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Of Interest to the Entire Phonograph Trade

Konora)

Semi-Permanent, Silvered

Needles

N line with the well known policy of Sonora to endorse

and market only that which represents the highest stand-
ard of quality and efficiency, we are pleased to announce
the perfection of a Semi-Permanent, Silvered Needle that
possesses all the advantages possible with such a needle
without carrying with 1t any disadvantages.

DEALERS:

The points of superiority of these
Make your Needle Sales count

needles are sufficient to make their

Sanara Phonograph Sales Company

use permanent with every phono-

graph owner, and that of the Steel’

Needle, or other substitutes, for-
ever undesirable. .

The three strong outstanding ad-
vantages of this needle are:

Saves constant changing.

Plays from 50 to 100 times before
wearing out.

Adds to the life of the records, be-
cause the record engaging point does
not enlarge as it wears, retaining the
same diaméter throughout.

Incorporated

George E. Brightson, President
279 Broadway, New York
Canadian Office: Ryrie Building, Toronto

‘nent Silvered Needle.

by selling the Sonora Semi-Perma-
It runs into
volume quickly. These needles are
put up in packages of five, and are
sold for 30c retail. Attractive ad-
vertising material will be sent with
each initial shipment of needles.

Suitable matter descriptive of this
needle has been prepared and will
be sent on request.

Send in your order for a sample
shipment,

Sonora Semi-Permanent
Silvered Needle
Aﬂer Being Used
Fifty Tsmes

Ordinary
Steel
Needle
After
Being Used

nece
NOTE THE
BLUNT
POINT

New Sonora [
Semi-

Permanent
Silvered
Needle

e
,§ntmr@ Siherea 5575)5’

O 0O O © ©

Package of five—30c

Three Grades—Loud, Medium, Soft

Neaw Steel Needle
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AN INSPIRATION TO THE ARTISTS

Victor Trade-Mark Forms Basis for Two Clever
and Pertinent Cartoons Which Are Founded
on the Request of Germany for an Armistice

The famous Victor trade-mark rarely ever
escapes the cartoonist when he wants ideas to
suit great national occasions. “His Master’s
Voice” has been an inspiration to artists not
only in this country, but throughout the world.
It is so uniquely effective that it adapts itself

most happily in expressing much in the hands
HE HEARS THE WILSON REPLY RECORD

BYCRSBITINAL).
smwms

A Timely Cartoon From the Montreal Star
of those gifted men who discuss in a pictorial
way the great questions of the day.

The recent correspondence between President
Wilson and the German Government in regard
to an armistice inspired the Montreal Daily Star
of October 15 to put out the cartoon pictured
herewith, unquestionably the very best of its
kind that we have seen. Westerman, in the

Ohio State Journal, also had a cartoon in that
HIS MASTER'S YOICE

Another Treatment in Ohio State Journal
publication of October 21, which, while not so
effective as that of his Canadian confrere, is
also very pertinent.

Really, it is difficult to know what our car-
toonists could do with the Victor trade-mark on
great occasions.

WATCHING DEPRECIATION

Depreciation is an inevitable cost of doing
business. It is felt that not until within the
past decade have the grantors and receivers
of credit appreciated the character and extent
of this depreciation cost, but the careful stident
is beginning to realize that it is something which
ought to be taken account of in all its angles
by merchants.

INSTALL EDISON PHONOGRAPHS

G. L. Bell, manager of the phonograph depart-
ment of the Kent Piano Co., Ltd., of Vancouver,
B. C, advises The World that they have re-
cently placed three new Edison phonographs on
three of the steamships operated by the Cana-
dian Pacific Railroad.

COLUMBIA SERVICE FLAG

Banner Displayed in Executive Office Has 534
Stars, With One Gold Star in Border

The Columbia Graphophone Co. are now dis-
playing a service flag in their executive office in
the Woolworth Building, New York, which tells
the story that 534 of the great Columbia family
have gone into the war and have been and are
doing their mightiest to help Uncle Sam bring
democracy and a “square deal” to those nations
that have been transcending the rights of hu-
manity and justice. In this service flag there is

. one gold star in the border, which signifies that

one Columbia man has made the “supreme ef-
fort” and honored himself in so doing.

It may be interesting to remark that one of
the stars of the 534 stands for President Fran-
cis H. Whitten, who is now in the U. S. Navy.
The Columbia men represented in this service
flag are serving in practically everyline of ac-
tivity on land and sea.

TAKES CHARGE IN BAYONNE

Samuel J. Smith, formerly connected with
New York establishments, has been selected as
the new manager of the Bayonne Talking Ma-
chine Co., Bayonne, N. J., succeeding the late
Lewis Gurans, whose death caused such keen
regret among a large army of friends and busi-
ness associates. Mr. Smith intends to develop
business for this house along progressive and
efficient lines.

DISCONTINUE APPROVAL SYSTEM

Talking Machine Dealers in Louisville Place
the Ban on the Sending Out of Machines and
Records on Trial—Also Limit Deliveries

Loursvitre, Ky., November 1.—The talking
machine shops in Louisville at a conference held
in the Hotel Henry Watterson last week con-
tributed their mite to America’s might in the
nationwide movement to win the war. Leading
dealers in phonographs and phonograph records
attended the meeting and decided that, as an
effort-saving measure, they would adhere strictly
hereafter to the policy of not sending out talk-
ing machines and records on approval.

Only new machines and new records will
figure in the business from now on. Further
the dealers decided that beginning at once they
will abide by the one-delivery-a-day plan that is
being urged on merchants by the Government.
These reforms in the business were made at the
request of Eugene Straus, chairman of the Com-
mercial Economy Division, Kentucky Council of
National Defense. A dinner preceded the meet-
ing at which the action was taken.

This policy of discontinuing the sending of
records on approval is one that is being gei-
erally adopted throughout the country.

The concerns present that voted for the poli-
cies outlined were Herman Straus & Sons, Stew-
art Dry Goods Co., J. Bacon & Sons, Kaufman-
Straus, Central Furniture Co., Adler Manufac-
turing Co., Schupp & Schmitt, Grafonola Co.,
and Trumbo Furniture Co.

MAUD POWELL TELLS HOW THE FIGHTING MEN LOVE MUSIC

Recently Returned From Tour of Camps and Tells How the Soldiers Like the Best in Music—
Sends Autographed Records to Boys at Front—Encourages This Move

Miss Maud Powell, the eminent American vio-
linist, whose Victor records have won such
wide acclaim, has been visiting the military
camps of the country and is very enthusiastic
over her reception, and the appreciation dis-
played by the soldiers for good music.

“We have been underestimating the taste,
the enthusiasm, the spirit of our fighting men,”
declared Miss Powell as she turned from her
desk to plunge wholeheartedly into a discus-
sion of one of her favorite topics—the boys in
the service. She was busy autographing talk-
ing machine records, adding to each carefully
inscribed signature a little individual message,
and on the last disc was written “Our hearts
are with you.” She might have said without
egotism “my heart,” for the major part of her
time and practically her entire thought are given
nowadays to the service of the American army.

“I wish you could see them as I have seen
them,” she went on, “crowding into Liberty the-
atres, sitting wedged together on hard benches,
the men on the very ends sitting back to their
neighbors to hold themselves on the narrow
edge, some on the floor, others on the steps of
the stage, sometimes squatting right at my feet
as I play, and all of them intent to the last
note: Forty minutes is what I usually plan for
a program. But I rarely play less than an hour,
and often it runs into an hour and forty minutes
or even two hours. Vhen men will listen that
long "to music which the managers scornfully
call ‘high brow,” under the most uncomfortable
physical conditions, and beg for more and more
and more when you try to stop, you may know
they want more. They like the best. I play
the same things I give at concerts—not long,
too abstruse selections, but Bach, Beethoven, the
classics of the violin. And the response! No
audience is so rapt, none so completely mine.
They know my repertoire and call for their fa-
vorites. I wish some of the men who have
politely suggested that in my program we
might insert ‘something lively—a little vaude-

ville act, for instance,’ could see the boys’ faces
and hear their applause. It would convince
them, as it has me, that the men in service have
as keen an appreciation of the best in music as
any audience in the country.”

Miss Powell pointed to the records before
her in witness of her claim. Ever since Amer-
ica entered the war she has been donating talk-
ing machine records for which the boys have
asked. .

“By the way they ask for records, I know that
their enthusiasm for good music is not feigned,”
Miss Powell went on. “It is one thing to ap-
plaud politely some one whom you know to have
come miles over bad roads and on uncertain
train schedules to play for you. It is quite
another thing to request, as the talking machine
record you want most to have, a violin solo of
the ‘high brow’ type. That is why I say we
have underestimated the taste of American sol-
diers by giving them low grade music, cheap
popular stuff. For the appeal of a selection
must be universal if it is to be played again and
again to hundreds of men drawn from all walks
of life, without growing stale or boresome. Yet
you can see what they want: they have asked
for these”—and she indicated the pile she had
autographed, with their varying subjects of
Sarasate, Beethoven and her own harmonizing
of American negro melodies.

“I have stripped my own cabinet bare,” went
on Miss Powell, “not of ‘slacker records,’ as the
Phonograph Record Recruiting Corps calls the
idle ones most people have, but of the records
I actually play and love myself. My favorites
are all gone, and I can’t deny there was a wrench
in parting with them. Yet I believe that 1s the
very contribution we each of us should make—
the thing that we love so much ourselves that
it hurts to part with it. In some way the sac-
rifice itself will make the contribution mean
more to the boys—though they may not know
the actual pull of the separation; somehow the
gift that is given from the heart reaches best.”
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Increasing the Efficiency of Sales Force as a
Means of Augmenting Sales

W. E. Dewell, manager of the Edison phono-
graph department of the XKillian Co. Cedar
Rapids, Ia., who handle the Edison exclusively,
is a firm believer in the fact that salesmanship
is the most important item in business, and
holds that the successful salesman is one who
makes a systematic study of his selling prob-
lems and seeks constantly to improve his meth-
ods and increase his efficiency.

“TI have always maintained that the increasc
in sales comes from the increased efficiency of
your sales people,” says Mr. Dewell. “In other
words the increase comes from within your
store rather than from without. You can in-
crease your volume of business very materially
without an additional looker or prospect if your
sales people are in the proper state of mind.

“The method used to accomplish this is shown
herewith. Once every month I prepare such a
bulletin, a copy to each sales person, and every
morning one of the sales people calls our atten-
tion to the qualities listed so that every day in
the year we are confronted with success quali-
ties rather than thoughts that hamper our busi-
ness and under this training some of my sales
people have increased their sales from 60 to
80 per cent. Two of my young men in less
than two years time have secured positions as
department managers and are still using the suc-
cess thoughts.

“Most sales people know the things that are
listed on attached papers, but forget to use
them, so that our monthly bulletins, with daily
reference to them, keep those thoughts foremost
in their minds.”

A sample of Mr. Dewell's monthly bulletin
reads as follows:

ANALYSIS cF PHONOGRAPE TO BE StUDIED AND USED
—QUuUEsTIONS To AsKk QURSELVES AND BE ANSWERED

“(a) Who produced or manufactured it?

“(b) What is the method of production?

“(c) Where was it produced?

“(d) Of what is it composed?

“How does it compare as to finish, material,
workmanship and price with competitive articles
put out for the same purpose?

“Can it be shown that its value to the pur-
chaser compares favorably with its cost?

“What is its purpose—in other words, what is
it good for?

“How can it be analyzed in such a way as to
appeal by a logical process of argument to the

reason and best judgment of the customer?

“What portions of it can be used to appeal to
the emotional or spiritual nature of the cus-
tomer?

“To what class of people can it be sold? If
it can be sold to several classes of people, is
there a distinctive line of argument for each
class?

“We must study and apply analysis in order
that we may be able to analyze all kinds of

instruments, our competitors’ as well as our own.

T

Eleven Positive Qualities
to Practice for a Month

READ THEM EVERY DAY

1—Analysis 6—Initiative
2— Judgment 7—Ambition
3—System 8—Enthusiasm
4—Work 9—Courtesy

5—Concentration 10—Agreeablencss
11—O0ptimism

SO

What appears to be a small point of difference
will often close the sale if the point is shown

to be superior. Our ability then, to so analyze

the instruments of all makes that our point of
superiority, although it may be small, is clearly
brought out, very often closes the sale.

“Everything else being equal, a customer pre-
fers to buy from the Killian Company. There-
fore, we must watch that everything is equal.

“People will not buy in a department that is
dirty, or service poor, or sales people incom-
petent. They will not buy from a salesman who
is poorly dressed, or discourteous, or a poor
salesman, especially if he has a good com-
petitor.

“We must thoroughly understand the con-
struction of our instrument. We must learn to
think the same thoughts which the man had who
made it. 1f we can do that, if we can find out
the reason for taking every step, we are getting
a basic knowledge, which, after we have learned
how to talk it, will fill our hearts with courage
and confidence, and our mouth with words,
which are not only the result of skill, but will

By W. E. Dewell

be skilfully put. It is a great thing to thor-
oughly understand every point in the talk or
argument you are going to make, but it is a
much greater art to be able to talk the ideas
effectively.

“The salesman whose arguments are not
strong, forceful, energetic, and backed up by a
magnetic, healthful body, filled with pure red
blood, and whose functions are not performed
normally, is greatly handicapped.

“The greatest salesman is the one who is learn-
ing all the time, and thinking all the time, con-
tinually digging deeper into his subject for bet-
ter ideas and better arguments.

“The cry of the hour is for a broader knowl-
edge and more thoroughness.

“A man’s personality does not come by acci-
dent. It is a natural gift, just as his mind and
muscle are natural gifts, and like them it must
be cultivated. Develop it by eliminating every-
thing that is bad, and cultivating everything that
is good.

“Cut out the blues as well as worry and jeal-
ousy and envy, and all their relatives. They
are man's worst enemies. Fill your whole mind
and lips with energy, hope, sunshine and an in
vincible determination to do things. Feel every
minute of the day that it is the best day you
ever had. Like thoughts are always attracted
to each other. To think and feel enthusiasm,
confidence and success, will develop in you a
splendid personality, and set in motion the forces
that will bring prosperity and power.

“Be in dead earnest, and your prize can be the
world.”

VICTOR DEALERS PLEDGE LOYALTY

The recent statement issued by the Victor
Talking Machine Co., setting forth the present
problems of the company in the matter of pro-
duction, as well as giving an idea of the manner
in which the Victor factory is being devoted
in part to work for the Government, has brought
pleasing response from dealers throughout the
country. Hundreds of letters have been re-
ceived at the Victor factory from dealers prais-
ing the company for putting its patriotism first,
and expressing the intention of carrying on in
the face of all difficulties until such time as the
company can again meet in full the demands
for its products.

ITSON FEyident.

BOSTON

LEGERDEMAIN and VICTOR SERVICE

E have no Magician's Bag of Tricks—

We Cannot Pull Machines and Records
Out of Empty Hats—But We Are Here to
Give the Victor Dealer the Best Service Pos-
sible and With the Spirit of Sincerity Always

DITSON’S

The Wartime Service

VICTOR EXCLUSIVELY

ERVICE

NEW YORK
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“Will there be a

Victrola in your home
this Christmas?”

Victrola 1X, $60

Mahogany or oak

There’s a lot in the power of sugges-
tion, and we’re again using this phrase in
our advertising to suggest the Victrola for

Christmas.
We get the people

thinking ““‘Victrola”

and every Victor retailer benefits by it.

Victor Talking

Camden, N. J., U. S. A.

“Victrola’ is the Registered Trade-mark of the Victor Talking Machine Company

Machine Co.

designating the products of this Company only.

Warning: The use of the word Victrola upon or in the promotion or sale of
any other Talking Machine or Phonograph products is misleading and illegal.

lmportant Nohce.

Vlctor Records and Victor Machmu are scientifically
nE

d and h in

one with the other, is absolutely essential to a perfect reproduction.

of ¢, and their use,

Albany, N. Y....Gately-Haire Co., Inc.

Atlanta, Gsa....... Elyea-Austell Co.
Ao Ph’;lehps & Crew Piano Co.
Austln, Tex...... The Talking Maching Co., of
Texas.

Baltimore, Md... Cohen & Hughes.

F. Droop & Sons Co.
H. R. Eisenbrandt Sons, Inc.

Bangor, Me.......Andrews Music House Co.
Birmingham, Als. Talking Machine Co.
Boston, Mass..... Qliver Ditson Co.
The gastern Talking Machine
The M. Steinert & Sons Co.

American Talking Mch. Co.
G. T Williams.

Brooklyn, N, ¥Y...

Buffalo, N, ¥...,.. W, & C. N, Andrews.
Ne:l Clark & Neal Co.
Burlingtom, Vt....American Phonograph Co.
Butte, Mont......Orton Bros
Chicago, Ill......Lyon & Healy
The Rudolph Wurhuer Co.
Chicago Talking Machine Co,

Cincinnsatl, O..... The Rudolph Wurlitzer Co.
Cleveland, O...... The C\ov H. Buescher & Sons

The Collister & Sayle Ceo.
The Eclipse Musical Co.

Columbus, .. The Perry B. Whitsit Ce.
Dallas, Tex .+ Sanger Bros.
Denvar, Cole..... The Hext Music Co.

The szht‘Camphell Music

o

Victrola XVI1, $225
Victrola XVI, electric, $282.50
Mahogany or oak

= S

Victrola XI, $115

Mahogany or oak

e

Victor Wholesalers

Des Moines, Ia....Mickel Broa. Ce.

Detroit, Mich......Grinnell Bros.
Elmira, N. Y...... Elmira Arms Co.
Ei Paso, Tex..... W. G. Walz Co.

Honolulu, T. H....Bergstrom Music Co., Ltd.
Houston, Tex..... Thos. Goggan & Bro.
Indlanapolis, Ind..Stewart Talking Machine Co.
Jacksonville, Fla..Florida Talking Machine Co.
Kansas Clty, Mo. g W. Jenkins Sons Music Co.
chmelzer Arms Co.
Lincoln, Nebr..... Ross P. Curtice Co.
Little Rock, Ark..O. K, Houck Piano Co.
Los Angeles, Cal..Sherman, Clay & Co.
Memphis, Tenn....0. K Houck Piano Co.
Milwaukee, Wis...Badger Talking Machine Co.
Minneapolls, Mlnn,Beckwith, O’Neill Co.
Moblie, Ala........ Wm. H. Reynalds.
Montreal, Cas..... Berlilr-lc&' Gramophone Co.,
td.

Nashville, Tenn....O. K. Houck Piano Ce.
Newark, N, J..... Price Talking Machine Co.
New Haven, Conn.TheHorton-Gallo-Creamer Co.
New Orieans, La... Philip Werlein, Ltd.
New York, N. Y...Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
I. Davega, Jr., Inc.
S. B. Davega Co.
Charles H. Dltson & Co.
Landay Bros., Inc
New York Taikmx Mach. Co.
Ormes, Inc
Silas E. Pearsall Ce.

“*kx*g;yww

Omaha, Nebr...... A. Hospe Co.
Mickel Bros. Co.
Peorla, Ml......... Putnam-Page Co., Inc.
Philadelphla. Pa..l.ouis Ruehn Co., Inc.
In Heppe.

e George D. Ornstein Ce.

Penn Phonograph Ce., Inc.
"Y‘Ihe Talking Machine Co.

A. Weymann & Seon, Inc.

Pittsburgh, Pa....W. F. Frederick Piano Co.
© C "Mellor Co.

o.. Ltd.
Standard Talking Machine Co.

Portland, Me...... Cressey & Allen, Inc.
Portland, Ors..... Sherman. Clay & Co.
Providence, R. I...J. Samuels & Bro.. Ine.
Richmond, Va..... The Corlev Co.. Inc.
Ww. oses & Co.

Rochester, N. Y...E. J. Ch
The Talkmx Mzchmc Co.

Salt Lake City, U. Consohda(ed Music Ce.
he John Elliott Clark Ce.

San Antonlo, Tex. Thos. Goggan & Bros.

San Franclsco, Cal.Sherman, Clay & Co
Seattie, Wash......Sherman, Clay & Co.
Sioux Falls, S, D..Talking Machine Exchange.
Spokane, Wash....Sherman, Clay & Co

St. Louls, Mo..... Koerher-Brenner Music Co.
St. Paul, Minn....W. J. Dyer & Bro.
Syracuse, N. Y....W. D. Andrews Cs.

Toledo, O ..The Whitney & Currier Ce.
Washington, D. C. Cohen & Hughes.
E. F. Droop & Sens Co.
Robt. C. Rogers Co.
= s .
2 % 0 UG 53)
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ALL RECORD CUSTOMERS ARE ALBUM CUSTOMERS

MAKING THEIR SELECTION

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

Record in its Place

A profitable adjunct to the business.

quote prices.

COLUMBIA, EDISON, PATHE AND ALL
OTHER DISC RECORDS

A Placefor Every Record and Every

Albums are an Indispensable Requisite in the
talking machine business and wherever records are
sold. Practical and handy. Save time and records.

We manufacture disc Record Albums to fit cabi-
nets of all sizes and styles. With the indexes they
are a complete system for filing all disc records.

We have unexcelled manufacturing facilities, and
considering quality our prices are the lowest. Write
us, giving quantity you may desire, and we will

OUR ALBUMS ARE MADE TO CONTAIN VICTOR,

THE PERFECT PLAN

HOW TO CAPITALIZE THE CAPABILITIES OF THE SALESMAN

The Best Way to Attain This Result Is Not to Interfere with the Salesman’s Policy of Handling
Customers—Manager or Credit Man Should Not “Butt” In

We have all had the experience of seeing the
manager of a store hover in the offing as a
salesman was handling a customer, and indi-
cate by every action that he, the manager, was
in a nervous sweat for fear that the salesman
might not be able to handle the deal even
though it consisted merely of taking a couplé of
clean collars out of a box and getting the thirty
or forty cents therefor. We have also seen the
manager deliberately butt into the transaction
and simply kill the pleasing impression that was
being made by the salesman. Under both
situations it is not hard to imagine just what
the salesman is thinking and how he feels. If
his feelings and his thoughts were put into exe-
cution, the manager would probably be a pretty
sick man.

For. the manager to butt in and assisf the
salesman gives the impression to even the most
casual customer that the salesman is not com-
petent and cannot be depended upon, proba-
bly an impression just opposite to that which
the manager seeks to create., The time to train
and coach salesmen is during the off-hours and
not in the presence of customers. On this
important subject “The Voice of the Victor” for
October had the following comments to make:

“When a salesman is really successful in his
work he is so by virtue of his own personality
and his own methods. Why then take the
chance of spoiling sales by having a third party
butt into the game?

“Music has been called the language of the
emotions, and while it has been called a variety
of other things that definition will suffice for
the present. In any case, we all know that the
music-loving public is made up quite largely of
people who are essentially sensitive—and there-
fore easily offended.

“It stands to reason that if the salesman has
been able to bring the customer up to the clos-
ing point he must have been able to establish
some sort of sympathetic understanding and
consequently it would seem that to introduce the
credit man or the manager at this point would
be more likely to result in a discord rather than
in added harmony.

“We humans are not built according to the
same specifications by a long shot. A credit
man by the very nature of his business has to
be of the cold type and there’s something of the
hard-shell crab about managers—otherwise in-
stead of managing their business their business
would soon be managing them. Neither of them
will usually possess the infectious enthusiasm
that is so necessary to the salesman. Circum-
stances compel them to be judicial rather than
ardent—and there you are!

“It would seem then that the way to capitalize
the capabilities of the salesman for all they are
worth would be to keep the credit man in the
office—with the door shut.

with the customer and when it comes to the
question of terms, references and so on there is
a reserve fund of friendliness on both sides of
the fence sufficient to withstand many jolts.

“Having progressed that far we may be pretty
sure that the salesman is much less likely to
put questions the wrong way, and when it comes
to the real facts concerning credit—well—peo-
ple don’t pick up a Victrola and walk off with
it, and the salesman will have ample opportunity
to talk things over himself with the credit man
long before the instrument in question is act-
ually delivered to the customer.

“Selling musical instruments to music-loving
people is not at all the same thing as establish-
ing credit at a bank. Do you suppose it would
add anything to the audience’s enjoyment of an
opera if the management put the box office on
the stage?

“Personally, we think it would result in a

considerable loss of appetite.”

“The salesman is already on friendly terms

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Seven Months
Ending July 31, Totaled $2,693,868

Wasnineton, D. C., October 31.—In the sum-
mary of exports and imports of the commerce
of the United States for the month of July,
1918 (the latest period for which it has been
compiled), which has just been issued, the fol-
lowing figures on talking machines and records
appear:

The dutiable imports of talking machines and
parts during July, 1918, amounted in value to
$20,209, as compared with $45827 worth, which
were imported during the same month of 1917,
he seven months’ total ending July, 1918,
showed importations valued at $216,162, as com-
rared with $318,071 worth of talking machines
and parts imported during the same period of
1917.

Talking machines to the number of 3,257,
valued at $119,021, were exported in July, 1918,
as compared with 7,247 talking machines,
valued at $170,751, sent abroad in the same
period of 1917. The seven months’ total showed
that we exported 45,229 talking machines, valued
at $1,359,798, as against 47,163 talking machines,
valued at $1,196,637, in 1917, and 31,177 talking
machines, valued at $791,093, in 1916. The total

This Trade-Mark
on a Record Album
Stands for_ Quality

A complete line of albums—from the lowest-priced
good album to the finest metal back album made.

Write for sample of our 3 grades

New York Aibum & Card Co.,23-25 Lispenard St.,New York

exports of records and supplies for July, 1918,
were valued at $267,671, as compared with $127,-
580, in July, 1917. For the seven months end-
ing July, 1918, records and accessories were ex-
ported, valued at $1,334,070, as compared with
$1,074,368, in 1917, and $604,948, in 1916.

BOOSTING THE EDISON IN OKLAﬁOMA

A recent “Booster Trip” was made by the
Enid Commercial Club through reighboring
towns of Oklahoma. The accompanying photo-

Delivery Autos of H. W, Lee Music Co.
graph was taken at Marshall, Okla.,, and shows
the four salesmen’s cars of the H. W. Lee
Music Co., exclusive Edison dealers of Enid, that
accompanied the members of the Enid Commer-
cial Club and assisted them in their propaganda
work.

WHERE MUSIC IS BADLY NEEDED

The medical supply base at Port Newark Ter-
minal, N. J., is a comparatively new army post
and suffers from the deficiencies of newness.
There is no Y. M. C. A, no community theatre
—no nothing, not even a phonograph.

Tf you have a talking machine and records,
“low or high brow,” that you feel would be do-
ing their bit better serving in the army, send
them along to Private George Liesner, Medical
Corps, Port Newark Tcrminal, N, J.
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“Will there be a

Victrola in your home
this Christmas?”

T T

Victrola X1V, $175
Mahogany or oak

This important ques-
tion will again confront
the people of the whole
country right on until

Christmas.
; It 1s the key-note of
| | our nation-wide holiday
advertising campaign,

Victrola 1X,,$60 . .
MahoganyTor ‘oak and ltS fO rce ‘Vlll Send
thousands of customers

. into the stores of Victor

retailers everywhere.
Victrola X, $90

Mahogany or oak

Victrola VIII, $50
Oak
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Victrola XVI, $225
Victrola X VI, electric, $282.50
Mahogany or oak
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yo.mes

Victor Talking Machine Co.

Camden, N. J,, U.S. A.

Victrola XVII, $275
Victrola X VII, electric, $332.50
Mahogany or oak
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“Victrola™ is the Registered Trade-mark of the Victor Talking Machinc
© desi the prod of this Ci only.
Warning: The use of the word Victrola upon or in the promotion or
sale of any other Talking Machine or Phonograph
products is misleading and illegal

3
Voo MO W e WO W oh

Important Notice. Victor Records and Victor Machines are scien-
tifically co-ordinated and synchronized in the processes of manu-
facture, and their use, one with the other, is absolutely
essential to a perfect reproduction

Victrola™Xl, $115

Mahoganyfor oak
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VEN in the midst of war and pestilence the talking machine
trade refuses to be throttled. Proof of this statement is
found in the fact that although during the past month the Spanish
influenza epidemic has swept the country, practically paralyzing
the industry in certain cities, to say nothing of crippling the sales
staffs of the various stores, while the Liberty Loan took the
patriotic away from their husinesses and put them at the service
of Uncle Sam, talking machine sales kept right on increasing.
From every section of the country comes the same report, the
volume of business being limited only by available stock. Some
houses actually showed a percentage of increase during October,
as compared with the same month of the previous year—this
could hardly be believed were the figures not offered in sup-
port of the claims.

