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'his Sales Compelling Advertisement Appeared in the
March 28th, 1925, Issue of the Saturday Evening Post

THE SONORA RADIO SPEAKER with all-
wood rone chamber-- No mechanical noise—
No harsh overtones  Can be plugged into
any radio set—No extra batteries needed.
De Luxe Model--$30
Srandard Model-$20

The last word in RADIO SPEAKERS. A
beautiful cabinet of English Brown mahog-
any—the famous Sonora built-in, all-wood
tone-chamber. Space for batterics tnside
cabinet.

Equipped with De Luxe Radio Reproducer, $G0
Equipped with Standaed Radio Reproducer, $50

A CROSSSECTION of the Sonora tone chamber
Here is the secret of Sonora's perfect tone. Inall
Sonota instruments the “hora” of tone chambet 1s
made of many thicknesses of wafer-thin veneer—
laid with alternating grain to neutralize vibration.
All harsb overtones ate eliminated.

A marvelous improvement for
every ‘Radio set

ANNOUNCING a new range of Radio Speakers, Radio
Cabinet-Speakers and Radio-Phonographs

Into every one has been built the famous Sonora ALL-
WOOD tone chamber

This chamber frees radio from mechanical noise— gives
you music in all its original loveliness of tone

HE first great achievements of radio Not a single tone is added—none taken

were rolume and distance. But the third away. And Sonora has built chis perfect tone
quality—perfect tone—has been a bafling chamber into a complete range of superb
problem. Ordinary “loud speakers” of solid  Radio Speakers, Radio Cabinet-Speakers
wood or metal add discordant vibrations and Radio-Phonographs—to go with any
that mar rhe beaury of radio. radio set,

Now Sonora has solved this problem —
has given to radio its famous tone-chamber.
Now you can have radio free from mechani-
cal noise.

This famous Sonora tone-chamber is all
wood —but nor solid wood. Instead, ply
upon ply of thin, seasoned wood is moulded  bined radio and phonograph chere are
acound a form as perfect as the science of Models furnished with a complete Sonora
acoustics can make it. Each wafer-chin phonograph—some equipped with radio—
layer is set at ctoss-grain to the next. Be. Others with space providedforyour own set.
tween each pait of plies are spread sheer Look over the list of models illustrared on this
films of gum which function like the quick- ~ $28e Then drop in at yout dealer's and hear

: o . F them for yourself. In each instrument you will
silver coating on a mirtor, “Qu‘ml“‘ng"lbm' find marvelous beauty of tone built into an ex-
ton and reflecting every faintest sound. quisite piece of furniture.

F you already have a radio set you will

want either the compact Radio Speaker

—or the new Cabinet-Speaker, a console
model, with space for bacteries inside.

And for music lovets who want a com-

THE FAMOUS SONORA PHONOGRAPH - has

Sondmmo MoDEL 242—Sonora Radio-
Phonograph with three-tube Ware Neu.
trodyne Set builtinto a beautiful cabinet

been adapted ro accommodate all standard
radio sets, The latest model—the Chatham
—containsa complete phonograph and space

for your own radio set. Price, $125

Orher phonograph models range from $35
t0 $3000—including many exquisite De Luxe
period instruments,

—_— —— s 0‘{9( CLEAR AS A BELL

This instrument is equipped with the
Sonora all-wood tone-chamber for both
radio and phonograph. B
Price, $235 /
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Attrective Speaker Booklet
just issued for Sonore Dealers

Sonora Phonograph Company, Inc.
279 Broadway, New York City .
Makers of Sonora Phonographs, Sonora Radio Speakers,
: Reﬂroducer§ and Sonoradios

Canadian and Export Distributors:

C. A. RICHARDS, Inc., 279 Broadway, New York City

-y



The Talk

ing Machine World

Vol. 21. No. 4

New York, April 15, 1925

Price Twenty-five Cents

Hazeltine Corp. Secures
Control of Latour Patents

Eighty Radio Patents and Patent Applications
Involved in Important Deal of American
Radio Manufacturer With French Inventor

Complete control of the entire United States
patent situation, including corresponding rights
in Cuba, which comprises issued United States
Letters Patents and patents pending covering
the inventions of Professor Marius C. A. La-
tour, the noted French scientist and engineer,
was acquired March 31 by the Hazeltine Corp.,
Jersey City, by reason of its control of the re-
cently organized Latour Corp., a Delaware com-
pany. This deal, one of the largest closed since
the development of radio broadcasting, involves
some eighty patents and patent applications
covering numerous important phases of the
radio art as developed to date.

The Latour inventions relate to receiving ap-
paratus as well as to transmitting equipment
and in this latter respect they will undoubted-
ly have a direct bearing on the development of
the radio communication business.

The inventions of Professor Latour also
apply to all forms of communication wherein
vacuum tubes are employed and this particu-
larly applies to the so-called “wired wireless”
or multiplex telegraphy and telephony. Some
idea of the importance of the inventions in
this respect may be gleaned from the fact that
the American Tel. and Tel. Co., and the Pos-
tal Telegraph Co., have purchased licenses
under the patents. Other concerns who have
secured non-exclusive licenses in the radio field
are the Radio Corp. of America and the Freed-
Eisemann Radio Corp.

In addition to the rights it has acquired
under the Latour patents, the Hazeltine Corp.
is the sole owner of the patents and trade
marks covering the inventions of Professor
l.ouis A. Hazeltine on which the neutrodyne
receiver has been built. The Hazeltine patents
and trade marks would appear to be the most
valuable individual patents in the radio indus-
try at the present time, officers of the corpor-
ation stated. During the year 1924, the public
paid more than $26,000,000 for the products
of the fourteen manufacturers licensed to oper-
ate under the Hazeltine patents.

By reason of the Hazeltine Corporation’s coun-
trol of the Latour patent situation through its
ownership of the large majority of the stock
of the Latour Corporation and its ownership
of the Hazeltine patents, it becomes at once
one of the foremost factors in the development
of the radio art.

The United States patents covered by this
transaction are Nos. 1,234,914; 1,317,025; 1,271,-
915; 1,354,312; 1,330,638; 1,382,738; 1,405,523;
1,421,015; 1,447,793; 1,449,863; 1,470,628 and 1,-
367,915 and approximately sixty-eight other
patent applications which are pending. The
Latour Corp. also will own all of the radio in-
ventions of Prof. Latour perfected within the
next five years.

Prof. Latour departed for France last week
after a stay of several months in this country
spent in negotiating for the transfer of his
patent rights and arranging the licenses men-
tioned above. He expressed himself as being
highly satisfied with the arrangements made
and stated that at the moment he is not con-
templating any lawsuits.

In Bankruptcy

The National Airphone Corp., New York,
manufacturer of Somerset radio receivers, was
recently placed in bankruptcy with liabilities
of approximately $100,000 and assets of about
$20,000. C. G. Ludvigh was appointed receiver.

Zenith Radio Corp. Takes
Over Large New Quarters

Executive Offices of Corporation Moved to
Strauss Building on Michigan and Jackson
Boulevards—New Factory Also Secured

CHicaco, ILL., April 9—The Zenith Radio Corp.
made an important announcement this week rel-
ative to the occupancy of its third factory and

New Zenith Executive Home

the removal of its executive offices to the fa-
mous Strauss Building at the corner of Michi-
gan and Jackson boulevards. The new factory,
wliich is shown in the accompanying illustra-
tion, is situated in the central manufacturing
district ol the city, being a four-story structure
containing 185,000 square feet to be devoted ex-
clusively to the manufacture -of Zenith sets.

A very interesting provision has been made
by the company in pursuance of its belief that,

Latest Addition to Zenith Factories
although the dealer trade throughout the coun-
try has studiously sought ways and means of
understanding and selling radio products along
standard lines, it has not been backed by a
practical experience which is naturally neces-
sary to the success of merchandising. The Ze-
nith Radio Corp. will now devote a consider-

able space in its new factory as an educational
department. Space is being set aside and prop-
erly equipped to conduct regular courses in
training for the selling and serving of radio
apparatus. It is the intention of this depart-
ment to cover radio in a general way rather
than to confine its entire efforts to the Zenith
line exclusively. Subsidiary courses will also be
put into effect, including local advertising, win-
dow displays, interior displays and layouts.

An entire floor in the Strauss Building has
been leased by the Zenith Corp. for occupancy
May 1, and adjacent to its new offices and in
the tower of the Strauss Building Zenith will in-
stall handsome super-broadcasting studios when
WJAZ will again be back in the air. In 1923
and 1924 the Zenith Radio Corp. owned and op-
erated station WJAZ and, pending the con-
summation of its plans for broader activities,
the company sold the station but retained its
call letters.

The rapid development of the Zenith Radio
Corp. may be attributed to the quality of its
product and the personnel of its executive or-
ganization. Eugene F. McDonald, Jr., president
of the company, is backed by years of activity
through the development stages and progress
of the automobile industry, possessing a keen,
practical knowledge of national distribution and
field organization. “Tom” Pletcher, vice-presi-
dent of the company and also president of the
Q R S Music Co, is known to practically every
music dealer in the country, having been for
thirty years prominent in the music field.

Salt Lake City House
Gets Sonora Distribution

Frank V. Goodman, general sales manager of
the Sonora Phonograph Co., Inc., announced re-
cently that the company had appointed the
Strevell-Paterson Hardware Co., Salt Lake City,
Utah, a distributor of Sonora products for the
States of Utah and Wyoming. This news will
be of particular interest to the dealers in this
territory because this wholesaler was for many
years a distributor of Sonora products; the as-
sociation ceasing a few years ago. The exec-
utives of the Strevell-Paterson Hardware Co.
had been watching closely the rapid progress
Sonora had attained the past year in the intro-
duction of its various radio products, and they
were so enthusiastic regarding the future for the
Sonora line in their territory that they made
arrangements to rejoin the Sonora jobbing or-
ganization

Western Dealers Planning
Drives, Says W. C. Fuhri

W. C. Fubhri, vice-president and general sales
manager of the Columbia Phonograph Co., Inc,,
returned to New York a few days ago after a
visit to Cincinnati, St. Louis, Kansas City and
Chicago. In a chat with The World Mr. Fuhri
stated that conditions throughout this territory
showed a very gratifying improvement and al-
most without exception the dealers are mak-
ing plans for a healthy year. Record business
is particularly encouraging and the Columbia
branch managers report a keen interest in the
new monthly lists of Columbia records. Inci-
dentally, Columbia sales for March showed a
substantial increase over February in every de-
partment of the company’s activities,

New Okeh Accounts Opened

The Distributing Division of the General
Phonograph Corp., New York, recently opened
the following new accounts: F. E. Beach Mu-
sic Shop, Bridgeport, Conn., and Pelito Bros.,
Hartford, Conn.

See second last page for Index of Articles of Interest in this issue of The World
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Concentration Promotes Lion Store Sales

Middle Western Music House Sends Its Men Out to Sell Talking
Machines and Nothing Else—Securing Prospects—Publicity Tie-Ups

“One of the reasons talking machine dealers
are not getting the volume of sales they should
is because they scatter their efforts,” said Harry
J. Reeves, manager of the Lion Store Music
Rooms, one of the largest and most aggressive
talking machine departments in Ohio. “While
we must admit that machine sales are not up to
the pace set a couple of years ago, nevertheless
fully 60 per cent of our population is still with-
out a phonograph, hence they are prospects.
Here we keep four men busy on outside selling.
They must concentrate on talking machines.
They are not permitted to sell radio or other
inerchandise carried by the store.”

How Prospects Are Secured

Every morning each salesman is given a batch
of prospect cards which he must call on and
report upon. These prospects’ names are secured
by sending a return post card to instrument
owners asking them if their machine operates
perfectly, if they desire to receive the monthly
supplement and then space is provided for the
names and addresses of two or three friends
who might be in the market for a machine.
Also persons who come to the department for
records are asked in a diplomatic manner for
the name of an acquaintance who may want a
phonograph. Then, about once a year general
canvassers for all departments of the store
make a survey of the city. These workers,
whose duty it is to find out which make of
machine, what type of home furnishings and
the like people have or have not, turn in a
vast amount of useful information for the music
rooms. Salesmen are provided with automo-
biles for covering the territory. In the past the
percentage of sales to calls on prospects has

run around ten or twelve per cent. However,
in reporting upon direct sales covering a period
of tinite—the season selected has much to do
with the result. The record sales volume for a
single month by a salesman is fifty-one talking
machines.

In training canvassers Mr. Reeves always
tells them to have at their tongues’ end a pleas-
ant little chat, which may have nothing to do
with talking maclhines but will tend to break
down the aversion and the resistance which
housewives often have toward canvagsers.
After that is accomplished they go ahead with
the talk.

Timely Publicity and Tie-ups

The department uses timely events, window
displays and newspaper advertising-to build
good-will. Recently Jean Goldkoette and His
Orange Blossom Orchestra played to a crowd
of about 300 persons in the music rooms. The
inaugural address of President Coolidge drew
another 300 to listen to the radio program.
While they waited for the broadcasting to be-
gin, Mr. Reeves played new records and talked
to the visitors of talking machine ownership.
Window and department displays are arranged
by expert decorators, hence they are always of
high order. Advertising is employed both for
making sales and for keeping owners sold on
their machines.

Promoting Record Sales

In promoting record sales the girls through
the use of correspondence, the telephone and
personal contact have each built a following.
The phone is used to advise customers of musi-
cal events, new releases, etc. The Red Seal
Derby Contest is a stimulating force for sales

of records of the better music. The girls are
given a prize for attaining a volume of $500
and may win as many prizes as their efforts
will enable themn to. Again, every Monday
morning two slow-moving records are put upon
a special list. These extras run from two
cents to five cents for each record sold. There
is no inducement equal to cash for securing
the co-operation of workers. While some
houses frown upon the plan of extra rewards
for additional service, nevertheless the practice
is a sure means for keeping a record stock clear
of dead discs.

All collections here are handled by the credit
department of the store. If a customer becomes
slow and a subject for special attention a
series of collection letters is sent to him. If
these fail to bring the desired response and
all other efforts fail the machine is repossessed.
However, repossessions are few, for usually a
way is found which will enable the customer to
keep his phonograph. Efforts here are directed
toward finding a way to keep customers satis-
fied instead of antagonizing them.

Direct Mail Promotes Sales

Direct mail advertising plays an important
part in the department publicity work. At in-
tervals the long list of prospects is circularized.
Letters are used for special purposes. The
mailing list is kept free from dead names
through careful checking of mail pieces with
the local post office and co-operating with the
service which Uncle Sam offers business houses.

The radio division of the store is operated
in conjunction with the music rooms. Experts
are in charge of the promotion work of the de-
partment

3 x L3 ] = -3 = = = =
NYACCUFLEX NOW IS THE TIME FOR
" S Portable Radio Phonograph Combination |}
R.P. 1
WE
- MAKE IT |
YOU
PREPARE
i FOR BIG Kl
DEMAND
LESS USUAL DISCOUNTS
o Radio Panels |
for
Console Phonographs
. R.P.3 R.P.5
i 3-tube reflex loudspeaker 2"5Ubey tuned radio Tfl‘e- -
volume, distance selectivit .uen‘c rec:wer. ":;‘:
panel: 10x14 g s‘lgezl/lé::/éyl7 0
‘ Dealers, write your jobber for details, or address List ............$45.00 ASt e e i o $65.00
New York Album & Card Co.,Inc. |
23-25 Lispenard Street, New York
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| Brunswick DealersToday
. Are Enjoying Active Business =
| Making New Musical History

Today Brunswick’s factories are busy—sales are in-
creasing steadily—Brunswick dealers are prosperous
—the public is buying Brunswick merchandise.
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RUNSWICK Radiola, the new musical

instrument, has met with universal and
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- instantaneous success. Two new models of

E srunswick Phonographs have just been an-

] nounced. New stars are constantly being added

o to the celebrated talent available on Brunswick

e Records.

Q The Brunswick Hour of Music, taking ad-

A vantage of radio to further enhance the enter-

tainment value of Brunswick Radiolas in the
home, extends the widespread demand for
DBrunswick Records.
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Brunswick activity is the sensation of the
music trade.

Brunswick Radiola No. 60 New Guaranteed Prices

Equipped with the Super-Heterodyne T . , 9 9
0k ot ST RIOUETS P dhir, ik New prices have placed the Brunswick Radiola

from $170 to $660 within the reach of all. Increased production,
due to consistently growing sales, has per-
mitted noteworthy price reductions.
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! - These new prices are stable— they are guar- {
e "“"";" s anteed by Drunswick for 1925. {

No acid batteries o g 3 : 1

No a dhme And this has stimulated sales to a still higher E"i

o exposget Kokt key. Today, the Drunswick line shows the

All in one beautiful instrument most amazing activity. l;}

1
Again Brunswick makes musical history! "]y
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THE BRUNSWICK-BALKE COLLENDER CO.
Manufacturers—Established 1845
General Offices: CHICAGO Branches in all Principal Cities
New York Office: 799 Seventh Avenue

THE BRUNSWICK-BALKE.COLLENDER CO. OF CANADA, Ltd.
Main Offices: 358 Bay Street, Toronto
Branches at Montreal, Winnipeg, Calgary, Vancouver
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Attachmeﬁt; for
EDISON

New Favorite Supreme Adapter

Very Loud and Clear Natural Tone Reproduction

PRICES:

Nickel-plated Adapter ....
Gold-piated Adapter .....
Oxidized-plated Adapter ..
No. I “‘Supreme’ Sound
Ioud and clear .
No. I “Supreme’ 8

No. I “Supreme’” Sound Box, oxidized..........
Supreme Sound Box for Columbia Tone Arm
(nickel only)
Special Prices to Quantity Buyers

ATTACHMENT

for Edison Phonographs,

to play lateral cut rec-

ords. Extra loud and
clear.

New Favorite Exceltone Adapter
Good Quality, Best Outfit for the Price

EXCELTONE ADAPTER
Nickel-plated, Complete
Sound Box, Separate, Nickel-plated......

Write for Samples

FAVORITE MFG. CO.

C. KRONENBERGER, Pres.

105 East 12th Street, New York

Telephone Stuyvesant 1666

.

Brunswick Co. Launches Retail Sales
Contest Which Is National in Scope

Complete Details of the Latest Brunswick Drive for Business—Awards to Winners in the Sales
Race Will Total More Than $3,000 in Cash and Prizes—Keen Competition Expected

On March 30 the Brunswick-Balke-Collender
Co. announced complete details of a sales con-
test between Brunswick retail sales people which
began Monday, April 13, and will continue until
July 6, the last-named date not being included.

To add interest to this competition existing
between Brunswick sales people, a series of
eighty-four prizes as a reward for successful
competitive selling are being offered. These
awards will total more than $3,000, including
cash prizes, Waltham watches, traveling bags
and Richelieu pearls. To make it possible for
all salesmen to compete upon an equal basis,
cities and towns have been divided into four
classifications, according to population as fol-
lows:

Towns of ten thousand or less, ten to fifty
thousand, fifty to one hundred thousand and
one hundred thousand or more. In this way
the competition is in reality divided into four
separate and distinct contests and the awards
in each classification are full and .complete
Each competitor will be on an equal basis and
the salesman in the small community will have
the same opportunity as his fellow contestant in
the large city.

The prizes total the same for each division
and an award of $25 will be made each week
during the twelve weeks of competition to the
high-point scorer in each of the four popula-
tion classifications. Each month two prizes, the
first amounting to fifty dollars and the second
twenty-five dollars, will be given to the high-
point scorers. All points scored by the com-
peting salesmen will be totaled to determine
the winners of the grand awards of $150, $75
and $50. The high scorer in each classification
has the option of a trip to the Brunswick fac-
tory at Muskegon, Mich., all expenses paid, or
in lieu of this may choose either merchandise
or the cash award. In fact, in every instance
the winner can elect to receive a cash award,
or, if he or she desires, may choose between
prizes. In all, eighty-four awards, including
four free trips to the factory, are offered Bruns-
wick sales people.

No salesman will be awarded more than one

weekly prize, nor more than one monthly prize, .
but can win a weekly, a monthly and a grand
prize. In case of ties each tying salesman will
be granted the full award.

Every instrument sold by the retail salesman,
whether it be a Brunswick phonograph or Radi-
ola, will entitle the salesman to a certain number
of points, the number varying with the model.
Each week the dealer or department manager
will fill out a form showing the instruments sold
by the individual salesmen and will forward
it to the manager of sales promotion, Bruns-
wick-Balke-Collender Co. As soon as the in-
formation is listed the details will be entirely
destroyed.

Considerable interest has been aroused since
the original announcement of the contest, and
since competition is the very backbone of
modern business it is expected that Brunswick
dealers and retail sales people throughout the
country will enter into the race for prizes with
enthusiasm and a keen spirit of friendly rivalry.

Koch Harmonica, Inc.,
Opens American Offices

Koch Harmonica, Inc., of Trossingen, Ger-
many, manufacturer of Koch harmonicas, has
opened American offices at 25 West Forty-fifth
street, New York, under the direction of Paul L.
Baerwald, well known throughout the talking
machine trade. Richard Koch, head of this
company, accompanied by Mr. Baerwald, re-
cently made a trip to the leading trade cen-
ters, appointing jobbers for Koch products.

Philco Co. in New Home

The Buffalo office of the Philadelphia Storage
Battery Co., of Philadelphia, Pa., manufacturer
of Philco batteries, has been moved from the
Lafayette Square Building to 1019 Genesee
Building. Another change made necessary by
the continuous growth of this company is the
move in the near future of the branch depot at
San Francisco to new and larger quarters.
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Stand by the goods that
have stood by you and
they will stand by you
when you need them.
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POPULAR STARS |

Keeping abreast of the times in popular music

Harry Snodgrass

Famous radio pianist of
Station WOS, Jefferson
City, Mo., whose unique
style of playing brought
quick fame. Now appear-
ing on the Orpheum
Circuit. His first record,
“Three O’Clock in the

Joe Green

The first man to master
the wonderful new Vi-
braphone, and put it on
records. This delightful
instrument has struck a
new mood in music. The
records of Green on the

Frank Munn I ‘

A recent star who be-
came an overnight sen-
sation at his first concert
and first broadcasting.
His voice is a pleasing
lyric tenor, his diction
perfect. One of today's
outstanding straight bal-

Vibraphone have proved

. w
Morning,” is now being good constant seilers. lad singers. ‘
issued to Brunswick Y
dealers.
o
! 1
{
|
sl
. Sl
Nick Lucas g h‘[
“The Crooning Trouba- e '
dour.” An artist whose |
T rise has been truéy |
i meteoric. His records pl |
The Rhythmodic Qrchestra ' e 4 3 el =E i
Has created a new vogue in dance music. combination ot vocal and I35
They play orig.nal compositions based on uitar, with popular hits, {
n b g pop
the themes of popular classical composi- that has become tremen- }
\

tions. Their first records are just appearing. dously in demand.
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THE BRUNSWICK-BALKE-COLLENDER CO. -
Manufacturers—Established 1845 ‘vn
General Offices: CHICAGO Branches in All Principal Cities 1%
New York Office: 799 Seventh Avenue 133
THE BRUNSWICK-BALKE-COLLENDER CO. OF CANADA, Ltd. pie
Main Offices: 358 Bay Street, Toronto é’
Branches at Montreal, Winnipeg, Calgary, Vancouver
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How E. C. Bickford Trains His Salesmen

General Manager of Fink & Co., Baltimore, Tells How Merit Sys-
tem Keeps Men on Their Toes Every Minute — Management Hints

“With conditions in general as they are to-day
and the unusual resistance encountered in mer-
chandising talking machines, the dealer who
calinly waits in his store for business to come
to him simply gets the scattered crumbs,” ac-
cording to E. C. Bickford, general manager of
Fink & Co., prominent talking machine dealers
of Baltimore, Md. ‘“Most cities have their full
quota of talking machine and music stores, all
of which are hungry for business, and as a con-
sequence of this keen competition the deale:
who is after his share of sales must go out and
dig, and the outside sales organization is the
solution of the problem.”

Mr. Bickford backs his statement by his own
achievements, which during last year resulted
in the sale of more than 1,100 talking machines
and approximately 16,500 records. In addition,
a few months ago he conceived the idea of
building up record business in the army base
near Baltimore. The latest records are sent to
the camps and are played over before the vari-
ous companies under the supervision of one of
the soldiers selected for this duty and those
records which meet with the approval of the
men are purchased and the rest are returned.
From this source the record business of Fink &
Co. is in the neighborhood of $600 per month.
More than twenty-five radio sets have been sold
direct to the soldiers as well as talking ma-
chines, accessories, etc.

Training Salesmen a Real Need

“By an outside sales staff I do not mean the ,

usual two or three men devoting most of their
time to field work, but a properly trained, well
organized force of from six to fifteen men,”
points out Mr. Bickford. “A fairly wide ex-
perience as a salesman as well as the manage-
ment of sales organizations has forcibly demon-
strated that outside selling proves a failure and
a costly experiment to many dealers because of
lack of proper training and direction of the in-
dividual members of the sales staff.

“For example, take the case of Mr. Dealer
whose business is coming in slowly, so slowly
in fact that he is alarmed and decides that
some drastic action is necessary. He inserts an
ad in the newspaper for salesmen, selects two
or three, arranges to pay them a salary or draw-
ing account, gives them a few prospects and
sends them out to get business. The first week
passes and the results are practically nil; the
record of the second and third weeks is practi-
cally the same. By the end of the fourth week
the dealer’s investment has assumed consider-

able proportions, far in excess of what the
dealer expected considering the one or two
sales that have been made. Mr. Dealer begins
to get worried.

This frame of mind is very cvident to the
men by the manner in which he starts them out
the following mornings. The salesmen have

E. C. Bickford
undergone some mental changes too. They
come in at night and report that they have
called on Mrs. So and’ So, etc., who were not at
home. They name Mrs. Brown and Mrs.
Black whom they are sure to close next week,
and too often next week never comes. By the
middle of the fifth week one of the men fails
to appear for work and at the end of the week
Mr. Dealer, thoroughly discouraged, lets the
other two go, angry with the men and himself.
The dealer has good reason for being angry
with himself for he is largely responsible for
the failure.

“In the first place it is by no means an easy
task for a man to go out into the field and
consistently sell sufficient merchandise to make
a fair wage and be an asset to his house. Cer-
tainly the necessary knowledge cannot be
gained in two or three weeks. In the second
place the type of men who are to work on the
outside must be selected with the greatest care.

In the third place these men must be traincd.
In the fourth place their enthusiasm for build-
ing up sales volume must be constantly stimu-
lated by the sales manager or employer.
Organizing the Sales Force

“The following method of organizing a sales
force I have found very successful: Run an ad
in the local newspaper for a few days. From
the applicants select the man you determine to
be best qualified and for future reference retain
the names and addresses of other applicants
who look promising. This one man is the foun-
dation of your organization. Do not even think
of starting him to work immediately, but devote
at least three weeks, night and day, with him,
calling on prospects, canvassing, getting ma-
chines into homes on approval, closing, etc.,
until the man is thoroughly familiar with your
methods and able to carry them out himself suc-
cessfully. Then select the next best applicant
and turn him over to the first man for instruc-
tion. These men should then be supervised for
several weeks until they are thoroughly trained.
At this period the dealer is in a position to
select two more men, each to be placed in
charge of the two experienced and trained men,
who will instruct the new salesmen. Thus the
dealer has two teams of salesmen.

Building Up Selling Enthusiasm

“One of the most successful plans for build-
ing up sales enthusiasm is the sales contest,
with cash prizes for the winners. In this con-
nection I have found the merit schedule repro-
duced herewith most effective in keeping track
of the results achieved by the various salesmen.
Also this method of giving merits has had the
effect of stimulating the endeavors of the sales-
men in securing the largest possible down pay-
ments, the shortest possible contract length and
at the same time encourages careful selection of
prospects.

“I believe it is more necessary for a man to
have the incentive to do his best than for the
man to have ability. If the salesman is 80 per
cent efficient but does not consistently exert
that 80 per cent in the long run the man who
is only 50 per cent efficient but is given the in-
centive to constantly exert every effort very
soon will be 80 per cent efficient and get greater
results. @

Get Instruments Into Homes

“In our business we believe it is very impor-
tant to at least get the machine into the home
for a demonstration. Once this is accomplished

(Continued on page 12)

For the Profitable Sale of Records—

The Audak System

The modern method of demonstrating and selling records

Without the Use of Booths

Dealers place as many as six Audak units in space formerly occu-
pied by one booth. There are Audak models to suit

each particular need.

information.

Write for full

The Audak unit illustrated supplied complete, ready for use upon removal from crate

AUDAK CO. - 565 Fifth Avenue - NEW YORK, N. Y.
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SERVICE
THERMIOONE|| PEARSALL
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V\ . v e .
General Spemhcatlons

In contracting for your Radio Business Build-
ing these specifications should be followed.

SCHEDULE

Excavations . ..
Pearsall Service—A distribut-

ing organization of ten years’
standing.

Footings
Foundations
Masonry

Super-Structure ’Lemth )
Steel Fhermiodyne and Sleeper
T o Lines thoroughly seasoned
and Brick and mspected.

Finishing Silver Voice — Amphion
Woodwork Ethovox Holizer - Cabot
Trim speakers :amd units—Console

cabinets and radio tables.

Elecirical Work Philco and Burgess Batteries,
Ful-Wave chargers and Elec-
trad Aerial Kits—Radiotron
Tubes.

All material and workmanship unconditionally
guaranteed by the manufacturer and the Pearsall
Organization.

Desire to serve plus ahility.

“Ask any Pearsall dealer, hie’ll tell you.”

10 East 39th St. \(, New York City

‘7 PEARSALL CMPANY
10lesale TRIBUTOR

Exclusively
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NEW YORK, APRIL 15, 1925
Going After Business and Getting It

HEORETICALLY, every home in the land, no matter how
humble, represents a prospect for the sale of a talking ma-
chine and at least a few records, and certainly the point of absorp-
tion, so far as talking machines are concerned, cannot be said to
have been reached until at least 90 per cent of all the homes are
thus equipped. There are still thousands of homes which are in a
position to finance the purchase of machines and record libraries.

It is generally conceded that the talking machine business has
not been active for one reason or another, and in the trade itself
lack of sales energy is offered as the cause.

Now, as a matter of fact, there is business and plenty of it,
the problem being how the talking machine dealer may capture these
sales in the face of competition from other lines. And experience
proves that where the dealer launches an intelligently planned and
determined drive for business he gets it. Various surveys have been
made of the number of homes equipped with talking machines and
the figures range from 25 to 50 per cent in different sections of
the country. Recent extensive surveys of this character made
in a number of the larger cities have brought forth the infor-
mation that only about 30 per cent of the homes in those cities
were equipped with talking machines of any sort, leaving 70 per
cent still to be equipped, of which at least half, or 35 per cent of the
entire number of homes, may be said to be worth-while prospects.

One manufacturer, the Victor Co., has been telling its jobbers
and dealers that there was business to be had if it was gone after
properly and to back up its assertion has staged a number of in-
tensive canvassing and selling campaigns in co-operation with local
jobbers and dealers in a number of cities, among them St. Louis,
Syracuse, Baltimore, Washington and certain Florida cities. The
campaigns meant strenuous effort and the expenditure of some
money, but in each case it was reported that the direct result was
a substantial increase in machine and record business over that
booked for the corresponding period of last year, with the develop-
ment of much potential business.

In St. Louis alone 25,000 homes were visited by a special crew
of women making a so-called “musical census.” The plan called for
placing talking machines on trial in the homes, and of the several

hundred machines of various types so placed approximately 80 per
cent remained permanently sold.

It costs money to conduct such a canvass even in a compara-
tively small town, but it costs money to promote any kind of suc-
cessful business, and in this case the expenditure may be regarded
as an investment for both the present and the future calculated to
move stocks that just now may not be described as particularly
active.

The trade has enjoyed in its history a number of “soft” selling
years when the question was that of supplying rather than creating
demand. Now the tables have turned, which does not indicate so
much a lack of interest in talking machine music as it does an in-
crease in the number of competitive factors, each primed to get a
substantial share of the wage earner’s spare cash. It means that the
talking machine dealer, if he seeks to realize profits, must sell just
as hard as the dealer in clothing, furniture, electrical appliances, etc.
The potential market is there, but it requires development.

Carrying Charges Make for Better Terms

C ONSIDERABLE thought is being given in various quarters,
where instalment methods prevail, to the question of substitut-
ing a fixed carrying charge on term sales to replace the usual in-
terest charge, the idea being that such a carrying charge can be
made to cover a certain handling cost over and above interest, and
being in a lump sum that obviates the necessity of figuring interest.
Also upon realizing the amount of the additional carrying charge
the customer is likely to give more than casual thought to the possi-
bility of paying for the goods in cash and thereby effect consider-
able saving.

Perhaps the most remarkable development of the carrying
charge idea is offered by the Music Trades’ Association of North-
ern California in a schedule which provides for the addition of a
fixed percentage to all balances remaining after the initial payment
is made, the percentages increasing in proportion to the length of
time over which payments are spread, as, for instance, 5 per cent
for ten months or less; 6 per cent for eleven or twelve months; and
so on. The plan not only protects the dealer, but encourages short-
term buying as well as the outright cash purchase. The plan is
outlined elsewhere in The World this month and is worthy of the
attention of talking machine dealers generally.

Obligations of a Manufacturer to His Dealer

UST what are the obligations of a manufacturer to his dealers
J in the matter of keeping the distributors of his products, which
after all represent the mainstay of the business, properly informed
of contemplated moves calculated to have an effect upon the busi-
ness generally? This is a moot question. It is true there are an in-
creasing number of manufacturers who realize that the man who
has invested his time and money in the retailing of their products
and has been loyal in the work of developing sales and advertising
propaganda is entitled to at least some consideration when the time
comes for a change of manufacturing policy or of product.

There are, also, manufacturers who are inclined to resent the
dealer’s interest, assuming the attitude that his appointment as rep-
resentative carries with it no obligation to take him into the coun-
cils in the matter of production and that the business of the retailer
is to sell the product as delivered to him. This, from one angle,
may be quite right, for manufacturing and selling are two separate
divisions of business, but the manufacturer who does not take into
consideration public demand in marketing his goods is unwise, and
public demand is best reflected through the medium of the dealer
and his experiences.

There have been instances in the trade where changes in the re-
tail list prices of products were made overnight without sufficient
warning to dealers to allow them to cover themselves in some meas-
ure at least in adjusting their present stocks. Machine models have
been shipped from factories in considerable quantities on the same
day that a notice was mailed to the trade announcing an improved
type of the same model, thus cutting down the salability of the
older style. A prior announcement would have saved many dollars
to dealers and promoted good will.

There have been cases of dealers noted for their loyalty to a
certain manufacturer losing thousands of dollars because of that
loyalty for the simple reason that they have been kept in the dark
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relative to certain manufacturing plans considered necessary and
advisable. Had the manufacturers taken these dealers into their con-
fidence even in a general way to the end of convincing them that
they would have something worth while to realize upon, after a
costly period of marking time, this spirit of loyalty would have con-
tinued unabated.

In the face of the reserved attitude of the manufacturer in
taking a stand that gives little ‘consideration to the dealer’s prob-
lems or to his planning for the future, there develops in place
of loyalty a spirit of dissatisfaction and unrest that is the forerun-
ner to complete disorganization. The only one who profits is the
competitor, as has been proved on numerous occasions in this and
other industries.

The Solution of the Service Problem

HE question of service is that large problem that stands he-
tween many dealers in radio and the realization of an ade-
quate profit in the retailing of a comparatively new product, and
it is admitted that the satisfactory solution of this problem will be
one of the factors to develop a new status for radio from the angle
of the retailer.

The solution of the service problem rests largely with the dealer
himself, provided, of course, that he has been careful in including
in his stock only such receivers as are manufactured by concerns
of standing and are covered by a worth-while factory guarantee as
to construction and operating efficiency. If he thinks more of the
sale than he does of his profit and worries more over competition
than he does over his own business policies, then his servicing is
going to put some red figures in the ledger. But, if he adopts a
definite policy with his customers and sticks to it, he is more than
likely to come out ahead of the game in some measure at least.

It has been demonstrated very forcibly that a big factor in
keeping service charges within fair limits is by impressing upon
the customer at the time of purchase the exact line of demarcation
between free service hy the dealer and that which must be paid
for by the purchaser. The radio department of Frederick Loeser
& Co., Brooklyn, has solved the problem in a large measure by -
sisting that each customer sign a “Condition of Sale” form, in which
is set forth the fact that the free service consists of installing the
receiver in the home and seeing that it operates satisfactorily. After

that, the work of the service man in replacing batteries or tubes or
making other adjustments is chargeable at the rate of $1.50 an hour.

