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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.

HlS MASTERS VOICE r

REG. U.S. PAT. OFF.

Victor Talking Machine Company, Camden, N.J

Enteted as second-class matter May 2, 1905, st the poat office a1 New York, N, Y. uader the act of Cougress of reh 3,
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Two Beautiful New Sonora Models

Merit—Backed by Multitudes

The Sonora wins on merit. It 1s built to gain favor by
comparison. In every detail every Sonora will substantiate
vour highest claims side by side with any other phonograph.

But more than merit is needed to make volume sales.
The recognition of multitudes, fostered by distinctive bull’s
eve advertising, has made

THE INSTRUMENT OF QUALITY

oanora\

CLEAR AS A BELL

The Highest Class Talking Machine in the World

From the smallest hamlet to the greatest metropolis,
Sonora needs no introduction. It is known to be the instru-
ment that makes its owner proud—supreme in tone—superb
in appearance—faultless in construction. :

SONORA PHONOGRAPH COMPANY, Inc.
GEORGE E. BRIGHTSON, President

Canadian Distributors: 1. MONTAGNES & CO.. TORONTO
279 Broadway

New York:
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USES BUNGALOW AS SALES QUARTERS

How the Cottage Music Shop of Cincianati
Enables Customers to Hear the Talking Ma-
chine Play Exactly as in Their Own Home

Store arrangement and attractiveness are
essentials of importance to dealers who are really
catering to the public and who desire not only
to hold but to augment their trade. One of the
most popular and live talking machine houscs of
Cincinnati—the Cottage Music Shop, of Twelfth
and Vine strects-——has, as will be noticed in
the picture appearing herewith, built a bungalow
within the store in order to demonstrate to the
music-loving public the pleasure to be derived
from having a talking machine in the home. The
cottage is completely furnished like an ordinary
home and all tests are made directly within the
cottage, thus demonstrating how the 1talking
machine would brighten up the home of the cus-
tomer. This plan of being able to hear a talk-
ing machinc and records just as they would be

heard in their own home is a very important
nicans oi closing sales, but better than all that
it gives an idea to prospective purchasers of the
enterprise and go-ahcadedness of the institution
that inaugurates such up-to-date merchandising
nicthods.

CAPITALIZE THE RIDICULED PHRASE

Pointer for the Salesmen When “Canned Music”
Is Referred to Sneeringly—Make Capital of It

It has been the practice of a great many
writers and talkers to refer sneeringly to “canned
music” when discussing the reproduction of
music on the talking machine. Recently a sales-
man in an address before the Kiwanis Club, of
New York dwelt on this much-used phrase and
made a suggestion which salesmen may apply
when handling a customer or others who talk
sarcastically of “canned music.” To the cus-
tomer, the salesman says in eflect: Yes, call it
canned music if you will, but it is ¢canned only as
somconc might say that the telephone, telegraph
and wircless can human thought and cxpression,
or as you would say that important documents
are canncd when you put them in the cornerstone
of a great public building. You can ridicule any-
thing by giving it a sncering nickname, but it is
often possible for the shrewd man to adopt the
term and make capital out of it. If your cus-
tomer talks about canning musi¢ tell him how
the wisdom of the ages is canned in the printed
word, how bcauty is canncd in sculpture or fine
architecture.

ANTAGONIZING CUSTOMERS RUINOUS

One of the impossibilitics of sclling is to an-
tagonize and influcnce at the same time. Antag-
onizing a customer or a prospect means not only
the loss of one sale but also of future patronage.
A few of the things that antagonize and which
the salesman should steer clear of arc lack of
knowledge of the product, inattention to the cus-
tomer, servility and slovenliness. A few of the
qualities which help to close sales are the reverse
of thosc that antagonize.

HE WHO READS MAY WIN IDEAS

The Man Who Keeps in Touch With the Mail
Literature Reaching His Desk Will Often
Strike a Vein of Gold—Don't Discard It

Quantities of direct mail litcrature are received
by business men—manufacturers, dcalers, job-
bers—every day. A great many pcople have
made it a practice of throwing practically all
circular matter into the waste basket without
investigation. The other day the gencral man-
ager of a company, who was receiving a lot of
this literature, conceived the idea of literally
putting the waste paper basket on a pedestal.
He read and digested the business literature
thrown away, not only by himself, but by other
people in the same firm, and as a result was
able to give the “Boss” a suggestion which got
him his first raise in salary.

The cost of labor turnover shrivels into noth-
ingness compared to the cost of preparing sales
literature which is consigned to the waste basket
unread and unwept. Even trade periodicals are
slighted—but not by the successful business
man! The business man who is always too
tired to be interested in new developments in
his own linc of business is on the toboggan slide
for the sanitarium.

There is a great deal of excellent direct liter-
ature being sent out by manufacturers and job-
bers of the talking machine industry, and it be-
hooves e¢very ecnterprising member of the in-
dustry who is on the mailing list to receive
this literature to look it over for new and val-
uvable ideas,

AN AID TO MUSIC MEMORY CONTESTS

Valuable Booklet Regarding the Victrola in
Music Memory Contests Just Issued by the
Victor Co.—Rich in Pertinent Information

The Victor Talking Machine Co.. through its
educational department, has just 1ssucd a most
interesting and practical new booklet on “The
Victrola in Music Menmory Contests,” with de-
scriptive and informative notes on two hun-
dred standard selcctions compiled by Robert J.
Coleman, A.B, Mus.B., of DcPauw University,
with an introduction and some practical sugges-
tions for organizing and conducting a Music
Mecmory Contest by Mrs. Frances E. Clark, di-
rector of the educational department of the
Victor Co. For further particulars on the con-
ducting of contests readers are referred to C, M.
Tremaine, director of the National Burcau for
the Advancement of Music, New York., -

The new booklet should be of particular value
from many angles, for it serves to identify the
dominant features of the many selections offered
and also to impress them on the mind in order
to make simpler the rendition of that particular
sclection.

Owing to the growing popularity of the music
memory contest, and the fact that such con-
tests arc now being held annually in many cities
and towns of the country, the new Victor Co.
booklet represents a particularly timely and stin-
ulating piece of literature.

INCREASE CAPITAL STOCK

The United Phonograph Stores, Inc., of New
York City, have filed a certificate at the office
of the Sccretary of State of Delaware, increas-
ing the capital stock of the corporation from
$5,000,000 to $25,000,000.

The Smith-Woodward Piano Co., 1017 Capitol
avenue, Houston, Tex, distributor of the Bruns-
wick phonograph and records in Houston, Tex,,
removed on March 10 to 908 Capitol avenue,
the building formerly occupied by the Haverty
Furniture Co.

YALUE OF THE ARTISTIC WINDOW

Demonstrated by Interest Created in Display of
a Miniature Theatre Madc by the F. L. Stecrs
Co., Inc.—It Is Most Ingeniously Arranged

A miniature theatre installed in one of the dis-
play windows of the F. L. Steers Co., Inc, at
145th street and Broadway, New York, drew the
attention of numbers of shoppers of Washing-
ton Ieights for the past fcw weeks. Designed
by Bradley Barker, the wecll-known motion pic-
ture actor, as a toy for his own use, the theatre
is a perfect miniature of the interior of the aver-
age American theatre, No trivial detail is miss-
ing. An ornatc plaster procenium arch frames
a small stage for which Mr, Barker has designed
several charming settings. There is a lifelike
orchestra of twenty-two men, all made of plaster

P T Ty §- e R |

Miniature Theatre Interests
and the crowds that viewed the window marveled
at the fidelity with which the musicians and
their various orchestral instruments were de-
signed. As a matter of fact, it took Mr. Barker
six months of painstaking labor to create the
little plaster orchestra.

The principal idea of the theatre, however,
was the use of the stage-settings to feature rec-
ords, and during the first week the Steers Co.
featured Victor record 35710, “In a Monastery
Garden.” The sectiing caught the eyc at once.
It depicted a garden of one of the old California
missions, with its red-tiled adobe buildings, a
cool-looking fountain, pigeons, flowers and
stately palm trees, Soft-colored lights thrown on
the scenc gave the impression of a delightful
California twilight. During the second weck
the stage-setting was changed to a view of a
street in Bagdad. Here were Oriental shops
with merchandise. beggars asking alms, min-
arects, ox-carts and other details that conveyed
at once the atmosphere of the ancient Arabian
city,

The records featured in connection with the
Arabian setting werc the two Victor numbers
from the popular Scheherazade suite of Rimsky-
Korsakow, played by the Philadelphia Symphony
Orchestra, 74593, “Festival at Bagdad,” and
74691, “The Young Prince and the Princess.”
All in all the window proved to be onc of the
mmost attractive cver scen on the Heights and
demonstrated the progressive spirit of the Steers
organization under the guiding hand of its
snappy president, Stuart J. Steers,

NEW STORE IN SANTA MONICA, CAL.

Saxta Monica, Car, March 3—A new music
establishment has been opened at Wavecrest and
Ocean Front Walk here by Ed, Young and Ray
Seward. The con¢ern handles Brunswick phono-
graphs and records and a line of pianos and
player-pianos. Mr. Young has had a wide ex-
perience in the music business, having been con-
nected for a number of years with the Barnes
Music Co. Mr. Seward has been on the beach
for the past fiftcen years and he is well known
in this vicinity.

Sec second last page For Index of Articles of Interest ‘n this issuc of The World
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PAYING INTEREST ON
DEFERRED PAYMENTS

The Justice of the Interest Charge—This Vital
Question Will Not Down Until It Is Settled
Right—Stability Will Be Lacking in Any
Trade That Straddles or Ignores the Question

By HAYWARD CLEVELAND

In any transaction the cash buyer should have
preference. The cash merchant of to-day is the
prosperous one and deservedly so. His is a
quick turnover and he can afford to take a
smaller profit. Next ¢omes the thirty-day ac-
count business, wholesale and retail, without
penalty. Even much of this is booked wholesale,
with a 2 per cent ten-day clause. This is all
sound and conservative and is not complained of
here. Then follows the sixty or ninety-day whole-
sale account, without interest, on seasonal goods.
There is a reason for the omission of the interest
in this case too. That is about all. When it
comes to the granting of sixty, ninety and 120
days’ time on wholesale charges for all-the-year-
round products and the writing of instalment con-
tracts, without interest, at cash prices, the whole
trade structure is threatened, for the proceedings
thus indulged in are unethical, inequitable and
unsound from a financial point of view. They
breed in the buying public a sense of injustice
and disrespect that c¢hecks the establishment of
that good will that is so essential 1o the success-
ful conduct of any business.

The retail ethics appear to be justly these:

The instalment furniture house that has two
prices, instalment and c¢ash, and declares them,
is right: the two sets of prices are justified if
interest is to be waived. If only the instalment
price is quoted an essential fact is wrongfully
withheld. This same reasoning applies to piano
and talking machine houses that have two sets
of prices.

The music house that charges interest on de-
ferred payments and collects it, from month to
month, is all right. The house that charges the
interest but does not attempt to colleet until
the end shows lack of moral courage, knowing
full wetl that it wil! be lucky to collect one-half
of it. The policy of collecting the interest, if
one can, is inherently dishonest. is uniair to the
cash buyer and to the customer who lives up
to his contract as written. Further, such a
policy creates a stcadily increasing set of uncol-
lectible accounts receivable. pads the assets,
as it were, and when the crash comes that only
too often follows such a policy, the reprehen-
sibility of the plan is brought home to its users
and those whose funds are invested in the enter-
prise.

O act with the honesty we as]( of others—to buy

with a tl\orough ](nowledgc of our market—to sell
with the tactics we would admire in competitors—to
credit when credit 15 a Blessing-—to refuse when credit
15 a curse—to direct the work of subordinates so that
eac]‘n day 1s for tl\em a clay of sclf—dcvclopmcnt-—-to
treat customers as honored guests in our homes—to see
our business as a vital necessity in the wholesomeness
of life—to realize that above the universal tangle 1s a
sure, omnipotent God waiting for man to use the in-
finite power He gave him to discntanglc the whole—
this is the foundalion for beller business.

The Cleveland Talking Machine Co.

|
Cleveland, Ohio |

The talking machine house that has an instal-
ment and a cash price for the same article and
that proclaims both, or that charges and collects
interest on deferred payments, is doing the right
thing by itself and its trade. The house that
sells, at the same price, for cash and on instal-
ment is doing an indefensible thing. The cry
that it is a trade customn is no excuse. The act
will not stand up under analysis. It cannot ¢laim
analogy to the furniture and piano trade cus-
toms, for in both the attempt is generally made

"A. B. MURRAY JOINS BRUNO FORCES

Jerome Harris, secretary of C. Bruno & Son,
Inc., Victor wholesaler, of New York City, has
announced the appointment to its sales staff of
A. B. Murray, Mr. Murray has a pleasing per-
sonality, is well experienced in the music busi-
ness and enjoys a wide acquaintance in this
trade. Mr. Murray will cover Northern New
Jersey and New England for C. Bruno & Son,
Inc., and will shortly begin to cover this terri-
tory. The Bruno sales organization has scen
steady growth along constructive lines. The
efficiency of this important part of the organiza-

and more or less successfully carried out of
differentiating between the cash and time trade.
There is a distinctly discernible line of demarca-
tion betwen the two as evidenced by the grade
of goods offered or termis granted, or both.
Introspection, realignment, a new order of
things are in the air. YWould it not be well to
cemprehend within the horizon of proposed re-
forms this old but important defect in the selling
system? Until this canker is removed from the
body phonographic its growth will be retarded.

tion is reflected in the notable expansion of
Lusiness enjoyed by this well-known wholesaler.

VICTROLA SHOP CHANGES HANDS

The Victrola Shop, of Red Oak, la hLas been
sold by Henry L. Heckert, proprietor, to W. B.
Jardine, formerly of Omaha, Neb. The name of
the concern has been changed to the Jardine
Music Co. Mr. Jardine's sister, Miss M. A.
Jardine, is also associated in the enterprise.

L. A. Dexter has been appointed manager of
the store of Widener's, Inc.. Hartford, Conn.

THE TALKING MACHINE'S HELPMATE

EQUIPPED WITH

rméz) ALsuMs

23-25 Lispenard St.

SERVICE

In the selling organization of the New York
Album & Card Co., Service plays an important part.
Service is a word that is often abused, but in our
organization it means all it implies.
Our service consists not only in prompt delivery
but in conferring with each individual regarding his
requirements and the production of albums best
suited to his needs—and when delivered, the albums
are cxactly as per the specifications.

The word “NYACCO” guarantees service

Quotations and Prices on Request.

New York Album & Card Co., Inc.

A. W. CHAMBERLAIN
New England Factory Representative
26 Broad St.. Boston, Mass.

NEW YORK

The Only Loose-Leaf Record
Album on the Market

CHICAGO
415-417 S. Jefferson St.
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: - Victor Wholesalers
J Alhany, N, Y....... Gately-Haire Co., Inc. Milwankee. Wis.....Badger Talking Machine Co. I
13 Atlantm, Gm.........Elyea Talking Maching Co. | Minneapolis, Minn,, Beckwith, O'Neill Co. O
42 Phlllipl & Crew Piano Co. Mobile, Als...... o . Wm H. Reynalds Fl
£ Baltlmore, Md,,,..,Cohen & Hughes Newurk, N, J.......Collings & Co. 2
i . Droop & Sons Co New H 2 - : . =l
= H. R, Eisenbrandt Sons, Inc. | New Haren, Coon.. The clgorlon -Gatlo-Creamer 2,;(
e Birmingham, Ala...Talking Machine Co. New Orieans, La,...Philip Werlein, Ltd. \ 34
o BaEton, KA Ras i -1 ?L'"é D"”n-rcﬁ‘ Machine | New York, N, ¥Y... . Blackman Taiking Mach. Co. et
3 e Eastern Talking Machine . émsn“d glg"' ; Victrola No, 120, $275 | "
e The M Stelnert & Sons Co. runo on. nc Victrola No. 120, electrlc, $337.50 =
s ; Charles H. Dits Co. : H : =S
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k 1 Burlington, Vt...... Amcrican Phonograph Co. Oxtabo o Silas l' Pearsall Co. o
L :_i Bulte, Mont......... Orton Bros. "" ma Y, y ) 1
Q] oo m L fpen g Ty O Cize b "'0“"(';‘;’"“ To Mo 0k
' ¢ Rudo utlitzes Co. . Nebr..... ‘
1 Chicago Talking Machine Co. | O™at®: Nebro..... Rt B. Curtle Co. S
1y Cincinpatl, O....... Ohio Talking Machine Co. Peotin, t).......... > =
pu ; The Rudolph Wurlitzer Co. I’mlrnl:lrl:):in Pa... :.:::::u;llr::;l: E:. ::: 13
e Clevetand, O........The Cleveland Talking Ma "TUUUCT. Heppe & Son, )
b chine Co. Penn Phonograph Co.. Inc, (.
- é The Eclipse Musical _Co. The Talking \lrcbme c: If
= Columbus, 0........The Perry B. Whitsit Co. H. A. Weymann & Son, Inc. x4
e ey Dallas, Tex......... Sanger Bros, Pittaburgh, Pa...... WCF :F?Ioderéck ll’:':’no Co. 5r% : 4
e B o Mellor Co., Lt =4l
; _‘-; Denver, Colo. ......Thecol\:ni;ht Campbell Musle Standard Talking Mach. Co. ‘?‘ i*
F: j Des Molnes, In...... Mickel Bros, Co. Portlund, Me....... Cressey & Allen, Inc. i% i
$ {73 Uetrolt, Mich....... Grinnell Bros. Portland, Ore.......Sherman, Clay & Co. 4
i 1 Eimira, N, ¥,...... Elmira Aems Co, Mot 'Vn """ Tue Corley Co., Inc. g :
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?} Action Is the Keynote of Sucéess In Makmg
% the Show Wmdow Interestmg
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The Grant Musi¢c Parlors in Racine, Wis,, are
using a hving Victor dog as a drawing card and
employing one of the first principles of adver-
tising—ACTION. The dog, an exact counter-
part of the pup that made Victor famous, paces
back and forth with the current monthly supple-
ment in his mouth, which he presents to cus-
tomers as they comie into the store.

The value of a living, moving dog over an in-
animate immage cannot be mcasured—that there
is a valuc cannot be disputed.

Action is the keynote of all successful adver-
tising. The rcason is clear when one realizes
that our enjoyment in life comes from action.

The verb is the part of speech denoting action, but

Maxcu 15, 1922

there are passive and active verbs. To illustrate:
The pleasurc one gets out of a new automobile is
not i oioning it, but in driving it. Women love to
shop, not merely to order goods over the telephone,
The formier 1s the actfre method of buying, the latier
is the passive.

To have a massive moose-hicad adorn the wall of
your home brings a certain amoumt of pleasure, but
the greatest joy is in the hunting and shooting of the
moose. Adorn and shoot are both verbs, but there
is no question as to which implies the most
action, and which brings the greatest scnse of
plcasurc through achievement. The trophy that
graces your wall gives you far grecater pleasure
than the onc that your friend owns, although

empty.

them free of charge.

This Sign Will Sell Albums

Album Sales Mean Record Sales

A@A&

INSURANGE FOR

We have designed the above sigh to assist you in
merchandising albums. Album sales mean record sales,
for albums are purchased to hold records, not to stay

This sign i1s multi-colored and will be a welcome
addition to your window display. We are distributing
Order as many as you can use
from your jobber or advise us and we
will gladly send you a supply.

Peerless Album Company

636-638 Broadway

Boston Representative

L. W. HOUGH, 20 Sudbury St.

San Francisco Representative

WALTER S. GRAY CO., 942 Market St.

INSISTON THE
GENUINE-IT COST.
NO MORE

PEERLESS

the ALBUM

Phil Ravis, Pres.
New York

LR TR T AT s

;2 By James J. Davin

8ec’y, HRelnceke-Ellis Co.

your own may be smaller, and the antlers carry
fewer points.

Now, how can this delight in ACTION be
translated into the advertising world to the
merchant's profit?

As you walk through the strects of your city
have you ever noticed the kind of display win-
dows that attract the largest crowds? The
value of an advertising medium (whether it be
a display window, a picture, a phrase, or a story)
c¢an be accurately determined by its ability to
attract and hold attention.

You will always find the largest crowds watch-
ing a display built around ACTION. Pcople
like to watch things moving. Hence you will
always find the greatest crowds looking at a hu-
man dcinonstrator. This is an example of pre-
determinced, conscious ACTION,

The next in order in its power to attract and
hold attention is the animal store. Have vou
cver seen the window of an animal or bird store
during the business hours, before which no one
was standing? Pcople like to watch animals
cven though they are untrained and their move-
ments are more or less unconscious. Perhaps
there is a greater charm for the reason that the
action is natural.

When you sce a piano revolving in a display
window do you stop because you have any de-
sire to sec the rcar view of the piano or is it
because it is moving? \Would you pausc as long
in front of a window in which there were two
pianos on display, neither of them moving, onc
of which showed the front view and the other
the rear view?

You have noticed many times that many more
people are,admiring and inspecting the display
in the window of a sporting goods store than
there are at the adjacent window, no matter
what it may be displaying, although there is
motion in neither window. .

The reason is that the goods on display in
the sporting goods storc suggest ACTION to
the mind of the individual.

Another form of action, which we might term
potential action, used to good cffect is that of a
picturc. The picture itself, of course, is motion-
less, but the idea it conveys is one of action,
either about to take placc—imminent action, tak-
ing place or suppressed action.

The power of suggestion lends a great appeal
to the imminent action picture. A good example
of this is 1o be scen in onc of the largest sport-
ing goods stores in Chicago. The center of the
window was taken up with a picturc of a guide
standing in the doorway of a cabin lcaning neg-
ligently against the door-sill. But for two things
the picture would not call for a second glance.

These two features in the picture caught and
held the attention of the passerby and led him
to study the scene and speculate on the possi-
bilitics suggested but not cxpressed. The two
clements that intrigued the eye were a rifle and
the cyes of the guide.

The riflc was held carelessly, the muzzle point-
ing downward. Thc eves of the gnide were look-
ing off across unseen distances. Rather idly,
spcculative one might say. Yet through the en-
tirc ensemble of careless, idle case there seemed
to breathe a spirit of alertness, an idea of quiet,
cflicicnt readiness. Potential or imminent action
was cxpressed in cvery line, and the speculator
was left to his own musings as to what that
action would be should the occasion arise.

Such picturces, while in themselves motionless,
cxpress action. If you cannot put action into
your window displays with a literal use of mo-
tion, at lcast it can be suggested in a manner
that will calt attention and arouse intercst in the
display. Action in some forin carrics a pulling
power that can bardly be overestimated.
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Vietrola VI, $35
Mahogany or oak
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e rr T The supremacy of the Victrola i
Oak 3 . , .
linked with the world’s greatest artists.

The success of dealers in Victor
products i1s the natural result of this
overwhelming supremacy.

Victrola X, $75
Mabogany or oak

I “Vietrola® is the fiegistered Trade:matk of the Victor Talking Machine Company
| designating the products of this Company oaly.
Warning: The use of the word Victrola upon or in the promotion or sale of any
h other Talking Machine or Phonograph products is misleading and Illegal.
¢ Important Notice. Victor Records and Victor Machines are sclentifically coordinated
X and synchrunized in the processes of manufacture, and should be
- used together to secure a perfect reproduction.
b2
5!
; Vi l'alking Machine C
| ictor lalking [Vlachine Co.
o 7 - Camden, N. J., U.S. A,

Yictrola No. 90, $125
Mahogany, oak or walput
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Victrola No. 100, $150 Victrola No. 110 $225 Victrola No 120, $275 Victrola No. 130, $350
Mahogany, ocak or walnut Makogasy, oak or walom Victrola No. 120, electric, $337.50 Vicuolh:’:. 130, electric, $415
aogany or
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IPERSISTENT ADVERTISING NECESSARY TO-DAY

HE importance of advertising is not always as seriously con-

sidered by a great many members of the trade as 1t should be;
in fact, with many the use of publicity is a matter of mood rather
than of sound business practice. \When times are good and busi-
ness is booming they limit their advertising ‘because they scem to be
getting business without it. \When times are bad and they are de-
pressed about the general outlook they feel that they haven't got
the money to spare for advertising. The result, consequently, is a
business that in boom times is little above the average and in bad
periods is simply stagnant.

This attitude shows a lack of concentration, an absence of the
proper comprehension of the importance of publicity as an out-
standing factor in achieving success. Too many people consider
the money spent for advertising as a gift—as just thrown away—
when, as a matter of fact, the money spent for advertising is an
investinent that pays large dividends when the publicity is correctly
conceived and properly presented to the trade.

It is steady, persistent advertising, yvear in and year out, in both
good and bad periods, that builds business and enhances prestige.
The publicity that is seemingly unnecessary when the demand ex-
ceeds the supply is nevertheless working steadily to build up and
maintain a reserve demand when there is any forn of depression in
the trade field.

Look around and you will observe that the successful concerns
—those that dominate every industry—are without exception the
hig advertisers and, mark you, they are big advertisers not because
they happen to have the money to spend, but rather because the ad-
vertising which they put forth has been a vitally important factor
in the growth of their enterprises. Many of the successful concerns
started in a humble way, but they were dominated by men who had
vision and a full comprehension of the value of advertising. They
put money into this department of their business, fully realizing that
it would pay a profit and that it was as vital to their success as the
money spent in making reliable products and in selling them through
their traveling men.

The matter of publicity should really receive greater considera-
tion from those who made the mistake of cutting down appropria-
tions last year. The manufacturer who desires to emerge from the
“recuperation” period successfully, with his name and fame aug-

mented, should invest heavily in advertising and thus realize its im-
portance and value as an element in his success.

When a trade paper talks about advertising it is viewed by soimne
people suspiciously. They are apt to say that the publisher is making
a plea for himself, but, be that as it may, there is a fundamental truth
that can’t be denied, and that is that advertising is the greatest pos-
sible factor in achieving business success to-day. Those who believe
in this policy will win out; those who play with it in part are only in
a degree successful ; those who ignore it fail. It is, therefore, neces-
sary to.study the facts and be governed by the conclusions.

I WILL RADIO CRAZE AFFECT OUR INDUSTRY?

HE great spread of interest in radio broadcasting services estab-

lished and maintained by the various electrical companies, and
the featuring of talking machine music and in many cases the talk-
ing machine artists in person in connection with the daily concerts
sent out by the broadcasting stations have led a number of members
of the talking machine trade to wonder just what eflect this radio
craze will have on future sales of talking machines and records.

Just at the present time it is impossible to judge the permanency
of the enthusiasm regarding radio concerts, and any possible danger
to the talking machine trade lies in the development and improve-
mnent of radio music reproduction to a point where it offers a real
musical value rather than simply a novelty. Under existing condi-
tions the radio enthusiast who establishes a receiving station in his
home must depend upon various conditions to permit him to receive
perfectly the broadcasting service, and when the music is heard it
almost always lacks the quality which would be demanded of the
living artist or of the instrument reproducing the singing or playing
of the living artist.

There is, of course, equipment available that will receive the
radio waves from stations hundreds of miles away as distinctly as
though the operator were really sitting in the same room in which
the concert is given, but such receiving stations represent an invest-
ment that the average talking machine purchaser will hardly con-
sider unless he is given a definite guarantee for what he is going to
receive in the matter of broadcasting service and just how permanent
that service will be.

Just at present the interest in wircless telephony does not in any
sense represent a menace to the sales of talking machines, records, .
or other musical instruments, any more than does the opening of a
new theatre or music hall represent a menace. It is more likely, in
fact, to stimulate interest in talking machine music on the part of the
comparatively few citizens who can claim complete ignorance re-
garding the musical possibilities of that instrument.

It may be that the radio craze will develop into something per-
manent, but that is likely to be far in the future and may be expected
to supplement rather than replace the actual music produced or repro-
duced by talking machines or other instrimnents. One of the big
thoughts is that the radio enthusiast has no choice in the type or
quality of the music offered to him in the broadcasting program and
inust accept what is given without question. Vith the musical in-
strument in his own home he is free to arrange his own programs
and listen to the sort of music that appeals to him most. This possi-
bility for individual musical expression is something that no radio
service, however elaborate, can hope to take away from the musical
instrument in the home.

| HOW SOCIAL SIDE OF ASSOCIATION HELPS !

T quite regular intervals there is heard in the trade criticism of
A trade associations, the argunent most generally used being that
their accomplishments are of a social rather than a busines's nature.
Judging from results, however, it is a question as to just how
strongly the social activities of business associations should be con-
demned. Tt is quite evident that the active business man hesitates
about leaving his establishment for one day, or perhaps several, for
the sole purpose of participating in a jamboree with his contempo-
raries and competitors, but it is equally evident that the same
business man is not overenthusiastic about giving up such time as
he can snatch from his business to association activities entirely for
the consideration of deep problems. .

Experience has shown that associations wherein both business
and social affairs receive a fair proportion of recogmition are gen-
erally the most successful in the long run, both in §iz_c am:] in accom-
plishments. The priniary function of an asseciation 1s to bring
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members of the industry together and have them co-operate in the
consideration and development of plans ior the betterment of the
industry and for the elimination of any evils that may exist. Cer-
tainly members who, throngh a strict adherence to business in the
meetings, come as strangers and go away as strangers through lack
of opportunity for mixing with their fellows, cannot be cxpected
to work to the best advantage of the association membership as a
whole. The social side of the association work must receive atten-
tion. The individual who meets his competitor in association
circles, learns to call him by his first name, finds out his many good
points as a man and his real personal views on various phases of
business, is doing much to make impossible competitive conditions
that are unethical and annoying.

There are so many things that might be done to a stranger
without a twinge of conscience that would seemy rather raw and
unclubby when tried on a fellow, even though he is a competitor,
who is regarded as a personal as well as a business friend.

AVOIDING LOSS ON INSTALMENT SALES

ALKING machine merchants in New York State, in common
with members of the piano and furniture industries, are interested

in the efforts now being made to have transformed into a law the

bill which is now before the State Legislature making it obligatory
upon moving men to report to the police all removals of household
goods, with the name of the houscholder together with both the old
and new addresses.

The need for snch a law is obvious, for such registration provides
a most direct means of avoiding loss of goods out on instalment con-
tracts. In the larger cities, particularly, talking machine and furni-
ture men will find such protection of great value. It will virtually
put an end to a practice, common unfortunately, of buying on instal.
mients and then removing the product purchased to parts unknown.

The plan of having all movers of houschold goods registered
has worked out successfully in various sections of the country, and
has unquestionably saved to merchants hundreds of thousands of
dollars, not only in the value of the goods taken away by careless
and dishonest purchasers, but in the expense of maintaining searchers
to trace such goods. The bill is one of a sort that imposes no hard-
ship on the honest citizen, while at the same time it serves to dis-
courage the activities of a type whose ethics are not commendable.

l CARUSO FOUNDATION WINNING SUPPORT l

HE work of the American Cariso Memorial Foundation is. ac-

cording to reports, progressing rapidly, and during the past few
weeks there have been given in connection with the celebration of
Caruso’s birthday anniversary a mumber of elaborate concerts in
New York and elsewhere that have added materially to the fund.
which has a million dollars as its ultimate goal. Prominent artists
who have been closely associated with the talking machine have ap-
peared prominently in the various programs, and it would seem as

though the mcmbers of the talking machine trade as a whole should
be inclined to take an active part,in the work for the memorial, for
no individual artist did more to establish the standing of the talking
machine as a mmnsical instrument than Carnso. He was onc of the
first great stars to see the possibilities of talking machine reproduc-
tion, and his willingness to associate his name with a comparatively
new product without question had a great influence in dictating the
attitude of other artists of almost equal standing.

I THE PROBLEM OF THOROUGH DISTRIBUTION

IHE question of the successful distribution of talking machines,

or, for that matter, any other product, does not lic alone in the
number of dealers established in a given territory, but depends pri-
marily upon the efforts put forth by dealers already established to
cover the territory thoroughly and properly.

It might be well for talking machine manufacturers and whole-
salers in some cases to make a stndy of whit a given territory may
be expected to yield in the matter of business, and what the present
dealer is doing to get that maximum business with a view to helping
him in his sales campaign, if the proper spirit is shown, rather than
to simply open up other dealers in the same section.

To divide a certain quantity of business between two dealers
simply means the opening of a new wholesale account and frequently
prevents either retailer from getting a sufficient volume of sales to
offer him a fair income. If the retailer docs not appreciate the value
of his franchise and neglects his territory, it frequently proves a
matter of policy cither to replace him with with a live retailer or to
put competition in the territory to stimulate his efforts. Dividing the
territory under other conditions, unless the territory is so large that
it cannot be handled properly by one concern, is likely to act as a
detriment to the distribution plan through causing a let-down of
effort. Reaching the greatest number of people and reaching them
effectively and in a way to encourage buying is the big problem of
to-day in this and other industries, but it might be well to determine
whether or not existing agencies may be stimulated to increased
efforts before the established dealer is asked to divide with another
a volume of trade that is not any too large as it stands

| NEW YORK'S THIRD ANNUAL MUSIC WEEK

VERY indication points to the ultimate success of the Third
E Music Week Celebration which is to be held in New York from
April 30 to May 6, and active preparations for which are already
under way. The success of the two previous Music Week celebra-
tions has made a deep impression on those who, for one reason or
another, are interested in music, its exploitation and its advancement,
and even before the dates for this celebration were announced the
National Bureau for the Advancement of Music received numerous
inquiries regarding the contemplated plans.

This campaign for the propagation of music should enlist the aid
of all branches of the talking machine trade.

TELEPHONE NUMBER
FITZROY 3271—3272--3273

This statement is very clear and undeniable.

As equally well proved and unquestionable is the statement
that Victrolas plus Victor records form a merchandising com-
bination that is unequalled.

Victor retailers-—place all of your energies behind this
superior combination for the best results.

Ormes Service will co-operate to the fullest extent within the
bounds of good business.

ORMES, Inc.

15 West 37th Street

- WIS MASTEK S VOICE

REG. WS PALOFF

24-2—4

Wholesale Exclusively
New York
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POSSlbllltleS of Increasing Record Sales
 Through the Co- operatlonof Repalr Men

T r d tment can be made one of the
most valuable adjuncts to the talking machine
business if properly handled. Many establish
ments have eficient and profitable repair depart-
ments t very few realize the many ways in
which this branch of the business can be made
to bring profits to the coffers of the company in
addition to the returns from actual repair work.

Repairmen should be chosen not only for their
mechanical skill in putting broken and defective
machines back in shape. but they should also be
selected for their quatlities as salesmen. This is
extremely important when the fact is taken into
consideration that the repairman has welcome
access to the homes of talking machine owners
and has opportunities for sales talk either in the
interests of records or machines which the aver-
age outside salesman or canvasser very seldom
encounters. In short, the day of the untidy,
often discourteous, purely mechanical repairman
is rapidly drawing to a close, and it will not be
long before the species is extinct. The man with
sales abitity will be given preference.

The repairman of the future will understand
the mechanics of the talking machine thoroughly
and he will be a clever and intelligent salesman.
One large progressive dealer specializes in his
repair department and the returns in increased
record sales and the sale of an occasional ma-
chine bring a steady stream of profits to him.
\When he sends a man out to repair a machine in
responise to a call from a customer he lays a
subtle campaign. First he goes through his list
and finds out the particular kind of music which
appeals to this customer. He then sclects sev-
eral of the latest records containing the kind of
music which that customer prefers and turns

SEND FOR YOUR

them over to the repairman, who takes lhem
with hitn on his call.

He arrives at the homie, and when the job of
fixing the machine is completed, instcad of test-
ing with some of the customer's records, he
places one of the latest records on the instru-
ment

In many cases the mistress of the house is
an interested spectator while the repairing is
going on, and she certainly is present when the
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Repazr Men Possessing

Real Sales Ability Can
E_. Make Many Record
Sales While Calling

on Customers of House
F'?m 7 T NG O MR e

job is completed and the machine is being tested.
The plaving of the new record naturally interests
ker because she likes that brand of music. The
repairman, who has a considerable knowledge of
salesmanship and records, does not make a direct
attempt to make a sale. Instead, he casually
remarks that the dise which is playing is one
of the latest recordings and mentions the name
of the artist. The sale in the majority of cases
makes itself. If the lady of the house is inter-
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Mr. Victor Retailer—
Would you spend 15¢ to bring a customer into your store
and keep your name constantly before a Victrola owner?

We'll say you will! That is why we will send you a free
sample on request of our Advertising Sales-Building-Record

Brush.

o™

YOUR ad inserted without extra charge.

KNICKERBOCKER TALKING MACHINE CO.

Victor Wholeaalers

138 West 124th St.

New York City

ested hc produces his other records nnd demon-
strates them for her.

The wise dealer will do everything in his
power to train his repair staff in salesmanship
and cncourage it in this manner of making
sales. The dealer mentioned abové stitnulates ‘his
staff to make sales by an equitable system of
commissions. \When a man knows that his ef-
forts will be rewarded in proportion to the results
produced it follows that he will try by every
means known to him to produce the greatest
possible results.

\Where a dealer employs only one repairman
the possibilities in this direction may scem in-
finitesimal, but, as has been said and written
many times, it is the little things that count, and
i* the above plan is tried out for a year and a
close record is kept it will be found, provided
that the proper methods are pursued, that con-
siderable profits have resulted. a large part of
which would have been lost otherwise. It is
truly the little things that make or break a busi-
ness, especially the talking machine business, and
the dealer ivho overlooks several of these possi-
bilities is not doing the business he should. The
survival of the fittest is still a maxim of basiness
hife as well as any other kind of life, and over-
looking bets, no matter how small, is a sign of
vnfitness.

WHAT GOES INTO UDELL CABINETS

Udell Works Explains Just What Descriptive
Terms in Catalog Mean

The Udell Works, Indianapolis, prominent
wanufacturer of music roll and talking machine
record cabinets, together with book cases, writing
desks, etc.. has included in its latest catalog the
following definite notice regarding the quality of
materials entering into the Udell products:

“The following explanation is made in order
that there should be no misunderstanding of the
descriptive terms used in this catalog:

“\When a piece is described as mahogany front,
it means that it is mahogany vencerced over some
other wood.

“\When a piece is described as mahogany, it
means that it is mahogany vencered, top, front
and ends.

*“\WVhen a piece is described as solid mahogany,
it means that all exteriors, except back. bottom
and shelves, are of solid wood of the kind desig-
nated.”

These descriptions arc in ¢conformity with the
official standard descriptions adopted by tne Na-
tional Alliance of Case Goods Associations at
Atlantic City last Octobeér.

“TALKER” HELPS TO SELL BANJOS

Banjo Manufacturer Places Talking Machine in
Salesroom as Demonstrating Aid—Good Pub-
licity for Machine Used by Dealer

Demonstrating banjos with the aid of a Victor
talking machine is the effective plan followed by
William Lange, banjo manufacturer. Mr. Lange
has placed a Vietrola in his salesroom and when
a prospective customer enters the store with the
intent of looking over the line of instruinents the
tone is demonstrated by mecans of an ordinary
record on which banjo selections are played. Of
course, he only chooses those records the artist
of which he knows uses one of his instruments.
The plan is not only proving worth while in pro-
moting the sale of banjos, but it is also a good
avenue of publicity for the talking machine.

Where both talking machines and small goods
ace handled the dealer has an opportunity of
sclecting records which feature the instruments
he carries, such as the trombone, violin, cornet,
etc.
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Phonograph

Style 110
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Mahogany or \Walnut MElognTior Nk

built on the solid foundation of experience gained in more than
82 years as manufacturers of instruments that produce good music

WE OFFER TO THE TRADE

A Beautiful Phonograph
. of
BETTER TONE
BETTER DESIGN
BETTER FINISH

Let us show you our Stlendid Instruments, or send you

details of our attractive proposition. WRITE NOW!
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J. & C. Fischer

417 West 28th Street New York Citv
EST. 1840

Oldest

Piano Makers
in New York

Style 150 Style 140
Mahogany or Walnut - Mahogany or \Walnut
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Resourcefulness is oue of the most essential
characteristics of the successful salesman,
whether hc be a retailer of talking machines
r a vendor of any other kind of merchandise.
The writer was the witness of an interesting
lcmonstration of sales resourcefulness that was
rewarded by a substantial sale in a talking ma-
chine shop the other day.

The proprietor had just made a memorandum
that he was out of a certain record and that
he must replenish his supply of that number
without delay. Just at that time a lady cntered
the storc and asked if he had that particular
record. Knowing that therc was not a single
one in the store it was with some little surprise
that I heard him say, “Just a moment, please,
I shall have to go back to the stock room and
see if | can find you one.”

He was gone some little time, obviously in
search of the requested record. During his ab-
sence the resourceful merchant's ruse became
apparent to me as soon as | observed the glance
of the customer straying about the salcsroom.
While she waited for the return of Mr. Pro-
prictor she read the various advertising strcam-
ers and posters, as well as the various record
lists on the counters. She also discovered a
record album which seemed to remind her that
she necded onc. Right then and there | de-
cided that there was a method in the dealer’s
scarch, which was quite obviously a vain one.

At this point the dealer returned with the re--

gret that the record was out of stock, [He would,
however, be very glad to supply the lady with
it the day after the next. To this she acquiesced
and then proceeded to purchase the album she
had remembered she needed and a John Mec-
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' Some Tlmely Suggestions and Selling Ideas
for Talkmg Machlne Dealers
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Cormack record suggcested by a poster which
she had rcad during her wait, A little persua-
sion on the part of the dealer and he sold
her several other Red Seal records. This mer-
chant knew what he was doing. He tells me
his motto is: “Kcep Them in the Store as Long
as Possible”

Speaking of John MeCormack records. Saint
Patrick’s Day is with us again, or rather it will
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= Resourcefulness Pays
at All Times — Fea-
turing Saint Patrick’s
Day in Window and
= Newspaper Displays
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be with us in a couplc of days. We now have
the Irish Frec State, which should mean that
that portion of the American population which
proudly traces its ancestry back to the Emerald
Isle is more responsive than ever to Samt Pat-
rick's Day suggestions. Let us consider a few
oi these appropriate suggestions.

In the first place, it will be well to make sure
that your stock is sufficient to meet the demands
for such appropriate reccords as those of John
MeCormack, Walter Scaulan, etc.. etc. In case

=
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v By Thornton Hall

your supply of them is low you have just about
time to rush an order to your ncarest jobber.
It is a matter of record that these records al-
ways scll well with very little pushing at this
season of the year. Do not be caught without
them. With the exception of Christinas, no holi-
day appeal is ever quite so effective as the birth-
day of Ireland’s patron saint.

Last year a Pennsylvania decaler carried out
the idca with the following newspaper ad:

KELLEY—THE POPULAR NAME
OF THE WEEK
The name of Kclley has always con-
noted somcthiug rich and ripe in the
way of wit and humor. Saint Patrick’s
Day is the Day of the Kelleys, the world
over,
The particular Kellcy we have in mind
is Walter C. Kelley—the famous Vir-
ginia Judge, Story Teller Extraordi-
nary, Raconteur of Raconteurs.
You know Judge Kelley—how rich in
humor and human interests his anec-
dotes always are!l Have you heard his
latest record on the Victor? A ten:
inch series of witty yarns it is—a
chuckle to the inch, and anolhcr bunch
on the other side.
And they're not like other stories; you
can hear them with pleasure over and
over again. Come in and hcar them
once.

