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THE TALKING MACHINE WORLD

I/ﬁ:_‘_;.

onoradin

CLEAR AS A BELL S~

THE 1N STRUNENT OF QUALITY

NINOr

CLEAR A3 A BELL

Phonograph
and Radio

All in One

Model 242
$235

The Value Contained in Sonoradio 242
Assures Large, Profitable Sales

SONORA Phonograph and
3-tube Neutrodyne radio set in one
cabinet; the whole selling at the
low price of $235! Here, indeed, is value
brought to the nth degree, enabling you

to dominate the phonograph-radio unit
market.

The Neutrodyne radio set embodied
in the Sonoradio 242 is the first three tube
neutrodyne and the first neutrodyne to
operate on dry cells. Itis one of the finest,

Sonora Phonograph Co., Inc.,

most selective and easily operated sets on
the market.

The phonograph is in every way up to the
standard of Sonora quality, with the fa-
mous Sonora tone passage through which
sounds from both radio and phonograph
are reproduced and amplified.

The Sonoradio 242 is salable! Hundreds
of Sonora dealers are finding it their best
seller this fall. You, too, should have it
in your line. Write today for full details.

279 Broadway, New York

Makers of Sonora Phonographs, Sonoradios. Sonora Radio Speakers and Reproducers

Canadian and Export Distributor: C. A. Richards, Inc., 279 Broadway, New York

tunufiactured by an authorlzed sub-llcensce of independent R

ndio Manufacturers, Incorporated under IMazeltlne Neutrodyne

Patents No. 1,430,080 dated March 2%, 19?3, and No. 1,489,228, duted Aprll 1, 1921, and other patents pending

—ﬁ!




The Talkine Machine World

Vol. 20. No. 11

New York, November 15, 1924

Price Twenty-five Cents

Columbia Branch Manage-
ment Changes Announced

W. E. Henry’s Duties Enlarged to Include Los
Angeles Branch—P. S. Kantner Transferred
to Columbia Branch in Kansas City, Mo.

W. C. Fuhri, vice-president and general sales
manager of the Columbia Phonograph Co., Inc,
announced recently that W. E. Henry, manager
of the company’s San Francisco branch, had also
been appointed manager of the Los Angeles
branch, this appointment taking effect Novem-
ber first. P. S. Kantner, formerly manager of
the Columbia branch in San Francisco, has been
transferred to the management of the Kansas
City branch, succeeding R. R. Sparrow, who is
no longer connccted with the Columbia Co.

W. E. Henry is one of the veterans of the
Columbia organization, having been identified
with Columbia activities for many years, with
the exception of a brief period. He has a host
of friends on the Pacific Coast, and his thorough
familiarity with trade conditions in this im-
portant territory qualifies him to take charge
of both San Francisco and Los Angeles
branches. Mr. Kantner “made good” as San
Francisco manager, and his plans call for a close
and intensive co-operation with the Columbia
dealers in Kansas City territory.

Mr. Fuhlri is now away on a Southwestern
trip, which will include a visit to Columbia
branches in this section of the country as far
West as Dallas. He expects to return about the
middle of the month, and judging from the re-
ports received at the executive offices, he is
finding business conditions very satisfactory
with Columbia branches reaching sales figures
well ahead of the same period last year and
the preceding months of 1924.

H. J. Bligh in Important
Wasmuth-Goodrich Post

Appointed Eastern Representative of Prominent
Peru, Ind., Manufacturing Organization and
the Howard Radio Co., of Chicago

H. J. Bligh, well known in Chicago merchan-
dising and publicity circles, has been appointed
Eastern representative of the Wasmuth-Good-
rich Co., Peru, Ind., manufacturer of the Phono-
radio and the Emerson phonograph, and the
Howard Radio Co., Inc., of Chicago, manufac-
turer of the Howard neutrodyne radio sets. Mr.
Bligh has opened offices at 114 Chambers street,
and during the past two months has been visit-
ing the trade throughout the East in the in-
terests of these well-known organizations.

According to his present plans, Mr. Bligh will
cover all territory East of Pittsburgh for the
Wasmuth-Goodrich and Howard organizations,
and the results of his work to date indicate that
his success in this territory will be very gratify-
ing. During recent years Mr. Bligh has co-
operated with several prominent merchandising
organizations in Chicago in the preparation of
their publicity and sales campaigns, and he is,
therefore, ideally qualified for his new work.
Wasmuth-Goodrich products have already at-
tained wide success in the East, and are being
merchandised by radio dealers in the leading
cities. The Howard neutrodyne set is winning
popularity throughout the country as one of the
leading neutrodyne products on the market, and
Mr. Bligh is planning an aggressive sales cam-
paign for the two companies he is representing
in Eastern territory.

The Morgan Music Co., Murphysboro, IlI,
has opened a new store in Herrin, IIL

Emerson Record Manufacturing Rights
Taken Over by the Scranton Button Co.

The Emerson Radio & Phonograph Corp., Will Act as World-Wide Distributor for the Emerson
Records and Will Appoint Wholesalers Throughout the United States and Canada

The Scranton Button Co., of Scranton, Pa.,
which for the past ten years has pressed Emer-
son and other well-known makes of talking
machine records, has purchased the manufac-
turing rights for Emerson records. The sale,
which was announced early this week, involves
one of the largest deals closed in the record
field in recent years.” The Emerson Phono-
graph Corp., recently reorganized and now
known as The Emerson Radio & Phonograph
Corp., will act as sole distributor for Emerson
records all over the world. In addition the
plans of the associated interests call for the im-
mediate appointment of jobbers in every part
oi the United States and Canada.

The Emerson record is one of the oldest and
best known record lines on the market, first
making its appearance in 1915. Through na-
tional advertising and intensive sales exploita-

tion, these records became an important factor
in the phonograph industry.

The Scranton Button Co. is perhaps the larg-
est individual presser of plastic materials in
the country. Besides talking machine records,
its output includes buttons, electrical and radio
parts and similar products. The company has
been established for 41 years. It employs over
3,000 people and also operates a large pressing
plant in Auburn, N. Y. and its facilities for
turning out Emerson records are excellent.

The Emerson record will continue to be mar-
lketed at a 50c retail price. Details of the
sales plans, distributors’ policy and dealer co-
operation will shortly be announced by B.
Abrams, president of the Emerson Radio &
Phonograph Corp.,, and L. G. Sylvester, vice-
president and general manager of the Scranton
Button Co.

J. B. Price With the
Th. Goldschmidt Corp.

Assumes New Duties as Sales and Advertising
Manager of Company’s Radio Division

The Th. Goldschmidt Corp., New York, manu-
facturer of N & K products, including loud
speakers, phonograph units and head phones,
announced recently the appointment of J. B.
Price as sales and advertising manager of the

J. B. Price

company’s radio division. Mr. Price, who has
been connected with the company for more than
a year, has already assumed his new duties and
an efficient sales staff is now calling upon the
trade throughout the country.

The appointment of Mr. Price to this im-
portant post will be wclcome news to talking
machine jobbers and dealers handling N & K
products, for Mr. Price is well known to the
phonograph industry. For quite some time he
was associated with the Bubble Book division of
Harper & Bros. as Eastern sales manager, and
in this capacity visited talking machine dealers
and jobbers throughout the country, establish-
ing valuable representation for Bubble Books
and winning the friendship of the trade every-
where. He is thoroughly familiar with the mer-
chandising problems of the talking machine
retailer, and is in a splendid position to co-op-
erate with the trade to excellent advantage. N
& K products have achieved phenomenal success
since their introduction a short time ago, and

under Mr. Price’s direction it is expected that
sales totals will increase rapidly.

Prior to his phonograph and radio activities
Mr. Price was general field manager of one of
the Ingersoll companies, manufacturing the fa-
mous Ingersoll watch. He is a competent and
experienced sales executive whose merchandis-
ing training qualifies him for his new work in
behalf of N & K products.

E. Winter’s Sons Acquire
Agency for Okeh and Odeon

KinestoN, N. Y. November 7-—E. Winter’s
Sons, Inc., local music merchants, recently
secured the agency for Qkeh and Odeon rec-
ords. This store is one of the oldest in the
State, having been establishcd in 1860, Edward
Winter starting business at that date when this
town was known as Roundabout. The organ-
ization has grown up with the town and there
are now two complete music stores at 326 Wall
street and 315 Fair street, each carrying a full
line of Victrolas and Steinway pianos, in addi-
tion to other musical instruments. The taking
on of the Okeh and Odeon line is a tribute
to the merits of these records, inasmuch as up
to the present time the store has carried noth-
ing in the talking machine line but Victor prod-
ucts. Mr. Winter is enthusiastic over the
possibilities of Odeon records and anticipates
a big business with them. An interesting fea-
ture of the store is a large scrapbook showing
the advertising done by the concern from 1860,
when melodeons were the featured instruments,
up to the present time.

Mellor Co. of Pittsburgh

Takes on Brunswick Line

Pirtssurcii, Pa, November 7.—Formal an-
nouncement was made recently by the C. C
Mellor Co. that the company had taken on
the full line of Brunswick-Radiolas, as well
as the regular line of Brunswick phonographs
and records. In this connection a strong adver-
tising campaign was inaugurated in the local
newspapers which has been effective in creating
considerable interest among the public.

The Hygrade Phonograph Corp., New York,
was recently incorporated at Albany with a
capital stock of $10,000. The incorporators are
D. Jacobs, C. Baar and B. Skalka.

See second last page for Index of Articles of Interest in this issue of The World



8

THE TALKING MACHINE WORLD

Novemser 15, 1924

uvenile Merchandise as Business Builder

Miniature Instruments, Records and Other Musical Products for
Children Open a Vast Merchandising Field for Live Retailers

Talking machine dealers who are planning to
push their lines as gifts prior to the holidays
will do well not to neglect consideration of that
portion of their merchandise made especially
for the children. As a rule the talking machine
dealer pays too little attention to this potential

source of sales, although a few of the larger

music houses and the department stores which
have music departments are taking advantage
of children’s love for music with excellent re-
sults in substantial sales.

The Children’s Department

Several of the department stores have even
gone to the extent of installing special depart-
ments, usually a small room, in which are dis-
played kiddie records of the “Bubble Book”
and “Little Tots” type, small talking machines,
etc. These rooms are fitted with miniature
furniture for the children, and the fact that the
departments are kept up as an important sec-
tion of the talking machine end of thc business
indicates their success. Parents bring their
children with them and they spend a happy
time listening to music which appeals to child-
ish ears while mother makes her purchases, and
very often childish insistence results in the sale
of records and small instruments. Of course,
these rooms are in charge of a special sales
woman, who watches over the children and
plays the records for them.

The average small talking machine store can-
not go to this extent in catering to the chil-
dren, but there is nothing to prevent turning
over a single booth to the display of this mer-
chandise or even a small corner of the store.
The space need not be large, but it should be
so arranged in the way of decoration and dis-

play as to attract the attention of the children
as well as visiting fathers and mothers.
The Children’s Hour

A large West Coast music house has for a
year or more been setting aside an hour on
Saturday morning, which is widely known as
the “Children’s Hour.” During this period spe-
cial concerts are held for the children and
through advertising and direct-mail invitations
to mothers and their children these concerts
have become well attended. The sales of small
machines, records and other merchandise es-
pecially for the kiddies which have been made
since the inauguration of the concerts warrant
their continuance and show the value of busi-
ness promotion along these lines.

Window Displays

It is surprising that although many dealers
handle merchandise for the children they sel-
dom make an effort to move this stock by
means of publicity and other recognized sales
promotion methods. Window displays es-
pecially are conspicuous by their absence. An
occasional window devoted purely to this class
of merchandise will be found a paying invest-
ment, and the same applies to newspaper and
direct-mail advertising. This holds true es-
pecially at this season when the public is think-
ing of gifts for their loved ones.

Reaching the Parents

Of course, the dealer must see to it that the
parents are made aware of the cultural, educa-
tional and entertainment possibilities of this
children’s music. The ‘“Voice of the Victor,”
the house organ of the Victor Co. suggests
a clever plan for doing this as follows:

“Possibly the sales person approaching the

customer has not sufficient understanding of the
matter to be able instantly to recommend the
right records. Why not have a row of pockets
or large stock envelopes in one booth contain-
ing some balanced groups of records for chil-
dren all ready to present?”’ The plan can be
carried out in all booths and thus when a cus-
tomer is led to one of these demonstration
rooms to hear records in which he or she is
interested the children’s records will be brought
to her attention.
A Profitable Field

The retailer who fails to take advantage of
this large and practically virgin field for sales
is overlooking a big source of profits. The
small talking machines and children’s records
are not only suitable for holiday gifts, but are
appropriate as birthday gifts and can be sold
the year ’‘round as an important aid to edu-
cation and pleasure. The low prices of these
products enable the dealer to turn over his
stock quickly and profitably, but, as in pushing
other lines, intelligent exploitation methods are
necessary. Even where dealers are putting no
special effort behind these records beyond dis-
playing themy on a table or rack in the store
sales are very satisfactory.

New Store in Corry, Pa.

Corry, Pa., October 18—A\Irs. L. R. Tiffany has
opened a new music store on East Main street
liere, which will be known as the Corry Music
Store. A complete stock of pianos, phono-
graphs and sheet music will be handled and
the store will be managed by A. R. Graham,
who is experienced in this field.
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NYACCO RADIO (REFLEX) RECEIVER

New York: 23-25 Lispenard Street

can be logged.

NYACCOFLEX

Combines the best features of the most powerful
present-day circuits; two tubes do the work of five.
Cuts battery cost 60 per cent. OPERATES A LOUD
SPEAKER. GQGets distance, volume, is selective and

We are also the manufacturers of the Nyaccoflex
Radio-Phonographs, combining a phonograph of the
finest quality in both tone and equipment and the
Nyaccoflex receiving set described above.
$55.00, enables it to sell on sight.

JOBBERS!

New York Album & Card Co.,Inc. |

Chicago: 415-417 S. Jefferson Street

Its price, 0

Territory is being allotted now.
Be in time. Write for particulars.
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| Victor supremacy 1is the
| supremacy of performance

Victrola VI, $35
Mahogany or oak

Victrola IX, $75
Mahogany or oak

That 1s why the truly
great artists of the pres-
ent generation in ever-
increasing numbers are
found among the ranks
of famous Victor artists.

| Victrola No. 105 Victrola No. 350
$180 Mahogany, $235; electric, $275

Mahogany, oak or walnut

Victrola No. 405 ®
Walnut, $250; electric, $290

Victrola No. 240
$125

Mahogany, oak -or walnut
&

oz G, G Victrola No. S 405 (Special)
Mahogany $375; electric, $415 M Walnut, $265; electric, $305
Walnut, $440; electric, $480 Specially designed to accommodate any
radio receiving set

There is but one Victrola and that is made by the
Victor Company—Ilook for these Victor trade marks

fLo LS P

- ) Victor Talking Machme Company, Camden.N.J.
HIS MASTERS VOICE™ Victor Talking Machine Co. of Canada, Ltd., Montreal.
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Remarkal;_fé_l;rogress of the Columbia
Phonograph Co., Inc., Since Reorganization

Satisfactory Development of the Business Under Able Direction of H. L. Willson, President and
General Manager, and W, C. Fuhri, Vice-President and General Sales Manager

The phonograph industry as a whole and
Columbia representatives particularly have
evinced keen interest in the progress and ac-
tivities of the Columbia Phonograph Co., Inc.
The new company was formally established the
early part of the year, and although it has been
facing great problems the results to date have
been gratifying. The executive and sales di-
visions under the direction of H. L. Willson,
president and general manager of the com-
pany, and \W. C. Fuhri, vice-president and gen-
eral sales manager, have been co-operating with
Columbia dealers in every possible way, and
these efforts have produced a strong feeling of
good will among Columbia representatives.

Discussing the company’s general activities,
Mr. Willson, in a chat with The World, said:
“Although the new company has been in op-
eration only seven months, the net figures ex-
ceed the budget set up prior to the organization
of the company. This means that we are pro-
gressing as well as anticipated, and these re-
sults, which were accomplished in the face of the
exceptional conditions prevailing in the indus-
try, are very satisfactory to us. One phase
of the situation which is pleasing to the present
executives of the company is the fact that the
new company’s policies, which are of the high-
est order, are not being confounded with the
policies of the old organization. In setting up
the new company this was a matter of some
concern, but Columbia dealers have shown a
whole-hearted appreciation of the standard pol-
icies in vogue with the present organization.

“The changes in the personnel and makeup
of our company in recent months have cemented
a feeling of good will and co-operation, not
only in the inside, but from the outside as
well. A feeling of confidence prevails through-
out the Columbia representation which is an
absolute essential and a forerunner to success
in any industrial undertaking.

“The Columbia Phonograph Co., Inc., believes
in common with other phonograph manufac-
turers that the present lull in business is due
to temporary conditions. This might mean
radio competition, the very fine outdoor
weather and, of course, we must not overlook
the election, which is always advanced as a

stock excuse for depression in business in a
presidential year.

“QOur company has enriched its repertoire of
music by securing the very finest English re-
cordings which have been recently announced
to our trade and which will be sold in sets,
each contained in a separate album. The high

H. L. Willson

quality of the Columbia New Process records
is being maintained and is being favorably com-
mented upon by our dealers and the public. We
recently made arrangements whereby our fac-
tory manager, Robert F. Crudgington, and his
assistant, F. C. Hinckley, are spending several
months in Europe, studying the manufacturing
methods used by the London Columbia Co,
whose products have won outstanding success
on the Continent and elsewhere. The new Co-
lumbia Co. is exerting every effort to give the
trade a product of the highest standard, and
we believe that the study of European methods
will be helpful to our Bridgeport factory organ-
ization in maintaining that standard.”

you try us out.

“brass-tacks’” and deliver.

“Brass - tacks”

ALKING business straight from the shoulder you have
to admit that the word Service is like the proverbial
“step-child,” badly mistreated.

Everybody talks the “stuff” but few deliver.” The proof of
good service is not in saying a whole lot about it, but giving
it and that’s what we are doing.

Our advertising man can write pages of copy.on what we do
for the dealer but that won’t prove anything to you until

Talk over your merchandising problems with our representa-
tive, let him give you the benefit of his wide contact.
this matter of service, our policy is to get down to

oo
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THE CLEVELAND TALKING
MACHINE CO.

Wholesalers of Victor Products
CLEVELAND, OHIO
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Toledo T. M. Co., Victor
Distributor, Absorbed
Grinnell Bros., of Detroit, and Cleveland Talk-

ing Machine Co., Cleveland, Victor Distribu-
tors, Purchase Toledo Business

TorLepo, O., November 3.—Directors of the
Toledo Talking Machine Co., Victor wholesaler,
at a meeting at the company’s offices late last
week formally ratified the sale of the stock of
the Victor merchandise, good will, accounts, frx-
tures and the like to Grinnell Bros., Detroit,
Mich., and the Cleveland Talking Machine Co.,
Cleveland, Ohio, both Victor wholesalers. It
will be recalled that the latter concern recently
took over the interests of the Eclipse Musical
Co., Cleveland.

The Toledo headquarters for the distribution
of Victor merchandise will be maintained until
January 1, 1923, after which date the local house
will be discontinued and its business will be
carried on from Detroit and Cleveland. The
iriends of Charles H. Womeldorff, Warren L.
Kellogg, \Walter L. Schroeder and Arthur S.
Leybourn, whose years of experience in the
Victor field are favorably known in this market,
will be glad to know that they will remain with
the new company. Warren L. Kellogg and Wal-
ter L. Schroeder, sales representatives, known
to dealers throughout the territory covered by
the Toledo Talking Machine Co., will continue
to call on their trade. It is believed that this
change of ownership will facilitate still more
Victor service to the trade and will eventually
result in economies which will benefit all.

The deal was announced to the trade by
letters from the Toledo Talking Machine Co.,
also a joint letter signed by the Cleveland Talk-
ing Machine Co. and Grinnell Bros. The Toledo
Co. was controlled by Ludwig Piano Co. (New
York) men. C. A. Ericsson was president, J. J.
Ryan, vice-president, and L. D. Perry, treasurer,
all of New York; Charles H. \Womeldorff, sec-
retary and general manager, and Warren L. Kel-
logg, assistant secretary, Toledo.

The Toledo Co. was organized ten years ago
and has grown from a small one-story beginning
to its present modern three floors and basement.
It was known for its principles and stood high
with the trade. As evidenced by the letters
expressing the good feeling which existed be-
tween the house and its customers which are be-
ing received in every mail, C. A, A. A. and
C. H. Grinnell handled the final negotiations
for their interests. Harold J. Shartle, of the
Cleveland Co., also was present.

G. A. Lyons’ Important
Post With Brunswick Co.

Becomes Assistant District Manager of Com-
pany’s Eastern Phonograph Division With
Headquarters in New York

Harry A. Beach, Eastern sales manager of
the phonograph division of the Brunswick-
Balke-Collender Co., announced this week the
appointment of Geo. A. Lyons as assistant
district manager of the company’s Eastern
phonograph division witlh headquarters at 799
Seventh avenue, New York. Mr. Lyons suc-
cecds Wm. A. Hanft, who resigned to enter
other fields of activities which will be an-
nounccd very shortly.

Gco. A. Lyons is well known throughout the
talking machine trade as he has enjoyed an
extcnsive cxperience in various important
phases of tlie industry. For several years he
was connccted with the Victor Talking Machine
Co. as a member of the traveling staff in the
sales department, and subsequently served as
assistant general sales manager of the Unit
Construction Co. in Philadelphia. Hc is pop-
ular thronghout the trade, and in joining the
Rrunswick organization lie will have an oppor-
tunity to utilize his widc cxpcricnce to splendid
advantage.
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Victrola No. 50 (Portable)

$50
Mahogany or oak

Victrola No. 125
Mahogany, $275; electric, $315
Walnut, $325; electric, $365

Victrola No. 220
$200
Electric, $240

Mahogany, oak or walnut

“HIS MASTERS VOICE"

Victor supremacy is the
supremacy of performance

Victrola IX, $75
Mahogany or oak

Wherever music 1s
known, the Victrola 1s
known—and its superior-
ity recognized. Thatisa
consideration of vital im-
portance to every dealer
in Victor products.

Victrola No. 360
Walnut, $235; electric, $275

Victrola No. 400
Mahogany, $250; electric, $290
Victrola No. S 400 (Special)
Mahogany, $265; electric, $305

Specially designed to accommodate any
radio receiving set

Victrola No. 260
$150

Mahogany, oak or walnut

There is but one Victrola and that is made by the
Victor Company—Ilook for these Victor trade marks

Victrola

RCG U S PaT OrF

Victor Talking Machine Company, Camden.N.J.
Victor Talking Machine Co. of Canada, Ltd., Montreal.
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Sell Your Public Holiday Gift-Music Idea

Dealers Can Keep Their Cash Registers Busy During Holidays by
Launching Consistent and Well-Planned Sales Promotion Drives

Once again the holidays are at hand and the
talking machine trade, in common with retail
merchants in all other lines, is facing busy
davs—busy, that is, in proportion to the appeal
of the products handled to the public, who are
scouring the stores for gift suggestions. The
talking machine dealer is in a fortunate posi-
tion in this respect. Talking machines and
musical instruments of all kinds are ideal gifts,
and the reasonable terms on which they are
sold make it easy for those of limited means
to purchase them. Then, too, there is radio
to be considered—most dealers are handling
one or more lines of radio and there is no
doubt that this year radio will play an impor-
tant part in the dealers’ gift sales.

Selling the Music-Gift Idea

During the past few years manufacturers and
dealers, through campaigns “selling” the public
on the idea of a musical instrument of some
kind as the ideal gift, have developed this angle
of the business tremendously, but a relaxation
of this educational effort:at this time will mean
a corresponding drop in public interest. The
ground gained must be lield by a continuation
of the publicity and other methods which Lave
made the public realize that a talking machine
and records make an appropriate gift for every
member of the family—father, mother and the
children. The same rule holds good in the
merchandising of radio on a gift-basis. Talking
machine dealers have more varied and better
merchandise than ever before to bring to the
attention of the public. And what is of supreme
importance is the fact that all of the products
normally handled by the dealer make suitable
gifts. The only thing required is that the public
be made to realize this fact.

Reason for Continued Effort

There are many reasons why continued effort
on the part of the trade in exploiting its lines
is most essential, especially during the holiday
season. Probably the most important was em-
phasized in the preceding paragraph. There is
another, however, and this bears directly on the
sales volume of the individual retailer during the
holiday season. That is, the talking machine
dealer is facing the stiffest competition of the
year during the few months immediately pre-
ceding the holidays. Not only must he contend
with competition from other talking machine
dealers, but every dealer in his community who
merchandises articles suitable for gifts is his
competitor and one may be quite certain that
these dealers are not permitting any grass to
srow under their feet in the race for sales.
It is logical to assume that every dollar spent
for other gifts than talking machines, radio,

records, musical merchandise, etc., means so
much less business for the music dealers of the
community. Of course, no talking machine dealer
or dealers can expect an entirely musical Christ-
mas from the gift standpoint, but that is the
objective for which he must strive in mapping
out his campaign for business. One can never
approach the ideal in this respect, but continued
trying will at least prevent retrogression, and
that is what the trade must strive for.
The Campaign as a Unit

The pre-holiday campaign must be considered

as a unit, of which advertising, other publicity,

merrymaking and the dealer sliould recognize
this by featuring one of the most important
means of producing pleasure—music. Whether
it be talking machines and records or other
music-producing or reproducing instruments,
the talking machine dealer is in a position to
cash in on this large potential demand. But
before he can do this a certain amount of mis-
sionary work is necessary and dollars must be
spent to make more dollars. Spend money for
advertising and invest in making the window
the best you have ever had. It always pays.
The pre-holiday season is the big business time

r

of the year, and in
view of this it be-
hooves the trade to
get busy in an effort
to secure a fair
share of the busi-
ness. A special ef-
fort to secure busi-
oS5 this time  will
find arecdy response
on the part of the
public. It is certain,
however, that the
dealers who hang
back now are the
ones who will re-
ceive the stray
crumbs in the way
of sales, while those
retailers who launch
their campaigns in

Effective Holiday Window Display of M. H. Housel & Co.

window displays, sales effort, etc., are all in-
tegral parts. To plan the holiday drive in any
other manner means an unbalanced effort and
the practical certainty of weak spots in the
drive which may prove costly. The entire busi-
ness should be arranged with the idea of secur-
ing the maximum sales during this period. The
advertising should be based on the spirit of
the holidays, the window displays should be of
the distinctive type which will make them stand
out, the direct-inail pieces should be in har-
mony with the purpose of the campaign, as
should also be the interior of the, establish-
ment. The sales messages of the salesmen,
clerks and canvassers should emphasize the
products handled as appropriate for gifts.

) Fostering Musical Holidays

There is another angle to holiday business,
as far as the talking machine dealer is con-
cerned, at least, and that is the sale of the
“musical holiday” idea. The holidays, as they
are celebrated in this country, are times for

time will be paving
the way to a wind-
up to the year's business which will go far
toward making the season of 1924 eminently
satisfactory from the profit standpo’nt.

Clever Prospect-Getting Plan

Hun~TixgToN, \V. Va, November 6—During the
Music Week held here recently, the Kenney
Music Co. managed to secure many new pros-
pects in an inexpensive way. The gift of a
Victor record puzzle was made to voungsters
who secured the names, addresses and tele-
phone numbers of a number of people who did
not own a Victrola.

The stock of the Merz Music Co., Columbus,
O., has been purchased by the Holycross Music
Co., and the goods have been transferred to the
establishment of the purchasing concern. Harry
Merz, who owned the Merz store, still operates
a retail music establishment in Columbus.

either small or large.

Complete samples will be sent to any part of the United States for $10.00.

MINNELLI PHONOGRAPH CO., Inc.

HERE IT IS!

The last word in Phonographs.
a new invention that revolutionizes the entire industry.

The Minnelli Tone Arm can be placed on any kind of machine,

The Minnelli Tone Arm can also be placed
on a table, writing desk, or any place that you wish, for it has a

. motor to turn the records.
you can obtain the best and the softest tone you have ever heard.
Better information can be obtained by writing.
in both dealers and manufacturers.

The Minnelli Tone Arm,

After placing the Minnelli Tone Arm

We are interested

Pittston, Pa.
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PEERLESS CHRISTMAS SERVICE

Every department, every machine, added equipment and per-
sonnel, assures immediate attentionand prompt service for Peerless
Album dealers on holiday requirements.

Here is the New Loose-Leaf Album

Read the description—look at the construction of
this high quality product

Containing 12 pockets, this new Peerless album is

fitted with heavy brass posts and screws.

The en-

velopes are eyeletted—making them doubly strong—
and just a turn of the screw cap enables the user
to replace a soiled or torn pocket.

strength, utility and appearance.

Again Peerless Pioneers

Peerless Albums were the originators
of the “Group Record Album Sales”
now accepted everywhere as the most
constructive contribution made to rec-

It pays to carry—
and watch PEERLESS ALBUM

ord sales 1n years.

Products.

Combines

Despite the heavy demand for the new PEER-
LESS LOOSE-LEAF ALBUM, and many of
our other products we are “Keyed-Up” and can
take care of the heavy increase. Last minute
dealer orders will be first minute shipments
with us.

Added Profits From New Source

Radiologs mean more profits and increased
clientele. This will be a tremendously big sea-
son for Radio. Make Radiologs a feature.
Whether you sell Radio or not, you can supply
Radiologs—thus bringing radio fans into your
store.

We are exclusive metropolitan distributors for the new
beautiful and educational ‘‘Pictorial Records’’ for children.
Ask us to demonstrate and show you this wonderful record

for the kiddies.

WALTER S. GRAY CO.
Pacific Coast Representative
San Francisco and Los Angeles

Samples Sent on Request

PEERLESS ALBUM COMPANY

PHIL. RAVIS. President

636-638 BROADWAY L. W. HOUGH

146 Mass. Avenue

NEW YORK Boston, Mass.

—— Lo

s
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NEW YORK, NOVEMBER 15, 1924
Now That Election Is Over, Let’s Get to Work

HE election is over and, with the overwhelming vote in favor

of President Coolidge, there comes the assurance that there
will be no change in the national administration for four years at
least, thus removing the uncertainty and the danger of industrial
upset that arise when a new party goes into office. Regardless of
the political sentiments of the individual, though the election proves
that they are mostly Republican, there can be felt nothing but satis-
faction that Governmental policies, such as they are, will remain
unchanged for a considerable period in the future.

In many lines of business, the talking machine trade included,
there are those who have been strongly inclined to curtail their
activities and to hesitate about placing orders for stock on the
plea that it was Presidential election year and that they were afraid
to place themselves in a position to suffer from any change in
business conditions resulting therefrom. It is an excuse as old
as the hills, and without any real basis in fact, for there have
been close to two score Presidential election years, some of them
meaning a changed administration and yet the affairs of the country
have gone along and the Nation has grown just the same.

With the election out of the way, the talking machine trade
should share with other lines of business in a substantial trade
revival. Not perhaps a period of inflation, but a condition that may
be said to approximate the normal for this season, with perhaps
cnough surplus to offset a few rather dull months that have pre-
ceded. With the clection finally out of the way there is not a cloud
in the business sky, although there always will be with us some
who will be able to distinguish a sufficient haze to worry them.

From practically every section of the country there come re-
ports of satisfactory business conditions. Farm crops in most cases
are of substantial proportions and are bringing good prices. The
percentage of unemployment is low for the season. The financial
market is sound, the buying public is beginning to show an inclina-
tion to spend more freely, and there will he a vast amount of
money in circulation which someonc will get. \Whether the talk-
ing machine dealer gets his share of this money depends largely
upon himself and the effort he puts forth.

With fundamental conditions sound and the continuance of the

present administration assured for another four years there should,
and undoubtedly will, be a satisfying volume of business for some
time in the future at least.

Great Benefits Derived From Dealers’ Meetings

T is unfortunate that there are not more active associations in

the talking machine field to bring the dealers in the various sec-
tions together for the purpose of discussing general problems and
learning of the experiences of others and meeting the changes in
the trade situation as they arise.

That such gatherings of dealers are appreciated by individual
merchants, and are likewise helpful to them, has been proved on
numerous occasions, and quite recently in the South and in the
ast and Middle West, where sales conferences of dealers have
been held under the auspices of both manufacturers and distributors.
It happens, of course, that certain manufacturers, with some thou-
sands of dealers spread throughout the country, find it impractical
to hold general or even sectional conferences of those dealers. But
it has been found it is quite feasible for the local distributor
in co-operation with the manufacturer to bring together the dealers
in his own territory to the number of 100 or more and develop a
manufacturer-jobber-dealer contact of inestimable value in building
up the organization spirit.

As a matter of fact, there are those sales managers who are
strongly in favor of dealers’ meetings held under the auspices of
individual wholesalers, or under the auspices of the manufacturer’s
own distributing branches as compared to general conventions under
the direction of the manufacturer himself, for the reason that as in
the case of the wholesaler he is in a position to, and does, maintain
a direct and friendly contact with the dealers and is able to meet
them on a more intimate footing than does the manufacturer in
the larger meetings where the dealer is likely to feel lost in the
crowd.

These dealers’ meetings held under the direction of wholesalers
or factory distributing branches are becoming quite general and
it is to be hoped that an increasing number of wholesalers, prop-
erly supported by manufacturers, will see the value of them in
standardizing and improving sales practice and in building up the
trade morale. Such meetings cost money, but the result makes
the investment a profitable one.

Emphasizing Name Value in Merchandising

HE merchandising of radio receivers, loud speakers and the

more important accessories has become a definite and appar-
ently permanent part of the talking machine dealer’s business, for
the great majority of retailers in practically all sections of the coun-
try have turned to radio in one way or another. Now comes the
question of merchandising radip on a basis that will build for the
future instead of simply taking advantage of present opportunities.

At the present time the sellers’ market, so far as radio is con-
cerned, appears to persist and in the case of the better known and
well advertised receivers and loud speakers the question is one
of supplying the demand promptly. This condition will, undoubt-
edly, continue for some time to come and until after the holidays
at least, but the dealer who has gone into the radio business seri-
ously 1s, or should be, looking further into the future than Janu-
ary 1.

Just what lines the dealer should handle depends largely upon
his location, the class of people to whom he caters and the ex-
tent to which he plans to go into radio. In other words, the prob-
lem has the same angles as any other merchandising venture. \Vhen
it comes to the selling of receiving sets, however, there appears
to be an inclination on the part of some retailers to take things as
they come, in the belief that the public will continue indefinitely to
come into their stores and ask for some particular receiver, or be
in a mood to be sold one of the sets they have in stock. For the
moment that is sufficient, but it is a condition that makes possible
and necessary the building of business fences for the months and
years to come.

Radio advertising among the leading manufacturers has de-
v.loped to a point where it compares very favorably with the finest
newspaper and magazine advertising used by manufacturers in other
industries. The manufacturers’ advertising is primarily counstruc-
tive and reflects a permanence that should make possible the build-
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ing of a firm foundation for future business, provided the local
retailer is willing to accept his radio department as something defi-
nite and valuable, and spend some of his own money in tying up
with the manufacturers’ publicity.

The point has been reached when the name of a radio receiving
set is quite as important as the name of any other advertised prod-
uct, whether it be talking machine, piano or automobile, and this
situation makes it possible for the dealer to develop in his own
territory that name value, and through local publicity get full re-
turns in direct sales from the general publicity of the manufacturer.
To malke this course successful the dealer should select a limited
number of good radio receivers designed to meet the demands of
various classes of trade and then stick to those lines. The con-
stant changing of lines means the loss of the cumulative effects of
sales and exploitation work that have been placed behind the dis-
carded lines.

Radio deserves to be merchandised properly and intelligently
and this type of marketing will mean the success of the radio de-
partment and incidentally the success of all other departments of
the retailer's business, for it will make for financial stability.

Complete Decade of Service and Achievement

ITH the celebration of its tenth anniversary, which takes

place within a few weeks, the General Phonograph Corp.,, of
New York City, will have completed a decade of progress and
achievement in the phonograph industry that is a tribute to the
mitiative and foresight of the organization’s executive personnel.
When Otto Heineman, president and founder of this company,
conceived the idea ten years ago of introducing phonograph motors
to the trade in this country, he faced conditions and handicaps
that were almost insurmountable. He realized, however, that there
were unlimited opportunities for the development and broadening
of the phonograph industry if the proper incentives were offered to
manufacturers with vision and foresight. With a limited capital,
backed by very meager manufacturing facilities, Mr. Heineman
opened offices in one room in downtown New York for the purpose

ard equipment by many phonograph manufacturers throughout the
world. The General Phonograph Corp. has been a vital factor
in the growth of the phonograph industry, and The Talking Machine
World joins the company’s many friends in extending congratula-
tions upon completion of ten years’ service and accomplishment.

Timely Comments on the Trade-in Problem

A

machine-radio combinations,

machine in his home, provided he has one.

This plan of selling is not going to remove entirely the trade-in
problem in the trade, but it is calculated to reduce that problem to
a point where it will prove negligible so far as it affects sales vol-
There will be for a number of years at least, and
perhaps always, the possibility of making a profitable sale to an old
customer through replacing an old type of machine with a modern
But it rests with the dealer himself
whether he goes out and seeks such business i preference to
“clean” or all-cash sales, or whether he keeps traveling the beaten

ume and profit.

mstrument or combination.

CCORDING to the dealers in Kansas City handling talking
the trade-in problem in con-
nection with the sale of that type of outfit has not yet developed to
a degree that would warrant giving it any consideration. There are
retailers in other sections who malke similar reports which are pos
sible because the selling 1s done in the right way.
mstead of endeavoring to make present owners dissatisfied with
their instruments and desirous of buying the combination, effort
is concentrated on selling the phonograph-radio itself, leaving the
customer to devise in his own mind what is to become of the old

path and endeavors to do all his business with former patrons.

The question of the trade-in is not an outgrowth of the pho-
nograph-radio combination, although that new trade feature has

helped to bring the problem to the fore.

with a new one.

of introducing phonograph motors.

ment.

The first results of the cam-
paign were astonishing, for, although Mr. Heineman was certain
that the venture would prove a success, he was not prepared to
receive the volume of business that resulted from his first announce-
Since that year the growth of the company’s business has
been steadily mounting and its motors are now being used as stand-

from the book and do likewise.
merchandising rather than upon trade conditions.

It developed originally
with the introduction of the console or flat-top model which repre-
sented a radical departure from the upright cabinet model, and more
than one dealer can point to sales lacking entirely in profit, or ac-
tually representing a loss, through desire to replace the old machine

If a substantial percentage of dealers can handle console models
and particularly combination outfits successfully without being
troubled unduly with the trade-in problem, then there appears to
be no reason why other members of the trade cannot take a leaf
It 1s a matter that rests on good
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Selling Radio on a Provable Fact Basis

What to Emphasize and the Things to Avoid in Selling Radio—
Customer Satisfaction Eliminates Complaints and Other Troubles

Gullibility and overenthusiasm regarding ra-
dio accomplishments frequently prove twin
brothers of trouble so far as the radio retailers,
including talking machine dealers, are con-
cerned, and unless the statements of manufac-
turers’ salesmen are checked carefully, and the
experiences of dealers themselves taken at their
real worth the latter are likely to have consider-
able explaining to do to customers.

Regardless of the great developments that
have taken place in the designing and construc-
tion of radio receiving apparatus which are fast
putting it on a sound, stable basis, it must be
realized that the volume of business is based
largely upon enthusiasm on the part of both
producers and users of apparatus. It is the
lure of being able to hear music and talks
through hundreds of miles of thin air that
arouses and then holds public interest, and in a
desire to capitalize this interest the dealer and
his salesmen are very likely to overstep the
bounds of caution in making promises.

All those connected directly or indirectly with
the radio business prophesy that the amount of
business done in receiving sets during the pres-
ent holiday season will break all previous
records, for outfits have been improved and
standardized to a point where they represent a
dependable article and the pre-Christmas season
with its clear and cold nights offers ideal condi-
tions for a convincing demonstration.

Forget Distance in Selling

The distance or “DX"” hounds are numerous,
but the average citizens who, while interested
in radio, want apparatus that will produce
natural tones clearly and of satisfactory volume,
are by far in the majority. It is to the demands
of this larger group that the dealer can cater
most profitably and satisfactorily.

The main piece of advice is to forget distance
in the selling talk. There are very few sections
of the country where there are not a half dozen
or more good sized radio broadcasting stations
within a radius of 100 miles or so from a given
point, and where local conditions are favorable
it is quite possible to regard stations three or

four hundred miles distant as within the local
range. If the dealer in his selection of sets to
sell confines himself to those which will work
properly in his neighborhood and get the adja-
cent stations regularly, clearly and in volume,
he doesn’t have to worry about bringing in pro-
grams from the other side of the continent.
Clarity, Volume, Selectivity Important

It is a noteworthy fact that a great many of
the manufacturers have ceased to advertise posi-
tive statements regarding the distance-getting
possibilities of their receivers, contenting them-
selves with the assertion that points 1,000 or
1,560 miles distant have been brought in clearly
at times. The arguments now generally used
are clarity and volume of reproduction, coupled
with selectivity, a very important factor in cen-
ters such as New York and Chicago where
many broadcasting stations are grouped.

The fact that the dealer in his store and in
his home can, with a certain set, bring in readily
on the loud speaker stations one or two thou-
sand miles away, should not cause him to for-
get his caution when making promises to the
prospect. Let him emphasize the three virtues
of clarity, volume and selectivity, point out the
excellent construction and appearance of the
set and its easy tuning, and then arrange for a
demonstration in the prospect’s home. That is
the test that sells the set and keeps it sold.

Caution Dealer’s Best Bet

It is a known fact that localities only a mile
or two apart vary greatly as to the qualities
of radio reception due to local conditions and
that stations brought in clearly and of great
volume in one district, may be barely heard in
another section of the same city. Let the dealer
recite his little piece about the three virtues and
tune in. If he is in New York and gets Chicago
or Kansas City at the first try, he can lean back
with the “I told you so” expression and bask in
the enthusiasm of his customer. If he finds con-
ditions limit the range of his set he can empha-
size the excellence of the reception of local pro-
grams, and need not worry over any broken
promises regarding distance.

1674 Broadway

ALBERT CAMPBELL

ERANK CROXTON

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 nosw for season 1924-1925
Sample program and paniculars upon request

PHILIP W. SIMON Manager

New York Cir.

PMONROR SILVER

JOHUN M\EYERS

Popular Ensembles including
Campbell & Burr - Sterling Trio - Peerless-Quartet

FRANK. BANTA.

Another excellent point regarding which the
dealer will do well to show caution is in allowing
himself to become overenthused anent the claims
of rival manufacturers and their salesmen regard-
ing their particular receivers. Improvements
or refinements are being made steadily, but the
dealer cannot afford to shift his line each month
to meet the new conditions, for several reasons,
the first and most important of which is that
the customer who has bought one set, on time
perhaps, and who, coming in to make a second
payment, finds the dealer pushing what he
claims to be a new and superior line, is going
to be dissatisfied and most likely demand an
exchange.

The Test of Performance

It must be remembered that it isn’t what the
salesman says but what the receiver does that
is important in creating customer satisfaction.
I the dealer is handling a line of radio receivers
that have proved satisfactory in his own particu-
lar locality, he should be sure that the new re-
ceiver offered is so far superior to his present
line as to make its purchase advisable. It isn’t
the selected sample set that tells the story, but
the stock set with stock equipment. \When a
half dozen receiving sets of a new line, with
batteries and tubes of known quality, produce
results that are impressive when tried out in the
dealer’s own district, then he has something to
think about.

Fortunately, the trade is being stabilized
rapidly, there are fewer and less frequent
changes in apparatus, and some manufacturers
have gone so far as to announce in advance their
line and sales plans for a season ahead. Every
move of this sort tends to promote confidence
among dealers and public. The customer does
not worry much about replacing the receiver
with an improved model six months or a year
after he has purchased it, but he does resent the
possibility of having to replace it a week after
he has bought it or rest discontented at the
thought that his outfit is obsolete.

New England Music Co.
Remodels and Expands

\WaterBURY, CoNN., November 8—The New
England Music Co., 77 Grand street, this city,
has remodeled its present quarters, enlarging
same so that it now has two floors devoted to
the display of phonographs, radio and pianos.
A. S. Willis, formerly with Willis & Co., of
Montreal, Can., is the new manager of this live
store. Thomas Dee is supervising the outside
sales work. Myron Zellman, formerly with Zell-
man Radio Corp., of New York City, is the
manager of the radio department. Miss Beverly
Bavne has recently been appointed the head of
the office division. S. Kay is the progressive
owner of the New England Music Co. and has
already reported a substantial increase in busi-
ness stimulated through the new appointments
in store and personnel.

Remind Your Customers of
Their Need of Needles

A clever stunt to remind everyvone leaving
the store of Starr & Moss, Philadelphia, that
phonograph needles may be purchased there,
consists of a printed sign placed just ahove the
door kuob on the inside of the store. Thus
when customers glance down before grasping
the door knob thev read the sign. This is a
form of suggestive sclling that costs practically
nothing and never fails to make the customer
think of ncedles.
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How Goran BrothersCaterto Foreign-Born

David Goran Points Out Reasons Why Foreign-born People Make
Excellent Prospects and His Methods of Securing Their Trade

Every city, large and small, especially man-
ufacturing centers, has a fair percentage of
foreign-born people, and of all lines of business
the talking machine trade has the best opportu-
nity of profiting by this fact. However, com-
paratively few retailers seem to recognize this
opportunity. This is forcibly illustrated in a
city near New York, which has several large
foreign colonies. Of the five stores in this
comimunity only one makes any effort to secure
this business, and it is profiting in a large way.

Exploding a Few Fallacies

Many retail talking machine merchants hold
the opinion that in view of the fact that most
foreign-born people are poor they are not good
credit risks and that this trade is not worth
while going after. This seems to be the chief
reason why most dealers ignore this gold mine
in sales opportunities at their very doors.

In Yonkers, N. Y, there is a wide-awake,
aggressive talking machine firm, operated by
David and Morris Goran, both of whom have
had many years’ experience in this field and
who have succeeded in building up a large busi-
ness among the foreign-born people of the city.
Indeed, these people come from all sections of
the city to make their purchases at one of the
three fine establishments operated by these live
merchandisers. How much worth-while culti-
vating are the opportunities in catering to the
foreign element of the community is illustrated
by the fact that in the two stores in the center
of the business district which these far-sighted
brothers have established, fully 40 per cent of
the entire business is done with foreigners and
more than 20 per cent of the entire record busi-
ness is with these people.

Successful Policies of David Goran

“It pays to cater to the foreign-born people
of the community,” declared David Goran.
“Our best customers are Italians, Polish and
Germans, These people are all hard workers
and they need recreation. They do not go to
the moving pictures and automobiling, or enjoy
many of the other distracting diversions which
take people outside their homes for pleasure.
They get their recreation right in their own
homes, and they are natural music lovers.

Good Credit Risk

“My foreign-born customers are the best
payers I have. They make larger initial pay-
ments, on the average, than do my other cus-
tomers and their monthly payments in many in-
stances are much larger. They pay promptly
and we seldom have any trouble in securing
the money due us. In fact, we find it unneces-
sary to employ collectors, as we insist that our
customers make their payments at the store.
We try to have them make the payments weekly,
for two reasons. First, the sum to be paid
weekly is sinaller than would be a monthly
payment, and therefore it is not such a drain
on the purse. Second, the very fact that they

isit our store once each week gives us an
opportunity of bringing to their attention the
latest releases.

“Another thing in favor of granting credit to
the foreign-born customers is their thrift. Aost
of these people live in humble homes and they
work at menial tasks, but they do not live
beyond their means. It is not uncommon when
dealing with one of these customers to have

Are there many foreign-born residents in
your community? Are you securing a por-
tion of their business, or are you permitting
a prolific sales field to remain undeveloped
and losing a large potential revenue?
David and Morris Goran have developed
this business to the point where it is 40 per
cent of their entire trade and what they
have learned regarding this field for sales
promotion is a most convincing argument
in favor of going after this business as
strongly as possible. Read what they have
to say and then analyze your field in this °
respect and see if there is not a possibility
of enlarging your sales volume by catering
to these people.

them pay $50 or $75 down on a $150 instrument.
It 1s most decidedly unusual for the customers
other than foreigners to do this, at least that
1S my experience.
Must Carry Diversified Stock

“The dealer who decides to go after this busi-
ness must carry a representative stock of rec-
ords. In view of the fact that the bulk of our
foreign-record business is with Italian, Polish
and German people we have concentrated on
handling the records in these languages which

meet with their approval. Our foreign custom-
ers are regular record buyers. They do not
buy only one record at a visit but by far the
majority of them leave the store with two or
three records under their arms. That is good
business. However, the dealer must secure their
confidence by square dealing and giving them
service. Once their good-will is secured they
pass the word along to their friends and neigh-
bors and thus the business develops.
Sending Supplements Important

“To my mind one of the most important con-
siderations in building up a patronage of this
class of people is to send them the record sup-
plements regularly. Since we started catering
to these people we have made it a point to
secure their names and addresses and they get
the supplements regularly. On our fles, in
addition to the names and addresses of these
patrons, we have a record of their nationalities
and the languages with which they are familiar.
Many of them understand several languages and
are in the market for the records in those lan-
guages. As soon as we receive the foreign-
record supplements we go through our file and
mail the lists of records in the languages with
which each individual is familiar. How effective
this direct-mail contact is may be gleaned from
the fact that it is not unusual for a foreign-
born customer to come into the store with a
slip of paper on which has been scrawled the
number of the record. This applies particularly
to Ttalians, although the Polish and German
people also jot down the number. Many of
them bring in the supplement which we mailed
to them a few days previously.

“Does catering to the foreign-born pay? I
should say it does, but like every other line of
business a certain amount of intelligence must
be used to get the most out of it.”

Windsor-Poling Artists’
Tie-up Creates Sales

Leading Akron Victor Dealer’s Policy of Fea-
turing Records by Artists Appearing Locally
Proves a Profitable Business Getter

AKroN, O., November 5—The Windsor-Poling
Co., Victor dealer of this city, through its policy
of tying up with record artists who are sched-
uled to appear locally, has built up a large
record business. Indeed, Earle Poling, presi-
dent of the firm, is one of the leaders in local
musical activities and through his efforts many
artists of world fame have been brought here.
The Windsor-Poling Co., a number of weeks
bzfore the artists are scheduled to appear,
pushes their records. Every member of the
organization connected with the record depart-
ment does his or her bit in bringing these rec-
ords to the attention of customers, with the re-
sult that the records of any artist scheduled
for a local appearance are sold in large numbers.

Recently the Jan Garber Orchestra, Victor

artists, appeared at the East Market Gardens
for a period of one week, playing to an average
of 6,000 people each evening. Mr. Poling, in
commenting on sales, declared that an unusually
large number of these artists’ records were sold,
a natural demand resulting from the large audi-
ences, plus the stimulation of the tie-up methods
of this progressive house.

S. Pierpaoli & Co. Growing

S. Pierpaoli, head of S. Pierpaoli & Co., 101
Portsea street, New Haven, Conn,, is a musician
of some note, being an expert teacher of piano
accordions, numbering over fifty pupils at the
present time and this number is still growing.
Mr. Pierpaoli is head of a very live little music
store at the above address and carries, besides
one of the most complete assortments of domes-
tic and imported accordions and piano accor-
dions, Columbia phonographs, records, pianos
and mausical instruments. This store has out-
grown its present location and will in the very
near future move into more central headquarters.

GENNETT RECORDS

Represent the Highest Attainment in Musical MWorth
J%e STARR PIANO COMPANY

" Established 1872

Richmond. Indiana
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MODEL VI ({l/ustrared
Splendid forloud rrecep
ot distane stations. Selective, but
simple 10 tunc, Anyone €31 usc e,
Each seation i> always found atats
ownsetung on No. I dial. Theother
diad tegulates volume, Noa-radia-
ting—no squeals to annoy otlcrs,
$105.00
107.50

Less accessories . .
West of the Rochies,

AHINT quicetly given to the Right
Party is likely to bring you this
royal gift It’s worth trying!

When you're ourt together, lead che
way so it takes you past che store
where KENNEDY Receivers are on dis-
play If you show interest in one, the
dealer will demonstrate it Once a
KenNEDY 1s heard, there is sure to be
a strong recommendation to Santa to
bring chac sct on Christmas Eve

MODEL V, threc wwbes Oneof
themost popularmodels Forty-
five degrec angle pancl, a Ken-
nedy featute, 1» convement for
tuming Each scscon has s
own dial scuing and 13 always
found at that pownt Onc dual
<ontrols tuning, the orher teg-
ulaies volume Non-tadiating

Less Accessonies $838 78

ool Rate PP T

The Kennepy tone quality issuperb,

THE COLIN B KENNEDY COMPANY

THE SATURDAY EVENING FPOST

Santa to bring '
you a
KENNEDY/|
\ Puryary @Jam = v

full rounded, musically pure reproduc-
tion of any program wichin a good long
range No hollow tones or distortion,
No fussing or fishing for sttions.
Simply turnone dial roacertain point, ©
and chere s the station you want.

MODELXV _fivecubes Super

o~ sclecriet long 1ange radio lc- .
ey model Trcuts Full page advertisement

N B # Santa—Noching will bring 4 lamily ;":""‘E,h'“‘ &
more hours of keen delight than a Kenneny G ot o -/ 1
It keeps young lotks home and older talks m’:;{:é'-;‘\fol‘usw con b con ﬂppfﬂ) ”Ig m
happy KennEDy modcls arc so troublcproof ~— ‘rolled Nantsdunrg . ;
that even a mechanical enthusiast can find  Less Accessories . $142 30 Tbe Sﬂtlﬁdﬂ_)’ El/eﬂl’lg Po.ff
nothing to fmprove e e of December 6th

Sainst Lo uili

“ C/MC/VHI Ch?’lS tin[lS ”~ your best salesman

T will be a radio Christmas —no doubt

about that. As a2 Kennedy dealer you will
have the opportunity to make a December
radio sales record that will stretch the dials
of your cash register.

With Kennedy receivers in the window,
Kennedy demonstrations going on inside,
and Kennedy -advertising suggesting to the
readers of national magazines that a Kennedy
makes a wonderful gift, you can roll up a
highly satisfactory sales record.

Most of your December Kennedy sales will
multiply themselves in later months. For it
is 2 well known fact that Kennedy owners
become so enthusiastic that they call their

friends in to listen and urge them to buy.
Like Santa Claus, they become your unpaid
salesmen.

This extract from a letter written by E. W.
Stevenson, of Baltimore, is typical of the
way Kennedy owners feel toward their sets:

“Some of our friends who had sets of their
own had never listened to such brilliant recep-
tion. Three have bought your sets after listen-
ing to my instrument and I do not besitate
to recommend it to any one.”’

There is st1ll time tocash 1n on this Christmas
buying. Mail the coupon today.

Tue CoLin B. KENNEDY COMPANY, Saint Louis

THE COLIN B. KENNEDY (fOMPANY, Saint Louis: I am interested in a Kennedy dealership. Please send me particulars.

My name Firm name

Business

Street address City.