The Condition of Sale form, for instance, provides that fair
adjustments will be made where the construction of the receiver
proves faulty within a definite period, but only in cases where the
set has not been tampered with. It emphasizes that the life of tubes
or batteries will not be guaranteed, though only products of recog-
nized quality are sold. It specifies emphatically that no promises
are made as to the distance-getting qualities of any receiver regard-
less of make or price, and the fact that the customer’s signature
must be attached to the form before the receiver leaves the store
heads off any argument as to what was promised or not promised
at the time of making the sale.

It is significant that since the Condition of Sale form has been
in use at Loeser’s no customers have endeavored to evade its terms
and insist upon service said to have been promised by this or that
individual. There have been adjustments, it is true, but they have
been of a character met with in any line of business and have been
taken care of 'to the satisfaction of both the store and the
customer without running contrary to the fixed policy.

The secret lies in impressing the customer with just what serv-
ice he is entitled to when he buys a receiver, and then adhering to
the rules. The trouble appears to be, in many cases, that the dealer
limits service to installation, for instance, and then weakens when
the customer with a substantial balance unpaid on the set demands
extra free attention. He sees the lost money and the lost sales if
the request is not granted, but often fails to see that cash loss that
is involved in the special service work.

The manufacturers can, and in many cases have, helped solve
the service problem by marketing only sets of proved quality that
have been carefully tested and inspected before leaving the factory.
In cases where such sets are sold to the customer stripped, or pro-
vided with accessories, to be assembled by the customer, then the
dealer’s liability for service ceases when the equipment leaves the
store, for in most cases a cash allowance is made in lieu of the in-
stallation charge.

In short, free service should be confined strictly to the original
installation and to such adjustments as may become necessary
through faults that develop in the set itself, and in the latter.case
it is the manufacturer and not the dealer who should be responsible
for the charge.
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Hdw E. C. Bickford Trains His Sales Staff

(Continued from page 8)

the chances of a sale are increased. In this con-
nection we have found the ‘approval order’ il-
lustrated in the next column worth while as a
record of the transaction and as may be seen by

ers’ homes on approval, especially in cases
where a new instrument has been delivered. In
order to keep these transactions straight we
use a form with the following data: Name of

MERIT SCHEDULE
For you to figure out the number of merits due you on
ale.  Add together the merits for style and price of
machine, the merits for the down payment, also for thc
length of coutract.
In figuring the percentage of down payment and length
of contract always include the records.

CHENEY VICTOR DOWN PAYMENT
Price  Merits Price  Merits Percentage Merits
$115.00 150 $100.00 100 10% 100
160.00 225 110.00 110 11to 15 150
165.00 240 125.00 140 16 to 20 250
180.00 350 150.00 185 21 to 30 325
220.00 425 180.00 225 31 to 40 375
225.00 435 200.00 250
260.00 528 225.00 300 Contract Length
275.00 550 250.00 350 18 month 100
300.00 600 275.00 400 6 200
335.00 675 300.00 425 4 ¢ 300
360.00 750 325.00 475 12« 350
450.00 850 350.00 525 10 ¢ 450
515.00 975 375.00 575 g8 500
565.00 1200 6 600

Cash 30--60-—90 days, 1000 merits per $100.
FURTHER MERITS

100 Merits for Victor Approval.

200 Merits for Cheney Approval.

50 Merits for Used Machines or new less than $100.

DEMERITS
400 Demerits for poor judgment in sending approval.
300 Demerits if deal is accepted with less than 10% down
or exceeding 18 months.

RADIO

Clieney Combination .......vceevereeeeeeeeannnnens 700
Victor Combination ...... Y 1500)
Atwater Kent with Pooley..........ocooiiiiiann. 600

the questions thereon if the form is properly
filled in we have excellent data for our mailing
list for future follow up in the event the sale
falls through at the time of the first home dem-
onstration.

“Many times we send records out to custom-

Salesman
Source ..
Name ...
Address .
Business
Business Address ...

Approx. Income ....

Landlord’s Name .....

Price $..
Finish
Trade in
Approx, Value $.............

\Vho gave permission for apr?..
Have you discussed Terms?..
If so, what?..............
Deliver

RECORDS WANTED
It is of utmost importance to know customers’ tastes
SALESLADY
No. of Machine ........ooiiiiiniiinuiiiiienennennnnns
Above Delivered .
Inspected by
Amount of Records $............. ..
Put up by. oo i i i e
SALESMAN'S REPORT IF RETURNED

Did they like machine If not, why?..........
Did they like records ..If not, why?,,.
Did you suggest Cheney?........oceviuvnennns o0 00
What terms quoted............ Could they afford........

Give Detailed Report \Why Machine Was Not Sold.
Remember that this information will be very valuable on

next eall.

When are you going to follow up?............ccoonnn.
SALESLADY'S REPORT

Machine returned........ Amount of records ret. $......
Machine and records inspected, put in condition for floor
(52805 0805 5860, . 9500005550060 0065000000005, 000 &0 ¢ 0o
REMARKS :

the salesman, date, sold to, address, amount
sent on approval, number of records on con-

tract, number returned by salesman, total they
now have, how much money received as initial
payment on the contract.”

Blanton-Walker Store
Opens in El Dorado, Ark.

Approximately 4,000 in Attendance at Opening
of Fine New Establishment

EL Dorapo, Ark., April 1.—The formal opening
of the Blanton-Walker Music Shop, which re-
cently occurred in this city, was quite an event.

New Blanton-Walker Music Shop
There was music by the Crusader Orchestra,
and something like four thousand people were

in attendance. This store was established about
one and one-half years ago by Terry and Blan-
ton, but changed hands on February 1, Blanton-
Walker having purchased the business and
moved it into new quarters. Nationally adver-
tised lines of phonographs are handled, in-
cluding the Edison, Victrola and Columbia;
Holton band instruments, and a strong presen-
tation of radios, including the Radiola, Atwater
Kent, Zepith, Freed-Eisemann and De Forest.
In pianos the complete Baldwin line is carried.
In this connection, T. H. Schroeder, of the St.
Louis branch of the Baldwin Co., was present
at the opening.

g = =
New Peerless Radiolog at a
priece.

Radiologs mean spot cash sales.

ART PEERLESS COMBINATION ALBUMS

The new Peerless Combination Album holds 8 ten-inch and 4 twelve-inch records.
making possible the placing in one album the two-sized records of an individual artist, group
or orchestra, etc., etc.

Attractively Bound—Stamped in Gold—At a Popular Price

¥ W W

The new revised Peerless Radiolog—now ready
Are you letting this opportunity slip by?
and every radio fan in your neighborhood, that's the ratio of sale for this new, live, up-to-
the-minute reference book.
All you need is a space in your window for Radiologs—a display will sell them. There is
only one Radiolog and it is a Peerless.

LS A

A necessity for the portable

Every portable talking machine owner is a prospect for

PEERLESS RECORD CARRYING CASE

It is the traveling companion to all portables—even the finest instruments.

Thys

One to each

THIS IS IMPORTANT

As exclusive metropolitan distributors for the new and beautiful Pictorial
Records for children, we are delivering the new multicolored transparent
records (in album form) of

“A CHILD’S LIFE OF CHRIST”

PEERLESS ALBUM COMPANY

PHIL. RAVIS, President

636-638 BROADWAY, NEW YORK
WALTER S. GRAY CO., Pacific Coast Representative
San Francisco and Los Angeles

L. W. HOUGH, 146 Mass. ‘Avenue
Boston, Mass.
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Radiola
Super-Heterodyne

Known from coast to coast
—the “Super-Het” that needs
no antenna, and no ground
connections-—gets the station
you want always at the same
marked spots on the dials. i
Famous for rare tone quality!

With six Radiotrons UV-199

and Radiola Loudspeaker 8
(UZ-1325). List . . $256.

The external loop is extra
and means further distance
records, with battery economy. b
Model AG-814. List . . $12.

(3%

b

)
<

Quality of

1 (7‘ o Radiola 111-a
d A four-tube Radiola, noted
for distance, simplicity,
aIl qua 1 ; clearness —at very moder-

ate cost. FourdRadiouor:is diol
WD-11 and Radiola Loud- adiola
speaker(UZ-1325) List$83. CR

of zone mean R
Lse $18
sales /

Known for its wide
tone range — its faith-

fulness — its mellow-
ness. It gets the high

Radiola 111

y notes and the low notes
A two-tube Radiola that costs

less than you could build it —gets all the overtones

for yourself. Gets distance o .
. . on the headphones and near that give to music 1ts
Radio Corporation of America stations on a loudspeaker. i ehness L abas

Sales Offices: Suite No. 364 With two Radiotrons WD-11 b
233 Broadway 10 So. La Salle Street 28 Geary Street and headphones. List . $35. contributed to the fame
New York Chicago, 11l San Francisco, Cal. You can always addla Radiola ofthe beS[ kl’lOWﬂ Radi_
Balanced Amplifier, later, to

e get distance on a loudspeaker. olas—-andget; the best out

“—"REG U S PAT OFF

PRODUCED ONLY BY RCA

Radio %ﬁ% Radion

G\
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Summer SalesVolume via the Radio

Route

When the Balmy Days of Summer and the Outdoors Lure, Radio

Has a New, Powerful Appeal Which Dealers Can Turn to Account

Talking machine dealers who handlc radio are
in a peculiarly fortunate position regarding
Summer business possibilities. Radio has now
become an integral part of the busincss, invalua-
ble experience has been gained in radio mer-

the Summer’s pleasurcs for all of these people.

To those who already own a large radio set
there is the possibility of selling one of the
several smaller and portablc types, and to the
prospects who have not yet made their initial

etc, which had been ruined by improper han-
dling by the customers. But the main point is
that a large share of this immense volume was
securcd during the time when the heat of Sum-

chandising and the problems of a
year ago which largely precluded
any extensive merchandising ef-
fort have been solved or other-
wise eliminated. True, many
dealers have permitted the buga-
boo of Summer reception difficul-
ties to permeate their thoughts
to such an extent that they feel
there is little use in making a
really aggressive try for business
during the hot weather. But this
is the type of false reasoning
which encourages inaction and
sounds the death knell of profits
during the Summer.

Let us consider the possibilities
for large volume sales of radio
throughout the entire Summer.
First, there is the belief that
good radio reception in Summer
is practically impossible. There
is no basis for this belief. An

mer days was causing other less aggressive

- dealers to lay down on the job.

The illustrations herewith visu-
alize some of the many situations
during the Summer when radio
will be found to be almost indis-
pensable. Each of these pictures
suggests sales talks of the kind
which will be found most effec-
tive in promoting Summer radio
business. A sales campaign
among® automobile owners in
your city and among the owners
of Summer cottages in your vicin-
ity certainly is worth trying.
There is a large potential busi-
ness merely awaiting the action
of aggressive far-seeing retailers
who have the ability to take ad-
vantage of the excellent oppor-
tunity for profits through the
promotion of really productive
sales drives. Radio is not a sea-
sonal business by any means and

efficiently operating radio set will
bring in a program in an eminently satisfactory
manner in Summer as well as in the colder
weather. The only drawback is that distance
reception is impaired. In most localities there
are good stations within a radius of a couplc
of hundred miles and their programs can be
funed in without any trouble.
Who Are the Summer Radio Prospects?
The Summer radio prospective buyers include
that great army of men and women who turn

Dancing at the Summer Cottage
to the outdoors for their pleasures—the owner
of the seashore cottage and the mountain camp,
the hiker, the automobilist, the boat enthusiast,
those who seek the beaches and bathing, etc.
They also include the even greater army of peo-
ple who stay at home, those who cannot afford
to take their families away on vacation and
who must seek their recreation at home. Radio
can be made a” vital and important part of

Enjoying Radio Music on Picnics
purchase of radio the large instruments can
be featured with profit.

Advantage of the Talking Machine Dealer

The talking machine dealer has the advantage
of merchants in other lines who handle radio.
He has for years been selling a product which
requires very similar merchandising to the ra
dio. In selling, radio and the talking machine
are kin to the extent that both are reproducers
of music, both are sold on the instalment plan
and both appeal to very much the same types
of people. Also the talking machine dealer can
use the mailing list ahd prospect list which
he has built up through the years to excellent
advantage in building Summer radio sales vol-
vme. His salesmen have been trained to sell
along the lines required in selling radio and as
the salesman is the key factor in the wholc
scheme of radio merchandising the talking ma-
chine dealer has another advantage which
should make the Summer sales campaign a dis-
tinct success from the standpoint of profits.

A Concrete Case

One of the large department stores in the
South last year staged a radio sales drive which
extended from February right through to the
latter part of July, the height of the hot weather
season. The manager of the radio department
cffectively exploded the theory that radio can-
not be sold in the Summertime by keeping sales
up to a high point for the duration of the drive.
In that period this department sold approxi-
mately 26,000 radio sets with a value of about
$260,000. It happened that these sets were of
the cheaper type and considerable trouble arose
over service and replacement of tubes, batteries,

those retailers who plan their
campaigns along the lines that there is radio
business to be had throughout the year will be
the ones who will profit. Past experience has
proved conclusively that when a dealer sets out
to develop sales, regardless of weather, he has
little cause for complaint regarding sales vol-
ume. Usually it is the dealer who prefers the
cool shadows of the store on a hot day and who
remains cool through inactivity who shouts
the loudest about business going to the dogs.

= Betr. .
Music on the Auto Tour via Radio
Continue canvassing, advertising, direct mail
and all other sales promotion in the interest

of radio this Summer and watch the sales grow.
[Cuts courtesy Radio Corp. of America]

The Bronsar Sales Corp., New York, has
been granted a charter of incorporation at Al-
bany, N. Y., to deal in radio supplies, with a
capital stock of $5,000. The incorporators are
W. P. C. Brown, J. M. Sarch and S. Pom-

erantz.

STARR PIANOS

_Established 1872

| STARR PHONOGRAPHS
"GENNETT RECORDS

vesent the Highest cAttainment in Musical Worth
Jhe STARR PIANO COMPANY

Richmond. Indiana
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T is no longer “‘Father’s radio set.””
Simplicity and sturdy beauty have

made a family companion of this ver-
satile entertainer.In many homes even
the children are encouraged to tune
in their own favorite features on the
Kennedy.

All complicated, delicate mechan-
ism is eliminated. Every part is sturdy.
Battery and other connections are con-
cealed and protected. A child who can
be trusted to operate a talking ma-
chine can easily tune in any desired
station on the Kennedy. When the
dialsetting for a station is once found,
that station always comes in on its
own setting.

This simplicity of operation and
strong construction appeals to people
whoare hesitating about buying a sct.

MODEL XV — Pronounced by
experts the most highly sclective
and sensitive radio frequency set
on the market today. Has the
same characteristics of easy tun-
ing, musical purity of tone and
brilliant, lifelike reproduction of
all programs within hundreds of
miles that has made other Ken-
nedy models famous. It is non-
radiating —no squeals to annoy
neighbors. Logged tuning.

Retail $141.50, without accessorics.

West of the Rockies — $145.00.

CHILDREN
CAN TUNE THE
KENNEDY

You can assure them that the Kennedy
can be operated by any member of the
family, wlthout knowledge of radio
technicalities or skill in tuning.

Nor does a dealer need to know a
great deal about radio in order to sell
Kennedy receivers. One handy man on
your staff, competent to give common
sense advice on aerials and batteries,
is all the expert help that you need.
A good salesman without wide radio
experience can sell rings around those

THE COLIN B.KENNEDY COMPANY
Saint Louis

ENNEDY

whe ralk glibly of circuits and puzzle
their customers unnecessarily.

Sumplicity — the carefully planned
elimination of many controls and com-
plicated parts— contributes greatly
to the remarkably pure full rounded
sweetness of tone that is so distinctive
a feature of the K enncdy The natural
timbre of speech and music is unmarred
by mechanical distortion.

The Kennedy cannot be surpassed
(if equalled) by any receiver at any
price either in tone, range, selectivity
or sturdiness. That is the final verdict
whenevera directcomparisonis made,
whether in an expert’s laboratory, in
a home or right in your store.

We invite such comparisons at all
times, for everyone who hears a Ken-
nedy becomes a Kennedy enthusiast.

MODEL VI—An extremely sen-
sitive and highly selective set
thatreceivesout-of-townstations
with loud-speaker volume. Sta-
tions are a]{tays found at the
same setting on Dial No. 1. The
other dial controls volume. Non-
radiating. Licensed under U. S.
Parent 1,113,149.

Rerail $85.00, without accessorses.

West of the Rockies — $87.50.

THE COLIN B. KENNEDY COMPANY, Saint Louis: [ am interested in a Kennedy dealership. Please send me particulars.

My name

Firm name

Business.

Street address.

City

State

2020-2

»y
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“Digeing” Made Failure $20,000 Success

When E. S. Sippel Bought a Run-Down Business in New Braunfels,
Tex., It Was Losing Money—How His Methods Made It a Winner

It is generally conceded in the little city of
New DBraunfels, Tex., that when any of the
Sippel boys start out to do anything they put
it over; and no better proof of this belief could
be found than in the experience of E. S. Sippel,
owner of the Sippel Phonograph Co., of this
municipality.

In the Fall of 1923 Mr. Sippel bought what
was, at that time, a run-down business. IFor
-ome reason or another the man who had the
business did not give it the attention it deserved
and it gradually went from bad to worse. When
Mr. Sippel took charge the business was in very
bad shape, which can be better illustrated by
the fact that the first month’'s business under
the new management amounted to only $71.00.

This fact did not discourage Mr. Sippel, how-
ever. He knew that the business was around
him, and only needed to be gone after. He de-
termined to go out and get it. And he did, for
during last year his sales amounted to more
than $20,000, and he is going to go a half better
than that this year.

“I don’t know of anything that we do in our
business that is so different from that done by
any phonograph dealer,” Mr. Sippel stated.
“We get a lot of advertising matter from the
various houses and the Edison people, whose
machine we sell, send us helpful suggestions
which we use,

Going Out to Dig for Business

“It has always seemed to me, however, that
it isn’t so much the suggestions and various
ways of doing business that count so much as
it is getting out and getting it. After-all, it
doesn’t matter if we have a big advertising dis-
play and don’t make any sales.

“When I took over this business it was in
pretty bad shape. But I knew that the business
was here, so I started out to develop it, and
since that time I have been getting it. I now
have one salesman besides myself, keep a girl
in the store here to look after the record sales
and other business, and I'm going to put on an-
other salesman in a few weeks.

Demonstration Sells Instruments

“Nearly all of our sales are sold on demon-

stration. We get the phonograph into the

home. We don’t care whether they say they
don’t want it or not, we put it in just the same.

“The other day I heard of two old maids
who lived out here nine miles from town. They
had lots of money and no music, so I loaded two
of my best machines into the back of the car
and started out.

“When I stopped at the gate one of the sis-
ters was working out in the front yard. I

E. S. Sippel had his own ideas regarding
the proper way to merchandise talking ma-
chines and records and the manner in
which he proved them to be sound is con-
cretely illustrated in the accompanying
story. One of his business maxims is to
sell on a profitable basis and let volume
take care of itself. He also believes it is
of the utmost importance to get the instru-
ment into the home of the prospect for
demonstration and how he does this is ex-
plained. The first year of Mr. Sippel’s own-
ership of the business he increased gross
volume more than 2,000 per cent by fighting
vigorously to build sales volume.

greeted her and told her I had brought a pho-
nograph to leave in their home a few days.

“‘I think you're trying to sell us a machine,’
she retorted; ‘but if you are, you might as well
turn back.’

“I told her nothing would give me more
pleasure than to sell them a machine, but it
wasn’t so much the sale that I was thinking of
as it was to leave the machine a few days
and have them get acquainted with it.

“‘I've been out in the country with these ma-
chines,’ I told her, ‘and the fellow I went to see
wasn’t home. I hate to take them both back to
New Braunfels, so I thought I would ask you if
I couldn’t leave one of them here until I came
by next time.’ :

“When I told her this she thought I was ask-
ing a favor, so she called her sister, and it
ended up by my leaving the machine.

“I always keep right after my prospects, so
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NEW YORK, N.Y.

I was right back the next day following up the
sale. They had played it the night before and
had become real attached to it, so I thought it
would be an easy sale. Instead, however, it
turned out to be a very hard one. They liked
the machine, but they hated to part with the
money. But I finally showed them how they
could cultivate a little more of their ground and
thus make the machine an asset at no addi-
tional cost. The result was that when I left the
house I had a check for the full amount of the
machine.

“It showed me several things. I had worked
this district for over a year; but still, here was
a prospect that had lots of money, really needed
a machine, and I had never been around to
them. Since then I never worry about not hav-
ing enough prospects.

Hard-to-Sell Prospects Best Customers

“I also noticed that the people who are the
hardest to sell to are the ones who are the best
patrons. They generally have the money to pay
cash, for they work hard and appreciate the
value of anything. Therefore, before they spend
a sum of money they are going to know what
it is for. -

“We get a great many prospects by letting
out phonographs. We furnish music for schools,
clubs, socials and other events free of charge.
By doing this we are able to get the names of
all the people who attended and consider them
as prospects.

“But we do not stop there. If we hear of a
man who is going to have a little party in his
home, we offer to loan him a machine even
though we know that he is not in a position to
buy one. We let him take the machine and a
nice selection of records for that night
Then, when we pick up the machine, we get
a list of all the people who attended the party
and use them as prospects.

“Of course, when we help a man out this way
he becomes one of our salesmen. He is not on
our payroll, nor does he sell directly, but from
the way he tells his friends about us we feel
that he is a part of the organization.

Quality Sales Rather Than Volume

“I have never tried to go after volume. I
think it is a whole lot better to build up slowly
and solidly than to try and sell the entire out-
put of a factory on credit. During the time
that I have had this place we have only taken
back one machine; and I could have left that
one had I cared to.

“It happened like this: This man had bought
an Edison and agreed to pay fifty dollars on it
at a certain time. He seemed to be a pretty
good sort of a fellow, so I took his notes. La-
ter, however, I found that he was running
around quite a little and spending more than
he could afford.

“When it came time for him to pay his fifty
dollars he came in and offered a lot of excuses
and asked if it would be all right to pay twenty-
five dollars then and the rest later.

“‘It certainly will not,” I told him. ‘You
agreed to come in here with fifty dollars to-day.
You've had plenty of time to get it. You earn
good money. You haven’t been sick, nor had
sickness in your home, You better get that
money in here to-day, or we'll be out there in
the morning to get the machine.’

“He didn’t get the money, so we got the ma-
chine. It isn’t easy to go out to a man’s house
and take something away from him; especially
if you have known him all your life. But when
it has to be done, I'm not going to sit back and
worry about it. .

“I eliminate such instances, however, by not
taking paper that I know won’t be met. Every
note that is taken on a phonograph must bear
my o. k. before they can get the machine.”
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The caps of Brandes
leadsets are of hard
rubber—not composition
or imitation. They are
comfortable, sanitary
and they afford most ef-
ficient seating for the
diaphragm.

with every set/

M OST people measure the value of a radio set
by the distant stations they can log. A
headset gives them just about thirty per cent
more stations.

Most people want to listen in without disturbing
others—and without being disturbed.

They need headsets.

And—to the dealer—the sale of a Brandes headset
means a customer better satisfied with his set—
whether it be large or small. Sell your cus-
tomers the best and they will come back for more.

Brandes
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Brunswick Salon of Fifth
Avenue Opens on April 25th

Chester I. Abelowitz and Cornelius N. Abel-
owitz to Operate Elaborate New Showroom
for Brunswick Line in New York City

Arrangements are rapidly being completed
for the opening of the Brunswick Salon of
Fifth avenue at No. 668 on New York’s famous
thoroughfare. This establishment, which is to
be operated by Chester I. Abelowitz together
with his brother, Cornelius N. Abelowitz, will
be one of the most elaborate retail talking ma-
chine and radio houses in the country. It is
situated in the heart of New York’s most ex-
clusive section, and will carry the Brunswick
line of phonographs and records exclusively,
and the Brunswick Radiola, the Radio Corp. of
America line of radio receivers, the Atwater
Kent and two other makes of radio sets.

A direct tie-up with the Brunswick Co.’s
newspaper advertising will be effected and the
store will have the status of being the chief
representative in New York of the company.
Special de luxe art cabinets will be constructed
for this establishment exclusively by the Bruns-
wick Co.

The formal opening of the Brunswick Salon
is scheduled for Saturday, April 25. The chief
feature of the occasion will be a radio program
broadcast direct from the store and which will
be relayed through Station WJZ at which prom-
inent Brunswick artists will perform. The pub-
lic will be invited, through advertisements, to
this concert. After the opening similar radio
programs will be broadcast every two weeks.
At each broadcasting announcement will be
made that the program is being sent from the
Brunswick Salon, under the direction of Ches-
ter I. Abelowitz, and the public will be invited
to send their comments on the concerts. The
names so secured will be used for a sales fol-
low-up.

An elaborate brochure showing views of the
luxuriously furnished and fitted warerooms and
giving explanations of the high policies and am-
bitions of the establishment is being prepared
for distribution to those attending the opening
Copies will also be sent to the mailing list of
the store,

Mrs. Edmund J. Brewster, former manager of
the Sonora warerooms, which were located for
some years at this address, will be assistant to
Mr. Abelowitz. Prominent officials of the
Brunswick Co. have signified their intention of
being present at the opening ceremonies.

Mr. Abelowitz has taken a twelve-year lease
on the establishment and expects to make it one
of the leading retail music and radio houses in
the metropolitan section. He will continue to
be actively interested in the Ansonia Music
Shop, which he operates in conjunction with his
brother, at 2130 Broadway, and where he has
built up a large business.

McDonald to Journey
North With MacMillan

President Zenith Radio Corp. to Be in Charge
of Radio on MacMillan’s Arctic Trip—Inter-
esting Radio Experiments to Be Made

Eugene F. McDonald, Jr., president of the
Zenith Radio Corp., Chicago, Ill, and widely
known in radio circles throughout the country,
will be in charge of the radio on the trip that
will be sponsorcd by Dr. Donald B. MacMillan,

Kugene F. McDonald, ]Jr.
famous Arctic explorer, starting next June.
Dr. MacMillan will return to the North on lhis
ninth voyage of exploration and, in addition to
all of his previous facilities, will utilize naval
aircraft to aid him in his activities. The proj-
ect has been approved by Secretary of the
Navy Wilbur and endorsed by President Cool-
idge, and also will have both the financial and
scientific backing of the National Geographical
Society,

It is expected that radio activities of a novel
character will be developed by the expedition,
with the possibility of voices from the Arctic
being carried down the Coast to American sta-
tions. Mr. McDonald said recently he hoped to
make radio history on this journey, as, for ex-
ample, he will try to get code messages through
from the Arctic, representing in itself a remark-
able achievement. Mr. McDonald is equipping
the vessel on which he and Captain MacMillan
are going with special apparatus designed for
the occasion,

An involuntary petition in bankruptcy has
been filed against the American Radio Research
Corp., Medford, Mass,, by the Radio Institute,
of Chicago, the principal creditor, with a claim
amounting to $13,802,

Brightson Labs., Inc.,
Inaugurates New Policy

Manufacturer of Radio Tubes to Discontinue
Distribution Through Wholesalers and Deal
With Trade Direct—Reduces Tube Prices

Brightson Laboratories, Inc, manufacturer
of the True Blue tube, announces from its
executive offices in the Waldorf-Astoria Hotel,
Thirty-fourth street and Astor Court, New
York City, an entirely new sales policy as regards
the retail price and the distribution of its prod-
uct. The True Blue tube, marketed as a radio
product of the highest quality, has heretofore fol-
lowed the methods pursued by other manufac-
turers and has sold its product through distrib-
utors located in the key cities of the country.
Due, however, it is said, to the fact that under
the present marketing situation distributors are
unwilling to buy such merchandise in reason-
able quantities the sales department of Bright-
son Laboratories, Inc., has decided to discon-
tinue forthwith all jobber arrangements and
deal direct with the retailer. In conjunction
with this distributing innovation Brightson
L.aboratories, Inc., announces a radical reduc-
tion in the retail price of its merchandise. The
True Blue tube formerly selling at six and five
dollars will now be listed at three dollars and
a half per tube.

George E. Brightson, the directing head of
Brightson Laboratories, Inc., in a chat with The
World covering the sales plans and price poli-
cies, said: “The jobber to-day under present con-
ditions is merely an order taker and does very
little to further the interests of the products he
is supposed to represent. This, together with
the fact that payments to the manufacturer are
slow, makes past methods of distribution inef-
fective and obsolete. Under the initial prices at
which True Blue tubes have been marketed both
the dealer and the public have been penalized
in order to care for distribution discounts. The
failure of the distribution structure to function
effectively makes the jobber method of distri-
bution an untenable one.

“With our new sales plans and prices all True
Blue tubes will be sold for cash. This will be in
effect for both the dealer and consumer, This
will be a general policy and will affect all our
sales without exception. There will be nothing
personal about our cash sales. This general
policy will be found by the trade to be one of
the healthiest moves ever inaugurated in the
radio field. It will bring the True Blue tubes
to the consumer at remarkable savings and will
add considerably to the gross sales, thereby as-
sisting substantially in adding to the dealers’
volume.”

Hall’s Music Shop, Middletown, Conn., which
for more than twenty years has been located
at 22 Silver street, has moved to larger and
more central quarters at 275 Main street.

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.

Write for our list of 1925

styles and prices

THE PERFECT PLAN
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Concerning Your Best :
Salesman— |

‘- 7 OUR store window can sell more records for you than E
the best salesman you could hire. Everybody who
passes your store is a prospect. A few may be on their
way to your store; but most of them are passersby. You 3
can get more of them into your store if your window is well
dressed.

The new Columbia monthly window display service is
designed particularly to draw attention and interest the peo-
ple who come within sight of your store. Each month there
will be hangers, cut-outs, centerpieces, record holders, post-
ers, attractively lithographed window trims, special display
cards on individual records, window streamers featuring cur-
rent hits—all of them timely and effective.

The new display service is available to Columbia dealers at
an extremely low cost. The nearest Columbia branch or
distributor will gladly show you a specimen month’s display.

Columbia Phonograph Company, Inc.

1819 Broadway, New York City

Columbi

PHONOGRAPHS AND um ia\ NEW PROCESS RECORDS

/
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MODEL 580 MODEL 570 MODEL 560 * MODEL 550
$350 $300 1 $250 $200

&

MODEL 460 MODEL 450 / MODEL 440 MODEL 430
$200 ] $175 $150 $125




MODEL 540
$175

MODEL 340
$120

The Talking Machine 1Vorld, New York, April 15, 1925

MODEL 530 MODEL 520
$150 $125

MODEL 240
$75

MODEL 140
$50

7

74
- 4 MODEL 420

$100

Write the Columbia branch or

distributor in your territory for

full information on the new

Columbia line

Atlanta, Ga., 561 Whitehall Street
Boston, Mass., 1000 Washington St.
Chicago, Ill., 430-440 S. Wabash Ave.
Cleveland, Ohio, 1825 E. Eighteenth St.
Dallas, Texas, 2000 North Lamar St.
Kansas City, Mo., 2006 Wyandotte St.

Los Angeles, Cal., 809 S. Los Angeles
Street.

New York City, 121 West Twentieth St.

Philadelphia, Pa., 40 North Sixth St.

Pittsburgh, Pa., 632 Duquesne Way

San Francisco, Cal.,, 345 Bryant Street

Buffalo, N. Y., 700 Main Street

Detroit, Mich., 439 East Fort Street

Minneapolis, Minn., 18 North Third St.

Seattle, Wash., 911 Western Avenue

COLUMBIA WHOLESALERS, Inc.

205 West Camden St., Baltimore, Md.

TAMPA HARDWARE CO.

Tampa, Fla.

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 St., Cincinnati, Ohio

517 Canal Street, New Orleans, La.

COLUMBIA PHONOGRAPH CO., Ltd.

22 West Front Street, Toronto

COLUMBIA PHONOGRAPH CO., Inc.
1819 Broadway New York

2
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Three More Masterworks Sets
of Imported Recordings

Supplementing the eight album sets which have already
been so well received by the public, Columbia now an-
nounces Masterworks Sets Nos. 9, 10 and 11, and several in-
dividual recordings of chamber music, concert and operatic
numbers.

Read over the list below, and you will realize that the finest
talent in Europe has been chosen to make these records.
Hear them and you will marvel at their accuracy of repro-
duction.

For further information address the nearest Columbia branch
or distributor.

MASTERWORKS SET NO. 9 chestra. In eight parts—four double-disc records.
BRAHMS—SYMPHONY NO. 1 in C Minor, Opus 68 Complete with permanent record album......... $7.00
By Felix Weingartner and London Symphony Or-
chestra. In ten parts—five double-disc records. Com- MASTERWORKS SET NO. 11
plete with permanent record album............. $8.75 MOZART—CONCERTO in A Major, for violin and
orchestra, Opus 219
MASTERWORKS SET NO. 10 By Arthur Catterall and Orchestra, Hamilton Harty
CESAR FRANCK—SYMPHONY in D Minor conducting. In eight parts—on four double-disc rec-
By Sir Henry J. Wood and New Queen’s Hall Or- ords. Complete with permanent record album. .$7.00
Chamber Music
BEETHOVEN: KREUTZER SONATA—Sonata in A, MOUSSORGSKY: KHOVANCHTCHINA: Prelude
for Piano and Violin, Opus 47 By Hamilton Harty and Orchestra
By Arthur Catterall (Violin) and William Murdoch 67053-D—12" . .. .. $1.75
(Piano) , :
Parts 1 and 2—67052-D—127 rves s 1.75 RIMSKY-KORSAKOV: COQ D’ OR: Introduction
Parts 3 and 4—67051.D—12"... ...\ %1.75 RIMSKY-KORSAKOV: COQ D’ OR: Cortege de
noces
DEBUSSY: PRELUDE—L’Apres-midi d’'un jaune By Hamilton Harty, conducting the Halle Orchestra
By Hamilton Harty, conducting the Halle Orchestra 67054 DemllZ™ 4w aln's rmiimid di' i o s | M Al 3 $1.75

Columbia Phonograph Company, Inc.

1819 Broadway, New York City

Whrite to the Columbia branch or distributor nearest you

Atlanta, Ga., 561 Whitchall St. San Francisco, Cal.,, 315 Bryant St. 221 S.W. Temple, Salt Lake City, Utah
Boston, Mass., 1000 Washington St. Buffalo, N. Y., 700 Main St. W. W. KIMBALL CO.
Chieago, Ill., 430-440 S. Wabash Avc. Detroit, Mich., 439 East Fnrt St, Wabash Ave. and East Jackson Blvd.,
Cleveland, 0., 1825 E. Eighteenth St. Minncapolis, Minn., 18 North Third St. Chicago, JII.
Dallas, Texas, 2000 N. Lamar St. Seattle, Wash., 911 Western Ave. COLUMBIA DISTRIBUTORS, Inc.
Ikansas City, 3o., 2006 \Wyandotte St. COLUMBIA WHOLESALERS, Inc. 1327 Pine Street, St. Louis, Mo
£ 3 : , o s, Mo,

Los Angeles, Cal., 809 S. Los Angeles 205 West Camden St., Baltimore, Md. 231 W. K th St Cinci ti, Ohio

St. TAMYA HARDWARE CoO. KR8 JF. el B, O
New York Qity, 121 W. Twentieth St. T:ampa, Fla, 317 Canal St., hE}V Orleans, La.
Philadelphia, Pa., 40 N. Sixth St. COLUMBIA STORES CO. COLUMBIA PHONOGRAPH C€O., Litd.
Pittsburgh, Pa., 632 Duquesne Way 1608 Glenarm Ave., Dcnver, Colo. 22 West Front St., Toronto

Columbia

PHONOGRAPHS AND Columgia NEW PROCESS RECORDS
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Strikingly Effective Publicity Methods
of Chubb-Steinberg Co. Win Patronage

Live Cincinnati Retail House Puts in Practice Belief That Publicity Cannot Be Too Extensive
by Organizing Orchestra Which Broadcasts and Plays in Public—Make First Gennett Recording

For a long time the Chubb-Steinberg Music
Shop, 17 East Sixth street, Cincinnati, O., has
been well known, but the management wanted
it to be known still better. It wanted all and
sundry when they heard music, no matter from
what source or what kind, to think of the store
and the line of talking machines and records
handled.