This ycar you have another opportunity for
a timely ticcup. For cxample, therc are the
O 'Neil records, “Peggy” and “Micky.” Re-

(Coutinucd on page 14)

Arm and Reproducer

Made in Two Lengths:
8" and 9”

The New Empire Univer-
sal Ball Bearing Tone

WE are prepared to submit to re-
liable manufacturers samples of

Individuality in Your Product Will Mean More Sale for You!

The Empire Universal
Pivot Base Tone Arm
and Reproducer

Made in Several Lengths.

our tone arms and reproducers in order
to cnable them to determine the merit
of our product. Our prices are low and
the quality of our product is second to
none.

Write or wire us for samples and
quotations and give us an outline of
your requirements.

THE EMPIRE PHONO PARTS COMPANY, 1362 East Third Street,

Established in 1914

Cleveland, O.

Manufacturers of High Grade Tone Arms and Reproducers
W. ). McNAMARA, President
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Are you getting Your Profits
on this new idea ¢

Walter Camp’s famous “Daily Dozen” Exercises, set to music
on phonograph records, leap into blg
sales wherever featured

THE TALKING MACHINE WORLD B 13

prominent stores as Lord and

Taylor, John Wanamaker,
Bloomingdale Bros., Frederick
Loeser & Co., Abraham & Straus.
Davega (5 stores), Kay Talking
Machine Co., Ideal Talking Machine
Co., Musical Instrument Sales Co.,
and others have stocked the “Daily
Dozen” records and charts. They
demonstrate and sell them. You,
too, can increase your sales by
stocking the Health Builder System.
Everywhere the public is enthusias-
tically taking up this new idea of
exercising to music. This 1s your
opportunity to cash in on this popu-
lar interest.

lN New York City alone such

“Hecalth  Builder”
Records are sold in
sets consisting of
five 10-inch double-
disc records, 12
charts  containing
60 rcal photo-
graphs, and booklet
of instructions

People flock into the stores
from curiosity—and
stay to buy

A demonstration in your store
of the Health Builder records
will attract crowds and create
business. People are fascinated
by this new system of exercising
to music. Thousands have writ-
ten us giving their endorsement
to this big movement. For ex-
ample, Mrs. Charles G. Hickish,
La Crosse, Wis,, says: “We wish
to express our delight with our
set of records and exercises. Our
entire family of eight, including

i f .u---n C’}mt Nog -——
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the maid, are taking them. The
children are fascinated with
them and bring in the neighbors’
children to do them.”

Here’s your opportunity to tie
up with A NEW IDEA, which
i1s a proven success. This one is
more fascinating and enjoyable
than a new game. It gives the
people something to do to
the music of their phono-
graph, and they like it, just as
they like to dance to phonograph
music.

“Health Builder” records are
sold in sets; each set consists of
five 10-inch double-disc records,

with commands and instructions
given in a fine, clear-speaking
voice and specially selected
music for each exercise, 12 charts
containing 60 real photographs
and a booklet of instructions
written in Mr. Camp’s clear,
forceful style. This course is
proving itself to be the most
profitable phonograph record
proposition ever put before the
dealer. See for yourself. Mail
coupon today for sample 10-inch
record, with chart and full par-
ticulars to you. We give full co-
operation to help you boost your
sales. Sign and return coupon

today——it does not obligate you
in any way.

Health Builders’,

334 Fifth Avenue
DAVEGA

Disteibutor for New York City
831 Broadway

Health Builders,
Dept. K
334 Fifth Ave.,, New York.

Without obligation to me, vou may send pre-
paid one 10-inch double-disc “Health Bmlder“
record, carrying four of Walter Camp’s “Daily
Doun" with four charts—and your special
prOposmon to dealers. 1 have the privilege of
returning this outfit.

Dept. K

New York

Name

Address
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SUGGESTIONS AND SELLING IDEAS

(Continued from page 12)

member how popular “Peggy O'Neil” was?
She is not dead yet. Give her a new lease of life
by associating her with Saint Patrick. And her
brother. “Micky O'Necil,” the companion piece
that has already hegun to share her popularity.
La this hit eflectively by linking it up with
Sevaileenth of March.

And there are many other sclling ideas that
can be utilized in the month of March. There
is the casc of the New York City dcaler who

st vear brouglht in the universally noted ten-
dency of the wintry winds to blow during this
turbulent month. He introduced a '‘weather
inotif” into his window display in the following

....... .
Haiicy

He firzt divided his window space in halves
by means of a cardboard partition representing
the cxtcrior wall of a house. The left side was
the outdoor part of the picture and the right
side showed the comfortable interior of a home.
In the outdoor secction he concealed a rapidly
revolving electric fan and cut up thousands of

¥
the

flakes of white paper snow. The whirling snow
effectively and picturesquely gave a shuddering
idea of March weather at its worst.

By way of contrast the other half of the dis-
play offered a living room of the most comfort-
able sort. There was a cardboard fireplace, a
handsome talking machine, a beautiful lamp and
licaps of records strewn about. No neced for
explanatory posters. The artistic display pointed
out its own obvious moral. This brainy mer-
chant reccived many congratulations upon the
cleverncss of the idea and he attributes the sale
of a number of machines and of countless rec-
ords to this *“Marchy” display.

While on the subject of window trims it might
also be well 10 speak of one that this same
dealer is going to use this month. This time it
is a Saint Patrick’s trim, but, in keeping with
the policy of the store, it will be a dcparture
from the stale and hackneyed window idea com-
monly used. That is, instcad of merely sprin-
kling about the window a profusion of stove-
pipe hats garnished with Shamrocks and c¢lay
pipes, he plans to show his customers some-
thing out of the ordinary.

What others think
of TONEPENS

“I put on one of the William Tell records on an old $5
Stewart and was surprised that such music could come

from such an old machine.”
—A.E. Hoffman, United Y. M. C. A. Schools, N. Y.

“We have tried the sample Tonepen on 73 records and
find no change in the tone and no noticeable scratching

noise.”

—Kahn's Music Shops, Boston, Mass,

“We ..

. find it the best needle . .. we have ever had.”

—The Martz Music Shop, Kokomo, Ind.

“We found this needle to be very satisfactory indeed.”
—Manophone Corporation, Adrian, Mich.

“We believe these are the best needles yet tried.”
—New Mexico Phonograph Co., Albuquerque, N. M.

“I am much pleased with the sample Tonepen which

you sent me.”

—J. H. Ellis, Milwaukee, Wis.

TEST THE TONEPEN AT OUR EXPENSE

Write for free samples and attractive dealer offer

TONEPEN COMPANY

217-A Center Street

New York City

He is using the same divided window effect
that proved to be such a sure-fire winner a year
ago. The subject is "Exercise,” for it features
the “Daily Dozen" exercises on talking machine
records which he includes among his wares. The
left part of the window is given over to the
Mar¢h Seventeenth tie-up. Its title is: “One
Way to Exercisc” and it show a group of Black-
thorn Shillalahs. The trimming is done with
green c¢repe paper and a large oil painting of
the famous “Donnybrook Fair” has been bot-
rowed from a library for the ccnter of the dis-
play.

“The Modern Way to Obtain Your Daily
Exercise’” is the title of the contrasted half of
the display, which is an arrangement of an
efiective exhibit of the “Daily Dozen" system
of exercising. The dectails of this part of the
trim have not yet been worked out in full, but
the idea is a good one and well worth using by
other dealers who are carrying this proposition.

Use the biting winds of March to blow its
“pep” into your salesmen’s lungs. Let us hope
that the Irish displays will imbue them with
the desire to fight hard for more business, not
only in March, but from now on,

GIVING RECITAL IN MIDDLE WEST

Princess Watahwaso, Well-known' Victor Artist,
Interesting Large Audiences Wherever Heard
—Under Auspices of Distributors

The Princess Watahwaso, mezzo-soprano and
well-known Victor artist, is touring the Middle
West giving recitals under the auspices of Vie-
tor distributors and dealers. In a large audi-
torium in St. Louis Princess Watahwaso gave
a serics of three recitals of Indian songs, dances
and folklore under the auspices of Miss Blanche
Rosebrugh, in charge of the Victor educational
department of Scruggs, Vandervoort & Bamey.
Princess \Watahwaso also gave a serics of re-
citals among the retailers of the Koerber-Bren-
ner Music Co. Among these enterprising deal-
ers was the Cline-Vick Co., which operates many
stores in Southern Illinois. Fay Luyster, who is
in charge of the activities of this company, has
recently completed the salesmanship course at
the Victor factory and is using many of the
helpful ideas gleaned there in the advancement
of this business. Following the completion of
this Middle West trip Princess Watahwaso will
appear in Camden, Bryn Allyn, and will then
return to New York to continue her work in
the New York schools.

INCREASING USE OF SIGNS

Harry Cuddeback, of the Da-Lite Electric Dis-
play Co., Toledo, O., was a recent visitor to The
World sanctum in the course of his monthly visit
to New York, and spoke in very enthusiastic
terms regarding the general outlook. The in-
creasing use by dealers in talking machines and
music of the signs made by this company is testi-
mony of the keener appreciation by merchants
gencrally of the value of modern and artistic
advertising methods in bringing thc products
which they handle to the attention of the pur-
chasing public.

TO MOVE TO LARGER QUARTERS

The Cable. Piano Co.’s store in Chattanooga,
Tenn., will be moved en April | from its present
location at 117 East Eighth strect to handsome
new quarters at 115 East Scventeenth street,
wherc double the present space will be available
for the requirements of the business. The store,
of which J. H. Shaw is manager, reports a large
and growing business in both pianos and Vic-
trolas.

FARGO MUSIC CO. IN NEW HOME

The Fargo Music Co., of Fargo, N. D., has
leased the store adjoining its present quarters
to provide increased floor-space.made nccessary
by its rapidly growing business. The new store
it one of the most attractive in this section.
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Is There a Definite Science of Talkmg Ma-
chine and Record Salesmanship? By w. Braia White

r-.a-\.—--w-r«.-'l-J JL"‘[' ¥ i

Ever since men began to think in terms of
scientific accuracy about their daily affairs there
has been more or less attempt to formulate some
sort of scicnce of business conduct. The aim has
always bcen to provide a sct of rules whereby a
man may direct his thinking, and translate that
thinking into action, in such a manner as to give
him the result to which he naturally looks for-
ward as the reward of his efforts.

Within the last generation many efforts have
bcen made to translate rules for business guid-
ance into practical form from a basis of scien-
tific rcasoning. Unfortunately the attempt has
been founded on premises often patently false
and somctimes cven nonsensical. But within
the last ten ycars the art .of salesmanship has
Leen studied under conditions which allow for
something like precise and scientific observation,
and it ought by now to be possible to state with
some approach to finality what that art really
amounts to and how much of it ¢can be charted
and plotted in a scientific way. In other words,
we should be able now to answer thcse ques-
tions:

Is there a science of salesmanship?

Can it be applied in daily life?

To which, in our casc, may be added a third
question: How far, supposing that a favorable
answer can be given to the other questions, can
any rules or principles be applied to the art of
selling the talking machine, its records and its
accessories?

The Suggestion Fallacy

A good dcal of what is called “scientific sales-
manship” rests upon theorctic considerations
whose validity has never been above question
and. in fact, has frequently been called in ques-
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tion. Some yecars ago there was a craze for
teaching the mental-suggestion sort of salesman-
ship, the "look your man in the cye” sort of
salesmanship, the sort of salesmanship which de-
pended upon committing to memory a lot of
rules intended in fact to give the salesman the
power to persuade the prospect against the lat-
ter's will. It was a coinbination of psychological
misinformation with undigested hypnotism,
mixed into a sort of literary hotch-potch and
sold to gullible young persons as an infallible
method for coining money out of the profession
of salesmanship.
The Scientific Basis

Like all previous business panaceas this one
has pretty ncarly had its day. In the reaction
fromi its absurdities thcre has been a tendency
to overlook the fact that salesmanship is as
much a matter for analysis as is any other fea-
turec of men’s daily conduct. Genuine psychol-
ogy simply trics to find out everything about
why meun do thus and so in given conditions.
Now the man who is trying to scll anything,
whether a talking miachine or a million-dollar life
insurance policy, is undertaking a task in which
obviously it will be extremely important for him
to do everything in the best way possible. He
needs all the help he can get. Hence the impor-
tance of any scicntific inquiry into those mental
processcs and physical actions which together
make up the work of sclling or of trying to sell.

The Order-taker Ideal

In the talking machinc industry we have not
proceceded much beyond the old “order-taker”
ideal, That ideal is most perfectly represented
by the department store clerk. The woman who
gocs to a departinent store 1o buy has usually

"

been persuaded in advance by ncwspaper adver
tising. She is usually after a bargain; and 1 she
is not after a specific bargain she is looking
around to see what she can get for a certain sum
of moncy in terms of some goods which she
wants or needs. The clerk does not need to do
any scientific work with her, for she knows what
she wants and in most cases cannot be per-
suaded to do anything which she had not pre-
viously determined to do. To the department
store’s customer then, the clerk is principally a
sort of mechanism for showing goods and giving
information about them in response to qucs-
tions. Not once in a hundred times is there, or
can there be, any systemati¢c salesmanship.
Consider the Opportunity

It nught be argued by some that talking ma-
chine salesmanship is rcally not much better. Yet
this would be a great mistake. For there is just
as much opportunity for the display of sclling
talent in retail talking machine stores as in the
officcs of bond brokers. The American pcople
are popularly supposed to be thoroughly ac-
quainted with the merits and becauties of the
talking machine and to need no education in re
spect of its desirability as a posscssion. Yet this
15 not so. The American pcople arc gradually
getting to that frame of mind, but they have
yet a long way to go. Neither in rcference to
principles of value, nor in respect of musical
choice, nor as regards appreciation of its pos-
sibilitics, has the public in general any adequate
ideas about the talking machine. The task of
placing these ideas before the American people
in an cffective manner is a task of peculiar impor-
tance just now and onc which should engage the

(Coul.-'uufd on page 18)
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Seven years ago Pearsall
Service was inaugurated.
It’s been the leader ever |

since.
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Ask any Pearsall Dealer—he will tell you

““Desire to Serve Plus Ability’’
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4000 Subscriptions

Columbia Dealer Service Materials, including the monthly Display
Service, are furnished to Columbia Dealers strictly as sales produc-
ing **Helps'’ without profit to the Company, except as they help sell
Grafonolas or Columbia Records for Columbia Dealers.
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Testify for this Service

NO’.\'-SUBS( RIBING Columbia Dealers should carefully consider the weight

of this recommendation now.

Merchandisers generally are learning

that the creation of a buying impulse at the place of sale i1s the most eftective

form of present-day advertising.

People buy more carefully today. Window-
shopping precedes nearly every purchase.

How do your windows explain the attractive-
ness of your merchandise and your service?

They used to go looking to see what they
could buy.

What is there about your displays that over-
rules present-day caution?

Most folks want more things than they have
dollars to spend.

How do you argue that they need music —
instead of something else?

A mere phonograph and some records in the
window don’t mesn as much as they did.

How do you illustrate the enjoyment a
Grafonola will bring unless the Records it
will play are made pictorially interesting ?

These are nadern conditions. Itis penny-wise and pound-
foolish to economize on your valuable display windows
at the expense of store sales. We urge you to join the
ranks of the big majority of Columbia Dealers who have
found the Display Service profitable. If it sells only one
75c Record every three days, you're not spending a cent.

The desire for music still exists.

What is there about your exhibit which
stimulates this desire?

Not so long ago any record was wcrth a dollar.

What is there in your windows to satisfy
anybody there’s 75c¢ worth of real fun in
every Columbia Record ?

As far as appearance goes, one record looks
pretty much like another.

Who can prefer the Record by Jolson or Van
and Schenck unless they know these artists
sing only for your Records ?

There are prospects passing your store regularly
who have never come in

Has your store faded into the surrounding
scenery to them, or do you keep it fresh and
interesting by constant change in displays?

Send your subscription for the Columbia Monthly
Display Service, to begin with this April st 1ssue. to
your regular Columbia Distributor, at once. Regularly
thereafter your postman will deliver a complete nud-
month and 20th list trim which will relieve you of
chronic window-worry at the small cost of $3 a month.

COLUMBIA GRAPHOPHONE COMPANY
New York City




18 THE TALKING MACHINE WORLD

Marcn 15, 1922

SELECTING THEIR FAVORITES

The ALBUM method EXCELS all other RECORD FlLlNG'systems EVER TRIED_
A Price Reductions #

35% 10 40%

within the past year.

help some in lowermg costs,

ALL OTHER DISC RECORDS

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

New York Ofiice, 54 Franklia Streel, Telephone, Franklia 1227, James E. Magoire, Represenialive

\ : It will be to your
interest to write us for prices before plac-
g further orders for Record Albums.

Please mention quantity, as large orders

\WVe guarantee satisfactory Albums.

OUR ALBUMS ARE MADE TO CONTAIN VICTOR.
COLUMBI A, EDISON, PATHE, VOCALION AND

THE PERFECT PLAN

THE SCIENCE OF SALESMANSHIP

(Continuecd from page 15)

attention of all retail nerchants. Just as soon
as it is gencrally recognized by business men
that in our mdustry the sellnmg ol talking
machines and records at retail is a subject which
can Dbe scientifically formulated and studied
there will be, we think, a movéinent which will
not be checked until it has placed the entire
matter of music-mcans merchandising upon a
new and permanent fevel of method and system.
There Is a Science
There is indeced a science of talking machmne
sclling. 1t has nothing to do with secrets, with
suguestion or with half-baked pscudo-psychol
ogy. It, however, rests upon the unshakable
pasis of genuine psvchological observation; that
is to say, upon obsecrvations which have been
made solely with a view to discovering why men
act thus and so n these or those conditions.
This science of talking machine salesmanship is
not yct completely formutlated, but its main out-
lines may be laid down very bricfly. In so lay-
ing them down the writer asks the indulgence of
the rcader for any faults or crudeness of cxpres-
sion, since the whole subject is very new and
its paths almost as yet untrodden.
Five Leading Ideas
In the first place. then, we may say that the
selling of talking imachines involves the follow-
ing idcas:

I. Clcarly realizing oursclves that the ob-
ject of the sale is, fundame:ntally, to put the
buyecr in possession of mcans to entertainmest,
plcasure, interest, through the medium of repro-
ducing music in any of its forms.

2. Clearly realizing likewise that the prospect
i1s only half convinced of this fact in advance,
since the best of advertising copy can but start
into action proccsses of thought in the pros-
pect's mentality.

3. Undcrstanding consequently that the first
requisite of the salesman is that he or she be
personally persuaded that the talking machme
15 an unsurpassed instrument for musical enter-
tainment, pleasurc and education; which involves
and necessitates the salesman’s personally using,
and enjoying the use of, the talking machine,
knowing its musical possibilities, appreciating
its powers, understanding how to dance to its
music, -listen to its music, cnjoy and know its
nmusic.

4. Learning how to tcll the prospect a story
which will bring that man or woman into ap-
proximatcly the mental state toward the talk-
ing machine which the salesman already pos-
S€SSCS.

5. Dcmonstrating that therc exists a monc-
tary basis on which the prospect may organize
the possession of the entertainment, pleasure
and cdueation which has been envisaged by the
szlesman, withont undue hurt 10 his present finan-
cial condition, engagements or prospects.

Patented
1914

will.

501-509 Plymouth Court

A REAL MONEY MAKER

If you are not familiar with the new

BOSTON INTERCHANGEABLE LEAF ALBUM

Be surc to send for a sample immediately. The cnvelope leaves may be changed at
This new feature made possible only by our newly patented wood-back.

Remember, when you sell Real Merchandise, your customers will never trade clsewhere.

‘BOSTON BOOK COMPANY

Patented
1914

CHICAGO, ILL.

These five simple ideas comprehend the entire
technique of salesmanship and embrace demon-
stration, talk and close. They arc formulated
here strictly in accord with what is known of
the probabilitics of individual reaction toward
the talking machinc as a possible purchasc, in
the light of accepted psychological investiga-
tion, such as may be studied in detail in the
works of the best authoritics on business science.
In the course of a short article like this no more
can be done than clear the ground in drder that
the salient facts to be grasped may be set forth
in their full light.

With these prcliminary considerations, then,
let us close this present article, hoping to reopen
the subject and consider in detail the ideas hcre
bricfly forcshadowed, in a further article at an
carly datc.

1906 ADVERTISING SELLS RECORDS

Woman Selects Three Caruso Records From
Program Issued Sixteen Ycars Ago

James J. Davin, secretary of the Reincke-Ellis
Co., cites a casc that camc to his attention re-
cently to prove that there is no accurate way of
judging the time it takes for advertising litera-
ture to exhaust its selling power. A wowman rc-
cently visited the store of the E. W. Owens Co.,
Mankato, Minn., and asked to hecar some records
from a program she held in her hand, finally
purchasing three Caruso rccords. The clerk
asked to see the program and discovered that it
was onc issucd in 1906, entitled: “Three Pro-
grams by the Master Musician—the Victor-
Victrola.” Deing business on advertising sixteen
years old probably sets a new record—it proves
that an investment in publicity is continually
paying dividends.

TRENTON STORE 1S ENLARGED

Trenton, N. J., March 4.—Joscph P. Fee, pro-
prictor of the Record Shop, 236 North Warren
strect, has cnlarged his store and made a number
of other improvements to take care of increasing
busincss. Mr, Fee was the first dealer 10 open a
phonograph shop in Trenton, having started eight
years ago with a practical expericnce in talking
wachines and their construction. The repair end
of the business has been greatly enlarged to
facilitate the handling of repair work.

BECKER'S DOG LIKES MEDICINE

john H. Becker, the talking machine repair-
man, of 1207 Chestnut strect, Milwaukee, Wis.,
has a dog that is proving a good advertisement,
The dog, a bull terrier named Pyro, has learned
to take even the bitterest medicine without a
whimper and is used as a shining example by
the parents in the neighborhood who desire to
dose the children with castor oil or other medi-
cine bitter to the youthiul taste.
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Wonderful Sellers Timely Releases

OKJV Records

The Records of Quality

OKeh Dealers get the hits while thev are hits!
You know what that means—Rapid stock turn-
over and the good will of your patrons.

These six best sellers are the last word
superb recording, novelty and “pep.” That’s
what the public wants and that’s what vou will

find 1in all OKeh Records.

Six Best Sellers

404?7 ( PVE GOT MY HABITS ON—Fox-trot . .. LA, Bl e s A e Joseph Samuels’ Jazz Band
-in.
75¢ | MUSCLE SHOALS BLUES—Fox-trot. . . .. ... .Harry Raderman's Jazz Orchestra

4519 | WHEN SHALL WE MEET AGAIN?—Waltz .. ....Erdody and His Famous Orchestra

107|5nc'~[ BY THE OLD OHIO SHORE—Waltz Joseph Knecht's Waldorf-Astoria Dance Orchestra

1404?7 I BLUE DANUBE BLUES—Fox-trot Blue Diamond Dance Orchestra
7?‘: i KA-LU-A—Fox-trot. Hawaiian Guitar Effect by Virginia Burt. . . . Blue Diamond Dance Orchestra

4498 [ THE SHEIK OF ARABY—Fox-trot,
lO-in.I Ray Miller, Melody King, and His Black and White Melody Boys

75¢ | FOUR HORSEMEN-—Fox-trot Glantz and His Orchestra

‘:)5,15 SONG OF INDIA—Fox-trot Glantz and His Orchestra
75. | WHEN BUDDHA SMILES—Fox-trot Glantz and His Orchestra

f ATTA BABY—Fox-trot. . ............... ..... . Tampa Blue Jazz Band
i UNCLE BUD (Tennessee Blues)—Fox-trot. Tampa Blue Jazz Band

&%ﬁ& General Phonograph Corporation m\@ﬁ&

OTTO HEINEMAN, President ,§.
25 West 45th Street, New York City "ot ﬁigs;
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What is the hardest talking machine sale you
ever made, Mr. Dcaler? How did you put it
over

It is always worth while for a dealer to think
over his hard sales every now and then for the
purpose of checking up on the points that en-
abled him to put the sales over and in this way
gain suggestions and ideas for putting over other
hard sales.

For the purpose of learning how some suc-
cessful dealers have clinched their hardest sales
of talking machines the writer recently inter-
viewed a number of successful dealers. And, un-
doubtedly, other dealers will be able to get good
pointers from the things said by the men.

Here, for instance, is what a leading Middle
Western dealer in talking machines had to say
about his hardest sale:

“l think my hardest sale,” said this dealer
“was to a very well-to-do retired farmer. This
farmer had never had any real money in his life
until within recent years, when his farm land
increased in value to unhcard-of heights and
then he sold out at the peak price and retired
to the ¢ity to spend the rest of his days. This
farmer brought to the city with him his wife
and his orphan granddaughter, and he also
brought with him an ingrained tightness which
made it almost impossible to get him to loosen
up and buy anything beyond the mere neeessities
of life.

“l got on to this farmer through a patron
of mine who told me I ought to scll the farmer
a talking machine, because he cnjoyed music and
had plenty of money to spend for phonographs
and other things. Of course [ went around to
see this prospcct at once—as it looked good
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Dealers Tell of the Hardest Talking Machine
Sale T_hey Have Ever Made

for a quick sale. But—nothing doing! The
farmer was perfectly willing to talk—in fact,
I think he was mighty glad to have someone
to talk to. But as for even comnsidering the
purchase of a musical instrument—I should say
not!

'This old man interesfed me because he was
such a hard nut to crack and because he secmed
to take an evident delight in watching me butt
my head against a stone wall and because |
felt that some time or other somcone would sell

Checking Qver the
Points Which Helped
Close a’ Difficult Sale
May Uncover Some
Valuable Sales Hints

il A

him a talking machine and [ couldn’t sce why
I shouldn't be the person to do so.

“So I kept on calling on him., Eventually we
beeame friends. Finally, | learned that he had
onc worry in life—his pretty granddaughter,
who was just about twenty years old, didn't
stay home in the evenings hardly at all. She
didn't do anything wrong, of course, but she
preferred to spend her evenings at the homes
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- WHY NOT THE BEST?

The old established fact that the Best is the Cheapest
1s particularly true of Talking Machine Needles.

ALWAYS INSIST ON GETTING

LUXE NEEDLES

and you won’t be disappointed.

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

DON'T FORCET THESE FACTS

Perfect Reproduction of Tone ~ No Scratchy Surface Noise

PLAYS 100-200 REOCORDS

KJNG MACHINE WORLD

: By Frank H. Williams

Company, INCORPORATED

(40 cents in Canada)

T
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of her girl {riends, rather than at her own home

‘As soon as I lcarned this | saw that | had an
opening. Right away I talked to the girl, o0
whom 1 had been introduced and found out
that she liked music and dancing and that at
her friends’ homes there were talking machines
and dance records and that she had a fine time
at these homes danecing and listening 10 the
music.

“After this talk with the girl I felt certain that
I would soon make the sale. I went right back
to the store, got out a $250 machine, stocked it
with a good supply of dance records, popular
musi¢ and records of the sort of music I knew
the old man was intcrested in and sent it out to
his house with a note reading like this: ‘This
machine and these records will keep your grand-
daughter at home nights.” [ instructed the de-
livery man to give the farmer the note first be-
causc he had positively refused time and again
to let me send a machine out on trial. 1 felt
sure this note would win a hearing for the ma-
chine. I was right. The note did win a hearing
for the machine. And eventually the sale was
made. Since then this retired farmer has be-
come one of my best patrons in purchasing
records.

‘And my deduction from all this is that when
it comes to hard sales you can generally find
some opening which will lead to a sale if you
will become friends of the prospects rather
than trcating them mercly as prospects alone.”

Another successful Middle \Western talking
machine dcaler had this to say about his hard-
est sale:

“My hardest salc was to the trustec of a town-

(Continued on page 20)
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DIFFICULT TALKING MACHINE SALES
(Continued from page 19)

near our city. This man was a backuum-
ber all right. He wouldn’t buy a tractor for his
farm, he wouldn't have a farm lighting system
installed, he wouldn't have a phone in his house.
But he was genial and likable and had a big
foltowing in his township. I knew that if |
once sold him a mmachine | could make a lot
more sales in that township on the strength of
the trustec having purchased a inachine of me.

“So [ worked on this trustce hard. I toock a
tatking machine to his home and demonstrated
it [ made friends with him, had lnm look me up
when he came to town and pumped him full of
information and enthusiasm about music. But
still he wounldn't buy-=he simply couldn’t get out
of his lifelong rut—he simply couldn't get into
the attitude of mind where he could feel that a
‘new-fangled contraption’ such as the talking
machine was actually worth the money asked
for it.

I almost despaired of ever making a sale to
this man, but I persisted in my efforts, trying out
new angles of attack from time to timec. And
at last my efforts met with success. And what
do you suppose it was that put the sale overi
Simply making a sale to his township political
rival! It was merely by chance that I learned of
a bitter rivalry between the two men. The min-
ute I learned of this rivalry I saw my chance. |
told the rival that a talking machine in his
Liome would bring people to his home and there-
by help him in politics. Fle saw the point at
once and purchased a machine. Then [ went to
the township trustee, told him what his rival had
done and how it was helping the rival's political
aspirations and I then told the township trustee
that it was up to him to get an instrument at
once and combat the inroads on his popularity
which were being made by his rival's talking
machinc. And the sale was closed right then.”

A third dealcr, in speaking about his hardest
sale, said:

“While it is rather difficult to pick out some
specific sale and say that it is the hardest sale [
ever made, still [ can tell you about one recent
sale which was very hard indeed.

“This sale was to a women's club. The club
as a whole wanted the machine but, individually,
the club members felt they shouldn't obligate
themselves for the expensc involved. And so
while the scntiment was all for a machine the
sale hung fire from week to week and from
month to month.

THE TALKING MACHINE WORLD

“I suggested varnous methods of raising money
—-such as an amateur play. The ctub finaliy did
decide to give a play, but the proceeds amounted
to only $47.65, and it then looked as though the
sale was off for good.

“But I continued skirmishing around for ways
and means of raising the money. Finally 1 hit
on the idea of having the club give a rummage
sale. I suggested that every member of the club
contribute something toward the sale in the way
of old clothes, old furniture, ete. This idca took
in spite of the failure of the play idea. After
much work the ctub raised $75 in this way. Six
mouths later they had another rummage sale
which realized even more money. And the talk-
ing machine was purchased. But it surc took a
lot of hard thinking and digging on my part to
get the money for that club to pay for the ma-
chinct”’

Aren't there suggestions and ideas in all this
for other dealers and talking machine salesmen?
Here's hoping so. And if other dealers and
salesmen do get some good out of this article,
then the intcrviewing and writing will have
been worth while.

NEW OKEH AND FONOTIPIA JOBBER

Lansing Sales Co., of Boston, Appointed Dis-
tributor for New England Territory

Bostox, Mass., February 17.—The Lansing Sales
Co., of this city, general talking machine acces-
sorics, distributor for the New England terri-
tory, has been appointed a distributor for Okeh
and Fonotipia records. The Lansing Sales Co,,
under the enterprising direction of A. ]J. Cullen,
president, and R. G. Lipp, secretary and man-
ager, is exccllently cquipped to handle these
imes. Not only is the organization live, but it
has built up for itself a wide circle of friends
throughout New England through the quality of
service rendered in other accessorics in the past.

CHALIAPIN RECORDS POPULAR

The recent visit to the United States of Feodor
Chaliapin, the noted Russian basso, and his suc-
cessful appearance with the Metropolitan Opera
Company and in concert, gave a great stimulus
to the sales of his records, three of which are
produced by the Victor Co. in its March list.
The great voice of this masterful singer is splen-
didly reproduced, and the demand for his records
is quite a tribute to the increcasing musical taste
and appreciation of users of talking machines.

“COURTESY”

To Our Customers We Owe All—To Them We Give All

The unfailing courtesy of
our personnel lends a
mutual feeling of

nig_ﬁw‘

I
VICTOR CEALER

!
o
e !

pleasure and good
fellowship to our
intercourse with dealers.

COHEN & HUGHES

Wholesale Exclusively

BALTIMORE

WASHINGTON

Makcu 135, 1922

YU,

HONOGRAPH

ade 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.
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The Best Ol For Any Talking Machine

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

Colorless, Odorless and Stainless,

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

NYOIL is put up in 1-02., 3-02. and 8-0z. Bottles
and in Quariand Gallon ns.
For Sale by all Talkiog Machine Supplies Dealers

WILLIAM F. NYE, New Bedford, Mass., U.S.A_

DISPLAY WINDOW AS SALES FACTOR

Artistic Windows Arranged by Milwaukee Deal-
ers Win Praise of Evening Sentinel

The artistic display windows of talking ma-
chine dealers in Milwaukee have been the subject
of much praise from the Evening Sentinel of
that city. The novel window display recently
made by the Lyric Music Co. came in for par-
ticular comment in this wisc:

“The old-time conservative window display of
the music storc is giving way to the latest in fea-
ture advertising, in accordance with modern pub-
licity methods. Talking machine dealers, espe-
cially, are finding the window display an effcc
tive means of advertising their records.

“One of the most interesting displays is that
of the Lyric Music Co., 86 Wisconsin street, ad-
vertising the new Brunswick record ‘Ty-Tee’
“Ty-Tce' is a South Sca maiden and the display
depicts a scenc on a tropical island, with a
painted background and small palms, dolls in
Tahitian costume, a lagoon and a bamboo hut in
the foreground. A bright orange moon in the
background makes the window very attractive
in the evening. Mrs. J. C. Roussellot, wife of
the proprietor of the store, is the designer.”

The Valentine day window display made by
the Badger Talking Machine Co. also came in
for favorable mention, the red hearts and Cupids
against the black records with the famous Vic-
tor dog wearing a huge heart about his neck,
made, in combination with love ballads and ap-
propriate records for Valentine day, a very ef-
fective display.

The artistic use by dealers of Lincoln por-
traits in connection with well-arranged record
displays on Lincoln’s birthday also attracted
much favorable notice.

As the Talking Machine World has becn em-
phasizing month after month a little intelligent
interest in the window in the way of artisti¢
displays on holidays and currcnt events will do
much to bring the talking machine storc and its
products to the attention not only of the gen-
cral buying public but to all those intcrested in
progressive merchandising.

RHOADES-ROACH CO. CHANGES HANDS

LarxED, KaN,, February 28.—The Rhoades-Roach
Music Co., here, which has been in the hands of
a rcceiver for soine time, was sold at a bank-
rupt sale last weck to C. A, Ammecerman, pro-
prictor of Ammerman’s Music Shop and Book
Store, at Kingmman, Kan. The name of the bank-
rupt concern has been changed to The Music
Shop and S. C Clinesmith has been placed
in charge. Pianos, musical instruments and sup-

plies of all kinds and talking machines are han-
dled.
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Go to Work for You for
as Little as $5 a Month!

e
-é

One of the best known phonograph sales promo- 3
tion men in the country offers a service to phono- K
graph and music dealers at a price so low that it 3
seems beyond belief. Except in rare instances, i3
the profit on the sale of one additional $250.00 |
phonograph will pay for a fu/! year's service. g
He maintains an office in Chicago, as your head- 2
quarters, and acts personally for you in all trans- z|
actions withmanufacturers and distributors. .

He acts as your advertising manager, furnish-
ing each month a series of advertisements full
of pep and sales power for each standard line
of phonographs.

-

As your sales promotion man he assists with
all phases of your sales problems.

Special literature such as letters, folders,
booklets, circulars, etc., will be produced
in quantities and distributed at minimum
prices.
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Idea Bulletins will be sent regularly pre-
senting new plans for stimulating busi-
ness.

Assistance is given 1n the solution of
any problem of your business, includ-
ing advertising, sales, financial, organi-
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zation, collections, etc.
You have personal representation in el
Chicago to handle details or transact a
any business for you. :
Above are only a few of the many 5
things which constitute W. C, ‘
Eckhardt Service. The complete -
story is told in the booklet illus- 8
trated. Leading Jobbers endorse &
this service. ;|
- i
It Costs You Nothing to o
This Find Qut 2
B : :
ooklet Send for this Booklet .
Costs You NOW! :
Nothing, £
3
Send for W. C. Eckhardt ¢
. ."‘
it today. 229 So. Wabash Avenue £l
Chicago, Il
g
g
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ground.

Two male trios with a fine orchestral back-
“The Sheik” and “Granny,” both
sung by Hart, Shaw and Clark-——a new
combination added to the big statf of Colum-
bia artists.

A-3556.

Columbia Graphophone Co.

NEW YORK

KELLEY CO.’S NEW STORE OPENED

Formal Opening Attended by Over 5,000 People
—New Establishment Is One of the Finest in
West Virginia—Large Columbia Grafonola De-
partment Feature of Second Floor

Fawsiont, W. Va, March 6-—The formal
opening of the Kelley Music Co.'s new store, at
420 Main street, this city, has just occurred, with
a large tornout of the residents of this and the
adjoining territory. It is estimated that over
5.000 persons visited the handsonte music shop.
which is one of the finest in the Mountain State.
The new music shop has an arca of 4,500 squarc
feect. The lower floor. cspecially, is said to be
the largest single room devoted to the display
of musical instruments in West Virginia and is
cqualled in size only by stores in other citics.
The upper floor is given over principally to the
Columbia Grafonola department where cight rec
ord demonstration booths are installed. Each
of the booths is sound-proof and handsomely fur-
nished with comfortable setices and heavy rugs
on the floors.

The front portion of the street floor is a large
reception space, with rugs on the floor and chairs
for visitors, and a few instruments are cleverly
displayed. including a Duo-Art reproducing piano.
Fromn this section one passes along an aisle lead-
ing between the rows of rccord shelves to the
business office at the rear and also to the wide
stairway to the lower floor which embraces the

main display of pianos, playcr-pianos. the com-
plete Columbia Grafonola stock and the player
demonstration rooms.

The decorations throughout arc artistic and
an original color scheme of soft tones of tan has
been uulized to splendid effect.  An ivory timt
has been used throughout the lower floor and on
the walls candelabra effect highting fixtures are
nsed in addition to handsome overhead fixtures
which diffuse a brilliant glow of light.

\W. G. Kclley, the proprictor, has been engaged
tn the music business in Fairmont for the past
twelve ycars and is widely known in the State.
For ten years his place of business was but two
doors from his new location. In addition to the
Duo-Art piano My. Kelley also handles the Stein-
way, J. & C. Fischer, Packard, Stultz & Bauer,
L.udwig and Behr Bros. pianos and player-pianos
and is exclusive Colunbia Grafonola dealer.
Souvenirs were presented to all callers on the
opening day amd an orchestra furnished special
music.

NEW RECORD EXCHANGE AT NIAGARA

Niacara Farts, N. Y., March 3.—The Phono-
graph Record Exchange Co. of America, which
has cstablished record exchange branches in
several States and is planning many more storcs
in various parts of the country, has established
a branch here, under the managemesnt of Miss
Lillian Walters. Reccords are exchanged here
for others on payment of ten cents by customers.

HENRY BURR

1658 Broadway

ALBERT CAPIPBELL ]
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EIGHT FAMOUS
VICTOR ARTISTS

In Concert and Entertainment
Personal Appearance of

Eight Popular Victor
Favorites on One Program
A live attractlion for live dcalers and jobbers

Bookings now for scason 1921-1922
Sample program and paniculars upon request

P. W. SIMON, Manager

ERANK CROXTON

New York City

'll-. o .d!
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MONROE SILVER

JOHN MEYERS

Famous Ensembles including

Campbell & Burr - Sterling Trio - Peerless Quartet

FRANK. BANTA

NEW LINES FOR HARRIS-LOEB CO.

Latest Addition to New Orleans Trade to
Handle Lyon & Healy Pianos and Brunswick
Phonographs—To Open Early in March

New Orreans, La, February 28.—The Harris-
Loeb Piano Co., which has just been organized
here, has announced that it will become the
agent for the Lyon & Hcaly piano and for the
Brunswick talking machine. A carload of Lyon
& Hecealy pianos is on the way and will arrive
about the time that the building is ready for
occupation.

Mr, Harris and ‘Mr. Locb have just returned
from the East, where they have consummated
the deal for the new agencies, and both have
expressed themselves as highly appreciative of
the wonderful reception accorded them during
their visit.

The home of the new piano firm at 315 Ba-
ronnc street will be ready for occupancy during
the early weeks of March.

NEW POST FOR FENTON STEEL

Becomes Member of Sales Staff of New York
Talking Machine Co.

Chas. B. Mason, salcs manager of the New
York Talking Machine Co., Victor wholesaler,
announced this wcek the appointment of Fenton
Steel as a member of the company’s sales staff.
Mr. Stecl, who is a brother of John Steel, the
well-known vaudeville and musical comedy star
and cxclusive Victor artist, will work under H.
M. Kcllcy, of the New York Talking Machine
Co.’s sales staff, who is handling the mctropolitan
territory.

Arthur D. Geissler, president of the New York
and Chicage Talking Machine companies, lelt
recently for Chicago, where he will probably
spend about six weeks al the hcadquarters of the
Chicago Talking Machine Co. D. A. Creed, gen-
cral manager of the Chicago Talking Machine
Co.. arrived in New York the early part of
the month, subsequent to the marriage of \W. C.
Griffith, sales manager of the company.

H. E. PARKER PASSES AWAY

Former Member of Columbia Co. Advertising
Department Dies From Pneumonia

Henry E. Parker, for several years associated
with the advertising department of the Columbia
Graphophone Co., and more recently a member
of the copy stafl of the Hanff-Metzger Co., New
York, dicd a fortnight ago from pncumonia after
an illness of two weeks, Mr, Parker was well
known in musical and advertising circles, having
been identified with the Columibia organization
during 1911, 1912, 1913 and 1914.

The Carney-Necece Music Shop, of Okmulgee,
Okla.,, has just been completely remodeled and
scveral new record demonstration booths have
been added.
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i i EFFECTIVE VICTOR ADVERTISING TRI-STATE MUSIC CO. OPENS STORE
m@', The Presentation of the “Victor Immortals” in Concern Whose Activities Extend Over the

(NO. IID)
Dear Bill: .

Ves, the Blank Music Co. has just gone out
of business and the events leading up to this in-
cident are so clearly defined and yet so little
realized by the average talking machine dealer
that T am going to pass them along to you for
analysis and also as a warning of what can
happen when a business gets into a rut and
the dealer fails to realize the fact.

Five years ago this concern was one of the
most progressive in this part of the State. For
a year or so business remained good and the
company made a substantial profit and then
trade commenced to die down gradually and
the profits declined accordingly, until Mr. Blank
was running his store at an actual loss. The
failure followed.

