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Now for the Greatest
Sonora Year
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Prospects are excellent in 1923 for the greatest
vear Sonora has ever seen.
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Sonora has always been close to the hearts of
music lovers. Its leadership in tone quality; the
happy faculty of creating designs that seize the
fancy of the public, and a high standard of
honest, thorough-going workmanship have
placed it on an eminence that invites sales.
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This broad foundation of Sonora popularity
1s constantly being strengthened by improve-
ments and the development of new models, by
fairness in price-making and a square deal at
every turn to dealer and public alike.
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Sell the Sonora for prosperity!
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Sonora Phonograph Company, inc. B

GEO. E. BRIGHTSON, President
279 BROADWAY, NEW YORK

Canadian Distributors: Sonora Phonograpb, Ltd., Toronto
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““The Highest Class—Talking Machine in the World."
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BITNER'S NEW MUSIC STORE OPENED

Formal Opening of Handsome New Quarters
Attended by Many Friends and Patrons

Haxover. Pa., Jahuary 3—Bitner's Music Store,
this city, recently held its formal opening to
celebrate the removal of the business into the
handsomme new quarters at 118 Baltimore street.
A host of friends and patrons were the guests
of Mr. and Mrs. Fred C. Bitner at the opening
and an entertaining and musical evening was
cnjoyed.

The new quarters are unusually artistic as to
arrangement and appointments and there is
plenty of room for the attractive display of the
varied line of musical instruments handled by
this firm, including a complete stock of Colum-
bia Grafonolas and records, as well as pianos
and other musical instruments.

SPECIAL VICTOR RECORD RELEASES

Five Popular Records From February Supple-
ment to Be on Sale January 17

The Victor Talking Machine Co. has an-
nounced a special release of five records, part
of the February supplement, which will be avail-
able to the retail trade in time to be placed on
sale January 17. The records include a double-
sided record containing the ballet music from
Faust as plaved by the Victor Symphony Or-
chestra, another record of “\When Hearts Are
Young’ and *“Journey’s End,” and fox-trots
plaved by Whiteman and his orchestra; “Lost”
(2 Wonderful Girl) and “\WVhere the Bamboo
Babies Grow,” fox-trots played by the Great
\White Way Orchestra and the Virginians re-
spectively; “My Buddy” and ‘“When Winter
Comes,” fox-trots played by the. International
Novelty Orchestra and the Great White Way
Orchestra, and finally, “Thru the Night” and
“Red Moon,” two popular waltzes played by the
Serenaders.

BRING STOCK TO PROSPECTS’ HOMES

Schwartz Bros.,, Columbia Dealers, Norwich,
Conn., Use Unique Auto Truck to Interest
Prospective Customers in Their Line

NorwicH, ConN., January 5—Schwartz Bros,
Inc., Columbia dealers, this city, are waging an
intensive. sales campaign in the interest of the
Columbia line of machines and records, using
a novel method of bringing this line to the
attention of prospective customers. A miniature
house constructed on an automobile chassis, ac-
cording to plans drawn up by L. H. Webber,
manager of the Grafonola department, is used.
The machine holds six machines and a large
quantity- of records, and by this means a repre-
sentative variety of instruments and records are
carried directly to the homes of the prospect.
The plan has been found very effective in stim-
ulating interest in the line.

CLEVELAND CONCERN CHARTERED

CLeveELAND, O., January 5.—The Buckeye Phono-
graph & Sales Co. this city, was recently
granted a charter of incorporation under the
laws of this State, with a capital of $10,000:
Incorporators are Don L. Taylor, Arnold
Sheafer, B. Brown, Emery C. Smith and C. T.
Kirkbride.

A writer to the New York Times has called
attention to the fact that the new traffic tower
at Fifth avenue and Forty-second street is
shaped like a bronze phonograph. Why not
a real musical instrument to entertain the watch-
ful traffic “cop”?

LEBEDEFF WITH THE VOCALION CO.

Prominent Singer of Russian and Jewish Songs
to Record Exclusively for Vocalion

Aaron Lebedeff, famous singer of Russian and
Jewish songs, recently signed an exclusive con-
tract to record for the Vocalion Red record and
his first record will appear in the Vocalion bul-
letin at an early date. Mr. Lebedeff came to
the United States from Moscow about two

- Aaron Lebedeff

years ago, after enduring great hardships in
Russia, and met with instant success in this
country, being haled as the Al Jolson of the
Jewish theatre.

BELIEF IN PRODUCT ESSENTIAL

The Salesman Not Convinced That the Line
He Represents Is the Best Will Achieve
Greater Success if He Changes His Post

To be successful a salesman must have a
number of qualifications. Time and time again
it has been stressed that a salesman should
have a complete knowledge of his line as well
as that of his competitors so that he can in-
telligently answer questions and set forth the
merits of the product which he is trying to sell.
But this knowledge is not enough. It must
be backed up with enthusiasm and sincerity.
Without a firm belief in his product a man
stands small chance of selling the prospect who
is doubtful of his line. He lacks the force which
will bring about a change in front on the part
of the prospect and change the doubt to be-
lief. Sincerity and enthusiasm accomplish this
result. If a salesman does not thoroughly be-
lieve in the line he represents it would be much
better for him to make connections with the
concern handling a product which he is con-
vinced is superior in merit. In this manner
only will he do his best work and achieve the
greatest measure of success.

HEADQUARTERS FOR I0WA STATE

Cepar Rarips, 1A, December 21.—G. W. Guess,
Iowa representative of the Interstate Phono-
graph Co., of Chicago, which in turn is factory
representative of the Pathé Phonograph &
Radio Corp., New York, has established head-
quarters in this city for the State. Mr. Guess
reports much activity throughout his territory
and is optimistic over the business outlook.

Overlooking complaints of customers or
treating them discourteously is a sure way of
making enemies and losing trade.

TO EXPAND THE PATENT OFFICE

Joint Committee of Senators and Representa-
tives Suggested for Purpose of Studying Pat-
ent Office Situation and Recommending
Means for Overcoming Present Congestion

Wasuixerox, D. C, January 5.—Expansion
of the Patent Office to a point where it can take
care of its work comfortably and efficiently may
come about as a result of an investigation
sought by Representative Perkins, of New Jer-
sey, who has introduced a resolution in Con-
gress providing for the creation of a joint com-
mission of Senators and Representatives to in-
quire into conditions at the Patent Office. The
proposed commission would be required to
make its report within a month.

There has been constant complaint that the
facilities of the Patent Office are inadequate
to handle the vast amount of business which
comes to it and that the salaries paid are en-
tirely too low for the work and make it impos-
sible for the Government to retain the best-
trained employes. The salary situation was, to
some extent, taken care of by increases made
by Congress some time ago, but even yet the
average salary is far below that which com-
mercial houses are willing to pay for the same
services, and outside interests are always anx-
ious to secure men trained in the Patent Office.

At the present time the office is several
months behind on its work, to the hardship of
inventors and business men who are anxious to
market new commodities. Tlie proposed in-
quiry would cover all phases of the situation
and, it is expected, would develop all facts upon
which Congress could act to remedy adverse
conditions in the Patent Office.

WILL MAKE BRUNSWICK RECORDS

Capitol Grand Orchestra, Largest Theatre Or-
chestra in the World, Enters Recording Field
—PFirst Record in January List

A. J. Kendrick, general sales manager of the
Brunswick-Balke-Collender Co., announces that
the Capitol Grand Orchestra, playing at the
Capitol Grand Theatre, New York City, will
now record exclusively for Brunswick. The
Capitol Grand Orchestra, Erno Rapee, con-
ductor, consists of seventy-five members and is
the largest theatre orchestra in the world. The
music library of this organization contains more
than 15,000 cataloged selections, embracing the
works of over 1,500 different composers, and in-
cluding symphonic scores, operas, chamber
nmusic, popular overtures, light opera, musical
comedies, folk dances, choral music, classic
lieder, poputar ballads and folk songs. The
first Brunswick recording of the Capitol Grand
Orchestra is the “Orpheus in Hades Overture,
Part 1 and 2,” released in January.

AN ENTHUSIASTIC RECORD COLLECTOR

An enthusiastic collector of records is J. Leo
Langmesser, a machinist on one of the Great
lake steamers, who has a record collection
comprising more than sixteen hundred Victor
records, most of them Red Seals. Mr. Lan;
messer, who is a steady customer of the Buffalo
Music Co., Buffalo, Y. started his record
collection many years ago and he is constantly
adding to it.

D’LYTE CO., INC., CHARTERED

D’Lyte Co., Inc, of Wilmington, Del, has
been granted a charter of incorporation under
the laws of that State, with a capital of $300,000.
The concern will engage in the manufacture of
talking machines.

See second last page for Index of Articles of Interest in this issue of The World
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The salesman must first arm himself with Many schools throughout the country are
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more than fifteen machines and
records during the course of the
bast year. The opportunity is there and the re-
wards will go to the dealers who are farsighted
enough to take advantage of it
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The blg v'olume o'f sales at 'the end of The Best Interchangeable Leaf H
, last year in Talking Machines means  Record Album on the Market [0
big business in 1923 in both records and iy
albums,
! . . 5
Prepare to meet this demand now with
Nyacco albums, It will pay you to
anticipate your album requirements for
H some time to come and place your orders
at this ime. Raw material prices are
advancing. Purcha w and get th 'l
,g 2 B ge . Wrilefordisplap card—mailed
.:J lOWel' prices, without cost. [{ il help you
| sell more Nyacco Albums
" New York Album & Card Co., Inc.
I NEW YORK Western C‘tl)ast Factory Representative, CHICAGO
23-25 Lispenard St s S RYILL N Los Angeio S 415.417 S, Jefferson St.
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Victor supremacy is the
supremacy of performance

Victrola VI, $35
Mahogany or oak

Dealers in Victor prod-
ucts handle a known
quantity—a line of prod-
ucts that has demon-
strated 1ts worth by a
quarter-century of actual

accomplishments.
Victrola No. 80 :
$100 Victrola No. 130
Mahogany., oak or walnut $350

Victrcla No. 130, electric, $390
Mahogany or oak

Victrola No. 240
$115

Mahogany, oak or walnut

Victrola No. 210

: Victrola No. 280

$200 4
Mahogany or walnut ),)
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“HIS MASTERS VOICE REG.U S PAT OFF.

Important: Look for these trade-marks. Under the lid. On the label.

Victor Talking Machine Company

~ Camden, New Jersey
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The holidays are now merely a memory of
the past and no doubt there will be, as has been
the case in former years among a certain class
of dealers, a tendcncy to relax and take it easy
with a complacent feeling that the advent of
the holidays resulted in a very substantial vol-
ume of business and profits. Few dealers will
take the trouble to analyze the reasons for the
excellent demand for machines and records dur-
ing the holiday period. Many will content them-
selves with the thought that because of the fact
that this season is a time for gift-giving busi-
ness was good. It is now in order to remark
with the greatest possible vinphasis that while
the spirit of the season has had a great deal to
do with sales volume there is another factor
which has been of equal, if not greater, im-
portance in developing the demand, namely,
sales efforts of all descriptions.

Prior to the holidays dealers everywhere de-
voted their most encrgetic efforts toward de-
veloping and intensifying the demand for ma-
chines and records. Probably chief among the
mediums used to bring about this most desir-
able result was advertising—not mediocre pub-
licity, but advertising that brought home to
readers the fact that a talking machine or a
selected list of records would make an ideal
gift for a loved one, a gift that would bring
pleasure and entertainment, and one that was
most appropriate. Direct-by-mail literature of
an equally high order and artistic window dis-
plays of a type which exerted distinct appeals
and put forth the talking machine and records
in a most favorable and forcible manner were
also contributory to the success enjoyed.

As stated in the first paragraph, if the prac-
tice of former years is followed many mer-
chants will curtail their efforts now that the
season is over, and, as in former years, the re-
sults will be no more than can be expected—
business will suffer a corresponding drop.

No doubt many machines have been sold and
here lies the greatest opportunity for the deal-
ers to start the new year with a continuation
of the fine business which was in effect before

|
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the holidays. But there can be little hope or
expectation of a decent sales volume where
effort has been reduced to an absolute min-
imum. If anything, even greater pressure must
be brought to bear in the various factors which
result in sales, tf.e. sales efforts, advertising
and publicity of all kinds, and window displays.
Only by these means will merchants reap the
benefit of the possibilities which are now at
hand and only in this way will 1923 be the
banner year that has been predicted by the

= e

Continuation of In-
tensive Sales Efforts
Necessary for Steady
Upbuilding of Sales

T hroughout the Y ear

S

lkcenest business men in the trade throughout
the country. Many machines have been sold
and there is now an unworked, absolutely new
record field to be developed as a result. The
opportunity is there for the most aggressive to
take advantage of and it can be truly said that
the next twelve months will only be banner
ones, in a business sense, to those who do not
pass up any chances of making sales.

Smug satisfaction with what is past will not
do the trick. The profits derived from pre-
lioliday sales will dwindle fast enough unless
business is kept up to a substantial level which
will preclude the possibility of backsliding.
How many are there who have already made
fine resolutions to make 1923 the best year
ever? How many are there who have made
plans to increase their efficiency in every

|l

Cover, Straps Attached
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MADERITE

Phono Moving Covers

An ounce of caution is worth end-
less complaint and repolishing

Every progressive dealer needs a supply of
dependablc moving covers. Mr. Average Man
dislikes to unpack anything he buys. By
using padded delivery covers you protect and
deliver a pcrfect instrument with no necessity
for dirt, inconvcnience or trouble to your
customecr.

It is much morc simple to slip a cover over
an instrument at the store and off at point of
delivery and the impression lcft with your

customer is plcasant.

MADERITE covers are

strong, wcll padded and satisfactory from
cvery standpoint.

Cqmult your accessory jobber, phono dis-
tributor or write us for literature and prices.

A. BRUNS & SONS

A. BRUNS & SONS
» 50 RALPH AVE,
BROOKLYN

Manufacturers of Canvas Goods

50 Ralph Ave., Brooklyn, N. Y.

Year Leaves Clear
Progress and

. that rests with the dealer.

Field
Prosperity

!
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branch of thcir business? Last, but not least,
hlow many are there who have already broken
and forgotten their good resolutions? It is
safe to say that many, jubilant with sales which
were largely brought about through intensive
merchandising policies, have already dropped
back to the old rut of lethargic self-satisfaction.
Get out of the rut! Dig out and go after busi-
ness with that determination which admits no
defeat and overcomes all obstacles which block
the path! Do your share and make the New
Year the best ever!

There is another field for development which
the dealer can turn into profits and good-will.
Prior to the holidays it is safe to say that
many people in every comimunity were attracted
by the advertising and window displays of talk-
ing machine dealers and while they have not
as yet purchased a machine the desire has been
aroused to such a high pitch that it only re-
quires the least persuasion on the part of a
diplomatic and live salesman or dealer to call
the turn and secure the name to the dotted
line. If these people are neglected now, how-
ever, the desire is bound to become less and
less as the days and weeks drag on, until the
power and influence exerted by the pre-holiday
advertising and solicitation has faded away and,
consequently, the prospects will have to be sold
all over again—an expensive loss of time and
inconvenience which can easily be dispensed
with by prompt action now. It is wise to al-
ways bear in mind that the basic principle of
good business is quick stock turnover at a fair
profit and ccrtainly the movement of stock will
not be facilitated by neglecting the excellent
opportunities which are now at the command
of practically every dealer throughout the coun-
try. There can be no doubt that the bulk of
the business will be done by the workers.

Dealers need only look back to those months
in the past when the business world was filled
with black storm clouds to find sufficient rea-
sons on which to base successful policies. Busi-
ness has just crawled from the dumps to a
fairly respectable position and what the future
holds in store for the trade will be just what
it deserves—no more and no less. And what
it deserves will be measured entirely by the
amount of energy and intelligence displayed.
There is an old adage by which many dealers
seem to be guided, to their ultimate sorrow.
It reads as follows: “Everything comes to him
who waits.” In the talking machine business
there could not possibly be a more dangerous
doctrine on which to base policies of opcration.
The fellow who plays a watchful, waiting game
in the year 1923 will find the sheriff hammering
on the door some bright and sunny morning
and another merchant will have his future be-
hind him. To-day, as never before, the go-
getters are the birds who are reaping the profits.
The others are merely holding the sack. Com-
petition is more keen than has ever been the
case, but the wide-awake dealer need have no
fears on this score if he plays the game on the
square and, like the athlete, goes the limit and
puts every ounce of his energy and intelligence
to work.

What the future holds no man can foresee,
but he can, by his own efforts and brainwork,
insure himself against a dismal ending, and the
best possible service that can be performed is
to point out the possibilities and then—why,
The problem is
similar to that of the darky who declared to
his friend that although he had been drafted
he would not fight. His friend answered: Well,
Big Boy Uncle Sam ain’t sayin’ as how you
got to fight. He's jest leadin’ yo’ to where de
fight is and den he lets you use yo’ own jedge-
ment.”
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Victor supremacy 1s the
supremacy of performance

Victrola 1V, $25
Oak

Of performance past oa
and present. Just as the [
Victor has occupied its
position of leadership for
a quarter-centurv, so It
continues to lead the way
in the talking-machine

industry.
Victrola No. 100 ¥
$150 : Victrola No. 120
Mahogany, oak or walnut $275

Victrola No. 120, electric, $315
Mahogany or oak

Victrola No 230

$375 Victrola No. 260
Victrola No. 230, electric $415 $160 Victrola No. 300
Mahogany Mahogany or walnut $250
Victrola No. 300, electric, $290
Mahogany, cak or walnut
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“HIS MASTERS VOICE” REG.U.S. PAT.OFF.

Important : Look for these trade-marks. Under the lid. On the label.

Victor Talking Machine Company

Camden, New Jersey
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ENTERING THE NEW YEAR WITH CONFIDENCE

HERE is no question but that the majority of talking machine

men have entered the New Year with a distinct feeling of
satisfaction over business conditions during the past few months
and with full confidence that the New Year in the main will wit-
ness a continuance of those conditions. The last few months of
1922 saw the actual turning of the business tide which had been
predicted for months, and even those who were most confident
that there would be an improvement were in many cases caught
short of stock before the first of January rolled around.

Particularly satisfying is the fact that the trade emerged
from 1922 with a clean slate. Retail stocks of machines particu-
larly were in most cases brought down to a very low level during
the holiday buying period. Manufacturers’ stocks, almost without
exception, were in the same condition. The market has been
pretty well cleared of the flood of machines that were unloaded
at all kinds of prices in an effort to effect liquidation, which means
that standard goods can again be handled at right prices and in a
normal manner without being faced with such harmful competition.

To make definite predictions regarding the entire year of 1923
would, be a rather difficult proposition, for the reason that any
prediction that goes well into the future is very likely to be upset
by changes and conditions that cannot be foreseen. Nineteen
twenty-three opens a new chapter in the history of the talking
machine industry, and it is timely to emphasize the need for con-
tinued interest and action by all branches of the trade toward con-
structive policies that will mark new achievements. We have
emerged successfully from the anarchistic industrial conditions
brought about through post-war experiences. Prices are more
stabilized. The buying demand is becoming more strongly devel-
oped, and it is up to manufacturers and dealers not only to satisfy
this demand for machines and records, but to increase it by intensi-
fied and intelligent constructive policies.

OVERCOMING THE INCLINATION TO RELAX

F OLLOWING the holiday campaign there is always a tendency to
rest on one’s oars and not press the campaign for more business
by getting after it vigorously and unrelentingly. This is a huge

v

mistake. The talking machine business is not seasonal, though
some dealers, it is true, act as if it were.

Leading merchants, whose business is always progressing—
those who have studied the psychology of the buying public—are
on record as saying that it is dangerous to allow any time for
reaction following a great sales drive such as occurs during the
Christmas and New Year holiday periods. The retailer must keep
in touch with the public, follow up recent buyers, particularly in
the record line, and try to augment sales. On the basis of service
1s this particularly desirable, for every merchant should sell “his
house” and his ability to serve those who extend patronage to
him. Nineteen twenty-three should be distinguished by a higher
conception of merchandising ethics. Misleading advertising and
cut-prices as well as ridiculously long terms of payment on time
sales should be avoided. A house that becomes popularly asso-
ciated with such practices invariably loses the confidence and the
respect of the community.

| SATISFACTORY OUTLOOK FOR THE NEW YEAR

FROM a musical standpoint the trade has made real progress
during the past year, and this progress will be reflected to
advantage during the current vear. The talking machine record
as a medium for educational work continues to win recognition,
aided largely by the fact that it has proven an indispensable factor
in the music memory contests that are being operated in all sections
of the country. The names of new artists and musical organizations
have been added to the record lists and these are calculated to
revive and maintain interest in all recordings, particularly of the
better class. New issues of popular records have been kept within
reasonable bounds and in at least two of the best known lines
liberal record exchanges have served to clean out slow-moving
stock and leave room for records that promise quicker turnover
and, therefore, greater profits.

Reports published in the THE WorLD from its correspondents
in widely separated sections of the country have for several months
indicated the steadiness of the movement towards trade improve-
ment and a symposium made up of direct reports from manufac-
turers, wholesalers and refailers in all sections published this month
affords an accurate summary of trade feeling which is thoroughly
encouraging and speaks well of the spirit of the industry.

Nineteen Twenty-Three is a year of opportunity for the talk-
ing machine man who is willing to do his full share of work and
not wait for the business to come to him. This much is certain.
It may not be a record-breaking year in business volume, but for
the first six months at least it is likely to produce results that will
stand up well with the best, and, in the final analysis, results will
be measured by the volume of constructive energy expended.

| IMPORTANCE OF REGULAR COLLECTIONS

FTER the sale comes the collection and after a great volume

of sales such as was registered during the recent holiday
period the problem of collection becomes a real one, for the instal-
ment accounts are tving up, for more or less lengthy periods, capital
ihat is distinctly necessary to the carrying on of business.

There are those who refuse to heed warning or take advice,
and who let machines leave their stores on practically any kind
of terms, carrying payments in some cases over a period of eighteen
months to two full years. The retailers who follow such a practice
are likely to have real cause for worry. On the other hand, dealers
who realize the value of the merchandise from a standpoint of
replacement and hold out for cash or terms well within reason,
will have their financial worries centered only on the problem of
getting in regularly the money that is due them so that the holi-
day accounts are paid out with as little delay as possible.

Good collecting practice does not lie in waiting until two or
three payments lapse and then going after the delinquent, but rather
in insisting that not only the first but every subsequent payment
is met promptly on the day due. The logic of this course lies
in the fact that the purchaser is in the beginning shown that he
is under a contract obligation to the dealer and is expected to meet
that obligation promptly just as he is expected to meet a note at
the bank on the date on which payment is due. If, on the other
hand, he is allowed to let the first, second or third payment rest
for ten or fifteen days after date due, he begins to feel that the
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dealer isn’t always watching him and that he can become careless.

Prompt collections not only enable the accounts to pay out
more rapidly, but cut down materially the number of repossessions
for the reason that they give to the purchaser a very substantial
equity in his instrument within a period of a few months which
places the burden of loss upon him if the instrument is repossessed.
A family that has paid five or ten dollars down on a $100 instru-
ment and uses it three months without making another payment
is not worrying about the loss of the machine. If on the other
hand the third or fourth month sees the purchaser with a fifty
per cent equity in the talking machine, the prospect of losing
$50 stimulates the effort to make payments.

The talking machine dealer who goes after the money due
him need have no fear of losing a customer because he happens
to ask him for his payments. A definite contract exists between
the dealer and the customer. The dealer performs his part by
delivering the instrument, and in demanding prompt payment of
the customer he is simply asking that the latter fulfill his part of the
contract. It is no favor—merely a business obligation.

| POPULARITY OF FLAT TOP MODELS

UDGING from the character of the talking machine demand
for the past year or so, the buying public, financially able to do
so, is apparently committed to the flat top or console model of
machine as compared with the standard upright model. The ex-
perience of dealers during the recent holiday season has definitely
established that fact because sometime before Christmas in most
cases stocks of console models were completely exhausted while
there still remained some of the upright type.

It hardly seems as though the period model machine as such
has made the impression upon the public hoped for by the pro-
ducers, probably for the reason that the market for expensive
period models, to which great artistic care and attention has been
given in an effort to make them authentic, is naturally limited to
those who have the money and the taste to have their homes done
in distinct period effects.