The latest Chubb-Steinberg publicity stunt

they put it over. The company and the orches-
tra are “on the map”—conspicuously and prom-
inently on it.
Orchestra Becomes Gennett Artists

“We have just signed a year’s contract with
the Gennett Recording Laboratories,” said H. L.
Chubb, “and as a matter of education for the
masses our orchestra recorded publicly at the

proved to be a good =
one. Radio was used
to create interest in
the two talking
machine lines han-
dled — the \ictrola
and Sonora—and
also in records. It
is commonly under-
stood that this con-
cern was among the
first music dealers
in Cincinnati to take
on radio, and ex-
perience has taught
that radio gives a
nmusical education
and also makes rec-
ords popular. The
company has gathered together the best of local
talent, created a splendid orchestra, financed
it, named it the Chubb-Steinberg Orchestra and
began to broadcast. As a result, fame has
come from North to Soutl, from East to West
—crgo the name Chubb-Steinberg is known
everywhere.

Dancers want the orchestra, and so do amusc-
ment places. They are not merely wanted in
Cincinnati, but everywhere. They dared—and

Chubb-Steinberg Orchestra Rehearsing Gennett Recording

-

first part of March. The Gennett people, under
the direction of W. N. Purnell, of the Cincin-
nati branch of the Starr Piano Co. fitted
up a recording laboratory on the stage, and
here the public was shown the ‘how’ of record
making to the great delight of all. The pro-
gram was broadcast at the same time, and thus
publicity extended all over the continent and
beyond.”

The wax was then played for the interested

spectators on the recording machinery just as it
is in the Starr laboratory and the various proc-
esses in Gennett record recording and manufac-
turing were explained by the official announcer
to the crowd and to the thousands of listeners-
in all over the country. It was further an-
nounced the finished record would be listed in
the Gennett catalog and be on sale as soon as
possible after being sent to the Starr factories
for pressing. A display of recording waxes,
copper plates, test records, “mothers” and mas-
ters and material from which the record is
pressed was also displayed and labeled and aug-
mented very materially by actual visualization
the explanations of the announcer. The accom-
panying illustration shows the orchestra in the
laboratory practicing for the record, “Because
They All Love You,” which later was made at
the show. This record is marked “Played, re-
corded and broadcast at the Cincinnati Radio
Show.”

On one occasion when the orchestra was
broadcasting it was anounced that if those who
enjoyed the music would send a card to the
company they would be sent a radio log. They
expected a few requests for the log, but in a
few days they reccived 10,000 requests, and they
kept coming in for quite a while.

Influence of Store Arrangement

The Chubb-Steinberg Shop registers “alive”
as one enters. It is tastefully arranged, with
large record cases on the right and glass-en-
closed demonstrating rooms on the left. It is
well lighted, both inside and out. There is an
activity about the place that speaks for itself.
One can sece prosperity and enterprise in the at-
mosphere of the store and its staff.

“‘Nothing ventured nothing gained’ is not a
bad motto, if it is not carried too far,” com-
mented Mr. Chubb, “and we have gained. We
had a good business last year, in spite of the
general depression, and now our business is
fine, with splendid sales of talking machines,
records and radio. And we expect our sales
to increase right along.”

RIVOL

Once Again, the Superlative

It is a simple matter to accomplish a low-priced article at

—that is an achievement!
It is one thing to boast.

It is another thing to live up to the terms of a
boast.

RIVOLI welcomes the opportunity to live up
to any boast—and there have been many—
which has been made in its behalf.

Design—Construction—Finish—Tone

Rivoli offers the ultimate in every department
of the phonograph. There is no better value.

Vincennes Phonograph Co.
VINCENNES INDIANA

Full particulars in regard to prices and deliveries will be cheerfully given by
LEON C. SAMUELS, Vice-President and Manager of Sales, Space B-19-26,
American Furniture Mart, 666 Lake Shore Drive, Chicago, Ill., and H. B.
STEVENS, Southern Representative, 314 Pan-American Building, \New
Orleans, La.

But to combine quality—RIVOLI quality that defies competition, with a low price

Left-hand compartment constructed to accom-
modate any standard phonograph panel

in Values!

the sacrifice of quality.

Model No. 22

“William and Mary” Period
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IHEN a concern starts at zero and be-
comes the largest company of its kind
B2 on earth, 1t 1s due to three things:
superior merchandise, intelligent contact with
customers and an anticipative sense of our
It required several years
of hard work to formulate a plan of operation
that would best serve our customers.
operating policy today 1s the result of close
study of just what our thousands of customers
need, and works with chain-store preciseness.
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With this huge investment of time and
money, the influence of Everybody’s Service
has grown with giant strides, reaching a huge
volume that reflects the opinions of our cus-
tomers. We are proud of this tangible proof
of friendship and everything we can think of
1s done to msure a continuance of this formid-
able volume of business.

Both orders totalling a few cents and orders
for thousands of dollars arrive every day and
pass through Everybody’s system with genu-
e personal appreciation, and a desire on our
part to give both the small and the large order
the one and only type of genuine service that
1s possible to obtain from us.
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Our New Catalogue is now ready for
distribution. Far oecnpletad
useful than our previous one, it repre

sents truthfu llyt}epogres fthso-
gamzation. A copy has been mailed to
eeyoeofo loyal frie d whom
we hope will use it with confidence and
with the assurance that many thou-
sands of phonograph merchants have
used previous editions to their decided
advantage.
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Representatives in Foreign Countries
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Radio Problems Solved by Fitzgerald Co.

Free and Paid-for Service on Contract Basis and Unique Form of
Compensation for Salesmen—Unusual Guarantee With Radio Sets

How can we handle radio to the best advan-
tage is the question uppermost in the minds of
talking machine dealers who are actively en-
gaged in this phase of merchandising and also
those who are planning to *“‘get into the game.”
The Fitzgerald Music Co., of Los Angeles, Cal.,
one of the largest and most successful music
houses in the country, in common with many
other dealers, faced the same problem and be-
ing pioneers in the radio business—the depart-

Date

ITZGEl

Contract Begina_ HMILL STREE

- h TRinity 7211
FTZGERALDY USICOD,
T 7@ 7-729  Contract Explres

RADIO SERVICE CONTRACT

“The De Forest radio sales course, which over
100 members of our wholesale and retail organi-
zation are at present studying, will assist us
tremendously, Very few salesmen we have
found really have an adequate idea of how radio
equipment should be merchandised. All of the
men whom we at present employ we have had
to train ourselves, and we have obtained excel-
lent results in this connection.

“As an example of the effectiveness of the

Nam.

which service we make a charge of $12.00. This
charge is collected in advance.

“We then follow these service contracts up
very closely, making a call every thirty days to
adjust and regulate the radio sét. By adopting
this service procedure, which is rendered at a
figure which does not cover our actual cost of
performing the service, we obtain the radio
owner’s good-will, his battery and tube busi-
ness, and we find that many prospects are

Inatr

Address

= Styl

In comsideration of the wervice to be rendered by the Fitzgerald Music Company in connectlon with the Realdence Phone. - — Wood
correct operation of. Radlo Set. Style No. 1 hereby agree to pay the
sum of. — —Dollars (8 ). payable as follows: Dat. S — Expires.
e ————te e —— T T T
This contract DOES NOT caver the reploscement of tubes, batteries, ear phones, loud apeaker, or any other part . | . l I Servie - .
The Fitigerad Music Company agrees to put the sbovt deseribed lasirument fin corect"operating order, it | e —_rrm Ocderjllo Remarke
necded, o or near date of beginning of this contract and to give the following service for a period of twelve T 13
5} Tnonthe from ‘said
e e — = —

lePEcTION OF: = This contract §o not to be confused with {
Loop Contacts Potentiometer Batteries the Manufacturer's Guarantee, which doca | I — S—

Contacts T not cover service, but guarantees materiol
Jnck Contact Lr);. al ubes and workmsnship ‘only. Defects that might | IR

Condenser Plates Battery Connections
Catwhisker Contacts Tube Sockets
Rheostat ament Switeb

Selectivity
Ete.

arise from lack of proper cure of the instru-
ment are not evidence of poor material or
workmanship,

To make Twelve Volunlary lmvec(\on Calls from Radlo Service
thirty (30) daya apart, and to ond_ to
SXneit to receive and report to office any’ and

The cost of this service is regula
zane of
T ity “itend the period of service o
Accepted: FITZGERALD MUSIC COMPANY

P s to be
Ao e T e 0 8 per call.
all suggestions for the bette

utually agreed that n ehange of
C R S e L e o B d e S e
e owner of the Instrument will pay the difference

Bervice

+

|

rment of the service.

address into o 1
¢ Fitzgerald Music Company |

By — — —Name — . j
Equipment: — - :] +
Tubes— Loud Speakers. Address. = * !
Batteries. E Phoné Residence Phon Business Phone. = +
Face of the Radio Service Contract Reverse

ment was started about three years ago—ex-
periments and experience brought the solution.
The radio department at this store is now a
distinct asset, according to H. C. Braden, vice-
president of the company, who in the follow-
ing article outlines the policies and merchan-
dising practices which have been found most
profitable and satisfactory:
Separate Departments

“We have carried radio equipment for the
past three years. From the very beginning of
our activities along this line, we discovered
from a careful analysis of the situation that if
we were to continue merchandising phono-
graphs it would be necessary for us to estab-
lish two distinct departments, one of which was
to continue to merchandise phonographs, the
other department to merchandise radio. Ac-
cordingly, this plan was adopted, and we have
never had any reason to change this system.
Both departments are under the direction or
management of C. H. Mansfield.

How Salesmen Are Handled

“In our phonograph department we have on
the floor one salesman and ten outside sales-
men. In our radio department we have one
floor salesman and eleven outside salesmen.
Each day in both departments we permit one
of our outside men to come in and stay on the
floor, where he has second call, and is permitted
to close floor deals and to follow up all pros-
pects which he waits upon. The outside men
rotate in respect to this privilege.

Don’t Use Distance Argument

“Our advertising department has been care-
fully instructed never under any circumstance
to make use of the ‘distance’ argument in any
of our radio advertisements. We find that it is
ever so much more satisfactory to place a radio
set in a purchaser’s home with the understand-
ing that no guarantee is made relative to the
obtaining of distant stations. We guarantee
only local reception despite the fact that in 99
cases out of 100 we are able to bring in distant
stations for the purchaser. We go even a step
further by obtaining the customer’s signature
wherein is set forth the understanding that the
customer has with our salesman regarding
this question of ‘distance.’” On the next col-
umn is reproduced a copy of thie document

policy we have adopted relative to our refusal
to sell sets with the ‘distance’ argument, I can
refer you to our figures on repossessions. Dur-

GUARANTEE AND CONDITIONS OF....
(Sale or Lease)

1. This Radio Receiving Set (Make)................
(Model) (Finish) ....... . (Number)
is guaranteed against defects in material and workman-
ship, and to be in perfect working order at the time of
delivery. Any defects must be reported to us, The Fitz-
gerald Music Company, within thirty days from date of
delivery of set.

2. IT IS DISTINCTLY UNDERSTOOD THAT NO
PROMISES OR GUARANTEES ARE MADE WITH
REGARD TO LONG DISTANCE RECEPTION.

3. Free service will be given for a period of thirty
days from date of delivery of Radio Set to customers
residing within the free service zone area as follows:
The city and residential district of Los Angeles proper,
or to any point in the city limits of Los Angeles within
a ten-mile radius of our store.

4. TUBES AND BATTERIES ARE NOT GUAR-
ANTEED AS TO LIFE, AND ARE REPLACEABLE AT
PURCHASER’S EXPENSE.

1 have read the above standard form and agree to its
conditions.

Los Angeles, California, ........ day of........ , 192, ..
(Signed) s olae oo« BTS04 T
Customer.
(\Witness)

ing the past eight months we have had occa-
sion to repossess but few radio sets, less than
two and one-half per cent of our total sales.
Free and Paid Service

“We give free service with every radio set
sold for a period of thirty days. After that we
make a charge for calls made during the day
of $1.50 and a charge of $2.50 for each call made
at night. We also have a service contract which
we offer to our radio purchasers. This provides
for twelve service calls during the year, for

Side of Radio Service Contract

turned in by our service department that we

would otherwise not come in contact with.
System of Compensation

“Our men all work on a commission basis
only. No drawing accounts are paid, nor do we
pay any part of the expenses which our men
may incur in seeking new business. Our com-
mission schedule, which we pay to our outside
radio and phonograph salesmen, is as follows:

12 per cent on the ..$1,000.00

11 per cent on the 1,000.00

13 per cent on the 1,000.00

14 per cent on the 1,000.00
This commission is payable on the fifth day of
each month on the business accomplished by
the salesman during the preceding month. The
salesmen are charged back with all deals repos-
sessed on the same basis as that on which they
receive the original remuneration or commis-
sion. We find our outside selling expense,
therefore, to be about twice as great as the sales
we make on our floor. We find this outside
system of obtaining business to be even more
satisfactory from a credit standpoint than the
sales which we make on the floor, for our sales-
men are enabled to make a closer investigation
of the credit risk when calling upon the one
desiring credit than is the case when the pros-
pective purchaser calls at our store.

“When one of our outside salesmen files a
prospect, he receives all the credit and all the
commission when this prospect purchases, re-
gardless of who may close the deal

“Whenever one of our salesmen turns in the
name of a new prospect, a letter is immediately
mailed to this prospect setting forth the advan-
tages of the particular merchandise which we
represent, and thanking the prospect for the
courtesy extended our representative.”

MAKE 1925 A QUALITY YEAR

Only bigh grade raw materials produce high grade records.
For the best grades of uniformly cut

COTTON; FLOCKS FOR PHONOGRAPH RECORDS

Write to

CLAREMONT WASTE MFG.

1"‘ |
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CLAREMONT, N. H.
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Here 1s
A “Leader”
You can sell

Not one, but dozens!

A “real” Console Phonograph.

Made by “Vitanola”, and

quality made throughout—

Yet priced so low

It turns “lookers” into buyers.

We feature this cabinet, because

So many of our present dealers

have enjoyed so much success with it,
we figured other dealers, you among
them, would like to get acquainted with
this easy selling, profit making number.
Please read specifications, note price,
then, just clip and mail this coupon.

April, 1925, World.

Vitanola Talking Machine Co.

666 Lake Shore Drive, Chicago, Ill.
Please s i v A e D S e s 2 s Al
...... No. 510 Mahogany Vitanola at $50.00 eac

Terms: 2% 10 days;
dealers. On C. O. D
20% is required.
All shipments F. O. B. Saginaw, Michigan.
are not interested in this special, but
ave our name placed on yo

et 30 days to rate
. orders a deposit o
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W. A. Hanit Now Adler
Quaker City Manager

New Philadelphia Manager of Adler Mfg. Co.
Has Been Long Identified With Talking Ma-
chine Trade and Is Widely Known

Lambert Friedl, vicc-prcsident and general

sales manager of the Adler Mfg Co., Ncw
York, manufacturer of Adler-Royal phono-
- =9

W. A. Hanft

graphs and neutrodyne radio products, an-
nounced recently the appointment of W. A.
Hanft as thc company’s Philadelphia manager,
with headquarters at 1015 Chestnut street in
that city. Mr. Hanft will work under the direc-
tion of Robert Harris, who recently was ap-
pointed manager of the New York offices of
the Adler Mfg. Co, after having bcen excep-
tionally successful as Philadelphia district
representative.

W. A. Hanft is well known in the talking
machine trade in the East as he has bcen iden-
tified with the talking machine industry for a
number of years. He was rcceatly general man-
ager of the International Clearing House,
wholesaling radio products, resigning that posi-
tion to join the Adlcr forces. He was associatcd
with the Brunswick organization in New York
for a number of years, and he brings to his ncw
post a thorough familiarity with dealer prob-
tems that should help him considerably in co-
operating with Adler dealers throughout the
Philadclphia territory.

H. A. Yerkes Resigns From
Columbia Phonograph Co.

Former Vice-President and Assistant General
Manager of the Columbia Co. and Affiliated
Companies a Veteran of the Trade

H. A. Yerkes, wcll known throughout the
talking machine trade, has resigned the office
of vice-president and assistant general manager
of the Columbia Phonograph Co., Inc, and its
affiliated companies. Mr. Yerkes' rcsignation
carries with it the sincere regrets of his many
friends in the trade and in the Columbia serv-
ice. He has been identified for more than twen-
ty-scven ycars with thc talking machine indus-
try, during which time he served the Columbia
Co. as manager of most of its important
branches and in the capacity of district and
field sales manager and as an officer and ex-
ccutive.

Mr. Yerkcs, who for the time being will con-
tinue to occupy an office in the Gotham Na-
tional Bank Building, New York, has not yet
indicated just what field of endeavor he will
undertake.

The Radio Service Corp, of New York and
Wilmington, was recently incorporated at Do-
ver, Del, to manufacture parts with a capital
stock of $50,000.

Sonora Delivery Trucks
Broadcast Fine Publicity
Live Merrill, Wis.,, Dealer Making Most of

Opportunity to Advertise Product by Mak-
_ing Delivery Truck Publicity Medium

MerriL., Wis, April 7—The Gruett Drug Co.,
of this city, uses an efficient method for the
delivery of Sonoradios. The company main-
tains several handsome trucks featuring the
Sonora trade-mark to excellent advantage, and
the accompanying illustration will give some
idea of the cffectiveness of this publicity. An
experienced radio man goes along to make thc

oRorg)

PLAY AS YOU PAY PLAN

DOUSGISTS

GRUETT DRUG. CO.2R, =

MUsIC
MEROWNS

Gruett Co.’s Sonora Truck
installations and the company’s Sonoradio
busincss lias been incrcasing rapidly as the re-
sult of the service given to its trade.

Pearson Back With Columbia

Denver, Coro, April 6-—C. O. Pearson, who was
formerly connected with the Columbia Stores
Co., local wholesaler of Columbia products, and
who resigned his position to accept a connec-
tion with the Reynolds Radio Corp. is back
with the Columbia organization as publicity
director.

“FROM A

-
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A
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J.A.FISCHER CO.

= 730 MARKET ST. PHILA. PA.

‘ ‘ TE recognize no higher
leadership than

leadership in Service, and
to this end we stand para-
mount. *

Whether it is a Sound Box,
Tone-Arm, Motor, or a
part you want—we are
equipped to give you real,
quick Service—quicker.

Manufaclurers 7 Téwging

10 e st o
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Sales Map o ke Swan son Jr.

PORTABLE

List $2 5@

(In Far West $27.50)

}~\’(

Distributors of the Swanson Jr. Portable
ATLANTA...... A. J. Wismer, 218 Barnett St.
BUFFALO...Wm, A. Carroll, 803 Bramson Bldg.

CHICAGO: Lyon & Healy, Wabash Ave. and
Jackson Blvd.
Cheney Talking Machine Co., 24 N.
Wabash Ave.
Consolidated Talking Machine Co.,
227-229 W. Washington St.

CINCINNATI. . ... ... Columbia Distributors, Inc.,

224 W. 4th St
CLEVELAND. .Record Sales Co., 1965 E. 66th St.
DETROIT. .. .. Consolidated Talking Machine Co.,

2957 Gratiot Ave.
KANSAS CITY. Artophone Corp., 804 Grand Ave.

MINNEAPOLIS..Consolidated Talklng Machine Co.,
1121 Nicollet Ave.

NEW ORLEANS .Junius Hart Piano House,
123 Carondelet St.

NEW YORK CITY. .. . General Phonoéraph Corp.,
15

W. 18th St.

PORTLAND, ORE... ... . ..... L. D. Heater Co.,
357 Ankeny St.

RICHMOND, VA....... Richmond Hardware Co.,
101 S. 14th St.

SAN FRANCISCO............ L. D. Heater Co.,
420 Ninth Ave.

SHPIE@ULS s Artophone Corp., 1103 Olive St.

Consolidated Talking Machine Co.

227-229 West Washington St. Chicago, Illinois
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Landau’s Tap All Veins of Business Mine

Live Pennsylvania Dealer Covers the State in Band Organization
Which Results in Bulk Sales of Musical Instruments—Methods That

Sell 700 Records

Business is like a mine, you can work onc
vein and let the others go untouched or you
can develop every stratum into a profit-yielding
source, according to Leo Landau and William
Bronson, of the Landau Music & Jewelry Store,
25 West Broad street, Hazleton, Pa., in ex-
plaining how they have built up their trade to
the point where a 70 per cent increase alone is
recorded in the sale of C. G. Conn Co. musical
instruments, and where the selling of as high as
600 or 700 records of one particular number is
-ounted as being just part of the day’s work.

Live-wire advertising methods, going after
the man of foreign tongue through circulariza-
ion, backed by snappy window displays—that
is how the talking machine end of the business
is handled—but the explanation of the methods
followed in building up the sale of musical
instruments must be more detailed.

Using Methods of “Big Business”

The firm is probably the first in the country
to sec that the present-day tendency toward
frivolity, which has perplexed educators who
seek wildly all kinds of remedies, was a situa-
tion that spelled big business. Its representa-
tives went to the Hazle township school direc-
tors and suggested that a band be organized,
with membership limited only to boys who
stood well in their classes. The board saw the
value of the suggestion and as its musical di-
rector is a versatile man, by name Victor A.
Oswald, they asked him if he felt he could
handlc the band. He was in favor of the plan
and the board spent $4,700 for instruments,
bought uniforms for the musicians, and now
when a boy fails to make good in his studies,
he is “fired off the band” just as schools give
the gate to the athlete who is slipping in his
school work. Now membership in the organiza-
tion means a musical education for nothing and
indicates to all people that the musician is
well up in his studies.

Band Organization in Foreign Section

Not content with this initial taste of what
the band business might mean, the firm went
ahead with similar plans for other groups.
Kelayres, an all-Italian settlement near Hazle-
ton, was selected for the next place. There the
people, inhcrent and innate lovers of music,
backed the project and the schools never got a
chance. The public provided the money for the
band, for its uniforms and for the instructor.
The boys’ band idca, however, stuck in the
minds of the management of Landau’s and they
went to Freeland, town of 10,000, nine miles
from Hazleton, and offered to do the same as

was donc for the Hazle township boys. They
sold the instruments to the boys, provided an
instructor, and the Y. M. C. A. gives the use
of its rooms for practice.

This was in turn followed by a similar movc
at McAdoo, five miles south of Hazleton and
Weatherly, eight miles to the East. The firm

provided instructors and instruments for the

of Single Number—Interesting the Foreign Born

study their field. They look over the prospects
where towns are prosperous and where there is
community pride. They try to keep in touch
with all musicians and with all music teachers.
They sound the latter on their willingness to
act as tcachers of bands and oichestras. Then
they go out to those who are in authority or
who are community leaders and seek to interest

An Artistic Landau Musical Instrument

bands and is now engaged in promoting a
Hazleton Boys’ Band which is to make its
initial appearance on July 4 in Hazleton’s com-
munity fete, a Beginners’ Orchestra for Hazle-
ton and a High School Boys’ Band for Nesque-
honing.
Drive Sold 426 Instruments
Now for results in sales—the firm has fur

nished instruments as follows:
Hazle township

b AL BV B a0 00 1000000060600 oo oo 5% 45
Weathesly s o S o o e L ey e 52
Hazleton! Boys, wsl-oh s as sl Dm ol it 130
B e i ST e T 37
Kelayres ronpmmrsso- s o ot i - o o oo o ) TEEEEE 47
McAdoD  aseltlaslelelelell-tellelele alefelo et St 50

Total ....c;reclelelelelielemtslslels @ tleleloleels| =) Epdlipbin 426

The firm is reluctant to talk in dollars and
cents but its musical instrument business has
gained 70 per cent through the above work and
the Hazle township contract alone brought in
$4,700 in cash, in one check.

Analyzing Business Prospects

Of course, to work up this business means a

lot of work. Messrs. Landau and Bronson

Thus far thcy have
scored 100 per cent
without a  single
turndown, but they
make it plain that
the scheme must be
ready in its entirety
before it is sprung.
The advance work
must be done before
the machinery of
sales is put
operation, otherwise
the plan may fail

The Follow-Up

The business end
of the work is as
follows:

The prospects are
listed and are circu-
larized on the Conn
Window Display line of goods and on
the success of the previously organized bands and
orchestras. This is backed by large and frequently
repeated advertisements. The publicity is with-
held until a list of names has been secured of
those who will go into the bands. These are
published, for the firm has learned that if Mrs.
Jones sces that Willie Smith is going into the
organization and will play the saxophone or the
trombone, she and hubby decide that what the
Smiths can do so can the Joneses, and as a
result Toinmy Jones is enrolled forthwith. As
time goes on, the list of entrants grows and
finally it is large enough to call for the first
rehearsal. The picture of the teacher is se-
cured, a cut is made and this is published in
the advertisments run on the particular band
being organized at the time.

Sometimes a plan docs not go across, and
almost any music store has some pet idea that
did not succeed. Landau’s have a hobby that
some day Hazleton will possess a symphony
orchestra. Tt was tried but the time was not
yet ripe. The music bought for the embryo

(Continued on page 27)

1l T them in the project.
o,

into

either small or large.

motor to turn the records.

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

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

you can obtain the best and the softest tone you have ever heard.
Better information can be obtained by writing. We are interested
in both dealers and manufacturers.

The Minnelli Tone Arm,

After placing the Minnelli Tone Arm

Pittston, Pa.

MINNELLI PHONOGRAPH CO., Inc.
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First!!!
The Teletone Radio Panel !

for the New %

COLUMBIA CONSOLE 1-R z
Ready for Immediate Delivery
HIS specially designed TELETONE )
PANEL for the Columbia, Harmony }

A Console 1-R is the same receiving
equipment that has been so successful in the
fine receiving sets of the Teletone Co. of
America; including its period models.

Already tested and approved by many Colum-
bia dealers the TELETONE PANEL ofters
immediate opportunity for combination sales
with the assurance that the receiving equip-

ment Will giVC the utmost ln SatlsfaCUOll. The Teletone Panel for Columbia Console 1-R
alse fits Columbia 239-R
Dimensions: 141" x 1614”7
= Gold Dials—Gold Engraied

Directions: Remorve the screws of the panel in the
09 . 1 inet—Ins "LETONE RECEIV'.
Distinctive Features gf phonograph cabinet—Insert the TELETONE RECEI

ING PANEL instead—EasyQuick.
TELETONE PANELS

Trade Prices on Request

Simplieity of operation—

Selectivity—volnme.

Modulator eliminates all micro-
phonic noise.

Two tuning dials giving the de- |
sired station instantly.

With the Columbia amplifying
chamber will produce an mnu-
rivalled tone.

Fits the console perfectly.

Columbia Harmony Censole 1-R

Columbia Jobbers and Dealers, Wire or Write

TELETONE COMPANY of AMERICA

A CORPORATION

449 West 42nd Street New York City
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Landau’s Tap All Veins of the Business Mine

(Continued from page 26)

orchestra is available on loan terms without
charge to the bands and the orchestras which it
is forming all the time, so that there is no great
loss in the initial investinent for the symphony
orchestras which is still “aborning.”
Avoid Dealing With Minors

As far as the business methods followed in
the organization of the orchestras, they are
summarized as follows:

No sales are made to minors. Those wlo

Personnel of Landau Organization

sign up for the orchestras and the bands are
required to bring thcir parents into the store.
Therc the father and mother sign the contracts
for the instruments, which are cither sold on
cash terms or on lease. Hence thc firm does
not have to deal with minors whosc signaturcs
might be repudiated.
Reaching Children and Parents

Children and parents are rcached through the
schools, by mail and by advertisements. Usu-
ally, it is considercd an honor to be allowed
to get into the organizations, as was found to
be thc case at Weatherly where a town meeting

was held and a comntunity canvass conducted
to finance the project.

Instruments are sold usually on the instal-
ment plan, although cases exist in each band
wlhere parents have walked in and have put
down the cush for one or two instruments,
several brothers being thus cquipped without
any time phase entering into the sale.

Window Displays

Window displays invariably are devoted on
a 50-50 basis to music, jewelry getting the bal-
ance. But the music end is never under any
consideration forgotten and one of the two win-
dows always gets a display of musical equip-
ment or for talking machines.

Foreign-Born Prove Good Customers

Talking machine sales also are promoted
through the employment of unique methods.
The firm has specialized in catering to those of
forcign speech and does not forget the fact
that every large industrial center has thousands
who love the songs and the dances of the home-
land but who do not know these records are to
be gotten in America. The Landau store al-
ways runs two advertisements a week, in which
the lists of the foreign records are run in the
native tongue of those to whom the publicity is
addresscd. To supplement this, the firm, when-
cver its salespcople dispose of machines or rec-
ords, always makes a note of the names and ad-
dresses of thc buyers. They are given postal
cards on which are Greek, Polish, Lithuanian,
[talian, Bulgarian, Russian, German, Slovak and
Hungarian listings and arc asked to check off
the race to which they bclong. This list is filed
and is used in sending to the respective nation-
ality the supplements issued of records in these
tongues. Foreign records are kept in stock ar-
ranged according to the above li.stings‘ numeri-
cally arranged, so that the person of alien
speech, suffering from “heimwel’” can get

quickly what he or she wants in the way of a
foreign record, and also be enabled to sce what
other ones are available.

Selling Large Quantity of Foreign Records

Landau’s mention two specific Slovak records
of which they sold between 600 and 700 each
through this plan in two days’ business. They
report that their foreign record business eclipses
their English record demand by 70 per cent,
showing how this line of trade can be built
up to most imposing proportions. In this con-
nection every once in a while the firm puts in
its window a big map of Europe and Asia.
There are ribbons leading from every country
to the display of records in the languages of
these lands shown on the floor of the window
and this is a big business-gaining agency. Just
to show what can be expected by an appeal to
the foreigner, the firm this year sent to Spain
a big talking machine and a collection of rec-
ords. A miner from Tremont, almost thirty
miles away, heard of the Victor foreign records,
came to Hazleton and visited Landau’s. Before
he left he had paid for a machine for his mother
in Spain, had it boxed with the records and saw
that it was started overseas.

Landau’s claim that the timc and money spent
in the above work is well worth while. It has
made a business grow to the point that quarters
are cramped and where a big sales staff is
employed, all to take carc of the trade that is
won. It takes thought, hard work and a care-
ful study of the community to put it over, but
the growth in business shows that it pays to go
into the talking machine and musical instrument
business with the determination to make every
possible avenue of revenue yield its share to the
receipts.

The Victor Talking Machine Co., at the
March meeting of the Board of Directors, de-
clared the usual dividend of $1.74 on the pre-
ferred stock and $2 on the common stock, pay-
able April 15 to shareholders of record as of
March 31

COMPARATIVE test of

a loud speaker in the
home s always at the mercy
of reception, which is as vari-
able as the tin rooster on the
barn! Not only that, but
it 1s hard to plug the speak-
ers in and out smoothly and
quickly.

So we invented the COM-
PAROPHON. Connect it to
a phonograph and with any
three horns. Put on a record
and start the phonograph.
Now change from horn to horn

Takes Its Own
“Medicine’’

BRISTO

THE BRISTOL COMPANY

Comparovhon

instantly, with a 3-way switch,
and you have a real test that
will satisfy your customer, once
and for all, right on the floor.

The Comparophon will save
its cost in a week or two, just
by doing away with running

. back and forth to the cus-
tomer’s house.

TRAOE MARK

RECORBING

SINSTRUMENTS

AUDIOPHONE Loud Speal(er

Waterbury, Conn

Bristol
Model “S”

Bristol Cabinet
Model “C”

There are five Bristol Loud
Speakers, ranging in price from
$12.50 to $30.00; and every
one will TAKE ITS OWN
MEDICINE along with any
other make in its class. Send
for Bulletin 3024-BS on the
Comparophon and Bulletin
3022-BS on the Loud Speaker
line.
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Teachers Bring Peabody 2,500 Prospects

The Peabody Piano Co. Expanded Its Territory to Cover the En-
tire State by a Campaign for Prospects With Aid of Teachers

The talking machine business requires more
than mere store selling to bring up the sales
volume to respectable proportions. Leo J.
Driscoll, sales manager of the Peabody Piano
Co., Baltimore, Md., which, in addition to mer-
chandising pianos and musical merchandise,
handles a complete line of talking machines,
realized this fact, and he also realized that with
Summer coming on unless there was some ex-
ceptional sales promotion effort the sales would
suffer the usual slump. So, after considerable
cogitation, Mr. Driscoll conceived and launched
a plan to secure prospects which is not only
far out of the ordinary but which already is
demonstrating its worth as a sales builder.

Expanding the Field of Operations

The important point was to expand the field
of operations, that is, secure a line on live pros-
pects in a far larger territory than the company
then was covering, which included only the city
of Baltimore and the immediate vicinity.
Briefly, the plan of Mr. Driscoll made the in-
fluence of the Peabody Co. reach into every
village and town and hamlet in the entire Statc.
Even the farmers in the lonely out of the way
places were considered as prospects. But how
to find out who were prospects was the great
problem. How could the wheat be separated
from the chaff? Mr. Driscoll finally decided
that the answer to this problem, in fact the suc-
cess of his big idea, depended upon the schools
of the State. He must work through the
teachers.

Reaching the School Teachers

The first step, of course, was to get the names
of the school teachers throughout the State.
So Mr. Driscoll sent a carefully worded letter
to the State Supervisor of Schools, asking for
the names of the county school supervisors and
where they could be reached. This information
was secured with comparatively little trouble or
delay. The second step in the drive for pros-
pects was to secure from the county school
supervisors the names of the teachers and their
schools throughout the various counties. A
second diplomatically worded letter was sent

out. Here the first difficulty was encountered.
Some of the county supervisors evidently felt
that they should not give this information to a
business house which was undoubtedly pro-
moting some kind of a sales-building drive.
However, fifteen out of the twenty-four county

Leo J. Driscoll, of the Peabody Piano
Co., of Baltimore, describes the manner in
which this clever plan was worked and
tells of the sales results already secured.
There are some valuable suggestions in this
article for dealers who feel that territorial
limitations are curtailing their sales. A
most important point brought out by Mr.
Driscoll is that his company now is pre-
pared to make an extensive drive for busi-
ness during the Summer months. People
dwelling in the outlying rural sections are
seldom solicited by talking machine or
music dealers and consequently in most
cases these districts will be found fertile
territory. In the real country districts, far
from any large city, the farmers seldom
visit any stores other than those in the
small villages nearby in spite of the fact
that most of them now own automobiles.

supervisors sent in the names of the teachers
in their counties as requested.
Securing Data From Teachers

Upon the next step depended the success of
the entire campaign. If the teachers refused
to comply with the request of the Peabody Co.
all the foregoing effort would be lost. Mr.
Driscoll decided to make it worth while for the
teachers to give the information. The letter to
the teachers announced that if the accompany-
ing form were filled out a book of music was
the reward. The book contained standard selec-
tions which the teachers would find useful in
their school work. The form which they were
required to fill in in order to earn the reward
contained the following questions:

1674 Broadway

EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment
Personal Appearance of

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

Bookings now for season 1924-1925
Sample program and paniculars upon request

PHILIP W. SIMON Manager

New York City

FRANIK CROXTON

i

PONROE SILVER

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

| FRANK. BANTA

Names of pupils without pianos, age and the
distance they live from the school, parents
names, post office address, have they talked of
buying a piano, own farm or rent, if they own
a piano would they exchange for player, do they
own a talking machine, do you think they would
buy?

That the teachers were willing to do some
real work to secure the music book was evi-
denced by the fact that many of them sent in
long lists of names, sometimes numbering be-
tween fifteen to thirty, and every question on
the form was faithfully answered, furnishing the
Peabody Piano Co. a most complete prospect
list and other valuable information which could
be turned to good account as shall be explained
later. The returns were carefully analyzed and
the prospects were separated from those who
evidently could not be considered in this class.
After the weeding out process the Peabody
Piano Co. found that it had a list of about 2,500
really live prospects.

Cashing in on the Prospect List

Although the actual work of going out after
these prospects with the intention of closing
sales has barely commenced, but two months
having elapsed since the drive for business was
started, the returns show how valuable this list
is going to be. Already about twenty-four
talking machines, to say nothing of a large num-
ber of records and other accessories, have been
sold, and deals involving the sale of approxi-
mately fifteen pianos have been closed.

