment from their phonographs than ever before,
but the life of their records will be prolonged many
years.

To Jobbers and Dealers
A/

E are making a special introductory proposition to
jobbers and dealers. We urge you to write today for
price list and full information on these superior needles.
A liberal supply of samples for demonstrating purposes
will be sent with every order.
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IMPORTANT POST FOR OSCAR W. RAY

Appointed General Manager of Wholesale Vo-
calion Record Department of Aeolian Co.

The Aeolian Co. announces the appointment
of Oscar W. Ray as general manager of the
wholesale Vocalion record department. Mr. Ray
was formerly general sales manager of the Melo-
dee Music Co. and also for the past five years

Oscar W. Ray

has been prominently connected with the phono-
graph and record industry, serving both as man-
ager of sales and as a distributor. Mr. Ray is a
graduate engineer of Norwich University and
has had five years’ experience in factory con-
structilon, factory equipment and sales en-
gineering.

The Aeolian Co. has very extensive plans for
the Vocalion record. These plans will be an-
nounced in the very near future, but in the mean-
time Mr. Ray has adopted the slogan of “Every
hour on the hour” to cover the service that he
is planning to give all Vocalion Red record
dealers.

MUSIC SHOP CHANGES ITS NAME

Binghamton Store Brings “Department” Into
Its Title

The Music Department Store is the new name
of the Venetian Music Shop, for some time one
of the well-known musical instrument centers of
Binghamton, N. Y. The adoption of the new
name was due to a change of policy in the man-
agement of the store, according to an announce-
nient of the general manager, C. G. Smythe. The
Department Store will conduct its business on a
wider scope than ever before and handle the
fullest possible line of the better-grade pianos,
player-pianos, Victrolas and musical instruments
of all kinds.

ARTIST PRAISES PATHE DEALERS

Marion Cox, noted Pathé contralto singer,
paid a high compliment to the Pathé dealers in a
recent interview. She had completed a cross-
Continental tour in which she met Pathé dealers
in all sections of the country. Miss Cox stated:
“They are a splendid body of men. I tried to
visit as many as I could and was pleased with
the cordial greeting I received in each case.”

Your Opportunity to
Buy at the Right Price

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

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

THE BRANDTS FURN. CO.
CELINA, OHIO

HARDING’S INTEREST IN MUSIC

President Urges Strong Government Support of
Music and the Arts Generally

Wasuingron, D. C,, May 4.—President Hard-
ing’s interest in music and the arts generally is
indicated in a recent letter to Arthur M. Abell,
of this city, in reply to one urging support for a
movenient to develop Washington as a center of
all branches of art. In the letter, which was
made public recently by Mr. Abell, the President
expressed his interest in “the effort to develop
interest in and taste for good music, and, in-

deed, throughout the nation, perhaps in part
because I have been a very little of an amateur
myself.”

“I know it has been said,” the letter continued,
“that arts have not always been as much favored
under republican as under monarchical govern-
ments, but I think a fair survey will justify a
very frank difference of opinion on that point.
Surely, the encouragement of the arts in Greece
and in France under the institutions of democ-

racy can hardly be cited in support of such a
thesis. Likewise, the history of our own and
the other American republics, 1 think, justifies
the opinion that artistic taste and interest may
quite as well flourish under the popular as under
the monarchistic establishment.”

NEW TALKING MACHINE DEPARTMENT

- MineraL City, O, April 25—T. A. Markley, who
conducts a general store here, has taken on
the agency for the Peerless talking machine and
records. He has had specially constructed rec-
ord booths installed and the music department
presents a most pleasing appearance. All the
latest Peerless records will be featured monthly.

Fred Spring, owner of the general store at
Gnadenhutten, O.,, near here, announces he will
carry the Edison line of talking machines and
records. His store is recognized as one of the
largest country stores in Tuscarawas county.

It's what you put into a bottle that makes it
valuable. Same way with advertising space.

The New Models
are making a
big hit

Send for Literature

@@
0]

The new Harponolas, includ-
ing many rich console de-

approval of the trade.

high grade.

101 MERCELINA PARK

'HARPONOLA

Talking Machines

signs, have met the instant Y\’

The dealer knows when he finds a line that is
He knows a line that is a quick
mover. He knows the profit-producing lines.

If YOU don’t know the Harponola line, send for
literature and the Harponola dealer proposition.

Good territory and splendid co-operation.

THE HARPONOLA COMPANY

Edmund Brandts, President

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

CELINA, OHIO
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Edison Message No. 94

An increase mn the Excise
Tax on phonographs would
make 1t necessary to advance
Fdison Phonograph prices.

THOMAS A. EDISON Inc

ORANGE, N. J.
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The skilled photographer is very particular
about his lighting effects. Before he makes a
portrait or takes the photograph of an object in
his studio he arranges his light sources so that
they exactly suit him and places screens to con-
trol the shadows in such a manner as to give
the very best results.

He must do this because the photographic
plate accentuates the difference between light
and shade. A shadow that does not appear
especially dark to the eye may show up as a
black mass in the finished photograph. Accord-
ingly, it is necessary to control these shadows
with the greatest care and the greatest accuracy,
and reflecting screens are used for this purpose.

Polished Surface Like Photographic Plate

Any highly polished surface such as that found
on a piano or many - talking machines accen-
tuates the difference between light and shade
in very much the same manner that the photo-
graphic plate does. This means that such an
instrument under the direct light of a single
lighting unit may not show up at its best. It
most certainly will not if that lighting unit is a
bare electric bulb equipped with a mirrored re-
flector. The shadows cast may not only make
the surface look far from pleasing, but the
shadows of the filament itself will make the sur-
face look blotched. There will be dark and light
spots 2ll over it.

If the instrument is lighted only from one
side and a number of light sources supply the
light the result is not always going to be the
very best unless the shadows are controlled by
means of screens. In other words, if the dealer
is going to make his talking machines or his
pianos look their very best he must pay prac-
tically as much attention to the control of lights
and shadows as does the photographer.

Possibly they look good enough to the dealer
under any light; but this does not necessarily
mean that they are going to look as well to the
prospective customer. And it is the little things
thiat result in a sale.

The Proper Use of Screens

Though the screens are used primarily for the
purpose of controlling the lights and shadows,
they may also be made to serve as an attractive
setting for.the machines and in that way as
well help sell. The screens should be built some-
what higher than the height of the machines
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The Art of Proper Lighting for the Show
Window and the Store Interior : -

S 000 000000

and of different widths. Some will need to be
quite a little wider than the machines and some,
to be used at the sides, may be narrower. None
of them, however, needs to be large or heavy.

A light wooden frame covered with beaver
board and painted the desired color will serve
the purpose if the fire laws of the community
permit of their use. They may be made as ornate
or as plain as wished. If the company has a
symbol that it uses in all its advertising it will
look well on these screens. The trade-mark of
the talking machine company may also be re-
produced near the top of screen if desired.

It is easy to see that such screens can be

A

Polished Surfaces Are
Similar to Photograph-
ic Plates, and the Re-
flection T hereof Should
Be Properly Overcome

S OO

made to make the display of machines itself
more attractive than they would be without the
use of such screens. So their use in controlling
lights and shadows need not be the only purpose
for which they are used.

In cases where the light sources are some dis-
tance away from the machines displayed and
the tops of the machines are, therefore, not suf-
ficiently lighted a canopy screen arranged at the
right angle will overcome this difficulty. This

screen used in connection with the floor screens

will form a setting that can hardly fail to direct
attention to that particular machine, and if the
screens are all arranged so as to give the best
control of the light that machine is going to
appear at its very best. :

In the window lighted by a row of lights at
the front of the ceiling it may be necessary, in
order to get the very best lighting results, to
equip the shades with diffusing screens in order

By J. E. Bullard

to overcome the shadows that otherwise would
be cast by the filaments. Though these shadows
are not noticed to any great extent when small
objects are being illuminated the effect may be
disagreeable when the highly polished surface of
a high-priced talking machine is being illumi-
nated. Screens also will be needed if the very
best results are to be secured because other-
wise there is likely to be too wmuch difference
between the front and the sides and the shadows
cast by projecting decorative portions of the
case may be too dense.

The diffusing screen will cut down the amount
of light secured from the bulbs to a certain de-
gree, but, because of the more satisfactory illu-
mination and the better control of the light used
that the screens make possible, it will probably
not be necessary to use any more current than
would be the case if no diffusing screens were
used.

Light in the Demonstrating Rooms

In many a demonstration room the machines
vsed do not appear quite as attractive as they
do on the floor of the display room. This very
often is due to the fact that these rooms, being
small, are lighted by means of one center unit.
The light is not so well diffused as it is in the
display room and as a result the machine does
not appear so rich and perfect in appearance as
the same machine would under better lighting
conditions and the design itself may not seem so
pleasing.

Here the skillful use of screens will overcome
the defect, if it is desired to make the machine
as pleasing to the eye as the records sound to
the buyer’s ear. It is merely a case of con-
trolling the lights and the shadows more than
the actual amount of light that is used.

A visit to any photographic studio and a
study of the manner in which the photographer
uses his screens will be full of suggestions as to
how they can be used to advantage in the sales-
room. If there is any doubt as to whether or
not the best results are being secured, take a
few photographs of the machine under the light
in which they are displayed and the photo-
graphs will show up lights and shade that may
escape the eye of one who is always in the
store, but at the same time are bound to have
some effect upon the prospective purchasers
who enter the store.

As the result of closer scientific study of
sound boxes, the MUTUAL UNIQUE sound

box was constructed.

If you are desirous of being relieved of
troubles formerly experienced with sound
boxes, GET THE MUTUAL UNIQUE
REPRODUCER. It is ABSOLUTELY
GUARANTEED free from blast and sound
box troubles, due to the patented device of
springs which now holds the needle arm on
a steel inserted machine cut knife edge.

Model No. 3 Tone Arm

The Mutual No. 3 Tone Arm and the Mutual Unique Sound Box is the finest combination on
the market, and it is used on all high-class machines.

TMutual,

/TONE ARMS X SOUND BOXES

MUTUAL PHONO PARTS MFG. CORP., Herman Segal, Pres.
149-151 LAFAYETTE STREET NEW YORK CITY

Write for
catalogue and
prices

A sample will
convince you of
its merits

PATENT PENDING
\/

No. 6 Mutual Unique
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The Highest Class Talking Machine in the W orld

because it gives the dealer a
greater margin of profit than

any other reli-

able or standard

phonograph.

Sonora 1s the
phonograph
that sells and

that’s why it 1s °

the first choice
of dealers
evervwhere.

The public

demands value

for its money and Sonora,
having won
highest score for tone at the
Panama Pacific Exposition, is

famous for

is that Phonograph

§ )
‘ ;

Illustrating the Nocturne, $160

the phonograph which satis-
fies perfectly the requirements

of the most
critical music
lovers.

Dealers who
handle the So-
nora regard it
as the mainstay
of their phono-

graph business.

Dealers who
have handled
other phono-

graphs and who stock the
Sonora are invariably amazed
at the ease with which 1t sells,
and stavs sold.

Sonora has an international reputation for supreme
quality. Customers are favorably disposed toward it

even before they hear it.
you need now.

It is the phonograph
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SOJ\_’ORA was the first phonograph to play ALL
disc records perfectly without extra attachments.

Sonora agencies are valuable. - We are selecting new
dealers for open territory. Write now if you wish to

‘handle the wonderful Sonora.

Prices range from $50

to $1800. Each Sonora at its price is unequaled in value.

Gibson-Snow Co.,

Syracuse, N. Y.

State of New York with the excep-
tion of towns on Hudson River below
Poughkeepsie and excepting Greater
New York.

W. B. Glynn Distributing Co.,
Saxtons River, Vt.

States of Maine, New Hampshire,

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, Mis-
S1ssippl.

Kiefer-Stewart Co.,
Indianapolis, Ind.
Entire State of Indiana.

Lee-Coit-Andreesen Hardware
Co.,
Omaha, Nebr.
State of Nebraska.

MS & E,
221 Columbus
Mass.
Connecticut, Rhode Island and east-
ern Massachusetts.

Ave., Boston,

Sonora Phonograph Co. of
Pittsburgh,
820 Liberty Ave., Pittsburgh, Pa.
Western Pennsylvania and West Vir-
ginia.

The Magnavox Co.,

616 Mission St., San Francisco,
Cal.

Washington, California, Oregon, Ari-
zona, Nevada, FHawaiian Islands,
northern Idaho.

Sonora Distributing Co. of
Texas,
Dallas, Texas.
Western part of Texas.

Sonora Phonograph Co., Inc.,
279 Broadway, New York

Distributors for Greater New York
and towns on Hudson River below
Poughkeepsie.

Southern Drug Company,
Houston, Texas.

Southeastern part of Texas.

Southern Sonora Company,
310-314 Marietta St., Atlanta, Ga.

Alabama, Georgia, Florida and North
and South Carolina.

Southwestern Drug Co.,
Wichita, Kans.

Southern part of Kansas, Oklahoma
(except 5 N.E. countics) and Texas
Panhandle.

C. L. Marshall Co., Inc.,
514 Griswold St., Detroit, Mich.
409 Superior St, Cleveland, O.
Michigan and Ohio.

Minneapolis Drug Co.,
Minneapolis, Minn.

States of Montana, North Dakota,

South Dakota, Minnesota.

Robinson-Pettet Co., Inc.,
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 5 counties of N.E.
Oklahoma.

Strevell-Paterson
Co.,
Salt Lake City, Utah

Utah, Western Wyoming and south-
ern Idaho.