State

o720-18
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Collection System That Really Operates

Is Leniency or Sternness Most Effective in Securing Money When
Due—The Starr & Moss Co. Found Out and Changed Its System

Does it pay the talking machine dealer to be
lenient with his customers in the matter of col-
lections? Or are stern methods the most effi-
cient in securing money when due? Too much
leniency in permitting instalments to lapse be-
vond the date set for the payment as provided
in the contract is a serious mistake, according
to Harry S. Somers, who owns and operates the
talking machine department of the Starr & Moss
Co., Philadelphia, and who has experimented
with both methods.

“Our policy regarding collections was to tem-
porize with customers, and when payments fell
behind, as they often did, we wrote the usual
wishy-washy missives sometimes erroneously
called ‘collection letters,” ” said Mr. Somers. “In-
stead of bringing the delinquents to terms this
policy encourages delays. This was especially
noticeable in cases with patrons who had sinall
incomes. These people paid their most in-
sistent creditors and because we were lenient
we had to wait.

Insistency Pays

“These experiences continued until we in-
stalled a collection system which is constantly
bringing to the attention of the customers that
we expect payments to be made as per the terms
of the contract. This system is simple and
inexpensive, and consists of the sending out of
three briefly worded forms. These usually bring
in the money, but if the third fails a personal
cflort is made to collect. If the customer can-
not give some reason for permitting the pay
ment to slide which is acceptable to us and still
refuses to pay at least part of what is due we
take steps to repossess the instrument without
delay.

90 Per Cent Return in Collections

“A few days before the money is due we send

to our customers the following reminder printed

on a form about the size of a post card:

This is just a little reminder that payment of $......
is due on the ......, according to your agreement on......
Many thanks in advance for your prompt response. Your
balance is $...... Starr & Moss Co.

“This form usually results in bringing in up-
wards of 90 per cent of the money outstanding
on the date due,” said Mr. Somers, “but in the

rare cases where it fails of its purpose, we send
out the second notice printed on a different
color paper.” The second notice reads as fol-
lows:

You no doubt forgot all about the payment of $......
on the ...... , which was due....... But we know you
will gladly start it forward on receipt of this notice. Thank
you. Your balance is $....... Starr & Moss Co.

This notice is mailed to the customers three
or four days after the date on which the money

payments when due is evidenced by the regu-
larity with which payments are made.
Simple File System

Another great advantage of this form of col-
lection is that it savcs considerable time and
money. The forms are printed in quantity, thus
saving time usually lost in writing personal let-
ters. The first form is printed on yellow paper,
the second on pink and the third is printed on

a buff colored paper.

NOM e B A card system is
"'f‘ S employed to keep
Ak He. Nat Prics L=t Dy track of customers.
This card is repro-

JAN FEB MAR APR MAY JUN JUL AUG SEPT ocT BALANCE .
T A duced herewith to
i illustrate how simple
it is for a dealer to
S . have all the infor-

Where Empleyed

mation he needs re-

Agen? of Property

‘ garding his cus-

Lify lnswrance

tomer at his finger

tips. These cards

are placed in an

alphabetically ar-

ranged file and as

Sold By

O soon as the first
notice has been
mailed the second

A File Card Which Simplifies Bookkeeping

is due, and if this, too, fails to bring the cus-
tomer to terms, the following and last written

request for payment is made:

The time-payment plan has been arranged for vour con-
venience, but when the instalments are not paid promptly
it upsets all our calculations. Won’'t you, therefore, kindly
<tart a remittance forward to us at once, covering the
...... instalment on the ...... , which was due on ...... )
and greatly oblige, StARR & Moss Co.

It will be seen at a glance that in all cases
the Starr & Moss Co. assumes that payment
will be made without delay, and this is the
reason for the effectiveness of these forms, ac-
cording to Mr. Somers. No lengthy period of
time is allowed to elapse between sending out
the notices, and this has the effect of impress-
ing on customers the company’s determination
to secure payment, and that they realize that
the company is firm in its intention to secure

THE

up to and including 10 ch size.
high, giving a clear true reproduction,
and their parents.

A Child’s Phonograph to Retail for $5
Unlike “The Piper’s Son,” The Genola will play anything—in the way of flat records

It is a real talking machine n every way, 7Y% inches
and appealing in the strongest way to children

Order Now for the Christmas Trade
THE GENERAL PHONOGRAPH MFG. CO.

“Tom, Tom, the Piper’s son,
Learned to play when he was
young,
But the only tune that he could play
Was ‘Over the Hills and Far

s 93

Away’.

ELYRIA, OHIO

notice is placed in
front of the customer's card in the file. When
the first notice fails to bring results the pink one
is taken from the file and mailed and the third
one is then placed before the customer’s card.
The company’s bookkeeper goes over this file
each morning and it takes but a few minutes
each day to mail the necessary forms.

White Music Shops Cash in
on Danbury Fair Exhibit

Victor Line Featured by Leading Danbury,
Conn., Music House—Many Sales Resulted

DanNBury, CoNN., November 7—The White
Music Shops, Inc., of this city, made an unusual
and imposing display at the Great Danbury Fair
held in October. This great Autumnal exposi-
tion, one of the largest in the country, attracts
thousands, and the \Vhite Music Shops, being
the largest exhibitors in the main building, had
an unusual opportunity for the display and
demonstration of their varied line.

The outstanding feature of the exhibit this
vear was a full line of Victrolas. These instru-
ments, many of them the distinctive new models
in the beautiful two-tone finish of ‘the various
woods, elicited the admiration of hundreds of
visitors,

The various models designed for the installa-
tion of radio panels created a great amount of
interest and a large number of inquiries were
forthcoming regarding the Victrola-radio com-
bination. The \White Music Shops’ booth did
a brisk and satisfactory business in the sale of
Vietor records, and orders for Victrolas were
taken and delivered from thc exposition.

This live house has an exccptionally attractive
storc, which has rccently been cularged and
redecorated, adjacent to thic Empress Theatre
on Main strect, where Victor products and otler
lines of musical merchandise are fcatured.

Corry Music Store Opened

A new music shop, known as the Corry
Music Store, was recently opened on East Main
strect, Corry, Pa. A full line of talking ma-
chines, pianos and shect music is being car-

ricd. A. R. Graham is sales manager.
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Outstanding Merchants
Everywhere

Sell The CHENEY

Lyon & Healy, Inc.
Chicago
Henry F. Miller & Sons Piano Co.
Boston
John Wanamaker
ew Yor
Strawbridge & Clothier
Philadelphia
Buescher’s Music Co.
Cleveland
J. L. Hudson Co.
Detroit
Cable Piano Co.
Detroit and branches
Pearson Piano Co.
Indianapolis and branches
Foster & Waldo Co.
Minneapolis
The Emporium, Inc.
San Francisco
Barker Brothers
Los Angeles
G. F. Johnson Piano Co.
Portland, Ore.

Cheney National advertisements
are appearing in The Saturday
Evening Post—creating profits fcr
dealers who handle the Cheney
line

The Cheney line embraces a
wide range of upright, console
and wall cabinet De Luxe
models, as well as a number of
radio combination modelsboth
equipped with. or adapted for
radio installation. The CAR-

LYLE below, is a
remarkable value at $ 13 5

The Master Phonograph

This advertisement appeared in the
November 8th Saturday Evening Post

The first advertisement in this Na-
tional Series appeared in the Septem-
ber 20th issue. Now the second
follows—at an interval so short that
the merits of The Cheney are held
continuously in the minds of your
phonograph prospects.

This advertising brings home the very
real superiorities of The Cheney.
And by suggesting certain compari-
sons on specific records In your store
immediate business is generated.

The Cheney franchise was already of
definite value in every community.
For years it has been a profitable line
with the more successful stores. Now
this franchise is an asset of even
greater value.

Our stocks are full at present but
dealers who look forward to adding
The Cheney to increase their phono-
graph volume should let us know im-
mediately, to insure complete selec-
tions for holiday trade.

THE CHENEY TALKING MACHINE COMPANY — CHICAGO

The Cheney is made complele in our own faclories in Grand Rapids, Michigan
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Xrthur Bergh in Important
Post With Columbia Co.

Appointed Director of Recording Laboratories
to Succeed R. F. Bolton, Resigned

W. C. Fuhri, vice-president of the Columbia
Phonograph Co., Inc, announced a few days
ago the appointment of Arthur Bergh as direc-
tor of the company’s
recording laboratories
with headquarters at
the executive offices,
1819 Broadway, New
York. MMr. Bergh, who
assumes his new duties
to-day (November 13),
succeeds R. F. Bolton,
who has resigned from
the Columbia organiza-
tion and whose plans
will be announced
shortly. Mr. Bergh needs no introduction to
the talking machine trade throughout the
ountry as he is a pioneer in the record in-
dustry. For the past year he has been general
manager of the recording laboratories of the
General Phonograph Corp.,, New York, and
previously was associated with several prom-
inent recording laboratories in the capacity of
general manager.

In addition to his other activities, Mr. Bergh
has spent quite some time 1n research work in the
recording field, both here and abroad, and be-
sides possessing an intimate knowledge of the
technical phases of the recording laboratory, he
is a musician of cxceptional ability and note-
worthy accomplishment. His appointment as
general manager of the Columbia recording
laboratories will be welcome news to Columbia
dealers everywhere, for Mr. Bergh has won the
esteem of the entire industry through his ca-
pability and thorough familiarity with the re-
cording field.

Arthur Bergh

M. Price Enters Business
With A. J. Cunningham

Resigns as Manager of Landay’s Fifth Avenue,
New York, Store—To Operate in Newark

AL. Price, for the past six months manager of
the Landay Bros. store at 433 Fifth avenue,
New York, and prior to that manager of the
Newark branch of the same concern, recently
resigned to enter business for himself. He has
joined forces with A. J. Cunningham, who owns
and operates a music store at 53 South Orange
avenue, South Orange, N. J,, and they will oper-
ate a complete music store at 3 Belmont avenue,
Newark, N. J.

The new establishment will be known as A. J.
Cunningham, Inc, and a complete line of Vie-
trolas and other makes of talking machines will
be carried, in addition to radio apparatus,
pianos, musical merchandise, sheet music and

Aeolian Co. Announces Vocalion Record
Series of Beethoven’s Ninth Symphony

Seven Records Made by the New Symphony O rchestra of Berlin Under the Direction of Bruno
Seidler Winkler, Famous European Conductor, Represent a Notable Achievement in Recording

A notable contribution to phonograph record
libraries of the day has been announced by the
Aeolian Co. in its November release of a com-
plete Vocalion record series of Beethoven’'s
Ninth Symphony, played by the new symphony
orchestra of Berlin under the direction of the
noted European conductor, Bruno Seidler-
Winkler, and including in the third and fourth
movements of the symphony the splendid choral
work of the Berlin National Opera Chorus and
a quartet of well-known European soloists.

Only once or twice before have recording ex-
perts attempted the recording of the full Ninth
Symphony, for it represents an undertaking
little short of prodigious, and requires in this
particular case a full set of seven records to
carry the entire work. All the recording was
done in .Europe and each of the records is
double-faced.

It is believed that the Ninth Symphony in
record form will prove of tremendous interest to
thousands of musicians and music students
throughout the United States who devote much
time to the study and enjoyment of symphony
music, and should open the way for other re-
cording work along this line calculated to bring
the great symphonies within the reach of music
lovers.

The reproduction of the instruments in the
New Symphony Orchestra’s playing of this
great work is most impressive. Altogether the
Beethoven Vocalion record series of the Ninth
Symphony is one of the most noteworthy addi-
tions to recorded music of the classics that have
been announced to the trade in years. The
Aeolian Co. has the exclusive presentation of
these records in this country, and, undoubtedly,
they will be tremendously popular.

player rolls. As both Mr. Price and Mr, Cun-
ningham possess a wealth of experience in the
retailing of musical instruments and as both
have a large following throughout Newark and
the surrounding territory, the venture should be
a decided success.

R. B. Norton Now With J.
W. Jones Radio Mfg. Co.

Will Be in Charge of Company’s Chicago Office
—N. G. Humphrey Also an Associate

Colonel S. H. Mapes, assistant to the presi-
dent and general sales manager of the Joseph
W. Jones Radio Mfg. Co., New York, an-
nounced recently that R. B. Norton, formerly
associated with the Federal Telephone Mfg. Co.,
had joined the company’s staff and would be in
charge of its Chicago office. The Joseph W.
Jones Radio Mfg. Co. is making rapid progress
in the development of its manufacturing and
merchandising plans, and ofhces have been
opened in Chicago in order to take care of thc
requirements of the Middle \Western trade.

N. G. Humphrey, formerly a member of the
engineering staff of the Federal Telephone Mfg.
Co., is now associated with the Joseph W. Jones
Radio Mfg. Co. in an important engineering
capacity. Mr. Humphrey is well known in en-
gineering circles, and has specialized on the
inventive and technical phases of radio con-
struction. °

Brook Mays Co., Brunswick dealer, Shreve-
port, La., suffered considerable damage by fire
of undetermined origin, shortly before midnight
on QOctober 24. This dealer is now in search
of and planning for larger and finer quarters.

Owens & Beers Form
Separate Corporations

Prominent Talking Machine Firm to Operate
Separately in New York and Brooklyn

The talking machine firm of Owens & Beers,
which has served the music-loving public for
a great many years at 81 Chambers street, New
York, and 1074 Flatbush avenue, Brooklyn, N.
Y., was recently dissolved and each store will
be a separate corporation. The New York store
will be known as A. J. Beers, Inc.,, having re-
cently been incorporated at Albany with a cap-
ital stock of sixty-six shares of common stock
of no par value. The incorporators are A. J.
Beers, J. T. Owens and C. J. O'Donoghue. The
Brooklyn establishment will in the future be
known as J. T. Owens, Inc, having recently
been incorporated to deal in talking machines
with a capital stock of 134 shares of common
stock of no par value. The incorporators are
J. T. Owens, V. H. J. Beers and C. J. O’Dono-
ghue, all well known to the trade.

New Lines for Musical
Instrument Sales Co.

The Musical Instrument Sales Co., of New
York City, well-known Victor wholesaler, which
recently acquired the distribution rights for
Federal radio products, has now been ap-
pointed jobber for Eveready and Philco bat-
teries and supplementary products. This dis-
tributing organization is mow in a position to
extend exceptional service to talking machine
dealers interested in radio panels, complete
radio outfits and other radio adjuncts.

NEW PORTABLE ALBUM

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

National Record Albums
Good Albums

Nationally known because they

give real satisfaction.

They require less selling effort.
Made to contain all makes of
disc records including Edison.

Whrite for our list of 1924

styles and prices

THE{PERFECT PLAN




7%5 Ybnth Anmversar/

,4

9o Heineman Molors

7]te géneml Phonograph Corporation

25 West 452 5t, New York .N.Y.
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Helneman Motors™

ON December 4, 1914, Otto Heineman, as predecessor of the General Phono-
graph Corporation, started a small office, about 15 ft. x 15 ft., at 45 Broad-
way, New York City.

The phonograph industry at that ume was flourishing, but the business was
in the hands of only a few companies who had been the leaders in the phonograph
industry ever since the invention of the phonograph. The reason for this was
the patent situation which made it impossible for others to go into this big industry.
But patents only run seventeen years and the famous Berliner patent expired at the
beginning of 1914, just prior to the opening of the office of the company.

It was a big task to induce piano and furniture manufacturers to make phono-
graphs. We received always the same replv—"“You will not be able to produce
the same sound with vyour mechanical equipment as these leaders in the industry.”
Only thru very consistent work was it possible to convince hundreds of our largest
furniture and piano manufacturers that it would be profitable to manufacture
phonographs; they have done so very successfully since that time.

A great independent phonograph industry has developed since 1914 and we
believe that we are at least partly responsible for this development.

In the early beginning we imported a few motors from Switzerland, but we
could see immediately that this was commercially impossible and impracticable.
We then made a contract with Garford Mfg. Co. of Elyria, Ohio, to manufac-
ture motors for us. In 1919 we acquired this company, which is now known as
The General Phonograph Mfg. Co. We claim that this factory today is the most
efficient motor factory and many millions of motors that have been manufactured
there are in use 1in millions of phonographs throughout the United States and
abroad today.

We made our slogan the first day we started—to make a Motor of Quality;
we made our watchword the first dayv—Service and Efficiency, and on this, our
10th anniversary, we know that we have lived up to these high standards.

Besides motors, we also manufacture the well known OKeH-
Odeon records and the famous Dean needles and we take this
opportunity to thank the jobbers and dealers for their most im-

portant part in helping us to develop these two branches of
our business.

We are publishing herewith our complete motor catalog
and we hope that this catalog will be of good use to our

friends.
it Fovsesn——

President.
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506 Felt Oil Retainer 6239 Double Spring Barrel
Assembly

1521 Retainer for Felt Oil Re-
tainer

2472 Screw for  attaching
Pointer Adjuster Plate
to Pointer

2558 Screw for attaching Gov-
ernor Spring

5003 Governor Shaft
5204 Governor Collar

6242 Spring = Barrel Cup
(Holes in flange tapped)

6246 Turntable Shaft Thrust
Ball
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5391 Governor Set Screw e - 10336 9236 2758 6264 \Vinding Shaft

6266 Turntable Shaft
6272 Motor Frame
9234 Governor Spring \Vasher

9236 Pin wused in \Vinding
Shaft

5654 Governor Spring and
Weight

5829 Spring Retainer

5871 Screw for attaching
Pointer to Speed Regu-
lator Cam Post

5949 Governor Complete
5962 Pointer Adjuster Plate

6011 Governor Dearing Set
Screw

6013 \Vasher used undcr No.

9749 Spring Barrel Screw
9784 Ratchet Wheel

9786 Pawl Guide

9788 Pawl

9789 Governor Bearing

6234 ‘

2472 Screw .
. -9 .
6104 Spring Barrel Driving K 9803 IS)CTCW for  attaching
Gear @ ‘g )ﬁ awl
6227 Speed Regulator Post . : ' 9831 Main Spring
. 506 1521 93833 Spri i
6231 Spring Barrel Winding 8 pring Cup (Holes in
Gear t T 3 flange not tapped)
6232 Spring Barrel Shaft 9846 Governor Bearing Re:
9749211‘166254 tainer

10317 Cotter Pin

10334 Small Metal \Washer -used
on \Winding Shaft

10336 Coil Spring used on
Winding Shaft

6233 Spring Barrel Sleeve
6234 Spring Barrel Sleeve
6236 Spring Barrel Sleeve

6238 Single Spring Barrel As-
sembly

ACCESSORIES

Gold
Standard straight edge felt-covered 127 Turntable..............occvueeaneancans 9662 10277 Escutcheon—Complete Nickel Gold
Okeh sloping edge velvet-covered 127 Turntable............ . 5564 5747 ST T F T (s g 28739030000 hagaanonon [ acnadeanaqdooadd bed 5020 5025

Brake used' with straight edge Turntable... 9109 10079 Rubber Mountinz \Washer

Brake used withh sloping edge Turntable 5707 5746 S

Speed Regulator IPointer 5437 5694 Steel Mounting Washor ... it et e e e s

Speed Rtegulator Dial.. 283 6284

Wood Screw for atttach ed Regulator Dial. 6287 6¥e” .
Iscutcheon—>Metal ONlY . ...vceieeeaninuunnnnacaneanns n 5012 5% 5964
ESCULCHEON—IPIDE® ODLY .. v e e et eoecaaeae s aasanseasanssass seaneeraaaseases 147 gi?g




Ve

Capacity
4 to 434 average 107
or 3 average 12” rec-
ords (ome side) with
one winding.

Accessories
Standard straight edge
12” felt-covered
turntable.
Winding handle,
escutcheon and

brake.
Arrow pointer and
dial.

Suspension bolts and
washers.

Okeh sloping edge vel-
vet covered 127
turntable can be
supplied at an extra
charge, if desired.

Part No. Description

246 Screw for
Spring Barrel
Gear to Hub

506 Felt Oil Retainer

1521 Retainer for Felt Oil Re-

attaching
Driving

tainer

2472 Screw for attaching
Pointer Adjuster Plate
to Pointer

2358 Screw for attaching Gov-
ernor Springs

5003 Governor Shaft
5204 Governor Collar
5207 Governor Disc

5248 Large Steel Washer used
on Winding Shaft

5254 Fibre Washer used on
Winding Shaft

5391 Governor Set Screw

5654 Governor Spring and
Weight

5829 Spring Retainer

5871 Screw for attaching
Pointer to Specd Reg-
ulator Cam Post

5949 Governor Complete
5962 Pointer Adjuster Plate

6011 Governor Bearing Set
Screw

6013 \Washer used under No.
2472 Screw

6104 Spring Barrel
Gear

6219 Spring Barrel Hub
6227 Speed Regulator Post

6231 Spring Barrel Winding
Gear

6232 Spring Barrel Shaft
6233 Spring Barrel Sleeve
6236 Spring Barrel Sleevc

6239 Double Spring Parrel As-
sembly

Driving

\&

For Highest Grade Phonographs

2963 4 9809 E ]
9804 8
O @ ¢ RO = ——— =
5437
~Ok5 seliz 6283
Lh

&w‘ﬁ!ﬂl’m.e-ow‘i u

6266 6227 5962 6249 6011. 9236 2;7 6246 1 5871

a
STY . ..

5207 5204 9234
814 97892558 5391

O&OOOM«,“? Qued

9784 9786 5254 5248 10334 610317 f 980" 9788

5003 5654

E
=
a
-3
g

LLLLL
6264

OO

506 1521

T 79
9749 4 6254
246

Speed Reilator Yolater..
Spoed  Itegulntor IMal.

Wood 8Screw for ll!uchlnx R
Escutchcon—Metal only
Escutcheon—Fihre only

Standard stralght edge felt-covered 127 Turntable
Okeh sloping edge velvet cosered 12” Turntable.
Birake used with straight edge Turdtable.
Brake usced with sloping edge Tumtable..

ACCESSORIES
L’art No.

Nichel Gold

i3 10277 Escutchcon—Complete
136?:1 Motor Mounting Screw
5746 Rubber Mounting Washer
ey Steel Mounting Warher, ..
6284 Wmdmo Hamlhs
G287 63”7 long (inslde of bend to clud)
5013 5% ” loug (inside of bend 1o end) .

4%4” long (inslde of bLend to end)

HEINEMAN N255 OTOR 2 SPRINGS

Type
Double-worm
drive.
Vertical springs (2).
Arrow pointer and
dial speed regula-
tor.

direct

Qualities
Absolutely uniform
speed.
Very quiet running.
Very quiet winding.
A splendid puller.
Very simple and dur-
able construction.

N
Part No. Description
6242 Spring Barrel Cup

6246

6249
6251

6254
6256

6261
6262
6264
6266
6272
9234
9236

9749
9784
9786
9788
9789
9803

9831
9833

9846

10317
10334

10336

(Holes in flange tapped)
Turntable Shaft Thrust
Ball

Speed Regulator Lever

Speed  Regulator Ten-
sion Spring

Set Screw for
Barrel Shaft

Screw for attaching Geat
to Turntable Shaft

Turntable Shaft Gear
Spring Barrel Spacer
Winding Shaft
Turntable Shaft

Motor Frame

Governor Spring Washer
Pin used in Winding
Shaft

Spring Barrel Serew
Ratchet \Wheel

Pawl Guide

Pawl

Governor Bearing
Screw for attaching
Pawl

Main Spring

Spring Cup (Holes in
flange not tapped)
Governor Bearing Re-
tainer

Cotter Pin

Small Metal Washer nsed
on Winding Shaft

Coil Spring used on
Winding Shaft

Spring

Nickel  Gold
. 5020 6025

5964
8164
6474




Canpaeity

6 to 7 average 10” or
5 average 12” records
(one side)
winding.

with one

HEIN EMAN N°44 SPECIAL M()TOR

12

416

2472

2558

5003
5129
5204
5207
5248

5252

5254

5283

5391
5526

5529

5562

5654

5661

5693

5696
5699
5723

5724

5732

Standard straight edge felt-covered 12” Turntable.
Okeh sloping edge velvet-covered 12”7 Tumtable
Brake used with straight edge Turntable.
Brake used with sloping edge Turntable..
Speed Regulator Pointer
Speed Regulator Dial.,..

Standard straight edge

turntable.
Winding handle,

escutcheon and
bhrake.

Arrow pointer and
dial.

Suspension bolts and

washers.

Okeh sloping edge vel-
vet covered 12”7
turntable
supplied at an extra
charge, if desired.

Part. No.

Accessories

felt-covered

can  be

Description

8/32 Screw for attaching
No. 6097 to Motor Frame

Screw for  attaching
Pointer Adjuster Plate
to Pointer

Screw for attaching Gov-
ernor Springs

Governor Shaft
Spring Barrel Screw
Governor Collar
Governor Disc

Large Steel Washer used
on Winding Shaft

Felt Oil Retainer used
around Turntable Shaft
Fibre Washer
Winding Shaft
Retainer for Felt Oil Re-
tainer

Governor Set Screw

Intermediate Gear Thrust
Bearing

Speed Regulator Tension
Spring

Winding Shaft

used on

5608BE Motor Frame only
5609BE Bottom plate only

Governor Spring and
Weight

Special Screw for attach-
ing No. 6097 to Motor
Frame

Intermediate \WVinding
Shaft and Gear

Turntable Shaft
Spring Darrel Complete

Upper Barrel
Spacer

Spacer used between
Spring Cups

Spring Barrel
Gear

Upper Spring Cup

Spring

Winding

Escutcheon—Metal only ..

Escutcheon—Fibre only

9829

Q00

5724 5723 9g12

5019 ;612 5437
5492
q
. & U T T
55’29 5472 6013 5962 5661 _ 416 6092 6097 ‘
é o N
"F [—— o i
5207 5204 4 9789 4 52344 5003 e
9846 2558 5391 5654 g
§
| &2 © °>
(]
| B 0000 w_ _ ¢ Qued
9784 9786 5254 5248 4 sso1r { 10317 4 gg03 ¥
. 10334 10336 9236 ©
“4'."'""»-.'

1
ol r—— o

I 7

6011 6012

P AL

5737

Part. No

5737
5742

5801

5871

6013

6092
6097

9234
9236

9784
9786
9788
9789
9803

9812

9829
9831
9846

10069

10317
10334

10336

s 5742
! — .
p————
ACCESSORIES
Part No =
Nicke} Gold
_____________________ 9662 10277 Escutcheon—Complete .......oueiitiiniiiiniiinienennnennnnnnns
o 5564 5747 Motor Mounting Serew .... o
9409 10079 Itubber Mounting Washer. .
5707 5746 Steel Mounting Washer
5437 5694
6492 6493 64" long (inside of bend to end)
5012 5013 6%” Long (inside of bend to end)
5019 434" Long (inside of bend to end)

Horizontal springs
2), 17 feet by
13/16 inches.

Arrow pointer and
dial speed regulator.

Worm drive with in-
termediate gear.

All gleaxjs are milled,
including  winding

gears.

Qualities
Absolutely uniform
speed.

Quiet running.

Quiet winding.

Splendid pulling power
and capacity.

Very simple and dur-

able construction.

Description
Spring Barre! Shaft

Motor Frame with Bot-
tom Plate

Fibre Spacer used on
Winding Shaft

Screw for attaching

Pointer to Speed Regu-
lator Cam Post

Screw for attaching No.
5526 to Frame

Lower Spring Cup
Governor Complete
Pointer Adjuster Plate

Governor Bearing Set
Screw
Screw for attaching Lot-

tom Plate

Washer used under No.
2472 Screw

Speed Regulator Lever

Speed Regulator Cam
Post Assembly

Governor Spring Washer

Pin used in Winding
Shaft

Ratchet \Wheel

Pawl Guide

Pawl

Governor Bearing
Screw for attaching
Pawl

Lower Spring Barrel
Spacer

Intermediate Gear
Main Spring

Governor Bearing Re-
tainer
Spring Barrel Driving
Gear

Cotter Pin

Small Metal Washer used
on Winding Shaft

Coil Spring wused on

Winding Shaft




e

Stagdard straight edge
12"

turntable.
Winding handle,

brake.

Arrow  pointer amd
dial.

Suspension bolts and
washers.

Okeh sloping edge vel-
vet covered 12”7
turntable

supplied at an extra

charge, if desired.

Capacity

4 to 417 average 107
or 3 average 12” rec-
ords (one side) with
one winding

\¢cesasories

felt-covered

scutcheon and

can  be

Part No. Description
416 8/32 Screw for attaching
No. 6097 to Motor Frame
2472 Screw for attaching
Pointer Adjuster Plate to
Pointer
2558 Screw for attaching Gov-
ernor Springs
5003 Governor Shaft
5027 Upper Spring Barrel
Spacer
5204 Governor Collar
5207 Governor Disc
5248 Large Steel Washer used
on Winding Shaft
5252 Felt Oil Retainer used
around Turntable Shaft
5254 Fibre Washer used on
Winding Shaft
5283 Retainer for Felt Oil Re-
tainer
5391 Governor Set Screw
5521 Lower Spring DBarrel
Spacer
5522 Spacer used between
Spring Cups
§526 Intermediate Gear Thrust
Dearing
5529 Speed Regulator Tension
Spring
5534 Spring Barrel Shaft
5536 Lower Spring Cup
5537 Spring Barrel Complete
5548 Spring DBarrel Winding
Gear
S556BE Motor Frame only
53557BE Bottom Plate only
5562 Winding Shaft
5601 Intermediate Winding
Shaft and Gear
5607 Motor Frame with Bot-
tom Plate
5654 Governor Spring and
Weight

Lelvet-coviored
Rexulator Polute

niy

Tarntubl
Turntable.. ...,

HEINEMAN N? 77 SPECIAL M OTOR

N

Type
Horiz3ntal springs
(2).

Arrow pointer and
dial speed regulator

Worm drive with in-
termediate gear.

All %c rs are milled,

including  winding
gears..
Qualities

Absolutely uniform
speed.
Quiet running.

Quiet winding.
Splendid pulling pow-
er and capacity.
Very simfpiz and dur-
able construction.

5019 5012

6492

5536

5872 5526 5283 5252

6013

9789

5962 5661 5871 416

\ ]

2558 4 5391

9234

5254
5248

9406

55122

TEOOOOO?OT

6011

5027

0 O Egw aos=—>"

6092

5003

@@OOO\M’ LI

10334

10336 10317 4
5801 9236

5521 5933 9934

Part No.
5661

Description

Special Serew for attach-
ing No. 6097 to Motor

Frame

5801 Fibre Spacer used on
Winding Shaft

5871 Screw for attaching

Pointer to Speed Regu-
lator Cam Post

Screw for attaching No.
5526 to Frame

Spring Barrel Screw

5872
5933

5949 Governor Complete

5962 Pointer Adjuster Plate

6011 Governor Bearing Set
Screw

6012 Screw for attaching Bot-
tom Plate

6013 Washer used under No.

2472 Screw
Speed Regulator Lever

Speed Regulator Cam
Post Assembly

Governor Spring \Washer

6092
6097

9234

. 923¢ Pin used in winding
Shaft

SECS 9788 9402 Spring Barrel Driving
Gear

9406
9764
9774
9734
9786

Upper Spring Cup
Main Spring
Intermediate Gear
Ratcliet \Wheel
Pawl Guide

9788 Pawl
9789 Governor Bearing
9799 Turntable Shaft
9803 Screw for attaching
Pawl
r ! 9846 Governor Bearing Re-
T tainer
9934 Spring Barrel Nut
10317 Cotter Pin
10334 Small Metal Washer used
? on \Winding Shaft
6012 10336 Coil Spring used on
Winding Shaft.

Ntandard straight cdge felt-eoveredd 12 Tumntable
Okelt sloping  wilge
Llirake used with straight ielge
Srake uaed witle sloping odee
Npecd
Npevd Regulator 1hal
Escutcheon—Xletal  anly
“MNb

12 Turntahle.,

I'art No
Nickel
. LONG2
5A61

Cold
10277

ACCESSORIES

. Tart No.
Excutchean—Complete .\l.';clg(‘:‘é ?Sl‘g
Motor Mounting Serew ..., 2063 i
Rubber Mounting Washer .. ‘-180{
Steel Mounting Washer ‘:ISM
Winding H
G5 Loug (uside of bend 10 endd...o.e.en.... aandlu ................ 5963 5884
Bhr Tons (heide o pend 10 efid).unnne 8 Bics

i80” Long Unwils o el

Loug (nside of bend to end)
sl

e




Capacity
4 to 4V4 average 107
or 3 average 12”7 rec
ords (one side) with
one winding.

Accessories

Standard straight edge
12”7 felt-covered
turntable.

winding handle,
escutcheon, and

brake.

Arrow pointer and
dial.

Suspension bolts and
washers.

Okeh sloping edge
velvet covered 12”7
turntable c¢an be

supplied at an extra
charge, if desired.

i

— 0 O

2k 9804 9809

Part No. Description

416 8/32 Screw for attaching
No. 6097 to Motor Frame

Screw for
Pointer Adjuster
to Pointer

5019 5012 6492

%

9799

attaching

2472
Plate

2558 Screw for attaching Gov-
ernor Springs

5003 Governor Shaft

5026 Lower Spring Barrel
Spacer

5027 Upper Spring Barrel
Spacer

5204 Governor Collar

5207 Governor Disc

5248 Large Steel Washer used
on VWinding Shaft

5252 Felt Oil Retainer used
around Turntable Shaft

5254 Fibre \Washer used on

Winding Shaft
5269BE Bottom Plate only

5283 Retainer for Felt Oil Re-
tainer

Governor Set Screw
Speed Regulator Tension

9786 5254 5248

5391
5529

Spring
5654 Governor Spring and
Weight
5661 Special Screw for attach-
ing No. 6097 to Motor
Frame
5871 Screw for attaching
Pointer to Speed Regu-
lator Cam Post
5949 Governor Complete
5962 Pointer Adjuster Plate
6011 Governor Dearing Set <
Screw e \5 o @
6012 Screw for attaching Dot- 5083 5252 5027
tom Plate

5529 4 4
od,, 6013 5962 5661
1
T8 =..
5207 5204 9846 4 2558 4 5391
9789 9234
o
i [j) P

5963

p T

5871 416

l?(»@“i?&

6092

P

0

9806
0334

ad YLl

5003

W
10!36

LN

9404

— i
10317 9236 4
9803

) |

6011 6012

SO )
St

9788

No.
Gold
Standard straight edge felt covered 127 Tuintable 10277
Okeh sloping edge velvet covered 127 Tuintable ... 5747
Brake used with straight edge Turmtable ......... 1007y
Brake uged with sloping edge Turntable ................... 5746
Speed Regulator Yointer 5694
Spead Regulator Dial .............. 6495
5013

Escutcheon—Metal only
Escutcheon—Fibre only

ACCESSORIES

Liscutcheon—Complete
Motor Mounting Screw

Rubber
Steel

G ]/ﬁ ”
5%
B

Long (inside of bend to end)
l.ong {inside of bend to end)

Mounting Washer
Aounting Washer

Long {inside of bend to end) ...... Wmdnanandles

=

Part No.

6013

6028

6092
6097

9234
9236

9401

9402

9404
9406
9749
9753
9764

HEINEMAN N2 33 SPECIAL MOTOR

Type

Ho x;i z ontal springs

Arrow pointer and
dial speed regulator

Worm drive with in-
termediate gear.

Sprocket wind.

Qualities
Uniform speed.
Quiet running.

Good pulling
and capacity.

power

Simple and durable
construction.

Description

Washer used under No.
2472 Screw

Motor Frame with
tom Plate

Speed Regulator Lever
Cam

Bot-

Speed Regulator
Post Assembly

Governor Spring Washer

Pin used in Winding
Shaft
Spring Barrel Winding
Gear
Spring DBarrel Driving

Gear

Spring Barrel Complete
Spring Cup

Spring Barrel Screw
Spring Darrel Shaft
Main Spring

9763RBE Motor Frame only

9774
978
9786
9788
9789
9799
9803

9806
9346

9962
10317
10334

10336

Intermediate Gear
Ratchet Wheel
Pawl Guide

Pawl
Governor Bearing
Turntable Shaft

Screw for  attaching
Pawl

Winding Shaft Collar
Governor Bearing Re-
tainer

Winding Shaft
Cotter Pin

Small Metal Washer used
on Winding Shaft

Coil Spring used
Winding Shaft

on

Part No.
Gold
5025
5963 5954
6467 6469




3 average
average

(one side)
winding.

Standard straight edge
12”7 fe

turntable.

Winding handle,
escutcheon and
brake.

Arrow pointer and
dial.

Suspension bolts and
washers.

Okeh sloping edge
velvet - covered 127
turntable can  Dbe

supplied at an extra
charge, if desired.

Capacity

10”7 or 2
12”  records
with one

Accessories

1t-covered

A3 -
Part No. Description
6012 Screw for attaching Bot-
tom Plate
6013 Washer used under No.
2472 Screw
6014 Spring Barrel Screw
6092 Speed Regulator Lever
6097 Speed Regulator Cam
Post Assembly
6179 Winding Shaft (Long)
6187 Winding Shaft (Short)
9234 Governor Spring Washer
9236 Pm used in Winding
Shaft
9682 Intermediate Gear
9697 Spring Barrel Winding
Gear
9706 Spring Barrel Complete
9707 Main Spring
9708 Spring Barrel Driving
Gear
9716 Spring Barrel Shaft
9723 Upper Spring Cup
9724 Lower Spring Cup
9742 Lower Spring Barrel
Spacer
9743 Upper Spring Barrel
Spacer
9784 Ratchet \Wheel
9786 Pawl Guide
9738 Pawl
9789 Governor Bearing
9803 Screw for attaching Pawl
9846 Governor Bearing Re-
tainer
9924 Governor  Spring  and
Weigh.
10317 Cotter Pin
10334 Sinall Metal  Washer

uscd on Winding Shaft

HEINEMAN

i

.ﬂ“”":nl e r‘"

TOR
‘

Type
Horizontal springs
(2).

Arrow pointer and
dial speed regulator.

Worm drive with in-
termediate gear.

Sprocket wind.

Qualities

Heavy semi- -enclosed
casmg, giving splen-
did “‘eye-value.’

Uniform speed.
Quiet running,
Good pulling power.

Very strong and dur-
able in construction.

5207

QO O

9804 9809

5437

B e g Part No. Description
10336  Coil _Spring used on
Winding Shaft
416 8/32 Screw for attaching
‘H No. 6097 to Motor Frame
'; O JT 5 6092 2472 Screw for  attaching
5871 6013 4\6 5661 596 Pointer Adjuster Plate
2472 6097 to Pointer
2558 Screw for attaching Gov-
W . L-'»\ u ernor Springs
& 3 9234 ? = -—— ;7=eé 5003 Governor Shaft
5391 2558 9924 PESE 5004BE Motor Frame only

==

O oL &=

10334 5248 9784

Q0O

5801 5254 9786

3006BE Bottom Plate only

3034 Motor Frame with Bot-
tom Plate
3204 Governor Collar
9788 28CH 5207 Governor Disc
—_—D 5226 Governor Complete
10317
5248 Large Steel Washer used
NV\ g on Winding Shaft
10336 9236 §252 Felt Oil Retainer used

around Turntable Shaft

5254 Fibre Washer used on
Winding Shaft

5283 Retainer for Felt Oil Re-
tainer

5391 Governor Set Screw

5529 Speed Regulator Tension
Spring

5661 Special Screw for attach-
ing No. 6097 to Mlotor
Frame

5697 Turntatle Shait

5301 Fibre Spacer used on
Winding Shaft

5871 Screw for attaching
Pointer to Speed Regu-

60\4 i lator Cam Post
5283 9742 9743 60” 5962 Pointer Adjuster Plate
6011 Governor Bearing Set

Screw

RSEN;

standard strutgbt cdio [elt covered 127 Turntahie
Okell sloping edge velvet covered 127 Tumntable

Israke used with strulght edse
Liruke
Spredd tequlntor Poluler .
speed  Negututor  Dial
Ereutehron—>Metal  only
Kscutehvon —Kibre  only

Tarmntulle

used with sloping odge 'l‘urmnhh

agt N
g B

5019

ACCESSORIES

IO O I e e e {,.3“5'(\)5’{)

Motor mounting  Nerew 2065

Rubber monmting Washer .., LT 5‘\!3{‘

Stect mounting Washer T 9309
Wi les

.}'!{u:: Long (inslde of bend te wnd) . nding Handl G182

§%”  Loug (luxide of hend to wnd) vl

Long (inside of bend 10 end) | 6189




3 average 107
average
(one side)
winding.

Cuapacity
or 2

records
with one

127

6014
6092
6097

9234
9236

9682
9697

9706
9707
9708

9716
9723
9724
9742

9743

9784
9786
9788
9789
9803
9846

9924

10317
10334

10336

6179
6187
6109

Standard straight edge
12
turntable.

Winding
esc utcheon and

brake,

Arrow pointer and
dial.

Suspension bolts and
washers.

Okeh sloping edge
velvet covered 12”7
turntable can be

supplied at an extra
charge, if desired.

Part No.

WINDING SHAFTS

Accessories

” felt-covered

handle,

Description

Spring Barrel Screw

Speed Regulator Lever

Speed Regulator Cam
Post Assembly

Governor Spring Washer

Pin used in Winding
Shaft

Intermediate Gear

Spring Barrel Winding
Gear

Spring Barrel Complete.

Main Spring

Spring Barrel
Gear

Spring Barrel Shaft

Upper Spring Cup

Lower Spring Cup

Lower Spring
Spacer

Upper
Spacer

Ratchet Wheel

Pawl Guide

Pawl

Governor Bearing

Screw for attaching Pawl

Governor Bearing Re-
tainer

Governor
Weight

Cotter Pin

Small Metal Washer used
on Winding Shaft

Coil  Spring  used on
Winding Shaft

Winding

Barrel

Spring  Barrel

Spring and

Long—34” diameter
Short—34” diameter

Long—34” diameter (4”
at thread)

NS Sk444 Short—3£6” diameter

(%4” at thread)

Standard straight edge felt covered 107
Standard straight edge felt covered 12”7 Turntable
Okeh sloping edge velvet covered 12” Turntable
Brake used with straight edge Turntable
Brake used with sloping edge Turntable
Speed Regulator Pointer
Speed Regulator Dial ..
fiscutcheon—Metal only
Escutcheon—Fibre only
£scutcheon—Complete

Escutcheon—Complete for use with handle of 3/8” stock

L

. !
m LTSS RLLLA

ACCESSORIES
Part qNo.

Above handles used only with shafts 147

‘dlameter at thread.

Type
H orizontal springs
2

Arrow pointer and
dial speed regulator.

Worm drive with in-
termediate gear.

Sprocket wind.

Qualities
Uniform speed.
Quiet running.

Good pulling power.

Light in weight, but
strong and durable
in construction.

9804 9809
Part No. Description
416 8/32 Srew for attaching
No. 6097 to Motor
Frame
2472 Screw for attaching
H T @ Pointer  Adjuster
seo7 5871 4 g013 o 416 5661 5962 Plate to Pointer
P 59 2558 Screw for attaching Gov-
ernor Springs
Eﬁ 5003 Governor Shaft
5004 g gng : = =003 c P w1 -t — 5204 Governor Collar
5207 5391 2558 9924 9789  9ga6 5207 Governor Disc
5226 Governor Complete
5248 Large Steel Washer used
on Winding Shaft
‘ 5252 Felt Oil Retainer used
& S around Turntable Shaft
IREES, PRy 5254 TFibre Washer used on
‘ — Winding Shaft '
10317 5283 Retainer for Felt Oil Re-
0 @ {YV\ tainer
1 = Vg I 3¢ 9236 5391 Governor Set Screw
SEIr 2254 9786 103 5529 Speed Regulator Tension
Spring
5547 Motor Frame only
5661 Special Screw for attach-
ing No. 6097 to Motor
Frame
5567 Bottom Plate only
5697 Turntable Shaft
5741 Motor Frame with Bot-
tom Plate
¥ 5801 Fibre Spacer used on
4] | ] Winding Shaft
¥ 4 L - g
L 2 I'h., _ 5 5871 Screw for attaching
9724 9}‘?'# il T Pointer to Speed Reg-
9697 970 ulator Cam Post
5962 Pointer Adjuster Plate
6011 Governor Bearing Set
) Screw
6014 6012 Screw for attacliing Bot-
5252 5283 9742 9743 tom Plate
6013 Washer used under No.

2472 Screw

TUINLABIE . .vvvvevvunvooeeeasonoonnsasssorsnssas qggé Motor Mounting Screw ..... Part No.
.................. 9 MRl <lelolo Lol stiube e o e g R b oerih i o o 1410 o 6 e 0w e oo 2062
................. 5564 >%7 Long (inside of bend to pglindiuilan IS
...... 9409 5'14” Long (inside of bend to s:g;: g;{g” :tgglli e A I ] LTS el o Pt .on wori o pmows o, o Bwaih §emmr ¥ et
5707 17 Long (inside of bend to end), 9/16” stock ..
5437 Ahove handles used’ only with. . P R s CETEE PR
.. 6492 2%~ Long (inside of bend to end), 8/167 stock . ./, dameter at thiead

............ . 5012 4%~ Long (inside of bend to end). 8/16” stock - 465
----------------------- o b7 done linside of bend to end), 9/16” stock . she:
..................................................... o / Long (inside of bend to end), 34” stock 58‘{“2
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Capaeity
2 average 10” or 174
1o 114 12" records
(one side) with one
winding. =

Qualities
Quict running.
Quict and easy wind-
ing.
Light in weight.
Simple, ‘durable and
substantial in con-
struction.

Specially Adapted for Low-Priced Portable Machines

The Most Powerful Motor of Its Size

FLYER MOTOR &

".,C'

A

Type

Single Spring.
Worm drive.
Sprocket wind.

Accessories

Standard straight edge
felt covered 107
turntable.

Winding handle, es-

. cutcheon and brake.

Top speed regulator
T ; screw and  plate
(for use on =ither
side of cabinet as
specified).

Suspension bolts and
washers,

Supp lied regularly
with No. 35832
handle.

Part No. Description

517 Winding Shaft Coupling ‘
(threaded on outside)

2558 Governor Spring Screw
5003 Governor Shaft

5189 Covernor Complete
5204 Governor Collar

5251 Governor Disc

3252 Felt Oil Retainer used
around Turntable Shaft

5283 Retainer for No. 3232
Felt

5372 Main Spring
5385 Motor Frame
5384 Motor Bottom Plate

5391 Screw for holding Gover-
nor Collar to Shaft

Part No. Description

5971 Speed Regulator Lever
(specify length required)

5974 Spring Cup and Gear

5003 Ass'm
6006 Spacing Washer used on I
= ..Q Winding Shaft
9924 6009 Screw for attaching No.

5136  Speed Regulator
Lever to No. 5443 Bracket

— b O 6011 Governor

Bearing  Set

I 2558 e Screw
6012 Screw for attaching No.
5204 ) 5384 Bottom Plate to No.

—s o O 5383 Motor Frame

O 9780 9234 525 6244 Winding Shaft and Pin-
9 2 ion Gear Ass'm

5394 Upper Spring Barrel Col- 5394 .

lar - 6268 Spring Barrel Cover
- o, . : 5391
5403 ‘S\”.‘d‘“g Shaft Tension L 6273 Spring Barrel Winding
i Ipnng N . O " r Gear
3409 ntermediate Gear 5]
W e - 6006 o 878 Winding Shaft Coupling
5422 Turntable Shaft (threaded on inside)
53426 Motor F d B - .

P](;toer Agw: B BTy i . - 590) 9234 Governor Spring Washer
3441 Speed Regulator Tension 6012 5646 9731 ?crew éor attacr};ing No.

pring 443 peed egulator
5443 Speed Regulator Bracket e— — Bracket to Motor Frame
5444 Spring Barrel Shaft 2963 601 o731 °S971 9789 Governor Bearing
53448 Fibre Spring Barrel | 9846 Governor Bearing Re-

Spacer . tainer Clip
3512 a 5422 .
D_D Sy')rmg Barrel Complete 9924 Governor Spring  and
3616 i_cru:\\' Usgl to .Attach 5958 _ Weight

No. 5_403 Spring to Mo 5384 . .

tor Ca : - e ‘ 10317 Cotter Pin

| H 10317
b 5409
5448 6039
o 8798
9808 m
4
C2i 5444 9B4s |
|
ACCESSORIES
I'art No.

Standard stiaight edgs felt eorvered 107 Tuintable
IBrake for Tumtably
Npeed Regilatar Screw L.
Speed Regulntor Seeew  Facuteheon (for use on elelt haned shile of  Cabinet)

............ 505
Speed  Regulatar Sepew  Esenteluon (far aise on left hand side of  Cabimet) ..., .. 6086
Escuteteon for Handle—emmnplele oo 00 L e . 5015
Motor  Monnting  Screw - . 29638

Rubber Mountmg Washer
Stecl Mounting  Washer

I’art Ne,

2404
809
lantg tintside of hend to emif) 3832
laong toside of Baud to endd 6039

lantg tiside of beud to end) . 10068




Novemser 15, 1924

THE TALKING MACHINE WORLD 19

Uphold Radio Manutacturer’s Guarantee

By Passing on to the Consumer the Guarantee and Insisting That
Its Terms Be Lived Up to the Retailer Really Protects Himself

There are so many radio sets assembled by
reputable manufacturers and sold as complcte
units, backed by the manufacturer’s full guaran-
tee as to construction and operation, that the
dealer should have little difficulty in sclecting a
line that will meet the requirements of the
radio buyers in his particular vicinity with con-
fidence that what he is selling will do what it
is claimed to do, provided the manufacturer has
been strictly honest and not over-enthusiastic
in those claims.

The Demonstration and the Guarantee

Under these conditions the dealer can pass
ou to the customer the manufacturer’s guar-
antee of construction and performance as hg
has demonstrated to the satisfaction of the cus-
tomer and himself that the receiver will function
properly in the customer’s own home. This
home demonstration is an absolute necessity,
whether asked for by the customer or not, for
it will save many an argument by proving in
the presence of the dealer or his representative
that the set has been properly installed and
will operate.

In passing on the guarantee, however, it is
well for the dealer to be particularly cautious
in specifying that the warranty holds good only
so long as the interior of the set has not been
tampered with by the customer. If this reser-
vation is not made the dealer is very likely to
be called upon to exchange or make a refund
¢n more than one”receiver upon which some
amateur has been experimenting in an cffort to
unprove it according to his own ideas.

A Dealer Tells of His Experiences

A talking machine dealer ncar New York had
two experiences along this line within a couple
of weeks of eacli other recently. In one case
his man had installed and tested the receiver
and it worked particularly well, although, owing
to the location of the customer’s home and other
local conditions, it was not possible to get any
remarkable distance. A couple of months after
the installation the customer came in, declared
the set was not working, and demanded that
the dealer exchange it for a new one. The scr
vice man called at the home and found that so
far as selectivity was concerned, nine local sta-
tions came in as though only one was broad-
casting; this in the face of the fact that the
set originally was noteworthy for its selectivity.

After the usual tube and battery tests werc
made, and the aerial examined, though the serv
ice man felt that the trouble did not lie in that
direction, an investigation of the hookup brought
to light the fact that a friend of the customer
had taken it upon himself to substitute for the
original coil a special typc of coil for which
many advertised claims were made and had also
replaced the forty-three plate condenser with a
much touted “low loss” type, on the pléa that
he would increase the distance-getting qualities
of the outfit.

Why the Dealer Refused an Adjustment

The trouble lay in the fact that neither the
coil nor the condenser were suited for that par-
ticular set, and the result was that instead of
improving it, its receptive qualities had: becn
practically ruined. Upon the report of his serv-
ice man the dealer refused absolutely to replace
the outfit or make any adjustmcnt whatever,
much to the indignation of the customer, even
though he admitted the changes in parts.

In another case the customcr himself had
taken occasion to provide conucctions for a
C-battery, though no such provision was made
in the original set. In his efforts hc practically
ruined one perfectly good transformer and had
cut down the receptive qualities of the set about
75 per cent. In this particular case the service
man made the necessary repairs and collected

for his services over the protests of the cus-
tomecr who insisted that the guarantce should
cover all attempts to “improve” the receiver.
The Dealer Must Always Be on Guard
So far as the handling of radio goes the ma-
jority of talking machine dealers are living and
learning, and almost daily there crops up some
little detail that is calculated to cause trouble
unless the dealer profits by experience and takes
the necessary steps to meet the situation. In
his guarantee covering the machine the dealer
naturally points out that it only applies to the
stripped set and does not cover the life of tubes
or batteries. If he will go one step further,
however, and specify in writing that the guar-

antee applies to the stripped set only where it
is left in its original state and is not tampered
with, he will save himself and his serviece man
much trouble, and at the same time eliminate
the chance of making a bad friend out of a
trusting customer.

Participate in Campaign

The Liberty Music Shoppe, Harold Weeks’
Brunswick Shop, Bush & Lane, Seattle Music
House, Hopper-Kelly and Frederick & Nelson
participated in the big campaign instituted by
the Brunswick Co. to introduce their latest
product, the Brunswick-Radiola, in Seattle.
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5 novel features
make this the Radio Horn

you can sell easily

1— TWO-in-ONE ACTION: tun

Zaan s vs i

ﬂ_@EJ%M%E

ing and amplifying off the same
master phone in base of horn.

2—NO HEAD PHONES

N EED E D: Supersensitive
Stethoscope Attachment elimi-
nates necessity for head phones.

3— EASY TO OPERATE : tuning

f‘(.H’ 1 ][ONEH
| [O/l\J}le\glNGER l

MODEL J10
Complete
Ready fo operat

Beautiful Appearance

One-piece horn, sparkling dark gray Crys-

talline finish with silver-plated metal parts.

Perfect workmanship in every detail.

Model J-10 shown above.

Model H-8, with straight horn, com-
AR S T T O O T LY $18.50

Exira Stethoscopcs, complete, each.. §1.50

is done with Stethoscope in ears:
then one turn on lever cuts out
Stethoscope and operates haorn.
No plugging in and out of radio
set. :

4— ANY NUMBER STETHO-

SCOPES may be uszd for listen-
ing without extra drain on bat-
teries or loss of volume.

5— ADJUSTABLE VOLUME

CONTROL: same lever con-
trols volume, from soft to loud,
in both Stethoscope and horn.

The CHARMITONE LOUD
SINGER is rapidly becoming the -
favored instrument of enthusiasts,
due to its remarkable musical per-
formance, its patented mechanical
features which assure ease of opera-
tion and its beautiful appearance. It

1s a sure money-maker for any Radio
Department.

If your Jobber does mnot handle
CHARMITONE, «write us for

Dealer’s terms.

DUAL LOUD SPEAKER CO.

210 West 54th Street

New York City

@_.[E
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Increasmg Sales by the Suggestion Route

Practical Pointers on Increasing the Business Volume Through

More Intelligent

[The f{ollowing interesting paper on “Merchandising
Records and Rolls” was read by Miss Grayce Van Cou-
tren, of Kankakee, 1ll., at the recent convention of the
Illinois Music Merchants’ Association, and is reproduced
here for the reason that it offers some valuable sugges-
tions on record selling.—EbpiTor.]

We are constantly being reminded that mer-
chandising is the question of the day, the eternal
question of the business world. But how many
of our salespeople realize that merchandising
is a concentrated effort on their part to put over
more sales? To put over more sales we must
know our stock, and to know our stock we must
make a study of it.

