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Victrola

REG. U.S. PAT. OFF.

The word “Victrola” as well as the picture “His
Master’s Voice” is an exclusive trademark of the
Victor Talking Machine Company. Being registered
trademarks they cannot lawfully be applied to other
than Victor products.

“HIS MASTERS VOICE :

REG. U.S. PAT. OFF.

Victor Talking Machxne Company Camden N.J.
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THE TALKING MACHINE WORLD

The following advertisement which recently gppegred
in the New York newspapers speaks for itself

anda

8ROS.

HEADOQUARTERS FOR VICTROLAS
NOW ALSO HEADQUARTERS FOR

§THE INSTRUMENT OF QUALITY

CLEAR AS. A BELL

8 1p 4| lias always been the philosophy of this institution that one can-
b I j hot play cvery instrument in the band. That is why for twenty

29 thll vcars we have preached cxclusively the gospel of Victor Quality
) We are not now changing our philosophy. but proving it. Our
devomon is to a princtple. not a name. That principle is Quality. For
twenty years its only synonym was Victrola. Today it is also Sonora.
The Vicurola still stands for Quality thiere has been no change. But its
historic isolation 1s challenged. A pupil has drawn level with the master
and suprematy has company. We need not descend to comparisons.
As children look cqually good to their mother. so ours look equally good
to us. lf 15 a case of doubled. not divided devotion. We neither like the
Victrola less nor the Sonora more. We ssimply must recognize and respond
fo the eversincreasing demand for the superb Sonora.

¢ I

You are cordiully iiivited to visit a Landay Store and
e the representative and newly-delivered collection of

“Lhe Highest Class Talking Machine in the World”

SONORAS S50 TO 1800

CONVENLENT TERMS IF DESIRED

427 Filth Avenue 23 West 42nd Street 943 Se. Boulevard
Near Ih Stredd OPEN ENPNINGS Near 163ed Street
YONKNERS NEFWARA

H North Broadway %> Brood Strcet
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MAGNAVOX REPLACES URCHESTRA

Talking Machine Dealer 1n California Solves
Perplexing Problem Most Successfully and
Provides Needed Music for Dancing

A talking machme dealer in Califorima was
considerahly perplexed reccutly i teymyg to
solve au unnsnal problent,  1le had just been
approached by several young men from the
mountait regions and asked if lie would help
then to seeure music for u dance they wished
te give. Me was puzzled because he was lold
that while they had cleared out an old barn for
a dance hall the small connmuity 0 whieh they
wd did not even boast of a4 piano.  Further-
re, owing lo the condition of the roads, it
wonld be practically impossible 1o lave onc
carted there, and cvery available orcliestra in
town flatly refused to play for o dance without
a piano.

While trying to solve the problem a repre-
semative of the Magnavox Co. happened 1o visit
the dealer and, upoun Inquiry, he learned that
tlere were several talking machines m thelr
village with plenty of records. He hooked up
hfs demonstraior Magnavox and soon con-
viticed the boys that thelr problein was solved.

The sale problem was anothier serions yues
von, for it was found that w the boys wes
ahte to get enough money together 1o hire an
orchestra they were not in a posilion to sccure
sufficicnt funds to pay for the Magnavox This
problem was casily solved, howcever, for thiey
Tnformed the Magnavox representative thal they
were planning to give a series of dances during
the Summer, Arrangements were then com-
tleted, whereby, they agreed 10 pay the talking
machine dealer the money that they had on
hand for hiring an orchestra and they would
then be furnished the Magnavox with a supply
of the latest reeords. They agreed to bring the
Magnavox back to the dealer when the dance
was over, and when the next one was sched-
tled they swould bire 1l again, paying the money
which would have been used for an orchestra;
these payments applying on the purchase pricc
of the Magnavox.

When the full amonnt was seceived by the
dealer the cotwnplcie cquipient was turned aver
to the boys as a permancnl posscssiom, and in
this way they were provided with equipmecint for
tuture dancing and other entertainments.

You advertised last year for good will; adver-

lise thix year for business.

New York July 15 1921

nusic BUILT IN" THE HO.\\E

Architects Planning Now  Apariment Hauses
With Talking Machines "Buily In"

The statememt made recently by an architect
that he had shed plans for o number uf upact-
mient houses in which he had provided inr talk
g machines bring it in” the same as closely
lias aroused much comment.  For mstance, the
Toledo Blade m a recent issue remarked.

“The suggestion wade the other day that n
wotlld not be long before we shunld have hotses
with the talkimg machine built m can he taken as
a propliccy by the thoughiful, if they wish, luis
1ol 4s grotesque as il appears on first gl o
Perhaps 1t will not be the talking miachume hat
somcthing else equally remole as a permancnt
Gxture. The trend of Luilding is that w y.

“There are many honses siill standmg in this
ity which were erected withont provision made
for furmuces: hundreds that seere | withont
thought of clectric lights; and 1t is a smurt
architeet who mcludes in his plans conduits for
telephone wires.

A bath-tub in a room especially constructed
for bathing purpoeses, with conncctions 1o a con-
stanl supply of waiter and imeans of providing
hiot watce at a would huve scetned some-
thing like a Jules Verue tale not so many gen-
vrations ago, whilc the proposition of building an
ice-box into 1 house would have appeared idiotic
15 the hoyhood days of most men of middle age
al present

“Architecture, taking so many of its ideas
from the civilization of the Greeks and Romans,
has heen slow to join forees with science, hnt it
iy doing it mow, The theory that the wseful can-
nol be beawtiful is ishing. When we got back
to the habit of hailding howscs for people to live
in we shall sce more strange thimgs in the way
of ‘built-in' innavations than lalking machines.”

REQUIREMENTS FOR SALES SUCCLSS

Call yonr salesmui’s atlention to these para-
graphs, cspecially the last, which are set forth by
the Silent Partner:

“The first requircwment for getting results as o
alesman i3 to kvour yourself.

“"The sccond absolute essential is to know your
goods,

Fhe third wecessary qualification s to know
Your ¢ntlowmer

“The fourth big punch is lo have decision to
atop scllimg and close the deal”

IMPORTANT PRINCIPLES WHICH GOVERN WINDOW DISI’EAY

Broadly Considered, They Are Similar to Those Governing Advertlsing Because Both Must Per-
form the Same Function—That of Securing Business for the Man Conducting the Store

Declaring before the Associated Advertlsing
Clabs that window displays and advertising must
perform the same funetion, and therefore must
Le yoverncd by the same principles, Gordon
Schonfarber, of Providence, R. 1., in discnssing
the smbjvct, said in part:

“The same type of mind, the same vision, arc
wrcessary in the fundamental planuing of a dis-
play as in planning an advertisement or store
event, The means employed in planiing a di
olay are different, but the successive psycho-
logical sieps which evcry salesman, whether in
print or in person, learns in the very primary
grade of sclling technique arc the same—the
same as your advertising planuer uses daily as
his tools. A display, like a salesman and like a
printed advertisement, to get resulls mast pro-
cced somewhal along the sequence of first get-
ting attention, then arousing interest. developing
interest into desire and intensifying desire to the
point where action results.

"The same keen appreciation of news-value
and timeliness and appraisal of the worth of a
‘stunt.’ the samie clarity of cxpression, the same
knowledge of the principles of art, the same

See second last page For Index of Articles of Interestdn this

recognition of the value of ncatness and order
with contrast lo sccure emphasis and relleve
monotony, arc as necessary in the man who con-
trols the display policy of a store as in the man
who produccs and regulates its advertising col-
uinns and expends or coniracts the appropria-
tions for any given linc of goods.

“The merchandising sense and sound busincss

principles of the display planner must be wisely
tempered with that outside or ‘consumer view-
point’ which is one of the advertising man’s most
precious assels and an asset not often possessed
by other than advertising men, For if a person
with only the nicrchandise viewpoint Is in the
saddle 3 store's displays are too likely to con-
tinuousty show the things the store wants to
nnltad of the things the shopping eom-
ity wants to buy,
And when we add to these points the unique
fact that the display often is mcrely an extension
of an influenec in the consumer’s mind begun by
a printed adverlisement, we forgel, it seems ta
me, just as the display itseif often [orgets, the
connectling link in the chaia of conclusive evi-
dence which produces actionl*

sell,
mr

Pnce Twem)’-ﬂve Cents

SELL MACHINES TO VACATIONISTS

A Good Market Is Assured at This Scason—
Quick Profits Can Be Secured by Dealers

Uhie vacation scaron 1s here and the wide-
awake tlking machine ilealer will take advan-
tage of that faet by catesing to the de-ires of
that part of the public which 1s gofug away for
the & er. A surc prolit amd quick stock
tienover of smull portable talking wachlies can
he realized at this < by the prosccutlon of
@ vigorous campaign directed 1o veople who are
contenplating going on a vacation. The husr
ness that can be workal up shionld appeal lo
the dealer more particnlasly heeanse of the ex-
Isting epression in general trade

Dealers who urc thinklng of tiking advantage
of this opporlunily must not espect that prohis
will he realized hy waiting for the public to
cone in and buy. Such fs emphatically not the
¢ase, On the contrary, thie dealer should utilize
every possible medivms of Dbringing lus wares
16 the attention of the people he desires to
reach. |f proper advertlsing and othier methods
of gaiming publicity are employel, the expendi-
ture of cfort and money will be amply rewarded
by a greater volume of sales, and cunscquently
a larger profit.