Hardware

C. J. Van Houten & Zoon,
Marquette Bldg., Chicago, IlL
Illinois and Iowa.

Yahr & Lange Drug Co.,
Milwaukee, Wis.
Wisconsin, Upper Michigan.

Moore-Bird & Co.,
1751 California St., Denver, Colo.

States of Colorado, New Mexico and
Wyoming east of Rock Springs.

Sonora Co. of Phila., Inc.,
1214 Arch St., Philadelphia, Pa.

Eastern Pennsylvania, Maryland, Del-
aware, District of Columbia and Vir-
ginia.

Besides possessing important patents of its own, Sonora
is licensed and operates under BASIC PATENTS of
the phonograph industry. Sonora’s future and the
future of Sonora’s dealers’ business are secure.




40

THE TALKING MACHINE WORLD

May 15, 1921

PROF. FARNSWORTH'S NEW WORK

Noted Authority on Music Education Takes
-Charge of Edison School Research Depart-
ment and Will Accompany the Caravan

Professor Charles H. Farnsworth, who is one
of the foremost authorities on music education
in America, is to accompany the Edison dealers’
1921 caravan convention on its transcontinental
tour in June. Recently Professor Farnsworth
agreed to undertake the direction of the Edison
school research department, and will address
those who attend the caravan convention on the
subject of the vital part that music should play
in the life of children, both in the school and at
home. To quote Grove’s Dictionary of Music
and Musicians:

“Popular education in music has been his main

Prof. Chas. H. Farnsworth
object, and he has specialized in the systematic
treatment of public school music and in musical
appreciation.”

For years Professor Farnsworth has been as-
sociate supervisor of music at Teachers’ Col-
lege, Columbia University, and he has been re-
sponsible for the training of a great many of the
supervisors of music in American public schools.
It is a matter of pedagogical history that Teach-
ers’ College was one of the first schools to give
a four-year course for music supervisors, and
Professor Farnsworth has been largely instru-
mental in developing that course.

Professor Farnsworth made an intensive study
of school music in Europe and he. has done
similar work in various parts of America. He
has been especially influential in the standardi-
zation of methods. Professor Farnsworth has
been president of the Music Teachers’ National
Association for a number of years and he is
chairman of the Educational Council of the Na-
tional Conference of Music Supervisors. Among

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.

the books which Professor Farnsworth has writ-
ten and compiled are: “Education Through Mu-
sic,” “How to Study Music” and “Grammar
School Songs.”

Doubtless Professor Farnsworth will sow
seed of lasting benefit in the minds of the
audiences which attend the Edison caravan con-
vention in June.

“HOOTCH RECORD” THE LATEST

Volstead Act Evader Hides Liquor in Phono-
graph and Receives Fine in Court

The “spirituous” phonograpli has at last ap-
peared in Manchester, N. H., to the great won-
der of local prohibition agents there who thought
they had about checked upon all novel and un-
usual “hootch” containers possible of human
conception. Walter E. Young, of that city, was
the person charged by the police with concoct-
ing the scheme of utilizing the virtuous, law-
abiding instrument for camouflaging a violation
of the eighteenth amendment. Officers stated in
police court that Young concealed in a phono-
graph a gallon can and four pint bottles of per-
fectly good liquor. A raid was made on the
man’s home by policemen who discovered the
contraband whiskey hidden in the instrument.
A “record” of the case was made in court, but
the authorities of Manchester are hoping that it
won’t prove a very popular sale. Young was
fined $25 and costs.

INTERESTED IN OLYMPIC RECORDS

The Olympic Disc Record Corp., New York
City, is now allotting dealer and jobbing terri-
tory for Olympic records. E. H. Holmes, sales
manager of the company, reports that there has
been a great demand for agencies to nrarket these
records and territory is being allotted in the
order of receipt of applications. Mr. Holmes
further states that there is some valuable terri-
tory still open and advises both jobbers and
dealers to inquire if same is available in their
respective communities.

These records were exhibited at the national
music convention in Chicago in conjunction with
the phonographs produced by the Remington
Phonograph Corp.

NEW EMERSON POPULAR ARTIST

Miss Lyllian Brown Will Make Emerson Rec-
ords Exclusively—Well-known in Vaudeville
Field—Large Record Sales Expected

The Emerson Phonograph Co. announced re-
cently that Lyllian Brown, of the vaudeville team
of Brown & DeMont, had signed a contract to
make Emerson records exclusively. Miss
Brown’s first record, which will include the popu-

A

Miss Lyllian Brown

lar hit, “Ever Loving Blues,” will be ready very
shortly and will probably be released as a special.

The vaudeville team of Brown & DeMont has
been a headliner on the Keith Circuit for some
time past apd Miss Brown is well known in
vaudeville circles, being one of the few colored
members of the N. V. A., the official organiza-
tion of the vaudeville artists. She has a deep
contralto voice, particularly adapted to the sing-
ing of “Blues” and similar selections, and the
Emerson Phonograph Co. has been congratu-
lated by its dealers upon adding to its staff
an artist whose records should meet with a
ready sale everywhere. -

Find a way to do it—the best way, if pos-
sible, but some way, anyway.

INSIST ON HAVING THE BEST

No store carrying Talking Machines and accessories is complete without them

“SUPERB STYLUS” SEMI-PERMANENT

Each Needle Plays 100 to 200 Selections

Without Scratch or Hiss

Send for samples and let the needle speak for itself
If your jobber does not carry them send direct to us

LOUD

MEDIUM - -
Retail Price 25c. for card of 4

MELLOWTONE NEEDLE CO., Inc.

ANSONIA, CONN.

SOFT

Sole Manufacturers
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Jlewel

~#70NE ARM & REPRODUCER <3 REPRODUCER
We Have Changed the Name and Improved the Produects

All patented products formerly manufactured and sold by this Company under

the trade name of “BLOOD” are owned and exclusively manufactured by the
JEWEL PHONOPARTS COMPANY, and hereafter will be known under the
trade name of “JEWEL?”.

Phonograph manufacturers have long realized that
the average so-called tone. modifier 1s a joke, as it NO OTHER REPRODUCER HAS IT
merely muffles or chokes the sound at entrance to
tone chamber. Tonal vibrations are retained within
limits of arm, causing excessive vibrations, with their
resultant distortion of sound waves, harsh and in-
distinct tones.

THE JEWEL MUTE ELIMINATES all the objectionable fea-
tures of the “‘choker’ device, makes possible perfect sound re-
production, which can be modified to a softness and clear-
ness really remarkable, and retains the high tonal quality -of
the JEWEL reproducer.

WHAT THE “JEWEL” ACCOMPLISHES:

Perfect regulation of volume while the record is
being played, without in any way changing character
of tone or clear articulation. °

Enables you to build throat of tone chamber flush
with motor board and makes possible air-tight tone
chamber construction.

Eliminates ‘“‘choker” device and reduces manufac-
turing costs.

Gives you a phonograph of unexcelled tonal quality. SHOWING JEWEL MUTE

Our Engineering Department will be pleased at any time to assist manufacturers to balance
up the throat and tone chamber with the tone arm and reproducer of their phonographs so
as to get maximum results.

JEWEL PHONOPARTS CO.

154 W. WHITING ST. CHICAGO, ILL.
(NOTE CHANGE OF ADDRESS)
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THE MODERN MUSIC ENTERTAINER

Portable Phonograph Taking the Place of the
German Band, Street Fiddler and Singer as a
Means of Getting Money From Householders

The old-fashioned German band, the wander-
ing violinist, the vocal soloist, who for years
have been entertaining the residents of the apart-
ment houses in the uptown part of New York,
are being replaced these days by the portable
phonograph. It is not uncommon now to hear
the strains of an operatic aria ascending from
the back yard. The peripatetic music venders
are now using these portable phonographs to
good purpose. Quite a repertoire of music is
carried in the record form and the tastes of the
community are served whether it be classic or
jazz music, while vocal and violin solos are also
on the program. This portable phonograph is
certainly an improvement on the old German
band and where the machine is a good one and
the records selected worth while it certainly has
an element of advertising value for the talking
machine dealer which cannot be overlooked.

MUSICAL PROGRAM AT ELLIS ISLAND

Columbia Co. Furnishes Immigrants With Ex-
cellent Program—Well-known Artists Appear

On Saturday afternoon, May 7, the immigrants
at Ellis Island were favored with an all-Colum-
bia musical program furnished by the Interna-
tional record department of the Columbia
Graphophone Co. R. F. Bolton, sales manager
of this department, was present, together with
the members of his staff, and was congratulated
upon the splendid character of the program.

All the artists appearing on the program, with
one exception, were exclusive Columbia artists,
and the selections included the most popular
American national anthems, which were placed
on the program with the idea of inculcating in
the hearts of the immigrants the true spirit of
American ideals as expressed in these national
anthems. The program also included Russian,
Jewish, Greek, Sicilian, Italian and Ukrainian folk
songs, and the artists singing these folk songs
were introduced by the interpreters.

The concert was a signal success, and among
the Columbia artists appearing were the follow-
ing: Raoul Romito, Fernando Guarneri. David
Medoff, Joseph Feldman, Manhattan Quartet
and George Georgion. \Weiss's Band, making

HMississipri
Alabama
. Florida

Columbia records exclusively, played all of the
national anthems and Romano Romani, one o
tize Columbia musical directors, played the piano.

VISITORS AT SONORA OFFICES

Among the recent visitors at the Sonora ex-
ecutive offices at New York were Mr. and Mrs.
Adee, of Robinson & Adee, Sonora dealers at
Saratoga Springs, N. Y. E. S. White, of the
Sonora Co., of Philadelphia, Sonora jobber, was
another caller at the executive offices, bringing
optimistic reports of business in his territory.

Frank Steers, president of the Magnavox Co.,
Oakland, Cal, Sonora jobber, who arrived here
a few weeks ago, has been calling upon his many
friends in the trade and with his keen knowledge
of general business conditions is giving prac-
tical suggestions to the Sonora sales division
regarding plans for the rest of the year.

1658 Broadway

FAMOUS
ARTISTS

In Concert and Entertainment
Personal Appearance of

Eight Popular Victor
Favorites on One Program
A live attraction for live dealers and jobbers

Bookings now for season 1921-1922
Sample program and particulars upon request

P. W. SIMON, Manager

New York City

FRANK CROXTON

i

TONROE S1LVER

JOHN P\EYERS

Famous Ensembles.including

Campbell & Burr - Sterling Trio - Peerless Quartet

[ FRANK. BANTA

BUFFALO TRADE HAS GOOD TIME

Supper, Card Party and Dance at Weyland’s
Restaurant Largely Attended — Interesting
Speeches by E. L. Bill and P. W. Willis, Jr.

Burraro, N. Y., May 2—The Talking Machine
Dealers’ Association of Buffalo held a supper,
gard party and dance at Weyland’s restaurant
on Wednesday evening, April 13. Practically
the entire Association convened for this affair,
about a hundred being present. Two private
dining rooms had been engaged for the purpose.

After an elaborate repast W. J. Bruehl, of
Neal, Clark & Neal, who presided, introduced
E. Lyman Bill, of The Talking Machine World.
who gave a short address on the value of stimu-
lating sales by increasing the outside sales force
and by putting forward forceful campaigns to
make the people visit the dealer’s shop.

Park W. Willis, Jr., representative of the
Victor Talking Machine Co., who was the next
speaker, made a splendid address, showing how
sales could be increased if the dealer would put
added effort behind his work. He cited several
examples and imbued his listeners with the same
enthusiasm which he himself displayed.

After the banquet card tables were set up
for those who wished to play, while the others
danced to an orchestra which was playing con-
tinuously in an adjacent room.

Prizes were offered both for the best dancers
and the best card players. Mrs. W. J. Bruehl
won first prize at cards and Miss L. Koskie, of
the Koskie Music House, of Hornell, N. Y.
won second prize, among the ladies. Among
the gentlemen, Carl A. Kaeppel, of Kaeppel
Bros., won first prize, while T. A. Goold. of
Goold Bros., won second. For dancing, Mrs.
T. A. Goold won first prize awarded the women,
while Edward Rosenhahn, of Clark Music Co.,
won first prize among the men. The affair
broke up in the early hours of the morning,
with everyone congratulating Mr. Bruehl on his
splendid management of the program.

Among those present were: Mr. and Mrs. C.
E. Siegesmund, president of the Talking Ma-
chine Dealers’ Association, of Buffalo; Mr. and
Mrs. C. N. Andrews; Mr. and Mrs. V. \W. Moody
and Mr. and Mrs. O. L. Neal

Salesmanship is strong medicine. You have to
go out and wrestle with a cold and hostile world.
You are confronted with indifference, often con-
tempt. That is the time to go in and win.
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“Does It Play All Records?”

Certainly MAGNOLA does; and without any extra
attachments, too. This is only one feature, albeit s
most im

rtant one, in the thoroughly up-to-date equip-
ment of the MARQI}E“I‘.OUS MA(:'N&LA.
MAGNOLA “Built by Tone Specialists’

* Mugnila
| Tulkug
Tachme

W;uw the Music Come Out

May we send you our handsome. sllustrated catalog
chock full of information concerning the wonderful
construction system of Magnols and the beauties of
its musical results, its artistic appearance and ite
moderate price?

Send your name and let us tell you more!

MAGNOLA TALKING MACHINE COMPANY
OTTO 8CHULZ, President

Genoral Ofhcos Southern Wholesale Branch
710 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA, GA.

EDISON DEALERS IN CONVENTION

Retailers in Eastern New York District Hold
Sales Conference in Albany, N, Y.

