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DISCRIMINATING PEOPLE
CHOOSE SONORA

The mherent high quality found n
Sonoras priced no higher than other well-
known makes, appeals strongly to the
' substantial, well-established person of
Barcarolle culture and refinement who demands the

$150 best that money can buy in all his pur-
chases.

This desirable type of buver is irresist-

ibly attracted to the Sonora store. And

Sonora advertising, window displays, ad-

vertising literature—all play a vital part mn

The choice of bringing him to the Sonora dealer’s place

those who've of business. Once attracted, 1t requires
heard them all

little effort to convince him that Sonora
75 the better instrument.

Sonora dealers find that the business
built up among this class of phonograph
purchaser alwavs results 1in a large pro-
portion of cash sales, the benefits from
which are many fold.

©

SONORA PHONOGRAPH CO., Inc.

279 BROADWAY NEW YORK
Marlborough Canadian Distributers
$185 SONORA PHONOGRAPH, Ltd. Toronto

THE INSTRUMENT OF QUALITY /2=
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Beckwith Buys Dyer Victor Jobbing Business

Victor Wholesaler in Minneapolis Purchases Wholesale Victor Business of W. J. Dyer & Bro.—

Will Distribute From Minneapolis Only—W.

J. Dyer & Bro. to Continue as Victor Retailers

MinnearoLts, MINN., October 8—The George
C. Beckwith Co., ol this city, well-known Victor
wholesaler, has purchased the wholesale Victor
business of W. J. Dyer & Bro., of St. Paul,
Minn. This important deal becomes effective
to-day and hereafter all Victor wholesale busi-
ness in the Twin Cities will be transacted from
the offices of the Geo. C. Beckwith Co., here.
W. J. Dyer & Bro. will continue as Victor retailers.

The news of this purchase by the George C

Beckwith Co. will undoubtedly prove of interest
to dealers throughout the West and the com-
pany’s plans for the coming year include many
important phases of co-operation that will en-
able it to give its clientele increased service
along practical lines. Mr. Beckwith and Chas.
K. Bennett, who recently joined the company,
are receiving the congratulations of their many
friends in the trade upon the consummation of
this important deal.

TO INSTALL BROADCASTING STATION

Saul Birns, Gotham Talking Machine Dealer,
Planning Radio Station at Seecond Avenue
Store—Foreign Language Programs and Edu-
cational Work to Be Featured

Plans are under way by Saul Birns, proprietor
of a chain of talking machine stores in New
York and Brooklyn, to install a radio broad-
casting station in his headquarters at 111 Sec-
ond avenue, New York City. Permission has
already been secured by Mr. Birns from the
Department of Commerce, Bureau of Naviga-
tion, Radio Service, for radio transmission.

Mr. Birns’ plans include the broadcasting of
radio programs in various foreign languages,
including Yiddish, Italian, Greek, Polish, Rus-
sian, etc. The Second avenue store is located in
the heart of a section of the city in which
reside many foreign-born people of all nation-
alities. Mr. Birns states that a large percentage
of these people are not familiar with the Eng-
lish language, many of them having arrived in
this country very recently. Mr. Birns is a mem-
ber of the board of governors of the downtown
branch of the League of Foreign-Born Citizens,
and he believes that a broadcasting station, such
as he intends to install, will prove a powerful
force in educational and Americanization work.
Tentative plans have already been made to in-
stall a device for transmitting the instruction
given in the classes of the League to the for-
eign-born people who do not attend schools.
Mr. Birns has also secured the co-operation of
publishers and editors of the leading foreign

newspapers to publish the programs and ren-
der such other service as may be possible.
Musical programs, rendered by artists in the
various [oreign languages, will play an impor-
tant part in these programs, according to Mr.
Birns, who also declared that there is an intense
interest among foreigners in radio.

REILLY WITH BUSH & LANE

Popular Wholesale Man Joins Holland, Mich.,,
House—Will Cover State of Illinois

* CHicaco, ILL., October S.—Raymond Reilly, for
the past three years wlholesale representative
for the Chicago branch of the Columbia Graph-
ophone Co., covering the loop district, has
joined the sales organization of the Bush &
l.ane Piano Co., Holland, Mich., and will be
in charge of the State of Illinois and the city
of Milwaukee for this company. Mr. Reilly
will concentrate all of his activities on the de-
velopment of the phonograph business for the
Bush & Lane Piano Co. and the enthusiastic
response accorded this company’s new line of
instruments is reflected in the many inquiries
received [or dealer agencies.

Mr. Reilly is weli known throughout the
Western talking machine trade, for prior to his
association with the Columbia Co. he was iden-
tified for ten years with the retail talking ma-
chine field. He is recognized as one of the
most successful wholesale men in the Chicago
trade and in his new connection will have ample
opportunities to utilize his previous experience
to advantage.

Columbia to Start Big Ad Drive This Month

Leading Magazines and Newspapers to Carry Full-Page Color Advertisements of Columbia
Machines and New Process Records—Ads Will Appear Nearly a Billion and a Half Times

Columbia dealers throughout the country
were gratified to learn this month of the prepa-
ration of a mammoth Columbia advertising
campaign that will be inaugurated on October
21. This eampaign has been planned in such
a way that it will reach the reading public of
the entire nation and, according to the official
schedule, the new Columbia phonographs and
Columbia New Process records will be featured
during the months of October, November and
December in rotogravure color and black and
white full pages of lorty-three great Sunday
newspapers, whose circulation totals 14,000,000
each week.

A similar presentation will appear in four
full-page advertisements in the Saturday Eve-
ning Post, whose weekly circulation is 2,177,000.
Each week 750 daily papers will carry adver-
tisements announcing the popular hits to 22,-
000,000 readers. The Columbia advertising de-
partment sums up this campaign as follows:
“When you consider these circulation figures
in relation to the number of times each adver-
tisement is scheduled in this group of publica-

tions alone there is the amazing total of 1,353,-
708,000. Think of it—nearly a billion and a
half Columbia impressions upon the public
mind! But this is not all. Hundreds of thou-
sands more readers are similarly and persist-
ently appealed to by appropriate advertisements
which are inserted regularly in the leading Ne-
gro weekly newspapers and foreign language
publications, which include twenty-four differ-
ent nationalities.”

The rotogravure advertising will be particu-
larly artistic, one advertisement, for example,
featuring the new Columbia Model 550, list-
ing at $200, and presenting this handsome in-
strument in a suitable background. In the
same copy there are also listed the new Colum-
bia Model 460, listing at $225; the Model 530
console, listing at $150, and the Model 520 con-
sole, listing at $125. Another page in the cam-
paign will be devoted almost entirely to a de-
scription of the new reproducer that is part ol
the equipment of the new Columbia line; this
copy emphasizing in detail the distinctive mer-
its of this reproducer.

RETIREMENT OF CALVIN G. CHILD

From Artists and Repertoire Department of the
Victor Talking Machine Co. on Aceount of
111 Health—Succeeded by J. S. Maedonald

Announcement has just been made of the
retirement of Calvin G. Child from his admin-
istrative duties with the Victor Talking Ma-
chine Co. as director of the artists and reper-
toire department of the company. The results
of his twenty-three years of effort in this spe-
cial field have been of an outstanding character
both as regards the Red Seal library and the
popular numbers.

Mr. Child’s retirement from the more active
phase of his efforts in behalf of the Victor Co.
is due to the condition of his health. He will,
however, continue as a member of the Board of
Directors, to which body he was elected some
time ago. Mr. Child, by the way, was asso-
ciated with Eldridge R. Johnson even prior to
the formation of the Victor Co.

J. S. Macdonald has been appointed to the
important position of manager of the artists
and repertoire departinent of thie Victor Co.
and will henceforth assume the administrative
duties formerly falling on Mr. Child. Mr. Mac-
donald has also been associated with the Victor
enterprise [or a long period of years, most of
whiclt were spent in the artists and recording
division, but part of which was spent as sales
manager of the company. Mr. Macdonald is,
therefore, especially well qualified to fulfill the
responsibility that has been placed upon him.

SONORA LINE IN HARTMAN STORES

Illinois Phono. Corp. Closes Important Deal
With Chicago Retail House—Leon Golder
Consummates Arrangements

CHicaco, ILL, October 8—Leon Golder, sales
manager of the Illinois Phonograph Corp., of
this city, Sonora jobber in this territory, an-
nounced this week that arrangements had been
completed whereby the Sonora line would be
carried in the four stores of the Hartman Furni-
ture & Carpet Co.,, Chicago. The main store
of this company is located at 258 South Wabash
avenue, in the heart of “Piano Row,” and the
others are situated at 1272 Milwaukee avenue,
2558 West North avenue and 819 West Sixty-
third street. A complete line of Sonora instru-
nients, including the latest period models, is
now on display at the Hartman stores and Mr.
Golder has been congratulated upon closing this
deal, as the Hartinan Furniture & Carpet Co.
1s one of Chicago’s largest retail furniture estab-
lishments.

Frank J. Coupe, vice-president and general
sales manager of the Sonora Phonograph Co,,
New York, accompanied by H. J. O'Connor,
E. D. Coots, F. E. Roediger and J. M. Erwin,
of his sales organization, are now in Chicago
co-operating with the Illinois Phonograph Co.
and the Sonora dealers in making plans lor a
banner season. Mr. Coupe is well known in the
Chicago trade and he has been given an en-
thusiastic welcomne throughout the city.

INDEPENDENT’S MUSICAL DIRECTOR

A. J. Baum, general manager of the Inde-
pendent Recording Laboratories, New York,
announced this week the appointment of Adrian
Schubert as musical director of the company,
succeeding Arthur Bergh, who is now Okeh
recording director. Mr. Schubert is well quadi-
fied for his new post, as for nearly ten years
he has been first ‘cellist at the Metropolitan
Opera House and has recorded for many of the
leading record companies as a member of vari-
ous musical organizations.

See second last page for Index of Articles of Interest in this issue of The World
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Is the Mail Order House Your Competitor?

Mail Order Firms Draw Trade From Entire Country—Some of the
Business Methods Which Are Resulting in Losses to Retailers

On more or less frequent occasions estab-
lished retailers in various cities and towns of
the country have called to thejr attention more
or less forciblv the activities of the various
mail-order houses in going after and landing
prospective customers in their ferritories. Even
though the dealers themselves are not conscious
of mail-order competition they have sympathy
to offer to neighboring dealers perhaps in other
lines who have seen sales go glimmering as
a result of mail-order solicitation.

The average merchant, especially in the
larger cities, appears to be of the opinion that
the bulk of the mail-order business is done in
rural communitics more or less distant from
large towns, where well-conducted talking ma-
chine establishments are located. Yet it is a
peculiar fact that close to 50 per cent of mail-
order business is actually done in large cities
and with a class of people who would make
most desirable customers for the local retailer.

Invading Dealers’ Territories

As an instance in point it is significant that
even in New York City and particularly its
populous home borough, Brooklyn, to say noth-
ing of Chicago and its environs, the mail-order
houses have sold machines at substantial prices
to people only a few blocks distant from the
local dealer with an established store and a
stock that can be inspected at first hand.

It is apparent that the argument to the effect
that the local dealer is a permanent fixture in
the community and is doing his share to de-
velop the city and pay the expenses of its main-
tenance has little effect, nor do the mail-order
buyers seem impressed by the fact that, when
they have added freight, cartage and other lib-

eral expenses to the original cost of their ma-
chines, plus the uncertainty of doing business
with a distant concern, they have paid a sum
that would have. bought them good machines
in their own towns.

Certain Cities Best Mail Order Centers

It is particularly significant that certain cities
appear to make fine prospect centers for mail-
order houses, while others do not respond. Cin-
cinnati, O., for instance, is a poor mail-order
town, while considerable business comes out of
Columbus, less than 100 miles distant. Buf-
falo, N. Y., is likewise a poor business center
for the mail-order houses, but is balanced by
Rochester, which produces a generous number
of buyers. Hartford, Conn., is a good mail-
order city, but New Haven on one side and
Springfield, Mass,, on the other prove disap-
pointing as a source for orders.

Local Dealers Responsible

It would seem that the situation rests largely
upon the ability and aggressiveness of local
dealers in covering their territories thoroughly.
Perhaps even the dealers in good mail-order
towns are working hard and conscientiously,
but do not cover enough territory, for it would
seem logical that the efforts of an outside sales
staff, coupled with a fair volume of local dis-
play advertising, should offset any mail-order
competition that is not distinctly of a cut-
throat character,

It might be well for those dealers who feel
satisfied that they are putting sufficient energy
into their businesses and going after the maxi-
mum number of prospects with a maximum
amount of energy to analyze their cities from
the standpoint of the mail-order man. He keeps

his figures before him and knows just how pro-

ductive any given territory has proved or is

likely to prove and perhaps the result of the

talking machine man’s investigation will give

him a shock, or at least it will wake him up.
The Mail Order Follow-up

It is interesting to know, too, that, having
once become established, the mail-order house
depends upon its old customers in chief meas-
ure for new prospects through a system of fol-
low-up letters that keeps the customer satisfied
and a booster. The mail-order customer is not
sold and then forgotten, but is constantly being
asked by mail whether the purchase has proved
satisfactory or not and whether he has any
friends who might be prospects for purchases of
machines.

Those dealers who make the sale and then
consider the incident closed might well take a
leaf from the book of the mail-order man in
this connection. If a concern several hundred
miles away from the customer can keep in touch
and use that customer as a prospect getter and
business builder how much greater opportunity
las the dealer himself to maintain such a con-
tact through his salesmen, if possible, and by
mail, if necessary.

HARRY PUTERBAUGH IS MANAGER

Davytoxn, O., October 5—Harry Puterbaugh has
just been made manager of the talking machine
department of Niehaus & Dohse, 35 East Fifth
street, this city, and is making plans for an ag-
gressive Winter campaign. This concern han-
dles the Edison phonograph exclusively and has
built up quite a business.

THE TALKING MACHINE'S HELPMATE

NEW YORK
23-25 Lispenard St.

TR

. Pacific Coast Representative: Munson-Rayner Corporation, 643 South Olive Street, Los Angeles, Calif.

How About RECORD Albums?

Have you prepared for your Holiday Business?

The popularity of the NYACCO The Best laterchangeable Leaf
QUALITY ALBUM is unquestioned.

Our line covers all grades. Our
two factories, New York and
Chicago, save freight and insure

nearest to you.

Ask for our No. 600 Nyacco
album,the highest grade album
on the market. Samplessenton
request to responsible houses.

TO JOBBERS ONLY:—

Write for samples of our new
delivery bags of No.1 Kraft
paper (35 1lb.) with strings
and buttons at very attractive
prices,

New York Album & Card Co., Inc.

prompt delivery. Order from point

Record Album on the Market

Write for display card—mailed
without cost. It will help you
sell more Nyacco Albums.
Present slock available at low

prices. Wrile now.

CHICAGO
415-417 S. Jefferson St.
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supremacy of performance
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J Victrolgall(v, $25

‘The success of the
Victrola 1s the greatest
ever achieved by any
musical instrument. It ex-
tends over a period of a
quarter-century and s
shared in by every dealer

in Victor products.

Victrola No. 80 |
Victrola No. 111 |

$228 |
Electric, $265 |

Mahogany or walnut

$100

Mahogany or walnut

L
W .
i 'w
Victrola No. 230 Victrola No. 300 - R f
$375 . $250 s Victrola No. 405
. . . $250
Electric, $415 Electric, $290 Electric, $290 -
Mahogany Mahogany or walnut
Walnut

“y»Victrola

“HIS MASTERS VOICE" REG. U. S. PAT. OFF.

Look under the 1lid and on the labels for these Victor trade -marks

Victor Talking Machine Company

Camden, New Jersey
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Talking Machines Aid in Piano Teaching

The Kinscella Method, Utilizing the Talking Machine Through
Special Victor Records, a Great Aid to Pupils in Studying the Piano

In addition to furnishing the means for the
more resultful study of musical appreciation in
the public schools of the country tb ough the
reproduction of music of orchestral instruments
of operas, classics, folk songs, etc.,, as well as
providing suitable
music for folk dances
and the other features
of school work, the
talking machine has
found for itself a new
field in educational
work—that of facilitat-
ing the study of piano
playing in the schools.

The Victor Talking
Machine Co. announc-
ed recently four new
records for use in con-
junction with the Kin-
scella method of teach-
ing children the piano
in classes, and the de-
velopment is of partic-
ular interest not only
to talking machine
dealers, but to those
who are interested in
the development of
piano instruction in the schools of the country.

The method for which the new records have
been made was originated by Miss Hazel G
Kinscella, major instructor in piano at the Uni-
versity School of Music, Lincoln, Neb., about
five years ago, and since its inception it has met
with great favor. During the school year 1922-23
over1,500 children were taught piano in Miss Kin-
scella’s classes in Lincoln, and over 30,000 chil-
dren were taking the course under teachers who
had been trained by Miss Kinscella at her teach-
ers’ institutes and in her Summer session classes
conducted every year at widely separated points.
During the past Summer Miss Kinscella has
held classes for teachers of the Kinscella Meth-
od at the State Normal School, Kearney, Neb.;
the State Teachers’ College, Emporia, Kan.; the
University of North Carolina, Chapel Hill; the

University of Michigan, Ann Arbor; and in spe-
cial classes in Long Beach, Cal

Much of the success of the Kinscella Method
since its introduction has doubtless been due to
the fact that it offers a practical way of teaching

r

*

Group of Kinscella Method Piano
Class Children in Ensemble, Chil-
dren at Seats Preparing for Their
Turm at the Piano. To Right—
Two Kinscella Students Playing a
Duet, Accompanied by Victrola

the piano to large groups of children, thus con-
serving the time of the teacher and permitting
piano instruction to be given in public school
classrooms, much the same as singing is taught.
In addition to having made group teaching pos-
sible this method has won enthusiastic support-
ers in that teachers and pupils find in it the

selves in the right position.

I 234 West 39th Street

To Do or Not 1o Do

A Good Holiday Business
Depends Upon Today’s Decision

It is an undisputable fact that the months of October, November and
December mean the biggest business for the Sonora dealer.
have ordered enough merchandise for the Holiday Season will find them-
The dealer who wants to profit by past
experience will understand this message—and act at once!

Sonesg)
Greater City Phonograph Co., Inc.

Exclusive Distributors for Noew York, Staten Island
and the Lower Hudson Valley . 1

Those who

New York

qualities which develop logically and in a well-
balanced manner the child’s capacity and ability
to read music as readily as he would read a
story written in a language with which he is
familiar; to lay solid foundations in pianistic

P e e " - s
i = . =
X
|
!

Labits, and in matters of tone-shading, phras-
ing and pedaling; to develop equal facility in the
use of both clefs and of all keys; and to inspire
him to desire in his playing not only accuracy,
but also an artistic interpretation.

Much of the work of the Kinscella Method

consists of four-hand studies, in which the
teacher or another student plays the second
part. Children have been handicapped in hav-
ing no one to practice with them at home. But
with the four records of the Kinscella studies
the student may turn on the Victrola and find
a partner for his piano duet. First, the child
may listen to the “primo,” or first part, and
thus is helped to learn the tempo and phrasing
by hearing, before playing the “secondo” accom-
panied by the Victrola’s “primo”’; then he turns
the record to the “secondo” side and plays his
primo on the piano, while the Victrola plays
secondo, or the process may be reversed.

The pitch of most pianos has now become
standardized. These recordings have been made
at the standard pitch of 440 and, therefore, may
be synchronized easily with a piano of the same
pitch. Besides adding a new element of in-
terest to the child’s home practicing the use of
these records will do much to encourage an
exact observance of rhythm and tempo.

Miss Kinscella has made these records her-
self and every child who uses them will be play-
ing with the founder of the method. The Kin-
scella records are Nos. 19097, 19098, 19099, 19100.

NEW DEPARTMENT IN MARION, 0.

The Baker Music Co., new Marion, O, retail
music house, announces that it has taken on
the agency there for the Pooley and Outing
phonographs. This store has been opened for
business and is one of the most modern to be
found in central Ohio.
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Victor supremacy 1s the
supremacy of performance

Victrola VI, $35
Mahogany or oak

Dealers in Victor prod- e

ucts experience a high de- R
gree of satisfaction in
knowing the goods they
handle have proved their
superiority and are recog-
nized as the standard of
the world.

Victrola No. 100

Maho aflso(r) walnut Victrola No. 105
o $180

Mahogany or walnut

Victrola No. 220 Victrola No. 300 Victrola No. 400

$200 $250 $250
Electric, $240 Electric, $290 Electric, $290
Mahogany or walnut Mahogany or walnut Mahogany
A N\ @
\' \ :;‘v’ l C t O
R I

“HIS MASTERS VOICE" REG U.S. PAT.OFF

Look under the 1lid and on the labels for these Victor trade -marks

Victor Talking Machine Company
Camden, New Jersey
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Now

s the Time to Plan Holiday Drives

Importance of Holiday Season at Close of Year Makes Imperative
the Early Consideration of All Phases of Special Sales Campaigns

The time is now ripe for members of the
talking machine trade to think seriously of their
holiday sales campaigns. By the time this issue
of The World reaches the trade the first month
of the last quarter of the vear will be half over,
with Thanksgiving and the remaining holidays
so close at hand that foresighted merchants will
begin to consider plans for their sales drives,
with the object in view of winding up the year
with such a boost to the total business volume
that 1923 will stand as a mark to shoot at next
year. All in all, this has not been a bad year
for dealers who have actively and determinedly
made every effort to get business. However, it
is the last three months of the year which de-
termine to a large extent whether the annual
sales volume is satisfactory.

The Best Sales Season

The holiday period during the two months at
the end of each year is probably the best sales
scason which the talking machine trade enjoys,
and what each individual dealer makes of the
opportunity depends entirely upon the efforts
put forth. It is perfectly natural that the re-
tailer who simply sits back and waits for the
plums to fall into his lap will get a certain
amount of transient business. When practically
every man, woman and child is looking for suit-
able gifts for loved ones a few are bound to
enter the first store which offers possibilities.
However, it is to that portion of the trade which
has made a diligent effort to attract the atten-
tion of the gift-hunting public to which the
bulk of the business will go and, therefore, the
live dealers who inaugurate vigorous sales cam-
paigns and utilize every possible medium of
bringing prospective customers into their stores
and who constantly stirive to impress the public
generally with the appropriateness of talking
machines and records as gifts which will bring
lasting enjoyment and satisfaction will have no
cause to regret their energy and the expenditure
of time and money in promoting carefully
planned drives for business.

Planning the Well-rounded Campaign

There are. so many things to consider in in-
augurating a drive of the character necessary to
make the most of the holiday business possibili:
ties that dealers will find the tiine permitting
this work short enough. There are advertising,
direct mail, window displays, interior decora-

tions, special delivery service, insurance of
ample stock to meet all requirements, can-
vassing of prospects for machine business and
old customers for record business. Last-minute
attention to these details will only result in con-

‘fusion and hit-or-miss methods, which will be

certain to result in curtailing the effectiveness
of the drive. Advertisements should all be
planmed as soon as possible. The entire series
of ads should be mapped out as well as space
in the various mediums determined upon, so
that when the time for action comes the stage
is set for this end of the drive. If form letters
are to be used for sending to machine and rec-
ord prospects spare time can best be utilized
in preparing the first drafts of these letters, so
that posssibilities of failure are reduced to a
minimum. A hastily written letter does not ae-
complish its object and represents money and
time wasted. Well-written letters bring home
the bacon and pay large dividends on the in-
vestment of time and money.
Planning the Window Displays

Talking machine dealers should spare no ex-
pense or effort to make their holiday window
displays distinctive. Tt must be remembered
that every other retail establishment will be
competing to attract the attention of gift-
lunters through the medium of specially ar-
ranged window displays, and the talking ma-
chine tealer must arrange a display that stands
out from the rest if he expects to make this
clement of his holiday campaign do its work.
It is impossible to simply place a few instru-
ments and records in the window, together with
the lioliday colors, and expect that the passing
public will pay much attention to it. Too many
dealers give no thought to the window until
they are taking out a previous display. Win-
dow space is even more valuable than the space
in the interior of the store devoted to the dis-
play of machines for the reason that the win-
dow offers one of the best mediums for attract-
ing the attention of the public and bringing in-
terested prospects into the store which the mer-
chant has at his command. .

Importance of Record End of Business

Records are becoming more popular cach year
as gifts. People enter a talking machine estab-
lishment and select several records and inany
times the salesmen are so rushed during the

holiday season that they have no time to de-
vote as much attention on each individual as is
necessary for the best sales results. During
the last year sales of records in groups have
become recognized as a simple expedient to
beoost record sales to mdividuals. Here is a valu-
able hint for dealers who desire to make the
most of their record business during this sea-
son: Carefully seclected records in half dozen
or dozen lots in special containers or albums,
along the lines of the “Treasure Chest,” placed
on a special table or record stand should prove
a real profit maker this year

The foregoing illustrates briefly a few of the
many considerations involved in any drive for
business in the talking machine field and the
necessity for starting early, so that when the
time for launching the campaign arrives there
will be a minimum of last-minute settling of
vexatious problems. The important thing to re-
member is that the time of the dealer, salesmen
and other members of the store organization
must be left free to attend to the increased vol-
ume of business which is bound to ensue, as
well as the increase in the general routine in-
cidental to handling this business. Otherwise
there is bound to be confusion and impairment
of service, things which the talking machine
dealer cannot afford at any time, much less at
this season, when speed is so essential.

JOHN E. SAUM TAKES CHARGE

Of the Talking Machine Department of the
Department Store of Rike-Kumler Co.

Davron, O., October 4—John E. Saum has just
been appointed manager of the talking ma-
chine department of the Rike-Kumler Co., 107
North Main street, in this city. Mr. Saum is
well known in talking machine circles here, as
he was formerly with the Soward-Anderson Co.
and also with the Aeolian Co. Business has
been on the increase this month and Mr. Saum
expeets a very healthy Winter trade. The talk-
ing machine department of this concern is on
the sixth floor and is a large and up-to-date one;
it has twelve booths and several racks and coun-
ters and is furnished in a very attractive color
scheme of gray. The Edison and Victor lines

F

home.
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= HOLIDAYS
HAS INCREASED SALES FOR OTHER DEALERS

The Modernolette sold as well for the Holi-
days last year as in the Summer season.
It makes a very desirable machine for the

Get your order in NOW.

MANUFACTURED BY

MODERNOLA COMPANY

JOHNSTOWN, PA.

are carried.

%’ Factory and Office
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' Another PEERLESS Suggestion!

“THE ALL-SEASON GIFT

Have vou ever stopped to realize what a vast

| It Does Make a Difference number of people daily pass your store with but
What Album You Sell one thought i mind, namely, to purchase an

just 25 pood-breeding (s slwaps ovi appropriate gift for somebody’s birthdav, a
o ke acicar o cuan wedding anniversary, or justa sweetheart favor?

differs from another, but you instant-
ly recognize that difference and ad-

mire it And what could better express a genumne
So it is with Peerless products. . . .

Take np a Peerless album and com- sentiment than records—just a few—in

pare it with any other. The differ-

ence is there and you cannot fail to

see it. '
Because of this outstanding quality

of the I’verless album, leading dealers
{ endorse it, stock it and push it, and

their judgment is sustained a hundred- _._th Ib |
!I!| fold by the buying public,—and re- e a um ‘ |
'I]"' member that the profit on the Peerless .,l
| album is just as large.

The 1dea certainly embodies a sales suggestion which

| Wh& will direct to your cash register many dollars that ordinarily

go to the candy store, the novelty store and the jeweler.

Place a sign in your window—

THE ALL-SEASON—ALL-PURPOSE GIFT

Three Records in a Peerless Album

A Sentiment Nicely Expressed Is Long Remembered

Somebody Has a Birthday Every Day in the Year |‘ ||l
|

PEERLESS PRODUCTS [/Goooiiong]

ISATFE INSURINEE FOR

' DeLuxe Record Albums Classification Systems for Albums \ R NI U EXPENSIVE RECIRGS |
All Grades of Record Albums R(lelclc:/;dkA}\l/)lun;x Sets for S iy o
i 53 All Make Machines e co ‘
Big Ten Al})ums Record Stock Envelopes - l
Record-Carrying Cases Record Delivery Bags J
Interiors for Victrolas Supplement Mailing Envelopes
Interiors for Phonographs Photograph Albums

s . g A postal will bring this sign to you
Write us for Quotations on Special Grade No. 6 Album e . el

PEERLESS ALBUM COMPANY

PHIL. RAVIS, President
WALTER S. GRAY CO. 636-638 BROADWAY L. W. HOUGH

Pacific Coast Representative 146 Mass. Avenue

San Francisco and Los Angeles NEW YORK Boston, Mass.

lll =
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l BUSINESS OUTLOOK IS MOST SATISFACTORY I

SHORT two months from the time this issue of The World

reaches its readers holiday business will be under full head-
way or, at least, should be, unless every present indication of good
business is without foundation. Time certainly does fly and the
members of the trade who have not passed the formulative stage
and perfected plans for the Fall and Winter season, and put those
plans into execution, are bound to lose business.

It is to be presumed that the average dealer has placed orders
for an adequate supply of both machines and records in antici-
pation of the demand for the balance of the year, and it is to be
hoped that the majority will have those orders filled in sufficient
proportion to prevent loss of business. For those who have hesi-
tated about committing themselves and have insisted upon waiting
till the last minute to see “which way the cat would jump” the out-
look is not particularly encouraging.

At the present time there is hardly a cloud on the business
horizon. Labor disturbances are at a minimum and even the annual
coal strike has been settled, so it will not offer an excuse for those
who hesitate about buying. Unemployment is at low ebb and there
exists an unexampled opportunity for merchants generally to build
up a volume of sales that will compare most favorably with that
of the peak years.