Each year the wiseacres declare, and have declared, that the
peak of the talking machine business has been reached; that
the trade will get into the normal rut just as other industries.
Even though we have a first-class war on our hands business
totals keep growing, and the end is not yet.

HE report of the action taken by the War Industries Board

in the matter of supplies of various sorts for the talking ma-
chine manufacturing trade, as presented by the War Service
Committee of the talking machine industry, should serve to set
at rest the fears of many of those in the trade that their busi-
ness will be irreparably crippled by the Federal orders.

There has, of course, been a curtailment ordered—curtail-
ment that on the face of it seems rather heavy, but which under
actual conditions should not prove a burden too heavy for the
trade to bear. And it must be remembered that the announced
regulations are effective only until January 1, after which time
a readjustment will take place, based upon the progress of the
war, and other matters of national and economic importance.

The trouble has been that there have been too many rumors,
too much careless handling of facts, or alleged facts. Daily news-
papers have seized upon any item from Washington referring
to the regulation of talking machine output, and given it un-
welcome prominence. These rumors and newspaper reports have
naturally had their effect in disturbing men in the industry who
did not know which way to turn. With the facts before them,
however, they know just where they stand and can govern them-
selves accordingly.

With war turning so strongly in favor of the Allies, it is to
be hoped that the expected victory and the peace that will come
with it may be realized shortly. It may be some months in the
future, but the crisis is passed. That much we know. Members
of the talking machine trade must take courage and make every
endeavor to “carry on’ as strongly as possible during the emer-
gency in order to be able to take advantage of the return to nor-
mal conditions.

Members of the trade must realize that as they are feeling
the effects of the war and the demands it makes upon the coun-
try’s resources, so is every other non-war industry. In fact, in
many particulars the talking machine trade, due in no small
measure to the efforts of those representing it at Washington,
is in better shape than many other industries, so far as percentage
of curtailment and percentage of supplies available go.

UCH has been said and written of the necessity of shorten-

ing retail credits on talking machines by insisting upon
larger down payments, as well as larger monthly instalments,
in order to enable the dealer to keep a proper cash balance, to
keep his books clean, and thereby be better able to meet the
financial requirements of his business. '

Quite as important as securing proper terms, however, is
the question of collections. FEvery payment that is skipped means
a fair percentage of loss to the dealer, and he should, therefore,
see to it that no payments are skipped, that the money comes
when it is due, or if not, that suitable action is taken.

This collection question applies particularly to accounts that
have been running for a considerable time, and for one reason
or another have become rather dormant. There are thousands
of machines out on instalments at terms that, if made now, would
spell ruination for the dealer. FEach day such machines are out
their value increases, and yet the old terms remain the same.
It is only by wiping out such accounts, either by going strong
on the collection end or by repossessing in cases where collec-
tions are impossible, that the dealer can expect to break even on
the deal.

Cash is the biggest asset any merchant can have these days.
The ability to discount his bills means that if there is any prefer-
ence to be shown in the matter of stock allotment he is going
to get it. It means that he will be able to meet without delay
the tax bills from the Government, and the dozen and one other
expenses that have cropped up during the war. It means that
he has money upon which he can draw interest instead of
having that money tied up in slow-paying accounts, where the
interest is of a negligible quantity.

Keep the accounts paid up, or take the instrument back.
This is not the time for hesitating or for tolerating the prac-
tices that in ordinary times might be winked at because com-
petition was strong. Every machine out on instalments means
one less on the floor to sell, and if it is not being paid for
promptly, it is eating into the profits of the business.

Talking machine dealers—many of them—have solved the
collection problem by selling machines only for cash. They find
that they can get rid of all available stock on this basis, and at
the same time leave the worries of the instalment accounts to
the other fellow.

HE recent drive of the organization known as the Phono-

graph Records Recruiting Corps to gather all unused, or what
are termed “slacker” records, for distribution among soldiers and
sailors in camps, hospitals and ships, brought forth excellent
results despite the fact that for months past various organizations
in the different sections of the country, including the Red Cross
and Y. M. C. A,, have been soliciting records along similar lines.

The interesting fact is that the drive for “slacker” records
has led to a realization that there is a genuine opportunity for
providing new records for the fighting men, for it has been found
that many people were inclined to turn over only records for
which they had absolutely no use—records of popular songs of
months or years ago, or records of songs of '61 or thereabouts,
that have absolutely little appeal to the average soldier who,
but a few months ago, was in civil life and in close touch with
music of the day.

Even in the army these soldiers, through the medium of
entertainments and through the playing of their bands, have




NovemBer 15, 1918

THE TALKING MACHINE WORLD 9

kept in touch with the new things in popular music, and naturally
do not feel kindly toward records that are passé. As was stated
in The World recently, the Government does not give the fight-
ing men second-hand food or clothing, so why should they be
expected to be satisfied with second-hand music?

We are glad to learn that the Phonograph Records Recruit-
ing Corps have a campaign now on foot, in which prominent
members of the trade have interested themselves, that has for its
object the supplying of new records to the soldiers and sailors.
The plan is to be worked through the dealers in every section
of the country, who, while engaged in the patriotic work of sup-
plying new records to men in the service, likewise find them-
selves in the way of making some legitimate profit in the trans-
action.

Many relatives and friends of soldiers, whether or not they,
themselves, own machines, would be only too glad to purchase
the latest records to be sent to their friends in the service, if
the matter was brought to their attention in the proper manner.
The new campaign has for its object the focusing of public at-
tention on this question of supplying up-to-date music to our
fighting men, and it should, without question, meet with the
success it deserves.

S The World goes to press, the new War Revenue bill is
still in process of discussion, but not far enough advanced

to permit of any satisfactory guess as to when it will be finally
moulded into acceptable shape, passed and signed.

The Senate Finance Committee some time ago reached Sec-
tion 900 of the bill, covering excise taxes on musical instruments,
and decided to retain the 10 per cent. tax on talking machines,
music boxes, hand organs and piano player mechanisms, re-
ducing the tax from 10 per cent. to 5 per cent. on pianos and
organs, other than pipe or hand organs, and entirely freeing
church organs. Even after passing from the hands of the Senate
Finance Committee this section of the bill, as well as the other
sections, may be considered as being only in tentative form, and
some sections may be entirely rewritten before the bill actually
becomes a law.

The fight now being waged is directed against the floor tax
provision of the law, which in the case of talking machines would
mean that the dealer will be called upon to bear a tax of 10 per
cent. on every instrument on record in his store at the time the
law went into effect. The floor tax clause has been denounced
as a most iniquitous piece of legislation, and if passed very likely
will prove a burden to many dealers .who, while holding sizable
stocks, cannot realize the cash necessary to pay the floor tax
demanded.

Meanwhile, the War Revenue bill will still bear close watch-
ing, for the trade can only be certain of its provisions when it
finally leaves the President’s hands. Up to that time there may

be changes that will add still further to the burdens of the in-
dustry. Itis only by keeping in close touch with the situation in
Washington that contemplated changes can be protested against
and perhaps forestalled. Dealers everywhere should not fail to
write their Senators and allow them to know how they feel on
this important question.

C ERTAINLY the music interests of the country, with which
the talking machine trade was prominently identified, made
a record that will stand out prominently in trade history in con-
nection with the securing of subscriptions for the Fourth Lib-
erty Loan. In the New York district alone Allied Music rounded
up a total of over six and a half million dollars for the Loan, to
say nothing of more than one million dollars raised in the Chicago
trade, and substantial sums in every city of importance through-
out the country. :

Were the subscriptions to the Loan made by the music in-
terests or made through their direct efforts brought together in
one total, there is no question but that the figure would prove
astounding not only to those who have been engaged in the work,
but to the laymen who unfortunately frequently underrate the
importance of music. It has happened, however, that only in a
few districts were the music interests-directly organized in sup-
port of the Loan, and in other sections of the country it is im-
possible to separate the subscriptions by and through musical
circles from the general total. However, music both in the trade
and profession has more than done its share. It has again proven
conclusively its importance and its essentiality not alone in pre-
serving the morale of the nation, but in tendering material finan-
cial support to the Government in its war program.

Although suffering severe financial loss through necessary
curtailment of output, for instance, the members of the talking
machine trade dug deep and often into their financial resources
for the purchase of Liberty Bonds, and in a great many instances
taxed their financial credit in support of the Loan. Surely the
patriotism of the trade and profession has never been more
clearly demonstrated.

Not only did the talking machine trade, every division of it,
buy bonds till it hurt, but it was due largely to the generosity
of the recording artists that the great rally at Carnegie Hall on
September 30, which opened the drive, proved such an unquali-
fied success and brought in almost enough subscriptions to cover
the allied music quota in the New York district, set at $4,350,000.
At the final luncheon of the committee at the Hotel McAlpin,
where nearly one and three-quarter million dollars was sub-
scribed by those at the tables, the talking machine artists fur-
nished the entertainment.

There is no question but that this trade did its full duty and
a little bit more in making the greatest Loan in the history of
nations a success.

Right now we’re all in the trenches!

We want more goods and plenty of turkey. Neces-
sity compels us to sell what we can get—andeat beans.
But beans are rich in protein and life-sustaining.

Thanksgiving finds us all better off than last year
and in 1919 we hope you and the Pearsall Kid will
get the wish—plenty of turkey.

In the meantime, Pearsall Service is on a war-time
schedule and doing everything in its power to serve you.

~ Silas E. Pearsall Co.

Wholesale Distributors of Victrolas and Records
10 East 39th Street

Beans!!

NEW YORK

.



10

To Purchasers of Brilliantone Steel Needles

CAUTION

| BRILLIANTONE

NEEDLES

MADE BY
AMERICANS

MADE IN
U.S. A.

THE TALKING MACHINE WORLD Novempek 15, 1918

get a sufficient quantity of Brilliantone Steel Needles
to take care of your increased holiday requirements

IF YOU WILL ANTICIPATE

We are prepared to fill a reasonable number of orders
promptly. : We don’t know how long our supply will last, or
how soon we will have to call a halt on additional business.

THEREFORE — If you want to be sure of an adequate
supply of Brilliantone ALL-QUALITY Steel Needles, we
say, ORDER TO-DAY.

BRILLIANTONE STEEL NEEDLE CO. iotrorites
Suite 655-657-659 Marbridge Building, Broadway, at 34th Street )
B. R. FORSTER, (o * =\ NEW YORK

" President SUPERIOR STEEL ; CIT Y

R'&JMONE




NovemBer 15, 1918

THE TALKING MACHINE W

ORLD 11

you. Helptul.

The Customer:
“Have you a record by So and So?”
haps you aren’t sure.
Artists’ Section of the New Catalog tells

Per-

A glance at the New

Columbia Graphophone Co.
NEW YORK
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NEW PATHE “ACTUELL” PRESENTS REVOLUTIONARY IDEA

Special Diaphragm, Embodying New Principle, Reproduces the Tones From the Record in Full
Volume Without the Aid of Sound Box, Tone Arm or Amplifying Horn

In the Pathé “Actuell,” officially announced by
the Pathé Fréres Phonograph Co. to a dozen or
so invited guests at a luncheon at the company’s
factory in Brooklyn on October 28, there is
found a phonograph of a distinctly revolution-
ary type without sound box or tone arm and
entirely devoid of any form of amplifying horn.
In other words, it represents a distinct new form
of phonograph reproduction, representing years
of experimenting and long and careful work of
the Pathé experts in its final development to a
point of practicability.

The fact that this nuew type of phonozraph s
now ready for presentation to the trade means
that not only have the Pathé ecperts worked
out to perfection a new process of repiroducing,
but they have been compelled to design an ¢n
tirely new form of cabinet to hold it. T'he vah-
inet with the reproducing mechanism shown is
illustrated herewith.

The “Actnell” consists principally of a 'arge
cone-shaped diaphragm of parchment fitted into
a large circular aluminum frame. 71he center
of the diaphragm is connected by a wire, under
tension, with the needle holder. The sound as
it comes from the record sets up vibrations in
the wire, and the vibrations are released in the
form of recognizable sound directly from the
diaphragm. The volume of sound is controlled
by a special attachment on the arm protecting
the wire, for those who desire this method, but
is more readily controlled by the opening and
closing of the doors of the cabinet. There are
two doors in front, each of which may be closed
separately, and a large door on the side which
also gives control to the tonal volume.

The circular frame holding the diaphragm is
constructed of aluminum, heavily gold plated,
as is the tube through which the wire runs from
the needle to the diaphragm, as well as the other
metal parts of the attachment. The simple
twist of the needle holder permits the playing
of either hill and dale or lateral cut records on
the same machine, and it therefore makes the
uew reproducer practically universal in its ap-
plication. It is claimed for the Pathé “Actuell”
that, inasmuch as the sound comes in its full
volumne direct from the reproducer to the Earg it
does not suffer from the overtones or conflict-
ing vibrations that sometimes develop when the
sound is carried through an amplifying current
and likewise by reducing the number of fac-
tors incident to tone reproduction also reduces
the chances of unsatisfactory reproduction.

At the official demonstration exhaustive tests
were made of the new reproducer diaphragm on
Pathé and other standard makes of machines,
with a great variety of records, and it did not
require an expert to testify as to the tone
volume of the new reproducer or to the fact
that through its use surface noise, if not en-
tirely eliminated, is reduced to a point where
it is not audible.

In introducing the “Actuell” E. A. Widmann,

president of the Pathé Fréres Phonograph Co,, -

said that for over thirty years the inventive
minds in the phonograph line have been experi-
menting to improve the small diaphragm now in
general use and thereby improve tone reproduc-
tion. In-umerable experiments have also been

The New Pathé “Actuell”

made with various types of tone arms, horns,
sound boxes, etc., and in some instances with
apparent success. He stated that experiments
had shown that a disc record made a number of
years ago was in most respects. and particularly
in the matter of tone quality, equal to the rec-
ords made by the same manufacturers to-day,

indicating that improvements that have been
made have been in the line of reproduction.

Through the use of the new device the tone,
whether it be of the voice or a musical instru-
ment, is thrown to every part of the room with
equal intensity, and not thrown by the means
of a horn in one particular direction.

“The object of this device,” said Mr. Wid-
mann, “is particularly directed to the attain-
ment of direct propagation in free air from a
record of self-sustaining sound waves, substan-
tially corresponding to the original recorded
sounds, in intensity or amplitude, as well as in
pitch and timbre. The sound waves are ampli-
fied on the body of this device the same as the
tone of a string is amplified on the body of a
violin and faithfully transmits the vibrations of
the record in a manner that the results are ac-
tral reproduction of the original voice or in
strumiet. without change ¢f character and with-
out appreciable loss of energy.”

For the present the phonographs embodying
the new “.\ctuell” reproducing method will bz
confmed to one stvle, similar to that illustrated.
The elimination of the horn makes it possible
to increase the width and decrease the depth of
the cabinet, believed to be an attractive feature
in the horn, and by increasing the width pro-
vides more room for the filing of records.

[hose present at the luncheon, in addition to
Mr. Widmann, included C. C. Cenway, vice
president of the Hallet & Davis Piano Co., Bos
ton; W. Craig. general manager and vice-
president of the Pathé Fréres Phonograph Co.,
I.td., Canada; Frank L. Dyer, the well-known
patent attorney, formerly actively connected
with the phonograph trade; H. B. Ray, advertis-
ing manager of the company: Frank D. Lewis,
chief engineer of the Pathé Co.; representatives
of the trade press and others.

After an extended demonstration of the “Ac-
tuell,’t in which records of all types and a great
variety of makes were given exhaustive com-
parative tests, several of the guests were taken
on a tour of inspection through the big Pathé
plant, observing with much interest the great
activity prevailing therein

The Coeola Phonograph & Cabinet Corp., of
New York, was recently incorporated with a
capital stock of $10,000. Those interested are
A. Posen, H. Rothstein and J. A. Kohn.

provement

Style 900

THE REGINAPHONE

A phonograph of the highest grade
with many exclusive features. The new
Regina Sound-box is the greatest im-
in talking machines in
years, reproducing all hill and dale
and lateral cut records equal]y well,
and in a manner unsurpassed.

Tertitory arrangements with active dealers. Send for particulars.

THE REGINA CO.

Manufacturers of the Regina Music Box and other musical instruments for over 25 years.

Now Regina Sound-Box

47 West 34th Street, NEW YORK
209 S. Wabash Ave., CHICAGO, ILL.
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If You Do Not SELL Why Do You Not?

_QGWNAL 43

There Are Many Reasons |3

/0 \
13,& \B R(f?%c

If You Knew the Reasons

Why You Should

We Know You Would

The Reason
Of profit on their sale

The Reason

Of their tonal qualities

The Reason
Of non-injury to

The Reason

Of economy in their use

The Reason

[ Otcustomers’satisfaction

The Reason

Of increase in the

records

sale of records

There Are Also Good Réasons Why You Should Sell
The “B and H” Repointing Device

The Reason
That there’s a profit
in its sale.

The Reason
That it restores a
used needle to its
original condition.

For the above and for
other good and suffi-
cient reasons, you

The Reason
That each needle may
be repointed eight or
nine times.

The Reason
That each repointing
improves the tone.

U.S. PATENT DECEMBER 5, 1916

Retail Price, $2.00

should write us at once
for further particulars
and prices.

“Bw=:H” FIBRE MANUFACTURING COMPANY

33-35 WEST KINZIE STREET

CHICAGO, ILL.
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Customer Courtesy—Importance of its Mean-

ing to Talking Machine Dealers : :

Gaining new and retaining old customers can
be made a realization by the talking machine
dealer who undertakes to solve this matter that
at times becomes a problem by some simple
rules. But simple as they are, they must be
strictly adhered to in order to attain the ends
desired. A disregard for some of the funda-
mentals often becomes a costly error to the man
of business, and while perhaps not aware of the

reason for his losses, goes forward in a blind

manner that only makes his future success more
difficult of attainment.

There are several qualifications that are de-
manded °*for success. Primary among these
courtesy is to be considered, for the business
man who is courteous has many strong argu-
ments that will help him to increase his sales.
Many of us go to the store where we know that
the reception will be pleasant and the conduct
of the proprietor or the salesperson marked by
that extra eagerness to please. We like this
kind of treatment, and though we might be in
the nature of a grouch ourselves, we still look
for and admire the contrary in the man who
seeks to sell us either machines or records.

Realizing this, how many dealers bring this to
bear with all the force and power that is im-
plied therein? What percentage of the dealers
cultivate this attribute and put into practice the
little helps that will be found so much a force
in its greater development? The little things
count—the seeming trivial items in the day's
labors that do so much to bring the sum total
of the efforts that will increase our power in the
community in which we live and barter and sell.

Greeting the customer with a smile, a word of
cheer and an eagerness to prove yourself of serv-
ice, at once arouses in the mind of the prospect
a feeling of interest. Ile feels that you have a
personal desire to see that liis wants are well
cared for, and that if it is possible to meet his
desires this will be done. You may not be able
to supply these requests, but at least your man-
ner will imply that you are willing to do so,
and this makes up for something that you may
not have in stock. In case you do not have
in stock the machine or record requested you
can offer him something else. You have a
record, for instance, that will please him, and
there should be no trouble in making this evi-
dent quickly. If your actions are indifferent
he will leave your store with a feeling that
you are too independent to be courteous.

In addition to being courteous there are also
the items of quality in the character of the ma-
chines and records offered and the service you
render your customers. There is a sign that is
in one store in a large city that reads, “Our
Motto: Quality, Courtesy, Service.” The term
courtesy is practised here and its value is noted
in a way that is good to see. A polite greeting,
attention and a pleasant “thank you” do much to
round out a purchas®, and you leave a store of
this kind with a feeling that the proprietors and
salespeople really wish to have you call again.

Strictly speaking, customer courtesy includes
quality and service, for you are there to please
and how can this be possible if your stock is
not the best and the kind of service you render
only of the indifferent type? So the three are
co-existent, and each has a part to play in the
sum total that the dealer has to keep well in
mind. If he overlooks any of these he will find
that the neglect has been the cause of lost sales
that cannot be readily made up. They are
vital to his real success, and if he does not be-
lieve this is a fact let him give the matter a
serious test and watch the results. The indif-
ferent dealer is that man who soon finds out
that his neglect has been costly. The public
has been educated to-day to look for a great
deal of consideration, and the wise dealer is the
man who is going to see that this phase of his

business is given a fair and satisfactory trial.

Why not make this matter the leading idea
in the conduct of your business? Perhaps you
have done so in the past. If this is the case
has it not been proven a profitable plan? But
even if you have endeavored to do so is there
still possible an idea that can be added to the
list, an effort made that will prove to be a
greater help? What rules have you made for
the salespeople that cover this plan, and how
well have they been trained in this important
part of the business-getting system? If you

2O =

Quality and Service

Added to Courtesy
Are Never-Failing
Trade Winners

SR

leave it to them they might not fully grasp its
real value. Of course, you will try to see that
all your customers are given a fair deal, and to
do this demands that you resort to the most
careful plans.

Some of your employes might be courteous
at times, and then at another forget this unless
you have been more than careful in making your
rules strict. The fact that it costs nothing to
be polite makes the labor one that is doubly
profitable. It pays even a larger profit, for the
pleased customer becomes the living advertise-
ment for your store, and this is the kind that
brings the quickest and largest returns. Others
may fail at times, but the pleased customer is
eager to say a good word for you, and you can-
not afford to make even one enemy customer
in all the trade that lies within your territory.

Every live talking machine dealer, however,
fully understands the magnitude of having a

By M. A. Morley

first-class stock of instruments and records to
offer his trade. He understands, too, the value
of making his stock display attractive. He notes
the importance of making his store of such ap-
peal by its character that it will naturally draw
good customers. He combines these attributes
with those of quality, service and courtesy, and
then goes forward in a sea that is not beset with
reefs and shoals that will wreck his industrial
ship.

He is determined to make every man or
woman or child (and the latter of to-day is the
customer of to-morrow) welcome to his place
of business. He is going to prove to them that
he is there for service, and that he is not go-
ing to permit anything or anyone to stand in
his way to prove his right to a hearing in the
court of customer opinion and good will. Now
this is going to take a great deal of care, and it
is going to demand of him and his employes,
everyone of them, a larger share of that extra
attention to the little details that might have
heretofore escaped him. Very often these little
items that are passed by with a wave of the hand,
and which are looked upon as of no material im-
portance, are vital. It might be that the deal-
er has been neglectful of these, feeling that they
were only trivial affairs that would be over-
looked by the trade. So they are at times, but
the repetition makes them increase in size, and
in the eyes of the customer they become as
mountains of neglect. They will not be toler-
ated for any length of time.

Give your customers every courteous consid-
eration. Give them the best in service, in qual-
ity, in attention, in stock, in delivery, in fact, in
every part of your undertaking, so that there
will be no comebacks. The added cost, the in-
creased labor and the time that you expend in
bringing to perfection this larger measure of
service, will be found an asset that is of the
most significant value to you in making your
nante and success go hand in hand for greater
achievements.

J. B. Scofield, formerly manager of the talk-
ing machine department of the Cable Piano Co.,
Toledo, O., is now fighting on the Italian front
with the 332nd U. S. Infantry.
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Important Announcement

QRN

125 West 125th Street
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Prices of Steel Needles

Have Advanced to 15¢c. a Package Retail

Owing to the continued scarcity of needles
we have decided for the best interests of
the trade to limit the shipments of no more
than 50,000 to any one dealer.

MAGIC TONE NEEDLES, LOUD ONLY
70c. per 1000

Subject to change

The present offer is for your immediate acceptance.

I. DAVEGA, Jr., Inc.

VICTOR FACTORY DISTRIBUTORS

NEW YORK

e
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WORLD PHONOGRAPH CO.

MANUFACTURERS
The Instrument of Qualily

The “YWorld”

We can take

care of Send for
immediate Catalogue !
wants

Every “World” Phonograph is built by master
artisans in our own factory.

Correct design, high-grade construction, durability,
appearance and finish are features of the “World”

Phonograph.
Manufactured by

WORLD PHONOGRAPH CO.

GENERAL OFFICES AND FACTORY
736-738 TILDEN STREET CHICAGO, ILL.
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The Application of Period Decoration to
Talking Machine Cabinets—The Hepplewhite

The talking machine designer of to-day who
is giving attention to the reproduction of the
English period styles will find much in the
designs of Hepple-
white to gain for '
that style earnest
consideration; for
the designs of Hep-
plewhite, although
in most every in-
stance designed be-
fore 1788, may be
used with perfect
freedom to-day in
adding embellish-
ment to modern fur-
niture.

Of all the famous
cabinet makers of
the eighteenth cen-
tury, and they in-
cluded Chippendale,
Sheraton and the
Adam brothers,
none produced such
a small number of
impractical designs
as Hepplewhite.
Nearly every one of
his designs shown in
his book, “The Cab-
inet Maker and Up-
holsterer’s  Guide,”
published in 1788,
can be used to-day
just as it was orig-
inally created. Al-
though formality
was the rule of his
time in the matter of
household furniture,
Hepplewhite. ma n-
aged to incorporate
richness in his de-
signs while still ob-
serving the general
demands of the
period. Of course,

Hepplewhite's repu- Examples of Hepplewhite Designs
usual even to this day of great achievement.

In his designs he favored ovals and curves
His table tops were

tation rests most firmly upon his chairs, and in
the chair he showed a distinct preference for the
shield-back. However, he gave his attention

likewjse to the designing of other furniture and
managed to give to the various pieces a dis-
tinctiveness that has marked his work as un-

laid or painted by noted artists of the day.
His furniture, as a rule, was made lighter
than was that of Chippendale, and he depended
for enriching his effects upon a generous use
of pier glasses and mirrors. Hepplewhite was
one of the few designers whose works can be
observed today just as he designed them, for
his book, “The Cabinet Maker and Upholster-
er's Guide,” published by A. Hepplewhite & Co.
in 1788, is said to be found in the principal
libraries and to be consulted at first hand.

The accompanying plate gives some general
idea of the characteristic Hepplewhite designs
as applied to various pieces of furniture.

Hepplewhite was partial to inlaid and painted
designs and the inlay was always beautifully
simple. 'His_.chairs and other furniture were in
reality first covered with a coat of Japanese
lacquer, and on this ground the delicate orna-
ments were painted. Gold on a black ground
was a favorite combination, and the ornamenta-
tion for the most part inclined toward floral
designs.

In adapting the muotifs favored by Hepple-
white to talking machine cabinets of the pres-
ent day, care must be used in preserving the
general fitness of things. Ordinary cabinets
cannot be turned into a Hepplewhite model
by sticking on a few motifs at random any

‘more than a Ford car can be turned into a

Packard by changing the hubs. The design
has to be either all Hepplewhite or not Hepple-
white, and the definite carrying out of the
period idea must be planned with the design-
ing of the cabinet in the beginning. For that
matter the same rule holds good in the adap-
tation of any period design to cabinets.

Of the customers who buy cabinets in Hep-
plewhite design, nine out of ten will select a
cabinet with some definite object in view and
with some definite understanding as to what it
represents.  Even though the proportion of
those who know were smaller, 1t would still be
a matter of wisdom to cling to accuracy for
the benefit of the sophisticated.

The new Victrola department of Geo. S. Dales,
120 Main street, Akron, O., was formally opened
for public inspection the closing days of last
month, and the arrangement and display of
talking machines and records came in for much
commendation.

graph field.

Reproducer

228-230 West 7th Street

CERTAIN PATENTED FEATURES

found in PHON d’ AMOUR exclusively make the
PHON d&’ AMOUR a re-creation in the phono-

The PHON d’ AMOUR marks the first real de-

parture in construction since phonographs were first
offered to the public.

