I SINGLE COPFPIES, 25 CENTS
n" xlx' NO' 1 PER YEAR, TWO DOLLARS
. : —P
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l machimes

The best-known trademark m the world
designating the products of the Victor Talking Machine Co.

Entered 2s second-class matter May 2, 1905, at the post office at New York, N. Y., under the act of Congress of March 3, 1879.
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THE INSTRUMENT OF QUALITY '

Marlborough
$185

Quality Products Attract A Quality Market

Phonograph dealers who handle such
exquisite instruments as the Marl-
borough, shown above, find their largest
market among people of means who,
demanding the finest in everything they
buy, can and do pay cash. When you
show them the comprehensive line of
Sonora Period Consoles, distinctive and
pleasing in appearance, they will be
quick to appreciate the all ’round su-
periority of Sonora.

And you can show them more than
mere exterior beauty. Encased in cabi-
nets of finest materials and workmanship
are the many exclusive construction
features that give to Sonora its clear,
bell-like tone and absolute fidelity of
reproduction. This combination of
quality essentials assures many profit-
able sales to this desirable class of
purchasers.

SONORA PHONOGRAPH CO., In

279 BROADWAY, NEW YORK

Canadian Distributors:

SONORA PHONOGRAPH, LTD.,

TORONTO

The Highest Class Talking Machine in the World
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NEW YORK ASSEMBLY KILLS BILL

State Trade Commission Bill Fails to Pass As-
sembly—Principles of Substitute Bill Intro-
duced Meet With General Approval

The State Trade Commission Bill, which was
recently passed by the New York State Senate,
has been formally killed by the Assembly.
While this bill may be re-introduced, its per-
manent defeat is practically assured, due in
large measure to the strong pressure brought
to bear by business men, including those en-
gaged in the talking machine business. " Par-
ticularly active in opposition to this measure
was Gilbert H. Montague, prominent New York
attorney, who has been long identified with
the talking machine industry, and whose active
opposition took him to the State capital on
several occasions. The principal objection on
the part of honest business men to this legis-
lation was the inquisitorial power which would
have been placed in the hands of a special
committee.

A new bill to be known as the McGinnies
Bill, which has been introduced as a substitute
for the State Trade Commission Bill, advo-
cates a Bureau of Trade and Commerce in the
Attorney General’s office and provides for the
enforcement of the existing anti-trust and anti-
profiteering laws. The general principles on
which this bill is based are looked upon with
favor by business men throughout the State.
Mr. Montague, commenting on the McGinnies
Bill, stated that while he had not thoroughly
examined it, he was in accord with its broad
principles, especially those providing for the
utilization of existing laws in curbing trusts
and profiteers.

MISS FRANKEL IS PROMOTED

Popular Ormes Order Clerk Appointed Head of
Order Department—DMiss Donchue Appointed
Assistant—Both Well Known and Popular

James J. Davin, sales manager of Ormes, Inc.,
Victor wholesaler, has reached the decision that
women can sell records just as efficiently as
men (if not more so) and he has therefore re-
organized the Ormes order department, making
Miss Mary Frankel, well known to the metro-
politan district for the past five years, manager
of the department. Miss Donohue has been
added to the steadily increasing Ormes sales
force to assist Miss Frankel in this important
department. The news that Miss Donohue has
joined the Ormes organization will be wel-
comed by many dealers in Greater New York,
for she was associated with the Knickerbocker
Talking Machine Co., Victor wholesaler, for
quite some time, serving as a member of the
order department.

ANNOUNCE ARBITRATION WEEK

The week of May 14-20 will be Arbitration
“Educational Week, according to an announce-
ment made at a dinner given recently by the
Arbitration Society of America to some four
kyndred representatives of trades, industries
and commercial and professional organizations
at the Hotel Pennsylvania, New York City.
In that seven-day period commercial associa-
tions and trade organizations in New York City
and State will unite in an intensive effort to
make known to all citizens the benefits to be
derived by making use of arbitration in the
settlement of business differences and disputes.

John McCormack, famous tenor and Victor
artist, scored what he considers his greatest suc-
cess in the first production at Monte Carlo of
the new opera, “A Gogol Tale,” according to
reports reaching here.

A BUNGALOW SHOP ON WHEELS

Bush & Gerts Piano Co. Reaching Talking
Machine Trade in Rural Districts Through
Medium of Bungalow Built on Motor Truck

Darras, Tex., April 6.—The Bush & Gerts
Piano Co. has recently put into service a travel-
ing bungalow for the purpose of exploiting
Brunswick talking machines and records in the
rural districts of Texas. The bungalow is a
beautifully designed little house with a garden
in the rear, mounted on a two-ton Federal
truck and has already attracted much atten-
tion in districts through which it has passed.

A feature of the new service is the fact that
the location of the Bungalow Shop is adver-
tised each day in the local newspapers, and
any orders received from that district either
by mail or telephone for records, music rolls
or other musical goods are filled from the stock
of the Bungalow Shop on its regular rounds.

The traveling bungalow idea has been used
successfully in other sections of the country
and it is believed that it will prove particularly
effective in Texas as a means of getting in touch
with its large rural population.

BATHING GIRL IN WINDOW A HIT

Young Woman Exercising to Walter Camp’s
“Daily Dozen” in Window of Louisville Music
Co. Causes Interested Crowds to Collect

LoursviLLg, Ky., April 6.—One of the most ef-
fective window displays ever staged in this city
was recently put on by the Louisville Music
Co., Inc., 570 South Fourth street, this city. The
window was put on for the exploitation of Wal-
ter Camp’s “Daily Dozen” records, which the
company also handles, and consisted merely of
a talking machine and a young lady decidedly
casy to look at, attired in a very becoming one-
piece bathing suit, who exercised to records.

From the standpoint of publicity and interest
aroused this window was, without doubt, a rec-
ord-breaker. Indeed, the crowds became so
dense that traffic was stopped and the police
were kept busy during every day the exercises
were held. Further publicity for the ‘“Daily
Dozen” emanating directly from the display was
given by a local newspaper in the shape of a
cartoon of the window on the front page and a
cleverly written story.

The Louisville Music Co. has just moved to
the above address and the store is now in the
heart of the retaii district and what is consid-
ered one of the best locations in the city. Over
$6,000 was spent in installing new windows and
fixtures. There are ten record demonstration
booths and three large booths for machine dem-
onstration and display. The record racks con-
sist of six tiers, thirty-five feet in length.

P. T. FELLOWS WITH BAMBERGER

Attractive Arrangement of Victor Department
Draws Increased Patronage

NewaArg, N. J., April 6—P. T. Fellows is the
latest addition to the sales staff of the talking
machine department of L. Bamberger & Co.
in this city. Mr. Fellows comes from Canada,
where he was with several concerns, including
the Williams Piano Co., which handles talking
machines.

Since the talking machine department has
been located in the new addition to the Bam-
berger store business has improved remarkably.
The convenient arrangement of fixtures and
stock is an inducement for the public to do its
talking machine and record buying here and
this has been largely responsible for increased
business. The Victor line is featured in this
handsome department.

URGES REFUND CLAIM ON STAMP TAX

Counsel G. W. Pound, of Music Industries Cham-
ber of Commerce, Advises Discontinuance of
Stamps on Conditional Sales Contracts Under
New Ruling of United States District Court

George W. Pound, general counsel of the
Music Industries Chamber of Commerce, ad-
vises members of the music trades who have
been subject to the stamp tax on conditional
sales contracts, under the interpretation of the
Revenue Act of 1918 that these contracts were
promissory notes, to “discontinue immediately
the attaching of or paying the tax on revenue
stamps under the revenue acts of the United
States on these conditional sales contracts.”
This opinion was promulgated by Mr. Pound
following a recent decision of the United States
District Court that conditional sales contracts
are not promissory notes and therefore not sub-
ject to the tax. Mr. Pound also advises mem-
bers of the music industries who have been pay-
ing the tax to make up a statement in detail
of such stamp taxes and put in claims for re-
fund with local internal revenue collectors.

TIVOLI SYNCOPATERS FOR YOCALION

Contract Signed With Albert E. Short and His
Noted Orchestra of Chicago to Record Exclu-
sively for the Vocalion Records

It has been announced that a contract has
been signed by Albert E. Short and his Tivoli
Syncopaters of Chicago to record exclusively
for Vocalion Red records and the first record-
ings by that popular organization have already
been made at the Vocalion Laboratories in New
York. These first records will be released im-
mediately to the trade.

Mr. Short is one of the best-known orches-
tra leaders in Chicago and conducts orchestras
in two of the largest motion picture houses in
that city. During the past year or so the per-
formances of his orchestra have been among the
musical sensations of the Windy City and it js
expected in record form they will prove im-
mensely popular with buyers.

SMITH’S BRUNSWICK SHOP OPENS

Handsome New Store in Jamaica, N. Y., Very
Attractively Equipped With Unico Fixtures

Janarca, N. Y., April 5—One of the most recent
additions to the talking machine stores of this
city is Smith’s Brunswick Shop, 334 Fulton
street, which was opened to the public last
month. From an artistic standpoint this con-
cern ranks with the best in the Long Island
territory. The front of the store is given over
to the record department. Counters, racks and
booths for the demonstration of records were
installed by the Unit Construction Co. Along
both sides of the center of the establishment are
the sound-proof booths, attractively furnished
and with several Unico features, including spe-
cial wall racks for featuring selected records.
The tops of the booths are frosted glass. The
rear of the store is more like the reception
room of a home, with' its thick rugs and deep
easy chairs, than a place of business.

MEMPHIS FIRM LEASES NEW HOME

MewmrpH1s, TENN, April 6.—The Bell-Welbum
Piano Co., 160 Madison avenue, and one of the
most progressive music firms in this vicinity,
has completed arrangements for a ten-year lease
on part of the main floor and two upper floors
of the three-story building at 138 South Main
street. The lower floor will be devoted to the
display of the Victor line of talking machines
and records and the remainder to pianos.

See second last page for Index of Articles of Interest in this issue of The World
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The great bulk of machine and record sales
is made to the middle-class people of the coun-
try who represent the majority and at thc same
time the most desirable type of customer. These
are the wage-earners, farmers of the more pros-
perous type, heads of small businesses and, in
short, that great army of citizens who are
ncither very rich nor very poor. Of course, the
wealthy people of every community are desir-
able as customers, but they are so far in the
minority that the dealer, to achieve thc best
results from his advertising and sales cam-
paigns, must cater to them only incidentally,
centering most of his attention on the largest
class of possible purchasers.

WVithout question, the dealer who desires to
reach a great number of the latter type of pro-
spective patrons must do so through the adver-
tising columns of his local newspaper, supple-
menting this with personal canvassing, direct-
by-mail campaigns, etc. In ,order to obtain
the best results from lis advertising the talk-
ing machine merchant must determine in his
own mind the attitude of this type of customer
toward advertising and just what is most likely
to assert the greatest appeal

There are few merchants who do not know
the primary functions of advertising—attract
attention, arouse desire and induce action. This
is all well enough, but the main problem con-
fronting the dealer who is contemplating an ad-
vertising campaign is how to bring this desir-
able result about. To do this he must deter-
mine what appeals most to the type of cus-
tomer he is trying to reach and then this must
be incorporated in the advertising copy in such
a way that the appeal will be powerful enough
to result in action, i. e.,, the purchase of a
talking machine from the dealer advertising.

Several dealers whose advertising has been
pvroductive of excellent results, in fact, far above
the average, are agreed that when endeavoring
to reach thc middlc class, quality, price and
terms are what the advertising should feature.
First, because these people have been educated
to a standard wherc they appreciate fine cabinet
work and musical quality in a talking machine.
Second, because of the fact that their purses are
limited the question of price is of great impor-
tance. No mattcr how fine the instrument ad-
vertised may be, if the patrons are unable to

invest the large sum demanded for it they will
not buy and the advertising will fail of results.
Third, terms must be reasonable or many sales
will be lost. Usually the middle-class family has
its income apportioned to meet expenses such
as rent, food, clothing, savings, etc., each claim-
ing its share of the salary of the head of the
house. On the other hand, there is no reason
why dealers should make their terms ridicu-
lously low in order to make a few sales. The
middle-class family can afford to, and will, pay
a reasonable monthly instalment, provided the
dealer takes the proper line in handling sales.
It is always bad policy to allow the prospective

Middle Class People
React Most Strongly
to Publicity Fea-

turing Quality, Price

and Terms of Payment

customer to dicker about terms and set his or
her own payment arrangemcnt.

In connection with quality it must always be
remembcred that this should be the predomi-
nating feature of the advertising. And since the
talking machine is a musical instrument and not
merely a piece of furniture this should be the
main theme of the quality feature of the ad.
It is surprising what the average person knows
about music, not in the technical sense, per-
haps, but each individual has a personal lean-
ing toward a certain type of music with which
he or she is familiar. Then, too, the inherent
pride of the average family must be considered.
Mrs. Jones is always trying to outdo Mrs.
Smith, next door, and if the forimer has an in-
strument the latter will go to great length to
purchase one a trifle better. However, the
musical qualities of the instrument should not
be stressed to the exclusion of durability and

fine finish, artistic appearance, etc. Housewives
are the same the world over, and with the
facilities at hand in this enlightened age the
housewife has a good eye for harmony of fur-
nishings and, further, she will not tolerate any-
thing which will strike a jarring note in her
home.

The instrument is the thing and for this rea-
son, while price and terms should be brought to
the prospective customer, they should not play
the leading réle in the publicity, as is the case
in so much advertising. The desire for owner-
ship must be aroused for the machine as well as
the matter of price and terms. If the reader of
the advertisement has a desire to own the in-
strument advertised her next thought is about
price. She wonders if she can afford it. As
she reads further she notes that the price is
too large for a cash transaction, but a little
further on she reads that the instrument can be
purchased on a deferrcd payment plan, which
brings it within her means. Of course, once the
customer is in the store the closing of the sale
is up to the salesman.

STAGES ESSAY CONTEST IN SCHOOLS

Aggressive Memphis, Tenn., Music Merchant
Creates Widespread Interest in School Band
Music Through Medium of Contest

Mempuis, TENN., April 5—Reinhardt’s Music
Shop, this city, recently staged a very success-
ful essay contest among the schools of the city
on the subject “Why \We Should Have a Band
in Our School.” Students in every school in
the city submitted essays and the interest and
enthusiasm aroused were the best possible kind
of publicity. The winner was presented with
a band instrument valued at $100 and to the
school which claimed the winning pupil will be
presented three months’ instruction from a
band master to be provided and paid for by
Reinhardt’s Music Shop. Children from the
fourth grades and up in the twenty-five local
schools participated.

If your word is your bond your patrons will
soon find it out and their confidence in you and
your business will bring success, provided other
things are equal.

THE TALKING/MACHINE'S HELPMATE

The Nyacco Line is Complete

The Best Interchangeable Leaf
Record Album on the Market

No matter what your requirements are in
record albums, we can give you just what you
want. o T

The Nyacco line includes from the lowest
priced to the highest priced album made.

But, remember, every album is a Nyacco
album and represents the best value for the
price.

If you are not already familiar with the
Nyacco line it will pay you to write us today
for full information and let us explain the
many distinguishing features of Nyacco
albums.

Wite for display card —mailed
without cost. [t will help you
sell more Nyacco Albums

New York Album & Card Co., Inc.

NEW YORK CHICAGO
23-25 Lispenard St. 415-417 S. Jefferson St.

Pacific Coast Representative: Munson Raynor Corp., 643 South Olive Street, Los Angeles, Calif.
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Victor supremacy is the
supremacy of performance

Victrola VI, $35 No other nstrument Vietrola 1X

Mahogany or oak

Mahogany or oak

compares with the
Victrola m anv wav—
musically or commer-
crallv. It stands supreme
among musical instru-
ments and 1s the big rea-
son for the success of
dealers in Victor products

everywhere.
Victrola No. 111 Victrola No. 130
$225 $275
Victrola No. 111, electric, $265 Victrola No. 130, electric, $315|
Mahogany, oak or walnut Mahogany or oak

Victrola No. 230
$375

Victrola No. 230, electric, $41§
Mahogany

Victrola No. 240
$115 .' Victrola No. 300 i
i Y

Mahogany, oak or walnut % : $250
Vietrola No. 300, electric $290
Mahogany, oak or walnut

: N . 1 t I 1
“HIS MASTERS VOICE" 1 C O a
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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SALES DRIVES ON PORTABLE MACHINES NOW IN ORDER

Nation-wide Vogue of Camping and Outdoor Sports Gives the Talking Machine Trade an Un-
excelled Opportunity for the Exploitation of the Portable Type of Instruments

Now that Spring is lhiere and Summer is rap-
idly approaching, portable talking machines
again are assuming growing importance in the
eyes of wide-awake dealers who realize what
a tremendously profitable opportunity is opened
up by these instruments. Easter has already
passed and the more or less mellow Spring days
are serving to bring out motor enthusiasts
galore. Camping, week-end fishing parties, au-
tomobile trips and boating, present the trade
an opportunity of exploiting these instruments
which is unrivaled. Thousands of people who
enjoy these sports are legitimate prospects and
this whether they are the possessors of large
instruments in their homes or not.

However, many sales of these portable ma-
chines will not be made unless the dealer is
on his toes and this means, in straight from the
shoulder English, a vigorous, well-thought-out

campaign involving all of the mediums which
the dealer commands of bringing his message
to the public. The portable lends itself readily
to excellent window displays and the dealer
who is endeavoring to feature these machines
in connection with camping, motoring, etc., has
a wealth of material to choose from in planning
his displays and making the appeal which must
result in sales. In advertising, the portable
instrument can be tied up with outings and
sports in such a way that the copy will exert
the maximum pulling power.

Talking machine merchants must not lose
sight of the fact that the vast potential market
for these instruments has barely been scratched
and sales are waiting just around the corner
for the merchant active and progressive enough
to go and get them. The low price of the
average portable model is another vital reason

why sales should be numerous and easy. Music
on an outing only a few years ago was an im-
possibility and even now few people know the
added enjoyment to be squeezed out of a pleas-
ure trip when a portable talking machine is
carried along. The long evenings at camp when
the day’s activities are over can be made the
best part of the day from the standpoint of
pleasure if there is music at hand. Remember
these few facts and then plan a campaign which
will bring in profits and build good will for
your store. Plant the seeds of suggestion now
when enthusiastic lovers of the great outdoors
are planning where they will go during the Sum-
mer. If you do they will fall on fertile ground
and be much more effective than later on.

DELAWARE CONCERN CHARTERED

The Macer Phonograph Reproducer Co., Inc,,
Wilmington, Del., has been granted a charter
of incorporation under the laws of that State

to manufacture sound-reproducing machines
with a capital of $500,000.

You, Too, Can
Dance the Tango

to the music of

Victor Records

The immense popularity of the tango,
waltz and Spanish fox-trot caused a cele-
brated dancing instructor to select a number
of “Gems for the Tango” from the world-
renowned Victor Catalog.

After careful hearing, the following were
chosen as perfect examples of music for
these modern dances:

Come in and Let Us Play Them for You

17556—ENTICEMENT—Tango ........... Castle House Orch.

—ARGANAREZ—Tango ............. Castle House Orch.
73483—ALMA GITANA (Gypsy Love)—Fox-trot,

International Oremn.

—ENSUENQ (Dreaming)—Fox-trot..International Orch.

73506—LA CRUZ DE MAYO (Cross of May)—Fox-trot,
International Qrch.

—L.A COPA DEL OLVIDO (The Cup of
Forgetfulness)—Tango Tipica Fresedo Orch.

73625—0J0OS DE JUVENTUD (Eyes of Youth)—Vals,
Max Dolin Orch.
—JOSEFINA (Josephine)—Fox-trot....Max Dolin Orch.
73639—MI VIEJO AMOR (My 0Old Love)—Tango,
. Max Dolin Orch.
h —ES POR ELLA (For Her Alone)—Tango,

International Orch.

73433 ASI ES LA VIDA (Such Is Life)—Vals,
International Orch.
—EL COSTENO (The Coast Dweller)—Fox-trot,
International Orch.

Nos. 73111, 73112, 73160, 73161, 73171, 73177,
73193, 73254, 73259, 73289, 73369, 73535.

RODO

dances the TANGO in the

ALSO ASK }
TO HEAR

— —— T Y— SR —— —— —— S— — — — — — —

Use Page Above As Window Poster

%ﬁ W&W UL&‘&"L%MMR

VICTROLAS AND VICTOR RECORDS

of the Apocalypse’’

(Photo by Courtesy of METRO PICTURES)

Extra Copies On Request To

ORMES, Inc.

15 WEST 37th STREET
Telephone Fitzroy 3271-2-3

LPH VALENTINO

famous photoplay ‘‘The Four Horsemen

NEW YORK
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S 0 Victrola VIII, $5
Its evidence 1s all around ot Jied o

you. The unequaled
group of famous artists,
the perfection of the
Victrola, the great var-
ety of instruments and
entertammment—and the
success of dealers
Victor products every-
where.

Victrola No. 100
$150

Victrola No. 80
Mahogany, oak or walnut

$100

Mahogany, oak or walnut

A Victrola No. 230

$375 Victrola No. 280 |
Victrola No. 230 electric $415 § i $200 vmtro!$a35N00. -
Mahogaty Mahogany or walnut Victrola No. 330, electric, $390 a

Mahogany

Victrola

REG U.S PAT OFF.

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

Victor Talking Machine Company

“HIS MASTERS VOICE™

Camden, New Jersey
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‘ REVIEW OF THE BUSINESS SITUATION

EPORTS to The World from widely separated sections of the

country regarding business for the first quarter of 1923 indicate
a most satisfactory condition. There has been a very substantial
increase in the demand for talking machines, with a strong leaning
toward the console types, while record sales have been unusually
large, although the demand has been somewhat spotted. Jobbers
and dealers are well pleased with sales conditions as a whole, and
are most optimistic regarding the outlook for the balance of the year.

Increased employment in leading manufacturing centers and
the greatly increased savings of the masses of the people, based
upon the figures issued by the savings banks, are indicative of a very
large purchasing power which must manifest itself very substantially
in the near future.

In the agricultural districts, especially in the West and South,
conditions have been steadily bettering; the great potential buying
power of the farm population is indicated by the greater increase in
the wholesale prices of farm products than in general commodity
prices. The gain in the average prices of farm products in 1922
was about 20 per cent, and the gross value of the farm products
was nearly $2,000,000,000 greater than in 1921. \With the prosperity
of our principal industry—agriculture—and the great working army
of the nation emploved in our workshops and in building operations,
there can be no question as to the greatly increased volume of de-
mand for talking machines and records during the balance of
the year.

This trade can be secured by the talking machine merchants of
the country, provided they plan ways and means to capture it. The
time has gone by when trade will come without solicitation, and
therefore dealers must be up and doing, equipped with new and
original ideas to go after business and land it.

It is a matter for congratulation that the increased prosperity
of the country cnables the aggressive and progressive man to be
well rewarded for his efforts. It rests entirely with the merchant
whether Ins ledger will show a substantial profit on the right side
this vear. It certainly will to those who are determined to make
1923 a vear of real achievement.

sy

l MAY BE NEW ERA IN INDUSTRIAL AFFAIRS

N the decision handed down by the U. S. Circuit Court of Appeals
in the Mennen case, and referred to elsewhere in The World,
it 1s pointed out that “if real competition is to be continued the right
of the individual to exercise reasonable discretion in respect of his
own business methods must be preserved.” This commonsense and
timely statement reveals that at last our judiciary is inclined to sup-
port the contentions of manufacturers as to fixed sales policies as
against the ruinous competitive methods of the price cutters—it
emphasizes the desire for a broader commercial freedom than the
IFederal Trade Commission has heretofore tolerated.

There is no question that there is a decided reaction tp-day in
favor of the manufacturer and dealer who desires to uphold the
best traditions of the trade as against the unscrupulous price cutter
whose practices tend to reduce merchandising to a condition of
anarchy. The piratical operations of dealers who follow the policy
of employing identified merchandise sold at cut rates as bait with
which to attract customers, who are then induced to buy freely un-
identified products at prices that show an illegitimate profit, have
grown to alarming proportions. The remedy rests in corrective
legislation that will protect honest merchandising.

The statement of Judges Rogers, Martin and Mayer in this
Mennen case, which is quoted at the opening of these remarks,
should be the slogan leading to a new era of fair play in every
mndustry. It may point the way to an agreement as to what the anti-
trust laws mean. This would be a consummation devoutly to be
wished, for, judging from decisions and counter-decisions, the situa-
tion is and has been badly tangled for more than a score of vears.

I MUSICAL KNOWLEDGE A BIG SALES FACTOR

IT has been said, and with considerable truth, that if the average
student of music would gather together all the literature issued
by the various talking machine companies during the past decade he
would have a musical library second to none—a collection that may
be considered as great in intrinsic value as the famous five-foot shelf
of books suggested by Dr. Eliot of Harvard. The question is, What
proportion of the sales people within our own trade have a full
realization of the volume of musical knowledge lying within their
reach and which they are overlooking, despite the fact that a broad
knowledge of things musical is so essential to real success in the
talking machine field?

Not so long ago we ran across a young talking machine sales-
man who had attended several performances of grand opera and
regretted loudly that the lack of leisure and of financial resources
prevented him from being a regular patron right through the season.
“I have got one or two of the operas down pretty well,” he declared,
“but it will take several years before I can hear and study all of
them at the opera house.”

The salesman’s idea was commendable, but a short conversation
proved that, although he had attended thé opera performances, he
had, with his untrained mind, gathered only the haziest idea of the
importance of the various arias and choruses and was impressed
more by their stage effects than by the music.

Further conversation also proved that beyond the monthly sup-
plements and such publicity material as was released each month by
the talking machine companies he had little knowledge of the great
mass of musical information included in the literature that would
have been sent him on request by the manufacturer.

In these books and pamphlets the music of the operas has been
carefully analyzed and the information therein developed in a way
to tie it up directly with the records of the operas. \Vhereas three
hours at the opera house really brought nothing tangible to his mind,
fifteen minutes spent studying the same opera from one of the books
of the opera would give him a gkneral idea of its music that would
stand up under a close test.

It often happens that close association with a product, a book
or a condition serves to interfere with the perspective. In other
words, we are likely to see and appreciate things afar off and neglect
better things close at hand and therefore more or less familiar.
Perhaps the same rule holds good in the case of talking machine
literature. Close at hand and presented without undue acclaim, it is
regarded simply as advertising, when if sold in the lobby of the
opera house it would be regarded as valuable literature. Those
niembers of the trade who would augment their knowledge of music
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might well at the outset look close at hand, for there is available a
fund of material that is little short of wonderful. If the musical
information offered by the talking machine companies i1s completely
absorbed, then the trade member from that angle has reached a
pinnacle of salesmanship to be envied.

THE IMPORTANCE OF CORRECT FINANCING

HE question of trade financing has developed real importance

during the past couple of years, owing to the rapid turnover in
the business and the ‘tomparatively low prices asked for the average
run of machines. A Yet there are apparently many dealers who have
a rather hazy conception of what proper financing really means.

The business man when he needs money goes to see his banker,
and if he is wise sees to it that his business and accounts are kept
in such shape that the banker is glad to accommodate him when the
occasion arises. It happens, however, that some banks hesitate to
discount instalment paper, and in certain cases even regard it
askance when it is offered as collateral for a loan on a ratio of
two-to-one or better. Under such circumstances some other means
for realizing cash on instalment paper must be found by the dealer.

Organized finance companies, of course, help to solve the prob-
lem, but the retailer must in the first place be sure of the company
he i1s doing business with, and in the second place have some_ idea
of what he is doing when he enters into a contract with that com-
pany. One retailer has complained because a finance company
would not take all his paper off his hands, accepting instead only
40 per cent of it. Another has asked just how much paper he
should turn over under a finance company plan.

The thing to be remembered is that in addition to making pay-
ments on loans from either banks or finance companies the retailer
must still carry on his business, take care of his overhead and pro-
tect himself against any lapse in payments on the part of his cus-
tomers. He will find that he must keep a sufficient amount of paper
on hand so that the regular monthly payments, together with initial
cash payments on new sales, will cover current expenses and leave
a margin. Then he can use the cash received in the discounting of
a portion of his paper for buying new stock and meeting his bills
promptly and on a cash basis. That is the secret of successful
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financing, and the proportion of paper in the safe and in the hands
of outside parties must depend, of course, in a large measure on the
status and requirements of the individual concern.

STORE EQUIPMENT A PROFITABLE INVESTMENT

[DROPER store equipment in the talking machine trade represent
1 an investment that, given proper consideration, will pay definitc
dividends in increased business. This fact has been proved in scores
of cases, and if such affirmative proof is not convincing there can
be cited instances even to-day where dealers aye hanging on to trade
by the eyelashes, because of unattractive establishments.

Not long ago a dealer in the East sought advice on the question
of increasing his business by putting it on a paying basis. He stated
he handled well-known, advertised lines of machines and records
used the sales literature supplied by the manufacturer, but could not
make a go of the venture. Investigation showed that the dealer’s
store and his manner of operating it were little short of archaic.
In the first place, the window gave the impression that it was adver-
tising a junk shop, and in the interior there was only the crudest
equipment, with many records remaining in the original cases from
which they were shipped from the factory.

The advertising matter supplied by the manufacturer was dis
played in the window and on the wall, but certainly not in a way
calculated to attract attention, and the monthly record supplements
were mailed to a limited list without any note or letter providing
that desirable personal touch. The result has been, of course, that
the bulk of the trade has gone to more modern stores.

The case afforded one of the most graphic illustrations we have
seen recently of how not to merchandise talking machines and rec-
ords. A thousand dollars’ worth of store equipment, including
record racks and a couple of booths, would serve alone to put
that store in a position to double its business.

It is, of course, possible for a dealer to become “equip-
ment poor” by making a heavier investment along that line than is
warranted by his business prospects, but the retailer who spends a
couple of thousand dollars in putting even a small store in order is
making a direct appeal to his tlientele that is likely to prove as effec-
tive as any fixed selling plan.
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A romance of the talking machine business
and a concrete illustration of the power of
advertising is the development of O’'Dea’s,
Paterson, N. J., whose sales volume during the
past five years has increased to such an extent
that at the present time the concern ranks
with the largest and busiest talking machine
firins in the country in point of business volume.
And this result was achieved entirely through
the medium of advertising in the local news-
papers and those of surrounding towns and
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business consistently carried on by the firm.

This record is all the more remarkable in
view of the fact that O’Dea’s establishment is
located on a side street and is far less pre-
tentious as regards outside and interior than
many other similar stores in the territory served
by it. Furthermore, no outside selling is re-
sorted to. Business is so brisk that five sales-
men are kept busy supplying the customers who
visit the store.

An interesting feature of the business is that

the nmew Victor

Whitrman's Oreh o 19

Zez Confrey Orch.
Whiteman's Orch. 75
International Orch ?5

ot Vireniam 13

Typical Examples of Ads That Brought Big Results

also signboards scattered throughout the city
and countryside.

l.ast year Richard E. O’Dea, head of the
concern, spent $7,000 for newspaper advertis-
ing and this year approximately $15,000 will
be spent for this form of publicity. The pull-
ing power of this advertising is indicated by
the fact that although three months of the
present year have barely passed more than
$27,600 worth of machines alone have already
been sold and it is estimated that the gross
income from talking machine sales this year
will be from $175,000 to $200,000. And this does
not take in consideration the enormous record

while in the advertising the termis on which
an instrument can be sccured are one dollar
down and one dollar per week sales are rarely
made on these terms. In the large majority of
sales a good down payment is secured, averaging
around 10 per cent, rangingin sums of from $10
to $50. Every single day throughout the year
O'Dea’s advertisements appear in all of the
Paterson newspapers. These ads range in
size from two column width, six inches high,
to full page space, and while the liberal re-
sponse is due in no small measure to the
inducemients offered, the down payments re-
ceived when sales are consummated and the

We Serve New York!

small.

with Okeh records? If not,

15 West 18th Street

HE tremendous increase in sales for 1923 has
proven the fast selling qualities of Okeh records.
Our ability to render prompt and efficient serv-
ice to metropolitan dealers is due to our stock being
up to the minute at all times, and a personnel able
to handle all orders promptly whether large or

Are you sharing in this rapid turnover possible
‘'phone Chelsea 0286

for our ideal dealer proposition or write

NEW YORK DISTRIBUTING DIVISION

OK&K Records

The Record of uallly

New York City

Howthe Cufﬁﬁlatlvé Effect 0fC01isiSe
Adve;.rtlsmg Built a Record Sales Volume |
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terms arranged, are due to a large extent to the
skill of the salesmen and to Mr. O’Dea, who is
himself very active in theé sales end.

The large record business carried on by the
firm is due to several reasons. Of course
where so many instruments are sold there is
certain to be a considerable sale of records.
One of the prime reasons for the continued
growth of this branch of the business, however,
is that customers are expected to visit the store
each week to make their instalment payments.
This permits the salesmen to get busy on record
sales and also accessories. During the last year
album sales alone totaled four gross, and in
addition a large volume of other accessories,
such as needles, etc., was disposed of.

One-third of the business carried on by
O’Dea’s is to foreign customers. The com-
plete stock of all classes of music handled of-
fers a wide selection, and the demand for for-
eign language records is a substantial business in
itself.

O’Dea’s is one of the pioneers in the talking
machine field. The firm was founded in 1897
by James K. O’Dea, who was at the head of
the enterprise until 1908, when Richard E. O’Dea,
who received his release from the army follow-
ing the war, assumed the direct management,
after the death of his brother, the founder. The
firm is open from nine o’clock in the morning
until nine in the evening. A brisk trade is
carried on during the evening hours, because
of the fact that Paterson is a manufacturing
center and a large portion of the population,
both men and women, are employed in the
factories during the day. On Saturday, the
principal shopping day of the week, when
fariners from the surrounding country and the
residents of small towns in the vicinity visit
the city to do their weekly shopping, the store
is open until ten in the evening.

The store has twenty-eight record and ma-
chine demonstration booths and a complete line
of Victor talking machines and Brunswick
phonographs and records are handled. The
business has grown so rapidly and to such an
extent that the firm is considering establishing
the foreign record department in the base-
ment. Plans include the construction of a num-
ber of booths to facilitate service and to
eliminate waiting on the part of patrons because
of filled booths.

Mr. O'Dea’s right-hand man is J. Pulis, who,
because of his familiarity with the records, is
known as the “Human Catalog.” He has been
with the concern seventeen years and to his
knowledge of records is due in no small measure
the development of sales. The other members
of the organization were all picked for their
ability as salesmen and they permit very few
prospective customers to slip through their
fingers as is often the case where carelessness
and lack of knowledge are displayed.

This example of what can be accomplished
where advertising and the sales end of the busi-
ness work in perfect co-ordination should point
the way to other merchants who are not getting
satisfactory results, and, furthermore, this brief
history of what regular advertising can ac-
complish shows what, with foresight and the
willingness to spend money to get business, is
possible in the talking machine field, when in
addition aggressive and carefully considered
merchandising methods are resorted to.

BRUCE PIANO CO. PLANS BRANCH

VipewN, Irn.,, April 3.—The Bruce Piano Co., of
Springfield, Ill, recently completed arrange-
ments for the opening of a branch store here.
The company is widely known in Springfield
and the surrounding territory.
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NEIGHBORLY
INTEREST

Formerly it was quite
a common thing for one
person to visit another
and take along his whole
phonograph outfit, in-
cluding the 36" brass horn.
And I dare say, this sort
of neighborly interest did
the local dealer in phono-
graphs a lot of good.

Today the new models
have changed conditions
but a fundamental truth
remains. If Jones visits
Smith, with his records,
Smith will undoubtedly
hear some which he likes

and will purchase for
himself at first oppor-
tunity.

For this reason I think
it exceedingly good busi-
ness to get your cus-
tomers in the habit of

taking a “few of the
latest” with them on
social calls. Many of

them would do 1it, too,
if they had a suitable
carrying case.

Do you know of any
better way to stimulate
neighborhood interest in
records generally?

f s
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uniform and de-
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A Spring Tonic—
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Carrying Case

Now—Sell your cus-
tomers this handy
medium to carry

records on their vaca-
tion, or outing and you
give them the mcentive
to

Buy More Records During the Summer Months

It is an ideal companion for the portable phonograph—and
the price assures it a wide sale.

Accommodates 25 ten or twelve inch records, substantially
built with suit case handle, double strap fasteners and covered
with black waterproof imitation leather.

Made by the manufacturers of

PEERLESS
—tihe Album

Write for sample and prices
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NO MORE
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A Postal will bring this sign to you in
the next mail—WRITE

It Does Make A Difference What Album You Sell

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

PEERLESS ALBUM COMPANY

WALTER S. GRAY

San Francisco
942 Market St.

PHIL. RAVIS, President
636-638 BROADWAY
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Boston
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tical and Tested Method of Securing

Pertinent Data From Pros

pective Customers

There are many ways of securing prospects
and in the past many methods have been advo-
cated to keep the prospect list alive. Despite
this fact there does not seem to be a general
realization of the opportunity for checking up
on the people who come into the store and gain-
ing the necessary information on which can be
based an intelligent sales campaign.

One of thc most successful talking machine
dealers in the metropolitan district has evolved
a clever plan of procedure for securing the
necessary information for his files from people
who come into the store. In addition, his plan
Lrings him knowledge of the pulling power of
This advertising, whether the customer mercly
passed by and decided to stop in, and other
pertinent facts of importance. The knowledge
sought is recorded on cards similar to that rc-
produced herewith.

For example, a person enters the store and
asks that she be shown a certain instrument.
The salesmnan demonstrates thc machine in
question and, at the same time, by skillful ques-
tioning, secures some idea of the financial
ability of the prospective customer, whether a
talking machine is already owned, what price
the prospect had contemplated paying and terms
desired. If, as often happens, the prospect de-
cides not to make a purchase at that time, say-
ing that she intends to discuss the matter with
other members of her family and will return
later, the salesman hands her his card and asks
that if a decision to buy is finally reached the
prospect come to him. This opens the way for

Showing Reproducer of Jewel Needle Elﬂxipment Turned
p to Change Needle; Also Position When Not in Use

of Needle Equipment in

Jewel
Position for Playing Edison Record With Fibre Needle.

Showing Reproducer

eopozsgsuee.

cither securing the card of the prospect with
the name and address, of c¢ourse, or, in the
event that no card is forthcoming, by securing
the desired information by a direct question.
Also, before the customer leaves the store, the
salesman inquires whether their store was rec-

When the prospect has finally departed the
facts obtained are recorded on the card illus-
trated, and thus an authentic record is secured
which makcs possible a determined sales cam-
paign to procure that business. Aggressive fol-
low-up methods are employed. Direct-by-mail

123456789 101112 13 1415 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31
Date Salesman No.
Name
Address Phone
Business Address Phone
Wanted Looked at

Price Asked $

Price Wanted $

Terms Asked

Terms \Wanted

tlas to Exchange

Allowance $

Through Advertisement In

Through Store?

Recommended by

Our Customer?

Ledger No.

Remarks

omimended by a former customer and, if not,
asccrtains through further questioning whether
the firm’s advertising was instrumental in bring-
ing the prospect to the store. If the advertising
brought about this result, the name of the paper
in which the ad was seen is secured, thus pro-
viding a means of checking up on publicity.

literature is sent out, and if, after a reasonable
lapse of time, the prospect has not returned, as
promised, a salesman is put on the job.