Advertising should bring out the fact that the
machines are especially convenient for vacation-
ists; that they ean be easily carried in the auto-
mobile or eanoc; that they take up but little
space in the tenl or bungalow, and that added
enjayment will be realized on the vacation by the
additien of musie,

GETTING NEWSPAPER PUBLICITY

Amatcur Investors Get Much Space Regarding
"Doings" in Domain of Sound Reproduction

Judging from the storics we frequently come
across in the daily papers a number of amatenrs
arc apparently deriving considerable newspaper
publicity from their experinients in reproducing
sound from the talking niachine record without
the usnal necdle and sonnd box. Qe wonld
consiler from the way this matter i¥ serionsly

deseribed in the papers that sume abstruse
theory of acousties was being solv. The suh-
ject is hardly worthy of scrious sideeatlon,
but we believe it should Le the duty . acalers

to €antion their customers against this misnsc
of 1ecords  Notbing of value can be gained hy
these experinients, which are of litile purposc
other than curiosity.

ADLER BLYS LEVINGER STOCK

Adler Music Co., of Baker, Ore., Secures Victrolo
and Victor Record Lines, Which Will Be
Handled in Addition to Edison and Columbia

Bakww, Oug, July 3—Through a reeent purchase
of the Victrola stock from Louis levinger, of
the Rexall Store, Sanford Adler, of the Adler
Music Co. hecomes proprictor of onc of ihe
lasgest lalking machine bunsinesses in castern
Orcgon. In additien 10 the Victor line Mr,
Adler retails the Esison and Colnmbia lincs, thus
giving him a wvery comgrchensive line of in-
struments and reeords o appeal to the pur-
chasing public. Mlr, Levinker staics that owing
to the increase of his drug® husiness he found it
necessary t0 give up his talking machine agency,
and feels that ft has goiten into gnod hands
through liis salc te Mr, Adler  The money con-
sideration was in the neighborliood of §7,500,

NEW VORK FIRM INCORPORATES

The Cosinapolitan Record Corp., talking nia-
chine dealer of New Yoek, has been granted a
charter of incorporation under the laws of that
State, with a capital of $25.000. The incorporis-
tors are T. Maxfield, C. Fechner and J. L Conke.

sue of The World
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Some Questions

NE WORLD

Siv 18, 1921

to Test the Progressiveness

of the Talking Machine Dealer sy grank 1. Witiams

Arc yon, Mr. Talking Maecline Dealer, msking
all the inoney thet yun conld make o of yonr
slore}

Tan’t there eoncthing yon could de wiieh
would lielp to increase your returns?

1tave yon ever thoroughly amlyred your prop-
osnlon for ilie puipose of furding ways and
means by wlich yon could gel 111 more woney
fiom day 10 day?

Undoubtedly it would be worth while for yon
to conduct such an anslysis of yous siore.  Anil,
for the upose of hielping yon 1o du sa, the
following list of questions has licen preparcd

Ask yoursell these queations, Mg Dealer. An-
swer the questions teuthinlly, 1F yon will do
this yon wil ways and mrans
ol healihfull

Here are thr que g

Do 1 xive an mwnch personal aiiention te my
stare as 1 shardil or a1 miclined to let the siore
enn iteelf wiitle 1 swm brsy abinl other things?

1 1 am nuable to wive (he store sy preat
smonnl of peisonat attention, du | vee to 1 that
the nmu who is i charge of the establishment
gives the store the knul of theaglnfnl, bnsness.
buildime anention thu i should have?

\re iy salespeuple the sart of fulks wha take
an interest i then wark, who are always
d canricons and whe are cager to
serve iers in Anclt @ way thar the cuse
tonieis will yeani to eamie lack tn the siwe again
anif agam?

Haye 1 ever louked at my vtoie and at the
seivices rendered by my salespengde from e
viewpniml of a cnstomer ?

Wollldn't 1t be @ swnghity good thing fur me to

ook at niy store from this viewpoini of an ont-
sides?

Wonldu't the doing of this be unite sure to
give me new ideas and to show ine pduces wherr
1 ¢onlil beiter the store to the end that 1 would
wel mure husluess?

At 1 upen 1o sugkestions or am [ neliaed to
feel thay no one kawws lluw 1a rua the store
quite as well as | do ar that no one could have

Analysis of the Store
and Its Conduct Will
Be Found a Profitable

Investment by Most
Enterprising Dealers

aty good nleas aliout rn g the stare racepl
myself?

What new things havr 1 done in the store
duting the past ycar or the past five yrars for
the purposr of lwettering the stoec and secnfing
miore trude?

What atlier thmgs have 1 had in mind to do
for the store during the past mouths or years
whicl I hive heen pattivg off frem tune to time
auntil 1 felt more hke dulng them?

Wonldn't it lie a nughty gond plan for we to
get busy and do these things a1 once?

Wouldn't it be a gond plan when doing these
thiugs 1o secure an expression of opinien from
my customers and frons my salespeople regard-
ing the new plans for tlie purpose of scelng just
what other folks think about the proposition?

Wihen 1 do sccure these ontside expressions
of opinion will I pay any attention to them or
will 1 discard them without any wreat amount of
thoughi?

Woands 1, if 1 were a enstonee, wani to shop
regularly in my store?

)§ I were a custamer just what would I think
of the store arraugement?

Whal wonld I 1hink of my store service? Of
my window displays? Of my newspaper adves-
tising?> Of cverything cuanecied with my store?

Winle speaking of window displays et me ask
mysell these gnestians concerning my displays

Do | change iy displays frequeatly or do |
allow thic samie old displays 1o remain in the
windows from week to week .gathering dust and
beeomsng more hedraggled and unaltractive as
the e goes by?

Do 1 wake 1he most cffective possible use of
the window trims furnished me by the mauufac
tirrers and distrihutors?

Do | sec to il thal all the material sent by the
manufacturees and distributors for wse In mak-
ing my wmdows atiractive Is used in the trim
ming of e windows? Or do | allow some of
this valuahle material 1o he discarded hecause
ils use involves the expenditure of some time
aud thought?

(Cuntinued on page 6)
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We Back the Dealer
Who Backs the Victor

Knight-Campbell Victor Service is an invaluable link between
Victor product and the Victor dealer who appreciates the world
wide fame and supremacy of Victrolas and Victor records.

Colorado’s coul eanons, lier duvitiag trom sircams aad Tealiiful ar all bid
- r : ar son
come 1o the Vietor Jobliees' Couventivn at Colorado Springs ou July 11213 COME!
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Victor
Victrols VI, $35
Supremacy s
The universal recognition of Victor

supremacy 1s one of the greatest asscts of
every Victor retailer.

With Victrolas in such splendid variety, e
Victor retailers can sausfy every demand,
and the volume of business is limited onl\'
by the individual cffort of each retailer.

© "Victrola® 15 the Hegistered Teademark of the Vietor Talking Alsehine Company
desiznation the products of this Company only
Warning: The use of the word Vietrole upon o In the promotlon o sale of any
other Talking Machine or Phonograph products is misleading and Illegal.
Important Notice.  Victor Records and Victor Machines are atientifically co-ordisted
and eynchroniced in the proccores of m: ure, and sbould be
used together lo secure a perfect reproduciion.