The console model, however, may be said to have been an
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HE Talking Machine World offers a prize of te

dollars monthly for the next three months for
the best article of from four hundred to five hun-
dred words from a dealer, salesman or traveler set-
ting forth an original and practical idea, or a proven
plan, for selling or cxploiting talking machines or
records, or improving collections. The contests will
close on the first day of Fecbruary, March and
April. Onc dollar each will be paid for all articles
which de not win prizes, but which are deemed
worthy of publication hecause of thc ideas they
contain. The plans or ideas must he practical
and tested. Address articles to “Contest Editor.
Talking Machine World, 373 Fourth Avenue, New
E York.” .
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styles as a mean of getting away from the original uprigl P
and the console model lends itself readily to decorative treatment
that would seem out of place in the ordinary horizontal case. Th
result has been that in a large measure the console model is
cepted as a period model. In most cases it follows more or
closely period lines, and except where the intimate details of th
period are demanded, fits well into the carefully designed home

The acceptance of the console model, therefore, may be ex-
pected to put the talking machine on a higher plane by making
it an attractive addition to the furnishings of the home, as well a
a reproducer of music. No one interested in the future of the
trade desires to see the talking machine sold primarily as a piec
of furniture and secondarily as a musical instrument, but if it
musical value is firmly established, and it is offered first on tha
basis, then its attractiveness from the standpoint of case work
increases immeasurably its desirability.

Taking it all in all the advent and success of the flat top or
console model is to be accepted as offering a real opportunity to
the talking machine trade for increased development, broadening
as it does the field of appeal, particularly where the better element
among prospective purchasers is concerned.
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outgrowth of the original desire of manufacturers to offer period
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“Day by day in every way we are
getting better and better.”
Ask any Pearsall dealer, he'll tell you. -

“Desire to serve, plus ability.” 2
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Retalnlng Patronage of Old Customers an
Important Element of Business Progress
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are approached in the proper manner. They are
content with merely scnding out the monthly
supplements and never make any further at-
tempt to increase the record stocks of their
customers. N

It is also a fact that former customers are
antagonized by neglect of this character. In the
first place, in every community there are several
stores handling machines and records and the
average customcr does not feel bound to make
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to whom thcy have succeeded in selling a talk-
ing machine in another way. It isa well-known
fact that many people are negligent about pay-
ing bills and this also applies to instalment
payments on machines or any other merchan-
dise purchased in that manner. It is an unwise
policy to send out so-called snappy letters to
insure the prompt payment of these accounts.
Of course, the merchant is entitled to his money,
therc is no gainsaying that, but if he must write
a letter to hasten payments he should at least
couch it in such diplomatic language that there
is little or no room for offense 6n the part of
the customer.

The average person who buys on the instal-
ment plan, despite all reports to the contrary,
is sensitive of the fact that lack of an abundance
of money sufficient to cover the payment at the
time of purchase necessitated buying in this man-
ner, and a letter from the merchant asking that
payments be made promptly, simply because
there has been a lapse of a few davs in meeting
the obligation, is bound to have a detrimental
effect on the customer’s friendly feeling for the
establishinent. It would be much better if the
collection departnient, or the person in charge
of this end of thc business, made personal con-
tact with the customer and gave concrete rea-
sons why it was necessary for the money to
be received promptly. At best a letter is a poor
substitute for personal contact. In a letter
there is none of the fricndly inflection which
the voice can conveyv.

Close attention to details such as these will
have the effect of strcngthening the friendly
rclations between customer and dealer and pave
the way for future sales and the steady upbuild-
ing of the business.

. LRI THRE S L%

The science of <a1ef\manshlp does not merely
mean the constant adding of new customers, but
it does mean, in a grcat measure, a steady flow
of sales to pcrsons who have already become
customers of the store through having made a
purcihase. Too many dealers are turning all of
their energies to adding new names to their
list of customers and are neglecting a more cer-
tain source of revenue from people who havc
already displaved their confidence in the dcaler
and his linc of merchandise by making pur-
chases.

The above paragraph applies particularly to
the talking machine dealcr inasmuch as his line
is peculiarly adapted to further purchases by
formner customers. Records offer the dealer
this opportunity. This is also true in the casc
of talking machines to a lesser degree. Of
course, it is necessary to bcnd every cnergy
to securing new customers whom to approach
regarding the purchase of talking machines, but
it is also a fact that many people who have ac-
quired a cheap machine.-as a starter may be in
the market for one of higher price and better
quality or an instrument of different design. For
example, if a machine owner possesses an up-
right modcl hc may be induced to purchase a
higher-priced console type of instrument, and
along the same line a person who has made his
initial purchase of a talking machine of the
small portable type may later be intcrested in
a larger model.

Laying aside all consideration of thc machine
cnd of the busincss, however, it is safe to as-
sume that many talking machine merchants are
daily losing profits through neglect of custom-
ers who alrcady own machines and who offer a
fertilc and profitable market for rccords if they

=

As Much Effort Must
Be Expended to Retain
Old Customers as to

Secure the Patronage
of Entirely New Ones

=y

purchascs from any particular merchant unless
that dealer does something in the way of ad-
vertising, window displays in connection with
the record phasc of the business, personal con-
tact or some othcr form of service which stands
out above that of his compctitors and makes an
impression on the mind of the machine owner
which will react in his favor when that man
or woman is contemplating the purchase of a
record.
Then, too,

sonie dealers antagonizc customcrs
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SALES IDEAS

For the past few
years we have gathered
a great quantity of
sales ideas. All of
them have been tried,
and found to be feasible
and profitable. Our
method of collecting
such information has
succeeded in making
this service department
a veritable clearing-
house of 1deas.

Many of our cus-
tomers have made val-
uable use of the sales
plans we have been
able to present. It is
NOw our purpose to
place the services of
this department at the

disposal of every

dealer who enters his
name upon our lists.

The wide-awake
dealer will find many
extra dollars in sales
through the aid of
this clearing-house
during 1923. Send us
your name and address
today in order to take
advantage of this free
service.

pendable.

about it.

Peerless quality is uniformm and de-
There are no two ways

PEERLESS s T NEW OPPORTUNITY

NOTE: The. Large Distribution of Instru-
ments Over the Holiday Season
Will Inevitably Be Followed by

a Big Demand for Records and
Record Albums

In preparing to meet the
promising opportunities of
the New Year, Peerless 1s
bending all effort towards
increased production, etfici-
ency in every department, and
the perfection of dealer sales
plans.

rE INSURT FOR R

YOUR[XP[//S/V[ RECTW'S

INSIST ON THE
GENUINE - IT COST
NO MORE

Our long-standing policy
of closest possible co-opera-
tion with the talking machine
trade will, therefore, be continued on a broad and far-
reaching scale through 1923.

PEERLESS RECORD CARRYING CASE

is not only an excep-
tionallv good carrving
case, but one you can
offer at an attractive
price. It will add to
your sales for every
record owner 1s a possi-
ble purchaser of this
fine case.

A Postal will bring this sign to you in
the next mail—WRITE

Manufacturers of :—

Peerless ‘‘Classification Systems’’

Peerless Record Album Sets for All
Make Machines

Peerless Record Stock Envelopes

Peerless Delivery Bags

Peerless Supplement Envelopes

Peerless Photo Albums

Peerless De Luxe Albums )

Peerless All Grades of Record Al-
bums

Peerless “Big Ten” Albums

Peerless Record-Carrying Cases

Peerless Interiors for Victrolas and
Phonographs

It Does Make A Difference What Album You Sell

PEERLESS ALBUM COMPANY

WALTER S. GRAY

San Francisco
942 Market St.

PHIL. RAVIS, President
636-638 BROADWAY
NEW YORK

L. W. HOUGH

Boston
20 Sudbury St.
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Necess1ty for Keeping the Talking Machine
Owner’s Enthusiasm Alive

Tl HRITRHILI KRN

One thing that the wise talking machine
dealer will see to is that those people who have
purchased machines from him will get their full
share of pleasure therefrom. It represents one
move to sell a machine; equally important is
the one of keeping the customer satisfied. One
talking machine dealer observed: “Many people
vuy a machine and never take the proper steps
to get all possible enjoyment out of it. We
should encourage them to keep on buying rec-
ords so the novelty of the thing will not wear
off.”

It will not suffice to stop the main efforts
when a machine has been sold. For we find
that in many instances where considerable sell-
ing energy had been exerted to develop a
transaction. often the new customer had not
been thoroughly educated as to the machine’s
possibilities—in a word, he had not been thor-
oughly sold.

When a prospect decides finally to buy a ma-
chine and a few records the name and address
should be obtained for subsequent use. Later
vour lists can be consulted to determine who
have continued to purchase records periodically,
and what quantity. Naturally, this suggests the
advisability of keeping account of all record
purchases being made. From time to time,
then, we can remind those who have bought
but few new records about the new pieces re-
ceived and thus encourage them to purchase
more. We will alea find that some of the
machine owners have stayed away entirely; for
some reason they have switched their patronage
in the music line elsewhere, or, perhaps, some
hhave lost interest in their instruments. At any

O 0

O

rate there is a good deal of valuable informa-
tion to be procured if the talking machine
dealer will but make efforts to get hold of it.

It will not do to stop with the selling of a
talking machine. At such times when salesmen
are idle it should prove a good move if the
slow- buyers were canvassed. Object: The rea-
son for the discontinuance of patronage and to
encourage more purchases. A salesman with a

I

O
After the Sale Has

BeenConsummatedthe
Real Work of Making

the Customer Remain

Satisfied Commences
T =

good personality can discuss intelligently the
advantages attending the ownership of a talk-
ing machine. He will point out that the ma-
chine owner should assure himself the utmost
in music enjoyment by providing himself with
the latest pieces. Encourage your salesmen at
the same time to lelp these prospects in select-
ing suitable pieces. It is to the talking ma-
chine dealer’s advantage that interest in the
machine is kept alive.

THIS TONE ARM

Can be used on both
Upright and Portable Machines

SIZES 6Y,, 71, AND 814, INCHES

No. 1-A Tone Arm
No. 2 Reproducer

WRITE TO-DAY

149-151 LAFAYETTE STREET

Mutual Phono Parts Manufacturing Corp.

The Russell Gear & Machine Co., Ltd.,
CAN., Exclusive Distributors for Canada and All Other British Possessions

NEW YORK CITY

1209 King St., West, TORONTO,

....... o T
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By Frank V. Faulhaber
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People who buy a talking machine and a few
records from you should always be properly
followed up. Find out why they are not buy-
ing records! There may be the indication that
the machine is not being used any more, per-
haps only occasionally, when the old pieces are
put on again. Naturally, most pieces are- pop-
ular when they are new; that is why people
demand new selections constantly. But there
are always those machine owners who have
ceased buying records or who buy very few
new ones. These people, naturally, cannot be
very enthusiastic over the talking machine; they
will hesitate to invite their relatives and friends
to hear the music, which signifies that many
of those relatives and friends will not be af-
forded the inspiration that should encourage
the purchase of talking machines on their part.
It can thus be seen how far the loss to the
talking machine dealer is reflected.

Let the talking machine dealer see to it that
his customers are proud of and enthusiastic
regarding their purchases. With the selling
of a machine the important work only begins.

CELEBRATE TWENTIETH ANNIVERSARY

T. O. Loveland and J. L. Records, of Brenard
Mfg. Co., Manyfacturer of Claxtonolas, Cele-
brate Twenty Years of Partnership

Iowa City, Ia, January 4—In celebration of
the twenty vears of partnership of Theodore O.
Loveland and James L. Records in the former
Equitable and the Brenard Manufacturing Co.
and the present Brenard Manufacturing Co., of
this city, manufacturer of the Claxtonola line,
Mr. and Mrs. Records and Mr. and Mrs. Love-
land entertained more than 100 guests at a
dinner at the Hotel Jefferson, followed by a
dancing party at the Hotel Burkley on Saturday
evening. The guest list included co-workers at
the Brenard plant and friends of Mr. and Mrs.
Loveland and Mr. and Mrs. Records.

The past, present and future of the Brenard
Manufacturing Co. were touched upon in the
toast program, of which Mr. Loveland was
toastmaster. All speakers, chosen as they were
from the various departiments—administrative,
office force, sales and legal—of the company
and from among the social associates of these
partners paid tribute, not only to the business
partnership of Mr. Loveland and Mr. Records,
but to the happy friendship which has existed
between these men for twenty years.

On the toast program were talks by Messrs.
Records, O. H. Brainerd, Francis W. Kracher,
L. Jerome Ingram, G. A. Kenderdine, M. F.
Price, Judge O. A. Byington and Senator
Charles M. Dutcher, of Iowa City, and W. F
Main, of Cedar Rapids.

Although gifts had been forbidden on this
occasion the office force took this opportunity to
show its appreciation by making Mrs. Records
and Mrs. Loveland each the recipient of a
basket of beautiful flowers.

In expression of its congratulations and good
wishes the Iowa City State Bank presented
two baskets of flowers, one to Mr. Loveland
and one to Mr. Records. At the close of the
program, silver plaques, suitably inscribed, were
given to Mr. Loveland and Mr. Records.

GARVIN & GLESS FILE PETITION

Garvin & Gless, talking machine dealers, 15
Fordham road, New York City, have filed a
petition in bankruptcy, listing liabilities of
$3,412 and assets of $1,332. The members of
the firm are Charles J. Garvin and Richard H.
Gless.
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“Genius 1s but the infinite capacity for taking pains”
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This is the drill jig which makes it
possible for the operator of the mult-
ple spind-e drill to work so quickly
and accurately. Itis made from sea-
soned grey iron and bushed with hard-
ened tool steel and ground bushings,
which play the important pan of keep-
ing the holes accurately spaced during
the multiple driling and reaming
operations.

Through these httle holes the drills
passand bore their way into the motor
frame housing, combining speed and
utmost accuracy.

.
,

In assembling The Cheney
motor the holes drilled and
reamed in The Cheney motor
frame become the bearing points
for spindles and gears. The
assembly of The Cheney motor
is a very delicate and exacting
operation,

VoYY oYY oY oo,

CHow 15 Holes of Different Sizes
are Drilled in less than a minute

in a Cheney Motor Frame

Itis a cardinal principle in The Cheney
motor factory that accuracy must never
be sacrificed for speed. That doesnot pre-
clude the use of the most modern inven-

tions for cutting down production costs.
[§

Ilustrated above is a multiple spindle
drill which makes it possible for an
operator to drill fifteen holes of different
sizes in a Cheney motor frame in less
time than it takes to tell it. Every hole

is absolutely accurate to the thousandth
of an inch, not only in diameter but in
spacing as well.

It is through the use of such efficient
methods as this that The CheneyTalking
Machine Company has been able to
produce instruments with a reputation
for highest quality, and yet to keep prices
at a level no higher than that of the
ordinary phonograph.

THE CHENEY TALKING MACHINE COMPANY - CHICAGO

¢The
CHENEY

THE MASTER INSTRUMENT

“The Longer You Play It, the Sweeter 1t Grows”

13
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Suppose that a careful observer went around
to the talking machine stores in your city, Mr.
Dealer, and then made a report on conditions
in stores that were not getting the business
and a similar report on conditions in stores
that were getting the business. Wouldn’t such
a report be of immense value in lelping you
to determine what you should do and what
you should not do in your own establishment
in your endeavors to get more patronage?

Recently a skilled investigator made an in-
spection of the stores in a Middle Western city
and what he found out on this tour of inspec-
tion will, unquestionably, be of interest and help
to other dealers.

Here's the investigator’s market report:
Stores That Were Not Getting the Business

Mr. A’s Store: Good location near one of
the busiest corners in the city. Plenty of people
passing the store at all hours of the day. The
stores nearby were enjoying a good trade—
these establishments being drug stores, cloth-
ing stores,
Mr. A’s store, however, had only one customer
in it the first time I visited the store and on
return visits at various times there were never
more than three customers in the place at any
time. It is evident from this and from state-
ments made by Mr.'A. and neighboring mer-
chants that his establishment is slipping and
that he isn’t getting anywhere near the patron-
age that he should get in view of his excellent
location.

Reasons \Why Mr. A. Isu't Getting the Busi-
ness: The most striking thing about this store
is its dinginess. The counters are soiled and
dingy, the cases are dingy and in one or two
places there was broken glass in the cases and
the salespeople and the proprietor himself all
look dingy. Also the store is very poorly
lighted, the window displays are almost never
changed and the whole store is unattractive
and unappealing. The store might, perhaps,
get by in spite of all this but for the fact that
neither the proprietor nor the salespeople man-
ifest anything more than the faintest interest
when a customer does come into the establish-

QL

women’s wear establishments, etc.

Analysm of Conditions Existing in Stores

- Which Help and Retard Growth : sy r. H. Williams

St I IR e
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ment. Is it any wonder this store is slipping?
Mr. B.'s Store: This store is located on the

second floor of a building in the center of the
city above a five and ten-cent store. The loca-
tion is good and the store is well advertised
by Mr. B. so that people know where it is.
But the business formerly enjoyed by the
store is constantly slipping away from it and
it is the opinion of the investigator that the
trouble is due to overanxiety on the part of
Mr. B. and his employes to make sales. Every
time a patron comes into the store both Mr.
B. and his salespeople fairly hang about the

A

Compare the Methoas
of the Successful and
Unsuccessful Mer-
chants and Check Up
With Your Own Plans

SO

neck of the customer urging him to buy more
records or to buy more needles or to get a
talking machine for some friend or relative.
It is just about as much as a customer’s life
is worth, in fact, to buy a single record from
this store, and when the customer does succeed
in this real feat the grieved looks on the faces
of the proprietor and of the salespeople because
the customer didn’t buy a high-priced instru-
ment and about fifty dollars’ worth of records
make the customer feel like a criminal when
he departs and also make him feel that he never
wants to patronize the store again. \Which, of
course, is mighty poor business for the store
and which leads the investigator to feel that
it is no wonder the store is slipping.

Mr. C's Store: Fair location; a block away

Ring in a Prosperous
New Year for You

Greater City Phonograph Co., Inc.

311 Sixth Avenue,

New York
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from the main thoroughfare of the city. Low
overhead should make this store show a good
profit, but it is not doing so because the pro-
prietor doesn’t keep his stock up and because
he never keeps his promises about making de-
liveries and sending in orders for records and
machines which he doesn’t have in stock. For
instance, the investigator went to this establish-
ment and asked for a record which had just re-
cently been released and which was quite pop-
ular. The store didn’t have it in stock, but the
proprietor said he’d send for it and get it in
the store within a week. The week went by
and it developed that the proprietor had for-
gotten to send in the order. Another week
and the record had not vet arrived and it was
fully three weeks before the record was finally
secured at this store, Interviews with patrons
of the store developed the fact that this is the
way the proprietor treats all customers. No
wonder his business is rapidly getting away
from him.
Stores That Are Making Good

Mr, X.s Store: This store is located about
a block and a half from the main thoroughfare
of the city on a good shopping street. The
store itself is small, but is very attractive and
modern in appearance and is always well
lighted at all times. The most interesting fea-
ture about this establishment is its constant
business aggressiveness. The store is always

“up and after business every day in the week

and every week in the year. The store uses
newspaper advertising quite strongly in going
after more business and puts on a free concert
one evening each month to which all people
are invited free of charge and at which no goods
are sold, and during the noon hour it has a
standing invitation to all the office people in
the city to come to the store and listen to a
noon-hour concert free of charge. This noon-
hour stunt is quite a thing with the office people
in the immediate vicinity of the store and there
is scarcely ever a noon, especially when the
weather is bad, when there is not a good throng
of people in the store listening to the music
rendered by a large talking machine placed in
the center of the sales floor. There are plenty
of chairs around so that the music lovers don’t
have to stand up. This noon-hour concert stunt
puts the store in close touch with people in its
neighborhood and helps it greatly in making
sales.

Mr. Y.s Store: Mr. Y.’s store is a second-
story establishment in a good location near
the center of the city’s shopping district. The
store attracts attention to itself cach afternoon
by staging an outdoor concert by means of a
sound magnifier placed on the sill of one of
its display windows. This concert attracts a
lot of attention and makes folks talk and thus
gives the store a considerable amount of worth-
while free advertising. Also this store has made
an arrangement with the first-floor tenants of
the building in which it is located whereby
these first-floor merchants every now and then
give a window display of some of the store’s
talking machines and records with placards
urging folks to climb the stairs and buy instru-
ments and records at the store. In return for
this the store has signs up in its sales room urg-
ing its patrons to patronize the first-loor mer-
chants. In this way the store gets the benefit
of first-floor window displays without having to
pay first-floor rentals. All of which helps the
store considerably in doing a business which
brings in a good profit each year.

Mr. Z's Store: This store is located in the
middle of a block on one of the main thorough-
fares in the city. There are a very large num-
ber of people passing the store every day and
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Mr. Z. gets a lot of patronage from them. The
most interesting business-building feature of
this store is the fact that Mr. Z. changes his
window displays twice a week and makes his
displays just about three times as attractive as
the displays in many music stores. ‘“This fre-
quent change of the window displays in my
store is the least expensive advertising in which
I could engage,” says Mr. Z., “and it is also
the most effective advertising. It makes my
store always look new, lively and interesting
and it gets the attention of the prospects right
at the point where I am doing business and
where few steps are needed to bring them in-
side and up to my counters. My window dis-
plays are worth every bit of the time and
trouble they take.”

Aren’t there some good suggestions in all
this for YOU, Mr. Merchant?

CARE IN SHIPPING ABROAD

Importance of Packing and Careful Markings
Necessary to Insure Safe Delivery

While the talking machine trade has won a
fairly good reputation for packing and shipping,
yet too much care cannot be exercised, partic-
ularly when shipments are made abroad. Iron
straps or bands not only protect the packages
effectively, but also add strength to the con-
tainers. Bills of lading and shipping orders
should be prepared carefully. Consignee, des-
tination, route, number, description and pack-
ing should be plainly indicated. Each package
should be legibly marked with the name of the
consignee, destination, route and street address
if in the city. The name and address of the
shipper should appear on each package pre-
ceded by the word “from.” This insures
prompt notice in case shipment is refused or
unclaimed.

* THRIFT BANKS PROVE POPULAR

The Brunswick-Balke-Collender Co. has been
receiving a large number of letters from Bruns-
wick dealers located in all parts of the country
testifying to the fact that the Brunswick thrift
banks proved exceedingly popular and demon-
strated a remarkable ability to help Brunswick
dealers increase their business and local inter-
est in their respective establishments. Testi-
monials of a similar character and of an equally
enthusiastic nature have been coming in to the
Brunswick offices bearing on the good-will
series of prospects’ letters, which the Brunswick
Co. recently offered to its retailers as a dealer
aid. DBoth these dealer helps were unusually
effective as sales stimulators.
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[This is the ninth of a series of four-minute conferences
on topics of direct interest to business men in the talking
machine trade which have been prepared for this publica.
tion by Lester G. Herhert.—EniTox.])

It has been remarked recently by an economic
authority that what American business needs
at the present time to bolster it up and to send
it rolling merrily ahead is not more money,
but a better and more persistent grade of sales
effort.

This is an opinion worthy of profound and
careful thought. [t was repeated to the busi-
ness manager of a departinent store employ-
ing one hundred people. The manager snapped
back quickly, “That is all bosh.”

The same thought was repeated to a young
woinan, in charge of a counter directly in front
of the main entrance. She nodded thoughtfully
and said: “That is true. There are times when
a dozen people an hour do not come through
our doors. Sometimes for a morning or au
aftecrnoon the majority of our force is only
busy in a makeshift inanner—one which does
not directly bring money to the firm.”

Again the same opinion was repeated to the
proprietor of a specialized retail establishment
selling only one line. He laughed, shrugged
his shoulders, and said indifferently, “There is
nothing to it.”

Later one of his clerks was approached
casually and asked what he thought of that
selling idea. He said: “There is no doubt about
it. The boss is in a rut and seems to think
that some miracle is going to happen to bring
a lot of money his way some sweet day. He
doesn’t seem to realize that he must get up
and hustle—and it is now or never!”

The president of a big manufacturing con-
cern was interviewed and his judgment asked
on the matter. He looked thoughtfully out of
the window a few moments, then smiled and
replied: “What you have stated is sound and
sane. It is a fact that we could market more
of our goods if our customers would do their
part in selling—and they and we would both
be more prosperous. We are trying as a firm
to teach our salespeople to realize the value
of selling the idea of service first and of show-
ing wherein the advantage lies for the customer
if he will do his part. Then sales of the goods
we make will follow naturally. Yes; a better
and more intelligent and a more energetic sales
effort is needed everywhere in American busi-
ness to-day. Give us that and capital will be
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Four-Minute Conference on Business Topics

No. 9—Your Patronage and How to Increase It
000 00000000 0 OO

forthcoming as a natural result. We must
speed up turnover!”

A great many business people have not yet
grasped the idea that there is a distinct and
intimate relation between turnover and the
firm’s share of the profits. Profits are not made
on each individual until made or sold—except i
theory. In reality complete invoice costs and
cverliead expense must be met before the firs
comes in for any dividends at all.

Many times the firm’s part of the profit i
all tied up in leftovers or unsold stock. Thi
means that there is not enough cash on hand
for reinvestment. Clean, active business de-
mands complete turnover that the firm may have
its share of dollars and cents to use. All too
many firms neglect turnover and only handle
enough cash to payv for supplies and overhead
expense. A better sales effort means a com-
plete turnover and econsequently more money.

A better sales effort is possible in every firm
which has not reached 100 per cent efficiency—
and very few have!