This is just a siumple little twist in business
management which has brought big results for
one dealer and there is no reason in the world
why it cannot do the same for others.
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Showing Reproducer of Jewel Needle Equipment in
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ewel Needle Equipment in Posi
ut Records on Edison Phonograph

Plays all types of records. Operates the same as
the “EDISON” with the LEVER.

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

Needle scratch almost entirely removed.

Turning back of Reproducer permits of easy
access to needle socket and saves records from
unnecessary scratching.

Is the ONLY equipment that plays vertical cut
records with a Fibre needle in the proper
“EDISON" position with the Reproducer
turned FACE DOWN to the record, giving it
a floating action.

GARDING THE CARE OF A

PHONOGRAPH.”
WRITE YOUR EDISON JOB-
BER. HE HAS IT.
Liberal dis-

Price the same.
count to dealers.

GUARANTEED IN EVERY
WAY.

MONEY BACK IF NOT
SATISFIED.

We handle highest grade

Jewel Point Needles.

JEWEL PHONOPARTS COMPANY

O ) OO0 A

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

Pivoted ball-joint insures perfect reproduction and
freedom of movement both vertically and hori-
zontally.

Weight is the lightest that can produce perfect
results, thus saving the record, and permitting a
freedom and sweetness of tone considered impos-
sible.

Indestructible NGM-Y-KA diaphragms do not
blast, crack, split or warp, and are the greatest
development in phonographic sound reproduction
in years.

160 W. Whiting St., Chicago
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Clever Merchant Makes éood U"se ofq Smallu

What could be done with door space in the
way of displaying merchandise when the regu-
lar show windows are hardly sufficient was il-
lustrated by an experiment recently tried by the
G. A. Barlow’s Son Co.'s music store at Tren-
ton, N. J. Indeed, this novel doorway display
is the most talked of merchandising stunt in

The Doorwa j

ay Window Display
New Jersey's capital city. The most interesting
thing about this display is that it cost Barlow
almost nothing to stage and that the same idea
can very well be adapted to almost any retail-
ing store.

The store of G. A. Barlow’s Son Co., which
is one of the oldest in Trenton, having served
two generations of Trentonians, occupies three

performance.
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MORE than 5,000 times this test has been
made by more than 75 artists.

lion music lovers could detect no difference
between the Edison performance and the living

This is just one of the facts which enable
Edison Dealers to overcome all sales resistance.

THE PHONOGRAPH CORPORATION OF MANHATTAN

METROPOLITAN DISTRIBUTORS
ORANGE, N. J.

stories in a wooden structure, and carries a
large stock of high-class pianos, talking ma-
chines and band instruments.

Despite the growth of business and stock the
store has only two show windows, each of aver-

age size. At first the handicap in show space
was overcome by well-thought-out and well-
balanced displays. The displays attracted a lot
of attention, aroused comment and brought a lot
of sales.

But recently it became more apparent that
additional space for display purposes was need-
cd. Mr. Barlow gave this matter considerable
thought, and finally broached the subject to Mr.
Glasser, manager of the talking machine and in-
strument departmment, who is responsible for
most of the good displays seen in the Barlow
windows.

Mr. Glasser looked around for a way out of
the difficulty and finally hit upon a very origi-
nal idea. He informed MNr. Barlow that the
best thing to do under the circumstances would
be to make use of the door space for display
purposes. That is, the doorway could serve as
a show window at night, after the closing of
the store.

For the purpose Mr. Glasser got together
several velvet draperies, which he normally uses
in his regular window displays, as background
material. Right over the door, inside the store,
he dttached an awning support, from which he
hung black fclt curtains reaching to the ground.
Three black curtains, one for the back and one
on each side, created a space four feet square
and shut off the view of the rest of the store
from outside the door paue. MNr. Glasser fig-
ured that to shut off the view of the rest of
the store would enable him to focus the passer-
by’s attention on the display in the four-feet
square show window.

On a special stand, which he placed in this
compartment, he displayed a saxophone. Right
below the transom, shut off from view of the
outsider, he suspended a spotlight, which re-
flected a stream of light downward, at any angle
desired. By changing the mirror in the spot-
light Mr. Glasser could secure any color of light
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: By J. K. Novins

desired for the display. The spotlight cost the
store $16, the black felt curtains cost $50, to-
taling $66, as the only expenditure for the spe-
cial show window. The other accessories, such
as stand, velvet draperies; etc., formed part of
the regular show window equipment kept in the
stockroom. Considering the results, the ex-
penditure was indeed insignificant.

At night, after closing time, Mr. Glasser at-
taches the black curtains to the awning sup-
port, the saxophone, or whichever instrument

Attractive Display in Limited Window Space

it 1s, is placed on the stand, which is covered by
colored draperies artistically arranged, the spot-
light is switched on—and the result is a display
that works all night, Sundays and holidays.

Usually one instrument is displayed at a time,
the display being changed nightly. One night
it will be a saxophone and on another night a
mahogany talking machine, which is shown set
for playing.

He also changes the position of the instru-
ment. One night it will be shown resting on
the stand, while on the next night it will be seen
supported in the air, a thick stream of colored
light making the instrument stand out, while the
support is concealed against the dark back-
ground of the black felt curtain.

Mr. Glasser uses the color of light that will
best harmonize with the finish of the instrument
displayed and the color of the drapery in the
following manner: If the instrument is gold
colored the spotlight throws a stream of yel-
low color, which diffuses against the surface
of the instrument. For brass instruments he
also uses yellow-colored light. For red instru-
ments he uses pink-colored lights. For a ma-
hogany talking machine the best color is sun-
light.

Mr. Glasser uses only pink, green, blue and
amber draperies, although other effective colors
are possible. He matches the drapery with the
color of the instrument and the color of light.
For instance, in displaying a saxophone he used
a pink light and rose velvet drapery. The effect
of this color combination was a sort of bluish
cast on the drapery, which combination was
very pleasing to the eye.

Recently Mr. Glasser substituted a neatly
hand-painted sign for an instrument, in order to
note the effect of the rich color on the letter-
ing. The sign had a gold background with
lettering in green. By throwing amber light
against it the effect created was one of green
letters suspended in the air, since the amber
light diffused with the gold background and
made it practically invisible to the naked eye.

As the store is located in the theatrical sec-
tion, the special doorway display created a good
deal of comment among the theatregoers.

Mr. Glasser bears quite a reputation for origi-
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nality in window displays and, peculiarly
enough, his displays, while used in a music
store, can very well be adopted by the average
retailer handling a high-class product

Desiring to give one of his regular window
displays a rich effect, Mr. Glasser secured fromn
a manufacturer a supply of expensive wood-
pulp curtains, which, draped against the wall of
the window, gave an effect of a moving sea of
colors. The curtains flapped about, the layers
of colors, arranged like fish scales of various
colors, creating different color combinations.
This gave the window display an aristocratic
atmosphere. During the life of the display Mr.
Glasser was approached by a number of people
for information on the nature of the material
used and how he secured it. Mr. Glasser says
he first saw it used on the stage during the
presentation of a popular musical comedy and
finally learned the name of the manufacturer
supplying the product. The material cost the
store $200, but he claims it was well worth it,
as it can be used repeatedly to harmonize with
various displays of high-class products.

Another interesting display created by Mr.
Glasser, and shown herewith, was that of a
talking machine with a background of gold ma-
terial draped. The special lighting effects gave
the window a home atmosphere. For a base
Mr. Glasser used two pieces of velvet of dif-
ferent colors, gold and blue, which, by the way,
comprise Trenton’s official colors. The tall can-
dlesticks and the mirror on the wall gave fur-
ther drawing-room atmosphere. Another fea-
ture of that display was that only one instru-
ment was shown.

There are several other good ideas Mr. Glas-
ser uses in his windows. One is that there are
two levels in the window. This practically makes
two windows out of one. The chief article can
be displayed on the upper level, while kindred
articles can be displayed on the lower level.

Mr. Glasser makes use of an ingenious and
simple method of tying up price with the ex-
pensive product. To tag a price ticket onto a
high-priced talking machine certainly cheapens
the effect. Mr. Glasser gets around this diffi-
culty by placing the price tag several feet away
from the product and tying it up with the prod-
uct by a stretch of expensive drapery. When
one views the product the eye naturally follows
the drapery to the price tag.

The delicacy of touch is even carried to the
showroom. This was demonstrated to the
writer in @ very interesting manner the other
day. Mr. Glasser led the way to the third floor,
where the piano and talking machine show-
rooms are located. As they stepped off the ele-
vator Mr. Glasser pressed a button, which
switched on the electric lights, revealing an ar-
tistically decorated drawing-room, in which was
seen an array of pianos and talking machines.
At the same time, from a room in the rear of
the three-room suite the writer heard the soft
notes of a piano.

“What’s that?” the writer asked,
stopped in the dimly lighted room.

“Oh, we have a blind tuner back there,” Mr.
Glasser replied, smiling. “You know blind
tuners are the best.”

As Mr. Glasser led the way to the rear the
piano notes became sharper and the writer was
all anxiety to catch a glimpse of the blind tuner.
Upon entering that room no tuner was to be
seen. Instead, it was a high-class reproducing
piano playing. Mr. Glasser laughed.

“Yeou see, when I switched on the light near
the elevator,” he said, "it immediately released
the electric current which operates the repro-
ducing piano. I tell the ‘blind tuner’ story to
every prospect when I take them up here, and
they really think it is a human hand playing
the piano until they find out for themselves that
a self-playing piano is capable of reproducing
tunes exactly as if played by the master pianist
himself. This serves to overcome any prejudice
which may exist in the mind of the customer
against self-playing instruments. Once you re-
move the prejudice it is easier to sell the high-
class reproducing piano.”

as they

HANDSOME NEW PORTLAND QUARTERS

New Store of Seiberling & Lucas Co. One of
Finest in the Pacific Northwest—Elaborate
Talking Machine Department a Feature

Portranp, Ore., April 6.—The formal opening of
the Seiberling & Lucas Co.’s new store at 151
Fourth street, which occurred recently, was.a
big event, with thousands of people visiting the
handsome new establishment. A musical pro-
gram was arranged for the entire day with
prominent orchestras and musicians being fea-

Section of ,“Talker” Department
tured. Victrola and Brunswick recitals were
given at various intervals.

The present store is a fire-proof concrete
building, having four stories and a mezzanine,
and includes rehearsal halls, repair shops and
studios, as well as large demonstration and
salesrooms. No expense has been spared to
make- it the finest complete music store of its
kind in the Pacific Northwest. All stock has
been doubled since moving into the new quar-
ters.

Brunswick phonographs and Brunswick rec-
ords have been added to the Victor line and a
most attractive and artistic talking machine de-
partment has been installed on the mezzanine
floor with eight audition booths and one large
demonstration room. A large service counter
is directly at the top of the marble stairs lead-

ing from the main floor. Wicker furnitare, up-
2 3 = E;

holstered with a colorful parrot design, is used
in all booths: rose velvet drops with rose lamp
shades throw a soft light, and everything har-
monizes unusually well with the artistic light
gray woodwork.

The growth of Seiberling & Lucas Co.’s store
is quite remarkable. In October, 1909, Frank
Lucas and F. A. Seiberling started business in a
small way at Second and Alder streets with a
floor space of seventeen by forty-two feet. In
July, 1914, they moved to 125 Fourth street,
with a floor space of eighteen by one hundred.
January 1, 1918, they secured additional room
with a selling space of 36,000 feet, with base-
ment storage of 30,000 feet. On October 1,
1919, they again enlarged their floor space by
50,000 additional feet. Now the firm occupies
an entire building with a ten-year lease. Mr
Lucas says, “Personal service, truth in advertis-

Attractive Seiberling & Lucas Window

ing and tireless energy on the part of everyone
have been big factors in our success and we
intend to keep right on progressing and expect
to put in any line that has the earmarks of
success.”

A talking machine dealer truly remarked re-
cently that “If you have something which you
are sure the people need and you prove it to
them sales will follow.”

VICTOR RECORDS
IN ALL LANGUAGES

Most Complete Stock in U. S. A.

“FOR PERSONAL SERVICE”
Phone Morningside 3009

KNICKERBOCKER

TALKING MACHINE CO, Inc.

138 West 124th Street

New York City

“New York’s Progressive Victor Wholesaler’
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The Oak cannot

=~

N unbreakable law decrees
that nothing can return to
an outgrown position.

It was as certain as sunrise
that some one, eventually, would
discover a process by which the
unpleasant scratch and scrape of
surface sound would be elim-
inated from phonograph rec-
ords. Columbia made this dis-
covery, and as a result, the
industry has entered a new era.

Fe Z

It is equally certain that
phonograph owners, once ex-
periencing the delightful surface
qguietness of Columbia New Pro-
cess Records, can never be satis-
fied with anything less perfect.

7

We have set the highest mark
ever attained in the reproduc-
tion quality of phonograph rec-
ords. Columbia’s recordings are
at the peak of excellence.

All Columbia Records are now
made by Columbia’s new, three-
ply laminated process, a hard
centre, or core, overlaid with
a surface of such marvelous

This illustrates the laminated construc-
tion of the New Process Columbia Rec-
ords.

A—— illustrates the much smoother playing
surfaces which are made of a new sub-
stance over which the needle travels
almost inaudibly.

B— illustrates the much harder centre core
which resists warping.

(olumbia
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return to the Acorn

smoothness that the noise of the
needle traveling over it is re-
duced to the faintest whisper.

Columbia’s nation-wide ad-
vertising, appearing in an enor-
mous list of newspapers, with
millions of circulation, and fre-
quent pages in The Saturday
Evening Post, is persistently
driving this new truth about
Columbia Records into the pub-
lic consciousness.

Everywhere sales are multi-
plying tremendously. Columbia
Dealers are enthusiastic. There
1S no question as to the final
result.

We know that every dealer
who conscientiously desires to
give his trade the greatest ser-
vice will talk matters over with
the Columbia Branch in his ter-
ritory.

Columbia New Process Rec-
ords are the most perfect phono-
graphrecords made to-day. The
process is patented. No one
can make anything of a similar
quality.
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COLUMBIA GRAPHOPHONE COMPANY

New York

Now Pucess RECOTAS
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SELECTING THEIR FAVORITES

The ALBUM method EXCELS

all other RECORD FILING systems EVER TRIED

To the Trade:

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 production.

Our large and growing business is due to satis-
fied customers and repeat orders.

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

OUR ALBUMS ARE MADE TO CONTAIN VICTOR.

ALL OTHER DISC RECORDS

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

New York Office, 54 Franklin Street, Telephone, Franklin 1227, James E. Maguire, Representative

COLUMBIA, EDISON, PATHE, VOCALION AND

i\
| \

THE PERFECT PLAN

WILEY B. ALLEN CO. IN NEW HOME

Prominent Pacific Coast Concern Celebrates
Fiftieth Anniversary by Completion of Hand-
some New Building in Oakland, Cal.

Oaxkranp, CaL., April 6.—The Wiley B. Allen
Co. celebrated the semi-centennial of the estab-
lishinent of that concern by the completion of
its new building at 1323 Washington street, in
this city. It was fifty years ago last month
that the Wiley B. Allen Co. was established
in San Jose by the man whose name it bears,
and to-day the company is nationally known
with branches all over the Coast, including
the cities of Oakland, San Francisco, Los
Angeles, San Jose, Sacramento, Portland,
Fresno and San Diego

In speaking of the new store, the Oakland
manager, A. B. Laurilliard, said: “The one big
reason for the move is the imperative need for
more room. We have been for a long time
handicapped by the limited space in our old
location. In the new store we will have three
entire floors and mezzanine. The first floor
awill be devoted to display, talking machme
rooms, and sheet music. The second floor will
be an exclusive piano salesroom, with eight
scparate salesrooms. The third floor will be
devoted to service.

STAGE MUSIC MEMORY CONTEST

RocErs, ARK., April 5.—The music department of
the Women's Progressive Club, this city, re-
cently staged a very successful music memory
contest in the local schools. The contest cov-
ered a period of three weeks.

2\ Real Money Maker
Ve

Patented Patented
1914 4 I 1914

Boston Interchangeable Leaf Album

The envelope leaves may be changed
at will. This new feature made pos-

sible only by our newly patented wood-
back.

Remember, when you sell Real Mer-
chandise your customers will never
trade elsewhere.

Boston Book Company
501-509 Plymouth Court, Chicago, III.

HAHNE & CO. PLAN SUMMER DRIVE

Talking Machine Department of Newark, N. ],
Department Store Planning to Open Distrib-
uting Centers in Charge of Sales Crews

NeEwark, N. J., April 6—The talking machine
department of Hahne & Co., big local depart-
ment store of this city, is making plans. for the
opening of several branches during the Summer,
according to J. Blake, manager of the depart-
ment. It is the custom of this concern to open
small establishments in advantageous sections
of the State. A crew of salesmen is assigned
to each of these stores, working out through
the surrounding territory on a wide radius.
This plan has been productive of much business
in fornier years, due to the fact that the distrib-
uting branches, as these stores are known, make
it convenient for the prospective customers to
look over the line of Victor and Sonora ma-
chines handled by Haline & Co.

INTERESTING DISCOUNT FACTS

The Retail Merchant Who Does Not Take Ad-
vantage of Discounts Is Losing Money

If you think you are saving money by with-
liolding payments to your jobber or whole-
saler after the discount date because your funds
are drawing interest at your bank here’s a table
prepared by the National Association of Credit
Men which should wake you up. Even the small-
est discount earns more than twice the amount
of bank interest:

%% in 10 days—net 30 days -—equals 9% a year
I % in 10 days—net 30 days -—equals 18% a year
1%4% in 10 days—net 30 days -equals 27% a year
2 % in 30 days—met 4 months—equals 8% a year
2 9% in 10 days—net 60 days -—equals 14% a year
2 9% in 30 days—net 60 days -—equals 24% a year
2 9% in 10 days—net 30 days —equals 36% a year
3 9 in 10 days—net 4 months—equals 10% a year
3 9 in 30 days—net 60 days —equals 36% a year
3 % jn 10 days—net 30 days —equals 54% a year

NEW STORE IN SOUTH BEND, IND.

Complete Music Stores Co. Opens Second Es-
tablishment—E. H. Konold in Charge

SoutH BEND, IND, April 6.—The Complete Mu-
sic Stores Co., operating an establishment at
Mishawaka, Ind., has opened a branch in this
city at 217 West Washington avenue. The local
store will be the headquarters of the firm. The
store is attractively fitted up, among the con-
veniences being five record demonstration
booths and a balcony extending the length of
the establishment which is utilized for the dis-
play of talking machines. A complete line of
wind and string instruments has also been in-
stalled. E. H. Konold is manager.

A sage once said: “There is no fool like an
old fool.” In this enlightened day it would be
better to say that there is no fool like the fool
who refuses to profit by his own mistakes and
the errors of others.

TEXAS MERCHANTS TO CONVENE

Annual Gathering of State Association Will Be
Held May 1 and 2—Elaborate and Con-
structive Program Planned

Darras, TeX., April 6—The Texas Music Mer-
chants’ Association will meet in Dallas May 1
and 2, it was announced, following a meeting
of the executive committee here in which ar-
rangements for the two-day program, which
promises to be one of the most interesting ever
held, were completed.

Among the principal speakers will be Alfred
L. Smith, of New York, general manager of
the Music Industries Chamber of Commerce.
Mayor Sawnie R. Aldredge will deliver the ad-
dress of welcome. Response will be made by
C. C. Miller, of Fort \Worth, former president
of the Association.

‘The report of the president, Will A. Watkin,
of Dallas, will be made on the morning of the
first day of the convention. Lester Burchheld,
of Dallas, secretary-treasurer of the Association,
will make his report following the address of
the president.

An open forum will be held in the afternoon
of each day. Mark P. Campbell, of New York,
president of the Brambach Piano Co., will speak
on the afternoon of the first day and Henry
Camp Harris, of Dallas, will speak on “Sales-
manship” preceding the open forum of the sec-
ond day.

Dr. William M. Anderson, Jr., will deliver the
final address on the afternoon of the second
day, which will be followed by the annual elec-
tion of officers and the selection of the next
meeting place.

The

“TEGO BRUSH

made to fit all makes
machines

THERE MUST BE A REASON

““OVER 10,000 BRUSHES
SOLD IN ROCHESTER.N.Y.
IN LESS THAN 6 MONTHS"’

25c. brings a sample

List Price

25¢.

Dealers CLEANS
$1.80perdz. RECORDS
Jobbers WHILE

$15.00 ' PLAYING
per gross /i /

THE STURGIS NOVELTY WORKS

Medina, N. Y.
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Barbara Kemp and

Eduard Moerike

Opera’s lalest sensalions

New interest and attention to events operatic were notice-
ably quickened during the past month of March. Audiences
at the Metropolitan Opera witnessed the sensational début
and triumph of Barbara Kemp in the title réle of the first
presentation of Mona Lisa in America, and crowded houses
at the Manhattan Opera enthusiastically greeted the splen-
did performances that were given by the wvisiting German
Opera Company of Berlin in their successful revival of the
Wagner Operas, under the co-direction of the famous Ger-
man conductor, Eduard Moerike.

Their recordings are available from our
repertoire of Rare Record Importations

That the outstanding successes of the month were accom-
plished by Mme. Kemp and Moerike—that the opera critics in
New York newspapers were excited to enthusiastic praise and
comment on the vocal abilities of Mme. Kemp and the mas-
tery of Moerike's orchestral conduction, are both of special
importance to OKeh dealers, inasmuch as splendid recordings
by both of these gifted artists are now available to the Ameri-
can public from our repertoire of Rare Record Importations.

These facts should forcibly emphasize to our dealers that in
offering the imported recordings by Kemp, Moerike and
numerous other artists equally as famous, they are offering to
their customers an incomparable line of records that has an
immediate appeal to those people who know, follow, and ap-
preciate the music of Opera.

Through our special arrangements with the leading record
manufacturers of Europe, we alone are able to import the
matrices of these rare recordings by world-famous artists,
press them in the Okeh factories, and release them to the
American public under the Odeon and Fonotipia labels.

OKJ\, Records

The Records of Quality

‘The Record of Quatity |

General
Phonograph Corporation

OTTO HEINEMAN, President
25 West 45th St. New York
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MENNEN TEST CASE RULING A VICTORY FOR MERCHANTS

G. H. Montague, Prominent New York Attorney, Explains Meaning of Decision Handed Down in
United States Circuit Court of Appeals and Its Effect on Business

Another decision of far-reaching importance
to trade and commerce operating under the
Federal Trade Commission act has been handed
down by the United States Circuit Court of
Appeals in the test case brought by the Mennen
Co. against the Federal Tradé Commission.

In this ruling the Mennen Co., manufacturer
of toilet products, was held to be absolutely fair
in its price schedules and in its dealings with
wholesalers and retailers, in a unanimous' de-
cision of the United States Circuit Court of
Appeals rendered last month in which was re-
versed an order recently issued against the com-
pany by the Federal Trade Commission.

The Circuit Court of Appeals, in the course
of upholding the Mennen Co.’s course of busi-
ness, declares that “if real competition is to
continue, the right of the individual to exercise
reasonable discretion in respect of his own busi-
ness methods must be preserved.” The Court
states that “The Mennen Co., acting independ-
ently, has undertaken to sell its own products
in the ordinary course, without deception, mis-
representation, or oppression, and at fair prices,
to purchasers willing to take them upon terms
openly announced. . . . The company is engaged
in an entirely private business and it has a
right freely to exercise its own independent dis-
cretion as to whether it will sell to wholesalers
only, or whether it will sell to both wholesalers
and retailers, and if it decides to sell to both,
it has a right to determine whether or not it
will sell to the retailers on the same terms it
sells to the wholesalers. . . . It did not discrimi-
nate as between retailers, but sold to all re-
tailers on one and the same scale of prices.
And it did not discriminate as between whole-
salers, but sold to all wholesalers on one and
the same scale of prices.”

The Circuit Court of Appeals, in the course
of its opinion, discusses the Clayton Act and
also the Federal Trade Commission Act, and
lays down a broad interpretation of these acts
contrary to that heretofore adopted by the Fed-
eral Trade Commission and concludes with the
statement that “The Mennen Co. is not shown
to have practiced unfair methods of competition
in cammerce.”

Gilbert H. Montague’'s Statement

In explanation of the Circuit Court of Ap-
peals’ decision, Gilbert H. Montague, counsel
for the company, issued the following statement:

“The Federal Trade Commission’s proceeding against
the Mennen Co., which has just culminated in the decision
of the Circuit Court of Appeals in New York City sus-
taining the Mennen Co. at every point, was begun by the
Commission about two and one-half years ago as a test
case to determine whether a manufacturer has the right to
grant special discounts to customers who render special
service in the marketing and distribution of his products.

“The Mennen Co:. apparently was singled out by the
Commission for this test case hecause it presented no com-
plicating circumstances of fraud or monopolistic control or
conspiracy, but merely a straightforward policy of granting
discounts to such customers as rendered special distributing
service. The Commission claimed that service is not a legal
basis for discounts and that discounts, gencrally speaking,
can he allowed only for quantity, and must be the same
to all customers, whether wholesalers, retailers or even con-
sumers. This tmade the issue particularly clear-cut, and
throughout the proceeding the Mennen Co. and the Com-
mission have co-operated toward a prompt determination of
this question.

“Because certain wholesale associations were allowed
by the court and the courtesy of the Mennen Co.’s coun-
sel to intervene at the last moment and to file a brief with
the Circuit Court of Appeals the impression has arisen in
some quarters that the Mennen Co. in this proceeding was
taking sides between wholesalers and retailers, or between
different classes of distributors.

“This is not the fact, for the Mennen Co. has always
sold to both wholesalers and retailers, and has never taken
sides as between -different classes of distributors, and it
was only because the proceeding, in the
opinion seriously threatened all retailers and all wholesalers
that the Mennen Co. assumed the burden of this litiga-
tion, in its successful effort to demonstrate to the Courts
that the Commission’s view is unsound. No association of
any kind has participated or contributed, financially or
otherwise, to the defense of this proceeding.

“The Commission’s order, which the Circuit Court of
Appeals has now reversed, forbade the Mennen Co. to
adopt any system of discounts ‘upon the basis of a
classification of its customers as jobbers, wholesalers, re-

tailers or any similar classification which relates to the
customers’ form of organization, business policy, business
methods.’

“This denial of the manufacturer’s right to give any con-
sideration to the particular distributing service rendered by
any of his customers would, in the Mennen Co.’s opinion,
have placed every distributor, retail or wholesale, at a
disadvantage as compared with every large consumer buying
direct, and every small retailer at a disadvantage as com-
pared with every large retailer, and ever retailer, however,
large, at a disadvantage as compared with every chain store,
and every small chain store at a disadvantage as compared
with every large chain store, and every small wholesaler at
a disadvantage as compared with every large wholesaler,
and every ‘co-operative or mutual’ organization at a dis-
advantage as compared with every larger buying unit,
whether retail or wholesale, and would, in the Mennen Co.’s
opinion, have had the unfortunate result of clogging every
channel of distrihution, both retail and wholesale, with
combinations which not only would soon exterminate the
independent retailer and the independent wholesaler, but
would in time build up great combinations of wholesalers
and retailers that would eventually extermninate all smaller
combinations of wholesalers and retailers.

“Upon the argument before the Circuit Court of Appeals
the only suggestion which the Commission’s counsel made as
to how the Mennen Co. could extricate itself from the
dilemma presented by the Commission’s order was that the
Mennen Co. might sell to only one wholesaler, instead of
to the entire wholesale and retail trade as at present, or
might sell to only certain specified dealers, instead of to
the entire retail and wholesale trade. What disruption such
a rule would have caused to any manufacturer like the
Mennen Co., whose business with thousands of wholesale
and retail accounts, in every channel of distribution, in
every section of the country, has been built up through
years of national sales effort, is plain to anyone conversant
with modern distributing conditions.

“In deeiding in favor of the Mennen Co. and reversing
this order of the Federal Trade Commission the Circuit
Court of Appeals has simply interpreted and clarified the
law for the guidance of the Commission and the busi
ness community. The Commission’s proceeding, which has
resulted in this judicial interpretation, should not be con
strued as indicative of any hostility on the part of the
Commission against the Mennen Co. or against any par-
ticular branch of distribution, but should be recognized for
what it is, namely, the only mode by which the Commis.
sion could obtain an interpretation and clarification of the
law on this subject.”

Don't knock! Be a booster! The former is
harmful and the latter has never failed to be
beneficial.

Mennen Co.’s’

No. VI, 1314"x1314"x714”, Silent Motor,
Charmaphone tone arm and sound box,
either oak or walnut; weighs 15 pounds

No. VIII, 1314"x131,"x714”, Silent Motor,

Charmaphone tone arm and sound box,

mahogany finish; with record album;
weighs 16 pounds

CHARMAPHONE PORTABLES

Give You the Best Opportunity
of “Cashing In” on the Demand

CHARMAPHONE CO,,

Price and Quality Give the

CHARMAPHONE

the Leadership

Distinctive qualities set the
Charmaphone apart from all
other portables, its high quality,
durability and fine tone make it
a fast seller.

These two portable models will
add to the sales. The distinctive
features of each make good sales
talk. Once demonstrated they
attract trade and sell them-
selves.

Note the Two Models

No. 6 - - $30.00
No. 35.00

If you are not already handling
this remarkable Portable value,
make arrangements to do so at
once,

With Record
Album

There are upright models of
Charmaphone phonographs that
you will be interested in—the
same big value you find in the
portables. Send for a sample
of one or both machines at once
and ask for our catalog on the
complete line and the name of
your jobber,

Some Jobbing Territory
Still Open

39 West Thirty-second Street
NEW YORK CITY
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The High Quality Phonograph
Always Stays Sold!

SON ORA dealers possess the great satisfac-
tion of knowing that the phonographs they
sell are built to stay sold! They know that each
detail and advanced improvement of Sonora de-
sign has behind it the experience of many years
devoted to building phonographs exclusively.

The aggregate result is a distinctly high qual-
ity instrument that gives years of service, devoid
of frequent adjustments and repairs that are not
only annoying but costly.

The Sonoras you sell will create an endless
chain of owner satisfaction and word-of-mouth
advertising that is certain to increase sales,
heighten your prestige and lower selling costs.

Let us explain the Sonora proposition in de-
tail. Drop us a postcard today.

SONORA PHONOGRAPH CO., Inc.
NEW YORK: 279 BROADWAY

The Serenade, $150

Canadian Distributors: SONORA PHONOGRAPH, Ltd., Toronto

51‘}15 INSTRUMENT OF QUALITY /4

CLEAR AS A BELL

The Highest Class Talking Machine in the World
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The distributor named below who covers the terri-
tory in which you are located will be glad to answer

all inquiries regarding a Sonora agency on receipt of a
letter from you.

State of New York

with the exception of towns on
Hudeon 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 Pait of
Texas.

Southern Drug Company,
Houston, Texas.

Lower Michigan, Ohio
and Kentucky.

Sonora Phonograph — Ohio
Company,

417 Bulkley Bldg., Cleve-
land, Ohio.

States of North Dakota,
South Dakota, Minnesota
and Northern Iowa.

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., St. Louis,
Mo. St. Joseph, Mo.

States of Montana, Colo-
rado, New Mezxico and
Wyoming East of Rock
Springs.

Moore-Bird & Co.,

1751 California St., Denver,
Colo.

Utah, western Wyoming
and southern Idaho.

Strevell-Paterson Hardware
Co.,

Salt Lake City, Utah.

Illinois and Eastern Iowa.

Hlinois Sonora Corporation,

720 S. Michigan Ave., Chi-
cago, Il

Wisconsin, Upper Michi-
gan.

Yahr & Lange Drig 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 lsland Phonograph Ce .,

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.

N
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Was there ever anybody so unselfish as moth-
er? Was there ever anybody who took more
delight in sharing her pleasure with others?
Such being the case, could there be any more
appropriate gift for her on her own special dayv
(May 13, this year) than a talking machine, with
a collection of records embracing the songs that
were popular when she was a girl, a few opera
selections, a few hymns and some of the best
modern music? It will give pleasure not only
to her, but to the entire family, because of the
cducative and stimulative influence of music.

This is the idea that every dealer should en-
deavor to put over for the first two weeks in
May-—and it will not do any hurt to start the
publicity campaign a little earlier than this, for
the selection of a phonograph often requires
much thought, and its purchase cannot be de-
cided upon in a single day.

The Starr Piano Co., Los Angeles, Cal., ran
a regular series of ads along this line. One of
them showed a father, mother and several chil-
dren gathered around a grate fire, while close

at hand was a talking machine. This ad was
captioned:
L=
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£ THE BEST OF ALL GIFTS FOR MOTHER

is the gift that can bhe used every day in the
wee¥ and one whichk is enjoyed by every member
of the family. The phonograph is a bond to hold
the entire family together. We will gladly ar-
range such terms that to surprise Mother next
Sunday—Mothers’ Day—can be made a perpetual
reminder of your affection for her.

SN A O SO R SO A T O
This ad was changed every day, but all of the
announcements suggested the advisability of a

phonograph for mother on her day. Then, the

HTHNGHTTUETTT T

Friday previous to Mothers’ Day, they came out
with an ad having a border of records, and this
was headed:

00O 0O SR R R A
GLADDEN MOTHER'S HEART
ON MOTHERS’ DAY WITH THESE RECORDS

(Then followed an enumeration of some old
favorites and a clioice selection of some newly
released records.) The ad concluded:

Special Mothers' Day program tomorrow—Come
in and hear the old songs sung by the sweetest
sitgers of the day.

TN

TR

BT e e e e

A young woman in white uniform stood at
the entrance of the store on Sattirday and hand-
ed to each who entered a program of the day’s
music, the front page adorned with a picture
of Whistler's Mother, and also—for remem-
brance—a long-stemmed white carnation. These
flowers, in particular, created much good-will
and the fragrant white souvenirs were men-
tioned in the news notes of the daily papers.
In keeping with the spirit of the day a gray-
haired, matronly woman acted as demonstrator,
and as each selection was placed on the ma-
chine she gave a little talk regarding the song
or its composer, so that each possessed a per-
sonal interest for the audience. There were two
concerts in the morning and three in the after-
noon, with intervals bctween them for sales
and the demonstrating of special records any-
one might wish to hear.

The Barnes Music Co., Los Angeles, Cal., had
its Mothers’ Day campaign in full swing for
nearly’ a month before the event. The com-
pany’s ad showed the cut of a mother reading
a note that accompanied the gift of a phono-

SELF-SELLING

t

MUSIC LOVERS

The Violin Spruce Reproducer cre-
ates business wherever demonstrated.
Dealers who sell it know that it is
here to stay. No other reproducer
equals the Violin Spruce Reproducer
for purity and sweetness of tone, and
for the elimination of metallic harsh-
ness. LEveryone recognizes its superi-
ority on first hearing. All phono-
graphs are improved by its use—all
records sound better.

Our new Edison Violin Spruce Re-
producer brings out the full possibil-
ities of lateral cut records on Edison
instruments. A great field is open
here.

You can't afford to overlook the
wonderful possibilities presented by
the Violin Spruce Reproducer. A
trial will convince and delight you.
Here's a real business opportunity.

LN Write Today For Full Information

——

-

Retails for

$7.50

(Usual Dealer's Discount)

THE DIAPHRAGM COMPANY

5005 Euclid Avenue, CLEVELAND, OHIO

Violin Spruce Diaphra¢m |

graph, which was shown partially unpacked
close by. It was captioned:
ijIIIIIIIIIIIIIIHHIIIIIIIII"IIIIIHIHIII""""IIIIIIHII||||ll|||I||||||||||||||||[IlI|Il||||||||||||ll||l|||l|l||IIIHIIIIIIIIIIIHIIIIIIIIIIIIIIIIIIIIII
LET MOTHER HEAR
HOW MUCH YOU LOVE HER

Never did “Say It With Music”’ mean so much
as now, when your message of love and thought-
fulness can be said over and over in the sweet-
est language ever uttered—the tones of a Vic-
trola or a Brunswick.

Special Mothers’ Day
our Mothers’ Day Club.

Your name
Address
= Send for full information.
EIIIIIIIIIIIIIIIIIIIIIIIIIINIIII||IllllIlIlIIII||||l||IIlllI||IIIIIIl]lllllllllllllllllllI"ll"llllll||IIII[lIIIIIIII|I|IIIIIIIIIIlIIIIIIIII!I'nIIIIIIIIIIIIIE
“They complemented this newspaper ad with a
striking window display. At one end was a life-
size cut-out of a gray-haired woman, and at the
other was an actual phonograph. On an easel
in the center was a very large calendar of the
month of May and in this the 13th was en-
circled by a narrow red ribbon, which extended
to a card on a smaller easel nearer the front
“Mothers’ Day—May 13th.” A big card in front
of the cardboard figure advised:
R SO AR RS TR O
MOTHERS' DAY CLUB
Brings Her a \Wonderful Gift on Her Special Day.
Here is a remarkable club, formed to make mothers
happy on MOTHERS' DAY—May 13th. Anyone
can join it.
MEMBERSHIP COSTS ONLY $2.50

Call in at our store or telephone us and we will
gladly give all particulars. The plan is unique—
prepared for this day.

BUT YOU MUST COME EARLY
To be sure of getting the instrument you want—
come at once.

I5]

terms. Ask about

LI T RE T

LT T
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One of the most novel methods of calling
attention to its instruments was employed by
the Birch-Smith Co., who had a Mothers’ Day
party on Saturday, May 5, a week before Moth-

ers’ Day. Special invitations were sent to a
number of its patrons who were known to be
mothers, and a general invitation extended
through the newspapers to all bona fide mothers
to attend a reception and concert at the sales
salons on the date mentioned. All mothers at-
tending were given a corsage bouquet and cof-
fee and wafers were dispensed throughout the
afternoon, three stylishly gowned, matronly
looking women acting as hostesses. Each moth-
er at the time she was given her bouquet was
also handed a numbered card and later in the
afternoon, at the conclusion of the concert and
tea, a number was drawn from a hat and the
woman holding the lucky card was presented
with a handsome talking machine free of charge.
The firm considered it one of the best bits of
publicity it had ever undertaken, as the story
was written up in the papers and received front-
page space. The machine was also placed on
cxhibition in the window with a card:
S0 RS
No. 79 won this handsome machine. L=
It may cost you a little more to secure such
a one for yourself, but you, will be just as lucky
once it is installed in your home, as it will fur-
nish pleasure for Mother and all the rest of the
family for many years to come.
000000000 O A R

NEW GRANBY MODELS IN DEMAND

Last of Five New Consoles Will Be on Market
by May 1—Excellent Business Results

LTI
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Newrorr News, Va., April 6.—By May 1 it is
expccted that the last of the new five console
models of the Granby phonograph will have
been placed on the market by the Granby
Mfg. Corp., of this city. The line will then
consist of five console models and two uprights,
and offers a varied selection in design and finish
and a range of list prices from $100 to $350.
Both the headquarters in this city and the
various branch offices report good business.
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CATTP-FONE

The Lightest, Smallest, Best Looking cLass Portable Phonograph
Weighs Only 15 Pounds

- There is a Big Market for a Small Portable

Camp-Fone weighs only 15 pounds. Measures 14 x
1114 x 6, closed. Retails $25. Quick sales and liberal
profits for live dealers.

395500

Live dealers are cashing in on the nation-
wide enthusiasm of hundreds of thousands of
followers of Walter Camp’s Daily Dozen Set
to music. They are handling, not only the
records, but also the new ideal portab]e phono-
graph manufactured by the Health Builders—
originators of this popular method for keeping

fit.