As I size up the situation, Mr. Blank got
into a rut from which he scemed unable to
extricate himself. He did the same things in the
same way with a monotonous regularity, which
finally ruined him. He built up a prosperous
business by hard work and attention to details
and then lay down on the job when he was
fairly started. He came to the erroneous con-
clusion that since he had made a reputation for
himself and his business he could sit back and
reap the profits from a few years of hard work
indefinitely. His advertisements were mere an-
nouncements of the line which he handled, win-
dow displays consisted of showing a few in-
struments and records without any effective at-
tempts at originality and freshness, and he made
no serious attempt to build up his business by
the acquisition of new customers.

In short. his establishment became similar
to any one of a hundred in the surrounding
communities and he found to his sorrow, when
it was too late. that the growth of a business
depends entirely upon continued aggressiveness
and hard work as well as the constant search-
ing and taking advantage of new plans to in-
crease business and arouse the interest of the
public.

When a business has reached that stage known
as a “growing concern” it has reached a danger-
ous period in its growth. From this time on-
ward the enterprise continues to grow or stands
still for a short period and then retrogresses.

A business will grow only in proportion to
the ability and growth of the human units which
compose the personncl. There must be a con-
stant striving to surpass past performances. Each
window display should be equal to or better
than the last. Perfection of service, complete
stock and facilities for the comfort of patrons
all tend to bring a business to a state of pros-
perity. Advertising. free publicity, effective cir-
cularization of prospects, unique plans for the
stimulation of trade and for the purpose of add-
ing new names to the prospect list, are all priine
essentials to success and not one of them should
be overlooked or slighted. Trade papers in
the talking machine field are an invaluable help
in bringing to the dealer the experiences and
plans of other dealers which have proved suc-
cessful and many of these can be duplicated
with advantage.

In closing. 1 want to emphasize that while
there is nothing new in these few paragraphs
they are items which are liable to be slighted
and if the failure of the Blank Music Co. has
made you analyze your business mcthods | shall
have done some good.

As ever,
Jim.

Magazine Advertising Proves Most Timely

The great value of the talking machine in pre-
serving to posterity the voices of great artists
who have passed away was emphasized with par-
ticular strength by the Victor Talking Machine
Co. in an unusually attractive advertisement
which appeared on the back cover of recent is-
sucs of the Saturday Evening Post. The adver-
tiscment. which represented the reproduction
from a bas relief. showed the busts of famous
Victor artists who have passed away, among
them those of Caruso, Powell, Williams, Plan-
con, DPatti, Tamagno, Gilibert and Gerville-
Réache. above the caption: “Victor lmmortals.”
The Victrola has transforined their art into a
living reality that will endure for all time.

Coming at a time when much interest is being
shown in the establishinent of the Caruso Meno-
rial Foundation and the celcbration of Caruso
Weck the advertisement was timely.

States of Ohio, Pennsylvania and New York
Secures Location in Conneaut, O.

Coxxgavt, Q. Fcbruary 28.—1lhe Tri-State
Music Co. has completed arrangements for the
location of its headquarters here. The site which
the coinpany has securcd is on Harper street, one
of the best locations in this vicinity 11, A.
Copeland, president of the concern, states that
pianos. player-pianos, talking machines and sinall
musical instruments of all kinds will be handlcd
and a large repair department will be installed.
The activities of this company cover the States
of Ohio, Pennsylvania and New York.

What people do not understand they oppose;
therefore, the talking machine salesman inust im-
plant in the mind of the prospect a cicar knowl-
cdge of the instrument which he represents and
prove to the prospect’s satisfaction that his ma-
chine is a worth-while product.

HARPONOLA

The Phonograph with the ‘“‘Golden Voice”’

Common Sense

The factor that de-
cides whether you
make a little or a
lot of money in the
phonograph busi-
ness is your ability
to convince your
customers of some
very simple, easily
understood facts.

Briefly :—To make a lot of money,
you have to show your trade that
there are no longer any exclusive
patents and improvements in talk-
ing machines—that any maker,
who honestly wants to, can build a
fine and satisfactory machine—
then show the customer that you
have such a machine, and this last
is the easiest part if you happen
to be selling the Harponola.

If you doubt your ability to con-

vince people of
these easily proved
truths, then your
only choice is to
handle a heavily
advertised machine
and be satisfied
with your small
share of a trade
that is distributed
among a great host
of dealers.

We have many
hustling dealers
who are making huge profits with
us because the available business
for the “independents” is hardly
yet scratched.

Later, there will be greater compe-
tition, even in our particular field.
The subject is worth investigating
carefully. Ask for the Harponola
proposition.

THE HARPONOLA COMPANY

101 MERCELINA PARK
CELINA, OHIO
Edmund Brandts, President
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Genius Is butthe capacity
Jor taking dnfiniz paing

| ijie/”aﬁ ;)//_//10_511(1 s His Fingers
at the Whole Cheney Jactory

Here is one man—the Cheney inspector —who cares
e —r e pr— nothing for the opinion of any workman or any foreman in
4 Rl e Sl sl the Cheney factory. He is accountable to and takes his
of Mbtne wibm) ihal pholcghiia? ; X
orders only from the executives of the Cheney Talking Ma-
chine Company. They have issued strict instructions to him
that before any Cheney instrument leaves the factory it must
be as nearly perfect as a phonograph can be made. Without
fear or favor, he rejects every Cheney that shows even the
tiniest blemish,

When the camera man jooked he
s seareabt oo fad [ie-daihc:

Stand and watch him. Get down under his searchlight,
and try to discover some of the infinitesimal imperfections
which he demands must be corrected before the instrument
shall leave the factory.

It may surprise you to learn that standards worthy of the
most exacting arts are maintained in this commercial organiza-
tion—that here fineness and quality of product, and reputa-
: tion for superiority are placed above all else.

CHENEY TALKING MACHINE COMPANY, CHICACO

gular Models retail from 35118

Jhe CHENEY

THE MASTER INSTRUMENT
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Editor. The Talking .\[achine World:

Will you please advise me what cffect the
wireless telephone is going to have, in your judg-
ment, upon the phonograph industry. It occurs
to me that you have investigated the matter,
hence my inquiry. Yours truly,

J. M. Noel, Portage, Pa.

The rapid development of the wireless tele-
phone craze has caused a number of members
oi the talking machine trade to make the same
inquiry as that propounded by Mr. Noel, par-
ticularly in view of the fact that talking machine
music is featured very prominently in .the con-
¢ert programs of the various broadcasting sta-
tions.

The wireless telephone craze has spread so
rapidly that even the big elcctrical companics
who instituted the broadcasting concert i1dca for
the purpose of stimulating the sale of radio sets
for the home have no really definite idea of the
permancuce of the movement and in a letter to
The World an official of onc of the largest com-
panies declared that in the mattcr of wireless
telephony they themselves were faced by a
“chaotic condition.”

There. is no reason to assume that music
broadcasted by radio will affect the sale of talk-
ing machines and records to any appreciable ex-
tent. and there are many who believe that, on the
contrary, the featuring of talking machine music
i» radio concerts will serve to attract to talking
machines and records the attention of many who
have up to this time not been fully acquainted
with the great variety of entertainment offered
through that medium.

Those who have concluded to listen in on the
wireless concerts through the ordinary home
radio receiving sets will realize that there must
be some substantial developments in the art of
transmitting music through the air before the
results are sufficiently impressive from a musical
standpoint to warrant serious consideration. The
cxperience of listening to music out of the air, as
it were, is unique and interesting in itself and
the novelty naturally makes a strong appeal. but
the quality of the music itseli docs not compare
with that of the actual playing of the talking
machine. It may be that some system will be
devised for improving this quality, but that re-
mains for the future.

In considering the effect of the permanent
popularity of radie music in the talking machine
field it must be remembered that the talking
machine, although it has offered the faithful re-
production of the singing and playing of great
artists, as well as of music hall favorites, has
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Why Music Broadcasted by Radio Should Not
Hurt Sales of Talking
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it cut down the attendance at the theatres. As
a matter of fact, the talking machine has been
credited with playing a great part in developing
a keener and nation-wide appreciation of thc
good things in music. It is to be assumed, there-
fore, that, barring the unexpected decvelopment
of radio telephony along new lines, the music
carried by wireless will simply stimulate inter-
est in the living artists ot their records and
inculcate a desire to own the records or listen
to them in the quict of the home.

A most important point is that the radio broad-
casting program is fixed and represents the music
selected by those in charge of the broadcasting
rather than that dcsired by the listener. The
talking machine, on the other hand, enables the
i |

]
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individual to listen to the class of music he likes
best, when he wants it, and in his own home.

He arranges his own concert and does not de
pend upon the whims of others. So long as the
talking machine makes this possible there is little
to fear from any system of radio music broad-
casting. It may supplement the talking machine
and serve to cultivate interest in it, but it can-
not supplant it

Another thought. It is not impossible that we
will find musi¢ by certain famous artists of the
talking wmachine field being sent out by radio
for advertising purposes. When a manufacturer
wants to attract public attention to a given rec-
ord by a given artist he may feel that radio dis-
tribution, on a limited basis of the selection in
question, will constitute good sales promotion,
That the radio work of artists famous in the
talking machine field can be definitely limited
seems certain, because the artists who are great
enough to earn handsome record royalties will
not hastily or undiplomatically proceed to do
cxtensive radio work against the wishes of the

Informative
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goose that lays the golden egg beforc a new
goosc capable of laying as many or as good eggs
has grown up.

Another angle to be considered is that the
music publishers are paying considerable atten-
tion to the radio, considering it rightly as con-
stituting a public performance of copyrighted
works, and will probably exercise their rights to
demand royalties for broadcasting privileges.

Qur feeling on the whole mattcr of radio de-
velopment, so far as it bears on the talking
machine industry, is just this. The progress of
music by radio must, and will, be carefully
watchied by manufacturers and retailers of the
talking machine industry and. this being true,
the future may find the two industries closely
allied and co-operating with each other, both as
regards production and distribution. The Talk-
ing Machine World proposes to work to the
end that the talking machine industry may take
every possible commercial advantage of oppor-
tunities offered by the radio and to keep its
rcaders accurately and properly informed as fast
as developments of import occur to any branch
of the talking machine business.

ILLUSTRATIONS A GREAT FACTOR

Their Use in Retail Advertising Generally Con-
sidered to Be Helpful and Stimulative

The value of illustrations in retai! advertising
is generally admitted, although there are those
who believe that a type display properly arranged
will catch the eye and do as good work in at-
tracting interest as the illustrated advertisement.
It is, however, the opinion of Arthur \Weisen-
berger, who holds forth in The Dry Goods Econ-
omist. that “the use of well-selected and well-
placed cuts is an extremely important factor in
securing a maximum return for advertising ex-
penditure. This is proved by the consensus of
opinion of advertising men from widely scat-
tered parts of the country. While they vary
somewhat as to details, ad men agree on certain
very definite values in illustration. People want
pictures; they like to see what is offered to them
without having to visit the store. A good illus-
tration provides a mental image far more accu-
rate than the best piece of copy could inspire.
How to use illustrations is a subject of some dis-
pute. One point stressed is that there should
not be too many cuts as a general thing. For
ordinary advertising a few cuts well distributed
are most profitable. Ounly high-grade art work
is worth using. The size of cuts also should be

not served to detract from the interest shown manufacturer who pays such record royalties. carefully considered; they should be large
by musi¢ lovers in concerts and operas, nor has  Such action would be too much like killing the e¢nough to admit of detail being shown,”
= ——— —— S —_—
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Quality Distinction

The “VICSONIA” Reproducer

Recognized for its Perfect interpretation of Edison Disc Records on

Victrolas and Grafonolas.

Fitted with permanent jewel point.

The Vicsonia is made of Bronze, sand casted and machined to measure-
ment. Finished in heavy Nickel or Gold plate.

Notc:

Meet the demand—Serve your customers
Sample Model “A” or “B” Vicsonia, nickel plated. will be sent on receipt of $4.30.

Retail price $7.50.

Note: Model “B” Vicsonia plays both Edison and Pathé records.

VICSONIA MFG. CO., Inc.

313 E. 134th STREET

No loose parts.

Flexible stylus.

NEW YORK, N. Y.
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Four,

For duet and quartet fans! “Ka-lu-a,” from
GoodMorning, Dearie,sung by the Shannon
Also
Lullaby,” sung by Billy Jones and Ernest
Hare, two new Columbia artists. A-3552.

a male quartet.

“Lalawana

Columbia Graphophone Co.
NEW YORK
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PATENTS ELECTRICAL TALKING MACHINE REPRODUCERS

E. T. Jones, of New Qrleans, Claims His Devices Transfer Vibrations From Records So That Music
Is Produced From Reproducing Apparatus in the Home

New Oreeaxs, La., March 9.—Entertainment of
friends with phonograph music received by tele-
phone in the same distinct tone as that furnished
by the phonograph may be a possibility through
the invention of E. T. Jones, radio supervisor
of the Guli division of the United States Ship-
ping Board. who resides in this ¢ity. Mr. Jones
bas obtained two patents on clectrical phono-
graph reproducers which he believes will make
more interesting the reproduction of music from
ordinary phonographs

\Vhile scveral inventions have been patented
which take the scunds after they are rececived
from a phonograph and trausfer themn for some
distance, Mr. Jones' invention is said to he the
first thair transfers the vibrations from the rec-
ord so that the sound is not produced from the
phonograph, but from the reproducing apparatus
at the other end. This system climinates any
falsc tones that may be reproduced when the
sound itsclf is transferred instcad of the vibra-
tions, Mr. Jones also points out that “The car-
bon granule principle used in the telephone, while
it enables persons to converse over the wires,
vel docs not faithfully produce a great singer’'s
voice.”

Mr. Jones' invention is a small generating ma-
chine which gencrates current from the fecble

vibrations from the ncedle arm holder through
wires to the reproducing apparatus. No extra
batteries are used because the reproducer gen
erates its own current.

If these wires were stretched all over the city
cvery housc could be furnished with music from
the main wires. Mr. Jones says it would be a
simple matter 1o run a pair of wires throughout
the city and take leads off at subscribers’ resi-
dences. These wires would run into a house in
the same way the electrical current and telephone
wires do, and after passing through a controlling
switch they would be connected 10 an clectrical
Irorn which would reproduce the music faithfully
and at any sirength desired

Different records could be continvally oper-
ited and changed at the namn office. where an
ordinary phonograph would be installed. \When-
ever one of the subscrihers wanted music, all he
would have to do would be to turn on the switch.

The, “Magnavox,” which is an invention that
i¢produces the sounds in a greater or lesser de-
gree of loudness, would be attached to the other
vnd of the wire.

Mr. Jones points out that one of the advantages
of his invention is that scraiching is entirely
climinated in his reproducer. The rcason for
that is the vibrations imiparted from the scratch-

“BRUNS MADERITE”

Rubberized Phonograph

Dust Covers

Dealers have found it advantageous to advocate
the sale of BRUNS Rubberized Flecce-lined
Phonograph Dust Covers to their customers

BRUNS MADERITE Dust Covers offer a
means of protecting phonographs from dust,
finger-marks, bruises incident to house-cleaning
and other unforescen accidents 10 the highly
polished surface of the talking machine cabinet,

Send to us for complete details regarding
BRUNS MADERITE Phonograph M\loving

Covers

and Rubberized Fleece-lined Dust

Covers or consult your jobbers

It will pay you to investigate.

1f required, we can supply a cover of heavy
Tarpaulin material guaranteed rain-proof for
uge on open delivery truchs.

A. BRUNS & SONS
50 RALPH AVE.
BROOKLYN

A. BRUNS & SONS
50 Ralph Ave., Brooklyn, N. Y.

Manufacturers of Everything Made of Canvas

ing of the ncedle arc not of sufficient strength
te. generate clectrical current and therefore they
are not reproduced ail the receiver end, thereby
increasing enjoyment of the music.

While this clectrical reproducer can be made
use of to very good purposc in dictaphone ma-
chines for use in the busincss office, yet onc of
the greatest uses which the new device can be
put to is the furnishing of music for entertain-
ments and amuscment places. such as theatres,
ball parks and dance halls. By connecting the
reproducer to a two-stage amplifier and a sct of
loud-speaking Magnavoxes it will be an ecasy
matter to provide music of great voiume and
faithful reproduction, Mr, Jones points out.

In the use of the rcproducer ordinary phono-
graph records arc used. Any phonograph instru-
ment that revolves the record and inoves the
necdle arm can be used. The mechanism in the
phonograph that produces the sound is not called
into use at all. the reproducing machinery being
confined entircly to the disc-shaped ncedic point
and holder invented by Mr. Jones.

A scientific study of phonograph records can
also be made with the new instrument, Mr. Jones
said. By connccting the reproducer to a printing
tape recorder the actual grooves of the records
could be recorded on a small strip of paper pass-
tng under the inking pen. The movement of
the pen is actuated by the clectrical impulses
from the electrical reproduccr. \With this tape
the different qualitics of records ¢an be ascer-
tained and many voice problems solved.

Mr. Jones has not yet made plans for putting
his invention on the market, but expects soon
t¢: make some such arrangements.

BLATT MUSIC STORE IN NEW HOME

Columbus, 0. Concern Occupies Attractive New
Store—Diversified Line of Pianos and Musical
Instruments of Various Kinds Are Handled

CoLvmpus, Q. March 6.—The Blatt Music
Store is now located in its attractive new quar-
ters at 133 South High street, this city. The new
warcrooms were completely remnodeled to ineet
the demands of the business and the most mod-
ern music store Axturces have been installed. R.
S. Blatt, proprictor of the store, also controls
the Buckeye Phonograph Co., at 209 East Main
street, this city. The leading lines of pianos han-
died here are the Packard, Lester, Acoustigrande
and Stultz & Bauer instruments. Sonora phono-
graphs, Holton band instruments and sheet music
arc also handled.

H. B. PHILLIPS SOLE PROPRIETOR

Daxvitie, Ire., March 8—T. \W. Hopkins, of
the T. W. Hopkins Music Ce.. 22 West North
strect, this city, has retired from the firmn. The
enterprise is now owned solely by Howard B.
Phillips, who has been intérested in the business
since it was started. Bush & Lane pianos, player-
pianos, phonographs. Gennett records and Q@ R
S music rolls are handled. The company rc-
ports a brisk business, particularly in the sale of
pianos and players.
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()Kse\, Records
GRANBY PHONOGRAPHS
MASTER-TONE TALKING MACHINES

OUTING PORTABLES

o

NEEDLES
Okeh — Truetone — Wall Kane
Tonofone —  Gilt Edge

Delivery Bags, Accessories, etc.

Complete Stocks—Prompt Service
IROQUOIS SALES CORPORATION

Wholesale Distributors
210 Franklin St. BUFFALO, N. Y.

MAKE RECORDS IN CHICAGO

R. F. Bolton Returns to New York After Trip
to Chicago to Supervise Making of Records
by Several Prominent Columbia Artists
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R. F. Bolton, director of the Columbia record-
ing studios, returned to New York a few days
ago after a trip to Chicago in connection with
making additional recordings for the Columbia
library. Mr. Bolton was accompanied on this
trip by Chas. A. Prince. musical director of the
company; Hal Fouseman, recording operator,
and Geo. Stehl, first violinist of the Columbia
orchestra.

When the Columbia party arrived in Chicago
they made arrangements to securc a serics of
records by Van and Schenck, Bert Williams, the
Paul Biese Orchestra and Frank Wesiphal's
Rainbow Gardens Orchestra. In addition, sev-
eral records were made for the forcign language
library, and all of the recordings were made at
the Columbia headquarters in Chicago, 325 West
Jackson Boulevard. Mr. Bolton states that the
trip was a signal success, and that the new rec
ords by these Columbia artists will be announced
shortly.

CONTRIBUTING TO CARUSO FUND

Victor Talking Machine Co. Subscribes $5,000
in Support of Movement—Music Industries
Chamber of Commerce Also Co-operating

The Victor Talking Machine Co. has sub-
scribed $5,000 to the perimanent endowment fund
of the Caruso Anierican Memorial Foundation.
according to an announcement by john Aspeg-
ren, chairman of the Executive Committee, which
i3 directing the memorial movement.

The subscription has come through the Music
Industrics Chamber of Commerce, which is con-
ductling special activities with a view to having
all branches of the music industry participate
nationally 1 the memorial movement. Although
Caruso was related more directly to the talking
machine industry, the Chamber of Comnerce
feels thar all branches of the music industry
should co-operate, as one of the important ob-
jects of the Foundation is to advance gencrally
the musical arts and their appreciation. The
Chamber will endeavor to raise a fund sufficient
to support one or more perpetual annual scholar-
ships. to be named in its honor.

It was announced that the Victor Co., in addi-
tion to its contributions. will endeavor to enlist
the co-operation of the Victor dealers through-
out the United States. They are being asked
te co-operatc by direct contribution to the fund,
by distributing the Foundation’s leaflet appealing
for funds, and by assisting any local movements
that may be initiated in the future in behalf of
the Foundation.

THIS COWBOY KNEW GOOD MUSI

Wanted His Records From the Red Seal List
and Insisted on Getting Them

It has been proven time and time again that
the musical tastes of the record customer cannot
always be judged by personal appearance, and
Neil P. Brennan, of O'Neil. Neb,, relates an inci-
dent that again proves that fact. According to
Mr. Brennan, he was recently visited by a real
son of the Plains with a cowboy Stetson. chaps,
spurs and all the rest of the characteristic cos-
tumc. who asked regarding some good records.
A number of the most popular dance records were
demonstrated, after which the cowboy remarked-
“Now, if you have some good records, I'll buy
them.” *“Just what do you call good records?”
he was asked. *“Well, 1I'd like to hear one or
two by Louise Homer and Heifetz apd some-
thing of that order.” The cowboy proved he
wasn’t Lluffing by buying a substantial number

f records when the proper sort were deinon-
strated for him.

RUTH ROLAND AND THE SONORA

Popular Motion Picture Star Keen Admirer of
Sonora Portable—Uses It on the “Lot”

The advertising departiment of the Sonora Pho-
nograpt Co. received recently several interesting
photographs from Ruth Reland. lamous moving

Ruth Roland and Her Sonora Portable

picture star, who has achicved phenomenal suc
cess in a number of serials that have been shown
the country over. Miss Roland purchased a So-
unora Portable some time ago. and she uses it to
spleadid advantage in her daily work.

Recently Miss Roland, accompanicd by a So-
nora Portable, took a trip up in the Sierra Moun

Sonora Entertains After Day's Activity

tains near Huntington Lake, where she made a
number of thrilling picture scenes for her new
picture serial, *The Timber Queen.” At the close
of the day Miss Roland used the portable to en-
tertain her company, and the illustration shown
herewith indicates the keen enjoyment which the
instrument furnished.

The manager who gets the most ont of his sales
staff knows their characteristics thoroughly.

Pleasing to the Eye
and

Pleasing to the Ear
.

No. 3 Reproducer if desired

Tone Arm measures 814 in., an
9 in. from centre to centre
"

Tone Arms and Sound Boxes

Also equipped with our re-~ular

complete from $2.00 up

" THE NEW PHILLIPS OCTAGON THROW BACK ARM No. 5 |

d

Quantity Prices on Request

The William Phillips Phono Parts

145 West Forty-fifth Street

Corp.

Manufacturers of Tone Arms for Portable, Medium and High Grade Machines

New York City
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The Most Profitable Phonograph Line >
: in the Industry s

We Mean Exactly What We Say and Can Prove It s
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' The Granby Phonograph is the one phonograph which gives your =
customers the greatest satisfaction. ,)@

The phonograph that will give your customers least trouble. :@
- ' 3
The phonograph that produces the best vocal and instrumental music. @

h The phonograph that sells easiest to the largest number of customers )
with the largest percentage of profit to the dealer. “@

The present Granby Phonograph is 1009 value in finish, appear- 'Q
ance, design, construction and tone. Made in the most popular - =
Period styles—in Upright and Console Models.

ﬁ Compare this instrument, point for point, with any other make of
phonograph on the market—this will conclusively prove “who'’s BRI £
who' and “what’s what” in the industry. D
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A good selling franchise is available for good merchants, in a limited
number of good territories.
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Write or wire at once

GRANBY PHONOGRAPH CORPORATION

21 West Street BOSTON, MASS.
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CONVENTION OF THE CENTRAL OHIO VICTOR RETAILERS

Members of Ohio Association Sound Note of Optimism for 1922—Proper Direction of Sales Efforts
Stressed by J. W. Pierce—Other Interesting Addresses and News

CoLvmaus, O, March 3.—Optimistic forecasts for
business in general for the year 1922 were given
by every one of the four speakers on the program
oi the Central Ohio Retail Victor Dealers’ Asso-
ciation convention held at the Hotel Chittenden,
this city. last month.

Utilizing the Victrola as the mouthpiece of
America for the purposc of spreading the rcal
idcals of a nation by offcring the music and songs
oi that nation was advocated by J. \V. Pierce, of
the intelligence department of the Hoover Suc-
tion Swecper Co., Canton, O., in his address be-
fore the members of this Association. Mr. Pierce
maintained that the Victrola could be used as an
Americanization agent.

Some Good Hints on Selling

The development of the customers’ good will
by decalers, the importance of giving scrvice to
the public, the proper training of salesimen and
the necessity for business men to have their busi-
uc¢ss properly anmalyzed were among the other
points emphasized by Mr. Pierce. In the course
oi his address Mr. Pierce suggested the cstab-
lishment of a service department constituted of
men who would visit Victrola owners and exam-
ine the machines at frequent intervals, thus
enabling the owners to have their talking ma:
chines in good order at all times. A housec-to.
house canvass, preferably by women, for the pur-
pose of demonstrating rccords in the homes of
tatking machine owners was another suggcestion
offered the delegates who attended this conven-
tion by Mr. Pierce. “I belicve there is a big ficld
for this type of service and in time you would
get a large business from this sort of approach,”
said Mr. Picrce.

Speaking on profits, Mr. Picrce said: *“I can
buy a watch for $35 and sell it for $50 in a short
time and make money on it, and I can buy this
watch for less money and sell it for morc money
and lose on it if I keep it in stock for a long
period. The solution to making a reasonable
profit on your merchandise is to make vour
stock turn. It is in your turnover that your
profits lie. Do not let your rent, heat and light
cat up your profits.”

In selling Victrolas as well as any other prod-
uct it is nececssary to find a logical appeal. Mr.
Picrce told his audience. In this connection he
said: "Sell the thing that the thing does. Look
upon your work as the physician and surgcon
looks upon his work. Look upon your work
from a social and religious standpoint and stick
te your logical appeal. \When you arc sclling a
Victrola educate the public to what the Victrola
is. Point out the trade-mark in order that they
may know that this talking machine is a Victrola
and no other talking machinc.”

Concluding his speech,” Mr. Pierce advocated
the importance of developing good personality in
salespcople and the nccessity of real service to
the public. “Service has always paid good divi
dends.”

Methods cmployed in advertising that has
brought the best results to dealers of varicd prod-
ucts, including the talking machine, were given
i an address to the delegates by James J. Davin,
of the Reincke-Ellis Co., Chicago. According to
Mr. Davin, advertising and publicity are the best
means of securing business. He urged cvery
decaler present to accept the slogan, “The more
you teil the morce you scll,” and in applying it
assured them a greater success in their business.

“Advertising is a force in industry just like
steam and clectricity. The newspaper and maga-
zine are some of the best media for advertising,
for through them the greatest number of people
are reached. [In advertising it is dcsirable 1o

Leslie 1. King

have a lot of white space.” He illustrated this
statcment by showing a number of advertise-
ments of nationally known products. *Plan your
adveruising in advance and extend your adver-
tising camipaign for a period of time,"” Mr. Davin
advised the delegates. The building up of mailing
lists, the proper way of e¢mploying billboard ad-
vertising and the value of having Victrola shows
and concerts werce also mentioned in his speech.
How to Get More Business

Statistics compiled by Leslie 1. King. president
of the Association and manager of the Victrola
depariment of the Morehouse-Martens Co., were
the outstanding points mentioned by Mr. King
in his address on “kow to Get More Business.”
He stated that he found by actual experience that
there arc six sales in every hundred solicitation
calls.

That better business is in store for every
nierchant provided he goes after it was the

contention of K. C. Bard, vice-president of
the Morehousc-Martens Co. “The fact that con-
ditions were not so favorable the beginning of
this ycar is really a good thing for the business
man,” said Mr. Bard. "It is like sand thrown
upon the ice to keep us from skidding.

The Educational Question

Spcaking on better mnusic in the home, com
wumty and the school, Aiss Maric Finney, of the
cducauonal department of the Victor Talking
Machme Co., .Camden, N. J., said: “\Vhat i
our big sociul and cconomic problein to-day?
Isn’t it the problem of the foreigner? Isn’t our
failure in the past to provide for the American-
ization of the foreiguer the cause of most of our
lalior, our industrial and our social problcins of
to-day? Has not our failure in the past to pro-
vide this means becn because we have not kuown
cnough about the foreigner and what he has
brought to us in exchange for what we have to
offer hin?

“in these problems we must mect the jorcigner
on some common ground of understanding.
Music 1s the one common ground, and no greater
truisin has ever been formwlated than Long-
fellow s “Music is the Universal Language of
Mankind.” 1t 1s the language of the heart; it
needs no interpreter. It speaks in words in-
teltigible to every mman, no matter what his native
tongue may be

“Since the World War we arc finding in every
modern progressive schoolroom not only pic-
tures of foreign countries and books containing
their folk tales and modern literature, but a Vic-
trola and the native folk songs and folk dances
of every country, from which the children study
thie customs, the occupations, the modes of living
and the ideas of all forcign pcople, because it has
been found that in the natural music "oi a people
we fAnd the pcople reflected just as they are and
we find that their music 1s the spontancous ex-
pression in song of joy or horror, of frcedom
or oppression about their work or their play."”

Perry B. Whitsit Is Toastmaster

The culminating featurc of the convention was
a banquet at which Perry B. Whitsit, president
of the Perry B. Whitsit Co., was the toastmaster.
Don Johns, of the Johns Music Store, Lima, O.,
offered a number of delightiul songs. On the
program with Mr. Johns was John Saum, Rike-
Kuinler Co., Dayton, O., and Earl Murdock, of
Ironton.

At the business session Mrs. Esther Reynolds
Beaver, cducational director of the Perry B.
Whitsit Co., was appointed assistant sccretary of
the Association by the chairman, Mr. King.

DENISON SHOP ENLARGES STOCK

Santa Monica, CaL., March 3—The Denison
Music Shop, of this city, has greatly enlarged
its stock and, in addition to Victor talking ma-
chines and records, a complete line of pianos,
player-pianos, shect music and small musical in-
struments has been installed.

A slap on the back will accomplish greater
results than a whole week of nagging.

DEALERS—The MADISON is a Real PHONOGRAPH

expensive talking machine.

Size 137 wide—12" deep—734" high

The BEST SELLING Table Phonograph Ever Offered to the Trade
For Quick Sales the Madison Leads Them All

A remarkable phonograph, selling at a popular price—it has the qualities of the

A wonderful compact motor—improved mica sound box—large amplifying
chamber — speed regulator—start and stop device.

Plays 10 or 12 inch records clear and loud.

Sample Price to the Trade $7.50

—Quantity Prices on Request—

An Attractive Jobbers Proposition— Write for Territories

Black Leatherette Carrying Case, 51.75

Madison Music Co., 114 E. 28th St.,, New York, N. Y.
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Our 1922 Catalogue with greatly S|
reduced prices is NOW ready! REas |
Ask Your Jobber N2

PRI

Oz Thereisonly one sure
| RecawoS

way of increasing
Sales of Records—
Display Them!

NO. 8i8. UNIVERSAL SELV-SERVICE
RECORD DISPLAYOR wade to hold 3
swinglug leaves, each leaf accowtnodat-
Ing three 107 pockets and oue 12° pocket
Eaclh pocket holds four records. Total
numhber of records shown is 40 records
and holding n rescrve stock of 16D rec-
ords. lleightgrt. Width 30in. Welght
125 Iba. Construcied of steel through-
out, with Leavy cast-iron base aund fin-
tshed in two voats of ebouy enawel,

Cowplete  §13,00 ‘

NO. v, UNIVERSAL SELF-SERVICE
RECORD DISPLAYOR made to hold 10
swinglng leaves. each leaf aceomodat
ing three 107 pockets nnd oue 12° pocket |
§0 records are displayed and Dispkyor

enablcs yuu to keep n reserve stock of |
320 records. lleight 6 rt. Width 30 In |
Welght 145 1bs. |

Complete. .%15.00

&

NO. 8ad. VERTICAL
RECORID DISPLAYOR.

NO. 580, UNIVERS\L SELP-SERVICE REVOLVING REC- B e s i

ORD DISPLAYOR., Equipped with 25 steel pockets. ten p at-
holding 12° records and tifteen pockets holding 10* records. 2,‘;{1"2;},“’{,‘,}{.{“’%,},
Each pocket holds five records, thus giving the fixture a pius that beld the rec-
capacity of 125 records. FEquipped with heavy cast-lron ords are made so rec-
base, upright steel tube and five sectlons of steel pockets. ords cannol fall off. AN
Fixture revolves on hall hearings. All titles clearly visihle steel parts are electrk:
and fixture Is zuaranteed to hold full welght of records. cally welded and fin-
Helght of Bxture 6 fr. 2 n, Width 24 in, V elght 95 lhs. Jshed ip douhle baked
Cowplete. .......... ebony enamel. Height

38 in. Welght. crated,

— _ € 1hs.
Complet. ... 8040 A New ldea for Window Display

Write for prices to your Jobber or direct to ) ND. 587. THREE PANEL SCREENS for showinz there montbly bulieting Wil

make & tery stiractive window background and can be formed In different shapes,

as cach screen is hingnd together, allowing then to bo placed at any angle

Site of each screen, 13336 ins.  Made of channel steel, with 3/16.1n, tound sleel

UNIVERSAL FIXTURE CORPORATION g anialh i il e e vl descnd
133 West 23rd Street New York R o
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Headquarters of the Thayer Piano Co. as Artistic and Complete as Any Rctail Music Establishment
to Be Found in the U. §S.—Business Now Controlled by Arthur F. Thayer

The bulletin of the Rotary Club of Honoluly,
T. H.. of which organization Arthur F. Thayer
is a meinber, recently had the following to say
regarding the development of the business of the

Mr. Thayer brought with him a line of pianos
which, from his wide experience in the trade,
kad convinced himn would make friends for his
organization wherever they

were sold. After
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Thayer Piano Co., of that city, which indicates
that there is much interest in music in the
Hawaiian capital:

Back in the Summer of 1905 Leonard E.
Thayer, a man who had been identified with the
piano business for about forty years—in fact,
ever since he retired from the army at the close
of the Civil War—came to Honolulu and founded
the Thayer Piano Co.

View of the Warerooms of the Thayer Piano Co., Honolulu.-j‘_. H.

3 an——

. s
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4

nearly seventeen years of successiul retailing the
Thayer Piano Co. is still selling the same line of
pianos, including Steinway, Starr, Richmond,
Remington, Apollo, A. B. Chase, Francis Bacon
and Gulbransen. Hundreds of these instruments
have been sold all over the islands and wherever
there is a_customer of the Thayer Piano Co. he
proves to be a booster for its goods and its service.

In 1912 the business was incorporated, and in

E Aﬂ]h_l(i M!_\CH_INE \XORLD
ONOLULU BOASTS MOSTATTRACTIVE MUSIC WAREROOMS

31

1915 the Thayer Piano Co., Ltd., moved into
its present location at the corner of Hotel and
Union streets. In the Fall of 1920 the company
changed its previous policy as an exclusive piano
house by taking on the wholesale agency of the
Columbia Graphophone Co. In the warerooms
of the company there is now the largest stock
of Grafonolas and Columbia records ever e¢ar-
ried by any firm in this territory. The stock
of records alone nuinbers over 40,000, comprising
almost cvery number in the Columbia library

The store of the Thayer Piano Co. was re-
modeled recently and a set of sound-proof demon-
stration rooms added. These are by far the best-
arranged and best-ventilated in the ¢ity, the air
of each room constantly changing by the use of
a large etectric blower. which is located in the
basement. and keeps the air always pure and cool
in the booths and does away with the noisy etec-
tric fans.

Leonard E. Thayer, founder of the piano com-
pany, died carly in the year 1917 and since that
time the business has been conducted by his son,
Arthur F. Thayer, who is the treasurer and man-
ager of the company.

A view of the modern and attractive quarters
oi the Thayer Piano Co., now located at 148-130
Hotel street, Honolulu, is presented herewith
and indicates that the Hawaiian store comparet
most favorably with the average musical instru
ment emporium in the States,

THE MAN WHO LEARNS SUCCEEDS

There is an old adage which says that “You
can't teach an old dog new tricks.” Like so
many of these old sayings, this is a falschood.
Of course, old habits of thought and methods of
doing things stick with a man, but if he allows
himself to remain in a rut he certainly can’t ex-
pect to succced in the talking machine or any
other business. There are new ideas galore, and
no man is so smart that he can’t learn by the
experiences of others. The trade papers are a
valuable help in bringing the experiences of other
merchants to the attention of dealers.

Main Wholesale Depot:
741 Mission Street, San Francisco

Branch W holesale Depots:

444 So. Broadway, Los Angeles, California
45 Fourth St., Portland, Oregon
Oceanic Bldg,, Cor. University and Post Sts.,

Seattle, Washington .
427 West First Ave., Spokane, Washington

Sherman,

HIS MASTER'S vOICE”

Victor Victrolas
Victor Records
Victor Accessories
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examples shown

1—ENGLANDER SPRING CO.
2—OLD HICKORY FURN. CO.
J—CHARLOTTE FURN, CO.
4—SHELBYVILLE DESK CO.
5—HENRY C. STEUL & SONS, INC.

few of the manJ who consider “Domes of $ilence”
Standard Equipment for Furniture

DOM ILENCE
The PERFECT Furniture Footwear

Make furniture of the highest or lowest grade easier to sell. They will not mar
the finest floors, rugs or carpets. Hundreds of manutacturers consider them
standard equipment.

HENRY W. PEABODY & CO.
17 STATE STREET NEW YORK CITY

Specify DOMES OF SILENCE

A mark of better furniture regardless of its cost F.22
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What we say above about Furniture applies also
to Phonographs
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EPSTEIN WITH KNICKERBOCKER CO.

Will Cover Mctropolitan District for Victor Dis-
tributors—Sales Staffi Numbers Five—Em-
ployes With Company Covered by Insurance

Louis Epstein, who has hagd many years' ex-
perience in  Victor merchandising, has now
joined the sales organization of the Knicker-
bocker Talking Machine Co., Victor wholesaler,
New York City. Mr. Epstein will cover the
metropolitan district. The Knickerbocker sales
staff now numbers five and is cuergetically de-
voting its time to co-operation with the dealer
in his many problems.

The record cleaners produced by the Knicker-
bocker Talking Machine Co., with the dealer’s
imprint, are gaining steadily in popularity, not
enly in this country, but abroad. Two thousand
were recently shipped to Porto Rico and another
substantial order to Japan.

Abram Davega, vice-president, has announced
a new policy of the company, whercby the vari-
ous employes will be covered with lifc insurance
at the expense of the company. These policies
will be issued on the lives of all employes who
have been with the company onec ycar or more
and most of the policics will be governed by the
length of service. This new move is in direct
keeping with an admirable policy of the Knick-
erbocker Talking Machine Co., which for maay
vears has shown solicitude for its cmployes.

Music alonc ushers man into the portal of an
intellectual world, ready to encompass him, but
which he may never cncompass. That mind
alone whosc every thought is rhythm c¢an cm-
body music, can comprchend its mysteries, its
divine inspirations, and can alone speak to the
senses of its intellectual revelations.—Becthoven.

THIS is the
MISSING LINK

Fibre inlﬁeedle

Sharpener

You don’t have to remove the
NEEDLE from the TONE ARM
to SHARPEN

It’s 5 years ahead of the times
CONVENIENT

FAST SELLER

SLl1d0dd @Oo0O

MECHANICALLY RIGHT
Very Simple

LIDSEEN

FIBRE NEEDLE

CUTTER

Let us send you a sample
and further details

LIDSEEN PRODUCTS

832-840 So. Central Ave. CHICAGO

THE VICSONIA IN GREAT BRITAIN

James Smith, of Liverpool, Appointed Distribu-
tor for the Vicsonia Reproducer for All of
Great Britain With Exception of Ireland

William J. Sess, manager of the Vicsonia Mig,
Co.,, New York, makers of the Vicsonia repro-
ducers for playing Edison records on Victor and
Columbia machines, reports the appointment of
James Smith, of Liverpool, England, as distribu-
tor for the Vicsonia for all of Great Britain with
the exception of Ireland.

Mr. Smith has already received a substantial
stock of Viesonias in order to enable him to fll
Briush orders promptly, and expressed himself
as being most enthusiastic over that reproducer
and its possibilities. A number of Vicsonias
have already been sold direct in England and
have mict with much success there, so that the
future for that reproducer in Great Britain scems
very bright,

Necgotiations are now under way for the estab-
lishment of a distributor in lreland, and it is
probable that in the necar future arrangements
will be made for local distribuation of the Vic-
sonia in other countrnies, including South Africa,
where the Vicsonia has won such a distinct posi-
tion for itsclf.

WHAT IS “MORALE" IN BUSINESS

An Elucidation by F. L. Hendcrson of the More
or Less Hazy Conception of the Value and
Purpose of Morale in Conduct of Business

A great many people, members of the business
world, seemi to have a more or less hazy concep-
tion of what constitutes business morale; and in
this connection it may prove interesting to read
what F. L. Henderson, business counselor of the
La Salte Extension University, recently said on
this subject in *The Dodge 1dea™:

“Morale is made up of threc parts—interest,
confidence and satisfaction. \Work without inter-
est is drudgery, and one cannot do cfficient work
when there is no interest manifested. Possibly
the biggest job that exccutives have before them
is 1o inject a larger amount of interest than there
exists at the present time. The second clement,
confidence, makes a man's task become relatively
simple when he has confidence in the people for
whom he 1s working, in the institution for which
he is working and in the position he holds; but
in the absence of confidence there is the possi-
bility of a great measure of criticism on the part
of the employe, a destructive criticismi which pro-
vokes a feeling of distrust, not only on the part
of the man who is especially interested, but on
the part of everybody with whom he is identi-
fied. And then comes the third clement—the
question of satisfaction. How much joy there
comes into the lifc of a man who is absolutely
satisfied with the thing that he is doing, satis-
fied with himself. Many people think that they
arc going to make the unusual, the phenomenal
success, by casy methods. Success cannot be
obtained that way. This life does not work on
any hit-or-miss plan or schedule. Success doc#
not come because of unusual opportunity, but
success does come when the unusual opportunity
is recognized by domng the uncommon things ia
life in the uncommon way.”

FINE HANGER FOR CARUSO RECORD

Most Effective Piece of Display Material Issued
for Use of Dealers in Connection With First
Caruso Record Since His Death

In connection with the announcement of the
first Carnso record to be issued since the great
tenor’s death, namely, his recording of “Cruci-
fixus” from the "Messe Solennelle,” by Rossini,
the Victor Co. recently issued for the use of
dealers in show window and booth display a
most attractive hanger, showing a late portrait
of Caruso, almost life size, appropriately framed,
with the announcement of the record in a panel
underneath. The hanger is most artistic.
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ITALIAN BOOK CO.