As the new rolls and records are rcleased,
go over the list carefully and if there are any
numbers that you are not familiar with, find out

Loud Speaker

$5.00

List

Was $10—Now $5

In the so-called dull season nothing
has stimulated the radio business like
the tremendous Morrison price reduc-
tion. Dealers who said loud speakers
wouldn’t sell are piling up profits every
day on the $5.00 list famous Morrison
unit.

It’s logical. Radio fans know Morri-
son’s sterling qualities. Those who hesi-
tated at paying $10.00 for a unit and
those with other units are quick to
recognize the wonderful value at this
new price.

The unit is exactly the same unit pre-
viously sold for $10.00. We have got
down to a real production basis with its
consequent efficiency in buying and man-
ufacturing economies.

Music Dealers

With this Morrison unit for $5.00
you can stimulate a real business in
radio. You'll find your customers
who own a radio set eager to have
a Morrison unit. Jf you aren’t
familiar with our plan and dis-
counts write for details. And see
that your order for a reasonable
quantity comes in early.

MORRISON LABORATORIES, Inc.

327 East Jefferson Ave.
DETROIT, MICH.

all you can about the nuinber, the composer and
the artist. If you haven't a library of your own,
go to the public library, or consult your “Book
of the Opera,” but find out something interesting
to tell about each roll and record that you sell.

A popular roll will sell itself. Does not that
suggest for itself that the power of suggestion
has been lacking in not presenting rolls and
music of different appeal?-In playing an operatic
roll for my customer I find that he listens more
attentively if the story of the roll is given him
first. In presenting a roll or record call atten-
tion particularly to something interesting in the
composition. Get him to listen for it; you are
keeping his mind on the subject and not letting
it wander to the various other things in the
store that might distract.

Salesmanship is the ability to meet thought
and action, and I find it an excellent plan to
vary my roll presentation. For instance, I dis-
like to play two rolls of similar appeal in suc-
cession. Rather arrange the demonstration so
that each record or roll will not fail to make
its own appeal.

Customers may be divided into three classes
—the reflective type, melody or harmony will
appeal to them; the active type, rhythm or dance
music will appeal to them, and the imaginative
type, tell them the story of the number.

In most cases a customer comes into your
store with the intention of buying one roll or
record. Right there is where the salesman who
is on the job has an excellent opportunity to
interest the customer in something of the better
tvpe of music. I also find that an excellent
tonic for the customer afflicted with the malady
—“I want something, but I do not know what
I want.” That customer is fed up with the
popular music of the day, and is ready for some
of the big things in the music world. Do not
misconstrue, I am not prejudiced against the
dance music—it is all right in its place and I
appreciate a good foot tickler as well as any-
one.

Looking over the catalog and the numbers
listed therein should mean more than just a
title and number. Let us be able to know the
theme, something about the composition and
the artist, and let us be able to present our
rolls in such order that they will sell them-
selves.

It is a great temptation for the busy clerk to
fall into machine-like” ways, one who waits on
a customer because it is all in a ‘day’s work.
But it is a mistake. I do not refer so much
to the feeling of the customer ywhen he entered
your store, because, perhaps, you do not care
very much about the customer personally. But
vou do want him to feel upon leaving that when
he is in need of anything in your line he will
come back. And to have them come back you
must be human. No doubt there are times
when you arc tired, down and out and business
is dull, but that is not thc time to sit around
with a long face. Smile and act the part if you
can not feel it. Pretend to bc interested in each
and every customer; lay in a supply of pleasant
things to say to each customer. TRhat’s not
being a hypocrite—it is business.

Some one said the public is a great baby—

Selling Methods, by Miss Grayce Van Coutren

that’s true—I am one of it and I'd flee a sour-
faced clerk like I'd flee a hornet, for I know that
sooner or later I am going to be stung. It
might be well to remember that molasses will
catch more flies than vinegar.

Just to illustrate I will tell you a little story
of an incident that happened in the southern
part of the State. I had gone to this town to
visit some friends, and naturally the music store
had a special attraction for me, so I volunteered
to help this dealer arrange his stock with a little
more system. A lady came into the store and
wanted to listen to somne rolls. The saleslady
plaved three or four for her and it seemed they
did not meet with the approval of this lady,
who I suppose was one of our musical pests.
The saleslady said “Well, I guess that is all we
have that would be of interest to you.” The
customer immediately began to make arrange-
nients to leave the store. Just as she passed me,
I said to her, “This is a very pretty number.
Let me play it for you.” I ushered her down to
a booth and played the popular Spanish num-
ber, “La Paloma,” for her. She was very much
impressed and bought the roll. Then I selected
a little novelette, “Flying Clouds.” She registered
surprise and said, “I am pleased to have had
you suggest these numbers.” Then I took a
supplement and marked several rolls of similar
appeal, and I am sure the dealer has sold her
some of these,

Why snap at a customer? Why lose patience?
Tt is all in a lifetime. No doubt many of our
customers forget themselves, but let us not
descend to the yellow dog level of the insolent
customer—smile—it will mean money in your
pocket.

Canvassing the Foreign
Communities Profitable

F. A. North Co.’s Retail Branch in Philadelphia
Finds Foreign Communities an Excellent
Sales Field—Canvassing Gets Results

Canvassing is proving a productive means of
making sales for the Germantown avenue
branch of the F. A. North Co., Philadelphia, Pa.
Manuel Salasin, manager of the store, is a firm
believer in canvassing and himself spends con-
siderable time on the outside. The concern is
taking advantage of the sales possibilities in the
foreign sections of the city with the aid of two
salesmen. One, who is Polish, goes after people
of this nationality and an Italian salesman visits
the Italian quarter. Mr. Salasin himself speaks
or has an understanding of several languages,
including Jewish, German, French and Spanish.

The two foreign canvassers make no effort
to sell.- Their activity is confined merely to
locating prospects. The closing is done by
auother salesman, to whomn the canvassers re-
port their prospects. Through this method of
selling the F. A. North branch has succeeded
in building up an excellent machine business.

Joseph Altieri, 735 Pembroke street, Bridge-
port, Conmn., recently visited the New York
branch of the Columbia Co.

UNIFORM QUALITY

You can safely rely upon the quality of our

COTTON FLOCKS for PHONOGRAPH RECORDS

Write for samples and quotations
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TICKET

PEARSALL SERVICE |

BALLOT

Victordealers putting
their cross in this cir-
cle are assured of the
best to be had in
Victor distribution.

Ask any Pearsall dealer,
he'll tell you.

L4

“‘Desire to serve, plus ability”’

. NEW YORK CITY

10 EAST 39th ST. @;’h

__T:—__AE‘"* = _:_;_',__Z:.;&‘m._

SILAS E. PEARSALL COMPANY

THOS. F. GREEN

BRIGGS
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Taking

‘Chance” Out of Radio Retailing

Charles O. Luedeke Started With Fifteen Lines and Eliminated
All But Four—He Explains Why and Describes

What lines shall we handle and how shall
we sell them? That, briefly, was the problem
which faced Charles O. Luedeke, manager of
the talking machine and radio department of
the Ludwig Piano Co., Philadelphia, Pa., last
March when the firm decided to add radio to
its stock. How effectively these two problems,
which must be faced by every dealer, were
solved, making the Ludwig department one of
the most successful in many ways in the State,
is replete with constructive information.

Started With Fifteen Lines

Mr. Luedeke decided that in order to secure
the best lines of radio his best bet would be
to try all of those which seemed to him worth

Thor Speaker Lamp

[Patents Pending]

—let this companionable
Radio Gift brighten

your home Christmas!

ECEMBER Radiomagazines carry
this appealing slogan and picture
of the Thor Speaker Lamp.

December is going to see hundreds and
hundreds of music stores featuring the
Thor Speaker Lamp in their windows,
tying up with this advertising.

These progressive dealers who are at-
tempting to satisfy the craze for Radio
realize that if these first sales are to stay
sold—if these first sales are to make
more Radio sales for them—the mer-
chandise sold must be of lasting merit
and dominating appeal.

Invariably investigation has convinced
such dealers that the Thor Speaker
Lamp has both the appeal and the merit.
Thor Speaker Lamp is the original com-
bination loud speaker and electric lamp
—its imitators are legion. Beware of
them!

Thor Speaker Lamp utilizes the speaker
unit made by the Dictograph Products
Corporation to obtain purity and clarity
of tone. It is non-directional—which
means that you do not have to sit di-
rectly in front of it to hear distinctly.
The base is gracefully proportioned of
stippled bronze—gold polychrome, and
you have a choice of parchment or any
color silk shade. Table Lamps list for
$35.00—and yield handsome profits for
the dealer.

Thor Speaker Larmp is now stocked
by all the better musical shops on
the Pacific Coast. Certain national

while. Accordingly, he made arrangements to
handle fifteen lines and he immediately became
a very busy man, testing out the claims made
for each product by taking the sets home and
making his observations from actual operation.
At first he considered stocking as many lines
as possible in order to be able to supply the
demand for anv of the leading radio sets, but
experience soon proved that three or four rep-
resentative lines could more easily be sold, a
smaller investment was required for stock and
the general overhead was much smaller. To
make a long story short, four lines were finally
selected as the ones best suited for merchan-
dising in that locality, and a complete stock of
each product is handled. Before making his
final selection, according to Mr. Luedeke, he
considered many things. First, there was the
cfficiency of the set itself; second, the men in
back of the manufacturing of the product; na-
tional publicity of the manufacturer, price in
relation to quality, ete.

"\Ve based our decision on these points,” said
AMr. Luedeke, “because we realized that if the
concern behind the product was of the right
tvpe we could be sure of a stable line of mer-
chandise. The matter of national publicity is a
most important one, I believe. In our own case
the sets we handle are widely known in this
vicinity through national advertising, and nat-
urally this is reflected in the demand. Price
and quality are two very vital considerations.
If the price is too high for the quality of the
product there is bound to be trouble with cus-
tomers who later realize this.

Right Selling and Service

“Right selling is one way to cut down the
service charge in connection with radio mer-
chandising. By that I mean the salesman must
know what he is talking about, he must not
exaggerate, and if he is unable to answer any
query which a customer may make he should
find out the facts before answering. Most com-
plaints occur because salesmen make claims
which customers naturally expect fulfilled and
when the set does not do what is expected of
it there is trouble at once. Now I know what
the sets 1 handle are capable of doing in the
way of reception and I am in a position to give
prospects facts regarding our line. Turther-
more, when a set has been sold and installed
in the customer’s home I visit the family in the

His Sales Policy

evening and prove my claims. If the set does
not operate as it should we immediately take
it out and try another. The point is that we do
not leave a customer to his own devices until
our claims have been proved beyond a shadow
of doubt. Since we installed radio last March
we have placed over 100 sets and so far we
have received only one complaint, and that was
not the fault of the set, but of incorrect installa-
tion. Modern radio sets are very near fool-
proof, and they will not go wrong unless cus-
tomers tinker with them. We impress on the
customers’ minds that they should not fool
around with the mechanism, that in connecting
the set it is only necessary to connect the
battery plugs, that there is an upkeep expense
.n connection with radio in that batteries should
be replaced when they run down. e also
cmphasize that this is a natural wear and the
cxpense of replacements is small in comparison
with the entertainment and educational return
received.

“Service, of course, is essential. The dealer
~hould be prepared to give expert service to
his patrons, but, as I said before, I do not
believe that there is any neccessity of carrying
service to the point where profits are eaten up.
\WWe maintain a service department, but so far
it has been called upon very little. There is
no secret about that. It is simply a matter of
educating the customer, and that is a most
important function of the salesman in selling
radio.

Preparedness for Demonstrations

“Another factor for clinching sales is in being
prepared to demonstrate immediately, provided,
of course, there is something ‘on the air.” We
have models of every line we handle hooked up
in our demonstration rooms so that a prospect
can hear the various sets in operation and make
his own comparisons. e also arrange for
home demonstrations, and in order to be certain
that a customer is satisfied, we even go to the
length of permitting him to operate the set in
his home for one or two evenings, and if afte.
this test it does not satisfy we will take it back
without argument, provided it has not been
damaged. It is much better to do this than to
compel a customer to keep a set once he has
signed a contract and then receive constant
complaints and have him disgruntled becaust
he thinks he did not make a good buy.”
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rate parts of radio antenna.

and time by selling the

—including Brach Arrester

mon®y

Dealers need no longer experiment
with doubtful material or sell sepa-

delight their customers and save themselves a lot of talk

BRACH COMPLETE RADIO ANTENNA SET

Now they can satisfy and

franchises are still open. Full de-
tails sent upon application.

THOR Radio Division

OF THE
GOLDEN GATE
BRASS MANUFACTURING CO.
1239-1243 SUTTER STREET
SAN FRANCISCO

(121)

All the necessary equipment for
hooking up an antenna with
radio—parts selected by

expenenced radio en-
gineers — approved
by National Board ( )

of Fire Under- ooyl

writers. "v—,‘ -‘,Q ]
/p CVess iy

L.S.BRACH MFG.CO. 190

NEWARK,N:J.U.S.A
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Why Advertise a Registering Piano

in a Phonograph Journal?

For just this reason: we are able to present a product with an
active, profitable market, merchandised on much the same lines
as are talking machines.

Your merchandise, generally speaking, is nationally adver-
tised. So is the Gulbransen.

Your merchandise, generally speaking, is nationally priced.
So is the Gulbransen.

Your merchandise, generally speaking,is at a point where the

service expense is so small as to be practically negligible. The
same is true of the Gulbransen.

Your merchandise opens a way to continued profit from the
original transaction through the sale of records. So does the
Gulbransen.

Your manufacturers, generally speaking, concentrate on few
styles, requiring minimum investment in stock of machines, by
the dealer. So do we, making four models only.

In the phonograph field are some of the

M-O.T-1-O-N marks. The Gulbransen also has such a

trade mark — the famous Baby that means

in your window “Easy-to-Play”.
Here is the type of ‘ These are a few reasons why the Gulbran-
up - to -date moving sen “fits in” with the average retail talking
window display de- | machine business, and why it is now
vice that phonograph handled in so many stores of this type.

merchants are accus-
tomed to. A
moving Baby.
The Gulbran-
sen trade-mark
in action. i

Many merchants heretofore handling talk-
ing machines exclusively have changed
their policy on account of the Gulbransen
opportunity.

Youmay find that there are many points
l of similarity in your own case—enabling

T = B

Name

GULBRANSEN COMPANY
3236 W. Chicago Avenue, Chicago

Gentlemen—Tell us how the Gulbransen ‘‘fits in™ with a
talking machine business.

Address_

you to sell Gulbransens at a very slight
___________________ 1 increase in overhead.

Why not find out? We'll gladly send
the full details to any dealer in commun-
ities where representation is available,
Just fill in the handy coupon.

GULBRANSEN COMPANY

3236 W. Chicago Ave., Chicago

tProacunced Gal- BRAN-sex

GULB RANSEN

The ‘Registering Piano

world’s greatest “human interest” trade

—

—— G T W —

——
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Retailers Co-operate in Unique Ad Drive

New Orleans Dealers Get Behind Unusual Advertising Campaign
in Local Newspaper and Spread the Idea of Music in the Home

One of the most unique co-operative advertis-
ing campaigns ever participated in by the music
dealers of any city was recently sponsored by
The Item, a leading newspaper of New Orleans,
La. The purpose of the campaign was to cre-
ate an interest in music and musical instruments,
and to this end the leading music merchants

Youw chuldhemd ot bome 408 w0 school—ywar
6t purry—yow wedding

Anf the dilden Thaw (oo ad g
a0d damcrs—chew dooiim and drelop-
st 9 yumng oxs and women. ready W
e thew plarrs @ the world,

M i the key w0 opes the womderfal chest
o eemora warc & momarly

Thes priex wvald act bn brap 1o pmy fow the
mcm b0 brery soch peace and Nepasam imte
Fom bocoe

1

Whik joye Eke thew caonor b measoed i

Three of the Series of Co-operative Ads
of the city, including talking machine, piano,
musical merchandise and sheet-music dealers,
combined to provide the funds. The ad copy
appeared in The Item Monday, Wednesday and
Friday of each week for a period of three
months, the unusual feature of the drive being
that no namcs of dealers were used in the pub-
licity. Full-page ads and smaller space were
devoted to bringing the message of music be-
fore all classes and types of people, the copy
each day carrying a different appeal. Bowden
Caldwell, advertising manager of The Item, con-

ceived and energetically carried through the
drive, and his interesting comments regarding
it, which follow, are worth the attention of the
trade:

“The co-operative advertising idea has been
tried time and again with about the same re-
sults, i. e., a brief spasmodic schedule of copy,

Will Keep the
Young Folks Home

ERRY tmes at home with intormal
dances will solve many problems n
providing a wholesome substitute for the
away-from-home templations that hue
young people today
You da ot wish to deny them pleasure—but unlems

you provide it for them at home. do ot blame them
for eceking it elsewhere.

A muscal instrument—so casy to buy these days—
will make your home a folly place for your boys and
icke and for their frienda.

Music Makes the Home Happier

Which Appeared in The Item and Brought the
usually too small to make any iinpression in the
first place; handled usually along stereotyped
lines of copy and art work; and last, but not
least, ultimately ruined by incorporating in the
advertisements the names of merchants.

“As you can imagine, it was somewhat of a
revolutionary undertaking to get all of the
dealers together and to secure from them
enough money to cover the cost of a cam-
paign of this sort; but now the job is done, and
I think all of the parficipants are very well

FULL LINE of HARDWARE

FOR UPRIGHT, CONSOLE AND PORTABLE PHONO-
GRAPHS. IN NICKEL, GOLD AND SPECIAL FINISHES.

> Radio Cabinet Hardware

. STAY-ARM

satisfied with their investment.

INVISIBLE HINGE o

227 CANAL STREET

We have been catering to the hardware needs of the talking machine
and radio industries fqr a number of years.
position to give attention and service of the highest calibre.

H. A. GUDEN CO,, Inc.

Consequently we are in a

NEW YORK, N. Y.

“The cost was prorated among the dealers
and without exception every one of the impor-
tant stores in New Orleans was represented.
In addition to the exclusive music houses, three
department stores handling music as a depart-
mental operation, and one furniture house,
which carries a small stock of talking machines,

EAR old Dad!---he didn't forget it! He knew Kow
the youngsters had looked forwa- 1all day 1o his bring-

ing home the new record he promised.
i L T LT L gl e e
Do the salls f your home echo such mermment? Fave your chikdren +

ber of the fumily m Ly o e Ey
or any meml Id Fovority
o1 amy member of the fumily may play everythung from the old favori
Surely you want them to have the advantages and companionshe ot
musc, and s viat 1o your deales will chow you yust b easily this tan be

Arrlnru] You may purchase any sort of & musical instrumer oo cary
weekly or monthly payments and at .
requirements

1 pricerangs to mest vour

Music Makes the Bome Happrer

Message of Music Home in New Orleans

participated. A further interesting feature of
this publicity was the fact that the campaign
was being paid for not only by piano dealers,
but by stores handling only phonographs, by
the Conn Co., selling only band instruments,
and even by one gentleman who has nothing to
sell but sheet music.

“It was quite a problem to handle the copy
for this campaign in a way that would promote
musical merchandise in general and give a run
for their money to the various interests repre-
sented. If you will note the strip across the
bottom of all this copy you will see that the
art angle of this is covered in a rather satisfac-
tory fashion; and that everything from player
rolls to grand pianos is a part of the picture.
The phonograph shown might be a Victor, Edi-
son, Brunswick, Columbia, Kimball, or any of
the rest of them. The same applies to the
record, piano, etc.

“The idea in the copy itself was to keep away
from high-brow stuff and to confine the appeal
through pictures and simple language to just
what the title of the campaign indicates and to
the thought borne out by the slogan used in all
of the advertisements ‘Music Makes the Home
Happier.” In other words, it was not our inten-
tion to go into a campaign for the ‘uplift’ of
music, or to attempt to educate along these
lines. What we wanted to do was to get more
people interested in music generally; and to
strike some note in each piece of copy that
would apply directly to some particular group
of readers. In the copy, for example, captioned
‘Memories,” the obvious idea is that the old
couple are harking back, in memory, to their
own dancing days, and living these days over
again in watching their children (and grand-
children) enjoying themselves to the music of
the modern phonograph—said phonograph be-
ing i1 the home and with the family. Other
copy in the series, of course, carried out tle
idea of providing music to keep the young folks
at home instead of promoting indirectly the
influence of the cabaret, ete. The ‘Young

(Continued on page 26)



Novemser 15, 1924 THE TALKING MACHINE WORLD 25

Take Your Time

Those who prefer time payments need no longer hesitate—
They can install Audak Equipment at once. Our Deferred
Payment Plan makes possible the payment for Audaks with
the profits from Record Sales and the greatly decreased sell-
INg COSt.

Any retailer may now join the thousands of other progressive
merchants and increase his record business, greatly reduce over-
head, conserve space, and add to the
effectiveness of his establishment
through the purchase of Audak Record
Demonstrating Equipment.

Make a decision NOW to run your
l record department on a more profitable

and businesslike basis by putting in
Audaks —

The Modern System for
Demonstrating and Selling
Phonograph Records

- Without the Use of Booths el
The cost of making this highly profit-  iuconn servien wir avoax xr v
able change 1s very small. T R on s moval from Srater

Read This Letter and See What This Progressive Dealer Says

J. P. MIDDLETON

FORMERLY OF HAYNES, MIDDLETON CO., Inc.
VICTROLAS 270 NORTH STREET RECORDS
PITTSFIELD, MASS.

Audak Co.
565 FPifth Ave., New York, N. Y,

Gentlemen:
The cord you are repairing is part of Audak XT complete unit, bought from Bruno

& Sons a few months ago. This is the first Audak on our floor at the street
door (we use several Audaks) and has fierce wear from all classes of people.
This Audak unit has so5ld several thousand records and the cord is simply worn

out by rough usage. Yours, )
Wmdwc“‘

. Write for detailed information. Representatives in Principal Cities.

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

‘  In Canada, Manufactured and Distributed by McLAGAN Phonograph Corp., Ltd., Stratford, Ont.
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First Impressions

Note the neat, dignified appearance of Atlas packing cases.
tomers are immediately attracted and their minds are predisposed in favor of your

goods within.

Use a container for shipping your product that is in keeping with its quality.

impressions count.

Atlas Plywood Packing Cases

give proper first impressions, but of even more importance is the saving in freight
charges that their lighter weight makes possible.

lighter weight.
tection.

Qur services as packing engineers may be had for the asking.

improve packing and reduce costs.

Atlas Plywood Corp.

PARK SQ. BUILDING

Largest Manufacturers of Box Shook in New England

Retailers’ Unique Ad Drive

(Continued from page 24)

Mother,” the ‘Tired Business Man,” the ‘Four
College Chums’ who would balk at an evening
of mah jongg, but who would stay up until 3
o'clock in the morning while young son accom-
panies them on the player; the ‘Pride of Owner-
ship’ idea, etc., are random illustrations of points
1 tried to bring out.

“The fundamental of the whole thing, of
course, is the fact that before the dealer can

MUSIC
J Difference Between A House and A HO_M_E/

l\’]AYB these two houses are in your own neighbor.
hood! One looks “dead''-no light or happiness
radiating from it. No guests coming in. The other
that is quite different! Always a crowd of young folks

he there in the evening t sounds o) music
rlpal.mF through the night and echoes of a goouf time
within!

Music makes the difference Where there s music,
there is bound to he happiness and cheet.

Itis 30 easy to have music in your home. “Can’t allord
it™ is not an excuse any longer, for there is & musical
instrument to meet every lamily’s need at a price to
meet every family’s pocketbook.

Music Makes the Home Happier

Another of the "Item” Ads

sell a player-piano, talking machine, banjo o
ukulele he must first ercate in the heart of the
prospective customer a desire for musie. If
this desire can be erecated, revived or pro-
moted direetly or indirectly, the rest of the
operation is siuple.

“All T wanted to do was to create through
this campaign a wider market for what the

dealers had to sell and then let them go ahead
in their own way to get their own share of the
1ditional businc reated in this field through

the creation of a greater desire for music.

“The music news page was handled by one
of the best men in our editorial department,
and was edited with the idea of a general ap-
peal, plus the little incidental box-office angle
of the ‘Best Sellers’ column in which I men-
tioned the names of the dealers contributing to
this campaign.”

The successful manner in which this campaign
was carried through shows the worth of such
a drive and indicates how the dealers in a
community, with the co-operation of a loeal
newspaper, can bring the message of musie into
the homes of the city to their mutual advan-
tage through the resultant general stimulation
of the demand for all kinds of musical instru-
ments. Congratulations are due Mr. Caldwell.

New Kennedy Distributors
in St. Louis and Dallas
Reck & Corbitt to Distribute in Eastern Mis-

souri and Southern Illinois—Electric Appli-
ance Co. in Dallas Territory

St. Louis, Mo., November 6.—The Colin 8. Ken-
nedy Corp., of this city, has recently increased
its unposing list of distributors through the
addition of Beck & Corbitt, of this city, who
have taken on the Kennedy line and will act as
distributors for this product in eastern Missouri
and southern Illinois. Beck & Corbitt are a
very fine automobile house doing a large busi-
ness with an established clientele.

The Electric Appliance Co., of Dallas, Tex,
which was also recently appointed Kennedy dis-
tributor, is a big concern with a well-organized
sales division. Both of these concerns are very
enthusiastic about the Kennedy apparatus, and
feel that it is to be a real commanding influ-
ence in radio circles. Additional distributors
will coon be announced.

A very substantial increase in business is
reporied for the past month, as compared with
the same period a year ;{go, and it is quite evi-
dent that the Colin B. Kennedy radio sets are
winning favor throughout the country.

The Clifford Musie Shop, Norwalk, Conn., re-
cently erected a large electriec sign over the
entrance to the store, announcing that the es-

tablishment carries Okeh and Odcon records.

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

Lowest Prices and Best Qualities Always Available for Delivery Anywhere

110 No. Broadway

Send for Bargain List of Repair Parts and Motors

THE VAL’S ACCESSORY HOUSE, Inc.

St. Louis, Mo.

Scientific construction permits heavier loads and gives greater pro-

The eyes of your cus-

First

Strength is not sacrificed for this

We can help you

BOSTON, MASS.

Radio Window Displays
as Holiday Sales Lure

Simple Displays Are Most Compelling—How
J. F. Renner Achieves Effective Windows

In addition to talking machines, records and
accessories, receiving sets, headphones, loud
speakers, loop aerials and phonograph attach-
ments, which comprise the stock of most music
stores nowadays, afford the means of attracting
the Christmas radio shopper. Fix up a radio

Appealing J. F. Renner Radio Display

window. AMake it simple. Show only the finest

apparatus. Put in a few suggestive cards, and
surround all with a cheerful Christmas back-
ground.

An example of a very suecessful radio win-
dow is that of J. F. Renner, Sandusky, O,
illustrated herewith. Color and brighiness are
supplied by Japanese parasols and lanterns,
whieh set off the beautiful finish of the Zenith
~ets and Music Master reproducer which are
fcatured.

Yonkers Firm Remodeling

YoNRERS, N. Y. November 7.—The Yonkers
Talking Machine Co., which operates three

~stores in this city nnder the proprictorship of
David and Morris Goran, is remodeling its main
store at 37 DPalisade avenue. The business oc-
cupies two floors, the first floor being devoted
to the record department and demonstration
rooms and the upper floor.is a display and stock
roomi. On the first #Hoor also are the shect
music and musical merchandise departments,

The Mead Co.. gramophone manufacturer of
Birmingham, England, has favored The WWorld
with a very interestingly preparcd and hand-
somely printed folder illustrating and deseribing
its line of table and portable instruments.



Novenser 13, 1924 THE TALKING MACHINE WORLD

o™
~ l’

DESERVEDLY-

¥ Tl Sumbol of
. adio Perfection

Paul F. Godley is an international
figure in the radio world. As the — e e
developer of the short wave re- i
generative receiver, now so fam-
iliar to American radio enthusiasts,
and as the central figure of the
famous trans-Atlantic amateur
transmitting tests in 1921, Mr.
Godley is known wherever radios
are made, sold or used. In 1911
—Instructor at Dodges Inst. of
Wireless Telegraphy, Valparaiso,
Ind. In 1912—Instructor at Col-
legiate Inst., Port Arthur, Texas.
In 1913 — “Amazon-to-Andes”
radio service for Brazilian Gov-
ernment During World War—
Designing Engineer at Marcon:
Wireless Telegraph Co. 1924—
Vice-President and General Man-
ager, the Farrand Mfg Co., New-
ark, N. J. - -
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PAUL F GODLEY

nfroduce ) distinct
C. L. Farrand 3 .
C. L. Farrand, President of the (/@IO Ch/CVCaniS

Farrand Mfg. Co., has been active-
ly engaged in radio development
since 1910. Formerly Chief Design
Engineer of the Marconi Wireless
Telegraph Company of America;
The Liberty Electric Companyand
the Independent Wireless Com-
pany. Also Consulting Engineer
for the Pathe Phonograph and
Radio Corporation, The Atwater
Kent Manufacturing Company,

The Wire}{:ess Improvement C(:_m- F Mf C [ N
Fint Company, The Liberey Hec: arrand g o. Inc Newa [[‘,. NJ

tric Corporation, The Talking Pic-
ture Corporation and the Pictura-
dio Corporation. During the war,
he designed the first successful
naval airplane wireless telephone. £

(X %]
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ng le NINE

“Perfect
Single “Dial
(Control

A nine tube, single dial ,
control receiver of the

Super-Pliodyne circuit
Receiver . . $195
In Table Cabinet 235
In De Luxe Cabinet 375

Licensed Farrand Agreement. Licensed under Hogan
U. S. Patent No. 1,014,002, Other Patents pending

CG:{E advent of the Farrand-Godley Single Nine marks not only a new type of radio
receiver, but an entirely new chapter in radio reception. It is the first super-sensitive,
super-selective receiver in radio history in which complete, perfect operation is con-
fined to a single, individual control dial. Its construction embodies new ideas, new
features in design reflecting the accumulative knowledge and experience of two of
radio’s outstanding inventive geniuses—innovations that assure heretofore impos-
sible clarity and smoothness from distant broadcasting stations—resulting in a new,
improved reception certain of enthusiasticacclaim by radio followers the country over.

Distributors’ and Dealers’ inquiries invited,
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Definitely
Supplanting

$32.50 R | the Horn Type
List | j Speaker

b — —

Patented in U. S. A,, July 2, 1918. Licensed under Lektophone Patents. QOther Patents pending

ITH The Farrand-Godley Speaker, Radio takes on a new voice—a voice
that reveals for the first time, all the heretofore hidden beauties of the lower
scale. It gives you not merely the key melodies, but every soft, mellow
shading of orchestration and accompaniment—the resonant bass stringing
of the ’cello, the lower, full chords of the organ, the true vibrancy of the
human voice. It not only takes the place of the prevalent horn, it revolu-
tionizes entirely the scheme of radio reproduction. Its appearance on the
market will mark a new epoch in radio enjoyment. Distributors’ and Deal-
ers’ inquiries invited.
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Cj\(;Farrand Godley Audio Transformer gives
you, for the first time, that for which hundreds
of your customers have been waiting—three
stage, transformer coupled, audio amplification.
It is the only transformer that faithfully repro-
duces musical tones below Middle C (256
cycles) on the musical scale. At one octave be-
low Middle C, most transformers fail com-
pletely —distorting or losing entirely the beau-
tiful low tones of the 'cello, the bass horns, the .-
organ, and the piano, which are found between S e e
100 and 200 cycles. 3y Tt

Sold on satisfaction-or-money-back Guarantee

The Farrand SManufacturing (ompany, Inc.

represents the ultimate in radio experience, plus a soundness
in organization and financial resources to serve both dealer
and distributor to the utmost. It lays particular stress on
its ability to supply—during the season, and at any t1me—
every demand for any or all of its products

‘Reputable ‘Radio “Dealers and “Distributors are urged
to write at once for complete information regarding
selling arrangements, discounts, etc. cAddress “Dept. C

farrand Manufachzrmg Co, Inc
28 South Sixth Street ~ Newark, N.J.
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Making Light Act as a “Silent Salesman

29

Store and Window Lighting as a Merchandising Factor—Kenneth
Curtis, of Curtis Lighting, Inc., Shows the Importance of Lights

We like people because of their personalities
and we like stores because of their atmos-
phere. Both terms are to soine extent indefin-
able, but we can appreciate them whenever we
find them and they are more important than
anything else in determining our reactions. The
things we associate with personality in people
are usually sunny dispositions, alertness, hon-
esty and willingness to please. In stores, we
notice brightness, cleanliness, orderliness and
convenience, and these we call “atmosphere.”

Now atmosphere in a store is an abstract

and require a good general illumination that
will make reading easy.
Lighting Should Fit the Business

Perhaps you have never thought of your light-
mg in this respect; in fact, many merchants
accept the lighting of their store as fixed and
it never occurs to them to change it according
to the particular needs of their individual busi-
nesses. If the lighting was originally furnished
for one type of store, the requirements for a
distinctly different class of merchandise ill
often necessitate some changes in the lighting.

MR

1

At Right, the
Fenton Music
Store, Show-
ing Effect of
Proper Light-
ing. Below:
A Window of
the Same Es-
tablishment
Where Good =
Lighting

Brings Out =
Every Detail

of the Display
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quality that cannot be specified in the archi-
tect’'s plans. But there are some things that

can contribute to it and of these the most
important perhaps is the lighting.
In the first place lighting attracts. \Ve never

become indifferent to the drawing power of a
well-lighted show window or a bright store.
We al!l have a subconscious feeling that the
merchant must have something pretty good to
show or he wouldn’t put so much light on it,
and, of course, none of us ever likes to miss
anvthing.

Secondly, light gives the impression of hon-
esty. When you see a thing under strong light
vou can appreciate it better. Light is a good
salesman that points out every detail. When
a merchant has a good light in his windows
and in his store people get the idea that his
goods bear inspection and that they have a
chance to see what they are getting. This
means satisfied customers,

Again, lighting is an important factor in mak-
ing the interior of the store appear at its best
Tt is easier to keep things in a neat order undes
good lighting than under dim or spotty light
and at thc same time good lighting makes dis
order conspicuous and really enforces neatness.

Quick service and convenience grow more
important every day with the hurried shopper.
This is especially true in selling records; a man
comes in and wants to buy a dance record If
the clerk cannot serve him at once he may read
through the lists of latest records and make his
own selection from the books. Talking machine
stores are in many respects like book stores

When you consider the lighting of your store,
analyze all the purposes the lighting is put to
and then make vour lighting fit your store.
Therc are some general characteristics that
are common to all installations of good light-
ing. To lend the greatest attraction to your
goods, to give a favorable impression that will
lead to sales, to display your merchandise at
its best, and to make the shopping in your store
a distinct pleasure, are the chief elements to be
kept in mind when you select your equipment.
Briefly there are three criteria that should be
satisfied to accomplish these things in every
store:
1—Sufficient quantity of light.
2—Even distribution of light.
3—No glare.
Window Lighting
In show windows one of the niost important
factors in determining their attraction power is
the quantity of illumination. It is the bright-
ness of your windows that makes them stand

out at night and if your windows are dim and
the windows next door are bright, it makes
no difference how attractive your display is, the
passer-by will give preference to the brighter
window. Then, too, most talking machine
dealers post printed lists of the recent records
in their windows. The lighting should be aniple
to read these quickly, but if your lighting is
sufficiently bright to attract attention you do
not nced to fear that the posters cannot be read.
Light Distribution

A window may be bright and still not light
a display to the best advantage, if the light is
spotty and poorly distributed. You have per-
haps seen a window in which all the light came
from one or two lighting units suspended from
the ceiling. The window was very bright to-
ward the top but the light was not well dis-
tributed at the bottom where most of the dis-
play was arranged. Naturally, the eye looks at
those things which it can see best and only
those things that are well lighted can attract
2 full share of attention; for that reason every-
thing you wish to sell should have the same
amount of light directed on it and then if you
want to give some article pre-eminent impor-
tance, put a spot of light on it.

Causes of Glare

Within the store the distribution of light is
of paramount importance, both in adding to the
appearance of the store and fulfilling its real
function as a sales aid. Spotty ceilings, dark
corners and deep shadows are all distracting
contrasts. The ideal lighting is that which at-
tracts no attention to itself nor subtracts any
attention from the articles that are being dis-
plaved under it.

Glare is a dcfect in lighting that has been
defined as “any light out of place.” Tt is re-
garded as an evil that should be entirely elim-
inated since its effects are always uncomfort-
able to the eves and cause headaches and eye-
strain. Fortunately, glare may be done away
with to the improvement of the entire lighting
system. Glare comes from bare lamps, high-
powered lamps whose rays are not sufficiently
screened by diffusing glass, and the reflection
of bright light sources on glossy surfaces, so
to eliminate it requires merely enclosing the
lamps in frosted or translucent glass and using

(Continued on page 32)
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In All Countries of the World

THE MARK OF SUPERIOR QUALITY

Sole Agents Wanted
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The
No. 100
Display
Carton

Assortment

Gilt Edge Dealers Will
Enjoy Bigger Business
Than Ever This Fall

There is no substitute for quality.
Gilt Edge Needles have so firmly
established themselves on the basis
of true, flawless quality that today
it’s a case of ‘“nothing else will do”
for phonograph fans the country
over.

GILT EDGE

(GOLD FINISH)

The Needle That Plays
Ten Records

Our No. 100 Display Carton As-
sortment is the “'short cut” to fast
profitable selling. Consists of 100
boxes—50 needles per box—40
Loud, 20 Extra Loud,
20 Medium, 20 Dance
tone—sell for 10c per
box, total $10. Costs you $5—
100% profit. (Canada: costs
$7.50—retails for $15.)

A

Reflexo BLUE STEEL T

(Spear Point)
Another Great ‘““Leader”

tone (soft, loud,
medium) with just a simple
twist of the needle. Order our
No. 50 Display Carton of 100

Plays any

packages. Sell for 15c—total
$15. Costs $7.50. Test it.
Canada: Costs $8.25.
. | 5
‘ Write for [[‘—‘_HTB_I.{ITSFET-F
Samples SCiENTICALLY PERFECT
| Rr-:rl.Eggf?
Order from pl @’“"'§°"” t
ot B N e

=/ \\
The = &Y
No. 100 y== =S —— {
Display T 7=y
. Carton BTHITTTTITT 01 1TITT L:
ssortment %%\u‘ I
AW \ |

Reflexo Products Co., Inc. {'|f

Selling Agents for I
W. H. BAGSHAW COMPANY

347 Fifth Avenue
New York il

Light as a “Silent Salesman”
(Continued from page 31)

matte finishes for woodwork and walls wher-
ever possible.
A Practical Illustration

The illustration on page 31 of the talking
machine section of the Fenton Music Co., of
Chicago, is interesting in more ways than one.
Perhaps the first thing that appeals to a person
on entering this store is the quiet dignity and
orderliness of it. Although the space allotted
to this department is quite narrow, there is no
suggestion of its being cramped for room. The
lighting has a strong influence in creating that
impression. Instead of using suspended units
whicl: would divide the ceiling space into stiil
smaller areas and, with the fans, give it a
crowdcd look, the lights were completely con-
cealed behind the coping above the shelves.
Each lamp is furnished with an X-ray one-
piece silvered glass reflector which throws all
the light from the lamps to the light-colored
ceiling, thus making the ceiling the actual source
of light. In this way the light comes from all
directions and is of uniforin intensity in all
parts of the room. There are no shadows or
harsh contrasts and any object in the room
may be thoroughly examined under a good
light.

In rooms where ceiling fixtures may be used,
the same quality of lighting may be produced
by concealing the reflectors in an opaque or
luminous bowl fixture. In the former all the
light is directed to the ceiling after the manner
mentioned above. In the luminous bowl unit,
however, a small amount of light is permitted
to shine down through a small diffusing cup
at the base of the reflector for the purpose of
illuminating the bowl.

Enclosed glass units and direct lighting units
with shades may be used, but the more the
lighting tends toward direct lighting the greater
is the tendency toward glare and its attendant
evils.

Demonstration Booth Lighting

Sometimes in booths, wall brackets are used
to lend a little light when the booths cannot
be illuminated by the general lighting from the
store. These lights should be shaded to give
the most pleasing and comfortable effect and
suggest a homelike background for the ma-
chines.

Fenton Music Store Windows

The windows of the Fenton Music Store are
quite as attractive as the store interior. Here,
too, the equipment has been selected to provide
sufficient intensity and uniform diffusion with-
out glare. The light is controlled or “har-
nessed” to serve the purposes of the merchant.

'y using one-piece silvered glass reflectors of a
design that will distribute the light over the
entire display, the source of light can be con-
cealed and every possibility for glare is elim-
inated. There is no light wasted on the ceiling
of the window or on the sidewalk. Show win-
dow reflectors are selected according to the
depth and height of the window and the amount
of light that is desired per single unit. In the
window illustrated 150-watt lamps in X-ray re-
flectors were placed on ffteen-inch centers
across the entire front of the windows. °

The floor lamips used in the window are for
the purpose of giving a homelike setting to
the instruments. Other auxiliary lighting
cquipment that might be uscd are spot lights,
flood lights, foot lights and colored lighting.

Making the Window “Different”

Show windows are very much like theatrc
stages. The merchant uses them to silently pre-
scnt his goods to the public and lie wants them
to be presented as attractively as possible. The
purposes of specialtics in windos lighting are
to make the cnutire picture “different” and to
poiut oul specific articles for observation. Color
lighting makes a window different from every
other window on the street and spot-lighting
makes certain objects stand out more prom-
incntly than the remainder of the display. Each
contrives i its way to appeal to the interest

of the passer-by. Sometimes a colored spot-
light on white light or a white spot of light
on a color lighting background is used to com-
bine the effects for attracting the eye and hold-
ing the attention.

\Whether in your windows or in your store,
light serves you as a silent salesman. Good
lighting is the cheapest advertising and selling
service a merchant can obtain, but to insure
the greatest profits he should remember that
the value of lighting does not lie in the amount
of current consumed but in quality of light
delivered.

Artists’ Window Display
by O’Dea Much Admired

PatersoN, N. J., November 5.—James K. O’Dea,
Victor retailer of this city, has always put much
cnergy behind the sales promotion of the Victor

Jaf-
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O’Dea’s Unusual Window

line which he carries. Accordingly, his business
has prospered and he now conducts one of the
finest retail talking machine establishments in
the city.

The subject of window dressing has been a
sort of hobby with Mr. O’Dea and most of the
displays have created considerable attention, one
of the most recent being the “Norma Talmadge
Fox Trot,” Victor record No. 77506. In addi-
tion to the display of the record itself, and
accompanying signs and display cards, there
was room for a background of Victrola models.
Featured in conjunction with this display was
the Flex-A-Tone, which is distributed by C.
Jruno & Son, Inc., New York City. As the
Flex-A-Tone is recorded on this Victor record,
a display of the instrument was included and
an invitation given the public to enter the store
and listen to this new musical instrument on the
Victor record. The demand for the record in-
dicated the pulling-power of the display.
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The Instrument for Particular People
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This is the leading line of popular price
phonographs in the market. It has quality,
material and first class workmanship, in
mahogany and walnut finish.

A reliable motor playing 3 ten inch
records, a brass tapered tone arm and a
very good reproducer.

If you wish to obtain the best share of
business in your territory, this is the line
that will secure it, and the prices of these
machines will astonish you.

Do not miss this opportunity of writing
at once, enabling us to book your orders
early, as our sales at the present time
point to holiday shortage.

We guarantee to fill orders, in- priority,
as received by us. ‘

RADIO Compartments, if desired
in KIMBERLEY Cabinets.

Ambassador Model
Height 46” Width 20"
Depth 21"

Grand Model 100

o Grand Model 100

ahogany Two-Tone

IHeight 383" w;:uh 32” . ) Height 33”7 Width 327
Depth 22 Depth 227

The Kimberley Phonograph Company of New Jersey
Perth Amboy, N. J.

Factory : Office and Show Rooms :

\\Perth Amboy, N. J. - 206 Bl'oﬂdway. B ewaY o City/
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Important Con31derat10ns in Selectmg

to firms that are amply financed and soundly
organized to manufacture and distribute.”

Radio Lines for Retail Distribution Needle Sales HelpiWith

Colin B. Kennedy. Pioneer Radio Manufacturer, Gives Some Valuable Pointers Regarding the
Selection of Sets by Retailers Who Are Operating or Plan to Operate Radio Departments

“Look out for radio orphans,” is the warning
recently given by Colin B. Kennedy, one of the
pioneer manufacturers of radio apparatus, who
pointed out the similarity between the radio
manufacturing situation as it exists to-day and
the automobile business of some years ago.

“Cars were formerly bought because of some
‘feature’ which appealed to popular fancy at the
moment, just as a radio set is often picked out
as desirable to-day,” said Mr. Kennedy. “Then
another novelty appeared to crowd that one off
the stage, and the car manufacturer who had
backed his novelty too heavily and paid less
attention to sounder principles usually failed.
Those who had bought cars of that make then
found themselves with an ‘orphan,” the ‘guar-
antee’ worthless because there was 1o organiza-
tion to support it, and ro place to go for the
service which every piece of apparatus needs if
it is to last for vears as it should.

“If I were asked to give an unpartial opinion
to a friend on what radio set to buy, I would
certainly advise him to narrow down his selec-
tion to those made by firms of established stand-
ing, and from those pick out the one that
pleased him best when he tuned it himself.

“Some sets are easy to tune—others require
very expert handling. Some are more pleasing
in appearance than others. Some have excellent
musical tone—others sacrifice tone to get ex-
treme range. Some have no means of con
trolling the volume—others can be regulated.
In fact, sets vary immensely in their character-
istics, just as people do.

“So I would advise him to pick his radio
set as he chooses a friend—for congeniality,
and for wearing qualities. And a background
of established reputation certainly makes a great

difference in the degree of trust a man puts in
his friend—or his radio, which also becomes an
intimate companion of his family.

“So it is with radio to-day. The basic prin-
ciples of the art have been quite thoroughly ex-

Colin B. Kennedy

plored, and they are not bevond the grasp of
any intelligent person who applies himself to
learning them. He 1s then reasonably compe-
tent to build a radio set that will work. Like-
wise, by application he could learn all about
making vacuum cleaners or electric motors—but
that would not fit him to manufacture and sell
to the public. That work naturally gravitates

Okeh Record Envelopes

Sale of Needles Stimulated by Device Attached
To Delivery Bags—New Needle Counter Dis-
play Cases Being Distributed to Dealers

One of the lines carried by the New York
Distributing Division of the General Phono-
graph Corp.,, which has shown the most con-
sistent and marked increase over former vears,
has been the needle stock. Determined and
aggressive sales efforts have been put behind
the sale of needles throughout the yvear and the
results have been gratifying. To further stimu-
late these sales Norman B. Smith, manager of
the division, recently devised a subtle sales sug-
gestion in the form of a small manila envelope
attached to the back of the record delivery bag.
No additional charge is made for these new
delivery bags and several dealers have already
reported that the new device has been the
cause of a number of customers being reminded
that they had run short of needles.

A new needle display case is being distributed
to Okel dealers iree of charge. This case, four
rows wide, provides for a permanent display of
the four tvpes of needles made by the General
P’honograph Corp. The dealer serves from a
lower compartment, without disturbing the
alignment of packages which meet the public
eve. The new arrangement also does away
with the loss of needles by theft.

Summers & Son Open Branch

The Summers & Son Music Co., of Jackson,

., recently opened a branch in Ashland, Ky,
which is the sixth store of this progressive
imusical establishment. The other branches are
scattered throughout southern Ohio.

beautiful as it is musical.

S. 14V% inch

vou ever saw.

speakers.

price. Jobbers. write us also.

Announcing The New Line

With Rubber Horn

Musically. this improved horn is a treat for critical ears.
the substance necessarv to hold the tone.
mat surface, in black, bronze and mottled bronze and gold, it is as
The new retail prices are $25 for Model
horn: 820 for Model J. 12 inch: $15 for the Babv
Grand, and $12.50 for the “Babv.” '

It has
And with a new velvet

the most efficient 10 inch horns

Write for terms on our complete new line of Audiophone loud
We also have a unique Testing Set enabling your demon-
strator to show customers the relative quality of loud speakers bv
switching rapidly from one to the other
for dance use—and a very efficient Power Amplifier at a popular

a phonograph reproducer

THE BRISTOL COMPANY
Waterbury, Conn.

BRISTOL AUDIOPHONE

(TRADE MARK REG. U. §. PAT. OFFICE)

LOUD SPEAKER

Model 8 Audiophone—

85

Rubber Horn 14%,” dmm
eter. Velvet mat finish
of moettled bronze 'md
gold: classic base.
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THIS is without doubt the
most remarkable collection

of records ever offered. A
Christmas season money-
maker for you-—eight album
sets—five complete sympho-
nies and three major works of
chamber music. These records
are smoother in surface and

finer 1n tone than any you

have ever heard before.

The Fine Art Series of Musi-
cal Masterworks are pressed
from imported recordings.
Read the list of artists and
you will realize that the finest
talent of Europe was drawn
to our London laboratory for
these records.

Write or wire the nearest

Columbia branch or distributor
for information on the Fine
Art Series of Musical Mas-
terworks. Timely newspaper
advertising and sales promo-
tion will help you capitalize
on these sets for your trade
before and after Christmas.
Columbia Phonograph Co.,

1819 Broadway, New York.
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SERIES o

MASTERWORKS

Complete symphonies and chamber music from imported recordings

SYMPHONIES

Musical Masterworks

No. 1 BEETHOVEN—SEVENTH SYMPHONY

By Felix Weingartner and London Symphony
Orchestra.

In nine parts—five double disc records.
Complete with permanent record album—§8.75.

Musical Masterworks

No. 2 BEETHOVEN—EIGHTH SYMPHONY

By Felix Weingartner and London Symphony
Orchestra.

In seven parts—four double disc records.
Complete with permanent record album—$7.00.

Musical Masterworks

No. 3 Dvorak—SymMpaONY “FROM THE NEW
WORLD”

By Halle Orchestra, Conducted by Hamilton
Harty.

In ten parts—five double disc records.
Complete with permanent record album—$8.75.

Musical Masterworks

No. 4 MozarT—SyMPHONY IN E FLAT, No 39

By Felix Weingartner and London Symphony
Orchestra.

In six parts—three double disc records.

Complete with permanert record album—$5.25.

Musical Mzsterworks
NO. 5 TSCHAIKOWSKY—SIXTH SYMPHONY
(PATHETIQUE)

By Sir Henry J. Wood and New Queen’s Hall
Orchestra.

In eight parts—four double disc records.
Complete with permanent record album—$7.00.

CHAMBER MUSIC

Musical Mzsterworks
No. 6 BEETHOVEN—QUARTET IN C SHARP
MINOR, OPUS 131
By Lener String Quartet, of Budapest.

In ten parts—five double disc records.
Complete with permanent record album—3$8.75.

Musical Masterworks

No. 7 HAYDN—QUARTET IN D MaAJoOR, OPUS
76, No. 5

By Lener String Quartet, of Budapest.

In six parts—three double disc records.
Complete with permanent record album—$5.25.

Musical Masterworks
No. 8 MozarRT—QUARTET IN C MaJoR, OPUS
465

By Lerer String Quartet, of Budapest.

In eight parts—four double disc records.
Complete with permanent record album—$7.00.

MISCELLANEOUS RECORDS OF CHAMBER MUSIC AND OPERA

Write to the Columbia branch or distributor nearest you

Atlanta, Ga., 561 Whitehall Street
Boston, Mass., 1000 Washington Street

Cleveland, Ohio, 1812 East Thirtieth St.

Kansas City, Mo., 2006 Wyandotte Street
Los Angeles, Cal., 809 S. Los Angeles St.
New York City, 121 West Twentieth St.
Philadelphia, Pa., 40 North Sixth Street

Pittsburgh, Pa., 632 Duquesne Way Tampa, Fla.

Columbia

PHONOGRAPHS AND éolnﬁbia

San Francisco, Cal., 345 Bryant Street
Buffalo, N. Y., 700 Main Street
Chicago, 111, 430-440 South Wabzsh Ave, Detroit, Mich., 430 East Fort Siree:
Minneapolis, Minn., 18 North ThLird St.
Dallas, Texas, 2000 North Lamar Street Seattle, Wash., 911 Western Avenue

COLUMBIA WHOLESALERS, Inc.
205 West Camden GStreet, Baltimore, Md. COLUMBIA DISTRIBUTORS, Inc.

TAMPA HARDWARE CO.

COLUMBIA STORES CO.
1608 Glenarm Avenue, Denver, Colo.

221 S. W. Temple, Salt Lake City, Utah
W. W. KIMBALL CO.

Wabash Avenue and East Jackson Boule-
vard, Chicago, I1l.

1327 Pine Street, St. Louis, Mo.
224 West Fourth Street, Cincinnati, Ohio
517 Canal Street, New Orleans, La.

NEW PROCESS RECORDS

Here is an illustratien of
one of the eight albums which
hold the records of the Fine
Art Series of Musical Master-
works. Descriptive material
of the records enclosed in each
album is on the cover,
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Edison “Listens In” on
Radio as He Is Honored

Noted Inventor Hears Radio Speeches Marking
the Forty-fifth Anniversary of His Invention
of the Incandescent Lamp

Thomas A. Edison, inventor of the phono-
graph, sat in the living room of his home in
Llewellyn Park, N. J.,, on the night of October
21, with radio earphones on his head and
listened in to messages of congratulation broad-
cast over the nation by officials of the General
Electric Co., congratulating him on having lived
to see the forty-fifth anniversary of his first
successful test of the incandescent lamp. It
was on October 21, 1879, that Mr. Edison
achieved this triumph.

T'he officials of the General Electric Co. who
sent the messages of congratulation out over
the air were C. A. Coffin, first president and
chairman of the board of directors of the cor-
poration; J. R. Lovejoy, vice president, and C.
W. Stone, central station department manager.

They stood before the microphone at WGY,
the General Electric broadcasting station in
Schenectady, and their messages were relayed
through stations WJZ, New York; WFI, Phila-
delphia; WEE, Boston, and stations in Dallas,
Texas, and.Oakland, Cal.

Station WOR in Newark had a special Edison
night program.

Extensive Educational

Work of the Victor Co.

By instituting an aggressive campaign in the
colleges and schools in their vicinity, Victor
dealers should secure a large and profitable
business in both machine and record sales. The
groundworl for such a campaign has been laid
by the Victor Co., which diiring the Suminer
months had representatives present the organ-
ized Victor educational work in eighteen uni-
versities, twenty-nine colleges and normal
schools, forty-nine county institutes, seven
schools of music and special schools, four agri-
cultural colleges, six camps and over fifty boys’
and girls’ rural clubs. Special lectures were given
in twenty-one large Summer schools, and one
hundred and twenty-nine Junior Chautauquas.

With music appreciation taking a inore and
more important part in the schools of the
country, the educational field offers a steady
and profitable source of business for the talk-
ing machine trade. s

Vincent Lopez Signed
for World Concert Tour

Vincent Lopez and His Jazz Harmonic Or-
chestra, Okeh artists, are scheduled for a world
tour, covering a period of five years. Con-
tracts have been signed between William
Morris and S. Hurok, managers of notable
artists, for the tour. At the same time con-
tracts were signed for the appearance of Lopez
at the London Hippodrome during the Spring
of 1925.

This famous Okeh artist will appear in his
first New York concert on November 23, at the
Metropolitan Opera House, when he will direct
an orchestra of fifty especially selected solo-
1sts.