The Camp-Fone appeals both to the Walter-
Camp “fans,” and to all outdoor camp en-
thusiasts, as well. Present owners of large
phonographs require the Camp-Fone so that
their daily exercises will not be interrupted
when they go to the country. Camp-Fone is
popular in the small apartment. ldeal for
dancing, boating parties, picnics, auto trips,
and general vacationing.

The Camp-Fone is a quick easy sale at $25
because it looks like a lot more money. Hand-
some mahogany-finish, hard wood case, trim-
med in silver nickel, comfortable leather
handle, 10 inch turn table, heavy-duty noise-
less motor, triple weight governor, speed ad-
juster, needle cup with safety cover, sturdy
10 inch piano hinge with strong top holder
catch. The first high-class small portable
ever produced.

Send coupon today for details of our
unique sales plan explaining quick ¢
turnover,, small stock space, special I’
discounts, large proﬁts and other z
advantages accruing to Camp-

Fone dealers.

HEALTH BUILDERS, Inc.

334 Fifth Avenue

New York
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Probably because there is so little really ex-
pert musical knowledge outside the ranks of the
musical profession in this country, almost any-
thing about music which is repeated often and
loudly enough manages to find acceptance with
the public. In the talking machine field a great
deal of misunderstanding seems to exist about
the very fundamentals of musical reproduction;
and generally about the musical effects of re-
production. A great many technical terms are
commonly used and much pseudo-learning is
displayed; but, in fact, very few dealers or
salesmen seem to take much genuine interest
in the important question of the musical effects
which are likely to be produced by their ma-
chines in the conditions which prevail in the
home. Yet it is at home that the talking ma-
chine does its work, and no matter how much
pseudo-learned talk goes on about “acoustics”
and ‘‘volume” and “quality,” there is nothing
gained unless the conversation be accompanied
by some effort to realize the meaning of the
terms used and the problems they connote.

That Word “Volume”

A great deal is said about “volume” of tone
or of sound. The term, moreover, is often
shortened and we are assured that a certain
machine possesses more, or greater, ‘‘volume”
than another. The meaning is that in tlie one
case, other things being equal, it is possible
to obtain a louder sound than in the other
case. Now this common use of the term “vol-
ume” is unfortunate for various reasons, one
of the most important of which is that it is in
no sense an absolute term. There is no abso-
lute ‘‘volume.,” and indeed it would be much
better to use the term ‘“quantity of sound.”
For the real point is that a talking machine
ought ta evoke just that quantity of sound
which is appropriate for every record it is to
reproduce, in the particular space conditions
which govern it in the home where it is used.

Suitability, Not Power, Should Rule

Or, to put the matter in another way, it
really matters far less how great or small is
the absolute quantity of sound given out by a
talking machine than how nearly that machine’s

The Foolishness of “Technical”
—What Not to Say to Prospects -

sound-evoking powers give appropriate results
in the particular room where it stands.
These powers of a talking machine depend
upon two immediate factors, (1) its suitability
to its surroundings in point of size and con-
struction, (2) the skill of the user in choosing
needles for every kind of music. This implies
that even in the matter of actual quantity of
sound evoked the choice of a talking imachine
should always be grounded upon a third factor
likewise, namely, the musical tastes of the pro-
spective user. No one should have the wrong
kind of talking machine, and no one would

Common Expressions

in Sales Talks W hich
Cause More Harm
Than Good and T hus
Should Not Be Used

have it if all salesmen were alive to their
duties.

It would be well for all of us to cease talking
loosely about “volume” in relation to the tone
of talking machines and instead to realize that
no prospective purchaser should ever for a mo-
ment be thrown into bewilderment and con-
fusion by the introduction of a topic which
belongs only to experts.

What is Quality?

On the other hand, and with no less ignorance,
we find salesmen confusing the minds of their
prospects by talking about “quality of tone.”
The term is not incorrect if it is used in its
proper and restricted sense, but as vulgarly
used it may mean almost anvthing. A machine
which evokes a poor imusical result is said to

1674 Broadway

y

1 OB

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 paniculars upon request

P. W. SIMON, Manager

New York City

MONROE SILVER

JOHN MEYERS

Famous Eusembles including

Campbell & Burr - Sterling Trio - Peerless Quartet

FRANK. BANTA

Sales Talka_

By W. Braid White

lack ‘“quality.” But this is incorrect. Not to
say that the prospect should never be treated
to talk of this kind, the fact is that “tone-
quality” or *quality of tone” is a technical
term which is intended to describe the par-
ticular character which pertains to the voice
of any muwusical instrument (human' throat in-
cluded). It has the same meaning as the
French word “timbre” or the German word
“klangtint.” A fairly close approach to the
true meaning is contained in the compound
word “tone-color,” which has the advantage of
being unambiguous.

Now the point is that when one is trying
to describe to a prospective customer the re-
productive beauties of a talking machine one
should take care to use only the right words.
-Not only so, but it is usually much better to
rest one’s case entirely on demonstration, letting
the music do its own talking, and only dropping
a word of occasional explanation to help along
the prospect’s understanding. A good deal of
confusion would thus be avoided.

Where High-brow Talk Fails

Take the case of a person who has heard
more than one other talking machine, Sup-
pose that person to be interested in talking
machines mainly because of their ability to re-
produce dance music efficiently. Obviously it is
a waste of time to talk to that person about
the refinements of tone-color. That person does
not give the traditional three hoots in Avernus
for the machine’s refined ability (if it exists)
to bring out the original beauties of a singer’s
voice or the warm glow of the Bott Stradivari
fiddle played by a master. That person wants
noise and lots of it. The job of the salesman
is to find this out and see to it that the ma-
chine sold is the machine which will give the
loudest sound in the most emphatic way.

Handling Those Who Know

\When a critical music-lover comes along it
1s just as necessary to keep a still tongue. For
if the technical talk will simply irritate the low-
brow, it will both irritate and disgust the high-
brow. The pseudo high-brow may be deceived;
but for deception there is always Nemesis
around the corner, since the deceived would-be
critic is sure to repeat foolish sales talk to
someone who knows; and then trouble begins.
On the other haud, the real high-brow knows
all about tone-color and quantity of sound. He
or she is depending upon the salesman for
guidance in one thing only; in choosing a ma-
chine that will satisfy after it has been installed
in the home. For this person the salesman
must be able to find the machine which will
render best the kind of music most liked, and
so most likely to be wanted, by him or her.
Here real skill is usually needed, for here mis-
takes are likely to be fatal.

Have I made it clear that the misuse of
technical terms and the craze for pseudo-
scientific talk are poor substitutes for the genu-
ine musical features of the talking machine,
which alone should be the subject of exploita-
tion?

No prospective purchaser wants to be forced
to listen to a salesman displaying his com-
placent ignorance, even if it be not obvious
to the hearer. Those who do not understand
are irritated, those who do are disgusted.

TWO MUSIC STORES CHANGE HANDS

D. E. Ingram, proprietor of the Ingram Music
Shop, Rochester, Pa., sold his business recently
to Rewbridge Bros., who conduct a music store
in Beaver Falls, Pa. Rewbridge Bros. recently
sold their branch store in Woodlawn, Pa., to
the Hanna Drug Co.

......
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Widdicomb console phonographs in period designs have
many distinctive features. The Adam model illustrated is
finished in Red or Antique Mahogany, or Walnut, and
is equipped with divided top, partitions for albums, auto-
matic stop, and patented tone control. The Widdicomb
plays all vecords. Prices range from
$90.00 to $260.00

4
¢

Artistic cabinet work in the most popular period styles,
combined with unusual beauty of tone and faithfulness
in reproducing recorded music—this twofold appeal has
won for Widdicomb phonographs the confidence and
esteem of the best class of merchants and buyers alike.
You, too, can win the increased prestige and patronage
which naturally accrue to the merchant with the Widdi-
comb franchise. Write today for catalog and detailed
information.

THE WIDDICOMB FURNITURE COMPANY

Grand Rapids, Michigan

Fine Furniture Designers Since 1865

NEW YORK: 105 W, 40th Street CHICAGO: 327 S. La Salle Street

@
@
PHONOGRAPH
= Uhe Aristocrat of Phonographs




THE TALKING

MACHINE WORLD

AeriL 135, 1923

“You cant gowron )
WithanyFEIS T 'sonzd

©Le0 FusT 1T, RV

0. W. RAY HOME FROM COAST TRIP

General Manager of Vocalion Red Record Di-
vision of Aeolian Co. Visits Many Prominent
Cities and Is Enthusiastic Over Conditions

O. W. Ray, general manager of Vocalion Red
record division of the Aeolian Co., returned
recently after a month’s trip to the Coast, with
stop-overs at Toronto, Detroit, Chicago, St.
Louis, Kansas City, Denver, Salt Lake City, San

e

—— s —— ~ - ————

O. W. Ray
Francisco, Los Angeles, Dallas, New Orleans
and Louisville.

In an interview with The World Mr. Ray
said: “The cities that I have just come from rep-
resent some of our largest distributing points
and it was with a great deal of pride and satis-
faction that I found our Vocalion Red record
dealers all high-class merchants and our dis-
tributors with many more applications for Vo-
calion record agencies than they could serve.

“Even with our increased production, which
will be doubled by the first of September, our
problem for this year—the same as last—is to
give our distributors service and our distribu-
tors are already accumulating stock on Vocalion
standard records, so that they will have them
on reserve for their dealers for the Fall busi-
ness.

“Each year we see certain changes take place
in the industry. Last vear, in the phonograph,
it was a change from the upright to the console.
This year in the records there is a strong ten-
dency to the slow ‘blue’ numbers and the Vo-
calion records of ‘Apple Sauce,’ ‘Peggy Dear,’
Aggravatin’ Papa, ‘Four o'Clock Blues’ and
‘You've Got to See Mamma Every Night’ are
in great demand with Vocalion record buyers.

“There is also a very big demand for the
standard and semi-classic records and a strong
turning to the old melodies, and this coming
vear Colin O'More, May Peterson, John Charles
Thomas and our other concert artists promise
to have their biggest record year.

“I can remember, once, when dealers predict-
ed that ‘Dardanella’ would be the biggest num-
ber that the record industry would ever see,
but when I arrived in Los Angeles and found
that John Boothe, of Barker Bros., had
placed an order for seven thousand of the Vo
calion record of ‘Peggy Dear’ and ‘Apple Sauce’
with our Los Angeles distributor, the Munson-
Ravner Corp, it emphasized the fact that we

have a wonderful growing industry before us
and it is the dealer that senses its future and
merchandises the records and the numbers that
the public want who will obtain the volume
sales the record industry offers.”

Mr. Ray stated that, as a result of his trip,
there will be several announcements made
shortly of new distributing facilities that should
prove of general interest to members of the
trade throughout the country.

ENLARGES “TALKER” DEPARTMENT

PHoENIX, ARriz, April 5—As the result of its in-
creasing business the Berryhill Co. is making ex-
tensive alterations and changes in its store at First
and Washington streets. Among the improve-
ments now being put into effect are the movement
of the book department to the front of the store,
to allow more commodious space for the talking
machine department in that portion of the store.
This section will be improved with three additional
demonstrating booths and large display and win-
dow space.

RENO CONCERN SELLS BUSINESS

Reno, Nev, April 5—H. E. Saviers & Son, Sec-
ond and Sierra streets, this city, recently pur-
chased the stock of the talking machine store
operated by Hill & Sons, located at 228 North
Virginia street. By this deal H. E. Saviers &
Son secure the Victor and Sonora lines. The
proprietors of Hill & Sons are planning to re-
enter the talking machine business in the East
at an early date but in another State.

SWISS CONCERN DESIRES RECORDS

WasHineToN, D. C, April 6.—A Swiss concern
is in the market for talking machine records
of the best grades, including operas, classical
dances, vocal records by famous artists, etc.,
according to advices received by the Bureau
of Foreign and Domestic Commerce here.
Exclusive agency is desired. Complete infor-
mation can be secured from the Bureau or any
of its district offices by referring to File No.
5885.

LIBROLA (Library Table-Phonograpﬁ)

You should $

see the

Write for illustrations and net prices.

SeaBurg Mfg.-C_o.a ,

Jamestown, N. Y.

The Biggest Value on the Market.

1 25.00 (retail price) Model similar

to the one below.
Immediate Shipment

[l

= v

No.250T,List Price $195.00
Usual discounts to dealers

48'"'x28"'x31'" high. Finished all
around
Genuine Mahogany, Wslnot or Oak

A Trial Order Will Convince



Apriv 15, 1923

THE TALKING MACHINE WORLD

27

Plan of Library to Loan Records
Being Watched With Great Interest

Advantages of Practice Overshadowed by Harm Likely to Ensue, Say Leading
Members of Talking Machine Trade, Who Give Reasons for Their Opposition

|}
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Members of the talking machine trade in
Springfield, Mass., and surrounding communities
are watching with considerable interest a plan
for loaning talking machine records, similar to
the system followed by public libraries in loan-
ing books, recently inaugurated by the Public
Library of that city. Although the plan has
been in operation but a short time this means
of obtaining records is growing in popularity
and the entire stock of 150 records is usually
out. As fast as the records are returned they
are re-loaned.

The plan was first discussed at a library board
meeting and after investigation about 100
records were secured and catalogued. The fol-
lowing announcement then appeared in the
library bulletin: ’

“About a hundred Victrola records have just
been added as an experiment. If it proves
that these records can be lent without too fre-
quent damage, the number will be increased.
The selection consists largely of orchestral and
chamber music, and, when possible, will feature
music for coming concerts. Two records at a
time may be taken home and kept for one
week."”

It is interesting to note that within a few
days following this announcement every record
had been loaned According to the librarian
the records are generally returned in excel-
lent condition. Borrowers of records are
warned that “A charge of 25 cents for each
fresh scratch or mar is necessary because of
frequent injuries that occur in any circulating
collection. Each record is examined before it
is lent and imperfections are noted.”

When records become too much used they
will be replaced. On each record is a notice
to borrowers asking that steel needles be used
but once on any record.

\While this plan of loaning records has much
to commend it there are also some serious
drawbacks to its extensive use. Some of the
leading talking machine men, who have been
interviewed regarding this matter, are of the
opinion that serious harm can result to the en-

Ward’s Padded Khaki

for
Pianos

and all
Models of
Upright
and
Console
2% Wachines

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

tire trade if the practice of loaning records
should become widespread. They point out
that even where records have been played a
number of times under various more or less
favorable conditions, as regards care in han-
dling, changing needles, etc., they are bound to
become worn to such an extent that the ren-
dition of the music is imperfect and therefore
the listener is sure to get a wrong conception
of the real musical possibilities of the talking
machine and records. This cannot fail to be
harmful to business because it conveys a false
idea of the perfection of the modern talking
machine record.

The question of expense alone in the case of
the library catering to hundreds of people is
one not to be lightly passed by. There is bound
to be a large replacement cost, to say nothing
of the expense involved in trying to keep such
a library up-to-date. This factor alone cuts off
the entire popular field of music from the plan
and the newer recordings of classics and the
better music will be in almost equal demand,
which if met would involve a large monthly out-
lay for new records. If money were no object
the plan might be satisfactorily carried out,
but the average library’s funds are too limited
even to keep abreast of the times in securing
worth-while new books, to say nothing of the
even greater expense of installing an up-to-date
record library.

From the trade standpoint it may be held
perhaps that the free circulating idea is cal-
culated to have a more or less definite effect
on record sales, for the reason that machine
owners who would ordinarily listen to a record
at his dealer’s and buy it for his own use, when

he can borrow that same record from the li-

brary, is likely to be satisfied with a limited use
of it and do no buying of his own.

LANSING, MICH., FIRM EXPANDING

Lansing, Micu,, March 26—A line of talking
machines, records, pianos and small musical in-
struments will soon be added to the sheet music
and orchestra supplies now handled by the
Strand Music Shop, 204 South Washington
avenue, this city, according to Miss Louise
Hunt, proprietor, who recently moved into
larger quarters in the Arcade Duilding. The
move was made necessary by the rapid growth
of the business.

SPALDING SCORES BIG IN RECITAL

Albert Spalding, the famous violinist and Edi-
son artist, played to an enormous house on Sun-
day, March 18—his last important recital previ-
ous to his trip to Europe. He was in wonderful
form and aroused the house to tumultuous en-
thusiasm. Spalding seems to grow broader and
bigger with the years, and has now ripened into
one of the world’s greatest artists. Andre Ben-
oist was at the piano and contributed in no
small degree to the success of the concert.
Thos. A. Edison, Inc., carried some very ef-
fective publicity in connection with the concert.

BANGOR FIRM REP_AIRS EIRE DAMAGE

BANGor, ME., April 4—The Andrews Music Co.,
talking machine dealer of this city, which suf-
fered a $35,000 fire loss in December, has re-
opened its remodeled quarters on Main street.
While repairs were under way the company car-
ried on business in a rear room on the second
floor at the present location, which was not
damaged.

A slovenly store means slovenly wares, and
the latter keeps away trade.

They Want Them!
GILT EDGE
DANCE TONE
NEEDLES

YEVENTY per cent of the records
sold in this country are dance records,
It follows, naturally, that this great dance-
loving public will want a needle which will
play their dance records properly. Gilt
Edge Dance Tone Needles are real dance
needles. They bring out the best in every
record. They make people want to play
their phonographs oftener and to buy the
newest records.

Each Needle Plays Ten Times

Made by “Bagshaw of Lowell.” And are
of the same quality standards as other
Bagshaw needles. Gilt Edge Dance Tone
Needles are packed in ‘“Princeton’” col-
ored boxes, 50 needles to a box.

FREE!

We will furnish you with an attractive counter
display stand and cartons. The public is waiting
for these needles. Send in your order today.
Dance Tone Needles will be the big seller
in 1923, and you should cash in on them now.

Gilt Edge "Needles also made in
the following tones: Extra Loud.
Loud, Medium.

REFLEXO0O PRODUCTS CO.

Incorporated
Sole Agents for W. H., Bagshaw Co.
Gilt Edge and Reflexo Blue Needles
Factory, Lowell, Mass.
Office:

347 Fifth Ave., New York City

BLUE STEEL
SCIENTIFICALLY
PERFELT

o
PLAY S

10 RECORDS

1 three lones
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Financial Service

for
gﬁ g\ Phonograph Dealers /&R

S BT
@’ C. L T. Service

Means to the dealer all the advantages of additional capital.
It 1s a real sales aid—it enables you to increase your time
sales without financial strain. It means more volume and
more profits.

It 1s a sound and simple arrangement for converting your
time payment paper into cash.

Our charges are moderate.

Our long experience has enabled us to eliminate all red
tape.

We invite inquiries. Write for details, which we will gladly
send without cost or obligation to you.

BRUNSWICK DEALERS

Write for special Brunswick—C. 1. T.
plan arranged with and recommended

by the Brunswick-Balke-Collender Co.

Commercial Investment Trust Incorporated

(Organized under the investment section of the Banking Laws of New York State)

Capital — $6,000,000
Liggett Building, 41 East 42nd Street New York City
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In an orchestra seat.

You can almost see Nora Bayes when she sings “Runnin” Wild"
and “Keep Off My Shoes”—Record A-3826. That voice is so
realistic—so much Nora, herself—you have only to close your
eyes—and, for the price of standing room in the gallery, you are
This is one of those records where every
word gets across without ear strain.

COLUMBIA GRAPHOPHONE CO.
New York

VICTOR SCHOOL IN KANSAS CITY

Dealers and Salesmen Enroll in Victor School
of Salesmanship Held Under Auspices of
Schmelzer Co.—Record Attendance

Kansas City, Mo., April 5—The Victor School
of Salesmanship was held here under the aus-
pices of the Schmelzer Co., Victor distributor,
last month, as announced in The World, and
the many Victor dealers served by this concern,
as well as sales people, learned much which
will be of value to them in their work of sell-
ing Victor products. The school was held on
the roof garden of the Kansas City Club, un-
der the direction of F. A. Delano, ofsthe Victor
Co., and Thomas Husselton, also a Victor rep-
resentative. One hundred and six applicants
were enrolled, establishing what is considered a
record for the school.

The classes closed with a dinner and theatre
party. The “students” attended the Orpheum
Theatre in this city, where Walter C. Kelly, a
Victor artist, appeared in “The Virginia Judge.”
Dealers and their salesmen who attended the
classes were: La Count Adams, C. A. Amer-
man, J. A. Arber, Claude Barricklow, Miss
Mayetta Beard, Mrs. Eva L. Bell, Harold L.
Bell, L. A. Beltrand, Merle K. Bennett, C. A.
Bibler, B. W. Chappell, Miss Eunice Comstock,
A. A. Connor, Jr., Andrew L. Cox, C. V. Dal-
rymple, Mrs. Lillian Dalton, Miss Grace Dauvis,
J. N. Day, Miss Helen M. Dolan, A. O. Drake,
Mrs. A. O. Drake, Mrs. W. S. Eichenlaub, Miss
Hazel Emerson, Ross A. Etter, Miss Flowtow
Evans, Mrs. Roy Evans, C. R. Faris, Mrs. Geor-
gia M. Faris, Mrs. H. Greene, A. I. Geiman,
Oscar A. Geyer, Charles W. Ginn, Miss Hazel
Godfrey, D. L. Harder, W. F. Hart, J. H. Has-
sel, M. L. Heltzel, Mrs. Edith Herriman, J. W
Hershberger, Ira E. Hershner, Mrs. Maude
Hinckley, Charles F. Howard, Tom D. Hurley,
Miss Florence Hudson, F. B. Jenkins, Jr., Mrs.
F. B. Jenkins, Jr., F. B. Jenkins, Mrs. F. B. Jen-
kins, W. C. Junkins, H. H. Kahn, Cecil Keeney,
Miss Emma Kerley, C. L. Kipp, Miss Bell
Kleckner, Sam R. Knox, Chas. E. Kraft, Jr,
Miss Kathleen Lawing, Miss Marguerite Luch-
singer, Walter E. Lyman, Mrs. Walter E. Ly-
man, Miss Helen McArthur, Miss Marie Mc-
Clure, R. R. McGee, David H. McMillan, Geo.
W. Manning, Chas. G. Martin, R. H. Martin,
Miss Mona V. Meier, E. A. Michel, Miss Ethel
Miller, C. W. Miichell, Mrs. Ralph Morgan,
Miss Luella Mueller, Mrs. Louise Mueller, Miss
Solita Palmer, R. G. Peeke, B. L. Plank, H. L.
Puryvear, J. B. Ralston, A. H. Renner, Mrs. A.
H. Renner, W. E. Robohn, C. J. Schmelzer, H.
J. Schmelzer, M. C. Schoenly, Miss Grace E.
Schoonover, D. E. Sieg, W. C. Sisk, C. H. Smith,
Miss Cecile Smith, Giles J. Smith, Hylas C.
Smith, Arthur H. Snyder, W. M. Spencer, Miss
Mildred Steinmeyer, John M. Trembly, Mrs.
John M. Trembly, H. C. Troyer, Arthur A.
Trostler, Miss Ella Vezie, Miss Marguerite Wa-
ters, Kenneth Walters, R. G. Walters, T. J.
Watkins, Mrs. T. J. Watkins, Miss Arnita Wash-
burn, R. M. Weaver, Mrs. Velma Lyon Weer,
(.. H. Weigel, Geo. E. Wickersham, Miss Myna

Wilcox, J. S. Wilde, Mrs. J. S. Wilde, H. G.
Woolsey, Verne Woolsey, Herbert Wright, B.
R. Young, Miss G. 1. Zola, Mrs. Albert Zurcher.

CONSOLES LEAD IN ALLIANCE, 0.

Stewart Edison Shop in New Home—Eight Fa-
mous Victor Artists to Appear in Concert—
Artist in Store Boosts Record Sales

ALLIANCE, O., March 25.—With scarcely an cx-
ception, talking machine dealers in Alliance re-
port an excellent business since the first of the
year, although the last three weeks have shown
a slackening in demand for records. It was
learned, following a visit to eight of the leading
music houses, that fully 75 per cent of the talk-
ing machines being sold to-day are console mod-
els. Dealers predict that this percentage will be
even greater with advancement of the Summer,
since pfactically all companies are now releasing
newer models of the console type for retail
sale. This is substantially the condition prevail-
ing here, including the talking machine depart-
ment of the Cassaday Drug Co., J. H. Johnson's
Sons, Vernon Piano Co. and the Spring Holz-
warth Co.

Stewart’s Edison Shop, Warren, O., recently
lield its forinal opening in its new location in
the Sherman Block, North Park avenue.

After an absence of three years the Eight Fa-
mous Victor Artists will appear in the Alliance
High School Auditoriumn, under auspices of the
Victrola department of the Cassaday Drug Co,

about the miiddle of the month. Considerable
publicity is being given the artists’ engagement
here. The record department of this store is
displaying the latest records by the artists and
the advance ticket sale already is heavy. Rec-
ord sales are expected to be greatly stimulated
as the result of the visit here of the artists.

STIMULATING SALES OF RECORDS

Ever on the alert for putting across some-
thing that will stimulate record sales, Earle
I'oling, of the Windsor Poling Co. Victor
dealer, Akron, O. was successful in having
Aileen Stanley, vaudeville artist, known as "The
Phonograph Girl,” appear at his store for two
hours recently, where she greeted and chatted
with patrons and autographed her records. Dur-
ing her engagement. Mr. Poling reports that
sales of her records were exceptionally brisk
and business generally was helped.

MILLER MUSIC CO. IN NEW HOME

Duruth, MinN., April 6—The Miller Music Co.,
one of the most prominent concerns in this
section, is now located in attractive quarters at
8 West First street. The move was made nec-
essary because of increased business. In its
new quarters the company will be better able
to extend service of the highest order. The
Miller Co. features Starr phonographs and pi-
anos and Gennett records, as well as a line of
small musical instruments.

West Washington & Harding Streets

Talking Machine Cabinets

Console and Upright
Models

Write for cuts, prices and
place sample order at once,

THE H. LAUTER COMPANY

INDIANAPOLIS, IND.
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Practical demonstrations have proved on sev-
eral occasions recently that proper and appeal-
ing environment plays a very definite part in
the salability of talking machines, particularly
those of the period or art stvles. The propor-
tion of customers who can look at a machine
crowded in among fifty or one hundred others
on the display floor and visualize how that par-
ticular model will look when placed in attractive
home environment is comparatively small, and
any effort that is made to display the machine
against a background that represents in some
degree that of a home helps the customer to
understand just what he or she is buying.

To provide a suitable setting for three or
four art models requires some thought but need
not entail great expense for rugs, lamps, screens
and draperies may be borrowed or at least
rented from some neighboring house furnishing
store. The effect of a period model, or per-
haps two of them, displayed on an Oriental rug
and under the shade of a parlor lamp with rich
screens to cut the exhibit off from the rest of
the stock, is sufficiently appealing to mean a
substantial increase in sales.

Even such a small matter as a vase of flowers
placed on the top of a talking machine cabinet
will sometimes cause the customer to decide
on that particular model. An instance is told
where an upright and a console model of corre-
sponding design were displayed on the same
pedestal. The customer was much taken with
the upright type, but finally decided that the
console model was the most suitable because
it made such an excellent rest for a large vase

The salesman took occasion to trans-
fer the vase and flowers to the top of the up-
right model and the effect was so striking that
that particular model was sold at once.

The arranging of special display with indi-
vidual models in period styles is not only desir-
able from the standpoint of giving to those
particular models a home environment, but has
the effect of centering the customer’s attention
on two or three styles at most instead of a
score or mmore, as is the case where all ma-
chines are displayed in one large salesroom.
It is a known fact that the purchaser of any
piece of merchandise will come to a decision
much quicker where the choice lies between
three or four samples than is the case where an
extensive line is offered for inspection. This
rule holds good in a talking machine store just
as in any other establishment.

In view of the steadily growing popularity
of art and period models in talking machines,
models that are different and for that reason
have a special appeal, it is well for the retailer
to give thought to displaying these special
styles in a way that will emphasize rather than
hide their beautiful lines. The period model
represents a distinct development over the for-
mer standard straight line cabinet and makes
an appeal to the type of customer who appre-
ciates the value of good cabinet work and is
willing to pay for it. It is natural to assume,
therefore, that in handling art models the dealer
and his salesman must get away from the every-
day methods that prevailed when one model
machine was much like the other, and give

of roses.

table Environment Plays an Important

some thought to specializing on the wvarious
tvpes. This means not only displaying the art
models properly but giving some thought to
the study of the decorative periods so that an-
intelligent sales talk may be offered to the
prospect.

It is naturally not going to impress the cus-
tomer in search for some particular period of
case design if, upon finding it, the salesman is
not sufficiently familiar with the style to point
out at least some of the dominating features,
nor is it likely to build confidence from one
who understands decorative art to come across
a salesman who shows in his every act that he
is absolutely ignorant of the subject.

If the new art styles of talking machines are
to be handled to greatest advantage, and the
opportunity that lies before the dealer through
the popularity of such styles fully realized, real
thought must be given to the task of displaying
and selling those models on a basis that will
appeal to the class of people who naturally
seek them. To keep pounding along and follow-
ing old methods means to let the intelligent
dealer and salesman get the bulk of the business.

By putting a coating of shellac over stencil
marks, says Commerce Reports, one of the
largest exporters of American goods has been
enabled to protect the shipping directions on
its packing cases from rubbing, blotting or
chafing. Costly delays, due to-the inability of
steamship and custom officials to read partially
obliterated marks, have been done away with
by this practice.

NEWARK, NEW JERSEY

The Victor Market for dealers in

——

Northern New Jersey

service to all points.

Clinton & Beaver Sts.

(Plum Building)

Northeastern Pennsylvania

SUPERB TRANSPORTATION FACILITIES

Served by seven railroads—numerous independent truck-
ing concerns, insuring overnight parcel post and express

MASTERING TRANSPORTATION DIFFICULTIES IS
ONE OF THE SECRETS OF COLLINGS' SERVICE

““Our Service Is Next Door to You”

COLLINGS & COMPANY

Victor Distributors throughout Northern New Jersey and Northeastern
Pennsylvania

Newark, N. J.

Hos Mister<Vose e

&
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“Undoubtedly the most successful business-
promotion stunt we use at our store,” said a
leading Middle Western talking machine dealer,
“are the regular free concerts whicli we stage
twice a month during the Wintertime in our
main salesrooni. It has struck me that just as
these concerts are so successful in building
business for us they might be equally success-
ful in building business for other dealers and
so I'm going to tell just how we put them on
and just how we cash in on them.

“We have these concerts twice a month on
Tuesday evenings. And for each concert we
send out a specially printed invitation giving
the place, date, time, etc., and stating that the
concert is free. These invitations are sent out
under two-cent postage to the members of all
the women's clubs in the city, all the business
men's clubs, music teachers, music pupils, pa-
trons of our store, etc. Nothing is said in the
invitations about the program to be rendered at
thé concert. But on the Sunday previous to
each concert we run the program as a news
item in the society columns of the local news-
papers and then, on Tuesday morning and aft-
ernoon, we run some advertising in the papers,
inviting all music-lovers to the concert, stating
that there is no admission and giving the com-
plete program. In addition to this we also
present invitation cards to all patrons coming
to the store and also give them a printed slip
containing the program.

“All this advertising and publicity has the
effect of bringing good crowds to the concerts
and we consider that the concerts wouldn’t be
anywhere near the successes that they are if

THTH-FEEEEEEESE |

we were to curtail this publicity and advertis-
ing to any appreciable degree.

“The main feature of eaclhi concert is, of
course, the playing of various records on the
talking machine. We try to give a considerable
variely to the selections played, while, at the
same time, we keep up the selections to as high
a standard as possible. In addition to playing
records we always have some vocal and instru-

Carefully Prepared

[nvitations Result in
Excellent Attendance
—Powerful Factor in

Sales and Good Will

S A

mental selections by local musicians and by tal-
ented pupils of local music teachers.

“We find that the music teachers of the city
are very much interested in these concerts and
that they are perfectly willing to give us their
services free of charge for some of the concerts
in return for the advertising and publicity they

get out of the proposition and especially be-_

cause we, every now and then, feature talented
pupils of the teachers, as I've stated. This

thing of featuring the pupils of the teacliers
and advertising that the pupils are taking music
with certain teachers is a splendid thing
the instructors. It gives all pupils more of
an incentive and it is a great booster for the
instructors. Of course, I might add, we never
allow any but the very best pupils to appear in
these concerts and this goes far toward keep-
ing up the character of the performances.
“We nearly always begin at 8:15 and con-
clude promptly at 9:30. Sometimes, to give a
grealer interest to the affairs, we serve tea and
sandwiches, or grape juice and wafers, but as
a general thing no refreshments are served.
“So much for the manner in which we put
on the concerts.
“And now for a consideration of the way in
which we cash in on these events to the utmost.
“We make a point of always having every
part of our store lighted up for the concerts
and of always having some fresh-cut flowers
in the store and piano lamps and so on. This
gives a cheerful, charming appearance to the
store and does much toward making the setting
so attractive that folks will be glad to attend
and it also shows our store off to the very
best possible advantage and by familiarizing
people with all parts of our store makes it more
likely that we will get all of their trade when-
ever they are in the market for machines or
records. If we allowed any part of our store
to be dark for one of the concerts or if we
skimped the event in any way it would in-
evitably - create an atmosphere of cheapness
which would be a bad thing for the house.
(Continued ons page 34)

““As Mellow
as :Southern
Moonlight ’

Meets a Specific Need

There is a pronounced and growing
demand for a short console—and
Granby has met that demand with this
especially designed new model.

franchise. Write or wire.

Offices and Factory:

convenient in size; superbly

Adam Period Short

Reduced List Prices on Othex Granbys

Was Now

Sheraton Upright $140 $120
Early Virginian Upright 200 175
Louis XVI Upright 275 235
Adam Console 275 200
Louis XVI Console 325 250
Queen Anne Console 375 250

Granby Uprights: $100 up
Granby Consoles: $135 up

Granby merchandise is good merchandise, and you can get behind the Granby line with enthusiasm. Granby
discounts are liberal discounts—and that fact won't make you any the less enthusiastic about having a Granby

Qi Phono grapla Corporation

NEWPORT NEWS, VIRGINIA
New York Branch: 37 WEST 20th ST., NEW YORK, N.Y.

The*Apartment Baby Grand”
of Phonographs

A distinctive Adam period model, correct in design and

The

¥an

constructed; and guaranteed—

Console Phonograph
The List Price: $135

The price is right. Your customers
will recognize the big value in the
Granby Adam Short Console at $135.

This 1s proving to be one of the
most popular models ever introduced
by Granby. Get your order in early.

Tel. Watkins 4508
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The AEOLIA N ~—
VOCALION

The Utmost in Phonograph Perfection

Grace and Dignity

distinguish this popu-
lar Queen Anne Style

- No. 1642. The classic
perfection and supe-
rior cabinet craft cre-
ate an instantaneous
enthusiasm for this in-
strument.

As hearing 1s believ-
ing—the true, mellow
quality of the Aeolian-
Vocalion sells this in-
strument to those
who demand a musi-
cal instrument, not a
mechanical machine.

Style 1042—Queen Anne, L.ist Price, $225

A fine model of this very popular period, in Mahogany finish. This case is
designed with all the characteristics of the Quecen Anmne furniture. The
graceful cabriole leg is brought out to good advantage.

The New Aeolian-Vo-
calion Line includes Con-

sole Period Models,Stand-

Dimensions—Height 35", width 38",

depth 23".

Motor—Multiple spring, constant
speed, non-vibrating and mounted
free from contact with resonating

parts. Equipped with speed regnlator.

Vocalion Automatic Stop—Of an en-
tirely novel and improved type; su-
perior to and simpler than any other
on the market.

Reproducer—The Vocalion Improved
Sound Box. Equipped with albums.
Eqnipped with Graduola.

ard Period Styles and
Conventional Models.

Write for details of our
1923 Proposition.

The remarkable Graduola Tone Control is to the phonograph what the artist’s
touch is to other instruments. — It is an exclusive Aeolian-Vocalion feature.

1The AEOLIAN COMPANY

AEOLIAN HALL NEW YORK
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VOCALION

RED RECORDS

oA
Great
Singing

Comedian

o
o
s

AARON LEBEDEFF

T HIS unique artist familiarly known as the “Jewish
Harry Lauder” came from Russia about two
years ago and has already won the palm of popularity.
Lebedeft writes all his own material so only at his
theatre and through his exclusive Vocalion Red Rec-
ords can the delightful character comedy of his songs
be known. He has made the following Vocalion Red
Records:

Shuster Halt Sich Bei Dein Dratve e v
14485 {Yiddische Chestushkes f 10-in. 75c¢

Ich Bin a Border Bei Mein Weib
14502{Gegen a Weib Ken Men Kein Chochem!}10-in. 75¢
Gur Nit Sein

A Malke of Peisach

14521 {Peisach Zeit }IO-in. 75C

VOCALION RED RECORDS Play on All Phonographs

The AEOLIAN COMPANY

AEOLIAN HALL NEW YORK

®

Distributors
of Vocalion Red Records

MUSICAL. PRODUCTS DISTR. CO.,
37 E. 18th St., New York City.

WOODSIDE VOCALION CO,,
154 High St., Portland, Me.

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

GIBSON-SNOW CO.,
306 W. Willow St., Syracuse, N. Y.

LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

SONORA DISTR. CO,,
505 Liberty Ave., Pittsburgh, Pa.

CLARK MUSICAL SALES CO.,
324 N. Howard St., Baltimore, Md.

0. J. DEMOLL & CO.,,
12th and G Sts., N. W. Washington,
D. C

LIND & MARKS CO,,
530 Bates St., Detroit, Mich.

VOCALION CO. OF CHICAGO,
Distributors of Vocalions and
Vocalion Records,

529 S. Wabash Ave., Chicago, Il

VOCALION CO. OF OHIO,
328 W. Superior St., Cleveland, O.

LOUISVILLE MUSIC CO.,
570 S. 4th St., Louisville, Ky.

THE AEOLIAN CO. OF MISSOURI,
1004 Olive St., St. Louis, Mo.

HESSIG-ELLIS DRUG CO.,
Memphis, Tenn.

GUEST PIANO CO.,
Burlington, Ia.

D. H. HOLMES CO.,
New Orleans, La.

STONE PIANO CO.,
Fargo, N. D.

STONE PIANO CO.,
826 Nicollet Ave., Minneapolis,

Minn.

STREVELL-PATERSON HARD-
WARE CO.,
Salt Lake City, Utah

MOORE-BIRD CO.,
1751 California St., Denver, Colo.

MUNSON-RAYNER CORP.,
643 S. Olive St., Los Angeles, Cal.

THE MAGNAVOX CO.,
616 Mission St., San Francisco, Cal.
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“You carit go wiong,
WithanyFEISTsong*

@LeoFeist Inc.NY.

'BI-MONTHLY CONCERTS BOOST TRADE
(Continued from page 31)

“We make a great point of securing the
names and addresses of all the people who
do us the honor to attend.

“When we first started the concerts we
adopted the plan of asking every person who
came in what his or her name was, and what
the address was. But we found that this created
a rather bad impression and also made for con-
fusion at the door. People whose names were
asked in this way felt as though they were
going to be dunned for a donation or some-
thing and the fact of the matter was that it
was too bald a way of getting the names of
people who might be considered as prospects
for the goods we sell. Also, as I say, it made
a lot of confusion at the entrance to our store
because we had to hold up people there while
the names were being secured and if there was
a big rush there would be quite a little con-
gestion.