The talking machine trade itself is particularly well situated
with its readjustment of record prices, its frequent release dates
and its extensive lines of strikingly artistic machine models with
which to appeal to the public. If the holiday business does not
break records it will rest largely with those who have the selling
to do.

| ANTICIPATING THE QUESTION OF SHORTAGE !

IT is an accepted fact that in several of the standard lines of
talking machimes there is bound to be a serious shortage of stock,
particularly of the most popular models before the holiday season
is at an end and, in fact, indications of that shortage are already
apparent in some quarters. In spite of this condition which exists,
or promises to develop, there are those dealers who insist on trav-

eling the easiest way and featuring in their window and wareroom
displays and in their local advertising the most popular machine
models, leaving the less popular and generally higher-priced styles
resting peacefully in showroom or warehouse.

The dealer naturally feels that being already in demand the
popular medium-priced styles can be sold with little or no effort
and, therefore, are content to let them sell themselves or, better
still, speed up their distribution through publicity. As a matter
of fact, the logical thing would be to hold these more popular
models in reserve as it were. Display them but not feature them
and center sales and advertising activities on the styles that are
higher in price but promise to be more plentiful as time goes on.

It is but reasonable that when existing and obtainable stocks
of the most popular models are exhausted the dealers must of neces-
sity turn their attention to the higher priced lines and, perhaps, lose
sales simply because of the fact that the customer cannot pay the
higher price. If the selling of the less popular numbers is now
concentrated upon, popular styles can be held more or less in
reserve for the customer who cannot raise his limit or for the
man who insists upon that style or nothing else and cannot be sold
another model.

Wholesalers are strongly advocating the policy as outlined for
the reason that it means larger individual sales and hore profit
for the dealer if carried on consistently and intelligently while, at
the same time, affording him protection by conserving his limited
stock of the*most popular models to meet competition or the de-
mands of the insistent ones.

The policy of letting the popular models sell themselves and
then concentrating sales effort on higher priced and more plentiful
types is going to save the day for many dealers who have been
wondering just how they are going to fill the gaps in their stock
that are surely coming.

WHERE THE FINANCING SHOULD BEGIN

UE to a number of conditions, general and local, through the
) introduction of console and period models in talking ma-
chines to be sold at substantial prices and generally on instalments,
and the increased turnover enjoyed by many retailers, there has
developed the necessity for certain retailers seeking ways and means
of realizing some cash for their paper.

The financing of a business by one means or another, so as
to keep the capital as liquid as possible, is the natural course,
for there are comparatively few retailers who can handle their own
instalment paper, particularly long-time paper, on a sound economic
basis. Putting it in the safe and keeping it there to maturity is all
right provided there is enough casli left to purchase a sufficient
amount of new stock and to cover the running expenses of the
business. Otherwise the bank must be asked to discount the paper
and, when that channel has been closed, the dealer must resort to
other methods.

In view of this general situation the necessity of selling on
credit only to those of recognized standing and ability to pay, and

then on terms within reason, is strongly emphasized. If the aver-

age talking machine dealer keeps his terms well within eighteen
months on sales running above $125 and within twelve months on
sales amounting to less than that amount, the financing problem is
not going to worry him a great deal, provided he charges interest on
time payments and sees that those payments are made on schedule.

Unlike the piano dealer, who must depend upon new sales
of pianos to bring in cash-to his business while waiting for the
instalment payments to be met and the paper to mature, the talk-
ing machine dealer has the advantage of handling record sales in a
volume largely dependent upon his energy and ability as a business
man. Record sales or at least the greater percentage of them are
and should be for cash and, in a properly conducted store, the
record turnover should bring in a sufficient supply of cash to
operate the business while the instalment paper on machines is
maturing and make unnecessary any heavy financing beyond, per-
haps, some limited loan from the bank to discount bills.

Conditions sometimes develop, of course, which put individual
dealers in a position where they must have cash and, therefore, they
have to use their paper to the limit. But, under ordinary circum-
stances, record sales should carry the business, leaving the income
from machine sales free for the replenishment of machine stock
and for additions to the profit account.
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Sound financing, through the medium of instalment leases, is
often a good business move, provided the income is put into the
business for sound expansion or betterment. \When, however,
the dealer has to finance himself on the strength of his machine
paper to cover his operation expenses, then there is something
wrong in the record sales department.

| WHAT THE NEWSPAPER STRIKE HAS TAUGHT

HOSE who have any doubt regarding the absolute necessity of

advertising in handling modern business might do well to get
in touch with merchants in New York with a view to learning of
their experiences during the strike of the newspaper pressmen
which, although short, tied up practically every daily news-
paper of importance in the city. Even when the newspapers man-
aged to get out abbreviated morning and afternoon editions through
combining their resources, they did not attempt to handle the ad-
vertising of department stores and others, and the resultant falling
off in business was apparent even to the most casual observer.

Particularly in the department stores was the lack of the ad-
vertising appeal emphasized. \Where ordinarily hordes of women
and many men crowd into the stores to patronize special sales and
remain to make extensive purchases in every department at regu-
lar prices, only comparatively few shoppers were in evidence. Other
lines of business, depending on the advertising appeal to attract
patronage, suffered in proportion.

| IMPORTANCE OF EDUCATING THE PUBLIC l

URING the past month or so some thousands of talking

machine dealers throughout the country had an opportunity for
centering public interest on records of the higher class through the
readjustment of iist prices on single-faced Red Seal records due
to the move of the Victor Co. in issuing those records in double-faced
form. A great mass of excellent sales promotion material for win-
dow and showroom display, together with much newspaper adver-
tising, was available to dealers so as to enable them to get the
greatest volume of sales as a result of this change in policy.

Considering the situation as a whole, it is quite apparent that

. too many dealers, while enthusiastic over the change in the record

situation, did not show proper appreciation of the opportunity for
crystallizing public interest. Everywhere there appeared in store
windows and for that matter in newspaper advertisements announce-
ments that there had been substantial reductions in the prices of
Red Seal records, but rarely indeed was any attempt made to sell
what those records really represented or to list boldy, and in type
readable at a distance, some of the selections available or the names
of artists whose voices could find a welcome place in any home.

It will be a long time before such an opportunity to clean
up on records within a limited time will be offered to talking ma-
chine dealers and it is unfortunate that so many took it for granted
that the public as a body knew all about Red Seal records and failed
to offer explanations of their importance and value for the benefit of
those who have no knowledge of just what Red Seal records mean.

The idea is that too much cannot be taken for granted. The
more enlightening details that can be offered in presenting good
things to the public the greater the result will be. The next time
do not just tell the public that something has occurred—take pains
to give details that will appeal to those who do not know.

‘NATIONAL MUSIC WEEK DEFINITELY ANNOUNCED

HE decision of the National Music Week Committee to hold

the country-wide celebration of this event during the week of
May 4 to May 10 gives those who intend to participate in it, and
music merchants have long been among the most enthusiastic
supporters of the movement, sufficient time to mature their plans
so as to take an active part in its promotion. The fact that more
than 150 cities have already held annual music weeks, that repre-
sentative men and women in every walk of life have lent their co-
operation by accepting membership on the general committee, that
the Governors of thirty-four States have officially indorsed the
movement, all tend to show the widespread popular interest and
go far towards insuring its permanency. Congratulations are due
C. M. Tremaine, who conceived and carried out the first music
week in New York and whose efforts have been tireless to spread
the idea throughout the country.

Advertising

A Complete Victor |
Jobbing Service |

Merchandise

|

Selling
Finance |

Musical Instrument Sales Co.
Yector Weoledeelers

6236 (;@A//VJ%MN!W

TELEPHONE 9400 LONGACRE

. 4’(&*%}70
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Qﬁality Advertising as a Business Builder

The Patronage of Discriminating Persons Can Best Be Secured by
Consistent Advertising in Which the Quality Appeal Predominates

A problem of the most vital importance to
every merchant is how he can spend his adver-
tising appropriation to the best advantage, 1. e,
develop the potential interest of readers of the
advertisements to such a pitch that inquiries or
personal visits to the store result. Of course,
the final results of the advertising are meas-
ured by the degrce of co-operation between the
component parts of the entire organization.
However, cvery talking machine dealer has es-
tablished his business reputation along certain
lines and this should have an important bearing
on his advertising. In other words, for exam-
ple, wheit a nierchant has built up a susbtantial
reputation by catering particularly to the wage
carners and other middle-class pcople, persons
to whom the price consideration jn any pur-
chase has an important bearing on the decision
to buy and to whom style, performance and
art are to some degree subordinated, he must
plan his advertising appeal along lines making
the greatest nimpres<sion on this class.

To Whom the Quality Appeal Is Directed

On the other hand, there is a certain class
of people whose enthusiasm cannot be aroused
through the appcal based on the price factor.
These are the people in comfortable circum-
stances, the upper middle classes and the
wealthy. These people possess the means to
gratify their desires to a larger extent than the
class of people mentioned in the preceding para
graph and, therefore, their greater discrimina-
tion forces the advertiser who desires to bring
his product favorably to the attention of these
people to base his appeal mainly on quality,
both in tonal value and design and finish. The
price appcal neced not be eliminated entirely, but
it must be subordinated to obtain results.

Excellent Examples of Quality Ads

The 1llustrations of several samples of the ad
vertisements recently used by the Griffith Piano
Co., operating stores in Newark and other cities
in the States of New Jersey and PPennsylvania,
reproduced herewith, were selected because they
are about the finest type of quality advertising
that has come to our attention in a long time.
The advertising principles incorporated in these
ads may be utilized with equal effectiveness by
other dealers, although the talking machine
dealer who has cstablished his reputatioi on the
price basis cannot expect to secure any very
great results by inserting an advertisement of
this character in the local newspaper once or
twice a month and maintaining his regular pro-
gram of price advertising at the saqpe time. He
must first establish his reputation among the
class of people he is trying to reach and this

3

cannot be done overnight. A consistent adver-
tising program will do the trick, however, and
in the end the results will undoubtedly justify
the expense.
Harmony in Layout Important

In the illustration of the Grifith Piano Co.
advertising it will be noted that the several ads
reproduced are so well balanced that their very

harmony with illustration and border. For ex-
ample, in the advertisement of the Adam period
Sonora the daintiness of the instrument itself
is emphasized by the type as well as the text;
a bolder type face blends beautifully with the
illustration and border in the ad showing the
heavier Italian Renaissance model, etc. These
examples are sufficient to show how tyvpe may

5:;... e ene g

Yhose deey bass tones, whose profen
B, cates of delicaey and sefiness are Lunr:nc:
reproduccd By the SONORA. Thus “highest
eless talking machine 1n the worid~
ausic and melody out of 4 treotd thet yoy
oever (ought wes there  And the cabiner
CefBmanship 13 1n keeping with th: musical
smaiements  Convenlcnt paymeann, Il g

set

& Thuniy Terod Medely
$123 and Up

'GRIFEITH
PLANO COMPAYS
Stemmay Repeescntstive
605.Broad St., Newark, N &
n Market Stpees, "|rM ’}'

Excellent Examples of Advertising With a Quality Appeal

attractiveness almost compels a rcading of the
text. There is absolute harmony between illus-
tration, text and border, and right here it may
be emphasized that too often in retail talking
machine advertising there is a tendency
crowd as much as possible in the space avail-
able, thus curtailing materially its effectiveness.
In the Grifith ads the keynote is beauty and
dignity, two things most likely to attract the
attention of discriminating potential customers.

The selection of type for the text of the ad-
vertising has an important bearing on the suc-
cess or failure of an ad. In the Griffith ad it
will be noticed that the selection of type is in

to,

be utilized to emphasize the message and add
to the effectiveness of advertising.
Reasons for Ad Failures
There are many members of the trade who
have become disgusted with advertising, simply
because they discovered that their copy did not
seem to stimulate business. If analysis of the
copy were resorted to in practically all in-
stances of advertising failure it would be found
that either the wrong medium had been used
or the copy had been faulty and, therefore, the
appeal lost its force or did not exist at all.
Eliminate these evils and the gambling element
is to a large extent removed from advertising.

COMPARTMENT
TO HOLD SIX
RECORDS

AMPLIFYING
TONE ARM ~
DETACHABLE

WONDERFUL
“‘ARTOIS” —~
REPRODUCER

10 OR 12 INCH_, ~=
RECORD TABLE

STURDY LOCK FASTENERS

¢ HANDLE PUT ON TO STAY

. The MODEL “E” PORTABLE PHONOGRAPH

Artistic---Superior Tone Quality---Light Weight---
Compact---Durable. :

STRONGLY
CONSTRUCTED
CASE

STRAPS TO
{ ~~— FASTEN TONE
: ARM WHEN
CARRYING

NEEDLE WELLS
#: POWERFUL SPRING
{«— WINDING ARM

DETACHABLE FOR
~. CARRYING

SPEED REGULATOR

CONCEALED AMPLIFYING
TONE CHAMBER

Not a Seasonal Portable.

By removing four screws, which hold the
phonograph in the case, it is instantly
converted into a table model.

A VERY DESIRABLE AND EXCLUSIVE
FEATURE.

Write for Our Proposition

THE GENERAL PHONOGRAPH MFG.

PLAYS ALL RECORDS.

CO.

ELYRIA, OHIO.
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// Leadership a Reward
/ Not a Goal!

When an organization offers to im-
prove your Service Department, and
by doing so help build up your
business, it is only natural for you to
ask, what sort of results have they
secured for others?

We would cheerfully furnish you with
the name and address of an account in
your vicinity that will be of significance
to you. It will prove that our Service
and Merchandise has helped others, for
we have achieved not only success, but
leadership, in doing this very thing.

It is our business to give you real prompt
Service on your requirements of repair
parts, Honest Quaker Main Springs and
other phonograph accessories of impor-
tance.

Get this coupon to
the Mail Box. Uncle
Samwill do the rest.

k'S

(If you are interested in this Service (remember
we do not sell phonographs or records) investigate our
ability. And f£ill in the attached coupon for our new
catalogue.)

CATALOGUE COUPON

Please mail your 1924 catalogue.

If your Merchandise and Service will help
us, we’ll give you a chance.

NAME

Honest Quaker Main Springs
& A Complete Line of Talking Machine
Repair Materials

PHILADELPHIA USA.

,‘.\"-.
[

ADDRESS

(Pleas-e attach to your Stationery)
T. M. W.
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Increasing Protits by Reducing Overhead

Fixed Prices of Talking Machine Products Preclude Mark-up to
Increase Profits—Reduction in Overhead Expense the Solution

The question of determining accurately sell-
ing costs and the overhead generally of the re-
tail business is one that is being emphasized
oonstantly and is receiving increasing attention
from not only trade associations and other
groups of businessmen, but from Government
bureaus. The difficulty appears to be that, while
many dealers appreciate the importance of keep-
ing their expenses within the limits that will
permit of a fair margin of net profit, there are
few who are able to determine just what that
margin should be.

Why the Dealer Is in Favored Position

The talking machine dealer, as a rule, is in a
favored position in this matter for the reason
that he has a definite purchase price and a defi-
nite selling price, with an exact percentage of
mark-up between the two. His problem, there-
fore, is not to mark his goods to cover his over-
head and net profit, but rather to lkeep his over-
head and sales expense so far within the mark-
up liniits as to allow for a suitable net profit
in the final analysis.

The question for the dealer to worry about is
not so much whether the discount from the
list price allowed by the manufacturer is 40, 40
and 10, or 50 per cent, as to how he can keep
his distributing expense, including all overhead
charges, within a figure that will allow him to
retain at least 10 per cent of the selling price,
and perhaps more, as his own.

Operative Cost of Talking Machine Department

A careful survey of the overhead figures com-
piled by prominent concerns in the music trade
brings forth some interesting figures regarding
the opcrations of the talking machine depart-
ment, the majority of the reports agreeing that
the gross overhead in a well-conducted estab-
lishment should average between 25 and 29 per
cent, leaving from 11 to 15 per cent net proft
for the dealer. This overhcad, for instance,
includes selling expcuse—salaries and commis-
sions—which vary from 11 to 16 per cent and
average 13 per ccnt; delivery charges ranging
from 174 to 3 per cent; repair service averaging
about 1 per cent; advertising ranging from 1 to
5 per cent, with an average of 4 per cent; rent
ranging from 1 to 7 per cent, according to space
and location of departinent; depreciation of fix-
tures averaging 1 per eent, and in addition the

cost of financing instalment pape. and the cost
of carrying used wstruments taken in trade.
An Exact Definition of Profiis

The great difficulty with thc average dealer
appears to be that he is thrown off the track
by the talk of gross profits—in other words, the
amount representing the difference between the
cost of the goods and the resale price, and
bases all his calculations on those gross profits.
Goods carrying a 50 per cent discount from list
would, theoretically, bring a 50 per cent gross
profit, figuring on the selling price; but, as a
matter of fact, the ouly profit that can be prop-
erly classified is the net profit—the amount left
after all overhead has -been deducted. If re-
tailers will refer to the difference between the
cost and selling price of the goods as the mark-
up, and lose sight of the term profits until the
final analysis, the figuring will become easier.

Holding Business Costs Within Limits

Although the talking machine dealer has the
advantage of fixed costs and fixed selling prices
in the figuring of his business accounts he 1is
handicappcd in a considerable measure by that
very fact, for he must keep his business costs
within preseribed limits and must do his ad-
justing by shaving liere and there, rather than,
as in the casc of other products, increasing his
marl-up to allow for the net profit margin. In
other words, if analysis shows tlat it is costing
the dealer 35 per cent of his selling price to
sell the goods, leaving him only 5 per cert net
profit, he cannot increase that selling price to
create the necessary margin, for the list price
i1s generally recognized as the maximum price.
His only recourse lies in effecting economies in
his business along lines that are least calcu-
lated to have a deterrent efiect.

The iniportance of providing sufficicnt net
profits through the mcdium of economies, in
businesses where an upward revision of resalc
prices is not possible, has been recalized by the
United States Government itself, which, through
the Department of Commerce, has called con-
ferences of business men to consider the ques-
tion of eliminating waste in the distribution of
various products. The president of the National
Association of Music Merclants, with which a
large number of talking machine dcalers are
affiliated, has likewise taken cognizance of the

importance of this work by appointing a com-
mittee of representative trade members to con-
sider and report on the same problem.
Economies Through Better Selling Plans
By putting economies into effect it is not
meant that savings should be made on equip-
ment, on stock or by hiring salespeople of low
caliber. The way out is more likely to be found
in rearranging the sales plan and the advertis-
ing plan, including the covering of the mailing
lists on a basis that will make for greater effi-
ciency and, consequently, greater results. In
short, the problem is not so much that of do-
ing the same volume of business at less expense,
but rather of determining ways and means for
handling a larger volume of business at the

- same expense.

CASHES IN ON FACTORY WORKERS

Noon-hour Demonstrations of Talking Ma-
chines, Pianos, Etc., in Factory District Re-
sult in Sales for Utica, N. Y., Firm

Urtica, N. Y., October 3.—Vitullo & Ulisse, mu-
sic dealers of this city, have been miaking many
sales of talking machines, player-pianos, rec-
ords and music rolls through a series of noon-
hour demonstrations to workers in the local
factories. Several instruments and a quantity of
records and music rolls are loaded on a truck,
which, accompanied by a girl demonstrator, is
driven to the factories and a musical. “show" is
staged as the employes pour out of the build-
ings. During the demonstration a salesman
from the store delivers a brief talk on the mer-
its of the various instruments and distributes
circulars and other advertising literature. How
profitable this idea is is indicated by the fact
that in a twenty-minute period as many as 103
talking machine records have been sold, as well
as music rolls. In addition these demonstra-
tions bring the dealer and the line he handles
to the attention of a large number of people
with all that this means in the ultimate increase
111 patronage.

The Edison line of phonographs and records
has been added by Krug's Piano House, well-
known music dealer of Yonkers, N. Y.

Adaptable to all ma-
chines. Incompara-
ble for dancing.
Doubles the volume,
yetimproves the qual-
ity and detail. Invites
comparison with any
sound box on the market,

“If you haven’t heard the
ADD-ATONE

You haven’t heard your machine’

Cable Address, “Addatone” N. Y.

UNIQUE REPRODUCTION CO., Inc.

THE DUO-ART SHOP
324 West Main St.,
Havana, Illinois.

August 31, 1923.
Unique Reproduction Co.,
New York, N. Y.

Dear Sirs:—\Vish to acknowledge receipt of Vo-
calion fitting togetber with Vocalion sound box.
However. this Add-A-Tone fitting was badly
smasbed in shipment upon_arrival. Kindly advise
if you had it covered by insurance as we believe
it will be impossible to s€ll it in its present
damaged condition. We bave, bowever, tried it
out as it was not damaged to the extent that it
could not be used and we are certainly more than
pleased with it. You can hear things in recording
whicl it would be impossible to hear witbout the
attachment. Kindly advise if you have ever ex-
perimented with an attachment for the Brunswick
sound box. Should you bave an attachment suit-
able for this macbine, we would be pleased to re-
ceive same. Very truly yours,

THE DUOQ-ART SHOP,
SRM:EB By S. B. McFadden.

32 Union Square, New York
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Konnody Radio Sos-
In lurnituro A//oa/@/s

An unusual opportunity for leading
music dealers in each community

USIC stores throughout the country are rapidly

adopting radio as an essential department in their

business and are finding it a profitable, depend-
able source of revenue. The Kennedy Furniture Types,
beautiful, self-contained units, are particularly suited to
the music trade.

These radio sets are artistically modeled in classic period
designs that will harmonize with the most refined en-
vironments and, in the better homes, will be accorded
the same welcome as the piano and phonograph. The
long-distance reception and high selectivity that have
made Kennedy sets famous are now combined with a
simplicity of operation that appeals to the average buyer.
To vou, as a dealer, this means less sales effort, easy
demonstration, and thoroughly satisfied customers.

It 1s the Kennedy policy to establish an exclusive dealer
in each community—this assures the Kennedy dealer of
continuous protection plus a profit and prestige that are
highly desirable.

"H-’giwa e

CONSOLE MODEL {37

Model X— Beautiful hand-rubbed Mahogany cabinet with
inlay of Satin Wood and Ebony. Retail price, com-
o - B s $285.00

Jacobean Console Model—Built of American Walnut
with artistically matched paneling. Exemplifies late
Jacobean design. Retail price, complete........... $775.00

Spanish Desk Mlodel—Cabinet finished either in Ma-
hogany or American Walnut, Interior lined com-
pletely with Golden Bird’s-eye Maple. Retail price,
COMIP]CLEN o)t ot G Mt s ot 5 s N o MY K x s € $825.00

Descriptive literature and dealers’ discounts
sent on request. Write or wire for detais
of the Kennedy exclusive dealer proposition.

[ SPantag DESK_MODET ore

All Kennedy receiving sets are regenerative
—licensed under Avmstrong U. S. Patent

Hloe BAIERT: THE COLIN B. KENNEDY COMPANY
SAINT LOUIS SAN FRANCISCO

3

A .

SRR, The Royalty ’ o Radio |

TSI SHER ACIHUN SRR
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Bed-plate and tome-arm attachment
in one unit, eliminating individual
adjustment of Automatic Start and
Non-Set Automatic Stop mechanism.

Oil tubes from central oil
cup automatically lubricate
five important bearings.

Lock nut for speed regulator.
Speed once set cannot be changed
unless turn-table is removed.

A marvel of mechanical perfection

HE New Columbia Motor,
shown above, is a marvel of
mechanical perfection.

It runs with absolute regularity
and accuracy. It is made of finest
steel. Its bearings are entirely of
bronze and brass. Its gears are
beveled and machined so that gear
meets gear without a whisper. Its
action is regular as the swinging
of a pendulum and quiet as the

ticking of a finely jeweled watch.

Lubrication, the life of every
motor, i1s provided regularly and

efficiently by a clever system of

tubed wicks leading from a
readily accessible, central oil-
well to the five main points of
wear.

Other valuable, exclusive features
are the brand new Automatic Start
and Non-Set Automatic Stop.

The motor leaps into action the
moment the tone-arm is moved over
to place the needle on the record.
The record stops revolving when
the music stops, no matter what the
make or length of the record. There
is absolutely nothing to adjust. In
ten thousand times, by actual test,
it has never failed to operate.

In practical convenience, sturdy
durability and sales-compelling effi-
ciency, the New Columbia Motor is
without a parallel in the his-
tory of the phonograph. It
marks the arrival of another
new epoch.

YIhe NEW Columbia

COLUMBIA GRAPHOPHONE
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stands supreme

in fidelity of tone and
performance

VERY phonograph sold is finally

selected because of its purity of

tone, its beauty of appearance, or its
refinement of performance.

And the New Columbia Phono-
graph stands supreme in all these
sales-making essentials.

To see the New Columbia is to
appreciate at once its rare beauty as
a piece of fine furniture. To hear it
is to experience a revelation in fidel-
ity of tone reproduction. To operate
the New Columbia is to marvel at the
completeness of its mechanical per-
fection.

COMPANY -

Study carefully the detailed de-
scriptions of the New Columbia
Motor and the New Columbia Re-
producer, which you will find illus-
trated on these pages!

Beginning this month, we will pre-
sent the New Columbia to the public
in one of the most dominating and
compelling series of full-page news-
paper advertisements ever conceived.

Music lovers will be eager to hear
and eager to buy this New Columbia
—the most perfect phonograph ever
built. You will want to be the dealer
to cash in on this tremendous drive!

The New Columbia Reproducer has
eliminated those things that the crit-
ical ear didn’t like in a phonograph.

It faithfully reproduces all ranges
of both vocal and instrumental tones.

It is absolutely true to interna-
tional pitch.

It gives a more refined, mellow and
resonant quality of tone.

Its patented, exclusively Columbia,
spring “shock absorbers” take up ex-
cessive vibration and banish blast.

«  New York
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SELECTING THEIR FAVORITE

The ALBUM method EXCELS all other RECORD FILING systems EVER TRIED

To the Trade:

our production.

fied customers and repeat orders.
to justify it.

ALL OTHER DISC RECORDS

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

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

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

Our large and growing business is due to satis-

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

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

THE PERFECT PLAN

PAUL BAERWALD WITH KIMBERLEY

Popular Sales Executive Now Sales Manager of
Kimberley Phonograph Co.—Associated With
Industry for Eight Years—Ideally Qualified
for This Important New Post

Paul L. Baerwald, Eastern sales manager of
the General Phonograph Corp., New York, for
the past eight years, has been appointed sales
manager of the Kimberley Phonograph Co., of
Perth Amboy, N. J, and New York, N. Y.,
manufacturer of the Kimberley phonograph.
Mr. Baerwald, who is well known throughout
the talking machine trade from coast to coast,
assumed his new duties on October 1 and is
making his headquarters at the Kimberley New
York offices, 206 Broadway.

During his eight years’ association with the
General Phonograph Corp., Mr. Baerwald ac-
quired an intimate knowledge of talking ma-
chine merchandising that will be placed at the
disposal of Kimberley representatives. In the
development of Heineman and Meisselbach
motor business he studied the technical details
of phonograph manufacture and therefore pos-
sesses a wide familiarity with all phases of
phonograph marketing and production. He has
a host of friends in the trade who will be glad
to learn that he has joined the Kimberley
forces.

In his new post, Mr. Baerwald, in addition to
acting as sales manager for the Kimberley prod-

ucts, will assist David Isenberg, -president of
the Kimberley Phonograph Co., in handling ex-
ecutive details. During the past few years the
Kimberley phonograph has won considerable
popularity throughout the East and with the
start of the new year the company inaugurated

Paul L. Baerwald
an intensive sales campaign that has resulted in
nation-wide distribution for its products. The
company maintains an up-to-date plant at Perth
Amboy, N. J., where these instruments are man-
ufactured in their entirety, and factory facilities
have been steadily increased in order to take
care of the demands of the trade. Mr. Baer-
wald is planning to spend the greater part of

is not a loading proposition.

INSTEAD,

EXAMPLE

Orange

THE EDISON PROPOSITION

it is a quick turn-over proposition.

after example can be cited to show that, with ordinary effort, a mer-
chant can tumm-over his initial investment several times a year.
will gladly tell you how. Just drop us a line.

Popular Priced Models—From $100.00 up
Smooth Surface White Label Records

The Phonograph Corporation of Manhattan

Metropolitan Distributors

We

New Jersey

his time in visiting the dealers and jobbers in
the leading trade centers, so that he may co-
operate with the Kimberley clientele along prac-
tical lines.

PAUL ASH SIGNS WITH BRUNSWICK

Popular Pacific Coast Orchestra Leader Signs
Exclusive Brunswick Contract—Director of
Grenada Theatre Orchestra—Has Attained
Wide Popularity on Coast

The Brunswick-Balke-Collender Co. an-

nounced recently that Paul Ash and His Fa- .

mous Grenada Theatre Orchestra of San Fran-
cisco had been signed as exclusive Brunswick
artists and the first records are ready to be
released to the public. The Paul Ash Orches-
tra has been one of the features of the Grenada
Theatre for the past two years and has attained
wide popularity. The individual shading of tone
and the harmonious effect obtained by this or-
chestra have created a popular light classical
style on the Coast known as “Paul Ash Music.”

The Brunswick-Balke-Collender Co., in an-
nouncing the Paul Ash records to its dealers,

Paul Ash

states that, while these recordings are played
in dance tempo, they will not be featured as
merely dance records, but, instead, a combina-
tion of dance and concert music. It is pointed
out that there are thousands of phonograph
owners who enjoy popular music, but are not
particularly anxious for this music to be played
in dance tempo, and the company feels that
Paul Ash music is filling this want. These rec-
ords were recorded during the special expedi-
tion to California of Sinkler Darby, chief re-
corder of the company, and his assistants. The
musical direction was under the personal super-
vision of \Valter Henchen, Brunswick director
of popular music.