A Novel Publicity Stunt

The removal of Mueller's Music Shop, Balti-
more, Md.,, was made known to the many
patrons of the store and to thousands of other
residents of the eity in a novel way. Twenty-
five thousand cards, printed in bright red on a
gray stock, announced that the new location
was but thirty-three steps from the former
headquarters. These cards were hung on the
door-knobs of the homes and resulted in much
comment.

McManus Bros. Discourage
Tampering With Radio Sets

Notice Affixed to Each Receiving Set Leaving
the Store Warns Against Anyone but Store’s
Representative Adjusting Instrument

EvizaserH, N. J., November 6.—To discourage
the habit of people with an inquisitive or
mechanical turn of mind from tinkering with
a radio set, usually resulting in a call for service,
McManus Bros., talking machine and radio
dealers of this city, afhix the following notice
on each Radiola which leaves the store:

IMPORTANT NOTICE

Do not experiment or tamper with this Radiola in any
way after it has been properly installed by us.

Our responsibility ends the moment this Radiola is tam-
pered with by anyone other than an authorized representa-
tive of McManus Bros.

A charge will be made for any service calls unless
the complaint is a justified one.

NOTE

When replacement of either a bulb or battery is neces-
sary, we would suggest that you purchase them here, as

the proper operation of a Radiola depends upon the use of
genuine Radiola units.

This suggestion is made for your protection, as there are
many inferior radio accessories offered for sale which
do not function properly.

McMANUS BROS.

This notice serves a twofold purpose, the
first as mentioned above, and secondly it keeps
the name of the store before the radio owner
with the reminder that it is the ‘logical place
at which to purchase tubes and other acces-
sories.

Opens New Store in Monessen

T. S. LaForte, proprietor of the American
Talking Machine Co., recently held a formal
opening of his new store at Third street and
Schoonmaker avenue, Monessen, Pa. There
was music. by the local Italian band and souve-
nirs were distributed. In addition to Columbia
phonographs and records, pianos and small mu-
sical instruments will be handled at this attrac-
tive establishment and an aggressive sales cam-
paign will be launched.

Silent Motors

12
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Model S. S.

Hereis proof of real Quality—

. |-

Returns forany and all causesless than % of 1% of all motors

Skilled Labor

Best Material
Intelligent Construction
Rigid Inspection

FACTS—Not wordy descriptions—Count

We welcome your test of our motors

Detailed Information Upon Request

The Silent Motor Corporation

321-323-325 Dean St.—Brooklyn, N.Y.—Sterling 4861
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Hear their First Record:

No. 51406
Blue Evening Blues
Copenhagen Blues
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Ten million feet have obeyed
the magic of this hand!

IT’S the hand of Charles Fry, leader of the Million
Dollar Pier Orchestra at Atlantic City—probably the
most widely known dance orchestra in the world.

Who has not been to Atlantic City? And who has not
swung out on the superb dance-floor of the Million Dollar
Pier when this famous group of syncopators began to play?

Everybody knows them—and they have just signed an
exclusive contract to make Edison Records. You know
what that means!

THOMAS A. EDISON, Inc., Orange, New Jersey

EDISON
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Factors Leading to a Machine Sale a Day

S. B. Parsons Sold Thirty-one Machines in a Month—He Tells
How He Did It and Gives His Views of Retail Phonograph Selling

Why is it that some salesmen can go out
into the field of operations and make a sale
day after day, while other salesmen who appar-
ently work equally hard are lucky if an oc-
casional sale falls to their lot:

S. B. Parsons, a salesman of the J. R. Reed
Music Co., Austin, Tex., in analyzing the meth-
ods which resulted in his making thirty-one
sales during a period of one month, points out
some of the reasons enabling a salesman to
go out and get results, expressing the views of
“the man on the firing line.” He emphasizes
that while the sales were all closed in one
month, it actually required many months of
preparation to pave the way.

Factors in Successful Selling

“To my mind there are three essential factors
in the successful selling of phonographs to the
consumer, namely: The firm—prestige of the
firm, co-operation with the retail salesman and
advertising indulged in. Second, the salesman
must sell himself on his product and to his pro-
spective customers. Third, the manufacturer—
the product and the type of co-operation which
the manufacturer extends to make the dealer’s
road to sales easier.

“The firm with which T am associated is of
the highest class and enjoys a lot of prestige
in Austin and the surrouriding territory to which
we cater. The name of the firm will secure a
respectful hearing, which in nearly every case
will lead to a demonstration. The management
really co-operates with the salesmen and that is
half of the battle in selling.

“The salesman, to succeed, must sell himself
on the future of the business, its possibilities,
must be loyal to his employer, and, lastly, must
know the product which he is endeavoring to
sell the prospect.

“The manufacturer must pave the way with
national and local advertising, by sales letters
and sales hints, and their traveling representa-
tives should bring with them on their visits
te dealers optimism and sales helps.

Necessity of Securing Prospects

“Of the utmost importance is the securing

of prospects. The names and addresses of pro-
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A good article to feature for Christmas sales.
are making loud speakers for their friends will like the tone volume

£

control feature of the Royalfone Unit.

For the first time—a loud
speaker unit which will give nat-
ural, pleasing results in any

room because the volume is per-
fectly adjustable. Just as you
open or close the doors of your
phonograph to soften or in-
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THE ROYALFONE_UNIT
ciease the volume, so you can
reculate the tone intensity of
radio reception to the acoustics
of the room, simply by turning
the adjusting knob on the back
of the ROYALFONE UNIT.
A Demonstration Sells

lfone Unit on a phonograph or horn, connected with
that customers can try the tone control
feature.

will do its own selling. Send
a trial order TODAY.

t 0)’4[1"09’6” Headset

Ideal for locating distant stations because it will
produce perfectly an audible sound from the weak-
est signal.

Manufacturers, manufacturers’ agents, and Jobbers of phonographs
and loud speaker units—write for interesting offer

ROYAL ELECTRICAL LABORATORIES

Dept. T. W,

spective customers must be continually secured.
We dig up ours in six ways: First, by can-
vassing, house to house. Second, by using the
telephone; the salesman is always as close to
his prospect as he is to a telephone. Third,
from the owners of phonographs. \Ve sell our
customers so they will work for us and not
against us. \We always follow up any sale we
make. Fourth, from the marriage reports. This
is a source of the livest type of prospects and
one which the dealer will find very much worth
while following up. Young couples who are
just about to establish their new homes can
easily be sold on the necessity of the talking
machine as a home accessory which will pro-
mote contentment and happiness. Fifth, by ap-
proaching the owners of new homes and those
to whom building permits have been granted.
Sixth, by securing the lists of employes of large
firms—railroads, civil service employes and
State and municipal employes.
The Follow-up

“After we secure the name and address of
the prospect we get busy without delay. Ve
make out prospect cards which are indexed and
filed properly. We follow up by personal let-
ters, telephone calls and personal calls all with
one end in mind and that is a demonstration
either in the store or in the home, preferably
in the home because a sale is easier when the
family is present. This is true for the reason
that when a home- demonstration is arranged
the instrument is placed in the surroundings
for which it is intended and the family can
thus secure some idea of the way it will look
if it is purchased. Another important point in
connection with home demonstrations is that
once the salesman has arranged for a demon-
stration of this type he is in the advantageous
position of being able to deliver his sales talk
in the hearing of all members of the family
and can answer objections of any of them on
the spot, thus eliminating the necessity of con-
vincing each of the adult members of the family
separately, with all that that means in lost time
and the danger of a lost sale, through the sud-
den determination of the prospect to purchase

Radio fans who =™
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another make of instrument elsewhere. It is
also important that the proper thought and
attention be given to the setting of the stage
for the sale. We try to set it in our favor
or we do not attempt to close. After all, selling
phonographs is simple enough. Briefly, one
must work early and late, use common sense
and let the prospect do a little of the talking.”
. Food for Thought

There is considerable food for thought in
this statement by a salesiman who has dem-
onstrated his ability to deliver the goods. It is
worth while for every salesman and dealer, too,
for that matter, to check up on himself oc-
casionally to see wherein he is falling short.
One thing is certain, the salesman who is not
receiving the co-operation of the dealer finds it
doubly hard to make any kind of a showing,in
sales. The rule works both ways, for the
dealer whose salesmen are not doing their ut-
most to swell the sales volume suffers through
the loss of potential business and profits.

Appointed Eagle Distributors

The Electric Supply & Equipment Co., Inc.,
with main office in Albany, N. Y, and branches
in Elmira and Buffalo, N. Y.; Reading, Scran-
ton, \Vilkes-Barre and *Erie, Pa., has recently
been appointed distributor for the Eagle neutro-
dyne receivers and is doing a brisk business
with these instruments. An officer of the Elec-
tric Supply & Equipment Co., Inc., in speaking
of the addition of the Eagle sets to his stock,
said: “Before taking on the distribution of any
radio products the goods are given a thorough
test as to quality and are put in actual use in
the territory in which they are to be sold. The
Eagle has given wonderful results in the locali-
tiecs in which our stores are situated, and sales
of this product assure good results.”

Diversified Victor Publicity

The Victor Talking Machine Co. advertise-
ments in the November magazines have a wide
appeal. Three of the advertisements are of a
general type and illustrate different styles of
instruments and of concert and classical rec-
ords. One advertisement is given over to
music of the popular type with illustrations of
such Victor artists as IPaul \Whiteman, Will
Rogers and the Duncan Sisters. Still another
advertisement is devoted to the Victrola as an
aid to music appreciation in school courses.

Make Radio Week Sales Week

International Radio \Week, which has been
fixed from November 23 to 30, marks the open-
ing gun of the holiday buying season for radio
retailers, and in connection therewith it is ex-
pected that every radio store in the country
will start a drive for holiday business at this
time, according to an aunouncement recently
issued by the International Radio Week Comi-
mittce. Radio sets and parts constitute holiday
gifts of merit, and dealers who capitalize on the
International Radio \Week movement will un-
questionably score satisfactory results from
their efforts.

Radio Panel Co. Chartered

The National Radio Panel Co., New York,
was recently incorporated at Albany, to manu-
facture radio panels, with a capital stock of
$10,000. ). and S. and P. Sprung are the in-
corporators.
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Dealers Price ﬁ‘

PORTABLE PHONOGRAPHS Make Ideal Christmas Gifts

Holiday demands for portable phonographs will be tremen-
((PAI‘,,
machines are made for volume sales and the price
Send in your order

dous.
“REGAL”

range enables you to meet all comers.

!‘\5 F
\15 0.B. N.Y,<* f

ke P THE NEW

egaY

Popular Priced Portable

Some of your customers may not care to
spend $25.00 for a portable phonograph.
In response to an insistent demand for a
Quality Machine at a lower price, we
have created the REGAL Portable
Phonograph, a machine of wonderful
value.

Are vou prepared to meet them? The

today for immediate delivery.

PLAZA MUSIC CO.

18 W. 20th Street, N. Y. City

mL | JCAI’IAW

k'3

A “PAL” in your window is a guarantee
to the public that you offer the greatest
value 1n portable phonographs. The
Pal embodies every desirable feature in
a high class phonograph, at a price that
will appeal to all.

and

7%

o s 1

V",.

®

The All-Year 'round
Portable Phonograph

|
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RADIO CABINETS

ATWAT
K

LR

CNT

RADIO EQUIPMENT

Model 600-R-2
William & Mary stylz
American walnut or Eng-
lish brown mahogany,
duo-tone. Rosewood and

walnut inlay.

Model 1100-R-2
Stuart style
English brown mahoganv
or American walnut,
duo-tone.

Model 1200-R-2
Louis XV style
Selected American walnut

and Oriental burl. Fluted
silk interior fitting.

——

600-R-2

~———| Model $

210 |
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Model $
1100-R-2

350 |

pod ——— Model $
E‘ 1200-R-2

BEAUTIFUL

Pooley’s wonderful cabinet
work —the world’s standard

for 41 years.

Pooley Built-in Loud-Speaker
Amplifying Horn, patent pend-
ing— greatest advance in radio.

Easy To Sell

Desirable Territory Available to

Write Radio Sales Department C

Philadelphia, Indiana Ave.—16th & 17th Sts.
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RADIO CABINETS

"WATER
INT

RADIO EQUIPMENT

Model 600-R-2

Length, 36" ; Depth, 15%2";
Height, 42”. Complete
withouttubesandbatteries

Price . . . . $210

" Model 1100-R-2

Length, 33"; Depth, 15%";
Height, 52%2”. Complete
withouttubes andbatteries

Price . . . . $225

Model 1200-R-2

Length, 36”; Depth, 18”;
Height, 56%". Complete
without tubes and batteries

Price. . . . $350

| 1%5k3225 ¢

AtwATER KENT unique efh-
ciency, easy operation, selec-
tivity, distance, volume.

ATwATER KENT Loud-Speaker
of unexcelled tone quality
and volume.

No Real Competition

Jobbers in the Musical Trade
Write Radio Sales Department C

AN

Meori350 ——

Philadelphia, Indiana Ave.—16th & 17th Sts. ‘%@&-’x\
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Campaign to Protect the Radio Industry

Comprehensive Plan of National Vigilance Committee to Curb
Unethical Practices by Education Outlined by Harry D. Robbins

(The following article written for The Talking Machine
World by Harry D. Robbins, chairman of the Committee on
Management, National Vigilance Committee of the Asso-
ciated Advertising Clubs of the \World, outlines the im-
portant role which the Committee is playing in promoting
the stability of the radio business. Manufacturers, dis-
tributors and retailers, who have the welfare of the radio
industry at heart, will find reasons for encouragement in
the comprehensive program of this organization—Editor.)

A total of $350,000,000 is now being spent
annually in the United States for radio equip-
ment. In four years radio has become a great
American industry. It has been changed from
a highly technical device, mastered only by a
group of trained scientists, to a household
necessity in nearly three million American

homes. Directly it reaches perhaps twelve mil-
=

iton people. Indirectly, through reception in
auditoriums and elsewhere, it reaches virtually
the entire American people.

What accounts for this sudden development?
Radio is not new. It is ninety-three years since
Michael Faraday discovered electro-magnetism,
fifty-nine years since Clerk Maxwell first pre-
dicted electrical waves in the ether. Radio it-
self—the high frequency ‘“‘wireless telegraphy”
of Marconi—was employed professionally a
quarter of a century before it was introduced
to the public. \Why was it ever introduced to
them at all?

Three reasons may perhaps be assigned for
this. And the first two lie with radio itself.

HE refinements of radio con-

struction find the fullest ex-
pression in the Murdock Five
Tube Neutrodyne. It is the prod-
uct of an old New England radio
organization that has been mak-
ing radio equlpment of the high-
est efficiency since 1904.

The Murdock Neutrodyne is
the ideal receiver for home use.
It is radio standardized—given a
form as stable and resourceful as
the piano and phonograph. It
meets the most exacting tests of
sound reproduction. Its perform-
ance will satisfy the most critical
radio enthusiast. And in appear-
ance it is handsome enough to

NEW YORK—S3 Park Place

The Murdock Neutrodyne

will meet the demand of your
customers for a high grade
neutrodyne at a moderate price

WM. J. MURDOCK CO.
416 Washington Ave., Chelsea, Mass.

Branch Offices:

SAN FRANCISCO—509 Mission Street

MURDOCK
NEUTRODYNE

grace the best music and living
room.

Strong sales
co-vperation

EVERYBODY'S talking neu-
trodyne—everybody's buying it.
Meet this insistent call in your
locality with the wonderfully efh-
cient and unreservedly guaran-
teed Murdock. It's backed by
powerful advertising in radio
magazines and daily newspapers.
—and strong sales co-operation.

See your jobber today. If he
does not carry the Murdock Neu-
trodyne, write us for information
and dealer discounts.

f
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[u.nm:mw,,m’

....lu

™ 8y,
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CHICAGO—140 S. Dearborn Street

Radio was improved. As it was improved it
was simplified. Thus radio operators needed
no longer to be men of highly technical knowl-
edge. The average man, without specialized
training, could avail himself of it.

Even then, radio would have been the luxury
of the few had it not been for another factor.
The public did not know about it. Radio was
being improved and simplified, but this the
public did not know. Even among those few
who had heard of it radio was regarded as a
dark and mvsterious alchemy. With them radio
belonged almost in the same class with com-
munication with Mars,

What Advertising Has Done for Radio

The task, therefore, was to educate the public
in radio, and for thls task advertising was em-
ployed. Advertising popularized radio. It con-
vinced the public of the need, the desirability
and the simplicity of radio, and thus, through
radio, it brought the news, the knowledge and
the entertainment of Amerlca to the easy chairs
of many millions of people. More than that,
advertising encouraged healthy competition in
the industrv. It improved the sets and,
through a great increase in sales, tended to
lower the price of them.

Advertising, therefore, was directly respon-
sible for developing radio into an industry. It
i1s responsible to- day for the expenditure of
$350,000,000 each year in radio equipment.

These pioneers of radio for the most part
possessed all the qualities of pioneers in other
fields. They were substantial, farsighted, intel-
ligent men, who saw the possibilities of radio
for serving the people and -who consecrated
their lives to the development of that service.
Conditions, of course, were extremely unsettled.
Hardly anyone, even the most optimistic, was
able to predict how rapidly radio would grow
and how completely, in four years, it would
become identified with the lives of the Ameri-
can people.

Some Exploitation Evils

Consequently, when orders for sets suddenly
flooded in upon them they were caught unpre-
pared. But, with limited production facilities
and small personnels, they struggled to meet
this demand.

The sudden growth of radio changed previous
price standards. Prices at first were high.
They had to be. The law of supply and demand
controlled that. But with most dealers and
manufacturers such prices under such conditions
represented only a nominal profit.

In radio, however, as in every other industry,
there are a few individuals more interested in
their own immediate gain than in the future
development of the industry. And these men
took advantage of the rapid growth and somne-
what chaotic conditions to exploit the industry.
These men charged prices even higher than
conditions sometimes justified. Frequently they
charged them for faulty products.

Drive to Eliminate Trade Evils

It is for this reason that, to protect the public
and their $350,000,000 annual investment in
radio against the efforts of these people, the
National Vigilance Committee of the Associated
Advertising Clubs of the World, in co-operation
with the United States Department of Justice,
the Federal Trade Commission, Better Business
Bureaus in forty large American cities and
local vigilance committees or deputies in half a
hundred other cities, is launching a campaign
to standardize radio advertising.

The commntittee is centering its efforts npon
several  different  practices. These include:

Appropriation of radio tube type mmubers or

(Continued on page 43)
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uqnnouncing Exclusive

. . . Keeping Abreast of the Times, Musically

RUNSWICK constantly offers Dealers and the public #ew stars on Bruns-

wick Records. No name is added until after long tests we have assured
ourselves that Brunswick’s established high quality will be maintained. Until
we know that the sales-possibilities of the new artist’s records justify their
being added to our already long and distinguished list of artists.

Here are the latest exclusive stars in the Brunswick firmament:

Minneapolis Symphony Orchestra

A ) Henri Verbrugghen, Conductor
- : hd Y The New Hall of Fame

‘ 2 In adding the Minneapolis Symphony Orchestra to the New Hall of
; Fame we do so with fullest confidence in the public’s reception of this

famous group of musicians.

Since its formation in 1903, the Minneapolis Symphony Orchestra has

given more than 3,000 concerts on tour throughout the country, from

Coast to Coast.

This brilliant orchestra, therefore, needs no introduction to music

lovers. Their records which are just coming out. will be easy sellers—

for their music fulfills in every requirement the superlatively high

Brunswick standards.

Marie Morrisey, Contralto
The New Hall of Fame

Miss Morrisey is an artist of rare record-personality—
T — a contralto whose reputation has already been well
Conductor established.

Her forte is songs of the old standard type, as well as
numbers of semi-popular appeal. She has had long expe-
rience in records and her charming voice and artistic
technique are decidedly different. We predict large sales
in her records of the new dollar Purple Label series.

Frederik Schorr, Baritone
The New Hall of Fame

MARIE MORRISEY, Contralto

Frederik Schorr is a baritone of rare accomplishment.

We forecast for him a brilliant future on Brunswick

Records. And we are confident that, from the Dealer's standpoint. his
records of the New Hall of Fame Purple Label and Gold Label series
will become good steady sellers. Schorr’s voice records splendidly. His
specialty is German opera and songs of native Germany. of popular
appeal. He is one of the leading baritones of the Metropolitan Opera.

The Sign of Musical Prestige
o

PHONOGRAPHS RECORDS RADIOLAS

FREDERIK SCHORR_ Baritone
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New Brunswick Stars

Val McLaughlin—The Original Radio Sandman

Exclusive Brunswick Artist

Val McLaughlin has a distinct place of her own as a teller of tales for children.
She 1s the original Sandman of radio fame. Now she is an exclusive Brunswick
artist—telling her stories to Brunswick-owners’ children.

These “story-telling” records are not of the ordinary kind. Val McLaughlin
is the sort of story-teller Brunswick is proud to sponsor. Children love to
hear /ier stories over and over again. She projects into the record something
or her own personality-——her own enthusiasm. Miss McLaughlin’s new Bruns-
: = wick records will soon be ready. Brunswick Dealers will find at last what
> BAUKHOSE they have long sought in children’s records.

Frank Bessinger

Exclusive Brunswick Artist

Bessinger sprang to overnight fame in a broadcasting station in
New York. He 1s one of an already-famous new vocal team—The
VAL McLAUGHLIN Radio Frank .
The Original Radio Sandman adio t'ranks.

Bessinger’s tenor voice has a melliftuous quality which records
exceptionally well. Now on a tour of the broadcasting stations of America, his
popularity is increasing daily.

We prophesy a quick demand for Bessinger’s records. He wvas selected among
hundreds who took recent “tests” at the Brunswick laboratories, and we are
enthusiastic about his voice.

The Radio Franks

Exclusive Brunswick Artists

FRANK BESSINGER, Tencr

The Radio Franks, as newspapers promptly dubbed Frank Wright
and Fraink Bessinger, are known already to thousands of radio
fans all over the country.

These two singers have voices which blend marvel-
ously. Reproduced on Brunswick Records by the
famous Brunswick Method of Reproduction, not a
note, not an inflection is lost.

Records made by the Radio Franks have a great
sales-future. We highly recommend this vocal team.

As in Phonographs and Records, Brunswick
offers the superlative in Radio

THE BRUNSWICK-BALKE-COLLENDER CO.
Manufacturers— Established 1845
GENERAL OFFICES: CHICAGO

Branchaes in all Principal Cities

New England Distributors: Canadian Distributors:
Kraft, Bates & Spencer, Inc. Musical Merchandise Sales Co,
80 Kingston Street, Boston, Mass. 79 Wellington St., West, Toronto, Ont.

THE RADIO FRANKS

The Sign of Musical Prestige
&

PHONOGRAPHS RECORDS

RADIOLAS B_):mz:wz'cé Radiola No. 360, one of the

six new models of the Brunswick Radiola
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To Protect the Radio Industry

(Continued from page 42)

any part thereof; sets built by retail stores but
containing certain licensed parts of well-known
manufacturers but which are advertised as being
solely the products of these manufacturers;
concerns or individuals advertising a radio
product in infringement of patent or license
rights; doubtful claums concerning the receptive
power of radio equipment which cannot be sub-
stantiated; merchandise advertised as bcing re-
duced from a certain list price and represented
as possessing the list price value, but which
does not carry all the advantages, such as fac-
tory guarantee and repair privileges, to which
any purchaser who buys at the regular price is
entitled; advertisements which lead the pur-
chaser falsely to believe that certain accessories
are included at the price quoted; claims as to
batteries and other accessories which cannot
be substantiated or which conflict with the views
of the recognized scientific opinion on the
subject; sets advertised at reduced prices when
the model has been discontinued at the factory
but which are represented as still posscssing its
regular price list i1 a way to lead the public to
believe that it is securing a much better current
value than is actually the case; when a particular
piece of merchandise is featured through adver-
tising but the dealer fails to keep a sufficient
supply on hand to meet a reasonable public
demand.

These are but a few of the objectives of the
Vigilance Committee and its co-operating organ-
izations. Broadly, the committee intends to
maintain truth-in-advertising by curbing all sales
and advertising methods in radio which do not
measure up to the standards which are now
being foruied. And these will include radio
stock selling schemes as well.

To Be Campaign of Education

FFor the most part the Vigilance Committee
will not use force—it will not need to use
force—to accomplish its ends. These doubtful
advertising mcthods, it realizes, are usually not
the result of perversion but of ignorancc of
the standards. In fact, radio itself is still so
new that these standards have not yet been
definitely set.”

The campaign of the Vigilance Committee,
therefore, will be primarily a campaign of edu-
cation. It will seck first to have the standards
of radio sales and advertising definitely mapped
out, and then to educate all those in the indus-
try, and the public as well, to maintain those
standards.

In those few cases where education fails the
comimittee will rcsort to publicity and, only as a
last resort, to prosecution. So carefully and so
thoroughly does the committce work, so great
is the influence of thc Associated Advertising
Clubs of the World, with their 30,000 members
all striving toward a common end; so com-
plete is the co-operation between the committee,
the Better Business Bureaus and the United
States Government and local authorities that
rarely does the cominittee have to resort to
prosecution. In ninety-five cases in a hundred
education is successful.

The energies of all these organizations, there-
fore, are focused on a common point, and their
work is constructive, not decstructive. Their
purpose is educational, not punitive. They seek
truth-in-radio-advertising not alone because
truth is morally desirable, but because it is
economically necessary. Only through truth—
and by truth is meant adhcrence to standards
as well as moral honesty—thc committee be-
lieves, can the confidence of the public be pro-
tected.

Advertising, in four short years, developed
the public’s confidence in radio, and advertising
men intend to protect that confidence.

The possibilities of radio are boundless.
There are to-day about 500 broadcasting st;itions
in the United States. Aun international chain
of radio broadcasting stations reaching 50,000,-
000 people is proposed. It scems hardly an

exaggeration to say that the time is not far
distant when the radio will literally reach
everybody.
Co-operation a Vital Need

For this reason the co-operation of everyone
interested in the development of radio to main-
tain the public’s confidence in the industry is a
very vital need. Realizing this need, the Na-
tional Vigilance Comimittce and its affiliated
organizations seek to become in a sensc the
custodians of that confidence and to check the
efforts of anyone—whether lie does so know-
ingly or unknowingly—to abuse that confidence.

These bodies protect the investment of $350,-
000,000 annually. They do more than that.
They protect the future development of an in-
dustry and a science which are already bound
up in the welfare and happiness of the public.

The World Loud Speaker Mfg. Co., New
York, was recently incorporatcd at Albany, to
manufacture radio instruments with a capital
stock of $20,000. The incorporators are I. Sher-
man, B. Greenspan and H. Morris.

MZ;;IY DéalersiTake on
OKeh Record Line

New Accounts Opened in New York Territory
Show Growing Popularity of These Records

The month of October showed an appreciable
increase in all lines carried by the distributing
division of the General Phonograph Corp., N
B. Smith, manager of the division, states. Aside
from the natural increase due at this time of
the year, a competition among the outside men
is responsible in a large measure for the very
favorable sales totals for the month. A
number of new accounts were opened, all of
whom will feature the Okch and Odeon records.
Among them are.included, E. Winter’s Sons,
Kingston, N. Y.; Max Bruskin, Astoria, L. I;
Hanford & Horton, Middletown, N. Y.; G
Ardola, 127 Corona avenue, Corona, L. I
Arline Music Shop, Ozone Park, L. I; L.
Eitinger, Perth Amboy, N. Y:; and the Palmer
I'urniture Store, 153 Pearl strcet, Albany, N. Y.

Ralph Waldo Emerson once said: ‘“An institution
is but the lengthened shadow of a man.”

Which is another way of saying that a product is
no better than the institution behind it.

the goods.
than its source.

Shrewd buyers always investigate the house with
They know that water is no better

the
gether with the product.

You are invited to determine the responsibility of

House that builds “MASTERCRAFT”’—to-

Two large factories with every modern facility,
manned by artisans long skilled in the trade—make
for quality, volume, efficiency and dispatch,—
which means a wide range of ‘“Golden Rule” In-
struments—at Interesting figures.

Buyers are divided into three classes: the self-
starters, those that have to be cranked and those

that have to be towed.

Self-starters will find this a profitable connection

on Fall requirements.

Descriptive literature—and quotations—on request.

THE WOLF MANUFACTURING INDUSTRIES

(Established 1890)
BUILDERS OF **“MASTERGRAFT” PHONOGRAPHS
QUINCY, ILLINOIS
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VOCALION

BEETHOVEN
from a painting by
Julius Schmid

Winkler.

Nothing has been heard in this country
to equal the superb reproduction of or-
chestral instruments in these magnifi-
cent records. A vocal chorus of rich
voices from the Berlin Opera, headed
by leading European soloists is a strik-
ing feature in the 4th Movement of the
Symphony. Lovers of symphony
music the countrv over will create a

7T he Greatest Recording
Achievement of Modern

Times

Recorded in Europe and Inmtroduced Exclusively

in America by

The ALFOLIAN COMPANY

NOTEWORTHY Vocalion release has just
been announced—Beethoven’s majestic Ninth
Symphony mn a spectal VOCALION RECORD
series of seven double-faced recordings played by the
New Symphony Orchestra of Berlin under the direc-
tion of the noted European conductor, Bruno Seidler-

large demand for these marvelous Vo-
calion Records—enabling them to en-
joy 1n their own homes this great work

of Beethoven.

For the Christmas trade, Vocalion Red
Record dealers have the enormous ad-
vantage of offering this stupendous
achievement to musicians of the United

States.

Distributors of Vocalion Records

SSE.LIND.Tnc.. ............. 2755-65 W. Fort St., Detroit, Mich.
VOCALION CO. OF CHICAGO. .529 S. Wabash Ave., Chieago. 11

Distributors of Vocalions and Voealion Records
OHIO MUSICAL SALES CO.. 1747 Chester Ave.. Cleveland Ohio
LOUISVILLE MUSIC CO......570 S. Fourth St.. Louisville. Ky.
STERCHI BROS.. .. ....Knoxville, Tenn.
STERCHI FURN. & CARPEY CO.................. Atlanta. Ga.
MUSICAL PRODUCTS DISTR. CO.....22 W, 19th St.. N. Y. 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 Raee St., Philadelphia, Pa.

PITTSBURGH PHONO. DISTR. CO..
217 Stanwix St., Pittsburgh, Pa.

VOCALION RECORD CO. OF MD.,
305 N. Howard St., Baltimore, Md.

e )
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RED RECORDS

BEETHOVEN’S FAMOUS
- NINTH SYMPHONY v D MINOR

Complete in a Special Orchestral Series
of VOCALION RED RECORDS

Played by the New Symphony Orchestra of Berlin
Under the Direction of BRUNO SEIDLER-WINKLER

BEETHOVEN’S NINTH SYMPHONY —Vocalion

First Movement—Part 1—

First Movement—Part 2—Allegro, ma non troppo—New Sym-
phony Orchestra, Berlin.
Conducted by Bruno Seidler-Winkler (Recorded in Europe)

Ne. 35050 $1.25

First Movement—Part 3—Allegro, ma non troppo

Second Movement—Part 1—Molto vivace—New Symphony Or-
chestra, Berlin.
Conducted by Bruno Seidler-Winkler (Recorded in Europe)

No. 35051 12 inch -- - - .+ . $1.25

Second Movement—Part 2—Molto vivace

Third Movement—Part 1—Adagio molto e cantabile—New Sym-
phony Orchestra, Berlin.
Conducted by Bruno Seidler-Winkler (Recorded in Europe)

No. 35052 - - 12 inch = O $1.25

Third Movement—Part 2—

Third Movement—Part 3—Adagio molto ¢ cantabile—New Sym-
phony Orchestra, Berlin.
Conducted by Bruno Seidler-Winkler (Recorded in Europe)

No. 35053 - - 12 inch > e e $1.25

12 inch - e - e .

Fourth Movement—Part 1—Presto
Fourth Movement—Part 2—Presto allegro assai-—New Symphony
Orchestra, Berlin.
Conducted by Bruno Seidler-Winkler (Recorded in Europe)
No. 35054 - - 12inch - - $1.25

Fourth Movement—Part 3—Presto allegro assal—New Symphony
Orchestra, Berlin—Veocal, by Ethel Hansa, soprano— Eleanor
Schlosshauer, alto — Eugen Transky, tenor — Prof. Albert
Fischer, bass—and cherus Berlin National Opera.

Fourth Movement—Part 4—Presto allegro assai—New Symphony
Orchestra, Berlin. Conducted by Bruno Seidler-Winkler—
Vocal, by Eugen Transky, tenor, and chorus—Berlin National
Opera (Recorded in Europe)

Neo. 35055 - - - 12inch - - - - $1.25
Fourth Movement—Part 5—Presto allegro assai
Fourth Movement—Part 6—Presto allegro non tanto. New Sym-

phony Orchestra, Berlin. Conducted by Bruno Seidler-
Winkler—Vocal, by Ethel Hansa, Soprano—Eleanor Schloss-
hauer, alto huwen Transky, tenor—Prof. Albert Fischer,

bass—and chorus—Berlin National Opera (Recorded in
Europe)
Neo. 35056 - - - 12 inch - - $1.25

Seven Double-faced Vocalion Records complete in Special Album $10.00 or $1.25 Sepalately

The AEOLIAN COMPANY

Aeolian Hall
NEW YORK

M el N

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

REINHARDT'S, INC........... 104 S. Main St., Memphis, Tenn.

RADIO EQUIPMENT CO. OF TEXAS,

1319 Young St., Dallas, Texas

D.H . HOLMES CO.. ...........cciiiinn.. New Orleans, La.
STONE PTANO CO.....coviiiieieiieiieiieennn. Fargo, N. D.
STONE PIANO CO....... 826 Nicollct Ave., Minneapolis, Minn.
Distributors of Vocalion and Voealion Records
MOORE-BIRD CO............... 1720 Wazee St., Denver, Colo.

MUNSON-RAYNER CORP.. ..

MUNSON-RAYNER CORP.... .86 Third St.,

San Francisco, Cal.

.643 S. Olive St., Los Angeles, Cal.
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Capitol Distributing Co.
Appointing Distributors

M. Steinert & Sons, Boston, and Brown &
Sperling, of Washington, Secure Dynergy
Distribution Rights in Their Territories

The Capitol Distributing Co., New York
City, has derived many benefits from the vari-
ous radio shows that have been recently held
in the large cities of the East. It not only
reports decidedly stimulated interest in radio in
general, as a result, but has found a marked
increased demand especially for the Dynergy
receiving set, of which it is the factory distribu-
tor. This set, which may be plugged in on any
socket, needs no batteries and it created con-
siderable interest at each show.

Ira Greene, president of the Capitol Dis-
tributing Co., made a flying trip to the most
important trade centers along the Atlantic
Coast. He personally visited a large number
of radio dealers and distributors and returned
with contracts from some of the biggest music
ind radio jobbers in that territory. In Boston,
the well-known distributing house of M. Steinert
& Sons has taken on the Dynergy line and in
Washington, D. C,, Brown & Sperling have been
appointed distributors.

It is expected that the Capitol Distributing
Co. will shortly announce Dynergy distributors
in Philadelphia, Pittsburgh, Baltimore and other
important cities in the East. In an interview
with The World, Mr. Greene reported that tre-
mendous interest in radio was being manifested
not only in New York City, but in other East
Coast cities as well. The Capitol Distributing
Co. has prepared for this season with adequate
stock, and shipments are very heavy. Besides
the Dynergy receiver the Capitol Distributing
Co. is also the distributor of Ambler Holman
sets, Murdock neutrodyne sets and the Song
Bird phonograph panel. In the loud speaker
line it fcatures the Charmitone.

Pathé Corp. Announces

Two New Radio Models

Super-Five and Big-Five Radio Receivers Are
Now Included in Pathé Line of Sets

The Pathé Phonograph & Radio Corp., of
Brooklyn, New York, is adding to its line of
radio receiving sets two new models which are
expected to prove particularly popular, espe-
cially throughout the talking machine trade.
These two models are to be known as S-3
(Super-Five) five-tube radio rcceiver and B-3
(Big-Five), another five-tube set. The Pathé
Corp. 1s ready to make delivery on the S-5. This
new set consists of two stages of radio ampli-
fication, detector, and two stagcs of audio fre-
quency. It has a particular appeal to the talk-
ing machine trade through both its attractive
appearance and simplicity of operation. It is
lioused in a cabinet of genuine two-tone ma-
liogany with a panel and dials of mahogany as
well.  Although simply operated, it is described
‘as extremely selective, sensitive, and has a sub-
stantial volume.

Delivery will shortly also be made of the
E-5, which is marketed at a lower price. This
set 15 described as a tuned radio frequency set,
self-neutralized, non-oscillating, non-radiating
and easy to operate, as there are but three
controls. There are also many claims made for
this set in selectivity, tone and volume, and it
i1s also attractively cabineted in a mahogany-
finished case.

The Pathé Phonograph & Radio Corp., it will
be remembered, is the manufacturer of Min-
ute Man and Five-Six sets. It is reported that
the success with which these sets have met
has enabled the company to go into volume pro-
duction with a corresponding decrease of price.
The Minute Man is a five-tube Phusiformer sct
and the Five-Six has two stages of radio ampli-
fication, detector and three of audio.

The High Boy radio cabinet produced by the

THE TALKING MACHINE WORLD

Pathé Corp. is now being equipped with the
S-3. The High Boy not only provides for the
set of batteries, but has a loud speaker built in
behind the grill work. This model has been
produced to meet the marked demand for radio
sets in furniture models.

Attractive Thanksgiving
Edison Window Display

The accompanying illustration is the window
display arranged by Thos. A. Edison, Inc, for
the use of its dealers prior to Thanksgiving.
The display, as may be seen, is simple in ar-
rangemcnt and can be put in at very low cost.

Edison Thanksgiving Window
Dealers can take no more effective steps in the
campaign to secure holiday business and tying
up phonographs and records with holidays than
to make the appeal to the public through the
“eye of the store.”

Formal opening of the Rupert & Tewart Mu-
sic Store, New Bethlehem, Pa., was held re-
cently and was extremely well attended. Proni-
inent local artists entertained and the event was
a success from every possible angle.

- = - -

confidence in their products.

For instance—
It has a VARIABLE CONTROL.

the fact that many

And here’s the reason—The reputation of the makers behind it and the

Besides that it has features the others haven’t.

The radio fan iants every feature the industry can offer him, and he
gets every feature a charger can offer in the EAGLE.

It charges “A” Batteries while the set is in operation.

It has a special transformer that cannot burn out the radio tubes.

It charges 120 volts of “B” Battery in series (distinctly an lzagle feature.)
It has a variable charging rate by which the charge is controlled.

It has an automatic switch which automatically cuts off at zero.

Jobbers!—The “Eagle” will give you what you are entitled to
expect from a charger—honest construction, good appearance, and a
performance that is free from trouble for the user and you!

The most outstanding proof of *“liagle” wworthiness is
of the leading concerns in the
Radio Industry are using the “Eagle” eharger exclusively!

Y our Radio Departn;ent Is Incomplete Without a Standard Charger

The

“Eagle” Charger

created a demand for itself practically overnight.

/7 -

é
ANFER ’
. \ B CHARGE .

F .

100 WATTS 10V 60 ¢

Pas rZNDG
BLECT DIVISION

4ly° EAGLE CARBURETOR Go
CLEVELAND oRIo

SPECIAL NOTE!
contains a tube supplied to us direct by the
General Electric Company by special ar-
rangement.
provcment—and it is legitimate!

The EAGLE Charger

The EAGLE is a distinct im-

Foreign and Domestic Electrical Commodities, Inc.
629-635 WEST 23rd STREET, NEW YORK, N. Y.
I estern Office : 11502 Madison Ave., Cleveland, Ohio




NoveMmBER 15, 1924

THE TALKING MACH]NE WORLD

PRICES:

Directone  $35.00
Walnut or Mahogany Case

Reflextone  $30.00
Mahogany or Walnut Case

Beltone -+ $25.00
Dupont Fabrikoid Case

Grace any Room
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Packed

?lely
Cartons

ENCERIAN

Portables for Christmas!

SPENCERIANS are year ‘round
Instruments.

The handsome Mahogany or Wal-
nut cases of the Directone and Reflex-
tone models make them as suitable for
use in the finest parlors, playing carols
on Christmas Eve, as outdoors in the
sumimer.

They are thoroughly high-quality products,
in tone, design, and workmanship, that will
build patronage for you.

The striking holiday cartons in which we
pack them for you at this season add greatly to
their appeal as attractive, reasonably priced gifts.

You will profit by featuring SPENCERIANS
for the holidays.

46 W. 4th St., Saint Paul, Minn,
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Dunn Now Sales Manager
of American Specialty Co.

President Clifford and Sales Manager Dunn
Discuss Plans and Policies

Bripceport, CoNN., November 6.—The American
Specialty Co., manufacturer of the Electrola
receiving set, is finding the talking machine
trade much interested in its product. In addi-
tion to the development of the set itself, this
company has also formed a well-rounded sales

D. J. Clifford
and service organization capable of offering ex:
ceptional service to the merchandising of Amer-
ican Specialty products.

D. J. Clifford, president of the company, has
announced the appointment as sales manager of
\W. R. Dunn, whose former connection as assist-
ant sales manager of the De Forest Radio Corp.
and prior to that with the Cutting & Washing-
ton organization, has given him a wealth of
experience in the radio field and particularly
fits him for the position he now assumes.

THE TALKING MACHINE WORLD
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In a recent chat with The World Mr. Dunn
outlined the policies that he intended to pur-
sue. He stated: “A closer spirit of co-operation

W. R. Dunn

between the manufacturer and the jobber and
dealer organization is absolutely essential to the
success of the business. Conditions have im-
proved greatly in this respect in the past two
vears, but in the past too many manufacturers
felt that their responsibility ceased entirely
when shipments had been made. Our exclusive
arrangement with jobbers, together with our
community agency plan for dealers, will go a
long way in eliminating the trade evils that
exist to-day and at the same time will make
the Electrola franchise a valuable one to the
entire trade organization.”

D. J. Clifford, chief executive of the American
Specialty Co., has developed this organization
from small beginnings to its present size. It

is not a new organization, but has manufactured
electrical instruments for twenty years. A num-
ber of years ago Mr. Clifford visualized the
future popularity of radio and placed on the
market a line of radio parts that has proved
exceptionally popular. The complete set, the
Electrola, was developed under Mr, Clifford's
personal direction, and is now produced in three
models. Its attractive appearance, besides its
efficiency as a radio receiving set, will no doubt
have a distinct appeal to the talking machine
field.

In addition to complete sets, the American
Specialty Co. produces the Regal and Kelford
lines of radio products, which include the Kel-
ford variable condenser, audio frequency trans-
former, shielded frequency transformer, rheo-
stats and potentiometers and the Regal vernier
rheostat and inductance switch.

Special Columbia Hanger

The advertising department of the Columbia
Phonograph Co., Inc., issued recently a very
attractive hanger featuring the extensive Colum-
bia collection of old-time tunes, played and sung
by popular old timers. The sale of this class
of selections is growing rapidly, and the Colum-
bia library has recordings by fiddie, guitar and
harmonica specialists, which are being adver-
tised widely by Columbia dealers. Many of the
Coluinbia representatives have accepted the
company’s suggestion to feature this hanger in
booth and store windows, particularly as the
hanger displays picturesque photographs of such
square dance virtuosos as Gid Tanner, Riley
Puckett and Ernest Thompson.

F. Daniels in New Position

Frank Daniels, formerly manager of the talk-
ing machine department of Kincaid’s, Quincy,
Mass., has joined the forces of Walter H.
Sturgis, Inc. This establishment was recently
renovated and re-decorated.

T

Proof of Service

Each week we prepare several hundred sets
of attractively painted show cards featur-
ing the new Victor Records—for exhibition
in the windows of our dealers.

This service is considered a most important
item in the M. I. S. extensive and thorough
plan of sales promotion, as experience has
shown that the strikingly designed and
colorful cards in their gold frames, have a
real record selling ability.

If you are unacquainted with this phase of
our service we should be pleased to send
you samples and description.

Musical Instrument Sales Co.

Yictor W holedalors

NEAR €2 °° STREET

e

M. I. S. RECORD CARD IN FRAME
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Every radio dealer ought to know

these three factors of greater tube business

HAT radio tube should a merchant of your reputa-
tion sell in the best interests of your customers, your-
self and your profit?

Here are three facts that will help you decide:

- 1. The radio tube you sell should be a product of the most skillful
workmanship—a product made according to the highest stand-
ards of radio efficiency and of accurate workmanship. De Forest
tubes, er:dorsed by experts, are rigidly inspected one by one in
the factory. They are the latest of a long line of tubes the first
of which was made by Dr. Lee De Forest.

2 The radio tube you sell should perform in all ways exactly as the

* makers claim. De Forest tubes are uniformly reliable. Once sold

they stay sold. They bring you new customers who will come

in again and again. They stand by your reputation as a dealer

of first-class merchandise and strengthen your bonds with old

customers. Their performance shows its value in your cash
register.

3 The radio tube you sell should have a name well known to your
* customers new and old. De Forest as a name stands for the
perfect reliability of the products bearing it and for pioneer radio
work. National advertising in the leading radio magazines and
in the great newspapers of broadcasting centres is now making

De Forest tube sales still easier for the dealer.

ORE and more merchants prefer to carry  dry batteries and is both radio and audio fre-

De Forest tubes because of their faith quency amplifier. It is a good detector in
in these facts. An unusual opportunity is standard regenerative circuits. The DV-2, for
open to you to increase your profits with De storage batteries, is particularly designed for
Forest tubes, whose clearness and volume of power amplifier work.
tone are sources of continuous satisfaction to Write us while you think of it— or send
discriminating purchasers. There are two a wire for the De Forest merchandising
types, which cover all needs. The DV-3is for plan.

DE FOREST RADIO COMPANY
JERSEY CITY, N. J.

DE FOREST TUBES

TRADE MARK REG.

CThe cMagic Lamp”of Radio

The DV-2 has a filament poten- This tube, the DV-3, consumes a

tial of 414 wolts and a filament filament current of only 6/100 of
consumption of 25/100 of an an ampere. It operates at a

ampere. filament potential of 3 volts.

Made by the makers of
De Forest D-12 Radiophones and all other parts
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Sonora Co. Protects Name
Against Infringement

Court Decides Name “Sonata” for Phonographs
Is Infringement of “Sonora”

The Sonora Phonograph Co., Inc., announced
rccently that it had stopped the attempt of a
Western manufacturer to bring out a phono-
«raph bearing the name “Sonata.” Several
vears ago this name was used by an Eastern
manufacturer who discontinued it, however,
when it was decided by the patent office au-
thorities that the word "Sonata” constituted an
infringement of the name “Sonora.” The latest
ittempt was made by a Western manufacturer
who apparently did not have cognizance of the
former decision, and the Sonora Phonograph
Co., Inc., has suggested that dealers and job-
bers, as well as manufacturers, bear in mind that
the word “Sonata” has been banned by the
patert office.

N_ew Tonofone Jobbers
in Denver and Chicago

Miss E. E. Powell, secretary and treasurer of
the Tonofone Co., of Chicago, manufacturer of
Tonofone needles, was a visitor to New York
recently calling on some of the jobbers in this
territory. While in New York Miss Powell
announced the appointment of Gray Bros,
Denver, Colo. and the Targ & Dinner Music
Co., 229 West Randolph street, Chicago, as
Tonofone jobbers. Both of these companies
are well known in their respective cities and
are planning to start aggressive campaigns in
behalf of the well-known needle, which has be-
come popular both with dealers and public.

The Melodyne Co.,, New York, was recently
incorporated at Albany, with a capital stock of
$10,000 to manufacture radio sets. The incor-
porators are E. Hajos, H. Kirshbaum and F.
Melson.
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tuning and adjusting.

of fine Receivers.

at a reasonable price.
The A-C DAYTON XL-5
is furn'sh:d in knocked-
down foim, complete with
all parts and directions,
neatly packed in attrac-

tive ditplay case. Write
for circular.

Fine Electrical

The A-C DAYTON XL-5 Dark Mahogany Cabinet

Performance that Sells

ROVENXN performance sells Radio Receivers to
the music trade, performance that will assure
the music lover of clear reception of his favorite
program, uninterrupted by the necessity of endless

The A-C DAYTON XL-5 is a five tube super-
Receiver that sells on performance—performance
that is a pleasant surprise to the most exacting radio
fan—performance that is needed to appeal to the
music lover who demands true radio reception.

In dollar for dollar value the XL-5 leads the field
Retailing at $115.00 ($120
Denver and west), less tubes and batteries, it attracts
the music lover who is looking for a fine Receiver

There will be a big sale of Receiving
Sets for Holiday gifts. Write for com-
plete description of the XL-5, our dis-
counts and dealer plan, and be ready to

get your share of the Holiday business
with the A-C DAYTON XL-5.

THE A-C ELECTRICAL MFG. CO., DAYTON, OHI1O
Makers of

Equipment

for Years

Twenty

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

Henry Ford Purchases
Another Edison Phonograph

Edison Shop, of Detroit, Has Placed Many Edi-
son Phonographs With Ford Executives

DEetrorr, MicH., November 6.—The Edison Shop,
Edison phonograph distributor, has placed
thousands of Edison phonographs in the homes
of music lovers of this city, but no sale in
recent years caused as much genuine pleasure
as the sale of another Edison phonograph to
Mr. and Mrs. Henry Ford. For a great many
years a Louis XVI period Edison phonograph
has been used at the Ford home. This phono-
graph after twelve years of actual service was
found to be in perfect condition. It did not
nced the slightest replacement of any kind. It
will be used in the Henry Ford Hospital, where
a special restroom is being fitted up to serve
as a convalescent sitting-room for the walking
patients. This phonograph will be operated by
an attendant and the wide range of Edison
music will be drawn upon to aid in the con-
valescence of the Ford patients.

The satisfaction of selling another Edison
phonograph to Detroit’s motor. king was in-
creased by the fact that a story appeared in
Eastern trade papers in the early Summer to
the effect that Mr. Ford had purchased a needle
phonograph.  This story was immediately
checked up and it was found that Mr. Ford
had always used an Edison phonograph for his
personal use and it brought about the sale of
another to him.

Commenting upon this, Peter C. Sweeny, of
the Edison Shop, reported another interesting
thing in the Edison Shop’s phonograph busi-
ness. This was the tenth sale of an Edison
phonograph to one of Detroit’s families. The
first sale was consummated seven years ago and
since that tnne the sale of Edison phonographs
to the number of nine was occasioned by the
children of this family marrying and leaving
home and insisting upon Edison phonographs in
their homes. In addition to having placed Edi-
son phonographs in Mr. Ford’s home for his
personal use, Edison phonographs are also in
the home of Edsel Ford. John Ford, a brother
of Henry Ford, also owns a Chippendale model.
John Ford’s two sons, Clarence and Robert, of
Dearborn, Mich.,, own Edison phonographs.
\William Ford, of Dearborn, also a brother of
Henry Ford, owns a \William and Mary.

Recent sales of Edison phonographs to execu-
tives of the Ford Motor Co. include a William
and Mary console to P. E. Martin, superintend-
ent of the Highland Park plant. Two Edison
phonographs to Fred Allison, engineer of the
Ford Motor Co., one being for his own use
and one for the use of his mother. A William
and Mary console was sold to G. Cowling,
trafic manager, and a William and Mary con-
sole to Gilbert Collins, of the engineering de-
partment, beside many other Edison phono-
graphs to men connected with the Ford Motor
Co. in diflerent capacities.

D. A. Saunders Chartered

. \. Saunders, Nyack, N. Y., was recently
incorporated at Albany, to manufacture radio
apparatus with a capital stock of §10,000. The
incorporators are D. .\, and l.. S. Saunders.
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PARAGON PAVES THE WAY

ARAGON is backing up its revolutionary new line with an advertising

campaign of unusual effectiveness and range. Such popular magazines
as Saturday livening Post, Popular Mechanics, American Boy, Popular
Science Monthly; such widely read radio publications as Popular Radio,
Wireless Age and others; and big city newspapers, such as the Times, and
Herald-Tribune in New York, the Tribune and Daily News in Chicago
will create live receiver prospects for you. Take advantage of this cam
paign while it’s red-hot.

ADAMS-MORGAN COMPANY, Inc.
10 Alvin Avenue Upper Montclair, N. J.

Originators Since 1915 of Record-holding Radio Receivers

The Paragon Line

The New  Paragon Receivers operate successfully with anv standard tubes, cither dry or storage
' 1y Built as only Paragon sets have been built in the past. And priced one-thivd what

The New Paragon Four $65

4 tubes—1 dial. A four-tube set whose loudspeaker range is
practically unlimited.  Basically new. employing the new non-
radiating Paradyne Cireuit Exquisite natural tone.  Extremie
sensitiveness.  And the simplest set ever to operate—one dial con-
trol. Handsome mahogany cabinet, 21 inches long.




PARAGON

Yot Inkey

®

The New Paragon Three
$48.50

An exceptionally sensitive three-tube set. New
single dial control. Amazing loudspeaker vol-
ume. Solid mahogany cabinet, 17 inches long.

The Talking Machine World, New York, November 15, 1924

The New Paragon
Two, $27.50

A new two-tube radio receiver
capable of loudspeaker volume
from stations within a moderate
radius and phone reception over
almost wunlimited range. Single
dial control. Mahogany finish
cabinet, 11 inches long.

the Knob with the
Red  Triangle is
the identifying
mark of Paragon
quality — always
look for it

Sce the new Paragon
line at the Chicago
Radio Show-— Booth
Y, Section W.

_ :
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E. A. Kelley Is Sec.-Treas.
of Splitdorf Electrical Co.

Popular Member of Trade Honored at an
Executive Meeting Held Last Week

E. A. Kelley, “Ned” to the trade, for many
years connected in various capacities with the
Splitdorf Electrical Co., well-known manufac-
turer of ignition and radio equipment, was
elected secretary and treasurer of the company
at a special meeting of the board of directors
held at Newark, N. J., last week. It was only
comparatively recently that Mr. Kelley was
taken from the Detroit selling territory' and
brought to the home office to take complete
charge of the Splitdorf branch house and dis-
tributing organizations and act as director of
advertising. This appointment had followed a
tie-up with Splitdorf electrical interests of sev-
eral years’ standing, his duties having closely
identified him at different times with the auto-
motive worlds of the Pacific Coast, Kansas City,
Chicago and Detroit. His acquaintance in the
automotive field is a wide one, and his latest
appointment will give cause for sincere con-
gratulations.

Columbia Co. Issues Booklet
on the Old Familiar Tunes

In addition to a large display hanger de-
voted to old-time tunes, featuring records by
such popular rustic talent as Gid Tanner, Riley
Puckett, Ernest Thompson and others, whose
names are best known where the square dance
has not been supplanted by the fox-trot, the
Columbia Phonograph Co. has recently issued
an attractive booklet entitled “Familiar Tunes
on Fiddle, Guitar, Banjo, Harmonica and Ac-
cordion.” This booklet is designed to fill three
purposes, for in the first place it calls attention
to the fact that these old favorites played as
they were when they first became popular are
available on standard phonograph records.

The booklet also makes it convenient for mu-
sic lovers who have a desire to hear records of
this character to find them on the list conven-
iently. The booklet also allows Columbia deal-
ers to demonstrate to their trade that these
popular tunes of years ago can still be found
in the Columbia library.