The FEdison phonograph dealers of eastern
New York, western Massachusetts and Ver-
mont met in convention on April 13 at the
Hotel Ten Eyck, Albany, N. Y., about seventy-
five dealers attending the sessions under the
direction of H. R. Skelton, local supervisor, and
the American Phonograph Co., local Edison
jobber.

William Maxwell, vice-president of Thos. A.
Edison, Inc., and J. B. Gregg, advertising man-
ager of the company, were among the speakers,
as were P. R, Hawley and Nathan D. Griffin,
of the American Phonograph Co. A special
luncheon was served between the morning and
afternoon sessions and in the evening there was
an elaborate banquet at the Ten Eyck.

SALES SHOW HEALTHY GAIN

Anson1a, ConnN., May 5—The Mellowtone
Needle Co., of this city, manufacturer of Superb
semi-permanent stylus, reports that its first year
of business is proving entirely satisfactory. Its
semi-permanent needle has already established
for itself a place among the recognized talking
machine accessories in the field and the necdle
now enjoys distribution in all sections of thc
country. a

ANNOUNCE NEW VICTOR DEALERS

The Koerbcr-Brenner Co., of St. Louis, Mo.,
recently opened three exclusive Victor accounts
in Illinois: The Hindman Drug Co., of Ben-
ton, which held its formal opening April 15
and 16; the West Frankfort House Furnish-
ing Co., Frankfort, which held its formal opening
late in the month, and the J. N. Johnson Co,
Mt. Vernon, with Miss Grace Maxey in charge.

Thc Puri-tone Phonograph Co., New York, has
bcen incorporated with capital stock of $5,000
by R. and E. Sergio and R. Thyssen.

COTTON FLOCKS

.. FOR..
Record Manufacturing

THE PECKHAM MFG. CO., ¥ewWaki.’ N5

RETURN PRIVILEGE ON OKEH AND EMERSON RECORDS

Announcement Regarding New Return Privilege Made at Recent Meeting of United Phonograph
Dealers—Lambert Friedl Talks on Summer Business—To Draft Uniform Contract

The regular semi-monthly meeting of the
United Phonograph Dealers was held April
22 at the Hotel McAlpin, New York, and was
marked by important announcemcnts to the ef-
fect that two well-known jobbers had completed
arrangements whereby the dealers handling their
records would be entitled to return 10 per cent
of their month’s purchases. These announce-
ments were received with enthusiasm and ap-
plause, as they marked the consummation of
two weeks’ hard work instituted by the executive
board of this new dealers’ association.

Lambert Friedl, manager of the New York
distributing division of the General Phonograph
Corp., Okeh jobber in metropolitan territory, and
H. G. Neu, president of the Emerson record
Sales Co., Emerson jobber in New York, were
present at this meeting and announced per-
sonally the 10 per cent return privilege for the
dealers handling Okeh and Emerson records.
These announcements, which were made in be-
half of these jobber organizations, represent
something distinct and new in the merchandising
of talking machine records and presage one of
the most important developments in the in-
dustry in recent years.

The executive board of the United Phonograph
Dealers was congratulated upon the success of
its efforts in behalf of the local dealers, and
Messrs. Friedl and Neu were given a rising
vote of thanks for the granting by their organi-
zations of the 10 per cent return privilege. This
privilege goes into effect immediately and, ac-
cording to present plans, the dealers will be
permitted to return 10 per cent of their month’s
purchases and these returns will be applied to
their purchases for the coming month.

Owing to the illness of President Tylkoff, Jos.
Mayer, of the executive board, presided at
thc meeting and introduced Mr. Friedl, who
gavc an interesting and practical talk under

Wall Kane Needles Are
Being Imitated

WALL KANE ' NEEDLES
are the standard,
marked needles of the
phonograph industry. They
are guaranteed to play ten

records without injuring
the grooves, the last record
playing as clear as the first.

Beware of Imitations
Inquire for our new
jobbing proposition

Progressive Phonographic Supply Co.
145 West 45th Street

the heading of “How to Improve Business Dur-
ing the Summer Months.” Mr. Neu also made a
timely address along similar lines.

Irving Levine, attorney for the Association,
presented a resolution that he had prepared,
stating why the United Phonograph Dealers’
Association is in favor of the 10 per cent record
return privilege. In this resolution Mr. Levine
pointed out that the Gramophone Co. of Canada
had adopted this§ method of merchandising with
signal success. Accompanying the copy of the
resolution were copies of letters intended to be
mailed to the secretaries of all of the talking ma-
chine dealers’ associations in the country and to
the manufacturers of records. The associations
will be asked to endorse the 10 per cent return
plan and the manufacturers will be asked to
adopt it at the earliest possible date. The reso-
lution and the accompanying letters were given
careful attention and were then referred to the
executive board for revision and adoption.

Mr. Levine stated that the Association had a
number of important and practical plans in mind,
particularly the preparation of a uniform con-
tract which would eliminate any possibility of
technical annoyances and protect the dealer in
every possible way. An invcstigation is now
being made for the purpose of establishing a
central bureau for the exchange of records and
the executive board will give details of this
plan at an early meeting.

Mr. Mayer stated that Browndorff and
Goell, certified public accountants, acting for the
Association, had conferred with the State Bank-
ing Department and at the next meeting of the
Association will tell the dealers just how they
can finance themselves in handling talking ma-
chine paper.

Every young man should some time in his life

have experience in salesmanship.

trade-

New York City
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THE VALUE

G A

OF WAREROOM EQUIPMENT

By ARTHUR L. VAN VEEN,

Qe -

President, Van Veen Co., Inc.

In many foreign countries the movement of
merchandise is represented by “store keeping"—
which is literally all that it amounts to. The
dealer decides to keep a shop. buys his merchan-
dise. sets up -a store, sticks up a sign of the
variety of goods ‘“on sale” and then waits for
customers.

It is well known that foreigners pay little or
rio attention to shop equipment. What is a
necessity to any up-to-date American store ap-
pears to them a foolish extravagance. Liter-
ally, they are the flagrant examples of the old
adage, “Penny wise and pound foolish.” Thus
the foreigners’ sales per capita are only a frac-
tion of the average American’s.

American Retailer Sells

The distinctive feature of American merchan-
dising is that the retailer “sells” and does not
“offer for sale.” Witness the present type of
high-grade specialty shops or modern depart-
ment stores located in the most expensive, dis-
tricts in town, with equipment and service of a
most elaborate nature, yet enormously profit-
able, simply because it pays to remove every
obstacle from the path of the customer and to
add every attribute to the merchandise itself.

TSI SIS SIS LSS LSS LSS SIS SIS S S A 1Y

There is probably a direct comparison in your
locality. Take, for instance, the old-fashioned,
downstairs barber shop situated on a side street,
unventilated and unsanitary, unclean wooden
floors and poor appurtenances—uninviting to
say the least.

On the main street, by contrast, you find the
barber shop in the new hotel, white tiled and
glistening under many lights, white-coated bar-
bers using sterilized instruments. And there
are all sorts of special services, the bootblack,
the manicure and the wash-room, and one may
even buy a collar if needed.

Why do you go to the hotel when you want
a barber’s services? Simply because you re-
spond to the attraction of the surroundings.
They make the business of getting shaved more
desirable. Therefore, because American fash-
ion, the hotel is far-sighted enough to surround
its patrons with every up-to-date sanitation and
comfort and show this service at its very best
it does a rushing business and makes a larger
profit, in spite of the extra cost of operation.

Proper Background Influences Sales

We have digressed far from the music busi-

ness. QOur object has been to illustrate how

Needle Cups
Lid Supports
Tone Rods

Lid Hinges
Automatic Stops

No. 1265 Cup

Door Catches
Door Knobs

Crank Extensions
Needle Rests
Sliding Casters

—etc.—

WEBER-KNAPP CO.

JAMESTOWN, N. Y.

successfully a background to merchandise can
be developed to actually influence. the sale itself.
As an illustration, we selected one of the most
remote and limited of possibilities-——one of the
most difficult fields in which to build an “attrac-
tion” or "“atmosphere”—to more forcibly bring
home to you the simply wonderful possibilities
for your business.

Your business is directly associated with
music—the major of the two greatest arts, and,
like its companion art, painting, it requires a
suitable frame to set off its full beauty.

You are offering for sale merchandise which
is primarily intended to carry pleasure and en-
tertainment into the people’s homes. Therefore,
the business of buying instruments or records
should be made a happy one.

Surround Merchandise With Beauty

And by making it a happy business we mean
surrounding the merchandise itself with quiet
beauty and attractive dignity, befitting its asso-
ciation with the art of music. It’s just another
way of prompting the customer’s imagination
to add to the instrument or record. Every one
knows that even grand opera given without
scenery suitable to stage it or costumes for the
singers would lose its “atmosphere” and in con-
sequence its attraction to the public.

Every human being likes some kind of music.
Likewise each person appreciates beauty of
surroundirigs. Combine these two in your shop
and you will link the two greatest human ap-
peals. -

Aims of High-class Equipment

These, then, are the aims that should domi-
nate in musical merchandising equipment, which
embraces hearing rooms, record racks, counters
and the general scheme of interior decoration.
To sufround your business with unobtrusive
atmosphere of music stimulates your customer’s
imagination and receptiveness. It acts as a back-
ground accentuating the beauties of the instru-
ments on display and concentrates the customer’s
listening faculties on the music of the record.
You are thus able to encompass your patrons
with such pleasant surroundings, with such con-
venience and speed, that they will leave your
store having found a new experience in the buy-
ing of their music. In working for these ends
select equipment that has been designed and
constructed to furnish your store scientifically,
so that your capacity for making sales will be
enlarged to the utmost.

There is to be had equipment for these pur-
poses that will afford maximum economy of floor
area and maximum of convenience to your sales
people, thus lowering your cost of operation
and enabling you to render better service. '

The writer of this article who has devoted
years of labor and study to the designing and
production of proper display and selling equip-
ment for the musical merchandise trade regards
it as a duty of the dealer to himself to place the
demands of his storein the hands of those whose
qualification for executing the work successfully
will eliminate the element of chance.
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TELLS OF BUSINESS BETTERMENT

Reports Successful Representation of Reming-
ton Phonograph Corp. in Eastern Territory

Ernest C. Leonard, who covers the Eastern
territory for the Remington Phonograph Corp.,
has just retufned from a most successful tour
of his territory. He states that business con-
ditions have shown a considerable improvement
and future prospects are very good.

He is of thc new progressive type of sales-

Ernest C. Leonard
man, due to his sincerity and the straightfor-

ward presentation of his product; he inspires
confidence in his dealers and renders a real
service to them by bringing them in close accord
with the manufacturer.

Mr. Leonard has -established a large number
of dealers for the Remington Phonograph
Corp. and reports that the Olympic records have
found a ready sale, owing to the demand for
quality records by the dealer and public.

MAKING STEADY PROGRESS

Racine Phonograph Co. Well Pleased with Suc-
cess of Blandin Phonograph—Preparing for
Active Trade—Export Demand Grows

RaciNg, Wis, May 5—The Racine Phonograph
. Co. of this city, manufacturer of the “Blandin”
phonograph, reports very gratifying progress in
the development of the distribution of this line.
The company has been successful in securing a
healthy percentage of new accounts and a large
export business is now pending, which will neces-
sitate increased production.

The company expects .its factory to be run-
ning at full capacity within two weeks and rep-
resentatives of the company, now traveling
through various territories, are sending in repeat
orders from the dealers with pleasing regularity.
The quality of the Blandin phonograph has been
the paramount factor in its success, and the offi-
cials of the company are confident that the year
will produce a healthy, active business, based
upon the satisfying qualities of its products.

ROTTEN STONE

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

.KEYSTONE MINERALS CO.

41 Union Square, New York City

VALUE OF EDISON MOOD CHART

Public Interest Widely Manifested in Latest
Medium for Featuring Edison Line

The results which have been obtained from
the now famous mood charts, introduced by
Thos. A. Edison, Inc., are thoroughly interest-
ing. The number of replies that have been re-
ceived as a result of the national advertising
devoted to this theme by the Edison Co., as well
as through the medium of Edison dealers, is ex-
ceedingly large, and the data which are available
through them are extremely valuable.

Wm. A. Maxwell, vice-president of Thos. A.
Edison, Inc, recently stated to The World that
the mood chart idea has resulted in more direct
correspondence between the Edison Company
and its active and prospective clients than any
other idea of a similar character. The replies,
he stated, have not been confined to any one
class of people, but, on the contrary, have
ranged from the very poorest to the wealthy and
highly intellectual.

One fire chief, for instance, was so impressed
with the mood chart that he is now using it as
a basis for determining the fitness of men to
serve in the fire department. Entirely diverse
from this is the fact that practically every uni-
versity in the country is making use of the Edi-
son mood chart in its psychology courses,
as well as in many other departments of its
institution.

Mr. Maxwell feels that the Edison mood chart
is performing an invaluable service to the Edi-
son industry, because it is causing the public
to take a more serious view of the New Edison
and to cease to look upon these instruments
as a toy or as a luxury, which can be dispensed
with when spending money is not in great abun-
dancc.