Frank Corley, of the Corley Co. Victor
wholesaler of Richmond, Va., -was a recent
visitor to New York City.
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What One Talking Machine Dealer
Is Doing With De Forest Radiophones

ing the vast possibilities of radio. He knew that the Radiophone at its best
should be classed with musical instruments.

He saw how the Radiophone made use of the phonograph as a loud speaker.

He knew it must be easy to operate, easy to install, requiring no technical skill,
economical. He knew most of all it must pass on the music of the broadcast as a fine
violin translates into sound the unborn music of the master’s mind.

DC)IKE the rest of you, he was months ahead of dealers in other industries in see-

He experimented with many makes to find the one which should meet these
exacting requirements.

And then he said “De Forest—and De Forest only.”

It was not until he had selected the De Forest Radiophone as his exclusive radio
line that he learned its epoch-making method of sale.

He thought he would have to invest his capital in De Forest Radiophones. But
the De Forest Company said no. “Requisition what you can sell” they said. “As
you make your sales, send in the money to us, deductmg vour compensation. Our
agents do business on De Forest capital.”

Is it any wonder that Talking Machine dealers all over the United States are
clamoring for De Forest agencies?

Over twelve hundred agents have already been appointed, and the territories
are going fast. They are exclusive territories. We can-

not h r n it
ot have our agents overlapping and competing with De Forest is the ereatest

one another. name in Radio. The Dg For-
If you want the De Forest agency, write us at once. f;tstiﬂzitRififloipfﬁ“i;fof};‘:
We will send you by return mail the new book entitled, with vour line of high-class
“Building Your Radio Business With Our Capital.” It musw:}l instruments. “’_ltl(; its
H recep 1011 range on 11ndoor

tells the whole story of the great De Forest consignment loop of from 1.500 to 3.000
plan. miles. It is nationally adver-
. . tised — nationally preferred.

Join the twelve hundred who say “nq such instru- It ie beautifol 1o look ot and
ment has ever been offered to the American public— more beautiful to hear. Prove

it to yourself.

and no such plan has ever been evolved for the full pro-
tection of the agent.”

Remember—territories will be exhausted in a few
weeks. Don’t put it off, write or wire us today.

De Forest Radio Tel. & Tel. Co.
JERSEY CITY, N.J.

If located West of Pennsylvania address

De Forest Radio Tel. & Tel. Co.

Western Sales Division

S5680—12th STREET, DETROIT
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Enrico Caruso

Why have so many dealers speci-
fied “Pearsall” on their Red Seal
Exchange?

(All Pearsall orders were delivered by Sept. 21)

Pearsall Service, of course.

Ask any Pearsall dealer,
he’ll tell you.

“Desire to serve, plus ability.”

THOS. F. GREEN
President
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Value of Window Displays to the Dealer

Many Stores Competing for Trade Through Window Supremacy
Compel Originality in Exhibits of Dealers— An Effective Window

The value of window displays has been em-
phasized in the columns of The World many
times, but too much cannot be said of this im-
portant means of publicity. It has been demon-
stiated time and time again that dealers with
uninteresting and sometimes even repellent
window displays are not the ones who are do-
ing the biggest business. However, it is really
surprising how few merchants take advantage
of their window space. It is safe to assume
that where this condition prevails merchants do

not realize that they are taking the most effec-.

tive steps possible to curtail business.
Competition in Window Displays

It has been truly said that the window is the
eye of the store, and it is just as true that this
is the only means by which the passer-by can
judge the establishment. It is easy enough to
create an unfavorable impression, but it is much
harder to arrange a window that will stand out
so that the goods displayed will have their mer-
its impressed upon potential customers. It must
be remembered that in every business section
there are many stores and each one is trying
to attract the attention of the public through
window displays. Now the point is that with all
this competition the talking machine dealer, in
order to stand a chance, must create a window
which will not only attract the attention of the
public, but which will be talked about and, even
more important, will be remembered.

A Window That Boosted Sales

Occasionally we run across a display which 1s
so good that we cannot let the opportunity pass
of reproducing it for the benefit of the entire
trade. One of the best displays which has come
to our attention in a long while was that in the
window of the Rudolph Wurlitzer Co., Forty-
second street, New York City, last week. The
entire window display consisted of Victor con-
soles, with the exception of one upright talk-
ing machine and several portable models and a
few records cleverly arranged as an automobile.
. large placard in the center of the window
bore the following text:

“The Victors on Parade.
Console, Sr., and Family.

Introducing Victor
This happy family

have every reason to be proud. They are won-
derfully constructed and high-toned. Their busi-
ness is hiring out as domestic pleasure makers.
You will find one of them in most every home.

“We are headquarters for this fine family.
I.et us show a pleasure maker. Convenient
terms.—Wurlitzer.”

1t will be noticed in the illustration that each
model was equipped with a cut-out of a head and

resulted in five sales and several live prospects.
Throughout the period of the display many peo-
ple stopped to look it over and the probabilities
are that more sales will eventually be realized
from the prospects secured. Another feature
of this particular display is that the central idea
can be used in a series of displays. In fact, it
is the intention of Mr. Edlund, soon, to arrange
another display in which the Victor family will

The Unusually Clever Window Display Arranged by the Rudolph Wurlitzer Co.

arms. Also on each model was a placard an-
nouncing the “family” name of that particular
instrument, consisting of Victor Console, Sr.
Mrs. Victor Console, Miss Victoria Console, Vic
Console and Little Victor, Jr.,, and the upright
machine as a traffic cop.

According to Norman K. Edlund, manager of
the talking machine department of the Rudolph
Wourlitzer Co., this display during the first week

We Serve New York!

being made.

caught short.
demand for

may be.

is never allowed to deplete.

15 West 18th Street

ALL along the line, preparations for a busy season are
) Fall business is rapidly getting under way.

short time will see it hitting its full stride.
Prepare for that inevitable increase in the

OKJ{ Records

The Records of Quality

As always, we are ready to serve you quickly and efficiently
no matter what your demands for these fast-selling records
We are able to do this because we carry at all
times a thoroughly complete stock of OKeh Records that

GENERAL PHONOGRAPH CORPORATION

New York Distributing Division

The Record of quality

Don’t be

Distributors
for

OUTING

and
ODEONETTE
Portable
Machines

New York City

be shown at home. The scene of this exhibit
will be a living room of a home with the Vie-
tor family cnjoying the music of a Victrola.

This window display proved in a concrete
manner that it possessed the power to attract
the attention of passers-by, arouse interest in
the goods exhibited and induce action, the three
things upon which hinges the success of any
window. In the case of the Wurlitzer Co., for-
tunately, the window is large and there is ample
room for an extensive display without danger
of crowding, which is one of the most common
faults of the average window.

The Ewil of Crowding

Reiteration of the fact that crowding nulli-
fies any possible favorable effect of a window
display will do no harm. Although this has
been stated and restated in various ways many
dealers still seem to think that a window is a
kind of stockroom and they put as much of their
merchandise in the window as it will hold. Win-
dows in which are exhibited several machines,
a number of records, sheet music and a con-
glomerate mass of musical merchandise are not
uncommon. There apparently is no attempt to
deliver a message through the display which
will bring interested prospects into the store.
A display of this character is confusing to the
onlooker and, although passers-by may stop to
look at it, there is nothing to hold attention or
set forth the merits of the products handled.

Merchants pay rent in proportion to the value
of their location and this is measured, to a large
extent, by the number of people who daily pass
the store and, one might truthfully add, to the
number of people who have an opportunity of
seeing the window displays. That is why, all
other things being equal, a dealer who care-
fully arranges his window displays on a street
which is not quite so crowded with shoppers
will often succeed when a competitor in a more
popular thoroughfare who is careless about the
“eye of the store” will lose out.
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‘Here is the FAMOUS X-T AUDAK UNIT

Which Has Become So Popular Not Only With Dealers, But—
What Is Even More Important —With Record Purchasers

O e = S = = ——

Read what retailers say about

this modern system for dem-

onstrating records without
the use of booths

We find that the use of AUDAKS
in record sales 1lncreases re-
ceipts 30% to 50%.

Qur record sales have in-
creased considerably since the
installation of AUDAKS.

The AUDAK is certainly a great
aid and stimulant to record sales
and we wish you the continued
success your product truly
deserves.

Eliminating as it does the
excessive cost of retailing re-
cords, the AUDAK 1s bound to
have the serious attention of
every progressive dealer,

I have seen the AUDAK record
demonstrator in successful use
in the New Brunswick Hall,
Toronto, and am now more than
interested.

We have received the outfits
recently shipped us and are very
much pleased with them.

The AUDAKS have been in work
here for some time, very much to
the gratification of all con-
cerned.,

We are now using one of your
machines and are interested in
buying five or six more.

STYLE X-T AUDAK
As shown in illustration - - - - - $69.00

STYLE X AUDAK
Equipment for Counter Installation - - $39.00
STYLE VI AUDAK
Equipment for Victrola VI - - - . $39.00
4
; . ".".w'g: L
i e e S A -
29 f't' Dol *m.ﬁs&&mkt:ﬂimm_&x- PR . o]

THlS UNlT SUPPLIED COMPLETE AS SHOWN, READY FOR
USE ON REMOVAL FROM CRATE

HERE ARE A FEW AUDAK USERS

Wanamaker's, New York and Philadelphia Frederick Loeser & Co., Brooklyn, N. Y.
Saul Birns, New York Bloomingdale Bros., New York City

J L. Brandeis & Sons, Omaha Lit Brothers, Philadelphia.

Gimbel Brothers, New York and Philadelphia The Fair, Chicago, Ill

Jordon Marsh & Co., Boston, Mass Rothschild & Co., Chicago

Bamberger’s, Newark, N. J. The Boston Store, Milwankee, Wis
‘Kaufman’s, Pittsburgh, Penna. R. H. Macy & Co.. New York City.
May & Co., Cleveland, Olio. Levin’s Victrola Shop, New York City
Forbes & \Vallace, Springfield, Mass. Abraham & Straus, Brooklvn, N. )

l“ld many th(‘l'j

AUDAK IS recognized as the greatest modern step forward
toward the reduction of the cost of selling records and bringing
the increased profit to the Dealer which, today, he must have.

Distributors in All Principal Cities—

\ i Edison Jobbers— Audaks also made for Edison Records. Il'rite for details.
\ .
A CORNER IN STORE SHOWING SEVERAL AUDAK CO.’ 565 Fifth Avenue, N. Y. Clty

X-T AUDAK UNITS
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Originality Pays in Foreign Record Sales
How a New York Retailer Does a Big Business in Foreign Records
by Concentrating on One Language — Linguist Salesmen Help

Sales opportunities in the foreign record field
are practically unlimited; in fact, the surface in
this branch of the talking machine record busi-
ness has scarcely been scratched. This is in-
dicated from time to time by the exploits of
live dealers who are resorting to original meth-
ods of building up foreign record trade with
gratifying success.

A very large proportion of the population of
this country consists of people of foreign birth.
Each month, year after year, many thousands
of people come from foreign shores to make
their permanent homes in cities, towns and
farms throughout the .entire country, and it is
safe to say that only an infinitesimal number of
these people are acquainted with the talking ma-
chine or the fact that the songs and music of
their homelands in the original language can be
obtained on records. Therefore, the talking ma-
chine dealer has at his disposal a most profit-
able asset to stimulate sales, for a large percent-
age of these people are always anxious to kecep
in touch with the music and songs of their
homelands.

Foreign Record Orders Through Mails

One of the most successful stunts in building
up a demand for foreign records which have
come to our attention is the building up of a
mail-order business in French records which
was instituted some time ago by Edmund V.
Bragdon, treasurer of the Ideal Music Co., Vic-
tor dealer, New York City. Mr. Bragdon in-
serted an eye-attracting advertisement in
French newspaper of national circulation, an-
nouncing that an extensive line of records in
the French language could be secured through
the Ideal Music Co. This announcement, read

y French people from coast to coast, aroused
their interest afresh and this was evident from
the number of inquiries received. In response
to these inquiries the Ideal Music Co. sent out
the following form letter, written in French,
which explained the system used:

“It is with pleasure that we are sending you
herewith the new catalog of French records that the
Victor Co. has just puhlished. All French records
released up until the first of January are included
therein.

“We have all these records in stock and we will
take pleasure in sending you parcel post, C. O. D.,
those which you may choose. We pay the postage
on all orders in excess of $3.

“Awaiting the pleasure of hearing from you, we

El
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1

“Very truly yours.”

b

An important feature of this campaign is the
fact that all correspondence is carried on in the
French language, thus insuring the message be-
ing properly interpreted at the other end. The
campaign has already resulted in the sale of
thousands of records, with a fair sprinkling of
orders for as many as twenty and thirty records.
Great care is exercised in packing records for
shipment and prompt attention is given the de-
mands of customers. This service has resulted
in mutual satisfaction, demonstrated in a con-
crete manner through continuous repeat orders.
As has been stated, these French records are
shipped to customers all over the country, from
Maine to California, and even to the \Vest In-
dies, proving that the man or house that goes
after business can get it.

Linguist Salesmen Get Results

Another stunt that has been instrumental in
stimulating sales of foreign records consists of
having salesmen who speak foreign languages
serve customers of foreign birth, especially
t who speak English poorly. Widener's,
Inc., which operates a branch store in Newark,
N. J, has found this method popular and profit-
able for the store. One of the salesmen of this

[ALBERT CAPIPBELL

store speaks several Latin languages and the
credit manager also speaks the languages of
northern European countries. As an illustration
of how the thing works out Widener’s recently
had a prospect come into the store, whom L. A.
Dexter discovered was a Spaniard. The sales-
man-linguist also happens to be Spanish by
birth and Mr. Dexter immediately turned this
prospect over to this salesman. As soon as the
Spanish prospect realized that he was speaking
with a countryman his face lighted up and his
satisfaction was apparent. To make a long
story short an expensive instrument and a num-
ber of records were sold on the spot and the
customer was so enthusiastic over this service
that he voluntarily declared that he would tell
all his friends about the store where they could
be served by one of their own countrymen. The
result cannot be doubted!
Opportunities Awaiting Development
The foregoing examples are only a few of the

real profit-making opportunities existing in the
foreign record field, which now covers every
language; but they are sufficient to prowve that
the live dealer can make this an important
branch of his business if he cares to do so, and
thus also aid his sales of talking machines and
supplies. The foreign element of our population
is for the most part thrifty and it must be re-
membered that the salaries paid all classes of
skilled and unskilled workers are higher than at
any time in the history of industry, hence this
class of people can well afford to invest in a
talking machine and records. Another thing
which should not be lost sight of is the great
number of educated, cultured people who come
to this country from abroad. Then, too, every
American-born person who possesses a knowl-
edge of a foreign tongue and a love for music
is a legitimate prospect for foreign Tecords.
Yes, the opportunity is there and foresighted
dealers should seriously plan to cash in on it.

J. K. LOVETT JAILS SWINDLER

Man Operating in Ohio and Regarding Whom
the Trade Was Warned Captured in Am-
bridge, Pa., by Observant Dealer

John K. Lovett, talking machine dealer of
Ambridge, Pa.,, and an old-time subscriber of
The World, writes us as follows:

“Gentlemen: [ have the crook you men-
tioned in enclosed article in Beaver County Jail,
Beaver, Pa., charged with fraudulent conversion.
When 1 discovered his trick 1 immediately
phoned neighboring dealers and, as a result, had
him in jail in twenty-four hours after 1 em-
ployed him.”

The article Mr. Lovett referred to was that
published on page 54 of the September \World,
in which Secretary Hyre, of the Music Mer-
chants’ Association of Northern Ohio, warned
the music merchants against a man who was
swindling dealers by entering their employ, sell-
ing machines on commission and furning in
checks at closing time, on which he secured

cash and then disappearing. Needless to say,
the checks were no good. Mr. Hyre described
this man in detail in The World story and we
are pleased, thanks to the efforts of Messrs.
Hyre and Lovett and the publicity in The
\World, that the rascal has been captured and
will receive his just deserts.

S. L. SCHOTT, INC., STORE CHANGES

Mrt. VErxon, N. Y. October 2—S. L. Schott,
Inc., well-known Victor dealer of this city, with
an attractive store at 64 South Fourth street,
has made a number of important changes to the
interior of the store which add greatly to its
appearance and to efficiency in handling cus-
tomers. The record racks, which were for-
merly located in the rear, have been moved for-
ward and a musical instrument departinent has
been installed in the front of the store. Addi-
tional booths for record demonstrations have
been added. The work was done by the Zim-
merman-Bitter Construction Co., which special-
izes in interior store and fixture installation.

1674 Broadway

-
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EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment
Personal Appearance of

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

Bookings now for season 1923.1924
Sample program and paniculars upon request

PHILIP W. SIMON, Manager

|

A
o
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FRANK CROXTON

BILLY” PWRRAY

o

New York City

MONROE SILVER

JOHN MEYERS

Popular Ensembles including
Campbell & Barr - Sterling Trio - Peerless-Quartet ;

-

RANK. BANTA.
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Sells All Year Round

FOR THE HOME

The Camp-Fone has superseded
the old-fashioned “‘table model”
phonograph as a machine for the
home.

2

Your prospective customer rea-
sons W hy should | buy a table
model, when [ can get a Camp-
Fone that looks just as well;
plays just as well—in fact has all
the features of a table model, and
in addition can be carried as a
portable if 1 ever want to do so0?”

CAMP- FONE 1s the choice of

thousands of students who want
a small high-class machine for the
dormitory room or fraternity
house.

Camp-Fone weighs only 15 pounds. Measures 14x 3 g o
1114x6, closed. Retails at $25; Middle West, $27.50; . . .
Far West, $30.00. Quick sales and liberal profits for CAMP_FONE 1S an ldeal holl_
live dealers. .

day gift.

The Camp-Fone is a quick easy sale at $25 because 1t looks like a lot more money.
Handsome mahogany finish, hardwood case, trimmed in nickel, comfortable leather
handle, 10 inch turn table, heavy-duty noiseless motor, triple weight governor, speed ad-
juster, needle cup with safety cover, sturdy 10 inch piano hinge with strong top holder catch.
Equipped with album holding 6 records. The first high-class small portable ever produced.

HEALTH BUILDERS, Inc.

DEPARTMENT W 10
334 FIFTH AVENUE NEW YORK, N. Y,
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UNIT OPERATIONS NOT INTERRUPTED

Kern Dodge Appointed Receiver for Unit Con-
struction Co.— No Insolvency, as Assets
Greatly Exceed Liabilities—Business, Now
Active, Continues Under Receiver’s Direction

PaiapeLriia, Pa., October 2.—Receivership
proceedings were instituted by and for the Unit
Construction Co., of this city, on September 13,
in the United States District Court. The com-
pany’s assets are stated to be very greatly in
excess of liabilities and there is no insolvency.

Operation of the company will continue under
tlie receiver’s direction, with the management
unchanged, and service to the talking machine
trade will be maintained on the same efficient
basis as heretofore.

Kern Dodge, of Philadelphia, who has been
appointed receiver, is an engineer of national
reputation and has a very successful record in
the handling of receiverships such as the above.

There has been no interruption in the Unit
Co.’s operations and the demand for Unico

equipment is reported as very active at this
FOR ALL

MAIN SPRINGS foross

Best Quality - Quick Service - Low Prices

Each spring packed in a
separate, numbered hox. Each
spring made of best crucible
steel, tested and carefully in.
Ll spected beforc leaving our
5] factory.
g
4

Send us your order to.day.

Price Price Price

each each each

in in

For Vietor Molor lots lots

-1 inch wide, .022x13 feet long, of 50 of 100

pear shaped liole at hoth ends, 50c¢ 48c d45¢
134 inch wide, .022x17 feet long.

pear shaped hole at hoth ends.. 75¢ 72¢ 70c
New Styrle. 1 inch x .022x13 fect

long, erimp end con inside..... 50c 47c¢ 45¢
New Style. 1% inch x .022x17

fret long, crimp end onm inside.. 75¢ 72c 70c

For Columbia Moetor

No. MSW 1
No. MSw 2
No. MSW1H
Na. MSW24

No. MRW21—25/32 inch wide, .025x10 feet
Ione. pear shaped hole..... 45¢ 43¢ 40c

No. MSW 29/82 inch wide, .023x11 feet
long, pear shaped hole..... 45¢c 43¢ d40c

No. MSW 81 inch wide, .028x10 feet long
pear shaped Lole . ... 50c 48c d5¢

For Heineman Motor

No. MSW 5/22 inch wide. .025x10 fect
long, pear shaped hole...... 45¢ 43c  40c

No. MSW 6—1 inch wide, .025x12 feet long
ear shaped hole . 50c 48c 45¢c

1 3714 jneh wid 026x19 fee
long, pear shaped hole...... 80c 77c¢ 75c
For Brunswick, Krashergz, Saul, Sonora. Stev-
enson, Silvertone, Aeolian, Cheney, United,

Meiselbach or Thomas Moters

No. MSW &—1 inch wide. ,026x13 feet long,

oblong hole ... §5¢ 53¢ 50c

No. MSW 9—1 inch wide, .026x15 feet long
oblong hele ..... e..e..... 65 63c 60c

le. .026x1S feet long,
& s 75¢ 73c 70c

i meh wid Z4X10 feet long,
oblong and pear shaped hole... 45¢ 43c 40c

No. MKW

Ve punch both an oblong and pear shaped hole on the
X t 1 for any
Other Standard Makes
D 3 inch wide, .025x10 feet long
1 - 40c 38c 35c
)25x10 feet long
. 1 45¢ 43c 40c

Send enough to cover
postage if wanted by parcel post or we will ship by express.
bination orders may be made to obtain quantity price.

COLE & DUNAS MUSIC CO.
I 430 S. Wabash Ave. Chicago, III.
i Headquarters for Everything in Musical Merchandise.

Write for our ~# bargain bulletin; 1000 different items at
Il special prices.

time. In addition to the usual number of talk-
ing machine and phonograph departments in
process of installation in various sections of the
country Unico equipment is now being widely
adopted for radio merchandising. The Unit Co.
also has in hand some large orders for radio
cabinets, in which field the company has been
specializing for the past year. Among the promi-
nent radio manufacturers using the Unico cabi-
nets for their products are included the Radio
Corp. of America, General Electric Co., West-
inghouse Electric & Mfg. Co., DeForrest Co.,
Cardwell Co., A. C. Gilbert Co., Timmons
Talker Co., National Radio Corp., Atwater-Kent
and many others.

RECORD BROADCASTING INTERESTS

J. N. Pitts, of Connecticut Agricultural College,
Pays Tribute to the Aid of a Brunswick
Phonograph in Its Broadcasting Plans

J. N. Pitts, dean of the mechanical engineer-
ing department of the Connecticut Agricultural
College at Storrs, writes the Brunswick-Balke-
Collender Co., of New York, that a powerful
radio broadcasting station, ranking with the
best in that locality, has recently been installed
and remarks:

“As part of our equipment we have purchased
a Brunswick phonograph to be used for the
broadcasting of records. Results of our tests
have been very satisfactory in a radius including
Maine, Canada, Ohio and Maryland. A number
of those replying are complimenting us on the
talent of our ‘artists’ and ‘quartets,’ when, in
reality, it has all been taken from records and
delivered by the Brunswick phonograph. We
believe that the Brunswick is the machine for
radio broadcasting.”

STEINERS OCCUPY NEW QUARTERS

DaytoxN, O., October 7—Charles E. Steiner, for-
merlv with Niehaus & Dohse, has joined his
brother, Frank N. Steiner, as partner in a new,
up-to-date store at 120 East Fifth street, to
which they have removed. The latter has been
in the talking machine business for the past
twenty-six years, his store being formerly
known as the People’s Music Co. The Steiner
brothers, who are carrying a complete stock
of Edison and Victor machines, are well and
favorably knewn in this city.

That Irresistable Melody From

TheMusical Comedy
“Little dessie James"

%“
©LEO.FEIST ine. N.Y.C. QLS

P7T AV

A LETTER THAT BROUGHT CUSTOMERS

Excellent Returns From Personal Letter Sent
Out by Burgess-Nash Co., Omaha, Neb., Show
Value of Reaching Public Through the Mail

OMAHA, NEB., October 4—Ten new customers
a day were brought to the Burgess-Nash Dry
Goods Co. store’s phonograph department re-
cently by a letter written by H. L. Obert, man-
ager. The letter was sent to a large list of
prospects and it had immediate results.

Talking machine dealers are to-day up against
the fact that owners tire quickly of the jazz rec-
ords which are sold. This fact has resulted, un-
fortunately often, in a decrease of interest in
the greatest developer of musical taste and ap-
preciation in America.

In the opinion of Mr. Obert, the way out
is the sale of records of better music, classical
and opera selections, and so his letter was
drafted with the idea of bringing this about. He
sought to interest owners of talking machines
in higher type music.

The letter which produced such surprising
results follows:

“This is a personal letter from the writer to you. Its.
purpose is to convey a message and extend a personal
invitation.

“Each month, as you know, a list of records is issued.
which comprises the really beautiful music, sung and
played by the world’s greatest artists.

““Statistics, however, show that less than 10 per cent of
those who purchase plhonograph records ever hear more
than six records, of which five are dance numbers or
popular songs.

“This means that approximately 90 per cent of the people
never hear the world's most wonderful music. And this
leads to the purpose of this letter, mentioned in the first
paragraph.

“We who comprise the personnel of this department of
the Burgess-Nash store—Miss Ferrin, Mr. Capron and the
writer—extend to you a personal invitation to visit us and
hear that portion of the list of new records each month
whicl represents really worth-while music.

“Do not come as a customer, but rather as an acquaint-
ance. Ask for any one of us, mention that you received
this letter, introduce yourself and feel as you do when
visiting at the home of a friend.

“Above all. feel ahsolutely free from any obligation to
buy. We want you to hear this wonderful music every
month.

“\Ve have the most beautiful phonograph shop in Omaha.
The booths are spacious, cuol and equipped for your com-
fort and enjoyment. You are away from the hustle and
bustle of the street—away from the noise, heat and con.
gestion associated with the average phonograph shop.

“May we not anticipate your acceptance of this invita-
tion, and look forward to adding your name to the list of
those who now enjoy this treat regularly?”

MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

Let us fiégure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.
Mills in Va.,, N. C. and S. G
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Radiola IV.

complete with all
batteries, four
tubes, (one spare),
head telephones,
and silk-covered
wires. $275.

o -

)

n the finest music rooms

Radiola 1V

_.**"'"lEMEMBER the days—not so long ago—when the fun of
"} | “listening in” meant a confusion of coils, tubes, batteries?
Of things with long names and intricate uses? A jumble fit
only for the attic!

But now! A most attractive and dignified cabinet of rich mahogany Dealers
finish stands on a console in the music room. Joy for all the family! Write to-day for
Its mechanism infinitely better in performance—worked out in the th?l %eCA catalog}_
great RCA laboratories. Operated by the turn of a knob. Keenly full description o

A . : . . - the Radiola 1V.,
sensitive. All its batteries hidden away. And its loudspeaker built and the RCA
in—notable for acoustical correctness and purity of tone. Famed, selling plan for
too, for long-distance receiving, with the headphones plugged in. dealers.

Radiola IV. means radio for the most exacting. For the music lover
who wants real music. For the fan who wants big distance. And the
home lover who wants both in a piece of furniture that will strike a
pleasing note in the finest room.

Radio Corporation of America
Sales Dept. Suite 3007: 233 Broadway, New York

District Sales Offices:
10 So. LaSalle Street, Chicago, Il 433 California Street, San Francisco, Cal.

M d l o la iy
is your protection.

REG. U. s. PAT, OFF.

pe—— - —— e S
- X
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1nteresting Analysis of Status of Radio

Evolution of Radio Compared With Early Talking Machine Days
by Walter L. Eckhardt, President of the General Radio Corporation

Shoes, hats, etc., are merchandised and sold
through many exclusive shops specializing on
one item or the other, although a survey will
conclusively prove that a greater volume of
business in any such items is being done
through apparel shops wherein such merchan-
dise is a part of the necessary personal equip-
ment. Shoes and hats are a totally different
line of merchandise. Shoe shops do not neces-
sarily handle hats any more than hat shops
handle shoes, but they are relative and are sold
through the same firms to a large extent, al-
though it required years before such procedure
was established by enterprising merchants,

Radio as a Musical Product

While exclusive shops of one kind or another
arc much in evidence to-day, as a rule, they are
rapidly adding lines that are relative or akin to
the general plan—so will it be in the radio busi-
ness. Although radio broadcasting has been an
established fact for the past twenty-odd years
it was only after the great World War that the
public became acquainted with its great possi-
bilities as a means of entertainment and instruc-
tion. While the general broadcasting of weathei
reports, market reports, important subjects, top-
ics of the day and musical programs awakened
the public interest, it was not until the past
several years that the improvement in broad-
casting apparatus and receiving apparatus influ-
enced the public at large to appreciate radio as
a household necessity and, in reality, as a mu-
sical instrument of unusual charm and enter-
tainment. Therefore, with this an established
fact, it is only proper that radio receiving sets
should be classed as musical merchandise and
sold through establishments fully organized and
experienced in merchandising musical instru
ments.

Several years ago, when a very limited num-
ber understood the merits of radio, it was more
of a fancy to be tolerated, just as we looked
upon the motion picture when jt was usually
served at the end of a vaudeville show, accom-
panied by the prompt departure of the audience,
because it had not yet been fully developed.
But to-day people are known to remain thirough

two or more shows of the saine picture, and
those who judge radio reception by what they
heard several years ago will to-day form a to-
tally different impression and be compelled to
promptly realize that a good radio receiving
set “in the home” is sure to play a very im-
portant part in our future lives,

Trade Should Be Proud of New Member,

The piano, phonograph, violin, harp, music
box, etc., can justly be proud of its new mem-
ber, “radio,” which, in reality, is all in one, plus
so many additional advantages that are needless
to relate, while it does not directly compete
with any. I mean by this that it will not take
the place of some other musical instrument, but,
rather, that it occupies a unique position en-
tirely its own, properly located in the musical
instrument field, and fortunately so, because, in

. the writer’s opinion, no other line of trade is

quite so well qualified to undertake the job.