With the list in hand the procedure of the
company, which is bringing such fine results,
is as follows: First, the company writes to the
prospects, that is, the parents of the children
who are listed. These letters outline the need
of music in the lives of the children and the
enjoyment and cultural influence of a talking
machine or piano in the home. Now, here is
the important point. In the letter to the pros-
pect the Peabody Co. states the name of the
child as well as its age, and this piques the
curiosity of the prospects, as is evidenced by
the number of letters received by the Peabody
Co. asking how the firm knew that there was
a child, its name and age. Another thing that
develops in these letters is that the prospect
feels that the PPeabody Co. is certainly an enter-
prising concern to take so much trouble to make
a sale. If through these letters the prospect
indicates interest in an instrument a salesman
is immediately put on the job.

Death Blow to Summer Slump

Another important point in connection with
this campaign, according to Mr. Driscoll, is the
fact that there is enough material on hand to
make a profitable drive through the entire Sum-
mer season. “The farmers are the best kind of
prospects for sales in the Summer, and we mean
to go after this potential business,” he said.
“Although our experience along this line so far
has been rather limited, the possibilities have
been demonstrated concretely enough to con-
vince me that this Summer will be a busy one.
Why, we have had instances where rural dwel-
lers have been delighted to see the salesman,
have made tlieir purchase and then have in-
sisted on getting out their automobile to drive
the salesman to the home of the next farmer.
We are going after business in towns and vil-
lages throughout the State, where not only are
there no music stores but of which we had
never heard until we purchased a map showing
the smallest hamlets in the State.”

The Larchmont Radio Corp., Larchmont, N.
Y., was recently incorporated at Albany with a
capital stock of $3,000. The incorporators are
A. S. Fogelstrom and A. C. Boyan.
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Batteries pay the overhead ,

By sumnier the Chattanooga Radio Co., Chattanooga,
Tenn., will have enough sets in use to pay its overhead from
sales of Eveready Radio Batteries. So say Farl W. Winger
and Norman A. Thomas, who are the company.

You’ll find happy, contented, ever-busy firms such as this
wherever Evereadv Radio Batteries are sold. Sales are
especially good where Eveready national advertising is
capitalized by window displays—as 1s done by Messrs.
Winger and Thomas, who say “our best silent salesman 1s
our window display.”

There’s an Eveready Radio Battery for every radio use.

Order Eveready Radio Batteries and window display
material from your jobber.

Manufactured and guaranteed by
NATIONAL CARBON COMPANY, Inc., New York—San Francisco

Atlanta Chicago Dallas Kansas City
Canadian National Carbon Co., Limited, Toronto, Ontario

eVEREADY

Radio Batteries

~they last longer

EVEREADY HOUR EVERY TUESDAY AT 9 P. M.
(Eastern Standard Time)

For real radio enjoyment, tell your customers to tune in the “Ever-

eady Group.” Broadcast through stations

WEAF New York WJAR Providence WEAR Cleveland
WEEI Boston WCAE Pittsburgh WWJ  Detroit
WF1 Philadelphia WGR Bufialo WOC Davenport

WCCO Minneapolis, St. Paul
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Printed Forms Reduce Collection Expense

H. E. Irish Co. Has Worked Out a System of Collecting by Mail
Which Has Proved Its Effectiveness and Is a Model of Economy

No matier how small or large the instalment
business of a dealer may be the problem of
sccuring the monthly or weekly payments when
due is of paramount importance and this is so
whether the dealer handles his own instalment
paper or is financed by some outside agency.
And it is not only a qucstion of securing the
money when due but of doing so economically.
Tt is logical that if the cost of getting the
money fromm a customer to whom has been
cold a talking machine, radio outfit or any of
the other items which talking machine dealers
arc now selling on this basis is so great that
the profit on the transaction is reduced to the
vanishing point cither there is somcthing radi-

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

cally wrong with the dealer’s methods of han-
dling collections, at least in the individual case,
or the sale should never have been made.
H. E. Irish Co. Uses the Mails

Some dealers stick to the old plan of sending
collectors out after the money. In some dis-
tricts under certain conditions this may be sat-
isfactory but in the majority of instances it is
not only unnecessary but too expensive. The
mails can be used more economically and just
as effectively. The main thing is a thoroughly
organized system of granting credits and then
holding the customer to his or her contract.
The H. E. Irish Co., of Santa Cruz, Cal, has
evolved a very simple and at the same time
most effective mail collection system. This
company, at the first indication that a customer
is inclined to become delinquent, sends out what
is termed a “contract payment notice.” This
notice really is somewhat in the nature of a
statement, but it emphasizes that the monthly
payment, according to the contract, is a certain
amount, due on a stated day cach month. These
notices, one of which is illustrated below, are
printed and their cost is small.

CONTRACT PAYMENT NOTICE

H. E. IRISH
VICTROLAS PIANOS TYPEWRITERS
Santa) (Couzy Calses FRENEE NN EFG28 2

ST 300000 000 0 0T
Total $..............
PLEASE FAVOR WITH PROMPT PAYMENT
OF ABOVE SUM
Thank You,

H. E. IRISH.

Statement Starts the Collection Effort

If the reminder described above fails to
bring the customer to time the H. E. Irish Co.
immediately sends a formal statement of the
debt due and in many instances this has been
found effective in bringing in the money. This
is really the start of serious efforts to make the
customer realize that the payments must be
made when due although the company has dis-
covered that very often it is advantageous to
exercise leniency in the matter of collections.

Brief but Pointed Printed Form Letters

In those cases where the Contract Payment
Notice and the formal statement have not pro-
duced the desired results the first of a series of
printed form letters is sent out. These letters,
six in number, vary in color to correspond with
the bookkeeper’s file record of the account. The
first letter, which is noticeably lenient in tone
and general in character, is as follows:

To Our Friends and Patrons:

Among the accounts on our books are many of such
small amount that the mere process of bookkeeping and
sending a statement eats up the meager profit. If neces-
sary to send more than one statement the result is fre
quently an actual loss. People who promptly pay their
larger bills sometimes neglect the little ones because they
are small, causing an endless stream of follow-up state-
ments.

May we ask you, then, as an especial favor, to rcmit
this small amount at once, and save us the trouble and
expense of sending another statement? We will appre-
ciate it.

H. E. IRISH CO.

A period of time amply sufficient to permit
the payment to be made is allowed to elapse
before the second of the series is mailed. This,
of course, is the case before each mailing of
the five letters remaining, which are as follows:

No. 2

Second Notice

The statement we sent you last month may have gone
astray. Or maybe you mislaid it and it slipped your mind.
Anyway, we didn’'t hear from you, and are sending you
this reminder.

We have many accounts on our books, and the problem
of collections gets bigger all the time. Qur best friends

remil at once, because they want to save us the expense
and labor of sending out follow-up statements,

May we expect to hear from you during the next few
days? We will appreciate it.

Sincerely yours,
II. E. IRISH CO.

No. 3

Here We Are Again

We hatc to annoy you—

But you know, business is business. This third state
ment is sent as another reminder that your account with
us has not yet been paid, and that we have not had the
pleasure of a reply to our former notes.

In stamps, labor and stationery it costs us about five
cents every time we write you, and you can save us further
expense by just sending us the money now—while the
matter is fresh in your mind.

Thank you for many courtesies.

H. E. IRISH CO.

No. 4
This Is OQur FOURTH Courteous
Request For Settlement

Now really, do you think it’s exactly fair? e gladly
and willingly extended you credit, and felt sure you
would pay promptly when we sent you the first bill. Con-
tinual sending of statements is wearing on the patience—
both yours and ours—besides, WE NEED THE MONEY.

\Ve appreciate your account, and hope to have more of
your business, but we really would like to have this
account settled AT ONCE.

Can we count on you?

H. E. IRISH CO.

P. S.—If there is anything wrong with the account, let
us know. \We will be glad to adjust it.

No. 5
If There Is a Reason
Why Don’t You Say So?

If you are financially unable’ to pay—if there is anything
wrong with this account—if you want more time—IF
THERE IS ANY REASONABLE REASON why this
account should go unpaid any longer—we would be glad
to know.

Common courtesy demands a reply to this statement.
Will you let us hear from you at once before we decide
you have no intention of doing the square thing?

You must know that good business requires some kind
of a settlement of all accounts. We must get them off our
books some time, some way. Failing to hear from you
within TWELVE DAYS from this date, we will adopt
such means as we have to enforce collection.

H. E. IRISH CO.

No. 6
Last Call

This is the last statement you will receive FROM US,

This is your notice that the account will be placed with
our collection attorney if we do not hear from you after
allowing a reasonable time to receive your answer,

If the methods used by collection lawyers prove annoy-
ing, don't blame us. It is their husiness to get the money,
and we have given you every opportunity to settle this
account peaceably.

H. E. IRISH CO.

More than three-quarters of the H. E. Irish
Co.’s business is on the instalment plan and the
efficiency of this collection system is indicated
by the fact that rarely is an actual repossession

unecessary.

E. Blout Recovered

Emanuel Blout, talking machine dealer and
founder of the chain of stores bearing his
name, who was stricken ill last Fall, has so far
recovered that he makes regular visits to his
office headquarters. Mr. Blout is planning a
trip to Europe in the Summer.

Monthly Popular Releases

ITALIANSTYLE

Records and Player-Piano Rolls
Distributed by

ITALIAN BOOK CO.

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

CATALOGUES SENT ON REQUEST
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A Radio Investment That's
Permanent |

\\ ‘ ]
i The time is coming when many housing the owner’s current Set
¢ ”f t people are going to separate their  and equipment.
( lﬂ Bl ! purchases of Radio and Furniture. . )
It will house the Radio of the
The leaders want to do so today.  fyture as gracefully as the Radio
They have welcomed our an- f today. And it will always
nouncement of the Superspeaker  ;nswer the question “Where shall

Highboy by an actual flood of e put 1t” by providing a hand-

approval. some Radio Unit, complete with a
Tt vodm o And the others will follow, for ~World-famous reproducer, and
SRR g the common sense of such an idea  amply capable of gracing the most
is plain. perfectly appointed drawing room.

The Highboy can never become Meet the demand for fine Radio
obsolete or out of date. It is Furniture with this Permanent
merely a handsome piece of furni- Radio Investment. Ask for our
ture, with built-in reproducer, and  folder, “Decorative Radi0.”

The Superspeaker Highboy, complete with table, in finest

African Mahogany or No. 1 American Walnut.  Set compart-
ment 30'- inches long Design and mechanical patents pending.

“THERE 1S NO SUBSTITUTE FOR THE BEST"'

s JEWETT RADIO & PHONOGRAPH CO.
on ciher e ofbulin Surpmker, 5660 TELEGRAPH ROAD . . - PONTIAC, MICHIGAN

Clhe Jewett

Highboy
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Profit by Canvassing With Stocked Trucks

Connecticut Dealers Bring the Merchandise to Their Customers for
Selection and Sales Come Easy—Salesmen Also

The selling of talking machines, and in fact,
any musical instruments by means of the truck
sales plan, has two outstanding appeals, viewed
from the angle of the customer. It appeals
first to that class of prospect who is for some
reason or other dilatory and inclined to put
things off. While conscious of a desire for a
talking machine in his home and realizing fully
the pleasure which can be secured from the
possession of the instrument this type of pros-
pect does not feel the desire keenly until the
instrument is actually in his home and this once
accomplished, the signing of the contract waits
merely on the formalities of arranging the
terms. The second class of prospect includes
those who live in the rural sections at some
distance from the music store and make but
periodical visits to the shopping centers and
then merely to secure essential merchandise,
and again to those to whom the appeal for
a musical instrument in the home must be en-
gendered. In other words, they must be “sold”
on the desirability of owning a talking machine.

Bringing the goods to the customer has
proved for many dealers the best method of
merchandising with the class with whom they
deal. An interesting illustration of the dealer
who utilizes the truck sales plan with success
is the experience of Amendola Bros., Columbia
dealers of New Haven, Conn. To quote the
words of the proprietors of this establishment,
who state that they “have found this method of
reaching the prospective phonograph ard record
buyer unequalled.”

Operate Five Trucks

Amendola Bros. have five Dodge trucks oper-
ating on the road throughout the year and the
entire State of Connecticut is covered by the
salesmen of this house. So great a volume of
sales are effected during the year that the sell-
ing cost of each instrument does not exceed
the cost of selling on the floor of the store.
In most cases one man is found sufficient to
drive the truck and do the selling, but occasion-
ally a truck is sent out manned by two sales-
men.

One of the oft-repeated statements made by

those dealers who oppose truck selling is that
the customers so secured are in a large measure
poor risks and the percentage of repossessions
are considerably higher than those which result
from sales made on tlie floor of the store. That
this condition is the fault, not of the truck sales
plan, but rather of the salesmen who are oper-

Amendola Bros. have five trucks loaded
with instruments and records scouring the
large territory which they cover for busi-
ness and they get it. Other dealers have
found the same method of outside selling
most productive of results. Plan proves
both economical and best from the stand-
point of selling on the installment plan.
It also permits the dealer to draw business
from a much larger territory than is pos-
sible in cases where salesmen are not pro-
vided with machines and permits the dealer
to canvass the rural districts which are so
rich in potential talking machine and record
business. There is food for thought here.

ating, is evidenced by the statement of Amen-
dola Bros. on this phase of the plan, who say:
“Our experience has been that the sales made
from trucks result in better customers and
risks than those sold on the store floor. Our
terms on truck sales generally depend on the
customer. A salesman is instructed to use his
best judgment and size up customers in making
his terms.”
Salesmen-Collectors

The important question of collections on sales
made by this plan has been successfully solved
by this firm, which employs trucks in calling
on the customers, and the salesman who does
the collecting carries with him a complete stock
of the latest records which he demonstrates at
each stop, thus serving the twofold purpose of
giving exceptional high-grade service to the cus-
tomers and at the same time constantly in-
creasing the profits of the house. This sales-
man also periodically inspects the phonographs
in the customers’ homes and offers any service

Hardened Steel Needles

The
sbove
used for testing the hard-

shown
mslrument

scleroscope
is the

ness of steel. With it, in-
ferior steels can be quickly
detected and rejected.

25 West Forty-fifth Street - -

Mean Longer Life
to Records

THIS is what happens every time a record
is played using a soft, poorly tempered
needle—

As the needle travels through the record grooves
tiny steel particles are rubbed off. These sharp,
abrasive bits of steel deposit in the grooves and
the next time the record is played they cut into
the side walls, thus causing surface noises and
wearing out the record.

This can’t happen when an OKeh or Truetone
Needle is used. Being made of the highest grade
carbon steel they do not wear down quickly and
ruin the record.
record business.

O 7

Sell them and you protect your

Needles

A Product of the

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, Pres.
NEW YORK, N. Y,

Act as Collectors

necessary to complete satisfaction on their part.

Amendola Bros. have found that the instru-
ment retailing in the neighborhood of one hun-
dred dollars is in greatest demand by those
prospects residing in the rural sections.

Advertising and Tie-Ups

While truck selling has grown to be the prin-
cipal means employed to secure sales, this firm
is alive to every opportunity of increasing busi-
ness and broadening the field. As the clientele
served is largely of Italian birth or extraction,
advertising space in the Italian newspapers is
used extensively and in conjunction with the ad-
vertisements, circulars are printed and dis-
tributed as throw-aways.

Since another method of increasing business
used by this house is that of effecting a tie-up
with every Italian opera and Italian artist ap-
pearing in New Haven and as the Italian popu-
lation is fundamentally music loving, the identi-
fying of the store with musical events of this
character has gone far in placing it before the
eyes of these people and as a consequence, in-
creasing the sale of records.

Other Dealers Using Truck Sales Plan

Miller’s Music Shop, with stores in the lead-
ing cities of Connecticut, also uses the truck
sales plan with success in building up a big vol-
ume of sales. Oscar Feinberg, who recently
took over the management of the Ansonia
branch of the Miller stores, is a firm believer
in this method of merchandising, and in a state-
ment to a representative of The World, com-
ments on his views on the truck sales plan, as
follows:

“I find the straight canvassing the best meth-
od of securing prospects. This is the routine of
having two men work from a truck, ecach man
taking one side of the street being worked,
offering each prospect called upon free inspec-
tion service on their phonograph. This gives
the canvasser entry to the home of the prospect
and is the best way of securing a line on the
type of instrument in the home. If the type
of phonograph is small, this gives the canvasser
the opportunity of selling a larger instrument at
first call or failing this, the prospect is checked
for a later call.

“When the inspection service is completed,
the canvasser has the opportunity of playing
over some of the latest records. This, almost
invariably, results in sales. The customers’
names are taken so that the latest record sup-
plements can be sent each month.

“From our Ansonia store the territory cov-
ered by canvassers includes Ansonia, Derby,
Shelton, Seymour, Beacon Falls and Union
City.”

Cost of Selling No Higher Than in Store

Regarding the important angles of collections
and terms and the type of customers secured
by canvassing as against the customers “sold”
on the floor of the store, Mr. Feinberg states:

“The cost of securing this business figures
about the same as retail floor sales and it has
been my experience that truck sales are better
than the average retail floor sale inasmuch as
they are generally better paying customers. Ar-
ranging the terms depends entirely with the
canvasser although the average down payment
is about ten dollars.”

Record Firm Chartered

The Rotary Record Corp., New York, has
been granted a charter of incorporation at Al-
bany to manufacture phonograph records, with
a capital stock of 2,000 shares of common stock,
of no par value. The incorporators J. J. O’Con-
nor, F. W. Baum and K. F. Kip.
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Sell Leaders to Make
Money

In the long run—and that is all that really counts
—most Radio profits are made from the sale of

LEADERS.

When business is best, the Leaders sell faster
than the rest. In midsummer the Leaders have
sales almost to themselves.

You always net a clean profit from the sale of
Leaders like the Jewett Superspeaker, the Jewett
Vemco,the Jewett Micro-Dial, the Jewett Parkay
and the Jewett Superspeaker Highboy.

Each is a Leader. Each is in active demand.
Each is the first choice of your customer.

It pays US to BUILD Leaders. It will pay YOU
to SELL them—just as it is paying more than
8,000 Jewett dealers elsewhere.

All by itself, the Jewett line can constitute for
you a paying stock of High Quality Radio
Equipment.

Write today for us to put you in touch with
the right source of supply.

JEWETT RADIO & PHONOGRAPH COMPANY
5660 TELEGRAPH ROAD PONTIAC, MICHIGAN

Tue Jewert Surer- THe Jewerr VeEmco TueSuperspeakerHigH- THe JEWeTt PARkay The JEwerr Micro-
sPEAKER—The Leader —Makes a Radio Boy— Houses Any Set Casinet — With Diat—Makes Tun-
of All Loud Speak- Loud Speaker out of and Equipment—Super- Parquetry Top-—All ing so Times as Ac-
ing Equipment. any phonograph. speaker built-in. Standard Panel Sizes. curate.

“THERE IS NO SUBSTITUTE FOR THE BEST”™
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Eeébody Co. Service Man Creates Sales,
Builds Good Will Through Clever Stunt

Sales of Polish Alone Sufficiently Large to Pay Man’s Salary—Card Which He Carries With
Him Basis for the Success of the Plan—Insures Customer Satisfaction

A clever plan to utilize a service man to build
good-will, kcep the prospect and customer list
up to date and to line up new prospects for
talking machines, records and radio sets has
been evolved by Leo J. Driscoll, sales manager
of the Peabody Piano Co., of Baltimore. This
concern handles talking machines, and the plan
has been used very successfully among talking
machine customers, It is as follows: The
store’s service man has been supplicd with cards
bearing 2 number of questions (illustrated here-
with) the reverse side of which contains the
names and addresses of customers. The service
man visits the home of a customer and an-
nounces that he lias come to sce if the machine
is operating satisfactorily. He asks the cus-
tomer the questions appearing on the card and

Mr. Edison Man:—

Never Say

“KANT,” o “KENT”

The KENT No. 1

With “S” Sound Box for playing lateral
cut records on the Edison Disc Phono-
graph has outsold all competition.

Bought for their re-
sale and piaying value
by thousands of dealers
and jobbers for over
10 years.

Write for catalog of complete line

Reg. U. S. Pat. Off.

F. C. KENT CO.

Irvington, N. J.

checks the answer after the word “yes” or “no”
folloaving each question. While at the home of
the customer the service man makes any neces-
sary minor adjustments, and if there is some-
thing radically wrong with the instrument he
explains the trouble and when, as is often the
case, new parts are needed before repairs can
be made he gives the customer an idea of the
price of the parts and takes the order for same.
The service man is supplied with a polish pre-
pared especially for the Peabody Piano Co. and
he is required to demoustrate it to each per-
son he calls upon. [n this connection, Mr.
Driscoll pointed out that cnough sales of the
polish are made to pay the salary of the service
man. [t will be noticed that the seventh, eighth
and ninth questions deal with radio. Through
this a good, live radio prospcct list has been
built up and a number of salcs havc already
resulted from follow-up by salesmen.

Often, too, a former customecr has taken her
trade elsewhere for somc reason. Sometimes it
is a real or imaginary lack of service, etc. The
service man is in a position to find the exact
reason for the lost trade and on the card under
the heading “Remarks and Complaints” he reg-
isters his findings. This permits the company
to remcdy the trouble and bring the former
customer back into the fold.

SERVICE REPORT

Does Customer Receive Supplement? Yes— No—
Do They \Want It Continued? Yes— No—
Do They Purchase Records Here? Yes— No—
From Whom Do They Purchase

Records? Yes— No—
Will They Purchase Here in Future? Yes— No—
Do They Want Any Records Now? Yes— No -
Do They Have a Radio? Yes— No—
Are They Interested in Radio? Yes— No—
Will They Exchange Present T. M.? Yes— No—
Did You Demonstrate Vinola? Yes— No—
Did They Purchase Vinola? Yes— No—

REMARKS AND COMPLAINTS

Extravagant Claims Result
in Radio Service Charges

Pacific Coast Dealer Says High Cost of Serv-
icing Radio Is Caused by Unqualified Claims
of Manufacturer and Dealer

Eucene, Oxe, April 3—One of the phases of
radio merchandising which has caused much
discussion among talking machine dealers is the
high cost of servicing these instruments. In
commenting on this, Harry L. Marshall, pro-
prietor of Marshall’s Music Store, states that
this is caused by the extravagant statements re-
garding the capabilities of the radio receiver
which are made by some manufacturers, dealers
and salesmen.

“Claims are made of unusual results, without
any qualification,” says Mr. Marshall, “and the
customer naturally believes that these unusual
results are to be had regularly and under all
conditions. When he fails to secure the ex-
pected results he believes something is wrong
and calls for service.

“The only way to cut down the cost of service
is to sell radio for just what it is and explain,
beforc your customer buys, its limitations; be-
cause it does possess limitations in spite of all
statements to the contrary.

“The average man does not like to be de-
ceived, and if he finds that he has been he is
likely to be difficult to satisfy and require a
great deal of service.”

The sales force of the Marshall Music Store
sells radio sets upon the ability to get good
reception of Pacific Coast stations. Customers
are told that under good conditions distant sta-
tions may be picked up. It is explained, how-
ever, that the reception of distant stations is
not a guaranteed fact, but is simply throwm

in for good measure. That this method of sell-
ing has its advantages is evidenced by the fact
that the service cost in the Marshall store has
been limited to less than 1 per cent.

Caruso’s Widow Brings
Suit Against Government

Seeks to Recover $50,000 Income Tax Paid
Under Protest While Non-resident Alien

Mrs. Dorothy Benjamin Caruso Ingram,
widow of the famous tenor, has filed suit in
the United States District Court to recover
$50,000 paid under protest as an income tax dur-
ing 1918 and 1920 to the Federal Government.
Mrs. Ingram, as administratrix of the late ten-
or’s estate, named Frank Bowers, collector of
internal revenue, as a defendant.

According to Assistant United States Attor-
ney Crawford, the widow claims that Caruso
was a subject of Italy and a non-resident alien
in this country. Under this assumption, Caruso
could only be taxed for income which he had
made here.

The collector contends that Caruso was a
resident alien. As such he would be liable to
pay taxes on what he earned in this country
and abroad. The $50,000 taxes were assessed
against the manufacture and sale of phono-
graph records made in Europe.

Columbia Artists Complete
Sixth Year on Broadway

Sam Lanin and His Orchestra, Columbia re-
cording artists, recently completed their sixth
year on Broadway, a record which is unsur-
passed. This aggregation of musicians have
been playing at Roseland and it is their splen-
did rendition of dance selections that is largely
responsible for the popularity of this dance
palace. The Columbia Phonograph Co. re-
cently released “No One” and “I Can’t Stop
Babying You,” both played by this orchestra.

H. C. Kupfer Retires

Broomingron, Iue., April 8—H. C. Kupfer, well
known in talking machine circles and for the
past sixteen years manager of the talking ma-
chine department of Mandel & Schwarzman,
recently resigned his position and has retired
from all commercial pursuits. Mr. Kupfer has
been in the retail merchandising field for fifty-
five years and ranks as one of the oldest sub-
scribers to The Talking Machine World, which
he believes is indispensable to any man who de-
sires to attain success in this field.

NICKEL PLATING
©

A capacity for an additional amount
of nickel plating in the plating divi-
sion of our New York City Factory
now enables us to take on a limited
number of new contracts.

SILVER
PLATE

GOLD
PLATE

e will contract to produce only the
highest quality of plating work

CT

CHEMICAL TREATMENT CO., Inc.
26 Broadway - - - New York City
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The Famous
Heineman Line

MOTOR NO. 66

Here is a powerful double worm,
direct driven motor with three
vertical springs. This motor is
designed for the highest gradc
phonograph and has a very
strong pulling power.

MOTOR NO. 37

This is a 2-spring motor, run-
ning four 10” records with one
winding. All gears are milled.
The winding is of the spiral type
and guaranteed smooth. More
than one million of these motors
in actual use. The most popular
motor for consoles und uprights.

MOTOR NO, 37

Having exceptional pulling pow-
er, combined with light weight
and a strong and durable con-
struction, this motor is specially
adapted for high-grade portabic
and table machines.

FLYER MOTOR

-\ high-grade motor, specinlly
adapted for Portable Machines.
With one winding it plays 2

average 10”7 records,
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it have siood'the

test of time.

[@F\ the past ten vears more than three
million Hememan Motors have
been put to work, making it possible
for three million people to enjoy the music
of the world on their phonographs. For
ten vears now, thev have been giving con-
stant service. Year in and vear out, with-
standing the hardest kind of usage.

It speaks mighty well for any phonograph motor when
it can be truthfully said that in one year less than one-
tenth of 1% of the motors required major repairs.

That 1s the record established by more than three
million Heineman Motors now in use and we feel
justly proud of it. Here then is abundant proof of
the durability and scientific construction of every
Heineman Motor.

You, as a phonograph dealer, are interested 1n satisfied
customers. Is there anything that will make your cus-
tomer more quickly dissatisfied with his phonograph
than a noisy, troublesome, forever-breaking motor?

It would pay you to insist that the independent phono-
graphs you sell, be equipped with

HEINEMAN QUALITY MOTORS

A Product of the

General Phonograph Corporation

OTTO HEINEMAN. Pres

25 West 45th Street New York, N. Y.
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Unique Radio Programs of
Atwater Kent Co. Popular

Music of Various Foreign Countries Interesting
Departure From Usual Program—Atwater
Kent Dealers Tying Up Effectively

The weekly radio broadcast programs of the
Atwater Kent Mfg. Co. are proving very popu-
lar to radio listeners throughout the entire
country, as is attested to by the volume of ap-
plause cards and letters being received at the
various stations broadcasting these programs.
These programs have taken definite form and
follow the plan of devoting each evening to
the broadcasting of the music of one particular
nation. On Thursday, March 19, a Russian pro-
gram was given. On Wednesday, March 25,
the music was Austrian and on Thursday,
April 12, the music of France was presented.
On Wednesday, April 8, which occurred during
holy-week, the whole evening was appropriately
devoted to Rossini’s Stabat Mater.

Advance notice of these programs were sent
to Atwater Kent dealers with the following sug-
gestions: “Think of the mighty asset you have
in these programs-—capitalize them! Use space
in your newspapers and put windows to work
associating your name with the Atwater Kent
radio artists and their wonderful concerts. Fea-
ture the slogan ‘Hear the Atwater Kent radio
artists on your Atwater Kent set.” Thou-
sands of Atwater Kent dealers throughout the
country are actively co-operating with these
programs with appreciable results.

Freed-Eisemann Surplus
Sets Sold by Dept. Stores
Last Year’s Superseded Models Disposed of

by Leading Department Stores—Dealers and
Jobbers Protected by Contracts

The Freed-Eisemann Radio Corp., Brooklyn,
N. Y. without diverting from its strict mer-
chandising policy of protecting its dcalers and
jobbers, is disposing of the Frecd-Eisemann
NR-5 recéivers by selling them through lead-
ing department stores throughout the country.
Far from interfering with dealers’ sales this
policy is helping themn, for they benefit from
the enormous advertising which the Freed-Eise-
mann products are receiving in several cities.

The NR-5 sets were held at the factory eleven
months waiting the clearing of the dealers’
shelves of this model. Part of the contract
with the departmcnt stores dealt with the dis-
play advertising of the new Frced-Eiscmann
models at list price, as sold by radio dcalers.

The sale of this surplus stock to the depart-
ment stores was attended by the execution of
a rigorous markct-protecting contract stipulat-
ing that the advertising to be done would not
be such that could be construed as damaging to
the manufacturer’s reputation and should be of
such a character that it would not injure the
manufacturer's market on his other products.

Mme. Frieda Hempel Scores
in Final New York Recital

Mme. Frieda Hempel, the world-famous so-
prano and Edison artist, gave her final New
York recital of the season in Carnegie Hall on
the evening of March 25. The program as
usual was admirably composed, and consisted
of operatic arias, folk songs of many lands and
a group of songs by such well-known Ameri-
can composers as Troyer, Powell, Eames and
Bibb. It is hardly necessary to say that Mme.
Hempel scored a tremendous success, for there
is always a charm, style and mastery in her in-
terpretation that delights. Her voice and her
art were never more admirably displayed than
at this concert. As usual Coenraad V. Bos
was at the piano and L. P. Fritze was assist-
ing flutist in the grand aria di bravura from
“La Somnambula.”

Paul Specht and Orchestra
to Give Radio Concerts

Columbia Recording Orchestra Engaged by
Radio Corp. to Broadcast Each Week—Pro-
grams to Be Sent From Three Cities

PuirapeLpHIA, PA., April 6. For the first time
in the radio history of this city a Philadelphia
orchestra has been secured to broadcast regular
programs for other than local stations. The
musical aggrégation so honored is Paul Specht
and his original Columbia recording orchestra,
which has entered into an arrangement with the
Radio Corp. of America to broadcast every
Thursday night from Mr. Specht’s Philadelphia
cafe, the Pandora, where he is playing an ex-
tended engagement. The broadcasts will be
placed on the air from 10:30 to 11:30.

The stations from which the music is being
broadcast are WJZ and WJY in New York;
WRC in Washington, and WGY in Schenec-
tady. Land wires have been placed in the Pan-

dora to pick up the music just as it is being
played for the edification of the Pandora’s pa-
trons. The land wire will transmit the music to
the broadcasting stations which will put it on
the air simultaneously.

Although the present arrangement only pro-
vides for Mr. Specht to broadcast from the sta-
tions mentioned, on special occasions the Radio
Corp. of America will broadcast the Pandora
music simultaneously from its seven stations
throughout the country. It is a fine tribute to
Mr. Specht that his orchestra has been secured
as the first local band to be used in nation-
wide broadcasting.

R. A. J;Ie Resigns Post

Richard Allan Jaffe, for some years manager
of the phonograph and radio department of the
Prime Furniture Co., Boston, recently resigned
his position and has retired to Atlantic City
for a complete rest. Mr. Jaffe has made no
announcement of his plans for the future.

l‘,

/

good.”
practically nothing to operate.

down or wear out.
mended FORDEC after thorough test.

makes it a good item to handle.

Exclusive FORDEC Features:

Perfect reception on either local or distant
stations.

-Entire freedom from hum.

No distortion.

Rectifies both sides of the cycle.

Costs less than Yc. per day to operate.

Docs not over-work tubes.

Will operate ANY receiving set from 1 to
8 tubes of any type.

Complete control of both detector and ampli-
ficr voltages.

Detcctor, 0 to 45.

Amplifier, 0 to 160.

Compact—neat—clean.

No acids.

Quickly and easily connected.

Insist upon your jobber securing a FORDEC

for you at once—show it—cash the public

demand. FORDEC is fully guaranteed, and

works wonderfully under practically every

condition.

Order direct if you prefer—we will supply

you through your own distributor. But don’t

lose time—get started.

Eastern Office
629-635 West 23rd Street
New York, N. Y.

Z= ﬂfffo,cma"w

Economical—efficient—simple—safe—and perfect in operation.

No more unsightly, expensive, always-dying B batteries!
plate current supply, which gives pure, direct current for any type of receiving
set, right from the 60-cycle 110-volt Alternating Current house line.

FORDEC is no “pinch hitter” for B batteries.
FORDEC is better than the best B battery—gives better tone quality,
oreater volume, more distance, and makes any good set better -
A nine-tube super can be operated with FOR
DEC at one-quarter of a cent a day. There is nothing about FORDEC to run
Tubes give long service in FORDEC, for they cannot be
overworked. The design and construction prevent this.

Some of the best radio engineers, manufacturers and distributors have recom-

Live dealers see its money-making possibilities.
a year's supply of B batteries—and all the profit comes on one transaction. This

Foreign & Domestic Electrical Commodities, Inc.

Guaranteed !
At last the perfect

We don’t say it is “just as

and costs

One sale is equal in money to

PRICE

13852

This price without tubes. If desired, two per-
fectly matched, specially made rectifying tubes
may be had at $3.00 each. These tubes carry
the same guarantee as FORDEC.

Western Office
11502 Madison Avenue
Cleveland, Ohio
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Neither cold type
nor pictorial illustration
can adequately portray the
merits of the Farrand-Godley
Speaker. Why resort to the superla-
tive, the alluring adjective, the extrava-
gant claim, or the artist’s brush?  For 1t
is the Ear, rather than the Eye, that
sits in judgment. From the day of its
introduction, the Farrand-Godley Speaker
has spoken for itself in unmistakable

terms of new tonal beauty . .. and in-
variably the listening Ear has said BUY.

Farrand Manufacturing Co., Inc,
28 South 6th Street,
Newark, N. J.

LIST
PRICE

$3.50

Farrand

"Tgr\

oy

SPEAKER
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Brunswick Co. Announces
New Record Exchange Plan

Suggests That Dealers Allow Credit on Return
of Old Records of Standard Make Providing
the Customer Buys Four New Brunswicks

The Brunswick-Balke-Collender Co. has an-
nounced to dealers in Brunswick records a new
plan for increasing record sales through the
exchange of old records on the part of cus-
tomers. Under the plan it is suggested that
dealers accept from customers Victor, Vocalion
and Brunswick records, granting a credit of
seventy-five cents for each four records of
those makes returned provided the customer
applies that credit to the purchase of four new
Brunswick records. The list price of the re-
turned records has no bearing on the maxi-
mum allowance of seventy-five cents for four
recordings.

The Brunswick Co. states that the plan was
tried out successfully by the Aeolian Co. last
year and stimulated record demand materia]ly.
In supporting the dealers in carrying out the
plan the Brunswick Co. agrees to credit the
dealer with the wholesale price of the 75¢
records for every four old records returned,
provided an order is given to the wholesale
branch for a number of records corresponding
to those returned.

One of the features of the plan is that it
serves to move out of record cabinets old
records that have lost their interest for the
customer and are seldom used, thus leaving
room for the installation of new records bought
at list pr.ces and with profit from their local
retail dealer.

This record bag without

String or button BUT

with effective flap latch
isa &

(PRONOUNCED KO-HOSE)

RECORD

CARRY BAG

Cohoes Envelope Co., Inc.

Sales Office Home Office
N. Y. and Vicinity and Factory
342 MADISON AVE. COHOES, N. Y.

THE MANUFACTURERS OF THE FINEST LOUD SPE

MICA DIAPHRAGM

WILLIAM BRAND CO,,

THEY BRING OUT

The Purest Tones
The Subtle Overtones
The Delicate Shadings

The Absolute Reproduction of the Voice, Instrument and the Ensemble
Diaphragms made of substitute materials do not attain the same results

WHY NOT HAVE THE BEST?

Write for Samples and Prices

1925 Will Be Big Needle
Year, Says Harry Acton

Brilliantone Steel Needle Co. Receiving Steady
Increase in Orders for Products of W. H.
Bagshaw Co., Lowell, Mass.