145-147 Mulberry St.
New York, N. Y.

THE MOST POPULAR ITALIAN
PHONOGRAPH DISC SELEC-
TIONS RECORDED BY THE
BEST-KNOWN ARTISTS
IN ITALY

SONGS - DANCES - COMICALS

Some of the Latest Successes

10-inch Records —Double Faces—75¢ Each
00979x

Fellclia’-Mazurka,....... Banda Munlcipale dl Napoll
Tango Hero......ccoununn Banda Muticipale 3l Napoll

The-Ti-Tie:Ta. Orvh Are.....icuu..s. K. Claramella
La Signorina Oel Magarzine Ace.,
H, Claramella

La Chiamavamo Cosctta. Oech. Aer,.... 0. Cisramella
Povere Doane, Orch. Ace........ .... K Claramella

Mattinata D'Aprite. Orch Aec...Cav. UT. G. Godono
Mamma Mia Che Vuo' Sape’. Orch  Arc,.
Car. Un. C. Goduno

0096 3x

00963x

00867x

009691 Vencliana A Napule ch. Are........H. Claramella

Uno Per Cento. Owrh. Aok ........... . Clatamglla
Tutlo E* Pronto. Orch. Ace.,...... E Donnarumma
A Figla D' "0 Peseccance. Orch, Ao,

E Donnaruniue
UT. G Godono
oF. .

Car, UR. G. Godono

R, Ciaramella
1. Barunl

00971

00973x  Prigluniero. Orch, Acc..... ...Car,

‘A Canione "E Napuie,

00975x  Filwa Fitava. Orch, Are.......

Capinera. Orrh. Acc

00%Iix 'E Dole Seremate. Orrh. Acr.,,.Cav. Uf. G. Godono [
£’ Primmavera, Oech. Ace,..... Cav. Un. G. Godomo

12-inch—Double Facc—Records

10000 Sasta Lueia Luntana, 3 parta Orch, Afe
Cav. UN. G. Godono
Carmen Zita. Walts,,.... veeos Milltary Bandg

10003 Mugllerema Lustana, 3 parts. Owrh.  Ace,
Car. Dlego Glannint
¥ Seidalinl DI Piombo. March.....,,.. Mulitary Band

WITH EVERY RECORD WE GIVE
THE WORD SHEET SONGS FREE

We arc also manufacturers and distributors of

ITALIAN POPULAR MUSIC ROLLS

NEW HI1S Relcaved the I5th of each month

JUST OUT

xi7%—La Farfaita (Marurka) by I A Danlefe.......... $0.90

xi?e—'A “Sanstanotte.” E S-ala-F, Buongiorannl,
Neapoltlian Song.  (Woerd Roll) .

F-!S—C.::'l,o os(cilhnno. A. Melina-F. Purliese. Neapoli-

.23

ong. {Word Roll).......cvecvicvinnanes 1.25
PS4—Catoma Mia. & Quict-G. Leone. Neapolitan Song
(Word Itoll). .......0000 srssassaasaaanan P -
Pi40—'Nnueentella. F Penbpino. Neapolitan  Boog
(s I T T e S o s S 1.23
1177—Canrona Marisaresca. B Scala-R. Rossi. Nea
politan Bongz.  (Woni Roll)......... o Bl et 1325

x173=1| Grido Di Piave Marcla.Sinfomiea. G. Tandill.. 1,00
PG6—Poyera Mamma. Q. Nruno-GQ Glda. Neapolitan

Bong. (Word Rol}....0euuuerneerancas 1.28
Pe5—Tutth In Festa, (Schottish) R. J. Giod,....... S0 M
2168—Chitarre Napulltane. L Borio-Q, Lama. Neapoll-

tan 8Song. (Wotd Roll)........ Ty SR . 128

Write for catalogue and discount
to trade
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Columbia Graphophone Co. ‘/'i’
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Hot doggie! Let your customers hear the
“Bow Wow Blues” and “Smilin’” —two
fox-trots on one record for April. Played by
the California Ramblers —a new addiiion to
the Columbia statf of artists.

A-3554.

NEW YORK

{

/ 55553

MOVING PICTURES OF VOICE MADE

“Color Music” Recorded on Screen by Los An-
geles Invention—Produced by Sound Vibra-
tions on a Series of Tuning Forks

los AxcELEs, CaL, March 2—J\lotion pictures
of the voice in color is the latest development
in this home oi the movie. It is the newest
thing in “color music” and records tone in colors
on the screen just as the regular camera re-
cords motion. The voice of the singer or the
tenes of any musical instrument or of an orches-
tra are thereby shown in color as the music is
heard. The new color music is produced by the
sound vibrations on a series of tuning forks.

Each fork is attuned 10 a particular note and
its vibrations produce an electrical connection
that releases certain geometric color forms when
a light behind these forms projects them to the
screen on the stage. The sound is carried to
the machine containing the music forks over a
telephone wire that is connected with a tele-
phone receiver in front of the singer or the
musical instrument that is furnishing the music
to be translated inte color

Any number of the forks may operate at one
time to represent the number of tones similarly
received, and the result on the screen is a com-
bination of colors something like those produced
by a kaleidoscope, except that they are much
more brilliant and regular in their form. Each
note of the voice or instrument has its own
geometric form and, thereiore, this combination

brings out some rewmarkably beautiful effects on
the screen.

There is one feature that will cause some well-
known singers to shy the new color musie in-
strument. Its record is perfect and it will record
a sharp or flat just as readily as the perfect
sound. For instance, if the singer sounds a note
flat the figure representing the note will rotate
to the left and if sharp to the right. When the
note is perfect the colored figure representing it
stands perfectly still and clear until the sound
ends and another note is taken up, when the
figure disappears and another comes in its place.

This feature, however, is belicved to have its
advantages, as the singer, by watching the colors
on the screen, may see clearly when an imper-
fect note is sounded and would, therefore, be
able 1o correct it by hard practice. Also, this
may make the color music screen valuable in
training young singers.

The new color music scheme is the idea of W.
M. Thomas, of Los Angeles, and it has been tried
out with considerable success. It is said to be
an improvement over all other color music in-
struments, as it can be carried about as easily
as a moving picture projector. Its total size is
about that of two suit cases. It is easy to oper-
ate, say those who have 1ried it, and ought to
prove popular with singers, as it gives them a
chance to “sce the color of their voices.” Also,
it has the added virtue of making concerts inter-
esting to the deaf, who may not be able to hear
the singing, but will be able to *watch the color
of the voice” as it is projected to the screcen.

VELVET COVERED TURNTABLES

ADD TO THE QUALITY OF MACHINES

THE BEST TALKING MACHINES ARE EQUIPPED WITH

A. W. B. BOULEVARD VELVETS
GRAND PRIZE—-GOLD MEDAL, ST. LOUIS EXHIBITION

WRITE FOR SAMPLES AND PRICES

A. WIMPFHEIMER & BRO., Inc.
450-460 Fourth Avenue, New York

ESTABLISHED 1845

AN AID TO GIFT RECORD SALES

Pastel Display Card for Dealers’ Use Issued by
Columbia Co.

In order that Columbia dealers may co-operate
with the Columbia Co. in making its new gift
record plan a success and.so that they may se-
cure tangible profits from this idea the com-
pany is furnishing free a beautiful pastel display
card, which is shown in the accompanying illus.
tration. Columbia dcalers who subscribe to

K7

D:splay Card for Use of Columbia Dealers
the monthly display service will receive their
poster automatically with the March display and
other dealers may secure ¢opies free of charge
upon application to their distributing branch.

This gift record plan is meeting with a hearty
reception from Columbia dealers everywhere,
as. for example, it was featured by many dealers
in connection with Lincoln’s and \Washington’s
Birthdays and will be used on St. Patrick’s Day.

NEW VICTOR NUMERICAL CATALOG

Latest Volume Lists All Records Issued Prior
to January 1, 1922

The Victor Talking Machine Co. has just is-
sued a new numerical list of Victor records for
1922, including all records announced prior to
the January, 1922, supplement, and including,
in addition, some thirty rccords listed without
previous announcement, among them nine piano
records by Novaes, three records by Sothern,
three by Sothern and Marlowe, fourteen by
Caruso, and one by Caruso and Amato.

The new numerical list also offers a new
grouping of foreign and domestic selections, ac-
cording to nationality, all of which are listed
numerically.

By careful use of the numerical list the Vie-
tor dealer is in a position to kecep an accurate
account of records in stock, the relative demand
ior the various records and the volume of sales
nmiade during a given period.

The Radio Devices International was recently
chartered under the laws of the State of Dela-
ware, with a capital of $250,000.
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FLOREKCE EASTON
Soprano, Metrepolitan Opera Company

: . RICHARD STRAUSS
ELL‘Y P?EY Worid Noted Composer
Prawist and Conductor

Another Advantage for
the Brunswick Dealer

Greater Profits in the Record Department
Quicker Turnover! Increased Volume!

Announcing
®

Gold Label Records

MARIO CHAMLEE . . . 0 LEOPOLD GODOWSKY
Beginning with the April release, Strauss, Ney. i

Chamlee, Pattiera. Huberman, Rosen. Dux, Danise.
Godowsky. Faston and other internationally famous
Brunswick artists—oun doublc-faced records.

Trcice the value for the buyer for just a little more,

Two selections at only a slight increase over the
present price of one.

This is only the opening gun in Brunswick’s
nation-wide drive for "Better Music \Within the
Reach of AlL”

It doubles the Brunswick dealer’s catalog with
the same number of records. Reduces his space
requireinents and those of the buyer.

A letter brings detailed information and entails
no obligation.

THE BRUNSWICK-BALKE-COLLENDER CO.
| . Manitfecturers— Established 1845

TIND FATTIERA CHICAGO NEW YORK CINCINNATI r}?‘f:'r%:m\oza
Tenor, Chicage Opera Company Metropolitan Opere Company

Tenar
Matropolitan Opera Company

AAX ROSEN

Violiniat
RRONISLAW HUBERMAN Any Phonograph CLAIRE DUX
Senrscitonal Vielinwut » Sepramc
of the day Ca" P’av Br""s‘v’c‘.' Records Chicago Opera Company

BRUNSW

PHONOGRAPHS AND RECORDS
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*Make the most of your opporl{milics when
pcople are in your store,” advised a successful
talking machine decaler. “Too often possibili-
ties are neglected when, by a little added energy,
more salcs would casily result. Let the pcople
know you have the goods.”

This is indeed sound logic, and it bchooves
the talking machine dealer who wishes to de-
velop more sales to interest all people who
enter his establishment in the merchandise he
handles.

Now, just how do sales somctimes material-
ize, when the dealer goes out after them, in a
way that some merchants would hardly think
possible? There is always the possible sale, the
salc of the future, to keep sight of. There arc a
few dealers who will not take any steps what-
ever in interesting people to the extent of pur-
chasing other goods aside from the articles for
which they entered. Some dealers will say it is
only so much uscless cffort and the results do
not justify it.

Yet how many talking machine dcalers neg-
lect to interest people in their goods, such as
accompany friends to help sclect a machine?
Indced, most of them overlook this important
point. Let us, by all mcans, show how it some-
times works out when the dealer really strives
1o augment sales which ordinarily should never
devclop.

There is onc retailer of talking machines who
never hesitates to win the interest of the people
who accompany friends who buy. When he has
succeeded in selling the machine for which the
friend enters he thercupon turns his attention to
the other people. On onc occasion, despite all

L S EE AR T TR S L B B L T T T TR R O SR TN LT A ET O T

refusals to look over his stock, the talking ma-
chine dealer nevertheless, through his insistence,
induced the sccond person to cxamine the ma-
chines. The man who had accompanied the
friend who bought knew something about talk-
ing machines, while the other did not. "lt's not
necessary for you to buy—I simply want to
show you some morc of our machines. Per-
haps you will want to buy one later, or another
friend may be interested.” In this wisc had the
dealer overcome the sccond man's objections.

When that man went out of his establishment
he was thoroughly enlightened as to the kind
of machines this dealer had in stock. A few
months later a young woman visited the store to
buy a machine. Upon conclusion of the transac-
tion she informed the dealer his store had been
rccommended—and by the man whom the dealer
had taken the time to interest in the machines a
short time before.

FAVOR C O D. MAIL PLAN

Business Interests Strongly Indorsing Sugges-
tion as Calculated to Help Sales

Wasuixgros, D. C, March 4.—Congressional
tnails are full of petitions urging the adoption of
the C. O. D. :nail plan proposed by Congressman
MacGregor, of New York. If this plan is adopted
it will be possible, for instance, for the traveling
salesman of a concern 10 leave with custoiners
and prospective customers a supply of order
blanks in card form on the reverse side of which
would be printed the name and address of his

frm and in the right-hand corner a permit an-

Showing Reproducer of Tewel Needle Equipment Tuined
Up 10 Change Needle; Also Position When Not in Use

of Jewel
Vertical Cut
Phonograph

Showing Reproduces

Necdle Equipment in
Position for Playing

ords oo Edison

JSYVE

~eE0LE EQUIPMENT

=

/

NOT

Just Another Equipment

BUT

improvement

a distinct in
Tone Reproduction as well as
in Mechanical Construction

and Finish,

Send for descriptive circular

Plays all types of records.
the "EDISON"” with the LEVER.

Operates the same as

IR ulf" | IFA o o 6

to a competitor.

L] RERLLIG § ITECILECLED

Proper Handlmg of the Customer in ) the Store
Results in Increased Business -
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By Frank V. Faulhaber
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Had this progressive talking machine dealer

cflorts been all for naught? Do you think 1}

would lave turned this particular

been less aggressive, less determined to show
the man the machines he had in stock? Do you
sce how sales somctimes are not made in your

store, sales that readily should result, provided
only a little added effort is exeried to win them?

Make the most of your opportunitics! There
will always be time available on occasions whe
the talking machine dealer can urge his visitors
to cxamine the rmerchandise. Even though an
immediate sale does not develop! You are look-
ing to the future, striving for those sales that
normally would never be made. Next tim
when you and your salesmen are at liberty inter-
cst all prospects. You will then be putting that
time to good use aud be on the way for many
an indirect sale that otherwisc likely would go

nouncement under which the card w0uld be car
ried in the mails without a stamp affixced thercto,
collection being inade at destination.

Proponents of the legislation point out that the
greatest returns from mail-order solicitation are
where rcturn cards bearing stamps for ailing
are used. It has, however, been found that this
is a very expensive method of advertising, be-
causc so many people remove the stamps from
the cards and put them to other uses. The Gov-
crnment is not benefited by this.

The scheme would have its advantages also
from the standpoint of the retailer, for he would
not have to bother to affix a stamp to a card, but
ould fill it out. and drop it in |hc mail “as is.

Showing , Reproducer of Jewel Needle
Position for Playing Lateral Cut
Phonograph

Fquapmcnt n
Record ‘

Showing Back View of

S ewel Necdle F t
tiou for Playing Lateral T Rt . Pud

ut Records on Edison Phonograph

which contains "HINTS RE-
GARDING THE CARE OF A

Ncedle CENTERS on all records.

PHONOGRAPH.”

If your jobber does not handle,
write us.

Straight air- tight construction and absence of
movable joints insure perfect reproduction and
great volume,

Pivoted ball-joint insures perfect reproduction and

No adjustments necessary when changing from
lateral to vertical cut records. Stop prevents
swinging to the right.

Needle scratch almost entirely removed. Price the same. Liberal dis- frecdom of movement both vertically and hori-
T back of d count to dcalers. ;(')rnmlly
urning back of Reproducer permits of casy eight is the lightest that can prod b
access to meedle socket and saves records from &UAAJ{ANTEED W EVERY results, thus saving the record, al':a p‘c':rcm{):nrlg a
unnecessary scratching. . ﬁ;:lcdom and sweetness of tone considered impos-
sible

Is the ONLY cquipment that plays vertical cut ;(O_I:E: BACK IF NOT Ilndes(r . v.

records in the proper "EDISON” position with AL blast, uct,k " i CM-Y-KA diaphragms do not
the Reproducer turned FACE DOWN to the We handle highest grade ast. crack, split or warp. and are the greatest

development in phonographic sound reproduction
in years.

154 W. Whiting St., Chicago

record, giving it a floating action. Jewel Point Needles.

JEWEL PHONOPARTS COMPANY
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Qhe Aristocrat of Phonographs

Widdicomb Console Phonographs in Period Styles are
faithful interprelations of the best designs of the old
The artistic
cabinct designs and fimish are the handicraft of an organi-

maslcrs of the art of wood-fashioning.

zation which for threc gencrations has enjoyed a repula.
tion for leadership as designers of fine furniture.

W iddicomb console models have many distinclive fealures
of design. Chief amoang these are divided lop. pariitions
for albums, automatic stop and patented tonc control, The
Widdicomb plays all records. Nenw: prices on the various
models range from $90.00 to $260.00

All Widdicomb Models

are now selling at
pre-war prices

THE TALKING MACHINE WORLD

HE Widdicomb phonograph is not alone a musical
instrument of surpassing beauty of tone, it is an
exquisite article of fine period furniture worthy of a

place in the most tastefully appointed home. And so
it is that the Widdicomb appeals with two-fold strength
to the lover of the beautiful in music and in furniture
as well.

By such discriminating phonograph purchasers, the
merchant handling the Widdicomb is recognized as a
leader in his line.

To a few merchants who are really interested in attract-
ing the highest class of trade, the Widdicomb franchise
offers a real opportunity to stimulate sales and to
increase prestige.

Write for complete catalog of Widdicomb phonographs
and information regarding the Widdicomb franchise.
Learn for yourself the sales possibilities of the Widdi-
comb.

THE WIDDICOMB FURNITURE COMPANY

Grand Rapids, Michigan

Fine Furniture Designers Since 1865

(70)

Maxrcu 15, 1922
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CENTRAL ILLINOIS DEALERS ORGANIZE

F. M. Leslie, of Urbana, Heads New Association,
With L. S. Putnam, of Peoria, as Secretary

Peokrra, I, March 8.—\With the object of pro-
moting whatever may benefit the Victrola and
\'ictor record busincss, as well as of enconraging
good fellowship among its members. about fifty
or more Victor dealers who attended the Putnam-
Page convention banquet at the Jeffersou Hoiel,
this city, got together inumcdiately aiter the ban

F. M. Leslie, Presiden

t
quet and launched the Central Illinois \ictor

Dealers’ Association, The membership is con-
fned exclusively to Victor dcalers located in the
central Illinois territory.

The launching of this new association was a
surprisc to the majority of those present. It came
about in the following manner

The spcaker oi the cvening during the convens
tion banguet had been John Gregg Paine, of the
Victor Talking Machine Co. Immediately aiter
his speech a number of the dealers were asked
to give little talks. Somconc started talking about
co-operation and organization, and when it got
around to the time for F. M. Leslic, Victor dealer
oi Urbana, 1ll., to talk, he popped the question,
“How about forming a Central Illinois Victor
Dealers’ Association? He put up a very fine
argument, which was applauded roundly. and im-
nicdiately after his talk a nomination committee
consisting of Ray Miller, Dixon, I1l.; A. R. Meyer
Havana, [ll., and R. N. Smith, of Carthage, 1l
were selected to fill these positions. These gen-
tlemen retired for about fificen minutes and came
back with the names of the following men. who
were unanimously clected: F. M. Leslie, Urbana,
president; L. S. Putnam, Peoria, secretary, and
Lyle Straight, Pcoria, treasurer.

The organization committce named arc: Lyle
Straight, Pcoria; F. L. Fell, Pcoria, and O. D
Ehrlicher, of Pekin. Membership lieutenants,
vwhose duty it is to bring the attention of alt Vic
tor dealers in that section to the new organization,
are: Ray Miller, Dixon; R. N. Sinith, Carthage:
A. B. Meyer, Havauna; E. Froyd. Paxion; F. E.
Wollett, Peoria;: G. E. Lester, Hoopeston; \W. L.
Barnett, \Watscka; F. L. Fetl. Pcoria; R. L.
Berry, Springficld, and Miss \W. C. Requarth.
Ottawa.

RUSSELL & LAWRIE OPEN STORE

Taxryrowx, N. Y., March 3.—Russell & Lawrie,
Inc., of this city, have purchased the stock oi
Victor machines, records and cquipment of the
music business conducted by Louis Guff. The
new concern has just completed cxtensive al-
terations to its quarters. The Viclor line is
handled.

The Grand Rapids Talking Machine Co., of
Grand Rapids, Mich., has dissolved.

THE

VOCALION DISTRIBUTORS ON COAST

Magnavox Co., of San Francisco, and Commer-
cial Associates, of Los Angelcs, to Handle the
Vocalion Red Records in Pacific Coast Ter-
ritory—Company Branch to Be Closed

W. H. Aliring, wholesale manager of the
Acolian Co., New York, who returned last week
irom a transcontimental business trip, reported
that while on the Pacific Coast he completed ar-
rangements with the Magnavox Co.. of San Fran
cisco. to handle the Acolian-Vocalion records in
that territory, and that in Los Angecles these
records will be handled in the future by the
Commercial Associates, who will cover the entire
southern scction of Caliiornia. The Acolian-
Vocalion distributive branch, which has hercto-
forc been muaintained in San Francisco, will
shortly be discontinued., as the company fecls
that the new representatives are catirely com-
petent to cover this territory without direct rep-
resentation. Horace M. Hull, who has been in
charge of the San Francisco branch, will return
to New York as soon as these arrangements are
completed.

Both of these new Acolian-Vocalion record
represcntatives are thoroughly familiar with the
policies of the Acolian Co. and are enthusiastic
over the prospects which this representation gives
them. They are making arrangements to push the
Acolian-Vocalion records intensively throughout
their respective territories, on the same high
plane in which the Acolian Co. is accustomed 10
do business. The Aeolian-Vocalion has already
been highly successful aniong dealers and buy-

TALKING MACHINE WORLD
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crs in the Pacific Coast territory and the ground-
work which has alrcady been laid will, no doubt,
be widely extended under these rrange-
ments

ANNOUNCE FISCHER PHONOGRAPH

J. & C. Fischer, Inc., Well-known New York
Piano Manufacturers, Enter the Manufacture
of Talking Machines—One of the Oldest
Manufacturers of Pianos in the Country

Announcement was made this month by J. & C.
Fischer, Inc., 417 West Tweniy-cighth strect,
New York, oi the production of the Fischer pho
nograph, which will be niade in 1wo cabinet
models and two table models. These instruments
will be furnished in mahogany or walnut. The
upright models will be known as Siyles 100 and
110, while tlic 1able models are designated Styles
140 and 150,

J. & C. Fischer are one oi the oldest piano
manufacturing concerns in the country, having
Ireen established in 1840. They have always been
well known for the high standard of quality of
their products. They maimtain a thoroughly
equipped and wmodern factory at the address
alove, and during their carcer have produced over
130,000 pianos and player-pianos.

Buyers of talking machines and records are
actuated by the law of self-interest. This means
that it 1s necessary to convinge them that a ma-
chine is worth the pricc before there is the slight.
est hope oi closing the sale.

The best value
on the market.
Look at the
price; then write
for particulars

A few valuable
sales agencies
and jobbers’
territories
still available

A G e T

Seaburg Mfg.Co.

Jamestown, N. Y,

L
o |

No. 250T,List Price $195.00
Usual discounts to dealers
48''x28"131" high. Fialshed all
sround

Gevaloe Mabogeny, Walaot or Ouk

The Biggeit Value on the Market, A Trlal Order Will Convinee
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Intermeszo

$175

Since its introduction the
Intermezzo has met with
a widespread demand
among those wishing a
medium- priced  Sonora
upright with all the tone,
beauty and features for
which Sonora is cele-
brated. Plays all disc
records. Finished © in
Golden and Fumed Oak,
American Walnut,
Brown Mahogany or Ma-
hogany.

'-|.-l-..,.“

Why You Should Sell
Sonora Phonographs

Reason Three—

Sonora Advertising

Just as Sonora itself was a marked achievement in
phonograph making from the first, Sonora advertising
has been of a distinct, impressive character. Never
swerving from its message of Sonora quality, it has
carried conviction and the pride of ownership to
prospective phonograph buyers.

The result 15, Sonora dealers sell under the most
favorable conditions possible. Even before customers
enter a store and ask for a demonstration, they antici-
pate satisfaction.

The fact that Sonora has always been associated with
prestige, gives the dealer a strong, initial advantage.

From year to year, Sonora advertising continues to
build upon solid foundations, and the dealer who
features this Line efhiciently will never regret the choice.

SONORA PHONOGRAPH COMPANY, Inec.

GEORGE E. BRIGHTSON. Prea.
NEW YORK : 279 BROADWAY

Canadian Distributors, 1. Montagnes & Co.. Toronto
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“The Highest Class Talking Machine in the World ”’

THE INSTRUMENT OF QUALITY
SUNGTE

CLEAR AS A BELL

jamama o N

List of Distributors

Gibson-Snow Co.,
Syracuse, N. Y.

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

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

Hessig-Ellis Drug Co.,
Memphis, Tenn.

Arkansas, Louisiana, Tennessee, Mis-
s1sslppi.

Kiefer-Stewart Co.,

Indianapolis, Ind.
Entire State of Indiana.

Lee-Coit-Andreesen Hsrdware
Co.,
Omaha, Nebr.
Siate of Nebraska.

MS&E,

221 Columbus Ave.,, Boston,
Mass,

Connecticut, Rhode Island and
Massachusetts.

C. L. Marshall Co., Inc.,
514 Griswold St., Detroit, Mich.
Michigan and Ohio,

The Magnavox Co.,
616 Mission ‘St.,, San Frangisco,
Cal.
Washington, California, Qregon, Ari-
fona, Nevada, Hawaiian Islands,
northern [daho.

ESIDES possessing im-
portant patents of
its own, Sonora is licensed
and operates under BASIC
PATENTS of the phono-
graph industry. Sonora’s
future and the future of
Sonora’s dealers’ business
are secure.

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

Southerr Scnora 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. counties) and Texas
Panhandle.

Doear-Andrews-Doerr
Minneapolis, Minn.

States of Montana, North Dakota,
South Dakota, Minnesota.

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

Missouri, northern and eastern part

of Kansas and 5 c¢ounties of N.E.
Oklahoma.

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

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

Strevell-Paterson Herdware Co.,

Salt Lake City, Utah
Utah, western Wyoming and south-
erg Idaho.

C. ). Van Houten & Zoon,

Marquette Bldg., Chicago, Il
IMinois and lowa.

Yahr & Lange Drug Co.,

Milwaukee, Wis.
Wisconsin, Upper Michigan.

Sonora Co. of Phila., Inc.,

1214 Arch St., Philadelphia, Pa,

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

Sonors Diat. Co. of Pittsburgh,

4130 Jenkins Arcade Bldg,
Pittsburgh, Pa.

Westernn Pennsylvania and \West
Virginia.

Long Isiand Phonograph Co.

150 Montague St., Brooklyn, N, Y.
All of Long Island and Brooklyn.

Crester City Phonograph Co., Iuc.

311 Sixth Avenue, New York
Counties of Westchester, Putnam
and Dutchess; all Hudson River
towns and cities on the west bank
of the river. south of Highland; all
territory south of Poughkeepsie,
including Greater New York, with
the exception of Brooklyn and
Long Island.
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- Persistent and Energetic Canvassmg a Most
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Vltal Ald in Making Talklng Machme Sales

There are some parts of this country where
anvassing is made an intensive occupation—
where men are turned out to make their living
y canvassing and have to get results Lo cover
their expenses. Canvassing of this sort does not
follow the hines of the casiest way of selecting
likely looking names or thosc people in specially
iavorable circumstances and soliciting them di-
rect. As a matter of fact, it means calling on
cverybody in the town and finding out just how
they stand as prospects for musical instruments
or supplics. Perhaps the individual may not be
in the market for a player grand or ¢ven a talk-
ing machine, but he may need some records, and
if the canvasser can induce him to buy them from
the housc he represents, then the sale helps to
pay the canvasser’s ¢xpenses.

A veteran piano traveler who returned from a
trip through the West recently and had occasion
to stop at a small Kansas town witnessed a
worth-while demonstration of just what real can-
vassing means. \While 1n the town, which has a
population of less than 3,500, the traveler ran
across the rcal honest-to-goodness canvasser rep-
resenting onc of the big music houses in another
city. This man had been in the town for two
days. The first day he called on 135 people and
booked 17 prospects for pianos and talking ma-
chines, and on the second day called on over 140
pcople and reported 19 prospects for instrument
sales in addition to prospects for smaller sales
which he had picked up casually on his rounds.

To call on 135 people in one day is not in any
sense a six or cight hour job. It means working
from the finish of an carly breakfast to the time
when the good people of the town are rcady for
“lights out.” It mcans a call every four minutes
of a ten-hour day, and a man has to move some to
keep up the pace, but, as the canvasser explained
it, he had eight children, one of whom was going
through college, and he simply had to hustle to
get the money. '

His visiting card was simply a cheap tape
meceasure a yard long bearing the imprint of the
house he rcpresented. When the lady of the
house came to the door he presented the tape
measure with the compliments of his employers.
By the time she had looked it over he had made
his introduction and worked up from that point.
In onc instance a man did not want a piano or
talking machine, but in the course of conversa-

Mt ARLE
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tion hinted he might bc able to use a new violin
bow. He was immediately directed to the store
represented by the canvasser and made his pur-
chase therc. The individual who could be per-
suaded to buy a harmeonica for his boy or some
new strings for his daughter’'s ukulele was also
directed to headquarters. All was grist that came
to the canvasser’s mill and he displayed to the
traveling man figures that indicated that cven
small sums gathered regularly grow into a sub-
stantial amount in the end.

The average canvasser who makes fifty or sixty
calls a day is 10 be regarded very favorably in
nost sections of the country, so that the man
who can interview 135 or more houscholders is
unquestinnably getting action. The point to be

1
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Visiting One Home
After Another With

Proper Approach Is a

Prospect and a Sales
Producing Method _

i LT TR DR

emphasized is not the unusuval number of calls
made. but rather the fact that an effort was put
forth to make ecach call produce some results,
and in the final analysis the work of the can-
vasser referred to and the success that was his
portion provides a strong argument for the gen-
cral music storc idea, the moral being that if a
prospect cannot be landed as the buyer of one
article he may prove an cxcellem prospect for
somcthing else.

It may be that every man will not make a
successful canvasser. He may not have the am-
bition, the personality or the faculty of absorb-
ing rebuffs and still keep going, but results prove
that intensive canvassing, even in the larger cities,
if persisted in and carried on by men of the
right caliber, will get sufficient results to make

LTV RIAM U TR AR LT MR ot
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it a paying proposition and kcep
moving.

Not long ago a big retail concern ig the East
handling pianos and talking machines rounded
up thirty-five young mnen and told them to go out
into the field and look for piano and talking
machine prospects, with the promise that the five
or six who showed the best resuits and the
greatest ability during the month would be at-
tached permanently to the payroll. The number
of prospects for piano and talking inachine sales
that were turned in by these threc dozen can-
vassers and the actual sales that resulted proved
a revelation cven to the manager who first con-
ccived the idea. The experiment accomplished
two things—it built vp an excellent prospect list
and provided the company with a half dozen
young salesmen who had proven their ability in
actual practice.

Canvassing may be the tough road to sales,
and particularly hard on the salesmen who have
had sonie years of comnfortable wareroom selling
with the prospects dropping in of their own voli-
tion. But it is the sort of hard-fisted sclling that
has made piano and talking machine business in
the past and is making it right now for those
who have scen the light and persisted.

GENEVA, 0., HONORS CARUSO

Impressive Ceremonies Mark Forty-ninth Anni-
versary of the Birth of Caruso

the stock

GexEva, O., March 1.—This village, which claims
the distinction of being one of the smallest com-
munity centers in the EUnited States, cclebrated
with impressive ceremonies the forty-ninth anni-
versary of the birth of Caruso on February 26.

Talking machine records of the famed tenor
blended with the voices of seventy-five singers in
the community chorus, which was directed by
Harry Harrison, of New York.

FEATURES TONEPEN NEEDLES

The A. I. Ross Music Stores, 309 Steinway
avenue and 206 Main street. Astoria, N. Y., are
featuring Tonepen talking machine needles in
their advertising. The Tonepen is manufactured
by the Tonepen Co.. of New York City, and it
iz good for about onc hundred records.

Queen Apne Period Model

Here
A High-Grade

desirable addltlon to

The

At a Popular Price

Made of Genuine Mahogany 5 ply Panels.
Height, 33"”; Width, 36”;

Attention, Mr. Victor and Columbia Dealer.

Console shown here (and 2 other
Models) will also accommodate Victor and
Columbia Table Machines. They are made by

THE CELINA SPECIALTY CO.
at CELINA, OHIO
“W here Better Furniture Is Built.”

It Is—
Console Cabinet

Depth, 23”. Itis a
the famous Celina line.
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QN Ghe
0" FLETCHER UNIVERSAL

TONE ARM and REPRODUCER @& o

K T
Gives Proper Playing Weights for All Records. No Adjustment Screws or Springs, "
SAMPLES S8.00 Specify 81" or 94" arm

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

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS

MARK
' =

6"‘\'
TONE ARMg
REG. TRADE MARK X

REPROpDUCER®

i g 7 y
o- o
\ 19 e [/ 1
- - v
%‘_ - Reproducer

and Connection

prices and Tem: . NEW EDISON l
!

=~
Plays all Records .

o
FLETCHER-WICKES CO. 6 East Lake St., Chicago, Il

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD, ONTAR!O. EXCLUSIVE CANADIAN AGENTS

SOMETHING ENTIRELY NEW IN TONE ARMS

THE FLETCHER “STRAIGHT”

STRAIGHT INSIDE—Taper Outside
BALL BEARINGS THROUGHOUT

NEW DESIGN  NEW CONSTRUCTION

Yes, it is universal and equipped with the Regular Fletcher
Reproducer, giving the same natural tone quality as heretofore

Made in two Jengths, 84" and 94" SEND FOR PRICES AND TERMS
FLETCHER-WICKES COMPA F P
6 EAST LAKE ST. 2 e ) l\ggicmo (“'* el

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD, ONTA RIO, EXCLUSIVE CANADIAN AGENTS
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PREPARING FOR NEW YORK’S THIRD ANNUAL MUSIC WEEK

C. M. Tremaine, Assisted by a Large and Influential Committece, Is Rapidly Formulating Plans
for the Third Annual Observance of Music Week, to Be Held From April 30 to May 6

The work of preparation for New York’s
third annual Music Week has been actively
under way for the past few months and plans
are now clearly mapped out for the observance

week from April 30 to May 6, inclusive.
The committee in ¢charge of the work is a most
representative one, with Otto H. Kahn acting
again as honorary chairman. C. M. Tremaine,
director of the National Bureau for the Advance-
ment of Music., who formerly served as secretary
for the committee, is now the active ¢hairman,
with Miss Isabel Lowden as director

Members of the committee include Philip
Berolzheimer, c¢ity chamberlain; Dr. Nicholas
Murray Butler;”Edward F. Albee, president of
the Keith Circuit of Theatres; Melza Chaffee,
president, Association of Music School Settle-
ments; Kenneth S. Clark, of the Community
Service; Mrs. Walter S. Comly, president, New
York State Federation of Women's Clubs;
George H. Gartlan, Director of Music, Public
Schools; Charles D. Isaacson; Mrs. J. F. D.
Lanier, president, Society Friends of Music:
Richhard W. Lawrence; Berthold Neuer, of the
American Piano Co.; Rev. Dr. Charles H. Park-
hurst. Charles H. Ditson, Rev. Father Francis
P. Duffy, Thomas A. Edison, Mrs. Julian Ed
wards; Dr. William L. Ettinger, city superin-

HOW MUSIC AIDS BLIND TO READ

Letters in Text of Book or Paper Placed in
Device Known as the “Optophone” Trans-
ferred to Musi¢c Enable Blind to Read

An interesting device known as the "“Opto-
phone,” invented by Prof. E. E. Fournier d'Albe
by which the blind, through the medium of rays
of light converted into sounds of harmony, are
cnabled to read newspapers and books, was suc-
cessfully demonstrated recently in Jersey City,
N.J.

In the Optophone light projected by a tiny
photograph lens streams through five rows of
oblong perforations in a revolving disc and is
rcflected back and transformed into sound by
means of selenium cells.

To the observer these rays of light appear to
correspond to the five parallel bars of a musical
staff, producing, as they pass over each letter.

tvndent of schools; Lynnwood Farnam, American
Guild of Organists; Harry Harkness Flagler;
Mrs. Arthur M. Reis, chairman Pcople’s Music
l.eague; Hugo Reisenfeld: Franklin W. Robinson,
American Orchestral Society; S. L. Rothafel;
Rev. Dr. Joseph Stlverman, ). Fletcher Shera,
Theodore E. Steinway, Rodman \Wanamaker and
Edward Zeigler, of the Metropolitan Opera Co.

Several mcetings of the general committce
have been held at which fundamental policies
have been decided upon and various portions of
the work assigned. There are also special com-
mittees on churches, church organists, public
schools, private schools, colleges and universi-
ties, musi¢ ¢lubs and organizations, musie s¢hool
settlements, state federation of women’s clubs,
foreign groups, mercantile and industrial or-
ganizations, music industries, concert managers,
city government, Y. M. C. A's and Boy Scouts
organizations.

Publicity material in the shape of posters,
stickers and envelope slips will soon be ready
for distribution to the trade in and around New
York. Ways will also be suggested for dealers’
co-operation in this great demonstration to con-
centrate public attention upon music and to
impress all the people with the benefits it can
give.

five notes of the musical scale, as follows: Sol,
do, re, mi and sol again on a high key.

By way of illustration the electric carriage
bears the tiny shaft of light. with its five paral-
lel bars, slowly along under the row of printed
letters on the down-turned page. In a curved
letter, “C” for example, the outer curve first
comes in contact with the light at the line or
space which corresponds to the vocal syllable
re.” Then, as the light procceds over the let-
ter, the vibrant tone first produced slurs to “do”
and "mi” simultaneously. In the letter “T" the
high syllable sounds first, as the upper part of
the letter comes in contact with the light; then
the full five-note chord as the light rays cross
the upright part of the letter, only to revert
again to the high tone. The ¢combined effect is
charming to the ear of the reader. It is unheard
by everyone else.

Selenium, it was cxplained by those who have
been testing the Optophone, has the peculiar
property of offering a high resistance to the pas-

IMMEDIATE

The General Phonograph Mfg. Co.

Model “E” Table Phonograph

The Greatest Value on the Market
DELIVERIES

IN ANY QUANTITY

New Madel ‘“E**

Plays All Makes of Records

Write for our Proposition

| The General Phonograph Mfg. Co., Elyria, Ohio

Superior Tone Quality

Record Dealers and Shippers

Send For Your Sample Today
—RECO.RAPS—

A Transportation Package for Graphophoue Records

SAVES Far more than their Cost

in Postaze and Ingurance
Prevents B-eakage
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Packages For Any Size Reeords
Metal Posts For Any Size Shipments

Write Us for Particulars and Samples

THE RECO-RAP CO., Inc.
104 North 12th St. St. Louis, Mo.

sage of electricity, which is broken down to a
marked degree when light shines upon it. [t is
sometimes called “the electrical eye” because n
is affected by light. The musical notes of the
Optophone are produced, therefore, as the
printed letter passes between the selenium and
the light. In capital letters the notes are of
greater intensity than when the type is small.

NEW COLUMBIA SLIDES

Series of Movie Slides in Color Now Ready for
Distribution to Retail Dealers

The advertising department of the Columbia
Graphophone Co. has issued a new series of
hand-colored movie slides which are being used
by Columbia dealers throughout the country.
The slides are designed in full color and the

DUsLR] namy wiEng

New Series of Columbia Movie Slides
imprint portion is tied into the slide so that it
appears as though the slides were made ex-
pressly for the particular dealer using them.

An organization in which every unit pulls in
a different direction is liable to collapse. There
must be team work between the members of
the sales staff, the salesmen and the manager,
and both of these with the employer.
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“Blues’”—of course.

Good news! Another Marion Harris record.
“Cuddle-Up Blues” on
one side and “Ive Got the Wonder Where
He Went and When He’s Coming Back
Blues” on the other side.

A-3555.

Columbia Graphophone Co.
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A man entered a store which dealt in talking
machines and records and asked if there were
any records by Chaliapin.

“Sharlpin?” asked the salesgirl.
mean Charley Chaplin, do you?"

“No,” answered the prospect, “I mcan Chalia-
pin. the Russian basso.”

“Never heard of him.,” answered the girl in
tones that indicated that therefore Chaliapin
didn’t exist for her.

“No?" answercd the man, no longer a pros-
pect. “He’s been in the newspapers very much
of late.”

Then he turned and went out. Thercby the
saleslady lost not only a sale, but probably lost a
customer.

For several days before this incident happened
the Russian had been “turning 'em away” at the
Metropolitan Opera House, yet this girl had no
notion who he was. Could you blame the pro-
spective customer if he reached the conclusion
that such a saleslady would be equally helpless
in aiding him in a selection of anything other
than the latest jazz hits?

Buyers of classical and operatic records like
to talk over their purchases with the salesman
or saleslady. A talking knowledge of the eveuts
of the day in music goes a Joug way toward
establishing pleasant relatiors that lead to regu-
lar sales.

Somewhere that man found a salesman who
could tell him whether there were any Chaliapin
records and who could talk intelligently of
current events on the concert and opegatic stage.
What if the store had no Chaliapin~ecords?
The customer knew that here was a stoge that
would be likely to have them as soon as they
were out. He would also know that-here was
a salesman who could probably help him if he
were to whistle some operatic air the name of
which had escaped him. There is no question
as to which store he would go for future pur-
chases,

The other day a woman went into a well-known
music store in Brooklyn .and asked for “The
Funeral March of a Marionette.” Over the face
of the saleslady came a blank expression. She
bhad never hecard of such a thing. The customer
terned and went out, disgusted, before the sales-
lady had time to ask anyone who knew.

These are bona fide incidents seen and over-
heard by the writer. No doubt they have becn
1cpeated, with variations, hundreds of times.

A small local store may profit by the moral
of these tales.
the small store may be able to take away busi-
ness from the larger ones through employing
somecone who knows.

Spare minutes can be employed profitably in
the reading of various c¢atalogs. especially the
little résumés of aperas and nutshell histories of
performers. Above all, a daily reading of cur-
rent musical events in the newspapers would

“You don’t
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| When Knowledge Means Sales—'Tis Folly to bemlg"n;)rant
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kecep the ambitious salesman or saleswoman up-
to-date on talking points.

Where knowledge means a boost in sales and
commissions, for the love of money, why remain
ignorant?

THE “FLEA" AND “BOW-WOW BLUES”

A Victor dealer, who is inclined to be a bit of
a wag. noticed in the March list, among the dance
records, “Bow-Wow Blues,” while among the
Red Secal records was the “Song of the Flea,”
and immediately wanted to know why two selec-
tions generally accepted as being closcly related
had not been made available on the same record.

Many a merchant has failed because he assumed
a “public be d--d” attitude toward customers.