Gilbert-Keator Corp. to
Distribute Day-Fan Sets

The Gilbert-Keator Corp., distributor of na-
tionally known radio equipment, with executive
offices at 1755 Broadway, New York City, has
taken over the distribution of the Day-Fan sets
manufactured by the Dayton Fan & Motor Co.,
Dayton, O. They will particularly feature the
two popular models Day-Fan OEM-7 and Day-
Fan OEM-11. These products are already
known throughout the country, and under the
new distributing arrangement first hand co-op-
eration in caring for the retailer’s needs will
now be available in the metropolitan area.

R. H. Nolan Joins Brunswick

Richard H. Nolan, well known in the phono-
graph sales field and recently with C. Bruno
& Sons, Inc.,, New York City, has joined the
sales force of the Eastern phonograph division
of the Brunswick Co. and has been assigned to
the New York State territory. Mr. Nolan will
work under the supervision of H. A. Beach,
sales manager of the Eastern phonograph divi-
sion of the company.

The Lohr & Chase Music Co., Muscatine, Ia.,
in order to display and demonstrate the Bruns-
wick-Radiola to the best possible advantage, is
constructing an additional salesroom which will
be fitted out to represent the living room of
an extremely well-appointed home.

DON’'T SAY

“KAN’T”
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
Durability
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.




52

THE TALKING MACHINE WORLD

N

ACK of ATWATER

Kent Radio is a
tremendous factory
with laboratory and
manufacturing facili-
ties that are not sur-
passed in the whole
world. And back of
that factory there is the
accumulated experi-
ence of more than a
quarter of a century
in the manufacture
of scientific electrical

instruments.
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De Luxe Model $120

s tube—special cabinet

Model 20—$100
5 tube—enclosed

Model 12—$105
6 tube—open type

Model 10—$85
5 tube=—open type
Model 9—$65

4 tube=—open type

/.J

A Merchandising Opportunity
with Unlimited Prospects

HE dealer who sells ATwATER
KenT Radio has a merchandising
opportunity with unlimited prospects.
AtwaTER KeNT radio is not con-
fined to any one class of radio enthu-
siasts. Its value lies in its instant and
universal appeal. Its broad price range
enables everyone to buy.
In ArwaTer KenT Radio there is
the strength of sound radio engi-
neering combined with master

workmanship and fine materials.

There is the vigorous backing of a
giant organization, whose products
have always been a synonym for
quality.

There is the mighty pulling power
of a nation-wide advertising campaign
plus popular good-will.

There is the powerful co-operation
of distributors dedicated to dealer
service.

Send for descriptive literature and dealer price list

ATWATER KENT MANUFACTURING COMPANY

- 4725 Wissahickon Avenue - Philadelphia, Pa.

F ~w H A T I S

B A C K O F
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LOUD

A Product
with a Two-fold
Profit
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TWATER KENT Loud Speakers repre-
sent a product with a two-fold profit.
Helped by a separate advertising campaign,
devoted exclusively to loud speakers,
ATwATER KENT dealers are getting quick turn-
over, and in a great many cases are selling
new receiving sets with the loud speakers.

In AtwaTer Kent Loud Speakers, each
kind of material used, each detail in design
is there for a purpose,—to bring about a tone
that is pure, clear and natural.

It is the ambition of practically every owner
of a receiving set to own a fine loud speaker.
The radio merchant who handles ATWATER
Kent Loud Speakers has a constantly increas-
ing market to serve.

ATWATER KENT MANUFACTURING COMPANY
4725 Wissahickon Ave., Philadelphia, Pa.

SPEAKERS
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Broadc_asting Demonstrated Daily
in the Aeolian Hall Show Window

Replica of' Station WJZ of the Radio Corp. of America Erected in the Display Window at
Aeolian Hall, New York, and Programs Sent Out—Large Crowds Block Traffie

To the Aeolian Co. belongs the credit of in-
augurating one of the most interesting radio
demonstrations yet presented to the public. In
co-operation with The Radio Corp. of America
with headquarters in the Aeolian Building, daily
programs during the week of October twentieth
were broadcast by Station WJZ from the big
Aeolian window on Forty-second street. A re-

A magnificent draping effect was used through-
out—a superb back-drop curtain of cloth of sil-
ver with colored flood lighting so arranged as
to give it an opalescent effect wholly beautiful.
Rich draperies of seasonal autumn coloring of
orange and large chrysanthemum plants com-
pleted the picture.

The Aeolian programs broadcast from \JZ

= II ’KbBINSON_ ~_ b

i)roduction of the actual studio at \VJZ occupied
the center of the display area, which was divided
into three parts, showing the transmission room
at WJZ, the studio itself, with Steinway Duo-
Art, microphone and the announcer’s desk, and
the third division, showing an attractive home
interior with a Radiola Super VIII and all the
other comforts of home.

Broadeasting From the Aeolian Hall Show Window

were given every afternoon during the week from
3:30 to 4:30 and on Monday and Thursday eve-
nings from 8:30 to 9:30. Enormous shop-
ping and theatre crowds thronged the sidewalks
and stood as many deep as were permitted
around the window.

The program on Monday was opened by sev-
eral irresistible dance numbers by Ben Selvin's

SPECIFICATIONS:
Speclal built ‘‘Profes-
slonal” type mahoganized
horn. 14 1, bell. Extra
Jleavy Gold-plated Ad-
justable Ferrule—lleight
over all 368 in.  Cablnet
Fox Solid Mahogany—
Size 5%x3%x9% in. Lx-
ceptlonal cabinet  work
and finish throughout.
Retall Price, $£50.00 In
S.; Canada $55.00.
Speelal faished to order.

&1 usual trade

No Extra
Batteries
Required

Increased Sales Assured

through our Special Franchised Dealers’ Plan

You eannot sell a considerable volume of any Radio article
at a fair and liberal profit if indiscriminate competition con-
tinually offers the same merchandise at ruinous prices.
cannot build and serve or hold a retail following without a
fair profit—Can you?

Retails outlets for “Professional” Radio Reproducers are
limited to specially Franchised dealers of the better grade.
This means that your store can be “Professional”
quarters for your entire neighborhood.

The “Professional” sells readily. because when given a side
by side test with any other Loud Speaker—rcgardless of type
or price it will clearly demonstrate its amazing superiority.

It marks the first radical improvement in sound reprodue-
tion in 46 vears.
extremely sensitive to low signals—unlimited in volume. The
only Radio Reproducer on the market today licensed under
Voluma PPatents (diverged not econverged sound waves).

A Professional Radio Reproducer will be sent to any re-
sponsible dealer for a ten-day test.
sent C.0.D. with return privilege.

VOLUMA PRODUCTS, Inc.

HEMPSTEAD

Lastern Peunsylvanin, New Jersey and Delaware
MOTOR PARTS CO., PIUNILADELPIIA,

You

Head-

Cannot choke or blast—no rattling echoes—

The instrument will be
Write us today:.

NEW YORK
New England Distributors
TI{E WIITALL RADIO CO.
Springfield, Mass.

Dlstributors for
A,

\Woodmansten Inn Orchestra, Vocalion record
artists, followed by an interesting political
speech by Senator James A. Walker, of the
Democratic State Committee on Speeches. Ar-
thur Kraft, tenor soloist at St. Bartholomew’s
Episcopal Church, and well known as a concert
singer of note, gave an excellent group of old
English songs.

Almost as many spectators came into the Hall
1o hear the broadcasting as stood outside to see
it, making Aeolian Hall the seene of great
activity both inside and out, during the entire
interesting proceedings.

The complete weekly Aeolian program broad-
cast by WJZ follows:

Monday, October 20—Ben Selvin and His Woodmansten
inn Orcbestra; Senator James J. \Walker (Democratic);

Artbur Kraft, tenor, accompanied by Miss Constance
Wering.
Monday, October 20, 8:30-9:30—Godfrey Ludlow, tbe

Australian violinist; Beatrice \Weller—harpist; Freddie Rich
and His Hotel Astor Orchestra.

Tuesday, October 21, 3:30-4:30—DMiss Madeleine Mac-
Guigan, violinist, accompanied by Miss Alice Vaiden
Williams; Direction of LaForge-Berumen Studios; Ernesto

Berumen, Composer-Pianist; Mathilda Flinn, Soprano;
Valeriano Gil, Tenor; Alice Vaiden Williams, Helen
I'romer, Pianists.

\WWednesday October 22, 3:30-4:30—Captain C. B. Young,
Virginia, (Republican); C!if Hess and Frank Banta_with
a “surprise’” (Rudie Wicdoeft); Tbe Ambassadors; Elton
Calkins (Tenor), accompanied by Keith McLeod.

Thursday, October 23, 3:30-4:30—Direction Frank La-
Forge-Berumen Studios; Frank LaForge, composer-pianist;
Arthur Kraft, tenor, accompanied by Frank LaForge;
Edna Bachman, Madeleine Halsizer, soprano; Grace
Divine, comntralto.

Tbursday, October 2, 8:30-9:30—Mlishka Ivany, baritone,
accompanied by Keitb McLeod; Miss Edna Bachman, so-
prano accompanied by Evalyn Smitb; Mary Frances Wood,

‘pianist; Freddie Rich and Alan Moran in “Classico Dance

Music.”
Friday, October 24, 3:30-4:30--Yos. Knecht and the Wal-
dorf-Astoria Grille Orchestra.

Attractive Window Display

FrizaBetH, N. J., November 6.—George L. Hirt-
zel, Jr., Victor dealer of this city, recently fea-
tured an attractive window display in connec-
tion with the local drive for funds for the Y.
\V. C. A. This consisted of a multi-colored arc,
painted to represent a rainbow, five feet in
height and ten feet wide, ending in a pot of
gold. An indicator in the form of a triangle
showed the amount of money collected. The
display attracted attention which naturally
strayed to the various models of talking ma-
chines and radio receiving sets which occupied
prominent places in the window.

New Bubble Book Releases

The Victor Talking Machine Co., encouraged
by the immediate and enthusiastic response to
its release of Bubble Books Nos. 1 and 2, which
were placed on the market recently, has just
released Bubble Books Nos. 3 and 4, in order
that the dealers might have the wider assort-
ment to meet the holiday demand. Bubble
Dook No. 3 is the ’ie Party and the Pet Bubble
Book and No. 4 is the Funny Froggy and the
i.ittle Mischief Bubble Book.

Stages Successful Sales Drive

MeriDEN, CoxN.,, November 7—3\V. \ore, of the
Woolley & More Music Shop, 71 East Main
street, has just completed a novel advertising
campaign, coupled up with an extensive can-
vassing plan and reports a very brisk business
in this seetion, due to the improved industrial
conditions. This music shop is featuring the
new Edison, Brunswick and new Columbia
phonographs and radio. A recent addition has
been a complete line of high-grade pianos.

Clever Price Tag Attracts

SoutH NorwaLk, Coxn.,, November S.—Don-
nelly’s, leading Victor dealer of this city, has
cvolved a very cfective price tag. It consists
simply of a green cardboard disc cut to the
size of the record turntable of the talking ma-
chine. A hole is punched in the center and it
is placed on the turntable in the same manner
that a record is put on the machine for playing.
On this disc in bold black letters is painted
the price of the instrument.
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AprLER-RovaL 199
operates on dry cells
Price $165.00.

A 5 Tube Dry Cell Neutrodyne
All batteries within the cabinet

OUR customers have the choice = Adler-Royal, when a station is ampli-

of two different styles of Adler- fied, the desired tone quality and vol-
Royal Neutrodyne. Set 201 A oper-  ume is controlled without detuning or
ates with the usual storage battery. Set  distortion.

199 operates on dry cells. This is an Not only their beauty of cabinet de-

achievement that has baffled radio en-  sign but the workmanship and sim-
‘gineers since the introduction of  plicity of the sets themselves are out-
Neutrodyne. standing features of Adler-Royal.
Adler-Royal Neutrodyne also has Adler-Royal 1s on exhibit only at
separated the control for radio fre-  the higher class stores whose reputa-

quency and audio frequency. In  tion is an additional guarantee of the
simple language this means that with quality of the Royal line.

ADLER MANUFACTURING COMPANY, INC.

General Sales Office: 881 Broadway, New York City
Factories : Louisville, Ky.

Licensed by

0,
N’Ed{nl Radi aManu!«\d“uN"‘
211923 a au,,
:‘f Nos 1430080 “d’”é
At ‘489,
o Other Paten!s Pending @

Aleg U.5 Pat 0”
Howedsn qu

THE Adler-Royal Neutrodyne is licensed under
the Hazeltine Neutrodyne patents and manu-
factured for us by King-Hinners Radio Co.

dler-Royal

A ROYAL FRANCHISE IS VALUABLE .
ONE of the three cabinet We invite correspondence from reputable dealers in %IDLER'RI?YAL glizibeéhan
si;es of Ad]er—RoyalcaCon?— territory where we are not adequately represented. Ng‘orl in %gfmd fvl,:\l;?ltygi
Elrr;;t}fn &ﬁg,: nl\(}[ol;?f?nl%f Send for an attractive booklet describing the complete g;at}tf‘jgyang'r g?IShc;eIISte(gl?i%?
Price $300.00. Royal line of phonographs, radio sets and combinations ment. Price $350.00.
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S_prague & Warren Royal
Jobbers in Minneapolis

Important Deal Closed by Lambert Friedl Dur-
ing Recent Mid-West Trip—C. L. Adler a
Visitor to Gotham Headquarters

Lambert Friedl, vice-president and general
sales manager of the Adler Manufacturing Co.,

1anufacturer of Royal phonographs and neutro-
dyne radio products, announced recently the
appointment of Sprague & Warren, 39 South
Eighth street, Minneapolis, Minn.,, as Royal
representatives, covering a very important terri-
tory. The head of this firm is W. L. Sprague,
for twenty-five years connected with the Colum-
bia Phonograph Co. in managerial capacities,
and for many yvears manager of the company’s
Minneapolis branch. He and Mr. Friedl have
been personal friends for eighteen years, and
Mr. Sprague is planning to work in close co-
operation with all. of Mr. Friedl’s plans and
activities. The other member of the firm is W.
F. Warren, also formerly connected with the
Columbia Phonograph Co., and well known in
Minneapolis trade circles.

Mr. Friedl recently completed a 5,000 mile
trip which included a visit to Royal representa-
tives in Chicago, Minneapolis, Kansas City,
Dallas and St. Louis. He also visited the Adler
factories at Louisville, and with his usual ag-
gressiveness made plans for another trip im-
mediately upon returning to New York. This
second trip included the cities of Chicago, De-
troit, Cleveland, Buffalo and Pittsburgh, and at
the present time Mr. Fried]l is about ready to
leave for Chicago for the Radio Exposition in
that city where his company will have a very
attractive exhibit.

Cyrus L. Adler, president of the Adler Manu-
facturing Co., spent about ten days in New York
recently, making his headquarters at the com-
pany’'s New York offices and taking care of
some of his varied business interests while here.

Mr. Adler was very well pleased with the sales
totals reported by Royal representatives for
the month of October, and was delighted to
learn that practically without exception they had
all closed a business well beyond the figures
originally expected.

Natural Voice T. M. Co.
Increases Its Capital

Oxema, N. Y., November 5—The Natural
Voice Talking Machine Co. recently increased
its capital to $175,000 and changed its name
to the Natural Voice Talking Machine & Radio
Cabinet Co. Ben and Ralph Ferrara have con-
ducted the business in \Vilson street for the
past seven years. The company plans to ex-
tend its operations by the sale of $75,900 worth
of preferred stock, paying 8 per cent dividends
and redeemable in five years at $110 a share.
Directors of the new company are Frederick
\Wyker, Judge Walter W. Wilcox, Ben Wilcox,
Ralph and Donato Ferrara.

Drives Boost Sales Volume

NeEwark, N. J.,, November 7.—The talking ma-
chine department of L. Bamberger & Co. has
completed a large volume of sales for the month
of October. Manager Ansell reports that a sales
drive of Strand phonographs disposed of 150 in-
struments in the course of four days. The re-
sponse was so great that a similar campaign
was staged later in the month with equal effec-
tiveness. Results from extensive canvassing
during the Summer are beginning to be felt.
The combination Brunswick-Radiola is meeting
with unusual popularity and the chief difficulty
is in satisfying the demand which has grown
tremendously since the introduction of this com-
bination instrument.

The Morgan Music Co., Murphysboro, III,
has opened a branch at Herrin, T1L

EMPIRE

Console

Talking Machines

Here’s a line of quality
to sell at moderate prices.
You can do a big business
with it.

Write for special catalog No.T-11

The Udell Works, Inc.

28th Street at Barnes Ave.
INDIANAPOLIS, IND.

No. 901

Renaissance

“Marjorie” Cast Enjoy
“Listening In” on Grebe Set

The Music Master horn can be found every-
where from coast to coast, as has often been
claimed by the Music Master Corp., of Phila-
delphia, its manufacturer.

This is substantiated through the accompany-
ing photograph which shows Roy Royson of
“Marjorie,” well-known theatrical production,
listening in in the dressing room on some music
from a far-away station with the assistance of
three attractive members of the company. This
entertainment was made possible through the
combination of the Grebe Synchrophase and the

Music Master horn. This set made by A. H.
Grebe & Co., Richmond Hill, N. Y., was re-
cently exhibited at the Radio World’s Fair in
New York City, and is described as a definite
departure from the earlier types of tone radio
frequency receivers.

Falk’s, Boise, Idaho, Firm,
Opens Large Department

Arrangements have just been completed
through R. F. Perry, representative of the
Prunswick Co., whereby The Falk Mercantile
Co., Ltd., of Boise, Idaho’s largest department
store, will have the most up-to-date and largest
phonograph department in the State. The new
music department will be under the manage-
nient of William XKrull, who is well known
in intermountain musical circles, having been
in the music business in Boise for a number of
vears past. Falk’s will carry the complete line
of Brunswick phonographs and Brunswick-
Radiolas as well as the Brunswick records.
They will also handle the Columbia line of
phonographs and records. The new music de-
partment is located on the third floor and a
complete set of Audaks has been installed in
the record department.

Agent for Royal Elec. Labs.

The Royal Electric Laboratories, Newark,
N. J., manufacturers of Royalphone products,
recently announced the appointment of the Bar-
sook Co., 53 \WWest Jackson boulevard, Chicago,
as manufacturers’ agent for the company in the
Middle Western territory. Royalphone prod-
ucts have been meeting with exceptional suc-
cess, and during a sales campaign recently con-
ducted in the talking machine industry in bc-
half of its products, the company states that
the results obtained were far beyvond expecta-
tions. Distributors are being appointed through-
out the leading trade centers in the United
States, in addition to foreign countries.

Big Order for Sterchi Bros.

KxoxviLLg, TENN., November 6.—A rccord order
of two carloads of phonographs was rccently
reccived here by Sterchi Bros., wholesale and
rctail dealers. G. A. Nennsteil, manager of the
phonograph and record dcpartmments, is very
optimistic over the prospects for holiday busi-
uess, and states that the two carloads have
practically becen disposed of and he is contem-
plating ordering another carload.
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Stuare style in duo-tone American Walnut or
English Brown Mahogany, superb in design,
workmanship and finish—a masterpiece
of fine cabinetmaking.

Placing at your disposal the facilities of three of the leading companies in their respective lines.

| —
|
| —

}‘_
;‘;
b3 _A .
P AU R,
)
%=
. s
Pooley Radio-Cabinet

Model 1100-R-2

Depch 15V in.
Equipped with
ATwaATer KenT Five - Tube Open Radio Set
of Great Selectivity and Instant Accessibilicy.

Length 33 in. Height 52V in.

Complete, without Tubes and Batteries, $2 25

ATWATER KENT RADIO SET

POOLEY CABINET
LATHAM SERVICE

E. B. LATHAM & COMPANY
550 PEARL ST., NEW YORK

NEW YORK
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Bright Business Outlook
in the Seattle Territory

Important Changes in Store Personnel—Holi-
day Merchandise Coming in—The News

SeatrLe, WasH.,, November 3.—Ray F. Akers,
recently manager of Wily B. Allen Co., in San
Jose, Cal,, has taken the position of manager
of the Montelius Music House, of this city. He
intends to place a number of men in the out-
side territory in the Northwest.

\. C. Fuhri, vice-president of the Columbia
Phonograph Co., stopped in Seattle for one day
on his return trip from California to New York.

Frank Croft, a radio expert, has been placed
in charge of the radio department opened in
the Hopper-Kelly Music Store. This is one of
the most complete radio departments in the
Northwest and all of the music industry has
been included. Any order can be filled, whether
in connection with a phonograph or otherwise.
This concern was one of the first music houses
to take this step, for radio is becoming so
popular in the Northwest that it must take its
place along with the other musical lines.

Miss R. Fellows is now proprietress of two
music shops. She controls the Greenwood
Melody Shop, located in a suburb of Seattle,
and has recently opened a second store in
Edmonds, Wash.

The proprietor of the only exclusive music
shop in Alaska was a recent visitor to Seattle.
He is R. N. Walker, and conducts the Melody
Shop in Ketchikan. He has been in Seattle
buying his new merchandise for the coming
holiday season. He has a very good field in
Ketchikan, as it has a very large population,
and business conditions are steadily improving.

A. E. Talcott, of Yakima, Wash., reports good
business conditions down his way. He was in
Seattle for a week a short time ago.

Manager Britz, of the phonograph department
in Frederick & Nelson’s department store, is
commencing to receive his new holiday mer-
chandise. To take care of this the department
has been enlarged to a great extent; partitions
and pillars have been moved along with show-
cases and demonstration rooms, until the space
appears to have been doubled. The department
is tastefully decorated and furnished.

Besides placing the new radio models in
phonographs, this department has the Radiola
super-heterodyne now on display. All the new
console phonograph models equipped with
radio are finding much favor in the Northwest,
and dealers expect a big holiday sale.

The Rice-Waters Co., which held the first
anniversary of its business this month, has noth-
ing but pleasant prospects for the coming year.
Fdison, Columbia and Cheney machines are
handled. A clever advertisement for the store,
and one that attracts much attention, is a radio
amplifier placed and entirely hidden in the globe
of the large arc light fixture in the lobby of the
store. Bystanders are really considerably puz-
zled over the location of the music, when the
machine is turned on way in the back of the
store.

A novelty that attracted quite a little atten-
tion at the recent Pacific Northwest Merchants’
Exposition, held in this city, was a booth dis-
played by Shivers & Shivers, who handle the
table lamp talking machine.

The Simmons Phonograph Co. recently con-
ducted a slogan contest to mame its new con-
sole model phonograph. This is a Northwest-
ern product.

Carl Jones, of the Cheney Co., and E. A.
Porgum, of the Edison Co., were recent callers
on local music dealers.

D. Barbieri & Bro., 375 South Main street,
Waterbury, Conn., are remodeling their present
quarters so as to secure more display space to
feature the new Columbia phonographs and
New Process records, which have been recently
added to the concern’s large line of pianos and
mnmusical merchandise.

Complete List

of
and
Distributors

WALTER S. GRAY COMPANY
926 Midway Place, Los Angeles, Calif.

WALTER S. GRAY COMPANY
1054 Mission St., San Francisco, Calif.

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

TEXAS RADIO SALES COMPANY
2005 Main St., Dallas, Texas

JUNIUS HART PIANO HOUSE, LTD. |

123 Carondelet St., New Orleans, La.

CONSOLIDATED TALKING MA-
CHINE COMPANY

1121 Nicollet Ave., Minneapolis, Minn.

YAHR & LANGE DRUG COMPANY
207 E. Water St., Milwaukee, Wis.
JAMES K. POLK, INC.

294 Decatur St., Atlanta, Ga.
THE ARTOPHONE CORPORATION
1103 Olive St., St. Louis, Mo.
THE ARTOPHONE CORPORATION
804 Grand Ave., Kansas City, Mo.
CONSOLIDATED TALKING MA-
CHINE COMPANY
227 W. Washington St., Chicago, Ill.
CONSOLIDATED TALKING MA-
CHINE COMPANY
2957 Gratiot Ave., Detroit, Mich.
THE RECORD SALES COMPANY
1965 E. 66th St., Cleveland, Ohio
STERLING ROLL AND RECORD
COMPANY
137 W. 4th St., Cincinnati, Ohio
PHONOLA CO., LTD., OF CANADA
Elmira, Ont., Canada
IROQUOIS SALES CORPORATION
210 Franklin St., Buffalo, N. Y.
EVERYBODY'S TALKING MACHINE
COMPANY
810 Arch St., Philadelphia, Pa.
GENERAL PHONOGRAPH CORPO-
RATION OF NEW ENGLAND
126 Summer St., Boston, Mass.
GENERAL PHONOGRAPH CORP.,

(New York Distributing Division)
15 W. 18th St., New York City

JAMES COWAN COMPANY
18 West Broad St., Richmond, Va.

Col. John A. Pattee Makes
First Columbia Record

Famous Old-time Fiddler and Civil War Vet-
eran’s First Record Ready for Release

The newest experience in the long life of Col.
John A. Pattee, old soldier boy fiddler, was the
thrill of making his first phonograph record
recently for the Columbia Phonograph Co., Inc.
Col. Pattee is over eighty years “young” as he
terms it, and since the age of sixteen his most
constant friend has been the same fiddle that
his mother gave him in Michigan.

The Colonel, together with his fiddle, have
passed through very interesting and lively days,
for all through the Civil War they saw active
service in many of the notable engagements of

Col. John A. Pattee

that war, including the Battle of Gettysburg.
When the war was over the Colonel and his
fiddle were quartered in VWashington and their
reputation had become so wide by this time
that they were ordered before President Lin-
coln at the White House to play several old-
time tunes.

A number of years ago the Colonel organized
an old-time fiddlers’ convention, and from the
contestants he selected two old soldier musi-
cians from the Southern army and another one
from the Northern forces to form a vaudeville
team. Since then he has been in vaudeville
touring the country from coast to coast, and
from time to time he has been obliged to re-
place the men in his company with others, as
feebleness of Father Time would claim them.

Col. Pattee’s first record “Old Catville Quad-
rille” with “Old Money Musk Quadrille” are
about ready for release and will undoubtedly be
received enthusiastically by Columbia dealers.
They are both square dances and the Colonel
himself called the figures for the two numbers.

H. Micholosky Subject
of Newspaper Sketch

Harry Micholosky, of the Landau Institution,
was the subject of an extended story describ-
ing his successful career from boyhood days,
in a recent issue of The Wilkes-Barre Telegraph.
Mr. Micholosky’s various activities in Wilkes-
Barre, Hazleton and Pittston, where the Lan-
dau organization consists of fifty-five employes,
were referred to in most commendatory terms.
Mr. Micholosky is prominent in Masonic, bank-
ing and financial fields, and is president of the
Y. M. and Y. \WW. H. Associations of Pennsyl-
vania, which have a membership of thirty thou-
sand.
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DANCE RECORD
ME AND THE BOY FRIEND—Fox Trot, Vocal Chorus by
Billy Jones—VINCENT LOPEZ AND HIS HOTEL
PENNSYLVANIA ORCHESTRA*

DREAMER OF DREAMS—Waltz, Vocal Chorus by Billy

40199J
I
L Jones—VINCENT LOPEZ AND HIS HOTEL PENN-

10-in.
75¢

SYLVANIA ORCHESTRA*

NOVELTY DANCE RECORD
BESSIE COULDN’'T HELP IT—Fox Trot, Vocal Chorus by
J. L. Richmond,
WARNER'’S SEVEN ACES (B. H. Warner, Director) *

40198
10-in.
75¢ LONGING FOR YOU—Fox Trot
WARNER’S SEVEN ACES (B. H. Warner, Director) *
VOCAL RECORD
PETE THE GREEK—Novelty Duet,
CHARLES SARGENT AND JOHN MARVIN

MRS. MURPHY’'S CHOWDER—Novelty Vocal with Uku-
lele Accomp JOHN MARVIN
OLD TUNES RECORD

JJENNI'E LIND POLKA—Guitar, Banjo and Fiddle,
|
(

40205
10-|n

WHITTER’S VIRGINIA BREAKDOWNERS (Henry

40211 Whitter-John Rector-James Sutphin) *

10-in.

75¢ NELLIE GRAY—Guitar, Banjo and Fiddle,

WHITTER’S VIRGINIA BREAKDOWNERS (Henry
Whitter-John Rector-James Sutphin) *
SACRED RECORD
THE CHURCH IN THE WILDWOOD—Sacred Vocal,
THE JENKINS FAMILY*

IF 1 COULD HEAR MY MOTHER PRAY AGAIN—Sacred
JENKINS FAMILY*

40214
10-|

RACE RECORD
DON’'T YOU QUIT ME DADDY—Contralto Solo, Accomp.
by Sara Martin’s Jug Band SARA MARTIN*

JUG BAND BLUES—Contralto Solo, Accomp. by Sara Mar-
tin’s Jug Band SARA MARTIN*
IRISH RECORD

[ LEINSTER REEL—Violin Solo, Piano Accomp. by Susan
112(1)924 Peters PATRICK J. GAFFNEY
-1n. -

75¢ WILLIE WALSH’'S JIG—Violin Solo, Piano Accomp. by
Susan Peters PATRICK J. GAFFNEY

“Exclusive OKeh Artists.
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A. Hospe Celebrates
Golden Business Jubilee

Prominent Omaha Merchant Receives Many
Tributes From Firms in and Out of the Trade
in Course of Recent Celebration

Omana, Nes, November 3.—A celcbration of
unusual interest was held here recently in con-
nection with the golden jubilee of A. Hospc,

A. Hospe

head of the A. Hospe Co., this city, in the
music business. Not only was the occasion
marked by an imposing 20-page supplement de-
voted to the house of Hospe, appearing in the
Omaha News, including congratulatory an-
rouncements by the many friends of the Hospe
Co., together with historical data regarding the
concern, but two days were given over to a
fete to mark the occasion.

The popularity of Mr. Hospe, who, from a

tiny picture framing business located in a small
store in which he also made his home, devel-
oped his institution to a point where it is one
of the largest in its field in the Middle West,
was attested to not only by the many messages
of good will from all sections of the country,
but by the fact that a hundred or more of his
friends in other cities journeyed to Omaha to
join in the celebration and attend the elaborate
banquet given to Mr. Hospe which marked its
close.

At the present time the Hospe Co., with an
immense establishment here and a large branch
in Council Bluffs, operates a complete music
business, handling, in addition to leading lines
of pianos, Victrolas and Brunswick phono-
graphs and records, band instruments, musical
merchandise, radio and sheet music. The busi-
ness has passed the half-century mark at a
pace that indicates that its peak is still far in
the future.

Issues Attractive Calendar

With the November issue of the calendar
mailed each month by the Columbia Mantel Co.,
Brooklyn, N.Y. to its dealers thc design changes.
The familiar series of reproductions of Indian
pictures has been completed and the calendars
in future will carry a series of famous epigrams.
The first of the series is a quotation “When
you get to the end of your rope tie a knot in
it and hang on.” The reverse side of the card
features the Columbia Mantel Co.’s art cabinet
model “D,” an instrument which is meeting
with wide approval.

Health Builders, Inc., Busy

The Health Builders, Inc, New York City,
produccr of the Health Builders “Daily Dozen”
rccord sets, reports a steady increase in the
demand for this product, and that the Camp-
Fone portable is also showing a steady salcs
increase.

L. K. Roth Made Gilbert-

Keator Sales Manager

Has Wide Merchandising Experience—To Co-
operate with Trade

Newarg, N. J., Novembcr 5.—Louis K. Roth
has been appointed salcs manager of the Gilbert-
Kcator Corp’s. branch in this city, at 396 Central
avenuc. Mr. Roth is a sales executive of excep-
tional ability, having had long experience in
merchandising and is particularly well qualified
to give co-operation to retailers. His experi-
ence in the radio field will enable him to carry
out constructive plans towards assisting dealers
in marketing radio sets and other radio adjuncts.

The Gilbert-Keator Corp. is distributing De-
Forcst tubes, Reflex scts and parts, R. E. Thomp-
son ncutrodyne sets and loud speakcrs, Thomp-
son-Pooley neutrodync console sets, Day-Fan
sets and a long list of other radio products.

J. E. Rudell in New Quarters

J. E. Rudell, manufacturcr of sound boxes
and reproducers, who has recently taken over
new quarters at 144 Chambers street, New York,
has long been associated with the phonograph
industry in the manufacture of reproducers,
both in this country and abroad. The factory is
at present busily engaged in turning out its
special Type 3 sound box, and also filling or-
ders for portable phonograph manufacturers.

New G. B. Clark Co. Manager

The Geo. B. Clark Co., of Bridgeport, Conn,,
has added a new Dodge truck equipped with
Magnavox equipment, for selling the ncw Co-
lumbia phonographs and Columbia New Process
records. Mr. Hamburger, the manager of this
house, reports the appointment of Mr. Crimins
as manager of the phonograph and piano de-
partments.

CHARMAPHONE

Profit-Making Phonographs

Better Merchandise — Lower Price

That’s the Charmaphone slogan for this season.

The Dealer’s profit is extra liberal. The quality cabinets,
fine workmanship and unusual tone assure sales.

MODEL No. ¢

Retail $60.
Helight: 42 in.; width: 19 in.; depth 21 in.

MODEL No. 10.
Retail $100.
Height: 49 in.; width: 22 in.; depth, 22 in.

The Charmaphone Company

Executive Offices: 21 East 21st Street, New York City
Factory: PULASKJ, NEW YORK

Retail $80. A
MODEL No.

Height: 32 in.

O idth: 3111/25 in.: (.l‘e.p';h: 1t will pay you to write at once for illustrated
.21 in. .1 catalog and prices

:
(18 'l;‘ it i

MODEL No. 3
Height: 14 in.;

Retail $10.
width: 18 in.; depth: 21 in.

MODEL No. 5§
Retail §70
Height: 43 in.;
width: 19 in.;
depth: 21 in.

S ——
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Marquette
Radio Adapted
$135

Illustration shows how
model will look with ra-
dio installation made

Touraine
Radio Adapted
$185

Tlustration shows  how
model will look with ra-
dio sinstallation made

THE INSTRUMENT OF QUALITY /20—

Sonora Meets the Demand for
Radio Adapted Phonographs
with These Two Models

THE two models illustrated here give you just
the right merchandise, at the right prices, with
which to meet the demand for radio adapted phono-
graphs. Both are constructed so that the many
radio sets built for phonograph installation can be
placed in them easily and quickly.

They give your customers the choice of two differ-
ent types of installation; while their moderate prices
enable you to offer complete phonograph-radio units
at most interesting figures, thereby assuring many
profitable sales.

All Sonora distributors carry adequate stocks of
these models and are prepared to make immediate
shipment. Why not get in touch with the distrib-
utor for your territory listed on the page opposite?
He will be glad to cooperate with you regarding
the various radio set panels adaptable and help you
to line up some of this profitable business.

Sonora Phonograph Company, Inec.
279 Broadway New York City

Makers of Sonora Phonographs, Sonora Radio
Speakers, Reproducers and Sonoradios

Export and Canadian Distributors—C. A. Richards, Inc.
279 Broadway, New York

NoveMaer 15, 1924
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The new and greater Sonora line

The Sonoradio models 241 and 242, Sonora’s most wonderful recent achieve-
ments, form the perfect bridge between the old and the new in retail Phono-

graph business.

These instruments, together with the Sonoradio Speaker and the compre-
hensive line of Sonora Phonographs, offer the enterprising dealer an excep-
tional opportunity for ever-increasing business.

The distributor named below who covers the territory in
which you are located will be glad to answer all inquiries
regarding a Sonora agency on receipt of a letter from you

NEW ENGLAND STATES:

Tur New ENGLAND PHoNoGraPH Dis-
TRIBUTING Co.
221 Columbus Avenue, Boston, Mass.

NEW YORK CITY (with the exception of Brooklyn and

Long Island), also Counties of Westchester, Putnam
and Dutchess: all Hudson River towns and cities on
the west bank of the river south of Highland—all
territory south of Poughkeepsie; Northern New Jersey.
GRreATER City PHONOGRAPH Co., INC.

234 West 39th Street, New York

NEW YORK STATE, with the exception of towns on

the Hudson River below Poughkeepsie and excepting
Greater New York.

GissoN-SNow Co., INc., Syracuse, N. Y.

BROOKLYN AND LONG ISLAND:

LonNc IsLanp PHoNoGraPH Co.
17 Hanover Place, Brooklyn, N. Y.

EASTERN PENNSYLVANIA, Delaware, Southern
New Jersey.
THE WiL-MEer CORPORATION
Spring Garden Building
Broad and Spring Garden Streets
Philadelphia, Pa.

MARYLAND, VIRGINIA AND DISTRICT OF
COLUMBIA:

BarTiMorE PHONOGRAPH DistriBUTING Co.
417 West Franklin Street, Baltimore, Md.

WESTERN PENNSYLVANIA & W. VIRGINIA:

PirrseurRcH PHoNoGraPH DistriBUTING Co.
Empire Building, Pittsburgh, Pa.

ALABAMA except five northwestern counties, Georgia,
Florida, North and South Carolina and Eastern
Tennessee,

James K. Pork, Inc,
294 Decatur Street, Atlanta, Georgia.

STATES OF OREGON, WASHINGTON, NORTH-
ERN IDAHO, NEVADA, with the exception of
Counties Eureka, Elko, White Pine and Lincoln, and
all California counties north of Santa Barbara, Ven-
tura, Los Angeles, and San Bernardino.

Tur Kouvrer DistriBUTING Co.,
63-67 Minna Street, San Francisco, Calif.

OHIO AND KENTUCKY:

THE OHio MusicaL Sares Co.
1747 Chester Avenue, Cleveland, Ohio

INDIANA:
Kigrer-STEWART CoMPANY, Indianapolis, Ind.

ILLINOIS, AND RIVER TOWNS IN IOWA:

IrLiNois PHONOGRAPH CORPORATION
616 S. Michigan Avenue, Chicago, Ill.

WISCONSIN AND MICHIGAN:
YAHR aND LANGE, Milwaukee, Wis.

N. DAKOTA, S. DAKOTA, MINN. & IOWA:

with the exception of the River towns:
DoEeRrR-ANDREWS AND DorrRr, Minneapolis

MISSOURI, KANSAS
and five counties in northeast Oklahoma:

C. D. SmitH Co., St. Joseph, Mo.

LOUISIANA, MISSISSIPPI, ARKANSAS,

part of Tennessee and part of Alabama
REINHARDT’S, INC.
104 South Main Street, Memphis, Tenn.

SOUTHEASTERN Part of TEXAS and Part of
OKLAHOMA :

SouTHERN Druc CoMPANY
Houston, Texas

MONTANA, COLORADO, NEW MEXICO,
NEBRASKA, UTAH, WYOMING,
Southern Idaho and Eastern Nevada:
Moore-Birp anp Co.
1720 Wazee Street, Denver, Colo.

ARIZONA AND SOUTHERN CALIFORNIA,

including the Counties of Santa Barbara, Ventura,
Los Angeles, San Bernardino and all Counties south,
and Hawaiian Islands.

THE COMMERCIAL ASSOCIATES,
408 East Turner Street, Los Angeles, Cal.
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Southern Retailers Hear Interesting
Talks by Victor Executives at Meetings

Frank K. Dolbeer, Sales Manager of Victor Co., Principal Speaker at Dealer Meetings Under Aus-
pices of French Nestor Co., at Jacksonville, Miami and Tampa, Fla.

JacksoxviiLe, Fra., November 3.—On October
24 there was completed at the Hillsboro Hotel,
Tampa, the final conference of the series of
three held under the auspices of the French
Nestor Co., Victor wholesaler of this city, for
the benefit of the Victor dealers of Florida.

The first conference was held at the Seminole
Hotel here on October 16, and the second at
the Hotel Roberts, Miami, on October 21, both
conferences attracting a large attendance of
dealers, despite the prevalence of tropical storms,
and arousing much enthusiasm among them re-
garding the business prospects of those handling
the Victor line.

Frank K. Dolbeer, sales manager of the Vic-
tor Talking Machine Co., was the principal
speaker at each of the three conferences, for
which a comprehensive general program had
been arranged. French Nestor, head of the
French Nestor Co., presided at all the sessions
and introduced the guests. Each conference
was brought to a close with a dinner at which
the dealers were the guests of the French
Nestor Co., and delightful musical programs
for these dinners were arranged and presented
in Jacksonville by the Arnold-Edwards Piano
Co., in Miami by S. Ernest Philpitt & Son, and
in Tampa by the Turner Music Co.

The importance of the meeting in the eyes
of local officials was indicated by the fact that
the conference in Jacksonville was opened by
an address of welcome by Mayor Alsop. The
general program was then carried out as fol-
lows: First, there was a discussion regarding
the design, construction and superior perform-
ance of the Victrola; next Park Willis, of the
Victor engincering department, talked on dealer
service to the purchaser and its bearing on
increased sales. Next was an address on sales
training, followed by an address on specialty
selling as applied to Victrolas by Martin L.
Pierce, sales and promotion chief of the Hoover
Co., Canton, O., who has addressed many talk-
ing machine dealers in other sections of the
country. Next were explained a number of
selling plans that get across, after which came
an open exchange of advertising and sales ideas
under the leadership of Dave S. Pruitt, South-
eastern sales representative of the Victor Co.

A discussion of radio and the Victor dealer
was followed by the principal address of the
conference, that by Frank K. Dolbeer, sales
manager of the Victor Co.

Mr. Dolbeer drew a most encouraging pic-
ture of the future of the trade and impressed
his audicnce with the magnitude of the Victor

French Nestor

organization which the dealers represent. He
emphasized the fact that the interests of those
handling Victor products from the manufac-
turer to the customer are identical, because the
success of the business depends upon the satis-
faction of the instrument in the home, and de-
clared that the trade was protected by the fact
that all the Victor Co. directors, with a single
exception, are engaged actively in work with
that organization.

In the course of his talk Mr. Dolbeer cited
the world-wide distribution of the Victor prod-
uct and stressed the importance of the talking
machine from the educational standpoint, stat-
ing that at the present time Victrolas had been

growing larger year by year.

Jobbers—Attention
THE WALL-KANE POLICY

1—You are Fully Protected at All Times

Ever since Wall-Kanes were introduced, we have
marketed them thru jobbers exclusively.
not sell to dealers, and all dealers’ orders are im-
mediately turned over to the jobber.

THE JOBBER KNOWS WE ARE BEHIND HIM. This is one
of the reasons why the demand for WALL-KANE products is

Wall-Kane Needle Manufacturing Company, Inc.

3922 14th Avenue

We do

Manufacturers of

Wall-Kane, Jazz, Concert and
Petmecky Phonograph Needles

Brooklyn, N. Y.

installed in 50,000 schools in 10,000 cities and
towns of the country. In commenting on radio
Mr. Dolbeer advised that dealers go slow and
carefully in stocking apparatus of various sorts,
and announced that the Victor Co. was experi-
menting in the radio field, though no announce-
ment of results would be made this year.

Mr. Nestor returned to Jacksonville greatly
pleased with the results of the conferences.
He said: “Carrying these meetings direct to
the Victor dealers and their sales people in the
principal cities insured attendance and positive
results. We feel we have delivered a construc-
tive and really helpful service to our trade
through the splendid talks of our speakers, who
adhered religiously to the main issues of ‘know-
ing more about our product and how to sell
more of it.” Every owner who came alone ex-
pressed an honest regret that he had not
brought more of his people and guaranteed a
bigger delegation ‘next time.’

“The factory’s message, through Mr. Dolbeer,
assuring the dealers of closer factory touch and
co-operation, with a sincere desire to understand
their problems and to help in every possible
way in solving them, inspired confidence and
encouragement for greater effort. In short,
our trade is better informed on Victor products,
is better prepared with practical, proved selling
ideas, has more enthusiasm for the Victor line
and greater confidence in the future than ever
before. That assurance far more than repays
our time, effort and expense, and makes it posi-
tive that, in our field at least, group sales meet-
ings will be a permanent part of our promo-
tional work.

“The success of our meetings was, of course,
due largely to the support of the Victor factory,
through Mr. Dolbeer and his associates, who
actually traveled éver two thousand miles and
spent nearly ‘three weeks’ time at heavy ex-
pense to be of service to us and our dealer
trade. Such a liberal sacrifice of time and
expense is most unusual, and is conclusive evi-
dence of the Victor Co.’s desire to render direct
help toward greater sales and better service.

“On the subject of prospects, we are con-
vinced the entire South is now coming into its
own. The Victor dealer with an established
business in the South to-day is a fortunate in-
dividual indeed. Only a positive failure to tie
up with the Victor sales program—failure to
put real study and energy behind the merchan-
dising of Victor products—can prevent a
marked growth in his Victor business and Vic-
tor profits during the next five years, at least.”

Mr. Dolbeer was particularly enthusiastic re-
garding the healthy condition of the State of
Florida and the business prospects there, and
declared that there was every reason to believe
that the talking machine business would be ex-
ceptionally good during the Fall and Winter
months and should continue well into next year.

The United States Goverument forecast in-
dicates 22,000,000 boxes of citrus fruit and, while
this is not the largest crop ever obtained, it
is going to be marketed at top prices, which
will mean general prosperity throughout the
fruit-growing section. The real estate boom
in practically all sections of Florida still con-
tinues, and even at this early date there is every
prospect of a record-breaking tourist season.

Radio “Talker” Window
Attracts Wide Attention

NEwARK, N. J., November 5.—James McGarry,
well-known talking machine and radio dealer of
Ncwark, N. J., rccently made a feature window
display of the “Atlas Radio Reproduction
Speakers”. The amplifying horns were set in
the center of the window and on either side
Victor talking machines were shown. Mr.
McGarry stated that the window attracted much
attcution. It was considered an ideal showing
for a dealer handling both radio and talking
machines. The Atlas spcaker has bcen widely
advertised in this territory and the attractive
window produced a number of sales among ra-
dio enthusiasts.
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“The struggle for rare posses-
sions drives a man to ac-
tions injurious to himself.”

—Lao Tzu

Safeguard your customers
against disappointment;
order your Grebe Synchro-
phase Receivers now.

o T

D

TRADE MARK

'REG.US.PAT.OFF.
S g
. 3 -

Synchrophase
with Battery-base

TRADE MARK

IN THIS outstanding triumph of fif-
teen years of radio development,

a new type of fieldless “Binocular”
coil transformer—unaffected by
local interference—is used for tun-
ing the detector and two stages of
Balanced tuned radio frequency.

The settings for the various broad-
cast stations are equally spaced over
the dials. The S-L-F (straight line
frequency) condensers accomplish
this.

Write for literature

A.H.GREBE & COMPANY, ixc.

Van Wyck Blvd., Richmond Hill, N.Y.
Western Branch: 443 So. San Pedro St., Los Angeles, Cal.

Thoroughly satisfied customers form the
bed -rock upon which successful radio
business is built. It is significant that most
of the successful jobbers and dealers spe-
cialize in the SYNCHROPHASE.

All Grebe apparatus is covered
by patents granted and pending.

&
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F. C. Kent ( Co. Celebrates
Its Tenth Anniversary

Pioneer Manufacturer of Sound Boxes and Tone
Arms Passes Tenth Milestone

The head of the F. C. Kent Co., 67 Grace
street, Irvington, N. J.,, of which F. C. Kent
is president, and one of the pioneers in the
manufacture of talking machine tone arms and
sound boxes, recently celebrated its tenth anni-
versary. Since the organization of this company
it has marketed, among other products, the
Kent Adapter for the Edison phonographs. The
demand for this product has steadily increased
from year to year and with the greater distri-
bution recently attained by Edison phonographs
the demand for Kent Adapters has shown a fur-
ther increase.

The other Kent products are also of high
quality. They are manufactured in a daylight
factory by expert workmen, all of whom have
had their talking machine training under the

personal direction of F. C. Kent. Mr. Kent
himself gives most of his time to the manufac-
turing end of the business, and he has invented
a number of special machines for the manufac-
ture of talking machine parts. These are time-
saving devices which add to the efficiency of the
manufacturing activities of the company. Mr.
Kent is well known to many talking machine
manufacturers and to not a few dealers, as he
has made a number of tone arms and sound
boxes of special design for some successful talk-
ing machine manufacturing organizations.

The sales department of the company is under
the direction of W. S. File, the secretary, who
has been associated with the company for al-
most a decade. Besides handling the office ex-
ecutive work Mr, File occasionally finds time to
make extended trips calling on retailers in vari-
ous parts of the United States and Canada,

In speaking of the progress made by the Kent
organization during the past few years, Mr. Kent
recently remarked: “Despite the great popu-
larity of radio the demand for our products has
not suffered. Indeed, several years ago we made
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MELCO SUPREME RECEIVER
TUNED RADIQO FREQUENCY
"4‘" D~ AMSCO PRODUCTS inc. BRoOOME & LAFAYETTE STREETS,N.Y,
\

Here’s an example of Melco Supreme consumer adver-
tising now appearing in all leading radio magazines.
A big demand has been created. Write at once for full

plans to turn out some radio loud speaking
horns, but with the heavy increase for the prod-
ucts in which we have specialized for years wec

F. C. Kent
found it necessary to discontinue our radio ac-
tivities and confine all of our manufacturing
facilities to Kent talking machine products.”

Gotham Distributors for
Dayton Fan & Motor Co.

Five Concerns in New York City and One in
Newark to Distribute Company’s Products

The Dayton Fan & Motor Co. has just com-
pleted sales arrangements for the distribution
of the Day-Fan line in the metropolitan area of
New York. As a result of a careful survey by
D. A. Graham, secretary and treasurer of the
Dayton Fan & Motor Co., the following firms
have been appointed as distributors to handle
this well-known line of radio apparatus: Gil-
bert-Keator Corp., North American Radio
Corp.,, Noyes Electrical Supply Co., Radio
Stores Corp., Stanley & Patterson, Inc., all of
New York City, and the North Ward Radio
Corp., of Newark, N. J.

The Day-Fan line comprises a well-selected
variety from the three-tube set, for use in the
smaller communities and rural districts, to the
floor-type console in a specially designed high-
grade cabinet.

The Dayton Fan & Motor Co. maintains its
New York office at 58 West Fifteenth street
and A. A. Jackson is the Eastern sales manager.

New Record Display Rack

The New York distributing division of the
General Phonograph Corp., 15 West Eighteenth
street, New York, recently secured the exclusive
jobbing privileges' for a new vacuum record
window display rack. This device consists of
three rubber suction caps attached to a rod
which holds a record so close to the window
that the label can be easily read from the out-
side. The attachment is capable of holding a
weight of more than thirty pounds so that a
glass shelf can be placed across two racks, and
miscellaneous articles can be prominently dis-
played. The article has been very favorably
received by the trade.

D. Castellanos Incorporated

Daniel Castellanos, New York, was rccently
incorporatcd in Albany to manufacture phono-
graphs and radio scts, with a capital stock of
100 shares of preferred stock, $100 per share;
and 150 shares of common stock of no par
valuc. The incorporators arc . Castellanos, R.
D. Basserman and G. Mateo.

The l.conord Piano & Music Co. recently

opened a branch store at (Globe, Ariz.
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Latest Song and Dance Hits |
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What More Could You Ask For?

Early releases of the biggest hits.

Mr. Dealer

A cracker-jack DOMINO
Sales Boosting, Advertis-
ing Service is yours for
the mere asking.

Recordings by prominent artists and orches-
tras.

A price that assures volume turnover with a

This service consists of handsome margin.

g‘(‘)s&‘igesvi?ﬁov‘?aéfspf;y‘z And—Dbesides, a distinctive appearance that
etc. adds character to your product.
. j:{ Y"“_'.S""D"‘f"_ . We would like to send you sample records
e Advertising Division and details of our DOMINO ,Proposltlon.
Shall we?

Send us your request to-day.

DOMINO RECORD CO., 22 W.20th St., New York
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S_toner_& Héath Enter B
Radio Distribution Field

Handling Distribution of Well-known Lines in
New York and Philadelphia Territory

The radio field is a young man’s field. At
least the lure of it attracts a great many men
just entering the business world. Among the
younger and newer organizations who have be-
come factors in radio distribution is the firm
of Stoner & Heath, 136 Liberty street, New
York City, a partnership composed of D. M.
Stoner and G. Warren Heath. Mr. Stoner is

D. M. Stoner and G. W. VHeath

well known to the radio profession, has an
excellent technical education, is a member of
several engineering societies, and is an experi-
menter of some note.

Mr. Heath has had a varied business experi-
ence. He has for some years specialized in
banking and the import and export business
in various parts of the world which fits him
for the merchandising of radio equipment as
well as making him capable of handling the
financial problems incident to the radio business.

Stoner & Heath are manufacturers’ repre-
sentatives handling various lines of radio equip-

ment in the territory of New York and Phila-"

delphia. Among the concerns represented is
The Cleartone Radio Co., of Cincinnati, which
manufactures the well-known line of Clear-o-
dyne receiving sets. Other concerns repre-
sented are the Central Radio Laboratories,
AMilwaukee, Wis.,, United Radio Corp., Roch-
ester, N. Y.

The Golden Rule Radio Supply Co., New
York, was recently incorporated at Albany with
a capital stock of $5,000. The incorporators are
H. Hirschfield and L. Mansbach.

Odeon and ( Okeh Foreign
Record Catalog Issued

The General Phonograph Corp., New York,
manufacturer of Okeh and Odeon records, is-
sued recently a handsome numerical catalog
of Odeon and Okeh foreign records, containing
a complete revised list of foreign records issued
up to and including October, 1924. This cata-
log is a significant indication of the tremendous
scope of the Odeon and Okeh foreign repertoire,
for there are listed records in twenty-two lan-
guages. Practically every language that has the
least degree of popularity among music lovers
is included in this repertoire, while the selec-
tions are sufficiently diversified to make an
appeal to every class of purchaser.

The phenomenal success attained by Odeon
and Okeh foreign records may be attributed
in a considerable measure to Otto Heineman,
president and founder of the General Phono-
graph Corp., whose foresight was responsible
for the introduction of these record libraries
in America. The popularity of the Odeon and
Okeh foreign recordings is increasing with each
1ssuance of new records, and the dealers
throughout the country are featuring these
record lines to splendid advantage.

M. I. S. Co. Distributing
Dealers’ Holiday Folder

The Musical Instrument Sales Co., 673 Eighth
avenue, New York City, has forwarded to re-
tailers throughout the country a four-page
folder printed in Christmas colors and carrying
a special list of Victor records for the holiday
season, including a popular list of children’s
records and some of the newer issues of the
Bubble Books. The front cover of this four-
page circular, which is to be used by retailers
for mail lists, carries an illustration of an old-
fashioned fireplace around which is gathered a
group of children on Clristmas morning. The
caption appears below reading “For a merry,
musical Christmas nothing can compare with a
Victrola and Victor Records from”—under
which apears the dealers’ imprint. The next
two pages are given over to a display of the
various models of Victor talking machines and
some timely advice about the purchase of such
goods, all of which is an appropriate message
from the retailer’s standpoint for Christmas
business.

tion ‘on its toes.”

15 West 18th Street

|

E are “all set” for the Christmas rush. Our
stocks are complete and our whole organiza-
Metropolitan dealers can call on
us with full confidence that profit-loosing delays and
inconveniences will not reduce their holiday earnings.

GENERAL PHONOGRAPH CORPORATION

New York Distributing Division

BUY OKEH NEEDLES—They Keep Record Sales Alive!