Victor Wholesalers

+Gately-Halre Co, Inc
+Elyea Talking ahchme Ct
Philiips & Crew P
Ualtlmore, Q. ,guhm & Hu

M]

. Mina..Beckwith, O'Neill Co. Victrola No. 90, $i25
W M. Reyoalds. Mabogany, st or walhut

Colliogs & Co,

Ll R S | R et Gt p o P

Co.
nlrlnlntl\‘:m. Ala ;r)::ilnlm:llch-gc Co. New Qeleans. la..Philip Werlcio, Lid.
Yonton, Mea. The Eastern Talking Mactape | New York, N, Y....Blackman Talking Mach, Co
o Emapucl Hloal
| no & e
Urooklya, N, ¥ can L o 1
raokly metican L xn.mmcia. '{mr.. "\t
Bulfalo, N. Veeoooow . Andrews Musical Instrument Sales .
Buffak Talking Macbine Co., Bew York Talking Mach. Co.
S . Qimes, lac
Burlinglon, Amenican Phanwnyh Co. Beostie T i‘“ LS é":v‘uucsa
malie, Nebr. . ™ urtice
:flulllr. Hall:‘. Orton Bl Mickel Bres. Co.
leago,
an e wlaels Wustveer o, [ Peare, m. - .
Chicago Talking Machine Co. | J'ulladcipbla, ’ .
Giscinnull. O. .....Qkio Talsing Machin b & Son
The Rudolps Wurlnzer Co & 5
Uerelund, @, ......The Cleveland Talking Ma alking Nachlne Co.
e e €0 e II.A Weyrann
¢ Echyie Musicel Co.
itebnrgh, Pa. . Fr Py
Columbun, 0. coeee The Ferry B. Wintin Co. et B e, e €
Dullus, Tex Sanger lltos Standard Talking Mach Co.
Geaver, Cola. .o...Tbe Knixli Canybell Music | 1oriluad, Me. .....Cressey & Allen, Ine
Co, Vurtlund, Ore, N g
Nen Molvea, Ma....Mickel Bros Co Widimond, Y .. o
Detroll, Mich, it s IKuchiester, N. Y....E. J. Chapman.
Elodra. N, Y i 3 ta The Jubn Ellistt Clark Co
Kl 1'mao, Ti . G. . Sbermsn, Clay & Co.
onoluly, T. W.....Uergsirom Mume Co, Lid ' Sberman, Chay & Co
Wouston, Tex. ... The Talkiog Nacuor Co. 1 . ...Sherman, Clhy & Ca
exas.

Albmoy, N, T..
Attants, Ga, ..

Mllwaokee, Wia, .,

Badger Talking Macbine Co.

Newnek, N, J

. ber. !
Indlunapolla, 1od...Stewom Talking Mackine Co. | 5'* Lou! i mes MO @ Viewols XVE 8215

. Paul, W. J. Dycr & B
Jucksonrle. Fta.. Florids Tatkiag Mackine Ca | yoo Foole 3 N OIS Vietrole X VI, slecteic, $337.50
Kubsas Clly. Me. ). ¢ Jenkbos Soma Stume | 370, N ITae Totcdo Taay Siactin Mebingany of cak
The Sehmeleer Co.
o b & 1
Los Aggeles, Cal..Sherman, Clay & Ca. TR . O ,’? kg Zans 1o p
Meaiphla, Troa, ...0. K. llouck Pano Co Rogers & fll(

Victor Talking Machine Co.

Cemden N. J, U.S. A,

fHIS MASTERS VOICE
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A QUIZ FOR TALKING MACHINE. MEN

(Cantinund Jroow poge 53

e feclkn encr coanmienl lavorably on iy wik
crew ispdays®

1§ they du nat, sn't thal a prewy grod picac
now that 1oy Llays are not wmakog the o
fevasnan they shdd wake?

Do | ek ng siare arcangement aind ihe gamis
minters with (he shiaplay o my

shawn wn
shaw wimbhom o

Fon damaure, when there woa liapday o the
shinw wimdows sl sane vertam tatkig nachve
reeinils, e [ lectiier thear recrnds vy enie
a thiet he aticatim of a1l e onstinees
cricring tho stney witl be catled 10 Hee erenrds?

Or when | aa fratnrmg sage parlicalar kind
wf i iwe i my shaw windaws e 1w taoat
it theee e @ ool peoannemt shspliy of vhe
sane aachines wande tlie almie vre the an
citrance?

x b onccasbanally have s spevial commicr near
ihe main cutranee wn wlich | lvatine the gucals
winvh aey benitg hxplavesl i the main show win.

dywa?

In arher wordy, 1 ury sales pramotiin work
well lalanerd, we da ) starply pnt sume ooy
B Il shrw wandeay aud Iet st ke al that, whh
sart g the heast finde thing te bk e iy
eaplayn wsnle e stney swith the gaods shwwi
the windows?

T | alse honde npy oty wiinlow dispdays and
vanuitrss wiih all thy newspuprer aiteertising |
[niTe

Fon instain e, when 1 am nmning
mbvettivemem eatling ativntian 1o s
rerands, dn 1 oace beit that the secards are
Teaturesd an my shnw wnndows and w wiv ¢
lers?

A 1 naking any newspapey wlvertivmg jost
as eflyenve as | gaessihly sunlil make o, we dee 1
henle ol scenvthong winl gy o havig 0 qmk
Tahed watlpent sscnsidviing 1 e every angle
as tee whether we et ot will really help me acll
miy gands?

1o 1 nae the eleeniing furnished e iy s

leeriere aml disteslatos, we oo 1 oanckned g
fogget Ua alie ads thus neneshed aite swere e
pared Ly skilbed aclverieang wen b 1len their
sertion by me s swre t biehe e sell largee
anuntites o e g ol memiel e the aldver:
Vsetnents

1 elnek e ovan my ads s is e Know pist
\ ads arcate the st kustiess for e and

wh
Jost whin ki ads are the leas) eficqiive

And ol ) then try ta lame {uture iols ahag
the les al dlmse ade whiell lawe hoaght me
the must uacn

VICIROLA MUSIC ON CITY PIERS

Talking Machinc Mcets 1hc Emergency When
Funds Are Not Avaitablc for Hiring Bands

Liespiy all she atatenients by varons afficials
«of New York iy fnan the Maypr dowa regand-
mg ma nly the dvsienlility Tt the ahsoline
ncecssity af mnxie Ine the pulibie, st appeaes that
cily solfers are xn lepleted bt thery is no
maney avallably dur tle hinng of kands 1o play
on all the rrereation plers.  The resnlt is
iy e al ihese pers have been aprued sim-
ply as hreathuig spaces for rewdents of 1he
pupnlana distec s

11 is micresting In the talking machine trude,
howrver, la knaw that oner again the talking
machine has ceme tee the cencue, loe il has heen
areampetl te hayr a Vieirols equipped with a
Magnavax give concerls on the varions piers
an diffyrent evenings durlng thy week, 1t is he-
Tieverd thal e miking machine will serve tem-
garaeily wt dyast m Gl e public desice for
amare il rovimens can be made lor hiring
LR

SWISS CUS_I oMs l)iJ IY TRIPLED

1t s reprted that thy new Swiss Custoiss
Fartl, wlich went into cffect on July 1, provides
1 o duty wl sisty franes per hundeedweight on
walhing machmya aml phonographs, as comparal
seflli the Bld huy ol twenty francs.

Juuy 15,1921
e | oenn oy advernsing in o
eeers an a resbar sehednl is seried
u shigshoal, hit se-iaiss ha ¢
ne plan and which, for thal reason, can hardly
v rr

he cxp
Are the recoris b am sebling those which ave
the biggest appeal 10 1he traid
Ask yourself these quest
chine 1ealer,
all of them,
You'll G it wil ¥ ¥
s Do i NOW!

GILMORE BROS. TAKE ON BRUNSWICK

Wel-known Departmeni Siore of Detroit to
Give This Linc Strong Representation

Dereorr, M, July Aowncenent is malke
by P. ). Gordon, district i r in the talking
machine deparfment wf the Brunswick-Balke
Cullemder Co's locul oflicr, that Gitinore Bros
Kalamazoo, Mich., llave taken on the Brunswiek
and will scon handlc this line exclusively.

Gilmore Bros. operalea large depastinent store
aud are well and lavorably kuwswn in their city
They have devoled the {ront of Iheir enlire third
#ioor to their new phonograph repartinent and
will udd additional demonsiration ronms in the
Fall. They are very enthusiastic over the owl-
look for t1alkiug wachine trade and aunouwnced
their assnming the Brunswiek agency in a In
page in tlic local papers

L. L. PARKER RE-ENTERS BUSINESS

Lioyd 1. Porker, following a three months
vacation, has re-entered the mnsic husiness §
Harrishurg, 111 Mr. Parker las puechased the
Harncy Ashie Mnsic Store and will earry Il
line of Victralas il Vie records a 1 as
Gutbransen pluvers and Je

French planos

Conscrvating is ouc-half of cvery business she
cess, and conservalion begins with a
hookkeepine systen.

Any onli
by poor oil.

NYOIL b ud e ki (he follwing dars

No. 18 ©ant) | Quart
Ne I3 b G
Ne 39 % 3u

DEALERS

ln Tslklag Machwea should
aee 1hat rvery customer s

1upplied wits NYQHL

The Life of the Phonograph Depends on the Oil

ary kind may seem good for a short time, but the efficiency of the best machine is soon ruined
If yau care about the reputation of your phonographs—if vou want them to give the
service planned for them by the genius of the makers, don’t
take chances

NYOIY,

use Nyoi/ and no vther,

is the most highly-refined phonegraph wil in use.
impurity is taken from it, leaving only what is required to
keep a machine in perfect condition,
or become rancid. Tt is colorless and has absolutely no oder.
Lt lubricates the machine and is unequalled as a pulish for
fine woodwork.