INCREASED ITS CAPITAL

The Grafonola Co., of Louisville, Ky., has
lately increased its capital from $25,000 to $50,-
000 and changed its name to the Louisville
Music Co.
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LATEST VOCAL RECORDS

BRIGHT EYES (Smith-Motzen-Jerome) Tenor
with Orehestra Sam Ash
IVE ME A MILLION Beautiful Girls (But Give
Me Them One At a Time) (Harry Pease—Edi.
G. Nelson & Mitchell Parish) Tenor wlth Or-
chestra Billy Jones

BABY OREAMS (l‘mm the Musl(‘nl P]ny ka»
mie’') (Harb L
Tenmor with Orchestra cnarlcs Hart

0“1003"Lmv MAMMY (Joo Young—Sam Lewls & Walter

04200304 ¢

Donaldson) Contralto with Rega Orchestra
Vaughn De Leath
THE LITTLE BOOK (From the Muslcal Play
““The Half Moon”) (W. Leo l!nron—V Jacobl)

Soprano-Tenor Duet with Orches

Elizabeth Snem:er Charlos Hart
OEEP IN YOUR EYES (From the Musical Play
*The Half Moon*) (W. Leo B ——V Jacobl)
Baritone with Orehestra Iliott Shaw

LATEST DANCE RECORDS

LOOK FOR THE SILVER LINING (From Mu-
0620028{

0d20032.

sleal Play *'Sully’) (Jerome Kern) Fox-trot
Lanin’s Roseland Orehestra
HEY PAW! (Guy Shrigley) Fox-trot
Jos. Samuels’ Jazz Band
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«. RECORDS -

Have Rapidly Created Big Demand
STOCK OUR EXCELLENT HITS

A.mgrican Od@ on

100 WEST 215f STREET
NEW YORK
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SWEET MAMMA (Papa’s Getting Mad) (Roso-
Little-Frost} Fox-trot
Green Brothers’ Novelty Band
PEKIN (Norman Wilbur) Fox-trot
Lanin’s Roseland Orchestra

0d20029

ANSWER (Intro. Chorus of ‘“Ilappy lottentot'")
(Norman J. Vause-H. Von Tilzer) Fox-trot
Lanin's Roseland Orehestra
0d20033.

1 ORANGE BLOSSOMS (A. Piantadosi-Glogau-S.
Green) Tox-trot
L Harry Raderman’s Jazz Orchestra

THERE COMES A SOME OAY (Introducing
Chorus of "That's Mo™) (From tho Musleal
Play. “The Rose GIrl"’) Medloy Fox-trot

Harry Raderman’s Jazz Orchestra

I LOST MY HEART TO YOU (Tho Day I

Looked .Into Your Eyes) (E. Davis-J. L. Mor-
kur) Fox-trot Harry Raderman’s Jazz Orchestra

0420034

NESTLE IN
Herscher-J.

YOUR O0A00Y'S ARMS (L.
Burke) Fox-trot

Harry Raderman’s Jazz Orchestra
OEENAH (Ilenry Scharf) Fox-trot

Lanin’s Roseland Orehestra

Qrporation

0d20035
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O]QkRecords

The Record of Quality

(OKefo Records represent the finest recordings on the
market today.

A large monthly release of most popular hits is an

achieved feature on OKel Records
OK:fe Records excel because of their round full tones.

OKef Records satisfy because the dance music 18
brlliant and vigorous.

Your customers will enjoy OKefo Records because
the rhythm and time remain accurate throughout.

SERVICE IS SUCCESS

Only by giving service is success attained.
Service creates satisfaction.
Satisfaction sponsors a reliable, steady trade.

You can’t give effectual service unless you receive the
same.

We guarantee satisfaction.

Consolidated Talking Machine Co.

OK;kRecord Distributors
227 W. Washington St. Chicago, Ill.
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There’s “black magic” in “Voodoo Scenes (Priestess
Dance)” and South Sea romance in “Tropical Dance
No. 4,” played by the Haytian Orchestra. For “ plus”
sales push this latest Columbia Novelty Record.

Columbia Graphophone Co.
NEW YORK

ARTIST HELPS RECORD SALES

Bert Williams Assists Columbia Dealers in Stim-
ulating Business—Autographs His Records

Detrortr, MicH., May 5.—Bert Williams, popular
musical comedy star and exclusive Columbia ar-
tist, appeared in this city recently at the Shubert
Detroit Opera House in connection with “Broad-
way Brevities.” During his two weeks’ stay the
house was packed and the show was enthusias-
tically praised by the public and the newspapers.

Bert Williams co-operated with the local Co-
lumbia dealers in every possible way and one of
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Store for. Homes

How Bert Williams Was Featured
the features of his appearance -here was the
autographing of his own records. Mr. Williams
visited the different stores and wherever possible
assisted in stimulating the sale of his auto-
graphed records.

Crowley-Milnor & Co., local Columbia deal-
ers, by having special window displays, including
an attractive poster and a huge Columbia record
four feet in diameter, featuring “Bright Eyes,”
secured valuable publicity and increased the sale
of Bert Williams records materially.

EXHIBITORS AT ANNUAL STYLE SHOW

At the first annual Style Show and Merchants’
Exhibit held in the Jefferson Armory in Louis-
ville, Ky., last month musical instruments were
well in evidence. The Baldwin Co. showed a
line of pianos, as well as Edison phonographs;
the L’'Harmonie Co. displayed a large line of
Victrolas, including the period models; the Louis-
ville Talking Machine Co. and the Columbia
Co. showed the Columbia and Vocalion lines.
An added feature was a Victrola shown by the
L’'Harmonie Co. equipped with a Magnavox,
which could be heard in any part of the building.
The Style Show lasted a week and attracted
thousands of people.

Ansonta, Conn.,, May 6.—J]. H. Bartholomew,
secretary of the Duo-Tone Co, Inc., of this
city, sole manufacturer of the De Luxe semi-
permanent needle, reports that he finds the
needle business throughout the country keeping
up in a satisfactory manner and that the Duo-
Tone Co. is increasing its distribution.

MUSIC EDUCATION IN MANSFIELD, O.

Interesting and Unique Methods Adopted to
Teach Music Appreciation in Schools of That
City With the Aid of the Talking Machine

MansrieLp, O., May 5.—The public Schools of
this city are attracting much attention among
educators all over the country because of the
unusual pioneer work being done in public
school music and the unique methods employed
by the supervisor of music in securing musical
instruments which the Board of Education could
not supply

R. O. Chubb, supervisor of music in the public
schools, has the distinction of being the first
man in this section of the country to study the
advanced method of music appreciation and of
installing it in the schools under his direction.
Through the medium of the Victrola Mr. Chubb
is teaching music appreciation, including har-
mony and history of music to the lower grades,
while the upper grammar grades and junior
high school classes are having courses in opera
appreciation two mornings a week. With thirty-
seven Victrolas in the seven Mansfield schools,
and a separate library of records in each room,
guided by an appreciation text prepared by Mrs.
Frances E. Clark, the regular teacher in each
room gives the pupils music training which it
is impossible for the music supervisor to give in
his hurried visits.

Mr. Chubb believes that jazz will be short-
lived if music appreciation courses are installed

in rural as well as city schools. When he came
to Mansfield two years ago the high school
orchestra played practically nothing but jazz
music; now they seldom do.

“If school children have the right beginning
in public school music and learn to know good
music, its history and the biographies of the
composers, they will never want jazz music. It
is only because the past generation has not been
properly trained that it even knows what jazz
is,” said Mr., Chubb.

“Ever since I first heard a Victrola, and
learned something of the method of making
records, I have known that its use in the public
school was destined to mark an epoch in public
school music,” he added.

Under Mr. Chubb’s direction the high school
music study club of 600 boys and girls has
bought and paid for between $5000 and $6,000
worth of Victrolas, to say nothing of the hun-
dreds of records used in the schools.

Much credit for the success of the work here
is due to local music teachers, who have co-
operated with the supervisor, and to Charles
Zitzer, local representative of the Victor Talking
Machine Co., who practically financed the proj-
ect by advancing machines to the different
buildings until the club was able to pay for them.

The property at 124 Richmond avenue, Port
Richmond, N. Y. has lately been purchased by
F. F. Hermann, of Stapleton, N. Y, who will
establish there a modern Victor music shop,
which will be splendidly equipped.

Your Problem Is Ours

Good Profits (to you)
-l- Good Service (to your customers)

PARKS & PARKS, Inec.

Answer: TONAR RECORD BRUSHES

(Trade Mark)

Have we solved the above problem correctly?
Write to-day for prices and sample and see for yourself

Made in mahogany, oak and f:’bony colored finishes

New York Office, C. E. Peabody & Co., 186 Greenwich St.
Southern Representatives: 1. W, Becker & Co., 226} Peachtree St., Atlanta, Ga.

TROY, N. Y.
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Manufacturers of
Arietta Phonographs
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ROUNTREE CORPORATION, Richmond, Va.

These reductions definitely answer
buying public’s
for lower prices and bring the
ARIETTA down
scale of any strictly high-grade

Reductions in wholesale prices are
in  proportion 1

All 10-inch Records Now 83c.

Releases for June now ready for delivery.

Manufacturers of

ARIETTA PHONOGRAPHS

PHONOGRAPH

Order Now at These
Reduced Prices!

ARIETTA PHONOGRAPHS

$70.00 $60.00
$115.00 $100.00
$150.00 $130.00
$175.00 $150.00

indicated in List Prices, allowing
the dealer the same liberal
percentage of profit as formerly.
Now, more than ever before, you
need the ARIETTA. The lowered
prices mean more saless MORE
PROFITS. Write today for our
exclusive agency proposition.

Arietta
Model III

EMERSON RECORDS FOR JUNE—NOW READY!

Reductions on all EMERSON RECORDS now in effect:
All 12-inch Records Now $1.25

(List prices subject to usual trade discount).

We carry large stocks and make immediate shipment.

All Phonograph Accessones Reduced !

Gwe;;;;‘iiﬁjéﬁ ROUNTREE CORPORATION

ROUN YFILL COR"OR ﬂYION
R ()

Richmond, Virginia

Distributors of
Emerson Records

Arietta—Model I

i

il

Wire your order—or write for list.

Distributors of
EMERSON RECORDS
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THE THEORY AND PRACTICE OF CORRECT
LUBRICATION OF THE TALKING MACHINE MOTOR

By E. F,. HARTZELL,
Mechanical and Lubrication Enginee}', Member A.S.M.E. and S.A.M.E.

TALKING MACHINE WORLD

O 000 0000000000000

“The life of a talking machine depends upon
the lubrication of the motor.” It has.been said
in truth that the heart of the talking machine
is the motor. Let us go a step farther and say
that a motor is only as good as its lubricant,
for, without the proper lubrication, the motor
is useless.

A canvass of the different dealers and job-
bers and some manufacturers of talking ma-
chines will show that the matter of correct lu-
brication has been given very little attention,
when a little study and thought on the matter
will bring out the point that upon this one
thing, more than any other, the very life of
the machine depends. A manufacturer or dealer
is prone to dwell upon the tonal qualities of his
product, overlooking the fact that a smooth,
silent-running motor is absolutely essential to
that very thing.

In the early days of the talking machine the
motors were, in a great many cases, packed
with graphite in powder form, this method of
lubrication soon giving way to the application
of a grease blended with the graphite. The
most important thing in connection with motor
lubrication is the consistency of the lubricant.

This is a point that is frequently misunder-
stood by dealers. The consistencies of lubri-
cants on the market vary from the lightest of
lubricating oil to the heaviest of greases, and
not all of these lubricants will do effective work.
Notwithstanding the importance of using the
right lubricant, there have been instances of
dealers using a heavy, sticky graphite compound,
prepared for the chains on motor trucks!

Qil applied to the springs of a motor is, in

most cases, unsatisfactory, as in the built-up
type of motor the oil runs out of the spring
barrel, leaving the spiral spring dry.

When a too heavy grade of grease is applied
to the motor it acts as a retardant, using a
great deal of the power of the spring to over-
come the resistance, causing the motor to lag
and causing the “jumping” and “knocking”
when the coils of the spiral spring separate as
the motor runs down. Not all graphites should
be used for lubrication purposes, the flake or
crystalline form being the best.

A poor grade of graphite, mixed with an im-
pure or cheap grade of grease or oil, will cause
the lubricant to grow hard and pack or cake
upon the spring, giving the motor a jerky move-
ment, the lumps acting as a lever which, when the
motor is wound, breaks the spring. A lubricant
must be mobile enough to thoroughly cover the
spring leaf, while allowing the spring to wind
and unwind freely, reducing to a minimum the
resistance on the spring. A “stringy” lubricant
of a vaseline or sticky nature will not give satis-
faction in service in a motor and should be dis-
couraged as much as possible for this purpose.
Further, a grease must be absolutely free from
any foreign substance that will cause it to grow
hard or rancid in the spring barrel. It follows
that the highest grade of pure mineral grease,
scientifically blended with the ~purest flake
graphite, will approach as far as practical the
ideal system of lubrication for the talking
machine motor, which is essential to give the
longest and best service to the owner of the
machine. There is no such thing as a good,
cheap, graphite lubricant.

PROGRESSIVE HALIFAX STORE

Taylor Music Co.’s Exclusive Talking Machine
Store Attractively Arranged

Havrrax, N. S, May 3.—One of the most at-
tractive music emporiums in this city is the
exclusive talking machine establishment of the
Taylor Music Co., located at 434 Barrington
street, this city. Victrolas and Victor records

Partial View, Interior Taylor Co.’s Store
are specialties of this house, and the double
store front is always artistically decorated with
literature and displays that never fail to at-
tract those interested in music. The vicw of
the interior of this establishment, shown here-
with, gives an idea of the attractive way in
which this store is arranged.

CONTAINS PRACTICAL DATA

Current Issue of Pathé House Organ Has Many
Helpful Ideas—Timely Sales Hints

The April issue of Pathé News, the Pathé
house organ, is true to form in the volume of
helpful hints placed before the Pathé dealer.
Suggestions to the dealer on how to get the
most out of the many ideas contained in this
paper were given. Many dealers call sales con-
ferences following the receipt of each issue of
Pathé News, and these conferences are found
to be very helpful from a sales standpoint.