THE REPRODUCER IN PHON d’ AMOUR

is an entirely new and greatly improved ‘‘sound box.”” It is finished through-
out with the precision of a watch.

It is the patented features in PHON d’ AMOUR that make the difference
and which make this instrument the phonograph with the Soul of a Violin. The Fiitzsch Phonograph Co.

THE FRITZSCH PHONOGRAPH COMPANY

Copyright, 1917, b
Trade Mark

CINCINNATI, OHIO
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(Columbia

“Grafonola

The New Columbia
Record Catalog

An improved edition, with new sections;
new features; new ideus for the Columbia
Owner and the Columbia Dealer

S
;\\{Q\\\\

S

The Columbia Dealer may well be proud of the New Catalog! In bind-
ing, in style, in arrangement and in material it is far superior to any past
issue. Not only has the typography been improved from the standpoint of
readability, but the illustrations and the features have been greatly enlarged
and improved. Itisan interesting, informative book about phonograph music.

In the New Catalog are a number of innovations of real sales value to
Columbia merchants. One of these is the method of making up the various
sections— Part 1. being a list of all artists making records for Columbia.
Thus, when a customer asks, “Have you records by so and so?” you have
the answer at your finger’s tip.

\{ pphabelicsl LU T3 ‘
' AISIS . 7]

Part I1., a complete alphabetical list
of all Columbia Records, has been greatly
improved by being broken up into fa-
miliar sub-heads.

Your customers will want this New Catalog.

Make it an inducement fur them to come to
your shop. That means business for YOU!

COLUMBIA GRAPHOPHONE COMPANY New York

Sell Foreign Language Records, small in-
vestment—aquick turnover—good profits.

) International Record Dept.
2 102 West 38th Street New York
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Make the New Catalog
Make New Customers

People like catalogs — particularly people
who own phonographs

Novemser 15, 1918

A record catalog 1s a source of inspiration to the music
lover; a silent salesman in the home, working for the
g

Columbia Dealer.

Put the new Columbia Catalog to work for vou. Let
vour customers know yvou have it; send copies to your
mailing list; display it in vour windows—above all, study
it and know what it contains.

The New Catalog is a decided improvement over any
edition ever published before.
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It will be a veritable encyclopadia of
valuable information for the Columbia
salesman, imparting a knowledge of the
artists who make Columbia Recordsand
of the records themselves that will inev-
itably result in increased selling capacity.

SRR
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Feature the New Catalog i1 your windows.
People whe come in for it will often stop

te buy records.

COLUMBIA GRAPHOPHONE COMPANY NEw Yorx

Sell Foreign Language Records, small in-
vestment—quick turnover—good profits.

International Record Dept.
102 West 38th Street New York
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DON'T MAKE °EM LIKE IT, GIVE ’EM WHAT THEY WANT

Play a Record for the Customer That He Knows and Likes and He’ll Think You're a Great Judge
of Good Music—Even the Preacher Man May Like a Little Jazz Occasionally

Sam Small as a matter of business—at least
that was his alibi—took particular pains to spend
several afternoons and evenings each week in
the hall of the two-a-day, which is just plain
vaudeville theatre, in the jazz joints on the main
stem, or, if not there, listening more or less at-
tentively to the music of some new operettas,
or kidding himself that he was really getting full
value for the price of a seat at the grand opera.
After gathering that great variety of music into
his soul, Sam just felt that he could count him-
self as an authority. He bulled himself into
the belief that he knew it all, and the fact that
he fell for his own dope proved that he was
some little shoveler of the camouflage.

When some innocent prospect would wander
into Sam’s store for a demonstration of ma-
chines and records, he would just simply trot_
out a record of the latest music he heard, or
next to the latest, if he did not have the latest
in stock, and proceed to let it go. He didn't
lose many sales, and any lack of enthusiasm on
the part of the prospect was put down to igno-
rance, and winked at as such. The big blow-
off came, however, when a big blonde dame with
a purple feather in her yellow hat, and wearing
number ten brogans, blew in and nodded her
head in response to the inquiry as to whether
she wanted to listen to how a machine played.
San1 had heard an Irish tenor warble the night
before and naturally slipped on the record of
“Kathleen Mavourneen.” The dame stood it
nobly for about ten bars, and then blurted out,
“That don’t bane music ay lak. Ay guess ay
go.” Sam almost had to tie her to the chair
until he could sail to the rack of Swede records
and dig through the dust for something that
would tickle the servant girl’s heart. It was
just Swede to him, but it was music to her.

Sam learned his lesson. His old slogan had
been: “Make 'em like it. I know best.” But.
he tore up the past performance sheet, got him
a new line of dope and changed the slogan to:
“Find out what they want.” He went into a
trance and without the use of much second sight
found out why an aged party had not gone into
raptures over a selection from the latest “Fol-
lies.” The old party hadn’t seen the show and
the music meant nothing to him, as Sam found
out when he played over the records of another
show that he, himself, had not seen.

The first rule in his little red book was then
made to read: “Find out what shows they've
seen and then shoot ’em the music. They’ll
like it because they know it.” The second rule
was: “Cut out the deaf and dumb signal sys-
tcm and get the prospect talking, and that talk
will most likely give the low down on their
nationality. Then give ’em the music from the
old home town.” ‘“Gee,” thought Sam. “If I
had played Swede music for an Irishman, in-
stead of Irish music for a Swede, what a beau-
tiful funeral I'd have had.” The third rule read:
“When a sweet young thing cries for the record
of a new popular song not in stock, don't just
tell her you haven’t got it. Tell her she will
get tired of it anyhow in two weeks and sell
her something for half a dollar more that will
last longer.

“Even the preacher man doesn’t want to hear
hymns all the time. It is his business to listen
to them in church, but when he is home and
away from the flock, a little jazz doesn’t go so
rotten at that. Sell them what they like—what
they understand,” says Sam. “When a speaker
tells an audience something they already know
they think he is a wise guy. When he tells
them something they don’t know they generally
think he is a liar. But don’t make the mistake
of playing them something they know too well,
More than one murder has been committed be-
cause the wrong music was played at the wrong
time. Tf you don’t believe it, try playing the
‘Wacht Am Rhine' in the open store for a pro-
German without bolting the door and having
the rear exit clear. When the mob breaks in
there will be no time, to waste in finding a new
address.”

C. H. RICHARDSON ENTERS SERVICE

Manager of Talking Machine Department of
Clark Music Co., Syracuse, Joins U. S. A.

Charles H. Richardson, for some time man-
ager of the talking machine department of the
Clark Music Co., Syracuse, N. Y. has left to
join the United States Tank Service. He is the
tenth employe of the Clark Music Co. to enter
the service, most of the men now being in
France, and if he can fight like he can sell,
look nut Germany.

Grade “D;” Cover with No. 3 Straps.

Ward’s Khaki Moving Covers

PROTECT YOUR MACHINES FROM ALL
KINDS OF WEATHER

and will enable you to deliver them
free from dust, scratches, bruises
and all other finish destroyers

Our covers are faced with Standard Khaki,
lined with a heavy grade flannel, interlined
with an exceptionally good grade of heavy
cotton or felt, diagonally and closely quilted,
and manufactured according to the usual
superior *“ WARD New London’’ quality.

Grade “D”’, medium size, $6.00
Grade “D”, large size, $6.50
Grade “K”, medium size, $8.00
Grade “K”, large size, $9.00
Carrying Straps: No.1 $1.00; No. 2 $2.00; No. 3 $3.50
ORDER SAMPLE COVER ON APPROVAL

With Name of Machine silk embroidered on any Cover; extra,__30c,
With Dealer's Name and Address. first Covers extra__._ _$1.15
Same on additional Covers, each extra_ . __.....ccaeeao____60c.

Write for booklet

THE C. E. WARD Co.

(Well-known Lodge Regalia House)
101 William St., New London, Ohio

‘1Also Manufacturers of Rubberized Covers
and Dust Covers for the Wareroom

EDISON TONE TEST CAMPAIGN

Distinguished Artists Who Will Be Heard in 583
Recitals Which Have Been Booked by Edison
Dealers for This Fall and Winter

In last month’s World (page 97) details were
given of the great Edison tone test campaign
now under way, in which a total of 583 recitals
have been booked by dealers for this fall.
These, with the 1,742 previously given, make a
total of 2,325 recitals which will have been
given by the coming Christmas. This means
that two million people will have heard dem-
onstrations of the New Edison. The artists
participating in this tour are pictured herewith.

HarpY M
ERLE ALCOCK Marie RappoLD
\V",i!-;’l‘(’;‘rs"” Contralto Soprano

Amy ELLERMAN
I\Llé:li VERLET Gorrmit MARIE MORRISEY
oprano Contralto

Marie TiFFANY Irma SEYDEL
Soprano Violin

FLorENCE FERRELL
Soprano

BeTsy LanNe
SHEPHERD
Soprano

GLeN ErrisoN
Baritone VERNON DALHART

[

ODETTE
Le FoNTENAY
Freming Trio Soprano Contralto

PUSH PINS FROM OLD NEEDLES

IpA GARDNER

All That is Needed Now is to Make Talking
Machine Needles from Old Push Pins

One bright mind recently contributed to one
of the popular magazines the description of a
method for utilizing old talking machine needles
in the making of push pins. According to the
description, the needle is set, pointed upward
in a small mould and sealing wax poured around

‘the head of the ncedle, forming a button-like

top. If another bright mind will come along
and tell how to make good talking machine
needles out. of .old push pins, he will be doing
samething that will prove of trade interest.

The Sampson Music Co., Boise, Idaho, re-
cently purchased the entire stock of Colum-
bia Grafonolas and records of the Kellerman
Piano Co. Thc stock was moved to the Samp-
son Co. store.
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AEOLIAN-VOCALION
PUBLICITY

NE of the important factors
O in The Aeolian Company’s
success has been the char-
acter of its advertising. For many
years this has been maintained at
the highest level and has set the
standard not only for advertisers in
the music trade, but for practically
all others using magazine and
newspaper space.

Aeolian instruments are natural
leaders in their various lines by
right of intrinsic superiority. At
the same time, Aeolian advertising
has contributed essentially to the
widespread and ready acceptance
of this leadership.

Aeolian-Vocalion publicity is
typically Aeolian. Strong, dignified
and convincing, it is as far above
the level of ordinary phonograph
advertising as the Vocalion itself
towers above ordinary phonographs.

Dealers who handle the Aeo-
lian-Vocalion and new Vocalion
Record, are aware of this. They
are directly benefitted by the na-
tional publicity of the Vocalion and
indirectly by the newspaper cam-
paigns conducted in mediums with
large spheres of influence outside

of their immediate environments.
Likewise, the provision made by
The Aeolian Company, whereby
dealers may profit through partici-
pation in the national publicity is
an added advantage to those who
handle the Vocalion.

Reproductions of Vocalion and
Vocalion Record advertisements
appear on the three pages follow-
ing. These reflect the general
character of Vocalion publicity and
are current at the moment.

The advertisement on the next
page is a reproduction of one of
the full pages in color, appearing
monthly in the ‘‘ Saturday Evening
Post.” Those following are news-
paper advertisements being run in
various large cities.

The unquestioned superiority
of the Aeolian-Vocalion; its many
advantages and selling features;
the extraordinary character of the
new Vocalion Record; the excep-
tional service rendered to dealers;
and the unapproached quality of
Vocalion publicity, make the rep-
resentation of this Instrument an
invaluable asset to every progres-
sive music merchant.

Catalog and complete information sent upon request

THE AEOLIAN COMPANY

AEOLIAN HALL, NEW YORK
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ASTERPIECE of REPRODUCTION

The New Vocalion Record—
Crimi’s *“On With the Play.”

HIS wonderful aria from ‘““Pagliacci” is far

more than a mere song. In its beautiful

melody the composer has sounded the depths
of human emotion. The very notes themselves voice
the anguish of the poor clown who, despite a break-
ing heart, must carry through his part to the end.

Giulio Crimi has outdone himself in making this
record. One of the greatest tenors alive teday, his ;
talent and his art have found real inspiration in the
magnificent results achieved by the Vocalion system
of recording.

Those who hear Vocalion Records played upon
the Aeolian-Vocalion, listen amazed to new musical
effects from the phonograph. Full, rich and clear, the
tones of-the human voice come from the instrument
with all the beauty and freshness of nature’s endow-
ment.

In perfecting this wonderful new system of re-
cording—in making a record commensurate with the
unrivalled musical character of the Vocalion—the
Aeolian Company has put the musical world still
further in its debt. One more notable feature of
advantage it has also added to the sum of those
already possessed by this instrument.

*

Tiue AroriaN-VocaLioN is a product of the world’s leading
manufacturers of musical instruments. As a phonograph, it
occupies the same position of distinguished leadership. as this
maker’s other famous instruments.

The features of the Acolian-Vocalion that give it pre-
eminence, are first of all a musical quality that is unapproached.
Second—a personal control of expression through its celebrated
“Graduola’ that no other phonograph possesses. 'T'hird—a
beauty and distinctiveness of appearance that has set an en-
tirely new standard. Fourth —a perfection of mechanical
devices, such as its Automatic Stop, that bespeaks the un-
rivalled skill and experierce of its makers. And, finally, the
notable advantages it possesses in its Universal Tone-Arm,
which permits the Vocalion to play all makes of records in
addition to the exclusive privilege of playing the wonderful
new Vocalion Records.

{ = "Zi’, ‘ QA\IuhI:.;;x
GIULIO CRIMI

THE AEQLIAN COMPANY announces the initial and exclusive rvoice
recordings of Ginlio Crimi, leading ltalian tenor of the Chicago Opera Company.

Signor Crimi has been (he senSation of the past season with the Chicago
organizalion. His magnificent voice has the irresistible charm and frlsh’:cs.\"nj
youth. lo which is added a musiciauly sense of artislic values capable of standing
the test of comparison with other world-famous fenors.

ZeAEOLIAN g
: e STYLE “I”
Ulusirated, price

§52 $225. Other conven-
O C A L I O N tional models, equip-

ped with Graduola,

Made $y R

$115 upward; with-

out Graduola, from

$50.  Many beauti-

ful.Period models,
J priced from $240.

- All prices subject
M to change.

LonDON _TrorrAN [IALL  PARIS
NEW YORK ’
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ORCHESTRAL Music S/ U
i ; / he e\ A "

THE GRANDEUR AND i
RICHNESS OF THE GREAT
INSTRUMENTAIL CHORUS

VOICED WITH MOVING

REALISM
BY THE

AEOLIAN
VOCALION

v

O put into the hands of music-

I lovers a phonograph so won-
derfully constructed that it can
actually reproduce the tonal sonority
of the orchestra—its height and

depth and breadth of voice—

To give them a phonograph on
which every distinctive-voiced or-
chestral instrument 1is clearly recog-
nizable—on which the wistful strings
and pallid flutes, mellow clarinets
and pealing brasses sing their parts
with perfect and thrilling individ-
ualism—

And, above all, to put into their
hands a conductor’s baton—a won-
derful new controlling device by
which they may lead the orchestra—
may color, shade and modify just as
the orchestra conductor himself ex-
presses his ideas in the talents of his
assembled players.

This is the achievement of [the
Aeolian Company in producing its
extraordinary new phonograph—the
Aeolian-Vocalion.

A\ 4

“Truly the Aeolian-Vocalion is
the climax of phonograph develop-
ment. With distinctive beauty of
exterior—with unapproached tonal
richness and capacity and with its
exclusive feature for personal expres-
sion control (the Graduola), the su-
premacy it has so quickly gained is
but the measure of its manifold
superiority.”’

v

THE AEOLIAN COMPANY
AEOLIAN HALL NEW YORK
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Price$!1. A22007
AT DAWNING

S
(CADMAN, X
COLIN O'MORE Tenor 4

Vocalion Orchestra Accompuniment

_~—

Colin O’ More /

A great future awaits this splen-
did young tenor, whose voice of ex-
traordinary beauty will be recorded
exclusively on Vocalion Rccords.

Following his recital at Aeolian
Hall on Saturday, October 19th,
Colin O'More is engaged for a re-
cital tour which will cover the prin-
cipal musical centers of America
and will familiarize thousands of

music lovers with the delightful ,
ckarm of his artistry.
S ee——

’\ﬁ The Gifted Irish Tenor

Will Make Vocalion Records Exclusively

OLIN O’MORE possesses one of those rare voices that makes you glad or
sad as the spirit of the song dictates. This talented young tenor adds new
beauties of tone and interpretation to the old familiar ballads that every-

one loves. His artistry is both finished and spontaneous.

Vocalion Records have reproduced Colin O’More’s voice with remarkable
fidelity. Through the naturalness of the new system of Vocalion recording, the
individual guality of this unusual voice, rich in heart appeal, is brought to you
with amazing realism.

The Vocalion Records of Colin O’More will be played for you at any time.
You will find many favorites among the selections recorded.

. At Dawning (Cadman) } S
II/{voa][-i;” I IHear a Thrush at Eve (Cadman) 22007—10-inch—$1.00
“Z; o Bonnie Sweet Bessie (Gilbert) . .. ... .. ..22002—10-inch—81.00
. 1 H b lling Me (M 1l .
Style 500, Price $175 Colin O’More ( Who Knows ((:Ba a;l’)‘g ¢ (Marshall) }22006~10-mch—$1.00

THE AEOLIAN-VOCALION

>

N
As an unequalled medium for interpreting it in an individual class, far removed from the
Vocalion and all other standard makes of records, ordinary phonograph.
the Aeolian-Vocalion the world’s most artistic By means of the Graduola, a musicianly and
phonograph, stands supreme. exclusive device, new beauties of expression-con-
The advantages of this wonderful instrument trol are possible to the owners of the Aeolian-
are manifold. Itsclear beautiful tone has placed Vocalion.
Y Aeolian-Vocalions from $50 upward Graduola Models from $115 |
m Distinctive Period Styles from $240 {
1 ™
Makers of the famous Pianola Largest manufacturers of musical instruments in the world
in MANHATTAN In THE BRONX In BROOKLYN In NEWARK
29 West 42d Street 367 E. 149th Street 11 Flatbush Ave. 8§95 Broad Street
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INDIA SEEN FROM THE VIEWPOINT OF THE BUSINESS MAN

Why the United States Gets Only a Small Share of the Business of That Country—Present Condi-
tions and What the Future Offers as the Result of Social Reforms—~Many Interesting Facts

A most interesting visitor to New York
just now is Valabhdas Runchordas, head of
Valabhdas Runchordas & Co., Bombay, and sole
proprietor of the Talking Machine & Indian
Record Co., of Bombay, Calcutta and Madras.
Mr. Runchordas is in the United States in the
interests of his business as a general importer
and at the same time to pay particular attention
to the matter of securing talking machine and
record supplies of various kinds. He has been
active in the talking machine field in India for
over twenty years, and states that before the
war the great volume of business was done with
machines and records of German make. The
forced withdrawal of these products from the
market has opened up a field for fresh importa-
tions with other countries.

Small American Business in India

Mr. Runchordas offered the interesting infor-
mation that before the war only 7.3 of the total
importations into India came from the United
States, and, although FEuropean trade was al-
most entirely cut off by the war, especially
trade with the Central Powers, in 1917 the im-
portations from the United States were only
129, the greatest volume of imports, of course,
being from Great Britain. When from the total
volume of American export business handled in
India is taken the great business of the Stand-
ard Qil Co., the Remington Typewriter Co. and
the Singer Sewing Machine Co., it will be seen
that there is not a very material business done
in other American lines. The principal reason
for the fact that American products do not fig-
ure more prominently in the Indian field, it is
said, is that American manufacturers are in-
clined to be conservative in their methods, and
put forth their efforts in endeavoring to force
their standard styles and designs upon the na-
tive buyers rather than follow the example of
European manufacturers and redesign their
products to meet the wishes and requirements
of the export trade. In more than one case this
failure to meet the native demands even by
making slight changes in styles has forced In-
dian importers to stop handling American prod-
ucts.

Low-Priced Records Have the Call

The reason for the large business enjoyed in
German records in India before the war was due
to the fact that they could be sold at a low price,
approximately 40 cents for the double-sided rec-
ords, and were offered in recordings of native
dialects of which there are about 130, between
thirty and. forty having been recorded thus far.
American cylinder records were sold to a con-
siderable extent in India, while the cylinder rec-
ords and machines were the vogue, but since the
accession of the disc the trade has swung to
Europe. When it comes to records of European
or American music, especially vocal recordings,
the Indian trade demands English records, as
the English accent is more familiar to them.

Indian talking machine buyers appear to favor
the horn machines, particularly those selling at
low prices—$6 to $15 American money. To date
American manufacturers have offered cabinet
machines so popular in this country, but which
command prices that prohibit their extended sale
in India.

Japanese Invading Indian Field

Since the beginning of the war the Japanese
have given much attention to the development
of the talking machine trade in India, and are
especially active in supplying machines in parts
of the sort required in that country. The pur-
chasing power of the majority of natives of
India is very limited, particularly outside of the
Bombay Presidency, and the large cities of the
other provinces, and, although India as a whole
has a population of over 350,000,000, three and
one-half times that of the entire United States,
the volume of business that can be handled is
little, if any, larger than is taken care of under
normal conditions in a city the size of San
Francisco.

There are at present only something like 200,-
000 Europeans, mostly Englishmen, in India,
and upon them the merchants must depend for
the market for higher-priced talking machines
and pianos. Moreover, a large proportion of the
European population consists of clerks and un-
der officials, whose financial condition does not
permit them to indulge very extensively in lux-
uries and semi-luxuries. It is believed that if
American manufacturers study the Indian field
thoroughly and prepare to cater to the peculiar
demands of that country in the matter of sup-
plies and prices, they will have a good oppor-
tunity of participating in its expected commer-
cial development.

There is at present in effect an import duty
of 71 per cent. based on trade prices of talk-
ing machines and records, and to this must be
added rather heavy ocean freight rates.

The question of caste in India is a big one,
the original four castes of some centuries ago
having been divided and subdivided through va-
rious political and social disagreements until
there are now existing something like over 3,000
distinct castes. Of these the members of the
Bhattia caste are recognized as the leaders in the
commercial life. The members of this caste, al-
though centered in Bombay Presidency, are to
be found in all of the various sections of India,
and in recent years in other countries, particu-
larly Japan, and are found to develop in busi-
ness with greater rapidity and more success than
others of their race.

Bright Prospects for Commercial Growth

Much of the slowness of India’s commercial
growth, it is declared, is directly traceable to
the existence of the caste system. Up until a
comparatively few years quite rigid caste regu-
lations covering his method and mode of living
made it practically impossible for the Bhattia to
travel overseas and into foreign countries with-
out running the risk of losing caste, considered
a very grave punishment. There was started,
however, a wave of social reform, with Mr.
Runchordas as one of the active reformers.
Many of the caste regulations were set aside,
with the result that the Bhattia can now feel
free to travel about at will, although still ob-
serving the chief laws of his caste.

It is expected that after the war these leaders
among the Indian merchants will tend more
and more to foreign travel with a view to get-

ting in personal contact with exporters in
Europe and America, thus gaining at first hand
an intimate knowledge of the markets. Under
such conditions the development of Indian trade
should be rapid and untrammeled. Numerous
commercial organizations .have been formed in
India in the past, and particularly in the Bom-
bay Presidency, with a view to promoting the
industrial development of the country. Shortly
before the war there was organized the Indian
Commercial Congress, designed to promote both
the domestic and foreign trade of India, but ac.
tivities have practically ceased for the duration
of the war.

Meanwhile, manufacturing in India has ad-
vanced at a rapid rate, a fact particularly true
of the cotton industry, 1,318,810,126 yards of cot-
ton goods having been manufactured in that
country during the year 1916-1917. This indus-
trial development is expected to enable India
to prosper to a point where the country will
provide a fertile field for foreign manufacturers.

Where United States Consuls Are Located

At the present time the United States has
Consuls in Calcutta, Rangoon, Madras, Colom-
bo, Bombay, Karachi and Adel, with Consular
representatives in Bucrah and Chittagong. It
is his belief in after-war development of In-
dian commerce that has moved Mr. Runchordas
to make his present extended visit to the United
States. It is his belief in India’s commercial
future that also prompted Mr. Runchordas to
take an active interest as a director in the
Shrikrishna Stores Co., Ltd., a chain of mercan-
tile establishments conducted without profit for
the purpose of providing a practical education in
merchandising for Indian youths.

He plans to remain in New York and other
Eastern cities for a month or six weeks before
working his way back to the Pacific Coast.

Mr. Runchordas has been a subscriber to The
Talking Machine World since its inception, and
through it has become very familiar with the
concerns and situation in the talking machine
trade in this country. Incidentally he con-
tinued his World subscription, on a cash basis,
for a number of years to come.

“INTERESTING AND VALUABLE”

The “Pathé Phono-Cinema-Chine” in a recent
letter from Shanghai, China, enclosing a sub-
scription for The World under date of Septem-
ber 13, writes enthusiastically about the merits
of The Talking Machine World, the contents
of which this institution has found most inter-
esting and valuable.
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The BELL TALKING MACHINE CORPORATION

Offices and Show Rooms:
44 West 37th Street, New York

Factory:
88 Southern Boulevard, Bronx, New York

Export Department, 498-504 Broadway, New York, N. Y., E. U. A.
Smith-Woodward Piano Co., 1018 Capitol Ave., Houston, Tex., Local Distributor
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Edison Message No. 31

Victory!

The music of the Allies—the music that sweeps
over No Man’s Land to the frightened and defeated
hordes of Germany—now screams with the trium-
phant note of Victory.

The supreme moments of the war are approach-
ing; and then the era of reconstruction and “Peace
on earth, good will to men.”

The patriotic enthusiasm of the people of
America that 1s calling for “Unconditional Sur-
render” can be strengthened and enhanced by the
rightly directed influence of music.

The Edison Dealer who believes in this
“unnegotiated” settlement of the war and who
rightly uses the musical influence he commands will
help the cause of Victory—Victory on the fields of
battle and Victory for himself in his own business.

THOMAS A. EDISON, Inc.

Orange, N. J.

2.8 ¢
*
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Keeping Good Help Should Be a Prime Con-
sideration With Live Dealers

The shrewd, far-sighted merchant recognizes
one all-important feature in the conduct of his
business—the value of good help. But beyond
simple recognition, he appreciates quality of
service, and appreciating, he rewards it.

It can be accepted almost as an axiom that
the superiority or inferiority of a dealer’s help
determines the success or failure of his store.
Where there is strong competition it is prac-
tically certain.

The merchant who is abreast of the times,
who is ambitious to build up a thriving trade,
and is ever alert to the benefits derived from
attracting the best class of customers to his
store—those who buy frequently and buy in
quantity and pay cash—realizes that this can be
done only by devoting his thought and energy
to improving his stock, its systematic arrange-
ment, and its attractive display—but above all
by giving excellent service, which means em-
ploying neat, courteous, intelligent and smart
help.

It is not an easy matter to get exactly the high
grade, willing worker one wishes, but it is always
possible to develop to a higher point of efficiency
the ability of the help one has at hand, if thought
is given to the proposition.

Two Classes of Employers

One employer dominates his help too arbi-
trarily, and thus stifles their growth and lessens
their worth. He is bent on impressing his own
importance and his superiority of mind .and
knowledge. The other employer treats his em-
ployes with consideration; he invites suggestion,
encourages initiative and arouses a lively and
profitable interest in all his clerks in the suc-
cess of his business. He makes of them an en-
thusiastic and productive part in the upbuild and
expansion of his mercantile progress.

Few if any men or women fail to respond to
fair treatment. They will do better, more ear-
nest and more accurate work if their employer is
less of a “boss” and more of a “human being”
in his dealings with them. It is then greatly
to the advantage of the employer to appeal to
that side of a man’s nature-—and every man has
such a side—which awakens in him good im-
pulses; to draw from a man that which is best
in him rather than by a harsh, overbearing and
unsympathetic attitude force to the surface an
indifferent, sullen and oftentimes antagonistic
disposition toward an employer.