It was a long time before the piano and music
trade realized the important part to be played
in their businesses that was to come through
the medium of the phonograph. And in the ear-
ly days of the phonograph many of the principal
niusic houses of the country hesitated to handle
this instrument, feeling that it would detract
from their piano sales.

Back in the late 90’s and the early days from
1900 to 1905 many of to-day’s largest phono-
grapli merchandisers were only lukewarm to the
possibilities of the phonograph. These same
hiouses have followed somewhat their early im-
pressions in this respect with reference to the
radio receiving ‘set, but on all sides we are
learning, from day to day, of new additions to
the radio business in the talking machine and
music trades. These firms are adequately
cquipped, firstly, with suitable showrooins, dem-
onstration booths, sales organizations and serv-
ice departments to properly install and service
the merchandise after installation. They are
trained and make it their business to follow up
cach and every individual sale for a definite
period, to insure the perfection of satisfaction
on the part of the purchaser. This is rather
better business than it is an absolute necessity

Cover, Straps Attached

o o, -

pleasant.

50 Ralph Avenue

BRUNS MADERITE

Phono Moving Covers
For all models of Upright and

Every 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
MADERITE covers are strong, well
padded and satisfactory from every standpoint.

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

A. BRUNS & SONS

Manufacturers of Canvas Goods

Console Machines

By using

BROOKLYN, N. Y.

and greatly increased sales are justly attributed
to this service.
Radio in the Phonograph Field

Prior to 1900 it was quite the exception when
a talking machine was sold on instalments, paid
for on time payments, just as it is to-day in the
radio business, but by 1904 it was generally ac-
cepted by all leading merchants that the sale of
phonographs would be substantially increased
by offering the samne on time payments, or club
plan, and this is bound to follow at a very early
date in the radio business, although it is being
done at the present time to a modest extent by
a number of enterprising merchants. The musi-
cal instrument trades are well equipped and
trained to handle this class of business, al-
though it is needless to state that, inasmuch as
the phonograph business was not exclusively
confined to the phonograph and the music trade,
but was merchandised frequently through the
sporting goods shop, the hardware shop, gas
and electrical companies, jewelers and the like,
radio will also be handled by a miscellaneous
line of trades, but in the course of a very short
time I am of the opinion that we will see the
bulk of the radio trade—that is, with reference
especially to the completed sets—handled
througle the phonograph and the music trades.

ISSUES FOLLOW-UP PROSPECT CARDS

Musical Instrumeént Sales Co’s New Dealer
Help Enables Merchants to Keep Accurate
Record of Prospects and Customers

The advertising departinent of the Musical In-
strument Sales Co., New York, Victor whole-
saler, has just issued six card forms which can
be used to advantage by Victor retailers in fol-
lowing up prospects. This plan comprehensively
covers the dealers’ Victrola and record pros-
pects and regular customers and, if closely fol-
lowed, enables the retailer to have at his dis-
posal a careful analysis of sales possibilities at
all times.

The cards in this valuable series are desig-
unated as follows: “Victrola Prospect Follow-
up,” “Record Customer Follow-up,” “General
Data Card,” “Mailing List Revision Slip,” “Sup-
plement Request Post Card,” “Now in Stock
Notification Card.” The company has prepared
printing plates for these card forms and the
dealer is offered a choice of either the printed
forms or the plates.

SPEED UP TO MEET ALBUM DEMAND

Max Willinger, president of the New York
Album & Card Co, New York and Chicago,
reports that Fall orders are coming through in
substantial quantities. He fears that there may
be a stock shortage beiore the season is over,
although both factories of the company are
working to full capacity. The delivery envelope
produced by the company is also selling well.
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{| - is recorded in most part bv EX-

¢ Emerson ‘*Records

Fifty Cents Retail

The Emerson record is
the only popular-priced
record which—

is sold on a policy which protects

the dealer from UNDESIR-
ABLE COMPETITION.

1s being sold universally at

FIFTY CENTS retail.

CLUSIVE Emerson artists.

1s the first out with all the REAL
HITS.

has a large Italian, Jewish, Polish,
Russian and German catalog.

1s sold 1n full accord with the best

ethics and standards of the phono- -, ) . ) ]
BENNY DAVIS, EXCLUSIVE EMERSON ARTIST

I graph lndustry, America’s Foremost Vaudeville Comedian and Song Writer

Writer of “DEAREST,” “STELLA,” “MARGIE.” “LOST, A WONDERFUL GIRL”
and numerous other hits.
BENNY DAVIS' LATEST RECORDS

10662—N0, NO, NORA k 10650-—MY SWEETIE WENT AWAY
SWEET HEXNRY STELLA

Clip the attached coupon, fill out and mail to us. We will send you a dealer's application and Very inter-
esting information as to the policy under which the Emerson Record is now sold, together with a catalog
of our latest American and Foreign records.

Emerson Phonograph Company, Inc.
~105-111 West 20th Street
New York City

Please mail me at once full information as to your Agency proposition on the Emerson Records at Fifty Cents Retail,
together with the details of the policy under which this record is sold.
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True in tone!

The New Columbia Reproducer is uniquely satisfying in its trueness to every
musical tone.

It gives the soprano as a true soprano, and not as a contralto.
tenor as a true tenor, not as a baritone.
not as a cello.

COLUMBIA GRAPHOPHONE CO.

It presents the violin as a violin,
Through it every instrument in the orchestra is ‘heard—and
every note of every instrument.

It gives the

New York

National Music Wegk_ @e Held May 4 to 10

Postponed From April 27 to May 3 in Order to Avoid Conflict With Boys’ Week—Three-fourths
of Local National Music Week Committees Approve of Choice of Date

The National Music Week Committee, of
which Otto H. Kahn, financier and patron of
mnusic, is chairman and C. M. Tremaine, direc-
tor of the National Bureau for the Advancement
of Music, is secretary, has announced the selec-
tion of the first Sunday in May as the opening
date of the annual observance of National Music
Week. In 1924 this fixes the celebration of the
event during the week of May 4 to 10.

The original date set for next year’s observ-
ance was the week of April 27 to May 3, but,
as this was the period already chosen for Boys’
Week, the music interests decided to postpone
their celebration in order to give the youngsters
full sway. At the same time it was decided that
the opening day of National Music Week should
be fixed and popularized, so that a close con-
nection between the date and the event would
be established in the mind of the public. In-
quiry to this end was made of local Music Week
committees in all parts of the country and three-
fourths of those heard from approved the selec-
tion of the first Sunday in May.

Members of Committee

In addition to the chairman and secretary the
héads of thirty-one prominent organizations in
all walks of life are members of the National
Music Week Committee, including Joseph N.
Weber, president, American Federation of
Musicians; Kenyon L. Butterfield, president,
American Country Life Association; O. E.
Bradfute, president, American Farm Bureau
Federation; Samuel Gompers, president, Amer-
ican Federation of Labor:; Frank L. Sealy,
warden, American Guild of Organists; George
Maxwell, president, American Society of Com-
posers, Authors and Publishers; Colin A.
Livingstone, president, Boy Scouts of America;
Julius H. Barnes, president, Chamber of Com-
merce of the United States; Joseph Lee, presi-
dent, Community Service, Inc.; Mrs. Herbert
Hoover, president, Girt Scouts, Inc.; Richard W.
Lawrence, president, Music Industries Chamber
of Commerce; Charles N. Boyd, president, Mu-
sic Teachers’ National Association; J. E. Ed-
gerton, president, National Association of Man-
ufacturers; Robert N. Watkin, president, Na-

SUPERIOR QUALITY COUNTS

tional Association of Music Merchants; T. Ter-
tius Noble, president, National Association of
Organists, and others.

Thirty-four State Governors

Governors of thirty-four States and Hawaii
already have accepted membership on the Hon-
orary Committee of State Governors. These
are: William W. Brandon, Alabama; Thomas
C. McRae, Arkansas; W. A. Sweet, Colorado;
W. D. Denney, Delaware; Clifford Walker,
Georgia; Wallace R. Farrington, Hawalii; C. C.
Moore, Idaho; Len Small, Ilinois; Warren T.
McCray, Indiana; Jonathan M. Davis, Kansas;
Edwin P. Morrow, Kentucky; J. M. Parker,
Louisiana; Albert C. Ritchie, Maryland; Chan-
ning H. Cox, Massachusetts; Alexander J.
Groesbeck, Michigan; J. A. O. Preus, Minne-
sota; Lee M. Russell, Mississippi; Arthur M.
Hyde, Missouri; Joseph M. Dixon, Montana;
Charles W. Bryan, Nebraska; J. G. Scrugham,
Nevada; Fred H. Brown, New Hampshire;
George S. Silzer, New Jersey; Alfred E. Smith,
New York; R. A. Nestos, North Dakota; J. C.
Walton, Oklahoma; Walter M. Pierce, Oregon;
William S. Flynn, Rhode Island; Thomas G.
MecLeod, South Carolina; W. H. McMaster,
South Dakota; Charles R. Mabey, Utah; E. Lee
Trinkle, Virginia; Ephraim F. Morgan, West
Virginia; John J. Blaine, Wisconsin; William
B. Ross, Wyoming.

The first Music Week on a city-wide scope
was held in New York City in February, 1920.
Since then the movement has spread rapidly,
until, according to the records of the National
Bureau for the Advancement of Music, celebra-
tions have been held in 150 cities to date. It is
expected that all of these and many more as
well will participate in the first National Music
Week next May. The offices of the National
Music Week Committee are located at 105 West
Fortieth street, New York Citv.

L. L. Murphy, assisted by Mrs. S. M. Rouse,
recently opened an attractive talking machine
department in the store of Taft & Pennoyer,
Oakland, Cal. The Cheney line is handled and
a sales drive is under way.

“SPECIALTY BRAND*” PRODUCTS
ARE IN DEMAND BY EVERYONE
MAIN SPRINGS—REPAIR PARTS—MOTORS

Write for our descriptive catalogue and price list

which will be of great interest and value to you
(Something New)

THE SPECIALTY PHONOGRAPH AND ACCESSORIES COMPANY

210-212 East 113th Street

New York, N. Y.

L. L. THOMAS IN NEW QUARTERS

Popular Marshfield, Ore., Music Merchant
Opens Handsome and Spacious Establishment

MarsHFIELD, ORE., October 1.—The L. L. Thomas
Music Co., of this city, is now located in attrac-
tive new quarters at 162 South Second street.
The illustration shows the large and attractively
arranged talking machine department of the
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Interior of New Thomas Store
new establishment, where a complete line of
Victor and Drunswick machines and records is
handled. Mr. Thoinas has been’in the music
business in this city for eleven years and he
is one of the most successful as well as one
of the best-known 1nusic merchants here.

GERALD GRIFFIN SCORES ABROAD

His Play and His Songs, Widely Known
Through Okeh Records, Win Favor in England

Gerald Griffin, Irish tenor and exclusive Okeh
artist, is scoring a great measure of success in
his own play, “His Heart’s Desire,” in which
he is now appearing in various parts of Eng-
land. The English press has spoken very highly
of this singer, as well as of his play, in which he
is starring. Mr. Griffin introduced into the ac-
tion of the story eight songs which he has com-
posed, and most of which were recorded for
Okeh records before he sailed for England in
the early Summer.

ORION CORP. OPENS IN SCRANTON

ScrantON, PA., October 3.—The Orion Corp. has
engaged a factory at Poplar street and Wyom-
ing avenue for the manufacture of portable talk-
ing machines. The officers of the firm are L. S.
Greenman, president; J. H. Brandamore, secre-
tary and treasurer; J. F. O'Brien, factory man-
ager, and F. C. Cawtra, sales manager.

CREATES HEALTH RECORD DEMAND

Sioux City, IA., October 2—The Davidson Bros.
Co., Victor dealer of this city, is creating a de-
mand for Victor Health records by having two
representatives of the concern demonstrate the
exercises at various clubs. The plan also has
been productive of much valuable publicity.
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Coﬁecting Overdue Accounts _Efficiently

Mails Inexpensive and Effectual—Expense of Collecting and Re-
taining the Good Will of Customers Are Important Considerations

In collecting overdue accounts in any busi-
ness there are several factors to be considered
if the money is to be brought in without work-
ing to the disadvantage of the business itself.
In the first place, it is desirable as far as pos-
sible to avoid offending the customer wherever
possible, and in the second place it is a matter
of wisdom to keep collection costs at a mini-
mum figure.

In keeping the good will of customers, par-
ticularly those who allow payments to lapse
through carelessness rather than intention, if
is necessary that the dealer or his collection
manager have a proper understanding of the
class of people with which he is doing busi-
ness, for methods that will work out success-
fully with one class will have little or no effect
on another.

Retaining Customer’s Good Will

There are, of course, some collection depart-
ments which appear to work under the impres-
sion that when a customer allows an account
to lapse that customer ceases to be a friend
of the house and should be proceeded against
accordingly. As a matter of fact, every effort
should be made to retain the good will of the
buyer, not necessarily because he himself is
likely to prove a future asset to the business,
but because he may have friends considering the
purchase of a talking machine and a good word
from him will have a desirable effect.

It has been proved possible for a competent
collection man to mix firmness and courtesy
in his work to a degree that will permit of his
getting the money and still retaining the re-
spect of the customer, for firmness properly ex-
ercised is likely to win respect from the ma-
jority of individuals.

There is a certain type of wage-earner, for
instance, who exists, so to speak, from week
to week and, while he is in a position to meet
his current financial obligations, is likely to
do so only if he has been impressed with the
importance of making the weekly or monthly
payment on a specific date. In such a case it is
necessary for the collection man not only to
send a reminder of the date upon which the
payment is due, but to adopt energetic measures
immediately if the obligation is not met.

There are other types of buyers better fixed
financially who, through carelessness, neglect to
meet some of tlieir current obligations and re-
quire a jacking up that may be less energetic
but nevertheless persistent. Customers of this
type prove costly to the dealer who hesitates
about offending them, for it often happens that
unless the collection department operates
promptly, though courteously, the account will

be allowed to drag until the amount involved
is considerable. In this case it is not so much
the question of getting the money before it is
lost, but of getting it so that it may be used
in the business rather than lie dormant in the
customer’s bank.

First Consideration Expense

In every collection plan the first considera-
tion is that of expense and this is naturally
sound business practicc. If the proper collec-
tion system is put into effect and carried out
wisely it is possible to confine the expense to
the cost of stationery and stamps and the actual
labor of preparing and sending out the letters,
for the right kind of letters are likely to be
more effective than the services of a personal
collector resorted to at a later date.

There are some concerns which have met with
considerable success in using a series of four
or five form letters, copies of which are sent to
all delinquent customers. But where the char-
acter of the trade varies it is often found a mat-
ter of wisdom to send different letters to dif-
ferent classes and, with this in mind, several
music houses have in their files as many as
twenty-five different forms of collection letters
from which selections can be made to meet each
special case.

It is the cxperience of many managers of
music stores that it is not good business to
start the collection series by informing the cus-
tomer he has neglected to meet his payments
and a check is required immediately. If the
customer happens to be of the wage-earner type
a printed form, rather legal in aspect, will have
a good effect. One concern, for instance, sends
out a printed notice of an instalment due five
days before the date of payment. If the pay-
ment is passed another printed form is sent,

_reading as follows: “Second Notice. We would

appreciate your kindness in sending payment,
which became due on May 10,” or whatever the
date happens to be. In the event that there
is still no response a third printed notice, with
plenty of red ink and reading: “This is to re.
mind you. Your account is slightly in arrears.
Possibly this matter has been overlooked. Your
prompt remittance will be appreciated.” Then
comes the series of collection letters which be-
come increasingly severe in tone as the pay-
ment is delayed, until repossession is threatened.
Handling the Series

The notices and form letters are handled by
a girl clerk, the accounts being entered on a
card system and followed up systematically
through the medium of “ticklers.” Where the
record shows that the customer has been
prompt in making payments in the past the

clerk is instructed to inake a telephone call at
least before resorting to a more drastic letter,
for it sometimes happens that the customer ha:
met with temporary difficulties of which he hesi-
tates to write, but which are likely to be ad-
justed so he can continue his payments regu
larly.

It has been found that a letter that suggests
politely to the customer that he has simply
overlooked sending a check is likely to prove
more productive of results from customers of
the better type than a note intimating that the
payment is past due and immediate attention to
it is demanded.

A well-known talking machine dealer who
keeps his overdue payments down to a very
low point insists that a form letter does not
serve the purpose so well as a special letter
written to fit each case. He agrees that the
latter method requires more time and attention,
but at the same time maintains that the per
centage of results is higher.

The personal letter, of course, has the advan-
tage of impressing the customer with the fact
that his particular account is being watched
and that the exact details of it are familiar to
the collection manager. This has an advantagc
over the form letter, for the intelligent customer
frequently acccepts the latter for what it is and
figures out that he is only one of many who
have received similar letters. It sometimes hap-
pens in the case of form letters that after threc
or four of the series have been ignored a per-
sonal letter referring to the customer’s own
credit standing and the exact status of his ac-
count will jolt him into action and bring the
money.

It is the consensus of opinion in practically
every line of business that the mails should be
used as the first move in any collection system,
for Uncle Sam, given the proper tools, has done
and can do some mighty fine collection work at
a surprisingly low cost. Then, too, the dealer
or his collection manager can see every letter
that goes out and judge what effect it may have
on the customer.

GOTHAM BUSINESS CHANGES HANDS

The talking machine business conducted at
133 Canal street, New York City, by Schmukler-
Singer; Inc., has been taken over by the Ben
Cohen Phonograph Co., Inc, 83 Bowery, New
York, who will continue to operate the store at
that address. This concern has been successful
in building up a large demand for foreign rec-
ords. Victor, Sonora and Columbia machines
are handled.

NATORELLE

For

Portable

and

Cabinet
Phonographs

Q)
©

The Naturelle Co.

125 East 23rd St.
New York, N. Y.

NATURELLE is the original Reproducer

of its kind—a chemically prepared wooden
diaphragm—with complete sound box and
horn attachment. Buy NATURELLE and
you get the natural voice of the singer and
instrument, very distinct and musical, with-
out the metallic sound which the mica
diaphragm gives out.
will be prosecuted. Beware of imitations.

All infringements
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BAGSHAW NEEDLES

MANUFACTURED BY

W.H.BAGSHAW CO.

Factory, Lowell, Mass. .
AT 313 STREET 370 SEVENTH' AVENUE NEW YORK L sire 124

“_ Pacific. Coast Distributor: Canadian Distributor: Western Distributor: . Foreign Export:
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SUPERIOR STEEL

RILLIANTON

NEEDLES

HALF TONE

In Envelopes of 100—Dance, Extra
Loud, Full. Medium, Petmecky,
Light or Halftone.

Y |

MADE IN THE U.S.A.

{Bm 170N

In Tins of 200--Dance,
Extra Loud, Full, Light

and Halftone.

BRITTARTONE @
NE‘E OL;f:lo

GERTRUDE SCHORR
370- 7% Ave,.
New York City

BRICLYANTO

....... a

N,

~ ™ SUPERIOR STEEL

C

BRULANTONF

4
Vit

Combination Record Cleaner and

Container of 500 Needles—

In Tins of 300, With Your Dance, Full, Medium.

Name on Each Can—All Tones,

R, a

‘As we predicted!

It 1s getting more and more
difficult to Fill Orders

If the rush continues for BRILLIANTONE NEEDLES for the
Fall and Holiday Season, we shall be swamped. We are doing
our utmost to meet all demands, having made provision for an
enormous supply. At present our deliveries are comparatively
prompt, but the outlook for late buyers is very uncertain. We
cannot guarantee present prices, nor can we guarantee complet:e
deliveries at any prices. Again we caution all dealers to send us
their complete Fall and Holiday requirements, and we shall do
everything humanly possible to fill these orders complete and at
present prices. :

BRILLIANTONE

STEEL NEEDLE COMPANY of AMERICA', Incorporated
Selling Agents for W. H. Bagshaw Co.; Faclories, Lowell, Mass.

370 SEVENTH AVENUE, at 31st St., Suite 1214, NEW YORK
Pacific Coast Distributor: .
Walter S. Gray Co.
1054 Mission St.

San Francisco, Cal.

Western Distributor:
The Cole & Dunas Music Co.
430 So, Wabash Ave,
Chicago

d Canadian Distributor:
N The Musical Mdse. Sales Co.
RN 79 Wellington St., W.

lo

Foreign Expor::
Chipman, Lid.
8-10 Bridge St.
New York City
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A Unique ldea in Retalhng Spanish Records

Daniel Castellanos, in the Shipping Center of New York, Carries a Stock of 75,000 Recordings in
the Spanish Language to Meet the Demand From Spaniards in All Parts of the Country

Down at the southernmost end of Manhattan
Island, within sight of the water teeming with
incoming and outgoing vessels from and to all
parts of the world, is probably the most unique
talking machine business in existence. It is the
business of Daniel Castellanos, on the second
floor of an old and rickety building at 4 South
street. From the window of this shop one
looks down upon a busy scene of unloading
vessels, stevedores rushing about and swarms
of foreigners, mostly sailors, and those connect-
ed with shipping. Although the store is only
twenty-five feet by seventy-five feet, a record
stock of 75,000 discs is carried, and the strangest
part of all is that these records are all in the
Spanish language. There are Spanish records
made by the Columbia Co. and many imported
ones. There are records in pure Castillian and
many other varieties of the various dialects in

use throughout the Latin-American countries.

Mr. Castellanos’ trade covers the entire coun-
try and is carried on by mail. He gets his
business through advertising in Spanish news-
papers and his annual trade is very close to
$25,000, which means the sale of over 30,000
records. This is all the more remarkable when
one considers that these records go only to
Spaniards. According to Mr. Castellanos, a pe-
culiar phase of the handling of Spanish rec-
ords is that there are so many dialects in use
and there is a certain amount of clannishness
among people from various countries which pre-
cludes the sale of any but the songs in use in
their former home territories.

“For example,” he declared, “in Spain alone
there are approximately forty-eight provinces
and in each of these there are certain folk songs

and dances peculiar to that particular territory.
_ =

X0d dNNOS S 'ON ANV
WYV dANOL S 'ON

145 West 452 Street

W PHONOGRAPHS RIGHT ARM

ts the PHILLIPS TONE ARM

NO. 5 TONE ARM and NO. 5 BOX

WM PHILLIPS PHONO PARTS CORE.

PHONOPARTS

[9AY oY) 03 BuIse3|J

HdVIODONOHd 4NOA TT1dS dTAH TTIA

i1t 243l 0] BU!SBS[([

LE ADDRESS

New York Gity

IMICO INDIA RUBY

MICA

DIAPHRAGMS

ALL SIZES—IMMEDIATE DELIVERY

Samples and quotations on request

INTERNATIONAL MICA CO.
Phone s PHILADELPHIA  Spble

Baring 535 Filasse’

The people of one province do not purchase
music of folk songs and dances popular in an-
other province and, in view of this, it can be
seen that handling Spanish records has some
problems not met with in any other branch of
the record business.” However, dealers in cities
and towns where there are Spanish communi-
ties can certainly make capital by going out
after some of this business. These people are
casy of approach and will prove good cus-
tomers once their confidence is secured.
Although Mr. Castellanos does not make a
regular practice of selling talking machines he
does sell quite a few of them. Very often
sailors come into his shop and purchase instru-
ments, for the most part portables. He extends
no credit, all transactions being on a strictly
cash basis, greatly simplifying his bookkeeping
and eliminating entirely the possibility of loss
through dishonest or indigent creditors.

BUY RIGHTS TO ELLIS REPRODUCER

Arthur Brand & Co., Cincinnati, to Manufacture
and Distribute That Reproducer in Future—
Handle Large Line of Talking Machine Parts

CincinyaTI, O., October 2—Arthur Brand &
Co., the distributors of and dealers in talking
mnachine supplies and repair parts, with head-
quarters at 1602 Race street, this city, have re-
cently purchased the patent rights to the Ellis
reproducer from the Fern-O-Grand Co., of Mil-
waukee, and in future will act as sole manufac-
turers and distributors of that product, which
has made many friends in the trade.

Arthur Brand is head of the company, which
carries a complete line of motors, tone arms,
repair parts and needles, etc., and is distributor
for the Spencerian portable machine. Associ-
ated with him is his son, Arthur, and Paul
Maysvom, the latter being in charge of the re-
pair department of the company. He is an ex-
pert repairman and was formerly in charge of
the repair department of the Cincinnati branch
of the Columbia Co.

OLD NEWS IN NEW DRESS

The daily papeis, both in text and illustrated
departments, have devoted considerable space to
the discovery of Harold Bell Wright, the novel-
ist, that the prickly spines of the “bisnage” cac-
tus possess great musical possibilities as a
mmeans of playing records. Mr. Wright claims
to have discovered this type of cactus while in
the desert country gathering material for a
novel.

With all due respect to the daily papers and
Mr. \Wright the cactus needle is not by any
means a new discovery. It was introduced and
known to the trade many, many years ago
and was found very effective in producing a soft
tone. Inasmuch as the same effect was possible
with fiber and certain types of steel or tungs-
tone needles the demand fell off.

APPRAISERS’ REPORT APPROVED

The report of the assets of the Griswold,
Richmond & Glock Co.,, prominent Meriden,
Conn., music house, recently filed by R. G
Church and C. N. Flagg, appraisers, has been
accepted by the court. The assets of the con-
cern are valued at $356,596.90, according to the
appraisers’ statement.
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Model 27
Sheraton

In strength and simplicity this Sheraton Model is exactly typical of
the period in which it is designed. It is furnished in mahogany and
walnut; universal tone arm; Pathé perfect tone control; Pathé repro-
ducer; nickel fittings; new oval horn; double spring motor or noise-
less electric motor; automatic stop; size 35 inches high; 32 inches
wide; 19 inches deep.

IRRSEEIRTITH spTing IMOTOTeans . . wise. . & sasmsnsssas . . w90 55k $ 95.00
& with electric motOT. ..ottt it et e eeeennn $110.00

Model 15

Every detail is perfectly carried
out in this luxurious model No.
15. It is furnished in mahog-
any, walnut and oak; all exposed
parts nickel-plated ; universal tone
arm; Pathé perfect. tone control;
Pathé reproducer; new oval horn;
double spring motor or noiseless
electric motor; automatic stop;

size 44 inches high; 20 inches
wide; 21 inches deep.

PRICE
With spring motor..,..... $100.00
With electric motor....... $115.00

Model 36
Queen Anne

The Queen Anne Model illustrated above is furnished in mahogany
and walnut; exposed metal trimmings in antique silver finish; uni-
versal ione arm; Pathé perfect tone control; Pathé reproducer; nickel
fittings; new oval horn or noiseless electric motor; automatic stop;
size 357 inches high; 35 inches wide; 20% inches deep.

PRICE, with spring motor............ooviiuieininninnennnn.. $125.00
“ with electric motor. .......... v i, $140.00

Announcing the New Pathé Models

Model 31
Adam

This handsome model is furnished in mahogany, walnut and oak:
exposed metal trimmings in antique silver finish; universal tone arm:
Pathé perfect tone control; Pathé reproducer; nickel fittings; new
oval horn; double spring motor or noiseless electric motor; auto-
matic stop; size 35V inches high; 35 inches wide; 204 inches deep.

PRICE, with spring motor. ..... e o
b WALHEEICCTTIC) 110 1O Wy = 1oz v 5o = 7 80T 7 Frewers

PATHE—A name famous the world over is indeed dig-
nified by this really wonderful new and complete line of
Phonographs. Every model priced right, artistic in de-
sign, beautifully finished and, of course, equipped with
new and exclusive PATHE features.

All the new models are equipped with the New PATHE
automatic stop.

All the new models (except the Portable) have the new
oval PATHE horn.

Model 40

Italian Renaissance

This Italian Renaissance Model is furnished in mahogany, walnut and
oak; universal tone arm; Pathé perfect tone control; Pathé repro-
ducer ; nickel fittings; new oval horn; extra large double spring motor
or noiseless electric motor ; automatic stop; size 36% inches high; 41
inches wide; 21!4 inches deep.

PRICE, with spring motor..$185.00; 40 A—Gold Equipment...$195.00
“ with electric motor..$200.00; 40 A—Gold Equipment...$210.00

[ Pathe the World Over
Pathé Phonograph and Radio Corporation—20 Grand Ave., Brooklyn, N. Y.
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Widening Sales Opportunities of Portables

Gift-Giving Is a Thoroughly Established Practice and Dealers
Can Cash in on Sentiment by Pushing Portables Throughout Year

Reports of talking machine dealers from va-
rious parts of the country indicate that a great
change has taken place in the trade attitude to-
ward the portable talking machine. The feeling
that the portable is exclusively a Summer prod-
uct, something to be taken to camp, mountains,
beach or on outings, has been replaced with
the growing conviction that these small, inex-
pensive instruments can be sold in large vol-
ume throughout the year if a vigorous and
thorough sales promotion campaign is resorted
to. There is a large sales outlet for these small
instruments, one which the live retailer will
have little difficulty in breaking into if he pur-
sues the proper methods.