We Make Over 80% of the Watch Oil

Used in America

and have done so for more than 50 years. This means that
we know the Kind required for fine mechanisms. Nyl is
everywhere recognized as the standard !
Phonographs, Sewing Machines, Typewriters and other
machines requiting a pure, quality oll.

WM. F. NYE, NEW BEDFORD, MASS,, U. S. A.

It will not gum

lubricant

Every

for

£ars: “We hute tharoqkhly

tested NYOUL npd 8ad thay
W s suitable for usc on
our phonographs.

Thomas A Edison. fac.
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Victrala 1V, $25

Victor
Supremacy

Victrola VI, $35
Mabogany or cak

e v———
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is firmly established on a basis of

Victrola VIII, $50 o .
great things actually accomplished.

Osk

]
0

T e g

A supremacy that 1s growing
greater every dav—that insures
ever-increasing prosperity to every
Victor retailer.

Victrola 1X, $75
Wabogany or cak

“Victrola' 15 the Registered Trademark of the Vietor Talking Machie Company
. deslgnating the products of this Company only.
Waming: The use af the word Vietrola upon or in the promotlon or saie of sny
other Talking Machine or Phonograph preducts ls mislesding and iiegsl

Important Notice. Vicior Records and Victor Machines are scientifically coordinated
and syochronited in the processcs of manufacture, and should be
used together to secure » petlect reproduction.

e
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Victor Talking Machine Co.

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

——
AN

Victrola No. 80, 5100
Madeqany, osk or walnut

‘ '

Victrola X1, $150 Victrola X1V, $225 Victrola XV1, 3275 Vizu;lc“xvlll. 815‘(:‘5
3 ! | electric,
Mabogany, 0ak or walgur Mahogany, osk er walnol V|u..l;(£!:.‘;;u.\'m;‘2n1 50 Vlcu;a:hhm’ s
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TREMENDOUS GROWTH OF THE INDUSTRY

I

LI geport of the Bnpcin of Crusws rigar

trivde i 1M and conparing the condition of the trade in th
year with the sitwation in 1910, w appeared iu last month's \orld,
is of inusual aterest, {er it represents ollicial information relative
g the tremermlons growth of e diednstry within that periml. ks to
Ine assimmesl, of corse, thay there ean ke faund some errors in e
censns i etl po infrienetion eollectet from sonrces
which ¢ every detail, but even gl they be iliscannt-
el o o certain degiee they cannat bat imgress the casual whserver
with the real importiire of the talking e industry as a whole.

At industry e eecditets of which gyew in valiue from $27.1 16,
00 i 1914 to FISK SISO in 1919, nearly SO0 er ecnt, is an indus-
tey that is ilistivetly worthy of comsideratien and oue that the average
lonsiness v shonld be glid 1o be tial up with, 1o the sune period
all vther Teanclies of the nnse imhistry, rweliding pianos, lemd in-
vats, wnisical nerelundise, ete., showed a growth i valie of
prechucts fron §00, 198000 to $170, 141000, or abant &3 per cent, it
iy o wianler that the wamfacturers ud retailers in other lines of
musical instrments vegard the talking wacline trade witl <o much
futerest amd 1o a certiin degree with vy

From only 18 estalilishinents in 1914 the indistry grew to 166
i 1919 and there s reasen to assunie that quite a amiber of so-
ealled wanifactuners were overlooked hy te Census Burean in the
latter year. Shonld the eenns be tiken again s vear it wonll be
formd that the wimber of establishimens lad droppel materially, fur
tneing the past twelve wonths @ sulistantial nwnber of comcerns
listed] 2 mammfactirers have clised np shop amd vanislied.  1n ihe
face of this, lowever, the valie of the prtiets will be found to be
prety cloxe to the 1910 level,
s it stands now, or as it stoad in 1919, the value of talking
machine products came: preny elose to representing 30 per cent of (e
total value of all nusteal instrintents amd pacts mam facturer] in the
eomtry, for they represented a total of §158,000000, ;s compare|
to $120,000,000 (or all other prodiets.  These fignres are indeed
sigarificant i shonld provide a Stting answer to those who, vear
after vear, for the past decade, have pretended to see the passing of
tl peak of the talking naehine demamd.  The fact remains that the
industry stande well among the other indnstries of the conntry aned
is of sullicient magnitude ta insure peenanence and a certain measure

R the talkiyg mach

of growth for many years 10 come. The 1alking machine is no longer
a paussing ful or fancy, fur the public of the counltry do 1ot absorb
fads at the rate if $138000.000 a year.

I THE BUSINESS SITUATION SUMMARIZED |

HE popmlar Lusiness slogan of the day, “lard times are uot

coming it st times are going,”” suns up in a few words the
actual conditions as they are reganled liy she hisiness nea of wider
visien, “There ix a witle dilferunce betweent the bosiness depression
mtder which indistries have been keboring aml hard tines as they
have been known 1o exisl in this country, bt there is no (nestion
ceparcling the fact that to keep bnsiness woving at all an unnsual
antoint of cffort is required.

The talking machine trade, taken as a whole, is fortnuate in
that it has suffered less than the ntajority of the indnstries of the
eonntry, It was one of the last of the triades 10 feel the weight of
tlepressiven al all, and at oo time has the industry been at a standstill.
The warst that lias happened is that there has been a falling off in
lemaud, and the abiormal comifitions that existed dnring the past
few years have given place 1o a sitnation that demands salesmanship
aml carefnl husiness managenent.

The chief handicap umeler which certain talking machine dealers
are operating is that they have not heretofore been called npon to
excert any great amount of scllg ability.  Wilh nwiost of thew tlis
ability existerl, althomgh it had for a long time been wore or less
tlormant, and in the eiergency it was a comparalively simple matter
to develop the sclling end aleng the recognized lines. There have
heen a number, however, who have become so nseil o having the
Business came to them that they have keen unable to meet the new
situation snceessfully and have suffered accordingly, In view of the
close co-uperation offered by ihe various lewling anufacturers,
however, including the advertising and sakes helps supplied to the
dealer, he is free from most of the worry of planning the selling
canpaigu and is simply called npon to go ont ilirectly and sell. The
nan is indeed lacking in envrgy or the alility 10 apply the principles
of good Disiness if he «annot get results from the material thus
placed at his hands.

The distribution prollem in the trade has changed from that of
“sit and tuke it to "o and get it” when il coutes to bnsine There
is nothing fundamentally wrong with the industry. ‘Fhere is no really
tangible lyers’ strike snch as was reported in other lines of trade. It
is simply thal the public instead of buying is in a frante of mind where
ds to be sold. It will ke fonin! that the retailer recognizing

ple is not gaing to have nmeh time to complain that busi-
ness is pone to the dogs

L SUCCESS OF CARAVAN CONVENTION IDEA 1

HE Edison Caravan Canvention which opened in New York so

successfully as “The World went to press lust wonth closed its
5 5 alter visits 1o New Orleans and Chicago, in Vanconver on
Jue 27-28 in a blaze of glury, The wirions sessions brought tegetlicr
a greal hody of entltusiastic and optimistic dealers and wholesalcrs,
aml the sessions were, as a whule, niost inspiring and stimnlating,
The program was eriginal and excellent in quality; the sales talks
and the o nterehanges af views arousing ot only confidence but
a new spirit of enterprise anong those present.

The varions gatherings again ilemonsirated the siceess of- the
Edison Caravan Convention idea, and the fact that an anmbitious
prograim, sich a< that represented at (s convention, could he sic.
cessfully presented in fonr cities in widely separated scetions of the
sonntry, before wore than five thousamd tlealers, is in itse!f a tribnte
to the ability and foresight of those responsible {or the development
and exeention of the idea,

The thonght back of the Caravan Conveation s that instead of
taking several honsaml ilealers from their busincsses and bringing
them acniss the counttry for one general convention, it is better to
reverse Uie pracess amd bring the convention to the dealers, hence it
is that in New York, New Orleans, CQliicago and Vancouver Mr,
Maswell's play and the program that accompantied it served to
arouse the enthusiasm of andiences that in each cily exceeded a 1hot-
samd i number.  Tis fnt natoral that the Edison Caravan Conven-
tion idea should attract attention from nany other indusiries o see
in the plan & solution of the problent of maintaiting contact between
manufacturer aml relailer siceessfully and, acrording to tlic general
standard, econoniically.




|  THE NEW CANADIAN COPYRIGHT LAwW __|

HE passage last month of the wew Canndian Copyright Act is of

direct interest 1 il talking machine indnstry and partienlarly
1t Alose coneerns who, with headgerters in the United Siates, wmaiy-
tain complete mannfactnring and sakss organizations iy the Donnmion.
The pipwrtant puint, of conrse, is the nelnsion of the Tsragraph in
the et providing for the payisent of a fat royalty of two cents for
1he yne wl copyrighted minsic on records and nusic rolls,  This fea-
mre of the Act follows alony the line of tie United States Copyright
Taw of 18, and althongh not considered particnlarly burdensome to
the record interests, nevertheless means that in Canada many thon-
sinils of dullars i royalties nmst be xid 1o pullishers and comn-
prrsers Iy fecord makers that heretofore has been avoided throngh
the absence i any definite law

The talking machine interests can find some solice in the fact
that the efforts of inmsic publishing interests 10 lave the Camdian
Act provide higher royalties for the nse of mnsic were nol success-
i, for should the higher royaltics hiave been obtained it is believed
that that fact wonld have heep cited a precedent in demanding
higher mechanical royalties imder the provisions of the United States
Copyright Aet, which, it is expected, will be before Congress very
shortly.  Incidentally, it might be well for all record interests to
walch the progress of copyright legislation in this conntry with o
view to prolecting their interests

l NEED FOR ACTIVE ASSOCIATION WORK

VIDENCE of the necessity for strong and active association

work on the pact of talking machine men in varions States is
offered in the case of the MacDade Bill that was passed by the
Pennsylvanin Legiclature recently and then vetoed by the Governor.
The bill was designed for the direct hencfit of talking machine
dealers, and explicitly exempted talking machines, sold on instalinents
or hired, from levy or sale on execntion or distress for rent.