A Paying Investment

When you employ clerks you have an invest-
ment. Why not make it pay? How can you do
this? Show by your interest in them that you
regard them as an important factor in your
business. Hold weekly meetings; discuss your
merchandising problems with them; your plans
for the next season; your future prospects. Be
frank with them. Let them exchange ideas on
policies; invite criticisms from them;.show a
broad, open mind and the results will amaze
you. You'll receive ‘a number of sound and
valuable ideas. You'll put seriousness, ambition
and enthusiastic interest where formerly ex-
isted, perhaps, frivolity, indifference and luke-
warmness.

The clerk is human. He wants recognition
quite as much as you and I, and once it is given
he will be a better, more valuable clerk.

Developing Latent Ability

Don’t despise your clerk simply because he
is a clerk. He may not be one long. The clerk
of to-day is the successful merchant of to-
morrow. Husband the ability, cleverness and
resources of your clerks. Make them an asset,
not a liability. Stimulate them to think, to
originate, to co-operate, The obscure fellow
behind that remote counter may have the very
idea that if told would solve your greatest diffi-
culty. Ile’s timid. He’s afraid to speak. You've
never inspired him to do so. -

Don'’t belittle the office boy, the stenographer,
or the man or girl behind the counter. Each
has a brain; each can think. Teach them to do
so. Urge them to develop.

The most dangerous man—be it the boss him-
self—in any outfit is the one who stifles the
growth of subordinates. The most effective
executive is he who takes the employes at hand
and handles them in a way that will bring the
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Good Help Invalu-
able If the Retail
Merchant Has an
Eye to the Future

It
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most good out.of each and rounds them all into
the smoothest running, most animated and
greatest producing machine.
The Big Fellows

Carnegie was not always a steel magnate.
Rockefeller was not born an oil king. Marshall
Field did not open his eyes in the lap of luxury,
nor did F. W. Woolworth start his mercantile
career with a chain of stores. Each had his
humble beginning. No doubt in their very early
days of clerkship some employer failed to
profit by the brain and latent ability they had.
Who can say there are not young men of equal
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A tone that is ineffably
exquisite—not phonographic

By Joseph A. Carroll

in cities, towns and villages throughout the
country? Time will tell.
The Value of Incentive

To bring out in any progressive young man or
woman his strongest, most intelligent and pains-
taking efforts, merchants and storekeepers, retail-
ers as well as wholesalers, are realizing the value
of offering a special inducement—an incentive.
The extra compensation will be returned many
fold. A yearly or semi-annual bonus in the form
of a percentage of the profits is often given, or
a commission on increased sales in the clerks’
department, and frequently special commissions
are paid to speed up the sale of the slow-mov-
ing merchandise. There are many variations of
the idea, all for the mutual benefit of the em-
ployer and employe. No progressive storekeep-
er will hesitate to adopt such a plan, for he
will see at once that anything which will enthuse
his employes to sell greater quantities of mer-
chandise will mean largely increased profits for
himself, and he’ll be only too happy to allow the
clerks a reasonable share of what they have pro-
duced by their additional energy and fidelity.

A Practical Suggestion

What better way to sell phonograph records,
An extra com-
mission on slow-moving numbers would stir up
the clerks in charge to unusual activity. They
would work overtime; would canvass your cus-
tomers in their off hours; would seek out new
customers, and would devise ingenious advertis-
ing schemes to boost the sales in their depart-
ment, not alone on slow numbers, but on all
numbers. Such a plan would put spirit, dash
and permanency into the organization. It would
advertise your store as an up-to-the-minute,
progressive enterprise of the first magnitude.

This idea applies equally to the small store as
well as the larger one. Try it. It cannot fail.

Delpheon $75 Model

THE DELPHEON COMPANY

. £33 .o
. . .

MICHIGA

E - OR WRITE TO DISTRIBUTORS _
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Boston, Mass.,, November 5.—The Liberty
Loan and the epidemic of influenza, which have
monopolized public attention for several weeks,
each in its own way to be sure, have not over-
looked Boston. So far as the loan is con-
cerned the talking machine industry came to
the front in good shape, and every house in
the city has made quite a record for itself in
the number and amount of subscriptions. Now
comes the big drive for the allied welfare in-
terests and this, too, will find many friends
among the same industry.

In the meantime, the epidemic was an unwel-
come visitor in Boston’s midst. It hit business
pretty hard here, and in some cases badly crip-
pled the jobbers and dealers, who had to work
with lessened volume of labor. While many
persons were out ill for short or long periods
of time the fatalities happily were very few.

Secure Records for the Fighters

The week just ended was designated “Rec-
ords-for-Fighters Week,” and was devoted, as
in other places, to a campaign for records for
the use of enlisted men in various branches of
the service. A number of the Boston talking
machine dealers featured the campaign in their

advertisements, and one could not pass some of.

the windows without having his or her atten-
tion attracted to the campaign into which the
stores threw themselves with great vigor. The
sum total of records promises to be a notable
contribution to the welfare of the soldiers in
service.
Some Brunswick Phonograph News

The Brunswick-Balke-Collender Co. has just
had a carload of machines arrive, and there is
no difficulty experienced in disposing of them,
for business in general with this headquarters
is very good. F. J. Smith, who has been as-
sociated with the company for eight years in
other of its departments, is now devoting his
time to the Brunswick line of machines as the
successor to F. H. Walter. Mr. Smith was up
to Pittsfield, in the western part of the State,
a while ago giving a demonstration of the
Brunswick at the headquarters of Rice & Kelly,
talking machine dealers, and there were so many
inquiries about the Brunswick proposition be-
cause of the good impression that it made that
the house has a number of good prospects ahead.
M. J, Graff, who was with the Brunswick’s Bos-
ton house for a time, coming here from the
Western factory, is now in service and is at

Z ORI

LN LSS

TOR

%

B

19

ASAY

BT es : BT

the Great Lakes Naval Training Station. Mr.
Walter, who went into service last month, has
been heard from at Pelham Bay, N. Y.
Escaped Ravages of the Grip

When the Pardee-Ellenberger Co. gets a con-
signment of Edison goods at its Oliver street
quarters it is a case of shaking the dice to see
what dealer gets the goods. That’s how Man-
ager Frederick Silliman facetiously puts it.
This headquarters was most fortunate in being
able to escape the ravages of the grip, but Man-
ager Silliman took the precaution to have the
women bring their lunches and at the same time
he kept the traveling men in, for in the mean-
time there was work enough for them to do
right inside. A wise step!

Business Coming Along Pretty Swift

H. L. Coombs, of the Boston offices of the
Emerson Co., is getting rapidly acclimated to
Boston, and is finding everything to his liking,
especially now that he has got pleasantly lo-
cated in Brookline. Business is coming along
pretty swift these days, and Mr. Coombs has
been obliged to rearrange his suite of offices
so as to get larger stock quarters. The new
issues of Emerson records are finding favor
with all the dealers, so reports Mr. Coombs.

Vocalion Co. Activity

The Vocalion Co. is sending out_1,000 letters
te prospective customers calling attention to
the merits of the instrument, and those receiv-
ing these letters cannot but be impressed with
the handsome letter head which adorns the
paper, for it is both artistic and striking. Man-
ager Hindley did a very clever stroke the other
day when he was able to get a Vocalion machine
installed into the third act of “Billetted,” which
Miss Margaret Anglin is playing at the Hollis
Street Theatre. The machine is used to great
advantage and plays an important part in the
development of the final minutes of the scene.
Manager Hindley has added to his staff Frank
B. Lincoln, who was the manager of the talking
machine department of Timothy Smith Co. in
Roxbury. Mr. Lincoln comes to Manager
Hindley as a Vocalion enthusiast, for he had
become acquainted with the instrument while
with the Roxbury house, which carried it.

Emphasize the Importance of Music

In the Boylston street window of the C. C.

Harvey Co. there is a series of low panels

stretching around from side to side which are-

attracting considerable attention. There are

Behind the Co-operation g

we are now extending in Eastern Victor Service
lies the hope, that when the great world war has &
come to a victorious close we may look back on a o
period during which we attained a reputation among s
Victor dealers for giving practical help to them in i
the solution of their war-time problems.

EASTERN TALKING MACHINE CO. :

177 TREMONT STREET
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ten of these panels and they are a part of the
National Child Welfare Exhibit, which is now
touring the country. These panels, which are
in colors, indicate the importance of music to
the growing child and every phase of youthful
development is incorporated in some pleasing
manner. This house features the Victor and
the Edison lines, and for both of these Manager
‘White reports there is a good demand.
General Trend of Business Pleases
Frank S. Horning, the Victor factory repre-
sentative mentioned last month as having lately
come upon the scene, tells The World corre-
spondent that he is well satisfied with the gen-
eral trend of Victor business in this territory.
He has made the acquaintance of all the Victor
dealers hereabouts, is enthusiastic over the type
of men that handle the company’s product here
and finds an eager disposition to boost the busi-
ness in every legitimate manner possible. Par-
ticularly is he impressed with the uniform cour-
tesy to help brother dealers in these days when
there is a recognized shortage of goods. As
for Boston, he is getting to like the old town the
longer he stays here, he says.
To Distribute the OkeH Records
Richard Nelson, local manager of the So-
nora Co., has been over in New York the past
few days making final arrangements for the re-
ceipt of large quantities of the OkeH records,
which are being put out by the Otto Heineman
Co. everywhere with great success. Mr. Nel-
son has had these records for distribution
among dealers for the past three weeks, and he
reports that there has been a wide demand for
them throughout this territory. Joseph H.
Burke, associate manager of the Sonora, who
has been making his headquarters for the most
part in Hartford, Conn., for the past few months,
is now dividing his time between there and the
local office, as there is much work for him to
do on this end.
It Is Now Lieut. Chas. F. Simes
The Veeco Co., manufacturers of the Veeco
electric motors for talking machines, 248 Boyl-
ston street, of this city, report that from in-
quiries and orders now being received, manu-
facturers are very much interested in the Veeco
motor. Existing conditions prevent the filling
of orders as promptly as the company would
like, but it is hoped that the situation will be
relieved shortly.
Charles F. Simes, formerly sales manager of

BOSTON, MASS. <
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gend for Descriptive Circular

Devonstration Boorss

AND Recorp CASES
IN STOCK OR TO ORDER’

FRANK B. CURRY

19 Wareham St. Boston, Mass.

the Veeco Co., who enlisted in the 102nd Field
Artillery as a private as soon as war was de-
clared, has just been made a second lieutenant
of Artillery in France, according to advices
received this week. The 102nd Field Artillery
was a part of the 26th Division that has fought
almost continuously from January to July. Mr.
Simes was wounded in action and spent some
time in a Base Hospital. He worked his way
up through the various non-commissioned
grades, and was finally sent to a school of in-
struction for officers where he won his com-
mission.
Leaves on a Sad Errand

Ricardo Constantino, in charge of the foreign
record department of the Grafonola Co. of New
England, has hurried across the continent to
be with his father, Florencio Constantino, the
Spanish tenor, who is said to be dying at Los
Angeles, Cal. The son has been with the
Grafonola Co., under Manager Arthur C. Eris-
man, for some time and is highly esteemed by
the trade.

An Attractive Window Background

In the large show window of the Vocalion
Co. in Boylston street is a fivefold screen
which serves as a background for the Vocalion

]
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Novel Window Arrangement
exhibit. The paintings in each panel are thor-
oughly warlike and they are the work of Miss
E. Tremaine, of the Massachusetts Normal Art
School. The central panel, which is more than
six feet high, shows an American soldier and
sailor listening to the strains of “The Star
Spangled Banner,” which float from a nearby
Vocalion. In the background the national col-
ors are suggested in the sky effect, but this is
not brought out in the photograph. In the
other panels one sees a British soldier, an Ital-

4 West 40¢h Street
NEW YORK CITY
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“Plays all records better”

Large surplus stock now in New York City
for immediate deliveries in New York and
Northern New Jersey.
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BURTON COLLVER
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Telephone
Murray Hill 6576

ian, a French and a Belgian, each listening to
his own native air. The body of the panels is
of a cream white. The screen has attracted a
great deal of attention from passers-by.
Featuring the Edison Line

The F. H. Thomas Co., whose headquarters
in the Back Bay are admirably located to meet
a select class of customers within a limited
zone, is featuring the Edison Diamond Disc
phonograph. The official laboratory model is
specifically mentioned in the company’s litera-
ture, and this model is finding many purchasers.

Increasing Call for Cheney Phonographs

H. I.. Royer continues to meet with marked
success in exploiting the merits of the Cheney
phonograph, and he is constantly getting in-
quiries from leading dealers and heads of homes
who are anxious to possess what appeals to
them as a leading type of talking machine. Two
dealers who have recently taken on the Cheney
line are A. E. Phenney, of Hyde Park, and John
J. Kelley, of Lynn, the latter having placed a
large order for machines. George J. Krum-

scheid, who, as Mr. Royer’s outside man, is meet-
ing with marked success in interesting dealers
in the Cheney, could get around better if only
his Maxwell wouldn’t balk so. His car is not
acting half so well as Mr. Royer’s little Dodge,
which gets him everywhere in short order.
Thos. W. Hindley to Marry

Thomas W. Hindley, manager of the Vocalion
Co., is soon to become a benedict. \Within a few
weeks probably he will marry Miss Ethel Hud-
son Hayden, of Watertown, who has been his sec-
retary and cashier at the Boston store. It is
Mr. Hindley’s purpose to find a home either in
Watertown or Belmont, either of which is quite
convenient to the downtown business section of
the city

Issue Attractive Booklet
. The New England Talking Machine Co., 16-18
Beach street, manufacturers of the well-known
“Perfection” line of phonograph accessories,
have recently issued a very attractive book-
let on their line of “Perfection” Flexitone re-
(Continued on page 24)

—— Oldest and Largest

Manufacturers of Talking
Machine Needles in the

World—There are several reasons

W. H. BAGSHAW CO,, Lowell, Mass.
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producers, and “Pur-I-Tone” reproducers and
“Perfection” ball bearing tone arms. Ade-
quate space is given in the description to the
qualities and accomplishments of each indi-
vidual number and the booklet is well illustrated
throughout.
Manager Mann Sees Better Future

Manager Fred Mann sees a better future for
the Columbia line as well as for the talking ma-
chine business in general than in some time past.
Dealers with whom he comes closely in con-
tact everywhere report a steadily increasing de-
mand for Columbia products and owners of ma-
chines eagerly look forward to the appearance
of the new record lists. It is not easy these
days to keep dealers in a happy frame of mind
when orders usually far exceed a company’s
ability to fill, but Manager Mann and his large
and well-ordered staff exercise the utmost fair-
ness in dealing with dealers, and in the long
run there is little complaint.

Pathé Supply Improving

The supply of Pathé goods is coming along
considerably better these past few weeks, which
has enabled Manager R. O. Ainslie to make a
fairly liberal provision to the trade. The staff
of demonstrators, mentioned a couple of months
ago as having undertaken the job of enlisting
the attention of the public in the outlying sec-
tions, has been able to gather in an encouraging
number of prospects.

Pittsburgh Columbia Manager in Town

A visitor to the wholesale department of the
Columbia the latter part of October was S. H.
Nichols, manager of the Pittsburgh, Pa. of-
fice of the company. He came over to dis-
cuss some business matters with Manager Mann.
C. E. Sheppard, of this company, mentioned last
month as having passed through a terrible or-
deal because of the epidemic, is back at work,
but has not yet fully regained his strength.
Both the anxiety incident to the death of both
his wife and brother and the serious illness of
his child and himself told upon him consider-

ably. All his Columbia associates, however,
with whom Mr. Sheppard is very popular, are
glad to again have him with them.
Business Good With Ditson Co.

Business continues good at the Oliver Ditson
Co.s Victor headquarters, where Henry A.
Winkelman, the manager, is able to keep his
trade sufficiently supplied with Victor goods to
meet all pressing needs. The October business
here was very satisfactory, the house experienc-
ing the response to the general request of the

authorities that the public begin their Christ-
mas shopping early. It looks like a busy No-
vember for this house.
Secures the Pathé Agency

M. J. Sullivan, Inc., of Lawrence, Mass., who
recently secured the exclusive agency for the
Pathé phonograph and records in this city, in-
augurated the opening of their Pathé depart-
ment last week with great success. The Pathé
department was crowded all day and far into
the evening of the opening day, and prospects
for an excellent business during the coming sea-
son are very bright.

WM. J. FITZGERALD, BUSINESS MANAGER OF EASTERN CO.

Takes Charge of Well-Known Boston House Following the Death of President Elton F. Taft,
‘Whose Passing Has Caused Universal Regret in the Trade

BostoN, Mass., November 4.—The Boston talk-
ing machine trade was shocked about the mid-
dle of October to learn of the death of Elton F.
Taft, president and general manager of the
Eastern Talking Machine Co. at his home in
Brookline. Mr. Taft had been ill only a short
time and because of a weak heart could not
survive the shock following an operation. Be-
cause of the prevalence of the epidemic the
funeral was private, but there were floral of-
ferings from many friends and business asso-
ciates, one tribute coming from the Victor Co.
The burial was in Forest Hills Cemetery.

Mr. Taft was a native of Providence, R. I,
and was forty-five years of age. Before coming
to this city he was employed by J. A. Foster
& Co., talking machine dealers in Providence.
For a time he traveled for Thomas A. Edison
through New England and during this period
he made a host of friends in the territory, and
with many of these he continued to have close
business relations the rest of his life. ~When
the late W. H. Beck was the president of the
Eastern Talking Machine Co. he brought Mr.
Taft into the concern. That was eighteen years
ago. He made Mr. Taft general manager, and
when Mr. Beck died four years ago Mr. Taft
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reproducers.
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phonograph accessory line of the world.
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was selected to succeed him, and he had held
that position ever since. Mr. Taft belonged to
no organizations and was essentially a home

‘Wm. ]. Fitzgerald
man. He always paid the strictest attention to
business, but the trade at large got a glimpse
of him now and then on the occasion of the
large talking machine gatherings which he found

time to attend. He is survived by his widow
and one son, Elton C. Taft, now in the navy.
It was fortunate for the Eastern Talking Ma-
chine Co. that in the death of Mr. Taft there
is an experienced man to succeed him. This
man is William J. Fitzgerald, who learned the
business under the watchful eye of Mr. Taft,
who always regarded him most highly. Mr.
Fitzgerald is to be business manager, and he as-
sumes his new post following a seventeen years’
association with the company. For two years
and a half Mr, Fitzgerald traveled for the com-
pany and was thus brought into intimate rela-
tions with the leading men in the trade, the
Victor in particular. For some time past he
has been wholesale manager. He has often
been sought by other houses, but he has been
faithful to the Eastern Co. and Mr. Taft, with
whom his relations have always been most
pleasant. In his travels he has gone off on
special missions for Mr. Taft and to his credit
it may be said that during the long period of a
scarcity of goods due to war conditions prob-
ably few jobbers have so well satisfied their
clientele as has Mr. Fitzgerald, as he has been
able to purchase records from points as far as
the distant South, and in this way he has been
able to keep his company in the foreground.
Mr. Fitzgerald possesses rare tact, good judg-
ment and an even disposition, qualifications
that have played a conspicuous part in bringing
him and the company, of which he now is busi-
ness manager, to its present high standard.

A. Cohn has opened a new store in Bakers-
field, Cal.,, for the handling of Brunswick phono-
graphs and Pathé records.

When you refuse to recognize your opponent’s
ability, you do yourself, as well as him, an in-
justice.

g
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“Traviata”

Barrientos and Lazaro in their first con-
certed number—this month. If's “Parigi
0 Cara,” the tremendous climax of Verdi’s
most dramatic opera.

Columbia Graphophone Co.

NEW YORK

T

DAMBOIS WITH THE AEOLIAN CO.

Distinguished Belgian 'Cellist to Make Vocalion
Records Exclusively—A Valuable Acquisition

Maurice Dambois, the famous Belgian ’cellist,
has consummated arrangements with the Aeo-
lian Co., whereby he will make Vocalion records
exclusively. This famous ’cellist is noted for
the quality of his tone, which is unsurpassed in
its purity and deépth, and his interpretations are
characterized by a wealth of poetic feeling. The
company makes the claim “that the Vocalion
records of his (Maurice Dambois) art are the
most beautiful phonograph reproductions of
’cello music ever heard. Appealing and sym-
pathetic as the ’cello is always, the Dambois
Vocalion records bring out in perfection the
natural beauty of the instrument and present a
wonderful tone-picture of the playing of this
master 'cellist.”

A POPULAR PLACE TO VISIT

Large Demonstrating-Room at Lord & Taylor’s
Victrola Department Fitted Up as Nursery

There is no more popular place in the vast
Lord & Taylor establishment in New York than
the Victrola department. Children as well as
grownups are to be found there, for one of the
spacious demonstrating rooms has been fitted up
as a nursery with games and toys, and mare
especially a small-sized Victrola, on which is
always heard interesting children’s records, both
educational and entertaining. While their par-
ents shop, the children have a great time en-
joying their games and the Victrola music. It
is a great idea and one that will doubtless appeal
to other big stores throughout the country.

CURTAIL NEEDLE PRODUCTION

The War Industries Board has just issued an
order curtailing the production of sixteen in-
dustries for the purpose of saving fuel, labor,
capital, material and transportation for essen-
tial war work. Among those enumerated are
the manufacture of talking machine needles, the
curtailment being 50 per cent. of the 1917 pro-
duction.

SECURED RECORDS FOR SOLDIERS

The talking machine department of the Outlet
Co. in Providence, R. 1., was a busy spot the
closing week of October, being headquarters for
the campaign conducted by the National Rec-
ord Recruiting Corps of New York for the se-
curing of records for the soldiers. A goodly
number was secured.

IMPORT REGULATION ON JEWELS

Wasningron, D. C., October 21.—According to
a ruling just issued by the War Industries
Board, the New General Import License Regu-
lation No. 27 does not include jewels for phono-
graph needles, which may therefore be
ported under the old form of license.

im-

VICTOR TRADE-MARK SHOW CARD

Very Artistic Presentation of the Victor Trade-
Mark in Colors Issued for the Use of Dealers
—Accompanying Letter Explains Its Value

The Victor Talking Machine Co. have issued
a very handsome card in colors of the Victor
trade-mark for display in show windows, below
which appears the following text: “The famous
trade-mark of the Victor Talking Machine Co.
is on all genuine Victor instruments and rec-
ords. “‘Victrola’ is also the registered trade-
mark of this company, designating its products

only. Such genuine Victor products are on sale
in this store.” In this connection the company
states:

“‘The best-known trade-mark in the world—
familiar to more Americans than any of the
world’s great masterpieces.’” That is how Col-
lier’s Weekly described ‘His Master’s Voice.” It
is a true statement of facts which every Victor
dealer has ample reason to contemplate with
justifiable pride.

“Publicity alone won’t make a trade-mark fa-
mous, but quality merchandise backed by the
right kind of publicity will, and ‘His Master’s
Voice’ owes its popularity to the fact that it
has always stood for all that’s best in music.
The importance of this trade-mark and of our
trade-mark word, ‘Victrola,” is not perhaps fully
realized, and we suggest that you give these
cards the greatest possible display.

“The public to-day knows that it pays to seek
the trade-mark of the manufacturer as the surest
and safest method of identifying quality prod-
ucts. These cards positively identify you as a
Victor merchant engaged in marketing the best
quality merchandise that human skill and in-
genuity can produce. It will pay you to display
prominently this ‘hall mark of quality’ in your
show windows.”

Germany has proved itself absolutely super-
efficient in one way. It has secured the enmity
of the whole civilized world.

OFFERING NEW CRYSTOLA STYLES

The Crystola Co., of Cincinnati, Report an Ex-
cellent Demand for Their Products, Which
Are Steadily Growing in Favor

CincinnaTi, O., November 4—The Crystola
Co., of this city, are placing on the market a
number of their latest styles of phonographs,
which not only reflect the highest skill of the de-
signer’s art, but musically they represent a very
high standard. The members of this company
have paid particular attention to the matter of
tone reproduction and the acoustic properties
of their cabinets, with the result that the Crys-
tola phonograph to-day stands as a worthy ex-
ample of reliable construction in the domain of
talking machines.

Business with the company is very brisk, and
there is evident an increasing appreciation of
the attractiveness of their products. In their
advertisement elsewhere the Crystola Co. wish
it to be distinctly noted that thcy manufacture
the original Crystola and desire further that it
should not be confused with any similar sound-
ing name or combination of names. The Crys-
tola as it is made today is a creation that stands
absolutely on its merits and commands support
on that basis.

INSTALL SEVEN UNICO BOOTHS

Seven of the latest types of Unico demon-
strating booghs, made by the Unit Construc-
tion Co., Philadelphia, have been installed by
the Wilson Avenue Piano & Talking Machine
Co., of Chicago. The equipment in connection
with these booths is most artistic, and it is con-
ceded that there are few establishments as at-
tractive as the Victor department controlled by
this company.

The Unit Construction Co. have won a nation-
al reputation for the character of their goods,
and are kept as busy as can be filling orders
for their equipment from all parts of the
country.

guaranteed.

AUTOMATIC STOPS

The simplest and most efficient Automatic
Stop on the market. _
service, are easily installed and are absolutely

They give excellent

Send 50 cents for Sample Stop

KIRKMAN ENGINEERING CORPORATION, 237 Lafayette St., New York
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DON'T BUY-DON'T SELL-DON'T MAKE

INFRINGEMENTS

LRI EE DI

nEO=900 ORP »ITHISO

IR

=P Z=Q0=F0 IS

THE ONLY MECHANICAL PATENT EVER ISSUED

in this country on a Phonograph Cabinet as far as we know

Any Phonograph Cabinet that has t.he record compartment alongside the instrument as
shown in the above illustration is an infringement on the Windsor Patent

DO NOT BE MISLED BY INTERESTED PARTIES

but have a competent patent attorney give you his opinion on this patent
Write the Commissioner of Patents at Washington, D. C., enclosing five cents in cur-
rency, for an official copy of Patent No. 1279743 which
covers this type of Phonograph Cabinet

WRITE FOR A CATALOGUE

The YWindsor Furniture Co.

1420 CARROLL AVE. ESTABLISHED 1885 CHICAGO, ILL.
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EDISON “ROYAL PURPLE” ARTISTS

Taurino Parvis and P. A. Asselin Make First
of a Series of Records for the Edison Am-
berola—Both Have Achieved Wide Fame

In the November supplement of Edison Am-
berol records are two “Royal Purple” numbers

2 TOCRAF* NY,

Taurino Parvxs, Italian Baritone
sung by artists new to Thomas A. Edison, Inc.
Taurino Parvis, the prominent Italian oper-

P. A. Asselin, French Tenor

atic baritone, has had a wonderful musical his-
tory. He is now singing at the Metropolitan

Opera House in New York City and looks back
upon his long and successful engagements at
Covent Garden, London, La Scala, Milan, for
six seasons, Teatro Colon, Buenos Aires, and
seven seasons in Petrograd.

P. A. Asselin was born in Canada. After
finishing his musical education he entered upon
a concert career and made a brilliant success.

It is the Edison policy to present only the
most famous voices on the Royal Purple rec-
ords. The selections this month are quite in
line with this purpose.

GERMAN RECORDS lNTERNED

Executive Committee of Talking Machine Deal-
ers’ Association of Kentucky Takes Action

LouisviLLe, Ky., November 3.—The following
resolution was unanimously adopted and the
list of records below was selected at a meet-
ing of the exeécutive committee of the Talking
Machine Dealers’ Association of Louisville, Ky.,
held at Hotel Watterson recently:

“Whereas, Edison, Columbia and Victor rec-
ord stocks now on hand in the trade generally
include vocal selections in the German language
and instrumental records of German airs, and

“Whereas, traffic in these German records,
or the playing of them is not consistent with
our conception of true Americanism.

“Be it Resolved that there be prepared at once
a list of all Victor, Edison and Columbia rec-
ords in any essential respect German, including
other records of a pacxﬁst nature or by organi-
zations or artists of 'known pro-German- ten-
dencies; and that such list be supplied to our
membership and the trade, with the recommen-
dation of this committee that the records named
therein be immediately withdrawn from stock
and interned for the period of the war.”

The following are the numbers of records
that were interned by all dealers who handle
the following lines: Edison, 50; Columbia, 260,
and Victor, 575.