The Portable as a Gift

As an all-year-round product peculiarly ap-
propriate as a gift, birthday, Christmas, anni-
versary, etc., the portable talking machine is in
a class by itself, as a certain retailer in a small
city a few miles from Gotham has discovered.
This dealer has secured information from his
prospects which it is safe to say few merchants
possess. In short, he has made particular ef-
forts to secure the birthday dates of the vari-
ous members in the families of his customers
and prospects and, in addition, he has a special
list of those customers and prospects who have
children in preparatory schools and colleges.
His plan is simple, but the results in sales have
proved the possibilities of the portable as an
all-year-round seller. Shortly before the birth-
day of any member of a family which is listed
as a customer or a prospect he sends a letter
to some other member of the family, pointing
out the appropriateness of a portable talking
machine as a gift. His letter describes the satis-

faction and enjoyment which the particular in-

strument he handles will give to the recipient.
The number of sales on the books of this con-
cern from this plan alone has resulted in a
handsome profit.

Christmas Gifts to Students

Especially satisfactory have been the sales of
portable instruments as Christmas gifts to stu-
dents in prep schools and colleges. It is not a
difficult matter to convince parents whose chil-
dren are away to school that a small talking
machine will add greatly to the happiness of a
son or daughter away from hceme during the
entire year and is, therefore, about the most
suitable gift obtainable. In this case, also, let-
ters are sent to prospects and, consequently, the
pre-Christmas sales of portables have been ex-
cellent.

The opportunities for sales of portables as
gifts to students may be realized when the fact
is taken into consideration that each year thou-
sands of new students enter all of the schools.
The places of those who have completed their
courses are immediately filled by hordes of
young men and women from every city, town
and hamlet in the country, and it is safe to say
that on the customer list of every live dealer
there are many sales opportunities of this na-
ture in the portable field.

Sales Where Price Is Paramount

There is still another all-year-round sales op-
portunity for portables which the dealer can
take advantage of with comparatively little trou-
ble. All over the country there are people who
would gladly purchase talking machines if they
had the price. The dealer hesitates to make a
drive on the more expensive instruments di-

rected toward this class because he feels that,
while these people are honest, their financial
circumstances are so unfavorable that the risk
involved in granting credit is too great. Be-
cause of this the average merchant ignores these
people as possible prospects, forgetting the
golden opportunity which exists for the exploi-
tation of portable instruments. Now, it is a
fact that, while these poor people cannot afford
to purchase an upright or console talking ma-
chine without straining their purses beyond all
reason to make the initial payment and those
that follow, in many cases they can and will
purchase an inexpensive portable instrument.
The down payment is less and the weekly or
monthly instalments are also less. Where often
there would not be money enough to meet the
payments if a more expensive instrument were
purchased, to say nothing of buying records, if a
portable has been purchased the instalments can
be met promptly without any great hardship
and the dealer also has the advantage of having
made another record customer. Also the port-
able buyer of to-day may be in the market for a
larger instrument later.

RECEIVER FOR L. A. SCHWARZ, INC.

W. L. Bryant has been appointed receiver
for Louis A. Schwarz, Inc., talking machine and
accessories dealer, at 1350 Broadway, New
York. Liabilities of the concern are $6,000 and
assets are estimated at $1,000.

Organization and concentration are two of
the most vital forces in the success of the re-
tailer as well as the manufacturer or jobber.

Positively Create Richness and Fuliness

Send for sample of our .
new Tone Arm for
Portable Machines
and Edison
Attach-

ments.

none.

We invite a personal test. There is
nothing more convincing.

sample arm and test it out.
win you on merit only.
are low and the quality second to

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

THE EMPIRE PHONO PARTS COMPANY, 1362 East Third Street, Cleveland, O.

THE EMPIRE UNIVERSAL TONE ARMS AND REPRODUCERS

of Tone Combined with Perfect Reproduction.

Pivot Base

Order a
It will
Our prices

Established in 1914

Manufacturers of High-Grade Tone Arms and Reproducers

W. J. MouNAMARA, President

Ball Bearing

Send for sample of our

new Tone Arm for

Portable Machines
and Edison
Attach-

ments.

Cable Address ‘“Emphono’’
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VINCENT LOPEZ

Exclusive OKeh Artist

QO FFFTTEET

expresses an opinion—
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WILLIAM HaMULTON, GEN. MGl JAMES F. GILLERSPIE; Piikas REP.
ViNcenTt LoPEz
ORCHESTRAS
HOTEL PPIXNNSYLVANLA NEW YORK

Sept. 13, 1923

Mr, Otto Heineman,

¢ General Phonograph Co.,
25 W, 45th St,,

New York City

My Desr Mr, Heineman:

May I advise you that w#lthin the past
several months I have received numerous communicsations
from O-keh deaslers throughout the country complimenting
me on my variousg releases and informing me that O-keh
records were in great demand?

While I deeply appreciaste their interest
eand courtesy in the mstter, I really believe that the
manufecture of the records are just as important as
the orchestral recordings and in replying to my well
wishers I did not hesitate to state that fact., Therefore,
& compliment to me is also a compliment to the efficient
staff of the O-keh laboratories and I assure you it is
a pleasure to ghare the honors, -

With every good #ish, I am

Sincerely yours,

oo

—concerning

@(&L Records

The Records of Quality

TheRecord ¢ Qualtty

.t

| General
Phonograph Corporation

OTTO HEINEMAN, President
25 West 45th St. New York
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EDISON SALE SHOWS NEW OUTLET

Expensive Edison Placed in Receptlon Room
of Physician by R. T. Dennis & Co., Inc,
Suggests Undeveloped Field for Sales

Waco, Tex, October 3.—The illustration repro-
duced herewith shows the reception room of
a prominent local physician, J. R. Maxfield, and
a Century model Edison phonograph, costing
$500, which was sold by S. B. Wallace, of the
phonograph department of R. T. Dennis & Co,,
Inc., one of the largest concerns in this city. The
sale of this instrument for use in a public re-
ception room is especially significant because
so few are equipped in this manner, and there

Edison in Dr. Maxfield’s Office

is a thought here which other dealers may put
to good use in their efforts to find new outlets
for the sale of machines. Mr. Wallace is fur-
ther capitalizing on their sale by bringing pro-
spective customiers to Dr. Maxfield’s reception
room, where they can view this beautiful in-
strument in its effective setting.

WHITESIDE OPENS IN REDLANDS

Repraxps, CaLr., October 4+—A branch store
of the Whiteside Music Co., of San Bernardino,
was opened here recently at Orange street and
Central avenue. E. H. Whiteside, proprietor of
the company, has secured the agency for the
Knabe piano and the Victor line. A stock room
has been arranged for 35,000 records and six
demonstration booths have been built in. Sheet
music will also be carried. The Redlands store
will be in charge of E. H. Roy, who has been
associated with Mr. Whiteside in San Bernar-
dino for the past five years.

TOKYO EDISON AGENT IN QUAKE

Mitsukoshi, Ltd., Edison agents and one of the
largest departinent stores in Tokyo, Japan, was
destroyed in the recent earthquake, according to
advices received by Walter Stevens, vice-presi-
dent of Thomas A. Edison, Inc, who is in
charge of the Edison export interests. The dis-
aster left the large, modern structure of the firm
a mass of ruins.

“TALKING” LIBRARY IN GERMANY

A "talking” library has been established in
Germany and efforts are being made to collect
the actual sounds of all languages and dialects
of the earth and to record and reproduce them
with the aid of a special type of talking machine.
Specimens of the languages of 217 nationalities
already have been recorded for study.

IT PAYS TO KNOW YOUR BUSINESS

Pertinent Queries Prepared by the Chamber of
Commerce of the United States Are Well
Worth Checking—Leads to Better Business

Pertinent queries about your business are con-
tained in a quiz sheet prepared by the Chamber
of Commerce of the Umited States. Look over
the following questions. Check yourself up on
these points and see how nearly 100 per cent
you measure:

1. Do you keep a ‘purchase account” that
shows total of all goods bought?

2. Do you know what you save annually by
discounting bills?

3. Do you know what it costs to buy goods?

4. Do you know what you owe?

5. How often do you take stock?

6. Do you figure stock at cost or selling price?

7. Do you make allowances for depreciation
and dead stock?

8. Do you make depreciation allowances of
fixture and delivery equipment?

9. Do you know what is due you?

10. Can you furnish your bank a finaucial
statement at once?

11. Are collections made as rapidly as ac-
counts increase?

12. Do you know what it is costing you for
allowances for customers?

13. How often do you make up a “Profit and
Loss Account”?

14. Into how many separate accounts are your
expenses divided?

15. Do you own the building in which you do
business?

16. Yo you charge rent therefor?

177 Do you charge your own salary as an ex-
pense?

18. Do you charge interest on money in-
vested?

19. Do you know the percentage of expense
to sales?

20. If a fire took place could you from your
books give a complete statement of all ac-
counts?

DEVICE TO PREVENT BROKEN SPRINGS

Dutch Inventor Credited With Device to Pre-
vent Overwinding of Springs

WasHingToN, D. C., October 5.—The elimination
of broken spring troubles in phonographs 1is
promised by an inveution just perfected in the
Netherlands which preveuts overwinding and
consequent breaking of springs, details of which
have just been reported to -Washington by a
Government official abroad. The invention is
in the nature of a winding key adjustable to va-
rious teusions, so that it will “free wheel” when
the proper tension is reached. It is claimed that
the device entirely prevents overwinding of
clock, phonograph and other springs of a simi-
lar character.

A DENVER INCORPORATION

Denver, Coro., October 4—The Glidden Marsh
Music Co. was recently chartered with a capital
stock of $25,000 and will have its principal office
in Denver. The incorporators are E. M. Glid-
den, Maude Glidden and W. F. Marsh.

DELIVERY BAGS

210 Franklin Street ' 5

| OKEL Records

STRAND and OUTING PHONOGRAPHS

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

Complete Stocks and Prompt Service

IROQUOIS SALES CORPORATION

Distributors

Wholesale

. BUFFALO, N. Y.

Entertainment - Fun
Laughter - Merriment

Mirth-Prodacing Vaudeville Characters

dance captivatingly to the music of the phonograph,
in a stage setting which suggests the realism of the
theatre.

(Patents pending)
SHUFFLING SAMBO

is a star minstrel and dances with the skill of a
professional. He is happy to the tune of any lively
record and is a tircless performer.

Put a_lively record on the phonograph, select one
of the dancing performers and place it according to
the directions given, then stand the stage in front
of the turntable, start the phonograph and the
show is on.

HAWAILIAN
DANCER

puts action
into her na-
tive music
and trips
lightly
through a
performance
which holds
the eye in
rapt atten-
tion.

TRAMP
COMEDIAN

1s comical
and.  dances
in a droll
way to what-
ever music
is furnished
for him to
“cut up” by.

SCOoTCH
LASSIE

is the most
nimble girl
in kilts and
is keenly
alive to
dance ex-
uberantly at
the first note
of a rollick-
ing record.

_There are no fastenings or attachments of any
kind to mar or deface the finest instrument.

Retail price, complete outfit, $3.50

A supply of original order-getting circulars, im-
printed with the Dealer's name, goes with every
shipment of one dozen or more of the outfits.

Holiday season almost here.
\Write for particulars NOW.

COMMERCIAL ART SHOP

Dept. “*W*’° Covington, Ky.
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TOPPING THE WORLD
T'he AEOLIAN-VOCALION MESSAGE

EW YORK is conceded to be the
“Hub of the Commercial World”

and Aeolian Hall is the center of this

Hub.

o]

From Aeolian Hall spokes in the merchandise
wheel reach out to the big centers of trans-
portation, shopping, residences and entertain-
ment.

Atop of Aeolian Hall two big electric signs
flash the name AEOLIAN-VOCALION to the
wealthy Fifth Avenue motorists and pedes-
trians. The millions of out-of-tewn people
crossing 42nd Street read this radiant adver-
tisement. The duplicate sign on the west side
of Aeohian Hall broadecasts in lighted letters
the name *“Aeolian-Vocalion” to the pleasure-
loving markets of Broadway and Sixth
Avenue.

Could Aeolian-Vocalion dealers have a more
prominent way of making millions of pros-
pects familiar with the name AEOLIAN-
VOCALION, which means the Utmost in

. Phonograph Perfection.

A Quality Period
Phonograph

Queen Anne Console Model
Style 1646

'-'fx ,]k“ ‘

L
3" -
9 . 7 . . . i — _'
It’s an Aeolian-Vocalion, which means 1t 1s

musically superior and assures you a cabinet
high grade and artistic. | O
y |
At the Low Price of Ia

The AEOLIAN COMPANY
AEOLIAN HALL NEW YORK
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OCALION

RED RECORDS

A sensational violin artist
. RED RECORDS
but who have the qualities essential to a perfect phono-

who records exclusively for
: THE AEOLIAN COMPANY, always seeking for
graph record, has added this young Polish violinist to

.PAUL KOHAN Sf
OCALION
artists who have not only great musical prestige
its impressive list.

When Kochanski records for Vocalion Red
Records he will use his wonderful Stradi-
varius violin, the instrument formerly

owned by the world’s greatest violinist,
Ole Bull.

Paul Kochanski is more than a vielin
virtuoso. He is a supreme musician, a
dynamic artist. At 18 he was awarded the
first prize at the Brussels Conservatory
and later succeeded the great Auer at the
Petershurg Conservatory.

The following numbers have been recorded by Paul Kochanski—

La Gitana (Fritz Kreisler) coupled with Ilungarian Dance
No. 1 (Brahms-Joachim)

La Carnaval Russe (Wieniawski) coupled with Malaguena
(Sarasate)

60010 10 $1.50

70005 12 $2.00

Vocalion Red Records Play on All Phonographs

The AEOLIAN COMPANY

AEOLIAN ITIALL NEW YORK
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Distributors
of Vocqlion 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.,
217 Stanwix St., Pittsburgh, Pa.

VOCALION RECORD CO. OF MD.,
305 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, IIl.

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

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

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.,
Distributor of Voealion and Vo-
calion Red Records
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.

MUNSON-RAYNER CORP.,

06 Third St., San Franctsco, Cal——
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COMMENTS ON CONDITIONS IN CUBA

Jos. M. Lacalle, of Columbia Graphophone Co.,
Returns From Recording Expedition to
Island Republic and Brings Back Interesting
Report Upon Cuban Taste in Music

Joseph M. Lacalle, musical director of the
export department of the Columbia Grapho-
phone Co., has just returned from a recording

Joseph M. Lacalle
expedition to Cuba, bringing back with him

some interesting facts regarding general condi-
tions in the [sland Republic. He declared that
despite the progress made in Cuba since the
Spanish-American \War the population is faced
with many political troubles to-day which, in
the opinion of some of the leading business men,
can best be ironed out by the direct influence
of the United States.

In commenting upon the musical development
of Cuba, Mr. Lacalle stated that the most typi-

YOU CAN'T GO WRONG

W/TH ANY FEIST SONG "

cal of al! Cuban music was the Danzon, which
he held was the real source of the old American
rag-time and our present jazz. Much has been
done to improve this type of music, particu-
larly through better orchestration to eliminate
the predominating influence of the cornet, which
heretofore has proved unpleasant to the ears
of non-natives. Mr. Lacalle stated that the
Cubans were liberal supporters of the opera, as
was evidenced during the season in Havana
when orchestra seats bring $15 with the de-
mand greater than the supply. There has also
been organized in Havana a splendid symphony
orchestra and several fine schools of music are
maintained by the Federal Government and
various municipalities. There are also a number
of excellent bands.

White in Havana Mr. Lacalle ran across two
interesting collectors of talking machine rec-
ords, one having over 15,700 records in his
library and another over 11,000. Few personal
libraries in this country reach that figure.

He spent an evening with one of the col-
lectors, who is the owner of many Columbia
records, and declared that he had rarely met a
man1 better posted on the music of the world.

WEIMER IN NEW WAREROOMS

Cox~rrLsvitle, Pa., October 6.—The second
floor of the Odd Fellows’ Building will be util-
ized in the future by Peter R. Weimer, piano
and phonograph dealer on East Crawford ave-
nue. Mr. Weimer plans to construct a parti-
tion, dividing the space into halves. One part
is to be used for displav purposes and the other
for a studio and storage room.

The Victor Talking Machine Co.’s regular
quarterly dividends of 2 per cent on the common
stock and 1.75 on the preferred stock have been
declared payable October 15 on stock of record
September 29

« That Easy tloRemember—

%4 Hard loForget FoxTrot

COLLINGS SERVICE PLAN ANNOUNCED

Victor Wholesaler, of Newark, N. J, to Give
Preference to Dealer Customeérs in Deliveries
When Expected Shortage Comes

Several years ago Collings & Co., the well-
known Victor distributors of Newark, N. ], in
time of shortage adopted the constructive policy
of making deliveries of Victor product only to
those dealers who had received Collings service
in months preceding. This plan, so successfully
tested by the Collings organization, naturally
received more attention from dealers during the
second and third years following its adoption
than was the case after the first announcement.

Collings & Co. again announce that during
the present season the Victor dealers who have
been on their books during the earlier months
of the year are to reccive equitable distribution
of Victor goods as they arrive. According to
the sales departinent of the above organization
the supply of Victor products, particularly ma-
chines, has been less than the demand.

The company confines its activities to dealers
situated in northern New Jersey and northeast-
ern Pennsylvania territory. This policy, accord-
ing to Mr. Collings, enables his sales staff to
keep in personal touch at all times with the re-
tailers in the territorv and it is thus enabled to
understand the individual problems of such mer-
chants and, in many cases, make deliveries of
particular and much-needed goods on short
notice.

RECEIVER FOR BROOKLYN FIRM

A petition in bankruptcy has been filed against
Max Klaidman, operating a talking machine
business at 368 Livingston street, Brooklyn,
N. Y, under the firm name of the Elite Talking
Machine & Piano Co. Amy \Wren has been
appointed receiver.

YOU WILLWANT THIS RECORD ™

LOVE .
TALES

(. TROT

A

KECORD

N The DA-LITE Electric Display
‘ with new original hand-colored

panels each week featuring the

ountstanding record on the list
ol will increase vour Victor Rec-
! ord sales. The dealer who fea-
tures new records in the most
effective wav obtains the most
sules,

To Increase Victor Record Sales

Announce the latest Victor releases with
a DA-LITE Electric Display. Used by
hundreds of prominent Victor dealers for
the past two years.

The DA-LITE Display with its bright
rays of light attract the eye to the novel
panels announcing the new records.

The Da-Lite Service is what you need. Write
for descriptive circular and- a sample panel.

The Da - Lite Electric Display Co.

116 No. Erie Street - - Toledo, O.

Q122
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The Circular as a Sales Promotion Factor

and Cleverly Conceived Literature Widely Dis-
Business to an Aggressive South Bend Dealer

How Persistence

£
Although thére seems to be a tendency aniong
talking machine dealers to steer clear of circu-
larizing, with the exception of sending out the
monthly record supplements, it is a form of pub-
licity which can be made a most valuable addi-
tion to the advertising campaign. Like every-
thing else pertaining to advertising, however,
if a campaign is started it should be conducted
in a persistent manner in order that the full
effect may be realized. In business it is the
continual hammering away at a proposition that
brings results. Experience has taught talking
machine dealers and salesmen that, while one
visit to a prospect may not be productive of a
sale, a half-dozen visits may do the trick. It
is just so with advertising, and this includes cir-
cularizing. One letter, booklet, stuffer, etc.
may not bring results which seem worth while,
but a series of letters or any of the other forms
of circular publicity will often bring returns of
a most satisfactory character. The trouble with
many dealérs seems to be that they send out a
batch of circular matter and then wait several
months before they follow up with a repetition
of the performance. \When the returns are not
up to expectations they discard circularizing as
a useless waste of time and money.
A Circularizing Drive That Paid
A concrete illustration of the proper methods
of circularization is afforded by a publicity tie-
up with record artists staged by C. J. Lenhard,
proprietor of the Brunswick Shop, South Bend,
Ind., one of the most progressive dealers in
the Middle West. In fact, he is continually
attracting the attention -of _the public through

* tributed Brought

el [

stunts. A- short time ago he arranged for the
appearance of [sham Jones and His Orchestra,
Brunswick artists, and during this period his
activities resulfed in the sale of many of these
artists’ recordings. On October 1 and 2 Mr.
Lenhard arranged for the appearance of the
Oriole Terrace Orchestra at dance in the
Palais Royale, one of the largest and best-
known dance palaces in South Bend. As soon
as he had completed negotiations for the ap-
pearance of the artists Mr. Lenhard launched a
publicity drive, an important feature of which
was a circularizing campaign. A steady streain
of circular matter was sent at regular intervals
to over 10,000 people within a radius of fifty
miles of South Bend. DBooklets, stuffers and
tags were used to keep the event constantly in
the minds of the public. There was no chance
of forgetting about it and, consequently, when
the evening of the dance arrived a steady stream
of people poured into the Palais Royale, despite
the fact that tickets were held at $3.50.
Well-planned Publicity

The publicity included a four-page folder, on
the cover page of which was an illustration of
the orchestra and the following announcement:
“An opportunity to hear in person the cele-
brated Brunswick Oriole Orchestra’” The two
inside pages were devoted to a brief history of
the orchestra, while the outside page contained
a list of some of their recordings. A well-bal-
anced piece of publicity! In addition thousands
of stuffers announcing the event were distrib-
uted and, to cap the climax, the night before the
dance small tags, on which appeared a B]i;;urc
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When you deal with

a concentrated area.

suit of new business.

ness demands.

COLLINGS

Clinton & Beaver Sts.

\

" CONFIDENCE

(Plum Building)

Collings & Company you

have the assurance that your jobber 1s distributing in

Thus, during a shortage, vour interests are pro-
tected, because allotments are not scattered in the pur-

By supporting ybur logical jobber, you help build
a service of efficiency which a prospering retail busi-

& COMPANY

Victor Distributors throughout Northern New Jersey and Northeastern
Pennsylvania

Newark, N. J.

of an oriole, were hung on door knobs-through
out the city and the surroundi 0 unities
so that the first thing membe hili
would see in the morning wl h r
the front doors of their residenc 3 €
tags The verse side o 1 [¢] ine

a brief reminder of the date of the dance.
This is the kind of publicity wor ha

big dividends, and it is an n 1
of how circularizing can be us o good ad-
vantage. Of course, much depends upon the
character of the copy used. The greatest ex-

pense which the deale ounters in a cam-
paign of this kind is that of distribution, whethe
it be by mail or by means of bovs. The cost
of the circulars them-<elves when printed i1
quantity will be found to be comparatively low.
Summing the whole question up in a few words:
Circularizing is a worth-while publicit dium,
it is comparatively inexpensive and results ar
sure if persistence- and good copy are used

TO MAKE. AUTOMATIC ATTACHMENT

CraMBEKSBURG. Pa.. October 3.—Plins are under
w by the SXutomatic Repeating I’honograph
Co., Inc,, which was-recently incorporated, to
locate an assembling plant here for the produc
tion of an attachment: for talking machines
which automatically repeats any desired record
or plays successively six different records with
out requiring attention. The directors of the
new fArm are A. S. Meadoff, president; Abraham
Dreyver, secretary and treasurer; T. J. Quinn,
G. S. Mason and S. Silverman.
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LITTLE TOTS NURSERY TUNES

e S@NGS‘ GAMES*‘ STORIE,S o ON.»REC@RDS

REG. U.S. PAT, OFF.

- ENVELO!
SPEC‘AL
| KEEPS m:.com)s FRO

-

Opinion Is Unanimous!

“The wonderful value offered in LITTLE TOTS’ NURSERY

[ R4

TUNES is an absolute revelation in juvenile records!

Six selections on three 7
inch double faced records
—with beautifully colored
picture and verse cards

in a beautiful LOOSE
LEAF Album—3$l1 retail!  Ig#vidual 98¢ each

Two selections on a 7-inch double-

Complete $ 100 ‘ Five BOOkS Ready NOW! faced record, with picture and verse

cards in a printed envelope—ready for
Book insertion into the loose-leaf book.

Liberal Discounts to Jobbers and Dealers!

REGAL RECORD CO. Z%=sme norven
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LITTLE TOTS NURSERY TUNES

SONGS, GAMES, STORIES --ON RECORDS

And Now!—a
Christmas Record Book!

Six wonderfully descriptive
Christmas Selections on three
7 inch double faced records—
with picture and verse cards

$1 retail!

Here they are!
Night

Christmas

The demand will be big!

Before Christmas
Santa Claus Hides In The Phonograph
The Coming of Santa Claus
Morning
Tomorrow Will Be Christmas
Santa Claus Will Soon Be

with special and original descriptive arrangements

OTHER

LITTLE TOTS’
BOOKS

BOOK No. 1

Jack and Jill

Little Bo Peep

Mary Had a Little Lamb
Old King Cole

Rock A-Bye-Babhy

Sing a Song of Sixpence

BOOK No. 2

Tom, Tom, the Piper’s Son
The Three Little Kittens
Simple Simon
Cock-a-Doodle Doo
Where Are You Going,

My Pretty Maid?
Old Mother Hubbard

BOOK No. 3

Here We Go Round the
Mulberry Bush

London Bridge Is Falling
Down

The Farmer in the Dell

Lazy Mary Will You Get
U

P
Ten Little Indians
Oats-Peas-and-Beans

BOOK No. 4

Little Red Riding Hood
H ere The Three Bears
Tom Thumb
The Frog Prince
Cinderella

Jack and the Beanstalk

The supply is limited

Order thru your nearest jobber—NOW!

These Distributors Will Give You Quick Service On “Little Tots”

Belknap Hdwe. & Mfg. Co., 127 N. Washington St., Louisville, Ky.
Cheney Phonograph Co., Omaha, Neb.
Clawson & Wilson Co., Buffalo, N. Y.

Consolidated Talking Machine Co., 227 W. Washington St., Chi.
cago. Ill., also Detroit, Mich.

Diamond Music Co., 341 Barronne St., New Orleans, La.
A. C. Erisman & Co., 175 Tremont St., Boston, Mass.

Hessig Ellis Drug Co., 113 E. Markham St., Little Rock, Ark.
Holton Distr. Co., 266 Larned St., Detroit, Mich.
Shapleigh Hardware Co., St. Louis, Mo.

REGAL RECORD CO.

A. C. McClurg & Co., 330 E. Ohio St., Chicago, Ill., also New York,
Kansas City, and 20 other offices. )

Moore Bird & Co., 1720 Wazee St., Denver, Col.

Munson Rayner Co., 643 S. Olive St., Los Angeles, Cal.
Plaza Music Co., 18 West 20th St., New York.

Proudfit Sporting Goods Co., 2327 Grant Ave.. Ogden, Utah.

Root & McBride Co., Cleveland, Ohio.

Stone Piano Co., Minneapolis, Minn.

M. D. Swisher, 115 S. 10th St., Philadelphia, Pa.
Yahr & Lange, Milwaukee, Wis.

Schmelzer Co., Kansas City, Mo.

Little Tots’ Record Division
20 West 20th Street, New York
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The New Columbia is Superior! ‘@

Accuracy!

"
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The New Columbia Motor runs with absolute regularity and accuracy.

It is made of finest steel. lts various parts are machined—not stamped; and
there is not a deviation of 1-1,000 of an inch from true in even the minor
members.

Each motor is run for hours and is given twenty inspections before it leaves

the factory.

- COLUMBIA GRAPHOPHONE CO.

h
New York &‘

—_———————— /]
v —
ey

= o )

PROPER SELLING ELIMINATES LOSS

Better to Refuse Sales of Expensive Instru-
ments to Those Who Cannot Afford Them
Than to Be Forced to Repossess Later

Many talking machine dealers underestimate
the importance of making sales on a proper
basis. By *“proper basis” is meant making the
sale so that the transaction is one which gives
the dealer a profit, without the necessity of re-
possessing the instrument or finding it neces-
sary to continually dun the customer before the
payments are met. It is a comparatively easy
thing for a glib salesman to foist an instrument
on a customer who had never intended pur-
chasing anything expensive, and the conse-
quence is that the danger of repossession and
laxity of payménts is greatly increased.

The salesman owes a real duty to ‘his em-
plover to see to it that he sells the type of in-
strument to each customer which is best suited
to each individual patron’s purse. When harsh
measures are necessary before the dealer gets
the money due him or he 1s compelled to repos-
sess an instrument he invariably makes an ene-
my and he suffers further loss in losing a poten-
tial customer. In justice to the average sales-
man, it can safely be said, however, that in the
great majority of cases he does his best to make
sales in a manner that will result in a mutually
satisfactory transaction between the customer
and the house.

L. W. COLLINGS, JR., INJURED

L. W. Collings, Jr., son of the head of Col-
lings & Co., Inc, well-known Victor jobbers,
Newark, N. J., was confined to a hospital sev-
eral days last month following an accident in
which he had his forearm broken. The frac-
ture was of such a nature that a well-known
surgeon was called in to make the setting. The
boy is doing nicely and has returned to school.

KEREKJARTO HONORS PRES. HARDING

Duci de Kerekjarto, world-famous violinist
and exclusive Columbia artist, recently donated
the wizardry of his bow to aid the Harding
Fund Drive in San Francisco. Instead of the

Duci de Kerekjarto
usual concert stage the background was a prize

ring at the Association Club show. Fight fans
were enthusiastic in their applause when Kerek-
jarto climbed into the ring and played as he
had never played before. The silver horde of
coins is to be used to erect a permanent memo-
rial to the late President.

OPENS STORE IN SPRINGFIELD

SeriNGrIELD, MaAss.,, October 5.—Chester E.
Griffin has opened a music store in the Smith
Building, at 519 Main street. He was formerly
connected with the musical merchandise depart-
ment of Forbes & AVallace and is widely ex-
perienced in the trade.