The Brilliantone Steel Needle Co., of New
York City, sales agent of the W. H. Bagshaw
Co., of Lowell, Mass., reports a steady increase
in needle demands. As was announced last
month, all Reflexo products consisting of Gilt
Edge and Reflexo steel needles, which are also
made by the W. H. Bagshaw Co., are now
shipped and billed by the Brilliantone Steel
Needle Co. This allows all Bagshaw products
to be ordered from one source and also makes
possible delivery in one shipment.

Coincident with this change it was announced
the following members of the Brilliantone staff
were the only ones authorized to solicit and
accept orders on behalf of the Brilliantone Steel
Needle Co. The names on the staff mentioned
are: Harry W. Acton, Louis J. Unger, Sydney
S. Risser and Irving P. Unger.

Harry W. Acton, general manager of the
company, reports a steady and increasing vol-
ume of needle orders being received. “The
first three months of the year have proved that
1925 is going to be a big needle year,” summed
up Mr. Acton. “Bagshaw quality is better
known than ever before and orders are coming
in thick and fast.”

Alton Whitefield Joins the
Caldwell-Lyons Sales Force

SHeLByviLLg, Ky, April 2—Alton Whitefield,
formerly associated with the Starr Piano Co,
at Cincinnati, O., as traveling salesman, has re-
signed his position to join the sales force of
‘the Caldwell-Lyons Phonograph Co., distrib-
utor of Starr pianos, Starr phonographs “and

Gennett records. Mr. Whitefield will cover
Kentucky, parts of Tennessee, Indiana and
Illinois. Mr. Wlitefield has been in the music

business for a number of years and his intimate
knowledge of Starr products and experience
with the wholesale trade fit him admirably for
this position.

Van Veen Makes Installation

The Starck Piano Co., 110 West Forty-second
strcet, New York City, has had its entire base-
ment made into a showroom. The work was in
the hands of Van Veen & Co., Inc, manufac-
turer of talking machine wareroom equipment,
and the contract also included decorations. The
basement showroom consists of three thousand
square feet of space and is provided with exhibi-
tion rooms and all other modern wareroom equip-
ment.

AKERS AND PHONOGRAPHS USE

27 E. 22nd Street

Manufacturers of Mica Diaphragms, Oil Tubing and Insulating Material for the Radio and Electrical Trade

New York City

V. Rizzo’s Hotel Sylvania
Orch. Makes Okeh Records

Nightly Broadcasting of This Orchestra Pop-
ular—Okeh Records Also Admired

Philadelphia has developed several orchestras
which have become very popular in the record-
ing and broadcasting fields. One of the newest
and one which gives great promise of being
in the spotlight for a long time to come is

Vincent Rizzo’s Hotel Sylvania Orchestra
Vincent Rizzo’s Hotel Sylvania Orchestra. The
nightly broadcasting of its concert from the
dining room of the Sylvania Hotel has made
the orchestra popular with everyone within
radio reception distance of the Philadelphia
broadcasting station.

Vincent Rizzo and His Hotel Sylvania Or-
chestra are also popular recording artists on
Okeh records. His latest releases in the Okeh
catalog are “In the Shade of a Sheltering Tree,”
from the current Music Box Revue, and “The
Only Only One.” Okeh dealers everywhere re-
port the popularity of these recordings. This
is particularly true in thc city of Philadelphia,
where the Everybody’s Talking Machine Co.,
distributor of Okeh records, reports the de-
mand has been exceptional.

Vincent Rizzo is a talented musician of con-
siderable ability, and his arrangements are par-
ticularly pleasing and harmonious. The play-
ing of his orchestra has received the praises or
many prominent musicians, and among Mr.
Rizzo’s prized possessions is a letter from Leo-
pold Stokowski, famous leader of the Phila-
delphia Orchestra, who after dining at the Syl-
vania Hotel wrote to Mr. Rizzo his sincere ap-
preciation of the music he had played.

Davega Has Anniversary

Davega, Inc, whose chain stores, numbering
fourteen, carry talking machines, radio and
sporting goods, celebrated its forty-sixth year
in business last month. The first Davega shop
was opened forty-six years ago by I, and S. B.
Davega, with sporting goods as the featured
merchandise. The officials of -Davega, Inc., are
S. B. Davega, president; A. Davega, treasurer,
and Harry S. Davega, vice-president.
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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- h
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 8
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.

i~

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
world’s greatest “human interest” trade

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- Many merchants heretofore handling talk-
' LG L ing machines exclusively have changed
1 ?ﬁ:uguﬁ::i their poligy on account of the Gulbransen
sen trade-mark BpROLtunity,
| in action. Youmay find that thereare many points
- of similarity in your own case—enabling |

you to sell Gulbransens at a very slight

T SR N S 1 increase in overhead.

GULBRANSEN COMPANY

3236 W. Chicago Avenue, Chicago

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

|

| Why not find out? We'll gladly send
: the full details to any dealer in commun-
I ities where representation is available.
|
|
|
[

N Just fill in the handy coupon.
Address

GULBRANSEN COMPANY

L sy | 3236 W. Chicago Ave., Chicago

Pronounced Gol-BRAN.gen)

GULBRANSEN

The ‘Registering Piano

=)
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RADIO CABINETS

ATWATER
KE NT

R A D

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

walnut inlay.

Model 1100-R-2
Sucart Style
English brown mahogany
or American walnut,
duo-tone.

Model 1200-R-2
Louis XV Style
Selected American walnut
and Oriental burl. Fluted

silk interior fitting.

with

Model 600-R-2

i (i’OMPLi;I'E
ess tubes
| and batteries 210

Model 1100-R-2
COMPLETE

o batiries' 229

5 ——— i bateres 300

Model 1200-R-2

COMPLETE
Prices Slightly Higher

West of Rockies

RADIO
BEAUTIFUL

Wonderful Pooley cabinetwork—the
world’s standard for 41 years.

So easy to sell—Pooley national ad-
vertising is carrying the Pooley mes-
sage to the millions who want their
radio, batteries and loud speakers
self-contained in a beautiful piece
of furniture.

QUICK SALES — BIG PROFITS

Write Radio Sales Department C

THE POOLEY COMPANY

Indiana Avenue—16th & 17th Streets
PHILADELPHIA, U.S. A.
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Model 600-R-2
COMPLETE

e 9210

Model 600-R-2
Length, 33”; Depth, 15%%
Height, 42"

Complete .50, $210

Model 1100-R-2

Length, 33”; Depth, 15%";
Height, 52%".

Complete .55, 2555, $225

Model 1200-R-2

Length, 36”; Depth, 18";
Height, 56"2".

Complete 57,055k $350

Model 1100-R-2
COMPLETE =

lest tuber 225 [—— - ATAR

THEY WANT

Here is an exclusive Pooley sales
argument.

Each cabinet contains the Built-in
Pooley Floating Amplifying Horn
(patent pending), with the celebrated
ATwATER KENT Reproducing Unit
—a combination found only in
Pooley Radio Cabinets. It gives
unusual volume with a clarity and
sweetness of tone surpassing any-
thingradioscience has yetdeveloped.

Write Radio Sales Department C

THE POOLEY COMPANY

Indiana Avenue —16th & 17th Streets Prices Slightly Higher
PHILADELPHIA, U. S. A. West of Rockies

Model 1200-R-2
COMPLETE

Le:; Il)';l:::rie:$350 |
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DOEHLER

“The Worlds Lardest Producer of

DIE- CASTINGS

A user of die-castings
dependent upon a sin-
gle source of supply for
his die-cast parts, la-

bors under a hazard
which may cost him
thousands of dollars in
delayed deliveries and
lost sales.

No such hazard is in-
curred by the purchaser
of Doehler Die-Cast-
ings, for the three com-
plete Doehler plants are
at his command—for
real service. .

It is beyond the bounds
of probability that cir-
cumstances could com-
bine to stop production
from all three of these
Doehler plants, at one
time.

.E @J@STQ [ING COMPANY

GENERAL OFFICE AND ASSEMBLING DIVISION
DBROOKLYN, N.Y.
PLANTS AT
POTTSTOWN.PA-r BATAVIA,NY-TOLEDO,O.

Now the Natural Voice
T. M. & Radio Cabinet Co.
Ferrara Bros. Incorporate the Natural Voice

Talking Machine & Radio Cabinet Co.—
Founders Well and Favorably Known

OnEema, N. Y., April 6.~The old-established
manufacturing plant of Ferrara Bros. has been
reorganized and incorporated under the name
of the Natural Voice Talking Machine & Radio
Cabinet Co., with Ben Ferrara as president;
Edward L. Haskell, vice-president; W. D.
Parkell, treasurer; R. H. DeWitt, secretary,
and W. W. Wilcox, attorney. These five men
constitute the board of directors.

Mr. Ferrara has been manufacturing high-
class furniture all his life and for a number of
years was with the old Smith & Ellis plant at
Canastota, N. Y. Coming to Oneida nearly
twenty years ago he began the manufacture of
dining room furniture, accompanied by his
brother Ralph, continuing until about twelve
years ago, when the company’'s name was
changed to the Natural Voice Talking Ma-
chine Co. The company manufactured the
Natural Voice talking machine and attained
marked success with this product.

The Natural Voice Talking Machine Co. is
well known in the Eastern half of the United
States and the steady growth of its business
resulted in the incorporation of the company
and in increase in working capital to take care
of new business. The new company was in-
corporated in November, 1924, and immedi-
ately began the manufacture of radio cabinets
and radio tables in connection with the manu-
facture of talking machines. It is planned to
make many new improvements in the plant
within the next few months. New machinery
has already been installed and additional land
has been purchased which will be utilized for
a new building. Another building will be com-
pletely overhauled and made into a modern
office and showroem with a complete line of
talking machines, radio cabinets and radio
tables on display.

E. L. Haskel, vice-president of the company,
is one of the leading insurance men of Central
New York, having large interests in Oneida,
Utica and Canastota. W. D. Parkell, treasurer,
is a retired business man and will devote con-
siderable of his time to the new corporation.
R. H. DeWitt, secretary of the company, re-
signed the secretaryship of the Oneida Cham-
ber of Commerce to devote his entire time to
the Natural Voice Co. Mr. Wilcox is a lawyer
of considerable prominence, and at the present
time is City Judge of Oneida.

Canvassing for Radio Sales

BrockToN, Mass., April 7—L. R. Porter, talk-
ing machine and radio dealer, featuring Edison
phonographs and records, states that he has
found canvassing the best method of securing
radio prospects. Using an auto, Mr. Porter
covers a territory five miles in each direction
from the store and, by gaining access to the
prospect’s home and setting up an instrument
to give a demonstration, finds the actual selling
an easy matter. Direct mail is also used with
success by this live dealer, who has built up
a large business.

P. G. Spitz in Important
New Post in St. Louis

Former Manager of J. L. Brandeis & Sons,
Omaha, Made Department Manager of B.
Nugent & Bros. Co., New St. Louis, Mo., Firm
Omana, Nes, April 4—P. G. Spitz, until re-

cently manager of the music department of

J. L. Brandeis & Sons, Omaha, has accepted the

position of installing and managing the music

department of the new B. Nugent & Bros. Dry

Goods Co., St. Louis. Mr. Spitz, or “Pete,” as

he is known to his friends, has been actively

P. G. Spitz
engaged in many responsible musical connec-

tions for the past twenty years. His early
training was received with a leading wholesaler
in Philadelphia. Later he came West and affil-
iated with Chase & West, at that time whole-
salers for the Victor Co. From there he went
with the Jones, Black Dry Goods Co. in Water-
loo, Ia. Then, after a short period with T. S.
Martin, of Sioux City, he became associated
with the Brandeis store in Omaha, where he
has been located for the past three years. Dur-
ing this time he has been connected with a num-
ber of musical organizations in this section of
the country and served for three vears as presi-
dent of the Iowa Victor Dealers’ Association.

Six New Distributors Ap-
pointed by Jewett Co.

Detrort, MicH., April 7—The Jewett Radio &
Phonograph Co. recently announced the appoint-
ments of the following distributors: Carolinas
Auto Supply Co., Charlotte, N. C.; Southern
Auto Supply Co., Washington, D. C.; Radio
Appliances, Inc., Columbia, S. C.; Isaac Walker
Hardware Co., Peoria, Ill; Franklin H. Clark,
Sioux City, Iowa, and the Charleston Hardware
Co., Charleston, Va.

Opens Store in Ponce, P. R.

The Luvema Talking Machine Co. has re-
cently opened attractive and well-equipped
quarters in Ponce, Porto Rico. Edison phono-
graphs, records, repair parts, needles, novelties,
radio apparatus and other supplies for the trade
are handled by this establishment.

Let us
MADE BY

PHONOGRAPH CASES
RADIO CASES
Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

figure on your

PLYWOOD CORPORATION,

Mills in Va.,

requirements

Goldsboro, N. C.

N.C.and 5. C.
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In the April issue of their official house-organ the “Engineering Service
Bulletin’ say of the SELECTRON —

ENGINEERING SERVICE

BULLETIN

tion of our dealers various devices which will
aid them in the sale of Freed-Eisemann ap-
paratus. The only intercst we have in doing this is
the desire to see our receivers used with the best
possible cquipment under the best possible conditions.

FROM time to time we shall bring to the atten-

The Audak Co., 365 Fifth Avenue, New York City,
has designed an instrument known as the Selectron, to
be used with phonograph and radio. It permits the
loud-speaking phonograph unit to deliver the received
signals directly to the sound chamber of phonographs.
The sound chamber is, of course, a highly developed
and scientifically constructed amplifier, extremely well
suited to radio as wcll as phonograph reproduction.

It will readily be appreciated that when the phono-
graph unit can deliver the broadcast signals dircctly to
the sound chamber of the phonograph, that any losses
or distortion which might occur in the tone arm of the
phonograph will be eliminated. The phonograph unit
when attached directly to the sound chamber will form
a loud speaker of scientific construction which will
serve to bring out the full tones of the received music
without distortion of any kind. Furthermore, the in-
convenience of having to take off the phonograph unit
and replace the sound box of the phonograph when it is
desired to use records will also be eliminated, since the
Selectron has an addcd advantage in that it enables
one to change from radio to phonograph instantly by
the mcre turn of a dial. Also thc Receiving Set can
be admitted to the living room, as the ordinary ugly
horn will not have to be used.

The advantages of the Selectron when used in a Vie-
trola equipped with a radio panel are obvious, but 1t
will be of great service also when used with reqular
receiving sels atlached to a loud- -speaking phonograph

unil, so that the sound chamber of the phonograph
may be utilized.

The Selectron has been carefully tested in our labora-
tories and found to work satisfactorily in every respect.

/

y -)3 the talking machine indus-
L—*—z"' try as the “missing link.”
In this series of advertisements, of
which this is the second, we now
show endorsement of SELECTRON
by the radio industry.

,( %\)ﬁ ELECTRON is acclaimed by

(In a previous ad we had the pleasure of fea-
turing the endorsement of SELECTRON by
the Stromberg-Carlson Co. Further set manu-
facturer’s endorsements will be announced in
subsequent copy.)

OF PARTICULAR INTEREST TO TALKING
MACHINE DEALERS AND JOBBERS
1. SELECTRON forever

bl

preserves the talking
machine as a musical in-
strument and retains it
in the recard markel.
A Selectronized talking
machine is perma-
nently protected
against being “killed
off” as a musical in-
strument.
SELECTRON brings

dead talking machines
back to life and back
into the record market,
Each of the many mil-
lions of talking ma-
chine owners is a pros-
pect.

SELECTRON does all
of the above without in
any way disturbing the
talking machine in the
least—and without any
so-called “installation.”

AUDAK COMPANY

565 Fifth Avenue

Reg. U. S. Pat. Of.

Have your jobber tell you all about Selectron
or write direct

New York, N. Y_

LIST PRICE

SELECTRON
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Kennedy Distributor Has
Effective Delivery System

Radio Studio of Buffalo Provides Salesmen
With Fully Equipped Trucks So That Imme-
diate Delivery Is Made on All Orders

Burraro, N. Y., April 7-—The Radio Studio of
Buffalo, which distributes the Colin B. Kennedy
receivers exclusively in this territory, is build-
ing an enviable reputation by the caliber of
its policy of dealer co-operation. An interest-

e R 4 i e
One of the Radio Studio Trucks

ing example of this is shown in the company’s
manner of making deliveries. Each salesman
is provided with a Dodge car, fully equipped,
an illustration of which is given herewith. The
salesman covers his territory in this car, carry-
ing a stock of Kennedy receiving sets. Upon
calling on a dealer and securing an order for
a number of sets delivery is made immediately.
It is needless to state that this service has won
the heartfelt appreciation of the dealers.

In localities where dealer connections have

not been effected the salesman knows in ad- .

vance who he would like to sell and has made
in advance the proper inquiries regarding credit,
etc. If upon his initial call he is successful in
landing the dealer, a stock of Colin B. Kennedy
receivers are in the new dealer’s store a few

minutes after arrangements have been com-
pleted.

Five of these cars are being operated at the
present time by the Radio Studio and as they
are well ecquipped and artistically decorated
their very appearance has the effect of reflect-
ing the up-to-date policies of the firm.

Patent Office Transfer
Indicates Great Progress

Dr. De Forest Hails President Coolidge Anent
the Transfer of Patent Office From Depart-
ment of Interior to Department of Commerce

Dr. Lee De Forest, noted inventor in radio,
hailed with enthusiasm the order by President
Coolidge transferring the Patent Office from
the Department of the Interior to the Depart-
ment of Commerce.

“It is the most forward-looking step in the
history of the Patent Office,” he said, “espe-
cially in view of the vigorous campaign to re-
move present injustices toward American pat-
entees and manufacturers which Mr. Hoover
has promised.

“The blindness of Congress is responsible for
long delays and other obstacles to modern
progress. It does not seem to understand the
tremendous volume of work the examiners of
the bureau are required to do, or that though
over 50,000 patents and trade-marks are issued
cach vear, it requires twelve months or more to
get an application through, instead of six weeks
or two months that should be necessary. This
could be accomplished with increased pay and
personnel. The member who introduces a bill
that brings this about will do much to etch his
name in the Hall of Fame.”

The M. P. Moller Music Store, Hagerstown,
Md., was recently damaged by a fire which
started in an adjoining building.

New Brunswick Plan for
Building Gold Label Demand
Sample Records Will Be Sent to Those Whose

Names Are Furnished to the Company by the
Dealer—Should Develop High-class Trade

The Brunswick-Balke-Collender Co., Chicago,
has provided for its dealers an interesting plan
whereby Brunswick Gold Label records record-
ed by artists of the New Hall of Fame can be
brought directly to the attention of the dealer’s
prospects at a minimum of expense.

Under the plan the dealer is asked to turn
over to the company a selected list of record
buyers who might be expected to be interested
in records of the Gold Label type. To each of
the customers on the list there will be sent a
Gold Label record with the compliments of the
Brunswick Co., accompanied by a personal let-
ter stating that the record is sent at the sugges-
tion of the local dealer. The customer is asked
to acknowledge the sample records and these
acknowledgments will be turned over to the
dealer.

The only expense of the dealer beyond that
of preparing the list, which is negligible, is a
charge of fifteen cents for each record sent to
its customers, thereby representing a most eco-
nomical and at the same time impressive
method for getting an actual sample of the Gold
Label Records into the customer’s hands.

California Rambl;rs Ramble

The California Ramblers, exclusive Columbia
artists, are aptly named in that within a fort-
night recently they appeared in four different
States. Among other engagements they played
at the Mid-Winter Carnival at Dartmouth, N. H,;
in Pennsylvania at the Ivy Ball at the University
of Pennsylvania; in the District of Columbia
as headliners at the Rialto Theatre, and in New
York at the Alamac Hotel.

¥ H34W368D21

converted

= | The Natural Voice—A Finished Product

Proved by Years of Experience—Not by Guesswork

NATURAL VOICE CABINETS
All “NATURAL VOICE" Cabinets are cor-

rectly designed to conform with the prevail-
ing styles in fine furniture.

NATURAL VOICE MOTORS

“The Heart of the Machine,” a test will show
that the “Natural Voice'" motor is the most
quiet winding and running motor used, also
guaranteed for two years.

RADIO CABINETS AND TABLES

We have a complete line of both cabinets and
tables or will make them up to your speci-
fications.

MR. DEALER

You are interested in our proposition, it is
a winner, ask for catalogue and prices.

Numbers 800, 909 and 915 can easily be

into a Radio Receiving machine.

Natural Voice Talking Machine Co.

221 Wilson St., Oneida, N. Y.
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Don C. Preston Sells Radio Sans Try-Out

West Coast Dealer Tells How He Avoids Costly Demonstrations
in Merchandising Radio—Quality Products as a Sales Builder

Lifc is a matter of changes, and so it is with
any busincss. Success in either depends largely
upon the ability of making adjustnients to meet
the ever-changing conditions. Wec of the music
industry now realize, greatly against our will,
that never before have we bcen confronted with
this grcat problem as we are to-day, and our
very existence depends largely upon a proper
solution of the readjustment problems.

I am frank to confess that never have I
dreaded any change or addition to my business
as I did that of adding radio to our then com-
plete music stores. This fear I now feel to
have been mostly due to my lack of confidence
and knowledge in thisline,and not until I had
studied out a thorough merchandising plan on
a basis which would make the department a
profitablc one did I enter this field.

Quality Products Build Radio Sales

A solid foundation can only be built upon the
continued selling of the right kind of merchan-
dise. A very good rule in any business is to
first be sure that you are handling the best that
the market affords; then put yourself behind
it 100 per cent, and do not change your line
to please every salesman who comes along
Make yourself the best customer for the best
manufacturer, and if he is the best he will
appreciate your trade and will do his utmost
to show his appreciation and hold your steady
support. At the same time, one must realize
that his particular business comes first, and
that no one is entitled to serve him unless all
interests are mutually profitable. One must
never allow his place of business to become
the dumping ground for inferior merchandise.

How Don C. Preston Sells Radio

Following out this thought, we selected the
lines which we could back up so strongly that
we could sell them right over the counter, so to
speak, and know that we could back them up by
giving real radio satisfaction and retain the
confidence of our trade.

We believe in selling radio right in the store
if possible. One of the greatest mistakes any
dealer can make is to allow the customer to
think that the accepted way of buying radio is

to demonstrate in the home. Make them feel
that thc accepted way is to buy in the store,
placing their confidence in your ability to satisfy
them. The moment you suggest home demon-
stration, before exhausting every resource to
sell them in the store, they immediately take it
for granted that home demonstration is the
proper way of selling. The thought then enters

Don C. Preston |

their mind that if you are so willing to do this,
why not try them all and see which they like
the best. Then you know only too well what
happens. They then become keenly critical, and
any time you may spend with them or service
you may render is simply taken as sales effort
and is not as a general rule appreciated. On
the other hand, if you sell them in the store and
receive some of their money, they are going to
appreciate everything you do for them and
accept it as service and not as sales effort.
They will also be more patient with you when
they have a financial investment; the pride of
ownership is bound to exert itself, and, besides,
no one is fool enough to admit right away, at
least, that he has made a mistake in judgment
by buying something that he has not heard.
These very human facts will assist you in mak-

For Playing All
Needle Records
on the Edison
Diamond Disc

$6.00

ume and quality of tone.

1000-1010 George Street

NickEL  ORO-TONE

Usual Discounts to Dealers

WITHOUT QUESTION OR DOUBT the No. 5-E is the most perfect equipment
made for playing all needle records on the New Edison.

ATTACH IN ONE SECOND—Swing it over and lower on the record with the oper-
ating lever just the same as when using the Edison reproducer and the Edison record.

TONE QUALITY—Deep, rich and powerful. You will be pleased with both the vol-

AUTOMATIC SELF-ADJUSTING REPRODUCER-Nothing to get out of order.
Compression spring S is compressed by plunger P when pivot screws X are seated,
which insures a perfect flexible adjustment at all times.

Ask Your Edison Jobber or Send for Sample on 30 Days Approval

The Oro-Tone Co.

Meight adjustment serew M ecnables
you to operale the 5-E the same as the
regular Kdison Reprodueer

GOLD OR
OXIDIZED

$7.50

No. 5-E

Chicago, U. S. A.

ing the installation a satisfactory onc, as we all
know that the first few days are the hardest,
and if you have the co-operation of the buyer
you are bound to satisfy him.

Avoiding Home Demonstrations

When a customer asks for a home demou-
stration, we tell them that should we demon-
strate, and the set prove satisfactory and thcy
buy it, would they have confidence in us to take
care of it if something went wrong the day after
they had paid for it—or in the demonstration
and later buying, will they relieve us of all
responsibility if it goes wrong? Of course, they
will not, and they admit that they would still
have confidence in us to take care of them.
Then why not display that confidence now by
making a deposit and trust in us to satisfy them.

Should they still insist upon a demonstra-
tion, we ask them if they are enough sold ‘on
the set and us that they will agree to buy if
the demonstration is satisfactory, and they are
able to meet the required terms. In other
words, it must be clearly understood that they
will buy if everything is satisfactory; other-
wise, we are too busy to give them a demon-
stration, as we are taking all ‘of our time to
give service to those who are buying outright,
as they are entitled to our service first. By
following this policy you will test the sincerity
of your customers and they are not much of a
prospect if you cannot get some positive state-
ment from them as to whether they will buy.

Customer Pays for Aerial Construction

When you are unable to close your deal in
the store, and a home demonstration is abso-
lutely essential to the consummation of the sale,
we insist that the customers pay for the aerial
installation, as they will have to have an aerial
no matter from whom they purchase a set.
This light investment tests their sincerity, and
also makes a wedge for an easy close.

We prefer not to leave a set out overnight.
However, we do occasionally vary from this
rule. We also guarantee to make any change
within our lines to suit individuals, as long as
they take their own chance on tubes and bat-
teries, and the units must still be standard at
the time of the exchange. It must also be
within a reasonable length of time.

Sticking to the Truth

Not having any local broadcasting station
which operates in the day time, and the others
being at too great a distance, we are unable
to make even a store demonstration, so we must
talk our goods with a great deal of confidence,
and must be in a position to back up every
statement.

Only the other day a lady came into the store
and was greatly disgusted with a competitor
for stating that his set would get everything
but Mars. With a few straight facts, dealing
with a few of the bad features of radio, as well
as the good, she purchased from us for cash.

How Trade Can Aid in Stabilization

Radio has come to stay, and the sooner we
do our part to stabilize this new addition to
our business, the sooner will other lines become
readjusted to the new conditions.

Above all keep your stocks in all depart-
ments clean, and buy only according to your
immediate sales. If you are conducting a gen-
eral music business, you must be ready to swing
your efforts from one line to the other as
occasion demands. Clean and well-balanced
stocks will allow you to do this.

Trade-ins should be watched very carefully.
No article should be accepted beyond what you
would actually pay in cash fer it. If it is un-
salable, do not take it at any price. We trade
for no second-hand radios ourselves. Phono-
graphs and pianos are taken only at cash value.
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Thompson

OW that the mechanics of radio
transmission have been brought
to a high state of perfection,

programs are getting better and better.
Artists of world-wide repute are bring-
ing their talents to the broadcasting
studio. Completing the cycle of per-
fection is the Thompson receiver, which
delivers these improved programs pre-
cisely as they are put upon the air.

The great operatic arias; the blended
strings, woodwinds and brass of the
symphony orchestra; restful chamber
music; the foot-agitating rhythm of
America’s great dance orchestras; the
natural voice of a great statesman—the
Thompson brings them all to you in
the tones of realism. “Thompson Tone
stands alone,” music-lovers say.

Thompson has the background

Behind the Thompson Neutrodyne 1s
a radio and engineering background
unmatched in the industry—fifteen
years' experience in designing, develop-
ing and manufacturing intricate and
delicate radio apparatus for the armies,
navies and commercial institutions of
the world. Add this to the Neutro-
dyne superiorities in general and you

have a receiving set that stands alone
in the world of music.

In the Thompson Radio, range, vol-
ume and sclectivity are likewise out-
standing. These superiorities and
‘Thompson Tone are what induced high-
class music dealers and dealers in high-
class radio and electrical equipment to
seek the Thompson franchise. These
dealers are glad to d the

=an instrument worthy
of great music

one socket to another. Truly a power
range possible with no other Neutro-
dyne on the market.

Three sets fram which to choose
The 6-tube Thompson Cancert Grand
sells at $180. This is unquestionably
the finest thing in radio today at any
price. There is also the 5-tube Thomp-
son Parlor Grand tvhich sells at $145.

b

Y

‘Thompson in your home, and to extend,
if you wish, reasonable terms.
Distance with valume
An unique transformer (an exclusive
Thompson engineering feat) permits
the use of six tubes in the Thompson
Neutrodyne—an achievement hereto-
fore confined to the laboratory. Dis-
tant programs that come in faintly (if
at all!) on ordinary receiving sets are
delivered with the volume of nearby
broadcasts on the 6-tube Thompson.
Like the reserve power of the 90-
horse- power automobile, the super-
power of the 6-tube Thompson Neu-
trodyne is there when you need it. The
6-tube Thompson Concert Grand can
be used with 6 tubes, 5 tubes or 4 tubes
by merely moving a simple plug from

quality througl , but with
one tube less than the Concert Grand.
Then there is the 5-tube Thompson
Grandette which sells at $125. This
differs from the Parlor Grand chiefly
in size and cabinet work.
Arrange now for demonstratian
In the quict of your home, free from
disturbing influences, hear the Thomp-
son Neutrodyne. The Thompson dealer
will bring a set to your home and
demonstrate it under operating condi-
tions which any set you buy will have
to meet.  This will give you the oppor-
tunity to let your ear decide.

Radio programs are getting better
day by day. To hear them at their
best, you need the musical marvel of
radio—the Thompson Neutrodvne.
Arrange for the demonstration now!

The 6-tube Thompson Neutrodyne
Concert Grand, $180

The cabinetmaker’s skill is revealed

in the design and grace of every

Thompson Radio. A thing of heauty

that intrigues the interest of the

most esthetie.

CNOoMPSON ::

To get hest results {rom the Thompsen or soy other
&nod receiver, use the Thompson Speaker. Extremely
<ensitive. Conlains oversize magnet and coils, ampli
fving armoture, diaphragm in seientific eone shape,
and ineludes simple thumh-serew volume:regulalor
Usen no hattery current. For supremely natural home
radio—the Thompson Speaker!

R. E. Thomp-
son Mfg. Co..
30 Church
Street, New

Thompson Speaker, S28

Full-page newspaper retagravure advertisement (greatly reduced). Appeared in New York Times and The Chicago Tribune.
T'ypical of Thampsan national advertising.

ompson Tone” backed

15 years’ experience

FIFTEEN years’ experience in the industry
has produced here, not only an excellent
radio, but a marvelously fine musical instru-
ment. That's why the Thompson Neutro-
dyne is always handled by those music
houses who have established reputations for
carrying only the best musical instruments.
And that’s why the Thompson is winning
its way pell-mell into the music-loving hearts
of the country.

An extensive campaign of newspaper ad-
vertising is fast establishing the fact of the
goodness of the Thompson Radio. Thomp-
sons sell. They sell because learing is
believing! There is no question but that the

Thompson Radio is one receiver that sells
upon the sheer merits of a demonstration.

Exccllent profits and much musical pres-
tige accompany the Thompson franchise.
A liberal policy of dealer co-operation is
behind the Thompson line—with a company
that has stood foremost in its field for many
years.

Have you seen the Thompson Phono-
graph Panel?

If you are interested in the present of
musical radio, and in the remarkable possi-
bilities it holds for the future, we shall be
glad to refer you to the nearest Thompson
distributor.

R. E. THOMPSON MANUFACTURING CO., 30 Church St., New York City. Factory, Jersey City

y
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Orchestra of Columbia
Artists Broadcasts Hymns

First Time a Dance Orchestra Has Given a
Radio Program of This Character

For the first time in the history of broadcast-
ing, a dance orchestra broadcast a program of
hymns, this unique program being given dur-
ing Easter week by the California Ramblers,
well-known dance orchestra, recording exclu-
ively for the Columbia library. The program
was given under the direction of Arthur Hand,
leader of the orchestra, and was broadcast over
Station WGBS in New York, controlled by Gim-
bel. Bros.

The program provided a series of hymns ap-
propriate for the occasion, including “The Lord
Is Risen,” “The Palms,”” “Lo the Stone is
Rolled Away,” “It Is the Blessed Easter Morn”
and “Holy, Holy, Holy.” Special symphonic
arrangements were made by the California
Ramblers, who have achieved considerable pop-

by storm—

gest hits.

The record that 'has
laken lhe couniry

Early releases of the latest and big-

Recordings by the most popular or-
chestras and foremost artists.

A distinctive appearance.

Write for sample records and complete details

ularity because of the individuality of their
dance arrangements. At the present time the
orchestra is also considering the symphonic ar-
rangement for broadcasting over WGBS such
well-known hymns as “Abide With Me,” “My
Faith Looks Up to Thee,” “Lcad, Kindly
Light,” “Rock of Ages” and “When the Mists
Have Rolled Away.”

Edison TT)ne Test in Seattle

SEATTLE, WAsH., April 6—An Edison tone test
concert, with Betsy Lane Shepherd, soprano,
and Jacques Glockner, cellist, was recently
given at the Olympic Hotel under the auspices
of the Rice Watters Music Co. and the Edison
Phonograph Co. The event was enthusiastically
received, and dealers report an increased de-
mand for the records made by these artists and
the Edison tone as a whole.

Don M. Weimer recently purchased a half
interest in the Music Shoppe, Wooster, O., from

Devere Kaufinan, proprietor.
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DOMINO RECORD CO.

- New York City

“Avon” Cabinet Marketed
by L. R. Donehue Co.

Important New Distributors Appointed—In-
creased Demand for Adapto Products

The L. R. Donehue Co., of Perth Amboy,
N. J., manufacturer of Adapto cabinets, has
just issued a new model, which has been given
the name “Avon.” The Adapto cabinets have
won their success through the fact that any of
the table model radio receivers can be installed
in their compartments. There is also room for
batteries and other accessories and the cabinets
come completc with an amplifying horn and
speaker unit.

P. A. Ware, sales manager of the company,
announces that its newest distributors are the
Penn Phonograph Co., Philadelphia, Pa.; Col-
lings & Co., Victor distributors, Newark, N. J.,
and Cohen & Hughes, of Baltimore, Washing-
ton and Pittsburgh, who are large factors in
radio distribution in seven States.

The L. R. Donehue Co. has found it neces-
sary to greatly expand its factory and distri-
bution activities in order to meet the demands
for its products, which are constantly increas-
ing. Its factory in New Albany, Ind, is operat-
ing at full capacity. L. R. Donehue, who per-
sonally designs the Adapto models as well as
superintends their construction, has in prepara-
tion, a further addition, a period model, which
will be a high quality cabinet carrying all the
refinements possible in a radio cabinct.

Otto Heineman Off on
Trip to Pacific Coast

President and Founder of General Phonograph
Corp. on Six Weeks’ Visit to the Trade

Otto Heineman, president and founder of the
General Phonograph Corp., left New York on
March 22 for a six weeks’ trip to the Pacific
Coast. Mr. Heineman’s itinerary provides for a
week’s stay in Chicago, during which time he
attended the meeting of the Phonograph Man-
ufacturers’ Club, held in that city on March 26.
Mr. Heineman is taking this trip in the interests
of all of the branches of the company’s activi-
ties and he will undoubtedly receive a royal
welcome from manufacturers, jobbers and deal-
ers throughout the country. The General Pho-
nograph Corp. is making plans for an aggres-
sive sales campaign throughout 1925, and Mr.
Heineman will co-operate with the company’s
clientele in making these plans as effective and
productive as possible.

New Blair Radio Set Is
Now Being Distributed

The Blair Radio Laboratories, Twenty-third
street and Sixth avenue, New York City, which
bas heretofore confined its manufacturing activ-
ities to export business, now-announces a six-
tube popular-priced Blair receiver for the Amer-
ican market. This is a tuned radio frequency
and resistance coupled audio amplification
product. The product is said to embody the
result of years of experience in both British and
American laboratories. The sets are manufactured
in mahogany and walnut cabinets with bakelite
sloping panels and with three dials of the same
composition. According to the sales depart-
ment of the Blair Co. the receiver goes through
a series of eleven rigid inspections, following
which it is sealed, leaving the factory mechan-
ically and electrically perfect. It is guaranteed
by the manufacturers for the period of one year
and will be replaced or the purchase price re-
funded within reasonable time if the seal re-
mains unbroken.