On Saturday, October 19, all firms who are
members of the Talking Machine Dealers’ Asso-
ciation of this city, had on display in their win-
dows these records, featuring them with a ball
and chain around them, and had them in a jail,
or something around them, to show that they
were interned for the duration of the war.

KEEP EVERLASTINGLY AT IT

More Necessary Than Ever Now to Keep Your
Name Before the Public

In sending out their wonderfully well selected
budget of window hangers and streamers, as
well as magazine, educational and agricultural
advertising for November, the Victor Talking
Machine Co. very succinctly point out: ““*Keep-
ing everlastingly at it’ is a mighty good slogan
for any advertiser even in normal times. To-
day it’s more necessary than ever if the ad-
vertiser hopes to keep his name before the
public and thus retain the prestige and good
will it has required years to build.”

TALKING MACHINE DEALERS

READ THIS

““The finest and most delicate pieces of mechanism do not prove
efficient nnless properly lnhricated. Skill, Genins, lnvention
and Workmanship most have the proper Oil. Stop and con-
sider this when yon have to hoy an Oil for honsehold nse.””

e 4 Ol{‘
lS BEST
FOR ANY TALKING MACHINE

Being made in our Watch Oil
Dep’t, the same care given in re-
ﬁning as in our ‘‘ Watch Oil,” as
all gums and impurities are ex-
tracted, leaving it Colorless, Odor-
less and Stainless.

BEWARE OF SCENTED OILS

Machines will not clog if oiled with NYOIL,

NYOIL is used by the U. S. Gov’t in Army
and Navy. A al order will make a2 perma-
nent cugtomer of you.

Ladies use NYOIL for Sewing Machines,
for it is stainless.

Sportsmen find NYOIL hest for Guns, for it
keeps them from rusting.

NYOIL is put up in loz., 3% oz. and
8 oz. Bottles, and in Pint,
Quart and Gallon Cans.

For Sale by all Talking Machine Supplies Dealers

WILLIAM F. NYE, New Bedford, Mass., U. S. A.

WM. A. SCHREINER GOES TO SPOKANE

Well-Known Dealer Service Man for Columbia
Co. Goes With Eilers Music House

William A. Schreiner, long associated with the
Columbia Graphophone Co. in New York, most
recently as local dealer service man, has re-
cently affiliated himself with the Eilers Music
House, Spokane, Wash., where he will have
charge of the publicity work for that well-
known chain of Grafonola retail stores. Mr.
Schreiner’s intimate knowledge of service re-
gquirements gained by his long experience should
insure him success in his new position. Mr.
Schreiner was at one time connected with the
old Twenty-third street store of the Columbia
Co., then went with the F. G. Smith Co. and C.
Bauer & Sons, Brooklyn, before occupying his
last position with the Columbia Co.

UDELL WORKS VERY ACTIVE

Inpranarorts, INp, November 2—The Udell
Works, this city, report that they are at present
enjoying a splendid cabinet business and that
owing to existing conditions the chief problem
right now is to fill orders and get shipments in
the hands of talking machine dealers who have
long featured Udell products.

One of the officials of the company states
tliat the Government’s order against the intro-
duction of new styles has not affected the com-
pany to any degree, and says: “We, of course,
have had to confine ourselves to the old pat-
terns, but the truth of the matter is that these
have been tried and not found wanting, which
is proven by the fact that the trade buys them,
sells them and then comes back for more.”

EXACT SIZE

/"'_'f_‘ Sl e S
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WHY NOT ORDER A SAMPLE
FIL.ETCHER Reproducer and HEAR

the improvement it makes
in tone and detail of your records? 3 =

Samples $4.00. Satisfaction guaranteed
or money refunded

FLETCHER-WICKES CO.

6 E. LAKE STREET

CHICAGO, ILL.
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Magnificent!
«]1 Trovatore’” and “Carmen” played by the

Metropolitan Opera Orchestra! The biggest
classic instrumental ever put on a Columbia

Columbia Graphophone Co.
NEW YORK

W,L.//

THREE NEW VICTROLAS

Victor Co. Announces Styles IV, VI and XXV
Containing Exclusive Victor Features

The Victor Talking Machine Co. recently is-
sued literature announcing three new Victrolas,
1V, VI and XXV.

The new Victrola IV is equipped with sound-
ing boards at the aperture of the amplifying
compartment; this, with the decided improve-
ment in the appearance of cabinet, will serve as
a distinct identifying mark in comparison with
the Victrola IV-A.

The new Victrola VI is equipped with a re-
movable motor board while the improvement in
cabinet design is immediately apparent. The
new Victrola VI will be supplied in mahogany
or oak, and as the need of a mahogany instru-
ment of this type has long been recognized this
instrument will find a ready market awaiting its
public announcement.

The new Victrola XXV is equipped with an
enlarged tapering tone arm and new tapering
sound box tube.

Shipments of these new styles will soon go
forward to wholesalers, and it is very probable
that they will reach warerooms in about three
to six weeks, according to the distance from the
factory.

NEW PATHE RECORD BULLETIN

December List of Pathé Records Presented in
Folder of Simplified Design in Keeping With
Government’s Conservation Plan

In keeping with the Government's request for
the conservation of paper and printing mate-
rials, the Pathé Fréres Phonograph Co. have
presented their list of records for December in
much simplified form as compared with previous
bulletins. The entire bulletin, printed in the
form of an eight-page folder, is devoid of any
color but black, but is nevertheless attractively
arranged and laid out and does not in any sense
suggest overeconomy. For the convenience of
the dealer the bottom half of the last page has
space for the name and address for mailing pur-
poses, together with room for the dealer’s im-
print. When folded over once and fastened
with a specially designed Pathé rooster label,
the new bulletin may be sent by post most con-
veniently.

The front, or title page, bears a portrait of
Muratore, and the announcement of his two
latest records, namely, “Le Régiment de Sambre
et Meuse,” the national marching song of
France, and the aria from “Monna Vanna,” both
being compositions which will undoubtedly make
a wide appeal.

PORTLAND ASSOCIATION MEETS

Oregon Dealers Consider the Plans for Form-
ing a National Association in Trade

PortLanp, ORrE., November 5.—The first meet-
ing of the season of the Talking Machine Deal-
ers’ Association of Portland was held at the Im-
perial Hotel recently. The attendance was not
as large as at former meetings, owing to the
fact that there had been a mistake in sending
out the invitations. After dinner the president,
E. B. Hyatt, called the meeting to order, and
C. A. Alphouse read the minutes of the last
meeting and then read some letters received
from dealers in other cities in the East. The
first letter was from the Talking Machine Men,
Inc.,, of New York, in regard to forming a na-
tional association of talking machine dealers.
The communication was received with great
favor and referred to the secretary, C. A. Alp-
house, with instructions to see what action can
be taken that may assist in forming a national
association. A letter containing resolutions
adopted by the Talking Machine Men, Inc., in
which they condemned action of Eastern job-
bers handling both retail and wholesale trade,
was also received. The local association laid
the resolutions on the table for the time being
until there was a better representation of the
Portland dealers present.

L. D. Heater, manager of the Columbia
Graphophone Co., tendered his resignation, as he
was in wholesale business and didn’t think it
fair to the other dealers to remain a member of

the association which is composed of retail
dealers. The resignation was not accepted and
a committee was appointed to wait upon Mr.
Heater and ask him to reconsider the matter, as
his resignation would be regretted by all the
dealers, who considered him a valuable and ef-
ficient member of the local association.

A committee was appointed to secure new
members and to see that measures be taken to
make these meetings enjoyable and profitable to
the entire membership.

USES PHONOGRAPH TO LURE SEALS

Voices of Prima Donnas Attract Seals to Within
Range of Hunter’s Rifle

PortLaND, Ore,, November 2—A new use has
been found for the phonograph by Edward
Corfee, a hunter employed by the Washington
State Fish and- Game Commission, in making it
the means to lure the destructive hair seals to
their doom. Mr. Corfee, under instructions
from the commission, spent several months at
Useless, Mutiny and Cultus Bay on the Lower
Puget Sound hunting these destructive animals,
who prey upon the salmon. It is said that one
seal destroys more than a thousand dollars’
worth of salmon in a single season.

The phonograph was taken to the beach and
the seals no sooner hear the sweet strains of
some prima donna than they come above the
surface of the water to listen. Then the hunter’s
rifle would speak and there would be one less
seal to diminish the salmon pack.

COTTON FLOCKS

.. FOR,.
Record Manufacturing

THE PECKHAM MFG. CO., 3R Sies

Have You Suffered from the
Needle Shortage?

HERE IS THE REMEDY -

The LIBERTY STYLUS, a semi-permanent needle play-
ing from 100 to 300 records, will enable you to forget the
needle shortage, for we guarantee prompt deliveries.

. This Stylus is the only semi-permanent needle on the
market that can be used, removed at any time, and re-
placed in the needle holder, without lessening the tone
quality or damaging the record.

The LIBERTY STYLUS is manufactured in full, medium
and soft tone, and is marketed in packages of three
needles to a package, 50 packages in a box.

Free Samples to the Trade

LIBERTY STYLUS CO.,

149 Kirby Avenue, West
DETROIT, MICHIGAN
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Three Big Values—Three Big Sellers

Model No. 3
$125.00

Model No. 6
$90.00

Model No. 5.
$75.00

MANDEL PHONOGRAPHS—made by one maker—backed to

the limit by the manufacturer, means a service that guarantees your success.

The MANDEL embodies massiveness in cabinet design, efficiency in
mechanical construction and richness in tonal quality. These three factors

are the making of a good talking machine, And the MANDEL is a

good machine.

The three models here illustrated are producing big results for
MANDEL dealers. Three popular-priced phonographs — each model
giving the consumer greater value for his money than he could ordinarily
obtain.

And to the dealer we offer a wonderfully attractive proposition—a co-
operative plan that makes it pay him to sell MANDEL Phonographs.

Write for full details—today

A Letter from Missouri— Name and Address on Request MANDEL

MANDEL MFG. CO.,

i MANUFACTURING CO.

Please book my order for immediate shipment by freight, the following:
Two Style No. 3 MANDEL Phonographs, Oak finish.
Two Style No. 3 MANDEL Phonographs, Mahogany finish. . .
Each purchaser of the MANDEL is_delighted with the rich tone value and each 501.511 So Laﬂin Street, ChiCHKO, lllanIS
o

sale draws more sales. I sold the last MANDEL today, so please rush out this ship-
ment. I want to keep the MANDEL on my floor. (A MANDEL DEALER)

e e = i NS
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The Spirit of Service and Co-operation i1s
Developing in the Talking Machine Industry

The spirit of service, or co-operation, has
been developing steadily in all branches of in-
dustry. In fact, every day we are realizing how
much one leans upon the other. The war in
Europe has demenstrated most vividly how Gov-
ernment and business must work hand in hand,
each aiding the other, in order to secure the
colossal results aimed at in winning the war.

Fighting methods in business will always ex-
ist, but they will be along fairer lines, for a
reformation is well under way, and the spirit
underlying this movement is far stronger than
many people imagine. In every-day business
we find that the merchant and the manufacturer
are working hand in hand to achieve the de-
sired results. .

“Service” is the foundation on which a greater
and more successful business structure is being
built. The manufacturer to-day is spending
thousands of dollars preparing suitable advertis-
ing matter in the form of catalogs, window dis-
play cards, circulars, in fact, all kinds of printed
matter most attractively arranged, whereby the
talking machine dealer’s business is helped, and
his path toward success made more easy.

It would seem that this generous offer of co-
operation on the part of the manufacturer
would be seized upon with avidity by talking
machine dealers, and eagerly utilized. Yet we
hear of complaints from manufacturers of
talking machines who are sending out suitable
literary matter in the way of helps and hints
to the trade, that their suggestions are not ac-
cepted or utilized as they should be. In other

words, there is a lack of that co-operation which
is essential to the success of this service plan.
This attitude is somewhat surprising, for the
closer the intercourse between the manufacturer
and the dealer the better for all concerned.
When suggestions are sent out by manufac-
turers which do not appeal to the dealer he
ought to make it a point to write and tell why,
and if he can see a better way of handling the

N MRS

Dealers Should
Adopt Every New
Idea That Will
Enable Them to
Meet Competition

T

S

subject his suggestions will certainly be received
by the manufacturer in the proper spirit. For
it takes real co-operation on the part of both
manufacturer and dealer to put any suggestion
into practice.

It takes time and money on the part of the
manufacturer to produce ideas which are dis-
tinctly aimed to aid the dealer and to help him

to sell his goods. It should be the duty of the
dealer handling the goods of the manufacturer
to co-operate enthusiastically so as to put these
ideas into use unless they are faulty or can be
improved wpon.

Manufacturers to-day are giving serious con-
sideration to any and every plan that will tend
to help their own and their dealers’ business.
Many of them have opened bureaus for this pur-
pose under the management of capable men,
where special literature is prepared and plans
outlined to help dealers promote business in
their locality. This is a most commendable
plan; it is along those progressive lines that help
to build up great enterprises.

But all these efforts are a waste of time unless
dealers are alive to the necessity for action. It
is certainly disheartening to spend time and
money in setting forth ways and means of help-
ing the business of a dealer when he treats with
apparent indifference the various sales helps
sent out by manufacturers.

Conditions at present render it imperative for
the dealer to discard all old-fashioned, anti-
quated methods of doing business, and to adopt
every new idea and method which will help him
to meet successfully the keener competition
which has developed since the beginning of the
war, and the dealer who deliberately disregards
and neglects to use those aids which the manu-
facturers offer him is certainly not conducting
his business efficiently, or with a view to secur-
ing maximum results in his sales and profits
columns.

THE VICTOR TRAVELING FORCE

The Men Who Now Form the Connecting Link
Between the Factory and the Dealer

As soon as this country declared war on
Germany, the traveling department of The Vic-
tor Co., in common with the other important de-
partments of the organization, began to lose
men—men who were among the first to answer
their country’s call and won commissions or en-
listed in various branches of the service. With
a dozen men of the department in service it be-
came necessary to reorganize the traveling
force, which as now constituted is as follows:
H. A. Beach, manager; C. Lloyd Enger, assistant
manager; L. M. Willis, Texas; Thomas Mec-
Creedy, New York City; F. S. Horning, Bosten;
H. D. Smith, Western New England; J. A.
Frye, California and Northwest; H. A. Lamor,
New York State; J. E. Dunham, Indiana and
Michigan; L. R. Yeager, Chicago; W. F. Fries,
Iowa, Minnesota, North and South Dakota; H.
A. Brennan, Northern New Jersey and Brook-

lyn; F. McGalliard, Kansas and Missouri; R. S.
Cron, Georgia, Florida and Alabama; P. F. Mur-
ray, Pittsburgh and Western Pennsylvania; Ben
Whitlin, Philadelphia and Eastern Pennsylvania;
W. T. Davis, Baltimore, and P. A. Ware, Ohio.

A GREAT EDUCATIONAL FACTOR

The Brooklyn Citizen ih a recent article
pointed out that the talking machine as an edu-
cational factor has tremendous value. Through
this means the children can become familiar with
all that is best in music, either vocal or instru-
mental; they can learn not only the music but
about the composers, and the great men and
women who sing and play various instruments.

VICTROLA FOR THE SOLDIERS

The recreation hall at Ft. St. Philip, which
was built in one day as a gift by the Elks Club
of New Orleans to the soldiers, is now boasting
of a beautiful Victrola, which has been installed
by the Philip Werlein Co., Inc.

WARNS OF CREDIT ABUSE

Harding Declares Too Free Use Will Increase
Cost of War

W. P. G. Harding of the Federal Reserve
Board, in an article in the November number
of System on “The Abuse and Use of Credit,”
says that “too free use of credit will affect us
in at least four ways:

“It will make credit for war purposes more
difficult to obtain, and consequently higher in
price. It will tend to force prices to greater
heights, because civilian business will then be
able to compete with the Government, and they
will bid against each other. This will increase
the cost of living, and also the cost of the
war. It will impair the strength of our gold
reserve, which must be maintained, as we are to
remain upon a gold basis.

“Our gold will be one of our strongest assets
after the war, and any course which now affects
that reserve will hamper us in getting back to a
normal peace basis.”

Soft or

without

Thousands of talk-
ing machine(]
owners are using
the Duo-Tone and
De Luxe Needles.

The Duo-Tone

EQUIPPED WITH TUNGSTEN NEEDLES

Loud

changing
Mpr. Dealer:

The

separately.

The Duo-Tone Company, Ansonia, Conn.

De Luxe Stylus
SEMI-PERMANENT
Plays 100 to 300 Records

No Scratch or Hiss

Are you interested in increasing your profits and satisfy-
ing your customers? Would you invest $11.75 to make a quick profit
of $7.45? If so, order at once our attractive Counter Display Stand or
Silent Salesman, containing 12 Duo-Tones and 24 packages De Luxe
Needles.

Descriptive circulars furnished. De Luxe stylus furnished
I rite for samples and discounts.

Perfect Points
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m Crysrola

is Musically and Scientifically Correct
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The Horn is made of Glass. .

'j Strange? Not at all.—The Horn

¢ should be a REFLECTOR and

ij not a sounding board.

&

2 :
= On pages 157 and 158 of “The :
& Science of Musical Sounds” appears =

the following :

“The Horn of itself cannot originate any
component tone and hence cannot add
anything to the composition of the sound.

The Horn is an air resonator
and not a sound-board. . . . . . .
The walls of the Horn should be
smooth and rigid.”’

—PROF. DAYTON C. MILLER, D. Sc.
Case School of Applied Science,
Cleveland, Ohio.

Beveled-edge Mirrors — New Dia-
phragm—Ball-bearing needle finger
—etc., etc.,, are essential and ex-
clusive features that distinguish the

CRYSTOLA and make it an in-

strument of Surpassing Excellence.

Your inquiry for New Proposition to Dealers will be welcomed.

The CRYSTOLA COMPANY

Elm and McFarland Streets, Cincinnati, Ohio

Note:— We manufacture the original Crystola. Do not confuse it

|Ey with any similiar sounding name or combination of names.

L ——
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Happenings in Dominion of Canada

INFLUENZA EPIDEMIC DISTURBS BUSINESS IN MONTREAL

Regulation of Business Hours in Retail Establishments Hurts Sales—Numerous New Stores
Opened—Changes Among the Salesmen—General News Worth Recording

MonTREAL, CAN., November 4.—The commer-
cial situation has been greatly disturbed by the
worst epidemic that has ever visited this city.
The retail trade are compelled to close their
doors early and open up at 10.30 a. m. As a
consequence sales have fallen off very mate-
rially. Manufacturing in almost every line of
industry is curtailed, owing to the large number
of employes that are laid up; this applies as well
to the retail as well as wholesale and manufac-
turing industries. ‘This is a very bad season of
the year to have business upset, as it is, owing
to the rush of orders that are still to be com-
pleted for interior points before the season of
navigation closes.

C. O. B. O’Brien’s many friends in the trade
will undoubtedly be pleased to learn that he is
now with C. W. Lindsay, Ltd., as salesman in
their phonograph salons. Miss D. H. Faucher,
late of Layton Bros., is also connected with
Lindsay’s in their main store.

Layton Bros. advertise the fact that they have
20,000 records on hand to'select from, which in-
clude Columbia and Edison makes.

For the convenience of patrons the United
Globe Exchange, Geo. J. Lifton, manager, is
opening joint branch stores in different districts
of Montreal for the exchange and' the sale of
records. The new store at the corner of Guy
and Notre Dame street is now. in full operation.
The head office is at 204 St. Catherine street,
West.

Quite a number of the local talking machine

and piario dealers during the recent “flu” epi-

demic when the theatres and places of amuse-
ment were closed by order of the Board of
Health advertised: “Don’t be without music be-
cause the theatres are closed.” “Sickness does
not prevent you having music at home,” etc.

The Ideal Phonograph Co. Sherbrooke, Que.,
has dissolved partnership and a new firm formed
under the same style.

Cassavant Freres, the well-knhown organ
builders of St. Hyacinthe, Que., are now manu-
facturing talking machines and cabinets.

The Parlor Furniture Mfg. Co., Ltd.,, Pointe
aux Trembles, Que., is manufacturing phono-
graph cabinets in addition to its regular line of
furniture.

The Playola Co., Ltd., Toronto, has opened a
Montreal office at 248 St. James street.

V. H. Hopper, who was for some time asso-
ciated with the Western Gramophone Co., Ltd.,
Calgary, Alta., branch, has joined the sales staff
of the Brunswick Shop, Montreal.

J. Donat Langelier, Ltd., are manufacturing
the Disc-O-Phone at their factory in Pointe aux
Trembles, Que., and are meeting with success
with the placing of this machine in various Ca-
nadian centers.

A. T. Pike, late of the Cecilian Co., Toronto,
has joined the selling force of Layton Bros.,
replacing W. W. O’Hara, who resigned to go
into business on his own account.

TORONTO DEALERS GOING STRONGLY AFTER PROSPECTS

One Dealer Declares That Only 4 Per Cent. of His Business Came Unsolicited—Describes Methods
" of Prospect Getting—Some Recent Changes in the Trade—Walter F. Evans a Visitor

ToronTo, CaN., November 3.—"“Less than 4 per
cent. of my phonograph sales have been to peo-
ple whom I did not solicit,” said S. C. Thorn-
ton, of Dundas, Ont., at the recent convention
of Edison dealers in this city. This was over
a period of three and one-half years in a town
of 5,000 people. Mr. Thornton was addressing
the convention on “How I Get Prospects,” and
he declared that the town dealer’s prospect list
is his most valuable asset. In getting prospects
he told of two methods: First, from the town
assessment rolls he secured the name of every
resident, age, occupation, religion, owner or ten-
ant, value of property, number of children and
their ages. Worthless names were discarded,
the others card indexed with the information.
A canvassing campaign was mapped out, the
town being worked by wards. For three suc-
cessive weeks the people were circularized with
good live literature. The third one, an Am-
berola on three days’ trial, was offered. At the
same time Mr. Thornton conducted an adver-
tising campaign by newspaper, concert pro-
grams, etc, and slides in the movie. The
show window displays and cards were linked
up with the campaign.

The personal canvass then commenced. Out
of 200 names selected from the first ward Mr.
Thornton stated that he secured between 140
and 150 prospects to 30 per cent. of whom sales
were made within a few months. “The rest 1
followed up in the usual manner and many have
since developed into sales,” said Mr. Thornton.
“Besides, I secured a good number of piano
prospects, also record customers, orders for
piano tunings and repair work. The piano
tunings paid the cost of advertising and cir-
cularizing.

‘“‘Second method.” Did it ever occur to you
that these days every factory has a large per-
centage of employes who are earning big wages,
and if you could secure their names you would

have a valuable list of A-1 prospects? Through
a friend I obtained 100 or more names of muni-
tion workers making from $5 to $10 a day, these
I circularized and followed up as I did in former
method. 1 s&cured even more prospects from
this list and eventually sold 50 per cent. of
them.” ’

The Canadian Symphonola Co., Ltd., have
been appointed Canadian distributors for Charles
H. Elting & Co., Chicago manufacturers of
springs, motors and tone arms.

Caroline Lazzari, contralto, of the Chicago
Opera Co., Edison artiste, received a warm re-
ception at Massey Hall recently. The R. S.
Williams & Sons Co., Ltd,, reporta good demand
for her entire repertoire of Edison recordings.

I. Montagnes has returned to Toronto from a
week's combined business and pleasure trip to
New York, where he conferred with the Sonora
Corp. and arranged for regular deliveries of the
models that are not yet being manufactured
in Canada.

A. L: E. Davies, who returned to Toronto a
short while ago to take charge of the Robert
Simpson Co.’s talking machine department, is
greatly pleased with the musical progress of his

home city as evidenced by the regular demand
for the better class of music. “His Master’s
Voice” Red Seal records he finds in regular
request by homes formerly addicted almost ex-
clusively to popular songs.

Walter F. Evans, head of the well-known
music house of Vancouver, B. C., bearing his
name, was a recent trade visitor to Eastern
points, including Montreal and Toronto. Mr.
Evans, who is an aggressive distributor of “His
Master’s Voice” lines, which he has featured for
years, and who is well known in connection with
the Heintzman & Co. district agency, had no
note of pessimism in his interviews with the
Easterners. In Vancouver general business
conditions and prospects are better, and alto-
gether the Sunset City continues an attractive
residential and business city, the people grow-
ing more musical each year and more apprecia-
tive of the place of music in individual and na-
tional life. Mr. Evans is himself a gifted mu-
sician and has contributed largely of his talent
toward the musical advancement of this city.

SOME TRADE CHANGES IN WINNIPEG

The Phonograph Shop, Ltd., Marks a New De-
velopment in the Local Trade—New Type of
Talking Machine Demonstrated by Inventor

Wixnn1peg, Can., November 3.—A tangible proof
of the invasion of the phonograph is to be found
locally in the fact that the city of Winnipeg
now has a shop selling talking machines and
records exclusively. A few months ago a com-
pany known as the Phonograph Shop, Ltd., of
which Arthur G. Joy is the manager, purchased
the phonograph business of Cross, Goulding &
Skinner and since then have conducted an ex-
clusive phonograph shop in the same premises.
They have the franchise in Winnipeg for the
Brunswick phonograph and records and also act
as selling agents for Columbia Grafonolas and
Columbia records.

An unusual program was recently heard at the
regular Men’s Musical Club recital in this city.
A local inventor, S. R. Seabrook, demonstrated
to the members of the M. M. C. his newly per-
fected talking machine in a lengthy lecture re-
cital. The writer was privileged to hear the
machine at a private demonstration and was de-
cidedly impressed with certain features of the
invention. Mr. Seabrook has been bending all
of his efforts of late on the construction of a
large machine designed for theatre, public halls
and public parks, which he claims will carry
three miles and even farther than that over
water. It was principally this machine that was
used at the lecture recital, although four ma-
chines in all were utilized in the demonstration.
An exhaustive program of instrumental and
vocal numbers was given, and Mr. Seabrook
thoroughly explained the new and original fea-
tures of his machine. Chief among these, it
would appear, is a system of forced draught,
which intensifies and increases the volume of
sound as well as emphasizing the undertones.
The elliptical shape of the horn is also, it is

(Continued on page 34)

Talking Machine Supplies
and Repair Parts

SPRINGS, SOUND BOX PARTS, NEEDLES
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THE RENE MANUFACTURING CO.

MONTVALE, NEW JERSEY
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Songs at Twilight

Longer evenings now.
for music. That’s an idea that brings busi-
ness—properly pushed.

More time at home

Columbia Graphophone Co.

TRADE CONDITIONS IN CANADA
(Continned from page 33)

claimed, an improvement, having the effect of
straightening out the sound waves and project-
ing them in a concentrated area. The composi-
tion with which the horn is lined is still an-
other novel feature, and is responsible for the
increased clarity obtained. The novelty of the
event doubtlessly accounted for the large at-
tendance of people at the lecture recital who
seemed greatly interested.

Reinald Werrenrath, the Victor artist, will
give a recital in Winnipeg the latter part of
November.

The Russian Symphony Orchestra is billed to
visit Winnipeg shortly. All Columbia dealers
and the Phonograph Shop in particular are using
printer’s ink most freely, announcing the fact
that the only records obtainable of the Russian
Symphony Orchestra and Florence Macbeth, the
coloratura soprano of the company, are made
by the Columbia Co.

Marie Morrisey, contralto, of the Edison staff
of artists, with Theodore Speering, violinist,
gave a series of ten recitals in Manitoba points
recently.

The opera, “Have a Heart,” was recently heard
here, and J. J. H. McLean & Co., Ltd., report a
large call for Victor records of this score.

A BUSY ESTABLISHMENT

The Music Shop, exclusive agents for the Aeo-
lian-Vocalion at 124 "South IIill street, Griffin,
Ga,, report an excellent demand for these instru-
ments; they are making a strong appeal to the
people of that territory.

= i

/TONE ARMS & SOUND BOXES _~

Dealers

If you want the best,
be sure that the ma-
chines you handle
are equipped with

MUTUAL

TONE ARMS AND
SOUND BOXES

Mutual Talking Machine Co., Inc.