THE PORTABLE GROWS IN FAVOR

General Manager Ohlson, of Modernola Co.,
Thus Reports as Result of Trip to West

JounstowN, Pa, October 1—A. A. Ohlson,
general manager of the Modernola Co., of this
city, returned recently from a business trip
throughout the Middle West, where he visited
important trade centers, such as Minneapolis,
Duluth, Detroit, Chicago and Toledo. Mr. Ohl-
son found conditions in this territory very
promising and reported that he succeeded in
opening up a considerable number of new
agencies. The plant of the Modernola Co. in
this city is very busy with Fall orders. The
demand for the Modernola is greater than ever
before and the portable machine, the Moderno-
lette, is proving a good all-year-round seller.
In commenting on this situation Mr. Ohlson
drew particular attention to the increasing pop-
ularity of the portable and the change in its
accepted use. While the portable was originally
designed as a camp and vacation instrument, it
is Mr. Ohlson’s contention that it is now being
used to a great extent in the home in conjunc-
tion with a table. Its popularity in this man-
ner and its value as a holiday proposition would
tend to show big sales ahead for the trade dur-
ing the coming holidav and Winter seasons.

NEW TEMPLIN STORE OPENED

GosHEN, Inp, October 3.—A new music store
orf South Main street has just been opened here
by Wilbur Templin, proprietor of the Templin
Music Stores in Elkhart and Mishawaka. The
Goshen store will be in charge of V. H. Nelson,
of this city, who has been in Mr. Templin's
employ about seventeen years. The concern
will carry a complete Hne of pianos and players.
An exclusive Goshen agency for the Bruns-
wick and Edison phonographs and records has
also been obtained.

HEAR

Perfect reproducing phono-
graph. You’ll agree it will
be a whirlwind seller at . . .

Play it, listen to it, compare it.

THIS

The full, rich, vigorous tone of the

$10

Yale is due to the reproducer and
the unique arrangement of the tone
chamber. Only very much higher-
priced machines use a reproducer of
equal quality.

Then consider whether there is a
table phonograph on the market
to-day that offers so many sales ad-
vantages as this splendid, -clear-
toned instrument.

Write for trade prices, details and a sample. machine

DAVIS MFG. & SALES CO., 763 State Street - NEW HAVEN, CONN.

YALE -..cceoe
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Dealers Who Make Canvassmg Profitable

How Several Live Retailers Are Placing Many Talking Machines
in the Homes of Prospects by Intensive Outside Sales Drives

There “are many “Doubting Thomases”
throughout the trade who, when the possibili-
ties of profit and iucreased business through
canvassing are mentioned, give one a wearied
look and take time and trouble to explain just
why the talking machine business is “different”
from other business enterprises which have
been made successful through outside solicita-
tion. It is the hope of the writer that many
of the non-believers in canvassing will read the
following unvarnished statements of dealers
who oppose the view that canvassing is a waste
of time and effort. In several instances dealers
did not desire their names used and this wish
1s respected, although their experiences are out-
hned:

Home Demonstrations Bring Business

“\We get business by going out after it,” said
the Brunswick Shop (Music for the Homc),
New Rochelle, N. Y. “We load several instru-
ments on two trucks which we maintain for that
purpose and these trucks, in charge of salesmen,
cover this city and surrounding territory thor-
oughly. We have found this a very successful
method of interesting people in the several lincs
of mstruments we handle. The middle classes,
of course, are our one best bet, insofar as can-
vassing is concerned. Experience has taught us
that 1t is impossible to reach the wealthy and
cxclusive people in this manner. The salesmen
do not get further than the door and usually
the maid or butler returns with the message
that his mistress 1s indisposed. The middle-class
people, however, take to this form of selling
very kindly. In most cases our men are well
received and a fair percentage of sales per numn-
ber of visits during a week or month are made.”

Soliciting Among Foreigners

The Mamaroneck Music House, Mamaroneck,

N. Y, started in business little more than a year

ago and a substantial foundation for future busi-
ness prosperity has already becen built through
unremitting canvassing, cspecially among the
foreigners residing in that territory. Many con-
cerns fight shy of catering to forcigners bc-
cause of the feeling that thcsc people are poor
and there 1s a certain risk in allowing them (o
obtain instruments on the instalment plan. The
Mamaroncck Music House has sold many talk-
ing machines and pilanos to foreigners during
the last year and collections have been most
satisfactory. Most of these pcople were sold
through the canvassing route. One reason for
the lack of credit loss is given as prompt col-
lecting. This concern does not wait for the cus
tomers to come into the store to make their
weekly or mionthly payments. On the contrary,
if the contract calls for wcekly paymients a
representative of the firm wvisits the homec of
the customer to collect the money dic. Prompt
collection becomes a habit and thus nucgligencc
in meeting obligations 1s made very difficult.
Then, too, the personal contact with patrons
proves very valuable as a friendship Dbuilder
and often the collcctor gets a tip on other live
prospects from satisfed customers. While in
the home chatting with the customer there is an
excellent chance to diplonratically question con-
cerning likely pcople to visit regarding the sale
of Instruments.
Importance of Follow-up

Another successful merchant stated to a rep-
resentative of The World that in his fifteen
vears of cxperience in the talking machine busi-
ness the thing which he had found most impor-
tant in selling is following up the customer
until the sale is definitely made or lost. “The
trouble with many salcsmen and canvassers is
that they let up too soon,” he declared. “Often
it seems that the limit has been reached in ag-

gressiveness, when if one morc visit had been
made to the prospcct a sale would have rcsulted.
This was again-forcibly brought to my attention
only a few wecks ago, when we succceded in
making a sale of a talking machine only after
five visits. 1t was our persistent follow-up that
finally made that sale. If we had let go after
the fourth visit somconc clse would have sold
this prospect. There comes to mind another
prospect who was eventually sold hecause we
were determined to do busincss with him. We
Lknew hec was in the market for an instrument
because hc first visited our establishinent to
look over our hine. He yent out without buy-
ing, but not beforc wec¢ had his name and ad-
dress, and also a promise to come in the next
day after {alking matters over with his wife.
When he failed to come in thc next aftcrnoon
as he had promised we sent one of our sales-
men out to sec him and in less than a half hour
he rcturned with the prospect, who picked out
an expensive period model. Hc declared that
he had becn in a number of stores, but we werce
the only ones who lad thought enough of se-
ciiring his trade to follow up with a salesman.
These arc only two istances where consistent
foltow-up did the trick. T could tell you many
more, but these will illustrate the point.”
Helping Canvassers by Phone
Anotlier live dealcr personally selected the
prospects which his three salesmen were de-
tailed to call upon during each day: The day
before the men went out tlis dcaler made good
use of the telephone by calling up the potential
customers and explaining to them that one of
their salesmen would call. Of course, this made
it easy for the housewife, who did not want to
cec the salesman, to “be out,” but in many in-
stances 1t made the path of the men much
casier, increasing chances of making sales.
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Look Below the Surface!

GASHKETS
£ ‘ FLEXIBLE INSULATION
BETWEEN RIM AND BODY
CASTINGS

MAIN BODY
CASTING

DRUM CASTING

ADJUSTING DRUM
CAP

FLEXIBLE INSUL YION
Igl%%h‘;!LECPMOUTER GASHKETS BETWE%";\?I NAG BoDY

The Sonora Reproducer
Is Thoroughly Insulated

Increased tone vibration through perfect insu-
lation which permits maximum flexibility!

Here lies the vital element of Sonora Reproducer
construction which is largely accountable for Sonora’s
superior tone,

The Sonora reproducer is more thoroughly insulated
than any other. These flexible gaskets greatly increase
diaphragm vibration, allow free movements of all parts,
and contribute to the elimination of disagreeble,
metallic tones so noticeable in ordinary phonographs.

Partial reproduction of ad running in newspapers
throughout the country

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

Sonora Is a Better
Line to Handle

Sonora dealers do not have to be content
with mere general statements regarding
Sonora’s tone and construction. For this
obviously superior construction makes the
actual showing of the various interior fea-
tures a powerful asset with which to clinch
sale after sale. Graphically illustrating their
sales talks by showing their prospects the
various parts of Sonora instruments forms
convincing proof that Sonora is a better buy.

The illustration at the left, showing a
cross section of the more thoroughly insu-
lated Sonora Reproducer, is only one of the
many sales weapons which are increasing
profits for Sonora dealers every day.

You, too, should know the story of
Sonora’s superior construction. Send for it
today.

The choice of those who’ve heard them all

Sonora Phonograph Co.

INCORPORATED

279 BROADWAY

Canadian Distributers
SONORA PHONOGRAPH, Ltd.

NEW YORK

Toronto

The Highest Class Talking Machine in the World
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The distributer named below who covers the temitory in
which you are located will be glad to answer all inquiries

regarding a Sonora agency on receipt of a letter from you

The New England States

" Sonora Phonograph Co. of

New England,
221 Columbus Ave., Bos-
ton, Mass.

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

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.,
234 W. 39th St, New York

All of Brooklyn and Long
Island

Long Island Phonograph Co.,
17 Hanover Place, Brook-
lyn, N. Y.

State of New Jersey

Sonora Sales Co. of New
Jersey,
605 Broad St., Newark, N. J.

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

Sonora Co. of Phila., Inc.,

1214 Arch St.,, Phila-
delphia, Pa.

State of New York

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

New York.

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

Western Pennsylvania and
West Virginia
Sonora Dist. Co. of

Pittsburgh,

217 Stanwix St., Pittsburgh,
Pa.

Ohio and Kentucky

Sonora Phonograph — Ohio
Company,

417 Bulkley Bldg., Cleve-
land, Ohio.

State of Indiana

Kiefer-Stewart Co.,
Indianapolis, Ind.

Wisconsin and Michigan

Yahr & Lange Drug Co.,
Milwaukee, Wis.

Illinois and Eastern Iowa

Illinois Phonograph Corp.,
616 S. Michigan Ave., Chi-
cago, lll.

States of North Dakota,
South Dakota, Minnesota
and Northern lowa

Doerr-Andrews-Doerr,
Minneapolis, Minn.

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

C. D. Smith Drug Co.,
St. Joseph, Mo.

States of Montana, Colo-
rado, New Mexico, Ne-
braska and Wyoming East
of Rock Springs

Moore-Bird & Co.,

1720 Wazee St.,, Denver,
Colo.

Utah, Western Wyoming,
Southern Idaho and East-
ern Nevada

Strevell-Paterson Hardware

Co.,
Salt Lake City, Utah.

Washington, California,
Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiian Islands

THE MAGNAVOX CO.,

115 Jessie St., San Fran-
cisco, Cal.
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The iNew-Columbia IS Superibr

LN

Banishes Screeching!

COLUMBIA GRAPHOPHONE CO.

Reproducers pitched to emphasize instrumental recordings unfailingly misrep-
resent the human- voice—and vice versa.
harshness that is unnatural and unpleasant.

They give the tones a metallic

The New Columbia Reproducer imparts a more refined, mellow and resonant
tone to both vocal and instrumental recordings.
screeching in any type of record.

It positively banishes strident

_/‘Jl
g

New York

e

£
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Use of Talking Machines in Funeral Chapels

An Interesting Article Suggesting That Dealers Try to Sell the Local Undertaker on the Idea
of a Talking Machine for Use in His Chapel, Written for The World by Mary L. Tennery

There has recently been a tendency, aug-
mwented by the increasing number of funerals to
be conducted from the undertaker’s chapel, to
use the talking machine to supply the music for
the funeral service. Those funeral directors
who have used this instrument have found
it, perhaps more than any other, adapted to

their services and have placed upon it the stamp .

of approval.

In the first place, it offers the patron a choice
of the music of the world. Soft violin selec-
tions, rendered throughout the service, and
lending dignity and beauty, are possible. Songs,
perfectly sung, and without that pitiful break
that so often marks the notes of a funeral song,
may be had. The richness of Chopin’s “Funeral
March,” in fact any musical number in any me-
dium that is wanted, may be readily supplied.
And this at a more nominal cost than' could
possibly be provided by any other musical in-
strument. The most simple service may have
a musical setting which would be prohibitive to
all but the very rich.

And yet I have found it to be the funeral
director who appreciates this instrument and
who goes to the dealer, rather than the dealer
taking cognizance of the undertaker as a pros-
pect. Perhaps he reads in his trade paper of
one of his profession who has used the phono-
graph and for the first time is impressed with
its adaptabilitv. He buys, but entirely of his
own 1nitiative.

To the wide-awake, progressive talking ma-
chine dealer this should suggest that he make
a list of the funeral directors in his field and
make a try for this business. The salesman,
and the hest salesman, should handle these
prospects, should explain the advantages the
phonograph has to offer. He should be able
to suggest to the funeral director settings for
their services, perhaps using a demonstration
with a carefully worked out program. A soft
violin number, a few of the best sacred numbers,
a quiet, calming piano selection, will serve to
give the undertaker an idea of what this instru-
ment has to  offer for his services.

As a customer the funeral director is in the

best class. He wants a high-priced instrument,
in keeping with the refinement of his chapel.
He will want an unusually large selection of
records at the outsct, and these records will be

his record library frequently and as numbers
are requested by patrons.

He is often a cash customer, too, and, if not,
will meet his payments promptly. Neither will
he expect his machine to last indefinitely. Per-
haps in a few years he will want an even higher-
priced instrument, or decide to have a machine
especially made, with a cabinet to carry out a
decorative scheme in his chapel. There is a
real opportunity here for making substantial

the higher-priccd ones. Then he will add to sales which merely awaits action of dealers.

EDISON TONE-TEST STIRS MEXICO

First Comparison Recital in Mexico Staged in
Olimpia Theatre, Mexico City, During Edi-
son Week, Inaugurated by Live Dealer

Marked success attended the first Edison
tone-test recitals ever held in Mexico, when
José Mojica, eminent Mexican tenor, who has
achieved considerable fame in this country with
the Chicago Opera Co., appeared in seven com-
parison recitals in the Olimpia Theatre, Mexico
City, during the “"Week of the Edison,” inau-

tion to newspaper advertising, the publication
and broadcasting of a booklet, the first pages
of which were devotcd to the tone-test, fol-
lowed by illustrations of the various Edison
phonographs, and the printing of special pro-
grams of the recitals.

NEW MUSIC STORE IN DEEP RIVER

Drer River, Conx., October 6—A new music
store was opened in the Union Block here
about October 1 by \. Bentley Stevens, who
has taken over the Victor and Brunswick phono-

gurated by Cia. Alba,
S. A, live Edison
agent 1 that city.
Capacity  houses
marked the recitals,
as may be seen by
a glance at the ac-
companying illustra-
tion, which shows
the crowded tuterior
of the Olimpia The-
atre, with Mr. Mojica
and the Edison on
the stage in the fore-
ground. The tone
tests were a success
from every view-
point, and so great
was the general in-
terest in the event
that the leading
newspapers of Mex-
ico City devoted
considerable space in enthusiastic comments
on the perforimance of the Edison and the
artist.  Another feature of the “Week of the
Edison” was the publicity campaign conducted
by Cia. Alba, S. A. This included, in addi-

José Mojica and the Edison in Mexico City Tone-test

graph business formerly carried on by S. R.
LaPlace, the furniture dealer. A first-class line
of pianos and a sheet music department will
be incorporated in the business in the near
future.

Phonograph Parts and Supplies
MOTORS, TONEARMS, SOUNDBOXES, SPRINGS AND NEEDLES OUR SPECIALTY

Lowest Prices and Best Qualities Always Available for Delivery Anywhere

1000-1002 Pine Street

Send for Bargain List of Rept;ir Parts and Motors

THE VAL’S ACCESSORY HOUSE

St. Louts, Mo.

STYLUS BARS
Stylus Bar & Mig. Co.

Clague Rd.
North Olmsted . . . OHIO

P. O., ROCKY RIVER, O.
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(and 500,000

can be sold
in the next
three months)

What it is and isn't. 'The Genola has a real Who will buy it?

what it’s not phonograph motor. ‘You \VTH you can answer best
The Genola is a genuine be'even more surprised at its
phonograph_not a toy. I.t is price after you hﬂVC heard At $500 I'Ct(lil thCI’C iS pI'Oﬁt

the product of quantity man-  the smooth reproduction and  enough and a ready sale. You
ufacturing methods. Nothing polwgrfu} t(‘)ne. [t is small can place the Genola in every
else on the market approaches only 1n size: home. It opens the way for

1t in value. It is American

made, thoroughly backed by  Plays all lateral cut B ErRbE, R

won’t buy it from its picture,

g i 10 inch records but when they hear it—then
How this little Complete with horn. Hand- listen to the praise! Give the

marvel is made some black japanned finish.” Genola a chance to demon-
We say it’s not a toy—and it Size 81/, x5V4x7%4 inches. strate itself on your counter.

Sample f Or $3 50 7965, Chicago, Bl o Mingsagialis

Dozen for $3.35 cach,
50 for $3.25 each, o “ “ oo @
100 for $3.10 each, “ “ “ o o

1,000 for only $2.85 each, f.o.b. factory

!

CONSOLIDATED TALKING MACHINE CO.

2957 Gratiot Ave. 227-229 W.
Detroit, Mich. C H

ASHINGTON ST. 1121 Nicollet Ave.
C A G O Minneapolis, Minn.
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ASNAPPY FOX TROT SONG

Oh, You Little

%
You cant ¢o wronq
with any FEIST song

1

you lit — tle

sun-uv-er -gun

O 19
Leo. Feist, Inc.

NEW HOME FOR McMAHON PIANO CO.

Youngstown, O., Music House Leases Theatre
Property, Which Will Be Remodeled to Meet
the Requirements of Its Business

YouncgstowN, O. October 3.—The McMahon
Piano Co. has taken a ten-year lease on the
Capitol Theatre building at East Federal and
Champion streets. The lease calls for complete
remodeling of the theatre into a three-story
commercial building. It will be ready for the
piano company January 1.

The Capitol Theatre building is 56x 112 feet
in ground dimensions. The fifty-six-foot front-
age on Federal street will be divided into three
store rooms on the ground level, the McMahon
Piano Co. taking one of these three stores and
the second and third floors.

President E. C. McMahon, of the McMahon
Co., in speaking of his plans, said: “We will
conduct a general music store, carrying every-
thing from a harmonica to a theatre pipe organ.
We are going to give the city a music estab-
lishment that it will be proud of and that will
serve its every need.”

The unique theatre ceiling will be dropped
so as to be used as the ceiling of the third floor.
This will be the big display room of the Mec-
Mahon Co. E. C. McMahon is president and
treasurer of the company. K. R. McMahon is
vice-president and secretary.

The dealer who just jogs along never gets
anywhere, but the man who plans wins.

ADVERSE TAX RULING REPORTED

Internal Revenue Department Holds That Coin-
operated Musical Instruments Are Taxable as
Automatic Vending Machines

Advice of a formal ruling by the Internal Rev-
enue Department on the taxability of coin-
operated musical instiuments has been received
by the Music Industries Chamber of Commerce
through its general counsel, George W. Pound.
The Department has ruled that such instruments
are subject to a tax of 5 per cent as automatic
vending machines.

This tax applies to the value of the entire
instrument and is retroactive as to all sales
made since January 1, 1922, when the regular
sales tax was withdrawn and superseded, as to
coin-operated musical instruments, by this vend-
ing machine tax.

It is stated that the efforts which the Music
Industries Chamber of Commerce has been
making to obtain a ruling on this tax favorable
to the industry will be continued, in spite of
the recent adverse ruling; and, if found advis-
able, a test case will be brought to determine
the matter.

Pending further developments Mr. Pound ad-
vises all manufacturers of coin-operated instru-
ments to sell, ship and bill the coin-operating
device separately, if possible, so that the tax
will be applied only to it and not to the entire
instrument as would be the case if the coin-
operated instrument were shipped complete and
ready for operation.

TALKING MACHINEC®?
28-30 W.23°2T. N.Y.C.

Victor Dealers who co-operate
with Blackman by placing ad-
vance orders now are entitled to
first consideration during the in-
evitable holiday shortage.

‘MIS MASTER'S voier”
¢, Ve eaTON o

TO FEATURE VOCALION DEPARTMENT

Elridf Department Store, Charlotte, N. C., Ar-
ranges to Handle That Line

The latest addition to the list of Vocalion
representatives is the new Elridf Department
Store, Charlotte, N. C., which, it is declared,
will be one of the finest department stores south
of Washington and which will include an elabo-
rate department devoted to the sale of Vocalion
phonographs and Red records. The new store
is housed in a fine new building and was opened
to the public on October 1.

OKEH ARTIST BECOMES OKEH DEALER

Sam Cook, the whistling minstrel, is cleaning
up the shekels in his little shop in the heart
of Coney Island, N Y. Cook is the inventor of

 Sam Cook’s New Store
a little whistle through which almost anyone

can warble a tune with telling effect, but, of
course, he developed the art of whistling to the
Nth degree. He stands before his little shop
whistling with much spirit the popular airs of
the day and, when a crowd has collected, he
sells not only his little whistles, but the Okeh
records he has made as well.

People who hear Okeh record No. 4846,
“Dearest” and “Crying for You,” think it is a
very pretty whistling solo record, but they do
not realize that it was made with the peculiar
little instrument sold by Sam Cook himself.
Sam Cook leaves no doubt in their minds and
many of his customers go away with both rec-
ords and whistles.

HOT STUFF!

An oil stove that looks like an upright talking
machine, with mahogany or oak finish to the
inetal, is made for heating and cooking. Open-
ing the top doors reveals not a sound box but
the plate for boiling and frying. The heat that
warms the room does the cooking, the flame
being made on a small burner.

Donahoe & Donahoe, Fort Dodge, Ia.,, Victor
dealers, distributed ten thousand special fans at
the county fair recently held in that city. The
fans contained an illustration of Victrola No.
405, as well as the firiln name and address.
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PROGRAM OF MUSIC CONTESTS FIXED

New York Music Week Committee Arranges
Schedule of Competition for Musicians in
Greater New York—Forty-five Classes of
Competitors in Each District

Supplementing its initial announcement, made
some weeks ago, of the contests to be inaugu-
rated under its auspices in every section of the
city, beginning October 15 and to continue
through the Winter, the New York Music Week
Committee, through its honorary president,
Otto H. Kahn, and its director, Miss Isabel
Lowden, has announced the program of the con-
tests.

There are to be forty-five classes of competi-
tions in each of the forty-eight districts now be-
ing established. The plan is, by restricting pre-
liminary competitions to districts limited in
size, to throw open the door of opportunity for
everyone, old and young, with any musical skill
at all.

Not only individuals but organizations, cho-
ruses and orchestras will thus be included, and
added to these events will be competitions that
will bring to the fore the native music of the
foreign born.

The committee has issued this program in the
form of a printed syllabus that is now ready for
distribution.

The syllabus includes not only the program in
detail, giving the test pieces that contestants
must use, but full information as to the dis-
tricts and names of the chairman and the vice-
chairman of the local committees and the date
of each district competition.

In addition there is a registration blank. No
one may compete without registration and
agreeing to comply with the rules and regula-
tions, all of which are set forth in the syllabus.

A synopsis of the contest follows:

Choral societies, church choirs, men’s cho-
ruses, women’s choruses, business choruses,
Sunday school choirs, racial choruses, public
and parochial school choruses, high school cho-
ruses, private school choruses, choral sight read-
ing, ear tests for children, action songs.

Orchestral competitions, string orchestra
competitions, orchestral competitions for high
schools, violin solos, viola solos, violoncello
solos, string quartets, sonatas (violin and pi-
ano), trios (violin, ’cello and piano), ensemble
(for string and wind instruments), flute solos,
oboe solos, clarinet solos, bassoon solos.

French horn solos, trumpet solos, trombone
solos, pianoforte solos, pianoforte sight reading,
organ solos, vocal solos (soprano, contralto,
tenor, baritone, bass), boys’ solos, sight read-
ing for solo voices, brass bands’ competition—
for a prize of $100.

The lower end of Manhattan Borough, a por-
tion of Brownsville and a section of Queens
Borough have been selected for the first three
weeks of contests.

Manhattan has been divided for this purpose
into sixteen districts, Bronx, eight; Brooklyn,
sixteen; Queens, six, and Richmond, two.

As each borough’s contests are decided a con-
test of the entire borough will be held, that for
Bronx on March 31, that for Brooklyn on April
7, that for Richmond on January 7, that for
Queens on February 11 and that for Manhattan
on April 21,

YAN WICKLE PIANO CO. ASSIGNS

Business of Well-known Washington, D. C.,
Music House Assigns for Benefit of Creditors
and Will Be Continued by Assignees

WasHINGTON, D. C., October 3.—As a result
of several meetings of creditors, the Van Wickle
Piano Co. made an assignment for the benefit
of creditors on September 20, naming Robert
C. Rogers, Ralph P. Barnard and Stanley B.
Willis as assignees. The latter have filed the
required bond and have taken charge of the
business of the company with a view to con-
tinuing it as long as a profit can be obtained.

DON'T SAY
Say

“KENT”

Successfully used for TEN YEARS as a Sales
Clincher by hundreds of EDISON DEALERS

The KENT PRODUCTS
excel in:

Value

Quality
Material
Workmanship
Simplicity
Durabpility
Practicability

The KENT COMPANY is
noted for:

Stability

Versatility

Excellent Service

Square Business Methods

Reg. U. S. Pat. Off.

As our KENT No. 1 with soundbox, as illustrated, comprises
only a part of our line, write for our catalog. Highest grade
TONE ARMS made to order. Your inquiries are solicited.

F. C. KENT COMPANY

IRVINGTON, N. J., U.S. A.
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Ev-ry night
A FOX TROT BALLAD—with a punch in both melody and lyric

c{'y my-self to ?eep o -ver
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you, ——

@LEO.FEISTine
N.Y.C.

HARGER & BLISH'S GREAT BUILDING

Edison Distributors in Des Moines Have Con-
centrated Their Wholesaling Interests in Spa-
cious Building, Which Is Modernly Equipped

Des Moines, IA, October 6.—Harger & Blish,
Edison jobbers of this city, are located in one
of the finest “jobbing homes” to be found any-
where in the industry. \Whereas some time ago
the business of this enterprising concern was
handled through several subdistributing points

WORK OF DES MOINES ASSOCIATION

Des Moines Music Merchants Agree on Deliv-
ery Charges and Bar Records on Approval

Des MoiNes, Ta., October 2—The recently or-
ganized Des Moines Music Merchants, an organ-
ization taking in the great majority of the
representative piano and talking machine deal-
ers of this city, have already accomplished much
for the benefit of the local trade as a result of
the conferences held in connection with the

s

Shet]

monthly luncheons of
the association.

Of particular inter-
est to the talking ma-
chine trade is the fact
that members of the
association have
agreed upon a fixed
charge of 25 cents for
the packing, mailing
and insuring of all
records sent by par-
cel post where the ag-
gregate amount of the
sale does not exceed
$5; when the sale
amounts to over $5
this charge is elimi
nated. It was also
agreed to charge the
customer for cost of
service where record
orders are delivered
locally by special
messenger.

Another move of
importance was an

The New Home of Harger & Blish, Edison Jobbers

located in important centers of the State, the
entire business is now concentrated in the splen-
didly equipped building shown in the accom-
panying picture. The premises, with their exten-
sive facilities, as well as the land are owned by
Harger & Blish and the land at the right of the
building has been developed into a very attrac-
tive park for the use of members of the Harger
& Blish organization and others. In a recent
interview with The World H. H. Blish, Jr,
stated that the business during the Summer
had been good and the outlook is encouraging.

agreement to discon-
tinue the sending of records on approval, as it
was found in all too many cases the practice
rcsulted in the réturn of scores of records which
were left on the dealer’'s shelves at the end of
the month when the new releases were stocked.
Although this move met with considerable op-
position at the outset even thosc most strongly
opposed to it are now agreed on its success.

. B. Townsend, of Davidson Bros., is presi-
dent of the Des Moines Music Merchants and
. B. Sixsmith, of Mickel Bros. Co., is secre-
tary and treasurer.

| 40 Rector Street

We Will Buy for Export
Phonograph Records in Large Quantities
They may be obsolete numbers but must be brand new, unused and in

perfect condition, 10 and 12 inch double-faced lateral cut records.
full details such as make, prices, assortments and quantities in first letter.

THE MELBOURNE IMPORT COMPANY

Give

New York City

PERTH AMBOY FIRM IN NEW HOME

Albert Leon & Son Celebrate Formal Opening
of Fine New Home and Nineteenth Anniver-
sary—"Talker” Department a Feature

One of the most unusual openings in the talk-
ing machine trade was that of the new store of
Albert LLeon & Son, at Perth Amboy, N. J., last
month. The concern carries a general house-
furnishing line, but they are important phono-
graph dealers, carrying Victor and Brunswick
machines, and in the new six-story building,
which was opened on the nineteenth anniversary
of the business, an unusual talking machine de-
partment is located on a mezzanine floor, made
easily accessible by stairways on each side of
the main floor, ascending from the front of the
building.

One of the striking features of the celebration
was the fact that the Perth Amboy Evening News
published a sixteen-page special section, carry-
ing pictures of the firm, a page of the history
of the company, illustrations of the building,

_photographs of the personnel of the organiza-

tion and information about the wonderful busi-
ness which this live merchant has built up and
which extends over six counties in New Jersey
and into Staten Island. Open house was kept
at the store for each of the three days and
there were refreshments and music.

A striking example of the popularity of the
company was contained in the fact that more
than one hundred floral pieces, all of the most
elaborate, were received. Among those from
the talking machine trade was a tribute from
the Brunswick-Balke-Collender Co. and one
from the New York Talking Machine Co. The
opening was attended by P. A. Ware, sales pro-
motion manager, Eastern phonograph division
of the Brunswick Co., and E. L. Brown, sales
representative of New Jersey, as well as many
other business friends of the firm.

The talking machine department of Brueners
in Oakland, Cal, has been considerably enlarged
and remodeled. Increasing business and the
expectation of a record holiday trade made the
move advisable.