Odion

New York City

‘Onzhandle handles 71"

‘Master of;Vovable Music®

4 Years
Have Proved
Outing
Portables
Are the
Best

o
General Phonograph Corp.

15 West 18th St. New York, N. Y.

Metropolitan Quting Distributor

F. C. Collins Renewing

Friendships in the Trade

F. C. Collins, sales representative of the
Columbia Phonograph Co., Inc, out of the New
York branch covering the State of Connecticut
for the past year, has been renewing old ac-
quaintances and making new friends in this ter-

N

F. C. Collins
ritory, having started his connection with the
Columbia Co. in the New Haven branch seven

years ago.
Boston branch was his headquarters for four
years, from which point Mr. Collins covered the
Columbia dealers in Vermont, New Hampshire
and Massachusetts, making his central quarters
in Springfield, Mass. The outstanding feature
of Mr. Collins’ work with the Columbia dealers
has been the appointing of managers and sales-
men to develop the inside and outside sales
work of his dealers and the exchanging of real
live ideas among Columbia dealers in the in-
terest of making them better merchants.

New Brandes Dealer Helps

C. Brandes, Inc., New York, manufacturer of
Brandes’ matched tone headscts and Brandes’
table talker loud speaker, recently issued an at-
tractive broadside directed to jobbers and deal-
ers, entitled “More Sound Selling Facts.” This
broadside illustrates a number of national pub-
lications in which the advertising of Brandes,
Inc, appears. There are also a number of
dealer helps illustrated on both the table talker
and headsets, giving the dealer an idea of the
co-operation which this company offers in pre-
paring attractive counter and window displays.
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Announcing

The talking machine with the tone

and quality of a cabinet phonograph
at one-fifth the cosl

EARING is believing with the

Peter Pan. That is why New
Yorkers are buying them as fast as stores
can get them. That is why prominent
people have been bringing them back
from England this season as the gift
extraordinary.

Here, indeed, is the “big” little phono-
graph. It weighs only five pounds and,
closed, looks like a camera. But open
it up and put on a 10-inch or a 12-inch
record— "

You will be amazed at the beauty and
the volume of its tone. Shut your eyes

N Collapsible
Horn

Set Screws for
Leveling Record

and you will swear an expensive cabinet
phonograph is playing.

This must sound like an extravagant
claim, and therefore we say: Hear the
Peter Pan! Use the coupon below for
one machine at reduced price for dem-
onstration purposes. Your money back
instantly if you are not satisfied.

This real musical instrument, different
from anything else in the world, 1s the
talk of England, where it 1s made, and
1s taking New York by storm. It re-
tails at $20, de luxe black cover, and
$25, brown leather cover, and will sweep
the country as fast as we can ship
machines.

PETER PAN GRAMOPHONE COMPANY
Sole United States Agents
342 Madison Avenue New York City

Je—

Collapsible
Ho

b ".
Turntable
nder Record

It is the ideal Christmas gift

Write or wire us for prices and terms
and fill in and mail the coupon below.
We are now in position to fill orders
promptly. But act without delay—

wherever offered, Peter Pan sells
so rapidly that dealers are re-
ordering daily by long distance
telephone.
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Plaza Bulletin of Talking
Machine Accessories

Interesting Information for Use of Dealers
During Fall and Winter Campaign

The Plaza Music Co., 18 West Twentieth
street, New York City, well-known manufac-
turer and distributor, is forwarding to the trade
a uew bulletin covering talking machine acces-
sories. The Plaza Co. makes it a point to
carry a lengthy list of supplementary goods
for the retail store. In its bulletin the products
are all illustrated, described and carry current
market prices.

The salcs department of the Plaza Music Co.
is making a special featurc of accessories during
the Fall months. It is the contention of the
Plaza organization that most of these talking
machine adjuncts find a ready sale when dis-
played and involve added profits which are
easily obtained, but which would not otherwise
accrue to the talking machine dealer. The
Plaza Co. believes that, this season more than
any other, the talking machine dealer will find
it advisable to carry a wide variety of goods
that will encourage prospective purchasers to
enter music establishments.

Another thing pointed out by the Plaza or-
ganization is that talking machine accessories
should be a part of every retailer’'s stock, for
such goods mean service to talking machine
buyers. These goods can be readily obtained
and the store not only adds to its prominence
in its own locality, but encourages the constant
use of the talking machine, thus creating sales
for records and other materials.

The talking machine dealcrs
money in local newspaper advertising in order
to bring pcople into their stores. They also
supplecment this publicity with frequent use of
the mails. After all these efforts to obtain
business are madc, if the stote is not in a posi-
tion to render service it has failed in one of its
missions as a good business house. The fact
that all such talking machine adjuncts, some of
which are almost necessities, bring added profits
into the store should be an inducement in itself
10 stock at least the promising sellers.

Del’Marmol Combined Radio
Phonograph Reproducer

New Product Now Being Introduced:to the
Public—Has Many Points of Interest

PHILADELPHIA, PA., November 1.—The Del’Mar-
mol Radio-Phonograph Co. of this city is now
ready to go into production on its new product,
the Del’Marmol combined radio phonograph
reproducer. This company has been manufac-
turing and marketing the D’Lyte reproducer
for the talking machine, which is of a distinc-
tive design and an invention of C. J. Del’Mar-
mol, M.E.E.E. His latest creation combines in
one sound box the loud speaker unit and talk-
ing machine diaphragm, which will be substi-
tuted permanently for the regular sound box
of the talking machine and does away with the
changing necessary with two separatc units.
It, accordingly, makes a loud speaker of the
sound chamber of the talking machine.

Another factor which will undoubtedly prove
a big sales asset is that with this sound box
it is possible to record on blank records radio
reception of which it is desired to make a per-
manent record. All that is necessary is to rest
the needle of the sound box upon the revolving
blank record while the radio broadcasting is
being received. The Del’Marmol Radio-Phono-
graph Co. made the premier exhibit of the
Del’Marmol reproducer at the recent Philadel-
phia Radio Show. It attracted much attention
and many sales resulted.

Carl Richards, Richmond, Cal.,, recently se-
cured the agency for the Brunswick line of
phonographs and records.

spend much -

New Atwater Kent Plant
Addition Is Under Way

Large Structure Recently Completed Proves
Inadequate to Meet" Growing Radio Demand

PHILADELPHIA, PA, November 7.—Although the
Atwater Kent Mfg. Co. only recently started
operations in its large new factory in this city,
production facilities are already inadequate to
meet the demand for its radio products and, as
a result, construction has been started on an-
other addition in an effort to bring production
up to the point where the demand can be satis-
fied.

The present plant is a model of its kind.
Every part going into the Atwater Kent sets,
from the smallest screws to the cabinets, is
made hcre, and the various departments have
been laid out with a view to efficient production.
It is a monumental tribute to the untiring ef-
forts of President Atwater Kent and his asso-
clates.

The extensive national advertising of the
company has emphasized the slogan, “The fac-
tory bchind the product,” and this has been
further impressed on thc public by the colored
electric signs in use by Atwater Kent dealers
in all parts of the country. Recently a billboard
campaign was inaugurated by the company,
which is attracting considerable attention and
is already proving an important addition to the
national advertising. These billboards are
broadcasting the merits of the Atwater Kent
radio products through the medium of attrac-
tively colored posters.

J. A. Kenney in New Post

White Music Shop, of Danbury, Conn., had
the most conspicuous booth at the famous Dan-
bury Fair, where pianos, radio, phonographs
and musical instruments were displayed. Miss
White reports the appointment of John A. Ken-
ney, formerly with the Kennedy Music Shop,
of Worcester, Mass., in charge of outside sales
worls.

STOP!

LOOK!

“MUTUAL?” tone
producers are
ordering in ad-
vance for the Holi-
day business. An-
ticipate your Holi-
day requirements

and write us NOW.

No. 3 Tone Arm
No. 5 Reproducer

DISTRIBUTORS { T

Wide awake manufacturers,
alert to the growing demand for
arms and re-

[VAL PHONO PARIS MFG.CORD)]

149-151 Lafayette Street, New York City

(|
Canadian Acme Screw & Gear, Ltd.........coivviiiininnnnnnnns 1203 King St., West, Toronto, Can. E

Industries Unldas, S. A........ccoieiiiiiinnrionnrsonnnrennnnnns 2Balderas 110, Mexico City,

................ 4th St, and Washington Ave,, St. Louis, Mo.

Mutual Tone
Arms possess a
two-fold appeal.
They not only
reproduce per-
fectly, but, they
add the final
touch to the at-
tractiveness of
the machine.

Mexico

9 W, Randolph St., Chicago, Il
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Important Developments Mark Approach
of the Holidays in Cleveland Territory

Cleveland Talking Machine Co. and Grinnell Bros. Take Over Toledo Talking Machine Co.’s
Business—Brunswick Co. Makes Local Recording—New Lines Added-—Trade Changes

CieveLaxp, Q.. November 6.—Following the
amalgamation of Victor wholesaling interests,
in the acquisition by the Cleveland Talking Ma-
chine Co. of the business of the Eclipse Musical
Co., another similar unity of forces stands out
as one of the important developments of the
month hers. This involves the joint purchase
of the Toledo Talking Machine Co’s. business
by the Cleveland Talking Machine Co. and the
Grinnell Bros. Co., of Detroit, as reported
elsewhere in this issue.

Cleveland Co. Gets “Dulcetone”

The Cleveland Talking Machine Co. already
has instituted new features of dealer service.
Two especially worth-while sales promotion fac-
tors are the distribution rights in the music field
for the Dulcetone; a device designed to trans-
form the sound box of the talking machine into
a radio loud speaker. Amnother device that will
make for Christmas business is a novel envelope,
suitable for holding several records, embellished
with a pastoral scene.

Promoting Record Sales

Another promotional effort to be credited to
a jobbing factor is under way by the Ohio Mu-
sical Sales Co., Sonora and Vocalion record
distributor. This company conducted a contest
among dance orchestras in Ohio in October to
ascertain the most popular musical group in this
division. The Wpylie Orchestra, of Cleveland,
was voted the most popular and was immedi-
ately commissioned to make several records for
Vocalion, which have just been released. A
special week, during which the first records re-
ceived in Cleveland were played, was conducted
at the restaurant where this orchestra holds
forth, another special week’s engagement was
obtained for it at the Palace Theatre, and a
series of personal appearances in various locali-
ties about the State has been arranged by J. R.
Frew, of the Ohio Co.,

Local Recording by Brunswick

In connection with record making Cleveland
again figures, with the Cleveland Orchestra as
the feature. Equipment was sent here by Bruns-
wick for this purpose, and the recording was
done under the personal supervision of Sinkler
Darby, Brunswick recording expert, and his as-
sociate, Charles Hancox.

Several important additions to the dealer list
by Brunswick are announced for this month.
Foremost among these may be considered
Denton, Cottier & Daniels, Steinway dealers in
Buffalo, N. Y. The William Hengerer Co., also
of Buffalo, has added the Brunswick phonograph
and Radiola lines.

New Claravox Speakers

In connection with the promotion of the

speaker end of the radio business, the work of
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VAN VEEN & COMPANY, Inc.
Woodworkers Since 1907

Costly experiment has taught the Phonograph Trade the importance
of high-grade sound-proof hearing rooms and store fittings.

Radio dealers can avail themselves of Van Veen equipment in the first
instance and avoid the experimental losses of the Phonograph trade.
Veen booths are indispensable in selling and demonstrating radio.

Counters, racks and wall display cases carried in stock or made to
Write for estimate and catalogue.

special design.

Offices and Warerooms:

413-417 East 109th Street
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C. E. Semple, Jr, president and inventor, and
C. H. Kennedy, sales manager of the Claravox
Co., stands out. Several new types of speakers
by the company have been brought out, and
accompanying these are unique folders detailing
the elements that enter into the reproducing
qualities of these instruments.
Developing Cheney Sales

Value of the national advertising campaign
of the Cheney is now being proved in the in-
quiries being distributed from headquarters to
the Cheney jobbing factors, according to T. R.
Buel, secretary-treasurer, the Cheney Phono-
graph Sales Co. These in turn are being passed
on to the retail element, and sales already are
being developed from them, Mr. Buel is advised.

Changes in Columbia Branch

Several changes and developments are being
made by the local branch of the Columbia Co.
S. S. Larmon, branch manager, announces the
appointment of B. L. Smith to succeed H. C.
Schultz in Detroit, and of E. L. Wallace, who
takes the place of M. H. Batz in Buffalo. Both
are well known in Columbia circles in this terri-
tory.

Cleveland Columbia executives aided materi-
ally in the opening of the new building of the
C. L. Chute Co., at New Lexington, which fea-
tures the Columbia phonograph lines.

Adds Edison Line

In the new dealer activities, the installation
of the Edison at the Halle Bros. Co., exclusive
department store of Cleveland, by the Phono-
graph Co., is a notable event. The Halle estab-
lishment already has one of the finest appointed
departments in this city, and rounds out its
already established Victor and Brunswick lines
with the Edison.

Retail trade has been significantly stimulated,
according to E. S. Hershberger, secretary, the
Phonograph Co., following the exhibits of radio
and phonographs by this firm at the Furniture
Show. During the week of this exposition
fifteen new dealers for Crosley sets, and a large
number for the De Forest Reflex, were added,
among the latter being the George S. Dales Co.,
of Akron. The Phonograph Co. supplied phono-
graphs for special entertainment provided by
the show management on the stage of Public
Hall, and also entertained with radio received
from the outside.

New dealers added through Cleveland jobbing
effort includes the Kurtzmann Piano Co., in
Buffalo, operating six retail stores in that dis-
trict.

Vic Meyers Orchestra Scores

Supplementing its work to increase public in-
terest in records for dealers, the Brunswick Co.
has brought from California the Vic Meyers Or-

’Phone Lehigh 5324
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randle handles it*

Master t_)fMovable Music’

4 Years
Have Proved
Outing
Portables
Are the
N er— Best
Ohio Musical Sales Co.

1747 Chester Ave. Cleveland, O.
Outing Distributor

-‘i

chestra, noted on the Coast. This group now
is touring the immediate Cleveland territory,
making a hit alike with those who have heard its
records and those who have not.

A Popular Number

Two additional achievements in the music
production business can be credited to Dan E.
Baummbaugh, manager of the May Co. talking
machine department, and producer of “Rose of
Sharon” and “\Waltz of Love.” Both of these
selections, by J. W. Karhan and Miss Marion
Campbell, of the May Co. music division staffs,
now are on the Victor records. They are sung
by Henry Burr. The other unusual accomplish-
ment lies in the acceptance of “Rose of Sharon”
by the Vocalion Co., of London, foreign repre-
sentative of the Aeolian Co. This song already
has been released by Vocalion here.

Mike Gyarnaty, Columbia dealer, has moved
his business from Akron to Flint, Mich..

Celebrating Anniversary

L. Meier & Sons, prominent local dealers, are
celebrating their 27th anniversary this month.
Plans have been completed for several weekly
novelty attractions, and a climax will be made
with the appearance again of the Eight Popular
Victor Artists.

Music Merchants’ Social

The October meeting of the Music Merchants’
Association of Northern Ohio again was a
social affair at Alber’s Villa, Talent hitherto
not known was brought from Lorain by Carl
Staley, manager of the talking machine depart-
ment of the Wickens Co., .

Another get-together is planned for Novem-
ber, in which all members of the music industry
will figure. There was money left over from
the donations contributed by individuals to the
entertainment at the late State convention. A
committee, including Dan E. Baumbaugh, F. J.
Stelker, John R. Ortli, Henry Dreher and Rex-
ford C. Hyre, will set the date and place, decide
who is to be invited and otherwise shape up the
event.

Van

NEW YORK CITY
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MUSICAL PRODUCTS DISTRIBUTING COMPANY, Inc.
‘ 22 West 19th. Street, New York City

A unique five tube radio fre-
quency receiver built by Federal,
containing detector, two stages
of radio frequency and two
stages of audio frequency. The
tuning is controlled by two
main dials with vernler attach-
ment and may be logged for
reference, A logging sheet and
special panel light is part of
the equipment.

The cabinet moasures: Length,
33% inches, depth, 151 inches.
height, 55 inches.

$325

LIST PRICE

The supreme in radio and the su-
preme in furniture have been joined
in the Federal-Danersk Radio Re-
ceiver — a new and especially built,
two control Federal Receiver housed
in a cabinet made by the Erskine-
Danforth Corporation, known the
world over as the master craftsmen
of the famous Danersk Furniture.

The simple two dial control of this
newest Federal Five Tube set is un-
like anything that
has ever been

built before. It is ("
remarkably selec- 2 cta
tive and powerful,

with unlimited
range and a clear,
rich tone.

To this supreme
quality has been
added perfect beau-

wo Oreat Products
were Brought logether

ty. The Danersk cabinet was chosen
because the name Danersk is synon-
ymous with the very best in furniture.
Hand wrought in rich satin finish
walnut with ebony panelling, its
graceful beauty has an irresistible ap-
peal to every lover of fine furniture.

And at $325 list including a built-in
loud speaker, special panel lighting
device, large battery sections and
other conveniences, it enables you

to offer a value in-
finitely better than
has ever been given
before.

Production is limit-
distributors

MNanersk &

RADIO RECEIVERS

urged to inves-
tigate at once.

Distributors and Dealers—Investigate!

Manufactured Exclusively for
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Atlanta Retailers and Wholesalers Are
Optimistic as Business Continues Brisk

Prosperity of Farmers Largely Responsible for Satisfactory Business—James K. Polk, Inc., Ex-
hibit at Fair Attracts Wide Attention—Carder Co. Moves—Other Trade Activities

ATLANTA, GA., November 7.—October proved a
very satisfactory month for all dealers inter-
ested in the talking machine and radio busi-
ness in this section of the country. The dealers
in this city state that the month, from the
business standpoint, was all that was expected,
and those stores which serve the rural com-
munities report that the farmers have plenty of
money and are spending it freely.

Exhibited at Southeastern Fair

James K. Polk, Inc., distributor for the
Southeastern territory of the Sonora phono-
graph, OKeh and Odeon records and the Out-

James K. Polk Fair Exhibit

ing portable talking machine, had a most at-
tractive exhibit at the Southeastern Fair which
was held in this city during the past month.
This Fair, which is the largest annual event
of its kind in the South, was attended by more
than half a million people. Several of the large
Sonora De Luxe models were on display at the
Polk exhibit and attracted much interest and
favorable comment. Thousands of walking
Sonora dolls and other Sonora advertising mat-
ter were distributed.

Considerable interest in OKeh records was
developed by concerts given at the booth by

OKeh artists who reside in the Southeastern
territory; in particular, Fiddlin’ John Carson,
king of the mountaineer musicians and an ex-
clusive OKelh artist. These concerts attracted
many people to the exhibit booth and undoubt-
cdly stimulated a demand for the records of
the artists heard. The publicity gained by the
Polk establishment through its exhibit has been
of great value to the Sonora and OKeh dealers
throughout the entire Southeastern territory.

Good Outing Demand Continues

The Outing portable, which has proved one
of the most consistent sellers throughout the
year, continues to find favor with the buying
public and the chief difficulty is in filling the
demand.

Carder Co. in New Home

The Carder Piano Co. recently opened its
new warerooms at 61 Pryor street, and the com-
pletely renovated store is one of the most at-
tractive music stores of the South. The talk-
ing machine department of the establishment is
leased and operated by LeRoy Webb & Co.,
and is under the personal direction of Mr.
\Webb. While special attention is being given
period and console models, all types of instru-
ments are carried. The Victor and Sonora
lines of machines and Victor, OKeh and Co-
lumbia records are carried in stock. A number
of record demonstration booths have been in-
stalled and for the convenience of those cus-
tomers who are in a hurry a record counter
has been placed within twenty feet of the front
door. Free delivery of records, in or out of
town, is a feature of the store’s service.

Macon Firm Changes Name

The Williams-Guttenberg Music Co. recently
changed its name to the Williams-Guttenberg
Co. The concern is located at 451 Cherry
street, Macon. Application has been made for
an amendment to its charter allowing an in-
crease in stock from $50,000 to $75,000, also the
right to deal in furniture and house furnish-
ings.

Concerts Prove Popular

The October concert of Rich’s Music Club,
the organization farmed and fostered by A. B.
Willis, manager of the music department of
M. Rich & Bros. Co., was well attended and

everywhere.

deliveries.

294 Decatur Street

HE inevitable hustle and bustle of holiday busi-
ness will soon be experienced by OKeh dealers
To dealers in our territory we suggest j
that they avail themselves of our unfailingly prompt
and efficient service. Dealers who heed this advice
will have no losses through delays and incomplete

Wholesale Phonograph Division

JAMES K. POLK, Incorporated

Offices and Show Rooms:

BUY OKEH NEEDLES—They Keep Record Sales Alive!

Odion

ATLANTA, GA.

"O§hand’p handles it”
*

Master of Movable Music’

4 Years
Have Proved
» Outing
Portables
Are the
Best

Polk, Inc.

Atlanta, Ga.

294 Decatur St.

Outing Distributor

the varied program was enthusiastically re-
ceived. Well-known local artists entertained,
and orchestras, instrumentalists, vocalists and
dancers vied with each other in pleasing those
in attendance. Since the inception of this club
the sales volume of the music department has
shown a decided upward trend.

Meeting of Victor Dealers
Held in Atlanta Recently

Goodly Number of Victor Representatives in
Georgia Attend Impromptu Sales Conference
Under Auspices of Elyea Talking Machine Co.

ATLANTA, Ga., November 4 —Prospects for talk-
ing machine business in this section during the
coming months are very bright, according to
the Victor dealers who attended an impromptu
meeting leld in this city recently under the
auspices of Charles L. Elyea, of the Elyea Talk-
ing Machine Co., Victor wholesaler, and at-
tended by Frank K. Dolbeer, sales manager
of the Victor Talking Machine Co., who stopped
off at Atlanta on his way to a series of dealers’
conferences in Florida.

Approximately twenty-five dealers and their
representatives from various sections of Georgia
and South Carolina attended the conference, at
which there was a general discussion of sales
plans and other matters of business interest.

Triangle Radio Supply
Co.’s Loose-Leaf Catalog

A particularly comprehensive loose-leaf cat-
alog has lately been presented to the trade by
the Triangle Radio Supply Co., radio distrib-
utor, New York City. Through its loose-leaf
form it is possible to keep this catalog up to
the minute in every respect, and also through
this same form of binding it has been feasible
to include the original descriptive literature of
the manufacturer. The frontispiece of the cat-
alog contains photographs of Herman A. Linde,
president and general manager of the company;
Frances A. Linde, sccretary; the sales staff and
office force, also views of the headquarters of
the company, which include the quick service
counter, demonstration salons, etc. In the de-
scriptive literature is contained Fada, Crosley
and Melco receiving sets, Music Master horns
and a wide variety of accessories and parts.
Through the loose-leaf construction of this
catalog it is possible to eliminate from the cat-
alog all literature regarding parts for those
dealers who only carry sets and accessories.
The Triangle Radio Supply Co., Inc, is doing
a constantly increasing volume of business with
the talking machine trade and numbers many
of the best-known talking machine retailers in
the metropolitan territory among its customers.

The Cable-Shelby-Burton Piano Co., Birming-
hamn, Ala, recently purchased the entire stock
of the C. C. Holcombe Music Co.

NoveMmBEr 15, 1924
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Los Angeles, Cal., 809 S. Los Angeles Street
New York City, 121 West Twentieth Street
Philadelphia, Pa., 40 North Sixth Street
Pittsburgh, Pa., 632 Duquesne Way
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BUSINESS Folks
everywhere are drawing their Christ-
mas savings from the banks to spend
on gifts. If there ever was a time
to push the New Columbia Phono-
graph, it is now. Every sale you make
strengthens your grip on the phono-
graph business in your territory.

is warming up.

There isn’t a phonograph today
that has such value—so many exclu-
sive features that are worth while—as
the New Columbia. Consider them—

‘the new international reproducer, the

new precision motor, the automatic
start and non-set stop, the spun brass
tone-arm, the tone-control leaves—and
many other refinements which make
better music.

Every New Columbia you sell helps
sell another.
everywhere it goes. A New Columbia

For it makes friends

Write to the Columbia branch or distributor nearest you

Atlanta, Ga., 561 Whitehall Street

Boston, Mass., 1000 Washington Street
Chicago, Ill., 430-440 South Wabash Ave.
Cleveland, Ohio, 1812 East Thirtieth Street
Dallas, Texas, 2000 North Lamar Street
Kansas City, Mo., 2006 Wyandotte Street

Before and after
Christmas ~you couldnt sell
a finer phonograph than the

New(Columbia

San Francisco, Cal., 345 Bryant Street
Buffalo, N. Y., 700 Main Street

Detroit, Mich., 439 East Fort Street
Minneapolis, Minn., 18 North Third Street
Seattle, Wash., 911 Western Avenue

COLUMBIA WHOLESALERS, Inc.
205 West Camden Street, Baltimore, Md.

* TAMPA HARDWARE CO.
Tampa, Fla.

Hig e
._!ra |

owner is about the best salesman you
can have.

Remember this, also—the more New
Columbia Phonographs you sell now,
the bigger your record business will
be throughout the year. The New
Columbia reproduces all music with
such excellence that people will play
it constantly. This means that they
will be regular record buyers.” And
what finer records can you sell these
folks than Columbia New Process
Records! Because of their ideal sur-
facing material there is no objection-
able needle noise. And Columbia
offers the best in every class of music
recorded—dance, comic, sentimental, ¢
old-time favorites and classical.

These sales-making features of the
New Columbia Phonograph and Co-
lumbia New Process Records make ) <
the Columbia franchise valuable—
not only at Christmas, but throughout
the year. Columbia Phonograph Co.,
Inc., 1819 Broadway, New York.

COLUMBIA STORES CO.

1608 Glenarm Avenue, Denver, Colo.

221 S. W. Temple, Salt Lake City, Utah

W. W. KIMBALL CO.

Wabash Avenue and East Jackson Boulevard,
Chicago, Ill.

COLUMBIA DISTRIBUTORS, Inc.

1327 Pine Street, St. Louis, Mo.

224 West Fourth Street, Cincinnati, Ohio

517 Canal Street, New Orleans, La.

Columbia

PHONOGRAPHS AND

NEW PROCESS RECORDS
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R. W. Porter in Important
R. E. Thompson Co. Post

Appointed General Sales Manager of the Com-
pany—Guest of Honor at Surprise Luncheon

The R. E. Thompson Mfg. Co.,, New York,
manufactures of Thompson neutrodyne receiv-
ing sets and loud speakers, announced recently
the appointment of Robert W. Porter as gen-
eral sales manager of the company. Mr. Porter
needs no introduction to the talking machine
trade, for he was associated with the Columbia
Phonograph Co., Inc., for over four years as
field sales manager and numbers among his
friends talking machine dealers from coast to
coast.

Mr. Porter was the guest of honor at a sur-
prise luncheon given by his associates in the
R. E. Thompson organization at the Old Colony
Club in the \Waldorf-Astoria Hotel, where he
was formally introduced to Thompson jobbers
in Greater New York and to members of the

The PHONOMOTOR CO.

WM. F. HITCHCOCK, Proprietor
121 West Avenue Rochester, N. Y.

An Electric Equipment for the
PHONOGRAPH

Fully GUARANTEED

Universal—alternating or direct current.
Complete, with every part and ready to run.

Sample, mounted on motor board, 12x12x3}
unfinished board, $25.00 C.O.D. Money back
if not satisfactory. V4 cash with C.O.D. order.

The PHONOSTOP

An automatic stop for all talking machines,

100% efficient.
STANDARD FOR EIGHT YEARS

Guaranteed.

Sold direct to
manufacturers all
over the world.

Nickel or Gold.

Your phonograph
is worthy of the
best stop.

This is the only one.

Your customers appreciate it

We also sell General Phonograph Hardware
Cable Address:
PHONOMOTOR, Rochester, N. Y.

Codes: Bentley’'s and A.B.C., 5th Edition

Improved.

Richardson, Orr & Co., Sydney, Australian
and New Zealand Representatives.

Trade Prices upon application

The PHONOMOTOR

Trade-Mark Reg. U, S. Pat. Office

trade press. The toastmaster at this luncheon
was Addison Brown, of the Bertson Organiza-
tion, in charge of the Thompson advertising
campaign and well known in advertising circles.

R. E. Thompson, president of the company
bearing his name and prominent for many years
in the radio world, gave the guests at the
luncheon a brief resumé of Mr. Porter’s activ-
ities in the past, pointing out that his extensive
experience as a sales executive ideally qualified
him for the work which the Thompson organ-
ization was placing in his hands.

In a brief address, which was enthusiastically

== :
R. W. Porter
received by his associates, Mr. Porter called
attention to the wvarious sales problems which
he had been obliged to face in the past, com-
menting upon their close relation to the various
problems that are now occupying the attention
of radio manufacturers. Mr. Porter’s experience
has not only included his association with the
Columbia organization, but with several na-
tionally prominent manufacturers whose prod-
ucts have comprised specialties and food com-
modities. He not only visited jobbers and
dealers in practically every town and city
throughout the country in the development of
sales for the manufacturers whose products he
represented, but co-operated with the retailers
in the actual merchandising of these products.
Mr. Porter, therefore, brings to the Thompson
organization an experience and knowledge of
merchandising conditions that should enable
him to render invaluable service to the jobbers
and dealers featuring Thompson neutrodyne
sets and loud speakers.

During the past few weeks Mr, Porter has
been busily engaged in getting acquainted with
the distinctive features of neutrodyne products,
and he is now ready to inaugurate an intensive
sales campaign. His appointment as general
sales manager of the R. E. Thompson Mfg. Co.
has been the subject of congratulations and
good wishes from talking machine and radio
jobbers and dealers everywhere, who are giving
him a most cordial welcome to the radio in-
dustry.

Among those present at the surprise luncheon
given Mr. Porter were Dr. Leonard F. Fuller,

vice-president and chief engineer of the R. E.
Thompson Mfg. Co. and a scientist and en-
gineer whose experience dates back many years.
Mr. Fuller was previously associated with the
General Electric Co., where he was in charge
of developing world wireless, and his work also
includes the designing of the largest single trans-
mitter in the world. Merton P. Stevens, works
manager of the Thompson organization and well
known in the manufacture of radio transmis-
sion and reception apparatus, also was present
at the luncheon, and among the jobbing firms
represented were the Gilbert-Keator Corp,,
Herbert John Corp. and Steelman, Inc., all of
New York City.

Talking Machine Business
in Japan is Growing

The variety of the talking machine product
made and sold in Japan is very great, accord-
ing to J. R. Geary, president of the Nippono-
phone Co., the leading talking machine and
record manufacturer with headquarters in To-
kyo, Japan, ranging from a very low priced
record up to a figure for foreign records com-
parable with prices in the United States. A
great many foreign artists have been recorded
from time to time and the Nipponophone Co.
has now quite a fine catalog of foreign record-

ings. Naturally, however, the main business
is the manufacture of records of Japanese
artists.

In the business of machine manufacture there
1s a large range of sizes, styles and prices. On
the smaller machine, being the lowest priced,
the output is several thousand machines per
month at the Nipponophone plant. The higher
priced machines are now, however, being made
in large numbers on account of the 100 per
cent duty on the imported product. The Nip-
ponophone Co. has a very strong sales organi-
zation and has affiliated with it practically
all of the important phonograph and record
selling agencies in Japan.

The Nipponophone Co. is controlled by
American capitalists and has been in operation
for a total of about twelve years.

As broadcasting may soon come into effect
in Japan the company is preparing to take up
that end of the business with its phonograph
trade as soon as permission is given by the
Government for broadcasting.

Good Phonograph and Radio
Sales Go Hand in Hand

The Greater City Phonograph Co., Sonora
distributor for New York City, Staten Island
and the lower Hudson Valley, reports through
Maurice Landay, president of the company, a
distinct upward trend in the sale of phono-
graphs during the last several months. ‘“From
all indications, the talking machine dealer has
found that radio and phonographs sell side by
side and do not conflict one with the other.
We have found some dealers who are doing an
excellent business with the Sonora loud speaker,
Sonoradio receiving set, equipped with both the
Woare neutrodyne and RCA sets, and are also
enjoying a phonograph business in proportion,”
stated Mr. Landay, who is very optimistic re-
garding the outlook.

MADE BY

= PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

Let us figure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills in Va,, N. C. and S. C.
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The Finest Entertainment

il  Whispers at Your Window

HE Mercury Receiver was born at the very moment when
its qualities were beginning to be demanded by the pubilic.
It is the perfect reflex receiver.

E Absolute faithfulness of reproduction; all the distance two
' stages of perfectly engineered tuned. radio frequency can pro-
vide; simple exactness of tuning which admits but one signal
at a time—these are a few of the features which contribute to
Mercury greatness. ‘

We respectfully suggest critical side-by-side comparison be-
tween the Mercury and any other set made.
MERCURY RADIO PRODUCTS CO. - 50 CHURCH ST., NEW YORK CITY

Our proposition will interest good talking machine dealers. Write for it today.

MERCURY

BROADCAST RECEIVER

Licensed under Grimes Patents—issued and pending

“The STRADIVARIUS of RADIO”
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TECHNICAL APPEARANCE

Highest existing development of

S NATURAL TON

Solid AmericanWalnutCabinet. Hand

E QUALITY

/ Grimes Inverse Duplex System. Four rubbed genuine piano finish. Inclined \
tubes reflexed and equal to six straight panel of heavy-gauge, etched ordnance

/ (two-tuned radio frequency, tube de- bronze. Set rests on felt protecting \
tector and three stabilized audio fre- buttons. Balanced panel arrangement
quency), Operates from loop (furnished) of controls. All “A"” and "B" dry
also indoor or outside antenna without batteries self-contained. Price, with
change in set. “Last word” low-loss loop; but without tubes and batteries

=~ engineering at every point. $165.00 list. =
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Instructive Talks Feature the Eastern
Sales Conference of Brunswick Dealers

More Than 200 Retailers Gather at New York Brunswick Headquarters for Merchandising
Conference—Executives and Officials of Company Deliver Addresses—Retail Problems Discussed

More than two hundred Brunswick dealers
joined with the officials of the Brunswick-
Balke-Collender Co. in making the Eastern
sales conference, held at the New York offices
of the company, one of the most successful
gatherings of its kind ever held. Interesting
discussion of the various problems which the
dealer must handle was indulged in and edu-
cational addresses by trade authorities made
the business sessions of particular value to
those in attendance. The social side of the
gathering was not neglected and the banquet
held at the Club Deauville on Tuesday evening
was voted an unqualified success.

The conference was opened on Monday,
October 13, with an address by Harry A.
Beach, sales manager of the Eastern Phono-
graph Division of the Brunswick Co. who ex-
tended the glad hand of welcome to all the
guests and summed up the purposes of the con-
ference and told of the benefits which he ex-
pected would be the result of the gathering.
H. T. Melhuish, of the Radio Corp. ¢f America,
was the next speaker, substituting for E. E.
Bucher, of the same company, who, through ill-
ness in his family, was unable to deliver the
talk of “Radio Merchandising” for which he
was scheduled. Mr. Melhuish spoke on radio
broadcasting and its future and explained that
improvements in broadcasting would be seen
in the very near future, which improvements
would benefit the entire industry.

Of special interest to the dealers at the pres-
ent time was the talk of D. J. Pieri, chief radio
engineer of the Brunswick Co., who explained
in non-technical terms the principles underly-
ing the Brunswick-Radiolas. In simple phrase-
ology, with diagrams to illustrate his points,
Mr. Pieri explained the working and operation
of any receiving set, its tunes, batteries and the
principles governing the functioning of the loop,
the. Super-Heterodyne and the Regenoflex. .

H. Don Leopold, head of the dealers’ service
department of the company and chairman of
the sales conference, was the next speaker and
he, in a brief address, explained the company’s
policy of dealer co-operation and the purpose of
the conference with the resultant closer contact
between the company and its dealer representa-
tives. He then introduced F. E. Fehlman, vice-

president of Lord & Thomas, advertising spe-
cialists. Mr. Fehlman in his talk dwelt on the
analyzing of the types of customers who enter
the store to purchase a phonograph or radio
set and how through psychology the dealer can
ascertain the best method of handling pros-
pects.

Following Mr. Fehlman’s talk, the meeting
was adjourned, luncheon was served and the
freedom of the building was extended to all.

Problems Discussed at Afternoon Session

To open the afternoon session the dealers
were invited to bring forward their problems on
the operation of the Brunswick-Radiola and Mr.
Pieri answered numerous questions concerning
radio and the most effective methods and uses
of aerials, batteries, ground connections, etc.
This discussion of the individual problems of
dealers was a big feature of the day’s program.

Mr. Fehlman then continued his talk on
salesmanship and gave illustrations, facts and
figures that were exceptionally instructive to
the dealers, who listened attentively to the
speaker. The balance of the day was given
over to practical sales demonstrations, with
dealers taking the part of salesmen and cus-
tomers with Mr. Fehlman offering constructive
criticisms after each demonstration.

In the evening all fhose present at the con-
ference were invited to be the guests of 1. Jay
Faggen, managing director of the Arcadia, the

- new and elaborate ballroom, at which Ray

Miller and His Orchestra, Brunswick recording
organization, are the featured artists.

Topics Considered at Second Day’s Session

The second day’s sessions opened with a talk
on “Credit and Instalments” by Frederick V.
Teele, credit manager of the Eastern office of
the Brunswick Co. Mr. Teele detailed the prin-
ciples which underlie instalment sales and in-
formed the dealers that 92 per cent of phono-
graph sales are on an instalment basis and told
of the best methods of handling accounts. He
touched on the question of interest charges and
stated that, aside from the money involved in
charging interest, it lends prestige and dignity
to the establishment to insist on the customer
paying the customary amount of interest
charges,

The best methods of securing prospects were

General Phonograph Corporation
OTTO HEINEMAN, Pres.
25 West 45th St. New York, N. Y.

“Needle Points” No. 25
An OKeh Needle Sales Booster—FREE

With this convenient displayer on your counter
you’re bound to sell more needles.

HERE ARE SOME OF ITS OUTSTAND-

16 packages of needles can be safely displayed
under the glass top.

Customers can’t “help themselves.” The glass
1s immovable and the tray slides out through
the back.

The displayer will hold 180 packages of
needles.

The case is substantially made of metal, heav-
ily lacquered and beautifully lithographed.

HOW TO GET THIS SALES HELP:

Every dealer ordering 100,000 OKeh needles
will be presented with one of these cases ab-
solutely FREE.

Christmas will soon be here.
sell 100,000 needles with the help of this dis-
player.

Order them from your distributor today and
get your displayer FREE.

ING FEATURES:

You can easily

outlined by Mr. Fehlman, who stated that to
get customers into the store rested with the
dealer to go out and bring them in. He men-
tioned a number of ways by which customers
could be brought into the store.

The Tuesday afternoon session opened with
an address by A. J. Kendrick, general sales
manager of the phonograph division of the
Brunswick organization, who spoke on “Mer-
chandising the Brunswick Phonograph and the
Brunswick-Radiola.” He showed how two fields
of endeavor were now open to the Brunswick
dealer and gave figures showing that there are
millions of homes in this country which have
neither a phonograph nor a radio set. He told
of the national advertising campaigns which the
company is planning and exhorted the dealers
to tie up with this advertising by inserting
their own announcements. He also promised
interesting announcements by the company in
the near future touching on radio broadcasting
by the highest types of artists, which plan
would result in increase of sales by dealers.

Sales demonstrations were again resumed and
following these an examination of the dealers
on the points covered in the two-day conference
was held. The prizes for this examination
were awarded as follows: First, Anna Quinn,
Manchester, N. H.; second, Norman Edlund,
John Wanamaker, New York; third, A. M. An-
sell, Bamberger’s, Newark, N. J.; fourth, O. W.
Grimm, York, Pa.; fifth, C. G. Herr, Berwick, Pa.

The Climax to the Conference

The climax to the conference was a fitting
one in the form of an elaborate banquet at the
Club Deauville, where excellent entertainment
was provided through the efforts of H. Emer-
son Yorke, sales promotion manager of the
Eastern division, who was in charge of the
banquet arrangements. The following Bruns-
wick artists were among those who entertained:
Ray Miller and His Orchestra, Phil Ohman
and Victor Arden, pianists; Frank Wright and
Frank Bessinger, the “Radio Franks,” who re-
cently became Brunswick artists; Al Jolson.
who sang and told of his Brunswick connec-
tion and who introduced Benny Leonard, light-
weight champion of the world, whom he had
brought with him. Mishel Piastro, concert vio-
linist and Brunswick artist, and Harry Reser,
leader of the Harry Reser Band of Banjos, also
entertained.

The guests were given buttons which enrolled
them as inembers of the Brunswick Sales Club
and then the entire party adjourned to the
Arcadia, where dancing was in order. Those
who attended were:

S. Abelowitz, Abelowitz Phonograph Co.; J. B. Arm-
strong; Mr. Besserman, C. Hendel, Miss Robertson, G.
Scheidler, Hardman, Peck & Co.; C. M. Bowren, Mr.
and Mrs. Edlund, Mr. Mahoney, John Wanamaker; Jos.
Bryant, Bryaat’s Music House; Harry Duff and Miss
Martha Duff; H. P. Baran, J. W. Lindsey, Mrs. Har.
rison, H. P. Baran & Co.; 1. Hindon; N. and I. Israel;
A. Klein; A. Kleinman, Triangle Pbono Sbop; G. Leavey,
Terminal Music Corp.; F. M. Massey; H. Miller; R. .
O’Connor; Mr. Reinhorn, Ritz Music House; R. C. Hamil-
ton; A. J. Stack; J. Sbheinbartz; A. H. Simmons, J. H.
Remick; L. A. Sheilds, M. Steinert, Miller Bros.; S. A.
Sherman; Mr. Wolfsohn, Arison’s Music House; H. Rol
lens, F. Stumpf, Fred Kraft, Inc., and F. M. Masscy, all
of New York City; Mr. Acker, Montclair, N. I.; H. D.
Ackerly and J. P. Shotwell, Ackswell Mfg. Co., Northport,
N. Y.; E. K. Andrew, J. L. Hudson Co., Detroit, Mich.;
T. Argyris, Broad & Market Music Co., Newark, N. J.;
Miss Arend, Frederick Loeser, Brooklyn, N. Y.; Mr.
Ancell, L. Bamberger & Co., Newark, N. J.; J. Breslow
and M. Breslow, Boonton Music House, Boouton, N. J.:
John P. Byrne, Tames K. O'Dea, Paterson, N. J.; Miss
Laura I. Burtis, Norwalk, Conn.; Mr. Brady, Lankering
Co., Hoboken, N. J.; Mr. Bogie, R. H. Muir, Inc., East
Orange, N. J.; J. S. Cooper and James C. Cooper, Cooper
Clothing Store, Davis, W. Va.; G. M. Clark, Clark &
Sullivan, Newark, N. J.; S. Glenn Cline, Staunton, Va.;
T. F. Cabasino, Astoria, L. I.; I. C, Coheu, Brunswick
Shop, New Rochelle, N. Y.: T. Chakeris, Ideal Music Co.,
Newark, N. J.; L. Cerf, Hardman, Peck & Co., Drooklyn,
N. Y.; I. V. Dalo, Shartenberg & Robinson, New Haven,
Conn.; Harry Duckman, Brooklyn, N. Y.; Clas. Durso,
Somerville, N. J.; G. P. Ells, Norwalk, Coun.; F. A.
Forest, Fall River, Mass.; U. N. Grenier, Desautels Music
House, Manchester, N. H.; W. E. Grimm, York, Pa.; Gco.
Gervas, Main & Market Music Co., Paterson, N. J.; C. G.
llerr, of Herr's Music Shop, Berwick, Pa.; M. H. Housel,
Williamnsport, Pa.; W. M. Hanover, of Norwich Talking
Machine Shop, Norwicli, Conn.; 1. 8. Hyde, 1I. E. Hyde
and G. A. Hyde, Cortland, N. Y.; Miss Julie Hoffman and
C. M. Murlburg. D. M. Read Co., Bridgeport, Conn.; M~

(Continued on page 73)
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THIS INSTITUTION

is now back of the name Emerson

The Scranton Button Company
1s now the complete manufacturer
of Emerson records—Recording,
Plating and Pressing.

The Scranton Button Company
has acquired one of the most com-
plete recording laboratories and
organizations, with fifteen vears’
experience in recording.

The Scranton Button Company
has acquired the Washington Street
plant. and business of the Auburn
Button Works of Auburn, N. Y.,
which has a favorable reputation
as a plant where for a number of
vears the well known Brunswick
records were pressed.

Both the Scranton and Auburn

plants of The Scranton Button
Company have been 1in business
tortv-five vears. They have been
soundly and conservatively man-
aged, and have the highest business
and financial standing.

The combined daily capacity of
these two plants exceeds one hun-
dred thousand records.

T

e

As 1s well known, heretofore
The Scranton Button Company has
pressed such records as Emerson,
Okeh, Regal, Paramount, Gennett,
Silvertone, Federal, Banner, etc.,
etc. With their own recording
laboratory, plating and pressing
plants, they are in a position to
promise a product of uniform excel-
lence, combined with unequalled
service.

The company will sell Emerson
Records direct to legitimate Job-
bers. Request for information may
be sent to us or to our sole sales
agents, the Emerson Radio & Pho-
nograph Corporation.

THE SCRANTON BUTTON COMPANY

L. G. SYLVESTER

Vice President and General Manager

Scranton, Pa.

‘Emerson,
Records and
Phonograph

8.

uuuuu ..
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EXPANDING (@
EMERSON RECORD  ‘Ererson

Phonographs

TRADE MASR
FTOTY-re Y

distribution through Established Jobbing Organizations

The Associated Interests The unquestioned financial
back of Emerson records
represent a combination
with years of experience n
the manufacture of records; scope and character of their
of piqneering in the art of sales plans and the policies
recording; supplemented by
sales organization that has
achieved a national reputa-
tton as merchandising bers not only a large and
experts—in planning and profitable business, but a
completing sales exploita-
tton campaigns and In
permanently establishing
consumer demand. that stands alone n 1ts class.

© Emerson *Records

Standard Retail Price, 50 cents

Regular Trade Discounts to Dealers

resources of the Emerson
organizations, the wide

under which a franchise 1s
given assure Emerson job-

permanent and stable con-
nectton with the product

COMPREHENSIVE CATALOGS You can place before your trade the greatest modern popular-
—By NOTED ARTISTS— priced record catalog, carrying both standard and popular
POPULAR SONGS numbers and a representative foreign catalog in many languages
COMEDY—NOVELTY by most prominent artists.
HAWAITAN . . .
Sl The Emerson is the only nationally advertised standard record
Sch;gle with an established and permanent retail price of 50c.
RUSSIAN
TAL 0 o a 0
TEWISH The Emerson Record was first introduced in 1915. Since that
GERMAN o o B o o . a 0 o
POLISH time through intensive advertising and wide distribution over 100,-
If it’s a real hit— 000,000 Emerson Records have been sold.
It is out first on 3 . ;
The Emerson name is one of the most widely known in the record
Tme,:fon kgoras field — Radio audiences are familiar with it. You need make
no apologies when selling the Emerson record.

Jobber franchises in exclusive territory open— Write for full particulars.

‘FEmerson Radio and Phonograph Corporation

sole sales agents for Emerson Records throughout the world

| 307-309 Sixth' Avenue New York City
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Radio Operator of ZR-3
Buys Stromberg-Carlson Set

Radio Operator of Famous Zeppelin Makes
Purchase at Wanamaker's, New York

Among the sales of Stromberg-Carlson neu-
trodyne sets closed recently in tle radio depart
ment of the Jolin Wanamaker Store in New
York City was that of a set to Hans R. Lud-
wig, radio operator of the famous ZR-3 Zep-
pelin, which reached this country after an over-
seas trip from Germany. Mr. Ludwig spent
quite some time in the Wanamaker radio de-
partment investigating various radio sets and at
the conclusion of several days advised Hugh
C. Ernst, manager, that the Stromberg-Carlson
neutrodyne set was the one he preferred. In a
letter to John Wanamaker Mr. Ludwig referred
to this set as follows:

“Since my arrival from Germany on the air-
ship ZR-3 I have spent much time studying the
progress of radio in the United States. I have
been greatly impressed with American-made
receiving sets and especially with their advance-
ment in the last few years. The chief purpose

of this letter is to tell you that after careful
T A LB

Hans R. Ludwig and Jack Binns
of World Fame
study of the market I have bought from your
radio department a Stromberg-Carlson neutro-
dyne receiver and loud speaker to take back to
Germany with me. It is the finest equipment
that I have ever seen.” -

Activities of Buffalo Trade
(Continuyed from page 74)

and Mrs. W. C. Hoehl, Brunswick Shop, Portchester,
N. Y.; Edwin G. Harrison, R. H. Muir, Inc., East Orange,
N. J.; L. Hasenkamp, Lankering Co., Hoboken, N. J.;
Mr. Holt, Staunton, Va.; A. I[raggi, Mrs. Iraggi, F. Iraggi
and A. Jacobs, Palace Music House, Huntington, L. I.;
G. H. Jeffers, Regal Store, Harrisburg, Pa.; S. Kern,
Brooklyn, N. Y.; John Kravez, Phillipsburg, N. Y.; J.
Lawlor, Montclair, N. J.; S. and A. H. Lankering, of
Lankering Co., Hoboken, N. J.; L. E. Moehringer, S. & S.
Music Co., Inc., Utica, N. Y.; John F. Martin, Martin’s
Music Store, Annapolis, Md.; W. W. Morris, Brooklyn,
N. Y.; W. D. Murphy, Summit, N. J.; J. H. Mackay,
James K. O’'Dea, Paterson, N. J.; S. H. Morecroft, Clark
Music Co., Syracuse, N. Y.; D. J. Murphy, Athiton Music
Siore, Haverhill, Mass.; Mrs. F. Marshall, Bayonne, N. J.;
J. McKenna and Mrs. J. McKenna, Brookline, Mass.; Mr.
Nathans, Brunswick Shop, New Rochelle, N. Y.; Mr. Pur-
schel, Brunswick Shop, Holyoke, Mass.; Nat. Popick,
Newark, N. J.; Miss Anna Quinn, Manchester, N. H.;
C. E. Richardson, Clark Music Co., Syracuse, N. Y ;
Miss Emily Radcliffe, Griffith Piano Co., Paterson, N. J.;
Percy and H. A. Spencer, Kraft, Bates & Spencer, Boston,
Mass.; H. S. Somers, Starr & Moss Co., Philadelphia,
Pa.; L. J. Reimenschneider and W. J. Swift, Newark,
N. J.; Frank C. Storck, Mrs. F. C. Storck and Lawrence
Sanders, Red Bank, N. J.; F. Stanton, Hyde Music
House, Cortland, N. Y.; Lewis Shaw, Forsyth & Davis,
Kingston, N. Y.; W. Smith and Mrs. W. Smith, Frederick
Loeser & Co., Brooklyn, N. Y.; F. Weale, Port Jervis,
N. Y.; Daniel Webster, Cranford, N. J.; N. D. Zeek,
Morristown, N. J.; F. W. Zercher, of the Regal Co., York,
Pa.; Chas. F. Shaw, Brysswick Co,, Baltimore, Md.

14-inch bell
Polished pyralin

No. 205

make.

Al

No. 100

State and 64th Streets

A Speaker of distinctive lines
Remarkable volume with clarity

Produces with full volume without sacrifice of
clearness or naturalness. To usc a Burns Speaker
1s equal to hearing the original tones,

Handsomely shaped horn—14 inches in diameter.
No. 205B model has flare of bell of polished black
pyralin. No. 205D has flare of handsome mahog-
any tinted pyralin, semi-transparent.

PHONOGRAPH UNIT

The Burns Speaker Unit as used
with the No. 205 Reproducer has al-
ready proven its merits.
is also furnished in the No. 100 type
for use on phonographs.
An
built-in speakers.

No. 206B—With polished black bell...............
No. 205D—With shell pyralin bell.................
—TUnit for phonograph use...............

Werite for our interesting trade prices.
MANUFACTURERS

JVLV, V.

This Unit

Fits any

excellent model for

CHICAGO, U. S. A

Campaign of Wide Scope
for “Little Tots” Records

Regal Record Co. Enlarges Albums and Intro-
duces “Little Tots” Phonograph

The Regal Record Co., 20 West Twenticth
street, New York City, manufacturcr of “Little
Tots” records and albums, has arranged a cam-
paign of wide scope giving publicity to these
products during the holiday season. The com-
ing weeks are naturally the most promising for
tlie sale of such children’s products. The fact
that the Regal Co. has now added another
record to each album should give the product a
wider sale. The complete list of “Little Tots”
albums includes a wide variety of children’s
songs and games. The entire list of “Little
Tots” records comprises close to 100 different
titles. The “Medley Book,” for instance, carries
thirty-two popular selections on four double-
faced seven-inch records. Each of the “Little
Tots” albums carries illustrated pictures and
verse cards. The album leaves carry colored
illustrations and the whole makes a very attrac-
tive offering. During the coming weeks such

goods should have a conspicuous place on every
retail counter and where possible be given win-
dow displays.

The Regal Record Co. also has introduced a
“Little Tots” phonograph. This is a table
model of small size and is particularly appro-
priate for use in nurseries. It carries colored
illustrations on its panels and should have wide
appeal during the holiday season as a little dif-
ferent Christmas gift.

Formal Opening of Broestl’s

Broestl’s Music Store, Lakewood, O., recently
held its formal opening at its new location in
the Detroit-Warren building, Detroit and War-
ren avenues. Brunswick, Sonora, Edison and
Victor instruments are being sold and the
Brunswick-Radiolas are being featured. A com-
plete line of stringed and band instruments is
being carried in stock.

The salesman who is tactful enough to turn
an affront into an opportunity—to return for a
discourtesy good manners, cheerfulness and
courtesy——is a super-salesman.
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Combination Set Manufacturers

Are PROGRESSIVES in the talking machine field. They are
looking into the future and preparing to meet a clearly forecast

demand.

We have looked into the future and are prepared to meet a
demand, just as clearly forecast, for quality binding posts “with

Tops Which Don’t Come Off.”

our field.

We arc PROGRESSIVES in

EBY posts arc scientifically designed, beautifully finished and

their price is right.

They can be furnished either plain or en-

graved in twenty-five difterent markings.

Our COMBINATION is
QUALITY and SERVICE

H. H. EBY MFG. CO., Philadelphia, Pa.

7 ZIN
BAT BAT
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The Magnavox Radio Line combines the
highest degree of efficiency with refine-
ments of appearance which make these
products most desirable merchandise.

»IHE Magnavox plan of distribution, and every de-
< tail of the Magnavox sales policy, has brought to
the radio field those elements which have proved
most successful in other important fields of industry.

In the soundness of its merchandising principles, in the powerful forces
already set in motion to apply them energetically throughout the country,
and above all in the favorable position afforded the retail dealer, a
Magnavox franchise represents a radio connection meriting your imme-
diate consideration.