Capitalization of the appearance of popular
Pathé artists in the dealer’s home city is the
subject of several items and a schedule of the
bookings of Pathé artists is printed.

The appearance of a popular Pathé artist in
a New England city recently resulted in one of
the largest piano houses in that city taking on
the Pathé representation. In addition to the usual
monthly advertising suggestions, eight cuts for
the illustrating of the dealers’ local advertising
were shown. A particularly timely sales idea
was given for the outdoor season by suggesting
that the Pathé Outing or Army and Navy
model be featured extensively.

Hoover knows the power of the business
press. That’s why he recently called a confer-

ence of business press editors.

Let us
MADE BY

PHONOGRAPH CASES

Reinforced 3-ply Veneer
The Standard Case for Talk-

ing Machines and Records

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills in Va., N. C. and S. C.

figure on your requirements

BLANDIN

EARING one

violinist today and
another tomorrow, it is
difficult to judge the
more talented of the
two. But hearing them
play the same selection,
one immediately follow-
ing the other, you can
easily determine which
is the greater artist. So
it is with Blandin re-
production. You must
compare—and when
you do, no other
Phonograph will
entirely satisfy you.

Racine Phonograph Co., Inc.
RACINE, WISCONSIN.

EDISON DEALERS IN CONVENTION

Retailers in Texas-Oklahoma Territory Hold
Meeting in Oklahoma City

Oxkranoma City, Oxra., May 2—A convention
of Edison phonograph dealers in the Texas-Ok-
lahoma territory was held at the Huckins Hotel
here, on Monday and Tuesday, April 18 and
19, with between fifty and sixty dealers in at-
tendance. A. H. Curry, president of the Texas-
Oklahoma Phonograph Co., Edison jobber,
presided at the meeting, and addresses were
made by W. F. Taylor, advertising manager of
the company, and J. M. Callahan, of Thos. A.
Edison, Inc., Orange, N. J. The big social fea-
ture of the convention was the banquet on Mon-
day evening, which was a fitting close to a most
enjoyable and profitable reunion.
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Gift of Roses.”
to this exclusive Columbia star.

Charles Hackett, the grearest tenor singing today,
sings straight from the heart, “Love Sends a Little
Hitch your symphony record sales
Columbia 79518.

Columbia Graphophone Co.

NEW YORK

Q.

COMMENTS ON THE FEATURING OF SYMPHONY RECORDS

M. Lincoln Schuster, in Discussing a Recent Article in Printers’ Ink Relative to the Mar-
keting of Red Seal Records, Expresses Regret That the Classics Are Not Presented More
Strongly—An Interesting Informative ‘Reply From Ernest John, of the Victor Co.

Reference was made in last month’s World to
an interesting article by Roland Cole, in Print-
ers’ Ink, in which he described the methods used
by the Victor Talking Machine Co. for teaching
its dealers how to increase the sale of Red
Seal records. This article caught the eye of
M. Lincoln Schuster, of New York, who wrote
the same publication under date of April 13 as
follows:

“Roland Cole’s article in the March 31 issue of Printers’
Ink on musical records was unusually interesting. It sug-
gested several lines of thought.

“A little informal interviewing among many of my
friends and acquaintances, including those who are deeply
interested in so-called classical music, indicates that most
of them associate the Victrola and other talking machines
with (1) dance or jazz records; (2) soloists of the type of
Caruso, Galli-Curci and Kreisler. This is all good enough
so far as it goes, hut a third class should he added, (3)
orchestral or symphonic music.

“For a long time I did not realize that it was possihle
to render orchestral music adequately on the talking ma-
chine. Quite hy accident I made the discovery, and
for the last- two years have heen huilding up a rather
complete lihrary of symphony records. They are rendered
in an astopishingly effective manner. Many students and
critics hold that the highest form of ahsolute music is the
symphony or the string quartet. Both of these types are
rendered particularly well on the talking machines, and yet
the average music lover does not know this. I have con-
firmed this impression hy frequent talks with talking ma-
chine salesmen. I can play at home on my Victor the
complete C Minor symphony of Beethoven, the ‘Rienzi’

verture hy Wagner, ‘The Invitation to the Waltz,” ‘The
Unfinished Symphony’ and single movements from various
other symphonies and symphonic suites, from Gluck to
Tschaikowsky. The Fifth symphony of Beethoven consists
of four douhle-face records. The exact total of playing
time of these is thirty minutes, only one minute less than
the playing ‘of the Philharmonic or ‘New Yeork Symphony
Orchestra at Carnegie Hall. Despite the ohvious mechanical
limitations, the rendition is astoundingly realistic. . . .

“It seems to me the advertising managers and salesmen
should give more attention to these phases of the suhject.
Here is a field worthy of the most intense cultivation.
Witness the audiences attending in New York City, the

Philharmonic, National and New York Symphony Orchestras
and the visiting ones from Philadelphia, Boston, Milan and
other cities.* Cities like Cleveland, Chicago, Philadelphia,
Boston, Minneapolis, Cincinnati, Los Angeles and San
Francisco maintain and support symphony orchestras. Many
others can he mentioned.

“Why not sell the symphony idea? It should not he
relegated to second fiddle in the orchestration of the talking
machine company’s educational, selling and advertising
plans. On the contrary, it is clearly entitled to the concert-
master’s chair.”

In reply to this letter the editor of Printers’
Ink pointed out that: “The article did not deal
with the character of the musical selections
themselves, as to whether one form of selection,
such as a vocal or instrumental solo, was a
higher or lower form of music than a string
quartet or orchestral rendition of a symphony.

“In regard to the point raised by Mr. Schus-
ter, however, Ernest John, manager of the ad-
vertising department of the Victor Co., has this
to say:

“‘As to our advertising, yes, we have, by
newspaper and magazine space, by posters, and
by our supplement, given about as much space
to the ‘symphonies as to any other branch of
music. Reference to our symphony records is
made in almost every advertisement we use
touching on the music the Victrola makes avail-
able, but the symphony has never of itself con-
tributed a headline advertisement.

““You will be interested in knowing that until
we brought out the first records by the Boston
Symphony Orchestra some four or five years
ago, then under the direction of the famous Dr.
Muck, no complete orchestra has been recorded
by any talking machine (to the best of our
knowledge). It was a decided step forward and
has much to do with the discoveries your cor-
respondent has made in the history of music.

“‘\We are pretty sure the symphony section

of *How to get the most out of your Victrola”
embodies the keynote of our presentation of
records of this type to the salesmanship class.’

“We do not believe the Victor Co. has been
missing any bets in its advertising by not having
put greater stress upon string quartets and
symphonies. The percentage of the public ca-
pable of appreciating such music is very small
in comparison with those who buy musical in-
struments for the sake of enjoying the lighter
forms. .

“Despite the many impressive audiences at
Carnegie Hall the Victor people know, that it
will pay them better to get the ear of 95 per
cent of the public rather than 5 per cent. Herein
is a good point for most other advertisers: Fol-
low the line of least resistance! Once in a
while it will be good policy to cultivate the
nrinority, but most of the advertising should be
directed at the most responsive and easiest
sold market. Set your traps where the mice

”
run. *x x % X

The World is in entire sympathy with the
closing sentences of Mr. Schuster’s letter. There
is a distinct opportunity for sales promotion in
the symphony and quartet fields—in fact, in
high-class records generally—but the point‘ has
1ot been emphasized, as it should be, that the
Victor Co. has realized the importance of this
situation by conducting a school for salesman-
ship in which salesmen are instructed regarding
the history and importance of these records
and their makers so as to fit them to handle
them intelligently.

We cannot subscribe to the idea that the
majority of the American people will be sup-
porters forever of the so-called jazz or popular
type of music. The time will come—thanks to
the talking machine, which is proving a most
liberal and educational factor in the musical
field—when a larger number of people in
the United States will buy records of the noted
symphony, quartet and other musical organiza-
tions, which interpret the works of the great
masters in the field of composition.

SOUTHERN DISTRIBUTORS

PHONOGRAPHS
deECORDS

GRAY & DUDLEY CO.

Write Today for Agency Proposition
NASHVILLE - -

- TENNESSEE
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ANNOUNCES
The World-Famous Irish Tenor

John Mc (ormack

In Two Famous Irish Songs

10% in
$1.00

7002 | A NATION ONCE AGAIN,
. John McCormack, Orchestra Accompaniment

$1.00
These Records Are John McCormack Himself
No More Need Be Said

Production of these records is completed. Orders placed now
will receive immediate shipment.

John McCormack, OrchestrajAccompaniment

70001 { DEAR LITTLE SHAMROCK,

These recordings were made in London for the International
Talking Machine Company. We have secured at great expense
a license to offer them to the American public.

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

25 West 45th Street
NEW YORK
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Does your Phonograph Depart-
ment Dominate—or Drag? ==

B L
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: « A DALION franchise may double your present profits in

your phonograph and record business. Our selling plans
are progressive. [ hey get you somewhere—in short order.
Superbly made instruments and interesting sales methods are
the combination that wizs.

We have just checked up on several is coming strong! Backed by an

L S T

T
it

i

|
Wil it

Beautiful
Cabinets

Customers are instantly at-
tracted by the artistry of
Dalion design and super fin-
ish. To see the stunning ex-
teriors secured in thede fine
instruments is to realize their
solid worth.  Auto-file for
convenient record filing; uni-
versal tone-arm plays all
records; wonderfully smooth
motor mechanism. Write for
particulars.

Milwaukee Talking Machine Mfg. Co.
Milwaukee, Wisconsin, U. S. A.

hundred Dalion agents appointed
this year. The Dalion line has with-
out exception increased sales, not-
withstanding the depression from
which we are emerging! In lots of
instances taking on the Dalion line
has doubled-—and tripled—previous
totals in this department.

Get a well-rounded assortment of
really beautiful instruments. With
a price range that includes all classes
around you. Built by a factory that

organization that gives you prac-
tical, localized selling help.

You can put Dalion instruments in
your store and build a phonograph
trade which will not swallow your
identity. You will find them easier
—not harder—to sell.

Once more, let us remind you that
no phonograph on the market today
offers more practical advantages or
more perfect cabinet-work and
finish.
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BUSINESS-GETTING IDEAS IN NEW YORK’S EAST SIDE

Joseph H, Mayers, Owner of the International Phonograph Co., Demonstrates His Hustling
Ability by a Number of Aggressive and Progressive Plans for Developing Business

“Keep the customers you've got.” This is the
telling slogan that the International Phonograph
Co., of 103 Essex street, New York, is convert-
ing into hard practice these days when the slow-
moving themes are predominating, for the while,
in the talking machine business world.

Joseph H. Mayers, owner of this big retail
establishment who conducts another one as
well at 208 Essex street, is a firm believer in
modern, effective ways of bringing business in-
side his door and such mediums for accelerating
trade as circularizing, canvassing, following up,
periodical concerts, etc., are taken as a matter of
course by him. It is in the newer and self-
developed ideas for helping business along that
Mr. Mayers excels. Two illustrations of the
latter, which were lately effective and which
originated in this proprietor's merchandising
mind, are to the point:

The International Phonograph Co. for fifteen
years has enjoyed a clientele almost exclusively
among the Jewish and Ttalian constituency of
the east side of New York. These thrifty,
music-loving people are inveterate talking ma-
chine fans and show consummate taste both in
their selection of machines and in the buying of
records. Whether the latter be of the operatic
variety or otherwise, taste and a definite knowl-
edge of what they want are the outstanding char-
acteristics of these classes of buyers. Faithful
observers of their holidays, they make these fes-
tive times the occasions for musical expression
if any excuse whatever exists for doing so.

Some few years ago Mr. Mayers began the
practice of sending each one of his store patrons
and friends, a fortnight before every Jewish or
Iialian holiday, an intimate letter of greeting,
expressing his personal sense of appreciation
for their good will and wishing them the com-
pliments of the season. These letters are
always typed and sent as first-class mail—like
any other private, friendly communication.
Though the ultimate business results of these
letters were not entirely foreseen by Mr. Mayers
and though their origination was not entirely due
to business-getting instincts, their reaction on
trade at the International Phonograph Co.’s
store was amazing. Year by year they have
been increasingly effective in bringing much
cxtra business to this house at the holiday pe-
riods and the felicitous contacts they have
achieved between store owner and patron have
been very real.

Another and more recent case:

Casting about for an entirely new idea as to
the best and! quickest way to get his friends ac-
quainted with his present new establishment at
103 Essex street, whither h¢ moved from 101,
on the same street, on October 2 last, Mr.
Mayers devised the following scheme:

Through large newspaper advertisements in
the Jewish and Italian press he made known his
new whereabouts and issued a cordial invita-
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The Needle of The

B Near Permanent Needle

A CACTUS NEEDLE
THAT
SELLS ITSELF
Produces clear, soft, natural tones;
eliminates surface noise; brings
out all subtle details of the music,
and preserves the records.

Needles can be repointed on
sharpener enclosed in package, so
that each needle will play an in-
definite number of records.

\elaze
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tion to all to visit his place of business. He
did not stop there, however, like a less thought-
ful and less resourceful store owner might do.
No, sir! His advertisements contained a most
generous offer to award prizes consisting of talk-
ing machines, records and cash for the best
letter expressions relative to the virtues of his
new store coming from those who might visit it.

The prizes put out by Mr. Mayers were: First
prize, Victrola; second prize, Grafonola; third
prize, $50 worth of records (to be selected by
the winner); fourth prize, $25 in cash; twenty-
five prizes of $5 and 250 prizes of $2.