HOLIDAY CONTAINERS FOR RECORDS

Frederick Loeser & Co. Stimulate Record Sales
by Placing Selected Records in Specially Dec-
orated Envelopes for Holiday Use

A plan to take full advantage of the possibili-
ties of holidays for increasing record sales has
been inauvgurated in the talking machine de-
partment of Frederick Loeser & Co., of Brook-
lyn. N. Y., by W. H. Bishop, manager. The
plan was first put into effect on St. Valentine's
day. It consists simply of placing four or five
sclected records in an envelope on which have
been placed decorations and verse suitable to
the day. Circular letters and advertising in the
local newspapers urge the giving of records in
these containers as holiday gifts. On St. Valen-
tine’s day the envclope was decorated with a
large red heart in spirit of the day and a few
lines of verse. The plan was also used on Lin-
coln’s and Washington’s birthdays. ‘Sales of Victor
records were greatly stimulated in this manner.

A big one can, of course, but:

f

The record compart-
ment holds fve Vic-
tor olbums, The sta-

tionory dop on  this
side provides a place
f0' a !am’ oFf OoTmd+
menl,

Vactor
Dealers

EVERYONE has noticed
popularity of the moderately 9riced console
type of talking machine. \Wouldn't it be
worth your while to be equipped to satisfy
this demand with a really fine cabinet,
immensely superior to many of the cabinets
that are being offered, which you could setl
complete, with Victrola VI installed, for
less than $100? You can do this with
either of the UDELL console cabinets
described above and- still make your regu-
lar profit both on the cabinet and on the
Vietrola.

the growing

The UDELLWORKS

28th Street and Barnes Avenue, Indianapolis

QUEEN ANNE—=No. 401

Height, 34 inches; width, 36

inches; depth, “22Y  inches.
Brown mohogony. Averoge
weight, crated, 115 pounds. X Our
Shevoton model, No. 400, is the
same as the Queen Anne in con
striction, finish, ond dimensions,

These cabinets are cleverly designed
specially and solely to accommodate the
Victrola VI. The instrument fits snugly
and becomes part of the cabinet. It is
concealed behind a grille door, paneled
with golden-brown silk. Fine finish
and dependable UDELL construction
characterize these cabinets in every par-
ticular. They are mahogany-vencered.
top, front and ends. A post card will
bring you prices and full particulars.
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BRUNSWICK CHICAGO MOTOR PLANT A MARVEL OF EFFICIENCY

Brunswick Motors Produced Under Idcal Conditions—Plant Noteworthy for Its
Completcncss—Somc Recent Photographs

{—Puach Press Department.  2—Awcmbling Room.  I—laspection Department of All Small Parts.  4—Plasing Department.  5—Section of Tool Room, 6—Section of Grindiag Departmeat—Centerss,.
Crioders—Automatic Geinders—Spreial Grinders. 7—Special Automatic Drilling Muchise. 8—Gear Hobbers—Thread Millers  9=Automatic Screw Machines=Single Spindle—Multiple Spindle
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WALTER MAGILL WESTERN MANAGER

Well-known Talking Machine Man Takes Im-
portant Post With Silent Motor Corp.

Walter Magill, well known in Middle \West
talking machine circles. was recently appointed
Western manager of the Silent Motor Corp.. of
Brooklyn, N. ¥. Charles A. O'Malley, president
oi the concern. on his recent \Weetern trip. closcd
the final ncgotiations for Mr. Magill’s services
and complcted plans for a branch office.

The Chicago offices of the Silent Motor Corp.
are located in the Consumers Building., 220 South
State street, where a complete line of Silent
motors is on display. It is the plan of the Silent
Motor Corp. to maintain closc contact with the
\Western purchasers of Silent motors. and Mr.
Magill, while giving his special attention to sates
work. will maintain efficiency service for Silent
motor users.

M:. Magill has a wide acquaintance among
talking machine manufacturcers, having formerly
been sales manager of the Krasberg Engincering
& Manufacturing Corp.. and has more recently
been identified with the H. G. Saal Co.

OGDEN’S SUCCESSFUL RETAIL DRIVE

Sell Many Victrolas IV and VI in Combination
With Ogden You-Nit Stands

Lyncusure, VA, February 20.=J. B. Ogden, Inc.,
Victor retailer, of this city, has conducted an
extensive campaign on Victrolas 1V and VI in
combination with the Ogden You-Nit stands.
This concern reports that in the past three years
prior to this campaign it sold not more than
two or three dozen small Victrolas. The cam-
paign was announced in local ncwspaper adver-
tisements which brought immediate returns and
created from one to three new ciustomers a day.
In commenting on this campaign. the company
stated: It brought to us total strangers who
had never been in our place before, and, further-
more, it brought to us people who we know from
personal knowledge would not have come in and
voluntarily solicited or offered to purchase the
low-priced instruments because of their social
position. In fact. a number of them apologized
for buying a small outfit and stated that they
had decided instead of deferring their purchase
to buy this outfit for the children. As a result
of this campaign we were completely sold out
on every small Victrola we had and were com
pelled to telegraph for a lot by cxpress, Inct
dentally, two large machines were sold as a re-
sult of this sale and record sales have increased
remarkably.” The You-Nit stands which were
fcatured with the table model Vidtrolas are pro-
duced by the Ogden Scctional Cabinet Co.. also
of this city.

HAS RANGE OF FIVE OCTAVES

A dispatch from Vienna says that the remark-
able vocal range of a forty-four-year-old singer,
Michael Prita, has caused a sensation. He made
his debut before the Austrian Socicty of Experi-
mental Phonetics recently and demonstrated a
range of fve octaves, a feat never before per-
formed. His deepest note is the F, an octave
below the bass staff-——more than two octaves be-
low the lowest note of a violin, and onc note
lewer than the record held since the cighteenth
century by the German bass singer, Fischer.

Prita’s highest note is the upper A, one notc
above Mme, Patti’s highest.

His bass notes arc described as full and per-
fect, while his soprano notes are cqual to those
of the famous soprano singer, Moreschi, the solo
ist at St. Peter’s, Romec.

V. ROACH OPENS VICTOR SHOP

Reponpo Beack, Car. March 4.—An exclusive
Victor establishment has been opened at 134
South Pacific avcaue herc by V. Roach, who
comes from Plainficld. N. J. Mr. Roach has in-
stalled modern equipment in his store, which is
most completely stocked.

FEATURES VICTROLAS FOR EXPORT

Van Winkle Piano Co. of Washington, D. C.,
Caters to Diplomats and Visitors Who Gather
at the Capital From All Parts of the World

Wassingron, D. C., March 3.—The Van Winkle
Piano Co., of 1217 F street. this city. Victor
decaler, is taking advantage of the fact that this
is the diplomatic center of the country and is
recognizing the possibilities for the sale of Vic
trolas and records to visitors from all parts of
the world. Some of the company's recent adver-
tising featured the export branch oi the businecss.
The value of the Style 50 portable Victrola as a
mcans of cnjovment for people who travel was
stressed. One of the advertisements stated in
part that: “North, South, East and West—to
cvery country in the world we ship Victrolas and
Victor records. In China and Japan. in England.
Belgium, France aud Spain. in Norway and South
Africa you'll find this peer of musical instru-
ments.

PASTOR PAINTS A MUSICAL HEAVEN

Baptist Clergyman Describes a Heaven Where
Music Lovers Will Find Happiness

AtLantic Ciy, N, J., February 27.—Music lovers
will find planos in heaven, just as everyone else
will find just what he wants there. declared the
Rev. Dr. James E. Norcross. of New York City.
ficld secretary of the General Board of Promo-
tion of the Northern Baptist Counvention, in an
address here last week.

“Music is the war department of the Church.”
he declared, “but there arc times when a praver
meeting is dead before it starts because the music
kills it. Our singing is often terrible.”

He told of a church that had been spending
$1530 annually for an organist and $I150 annually
for a choir. It bought a good talking machine
and now spends $250 a year for fine records.
“There isn’t a man on God's carth who wouldn't
rather listen to Evan Williams or the Lotus
Cuartet on a high-grade phonograph than to a
mediocre choir,” said the clergyviman,

PETITION IN BANKRUPTCY

A petition in bankruptcy has been filed against
the Great Northern Phono Supply - Works. Inc.,
of 57 Fulton street, New York City. Liabilities
arc estimated at $15000 and asscts are given as

$5.000.

45

907%

Of All Phonograph Spring Trouble
Absolutely Eliminated by

Anaconda Lubricant

It prevents jumping, jerk
ing and binding of springs
It is a scicnlifically densificd
Pennsylvania ofl and is 1006
lubricant.

Positively contains no graph
fle, grease. vegetable ofls,
acld, asphalt or fibre. One
filling lasts for years. Qua

ity and uniformity guaran-
teed. One-half as much only
is needed.

IWe are making special offer on first order QNLY

S-pound can $2.00, delivered aunyiwhere i U, S. A

PRICES: S-pound can....... (o, L Te— $ 2
Box of 6 5-pound cans............ 10
Hox of 12 S-pound eans............ 19.80
50-pound €can........0eun.n 15.00

F. Q. B. St. Louls, N(;
Anaconda Lubricating & Supply Co.

3008 Louisiana Ave. ST. LOUIS, MO.

GELLER & SELDIN BUY BUILDING

Rockville Centre, N, Y.. Concern Buys Fine
Building for Headquarters—Plans Large Stock
of Machines and Several New Departments

Rockvirey. Centre, N. Y., March 5—Tle firm of
Geller & Seldin. talking machine deaters of this
vitlage. has purchased onc of the finest business
buildings here for its headquarters, following
extensive alterations. The new quarters of the
firm are located on the Merrick road and Village
avenue. In addition to a large stock of talking
nuachines and records, the concern is planning to
install a player-ptano. music roll and a sheet nu-
sic department. The quarters now occupied will
be operated as a branch,

PLYMOUTH PHONO. CO. ELECTS

Prystourn, Wis., March 4.—The annual meeting
of the stockholders of the Plymouth Phonograph
Co., of this village. was held receatly. at which
all officers were re-elected. The officers of the
concern are: President, Williamy Thommen - vice-
president, Harry Bolens, and secretary and treas
urer. Frank Mclntyrc.

Gathearal

Phonograph

THE popular CATHEDRAL
Phonograph is now being
manufactured by a responsible
and experienced organization.

If you are looking for a line of
phonographs combining quality,
value and great sales possibilities
the CATHEDRAL agency will
prove a “gold mine.”

Write Today for Our Dealer Plan
OHIO CATHEDRAL CO.

W. H. HOUGHTON, Pres.
MARION, OHIO



Maxcu 15, 1922

THE TALKING MACHINE WORLD

Imagine the wonderful tenor voice of
Charles Hackett putting over that old
favorite, “Mother Machree’”! A sure seller
among the April records. 80097.

Columbia Graphophone Co.

NEW YORK

VICTOR ACTIVITIES IN I0WA

Opera Book Month a Signal Success—Campaign
Planned and Executed by Mickel Bros.—News
of the Victor Retailers in This Terntory

Des Moines, Ia., March 4.—One of the most
effcctive pieces of Victor publicity introduced
recently in this territory was announced by
the Mickel Bros. Co. in January, setecting Feb-
rmary as the month to be known as “Opera Book
Month” and asking every dealer in the State to
lend his efforts in getting as many of these
valuable books into the hands of their customers
as possible. Each dealer was supplied with large
posters for the windows and store and quantities
of small circulars, which were mailed out with
each supplement. The work was backed -up
with stirring sales letters, which were mailed to
the dealer every few days, and the phrase “Opera
Book Month™ was brought before the dealer in
as many diflerent ways as possible.

To further stimulate the campaign three cash
prizes, $25, $15 and $10. werc offered to the
dealers who installed the most effective windows
and forwarded the photographs to the Mickel
Bros. Co.

H. B. Sixsmith, sales manager of the Mickel
Bros. Co., was responsible for the working of
the camipaign. “QOur fondest hopes were more
than realized,” said Mr. Sixsmith. *“\While the
margin of profit on the books was the samc as
any other item of Victor merchandise, still the
greatest point gained is that we have gotten

!
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MIS MASTERS VOICE

“MIS MASTER'S VOICE

them into the hands of people who buy records.
We are confident that the book will develop Red
Seal business and many wonderful experiences in
this respect are told by the dealers. During the
month almost two thousand books were sold,
which we consider so successful that we arc
going to make every February ‘Opera Book
Month' in Iowa.”

Donahoe & Donahoe, Victor dealers, Ft
Dodge, suffered several thousand dollars’ loss
by water when fire destroyed a business block
near them. A quantity of instruments were
stored in the basement, which was completely
flooded.

H. A. Beach, vice-president of the Unit Con-
struction Co., Philadelphia, Pa., and H. Howi-
son, traveler, recently visited the Mickel Bros.
Co. Mr. Beach is very optimistic in regard to
the outlook for equipment and closed several
large deals in the State.

The Crary Co., of Boone, Ia., Victor retailer,
is taking a musical census of the town and,
judging from the sales which are coming in,
the affair is a success, Six girls, with a kit of
supplies and records, are canvassing the town
and their work is backed up with a large amount
of advertising, both outdoor and newspaper,
moving pictur: films and evening recitals in the
store. The Crary Co. owns onc of the prettiest
stores in the State and sells nothing but Vie-
trolas. Jos. C. Britt is manager.

Thos, Saam has purchased the Victor stock of
a retiring dealer and, in the future, will con-
duct an exclusive agency at Lansing, Ia. A

Again We Wish to “

Impress Upon You

That the Mickel trade-mark has a
practical significance as applied to
our service to the Victor retailer.

There is no phase of the Victor
dealers’ problems that has not becn
thoronghly studied by our organiza-
tion, and as a result of this study
and ivestigation we are ready to *
help vou along constructive, prac-
tical lines.

MICKEL BROS., INC.

411 COURT STREET
DES MOINES, I0WA

complete department is already installed, with a
competent force of salespeople,

The Mickel Bros. Co. held a series of district
mectings throughout lIowa during the month of
January which met with wonderfu! success. Geo.
E. Mickel, president of the company, presided
at the mcetings. "Our meetings were a source
of inspiration to me,” said Mr. Mickel, in talk-
ing to The World rcpresentative. “lowa, you
know, is essenmtially an agricultural State and
the recent rise in price of corn and wheat has
done a lot toward putting the farmer in a better
buying mood. We are already feeling the bene-
fits. It was more than pleasing to note the grow-
ing optimistic fecling among the dealers and
their confident opinion that 1922 would do a
great deal toward bringing conditions back to
normalcy.”

President L., A. Murray, of the Iowa Victor
Dealers’ Association, has already begun arrange-
ments for the fifth annual convention to be held
in Des Moines this Summer. “Our last one,”
said Mr. Murray, “sect such a high mark for
us to follow that it will be rather difficult to
arrange such a helpful as well as cntertaining
program as we had. However, every member
can rest assured that it will be worth the time
and money spent in attending. Our motto is
‘Bigger and better every year’.” Mr, Murray
owns an exclusive Victor store at Davenport, Ia.

W. G. Kennedy has purchased the controlling
interest in the firm formerly known as the Ken-
nedy-Gardner Co., Victor dealer, Towa Falls,
and in the future the business will be conducted
under the name of W.. G. Kennedy.

Axel Nelson, general manager of the Had-
dorff Piano Cp. retail stores, was a recent vis-
itor to Des Moines. Mr. Johnson, manager of
the headquarters at Rockford, Ill., was with him.

SCHEDULES OF THE REGINA CO.

Liabilities of Bankrupt Concern Given
$1,063,801 and Assets as $698,479

as

TrenxtoN, N, J, March 3.—The labilitics of
the Regina Co., musical instrument manufacturer,
of Rahway, N. J., arc $1,063.801 and the asscts
$698,479, according to the schedule filed. The
schedule comprises 200 pages and has been re-
ferred to Referee Atwood L. DeCoster. The
liabilities include: Unsecured claims, $988,170;
secured claims, $40,323; notes, $12.868; wages,
$£4,074, and taxes, $14,354. The asscis are: Real
estate, $103,000; cash, $193,000; bills, $£59,943:
stock, 242,903; machinery, $146.886; patents,
$4,624; open accounts, $129,632, and bank de-
posits, $1,426. Bankruptcy proceedings were
started against the Regina Co. some time ago in
the United States District Court.

MULTUM IN PARYO

The average talking machine buyer is a self-
respecting person and the salesman who adopts
an air of superiority and condescension had bet-
ter change his methods or quit. If he doesn’t he
will not hold his position very long.
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[JA Needle

FOI‘ E’Oé’?‘y Tuﬂe resounding brass of Sousa’s

F A T marches to the softest and sweet-

r /) est violin solo of Jasha Heifetz,

0 ”'y one can be played best by a Brillian-
tone Phonograph Needle adapted
to. that particular music.

Your customers want to. get the
most out of their phonograph
records by using the proper needle
according to the type of record
they wish to play. When you
supply this desire of your cus-

The Brilliantone line includes tomers, you naturally boost your
Extra Loud Tone, Opera Tone, total sales.
Full Tone, Half Tone, Light '

Tone, and Dance Tone Steel M. . 3 . 4
) ade in America by Americans
Phonogrdph Needles a =

SUPERIOR STEEL -
Every Package of Genuine Brilliantone LIAN T
Phonograph Needles Bears this Trademark
RECISTERED TRADE MARK —_—

R NEEDLES

(The Oldest -and Largest Manufacturers of Talking Machine Needles in the World)

BRILLIANTONE

STEEL NEEDLE COMPANY OF AMERICA, Incorporated

Selling Agents for W. H. Bagshaw & Co., Factory, Lowell, Mass:
347 FIFTH AVENUE, Suite 610, at 34th Street, NEW YORK

Pacific Coast Distributor: Western Distributor: Canadian Distributors: Foreign Export:
Walter S. Gray Co., The Cole & Dumas Musie Co.. The Musical Mdse. Sales Co., Chipman Lid.,
942 Market St., 50-56 West Lake St., 79 Wellington St., W., 8-10 Bridge St.,

f.an Francisco, Cal. Chieago Toronto New York Clty
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BRAIN WORI\ lN SALESMANSHIP A DECIDED ESSENTIAL

Chas. H. Kennedy, of the Kcnnedy-Schultz Co..

Clevcl:md, Contributes Some Pregnant and llu-

minating Remarks Which Will Be Read With Exceeding Interest by Our Aspiring Salesmen

“Take care of the big birds and the little ones
will take care of themselves.” That is the motto
vt Charles H. Kennedy, of the Kennedy-Schultz
Co.. of Cleveland, who represcnts the Granby
Fhonograph Corp. in Ohio, and in going on this
motto Mr. Kennedy has been unusually success-
ful with everything he has undertaken.

“"When 1 was a young chap in the selling
game,” said Mr. Kennedy, talking to a repre-
sentative of The World, "1 had a boss who
knew his business. As a sales manager Frank
Randolph knew what was what and when Frank
went out after a prospect he generally came back
with the goods. Like the squirrel at the sight of
Davy Crockett’s gun. the prospect dropped
dowi out of the tree when he saw Frank coming.

“1 was with him for threc years and when
I went Frank said to me: 'Kennedy,” he said, 'l
want to tell you a secret of succeys in selling
anything. It is very shmple. but it brings home
the bacon. It has for me and I know it may
for yvou. It consists of just threc rules: First,
zo after the big fellow; second. see the big man,
and. third. never fail to work like the devil with
your hcead.

“This is true. 1 find that the trouble with
most salesmen is that however active they may
be on their legs they lack imagination. They
dou’t work with their brains. They go off hali-
cocked and thus waste a lot of powdcr"ind shot
on birds that are no good when bagged.

“Tt is just as casy-—even easier—to land the
big bird as the little one, The big bird has the
brains to understand your proposition and to
grasp its possibilitics, and he has the money to
buy if it appeals to him.

“The little fellow lacks both. You talk your
head off and when you gect done he shakes his
head. He can't see your proposition at all
Or. if he 1s sold. it may be that his credit is
weak-kneed. Then you have had all yonr work
for nothing.

“There s much more satisfaction in gunning
for the real big bird. He listens keenly to your
story. He gets your story point by pomnt.
When you gect done he asks a few questions
straight from the shoulder and then he gives
vou an order which he can pay for.

“You sinile when I say, ‘Gives you the order’
You think I am too cocksure. \Vell, maybe
I am, but I never call on a man with the idea
of selling him until 1 have satisfied myself by
making surc of sevceral points. The first of these
is ‘Can he usc the merchandise? Is it economi-
callv right for me to secll him? The second
is, ‘Can he pay for them?

“Of course, his money may be all tied up. 1
can't very well know whether it is or not. But
I can—and do—find out whether he is good for
any bill he is willing to contract.

“That question as to whether it is right to
sell him is one that is too often aoverlooked or

ignored. I am selling Granby phonographs, not
for to-day, but for to-morrow. 1 do not want
to sell a man once and then be done with him.
I want to be able to go back and get his order
cvery time his stock needs replenishing and if
I am not there I want him to mail me the order.

"Thercfore, [ don’t want to load a man up
with a lot of phonographs just becausc he has
got the money 10 buy. IHe must be able to
sell them. If he can’t sell them, if he can’t
sec an inunediate market for my goods, what's
the good of my selling him? 1 probably will
have to take them back off his hands, and if 1
can’t do that he will be stuck. He may not
lose any actual cash, but he will be forced to
hquidate at cut prices, doing him a lot of harm,
He will be disgruntled and everyone that he
meets will hear the story of thé way he was
treated.

*If a man can’t make money selling your line
you had better not sell him,

“'The result of this philosophy is that I don’t
try to scll Granbys. What 1 sell is an oppor-
tunity for a dealer to make money. The goods
themnselves are the least cousideration, Of
course. they are right, so that when a dealer is
sold on the proposition the order is waiting.

"By e¢oncentrating, then, on the big fellow
I find the little fellow takes carc of himself.
There are a lot of people in the world who have
got 10 follow a leader and most of the little
fellows are followers. If you don’t want their
risk when they come to you with an order in
their hand you can turn the order down with a
clear conscience.

“If you begin at that end and scll the little
fellow first it is just as hard to scll the big onc
later as it is the other way around, and you will
find it hard sledding getting the little fellows’
erders past your credit department.”

Mr. Kennedy is the kind of a man usually
calted a live-wirec. Hc has a head full of ideas
and he can usually think of more than one at a
time. He has acted on the advice that he gives
and it has put him well up the ladder. He is not
at the top by any means, but he i> getting there
fast and when he stands on the top round it is
going to takce a lot of pushing to make him lose
his balance.

TRENTON STORE 1S ENLARGED

Trentox. N. J. March 4—Joscph P. Fee, pro-
prictor of the Record Shop, 236 North Warren
street, has cnlarged his store and made a num-
ber of other improvements to take care of in-
creasing business, Mr. Fee was the first dealer
to open a phonograph shop in Trenton, having
started cight yecars ago with a practical experi-
ence in talking machines and their construction.
The repair end of the business has been greatly
enlarged. -

“BLACK DIAMOND?”
CRAPHITE -

Spring Lubricant
¢ The Lubricant
Supreme

Gu-nr'mteed nol
to dry u{)
become fcky
or raneld; re
talins its
smooth, sllky
touch indefi-
pltely. Pre-

v pared in just
the rh:hl conshienc;‘ tn 2 slzes. collapsible
tulws. 4.1 10. 23, 50 1b. cans.

Manufactured only by
HARTZELL CRUCIBLE CO,
North Side, Plttaburgh, Pa,

FFactory Represcntative
LOUIS A. SCHWAKZ, INC.

1265 Broadway, New York City
S. F. LARRIMORE

5836 Eastgn Ave., St., Louis,

FOR SALE BY ALL LEADING

» O

Mo,
JOBBERS

VISITS VOCALION DISTRIBUTORS

Oscar W. Ray Makes a Swing Around the Circuit
and Brings Back Most Encouraging Report
Regarding Vocalion Record Business

Oscar W. Ray, manager of the whaolesale Vo-
calion record department of the Aecolian Co., re-
turned recently from a lengthy trip in the course
of which he visited Philadelphia, Baltimore,
Washington. Memphis, St. Louis, Cincinnati, De-
troit and other cities, for the purpose of calling
on Vocalion record distributors. Mr. Ray stated
that he found the distributors in a thoroughly
optimistic mood, all of them reporting very satis-
factory business, swith a distinct tendency toward
increase,

The distributors are doing particularly well in
the matter of establishing new dealers, and state
that not only are many dealers making voluntary
inquiries regarding the Vocalion agency but are
arranging to handle that linc exclusively. Marked
progress was reported in several of the cities, due
probably to more encouraging local conditions.

All along the line, declared Mr. Ray, both dis-
tributors and decalers expressed cnthusiasm re-
garding the dance records being made by the
Yerkes S. S. Flotilla Orchestra and the other or-
ganizations recording for Vocalion records.

JOHN CHURCH CO. OPENS BRANCH

Ewciy, Ine., March 3.—A 1alking machine and
piano store has been opened here by the Johm
Church Piano Co., of Chicago, Ill. In addition
to the pianos and player-pianos manufactured
by the company John Church phonographs will
be fcatured. The establishment is one of the
finest in this and surrounding communities and
the company is planning an aggressive sales
campaign.

NATIONAL METALS DEPOSITING CORPORATION

FACTORY
Telephone Oakwood 8845

MASTERS

A Perfect
Negative
From
The Wax

For Your Convenience
Deliver Recorded Wax

To Our Laboratory

34 EAST SIDNEY AVENUE

MOUNT VERNON, N. Y.

MANUFACTURERS OF

MOTHERS

FOR PHONOGRAPH RECORDS

A Perfect

Wax

We Deposit the Finest

Positive . Durability
o Copper in the World wPe;:‘:t
or ane=

LABORATORY
415Fourth Ave,, NewYork,N.Y.
Tel. Madison Square 6635

STAMPERS

Quality

Try Us ship
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PLAN FOREIGN TRADE CONVENTION

Vital Expcrt Problems Affecting American Busi-
ness Will Be Considered at Convention in
Philadelphia During the Month of May

Puwwapverrma. Pa, March 9—The financing
and expansion of foreign trade will be studied
from various points of view by lcaders of finance,
industry and commecrce at the ninth National
Forcign Trade Convention to be hecid n this
city May 10, 11 and 12.

The Trade Adviser Service will be an outstand-
ing fecaturc of the convention. There will be a
lhundred men, thoroughly cxperienced in export
trade, representing different lines of endcavor
in various parts of the country. They can be
consulted by any of the delegates to the conven-
tion and no request for inforimation will be left
unanswered.

The Bureau of Foreign and Domestic Com-
merce will send to the convention as many of
its representatives as possible. A number of
United States Trade Commissioners will also
be present and will give first-hand information
regarding the countries from which they have
recently returncd.

Among the topics scheduled for consideration
will be "A foreign loan policy that will enable
our idle factorics to get to work,” “The Merchant
Marine an International Problem.”

“Export advertising” will be handled in co-
operation with the Association of National Ad-
vertisers and will include” the topics of “Sales
Promotion Through Advertising” and “The Use
of Dealers’ Helps.” The National Association of
Credit Men will assist in a thorough discussion
of the important subjecet of “Credit and Credit [n-
formation.”

Other topics to be discussed at the convention
are:

A practical method of putting our surplus gold
to work in fhnancing foreign trade.

The exporters' view of the present attitude of
banks toward forcign trade and the bank's view.

The effcct of high taxation on the exchanges.

The factor of depreciated currency in com-
petition.

Why we must have foreign trade.

Education for foreign trade.

Banking facilitics for forcign trade.

Ocean carriage.

Sales promotion.

Factors that will help the exchange situation.

Mecting preferential tariffs.

A foreign trade policy for Americans.

SONORA SCREEN PLEASES DEALERS

Sonora dealers have evinced keen interest in a
small sereen recently prepared by the Sonora ad-
vertising department, featuring the Adam Period

An Artistic Arrangement for Display
model. This screen. which is 30 inches high and
41 inches long. faithfully reproduces the mahog:
any fnish and the beautiiul Aguring oi the wood,
and it is being used to advantage by Sonora
dealers in conneetion with their window displays.

The merchant who ignores or disregards human
nature is doomed to failure.

THE TALKING MACHINE WORLD

Improve Your Service

AND

Increase Your Sales

By Equipping With

The OGDEN “UNIT"

or Sectional System

which has been used by thousands of dealers
for the past six years and "“Sold” to all on our
UNCONDITIONAL GUARANTEE OF
%IE}‘&%FACTION, QUALITY AND

4 foche:
A S W

Hhmces  Ivmches

i,

\inches  Hipches

16 dnches

16 bocies

Model No. 1 and No. 31 Sectional Cabinet

This Cabinet, consisting of five Record Sec-
tions, Top and Base, files 1,500 10- and 12-
inch Records, all in easy reach, and with our
“Visible Indexes” any Record is obtainable
in four seconds. This Service equipment will
increase your Sales.

Each Section holds 300 Records, which are
protected by Glass Doors, Base has locking
Accessory Drawer. Complete tier of six
sections, as illustrated, Mah,, Quar. Qak and
Enamel finishes .................... $59.25

Quar. Oak, Mahogany and Enamel Finishes

Ship us via: FREIGHT— EXPRESS—
~Top or Crown Section No. 1..... $4.00
—Receord Scction No. 1 (holds 300
10-inch and 12-inch records)... 9.75
—Record Section No. 31 (holds 300

10-inch records) ......... ..., 9.75
—Base No. | with Locking Acces-

sory Drawer ................. 6.50
—Base No. 1 without Accessory

LB T R T L 5.50
—Finish Wanted ......ovvvvevivvunnns

5 Record Sections, a Top and Base No. 2
( without Doors) $43.00

Ship Us wvia:

FREIGHT EXPRESS—
—Top or Crown Section No. 2
ORI o s Wi+ onenaonston o' ...83.00

—Reccord Section No. 2 (holds 300
10-inch and 12-in¢h records). 7.00

—Record Section No. 62 (holds

300 10-inch records)........ 7.00
—Sanitary Base No. 2 with Ac-

cessory Drawer ............ 6.50
—Sanitary Base No. 2 without

Accessory Drawer ......... 5.50
Finish wanted ................

Reduced Prices on Unit Model No. 2150D. D.

{Not Hlustrated)

Each Holds 2,150 10 and 12-loch Records
OAK, MAHOGANY acd ENAMEL FINISHES

No. 2150D.D. With Locking Wood

Roll Curtain ...... ...$85.00
No. 2150D.D. With Spanish Leather
Curtain . ......c.o.... 75.00

No. 1800 Without any curtain.... 65.00

Ogden’s Original Stands

For Portable Victrolas No. 50—1V & VI

SEL with Profit

and Satisfaction

]
They are abselutety Rigid and Streng—edslly aisembled with
four concealed wing nuts and screws—' Set Up'® or “Knock
Down'® in five minutes and fulfills every cadbinet requiremant
at a oprice that has Introduced the Victreia into thousands
of Homes. 2

mMr. Dealer: Don't overlook Ihe small buyen—History repests
iiself—the Small Victrela user of today is the good prospect
of tomorrow for & Ilarge one and constantty 8 Reoord Buyer,
Start & campaign now for 100 new customers lor the Small
v‘lclmll“ and wateh the B8ig Machine and Record Sales
“Jump.

A “UNIT”

with

Original
Graceful
Different

Exclusive

Novel
"STANDS

OQoden’s No 50
Stand** for No. 30
Victrola made of select
materia) correctly de-
tigned to Ot and fur.
nished te mateh the
Mahogany and Oak
finishes.

Costs You Only $6.50 Delivered

Don't pay more for an Imitation, If your Jobber does not
carry them In stoch order direct.

Ogden's Stands Noi.
IV and VI for Vle
trolas IV and VI are
open frames made flo
Nt exdetly theis tepa.
rate modeh.

Dak Nes. IV and VI,
oach $360—MBhogany
Filnish Ko. Vi, $3 835
Solid Mahogany No.
Vi, $4.25. Pached 2
in a carton. Utility
Teop—Converts a stand
inte a Service Tabdle
for all models: edch,
90¢.

Utility or
Service Tables

(Convenlent for Many
Purpeses)
Are needed In  every
Recerd HAoom, Store
and Home. A guiek
sale and profit article.
Tables Ne. IV and VI
n Oak. Mahogany
and  Enamel.,..$4.75

Tabdde Ne. VI In
Osh and Enamel, $5 23
Tabis No. X2 Oak,
Mahogany and Enam-
ol .. P— (1
(Tables Nos. ViIl and
IXa Obsolay and sell
with theis Vietrolas
preftably.)

Ogden You-Nit Stands and Tatles are unconditionally guar:
anteed. If you have nol already received an imitation stand
on Bporoval get one frem your jobber ard ¢ompare I with
Ogden’s criginal stands.

Write for our Catalog of
Filing Cabinets and Stands

Ogden Sectional Cabinet Co., Inc.

LYNCHBURG, VA.
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Playing position

—T Kent Special

Plays all lateral records

AT THEIR BEST

on the

EDISON DISC PHONOGRAPH

@

Reg. U, 8. Pat. Off.

Write for catalog of complete line

F.C. KENT COMPANY

IRVINGTON, N. J., U.S. A.

KENT PRODUCTS ""Win their way by their play'’

Insertion of needle position

PEARSON PIANO CO. IN NEW HOME

Prominent Music House of Worcester, Mass., in
Commodious New Quarters—A. J. Pearson,
Head of Concern, Well Known in Trade

WorcesTeR, Mass., March 6.—The Pearson
Piano Co.. Alfred J. Pcarson, trcasurer, whicn
has been doing business at 235 Main street for

Alired ]. Pearson

more than ten yvars, mnoved recently into a larger
and cspecially attractive new home at 238 Man
strcet. The change was marked by an open
house, with concerts aftcrnoon and evening by

eanf S

operation and service to the
Victor dealer has been en-
hanced by the exceptional fa-
cilities afforded us in our new
home. Visit us on your next
trip to Columbus.

promincnt local talent, and many firiends of the
long-established music house attended the open-
mg and inspected the spacious new rooms.

The large floor space of the new store per-
mits plcasing displays of thc various makes of
pianos and the Bruanswick phonographs carried
by the Pearson Piano Co. The cxcellently sit-
vated windows are full-length plate, allowing at.
attractive display arrasgement.

Features are the spacious, sound-proof talking
machine rooms. They are large and attractively
furnished, permitting prospective purchasers to
listen to records in absolute quiet and i artistic
surroundings.

A private room, richly finished with black and
gold as the color scheme, is called the Art Echo
Room. lis main decoration is the A. B. Chase

reproducing grand pano.

An innovation is the addition of a repair de-
parument, especially cquipped for player instru-
This department

ments. has been placed in

F o

New Headquarters of Pearson

Co.
charge of Carl S. Eckberg, who for fiftcen years
was an inspector for the Simiplex Player Action

Co.. of this city. The new quarters are very ar-
uistically arranged throughout and do credit to
Mr., Pearson’s good tastc.

WHY HE CONTINUES A CLASSICIST

Neighbors Supply All the Popular Records and
Thus High-class Records Are Accumulated

Judging from Smith's cabinet of phonograph
records, he is what might be called a classicist.
QOutside of about a dozen dance records which he
kept on hand for purcly social rcasons to enter-
tain company, the collection was classical. His
friends found this strange in view of his fond-
ness for popular music, cspecially jazzy and
Oricatal strains.

However, the mystery was clearcd up the othes
evening by a friend whose long standing made it
not impolite to put blunt questions.

“Well,” Smith adwmitted. “whatever tasie for
the classics 1 have developed. 1 owe it entirely
to our next-door neighbors. Desides, they have
saved mic moncy. As soon as a new record comes
out they buy it hnmediately and for the next
couple of days I hear nothing else.

‘Of course, by that time the song which has
become the rage has been murdered and buried
as far as | am concerned. Thercfore, the money
which [ would spend on popular music which
rarely lives beyond a few months 1 vse on classi
cal music which helps to cultivate a genuine taste
for music.”"—The New York Sun.

TRAFFIC COP MAKES RECORDS

Patrolman Qu'nn, o New York Police, Records
Two Live Accordion Solos

It is seemingly a far cry from regulating trafl.c
at one of New York's busiest corners on Fufth
avenue to playing an accordion for phonograph
rceords. but Patroliman Frank Quinn, of the Traf-
fic Squad of the Ncw York Police Department.
l'as done that little thing for the Vocalion rec
ords, the first appcaring in the March list
Patrohnan Quinn proves that the hand that stems
traffic on Fifth avenue can draw some nughty
fine music out of the accordion. His fairst record
has on one side *The Cherry Blossom™ and on
the other “The Swallow's Tale.’

The Yectter Investmeni Co. has been granted
a charter of incorporation in Delaware to handle
musical instruments, with a capital of $1.000.000.

Do You Throw Money Away?

RENE MFG. CO.

[t is not a popular pastime—but still it 1is
unconsciously done by many who just don't
know that Repair Parts can be bought for less

RENE MADE SPRINGS AND PARTS ARE BETTER
COST LESS

Montvale, N. J.
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LA VELLE CO. MAKES BOBOLINK LINE

Takes Over Bobolink Phonograph and Bobolink
Books From A. C. Gilbert Co—New Mac' "ne
Won Favor at Toy Fair—Officers of Company
New Havex. Coxx. March 1.—=The La Velle

Mig. Co., of this city, which recently took over

the Bobolink phonograph and Babolink books

fromt the A. C. Gilbert Mig. Co., which formerty
produced this line, is featuring the Bobolink line

strongly. This nursery phonograph, which is a

toy in everything but the tone reproduction, con-

sists of several models which retaited at $25.

Immediately after the La Velle Mfg. Co. took

over this new line it announced the production

of a new model at $10 in stained oak with white
panels upon which appears numerous attractive
nursery designs. This new model attracted much
attention when displayed at the Toy Fair held
recently at the Hotel Breslin, New York Ciy.

\William Huston, of toy fame, was in charge of

the exhibit and reported that this new model also

was very popular in Chicago. Mr. Huston will
represent the Bobolink in the Middle West and
on the Pacific Coast,

The La Velle Mig. Co. specializes in girls’
toys and has an excellent reputation in the toy
trade. [t 15 also building up a large clientcle
among talking machine dealers who are handling
this non-competitive toy talking machine line.
The Bobolink books are proving very popular
and it is expected that the La Velle Co. will place
a national advertising campaign behind these
books in the near future. The officers of the
La Velle Mfg. Co. are F. \V. Gilbert. president
and treasurer: R. R. Roberston. vice-presudent,
and Frank Degnan, secretary.

BRUNSWICK SHOP CHARTERED

The Bruaswick Phonograph Shop, Inc., of In-
dianapolis, Ind., has been granted a charter of
incorporation under the laws of that State. with
a capital of $30,000. The concern will deal in
Brunswick machines and records cxclusively.

THE TALKING MACHINE WORLD

SELLS PHONOGRAPH TO DEAF MAN

Steger & Sons Salesman Shows That Deafness Is
No Handicap to the Fellow With Pep

Selling the talking machine to a deaf man
would be considered in most quarters as repre-
senting the accomplishment of practically an im-
possible feat, but the Steger Magazine, published
by Steger & Sons Piano Mig. Co., tells in a re
cent issue how a salesman n the company’s retail
department m Chicago managed to do just that
little thing. The story was as follows:

“One of the customers upon whom he waited
was an elderly gentleman who had the misfortune
ot being very hard of hearing. It was very difti-
cult 1o converse with him, not 10 speak of demon-
strating a phonograph. But our salesman was
resourcceful. After the first call, which naturalty
was unsatisfactory, he persuaded the prospect to
come in again, In the meantime our enterprising
phonograph expert got busy and rigged up a de-
vice which would have done credit to a Goldberg
cartoon,

"The material consisted of a pair of dictaphone
hearing tubes and a 10-cent tin funnel. The fun-
nel inserted in the end of the flexible rubber tube
was held in the sound chamber of the Steger,
while the customer put the prongs of the hearing
tubes to his cars. Great results! The customer
was happy as the deal was closed.”

B. H. ROTH OPENS VICTOR SHOP

WEest NEw Yoxi, N. J., March 2—An attractive
new Victrola esiablishinent was opencd on Ber
ganline avenue here this week by B. H. Roth.
The opening was marked by a concert and the
large number of people who attended the event
and exhitiled their interest in the store augurs
well for the success of the enterprise.

The lnternational Music Co., of Los Angeles,
has securcd a lease on quarters at 229 \West
Third street. Talking machines, records, pianos,
etc,, are handled.
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A. H. MAYERS OPENS NEW STORE

Well-known Talking Machine Dcaler Now Has
Elaborately Equipped Location on Broadway,
New York, Known as “Symphony Hall"

A. H. Mayers, who has long been an active
factor in the retail talking machmne trade in New
York, marked a new jorward step on the evening
of February 21 when he held the formal opening
of his claborate new store at 1989 Broadway,
near Sixty-scventh street, only a few doors from
bis former location on the same block.

The opening of the new quarters, known as
“Symphony Hall,” was made the oc¢casion for an
claborate concert and entertainment followed by
dancing. The programn served to attract a repre-
scntative crowd which packed the commodious
store from carly in the evening till after midnight.

The new store is Atted up in a most claborate
wanner, with a commodious foyer in the front
leading into a broad aiste flanked on both sides by
numerous booths. The woodwork is finished in
mahogany throughout, and the walls in cream
tints, with the exception of the foyer, where the
walls are claborately decorated with mural paint-
ings. The lighting systemn is of the indirect type
and serves to add materially to the general artis-
tic cffect.

The equipment throughout the store is maost
modern in every particular, and is thoroughly in
keeping with the fine Broadway location.

REMODELING IN NEW PHILADELPHIA

NEw PuiraneLpuia, O, February 27.—Alterations
e the interior of the Gintz Co.'s store¢ on West
High street, now ncaring completion, will give
the concern 1,125 additional square feet of Roor
space. The aew Victrola parlors arc among the
best in this section of the State. The balcony in
the rear of the store has been enlarged for the
convenience of the store’s patrons.

Two additional booths have been provided for
Victor record demonstrations, there now being
six booths in all

as well as night signs.
artistic designs.

Flexlume Signs

Display Most of the
Best Known Trademanrks

OST of the best
known trade-
marks standing for
quality in pianos and
talking machines have
been reproduced in the

form of Flexlume Electric Signs,
for manufacturers able to build up
great names have the foresight to
appreciate the wonderful adver-
tising possibilitics Flexlumes offer, and to do all they can

to encourage their use.

Flexlumes have raised, snow-white glass letters standing
out from a dark background. They are perfect day signs

They have greatest reading distance, lowest upkeep cost, most

We shall be glad to send you a sketch showing a Flexlume for YOUR business

FLEXLUME CORPORATION

36 Kail St., Buffalo, N. Y.

Flexlumes—Electric Signs Made Only by the Flexlume Corporation
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the finest reproducing
Phonograph in the World

USIC in all its wondrous

power and beauty finds in Q’

™

the Steger that rare charm of
perfect tone reproduction which bas
made this delightful phonograph a
great favorite in thousands of homes.