“So we have now adopted the plan of having
a ‘Guest Book’ which we hand around from
person to person at some favorable point dur-
ing the concert, generally during an intermis-
sion after a record selection when the artists
who are going to play or sing are getting set
for their part of the program. This guest book
is a specially printed book with the words
‘Smith Phonograph Store Guest Book' at the
top of each page and with a space for the date
at the extreme left side of each page and space
for names and addresses of those registering
at the right. Before passing this book around
we write at the top of the pages on which
the guests are to register, the words ‘Smith
Phonograph Store Concert, Tuesday Evening,
November 28 or whatever the date may be.
The guests then see at once just what it is
they are attaching their names to.

“Of course the object of getting the guests
to register in this way is that we can have
a good list of prospects to use for direct mail
circularization and that we can also have
a list for telephone solicitation. It is a cer-
tainty, of course, that any gathering of people
attending concerts are music lovers and so
they are the people to whom it is the easiest

to sell new records and the other musical mer-

chandise we regularly carry in stock.

“We believe that through this method of
coming in contact with the music lovers of the
city and through this plan of getting the names
of all the people who attend our concerts, we
have secured the most comprehensive list of
real music lovers of any talking machine store
in the city.

“That is one way in
strongly on our concerts.

“Another way in which we cash in on the
concerts is that of getting people thoroughly
familiar with our store so that tliey will feel
perfectly at home in it. We are of the opinion
that this is one of the prime factors in increas-
ing trade, as the more familiar people are with
a store and the more at home they feel in it
the more likely they are to give the store all
of their patronage.

“We also cash in on the concerts through the
fact that they greatly enhance the prestige of
our establishment for being the leading music
store of the city. And this, as every music
merchant knows, is a splendid reputation for
a store to have.

“Again we cash in on the proposition through
the immense amount of word-of-mouth adver-
tising that we get by reason of staging these
concerts. The people who take part praise
tliem, the folks who attend praise them and the
result is that they form one of the chief topics
of conversation in circles where such adver
tising does the most possible good. All of
which helps business tremendously. And all
of which is passed on to other dealers in the
hope that it may give them ideas which will
help them in getting more business.” )

C. W. KANAGA NEW JENKINS MANAGER

WicHita, Kan., April 6.—The J. W. Jenkins’
Sons Music Co. recently announced the ap-
pointment of Clinton W. Kanaga, of Kansas
City, as manager of the local store. John W.
Jenkins, 3rd, who opened the store here in De-
cember, has returned to the Kansas City head-
quarters. In the future he will divide his time
between the Kansas City store and the local
branch.

which we cash in

DELIVERY BAGS

W holesale

II 210 Franklin Street s

OK&P\, 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

g BUFFALO, N. Y.

A SUCCESSFUL TIE-UP IN CANTON

Local Appearance of “Maytime in Erin” Proves
to Advantage of Rhines Edison Shop

Can1on, O., April 2—The appearance here re-

‘cently of “Maytime in Erin,” in which Walter

Scanlan, celebrated Irish tenor, is starred, was
a tip for the Rhines Edison Shop here to tie
up with the engagement with two attractive
window displays. “We found one window was
not sufficient to elaborate on the display we
had planned so we put in both of the windows
boosting Scanlan’s newest Edison hits,” said
Manager Rutledge of the Rhines shop. The
budget of new songs featured by the store in-
cluded “Puff O’ My Pipe,” “Mother’s Paisley
Shawl,” “I Was a Pilgrim in Loveland,” “Old
Irish Air,” “Some Day” and “Jolly Bachelors.”
In several of the numbers the store depleted
its stock on hand.

METHOD OF POLISHING SHOW WINDOW

The Success of a Window Display Depends to a
Large Extent on Clean Windows

The inside of the glass should be washed with
tepid water applied with a chamois, using no
soap or powder of any kind, according to the
Michigan Tradesman. Dry with chamois and
polish with cheesecloth. The outside requires
different treatment and should be cleansed with
the following mixture: One ounce pulverized
whiting, one ounce grain alcohol, one ounce li-
quid ammonia, one pint water.

Apply with a soft cloth, after having removed
the surface dirt. When this preparation is al-
lowed to dry and is then rubbed off with a pol-
ishing motion the surface of the glass will be
extremely brilliant and will remain so for a
longer time than when washed in the ordinary
way.

If the glass has become badly scratched a
filler should be applied. This consists of an
ounce of white wax dissolved in a pint of tur-
pentine. This fills the cracks or scratches and
prevents dirt from lodging in them.

EXCELLENT MARKET IN TAMPICO

WasuinGToN, D. C., March 2—American talk-
ing machines control the Tampico market.
Probably 90 per cent of all instruments sold in
Tampico come from the United States, accord-
ing to a report issued by the Department of
Commerce here. A few German machines and
a small number from Spain are sold, but they
do not offer serious competition to the well-
known, well-made, high-class American ma-
chines. In fact, dealers state that the cheaper
European instruments only tend to make friends
for those of American manufacture.

It pays to overlook the mistake of an em-
ploye just so long as the same mistake is not
made twice.
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Medium prices for
- particular trade

The compelling and satisfying beauty of
Brunswick cabinet design is easily accounted
for when one reflects that the third genera-
tion of the worid’s finest woodworkers is
now at work in Brunswick shops.

Considering the quality of materials and
workmanship as well as the trade affected,
the price range of 3350 to 3775 for these
exquisite period designs is really moderate for
musical merchandise such as the Brunswick.

The experienced phonograph man knows
what a powerful sales factor appearance is,

THE
“GEORGIAN"

i

|
J THE '‘OXFORD"

and in its natural atmosphere of good taste
and fine furnishings the beauty of Brunswick
period designs sets the modern standard.

Each of these fine models is an artistic
replica of a historic period-style, combined
with the best achievements of modern con-
struction.

The Brunswick Phonograph plays all
makes of records. Brunswick Records
can be played on any phonograph.

THE BRUNSWICK-BALKE-COLLENDER CO.
Manufacturers — Established 1845
CHICAGO NEW YORK CINCINNATI TORONTO

hﬁp
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She just dropped in to get a good sacred record. She wants
to see a catalogue.

There should be one, with a complete set of supplements, 1n the
hearing room. Get her comfortably seated where she can go over
the listing and you can sell her more than one record.

Use the Columbia Catalogue Binder and Chain. Anchor the
catalogue where it will do you the most good. 50c each, at your

Columbia Branch,
COLUMBIA GRAPHOPHONE CO.
New York

Nsssg —_— ——
LOPEZ OKEH RECORDS FEATURED IN ATTRACTIVE WINDOW

OUR EXPORTS OF TALKING MACHINES

Export Figures on Talking Machines and Rec-

New York Piano & Organ Co., York, Pa., Arouses Widespread Interest Through Unusual and
Cleverly Conceived Display and Sales of Records by Vincent Lopez Get Big Boost

The advertising
department of the
General Phonograph
Corp., New York,
manufacturer of
Okeh records, re-
ceived recently a
photograph showing
a very iuteresting
window display used
by the New York
Piano & Organ Co.,
of York, Pa., Okeh
dealer. A standard
Okelh  window dis-
play was used as the
basis for this win-
dow, and the Vin-
cent Lopez panel at-
tracted the attention
of many radio “fans”
who have heard this
popular orchestra's
playing over the
radio from WJZ.
The smaller panel
cards listed many of
the selections that
Lopez has featured,
and the window
served to stimulate
materially the sale
of Lopez Okeh rec-
ords. The window

Effective Okeh Window of Lopez Records

attracted a great
deal of attention and
praise.

LINKS THE SONORA WITH KING TUT

New Haven Talking Machine Dealer Arranges
a Timely Egyptian Window Display

One of the numerous talking machine dealers
who took advantage of the general publicity
given by the daily press to the discovery of
King Tutankhamen’s tomb in Egypt to link up
the event with talking machine publicity was
Edward Wittstein, proprietor of Wittstein's
Music Shop, 110 Church street, New Haven,
Conn., who arranged a window display in whiclh
an imitation Egyptian mummy, together with
various articles of Egyptian character, shared
honors with a. handsome Sonora phonograph.
The legend in the window read: “If King Tut
were living to-day he would own a Sonora.”

COTTON FLOCKS

Record Manufacturing
THE PECKHAM MFG. C0., 35 a%s. 5res!

NEW VICTOR RECORD ADVERTISING

The Victor Talking Machine Co. recently pre-
pared for the use of its dealers in local adver-
tising a particularly attractive and up-to-date
series of record advertisements calculated to
make a quick appeal to those who desire to
secure the latest hits. The sketches featured
in the advertisements are particularly snappy
and the copy is of the sort to stand out strongly
in any company.

ords Show Increasing Tendency as Compared
With Last Year—Our Buyers Abroad

WasHinctoN, D. C., April 10.—In the summary
of exports of the commerce of the United States
for the month of January, 1923 (the latest period
for which it has been compiled), which has just
been issued, the following are the figures bear-
ing on talking machines and records:

Talking machines to the number of 3,282, val-
ued at $165,057, were exported in January, 1923,
as compared with 2,234 talking machines, val-
ued at $87,353, sent abroad in the samne period of
1922. The seven months’ total showed that we
exported 34,945 talking machines, valued at $1,-
361,563, as against 18,178 talking machines, val-
ued at $828,590, in 1922.

The total exports of records and supplies for
January, 1923, were valued at $75,361, as com-
pared with $77,644 in January, 1922. The seven
months ending January, 1923, show records and
accessories exported valued at $618,700, as com-
pared with $1,012,687 in 1922,

The countries to which exports were made in
January and the values thereof are as follows:
France, $1,515; United Kingdom, $9,032; other
Europe, $5,670; Canada, $79,764; Central Amer-
ica, $5,864; Mexico, $20,583; Cuba, $1,992; Argen-
tina, $685; other South American countries,
$3,731; China, $1,420; Japan, $3,476; Philip-
pine Islands, $2,472; Australia, $11,812; Perny,
$3,135; Chile, $2,415; other countries, $11,271.

In the above report the imports are not in-
cluded and this is explained by the Bureau of
Foreign and Doinestic Commerce, which in-
forms The World that “Only the exports of do-
mestic merchandise by articles and principal
countries are published at this time on account
of the delay in the import reports. The cor-
responding statement of imports will be pub-
lished when the delayed reports are received.”

RETURNS FROM MIDDLE WEST TRIP

Maximilian Weil, the well-known acoustical,
electrical and mechanical engineer, returned to
his New York offices several days ago follow-
ing a trip through Middle West territory, where
he visited many talking machine manufacturers,
acting in an advisory capacity in the perfection
of some new talking machine equipment.

MADE BY

 PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

Let us fégure on your

PLYWOOD CORPORATION, Goldsboro, N. C.

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

requirements
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that dares the test
of direct comparison

with the living artist

The NEW
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14 H AT more could be said of a phonograph

than this: that it Re-Creates every elusive

tonal quality, every shade of expression—in fact
the actual rendition of the living artist.

Truly, the NEW EDISON PHONOGRAPH is

the crowning achievement of Mr. Edison’s inven-
tive career. For out of a mass of inanimate wood
and metal his genius has created an instrument of
such innate sensitiveness that it dares even the test
of direct comparison with the living artist.

Small wonder then that by sheer merit alone the
NEW EDISON is making bigger sales progress

every day, everywhere.

YON

NG ARTIST /

NEWEDISON )
f‘ COMPARISON WHH THE LIVING ARTISF .«
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cg‘f" |
—‘é R. EDISON, through this new phonograph
", has brought the treasures of the world’s

greatest music into the homes of people every-
where. The public has responded with a demand
that is taxing the Edison manufacturing resources
to the limit. Good business looms ahead for

the New Edison dealer in Ninteen Twenty-three.

THOMAS A. EDISON, Inc.

ORANGE, N. J.
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ASK ROYALTIES ON BROADCASTED COPYRIGHTED MUSIC

Result of the Campaign by the American Society of Composers, Authors and Publishers to Force
Radio Stations to Pay Royalties of Interest to the Talking Machine Trade

A matter of general interest to the lalking
machine trade from several angles is the effort
being made by the American Society of Comn-
posers, Authors and I'ublishers to force radio
broadcasting stations to pay royalties for the
privilege of broadcasting copyrighted music, this
being held to constitute public performance.

At the present time representatives of the
Society and of the broadcasting iuterests are
endeavoring to reach some sort of understand-
ing. The radio people claim that in broadcast-
ing music, and particularly popular music, they
are rendering a service to the publishers by ad-
vertising the latter’s melodies. The publishers,
however, cannot see it this way and are taking
action to exact royalty payments from every
broadcasting station in the country which uses
copyrighted music. It is reported that several
of the larger stations have recognized the right
of the Society of Composers, Authors and Pub-
lishers to demand such a royalty under the law
and have agreed to make such payments.

An intercsting point is made in the demand
for royalties when the music of talking machine
records and player-piano rolls is broadcasted on
the grounds that this counstitutes public per-
formance. There are few apparently who real-
ize that when a record or music roll maker se-
cures permission to record and pays royalty for
recording copyrighted selections, that privilege
is extended to the record buyer only so far as
it covers the reproduction of the music for his
own personal entertainment. When he uses the
music of the record for the entertainment of
the public and for profit to himself he is giving
a public performance and must pay a royalty
therefor. This phase of the case has been fouglt
out to the advantage of the copyright owners.

The broadcasting interests maintain that as
they make no charge to the public for their
services, that phase of the law dealing with
giving public performances for profit does not
apply in their particular case. They claim that,
chould they be compelled to pay royalties be-
sides broadcasting expense, no avenues would
be open by which they could hope for reim-
bursement from those who operate receiving
stations.

The counsel for the copyright owners has
suggested an annual license fee of $5 for every
radio receiving set in operation, though how this

MOTORS

Ready for Delivery
Double Springs; plays two 10-inch Rec-
ords; suitable for Portable Phonographs.
Sample, $3.75. Larger motor playing two
to three 12-inch Records; suitable for
Phonograph selling for $100. Sample, $5.75.

MERMOD & CO., 16East23dst.

N. Y.
Telephone Aahland 7395

fee is to be collected he does not state. There
are those, however, who see a material curtail-
ment in broadcasting work throughout the coun-
try if the demand of the Society of Composers,
Authors and Publishers is met in full, for then,
they say, the stations will only feature programs
in which copyrighted music has no part.

The licensing system is recognized as being
practically impossible until such a time as broad-
casting companies can devise methods whereby
their programs can be received only with spe-
cial apparatus fully protected by patents and
leased, rather than sold, to the individual. At
the present time, with various syndicate stores
selling radio parts on a 5, 10 or 25-cent basis, it
is possible for an amateur to construct a receiv-
ing set for a matter of $6 or $7 which will re-
ceive broadcasting programs within a radius of
twenty-five or thirty miles. To attempt to con-
trol stations built up in this manner would be
an impossibility.

From the standpoint of the talking machine
man the regulation of the broadcasting situation
as a result of royalty demands, or for other
reasons, is likely in some measure at least to
curtail the widespread interest in radio by fore-
ing programs that will not possess general ap-
peal or by bringing about charges for copyright-
ed programs that will discourage those who
Iiail radio as a means for free entertainment.

Members of the trade differ as to the effect
of the radio craze on sales. Some claim, and
in many cases their claims are justified, that
broadcasting the music of new records crystal-
lizes interest and helps the sales of such records,
and that the broadcasting of the music of well-
known orchestras and artists, accompanied by
the announcement that they record exclusively
for this or that make of record, has a good
advertising effect. Such publicity at the pres-
cnt time is confined chiefly to popular numbers
and there are dealers who believe that if more
attention were given to classics, accompanied
by record announcements, the result would be
the moving of more records of that character.

Other members of the trade, and they, too,
are numerous, declare that any advertising ben-
efits derived from radio broadcasting are more
than offset by loss in direct sales where the in-
terest of individuals is diverted from talking ma-
chines to radio receivers. As a matter of fact,
it is quite evident in many cases that the radio
set has supplanted the talking machine for a
period at least and that record sales have suf-
fered accordingly.

Meanwhile, both factions are directly inter-
ested in whether the present controversy be-
tween the music men and broadcasting people
leads to a curtailment or an extension of broad-
casting work and it is quite evident that some
developments of real importance imay be ex-
pected shortly.

BRUNO PREPARING CALENDARS

Letters Describing 1924 Creations Sent to Trade
by C. Bruno & Son, Inc.

Calendars are described, in a recent letter ad-
dressed to Victor retailers of C. Bruno & Son,
Inc, as one of the most productive forms of
publicity for the retailer. In an effort to over-
come the difficulty experienced in previous
years in satisfactorily supplying last-miinute re-
quests for calendars C. Bruno & Son, Inc., are
already making plans for 1924 calendars, at
the present time. Accompanying the letter were
sample calendars of three subjects, “Winona,
“An Experienced Pair” and “Norma.” These
calendars are exceptionally attractive in design
and provide space for the imprint of the dealer,
and it is suggested that dealers make early
reservations.

The interrelation of the elements which make
up a business, such as publicity, selling, etc.,
makes it necessary that each be considered of
equal importance.

Main-Springs

For any Phonograph Motor
Best Tempered Steel

Each
lnch x 10 reet ror all small motors......ccvueenns. $ .30
x 10 Pathe, Columbia, Helnemsan..... .35
1 “ x10  * Columbla ......re...-... .40
1 “ x11 * ‘° Columbla with hooks .50
1  x 18 ‘¢ Victor, old etyle.... A5
1 ““ x18 Ylctor, new style...... .80
1% « x18 Viector, new or old style. .70
1 ¢ x12 Helneman and Pathe..... .45
1 “ x10 Saal, 8livertone, Krasberg.. .45
1 “ x13 * °“ Baal, Bilvertone, Brunswick .50
1 ““ x18 * °° Sonora, Brunswick, Saal. .o .80
13/16°* x 18 *° * Heineman and Pathe..... .. .75
1% “* x25 “ * Edison DIse ..eviievnnenncinnns 1.50
SAPPHIRES—GENUINE
Pathe, very loud tone, each (5e, 100 lots $1(.00.
Edison Loud-tone, each [5c; in 100 lots, $I1.50.
TONE-ARMS
The very best, loud and clear, throw-back... 4.50
With 1arge reproducer, very loud, Universal.. 4.00
With smailer reproducer, but loud and clear.., 2.5¢

PHONOGRAPH NEEDLES

ve you best price on Brilllantone. Magnedo, Wall-
nofone, Nupoint, Gilt Edge, Incas and Velvetone

We can
Kane,
Needles.

ORDER RIGHT FROM THIS AD

8end for price list of other repalr parts and motors.

Terms—F. 0. B. 8t. Louls, Mo. Send enough to ocover
postage or goods will be shipped by express.

The Val’s Accessory House
1000-1002 Pine St. St. Louis, Mo,
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Model No. 41

The Oxford

A period design of old
England, in rich brown oak,
with over lay of walnut, 4334
inches high, with top 21 x
2254 inches. Equipped with
gold-plated metal parts, automatic stop,
steel and jewel needles, two reproducers,
counterbalance cover supports, and eight
albums.

Retail price, $200

East of the Rockies
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Model No. 31
The Westminster

An Early English period
design in deep, rich oak, with
walnut applique, 427 inches
high, with top 204 by 21
inches. Equipped with mick-
eled metal parts, automatic )

stop, counterbalance cover supports, steel
andjewel needles,two reproducers,shelves
for records, and compartment for album.

Retail price, $150
East of the Rockics

The Phonograph of

Distinctive Features

Jhe CHENEY

The most perfect music-
reproducing instrument made

Any salesman who has met The Cheney in competition
will vouch for the fact that its features are far more than
selling points. Phonograph against phonograph, value against
value, The Cheney is more than a match for any other.

Consider these five great features:

1 An acoustic system that develops and restores the
original tone from the record.

2 Practical elimination of needle scratch.

3 A violin resonator which makes Cheney tones
grow sweeter with age.

4 Designs which set the standard in the industry for
elegant simplicity.

5 Cabinet workmanship which bears the imprint of
craftsmanship.

Cheney dealersfind theirtrade constantly increasing—and they have
behind them the assurance of sales policies which are eminently fair
and permanent. The Cheney franchise is growing increasingly valuable.

Two of our most popular models

Note particularly the two-tone finish of The Oxford
and The Westminster. Two-tone furniture is so pop-
ular this season that these models have proved excep-
tional sellers.

The prices are hardly short of sensational. With
these models you can advertise, and you can deliver, a
rarely artistic musical instrument famous for its tone—
which cannot be duplicated—at the price of an ordinary
phonograph.

Ask us for detailed description of these
models and prices

THE CHENEY TALKING MACHINE COMPANY - - - CHICAGO
DISTRIBUTORS

CHENEY PHONOGRAPH SALES CO. CHENEY SALES CORPORATION
1965 E. 66th St., Cleveland, O. 1107 Broadway, New York City
806 Pennsylvania Ave., Pittsburgh Greatecr New York, Westcrn Conn.,

Ohto, W. Va., Western Pa. New Jersey
CHENEY SALES CORPORATION, 1105 Chestnut St., Philadelphia
Eastern Pu., Del., Md., Washington, D
CHENEY SALES CORPORATION, 376 Boylston St., Boston
New England
CHENEY SALES COMPANY EDW. G. HOCH & CO.
Brandeis Bldg.,, Omaha . 27-29 Foufth St., N., Minneapolis
Iowa, Nebr., Colo., Wyo. Minn., N. D., §. D., Northern Wis., Mont.
RIDDLE PHONOGRAPH CO., 1205 Elm St., Dallas, Tex.
Texas, Southern Okla.
ROLYAT DISTRIBUTING CO. CHENEY PHONOGRAPH CO.
Provo, Utah 212 Selling Bldg., Portland
Utah, Southern Idaho Washington and Orecgon
MUNSON-RAYNER CORP., 643 S. Olive St., Los Angeles
California, Western Nev., Ariz.
All territory not listed above is_handled direct by the
Cheney Talking Machine Company, Chicago
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edge a Necessary Equipment

ealer &

By Lester G. Herbert

of the Talkin‘g Machine D

Few men engage in musical merchandising
unless they are fond of harmony of sound. In
fact, many proprietors and employes of stores
handling musical supplies are finished musicians.
1t is almost inevitable that where a music store
business man is closely associated with the
musical life of his town or city, the acquaint-
ance will prove the lead for much profitable
business.

Take, for example, the genial proprietor of
the Auburn Music Co., Auburn, N. Y, Bertram
Hole, whose fine singing voice makes him a
welcome addition to choirs, quartettes and
musical affairs. And in this instance, as in
many other similar situations, Mr. Hole is ac-
quainted and associated with many of the mu-
sical people in the city where he lives. What
more natural than that this broadening ac-
quaintance and friendship should prove valuable?
Under Mr. Hole’s business direction the Auburn
Music Co. has expanded and is housed in a
fine new home which is roomy and of a thor-
oughly modern type.

We naturally expect that a man selling auto-
mobiles will be an automobile enthusiast, and
that one handling books will be a book lover.
Then, by the same token, it will be logical
and natural that one who loves music and pos-
sesses skill along these lines himself will be
an interested and svmpathetic adviser when it
comes to the purchase of musical instruments
or musical supplies.

You and I go to a doctor because we have
reason to believe that he understands the human
anatomy and the pathology of medicine; we go
to a lawyer because we conclude his studies
and standing as a member of the bar justify

% £

our belief that he knows law. Surely, then, the
public is justified in thinking that a man who
is a musician himself, or who appreciates good
music at least, and who understands what is
necessary in the way of study and equipment
to produce music, will be able to give intelli-
gent suggestions and help, and that the sup-
plies selected by such an one will be of a
quality character.

It frequently happens that musical establish-

Several Concrete Ex-

amples Showing How
Knowledge of Mousic
Enabled Merchants to

Increase Their Trade

e e

ments, at least, to advantage. This means much
sical skill to deinonstrate some of the instru-
ments, at least, to advantage. This means much
in the selling of musical supplies and in demon-
strating instruments which are not of a me-
chanical character. Even where the player-piano
and the talking machine are concerned, an ap-
preciation of time, tone and suitability is an im-
portant factor.

"~ In one establishment it was found after a

« A

WRITE FOR PRICES AND DISCOUNTS

NICKEL
PLATE

NaTORELLE

The Now Famous Reproducer
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series of tests that the dull hour of the day
was from two to three. There were reasons
why this was the case in this location. To
overcome this handicap or sagging an informal
musical program was given at this time each
afternoon. Anyone. was welcome to come in
and to rest or to listen. Sometimes the talking
machine was used in part, as well as stringed
and other instruments. The audience was rarely
large, but it was quite sure to be appreciative,
and it was found that this daily program was
the means of a substantial increase in business.
Many planned to drop in, if only for a few
moments to rest.

The listeners were at liberty to request any
special number. Sometimes it was not possible
to give this at once. If it was not, then it
was planned to give it in some form at an
early date, and the store advertising carried
the notation:

“By Special Request. Thursday, From 2 to 3.”
Then would follow the numbers to be featured.

Frequently the program was entirely made
up within the store, and again those from out-
side took part. When this was the case there
was always the courtesy of announcement in
the paper, and so teachers of different musical
instruments were glad to serve for the pub-
licity. Sometimes an artist was especially se-
cured for a special occasion, and in that case
the program might be repeated later in the
afternoon. Fortunately, this store was large
and roomy and, while the conditions were not
ideal, they served very well. A number of
seats were always available in the music room,
and there was a reserve supply of folding chairs
when these at times became necessary.

i . 7

DEALERS who
have stocked
NATURELLE
find 1t a quick seller
at a good profit.

We supply display
and advertising
material free to
dealers.

Write for details
of this wondertful,
easily sold repro-
ducer.

T4€ (Yaturee Co.

125 East 237 Street
New York-N-Y-
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Occasionally a group was especially invited.
For example, a list was kept of all the schools
having talking machines, and of chairmen of
committees having charge of the purchase of
the records; and so it became appropriate to
invite teachers and chairmen to special con-
certs at which there were demonstrations and
explanation of a list of fine, new records, a
talk on “Special Records and How to Use
Them,” and a couple of violin solos. Five
o'clock tea and wafers were served.

Upon another occasion, a group of choir
people were brought together, one of the at-
tractions of this gathering being a talk on
“Choral Effects and How to Produce Them.”

It is evident that any dealer with imagination
and a fondness for music can easily arrange
some means by which those who know and
love music will be brought in contact with the
store, and those who are not acquainted with
music will have an opportunity also to enjoy
it and to learn to know more about it. Fos-
tering a love for musie on the part of the
public is as necessary for the music dealer as
fostering a love of thrift on the part of the
old and young is for the banker.

A NEW LINE OF JUVENILE RECORDS

Regal Record Co., Inc., Marketing “Little Tots’
Nursery Tunes” in Loose-leaf Form

The Regal Record Co., Inc, 18 West
Twentieth street, New York City, manufacturer
of the “Little Tots’ Nursery Tunes,” is now
marketing this new product to the trade. These
new juvenile records are sold in loose-leaf books
and individual loose-leaf pockets. The original
album contains six different records with col-
ored pictures and verse cards. Each pocket is
equipped with a specially designed flap, making
it impossible for the records to slide out and
break. Thus the record book ean be handled
by a child without injuring the records.

The album is made in a manner that allows
the further addition of loose-leaf pockets con-
taining records which can be supplied to the
“Little Tot” enthusiast by the retailer. Accom-
panying each additional loose-leaf pocket is a
colored picture and verse card.

In exploiting this product, the advertising de-
partment of the Regal Record Co., Inc., has
prepared several very attractive sales helps for
dealers. Among these are a large rotogravure
panel and individual cutouts. The announce-
ment of this new article, which was made last
month, arouscd unusual interest in talking ma-
chiné trade circles.

FREDERICK BUYS BIG BUILDING

President of W. F. Frederick Piano Co. Pur-
chases Modern Eight-story Building in Pitts-
burgh as Home for W. F. Frederick Piano Co.

PirTsBUrGH, Pa., April 6—W. F. Frederick,
president of the W. F. Frederick Piano Co.,
purchased from the Daniel Maginn estate an
eight-story stone and steel building at 913-915
Liberty avenue, it has becn announced here.
The property is 26 by 107 feet and runs through
to Exchange Way. The price paid is said to
be about $200,000. Mr. Frederick plans to re-
model the building at the expiration of the
present lease as a permanent home for the W. F.
Frederick Piano Co., which is now located at
635 Smithfield street. The company handles a
full line of pianos, talking machines, sheet music,
simall instruments and player rolls.

GAELIC CO. FILES PETITION

The Gaelic Phonograph Record Co., Inc., 40
West Fifty-seventh street, New York City, has
filed a petition in bankruptcy, listing liabilities
of $23,220 and assets unknown.

The Victor Talking Machine Co., Camden,
N. J, has announced that a dividend of $2 a
share on common stock will be paid on
April 14.

AGREE NOT TO ADVERTISE TERMS

Denver Music Merehants Also Enter Into
Agreement on Maximum Terms on Pianos
and Talking Machines—Important Move

Believing that the advertising and sale of pi-
anos and phonographs on unreasonably low
terms of payment are detrimental to thc music
trade, Denver music firmms recently met with the
Retail Merchants’ Bureau and adopted an agree-
ment as follows:

“l. We will eliminate from our respective ad-
vertisements of pianos and phonographs all
specific mention in dollars and cents, either of
the cash down or the subsequent terms of pay-
ment. This does not prohibit advertising the
general statement that instruments will be sold
on terms.

“2. We will strive to have all piano sales con-
tracts provide for payment within twenty-four
months, and under no circumstances shall the
sales contract provide for terms of payment ex-
ceeding thirty-six months.

“3. Likewise, in the sale of phonographs we

will strive to secure full payment within twelve
months, and under no circumstances shall the
sales contract providc for terms of payment ex-
ceeding fifteen months.

The agreement was signed by the following
firms: Baldwin Piano Co., Darrow Music Co.
Denver Dry Goods Co., Edison departmcnt
Knight-Campbell Music Co.; Laman & John-
son Music Co., McKannon Piano Co., Sharp
Music Co., Wells Music Co., Denver Music Co.
and Russell Gates Mercantile Co.

MARKELS RENEWS OKEH CONTRACT

It was announced reccntly by the General
Phonograph Corp., New York, manufacturer of
Okeh records, that the Markels Orchestra, mak-
ing records exclusively for the Okeh library,
had renewed its contract with the company.
This orchestra, which has been represented in
the Okeh catalog for the past year, has met with
a very favorable reception from dance enthusi-
asts everywhere, and QOkeh dealers report a
steadily increasing demand for Okeh records
made by the Markels organization.

Here Are Some of the
Things

AUDAK
WILL DO FOR YOU

Here are some of the conspicuously
successful retail talking machine concerns,
each of whom now have in use from

two to forty-two AUDAKS in their estab-

lishments:

McCreery & Co., New York City
Bloomingdale Brothers, New York City
R. H. Macy & Co., New York City
Frederick Loeser & Co., Brooklyn, N. Y.

Cuts the Cost of Selling Records
Sells More Records

Increases Profits

Reduces Overhead

Increases Demonstrating Capacity
Gives Control of Customers
Prevents Booth “Joy-Riding”
Cuts Sales Cost

Economizes Store Space

Ask AUDAK Users---They Know

And Many Others

No Progressive Dealer Can Forego Looking into this
Important Development in the Phonograph Industry.

Write at once for details and the name of
your nearest jobber.

AUDAK CO., 565 Fifth Ave.,, New York, N. Y.

Abraham & Straus, Brooklyn, N. Y.
Kaufman's, Pittsburgh, Penna.

Levin's Victrola Shop. New York City
Wm. Taylor, Son & Co., Cleveland, Ohio
Coldberg's Music Shop, Passaic, N. J.
Joseph Horne Co., Pittsburgh, Penna.
Jordan Marsh Co., Boston, Mass.
Bamberger’'s, Newark, N. J.

Hahne & Co., Newark, N. ].
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The KRASCO

Plays and repeats any make of record any number of times, then
stops automatically with the needle suspended above the record.

Licensed under the
Brooks-Klemm Patents

The Greatest Talking Machine Improvement Since

the Invention of the Disc Record
THE KRASCO ASSEMBLED UNIT is the coo rdination of the various mechanical parts of the talk-

ing machine into a single mechanism. It embodies a self-setting, automatic repeater, together with an
automatic stop and other exclusive improvements. Every part has been designed in relation to the whole,
resulting in a mechanical perfection not possible by any other method. The KRASCO is the first AS-
SEMBLED UNIT of this kind to be put on the market, and marks a new era in the talking machine
industry. A careful examination will quickly convince you that it opens up a new and broader field to
manufacturers, distributors and dealers everywhere. More than a year has been spent preparing for the
production of the KRASCO ASSEMBLED UNIT. Special automatic machinery is used to reduce the
cost of each part to the last fraction of a cent. Today we are manufacturing these units in mass produc-

tion, enabling us to market them at a price no more (often less) than the combined price of the several
parts without the repeater.

KRASCO MANUFACTURING COMPANY
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Assembled Unit

More Than Doubles the

Sales and Profits of the - — -
Manufacturer «v Dealer

The Automatic Repeating and Stop Feature

This device is not an attachment, but is an
integral part of the motor, mounting plate
and tone-arm. It is substantial and strong.
It is absolute]y fool-proof and troub]e-proof.
It is thoroughly dependable and functions
with almost human intelligence. It is en-
tirely controlled by one simple dial that is
plainly lettered and numbered. It is quickly and
easily understood by the most inexperienced
operator. lt sets automatically to exactly play
any record, or to play any part of a record.
It repeats any desired number of times and
stops automatically—with the needle sus-
pended above the outer edge of the record, so
that records may be changed easily without
touching the tone arm. It is designed so that
the needle cannot touch the left side of the
record. The needle rises automatically when
it passes the center. The KRASCO RE-
PEATER cannot damage the reproducer or
record. It lifts and deposits the needle more

In the Krasco Assembled Unit you get a power-

gently than can be done by hand. The repeat-
ing mechanism is disengaged while the record
is being played, and it functions only for the
instant required to shift the needle to the re-

ful, silent four spring motor containing 64 feet of
spring; a perfect drawn brass tone arm without
die-cast parts of any kind; a reproducer of the
finest quality possible to make; a dependable, in-
built, automatic repeater and stop; all mounted

451 EAST OHIO STREET '

playing position. upon a black enameled plate. The motor is in-

sulated from the plate through wooden cross mem-

To Manufacturers: THE KRASCO AS- 1 .
SEMBLED UNIT increases the manufac- })er.s. The unit may be attached to any cabinet.
. t is fastened to the motor board with a half dozen
turers output, reduces factory costs, overhead screws. It will play ten 10-inch records with one
and floor space required. The exclusive fea- winding. No finer or better tone qualities can be
tures of a KRASCO equipped machine in- reproduced by any phonograph.
stantly appeal to the trade. Because the ma-
chine immediately arouses the interest and
attracts the attention of both the dealer and

Send for detailed description and prices

the public, it is self advertising—This lowers
selling costs.

ToDealers: By securing the agency of a line of talking machines equipped with the KRASCO features,
you can instantly increase your sales to an extent limited only by your territory. Every present owner
of a phonograph becomes a brand new prospect. The advent of the KRASCO equipped machine makes
all now in use old-fashioned and out-of-date. In addition to being the only complete and up-to-date in-
strument for the home, it is an absolute necessity for all places where there is dancing—restaurants—
summer resorts—all places of amusement. z

Every demonstration will make a sale to a prospect able to purchase. If the makers of the line you
handle do not install the KRASCO ASSEMBLED UNIT, add a line that does. Worite us and we will
supply you with a list of manufacturers using KRASCO outfits.

If after thoroughly trying out the Krasco Assembled Unit you do not find everything exactly as repre-
sented, return the shipment and we will refund all that you paid, together with carriage charges.

CHICAGO, ILL.
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Four-Mlnute Conference on Business Toplcs

nm

No 12—Your Customer Approach—And How to Strengthen it
LTI iR A}

[This is the twelfth of a series of four-minute confer-
ences on topics of direct interest to business men in the
talking machine trade which have been prepared for this
publication by Lester G, Herbert.—EnITor.]

Customer approach is important, for in a
space of time, often as short as the twinkling of
an eye, the prospect is attracted or irritated in
a manner impossible to describe. First impres-
sions really are lasting—so be very careful of
them. Happily, there are a few common-sense
principles which will go a long way to make the
customer approach successful.

First of all remember that the customer is
Lhuman and that, regardless of surface appear-
ances, he recacts almost exactly as you and I
would under similar circumstances. The timid,
the aggressive, the rich, the poor—all respond
to sincerity, courtesy, interest, promptness and
that indescribable something which savors of
deference without being in the least servile.

Look the customer straight in the eye without
an offensive stare and speak. Say something.
Don't walk forward expectantly and take it for
granted thiat the other person will find it easy
to speak first. More people than you realize
are at a loss for words in beginning a conver-
sation. That's why they remark about the
weather or ask about your health, often not
waiting for a reply.

The words you speak should not be stupid, as
“Did you want something?”’ That is sure to
arouse the feeling “What do you suppose I am
here for, anyway?”’

Say, rather, “Good morning,” or “\Vhat can I
do for you?” or “Let me show you what you
are most interested in—no trouble at all!”

A smile is not necessarily a broad grin. A
smiling face and a smiling voice are a pleasant
face and voice. Avoid anything likely in the
least to make the prospect uncomfortable. One
calesman couldn’t understand why he seemed to
drive people away, often with signs of anger
or mortification on their faces.

At last a pert lad gave him the tip. “Gee, whit-
ticker, Cap,” the boy burst out, "1 hope you like
my looks—the way I wear my hair and my
clothes and the style of my shoes. How does
the inventory tally up, eh? They're as good as
I can afford!”

The salesman had never realized the rudeness
of his appraising glance—and he was a big
enough man to correct his weak and offensive
approach. All of us go, from time to tune, to
buy things of other people. \We need neces-

nnmanInG
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sities and luxuries. IL.et us use each and every
such occasion to. study what pleases or offends.
We will not do this for the purpose of criti-
c¢ism of anyone except ourselves. And let us
1emember that criticism can be favorable as
well as adverse.

But what will really count in such cases is to
study what we have observed alongside our own
methods. \We must be honest enough to ac-
knowledge where we are inclined to limp, and
to go about correcting our faults earnestly. It
is a fine plan to reduce the correction to a defi-
nite, brief and positive suggestion and to write
that sentence on a card and put it where we will
see it many times a day. If we have several
suggestions all the better. But do not lose track

them.

Keep in mind the vital character of the approach
und learn to win from the first nunute. Learn
fiow to judge types so as to approach accordingly
and then experience the joy of being able, in large
measure, lo govern the situation.

T. M. M. OPPOSES LEGISLATION

Members Urged to Communicate With As-
semblymen and State Senators Urging Op-
position to Assembly Bill No. 125 and the
State Trade Commission Bill

In accordance with the resolution adopted at
the last meeting of the Talking Machine Men,
Inc., that each member write to the Assembly-
man and Senator of his district requesting aid
in opposing Assembly Bill No. 125, which pro-
vides that in case of default of any customer
who has moved elsewhere dcalers will have to
start action in the city or town where they
are located, E. G, Brown, secretary of the As-
sociation, has sent a letter to members urging
iimmediate action. The letter also requests that
similar action be taken in the case of the State
Trade Commission, recently defeated in the
Assembly, particularly should it by any means
be reconsidered.

l\EEPlNG AFTER DELINQUENTS

Throwing a bluff will not be very effective in
clearing up delinquent accounts. One dealer
scnds out three letters, ten days between each,
reminding the customer that the account is over
due. If no payment is made by ten days after

THIS BABY

GROW!