To provide a uniform and profitable flow of radio merchandise from
the manufacturer to the consumer, a limited number of reliable and thot-
oughly equipped merchants are being enrolled as Registered Magnavox
Dealers; each dealer being safeguarded as to territory, and supplied with
continuous selling assistance that insures large volume and rapid turnover.
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The brief summary of the Magnavox Radio Line given below will
enable the experienced Phonograph and Music Dealer to appreciate the

sales possibilities of this merchandise. At the present moment, when the
radio buying habits of the great consumer public are taking definite and
permanent form, a Magnavox franchise represents business insurance of
enduring value. Behind Magnavox Radio products stands a most efficient
manufacturing and selling organization whose operations anticipate public
favor well in advance of the field.

With a representative Magnavox Radio stock you can best meet the
requirements of those freshly interested in radio as well as those who de-
sire to bring their equipment up to the latest standards.

M1 — A Reproducer containing the
same type of mechanism as the M4,
with 14-inch horn and produced in
both black crystalized enamel and
DelLuxe(Polychrome) finish $30.00

The Magnavox Line i
il ’f';:

Jaf l'// W ﬁ

As nationally advertised in lead-
ing publications, Magnavox Radio
now includes:

TRF-50 — A 5-tube tuned radio fre-
quency receiver in handsomely
carved period cabinet, with Unit
Tuner and built-in Magnavox Re-
producer . . . . . . $150.00

l’1

R3—The famous electro-dynamic Re-
producer in which the fluctuations
of the radio current are transmitted
to the diaphragm by means of a
movable coil without mechanical
interference. With volume control

$35.00

R2—ThisReproducer is also of clectro-
dynamic construction,with Volume
Control. Magnavox R2 makes pos-
sible the very highest quality of
reproduction and is the reproducer
supreme of radio! . . . $50.00

TREF-5 is identical with the above as
to circuit and panel but encased in
smaller cabinet without built-in
Reproducer . . . . . $125.00

Type A — Amplifier and Detector
Tubes designed on new principles
making them superior to ordinary
storage battery tubes . . . $5.00 PM-4 — A phonograph attachment
containing the same reproducing
unit which has proved so success-

ful in the Magnavox M4.

Provided with adaptors fitting it to
all standard phonograph tone arms,
PM-4 is a powerful instrument fill-
ing the phonograph sound chamber
with rich, resonant tone $15.00

M4—Reproducer of small, convenient
size, attractively finished in dark
blue enamel with gold high lighting.
The reproducing unit is of the semi-
dynamic type based on the armature
principle, insuring superb musical
quality: no external battery re-
quired . . . . . . . $25.00

In order to assure yourself an adequate supply of Magnavox Radio prod-
ucts, and especially the new Broadcast Receivers and Vacuum Tubes, it is
highly desirable to place your application for Dealer Registration with the
nearest Magnavox Distributor or Jobber at once.

Details regarding Magnavox Radio Products and Dealer Registration

will be supplied you by any Magnavox distributor or jobber on request.

We will be glad to furnish you the name of our
distributor in your territory.

THE SJAGNAVOX COMPANY, Oakland, California

NewYork: 350 WEST 31st ST.  Chicago: 162 N.STATE ST. San Francisco: 274 BRANNAN ST.

Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg




78

THE TALKING ‘MACHINE WORLD

NovemBer 15, 1924

Kil Fact_ors of Toledo Trade Busy as
Business Takes on Holiday Atmosphere

General Increase in Industrial Production Brings Better Business in Its Wake—Sales Campaigns
Productive—Artist’s Tie-up Develops Record Business—The Month’s News

ToLED, , November 7.—The demand for
talking nachines, records and radio outfits is
ssuming a healthy swing here. The
which usually accompanies a pres-
idential year is clearing. Production in a num-
ber of industries has resumed in order to care
for the demand which has caught up with and,
in a few instances, exceeds production.

Toledo Talking Machine Co. Busy

The Toledo Talking Machine Co., which was
recently absorbed by Grinnell Bros. and the
Cleveland Talking Machine Co., is experiencing
a good run of business, Charles H. Womeldorff,
manager, stated. Fall buying of machines, which
included many of the special 210 and 215 Victor
radio panels, is especially brisk.

11 1N¢ mn

Going After Business

At the Lion Store Music Rooms, according
to Harry J. Reeves, manager, talking machine
trade for the latter part of October is 100 per
cent above last year. Brunswick and Victor
lines are featured A plan which sold many
records was assigned to the girls of the record
division of this house. Multigraphed letters
personally signed by each girl were sent to
friends, prospects and customers. Often a post-
script suggested a new record. Again, a direct
mail drive of a less friendly character was em-
ployed to reach another list. Thus in all two
or three thousand possible buyers were reached
during the sales drive. Lucille Smith, Roy
Dean and Al Fisher joined forces with the
house recently.

Featuring Extensive Radio Line

At the J. W. Greene Co. the Brunswick-Radi-
ola combination which the house took on re-
cently is leading the department in sales, Edgar

A. Kopf, manager, stated. The Cheney and
Victor combination are also popular. The store
also has the Zenith and Magnavox lines ex-
clusively in Toledo. Miss Lulu Heberger is a
new member of the store staff. Miss Thelma
Carsons has been promoted to the record force.

Pierre Boucheron Gives Talk

Pierre Boucheron, advertising manager of the
Radio Corp. of America, addressed the Toledo
Advertising Club on radio advertising during
the week. He was the guest of E. A. Kopf,
who acted as chairman of the meeting. A
large number of radio dealers were guests of
the club. Mr. Boucheron illustrated his talk
with slides.

Sales Drive at Grinnell Bros,

At Grinnell Bros. twenty-one Victor models
are advertised in order to imipress upon the
public the range of that line. As a forerunner
of the Whiteman concert here the store ex-
ploited the 125 selections of that artist. It also
opened a box office for the sale of tickets
to the concert. Records of Sousa’s band were
also handled in a similar manner. The store
force held its third annua! Halloween party
in Grinnell Hall on that day. About 125 em-
ployes and guests were present. E. G. Hurdel-
brink is a new member of the sales force here.

Brief But Interesting

The Whitney-Blaine-Wildermuth Co. is using
the Christmas Vicirola Club idea to good ad-
vantage in closing early holiday business. The
Federal radio panel for the 210 and 215 models
is featured here.

L. J. Comer, newly appointed Columbia rep-
resentative with headquarters in Toledo, reports
the new automiatic stop and start features of

the Columbia are making sales all over his terri-
tory, where the holiday outlook is encouraging.

The Goosman Piano Co. has taken on the
Royal phonograph and is uniting its efforts
with that of the manufacturers in introducing
the machine in this territory.

E. J. Austin, president of the Austin-Klingler
Piano Co., recently acquired the interests of
O. E. Klingler. The house deals in Starr and
Columbia phonographs.

The Nugent Furniture Co., Columbia dealer,
has a new phonograph manager in R. A. Mec-
Kenney, who comes from the Banner Furni-
ture Co., Indianapolis.

Artist’s Tie-up

At the Cable Piano Co. the Brunswick rec-
ords of Margaret Young. who was the headline
attraction at Keith’s Theatre here recently, were
featured in a large way Other local dealers
also co-operated with the artist and the Bruns-
wick drive on her records.” The Brunswick-
Radiola is also getting the attention of the
sales force.

Death of Robt. J. Harkins

Robert J. Harkins, who recently became iden-
tified with the sales staff of the Times Appli-
ance Co., New York City, radio distributor,
passed away on Thursday evening, October 16,
after a brief illness. He had only been con-
nected with the Tinies Appliance organization
for several weeks. Through his former connec-
tion with such well-known Victor distributing
houses as the New York Talking Machine Co.,
the Blackman Talking Machine Co., and later
the Brunswick-Balke-Collender Co., he was
well and favorably known throughout the entire
talking machine industry, with which he had
been actively identified since 1909.

Earl C. Dible has been appointed manager of
the Long Beach, Cal, branch of the Barker
Bros. music store.
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Dependable Dealer Service

The word service is used extensively and a great many times
overdone, still service is vitally necessary in any successfnl

This symbo!
of quality
is your
protection

dealer husiness.

ice.”

As jobbers we have but one thing to offer our dealers—“Serv-
i During the past years we have bent our entire cflorts

towards reaching this goal.

buyers.

R'ax;

jz/?]‘ml;b

With delivery trucks and a well-trained organization to back
our standard line of products we can supply dealers quickly,
accurately and satisfactorily.

Radiola and Kennedy Receivers. like all our other products.
are appropriate in the finest talking machine showroouis.
are beautiful in appearance and satisfy the most discriminating

They

QOur Service is Your Service—write to us or visit our demon-
strating room at 15 Warren street.

Daistributors for Radio Corporation
of America and other Standard lines.

CONTINENTAL RADIO & ELECTRIC CORPN.

Fifteen Warren Street

New York, U. S. A.

2088-Q
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Below are shown just a few of the
Sonora period models for Fall. Of
highest quality throughout, and
priced moderately, these models rep-
resent splendid values and are
exceptionally salable. Handling the
Sonora line will be your best assur-
ance of a profitable Fall Season.
Why not get in touch with us to-day?

Saginaw

$100

Marquette §

$125

Serenade

$150

Queen Anne &

$250

Sonora Phonograph
Co., Inc.
New York City

Export and
Canadian Distributurs
C. A. RICHARDS, INC.
New York City

General Industrial Improvement Is
Reflected in Better Business in Denver

Large Crops Throughout the Territory Add to Bright Outlook—Wide Interest in Radio Having
Marked Effect on Sales—Concert Promoted Record Sales—American Fumiture Co. Expands

DexvER, CoLo, November 6.—A brisk Fall busi-
ness in both the talking machine and radio
fields i1s being enjoyed by Denver dealers and
the indications all point to an upward trend
which will result in an even better holiday
business. Gencral business and industrial con-
ditions throughout the State are excellent and
the farm crops have come through in good
shape, with the beet crop unusually large and
valued at $22,000,000. Radio receivers are sell-
ing particularly well, but the united opinion
of the dealers is that the demand for radio has
not in any way influenced the sale of talking
machines, and they feel that the buying public
realizes the two are separate and distinct in-
struments, each with a definite appeal of its
own.

Lively Interest in Radio

Frank Darrow, of the Darrow Music Co., re-
ports a lively interest in radio. This company
carries the Brunswick-Radiolas, the Sonoradio
and De Forest sets. \Window displays, showing
the Brunwick-Radiolas in attractive settings,
have attracted much attention and have resulted
in increased sales.

Columb a Stores Co. Busy

The Columbia Stores Co. reports a splendid
Fall business, with console models of phono-
graphs, records and radio equipment all moving
satisfactorily. C. M. Pearson, of this -com-
pany, recently returned from a trip to the
Northwest and found conditions much im-
proved. Dealers are beginning to anticipate
their holiday requirements and are stocking up.
Manager Delzell is also much pleased with the
active demand for De Forest radiophones.

Artists Create Record Sales

A stimulus was given to record sales and
the sheet music department of the Knight-
Campbell Co. when the stars of ‘“Blossom
T'ime,” given at the Broadway Theatre here
recently, appeared in the Knight-Campbell con-
cert hall and sang selections from the show
to a capacity audience.

Brisk Outing Sales Continue

The Outing portable talking machine is con-
tinuing to sell in splendid fashion and the
outlook for the remainder of the season is ex-
cellent, according to Carl Florine, distributor
for the Outing Talking Machine Co. Dealers
had more or less expected to see diminu-
tion in the demand for this instrument but they
were agreeably surprised to find that it was
selling just as briskly as during the Summer
months.

American Furniture Co. Expands

It was recently found necessary to expand the
phonograph and radio departments of the Amer-
ican Furniture Co., and additional floor space
on the main floor of the store was given over
to them. The new arrangement in addition to
the increased space adds to the attractiveness
of the section. The company handles the Vic-
trola, Cheney and Sonora machines and the
leading makes of radio sets. This concern re-
cently announced the formation of its annual
Christmmas club.

Record Sales Follow Concert

Victor dealers found the sale of records stini-
ulated by the recent appearance of Frances
Alda and Merle Alcock in concerts here. Both
of these artists arc exclusive Victor recorders
and the records of ecach were in immediate
demand following the concerts. ‘“\Waters of
Minnetonka,” sung by Alda, and "Violets,” sung
by Alcock, are especially selling well.

Brunswick-Radiola Popular

I'ic Brunswick-Radiola is moving cxception-
aliy well in this territory, states L. M. Gjerde,
manager of the local office of the Brunswick
Co., with the main difficulty Leing the inability
of supplying the dealers’ demands for more
instrunicents.

The Chas. E. Wells Music Co. is aggressively
pushing the Brunswick-Radiola with the most
gratifying results. In addition to a widespread
advertising campaign in the newspapers, this
firm is broadcasting every day from the display
rooms, with the result that the store is crowded
and immediate sales have been completed.
Twelve high-priced instruments were sold dur-
ing the first two days that the broadcasting in
the store was opened to the public, attesting
to the effectiveness of the firm’s methods.

New De Forest Loud Speaker
Introduced to the Trade

The illustration herewith is that of the new
De Forest loud speaker. Dr. De Forest found
that the tone of any loud speaker depends upon

New De Forest Loud Speaker

the perfected cliaracter of the reproducer unit,
which forms its base, and on the shape, size
and material of the horn. This perfection, he
believes, has been obtained through the creation
of an exceptionally efficient reproducer unit in
combination with a horn of shape and material
that have been established by the best phono-
graph practice as being acoustically correct.
The De Forest loud speaker, it is claimed, will
be found to give exceptional volume and purity
of tone without metallic rattle or harshness of
sound.

Onziandle handles it”

4 (-4

Master y.\los'able Music’

4 Years
Have Proved
Outing
Portables
Are the
Best

Carl Florine
131 E. 4th Ave. Denver, Colo.

Outing Distributor
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Player-Tone

Radio Combinati

% $80.00 $80.00 %

% Model 310 Model 10 E

= Equipped completely with four and

= five tube sets. =

s The closer you analyze the line we =

= offer you, combined with construc- =

= tion, finish and tone qualities, you =

£ will realize handsomely on every -

= sale you make. =

= $100.00 There is no better tone instrument $100.00 =

= Model 311 . Model 11

= in the world.

= The season is near at hand, so write

= for our booklets and our net prices

£ to dealers, which are exceptionally

= low in large and small quantities. =

= Player-Tone Talking Machine Co. E

= Office and Sal :

E nlzs]é(l'.ogl‘i 1ce an (il esrooms nlsl‘:'oioc;.‘l

E : 632 Grant St., Pittsburgh, Pa. R

% ‘ $125.00

= Model 816 $125.00

% Model 16

=

= . ) No. 300 MEgdel l‘:;on ih oo
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POSSIBILITIES o

JALKING' MACHINE

[Eprtor’s NoTte—This is the forty-fourth of a series of
articles by William Braid \Vhite devoted to the various
interesting opportunities which prevail in the domain ot
education for the retailer of talking machines. The subject
is one of great interest and we commend these articles to
the consideration of all who are devoting attention to the
featuring and developing of the musical possihilities of the
talking machine.]

Achievements in Recording

Surely no one who takes the trouble to think
once in a while about the evolution of the talk-
ing machine industry, and about its influence
upon American social and cultural life, can fail
to experience a thrill at the latest achievements
in the field of recording. They are not merely
intcnsely interesting in themselves, but of real
practical interest to the retail dealer; while it is
not less to the point that they one and all
indicate that progress in the development of
the talking machine business is being made
with great rapidity. Wonderful things are hap-
pening; and it is to the immediate practical
interest of every reader of this paper—espe-
cially distributors and dealers—to realize the
facts and to prepare to take advantage of them.

What Is Going On

In the first place, we have from the Victor
headquarters the announcement of special sets
of records got up in special albums with ex-
planatory literature- attached thereto, and in-
cluding complete recordings of some of the
very finest and most beautiful of modern and
classical musical works. This “Music Arts
Library” of Victor records already includes the
whole Schubert Unfinished Symphony, done by
the Philadelphia Orchestra, and the entirc
famous quintet for piano and strings of Robert
Schumann, done by the Flonzaley Quartet with
Ossip Gabrilowitsch at the piano. And there
are others of equal interest and importance;
with more to come. So much for that.

Then the Columbia Phonograph Co., Inc, is
bringing out the “Columbia Masterworks” sets,
also comprising special albums of complete
master works and already including the Seventh
and Eighth Symphonies of Beethoven, the E-flat
Symphony of Mozart, the New World Sym-
phony (“American”) of Dvorak, the Pathetic
Symphony of Tschaikowski, a Mozart, a Bee-
thoven and a Haydn string quartet, and other

(i MUSICALZ
%"’z@fﬂg ]/f[;

works of equal caliber. The artists engaged

to perform these works, which have been re-
corded in London by the Columbia Grapho-
phone Co. and are manufactured in this country,
include the London Symphony Orchestra, con-
ducted by the world-famous Weingartner; the
Halle Orchestra, conductcd by Hamilton
Harty; the world-renowned Queens Hall Or-
chestra, conducted by the celebrated Sir Henry
Wood, and the Lener String Quartet, of Buda-
pest. Which is another event.

Last, but not least, we have the Aeolian Co.
announcing that, among other things, it is
bringing out this month a special Vocalion
series of seven double-faced recordings of the
Ninth or Choral Symphony of Beethoven, finest
and most colossal work of the early post-classi-
cal period, and an extraordinary test of the
possibilities of sound recording, in the making
of which they have enlisted the artistic services
of the New Symphony Orchestra of Berlin, con-
ductcd by Bruno Seidler-Winkler. And that
again is something to think about.

“Really and Truly Wonderful”

Now all this is very wonderful. It is really
and truly wonderful. It is, in fact, so won-
derful that one cannot drink in, as it were, its
complete fullness by any single effort. One has
to stop and do a lot of thinking about it in
order to realize just what it all means. In order
to make some effort towards such a realization,
however, let me just point out that, along with
all thesc wonders, the Victor people have re-
cently brought out an astonishingly fine record-
ing of the very latest and most amazing of
experiments in modern music, nothing less than
the Rhapsody in Blue of George Gershwin, that
astonishing set of symphonic variations upon a
blues theme, scored for a blues orchestra and
played by the most consummate of blues artists,
Whiteman’s musicians.

Surely one can see plainly enough what is
going on! For longcr than one cares to remem-
ber this department of The Talking Machine
World has been telling the trade that the great

secret, in fact, the one and only secret, of

selling talking machines and records lies in
emphasizing and constantly working upon the
things which only these can do so well as they

“Needle P

Buy NEW
Needles

O‘N' |

Old Neadles
RUWN Your
Records

General PhonographlCorporation
OTTO HEINEMAN, Pres.
25 West 45th St., New York, N. Y.

oints” No. 26

Now—They Can’t ‘‘Forget’’ Needles

When a customer ‘“forgets” to buy needles,
it’s a sure sign that the clerk “forgot” to sug-
gest a package!

The new OKeh record delivery bags stop this
hindrance to needle sales right at its source.
Attached to each record delivery bag is an-
other small envelope for inserting a package
of OKeh or Truetone Needles. The little en-
velope itself stands out “like a sore thumb”
and an ingenious arrangement of the words
“Buy New Needles NOW!” fairly cries out for
attention. Every time a record is sold and
put into one of these record delivery bags,
both the customer and the clerk are given an
automatic reminder of OKeh and Truetone
Needles.

This brand new merchandising idea is bound
to increase your needle sales. Your distribu-
tor can supply you in minimum orders of 1000.

ORDER A THOUSAND BAGS TODAY—
AND WATCH YOUR NEEDLE SALES
TAKE A JUMP!

do them. To argue about competition when
discussing the merchandising of the talking
machine and its records is simply silly. For
‘these, uniquely and exclusively, give us a per-
manent store of the finest interpretations of
the best in music made under test conditions,
available at all times and always satisfying.
Time to Do Some Thinking

When, tlien, the great makers of records be-
gin to pnt forth special sets of complete works
of the classical and artistic modern repertory,
when they, in fact, offer to every owner of a
talking machine for the first time the actual
material for the formation of a real library of
living musical interpretations, not in disjointed
fragments but as complete units, emphasizing
the music and not the performers of it, then it
is time for the retailer to do some thinking.
For evidently the makers of records, who know
the talking machine business as none others do
or can, are stressing as never before their
knowledge of the awakened and steadily grow-
ing musical sense of the American people, a
sense which they themselves have been very
largely instrumental in bringing to its present
favorable condition.

Retailers may be perfectly sure that these
new moves are not premature. They are timely,
they will certainly increase everywhere record
sales, and they will put life into retail record
business which it has never had before. And
why?

Timely and Practical

Because now we are putting the record busi-
ness upon a sound and logical basis. The
makers have found that they can do now what
they could not have done years ago. There
was a time when all that sold a fine record was
the well-advertised name of the singer or
player. Then disjointed fragments of opera, of
symphony and of string quartet were all that
one could induce the people to listen to, much
less buy, in the shape of records. To-day all
that has changed. To-day the pcople are be-
ginning to have a vast and legitimate curiosity
about the art of music. Just as Paul White-
'man’s Orchestra in playing Gershwin’s aston-
ishing experimment in new musical ideas is, in ‘its
way, advancing the progress of musical art,
because it Lknows that to-day public interest
has gone far beyond mere delight in rhythmic
howling, so also the great makers of records
are putting in the hands of the retail talking
machine dealer selling weapons he has nevei
had before; and are doing this because they
know that the time is ripe for the move. Now
they give the dealer something really big to
sell, and to talk about, too; a whole symphony,
a whole string quartet; and the next will be
whole operas. There are gifts worth while,
there is a way of making up the mind of tle
doubtful purchaser, there is a guide to music
and a guide to record buying all in one. There,
in fact, is the record business placed upon a
logical foundation and the place of the talking
machine forever settled.

For so loug as work of this kind coutinues,
and continue 1t will, cver becoming more and
more extensive and wonderful, till all music
literally is at the command of the talking ma-
chinc ownmner, the talking machine business will
continue to prospcr exceedingly. This is truth
and truth that caunot be shakcn, for it is
founded upon thic rock.

Demand for Radialamps

The Radiolamp Co., New York City, man-
ufacturer of the Radialamp, rcports that this
combination library lamp and loud spcaker is
steadily increasing in popularity and that it is
now being distributed by about thirty jobbers.
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@B LouDSPEAKER

EW in principle, in appearance, in cause of rasping, twanging, unnatural
quality of tone, the new N & K  speaker tone, are eliminated by the use of a
Imported Loudspeaker satisfies cus- new scientific lightweight material, burtex
y tomers who have never been satisfied with by name, instead of wood or metal. Re-
> 9 any speaker before. Its tone, full, clear, quires no batteries. Takes up little space.

ONOCRE _rich, is projected by reflection and goes to 14 in. high, 612 deep. Handsome color
UNIT every corner of the room, instead of just effects. Packed in threes, each speaker in
one single direction. Counter vibrations, the individual display carton. Retail list $27.50.

T TH. GOLDSCHMIDT CORP., DEPT. T-11, 15 WILLIAM STREET, NEW YORK
N & K ADVERTISING REACHES MORE THAN 70 MILLION PEOPLE
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First Colonial Exhibit to
Be at Chicago Radio Show

Policy of the Company Provides for Exclusive
Distributors’ Territories

The Colonial Radio Corp., Long Island City,
N. Y., manufacturer of Colonial radio receiving
sets, announced recently to the trade that the
first public display of Colonial sets, compris-
ing two of its latest models, No. 16 and No. 17,
would be at the Chicago Radio Show, to be held
November 18 to 23.

G. R. Brainard, sales manager of the com-
pany, stated: “Although Colonial is a new name
in the radio industry, the names of two of the
best known radio engineers, Dr. Fulten Cut-
ting and Bowden Washington, appear as mem-
bers of the Company. Colonial receivers were
designed by these engineers and embody dis-
tinctive features which have been developed
through the long experiences of Dr. Cutting and
Mr. Washington in the construction of radio
sets. The Colonial No. 16 is a five-tube dry
battery receiver and the No. 17 a four-tube.

“One of the outstanding features of Colonial
products is the cabinet, designed and con-
structed by Brewster, the famous automobile
body builder.

“The company's policy of distribution will
provide for exclusive franchise to its jobbers
and full territorial protection. In addition, a
unique sales plan has been worked out for the
benefit of both distributors and dealers, which
will be supervised by representatives of the
Colonial Corp. and should prove of value in
the merchandising of the company’s products.
This plan has been outlined in a special book-
let which the company is furnishing to jobbers
and dealers throughout the industry.

Dealers Find Domino
Records Sales Booster

The sales department of the Domino Record
Corp.,, 20 West Twentieth street, New York
City, has received a number of letters from
dealers throughout the country in which favor-
able comment is made on the merits of the
Domino records. The Domino organization
has added considerably to its sales volume in
recent months. Its distribution is particularly
heavy where legitimate talking machine dealers
feel competition of syndicate stores making a
specialty of popular-priced records. The fact
that the regular talking machine store has
goods of the same caliber and price tends to
protect the retailer’s clientele and keep record
buyers coming into the legitimate retail estab-
lishments. With popular-priced products in
dealcrs’ stocks it opens the way to not only
keep counters active but gives the opportunity
of presenting other merchandise. Anything that
keeps the music purchasing public in constant
touch with the legitimate talking machine dealer
is a business feature that should be taken ad-
vantage of.

Greater City Phonograph
Co. Crosley Distributor

The Greater City Phonograph Co., New
York, recently announced its appointment as
distributor of the Crosley line of radio re-
ceiving sets. ‘‘We feel that in the Crosley
sets we have a product that meets the re-
quirements of our dealers in the nature of
radio receiving sets. The fact that everyone
is not financially able to buy the most costly
radio set makes it imperative for dealers to carry
a line that is within the reach of everyonme's
purse, and in our opinion the Crosley line meets
such a need,” stated Maurice Landay, president
of the Greater City Phonograph Co.

Glann’s Music Shop, talking machine dealer,
has moved to its new home at 379 University
avenue, Palo Alto, Cal.

TRADE MARK

RADIO REPRODUCTION
SPEAKER

The finest radio set, properly installed,
TRAE T e perfectly tuned, is merely dead, life-
less metal by itself. An instrument to
convert magnetic waves into sound
waves must be added—then radio be-
comes a living, speaking thing. The
Atlas Speaker is that instrument; it
gives balanced Atlas Radio Reproduc-
tion.

The Atlas unit.
Attachment
couplings are

B provided to fit

b any standard
make of

Consistent Atlas advertising is phonograph.

educating the public to appre-
ciate superior qualities in
speakers and units. You'll sell
complete sets faster when you
equip them with Atlas Radio
Reproduction!

The famous Atlas
Speaker, with non-
magnetic Bakelite

base. ey

TRADE Aﬂ AS
RADIO REPRODUCTION
SPEAKER MoDEL 102

Multiple Electric Products Co., Inc.

Department O.
365 Ogden Street, NEWARK, N. ]J.

New York, Boston, Philadelphia, Baltimore, Pitts-
burgh, Detroit, Chicago, St. Louis and Rialto Bldg.,
San Francisco.
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Nippy Weather in Cincinnati Territory

Brings Better Business Throughout Trade

All Lines Moving Briskly and Dealers Feel Encouraged Over Holiday Prospects — Mrs. Ida.
McCue With the Brunswick Shop—Wholesalers Unanimous in Statements of Sales Gains

Cincixynati, O, November 8—Dealers in talking
machines feel greatly encouraged over business
prospects for the next few months. The volume
of sales was by no means bad in October, but it
would have been better had not the weather
been more like mid-Summer than Fall. Now that
frost has come, people will spend more time at
home evenings, and this, of course, will promote
the sales of talking machines, radio and records.

Big Demand Reported

According to H. C. Kruse, of the Brunswick
Co., all of the company’s dealers are having a
good business in various styles of Brunswick
phonographs and records, but the demand for
the Brunswick-Radiola is the greatest of all.

Benny Krueger’'s famous orchestra recently
gave a series of concerts in Columbus, O., under
the auspices of the Brunswick Co. As a result
of this, there was a greatly increased sale of
Brunswick records of popular selections ren-
dered at the concert. Members of the orchestra
and local dealers were entertained at an elabo-
rate dinner by J. E. Henderson, sales manager
of the company.

New Head of Record Department

A recent addition to the personnel of the
Brunswick Shop, at 532 Walnut street, is Mrs.
Ida McCue, who is in charge of the record
department. Mrs. McCue is regarded as one
of the most capable persons in this line and,
with her in charge, the sales of this section are
bound to increase. Although this beautiful
store has only been established a few months,
it has built up a fine reputation and is doing a
wonderful business.

“The Brunswick Radiola is in great demand,”
stated Manager Ahaus. “It is the greatest com-
bination ever put on the market. The question
with us is, ‘How many can we get?’ not ‘How
many can we sell?” People are making more
cash purchases now than they did formerly,
and, of course, we are pleased to find this ten-
dency on the part of the buying public.”

Expect Big Increases

“For several weeks before the election,”
stated A. H. Bates, of the Ohio Talking Machine
Co., Victor wholesaler, at 327 West Fourth
street, “business in general was ‘marking time,’

but now the demand is increasing, and we look
for a big trade. Collections are good and gen-
eral conditions are favorable. Except in the
tobacco district of Kentucky, where money is
scarce on account of the slow sale of tobacco,
people seem to be in a good financial condition
in Southern territory.”

Southern Trade Good

At the Edison Phonograph Co., jobber, at
314 West Fourth street, it was reported that
the tendency is steadily toward improvement.
According to P. Bassett, who represents the
company in Eastern Kentucky, Virginia and
West Virginia, business is fine in the mining
districts of these States, but it is somewhat slow
in the tobacco districts.

Had Big Increase
Miss R. Helberg, manager of the Columbia
Distributors, 222 West Fourth street, who took
over the business last June, reports an increase
of 300 per cent in sales in the past six months.
In her opinion, the outlook is bright for further
expansion of business.

Recent Visitors

Among the visitors who have called on vari-
ous talking machine concerns recently were:
Joseph C. Roush, president of the Standard
Talking Machine Co.; Pittsburgh jobber; U. G.
Rowhatham, of the Music Shop, Lexington, Ky.;
W. C. Fuhri, of Columbia Phonograph Co., New
York; J. E. Laskey, president of Columbia Dis-
tributors, St. Louis; W. T. Drake, dealer, Madi-
son, Ind.; R. J. Brandenberg, dealer, of Oxford,
O., and Findley Donaldson, retail dealer, Middle-
town, O.

Buys Out Merz Music Store

MarysviLLE, O., November 6.—The entire music
stock of the Merz Music Store has been pur-
chased by the Holycross Music Store and has
been transferred to the warerooms of the latter
concern. Harry Merz, who owned the Merz
Music Store, purchased the Penhorwood store
some time ago and operated it under the
changed name in addition to his music store in
Columbus.

Christmas season.

“last minute rush orders.”

137 West 4th Street

¢{Odeon

E VERYWHERE preparations are being made for a busy

Wise dealers are carefully check-
ing over their stocks in order to avoid as far as possible
We too are preparing for the in-
evitable holiday rush. With our stocks more complete than
ever, we are equipped to handle your Christmas business
with speedy and accurate deliveries on all orders.

Wholesale Phonograph Division

STERLING ROLL and RECORD CO.

l Buy OKeh Needles—They Keep Record Sales Alive!

CINCINNATI, OHIO

"031 andle handles it~
[ d

‘Master ?/"\Iovab/e Music’

4 Years
Have Proved
Outing
Portables
Are the
Best

S

& Record Co.

Cincinnati, O.

Sterling Roll
137 W. 4th St.

Outing Distributor

Noted Artist a Visitor to
Cincinnati Radio Station

Cixcinxari, O., November 6.—Fritz Reiner and
Madame Reiner have just made a tour of the
WLW radio station. Powel Crosley, Jr., on

|

RS, T e

Fritz and Madame Reiner at WLW Studio

the left, and Fred Smith, studio director, on the
right, .conducted the distinguished visitors. This
is the first picture of the leader of the Cin-
cinnati Symphony Orchestra and his wife taken
vpon his return from a triumphal visit to Euro-
pean musical centers, where he conducted many
noted orchestras.

The Wilkinson Music House, Des Moines, Ia.,

_is planning to move into new and larger quar-

ters the latter part of this month. In the new
store 6,000 square feet will be available.

G
TALK| rﬂm—azsv WEST FOURTH ST.

CINCINNATI, O.

V/CTOR. DISTRIBUTORS

SERVICE
/S OUR.,

WATCHWORD
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COLONIAL

'E-é.é.‘é Mark 'Reg :

INTRODUCING

COLONIAL

A Revelation in Radio

Colonial 1s a new name in American radio.

Behind its products, however, are two

of the best radio engineers in the world—Dr. Fulton Cutting and Mr. Bowden Washing-
ton. The receiving sets designed by these engineers have an international reputation, and
their two latest models—The Colonial 16 and 17—are, in refinement of design and per-
formance, abreast of anything now available to -the radio public.

Both types are beautifully housed. Cabinets by Brewster—the first time the design
experience of the famous automobile body builder has been available to the radio public.

An enormous amount of thought has been put into the detail design, and many small
annoying defects which have been learned in ten years of radio manufacturing have been
eliminated. This means that the set will arrive in the customer’s hands intact and stay so.

The Colonial 16 is a five tube, dry battery operated receiver. The Colonial 17 is a four
tube dry battery operated receiver. Both employ tuned compensated radio frequency; a spe-
cial Colonial achievement, providing uniform response. They are extraordinarily selective;
can be logged accurately; have fine volume of excellent quality, and are extremely economical
in operation,

Colonial Policy

The basis of any selling policy
can be no more sound than the
product which the policy is de-
vised to merchandise.

COLONIAL’S manufacturing
policy is to conduct our factory,
from the engineering laboratory
down to the shipping room, in
such a manner that every piece of
COLONIAL apparatus which
leaves our hands will be received
by the consumer perfectly de-
signed, painstakingly constructed
and 100 per cent efficient in the
work for which it was made. To
obtain this result means the most
scrupulous inspection at every step
of assembly. This inspection is
continually under the personal su-
pervision of Dr. Fulton Cutting

and Mr. Bowden Washington.

Jobber Policy

Exclusive franchise and absolute
territorial protection are two of
the outstanding features of what
COLONIAL will give its jobbers
or distributors. We believe the
jobber is entitled to this protection
from the manufacturer.

We believe he is entitled to full
credit for any “direct to dealer”
sales which might be made in his
territory. We believe that the job-
ber who can handle his territory
profitably for himself, his dealers
and for the factory should be af-
forded these protections. Conse-
quently, as territorial limits are de-
fined, there will be but one jobber
in that territory enjoying COLO-
NIAL franchise, and that jobber
will, at all times, have behind him
every available resource of the
COLONIAL manufacturing and

selling organization to assist him in

Receivers 16 and 17.

A SPECIAL INVITATION

is extended to jobbers and dealers in attend-
ance at the Chicago Radio Show-—November
18th to 23rd—to visit the COLONIAL Booth
and see the first public display of COLONIAL

getting the maximum amount of
business out of his territory.

Dealer Policy

In addition to rendering the job-
ber the closest possible sales coop-
eration, COLONIAL has developed
a dealer cooperative sales service
that is unique and that is sure to
be of signal importance to the re-
tail merchant. COLONIAL will
offer direct to the dealer, through
the jobber, this sales plan, person-
ally supervised and inaugurated by
COLONIAL “dealer salesmen,”
which we know will at once be
recognized as being the best, most
direct and eflicient manner of se-
curing sales that has yet been
devised for radio.

We have prepared our complete
merchandising plan in the form of
a booklet. You should secure your
copy without delay.

COLONIAL
RADIO CORPORATION

East Avenue and Tenth Street
Long Island City, N.Y.

LR e 2




86

THE TALKING MACHINE WORLD

NoveMBER 15, 1924

_Roy A. Weagant and William H. Ingersoll
Elected Vice-Presidents of DeForest Co.

The Former Will Act as Chief Engineer in Charge of Technical Activities of the De Forest Co.
and the Latter Will Be in-Charge of Advertising and Sales—Both Widely Experienced

The election of Roy A. \Weagant, until re-
cently chief consulting engineer of the Radio
Corporation of America and one of the world’s
foremost radio and wireless experts, as vice-
president and chief engineer in charge of techni-

cal activities of the De Forest Co., was

I

Dr. Lee De Forest and Ronyeagant
announced by President Theodore Luce follow-
ing a meeting of the De Forest directorate in
Jersey City.

Another and equally important addition to
the De Forest executive personnel was that of
William H. Ingersoll, elected to a newly created
vice-presidency in charge of advertising and
sales. AIr. Ingersoll, who gained wide fame as
marketing manager for the Ingersoll watch, has
been in active charge of De Forest sales and
advertising since July 1.

The resultant close association of Mr. Weag-
ant and Dr. Lee De Forest, chief consulting
engineer of the De Forest Radio Co., has many
possibilities for new developments in radio, as
both are unremitting in constant and intensive
experimental and laboratory research work. In-
ventor of the static interference eliminator and

the “quenched spark transmission” device used
by the United States Navy during the \World
War, but two of his great achievements, Mr,
Weagant's genins is world famous.

He was for many years chief engineer of the
Marconi Wireless Telegraph Co. and closely
associated with Marconi from 1912 to 1920 in
all of that great Italian’s wireless inventions,
and during this period created the wonderful
equipment of the fammous Marconi-Aldine sta-
tion. Mr. Weagant became identified with the
Radio Corporation as consulting engineer in
1920. Many of his inventions for the improve-
ment of reception and the further elimination of
static interference are vital features in the com-
plex mechanism of the world’s largest radio
receiving station operated by that company, in
Riverhead, L. I. As a delegate to the various

William H. Ingersoll
international radio conferences,
Forest chief engineer did much to advance the
constructive programs and policies of Herbert
Hoover for equitable international radio legis-
lation.

the new De

DE LUXE

Perfect Reproduction of Tone

Price 3 for 30 Cents

OUR Business

Has always been scrupulously maintained
on the Solid Rock of Quality. To appre-
ciate this fact to your own satisfaction

Always insist on

(BEST BY -EVERY TEST)

Plays 100-200 Records
May We Send You Sample?

Duo-lone Company, INcorPORATED
Sole Manufacturers of De Luxe Needles

ANSONIA, CONN.

NEEDLES

No Scratching Surface Noise

Liberal Trade Discounts

The election of Mr. Weagant and Mr. Inger-
soll has given added impetus to the De Forest
Radio Co.'s expansion of manufacturing facili-
tics and greatly increased production to cope
with the mounting demand for De Forest prod-
ucts in both the domestic and export fields.
A retirement of De Forest shares issued at $10
par and substituted with a 250,000 share no
par issue was recently announced, and a change
in the corporate title from the De Forest Radio
Telephone & Telegraph Co. to the De Forest
Radio Co. was also made at that time.

In making his announcement President Luce
said: “The unusual success of the De Forest
organization in the radio industry is in a great
degree due, we believe, to having pursued the
policy of seeking the greatest minds in their
scveral lines, and departing from limitations of
the craft in constant and unceasing endeavors
to attain the ultimate in radio. The association
of Mr. Weagant and Mr. Ingersoll with the
Ile Forest Radio Co. is typical of this policy.”

Paul Whiteman Records
the “Suite of Serenades”

The Victor Talking Machine Co. released the
latter part of last month record No. 55226, con-
sisting of “A Suite of Serenades” in two parts,
and including four selections, Spanish, Chinese,
Cuban and Oriental. This release is interesting
at the present time in that these compositions
were among the last written by the late Victor
Herbert and they were written especially by him
in a new and‘experimental style for Paul White-
man’s Concert Orchestra. Another feature
which makes their release at this time especially
interesting is the fact that Paul Whiteman and
His Orchestra are on the last lap of a highly
successful concert tour and these selections are
among the high lights of his program.

Together with the “Rhapsody in Blue,” these
Serenades are the feature numbers of the con-
cert program and dealers in those cities which
have been favored with the Whiteman “Experi-
ment in Modern Music” will find a ready and
brisk market for these records. \Window pos-
ters, with a picture of the \Whiteman aggrega-
tion and featuring these two selections, have
been distributed to Victor dealers.

J. L. Lewis Holds Annual
Radio Show to Help Sales

A decided stunulus was given to sales and a
great many new prospects were secured
through the second annual radio exposition
held recently in the store of J. L. Lewis, Inc.,
132 \West Thirty-second street, New York.
More than 2,000 square feet were devoted to
the exhibit booths and the entire establishment
was attractively decorated, with Autumn leaves
in profusion lending a novel and colorful aspect
to the display. Special lighting effects added
their charm to the general attractive layout.

About five thousand people visited the show
and a large percentage left their names and
addresses at the store. Among the exhibitors,
all of whom had representatives demonstrating
their products, were the following comipanies:
Atwater-Kent Mfg. Co., E. B. Latham & Co.;
Belltone Radio Corp.; H. P. Baran Co.; Re-
vivo, Inc.; Electrad, Inc.; Gilbert-Kcator Corp.;
I'recd-Eisemann Co.; Greater City Phonograph
Co., Inc.; Herbert Jolin Corp.; Dc Forest
Radio Corp.; Rader Appliance Corp.; Times
Appliance Co., Inc.; Radiolamp Co.; Triangle
Radio Supply Co., Inc., and the Operadio Corp.

Edisons at Exhibition

The industrial exhibit of the Chamber of
Comierce of the Oranges and Maplewood, N.
J., included four models of phonographs, show-
ing the evolution of the instrument. These ex-
hibits were supplied by Thomas A. Edison, Inc.
The exhibition was held at 451 Main street,
JFast Orangc, during the week of October 27.
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WHY THE VICTROLA—

Comparability

Perhaps the most popular thing in all the world today is Radio.
That is quite a natural condition when one considers the new, unique
and exclusive features which it embodies. And yet, its best frlcnds
its staunchest advocates will not profess that broadcasting offers in
general really high calibre or unusual musical entertainment.

~The Radio programs—so much of which include music in

formers, and conscqucntly, cannot be expected to equal the perform-
ance of the international musical celebritics.

With the Victrola and Victor records, there is no question as to
the merit of the artists that you hear. They are not only the highest
salaried people, but they are the greatest aggregation of master
musicians of modern times. Radio as yet can make no claim to
such a dignified standing.

There are the operatic and concert artists from the great
Caruso to Zimbalist. The invincible Symphony Orchestras. The
nationally famous dance orchestras from Benson to Whltcman
On and on.

Covering the entire gamut of musical repertory from almost
the very beginning of the art, an array of Victor music is attainable
that is not only unparalleled but never will be approached in any
other form of reproduced music.

The Radio is a utility quite apart from the Victrola. Each
of them serves its purpose well. Neither will serve the purpose of

the other. The public eventually will demand them both, but you,
Mr. Victor Dealer, should sell them the Victrola now.

C. BRUNO & SON, Inc.

Victor Wholesalers to the Dealer Only

New York

-

{
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S_al;es Volume Grows in Richmond Field
as the Year-End Holidays Draw Near

Dealers Stocking Heavily in Anticipation of a “Musical Holiday” Trade—Launching Sales Drives

—George McKay Added to James Cowan Co.

Organization—Sprinkle Stock Sold

Ricaaroxp, VA, November 8.—Business in talk-
ing machines is reported to have picked up in
most parts of this territory during October, and
the outlook for Christmas trade is declared to
be bright. Walter D. Moses & Co., Victor
dealers, report a substantial increase in business.
This firm is stocking up heavily for Christmas
and is looking for record-breaking Yuletide
sales. It reports that the better class of ma-
chines is still holding _its own. This firm,
the oldest music house in Virginia, is grounded
on the principle of service to its patrons. Not
infrequently it gets an order from a former
Richmonder who has moved to a distant State
and yet prefers to deal at the old stand. One
of these customers, now living in Brooklyn, N.
Y., recently ordered a $100 Victrola sent to that
city and was glad to pay the express on it, al-
though the same mmachine could have been
bought just as cheaply in Brooklyn without any
extra charge for shipment.

Starts Christmas Club

Looking ahead to Christmas, the retail depart-
ment of the Corley Co. has opened its Christinas
Victrola Club and is devoting considerable
space in local papers to emphasizing the ad-
vantages of the plan.

In pointing out advantages of membership
in the club, the advertisements say: “It assures
you of getting exactly the model and finish you
want. Victrolas are always scarce at Christmas.
The most popular numbers are invariaby sold
out. Those who wait until the last week or two
are often disappointed. Now we have a com-
plete stock. To-morrow you can choose from
the entire line and take plenty of time to make
comparisons. The instrument you decide on is

put aside for you at once, so there will be no
possibility of disappointment.”

The wholesale department of the company
has sent out several thousand circulars for use
of Victor dealers boosting similar clubs in their
respective communities, and it is reported that
a number of the dealers have started clubs.

Halloween Window Tie-Up

Lee Ferguson Piano Co., Victor dealer, linked
up with a Halloween celebration by dressing up
its front window in thorough harmony with the
occasion, and did an extra good business, par-
ticularly in jazz records, as a result. The win-
dow was generally conceded to be one of the
most attractive on Broad street, where the prin-
cipal street celebration was staged.

George McKay in New Post

George McKay is a new addition to the road
staff of the James Cowan Co., jobber for the
Strand and Outing phonographs and Okeh and
Odeon records. Mr. McKay is traveling Vir-
ginia and North Carolina. All of the lines
handled by this live distributing organization
are enjoying a satisfactory demand.

Jacob Bros. Buy Sprinkle Stock

Jacob Bros., of New York, recently bought the
the entire stock of the four stores of the
Sprinkle Piano Co. in Richmond, Norfolk,
Greensboro and Winston-Salem, for $34,000, at
a court sale,

Interesting News Brieflets

LeRoy Goldberg, of Goldberg Bros., returned
recently from a trip through Southern territory
which carried him as far as New Orleans. He
found merchants in an optimistic frame of mind
and confident that business would take a decided
spurt after presidential election.

AW
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INCORPORATED

Radio Sup ly {’o

THE PYRAMID OF SERVICE -

PERFORMANCE

Talk is chcap. Pcrformance is valuable.

It spells success. That's why

it pays thc dcalcr fo sell merchandise which has proved its merits by
performance instead of handling merchandise which somc one tells you

will perform.

We are distributors of “Performance”

Radio Products exclusively—

scts and parts which have emergcd from the thousands on the market

through sheer merit and quality.

If you want standard, nationally adver-
tised, quick selling radio products, backed

by provcd servicc,
want to dcal with.

this is thc housc you

Send for our lalest catalog.
It makes your buying easy and profilable.

TRIANGLE RADIO SUPPLY

COMPANY, Inc.

120 West 23rd St., New York, N.Y.
Telephones: CHELsea 4240-4241-4242

‘Oggdiandle handles it”

‘Master ?fx‘\lovable Music’

4 Years
Have Proved
Outing
Portables
Are the
Best

James Cowan Co.
18 West Broad St. Richmond, Va.

Outing Distributor

The Weisberger department store, this city,
has opened a record department, handling the
Pathé line,

Friends of H. Wallace Carner, Starr jobber,
will be pleased to learn that he is convalescent
after being confined to his home for nearly a
month by serious illness. He expects to be °
back at his desk at an early date.

Major L. Vivian, salesman of the Corley Co.,
is now concentrating on western North Carolina
and eastern Tennessee. He formerly gave most
of his time to West Virginia and has a host of
friends in that State.

Victor Standard Records
Featured During October

The Victor records suggested for special sales
cffort during the month of October under the
sales plan for standard records were as follows:
“Forza del Destino” and “Boheme—Ah, Mimi,
tu piu,” both sung by Caruso and Scotti;
“"Whispering Hope” and “One Sweetly Solemn
Thought,” sung by Alma Gluck and Louise
Homer; “Liebesfreud” and “Liebesleid,” violin
solos by Kreisler; “At Dawning” and “I Hear
a Thrush at Eve,” sung by John McCormack;
Rachmaninoff's “Minuet” and “Serenade,” both
played by the composer; “Gypsy Trail” and
“Fuzzy—Wnuzzy,” sung by Reinald Werrenrath;
“Beautiful Hawaii,” played by Ferera and
Franchini on Hawaiian guitars, coupled with
“Hawaiian Twilight,” played by the Hawaiian
Trio; “I'll Take You Home, Kathleen” and
“When the Corn Is Waving, Annie Dear,” sung
by Henry Burr and the Peerless Quartet;
“Virginian Judge,” two sessions, a humorous
monologue, W. C. Kelly, and Gems from “Robin
Hood” in two parts, by the Victor Opera Co.
Attractive posters listing these records have been
scnt Victor dealers for use in their windows
and in the record demonstration booths.

E. B. Latham Drive on
Pooley-Atwater Kent Models

E. B. Latham & Co., 550 Pearl street, New
York, distributors of radio products to the talk-
ing machine industry, have recently been con-
ducting a sales and advertising campaign for
the Pooley-Atwater Kent combination. “Wc
fcel that this product merits the attcntion of
all merchants handling radio. It combines thc
products of two of the leading manufacturcrs in
their respcctive lines and affords the dealcr an
opportunity to scll his customcrs a radio sct
which will give satisfaction, combined with a
cabinct of extrcmc beauty of design,” statcd
L. E. Latham, sales manager of the company.

Marlow’s Music House, Santa Rosa, Cal,, is
taking a census of the musical instruments in
the homes of the rcsidents of this city. This
cnterprising store cxpccts to secure a large list
of likely prospccts for talking machincs and
rccords from its cfforts.
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Building Prestige for Thompson Dealers

DR. LEONARD F. FULLER
Vice-Pres. and Chief Engineer

THE PRODUCT

Thompson Receiving Sets and Speakers
are designed to please the critical—as to
appearance, performance, selectivity, and
easy handling.

They are the developed achievements of
famous radio engineers.

THE PARLOR-GRAND. Model S-60.
List Price, $145. 5-Tube NEUTRODYNE

An ornament to any Living Room, pro-
viding distant reception and quality of re-
production. Any owner will be proud to
demonstrate this receiver to his friends.

Handsome two-tone mahogany finished
cabinet, with sloping front.

Length, 2215 inches. Height, 10
inches. Depth, 13 inches. Net

Weight, 2115 pounds.

1

PHONOGRAPH PANELS

Thompson Neutrodyne Phono-
graph Panels of two types are now
perfected and will shortly be in pro-
duction.

R. E. THOMPSON
President

“Experience Is the Vital Factor in Excellence”

GChOOPSON

RADIO

THE ORGANIZATION

The Thompson company is the only
organization that has been manufacturing
radio apparatus exclusively for 15 years.

This wide experience is the chief rea-
son for the outstanding quality and un-
usual performance of Thompson Sets and
Speakers.

e
e
:i‘f;mumhg 5

There is a Thompson Distributor
in your locality. Write us
for his namne and address.

R. E. THOMPSON MFG. CO.
30 Church St.,, New York, N. Y.

o

ROBERT W. PORTER
Vice-Pres. and Gen. Sales Mgr

THE MERCHANDISING

The Thompson company has always
held to sound, constructive and fair mer-
chandising methods, believing that all
sales policies should be directed toward
forming a loyal, cooperative and aggres-
sive dealer organization. Every Thompson
activity will be devoted toward making
Thompson dealers the outstanding success
of their localities.

THE GRANDETTE. Model V-50. List
Price, $125. 5-Tube NEUTRODYNE.

Enclosed in handsome mahogany fin-
ished cabinet of simple yet attractive de-
sign. Produced at a cost which permits
our standard set to be included at the ex-
ceptionally low price shown above.

Length, 2214 inches. Height, 974
inches. Depth, 1974 inches. Net
Weight, 197, pounds.

The tonal quality of these panels
is superior to anything heretofore
available—the result of new devel-
opments made in the Thompson
Laboratories. Appearance and work-
manship are of the high Thompson
standard. Built to permit insertion
in standard console and upright
cabinets.

THE CONCERT GRAND. Model S-70. List Price, $180.
6-Tube NEUTRODYNE for Dry or Storage Batiery Operation

A DeLuxe instrument providing the ultimate in dis-
tance, volume, and clarity. Seldom used at full power—
yet when called upon it will fill a Ball Room, Concert
Hall or other large gathering place with speech or music
of a quality never heretofore attained in the Radio art.

Handsome two-tone mahogany finished cabinet with
sloping front. Equipped for dry or wet batteries.

Length, 29 inches. Height, 14 inches. Depth, 1334
inches. Net Weight, 29 pounds.

THE
THOMPSON

SPEAKER
with SEVEN
unusual features

only $28 list.
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TheRecord of Quality

IROQUOIS SALES CORPORATION

210 FRANKLIN STREET

Distributors for New York State and
Northwestern Pennsylvania for

OK&LRecords and ODEON Records.

A capable, efficient sales organization that is ready and willing to co-operate
with OKeh and Odeon dealers in building up a permanent, profitable demand
for these popular record lines.

BUFFALO, N. Y.

Entire Buffalo Trade Optimistic Over
the Outlook for a Busy Holiday Season

Continued Warm Weather Having Some Effect on Business—Buffalo T. M. Co. Adds to Radio
Distribution—Kurtzmann & Son, Inc.,, Formed—Mrs. L. C. Spring in New Post—The News

Burraro, N. Y., November 9.—Early November
finds phonograph, record and radio dealers and
jobbers in a most optimistic mood regarding
holiday trade, although warm weather is be-
lieved to have had a bearing on talking machine
business, which lagged during the latter period
of October. Records, however, enjoyed a par-
ticularly steady tone.

The Buffalo Talking Machine Co., Victor job-
ber, has taken over jobbing rights for several
leading radio lines, including DeForest, Para-
gon, Malone-Lemmon neutrodyne and the Fede-
ral panel for Victor machines. O. L. Neal

reports a steady demand in the entirc western
New York territory for radio. The new depart-
ment is under the management of David Stein.
“The increased demand for all Victor art
models leads me to believe there will be an
acute shortage in these lines before the end ot
the holiday season,” Mr. Neal said. “\We have
had a fair Victrola business throughout October,
and record business has been excellent, but with
cooler weather, I look for a tremendous Victor
demand before the middle of the month.”
George Goold, Goold Bros., Inc., reports a
good Fall season in Sonoras. Radio has had a
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Confidence

Victor retailers have every reason to continue their
confidence and faith in the future, for the supremacy
of Victor products is more firmly established today

than ever before.

Victor retailers can also feel this same confidence in
the service this company will give them this season,
for we have strengthened every branch of our or-
ganization in anticipation of a banner Fall and holi-

day season.

Buffalo Service
Knows No Limit—Try It

Buffalo Talking Machine Co.

Victor Wholesalers

BUFFALO, N. Y.

particularly good season, prompted by the elec-
tion and campaign speeches.

Victor dealers are showing some real enthu-
siasm over the recently released portable model,
No. 35, which is now on display in the show-
rooms of Curtis N. Andrews. Mr. Andrews is
expecting a shipment of these machines within
a fortnight. “We are experiencing a heavy de-
mand for all special Victor models, especially
our 215, and 405, in which we are practically
sold out,” Mr. Andrews said. Dealers are also
taking advantage of the Victor Co.’s new Schu-
bert operatic albums, an attractive line es-
pecially suitable for the holidays.

Two Brunswick accounts opened in Buffalo
recently are the Wm. Hengerer Co. and the
Kurtzmann Piano Co. Hengerer's store con-
ducted a formal opening for two days after its
stock of machines had been placed. R. Robinson,
well-known local phonograph salesman, is a new
member of the Hengerer force.

Radio is responsible for a great deal of activity
in the offices of the Iroquois Sales Corp. F. D.
Clare, manager of the house, said that they have
been unable to keep up with the tremendous
demand in the past few weeks, shipments of
Crosley sets going out to fill orders as fast as
they come in. Strand phonograph business has
been fair, Mr. Clare said, but the demand for the
Strand radio combination is especially notice-
able, indicating the wide popularity of radio-
phonograph combinations.