A better sales effort calls for increased “know
how,” wise, persistent publicity, more personal
interest and the concentration of will-power
upon a possible goal of achievement. We can
if we will! Let's know what we want to do
and do it!

SIOUX CITY FIRM ADDS “TALKERS”

Stoux Criry, IA, January 2—The Lindholm
Furniture Co., of this city, has installed a talk-
ing machine department on the main floor of
its handsome store. Up-to-date fixtures and
four soundproof record demonstration rooms
have been constructed and the department com-
pares favorably with any other in this section.
A complete line of Victor talking machines,
Brunswick phonographs and records is handled
and an aggressive merchandising policy has
been formulated.

RADIO TO ADVERTISE RADIO

WasHINeTON, D. C.,, January 6.—A radio re-
ceiving station is being installed in the Kiefer
Music Store on East Fourth street as an adver-
tisement for the Zenith long-distance radio, for
which the Kiefer Music Store has the agency.
The aerial wires have been suspended high
above the roof of the building occupied by
Kiefer’s store.

'PHONE FITZROY 3271-2-3

retailers during 1923."
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ORMES, Inc.

15 West 37th Street

REG. V.S PATLOFF

A New Year’s Resolution

Resolved “That ‘Ormes Really Means Exceptional Service’ will be
increasingly apparent and proportionately more valuable to Victor

New York
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MMEDIATELY following

our October 31st announce-
ment, in the newspapers, the
public everywhere accepted
our invitation to investigate
Columbia New Process Rec-
ords. At once, they went to
Columbia Dealers’ stores and
demanded the most exacting
proof. Surprised and delighted,
they have been quick and gen-
erous in their praise of its sur-
face quietness and increased
musical charm, all due to the
reduction of scratch and scrape
to practical inaudibility.

The superiority of Columbia
New Process Records, over
every other present-day record,
in any classification of music,
is clearly demonstrable.

Aeclaimed S
by everyone
an Unqualified Success

——
[ —————
[
D —

It is easy for you to convince
yourself of Columbia’s aston-
ishing new quality. Go to your
Columbia Branch and listen to
Columbia New Process Rec-
ords and prove to your own
satisfaction that Columbia’s
discovery gives the world an
infinitely better phonograph
record.

We are sparing no effort to
broadcast the message of this
wonderful record improvement.
We have ready for Columbia
Dealers attractive advertising
material that is a powerful
magnet between our national
advertising appeal, their stores
and the public. See the nearest
Columbia Branch.

COLUMBIA GRAPHOPHONE COMPANY

New York

January 15, 1923
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R. L. Tamplin, of San Bernardino,
California, says the announcement zd-
vertisement produced the largest
record day the store ever had.

Detroit Columbia Branch reports the
statement of one dealer that a “hard-
boiled” purchaser of a well-known rec-
ord, who considered all other records
absolutely no good,; responded to our
advertisement and purchased three
New Process Records; the next day he
returned and bought more.

Mr. Standke, of the Grafonola Shop,
Kansas City, states many old custom-
ers who had not been in his store for
months came in and bought New Proc-
ess Records.

New Brcess Records

Fleischer Brothers, of Cleveland,
say: “New customers are coming in
to our store every day to buy New
Process Records. They say the rec-
ords are wonderful. New Process Rec-
ords are making Columbia fans of
people who formerly purchased other
makes.”

John Aroks, of Racine, Wis., had
more people interested in high-grade
records come into his store the day
following the advertisement than ever
before in his business life.

Mr. Hein, of Waterson, Berlin &
Snyder, Chicago, says hundreds of peo-
ple have come in asking for New
Process Records.

Calhoun, of Decatur, Ill, tells us of
a resident in his city owning 1500 rec-
ords of all makes who says New Proc-
ess Records are the best in his whole
collection.

This illustrates the lam-
inated construction of the
New Process Columbia Rec-
ords.

A—illustrates the much
smootber playing surfaces
which are made of a new
substance over which the
needle travels almost in-
audibly.

B—.illustrates the much harder
centre core whicb resists
warping,
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SELECTING THEIR FAVORITES

The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

To the Trade:

our production.

fied customers and repeat orders.
to justify it.

ALL OTHER DISC RECORDS

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

New York Office, 54 Franklin Sireet, Telephone, Franklin 1227, James E. Maguire, Representalive

Our Record Album factory—all or any part of
it—is at your command. Hundreds of customers
can and will gladly testify as to the good quality of

Our large and growing business is due to satis-

Imprint (firm name or trade mark) stamped on
covers if desired when orders are sufficiently large

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

THE PERFECT PLAN

SOME HINTS ON ADVERTISING

Instructive Pointers Contained in Article by
Dick Thompson, Advertising Manager of
Daynes-Beebe Music Co., Salt Lake City

An instructive and interesting article on ad-
vertising by Dick Thompson, advertising man-
ager of the Daynes-Bcebe Music Co., Salt Lake
City, recently appeared in the Tribune Service
Bulletin, a local newspaper. Some of the points
brought out reflect the authoritative views of
this experienced advertising manager and thcy
are, therefore, reproduced herewith:

“What is advertising? It is a prescription
to remedy a business illness if one exists, or
to tone up tradc and keep it moving even if
vour establishment is already up and coming.

“Like the medicine the doctor gives you,
advertising is subordinate to the will power
and the mental attitude of the personnel of
your entire organization, from the boss down
to the janitor.

“What the average store needs mostly is not
so much more advertising, but a better under-
standing and a better backing up of the copy
it is already running.

“There is a limit to the duty of advertising.
That duty has been faithfully done when the
customer commes to your store either convinced
or not convinced. The very fact that the cus-
tomer has responded indicatcs that he has will-
ingly placed himself at your distinct advantage,
for he comes to your establishiment and you
meet him on your own chosen ground, either
ready to buy and eager to buy, or perfectly
willing to be shown and convinced if you only
display the desire to serve him courteously and
intelligently.

"How many of your salespeoplc are like the
one who, when asked how his firm’s advertising
was pulling, brilliantly replied,™‘I ain’t seen any
of it/

“Whose fault was that? Wasn't it. the height
of folly for that firm to try to sell the public
their product through advertising, when their
own salespeople weren't even familiar with the
message they were sending out?

“Suppose a prospective buycr slhot a question
at that salesinan covering a selling talk dwelt
upon in onc of the ads? How would the sales-
man answer? How much confidence would the
prospect have in either the advertising or the
liouse or the salesman?

“A word, a look, a gesture by the clerk or
salcsperson may oftcn undo thousands of dol-
lars” worth of advcrusing effort, or, on the othcr
hand, it may provec a powerful ally that will
make coming to your store a habit instead of
an experiment. Back up your advertising and
your store will never have to back up.”

TALKING MACHINE TRADE IN CHILE

United States Supplying Chilean Market With
Bulk of Talking Machines

The United States has practically a monop-
oly of the talking machine business in Chile. A
few German phonographs are in use there, but
the business is negligible. The northern re-
gion of Chile has been a good market for mu-
sical merchandise, especially talking machines,
rccords and sheet music and dealers have had
a profitable business with the population of
the mining towns in the interior of this
country. This trade has now decreased con-
siderably on account of the exchange rate, the
increase of customs duties and the emigration
of the people of the mining camps and towns
who were the chief buyers of gramophone
music,

A new talking mmachine store has been opened
at 211 McDMillan strcet, Cincinnati, O., by
Moore Bros.

DEATH OF COLUMBIA ARTIST

John J. Fisher, Pioneer Columbia
Passes Away in Bridgeport

Artist,

BripceporT, CoNN., January 2—John J. Fisher,
56, former Columbia artist and of late years in-
surance and real estate dealer, passed away re-
cently at his home, 1907 Park avenue, following
an apoplectic shock.

Mr. Fisher was widely known in Rridgeport,
having been a resident for twenty years. He
was born in Baltimore, Md., and came to this
city with the Columbia Graphophone Co. as a
singer. He possessed a fine tenor voice and
gained national recognition as one of the pi-
oneer singers for phonographic records.

Besides his widow, Maude C. Fisher, two
brothers, William H. and George M. Fisher, of
Washington, D. C., survive him.

NEW RADIO ORGANIZATION

A new organization known as the Independent
Radio Manufacturers, with offices at 165 Broad-
way, New York, was forined recently. Walter
Russ, of Pennie, Davis, Marvin & Edmonds,
attorneys for the new Association, states that
the incorporation of the organization marks the
first important step toward clearing up the
atmosphere surrounding the many patents and
counter-patents incidental to the radio industry
to-day.

FLOYD JENNINGS IN NEW POST

ATLANTA, GA., January 3.—Floyd Jennings, who
is wecll known in local musical circles, now is
with the Goodhart-Tompkins Co., on Peachtree
street, being employed in the talking machine
departinent of this firm. Mr. Jennings has made
many friends in Atlanta since he came here
from Dawson little more than a year ago.

Patented
1914

Patented
1914

BOSTON BOOK COMPANY

-
self an injustice.
/
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IN TURNING OVER A NEW LEAF

of a record album pay particular attention to the
way that leaf is held in position. There is only one
way to anchor these leaves which will absolutely
insure against any possibility of falling out or wear-
ing out at the point of anchorage.
“Boston Way' and is only found in the famous
Boston (patented 1914) albums.
familiar with Boston albums you are doing your-

501-509 PLYMOUTH COURT CHICAGO, ILL.

1923

That way is the
If you are not

Werite for a sample.
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VINCENT LOPEZ

=

Acclalmed b y thousanda.

Vincent Lopez and His Hotel Pennsyl-
vania Orchestra are the season’s greatest
sensation!

At Keith’s Palace— where vaudeville's
coolest critics pass judgment on all per-
formers—their reception was so great and
the audiences’ approval so marked that they
were obliged to play at this one house
for nine consecutive weeks! Then, after
sensational success at Keith’s Colomal
Orpheum, Bushwick, Riverside, Alham-
bra, and Royal The’itres popular demand
brought them back again to the Palace,
where they stayed for two more weeks!
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No other dance orchestra in the history of
vaudeville has met with such phenomenal
success. Their vivid interpretations and
renditions of modern dance music have
won for them the praise and admiration of
thousands.

Okeh Records by Vincent Lopez and His
Hotel Pennsylvania Orchestra are the
fastest selling dance records in our cata-
logue.

We are pleased and proud to inform you

that Vincent Lopez and His Hotel Pennsyl-
vania Orchestra record exclusively for

Records

The Records of Quality
SOME OF LOPEZ’S LATEST HITS

4736 AWAY DOWN EAST IN MAINE
10 in. 75¢ | SWANEE SMILES

4707 [ TURTLE DOVE
10 in. 75¢ | WHERE THE VOLGA FLOWS

NEATH THE SOUTH SEA MOON
4660 {

10 in. 75¢ ) JUST BECAUSE YOU’'RE YOU—

THAT’S WHY I LOVE YOU

4662 DANCING FOOL
10 in. 75¢ | DIXIE HIGHWAY

25 West 45th Street

4706 f HOMESICK
10 in. 75¢ | TOOT, TOOT, TOOTSIE

4673 [ COAL BLACK MAMMY
10 in. 75¢ i TRICKS

" PARADE OF THE
104.631;5 WOODEN SOLDIERS
0 ©9¢ | OH GEE! OH GOSH!
4664 [ AIDA

10 in. 75¢ ( ANITRA’S DANCE

New York City

AND HIS HOTEL PENNSYLVANIA ORCHESTRA

General Phonograph Corporation £78

OTTO HEINEMAN, President
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~ YERKES' ORCHESTRA ON TOUR

Yerkes S. S. Flotilla Orchestra Completing
Successful Vaudeville Tour Which Brought
Excellent Business for Vocalion Records

The: Yerkes S. S. Flotilla Orchestra is just
bringing to its close a most successful tour
of the country, appearing in the leading vaude-
ville theatres with great success. They have
appeared in Minneapolis and St. Paul and the
accompanying photograph shows the organiza-
tion in the lobby of the State Theatre in Min-
neapolis, where a strong tie-up with the Vocal-
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Members of Yerkes S. S. Flotilla Orchestra
ion record was made, through the medium of
the Stone Piano Co., local Vocalion Red Record
distributor.

The Yerkes Orchestra has also appeared in
St. Louis, Chicago and a number of other
cities and has so arranged its program so as
to play on each occasion numbers which it has
recorded for the Vocalion.

The appearance of the orchestra on every
occasion served to stimulate the demand for
Vocalion records to a most substantial degree,
particularly where local dealers and distrib-
utors seized the opportunity of featuring the
appearance of the orchestra.

PLEA FOR TALKING MACHINES

Government Official Takes Verbal Fling at
Landlords in Washington Who Would Bar
Talking Machines in Apartments

It would seem a far cry from Postmaster
General Hays’ “humanizing” policy, as applied
to the postal emnployes, to a discussion of leases
submitted to tenants in which the lessees were
asked to give up their phonographs, remarks
the Washington Star. But the bright light of
hunmianity, as exemplified by Mr. Hays, brought
the two together all right.

An official of the Government was talking
about those leases in which talking machines
are classed with dogs, cats and parrots.

“What the people who made out those leases
need is more of the spirit that moves Mr. Hays,
more of the desire to look at the other fellow’s
side of things,” he said.

“They would banish the immortal voice of
the great Caruso, singing on, though the singer
is no more; the art of the great pianist Rach-
maninoff; of Kreisler, the violinist; the wonder-
ful work of Schubert, Beethoven and other
masters.

“They need to learn that the modern talking
machine, properly used, is a true source of true
music and that ‘the man who has no music in
his soul is fit for treason, stratagems and spoils,’
indeed.”

BUSH & LANE ADD TO CAPITAL

Horranp, Mich., December 30.—The Bush &
Lane Piano Co., of this city, has increased its
capital stock from $1,000,000 to $1,500,000, ac-
cording to a recent announcement.

Theo. Karle, exclusive Brunswick artist and
well-known tenor, is a lineal
Andrew Jackson. The fact became public re-
cently when Mr. Karle was invited to become
a member of a society composed of descendants
of United States Presidents.

descendant of

OUR EXPORTS OF TALKING MACHINES

Exports and Imports of Talking Machines and
Records Show Increasing Tendency as Com-
pared With Last Year—Our Buyers Abroad
WasHinGgroN, D. C, January 10.—In the sum-

mary of exports of the commerce of the United

States for the monthh of October, 1922 (the

latest period for which it has been compiled),

which has just been issued, the following are
the figures on talking machines and records:

Talking machines to the number of 5,923,
valued at $251,851, were exported in October,
1922, as compared with 3,257 talking machines,
valued at $139,429, sent abroad in the same
period of 1921. The ten months’ total showed
that we exported 42,356 talking machines, val-
ued at $1,544,411, as against 30,231 talking ma-
chines, valued at $1,427,112, in 1921.

The total exports of records and supplies for
October, 1922, were valued at $130,265, as com-
pared with $223,105 in October, 1921. The ten
months ending October, 1922, show records and
accessories exported valued at $873,954; in 1921,
$1,869,788.

The countries to which exports were made in
October and the values thereof are as follow:
France, $534; United Kingdom, $7,829; Canada,
$107,048; Central America, $3,790; Mexico, $14,-
141; Cuba, $2,659; Argentina, $19,601; other
South America, $13,658; China, $4,950; Japan,
$27,175; Philippine Islands, $3,989; Australia,
$11,496: Peru, $7,986: Chile, $4.593; other coun-
tries, $21,799.

In the above report the imports are not in-

cluded and this is explained by the Bureau of
l‘oreign and Domestic Commerce who inform
The World that “Only the exports of demest
merchandise by articles and principal countr
are published at this time on.account of th
delay in the import reports. The corresponding
statement of imports will be published wlhe
the delaved reports are reccived.”

LEASES SPACIOUS NEW QUARTERS

New York Album & Card Co. Concludes Ar-
rangements for Additional Space

The New York Album & Card Co., New York
manufacturer of Nyacco albums, recently signed
a lease for the entire fourth floor of the build
ing at 23-25 Lispenard street. This is in addi
tion to its other space and was made ne
sary by the increased production plans for 1923.
Production is also being speeded up in the
Chicago factory of the company. Max Willinger,
president of the company, reports that the stock
of raw materials in his factory is running low
and in a recent warning to the trade stated
that with the rising market in raw materials
new purchases would probably have to be made
at a higher price. However, in the meantime
Mr. Willinger is protecting his many friends in
the trade on the former price.

Start the new year right by setting your
business house in order and making plans to
make 1923 a banner year from the standpoint
of sales volume and profits. However, if a
resolution is made it should be kept.

LIBROLA (Library Table-Phonograph)

You should $15092 (retail price) Model similar

see the

Write for illustrations and net prices.
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Seaburg Mfg.Co.

Jamestown, N.Y.

The Biggest Value on the Market.

to the one below.

Immediate Shipment

No.250T,List Price $195.00
Usual discounts to dealers
48"'x28"x31" high. Finished all
around
Genpnine Mahogany, Walnuot or Oak
A Trial Order Will Convince
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The Sonora Period Models

Have Created a Class
of Their Own

Wherever the public prefers periods—and -
that is nearly everywhere today—Sonora’s beauti-
ful period models have created a demand that has
put our factories to the hardest test.

Now, after Christmas, the demand still exists.
Thousands of purchasers who could not get
Sonoras last month are going to make January
sales leap for Sonora dealers.

The period is far less a seasonal sale than the
upright. Its character as a beautiful piece of
furniture makes the demand for it continuous.
The stunning Sonora period consoles—like the
beautifully clear Sonora tone—are in a class by
themselves. Sell them 1n 1923.

SONORA PHONOGRAPH
COMPANY, Inc.

George E. Brightson, President

Marquette

NEW YORK: 279 BROADWAY
Canadian Distributors: SONORA PHONOGRAPH, Ltd., Toronto

CLEAR AS A BELL

Canterbury

The Highest Class Talking Machine in the World
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Get in touch with the Sonora Distnibutor named
below, who has charge of your temitory, and
learn particulars of the liberal Sonora proposition.

State of New York

with the exception of towns on
Hudson River below Pough-
keepsie and excepting Greater
New York.

Gibson-Snow Co.,

Syracuse, N. Y.

State of New Jersey.
Sonora Sales Co. of New
Jersey,

605 Broad St., Newark, N. J.

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

State of Nebraska and
Western Iowa.
Lee Coit Andreesen Hard-

ware Co.,

Omaha, Nebr.

The New England States.

Sonora Phonograph Co. of
New England,

221 Columbus Ave., Bos-
ton, Mass.

Washington, California,
Oregon, Arizona, Nevada,
Northern Idaho, Hawaiian
Islands.
The Magnavox Co.,

616 Mission St., San Fran-

cisco, Cal.

Southeastern Part of

Texas.

Southern Drug Company,
Houston, Texas."

Alabama, Georgia, Flor-
ida and North and South
Carolina.

Southern Sonora Company,

310-314 Marietta St., At

lanta, Ga.

States of Montana, North

Dakota, South Dakota,

Minnesota and Northern

lowa.

Doerr-Andrews-Doerr,
Minneapolis, Minn.

Missouri, Northern and
Eastern Part of Kansas,
and 5 counties of N.E.
Oklahoma.

C. D. Smith Drug Co.,

613 Arcade Bldg., 5t. Louis,
Mo. St. Joseph, Mo.

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

Moore-Bird & Co.,

1751 California St., Denver,
Colo.

Utah, western Wyoming
and southern Idaho.

Strevell-Paterson Hardware
0.y

Salt Lake City, Utah.

lllinois and Eastern lowa.

Sonora Phonograph Co. of
Illinois,
720 S. Michigan Avye., Chi-
cago, Ill. ;

Wisconsin, Upper Michi-

gan.

Yahr & Lange Drug Co.,
Milwaukee, Wis.

Eastern Pennsylvania,
Maryland, Delaware, Dis-
trict of Columbia and
Virginia.

Sonora Co., of Phila., Inc.,

1214 Arch St., Philadelphia,
Pa.

Western Pennsylvania and
West Virginia.

Sonora Dist. Co. of
Pittsburgh,

505 Liberty Ave., Pitts-
burgh, Pa.

All of Brooklyn and Long
Island.

Long Island Phonograph Co.,

150 Montague St., Brook-
lyn, N. Y.

New York City, with the
exception of Brooklyn
and Long Island. Also

Counties of Westchester, Put-
nam and Dutchess; all Hudson
River towns and cities on the
west bank of the river, south
of Highland; all territory south
of Poughkeepsie.

Greater City Phonograph Co.,
Inc.,

311 Sixth Avenue, New
York.
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The “neighborhood” co-operative advertise-
ment movement is spreading to all lines in all
parts of the country. We have heard for some
time in the street cars and on billboards
“Patronize your neighborhood grocer” and
“Consult your neighborhood druggist.” It re-
mained for a group of St. Louis merchants,
however, to get together and start a co-opera-
tive campaign to induce the public to patronize
their neighborhood Victor dealer. Their ad
was headed: “Stop in at Your Neighborhood
Victrola Store.” In a box at one side they said:
“Your Neighborhood Victrola Store—It’s one
of these eight—get acquainted with it. Bauer
Music House, Wellston Talking Machine Co,,
Deeken Music Co., DeMerville Piano Co., Dan-
iel G. Dunker Piano Co., Glaser’s Music Shop,
Lehman Music House and Todd Jewelry &
Music Co.” All of these are firms located in
the residential districts of St. Louis and the
address of each was given after the name. The
idea was to get pcople in the habit of dropping
into the store near their home instead of going
downtown to make their purchases of rccords
and supplies. This side box was run in all of
their ads, but the balance of thc notice was
changed in each issue, there always being some-
thing of timely appeal. At Valentine time they
featured a number of love ballads; St. Patrick’s
Day, Irish songs; Easter, hymns and selections
from the oratorios; at Flag Day, patriotic
music. Several of the firms interviewed de-
clare it is the most satisfactory form of adver-
tising they have ever used, as it is inexpensive,
timely and gets their message before the public
more effectively than they could do alonc.

How a Live Store Gets After Trade

It is not often that you hear of a drug store
putting in such an elaborate talking machine de-
partment that it is considcred worthy of a full-
page ad, but McRoberts Drug Store, Lancaster,
Ky., is the happy exception. According lo the
manager the only way 1o make a talking machine
department a succcss is to give it plenty of space
and plenty of publicity. This drug firm carries an
average of thirty-five modcls, in six different
finishes, in stock and finds that the sight of so
mnany machines acts as a stimulus to buying,
as it makes customers think that in such a com-
plete stock they will be pretty sure to find a
model to satisfy them. “Of course we do not
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to a Coterie of Live Dealers .
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make a practice of running full-page ads of our
phonograph department,” said the manager,
“but at stated seasons we find it good policy
to do so. At these times we always dwell on
the advantage of enjoying the instrument while
paying for it. We stock good grade instru-
ments and not many in a small town can pay
cash for same, so we feature the monthly pay-
ment plan and find that it works to our ad-
vantage to do so. In fact, it is better for us
than if our customers paid cash, for it brings
the people to our store at regular intervals, and
they are nearly always sure to see something
clse of which they stand in need. In the Spring
we appeal to the brides, at graduation time to

s

Results of Dealers’
Combine Show W hat
Can Be Accomplished
to Stimulate General
Business Development

T e

the parents of the graduatcs and at holiday time
to the whole family. Wc also get out a letter
to young mothers which has proved very suc-
cessful. This letter, changed each year, reads:

‘Dear Mrs. Blank:—There is nothing in the
home of such vital importance to children as
good music. There is nothing that binds the
family so closely together as the nightly song-
fests, or which makes home so much enjoyed
by them and all their friends as a Grafonola.

‘It is the joy supremc for children of all ages.
A mother’s lullaby at twilight. What expresses
so much love and sentiment? Our lullaby rec-
ords are as near to mother’s as music can be.
A little later—the last thing at night—a good-
night song for the kiddies—a sweet song that
will help them drift off quickly into shumberland.
Again, as they grow older, throw back the rug,
draw out the Grafonola and dance. Everyouc

I
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will say, ““Gee, that’s great! Play it again!”
Can you afford to be without one? Come in to
sce them to-day. Remember a dollar down
puts a Grafonola in your home during this sale.”

How Sales of Exercising Records Increased

The. talking machine department of Ayres &
Son, Indianapolis, Ind., recently put on a stunt
that greatly increased the sale of their exer-
cising records. This time, instead of watching
a demonstrator go through the exercises to the
commands of the machine, the “patients” did
the exercises themselves. The demonstration
was for women only. The ad read, “Why be
fat? Join our flesh-reducing classes and take
off some of the ‘too, too solid flesh.'” For
one weck the firm employed a physical culture
tcacher, who taught all would-be-thin women
how to take off flesh to the sound of music.
Classes were held each morning and afternoon
in a room adjoining the phonograph depart-
ment. Women in gymnasium suits lay in rows
on the floor and kicked and swung to music,
while the coach gave first aid to many winded
patrons. The demonstration was a great suc-
cess and after the women had seen how easy
it was to do their own reducing scores of the
rccords were purchased in order that the practice
begun so auspiciously in the Ayres gym miglht
be brought to a happy conclusion in thc seclu-
sion of thcir own boudoirs.