“You: cantgowrons,

"-hlha:LFiSTSG >

the third letter has been sent out a telegram is
sent in the evening when the whole family is
at home which bluntly demands the money. If
there is still no response the dealer repossesses
the instrument. This method has reduced poor-
paying accounts to a minimum and reposses-
sions are rare.

The practice of the Golden Rule is the root
of the strong business tree. Shady business
praciices have never yet resulted in permanent
success. It is the patron who buys often who
counts.

ADD-ATONE

THE SUPREME TONE AMPLIFIER

A SJmple, neat appllance, ea311y attached to your machine.

or distortion.

Produces a pure natural tone, free from all

Note the novel spring suspension

Incomparable for Dancing

“blast,”

vibration

“If you haven’t heard the
ADD-A-TONE

You haven’t heard your machine”

UNIQUE REPRODUCTION CO., Inc.

32 Union Square, New York

Renewed pleasure from your favorite record is assured.

Doubles the volume, yet improves the quality and detail.
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or Columbia Machines.

Plays Edison Disc Records on Victor

VICSONIA MFG. CO., Inc., 313 E. 134th Street

Universally Used tor Over Nine Years

BETTER{HOMES® MOVEMENT’S RECOGNITION FOR MUSIC

New Plan Book Just Issued Lists Musical Instruments Among “Home-Makers’ Essentials and

Desirables”—Music in the Home Also

Given Prominent Space in Volume

The new plan book just issued for Demonstra-
tion Week of Better Homes in America, to be
held June 4-10, provides a definite place for
music in the home, the model home in New
Haven illustrated in the plan book having a
piano in the living room, while musical instru-
ments are listed under “Home Makers’ Essen-
tials and Desirables.” Under this head the talk-
ing machine is referred to particularly with
instructions for its utilization also.

Last year 961 communities, ranging from vil-
lages to cities, held some observance of the
Demonstration Week and over 500 model homes
werc equipped and displayed. It is expected
that this year the showing will be much more
substantial and the music trade, through the
medium of the Music Industries Chamber of
Commerce, is expected to take an active part in
the local celebrations. The Chamber of Com-
merce will send out announcements suggesting
action to that end.

The plan book is issued by the advisory coun-
cil of the movement, whose national headquar-
ters and bureau of information are in care of
the Delineator, 223 Spring street, New York
City. The advisory council includes, also, the
names of Vice-president Coolidge, Secretaries
Wallace and Davis, of the President’s Cabinet,
and others of national prominence. The gov-
ernors of thirty States hayve endorsed the move-
ment.

Page 56 of the book is devoted to “Music in
the Home,” as follows: *“Good music is essen-
tial to the ‘Better Home.’ It fosters understand-
ing and love of beauty, unites the family in a
common interest and makes the home attrac-
tive.

“Because music provides recreation, entertain-
ment and inspiration it is a wise investment and
becomes an aid in spending time and money
wisely.

“The gathering of the family and friends
around the piano for a good ‘sing’ is a blessing
not only to the individual but to the family as
a whole.

“Now what can be done during Better Homes
Week to stimulate the desire for music in the
home?

“1. See to it that there is a musical instrument
in the Demonstration Home.

“2. Have some kind of a musical program at
the Demonstration Home each day or as often
as possible.

“3. Conduct a Better Home ‘Music Library’
Contest, giving prizes for the best list of music
for the home, including songs and instrumental
music.

“4 Conduct a Music Memory Contest, giving
a prize to the person recognizing the largest
number of selections played on either a phono-
graph or some other instrument.

“5. Conduct a Phonograph Record Contest,

giving a prize to the one submitting the best list
of ‘twenty best phonograph records.’

“The Honorable James John Davis, Secretary
of Labor, says: ‘I would so develop music in
the community that T would have a musical in-
strument of some kind in every home, and I
would have every child taught to play, sing and
know music’.”

The plan book outlines the method of organ-
ization of local committees and the manner of
carrying out community programs. This in-
cludes the co-operation of newspapers, stores,

factories, churches, schools, as well as clubs.

The sub-committee on advertising and pub-
licity should have proper representation of mu-
sic interests, with particular attention paid to
activities of the sub-committees having in
charge the furnishing and decoration of model
homes and the programs of events. Instruc-
tions are given to “arrange for musical instru-
ments, talking machines, records, etc., in tlhe
home.”

It is significant that last year’s prize-winning
program in New Haven, Conn., had fully half
of its numbers devoted to music. This, how-
cver, was for entertainment purposes, rather
than to emphasize the advantages of music in
lhome betterment, which very properly is con-

templated in this year’s program.

MORE REGISTERED MAIL INSURANCE

Limit of Insurance on Registered Mail Raised
From $50 to $100 by Government

WasHINGTON, D. C., March 19.—The Post Of-
fice Department has announced that, effective
April 1, next, registered mail may be insured to
a limit of $100, instead of the maximum of $50
now allowed by the law. The increased indem-
nity is provided in response to a widespread
demand from houses which ship considerable
quantities of valuable articles through the mails.
In the past some firms have made a practice of
sending such articles by parcel post in order to

take advantage of the insurance privilege on
that class of mail, which has a limit of $100,
and it was felt that there was no objection to
increasing the limit for registered mail to that
amount, since many of these concerns would
prefer to send their goods in that way. The
fee for the $100 indemnity will be twenty cents,
but indemnity up to $50 will be obtainable at
the present rate of ten cents.

One of the most recent additions to the music
stores of Memphis, Tenn,, is Witzmann-Stuber,
Inc., 99 North Second street. Brunswick ma-
chines and records are handled in a well-ar-
ranged environment.

Cover, Straps Attached

T e e

pleasant.

Consult

50 Ralph Avenue

BRUNS MADERITE

Phono Moving Covers
For all models of Upright and

FEvery progressive dealer needs a supply of de-
pendable moving covers. Mr. Average Man dis-
likes to unpack anything he buys.
padded delivery covers you protect and deliver
a perfect instrument with no necessity for dirt,
inconvenience or trouble to your customer.

It is much more simple to slip a cover over an
instrument at the store and off at point of deliv-
ery and the impression left with your customer is

padded and satisfactory from every standpoint.

tributor or write us for literature and prices.

A. BRUNS & SONS

Manufacturers of Canvas Goods

Console Machines

By using

MADERITE covers are strong, well

your accessory jobber, phono dis-

BROOKLYN, N. Y.
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"E are not boasting. But it is a

| fact; prices of. steel phonograph
| --needles have gone up. As we expected
“and’ announced last month. If you
'are among the many who acted upon
our suggestion and stocked up on our
needles, you are now reaping the pro-
fits of your wisdom.  If you have not
yet laid in a season’s supply of Bagshaw
products, do so at once. Because
prices are still advancing. The end is
not yet in sight. There is still oppor-
tunity to profit 6ven at present prices

W H. BAGSHAW CO

FACTORIES, LOWELL, MASS
. SELLING AGENTS
BRILLIANTONE STEEL NEEDLE ((O. §aterict

INCORPORATED

370 SEVENTH AVENUE
AT 31st STREET NEW YORK *  SUITE 1214
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A Paten ted Novelty as Fresh

_and New as the Flowersin Spring/

The Brilliantone
Combination

Needle (ontainer

and

Record (leaner N

Dealers

LL you progressive Brunswick
Dealers: here is a tested and
proven way to boost your needle
sales and profits. Sell :Brunswick
needles in quantities of 500 in thc
new Brunswick Combination Nee-
dle Container and Record Cleaner.
Brunswick dealers, everywhere, are
cashing in on this business-building
novelty. Your regular Brunswick
Distributor can supply you. Ask
him for details of the. proposition.

Your distributor’s pame

Address - .

Please send me full particulars of new Brunswick Com-
bination Needle Container and Record Cleaner Proposition.

Your name

Youraddress T T

A NEWWay tosell ]
BRILLIANTONE

NEEDLES

To Other Talking Machme
Dealers -

VHIS new Brilliantone idea is raising a large crop of sales
for dealers. Tn fact, those dealers who have acted upon
our initial announcement, have already felt the stimulating
effect of this Combination Necdle Container and Record
Cleaner.

It sells needles in S00 lots. It gives the customers a practical
novelty—one that in addition to its-double purpose, constantly
reminds the user of you, the dealer.

Get the details of our proposition from vour regular dlstrlbutor
Use the coupon below at once. -Make the most of this oppor- ‘
tunity by taking advantage of it now.

BRILLIANTONE

STEEL NEEDLE CO. OF AMERICA; Inc.-
370 Seventh Avenue

at 31st Street
New York City
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Every lover of melody wishes there were more negro spirituals.

The Fisk University Jubilee Singers answer that wish in-“My
Soul is @ Witness for My Lord,” and “Give 'Way Jordan”—
Record A-3819.

Melody, as only negro male voices can supply it, features each of
these numbers.

COLUMBIA GRAPHOPHONE CO.

New York

BRUNSWICK DEALERS IN CONVENTION

Dealers in the Pittsburgh District Meet and
Close Session With Dinner at Fort Pitt Hotel
—Leslie I. King Makes Interesting Address

PirtssurcH, PaA., April 6.—Brunswick phono-
graph dealers of the Pittsburgh district were
‘uests at an informal dinner held at the Fort
Pitt Hotel recently. Many dealers were present
fiom western Pennsylvania, eastern Ohio and
\West Virginia. An excellent dinner preceded
the business session. George Meyer, Jr., the
well-known and popular Brunswick representa-
tive, presided and introduced Leslie I. King, of
Cleveland, divisional sales manager. Mr. King
made a very interesting and forceful address
and presented a number of reasons for better
business conditions in 1923,

He pointed out that the industrial situation
throughout the country was materially improv-
ing and that all indications pointed to a brisk
season in all lines of business for the next
twelve months. He stated that as the result
of a survey of the phonograph business taken
in forty-nine retail stores between New York
and Chicago the analysis indicated that the
unit of sale for 1922 was $111, whereas the
previous year it was only $81, which indicated
a public trend to purchase better merchandise.
Thirteen of the dealers included in this number,
Mr. King stated, had an increase of 31 per cent
over the previous year. Twenty-two had an
increase on the average of 10 per cent. Seven
of this number discontinued business and the
balance was on a par with 1921.

Mr. King laid no small stress on the subject
of dealers expecting a return on their invest-
ments in merchandise from advertising and
talked very strongly on the point that the dealers
should find an original idea to link up with the
national advertising copv which had been pre-
pared for them by national organizations and
that they should always seek the advice of news-

paper advertising staffs who were adequately in-
formed to serve them. Mr. King's outlook for
the Pittsburgh district Brunswick business was
most optimistic and he predicted larger and more
diversified sales of phonographs and records in
this section. L. S. McLeod, branch manager of
the Brunswick at Cleveland, also attended the
convention and dinner,

HOPKINS HEADS NATURELLE CO.

Well-known New York Business Man Elected
President of Reproducer Manufacturers

S. B. Hopkins, a well-known business man of
New York and head of an electro-plating com-
pany bearing his name, receutly was elected
president of the Naturelle Co., whose executive
offices are at-125 East Twenty-third street, New
York City. The firm is manufacturing and mar-
keting to the talking machine trade the repro-
ducer which it introduced last vear under the
trade name “Naturelle.”

The “Naturelle” reproducer has a patented
non-breakable wood diaphragm and its own
miniature amplifying horn. The diaphragm is
said to bring out the finer over-tones and every
shade of the artist’s expression.
used with success on various types of phono-
graphs and is particularly useful on portable
machines. In addition to the diaphragm of
wood, the reproducer is of duplex design, which
adds considerably to the volume of tone. The
case has an aluminum base and is of the same
weight as other reproducers. It i1s now mar-
keted in nickel and gold plate. The product
is simple in design and can be attached to
any phonograph by the purchaser.

The Metropolitan Victor Dealers’ Association,
of New York, held a luncheon meeting at the
Café Boulevard in March which was addressed
by Charles E. Mason, sales manager of the New
York Talking Machine Co., Victor distributor.

It has been

NEW COLUMBIA NATIONAL DRIVE .

Pages in Saturday Evening Post Make Prestige
Appeal in New National Campaign

Starting a few weeks ago, the Columbia
Graphophone Co. inaugurated a new full-page
campaign in the Saturday Evening Post. This
campaign will supplement the extensive news-
paper advertising campaign which is credited
largely with the increase in record sales volume
reported by Columbia dealers this year. These
uew pages are aimed directly at the prestige
appeal with a well-defined explanation of the
New Process record feature.

The opening advertisement prepared the
ground for the real purpose of the campaign.
On March 31 a full-page describing a special
Columbia record, Ponselle’s “Ernani Involani,”
was directed to attract the attention of people
who know good music. Comparison was invited
and six other symphonyseries records were listed.

It is suggested that Columbia dealers tie up
to this campaign with local window displays,
as such displays will give them an opportunity
of getting maximum results from this adver-
tising. All Columbia dealers will receive copies
of the advertisements to be run in the. Saturday
Evening Post well in advance of their ap-
pearance.

FORBIDDEN TO USE COUE’S NAME

Supreme Court Justice Erlanger, New York,
recently signed an order restraining the Coué
Svstem, Inc., from using the name of M. Coué,
his plhotograph or any talking machine record
of any lecture given by him. The order was
signed on the application of the Columbia
Graphophone Co., which claims to have the
only master record of a talk by Coué

Laxity in manners and habits is a sure indi-
cation of laxity in business.
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A. A. FAIR JOINS PATHE STAFF

Popular Sales Executive Now in Charge of
Michigan and Indiana Territory for Pathé Co.
Widely Known Throughout Trade

DEerroriT, MicH., April 5.—A. A. Fair, formerly
sales manager of the Jewett Phonograph Co.
of this city, one of the best-known wholesale
cxecutives in the country, is now in charge of
Michigan and Indiana territory for the Pathé
Phonograph & Radio Corp., with headquarters
in Detroit. Mr. Fair is keenly enthusiastic re-

A. A. Fair

garding the future for Pathé products, and is
now working on a new basis for merchandising
this company’s records, which he believes will
be well received by dealers in this territory.

Mr. Fair’s experience in the talking machine
industry dates back many years, when he started
as a traveling representative for Grinnell Bros,,
of this city. He was later appointed a member
of the traveling staff of the Columbia Grapho-
phone Co.s Detroit branch, later being trans-
ferred to the Columbia headquarters in New
York. He was subsequently associated with the
Aeolian Co. of Chicago as right-hand man to H.
B. Levy, Aeolian general manager at that point.

When the Jewett Phonograph Co. was organ-
ized Mr. Fair was appointed sales manager, re-
signing from this post the first of the year.
Since that time he has been taking a well-de-
served rest, and his many friends in the trade
will be glad to know that he is now back in
harness. While associated with the Jewett or-
ganization Mr. Fair spent considerable time vis-
iting the trade and he numbers among his
friends dealers and jobbers throughout the-in-
dustry.

GOTHAM VICTOR JOBBER TO MOVE

Emanuel Blout, Popular Metropolitan Whole-
saler, Plans Housing of Business in More
Central Location Further Downtown

The two-story building now occupied by
Emanuel Blout, well-known Victor wholesaler,
2793-2799 Broadway, New York City, which was

sold by Mr. Blout, as announced in a recent
issue of this paper, has been resold and the
present purchasers contemplate building a

fifteen-story apartinent building upon the plot.

The Blout organization will continue in the
present premises for the next several months.
In the meantime negotiations are going forward
to house the wholesale establishment in a cen-
trally located building downtown. The Blout
organization looks forward to a large and well-
cquipped establishment, which will add to the
efficiency of its distribution.

NEW COLUMBIA MODELS POPULAR

Wholesale Division of Columbia Graphophone

Co. in New York Territory Well Pleased
With Conditions and Bright Outlook
The wholesale division of the Columbia

Graphophone Co., New York City, is very much
pleased with the reception accorded the new
console models and the new portable recently
introduced by this ¢ompany. In addition to
the large demand for these new models, sales
for the rest of the Columbia line have been more
than gratifying. The record demand has been
far beyond expectations, and officials of the
company stated that the plant has been working
to capacity to take care of the large number of
orders received from Columbia dealers.

“Dealers are especially enthusiastic over the
new Columbia portable, which is making a hit
everywhere,” remarked Kenneth I.. Mills, gen-
eral manager of the company. “They are ex-
hibiting this small machine, together with the
new censoles, in their show windows, with the
result that sales have been large. From all in-
dications Columbia business with us is destined
to eclipse sales totals of last year by far, and
everything points to one of the most prosperous
talking machine years yet enjoyed by the
company.”

Many good men have gone down to obscurity
because of “intend to” and “to-morrow.” Suc-
cess is built on determining to “do it” and that
quickly. There is no place to-day for the slackers.

BEACH VISITS BRUNSWICK TRADE

New Brunswick Eastern Sales Manager Visiting
Dealers in His Territory—Enthusiastically
Received by Trade Throughout the East

H. A. Beach, who was recently appointed
sales manager of the Brunswick-Balke-Collen-
der Co. with headquarters at the company’s
New York office, 35 West Thirty-second street,
has been spending the greater part of the past
month visiting the Brunswick trade in his ter-
ritory. Mr. Beach has called on the Brunswick
dealers in Philadelphia, Baltiimore and the South
and has also spent a few days at the Brunswick
executive offices in Chicago. He has been ac-
corded an enthusiastic reception by Brunswick
dealers throughout the East, who appreciate the
fact that he is one of the foremost sales execu-
tives in the industry and is exceptionally well
qualified to co-operate with them in the develop-
nrent of Brunswick business.

SUCCESSFUL VOCALION CAMPAIGN

Musical Products Distributing Corp., of New
York. Closes Great Campaign in Interest of
Vocalion Records in Greater New York

The Musical Products Distributing Corp,,
New York City, has just completed a very suc-
cessful drive among dealers in the Manhattan
district which was inaugurated on January 1 in
the interest of Vocalion records, for which it is
distributor. Every effort was made during this
period to urge salesmen representing the com-
pany to stimulate sales among dealers handling
Vocalion records, and to increase the number
of dealers already on its list in this territory
In this respect the drive was a big success.
B. D. Colen, general manager of the company,
was largely instrumental in good work achieved
in this campaign, which netted the company
more than 50 per cent increase in dealer busi-
ness during this period.

“This month,” remarked Mr. Colen to The
World, “we are making an effort to introduce
to a large percentage of the dealers in Greater
New York the complete foreign catalog of
Vocalion records. These records are in Bo-
hemian, Polish, Jewish and Italian, all of them
representing recordings in the native languages.
This feature of the business is new with us,
but it promises well.”

It is a true saying that “You can fool some
of the people some of the time, but you can’t
fool all of the people all the time.
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famous.

and he's taken to wireless.

Cohen has given up trying to get a “car-pen-ter”’ on the telephone
“Cohen Listens in on the Radio,”
and “Cohen Buys a Wireless Set”—Record A-3832—are strictly
up-to-date recordings by the man who made damaged shutters
Yes, the radio bug has bitten Cohen bad; but the only
serious thing about it is Cohen himself.

COLUMBIA GRAPHOPHONE Cv.

Q

New York

SALT LAKE

Good Business Continues—DBetter
Industrial Counditions a Factor
—T'rade Activities of the Month

SaLr Lake City, UtaH, April 6.—The talking
machine business is holding up well locally and
practically every distributor and dealer your cor-
respondent has called upon reported a nice busi-
ness. Manager Berry, of the phonograph de-
partment of the Glen Bros.-Roberts Piano Co.,
said he was looking for a substantial increase
over last year. John Elliot Clark, head of the
John Elliot Clark Co. Victor distributor and
dealer, described business as better than a year
ago. Mr. Clark said his firm had been getting
excellent results from its window advertising
and newspaper space. A member of the Daynes-
Beebe Co. staff said they were doing a “wonder-
ful business” in phonographs. Dean Daynes, of
the Consolidated, was another who said busi-
ness was very fine. The O’Loughlin people are
doing a nice business, too. In most cases the
console and art models are leading.

The success of the talking machine business
locally may ‘be attributed to three causes. First,
the industrial and economic situation is better
than it has been for several years. Twelve
months ago men were going from door to door,
begging odd jobs from householders, but to-day
not only is there no unemployment, but mining
companies and others, even after increasing
wages, are clamoring for men. Another reason
is the great activity in musical circles, while the
third, which is really a part of the second rea
son, is that several artists of international fame
have been here during the past two or three
months, creating a big demand for talking ma
chine music.

Col. Jos. J. Daynes, president and general
manager of the Daynes-Beebe Music Co., has
gone to Chicago and New York on a business
trip and will be away about three weeks. This
well-known firm’s branch store at Hollywood,
Cal., opened recently, is making good progress.

The Taylor Bros. Co., of Provo, is planning
some extensive improvements in its musical in-
strument department, one of the largest and
best in the Mountain States as far as departinent
stores are concerned. L. R. Taylor, son of
Thomas Taylor, president of the company, is in
charge of the music department. Mr. Taylor
stated that talking machines and pianos will be

displayed hereafter on the ground floor and that
some booths will be erected on this floor in ad-
dition to those upstairs. This company enjoys
a large music patronage and has agents out
covering a wide territory. Another son of Mr.
Taylor’'s, M. R. Taylor, has joined the music
department.

Another Provo firm is enlarging its music
department, the Taylor-Dixon-Russell Co. A.
F. Dixon, vice-president and manager of the
music department, said that when the new de-
partment is ready it will have a nice little con-
cert hall. .

Last & Thomas, of Ogden, a company doing
a nice talking machine and piano business, was
burned out recently.

George A. Bolduc, until a few months ago
manager of the Glen Bros.-Roberts Piano Co.’s
talking machine department, was here a short
time ago to claim Miss Bess Jackson as a bride.
Miss Jackson served in Mr. Bolduc’s department
until she went to Montana for the John Elliot
Clark Co.

John Henry last, head of Last & Thomas,
Ogden, is dead at the age of fifty-seven.

A. L. Kirk, of the phonograph department of
Strevell-Patterson Hardware Co., local distribu-
tor of the Sonora, has bought out the Pauline
Music Co., Santa Barbara, Cal., and has resigned
his position here.

Mrs. “Ukulele” Hughes, wife of the well-
known local music merchant who bears that
title, has returned from a tour of the East, dur-
ing which she called upon many prominent mu-
sic houses. Mrs. Hughes is herself active in
music circles, being a _teacher of the guitar and
ukulele.

The Daynes-Beebe Music Co. has installed an
up-to-date radio departiment under Heber S
Nelson, a local radio enthusiast.

R. F. Perry, of the phonograph sales division,
Lrunswick Co., here, announces that the Magna
Furniturc Co., of Magna, Utah, has been ap-
pointed Brunswick dealer at that place. It also
operates a store at Midvale, Utah, where it has
the Brunswick line. He reports phonograph and
record business as very satisfactory, with a big
demand for the console designs, especially
the York and Tudor models. Many compli-
ments have been received on the new method
of releasing records to the public practically
every day, as it gives dealers something new to
feature to the public every day. As a result of
this new plan dealers are doing a greatly in-
creased volume of business. )

A lengthy comment was made in the March
19 issue of the Provo Herald regarding a fine

window display of Brunswick phonographs and
records at the Bates Stores Co., local Brunswick
dealer. The Bates Stores Co. has large window
space of about 100 feet, all of which was de-
voted to this display.

P. S. Heilbut, manager of the Brunswick-
Edison department of the Bates Stores Co.,
states that phonograph business is about three
times as great as it was a year ago.

The Bruce Music Co., newly appointed Bruns-
wick dealer at Pocatello, Idaho, ran a large ad
in the Pocatello Tribune March 9, announcing
the Brunswick line of phonographs and records
to its patrons, in addition to the Sonora line,
which it has carried for some time. Mr. Bruce
states that the new method of releasing Bruns-
wick records will greatly increase record buying
and looks forth to a big phonograph and record
business this year.

The T. C. Martin Music Co., of Pocatello,
Idaho, has been doing a very nice volume of
business. This company is one of the largest
music dealers in the State of Idaho and handles
the Victor, Brunswick and Columbia lines of
phonographs, together with other makes.

MRS. CLARK TO BE A DELEGATE

Director of Educational Department of Victor
Co., Appointed Member of Conference Com-
mittee of Women's Universal Alliance

WasHiNGTON, D. C. April 6—Mrs. Frances
E. Clark, director of the educational department
of the Victor Talking Machine Co., Camden,
N. J., has been appointed a member of the con-
ference committee of the Women’s Universal
Alliance, which is to hold a conference in this
city from April 30 to May 5. It is anticipated
that more than 1,000 delegates will come here
from all parts of the United States and from
many foreign countries. The purpose of the
conference is the study of world problems.

MOTORS

Single spring motors at $2.50
complete to be used for port-
ables, and small machines.

Pleasing Sound Phono. Co.
204 E. 113th Street
New York, N. Y.
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The Man Whom Edison Selected to
Manage His Phonograph Industry

Thomas A. Edison, needless to say, has little
difficulty in getting his name in the magazines
and newspapers. It is safe to assume that re-
porters journeying to Orange, N. J., invariably
go for one purpose—to interview the great
wizard and perhaps to start a controversial dis-
cussion about questionnaires, naval inventions,
Muscle Shoals, Ford-for-president or the count-
less other subjects in which the master inventor
is interested. '

But what of the men associated with Mr.
Edison, the executives whom he has selected to
manage his vast industries? With a desire to
have this question answered a World representa-
tive visited the laboratory of Thomas A. Edison,
not to chat with the commander-in-chief, but
with one of his staff officers, A. H. Curry, vice-
president in charge of the Edison phonograph
industry. It is generally known that the phono-
graph is Mr. Edison’s favorite invention, and
the man selected by him to promote it un-
doubtedly would have something interesting to
say. I was not disappointed in my surmise.

Without formality I was admitted to Mr.
Curry’s office. Instinctively I looked for the
conventional glass-covered mahogany desk. It
was not there. Neither did my O’'Sullivans en-
counter a luxurious rug. Instead I found my-
self in a spacious office which obviously was
intended only for work. The walls were of
steel and fireproof glass, the floor evidently of
concrete with a composition covering. Appar-
ently all precautions had been made that there
would be no repetition of the great Edison fire
which, ten years ago, comnpletely demolished the
entire Edison plant. From behind a flat-topped
steel desk Mr. Curry rose to greet me,

“I'm mighty glad to see you,” he said, remov-
ing a companionable looking briar pipe from
his mouth, “but it is difficult to understand why
a trade paper man should want to interview
me. The ‘Old Man’ is the logical target for
you chaps. Better let me take you over to
the lab. to meet him.” (Mr. Edison is referred
to affectionately as the “Old Man” by his em-
ployes.)

“On this occasion,” 1 told Mr. Curry, “the
phonograpli trade is going to learn something
about the man whom Edison has selected to
manage his phonograph industry.”

“Then,” said Mr. Curry with an ingratiating
smile, “I can assume that anything I say will
be used against me.”

The smile disclosed that the face, wlich
hitherto had appeared stern, could be most
kindly. Mr. Curry does not look to be more
than thirty-five. He has a finely shaped head,

4. H. Curry Bearded in His Den at Orange, N. J., Speuks of His Work in the Phono-
graph Field —Mr. Edison’s Views on Sales Development
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blond hair and features notable for their viril-
ity. The strong jaw convinces you that A. H.
Curry is a man of accomplishment. In fact, if
a motion picture director were looking for a
man who would typify the perfect executive,
A. H. Curry could write his own contract.

“Our readers will be interested in knowing
how long you have been associated with Mr.
Edison,” 1 said.

“l was a salesman for the Edison Co. about
seventeen years ago before the advent of the
Edison disc phonograph. In 1912, when I heard
the first Edison disc with its lifelike tonal qual-

é
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A. H. Curry, Vice-pres., Thos. A, Edison, Inc.
ity, I determined to raise enough money in some
way to become a wholesale distributor for it.
How this was managed is unimportant. It wasa
tough battle, but I finally found myself owner
of the Dallas jobbing franchise.

“At that time,” Mr. Curry continued, “com-
petition was strong in Texas. Huge sums were
being spent in advertising, the most alluring
terms were being offered to retailers. What
we had to work with was a new disc phono-
graph which was not being produced in suffi-
cient quantities, a catalog of about six records
and a bank-roll so limited that we could do no
advertising and had to insist on thirty-day
terms from dealers. To put it over an organi-
zation of salesmen, in the true sense of the
word, had to be formed—salesmen who, when

their prospects said ‘No! would smilingly reply,
‘Now that you are interested in our product,
I'll be around to-morrow to discuss the details.’
It was the mefriest scrap of my business ca-
reer, but somehow we prospered and the Texas-
Oklahoma Phonograph Co. became profitable.

“That’s about all there is to tell except that
two years ago Mr. Edison, for some unexplain-
able reason, asked me to take charge of his
phonograph industry. So here I am, though I
still control my jobbing point in Texas. At
least I had a jobbing point, but just before you
came in I received news that a fire is raging
in my Dallas warehouse. Of course, I'm in-
sured, but I may suffer a $50,000 loss despite
the insurance.”

Here was a man nonchalantly and patiently
submitting to an interview while his warehouse
was burning down—smiling at the prospect of
a $30,000 loss. It was by now pretty apparent
why Thomas A. Edison, when searching for a
man to look after his phonograph interests, had
chosen Amos H. Curry. The earnestness, alert-
ness and aggressiveness of this executive are
sensed when one is in his presence but a few
moments. His personality reaches out and makes
friends of all with whom he comes in contact.

In the course of the interview it was natural
that the conversation should drift to “Radio”
and its probable effect on the phonograph in-
dustry. “There is no use of worrying about
radio,” said Mr. Curry, “until it has been in-
vented. Of course, it is marvelous but it really
is in a half-invented state. Each week new im-
provements are announced, and, some day, I
suppose, an amplifier which does not distort
tone will be invented. Then we shall know what
the effect of radio on the musical instrument in-
dustry will be. Personally, I do not believe
that the radio outfit will supplant the phono-
graph, any more than the phonograph sup-
planted player-pianos or the latter the piano.

When questioned about the volume of Edison
phonograph business being done at the present
time, Mr. Curry stated very frankly that, for the
past four or five months, the average daily ship-
ment of phonographs has been in excess of the
largest average daily shipments during the
greatest boom period in the history of the Edi-
son Co. Sales of records are also greatly on
the increase due to the Edison Co.’s new system
of distributing records, which puts individual
exploitation behind each record and departs
completely from the conventional system of
grouping records under a monthly classification.

“At the present time,” continued Mr. Curry,
“Mr. Edison is experimenting with sales. He
is developing what he hopes will be a nation-
wide system of canvassing, for he believes that
canvassing is one of the most effective methods
of selling Edison phonographs. Already the re-
sults of Mr. Edison’s canvassing system would
astonish you. He has gathered statistics which
prove conclusively that there is no limit to the
business that an Edison retailer can do wholly
by house-to-house canvassing.”
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BEASLEY MUSIC CO. CELEBRATES

Live Concern of Texarkana, Ark., Announces
Twenty-fourth Anniversary Through Medium
of Ten-page Newspaper Supplement

TEXARKANA, ARK. April 7—The H. V. Beasley
Music Co. has again celebrated its business an-
niversary, the twenty-fourth this time, with a
special supplement in the local newspaper, The
Daily Texarkanian, which is of a character that
is bound to attract wide attention. The sup-
plement comprises ten full newspaper pages,
with a specially designed cover upon which ap-
peared the announcement of the anniversary, to-
gether with portraits’ of officers of the company
and of its building.

Various pages of the supplement are given
over to advertising announcements, lines handled
by the Beasley Music Co, including the Vic-
trola, which was featured in two full-page adver-
tisements, and other pages are devoted to the
pianos and other lines handled by this house.

One of the features of the text pages is a
biographical sketch of Herschel V. Beasley,
founder of the Beasley Music Co., who was
born in Lamartine, Ark., in 1865, and after va-
rious experiences in the trade opened a music
store in Little Rock in 1893. He founded his
present business in Texarkana in January, 1899,
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and now lias associated with him two of his
three sons, George H. Beasley, vice-president
and secretary, and Edward C. Beasley.

The progressive methods of the Beasley Mu-
sic Co. have won for it high standing not only
in local trade circles, but throughout the coun-
try and the success of its methods is proved by
the company’'s growth.

NEW SONORA DEALERS IN NEW YORK

Johann Schick and Forar's Music House Latest
Additions to Representatives Appointed by
the Greater City Phonograph Co.

The Greater City Phonograph Co., New York,
reports that business during the past month has
shown an increase of over seventy per cent as
compared with the samme period last year, a
proof, remarked Maurice Landay, prcsident of
the company, that Sonora dealers throughout
Manhattan district are doing a very healthy
business. The demand for Sonora machines has
not been confined to the popular console types,
but the upright models have also met with a
big sale, a feature which shows conclusively
that the upright model phonograph is not being
displaced by the console or period type machine
to as grcat an extent as imagined.

Among the new dealers recently established
by this company is Johann Schick, of 956
Third avenue, at Fifty-seventh street, New Yorlk
City, who is one of the pioneer talking machine
retail merchants in the metropolis, having been
located at this address for the past twenty years.
This store is considered one of the finest ac-
counts in the city and the Greater City Phono-
graph Co. is very much pleased at placing the
entire Sonora line in this store.

Another ncw dealer established this month
is Forar’s Music Shop, at 794 Columbus avenue,
New York, which has taken on the entire
Sonora line. Recently this store moved to a
corner location on Columbus avenue from the
center of the block. This gives it a better
opportunity to display Sonora models to the
people in that vicinity.

NEW TRUMPETONE DISTRIBUTORS

General Manager DeLaney Announces New
Jobbers in Philadelphia; Minneapolis, Boston
and Chicago — Business in Excellent Shape

The TrumpeTone Co., manufacturer and dis-
tributor of the TrumpeTone table or portable
phonograph, which was recently organized, has,
mm a very short time, distributed its small ma-
chine in several of the prominent trade centers
of this country and reports that business this
past month has been far beyond expectations.

T. F. DeLaney, Jr., vice-president and general
manager of the company, during a business trip
from which he recently returned, completed
arrangements for the establishment of several
new jobbers who are to handle the TrumpeTone
in their respective territories. The new jobbers
include Geo. C. Ulrich Co., 56 Estey Building,
Philadelphia, who will distribute this small ma-
chine in eastern Pennsylvania and southern
New Jersey; Edward G. Hoch Co., 104 Third
street, Minneapolis, Minn., for Minneapolis ter-
ritory; Louis F. Fowler, 501 Washington
street, Boston, Mass,, who will distribute
throughout New England, and C. H. Folkers,
Tower Building, Chicago, Ill. Negotiations are
under way, stated Mr. DeLaney, for the estab-
lishment of several more jobbers throughout
the country, and it is expected that within the
rext sixty days the TrumpeTone will be well
established with dealers throughout the country.

The Victor Co. has just sent out a number of
foreign supplements in the following languages:
Arabian, Bohemian, German, Greek, Hebrew
(Yiddish), Italian, Lithuanian, Mexican, Polish,
Portuguese, Russian, Swedish.

Dealers who are keen on the development of
their business should see to it that greater
stress is put upon the sale of the foreign records
represented in catalogs like these referred to.
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A wonderful new
juvenile record in
aloose leaf book.
It will bring you a
continual stream
of profits thru ad-
ditional sales.

Six different selec-

. e tions on three
v g 7-inch double-
) "t faced records—

with six colored
picture and verse
cards in a beauti-
ful album—$1 re--
tail.

Individual records
in loose leaf
pockets to fit the
loose leaf album
— complete with
picture and story
cards—25¢ retail.

Without question
“LITTLE TOTS' "
is the greatest
juvenile record
value by a wide
margin.

Jobbers and
dealers should
write at once.
It will pay you.

Grrizenssd

HGITTLE TOTS RECORD DIVISION

OF THE —

‘REGAL RECORD CO.

20 W,20 TH STREET NEW YORK-
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MAXIMUM TONE — MINIMUM COST
A Distinct Sales Asset for Every Dealer

LIST PRICE $17.50

Special Features

Start and Stop
Device

The Motor

is of the same con-

struction and exact- Speed Regulating

ness of larger in- —
SRR Carrying Handle
EFBICTENT Cabinet
p . . Mahogany Finish
an : .
DURABLE ' Tvun1péf0ﬂ'8 Overall measure-

ments 13 in. wide,
11 in. long, 11 in.
high.

QUICK TURNOVER --- MORE PROFIT

The TrumpeTone opens new possibilities for increased sales. It is built to appeal
to all types of customers, particularly to those who demand #maximum quality at a mni-
mum price.

The TrumpeTone is the outstanding example of the greatest value ever offered. It
is a business builder—it attracts every type buyer to your stare. '

If you have not yet made preparations to feature this unequalled value—communi-
cate at once with us.

DISTRIBUTORS
C’I.‘oH' F%lllzers Louis F. Fowler Edward G. Hoch Co. George C. Ulrich Co.
o S g. . 501 Washington St. 104 Third Street, N. 56 Estey Bldg.
Mlchlgancﬁxi\ég.giz l\i{l?dlson St. Boston Minneapolis Philadelphia

TheTrumpélone Companp Tnc
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way with this fox-trot hit.

“Aggravatin’ Papa” talks right up when The Georgians get under
And “Loose Feet,” on the reverse
side of this record, keeps your feet unlimbered ’til the last gurgle
has died in that saxophone’s throat.
bers are played with a snap that's just a couple of steps ahead of

the field. Both on Record A-3825.

COLUMBIA GRAPHOPHONE CO.

New York

These two popular num-

2

GREATER CITY PHONO CO. TO MOVE

Growing Business Volume Necessitates Move
of Sonora Jobber to Larger Quarters—Con-
venient Location Facilitates Service

The Greater City Phonograph Co., Sonora
jobber for the district of Manhattan and south-
ern New York State, is getting ready to move
this month from 311 Sixth avenue into its new
quarters, which are being prepared at 234 West
Thirty-ninth street, New York. This move has
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Greater City Phono. Co.’s New Quarters

been contemplated for some time past, as the
increasing volume of business necessitated much
larger quarters to take care of dealers in an
efficient manner. The company has secured the
entire floor of an up-to-date and modern fire-
proof building at the Thirty-ninth street address
and will devote the space, which exceeds 10,000
square feet, to the conduct of its Sonora whole-
sale business. It is planned to equip up-to-date
offices for the officials of the company, and a
feature of the new quartcrs will be a dealer
service room, where the entire line of Sonora
models can be shown to advantage to visiting
dealers. There will be a large shipping room
for the quick dispatching of dealer orders, while
the rest of the floor space will be devoted to
the carrying of a large stock of machines.

Maurice Landay, president of the company,
ts keenly enthusiastic over this move and stated
that this new plant will represent not only one
of the largest and most up-to-datc wholesale
distribution offices in the country, but one that
will be equipped to give Sonora dealers in their
territory a service of the highest character.

Thc location of this new building is a very
convenient one, as it can be reached from every
section of the city very easily. It is situated
only a block away from the Times Square sub-
way station and is accessible from the elevated
line on Sixth avenue and the crosstown Forty-
second street surface cars.

A salesman with a “better than thou” air sel-
dom makes sales. He may palm some goods off
on people who know no better, but there will
be a distinct lack of satisfaction for the pur-
chaser which will result in loss of business.