145 West 45th Street, New York

COLUMBIA DEALERS HOLD MEETING

First Gathering of the Fall Season Well At-
tended—Toscha Seidel Introduced—Mark P.
Campbell and G. W. Hopkins Speak

More than 150 Columbia dealers in the
metropolitan territory, accompanied by the
members of their sales staffs, accepted the in-
vitation of the Columbia Graphophone Co. to be
present at the first monthly meeting of the 1918
fall season to be held under the auspices of
the local Columbia branch. This meeting,

Toscha Seidel

which was held in the Waldorf Apartments at
the Waldorf-Astoria Hotel, was a signal suc-
cess, and Lambert Friedl, manager of the
Columbia Co.’s New York branch, was heartily
congratulated by the dealers on the interesting
program that he had prepared for their enter-
tainment.

These monthly meetings were inaugurated by
Mr. Friedl the early part of 1918, and although
their prime purpose was to introduce the mid-
month records in order to give the dealers an
opportunity to place their orders after receiving
an actual demonstration of the records, these
meetings have also served to introduce to
Columbia representatives many of the new art-
ists who are now making records for the Colum-
bia library. In other words, the dealers were
given an opportunity to meet these artists and
become personally acquainted with them, there-
by welding a personal bond that is invaluable.

At the last meeting Mr. Friedl presided,
and in his opening remarks paid a tribute
to the loyalty of the Columbia dealers, thank-
ing them for their splendid support during the
past year in the face of discouraging conditions.
His address contained a timely note of patriot-

ism with an interesting resumé of business con-
ditions as they exist at the present time, and
the outlook for the future.

The November mid-month records were then
played by O. F. Benz, of the general sales de-
partment, and they were enthusiastically re-
ceived.

Mr. Friedl then introduced Mark P. Camp-
bell, chairman of the Allied Music Trades Com-
mittee, Fourth Liberty Loan, who made one
of his usual stirring addresses in behalf of the
Toan. As a mark of their appreciation of Mr.
Campbell’s address, and his untiring efforts in
behalf of the Loan, the dealers presented him
with a handsome total of additional subscrip-
tions which was turned in to the Fourth Liberty
Loan through his committee.

The next speaker on the program was George
W. Hopkins, general sales manager of the
Columbia Graphophone Co., and one of the rec-
ognized authorities in the world of wholesale and
retail merchandising, who delivered an effective
discourse on Columbia Grafonola and Columbia
record merchandising, in which he advanced sug-
gestions and ideas that were heartily applauded
by everyone present. Mr. Hopkins has been as-
sociated with some of the leading mercantile
organizations in the country, and his familiar-
ity with every detail of retail merchandising has
enabled him to give Columbia representatives
invaluable ideas whenever he has an oppor-
tunity of addressing them. On Wednesday, for
example, he submitted a thought which, if car-
ried out, will undoubtedly increase their record
sales 100 per cent. This suggestion is especially
opportune at the present time in view of the
shortage of machines, and the fact that there
is no immediate relief in sight. It therefore be-
hooves the dealers to concentrate on the devel-
opment of record sales in order to show satis-
factory sales totals.

The “star” event of the afternoon was the in-
troduction of Toscha Seidel, the young Russian
violinist, who was recently added to the Colum-
bia recording library, and who will make Colum-
bia records exclusively. Mr. Seidel was intro-
duced by Theodore H. Bauer, director of the
Columbia Co.’s concert and operatic depart-
ment, who is responsible in a considerable meas-
ure for Mr. Seidel’s acquisition to the Columbia
recording staff.

Mr. Seidel was enthusiastically received by the
Columbia dealers, and his rendition of several
standard selections served to emphasize the fact
that this young artist, who has been acclaimed
by musical critics as one of the leading violinists
of the present day, well deserves the praise be-
stowed upon him in Europe and this country.
His Columbia records, which go on sale immedi-
ately, were also played for the dealers, and each
record was a faithful reproduction of Mr. Seidel’s
remarkable technique and warmth of expression.
This violinist, who inaugurated his 1918 con-
cert season last week, will undoubtedly add to
his laurels this year.

Make your quarters grow, Buy Thrift Stamps
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WHY WAIT FOR MERCHANDISE?
Waiting Does Not Pay Rent

You Have to Sell Hot Cakes While They Are Hot, and
Hits While They Are Hits

We Will Make Immediate Deli;)ery on the Latest Broadway Hits |

1101{ Sr.niles‘——Dance 1086 [ S.miles—Vocal Duet
Djer Kiss Since | Met Wonderful You

Oh, How I Hate to Get Up in the 1073; When You Come Back—Vocal
1074, Morning—Vocal | Hearts of the World

Good Moring, Mr. Zip, Zip, Zip. [ The Missouri Waltz—Dance

10724 I’m Sorry I Made You Cry—Vocal 1099‘! I'm Gonna Pin a Medal on the Girl
I Hate to Lose You | 1 Left Behind
fl Ain’t Got Weary Yet—Vocal

J Everything Is Peaches Down in 106!

1096, Georgia—Vocal | K-K-K-Katy
l Lovin’ 'Oh, How | WishI Could Sleep Until
[Tell That to the Marines—Vocal 1108 R i B a ars. ) fame)

11074 _. . | What a Wonderful Message from
1ng Out Liberty Bell Home

lllO[My Belgian Rose—Vocal JDear Old Pal of Mine—Vocal
lDreaming of Home, Sweet Home 1112{I'm Gonna Pin a Medal on the Gul

and others | [ Left Behind

Send in Your Order and Cash in on the Popularity of
These Big Numbers

Otto Heineman Phonograph Supply Co.

25 WEST 45th STREET, NEW YORK

FACTORIES, ELYRIA, O.—NEWARK, N. J.
PUTNAM, CONN. SPRINGFIELD, MASS.

CHICAGO ATLANTA SEATTLE TORONTO

H/E~Z

1) 7

N .\:.‘fi‘ﬂ.”ﬂ%',{.’?
o NG
TR







Novemser 15, 1918

THE TALKING MACHINE WORLD

CONSERVATION RULES FOR TALKING MACHINE INDUSTRY

Government, Through War Industries Board, Issues Formal Program for Guidance of Manufac-
turers—Number of Styles Limited, as Is the Use of Metal for Certain Parts and Trimmings—
Record Cut-Out System to Be Discontinued and Size of Monthly Lists Reduced 50 Per Cent.

Numerous rumors and many plain guesses
have been circulated in the trade as to the cur-
tailment orders that have been issued, or would
be issued, covering the manufacture of talking
machines and parts. Members of the trade can
now rest easy, however, owing to the fact that
under date of October 28 the Conservation Divi-
sion of the War Industries Board at Washing-
ton issued its formal notice of curtailment as
applied to the talking machine trade. The of-
ficial notice addressed to manufacturers of talk-
ing machines is most plain in its wording, and
with introductory comments reads in full as
follows:

Records and Needles

In order to meet war requirements and other
essential needs it is of primary importance that
the country’s resources be used to full advantage
and that we husband our supplies of material,
equipment, labor and capital.

The Conservation Division, in co-operation
with numerous industries, is putting into effect
plans for saving essential material and equip-
ment, for simplifying manufacturing operation
and for reducing the amount of capital tied up
in manufacturers’, wholesalers’ and retailers’
stock.

1t appears that manufacturers of talking ma-
chines are making a greater variety than is nec-
essary in time of war, and that it will be entirely
practicable to effect a material reduction as a
measure of conservation. It is particularly de-
sirable to elilninate every unnecessary use of
steel, which is urgently required for war pur-
poses.

The enclosed program has been drawn up
with the assistance and advice of representatives
of your industry. It will be made effective, as
it is now issued, unless substantial reasons are
immediately presented to show that by some
modifications the needs of the Government can
be met more effectually. If you have any sug-
gestion whereby greater economy can be secured
we shall be glad to receive them.

ConservAaTION Division, War INDUSTRIES Boarb.

The Conservation Program
Schedule for Manufacturers of Talking Ma-
chines, Records and Needles.
Talking Machines

No. 1. Models: Each manulacturer to restrict
his production to not more than six standard
models or types, but in no case to exceed the
number of models or types that he made in
1917. A different cabinet construction consti-
tutes a change in model. Each manufacturer
to file with the Miscellaneous Product Section
of the War Industries Board specifications of
the models he proposes to continue. No change
thereafter to be made in models, or new models
or types to be introduced or manufactured dur-
ing the period of the war.

No. 2. Finish: Each manufacturer to restrict
the number of finishes in his line to three as
follows: one mahogany, either red or brown,
as each manufacturer may elect; one golden oak
and one fumed oak.

No. 3. Electric Motors:
talking machines with electric motors to be dis-
continued.

l HURTEAU. WILLIAMS & €0 '
MONTREAL — OTYAWA

The manufacture of

TALKING MACH
CABINETS Exc. INE

Pamphlets with fac-simile illus-
trations and prices mailed
on request.

Kankel Pano (@, JJ SMITH-SCHIFFLIN CO.

126 Liberty Street

No. 4. Name Plates: The use of metals other
than zinc for name plates to be discontinued.

No. 5. Casters: The use of casters with metal
wheels to be discontinued.

No. 6. Wheels: The use of wheels other than
casters to be discontinued.
No. 7. Horns: The manufacture of metal

horns to be discontinued.

No. 8. Needle Cups: Metal needle cups to be
ellmmated.

No. 9. Locks and Keys:
be eliminated.

No. 10. Metal Knobs: Metal knobs on doors
or top covers to be eliminated.

No. 11. Record ejector for filing of records to
be eliminated.

Locks and keys to

Records

No. 12. The so-called cut-out system, provid-
ing for the return of records by the dealers to
manufacturers monthly or annually to be dis-
continued. This does not apply to records
purchased by dealers previous to the date of
this schedule.

No. 13. The monthly issue of new recqrds by
each manufacturer not to exceed 50 per cent. of
his average month’s issue during 1917.

No. 14. Record catalogs to be issued not more
than one a year and to be as condensed as pos-
sible. Each manufacturer now issuing a month-
ly supplement to reduce it at least 50 per cent.

Needles

No. 15. Each manufacturer to confine his pro-
duction of metal needles to not more than two
styles, size or weight.

No. 16. Necedles to be put up in envelopes
only.

General

No. 17. Each manufacturer when the supply
now on hand is exhausted to discontinue the dis-
tribution of metal stands for displaying records.

No. 1& This schedule to be made effective im-
mediately.

B. M. BarucH,
5-650, October 28, 1918.

CHRISTINE }V\ILLER SINGS AT CAMPS

Christine Miller, the prominent Edison star,
has been called to Washington, D. C., by the
National War Work Council to make arrange-
ments for a tour of about twenty army camps in
the Eastern and Southeastern States. Miss
Miller’s first engagement was at Camp Lee, Va,,
where she sang before an audience of about
3,000 enthusiastic soldiers. It will take her some
weeks to complete the tour as outlined by the
National War Work Council.

STEADY GROWTH IN FRENCH TRADE

In a table of imports into France covering the
years 1916-17, prepared by Consul-General
Thackara in Paris, and designed to show the
trend of French trade with the United States
during those years, it is found that musical in-
struments to the value of $234,822 were imported
into France from the United States in 1917, as
compared to a total of $183,345 imported for the
year 1916, a gain of something over 25 per cent.

Chairman.
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Superior Universal
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CThe ldeal

Combination

Plays All Makes of Records
as they should be played

Price of Sample Prepaid
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Nickel, $5.25 Gold, $6.50

. Adjusted for Cabinet
measuring 8% inches from center of Tonearm
ase to center of Turntable shaft
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Distinctive Features ==

CThe Reproducer pivolson its axis (asillus-
trated above), taking the correct angle
for all makes of records, and the needle
retains same center in both positions.

Surface noise is less than with any other
reproducer— surface scratchings being
reduced to @ minimum through perfect
proportioning of the stylus construction,
and placing the needle in the center of
the groove at the correct angle.

CThe split construction of the frame and
face ring of the Reproducer, together
with the method of pivoting the stylus
bar, and perfectinsulation—effect asen-
sitive and free vibration—and prevent a
pinched tone resulting at any time from
natural contraction or expansion of the
metal parts.

CThe reproduction is the mellow, natural
quality of tone—absolutely getting away
from the usual sharpness and metallic
effect so noticeable in most reproducers.

Sound waves act upon the same principle
as light waves—they travel in a straight
line until they meet some obstruction,
from which they are deflected at right
angles. Theright angle turn atthe back
of the Scotford Tonearm causes less
breaking up and confusion of the sound
waves than occurs in the curved arm.

CThe connection between the Reproducer
and Tonearm is perfectly insulated with
ahard rubberbushing. lnside diameter
of the Tonearm is correct to accommo-
date the volume obtained from the latest
records.

CThe right-side turn for changing needleis
handierthan the old style turn-back, and
when in position for the Hill-and-Dale
records there is no interference with
lowering the cabinet cover.

CThe lateral movement at the base is sim-
ple, free and permanently satisfactory.
Inside there isno obstructionto interfere
with passage of the sound waves. There
are no loose balls in the bearings, there-
fore no buzzing noise can occur fromthe
great vibration on high notes.

B

Barnhart Brothers
& Spindler

Monroe and Throop Streets—~Chicago
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Wholesale Representation Desired in Large Distributing Centers

Very advantageous connections can be made at this time. WRITE NOW !

The Tel-O-Tone has a number of new and strong talking and selling points not to be found in any other
phonograph. Let us tell you more!

We have paésed and
left behind the days

of experimentation

Dwells

Standard
Retails $160

Our specifications are
absolutely standard
throughout; equip-
ment, material and
workmanshtp of high-
est obtainable quality

The Western News Company, 21-29 East Austin Ave, Chlcago 1L

Rt]DplyRom730prl Building, Chicago, IIl.,, U. 5. A,

DL
Rtl$200 K

Tel-O-Tone

(Reg. U. S. Pat. Off.)

““The Soul of Music

Our guarantee affords,
as few others can, un-
limited 1nsurance to
wholesaler and retailer

alike.

Within”’

We claim unequalled
clearness of reproduc-
tion and challenge

comparisons.
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TALKING MACHINE BEING FEATURED

Milwaukee Association of Music Industries
Wins Praise for the Quality and Excellence
of the Page Advertising Now Being Issued

MiLwAaUKEE, Wis., November 2—The Milwau-
kee Association of Music Industries, originator
of the co-operative method of music advertis-
ing, which began its third campaign on Octo-
ber 18 by the publication of a full-page adver-
tisement dealing mainly with the value of the
musical instrument in the home under present-
day conditions, is arousing the enthusiasm of
its members as the subsequent advertisements
appear.

The advertising drive embraces a period of
ten weeks, during which an average of two full
pages will be published each week. The sec-
ond advertisement told of “The Magic of the
Phonograph” in suiting every mood with music,
and as may be seen from the illustration here-
with was confined purely to a talking machine
sales talk. The third was devoted to music
roll advertising, and the others which will fol-
low, treating of various phases of the industry,
will be of like interest.

The expense of this, as well as previous cam-
paigns, is borne by the association, which raises
such®special funds by the voluntary subscrip-
tions of its members, who are asked to con-
tribute according to the volume of business they
do. In this manner $4,000 was raised a year
ago; $1,200 last spring, and $1,200 during the
past month, or a total of nearly $6,500- to cover
three drives. The names of all members of the
association are published in connection with
each advertisement under the trade-mark and
corporate title of the organization.

Individual members of the association find it
exceedingly profitable to re-enforce the co-op-
erative ads with smaller ones of their own, ef-
fectively linking up the general campaign with
their particular stores. This plan also has pro-
dunced some "very excellent “copy.” The as-

sociation campaign is being conducted through
the medium of the Milwaukee Journal, which
has by far the largest circulation of any local
newspaper. The advertising department of this
paper is giving the association and individual

7(u51cto Surt YourMood

The ':77d' e
frﬁoP]zozzoﬁgo]I

T THE TIPS of your fingers you have the music
that you love, whenever it suits your pleasure, through the magic of the
phonograph. Within this wonder-working cabinet is confined the shole

realm of music—yours to release at will. Whether it be vocaj or instrumental mus-
sic, opera or folk song, patriotic or sentimental, ragtime or classic. you have it
faithfuly reproduced at your command by the talking machine.

Without steppmg from your door ou are entertained by
great singers, thlled by stirring masches, illed by sweet melodies. inspired by
patriotic airs. or brooght to your feet by impetuous dance music. No matter what
your mood, there is music to fit._H you want to dance, you have the quiet dfeamy
waltz, or thesnappy fox-trot. The favorite selections of every member of she fam
ily are recorded on the discs, ready for all to enjoy.

Not for all)ulvvu hape never again, will you be able to
Bay that Fhonograph i the price you con bay i oday, Thaterms
of payment make i cary for you'fo o

MILWAUKEE |
of MuUsSIC

ASSOCIATION
INDUSTRIES INC.

Music Dealers Who Moke It Easy for You to Buy with Confidence

Association Ad on Talking Machines
members as well the benefit of its planning and
production service without charge.

There is no question that the sales of talking
machines, pianos, rolls-and records will be
stimulated to a higher degree by this publicity

Specifications

——The Leonard Markels BUTTeB FLY m2T°R L

campaign, and Paul F. Netzow, chairman, and
C. L. Dennis, secretary of the National Associa-
tion of Piano Merchants, who are actively in-
terested in this work, are to be complimented on
the success so far achieved.

VICTOR SUPPLEMENT FOR DECEMBER

List of “Best Sellers” Contained in December
Supplement—No New Records Listed

The Victor Talking Machine Co. has recently
issued an announcement to the trade calling at-
tention to the December Supplement which has
just been issued, and which contains a selected
list of records for which there has been so
great a demand that it has been impossible to
keep dealers supplied with adequate stocks of
the same. No new records are to be listed for
December, this being the first time that the
established precedent of issuing new records at
the first of the month has not been followed.
All of the record manufacturing facilities of the
company have been concentrated on the records
listed in the December Supplement, and the
Victor Co. is endeavoring to catch up with the
demand for these records this month. The
January Supplement will offer new records in
accordance with the usual custom, and in addi-
tion a supplement will be issued containing for-
eign-language record listings.

COLUMBIA CO. DIVIDEND

The Columhia Graphophone Co. has declared
its regular semi-annual dividend of 3% per cent.
on its common and preferred stock, payable No-
vember 15 to stock of record November 1.

INCORPORATED

The Royal Talking Machine Corp., Chicago,
has been incorporated with a capital stock of
$100,000, with Chas. Hanson, Andrew Olson and
E. Robinson.

Beveled gear noiseless winding,

winding.
Cast iron nickeled frame.
Powerful, durable, compact, accessible.

Guaranteed in every minutest detail.

New ratchet device that prevents clicking.
Bakelite intermediate gear—absolutely silent.
Plays seven 10-inch or five 12-inch records at one

Built especially for the highest-grade machines.

and Canada.

LEONARD MARKELS -

Leonard Markels

Jewel Bearing
Butterfly Motor

has revolutionized the motor in-
dustry.
silent winding and represents the
acme of perfection in motor con-
struction.

This motor has achieved phenomenal success,
and 1s being used exclusively by leading phono-
graph manufacturers in all parts of this country

Write today for a copy of our
New Butterfly folder

165 William St.,, New York

he

It is silent running and
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The most wonderful Talking Machine of the present age at the price
An Instrument of Supreme Value, Tone and Quality

No. 100—$100

e

=== S

No. 75—875

The Cleartone has become very popular because of
its quality, splendid value and the advertising and
sales campaign that now stands in back of it. Dealers!
Watch us grow—write for our agency and grow

with us.

SUNDRY DEPARTMENT

MOTORS—No. 1, double-spring, 10-inch
turntable, plays 2 10-inch records, $3.25; No.
6, double-spring 10-inch turntable, plays 3
10-incb records, $4.00, with 12-inch turntable,
$4.25; No, 8, double-spring, 12-inch turntable,
plays 3 10-inch records, castirou frame, $5.85;
No. 9, double-spring, 12-inch turntable, plays
3 10-inch records, castiron frame, bevel gear
wind, $6.85; No. 10, double-spring, 12-inch
turutable, plays 4 10-inch records, castiron
frame, bevel gear wind, $7.85; No. 11, double-
spring, 12-inch turntable, plays 7 10-lnch rec-
ords, castiron frame, bevel gear wind, §9.75.

TONE ARMS AND REPRODUCERS—Play
all records—No. 2, $1.45 per set; No. 4, $3.95
per set; No, 6, §3.75 per set; No. 7, $3.75 per set;
No. 8, §3.75 per set; No. 9, $3.25 per set.

MAIN SPRINGS—No. 00, % in, 9 ft., 39c.
each; No, 01, 7% in, 7 ft, 29c. each; No. 1, 3
in,, 10 ft., 49¢c. each ; No. 2, {§ in., 10 ft., 49c. each;
No. 3, 7% in., 11 ft., 59c. each; No. 4, 1 in., 10
ft., 59c. each; No. 5, 1 in.,, 11 ft., heavy, 75c.
each; No. 6, 134 in., 11 ft.,, 95¢c. each. We also
carry other size main springs to fit Victor,
Columbia and all other motors at nominal
prices.

RECORDS—POPULAR AND GRAMMAVOX,
new 10-inch, double-disc, lateral cut, all in-
strumental selections 35c. each.

GOVERNOR SPRINGS— To fit VICTOR.
COLUMBIA and all other wmotors at moderate
prices. Special prices on large quantities to
dMotor Manufacturers.,

GENUINE DIAMOND POINTS, for playing
Edisou records, $1.75 each.

SAPPHIRE POINTS, for playing Edisou
records, 18c, each.

SAPPIIRE DBALLS, for playing Pathé

records, 22c. each.
NEEDLES, steel, 75¢. per thousand in 10,000
[

We also manufacture special marhine parts, such ag
worm gears, stamplngs, or any screw machine parts for
motor; reproducer and part manufacturers.

Speclal quotations given to quantity buyers in Canada
and other export points. s

Wrlte for our 84-page catalog. the only one of its kind
In America, fllustrating 33 different styles of taiking ma-
chines and over 500 different phonographic parts, also
eives description of our efficlent Repalr Department.

Lucky 13 Phonograph Co.,3 and 46 East 12th $t, New York

5

SPFEAKS FOR ITSELF

No. 65—$65

No. 85—885
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12-15-25

Do your Christmas selling early. Get your
Fall Advertising Campaign going full speed
ahead now—you’ll be ready for the big
spurt of December 15-25.

Columbia Graphophone Co.
NEW YORK

aa—————— ——— =—————

LOOK FOR ACTIVE EARLY-HOLIDAY BUSINESS IN BUFFALO

Business Normal Following Lifting of Influenza Ban—Vocalion Line With Denton, Cottier & Dan-
jels—New Business Organization Formed—Help Gather Talking Machines for Soldiers

Burraro, N. Y., November 3.—By proclamation
of Mayor Buck, of this city, the quarantine laid
on Buffalo on account of the Spanish influenza
has been lifted. The disease played havoc with
the selling forces of the talking machine dealers
and jobbers. While no deaths in the trade
were recorded several members were tied up at
home for a time on account of illness. The
opening of all theatres, schools and various
other places since the checking of the influenza
epidemic and the settlement of the strike have
helped to put the early-holiday business in talk-
ing machines at full speed. This rush promises
to continue right through November and the
early part of December, when, according to the
advertised wishes of the merchants of Buffalo,
most of the Christmas purchases will have been
completed.

What is said to be the most extensive adver-

. tising campaign ever conducted in Buffalo in
connection with the sale of talking machines is
now being handled by Denton, Cottier & Dan-
iels, who announce that they “have taken the
representation of the Aeolian-Vocalion and the
new Vocalion record.”” This feature news is
being heralded broadcast in page ads in the
Buffalo newspapers, which are also using col-
umns of news stories about the event. The set-
up of the ad is similar to that which recently
appeared in The Talking Machine World, re-
ferring to the same subject. The advertisement
reiterates what Buffalonians for several genera-
tions have known “that Denton, Cottier &
Daniels is not only recognized as one of the
strongest constructive forces in the music trade,
but enjoys the confidence and respect of its
public to-day, in a measure rarely equaled in
the music or any other industry.”

The completion of several specially selected
lists of Victor records is announced by Neal,
Clark & Neal. These include “patriotic music,
dance music and Christmas music.”

William H. Daniels, of Denton, Cottier & Dan-
iels; Ralph C. Hudson, president of J. N. Adam
& Co., and Edward Hengerer, president of the
William Hengerer Co., all of which firms handle
talking machines, have been appointed leaders of
a new business men’s organization, known as
the All-for-Buffalo Committee. This was
formed to safeguard Buffalo’s industrial and
commercial life and prevent any further inter-
ruption of street car service.

“Caruso Sings HERE” was a sign recently
used in the show window of Robert L. Loud,
Victrola dealer. This was especially effective
at the time of the cancelation of the Caruso
concert scheduled for this city. The quarantine
was responsible for the closing order. Clifford
Ford has been appointed general floor manager
of the Loud store.

William H. Rielly, salesman for the Utley
Piano Co., Inc., New Edison dealers, has turned
over worth-while contributions to the Soldiers’

Smoke Fund.
whom Mr. Rielly carried in his automobile dur-
ing the street car strike. Contributions were
stimulated by a sign at the side of his car.

“We could use several carloads of Sonoras if
we could get them,” was the comment of L. M.
Cole, Sonora representative, who recently visited
Buffalo.

A large holiday order for Pathé talking ma-
chines was recently given by the Koenig Piano
Co. to A. D. Ogden, New York State repre-
sentative of the Hallet & Davis Piano Co.

Talking machine dealers who are booming the
plan for the purchase of Christmas gifts this
month include A. Victor & Co., J. N. Adam &
Co., Walbridge & Co., William Hengerer Co.,
Bing & Nathan, Bricka & Enos, Household Out-
fitting Co. and Adam, Meldrum & Anderson Co.

Peace that will come from the complete sur-
render of Germany is advocated by R. C. Scher-
merhorn, who recently expressed that sentiment
in a letter to a Buffalo friend. Mr. Schermer-
horn, former manager of the store of Robert L.
Loud, Victrola dealer, is now in the Qudrter-
master’s Department at Washington.

The newsboys’ booth established in front of
the store of A. Victor & Co., Pathéphone job-
bers, during the Fourth Liberty Loan cam-
paign, was responsible for the sale of several

They were furnished by those.

thousand dollars’ worth of bonds. Entertain-
ment and four-minute speakers were furnished
daily at the booth.

While on a recent visit to Buffalo, where she
filled an engagement, Mme. Amelita Galli-Curci
visited the store of Denton, Cottier & Daniels.
There she listened to a few of her records on
the Victrola.

Talking machines and other musical instru-
ments for the soldiers at Fort Porter, Buffalo,
are being collected by the Chromatic Club.

PLAY VICTROLA AND KEEP HEALTH

That Is the Advice Offered by Omaha News-
paper During Recent Influenza Epidemic

Evidently the Victrola stands high in the opin-
ion of the people of Omaha, Neb. In a recent
newspaper story suggesting precautions against
catching Spanish influenza it was advised on the
authority of the Health Commissioner to “stay
at home and don’t have any visitors.” After
pointing out the danger of getting into crowds,
or even having a half dozen guests at home, the
story reads:

“So the cautious ones will stay at home, keep
the windows open, read the religious books or
Sunday papers, or play the Victrola. It is also
advised by Dr. Manning to go out and take long
walks in the open air.”

From the stimulated demand for records of
all types it is apparent that many people in
Omaha took the advice to play the Victrola.

Phonograph Dealers—Attention!

The Fourth Liberty Loan went over big

“Hook Up” to the Pathe Line and
“Go Over” With Us

A few desirable territories still open

Write Today

940 CHESTNUT AVENUE

The Fischer Company

(Oldest Pathe Jobbers)

CLEVELAND, O.
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THE TRADE IN PHILADELPHIA AND LOCALITY

PuiLapeLpHIA, PA., November 6.—The talking
machine business in Philadelphia in October
showed about the same conditions as the pre-
vious month, and was somewhat disappointing
in the limited supply of goods that the many
dealers were able to maintain. They sold every-
thing they could get, and how much more they
could have sold is a question, but they were only
able to get about half the amount of stock of
October a year ago, and consequently business
showed an equal falling off. They do not look
for any material change in the coming months—
in fact, until the end of the war—but they do
not seem discouraged, for they expect to get
the business some time.