Some Clever Jingle Advertising

Trorlicht-Duncker, St. Louis, Mo., have been
doing soine clever jingle advertising lately, and
one of their “Bruns-Wicked Ballads,” while de-
signed to catch the holiday trade, would do
equally well for Easter, graduation or birthday

suggcstions:
As Christmas draws near,
It’s the same thing each year,
You think, you figure, you plan—
“Oh, what shall it Le?
Tetween you and me v
What gift can I get for that man?”

Something worth while,

That’s bound to beguile

The long \Winter evenings away.
A Brunswick's the thing,
Great joy it will bring—

Retter visit T.-D. to-day.

This ad showed one of their console modecls
which they advised could be purchased on the
time-payvinent plan if desired.

‘ ‘Recorded in ltaly
by the best
\known Ttalian Sirigers

246—Sotto ’e Cancelle
252—Separe’

Margarete’. . .

G. Tetamo—M. Nicolo
C. A. Bixio

JUST OUT—POPULAR ITALIAN RECORDS ck:ieases
10-INCH RECORDS AT 75c¢ 1093—Tarantella Sfiziosa. . . . . R. Ciaramella
’0o Piccerillo. ... ...... R. Ciaramella
1089—’A ’nnammurata d’ ’o Core
1083—Ciccuzza .............. P. Mazzone

M. Pasqualillo
D. Giannini

’a Pacchianella ’e Uttaiano
P. Mazzone

[TALATYLE

New Hits Released the 156th of Each Month

WORD ROLLS AT $1.25

249—Ninnolo
E. Tomassini—D. Rulli’

064—Arrivanno ’America.F. Pennino

DISCOUNT TO DEALERS — ASK FOR CATALOGUES

DISTRIBUTED BY

ITALIAN BOOK CO., Music Dept., 145 Mulberry St., NEW YORK, N. Y.

INSTRUMENTAL ROLLS AT 90c

216—L’eroe
Marcia Sinfonica by E. C. Bevilacqua
248—Simpatia Waltz by B. Simonetti
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There is Only One “Daily Dozen”

Walter Camp’s “Daily Dozen”—Set to
Music on Talking Machine Records

Are Only Found in “Health Builder” Sets

Your experience 1s probably similar to hundreds of other
talking machine retailers who find their customers sist on

Walter Camp's “DAILY DOZEN". Nothing else will do.

Can you afford to pass by the profits to be made in supplying
this popular demand?

Whether you carry other physical culture sets or not you will
find a demand for the ornginal “DAILY DOZEN”. This

demand is going to be greatly stimulated durng 1923
through an extensive advertising campaign. Large ads
appearing in the leading publications throughout the country
will send customers to your headquarters.

If you do not already carry Health Builder sets, plan to include
them in your line for 1923. Wiite us for full information
to-day. |

© ©
HEALTH BUILDERS, Inc.

DEPARTMENT W1

334 FIFTH AVENUE NEW YORK, N. Y.
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Getting Into a Rut Sounds the Death Knell

of Busmess Prosperlty and Progressweness

\When one does the same thing in the same
manner time after time there is a distinct lack
of progressiveness and that person has entered
a rut from which he will find it difficult to ex-
tricate himself. As a matter of fact the person
or business house which runs along in set
grooves descends to mediocrity and if a certain
stage of success was reached prior to entering
the rut this success will not be lasting, but a
process of retrogression takes place and the
ultimate end is the only logical one—failure.

The merchant as well as the men whom he
employs must strive at all times for originality,
freshness and new plans to interest and attract
the public. The dealer who plugs along year
after year without ever attempting new mer-
chandising plans, without advertising ideas dif-
ferent from others he has put into effect, or
without improving his window displays, is sadly
in a rut and he is in danger of the calamity
mentioned at the end of the first paragraph.

If the merchant is incapable of thinking up
new ideas for himself then he should study
assiduously a trade paper like The Talking Ma-
chine World and which bears specifically on his
field. In every issue there will be found a
wealth of ideas which can be turned into dollars
for the merchant who has the vision and en-
ergy to capitalize on them. Besides the trade
paper there is another source of ideas which
might be used by the talking machine dealer
and that source is the other merchants in town
who face similar problems.

Study not only the methods of your success-
ful competitor, but also those of merchants in
related lines of business. Take the furniture
busincss for example. A furniture house has
practically the same problems in selling, credit
terms, collections, etc.,, to face that confront
the average talking machine dealer. The talk-
ing machine dealer might get some important
pointers on how to bring up his collections, de-
crease his repossessions and also increase his
sales by getting in touch with the sales, credit
and advertising managers of the largest furni-
ture house in his community. Another thing,
while it is not always the largest concerns which

T f

use the most successful methods and, there-
fore, the small houses should not be neglected
in this search for information, usually a busi-
ness that has grown to substantial proportions
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Study of Methods of
Other Live. Dealers
for New and Better
Ideas Will Result

in Improved Policies
e e

has done so because of the simple fact that
sound merchandising methods are used.

A good plan would be to co-operate with
the sales manager of such a furniture house in

AR
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an exchange of certain other kmds of mforma-
tion to the advantage of both. Many people
who buy furniture can be persuaded to purchase
talking machines and along the same line of
reasoning the talking machine purchaser would

“make a good prospect for the furniture house.

An exchange of the names and addresses of
these customers would prove valuable to each
house. These are only a few suggestions on
how a business house can get out of the rut
and thereby assure a prosperous career for it-
self. There are many more and it is up to the
dealer to put his thinking cap on and get busy.

Before concluding it might be wise to men-
tion another source of sales ideas—the manu-
facturers’ representatives. These nren are often
in a position to give the dealer information con-
cerning successful methods tried by other deal-
ers which he would find impossible to obtain
in any other way. The traveling man makes
personal and intimate contact with many deal-
ers and he is in a position to gain much in-
formation which could be put to profitable use
by other merchants.

RED RECORD SHOP FORMALLY OPENED

New St. Joseph, Mo., Store One of the Finest
in Point of Equipment

St. JosepH, Mo., January 2—The Red Record
Shop, a new talking machine record store, 711
Francis street, this city, was recently formally
opened. Lawrcnce Hayves is owner of the new
shop. He has made it one of the most modern
stores of its kind in the city. Four private
demonstration booths with sound-proof walls
are built in the back of the store and the front
is fitted out as an attractive waiting and rest
room.

The store is finished in gray and walnut and
the furniture is of Japanese grass. One of the
most attractive features of the place is a group
of oil paintings that Mr. Hayes’ father, Lee
Haves, has sent him. The new shop will handle
Vocalion records.

Reinforced
Three-Ply

Veneer

“EMPIRE” Packing Cases

Let us figure on your requirements

EMPIRE MFG. COMPANY, Goldsboro, N. C.

Standard

for
Phonographs

and

Radio Sets

SOPHIE TUCKER RECORDS POPULAR

Okeh Records Made by Prominent Vaudeville
Headliner Welt Received—Publicity Cam-
paign Greatly Stimulates Sales

Okeh dealers throughout the country report
an active demand for Sophie Tucker records
and this popular vaudeville headliner has un-

Sophie Tucker

doubtedly added to her prestige materially
through the success of her Okeh records. The
General Phonograph Corp. has co-operated with
its jobbers and dealers in the introduction of
Sophie Tucker records by using timely and
effective publicity throughout the country.

The fact that Miss Tucker is well known to
practically every vaudeville-goer made the pub-
licity campaign an assured success, and the sale
of her records has increased month after
month. Miss Tucker, who records for Okeh
exclusively, has a voice admirably adapted to
recording, and the various hits that she has
recorded during 1922 have proven fast sellers
in all of the leading trade centers and in the
great majority of the small towns where her
records are growing in popularity.
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P Pathe The World Over — P&

The Radio Business
Has Come to Stay

_~ /
- /
g 7 The way to get in it, safely and
. s & |
//f;:.__ slowly and to learn it, is to
=7 = = start with a few items that
= = = everybody wants. Use the
= = = coupon below and we will send
= = = P :
= = = you pamphlets showing the
= 2—////2 Pathe Loud Speaker, Vari-
= = = ometer, Coupler and Dials.
—— g
= ;£
=]
= 7 = DEALERS
= -
,-//

Clip Coupon and Mail To Us
| RADIO _‘

} Please send me pamphlet {
| showing cuts of the Pathé |
Loud Speaker and other
| I radio parts. l
/ l Signed ....... EE e B SE l
: ‘|

BRI

Pathe Actuelle Needle-
Cut Records

Turn vour stock over eighteen
times a year and have your
money in your cash drawer in-
stead of on the shelf at the end
of twelve months.

Others are doing it, why not
you? Fill in the coupon below
and mail it to us.

We have preserved dealers’
profit for him.

You can sell two records easier
than one on the 55¢ each, two
for $1.00 basis (59¢ each, two
for $1.15 in far west) and cut
your overhead in half.

RECORDS .

Please send me 100 of your
latest records — 10 selec-
tions, 10 of each number,
price 30 cents each net
to us.

..Dance
.-Vocal
....Instrumental
..Operatic
....German
..Italian

|
|
|
|
|
CHECK {
|
|
|
|

— —— — E—— — A My P— e e

Pathe Phonograph & Radio Corp., “acomian Ny "
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OVERCOMING ANY

AFTER-HOLIDAY BUSINESS DECLINE

Henry S. Jewett. of the Wholesale Promotion Department of the Aeolian Co.,

QOutlines Practical

Plans for Stimulating Business After January First Through Selling and Advertising

After the ringing of happy Christmas chimes
why settle into the gloom of a dead march?

Do dealers in musical instruments ever ask
themselves whether there's a real reason for
accepting the post-holiday sales slump without
more of a fight?

The Saturday before Christmas probably
finds them at the top figure for 1922 and yet
the day’s sales on the Saturday before New
Year’s show a doleful comparison if the after-
Christmas dead season is taken for granted.

People’s hearts don't stop beating altogether
with the passing of the holidays and there’s
much gift money usually spent after Christmas
and New Year's if merchants consider the op-
portunity.

Luxuries, which include musical instruments
fine furniture and jewelry, can often be sold to
pcople who want to purchase something worthy
of the giver with their gift money,

A New York watch salesman told me le
sold more watches of high grade during the
two weeks following December 25 than he did
tlie two weeks previous.

One of the large department stores had its
most successful sale of fine mirrors after
Christmas and New Year's, probably because
miirrors of quality last for generations—much
fine furniture was sold the same week by this
store.

In both tliese cases tlie dealers advertised
and went after the gift mmoncy business.

The jeweler might have pulled a blank if he
had advertised inferior watches or jewelry at
low prices and maybe these days would be poor
for featuring pots and pans, but certainly there
is a luxury market the last week of December
and through January.

Many persons could make their first pay-
ment on a piano with gift money if they were
made to realize how much more a piano would
nitean to them than a few perishable items for
which they might spend an equal sum,

Phonographs, too, come under the heading

of long-lived luxuries and when it comes to.

records the New Year’s business for songs and

dance music for phonographs sliould be tre-
mendous.

This market is very undeveloped, as is the
promotion of piano rolls. I believe a series of
lhuman-interest ads run after Christinas and
New Year's would do wonders in halting the
sales toboggan slide which many people now
take for granted.

All the owners of Pianolas and phonographs
are in the carnival mood of enjoyment during
the holiday period and the possession of these
instruments promotes the demand if the dealer
only becomes alive to and grasps his oppor-
tuntty.

Think of all those Winter parties which
would be livelier for your January releases.
Think of the Winter nights at home your mu-
sical merchandise would joyously pass.

Think of the timeliness of your product and
nake your prospects realize the Winter appeal
of music.

Of course, there's no logic in trying to sell
ice to Eskiinos or cotton stockings lo a
debutante, but there’s every reason to hold the
Christmas advantage in sales of inusic mer-
chandise well into January instead of tying
crepe on the cash register the moment you've
rung the last Merry Christmas sale.

COMMERCIAL TRAVELERS' GUIDE

A revised edition of the “Commercial Trav-
clers’ Guide to Latin America” has just been
brought out by the Department of Commerce.
The book contains vital information of business
etiquette in the Latin-American countries, bring-
ing out the social and business rules observed
in these countries and giving to the traveler,
wlio contemplates doing business with our
ncighbors to the South, a fund of invaluable
information.

MORE SPACE FOR GOTHAM SHOPS

The Gotham Shops, luc, dealers in musical
instruments, which recently secured quarters at
17 John strcet, New York City, have secured
additional space at 50 Broadway.

. |
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-—'-’B-PHONOGRAPH CASES
17 RADIO CASES

| Reinforced 3-ply Veneer

The Standard Case for Talking
: ‘ Machines and Radio Sets

Let us figure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills in Va.,

N. C. and S. C.

Wild 5,
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PEARSALL ADDS TO ITS BRONZE SET

For several years past the Silas E. Pearsall
Co., 10 East Thirty-ninth street, New York,
Victor wholesaler, has forwarded to its friends
in the trade at Christmastime handsome bronze
novelties appropriate for use on the desk or in
the home. This year’s gift consisted of a very
attractive paper cutter, accompanied by a card
of greetings. These pieces of bronze have be-
come closely identified with the Pearsall or-
ganization and the Christma’s spirit and many
letters of thanks and appreciation have been
received by the company from its legion of
friends in the industry.

NEW YORK CONCERN INCORPORATES

A charter of incorporation was granted to
the American Audioscope Co. of New York
City, last week, with a capital of $300,000. In-
corporators are E. F. Ries, A. G. Hansen and
L. Zolla. The concern will engage in the
manufacture of talking machines.

Main-Springs

For any Phonograph Motor
Best Tempered Steel

tneh x 10 loot lor all small motors

x 10 Pathe, Columble, Helnema .
l ¢ 310 *° ‘° COUMBIE Luvreoseeseencns .
1 ‘ x11 ‘“ Columbla with hooks.. °
1 ° x13 ‘ Vlictor, old style.. 0
1 “ x 18 “* Vietor, new style...... o
1% * x18 ** Vietor. new or old styl 3
1 R LY ‘ Helneman and Pathe 0
1 “ x10 ‘ Saal, Sllvertone, Krasberg.. o
1 “ x 183 * ‘ Baal, Sllvertone, Brunswick. .50
1 ““ x 16 * * Sonora, Brunswick, Saal........ .60
13/16 ** x 18 *° *° Heineman and Pathe........... .75
1% ¢ x 25 * °* Edlson Dise .....covvvvevnnnnns 1.50

SAPPHIRES—GENUINE
Pathe, very loud tone, sach 150, 100 lots $11.00.
Edison Loud-tone, each I5¢; In 100 lots. $11.50.
TONE-ARMS

The very best, loud and clear, throw-back.......... $4.50
With large reproducer, very loud, Unlversal......... 4.00
With smaller reproducer, but loud and clear.......... 2.50

PHONOGRAPH NEEDLES

We can give you best price on Brilllantone, Magnedo. Wall-
glndll Tonofone, Nupoint, Giit Edge, Incas and Velvetons
eedles.

ORDER RIGHT FROM THIS AD

Send for price lst of ol.her repeir parts and motors.

Terms—F. O. B. S8t. Mo. Send emough to cover
postage or goods will be lhlppod by express.

The Val’s Accessory House
1000-1002 Pine St. St. Louis, Mo.

.
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THE NEW HALL OF FAME

T /e 7\()@ York Press Heralds the Great
SIGRID ONEGIN

Contralto, Metropolitan Opera Co.

A New Exclusive Brunswick Artist

“A voice one is likelier to dream of than to hear.”

“For sheer dazzling brilliance it blazes like the noonday sun.™

“There seems no limit to her techiical accomplishment.”

"Seldom is one privileged to hear such splendid and satisfying singing.”
(Pitts Sanborn, N. Y. Globe.

"A voice destined within a month to sweep some cobwebs from the sainted
rafters of the Metropolitan Opera.” (G. II". Gabriel, N. Y. Sun.)

“Indecd, one of the few great voices of the present day.”
(Ureing Hetll, N. Y. Ecening JTournal))

For her first recording Mme. Onegin selected Samson et Dalila (Myv
Heart at Thy Sweet Vvice) and Carmen (Gypsy Song), Brunswick
Gold Label Record No. 50018—on sale with Februaryv records to be
released in January. Additional Brunswick recordings of Mme. Onegin
will be released each month.

Brunswick Records Can Be Played on Any Phonograph
THE BRUNSWICK-BALKE-COLLENDER CO.

Manufacturers— Extablished 1845
CHICAGO NEW YORK CINCINNATI TORONTO

BRUNSWICK

PHONOGRAPHS A R ECORDS
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A-3751—Musical hysterics with a steady
flow of hypnotizing rhythm that puts the
fidgets in your feet.
Orchestra playing two gorgeous fox-trots,
“Who Cares” and ‘“Blue.”

I's Eddie Elkins’

Columbia Graphophone Co.
NEW YORK

= g

POWER FROM HARMONIC VIBRATIONS

Montreal Inventor Utilizes Principle of Har-
monic Vibrations in Designing Motor

Recognizing the possibilities of the phenom-
enon of the power of harmonic vibrations,
Leslie R. MacDonald, of Montreal, has invented
a motor which turns this principle to practical
use.

Merely by harnessing a pulley with a web
belt attached to a small, rapidly vibrating bar
of steel, Mr. MacDonald claims to have devised
an efficient source of power—a motor without
armature, commutator or brushes and with no
rotating parts except for the whirling drive
pulley actuated by the vibratinug bar. He says
that his invention is due to an accidental dis-
covery made while repeating a familiar experi-
ment in physics called “Melde’s Experiment.”
In this, a string running horizontally over a
pulley is attached at one end to a small weighted
pan, while thie other end is fastened to a tuning
fork set in motion by an alternating current.

As the fork vibrates, the string, instead of
moving back and forth, as one might naturally
expect, vibrates up and down with a snakelike
whipping motion. Against this vibrating string
Mr. MacDonald placed a wooden spool slipped
on to a screwdriver. The spool revolved rap-
idly!

Realizing the possibilities of this phenome-
non, the inventor, according to a DPopular
Science Monthly report, arranged to maintain
the vibrations of the fork with an electro-
magnet—and his new motor was born!

The perfected design includes elements for
maintaining free vibrations electrically and a
flexible member so tensioned as to allow har-
monic waves to be produced in it in such a
manner that they perform useful work by turn-
ing a pulley.

-DEATH OF MRS. L. S. SHERMAN

Wife of Founder of Sherman, Clay & Co. Passes
Away in San Francisco

Sax Fraxcisco, CAL,, January 1.—Mrs. Leander
S. Sherman, wiie of the founder of Sher-
man, Clay & Co., and mother of Fred Sher-
man, died recently at the Dante Sanitarium
in her seventieth year. The end came rather
suddenly, inasmuch as Mrs. Sherman apparently
had rallied after a long illness. The deceased
had resided in San Francisco for sixty-four
years, was a talented pianist, a member of
several musical clubs and active in charitable
work. The Sherman, Clay & Co. store was
closed on Monday, when the funeral was held.

ORANOLA RADIO CORP. CHARTERED

The Oranola Radio Corp., Wilmington, Del,
has been granted a charter of incorporation in
that State, with a capital of $1,000,000 to engage
in the manufacture of talking machines.

NEW STORE IN ST. PETERSBURG, FLA.

Fourth Store in Philpitt Music Co.
Opened Recently in That City

Chain

St. PETERSBURG, FrLA., December 30.—S. Ernest
Philpitt, head of the Philpitt Music Co., with
stores in Jacksonville, Tampa and Miami, re-
cently opened the fourth store of the chain in this
city with the complete Philpitt line, including
Steinway & Sons, Aeolian Co., Kurtzmann and
Francis Bacon pianos, together with Estey
organs, band instruments, Victrolas and sheet
music. Mr. Philpitt called a meeting of his
managers on November 24 to discuss the pro-
posed niove and on November 26 the lease on
the new store had been signed and preparations
made for fitting it out and stocking it.

In the short space of seven years the business
of Mr. Philpitt has developed to a point where
he is the largest distributor of pianos and Vic-
trolas in the State.

R. 0. PERKINS BUYS CURRAY STORE

East Patesting, O., December 30.—R. O. Per-
kins, proprictor of the Perkins Music Store,
Salem, O., has purchased the Curray Music
Store, this city. Alr. Perkins will operate the
local establishment as a branch store and will
continue to sell pianos, tatking machines, musi-
cal instruments, etc. The Curray store is the
oldest music concern in this section.

MELLOR’S PRACTICAL GIFT TO TRADE

PrrrseurcH, PA., January S5—With its usual
thoughtfulness and consideration the C. C.
Mellor Co., of this city, Victor wholesaler,
presented its many friends in the trade with a
handsome Christmas remembrance, the 1923 gift
consisting of a Wah! gold-mounted fountain
pen. The name of the recipient is printed in
gold on the barrel of the pen and the gift con-
stitutes one of the most practical and hand-
some Christmas remembrances that the local
trade has ever received. T. T. Evans, manager
of the Mellor Victor wholesale division, has
received many expressions of thanks from the
dealers who are delighted with the pen.

R. F. PERRY FINDS BUSINESS GOOD

Sact Lake Ciry, Urtan, Janwary 6—R. F
Perry, of the phonograph sales department of
the Brunswick Co. has just returned from a

short trip through the southern Idaho and
\Vyoming territory and is very optimistic over
the increase in business volumc and the

¢ver-increasing demand for Brunswick phono-
graphs and records. With the narked increase
in the popularity of Brunswick phonographs
and records it is quite evident that 1923 will
far exceed expectations and be one of the big-
gest years in the history of the company's
activity in the Intermountain territory

1674 Broadway
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ERANK CROXTON

In"Concert and Entertainment
Personal Appearance of

Eight Popular Victor

Favorites on One Program

A live attraction for live dealers and jobbers

Bookings now for season 1923-1924
Sample program and panticulars upon requesi

P. W. SIMON, Manager

|

ISTS

New York City

PPONROE S1LVER

JOHN M\EYERS

Famous Ensembles including

Campbell & Burr - Sterling Trio - Peerless Quartet

ERANK. BANTA
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%225 Produced 95% of All Replies

This highly significant and interesting letter from the Jewel Phonoparts Co. gives
actual figures and facts as to the drawing power of advertising in THE TALKING
MACHINE WORLD. Many similar letters
(allunsolicited) have beenreceived from
our advertisers during the past
few years.

Please note the reference
to foreign distribution and
the overwhelming su-

premacy of The World
on a competitive basis.

We maintain copy and art departments that will be pleased to submit an advertising
plan adapted to your individual proposition. Let us send you copy suggestions.

TALKING MACHINE WORLD, 373 Fourth Ave., NewYork

Published by Edward Lyman Bill, Inc.
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GOOD PROSPECTS FOR 1923 SHOWN IN
SURVEY OF TALKING MACHINE TRADE

Feeling of Optimism Based Upon Decided Revival of Trade Prevailing T hroughout the
Industry—New Year Promises to Be One of Greater Achievement

R T e A e e e

HERE has been unquest1onab1e pr oof during the past few months of the fact that the pxedlcted ‘come-back” of the talking machine
business has actually materialized and that both manufacturers and retailers in most sections of the country have been getting
their full share of the business volume which in some cases has equaled, if not exceeded, the volume of husiness done during the peak

year of 1919.

It is quite evident that the period of readjustment and stock liquidation in the trade has practically reached an end, and that the busi-
ness as a whole is in a very healthy and promising condition, with stocks well cleaned out and ready to be built up again from factory

shipments.
taken as an indication of stability.

This indicates a demand on the factories that will keep them operating for several months this ycar which in itself may be

THE TALKING MACHINE \WWoRLD has taken occasion to make a survey of the general trade for the benefit of its readers, getting
opinions from manufacturers, wholesalers and retailers in various sections, and that survey, presented herewith, indicates a feeling of
sound optimism that is thoroughly encouraging.

The fact that most of the retailers have entered the new year with small inventories, especially m the matter of machines, i1s im-
portant, for it not only indicates a revival of the demand for talking machines and records, but indicates that what approximates a sell-
er’'s market will exist for a certain period this year at least.

Good conditions exist in practically every section of the country, although the local situation in certain territories, particularly where
the grain growers make up the bulk of the buying population, may suffer a temporary setback.

With the country as a whole prosperous, with a scarcity of skilled labor supplanting the unemployment danger, with money freer and
the public apparently more willing to spend it, there appears to be no immediate cause for worry regarding the future of the industry.
Certainly those engaged in it, particularly the manufacturers, have full confidence and are backing up that confidence with plans for

great activity throughout 1923.

Some of the interesting opinions received by Tugz WorLp follow and are well worth reading as a guide to the trade situation.