E. H. DROOP TO WELCOME SHRINERS

Washington Piano Man Appointed Member of
Citizens’ Committee for July Convention

WasuingtoN, D. C, April 3.—Edward H.
Droop, of E. F. Droop & Sons Co., has been
appointed by the commissioners of the District
of Columbia a member of the Citizens’ Commit-
tee, which is to co-operate with the capital
Almas Temple 1923 Shrine Committee in ar-
ranging for the entertainment of the Imperial
Council of the Mystic Shrine in June.

STARKE BROS. INCORPORATE

The firm of Starke Bros., 3122 Fulton street,
Brooklyn, has been incorporated for $30,000.
This firm has been established at the above
address for the past nine years, conducting a
successful business. The Hallet & Davis pianos
are featured, as well as a full line of phono-
graphs, musical instruments and sheet music.
The officers are E. F,, W. F. and F. E. Starke.

H. L. PRATT NOW WITH ESTEY CO.

Leaves Columbia Co. to Join Estey Organ Co.’s
Sales Organization

H. L. Pratt, manager of the branch service
division of the Columbia Graphophone Co., re-
signed from the company’s organization last
week and will join the sales division of the
Estey Organ Co., New York. Mr. Pratt has
been identified with the Columbia organization
for a number of years and numbers among his
friends Columbia branch managers and sales ex-
ccutives from one end of the country to the
other. B. W. Jennings, assistant manager of
the New York branch, will succeed Mr. Pratt
as manager of the branch service division and
will visit the various branches throughout the
country in his new capacity.

Prove to the prospective patron that your
goods are better than others and sales come
easy. Idle statements and boasting fool no one
and breed distrust.

Showing position for playing
Victor or other lateral-cut
| records.

I Showing position for playing
Edison or other vertical-cut
records. J

Oro-Tone No.
Automatically Adjusts Weight

amamy

5 Equipment

N EVER before in the history of |
the phonograph industry has
anyone been able to construct equip-
ment that automatically adjusts it-
self to the proper weight for play-
ing either Victor, Edison or any
other record. The Oro-Tone No. §
Automatic Victor Concert Equip-
ment accomplishes this completely.

Special Features |

I. Reproducer automatically adjusts
weight on needle when turned to
play either Victor, Edison or any
other record.

2. Needle automatically centers with

spindle so that reproducer will not

coast when record is played through.

It plays Edison records with ordi-

nary fibre needle, producing splendid

volume and no surface noise.

4. Tt can be attached in one second and
no further adjustment is necessary.

List Prices
Nickel Finish $6.00
Gold Finish . $8.00

Ask your jobber for sample
or we will send same on 30
days’ approval.

o O oo

1000-1010 GEORGE STREET
CHICAGO, ILLINOIS
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" PHONOGRAPH

EASTER MusIC

Through the Starr’s Singing
Throat of silver grain spruce
—the music wood of the
famous Stradivarius violins
—comes Easter music in
its purity.

The Starr betters all records
—Hearing is Believing. Ask
the Starr dealer for a hearing.

THE STARR PIANO CO.

Richmond, Indiana

New York—Chicago—Los Angeles—Birmingham
Detroit—Cincinnati—Cleveland—Indianapolis
Boston—XLondon, Canada

Model 111
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GENERAL PHONOGRAPH CORP. ELECTS

Directors and Officers Re-elected at Annual
Meetings—A. W. Fritzsche Elected Assistant
Treasurer—Excellent Business Report for
1922—Otto Heineman Optimistic

The annual meeting of the stockholders of the
General Plonograph Corp.,, manufacturer of

QOkeh and Odeon records, Heineman motors, tone
arms and sound boxes, Truetone needles, radio
parts and other products, was held on March
20 at the executive offices of the company, 25

Otto Heineman

West Forty-fifth street, New York. All of the
directors who have lield office for the past year
were re-elected, with the addition of Allen W.
Fritzsche, who has been identified with the or-
ganization for several years. The directors of
this company now comprise the following: Otto
Heineman, Wm. A. Neracher, Adolf Heineman,
W. G. Pilgrim, A. L. Fritzsche, A. G. Bean, B.
Benson, Jacob Schechter, W. C. Fuhri, Don M.
Kelley, R. Gloetzner, E. W. Shaw, Allen W.
Fritzsche.

The directors of the General Phonograph
Corp. also hecld their annual meeting the week
of March 20 and the following officers were re-
clected: Otto Heineman, president and general
manager; Wm. A Neracher, vice-president;
Adolf Heineman, vice-president; A. G. Bean,
vice-president; B. Benson, vice-president; Win.
G. Pilgrim, treasurer and assistant general man-
ager; Jacob Schechter, secretary. Allen W.
Fritzsche was elected assistant treasurer of the
company and will make his headquarters at the
company’s executive offices.

The business report submitted for the con-
sideration of the stockholders was very satis-
factory, and the sales totals for the last half of
1922 were particularly gratifying, as every divi-
sion of the company's organization reported a
substantial increase over the first half of the
year and over the corresponding period of 1921.
Okeh record sales for the latter half of the year
showed an increase that was almost phenome-
nal; these figures emphasizing the fast-growing
popularity of this well-known record line.

Otto Heineman, president and general man-
ager of thc company, who is recognized as one
of the industry’s foremost executives, was con-
gratulated by his associates upon the company’s
1922 report, and it is interesting to note that the
figures for the first three months of 1923 indi-
cate that this year will probably be one of the
most successful periods in the history of the
General Phonograph Corp. During 1922 Mr
Heineman made several trips abroad in behalf
of the varied interests of the General Phono-
graph Corp., visiting the Okeh jobbers and talk-
ing machine manufacturers in the leading trade
centers throughout the country. This gave Mr.
Heineman an opportunity to study industrial
conditions carefully and, in a recent chat with

The World, he stated that there was every rea-
son to believe the coming year would witness
an era of steady and continued prosperity in
the talking machine industry. Mr. Heineman is
not looking for any boom period, but feels cer-
tain that industrial conditions will be more satis-
factory than they have been for several years
past and that this undoubtedly will be reflected
in 2 substantially increased demand for phono-
graphs and records.

DC INVENTORY FIGURES LIE?

Merchants Must Determine What Forced Sale

of Assets Would Bring to Find Real Value—

Inventory Figures Often Cloud Real Facts

If it were neccessary for you right now to
turn your stock into cash, asks Tom Dreier in
Forbes Magazine, how much could you realize
on the money invested?

You may think that it would be possible for
you to realize 75 or possibly 85 per cent, but
isn’t it also possible that if you got 40 or 50
per cent you would be doing well?

Many a merchant has gone on serencly year
after year, confident that his inventory figures
really meant what they told him, only to learn
when it was necessaryv to make a quick sale of
the entirc stock that the inventory figures came
very far from telling the truth

The thing for vou to do at least once a year,
if not oftener, is to pretend to yourself and to
your clerks that jt is necessary for you to sell
out and turn every article of merchandise into
cash.

If vou will play this game as it ought to be
played you will learn many things about the
stock that you don't know now, and what is

probably more imiportant, much of the stock

that really ts dead, but which you may think is
alive, will be moved off the shelves either into
the hands of customers or, if worthless, into a
junk pile.

The only way to find out whether your in-
ventory figures mcan anything or not is to offer

the goods for sale and find out what they will
bring. That is the real test.

Suppose now it were necessary for you to
close out your business and your stock had to
be sold at auction. How much would it bring
under the auctioneer's hammer?

NEW VICTOR DEALER PUBLICITY

Electros for Reproduction on Postal Cards for
Circularization of Record Prospects an Im-
portant Innovation in Dealer Publicity

Something entirelv new and original in the
way of a dealer publicity help has just been
placed at the disposal of the trade by the Victor
Talking Machine Co., Camden, N. J. This con-
sists of a series of electros especially designed
for reproduction on the ordinary postal card
for the exploitation of special records. A two:
color effect can be obtained with these electros
by printing upon colored stock. The Victor
Co. advises dealers that specially attractive
effects arc obtained by printing black on salmon
stock, green on grey stock, red on light salmon,
blue on grey, red on buff, sepia on light blue.

This is really an innovation in dealer helps
and marks a step forward in manufacturer co-
operation which fills a distinct want in making
more effective the circularization of customers
in behalf of Victor records.

UNUSUAL PUBLICITY COLLECTION

One of the most unusual collections of litera-
ture pertaining to the talking machine business
is that of Mr. Littlefield, of the Victor talking
machine department of Sedgewick & Casey, mu-
sic dealers of Hartford, Conn., according to
James J. Davin, of Ormes, Inc., Victor whole-
saler, of New York. Mr. Littleficld’s collection
consists of a large quantity of consumers’ liter-
ature prepared by the Victor Co., every Victor
supplement issued since 1902 and a complete file
of the Victor house organ, The Voice of the
Victor, since 1908.

\ Utlell Flexi-File Record Cabinet No.
151—finished in Brown Mahogany.
Height 34 inches, width 20 inches.
depth 19 inches. Flexible canvas

record nockets. Capacity up to 150
records.

THE UDELL WORKS

28th Street and Barnes Ave.

Write for your copy of our new catalog of record and player roll cabinets

THERE'S a lot of profit for
you in this because every
buyer of a vertical cabinet
phonograph is a prospect. Think
of the convenience: Records
are the right height, it is not
necessary to stoop to get them,
they are neatly filed at your
fingertips. Eliminates the neces-
sity for record albums at $1.50
each. Besides extraordinary
convenience is a beautiful piece
of furniture, Udell quality
throughout. You can sell doz-
ens of these No. 151s. Better
write today and find out all
about 1t.

Indianapolis
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20% EXTRA PROFIT
100% MORE SALES

The New
¢ Emerson Records

There’s no argument about
your 20% extra profit per
sale—it just is/

For sales volume there is an
irrefutable argument. It's
because Emerson is the
first out with real Hits, and
Emerson Service sees that

The ‘New
Emerson “Phonographs

with the famous
Music Master Horn |

The famous Music Master Horn is exclusively
an Emerson feature. No other phonograph has
it. It is unquestionably the greatest single im-
provement made in the art in recent years, and

your repeat orders are filled
—not with “out of stock” ex-
cuses, but with the records
you want when you want
them!

Thus you are constantly en-
abled to turn every inquiry
into an instant sale.

IEERLDI

“If it’s a
“Real Hit
" it’s on the

Emerson’”

Dosss

=2

4.||

(_;_}
= ll?g
J

S

voof]

I

“If it’s on
the
Emerson
it’s a

. ‘Real Hit”
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EMERSON LOUIS XV MODEL

Mahogany or Walnut

Prices of Emerson Models Range From $125 to $225

for that reason is the most distinctive selling

feature in the trade today. Distribution is being

strengthened in some sections of the country.
Get particulars of our cooperative selling plan.

Write or wire in today.

EMERSON PHONOGRAPH CO.

Manufacturers of Emerson Records
Eastern Distributors Emerson Phonographs
105-111 W. 20th St., New York, N. Y.

WASMUTH-GOODRICH CO.
Manufacturers of Emerson Phonographs

Peru, Indiana

Records and
Phonographs

IR GO




AprriL 15, 1923

THE TALKING MACHINE WORLD

61

BUFFALO

Displays of “Talkers” at Better
Homes Exhibition Attract Atten-
tion and Create Sales—The N ews

Burraro, N. Y., April 7.—Talking machine and
record business in Buffalo and vicinity is run-
ning well alead of last year, and there is a
noticeable increase over the business of
March, an exeeptionally good month.

The Better Homes Exhibition, held in Buf-
falo during the week of March 19, greatly stim-
ulated interest of the public in talking machines,
and the number of sales made greatly exceeded
expectations of the most optimistic dealers.
Among the exhibitors was C. J. Hereth, who
featured the New Edison in a very attractive
booth, and, when visited by The World repre-
sentative, was very enthusiastic about the show.
“I believe the exhibition has been a wonderful
success for this store as well as many other
music stores,” said Mr. Hereth. “Thousands
of visitors familiarized themselves with the won-
derful quality of the Edison, which could not
have been accomplished under ordinary circum-
stances. We were able to exhibit the machine
to great advantage, and besides taking a number
of orders we secured many prospeets.”

Neal, Clark & Neal devoted a great deal of
thought and expense to their booth, and were
well repaid for their efforts. Vietor talking
machines were well displayed in an artistically
arranged booth. Buttons bearing the name of
Neal, Clark & Neal, and a number, were dis-
tributed among the thousands of wvisitors.
Duplicate numbers were distributed with the
understanding that upon meeting a person with
a similar number, both were entitled to a 10-
inch reecord. Frank E. Russel, sales manager of
the store, says that many persons called for
their record. The novel idea aroused interest.

The Brunswick and Sonora were featured in
a large booth of the Hoffman Piano.Co. and
quite a number of visitors to the show mani-
fested partiality to these machines.

Kaeppel Bros. were very gracious to visitors
interested in their display of Victor and Sonora
instruments.

George W. Pound, chief counsel of the
Music Industries Chamber of Commerce,
spoke before the Buffalo Chamber of Com-
meree at a luncheon meeting recently. *“The
great opportunity of the music industries is
here,” Mr. Pound said. “Everywhere people are
asking: What is the best remedy for this epi-

demic of unrest? The answer is ‘music.” When
music comes into the hearts of men there is no
room for discontent” Mr. Pound gave two
illustrations of how music had aceomplished

this great service in large industrial plants.

An ordinaunee restricting the playing of music
in publie places without eonsent of two-thirds of
the neighbors within a distanee of 200 feet was
recently defeated by a vote of four to onc in
city council. Mayor Frank Schwab, sponsor
of the ordinance, was the ouly one voting in its
favor. Charlcs E. Feldman, attorney for talking
machine manufacturers, spokc against the ordi-
nance, saying it would work a grcat hardship
on hotéls, dance halls and other places where
music was a feature.

F. B. Lipe, of Jamestown, says he will not go
on with the project of building a phonograph
factory in Randolph, as recently announccd.
“The real estate deal fell through,” he said, and
he has not yet found a site to meet his purpose.

Seeber & Hoffheins, Columbia dealers, are
moving this month from 20 Carlton street to
861 Main street. The interior of the new loca-
tion has been remodeled and redecorated.

A building permit has been issued to the
Bellanca Furniture Co. for the erection of a
new brick and tile store, costing $20,000, at the
corner of Carolina and Niagara streets. The
first floor will be used for the display and sale
of talking machines and records.

Genevieve Cunningham has been put in charge
of the record department of the G. M. Thomas
store in Lockport, N. Y.

Miss Geraldine Austin has bought theé phono-
graph and record store of A. L. Niles, in Sala-
manca, N. Y.

The Iroquois Sales Corp., distributor of the
Strand talking machine and Okeh records in
western New York, reports that it has closed
a very good month and expeets April to be one
of the best months of the year. A new account
just opened is C. W. Ludwig, Rochester, N. Y.,
who has been stocked with a complete and
attractive line of Strand machines and Okeh
records. The W. P. Young Store, another new
talking machine establishment in Rochester, has
been opened by the Iroquois Sales Corp., with a
complete stock of Okeh reecords. G. R. Kuch-
ner, representing the Iroquois Sales Corp., has
returned from a suecessful business trip.

A new Polish Okeh record by Helena Polka
was released April 10 and proved very popular
in Buffalo. Many orders have been received.

M. O. Giles, of the General Phonograph Co,,
New York City, spent about six days in Buf-
falo with the Iroquois Sales Corp., helping them
in distributing their Okeh records and proving
an inspiration to the concern in geieral.

D. M. Edwards, head of the Edwards’ depart-
ment storc, featuring a very attractive Bruns-
wick department, entertained about twenty-five
buycrs of various departments at diuner rccently.

O. L. Ncal, of the Buffalo Talking Machine
Co., Victor jobber, says business has been liold
ing up very welll. *“We are looking forward
to the new Victor models that are due in April,”
Mr. Neal said, “and feel that dcalers arc goin
to be cxceedingly well pleased with them. We
find that the business for the first thr outh
of this year has hcen very much larger than for
2 similar period of the last scveral year

Victor dealers of Duffalo held luncheon
meeting rccently in the Iroquois Hotel. Nearly
every Victor dealer in Buffalo was represcnted
at the luncheon, which was in the form of a
social gathering. Timely topics wecre discussed.

One of the most attractive window display:
seen in Buffalo in some time is that of Neal
Clark & Neal, Victor dealers, on Main street.
Hundreds of passersby were attracted to the
window and stopped to study its mysteries
The display is built around inspiration gathered
from “Burning Sands,” the latest jazz song to
be found in the tomb of “King Hit.” It repre-
sents the burning sands of the Sahara. Clever
lighting gives the window an artistic Egyptian
effect, and continual flames are seen coming
from some mysterious source, through the
sands. In one corncr is a pyramid. A earavan
of camels is wending its wayv across the desert,
headed for an oasis marked by a mirror lake
and palin trees. In another corner is seen the
open door to the tomb of King Tut, and the
foundations of an Egyptian temple. In less
than two days after the display was put in,
Frank Russel, sales managcr, said they had sold
out their stock of “Burning Sands” records.

John Charles Thomas, Vocalion artist, re-
ccntly appeared in Buffalo in concert. In his
honor, Denton, Cottier & Daniels had a
“Thomas” window display.

Duci de Kerckjarto, violinist and exclusive
Coluinbia artist, siimulated sales of his records
during his recent concert jn Buffalo.

A broadcasting station expected to be powcr
ful enough to broadcast to Europc will be
established on the top of the new Hotcl Statler
in Buffalo, in the early Spring. The Fcderal
Telephone & Telegraph Co., well known man-
ufacturer of radio sets and apparatus, has an-
nounced the fact that it will be one of the most
modern stations in the United States. Special
cables will connect with all public rooms in the
hotel so that speeches or music in any of the
rooms may be broadcasted by wireless

Two largc Wurlitzer organs and a Kurtzmann
clectric phonograph have been installed.
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and records.

helps materially.

the power distribution center of Victor machines
The Buffalo Talking Machine Co.
service forms a truly appreciated work.
'nishes a power of incentive to the Victor dealer that
Why not let us help you?

Just write or wire

-
Duffalo means power,

As Buffalo is the power distribution center of this great territory ;
So is the

BUFFALO TALKING MACHINE COMPANY

776-778 WASHINGTON STREET
Buffalo, New York
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] REGAL
! 50c
RECORDS

1500% Profit!

One REGAL dealer
is selling an average
of 600 records per
week with a stock in-
vestment of $400. This
brings him 23 turn-
overs a year,.and each
turnover leaves him a
gross profit of $271.29,
a return of 15009%,.

But this can only be
accomplished by
REGAL 50c REC-
ORDS. A stock of
REGAL means a
stock of “best sellers ”
only rather than a
stock of 259, ‘“best
sellers” and 759, slow-
moving merchandise.

To summarize: The
REGAL policy of
“best sellers” plus the
REGAL quality and
the 50c price, enables
REGAL dealers to
achieve sales success
that to outside dealers
seems quite unusual.

Yet the instance
quoted above is
merely one example
of hundreds of similar
successes that
REGAL has helped
develop. REGA L
creates business for
dealers quickly—
without extensive
preparation.

ORMES MAILS TIMELY PUBLICITY

Victor Wholesaler Issues Literature Featuring
Record Hits—Timely Publicity for Dealer Use

Ormes, Inc., Victor wholesaler of New York,
recently mailed out to Victor retailers a timely
sales letter enclosing a copy of “Burning Sands,”
one of the Victor specials that was placed on
sale March 26. This selection is meeting with
phenomenal success, and Victor dealers were
pleased to receive a copy of the music. Accom-
panving this letter were title pages of two other
popular hits included in the special releases of
March 26, “You've Got to See "Mamma Ev'ry
Night” and “Dearest,” All of these numbers are
meeting with a ready sale and the publicity mat-
ter received from Ormes was used to excellent
advantage.

During the month this enterprising jobber
also forwarded to the dealers an eight-page
booklet featuring the new fox-trot “Fate.” This
popular hit is made the subject of a book of
“dreams,” which conveys the spirit of the song’s
title. Other literature mailed out by Ormes re-
cently consisted of a lithograph of Paul White-
man in connection with his waltz hit “Wonder-
ful One”; a leaflet giving the refrain of the
Whiteman waltz record “Honolulu Eyes” and a
reproduction of the window display presented
by Ormes in connection with the Victor record
“Parade of the \Wooden Soldiers.”

WALL-KANE NEEDLE SALES GROW

N. Cohen, President, Recovers From Grippe—
S. Kaminshine Planning Trade Trip

Demand for the Wall-Kane needle is reported
exceptionally good. Sales are well apportioned
throughout the entire line, which includes the
Wall-Kane ten record needle as well as the Con-
cert needle and the Jazz needle, which are one-
time steel needles. N. Cohen, president of the
company, has thoroughly recovered from an at-
tack of the grippe, which he suffered the latter
part of last month, and is now back at his desk.
S. Kaminshine, general manager, will shortly
start on the road, introducing the complete
line to the trade.

EXHIBIT PROVES A SUCCESS

James Donnelly Has Attractive Victor Exhibit
at Exposition — Closes Victrola Sales and
Secures Names of a Number of Prospects

SoutH NorwALK, ConN. April 5.—James Don-
nellv, well-known and successful Victor dealer
in this city, sponsored a very attractive exhibit
at the South Norwalk Business Men’s Exposi-
tion held recently at the Armory, where he
maintained an effective and thoroughly artistic
display. During the course of the exposition he
gave away thousands of souvenirs comprising
the popular Victor puzzle pictures. \When the
tegular orchestra stopped playing a Victrola
{urnished by Mr. Donnelly took up the work
and music was ‘“on tap’ at all times. Quite a
number of Victrola sales were made at the ex-
position, and in addition an invaluable list of
prospects was secured.

PRINCIPLES OF SOUND MANAGEMENT

“Fundamentally,” says C. B. Chadwick, presi-
dent of the Bankers’ Supply Company, of Chi-
cago, in Forbes Magazine, “sound management
has to take three things into account:

“1. A good product—a distinctively good
product—a product that answers with definite
quality, price or service reasons the question,
‘Why should anybody buy from e rather than
from my competitors?’

“2. Efficiency in production—a good product
may be less advantageous to the customer than
a somewhat poorer product, if laxness in pro-
duction results in high prices, unequal- quality

RUDOLPH HAUPTMAN JOINS ROBICHEK

Business Will Now Be Known as the Robichek-
Hauptman Art Studios, Inc.—Secure Addi-
tional Quarters to Meet Growing Demand

Rudolph Robichek, who conducts a successful
business in decorating and resurfacing talking
machine cabinets for dealers in New York City,
has just enlarged his quarters and incorporated
his company, which will henceforth be known
as the Robichek-Hauptman Art Studios, Inc.
Joseph Hauptman, who has come into the com-
pany as a partner to Mr. Robichek, is a keen
business nian and will look after the admin-
istrative affairs of the company, while Mr.
Robichek, who is well known for his artistic
ability, will supervise the production end of the
business. The company will retain its present
offices at 120 Lexington avenue, and, in addition,
will have a large additional showroomn and
workshop at No. 133, directly across the street
from the present office, where the company will
be equipped to take care of the large increase
in business.

Mr. Edison Man:—

Don’t Say

“KANT,” s “KENT”

Write for catalog of complete line

The KENT No. 1
With ¢S’ Sound Box

Has given complete satisfaction
for years

ENT
©
Reg. U. S. Pat. Off.

F. C. KENT CO.

REGAL RECORD CO.

20 W. 20th ST NEW YORK

or uncertain service.

“3. Efficiency in distribution—a good product Irvington, N. J.

ought to be well sold.”
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“FLETCHER UNIVERSAL
TONE ARM and REPRODUCER @

Gives Proper Playing Weights for All Records. No Adjustment Screws or Springs
SAMPLES $8.00 Specify 84" or 94" arm

FLETCHER-WICKES CO., 6 East Lake Street Chlcago, Illinois

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

Constructed

FLETCHER REPRODUCER C??—v

Scientifically

REG.TRADE MARK

—

Reproducer
Gives Perfect

and Connection

Reproduction
Volume and
Dealers, Send for

Perfect Detail prices a,nd Terms NEW EDISON

Plays all Records

of Voice
or Instrument .2 :
ACTUAL SIZE

Carried in Stock for Victor and Columbia

THE FLETCHER “STRAIGHT”

Design Patented November 29th, 1921

STRAIGHT INSIDE—Taper Outside
BALL BEARINGS THROUGHOUT

NEW DESIGN NEW CONSTRUCTION

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

Made in two lengths, 814® and 9" SEND FOR PRICES AND TERMS

FLET : Y
. easFLETCHER-WICKES COMPANY a@_ —

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

The Tangdo Dance Hit
of PARIS!

By Emile Doloire
Chef d'Orchestra.

FolliesBergere Paris

the Kid,

Its

Kid

\ (7e Tongo Kid)

“You cant gowron.

With apy' FEIST‘song‘
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COLUMBIA PORTABLE WELL RECEIVED

Latest Addition to Columbia Line Meets With
Popular Approval of Trade and Public—Has
Many Distinctive Mechanical Features

The accompanying illustration will give sonie
idea of the attractive appearance of the new
Columbia portable recently placed on the mar-
ket by the Columbia Graphophone Co. As an-

nounced in the March issue of The World, this
portable has many distinctive features, including
a specially developed, long-playing one-spring
reproducer,

motor, new No. 12 Columbia

The New Columbia Portable—Closed and

tandard Columbia tone-leaf volume control, a
drawer with capacity for eight ten-inclt records,
three self-closing weedle cups on the molor
board and a screntifically shaped amplifying
chamber. Fhis new portable is presented in a
neat, black fubrikoid carrying case with nickel-
plated corner protectors and a high-grade black
lcather hand-fitted grip. This new model will
be known as Model Y-5 and it measures sixteen
inches in length, twelve inches in width and nine
inches in height.

The inside of the new Columbia portable is
finished in highly polished red mahogany, with
all metal parts nickel-plated. Three nickeled
closing catches with take-up adjustment seal the
Columbia portable against dust when in the car-
rving position. One of the important features
of this new instrument is the tone chamber con-
cealed in the cover, and in playing position,
with tone leaves open. This cover is so set as
to throw the tone volume straight out in front,
The volume, when desired, is very strong, thus
making the portable suitable for outdoor play-
ing and also adaptable for most satisfactory use
m school worl.

FIGURING TURNOVER AND COST

Simple Illustration Showing How the Retail
Dealer Can Gain a Correct Estimate of His
Rate of Stock Turnover as Well as Profits

A dealer doing a gross business of $28,000
in a certain department on an initial investment
of $4,000 does not turn his stock seven times,
says Printei’s Ink. Those who say otherwise
reach the conclusion by dividing the stock at
cost into the total sales at retail which is en-
tirely wrong.

It would be just as reasonable to say tlrat
if a man bought a
thing for $1.00 and
sold it for $1.50 he
would be turning the
item one and one-
half times.

[t is impossible ac-
curately to compute
the number of turns
# by dividing a deal-
er's inventory fig-
urcs into the gross
sales, because these
represent two en-
tirely different
things. The inven-
tory means the cost
of the goods. The
gross sales figures
represent what a
dealer actually gets for his goods.

In getting at the correct number of turns
made by a store or department it is necessary
first to subtract the gross profit from the gross
sales made during the period for which the
turnover is to be computed. Into the resulting
figure should be divided the average amount of
stock that has been carried in tlie store or
department during that period.

Let us see how the example submitted by
Mr. P’erkins figures out according to this rule:

The gross sales in this case amounted to
$28,000. Suppose the dealer's average gross
profit in that department was 30 per cent.
Thirty per cent of $28,000 is $8,400. This leaves
$19,600 as the approximate cost of the stock
sold during the year for $28,000.

The average investment during the year being
$4,000 and the cost of the stock sold being
$19,600, the number of times the stock turned
is found by dividing $4,000 into $19,600—a little
less than five times.

The whole matter of figuring profits and turn-
over is really a simple thing. It has been made
difficult by the formidable way in which it has

Open

Leen presented.
figures anyway.

Numerous manufacturers and others inter-
ested in setling the retailer right in such essen--
tial features as this have found that the average
retailer does not figure his profits correctly for
the reason that he does not know accurately
how much it costs him to sell his goods. This
is as simple as the rule for computing turnover.
All he has to do in this case is to divide his
gross expenses by his gross sales. His sales
during the year in a certain department, let us
say, are $30,000 and his expenses for the same
time are $5,870. The sales figure divided into
$5.870 gives about 19% per cent. His percentage
of expenses during the year 1s 19%4 per cent
on sales.

It is encouraging to note the constructive
methods used by various dealers’ service depart-
ments in building up the retailer along these
lines. [t is something that is almost universally
needed.

RADIO STATION WLW POPULAR

Broadcasting Station Conducted by Crosley
Mfg. Co., in Cincinnati, Popular Because of
Excellent Concerts by Prominent Artists

The average man is afraid of

CincinnaTl, O., April 5—The Crosley Mfg. Co.,
of this city, well-known manufacturer of radio
receiving sets, also conducts the broadcasting
as WLW and this station
successful

1S
in this

station known
proving one of the most

- 4

Broadcasting Music at Crosley Mfg. Co. Studio
section of the country. Many prominent artists
have already given radio concerts from WLW,
and the Crosley Mfg. Co. has been congratu-
lated upon the perfect equipment of its broad-
casting.studio. The accompanying photograph
taken recently at the WLW studio shows Fred
Smith, director of the station, and the follow-
ing prominent musicians: Jean ten Have, vio-
linist; Lucy de Young, contralto; Mrs. Thomie
Prewitt Williams, accompanist, and Karl Kirk-
smith, first cellist of the Cincinnati Symphony

Orchestra. These artists are from the artist
faculty of the Cincinnati Conservatory of
Music.

The Waltz S @nsah"o &023

4 Negr]y
Three O Clockin theMorning_ =

as good as

‘You can't fo wrong-With an

FEIST son-"
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Much of the finest and most lasting music in
existence is recorded in foreign languages and
it appeals to music lovers who have a knowledge
of the language in which the selection is sung
as well as those who know no language but
English. One dealer discovered that when he
featured one foreign record his sales of this
recording jumped immediately and by changing
his advertising copy so that a new record was
announced as the leader each day his gross
sales of the foreign recordings at the end of
the month were greater than when he tried to
feature the entire list at one time. The window
display was tied up with the advertising merely
by placing the recording featured in a prominent
position in the window each day. A neatly
printed card announced the nature of the record
in the window. The same plan was carried into
the store and the record demonstration booths.
Sometimes it pays to concentrate.

6w a2

A talking machine dealer in New York City
recently staged a campaign directed to mothers
of young children. A vigorous advertising
drive was inaugurated emphasizing the wvalue
of the talking machine and certain records as
a source of amusement for the children, as well
as a great help in keeping them quiet and con-
tented, lullabys to put them to sleep, etc.
Direct-by-mail literature was resorted to and
the results of the campaign were excellent. This
is worth trying. It is a well-known fact that
where her children are concerned a mother will
listen with more syinpathy to a sales argument
than.for any other reason.

ye

In order to get some of the rural business
surrounding the community where his store is
located a dealer first thoroughly canvassed the
territory, securing the names and addresses of
the farm dwellers, and he then sent them an
announcement of the fact that his store would
send a salesman to the home of the prospect
with a machine or records for demonstration
purposes or the company’'s motor would be sent
for the customer, who would be brought to
the store to look over the stock and returned
to his or her home. Much of the machine and
record business which ordinarily would have
gone to the mail order concerns was secured
in this manner. Exceptional service often turns
the trick when everything else fails.

® %

Spring is here and Summer is coming on
apace. The dealer should now turn his atten-
tion to securing business during these months
by planning aggressive campaigns. The portable
talking machines offer an unexcelled opportunity
for bringing up the sales total. A big depart-
ment store which handles talking machines
makes it a practice each year of opening a small
branch at the nearest large Summer resort.
One salesman handles all the details of the
branch. The place is so small that there is not
room for a display of all the models handled,
nor would it be advisable to stage such an
elaborate display. The expense, in ratio to sales,
would be prohibitive. Therefore the stock con-
sists mainly of portable machines and a fairly
complete stock of records. The holiday spirit
prevailing at Summer resorts and amusement
centers makes selling easy.

A certain aggressive dealer has made many
portable sales during the past few years simply
by inviting friends and acquaintances to his cot-
tage at a Summer resort and plaving the in-
strument for their entertainment. He makes no
direct attempt to sell them, but lets his guests
take the initiative and if they show interest he
gets busy. His sales of portables and records
have been big.

TO OPEN BRANCH IN BUNCETON

BuxceroN, Mo, April 5.—R. B. Wilhite, rep-
resenting the Schell Music Co., of Jefferson City,
Mo., has been in this city trying to find a loca-
tion for a new branch of his company which it
has planned on opening in this city as soon
_as a building can be arranged for and equipment
shipped here.

It is the plan of the Schell Co. to operate
a first-class art shop in connection with the
music store here. Pianos, plhonographs and all
small music instruments, besides piano rolls,
sheet music, records, etc., will be carried. Mr.
\WVilhite will be half owner as well as manager
of the new store.

LANDAU CO. OPENS STORE

Hazierox, Pa, April 3—The Landau Music
& Jewelry Co. had its formal opening at 25
West Broad street, this city, recently. The
members of the \ilkes-Barre and Pittston
Landau stores were in attendance, as well as a
considerable throng of visitors.

HINDLEY WITH ST. LOUIS AEOLIAN

Becomes Sales and Advertising Manager of
St. Louis Branch

CHicaco, ILL., April 6.—On April 1 the Chi-
cago trade lost one of its best co-workers when
Thomas \W. Hindley, the manager of the Vo-
calion Salon of Mandel Bros., left to go with
the St. Louis branch of the Aeolian Co. as sales
and advertising manager.

Mr. Hindley was well known for his earnest
co-operation and hard work in trade activitie:
as well as for his fine record as manager of
the talking machine department of Mandel Bros.

Although he resigned as treasurer and chair-
man of the entertainment committee of the Chi-
cago Piano Club, Mr. Hindley announced that
he will continue his work as a member of the
convention reception committee.

Vitanola talking machines are being featured
by A. Silberberg in his new establishment,
North Main and Commerce streets, Memphis,
Tenn.

Oro=Tone No. 4 Edison

Concert Automatic Equipment

This amazing new Oro-Tone equipment will help you to sell
Edison Phonographs because it will play any record on the Edison.
Dealers everywhere tell us that they are finding it easier to sell
Edison machines when they show customers the ease with which
all disc records can be played. '

Exclusive Features

The Oro-Toune No. 4 Edison
Concert Automatic Equipment
automatically adjusts itself to
the proper weight and the
necdle i> automatically cen-
tered with the spindle when
turned to play either lateral or
vertical cut records. This
equipment plays Edison rec
ords with the ordinary fibre
needle, producing splendid tone
volume without the usual Sur-
face noises.

Pat. Appd. For

lateral cut records

Pat. Appd. For
Shows position for playing Edison and other
vertical cut records

1000-1010
George Street

Showing position for playing Victor and other

The Qro-Tone No. 4 Edison Concert Automatic Equip-
ment is neatly packed in regular fancy boxes and fur-
nished to you with our two-year guarantee.

7 Qg oree co

List Prices
To Match Edison Finish

NICKEL ............. $7.00

GOIED o itie: satrel . $9.00

OXIDIZED .......... $9.00
Usual 40% Discount to

Dealers

ILLUSTRATING
REPRODUCER
THROWN BACK

at rest in Edison position.
Also shows ease with which
needles may be changed.

CHICAGO
ILLINOIS
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VINCENT LOPEZ RENEWS WITH OKEH

Prominent Dance Orchestra Will Continue to
Make Okeh Records Exclusively—Extensive
Newspaper Campaign to Feature Records—
Lopez a Leader in Orchestra Field

The General Phonograph Corp., New York,
manufacturer of Okeh records, announced this
week that Vincent Lopez and His Orchestra had

Vincent Lopez

renewed its contract with the company, and it
will continue to make Okeh records exclusively.
This announcement will be welcomed by Okeh
dealers throughout the country, as the records
made by Vincent Lopez and His Orchestra have
met with plienomenal success.

During the past year Vincent Lopez has won
thousands. of new friends through his appear-
ance as a headliner at the Palace Theatre and

\

Needles.

REPRODUCERS

and Brass for

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS | TURNTABLES Stylus Bars
TONE ARMS Grey Iron 1M(?§gl}\§$§MES Screw Machine Parts

HORNS and THROATS

Direct Quantity Importations On {PHONOGRAPH NEEDLES

D. R. DOCTOROW

Talking Machine Hardware
JEWEL and STEEL (Bulk or Packed)

GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East 42nd Street, New York
Tel. Vanderbilt 5462
Murray Hill 8oo

other Keith houses because of the exceptionally
fine entertainment provided by his orchestra at
the Hotel Pennsylvania, New York. When the
Lopez act was introduced at the Palace The-
atre it was something in the nature of an ex-
periment, but the orchestra was accorded an
ovation by capacity audiences day after day, and
the act was retained for a period of ten weeks.
This was an exceptional honor, in view of the
fact that the Palace Theatre in New York is
considered the finest vaudeville house in Amer-
ica and is the aim and ambition of every vaude-
ville act playing the big-time circuit.

The Okeh records made by Vincent Lopez
and His Orchestra have comprised practically
all the most popular hits of the day and, under
the capable direction of Fred Hager, general
manager of the Okeh recording laboratory,
these records have provided dance enthusiasts
with original and distinctive dance music. Rec-
ognized throughout the music field as an accom-
plished musician, Mr. Lopez has entered into
his Okel recording with keen enthusiasmn, and
every selection that he makes for the Okeh li-
brary receives his personal approval before it is
placed in the Okeh catalog. Many of his rec-
ords have proved among the best sellers in the
dance record field and the original arrangements
that characterize the Lopez Okeh records have
contributed materially to their success.

Otto Heineman, president of the General

INSIST ON

Full Tone

¥
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DGo.jone Company, INCORPORATED

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

DON’'T FORGET THESE FACTS

Perfect Reproduction of Tone  No Scratchy Surface Noise )

PLAYS 100-200 RECORDS-

Three for 30 cents (40 cents in Canada)

LIBERAL TRADE DISCOUNTS

.
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GETTING

Phonograph Corp., was one of the first execu-
tives of his organization to appreciate the tre-
mendous value of the Lopez dance records and,
under his direction, a country-wide newspaper
campaign was instituted last year featuring
these records. This campaign has proved a sig-
nal success, and the 1923 plans prepared by the
General Phonograph Corp. include extensive
publicity in behalf of Vincent Lopez and His
Orchestra that cannot fail to stimulate the de-
mand for his records from one end of the coun-
try to the other.

HOLCOMBE OFFERED STUDENTS’ PRIZE

MonTEVALLO, ArA.,, April 6.—A $100 Victrola
was given by the C. C. Holcombe Music Co.,
of Birmingham, as prize for the successful piano
student at the Alabama Technical Institute and
College for Women in this city, who repre-
sented that college at the annual music contest
of the Alabama Federation of Music Clubs
which was held in this city during the latter
part of March.

The Victor and Brunswick lines are being fea-
tured in the music department of Goldsmith’s
department store, one of the largest concerns in
Memphis, Tenn. The aggressive merchandising
policies of this concern have resulted in a stead-
ily growing business.
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“OUR MOTTO”

» The highest standards of materials and workmanship are
scrupulously maintained in the production of our De Luxe
If you wish, therefore, to secure the best,

ALWAYS

DE LUXE NEKD

Sample Needles Gladly Furnished

/4
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How Many Customers
Would Buy More Records?