The contest, which closed less than a month

ago, brought to his new store by actual count
over 11,000 letters, which, of necessity, of course,
meant that number of visitors to his place of
business. As a matter of fact more than twice
this number made their pilgrimage to the shop
during the opening weeks when the contest was
running, the bulk of those doing so neglecting
to send in their epistolary opinion of the store
and thus take part in the race.

Mr. Mayers called this a “Literary Contest,”
and so it was advertised in the newspapers. The
winners were notified of their success by mail
and neatly engraved certificates were enclosed in
the letters telling of their rewards when they
came to the store. The contest proved of un-
precedented value as a business and friend
getter and Mr. Mayers’ friends and clientele
haven't yet stopped talking about the big hit
this unique advertising venture made with them.

BELIEVERS IN ADVERTISING

How the Imfeld Music Store Brings the Victrola
to the Attention of the Public

"Hamirton, O., May 6.—This isn’t a real Victrola,
but there’s one on the inside and someone to
keep it playing, too. The Imfeld Music Store,
Victor dealer of this city, is a firm believer in
advertising. This plan of featuring the new

How Imfeld Featured the Victrola
monthly records has met with great success.
Concerts are given each noon at the factories
and along the main streets of the city, and
many new customers have been brought to this
exclusive Victor store through music played on
“The Big Victrola.”

LYRIC MUSIC SHOP TO OPEN

The Lyric Music Shop is shortly to open in the
new Kavovitz Building on South Main street,
Portchester, N. Y., under the direction of Fred H.
Ponty. The structure is now nearing completion.
Mr. Ponty, who has been a dealer in Victor talk-
ing machines and records for many years, will
continue these popular lines as well as his art
stocks in his new establishment.

HEMPEL SIIGS FOR WIRELESS

Edison Artist Makes Interesting Experiment
While in San Francisco

Frieda Hempel, the noted Edison artist, re-
cently gave her first concert via wireless while
in San Francisco, and the tones of her voice
were picked up from stations as far away as
Honolulu, 2,100 miles; Point Loma, 1,500 miles
to the south, and even in Alaska. Mme. Hempel
selected for the test two well-known melodies,
“The Blue Danube” and “Home, Sweet Home.”

The radio concert was arranged by the San
Francisco Call and was given in the radio room
of the California Theatre, the DeForest radio
phone being tuned to 1,260 meters wave length.
Lieutenant Ellery Wheeler Stone had full
charge of the scientific end of the concert. He
assured the prima donna she had a perfect
‘“wireless voice.”

Mme. Hempel’s tour with the Chicago Opera
Company to the Pacific Coast has been a series
of triumphs in her famous réles. She closed
her engagement with the company late last
month in Denver, and soon after her return
to New York will sail for Europe to spend her
vacation in the Alps.

GRAFONOLA HELPS SHRINE WEEK

E. A. Taylor & Co.’s Shop Features Instrument
in Unique Window Display

Shrine Week, in Helena, Mont., was observed
uniquely by E. A. Taylor & Co.'s Grafonola
Shop there, which gave a real Oriental atmos-
phere to its show window. “Siam Soo,” an Ori-
ental dancing girl, who dances to the music of
the Grafonola was the big attraction. The Shrine
colors were also given place in the window.

FOOD FOR THOUGHT

There is food for thought in the list (and suc-
cess) of the concerns who keep on advertising.
The World reaches a lot of your prospects
oftener than your salesmen do.

enturg

ATTRACTIVE INDUCE-
MENTS MADE TO JOBBERS

For Samples and Particulars |
Write to '

THE PERMO COMPANY
4215 TERRACE ST.,
OAKLAND, CALIFORNIA
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PHONOGRAPHS

(Properly Priced)

The dealer who has finally cleared
his floor of “unknowns” will find
the Emerson Phonograph line de-
cidedly interesting.

There are nine handsomely de-

signed models, each an example of
excallent craftsmanship, all evi-

dencing VALUE!

Several special features impress the
prospective purchaser. Chief and
exclusive among them is the Emer-
son Music Master Horn with which
every model is equipped, even the
lowest priced.

Science Says ‘“‘Round”

The world’s greatest authorities on
acoustics declare that SOUND
travels in spiral waves, similar to
the ripples formed when a stone is
thrown into a pool of water.

It is in recognition of this scien-
tifically proven principle that the
famous Music Master Horn, round
ond trumpet shaped, is built into
the Emerson Phonograph, taking
the place of the conventional type
of~sound chamber in other makes
of machines.

This Horn is not veneered, but
SOLID SPRUCE, most resonant
and sound amplifying of all woods.

The resultant production is start-
fingly clear and mellow, appealing
instantly to the trained musical ear.
It is this advantage which the
EMERSON has over all other ma-
chines, that has so steadily in-
creased demand.

Write for catalog illustrating and
describing the nine different at-
tractively priced Emerson models.
It will be worth your while!

“Epersan

<

RECORDS

Oh happy day, oh joyous hour,
Oh time of bliss and cheer,
Again the door swings merrily,
They come from far and near.

They throng into his store in crowds,
Each booth is quickly filled,

The air with melody resounds—
NEW EMERSONS ARE HERE!

Each selection replete with that character, atmosphere, snap and
attention to detail that makes every purchaser an Emerson fan.

Popular Songs

IF THAT'S WHAT YOU WANT HERE IT IS. “Blues.” Character Song,
Lillyn Brown and Her Jazz-Bo Syncopotors

10366
B8 EVER LOVIN’ BLUES. “Blues.” Character Song,
Lillyn Brown and Her Jazz-Bo Syncopotors
10367 { MY MAMMY'S TEARS. Ballad.... ..... Noble Sissle ond His Sizsling Sincopotors
ROYAL GARDEN BLUES. “Blues.” Novelty Song................. Noble Sissle

DOWN YONDER. Character Song................. Al Bernard ond Ernest Hore

10377 { I AIN'T AFRAID OF NUTHIN' DAT'S ALIVE. Character Song....Al Bernard

10375 { SHE KNOWS IT. Character Song Arthur Fields

OH BOY. Comedy Song......cviuiiitiiiiriiiiitneininirenanenns Arthur Fields

{ PEGGY O'NEIL. Tenor Solo.......covvueeennnnn. v 1 Hugh Donovon

10374 | ROSE OF ATHLONE. Tenor Soloe....e.veuuneneenensnnsnennsns Hugh Donovan

6 { IRELAND—QUR LAND! Tenor Solo:.....c.cvviiiienrinnneninnnn. Hugh Donovon

10376 1 THAT TUMBLE DOWN SHACK IN ATHLONE. Tenar Solo....Hugh Donovon

Latest -Dance Hits

68 { REBECCA. FoxX-trot......couiiiiiniiinineiiinnneenns Lonin’s Roselond Ovrchestra

10368 1 CHURCH STREET SOBBIN' BLUES. Fox-trot....... Plastotion Donce Orchestro

SWEETHEART. Fox-trot.............ccooiiiin.n Joseph Somuels’ Music Mosters

10369 MADELINE. Fox-trot........ Tl nel ool o o SR RET SR Joseph Somuels’ Music Mosters

{ PUCKER UP AND WHISTLE. Fox-trot..................... AMerry Melody Men

10370 CLOCK OF LOVE. Fox-trot........ccovtiiiieeannnnn. Lanin’s Roselond Orchestro

1 { MAYBE. Fox-trot................... e . g TR Selvin’s Novelty Orchestro

1037 SWEET LOVE. Fox-trot...........ccooiiiiinieinnnn, Selvin’s Novelty Orchestro

{ WHAT COULD BE SWEETER. Fox-trot............. Erdody’s Fomous Orchestra

10372 MY DREAM ROSE. Fox-trot............cccvvvvinnnn. Erdody’s Fomous Orchestro

{ STARS OF NORMANDY. Fox-trot................. Green Brothers’ Novelty Bond

10373 1 SAY YOU'LL BE MINE. Waltz....cvvuenunsonnn... Green Brothers’ Novelty Band
Standard Instrumental

{ VIENNESE POPULAR SONG (Kreisler). Violin Solo..... Morie Dowson Morrell

10378 1 SOUVENIR (Drdla). Viohin Solo. .. ereerenrsnernerssnens Morie Dawson Morrell

Emerson Records in German, Polish, Italian and Hebrew-Jewish are a big

asset to the dealer catering to these nationalities.

EMERSON PHONOGRAPH COMPANY, Inc.
New York
206 Fifth Avenue

Chicago
315 So. Wabash Avenue

-
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USES AN EFFECTIVE ROAD SIGN

MempH1s, TENN., May 6.—Reinhardt’s, 52 South
Main street, Columbia dealer, is using a road
sign in the country territory as a medium for
effective publicity, featuring the Columbia line.
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How Reinhardt’s Booms the Columbia
This road sign is reproduced herewith and its
attractiveness has served to produce tangible
results and invaluable advertising for Reinhardt’s
and the Columbia product.

ISSUE RECORD OF “MON HOMME”

Odeon Record of Famous Popular Song in
Hands of Dealers—Well Received by Trade

The American Odeon Corp., New York, manu-
facturer of Odeon records, has announced to
the trade that it is the first company in the in-
dustry to issue a record of the famous French
selection “Mon Homme,” which is one of the
musical sensations of Kurope and America.
Odeon records of this number are now in the
hands of the dealers and the company is being
congratulated upon its enterprise in issuing at
such an early date a record of one of the most
popular hits of the year.

The Odeon record of “Mon Homme” is sung
by Vaughn de Leath, a well-known contralto,
and Odeon dealers are placing orders for this
record in large quantities in recognition of the
fact that “Mon Homme” is being advertised
extensively through every possible medium.

REFLEX0 PRODUCTS IN FAVOR

The new Gilt Edge needle, made by the Re-
flexo Products Co., New York, is proving very
popular and has already received excellent dis-
tribution throughout the entire country. The
fact that this needle has a Bagshaw base is an
assurance of its quality and has been an im-
portant factor in the dealers’ decision to handle
this new needle. Julius Roos, of the Reflexo
organization, has completed a trip in the inter-
est of the various Reflexo products that has
proved profitable from every angle.

The Reflexo Products Co. has recently sent
out to its many friends a leather bill fold, the in-
side flap of which appropriately calls attention
to the fact that if Gilt Edge needles are sold the
bill fold will be kept filled.

GRANBY PHONOGRAPH IN INDIA

NorroLK, VA., May 2.—India, or a portion of that
large country, is shortly to have the opportunity
of hearing music rendered through the medium
of the Granby phonograph. The Granby Phono-
graphi Corp.,, of this city, has just shipped a
Queen Anne model Granby plonograph from
its factory at Newport News to a Rev. and Mrs.
Goedke, missionaries to India. These good peo-
ple plan to make efficient use of this instrument
in their evangelical work in that country,

N. V. A. BUYS BRUNSWICK

Well-known Vaudeville Association Purchases
Period Model—Placed in Foyer of Club

Edward Strauss, manager of the New York
branch of the Brunswick-Balke-Collender Co.,
stated this week that the National Vaudeville
Artists, 229 West Forty-sixth street, New York,
had purchased a Brunswick period phonograph,
which had been placed in the main foyer of the
clubrooms, for the use of its members. The
organization selected a Stratford model, which
is one of the most attractive designs in the
Brunswick period line.

Mr. Strauss is keenly delighted over this sale,
owing to the fact that the National Vaudeville
Artists, the N. V. A, as it is popularly known, is
the official organization of the vaudeville artists
of America. It includes in its membership every
vaudeville actor of note, and the fact that the
club selected a Brunswick for use in its club-
rooms is a striking tribute to the qualities of the
instrument which is steadily growing in favor
in the New York territory.

A PLAN TO EXPAND RECORD SALES

Doty-Salisbury Co., of Flint, Mich.,, Appoints a
“Board of Four” to Pass on Records

FLiNT, MicH., May 4.—A rather original plan
to develop interest in record trade was recently
devised by the Doty-Salisbury store at 520-22
South Saginaw street, this city, dealer in Co-
lumbia Grafonolas and records. In a recent is-
sue of the daily papers this company had an at-
tractive advertisement, which read: “With a
view to aiding the many patrons of our record
department to a quicker and better selection or
the leading Columbia record hits, we have created
a ‘Board of Four’ which will make public what
they consider to be the ‘hits’ in dance, song and
classics. The respective positions and vocations
of the board duly qualify them as efficient judges
and their opinions, we are assured, will be of
material benefit to our many patrons.” The
“Board of Four” consists of Raymond Cook
and Bill Mills, orchestra leaders; Miss Grace St.
Denis, who is in touch with the latest musical
hits, and Miss D. A. Thompson, music critic.

An Investment

THERE 1S no use gambling with
your life’s work. Make it a sure
investment instead of a speculation.
If you center on Victor merchandise
as the line of goods which you will
handle, you are certain to -build up a
thriving business,as Victor supremacy
spells satisfaction for the dealer.

And as for satisfactory service from
your jobber—well, are you on our
mailing list receiving business build-

ing bulletins?

Buffalo Talking Machine Co.

Buffalo, N. Y.
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Wonder ’m Blue.”

Two new blues-chasers by Frank Crumit are, “I
Used to Love You But It’s All Over Now” and “No
They’ll put your customers in
good humor—and that’s buying humor—every time
you play them.

A-3388.

Columbia Graphophone Co.

NEW YORK

—
e———

SOUTHERN VICTOR DEALERS TO MEET IN NEW ORLEANS

Arrangements Have Been Consummated for a Great Gathering on May 18 and 19—Notable
Committee Appointed—How Jazz Records Sell—]. A. Hofheinz Gives Reasons for Optimism

New Orieaxs, LA, May 6—While conditions
in talking machine circles in New Orleans, to
use the old expression, “could be much better,”
they could be much worse. Some dealers are
not inclined to view the present conditions in
a pessimistic way, Most of them are showing a
fighting spirit in getting business, and quite a
number of them will show an increase at the
end of the month—so they say.