The Mastercraft Radio Mfg. Co., New York,
was recently incorporated at Albany with a
capital stock of $20,000. The incorporators are
A. Levine, A. Dick and C. W. Halpern.
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Exclusive Features
Sell the Synchrophase

ASY, quick and certain tuning-in of short as well as

long-wave stations is made possible by the S-L-F
(straight line frequency) Condensers. All stations have
equal spacing on the dials and each station takes the same
number on all three.

These Condensers are but one of several exclusive features
that sell the Synchrophase quickly.

Binocular Coils give the Synchrophase extreme Sensitivity and
Selectivity. All but the desired station can be completely shut out.

The Grebe Volume Control permits of six graduations of sound vol-
ume without the usual distortion which arises when sound is modified
by reducing the filament current.

A demonstration of the Synchrophase in comparison with
all other sets will satisfy you of its perfect performance.

If you wish to build your business on the sound founda-
tion of selling only that which will give complete satis-
faction, you will

Werite for full details and prices

A. H. Grebe & Co., Inc.
Van Wyck Blvd., Richmond Hill, N. Y.
Western Branch: 443 South San Pedro St., Los Angeles, Cal.

Only perfection in
every detail can give
perfection to the whole.

e T
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— TRADE MARK —

AN

TRADE MARK
REG.US. PAT.OFF,

All Grebe apparatus is covered

by patents granted and pending. Synchrophas ‘ ‘
. with Battery base :
This Company owns and operates station WAHG
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Officers and Directors Elected at Annual
Meeting of the General Phonograph Corp.

Directorate Remains Same With Exception of W. S. Pilgrim and Raymond Gloetzner, Resigned—
Report of Otto Heineman, President, Shows Firm Enjoyed Year of Prosperity

At the annual mceting of the stockholders ot
the General ’honograph Corp.,, New York, held
at the company’s executive officcs a few weeks
ago, the board of directors was re-clected with
W S

two exceptions, Pilgrim and Raymond

Otto Heineman
Gloetzner. Mr. Pilgrim has resigned as treas-
urer of the company and Mr. Gloetzner has re-
signed as works superintendent.

At the annual directors’ meeting all of the
officers were re-elected with the exception of
Mr. Pilgrim, the executives for the coming vear
being as follows: Otto !Heineman, president;
A. G. Bean and Allan IFritzsche, vice-presi-
dents; Jacob Schechter, secretary and David
Goldiman, assistant treasurer. The directors for
the coming vear are W. A Neracher, chairman
of the board; Otto Heineman, A. G Bean, Al-
fred Fritzsche, Allan Fritzsche, Jacob Schech-
ter, Don Kelly of Kelly, Drayton & Converse;
Edgar Shaw and Bernard Benson, of Merrill,
Lynch & Co

The report submitted by Otto Heineman as
president of the company to the stockholders

showed that the General Phonograph Corp. had en-
joyed a very satisfactory year. In part, Mr. tleine-
man’s report said: “QOur company has not becu
affected perhaps as much by the so-called radio
competition as other phonograph record man-
ufacturers, as this company has a hist of records
catering to certain classes of our population
which have not been and will never, in our
opinton, be taken in by radio. Our company is
issuing a list of records in over twenty-three
langnages, in addition to a repertoire of race
records and so-called ‘Hill Country’ records

“The phonograph motor business increased m

units by 50 per cent against 1923 and in dollars
and cents by 22 per eent. The needle business
lias also shown a very satisfactory result both
in units and dollars and cents.

“The General Phonograph Mfg. Co, of Elyria,
O, shows very satisfactory results for the
twelve months just ended, and during the year
1924 we again succeeded, notwithstanding ad-
verse trade conditions, in decreasing materially
our liabilities.”

At the close of the meeting Mr. Heineman
and his associates on the board of directors
were congratulated by the stockholders upon
their activities the preceding year. Both Mr
Heineman and his associates have worked inde-
fatigably in the interests of the company in the
lace of exceptional business handicaps and un-
precedented trade conditions, and the satisfac-
lory report submitted to the stockholders was
received with approbation.

New Adler-Royal Console
Radio Speaker Announced

Latest Product of the Adler Mfg. Co. Received
With Enthusiasm By the Retail Trade

The accompanying illustration shows the new
Adler-Royal console radio speaker recently
brought out by the Adler Mfg. Co. The new
Adler-Royal product has been received with
considerable enthusiasm among Adler dealers
and is proving splendid Spring merchandise as
well as holding large promise for proftable
Summer business. As one official of the com-
pany points out: “The announcement to our
dealers of this console speaker, following
closely on the heels of the tremendous number
of radio sets sold this past Winter, is quite sure
to create a sizable demand for it. More and
more people are seeking beauty of appearance
160 go haud in hand with their radio sets. This
15 particularly true of the person who not only
is satisfed with the peiformance of his set but
in addition does not wish to make another large
radio investment. For such, the console
speaker makes an ideal instatlation, holding the
radio set, enclosing the batteries and wires and
enabling the owner to dispense with his sepa-
rate loud speaker.”

The Adler-Royal console radio speaker comes
in attractive brown mahogany or richly figured
walnut, with carefully matched veneers and ex-
qnisite finish. Its attractive design with deli-
cately turned, vet sturdy legs, gives it a tre-

LID SUPPORTS
CATCHES
CONTINUOUS HINGES

HARDWARE

for

-RADIO and PHONOGRAPH CABINETS

NEEDLE CUPS

WEBER-KNAPP CO.

JAMESTOWN, N. Y.

BULLET CATCHES
STOP HINGES
INVISIBLE HINGES

mendous appeal. Its width, 40% inches, and
depth, 18 inches, will accommodate any set no
matter how large, while its height, 30 inches,
and roomy knee space gives the proper posi-
tion for comfort when operating. It has ample
space for batteries, both wet and dry, concealed
within the cabinet and easily accessible for
hook-up, recharging, etc. The horn has been
designed on carefully worked out acoustic prin-

New Adler-Royal Console
is of wood construction for best

ciples and
tonal results. The Adler-Royal console speaker
is equipped with a high-grade reproducing unit
that will give splendid volume with clarity and
a generous length of connecting cord and plug.

Zinke Co. Represents Globe
Phone Mfg. Co. in Chicago

Big Middle West Distributing Organization to
Feature Globe Radio Products

An evidence of the stabilization of values in
the radio field is found in the increasing num-
bers of guarantees now being given by vari-
ous manufacturers in this industry. An out-
standing example of this tendency is to be
found n the sales policy of the Globe Phone
Manufacturing Co, Reading, Mass., manufac-
turer of the Globe head set and other radio
products.  With each head set produced by
this company is given a five-year guarantee.
The Globe Phone Manufacturing Co. has been
a4 manufacturer of ear phones and specialist
in delicate hearing aids for many years. Their
experience in this line enables them to pro-
duce a head set upon which they can safely
place their guarantee. The announcement of
this policy attracted considerable attention
and was the subject of an interesting article
in one of the Boston newspapers

The Globe Phone Manufacturing Co. recent-
ly closed a deal with the Zinke Co. of Chicago,
a large selling organization, whereby this com-
pany is to act as selling representative for the
entire United States.

Music Week was recently observed in Kent,
Wash, under the auspices of the Women’s Im-
provement Club. A special program by high
school students was broadecast by station KFOA.
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Every time you sell a PAL you make $10 i
! —~and a friend! ;
! Dealer’s Price DEALERS will tell you that PAL is beyond comparison
! $ 1 5 00 in value, tone quality and appearance. That is why i
% ~19™=  pAL is the Easiest Selling Portable |
i ORDER A SAMPLE PAL TO-DAY! %
i '
: PLAZA MUSIC COMPANY !
[
i 10 WEST 20th STREET NEW YORK, N. Y. !
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BRASS
Tone Arm Complete

for
Miniature Outfit

60c¢c

(Not illustrated)

Also Tone Arms and Repro-
ducers for PORTABLES

At Attractive Prices

No. 5
High Class Perfect
Universal

Tone Arms and Sound Boxes and All
Parts for These Products in Raw or
Finished State, also Metal Stampings.

In Small or Large Quantities

GLOBE ART MFG. CO.

“Specialists in Plating and
Finishing”

75-77 Winthrop St. Newark, N. J.

Annual Banquet of Gotham
Talking Machine Ass’n.
Talking Machine and Radio Men, Inc., and

Friends to Gather at Hotel Pennsylvania on
April 15—Great Array of Artists

Just as The World reaches subscribers on
April 15 the members of the Talking Machine
& Radio Men, Inc., their families and friends
are gathering at the Hotel Pennsylvania, New
York, to help make the annual banquet of the
association the best ever. Those who have
been fortunate enough to have participated in
the other revels will realize what a mark will
lilave to be set to surpass the banquets of for-
mer years; but Sol. Lazarus, chairman of the en-
tertainment committee, is sponsor for the state-
ment that the 1925 gathering will top the list.

In substantiation of this prediction he states
that the advance reservations are the largest in
the history of the association and the list of art-
ists who are scheduled to appear reads like a
copy of “Who’s Who” in the entertainment
world. Among them are Eddie Cantor, Ace
Brigode and his ten Virginians, Jane Green,
Wendell Hall, Garber-Davis and Orchestra,
Brox Sisters, Manuel Carvalho, Rosa Ponselle,
Happiness Twins (Jones-Hare), Ben Selvin and
His Orchestra, William Kennedy & I. Kaufman,
Jos. M. Barnett, baritone and announcer for
WOR, Vincent Lopez Orchestra, Paul Specht's
Orchestra, Piron Orchestra, International Nov-
elty Orchestra, Frank Crumit, Van and Schenk,
California Ramblers, Emile Coleman, Club Troc-
adero Orchestra, Radio Franks, Lina Lanza,
Coloratura soprano; Ben Bernie, Marion Har-
ris, Ambassador Orchestra, Brooks John, John
Charles Thomas, Ted Weems and His Orches-
tra, Colin O'More, Lou Gold and His Wigwam
Orchestra, Isham Jones with Brunswick Or-
chestra, Mound City Blue Blowers, Alice Coak-
ley, Frank Campbell, Lawrence McCarthy.

Radio Put to a New Use by
Governor Smith of New York

The part that radio is playing in the life of
the nation was aptly illustrated last month.
when Governor Alfred E. Smith, of New York,
utilized this medium of communication to bring
before the people some important issues in his
contest with the Republican legislature at Al-
bany. As is well known throughout the
country, Governor Smith is in the position of
being the only Democrat of all the State offi-
cials and in addition is confronted by a hostile
party in both houses of the legislature. His
two major projects, the reduction of the State
income tax and the issuance of a bond issue
to eliminate railroad grade crossings, were
slated for defeat by the legislature. It was
then that the Governor appealed to the voters
by broadcasting his appeal for support from
station WGY of Schenectady. This is the first
time that a public official has used radio to
carry his case directly to the people.

Present Brunswick Radiola
to President’s Secretary

WasHINGTON, D. C., April 8—After Everett
Saunders, former congressman from Indiana,
had been sworn in as secretary to the presi-
dent, a group of his friends from his home State
presented him with a Brunswick Radiola, model
No. 260. The instrument was purchased from
Foy, Inc., Brunswick dealer.

H. Currie Opens Music Store

LouisviLLe, Ky., April 6.—Harry Currie, well
known in music circles in this city, recently
opened a music store at 614 South Fourth
street. A complete line of talking machines
and musical merchandise is carried. Mr. Currie
teaches music in the public schools of the city.

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

Adler Mfg. Co. to Open
St. Louis Factory Branch

Louis Marks Appointed Local Representative—
Permanent Display of Adler-Royal Products

Lambert Friedl, vice-president and general
sales manager of the Adler Mfg. Co., New York,
manufacturer of Adler-Royal phonographs and
neutrodyne radio products, announced recently
that the company had decided to establish a di-
rect factory branch in St. Louis, with an organ-

y

Louis Marks

ization which will assume charge of the com-
pany’s interests and serve its dealers in that ter-
ritory. Louis Marks, formerly associated with
his father, Morris Marks, as district representa-
tive of the Adler Mfg. Co. in St. Louis, has
been made local representative in charge of
the new factory branch. Mr. Marks is well
known throughout the trade and his appoint-
ment as local representative will be welcomed
by the dealers in St. Louis territory. He is par-
ticularly well qualified through previous expe-
rience and training to co-operate with the deal-
ers to excellent advantage and to assist them
along practical lines in the development of Ad-
ler-Royal business.

Mr. Marks will make his headquarters at the
Benoist Building, corner of Ninth and Pine
streets, St. Louis, where a permanent, complete
display of the Adler-Royal line will be made.

Thor Speaker Lamp

[Parents Pending]

offers you a bigger volume of sales than for any other type
foud speaker. It is exquisitely finlshed—with either parch-
ment or any color silk shade. To demonstrate it Is to
. Table lamp models list at §35. Big discounts
offered responsible dealers. Write for full particulars.

THOR Radio Division
OF THE
GOLDEN GATE
BRASS MANUFACTURING CO.
1239-1243 SUTTER STREET
SAN FRANCISCO 126
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An indication of
Standardyne’s popu-
larity is its selection

by the famous Bilt-
more and Embassy

Hotels, New York,

for installation in all

It really “gets” distance.

It has perfect clarity.

It has volume suited to all

purposes. guest rooms.
Its famous Re-Acted Circuit Both these hotels
eliminates distortion. demand the BEST.

Write us for full information
an literalure _ concerning
both modeis of Standardyne.

It is beautiful to look at. I

Its price is within reach of

all. — -

'

ﬂ ,@@@@@.

= >
WITHOUT ACCESSORIES. Standy ©— ~™
Say’s .~ COAST TO COAST
1S NO IDLE BOAST
WITH ¢ “tandandgne

MANUFACTURED BY
tandavd Radio Corporation~

41 Jachson Street
ix)orcestugrlmass.

[ MODEL B.H. $135. 0. |
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S. H. Mapes Comments on
Prospects for Summer Sales

States That Increased Power of Broadcasting
Stations Has Effect of Constantly Bettering
Radio Reception—Better Talent Being Used

Col. S. H. Mapes, vice-president and gencral
manager of the Jos. W. Joncs Radio Mfg. Co,
Inc., New York, rccently made interesting ob-
scrvations on thc prospcctive radio situation
during thc Summer months. In part he said:

One of the most chcerful aspects for the
radio manufacturer during the coming Summecr
is that radio reception is steadily improving,
day by day, through the great increase of power
from the broadcasting stations. This is an en-
couraging situation. Better still is the plan
of all representative broadcasting stations to
arrange for the best talent in the country to be
heard during that period. WWhat- the public
wants in a set is performance and the manufac-
turers of radio receivers will have no trouble
in selling their products all through the Sum-
mer, thanks to this increase in broadcasting
power.

“Radio in Summer is going to effectively
prove that it has more uses then than in Win-
ter, because receiving sets are becoming integral
parts of touring auto equipment, boy scout
camps, clubs and yachts, etc., so that a little
extra hard canvassing now will bring a big
volume of business and most satisfactory orders
to the manufacturers during the Summer.”

In commenting on the need for keeping the
industry on a sane basis, Col. Mapes points out
practices which it might be well for the dealer
and manufacturer to follow. In part, he says:

“An important task for the dealer to consider
1s that in order to keep the conditions in radio
on a sane basis the performance, rather than
the actual aspect, of the sets he sells is to be
stressed. The radio buyers now demand fault-
less demonstrations and the most comprehen-
sive information they can obtain, for the day
of guesswork is past.

“Manufacturers must confine their attention
to the increasing costs of distribution, and their
energies to the elimination of wasteful methods
in selling policies in order to protect their
public and keep prices down.”

The Remington Mfg. Corp., Dover, Del.,, was
recently incorporated to make radio equipment
in that State.

Chicago, Ul
Cincinnati, O.
Detroit, Mich.
Evansville, Ind.

High Point, N. C.

\

N. Garfini{el Returns From
Stay at Florida Resort

President of Mutual Phono Parts Co. Returns

From Three Months’ Holiday at Miami—
Company to Distribute Rivoli Speakers

N. Garfinkel, president of the Mutual Phono
Parts Co., New York City, returned reccntly
from a three months’ stay at Miami Beach, Fla
Mr. Garfinkel, accompanied by Mrs. Garfinkel,
avoided much of the unpleasant weather in New
York and enjoyed the many pleasures of that
famous resort. The accompanying photograph
depicts Mr. Garfinkel with one of his trophies,
a sword or sail fish caught in the waters off
Miami Beach, He returned with a mid-Summer
coat of tan and physically well equipped to
direci what will undoubtedly prove to be one
of the banner vears of the Mutual Phono Parts
Co.

This best seller retails at

MODEL $-4000
S volt Standard Base, % amp.
Detector -amplifier with full,
noise-free distortionless volume

All models sold with a
10 day written guarantee

OTHER MODELS
RETAIL AT
5 volt—Y% amp. Standard Base
Model §-200 Detector . . . . . $3.00
Model S-700 Special Oscillator,
Detector, Amplifierand Power
Tube for all Multi-Tube sets . $7.00
3 volt—1/10 amp. Miniature Base
Model S-600 Der. Ampl. . . . . $3.00
5 volt—16/100 amp. Standard Base
Model $-1600 Det. Ampl. Osc. . $4.00
3 to 4 volt—
8/100 amp. Miniature Base
Model S-8100 Det. Ampl. Osc. . $4.00

Talk about
popularity!

Schickerling tubes have simply stampeded
the tube market. These are the ONLY tubes
with the 4th element—the triangular plates
that eliminate distortion and tube noises, so
that D.X. stations can be heard moreclearly.
Sell Schickerling tubes with your radio sets.
They make a good set better, keep your cus-
tomers “‘sold”, and are decidedly profitable!

Write or wire today for dealers’ terms

SCHICKERLING PRODUCTS CORP.

Executive Offices and Factory: 401-407 Mulberry St., Newark, N, J.
Consumers Gas Building, 220 South State Street

Jefferson Building, 1015 Cl

Chicago Sales Office:

Philadelphia Sales Office:
Street

Auahorized Phonograph Distributor-Dealer:
RUDOLPH WURLITZER CO., 120 West 42nd St., New York City

Mail orders filled from Newark factory or nearest branch office

SCHICKERLING

RADIO TUBES

With the Stabilizing THanguler Plates

Rockford

Hardware

UR 96-page catalog, illus-
O trating more than 300
“Rockford Products”, is a
dependable guide to the newest
and best in hardware for pianos,
phonographs and radio cabinets.
To many manufacturers this
catalog has suggested ways of
bettering cabinet work and cut-
ting costs; it may do the same
for you. We will gladly send it
without obligation; write today.

_National fock Co.,
Rockford. JII.
Branch Sales Offices:

Grand Rapids, Mich.

St. Louls, Mo.

Indianapolis, Ind.
Jamestown, N. Y.
Los Angeles, Cal.
Milwaukee, Wis,
Seattle, Wash.
Sheboygan, Wis.

The Mutual Phono Parts Co. has been ap-
pointed a distributor for the entire New York
State on the Rivoli loud speaker. This deal

Mr. Garfinkel and His Catch
was accomplished between N. Garfinkel and L.
C. Samuels of the Vincennes Phonograph Co.,
upon his recent visit. The Mutual Phono Parts
Co. has taken on twice as much manufacturing
space in the building which it occupies.

New Branch in Bellingham

BeLLingHAM, WasH., April 6-—A new local
branch of Sherman, Clay & Co. has been opened
at 310 West Champion street under the man
agement of I. Bentzar. The store will handle
the same lines of pianos, phonographs and
small goods that are carried in the Seattle
branch. Frank L. Youse, of the latter branch,
was on hand to assist in the opening, which
was well attended.

Artists to Appear in Sharon

The Eight Popular Victor Artists will give
a concert at the Columbia, Sharon, Pa., on April
20, arranged by the De Forest Music House, of
that city.
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Original Tuxedo Jazz Band
Making Okeh Records

First Recordings of Recent Addition to Long
List of Exclusive Artists Find Ready Sale

New Orreaxs, La., April 7—The Original Tux-
edo Jazz Orchestra was recently booked as an
exclusive Okeh recording organization and its
first records are meeting with a ready sale
throughout this territory. This orchestra is
furnishing the mwusic at the Spanish Fort, an

Original Tuxedo Jazz Band
amusement park on the outskirts of the town
that is quite a favorite with dance devotees.

Boy Scout Organizations
Make Good Radio Prospects

The talking machine dealer will find prospects
for radio receivers in much the same way that
customers were found for thec talking machine
and phonograph, that is, by going out and in-

= &, | 3 i

Scouts Listening to Mohawk Radio
tercsting not only the individual, but those asso-
ciations and clubs who will find the radio re-
ceiver a real source of profitable enjoyment.
The accompanying illustration, showing some
members of a Doy Scout troop listening to a
Mohawk receiver, gives every evidence that the
mouey spent is bearing a large per cent of in-
terest in pleasant and instructive amusemecnt.
Dealers would do well to investigate as to
whether or not the scout and cadet organiza-
tions in their vicinity are supplied with radio
equipment.

Leavitt Corp. Chartered

The Leavitt Radio Corp. was recently incor-
porated at Dover, Del., with a capital stock of
$100,000. The incorporators are Benjamin and
Edith F. Leavitt, both of Brooklyn.

COTTON FLOCKS

Air floated, all injurious foreign matter eliminated
for

Record and Radio Manafacturing

THE PECKHAM MFG. CO. 238 Souih 3t

Court Upholds Publisher
in Radio-Copyright Fight

United States Circuit Court of Appeals Holds
Broadcasting of Copyrighted Musical Com-
position Is An Infringement

CincivNaTi, O, April 9—The United States
Circuit Court of Appeals in a decision handed
down to-day reversed the judgment of Judge
Smith Hickenlooper, of the United States Dis-
trict Court, who previously had dismissed the
suit of Jerome H. Remick & Co. against thc
American Automobile Accessories Co. The
original action sought to enjoin the defendant
from broadcasting copyrighted popular music.
The Circuit Court of Appeals holds that the
broadcasting by radio of a copyrighted musical
composition is an infringement of the copyright
act.

In remanding the case to the lower court for
further proceedings the decision says in part:
“A performance in our judgment is no less pub-
lic because the listeners are unable to communi-
cate with one another, or are not assembled
within an enclosure or gathered together in
some open stadium or park or other public
place, nor can a performance, in our judgment,
be deemed private because each listener may
be alone in the privacy of his home. Radio
broadcasting is intended to, and, in fact, does
reach a much larger number of the public at the
moment of rendition than any other medium of
performance, The artist is constantly address-
ing a great and widely scattered audience and
is, therefore, participating in a public perform-
ance.” The dccision has aroused a great deal
of interest.

Urges More Attention
to Trade Associations

Just as this issue of The \World goes to
press, a very interesting articlc has been re-
ceived from Henry A. Otis, president of the
newly forined Phouograph Manufacturers’ As-
sociation, and well known in the talking ma-
chine trade. Mr. Otis suggests that the mem-
bers of the phonograph industry give adequate
and deserved attention to the musical, educa-
tional and commercial possibilities of the
phonograph and that they ulso recognize the
value of trade associations. In his article Mr.
Otis said in part: “May I ask the phonograph
manufacturers if they rcalize that most of the
raw iaterials they purchasc are from members
of trade associations? IIardwood lumber, ply-
wood veneers, glue, hardware, varnish, etc,
have associations and if they find it advanta-
geous should not the phonograph industry have
a trade association also? Our Government pub-
lishes a book called “Trade Associations,” edited
by Secretary Hoover. A copy of this book
should be on file in every factory office.. Our
Government says that companies who are mem-
bers of trade associations ride the waves of
business conditions better than those who are
not members. By production charts surplus
stocks are prevented, which would have to be
sacrificed at a loss to the maker. Modern and
complete cost records prevent sales without
profit. Standardization of materials should
save waste. This is the time of all times when
phonograph manufacturers need a trade asso-
ciation with 100 per cent membership, for
phonographs. The phonograph manufacturers
should wake up and make concentrated action
to bring phonographs before the public. A
trade association at this time would accom-
plish this.

“You have often seen the sign, ‘Say It With
Flowers.” This does not refer to the producer,
but creates the demand. If the manufacturers
of phonographs would pool their advertising
moneys and adopt an international slogan, it
would cost no more and would do much to
bring phonographs back to the position they
should have.”

| Adapto)

Radio (abinets by Donehue

Rez‘ai] Pl'i ces
Maintained

IIERE‘S« proven profit for you. The Adapto

+ Radio Cabinet retail price has been main-
tained by our jobbers and dealers against todayv’s
price cutting ! Standardized in price—not a ‘‘bar-
gain sale' product—it assures a definite stan-
dardized profit,

Protected patented features, combined with the
very finest workmanship, make the .Adapto an
easy seller. Adapto Cabinets accommodate any
radio receiver having a dial panel not larger than
10% in. high and 31% in. wide. Equipped with
compartment for cnclosing batteries, battery
charger, and especially designed horn. Made in
mahogany and walnut. Price, $110. West of
Rocky Mountains, $120.
DISTRIBUTED BY
Capitol Distributing Company, Inec...
Stanley & Patterson, Inc........... New York City
Ruftale Rudiophone Cowpany........ d Buffulo, N. Y
G. J. Seedinan Automotlve & Radio Ce.. lnc...Brooklyn. N. Y
M. Stelnert & SODS. . ...iaee... i
Coltings & Comnany. . - h
E. M. Wilson & Non .. .Newark, N
'enn Phonograph Co.. ine Philadeiphia,
Cohen & 1lughes. Ine Philadelphia. .
Colen & llughes. Inc Pittsburgh, Pu.
Coben & 1lughes, Ine. Baltimore, Md.
Colien & llughes, Ine Washington, D. C.
8. Haynes Co.. Inc...

Errle Rogers Co. ......
Amnerican 1ldwe. & Equipment (o,
llmbison & Gathright, Inc
Electric Power & Maintenanee 0. a
1. J. Cooper Rubber Co, Columbus, Ohio
Julius J. Bantlin Co .Cincinnati, Ohio
Lastern Auto Supply Co. . .. .Detroit, Mich

e Kansas City, Mo.

New York City

..Louisville, Ky.
.Toledo, Ohio

i .Appleton, Wis.
tdwe, Co. ....Omala, Neb.
. Radio Xervice Co -Tulsa, Okla,
J. H. Snodgrass Radio Co Fort Worth, Tex.
Redfield Electric Company ..Ogden, Utah
Renstadt Comprny -Tueson, A
Coast Radio Supply Co.. -Sun Francisco,
Herbert €. Moss . .Seattle,

DEALERS

Write your nearest Distributor or us
direct.

DISTRIBUTORS
Some profitable territory is still open.

L.R. DONEHUE CO., Inc.

306 State St., Perth Amboy, N. J.

THE AVON MODEL ADADITO -also
with loud speaker unit, concealed

horn., and equipped to enclose every-
thing radio—in mahogany and wal
nut.  Price, $65. West of Rocky
Mountains, $70,

o iBEERO GRS SS AR L 1\ Y
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Freed-Eisemann Radio Corp. Licensed
to Use Important Latour Radio Patents

Alexander Eisemann, Treasurer of Corporation, Declares Firm Has Secured Right to Use Inven-
tions and Waivers of All Claims for Dealer or Jobber Infringement

Alexander Eisemann, trecasurer of the Freed-
Eisemann Radio Corp., Brooklyn, N. Y., and
widely known in radio circles throughout the
country, made an importaut announcement to
the trade recently advising jobbers and deal-
ers that his company had obtained the rights
to the use of the famous Latour patents. This
important license agreement was signed on
March 28, and the Freed-Eisemann executives
have been congratulated upon their foresight
and progressiveness in arranging for a license
covering some of the most important patents
that have ever been developed in the radio in-
dustry.

In his statement Mr. Eisemann said in part:
“The Freed-Eisemann Radio Corp. has obtained
the rights to the use of the important Latour
patents, which incorporate features of con-
struction that are contained in almost every re-
ceiving set. We have not only obtained the
right to the use of these devices, but also waiv-

ers of all claim upon ourselves or any of our
distributors and dealers for any previous in-
fringements.

“There are cighty Latour patents and appli-
cations covering fundamental devices used in
practically every receiver, whether the circuit is
itself patented or not. It will be noted from
the inventor’s claims that practically all present-
day receivers use his devices.”

In connection with his important statement
to Freed-Eisemann jobbers and dealers Mr.
Eisemann gave a very interesting history of
Dr. Latour and his contributions to the radio
industry. Many of Dr. Latour’s patents are
acknowledged by basic radio experts the world
over, and the Freed-Eisemann Radio Corp., in
securing a license for these patents, has prof-
ered an invaluable form of protection and
co-operation to its distributors and dealers.
The Freed-Eisemann line has a wide distribu-
tion and is among the leaders in popularity.

A New Distributor for
Thermiodyne Radio Sets

M. O. Giles, sales manager of the Thermio-
dyne Corp.,, New York, announced last week
that the Cheney Phonograph Sales Co., Cleve-
land, O, had been appointed a distributor for
Thermiodyne sets. This jobber is well known
throughout Cleveland territory, and has a splen-
did organization for developing Thermiodyne
sales on which an extensive sales promotion
drive will be started.

McNair Ilgenfritz, U. S.
Artist, to Give Concerts

McNair Ilgenfritz, pianist and composer, who
is one of the outstanding artists making U. S.
Music rolls, recently went to the Riviera after
a lengthy stay in Egypt, where he has been
making an extensive study of Oriental music.
He will make a tour of Italy, France and Aus-
tria, giving programs composed entirely of au-
thentic Oriental music.

ACKMAN ano DEPENDABILITY

Hearings on Freight Rate
Raising in Washington

Music and Radio Trades Present Strong Argu-
ments in Opposition to Proposed Increases

WasHiNGgtoN, D. C, April 7—Arguments re-
garding the classification to be given combined
phonograph-radios and radio sets shipped by
freight were heard to-day by Examiner L. J.
Flynn, of the Interstate Commerce Commis-
sion, who continued the hearing originally
started at San Francisco, on March 4. " The case
arises out of the filing by the carriers of new
classification schedules, giving a rate of one
and one-half times the first-class rate on radio
sets and phonograph-radios in less than carload
lots and increasing the minimum weight of car-
loads to 20,000 pounds. The former, according
to representatives of the music and radio in-
dustries, will result in an increase of 50 per cent
in the freight charges on these articles, while
the latter, due to the inability to fill a car to
the proposed minimum, would mean an increase
of 20 per cent or more.

R

TALKING MACHINE C°
28-30 W.2%5'ST. N.Y.C.

ONE SUGGESTS THEOTHER
3 G

The dependable man

usually tempers his
optimism with enough

pessimism

to iInsure

conservatism.

The first session was devoted to the presenta-
tion of the carriers’ side of thc case, the conten-
tion being that the value per pound of radio
sets, both as such and as part of phonographs,
is very high and that the trade is attempting
to secure an unduly low freight rate on that
basis.

W. H. Lockwood, of Chicago, general traffic
manager of the Brunswick Co., testifying be-
fore Examiner Leo ]|. Flynn, on the question
of the proposed classification of radio sets, sub-
mitted a number of exhibits, among them a
table showing the volume of less-than-carload
shipments of phonograph-radios by his com-
pany during the period from August 1, 1924,
when quantity shipment began, to December 31.
He also put into the record the petition of the
Music Industries Chamber of Commerce for
suspension of the proposed increased ratings on
talking machines and radio sets combined.

It was asserted it is impossible to load the
minimum of 20,000 pounds in a 36-foot car, as
required by the railroads, and the imposition
of that minimum will result in automatically
increasing the freight rates on carloads.

Alfred L. Smith, general manager of the Mu-
sic Industries Chamber of Commerce, declared
to Examiner Flynn that there appears to be
no relation between manufacturers’ list prices
and those for which the bulk of radio goods
are sold by retail dealers and that when the
inflation stage wears off under competition and
decreased buying desire by the public produc-
tion costs of manufacturers must be decreased.

There is no monopoly 11 the radio manufac-
turing industry, according to Charles H. Por-
ter, of Chicago, executive secretarv of the Ra-
dio Manufacturers’ Association of the United
States and Canada. The business is highly com-
petitive, he declared, and this will result in
lower prices, probably, next Fall.

Representatives of the music and radio in-
dustries, it was conceded, put up a powerful
argument against the proposed increase in rat-
ing. It is probable that, as a result of their
showing, they will at’ any rate be relieved from
the increase in the minimum carload weight, if
not from the increase in less-than-carload rat-
ing. Counsel for the various interests will be
allowed until May 15 to file briefs.

Hill Billies’ Okeh Records

The Okeh library has been enriched recently
by several records mad- by the Hill Billies, an
organization that has attained considerable pop-

Hill Billies
ularity in the South. A banjo, fiddle and guitar
plus the exceptional abilitv of the pianist gives
the true mountaineer music, and throughout the
South the Hill Billies are welcomed wherever
they appear. .

R. S. Peer on Extended Trip

R. S. Peer, director of record production
of the General Phonograph Corp, is on an
extensive trip calling on Okeh-Odeon distrib-
utors in all parts of the country. Among other
activities, he has had the pleasure of being a
judge at an Old-Time Fiddlers’ Convention in
Knoxville, Tenn.

‘‘‘‘‘ e e 4
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H. E. Campbell Chief
Jewett Radio Engineer

Also Assumes Duties as Director of Broadcast-
ing of New Station Soon to Be Opened by
Company—Has Had Wide Radio Experience

Detrorr, MicH., April 7.—There are few more
capable engineers connected with broadcasting
than Howard E. Campbell, chief radio engineer
and director of broadcasting of the Jewett Radio
& Phonograph Co., of this city. who is a man
with a sound theoretical and practical training.

"H. E. Campbell
Beginning in radio in a modest way in 1909 he
has steadily advanced through trials of all sorts,
constantly moving on to the better and bigger
things in the art.

He came to the Jewett organization early
this year, after having made for himself an en-
viable record as chief radio engincer of WW]J
in Detroit. Taking this station early in 1922,
he constantly improved the quality of trans-
mission until it became one of the five standard
broadcasting stations in the country.

In June, 1910, he was detailed as a Naval
radio operator aboard the U. S. S. Nebraska,
which soon brought him to the position of chief
radio operator on the staff of the commander-
in-chief of the Atlantic Fleet. He was later
transferred to the U. S. S. Walke, torpedo de-
strover, as the only naval radio electrician aboard
the vessel. Upon his discliarge from the Navy
Mr. Campbell became a civil engineer with a
large contracting firm in New York. Thc call
of radio came back in 1912 and he passed the
examination for a first-grade commercial op-
erator’s license, which resulted in one trip to
Jacksonville, Fla., and return aboard the S. S.
Iroquois. After his trip to Florida he was
transferred to the installation force of the Mar-
coni Co. of New York, where he installed, tuned
and tested ship transmitters until early in 1913.
From New York he was scnt to St. Johns, New-
foundland, by the Marconi Co. where he had
charge of the sealing vessel installations.

Mr. Campbell returned to the United States
late in 1913 to overhau! two of the big Atlantic
Coast Stations of the Marconi Co., and then
he became chief radio inspector of the Port of
New York for his company. He next became
laboratory and technical assistant of the Mar-
coni Co. at its factory in Aldene, N. J., and in
June, 1914, bccame assistant engineer-in-charge
of the 300 kilowatt Trans-Atlantic station at New
Brunswick, N. J., and then less than a year later
engineer-in-charge of the station, in which ca-
pacity he conducted many long-distance tests
for the Marconi Co. In 1914 Mr. Campbell
became a full member of the American Insti-
tute of Radio Engineers. A few months later
hc became associate engineer of the great Trans-
Pacific station at Bolinas, Cal.,, and in February,
1917, he became engineer-in-charge of the station
which at that time handled all of the traffic with
Hawaii and Japan.

The day after war was declared aga_inst Ger-
many the station and all of its personnel were
taken over by the Navy, Mr. Campbell remain-
ing in charge with the rank of Radio Gunner.
When the big San Diego station was completed
for the Navy he became officer-in-charge of the
Naval Radio Training School at Marshall, Cal,
where he -remained until- the -Armistice was
signed. He was discharged from the Navy in
September, 1919, and returned to his home in
New York, where he immediately went to work
as radio designing engineer for the Western
Electric Co. Principal among his achievements
with this company was his designing of the
first 500-watt radio telegraph and telephone
transmitter from which the present 500-watt
radio telephone transmitter was developed with
some minor modifications.