When the measure was first introduced the attention of (he
trade was called to the necessity of getting behind it and n aking
every cffort to see that it was passed,  Althongh several attorneys
representing large Philadelphia department stores selling talking
machines, as well as mentbers of the Pittsburgh association and a
few individuals, sensed the importance of the bill and lent their
support 1o it, the interest was in no sensc State-wide, and it was
not until the message went ont that the Legislature wonld probably
ignore the bill entirely nnless the trade showed some signs of life
that any organized effort was made to push the bill through,

Even thongh the Legislatire was moved to act favorably, the
Governor in the absence of any definite and strong trade arguments
for the measure saw fit to veto it. 1t is understood that the Tandlord
and real eslate interests of the State were more active in secing that
the bill was vetoed than the talking machine men were in secing that
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the il was passed. As (he nuatter stands now, 3 talking niachine
that has been sold on inetalinents may be seized for rent in Pennsyl-
vania, even thongh the title in the instrmment rests with the dealer,
1t may be that the MacDade Bill, or a similar measnre, will I
introduced again, but that means that the work mnst be done all
over again, il wnless the trade shows more interest than it dd in
the fast Bill the eort will be ftile,

Experience has proven that legislators, and even Stale exeen-
lives, are very prone to give heed to the siggestions nide hy hve
trade organ; ons. The fact that representatives of such organiza-
tinms speak for several thonsand werehants, and that these merehants
have some measare of political power, is an argnment that e
average oflice-hokler will iden to with respeet,

The varions divisions of the mnsie indnstry are called npon at
frequent intervals to defend themselves against obioxions measnres
or Lo stpport legislation that promises to prove benetictal, and effec-
live action can only he taken by well-defined organizations, 11 wonll
seem that talking machine dealers in varions States, regardless of
trade afhiliations, shonld form representative organizations able o
represent the trade in the State Tegislature and on oceasion m
nitters of national scope.  The incident in Pennsylvania <haws the
resnlts of the lack of sueh a State organization,

I SELLING PROBLEMS DISCUSSED BY JOBBERS

HE amomeed plan of the National Association of Talking Ma-

chine Jobbers to mike the annnal convention held at Colorado
Springs July 1 to 13 a real husiness or selling comvention was
carried ont to the general satisfaction of many incmbers of that
organization who journcyed to the West 10 attend the sessions.  Not
that the jobhers had not disenssed selling plins and prohlems before,
in fact for several years past the question of peodiction has injected
itself into the discussions and Leen of sufficient importance to refe-
gate the matter of distribition o the side line.

The realization of the fact that thie selling problem is the inyor-
tant one hefore Amcrican business to-day and the inclination to
stndy that problem at close range in all its phases does credit o e
jobbers who have, as individnals, shown remarkable progress during
the last conple uf years in the mapping out of their selling campaigns
and the fornulation of selling helps for dealers. 0

There were, of course, a nmher of jobbers who felt that the
discnssion could have been held to greater advantage st saine Eastern
point closer to the Victor factory, but the siucerity of those cngaged
in the various discussions indicated that the time and place had little
to do with the consideration of matters of vital interest to the Victor
trade at large, and for that matter to the centire industry.

The question that faced the jnbbers incidentally was not one of
disposing of «uirplus stock, bt rather one of evolving a sales plan in
preparation for the futnre—of lookitg ahend and anticipating the
business demands that may be expected o develop the coming year.

BIG VALUE IN BOTH TONE AND [PRICE

7% inches
and
8Y inches
centre to centre

Large size sound
box

Mica diaphragm

Our No. 5 Octa-
gon Sound Box to
fit the Victor,
Columbia and
Sonora
is the best

I Suitable
for Portables

Send for sample

The William Phillips Phono Parts Corp.

145 West Forty-fifth Street

New York City
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More Album Capacity—
More Records Sold

This new set of NYACCO loose leaf albums
has becn made particularly for the Vietrola 80

The extra reeord filing eapacity available
makcs possible more record sales for the dealer

The Set Consists of

Six Loose Leaf Albums vertically filed
for 10” Records.

Two Loose lLeaf Albums horizontally
filed for 12” Records.

Complete shelving included.

All of the well-known
NYACCO Quality

Our sets are made up in our latest im-
proved Album No. 600, which is a loose-
leaf, patented, solid wood and metal back
album—as well as in our old-style album
with one-piece cover, No. 4,

Sets for cvery style machine to hold five, six, seven and eight to a set.
When purchasing albums be surc they are NYACCO albums.

Look for the Trade-mark
faacco!

Aecept No Substitute,
Jobbers and Disiributors Throughout the United States and Canada
Ilvite for Quotations. Samples Submitted Upon Request,

NEW YORK ALBUM & CARD CO., Inc.

Exacotive Office Chicago Factory
23-25 Lispenard St., New York, N, Y, 415.417 S, Jefferson St., Chicago, 11I.
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How to Secure the Most Profitable Results

From Newspaper Advertising

1n discussing adweriving W a fgroeen] way
with those who know litile abowi { n o will fusd
that many people think of it a1 some sevsational
method of altracting artent i I & crowd can
be attracted, or «f a waerchant ¥ in getting

people 1o talk abont hiui, e is said 1o Lie 4 good
advertiser

Time and time aguin s have trigd
advertising stunts which fany the sitdewalk
in front of the window with peuple and creaied
a lot of curiosity and interest in the attractionm,
but when they came to sum up the results they
were found to be far from satisfactory.

Talking machine dealers probably use the
newspapers more than any other advertisi
medium, and rightly so, since there is no mcans
of reaching Ihe buying public that is more cffes:
tive wnless a dealer is 50 located that he cannai
nse newspapers 10 good advantage.

Cownpetition 1s too keen these days to insert
“any old kind“ of advertiscment in the news-
papers and cxpeet results. Every adverhisement
signed by a dealer shonld be Ihe result of carg-
ful thowught and preparation, cither by himself
or someone ftted to prepare good copy.

‘There arc business men who sull think
a successful writer of advertisements is onc wha
can wrile copy which will. “hypnotize" pcopls
inlo buying. This is a falsc conclnsion. A good
advertisemeut writer is one who can put his mes-
sagv into clear, concise, simple sentences.

The idea is the big thing, and the writer may
or may nol have conceived Ihe idea of thc mes-
sage he atlempts to put across. On the idca
depends the success of any undertaking. No
matter how well the advertisement reads, or how
beautiful in appearance, it will wot sell goods
unless the right idea is back of it. One who can
both conceive practical merchandising ideas and
write and plan good advertisements is the ideal
advertising man.

A merchant who is full of sonnd, practical
selling ideas, bul lacks a fair edncalion, should
not attempt to wrile his own advertisements—
better let the local newspaper man whip them
into shape,

1f a merchant advertises a talking machine or
phonograph, names the price and qnotes low
terms he cannol expect to sccure better terms
from his customers.

An advertisement that makes no mention of
tcrms or states “Terms \Vithin Reason,” “Rea-
sunable Terms Accepted,” “Monthly Paymnents
Accepted,” or similar statements, invariably se-
cures better terms than one that specifics definite
payments. Therc is no use in stating lerms
unless you wish 1o intcrest people who make
terms the first consideration.