The Steger's remarkable fidelity to
original tone values is due entirely to
the excellence of its exclusive patented
features, which have never been sur-
passed. The wonderful Steger tone-
reproducer, the tonechamber of even-
grained spruce and the easily adjust-
able tone-arm make perfect rendition
of every disc record certain.

True artistry of design and perfec-
tion of cabimet work are distinctive of
the Steger. Music-lovers are quick to
discern real merit. ‘The more critical
they are, the quicker they are to dectde
in {avor of the incomparable Steger.

You can make the Steger a big
asset of your business because of the
quick turnover and because every sale
produces a second sale.

SELL THE STEGER!

IFrom a sales standpoint, the Steger
offers wide possibilities to the active
dealer. It is backed by a great and
profitable inerchandising plan that
adds inmeasurably to the value of
Steger representation.

Write ior the Steger proposition
to-day! Desirable territory open.

Phonograph Division

STEGER & SONS

Piano Manufacturing Company
Established 1879
Steger Building, - - CHICAGO, ILL.

Factories: Steger, Illinois, where the ®Lincoln™
and “Dixie” Highways meet.

“If it"sa Steger—it’s the most valiwable Piano in the world,”

)
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Trade Impmt'es—Campaign
to Unite Music Interests—
Moody’s Plans—Trade N ews

Burrawo, N. Y., March 4.—Talking machine
dealers report business gradually improving and
if this improvement continues it will not be long
until the volume of sales is up to the seasonal
average. Dealers who made really intensive sales
campaigns during February had little cause for
complaint as to the volume of business trans-
acted. Jobbers and distributing agencies say the
effect of mid-\Vinter sales is apparent in stock
crders, which are now being placed in increasing
volume. Record sales are showing improveinent
and have been stimulated by thc appearance at
local theatres of many well-known record
makers.

Talking machine men are taking a most promi-
nent part in a campaign to unite all the music
interests of the c¢ity into one organization. This
campaign was discussed at the February meet-
ing of the music group of the Buffalo Chamber
of Comnmerce. At this meeting C. N. Andrews,
Victor jobber, was re-clected chairman of the
group and T. A Goold, of Goold Bros., was
named vice-chairman,

Many valuable suggestions which will be fol-
lowed in planning the campaign were inade at
this meeting by V. \V. Moody, of the Buffalo
Talking Machine Co.

The principal address of the meeting was made
by George \V. Pound, general counsel of the
Music Industries Chamber of Cominerce. Mr
Pound said the talking machine industry is but
in its infancy. He predicted that the time will
come when talking machine records will be used
as a‘means of communication much as personal
letters and telcgrams are now employed. The
machine industry is now in the midst of a new
cra, Mr. Pound said, where perfection of
mechanism as well as beauty of cabinet are basic
requireinents.

V. W. Moody, for the past few years general
manager of the Buffalo Talking Machine Co.,
Victor wholesaler here, and formerly sales man-
ager of the New York Talking Machine Co., of
New York City, will leave the talking machine
business in the near future to join his brother
in the manufacture of metal foil in Léuisville, Ky.
In addition to his other duties, Mr. Moody has
been intimmately associated with the work of the
National Association of Talking Machine Job-
bers as A member of the arrangeinents committee.

Columbia dcalers in this territory report the
national advertising campaign as having a tre-
mendous effect upon business. Record trade has
been especially stimulated.

Robert Porter, field sales manager of the Co-
lumbia Co., held an enthusiastic meeting of
dealers at the Buffalo branch recently.

R. J. Milholland has resigned as Syracuse rep-
resentative of the Columbia Co. and Manager
Faring, of the Buffalo branch, has named
Charles E. Hewitt as his successor. Mr. Faring,
assisted by E. L. Wallace, Rochester representa-
tive, conducted a profitable mecting of dealers at
the Hotel Seneca in Rochester on February 28,

Another Columbia dealer has been added to the
Elinira list, Claude Buckpitt having opened a new
store in that city.

Charles Hofiman, Sonora distributor at Buffalo,
is enjoying a vacation at \Vest Palm Beach. The
Hoffmau store is being remodeled and will be one
of the most attractive in Buffalo when altcrations
are completed.

Neal, Clark & Neal recently conducted a most
successful sale, in which Victor Model 80 was
featured. Two hundred of these instruments were
offered and they went fast.

Samuel C. McRoberts, phonograph dealer, of
32 Main street, Batavia, will move {rom his pres-
ent quarters late in March. He is now sccking a
larger store roon.

John Bieda, oi Bieda Bros., proprictors of one
of the busiest community talking machine stores

in western New York, was recently elected
chairman of the board of dircctors of the new
Black Rock Progressive Association.

Elbridge Glantz has been appointed manager
ot the talking machine departinent of the Stran-
burg Music Store at Bradiord, Pa.

Harry Barsuk, Batavia talking machine dealer,
is recovering from a severe attack of pneumonia.
His daughter, Miss Rose Barsuk, has also been
ill with this disease.

Fire caused by the cxploding of an alcohol
lamp did $300 damage in the showroons of the
Columbia branch. City firemen confined the
blaze to a small area.

Pathé retailers in western New York report
good business during February. Victor & Co.
made a special offering for one day only and re-
port a record volume of sales during the day.

Herman Kuglin, North Tonawanda druggist, re-
cently donated a beautiful talking machine as first
prize in a contest between schools of that city,
voting coupons being given with each purchase.
The instrument was won by the Pine \Woods
School, delivery being made on Valentine's Day.

Curt C. Andrus, Edison dealer at Niagara Falls,
has mioved from 223 Falls street to the Brett
Music Store, at 320 Niagara street, where he has
commodious and attractive quarters. Like other
Edison dealers, Mr. Andrus reports business im-
proving.

Brunswick decalers are among the most opti-
mistic of the local trade and Brunswick sales rec-
ords for February show the foundation for this
optimism.

TO MOVE TO LARGER QUARTERS

The Cable Piano Co. store in Chattanooga,
Tenn., will be moved on April 1 from its present
location, at 117 East Eighth street, to handsome
new quarters at 1135 East Seventeenth street,
where double the present space will be avail-
able for the requirements of the business. The
store, of which J. H. Shaw is manager, reports
a large and growing business in both pianos
and Victrolas.

OAKLAND FIRM ADDS VICTOR LINE

Oaktaxp, Cat., March 4.—The Phonograph
Shop, one of the most progressive talking ma-
chine establishinents in this section of the State,
has added the Victor line of machines and rec-
ords, according to a recent announcemnent by
Olin S. Grove, proprietor. The concern also
handles Brunswick, Edison and some other ima-
chines.

COLUMBIA NEWSPAPER CAMPAIGN

Gigantic Publicity Campaign Introduced Re-
cently by Columbia Co. Mecting With Great
Success—Dealers Appreciate Co-operation

The gigantic ncwspaper Grafonola advertising
campaign recently announced by the Columbia
Graphoplione Co. 15 meeting with signal success.
This campaign consists of six separate interlock-
ing advertisemnents, and the individual arrange-
ment of cach advertisement includes a definite,
positive appeal to every class of purchaser. Each
of the Columbia wholesale branches is contrib-
uting its quota to the success of this campaign,
and, judging from all indications, Columbia deal-
ers are kcenly appreciative of the co-operation
and assistance that the Columbia Co. is giving
thein through the medium of this campaign.

Some time ago the Columbia Co. annoynced
a Graionola carload sales campaign which proved
successful beyond all anticipations and the re-
sults of this campaign convinced the company
that its dealers are more than willing to take
advantage of any practical, logical forin of co-
operation.

IMPORTANCE OF SELF-CONTROL

Ability to Meet Rebuffs of Unkind Customers Is
of Paramount Importance in Selling

Self-control is one of the most important at-
tributes of the successful salesimman. The sales-
man on the road {aces an entirely different prop-
osition than the man in the store. He must be
cqually as cheery, have the same belief and
enthusiasm for the line which he represents and
use the same tact and courtesy, but therc the
similarity ends. The floorman does not get the
rebuffs which fall to the lot of the man on the
outside. The fighting instincts of any red-
blooded man alinost compel a sharp retort in
answer to a rude prospect., If he lets his natural
inclinations overcome his better nature and com-
mon scnse he will answer in kind, The re-
sult is antagonism of a customer and the loss
of a possible sale. On the other hand. if he
meets a 1ebuff with a cheery word and disre-
gards it, his chances for an immediate sale are
materially increased and even if the gruff cus-
tomer does not buy at the moment, at least no
feeling of enmity has been aroused within him
against the house, and the chances are that
when he is ready to do business the house rep-
resented by the polite and cheery salesman will
be given first consideration.

days.

Leadership

HE Victor trade enjoyed the
greatest prosperity in pre-war

weathered the war and post-war ad-
justment periods the most effectively.
The Victor trade will ride at the peak
throughout 1922 and the years to follow.

There’s a reason why Victor leads and
there's a reason why so many Victor
dealers prefer our service.

The Victor trade

CURTIS N. ANDREWS

BUFFALO, NEW YORK
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The most significant recent innovation in the phonograph
record industry is the introduction of the nationally popular

REGAL RECORDS

(List Price 50c)

The country’s most progressive de-

them until their sales turnover stands
today at a figure never before equaled
in the trade.

Their phenomenally increasing sales
are daily adding to the conviction that
they are records of sensational quality.

With all trade pioneering difficulties
overcome by a most auspicious intro-
duction Regal Records are finally to
be offered for dealer merchandising,
and the opportunity for supplying
communities not yet fully covered
will be afforded a limited number of
dealers 1n excellent standing.

If you are interested, we urge that

1 you write tmmediately.
REGAL RECORD COMPANY
206 FIFTH AVENUE NEW YORK CITY

partment stores have popularized .
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Suggestions That Will Stimulate Trade

NEXT time you take your family or your friends to the theatre
save the seat checks carefully. And when you take supper after-
ward in a restaurant make the waiter give you the check or a dupli-
cate copy. Now take a large piece of plain white cardboard. 4x3 feet.
Draw a heavy black line down the middle. dividing the card in half,
and you are ready to make vour “deadly paraltel.” Head the left
side “Entertainment Away From Homé—One Night.” Then tist

your expenses. Paste your theatre tickets on the cardboard with the

wording, “Theatre tickets. $00.00” (inserting price). Do the same
with your dinner-check. then add carfare, and total at the bottom in
large figures. Now head the right side “Entertainment at Home—
Every Night.” Below this write “One Month’s Payment on Modet
XX —" (inserting name of your machine. and amount of the
payment). Your next item is 00 New Records, $00.00." Put in
enough records to make the torals on both sides balance For a
touch of realism attach at the bottom of the card genuine bills and
coins corresporkling to the amount of vour totals. This card. dis-
played with a good light close to the front of your window, furnishes
an object lesson that should bring you business.

* * *

URIED in your record files 1s unlimited material for good win-

dow displays, if you but know how to use it and are willing to
take pains. Here is an idea that will unquestionably attract atten-
tion. From vour files select a dozen records containing “bird calls,”
warbling. whistling. etc. A few minutes’ conversation on the 'phone
with your local taxidermist or the director of vour museum and your
public schools and you can arrange to borrow a uumber of
stuffed birds. Tell the lenders you will put a “credit card” in the
corner of your window acknowledging the source of your birds.
Arrange the birds in your window with the records, in pairs, against
a light background and the street crowds will begin to gather. If
you wish to carry the idea further arrange twigs. grasses and ferns
to give an appropriate sctting ; label each record with a card, bearing
its title, and also labet the birds. Your sign in the center may read:
“The (name of machine) brings you the music of Nature as well as
man. These beautiful ‘bird-call’ records reproduce the notes of
———"" (then add your list of bird-calls). Across the bottom write:
“Come in now and hear them!”

* * *

O make a drive on your small machines secure from a local wall-

paper concern some nursery paper—the kind with a plain ground
and a strip of comic aniinals or Mother Goose characters at the top
and bottom. \Vith some light “‘beaver-board” you can make a backing
for your window and when you have attached the wall-paper to this
with sma'l thumb-tacks you will have the effect of a nursery. On the
wall of your nursery hang one or two framed photographs of chil-
dren from five to ten vears old. A local photographer will loan you
these. On the floor place your smail talking machine with a record
on the turntable. also a doll. a toy elephant. choo-choo cars and a
number of records. some in an album. others loose. Do not pose
these articles all facing the strect. but scatter them just as a child
would have left them—the elephant turned over on its side and the
dolly flat on her back. with one foot stiffly raised. A little nursery
chair or two, borrowed for the occasion. will complete the picture.
Your sign in the center may read:

Give your kiddies a small (name of
machine).

Costs only $00, and to them it’s

worth “a hundred millyun dotlars?”

* ® *

HEN your printed bulletin of the new records arrives paste a

copy at the top of a strip of heavy white cardboard 12 inches
wide and 30 inches deep. Below letter the words: *“Here's the new
record bulletin. Comee in and get your copy—ifrece.” Manv pcopte.
hurrving by, will step inside to get the new bulletin, and when they
get inside and the salesman hands them a copv with the remark.
“Have vou heard (namec of selection) frown the bulletin? 1t's a
vonder ful hit?"—they witl probably wait. hear it and buy it.

HE man who uses every opportunity. no matter how small, to

get business. is the one who succeeds. [f you are sending out cach
month a quantity of statements on instalment accounts, either of
talking machines or pianos. usc that two-cent stamp to bring back
business. On the bottom of cach statement have the typist write
some such line as:

“Come in and hear record No. - You'll like it.” This is a
little reminder, takes away some of the coldness of the bill, and at
the same time gives evidence of your desire to serve. i you keep
at it yon are bound to increase your record business. [f you wish to
cnlarge this idea have printed cach month a little stuffer or printed
card advertising special record hits, repairing ard oiling, or any other
items you wish to feature, and insert this stuffer with your state-

ments.
* * ®

OME talking machine dealers have developed quite a business in

accessories and repairing merely by going after it systematically.
The way to do.it is to follow up each sale you make six months after
vou make it. You can do this by taking your mailing list direct from
your books or clse get a 3x3 card-index with certain months on the
guides. \Whenever a talking machine sale is made write the cus-
tomer’s name. address and style of machine on one of the cards and
file it six months ahead of the current date. As this index is built
up you will have a constant supply of names. On a definite day each
month go through your names for that month and send each one a
form letter on oiling and repairing.  This not only develops business
in oiling and repairing but also in polish. electric winding devices,
new records. and also prospects for talking machines, if your repair-
man is coached by you to look out for such business.

* * *

F vou carry a large number of instalment accounts you, of course.

know that at certam times of the month. just after vou have mailed
vour bills, large numbers of people come to your cashier’s window to
make payments. On the cashier’s shelf arrange a display of necdles
of various kinds with prices plainly marked. You'll find that your
customers will buy them because the needles are brought to their
attention at the very moment when they have the change handy.
Your cashier will act as the salesman. Your customers mav have
come in to make a pavment, without the least idea of buving any-
thing. yet you can get business out of them because of the “psychol-
ogy of convenience.”

* * *
EALERS who have tried the plan are strong for the use of
sheet music to help sales of new records. [n vour record depart-
ment keep a copy, or several copics, of the sheet music of cach hit in
your ncw bulletin.  \While you are demonstrating the record the
custonier holds the sheet music in his hands. He is sure to *get the
words,” which he might otherwise miss. You appeal through his
cves as well as his cars, giving vou a double chance to sell the record.
The expense is small. In fact you can, in almost all cases. sell the
shect music after it has served its purpose, reducing your expense
to zero.
* L ®

F you are in close competition with a department store whose talk-

ing machine department is upstairs. use this wording in your ads,
on your letterheads, circulars and window cards:

*Our record booths are on the main floor,
convenicnt to strect entrance. Easy to get
to. and hard to leave! Try our service.”

On the other hand. if vour department is upstairs and you are
competing with ground-floor shops. have a large photo made of your
record departinent and display it in your window, with this wording,
which you can use atso in ads and circulars :

“Get awav from the noise. hustie and bustle of the street!

Our comfortable record booths are on the fourth floor—

quict and restful as your own home. Take the elevator and
choose your records under ideal conditions !”

EDITORS NOTE——-Mr. GorJOn w;" l'lul)l;l}l on ‘t}r;s page any s!ood f(lcas sul:m;ttcd l:y you for t}rc Bcncﬁt of tbc tra.(le.

Aﬂd W;“ il'o answer any qucsh'ons vou 29‘(

him concerning mcrch:ndising prol)lems.

Use this Jepartmcnt as much as you like.

It is intended to serve you—to be a forum for fl!c discussion and cxclmnﬁc of ideas of interest.
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Jobbers and Dmlcrs Report Continued Impro'vcmcnI—Slcwarl
Co. Increases Capital 10 $400,000—Capitalizing the Mailing List

Ismanarorts, Inn, March 6.—Busuiess for the
talking machin¢ dealers in Indianapolis during
February was better, gencratly speaking. than
during the corresponding month of last ycar.
Nothing other than an encouraging tonc of opti-
mism throughout the trade is to be recorded as a
feature of the month. The good business was
due, apparently, to exceptionalty favorable
weather conditions, the daily temperature of the
month having averaged two degrees above nor-
mal, according to \Vecather Burcau rccords.

Outside Men Securing Business

“The outside men have been getting the busi-
ness for us,” says C. P. Herdiman, manager of
the talking machine deparunent of the Baldwin
Piano Co. “They have been hustling and there-
fore were bound to get business. 1f a man makes
twenty or twenty-five calls a day he is certain to
land somcthing.”

\V. G. Wilson, of Widener's Grafonola Shop,
says his sales have consisted either of the very
cheap instruments or the more expensive models,
with practically no movement of the medinm-
priced machines. The Granby, he says, con-
tinucs to gain steadily in favor throughout the
territory.

Value of Merchandising Efiorts

Speaking of the merchandising cfforts of the
Victor distributors, the house organ of the Ste-
wart Talking Machine Co., Victor distributor
for Indiana, has this to say: *“Jlames J. Davin,
sccretary of the Reincke-Ellis Co.. of Chicago,
was in this office for a few hours the carly part
of this month and very enthusiastically explained
the many ncw service items which are being
offered to Victor dealers. According to Mr.
Davin, the trade as a whole has greeted the an-
nouncement of the ‘Favorite Records Review’

with great enthusiasm. After hearing Mr. Davin
tatk of the many sales-compelling ideas which
arc offered by the Reincke-Elis Co. exclusively
to Victor dealers we became more fArmly con-
vinced that the Chicago Tribune has sounded
oune of the keynotes of suceess, when it adopted
‘The More You Tell the More You Sell’ as its
slogan for 1922.”

Louis A, Schwarz, exclusive factory represent-
ative for the Jones-Motrola in the United States
and Canada, was in the officc of the Stewart
Talking Machine Co. this month in the course
of his visit to Motrola jobbers throughout the
United States. Referring to the success with
which the new Motrola is mecting, Mr. Schwarz
said: "l find that most aggressive dealers arc
having greater success by sclling the Motrola
as a part of the Victrola outfit. [ have talked
with scveral jobbers and in almost every instance
1 find that the dealer who is putting the Motrola
out on free demonstration for five or ten days
is enjoying greater sales,”

Victor Dealer Also Orchestra Leader

Fred McDonald, Victor dealer in Sheridan,
Ind, is the leader of a “"wild jazz orchestra,”
which furnishes music for Sheridan’s most fash-
ionable dances. The orchestra plays under the
name of "Mac’s Orchestra,” and is creating much
favorable ¢comment in the community. Inciden-
tally, it is crcating considcrable publicity for Vig-
tor records and machines.

Checks Mailing Lists

A. C. Hawkins, manager of the Indianapolis
Talking Machine Co., took active steps during
Fcebruary to check up his mailing list. An ordi-
nary postal card, on onc¢ side of which was
printed the dealer’s name and address and on
the other side a brief statement of the purpose

in sending the card. The cards were scnt to
the company's entire mailing list of more than
3,000 names. The copy on the cards was as
follows:

“Information obtained through investigation
shows that there are many people on our mailing
lists who reccive our monthly record announce-
mcent and other literature who are not interested
in it at all. We are wasting their time and our
money, and it is needless to do either. \We want
to send our literature to everyone who really
wants it, but we do not wish to bother those
pcople who arc not interested.

*Please help us by signing your name and
address at the bottom of this card and return
to us. The return cards will be our new list.
Do uot misunderstand. \We want you to re-
ceive the monthly record announcement (copy
of which is cnclosed) if you want to get it, but
we don’t want 1o send it to you if you do not
want to reccive it. This card returned will
signify your desire to continuc receiving our
literature. Thank you.”

Within a short time about half of the cards
had been returned, thus showing the customers
interest in receiving the Victor literature. Those
who did not have ecnough interest to return the
cards were classed as “dead wood.”

Increase Capital Stock to $400,000

The Stewart Talking Machine Co. has in-
creased its capitai stock from $50,000 to $400,000.
of which $200,000 is preferred stock. This capi-
talizes the company for the amount of its assets,
according to George Stewart, who says the com-
pany is not making any cffort to sell the stock.
He says, however, that some of the stock may
be purchased by persons who may be intercsted
in having it.

“Qur company is now c¢apitalized for what it
is worth,” Mr. Stewart said. *“We are not con-
templating any c¢hange in the business, but are
going along just as we have been doing, with an
cye to developing the trade in cvery part of the
territory.  We feel very optimistic over the
future. The outlook among the farmers is bet-
ter and there is a great deal of building to be

Write for Samples

If for Edison Records. please mention

DUPLEX RECORD FILE

Six Striking Features Place This Newest Innovation in Record Files in a Class by Itself

1. Not an Album—But a distinctively new,
accident-proof, systematically arranged P hono-

graph Record File.

2. Designed to fit all standard Phonograph
Cabinets, Bookcases, etc.

Record.

storage space;
Record.

5. Positive

chines.

Manufactured by

THE DUPLEX RECORD FILE CO,, 112 W. 42nd St., New York City

3. Maximum filing capacity— minimum

4. Sturdily constructed—handsomely
finished. Built of heavy reenforced board,
covered with black linen.

insurance agamst mJury.
Unlike the common Album the “Duplex” will
not allow the Records to fall out.

securely locked in under the cover.
can the Records warp or become scratched.

“Duplex” provides a new and safe way
of carrying Records with the portable Ma-

Made to hold any

with easy accessibility to each

They are
Neither




Marcr 15, 1922

ASKTO
HEARIT

done in Indianapolis and other Indiana cities
this Summer. This mecans that an increasing
amount of business is to be had by dealers who
go after it. Onc Indianapolis dealer proved
that the other day when he sold fourtecen ma-
chines. Not everyone is doing so well, but the
opportunity is beforc each dealer.
Record Demand Increases

T. H. Bracken, of the Starr Piano Co., re
ports that his February business in talking ma-
chines was about the same as during the same
month last year, but that the demand for Gennett
records has incrcased steadily above the high
miark set in January and Deccmiber. He credits
this not only to thc exceptional sales campaign
inaugurated before the holidays, but also to the
fact that the new records being produced by the
company have met with marked favor.

C. S. Dearborn Takes Charge

C. S. Dearborn, vice-president of the Mooney-
Mueller-\WWard Co., wholesale druggists and
Pathé distributors, has taken charge of the comn-
pany’s talking machine department in place of
C. O. Muellcr. The latter has been made drug
and chemical buyer for the firm. a position he
held before the war. Mr. Dearborn says that
activity among the Pathé dealers of the State in-
dicates a gradual revival in both machine and rec-
ord business,

O. C. Maurer Orders Stock

Q. C, Maurer, manager of the Sonora depart-
ment of the Kiefer-Stewart Drug Co., spent the
last two weeks of February in New York, where
he purchased talking machines and other stock.
Reports received from dealers throughout In-
diana showed that business was better than dur-
ing the previous month, but not so brisk as in
February, 1921,

Brunswick Phonograph Shop Incorporated

Articles of incorporation have been filed with
the Secretary of State by the Brunswick Phono-
graph Shop, Inc. The authorized capital stock
is $30.000. The dircctors are: Walter J. Baker,
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president and manager; H. J. Dirks and E. L
Gramlich. Mr. Baker has severcd his connection
with the Brunswick-Balke-Collender Co., having
been manager of the company's Indianapolis
branch, and after April 1 will devote his entire
time to the retail phonograph business

“QOur Fcbruary business was better than the
January business,” Mr. Baker said, in speak-
ing of the prospects for the coming months. “The
new console models are in greater demand than
the cabinet models. Business is to be had by
the dealer who goes out after it. The old-style
phonograph dealer who runs his business on the
booking-agency plan might as well lock up his
store and throw away the kcy. The dealers that
will be successful in 1922 will be the ones who
get busy on the outside and go afier business.

Prepare for Salesmanship School

Preparations arc being made by the Kipp
Phonograph Co. to entertain a large number of
Edison dealers expected to attend the salesman
ship school this month. The school will be the
biggest of the sort ever held here, Mr. Kipp
predicts,

Looks for Large Spring Business

H. E. Whitman, of the Circle Talking Machine
Shop, is of the opinion that the Spring will
develop an encouraging increase in business. He
says that he increased his advertising expendi-
tures during February with fair results.

T. E. SESSINGER PASSES AWAY

Mespais, TENN, March 5—T, E, Scssinger, for
a number of ycars engaged in the talking machine
and house-furnishing business here, passed away
at his home recently. Mr. Sessinger was well
known in local business circles and his death is
deeply regretted by his many friends

The McCulbee Phonograph Co., of Dallas, Tex.,
has decreased its capital stock from $50,000 to
$36.000.
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CELEBRATE 50TH ANNIVERSARY

Jacob Weinheimer's Sons Hold Public Recep-
tion in Handsome Store in Syracuse

Svracuse. N. Y., March 7.—Jacob Weinheimer's
Sous, who conduet a large talking machine de-
partment in an attractive store at 200-208 North
Celina strcet, this c¢ily. yesterday celcbrated
the fiftieth anniversary of the establishment of
the business. The day was entitled “Cour-
tesy Day,” and the entire store was thrown
open for the inspection of visitors, no goods
whatever being sold. Therc was plenty of
music both afternoon and evening. and the dis
tribution of souvenirs marked the occasion.

PACIFIC MUSIC CO. BUYS BUILDING

Mobpesto, Car., March 4.-—The Pacific Music
Co., here, Mas obtained a lease on the Star
Theatre building and extensive alterations are
under way to enlarge the storcs which occupy
part of the structure. The Pacific Musie Co.
will occupy one of thesc stores as soon as
the alterations are completed, according to
R. S, Smith, head of the concern.

BRUNSWICK SHOP FAVORS EMPLOYES

LouisviLLe. Kvy., February 4.—A co-operative
policy, in which the employes will igure in the
profits of the concern, has been announced by
President H. S, Manning. of the Brunswick
Shop. Inc., here. Yates, who has been
financially intercsted in the compauy, has dis-
posed of his interests to Mr. Manning.

Alterations at the Oakland Phonograph Store,
Oakland l. arc ncaring completion. The
basement of the store has been converted into
a large concert hall. Victor and Edison ma
chines arc featured here.

Our Records Are OK:io
Our Needles Are OK.i
Our Service Is OK.i

It would pay you to become an OKi  dealer.
An OKi agency for you means larger profits.
Investigate it.

INDEPENDENT JOBBING COMPANY

Goldsboro, N. C.
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VICTOR DEALERS DISCUSS TRADE PROBLEMS AT PEORIA

Assemble Under Auspices of Putnam-Page Co, Victor Distributor, and Listen to Many Important
Merchandise Suggestions Made by Noted Speakers—Close With Banquet at Jefferson Hotel

Peor1a, 111, March 8. —Under the auspices of the
Putnam-Page Co.. Victor wholesaler, a great
gathering of Victor dcalers assembled in this
city on Thursday and Friday, February 16 anld
17, when stimulating trade-building walks mspired
cverybody with enthusiasm and a desire 10 make
new trade records during 1922 On the cvening
of the 17th the convention closed with a banquet
in the Pallm Room of the Jefierson Hotel.

The convention started at 9:30 a. m. on the
16th with the rcgistrat.on of wvisitors at the
Putnam-Page Co. offices, fo.lowed by an open

session on “Theory of Record Making.” with

Fred H. Putnam, of the Putnam-Page Co.. chair-
man. Fellowing this was a well-thought-out talk
entitled "Supremacy—'Yes'.” deliverecd by Miss
Margaret Strecter, of the educational department
of the Victor Talking Machine Co. Next on the
program was "The Construction of the Victrola,”
by Benjamin Oltmanns, oi the Putnam-Page Co.,
who went into the construction of the machine
iz detail. This was foltowed by a talk on "Com-
petition” by Miss Ruth A, Dillavous, of the Put-
nam-Page Co. The afternoon scssion was taken
up by a talk on "Qutsidc Salesmen” by Roy Page,
of the Putnam-Page Co., followed by a discus
sion of "To-day’s Problem' by John Gregg Panc
ot the Victor Talking Machine Co.

The program on Friday. the 17th, was very in-
teresting. particularly the subjects “Propaganda
for Futurc Business,” by Miss Streeter, of the
Victor Co.; "Creating Funds for Organizations.”
by H. W. Scitz, of thc¢ Putnam-Page Co. and
another ialk by Miss Dillavoux entitled “Promo-
tion and Storc Management.” Miss Dillavoux
went into minute detail on this particular subject
and rclated numcrous intercsting cxperiences en-
countered by her during her scrvices as Victor
saleswoman. Prior 10 her entrance into the sales
field Miss Dillavoux was a school tcacher, and
her study of psychology while carrying on this
work i3 being applicd by her constantly in the
sales of talking machines. The litile sales ideas
which she imparted 10 the listening dealers were
happily received by them and were jotted down
in their notebooks to be put into practice inmme-
diately upon their arrival home.

“What Victor Dealers Ask Reincke-Ellis™ was
a very intercsting and practical discourse on the
history of advertising and the vital part it plays
in modern business as an accelcrator of sales,
given by J. J. Davin, of the Reincke-Ellis Co. It
was well received.

\What may be considercd one of the most inter-
esting demonstrations ever given al a convention
was made by H. \V. Seitz, of the Putnam-Page
Co., who utilized the aid of a violimst and illus-
trated the various technical points taken advan-
tage of by an artist when playing for Victor
recording. He played many records of Heifetz,
Kreisler and others. calling atiention to ccriain
measures in these records and demonstrating
with the aid of a violinist the various fAngerings
needcd to obtain thesc results.  After this he put
on a listening contest, with the aid of five boys
and five girls, ranging in ages from threc to cight
vears. Many of the dealers present admitted
they had what they thought was a good idca of
how this sort of cducational work was donc, but
that after the demonstration by Mr. Scitz they
were frank to admit that their ideas had becn
rather vague.

Spcakers at the Banquet

The convention closcd with an elaborate bau-
quct on the evening of the 17th in the Palm
Room of the Hotel Jefierson. Roy Page, of the
Putnam-Page Co., was toastmaster, and after
scveral ‘toasts introduced the speaker of the cve-

and VELVET TURNTABLE COVERS
UKULELE PICKS -

WASHERS

BUMPERS

**1f it's Felt or made of Felt"

MONARCH FELT WORKS

39.45 YORK 5T., BROOKLYN, N. Y.

ming. John Gregg Paine, of the legal department
oi the Victor Talking Machine Co. His subject
was the principal feature of the cvening and he
dwelt mainty on how the Victor Co. regards its
distribution. During the course of his address,
which proved most intcresting and illuminating,
he explained fully the responsibility which the
Victor Co. feels toward cvery retail dealer and
what the company realizes it must do toward
making its distribution flow evenly and in a man-
ner 1o benefit every retail Victor dealer. By way
oi tilustration he told of how an engincer gocs
about the building of a dam, and that it was not,
as a great many people thought, the mere dig-
ging of a hole and placing a wall about it to hold
back the water. In reality the engincer starts
from the very source of his water supply and

of advertising and exhibited examples of the
sales promotion plans which Rcincke-Ellis offers
to the Victor tradc.

His talk was followed by a little informal dis-
cussion by E. Carcy, Chicago sales manager
for The Talking Machine World. who spoke on
vshat the future holds in a business way for retail
merchants who apply vigorous and intelligent
sales cfforts.

Next on the program was a call by Toastmasier
Roy Pagc for talks from the various dcalers, dur-
ing which discussion the ica of a new organiza-
tion known as the Central lllinois Victor Dealers
Association was launched. This idca was imme-
diately seized upon by the dealers present, who
quickly formed a nowinating committce which
turned in the names of F. M. Leslie, L. S. Put-
nam and Lyle Straight, who were unanimously
clected.  All of those present pledged themselves
to do cverything they possibly could to further
the good causc.

Those prescut at

the couvention included:

= -

- .

Those Who Attended the B
goces back into the records of that particular
stream. looks up the weather reports covering a
period of ycars, takes note of the records of
floods and other incidents pertaining 0 that par-
ticular stream, and in this way is ablc to design
a dam sccuree against any force which may as-
sault it. The Victor Co. realizes that its distribu-
tion is a strcam which it mnust know in its every
channcl. 1f any part of it is choked or clogged
the company is as quick to rcalize the conse-
¢uences as is the engineer. 1f the mouth of the
strcam is clogged the streamn becomes stagnant.
The Victor Co. realizes that its distribution is
just like the mouth of this stream, and that if
the dealer becomes clogged distribution will be-
come stagnant. He then pointed out that cvery-
thing humanly possible is being done by the
Victor Co. to kecp distribution flowing smoothly
by creating a desire to own a Victrola on the
part of the people and by admonishing them to
conmie to the authorized Victor merchants to get
the authentic goods. Hce concluded his talk by
some well-thought-out stories pertaining to “tie-
ups.” saying that the Victor Co. can only create
the desirc on the part of the public for good
music, and that then it is up to the dealer 10
reach out and say, "\We've got it.” The dealer
should tic up and show that he i1s a recognized
Victor dealer. He should beconmie thoroughly ac-
guainted with Victor merchandise, and especially
with the gencral catalog. In spcaking of this
catalog he warned dealers not to hand out this
tremendous volunic 0 a new customer. and let
it go at that, saying that this was just like turn-
ing a Bible over to a heathen and saying, “Here
is the way to salvation.” The hecathen could do
nothing with the Bible unless he was taught, nor
can the untmored customer with the Victor bible
—its great catalog. This part of Mr. Paine’s ad-
dress made a very deep impression on all of his
hearers and left everyone inspired with a deeper
understanding of the business in which he is en-
gaged. 4

Mr, Paine's talk was iollowed by one given by
J J. Davin, of the Reincke-Eilis Co.. who gave
another very interesting discourse on the history

anquet in the Palm Room of the Jefferson Hotel, Peoria

John G. Paine and Miss Margarct Streeter,
Victor Talking Machine Co., Camden, N. J;
Mr. Scidomridge, J. J. Davin, Eugene F. Carey,
Ellis Hansen, Benjamin Retchins, Chicago, lil;
C. S. Brubaker, Charlesion. !li.; Peter Lund.
Clinton, 1H,; R. E. Gardner, Washington, I W,
P. Mosher, F. H. Putnam, Roy Page, Miss R. A.
Dillavoux, Leonard Putnam. Carl Carey, Miss
Rose Herndon, Miss Maric Kaiser. Harry Seitz
and Benjamin Oltmanns, Putnam-Page Co,,
Pcoria, [1t.; F. E. Wallett, Dewey Doyle, J. E.
Datton, C. W. Porter. J. B, Ticce, F. L. Fell,
Miss Sophie Mills, Miss Harrict Dunlap. Miss
Edna Price, Mrs. Russel Stutzman. G. V.
La Brier, S. B. Moore, Miss Gertrude \Vissel
and Lyle Straight. all of Peoria, 1il.; A. Sund-
quist. Toulon, lIl.; S. B. Bolton. Mrs. S. B.
Bolton. Aledo, 111.; \W. L. Barnett, Watseka,
1il.; Russell N. Smith, Carthage. 111.: O. D.
Ehrlicher. Peking, 1li.; G. E. Lester. Hoopeston,
1.: F. M. Leslie. Urbana, I1l.;: Rufus L. Berry.
Springheld, 111.; Mrs. K. M. Wiiliams. Colfax
lit.; Roy \iller, Dixon, [N.; T. A. Conboy,
Sterling. 1L: A. R. Meyer, Havana, 11l T. 1
Griggs. Mr. Munsen. Kewanee, 111.; D. V, Clyde,
McKintey & Son, Mason City. 1l.: F. A. Doyle,
Galesburg, Nl.: E. T. Froyd. Paxton, It1; Miss
W. C. Requarth, Ottawa, 11l.; Leo Johnson and
Mrs. l.co Johnson, Jacksonville. 1.

Salesmen and merchants who desire to kecp
abreast of the times should read the trade journals

Warbletone Record Renewer

Cleans and polishes old records and makes them
sound and look llke new,

Cleans ths grooves and the gencral surface.
vemoving dust, grit and foreign matter without the
least injury to the sound grooves themselves.

This ncw invenlion gives new volce and renewed
tone to tecords and will positively c¢larify articula-
tion.

One bottle will last Indefinitely, Very simply
applied.
Immensely valuable 1o dealers as  well as to

machine owners, dreps lo o record,
Ii your jobber cannot supply you order direct,
Price 50 cents per bottle retail. Liberal discounts.

WARBLETONE MUSIC CO.

225 Massachusetts Ave. INDIANAPOLIS, IND.
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Yerkes’S.S. FlotillaOrchestra

Exclusively on

VOCALION RECORDS
Playable on All Phonographs

Dance enthusiasts from all

parts of the world, fox-trot to  {[{lil AR >
Yerkes’S.S. Flotilla Orchestra : ——

at the unique Flotilla Restau-
rant. Customers from every The g" aduola
state in the U.S. A. have Exclusive Vocalion Tone-Control

created an enormous demand g
) makes the Vocalion more
for the Vocalion Records of

thispopularorchestra. Yerkes’ :?sg ;ugil;gln ?ﬁ:?ﬁ&l:ni
S. S. Flotilla Orchestra is but that buyers of all types
one of the manyfamous dance 2 :

organizations now exclusively will enjoy playing.
Vocalion. .
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THE VOCALION LINE represents cAeolian

Quality. Its unequaled business value is recognized

by the following leaders in the music-industry.
Let it mean added sales-profits to you

B <O 2 N

THE DISTRIBUTORS OF THE VOCALION

The Vocalion Co., 190 Boylston St.,
Boston, Mass.

Woodside Vocalion Co., 156 High St.,
Portland, Me.

Musical Products Distr. Co., 37 E. 18th St.,
New York City
Gibson Snow Co., 306 West Willow St.,
Vocalion ‘Record Distributor Syracusc, N.Y.

Linculn Business Bureau, 1011 Race St.,
Philadelphia, Pa.

Penn Vocalion Co. Lancaster, Pa.

Clark Musical Sales Co., 505 Liberty Ave.,
Pittsburgh, Pa.

Clark Musical Sales Co., 324 N. Howard St.,
Baltimore, Md.
O. ]J. De Moll & Co., 12th and G Sts., N.W.
Washington, D. C.
Vocalion Company of Ohio, 328 W. Superior
St., Cleveland, Ohio

Vocalion Company of Ohio, 420 W. Fourth
St., Cincinnati, Ohio

Lind & Marks Co., 530 Bates St.,
Detroit, Mich.

Louisville Music Co., 529 S. 4th St.,
Louisville, Ky.

The Aeolian Co., 529 S. Wabash Ave.,
Chicago, 1IL.

The Aeolian Co., 1004 Olive St., St. Louis, Mo.
D. H. Holmes Co. New Orleans, La.
Guest Piano Co.
Hessig Ellis Drug Co. Memphis, Tenn.

Vocalion Record Distributor

Stone Piano Co. Fargo, N. D.

Stone Piano Co., 826 Nicollet Ave.,
Minneapolis, Minn.

The Consolidated Music Co. .
Salt Lake City, Utah

Commercial Associates, 754 N. Spring St.,
Los Angeles, Cal.

Burlington, lowa

Magnavox Co., 616 Mission St.,
Vocalion Record Distributor San Francisco, Cal.

Complete Information on the “UOCALION Line Furnished Upon Request

The AEOLIAN COMPANY

AEOLIAN HALL, NEW YORK
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" INTRODUCE THE PURITAN RECORD

Bridgcport Die & Machine Co. Now Pressing a
Record of Its Own—First Relecase a Large
and Varied One—Limits Its Territory

I'he Bridgeport Die
which has built up

Brincerort, Coxx., March 1
& Machine Co.. of this cit
an enviable reputation throughout the talking
machine trade for its record pressing, is now
pressing a record of its own in addition to its
pressing work for the manufacturers. This new
record is named the Puritan record, and all re-
leases are in ten-inch size, double disc, and will
retail for 50 cent le first release ed of
fifty-six dance numbers. twenty popular vocal
numbers, four Instrumental records, sixteen
standard and sacred songs, eight Hawaiian numn
bers. twelve recordings of concert and military
bands and twenty-eight violin. saxophone and trio
recordings. It is planned to supplement this list
regularly throughout the future. and in addition
to the usual monthly relecases two new records
will be released each week, thus making popular
hits available immediately. The Bridgeport Die

| Vities a
territory east of the Ohio River and north of the

SOON READY TO DELIVER MOTORS

William Brand Announces That Lindstrom Prod-
ucts Will Soon Be Available for Trade
William Brand, 27 East Twcmv-second street.
New York, the well-kno porter of mica dia-
phragms and other talk.ng mnchme accessorics,

and who some time ago took over the Ameri
agency for single-spring motors manufactured by
the Carl Lindstrom Co.. now announces that de-
1 11
n n the next eeks.
< nnD re hc..\ y o he |
1a | trade trip
" 3 , ;
c Ci
D Su. Lo
The American Phonograph Co.. of 187 Pearl

sireet.
ﬂln-cs

ithngion, Vi, is featunng Victor ma
1 both the wholesale and retail branches

NEW STORE ATTRACTS CROWDS

Columbia Dealer's New Establishment Visited
by 8,000 People—Grafonola Department Hand-
somely Decorated—Plan Sales Drive

LaxcasTer. Pa,, March 6.—It was necessary to
call out the police to handle the crowds at the
formal opening of the Keystone Furniture Co.'s
store in this citv. Two hours before the oflicial
time for the opening. West King street was
lined for two blocks and more than 8.000 people
passed through the store on the various days
devoted to the opening festivities.

One of the features of the company’s estab-
lishment is the Grafonola departinent, which is
composed of six hearing roows, finished in ivory
and tinted with green. At the entrance of the
department therc are two open display rooms,
arranged in pedestal style, displaying two hand-
some Columbia period Grafonolas. To the left
of these display rooms are the record racks and
counter cases, The Grafonola department is
directly in charge of Mr. Hoffman and Mrs.
Butz, and they are making plans for an cnergetic
sales drive in behali of Columbia Grafonolas
and records.