It was in due consideration of the remark-
able achievements of Mr. Campbell as engineer
with the Western Electric Co. that he became
chief radio engineer of Station WW] in 1922
and now chief engineer for the Jewett Radio
& Phonograph Co. With a man of Mr. Camp-

bell’s experience and training in charge of the
new Jewett broadcasting station, which will go
on the air within a few months, it will undoubt-
edly ‘become a leader in radio broadcasting.

Fine Atwater Kent Publicity

Thé Atwater Kent Mfg. Co., Philadelphia,
Pa., recently issued an attractive broadside
in colors on Atwater Kent localized advertis-
ing. These attractive pieces of newspaper copy
cover both Atwater Kent receiving sets and
loud speakers in combination ads and sepa-
rately. Each ad is numbered to aid the dealer
in ordering the mats of these ads, which are
furnished by the Atwater Kent Co. The broad-
side also lists the complete line of dealer helps
such as counter signs, literature racks, wall
hangers and billboard posters.

The Radio Stores Corp., New York, which
was recently placed in bankruptcy, filed a sched
ule of claims showing liabilities of $67,302 and
assets of $11,600.

W hy «we call the RoLa a“Re*Creator”

called it a “Re*Creator.”

oud speaker.

is another thing to re*create all the subtle expression

of the symphony orchestra—the piping trebles and
the resounding basses—each one as perfect, as full and round
and clear as 1f you were sitting in the same room.

X T 1s one thing to transmit sound as the telegraph
wire carries the dots and dashes of the code. But it

'rlyis is the Rola.' Because its reproduction of sound is so
faithful, because its range of reception is so great, we have

But the Rola “Re*Creator” speaks for itself. No argument
in its favor is so convincing as an actual demonstration.
Drop in to your dealer's and ask to hear the Rola. Then
you will know the difference betwecn a “Re*Creator” and a

Price complete, with 14-inch horn and cord, $36. Phono-
graph uunit with adaptor, $22.50.

A product of the Rola Company, 4250 Hollis Street, Oakland,
lifornia.

Marketed nationally through Baker-Smith Company,
Call Building, San Francisco

Rola

RE + CREATOR

-/

4250 Hollis Street

What the world knows about ROLA

This ROLA advertisement appears in the April issue of
Radio News and other similar publications, telling your
customers to come to your shop and hear an actual
demonstration of the ROLA. Are you ready for them?

THE ROLA COMPANY

Marketed Nationally through the Baker-Smith Company. Call
Building, San Francisco, California.

Oakland, California
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The lure of the road, woodland
streams, rippling waters, encltantcd
lakes and sea breezes are calling the
vacationist and the Sonora Portable.

$35

New Sonora Portable at a Price—
that will Tremendously Increase Summer Sales

Portable, even in winter this quality instrument

keeps actively selling because Sonora is more

than a Portable—it is a real phonograph in beth

Sonora Portable rich, clear tone and volume. ‘A good looking instru-
deLuxe ment, too—smart lines attractively covered with dur-

able black Fabrikoid.

THERE is always a big demand for tilc Sonora

A beautiful instrument
and a smart piece of

luggage with its cover-
ing of genuine, extra
heavy cow hide leather.
Place for 15 records
within the case, and it
weighs only 16 pounds.
14!!_ long, 1434" wide,
812" high.

Price $65

THE INSTRUMENT OF QUALITY

onord.

CLEAR AS A BELL

And now just as the real Portable season is getting
under way comes the annonncement that the highest
class talking machine in the world can be had for
$35—a record low price for a quality instrument that
promises the biggest summertime season Sonora deal-
ers have ever enjoyed. Feature the Portable now!
Remecmber Portable business builds permanent profits
—for each Portable customer is a prospect for rec-
ords. radio or a larger phonograph for his home.

$35
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Sonora Distributors

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:
THE New EncLanD 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.

GreaTER 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:
LoNG IsLanD PHoNoGraPH Co.
68 34th Street, Bush Terminal, Brooklyn, N. Y.

EASTERN PENNSYLVANIA, DELAWARE,
SOUTHERN NEW JERSEY
PENNSYLVANIA PHoONOGRAPH DISTRIBUTING
Co.
Room 200, Jefferson Building
1015 Chestnut Street
Philadelphia, Pa.

MARYLAND, VIRGINIA AND DISTRICT OF
COLUMBIA:
BaLtiMorE PHoNoGraPH DistrisuTiNG Co.
417 West Franklin Street, Baltimore, Md.

WESTERN PENNSYLVANIA & W. VIRGINIA:

PENNSYLVANIA PHONOGRAPH DisTRIBUTING

0.
405 Wabash Bldg., 410 Liberty Ave., Pittsburgh,
Pa.

ALABAMA, except five northwestern counties, Georgia,
Florida, North and South Carolina and Eastern Tenn.
James K. PoLk, INc.

181 Whitehall St., Atlanta, Ga.

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,

THE KonrLer DistrieuTing Co.
63-67 Minna Street, San Francisco, Calif.

OHIO AND KENTUCKY:

THE OHio MusicaL SaLes Co.
1747 Chester Avenue, Cleveland, Ohio

INDIANA:
KiErer-STEwART Conpany, Indianapolis, Ind.

ILLINOIS, AND RIVER TOWNS IN IOWA:
THE Tay SaLss Co.
6 North Franklin St., Chicago, Ill.

WISCONSIN AND MICHIGAN:
YAHR AND LANGE, Milwaukee, Wis.

N. DAKOTA. S. DAKOTA, MINNESOTA,
MONTANA AND IOWA:
with the exception of the River towns.
Dotrr-ANDREWS AND DoErr, Minneapolis

MISSOURI, KANSAS, NEBRASKA, and five coun-
ties in northeast Oklahoma.

C. D. SmsutH Co., St. Joseph, Mo.

LOUISIANA, MISSISSIPPI, ARKANSAS, part of
Tennessee and part of Alabama.
ReinHARDT's, INc., 10+ South Main Street,
Memphis, Tenn.

SOUTHEASTERN Part of TEXAS and Part of
OKLAHOMA :
SouTHERN Druc ConrPANY
Houston, Texas

COLORADO, NEW MEXICO, UTAH,
WYOMING:
Southern Idaho and Eastern Nevada:

MoorEe-Birp anp Co.
1720 \Vazee 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 E. Turner Street, Los Angeles, Calif.

SONORA PHONOGRAPH COMPANY, Inc.

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

279 BROADWAY

NEW YORK CITY

Canadian and Export Distributors

C. A. Richards, Inc., 279 Broadway, New York City

) %



54

THE TALKING MACHINE WORLD

Sonora Deafer Arranges
for Widespread Publicity

Billy Murray’s Music Shop, Sonora Dealer,
Places Phonograph in Broadcasting Station—
Medium of Excellent Publicity

New Kensingron, Pa., April 7—A publicity
stunt that is being put over at a nominal cost,
and is worth, liter-
ally, many thousands
of dollars, was re-
cently arranged by
Billy Murray, of Billy
Murray’s Music Shop
of this city. Mr.
Murray learned that
a small broadcasting
station 1n the adjoin-
ing town of Arnold
was using a phono-
graph of a different
make than the So-
nora which he sells.

Billy Murray
He called at the station and made a contract
with the station manager to use the Sonora
phonograph exclusively for a period of three

years. The contract specifies that at the end of
each number broadcast by the Sonora the an-
nouncer is to say “You have just listened to a
number played by a Sonora phonograph loaned
this station through the courtesy of Billy Mur-
ray’s Music Shop.”

Since this arrangement went into effect thou-
sands of letters have been recerved at the sta
tion, commenting on the manner in which the
music is recetved and nearly every letter states
that until the announcement was made the lis-
teners-in were of the optmon that they were
listening to' an unusually good dance orchestra.

Takes on Columbia Line

JacksoNviLie, Fra, April 4—The Cable Piano
Co. has secured the agency for the Columbia
line of phonographs and records. An attractive
display of the instruments is being made and
a ‘ten-day sales drive on Columbia products in-
troduced the line to the store’s customers

Cards have been sent out by Edward Per-
rine Huyler Allen, general sales manager of
David Grimes, Inc, and Mrs. Allen that they
will be “at home” after Wednesday, April 15,
at 627 Highland avenue, Newark, N. J

ApriL 15, 1925

Arthur J. Selzer and
W. R. Davis in New Posts
Former Made New York Manager of Manhat-

tan Elec. Supply Co.—Latter in Charge of the
St. Louis Branch of the Company

The Manhattan Electrical Supply Co., one of
the largest radio distributors in the United
States and manufacturer of several models of
radio loud speakers, announces the appointment
of Arthur J Selzer as manager of its New York
branch house. Mr. Selzer comes to New York
from Kansas City, where for five years he di-
rected the sales of the B-R Electric Co. Mr.
had a varied experience in the

has

Selzer

Arthur J. Selzer

electrical and radio fields, his earlier activities
being 1n construction work. For several years
he was salesman for the Electric Appliance Co,,
Chicago, 11, and for over four years sales man-
ager of the Adams-Bagnell Electric Co. He
then re-entered the jobbing field as sales man-
ager for the Central Electric Co., Chicago, later
taking up the sales managership of the Kansas
City firm.  During 1916-17 he served as Central
division chairman of the Electric Supply Job-
bers’ Association.

Another appointment made by the Manhat-
tan Electrical Supply Co. is that of V. R. Davis
as manager of the St. Louis branch house. Mr.
Davis for over five years was general sales man-
ager of the Magnavox Co. Before the war he

Have You A Genola in Your Toy Shop?

It's a great little money maker—a child’s phonograph
retailing at $5.00—that plays all flat records up to 10
inch size with the clear reproduction of a large machine.
It is bright and appealing in appearance and makes a
hit with both parents and children.

The Genola stands but 74 inches high. Then to retail
at $10.00, there is The Baby Cabinet, standing 17 inches
high and which is a delightful piece of nursery furniture
as well as a splendid little talking machine.

Order Samples Today

. THE GENhRM PHONOGRAPH MANUFACTURING CO.

Elyria, Ohio.

MICA
DIAPHRAGMS

Immediate delivery—all sizes
Send for free samples and prices
All Mica Products

INTERNATIONAL MICA CO.

Baring 535 PHILADELPHIA, PA, fitaS2™%isa.

was electrical engineer for the Springfield Gas
& Electric Co., Springfield, 11l, and during the
war he was junior lieutenant in charge of the
radio experimental laboratories for aircraft at
thc Naval Base, Hampton Roads, Va, later
heading the Aircraft Radio Section of the Bu-
reau of Steam Engines m Washington, D. C,,
during which time he had charge of equipping

W. R. Davis
the trans-Atlantic seaplanes with radio
lowing the war he became general sales man-
ager of the Magnavox Co.

Fol-

C. B. Mason Heads Trade

Salvation Army Comm.

C. B. Mason, sales manager of the New York
Talking Machine Co, New York, was recently
appointed chairman of a committee to cover
the talking mmachine trade in the annual Home
Service for the Salvation Army in Greater New
York. The Home Service Appeal is the annual
presentation of the Salvation Army’s budget
for maintenance requirements. This year the
budget calls for $523,343, to be used 1n financing
the work of forty-seven institutions through-
out the city

L.B.Tedesco With Weil Bros.

L. B. Tedesco was recently appointed radio
buyer for the Weil Bros. furniture stores in
New York. Mr. Tedesco is well qualified to
fulfill the duties of his new position as he has
been connected in both sales and service ca-
pacities with the Herbert-John Corp.

Music House Chartered

The Portable Music Corp., Binghamton, N.
Y., has been granted a charter of incorporation
at Albany, with a capital stock of $500,000. The
incorporators are: L. S. Greemmun, R C. Pugh
and D. E. Carr

Radio Firm Incorporates

The William Radio Panel Co. was recently
incorporated at Albany with a capital stock of
$10,000. The incorporators are: S. Rose, W.
Siegel and R Kogel
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EMPIRE PIVOT BASE TONE ARM

The Big Three of Phonograph Reproduction

—Empire Pivot Base Tone Arm—the leader of the entire Empire line—a tone arm
and reproducer that it will pay you to test on your phonographs. This Empire will
enhance the tone quality of the good instrument you are already building.

—Another very popular Empire Tone Arm is the No. 10. It may be that No. 10

would better fit your requirements than any of the various Empire units. Tell us

your Tone Arm needs—a test will tell. And vou may test ANY and ALL Empire
Tone Arms without obligation.

—The Combination Radio-Phono Tone Arm and Reproducer comes up to all the Em-
pire high standards. As well as reproducing records it converts any talking machine
into a RADIO LOUD SPEAKER, and a better loud speaker cannot be bought than
already exists in any good phonograph—uwith the addition of the Empire Radio-Phono Com-

bination.
W. J. McNamara

President.
Comparison is Convincing—Test Empire Tone Arms
In Your Own Plant—We Welcome Comparative Tests

EMPIRE NUMBER TEN TONE ARM COMBINATION RADIO-PHONO TONE ARM

Made with either pivot base or ball bearing tone arm.

I XTIt XX

EMPIRE PHONO PARTS coﬁfiANY (

2261 EAST FOURTEENTH STREET - CLEVELAND
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Normal Sales in the Cincinnati Territory
Create Optimism Throughout the Trade

Upward Trend of Business Is Forerunner of Prosperous Season, Declare Dealers—Wide Inter-
est in Brunswick Contest—Success Marks Recording by Starr Co.-——Crosley Personnel Changes

CincinnaTi, O, April 7.— Exclusive talking ma-
chiine dcalers report that business is good and
those who scll talking machines in connection
with other nerchandisc state that their volume
ol sales is satisfactory. Trade conditions seem
to be normal and in keeping with the season of
the year, and the general opinion is that the
business trend is upward and that business will
contlinue to grow better throughout the Spring.

“For a while,” stated one talking machine
dealer, “when everything was booming, we did
not have to make any particular effort to sell
goods, and our only trouble was to get a supply
of goods to sell. Because of that abnormal
condition, which made intensive selling effort
unnecessary, we let the machinery in our sales
departments get rusty and many of us got care-
less with customers. It takes a lot longer to
throw off bad habits than it does to form them,”
he continued, “and most of us are just reac-
quiring the selling care and ability that was
once ours. Now that the trade has struck its
pace again, we will hear less of ‘stickers’ and
‘dead stock.” It is all a matter of salesman-
ship and good management.”

Growing Interest in Brunswick Contests

J. E. Henderson, sales manager of the Cin-
cinnati branch of the Brunswick-Balke-Collen-
der Co., reports that the interest in the “Hour
of Music” contests is increasing, as shown by
the fact that a great number of replies arc
reaching them every day, most of which are of
a complimentary nature. More “pep” has been
put into recent announcements, with something
of personal interest in regard to the artist.

One evening, as an experiment, seven demon-
strations were made to prospects by salesmen
in different parts of this territory. As a re-
sult of these private concerts in the homes
sales were made to four of the seven, which is
a fine average. The company’s March business
in talking machines, combinations and records
is stated to be double that of the samc month
of the previous year. The new Arden console,
which has just reached here, is attracting a
great deal of attention.

A Progressive Retailer

Onc of the most prosperous suburban talk-

ing machine stores is that of the A. & N. Music

Co., 904 East McMillan street, Walnut Hills.
This is located near one of the city’s busiest
transfer corners, and the thousands who change
cars herc are always attracted by music which
continuously comes through a loud speaker in
front of the store. The Victor and Columbia
lines of machines and recurds are handled. The
company also operates a store down town and
it has another across the river in Newport.
Important Crosley Personnel Changes

Walter B. Fulghum, who for many years was
the head of the order department of the Victor
Talking Machine Co., in-Camden, N. J, has
just been appointed general sales manager of
the Crosley Radio Corp., of Cincinnati. In
addition to having had experience in the manu-
facturing part of the business he has had broad
experience in merchandising. Many dealers
will recall his remarkable successes in boosting
the sale of talking machines and records in dull
Summer months and under adverse circum-
stances. Lewis M. Crosley has been made gen-
eral manager of the corporation, and his
brother, Powel Crosley, Jr., president of the
corporation, has gone to Miami, Fla, for a
short vacation.

W. N. Purnell Is Congratulated

W. N. Purnell, of the local branch of the
Starr Piano Co., who put over a special Gen-
nett record-making display in connection with
the Chubb-Steinberg Orchestra at the grand
opening of the Radio Exposition, held the
week of March 9, has been receiving hearty
congratulations and compliments on the suc-
cess of the innovation, which was so admirably
handled. This was the first opportunity the
radio public had to learn of the principles of
record making, hence the Gennett record which
was made and demonstrated in public scored a
tremendous hit.

Normal Business at Wiedener’s

At Wiedener's business has opened up in a
satisfactory way with the coming of Spring,
and sales are about normal, with a good de-
mand for talking machines and combinations of
the better grades and with an increasing de-
mand for records. R. O. Kindt, of this con-
cern, stated that while the demand for radio is
increasing it does not seem to be diminishing

If
You Aren’t

an

Dealer
You are
Not the
Lucky

Dealer

Tunes are met by
Tunes.

the Race.

STERLING ROLL

137 West 4th Street

Public Interest in what OKef

Records are doing grows
constantly.

What new feature will be next?
Already they are—

1. Most famous dance orchestras.

2. The thousands of requests for “Old-Time”

3. Their Race Records will go down in musical
history as the greatest Blues Records ever made for

W holesale Phonograph Division

a special release of “Old-Time”

and RECORD CO.

CINCINNATI, OHIO

the sales of talking machines and records, and
thus it increases the daily receipts. Manager
Fantle recently spent a few days in Indian-
apolis, where he went to attend to business af-
fairs.
Columbia Distributors Busy

Miss R. Helberg, manager of the local branch
of the Columbia Distributors, reports that the
new discount arrangement has brought in a
great many orders for talking machines and
records. W. F. Pierce has just returncd from
a successful sales tour in Kentucky. Among
the out-of-town Columbia dealers who recently
visited the local headquarters were P. J.
Murphy, of Maysville, Ky.; W. T. Brieze, of
Brookville, Ky., and Mr. Hassmer, of Lawrence-
burg, Ind.

Brunswick Displays Bring Sales

E. M. Abbott, who does a large business in
talking machines and records in connection with
his piano business at Seventh and Elm streets,
was quite busy the latter part of March with
an exhibit in the Radio Show the third week of
the month and an exhibit in the Home Beauti-
ful Exhibition the week following. He statcd
that a number of sales of Brunswicks resulted
from the exhibits.

Fiddlin’ John Carson Okeh
Records Popular in Trade

One of the most popular artists in the Okeh
catalog is Fiddlin’ John Carson, mountaineer
violinist, whose records have met with phenom-

Fiddlin’ John Carson

enal success throughout the country. When
Mr. Carson'’s first Okeh records were released
it was expected that they would be active sel-
lers throughout Southern territory, where this
artist is a prime favorite with all music lovers.
However, to the keen surprise and gratification
of the General Phonograph Corp., the records
by Fiddlin’ John Carson not only attained ex-
ceptional popularity in the South but were re-
ceived cordially by the public everywhere. Mr.
Carson has recently added considerably to his
Okeh repertoire and the General Phonograph
Corp. has co-operated with him effectively in
bringing his records to the attention of the pub-
lic. He records for the Okeh library exclu-
sively.

“California Ramblers” Use
Instrument Called “Goofus”

“The California Ramblers,” exclusive Colum-
bia recording artists, are probably the only or-
chestra in existence employing a rare instru-
ment known as a “goofus.” The technical name
of the instrument is “Couchophone” and few
musicians have been able to master its intrica-
cies. Adrian Rollini, member of the “Califor-
nia Ramblers,” is the user of “goofus” which
is employed largely in recording work. One of
the “Ramblers’” subsidiary recording orches-
tras, in fact, is known as “The Goofus Five.”
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Open for Your Clients the Treasure Box
of Broadcasting with Newport Selectivity

Into the Treasure Box of Broadcasting goes daily
the finest and most priceless things that our civil-
ization has accomplished.

Comes a mighty spender who scoops with a lavish
hand out of the inexhaustible reservoir of human
thought all the jewels of art, of science, of in-
dustry and pours them into this Treasure Box.
All the rarest pearls that have taken over ten
thousand years of mental groping to find, are
here. Even the wealth of the world passes through
it every twenty-four hours. All the secrets, all
the beauty, all the mellowness of Time are locked
within it.

Open this Treasure Box for your clients by the
mere twist of a Newport dial. Show them that a
Newport dial will do more than that! It will take
this Treasure Box right into their living room
where they may examine it at their leisure.

2 :
Newport Raa/zo_ Cor/g

W
250 West 54t Street,
New York City

The Newport Is a Good Receiver
Built in a Piece of Fine Furniture
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Ray Reilly Appointed
Sonora District Manager

F. H. Goodman, Sales Manager, Announces
That Mr. Reilly Will Cover Illinois, Wis-
consin and Michigan in Interests of Sonora

An important change in the merchandising
plan of the Sonora Phonograph Co., Inc., New
York, N. Y., in the Middle West, was made
known by Frank H. Goodman, sales manager,
with the announcement of the appointment of
Ray Reilly, formerly of the Edray Sales Corp
as district manager. Mr. Goodman spent sev-

Ray Reilly

eral days in Chicago the latter part of March
and completed arrangements pertinent to the
new distribution plan.

Mr. Reilly has charge of a territory which
comprises Illinois, Wisconsin and Michigan, and
will work in close co-operation with Sonora
jobbers in rendering service to the dealers

Ray Reilly is one of the most popular execu
tives in mid-West talking machine circles and is
well known among the dealers in this terri-
tory. He has been identified with the talking
machine industry for a period of fourteen years,
beginning his business career as a house to
house salesman with Columbia phonographs and
records as his wares. He later entered the
retail business, acting for four years as manager
of the phonograph and record department of the
Central Piano Co. At the end of this period
he joined the Chicago branch of the Columbia
Phonograph Co, Inc., acting as loop represen-
tative for some time, and achieving exceptional
success in this position. In 1924 he resigned
from this company and formed the Edray Sales
Corp.

Royal Mu;c (i) Opened

DEenver, CoLo., April 6.—The Royal Music & Ra-
dio Co. recently opened its new store, at 1643
California street, with a complete line of Adler-
Royal phonographs and Adler-Royal neutro-
dynes, together with a stock of Columbia and
Vocalion records and a full line of band instru-
ments and radio accessories. Irving Hershey
is president of the concern and the store is
under the management of Milton Leve.

J. C. Weg'en,_In:., Moves

The talking machine store of J. C. Wetjen,
Inc., has moved from 11309 Jamaica avenue to
11414 Jamaica avenue, Richmond Hill, N. )
The new store has been completely renovated
and each department is completely equipped
with modern fixtures

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, Il.
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.

Unusual Publicity to
Broadcast Radiola Message
Large Canvas Truck Sign for Use of RCA

Distributors—RCA Fiim Tells the Interesting
Romance of Radio by Land and Sea

The advertising department of the Radio
Corp. of America has prepared recently for the
use of RCA distributors a canvas truck
sign reading “Another Truck Load of Radiolas.”
The size of the sign is three by six feet, and
distributors who are using it are enthusiastic
regarding its value as a publicity stunt.

In an interesting article in a recent issue of
The Town Crier, the newsy house organ is
sued regularly by the Radio Corp. of America,
J L. Bernard, of the RCA publicity department,
gave interesting facts regarding an RCA movie
film which was completed recently. ’

“Another tool has been added to our kit of
sales promotion helps for RCA dealers. Your
store window works for you, the newspaper
helps, sales literature sells 'em and now we've
enlisted the aid of the motion pictures. In a six-

Striking RCA Canvas Truck Signs in Use
rcel production the story of radio in its three
principal departments, viz.: marine radio, trans-
oceanic radio and broadcasting, has been filmed
for the first time.

“The great romance of marine radio with its
SOS calls from the deep and tales of stirring
rescues; trans-oceanic communications of busi-
ness, made instantaneously, with nothing be-
tween the sender and receiver but 3,000 miles
of sea;—these are the things that catch the pop-
vlar fancy. And when it is pointed out that the
same principles, the same science, that makes
these things possible makes possible also the
joys of broadcasting you have an interest that
can easily be made to yield Radiola sales.

“With an appeal to novice and confirmed ra-
dio enthusiast, the two films on trans-oceanic
radio and marine radio will make a hit with any
audience.

“The broadcasting film is now in the course
of production and The Town Crier will let you
know when it will be available.

“There is no limit to the usefulness of these
films in the promotion of your business. The
local theatre manager will welcome a radio
night program based on some co-operative
plan.  Chambers of Commerce, Rotary and
Kiwanis Club, the schools, churches, Y. M.
C. A.—all have sufficient time on their program
for a showing of interesting industrial films. A
radio picture will meet with instant approval.
Then tie-in with a Radiola demonstration and
window display.

“Another possible use is a private showing at
a suitable meeting place, under the auspices ot
one or more dealers. Mail invitations will bring
an audience—newspaper reading notices or ad-
vertisements will help. An attractive exhibition.
ot Radiolas, demonstrations, a fifteen-minute
talk on radio, followed Ly our radio films will
enable you to establish contact with new Ra-
diola prospects’.
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How a Live Retailer Solved the Problem of People Waiting for Record Demonstrations—Boosts
Record Sales Through Restaurant—Telephone Wins for Wunderlich—Other Profitable Stunts

A talking machine dealer in a busy section of
New York who is handling a neighborhood
trade and is busiest on Saturday evening after
papa has come home with his pay was worried
for a long time because his battery of six
booths was not adequate to take care of those
who desired to try out the records. Frequently
those called upon to wait for demonstration be-
came impatient and walked out. He gave the
matter considerable thought and finally, by
checking up, learned that about 90 per cent of
the customers wezre interested solely in the cur-
rent relcases. He, therefore, set aside the larg-
est of his demonstration rooms, furnished it
with a dozen chairs and a machine and de-
tailed a girl to that room each Saturday eve-
ning, her sole job being to demonstrate con
tinually and in order the records on the newest
list. Special slips were submitted to customers,
who noted thereon the records thcy desired as
they were demonstrated. He found that the
waiting line was eliminated and actual sales in-
creased to a substantial degree, for cach cus
tomer who stayed in the room long cnough
heard the entire list of new rccords and v as
not called upon to name special selections for
demonstration, lcaving the rest unheard. An
other advantage of the plan was that those
customers who sought demonstrations from
the general or standard catalog could be ecasily
accommodated in the main booths and werc
able to make their selections at leisure with-
out feeling that they were taking up valrable
space and must hurry out.

* * *

The talking machine department of the lead-
ing Schenectady, N. Y., music store has a novel
method of increasing its record sales. Onc of
the leading restaurants in the vicinity of the
store has a talking machine and a large col-
lection of records which are played daily to en
tertain the patrons. An arrangement has been
made by a representative of the music store
whereby the regular releases are played im-
mediately upon receipt at the restaurant and
the latest selections are heard by a large public
in a very short time. The results have been
most gratifying.

* * *

An unusual method of stimulating record
sales was recently put in effect by the talking
machine department of the Wunderlich Piano
Co., Kansas City, Mo, and is working out most
successfully. Using the regular mailing list of
the store, one of the record saleswomen calls
up a customer on the telephone, speaks tersely
and tactfully of a new record release and asks
for a few minutes of the customer’s time so
that the record can be played before the tele-
phone and the music conveyed to the customer
via the wire. Before accepting the plan as a
regular feature of the store’s service a thirty-
day trial was given it, and so many records
were sold that it is now a permanent feature
and the entire time of one saleswoman is put
to this purpose. Customers have conumented
enthusiastically on the service.

* k%

Witli the number of releases each mouth by
the different companies, the record buying pub-
lic is unable to get an adequatc idea of the
value of the full monthly catalog before a new
list of records is released and as a conse-
quence a large number of records arc relegated
to the shelves to make way for new stock and,
except for an occasional order from a customer,
these records receive no attention from the
dealer. Okeh dealers in the New York territory
are overcoming this condition to a certain ex-
tent by the nse of lists prepared each week
by the wholesale departmeunt of the General
PPhonograph Corp. These lists comtain the
names of a dozen or so of a certain type of

record and are recommended to customers as
being outstanding successes. One week dance
music is featured, the next—the records of the
music from Broadway musical shows, the next
—vocal popular hits. -The use of such lists, and
they can be prepared by any dealer, brings far
more forcibly to the attention of the public the
merit of a record than can be accomplished
in any other way.
* %

Onec of the best-known metliods of stimu-
lating the sale of records, 1s the tie-up be-
tween the dealer and the local appearance of
recording artists. There arc a number of ways
by - which this tie-up can bc effected, namely,
through the use of the window display space,

newspaper advertisements and direct mail an-
nouncements. The principal store of the Platt
Music Co., Los Angeles, Cal, carries this plan
a step further. It has a six-foot, artistic bul-
letin board placed in an important place in the
store calling attention to the Victor records of
the music featured at the local theatres of
prominence.

Phonog?aph Shop Opens

\VicHita FaLis, Tex., April 6—The Phono-
graph Shop, after a change of ownership and
management and having undergone complete
alterations, held its formal opening recently
A complete line of Brunswick phonographs and
I3-unswick Radiolas is carried

Announcement was recently made of the ap-
pointment of Milt Hagen as news editor for the
California Ramblers, exclusive Columbia re-
cording artists, who are opening their own
roadhouse after being featured for ten weeks
at the Alamac Hotcl

MORE PROFIT FOR YOU ON CLEARTRON

or amplify.

Al retail at §3. apiece.

CLEARTRON
26 West 44th Street

REPEAT SALES ASSURED BY
GUARANTEED TUBE PERFORMANCE!

HY are discerning dealers turning to Cleartron Tubes?
Why do they consider them more dependable—more con-
sistent in quality- a better buy for the customer?

Cleartrons Are Truly Guaranteed!

The rigid guarantee that goes with every Cleartron Tube. based
on the strictest laboratory test, makes Cleartron Tubes sell.
render the fullest performance and sell again. Cleartron Tubes
will make pleased loyal customers.

Cleartron Quality Means Repeat Business'!
You can back Cleartron Guaranteed Tubes to the limit. They last longer.
They are more econemical in current consumption. They oscillate. detect

Cleartrons come in three regulation sizes, shewn aboeve.
CT 199 Standard Base is designed to fit 201A sockets without adapters.

Tie up with Cleartrons!

Dealers. make your tube business more profitable. Order thru your dis
tributor er jebber. or write us for infernation.

VACUUM TUBE CO.

New York City

h
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C;u“rying Charges on Instalment Accounts

Scale of Fixed Carrying Charges on Instalment Sales Adopted by
Music Trades’ Association of Northern California—A Vital Move

At various times there has arisen consider-
able discussion among talking machine dealers
and music merchants generally relative to the
advisability of establishing a fixed carrying
charge on instalment accounts over and above
the cash price in lieu of charging any definite
rate of interest on unpaid balances. It is held
by many that an established carrying charge
saves trouble for both the dealer and the cus-
tomer relieving the former of the burden of
figuring interest, and enabling the latter to as-
certain just what the accommodation of time
payments is going to cost him.

Recently, a committee appointed by the Mu-
sic Trades’ Association of Northern California
gave considerable study to the question and
presented a report to the board of directors of
that body which was adopted unanimously, it
being decided that the carrying charge was the
logical method of handling term accounts.

Scale for Carrying Charges

The report suggested that carrying charges
be added where payments are deferred in the
sale of talking machines, radio and band and
orchestra instruments on the following scale:

Five per cent to be added to the balance of
account after first payment is deducted if the
contract is to run ten months or less.

Six per cent to be added to the balance of
account after first payment is deducted if the
contract is to run eleven or twelve months.

Seven per cent to be added to the balance of
account after first payment is deducted if the
contract is to run thirteen or fourteen months.

Eight per cent to be added to the balance of
account after first payment is deducted if the
contract is to run fifteen months.

Carrying charge is to be canceled if account
is paid up in full within sixty days from date of
sale.

Interest at 8 per cent per annum is to be
charged from the date of maturity of contract
on any balance remaining unpaid a that time.

Example of Sale on Carrying Charge Plan

A customer buys a talking machine on ten
months’ time for $150, paying $30.00 down—the
balance remaining is $120. The carrying charge
for ten months contract is 5 per cent or $6.00,
making a total of $126. The salesman makes
out the contract for a total of $156, the down
payment to be $30, and the balance at $12.60
per month for ten months.

Advantages to Dealer of Carrying Charge Plan

It is preferred by the customer for the fol-
lowing reasons: He is already educated to the
carrying charge on account of its almost univer-
sal use in the selling of automobiles, vacuum
cleancrs, sewing machines, sets of books, etc.

The music trade is one of the very few still
charging interest. It is simpler and easier for
the customer to understand. There is an exact
even amount to be paid each month; the an-
noying interest charge, which varies cach
month is done away with. At the time of sign-
ing the contract, the customer knows exactly
lhow much he has to pay each and every month
even though he may not receive a statement
(see working example of carrying charge.)

There is a marked saving to the dealer in
clerical expense. No figuring each month of
interest for that month with the resultant argu-
ments and misunderstandings with customers.

It speceds up and makes collections easier;
since the customer always knows exactly what
he is to pay.

It is so arranged as to make it simple and
easy for the salesman to get a good down pay-
ment and good terms. It can be seen at once
by any customer that he saves money by sign-
ing up for ten months instead of fifteen; inas-
much as all charges are based on the balance
after the first payment is made, a large first
payment is greatly to the customer’s advantage.
To illustrate: A man buys a talking machine
for $150 on twelve months’ time. If he pays
$50 down, his carrying charge, based on the
balance of $100 at 6 per cent, is $6.00. If he
pays $25 down on the contract for the same
period of time, the carrying charge is 6 per cent
on $125 or $7.50. It is easy for the salesman
to point out the saving of $1.50 simply through
a little larger down payment. The same argu-
ment applies to a contract on shorter time—the
cash saving is apparent.

The fact that the carrying charge is cut out
entirely, if all is paid in full in sixty days, will
induce many people to make 'a special effort
to close the account then, as they can see the
dollars and cents saving in so doing. In the
case referred to above, for instance, where the
customer has paid $50 down, he sees that he
saves $6.00 by paying up the balance in two
months.

It will give the dealer a larger return for
carrying instalment paper than at present; the
return to the dealer is better than 8 per cent
interest. This he should have, as dealers are
now actually carrying their paper-at a loss.

The carrying charge is advised and recom-
mended by all finance companies.

To sum up: The carrying charge is simpler
and less expensive in operation, more pleasing
to the customer, gets the money quicker for
the dealer and is more profitable for him.

A similar carrying charge plan has been used
in Southern California for a number of months

now, and is working out in practice very well
indeed. All these dealers are very well pleased
with it and would not think of going back te
the old clumsy system of interest charges.

If the carrying charge plan is generally ap-
proved by the dealers, the board of directors
of the Music Trades’ Association of Northern
California expects to get out a printed card ex-
plaining the carrying charge plan in detail. This
will be in the name of the Music Trades’ Asso-
ciation of Northern California. All dealers will
have these cards and can show them to the
customer as an explanation of the plan. Sceing
this card, the customer will realize that this
plan is uniform with the music trades of North-
ern California and in operation with all dealers

Caution on Length of Contracts

Radio should not be sold on longer time than
six months if possible; certainly not more than
eight. A down payment of 33 1-3 per cent
should be secured—if this is not possible cer-
tainly not less than 25 per cent. Radio mer-
chandising is different than any other and it is
necessary for the dealer to get proper down
payment and terms if he expects to sell radio
at a profit.

Talking machines and phonographs should
not be sold on longer time than twelve months
—certainly not more than fifteen months. If
possible secure a down payment of 20 per cent
—certainly never less than 10 per cent.

Band and orchestra instruments should not
be sold on longer time than ten months if pos-
sible—certainly not more than twelve months.
If possible secure a down payment of 25 per
cent—certainly never less than 15 per cent.

Petrouchka in Victor Album

The Victor Talking Machine Co., Camden,
N. J., recently issued a new album set of four
12-inch records of “Petrouchka,” the ballet of
Stravinsky, which was recently presented at the
Metropolitan Opera House. The recordings
were made by Eugene Goossens and the Royal
Albert Hall Orchestra of London.

Mandel Co. Chartered

The Mandel Talking Machine & Radio Co,,
New York, was recently incorporated at Albany
with a capital stock of $5,000. The incorporators
are: J. Frost, D. Rubin and A. Bader.

The Linault Radio Corp.,, Wilmington, Del.,
was recently incorporated at Dover, with a cap-
ital stock of $500,000.

Wuebben Record Albums

are indestructible

They are manufactured on methods of construc-
tion which are protected by the Patent Laws.
It 1s impossible for the records to drop out.