SECOND YEAR SUCCESSFUL LEADER

\ The Most
AR

Canada Patent
Applied

Dependable and

Inexpensive
Lid Support
on the Market

The bottom plate is
constructed of one
piece of metal and it
works  automatically
perfect. No parts to
go out of order. The
hinges are made in
Samples on request. two styles—flexible and bent.

STARMACHINE&NOVELTY CO.

81 MILL STREET BLOOMFIELD, N. J.

G. L. LAING CO., Canadian Distributor
41 Richmond St., East Toronto, Ont.
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Windsor Phonograph
Florentino Model
Carvings executed by hand in solid mahogany.
The tone quality of the Windsor is in keeping with its artistic cabinets.
A portfolio showing sixteen beautiful models will be sent upon request.
(UiNDsor FURNITURE, COMPANY
INCORPORATED 1885
1420 CARROLL AVENUE
CHICAGO
America’s Oldest Makers of Console Phonographs
U. S. Letters Patent No. 1279745
Exhibited and CHICAGO LOS ANGELES
WINDSOR FURNITURE COMPANY WINDSOR FURNITURE COMPANY
SOld to dealers by 1414 S. Wabash Avenue 917 Maple Avenue
BOSTON KANSAS CITY PHILADELPHIA
PECK & HILLS FURNITURE CO. KANSAS CITY CASKET & FURNITURE CO. PECK & HILLS FURNITURE CO.

127 Clarendon Street 626 Broadway 642 N. Broad Srreet
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Its gears are machined from finest steel.

51

The New Columbia is Superior!

Endurance!

The New Columbia Motor has unrivalled length of playing life.

New York

Its bearings are entirely bronze and
Every exposed part is heavily nickel-plated to resist wear and climatic
And its easy-to-reach oiling system provides unfailingly effective
lubrication—the life of every motor.

COLUMBIA GRAPHOPHONE CO.

ANNOUNCES HEINEMAN 1924 MOTORS

General Phonograph Corp. Delivering Heine-
man Nos. 55 and 66 Motors—Represent Im-
portant Constructional Improvements—Pro-
duced Under Otto Heineman’s Supervision

Otto Heineman, president and founder of the
General Phonograph Corp., New York, manu-
facturer of Heineman and Meisselbach motors,
tone arms and sound boxes, Okeh and Odeon
records, Dean steel needles and other products,
announced recently the new 1924 models of the

Otto Heineman
Heineman motor. This latest product from the
company’s factories will be known as Heineman
motors Nos. 35 and 66, being double spring
motor and triple spring motor, respectively.

In a chat with The World, Mr. Heineman
stated that the five salient features of the new
1924 Heineman motors are direct drive, double
worm gears, noiseless operation, steady power
and simplicity in construction. Mr. Heineman
refers to this product as the “Motor of Per-
fection,” emphasizing the care and attention that
has been bestowed upon every detail of the
motor's construction. The Heineman motors
Nos. S5 and 66 were introduced to the trade a
few weeks ago and were given an enthusiastic
reception everywhere. Orders from the leading
phonograph manufacturers have been received
in large quantities and the factory facilities are
being increased in order to take care of the
requirements of the trade.

The perfection of the Hememan 1924 models
was consummated under Mr. Heineman’s per-
sonal direction and no detail of manufacture
escaped his official okeh. The General Phono-
graph Corp.'s sales organization is planning an
intensive drive in behalf of the new motors and
there is every reason to believe that they will
soon prove the leaders in the Heineman line of
motors.

BRUNSWICK FEATURED IN MODEL HOME

Brunswick Dealer Links Up Instruments With
Home Displays—Exhibits Attract Thousands

The New York & Queens Electric Light Co.
has arranged a series of exhibitions on Long
Island showing an electrically equipped home,
using the exhibition name “The Home Elec-
tric,” and Archie Smith, enterprising Qwner of
Smith’s Brunswick Shop, in Jamaica, L. I., has
linked up the Brunswick line with this show.
The first exhibit was held in Jamaica, featuring
a $7,000 home, and everything exhibited was in
keeping with the assumed income of a $7,000
owner. With this idea in view Mr. Smith ex-
hibited the Brunswick “Raleigh” model as the
proper instrument for this type of home.

Shows are now being held at other points in
Long Island and a notable one is scheduled for
Kew Gardens, where a $30,000 home will be
exhibited, at which a Brunswick Art model will
be one of the features. It is estimated that
30,000 people viewed the home in Jamaica and
the series of exhibits will undoubtedly reach the
attention of hundreds of thousands.

CATALOG OF IMPORTED RECORDS

Syrian and Arabian Records Featured by A. J.
Macksoud—Demand Is Steadily Increasing

A new catalog of Syrian and Arabian records,
imported under the trade names of “Macksoud,”
“Baidaphone” and “Odeon,” has just been is-
sued by A. J. Macksoud, New York, importer
and distributor of these records. Mr. Macksoud
has been engaged in the importation of these
records for the past twenty years and he states
that the demand for these foreign language
selections is increasing daily. The new catalog
comprises selections by foreign artists who are
well known in their respective countries. Clas-
sical and popular numbers are represented and
Mr. Macksoud is making prompt deliveries to
the dealers featuring these records.

HALL CO. BUYS VICTOR STOCK

The Hall Music Co., of Brainerd, Minn., re-
cently purchased the entire stock of Victor
talking machines and records of the H. F.
Michael Co., which will confine its efforts to the
dry goods business.

EXCELLENT WINDOW IN SMALL SPACE

Mandel & Schwarzman Show What Can Be
Done With Limited Window Space in Featur-
ing Records of a Popular Song Hit

BrooMmingroN, ILrL., October 3.—Small space is
not always a detriment to effective window dis-
play, if the work of H. C. Kupfer, manager of
the Victrola department of Mandel & Schwarz-
man, this city, may be taken as a criterion.
Recently this enterprising manager staged a

Mandel & Schwarzman’s Clever Window
window display in which he featured the Victor
1ecord of the song hit, “Cut Yourself a Piece

of Cake and Make Yourself at Home” A
photo of the display is reproduced heresith
and a study of it shows in what an admirable
and efficient manner a most effective window
was arranged despite necessary limitations. The
homy scene pictured brought many interested
persons to a stop before the window and the
publicity thus secured made this a most prof-
itable display.

ARNOLD-EDWARDS CO. TO MOVE

JacksonviLLE, Fra., October 5.—The Arnold-
Edwards Piano Co. expects to move into its at-
tractive new headquarters about the fifteenth of
the month. The Victrola, record, sheet music
and musical merchandise departments will be
located on the main floor and the mezzanine
floor will be devoted to radio. A musical pro-
gram will feature the opening.

Patent
Pending

Button 134" dia., with body 23,” long

GET THE BOYS AND GIRLS TO
GIVE YOU HOLIDAY PUBLICITY

Here is a novelty that will cost you little and bring you busi-
ness. Sample, all details, and distributing plans ready. Write.
Jobbers—get your salesman on to this at once.

Philadelphia Badge Company

942 Market Street

Manufacturers
Phila., U. S. A.
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JUNIOR OPERETTAS

Little Red Riding Hood—-the first Junior Operetta on

the market, has met with immediate success. Par-

ents, educators, musicians—all who have the interests

| of children and child education at heart—are enthusi-
astic over them.

‘ ‘ A Real Operetta

| Here is a record produced for the entertainment of
l | children. The subject, of course, is juvenile; but the

music, far from being the usual nursery rendering of
Mother Goose rhymes, is an artistic, musical composi-
tion—a real operetta—performed by real artists and
musicians.

Adopted by Schools

= That is the chief reason why it has already been
E adopted by the Boards of Education of five of the
principal cities in the United States, including Bos-
ton, Baltimore and Washington, as part of the au-
- thorized school curricula. Another reason is that the
| RECORD IS UNBREAKABLE--will withstand al-
most any amount of the roughest handling.

Read What Dealers Say

One Big Brunswick One Big Victor
Dealer Writes: Dealer Writes:

“We received the sample of
“Your set of Junior Operetta your Junior Operetta of
received. ‘ Little Red Riding Hood,’

which we think is about the
“We must admit that it is the finest thing yet in the line of
finest of its kind.” records for children.”

ll
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Ideal Gifts for Children

Solves the Xmas Gift Problem

Parents and Christmas shoppers will welcome the happy solu-
tion of the problem, “What shall I give the children for Christ-
mas?”’, for the Junior Operettas are the ideal Christmas gift rec-
ords for children. And they are the ideal records for you to sell
—three at a time, a complete set—

3 in Set—in Display Conlainer
Each Junior Operetta is in six parts, on three double-faced

10-inch Unbreakable Records

The complete, wonderfully attractive and compact folder in
which the records are packed, is its own display container (see
illustration) and sells itself on sight. “Little Red Riding Hood”
Junior Operetta is the first in the series. Other subjects coming.

Litile Red Riding Hood

 { junior Opcrvera

TN

Junior Operetta Series
Little Red R

iding Hood

Y $]

Front of Container Container Open as a Display Back

RETAILS FOR
$2,50

of Container

Order Diirect or from the following Distributors:

( General Radio Corp.
New A.C. Erisman Co.  Pennsylania | 10tH and Cherry Syrects
England 1 175 Tremont Street Maryland 4 and District
s L Boston, Mass. Southern Jersey 20051 iberty Avenue
t Pittsburgh, Pa.

Metropolitan | Bristol & Barber, Inec. I
3 East 14th Street

New York City

T

UM
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T

VULCAN RECORD CORPORATION

15 East 40th Street

New York City
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Business Good—Trade Expansions
—Fairs Bring Business—»M. N.
Kuhn Resigns—The Month’s News

Ricuyonp, Va, October 7.—The Corley Co.,
Victor distributor, reports that dealers in its
territory are greatly pleased over the Victor
weekly release plan. They also voice pleasure
at the liberal policy of the Victor Co. in giving
full credit for single-faced records exchanged
for the new double-faced Red Seals. These
records are reported to be meeting with a ready
sale throughout the territory. The Corley Co.
is finding the new Victor art models very popu-
lar with the trade, the demand being consider-
ably in excess of the supply. Frank W. Corley,
vice-president of the company, has just returned
from a visit to the factory in Camden, where he
placed orders for the Fall trade.

Enlargements and Removals

The McGehee Furniture Co., of Lynchburg,
which is moving into a new store, has taken
over the Victor business of the Beardsworth-
Bond Music Co.

The Efird Department Store, Charlotte, N. C.
has also taken on the Victor and, with C. E. F.
Inman in charge, is prepared to push that line
and to make it one of its leaders. Mr. Inman
was formerly with the A. M. Alexander Co., of
Spartanburg, S. C.

Frederick W. Schwoebel, fmanager of the
wholesale department of the Corley Co., recently
made a business trip through western North
Carolina, finding business in practically all lines
of trade in prosperous condition.

Miss Gertrude Miller, clerk in the retail de-
partmment of the Corley Co., has returned from
a vacation trip spent in the Middle West. This
departimment reports medium-priced consoles as
the best scllers in the line of models.

Cash in on Fairs

But few of the Richmond talking machine
stores had exhibits at the Virginia State Fair,
held the first week in October, but they cashed
in on the crowds that flocked to the city to
attend this annual event. Lack of suitable pro-
vision for display of their special wares is un-
derstood to be the reason why more of them
do not exhibit at the Fair.

Several other Virginia cities held fairs in Sep-
tember, among these being Lynchburg and

Fredericksburg. In both these places dealers
report increased business resulting from the
fair crowds. In Fredericksburg R. A. Kish-
paugh, Victor dealer, had an exhibit and was
pleased with results attained.

Colonial Corp. Expands

James Cowan, president of the Colonial Pi-
ano Corp., Columnbia dealer in Richmond, and
family have returned from a three weeks’ cainp-
ing trip to Canada. Mr. Cowan is planning to
double the number of booths in his store to
accommodate his trade, the plans calling for
the addition of six booths.

Continued demand for concert Actuelles is re-
ported by the Goldberg Bros. Co., Pathé dis-
tributor. Several of these machines are now
being tried out by fraternal organizations in
Richmond as entertainment features at lodge
meetings and luncheons. LeRoy Goldberg and
H. B. Goldberg were both in New York re-
cently on a buying trip.

Activity With C. B. Haynes Co.

The C. B. Haynes Co. reports good business
throughout its territory. It recently received a
shipment of four carloads of machines for dis-
tribution to its trade.

M. M. Kuhn, assistant sales manager of the

C. B. Haynes Co., Edison jobber, resigned on

October 1. Mr. Kuhn had been with the firm

for several years, coming to Richmond from

the Edison factory. It is understood that he

plans to connect with another line of business.

No successor to Mr. Kuhn has yet been named.
Reason for Optimism

According to the October 1 report of the Fed-
eral Reserve Bank of Richmond for the Fifth
District the Carolinas in particular have fine
tobacco crops and prices are considerably
higher than a year ago. Cotton prospects are
declared to be better in the district than in most
other cotton growing sections, with prices quite
satisfactory, conditions which make for general
good business, in which the talking machine
trade will share.

New “Talker” Departments

The Worley Furniture Co., which operates
furniture stores in Wilson, Selma and Smith-
field, N. C, is opening a talking machine de-
partment and will handle Victor machines and
records in all three stores.

Sterchi Bros., Inc, are opening a furniture
store in Asheville, N. C, and will have a talk-
ing machine department. They will handle the
Coluinbia.

DESCRIBES CONDITIONS IN GERMANY

Robert B. Wheelan, President of Health Build-
ers, Makes Some Interesting Observations
Anent His Visit to European Countries

Robert B. Wheelan, president of Health
Builders, Inc, New York, producer of the
Health Builder record sets of Walter Camp’s
“Daily Dozen,” made an interesting survey of
European conditions during his vacation abroad
with Mrs. Wheelan. Mr. and Mrs. Wheelan
spent’ considerable time in Germany, Switzer-
land and England. Conditions in Germany Mr.
\Wheelan described as unbelievable. In discuss-
ing the situation in that country Mr. Wheelan
stated, in part: “Theoretically, there should
be a tremendously good demand for talking ma-
chines and records in Germany, for, due to the
fluctuation of the mark and its steady down
ward tendency, people are spending money
as quickly as they receive it. The savings bank
has been obliterated in Germany, for what
might be a fortune one day within a week will
not be enough to purchase a ‘postage stamp.
The drop in the valuation of the mark is so
great from day to day that the average person
hesitates to hold the money even overnight and

e C.B.HAYNES, CO.INC.

Disc and Amberola
Instruments

Brisk fall business has begun and the busy
winter season is approaching

A few more dealerships must be established
to serve this growing demand

Our Salesmen are now in the Carolinas and
Virginia calling on interested merchants

A letter from you may result in the most
profitable transaction you have ever made

ACT NOW

DISTRIBUTORS

Recreations and
Amberol Records

RICHMONDVIRGINIA
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usually seeks to buy something of standard
value as soon as he receives the money. While

‘in Berlin I visited one of the leading talking

immachine stores and asked the price of a stand-
ard record in marks, which had to be looked
up according to the current rate of exchange
before the price could be stated. I found it
was a custom in talking machine establishments
to reprice every article at the opening of each
business day in accordance with the current
value of marks in relation to foreign money.
It, therefore, seemed to me that talking ma-
chines and records, being of standard value, a
great number of people would want to spend
their marks in this direction, although I never
noticed any heavy buying in any of the talking
machine establishments while I was in Ger-
many. The talking machine situation in Switzer-
land and England seemed fair, although not to
be compared in any sense to the advanced con-
ditions in the trade in this country. 1 found
a number of portables were being sold abroad,
but these seemed all to be of decidedly cheap
construction and not comparable with the port-
ables made in this country.”

NEW LOPEZ RECORD POPULAR

Okeh dealers generally are evincing keen in-
terest in the latest record made by Vincent Lo-
pez and His Hotel Pennsylvania Orchestra.
This record features on one side “I Love You”
and on the other “What Do You Do Sunday,
Mary?”, both numbers being from popular mu-
sical comedies. "I Love You,” from "“Little
Jessie James.” is proving one of the best-selling
hits of the day and Vincent Lopez gives this
selection his ucual individual interpretation.

DEATH OF R. S. PEER’S FATHER

R. S. Peer, of the general sales department
of the General Phonograph "Corp.,, New York,
manufacturer of Okeh and Odeon records, is
receiving the sympathy of his many friends in
the trade upon the death of his father, A. B.
Peer, who died at Greensburg, Pa. on Sep-
tember 26. The late Mr. Peer was well known
in the talking machine trade, having been iden-
tified with the industry for many years as a
member of the Columbia Graphophone Co.’s staft
at Kansas City, Mo. The interment was held
at Canandaigua, N. Y. and was attended by
friends and relatives.

BRUNSWICK SHOPPE IN ELYRIA

Elvria, O., has a new talking machine agency
in the Brunswick Music Shoppe, which was
opened this week. This is one of the recent
newly opened Brunswick agencies, under super-
vision of the Cleveland headquarters.
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The
ldeal
Holiday
Gift

A
Novel

Creation

Thousands of homes are now enjoying the exquisite music of the “Treasure Chest.”
Many more thousands will be added during the Fall and Holiday seasons. People who
have heard the six Victor Records of the “Treasure Chest” frankly say, “It is a
revelation, we had no idea that there were such beautiful rnstruinental recordings of

foreign music.”

The “Treasure Chest” with its six ten inch Victor Records (12
instrumental recordings) is distinctly unique, and is something
that presents to every Victor Dealer a most unusual selling item.
As a gift there is hardly anything more appropriate or desirable,
especially during the Holiday Season.

To sell your customer a “Treasure Chest” is to do him a decided service, for it means
his happiness, entertainment, recreation and education—all for the modest price of
$5.00.

You, Mr. Victor Dealer, will do well to have the *'T'reasure Chest”

in full display both in your show window and on your service

counter. It is an item that will sell itself at sight. Remember,

too, there is nothing in the Talking Machine Business that has

such a strong appeal. Not only will the sale of the "“Treasure

Chest” prove profitable to you, but it will create good will on the

part of every customer who buys it

Progressive, alert and up-to-the-minute Victor Dealers will have the Treasure Chest”
on hand to meet the demand of their customers.

This is the moment for you to put in a liberal stock. Every Victor Wholesaler is now
in a position to supply you immediately.

C. BRUNO & SON, Inc.
351-353 Fourth Avenue New York
Victor Wholesalers to the Dealer Only
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Instrument Shortage Is the Only
Cloud in Bright Fall Business
Sky—The Month’s News Budget

Burraro, N. Y. October 7.—Early October
shows the talking machine trade to be in a
flourishing condition. Dealers and jobbers
throughout the western New York district have
had one of the best early Fall seasons they
have known for a number of years. Many re-
port that sales have far surpassed the great
volume of last year’s business. Shortage of
instruments is the only thing that is casting
a shadow over the horizon of a bright Fall and
Winter season.

C. E. Siegesmund, sales manager of Curtis
N. Andrews, Victor jobber for western New
York, says that business for September showed
a much larger sales volume than the same
month a year ago. “I do not believe that stock
in the dealers’ and jobbers’ hands was ever so
low at this period of the year,” Mr. Siegesmund
said. “It is the hope of Victor dealers and
ourselves that the factory will be able to speed
up production to meet the Fall demand, and
the enormous holiday demand that is bound to
come.” Since the beginning of cool weather,
the record business has been good, and the new
Red Seal records are meeting with public favor.

F. D. Clare, of the Iroquois Sales Corp., dis-
tributor of Strand talking machines and Okch
records, reports Fall trade far exceeding their
expectations. G. R. Kuehner and H. A. Schens-
born, district salesmen, are sending in very
large orders for early delivery of Strands and
Okeh Records. Mr. Kuehner has opened up
several new accounts in the western section of
the State. The Camp-Fone, a new portable
machine recently added to the Iroquois Sales
Corp.’s line, is meeting with favor of dealers
here, and many accounts have been opened in
surrounding towns.

A, H. Fleishman, manager of the Victor de
partment of the Wm. Hengerer Co., says they
have had an unusually good Fall trade. This
department received a great deal of advertising
through the store's anniversary sale.

The new piano department of Neal, Clark &
Neal, who have had one of the finest Victor
stores in this part of the country, will formally
open about November 1, according to Clarence
Lucore, manager of the department. The store

is going through the process of reconstruction,
and the rapid progress made indicates it will

Z

N

Victor Supremacy

Victor weekly releases, coupled with the
double facing of Victor Red Seal records,
mecans unlimited sales possibilities for
. the aggressive Victor retailer. The new
Victrolas 400, 405 and 410 are the finest instruments
ever presented to the trade, and will be important fac-
tors in making 1923 “A VICTOR YEAR.”

Victor products will be at a premium this Fall. There
is going to be an unprccedented demand for Victrolas
and Victor records, and orders placed now will enable
you to meet this demand.

We are at your service

CURTIS N. ANDREWS

Victor Distributor
BUFFALO, N. Y.

//,

it Y

soon be ready for opening. Besides featuring
the Ampico and the Knabe they will carry a full
line of pianos, Q@ R S rolls and sheet music,
as well as band and orchestral instruments.
The Victor department will remain on the first
floor, and will receive the same close attention
that it has heretofore had.

Stanley Bros. Furniture Co., Erie, Pa, re-
cently suffered the entire loss of its stock
through fire. The loss is estimated at $100,000.
Strand talking machines and Okeh records were
featured in the music department

Dealers in Columbia records benefited by
the appearance of Ted Lewis and His Band
which gave a concert dance in Elmood Music
Hall recently. The band came to Buffalo with
“the Passing Show,” and left with them on
their trip to Chicago.

John G. Schuler, Inc., has erccted a very at-
tractive sign board at Delaware avenue and
Tacoma street, featuring the Sonora. Numer-
ous new accounts brought to the store have
been the direct results of the sign.

The Hoffman Piano Co. is tying up with

large and attractive newspaper advertising of
the Brunswick. R. E. Smith, salesmanager, re-
ports that good results of the advertising have
already been felt.

“The talking machine business is showing a
marked improvement over that of last year at
this time,” said O. L. Neal; of the Buffalo Talk-
ing Machine Co., Victor distributor. “The
principal thing coucerning us this year is the
supply of goods. The shortage of supply in
the most popular models is becoming serious,”
he said. "“There is every indication of a tre-
mendous Fall business.”

The Bellanca Furniture Co. has opened its
new store on Niagara and Virginia streets, with
a very attractive Victor department. .

C. Fred Danielson, of Jamestown, N. Y,
opened his new store on October 5. About
a year ago, onc of his two Jamestown music
stores was destroved by fire. The building was
replaced by a beautiful structure, modern in
every respect.

Charles Liske las begun work on the addi-

(Continued on page 58)

v
uffalo means poer,

and records.

helps materially.

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

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

It fur-
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Three Reasons Why the Kimberley is a Sales Leader
1. DISTINCTIVE CABINET DESIGNS
2. HONEST VALUES
3. UNUSUALLY LIBERAL DISCOUNTS

Unusually Liberal Discounts

The discounts we offer to the trade are exceptionally
liberal, but we are not sacrificing quality to provide
for this discount. Dy cutting down our overhead to
a minimum, by manufacturing in large quantities and
by reason of unusually favorable factory and shipping
facilities, we can give the dealer or jobber far larger
discounts than the recognized trade figures.

YouNeed the KimberleyAgency Now

The Fall season is here, and you must have a recog-
nized sales leader to get vour share of the business.
Write today for our illustrated catalug, showing the
complete Kimberley line, consisting of seven models,
retailing from $100 to $275. Let us tell you all about

i it1 i ““Favorite” Model 300
our special dealer proposition. It will mean money peFavoriter Model 300
in vour pocket. Denth, 25%7." List price 5275

““Grand’ Model 190
Height, 337; Width, 323,
Depth, 28457, List price $100

. o o . ."Exeter"ml\lodgl 2::!0 -
There is limited terrvitory open for a few ; s R T T,
jobbers. If you are interested write today \\

The Kimberley Phonograph Company of New Jersey

Perth Amboy, N. J.
Factory: Office and Show Rooms:
Perth Amboy, N. J. : 206 Broadway, New York City
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REGAL
50c

RECORDS

GLEANINGS FROM TRADE IN BUFFALO

(Continued from page 56)

In New York as in
Chicago, Boston, St.
Louis, Detroit and
other cities thruout
the country, dealers
are featuring the 50c
record heavily.

|
has
taught them that the

public has become

Experience

buying wise.

That public now
knows beyond all
doubt that the good
50c record (one that
retails at 50c) gives
full 75¢ worth of rec-
ord value. Therefore
it insists on the good
50¢ record.

And always the
dealer finds that the
50c record brings him
a greater turnover and
a larger total profit
than he ever believed
possible.

REGAL RECORD CO.

20 W, 20th ST. NEW YORK

tion to his music store on Genesee street, which
will greatly add to the space and attractiveness
of his sales departiment

Oscar Stransburg, of Jamestown, has returned
from a visit to relatives in Sweden. He greatly
enjoved his ten weeks' tour of Europe.

The S. J. Butler Piano Co. has moved from
496 Genesee street to larger quarters at 1414
Jefferson avenue.

William Goold, father of T. A. and George
Goold, of Goold Bros., Inc., has returned from
a four months' tour of Europe.

The American Music Festival, held in Buffalo

during the week of October 1, was backed by
the local music trade, and received the moral
and financial support of many talking machine
jobbers and dealers. Boxes were held by the
following members of the talking machine
trade: C. N. Andrews, \WW. H. Daniels, E. L.
Hengerer, B. E Neal, O L. Neal, Edward P.
Erion and Arthur Victor.

The Howard Furniture Co, Inc., of James-
town, has moved from the Hall block to the
Lyric Building.

The Victor Dealers’ Association will hold its
annual meeting in the Hotel Statler about the
middle of October, when officers for the year
will be elected.

W. C. Fuhri, of the General Phonograph Co,
New York, stopped over in Buffalo en route to
Texas and was a visitor at the offices of the
Iroquois Sales Corp.

J. H. Robertson 1s a new member of the
Victor sales staff of the J. N. Adam Co. He
was formerly with the Heintzman Co., in
Toronto, Can.

G. H. Woodcock, formerly with G. H. Hop-
penberg, is now a member of the sales force
of the piano department of the Brunswick Shop.
Salesmanager C. O. E. Curtis, of the Bruns-
wick Shop, says the Brunswick is meeting with
great favor. The new model Columbia has
been received, and the new automatic motor is
a good selling point, which has produced good
results, lie says.

E. A. FEARN VISITS OKEH OFFICES

President of Consolidated Talking Machine Co.
Calls on New York Trade—Gives Optimistic
Reports on Business Conditions

A recent caller to the offices of the General
Phonograph Corp., New York, was E. A. Fearn,
president of the Consolidated Talking Machine
Co., Chicago, with branches in Minneapolis and
Detroit. This company is one of the most suc-
cessful Okeh jobbers in the country and while
in New York Mr. Fearn conferred with W. C.
Fuhri, gencral sales manager of the General
Phonograph Corp., regarding plans for the com-
ing vear. In a chat with The World he stated
that record business in the Middle West was
excellent, with the dealers in his territory keen-
ly enthusiastic regarding the latest lists of
Okeh, Odeon and Fonotipia records. Mr.
Fearn is generally recognized as one of the
best-posted wholesale men in the country and
his comments regarding general business con-
ditions are based on the report of his sales staffs
in Chicago, Detroit and Minneapolis.

NEW COLUMBIA AGENCY IN DETROIT

Among the new accounts recently opened by
the Columbia Graphophone Co's Cleveland
branch is that of M. McCaffrey, of Detroit, who
for a number of vears has been the leading
Singer sewing machine dealer in that city and
who at present has four stores, He has an
outside selling organization of twelve men and
they are all going to be turned loose on phono-
graph sales. The McCaffrev organization and
the Summerfield & Hecht Co. salesmen are
making preparations to stage a contest, the re-
sults of which should be of considerable inter-
est from a sales standpoint.

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly.

We supply the largest Phonograph Manu-
facturers,

Ask for our quotations and samples before
placing your order.

American Mica Works
47 West St. New York

H. L. DAHNER OPENS NEW STORE

Formal Opening of Mandan, N. D., Establish-
ment Draws Crowds—Edison Phonographs
and Musical Instrument Lines Featured

AMaxpax, N. D., October 6.-—The formal open-
ing of the new store of H. L. Dahner, Edison
dealer, this city, was an event that will long
be remembered. The illustration shows the

: |

T
Crowd at Formal Opening of Dahner Store
establishment during the opening and the large
crowds which filled the interior and the side-
walk and street in front of the store. The
concern features Edison phonographs and rec-
ords and handles pianos and musical merchan-
dise of all kinds. Mr. Dahner is widely ex-
perienced in the music business and is well
known as one of the livest members of the
trade in this territory.

NEW MUTUAL TONE ARM A WINNER

Represents Departure From Usual Design of
Tone Arm—Well Received by the Trade

o

The Mutual Phono Parts Mfg. Corp, New
York City, which recently introduced the No.
4 tone arm with the new No. 4 reproducer, re-
ports that this new phono part has gained con-
siderable popularity throughout the industry.
This new addition to the Mutual line is en-
tirely original as to design in both the tone
arm and reproducer, but retains the standard
of construction and finish which has character-
ized Mutual products in the past. Discussing
the new arm, Andrew P. Frangipane, secretary
of the company, stated: *“In the No. 4 tone
arm and the reproducer we endeavored to give
the trade something different in this respect
and yet attractive and good. The arm is of the
popular throw-back type and with its swelled
base presents an attractive appearance. \We be-
lieve that the pentagon-shaped sound box will
be a welcome relief to many from the staid
cquipment used lreretofore. \We were not con-
tent, however, to alone improve the appearance
of the tone arm and sound box, but our engi-
neers spent a long period of time to improve
the tone, which is full and resonant.”