AEOLJAN CO, New York. By O. W. Ray,
General Manager of the Vocalion Red Rec-
ord Division:

“The year 1922 for Vocalion Red records and
the Aeolian Co. stands out as a year of in-
creased business, surpassing all past years dur-
ing its history. We are entering the year 1923
with a staff of twenty-four distributors and an
army of dealers to reach our consumers. We
are serving the industry with merchandise
that has attained a supreme position in its in-
dividuality of tone, individuality of color and
individuality of profitable returns, and the
phonograph merchiants have recognized the
need to give service on their calls for the Red
record. Our factories and our organization are
prepared to serve the industry even better than
ever before and we back our purpose with a
sincere good-will for a bigger, better and more
permanent phonograph business.”
BRENARD MFG. CO., Iowa City, Ia.

W. Kracher:

“Looking forward into the year 1923 we are
still optimistic about the opportunities in the
phonograph field. Every manufacturer of a
high-grade article and every dealer of a quality
phonograph has good reason to be optimistic.
This optimism is not supported by empty shout-
ing about the good times ahead, but this op-
timism is built upon the knowledge and under-

By F.

standing that the phonograph business is never
rcally good unless we get out and make it so.

“QOur experience during the past year has
been that thcre are phonograph prospccts
cverywhere and in considerable number. These
are prospects who for a long time have turned
away from the phonograph and refused to own
such an instrument which produced in their
opinion canned music and which could not be
classed with a musical instrument at all. The
hopeful feature is that this class of people is
beginning to realize the necessity of the phono-
graph in the educational, recreational and social
program of every home. Thousands of schools
will put phonographs into their list of equip-
ment, hospitals and churches are keenly inter-
csted in phonographs as part of their outfitting
and real, honest-to-goodness
music who have looked with prejudice upon the
phonograph are placing it into their homes.
Here is a large field for the careful, intelligent
worker.

“We have good reason to dispel the calamity
hue which is discoloring the life of many phono-
graph manufacturers and phonograph dealers.
The time has come when we all must do some
real constructive educational work to keep
phonograph sales on a productive basis. There
will be fewer phonographs ‘bought’ in 1923 than
therc were several years ago, but there will be

lovers of good

RADIO CABINETS

wide,
request.

Especially suitable to completely and con-
veniently house radio sets,
hogany or Oak; with or without horn, casters
or Formica panel.

22 deep.

CURTIS N.

Furnished in Ma-

Size 43 inches high, 18
Full details and prices on

ANDREWS

BUFFALO; N. Y.

rmany more phonographs ‘sold’ so that any
active and wide-awake manufacturer and dealer
will not have to take the trip to the poorhouse
which so many pessimists have prophesied for
the last two years and which we all have side-
stepped so long and thus far very successfully.

“Our dealers haye been carefully groomed so
that they understand that phonographs must be
sold, that they will not sell themnselves. They
have been taught to see prospects all around
themn, although these prospects will not come
trouping to the store.

“With hallucinations dispelled, with determi-
nation to get the business by going after it and
by finding the numerous prospects still in ex-
istence, phonograph business for 1923 will be
good. Yes, it ineans work and plenty of it, and
the harder we work the less time we will have
to fall into the very bad and dangerous habit of
swapping tales of dullness, which exists partly
because we accept 1t instead of getting out and

(Continued on page 30)
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WRITE FOR PRICES
25¢ BRINGS A SAMPLE~

IEGO BRUSHES FIT ALL MACHINES
WHAT LINE DO YOU HANDLE-?

THE JTURGIS NOVELTY WORKS

218 CENTRAL BLDG. ~ROCHESTER, N.Y.
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literally driving it away by sustained effort.”

A. BRUNS & SONS, Brooklyn, N. Y. By H.
N. Karpen:

“The year just about to close has been con-
siderably better than tlhe preceding year. Tle
apparent hesitancy on the part of the public to
invest in musical instruments has largely been
overcome and a tone of renewed optimism
pervades the country.

“As for the prospects for 1923, it is our be-
lief that the public pulse will be quickened to
the fundamental econonmic soundness of Amer-
ican business. The unemployment situation has
becen largely overcome and, naturally, steady
work at good wages is conducive to renewed
prosperity and prosperity is the keynote to good
business.

“By the law of economics business can only
prosper to the extent that people have money
to spend and then spending it naturally gives
industry renewed vitality. Taking everything
into consideration we feel that 1923 will see
the period of depression largely behind us.
Judging from the opinions of our large cap-
tains of industry we are on the brink of an
era of renewed activity in business and naturally
a period of prosperity.”

BURNS-POLLOCK ELECTRIC MFG. CO,,
Indiana Harbor, Ind. By A. J. Burns, Presi-
dent:

“Speaking from the point of view of our own
product, which is the only product we know
much about, I am pleased to state that the
amount of business we did during the year
1922 exceeded by 70 per cent the business our
company did during the year 1921. We feel
that the talking machine business is only in its
infancy. We also feel that in order to stim-
ulatc the talking machine business and hold the
public’s attention and admiration for same it
will be mnecessary that there be some radical
changes in the present design of talking ma-
chines. Every other furnishing which goes into
the home has gone through extreme and radical

changes while the talking machine has remained
practically at a standstill. This, with the cut-
ting of prices, which has a tendency to destroy
the fixed value of the article, has turned the
public’s mind away from this hotisehold neces-
sity, for a necessity it is, as music is a recog-
nized necessity in every home. \We attribute our
great success in the talking machine field to the
fact that we have something different to offer
the public and something that adds beauty and
charm to the home."”
COLUMBIA GRAPHOPHONE MFG. CO,
New York. By H. L. Willson, President:

“Phonograph and record business will be
good in 1923. 1 make this statement without
gualification, based on iny observation of in-
dustrial conditions in the United States.

“Unemployment is at low ebb, wages remain
high, industry generally is on the up-grade, and
there is a nation-wide movement toward home
building which will create a large potential de-
mand for phonographs and records. Radio has
accentuated the value of phonograph music as
real entertainment. While six or eight months
ago there was some doubt, perhaps, in the
ininds of prospective purchasers whether to buy
a phonograph or a radio outfit, that doubt has
been dispelled in our favor. In 1923 there un-
doubtedly will be less destructive competition
in the way of nondescript product and gyp
dealing.

“The marked 1increase in the sales of the
Columbia Graphophone Co. in the past two or
three months has been most encouraging and,
with generally improved conditions and specific
conditions applicable to our company’s product
and policies, leads me to the firm conclusion
that 1923 will bring a revival of demand for
both phonographs and rccords, and the prac-
tical meaning of the much-used phrase, ‘Back
to Normalcy’ will be realized.”

E. F. DROOP & SONS CO., Washington, D.
C. By E. H. Droop, Secretary:
“It is our opinion from our wholesale point

“THE MODERN WAY TO PLAY THE VICTROLA”
“THE MODERN WAY TO PLAY THE VICTROLA”

“THE MODERN WAY TO PLAY THE VICTROLA”

“MEANS MORE VICTOR RECORD SALES”
“MEANS MORE VICTOR RECORD SALES”

“MEANS MORE VICTOR RECORD SALES”

KNICKERBOCKER

TALKING MACHINE CO,, Inc.

138 West 124th Street

New York City

Victor Wholesalers

WILL GLADLY SHOW YOU HOW

Write for Our Sales Plan

1923
A Happy New Year to All

“THE DAWN OF A NEW ERA IN
THE VICTOR RECORD BUSINESS”

a

President

Knickerbocker T. M. Co.

‘ FOR YOURI

PHONOGRAPH

Made in Our
Watch QOil

DEPARTMENT

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

The Best Oil For Any Talking Machine

In refining, f'oxl is given the same care as our
famous watch .oil receives. All gums and impuri-
ties are removed, leaving it

Colorless, Odorless and Stainless.

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

NYOIL is put up in 1-0z., 3-0z. and 8-0z. Bottles
and in Quart and Gallon Cans.
For Sale by all Talking Machine Supplies Dealers

WILLIAM F. NYE, New Bedford, Mass., US.A,

of view conditions in 1923 will be very much
better than during the previous year. Our prin-
cipal operations are in the South, and this see-
tion of the country which was ‘shot to pieces’
because of the drop in cotton, elc., is recovering.

“] believe the people will have more money
to spend, not only for Victrolas, but for pianos
and other musical instruments. From general
observation I think that the people all over the
country are growing into the deeper apprecia-
tion of music, as they have found that it is
essential in happy home building and main-
tenance.”

EASTERN TALKING MACHINE CO., Bos-

ton, Mass. By H. Shoemaker, General
Manager: .
“Nineteen hundred and twenty-three from

present indications and what we can sce of the
future looks to be the banner year in the talk-
ing machine industry. The idea of music in the
home is becoming more general than it has
ever been and therc is more publicity directed
at this in the national press than ever before.
It is just a question of the ability of the retail
merchant to be keen cnough to see this and
capitalize the work which is being done for
him by the press.

“The talking machine market is rapidly be-
coming stabilized and the financial coudition
of the companies now in the field is greatly
improved, and for this reason the industry is
on a firm and stronger basis than it has been
for some time in the past.”

By E. W. Killgore, Sales Manager:

“Christmas buying on the part of the public
demonstrated one thing. Quality and not price
was the determining factor. Nationally adver-
tised products were souzht after and for this
reason Victor dealers experienced the biggest
business. in their history. Nineteen hundred
and twenty-three is a question mark. From all
indications it should be a wonderful year for
the retailer.

“The announcement of the new model Vic-
trolas was timely and gave a big boost to
Christmas buying. The demand could not be
supplied and naturally a great deal of buying
had to be diverted to 1923. The cumulative
effect of the machines sold and now in the
Lome will be great. Each one will be a booster
for the machines to come. This, coupled with
the national advertising of the Victor Co,
should make 1923 a wonderful year.”
EMPIRE PHONO PARTS CO.. Cleveland, O.

By W. J. McNamara, President:

“We are glad to say that 1922 was a very
prosperous vear for us and the outlook for
1923 looks very bright. The country in general
seems to be busy and the mechanic is getling
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a good rate of wages, and we see no reason -

why 1923 should not be a good year in the talk-

ing machine industry.”

THOS. A. EDISON, INC., Orange, N. J. By
A. H. Curry, Vice-president, Phonograph
Division:

Mr. Curry said that there seemed to be no
doubt but that the general improvement in
Edison business, which has been manifest each
month for some months past, predicates an
excellent year in 1923, not only for the Edison

Co., but for the Edison jobbers and dealers.

He estimated that the increase at the factory
end would be about 100 per cent over that for
1922; that the jobbers’ business would increase
about 75 per cent over that for last vear, and
that the dealers’ business would increase on
the average 50 per cent over last year.

Liquidation with the Edison retail trade has
been practically completed and January 1, 1923,
" saw the smallest amount of stock on the
floor of Edison retailers that has ever been the
case. All of this, Mr. Curry feels, will cause
a great deal of enthusiasm, in so far as selling
efforts during the present year are concerned.

He further feels that the retail dealers will
see fit to carry a somewhat larger inventory
of instrumients than has been the case during
the so-called period of depression, owing to
more rapid turnover.

With liquidation accomplished and with the
floor stocks at a low ebb, the new year will
start off on the basis where the dealers will
purchase to supply actual needs and the
jobbers will do likewise. That is a condition
for which the Edison organization has been
strenuously working for the last year and which
the whole trade has hoped would obtain soon.

Mr. Curry feels that prices will remain stable
during the present year as there is nothing now
to indicate any likelihood of further reduction
owing to the fact that there are no over sup-
plies of raw materials and labor prices do not
show a tendency to drop.

Executive Offices:

476 Broadway, New York

B EIHOROR 7

A. C. ERISMAN, Boston, Mass.:

“Relative to an expression of opinion as to
the development of the talking machine industry
in 1922 and the prospects for 1923 we are
pleased to submit our views. The year 1922
Las been the passing year for many depressed
stocks—1922 has been a housecleaning year
and the buying public has been offered talking
machines of questionable reputation, etc., at
ridiculous prices. I now find that those adver-
tising that class of merchandise are finding their
sales growing less and less, and I can mention
many of the dealers throughout this territory
who advise that it does not pay them, at the
present time, to advertise the so-called non-
descript types of instruments. The same thing
applies to the record industry.

“l feel that evolution in the talking ma-
chine industry has taken place. We have been
tin a splendid position to observe this, as one
year ago we came out with a line of Strand
instruments introducing artistic flat top con-
sole models at a price the public could afford
to pay.

“In observing the retail business for many,
many years, we know the buying public was
anxious to have in the home an instrument
of beauty as well as tone. Now as the public
is offered a combination of both we are ad-
vising our dealers that they can look for a
wonderfully increased volume of business be-
cause in reality they will have two lines of
prospects. First, the people that want music in
their homes and a high-grade phounograph to
furnish this music; second, the class of people
that have an eye appeal and will be interested
in the instrument from the artistic side of it,
giving a much easier selling line of merchan-
dise than they have ever had to offer the public
before.

“In observing conditions in the various terri-
tories with various dealers and comparing cer-
tain dealers in certain cities with others, the
same conditions prevail with most of the old-

facshioned dealers that have cexisted in ycars
gone by. The old-fashionecd dealer has been
more or less reluctant to take up the new s
products and the newer dealcrs are takin
that product with enthusiasm, and you ca 3
the volume of business going to the new dea

in mauy localities. It seems pitiable tha

old dealers should let their own . iiewp

not the viewpoint of the buying public—rule
their establishments.

“We also feel that talking machine dealers,
in general, are becoming better merchants, and
they realize that there is a certain field in their
territory for the sale of instruments and sup-
plies, and they are trying, in every possible
way, to take care of their customers’ wants by
giving them all these various side lines. We
have a splendid opportunity of observing this,
being independent jobbers—buying lines of mer-
chandise to help the dealer, plus profits to his
establishment—and our viewpoint for 1923 is—
to those dealers with merchandising instinct—
there will be nearly double the talking machine
Lusiness. In fact, this has been true in the
past three months. - We have a large number of
the more progressive dealers who have doubled
their business. For the progressive merchant
in 1923 there never has been a better opportu-
nity, in our estimation, than the opportunity that
now faces him. The revival of added interest in
the talking miachine industry is due to the beau-
tiful models that are now offered, which is the
one big stimulant, and with many high-grade at-
tractive and useful side lines he has a wider
range than ever and a greater opportunity for
making sales. Nineteen hundred and twenty-
three is going to be a good year for the pro-
gressive merchant.”

GREATER CITY PHONOGRAPH CO., New
York. By Maurice Landay:

“We have enjoved excellent business this
year and feel confident that 1923 will eclipse
1922. Qur opinion for increased business in

(Continued on page 34)
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Jacobean

Vocalions
T HE sturdy char-

acteristics of the
Jacobean Period are
obtainable in both
Console and Stand-
ard Model Vocalions
—individual in style
and workmanship.
All Period types are
equipped with the
exclusive Vocalion
tone-control — the

Graduola.

Distributors of the Vocalion
and Vocalion Records

WOODSIDE VOCALION CO.,
154 High St., Portland, Me.
LINCOLN BUSINESS
BUREAU,
1011 Race St., Philadelphia, Pa.
CLARK MUSICAL SALES
CO., 324 N. Howard St.,
Baltimore, Md.
O. J. DEMOLL & CO.,
12th and G Sts.,, N. W. Wash-
ington, D. C.
LIND & MARKS CO,,
530 Bates St., Detroit, Mich.
VOCALION CO. OF CHI-
CAGO,
529 S. Wabash Ave., Chicago, I11.
VOCALION CO. OF OHIO,
328 W. Superior St., Cleveland,
Ohio.
LOUISVILLE MUSIC CO.,,
529 S. 4th St., Louisville, Ky.
THE AEOLIAN CO. OF
MISSOURI,
1004 Olive St., St. Louis, Mo.
GUEST PIANO CO,,
Burlington, Iowa.
D. H. HOLMES CO.,
New Orleans, La.
STONE PIANO CO,,
Fargo, N. D.
STONE PIANO CO,,
826 Nicollet Ave., Minneapolis,
Minn.
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Console Period Vo-
calions from $175.

Standard Period
Types from $26S.

Vocalion Records Are Play-
able On All Phonographs.

Style 1624
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SELVIN'S (DRCHESTRA
Exclusively

VOCALION

HE Vocalion Dance Records of Selvin’s Or-
chestra have gained nation-wide popularity.
This top-notch organization plays nightly at New
They record exclu-

York’s Boardwalk Restaurant.
sively for Vocalion Red Records.

Selvin’s Latest Recordings

Fuzzy-Wuzzy Bird and
Open Your Arms, My Alabamy

Fox-trots ................. 14472 10-inch $.75
Don’t Bring Me Posies. Fox-trot..... 14457 10-inch .75

Lovin’ Sam and

Time Will Tell. Fox-trots.......... 14447 10-ineh .75

I Found a Four-Leaf Clover and
I'll Build a Stairway to Paradise
from The Scandals of 1922. Fox-trots 14134  10-inch

Company
NEW YORK

.....

(6

4

Distributors of
Vocalion Red Records

MUSICAL PRODUCTS DIS.
CO.,
37 E. 18th St., New York Ciry.

A.C. ERISMAN CO,,
174 Tremont St., Boston, Mass.

GIBSON-SNOW CO.,

306 W. Willow St., Syracuse,
N. Y.
SONORA DIST. CO.,
505 Liberty Ave., Pittsburgh,

Pa.

HESSIG-ELLIS DRUG CO,,
Memphis, Tenn.

STREVELL-PATERSON
HARDWARE CO,,
Salt Lake City, Utah.

MOORE-BIRD CO.,
Denver, Colo.

] MUNSON-RAYNER CORP,,
l 6436 S. Olive St., Los Angeles,
i al.

THE MAGNAVOX CO.,
616 Mission St., San Francisco,
Cal.

Let us give you complete in-
formation for 1923 regarding
the Vocalion line of phono-
graphs and Vocalion Red
Records.
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GOOD PliOSPECTS FOR 1923_.SHOWN

IN SURVEY OF TALKING MACHINE TRADE—(Continued from page 31)

1923 is based partly on the fact that the
cmergency phonograph merchandise has been
practically eliminated in this market.

“IWith the disappearance of this sort of mer-
chandise the ficld in 1923 will be left entirely
to the few nationally known phonographs. We
feel assured, therefore, that 1923 will be another
successful year for Sonora.”
GIBSON-SNOW CO., Syracuse,

C. T. Malcomb:

“As phonograph distributors we were greatly
surprised at the large volume of business
handled during 1922, We thought we were
making ample provisions for supplying the de-
mand, but found, after the season had advanced,
that we had only scratched the surface. With
orders on file for $50,000 worth of machines we
arc practically sold out on all models. We
fully expect that the most of these orders will
stay put and that we will fill them after the
first of Jayuary. Our dealers are as completely
sold out as we are and are accepting orders for
Spring delivery. We look forward to 1923 with
a good deal of optimism and we anticipate that
1923 will far exceed any year wc have cver
known jn the phonograph business.

“As Sonora distributors we are laying plans
for a very strenuous campaign and we hope we
will have no difficulty in making onr 1923 busi-
ness even higger than the 1922 business. We

N. Y. By

find that the greater number of our dealers

are buying the better class of machines and

our sales this year have been on the higher-

priced models.”

HALL MFG. CO., Chicago.
Manager:

“There has been a very noticeable increase
from month to month in our line during the
ycar of 1922 and from all indications this
increase will continue during the year of 1923.

“The talking machine business in general has
about reached normalcy and as business con-
ditions have improved throughout the country
during the past twelve months there is every
reason to believe that the talking machine line
will continue to eujoy prosperity tliat will surely
grow with the start that has been given
this line during the past few months. We are
now working at top speed in our factory and
expericncing difficulty in meeting the require-
meuts of our trade.”

KIRKMAN ENGINEERING CO., New York.
By T. W. Kirkman, General Manager:

“During the last three months we supplied
quite a large quantity of K-E automatic stops
to widely separated manufacturers of talking

By A. ]J. Fiddelke,

inachines. The persistency and regularity of
their orders convince us this represents a
pcrmanent improvement rather than mere

Christmas business. The manufacturers have

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

paid comparatively promptly and we believe
they are in improved financial condition.

“Business appears to be well distributed and
not spotty and we are quite hopeful for the
future, and products, conditions and trade vol-
ume in 1923 will be a great improvement over
1922
MODERNOLA CO., Johnstown, Pa.

Holmann, Manager of Sales:

“The year 1922 with all its trials and troubles
is past us. It was a year which we believe
will not soon be forgotten. The labor sitnation
with its strikes and the unprecedented price
cutting were both factors which made the out-
look for the year very gloomy indeed. Add
to this the fact that early in 1921 our factory
was destroyed by fire and that due to this fact
we re-entered the trade in 1922 almost the same
as a new concern, we are glad indeed to say
that notwithstanding these handicaps the busi-
ness of 1922 was very satisfactory. The last
four months of the year were cncouraging and
even surpassed our expectations.

“Judging solely from the rcports of onr sales
force and from lctters received from our dealer

By E. E.

representations, the year 1923 will see the
phonograph trade back to normal. The advance
orders we alreadvy have indicate to us that

confidence has been restorcd and that the deal-
crs look to a very prosperous 1923.”

MUTUAL PHONO PARTS MFG. CO.,, New
York. By A. P. Frangipane, Secretary:

“A review of the business we have doue in
1922 is undoubiedly very similar to the reports
from other concerns in the phonograph indus-
try. For the first eight months there was but
slight improvement over the previous year, but
in the latter months a high-water mark for
monthly sales was reached. In fact, each of
the last three months of 1922 surpassed the
best previous sales record.

“Although a barometer of the phonograph
industry will show that the last few months
of any year are wont to showing an increase,
thus giving rise to a feeling of optimism for
the ensuing year, nevertheless we believe that
1923 will show a decided improvement over the
past several years. This impression is based
upon the fact that we are receiving many in-
quiries from manufacturers who specify their
requirements for the early part of 1923 and
request that we quote accordingly. Without
exception they all state that they expect to do
a big business in 1923. In closing let us hope
that 1923 will fulfill the prophecies of good

(Continued on page 35)

COTTON FLOCKS

<. FOR..
Record Manufacturing

THE PECKHAM MFG. CO., 3355 amn Stres!
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Nora Bayes slips another quarter into the meter and
cooks up the honest-to-goodness, best sing-song of
“Lovin’ Sam” (The Sheik ot Alabam’) that has yet
been. For dessert she serves “Daddy’s Goin’ Huntin’
Tonight.”

Both on the same platter.

A-37317.

Columbia Graphophone Co.
NEW YORK

ﬁ

GOOD PROSPECTS FOR 1923 SHOWN IN SURVEY OF TALKING MACHINE TRADE—(Continued from page 34)

fortune emanating from various sources in the

phonograph field.”

NEW YORK ALBUM AND CARD CO,, INC,,
New York. By Max Wellinger, President:

“Although the early part of 1922 certainly
appeared very gloomy from a business stand-
point I was at all times confident of the future
and enthusiastic in preaching that the winding
up of the year would be favorable. I am now
glad to see that this little prophecy of mine has
proven correct even to a greater extent than
I had anticipated. Prices on raw materials have
advanced recently to a certain degree and in
all probability the market will not go lower
during the year. The merchants, however, have
been placing orders in larger quantities, which
means that the inanufacturer will be busy right
along. I expect 1923 to be a prosperous year
in every way.”

SEABURG MFG. CO., Jamestown, N. Y. By
E. ]J. Seaburg, President:

“We have had a very good Fall and holiday
trade and business conditions for the Spring,
judging from inquiries received, and business
conditions in general, are very good; in fact, we
are starting out the New Year with a substan-
tial amount of orders for immediate and Spring
delivery.”

GENERAL PHONOGRAPH CORP. New
York. By W. C. Fuhri, General Sales Man-
ager, Record Division.

“Our company is closing its most successful
year as manufacturer of Okeh and Odeon rec-
ords and we have reason for optimism concern-
ing the future of this branch of our business
especially. During the past six months many
important dealers have added the Okeh and
Odeon line, and their purchases indicate their
enthusiasm. Reports coming from all parts of
the country indicate that dealers have enjoyed
a very large sale of phonographs and records
during the past Christmas season and it is
very evident that the interest of the public in

— =

Each needle guaranteed Steel needles in tones of The special extra loud

to play ‘ten records.

|
l WALL-KANE. NEEDLES

Proi"i’t-Produci'ng'r Jobbing Proposition
WALL-KANE NEED,LE MFG. CO., 3922 14th Avenue, BROOKLYN, N. Y.

phonograph music is growing from year to year.
Higher priced instruments are going into homes
of the people of the United States who feel
that the phonograph is the most versatile of all
entertainers, and the public is willing to pay for
a high-class instrument which will serve not
only as an entertainer, but as an ornament.

“There is a tendency on the part of the public
toward console design phonographs, and many
fine examples are being offered by manufac-
turers of fine furniture who have an established
reputation. The designs of some of these period
type instruments are especially attractive and
the word ‘nondescript’ is no longer suitable
when applied to the quality product of high-
class manufacturers, who have entered the field
during the past year.