How many of your customers have lost enthusiasm for "‘Phonograph Concerts’’, be-
cause their enjoyment of the best music is marred by “‘surface noise’’? How many
of these same folks would buy more and more records if they could be sure of hear-

ing all the melody—all the delicate tone coloring of

the artist’s voice or instrument

unimpaired by the insistent, distracting scratch of the needle?

LOUD

For years scientists and inventors have striven to overcome this
enemy of perfect phonograph reproduction without materially
reducing the volume. At last this has been accomplished.

Bakertone is the result. Bakertone brings out all the pure,
clear tones of the original recording, entirely free from strident,
rasping surface noise.

How many times the Phonograph would be used if it were not
for fear of disturbing other folks in the house! How often
the music is too loud for the small living room or apartment—yet
loses its beauty of coloring when muffled with the usual doors

or dampers. Here again, Bakertone plays an important part.

It not only kills the surface noise, it also regulates the volume
of sound and at the will of the operator. With Bakertone on
the reproducer you can obtain a complete range of volume from
the full open tones the young folks demand for dancing, to the
quiet, soothing notes of a twilight lullaby. And yet it preserves
every graduation of tone and color!

Wherever Bakertone is demonstrated it sells itself for it fills a

long felt want. It pleases the most cultured musician and sat-
isfies the most exacting critic.

Send for Illustrated Booklet
and Dealers’ Proposition

It is impossible to tell you all about Bakertone in this advertise-
ment. We have prepared an attractive little booklet that de-
scribes this little gold-plated instrument in detail. It alsc tells
you how it will help sell more records.

SOFT

Write for your copy today and get our attractive dealer proposition.

BAKERTONE CORPORATION

PEABODY BLDG. 408-12 PEARL STREET

BUFFALO, N. Y.
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Pronmuzced
Creates Trade Optimism—Changes
of the Month—Sales Make Gaius

/Icthty

CantoN, Oulo, April 5—General indications for
a banner Spring in the talking machine indus-
try in the Canton district are excellent. The
\World representative found leading dealers
more ‘than optimistic, due largely to the pro-
nonnced industrial activity in the steel manu-
facturing plants, which in March broke all pro-
duction records in recent years. The unprec-
edented building operations are also indicative
of a big buying year. The call for machines
15 still for those of the console type, although
the demand shows that the trade is leaning
again towards the upright models. March
upset the dope in the respect that record busi-
ness was better in ‘most stores and in some
record sales went ahead of the previous two
months of the year. Collections are good and
dealers are complaining little about deliveries,
predicting that mid-April will see quite a re-
vival in the industry.

March was the best month of the year in
matter of sales for the Rhines Edison shop,
according to Manager Rutledge. He remarked
that there is a tendency now to switch back
to the Edison upright models, and the mod-
erate priced models are doing the bulk of the
business. Edison record sales have also im-
proved. Big business in Edison phonographs
and records is also reported by the Massillon
store of the Rhines Edison shop.

The S. S. Kresge Co., operator of a chain
of popular-price stores over the country, has
acquired a 50-year lease on a three-story build-
ing on Market avenue, North, and will take
possession July 1. A feature of the new store
will be a large sheet music and record depart-
ment.

The George C. Wille Co., Victor dealer, was
compelled this week to seek temporary quar-
ters due to the remodeling of the Edwards
Hotel Building in which the store has been
located for many years. Mr. Wille expects to
retain the location after alterations to the
building have been finished.

Despite the fact that an entire carload of
specially purchased talking machines was sold
by the William R. Zollinger Co. the past month,
the company’s regular talking machine busi-
ness showed a 40 per cent increase over the
same month a year ago, according to Manager
Pyle of the department.

A. B. Smith, of Akron, president of the Ohio
Piano Dealers’ Association, would like to see
an active music dealers’ organization in Can-
ton. Some years ago we had a thriving deal-
ers’ association, but interest lagged until the
organization passed out of existence. Time to
get busy.

Gensemer Bros. Co., operating department

stores in Kent, Wadsworth and Creston, Ohio,
have purchased the store in Canton known as
Bennell's and will add new departments, in-
cluding a complete talking machine and record
section.

At the store of the D. W. Lerch Co. it
was reportetd this week that sale of Bruns-
wick records this month has been very en-
couraging, but that there has been much diffi-
culty in getting tlie more popular numbers
after the initial shipment has been disposed of.

The music house of A. Bammerlin, Massillon,
Ohio, was represented at a recent meeting of
the Brunswick talking machiue decalers by
Oscar Bamnierlin and his sons, Robert and
Paul.

A. J. Grosjean, manager of the Geo. C. Wille
Co., Massillon, declares that 90 per cent of
the Victor machines sold from this store in
the past three months have been of the con-
sole type.

J. C. Duncan, who conducts onec of the most
modern Victor stores in the Massillon district,

informed The World this week that Victor
machines and records were moving much bet-
ter the past six weeks and that from all indi-
cations the Spring and Summer seasons will be
very active.

W. R. LEWIS REJOINS VICTOR CO.

Former Sales Manager of Elyea Talking Ma-
chine Co. to Cover Michigan Territory

W. R. Lewis, who resigned as sales manager
of the Elyea Talking Machine Co., Victor job-
ber in Atlanta, Ga., as announced last month in
The World, has rejoined the Victor Talking
Machine Co., Camden, N. J., as its traveling rep-
resentative for the Michigan territory. Mr.
Lewis was connected with the Victor traveling
staff before joining forces with the Elyea Co.
BB. F. Bibighaus, who was then connccted with
the latter concern in an official capacity, is now
covering the metropolitan territory for the Vic-
tor Co.

No. 1

ThrowbackArm

No. E

Sound Box

&

145 West 452 Street

% PHONOGRAPH'S RIGHT ABM

is the PHILLIPS TONE ARM

No. 1 IMPROVED THROWBACK ARM

Length 8% " and 8%" Centre to Centre. Full, Deep Tone
Sample to Manufacturers $3.00 Post Paid
Tone Arms for Portable, Medium and High Grade Machines

%M PHILLIPS PHONO PARTS CORP

.CABLE ADDRESS,_
“"PHONOPARTE"

New York City
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I'HE TWIN CITIES

Sales Forge /Ilzead—Dm;zbulo;s Open Many New Agencies—Some
Lines QOversold—Radio Aids Record Sales—News of the Month

MinneaPoLls and St. Paur, MINN,, April 6.—
With talking machine dealers making every le-
gitimate bid for business, sales are showing a
distinct improvement over the quiet Winter
months. Easter trade has been good, leaving
in its wake a long line of satisfied talking ma-
chine dealers and pleased patrons.

Takes Over Victor Agency

The Duluth Glass Block has taken over the
Victor agency formerly held by the Boston Mu-
sic Store, with J. L. Hoey managing the depart-
ment. Charles K. Bennett, secretary and gen-
eral manager of the George C. Beckwith Co.,
spent three days in Duluth the middle of the
month arranging the transfer. Mr. Bennett de-
clares himself particularly well pleased with the
new agency. Maier and Pattison, pianists and
Victor artists, played at the University of Mijn-
nesota Armory and gave impetus to the sale of
their records.

Edison Business Forges Ahead

Business is 75 per cent ahead of the first quar-
ter of last year, according to Laurence Lucker,
Edison jobber. Record sales are double those of
last year and Edison units are selling fast. As
soon as the roads open up all the Northwest
dealers will get into action for the contemplated
new trade. Dealers from the territory have vis-
ited the Edison agency in great numbers during
the past few weeks.

Oversold on Columbias

W. L. Sprague, Columbia distributor, has re-
ceived shipments of both the console and port-
able types of machines and he is already over-
sold on both models. Console Model 239 is go-
ing big, present owners insuring the best sort
of advertising. The portable type of Columbia,
filling as it does all the requirements of this
style of instrument, compactness, appearance,
dust-proofness and the proper volume of sound
and record carrying capacity for the out-of-
doors, is already bringing in many sales. T
Hoffman, newly established Northside dealer, is
doing a wonderful business.

Cheney Period Models Popular

Ed Hoch, Northwest Cheney jobber, has a fair
sprinkling of good business spots, although buy-
ing is a little reserved in the agricultural sec-
tions. “The radio has been relegated to its
proper sphere,” says Mr. Hoch. “The home still
demands a talking machine, its absence being
missed particularly by the housewife; not only
as a source of entertainment, but also as a
beautiful article of furniture.” Mr. Hoch attrib-
utes the present popularity of the console in the
phonograph trade to the fact that all compa-
nies manufacturing consoles are making their
models of the period type to match the present-
day trend in house furnishings. The Cheney
Co., he points out, unlike other firms, has al-
ways spccialized in period models in the up-
rights. As soon as the other firms follow suit
he thinks the upright will return to more favor.

Manager Scharer, of G. Sommers & Co,, o
St. Paul, Pathé distributors, is most optimistic
and sees increasing sales ahead.

Many New Okeh Agencies

Miss Egarrs, manager of the newly estab-
lished Consolidated Music Co.’s branch in Min-
neapolis, states that trade in Okeh records is
hitting its stride. Many new agencies are be-

ing placed. E. A. Fearn, president of the Con-
solidated Co., will be in town in the near future.
Many Dealers Add Brunswick

“Doc” O'Neill, Northwest Brunswick distrib-
utor, reports a steady improvement in business
and a rapidly growing clientele of new dealers
throughout the Northwest. Harry Davis, Sam
Hilde and Fred Nelson are scoring successes
every week and the Brunswick name and fame
are being enhanced in this territory by this well-
known trio of Brunswick travelers.

The second Brunswick shop under the man-
agement of Roy Swanstrom will open shortly
in St. Paul.

Schoen-Swenson Co., of Ortonville, Minn,, re-
ports the sale of a Brunswick to the local high
school in competition with all the leading makes
of phonographs.

The Falk Music Co., Northside Brunswick
dealer, reports an excellent sale on Isa Kremer
records since that artist’s visit here.. Miss
Kremer'’s spectacular career in war-time Russia
was much featured by the local papers. Both
Maria Ivogun and Isa Kremer scored successes
during their appearance here.

The Majestic Music Co., Brunswick dealer in
downtown Minneapolis, is having a sign painted
on the side of its Seventh street store that
promises to be both artistic and novel.

What Edison Dealers Are Doing

H. L. Dahners, the live-wire Edison dealer
from Mandan, N. D., was a visitor to Minne-
apolis recently. He says business in his com-
munity is very good and he expects to open up
a new, larger store on April 20.

Si Poppler, well-known Edison phonograph
dealer and cartoonist from Grand Forks, N. D,

had quite a visit at the office of Laurence H.

Lucker, Edison distributor, l#st month. He
reports that business is good and expects it to
be much better just as soon as the roads open
and his men are able to get out into the coun-
try and canvass.

The Minnesota Phonograph Co., Minneapo-
lis, had a splendid exhibition at the Builders’
Exposition. Several sales were made and a
number of excellent prospects were secured.

Radio Aids Record Sales

Radio is a valuable adjunct to the phonograph
trade, conclude Twin City merchants. Roy
Swanstrom, manager of the Brunswick Shop, of
St. Paul, is broadcasting Brunswick records
throughout the Northwest nightly and is meet-
ing with an excellent response in actual orders
from radio enthusiasts. Milton K. Lowie, Min-
neapolis Edison retailer, invariably receives be-
tween twenty-five and thirty inquiries about rec-
ords after every dance program broadcasted by
WLAG, the Northwest’s premier radio station.
J. Ferguson, city salesman for the Columbia
Graphophone Co., is confident that record busi-
ness will be good this Summer, due partly to the
influence of radio and the fact that the phono-
graph, being free from static, will be resorted
to when atmospheric conditions render radio
helpless.

I. Rosenstein is now back with the Whitney-
MacGregor Co., operating both the Victrola and
radio departments. :

WM. DOYLE WITH TROUP MUSIC HOUSE

HagrrisaurG, PA.,, April 5—Wm. Doyle, one of
the most popular members of the Victor trade
in this part of the State and formerly associated
with Landau’s Music Store, Wilkes-Barre, Pa,,
has been appointed manager of the Victor de-
partment of the Troup Music House in this city.
Mr. Doyle is closing an excellent business in
the Troup Victor department and his thorough
knowledge of Victor retail merchandising will
undoubtedly enable him to attain signal success
in his new post.

E D I

opportunities to live dealers.

17 South Sixth Street

NEW MODELS
NEW PRICES

The new low priced Edison Console and Uprigflt models offer unusual

An Edison dealership is a prestige builder—it makes your store the musi-
cal center of the community. Worite for dealer’s proposition.

WE SERVE THE NORTHWEST
Lucker Service Means 100% Service

ILLaurence H. Lucker

Edison Phonograph Jobber Since 1902

S O N

Minneapolis, Minn.

PHONOGRAPHS AND RECORDS

426-28-30 Third St., South

For Minneapolis |

and adjacent territory

Distributing Branch

THE BRUNSWICK-BALKE-COLLENDER CO. |

E. L. Kern, Branch Mgr.
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General Business N

—G. J. Schneider in New Post—Other Important Happenings

Mmrwaukeg, Wis., April 9—The first days of
real Spring, although nearly a month late in
arriving, are helping the talking machine trade
lift itself out of a rut into which it was virtually
‘pushed during the month of March by the worst
siege of midwinter weather that this territory
has ever experienced. In the first few days of
April a very gratifying business has been done
by retail merchants, as distinguished from a
rather hesitating character of demand "in the
month previous. Prospects for the remainder
of the month are considered very good, and
dealers are banking on an active Summer trade
as well.

In common with other retail merchants, talk-
ing machine dealers were disappointed with
Easter business, for in the two weeks just
preceding the holiday, in which all merchants
expect to pile up a seasonal volume second only
to Christinas business, the weather made it
almost impossible to transact even a normal
trade.

It has often evoked smiles among talking
machine men when they were asked if weather
had anything to do with their business, but
they are now pretty well convinced that enough
weather will affect anything. Even the manu-
facturing end of the trade admits it, after going
along three or four weeks with every other day
bringing a blizzard which interrupted wire and
mail communication and made it almost impos-
sible to work mnotor trucks through drifts, while
railroad traffic was badly hampered.

Increasing Demand for Victrolas

“It was a terrible siege, but happily we are
again in the open,” said Harry A. Goldsmith,
secretary and sales manager of the Badger Talk-
ing: Machine Co., Victor wholesaler. “April
business lias opened nicely, and I must say after
the sharp handicaps of March we are certainly
¢lad of an opportunity to make up for lost time.
There is a good demand for Victrolas, especially
i the console styles, and our Victor record
business is the lLeaviest we have ever known.
Deliveries from the factory have improved after
the many delays in freight and express move-
ments as the result of the storms. Orders from
our retail trade in Wisconsin and Upper
Michigan since April 1 lead us to believe that
the dealers did a much better business than
they hoped for prior to Easter, and their stocks
need fairly heavy replenishment.”” Retailers of

the Victor line in Milwaukee express themselves
as particularly pleased with the business of
their record departments.
Selling Many Sonora Portables

A. F. Kiefer, assistant to Fred E. Yahr, presi-
dent of the Yahr & Lange Drug Co., in charge
of the music merchandise department of this
large jobbing house, has an optimistic report
to make concerning Sonora wholesale trade as
well as Okeh record business with the retailers
in Wisconsin and Northern Michigan. Each
month so far this year has shown healthy in-
creases over the corresponding months of 1922,
which happened to establish high records, thus
making the present situation one of much
proinise, while prospects for the Summer are
much better than thiey were a year ago.

Sonora dealers in Milwaukee, like many of
those representing other lines, have been selling
an exceptionally large number of portable in-
struments, both to flat dwellers and people who
own Summer cottages on the hundreds of inland
lakes dotting the State. In many cases the lake
colonists-have been buying instruments now to
have the enjoyment of them before proceeding
to the Summer homes early in June, after the
schools close.

Important New Brunswick Dealer

The Brunswick phonograph and Brunswick
records still stand out as one of the brightest
of the high-lights in any picture portraying the
condition of business in this territory. Thomas
I. Kidd, manager of the local branch of the
Brunswick, justly boasts of one of the highest
grade dealer organizations enjoyed by any
similarly high-grade line of merchandise, and
this has been selling goods so well that new
high-water marks are being established cvery
month. Brunswick record business is especially
brisk, and in a great many of the popular num-
bers back orders dre the largest ever known. A
new Brunswick account recently established is
that of the Kesselman-O'Driscoll Co., 517-519
Graitd avenue, one of the largest and most com-
plete music houses in the State.

New Type Columbia Record Pleases

The new type Columbia record is having a big
sale in Milwaukee and throughout the eastern
Wisconsin territory, while stocks of the old
tvpe have become practically exhausted, giving
a clear field for the laminated disc. Sales of
the Grafonola are mounting right along, and

the Columbia line as a whole is coming into its
own in a vigorous manner. The Edmund Gram
Music House, now one of the leading Columbia
dealers in this city, has experienced a remark-
able run of trade in the short time it has had
this representation. Gram’s also is doing a fine
business jn the Cheney.
Edison Business Active

Edison instrument and record business in
Wisconsin is active both in a whelesale and
retail way. One of the latest connections estab-
lished by the Milwaukee Edison branch is that
with the Avenue Music Store in the so-called
“junction’” district of Racine, Wis. M. J. Hetzel-
berger, proprietor of the store, is making the
slogan “An Edison in Every Home” a fact.

New Post for George J. Schneider

George ]. Schneider, for several years asso-
ciated with the Badger Talking Machine Co.,
Victor jobber, is now general manager of the
music departments of the three large stores
operated by Edward Schuster & Co. in this city.
The Schuster stores have been handling the
Victor line exclusively in the talking machine
section for some time, but until recently also
handled pianos. However, all attention will
now be concentrated on Victrolas. Theodore
Lehrner, formerly manager of the depart-
ments, is now connected with the selling staff
of the Edmund Gram Music House.

A New Corporation

The Thiery Piano and Phonograph Co. is a
new Milwaukee corporation, with $30,000 capital,
organized by J. B. Thiery, who some time ago
resumed business as a wholesale and retail
music merchant, in the Matthews Building, 307
Grand avenue. Mr. Thiery was for many
years engaged in the wholesale business as the
J. B. Thiery Co., merchandising pianos an¢ reed
organs largely by mail.

Appearance of Kreisler Helps Record Sales

Kreisler records had a tremendous sale im-
mediately before and after the appearance of
the famous violinist in Milwaukee on March 18.
The Pabst Theatre was packed to the very
limits prescribed by the fire laws by the crowds
that demanded to hear him in person. The
audience crowded behind as well as in front of
him; it was necessary to seat many on the stage.

Music Houses Plan Exhibits

Although the dates of the fifth annual Mil-
waukee Food, Household and Electrical Expo-
sition in the Auditorium, October 15 to 21,
1923, are vet nearly eight months away, fourteen
music houses already have reserved space, ac-
cording to official announcement. The makes
represented include the Victor, Brunswick, Edi-
son, Sonora, Vocalion, Columbia, Okeh records
and others. The Milwaukee Victor Dealers’
Association again will present a group exhibit.
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Home SWeet Home,

Music by Harry Tierney
Lyrics by Joseph McCarthy

We‘ll call it dJour- -ney's End,

JOURNEYS END

THE NEW ‘ALICE BLUE GOWN ” ]oy the sameWriters-

THEBI]C; SoncHIT

Up SHE GOES
The Bic SmowHit

“You cant gowrong,

“Withany FEISTSong"
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the finest reproducing
Phonograph in the World

HE illusion of reality is at
its best when music is
reproduced by the Steger

Phonograph. The wonderful Steger
tone-chamber of even-grained
spruce, and the unique, patented,
adjustable tone-arm make perfect

rendition of every disc record
certain.
The Steger is famed for the

sparkling vivacity and life-like fidel-
ity with which it reproduces the
music of voice or instrument. With.
out any troublesome parts to
change, the Steger plays all makes
of disc records correctly.

Full measure of success in retail-
ing phonographs is enjoyed by the
dealer who emphasizes the happi-
ness and pleasure which good music
brings to the home. To the mer
chant who gains customers in this
way, the artistic Steger is an inval
uable selling assct.

INSURE YOUR SUCCESS!

The more you study this incom-
parable phonograph, the more
readily will you recognize its sales
advantages. The Steger is backed
by a profitable merchandising plan
that adds immeasurably to the value
of Steger representation.

Desirable territory available,
Write today for details of the Steger
proposition and a copy of the Steger
Stvle Brochure.

Phonograph Division

STEGER & SONS
Piano Manufacturing Company
Established by John V. Steger, 1879

CHICAGO, ILL.

Factories: Steger, Illinois, where the “Lincoln”
and “Dixie” Highways meet.

Steger Building, - -

“If it’s a Steger—it’s the most valuable Piano in the world.”
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YOUR MIND IS AT REST
| WHEN YOU SELL THE BEST

The New EDISON Phonograph when sold—stays sold
BUILDS UP YOUR BUSINESS

Write for Agency

114
Olive
Street

\\

Southwestern

EDISON DISTRIBUTORS
ST. LOUIS, MO.

7/

SAINT LOUIS

Trade Future LooL\ Healt/z\'——[mpo;mnt Happenings TVith
Leading Distributors—Recent Managerial Changes—The N ews

St. Louis, Mo, April S8—Alarch cnded well
and April has opened most auspiciously. March
was indeed quite a satisfactory month to prac-
tically all of the talking machine dealers. Ma-
chine sales eased up a little toward the end of
the month, due to the concentration of feminine
attention upon.Easter things, but there was a
marked increas€ in record sales which went far
toward making up for the slowing up of ma
chine sales. The month as a whole was far
ahcad of March a year ago. Some dealers said
it was twice as good. The talking machine
business seems to be recovering from the tem-
porary slackness into which it was thrown, to
some extent, by the radio enthusiasm.

Widener's Adds Victor

Widener’s Grafonola Shop, exclusively Co-
lumbia sincc it opened in St. Louis, has now
taken on the Victor line in addition to the Co-
lumbia. Manager H. J. Arbuckle says there
were so many inquiries for the Victor that the
addition of the line became imperative. March
was a good month at the Shop, with the strong-
est demand for medium-priced consoles. The
store has been redecorated, the woodwork
ecnameled in white, the floors done over and
new rugs placcd in the booths, making it one of
the miost attractive retail places on Olive strect.
E. D. Follin, supervisor of the \Widener Shops,
was here a few days in connection with the in-
auguration of the Victor service.

Frank Augustine Made Manager

Frank Augustinc has been made manager of
the talking machine and piano departments of
the P. A. Starck Piano Co., succeeding Robert
Conc, who will go into the radio business.

Big Edison Trade at Silverstone Co.

The March business at the store of the Silver-
stone Music Co. increased 50 per cent over the
corresponding month last year. Manager Paul
Gold, of the retail department, attributes it to
the new models and the generous terms which
the firm allows to patrons. The big scller for
the month was the $175 Edison console. Me-
dium-priced phonographs had the call over the
more expcnsive ones. L. M. Schlude was high
man for the month, with forty-one sales to his
credit. A campaign on sacred records moved
more in the month than had been sold in the
previous six months. A special bulletin of old
and new numbers was sent to all Edison owners.
Results were definite. Manager Gold says 60
per cent of the callers came with the lists in
their hands. One mail-order was received for
the complete list of thirty numbers. A prize
was offered the salesgirls for the largest sales of
sacred records made more than a year ago and
this greatly stimulated the movemcnt of old

records. Manager Gold thinks that between
500 and 600 were moved out which would other-
wise have stuck on the shelves. The Silvei-
stone store was redecorated just before Easter
and presents a greatly rejuvenated appearance.

Myron Goldberg, vice-president of the Silver-

tone Music Co., has returned from a visit to a
nnmber of points in the East.

G. Manne, traveling in Georgia for the Silver-
stone Music Co., is sending in an average of
three new accounts each week.

Artophone Co. Rents Additional Space

The Artophone Co., 1103 Olive street, jobber
for Okeh rccords, has found it necessary, be-
causc of rapidly increasing business, to rent a
building at 1213 Pine street for its wholesale
record business exclusively. In the past three
months the firm’s record movement has more
than doubled. The firm supplied Missouri, Kan-
sas, southern Illinois, Oklahoma, Arkansas,
western Tennessee and Kentucly from the St
Louis store and the Kansas City branch. Thrce
traveleérs are kept on the road. Following the
removal of the records to the Pinc street build-

ing the fourth floor of the Olive street build-

ing has been remodeled for the machines and

thc office. The machines handled are the Arto-

phone and the Strand. Edwin Schiele and his

son, Herbert, who conduct the business, are

planning for a great increase next Fall.
George Standke in New Post

George Standke, formerly of Kansas City, and
for thc past month manager of the talking ma-
chine and piano departments of the Famous &
Barr Co., resigned April 1 to take a position as
nianager of the talking machine, record and
radio departments of the Kieselhorst Piano Co.,
succeeding Theodore Maetten, who resigned to
take a position with the Aeolian Co. Mr
Standke’s successor has not been announced,
but is understood to be a Chicago man, who
will take charge some time during the next
week.

Otto Heineman, president of the General
Phonograph Corp., was a recent visitor to St.
Louis.

Koerber-Brenner Dealers Meet

Thirty-cight people attended the montlly
meeting of Koerber-Brenner Vietor dealers
After a very enjoyable dinner and informal dis-
cussion of business conditions A. W. Hosier
manager of the Seruggs-Vandervoort-Barney
Dry Goods Co.’s phonograph department, was
presented as the dealer of the evening. He an
nounced his shop open and himself ready for
business. George Neville, manager of the Hell-

r a distributor.

received.

with us for our mutual benefit.

popular hits of the day:
8047—Down Hearted Blues

THE Arto/é}l

You Can Depend on Us

for the kind of service that a live dealer demands from
Our stock, complete and right up-to-date,
enables us to supply you with any quantity of Okeh
records—and we ship out your order the same day it is

We have the reputation of being honest to deal with and
ready to co-operate with our dealers in every way. We
want to add dealers to our list who are looking for quick
sales and good profits—the kind of dealers who will act

Just as examples of records that have a rapid turmover
and bring a substantial profit, we suggest the following

You Missed a Good Woman When}.Eva Taylor
You Picked All Over Me

8049—The Trixie Blues —oo____
12th Street Rag oo _

__________ Lizzie Miles
___________ Eva Taylor

ONE€ (CORPORATION

The Record of Quality

1103 Olive Street

Kansas City Life Bldg.

New Kansas City Branch Office

OKJ\, Records

St. Louis, Mo.

Kansas City, Mo.
The Records

amnceres s

&= ofi.
raQuality




ApriL 13, 1923

THE TALKING MACHINE WORLD 73

Good baritones are as rare as Egyptian Pharaohs.
glories of old King Tut had nothing on the voice of Oscar Seagle,
that is discovered in Record A-3824.

“I'se Gwine Back to Dixie” and “A Banjo Song” will make you
forget there are any other baritones in the world. Your search
for perfection ends right here.

COLUMBIA GRAPHOPHONE CO.

New York

But even the

rung & Grimm Victrola department, appeared
as the first customer. A selling exhibition of
exceptional merit followed in which Mr. Hosier
sold Mr. Neville a Victrola No. 100 with a large
down payment and interest, although he had
come in to buy an 80 at $5.00 down and $5.00 a
month, as advertised. The comparative quality
of the instruments and the explaining of the
interest to the customer were especially well
presented. Everyone present considered this
quite the most interesting meeting of the series.

In the record-guessing contest Fred Lehman
liad a score of 70 per cent correct on the March
records and C. B. Gilbert, of Koerber-Brenner
Co., of 60 per cent.

At the next month’s meeting on April 25 a
record-selling exhibition will be presented by
three young ladies from Scruggs-Vandervoort-
Barney.

T. Maetten With Aeolian Co.

Theodore Maetten, for over twenty years with
the Kieselhorst Piano Co. and for the past five
years manager of the Victrola department, has
resigned. He will be associated in the future
with the Aeolian Co., of St. Louis. Mr. Maetten
will be greatly missed by Victrola people of St.
Louis, for his hearty laugh was seldom absent
from a Victor meeting and his smile smoothed
many rough spots. The good will of the trade
goes with him wherever he is.

C. L. Child Now Proprietor

The Talking Machine Shop, of Maplewood, an
exclusive Victor store, which was opened in the
Fall of 1922 by V. Grossman, was sold by him
to C. L. Child. Mr. Child has had long experi-
ence in the business, having been with the Bald-
win Piano Co. for nine years. He is being wel-
coined to the Victor field by other dealers.

Sells Six Machines to Schools

Miss Grace Maxey, of the J. N. Johnson Co.,
Mt. Vernon, 111, has just sold six Victrolas to
the Mt. Vernon School, each accompanied by a
set of Victor Health Exercises. Miss Maxey’s
Saturday morning children’s classes are growing.

News Gleanings

At Alton, Ill, in thc Kieselhorst Victor Shop,
the percentage of Red Seal business has been
increased 275 per cent in the last three weeks
by a system of bonuses, prizes, etc.

Miss Ollie Dilday, late of the phonograph de-
partment of the Jamerson Piano House, of East
St. Louis, is now in charge of the Victor de-
partment of the Herz store, of Terre Haute,
Ind. }

Mr. and Mrs. L. F. Parrish, Victor dealers
of Metropolis, 111, were Koerber-Brenner call-
ers recently. Mr. Parrish has just rcturned

from a two and a half months’ stay at Hot
Springs, Ark.

Miss Marion Cartwright took up’her new
duties at the Smith-Reis Piano Co. on April 1.
Shc had been for four years with the Kicsel-
horst Piano Co.

Manager Horning, of the Stix, Baer & Fuller
talking machine and piano departments, has re-
turned from a trip to the East, which was partly
business and partly vacation.

Miss Iva Clayman, of the record department
of the Smith-Reis Piano Co., has resigned her
position to be married.

VICTOR LINE FOR.DeMOLL & CO.

Washington Music House Carries Full Line of
Victrolas and Victor Records

WasHiNGTON, D. C., April 3.—A complete line
of Victor talking machines and records has been
stocked by O. J. DeMoll & Co., at Twelfth and
G streets, Northwest, Washington, D. C, and
from now on this firm will carry Victrolas and
Vocalions in all models, and Victor and Vo-
calion records, in addition to a complete stock
of Steinway and Weber Duo-Art pianolas. A
public announcement of the opening of the Vic-
trola department was made on March 31, but
the formal opening will be postponed for sev-
eral weeks pending the completion of a series
of demonstration booths and a remodeling of
the record department.. At thc opening on
March 31 the Victor Co. sent down a very beau-
tiful basket of flowers, besides being repre-
sented by J. H. Macdonald and W. T. Davis,
of the wholesale and district sales departments,
respectively.

MAX LANDAY GOLFED IN BERMUDA

Max Landay, president of Landay Bros., Inc,,
operating a chain of talking machine establish-
ments in metropolitan New York and surround-
ing communities, and Julian Shields, general
sales manager of the Berliner Gramophone Co.,
of Canada, Ltd., returned last week from a short
vacation to Berinuda, where Mr. Landay golfed
and enjoyed the invigorating breezes from the
Atlantic.

Further plans for the second National Mer-
chandise Fair were agreed upon when the ex-
port committee of the fair held a meeting at
the headquarters of the National Retail Dry
Goods Association, 200 Fifth avenue, New York,
recently.

ANNOUNCES NEW PORTABLE “TALKER”

Health Builders, Inc., Enter Talking Machine
Field With New Portable Known as “Camp-
Fone”—Large Initial Orders Received

Health Builders, Inc.,, New York City, well-
known throughout the talking machine industry
as the producer of Health Builder sets of Walter
Camp’s “Daily Dozen” set to music, and the
Health Builder “Weight Reducing” course, has
now éntered a new field in this same trade.
Announcement has been made from the head-
quarters of the company of the advent of a
portable talking. machine to be known as the
“Camp-Fone.” Listed at the popular price of
$25 and with the many merits claimed-for it,
it is expected that the demands for this new
portable will be very large. Weighing only
fifteen pounds and of compact construction, the
“Camp-Fone” is conveniently portable. It is
equipped with a ten-inch turntable and high-
class hardwarc and also has a covered needle
cup. A particular feature of the “Camp-Fone”
is a new patented tone arm which is not de-
tached, but may be played as soon as the lid
is raised. Another feature is the distinctive
album with which the “Camp-Fone” is equipped.
This album, containing pockets for six double
disc records, is of different construction than
the familiar type of record album. Itis so made
that it may be sct up on end as an easel, pro-
viding easy access to the records. Initial orders
for over 1,000 machines have been secured from
samples shown and it is expected that when
this new portable is placed on the market in
quantities it will meet with immediate favor in
the trade.

HOOVER PLANS RADIO REGULATIONS

WasHINGTON, D. C., April 8 —Secretary of Com-
merce Hoover made public this week recom-
mendations of the recent radio conference, and
announced regulations which the department
will adopt to eliminate jamming the air with
messages.

The report of the conference recommends
making available all wave lengths from 222 to
545 metres for public broadcasting, the various
possible wave lengths to be assigned to different
stations in order to reduce direct interference
and to build up zonal regions of distribution.

There is a time for work and a time for play.
He is short-sighted who plays during his work-
ing hours, unless he makes play of his work.

 PHONOGRAPHS

‘AND RECORDS

915-19 N. Sixth St.

THE BRUNSWICK-BALKE-COLLENDER CO.

For St. Louis

and adjacent territory

Distributing Branch

R. W. Jackson, Branch Mgr.
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fEvitor’s Nore.—This is the twenty-ffth of a <eries
of articles by Wilklam Braid \Vhite, devoted to the vari-
ous interesting opportunities which prevail in the domain
of education for the retailer of talking machines. The sub
ject is one of great interest and we commend these articles
to the consideration of all who are devoting attention to
the featuring and developing of the musical possibilities
of the talking machine.]

SIGNS OF THE NEW ERA

Those who read The Talking Machine World,
from first page to last each month, doubtless
can't have escaped perusing the letter from this
paper’s London correspondent, and are there-
fore aware that a few months ago the Gramo-
phone Co. of London, in which the Victor
Talking Machine Co. is financially interested,
brought out something in the way of recording

quite new, quite unprecedented and quitc unique.
It was no more nor less than a whole piano
concerlo, from first note of opening movement
to last chord of finale, without a note left out,
and with solo and orchestral parts done by emi-
nent artists. In this case it was the famous
English pianist, Frederic Lamond, who has re-
cently been playing in this country, with thc
Albert Hall Orchestra, of London, conducted
by Eugene Goossens, one of the most eminent
of the younger British conductors. The job
takes five double-faced 12-inch records.

I ask the reader to think this over for a mo-
ment. Meanwhile, let me point out that the
Victor Co. has brought out, in records orig-
inally made by the Gramophone Co. a com-

Start A Bubble Book Hour
In Your Store

Start a BUBBLE BOOK hour in your store one afternoon a week, say

from four to five.

Your reputation will be established in every home where there are
children, for children love the BUBBLE BOOKS “that sing” all their familiar

nursery rhymes and games.
as to the Pied Piper.
They will talk about
it. They will plead
for allfourteen of the
BUBBLE BOOKS
for their very own.

They will be drawn irresistibly to your store

) More than 1,000 letters are
being received every week by
us as a result of the broad-
casting by radio of the songs
and stories of the BUBBLE
BOOKS. Let the children who
write these letters know that
the BUBBLE BOOKS can be

heard in your store, too.

Announce a BUBBLE BOOK

hour to your customers and

lay in a stock of the Books

“that sing™ to refill your stand.

BussLE Bookrs
“that .Sing ”

By RALPH MAYHEW and BURGES JOHNSON
When you sell one you sell a habit and when you sell a habit you’re building business.

Ilustrated by
Rhoda Chase

HARPER & BROS., Bubble Book Division

Established 1817

Franklin Square

New York, N. Y.

JALKING MACHINE

pleic recording of liszt's Fourtcenth Hun-
warian Rhapsody, for piano and orchestra, on
three doublc-faced 12-inch records. Okeh an-
nounces Schubert's Unfinished Symphony com-
plete, without a note eliminated. Here are
some more things, and very notable things to
think about.

Granted that the recording of the Enperor
concerto is the stiffest piece of work which has
been done yet in this way, we have to admit
that all the numbers mentioned, together with
others that could easily be thought of, con-
stitute a very interesting and significant set
of facts, with much more to it than appears at
first sight.

Truncated Recordings

Classic music recording is no new thing of
itself, of course. But classic music recording
ias been a thing of shreds and patches. Ve
have had to put up with mutilated movements
and truncated passages, because it has been felt
that there was too much risk involved in at-
tempting to produce musical works of which the
contents exceeded the carrying capacity of one
double-faced 12-inch record at the most.

WWhat then has happened? It is plain to see
that, both here and abroad, record manufac-
turers have discovered that the popular musical
taste is improving to such an extent that it is
now safe to ask people to buy extended works
calling for two, three or four records. This not
merely means that the money cost becomes
greater, but also that the purchaser must take
the trouble to stand by, ready to change records
instantly, if the whole work is to be heard at
one time. Now this argues that people are
interestcd in ccrtain good music, interested
cnough to go to a lot of expense and trouble
to hear it. And when great business houses
bcgin to believe this and to invest money in
their belicf it is evident that a new phase of the
public attitude towards good music is at hand.

Conditions, Not Theories

We are dealing with conditions, not with
theories. The talking machine trade has becn
unfortunate in having one of its elements always
so very far ahead of all the others. There never
has been a time when the manufacturing end of
the industry has not been five vears ahead of
the retail end in imagination and in vision. We
have now a case in point. It is deplorable to
say it, no doubt, but any one who knows the
rank and file of dealers knows well that to only
a minority will the story I am telling make any
present appeal, or have any present interest.
Yet the facts disclosed are like just so many
straws showing that the wind is blowing in a
certain direction. The wise man will follow
that wind, no mattcr where it may seem to be
leading him, for he will know that the wind
may have blown one way yesterday and yet
blow in quite another way to-day.

Concrete Possibilities

The moment is at hand to take advantage of
thc incontestable fact that the musical taste of
the people is on the up-grade. The wise mcr-
chant i1s he who sees this and proceeds to make
use of it. As before, of course, demonstration
surpasses all methods of telling the talking
machine’s story, and the new series of records

which are now coming out, as described in the

beginning of these observations, offers an en-
tirely new weapon of demonstration. It is
becoming possible, that is to say, to give to the
musically minded in one’s community whole
progranis precisely similar to the instrumental
programs given by an orchestra. Let us take
some concrele examples. The Gramophone
people in London have recently brought out
Beethoven's C Minor Symphony complete on
(we believe) five double-faced records. Without
a doubt this will sooner or later find its way
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ILSLEY’S &RiRe LUBRICANT

Iisley’s Lubricant makes the Motor make good
Is prepared in the proper consistency, will not run out.
dry up, or become sticky or rancid. Remains in its

original form indefinitely.

Put up in 1, 5, 10, 25 and 50-pound cans for dealers

This lubricant is also put up In 4-ounce cans to retall et
25 cents sach under the trade name of

EUREKA NOISELESS TALKING
A A Al MACHINE LUBRICANT
Write for special proposition to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

into the domestic Victor lists. Even nmow the
Seventh Symphony of the same master is avail
able in the regular Victor catalog, complete,
note for ndte, save for a couple of unnecessary
repeats. Take a work like this, add to it the
Hungarian Fantasy already described, put in
the Meistersinger Overture or the Tannhauser
(three records), add for good measure Liszt’s
symphonic poem “Les Preludes,” just completed
this month in four 12-inch records; spice_ with
a couple of operatic scenes such as Caruso’s
big Pagliacci scene and Massenet’s Elegie for
an encore (with Mischa Elman’s violin obbligato
to boot) and what better program could be
given at any concert hall with the seats at two
dollars per head?