OPENS THIRD BRONX STORE

.. Lichowitz. one of the most progressive
dealers in metropolitan territory. opened his
third store recently and as an opening attrac-
tion a local jazz band was secured which fur
mshed considerable ecntertainment to a large
crowd of interested visitors. Mr, Liehowitz
who is an enthusiastic Columbia dealer. has
1l s in the Bron 1l of which are
closing a substantial business and which are
vneder his personal management,

ARTIST IN WINDOW DRAWS CROWDS

WastineroN, D, C. February 27.—The Van
Wickle Piano Co., of 1217 F street. this city, at-
tracted considerable attention to its establishiment
recently when Alberto BRarreto, celebrated young
Peruvian artist. appeared in the company’s win
dow and made crayon sketches of men el
known in the nation’s capital. A Victrola which
was plaved continually during the cxhibit added
force to the display.

Let as
MADE BY

“+ PHONOGRAPH CASES

Reinforced 3-ply Veneer
The Standard Case for Talk-

ing Machines and Records

figure on your

PLYWOOD CORPORATION, Goldsboro, N. C.

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

requirements

INTERNATIONALLY POPULAR

Columbia Trade-mark the Only Superscription
on Letter From Japan

The famous trade-mark used by the Columbia
Craphophone Co. has become internationally pop-
ular, as evidenced by a letter received recently
from a Columbia dcaler in Japan. This dealer,
Mr. Tanaka, wished to secure a complete Colum-

l STMZQ"
ﬁam o

Qwvdﬁtm\m -—-'
Gl iiends. 5“

4» f’w

A . Sﬁa«}.
Won Cleaen, | 7

B ™ e T

The Letter From Japan

bia record catalog. and the only address that he
uvsed was the "notes” trade-mark of the Columbia
Co.. which evidently is known the world over,
and which is evidently sufficient for the United
Siates post office authorities, as the letter was
promptly delivered to the main office of the Co-
lumbia Co. in New York City.

ANNOUNCES LOWER RANGE OF PRICES

The Fred. Gretsch Mig. Co., manufacturer,
importer and wholesaler of musical merchandise,
Brooklyn. N. Y.. has recently announced re-
duced prices on Gretsch-American xylophones.
The Gretsch line of xylophones covers a wide
range of sclection, from the No. 1050, which
retails at §3. to the No. 46, at $110. An attrac-
tive circular has been prepared describing and
illustrating this line.

One of the chief elements of salesmauship is
knowing how to influence people. This entails
a never-cnding study of human nature,
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THE ORSENIGO PERIOD
PHONOGRAPH

THE gratifying response to our 1initial an-
nouncement last month has convinced us 4
3 there 1s ample room in the market for a 2
r phonograph of merit. —

4 , , 4
j ) Through the decorative trade, these cabinets ‘]

are being placed in some of the very best
homes.

This same opportunity 1s open to every dealer
and we are confident you will not be disap-
pointed with either the cabinet or the price.

You may purchase these cabinets equipped or
unequipped, as desired.
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If you are interested, you will be cordially
welcomed at our factory.

THE ORSENIGO COMPANY, Inc.

FACTORY
Skillman Avenue and Rawson Street
Long Island City, N. Y.

&)

- .3\1',;( )

SHOWROOM
110-112 West 42nd Street
New York City, N. Y.
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© PROMP

In the world of business there are many vir-
tues, but of these one of the greatest is prompt-
Ness.

Ii your boss pays you 10 get to work at 9
ociock for Heaven's
sake get to work at 9
o'clock. DBe in your
place at 9 o'clock, not
five or ten or fifteen
minutes after—no, not
one minute after 9.
For tardiness there is
never any real excuse.
If you start from home
early enouglh you will
forestall detays on the
car hine.

An innocent man
convicted of murder is
sentenced to die at 9 o'clock. The pardon arrives
ai 901, What excusc shall the bearer of the
pardon who lagged on the way make at the
Eternal Bar of Justice? He canuot plead that
the car was blocked.

If your customer wants his purchase delivered
by a certain hour don't promise to do it unless
it can be done. But if you do promise, see that
it 1s delivered on time, even if you have to do it
yvourself.

Time, they say, was made for slaves, but who
among us is a free man? For we must eat and
drink and sleep, and just to that extent are we
slaves of our own needs, for these things can only
be obtained by work. Even the savage in the
jungle must answer the call of hunger, thirst and
exhaustion,

= 4

I-Edward Fraser Carson
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By EDWARD FRASER CARSON
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Be at the appointed place at the time appointed,
for in being tardy you entail a double responsi-
bility. You squander not only your own time but
that of the man you are to meet as well. And
however you may be a spendthrift of your own
time, in making another wasle time you are rob-
bing him of something which you can never
restore.

Let it be said of you that you do what you
have promised when you have promised it shoutd
be done.

Ofi abl those things which come as a birthright,
time alone is the one thing of which the measure
is himited. Therefore, be careful of time and sece
that it is not wasted, for when it 3s gone it can-
ool be recovered.

Life might be likened to a.purse filled with
coins, cach coin an hour. As each hour passes
a coin is spent and when the purse is empty
happy is he who can account for each coin and
show that i1 was spent wisely.

Therclore, you should ever be more careful of
your time than you are of your money, for the
doliar that is lost may be replaced by a litile
work, but an hour that is passed is gone beyond
recall.

The successiul man is prompt in all of his
undertakings, for he has learned that all things
come to him who is on the job when opportunity
knocks at his door. He has lcarned the lesson
of life, which is that promptness in keeping one's
engagements pays dividends far more surely than
money that is deposited in the bank.

Poor Richard said that a penny saved is a
penny earned. If this i1s so, then how much more
may it be said of the minute that you save!

RLD

March 15, 1922

FIRE DAMAGES DODGE MFG. CO.

Fire in Plant of Manufacturer of Seebrook
Phonographs Destroys Somec Cabinets, Rec-
ords, et¢.—Damage Estimated at $30,000

Misnawaxka, Inp, March 6.—Talking machine
cabinets and other parts and supplies were dam-
aged to the amount of $30,000 in a fire that
threatened total destruction of Plant No. § of
the Dodge Mig. Co. here recently. The fire
was extinguished after an hour and a half's effort
by the fire departinent. Before the flames were
subdued they had spread over the entire second
floor and were attacking the 1alking machine
records stored there. Water flooded the floor
and, leaking into the main floor, damaged a
number of partially constructed cabinets.

The Dodge Co. has been manuiacturing the
Seebrook phonograph, which is especially de-
signed for theatre work. One thousand machines
which were stored in the building adjacent to the
one that was burned were not damaged. The
plant and contents were fully insured, it is said.

FILE PETITION IN BANKRUPTCY

A petition in bankruptcy was filed on Feb-
ruary 27 against the Ele¢tri¢ Phonograph Corp.,
of 236 West 116th strect, New York, by Frank
Hildebrand, Charles G. Fischer and Jeanctte
Frimarck. Liabilitics are about $15000 and
assetls about $10,000.

LOANS COLUMBIA TO VILLAGE

The Loc¢kwood Shop, exclusive Columbia dealer,
of Lake Placid, has loaned a Columbia machine
and a Magnavox to the village and the l.ake
Placid Skauing Association. The loan has been
productive of some worth-while publicity for the
Lockwood Shop.

The Smith-Woodward Piano Co., of Houston,
Texas, is planning to Mmove into more spacious
quarters at 908 Capital avenue in the near future.

-
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MODEL L §

COMPOUND
HOCKER
ACTION

The bhighest
grade apd most
sclentifie repro-
ducereveroffered
the trade,

:%@m%@@a

PAT. APPL’D POR,

ORO-TONE
FEATURES

Extension A telescopes into large
elbow B, giving a length adjust-
ment from 734 to 914 inches.
Adjustment screw C engages an
indexed channel in extension A,
assuring perfect alignment. Slight-
ly releasing locking thumbscrew E
permits height adjustment of large
elbow in base ring D. Releasing
locking screw E entirely permits
tone arm to be removed from base
ring D for packing separately be-
fore shipping, if desired.

ASK FOR ILLUSTRATED AND DESCRIPTIVE

1000 to 1010 GEORGE ST.

CATALOGUE

CHICAGO, ILLINOIS

Tlustirating Augle Throw Back Improvement. Permlits
reproducer to clear lons arm when thrown back regard-
less of whether It lo in posliion for playing MU wnd
Dale or Lualeral-cut pecorda,

PAT, APPL'D FOR.
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HARDING SEES TIDE OF TRADE TURNING TO PROSPERITY

Chief Executive Points to Banking Statement as Prooi That Peak of Liquidation Has Passed—
Economic Depression Rapidly Being Lifted and Business Shows Steady Upward Trend

WasHiNcTON, D. C, March 4.—The White House
has eo-opcrated with the other departinents of
the Governmmment, which have taken an optimistic
view of business conditions, making an announce-
ment that the statement of the Comptroller of the
Currency, based on the last bank call, showed the
most satisfactory turn in financial affairs of the
nation since 1919,

The Comptroller’s statement indicates that the
peak of liquidation has been passed and that there
is reason to belicve the most serious period of
depression has been expcerienced. \Vhile the na-
tional banks represent somewhat less than half
of the banking capacity it is assumed that other
institutions have experienced similar develop-
ments,

The \White House announcement contends that
the situation in the agricultural districts is im-
proving and that better times may be expected.

“Most Satisfactory Turn” Shown

“The Comptroller of the Currency,’” said the
President, ™is isswing the consolidated state-
ment of the national banks, representing the bank
call of December 31 last. It shows the most
satisfactory turn in the financial affairs of the
country that has been registered by a bank state-
ment since the conclusion of 1919. The peak of
banking capacity in this country was rcached in
the statement of December 31, 1919, when the
national banks reported aggregate resources of
$22,711,000,000. From that time on there was, as
shown by the successive consolidated statemecnts,
a substantially steady decrease in the aggregate
resources.

“The statement that is now being madec public
registers for the first time a very substantial
upturn in resources. It shows that the banks
occupy a greatly improved and strengthened po-
sition as regards their rediscounts, their re-
sources, their cash in hand and their deposits,
which show an astonishing gain. It demon-
stratcs that the process of liquidation has been
proceeding at such an excellent rate that it may
fairly be said that we are well on the road to
getting the ‘frozen credits’ thawed out. In this
regard, indeed, it is by far the most satisfactory
showing that has been made since the phrase
‘frozen credits’ was invented.

“The extent of the broad general improvement
in the financial situation between the bank call
of September 6 and that of Dccember 31 last is so
striking as to justify cspecial attention. The law-
ful reserve with Federal reserve banks is far
Leyond legal requirements and has been strikingly
increased within the period covered by this call.
This is, on the whole, perhaps the most impres-
sive single item that a consolidated bank state-
ment shows as to the general soundness of the
fiscal situation.

“One of the most striking showings is that
cash in the vaults of banks was reduced, between
September 6 and December 31, by only $15,987,-
000. But for the fact that great amounts of cash
were required to be withdrawn on account of
interest and dividend payments as of January 1
a very great ingrease in the amount of cash would
have been shown.

No. 35217
BASKET

Filled with Flowers;
each, 75¢; per dozen,
$7.50.

Write to-day for my
SPRING CATA-
LOGUE No. 35 of
Artificiat Flowers,
Plants, Vines, ectc
MAILED FREE
e | FOR THE ASKING.

FRANK NETSCHERT

61 Barclay Street New York, N. Y.

“*Next to the item of aggregate resources, per-
haps, in a period of ligquidation such as is now
taking place, the most impressive testimony of
the soundness of a banking situation is to be
found in the individua! deposits. We find that,
excluding United States Governinent deposits,
there was an increase of $322,811,000 in these
deposits between Scptember 6 and December 31,
1921. The significance of this will be the more
apparent when it is explained that betwecen Dec-
cember 29, 1920, and September 6, 1921, there had
been a continuing reduction in deposits aggre-
gating $1,103,552,000.

"1t is therefore an unquestionable evidence of a
rapidly improving position that between the
statement of Scptember 6 last and the statement
of Dccember 31 last there took place a reversal
ol this movement, which resulted in an increase
of $322,811,000 in individual deposits. This is at
the rate of about $100,000,000 monthly increase.
The aggregate of all deposits on Deceinber 31
last was $15,075,000,000, a gain of $514,000,000
since September 6. To put it in another way,
aggregat® deposits fell, between Dccember 29,
1920, and Scptember 6, 1921, $1.717,000,000, and
since September 6, 1921, they have risen $514,-
230,000. Not only has the tide turned, but it has
been flowing strong and stcady.

‘It must be borne in mind that the national
banks represent considerably less than half of
the total banking capacity of the nation. It is,
therefore, safe to assume that the State, sav-
ings and private banks and trust compames have
experienced the same turn in the tide that is noted
in the case of the national banks. \W¢ may. there-

‘fore, conclude that the figures for national banks

may safely be doubled in order to get an approxi-
mate representation of the situation as to the en-
tire banking establishment of the nation.

Peak of Liquidation Passed

“On Deccember 31 last the natiomal banks had
lawful reserve with Federal reserve banks of
$1,143,000,000, which was almost $87,000,000 in
excess of legal requirements,

“*Under any analysis the figures indubitably
demonstrate that the peak of liquidation and of
consequent depression was passed somewlicre be-
tween September 6 last and December 31 last and
that the tendency has been steadily toward im-
provement in business and less rcliance of busi-
ness upon the support of the banks.

“Of precisely like tenor are recent advices from
the \War Finance Corporation, which reports a
progressive liquidation of its loans and a general
improvement of conditions in the agricultural in-
dustry. Recgent stabilizations of prices for agri-
cultural staples have brought the farmers to the
point where they are able to rcalize something
at least approximating costs of production and
can look forward hopefully to still fuorther im-
provements in no very distant future.”

RECO-RAPS PROVING POPULAR

St. Louss, Mo, March 7.—The Reco-Rap Co., of
this city, which recently introduced a new trans-
portation package for talking machine records, is
meeting with pleasing success in the introduc-
tion of this package to the dealers throughout
the country. February business was excellent
and the company is now shipping Rcco-Raps to
c¢very State in the Union. One of the gratifying
features of the company’s business is the fact that
it is receiving numerous repeat orders, indicating
that the dealers are using Reco-Raps to splendid
advantage.

CLARK BUYS BROOKS MUSIC STORE

Coorerstowx, N. Y., March 6.—The tnusic store
conducted in the Cooperstown National Bank
Building here for the past two years by Squire
D. Brooks has been purchased by Owen G. Clark,
who has already taken possessiou. This store
has been doing a good business in talking mia-
chines, records and sheet music.

Your Line of
Phonograph
Needles Is Not
Complete Unless
You Display
These Popular
Brands

REFLEXO
BLUE STEEL
NEEDLES

— 15
BLUES

Reflexo Blue Stieel phone
graph needles “hokl the rec-
ord”™ ., for popularity with
jobbers and dealers the conn-
try over.

Write for samples and prices.

GILT EDGE
NEEDLES

Gil Edge phonograph ncedles
are made from start 10 finish
in the U. S. A. The point of
a Gih Edge needlc Is treated
by an excluxive Reflexo proe:
ess. Thisx minimizes frietion
and eliminates the scratching,
scraping sound. The chemical
layer on the needle not only
produces a more beamiful
tone but actually prolongs the
life of the record.

Write today for
samples and prices.

REFLEXO
PRODUCTS CO.,Inc.

347 Fifth Avenue
At demn Se. Sulte 60
New Yurk City
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EFFECTIVE STEGER ADVERTISING

Steger Phonographs and Pianos Being Featured
in the Leading National Magazines

Steger phonograph and piano advertising is
now appearing. and will appear, in a number of
the leading publications of national circulation,
and the effects of the publicity that has already
been 1ssued through that channel have been ex-
cel

The Steger phonographs have been featured
particularly., special announcements regarding
those instruntents appearing in the February issue
oi the Atlantic Monthly, Century Magazine and
Munsey's, in the March number of Scribner’s and
Harper's Magazines, and the April issue of
World's \Work., Special phonograph ads also ap-
pear in the February, March and April numbers
oi Etude. Photoplay Magazine, Red Book, Every-
bodv's and several other of the most promi-
nreitt magazines.

All the adveruising, regardless of whether it
features pianos or phonographs, has a "tie-up™

All of our advertising cont
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A Well-Made Piece
in American Walnut Sells Itself.

The manufacturer who calls upon American Walnut to help
him meet competition has enlisted a powerful ally.

Where the “selling points” are plainly revealed it isn’t much of

a trick to book orders.
We are steadily strengthening

campaign of advertising.
It is, naturally, your job to give

Write for data for MAKERS or data for DEALERS —and that in-

valuable ** Brochure de Luxe” for

responsible producers of American Walnut lumber and vencers, the

AMERICAN WALNUT MANUFACTURERS' ASSOCIATION

Room 1622, 616 South Michigan Boulevard

can Walnut by our persistent and constantly increasing national
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line calling attention to the other product, piano
advertising referring to the Steger phonograph
and vice versa.

WINS HONORS IN BEAUTY CONTEST

Saleswoman in Buffalo Columbia Store Wins
First Prize in Beauty Contest—Accomplished
Pianist, and Singer, Writer and Athlete

Burraro, N. Y., March 6.—Miss Irene ML
Frechette, of this ¢ity, has just been awarded
first honors and a thousand-dollar prize in the
national beauty contest held by the Interna-
tiona! Feature Service. The talking machine
trade is keenly interested in this award, as Miss
Frechette is a member of the sales stafl of the
music store owned by John G. Schuler, who
handles Columbia Grafonolas and records.

Miss Frechette is a pianist, singer, writer and
athlete, and above all is an expert saleswoman.
She has a host of friends in the trade who were
delighted to know of the honors accorded her
in the beauty contest.

ains this excellent advice

ut 1s ALL Walnut.,”
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DISCUSS CO-OPERATIVE ADVERTISI%

Talking Machine Me¢n at Meeting Last Month
Take Up Subject for Consideration—Annual
Banquet to Be Held on April 20 at Pennsyl-
vania Hotel—Plans for March Meeting

The February meeting of the Talking Machine
Men, Inc., the organmization of talking machine
retailers of New York, New Jersey and Connecti-
cut, was held at the Café Boulevard, New York.
The mecting was, as usual, preceded by a lunch-
con at which a number of members of the New
Jersey Victor Retailers’ Association were guests.

Max Landay, chairman of the music trade
committee of the American Jewish \War Relief,
accompanied by a committce composed of Ches-
ter Abelowitz, M. Max, A. Davega and B.
Abrams, was on hand, and after an address by
Mr. Landay the committee moved about the
tables making final arrangements for gathering
the funds. The music trades committee’s quota
has been placed at $50,000.

Charles D. lsaacson, editor of “QOur Family
Music” page of the New York Evening Mail,
which paper has been giving frce concerts in
sixty-ninc neighborhood centers, then presented
a plan to the members for the purpose of having
the Association carry out an advertising came-
paign in connection with the Mlail's publicity
work along music lines. Mr. Isaacson’s address
was well received and was followed by supple-
mentary remarks from President Irwin Kurtz

It is proposed to have an exclusive design
which is to be used by dealers, showing that they
are members of the Talking Machine Men, Inc
This design will be used conspicuously in the
Mail's advertising page with appropriate editorial
comment. The members of the Association will
also receive a decalcomanie sign for window use
as well as small imprints for advertisements, cir-
culars and other publicity material. It is hoped
1o get over a hundred retailers to take advertis-
ing space in twenty-six issues of the Mail during
the year.

It was announced that the annual banquet and
ball of the Association will be held on the eve-
ning of April 20 at the Hotel Pennsylvania.

At the March 15 meeting of the Association
Tsabelle Lowden is scheduled to address the mem-
bers of the Association.

At the March meeting of the Association the
well-known music publishing finin, Richmond-
Robbins, Inc, will be represented. D. M. Wink-
ler. gencral manager of that organization, will
address the gathering and several songs from his
firmr’s catalog will be demonstrated.

EXHIBIT AT MERCHANDISE FAIR

Banner Records Displayed and Demonstrated at
Recent Exhibition in New York

An exhibit of Banner records was made by the
Plaza Music Co., New York, at the New York
Merchandise Fair, held at the Seventy-first Regi-
ment Armory during the week of February 20.
It attracted a good deal of attention and buyers
seemed to be impressed with the merits of this
new record.

According 1o H. Germain, of the company, the
idea of placing the popular-priced record on the
n.arket has found favor with many dealers and
Ranner records are being distributed with profit-
able results. The company has announced that
extensive plans for a greatly increased produc-
tion on Banner records will shortly be brought
to completion.

FEATURING CARRYING CASES

WasHixeton, D. C., March 1.—Topham’s, of this
city. well known throughout the leather goods
trade, is conducting a special drive on carrying
cases for records which it produces. These
cases are finished in two sizes for both ten and
twelve-inch records and inany exceptional claims
are made for the construction and finish. An
index card for fifty records is contained in the
lid.
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will definitely go to press
this month. If you have
not yet returned your
O.K.’d data sheet for clas-
sified listing, please do so
by return mail.

If you have not yet re-
served your advertising
space in this standard
book of reference and
wish to be represented

EDWARD LYMAN BILL*
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Youw’ll have a run on this one!
medley fox-trot from The Blue Kitten, by
the Knickerbocker Orchestra.
tian Love Boat,” another fox-trot, by Ray
Miller and His Melody Boys. A-33557.

Columbia Graphophone Co.
NEW YORK

“Cutie,” a

Also “Vene-
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?The Value of
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5 By H. S. THORPE, The Huse Publishing
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There are mailing lists and mailing lists. A
niailing list may be a liability or an asset, ac-
cording to the intelligence—or lack of it—used
in compiling it, in classifying it and in using it.
As far as the Victor business is concerned a
mailing list will be a liability if it is an indis-
criminate list of names taken at random from
city and town directorics, telephone directories
or other similar sources, because such a list used
as a target for Victrola literature will: First,
include the names of people who already have
Victrolas; sccond, the names of people who
already have some other make of talking ma-
chine; third, the names of pcople who under no
circumstances could possibly afford to buy any
kind of an instrument and will be a dead loss,
and fourth, because such a list, if it took in other
towns and cities than your own, is very apt to
include the names of some of your competitors
who can adopt your advertising ideas and plans
te their own benefit and to your detriment. Some
of the best ideas and some of the best plans in
developing the sale of Victrolas and records that
the writer has used during the past twelve years
have been sent to him by mail by firms selling
competitive machines in other cities who had
evidently taken his name from a list of property
owners or automobile owners or something of
the sort without making any cffort to find out
what business he was in.

A mailing list will be an asset if one division

an In.telligenfl'}: ‘P-repa‘re-d ‘EManiiil'lg ‘-List-

Co., Norfolk, Neb.
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of it contains the names of those in your town
and legitimate trade territory who have no talking
niachines at all and who are financially able to
buy one, another division the names of those who
have fours and sixes and might be interested in
the purchase of a cabinet machine. Another divi-
sion the names of those who can afford to buy
the more expensive machines (as distinet from
the first division), another the names of the
teachers in the rural schools in your section, and
another the names of all makes of talking ma-
chines in your town and trade territory. Still
further subdivisions will suggest themselves.

Obviously, no list has any value if it is not
used. The people in the first four divisions
should be bombarded with machine literature,
selected, of course, 1o fit the particular element
you are trying to reach, while the pecople of the
last division—the machine owners—should be
frequently rcminded that you are waiting to fur-
nish them with Victor records, needles, albums
and suppiies of all kinds. Kecp haminering
away at them and in time you will find yourself
on their mailing list.

The plans suggested may not appeal to every
dcaler and the writer is not urging anyone to
adopt them. In comimon with many other Vie-
tor dealers we have followed these plans or simi-
lar ones with a rather gratifying degrec of sue-
cess; as a con'sequence we consider our mailing
list a valuable part of our sclling equipment.

"~ McNAMARA VISITS THE TRADE

W.J. McNamara, president of the Empire Phono
Parts Co. of Clcveland, O., was a visitor during
the latter part of February to New York and other
points in the East. In a chat with The World he
expressed himself as well pleased with the condi-
tion of business during 1921 and was most opti-
mistic regarding the outlook for trade as a whole
during 1922. He remarked that while business
slowed up somewhat after the holidays there
rnow was a decided undercurrent of betterment
in evidence, which will undoubtedly expand. The
so-called reconstruction period is now at an
end, and busincss everywhere is starting anew
along healthy lines, all of which must have its
favorable reflex on the talking machine indus-

try.

DESCRIBES RECORDING PROBLEMS

An interesting article on the problems of
making talking machine records appeared in
the current issue of the American Magazine.
The article described various methods of
recording and contained facts about some of
the most prominent artists engaged in making
records.

The Stradivaria Phonograph Co., of Portland,
Ore., has changed its name to Beaver State
Furniture Mig. Co.

JOHN CHURCH CO. OPENS BRANCH

Ewcin, [, February 27.—A piane and talking
machine establishment has been opened here at
162 Milwaukee street by the John Church Co., of
Chicago. This concern manufactures the John
Church and Everett player-pianos and the John
Church phonographs. These instruments and
others nade by the company will be sold here
and in the surrounding territory.

CATHEDRAL MAKING RAPID PROGRESS

Well-known Phonograph Now Being Made by
Ohio Cathedral Co.—Dealers Being Ap-
pointed in Many Parts of the Country

MarioN, 0., March 6.—The Ohio Cathedral Co.,
of this city, which is now manufacturing the
vell-known Cathedral phonograph, is meeting
with gratifying success in the introduction of
this machine in the leading trade centers. During
the course of the past few weeks the company
has established important agencies in different
parts of the c¢ountry, and judging irom the
enthusiastic reception accorded its line the com-
pany will have no difficulty in securing a wide
distribution for its product.

The Cathedral phonograph is being mauufac-
tured in an up-to-date plant, and W. H. Hough-
tou. who is well known in the local manufac-
toring field, is president of the company. He is
giving careful consideration to the requirements
of the dealers, and the various designs in the
Cathedral line are well calculated to meet the
demands of the most ¢ritical and discriminating
buyers.

G. J. PALMER ENLARGES STORE

George J. Palmer, talking machine dealer, of
\West Chester, Pa., has greatly cnlarged his busi-
ness. Trade has increased here to such an ex-
tent that Mr. Palmer was compelled to add
several record demonstration booths to ade-
quately take care of customers. The basement
of the establishment has also been remodeled
and drafted into use.

CHANDLER & NEWMAN OPEN BRANCH

Visatia, CaL., March 4—Chandler & Newman,
tatking mmachine and sewing machine merchants,
with headquarters in Fresno, Cal., have opened
a branch store here, with L. E. White in charge.
In addition to sewing machines a complete stock
of Columbia and Bluebird machines is handled.
The concern operates stores in Fresno, Modesto,
Bakersfield, Taft and Dinuba,

Do NOT Delay Ordering the Lea
Phonograph and Talking Machine TRUCK,

if you expect to reduce your overhead, as we may
not be able to ship promptly later in the season.

With this truck one man is able to demonstrate the
largest machines in the home, the best place ever
to clinch a sale.

We have a circular for you.

Piano Trucks, Hoists, Covers and Straps

Self Lifting Piano Truck Co.

Ask for it.
Also

Made only by

FINDLAY, OHIO
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Your customers will be fascinated with the
iovely soprano voice of Maria Barrientos
as she sings “Ah! non giunge,” from La
Sonnambula, another Columbia hit for April.
“Wrap it up” will be the verdict.

49763 -

Columbia Graphophone Co.
NEW YORK

A. H. Curry Takes Full Charge of Musical Phonograph Division of Thomas A. Edison, Inc.—
A. L. Walsh Appointed Head of Advertising Department—Charles Edison Comments on Changes

In accordance with a well-defined plan, cer-
tain important changes have occurred in the
personnel end of the musical phonograph divi-
sion of Thos. A. Edison, Inc. A. H. Curry,
who came on from Texas last Augnst to assume
the office of vice-president in charge of the
phonograph division, has now whipped an
organization of his own into concrete shape,
thereby allowing \Villiam Maxwell, for some
fiftcen yecars head of the phonograph division,
1o retire and devote his entire energics to the
enterprise he started last Fall, known as the
William Maxwell Institute of Salesmanship.

The following appointments have been made
on the “general staff,” under Mr. Curry: first
assistant to Mr, Curry, . C. Beattie, who was
issociated with Mr. Curry in Texas for a long
time and who came on to QOrange with him
early last Fatl; A. L. Walsh, manager of adver-
tising department, which is to include hence-
forth, in addition to advertising, the work
formerly donc under the recital and editorial
dcpartments; W. F. Taylor continues as man-
ager of the sales promotion dcpartment; and
J. A. Sherman, manager of the order and scrvice
depariment.

Mr. Walsh has long been associated with the
Edison Co., both as a Re-creation artist and as
head of the recital and tonc test department.
Mr. Sherman has also been with the Edison
organization for a number of ycars, formerly

Victor
Wholesalers

The House
of
Mqllor
Pittsburgh

since

1831

serving in the role of assistant sales manager.

The resignations accepted on March 1 in con-
nection with the above appointments include,
iy addition to §fr. Maxwell, Thomas J. Leonard,
for a long timc sales manager of the phono-
graph division; C. G. Wood, advertising man-
ager, and Daniel E, \Wheeler. editor of the
various Edison house organs.

In discussing the changes with Thc Review,
Mr. Curry made it clear that revamping of the
departmental functions has been cffected be-
canse hencecforth it is 10 be the policy of the
company to co-operate with cach Edison
jobber in an iadividual way according to the
problems presented by the territory of cach
particnlar jobber, whereas the policy in the past
has been onc of nationalizing the salecs promo-
tion, jobber co-operation, and dealer service
work.

Many new plans which are to form a part
of the new program were consummated at the

recenl confercnces between Edison jobbers and
Ecdison ofiicials, which took place in New York
last month.

In discnssing the above resignations Charles
Edison, chairman of the board, said to a repre-
sentative of The World:

“This is not a reorgastization and we do not
expect to give up the sales department. How-
cver, at their last convention in New York the
jobbers reached the decision that they counld take
care of the circularization better than it conld
bc done from the plant, and the board of direc-
tors of Thos. A. Edison, Inc, have concurred in
this decision.

It is with a great dcal of regret that we an-
nounce the resignation of Mr. Maxwell as an
officer of Thos. A. Edison, Inc., effcctive March 1.
The successful and rapid expansion’ of the Max-
well lustitute of Salesmanship leads Mr, Max-
well to believe he has no option but to concen-
tratc his entire time and effort on its further
development,

“As the active management of the phonograph
industry has been in the hands of A. H. Curry
for some months, Mr. Maxwell's decision will not
canse any change in policy.”

" NEW EMERSON SHOP IN DALLAS

Modern Establishment in Texas City Handles
Emecrson Line of Phonographs and Records
Exclusively—C. L. Mahoncy, Manager

Davras, Tex, March 7.—The Emerson Shop, a
very distinctive and particularly odern music
store, has been added to Dallas’ already large
number of splendid music stores. This shop
will handle Emcrson phonographs and records
exclusively. It is located at 1303 Elm street,
in the building formerly occupicd by the Adam
Schaff Piano Co.

C. L. Mahoney, manager, is most euthusiastic
over the many innovations that have been in-
corporated in its ultra wmodern equipment.
Amang these is a unique self-service plan. which
offers all customers the privilege of hearing
records in sound-proof demonstration booths, on
motor-driven machines.

COLUMBIA ARTISTS ON BROADWAY

One of the newest entertainment places along
DBroadway is the Folies Dergere, which opened
recently with the Sonthern Plantation Revue.
This revue, which is an all-colored company,
was conceived and staged by Lew Leslic, and
is called "Night Time in Dixie-Land.” Included
in the cast are a number of promiunent artists,
among whom is Edith Wilson, exclusive Colum-
bia artist. She is accompanied by Johnny Dunn
and his original jazz hound orchestra, which is
also making records for the Columbia library.

The Grand Rapids Talking Machine Co,
Grand Rapids, Mich., has incorporated in that
State, with a capital of $§1,000. The new concern
as been well equipped with a complete stogk of
talking machines and records.

W. C. FUHRI RETURNS FROM TRIP

Okeh General Sales Manager Finds Conditions
Steadily Improving—]Jobbers and Decalers
Pleased With New Window Display Service

W. C. Fuhri, gencral sales manager of the
record division of the General Phonograph
Corp., New York, returned to New York re-
cently after an extensive Southern and \Western
trip. during which he visited Cleveland, Chicago,
Cinciunati, St. Louis, New Orleans, Dallas,
Atlanta and other points. He states that coundi-
tions in the Sownth are splendid, and that gen-
crally speaking there is a steady improvement
noticeable in practically all sections. Qkeh dis-
tributors are doing a healthy business, and
judging from their reports there is every reason
to belicve that 1922 will be their banner ycar.

The distributors advised Mr. Fuhri that Qkeh
dealers are delighted with the new Okeh window
displays and poster service. They are using
them 10 splendid advantage and practically all
of the distributors in this territory have stated
that this service is acting as a direct stimulant to
their business.

THE TRIPLEX PHONOGRAPH

is most desirable and up-to-date. The
cabinet is of an entirely new type which
combines the portable with artistic repro-
duction and changeable picture panels.
Cabinet manufacturers who are in position
to manufacture either on a straight or
royalty basis at rcasonable prices may
write inunediately to

TRIPLEX ARTISTIC PHONOGRAPH CO.
Pershing Road and Ridgeland Ave.
BERWYN, ILLINO!IS
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Bostox, Mass, March 6.—February was not a
very good month locally and there are many
reasons for the peculiar slump business took
One thing that played its part in lessening the
volume of business was the fact that so many
people were busy fixing up their tax returns and
then there is the strike sitvation which is af-
fecting some of the mill centers, Pawtucket in
particular. The dealers in those places, who
really buy their goods from Boston for the most
part, are doing next to nothing, which is just
what one might cxpect, so in those cities and
towns one need not expect a return to normalcy
until the strikes are a thing of the past, and,
speaking for Pawtucket, a settlement dogs not
look promising. as neither side is willing at this
writing to submit to arbitration. Everyone is
looking forward to better conditions in March
and already most convincing evidences of better-
ment are tnaterializing.

Need of Association Co-operation

The question of the next dinner or luncheon
of the New England Music Trade Association is
interesting the trade just new. O. for some men
of advanced ideas, men with a vision who can
see the value of a trade organization and who
will co-operate with Frank Horning, the presi
dent of the Association. Before Mr. Horning's
election the talking machine business did not
have, and .quite naturally, much interest in this
body, but now that a man closely allied with the
trade is head of it a certain local pride should
possess some of the leaders to the end that Mr.
Horning might feel that he had the earnest sup-
port of his co-workers in anything that might
reasonably be proposed by way of getting the
talking machinc and piano men (in many cases
they are one and the same) to meet periodically
Just now it is proposed to get thc men together
at Juncheon once a month, and that should not be
impossible. The Engincers’ Club has becn
spoken of as a convenient place at which to meet
and it is to be hoped that when the trade next
peruses this department it may read something
definite.

Celebrate Caruse Memorial Week

Caruso Memorial Weck was widely recognized
among the Victor dealers in the city. The show
windows of both stores of M. Steinert & Sons Co.
contained elaborate displays calculated to pro-
mote a new interest in the Caruso records. In
Poylston strect there was a miniature stage and

against a white satin background there was a
picture of the great singer and a broad band of
the Italian colors serving as a frame. Suspend-
ed fromi the top were baskets of flowers and there
were discs suspended against the white satin. In
the Arch street store there was a similar display
on a smaller scale. Over the top of both dis-
plays was this legend: “The Victor has trans-
formed his art into a living reality that will en-
dure forcver."”

In one of the windows of the department store
of the Gilchrist Co. the display was against a
black background. There was a picture of
Caruso and in the foreground two lighted tapers
with a quantity of the singer's records scattered
about.

The Oliver Ditson Co. devoted a window to a
Caruso display and a picture within a beauti-
fully lighted cabinet or booth, surmounted by the
Victor dog. attracted much attention. The Jor-
dan Marsh Co. had a big display of musical mer-
chandise, with many instruments included and at
onc side was a Victor machine with many rec-
ords and a picture of Caruso.

To Distribute Record Lines

The Lansing Sales Co., Inc., now has the dis-
tribution oi the Okeh records and it will also
distribute the Fonotipia records in this territory.
\. J. Cullen has been having considerable suc-
cess with both lines and when the gold sign
on the window announcing the Okeh has been
finished passers-by will know for a certainty that
right at 170 Harrison avenue the trade can find
this line of goods.

Visits the Local Victor Jobbers

R. A. Drake, western Massachusetts represent-
ative for the Victor, and who also has the New
Hampshire and Vermont territory. was in town
to-day and was in conference with the Eastern
Co., the Ditson Co. and the Steinert Co., local
jobbers of the Victor. This is the first time that
Mr. Drake has been here, for he has been in that
territory only a few weeks.

Brunswick Line With Symphony Co.

The Symphony Talking Machine Shop, Inc.,
lately located at 54 Bromfield strect, has moved
to 24 Tremont street, the change having been

made on March 1. The new store is con-
veniently located on the second floor. In its
announcement sent to its customers it makes

especial mention of the Brunswick line which it
now carries. The president of this concern is
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Our constant aim—the growth
and development of Victor
Dealers in New England.
Eastern Talking Machine Co

85 Essex Street '
BOSTON MA

Charles Soddeck and the treasurer, Robert ]J.
Howell. The company also operates the Pil-
grim Talking Machine Co., at 1350 Cambridge
street, Cambridge.
Addresses Columbia Decalers

Fred E. Mann, manager in this territory for
the Columbia Co., addressed his dealers toward
the cnd of February relative to the denial of the
application for a receivership for the company
and the plans that are now under way for the
rcadjustment of the company's affairs. Mr.
Mann, in part, said in this communication:

“The wide circulation two weeks ago which
was given to the application for receivership
made by three stockholders has caused somne of

(Continued on page 70)
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our loyal dealers no little concern. The finan-
ial reorganization of the Columbia Co., how-
ever, which has been concurred in by both the
banks and merchandise creditors of the Colum
bia Co., has progressed so far that an applica-
tion for a receivership on the grounds of in-
solvency could not possibly be concurred in by
the court, 1 trust that this court decision may
serve to allay any fears or doubts in the mind
of any dealer as to the solvency of the Colum
bia Co. and the justification for the continued
loyal support which Columbia dealers gencrally
have accorded the company in spite of the most
pernicious character of competitive propaganda.”
Making Western Business Trip

R. O. Ainslie, of the Hallet & Davis Co., which
will shortly have an interesting announcement
to make to the talking machine trade, is now on
an ecxtended business trip through the West,
which will keep him out for several weeks: in
fact, he 1s scarcely likely to get home much
before April 1. Mr, Ainslie was accompanied by
his wife and c¢hild, whomn he left at Lexington,
Ky., Mrs. Ainslie’s old home. Mr. Ainslie also
remained there for a short time and from that
point his itinerary took him to Cincinnati, Louis-
ville, Indianapolis, $t. Louis, Springfield, Mo.;
Kansas City, Topeka, Wichita, Oklahoma City.
Okmulgee, Tulsa, Fort Worth and other Texas
cities, finally bringing him to New Orleans.

Remick Opens New Song Shop

J. H. Remick & Co. have opened a new song
shop in the New Loew’s Theatre Buiiding on
Massachusetts avenue, on the West Side of the
city (Back Bay section), and it is in charge of
Charles Scribner, who heretofore has been the
manager at Remick’s Tremont street shop. The
new store is featuring the Columbia and Bruns-
wick lines.

New Columbia Dealers

Manager Mann, of the Columbia Co., has lately
opened several new accounts, these including
the Eaton Snell Co., in Central square., Walthamn,

AT YOUR COMMAND
ANYWHERE IN NEW ENGLAND

TEINERT
ERVICE
ERVES

Our Unswerving Policy
for

1922

To Protect—to Develop—to Serve

To the Limit of Our Ability

The Victor Retailers of New England

Already Established

Our Entire Stocks and Personnel At Your Disposal

The most eomplete record stock in New England

M. STEINERT & SONS

New England Victor Wholesalers
35 Arch Street

BOSTON

which has an exclusive Columbia department,
managed by F. E. Warren; Clement & Son's de-
partment store, in Melrose; Henry Barone, a
Rexall druggist, in Walpole, and Clapp & Jones,
in  Brattleboro, Vt.,, manufacturing and retail
stationers, Manager Mann says he is going to
devote considerable time to his New England

territory for the next few months, which means
that he will do considerable traveling here and
there.
Developing Educational Campaign
Miss Grace Drysdale, educational department
representative for the Columbia Co. and attached
to the Boston headquarters, has lately finished a
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Why Brunswick Records Are Superior.

Brunswick owners and Brunswick dealers often ask why Brunswick Re.cords
are so much better than other records and what is done in Brunswick Studios to

The answer is, that while recording itself requires both the skill of the artist
is no magic formula for fine record

In the last analysis it is simply the combination of the best men, methods.
materials and machines that money can buy—and then the taking of infinite pains

Brunswick Records are often made and remade many times before Bruns-
wick standards are entirely satisfied.
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tour of the cities and towns of Counnecticut,
where she visited a great many of the schools
wherc the utility of the talking machine as a
factor in musical education had not been suffi-
cicntly called to the attention of tcachers and
pupils.

Bay State Music Corp. Extends Lines

The Bay State Music Corp.. which is now
occupying the former E. B. Shiddell Co.'s quar-
ters at the corncr of Berkeley street aad Co-,
lumbus avenue, and handling the Okeh records,
as announced in last month’s issuc of The World,
has now taken on the Wall-Kane ncedle, tor
which the concern is the New England factory
representative.  Salesmen which the company
now has in the New England ficld for all its
products include Ray Burke, E. B. Fox and
Joseph Donahue, who formerly was with the
Lansing Sales Co. Manager Royer says his
company had a very good February and the
prospects for March were exceedingly promising.

Extends Field of Operations

The Musicat Supply & Equipment Co. has ar
ranged to have all the New England territory
come under the management of Joe Burke. This
will mecan that he will keep a very close over-
sight over a wider ficld than formerly and he
will shortly start on trips that wi!l take hin to
the principal centers in Maine, New Hampshire
and Vermont. The Jordan Marsh Co., which is
onc of the best Sonora accounts the Musical Sup-
ply Co. has, latcly ordered a large number of
expensive period models, for which there is quite
a demand.

Rearranging Steinert Storcs

Kenneth Reed returned to-day from a weck's
trip among the M. Steinert Co.’s stores in Spring-
ficld, Waterbury, New Haven and Bridgeport, in
all of which places some important changes are
being madce so as to meet the needs of increasing
business. Onc of the important improvements is
the removal of the booths from the rear of the
stores to the front ncarer the entranecs, which
will prove more convenient for ¢ustomers and
will also give morc room. \When Mr. Reed fin-
ished his supervision of the contemplated changes
he went over to New York, where he has a host
of friends. He is looking forward to attending
the Victor jobbers' executive mecting to be held
in the mctropolis March 15 and 16. Question:
Will it “put it over” that held in Boston a
ycar ago?

Miss Dorothy Crane Weds

Miss Dorothy Crane, for cight ycars connected
with the C. C. Harvey Co. as sceretary to Win-
throp A. Harvey and Ernest A. Cressey, was
marricd on Washington’s Birthday to Donald
Francis, of South Weymouth. Her associates
in the warecrcomms were most gencrous in pre-
senting this popular young woman with wedding
gifts and silver, cut-glass, pictures and other
things. A f{fortnight before her marriage she
was the recipient of a “shower”™ from her young
womecn fricnds. She has the congratulations of a
host of acquaintances.