There are people cansillering the purchase of
a phonegraph who have read various ailvertise
ments guoting low terms.  They 1lo not know
one instrument from another, lut they are -

der the imprestion that terins .ire jractically
the same everywhere
It follows that there is no wse i yuoting

terms unless the terms are really better tha
wmay be cxpected elsewhere. 1§ yon ailvertise
regularly and frequently a S0 instriniuent for

S down sad E10 per wonil o whhont intercst,
you wnay make more sales (i hail pon advers
tisell e ferms a1 all, bot it b salv to say that

SEEERTE TR T T

?‘ Profitable Advertis-
¢ ing Does Not Simply

\ Gels Satisfactory Re-
sults in Matter of Sales

i
- Altract Altention but |
|
|

YR r ¢ 3
you will have inade less money or are @ aet
50 substantial a condition at the end of the year

It secmns 1o he the belief of soue dealers that
1t is not necessary for them 1o adverlise. They
believe, apparently, from the fact that grocers
and druggists do not adwvertise brands that arc
nalionally advertised that it is not necessary for
them to do so. They fail 10 consider that there
may he scveral grocers or druggists in a town
sclling the same brand of goods and the numher
of dealers sclling Souoras, for example, is lim-
ited to one or two. Grocers and druggists arc
well aware that it is the advertised article 1hat
is in great demand, and this is why you will find
well-known brands on the shelves of cvery suc-
cessful grocer or drhggist.

You will notice, too, that when a clothier sells
a certain brand of clothing he advertises exien-
sively the newspapers regardless of the fael
that this brand is widely advertised by 1he manu-
factnrers. This is because clothing stores secure
exclusive selling rights similar to those prevail-
ing in the talking machine trade and clothicrs
adverlise o let the people know that certain
brands may be obtained from them.

A man or woinan ntay buy a cerlain brand of
hat, shoes, clothing or other commodity for
years, and when for some reason he or she

4 By L.. C. Lincoln

Mr(loiee Minepee, Seews Pheowraid On

wishes tai ke 4 chanwe an advertised brand is
vally the e climsen. Penpde will say they
pever heacd” uf i ar that article  They renlly
mieany they wever had seem it wdvertised.

A wan, G mstinee, way never have hanght
1 package of kreakfast foad o Ins e, w ay
never have talkel alw kreakfast fel with
anyone, hat should the suliject lie disensaed m
his presence he predahly would think or 2y
that he had heard af the advertisel hramds fia
vears, whereas lte had sy knawn of them
throngh wdvertising.

There ace merchants who, renlizmg this, will
stack a nationally advertised line anil yet refuse
to advertise it hiwally 1o let their own enstanie s
know thal the well-known article may he nor
chased from 1he They lase hundieds ar they
ands of dollar<' worth of husimess am Iy
throngh this shart sighted policy, when frequent
1y some ather desler altaius the line and inme
atcly wives the nationally advertisell article
¢ local publicity in order to cysh in on Il
wiactnrer’s own campaign.

The most successiul merehants are thiae whe
sell nationally adwertised articles and advertiv-
locally 1o let the home people knuw where these
goods are obtainuhle.

)

FEATURE GOBOWSKY PIANO RECORDS

Double Page Spread in Saturday Evening Post
Devoted Entirely to Fealuring Godowsky Rec-
ords Made by Brunswick Atlracts Altention

\ duuhle page alvertisement af wnusnal b
terest and attractiveness was that earricd by
the Brunawick-Balke-Collender Co., of Chicago,
in the Satnrday Evening Post of June 18, in
winth these pages were devotell alinost entirely
W the exploitation of the remarkable phmuforte
tecords nade by this company, particnlarly thase
recorded by [copold Godawsky, one of the mast
recent being the Schuhert-Taussi “Marche Ml
concerl paraphrise, and  Macdowell's
“Witeler' Dance The text of this alverlise
mient was devotal Lo the Brancwick methol nf
reproduction and its hearing specially upon satis-
factory pianoforte records, 11 ilaesnt often hap
pen that {wo pages are dovotel ta this one snly
ject, but it is an impreasive way of bringing the
attention of the public o pianoforte recards,
especially those made by Godowsky,

Don't be afraid of a sinall begmnin,
of corn, if allowed 1o reproduce u
wounld in fonr years prodnce abnut three
bushels.  Litile cforts in the tal
field often bring lig resnlts i

ne weain
ndered,
fiem

smachine

DON’T

PRICK YOUR FINGERS

Faienied

" HUTCHES ENGINEERING ASSN.

THE BEN HUTCHES
“PICKUP” NEEDLE CUP

Is Adapted to All Makes of Cablnets

DEALERS: Send for prices.
MANUFACTURERS should equip their machines with this attractive feature,
JOBBERS'’ applications now being received.

451 East Ohio Street, CHICAGO
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What About the Fall Season?

I Noah had waited for the rain
before building  the Ark—he would
have been out of luck—or, as Theodore

Roosevelt once said, “Nincty per cent. We are the origina-

of wisdom consists in being wise in tors of the “Peerless

ame.” Big Ten,” a twelve-

inch album for ten-

Economists tell us that the peak of inch records.

depression has passed and that the re-
Thie is the Peerless action is going to be an cra of pros-
trade-mark— the sign perity as great as we have ever known.

of the quality album.
Peerless has taken full advantage of

the “breathing spell” to prepare large
stocks of standard albums in anticipa-
tion of a lively Iall and Winter trade
and can now render an unusual service
o those who would “be wise in time.”

When placing your order for ma-
chines and record cabinets it is an casy
matter to estimate your requirements
for albums and an order in our hands
now for shipment to you in September,
October, or even as late as November,
will prevent the possibility of last
minute shortages and find you equipped
to handle a big volume of salcs.

Normaley is here—prices are at their
best—buy now!

We are the origina- Costs You Nothing tep:v:leofar:h:heolﬁgit::i
s of the alb A Tf you are not on onr mailing list write al once
G . o 4 av'um Iln for onr monthly bulletin and new sevised prices. Peerless wooden and
terior for Victrola metal back albums,

No. 80. See letters patents.
Phil Ravis, Pres.

Peerless Album Company

636-638 Broadway
New York

Atlanta Office, 74 Forsyth St.  Boston Office, 20 Sudhury St.  Chicago Office, 21 E. Van Buren St.
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New Record Filing System for Dealers Sug-
gested to Aid Salesmen and Increase Sales

T thie helick thavif all he reeanls made by «
partenlar artist ar urganization were gron
separately on e record shielves o1 the retail
store it would be cusy for salesmen 1o Ivalure
thr lesser known recurds by the illerent artists
and thus increase materially the volume of wen
eral sales, Bernard Alpers, of New Vork, has
evolve)l a system (o pravide for such a gronp-
ipg of records

Aecording to Mr. Alpers lhe systemn can he
casily installed, and has been provwn hy expe-
ricice Lo be of practical value. 1t slocs not ¢all
for any renumbermg of records, but simply of
soine restocking lo bring them togcther, accord-
to & definite plan.

According to Mr. Alpers, when all the rccords
of anc artist are together on u single shell the
work of supplying a customer with records by
that artist is greatly facilitated. “Shonhl a cns-
tomer approach a salesman lor a Gluck record,
for instance,” said Mr Alpers, “the salesman by
the nse of my systein could readily pick out
two or three Gluck records from the shielf with.
out heing obliged to spen! time looking through
the catalog for certain nuinbers only to find
some of them onl of stock. 1t 1s natnral to
assume that a person who asks for a record b
a special artist will be inlcrested in other rec
ords made by that paruicular artisi, and thus the
salesman finds the opporlwnity lor placing be-
fore the customer at the psycholagical moment
some of the lcsser known but nevertheless well
wortli-while records.

“There is no question but lhat the delay occa-
sioned by hunting Ihsough Ibe catalog for the
records of a certain artist and thien gong from
one part of Ilic store to another to pick out
—

fram the shelves the records that happen to e
i stuck mean: { sales, § Tie custamer
is Tikely to hweome 1tmpaticus  With tlic records
all together this slelay 1s avorded, lor a glonce
at oulv one shell tells what reeords arr m

| Arhisk [_lg 3

I‘lldd Records | Al

Bori Records | Bo

| CarusoRecarts) Car

t
oo |
[(arrark«oni'v R | R | fa | B,
|
{ Gl | o |
_ - L I | el B

Chart of New

stock. 1t mcans something Lo the salesman,
loo, for e is gemerally inclived to pnsh the
v popnlar reconls at th I t the
fesser known becanse 1t means conmunssions |
fum to ¢ lime I present two or
three records by a favorite aruist 11 Ivss tone
thon 1s usually eonsumed in linding oue recon)

Record Filing System

nminler the alil system, lie is hikely to be inter-
ted in poishing these records,

“Trom the salesman's puint of view, too, the
new  system lielps ty tacilitate his wurk, lor
der 1L post tases lie is repnired only e
nemurize a i nnber of the
uamies of the varons artints, msteal of several
thonsaml different rrenrd ununtliers wml titles
Not thal it is unt the wroper thing for the sales
man to know every revoanl in the catalog by
number and utle, hue not all uf them snceeed
in keeping such inlusmation ou tap i their
winds and s the propased system shonld
prove a real boon to them

“The accompanymg cliart gives some idea of
the arrangement el the reeords wnler the pro
posed plan, 1L will iy seen thut there is o deh
mite relatianship belween the series and  the
artisls they represent. The “EI' serses, fur in.
stance, wonld imoirdiately recall the artist
Flm and mider that title swould he faund all
the Ehman recorls in reular nunerical order.”