Ask for our illustrated prospectuses and price lists

Wuebben Gesellschaft, m. b. H., Kochstrasse 60, Berlin SW. 68
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Largest-~Selling Radio
In the World
Crosley $1 Special

It is easy to understand why Crosley is the world’s
Batteries self-contained
Two-rube circuir, very selective

ADIQ
Better~ Costs Less

largest-selling radio, when you know that Crosley
is the world’s greatest radio value.

Crosley is better radio at lower cost because the
economies of huge production are passed directly
on to the radio buyer.

In Crosley Radio, certainty displaces uncertainty;
simplicity takes the place of complication; efhi-
ciency is scientifically developed to the nth degree.

Crosley 51 Special at #23.50, for example, is the
world’s leader at anything like the price. A hand-
some new cabinet with sloping panel, neatly
enclosing the batteries with the two tubes.

Excellent for loud speaker reception of local sta-
tions, and of distant stations under reasonably
good conditions. Much greater distance consis-
tently reached with the headphones.

Sell Crosley in your own store. It is a fast seller
and an easy seller. Order direct from your Jobber.

Most good Jobbers handle Crosley.

Armstrong regenerative circuit, licensed under U. S. Patent No. 1,113,149

The Crosley Radio Corporation
Powel Crosley, Jr., President
Cincinnati

) -



62

THE TALKING MACHINE WORLD

ApriL 15, 1925

Isham Jones Scoring in
First Gotham Engagement

Famous Orchestra Leader and Brunswick Art-
ist Drawing Crowds at Rue de la Paix—Spe-
cial Brunswick Tie-up Record Publicity

Isham Jones and His Orchestra, which re-
cently opened its first New York engagement
at the Rue de la Paix, New York, is meceting
with phenomenal success and the organization
ic being heralded by dance devotees in New

be as popular in New York as it was for five
years in Chicago, where it ranked as the lead-
ing dance organization.

The Brunswick-Balke-Collender Co. has been
co-operating with Isham Jones to splendid ad-
vantage in the use of publicity featuring his en-
trance into New York night life. Isham Jones
has for a numiber of years made Brunswick rec-
ords exclusively and his recordings have served
to give him a national reputation among music
tovers. The Brunswick Co. has left nothing un-
done to co-opecrate with Isham Jones and His
Orchestra since the opening of the Rue de la

\ ISHAM JONES

AND RIS

'ORCHE STRA

York as the sensation of the vear. The orches-
tra not only plays for dancing but also plays
the music for a very elaborate revue which is
meeting with tremendous favor. The Rue de
la Paix is attracting capacity audiences nightly
and on week-ends hundreds have been turncd
away. It is generally conceded that the success
of this night club is due entirely to Ishamn Jones’
ability and prestige as an orchestra leader and
composer and it is predicted that within a few
months the orchestra, under his leadership, will

P'aix and this co-operation has already produced
tangible results for DBrunswick dealers in the
stimulation of the demand for Isham Jones
Brunswick records, which are enjoying wide
popularity.

The Wallington Radio Cabinet Works, Wal-
lington, N. J., were recently incorporated at
Trenton, with a capital stock of $25,000. = The
incorporators are Gustav Baur, Louis Walter,
Edward Bauer and Edward Lofquist

Uniform Length
Means
Uniform Tone

HE length of the needle partly deter-
mines the tone, the shortest needles
produce the loudest tones and vice versa.
When customers buy loud tone needles,
they want them all to be loud tone, which

means that all needles must be of the same length. OKeh and
Truetone Needles are all uniform; everv needle measures up to
a lot of extra trouble, but it

an exact standard or it is rejected
assures customer satisfaction.

OKdn and 7

A Product of the

OTTO HEINEMAN, Pres.
25 West Forty-fifth Street - - s

Needles

GENERAL PHONOGRAPH CORPORATION

New York, N. Y

W. H. Bristol Discusses
Loud Speaker Essentials

President of Bristol Co. Gives Interesting Views
on Radio Development—Plan to Add Loud
Speaker Tester to Line

Wartersury, CoNN., April 7.—Although a manu-
facturcr of Bristol recording instruments
and other precision instru-

ments for thirty-six years,
the Bristol Co. has only
manufactured radio loud

speakers for a comparatively
short period of time. How-
ever, in this short time the
popularity of the Bristol loud
speaker has grown tremen-
dously and the production
has become enormous in
order to fill the demand

In this connection W. H.
Bristol, president of the com-
pany, stated: “To my mind,
cvery manufactured article is
a promise—to the dealer—
and to the customer. It is
a promise that the article
will do what it is claimed to Bristol Speaker
do, and that it is a good value for the money

“\Whether that promise will be kept or not
depends not merely upon the manufacturer's
willingness so much as upon his ability. Firins
almost w'thout number have turned to radio.
but those generally rccognized as having an
article of truc merit have had the right kind of
schooling. With oyr experience in precision in-
struments in the past it was but natural on add-
ing radio loud speakers to make them with the
same accuracy we had been schooled to apply
to reco ders. When loud speakers first came
out volume was what everyone seemed to
demand. This was once true of phonographs
and radio seems to be going through the same
cycles. People are beginning to want some-
thing to listen to rather than merely something
to wonder at. There is just as much demand
for volume as there ever was, but quality of
tone must go with it. While the Bristol loud
speaker will give great volume in tone it has
as its outstanding characteristic its wonderful
sweetness of tone.

“A speaker must do a multifarious job
Thousands of tonal shadings pass through it.
The tone varies from the many qualities of bass
notes up to the shrill of the piccolo, the upper
register of the woodwind and extremely high
pitched harmonies of the strings. It, therefore,
requires something more than a common phone
unit in the end of a horn to bring this myriad
of musical vibrations out in anything like what
they sound to the direct listener. We believe
we have accomplished this with the Bristol loud
speaker ”

There are five Bristol loud speakers at the
present time. Four of these models are of the
horn tvpe, models “S” and “J”, Baby and Baby
Grand. Model “C” is a cabinet speaker. This
line is destined to give the dealer the desired
diversity from which he can satisfy every cus-
tomer. Each model has its distinctive appeal
The horn of the cabineted model is of wood and
“full floating.” The cabinet itself is entirely of
mahogany, beautifully finished.

Tt is expected that a new instrument will
shortly be added to the Bristol line to be known
as the “Comparophon,” a loud speaker tester
Tt is claimed that with this instrument the
dealer can test his loud speakers without radio
simply by connecting three speakers with the
“Comparophon” and using a phonograph of any
kind of make by putting on a record when
making the test. By means of a switch any
ho-n can be used.

The Northland Radio Co. has been incorpo-
rated at Dover, Del, with a capital stock of $3,-
000,000 The incorporators are W. R. Frank,
Hans F Aude, F. Ollen Peters, Minneapolis.
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Make 1925 the Biggest
Hohner Year in History!

This attractive HOHNER display on 2

your counter will do it h
2
VERY wide-awake dealer knows the value of a sales
leader. And every Hohner dealer knows that har-
| monicas are leading the way to more and better 6
business.
During the past year over 15,000,000 Hohner Harmonicas 8
] were sold to people of all ages, in all walks of life in every
| city, town, and country hamlet. And every sale meant ) -

liberal profits and satisfied customers for Hohner dealers.
| Thousands of dealers in every part of the country are now
!1 pushing Hohner Harmonicas. They were quick to recog-
L nize a real sales leader and just as quick to cash in on the
big business which is being created by Hohner advertising.

Through leading magazines and newspapers; billboards

and posters; radio, movie 'and theatrical performances;

professional stars; phonograph records; public school and
| municipal contests; the Hohner message of real music and
F' fun is being broadcast to millions of people in every city,

town and village. And the response is being recorded on
the cash registers of Hohner dealers.

i If you want quick sales, liberal profits and satisfied cus-
tomers, put this attractive revolving display on your coun-
ter and tie up with the big national publicity campaign.
This display on your counter, a complete set of window

strips and dealer helps and a generous supply of Free In- o 600

struction Books will put you in line for more and better
! business
i IMPORTANT
i We are creating the demand for Hohner Harmonicas—all to Hohner Dealers
il we ask you to do is help us supply it. 1924 was a record- Hohner interest and enthu-
‘ breaker, but everything points to a greater volume of busi- siasm is sweeping the coun-
K . o B try. You can easily turn it
l ness in the coming year. L.et S Yvork together to make 1925 into money by putting this
§ the Biggest Hohner Year in History. attractive revolving display
l on your counter and tying
| your store to Hohner adver-

tising. Ask us how lyou can

| e . . get one of these displays and
| If You Want to Tie Your Store to Hohner Advertising just what it will mean in
| Write sales and profits.

M. HOHNER, Ine¢., Dept. 72, 116 East 16th St., New York

Canadian Address: Hough & Kohler, 468 King Street, W., Toronto

Fascination Health
il Inspiration Portability
‘}1 Educatl?n : Durability
f Entertainment %\&u c .
: . onvenience
Musical 17 &\
Accuracy L 0 Popularity
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ATWATER

' HE radio merchants who are today building

. for themselves a prosperous and lasting
business are the ones who are looking beyond
the product they are handling—to the reputa-
tion, responsibility and experience of the manu-
facturer back of it.

An ever-increasing number are learning by
actual experience that the ATwaTer KENT name
on the radio they sell has helped them attain a
place of leadership among the radio merchants
in their community.

ATWATER This ATWATER KENT prestige is
KENT traditional. Twenty years before
Prestige  the first broadcasting station was

opened, the ATwaTErR KENT name plate on a

precision electrical instrument was accepted as

a mark of quality.
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ATWATER |

2

Satisfied
Users

Backof  Today, the name ATwaTer KENT
ATWATER  on radio is a definite assurance of
KENT Radio o, tisfaction. ATwater Kent dealers
everywhere will confirm this—they know that
back of this name there is an outstanding
achievement in radio engineering.

If you could visit the ATwater Kent plant,
the largest of its kind in the world, you would
know why there is no better radio made. You
would see that all the machinery is of the latest
design for radio building, that every workman
is a master at his job. The material used, every
bit of it, from the smallest wires to the solid
mahogany from which the cabinets are made,
is the best that money can buy.

You would realize that the reasons
for ATwATER KENT prestige are
fundamental and built-in; that un-
der such conditions there can be but one result
—satisfied users; and satisfied users are the
most valuable asset a radio merchant can have.

Satisfied
Users

Descriptive literatire on request

Model L£20

$
ATWATER KENT MANUFACTURING COMPANY [ Modet RZI5
1725 Wissahickon Ave., Philadelphia, Pa.
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Cleveland Eetaii;:rs
Report Good Business

Continuation of Demand for All Lines—Manu-
facturers Show Desire to Aid Dealers—Make
Local Okeh Record—The Month’s News

CLeveranp, O, April 7.—The January confer-
ence of talking machine dealers held in Colum-
bus under a call from President Grau, of the
Music Merchants’ Association of Ohio, to dis-
cuss the over-production of phonograph records
and models, discount adjustments, and other
problems of the retailers’ trade, is bearing good
results, according to Rex C. Hyre, secretary of
the Association. Several interesting replies
have been received by him from the leading
talking machine producers of the country, all
offering to do what they can to improve the
conditions complained of. Another matter dis-
cussed at the Columbus conference was radio
and methods used in protecting dealers as to
the matter of discounts. Some interesting com-
munications on this subject have also been re-
ceived by Mr. Hyre

Pushing Federal Discontinued Models

The Newman-Stearn Co., among the lead-
ing radio dealers who also handlc phonographs,
is offering a part of $1,700,000 worth of discon-
tinued Federal radio outfits recently acquired
by a combination of retailers.

Improvement in Trade Practices

The Cleveland Better Business Commission
reports that efforts during the past few months
to “tone up” the standard of musical merchan-
dise advertising in the local newspapcrs has
brought good results, and talking machine deal-
ers, the Commission’s secretary says, are more
careful in the wording of their advertising.

Cleveland Artists Make Okeh Record

Cleveland’s importance in the matter of rec-
ord creation again is emphasized by the re-
cent release of an entirely new composition,
likewise Cleveland-made, in “Nora Lee.” This
song has had a wide distribution in the sheet
music field and was composed by Joe Smith,
of the ‘Martha Lee Club Orchestra. It has
such an appeal that a recording was the natural
outcome. Therefore, T. R. Buel, head of the
Cheney Phonograph Sales Co., which also is
the Okel record distributor in this territory,
got busy, commissioned Joe Smith and his or-
chestra to go to New York, and the Okeh re-
cording laboratories did the rest. Dealer tie-
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Pat. Applied for.

greater signal strength.
The Carter loop is only
finds a ready sale. It is

Order from

In

" CARTER New Loop Aerial

The new Carter Pentagon winding makes possible a loop with no wood
or metal within the electric field thus eliminating losses and giving

Offices in Principal Cities.
Write for folder.

your jobber.

Canada—CARTER RADIO CO.,

It also permits of smaller construction.
18 inches in diameter. A beautiful loop that
being, nationally advertised in April and May.

Limited—Toronto

ups and much preliminary work resulted in
large sales of this record. The story “Nora
Lee” will be syndicated throughout the country
and it is understood it is later to appear in
photoplay form.
Victor Dealers in Co-operative Drive

In connection with the drive for new busi-
ncss, the local activity in connection with Vic-
tor has been conspicuous. The month’s cam-
paign, through March, in Cleveland, and with
which were linked similar district campaigns
throughout the country in the larger cities,
was inaugurated here at the Music Box, con-
trolled by Philip Spitalny, now known as a
Victor artist. The event was staged co-opera-
tively by the Cleveland Talking Machine Co,,
Victor wholesaler and representatives of the
Victor Co. These last included F. C. Erdman,
A. C. Mayer, Louis Morgan, Richard Thomp-
son, R. C. Jennings, \Warren Batchelder. Miss
Alice Keith, chief of the educational division,
and Ben F. Allen, promotional and advertis-
ing manager, also spoke. More than 200 deal-
ers and their associates attended.

Euclid Co. to Open Another Branch

Early April was expected to see one of the
most unusual of openings in the way of a new
music establishment. Several big surprises were
being planned by the Euclid Music Co. to intro-
duce the sixth of its chain of music establish-
ments, this being located on the ground floor of
present East Ninth-Huron Road location.

New Brunswick Accounts

More new dealers are added with the open-
ing of Spring by the Brunswick Co. in this ter-
ritory. These include the Witt Music Co,
[.orain; the McMahon Piano Co., Youngstown,
and the Winter Piano Co., Erie, Pa.

Another Local Okeh Recording

Among late recording efforts that, again by

the Cheney Phonograph Sales Co. co-operating

$2S

Height, 714 inches; Width, 11Y; inches;
Length, 15 inches; Weight, 15 pounds.

Throughout.

Convenience itself.

PACIFIC MUSIC CO, Distributor
137 Turk St., San Francisco, Cal.

OO0

Regular Discounts

The Oro-Tone
Junior No. 250

Produced for the Merchant who
Desires to Give His Trade Quality

CABINET CONSTRUCTION—Body construction of 145
corners, 34 inch veneer top and bottom panels.
covered with a durable waterproof leatherette material.

MOTOR—American manufactured, housed in cast frame to insure perfect alignment
and withstand rough handling, single spring, easy winding, plays two sides of a ten-
inch lateral cut record or more than one side of an Edison record at one winding.

TONE ARM IS NOT REMOVED when 1lid is closed. Ready to play in five seconds.

Order Sample on Ten Days Approval.

The Oro-Tone Co.,

Loud
Tone

» Plays
Records
inch stock. Dovetailed
Glued and naled throughout and

All

1000-1010 George St.
Chicago, U. S. A.

with the Okeh factor, of additional selections
by the Emerson Gill Orchestra of Cleveland
must be mentioned. Arrangement was made for
the installation of a temporary laboratory here
by T. R. Buel, secretary-treasurer of the Cheney
Co., and Ralph Reed and H J. Becker, of the
Okeh recording division. The three selections
are ready for release, first in Clcveland, of
course.
Columbia Branch in New Home

New headquarters for the Cleveland branch
of the Columbia Co. have been established in the
Premier Building, in the Euclid-East Eighteenth
District. This makes the second wholesale es-
tablishment to select this location, the other
being the Ohio Musical Sales Co. The change
will bc twofold in its merit, in the opinion
of S. S. Larmon, general manager of this branch
—the closer proximity to the retail district, and
the fact that dealers from out of town will find
it easier of access.
. Art Gillian Scores

The whispering pianist, Art Gillian, Colum-
bia artist, made a considerable hit in Cleve-
land during his four nights’ broadcasting work.
Under the auspices of the Cleveland Columbia
branch, Mr. Gillian made numerous personal
appearances also at dealers’ stores, and this
helped to add to his already enviable reputation
here.

Wright Music Co. Organized

Withdrawal of three important individuals in
the music field from the Euclid Music Co.
marks the beginning of another new music
trade enterprise in Cleveland. The Woright
Music Co. has been organized and opens in
the Fuclid East 105th District under the direc-
tion of William Murstein, Jack I.apham and
W. R. Wright. A varied line of phonographs
and radio will be handled.

Cuban Columbia Distributor a Visitor

Among recent out-of-town guests in the mu-
sic trade field here has been H. A. Lee, of the
Frank Robins Co., Havana, Cuba, which repre-
sents the Columbia distribution on the Island.
Mr. l.ee has been making a trip about this
country, picking up new ideas for his firm.
In Cleveland he was the guest of S. S. Lar-
mon, branch manager of the Columbia Co.

E. W. Bond Joins Brunswick Co.

New member of the Brunswick sales organ-
ization in this territory is E. W. Bond, who has
been appointed to handle the dealers’ business
in northcrn Ohio, including Cleveland, Akron,
Canton, Youngstown and adjacent cities. Mr.
Bond comes from the Carryola Co. of Mil-
waukee, Wis.

Dealers Profiting by Radio

The Euclid Music Co.s four stores have
scored heavily in radio outfits. The Conn-
Cleveland Co., which in a measure shares Huron
road quarters with the Starr Piano Co., is
doing much to popularize music through its
new radio studio and its school of music re-
cently opened, with faculty members practi-
cally all specialists in the Cleveland Symphony
Orchestra. The Brunswick Radiola has un-

questionably been the big hit in high-priced
radio sets and Brunswick retailers throughout
Greater Cleveland report increasing sales.
Wide Interest in Brunswick Contest
The “Music Memory Contest” of the Bruns-
wick-Balke-Collender Co. is attracting much at-
tention in Cleveland.
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F.E. Bates Shows How Freight Rates
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Affect Prices of Phonographs and Radio

Traffic Manager of Sherman, Clay & Co., Member of Music Industries Chamber of Commerce
Committee, at Rate Hearings in San Francisco Presents Interesting Report

Frank E. Bates, trafic manager of Sherman,
Clay & Co., San Francisco, Cal,, and a member
of the Transportation Committee of the Music
Industries Chamber of Commerce, brought out
a very important point of interest to the music
trade in the recent hearings in San Francisco
on the matter of the suspension of the new in-
creases in rates on radio sets and phonographs
with radio installation.

The hearings were held in San Francisco
because of the protest of the Pacific Radio
Trade Association, the Music Trade Association
of Southern California and other associations in
the various music fields who are co-operating
with the Music Industries Chamber of Com-
merce in securing the rate suspension. At
these hearings it was apparent that representa-
tives of the railroad intended to show what a
little percentage the rate increase would have
on the final cost of radio sets and phono-
graphs. Mr. Bates, however, on cross examina-
tion clearly showed the fallacy of this attitude,
and, in fact, showed that the proposed in-
creases, which amount to 50 per cent in many
cases, are repeated several times before the
product reaches the final consumer.

In reporting to the Chamber on his work as
a representative of the Committee in the San
IFrancisco hearings Mr. Bates has written:

“The distributors buying direct from the factory must
pay freight charges from the Atlantic Coast to San Fran-
cisco, on which we will say there is an increase of 50c
per set; le, in turn, sells his products to a jobber in
Portland, Ore., on which there is an additional increase
of perhaps 25c per set. The jobver, in turn, sells his
products to a retail dealer at Salem, Ore., on which there
is an additional increase, and although the increase in
freight charges on the transcontinental movement really
represents only an increase of 50c per set, by the time
same is delivered to the ultimate consumer this increase
will not be 50c but more likely $1.50.

““‘As this particular case has brought teo the writer's
mind more forcibly than anything else in the past the
need of some co-operative action in matters affecting trans
portation costs to the music trades as a whole, it would
seem that the hest method of creating some interest or
desire on the part of allied music intcrests is through a
campaign of education on traffic or transportation matters.”

Mr. Bates supported his arguments by ex-
hibits which have been filed with the Inter-
state Commerce Commission. To summarize,
these exhibits show that for a certain period
radio shipments from Cincinnati, O, alone to
Sherman, Clay & Co., carried freight charges of
$1,638.00. Under the proposed freight rates
which the Chamber is opposing. the charges
would have been $2,545.50, an increase of
$816.50. This tells only part of the story,
however, for during the same period Sherman,
Clay & Co. re-distributed the same type of prod-
ucts to Portland, Seattle and Spokane, incurring
freight charges of $839.55, which under the pro-
posed rates would have been $1,259.32, an in-
crease of $419.77. In addition the company
shipped to eight different cities within the State
of California, incurring freight charges of
$841.50, as against $1,264.78 which would have
been incurred under the proposed rates, an
increase of $423.28. In other words, while it
looks bad enough that the proposed increased
rates should cost this one company within this
short period taken as an example $816.50 in ad-
ditional freight charges on incoming shipments,
the actual effect of these increased charges
would have been an additional $1,659.55, all of
which, of course, means that amount extra cost
of doing business and increased final retail
price of the product.

Another exhibit introduced showed that the
proposed increases, if they had been in ef-
fect during the year 1924, would have cost the
Fobes Supply Co., Leo J. Meyberg Co., Sher-
man, Clay & Co. and the Pacific States Electric
Co. on sets manufactured by the Radio Corp. of
America alone on reshipments from San Fran-
cisco to Portland, Seattle and Spokane over

$1,000.00. This, it must be remembered, would
be in addition to even larger increases on the
original shipments of these sets from Eastern
points to San Francisco.

As Mr. Bates says, it is very important that
the music dealers of this country realize the
very vital effect to them of the proposed in-
creases in freight rates which the Music In-
dustries Chamber of Commerce and various
associations in the radio field are strenuously
opposing.  Associated with Mr. Bates in the
bearing was H. F. Gittings, of the Magnavox
Co. and Munson Rayner Corp., and G. A. Cul-
bert, of the Pacific States Electric Co.

The next hearings were held in Washington
on April 7. The Music Industries Chamber of

Commerce was represented by R. H. Lock-
wood, traffic manager of Brunswick-Balke-Col-
lender Co., and W. F. Varin, of the Sonora
Phonograph Co., who are members of the
Chamber’s Transportation Committee, and by
Alfred L. Smith, secretary and general manager.
The case was handled for the Chamber
by J. C. Culquitt, traffic attornev, Washington.

A Live Blrmlngham Dealer

BirMINGHAM, ALA., April 8—Loveman, Joseph
& Loeb, a large department store in this city, are
now featuring the Thermiodyne radio set, and
this popular set, which has been advertised ex-
tensively through national media, is meeting
with considerable favor in Birmingham terri-
tory. Window displays showing the various
features of the Thermiodyne and emphasizing
the fact that it has only one master dial con-
trol have contributed materially to the success
of the campaign, and it is expected that the
Thermiodyne set will steadily increase in pop-
ularity throughout the year.

YEARSHAVE PROVED
OUTING PORTABLES'
ARE THE BEST
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faithed io
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or Rlach U cathorette and

ek 5
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JAMES COWAN CoO
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STERLING ROLL & RECORD c€O..
OIII0 MUSICAL SALES CO........
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EDWARD G. HOCH €O.....
MAJESTIC MUSIC SHOP..
RENIER MUSIC HOUSE...........

CARL FLORINE.......
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GENERAL PHONOGRAPH CORP,..
EVERYBODY'S TALKING MACHINE CO., INC., 810 Arch St., Phila, Pa.
IROQUOIS SALES CORP................ 210 Franklin St., Buffalo, N. Y.

BELKNAP HARDWARE & MFG. CO...

TARG & DINNER MUSIC €O...... 229 West Randolph St., Chicago, Ill.
«...27 No. 4th St., Minneapolls, Minn.
.16 South 7Tth St., Minneapolis, Minn.

MARKS PHONOGRAPH & RADIO CORP..2215 Pine St., St. Louis, Mo.
SCHMELZER €O0.....................

.1054 Mission St., San Francisco, Cal.
926 Midway Place, Los Angeles Cal.

OUTING TALKING MACHINE CO0., Inc., Mt. Kisco, N. Y.

Export Department

No. 44 Whitehall Street, New York City, N. Y., U. S. A.
Cable Address “OUTING” New York

Representatives in:

8ydney, New BSouth Wales; Meclbourne, Havana, Cuba.
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Santiago de Chille.

..... 175 Tremont St., Boston, Mass.
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..... 514 Griswold St., Detrolt, Mich.
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..2015 Grand St., Kansas City, Mo.
..514 Charles Bldg., Denver, Colo.

...2602 Fourth Ave., Seattle, Wash.

Barranqullla, Colombia.

Daublin, Ireland.
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Ship in an “Atlas”

Proper Packing Pays

Better protection is given your shipments by Atlas Plywood Packing Cases.
cracks or knot holes in the sturdy, cross-ba‘nded panels of plywood to admit dust, dirt or
When the shook is put together it affords maximum protection against the ele-

moisture.
ments.

Then, too, there is the strong, scientific construction of these modern containers that with-
stands unusual shocks and strains. This means fewer losses from damage to contents.

When you also consider the further savings in freight charges made possible because of their
lighter weight, there is no reasonable excuse for [ailing to investigate, at least, the particular
economies Atlas Plywood Packing Cases would effect in your shipping department.

Send us the data so we can give you specific details.

Atlas Plywood Corp.

PARK SQ. BUILDING

Largest Manufacturers of Box Shook in New England

There are no

BOSTON, MASS.

Kodel Radio Corp. Buys
New Plant in Cincinnati

Operations Formerly Conducted in Five Fac-
tories to Be Centered in New Plant—Move
Follows Recent Merger of Kodel Mfg. Co.and
Automatic Electrical Devices Co.

Following the announcement which appeared
in these columns last month of the merger of
the Kodel Mfg. Co. and the Automatic Electrical
Devices Co., Cincinnati, O., the president of
this consolidation, Clarence E. Ogden, an-
nounces the purchase of the Cincinnati broad-
casting station WMH from the Ainsworth-
Gates Radio Co. A new factory building has
also been purchased by the Kodel Radio Corp.
and the company, which has heretofore operated
in five locations, will in the larger quarters con-
solidate all of its activities under one roof.

Clarence E. Ogden, who to-day heads what
has been termed the second largest radio manu-
facturing company of medium-priced radio sets
in the world, is only thirty-four years old. At
the age of nineteen he organized the Ogden
Mfg. Co., which specialized in battery chargers.
Under the new plans of the company, which is
a two-million-dollar corporation, the organiza-
tion will in addition to its past Activities add

RECORDINGS

for the

Phonograph Trade
rl 77 NDEPENDENT is
the best equipped and
== most efficient record-

ing laboratory in the
country.

WM ECORDINGS for the
most prominent makes
““of records are among
our successes.

%’ ZET  us solve your

I ;'Titechnical problems.

| A phone call or letter |
will bring full details.

Also personal recordings

of all kinds.
INDEPENDENT RECORDING LAB.

28 West 16th Street New York
WATKINS 0525

some higher-priced receivers to its list of prod-
ucts.

Mr. Ogden is of the firm opinion that the radio
industry is still pioneering and that expansion
programs must be carried out in order to re-
tain the interests of radio set users. For this
reason a corps of radio engineers in the Kodel
laboratories are designing new models for the
coming season, and drastic changes in all the
old models have been made. Until the present
time the Kodel Corp. has never manufactured

Clarence E. Ogden
interest the talking machine retdfiler. However,
among the new products are the Logodyne re-
ceivers, which are handsomely finished both in-
side and out, and priced so that they will be at-
tractive to the talking machine dealer. It was
purposely designed to interest the music trade
and to make possible the sale of the product
on a time payment basis if necessary. Regard-
ing the new broadcasting station Mr. Ogden
said:

“We expect to maintain one of the most in-
teresting programs presented by any station as
soon as we have been able to correctly form
our plans. Although we are taking over the
new station on April 6, we will not officially
open it until Fall, when the new two-million-
dollar Hotel Alms is completed. At that time
our towers will be raised to the top of this
twelve-story building, our new equipment will
be in place and our studios will have been
moved, enlarged and redecorated.”

In consolidating the five old factories into the
new factory provisions have been made to use
150,000 square feet of floor space. The Gold
Seal Homcharger and all the other chargers
formerly manufactured by the Automatic Elec-
trical Devices Co. will be manufactured under
the trade name of the Kodel Radio Corp. In
addition, all the new Logodyne models, includ-
ing a new console type, will be manufactured
here. The new plant includes japan ovens, dry
kilns, tramways, power plant, special railroad
switch ard many other features, and is located
in the heart of the industrial section of down-
town Cincinnati.

J. F. Bichl, sales manager of the Kodel Radio
Corp., has been elected vice-president of the
new corporation and will continue in charge of
sales. No immediate changes are planned for

the personnel of the organization except the ad-
dition of radio engineers, one of whom is al-
ready on his way from England to enter the
Kodel laboratories.

Radio Industries Corp. Is
Now the Delaware Corp.

Reorganized Radio Manufacturing Company Is
Capitalized at $1,250,000

The Radio Industries Corp., 131 Duane street,
New York City, manufacturer of “Rico” prod-
ucts, including the loud speaker bearing that
name, has been reorganized. It is now known
as the Delaware Corp., and has been capitalized
at $1,250,000.

According to B. Gould, who has been respon-
sible for the development of this concern and
its “Rico” products, the company is now in a
position to greatly extend its laboratory work.
The company recently completed a new five-
tube set known as the “Rico-Dyne,” which car-
ries some exclusive features, and plans an ex-
tensive advertising campaign on its products.
It is now arranging for national distribution.
In conjunction with its new five-tube set it in-
tends to feature in coming publicity its cabinet
loud speaker.

No Stromberg-Carlson
Model or Price Changes

RocHestER, N. Y., April 7.—The Stromberg-Carl-
son Telephone Mfg. Co., of this city, manufac-
turer of Stromberg-Carlson neutrodyne prod-
ucts, loud speakers, head phones and panels,
sent a very interesting telegram recently to all
authorized Stromberg-Carlson dealers, reading
as follows: “Stromberg-Carlson guarantees
prices will not be reduced and present models
will not be made obsolete. You are thereby
fully protected on your investment in our mer-
chandise. Confirming in detail by letter. Read
all our bulletins carefully. They spell increased
sales for you.”

In addition to the signature of the Strom-
berg-Carlson Telephone Mfg. Co., this telegram,
when forwarded to dealers in Eastern territory,
carried the signature of Gross-Brennan, Inc.,
New York, Stromberg-Carlson sales represent-
ative. Both the company and Gross-Brennan
have been congratulated by the dealers upon
the text of this wire, which is of particular in-
terest to the trade at the present time because
of the tendency to change models and prices.
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uild for the future!
Concentrate on Fada !

F YOU are in radio to stay, join now the leader in the in-
dustry and become the leader in your community.

The Fada Neutrodyne was the first radio receiver specifically
designed for broadcast reception.

Fada introduced the first efficient 5-tube Neutrodyne Phono-
graph panel unit.

Fada was also the first to design a Neutrodyne receiver that
could use, with absolute satisfaction, either dry cell or storage
battery type tubes.

Today, with an established distribution from coast to coast,
Fada has developed a merchandise service that is unparalleled
in the industry. This service has but one purpose—to help a
dealer sell.

Fada has won national recognition through its dominant use
of large space in the most important magazines and news-
papers in all the large cities.

Our merchandising department offers you complete equip-
ment to win locally your share of this great interested audience.

Fada backs you up at every point—helps you find prospects,
interest them, sell them and satisfy them.

Tie up to the Fada driving power that will help put you across
in a big way. Get in touch today with the Fada Distributor.

F. A. D. ANDREA, INC.
1581 JEROME AVENUE, NEW YORK

Tune in for the Fada Hour of
Music, 10 p. m., Central Standard
Time, every night. Station WTAS
Elgin, Ill., wave length 303 meters.

Fada Phonograph Panel
Unit—a five tube Neu-
trodyne receiver, de-
signed for Victor Con-
sole Phonographs.
Adapted for dry cell or
storage battery.

YAIDA
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cal Activi_ties Result in Sales Gains

Appearance of World-Famous Record Artists

Retailers—Foster & Waldo to Build New

MinNEAPoLIs and St Paur, MiInN., April 7.—
There has been much activity in Twin City mu-
sic circles the past week both from the artistic
and commercial standpoints. The closc of the
Hennepin County Music Memory Contest, Sun-
day, March 29, caused a last-minute flurry of
record buying. Two concerts of unusual inter-
cst from the trade viewpoint were those of
Mme. Jeritza and Paul Whiteman, world-fam-
ous record artists.

New Home for Foster & Waldo

Foster & Waldo, Minneapolis’ oldest music
house, through Robert O. Foster, makes the an-
nouncement of a new building soon to be
erected. It will occupy a site on Nicollet ave-
nue, diagonally opposite the present store. The
increasing business of the company has made
the present quarters altogether inadequate.
While plans have not yet been completed, Mr.
Foster says the building will be the last word
in proper facilities for handling their many
lines of musical equipment. The five-story
building will be built for them and the property
held on a long time lease. It will be known
as the Foster & Waldo Building.

This firm has been doing some attractive ad-
vertising of the Brunswick Radiola and their
March sales on this instrument upset tradition
by being heavier than the Christmas business.

Stone Co. Closing Out

The Stone Piano Co. is closing out the Min-
neapolis branch and is selling a large stock of
pianos, phonographs, radio combinations and
records. The Fargo store of this company is
one of the oldest and largest music houses in
the Dakotas and the volume of business it han-
dles demands the entire attention of the firm.
The Brunswick Co., of Minneapolis, will take
over the entire Vocalion stock of the Stone Co.

Columbia Co. Activities

Mrs. Helen Beggs, manager of the Columbia

Co., is highly pleased with the recent acquisi-

tion by Louis Sterling of the controlling inter--

est in Columbia. Since Columbia has inaugu-
rated the new policy of discounts to dealers there
has been a marked increase in record sales. A
new selling point in the Columbia is the recently
perfected method of grooving which makes it

in Local Concerts Taken Advantage of by Live
Home—Wholesalers Busy — Month’s News

possible to play more records with the same
ncedle without injury to tone.
H. J. Wilcks, credit supervisor from the Chi-
cago office of the Columbia Co., was a visitor.
Other trade visitors were Mr. Jordan, of the
Zenith Radio Corp., of Chicago, and William
Brinkerhoff, of the Brinkerhoff Piano Co. who
dropped in to see R. C. Foster last week.
Morton Schaefer in New Post
Morton Schaefer, well known to Northwest-
ern Vocalion dealers, will operate for the
Brunswick Co. Mr. Schaefer was for many
years with Leo Feist and is consequently espe-
cially well informed on the sheet music and
rccord end of the business. In addition he has
a wide acquaintance among dealers in the
Northwest.
Brunswick Artist Scores
Nick Lucas, popular Brunswick artist, made
many friends among the trade in St. Paul, Du-
luth and Minneapolis on his recent tour here.
Lou H. Miller, for a number of years with the
Brunswick Co., has located in Butte, Mont.,
and will handle the Montana territory for that
company. Lou is well known in Montana, so
that his return is really a home-coming.
“Doc” O’Neill, local Brunswick manager, says
the Northwest is all right and so are the dealers.
Dealers in Artist Tie-up
Paul Whiteman and His Band were given a
royal reception in the Twin Cities through the
efforts of M. Bennett, of the George C. Beck-
with Victor Co. William Rossitter, president
of the local Musicians’ Union; Fred Birnbach,
president of the Civic Music League; Frank
Novak, Feist representative; William Warvelle
Nelson, leader of the State Theater orchestra,
and representatives of all dance orchestras in
the city greeted the “Jazz Kings.”
Representatives from the Cable, Donaldson,
Whitney-MacGregor, Metropolitan, Dyer Bros.,
Howard-Farwell, Peyer Cordoza and Golden
Co. were present at a banquet tendered them
The Beckwith Co. has had quite a heavy
demand for port<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>