“The day of the ‘nondescript phonograph,’
in my judgment, is past, and the time has
arrived when the independent quality instrument
is appreciated by the public, which realizes that,
like the automobile, a phonograph may be
assembled of standard units which insure equal
service and satisfaction, when compared with
products manufactured by some of the older
companies in the business.

“It is generally known that, without excep-
tion, automobile manufacturers buy a large part
of their equipment from companies which spe-
cialize particularly in electrical apparatus, etc.,
and there is no reason why manufacturers of
fine furniture cannot, with success, build high-
class phonographs of equal merit with any on
the market, and, in many cases, these instru-
ments can be offered the public profitably by
the dealer, at substantially less, because heavy
overhead expenses do not exist.

“The public is beginning to realize this, and
I am certain the future of these independent
instruments is extremely good. This is indi-
cated by the forward contracts we have for
phonograph motors and equipment, running
into the year 1923.

A FEW JOBBING TERRITORIES STILL OPEN

'CONCERT. NEEDLES

extra loud, loud, medium
and soft.

“Further evidence is given by the fact that
some of the foremost dealers in the United
States, who cannot afford to handle anythi;
but meritorious products, are offering independ-
ent models to their customers with assurances
of satisfaction.

“1923 will be a big year for the phonograph
trade, and, of course, the more phonographs
sold the more records we will sell, if our prod-
uct continues to receive the approval of the
public, as is evidenced by the year which we
have just closed.”

WALL-KANE NEEDLE MFG. CO., INC,,
Brooklyn, N. Y. By N. Cohen, President:

“The writer merely wishes to state that he
is very optimistic about the coming year and
believes that it will be a.very successful ome.
We have found, during the past year, that the
Wall-Kanes are so well established that it was
absolutely unnecessary to have any representa-
tion for them on the road. The mail orders
have been so heavy that we have been rushed
to capacity to fill them and we believe that this
is due to the advertising campaigns so success-
fully carried on since this needle was intro-
duced.”

LIND & MARKS CO,, Detroit, Mich. By S. E.
Lind, President.

“We are pleased to be able to express our
satisfaction with the results of the year 1922,
looking at it from many angles. Over one hun-
dred and fifty new dealers have been added to
our books during the past year, and the repeat
business obtained from them has been most
gratifying.

“We feel that prospects for 1923 are very
good indeed, and we expect our 1923 business
to show an enormous increase, even over our
1922 showing, and we are planning an adver-
tising campaign for the coming year on our
Wolverine line.

“We base this upon the fact that practically

(Continued on page 36)

JAZZ NEEDLES

needle. The only one of
its kind in the world.
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without exception all of our dealers are plan-
ning intensive selling campaigns on both
Vocalion and Wolverine lines of merchandise
for the coming year. Almost without exception
the dealers on our lists are now operating on
sound business principles and are laying their
plans carefully, and with considerable foresight,
and we cannot see anything but an era of
advancing prosperity for the talking machine
and record industry during 1923.”

THE TALKING MACHINE CO., Philadelphia,
Pa. By George A. Tatem, Sales Manager.
“Along with all other Victor jobbers, we have
enjoyed a very satisfactory year. The two
weeks preceding Christmas, especially, have
vindicated the belief we consistently held for
months that the holiday demand for Victor
products would be even greater than preceding
years.

“While the usual shortage was quite evident,
less difficulty was experienced in adjusting
stocks because the demand was not so much
centered on one or two types as in previous
years. This had a twofold advantage, in that
it enabled both jobber and dealer to fill prac-
tically all orders with few exceptions and at
the same time clean the slate for the new year.

“Looking ahead to the coming year we have
but to review our past eighteen years’ experi-
ence in handling Victor products exclusively
to find a firm foundation for our confidence of
even greater opportunities in the year immedi-
ately ahead and many years to come. Every
indication points to an unusually prosperous
year for 1923. It is well to remember that our
recovery from the depression following the war
has been gradual, but steady. There is room
for much encouragement in the very fact that
the buying public shops more deliberately than
in previous years. This means, if it means any-
thing, that Victor business will grow even more
rapidly than in previous years, because the
public is going to be more discriminating in

its choice of musical instruments. As jobbers
of Victor products exclusively, we are already
laying our plans for greater activities in the
full confidence that the close of 1923 will justify
our faith in the future of this business.

“As far as we have been able to ascertain,
practically all of our dealers hold the same
optimistic view of the possibilities that lie just
ahead.”

LOUISVILLE MUSIC CO., Louisville,
By Ben L. Loventhal, President.

“The fact that we have taken a ten-year lease
on a new store in the high-rent district, which
we believe to be the best located retail store
in the city, shows our faith for the coming
years in the talking machine business.

“Business for the year 1922, in volume, has
been very satisfactory and from all appearances
we have made money. However, this cannot
be determined until stock-taking time. Both our
retail and wholesale business shows a strong
tendency to grow. We believe this is due to
the fact that tobacco conditions are good and
that the tobacco raiser in this part of the coun-
try is being properly financed on a co-operative
basis. Cotton conditions are also much im-
proved. With these conditions in view we are
mapping out a larger program for 1923, as we
believe conditions warrant it.”

UDELL WORKS, Indianapolis, Ind. By Tom
Griffith, Sales Manager.

“As far as the Udell Works are concerned, we
are coming into the new year with more real
or sure business than we have had since 1919.
It is not special contract business either, and
is from folks who discount their bills. The new
yvear looks mighty. good to us, and, in fact, the
tremendous home-building program that has
been going on in this country is going to make
the talking machine business good. This, in
our judgment, is inevitable. We have had in
the last four months a splendid businéss and
there is not any question in our minds but what

Ky.

The 1923 Season Is Before Us
Has 1922 Met Your Expectations?

Why Not Try Something Different?

THE MODERNOLA

The Special Feature Machine

Our Portable, THE MODERNOLETTE, has
been acknowledged by the trade to be the
biggest value on the market.

Retails at $35.0Q

As Good as the Best r
Better Than Many

still open.
ment H.

Some unoccupied territory
Write Depart-

MODERNOLA CO., Johnstown, Pa.

The Modernola Sales Co., Inc.
929 Broadway, New York, N. Y.

the new year is going to be a good one for us.

“The only word of caution that we can sug-
gest is that manufacturers and jobbers, and, in
fact, the whole fabric, must be careful and not
start this price pyramiding again, because if
they do there will result but one thing, and
that is a strike on the part of the buyers and
the whole house of cards will fall down on us
again. \There is, of course, danger of this in a
rising market, but I believe that the business
men of this country have learned their lesson.”

UNIT CONSTRUCTION CO. Philadelphia,
Pa. By H. H. Beach, Vice-president:

“All information received to date bearing
upon trade conditions throughout the country
gives indication of the talking machine business
liaving made decided strides during the past
three to four months and of having attained a
more solid commercial footing. This must
necessarily have a most beneficial effect upon
the 1923 results.

“Better selling organizations and better gen-
eral business getting facilities are in evidence;
these, plus a determination toward still greater
improvements, seem to be the order of the day.

“Normalcy has no decisive meaning to-day.
I do not see wherein we can be guided by any
particular previous records or achievements.
The future should be treated as a distinctively
new business era and every effort should be
put forth to establish new standards much
higher than those by which we have been guided
in the past.

“WWe have in our engineering department more
plans for contemplated store changes than ever
before at this season. This in itself is good
evidence of an awakening on the part of the
trade to the need of putting talking machines
and kindred products before the public in a
higher class manner. This in itself will tell the
story better than almost anything else, as it has
long been recognized that proper presentation
s probably the chief essential in the merchan-
dising of phonographs and talking machines.
We are exceedingly optimistic and are very
certain that our optimism is based on a gnod
solid foundation.”

VICTOR TALKING MACHINE CO., Camden,
N. J. By Ralph L. Freeman, Director of
Distribution:

“Of course, the most important development
affecting our industry in 1922 has been the gen-
eral improvement in fundamental conditions. I[n
the trade itself the liquidation of inventories of
goods that could not stand the strain of a com-
petitive market, the correction of past mistakes
in buying, the balancing of stocks and the eliin-
ination of irresponsible manufacturers mark
mile posts on the road of progress.

“As to this year our feeling is that general
conditions will be a full third better than in
1922, that the talking machine business will be
larger in at least that degree and that standard
trade-marked products will enjoy the preference
they merit. Our production schedules up to
May are based on this expectation.

“We believe there already is a noticeable
change in démand favoring records of selections
of a higher class than those that had such a
considerable vogue in the recent past and that
this promises to be a feature of this year's
business.”

WASMUTH-GOODRICH CO., Peru, Ind. By
E. M. Wasmuth, President

“Nineteen twenty-two has been a big year
in the talking machine world, not perhaps so
large in the volume of business done but cer-
tainly a very consequential year as it affected
the industry.

“0Old stocks and obsolete patterns with which
the trade was deluged during the early part of
the wvear have been, to a large extent, liqui-
dated, the demand has increased and the busi-
ness has been stabilized to an extent that ap-
proaches the condition that existed prior to
the depression, beginning in 1920.

“Everything promises at least a normal de-
mand for phonographs in 1923. There should,
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we think, be a warning given to manufaeturers
and dealers to conduet their business in a eon-
servative way and not to be stampeded by
abnormal seasonal demand.

“Nineteen twenty-three should be one of the
best years that the industry has ever experi-
enced and undoubtedly will be if safe and sane
business methods are observed.” .
LAKESIDE SUPPLY CO., Chicago.

Fricke, President

“Our experience this year in the talking ma-
chine industry shows that praetically all of the
dealers in the country allowed their stocks to
run down, not taking any chances of any fur-
ther decline in wholesale priees. When the
holiday season was approaehing and the dealers
found it necessary to replace their merehan-
dise, it absolutely swamped the factories and
no one was able to take eare of the demands.
We ourselves are behind and others in the in-
dustry eannot accept orders for shipment for
from three to four months.

“It appears as though there is going to be a
eontinuous, healthy business in the phonograph
industry, irrespeetive of the faet that radio has
taken sueh a strong hold. We contend that
the radio will never replaee the phonograph, as
the reproduetion from a reeord is far superior
to the musie that eomes in on the radio.

“There remains but a very small amount of
surplus material in phonographs in the country
and the era of low prices has passed. The
phonograph business is rapidly eoming back
into its own and we anticipate a prosperous
year.”

MICKEL BROS. CO.,, Omaha, Neb. By H. B.
Sixsmith, Sales Manager

“The Christmas Victor business throughout
the State greatly exceeded our expeetations.
Of course, there are probably still a half dozen
towns that are laboring under strike con-
ditions, but this influenee was not so great as
to affect the general returns.

“The peak of most every line of business was
reached in 1920 and I have it from most of
our larger dealers and also from some of the
larger mercantile establishments that the 1922
business had reached the 1920 peak before De-
cember 1, and that December gave them the
greatest business in their history.

“Jowa is an agricultural State. The smaller
towns that are forced to rely on the farming
communities for their business did not fare as
well as the larger towns that have a fair pro-
portion of their population on fixed salaries.
The farmer is one of the most complaining
mortals on the face of the earth, and in view
of the fact that he has been in the dumps for
so long it takes the other extreme of business
conditions to inerease his optimism to any
noticeable extent. It is true that his products
are bringing him greater returns than last year
and this faet has eaused him to loosen the
purse-strings a little more.

“The general belief is that the business dur-
ing 1923 will show a miarked inerease over the
previous year. The momentum gathered from
the remaining days of 1922 will last suffieiently
into 1923 to stiffen the backbone of the mer-
chant.”

CHENEY TALKING MACHINE CO., Chi-
cago. By Alfred C. Harper, President

“We look forward to the year 1923 with a
great deal of optimism as we believe that the
phonograph business will be very satisfaetory.
General business eonditions are sound. Labor
is very well employed at present, which means
greatly increased purehasing power among all
of the laboring classes, and the marked advance
in food products over a year ago is rapidly
restoring the purehasing power of the farming
communities. We believe this increased pur-
chasing power means greater prosperity in the
entire phonograph industry of 1923.

“The business of the Cheney Talking Ma-
ehine Co. has been very satisfactory during
1922, as we had a very marked increase over
the previous year. During 1922 we opened up

By G. C.

a number of new accounts among the finest
dealers in the eountry and their business has
been very gratifying. The enormous demand
that developed for the Cheney during the Fall
months was such that it beeame neeessary for
us to refuse to take on any new aeeounts. We
are rapidly increasing our production in our
Grand Rapids plants whieh will make it possible
for us to take on the very desirable aeeounts
which we had to refuse during the past season.”
SHERMAN, CLAY & CO., San Francisco, Cal.
By A. M. Bird, Manager, Wholesale Victor
Department

“In my opinion the most important develop-
ment during the year 1922 was the aetion on
the part of the Victor Co. adding to its
eatalog of instruments the horizontal models.
Apparently they have opened ain entirely new
field for the sale of Vietrolas. Observation
would indicate that the buying publie is divided
into two classes, those preferring upright models
and those who have waited for the announee-
ment of the horizontal models. The develop-
ment of this latter class should amount to eon-
siderable proportions during the next few years.
This does not mean that the upright models are
to beeome obsolete—the contrary is the fact.

“The outlook for 1923, in my opinion, is most
promising in this section, based on the fol
lowing:

“1. The lholiday buying is reported to be the
largest in the history of this State.

“2. Increased buying has Dbeen
throughout the eountry since July 15.

““3. The erops of this State and this country
have inereased materially in value, enhancing
the purchasing power.

“4. The publie in general and business men
individually are talking and thinking prosperity
This is the first essential in my opinion to a
forward movement, as opinion guides judgment
and judgment guides investments and causes a
general loosening of the purse-strings.”
NEWMAN’S MUSIC SHOP, Jersey City, N. J.

By A. B. Newman )

“Early in 1922 when conditions were very
bad we made this decision. People would buy
phonographs. The styles would be chiefly period
and the public would slowly but surely demand
quality merchandise prescnted in a clean man-
ner. We also decided that the day of the non-
descript was about to pass.

“We made arrangements to give the public
this merchandise of quality, then we altered our
store so that we could present it properly.
New booths and an entire new store front were
installed at considerable expense. After it was
all done we wondered for a time if we made a
wise deeision, for business did not seem to re-
spond as anticipated to the new fixtures and
improvements.

“Constant plugging gradually brought results
on maehine business. We made it a point to
promote record business also by means of win-
dow displays which in the past were impossible,
owing to our lack of display space. We short-
ened tcrms on machines and were careful in
accepting aceounts. After aecepting accounts
we followed eollections religiously.

“Suddenly we reeeived exeellent results.
Quality merehandise and period models were
in demand far greater than the supply. Record
business increased 40 per eent over last year,
(1921). Sale after sale we have traeed to our
new store front. We know of one instance
where a customer passed several phonograph
stores to purehase from us simply beeause our
store front attracted her and when in the market
she remembered the instrumment seen in our
window.

“Not only did the publie demand the ma-
chines of type and quality anticipated, but rec-
ord purehases were made from a quality stand-
point also. Although dance reeords are the
most popular, we find the demand not only
for a certain seleetion, but neeessary that it be
reeorded properly and by a well-known orehes-

(Coutinued on page 40)

general

The Supreme Tone
Amplifier

Attractive in appearance
and possessing a clarity of
sound and volume obtain-
able in no other sound box

Incomparable for Dancing

Unique Products
are superior in QUALITY

and clear in tone. The
novel spring suspension in-
sures against “blasts” and
produces a perfect harmo-
nious rendition.

The Unique Reproducer

UNIQUE REPRODUCTION CO.,

INCORPORATED
32 Union Square, New York City
DEALERS :

Write us for prices and samples
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New EDISON Consoles
To Fit Every Purse

William and Mary Console
THE antique period style of this William and

Mary console model is appropriate for use
in the finest home. The design is authoritative
in every detail, yet this console blends harmoni-
ously with the furnishings of any room. The
New Edison in this beautiful case is an un-
matched value at the price of $325.

Chippendale Console

The present vogue for the style of Chippendale
will undoubtedly create a wide demand for this
charming console design. And the rich, clear
notes of the New Edison, thus encased, will sell
music-lovers who recognize tone perfection.

The Chippendale Console is priced at $295.

e
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I.ondon Console

ERE is the lowest-priced console of the

Edison group. Although its retail cost is
only $135, yet it embodies the musical perfection
made possible by Mr. Edison’s $3,000,000 re-
search, sharing the same quality as the more
expensive models. The London Console will be
welcomed by many who desire a high-grade
phonograph in console design, at moderate
price.

Baby Console
At $175 the New Edison in Baby Console de-

sign 1s a model that can be featured with assured
sales success. Its conservative, artistic lines com-
bine suitably with the furnishings of any room;
its musical quality is typical of the Edison
standard.

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY
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GOOD PROSPECTS FOR 1923 SHOWN IN SURVEY OF TALKING MACHINE TRADE— (Continued from page 37)

tra. Back of this we see a keener appreciation
of good music in the future. The featuring of
‘Humoresque,” ‘Song of India,’ ‘Kashmiri Song’
and other selections by movie theatres has not
only created business but is educating the peo-
ple to appreciate better music. We feel that
much can be accomplished if talking machine
dealers organize and work with the theatres
in this respect.

“We anticipate good business during 1923.
We shall sell quality merchandise only, present
it in attractive surroundings, refrain from ad-
vertising terms and accept only reasonable
terms. We believe period machines will be the
most popular, but our sales will average about
60-40. We also expect good record business
during the coming year. They say ‘Only dead
fish float with the tide,” but we believe the
phonograph dealer who takes advantage of the
tide by rowing with it instead of floating will
end 1923 with a satisfactory business.”
OGDEN SECTIONAL CABINET CO., Lynch-

burg, Va. By J. B. Ogden, President

“Everything indicates that 1923 is one more
wonderful opportunity for every live, up-to-date
working phonograph dealer. Our conclusions
are based upon business increasing steadily
from October 15 and rapidly increasing busi-
ness after November 15 to date. Orders mailed
to us on December 21, 22 and 23 for service
equipment clearly indicate the attitude of the
dealer at this time.

“These orders, which came to us voluntarily
by mail—(largely as a result of World advertis-
ing)—from all sections of this country, Central
and South America, as well as the ‘Islands,’
would indicate that this business improvement
is very general and our plant is working over-
time during Christmas week to keep up.

“Business in hand and bright prospects for
the future justify extensions to improve service.
We will be greatly disappointed if 1923 does
mot prove a ‘banner’ year for the phonograph
trade as well as all others.”

SHERBURNE MANUFACTURING CO., De-
troit. By E. Sherburne, President

“We believe that 1923 will be the best year
that we have had for a long time, as looking
at 1922 in retrospett we can see a steadily in-
creasing prosperity; this was reflected not only
in our business, but in every line, and this has
laid a very good foundation for the coming
year.

“We do not believe, however, that we are
going to be able to snatch prosperity out of
the air—we will have to work for it—as we find
that people are more exacting in their demands
and they insist on quality, and although they
are willing to pay for what they get, they in-
sist on getting what they paid for, which, we
believe, is the most healthy and promising sign
for business success that can be asked for.

“The four-lushers born of the war conditions
are gradually being weeded out, and we now
have things on a solid give-and-take basis which

makes us greet the coming year with every

feeling of confidence.”

STREVELL-PATERSON HARDWARE CO.,
Salt Lake City, Utah. By A. L. Kirk,
Manager, Sonora Department

“The largest part of the territory covered by
us is made up of farming communities in which
the farmers have made little progress during
the year. While harvesting good crops the
prices they received for their fruit, potatoes be-
ing so very low, they were unable to reduce
their indebtedness to the banks and merchants
to any great extent, and they had very
little surplus to spend for phonographs. We
were fortunate enough to realize that this con-
dition would prevail very early in the year and
devoted our selling efforts to the larger cities
and towns which have a larger payroll and also
a larger population.

“We are very glad to be able to advise that
our efforts resulted in a sales total up to De-
cember 20 three times greater than for 1921.
The new period models helped, of course, to
bring a large number of people back in the
market for phonographs, and had we been able
to secure our entire order placed with the
Sonora factory our sales total would have been
very much greater.

“We do not look for any great improvement
in this territory under present conditions until
the next Fall crop is harvested, and while quite
a few new industrial plants are contemplated
in this district, which will mean the spending of
millions of dollars, the direct benefit of these
operations will not affect us for at least another
year.”

PHILIP WERLEIN, LTD., New Orleans, La.

“The backbone of the South is the farmer.
When he is prosperous, most everyone else is,
down our way—and the brisk business that
wound up 1922 in this section indicates that
reported good crops and good prices of our big-
gest staples, cotton and sugar cane, were no
myth.

“We know that the farmer is on his feet
again in most localities. He has liquidated most
of his old indebtedness and has something left
over for the future. This healthy condition is
supplemented by the fact that our other de-
pendencies such as lumber, oil, sulphur, salt,
etc., are all holding their own. Even the rice
farmers are in better shape than they were in
1921, and the end of 1923 should see them
happy and prosperous once again.

“Other encouraging signs are the steady in-
crease of our population, hundreds of new
homes going up, and improvements such as new
public buildings, paving and good roads in most
all of our communities. Last year, in a certain
section of Mississippi, a hundred miles above
New Orleans, truck farming brought three mil-
lion dollars among farmers who had become
miserably poor raising cotton. Just fifty miles
out of New Orleans there is a community that
will have a four million dollar strawberry crop

this Spring. Is it any wonder, then, that we
are anything but optimistic?

“Vigorous effort among the unsold list of talk-
ing machine prospects should bring us a sub-
stantial return on our efforts, and we are bend-
ing all of our energies in that direction.” :
E. E. FORBES & SONS PIANO CO., Birming-

ham, Ala. By E. E. Forbes, President

“We are very much encouraged regarding thé
business situation as the farmers in this section
are recovering from the losses suffered through
poor crops for the past two years and with good
crops and good prices this Fall have been able
to catch up on their debts. Our manufacturing
industries are running at full capacity and
everyone who wants to work can secure a job.
Wages have been raised twice recently in the
iron industry.

“In our business we have had the best trade
this Fall we have had since the Fall of 1920,
and the past Christmas season was a most pros-
perous one not only for the music merchant,
but also for those in other lines of business.

“We are now jobbers of the Paramount
phonographs and records and we are going
after business good and strong. We are featur-
ing the Brunswick phonographs and records in
our retail business. We have recently secured
the services of two good salesmen, H. L. West
and J. R. Whitaker, and we are looking forward
to great results from them. We feel quite sure
our phonograph business is going to be very
much greater this year than it has been for the
past two years. We became kind of discour-
aged for a time, quit buying phonographs and
tried to clean up what we had in stock. But
we are going after business good and strong
now and expect to get great results.”