Mr. Alpcre has presented his plan to one of
the record mai turers, as well as 1o whole-
salers aml dralers, who bave funnd considerable
ment in it 1t wonld seem worthy ol considers
tion particularly becanse it i calenlated
present thie lesser kuown reonrils iy prominent
artisls in a rroand at a time that should
wean wles, Onr of the problems ol the record
mamlaclurer hag been to bring hefose the pub-
fie the many records ol gennine intvinsic value
which have not been strongly esploite)] sn lhe
company's piblicity.  Mosl of tese recanls are
made by artists of stiwliug, and plavs such as
that suggeslel by Mr. Alpers ~lonbl at least

(Continwed ou paye 15)
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WIDE-AWAKE DEALERS

are increasing their profits through the sale

of De Luxe Needles

Before you place your next order write to

'\ us for samples and full particulars about

DE LUXE NEEDL |

:

: Duo-Jone Company, INCORPORATED i
§ Sole Manufacturers of De Luxe Needles

L ANSONIA, CONN. B

DON'T FORCET THESE FACTS

Perfect Reproduction of Tone  No Scratchy Surface Noise

PLAYS 100-200 RECORDS

Full Tone

Three for 30 cents (40 cents in Canada)

= T

T - zx

Medium Tone
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Lucy Gates sings two songs that will never
grow old, just as everyone wants to hear
“I Dreamt That I Dwelt in
Marble Halls” and “The Last Rose of Sum-
mer” will sell now and always.

A-6186.

Columbla Graphophone Co.
NEW YORK

.4

NEW RECORD FILING SYSTEM HELPS

(Contiuned fram page 13)

give these little known but nicritorion® records
a shiowing at rcgular intervals.

The plan can also he adopted for the handling
of dancc records by the popular organizations

such as Whiteman's, Benson's, Isham Jones' or ~

the Waldorf-Astoria orchestras. 1t frequently
happens that the record buycrs are strongly in
favor of dance music as playcd by onc or an-
other particular orclicstra, and with all the va-
rions dance numbers by the orcliesira grouped
tagether they conld have the [ull range pre-
scnted to themn withont delay,

Perhaps »uch a plan as that presented by Mr.
Alpers or sane similar idea dcsigned to keep
all the records in the catalog moving sicadily
rather than lying dormant on the shclves until
called for might serve to overcome any slight
full that may develop in record demand other
than that for the current popular hits,

NEW BRUNSWICK SHOP IN DALLAS

Rosser-Macon Co. Opens Second "Bungalow
House” at 1211 Elm Sircet, That City

DaiLas, Trx., July 1. The Rosser-Macon Co.
fast month held the formal epening of its sec-
ond Brunswick Phonograph Shop at 1211 Elm
strect. The cstablishment of the new slore re-
Hlects the success mict with by the company in
the original Brunswick Shop opened last De-
cembey at 1818 Main streel.

The new store, as was the original, has an in-
terior arranged to represcnt a very attractive
bungalow with green gabled rool and five cosy
rooms for the dcmonstration of Brunswick
plionographs and records, A handsome room
for the display of machincs 15 a pleasing fcature
of the sceond floor.

i THROUGH CHILDREN

ADVERTISING

JURV-ROWE CO.'S NEW DEPARTMENT

Formal Opening of New Exclusive Victor Store
in Jackson, Mich., Success—Eight Thousand
People Attended—Great Musical Program
Jaexson, Micwr, July 5.—Never before was an

exclusive Victor departmcnt ushered into being

under such anspicions cir stances us those
wiich atiended the recent formal opening in ting
city of the Jury-Rowe Co's Victrola depart-
ment.  Beawtifully decorated with wild huckle-
lierry  boughs placed in festoons, gracclully
drooping vines and potted geranimms added to

Jury-Rowe Co.'s Window
the charming arr of the blishment,
A musical program unusual in the brillianey of
its achicvement was rendered by Jackson's best
talent, whicli has attracted so mch atlention
throughoul Michigan.

Mrs. Frederica Brown Rogers, with licr usual
ability to charm and plcase, gave scveral numi-
hers in a most enjoyable and arlistic manner,
while R. M. Shuriz also contribuled to the pro-

View o lnlerinr of Jut-Rowe Co. Store J

A. A, McMiilan, Victor dcaler,
S D, has adopted a plan of rcaching house-
holders through school clildren. Book covers
are distributed free of charge to the public
schools. These covers are made of strong brown
paper on which is printed his namc and a few
interesting facts concerning the Victrola. By
this mcthod his advertising goes into practically
every home in the community

gram several numbers of mcrit, which won
Brooki from the listcners, Mrs.
H M. Burd:cL accomipanied the singers. Other

delightful numbers were given by Max Helmer
en the violin, accompanied by Miss Gladys
Springetl, and his offerings were grected with
enthusiastic applause. A touch of varicty was
added to the program by the sclections of a
more popular vein given by Dana'’s Socicty Or-
chestra,

MADE BY

PHONOGRAPH CASES
Reinforced 3-ply Veneer

The Standard Case for Talk-
ing Machines and Records

Let as figure on your reguirements

PLYWOOD CORPORATION, Goldsboro, N. C.
Mills in Va, N, C. and 8, C.

Eight thonsand people pussed thrangh the de-
partment and mare tl
away, (. F Sternbirg, Rer, is dluserving
of geeat credit far the sneceas of the openmg, as
the event was arranged et his persanal snper
vision and carricd out under his directic

Flowers werc reccived from the Victor 1
ing Machine Co., Grinnell Bros, Detront
cago Talking Mach
chine Co,, and departiment employes

Ontof-town guests inclided 1 ¥ nrldards
representative of the Victor Talking Ma
Co., Camden, N. J.; € 1 Grinnell and G, 0
Martin, of Grinnell Itros., wholesale depart-
meat, Detrort, Micl; ¢ AW, yde, of (lucaun
‘Talking Muchine Ca, Chicago, 1L; W,
non, of Toledo Talking Machine Co,
O DL Rewe, vicepresident, and A ], %
secretary of the Jur) Rowe Ca, Lansing, Mich,

WAICH YOUR CORRESPONDENCE

Tactful, Courteous Letters o Necessary Adjunct
for Successful Business

Coarrespondence in the carrying on of he
average business is alinost as fiportant as hav-
ing chcient sales Well-written, courlcons,
intelligent letices exert a big inlluence in the
hnsiness world, whether they are written for the
rurpose of sclling gooils, making collections or
any other of the lindred and one thmgs thit
come up n e daily conrse of commerce,

The talking machine merchant should give the
question of corrcspondence scrions cons
tion,

Chi
¢ Co, Toludo Talking Ma-

I n-lnh b

era
He should be absolntely sure that lus let-
ters are tactful and conrteous.  Another tnng
after the stenographer s teans ribed the detter
from ber notes read 1t carelully, inake sure that
v expresases just what it is L Lo exjiress, and
sign i, Do not allow yaur stcnographer o sign
correspoadence. 1o not use the plirase “bhc-
tated hut not read.” If a letier is worth writing
i shoulil he read and signed. Any other conrse
is incorrect —in fact, 1 is insnlling. Many a
prospect has been Iost throngh an apparently
httle thing like this

THESE RECORDS PROVL[) EXPENSIVE

New York City Youth Gets Sixty Days in the
Workhouse for Sccuring $53 Worth of Rec-
ords Under Falsc Prctenses—A Good Lesson

Record thieves in New York, who have Leen
anite plentiful of late, are now hcing meted nut
the sort of punishment 1o discourage them from
continuing their practiecs. The conrts have be-
gun to substitute jail sentcnces for fincs, and
it cost a Harlem youth sixty days in the work-
housc to sccure $53 worth of records from thic
Brunswick-Balke-Collender Co. uuder false pre-
tenses, The thicf representcd himsel as a
music dcaler in Uwion Hill, N. J, and dis-
appeared with the records as soon as thcy had
been delivered.

It's a splendid thing to have a prennsing [n-
ture Just <o long as the promiscs arc kepl.



18 THE TALKING MACHINE WORLD

N excellent tllus-
tration of the
value of concentration on one subject
is found in the great Babe Ruth. He
has concentrated on batting home
runs—and 1s showing big results.

also concentrates. “He™ s the one that 1s making
the home runs in the talking machine merchandising
fickl and he is expending no more cffort than the
fellow that only makes first
base or strikes out.

It is simply
a4 case of spe-

cialization.
3

VICTOR EXCLUSIVELY

103 EAST 125™ ST, NEW YORK

The Victor retailer who is “exclusively™ Victor

——

o —
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IMPORTANT TO THE TALKING MACHINE TRADE

SELECTING THEIR FAVORITES

Yes, Price is one paint.
But 50 s Quality another point.

together,

user., Please your customers.

for price list.