Winthrop A. Harvey Goes South

Winthrop A. Harvey, head of the C, C. Harvey
Co., is away with Mrs. Harvey on a Southcern
trip. He shipped his Franklin car to Savannah,
Ga., by water and went to that city by train,
using the car thence southward. He is due home
within a weck. Earlier in February Mr. Cressey
also enjoycd a trip South, being accompanicd by
Mrs. Cressey.

Local Interest in Columbia Co.

There was considerable interest manifested
locally in the advertisement which appeared on
the last day of the month, put out by the Co-
lumbia Co. and addrcssed to the holders of the
five-year 8 per cent gold notes of the company
who had not deposited them. It is of interest
to know if therc are a great many such holders in
and around Boston.

Good Vocalion Business

Manager Wheatley, of the Vocalion Co., says
that the February business was not as good as
that of January, despite the fact that considerable
newspaper advertising had been put out, Just
now he is mapping out plans for a window dis-

play of an clectrical nature which promises to be
somecthing quite out of the ordinary, something
that is surc to attract crowds.
Alex. Steinert Enjoying Southland

Alexander Steinert, of the M. Steinert Co,, 15
enjoying the balmy climate of the South, and he
is on the golf links cvery chance he gets. Rob-
ert Steinert, of the same firm, is due home in a
few days from Bermuda, whither he went after a
very strenuous Winter,
Miss Grace Barr Makes Over Steinert Dept.

Miss Grace Barr, who keeps her cye on the
cducational work of the Steinert’s Victor de-
partment, has been in Providence making over
the Victor department in the establishiment of
the Flint Adaskin Co., especially installing a new
systeim.  Subsequently Miss Barr went o La-
conia, N. H., where she supervised some of
the arrangements of the new store of W. H.
Avery, who alrcady operates three stores in New
Hampshire.

New Victrolas in Demand

The ncw Victrolas of the horizontal type in
four models are now in the possession of many
of the Victor decalers throughout this territory
and they are being reccived very well,  As the
Spring progresses it is believed that there will
be quite a heavy call for these maodels.

Congratulations!

Emmet Ryan, onc of the city salesmen for

the Steinert house, is the proud father of a nine-

pound boy, who was born on February 12, and
the lusty youngster has been named Emmet Lin-
coln Ryan. Best wishes.
Calling on the Victor Jobbers

F. B. Bibighaus, assistant manager of the
traveling department of the Victor, was in town
for two days making calls on Victor jobbers.

Course on Appreciation of Music

Under the auspices of the department of edu
cation of this State there is now being given a
university extension course in “The Apprecia-
tion of Music,” which bids fair ro do a lot toward
inculcating a better understanding of the noblc
art. The lectures are given in the lecture hall of
the Boston Public Library and the lecturer is
Henry Gideon, a musician and organist of this
city. Already two lectures have been given on
*How to Listen to Music” and “The Folk Song,’
which is called the foundation of all music. The
next lecture is this coming Saturday, on “The
Climax of Church Musie,” and some oi the sue-
cceding topics that will be considered are the
“Symphony Orchestra.” “Typical Song Recital,
“The Symphonic Poem.” "Opera, Oid and New,’
*Opera and the Workaday World,” taking
“Louise” as an example; “The Music of Russia”
and “Tendencies in American Music.” In the
circular that is sent out the purposc of the course
set down “is to give incrcased power to cnjoy
good music through intelligent listening and non-
technical study.”

EDISON SCHOOL OF SALESMANSHIP MEETS IN BOSTON

Edison Salesmen From All Parts of New England Attend Sessions at the Copley-Plaza From Feb-
ruary 20 to 25 and Gain Valuable Hints on the Art of Selling

Boston, Mass., March 4.—The Edison School of
Salesmanship was eminently successful and every
session held at the Copley-Plaza in Boston from
February 20 to Fcebruary 25 was replete with
valuable data which the Edison salesmen from
all over New England must have profited by.
Included in the comnpany, which numbered about

125, were the ten prize-winners, whose names

were announced in the February issue of The

World. Mr. Stanchficld, of the Carnegie Insti-

tute, presided at the opening conference and he

gave an interesting talk on the various elements

that go to makc up adequate salesmanship and
(Continued on page 72)
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of the steps that warrant promotion. Mr. Stanch-
ficld also appeared at one or two other confer-
ences besides the opening one and he was
always listened 1o with the deepest interest.

William  Maxwell, first  vice-president of
Thomas A. Edison. Ine., also was a speaker ai
the opening conference. and he, too. had much
to say that was valuable on the principles of
selesmanship. He paid his respects to the bonus
question which is now intercsting the entire coun=
try and cxpresred the belicf that the problem
would be solved satistactorily very soon. He
also was of a highly optimistic turn as remards
the busincs- of the country in the near future.
and he predicted better prices for cotton. corn
and wheat by July 1. such as would tend to ime
prove counditions in all commercial avenucs

One thing that Mr. Maxwell said was that the
proiession of salesman was~ one of the oldest in
the world. yet it wasn't treated as a profession.
Salesmen. hie went on. are not born any more
than a doctor or lawyer. though, of cour«c, some
have more adaptability for the work than have
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olhcrs. Highly technical training is necessary to
miake a man a good salesman.

Thursday was the big day in the convention,
i’ one might call it that, and Mr. Aaxwell was
again on the scene to cnlist the attention of the
salesmen. Present on this occasion also was
Fugene Lockhart, actor, who, in discussing sales-
manship, dwelt upon the necessity of a good ap-
proach and of the value of personality. He gave
soine interesting cxamples—really he acted them
out—of how to approach a man and by facial
expression showed what the play of feature can
do by way of attracting or repelling a man,

Frederick A. Silliman, head of the Pardee-
Ellenberger Co.. Inc.. and \Villiam Adams. credit
manager of the house, were on the scene as
often as business would perinit, and it was the
gencral consensus of opinion that the school was
an unqualificd success.

Among those present were the following: Gor-
don P. Haley, Bernice M. Halev, Astle Music
Co., Houlton, Me,; R. \V. Longfellow, \Vm. Mec-
Dermott, Miss Frances Adams, Atherton Furni-
turc Co.. Brockton, Mass.: MNiss M, Edna
Mitchell, Atherton Furniture Co.. \Waterville,
Mic.: Clarence Marvel. Atherton Fowler Fur Co..
\Worcester, Mass,; W, \W. Averill, Putnam,
Conn.; \W. \V. Ballard, Miss M. H, Ballard. Mrs.
F. C. Bixby. \V. \V. Ballard, Salem. Mass.;
Miss Barite, Barite Talking Machine Co.. Bos-
ten: S. ]J. Horgan, Barnard, Sumner & Putnam,
\Worcester, Mass.; Philip Bassett, E. G. Bassett
Bristol, Conn.; L. E, Harmon. Bon Marché Dry
Goods Co.. Lowell AMass.: A. M. Fontain, J.
Bradley, Marlboro. Mass.: G. C. Brodrib, H. E.
Blair, Brodrib & Blair, Waterbury, Conn.; R. A.
Burr, Eastport, Ae.: K. M. Cahoon, \Waltham.
Mass.; Edwin Reinhold. . H. Coggswell. New
Pritain, Conn.: Clark \V. Ryder. Cushman Fur-
niture Co.. Attichoro, Mass.: \V. C. Barden, Cush-
man-Gardner Furniture Co.. Middlcboro, Mass.:
F. S. Dyke. E. S. Jebb, F. S. Dyke, Nortlthcld,
\'t.: R. V. Manson, P. A. Harrity, Edison Shop.
New Haven, Coun.; Chas. Bamber, Ira Askins,
J. A. Foster Co.. Providence, R, 1.;: Daniel Finn,
Jr., Finn Bros.. Jewett City. Conn.; Mrs. Beulah
Forbes. Frank Hardy, Frank A. French, Studio
Shop. Manchester, Mass.: Myrton P. Jackson.
Gallup & Altred. Hartford., Conn.: Miss Agnces
Prince, \V. H. Avery. Laconia, N. H.: Philip
Lewis, Lillian E. Edwards. James Daley. Mrs
Keuney, Henry W. Berry Co.. Cambridge, Mass.:
Griswold Stanley. Bellows Falls, Vt.; Miss F. A.

"HEIDNER'S MAGNIFICENT QUARTERS

Intcrior of Store Most Artistically Arranzed
for Display of Musical Instruments

SpriNGFIELD, Mass, March 1.—]. G. Heidner &
Son, Inc. of 482 Main street, this city, which
laicly bought out the Victor business of Taylor’s
Music Store. long established in Springfield. ljas
just had the interior made over from designs
by the Unit Construction Co., the work having
been done under the supervision of George A
Lyons. who, as the representative of this Phila-
delphia concern, is widely known in the trade.
In the front of the store is a beautiful lobby,
with a series of cases for musical instruments,
and there are six comfortable booths. The Vic
tor business is in charge of Secretary Clark, of
Heidner & Son. and this store, whicii really is
a branch of the larger Holyoke establishment
conducted by this company, in its beautiful ivory
finish promises to be a very successful establish-
ment. The Holyoke store, by-the-bye. which
carries Victor, Edison and Columbia lines, has
been having a very lucrative business of late.

SENTIMENTAL SHARPER OPERATES

PorTLaxDp, ME, March 6.—The many friends of
Jack Shaughnessy, who conducts a very success-
ful Columbia storc in this city, are having a
laugh at his expense and the story is too good to
keep to one’s sclf. so here goes: A short time ago
a wecll-groomed and good-looking young man
entered Shaughnessy’s store and ordered an ex-

COMBINATION

For 1922 that cannot be beaten.

Same ‘LONG QUALITY''CABINETS,

Same ““PEERLESS’' ALBUMS,

Same **GOOD SERVICE",

Same New England Representative,
* with ‘‘the smile that won’t come oft.""

L. W. HOUGH

20 SUDBURY STREET BOSTON, MASS.

Jensen, Orin Jeusen, Chas. Hall, Ine, Spring-
ficld. Alass.: B. J. Harriott, Howland Dadlcy,
Harriott Music Co., Concord, N. H.; Miss Jessa-
mine Warren, J. G. Heidner Co., Holyoke, Mass.:
S. B. Lewis, Iver Johnson Sporting Goods Co..
Fiichburg. Mass.: Ray Jolhinson. Johnson Bros.,
Fort Fawrficld. Me.: \Vilbur Longfellow, Mc-
Arthur Furniture Co., Boston; James Meikle-
john, A. E. Crossley, S. Shirley, Raoul Larue,
Socrate Gaulin, Eugene Viau, Henry Courchesne,
Meiklejohn Co., Providence and \Voonsocket,
R. I.: Mr. and Mrs. C. J. Murphy, Biddeford,
Me.; Paul B. LeClair. \V. L. Nutting. Nashua,
N. H.: B. \V. Roberts, L. J. Bulman, Lyman
Payvne Music House, Middictown, Conn.; Miss
Catherine L. Le Vasscur, Geo. C. Peck & Co.,
Pawtucket. R. I.; Mrs. Elsa M. Pcterson, Dan-
bury, Conn.: \W. E. Birdsall, Edgar Birdsall
Phonograph Shop. Boston. Mass.; Aliss R. Pre-

court. Fred Smith, L. B. Levitt, Phonograph
Shop. Portland. Me.; Mr. and Mrs. Chas. A.
Bauker, T. B. Roberts, Augusta, Me.; Emil

Rocmer, Roemer’s Music Shop, \Yebster, Mass.:
H. E. Rundlett, Danvers, Mass.; Geo. E. Searey.
Haverhill, Mass.; Miss F. Southwick, Shawmut
Furniture Co.. Boston, Mass.; Otis Skinner, C. B.
Marsden., Albert Skillen. Ida Ramsdell, Skinner
Optical Co., Bangor, Me.; J. N. Smith, J. N.
& [. J. Smith, Skowhegan. Me.; Russell Snow.
\W. N. Snow, Plymouth, Mass.: D. K. Pierce,
Stillmans, Westerley, R. I.; Mr. and Mrs, 1. C.
Trask. Trask Bros. Melford, Mass.: H., T.
Twombly, Gardner, Me.; Mr. and Mrs. Chas.
Fieldinan. Chas. Popkin, United Talking Ma-
chine Co., Brockton, Mass.; \WV. J. Wheeler, \V. J.
Wheeler Co., South Paris, Me.; Glen F. Wilson,
Richford, Vit.: Robert Salmond, C. F. \WVing Co.,
New Bedford. Mass.

pensive Colmnbla outht, together with $§5 worth
of records. He was cspecially particular to have
included "O, Dry Those Tears,” He tendered a
check for $100 and received in change $10. As he
went out the door he called back. “Be sure and
don’t forget ‘O, Dry Those Tears.” Subse-
quently, Jack found that other talking machine
dealers had been visited and the same game
played on them. Jack hasn’t vet fAnished trying
te “dry those tears,” for hc's $10 out. O, boy!

SUFFER DAMAGE FROM FIRE

LewistoN, MEe., March 8.—The Atherton Furni-
ture Co., located on Main strcet, this city, suf-
fered a bad fre the latter part of February, and
the Columbia department in particular was badly
dainaged. However. the Arm lost no timme in
clearing up the debris and getting rebuilt, and it
is cxpected that the store, including the talking
nmiachine department, will be recady for reopen-
ing about March 15. A large consignment
of Columbia goods has been ordered from the
Boston hecadquarters and they are 10 be shipped
there in a few days.

Always do your best and you can face the
worst that may befall.

COTTON FLOCKS

Record Manulaclur]ng
THE PECKHAM MFG. CO., X9wWane 5 s
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LOYD WIRELESS TELEPHONE CORPORANITION
EXECUTIVIEE OFFICLS
SEYEN IHHUNDRED AND NINE SIXTHN AVENUE

AT 41sTSTREET
NEW YORK

SPEGIALIZING EXCLUSIVELY IN “FIRCO"™ PRODUCTS

The Finest Wireless Telephone fnstruments in the World

Announcement—

Mr. Herbert A. Brennan

recently Victor Sales Manager of “Wurlitzer” and formerly
associated with the Victor Talking Machine Co., has been
appointed our

Sales Manager

He will be glad to consult with the Talking Machine Trade
on the development and merchandising of the Wireless Tele-

phone.
LOYD WIRELESS TELEPHONE CORP.

e

President
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Nomble Gnlhcungs of Dealcrs l)urmg the Moth—Bus:-
ness Rather Uncven—Victrola Exposition drouses Interest

St. Louis, Mo, March 8.—The talking machine
business was rather listless throughout the past
month. in both a wholesale and a retail way.
Everybody did some business, but there was
no briskness about it. The sales were pretty
well distributed, as far as grades of machines
were concerned. The tendency to defer buying
until general conditions improve seemed well
distributed also. The sales of records were niore
satisfactory, the booths being crowded on re-
lease days, and there being a fairly good run
of custom in between.

Somec Recent Trade Changes

The Brunswick has descerted music row on
Olive street and is now at 915 to 919 North
Sixth strect. The move was made in order to
get better and larger accommodations for the
company’s growing business.

The Taylor Musi¢c Co., Columbia, Mo. has
been reorgamzed, following the retirement of
the fouunder, John N. Tayler, who disposed of
his interest to L. T. Ralston. Mr. Ralston has
becn clected president and D. L. Gribble, vice-
president. The business will be ¢continued under
the same name.

Admirers of Caruso Are Busy

Some enthusiastic admirer of Caruso is making
a collection of his photographs by robbing the
music storcs. Recently photographs disappeared
from booths in the Kieselhorst and Smith-Reis
stores. The one taken from the Kiesclhorst
storc was autographed and was obtained with
difficulty and, of course, cannot be replaced.

G. P. Ellis, secretary of the New York-Chicago
Talking Machine Co., recently spent several
days herc.

Reorganize Morning Study-hour Class

A. W. Iosier, who was recently appointed
manager of the Scruggs, Vandervoort & Barney
talking machine departinent, has reorganized the
morning study-hour c¢lass and it meets under
his supervision threec mornings a week.

Getting Out Slow-moving Records

A four months’' contest in the sale of over-
stocked and slow-moving records by the Kies-
clhorst Piano Co. closed in February with Miss
Marie Auberman leading. During this time.
$1.611.95 worth of overstock records were sold,

697 of them Red Scal and 564 of other kinds.
Mr. Mactten, the manager, started another con-
test at once, supplying each salesperson with a
Iist of fifty records. Somc of these, which have
been longest on the shelves, he is giving double
credit for. The lists will be exchanged weekly.
The results are checked up daily on the Red
Scal Derby.

Fred Lchinan, of the Lehman Music House,
East St1. Louis, has been spending a few weeks
in California with his brother.

To Introduce the Victrola Exposition

A clever arrangement of inaterial and ideas,
to be called a "Victrola Exposition,” has becn
made by the Koerber-Brenner Co., of this city,
to be used by its dealers. [t consists of cight
white columns a foot and a half square by seven
feet high, which will be used to form an aisle
from the front door to the back of the store,
where a Queen Anne Victrola will be displayed
against draperies. The columns will carry on
each side the picture of a Victor artist, a record
by the artist, and a neatly lettered card bearing
an annotation of the same. The columns are
topped with a Victor dog. Outside the store,
two fourtecn-foot poles bear a banner an-
nouncing the Victrola Exposition. On display
in the store also will be the Victor factory's
glass-cncased Victrola, and one of the very old
Victor trade-mark Victrolas.

The Exposition will open in [Iarrisburg, m,

in the store of L. L. Parker, who plans to do
some seven thousand lines of advertising and 10
distribute souvenirs during the week of March
13. Daily programs for different groups of
pcople will be held throughout the week.
Celebrate Caruso Memorial Weck

Caruso Mcmorial Weck was observed in
St. Louis by placing in the various retail houses
along Olive street posters bearing the picture
of Caruso and the words, “Enrico Caruso—Born
forty-nine years ago on the 27th of February—
Tite Caruso American Memorial Foundation has
designated this week as Caruso weck—a week
to awaken musical intercst.” These cards were
furnished by the Victrola dealers, whose window
displays reflect this occasion.

Successful Series of Concerts

A most successful serics of concerts by Prin-
cess Watahwaso, Victor artist, was given in
the Scruggs-Vandervoort-Barney recital hall, on
February 16, 17 and 18. Two concerts a day
were given by the Princess in her native Indian
costumes and cvery concert filled to overflowing
the spacious hall. On Friday the music clubs
of the city were invited for a special program.
School children from the city schools and from
suburban districts attended in great numbers,
accompanied by their teachers. Miss B. Rosen-
brugh, of the Scruggs educational department,
under whose auspices it was given, acted as
accompanist,

During the County Tecachers' Convention on
February 24 and 25, at Anna, Ill, Miss Golda
Airy, of the Kocrber-Brenner Co., spoke twice
each day on music in the schools.

Joins Rice Co. Forces

G. S. Crawford, formerly with the Jones Dry
Goods Co., of Paris, Ill, has accepted a position
with the J. E, Rice Musi¢c Co., of Mt. Olive, I,

TRI-STATE VICTROLA ! DEALERS’ ASSOCIATION MEETS

Value of Continuous Advertising Stressed by J. J. Davin—E. C. Rauth and C. B. Gilbert Also Speak
—Memory of Carusc Honored—Over 100 Attend Most Successful Gathering

St. Louts, Mo., March 7.—The Tri-State Victrola
Dealers’ Association met at the Hotel Claridge
in this city on Monday evening, February 27.
Over a hundred members were present and pro-
nounced it a most profitable gathering. The
meceting began with a dinner at 6 P. M. The
date being the birthday of Caruso, the members
remained standing during the playing of the last
rccorded record of Caruso, the “Crucifixus,”
from the "Messe Solennelle.”

Music during the dinner was furnished by

Grade D™ Cover with

No. ) Straps

THE C. E. WARD CO.
(Well-Known Lodge Regalia Ho\ue)
101 William Strcet New London, Ohio

Ao Manufscturers of Aubberized Covers
end Dust Covers for the Warnroom

Ward’s Khaki Moving Covers

Distributors

BRISTOL & BARBER, INC,
3 E. 14th S, New York City

YAHR & LANGE ORUG CO.
207-208 E. water St.; Milwaukes, Wi

COHEN &4 HUGHES, INC.
Washinglon, 0. €,

BECKWITH-O"NEILL CO.
Minneapohs, Minn,
STREVELL-PATERSON HAROWARE CO
Salt Lake City, Utan

€. L. MARSHALL cCoO. INC
Bechman Bldg., Cleveland
Butler Bldo.. Ostrolt, M‘cb

THE REEO €O,
232 FIfth Avenue, Pltisburgh, Pa.

C. J. VAN HOUTON & 200N
140 8. Dearborn St.. Chlcago, L

SONORA OISTRIBUTING CO. OF TEXAS
Onllss, Tonas

KNIGHT-CAMPBELL mMUSIC CO.
1608 Wynhoor St., Oemver, Colo,

CHAS. H., YATES
401 Laughlin Bldg., Los Angeles, Cat.

w. D. & C. N ANOREWS
Buffalo, Y.

SACHS & Co.
425 50. Wabash Ave. Chicago

SHERMAN., CLAY & CO.
24) Misston SL, San Franclice, Cal

JOHN A. FUTCH Co.
35 Auvburn  Ave.. Allanta, Grorgly
1300 Soulh Boulevdrd, Charlotta, N. €.
430 Washlngton $1., Jathsonviite. Fla.

ORTON DAOTHERS MUSIC HOUSE
Butto, Mont.

GRAY & OUDLEY €0., Nasbvills, Tenn

ASSOCIATED FURNITURE MFRS.
8t, Louls, Mo,

w. J. DYER & BROD., 8t, Paul, Mlaa.

AMERICAN PHONOGRAPH CO.
Byritngton, Vi,

JOSEPH BARNETT & CO..

w

|

Cedar Raptds, la

the new Victrola 280, which most of those
present had not seen. Other inachines on dis-
play were the Victrola 260, the Victrola XVI,
with the glass lids and sides, which is a part of
the Kocrber-Brenner Victrola Exposition, as
well as the little trade-mark Victrola. The din-
ner was furnished from the funds presented to
the Tri-State Association by the St. Louis deal-
crs, the surplus from the last concert of the
Eight Famous Victor Artists.

Following the dinner, J. J. Davin, of the
Reincke-Ellis Co., spoke on dealer advertising,
which he preferred to call business insurance.
He pleaded that at least four per cent of the
gross business of the Victor dealer be set
aside for advertising, and that it be spread
out over the year in a constant telling
of the story. Ile suggested profitable news-
paper advertising and commented upon the fact
that almost all of the newspaper advertising is
given over to machines, the records being sadly
neglected. Other advertising mediums talked
of werc: dircet by mail, billboards and concerts.

Mr. Davin was followed by E. C. Rauth and
C. B. Gilbert, of the Koerber-Brenner Co., who
told of selling a Victrola from the mechanical
standpoint, Mr. Rauth’s topic was cabinet con-
struction and he covered the material from the
time it left the forest to the finished article as
it reaches the dealer. His talk was illustrated
by portions of the unfinished Victrola, showing
its construction in detail.

Mr. Gilbert told the decalers of the mechanical
construction of the reproducing elements, cover-
ing exhaustively the styles, soundbox, goose-
neck, tonc arm, amplifying compartment and
doors. Copious notes were taken by the dealers
and all expressed their pleasure at the knowl-
cdge gaincd.

The evening's talks closed with the subject
of selling a Victrola from a musical standpoint,
by Miss Golda Airy, of the Koerber-Brenner
service department. Miss Airy spoke on han-
dling competition without technical discussion,
and upon making the proper manipulation of
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the Victrola a matter of habit through practice.

Those present were: R. C. Ashurst, of Baker
& Ashurst, Fulton, Mo.; J. \V. Barnett, of Bar-
nett Music House, Poplar Bluff, Mo.; W. J.
Bauer and \V. Schmitt, of W. J. Bauer Music
House, St. Louis, Mo.; \W. G, Bicket, Marissa,
I.; L. V. Cline, of Cline's Drug Store. Herrin,
IN,; Mrs. L. M, Norris, of College Book Store,
Kirksville, Mo.; \W. C. Daumueller, Lebanon,
Ll.; Mr. and Mrs. \Wm. H. Dceken, of Deeken
Music Co., St. Louis; Mr. and Mrs. A, DeMer-
ville, of DeMerville Piano & Music Co.,
St. Louis; Miss Ethel McReynolds and Mr. L.
Perigo, of Feraud Bros., Granite City, 11.; Julius
Glaser, of Glaser’s Music Shop, St. Louis, Mo.;
Miss Margucrite Hibbeter, of Hellrung & Grim
H. F. Co, St. Louis; Miss May Bowsher, of
Jones Dry Goods Co. Paris, Ill.; Theo. V.
Maetten, C. O. Thompson, Richard Rosebrough,
Miss M. Cartwright, Miss \W. Griesedieck, Miss
M. Moore and Miss M. Auberman, of Kiesel-
horst Piano Co., St. Louis; Miss Lillian Knapp
and Frank T. Niess, of Knapp Piano Co., Belle-
ville, 11l.; Fred Lehman, W. H. Jackson, W.
Paridy, John Costello, Ova Lovell and W. E.
Sullivan, of Lehman Music House, E. St. Louis,
11l.; Mrs. Lloyd L. Parker, of Lioyd L. Parker
Music Co., Harrisburg, 1ll.; L. F. Parrish, of
Parrish Furniture Co., Metropolis, [ll.; Miss
Clifford Porth. of Porth's Jewelry Store, Jef-
ferson City, Mo.; Walter L. Rhein. of W, L.
Rhein Piano Co., Belleville, I1.; Miss Marie
Breidenbach and Carl C. Bowine, of W. L.
Rhein Piano Co., Belleville, IIl,; J H. Rhodes,

of Rhodcs \lusu: llousc. Hillsboro, llt.; ). E.
Rice, of J. E. Rice Music Co., Mt. Ohve, 111.;
Roy A. Sauer, of the Roy Sauer Music Co.,
Collinsville, Ill.; Mr. and Mrs, R. J. Spengel,
of Spengel's Furniture Co., Highland, I1l.; Rob-
ert Gahner and Wilbur Schoonover, of Spengel’s
Furniture Co., Highland, 1IL.; J. W. Strain,
of Strain Jewelry Co., Carrollion, li;
W. O. Baker, of Taylor Music Co., Moberly,
Mo.; W. O. Todd, Jr., and Miss Margaret V.
Todd, of Todd Jewelry & Music Co., St. Louis;
S. S. Viek, of Vick's Drug Store, Johnston City,
1l.; Miss Annabetl Weible, of E. A. Weinel
Hardware Co., Columbia, I1l.; Fred Coleman, of
\Wellston Talking Machine Co., St. Louis; A. W.
Hosier, Mrs. E. Tippin, Miss Julia Beckman,
Mrs. J. A. Coburn, Miss Blanche Rosebrugh,
Miss Aurelia Lipscomb, Miss Ella Marklin, Mrs.
Steinmeyer, Miss \Wasserman, Miss Helen
Heller, Miss Davis, Mrs. Gladding, of Scruggs-
Vandervoort-Barney, St. Louis, Mo.; Val A.
Reis, Philip Bardenheier, Vincent Harris, Geo.
Hayes, Miss Laura Mertens, and Miss Iva
Clayman, of Smith Reis Piano Co., S5t. Louis,
Mo.; Miss Helen Hatfield, Miss May Kennedy,
Miss Tillie Gerlach, Miss Elizabeth Liebinger,
Miss Lacey McGhee, Miss Gertrude Jahns, J.
B. Hutchinson, S. B. Curren, J. A. Lucker
and Joseph Plesz, of Stix, Baer & Fuller Dry
Goods Co., St. Louis, Mo.; H. G. Koerber, E. C.
Rauth, Thos. Cummins, H. S. Grover, R. K.
Brandenberger, Miss Golda Airy and C. B. Gil-
bert, of the Koerber-Brenner Co., of St. Louis,
Mo.

BRUNSWICK DEALERS’ CLUB 1S URGANILED IN ST. LOUIS

P. L. Deutsch Addresses Largely Attended and Enthusnast:c Meeting of Brunswick Dealers of St
Louis and Vicinity at the Hotel Statler—Board of Directors Appointed

St. Louts, Mo., March 8 —Brunswick dealers of
this city and vicinity had a largely attended and
enthusiastic meeting Monday evening, February
20, at the Hotel Statler, which was arranged by
Manager Jackson and his assistants in the local
Brunswick store. P. L. Deutsch, secretary and
general sales director of the Brunswick organi-
zation, came down from Chicago and was the
guest of honor and made the address of the
evening. There was a general discussion of
experiences during the past year and policies for
the year to come. Some suggestions were made
by dealers which Mg Deutsch considered of such
merit that he accepted them on the spot and
promised that they should be put into effcct
without delay. A Brunswick Dealers’ Club was
formed, the first of the kind in the country. It
will be of a social character and will have no
officers. In place of these a board of directors
was named, as iollows: E. C. Storer, Baldwin
Piano Co.; J. F. Ditzell, Famous & Barr Co,;
Frank ]. Peterinan, Stocke-Peterman Furniture

Co.; J. H. Kirkland, Kirkland Piano Co. and
Harry Meyer, Meyer Piano Co.
In the course of his address Mr. Deutsch

emphasized the importance of the formation of
the first Brunswick Dealers” Association and
the example it offered for Brunswick retailers
in other sections of the country to get together
for mutual benecfit. He paid a tribute to mem-
bers of the Brunswick sales force who had
worked to form the Association, but declared

THE BROOKS INBUILT AUTO-
MATIC REPEATING
PHONOGRAPH

The most wondertul Talking
Machine on the market. All but
human, will play any pan or all
of any recotd from oue to eight
times. Set the dial ani have
musi¢ throughout the meal or
during the dance. It is justly
termed the ‘*wonder’’ instrument,
exquisite in cabinet design and
marvelous in tone  Send tor deal-
Distributors wanted,

cre’ discount,

BROOKS MFG. CO.

Saginaw Mich.

their work would have been in vain but for the
splendid work of the dealers.

In the course of his talk Mr. Deutsch stated
that retailers generally were tired of the preach-
ing of economists, and of those who had much
to say about putting pep into sales campaigns
and being more aggressive, for the fact that the
Erunswick dealers were successful indicated that
they needed no such advice,

He also took occasion to outline the care used
in making Brunswick machines and in the selec-
tion of the materials entering into. their manu-
facture, and announced that the Brunswick
quality standard would be rigidly mnaintained.

In ¢losing, Mr. Deutsch said: “There are some
who doubt the permanency of the phonograph,
but let me predict here that it has come to stay,
perhaps not in its present form, but in an ad-
vanced stage. \We see a future that will some
day make us look back and smile at our mis-
givings."”

WILL TRIPLE ITS FLOOR SPACE

Manufacturers’ Phonograph Co. Leases More
Space to Accommodate Growing Business
—Remains in Present Building

Arrangements were recently completed by
Geo. W. Lyle, president of the Manufacturers’
Phonograph Co.. New York, manufacturer of
the Strand phonograph, whereby this company
witl triple the floor space that it has been occu-
pyviag as executive and sales offices. The com-
pany was heretofore located in a inoderate-sized
suite on the twelfth floor of the building at 95
Madison avenue, New York, but with the steady
cxpansion of the business this space was soon
found inadequate. Mr. Lyle thereupon leased
a suite on the same floor, which has at least
three times the floor space of the old quarters,
and in these warerooms there will be ample
room for the display of the Strand tine. The
new offices are now ready for occupancy and a
general invitation has been extended to the trade
to visit the new home of the Strand.

The Ideal Music Co., of 29 John street, New
York City, Victor dealer, is planning extensive
alterations to its establishment in the near futurc.
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Homokord

Important Notice

To Dealers
and Jobbers!

THE HOMOPHON COMPANY
G. m. b. H.
Berlin, Germany

announce the appoint-
ment, beginning Janu-

ary 1, 1922, of the
HEGEMAN-STEWART
CORP.
as the
SOLE IMPORTERS
and
DISTRIBUTORS
for the

United States of America
of their well-known

HOMOKORD

Phonograph

RECORDS

Made in native Innds

Lateral cut—double face
plays on all machines. The
most popular foreign record
made—recordings by best
European artists—in
German and 34 other lan-
guages,

Continued importations of
ncwest selections from Eu-
rope assure large stock al-
ways on hand for immediate
delivery.

Dealers!
Jobbers!

Grasp this opportunity
AT ONCE to represent
HOMOKORD in your

district

Phone, Wire, Write
RIGHT NOW!

HEGEMAN.STEWART CORP.

338 Washington Strect
New York City

Phone: Walker 6166-6167
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IN PITTSBURGH

Rcmmpnon of Iron and Steel Indusiries Creates Business for Dealers
- Plan 10 Reorganize Pittsburgh dssociation — Trade Optimistic

Prrrssurcn, Pa.,. Mareh 7—An unmistakable

pward trend in the tatking machine trade n
the Pittsburgh district has been very noticeabie
the past few weeks. Coupled with this there is
a marked feeling of optimism among the various
talking machine dealers, who feel that there is

ound to be a better tone to business. This
feeling is bascd on the gradual resumption of
business in the iron and steel centers. Just a
fcw days ago the first pay day in seven months
was obscrved in the Allegheny Valley. There
was distributed over $450.000 in cash and the
little town of Tarentwm had a gala Saturday
irading day. The Windsor Music Co. and the
Lechner & Schoenberger Co., dealers in talking
machines. rccords and other musical instru-
ments, both rcported a good day and cvening
in business.

Resumpiion of Industries Creates Optimism

From what can be glcancd from the officials
of the large steel and iron companies, coal com-
panies, etc., this Spring will sce a better condi-
tion as far as operation of mills and mines is
concerned. No concern of any moment is fclt
at the approach of April 1. when the miners’
scale expires and a strike is expected. the usual
result at that time. It is felt that while some
miners may be idle a day or two as a protest
against the action of some of the employing
opcrators, the large majority. who have becn
idle for months. will be cager to get the scale
signed and be ready to dig coal. The feeling
here i¢ that the "million dollars a day” wage
scale will make its return before the end of the
Summer. All sigus point to a busy industrial
scason in the Pittshurgh district and with pay
days every week and millions of dollars sent
inte circnlation there is bound to be a reflex

action that will bring vast good (o the 1alking
machinc merchants here and in adjoining ter-
ritory.

G. H. Rewbridge Looks for Good Business

George [l. Rewbridge, manager of the whole-
sale Victrola deparunent of the \W. F. Frederick
Co.. one of the best posted men in the trade,
i a chat with The Taltking Machine \World
representative, said: “My wview of the talking
machine situation is that there will be a good
scason developed later this year than usual. [
fecel that there will be a great many Victor
machines sold and also a huge demand for the
Victor records.  \While it is truc that there has
been a sort of slump in the business, I am
more than convinced that there will be many
orders placed. The industrial situation which,
at the present, is rather perplexing. is slowly
finding the light, and | belicve that with busy
mills and mincs there will be placed in ciren-
lation such a vast amount of monecy that good
must accruc 1o the talking machine dealers. 1
am far from being a pessimist and wish to be
lined up with the optinusts. That is the only
sane and rcasonable position 1o 1ake these days.
The 1alking machine dealer who uses up-to-date
mecthods to atiract trade will attract it and will
get the business.”™

Plan to Reorganize Pittsburgh Association

Tentative plans were formulated at a dinner-
meeting of a committec of the Talking Machine
Decalers’ Association of Pittsburgh looking to-
ward the rcorganization of the association with
a view to enlarging its sphere of activity. At present
thke membership is confined 10 talking machine deal-
crs in Allegheny County. It is proposed to change
:his by-law to permit talking machine dealers from
Western Pennsylvania points, such as Altoona,

Washington, Greensburg, New Castle, Beaver
Falls, Mercer and other cities and towns, to
affiliate with the Association. The present mem-
bership is confined to Victor, Columbia and
Edison. dealers. There are a nmunber of well-
known talking machine dealers wheo handle the
Sonora, Aecolian-Vocalion, Cheney, Brunswick,
Paramount, Pathé and other well-known makes
oi talking machines who will be approached
within the next few weeks by a commitice to
ascertain their -views relative to affiliating with
the Association. Members who attended the
special committee meeting and participated in
the discussion were John Heunk, A. R. Meyer,
Mark Fishel, Leo Hali, H. C. Hornberger, J. B.
Beunett, Henry Wood, \William D. Sahner and
H. E. Young. Mr. Henk emphasized the plan
of inviting the dealers to an open mecting to
place before them the advantages of member-
ship and it is quite likely that this plan will
be carried out

T. B. Niles at Kelley Music Co. Opening

T. B. Niles, assistant manager of the DPitts-
burgh offices of the Columbia Graphophone Co.,
atiended the forma!l opening of the new Colum-
bia Grafonola departnent of the Kcelley Music
Co., at Fairmont. West Va., last month. Mr.
Niles stated that the new department is a
model of its kind and one of the best equipped
in the State. The Kelley Music Co., exclusive
Colummbia dealer, has dcvoted the upper floor
of the music house to the Columbia Grafonola
department.  There arc eight demonstration
booths. each of which is sound-proof and hand-
somely furnished. The decorations throughout
the store are most attractive. \W. G. Kelley,
the proprietor, has been engaged in the music
business in Fairmont the past twelve yecars.

News Brieflets

Miss Ruth Rhodes. a popular saleswoman in
the Victrola department of the Rothert Co..
Altoona, Pa., attended the Victor School of
Salesimmanship at Camden, N. ).

W. C. Dierks, of the C. C. Mcllor Co., Victor
dealer, spent a week at Lexington, Ky., a1 the
horsc show.

Every Phonograph Owner a Prospect for
THE RECORDOLA

THE PERFECT RECORDER AND REPRODUCER

Let your customers record their own voices on

PRACTICAL

Positive in Operation

nickeled,

Liberal Discounts to the Trade

We are now located in our new and modern Laboratories and Showrooms, and we
invite the trade to call to inspect them and get a demonstration of the **Recordola.’”

RECORDOPHONE CO., Inc., 15 wesT 3ah STREET, NEW YORK, N. Y.

“HOMOGRAM” Record Blanks

in their own homes
Can be attached to any make phonograph

Simplicity s the Fepnote of the “ Recordola”

Complete ‘‘Recordola’’ outfit handsomely
includin
gram’’ recording blank that may be used for
making 50 to 100 different records.

Retail Price, Complete

$26.00

Extra Homogram Records, $1.00 each

FOOL PROOF
Any Child Can Operate

a -double-faced ‘‘Homo-

?

Write for Particulars
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Theodore Hofimann, treasurer of the J. M.
Hoffmann Co., Brunswick dealers, spent two
weeks at Pinchurst, N. C., and did some cffective
work on the cclebrated golf links of that famed
Southern resort.

Plan DeForeest Reception

Plans are being formulated by the Piano
Merchants® Association of Pittsburgh for a re-
ception and dinner on Thursday evening, March
16. to be tendered to M. V. DeForeest, the well-
known music merchant and Music \Veek pro-
moter. of Sharon, Pa. Mr. DeForeest. in his
stores at Sharon, Greeuville and \Varren, O,
handles the Victor, Edison and Brunswick ma-
chincs, As most of the piano merchants affil-
iated with the Association handle talking ma-
chines, the reception will be one for talking
machine dealers as well as piano merchants,
The coming here of Mr. DeForcest on March 16
will mark the termination of his transcontinental
tour in the interest of the music trade and he
will tell his hcarers at the dinner of the work
accomplished during his tour.

Prize Winners in Edison Sales Contest

Ranking among the leaders in a contest con-
ducted by the Girard Phonograph Co., Miss
Carrie Fries and Samuel G. Dunkelberger, at-
tached to the sales force of the Metropolitan
I'honograph Co., qualificd to reccive a free
course in salesmanship that was held in Phila-
delphia under the auspices of the Girard Co.
By having sold more than $23000 worth of
Edison phonographs and accessorics, Migs Fries
led four divisions in the district.

Preparing for Music Week

Pennsylvania will have a State-wide music
week. starting April 30 and ending May 6, under
the direction of the music division of the Penn-
sylvania Decpartment of Public Instruction.
Hollis Dann, State director of music, will have
charge of the plans. Prof. Dann has issued a
program for use during the week. A number
of the talking machine dealers here will co-
operate.in the work of the schools during Music
\Week.

European Tour of Business Men

Talking machine dealers of western Pean-
sylvania and vicinity have been notified of the
tour of American business men. which will cover
Centra! Europe, Belgium, France. England and
Ircland. The party will sail from New York
on June 10 and the plan is to return some time
in August. The United States Linc's steamship
George Washington, onc of the largest and
most palatial ships afloat, will be used by the
tourists. C. C. Lawus, executive secretary of the
Piano Merchants® Association of Pittsburgh,
with offices at 623 Pittsburgh Life Building.
will furnish rates and complete data about the
tour to all who write him. Thus far 160 persons
have booked for the tour.

Edison Dealers to Meet

The Buehn Phonograph Co., Edison distribu-
for, is planning to hold an informal meeting and
dinner at the Fort Pitt Hotel the latter part of
this month. Due notice will be sent to all of
the Edison dealers in the Pittsburgh zonc in a

few days. The affair will he sort of a get-together
meeting, and after the business and dinner arc
over there will be some time left for a dance or
other social diversions.

A. A. Buehn, treasurer of the Buchn Co., is
quite optimistic over the outlook for the Edison
business in his territory and believes that there
will be an inereased demand for the Edison line,
due to the recent reduction in prices of the Edi-
son records and some of the Edison phonographs

Good Call for Starr Products

Manager Niles, of the Starr Phonograph Co.,
reports a very satisfactory demand for the Starr
phonographs and Gennett records.

Health Builders Records Popular

T. E. Shortell, manager of the Victor depart-

ment of the S. Hamilton Co reports a very

" IVOGEN ON OKEH RECORDS

Four Records by Opera Star Now Rcady—
Artist Famous Herc and Abroad

The General Phonograph Corp.. New York,
placed on sale recently four Okeh records made
by Maria Ivogen, one of the sensations of the
present scason in the grand opera world. These
records were madec in Europe by the Interna-
tiona! Talking Machine Co. and pressed in the
United States by the General Phonograph Corp.
Maria Ivogen made her first notable success
during the world war, and when she made her
debut in New York in January as a member of

brisk demand for the Walter Camip Health
Luilders records, for which the 8. Hamilton Co.
has been appointed authorized representative and
distributor for western Pennsylvania. northern
West Virginia and eastern Ohio. Daily demon-
strations of the \Walter Camp records are made
it the 8. Hamilton Co.'s stores. No specialty in
the talking machine trade in years has made such
a decidedly favorable unpression as the Health
Builders rccords.
Win the Pnize

Miss Hildegarde Wehrle and Miss Margaret
Stuart, two of the eficient and amiable mem-
bers of the sales force of the main store of the
S. Hamilton Co.. were winners recently of a
cash prize offered for the best sales of Red Seal
records.