Preparations are being made for the annual
meeting of the Southern Victor Dealers’ Asso-
ciation in New Orleans, May 18 and 19, and a
big attendance is looked for from the Southern
States. A local committee, composed of J. V.
Dugan, of the Dugan Piano Co.; Ned Wilson,
of the Collins Piano Co., and John A. Hofheinz,
manager of Werlein’s wholesale Victor depart-
ment, has been appointed by President B. B.
Burton, of the Association. Many good fea-
tures will be introduced that will be of much
interest to all who attend. This committee is
also not overlooking the social features that
always play such a nice part at these gatherings.
The meeting is designed to show that there is
much to be derived from unity of effort and
purpose, particularly at this time, and it is cer-
tain that every dealer who comes to the conven-
tion will be well repaid for time and money
spent.

The trade is enjoying a visit from E. M.
Satterthwaite, the Victor Co.’s representative in
this territory. Mr. Satterthwaite is an old ex-
perienced Victor man in every sense of the
word, and he is receiving a cordial welcome from
the six Victor dealerships in the city.

H. Perloff, Columbia dealer in New Orleans,
made a sale of Marion Harris’ “St. Louis Blues”
to a negro; in wrapping the record, Perloff re-
marked to his wife that there were but two more
of the records in stock. The negro, overhear-

ing the remark, was thoughtful for a moment,
then, according to the dealer, the following con-
versation took place:

“Boss, you better gimme all three of dem
records.” '

“All right; it's a good idea to take them now.
I suppose you have some friends to whom you
want to present them.”

“No, suh; but it’s dis way, youse only got
two mo’ left an’ I’se had a hawd time gittin'
one. I mout break one. I knows I'se gwine to
ware out one an’ I shore has to have one in dc
house permanent.”

John A. Hofheinz, recently installed as man-
ager of the Werlein wholesale Victor depart-
ment, has just returned from a two weeks’ trip
through the territory, calling on the trade. He
finds things far from discouraging, as reported
from other sections of the country, and feels
that talking machine dealers are very fortunate
in having a commodity to offer that supplies
the need of every home, such as music does
to-day.

HORACE M. HULL IN NEW YORK

Manager of the Aeolian Co., San Francisco,
Brings Good Report From the Coast

Horace M. Hull, manager of the Aeolian Co.
of California, with headquarters in San Fran-
cisco, arrived at Aeolian Hall, in New York, re-
cently on a visit. Mr. Hull said that the South-
ern section was in particularly good shape. Mr.
Hull has been on the Coast for a year and dur-
ing that time has opened a number of excel-
lent accounts for the Vocalion and Vocalion rec-
ords and the Melodee rolls, all of which are
steadily growing in popularity in his section of
the country.

COMPLETE FACTORY ADDITION

Seaburg Mfg. Co. Increases Manufacturing Facil-
ities—Issues Attractive Folder

JaMesTowN, N. Y., May 5.—The Seaburg Manu-
facturing Co.. of this city, manufacturer of
Librola phonographs, has recently completed an
addition to its factory, giving its manufacturing
plant an area of 225 feet by 75 feet. The
factory is a three-story building and new ma-
chinery of the most up-to-date type has been
installed recently in order to give the company
efficient manufacturing facilities.

This company has also adopted a distinctive
trade-mark, featuring the word “Librola,” with a

SRS

The Big Seaburg Plant Now Occupied
line underneath reading “A library table-phono-
graph.” This trade-mark is being used to ad-
vantage in the company’s publicity and in the
advertising used by its dealers.

There has just come off the press a four- |
page folder showing all of the Librola models,
and the attractiveness of this folder has been
commented upon most favorably by the com-
pany’s dealers. Among the instruments featured
are the new Librola period models, including the
Louis XVI and Queen Anne, which have at-
tained signal success. The Louis XVI is manu-
factured in two types, known as numbers 225
and 175, and there is also a period model known
as number 125, which has been very well re-
ceived. Other popular models are numbers
65 and 110, the latter an Adam upright design.

Werlein’s

South’s Foremost

Jobber

AT YOUR SERVICE! \

PHILIP WERLEIN, Ltd., New Orleans, La.

New Orleans

South’s Foremost
City

7
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$15 Tonofone
Window Display

eAnother big sales winner for
Tonofone dealers—Send coupon
for special order of Tonofone

Needles and get this FREE
window display

Each year we spend thousands of dollars
tohelpdealers increasetheirTonofone Needle
sales and profits.

Pictured at the right is a big new feature.
The new Tonofone Window Display is being
used by progressive stores on Michigan and
Wabash Avenues, Chicago; on Broadway,
New York,and on other prominent streets in
these and many other large and small cities,
where window space is so valuable that only
powerful displays can gain a place.

The Tonofone Window Display, which we
can now supply to dealers everywhere, is
valued at $15.00. Yet it is sent you free. You
simply mail the order blank. We will send
youthefree displayandtheTonofone Needles,
sothat you can supplythe immediate demand
which the display has never failed to create.

You take no risk. The display is a proved
sales producer,not only of Tonofones,but also
of records and machines. For example, the
Utley Piano Company, Buffalo, N. Y., sold
anaverage of nearly two cartons of Tonofone
Needles each day the display was in place.
Besides, sales in their record department
were greatly increased.

The Grafonola Shop, Chicago—Central Piano Co.,
Chicago—Mabley& Carew Co., Cincinnati, and scores
of others give similar testimony. Tonofone satisfies
music lovers and they are the people who make the phono-
graph business profitable and permanent.

The Tonofone Flexible Point a proved success!

Over 3,500 dealers know the perfection attained in
Tonofone Needles. They sell them and use them in
demonstrating, because they give more accurate repro-
duction of original tone and expression. Due to their
soft, flexible point, they get every tone pure and true
and actually prolong the life of records. Made in only
one tone—all tones (loud, soft and medium) with
the same needle. Each needle plays 20 to 50 records
—any disc record on any phonograph. There are two
sizes of packages—the popular “12 for 25¢” package
and the “4 for 10c¢’’ package. Either size comes 100
packages to the carton.

Just clip the coupon below, sign and mail today. No
merchandising move you ever made will pay you a
bigger proportionate profit.

R. C. WADE CO., 110 S. Wabash Ave., Chicago, Ill

Send your orders to one of our Wholesale Distributors

The Phonograph Needle With the Flexible Point

i
AT LAST !
One Phonoraph
Needlc for all Tones

Zoud ' Mectiuzn ‘and 5ot Needley Un:

The Necdle With A Flexible Point
Has Soived The Big Problem

than
m point um‘&rﬂgfﬁﬁ [

[ eiadinledec i i
lfs THE GREATEST INVENTION
OF THE PHONOGRAPH AGE

Jonofone P! Records
i:‘;h recard ——Any b aph, In
ORIGINAL TONE and VOLUME
e best needle Value ever offered

TONOFONE WINDOW DISPLAY shown above includes dummy carton, l handsome

18 x 25 Display Card in oil colors, 2 smaller embossed cards in 5 colors, 1000 genuine
TONOFONE and other

advertising helps.

Sent FREE with order amounting to $40.

TONOFONE Wholesale Distributors

ATLANTA, GA.
Atlanta Hiawatha Phono. Co.
607 Austell Blde.
BOSTON, MASS.
Kraft, Bates & ﬁpencer.
1265 Boylan t.
Lansing Sal
Eliot and Wam-mnn Sts.
he Phono. Supply Co.,
27 Court 8q.
BUFFALO,
Iroquois Sales Corp -
14 N. Dlvislon.
CAPE GIRARDEAU, MO.
The Excelslor Muste Co.
CELINA, OHIO.
‘The Har ponola Co.
CHICAGO,
cnlcago I\lusnc Supply Co.
208 N. Wabash.
Consolklmed Talk, Mach. Co.
7 E. ashlnpmn St.
Emerson Phene. Co.,
5 8. W nhusll
Fu)ler-l\lorrtsson Co.,
W. Randolph St.
Humlnzon Keellug Co.,
312 W. Randelph St.
Lakeslde Supply Co
416 S. Dearborn St.
Wm.‘ H. L ogs.

}lenry Paulsun & Co.,
Wal

Tonk Bros. Co 323 S Wabash
CINCINNATI. OH

The Aeollan Co., 25 D 4th St.

Swl:,]ln‘g Iloll & d Co.,

CLEVELANI) OHIO

e.
Western M uslcal Sales Co..
2579 E. 55th St
COLUMBUS, OH
Emerson Ohlo Co., 3(: W. State
DALLA.\. TEXAS.
Geo. W. Nolm Co.,
601 Elm
Texas l‘llklnfz Maehlne Co.,
907 Commerce St.
DAVENPORT, 10WA
Alryllu[: P. (-rlﬂgs Plano Co.,

AYTON, OHIO.
The I\!!‘eteor Phone. Co.,
DES MOlNES TIOWA.
Des Moines Drug Co.
DETROIT, MICH.
Burnham Stoepel & Co.
Lind & Marks Co..
Cor. Congress and Bates.
FARGO, N. D.
Stone Piano c«)
FT. SMITH, K.
John Sehaap & Sons Co.
INDIANAPOLIS, IND.
Capitol Paper Co.
Lathrop-, Mcl‘arlaml Co.,
Mooney-Mueller-Ward Co.
IOWA CITY, IOWA.
The Masterphone Co.
KANSAS CITY, MO
Acme Phono. Co., Ozark Bldg.
‘The McPlke Drug Co.
‘T'he Stelnola Co .
14th & Michigan.
MEMPHIS, TENN.
Ellis-Jones Drug Co.
MILWAUKEE, WIS.
E. R. Go d(rey & Sons Co.
HocfMer Plano Mfg. Co.
The Yahr & Lange Drug Co.
MINNEAPOLIS, MINN.
Stone Plano Co., 828 Nicollet.
MONROE
Monroe Furniture Co.
MONTGOMERY, ALA
Jesse French & Sons Plnno Co.
MONTPELIER, VT.
Buswell's Book Store.
MT. VERNON, OHIO.
The L. C. Penn CO
NEW YORK CIT
Cnl)ln(-c & l}]ocessorles Co.,

C]nrdhml leno Co.,
Ioastern |'hono Corp.,

100 W. 21st.

merwn l{ccord Bales Co.,
206 5th

OKL. AllO]\lz\ CIT\ OKLA.
Alexander Drug Ce

OMAHA,

Easl]y and quickly installed.

NEB.

Carpenter Paper Co.,
Paxton & Gallagher Co.
PHILADELPHIA, PA.
The Dutton Corp N

1025 Ar

ch S
M. D. Swlsher 115 S. Tenth.
PITTSBURGH, PA.
thpley M nssmgham Co.,

Sterllng Roll & Record Co.,
436 Fourth Ave.

POPLAR

BLUFF, Mo.

Bluft City Mig. C
PORTLAND, OR
L. D. Heater, 6]4 E. 28th Ste

RICHMON

D,
Rountree Corp - lll W. Broad.
ROANOKE, .
Roanoke Cycle Company.
SALT LAKE CITY, UTAH.
Columbla Stores Co.
SAN FRANCISCO, CAL.
\\'ﬂ]Lcr S. Grny Co.
942 Market.
SCRANTON, PA.

Mliton G.

Schliler Co..

308 Lackawanna.
SEATTLE, WASH.
Vaudaphone Corp.

Emplre

Bldg.

ST. LOUIS, MO.
‘The Aeollan Co.

1004

Ollve St.

The \rtlop)mélc Co.

1103 Olt

Aqmu-]uled Furniture Mirs.,
209 Waushlngton Ave.
I\lunsm\nn Fhono. Co.,
v

St.

Shaplelch 1lardware Co.,

1000 F

al’s Acces;nry Ilouse,

ST. PAUL, MINN.

rarwell, Ozmum, Kirk & C

Northwcxlmrn' Pliono. supmy
1

G. Sommers & (‘nmpquy
WALDEN, N.

Steer & Steer, .;'.l Main St.
W \\IHNGTON D. C.

J. Del

Mol ll(\co.

1 3th and G Sts.. N. W.

ORDER BLANK

Firm Name
Street
City ...

with order, less 2%

| Gentlemen: Please send free all material
Tonofone Window Display. Also enter our order as follows
for Tonofone Needles to supply the immediate demand
created by the window display:
Two cartons (100 pkgs. ea.)''4 for 10c"size at$ 6.00—$12.00 |
Two cartons (100 pkgs. ca.)*“ 12 for25¢” s

R.C. WADE CO., 110 S. Wabash Ave., Chicago

cat 14.00

Sl:ue

y for the

—_28.00
$40.00

The nbovc nccdlcs rcnxl for $70. 00. giving you a very un-
usual profit. Ncedles are positively guaranteed. Terms: cash

%, or 30 days nct on approved refercnces :
or cstablished credit rating,
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I;{ONOUNCED TRADE KCTI\’E’ITY IN CLEVELAND TERRITORY

Columbia Model Store Rendezvous for Orchestra Leaders—Windsor-Poling Co. Opens—H. L.
Coombs Brunswick Manager—New Concernn Hold Openings—Miss Garrison Entertained

CreveLaxp, O., May 4.—>Model store as a meeting:
place for the bright lights in the world of music
ot Cleveland is the use to which the Cleveland
headquarters staff of the Columbia Grapho-~
phone Co. is putting its establishment here.
Periodically the orchestra ieaders of the city
and vicinity are invited to this model store to
hear the new listen to a

Columbia records.