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

Record Albums

Quality and Price must be considercd
“National Albums’ are unaur.
passed und acldom equuled in Quality.
They give permanent satislaction to the
Write us

THE PERFECT FLAN

ACFUELLE RECORD SALES CAMPAIGN

Dealers in New York Tie Up Successfully With
Advertising—Success of Winterroth Store

AN Puthié dealers in Greater New York and
icinily ure showing a keen luterest in the le-
of Acturlle record sales in his lerrie
Advertisciments appearing weekly the

tory.
New York newspapers have beem backed up by

aggressive diapl and alvertising at the dval.
ers' stores.  Window streamers [caturing the
same records as those featared in the ads are
displayed in cvery winlow and link np the sales
campaign.

The good work started by Miss Neicr, for-
merly in charge of Wintcrroth Piano Co's Pathe
department, is heing carricd mosl cfcetively
by Miss Zce, her suceessor.  Miss Zrc, having
had some ycars of cxpericnce sclling pliovo-
graphs and recorils, is i position lo contrilinie
many valuable ileas tn her already well-cstab-
fished department.  Thie atwosphere of Winter-
roth’s store lias always been one most desirable
to the nmsically med, and the pleasant, af+
fable an on of the salespeople and the cyuip-
ment of tlie slore for rendering the best of
service llave eantributed no little {n this respect.

NOW BURNHAM PHONOGRAPH CORP.

Los Axcrtgs, Cat_ July 6—Tlic Burnhaim Phono-
graph Mfg. Co. has changed ils name to the
“Burnharmi Phonograph Corp.” J. C. Belding.
secrelary, reporls an increase in the capital stock
of the company and a change in the personncl
of somme ol the stockholders; otherwise thiere
has heem no change and the factory, with the
sanic managenienl, is runming al capacity. 1t
was neccssary, il order to cffeel ths change of
name, that the Burnham Phonogruph Mfy. Co.
apply 10 the cowrt for dissolution at the same
titue as the new Burnham Phonograph Corp. was
incorporated.

1,500 CIILDREN ENJOY THE VICTOR

Franklin Parlors Supply Music for Englewood
Celebration—Orders for School Machines Re-
sult From This Pleaslng Demonstration

‘The Franklin Parlors, Vicinr representatives
at Englewood, N, J, furnished a Victrola for nse
at a feie held in that cily recently by the school
There were over 1,30 children

chililren, e

=x it A v |
Englewood Childeen Dance to Vicior Music
field, and Mr, Rusch, manager of the Franklin
Varlors, may be scenon the stanil with a physical
instructor, furnishing the music for the folk
lances.  As a result of this demonstration the
Franklin Parlors have received aw order lor
cight Victor school machines for the Englewool
schooly, and Mr. Rusch is cu-operating with twe
school anthoritics in planning the most advan-
tageous uscs for thiese machines,

. JAFFEE HEADS MUSIC CONCERN

1. Jaffec bas been appointed president and
general manager of the Ridkewood Talking Ma
chine Co., Ridgewooll, J.. sweceeding J. Don-
lan, its formier Owner, wlo is now running the
Dyckman Music Shop, 551 West 2071h strect.

Mr. Jaffee is a well-koown pianist, baving
studicil under that promincnt teaeher, Ham
Seifert, and is well fitled to take over and e
velop Uie business sucecssinlly.

ADVERTISING THAT IS PAYING

Upham's Muslc Store Adopis Plan ol Concen-
trating on One Object in Advertising

Manins, Mass, June 200 Somcthing of a depar
the usnal imethedl of i advertising
tricd here with considerable sucecas by
s {The Conununity Minste Swre), Tlis

istinent carries a (ull Tine of Viclor talkinyg

plan eonsi<ts of congruir
ou oie partieular artist br recurd and the whole
atvertisement s liwlt on this prmcsde. For
example: 1 it is desired ta fewtnre o partienlar
reeordd, the whole ad is devoted Lo Uis puspionse

of his ability follows.
closes witll an invitation lo visit the store and
hear the reeord,

Tn successful an alvertiseimenty  shonlkd
arguse inlerest amd curiosily tnough tn ciuee 3
visit o e store and view thr objeet : §
The ddesier created by the al cau by
into the purchasing point by the sal
wethod related above forees the r
i i one particnlar thing.

mare foreclul than a
swall, fiard-ta-reail 1ype covering aluast tie cn-
stack of the dealer, itud will, if the eon
atien method is persisted in, produce greatre
results i the end.

INTERESTING THE SCHOOL CHILDRE:

The 1. L. Roark Estatr, Victor dealers of
Grrenville, Ky., arouscd nimch interest .
school chilllren under sixieen years of uge re-
cently by offerivg prizes for the cluliren whe
made the hest drawings of Vietor trade.marks,
and at the same timc offered 2 ligk of sk fea-
tnres of exceltenee Victor machines and
recorils.

MASTER WAX

Special Waxes for

output.

BUSINESS BLANKS

Recording and Black Diamond Business Blanks

The Black Diamond Blank for Dictating Machines is made of the finest materials and
will give cheaper and more satisfactory service than any other blank.

We would be glad to discuss a sales proposition from different territories for our

The Wax and Novelty Company
67-69 Paris Street, Newark, N. J.
F. W. MATTHEWS, Prop.

Telephone Mulherry 1176
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TWO NEW STYLES OF VICTROLAS

Portable Model and New Cabinet Machine An-
nounced by Victor Talking Machine Co,

Cawtay, N. f, July 6—The Vicior Tulking
Machine Ca. announced unc 14 two new styles of
Victrolas, to be kuown as Style No, 300 nnd
Siyle No. S0, The latter is a portabie iustrument
listed at $48, and is in many ways a revolutionary
type of Victrola. It is of a very handy size and
yet plays either the 10inch or 12-inch size of
records. Whea the instenment is closed the fone
arm, sound box and winding key arc rigidly
sceured inside, From a constrnction standpoint
it §s unique in that it contains no sound chaniber,
the sonnd waves being amplified throngh an

Victrola, Style No. 50
overhend reflection process which invelves 2
ber of features patented by the Victor Co.
1t is light in weight, finislied in maltogany, anid
especially designed for use on picides, camping
trips, canocing, yachting, cte. The volume aml

THE TALKING MACHINE WORLD

quabity of s reproducing compare very favor-
ably with tlic larger: Victrola models.

Style No. 300 Vicirola, listed at $250, embodics
all af the fandamcntal features which have for

Victrola, Style No. 300
years adentified the mstrnents made by the

Victar Co. The top is designed i such a way
as ta nirke 11 finpossailile to place bric-a-brac, ctc.,
ou it. lu otlier words, éu this new model the
Vietor Ce. Is carrying et its long-standing pol-
tey of building Victrolas to represent a dehnite
type of musical wstrmnent which canuot he
nsed for apy mnlti-furnflire purposes.

WICKLIPP BUYS PIANO BUSINESS

C. T. Wicklipp, for the past seven years repre:
sentative of the Columbia Graphophone Co., with
headguarters at the J B, Templeman Piavo Co.’s
store in Cyuthiana, Ky., has purchased the Tem-
vleman business,

Albert Leon, 3 well-known Victor dealer of
Perth Amboy, N. J, has recenliy been clected
Grand High Pricst of the Grand Chapter, Royal
Arch Masons of New Jersey.
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CUETAIITI;G YOUR SALES ENERGIES

)f Youre a Dealer in Pianos and Phonographs
Don't Discriminate Against Them

A merchant who spends several hours every
day outside locking after his piano prospects
objecled strenuously (v the suggestion, made by
a rraveling salesman, that he onght to spend
some lime drumming np talking machine pros-
pects also.

“Surely,” said the salesman, "you can sel
talking waclines casier thau pianos, and get
yoir moncy quicker. \What is your reason for
Juding up piano prospects and letting phono-
graph buycrs find your store umaided?"

"] ¢an't give you a reason. It looks tee much
like peddling. The piano is a big thing and
costs inoncy; the transaction somchow doesn't
ook so small.

Al of which is the most fallacions reasoning.
Il a music dealer feels that he can help his
ress by going ont after 1t, or sending store
sulesmen aftee it, he is not lowering his dignity
whether he sctls a prano or a jew's-harp. ‘oo
many mien are strong ot dignity and short on
good old-fashioned American merchandising
ability

1 you have anything to scll. sell it. It makes
no differeuce whether you go outside and ask
a mman to come in and buy or wveait %Il the man
fcels: the necd of the thing and drops into your
store when he has nothing else to do.

What is the difference between 3 manufac-
turer's salesman calling on a dealer in his store
and a retail salesman calling on a patron at lus
residence, very properly asks a writer in The
Puritan.

Il yon take things too casy the reward will
come 1o you in inverse ratio.

Do not think for yeurself only, but f