Columbia Had Good October

The Columbia branch report that they’ had
an excellent business in October. Manager A.
J. Heath says: “We have been able to keep
our people well supplied with records—especial-
ly the popular selling numbers for which there
has been a big demand. There has been quite
a shortage on machines, although we have re-
ceived a few shipments which have enabled us
to keep our dealers partially supplied.” Mr.
Heath went to New York hoping that he would
be able to speed up shipments. The influenza
epidemic played havoc with the Columbia or-
ganization, but every one is back again to worl
with the exception of E. A. Manning, the credit
manager, who has been lying at the point of
death the past two weeks.

Among the recent Columbia visitors were F.
W. Zerker, of York, Pa, and Mr. MacDowell,
of the Lauter Co., of Easton, Pa. C. R. Lamm,
who was in charge of the trade promotion de-
partment of the Columbia, was assigned to one
of the Georgia cantonments and was made a
sergeant within two months. W. A. Quinn, a
former employe, is now in the Naval Reserves.

At the Dictaphone offices the reports are most
encouraging. C. K. Woodbridge, the new serv-
ice manager, has just paid the local offices a
visit. Last month was the largest month the
Dictaphone has ever had in the volume of sales.

New Brunswick Distributors

Manager C. B. Chew, of the Brunswick phono-
graph headquarters, spent several days up the
State this week. This firm is making big in-
roads in the business in all sections of the east-

Victor
Wholesalers

TALKING MACHINE DEALERS

can greatly increase their profits without additional
overhead expense, by selling the world-famous

Weymann “KEYSTONE STATE”

Musical Instruments

a combination that has proved to be an instantaneous success.

Wrile for catalogue

H. A. WEYMANN & SON

Manufacturers

Established 1864

1108 Chestnut St.
Philadelphia, Pa.

ern part of the State. They report that their
business has been very fine. They have been
getting in machines promptly the past week, re-
ceiving two carloads of Brunswick from Du-
buque, Ia., one car containing 183 machines.
The J. C. Bright Co., of Lansdale, Pa., one of
the largest distributors in this State, have taken
ou the Brunswick, and are introducing it through
their chain of stores. Among the recent Bruns-
wick visitors was P. L. Deutsch, secretary of the
company.
Have Felt the Influenza Epidemic

The Penn Phonograph Co. have felt the influ-
enza epidemic and the curtailment of stock,
which has sent their business off considerably.

Record Lites—

ters.

913 ARCH STREET

A Good Time To Lay In Your
| Supply of Accessories

g ___One of the best selling propositions in the
Lundstrom Cabinets Talking Machine business today.

Record Cleaner Brushes—A neat plush brush, leather back—finds

A necessity for every talking machine with a lid.
fine Christmas gift.

Needle Cutters__Lyon & Healy and the Record Lite Fibre Needle Cut-

Best cutters on the market.

. ) . A Plaster Paris Miniature.
His Master’s Voice—g.j; lice hot cakes.

Penn Phonograph Co., Inc.

Victor Wholesalers Exclusively

a ready sale.
Makes a

Four inches high.
Order a sample dozen.

PHILADELPHIA

E. Hipple, of their sales force, returned on Mon-
day of this week after an absence of several
weeks with the influenza. Among the visitors
at the offices was F. K. Dolbeer, well known for
a number of years in talking machine circles,
but now associated with the Overland Automo-
bile Co. The firm received a postal card this
week from one of their former men from the
firing line in France—Corporal J. B. Iannarella.
He is in the Tank Corps.
Why Louis Buehn Is Optimistic

The Louis Buehn Co. have a very attractive
window at present. Mr, Buehn says: “We are
selling all the goods we get, and that is not
many.” But he takes an optimistic view of the
situation, and believes that this condition is only
temporary. “I am not disgusted nor discour-
aged,” he said, “I know this is not going to
last, and Jater on we will do a better business
than ever. Probabilities are that there will be
a slight improvement the coming month.”

Doing Satisfactory Business

The firm of Blake & Burkart, the largest deal-
crs here in the Edison, report that they had a
very satisfactory October, and that they were
able to get goods in sufficient quantities to meet
their demands. They have been handicapped
during the month somewhat on account of the
illuess of so many of their men. H. C. Trader,
of the office force, was at home ill with the
influenza for two weeks, and C. J. Levering, one
of the salesmen, was also away for the same
length of time.

Business in the Edison dictating machine in
Philadelphia in October was very good, and
considerably ahead of last year. Nelson C.
Durand was a visitor .in Philadelphia the first
week in November.

New Pathé Accounts

Walter Eckhardt, head of the Philadelphia
Pathéphone Co., was in an exuberant mood over
the business of his firm in October and said:
“Business in October was so good I hate to tell
about it. We had in October our greatest month
in spite of the influenza by more than 63 per
cent.”

The Pathé Co. during October connected with
some very important accounts, including the
well-known firm of Braunsteen-Blatt Co. at At-
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Sell Wisely
During November

THE shortage of goods dictates that every
care should be used in your Credit Depart-
ment to give preference, first, to cash cus-
tomers; second, to charge customers; third, to
customers paying large down-payments and
terms, and fourth, to regular terms customers.

This policy will strengthen your financial position and
put you in excellent shape to take care of the predicted

new era for 19I1Q.

Meanwhile, rest assured that every energy back of Buelhn
Service is being utilized for your progress.

The Louis Buehn Company,

Victor Wholesalers

lantic City, where they opened a very fine de-
partment, and are doing a whale of a business.
H. A. Weymann & Son Activity

H. A. Weymann & Son have reported a num-
ber of new dealers for their Keystone State line
of musical instruments. This line is proving
very valuable to numbers of Victor dealers
throughout the country, as it is the means of
adding additional profit, but is at the same time
enlirely non-conflicting to their regular line.
The co-operation of the dealers in sending in
their orders as far in advance as possible has
enabled H. A. Weymann & Sons to make satis-
factory distribution of these goods.

During the Fourth Liberty Loan the window
of H. A. Weymann & Son on Chestnut street
attracted much comment on its timeliness and

The BEST TALKING
MACHINE NEEDLE

On the Market—Packed in Counter Salesman

- _‘

{ o

ONOGRAPH NEEDLES

50 Needles to a box and they retail at 10c, per Box.

60 Boxes to a package $6.00.
This package costs you $3.90 net.

Your profit is $2.10 and your customer gets a needle that
will give satisfaction.

The Fred. Gretsch Mfg. Co. o Zroees

Manufacturers of Musical Instruments

Canadian Wholesale Agent, H. A. BEMISTER
Victoria St., Montreal, Can.

patriotism. Much attention is always given by
this house to their window display. JFavorable
comment on the same is not alone limited to
Philadelphia, but one of their recent displays
was reproduced and commented upon in the
“Voice of the Victor.”

DIAMOND DISC PRICES ADVANCE

New Prices for Edison Re-Creations Which Go
Into Force on November 15

In a general bulletin to its jobbers Thomas
\. Edison, Inc., announces an advance in prices
of its Diamond Disc re-creations. The ad-
vance is made effective November 15, 1918, and
until further notice applying to all shipments
made on that date and thereafter irrespective
of when orders were placed. The following is
a comparison of the present and future list prices
on which its discount to jobbers is figured:

Class
No. 50001 and up...
No. 80010 and up...
No. 82031 and up.
No. 82510 and up...
No. 83004 and up..... .1
No. 84001 and up..............

In its bulletin Thomas A. Edison, Inc., lays
stress upon the fact that these advances are
thc result of careful consideration and reflect
the extreme of moderation. Referring to the
forthcoming Federal excise taxes the bulletiit
says:

“At the moment we do not know what tax
will be imposed on phonograph records by the
pending Revenue bill, and accordingly cannot

Philadelphia

include such tax in our increased prices. Fur-
thermore, while recognizing the convenience of
such action we are opposed to it as unfair to
the ultimate consumer, and we believe the prac-
tice is one that is looked on with disfavor by
various Governmental authorities.

“When the new Revenue bill becomes effec-
tive we shall bill the excise tax to jobbers as a
separate charge.”

Provisions also are made for an adequate re-
turn allowance to dealers to cover re-creation
overstocks and the details of such re-crea-
tion returns are arranged as to simplify the pro-
cedure now in effect for the dealer and to save
transportation.

ENLARGING SPACE FOR RECORDS

The C. F. Murray-Smith Co.. of \Vilkes-Barre,
FPa., are finding their Amberol record trade ex-
panding to such an extent that it has become
necessary to use much of the space formerly
devoted to the disc line, and to take additional
space for the disc. The contemplated addition
will make the department some fifty feet in
length with two booths on each side and a disc
and Amberola display in the center.

The Anthony Furniture Co., of Providence, R.
I, has adopted the following slogan for its talk-
ing machine department: “The cosiest Victrola
rooms in Providence.”

The pessimist always hears the katydids an-
nouncing the coming of winter first.

3900 CHOUTEAU AVENUE,

WESTERN VENEER PRODUCTS CO.

ST. LOUIS, MO.

Lrajrgest Manufacturers of 3:pl;r
Veneer Phonograph Shipping Cases

_Ask for Prices qnd Samples

» a2y —
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“Send for Catalog”
More sales are snared by that phrase than
any other ftrick in the ad-man’s bag. Are

you featuring your new catalogs with your
trade?

Columbia Graphophone Co.

NEW YORK

SAN FRANCISCO TRADE IS ACTIVE DESPITE CONDITIONS

Brighter Outlook Held for Business Now That Epidemic Is Conquered—Welcome for N. F. Milnor
—New Machine Makes Its Debut—California Phonograph Co.’s New Quarters—Other News

San Francisco, Car., October 28.—Business has
not been all that might have been desired here
during the month of October, but sales are con-
sidered well up to expectations in view of the
circumstances. During the first half of the
month, or, to be more exact, during the period
of the Fourth Liberty Loan campaign, the sell-
ing of talking machines, records, etc., took sec-
ondary place to the securing of bond subscrip-
tions, and then the Spanish influenza came
along, causing business generally to slump even
more than it had under the pressure of the loan
drive.” All schools, theatres and other public
meeting places were ordered closed, people
were advised to avoid crowds, and when appear-
ing away from home to wear masks, all of which
has had a strong tendency to keep people off the
street and out of the stores. From present indi-
cations the ban will soon be lifted, however, and
then the music stores, as well as other lines
of business, hope to make up for lost time.

New Columbia Manager Welcomed

The Western trade bade farewell to Fred A.
Dennison as Pacific Coast manager of the Co-
lumbia Graphophone Co. during the past month,
and welcomed his successor, Nathan F. Mil-
nor, into their midst. Mr. Milnor has, as he
puts it, just been getting acquainted thus far,
and incidentally putting some finishing touches
on the company’s handsome new offices and
salesrooms on the second floor of the Day-
light Building in Sutter street. Lack of stock
has a tendency to curb aggression, he says, in
seeking new business.

George W. Lyle a Welcome Visitor

A welcome visitor to the local trade about the
middle of October was George W. Lyle, gen-
eral manager of the Pathé Fréres Phonograph
Co., while making a tour of the country. He
had visited in southern California before reach-
ing the Golden Gate City, and after spending
a few days in this vicinity continued his travels
to the Pacific Northwest. With the introduction
of new capital into the Western Phonograph
Co. and the incorporation of the business Mr.
Lyle expects “big things” in this territory in

the way of increased business for the Pathé
line. This company has the distributing agency
for Pathé machines and records in the States
of California, Arizona and Nevada, and is
branching out in a very promising manner.
New Wholesale Quarters Opened

A new talking machine has just made its ap-
pearance in San Francisco. It is The Lois,
offered by the United Talking Machine Co. R.
F. Bowles is manager. He has opened an of-
fice and sample room at 417 Montgomery street,
and from here will cover the territory west of
Denver. In addition to The Lois line of talking
machines Mr. Bowles has the Western distrib-
uting agency for Operaphone records, also a new
line here. The two in his estimation make a
very strong combination.

G. E. Morton Joins the Colors

Another San Francisco talking machine man
has given heed to the call for men to serve the
colors. G. E. Morton, manager of the Em-
porium talking machine department, is the man
in question. He has made arrangements to
enter the Artillery Officers’ Training Camp at
Camp Taylor, Ky., and expects to be called very
shortly. Meanwhile he is continuing his regular
duties, and a successor has not been named to
take his place.
Larger Quarters for California Phonograph Co.

The California Phonograph Co., of which F.
A. Levy is president and general manager, has
fitted up extra space in the basement of its
store on Market street, above Sixth, in order to
take care of a larger reserve stock of records.
Other facilities have been improved also, tend-
ing to keep pace with the growth of the busi-
ness. Mr. Levy comments particularly on the
big gain in the demand for records in the last
few months, which he attributes largely to the
increased interest in patriotic music. At pres-
ent things are quiet, but Mr. Levy looks for
normal selling to return as soon as the epidemic
passes over.

Muratore Records Help Loan Drive

The Stern Talking Machine Co., according to

Frederick Stern, has experienced a tremendous

M

C
A

CRYSTAL EDGE MICA DIAPHRAGMS

Let us send you samples zoday of our dia-
phragms and you will readily understand why
l the best talking machines are equipped with
Crystal Edge Mica diaphragms exclusively.

We use only the very finest selected mica,
the best diaphragm material in the world.

PHONOGRAPH APPLIANCE CO., 109 West Broadway, NEW YORK

call for the records of Lucien Muratore, since
his appearance here during the Fourth Liberty
Loan campaign. The attractive advertising done
by the Pathé Co. has helped out wonderfully,
he says. Mr. Stern is now anxiously awaiting
a large shipment of Pathé records.

Now Comes the Lady Traveler

In keeping with the spirit of the times Walter
S. Gray, jobber of talking machine trade acces-
sories, has employed a lady traveler. She is
Miss Hazel Layton, who has had quite a bit of
experience in the retail end of the game, and
is making a very good initial showing in booking
wholesale orders. At present she is out on a
Southern trip. To provide more office space
and also more room for displaying his lines Mr.
Gray has taken another office in the Chronicle
Building, and is using his old quarters for show-
ing bulky goods only.

Brunswick Line for Wiley B. Allen Co.

The Wiley B. Allen Co. has put in a stock of
Brunswick phonographs and is conducting a
strong campaign in their behalf, which George
W. Hughes says is bringing very good results.

Kohler & Chase have again added talking ma-
chines, after confining their attention to pianos,
players and sheet music for some time. The
Pathé lines is featured.

PUBLICITY CAMPAIGN IN DALLAS

Music Dealers Combine in Advertising Drive in
Which the Talking Machine is Featured

The Dallas Music Industries Association has
been conducting a very active campaign in the
daily newspapers of that live Texas city in
which page ads have been used to splendid ad-
vantage. In this publicity the talking machine
has come in for a large share of consideration,
and one advertisement in particular shows the
value of music in the workroom and factory, as
well as in the home. It points out that talking
machine music is a tonic and relaxation and
eases the load and increases the pleasure of
every human being—man, woman or child.
The concerns jointly interested in this cam-
paign are the Bush & Gerts Piano Co., Brooks
Mays & Co., Field Lippman Piano Stores, W. A.
Green Co., G. H. Jackson, Leyhe Piano Co.,
The Edison Shop, Sanger Bros., Thos. Goggan
& Bros., Titche-Goettinger Co., Will A. Wat-
kin Co., Western Automatic Music Co., and
the Adam Schaaf Piano Co.

A MUCH TRAVELED GRAFONOLA

Concorn, N. H., November 5—The Harriott
Music Co., Columbia dealers here, recently made
a sale of a Columbia Grafonola which Mr. Har-
riott believes will establish a record. The sale
was made to a missionary who is stationed at
Monteaba, Africa. The Grafonola will travel
from Concord and New York to the West In-
dies, thence to Cape Town and Mombasa, thence
inland 1700 miles, the greater part of this dis-
tance being covered by native porters. It is
expected that the Grafonola will not reach its
destination for nearly six months.
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YCRK

FACTORIES, ELYRIA, O.—NEWARK, N. J.
PUTNAM, CONN. SPRINGFIELD, MASS.

CHICAGO ATLANTA SEATTLE TORONTO

The achievements and progress in phono-

graph motor manufacturing in recent years
are emphasized in the latest designs of

HEINEMAN and MEISSELBACH MOTORS

Heineman Motor No. 77 Meisselbach Motor No. 16

q HEINEMAN and MEISSELBACH Motors are recognized the world
over as the best horizontal and vertical spring motors that are produced.

They are offered to the trade with an iron-clad guarantee from
the world’s largest manufacturers of phonograph motors.

GIVE! GIVE!! GIVE!!!

The Boys are still ‘‘Over There’’ and will be for some time to come
—they need the comfort the United War IWork can provide. [}
Through sheer joy for the Peace that has come at last
GIVE! GIVE!! GIVE!!! WJ\
to the UNITED WAR WORK DRIVE—NOVEMBER 11-18th President

\YW ToNE ARMS 1. N
S A \>.| i

MOTORS r=ewss|
b I :
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FAVORABLE TRADE REPORTS FROM PITTSBURGH DISTRICT

Home Entertainment During Influenza Epidemic Helped Sales of Records—Standard Co. Booming
“In Stock” Records—Rotary Club Donates Grafonolas—Many New Representatives Recorded

PittspurcH, PA.,, November 4.—The talking
machine trade in this section has not apparently
suffered to any great degree as a result of the
Spanish influenza and the quarantines enforced
by the health authorities in efforts to stamp
out the disease. Due to the prohibition of pub-
lic gatherings, and the closing of theatres and
picture houses, the thoughts of many home peo-
ple turn to entertainment within their own
houses, and record sales jumped accordingly.

A. B. Smith, assistant manager of the Colum-
bia Co. branch, stated that the sales of records
for last month far exceeded similar sales for Oc-
tober, 1917. He said: “We are more than
gratified with the sales of Columbia records.
Our dealers have been very energetic in adver-
tising and giving publicity to the records that
were issued during October, and as a result
sales have been far in excess of what we had an-
ticipated.” Mr. Smith also indicated that
Grafonolas were moving satisfactorily.

At the Standard Talking Machine Co. of-
fices it was learned that the company, through
its service department, is making laudable ef-
forts to bring to the attention of its clients
the use of “In Stock” records. Very attrac-
tive posters, with lists of “In Stock” records,
are printed. These posters are for the use of
dealers and to be displayed in the shops or show
window. By “In Stock” records are meant rec-
ords that can be supplied at any time in rea-
sonable quantities, and they include many excel-
lent numbers. The Standard Co. has just added
a new press and other equipment in its printing
department.

A. N. Ansell, manager of the Victrola depart-
ment of McCreery & Co., who returned a few
days ago from a business trip to New York, is
prepared for a brisk Christmas trade. The Vic-
trola department under his direction is one of
the largest in the city and the demonstration
rooms are attractively fitted up. Owing to the
war all of the male members of the sales force
in the department have been called to the colors
and their places have been taken by young
women, who are proving very acceptable sales-
persons. Mr. Ansell reported excellent sales
for October. On the last day of the month he
sold two Victor machines, each priced at $225,
and an additional order of $100 worth of Vic-
tor records for each within a half hour.

George S, Hards, manager of the Victrola
department of the W. F. Frederick Co., and A.
R. Meyer, manager of the Victrola department
of the Joseph Horne Co., both active members
of the Talking Machine Dealers’ Association of
Pittsburgh, were ill for some time during the
past month, but are now back “on the job.”

The Rotary Club of Pittsburgh in order to
furnish music to the soldiers in the camps in
this vicinity have thus far donated eight $60
Grafonolas and a number of Columbia records.
They were purchased through the S. Hamilton
Co.’s talking machine department, which is un-
der the direction of T. E. Shortell.

H. J. Brennan, manager of the Pittsburgh
Pathé Shop, is very optimistic concerning the
holiday business outlook in Pathé machines and
Pathé records. He said: ‘“We have made ample
provision for providing for the demands of our
retail dealers as well as the retail sales in our
local branch. Our road men who have covered,
within the past few days, territory in western
Pennsylvania, -eastern Ohio and West Virginia,
have booked many orders for early Christmas
delivery. We have just arranged for the open-
ing of a new Pathé shop in Youngstown, O.,
where the Michigan Furniture Co. has been
given the agency for Pathé machines and rec-
ords.”

The J. M. Hoffman Co., a leading music house,
has taken the agency for the Brunswick phono-
graph. They also handle the Starr phonograph
and Geunett records.

A. A. Buehn, manager of the Buehn Phono-
graph Co., Edison jobbers, reported very excel-

lent sales for October, and is anticipuating a
brisk holiday sale of Edison machines and rec-
ords.

Gray & Martin, who handle the Sonora line,
have very fine and spacious quarters in the
Jenkins Arcade. Their demonstration rooms
are attractively fitted up. Sales of the Sonora
machines were said to be very satisfactory, and
it was stated that all machines that could be
shipped in time for Christmas delivery would
be disposed of. The Household Furniture Co.
also sell the Sonora machine, and last week had
a fine display of the Sonora styles in their large
show windows.

The Dauler-Close Furniture Co. for some time
past have been conducting an advertising cam-
paign on behalf of the Cheney phonograph with
excellent results.

Miss Lillian A. Wood, in charge of the Vic-
tor educational department of the C. C. Mellor

.purchases be made as soon as possible.

Co. gave a very successful demonstration of the
Victor methods in a pleasing talk and Victrola
recital before the pupils and faculty of the West-
ern Pennsylvania Institution of the Blind. The
program included folk and Indian songs and was
well received. Miss Grazella Puliver, of the
Victor staff of educational supervisors, spent
several days in Pittsburgh on professional work.
She then left for Madison, Wis.

P. W. Simon, the well-known Victor dealer of
Uniontown, Pa., was a recent Pittsburgh visitor.

S. H. Nichols, manager of the Columbia Pho-
nograph Co.’s local office, is spending several
weeks in Boston on business.

The Kaufmann & Baer Co., who have the local
agency for the Aeolian-Vocalion, as well as the
Vocalion records, have made a special an-
nouncement concerning Christmas buying of
those instruments, advising that selections and
At the
present time the company has an excellent as-
sortment of machines on hand.

J. A. Endres, sales manager in the Pitts-
burgh district for the Brunswick phonograph,
reports a very brisk demand from the dealers.

money.

l
G
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parison.

The Phonograph You Will
Eventually Handle

O improve our models at the minimum cost we have decided to
Tconcentrate our efforts of production upon the marketing of but
T-W-O popular-priced models.
able course in face of the difficult manufacturing conditions to-day.

Model Number IT is similar to model Number I in
construction differing in dimensions only, the same
being: height 464 inches—depth 21 inches—width
19 inches.

We positively believe that the fruits of our efforts
are absolutely the best that can be produced for the
We do not offer our product to the trade
as a "bargain,” but as greater value for the price
than any other machine on the market.

the most careful and deliberate inspection and com-

Our stock is so complete at all times as to insure
prompt and immediate shipments.
portation is’'so uncertain it is advisable to order as
far in advance of your needs as possible to avoid
delay and disappointment.

This we feel is the most advis-

Retail Price, $85.00

We invite

However, trans-

Model 1
Height 42 inches, Width 17
inches, Depth 19 inches.

Retail Price, $70.00

Distributors of Lyric Records
and Wall-Kane Steel Needles

54 W. Lafayette Blvd.

Wite Immediately for Unusual Liberal Discounts and Territory

ORDER YOUR SAMPLE NOW

OPEROLLO PHONOGRAPH COMPANY

DETROIT, MICH.
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It’s Not a
Machine
at All

NOT
Just Another

“Machine”

It's a Supreme Musical Instrument

THE FULTON FONOGRAF

Artistically and Acoustically RIGHT

There's our big absolutely exclusive feature, the spun metal vibra-
tory horn, It gets a clear, resonant, soft, penetrating, beautiful
tone and aids and abets our own exclusive, acoustically perfect, thin
model sound box in accurately reproducing the voice or instrument
of the recording artist.

The motor, made in our own plant, under the personal super-
vision of the inventor, is a mechanical wonder and never causes
the slightest variation of pitch because of uneven operation.

The Fulton Cover Support is a delight. A touch raises the
cover. It stops at any desired position, does not warp the lid and
cannot fall, injuring sensitive
fingers.

We make our own cases and
they are models of artistic cab-
inet work. =

In other words the Fulton
Fonograf is made by us in its
entirety. We stand behind it
in every respect.

The Fulton Fonograf looks
different and is different.

It's a natural leader and

¥ with it you cannot fail to cap-

Style A Closed ture the best trade and the best

paying trade in your community.

Eﬂ Better write for full information today  Agencies are being estab-
A

& lished rapidly and you cannot afford to miss the one best bet in the
¥ talking machine field today.

FULTON-ALDEN COMPANY

Factory and General Offices, WAUKEGAN, ILL.
Chicago Warerooms : 305-309 E. Jackson Blvd.
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INFLUENZA EPIDEMIC DEMORALIZES CLEVELAND TRADE

Dealers Pleased at Better Outlook—Death of Henry N. Brainard;THé Wamelink -Sale—Talking
Machine Dealers’ Association to Meet Late This Month—Records for Soldiers—Other News

CreveLanp, O., November 4.—Cleveland’s talk-
ing machine dealers were hard hit during the
last two weeks of October and the first few days
of November because of the epidemic of influ-
enza, which caused the health authorities to
close retail stores at 5 p. m. daily, Saturday in-
cluded.

The closing order kept thousands of people
employed away from music and other stores.
The short noon hour did not afford time for
shopping. The early store closing Saturdays
and other days barred these people from stores
during work hours, so retatlers of talking ma-
chines as well as concerns offering other lines
of goods found themselves without patrons.

Talking machine dealers took the new turn of
ill-events as a part of conditions.

‘The closing ban hit hard the slogan for early
holiday shopping being sounded by all talking
machine dealers, but the ban of the health
moguls will probably be lifted in a week and
members of the Talking Machine Dealers’ Asso-
ciation of Northern Ohio say they will then get
into the fight for early holiday orders with a
vim.

‘The Brunswick-Balke-Collender Co.’s Huron
road store reports a good run of business in its
talking machines during October. “Business
has been hard hit by the epidemic,” said Man-
ager W. F. Young, “but we are preparing for
an unusually large holiday trade and are book-
ing many orders for Christmas delivery.”

‘Charles K. Bennett, president of the Talking
Machine Dealers’ Association of Northern Ohio,
aunounces that the concert proposed by the
organization has been postponed on account of
the “Au” epidemic. The concert was originally
scheduled for about the middle of November.
No date has been set, although steps had been
taken by a committee to make the concert an
interesting one.

‘The epidemic also knocked out the October
meeting of the association members. The No-
vember meeting has been fixed for the third
Thyprsday at 6 p. m. Dealers are urged to at-
tend to discuss ways and means of getting early
holiday trade.

The Conrad-Baisch-Krohle Co., Euclid avenue
furniture dealers, are using talking machines as
trade attractions. The firm’s present window

“The Music Without the Blur!”

This ideal of talking machine manufacture is attained
mfur:l nearly than by any other, in the construction
of the

MARVELOUS MAGNOLA
“Built by Tone Specialists”

“Magnola’s Tone Deflector eliminates the scratch™

———— =l
atching the Music Come Out
We want to show you how to make money with
MAGNOLA; and how MAGNOLA is the best buy
on the Talking Machine Market to-day.

Send us your name and let us send you some real
Talker Tips.

MAGNOLA TALKING MACHINE COMPANY
OTTO SCHULZ. Presldent
Geoneral Offices Southern Whalesale Branch
711 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA, GA.

display of machines and records is almost equal
to that of any talking machine dealer in the
city.

“We find these machines excellent -trade pro-
ducers,” said a member of the firm, “and our
sales of machines are constant]y increasing.
Often in fitting out homes- we include a talking

machine and several records. Machines are now_ _

regarded by many persons as household fur-
nishings, and newly weds accept this new con-
dition and buy accordingly.”