Kurtzmann & Son, Inc., is a new music and
radio store at 121 Franklin street, this city. The
firm, headed by Louis Kurtzmann, former head
of C. Kurtzmann & Co., will be wholesalers for
the Federal Tel. & Tel. Co. products. They will
also handle phonographs and pianos. Associated
with Mr. Kurtzmann is his son Christian,
formerly head of the phonograph division of
the Federal Tel. & Tel. Co. Raymond G. Urban,
a radio expert of wide reputation, is another
member of the firm.

Mrs. Loretta C. Spring, for the past six
months manager of the J. N. Adam1 Co. music
store, resigned November 1, to accept a position
as assistant district manager of the western
New York territory for the Adler Mfg. Co,,
makers of Royal phonographs. She is work-
ing under the supervision of W. A. Carroll,
manager of this district, with offices and show-
rooms in the Bramson Building.

Alfred J. Newman, formerly manager of the
Kurtzmann Piano Co.’s branch store in Lock-
port, has opened his own establishment at 43
Locust street, I.ockport.

The firm of H. Messersmith & Sons, Inc., of
Niagara Falls, went into the hands of receivers
recently. V. Parker, Niagara Falls attorney,
was appointed recciver. The petition sets forth
alleged asscts of $135,000 and liabilities of $74,-
200.

G. McGill has opened a new music store at
1112 Parade street, Erie, Pa. He is featuring
records, rolls and sheet music.
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- The Famous 3XP

OFFICIAL LABORATORY MODEL

Tone Quality is the By-Word of the Music Merchant

HE discriminating public when buying a piano

I or phonograph or when selecting their favorite

record, consciously or unconsciously, have tone
quality in mind.

\/

The Grimes 3 X-I represents the greatest message
that has ever heen brought to the radio public.

In addition, the personnel of the company are men
who have been in the music trade for years and

\\#

R
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Radio in the past has come into the field as a mar-
velous scientific invention. In the early days we were
satisfied to hear the voice, whether it was audible or
not. But, the time has now arrived when purity of
tone delivered by an instrument capable of handling
the low and high frequencies of the human voice or
the ensemble of the great orchestras, is the instru-

know the requirements necesary in presenting a radio
mstrument that will appeal to the public.

The Grimes Inverse Duplex System is covered en-
tirely by our own patents, thus offering such remark-
able features as giving 6 tube efficiency with but 3
tubes (dual operation).

David Grimes, Inc., offer in the 3 X-P real value,

ment that the discriminating buyer is searching for plus cconomy, and reception, at a remarkable sav-
today. Simplicity of operation, tuning out the local mng.

station and bringing in far distant stations with their The Inverse Duplex principle is a recognized in-
natural fidelity of tone with a marked absence of vention possessing unique outstanding features worthy
sputtering and tube noises that heretofore has been of serious consideration as a convincing means in
so prevalent in all radio receiving instruments. demonstrating to your trade.

#NVERSE DUPLEX

Insures Natural Tone Quality

LICENSED UNDER PATENTS ISSUED AND PENDING

7

N

é.

NN

b

7

IR
\

o\

&
O

The only balanced circuit—A 3 tube system really giving 6 tube results—Natural tone
reproduction that only Inverse Duplex can give—-Why ruin your “B” batteries with
heavy drain by many tubes—Why charge your “A” Latteries so often—Get equal
results and better quality on fewer tubes—The Inverse Duplex makes possible double
duty on the tubes—Greater life to tubes—Maximum results with minimum power
expenditure — All of the above claims are proved by laboratory meter tests.

SPECIFICATIONS

Sloping Panel
Rubber-Hung Sockets
Chamber for Batteries

)

Sl
)

7
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2 Stages of Tuned Radio Frequency
Tuned Fixed Detector
3 Stages Audio Frequency

3-Control Selectivity
Anterma and Ground Operation
Mahogany Cabinet

I

§
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Jobbers’ territories are being allotted very rapidly. Retail Price (without accessories) only $85.00

v,
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For further information apply to your jobber or direct to

DAVID GRIMES, Inc.

"% 1571 BRQADWAY Strand Theatre Building NEW YORK, N.Y. <<
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The New Grimes Inverse Duplex-Super-Reflex
| TYPE 3XP OFFICIAL LABORATORY MODEL
Operating
Economy
A Radio Receiver that Qualifies as
Western
The A Pel‘feCt New York
. : d
Radio Studios . e T
329 Elmwood Avenue MUSlcal IIlStI‘umeIlt Pennsylvania
Buffalo, N. Y. Distributors

A Message

“From The House of Service”

Representatives for DAVID GRIMES, Inc.

Manufacturers of the

Famous 3-XP Inverse Duplex
List Price $85.00 (i

The standard of tone quality. ,@NVGRSG
Simplicity of operation.

Finest material and workmanship.

Efficient and reliable. Dupbex

Backed by a National Advertising Campaign Insures Natural Tone Quality

LICENSED UNDER PATENTS ISSUED ANO PENDING

MR. DEALER:—

After careful investigation, we have selected this famous instrument as our leader. In addition,
it is backed by a reliable organization.

You should know our plan of distribution in your locality. We are personally interested to
have you represent us.

Worite or phone immediately.

NEW ENGLAND TALKING MACHINE CO.

93 Federal Street BOSTON, MASS.
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Radio Convention Under Auspices of

Curtis N. Andrews Was a Huge Success

Dealers From Western New York and Northwestern Pennsylvania Numbering Almost 150 Pres-
ent—Problems of Radio and the Talking Machine Industry Discussed—Constructive Addresses

Burraro, N. Y. Novembcr 7—Nevcr in thc
history of the talking machine industry has
there been such a unique and profitable meet-
ing as the radio convention, called by Curtis
N. Andrews, Victor distributor, held in the Park
Club last month. Ncarly 150 persons respondcd
to the invitations sent out to dealers in western
New York and northwcstern Pennsylvania. The
meeting was called for the purpose of discussing
radio as applied to the talking machine industry.

Mr. Andrews has been appointed jobber for
the Sleeper radio products, Freed-Eisemann
Radio Corp., F. A. D. Andrea, Inc.,, Kodel Mig.
Co., Philadelphia Storage Battery Co. and sev-
eral other radio manufacturers of head phones,
parts, batteries, chargers, etc.

Luncheon at noon and dinner in the evening
were served in the clubhouse. For the enter-
tainment of visiting dealcrs Mr. Andrews sup-
plied two motor buses which brought them
from thc station to the clubhouse, and, follow-
ing the afternoon session, took them on a sight-
seeing tour of the city. Typical convention
songs, inspiring enthusiasm and fellowship,
wcre sung under the direction of a well-known
song leadcr and pianist. Several toasts to Mr.
Andrews were sung.

Persons particularly well known in the radio
field were on the speaking program. They were
GCordon Slceper, head of the Sleeper Radio
Corp.; R. M. Klein, of F. A. D. Andrea, Inc;
James R. Coole, of the Kodel Mfg. Co.; Lloyd
S. Graham, of The Radio Digest; John S. Rieger,
radio editor of The Buffalo Evening News, and
C. E. Siegesmund, sales manager for C. N.
Andrews.

C. N. Andrews Discusses Radio

Mr. Andrews said he had found it a real neces-
sity to enter the radio field, because of the
numerous requests from his dealers who said
their customers were demanding radio. It was
not until after much deliberation and a -wide
investigation, requiring a great expenditure of
money, that he decided to take on the jobbing
rights for radio equipment.

There is no particular classified territory for
radio, he emphasized. It belongs in every com-
munity, from the most densely populated sec-
tions of the largest cities to the remote sections
of the jungle or Arctic regions.

He pointed out that in small communities,
where a dealer feels that he is not technically
fitted to handle radio, he will always find a lad,
probably in high school, who is a radio “bug,”
glad to give demonstrations, seeking prospects,
and setting up sets that have been sold. These
boys will work on a small salary or commission,
and their radio enthusiasm will sell more sets
than the so-called radio expert, he said.

Talks on the Use of Batteries

L. E. Gubb, of the Philadelphia Storage Bat-
tery Co., spoke on the use of batteries with
radio. He suggested installing wet batteries,
due particularly to their length of life. Although
automobile batteries, such as manufactured by
the Philadelphia Battery Co., can be used with
radio, he said much better results are procured
from heavy-plate radio batteries. He went into
details regarding construction of the wet bat-
tcry, and instructed the dealers how to charge
them. He advised dealers to install their own
chargers in order to give their patrons better
and quicker service. The Philco is shipped dry,
and placed on the dealers’ shelves in that condi-
tion, with a guarantee that it will not deteriorate
within a period of two years, he pointed out.
Not until after the acid is poured into the Philco
is there a possibility of it deteriorating, he said.
He answered numerous questions in the dis-
cussions that followed his address.

J. R. Coole’s Interesting Address
J. R. Coole, of the Kodel Mfg. Co., pointed

out the importance of the dealer handling a
moderate-priced radio set. He said that the
Kodel is now receiving national and local adver-
tising, and he outlined an advertising campaign
planned for this Winter, which will be on a
much greater scale than the one already in usc.
Radio and the “Talker” Business

C. E. Siegesmund, sales manager of Curtis
N. Andrews, spoke on radio as applied to the
Victor business. “Radio absolutely and posi-
tively will not replace the Victrola,” he said.
“When you talk of radio, you do not touch on
the phonograph. When it comes to selectivity,
you have your record catalog. When you want
the best living artists, the Victor catalog will
lcad you to them. And when it comes to bring-
ing back the human voice which has been mor-
tally hushed, you have the radio stumped.

“But the time has come when radio has bc-
come a part of the music industry. To keep
your establishment up to date it is necessary to
include radio as a part of your merchandise.
Included in your assets are your store, your
location, equipment and clientele. One of the
most important assets, however, is the good-
will and confidence of your customers, and if you
want to retain it, it is almost a necessity to
tie up with radio. It is estimated that by the
end of this year there will have been an expendi-
ture of more than $500,000,000 in radio and
its equipment. Are you not going to get your
share of this business? You are acquainted with
the railroads’ slogan, ‘Wait, you may lose.” We
will change that slightly to ‘Why wait, you may
lose.””

Talk on Merchandising

The next speaker on the afternoon program
was R. M. Klein, of the F. A. D. Andrea Corp.
Hc addressed the mcn on how to merchandise
radio.

“The phonograph dealer represents the high-
est type of salesman,” Mr. Klein said, “so therc
is very little T can tcll you about selling radio,
since it is merchandised through practically thc
same methods as is the phonograph. Play up your
radio through window displays. Keep it in the
front of the store, and don’t place it in the
rcar, as many dealers do now, and make it
attractive through displays. Use electric signs,

Opahandle handles it’
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Master ?fMovable Music’

4 Years
Have Proved
Outing
Portables
Are the
Best

Iroquois Sales Corp.

210 Franklin St. Buffalo, N. Y.
Outing Distributor

as you do in exploiting your phonograph busi-
ness. But, above all, salisfy your customers.
They are depending on your advice, and have
confidence in your judgment. You have the
responsibility of choosing carefully. Don’t in-
vest in unknown or unheard-of radio sets.
Every satisfied purchaser of a low or medium-
priced radio set is a good prospect for a higher-
priced set. One dissatisfied customer can do
more damage to your business than a half dozen
customers can do good.”

Mr. Klein advised that every dealer handle at
lcast one type of neutrodyne. He said that
ncutrodyne has reached such a place in the radio
business that a dealer can hardly get along
without it.

Interesting Addresses at Evening Program

After a two-hour adjournment dinner was
served at 7 o'clock. The evening program of
addresses followed immediately after. Lloyd S.
Graham, of the editorial staff of Radio Digest,
a Chicago publication, was the first speaker on
the evening program. - He gave an interesting
and comprehensive description of the radio
broadcasting station, and advised dealers to give
all possible co-operation with the broadcasting
stations in improving their programs, and thcir
cfforts to give the radio public the best obtain-
able. He said that the quality of radio pro-
grams is in direct ratio with the volume of
sales in radio sets and equipment.

John G. Riegcr, radio editor of The Buffalo
Evening News, spoke on the future of radio.

(Continuwed on page 92)

for their supply, is constantly increasing.

find our service dependable.
Try us and be convinced.

CURTIS N.

BUFFALO.N ¥

“HIS MASTER'S VOICE" |

9 V-8 Par

It has always been the policy of this house to build “good will” by rendering a service
that is at all times dependable and cooperative.

The number of Victor dealers we are now serving regularly, and who depend upon us
There must be a reason for their preference.

This not only applies to local and nearby dealers, but many at more distant points
Our shipping facilities out of Buffalo are unexcelled.

Victor Distributor
Exclusively Wholesale

Court & Pearl Sts.
BUFFALO, N.Y.

ANDREWS

SERVICE

BUFFALO.N Y.
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Radio Convention a Success
(Continued from page 91)

He painted a colorful word picture of the pos-
sibilities of radio, which, he said, is now a
staple and dependable commodity. He said
that radio is not only an instrument for enter-
tainment and amusement, but it is a necessity
from many angles. Mr. Rieger, who is con-
sidered one of the best authorities on radio in
the city, answered many questions asked by
dealers. A long discussion on construction and
installation of aerials was held. He pointed out
the importance of giving the aerial line a direct
course, with as few turns and curves as pos-
sible. To eliminate interference, he said it is
important to avoid metal roofs, high-power lines
and tall steel buildings.
Address by Gordon Sleeper

Gordon Sleeper, the last speaker on the pro-
gram, covered the radio business from many
angles and was an exceptionally interesting
speaker. He took as his topic: “How to make
money in the radio business.”

“Radio has now become a part of the music
industry,” he said. “In the early days no one
knew who was going to handle it. It has now
become a real stable product belonging right-
fully to the music trade. Many dealers have an
idea that radio is difficult, that it requires an
expert to handle it successfully. Get that idea
out of your head. There is nothing expert or
difficult about it. It is as simple and as easy
as the phonograph business.

“If you are to be successful you must be
careful of the line you take. It must have a
reputation, and must be established, a set that
bas been evolved into perfection. Yet, you want
a set that will allow you a reasonable margin.
Your product must have some degree of protec-
tion. It is important that you do business with
a firm that will give you all the protection pos-
sible against the price cutter. Perhaps you
have spent a great deal of money advertising
your product. You have worked up a reputa-
tion for it and created a desire for your set.
Then the garage dealer around the corner who
can cut prices will steal your customer. You
do not want to deal with a company which will
place you in such a hazardous position.”

Mr. Sleeper said there is such a thing as
suitability of sets in a particular territory.

“There is not much need of a high-powered
set where there is a good station,” he said.
“You must consider individual problems. One

set might be a great success in a large city, and
yet be a flat failure in the small community.
In a community where there is no station for a
radius of many miles a high-powered set is the
most popular,

“I would advise against carrying too many
lines. Don’t complicate your stock. The fewer
lines you have the more concentrated will be
vour salesmen’s enthusiasm in those lines. Ad-
vertising 1s a fundamental. Do not hesitate to
buy a little advertising space. Above all, please
your customer. If he wants distance, talk dis-
tance and range. He might want selectivity,
simplicity or beauty of design. Give lum what
be wants, and talk about the features in which
ie 1s interested. If he 1s interested in batteries
and aerials, stick to that. Ihc qucstion of price
is nearly always secondary to pcriormance in
the interests of the radio buyer.’

A radio demonstration, which lasted for about
an hour when many statious wecre tuned in,
brought the day to a close.

Among Those Present

Among Mr. Andrews’ guests were: Gordon
C. Sleeper, James P. Devine, Sleeper Radio
Corp., Long Island City; R. M. Klein, Louis
J. Stutz, F. A. D. Andrea, Inc, New York;
Perry V. Ogden, James R. Coole, Kodel Mfg.
Co., Cincinnati, O.; L. E. Guble, Philadelphia
Battery Co., Philadelphia, Pa.; Robert C. An-
derson, Talking Machine World; Lloyd S.
Graham, Radio Digest, Chicago; Eleanor C.
Spencer, Talking Machine \Vorld, New York;
John G. Rieger, Buffalo Evening News, Buffalo;
W. D. Andrews, Roy Scroxton, W. D. Andrews
Co., Syracuse; C. H. Heinike, John F. Huber,
Denton, Cottier & Daniels, Buffalo, N. Y.;
I. A. Goold, W. S. Sprague, W. E. Rains,
Goold Bros.,, Inc.; Helen F. Grantier, Kurtz-

mann Piano Co.; Arthur H. Fleischman,
Miss Jule White, Earl J. Frey, William
Hengerer Co.; A. F. Schwegler, Schwegler

Bros.; Mrs. John M. Kibler, John M. Kibler,
A. H. Kaeppel, Chas. Kaeppel, Frank J. Hess,
R. P. Henke, E. M. Stroud, Kaeppel Bros.;
Wm. B. Herbert, Miss Mary Mack, Walter Zas-
owski, Erion Piano Co.; A. Maisel, Maisel’s
Music Store; Louis J. Melzer, I. Melzer Co.,
Inc.; Chas. Reinhardt, H. A. Reinhardt & Son;
A. G. Clark, H. A. Smith, Beulah Hakes, Clark
Music Co.; Chas. Bellanca, Joseph M. Lajacono,
A. Bellanca & Co.; Wilman McElroy, McElroy
& Son, Buffalo. F. F. Barber, Barber & Wilson,
Inc.,, Kenmorc, N. Y.; E. T. Smith, Talking
Machine Co., F. C. Pfeffer, Silbey, Lindsay &
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Loud Speaking
Phonograph
Attachment

Manufactured under a corps of
telephone engineers’ direct super-
vision.

The well-known BEST brand
construction and design guaran-
tees best performance.

Send for a sample and judge for
yourself. List Price $3.00.

BEST MFG. CO.

Head Yhones and Loud Speaking Units
75 Hudson St. Newark, N. J.

Curr, E. C. Kujawski, Gibbons & Stone; Miss
E. M. Gillette, People’s Qutfitting Co.; Wm. P.
Young, Young’s Music Store; G. Borelli,
Jos. Bellanca, Rochester Music Store; Mr. Hoff-
man, Hoffman Music Shop, Rochester; \WWm. H.
Jackson, Charlotte, N. Y.; C. C. Andrus, North
Tonawanda, N. Y.; E. J. Cannon, Niagara Falls;
Mrs. E. J. Cannon, 1. V. Cannon, C. E. Camp-
bell, Goold Bros., Inc., Niagara Falls; Jos. M.
Quirk, Batavia, N. Y.; Geo. Steffen, Sterling
W. Kolb, Geo. Steffen, Lockport, N. Y.; Mr.
Richardson, Mr. Hammond, Richardson & Ham-
mond, Middleport, N. Y.; Leon C. Grinnell,
McNall & McNall, Albion, N. Y.; Leslie L.
Blake, Blake & Roney, Williamson, N. Y.; Fred
Stuerwald, C. P. Kelly, Stuerwald & Son, New-
ark, N. Y.; H. T. Bramer, H. M. Morgan, H. T.
Bramer, Attica, N. Y.; A. R. Watrous, L. M.
Rumsey, Era Mack, Watrous & Rumsey, Perry,
N. Y.; Chas. B. Fawcett, F. C. Fawcett, Ham-
mondsport, N. Y.; R. M. Smith, D. J. McGuire,
Tuttle & Rockwell, Nicholas Koskie, Koskie
Music Co., Hornell, N. Y.; E. E. Armstrong,
F. A Armstrong & Son, Athens, Pa.; J. A.
Benjamin, Mrs. J. A. Benjamin, W. F. & J. A.
Benjamin, Rushford, N. Y.; John H. Wills,
C. N. Andrews, Buffaio; J. \VW. Bement, Spring-
ville, N. Y.; Chas. Willard, Olean, N. Y.; Millie
Hanson, Smith Bros. Co. Ridgway, Pa.; \V. P.
Hall, Overton & Hall, Westfield, N. Y.; Miss
L. Klu, Geo. H. Graf, Mrs. Geo. H. Graf, Geo.
H. Graf & Co., Dunkirk, N. Y.; A. E. Stecker,
Stecker Sporting Goods, Dunkirk, N. Y.; V. R.
Parker, Chas. Outwait, Winter Piano Co., Erie,
Pa; Mr. and Mrs. G. G. Smith, C. R. Tuller,
G. G. Smith Co., Warren, Pa.; G. B. Wooster,
Curran & Wooster Music Co., Sharon, Pa.; B.
N. Huey, Norris Huey, Mercer, Pa.; Curtis N.
Andrews, Chas. E. Siegesmund, Chas. M. Logan,
Arthur W. Fiscus, John H. Wills, W. H. Min-
nick, Chas. Swanson, Gus. Blanck, E. J. Walz,
Curtis N. Andrews, Buffalo.

Radio Activity in Trade
Indicated by Ordering

The Greater City Phonograph Co., New
York, distributor of Freed-Eisemann, Grimes
Inverse Duplex radio sets and other standard
radio products, reports through Maurice Lan-
day, president of the company, a decided ac-
tivity in the sale of radio to talking machine
dealers. The Freed-Eisemann radio panel for
use in the installation of console model phono-
graphs has been in steady demand throughout
the territory. A number of dealers have found
that the installing of a panel and the convert-
ing of a phonograph into a combination has
been a great stimulant to sales of talking ma-
chines, and have been quick to grasp the op-
portunity, according to Mr. Landay.

Meiser Co. Opens Branch

Sux~BuURrY, Pa., November 6.—A branch store of
the Meiser Music House, of Northumberland,
Pa., was opened here the first of the month at
the newly remodeled storeroom of the Sclavos
Building on Third street. It is under the
management of George L. Weirick, who until
recently was a representative of the Charles M.
Stieff Co., Inc. A full line of Victrolas, pianos,
radio sets, string instruments and accessories
is being carried.

STYLUS BARS
Stylus Bar & Mfg. Co.

Clague Rd.
North Olmsted . . .

OHIO
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NEEDLES

Leave it to the jobber—he knows. He not only buys the product
that he can turn over quickly and profitably—that enjoys con-
sistent, steady demand—but he buys from the house whose recog-
nized reputation for square, honest dealing is, at once, his protec-
tion and ally.

The House of BRILLIANTONE has been serving the Jobber
since its establishment—six years ago. That Brilliantone has
gained and maintained his confidence is best evidenced by the
Jobber’s ever-increasing patronage season after season, year after

year.

BRILLIANTONE

STEEL NEEDLE COMPANY OF AMERICA, Incorporated
370 SEVENTH AVENUE, at 31st Street, Suite 1214, NEW YORK

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

Pacific Coast Distributors:

W. H. Bagshaw Co. Western Distributor: Canadian Distributor: Munson & Rayner Corp. Walter S. Gray Co.,
Export Department . . 926 Mid Pl 926 Midway Place
14 Whitehall St, N. Y. C. The Cole & Dunas Music Co. The Musxca.l Mdse. Sales Co. . Al W?ll)' Cacle ospAsreles, Cal.
Cable Address: 430 S. Wabash Ave., 79 Wellington St., W., os Angeles, Cal. 1054 Mission St.

“Brillneedl” Chicago Toronto San Francisco, Cal. San Francisco, Cal.

REPRESENTATIVES in SYDNEY, New South Wales; MELBOURNE, BRISBANE, PERTH, Australia; WELLINGTON,
New Zealand; HAVANA, Cuba; BUENOS AIRES, Argentine; SANTIAGO, Chile: BARRANQUILLA, Colombia, GENOA.
Italy; DUBLIN, Ireland.
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Eace Record Album Offers Dealers Big
Opportunity for Boosting Sales Volume

J. A. Sieber, Advertising Manager of the General Phonograph Corp., Outlines the Rapid Develop-
ment of the Race Record Business Since the First Okeh Blues Record Was Released

The rapid development of the race record
business has been one of the outstanding fea-
tures of record sales the past few years. The
General Phonograph Corp, New York, manu-
facturer of Okeh and Odeon records, is re-
sponsible in a considerable measure for the
popularity of these records, and the various
sales ideas which this company has introduced
have met with pronounced success. In a recent
chat with The World, J. A. Sieber, advertising
manager of the company, commented as fol-
lows on Okeh activities in the race record field:
“About three years ago colored people were
considered mighty poor record buyers, and cash
visits by colored customers were rare and far
between. Then came the original race records
issued by our company, and the fallacy that
negroes would not buy records was completely
put to rout. The first race record, bringing to
the colored population of America blues songs
recorded by a member of its own race, created
tremendous interest and marked the beginning
of what is now the important and profitable
race record field.

“As the pioneer in the development of rec-
ords of this type, we have always devoted par-
ticular attention to means of further increasing
our sales in this direction. Our famous ‘Blue
Book of Blues,’ the Okeh race record catalog, is
almost an institution with the blues-loving
negroes throughout the country, and we are
always on the lookout for new ideas to stimu-
late sales.”

Mr. Sieber is responsible for the latest step
made by the General Phonograph Corp. in its
plans to increase sales in the race record field.
He noticed some time ago that lovers of high-
class music were according a splendid reception
to imported Odeon recordings in album sets,
and he thereupon conceived the idea that it
was not improbable that blues lovers would be
favorably impressed with an album set of blues.
He then started work on the preparation of an
2lbuin that would be attractive as well as pro-
ductive, and the “Twelve Room House for
Blues” resulted.

This unique sales creator is a twelve-pocket
2lbum, designed in every way to appeal to the

colored blues buyer. The name in itself is dif-
ferent and the outside of the “house” bears a

caricatured jazz drawing of a weirdly designed
“House of Blues” printed in the imposing col-

mouth.
The secret lies in the vocal cords.

—rnot by forcing tone.

it out of such a crqwded field.

Kivkman

ENGINEERING CORP.
E:tablished 1912

484-490 Broome St., New York

Makers of the K-E Automatic Stop

Soft as you want it,
Loud as you want it—

but always the same silver tone

HE factor that keeps one singer on the
vaudeville stage and wins distinction for
another in the opera is not the shape of the

The same ‘“‘secret” is behind such true re-crea-
tion of music in the K.E. loud speaker also. Not
in the horn, but the diaphragm——its vocal cords.

The K.E. amplifies the wolume NATURALLY o

Its splendid characteristics are proven in the
number of responsible jobbers who have chosen

We will gladly send you one for trial at the
introductory price of $11.70. Test it yourself.
This offer places you under no obligation.

Volume easily

adjustable,

batteries.
Packcd complete,
ready to operate.
14-inch bell

Its rich hom of
black crystallene,
with base of brll-
Uant nicksl.
makes a hand-
some instrument
worthy to grace

ored combination of yellow, red and blue. The
inside front cover carries an indirect appeal to
the negroes’ pride of race, by means of intimate
interviews with three of the foremost colored
blues artists, Clarence Williams, Sara Martin
and Sippie Wallace, all of whom are exclusive
QOkeh artists. The inside back cover bears a
hand-picked list of twenty fast-selling blues
records, personally selected by a nationally

_—

General Phonograph Corp.’s Special Blues
Record Album

known race artist and comprising an excellent
suggestion list for the owner when in the mar-
ket for new records.

“The House of Blues” retails for 75 cents
and the General Phonograph Corp. has planned
an extensive advertising campaign to introduce
this unique album to the colored population of
the country. Mr. Sieber emphasized the fact
that various sales angles are valuable for the
dealers in featuring the “House of Blues.” It
is handy and convenient for the owner of a
table phonograph and it also makes an appeal
to the personal pride of the record purchaser.
“The House of Blues” has been received en-
thusiastically by Okeh jobbers and dealers, and
one well-known St. Louis dealer, who is in
close touch with the negro population in his
territory, ordered 500 albums as his initial or-
der, congratulating the company upon its pro-
gressiveness in issuing a sales help of this type.

McManus Bros. Start Club

ZLizasetH, N. ], November 7-—\cManus Bros.
have started their annual Christmas Club to
stiinulate the sales of talking machines and radio
sets. This plan is an annual feature of the
store and serves the purpose, according to H.
\Wideman Evans, manager of the department, of
not only increasing sales but also of giving a
good idea of the amount of business which will
be done about the Christimas season.

The talking machine salesman should keep
in mind the fact that no man ever suffered from
indigestion from swallowing his pride.
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THIS IS

Two New Radio Recetvers

B-5 S-5

(BIG-5) i (SUPER-5)

List Price $75

A 5-tube tuned Radio Frequency A 5-tube tuned Radio Frequency
Receiver. Mahogany finished cabi- Receiver. Mahogany panel. Room
net. Self-neutralized, non-oscillating, for vertical *‘B’’ batteries. Sensitive
and non-radiating. An ideal set for to distance, highly selective, strong
both beginner and experienced radio volume. Easy to operate. A really
fan. Easyto operate. A rare bargain. handsome set.

Get In On 9’% Year
There Is Real Profit for Dealers

Share the Profits.

Send Coupon Today!
|-_l"‘athe Phonograph & Radio Corp.,
32 Grand Ave., Brooklyn, N. Y.

Pathe Phonograph & Radio Corporation | """ "~

descriptive literature on your sets, B-5 and

32 GRAND AVENUE BROOKLYN, N. Y. |35

I Name .........coiiiniin...

| Address .. ...




96

THE TALKING MACHINE WORLD

NovemMBEr 15, 1924

Milwaukee Retailers and Wholesalers
Enjoy Growing Demand for All Products

Confidence of the Trade Manifested by the Addition of New Lines of Merchandise in Time for
Holiday Sales Promotion—New Radio Departments Opened—Other Important Trade Activities

Miowaukeg, Wis., November 7.—Business dur-
ing the month of October was very good for
the majority of local talking machine jabbers
and dealers. Considerable interest is being taken
in the radio business and combinations of pho-
nographs and radio are very active.

Badger Co. Busy

“Business is coming along fine,” stated Harry
Goldsmith, secretary of the Badger Talking
Machine Co., Victor jobber. “That applies to
all lines. Holiday orders have been coming in
very well and we are looking forward to good
November business.” George F. Ruez, presi-
dent of the company, has returned from a suc-
cessful business trip to northern \Wisconsin.

Speaks on Music Appreciation

Miss Madeline Davies, representative of the
Victor educational department at Camden,
N. J., spent about a week in Milwaukee during
October, speaking before public, parochial and
private schools on the subject of “Appreciation
of Music.”

Open Many New Accounts

“We sold just twice as much merchandise in
our music department during October as we did
a year ago,” stated Fred E. Yahr, of Yahr &
Lange, wholesalers for Sonora phonographs and
Okeh and Odeon records in Wisconsin and
Michigan. *“Sonora loud speakers are going
very well. \We have opened more new accounts
in the last sixty days than during the past
several years.”

Mr. Yahr is enthusiastic about the Ware radio
sets, which have been selling very well. Deal-
ers are also greatly interested in Sonoradios,
according to Mr. Yahr.

Among the new accounts opened by Yahr &
Lange during the past month is the Block
Furniture Co., of Racine, Wis., which is now
handling the entire Sonora line, Okeh and
Odcon records and Ware receivers. The Home
Furniture Co., which operates three stores in
Milwaukee, has also taken over the complete
line. The Thiedeman Music Co., located on
Center street, which formerly handled Okeh
and Odeon records, has now taken over the
Sonora line.

Yahr & Lange are now showing a new radio

cabinet which is attracting considerable atten-
tion. This consists of a square cabinet in which
are installed a \Ware three-tube neutrodyne set,
a Sonora loud speaker and a compartment for
batteries.

Little Tots record books are now being re-
tailed with four records to a book, and local
Sonora dealers are making drives on this end
of the business, according to Mr. Yahr.

Allen W. Fritzsche, vice-president of the Gen-
eral Phonograph Co., was a recent visitor in
Milwaukee.

Bright Starr Outlouk

Alfred F. Kiefer, distributor of Starr pho-
nographs and Gennett records in Wisconsin,
states that he expects a very good business
in November. Following an excellent Sep-
tember, business in these lines was a little quiet
during October, but indications point to a no-
ticeable improvement, he believes.

Exhibit at Food and Household Show

Mr. Kiefer, assisted by seven Starr phono-
graph dealers in Milwaukee, and Yahr & Lange
with twenty-seven Sonora dealers, were among
the prominent exhibitors in the Food and
Household show held here recently. Three
halls of the Auditorium Building were used fo1
fourteen attractive music displays arranged by
jobbers and dealers of the city.

Mr. Kiefer stated that he expected very fa-
vorable results from this show, judging by the
number of inquiries and orders from people who
stopped at his exhibit. The Starr model, which
combines a phonograph with a library table, at-
tracted the most attention. Several canaries in
cages were placed in the exhibit and the Gen-
nett Golden Bird records were played through-
out the show.

A large exhibit was arranged for Sonora pho-
nographs, extending down the full length of
Juneau Hall. A special screen, bearing the
name Sonora, formed the background.

Wide Interest in Radio Show

The Second Wisconsin Radio Exposition is
arousing State-wide interest. All the new de-
velopments of the radio industry during the past
vear will be displayed at this exposition dur-
ing the week beginning November 11. Manu-

apologies.

Sales Office N. Y. and vicinity

342 MADISON AVE, N. Y.
(Tel. Vanderbile 0953)

___

Golly!

Have you received a sample of the

COHOES

{pronounced Ko-Hose)

RECORD

CARRYBAG

If you have not let us send you a sample.
extra charge for attractive borders.
bags in a hurry advise us.

Cohoes Envelope Co., Inc.

“Carrybags are preferred by clerks and customers”

We make no
If you need record
We make deliveries, not

Home Office and Factory
Carrybag Bldg.
COHOES, N. Y.

GRAPHITE PHONO

l L S L E Y ’ SPRING LUBRICANT

Iisley’s Lubricant makes the Motor make good.
1s prepared in the proper consistency, will not run
out, dry up or become sticky or rancid Remains in
its original form indefinitely.
Put up in 1, 5, 10, 25 and 50-pound cans for dealers.
This lubricant is also put up in 4-ounce cans to
retail at 25 cents each under the trade name of

EUREKA NOISELESS TALKING
e AR ® MACHINE LUBRICANT
Write for special proposition to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

facturers, jobbers and dealers of national rep-
utation are included in the list of exhibitors.
One of the most popular features of the show
will be the actual broadcasting of programs
from the main arena of the Auditorium. Na-
tionally known radio artists from Chicago and
other points will be included in the warious
programs.
Brunswick-Radiola Popular

Considerable interest in the Brunswick-Radi-
ola is reported by local dealers and extensive
newspaper advertising is being started. At
Edmund Gram, Inc., prominent music house
of the city, Edward Herzog, sales manager, re-
ports that people are taking a great interest in
these combination instruments. He stated that
when the first three instruments were received
in the store they were sold before the third was
entirely unpacked. J. B. Bradford Music Co.
also comments on the interest taken in the
Brunswick-Radiolas, and Hugh M. Holmes, vice-
president and manager, states that a number of
nice sales have already been made.

Open Radio Departments

Several local stores are showing increased
interest in radio, and new radio departments
iave been opened in some instances. The
C. W. Fischer Furniture Co., one of the large
home furnishing stores of the city, recently
held a formal opening of a radio department.
In addition to the special department, the store
is equipping its model bungalow, located in
the store, with sets, and invites the public to
come in and experiment at will. The Blocl-
Daneman Co. has also added a radio depart-
ment under the management of Robert J.
Sweency, an experienced radio man. At the
E. Schuster & Co. department store a new
radio department has been opened under the
management of G. J. Daly.

News Brieflets

The Foto Shop, which is conducted by John
H. Becker, 421 Twelfth street, long prominent
in the kodak and talking machine fields, also
makes a specialty of Victrola repairing, and in
this respect merits the consideration of those
dealers who have repair problems to solve. He
is a specialist in this field and has built up a
very excellent connection.

C. H. Grinnell, of Grinnell Bros., of Detroit,
was a visitor during the latter part of October,
but was called home suddenly because of the
death of his wife's mother.

J. E. MacGarvey, of the Peerless Album Co.,
of New York, was in town for a brief visit
during the last week of October when he called
at the office of the Badger Talking Machine Co.
_ George Mairs, of W. J. Dyer & Bro., of St
Paul, called on friends and business acquaint-
ances in the trade during the first week of
November.

Victor dealers tied up with the appearance of
Art Landry and His Victor recording Pacific
Coast Orchestra at the Wisconsin Theatre.

The Eight Victor Artists were very well re-
received on their appearance recently in Ra-
cine, Wis., where they formed the leading num-
ber of a vaudeville program.

Victrola Opera Book Posters

The Victor Talking Machine Co. has issued
to its dealcrs a very attractively designed and
illustrated window poster of “The Victrola
Book of the Opera.” This edition of the vol-
umec has been sclling exceedingly well and has
been welcomed not only by the dealers but by
nmany music lovers and music authorities wlo
find it invaluable as a book of refcrence.
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TTLE TOTS RECORDS &

Contents

of No. 8

The Medley Book

128 Hey, Diddle, Did-

dle: Goosey, Goosey,
Gander: Little Miss Muf-
fet: Alphabet Song.

See Saw: Hot Cross Buns:
To Bed, To Bed: Bean
Porridge Hot.

129 Little Jack Horner:

There Was a
Crooked Man: Little
Tommie Tucker: George
Porgie.

Three Blind Mice: Hig-
gilty Piggilty: Laven-
dar’s Blue.

130 Humpty  Dumpty:

Mistress Mary:
Pop! Goes the Weasel:
Baby Bunting.

Ding Dong Bell: Diddle,
Diddle Dumpling: To
Babyland: Dickory,
Dickory Dock.

131 Little Boy Blue:

Fiddle Dee Dee:
Pat-a-Cake: Polly, Put
the Kettle On: Baa! Baa!
Black Sheep: Bobby
Shafto: Ride a Cock-
Horse: Pussy Cat, Pussy
Cat.

SONGS, GAMES, STOR/IES~FOR KIDDIES

b —

ST S

The Most Appealing
Xmas Gift for Kiddies

MAGINE! “The Medley Book” contains 32
selections that have appealed to, and have
pleased the youngsters for generation after
gencration; on four 7-inch double-faced records,
complete with colored pictures and verse cards.

{ And—“THE MEDLEY BOOK?” is just one of
this interesting series—all of them containing
four 7-inch double faced records complete in an
album with colored picture and verse cards.

NEVER BEFORE SUCH VALUE

at $12 Retail

Complete List of Books

No. 1. The “Merry Song” Book
No. 2. The “Happy Day” Book
No. 3. The “Jolly Game” Book
No. 4. The “Story Hour” Book
No. 5. The “Christmas” Book
No. 6. The “Lullaby” Book
No. 7. The “Patriotic” Book
No. 8. The “Medley” Book

No. 9. The “Sunshine” Book

LITTLE TOTS Records will prove a source of
entertainment for the youngster long after the
Holiday Novelty has worn off. When you sell
one book, you sell the complete set. No item
like 1t for repeats.

You can’t go wrong by sendin;g in your order
now.
DEALERS PRICES

Orders of one-half gross or more..60c per book.
Orders of less than one-half gross.65¢ per book.

Attractive display racks frece to dealers with
orders of one-half gross or more.

ORDER FROM YOUR JOBBER

-
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“REGAL RECORD (0~ 18W-20%5t--NEW YO
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Heavy Demand for Radio “Talkers”
Marks Business in Kansas City Territory

Trade-in Problem in Connection With Combination Sales Fails to Materialize—Heavy Pre-Holi-
day Ordering Indicated by Jobbers’ Shipments—Jones Store Co. Completing Remodeling

Kaxsas City, Mo., November 5-—The feature
of the talking machine trade the past month, in
this territory, has been the heavy, even pressing
demand for the combined talking machine and
radio outfits; and the discussions by men in the
trade as to the ultimate outcome of the relation
between talking machine and radio. Radio dis-
tributors have been unable to keep up with the
demand, it seems, and more men are being
added to these departments, particularly of the
Brunswick-Radiola merchants. One of the
anticipated problems involved in the selling of
combination outfits has failed to materialize—
namely, the problem of the return of old talking
machines on the new instruments. Compara-
tively few customers are offering talking ma-
chines in part payment, and the allowances on
the old instruments are being kept down to a
healthy low level. A factor that helps in this
direction is the dominant call for console type
talking machines, on which used cabinet up-
rights are being turned in. \Whereas a year ago
used upright machines were sold at zbout two-
thirds of the original price, these are now on the
market at half-price—the allowances being ac-
cordingly lower.

The good volume of talking machine business
is being generally commented on as better than
September. The Brunswick Co. shipped orders
in October equal in size to those of November
last year—indicating that the holiday stocking

“We advertise where it does the
dealer the most good. Here’s a
sample of copy used in our ex-
tensive  newspaper campaign.
Write for discount and informa-
tion concerning our time payment
plan.”

[F you want perfect radio
reception in your home,
remember—Lafayette.

A radio instrument of use-
fulness without end.

A demonstration will satis-
fy you of its simplicity to
operate; purity of natural
tone; clearness for long dis-
tance; no interference;
compactness and attractive
appcarance. Have your
dealer demonstrate it.

5 tube set $125
Reproducer $28

THE KOR-RAD CO., Inc.
151 East 58th Strcer, New York

Sole Distributors

.........
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is thirty days ahead of 1923. If November keeps
up this pace, an exceedingly satisfactory volume
will result for the year. Most retailers report a
brisker trade in October, with consoles running
way ahead of the upright styles.

George Sanderson, owner of the Brunswick
Shop in the downtown district, is finding his
suburban demonstration parlor, a Brunswick
Radiola studio of high class, a marked success.
The beautifully furnished room in the Plaza
business section of the Country Club district
has upholstered, cushioned chairs for fifteen
guests, the room is carpeted, and the atmosphere
is suitable for the people of this district. The
prospects are brought to this studio for the
demonstrations of the receiving sets; and visit
the downtown store for noting the various
models. The maintenance of this suburban
studio avoids the noise of street cars and the
bustle of the downtown store, and the customers
can be entertained with comfort, and at leisure.
The studio has a good audience every evening
and far into the night. Mr. Anderson maintains
a separate organization for radio selling.

The North Mehornay Furniture Co., one of the
high-class furniture stores of the city, which
has sold talking machines for some years, is
cnlarging this department, putting in booths,
which it has not used heretofore, and is concen-
trating on the Brunswick line. J. Carl Clinken-
beard is manager.

A new Brunswick dealer at St. Joseph, Mo, is
Walter Eshelman, for eight years operating the
Eshelman Music Shop, with pianos and mer-
chandise.

The Jones Store Co., the largest department
store of the city, is completing extensive re-
modeling operations among such institutions.
The music department which is sharing in the
improvements now handles Edison, Victor and
Sonora as the chief lines. This department,
now on the third floor, will be moved to the
fourth floor in the special building, corner of
Twelfth and 3Main, that has been given a new
entrance and additional facilities. C. R. Lee,
manager of the department, has devised a new
idea for the booths of this section. He will have
five demonstration booths that will be con-
nected with French doors, so that the entire
area may be thrown together into one room
fifty by fifteen feet, for concerts. The depart-
ment in October doubled the business of Octo-
ber, 1923.

The J. W. Jenkins Sons’ Music Co. is promot-
ing the combination Victrola with radio in its
various stores, and meeting with good success.
B. J. Pierce, manager of the department, re-
marks that so long as tastcs differ there will be
calls for many different kinds of musical instru-
ments and combinations—and suggests this
philosphical cobservation especially in view of
the fact that talking machine business has in-
creased the past month, while the radio has also
been going strong through the company’s spe-
cial radio department.

Helen McArthur, manager of the talking ma-
chine record department of Wunderlich’s, is a
member of the Women’s Chamber of Commerce
of Kansas City, onc of two women’s organiza-
tions affiliated with the Chamiber of Commercc
of the United States, whicl will have an exhibi-
tion of the products madc or handled by its
members, in November, the third event of the
kind here. Mrs. McArthur will have a good
space, and will sliow radio and the Ampico in thc
Chickering, as well as machines and records.

1. B. Mahaffey, advertising manager of thc
Kimball Piano Co.’s hcadquarters here, says that
during thc past month consolcs have been sell-
ing very wcll—ninc out of ten phonographs be-
ing of the consolc type.

Wunderlich’s has had sucli a demand for

MICA
DIAPHRAGMS

Immediate delivery—all sizes
Send for free samples and prices
All Mica Products

INTERNATIONAL MICA CO.

Baring 535 PHILADELPHIA, PA. i1 2% 0010

demonstrations of the Radiola that special regu-
lations have been required to handle the business
efficiently. The new studio has sprung into in-
stant popularity, but a large volume of the sell-
ing is done by demonstrations in the homes of
prospects. Because the stock of machines is
usually behind orders it is not feasible to send
demonstration machines on every call, and as a
result a program of selling before the machines
are sent out has been made. Demonstrations
are not arranged, therefore, unless the customer
assures the department that he will buy the
instrument if it does all that the salesman claims
for it. Thirty per cent of the sales are of the
combination Brunswick-Radiola. Two expert
radio men have been added to the force.

Thirty-two Stations on
a Brunswick-Radiola

An instance of the remarkable performance
of a Brunswick-Radiola is cited by B. H.
Schlain, of Albert Leon & Sons, Perth Amboy,
N. J., who one night recently between the
hours of 10:00 P. M. and 1:30 A. M. listened
in on the following stations: WEAF, New
York; WJZ, New York; WFBH, New York;
WJY, New York; WHN, New York; WNYC,
New York; WEBJ, New York; WOR, Newark;
WOO, Philadelphia; WDAR, Philadelphia;
WBZ, Springfield; KDKA, Pittsburgh; WGY,
Schenectady; CNRO, Ottawa, Can.; WBS, New-
ark; WSAI, Cincinnati; WTAM, Cleveland;
WNJ, Albany; WEBH, Chicago; WQJ, Chi-
cago; KYW, Chicago; WOC, Davenport; WP-
AF, Elgin, IlIl.; WLH, Cincinnati; WLS,
Chicago; WGN, Chicago; \WWTAY, Oak Park;
WFBG, Altoona; WHANM, Rochester; WTAP,
Cambridge; WNAC, Boston; KGO, Oakland.

This remarkable program was brought in on
a Brunswick-Radiola No. 30, using only two
tubes and head phones.

Piquette Co. Adds Columbia

The Piquette Piano Co., 30 Elizabeth street,
Derby, Conn., has been appointed to the large
Columbia family. It will feature the new
Columbia phonographs and the New Process
Columbia records. This is a branch of the
Piquette Piano Co., of Bridgeport, Conn., one
of the oldest piano houses in that city.

REPRODUCERS

No. 3. a quality
sound box adopted
by many well-
known phonograph
manufacturers.

FOR PORTABLES

No. 2, Victor Hub
No. 1, Columbia
Hub

Combining tone

quality and vol-

ume withh attrac-

tive price.

Write for samples
aind prices

J. E. RUDELL

144 Chambers Street
New York City
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To know how any set will sell for you
See how it sells where sales are hardest

No.I The Monotrol Rode Roughshod

in a

weries Qver Radio Traditions in— /

NEW ENGLAND

~&

—

New England is one of the hardest markets in the
country in which to sell radio. No other section of
the United States has such peculiar “local conditions”
with such strange variations in reception. And no
other radio set in America has been able to cut
through these obstacles so surely, so sharply and with
such surprising power as

The New

MONOTROL

Reg. U. S. Pat, Off.

St

MONOTROL

THE MOST-
| PERFECT
IRADIO SET
L”AMERICA

------
- - e,

Instances of weird reception in New England are

where. There is Hartford, which for a long time
almost without number. There is the Naugatuck

could hardly hear Springfield and Springfield which

Valley of Connecticut—noted for its “whispering”
voices that come faint and ghostlike from even the
most powerful of stations.

There is Lawrence, Mass., from which few sets can
bring in even the Boston stations with a satisfac-
tory volume and which, in consequence, has proved
a Waterloo for many sets that worked well else-

cannot penetrate the barrage of its own local sta-
tion.

The Sleeper Monotrol, however, has tremendous
reserve power—a power overcoming obstacles that
baffle sets of many other types. Riding roughshod
over local radio traditions, the Monotrol has fairly
taken New England by storm. For instance:

SPRINGFIELD, MASS.—Our New England States distributors tell us that
few other sets in Springfield have heretofore been able to tune through
WBZ successfully. Then came the Monotrol. A test was conducted with
WBZ operating and the Monotrol brought in Mexico City without interfer-
ence. Then, turning to the Northward, they caught Montreal with perfect
separation and but slight difference in wave length.

LAWRENCE, MASS.—Loud speaker reception of Boston, New York, and
distant stations on the Monotrol election night when hardly another loud
speaker was working in Lawrence.

PORTLAND, ME.—The Monotrol, but recently introduced to Portland,
has already been purchased by 35 of the most prominent citizens who declare
it to be the most successful set operating in that city.

HARTFORD, CONN.—The Monotrol brings in dozens of stations that
many sets of otherwise excellent reputations do not hear.

The new Sleeper Monotrol has broken down
the local radio traditions in all sections of the
country. Let us show you how it can_solve
your OWN most aggravating problems.
Write for name of nearest distributor to-
gether with our sales aid plan, book and the
manual—' How to sell a Radio.”

o € g

“Inverse Duplex System
Insures National Tone Quality”

SLEEPER RADIO CORPORATION
436 Washington Ave. Long Island City, N. Y.

SAN FRANCISCO
111 New Moantgomery St.

CHICAGO
10 Sonth La Salle St.
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34 Grand Avenue

TEAR out the coupon and malil it in.
number, and see what you can do with a record you can merchan-
Return in thirty days if you do not like them.

o ") 12is B

1 Mediglde fIf NN
' “, (Siruralllifasl' .:c .
0 ornltidd

PERFECT RECORD CO.

pEI{FECT
RECORDS

Indicate one or ten of each

Two Big Ones

by
CLIFF (Ukulele 1e) EDW ARDS
Charley, My Boy } 12158
1 Wonder What's Become of Sally
June Night 1

| 12153

Insufficient Sweetie

Eight Late Best Sellers

Dance
Sing a Little Song
Too Tired

How Come You Do Me Like You Do?
Somebody Stole My Gal

Lucille

Spain

Adoring You

There's a Bend at the End of the Swanee

The Little Old Clock on the Mantel
That's Georgia

Put Away a Little Ray of Golden Sunshine for a
Rainy Day
Don’t Blame It All On Me

Vocal

Oh You Can’t Fool An Old Hoss Fly
No One Knows What It's All About

The Pal That I Loved Stole the Gal That 1 Loved
Tell Me You'll Forgive Me

;-Y———\_Y__-

34 Grand Ave., Brooklyn, N. Y..
Gentlemen:

Please send me
numbers for a thirty-day trial.

r PERFECT RECORD CO.,
|
|
|
Brooklyn, N. Y. l
1

Cliff Edwards

14318

14322

14327

14328

14329

14316

12157

12151

Send in this Coupon for thirty-day trial records.

(one) (ten) of the above

INEGHE 15 00 S Loy O 0 T TN s o
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Price
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M
“The Yoice of the ﬂu'
Presents a New

NEUTRODYNE

Two-Dials, Five-Tubes

AMRAD was one of the first to adopt the now
famous Hazeltine-Neutrodyne. But instead of
bringing out “just another Neutrodyne” much
time was spent in cllec]\mg the advantages and
disadvantages of existing types. The ]\nowledoe
gained from nine years experience in radio manu-
facturing was applied.

[ ]

Tlie result—

Real Power (fire tubes)

Fine Clear Tone

Positive Selectivity

Easy Operation (only tico dials)
Popular Price

The market is flooded with “elaims.” This is
NOT simply one more. Investigate the AMRAD

Neutrodyne for yourself hefore you stock.

To just oue phionograph dealer in your community
we have an attrae-
tive  proposition.
Write today to
Dept. W for de-
tails and deserip-
tion of this won-
derful set.

only

mAvERICAN RADIO & m'ﬂ‘wnmn ON

American Radio NE r..i,,'.:’;".:lw M Dept. W.

PATS os\ soo,,
ATENTS p,
at L ovo

and Research Corp.

"'l(

Medford Hillside, Mass.
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Third National Radio Show in Gotham
Grand Central Palace, New York, Crowded With Exhibits of the

Products of Leading Radio Manufacturers and
tense Interest Displayed by Public and Trade

Once again have those who are interested in
radio and who are located in and about New
York had the opportunity of viewing the prod-
ucts of the various manufacturers under one
roof and judging the relative merits of various
well-known receivers and accessories through
the medium of the Third Annnal National Radio
Show, held at Grand Central PPalace, New Yorl,
during thc week of November 3 to 8, under
the auspices of the American Exposition Co.
Approximately 150 exhibitors had displays at
the show, which filled not ounly the space on
the main floor of the Palace, but took up the

taken cognizance of the fact that there are sev-
cral classes of radio buyers and that those with
a limited amount to spend are quite as much
interested as their wealthier friends in getting
a recerving set that will be attractive in appear-
ance, as well as satisfactory in operation, and
the rcsult has been the offering of scveral
models in each line designed to imeet various
tastes in cabinets and practically all types of
pocketbooks.

Among the manufacturers of loud spealkers
there is a tendency to produce models that
will prove attractive in the home, as well as

Wholesalers—In-
in Varied Lines

The show received official recognition at the
opening on Monday night when Governor
Alfred E. Smith of New York delivered an
address at the Palace which was broadcast
direct through Station WJZ of the Radio Corp.
oi America. On Tuesday evening there was a
special frolic participated in by Eddie Cantor,
well-known comedian; Vincent l.opez and His
Hotel Pennsylvania Orchestra, and other artists
for the combined benefit of the Wounded Sol-
diers Radio TFund and the Actors Fund of
America. During the week there were a num-
ber of otlher events of public interest featured

. | _ L
A [

full balcony space, the entirc arrangement of
the show being most attractive and designed
to afford each exhibitor an cxcellent oppor-
tunity for displaying his product to advantage.

The show at the Palace again demonstrated
the fact that the production of radio receiving
sets is being stabilized with great rapidity and
likewise that manufacturers, having developed
the receiving mechanism proper to a high dc-
grec, are finding time to give attention to the
proper casing of the instruments so that they
may be displayed and sold as complete unit:
and find a welcome place in the home.

A great majority of the manufacturers have

Two Views Showing the Attractive Arrangement of Displays at the Third Annual National Radio Show in the Grand Central Palace

serve their strictly utilitarian purpose. On the
whole, the show served to emphasize forcefully
the fact that developments in the radio receiver
field are coming with great rapidity and that
they are all calculated to makc that industry
stable and permanent.

Incidentally there were shown in a grcat ma-
jority of the exhibits at least one or two special
models euncased in hand-carved or eclaborately
dccorated cabinets, a number of them in au-
thentic period styles and dcsigned to fit well
into the most elaborate drawing-room, thus pro-
viding a product for the discriminating and well-
to-do.

at the Palace, which served to draw a substan-
tial attendance to the exhibit.

The talking machine trade recognized the
affair through the medinm of The Talking Ma-
chine and Radio Men, Inc, which organiza-
tion had a large booth at the show where
members were in attendance at all - times.
It was against the rules of the show for the
exhibitors to sell any merchandise and visitors
who indicated the desire to purchase sets or
accessories were referred to the association
booth, where they were directed to the estab-
lishments of members nearest their homes hav-
ing the desired line.

i LTS T

T

Radio Corp. of America

The Radio Corp. of America was not only responsiblc
for one of the finest and most arti