FINE CLAPP-EASTHAM EXHIBIT

Large Display Cabinet and Other Products At-
tract Attention at New York Radio Show

The exhibit of the Clapp-Eastham Co., of
Cambridge, Mass.,, at the New York Radio
Show was a center of interest and, what is more,
developed a considerable amount of business.
The exhibit was advantageously located near
the main entrance and consisted principally of
the large display cabinet which was illustrated
and described in full detail in last month’s issue
of The Talking Machine World. This same
cabinet was shown in the Chicago and Boston
radio shows. Two new developments of the
company, consisting of a new Vernier knob and
dial and a new Vernier rheostat, were exhibited
in New York for the first time. W. W. Web-
ber, of the home office of the company, was in
charge of the exhibit and it was expected that
I7. Clifford Estey, general sales manager of the
company, would be present during a part of
the week. There iwere a large number of
visitors present and the company’s booth at-
fracted many. -

Retalils

25¢

INSTANTLY
ATTACHED

Retails

25¢

INSTANTLY
REMOVED

REDUCES SURFACE NOISE

Costs so little—
| Accomplishes so much

AIDS IN THE SALE OF RECORDS

IMPARTS TO ANY PHONOGRAPH A SOFT, RICH, MELLOW TONE
AIDS IN THE SALE OF MACHINES

Customers are amazed at the results obtained with the MELO-TONE

50 MELO-TONES IN ATTRACTIVE CARTON, $7.50

If your jobber cannot supply you, order direct.
already handling this fast-selling specialty, communicate at once with

L. D. HEATER, National Distributor, 357 Ankeny St., Portland, Ore.

Jobbers who are not

EquipYour Record
Rooms with Melo-Tones
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MAIN SPRINGS—

COLUMBIA
No. Price each
2951 Columbia main springs....... 06000500 $0.33
3451 Columbia spring barrel bead. Comple!e 0.75
5008 Spring, barrel winding gear, old style.. 0.75
3834 Spring barrel winding gear, new style.. 0.75
604 Needle cups ...... 300000000 o oh Ry 100 2.00
606 Needle cup covers. ..Per 100 1.00
5106 First intermedlate gears .Complete 0.40
5107 Second intermediate gears ..Complete 0.40
12537 Worm gear for single- cprm(z motor..... 0.30
12336 Bevel pinion single-spring motor. .. 0.35
12333 Bevel pinion, regular style....... b
12334 Bevel pinion, latest style.............. 0.75
12235 Bevel pinion for old-style double spring. 0.50
12332 Bevel pinion disk shaft........Complete 1.00
13496 Male winding pinion... 0.30
12496 Female winding pinion. 0.30
3004 Governor sbaft ...oeeseecceee 0.40
11778 Driving sbaft .......ccs.eo...Complete 0.50
13796 Governor balls........<.. .....Complete 0.08
3570 Governor springs, eacb ©0.02....Per 100 1.50
6739 Stylus bar ....ccceeeieccanns Complete 0.35
5010 Universal attachment 4 oco000000060000 0.35
13228 Winding crank, 3 sizes. Each 0.35
Columbia Governor SCrews...... er 100 1.00
Columbia Barrel Screws, No. 2621.Per 100 1,00
Columbia Sound Box Tbumb Screws
Per 100 1.50
MEISSELBACH
Price each
P9764 Main sprines for motors 16, 17, 19.. $0.50
P9765 Main springs for motor No. 12...... 0.30
CP532 GOVEITOI «cceocenssreossssssss Complem 1.50
P1504 Governor sbaft ne\v style. 0.50
P1505 Governor shaft, old style......v..o.e 0.50
AP533 Governor ball ......c.cceeeee 0.10
CP644 Turntable shaft Nos. 16, 17, 19....... 150
CP645 Turntable shaft for No. 12........ 1.25
AP697 Spring barrel cup for Nos. 16, 17, 19 0.50
AP698 Spring barrel cup for No. 12.
CP1113 Spring barrel sbaft and gEar
P1529 Brake lever, bottom plate. .
P604 Brake lever, top plate........ o
AP528 Winding shaft for Nos. 16, 17 19.
‘AP529 Winding shaft, straight cut Nos. 16,
17, 19 ceveeeecessccnoconcaccnsceccss 0.50
AP530 Winding sbaft, spiral cut, for 10 12 0.35
AP331 Winding shaft, straight cut, for 10; 12 0.35
AP391 Brake lever........ccceveeccecccecess 0.35
CP536 Intermediate gear for Nos 16, 17, 19 0.90
M Winding cranks, 3 sizes...... W e - s 0.75
140 Speed indicator .....ceec.ee. 630000000 0.45
HEINEMAN
Price each
CP5226 GOVEINOT ...cccevscscccscccce Cowmplete $1.50
CP9799 Turntable shaft .......cceeeee Complete 1.50
AP9924 Governor balls, 33; 775 #4......00neee 0.10
AP9925 Governor balls for No. 36.. ... 0.0
P5004 Governor pinion for No. 0 0.25
P3003 Governor shaft . 0.50
CP9629 Speed indicator .. 0.45
P9764 Main spring for No. 0.33
P9765 Main spring for No. 36.. 0.25
P9766 Main spring for No. 44. ...o.coenneen 0.60
AP9778 Spring barrel cup for No. 33 or 77 0.50
APOTT9 Spring barrel cup for No. 36......... 0.50
APY780 Spring barrel cup, for No. 44......... 0.75
P9762 Winding shaft for motor No. 33 0.60
Pg966 Winding shaft for motor No. 36.... 0.40
5304 Winding shaft for No. 44 or 77...... 0.75
5007 Escutcbeon ........ ..Complete 0.15
AP9409 Turntable brake ..... c..ccccceceecces 0.15
AP10072 Winding crank, 3 8izeS.......c..eee. 0.75
VICTOR
Price each
3012 WiInding FEAr ....ceeosecssscce 000000000 $0.60
5613 Turntable gear, straight cut, small teetb. 0.35
5014 Turntable gear, large teeth straight cut.. 0.335
5015 Turntable gear, small teeth, spiral cut.. 0.35
£016 Turntable gear, biz teeth, spiral cut.... 0.35
5021 Rubber back for exhibition box... 0.25
5017 Rubber back for No. 2 sound box. 0.25
5018 GOVErnor COIIAT ...ccceececoccccoces 0.15
5019 Spring barrel shaft ...... 0.60
5020 Stylus bar for No. 2 box. 0.35
5022 Stylus bar for exhibition box ..... 0.35
5011 Attacbment for vertical cut record....... 0.25
Governor springs, for Vietor....... Per 160 1.00
Governor screws. for Victor.......Per 100 1.00
Governor balls, new style, for Victor..... 0.08
Needle arm screws for exh. box, per 180. 1.50
Needle arm screws for No. 2 box, per 100 1.50

PARTS—HARDWARE

Price each
Crown gear for Blick motor.......... voo $0.25
Crown gear for Melophone motor... 5
Crown gear for Helneman No. 0.........
Tone-arm goose neck for Independent arm
Governor pinion for imported motor..... 0
Tone-arm bast for Independent arm......
Automatic nickel-plated lid supports...
Automatic gold-plated 1id supports.......
Piano binges, nickel-plated, 15% in. long
Highly nickel-plated needle cups..Per 100
Covers fOr CUDPS.,..ccoveecacaccnes Per 100
Higbly gzold-plated cups.. .Per 100
Needle cup covers, gold-plated....Per 100
Turntable felts, 10-in., round or sguare,.
Turntable felts, 12-in., round or square..
Motor bottom gear for Triton motor......

FAVORITE MFG. CO.,

COMPONENT PARTS FOR COLUMBIA MOTORS
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PARTS FOR ALL MOTORS—MACHINES

Monthly Price List
Main Springs

of Highest Quality

Price vach
2 im x0.22x 16 ft., Meissélbach No. 18...... S .25
2 in.x0.25x16(t., for Edison .. ; o
1% in. x 0.22 x 17 ft,,. reg. for Victor.. !
1% in. x 0.22 x 17 ft,, Victor, bent arbor....... B
1 3-16 in. x 0.25 x 16 ft., Heinemman No. 44...... 060
11 in_ for Edison DisC....... ran e R85
1 in. x0.25 x 12 ft., Heineman No. 33 and 77. 0.33
1 in.x0.25x16 ft.. oblong bole, for Melissel-
bach, Sonora and Krasberg..... cv.o 0.50
1 In x0.28x10ft., for Columbia ........... 0.33
1 in.x0.22x 10 ft., for Columbia .......... 0.30
1 in. x0.20 x 13 ft., for Victor ..... eeee 0.33
1 in.x 0.20 x 13 ft., for Victor, bent arbox .. 0.33
% in. x 0.23 x 10 ft., for Blick metor....... 0.30
% in. x0.25x10ft., oval hole.......cccueuuns 0.28
% in x 0.22 x 8 ft., German inotor . 0.25
% in. x 0.22 x 8ft., for Swiss motor 0.22
% in. x 0.25 x 11 ft., for Edi50N cevevereesns 0.22
1 in.x0.25x19ft, for Brunswick .... ve.. 0.60
1 in.x0.22x 91t for Meisselbach No. 12 - 0.30
MICA DIAPHRAGMS
Price each
1 23-32 in. Victor Ex. Box, 1st grade....... .. $0.15
1% in., new Victor No. 2, very best.... 0.18
1 31-32 in., for SODOrA «cceeveencnnns 0.20
2 1-16 in.. for Meisselbach hox. 0.22
2% in., for Pathé new stylo.... 0.35
2 3-16 m for Columbia No. 6... 0.25
2 9-16 in., for Pathé or Brunswick......... 0.45
SAPPHIRES
Price each
Patbé, very best, loud tone, genuine.......... $0.12
Pathé, soft tone, ivorv setting.. .. 0.18
Patbé, soft tone, steel settinz.. . 0.0
Edison, verv best, medium tone .. 0.18
Edicon, very best, loud tone.. .o 015
Edison, gcnuine diamond.......c.ceciveaenaais 1.25
STEEL NEEDLES
Price tach
Brilliantone, all tones.......... .Per 1000 $0.45
Blue Steel Reflexo, per package.. .. 0.07'
Wall Kane Necedles, per package.......couuss 0.06
ATTACHMENTS
in Gold or Nieckel-Plated
Price eacb
Kent, for Vietor aIM....c.ceceeeerocarsoasancans $0.2
Kent, for Edison witb C box...........cv0eennn 2.50
Kent, without box for Edison, nickel or gold... [.60
Universal old style, for Victor tone-arm........ 1.15
For Columbia, plays Vertical records........... 0.25
MOTORS
Distributors for Hei n and Meisselbacb Motors.
Best Prices. Immediate Deliveries.
Price each
Meisselbach No. 17, 3-spring.....coeeieeeannns $15.00
Krasherg No. 33, 4-SPring............ 15.00
No. 36, complete with 12-in. tuintable.. 7.50
No. 33. complete with 12-in. turutable. .. .. 850
Linported single-spring, 10-in. turntable........ 2.25
TONE ARMS
Price each
No. K, with sound DOX ..coovvvnnnnnnes eere §1.25
No. P, nickel-plated withoult sound box.. . 275
No. P, gold-plated ....ceceeeecccaneass 4.50
No. M, tone arm. Meisselbach sound bo‘ ..... 4.75
No. M, gold-plated Meisselbach sound box...... 7.50
SOUND BOXES
Price each
No. B-1 Bliss Sound Box, fit Vietor........... $1.25
No. B Balance, fit Victor............. .. 075
No. F Favorite, it Victor. .......... 1.75
No. I Nickel-plated, loud and clear.. 3.00
No. 1 Gold-plated. loud and elear, for Victor. 4.50

No. M Nickel-plated, mellow tone, for Victor... 1,75
No. M Gold-plated, mellow tone. for Victor.... 2.25

No. G Nickel or gold-plated. fit Victor 1.00
No. P Gloria patent, extra loud... 3.00
No. P Gloria. gold-plated ............ ... 4.00
No. H Imported, nickel-plated......ccvevceene. . L25
ILSLEY LUBRICANT
Price each
5-1b. Can ..... seeees S1,60
1-1b. Can . 0.40
4-0Z. CAll .oviveerecnccroscncnnonconcencaccaes 0.15
DELIVERY ENVELOPES
Price each
40-1b. Brown Kraft 10-in.. per 1.000.......... $7.50
40-1b. Brown Kraft 12-in., per 1,000........... 9.50
GENUINE
HOHNER HARMONICAS
Price each
1896 Marine Rand. any key, per doz..,........ , $4.50
1896 Full Concert, per doZ.......... o .. 10.00
214% Vestpocket Harp, per doz.,. 3.60
151 Marine Band Tremolo, per doz 8.00
606 Ecbo (double-sided), per doz...... 10.00
34B Tbe Old Standby, per doz.. eresess 400
132 Hohner Band, per doZ.ee.iooeececnneaos.ns 4.25
Compleu) revolving standing with 3 doz. Har-
s. 32 incbes higb, mahogany.. . 26,50

Telephone 1666 Stuyvesant

105 E. 12th St., New York City
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~ SEASONAL GREETINGS ON RECORDS

Vogue of Sending Christmas Greetings on Small
Records Quite General This Year—Party In-
vitations on Records a Newer Stunt

This year more than ever before various con-
cerns have resorted to small talking machine
records attached to cards on which there is a
brief message, explaining the object of the
record, to give their Christmas greetings an
individual and unique touch. Among the sev-
eral concerns in the music business which have
adopted this method of extending best wishes
of the season is included the Premier Grand
Piano Corp., of New York, which sent out small
records bearing the seasonal message. The
records were attached to cards appropriately
decorated with holly and in addition a small
paper of needles was supplied, so that the only
thing that was lacking was the talking machine.

Another example of the use of these small
individual records was put in effect by Irving
S. Morange, a theatrical man, of New York. He
sent out his invitations to a Christmas party
in the form of a talking machine record, carry-
ing his own voice, in a parody of a popular
vaudeville team. The cost was not any higher
than many engraved invitations sent out.

“It is forty-five years since Thomas A. Edison
designed the first phonograph, but this is the
first time a personal invitation to a Christmas
party has been sent out in this way.” This any-
way is the opinion of C. R. Johnstone, vice-
president and general manager of the Bell Re-
cording Corp., of 9 East Forty-seventh street,
New York, who made the records for Mr.
Morange.

Mr. Morange conceived the idea a few years
ago, but none of the larger record companies
did work on a small scale for the individual,
so he had to wait until Mr. Johnstone became
connected with a company to produce records

——e

for individual singers, musicians or just plain
citizens. Then Mr. Morange popped the idea at
this old hand at the business.

His Christmas invitation record is entitled
“Christmas Egg Nog,” a carol sung to the
lilting melody made famous by Mr. Gallagher
and Mr. Shean. The chimes start off the invita-
tion. Then Mr. Morange and one of his friends,
in a duet, explain what will happen at the
party, and the record-invitation ends with a
medley of tunes of the pre-Volstead days: “How
Dry I Am” and “When I Die Don’t Bury Me
at All”

About seventy-five of the records were mailed
by Mr. Morange. They are seven inches in
diameter and cost about 25 cents apiece. They
were made in just the same way that all the
records of famous singers and orchestras are
made by the large companies, and Mr. Morange
thinks that he has shown the way to a new
field of plonograph business—the individual
record or message which may be either a party
invitation, a message from sales manager to his
field “forces” or a selling or advertising argu-
ment by any commercial concern.

“As to getting the record heard, there won't
be any trouble in cncountering the man who
has no phonograph,” said Mr. Johnstone. “If
the man who receives one of these records has
no machinc he will break the speed limit in
gctting to the talking machine store or to the
house of the nearest friend who has one, be-
cause he will want to know what words the
disc carries to him.”

BROWNING BROS. CO. TO ENLARGE

OcpeN, UtAH, January 4.—Glen Thomas, man-
ager of the Brunswick department of the
Browning Bros. Co., this city, reports many
sales on Brunswick consoles. The business has
increased to such an extent that arrangements

-are to be made in the near future to enlarge.

AN EFFECTIVE “HOMESICK” WINDOW

Stone Piano Co. Arranges Beautiful Window
Exploiting the Vocalion Red Record of That
Number—Enthusiastic Regarding Future

MinNeaPoLrs, MiINN, January 6-—Thc Stonc
Piano Co., distributor of Vocalion Red records
of this city, recently had an original and beau-
tiful window display in connection with “Home-

Stone Piano Co.’s Attractive Window

sick Week,” when the song “Homesick” in rec-
ord and other forms was strongly exploited.

The display, which is reproduced herewith,
proved very effective in bringing Vocalion rec-
ords of “Homesick” to the attention of the pub-
lic, and resulted in a big demand for that num-
ber. V. T. Stevens, manager of the Vocalion
record department of the Stone Piano Co., is
very enthusiastic over the future of that line in
his territory and is co-operating with the deal-
ers in every way.

WILL DIAGNOSE “TALKER” ILLS

WasHiNgToN, D. C., Januvary 3—Harry C.
Grove, Inc, 1210 G street, Columbia dealer of
this city, has just announced the- installation
of a “phonograph hospital” where the ills of
talking machines will be diagnosed and cured.

|

New Model *“E*’

The General Phonograph Mfg. Co.

Model “E”
TABLE PHONOGRAPH

The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTITY

Plays All Makes of Records

Write for our Proposition

The General Phonograph Mfg. Co.

Superior Tone Quality

ELYRIA, OHIO
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There are many towns and cities surrounded
by farming districts, and it is safe to say that
the rural dwellers living some distance from
the nearest city do a great deal of their buy-
ing from the large mail order houses, although
this method of making purchases is not in-
dulged in as much as before the advent of the
automobile. Talking machines and records are
bought from descriptions in the catalogs of
mail order houses very often and whenever a
sale of this character is made the nearest local
dealer has lost out. How to go after this trade
mmost effectively is the problem. One dealer
placed a registration book at the entrance of
his store and over this was a large placard
requesting out-of-town visitors to register their
naines and addresses so record supplements and
other literature could be sent to them from
time to time. In this way a number of names
of people who lived in the rural districts were
secured and as a result a nice business was
developed with out-of-town residents. Dealers
located in a similar manner might find it worth
while to emulate this plan. There is no doubt
but that mail order houses are making many
sales which would go to local dealers if proper
steps were taken to secure this business.

Of what avail is it to constantly spend money
for new customers if old patrons are permitted
through one reason or another to discontinue
doing business and take their trade else-
where? Would it not be much better to spend
some of this money in retaining the patronage
of old friends? The Cable Company, of Chi-
cago, faced with this problem, has checked up,
through its books, customers who haveé stopped
buying records and a plan has been put in
effect whereby every inactive customer receives
a personal call from a member of the staff.
The plan has resulted in bringing back to the
fold a number of accounts which have been in-
active for a considerable length of time. Of
course, many customers are lost through mov-
ing, death, etc., but the fact remains that often
a slight misunderstanding will bring about a
breach which results in loss of trade. These
things can best be straightened out through a
personal visit and if that is impossible, a diplo-
matically worded letter.

A number of talking machine dealers have
increased their sales of records during the last
vear by amplifying their service. The plan
consists of sending a repair man to all owners
of machines for the ostensible purpose of mak-
ing a free inspection of the instrument and
making any necessary minor repairs. Usually
this repair man possesses some sales ability
and he carries with him several of the latest
records which he plays. While at a customer’s
home he strives to impfess the patron with the
service which his finn is extending and at the
same time skillfully draws attention to the
merits of the records which he plays. Of course,
where possible, he plays music which will most
probably fit in with the musical taste of the
customer. Sales of records are often made
and the service actually makes a profit for the
dealer who goes about it in an intelligent
manner.

A talking machine dealer in a small town in
the Middle West has considerably enlarged his
accessory sales by sending out personal letters
to each of his customers, drawing attention to
the increased enjoyment to be derived from the
use of a certain accessory, such as a record
brush, albums, etc. Only one accessory at a
time is featured in these letters.

MONTHLY TRADE SURVEY POPULAR

Work of the Government in Securing Current
Trade Information Much Appreciated

WasHincTon, D. C, January 5.—The monthly
survey of current business inaugurated in July,
1921, by the Secretary of Cominerce has proved
to be very popular among the business men of
the country, according to the annual report of
the Director of the Census, just made public.
The survey contains summaries of the produc-
tion, stocks, sales and prices of a number of
industries, covering over 700 items, and offers
a comparison for the progress of the various
industries each month with that of preceding
months.

Most of the information from which the sur-
vey is compiled is secured from trade associa-
tions, but in some cases these figures have been
supplemented by the collection of statistics di-
rect from individual firms not reporting to the
associations. While the survey at the begin-
ning covered only a few commodities the num-
ber has been greatly increased; only seven

trade associations contributed statistics for the
first issue, but the number has been increased
until at present more than 700 associations are
reporting regularly, and compilations of data
are also made from over thirty Government
departments and twenty-seven technical peri-
odicals.

MARRYING JUDGE USES VICTROLA

Proria, TrL., January 3.—Music and that happy
liour when the matrimonial knot is tied go
Liand in hand, in the opinion of Judge Owens,
of this city, and to prove that he recally be-
lieves music an indispensable part of this im
portant ceremony he has installed a Victrola in
his office. \When a wedding party comes to
have the nuptial knot tied the judge first play
appropriate music and then proceeds with the
“operation.”

The Chalifoux Music Dealer Co. Inc
Birmingham, Ala.,, is now located in more
spacious quarters at 108 North Nineteenth
street.

HARPONOLA

The Phonograph
with the
Golden Voice

We can show you how 1o make money
in the phonograph business —

Jobbers and dealers who want a COMPLETE machine of super
grade will find the Harponola Phonograph a trade-winner.

Assemblers who want a CABINET on which repeat business can
be built should get our very interesting prices on cabinets. )

We will make you an attractive proposition on any quantity and

on any basis.

Backed by the experience and management of
Brandts and Mersman brothers, known the coun-
try over for their success as furniture and cabinet

builders.

THE HARPONOLA COMPANY

CELINA, OHIO
Edmund Brandts, President
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" IMPROVED VICTROLAS ANNOUNCED

Victor Co. in Letter to Trade Announces Im-
portant Change in Models 80 and 100

In a letter to the trade under date of Decem-
ber 20 the Victor Talking Machine Co. an-
nounces several improvements in the general
design of Victrolas Nos. 80 and 100, the chief
feature of which will be the enlargement of
the tone chamber. The letter announcing the
changes reads:

“As a result of our constant endeavors to
improve our product, we are pleased to an-
nounce that the next factory shipment of Vie-
trola instruments Nos. 80 and 100 will be of
an improved design.

“The new No. 80 has a larger cabinet, being
40% inches high, 20 inches wide and 22 inches
deep, which permits of a larger amplifying
chamber and consequently better tone quality.
This model is also equipped with record shelves.

“The new Victrola No. 80 will be made in
only one mahogany finish, which we expect will

meet the demand for both red mahogany and
English brown mahogany. We expect to begin
shipments of this type in the early part of
January.

“The outside measurements of the improved
Victrola No. 100 will not be perceptibly different
from the present style, but the doors of the
amplifying chamber are larger and the front
posts will be carved in a smaller but similar
design to that used on the Victrola No. 111.
This new design of the No. 100 represents even
greater value than ever before. Shipments will
probably start late in January or early in Feb-
ruary.”

P. S. HEILBUT IN NEW POST

P. S. Heilbut, formerly with
Brunswick dealer of Salt Lake City, has been
appointed credit manager of the Bates Stores
Co., of Provo, Utah. Mr. Heilbut will also
manage the Brunswick-Edison department for
the Bates Stores Co. and his wide experience
will undoubtedly prove beneficial.

O’'Loughlin,

take advantage!

he is satisfied.

If you were a consumer, and discovered from
your friends that you could buy full 75c¢
worth of record value for 50c—you would

And after you had tested the record—played
it—liked it—considered it equal, perhaps
superior, to records selling at 75¢c—you
would continue to buy!

Place yourself in the other fellow’s shoes
and you will be better able to satisfy him.
He knows the BANNER 50c Record. It

serves his purpose and saves his money; and

And you, In turn, will have greater sales.
BANNER will bring more buyers to your
store—more profits to you—bigger business!

Dependable “live wire’’ dealers who are interested
in an exclusive proposition should write us at once.
This is the season for the best results.

|
BANNER 50C RECORD

If you changed places
with your customers!

Watch the mails for ‘“The Story of The
Dealer Who Sidestepped the 50c Record’’

18 West 20th Street

PLAZA MUSIC COMPANY

NEW YORK

VALUE OF THE ARTISTIC WINDOW

Dealer Cannot Make a Better Investment Than
to Utilize His Window Space to Advantage—
Some Suggestions of Timely Interest

The value of a properly displayed window as
a means of stimulating interest in the dealer’s
store has been the subject of frequent men-
tion in The World, largely because this pub-
lication is a firm believer in the idea that the
properly displayed and effectively lighted win-
dow is as valuable a medium for corralling trade
as advertising in the daily papers.

Frequent changing of display and simplicity
of design are necessary to success, but there is
no question that the proper lighting of display
windows is of prime importance if the dealer
wishes to secure a rounding out of results. A
manufacturer of lighting equipment recently
worked out a schedule of colors to be used
where the merchandise in the window was uni-
form in hue. He holds that the single color
light is likely to distort the colors of the mer-
chandise even though it attracts attention, and
says that color contrasts and pleasing effects
can be produced by two or more colors which
harmonize with and emphasize the display
matter. The following indicates the results ob-
tained when color lights are mixed: Red plus
yellow equals scarlet; orange, in increasing
proportions of yellow. Red plus green equals
scarlet, orange, yellow, yellow-green; in increas-
ing proportions of green. Red plus blue equals
red-purple, purple, blue-purple; in increasing
proportions of blue. Yellow plus green equals
yellow-green; in increasing proportions of
green. Yellow plus blue equals yellowish-
white, bluish-white; in increasing proportions
of blue. Green plus blue equals blue-green; in
increasing proportions of blue. Red plus clear
equals tints of red; in increasing proportions of
clear light. Green plus clear equals tints of
grecn; in increasing proportions of clear light.
Blue plus clear equals tints of blue; in increas-
ing proportions of clear. light.

TALKS ON VICTROLA DEVELOPMENT

Addresses on Victrola Development by P. A.
Ware, of Oklahoma Talking Machine Co.,
Proving Valuable as Sales Stimulators

OxkranoMAa City, OkLA., January 5.—The plan
conceived by P. A. Ware, secretary and sales
manager of the Oklahoma Talking Machine Co.,
Victor distributor, this city, for a series of short
addresses on the dcvelopment of the Victrola,
is proving of undoubted value as a sales stim-
ulator. Among the cities where the talks have
already been declivered are Sapulpa, where Mr.
Ware appeared at a Victor concert arranged
by the local dealers at a meeting of the
Chamber of Commerce, and at Tulsa, where
arrangements were made by Mr. Ware with
Thomas J. Edgar, of the Edgar Music Shoppe,
live Victor dealer, to address the members of
the Lion's Club.