A Model Store of the Columbia Co.
the artists who made them, ard then depart
smilingly with not less than $10 worth of orches-
trations of these pieces, ready and willing to
play them the following evening at theatre, res-
taurant or dance. This is the plan recently put
into effect by George Krauslick, head of the Co-
lumbia record department here and himself an
orchestra leader of local fame. Already fifty
orchestra leaders are taking advantage of this
plan, as it means a considerable saving to them
in the conduct of their orchestras, to say noth-
ing of additional savings where they have more
than one instrument of a kind for which
additional orchestrations are provided. The
movement not only increases public interest in
music. but develops that interest particularly
for Columbia records and music, as well as

making these pieces hits before they actually
become hits, explains Stanley B. Lee, publicity
manager of the Columbia here.

Columbia headquarters here have just complet-
ed a successful “Siam Soo” Week, in which the
dancing doll that performs on Columbia instru-
ments while the record is playing has been fea-
tured at all dealers’ establishments in the terri-
tory. Initial dolls made such a hit wherever
shown that it was decided to bring them out in
force when quantity production could be as-
sured. The week’s event was under the personal
direction of J. L. Du Breuil, general manager for
the territory; H. C. Schultz, sales manager, and
H. C. Cooley, headquarters manager. The dolls
were formally introduced by dealers in conjunc-
tion with a Frank Crumit record made espe-
cially for this novelty. Marked increase in Co-
lumbia record demand and more prospects for
Columbia instruments for all dealers were the
direct result of this campaign.

Opens a New Victor Establishment

Another new exclusive Victor retail establish-
ment for northern Ohio is announced this week
in the organization of the Windsor-Poling Co.,
which will open May 28 at Howard and Mill
streets, Akron. Earle Poling will be the active
manager. Mr. Poling has been associated with
the Eclipse Musical Co., Victor jobbers in north-
ern Ohio, for several years and has spent prac-
tically all his business life in the music industry
in this section. The new store will open with
eight demonstration rooms and provision has
been made for six more to be added later. In-
terior decorations will be conservative and har-
monious. Mr. Poling is well known throughout
the talking machine trade in this territory and
the successes he has helped to make for others
as traveling representative for the Eclipse will be
duplicated in his own business, friends and asso-
ciates predict. His only break in a long period

THE PHONOSTOP

In its fifth year.
Best and most pop-
ular. Set In one
second. Better
than any Non-Set
stop yet invented.
Perfect Service and
Satisfaction. Made
in Gold and Nickel
Plate. Universal.

Give us your trade—we will hold it by MERIT

Order early—
we will ship
promptly

THE PHONOMOTOR CO.

121 WEST AVENUE
ROCHESTER, N. Y.

YOuy,

FOR YOUR
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 0il For Any Talking Machine :

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

Colorless, Odorless and Stainless.

Housekeepers say they would not be without
Nyoil hecause it is best 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%-oz. 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.

of active service in this trade was for two years
during the war, when he was with the Ameri-
can Army in France.

A New Brunswick Store

Another new retail store to open here and
the first exclusive Brunswick establishment for
Cleveland is that of Charles H. Connors, De-
troit-\West  Sixty-fifth, in the new Gordon
Square Market House section. The new store
will have three demonstration rooms for the
present. Advertising campaigns in West Side
and local newspapers will be a part of the early
activities of the new firm, with a view toward
interesting the people of those sections of the
city. The active manager will be Mrs. Eva
Hanchett, who for a long time has been assist-
ant manager, with Dan E. Baumbaugh, of the
May Co. talking machine department.

Using Billboard Advertising

What is believed to be the largest billboard
campaign ever attempted by a talking machine
retailer in this section will be put on presently
by the Reichlin-Reidy-Scanlon Co., of Lorain.
This firm has taken nine boards, half of the
quota assigned to Lorain, in a new campaign.
The boards will be painted, showing the Victrola,
a dance scene and carrying the firm name in
large type. .

Some of the sensational record sales gains
in this territory during the last few weeks have
been accounted for. During that period, when
records were scarce, names, addresses and the
records desired were compiled by retailers and
their assistants. These lists now are being re-
ferred to since the records have begun to arrive
and are swelling the sales of all who have been
prepared in this way.

An Anniversary Offer

The fact that one could buy a Victrola for 51
cents has been quickly seized upon by people
who did not own these machines already and a
marked increase in machine and record demand
at William Taylor Son & Co. which made
this unique offer, has followed, according to T. A.
Davies, department manager. The offer was
made during the fifty-first anniversary week of
the company. Of course, the 51 cents was sim-
ply the initial payment, 10 per cent of the total
cost being required within a month and the bal-
ance being payable in eleven months.

E. H. Shartle Holds Opening

E. H. Shartle is the new Edison dealer at
Meadville, Pa., a formal opening being held
April 30. The event was assisted in by L. M.
Bloom, general manager; Harry Tucker, sales
manager, and John Eich, wholesale manager, of
the Phonograph Co., of this city.

Gives Victrola to Tris Speaker

In matters of publicity, friends of E. A. Fried-
lander, Bailey Co. talking machine department
manager, believe he put over a good one on
baseball opening day here. Presents galore
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QUALITY

Noiseless, powerful, steady and con-
tinuous—the “backbone” of all

HEINEMAN
QUALITY MOTORS

General Phonograph Corporation
OTTO HEINEMAN, Pres.

25 West 45th Street ) New York
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were showered upon Tris Speaker, Cleveland
ball club manager, and among them was a Vic-
trola from the Bailey Co. Between 10,000 and
20,000 persons, attending the opening game, saw
the machine, which shared in the glory of the
event.

H. L. Coombs New Brunswick Manager

Increase in both machine and record sales
is traced to the national campaign of the Bruns-
wick-Balke-Collender Co. in featuring music as

H. L. Coombs

a proper recognition of Mother’s Day. In the
Cleveland district H. L. Coombs, new phono-
graph division sales manager, co-operated with
dealers, who took additional advertising in their
local papers and boosted their sales accordingly.

The arrival in Cleveland of Mr. Coombs as
phonograph division sales manager for the
Brunswick here is one of the important changes
of the month in the trade. Mr. Coombs is well
known in various parts of the country for his
work in the talking machine industry, particu-
larly as Boston sales manager of the Emerson
Phonograph Co., with six New England States
under his management, and as Western sales
manager of the General Phonograph Corp. Mr.

Progressive Piano and Cabinet Factories Need

Francis Glue Room Equipment

Demonstrated Daily in
Representative  Factories
the World Over

This Press is
the Pride

of many Piano, Phono-
graph Cabinet, Furni-
ture, Tahle, Desk and
other woodworking fac-
tories.

Ask Why

It has heavy cast iron
base—planed true; has
screws adjustable
lengthwise and cross-
wise; and other features,

Glue Heaters

All Copper or all Iron,
or Iron and Copper.
Many styles and sizes.
gtStgum, Gas or Electric-
ity.

Glue Spreaders
For animal glue, vege-

table glue and other
adhesives.

Complete Veneer Press
‘With Clamps

Hydraulic
Veneer Presses
‘With retalners, ete.

216-Page Catalog on .
Request

Copper Glus Cooker

Ask About Our New Electric Glue Fots

Main Office and Factory

@W%%

Coombs takes the place of P. H. McCulloch,
who, as phonugraph division sales manager here,
has made a record for himself and Brunswick
during his stay in the Cleveland district. Mr.
McCulloch returns to Chicago headquarters.
Two New Retail Concerns

Informal opening for the S. Kohn & Sons Co.,
which some time back took over the Kclipse
Musical Co.’s retail account, was held in the
new location at St. Clair-East 105th. Early
in May a formal opening was being planned by
Manager Norman H. Cook. This establishment,
one of the handsomest in the Middle West, has
ten demonstration rooms, is equally as large in
its other branches of the talking machine depart-
ment, and is starting off with a larger number
of new prospects than was anticipated for it.

Still another new establishment to make its
bow during the period is the Gordon Square
Music Shoppe, in the new Market House on the
West Side. This is owned and operated by
Harold and Norma Rohrdanz, who previously
were established on the east side of town. They
will feature Granby phonographs and Okeh rec-
ords. The opening of this establishment marked
the end of a ten-day campaign on Okeh records
conducted by the Kennedy-Green Co., jobbers,
in which a dozen accounts were lined up, ac-
cording to C. 11. Kennedy, head of the firm.

100 Per Cent Association Membership

The Cleveland talking machine trade is ex-
pected to have the distinction of being the first
local group to report a 100 per cent member-
ship in its local organization. In a campaign
conducted this month by President Grant Smith,
ot the Euclid Music Co., practically every Vic-
tor dealer not already a member of the Northern
Ohio Talking Machine Dealers’ Association
agreed to join. Applications of the Colonial
Music Shoppe, the Joe Phillips Music Store and
the S. Kohn & Sons Co. will be accepted.

Miss Mabel Garrison Entertained

The Cleveland Talking Machine Co. was host
to Miss Mabel Garrison, Victor artist and solo-
ist with the Cleveland Symphony Orchestra. She
was accompanied by her husband, George Sel-
man, pianist. Miss Garrison met representatives
from all the talking machine establishments in
Cleveland, eighteen of whom attended the con-
certs at which Miss Garrison sang. Miss Gar-
rison approved of the meeting of makers and
sellers of records on the ground that each gets
the viewpoint of the other, making for better
record production and better selling of music
to the public. Miss Garrison autographed photo-
graphs of herself and sent these to Miss Gra-
zella Puliver, publicity director of the Cleve-
land Co., who in turn distributed them among
those attending the meeting.

Miss Dorothy Jardon Asks Questions

Miss Dorothy Jardon, singer and record
maker, conducted her own tour of inspection
of talking machine departments and personal
interviews with sellers of records, by calling
incog. at the May Co. talking machine depart-
nient and asking questiions about records, in-
cluding those by herself. She had quite a good
time with the young women in the departmcnt
and then singled out Manager Dan E. Baum-
baugh, to whom she revealed her identity.

Eight Famous Artists Heard Again

The Eight Famous Victor Artists werc in this
vicinity again this month, appcaring under the
direction of the C. J. Schmidt Piano Co., at
Tifin. C. K. Bennctt, general manager, the
Eclipse Musical Co., and Ed B. l.yons, sales
manager of thc Eclipsc, and now recognized as
official manager .of thc artists, in their appcar-
ances in Cleveland, assistcd Mr. Schmidt in put-
ting on the event in Tiffin. The house was sold
out and a reception to thc artists and fricuds of
the firm was given by Mr. Schmidt.

Starts a Furniture Service

Demand for fibre furniturc, cmanating from the
original cabincts that were designed to hold the
small models of Victrolas, has resulted in a ucw
service being established for customers of the
Euclid Music Co. Orders arc taken for any kinds
of furniture, samples of which are used to fur-
nish the thrce stores of the Euclid.

A—New ordinary steel needle.

B—Ovrdinary steel needle after playing
one record. Note flat shoulder which
cuts side walls of record grooves and
shortens the records’ life.

The name Sonora makes them
easy to sell. Extensively adver-
tised, they are well known, they
are in demand, and their quality
is such that you are sure of repeat
business.

Each Sale 25c or more

THE INSTRUMENT OF QUALITY 225

CLEAR AS A HBELL

Semi-Permanent

NEEDLE

sales are profitable. Each sale is
for a quarter or more. It pays

you to build up this trade.

You can sell Sonora Semi-Perma-
nent Needles to owners of all
makes of phonographs. Bring
these high-class needles to the
attention of everyone who enters
your store. Place them in the
conspicuous position they de-
serve.

Order your stock now

Loud — Medium — Soft

25¢. a package
(40c. in Canada)

Sonora Phonograph
Company, Inc.
GEORGE E. BRIGHTSON, President
279 Broadway NEW YORK

Canadian Distributors
I. Montagnes & Co.
Toronto

CAUTION! Soverastyimitsets

of inferior quality.

—New Sonora Ncedle.

D—Sonora Needle after playing one rec-
ord. No perceptible wear.

I:—Sonore Needle after playing many
records. Needle is worn down, but
is still in perfect playing condition.
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S5 Significant Facts

that put the Pathé dealer on
a plane beyond competition

The Actuelle

a Pathé Freres invention, represents the biggest
forward stride in sound reproduction in 25 years.

‘The Pathé Phonograph

renders the tone supreme and plays every make. of
record better.

The Pathé Electric Motor

with only two moving parts is a marvelous new
improvement in electric motors equipped in Pathé
machines at the same retail prices as spring motor
machines.

Pathé Sapphire Records

played with the famous sapphire ball do not scratch
or wear out, and because the ball fits the groove
perfectly render a full, round, natural tone.

Actuelle (steel-needle) Records

are the only steel-needle records made with the
supreme Pathé tone.

These are invaluable assets belonging only to the Pathé dealer. They are
his exclusively to enjoy and profit by on a wide, liberal margin. Perhaps the
Pathé franchise for your territory is open. Write us.

Pathé Fréres Phonograph Company

10-34 GRAND AVE. BROOKLYN, N. Y.
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Sapphire or Actuelle

STEEL NEEDLE

OFFER THE WIDEST POSSIBLE REPERTOIRE. PLAY ON ANY PHONOGRAPH.
PLEASE EVERY EAR. MAKE MONEY FOR EVERY PATHE DEALER.

Sapphire Actuelle
B LATEST DANCE HITS R

20540 {MON HOMME (My Man)—Fox-trot. . . Joseph Samuels’ Mus'ic Masters} 020540
IS == E OXzt50 P alait o sl 2l il v Ol Joseph Samuels’ Music Masters

20536 {SNUGGLE—F OXEETO Dby e R i S i S %, 7% Selv.in<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>