MOTORS

Ready for Delivery
Double Springs; play two 10-inch Rec-
ords; suitable for Portable Phonographs.
Sample, $2.75. Larger motor playing two
to three 12-inch Records; suitable for
Phonograph selling for $100. Sample, $5.75.

MERMOD & CO., 6 Es;t23dst

Telephone Ashland 7395
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New List $100.00
Model 17
Brown Mahogany or
American Walnut
Round Ivory Horn,
record shelves, gold
equipment.

New List $125.00
Modcl 20
Brown Mahogany Only
Musie Master Horn
No. 41 Motor, record
album filing device.
All exposed parts gold-
plated.:

Model 100
Hcight, 36”; width, 36”;
depth, 24”7, Adam Brown
Mahogany or American
Walnut.

: @mﬂjl “‘

ke lModel 125

eight, 36”; width, 36~

depth 247, ’Adam Brown

Mahogany or American
Walnut.

No Better Tone Instrument

In the World

(o

High Grade Lines of Phonographs
With a Price That Will Sell

Every instrument on this page 1s ex-
ceptionally good, regardless of price,
with the house back of it for years.

We offer you phonographs that are
masterful in their perfection of high
grade cabinet work, exquisitely
finished by skilled workmen, and
when you sell one of these perfect
tone producing instruments, you
prepare the way for another sale.

The more closely you analyze our
high grade construction, combined
with perfect tone quality, the more
fully will you realize its unqualified
value.

Write for our booklet and net prices,
which are exceptionally low, in large
or small quantities of either line.

Player-Tone Talking Machine Co.

Office and Salesrooms

632 Grant
Street

Pittsburgh,
Pa.

Model 30
All gold equip-

Model 40
All gold equip-
—>ment, with 5
record filing al-
bums. $150.00

record filing al-
bums. $135.00

$150.00
Model 901
All Gold Equipment

ment, with 531

g 530.00
Model 310
Maltegany and Qal

$100.00
Model 811
Oak or Mahogany

$110.00
Model 314
Oak, Mahogany or Walnut

! s125 00
Model 316
Oak or Mahogany
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HEALTHY CONDITIONS
IN BROOKLYN TRADE

Dealers and Jobbers Are Optimistic Over Out-
look for Winter Months—Dealers Broadening
Out Their Lines—Window Displays Prove a
Profitable Investment — Featuring Musical
Merchandise—Talking Machines at Nassau
County Fair—Other News of Interest

The business outlook in the Brooklyn and
Long Island territory is better than it has been
for some time, according to reports of jobbers
and retailers. One indication of the optimistic
fccling prevailing in the trade is the number of
dealers who are adding new lines of talking
machines and records. There seems to be a
growing tendency to handle more than one line
of instruments because, as one dealer expressed
it, “Some pcople have preferences for certain
makes of machines which no amount of argu-
ment can change. Indecd, where only one line
is handled and the fact is generally known, we
have found in our outside selling efforts that
we never had a chance with these particular
prospects.”” Another factor which is the basis
for considerable optimisin is the general pros-
perity among all classes of workers. There is
plenty of work, especially in the building trades,
and salaries are as high and in many cases
higher than they ever have been. The middle
classes, to whom the great bulk of sales arc
made, are liberal spenders and this year they
will have plenty of money to spend for Christ-
mas and other holiday gifts.

Window Displays Draw Trade

Window displays are proving good business
getters for those dealers who are devoting time
and attention to this particular phase of pub-
licity. Omne of the leaders in the matter of
window display in this territory is the Brook-
lyn branch of the Aeolian Co. C. G. Davis,
manager of the branch, gives a great deal of
thought to his windows and invariably the dis-
plays aire out of the ordinary and eyc-arresting.
Another window which is attracting consider-
able attention is that of Krakauer Bros.,, 1653
Pitkin avenue, which is fcaturing the Sonora
The talking machine department of the Sterling
Piano Corp., 81-87 Court street, under the man-
agement of E. T. LeTure, has also arranged
some excellent window displays. The Sterling
Piano Corp.’s new quarters at the above ad-
dress are located on a busy corner and the win-
dow facilities are unusual. Both the talking ma-

A

Better Now, Than Too Late

WEEKLY RELEASES OF
DOUBLE FACED RED SEAL
RECORDS, PLUS THE MOST
COMPLETE LINE OF INSTRU-
MENTS, INSURE BIG BUSINESS
FOR VICTOR RETAILERS THIS

FALL AND WINTER.

BROOKLYN

Have Yon Anticipated Your Requirements?
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chine and piano departinents are on the main
floor, with a partition dividing the two depart-
ments, each of which has its own windows for
display purposes. Another publicity stunt which
this company is about to launch consists of a
booklet in which illustrations of the various de-
partments appear. The talking machine section
will be given prominent space. According to
Mr. LeTure, these booklets will be mailed to a
selected list of prospects and customers. Direct
mail has proved a rcal business stimulator for
this live manager.

Dealers Displaying Musical Merchandise

Many talking machinc dealers arc devoting
window display space to small musical instru-
ments, indicating that the importance of a mu-
sical sidcline is becing more generally realized.
Indeed, many of the conccrns in this territory
have installed complete and up-to-date musical
merchandisc departments which are in charge

Liberal and Active Service
to Dealers

Four Points of

SERVICE

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

1. Sonora is accepted as the Finest
Talking Machine in the World.

2. The models are the most artistic in
the market,

sition.

to Dealers this Fall

0N 0Ty

Write and ask us to analysze your profo-
All letters are answered promptly.

Long Island Phonograph Co., Inc.
17 Hanover Place, Brooklyn, N. Y.
Sonora Distributers for Brooklyn and Long Island

advertising and
plenty of display material.

3. Strong National

4, Our scrvice to dealers in efficient
delivcries and 100% selling co-
operation.

Telephone Main 1217-18

of experienced men. The opportunities in this
field of the music business arc right in line with
those in the talking machine field, according to
a Brooklyn dealer who handles both. He de-
clared that he had sold a surprising number of
small musical instruments to members of fami-
lies who had purchased a talking machine and
records from him.
Hempstead Shop Displays at Fair

One of the finest exhibits at the annual Nas-
sau County Fair, which is held at Mineola,
L. I., was that of the Hempstead Music Shop,
of Hempstead, which had a large booth, in
which wvere displayed Sonora phonographs and
Vocalion records. This booth was one of the
centers of interest and, while no sales were
made during the Fair, a number of live pros-
pects were secured. Several people, after view-
ing the exhibit, requested that a representative
of the Hempstead Music Shop call at their
homes to give further information concerning
the various instruments.

Stores Change Hands

Among the stores which changed hands dur-
ing the past few weeks was the Fort Hamilton
Music Co., 446 Eighty-sixth street, Brooklyn,
which is now owned by Mrs. Eskrin, who for-
merly owned the Flatbush Music Shop and who
has had wide experience in the merchandising
of talking machines and records. Brunswick,
Columbia and Sonora instruments are handled.

The Park Music Shop, 1514 New Utrecht ave-
nue, has been purchased from J. F. Kissel by
John Strigliano. This concern features the So-
nora line.

Brooklyn Concern Chartered

The firm of Edward Strauss, of this city, has
been incorporated under the laws of New York
to deal in talking machines, with a capital of
$50,000. Directors are Howard Strauss, Eliza-
beth Satlein and Celia Cartoon.

A. Centonze Co. in New Home

The A. Centonze Music Co., distributor of
records and music rolls, is now occupying spa-
cious and attractive new quarters at 174 John-
son avenue, Brooklyn. The concern reports a
growing demand for records and rolls. The
roll catalog has been increased by the addition
of the following new numbers: ‘“Labruzza
Duci,” “Felicita,” “Paradise,” “Dolce Speranza,”
“Angelo Maestono” and “Alba D’Amore.”

Expect Big Sonora Holiday Trade

The Long Island Phonograph Co., Sonora

jobber, with headquarters in Brooklyn, is ex-
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The New Columbia is Superior!

No more blast!

The New Columbia Reproducer makes blast a thing of yesterday.

Excessive vibration, the cause of blast, is taken up at its source by the patented,
exclusive Columbia “‘shock absorbers’” that eliminate this distressing defect.
All records sound better on the New Columbia.

New York

COLUMBIA GRAPHOPHONE CO.

pecting the heaviest Fall and holiday business
in its history as a result of the unusually heavy
ordering by dealers, who apparently are deter-
mined not to be caught short of stock when
the holiday buying begins in real earnest. The
L.ong Island Phonograph Co. recently urged the
dealers to estimiaie their requirements for the
Fall, so that it could make some provision to
meet all demand, 2voiding, as far as possible,
the usual annual dearth of instruments.

Among the new Sonora accounts opened re-
cently is included Harold R. Mulford, Green-
port, L. L.

Through error there appeared in this section
of the last issue of The World the statement
that the Pravder Music Shop had added the
Sonora. The Pravder Music Shop handles the
Edison and Columbia lines.

American T. M. Co. Busy

The American Talking Machine Co., Victor
distributor for the Brooklyn and Long Island
territory, is enjoying a busy season. Fall or-
ders are coming in in excellent volume and the
outlook for an unusual holiday business is
bright. R. H. Morris, president of the com-
pany, has just returned from a vacation which
he spent motoring to Massachusetts. He drove
his daughter to Mt. Holyoke College, South
Hadley, Mass.

Moves to New Quarters in Corona

The Corona Music Store, which is conducted
by Vincent M. Padula, has removed from 129
Forty-sixth street to 99 Forty-sixth street,
Corona, N. Y. where larger and admirably
equipped quarters are now occupied. This con-
cern handles Sonora phonographs and Vocal-
ion, Columbia and Victor records.

Mager’s Music Shop Expands

Mager’s Music Shop, Victor dealer, recently
purchased the business of Benton’s Music Shop,
Cedarhurst, L. I, which will continue under
the new management. A complete line of Vic-
tor machines and records, pianos and musical
instruments is handled.

thorough tryout sales of records have been
stimulated.

This is an excellent work and the value which
the dealér can derive therefrom cannot be em-
phasize-d too strongly, but there is another field
where concert work can be made to pay divi-
dends in sales and good-will. In practically
every city, town and village throughout the
country there are music clubs, social organiza-
tions and a variety of other groups where music
is a welcome addition. The organizations de-
voted principally to music offer probably the
best outlet for the energy of the dealer in this
direction. Co-operating with these bodies in
making their concerts and recitals a success will

do much to build good-will and, furthermore,
it must not be forgotten that the best type of
customer for the music store is the music lover
and members of musical organizations are cer-
tainly in that class.

LOUIS UNGER ON MID-WEST TRIP

Louis Unger, general mahager of the Reflexo
Products Co., Inc, New York, sole distributor
for the W. H. Bagshaw Co,, left recently on a
six weeks’ sales trip through the mid-West in
the interest of Gilt Edge and Reflexo blue steel
needles. He reports the prevalence of an active
demand.

@

The World's Larsest Producay of

DIE- CASTINGS

Dochler Die Cast Zinc and Aluminum Alloy
Phonograph Reproducers.

The finish to be given die-cast parts in various
metal alloys—plating, enamel; etc—sometimes
involves problems new to the die-casting user.

BUSINESS VALUE OF CONCERT WORK

Excellent Opportunity of Gaining Good-will of
Music Lovers Through Co-operation in Stag-
ing Concerts and Recitals

Daily contact with every phase of industry
using die-castings, and constant research along
chemical and metallurgical lines, enable
Doehler engineers to be of material assistance
in special problems like this.

The experiences of talking machine dealers
who have co-operated in staging concerts have
proved that work of this character is decidedly
profitable. There are many dealers who have a
regular program of concerts which they stage
in their stores or in special quarters secured for
that purpose. \Window displays and advertising
are resorted to to tie up with these events and
in all cases where the plan has been given a

A. CENTONZE MUSIC CO.
PUBLISHERS

Distributors and Jobbers in
RECORDS and PIANO ROLLS

174 Johnson Avenue Brooklyn, N. Y.-

-The Doehler Company willingly places its ex-
perience and resources at the disposal of its
customers, in using Doehler Die-Castings for
the best results.

DoERLER DIE-CASTING CO.
BROOKLYN.N.Y.
TOLEDO.OQOHIO.

COTTON FLOCKS

«..FOR,.
Record Manufacturing

THE PECKHAM MFG. C0., Z3%,535n Street
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‘Rachmaninoff himself!

HE inference was excusable; for,in every-

thing except actual physical presence,

the New Edison Re-Creates the living
artist’s true performance.

This almost miraculous achievement was
made possible only by the unusual ideal of
Mr.Edison and hisunlimited facilities for the
research which required years of painstaking
study and the fortune of $3,000,000 poured
into laboratory tests which resulted in the
New Edison —the actual Re-Creator of the
living voice.

Its superiority is continually proven—by con-
trast with phonographs of other make—and
by the final, conclusive test of comparison
with the living artists.

Small wonder, then, that the public has re-
sponded with a demand that taxes Edison
manufacturing resources and makes good
business for Edison dealers.

THOMAS A. EDISON, Inc.

ORANGE, NEW JERSEY

EDISON
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Re-Created!

VERY glorious color and tint of tone; every
delicate shading; every perfection that
distinguishes the master musician, have been
preserved and Re-Created by the New Edison.

Wherever shown, wherever heard, the New
Edison wins public approval; and the ever-
increasing demand is opening up new, profit-
able territories for Edison dealers.

,\ll‘( \\'\\ 2
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William and Mary Console

This model truly reflects the spirit of
stately olden times. Its rich, brown
mahogany, with inlaid borders, its
gracefully turned legs and stretcher '
—all are authentically typical of R

the period. E

EDISON
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VISIT STARR PLANT A_T RICHMOND

Delegations of Retail Distributors From Penn-
sylvania, West Virginia, Eastern Ohio, Indi-
ana and Chicago Entertained at Starr Plant

Ricunmonp, INb, * October 6.—ldeal weather,
together with the enthusiasm of the visitors,
made the trip of the delegation of dealers
headed by H. C. Niles, of the Starr Phonograph
Co., Dittsburgh, to the factories of the Starr
Piano Co. a most happy and profitable occa-
sion recently. H. C. Niles, formerly advertising
manager of the Starr Co., i1s distributor of that
organization's products for Pennsvivania, West
Virginia and Eastern Ohio. The trip was the
occasion for a general inspection of the great
Starr factories and their products. \isitors
from the company’'s Chicago, Indianapoliz, Cin-
cinnati and Richmond branches with dealers

were also in attendance.

The day started with a breakfast at the Arling-
ton Hotel, followed by a thorough trip through
the Starr factories, where every department was
visited and al] operations of production were

observed. All visitors, officers of the company,
heads of departments and factory foremen wore
badges bearing their names and information as
to company connections, which added greatly
to the get-together spirit.

At noon a lunch was served buffet style in
the phonograph inspection department. At the
end of this room, amid Fall decorations, were
exhibited Starr pianos, Starr phonographs and
the latest Gennett records, which were admired
and created much interest. The styles were
demonstrated continuously throughout the day.

Late in the afternoon phonograph records
were made by the party at the factory recording
room, a feature which was enjoved on account
of its novelty.

The visitors motored at the close of the day
to the farm of the Starr Piano Co., west of
Richmond, where a barbecue of beef, lamb, pork
and all the trimmings occupied their attention
until train time.

Among the guests of the company were A. O.
I.echner, Lechner & Schoenberger, Pittsburgh;
\Wm. Cooper, Cooper Bros, New Kensington,
Pa.; R. E. Stone, R. E. Stone Co., McKeesport,

trolas

Blackman Victor Dealers have
never been encouraged to over-
buy. The long-established Black-
man Policy, which permits revi-
sion of advance orders for Vic-
according
needs, is evidence of this fact.

to current
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Pa.; H. C. Millemen, Millemen Piano Co., El-
wood City, Pa.; John Cooper, Cooper Bros.,
of New Kensington, Pa.; Paul Mechling, Daw-
son Bros. Piano Co., of Pittsburgh, Pa.; R. R.
Myers, Spear & Co., Pittsburgh; C. \WW. Books,
Pioneer Music Co., Indiana, Pa.; 1. D. \Walker,
Faller Bros. Furniture Store, Donora, Pa.; J. \W.
Gongaware, Latrobe, Pa.; Ira D. Mencher,
Ligonier, Pa.; F. A. Faller, Faller Bros. Furni-
ture Stores, Wilmerding, Turtle Creek and
Donora, Pa.; H. C. Niles, Starr Phonograph
Co., Pittsburgh, Pa.; Oscar Decoster, Decoster
Bros., Jeanette, Pa.; B. S. Lyde, Spear & Co.,
Pittsburgh, Pa.; L. C. Milheim, Butler, Pa.;
Richard MWinter, Robert Winter Music Co,,
Irwin, Pa.

The Indianapolis visitors were H. G. Hook,
A. J. Apple, Russell Dierdorf, Mrs. Ruth Troup,
Miss Johanna Gilday, all of the Indianapolis
Starr store; also W. G. Wilson, Widener Grafo-
nola Shop; Minnie Springer, Tavlor Carpet Co.:
D. H. Craft, D. H. Craft Co.; 1. Seidel, Seidel
Music Co.

The Chicago visitors were William P. Krause,
Walter Melrose, music publisher; C. H. Buell,
Remick’s Department in Hillmans; S. J. Hein,
\Waterson, Berlin & Snvder; Mr. Conover, Starr
branch; F. D. Wiggins, manager Starr branch.

From the Richmond retail store were \W. P.
Renner, manager; F. C. Templin; J. M. Wallace,
Jr, Wallace Music Co., Marion, Ind.; G. \W.
Duckwell, Palace Department Store Co., Green-
ville, Ohio, and E. I. Pauling, manager, Cin-
cinnati Starr branch.

MOVES TO LARGER QUARTERS

Musical Products Distributing Co. Increases
Wareroom Space at Same Address

The Musical Products Distributing Co., New
York, distributor of PPoolevy phonographs and
Vocalion records and manufacturer of the
“Standex” display stands, is now occupying new
and larger quarters at 37 East Eighteenth
street, New York. The company has been
established at this address for several years
past, but increased business necessitated more
adequate facilities and the entire sixth floor was
leased. The interior has been attractively dec-
orated with a handsome display room for the
accommodation of Pooley phonographs. B. D.
Colen, president of the company, states that
the sales totals for September were far ahead

of last vear, with every indication that the
last quarter of the vear will exceed all ex-
pectations.

EDISON AGENCY TO A. C. BURGESS

The music store of the George A. Clark Co,,
in Oberlin, O., has been discontinued. The
Edison agency, with Edisons in stock, has been
sold to A. C. Burgess.

The M. H. Housel Co., of Williamsport, Pa.,
is remodeling the building at 143 \West Fourth
street, into which it will move November 1.
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Our 1924
MOJCIS Are

Ready Now /

The No. 66

The Newest Heineman Motor

Five Features of the New No. 66

Direct drive.
Double Worm gears.
Noiseless operation.

Steady power.

LR RN

Simplicity in construction.

HE No. 66 is the newest addition to the large family of

Heineman Quality Motors. This new model is manufactured
under the same exacting conditions that have made ‘“The Motor
of Quality” the watchword of the industry.

General Phonograph Corporation

OTTO HEINEMAN, President

25 West 45th Street, New York

|
|
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when the music ceases.

There is absolutely nothing to adjust.
test, it has never failed to operate.

The New Columbia is Superior!
Perfect Automatic Start and Non-Set Stop!

The New Columbia Automatic Start and Stop is an exclusive, patented fea-
ture that affords unmatched convenience of operation.

The motor starts when the tone-arm is moved to playing position.

COLUMBIA GRAPHOPHONE CO.

New York

And in ten thousand times, by actual

It stops

New York Sonora Dealers Hold Busy Meeting

Retailers Served by the Greater City Phonograph Co., Sonora Jobber, Listen to Instructive Talks
and Discuss Trade Problems at Convention in the Hotel Pennsylvania

Sonora dealers in the territory served by the
Greater City Phonograph Co.,, New York,
Sonora jobber, attended a convention held at
the Hotel Pennsylvania on September 25. Mau-
rice Landay, president of the Greater City

Phonograph Co. and one of the most popular
members of the Sonora jobbing organization,
presided at the convention and in an address

capacity until March. He congratulated the
dealers present upon the aggressiveness and
co-operative spirit manifested by the Greater
City Phonograph Co., complimenting Mr, Lan-
day upon the splendid strides attained by the
Sonora product in his territory. S. O. Martin,
vice-president and general manager of the
Sonora Co., gave the dealers and their guests
one of his usual forceful addresses, wherein he

P AT

ladd =~

Sonora Dealers at Greater C

similar mieetings throughout the coming year.
Prior to thc opening of the business sessions
the dealers enjoyed a typical Hotel Pennsyl-
vania luncheon and an entertaining musical pro-
gram was furnished by Clarence Bush’'s Or-
chestra,

George E. Brightson, president of the Sonora
Phonograph Co., was introduced by Mr. Lan-
day as the first speaker and during the course
of an interesting address told the dealers that
the company had received enough orders from
its distributors to keep the factory working to

X
GREATLRG)TY PropecanrsCanranyll

et e .

ity Phonograph Co. -Meeting

Runyar Gornvention
SONORAPRALERS

illustrated graphically sales possibilities for
Sonora phonographs during the entire year.
This chart showed the various fluctuations and
sales totals during the different months and em-
phasized the fact that by anticipating their
orders for the Fall and holiday season, the deal-
ers would be adding materially to their profits.
Brief addresses were also made by Frank Good-
man, assistant general sales manager of the
Sonora Phonograph Co.; R. W. Keith, president
of the Long Island Phonograph Co., and others.

One of the features of the address made by

every record you play or sell.

a non-competitive article.

New York Representative:
LOUIS JAY GERSON, 63 Reade Street

Why Not Create Two Record Sales
Where Now But One Exists ?

The phenomenal improvement in all vocal, instrumental and orchestral reproduc-
tions with the use of the Violin Spruce Reproducer will enhance the value of
This unusual reproducer will not only resell your
old customers but also create manv new, enthusiastic buyers.

Show and sell the Violin Spruce Reproducer to all your trade—it is unique and
It will effectively increase your record sales; and your
record canvassers will find it a sure and steady trade stimulus.

Write today for trial sample and our splendid dealer’s sale franchise

THE DIAPHRAGM COMPANY

1836 EUCLID AVENUE, CLEVELAND, OHIO.

Chicago Representative:

ILLINOIS DIAPHRAGM CO., 208 N. Wabash Ave.

Mr. Landay was the outlining of the plans that
his company had -made to meet the require-
ments of the Sonora dealers in this territory
and the efforts that were being made to dis-
tribute Sonora merchandise evenly and eff
ciently. He stated that in order to carry out
these plans to advantage it was necessary for
the dealers to anticipate their needs as far in
advance as possible, placing their orders accord-
ingly. An interesting open forum was then held
among the dealers and among those who con-
tributed brief talks were Lambert Friedl, man-
ager of the John Wanamaker phonograph de-
partment, New York; H. S. Conn, manager of
the phonograph department of Ludwig Bau-
man & Co.; Herbert D. Berkeley, manager of
the phonograph departnient of Bloomingdale
Bros., and A. H. Mayers.

Among those seated at the speakers’ table at
the convention were the following: Geo. E.
Brightson, S. O. Martin, O. S. Keves, treasurer
of the Sonora Phonograph Co.; L. C. Liacoln,
advertising manager of the Sonora Phonograph
Co.; Frank Goodman, E. S. White, Sonora Co.,
of Philadelphia; Fred Allen and Herbert
Young, Sonora Co. of New Jersey; Robert \\
Keith, president, and J. J. Schratweiser, sales
manager of the Long Island Phonograph Co.

CONSOLE DEMAND GAINING STEADILY

Pathé Introduces New Console to Meet De-
mand for Popular-priced Instruments

The demand for the popular-priced console
model talking machine, which is expected to
be more insistant than ever during the present
Fall season, has been met in the case of the
Pathé Phonograph & Radio Corp., by the
presentation of a new model known as No. 27
This console model is in the Sheraton period
and built on strong and attractive lines in both
mahogany and walnut. Furnished with the
usual Pathé refinements, this new model is ex-
pected to be a very popular sales number. Al-
though all numbers of the Pathé line are re-
ceiving their just share of popularity, attention
is directed by the officers of the company to
the all-year-round popularity that the Pathé
portable is enjoying. \Vhereas in past vears
the portable was more or less a Summer or
vacation instrument, it is now bein y purchased
for the home and it is expected that in the
coming holiday season the portable will play
an important role among holiday gifts.

HIRSCH BROS. IN FINANCIAL TROUBLE

A petition in bankruptcy has been filed
against Samuel and Joseph Hirsch trading as
Hirsch Bros, with a talking machine store at
309 Bedford avenue, Brooklvn, N. Y.

RUST MUSIC CO. INCORPORATED

Pasapena, Car., October 3—A charter of in-
corporation has just been granted to the Rust
Music Co. here, with a capital stock of $2% 000.
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PHONOGRAPH
Qhe Aristocrat of Phonographs

Clhuppendale Model 4—finished
tn Ked or Antique Mahoganvy
and Walnut. Equipped with
albums for records, automatic
stop and patented tone control.

Why the Widdicomb appeals
lo the better class of buyers

ONSIDER first of all the fact that the Widdi-

C comb Phonograph is the product of an organ-

ization which for three generations has held

a position of undisputed leadership among artificers
of fine furniture.

Consider also the fact that the Widdicomb Phono-
graph embodies the results of years of painstaking
research in the field of acoustics as related to the
reproduction of recorded music.

You will then appreciate, we believe, why it is only
natural that the Widdicomb should possess the
qualities which appeal both to lovers of the beauti-
ful in furniture craftsmanship, and to lovers of the
beautiful in the realm of music.

To merchants who seek to build up a business
among this better class of trade, the Widdicomb
line of phonographs in period styles offers an oppor-
tunity that is well worth investigation. A complete
catalog and full particulars regarding the Widdi-
comb franchise will be gladly furnished upon
request.

Queen Anne Model 6
—finished in Red or
Antique Mahogany and
Wainut, Equipped with
albums for records, au-
tomatic stop and tat-
ented tone control.

THE WIDDICOMB FURNITURE COMPANY, GRAND RAPIDS, MICH.

Fine Furniture Designers Since 1865
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Radio—Its Yesterday—To-day—To-morrow

Basic Principles of Radio Progress and Merchandising Discussed
by H. H. Roemer, Sales Manager, DeForest Radio Tel. & Tel. Co.

That the talking machine dealer is acting cau-
tiously in the matter of radio goes without say-
ing. And, I dare say, never in his experience
as a merchant of reproduced music has he been
confronted with quite as perplexing a problem.

If he is not one who “dipped in” when the
premature “blow off” occurred—he at least hcard
the unfortunate story through his less fortunate
brothers who did. And right here is where
the grief began. They were “burnt”—and in
many cases they were burnt badly. They have
a right to think cautiously and act likewise.
And without disregard for those who did suffer,
I might add that theirs was an experience which
has done more for the industry than many
other conditions which demanded closer atten-
tion in the production of radio and in the per-
fecting of a merchandisable product in order
that the public’s interest remain with the art.

In a measure, skepticism to-day is as ramp-
ant as in any previous days of epoch-making
periods in the history of invention. We are no
older than our forefathers in then time. Our
beliefs are equally as primitive in the acceptance
of anything that smacks of mystery—the new
things which cannot be “seen’” especially. A
condition due to the layman’s lack of techni-
cal knowledge or closeness to the “inside
track,” whatever the subject.

And as we have the skeptic, so have we the
“progressive” and, likewise, the “impulsive”
types. It requires all types to make a people,
and all types to awaken a people. \Were it not
for the skeptic improvement and refinement
would remain ever at a standstill. The skeptic,
that “show me” half-brother to conservatism,
demands more than the progressive and coun-
ter balances the impulsive.

Nor does the category of these classes ap-
ply exclusively to the buying public. It has
reached out and found its way to the dealer
himself, until we have as strong a classification
of similar types among our dealer friends as
has been described above.

So when one morning we awakened and
found ourselves in the maelstrom of a public’s
clamoring demand for a practically unheard-of
something—when radio burst in upon us with
far greater disorder than the gold rush to Ne-
vada or the Yukon—there was a mad scramble
by the trade to get in and we all know the
results. Here arose an industry overnight, un-
known to mechanical skill, we might say, and
certainly unknown to manufacturing science
when considering volume output. A field un-
tilled, with absolutely no established dealer out-
let, much less a sales or advertising organiza-
tion in back of it. There wasn’t time for or-
ganization—much less the necessary time for
proper manufacture. Thc public demanded radio,
and the public will have what it demands.

Influence of Music in Radio Popularity

After that first flash, when the entire country
was attracted to radio—what made radio popular?
Was it the voice from a hundred or a thousand
miles away? No—this only sharpened the appe-
tite for more—but when music came over the air,
thew, and then only, did radio rip holes in the
public’s pocketbooks and anything that “squawked”
sold for a time, But it was music that did the
trick. Music was the carrier wave of radio’s phe-
nomenal grip on the public—and is to-day.

Little wonder the talking machine dealer jumped
in and bought. It was music, and isn’t music his
field—his province?

But—radio two years ago and radio to-day are
as foreign to each other as Edison’s first record
compared with the product of to-day.

In my close daily contact with the dealer trade
I have had ample time to study the talking ma-
chine trade’s viewpoint. Its attitude is well found-

ed, based upon that experience any dealer feels
who has bought an unknown gquantity and each
day sees that “graveyard of dead stock”—a monu-
ment to “snap judgment”—and a constant reminder
of impulsive and untimcly action. But yesterday
has gone and to-day finds us with what the skeptic
of a year or so ago looked<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>