LEOPOLD GODOWSKY IN JAPAN

Concerts Enthusiastically Received—Tour of
China Included in Schedule

Oriental music lovers are enjoying a wonder-
ful experience this Winter in the recitals of
Leopold Godowsky, exclusive Brunswick artist,
who is now playing in Japan. He gave five
recitals in Tokyo at the Imperial Theatre with
unprecedented success. Mr. Godowsky played
in Yokohama, then in Kyoto, Kobe and Osaka.
From Japan Mr. and Mrs. Godowsky go to
China. Good news for the host of admirers of
this great pianist’s records is the word that he
wrote three new pieces on the steamer from
Vancouver to Yokohama.

Charles H. Stoll, music dealer of Okolona,
Miss., is adding a talking machine department
to his business.
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PREDICTS SPLENDID RECORD SALES

Phil Ravis, President of Peerless Album Co.,
Expects Vastly Increased Record Business—
Gives Interesting Reasons for This Deduction

That record business during the first six
months of 1923 promises to exceed in volume
sales of any corresponding period over the past
few years is the opinion of Phil Ravis, presi-
dent of the Peerless Album Co., 636 Broadway,
New York City. Mr. Ravis’ close contact with
many of the largest retailers of talking machines
and the relationship of his product to the record
industry gives hini an interesting vantage point
for observing this important phase of the indus-
try. In conversation recently on the subject
Mr. Ravis expressed his reasons for his belief,
as follows:

“The extraordinary sale of instruments over
the holiday season will inevitably be followed
by a lively demand for records during the next
six months. It is a well-known fact that all
stocks of standard popular talking machines
were completely absorbed in the Christmas rush
and that numerous dealers experienced serious
shortages in spite of the fact that production
kad been greater than ever. These new ma-
chine owners, as a whole, are mostly among a
class that can afford constant indulgence in rec-
ords as long as their enthusiasm is kept awake
by the dealer. The record demand before us,
therefore, is considerably more promising than
that of 1919 and 1920.

“Another element which will play a big part
in dealer returns, where records are concerned,
is the noticeable revival in sales of standard
and operatic selections in place of the populars
and jazz. Peerless is preparing dealers to grasp
the new opportunities which will come with
this change by a further perfection of its classi-
fication system for Peerless album libraries.

“Long experience has demonstrated that the
most enthusiastic record purchasers are those
who begin the accumulation of record libraries

with definite classes of music, one class grad-
ually evolving into another until the whole field
of muysic is revealed and the extent of the deal-
ers’ stock is actually pitted against the cus-
tomers’ purse. It may appear as a time-worn
statement, but I am sure that ninety-nine deal-
ers out of every hundred will agree that the al-
bum is one of the best jncentives to the new

customer to collect records, just as a photo

Phil Ravis
album is conducive to taking frequent snap-
shots to complete its various pages.

“Peerless plans, during the new year, to
gather from all reliable sources the newest and
best selling plans and refer them to dealers who
enter their names on our list. This clearing
house of ideas has long been in operation in
our office, but thus far only the regular Peerless
customer list has been approached on the serv-
ice. It is now planned to extend this service
without cost or obligation to any talking ma-
chine dealer who applies for it.”

Gualano Bros.,, Alhambra, Cal, have just
opened a music store at 1827 N. Main street.

THE GREETINGS OF THE SEASON

The World Acknowledges and Reciprocates the
Good Wishes of Its Friends

The World takes pleasure in acknowledgi
and reciprocating the many expressions of
wishes for the holiday season and for the
Year that have been received at this office, tho
sending cards including: H. A. Weymann &
Son., Inc, Ross P. Curtice Co., Curtice
Andrews, Arthur A. Trostler, A. W. Rhinow
Import Sales & Business Agency, Inc, Stand
ard Talking Machine Co., Emanuel Blout, W. J
Dyer & Bro., Steger & Sons Piano Mig. Co
Oscar Willard Ray, the Orsenigo Co., Inc;
Regal Record Co., Penn Phonograph Co.,

F. Droop & Sons Co., Unit Construction Co.,
Orville Harrold, Cabinet & Accessories Co,,
Inc.,, Knickerbocker Talking Machine Co., R.
M. Kempton, Aeolian Co., Marcel Wheat, P. A
Ware, Maurice Landay, Philip W. Simon, Tho
T. Evans, Harry A. Goldsmith, Morris R. Lamb
Superior Phonoparts Co., Lloyd L. Spencer,

Arnold B. Reincke, James J. Davin, Qtto
Heineman, Silas E. Pearsall Co., Thos. F
Green, Ormes, Inc.; Earl W. Jones, John

Cromelin, C. L. Johnston, Herbert A. Brennan,
Richmond-Robbins, Inc.,, M. Witmark & Sons
Lambert Friedl, Ray Reilly, Daniel A. Creed,
M. E. Schechter, Buffalo Talking Machine Co.,
James D. Moore, John A. Hofheinz, Howard J.
Shartle, M. Steinert & Sons Co., Edward Wade
Lundquist, Edward C. Rauth, John Steel,
Ernest John, L. P. Mountcastle, Beckwith-
O’Neill Co., H. B. Sixsmith and others.

ARTHUR FIELDS SONG SHOP OPENED

The Arthur Fields Song Shop has been
opened in the Hotel Theresa Building, 125th
street and Seventh avenue, New York City. In
addition to talking machines and records a full
line of sheet music and musical instruments is
carried. The formal opening on January 2.

Short

Convenient !

“Ag MellO’w
as Southern
,; Moonlight "’

The ow List Price

Assures a Heavy

n Size

guaranteed.

Phonograph retailers have been keeping their eyes open—and
they have discovered a new model Granby that meets the demand
for a short console—and that sells at a common-sense price:

gréhfl y ©

Adam Period Short Console Phonograph

Comes in rich walnut and brown mahogany.
veneered cabinet—equal to the veneers in higher priced instru-
ments. Finisired back and sides as well as in front. Construction

Has 5-ply

And Note these New Granby List Prices:

. ) Was Now Was Now
Sheraton- U.px.'lghl ....... $140 $120 Adam Console .......... £275 $200
Earl‘y ergmlaq Upright. 200 175  Louis XVI Console ...... 325 250
Louis XVI Upright....... 275 235  Queen Anne Console..... 3715 250

Granby Uprights, $100 up; Granby Consoles, S135 up

And with the fat, liberal Granby discounts the profits to you are

worth going after.

Write and ask for our attractive dealer proposition.

Cranby; Phonograph Corporation

Offices and Factory:
New York Branch: 37 WEST 20th ST., NEW YORK, N.Y.

i =

NEWPORT NEWS, VIRGINIA

Tel. Watkins 4508
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Chank Ynu!

AGSHAW Products have enjoyed their most
successful year thanks to you dealers who have
stocked and featured our wares. Thanks also to
that great public which has recognized Bagshaw’s
high quality and bought generously.

Brilliantone, Reflexo and Petmecky Needles bid
fair to duplicate in 1923 their successes of 1922.
We are, indeed, oversold for the early part of the
New Year. Dealers everywhere have apparently

anticipated their spring requirements and placed
their orders for future delivery.

We commend the wisdom of such dealers to those
who have not as yet given thought to the brisk
trade that will come with spring. Dealers who
have already ordered will be assured of ample
stock. They have protected themselves against
possible price increases. They have placed them-
selves in a position to derive the greatest benefit
from Bagshaw superiority. It is still time for you
to do likewise. Place your orders now for Bagshaw
products and make 1923 your best year.

g,

WH BAGSHAW CO.

_ SELLING AGENTS :
BRILLIANTONE STEEL INEEDLE (CO. s

~* INCORPORATED
370 SEVENTH AVENUE
AT 3}st STREET NEW YORK SUITE 1214
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There Is Only One Reason For
Brilliantone Success

\nd that is, the uniformly high quality of Brillian-
tone Needles.

They are absolutely dependable. The public has
come to realize that a Brilliantone Needle will
play a record as it should be played. They know

that one Brilliantone Needle is as good as another;
that they are safe in using Brilliantone Needles.

That is the reason for Brilliantone’s popularity,
for Brilliantone’s success.

Our success in 1922 will be continued and
furthered during the new year. This is already
assured.

IV ise merchants are forestalling possible necessary
price increases. We have already booked many
orders for Spring delivery.

Brilliantone Dealers have previously found it to
their interest to heed our advice. We suggest that
you place your orders now, at present prices, for
your Spring requirements.

BRILLIANTONE

STEEL NEEDLE CO. OF AMERICA, INC.

Selling Agent for W. H. Bagshaw Co.
Factories, Lowell, Mass.

370 SEVENTH AVENUE NEW YORK

Canadian Distributors:
MUSICAL MERCHANDISE SALES CO.
79 Wellington Street, W. Toronto.

|

SUPERIOR STEEL

ILLIANTO

REGISTERED TRADE MARK

NEEDLES

\E

AT




THE TALKING MACHINE WORLD

JaNuary 15, 1923

ﬁ

The world and his best girl are a-tiptoe for a new
expression of dance-music art.
Orchestra are producing it. Your dancing customers
will take keen delight in Columbia Record A-3759.
“Away Down East in Maine” coupled with ““One Night
in June” have everything feet can desire.

Paul Specht and His

Columbia Graphophone Co.

NEW YORK

Interesting Program Prepared for Entertainment of Okeh Employes—Otto Heineman and Other

Executives

in Attendance—David Goldman Presides as Toastmaster

The employes of the General Phonograph
Corp., New York; were the guests of the com-
pany recently at a Christmas dinner and dance
given at the "Maisonette,” one of the popular
restaurants in the theatrical district. One hun-
dred and twenty guests were present and

throughout the evening the program was thor-
oughly enjoyed by all in attendance.

Otto Heineman, president of the company,
Heineman,

accompanied by Mrs. were the

forts in this direction contributed materially to
the success of the evening. John Dean, gen-
eral manager of the needle factory at Putnam,
Conn., made a special trip to New York to be
present at the dinner.

Fred \W. Hager, director of the Okeh record-
ing laboratories, was in charge of the music
and dance program, and with his usual capability
provided the guests with splendid entertain-
ment. Billy Jones, well-known recording artist,

! P N

< o
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guests of honor, and the dinner served as a
“bon voyage” from the employes to Mr. and
Mrs. Heineman, who sailed a few days later
for Europe. Among the other executives in
attendance were Mr. and Mrs. W. G. Pilgrim,
Mr. and Mrs. Adolph Heineman, Mr. and Mrs.
Jacob M. Schechter, W. C. Fuhri, Paul Gloetz-
ner, J. A. Sieber, R. S. Peer, F. W. Hager,
A. F. Thallmayer, E. L. Sampter, E. B. Shiddell

d others. David Goldman, auditor of the
company, presided as toastmaster, and his ef-

Forces of General Phonograph Corp. Guests of Company at

o

Dinner at “Maisonette”
favored the diners with several of the hits he
has made for Okeh records, and Joseph Sam-
uels with his orchestra provided the latest fox-
trot hits for terpsichorean artists of the Okeh
organization.

Bame’s, Inc., one of the largest talking ma-
chine houses in Atlanta, Ga., recently added the
QOkeh records and a vigorous campaign in the
interest of this line is under way. Advertising
and other sales producers are being used.

DELIVERY BAGS

W holesale

210 Franklin Street .

OKEL Records

STRAND, GRANBY and OUTING PHONOGRAPHS

Brilliantone, True Tone, Tonofone and Gilt-Edge NEEDLES
AND ACCESSORIES

Complete Stocks and Prompt Service

IROQUOIS SALES CORPORATION

Distributors

v BUFFALO, N. Y.

American Talking Machines Sold Through
British Agencies—Opportunity for Study to
Increase Sales by American Exporters

WasHinGgToN, D. C,, January 4—American talk-
ing machines are being sold in Karachi through
British agencies, which have opened branches
in the city and established a supply organiza-
tion to furnish records and parts, according to
advices from Consul A. M. Warren, Karachi,
India. The long delay between the production
of topical, musical and dance records in America
and their appearance in the Karachi markets
tends to reduce the sales.

German products have been entering the mar-
ket during the last six months. Motors and
sound-box apparatus for German talking ma-
chines are exported to India and are assembled
with Indian-made cabinet cases. In the same
way the metal parts of pianos are manufactured
in Germany and exported to India, where they
are placed in Indian-made cases and sold at
unusually low prices.

In view of this competition it behooves
American manufacturers of musical instruments
to give careful consideration to the problem of
marketing their products in Karachi and other
Indian cities in the most economical and efficient
manner.

MOURNS PASSING OF MOTHER

Mother of John Y. Shepard Passes Away at
Home in Gloversville, N. Y.

John Y. Shepard, associated with the whole-
sale sales staff of the Okeh distributing divi-
sion of the General Phonograph Corp., 15 West
Eighteenth street, New York, is mourning the
death of his mother, Mrs. Alice McGee Shepard,
who passed away recently at her home in
Gloversville, N. Y. Mrs. Shepard was in her
sixty-ninth year and she leaves two sons and
a daughter.

Mr. Shepard is the Brooklyn, N. Y. repre-
sentative of the General Phonograph Corp. and
is widely known to the trade in the metropolitan
district.

VICTOR CO. DECLARES DIVIDEND

Directors of the Victor Talking Machine Co.
recently declared the first dividend on the
common stock since the capital of the company
was increased last month. The dividend
amounts to $2 a share quarterly and is payable
January 15 to stock of record December 30. The
regular dividend on the preferred was also de- .
clared payable as of the same dates. The divi-
dend of $2 a share declared on the common stock
is equal to $14 a share paid on the old stock be-
fore the stock dividend was distributed.

The Hartwell Furniture Co., Hartwell, Ga.,
recently added a talking machine department
1o its business.
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Plays EDISON

Records

Made in Silver and Gold.

THE

“VICSONIA”

REPRODUCER

Truly a Reproducer that will please the most cultured mu-
sician and discriminating critics.
recognized medium for playing EDISON Records on
VICTOR and COLUMBIA Machines.

Fitted with Sapphire or Diamond Point.
One Silver, Sapphire Point Reproducer Sent on Receipt of $4.50.

VICSONIA MFG. CO., Inc., 313 E. 134th Street, New York, N. Y.

For over nine years the

LESLIE I. KING WITH BRUNSWICK

Former Talking Machine Man Becomes Sales
Manager in Central Division With Headquar-
ters in Cleveland—Has Had Wide Experience

CoLumBus, O., January 3.—Leslie I. King, for-
merly manager of the Morehouse-Martens Co.,
this city, has, beginning with the first of the
year, taken up his new duties as sales manager
for the Brunswick-Balke-Collender Co. in what
is known as the central division, taking in the
cities of Cleveland, Pittsburgh, Buffalo and
Rochester, making his headquarters in the first-
named city, where he will establish a branch
office.

Mr. King, who has had wide experience in
the talking machine field, came to Columbus six
years ago and as manager of the Morehouse-
Martens Co. department developed a number
of modern sales ideas that were most success-
ful and increased the business volume by over
1,000 per cent.

He conceived and laid out a department that
was regarded as a model of its kind and was
likewise successful in developing prospects out-
side the store through the distribution of toy
banks and by other means. He was also presi-
dent of the Central Ohio Retail Victor Dealers’
Association, which office he relinquished upon

Ward’s Padded Khaki

Moving Covers

Pianos
and all

Upright
and
Console
Machines

Distributors
BRISTOL & BARBER, INC.

3 E. 14th St. New York City

SHERMAN, CLAY & CO.
741 Mission St. San Francisco, Calif.

THE C.E.WARD CO.

Manufacturers

NEW LONDON OHIO

assuming his new duties with the Brunswick Co.
Mr. King is already developing service plans
for the benefit of Brunswick dealers, one of the

Leslie I. King

plans calling for what is known as a resale
departinent, from which trained salesmen will
be sent out to dealers to help in drilling new
sales people hired in retail establishments.

EASTERNERS MAKE GOOD IN WEST

Scott Bros. Coming From the East Win Success
in General Music Business in Wyoming

The success of the Scott Bros. Music Co.,
Greybull, Wyo.,, is a reflection of Horace
Greeley’s advice to young men to go West,
for the Scott Bros. both originally learned the
business in the East, and, in fact, with Chicker-
ing & Sons to be exact, and have now built
up a very substantial business in Greybull,
handling pianos, players, Victrolas, musical
merchandise and sheet music. They report that
the holiday trade lias been exceptionally good.

LEASES LARGE STORE ROOM

The Graber & Gray Music House, Main street,
Visalia, Cal, in the Hotel Johnson Building,
has leased the store room at 426 East Main
street. This room will be used for warehouse
purposes, for storage of pilanos, phonographs
and other musical instruments and supplies.
Rapidly expanding business made larger space
necessary.

Clemons Bros., of Chattanooga, Tenn., who
conduct a Victor department in their furniture
store, recently moved into their own new build-

ing in that city.

OUR INSTRUMENTS POPULAR IN CHINA

Foreign-educated Chinese Responsible for Rap-
idly Growing Popularity of American-made
Pianos and Talking Machines

WasuingtoN, D. C, January 6.— Foreign
music is growing more popular with the
foreign-educated Chinese, who are constantly
increasing in number, according to Consul Gen-
eral P. S. Heintzleman, stationed in Hankow.
They cultivate this taste while studying in the
schools and colleges conducted under the au-
spices of the various foreign governments and
mission societies. Piano, organ and talking
machine music is equally popular with them.

Talking machines, which are comparatively
cheaper in price, are very popular in China
and nearly every foreign family and wealthy
Chinese family in the treaty ports, which has
come under foreign influence, possesses one.
They are purchased from selling agents in
Shanghai. While talking machines have only a
limited sale among the natives, because of their
price, it would seem that an instrument of
moderate price would have a wide distribution
if it were properly advertised and marketed.
Chinese records should be sold with any ma-
chine intended for the Chinese,

In order to bring American musical instru-
ments to the attention of the Chinese it would
seem necessary to work through one of the
long-established foreign firms at Hankow.

Reinald Werrenrath, Victor artist, recently
appeared before a capacity audience at the At-
lanta Auditorium, Atlanta, Ga.
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Repair Parts
SAMUEL ESHBORN

65 Fifth Avenue
New York
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vantage.
opera Maruxa.
native tongue.

Mardones’ has been called the most beautiful bass
voice in America. He has just made a marvelous rec-
ord of the “Ava Signor” from Boito’s Mefistofele.
The vastness of his voice never shone to better ad-
Coupled with this is “Golondron” from the
Mardones sings this in Spanish, his

A-6225.

Columbia Graphophone Co.

NEW YORK

EFFECTIVE PUBLICITY STUNT

Black, Derges & Marshall, Phonograph Dealers
in Peoria, Ill., Obtain Publicity With Help of
Dance Hall Management—Fine Publicity

Proria, Iir., January 4.—Black, Derges & Mar-
shall, Brunswick dealers of this city, have an
arrangement with the management of the Ing-
laterra Ball Room here which is resulting in
considerable valuable publicity. The orchestra
stand is in the center of the floor, a raised
pagoda-style pavilion. When a piece is being
played a card is inserted in an attractive frame,
giving the number of the Brunswick records.
The Inglaterra is the finest and largest dance
hall in Illinois outside Chicago, and Isham
Jones’ Orchestra recently played a special en-
gagement there under the auspices of these
dealers.

APPOINTS MANY NEW AGENCIES

Among the many new agencies throughout
the country recently appointed by the Bruns-
wick Co. are included the Milford Pharmacy,
Milford, Utah; Don. F. Kugler, Soda Springs,
Iowa; John F. Boyden & Sons, Coalville, Utah,
and Simmons Pharmacy, Springville, Utah.

The Bruce Co., of Springfield, Ill., has just
changed retail managers, V. V. Williams,
formerly manager of the Peoria store, succeed-
ing A. W. Wolfe.

ANNOUNCE THREE NEW SONORA MODELS

Two Console Period Models and One Upright
Added to Line—Well Calculated to Assist
Sonora Dealers in Developing 1923 Business

The accompanying illustrations portray three
of the new Sonora period models for 1923
known as the Marlborough, Serenade and Bar-

Marlborough

carolle. The Marlborough and Serenade are
additions to the standard period Sonora line
that will undoubtedly give added prestige to
Sonora product in general. The list price of
the former is $185 and the latter $150.

The Barcarolle has many of the features of
the baby grand Sonora, including the costly

Manufacturers: Has your automatic stop ever
helped your dealers make a sale?

Investigate the Sherburne

Sample sent upon request

SHERBURNE MANUFACTURING COMPANY

948 Penobscot Building

Detroit, Mich.

Barcarolle

bulge construction, an exclusive Sonora feature.
At a list price of $150, or $50 less than a baby
grand, it will undoubtedly be one of the big -
Sonora sellers this year.

ORMES, INC., PRESENTS FINE GIFT

In accordance with its usual custom, Ormes,
Inc., 15 West Thirty-seventh street, New York,

Serenade

Victor wholesalers, forwarded on Christmas to
their friends in the trade a handsome gift. This
year’s Christmas greetings consisted of a very
attractive eight-day clock in mahogany, accom-
panied by a greetings card expressing the com-
pany’s hope that 1923 would bring unbounded
prosperity and happiness to the recipient. The
clock was enthusiastically received by the trade
and C. L. Price, vice-president and general man-
ager of Ormes, Inc., has received many letters
congratulating the company on the practical
value of its Christmas gift.

PATERSON, N. J., SHOP ENLARGES

PatersoN, N. J., January 4.-—Extensive altera-
tions and enlargement have been made by
O'Dea’s Phonograph Shop, 115 Ellison street,
this city. The entire second floor hds been
converted into additional demonstration rooms,
making in all twenty-six rooms fér the display
and demonstration of machines and records.

BRUNSWICK CO. FEATURES THRIFT

A special advertisement has been prepared
by the Brunswick-Balke-Collender Co. to be
used by Brunswick dealers during Thrift Week,
January 17-24. This advertising will be used
as a tie-up with the Brunswick Thrift Bank
campaign urging prospective Brunswick buyers
to visit their local stores to secure Brunswick
thrift banks, designed to speed Brunswick sales.

OPENS NEW JENKINS STORE

The J. W. Jenkins Sons Music Co., oper-
ating a chain of stores in Kansas, Oklahoma.
Missouri and Arkansas, has just opened the
fourteenth store at Wichita, Kan.
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The Famous Motor of Qualily

Noiseless, powerful, steady
and continuous

In these times of keenest competition,
' )

HEINEMAN
QUALITY MOTORS

will invariably be the winners

General Phonograph Corporation

OTTO HEINEMAN, Pres.
11Ty 25 West 45th Street New York
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EFFECTIVE RAY MILLER PUBLICITY

Exclusive Columbia Artist Captures Detroit’s
Dance Lovers—Dual Engagement Works Out
.Profitably for Talking Machine Dealers

Detrort, MicH. January 6.—Columbia dealers
in Detroit co-operated to advantage in the de-
velopment of a gigantic publicity campaign fea-
turing Ray Miller and his orchestra, exclusive
Columbia artists, who were booked by the Fox-

The Ray Miller Orchestra
Washington Theatre and the Addison Hotel in

this city. Many thousand folders announcing
the engagement of Ray Miller and his orchestra
were sent out by these two places and included.
in the folder was a photograph of the orchestra
with a list of Ray Miller’s records.

The orchestra’s opening night at the Addison
Hotel was advertised as ‘“record night” and
every lady in attendance was given a Ray Miller
Columbia record in a Columbia record gift en-
velope as a souvenir of the occasion. At the

Victor
Wholesalers

" waen’s vy

©

The House
Mellor ;
Plﬂsburgh

since

1831

Fox-Washington Theatre, on a Monday night,
after playing two weeks, the crowd was so
enormous that many admissions were refunded.
‘This is particularly gratifying when it is con-
sidered that Monday is usually the worst the-
atre night of the week in Detroit.

1n the beautiful ballroom of the Addison Ho-
tel after Ray Miller’s Orchestra had played to
the limit and stopped for the night the crowd
often refused to leave the crystal dance floor.
They took possession of an 1.-2 Grafonola on
the. orchiestra platform and with a supply of
Columbia dance records thesce enthusiastic dev-
otees were able to carry on with their dancing
through the remaining hours before daybreak

S. E. BROWN IN NEW POST

Succeeds E. N. Upshaw as President of the
Southern Sonora Co.—Concern Moves to At-
tractive New and Large Quarters

ATLANTA, Ga., January 7—E. N. Upshaw, for-
merly president of the Southern Sonora Co.,
distributor of the Sonora line in Georgia, Ala-
bama, Florida and North and South Carolina,
recently resigned from the company to devote
his entire time to the automotive equipment
business. He is succeeded by S. E. Brown,
who has been connected with the company for
the last two years and prior to that was asso-
ciated with the Elyea Talking Machme Co,
Victor distributor.

The Southern Sonora Co. recently moved into
attractive quarters at 293 Peachtree street. The
business of the firm has been growing steadily
and the move was thought advisable in order
to facilitate the handling of the business.

NEW QUARTERS IN NEW ORLEANS

Junius Hart Piano House, Ltd<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>