The fact is that we are very quietly coming
into a new phase of the talking machine busi-
ness. Here are materials being provided for
concert demonstrations of the talking machine
upon a scale never before heard of. It is ex-
tremely probable that the present experiments
in this direction represent but a start, and that
in due course the whole literature of symphonic
music will be carefully combed over, with result-
ing selections representing the best works of
every classic and modern master, all rendered
in full without cuts.

Instrumental Recording Comes Into Its Own

The more one thinks about a thing like this,
the more wonderful it becomes. There is no
end to the possibilities disclosed. The instru-
mental side of recording has long becen neg-
lected, or, at least, it has been treated in a sort
of stepmotherly manner, because, of course, the
dealers have not taken an interest in it. But
now this must change. The new ideas which
the manufacturers are having the courage to set
forth must be supported, for we cannot allow
this fine work to be abandoned through lack of
support. Every wide-awake dealer ought to
acquaint himself with the wonderful new treas-
ures so rapidly becoming available and see what
he can do to put them adequately before the
musical element in his community. He will find
an immediate and gratifying increase in his
sales. Meanwhile, let me acknowledge my per-
sonal indebtedness to those manufacturers who
are doing this fine work and my determination
to support them to the best of my small ability,
for they see ahead and they see that the talking
machine business needs to be strengthened on
this important side. That is why they are
putting into the hands of their dealers these
powerful and fascinating ncw weapons.

CLEVER DISPLAY SHOWS PROGRESS

NortHAMPTON, MlAss., April 7—“Twenty-five
Years of Phonograph Development” is the ap-
propriate title of a window display in the store
of the Meisse Music Co., on Pleasant street.
The original phonograph, with cylindrical wax
record and large horn, is shown in contrast with
the modern cabinet machine in which record
and every bit of the mechanical workings are
hidden away from view. The type of machine
which was used when the first disc records were
introduced is also exhibited and also the later
type of interior tone machines. The display is
altracting quite a lot of attention.

EXPERT REPAIRING
of all parte and makes of phonographa
LOWEST PRICES — 24 HOUR SERVICE

Send us the article to be replaced or
repaired by Parcel Post or Express

PENN PHONOGRAPH CO. of N. Y.

513 8th Avenue New York

ADDRESSES MEETINGS ON RECORDS

Kiwanis President to Record Short Address on
Brunswick Records for Distribution to Other
Branches of the Organization

DuBuQuUE, TA., April 6.—Speaking at a inecting
and not being there is to prove a feature of
invitations to Kiwanis clubs to attend a district
convention in Dubuque. How's it going to be
done? The president of the Club is to talk into
a horn, a Brunswick, in fact. Phonograph rec-
ords are to be made by the Brunswick Co. Then
the records will be mailed to clubs, with a short
note advising the sccretary to get a machine
and play the record at a regular mecting. The
result will be a three-minute talk on the part
of the president, extolling the virtues of the
city, and its advantages for fun and pleasure,
finally extending a cordial invitation to all to be
‘on board. The stunt is a new ope and features
Brunswick products.

A grouch never lasts long in any business.
=
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BRITISH AGENT FOR THE VICSONIA

James Smith, of Liverpool, Appointed Repre-
sentative in Great Britain for Reproducer

The Vicsonia Mfg. Co., New Yorlk, manufac-
turer of the Viesomia reproducer for the pla
ing of IEdison records on Victor and Columbia
machines, reports the appointment of a new
representative for Great Britain in the person
of James Smith, 49 Clapham road, l.iverpool,
England, who is alrcady developing a substan-
tial business throughout the British Jsles

" NEW MANAGER IN RACINE

The Porter Furniture Co., Racine, Wis., ha
recently announced the appointinent of George
E. Richter, of Chicago, as manager of its talk-
ing machine and piano department. Mr. Richter
i1s widely known as a promoter of musical enter-
prises and his wife is now completing studies
for her first appearance with the Chicago Grand
Opera Companv next season.

@

Swanson Jobbers on board.
1f you are in one of the few
territories where we have
no jobber, better make your
reservation and climb

aboard. Worite us to-day.

Ibs. with record album.
actual comparison.

progressive dealers.

in on SWANSON popularity.

SWANSON

ALL ABOARD!!

‘Success Limited’ is about to leave for

a 1923 Record with the following

Jobbers of Swanson Portables

Los Angeles, California.......covoevveninnenennn. Munsoen-Rayner Corp., 643 South Olive Streect
...... Munson-Rayner Corp., 550 Howard Street
..... G. F.

San Franeisco, California......................
Portland, Oregon. ........ccovveineeneeneenennnns

Seattl e N A R E O, .o oo reioru mrer -henesehenensn snemEne s £7m) sus) 57 xoys HoksoRaysHassmmmaians Nomanamans e E Scattle Hardware Company
Spokane, Washington............... Q1o Ol 110 0l oo Olo O 0 Ol 0 O T 0 0 0 ol OF o ot © ol CRNEN Tull & Gibbs, Inc.
Sal Tl G, U8B v . 0. cani . o ooonnn . . b o b cals + o e o ssne_ssmamsmsmab sy Z. C. M. 1.
Denver, Colorado............c.00e ounn.. Western Musie Supply Co., 131 East Yourth Street
Minneapolis, Minnesota.............ccoo0iiiiiiin... Iidw. G. Hoeh Co., 104 Third Street, North
Chicago, Ilinois............... Coaxolidated Tualking Macline Co., 227 West Washington Street
Detroit, Miehigan...................... Consolidated Talking Maechine Co., 2957 Gratiot Avenue
Evansville, Indiana................0000a0.. T Evansville Phenograph Co., 1331 Gum Street
Cineinnati, Ohio................ oMo oMo s =X LN THE A BT Franklin Sales Co., 1209 Carthage Pike
Teoronte, Canada..... kol booodddo ot Lo ddde X EE T ke ™) Bush & Dowdell, No. 1 Adelaide East
IBULIGAL0S NGV BYIO NI b etk TR 6o+ <k e 55 i 0 AT il Iroquoisx Sales Co., 210 Franklin Street

....... Cheney Sales Corp., 376 Boylston Strect
R —— Cheney Sales Corp., 1107 Broadway

Philadeliphia, Pennsylvania..... e ¢ 6 BRSBTS oTee I8 s Cheney Sales Corp., 1105 Chestnut Street
Baltimore, Maryland.........cooiveniiinnennn.. David B. Tayler Co., 17 South Charles Street
Riehmond, Virginia............. 990000000000 +..Richmond Ilardware Co., 101 South 14th Street
Birmingham, Alabama..............ccc0vuiuennenn... Drennew Ilardware Co., 2013 First Avenue
Jackson, MississipDi. ...t iiiit it iierneeneensenesnnennss Rice Furniture Company
New Orleans, Louisiana. ..., ..o enn i nennnn Junius B. HHart Piano Company

El Paso, Texas........cocivvuvnnnnnn. SO E O T 0T 0 O aau 1o o oian a T RR National Sales Company

DEALERS

THE SWANSON excels in all essentials of a perfect portable.
It's a REAL portable, size 11V4x13V4x7V5 inches, weight 154
Give the SWANSON the acid test of
You will then know why this attractive,
natural-toned portable has proved itself a big proft-maker for
Order from your jobber to-day and cash
Do it now!

PORTABLE
PHONOGRAPH

738 So. Los Angeles St.
Los Angeles, California

Johnson Piano Co., 147 Sixth Street

DISTRIBUTORS
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IN PITTSBURG

Excellent Prospects for 7mde—0pmnmn Prevalent-——Death of
Henry Lewis — Activities of Distributors — News of the Month

I’1tTsBURGH, PA., April 7—Talking machine and
record business the past month in the Pitts-
burgh district was reported as excellent. Prac-
tically all of the jobbers and dealers are unani-
mous in their expressions of satisfaction and are
fully in accord as to the outlook for the future.
The industrial situation in Pittsburgh and vicin-
ity is improving right along and this is one of
the factors that contribute to the general pros-
perity of this section.

In reviewing the Victor trend in the market
Thomas T. Evans, manager- of the wholesale
Victor department of the C. C. Mellor Co., said:
“QOur business has been highly satisfactory in
the various Victor machines and records, and it is
my candid opinion that there will be a shortage
of certain Victor styles if the demand keeps up
long as it has been doing. At the present time
we are shipping out practically all of our Vie-
tor merchandise about as. fast as it is received.
As I vieiw the future it appears to me as though
it will be an exceptionally good year for the
Victor dealers.”

Spring Trade Opening Up Well

S. H. Nichols, manager of the Pittsburgh of-
fices of the Columbia Graphophone Co., stated
that the Spring trade was opening up remark-
ably well and that he found the March busi-
ness had shown a marked increase over the
same month a year ago. As to the next few
months Mr. Nichols ventured the opinion that
they would be very good ones for the Columbia
Grafonola and the Columbia records.

John Henk, of the Columbia Music Co., said:
“Our Easter trade in Edison and Columbia lines
was very gratifying. The demand for high-
grade talking machines was one of the pleasing
features of the past few weeks and I believe
that our Spring business will make a much bet-
ter showing than it did a year ago. I find that
buyers are inclined to either pay cash or to
make large and substantial initial payments and
seek but short-term contracts.”

T. E. Shortell, manager of the Victor depart-
ment of the S. Hamilton Co., also stated that
Easter sales of Victrolas and Victor records
were better than had been anticipated.

The Rowland & Clark Theatres (motion pic-

ture houses) gave four Columbia Grafonolas
away as prizes during March to persons who
attended their several theatres here. One Grafo-
nola was awarded at the Belmar Theatre, an-
other at the Strand Theatre, the third at the
Arsenal Theatre and the fourth at the Plaza
Theatre.

A. R. Meyer, mnanager of the Joseph Horne
Co.’s talking machine department, stated that
March sales showed a marked improvement
over the same month a year ago, and Chauncey
K. Parsons, manager of the talking machine de-

partment of the Rosenbauin Co., also made op-~

timistic reports regarding present and prospec-
tive business.
Death of Henry Lewis

Henry Lewis, the well-known Sonora repre-
sentative who covered the Pittsburgh city ter-
ritory, died in Cambridge Springs, after a brief
illness, whither he went to rest, aged thirty
vears. The body was sent to his home at New
Haven, Conn., for interment. Mr. Lewis was
very popular with the trade and his untinely
passing is keenly regretted.

New Sonora Dealers

H. Milton Miller, Pittsburgh manager of the
Sonora and Vocalion record distributing offices,
reports very brisk business. He said: “The de-
mand for the new style of Sonora consoles is
heavy and we are having considerable difficulty
in making deliveries on time.” Among the new
Sonora dealers are the Pittsburgh Mercantile
Co., Woodlawn, Pa., which also handles the Vo-
calion records, and W. R. Anderson, Freedom.

Frank J. Miller, of Youngwood, has pur-
chased the Sonora and Vocalion departments
of C. E. Smith, pharmacist, at Youngwood, and
will conduct the same in person.

M. Michelson sold his Vocalion and Sonora
shop at Mt. Pleasant, Pa., to H. Rosenshein, the
latter taking possession at once. Mr., Michelson
will open a Sonora and Vocalion shop in Union-
town, Pa.

More Vocalion Record Dealers

Among the new Vocalion record dealers in
Pittsburgh are the Simms Drug Co., Murray
avenue; A. Liesinger, Brushton avenue, and A.
E. Showalter, two stores, Homewood and Lang

To handle THE NEW EDISON is to link your

store with the most widely known manufacturer of

Phonographs.

The name Edison brings to the dealer

a prestige that is invaluable from an advertising stand-
point, and immediately assures his establishment of a
position among those of high standard.

BUEHN PHONOGRAPH CO.
421 - 7th Avenue

PITTSBURGH, PA.

NEW EDISON RECORDS EVERY WEEK

MEETING OF PITTSBURGH
ZONE EDISON DEALERS

Important Problems Relative to Handling and
Sale of Edison Line Considered at Spring
Meeting of Pittsburgh Association

PrrrsaurcH, PA, April 2—Heavy flurries of
snow with blustering March winds apparently
did not affect to any serious extent the attend-
ance at the Spring meeting of the Edison Deal-
ers’ Association of the Pittsburgh Zone held at
the Fort Pitt Hotel early in March. Exceed-
ing in numbers any similar gathering held in
the past, dealers from every one of the four
States, sections of which are served by the
Buehn Phonograph Co., answered to roll call.

The morning session was entirely given over
to the Association. After a few appropriate
words of welcome from Albert A. Buehn, treas-
urer and manager of the Buehn Phonograph
Co., all jobbers’ representatives retired from the
meeting, so that the dealers could, without be-
ing influenced by others than their own number,
freely express themselves on matters pertinent
to the handling of the Edison line. Various
questions and problems were considered and so
interesting did the discussions prove to be that
it was one o’clock before the meeting ended.

After a very tasty luncheon furnished by the
Buehn Phonograph Co., the afternoon session
being given over to the jobber, Mr. Buehn in-
troduced as the first speaker A. B. Cornell, sales
director of the Jewel Phonoparts Co., of Chi-
cago, who gave a most interesting talk on the
use of Jewel tone arms and reproducers. Espe-
cially enlightening were his demonstrations of
the employment of the Jewel products on vari-

s. “talkers,” since they suggested ways to in-
crease sales of Edison records and equip “trade-
ins” so as to increase their resale possibility.

(Continued on page 77)

Other new Vocalion dealers are: No-
Braddock, Pa.; Long Phar-
and Reed Pharmacy, Craf-

avenues.
land Furniture Co.,
macy, Avalon, Pa.,
ton Heights, Pa.
Playertone Business Good

I. Goldsmith, president of the Playertone
Talking Machine Co., said: “Our business is
moving along at a very satisfactory rate and
we are banking on an excellent Spring move-
ment of the Playertone. As I view it this will
be a big year for the talking machine trade as
a whole.” On May | the offices and showrooms
of the Playertone Co. will be moved to Grant
street, above Sixth avenue, in more commodi-
ous quarters.

Frank Dorian Is Enthusiastic

Manager Frank Dorian, of the Pittsburgh of-
fices of the General Radio Corp., distributor of
the Okeh records, Strand phonographs and Gold
Seal record repeaters, stated that the outlook
for future business was excellent and that he
was highly gratified with the volume of business
handled in March. Among the firms who han-
dle the Strand phonograph and Okeh records
are Kaufmann & Baer Co., the Rosenbaum Co.,
Spear & Co., Goldman & Roth and the Arcaro
Phonograph Co. W. L. Eckhardt, of Philadel-
phia, and George W. Lyle, of New York, both
well known to the talking machine and radio
trade, were callers on Mr. Dorian a few days
ago. The radio equipment trade, Mr. Dorian re-
ports, is very satisfactory, with the demand from
the rural districts at present being inore pro-
nounced than from the city sections.

Eight Victor Artists to Appear

The Eight Victor Artists are scheduled to ap-
pear in Pittsburgh on the evening of May 10
in Carnegie Music Hall. The personnel of this
famous group is the same as formerly, except
that Rudy Wiedoeft, the celebrated saxophonist,
will appear, instead of Fred Van Eps, banjoist.

C. L. Hamilton, of the S. Hamilton Co, is
back from a brief sojourn in Florida.

Patton & Fisher have opened a new Edison
rhonograph shop at.Verona, Pa.
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A. H. Curry, vice-presideut of Thomas A.
" Edison, Iuc., in charge of phonograph merchan-
dising, liad promised to be present, but, unfor-
tunately, at the last minute he found it necessary
to leave for Texas. In his place he sent to Pitts-
burgh his assistant at Orange, F. C. Beattie,
who proved to be a capable and acceptable sub-
stitute.

Mr. Beattie confined his talk to a fcw remarks
in which he assured dealers that thc laboratories
were alive to the different problems facing themn
at this time. He stated that Mr. Edison had
intended giving his personal attention to somne
of these questions which had been brought up
at the jobbers’ convention held in New York in
February, but unfortunately had been taken sick
shortly after that convention and has since been
in Florida.

The questions brought up by the dealers at
the morning session were carefully and thor-
oughly discussed from every angle, after which
they were either drafted in concrete form, to be
presented to the laboratory representative at the
afternoon session, or turned over to commit-
tees to be placed in the form of resolutions and
likewise presented at the afternoon session.
When Mr. Beattie announced that he was ready
to answer any questions he did not have to wait
long for the first to be asked and he was there-
after kept busy for an hour or more giving an-
swers and explanations that would help solve
some of the dealers’ problems.

In the evening all met in the English room
as the guests of the Buehn Phonograph Co. and
enjoyed an excellent dinner. Dancing followed
the dinner, Nirella’s Orchestra supplying the
music.

Officcrs elccted to serve for the ensuing year
were: N. W. Russler, president; S. A. Phillips,
vice-president, and J. C. Dilts, Sr., secretary and
treasurer.

Those who attended included: F. C. Beattie,
Orange, N. J.; R. B. Alling, Detroit, Mich.; L.
Bloom, Cleveland, O.; Mr. and Mrs. Clyde
Ament, Apollo, Pa.; I. G. Amsler, J. L. Hilliard,
E. J. Hayes, C. R. Hayes, Coraopolis, Pa.; Mr.

and Mrs. ‘G. K. Barkell, Scottdale, Pa.; Miss
Agnes McGeary, Mr. and Mrs. C. C. Aughen-
baugh, Monaca, Pa.; Elmer Law, Cambridge,
O.; Mr. and Mrs. W. H. Bonnage, Mrs. S. G.
Patterson, Beaver Falls, Pa.; Mr. and Mrs.
Howard Strawn, Miss Beulah Leggett, Waynes-
burg, Pa.; Mr. and Mrs. C. Malley, Parkers-
burg, W. Va.; J. O. Clawson, Belle Vernon, Pa.;
N. W. Templeton, Clymer, Pa.; A. G. Crabbe,
Hyndinan, Pa.; Miss A. Little, East Liverpool,
O.; J. W. Cuunninghan,.Reynoldsville, Pa.; Os-
car P. Decoster, August Decoster, Jeannette,
Pa.; Mr. and Mrs. C. H. Dufford, Mr. and Mrs.
P. R. Dufford, New Castle, Pa.; Miss L. Faw-
cett, Paul Duer, Salem, O.; A. H. Hunt, Latrobe,
Pa.; H. H. Findt, Albert Gescheider, Steuben-
ville, O.; Mr. and Mrs. S. B. Foust, Juniata, Pa.;
1. H. Fullerton, Miss Elizabeth Burton, Miss
Izola Stemme, Miss Viola Dickinson, Burgetts-
town, Pa.; Mr. and Mrs. R. Gerecter, Mt. Pleas-
ant, Pa.; A. J. Harter, Altoona, Pa.; Mr. and
Mrs. W. Fred Henry, Mrs. Lenore H. Kummel,
Blairsville, Pa.; Mr. and Mrs. A. Ohringer, Mr.
and Mrs. A, Goldsmith, Mrs. M. Fetterhoff, Miss
E. Williams, Braddock, Pa.; Mr. and Mrs. C. H.
Hutson, New Bethlehem, Pa.; G. W. P. Jones,
Washington, Pa.; Mr. and Mrs. R. B. Keefer,
Miss Barbara Verner, Irwin, Pa.; Mr, and Mrs.
H. O. Keefer, McKeesport, Pa.; Miss M. Mc-
Cullagh, Kittanning, Pa.; Mr. and Mrs. C. R.
Kerr, Sistersville, W. Va.; J. R. Klingensmith,
Greensburg, Pa.; Mr. and Mrs. F. A. Knouff,
Crafton, Pa.; Lake F. Steffee, Oil City, Pa.; Mr.
and Mrs. E. E. Koontz, Moundsville, W. Va.; R.
A. Lambert, Roaring Spring, Pa.; Clark Wright,
Miss Gertrude Ryan, East Pittsburgh, Pa.; J.
G. Biercr, California, Pa.; L. Luxenberg, Barnes-
boro, Pa.; W. H. Boone, Marietta, O.; L. C. Mil-
heim, Butler, Pa.; H. C. Milleman, L. M. En-
field, Ellwood City, Pa.; Mr. and Mrs. C. F.
Milleman, Zelienople, Pa.; G. A. Mytinger, J.
B. Vaughn, Ambridge, Pa.; Mr. and Mrs. W. J.
McKnight, Brookville, Pa.; Victor Nelly, Jr.,
Mrs. A. B. Nelly, Miss A. B. Nelly, Carnegie,
Pa.; Mrs. C. A. Nessler, Miss Irene Nessler,
Monongahela, Pa.; M. S. Nimmo, N. Mihalick,

Nanty-Glo, Pa.; Mr. and Mrs. J. C. Dilts, Sr.,,
J. C. Dilts, Jr., Wheeling, W. Va.,; W. A. Dill-
more, Clarksburg, W. Va.; G. M. Wilkinson, O
1. Shook, East Palestine, O.; Mr. and Mrs. S.
A. Phillips, Morgantown, W. Va.; Mr. and Mrs.
C. Puffinburg, Mr. and Mrs. P. Puffinburg, Wil-
kinsburg, Pa.; J. W. Walters, East Brady, Pa.;
H. L. Rosenberg, Sidney Rosenberg, Miss Bes-
sie Rosenberg, South Fork, Pa.; C. S. Holland,
Fairmont, W. Va.; W. F. Rossman, Miss Ross-
man, Franklin, Pa.; N. W. Russler, Mr. and
Mrs. Slattery, Cumberland, Md.; S. R. Washko
L. McDonald, Windber, Pa.; W. E, Lutz, Em-
lenton, Pa.; Mr. and Mrs. W. E. Nydegger,
Johnstown, Pa.; Mr. and Mrs. R. D. Stephens,
Barnesville, O.; E. S. Tyler, Point Marion, Pa;
I.. B. Vaughn, Columbiana, O.; Albert Webber,
Lisbon, O.; Mr. and Mrs. H. W. Sutch, Taren-
tum, Pa.; Miss E. A. Dunn, Connellsville, Pa.;
H. C. Crawford, Uniontown, Pa.; E. F. Hodgin,
Chesterhill, O.; R. J. Commons, E. M. Com-
mons, J. R. Bartlebaugh, Leo Cooper, Patton,
Pa. The following from Pittsburgh, Pa.: Henry
Braun, Mr. and Mrs. J. F. Henk, C. B. Hewitt,
C. F. Martin, Homer Schoenberger, J. C. Hag-
gerty, Mr. and Mrs. A. A. Buehn, Mr. and Mrs
E. J. Patterson, Mr. and Mrs. J. W. McKelvic,
Mr. and Mrs. H. M. Swartz, Mr. and Mrs. T. A.
Dillon, Mr. and Mrs. C. W. English, Mr. and
Mrs. R. P. Chilcott, Mr. and Mrs. A. J. Boehm,
Mrs. M. Carr, Miss E. B. Chillay, Miss A. Raida,
Miss L. Scholl, Miss M. Toole, Miss M. Lergen-
miller, Miss F. Kress, A. W. Chilcott, J. K.
Nichol, D. S. Hartley.

CARDINAL SALES CO. MOVES OFFICES

The Cardinal Sales Co., which has been lo-
cated for the past year at Columbus, O., has
moved its offices to Zanesville, O. An announce-
ment to this effect was sent out to the trade on
April 1 signed by Herbert Wise, assistant treas-
urer of the Cardinal Phonograph Co., who is
also in charge of the activities of the Cardinal
Sales Co. The new quarters offer greatly in-
creased service facilities.

The Wonder Instrument

DON'T JUMP UP and RUN

pended in the air

Saginaw

A BROOKS REPEATING
PHONOGRAPH

Plays and repeats automatically any make
of record any desired number of times, then T
stops automatically with the tone arm sus-

Write today for literature covering upright
and console models and dealers’ discount

THE BROOKS COMPANY

Michigan
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AN FRANCISCO

Iictor I(//L///_/ Machine Co. 1o Iomlc Record Pwuzng Plant
on Coost—Small A partments 1 urt Sales—News of the Mol

San Irancisco, Cal, Aprit S—TIt s indeed
vood ncws to the talking machine tradc on
the I"acific Coast that at last the Victor Talking
Machine Co. has decided to locate a record
pressing plant out tlus way. In a mecasure, the
J'acific Coast dealcrs are handicappcd at pres-
ent by the long distance from the factorics
which produce the most popular merchandisc,
especially in the matter of records of popular
song hits and danee music. The life of a new
hit is usually so short that somctimes the peak
reached before the new records reach the
Coast. Eldridge R. Johnston, president of the
Victor Co., who has just been in San Francisco,.
has this to say in relation to the new enterprise:
“We are planning to put up a record factory out
here which will employ several hundred, per-
haps a thousand, people. Defuiite plans as to
location and investment have not been com-
pleted, but I should say it would be in opera-
tion within a year from now. The talking ma-
chine, like the movies, is a national institution
of cntertainment and must be supplied with
productions at both ends of the country at the
same time.” The general supposition is that
the new plant will be located in the immcdiate
vicinity of San Francisco Bay.
Apartment Life Curtails Sales

During T.ent the talking machine business
has not been rushing, but the general average
of sales is about normal for this time of the
vear. Shortage of stoclk has curtailed activity
in certain quarters. One reason given for com-
paratively slow developient of talking machine
business in the large cities is the tendency of
the people to live a huddled life in diminutive
apartments. High rents and the eraving for
all modern improvewncnts in living quarters com

1S

pel people to get along in smaller apartments
where even the room for a talking machine can-
not always be spared. Further, the tabloid
apartiments are usually centrally located necar
the theatre districts so that the need for home
entertainment is minimized. Oun the other hand,
the. building boom is still on and new subur-
ban homes are going up by the thousands. = Life
in the suburbs is favorable, both to the talking
machine business and the radio business.
Radio Exposition Opeps

The first National Radio and FEleetrical Ex-
position will be lcld at the Civic Auditorium,
San Franeisco, April 3 to 8. More than two-
thirds of the exhibit space has already been spe-
cially reserved by radio and electrical manufac-
turers of the United States. One fcature of the
big show will be the radio set contest open to
children residing within a hundred miles of San
Francisco. Six cash prizes are offered for the
best sets made by the contestants.

At a luncheon given at the Palace Hotel on
March 20, under the direction of the San Fran-
cisco Electrical Development League, David
Sarnoff, vice-president and general manager of
the Radio Corp. of America, was the principal
speaker. He gave a short outline of the his-
tory of the new industry and spoke most hope-
fully of the future.

Edison Distribution Expanding

Edison Phonographs, Ltd, Edison wholesaler,
with headquartcrs in this eity and branchlics in
l.os Angeles and Portland, Ore, has been suc-
cessful in placing this linc of phonographs and
records in many fne establishiments throughout
the Coast tcrritory, and that the Edison is in
popular decmand is indicated by the fact that the
list of new aceounts is stcadily growing. Edi-

son Phonographs, Ltd, is one of the most ag-
gressive phonograph jobbing concerns in this
section of the country and the high type of serv-
ice which this house places at the disposal of
its dealers has been of great benefit to the Edi-
son business in general. The vigorous campaign
consistently carricd on by this firm has been, in
a measurc, responsible for the fact that distri-
bution has developcd in such a satisfactory man-
ner and the excellent trade enjoyed during the
past three months, and the rapid growth in the
demand experienced by dealers, indicates a
prosperous year.
Musie Men Discuss Legislation.

Shirley \Walker, of Sherman, Clay & Co., and
George Hughes, of the Wiley B. Allen Co., have
bcen called upon this month as representatives
of the Music Trades Association of Northern
California, to appear before committees of the
State Legislature and explain the position of
the music trades in relation to certain proposed
new laws relaling to the customer’s equity in
musical merchandise bought upon the instalment
plan. It is expected that the proposed legisla-
tion will be defeated, or at least radically modi-
fied in accordance with the principles of justice.

Magnavox Demand Keeps Up

The Magnavox factory in Oakland is very
busy. The Eastern and Middle West demand
is growing in a gratifying manner and, in gen-
eral, there would seem to be no decline in the
market for loud-speakers except in cases where
they are used for advertising or other novelty
purposes. The use for utilitarian purposes is
certainly growing.

Brunswiek Line for Kohler & Chase

Kohler & Chase have taken the agency for
the Brunswi¢k line of phonographs and rec-
ords and by reason of this important move the
company will spend at least $25,000 in remodel-
ing the talking machine departments of the two
stores in San Francisco and the store in Oak-
land. The number of booths in the San Fran-
cisco store will be increased from three to
twelve and all these will be advantageously lo-
cated on the first floor. A weck of celebration
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will be held from April 2 to 9 at the San Fran-
cisco houses and there will be a special meeting
foi the employes and guests on the evening of
April 4, at which F. A. Smith and F. B. Cor-
coran, of the San Francisco branch of the
Brunswick-Balke-Collender Co., will speak. Miss
Miriam Gordon, formerly of the Emporium talk-
ing machine department, has been engaged as
manager of the record department of the main
store in San Francisco. J. E. Bray remains as
manager of the talking machine departiment.
The alterations in the Oakland store are about
completed, several new Unico booths having
been put in and other changes made to increase
the facilities of the business.
Plans General Phonograph Co. Branch

\WW. C. Fuhri, of the General Phonograph
Corp., New York, has just been in San Fran-
cisco on business in regard to the establish-
ment of a branch on the Coast. The manager
of the branch will be Mr. Henry, formerly as-
sistant manager of the Columbia Graphoplone
Co. in San Francisco. Mr. Fulhri has gone to
l.os Angeles to confer with Mr. Henry. Okeh
records will be distributed hereafter through the
Coast branch of the General Phonograph Corp.
Definite arrangements as to the location of the
branch have not yet been announced.

Many Edison Artists on Tour

The demand for Edison records has increased
of late by reason of the many Edison artists
on tour over the Coast country. The Edison
Shop, on Geary street, gives record demon-
strations daily which always attract the favor-
able attention of the passing public.

Featuring Columbia Records

The Columbia dealers of California have been
featuring the record “Suzanna” very exten-
sively the last nionth. Some of the dealers de-
voted their entire window space to the display.
P>. S. Kantner, manager of the San Francisco
office of the Columbia Co., finds the best results
following the latest Columbia window adver-
tising campaign. People “stop, look and buy.”

PEARSALL STAFF AT VICTOR PLANT

The members of the sales staff of the Silas
I.. Pearsall Co.,, New York, Victor wholesaler,
visited the Victor factories at Camden recently
and, after spending several hours going through
tlie immense plant, devoted considerable time to
a study of the new Victrola models. Members
of the Pearsall forces who made this interesting
trip were: N. G. Fitzpatrick, S. B. Schooumaker,
Eugene Latham, Harry Nye, C. A. True, Lloyd
Howells and F. G. Mellon.

MERMOD & CO.. IMPORTERS. MOVE

Mermod & Co, well-known manufacturers
and importers of talking machines, parts and
music boxes, have moved from 874 Broadway
to 16 East Twenty-third street, New York City.
The company recently received some single and
double-spring importations of Swiss motors.

Crookedness is always found out sooner or
later and always pays a penalty and suffers,
whether in business or private operations.

HYATT HEADS NEW ASSOCIATION

Portland Talking Machine Man Elected Presi-
dent of Greater Portland Association—An-
other Talking Machine Man as Secretary

PortLAND, ORE., April 3—At the annual meeting
of the Greater Portland Association, which was
held in the Portland Chamber of Commerce
March 14, E. B. Hyatt, of the Hyatt Talking
Machine Co., was elected president of the As-
sociation. The prospects of the specialty stores
of the city look very bright and plans were for-
mulated by the Association for an extensive ad-
vertising campaign during the coming season. It
is the purpose of the Association to let the pub-
lic know more about the high-grade stores deal-
ing in specialties, which have been overlooked in
the past. Another music man was honored in
the person of Thomas H. Edwards, of the Ed-
wards Furniture Store, distributor of Druns-
wick phonographs, who was elected secretary of
the Association. Mr. Edwards is popularly
known as the “Father of the Greater Portland
Association.”

ANNOUNCES NEW UPRIGHT MODEL

The Wasmuth-Goodrich Co. and the Emerson
FPhonograph Co., who manufacture and market
FEmerson phonographs, announce a new upright
model made to retail at a popular price. It is
known as Emerson No. 10 and is of solid ma-
hogany with the well-known Emerson “Music
Master” horn.
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NEW GorLb MINES

along

The Entire Pacific Coast

Are being discovered and developed by enterprising business men from
the East just the same as in the days of «49.”

An Edison Dealership on the Pacific Coast is a Gold Mine

Write any of our three houses for particulars regarding locations and
opportunities in this land of promise and prosperity.

EDISON PHONOGRAPHS, Ltd.

San Francisco
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“PEFFERGRAM” BRINGS BUSINESS

Sales Letter in Form of Telegram Stimulates
Interest in Sonora Line Handled by the Pef-
fer Music Co., Live Stockton, Cal., Dealer

StocktoN, CAL., April 5.—The Peffer Music Co.,
of this city, has an ingrained habit of springing
something new on its prospects and the trade
every now and then. This up-and-doing dealer
has made a successful record in Sonora sale
throughout the territory, and no little credit
can be given to its live sales promotion tactics
and ideas.

Recently it devised an unusual mailing piece
which took the form of a telegram blank.
Across the top, in large, bold letters, appeared
the word “Peffergram,” while the message, a
corking selling letter, was printed below in cap-
ital letters. The whole was enclosed in a yellow
window envelope, having “Peffergram” printed
across its face. This novel idea brought large
results.

NEW QUARTERS FOR MODERNOLA

The Modernola Sales Co., Eastern distributor
of the Moderuola phonograph and the Moderno-
lette portable, has taken possession of attractive
new quarters in the Herald Building, 1340 Broad-
way. George Seilfert, the enterprising presi-
dent of this company, is a Modernola enthusiast
and has built up cood business for this well-
established and widely known line of talking
machines throughout the East.

S

Portland

A el e L L L L Ll o g inaTatatayapa Tatats

i ; ) PHONOGRAPHS AND RECORDS

767-69-71 Mission St.

For San Francisco

THE BRUNSWICK-BALKE-COLLENDER CO.

and adjacent territory

Distributing Branch

F. A. Smith, Branch Mgr.
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SPOKANE TRADE MORE ACTIVE

Optimism Pervades Trade as Dull Conditions
of Winter Give Way to Stimulated Spring
Business—Dealers Planning Sales Campaigns

SPOKANE, WasH., April 5—The lethargic condi-
tion in the talking machine trade here prevail-
ing during the Winter months is of the past
and the outlook now is brighter than for some
time. The better demand is the basis for an
optimistic spirit which has permeated the trade
and which is resulting in plans for vigorous
campaigns and sales drives during the remain-
der of Spring and Summer,

A special study course in music was given at
the local Sherman, Clay & Co. store here in an-
ticipation of the music memory contest to be
held in the grade schools under the supervision
of Miss Grace E. P. Holman, director of music.

Although the Tull & Gibbs store, jobber of
Victor, Edison and Columbia instruments, suf-
fered considerable damage in a recent fire, for-
tunately the talking machine department wasy

but slightly damaged and, consequently, busi-
ness is being carried on as usual. A number of
instruments were blistered by the heat, the ex-
tent of the damage, but despite this handicap
business during the past month has been brisk.

The Edison department of the Crescent store
is kept busy making demonstrations, and in the
majority of instances sales, of Edison phono-
graphs, according to M. R. Makenson, manager.

Faith in the Columbia line and the prospects
for a good Summer demand is exhibited by L.
O. March, manager of the Grafonola Shop,
wlho has just placed an order for shipment of
300 instruments and 4,800 records.

The Spokane Music Shop, Victor dealer, has
cnjoyed an exceptional record business during
the past five weeks. This concern is making
plans for an extensive drive in behalf of Victor
talking machines and records.

Some men go to churth on Sunday to im-
press their neighbors with their piety and then,
during the next six days, they do their darndest
to beat their fellow men.

e =

SPHINX GRAMOPHONE NDTORSTNZ
NEW AKX, WY,

P
Yo

noiselessly.

constant in speed.

_u-_llllr TN

TR

Why You Should Buy
Sphinx Gramophone

They are built to run smoothly and

Their durable construction enables them
to stand the strain of hard usage.

They operate with uniformity and are

Write for Prices

21 BEast 40th Street
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Built by Enginecers
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Capacity Operation of Rubber
Industry Reflecied in Business
—Trade Activities of the Month

AKxroN, O, April 6.—With the rubber industry
continuing at peak, and optimistic reports com-
ing in from all quarters as to prospects for
Spring and Summer, the music industry in
Greater Akron continues to thrive. While
March was probably one of the worst months
in recent years from the standpoint of weather,
it proved a boon to the talking machine busi-
ness, for without exception dealers, when visited
this week by a representative of The World,
said March business was satisfactory and in
some instances it was 100 per cent better than
the same month a year ago. The trade is meet-
ing its obligations more promptly, collections
are greatly improved and there is a much differ-
ent tone prevalent in the districts wherein live
thie working element. Record sales, which for
the past two months have been reported quiet,
show a decided improvement this month. It
seems that while the console type talking ma-
chine was the big factor in the trade the two
months past, there is a tendency now for the
upright models.

Music memory contests conducted in the pub-
lic schools of Akron, recently, were given much
encouragement by Miss Baer, manager of the
talking machine department of the M. O. Neil
Co. Miss DBaer arranged lectures twice each
week during the progress of the contests, in
talking machine section at the store,
which were attended by an average of 300
school children. She also donated machines
and records to further the work in the schools

Earle G. Poling, of the Windsor-Poling Music
Co., Victor distributor, reports Victor machine
sales in March were greater than in either
January or February and that records showed
a gain of 100 per cent, compared to March a
year ago.

It became known here this week that the
M. O. Neal Co. has added the Sonora line. It
has also taken the agency for the Pooley talking
machine and has added to its record stock the
Okeh line. The store also features the Victor
and Cheney machines, giving it the largest selec-
tion of machines and of records in the entire
city.

Ernest Savage, manager of the talking ma-
chine department of the George S. Dales Co.,
has relinquished his position to become identi-
fied with a Cleveland music house. Before
coming to Akron he was connected with the
Eclipse Music Co. in Cleveland. Raymond V.
Porter, for many years with the G. S. Dales
Co, is temporarily in charge of the talking
machine department, in which the Brunswick
line is featured.

George S. Dales, head of the well-known
music house of the George S. Dales Co., who
with his family has been spending the Winter
months in Florida, is due to return to Akron.
carly in April

E. G. Rockwell, Akron music dealer, has dis-
continned business and has disposed of his stock
to other dealers and jobbers. In recent months,
he went in strong for radio.

Edison and Columbia records have been ex-
periencing big sales all Winter, according to
B. A. Emerson, head of the Emerson Music
Co. “We have no complaint to offer so far as
records are concerned and have enjoyed a very
satisfactory machine business this Winter,” Mr.
Emerson said.

The new talking machine quarters of the A.
. Smith Co. are considerably larger than the
old location. This company handles the Sonora
and other lines.

Harry Paige, who for more than a year con-
ducted a sheet music shop in the Orpheum
Arcade, has closed out his business.
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face noise.

they'll come back for more perfect records.

Counter Needle Display Case—$2.50 at Columbia Branches.

Do the Columbia New Process Records you sell make good?
We've taught people to expect perfect recordings, without sur-

They’ll get it, if they use the right needles, and
Use the Columbia

COLUMBIA GRAPHOPHONE CO.

New York
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