H. L. Garford, the head of the Garford Mfg.
Co., makers of talking machines, in Elyria, O,
has given most of his time to the district draft
board in Cleveland during the past year. Mr.
Garford’s financial sacrifice has been heavy.
but he has entered no complaint. His usual
midwinter trips to his Pacific Coast home have
been cut out for two winters and he is still on
the job at the old court house, this city, almost
daily. Few Ohio men of his means have been
more self-sacrificing in the cause of winning the
war.

The Harmony Music Shoppe Co., which re-
cently took over the piano, player-piano and
talking machine business of the Hart Piano
Co., has added a novel and attractive show win-
dow booth to the “shoppe” in the Arcade. Presi-
dent W. S. Raeder, of the company, reports
good business and an expansion of the talking
machine features of his business.

Because “music is a war weapon” Mayor
Harry L. Davis has named a committee consist-
ing of James A. Taylor, Joe Folkman, William
H. Krippendorf, Charles Henderson and John
A. Doan to take steps to collect as many talk-
ing machines and records as possible to be sent
to training camps for soldiers. This action
was taken in response to the national move-
ment to provide more music for soldiers and
others engaged in war activities. Talking ma-
chine dealers of the city have promised their
co-operation in this new movement.

Henry M. Brainard, seventy-four, for over
fifty years the head of the Brainard Sons Co.
musi¢ store, died October 27. The store was
founded by his father, Silas Brainard, one of
the city’s pioneers. The store was well patron-
ized.

The Collister & Sayle Co., Victor retailers,
staged one of the best Hallowe’en window dec-
orations of the city. The night, however, was
not observed on account of the epidemic, which
caused a cessation of all public meetings in the
city.

“Let this Christmas be one of good music
and good cheer” is the message the music de-
partment of the May Co. is sending to patrons
this year. Manager Dan J. Nolan, of 'the com-
pany’s big music department, is pushing the
early sale of talking machines, records, player-
pianos and other musical instruments. He re-
ports an unusually large number of early book-
ings for Christmas delivery.

The purchase recently of the entire stock of
the J. T. Wamelink & Sons Piano Co. by the
Starr Piano Co. caused the passing of a music
house established by J. T. Wamelink in 1835.
The Huron road store of the Wamelink house
was also taken over by the Starr Co., whose
district manager is E. G. Taylor, who came to
Cleveland twelve years ago from Johnstown,
Pa. He now has charge of four stores in Cleve-
land, the main house, in Huron road, that of the
Wamelink concern, a new branch in Prospect
avenue, and another at Woodland and East
Fifty-fifth street, besides stores in Elyria,
Akron and elsewhere in northern Ohio. Eugene
Wamelink has gone with the Starr people. The
stock includes a large number of talking ma-
chines, records and other instruments which are
being disposed of at special sales.

Buescher’s store is pushing Victrola war rec-
ords through local advertising and otherwise
getting a fair share of business.

No. 1410 Rim Table for Victrola

IX or IXA Mahogany
Holds 5 Victor Albums

INCREASE
RECORD
SALES
WITH

UDELL
CABINETS

N attractive, solidly built, ef-
ficiently fitted cabinet en-
courages machine owners to buy
more and better records, and pro-
tects those records. [t doubles the
practical value of the machine.

It takes little salesmanship to con-
vince a customer of the facts and
every cabinet sale means a two
way profit on the cabinet itself
and on the new records sold.

Make UDELL Cabinets keep
up your profit average.

A catalog—free on request—uwill help
you decide.

TRADE MARK

THE UDELL WORKS

1205 W. 28th Street
INDIANAPOLIS INDIANA
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“The Quality Phonograph”

|
Ball
and Pk
Record Grooves

The Pathé Sapphire Ball takes the place

No Needles to Change
It need not be changed.

of needles.

Long Life to Records
(Pathé Guarantee)

We guarantee every Pathé Record to play
at least one thousand times with the Pathé
Sapphire Ball, without impairment to the |
unexcelled beauty of tone and without
showing any perceptible wear on the
record.

The Pathé Controla
With the Pathé Controla you may in-
crease or decrease the tonal volume of the |
Pathé Phonograph at will. ’

Plays All Records
Each Pathé Phonograph plays not only
Pathé Records, but all other makes of
records, and plays them perfectly. |

Sheraton Model

Satin Mahogany Finish
$215

Other Models $32.50 to $1000

The best selling point is
better than ever today!

VER since its_origin, the Pathe Sapphire Ball

has been the best phonograph selling point for
the dealer. Because it i1s exclusive, permanent—
does away with needle changing altogether—pro-
duces pure natural tone and gives long life to
records.

Today, with needles rising in price by the minute and
rapidly disappearing from the market, this big exclusive
Pathe feature is not alone a better selling point than ever
before. It insures the dealers against a possible future
stoppage of his phonograph sales.

Right now, when we can [assure you immediate and
full deliveries of Pathe Phonographs, get in your orders.

Do you know what “The Other 209" is? Write for
book “The Other 209, and it will tell you plainly and

convincingly.

Pathé Fréres Phonograph Company

20 Grand Avenue Brooklyn, N. Y.

The Pathé Fréres Phonograph Co. of Canada, Ltd., Toronto

Principal Tenor

MURATORE Chicago Opera Company
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At Least one

thousand times
“What! Guaranteed Records?”

Well, that certainly means ‘“‘easier to sell”
Records, doesn’t it?

Especially v_vhen—

It further means the latest American music be-
fore out on other records and a complete selection
of the “old world’s” music never out on other
records.

Read the Pathé Guarantee : —
“We guarantee every Pathe Record to p]ay at least
one thousand limes with the Pathe Sapphire Ball, I
without impairment to the unexcelled beauty of |
tone and without showing any perceptible wear on ||
the record.” '

And don’t miss any more of the sales this
Guarantee alone makes for the dealer. Worite for
Pathé Dealer’s proposition today!

Pathé Fréres Phonograph Company

20 Grand Avenue Brooklyn, N. Y,
The Pathé Fréres Phonograph Co. of Canada, Ltd., Toronto

An
Enlargement
of the

Pathé
Sapphire
Ball

und Pathd
l Record Grooves |

ALL MURATORE'S
Records are Pathe Records

i = = # It ==
f @,’&%4\ ,//,@%‘1
“ﬁ“—‘——ﬁ‘

Jacobean Model
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SUBSCRIBE -$6,632,550 " i

TO FOURTH LIBERTY LOAN

Talking Machine Industry Helps New York’s
Allied Music Division Go Over the Top by

50 Per Cent—How Talking Machine Men |

Worked to Roll Up the Tremendous Total

Music again came to the forefront in New
York and vicinity during the recent drive for
the Fourth Liberty Loan, when the Allied Music
Division, in which the talking machine industry
was strongly represented, went “over the top”
with a total of $6,632,550, more than 50 per cent.
over the quota of $4,350,000 set for the division.

Inasmuch as all divisions of the music trade
_and profession combined in rolling up the rec-
ord for Allied Music, it was not regarded as a
matter of policy to announce the. subscriptions
from any one section and thereby provide eppor-
tunities for comparison, but it can be said that
the talking machine industry, which subscribed
something like $1,000,000 to the Third Liberty
Loan, observed strictly the injunction to double
up the Third Loan subscription for the Fourth
Loan, and then went a little bit further. There
is at least one subscription of $500,000, and an-
other for $400,000 from talking machine com-
panies that were credited to the Allied Division.
and subscriptions of $100,000 or $200,000 were
surprisingly plentiful, despite the fact that war
with its consequent effect upon production has
been a severe strain on the finances of the trade.

To single out any of those working on com-
mittees who garnered the talking machine men’s
subscriptions and who were most largely respon-
sible for the result would prove a somewhat
difficult task because everyone put forth a
maximum of effort for the common end. Al-
though Mark P. Campbell was chairman of the
Allied Music Division, J. Newcomb Blackman
was vice-chairman of the division, and in direct
charge of the campaign in the talking machine
trade, those assisting him being H. L. Willson,
who looked after the subscriptions for the
manufacturers; Roy J. Keith, who had charge
of the jobbers and wholesalers’ section; Ed-
ward L. Boykin, who was responsible for the

e

MlC A DIAPHRAGMS OF BEAUTY
lﬂyl.-:”mlﬁ'nl;ﬁﬁygﬁl'lONAL MICA COMPANY

NO STAINS IN OUR

Office and Sales Department, 1228 Filbert Street

subscriptions of the dealers, and C. G. Child,
through whose efforts Galli-Curci, Caruso, Mec-
Cormack and Heifetz were secured for the great
rally at Carnegie Hall on September 29, the de-
tails of which were given in,The World last
month.

As vice-chairman of the entire division Mr.
Blackman had a big job on his hands, and realiz-
ing the fact thoroughly, simply forgot his reg-
ular business for the three weeks’ period and
gave all his thoughts and energies to helping
Uncle Sam. In the talking machine trade
proper the sub-chairmen and captains also for-
got business for the nonce, and enlisted their
selling abilities in the cause of the loan, with
results that speak for themselves.

Only in a few districts were the music inter-
ests organized separately for the loan, and in
Chicago, for instance, they rolled up a total of
well over a million. Owing to the fact that
many members of the trade and profession
worked as individuals and members of the gen-
eral committee, it is impossible to compile fig-
ures showing the real work of the music inter-
ests in the entire country for the loan, but the
fact remains that the $6000000000 Fourth Lib-
erty Loan, the largest loan in the world’s hlS-
tory, was oversubscribed by $900,000,000, and
the talking machine trade will display no undue
egotism in claiming credit for doing its full
share and a little more, making the loan the
success it was.

ORGANIZATION IS MOST TIMELY

President Reis, of the Tri-State, Victor Dealers’
Association, Speaks of Postponement of
Their Regular Meeting and Also Why Dealers
Should Get Together and Work Together

St. Lours, Mo, November 3.—The Tri-State
Victor Dealers’ Association, announced to meet
in this city October 23, was a victim of the in-
fluenza quarantine. President Val Reis and
Secretary J. F. Ditzell have announced that the
meeting will be held later, probably some time
during November, and that they will make every
effort to arrange a more elaborate program than
they had in mind for the October meeting.

This greater program idea is partially due to
the fact that for the October meeting the Caruso
concert was a strong attraction. This was to
have taken place on the evening of October 22,
and the officers of the association believed that
every Victor dealer would be greatly interested
in this concert and would come a day ahead to
hear Caruso, who has done so much for their
record list. But the Caruso concert has gone

new Phonographs.

selling Phonograph records.

Reproducer.

29 West 34th Street

The Wide Awake
Phonograph Dealer

Knowing that the diverting of raw materials by the
government for war purposes has curtailed the output
of all Phonograph Manufacturers, is concentrating his
eflort on other sources of revenue than the selling of

He is Increasing His Record Sales

The “BLISS” Reproducer, with its treated silk dia-
phragm, affords an incomparable aid to the dealer in

The “BLISS” Reproducer eliminates that unnatural sharpness of mica—it reproduces
with better articulation, tone quality, and volume.

Phonograph owners who have become tired of the unnatural reproduction of their
phonograph records would again become enthusiastic purchasers if the merits of the
“BLISS” Reproducer were brought to their attention.

Every standard make of Phonograph can be improved if fitted with a “BLISS”

Other Phonograph Specialties that we are featuring are the “Disk-Lite,” an electric
lighting attachment adaptable to any phonograph, and the “Phono-Lite,” an automatic
lighting attachment for the New Edison; also Diamond and Sapphire Points,
Pathé Sapphire Points, Lakeside Rotometers, Johnson Electric Motors, B & II Fibre
Needles, B & H Fibre Needle Repointers, and the Vallorbes Semi-Permanent Needles.

Write for our dealers’ price list,—or
may our Parcel Post Salesman call?

WILSON-LAIRD PHONOGRAPH CO., Inc.

NEW YORK CITY

over to April or May, because of opera engage-
ments, so it cannot well figure in the Tri-State
annual meeting. :

"“We must hold this meeting as soon as pos-
isble,” said President Reis, “or the members will
begin to think that this is sort of a private as-
sociation for the benefit of the St. Louisans
who happen to be officers. Nothing is further
from our minds. We want every dealer inter-
ested and helping to solve the many problems
that confront every Victor dealer, as well as
other talking machine dealers. We feel that it
is up to the Victor dealers to take the first
step in this line, as they always have been the
leaders in the trade and should maintain that
position.

“Further than that, we believe that this is t'he
proper time to cement organizations. Just now
the trade is on a higher plane as to credits,
cash payments, abolition of free service and
freedom from other evils than ever before, and
we feel that if we can get all the members to-
gether now, we can take important steps
toward holding dealers of the country in line
when machines become more plentiful, and the
old evils are again likely to arise in the trade.

“I have been thinking much of late about these
things, and it appears to me that the musical
instrument trade is making a serious mistake
at present by not taking up the matter of loc¢al
organizations now while practically everybody
is falling in line with the best ideas of credits
and limit of free service. Now, while all hands
can agree, would be the time to talk it over ahd
get together and there would be a much better
opportunity of keeping these agreements. All
dealers now know the advantage of having busi-
ness done in a businesslike way, and it is not
hard to bring them together on almost any rea-
sonable proposition.

“Here in St. Louis I happen to know that the
man who formerly was the freest with credit
now is getting even higher payments than some
of his competitors.
It would be much easier to get them all in line
now and after they get in practice while there
are no temptations they might stick indefi-
nitely.”

TALKING MACHINE MAN MURDERED

D. P. Proodian, who has conducted for the
past five years a thriving business in talking
machines at 158 North Main street, Providence,
R. 1., was recently murdered in his store by a
man who attempted robbery. The assailant
has been captured and will face a murder charge.

M. Welte & Sons, Inc., who a short time ago
took on the Cheney talking machine in their
studios on Fifth avenue at Fifty-third street,
report much success with the line. The tone
value and attractive cabinet designs of these
talking machines provide a fitting side line for
the particularly high-grade line of pianos and
autograph pianos produced by this company.

He boasts now of this.
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Unico Demonstrating Riooms SN

DESIGN . . . Six standard styles
CONSTRUCT]ON Falenled, Interlocking

FINISH " .« All standard Oak,
EFFICIENCY .. . Increased sales at loaer

ECONOMY . ~ Moderate first cost

DELIVERY . Prompt shipments from

Complete Unico Department

THE SALES BUILDER

Excel from Every
Standpoint

Special period styles

ortable Units
Sound Insulated

Mahogany and.Enam:ls
cost per sale

Always an Asset
Adaptable any location

stock ready for imme-
diate use

Minimum Space

ost

Install a
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DEMONSTRATING ROOMS
RECORD RACKS
RECORD COUNTERS
CEILING DECORATIONS
ARCH TREATMENTS
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Increased Sales and Profits

The Unico System has

for almost 1000 dealers

Send to-day dimensions of your available space. Plans and
estimates for a complete department will reach you promptly

- THE UNIT CONSTRUCTION COMPANY

RAYBURN CLARK SMITH, President
Fifty-eighth Street and Grays Avenue, PHILADELPHIA, U. S. A.

UNICO ™ SYSTEM

Unico Racks and Counters
Maximum Capacity

DESIGN Patented 10 correspond

with Unico Rooms

CONSTRUCTION Sectional Units adapta-

ble to any space

FINISH ‘ All standard Oak, Ma-

hogany and Enamels

EFFICIENCY All records always

available instantly

Moderate Equipment
Lower Operating Cost

! DELIVERY ~ Prompt shipments from

stock in all finishes
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A STRIKING COLUMBIA WINDOW DISPLAY FOR DECEMBER

The dealer service department of the Colum-
bia Graphophone Co. has prepared a December
window display which will amply fulfil dealers’
Christmas requirements this year, With a
Grafonola or two, and a set of brilliantly litho-
graphed cards and cut-outs, a complete holiday
offering is covered, and the dealer’s store front
rcndered an attractive spot which reflects the
Christmas spirit and makes the passer-by realize

window, comprise this set. The large window
streamer worded, “Whi¢h Grafonola Will You
duy,” may be affixed to the glass slightly above
the eye, while the “Dance Hits” and “Song Hits”
cards will balance it on either side, also pasted
to the glass. The two half-sheet cards, “Songs
of Yuletide” and “Barrientos and Lazaro Duet,”
can be placed at either side of the window as
shown, while the four smaller cards and five

A Holiday Window Prepared by the Dealer Service Department of the Columbia Co.

what is the most seasonable of gifts. The cen-
tral figure in the window is the Columbia maga-
zine ad for December, which points out to the
public that the dealer’s store is the market place
for the extensively advertised Grafonola. Here
an opportunity is afforded the dealer of becom-
ing an active part of the vast publicity cam-
paign, and cash in on the big expenditure of
the Columbia Co. in newspaper and magazine
mediums.

The display is technically described as fol-
lows: Fifteen cards and cut-outs, all equipped
with easels and ready to be exhibited in the

record cut-outs may be artistically arranged in
the foreground.

Five record display holders, each listing one
of the new Columbia December records and il-
lustrated by means of a flap attached, offer a
novelty which is pleasing to the eye and quite
unusual. In connection with these holders the
Columbia metal window display records may be
used to excellent advantage, and the commer-
cial product spared from damage by the sun,
which is liable to occur at this scason of the
year, when awnings are not used.

A popular E series record has been allotted

’ GRAPHITE PHONO
ILSLEY’S §inG Lusricant
~1lsley’s Lubricant makes the Motor make good

1s prepared in the proper consistency, will not run out, dry up, or
become sticky or rancid. Remalns in its original form indefinitely.
Putupin 1, 5, 10, 25 and 50-pound cans for dealers.

This lubricant is also put up in 4-ounce cans to retail at 25 cents
each under the trade name ol

EUREKA NOISELESS TALKING

MACHINE LUBRICANT
Whrite for special proposition to jobbers.

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., New York

a cut-out for a prominent place in the display.
“The Gold and Silver Waltz,” combined with
“While T Am Crying for You,” by the Gypsy
Orchestra, is a record of great interest, and its
prominence in the window display material is an
indication of how the public is receiving this
new form of music which bids fair to rival the
Hawaiian craze of a few years ago.

The Columbia monthly window display serv-
ice will be continued through the year 1919
along even more elaborate lines.

PROPOSED FLOOR TAX CONDEMNED

Executive Committee of Talking Machine Men,
Inc., Passes Resolution Protesting Against
Floor Tax Clause in New War Revenue Bill

A meeting of the executive committee of-the
Talking Machine Men, Inc., was held on Oc-
tober 25, 1918, at the office of the president,
James T. Coughlin, 487 Eighth avenue, New
York City. A motion was made and seconded
that a resolution in regard to the new floor
tax be adopted, which read as follows:

“Whereas, The new floor tax, Sections 9%09-
910, as now contemplated is unfair, unjust and
detrimental to the interest of our members and
that the legal conimittee be instructed to con-
tinue their efforts with the Senate Finance Com-
mittee in order to have this new impost elim-
inated; inasmuch as a tax has already been gaid
on the goods; further

“The proposed tax would work a grievous in-
justice on nearly every talking machine dealer,
who in order to do business must of necessity
carry a complete catalog of records, many of
which are slow sellers and almost dead stock;
furthermore for the reason that 1

“The trade is at present laboring under severe
difficulties occasioned by reduced discounts and
a serious shortage of stock. This association,
however, favors a tax which can be collected at
the factory or source of supply.” 3

The executive committee also recommended
that the association apply for membership in the
Music Industries Chamber of Commerce.

The session of the association was a short
but highly important one.

American
Phonograph Co.

39 Fountain Street
GRAND RAPIDS MICH.

AMERICAN

No. 8

The AMERICAN gives satisfaction, and stays sold when
delivered. We are able to supply our dealers for some
months to come. The name, the design and the grade of
merchandise are important factors, and a line of six
models in two woods demands your attention. The

AMERICANS go entirely on their merits.

No. 10 No. 11
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‘ Music on both sides. O K E l I Ec o R DS Full particulars regarding the

Sapphire or steel needle.
Popular and standard selections.

SUPPLY
THE DEMAND

For
Latest

Broadway
Hits

85¢.

In Canada
90c.

IMMEDIATE DELIVERY
OF THE BIG SELLERS

big Broadway hits.

Can you supply the demand?
not help build up your business.

The American pul)hc wants what

distribution of this record will
be given to any dealer or jobber
upon application.

SUPPLY
THE DEMAND

With
The

Record

of
Quality

Hill-and-Dale
Cut

Your customers are asking for Smiles, Belgian Rose, and other

Turning customers away does

Handle OxeH Records, and

give your customers what th'} ask for, when they ask for it.

it wants when it wants 1it.

RECORDS

The Record of Quality

JOBBERS
DEALERS

Ox=HR=coreS are of special interest to you.

A remarkable proposition.

Get in touch with us today.

LET YOUR EAR BE YOUR JUDGE

OTTO HEINEMAN PHONOGRAPH SUPPLY CO., Inc.
25 West 45th Street, New York.
Gentlemen:-

1 am interested in your Ox=HRecore§

Please put me on your mailing List.

Name -
DEALER OR JOBBER

Street
City State
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Featuring the Musical Possibilities of the

Talking Machine = = = =

[Note.—This is the twenty-first in a series of articles on
the general subject of the musical possibilities of the talk-
ing machine. The aim of the series is to develop these pos-
sibilities from all angles, thus opening up fields for sales
expansion oftentimes neglected wholly or in part.—Editor.]

MUSIC STUDENTS AS PROSPECTS

We may resist the truth as much as we will,
but we cannot stay its progress. We may pre-
tend to ourselves that the next few years will
be as past years have been, that the world will
wake from its dream of torture to go back to
old ways and ideals without a spasm of change,
but we know when we say it that we are talking
nonsense. The world can never go back, and
it would be a most unfortunate thing for the
world indeed if it could.

Business

Now, among other things, which will never
be again as once they were, is undoubtedly the
business of selling musical instruments, espe-
cially those elaborate and relatively expensive
embodiments known as the talking machine,
the piano and the player-piano. The talking
machine or phonograph, whatever one calls it,
is at the moment passing through a very grave
and very important crisis in its adventurous ca-
reer. The days of promotion are decidedly
past. The days of public indifference are
gone for good. The days of blind acceptance
are gone, too. In a word, the formative period
has been left behind and we find oturselves fac-
ing a public grown strangely critical yet strange-
ly desirous. We find before us a demand for
music such as the world has never known be-
fore, and along with it a critical taste and judg-
ment, which, with all it must yet learn before
it is approved perfect, is nevertheless daily be-
coming more acute and exacting.

New Ideas

Such notices as that of the new reproducer
which the Pathé people have just announced,
such improving, refining and developing as we
see all round us indicated in the advertising col-
umns of this paper, point alike to the opening
of a new and splendid era. They point also
to a recognition by the trade of the need for
higher and more critical standards, to support
and meet the needs of a more exigent public.

It is evident indeed that we have much to
learn. We are faced with the necessity for
bringing before the public a more convincing
story. We must have a new tale to tell and
one which shall charm minds no longer fasci-
nated by any sort of sounds ground out from
any sort of machine. We have to find new and
better retail methods, and find them now.

An Objection

But is it not true, some one will say, that the
great difficulty just now is to get the goods?
Is there the slightest difficulty in selling such
machines and records as we can get? Assured-
ly not. There is no difficulty to-day, but things
may be quite different to-morrow. However
long the last stretch of the road to victory may
be, the end is actually now calculable. Victory
is coming. And with victory will come the
manifold problems of demobilization, of recon-
struction and of readaptation to ways of peace.
It will therefore be more than ordinarily neces-
sary for us to have in preparation for these
times new and better machines, new and better
records, new and better methods of selling.

A New Field

Much could be said on this subject that be-
longs better to articles on salesmanship, but
there is one special point to which I should
like to direct attention. When you come to
think of it, the musical possibilities of the talk-
ing machine should always furnish the basis
for any selling scheme whatever. Already the
far-sighted and enterprising work of the Victor
Co., to take one prominent example, has

bro
the message of fhe talking machines musial - S A

values to the attention of the people through the
schools, those gardens of our social relations,
and it now remains for us to carry on this work
in even more intensive ways. Among the many
possibilities which have not as yet been culti-
vated to any extent, but which are worthy of
the closest investigation nevertheless, is that of
linking up the talking machine with the definite
and serious study of music. As yet, indeed,
the details are not completely clear in my own
mind,-but I do not speak at random. The sub-
ject has been before the attention of musicians
and of practical talking machine men and has
the utmost importance and value.

For the moment it is possible only to lay
down certain general ideas, from which per-
haps may be evolved later more specific rules.
But if the general principle can be established
there will be no trouble about working out the
details in due course.

For the Student

The point I should wish to press to the utmost
is that the talking machine can be promoted, ad-
vertised and sold as a definite aid to the definite
and serious study of music; an aid which is quite
unique and which stands quite by itself, neither
taking the place of any other method or imple-
ment or susceptible of supersession by any
other. The assertion is also made here that
by taking up and working out this idea in prac-
tical form, the retailing of the talking machine
may be put into a stronger position for the
strenuous times which we shall have to expect
during the post-victory period. It is not, and
is not asserted to be, the only new idea needed,
but it is asserted to be one of the good and
practical ideas needed by the trade.

Consider a few broad aspects of the question.
We have all the elements and nothing is lack-
ing save their due correlation. The study of
music may be considered under two aspects, as
professional work and as work in appreciation.
Nine persons in every ten will be more inter-
ested in the second branch of the subject. But
the tenth person will, of course, be the more se-
rious one relatively and keenly interested. What
can the talking machine give to the serious stu-
dent of music?

The Question of Style
Whether the subject of study be voice, vio-
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Clifford A. Wolf
MANUFACTURER OF

g Diamond and Sapphire
% Phonograph Points

By William Braid White

lin, 'cello or piano, the talking machine can
always give one thing in unlimited quantity.
It can give an unlimited number of examples
of style. To the vocal student the oppor-
tunities for comparison of styles, of delivery,
of phrasing and of general artistic conception
are very numerous indeed, and become more
numerous every month. Almost any branch of
vocal study and vocal art can now be subjected,
through the talking machine and its records, to
close comparative study. It is literally as if one
had the opportunity to take lessons in the art
of singing from a whole regiment of the best
singers.
The Student as a Sales Field

It seems to me that this side of the question
has not yet been handled with sufficient intense-
ness. The general public have heard much
about having Caruso at home and all that sort
of thing, all of which has been good and useful
in its way. But the music student has not yet
been made the object of definite sales work de-
signed to bring him or her into close vital con-
tact with the talking machine as with an im-
proved weapon for his study and improvement.
It seems to me that we are neglecting the enor-

mous number of music students and their
teachers.
What is true of the vocal student is also

true of the violinist or ’cellist. The recording
of the ’cello is one of the triumphs of the art
and the same may be said to-day of violin rec-
ords, which are now more than ever true to life
and faithful representation of the loveliest mu-
sical instrument of all. More and more, the
art of recording begins to approach complete
fidelity. More and more, therefore, it is up to
us to take advantage of every situation and
of every strong point that is brought forward.
These strong points multiply as the records and
the machines improve and as the list of grea*
artists becomes ever greater in size and impor
tance. We are missing great opportunities it
we fail to seek out, develop and enlarge every
field of sales opened up as new fields always
will be opened up with every improvement in
manufacture. One of these opportunities is
sketched out here. I shall hope to set it forth
in complete detail during some subsequent ar-
ticles in this paper.
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Style 3
Mahogany,
$225.00

‘Walnut, $245.00
Height, 51 inches.
Depth, 25% inches.
Width, 24 inches.

Style 1

Y Oak, $130.00

Walnut, %

sua500 &
Mahogany, $130.00

Height, 4614 inches. Depth,
21% inches. Width,

19% inches.

For prices, and pertinent compelling facts, get in touch with

BUSH & LANE PIANO COMPANY

HOLLAND, MICHIGAN

Style 4
Mahogany, $260.00
Walnat, $280.00 I

Height, 51 inches,
De?th, 25% inches.
Width, 24 inches.

Style 00
Retails at $60.00
Mahogany or Oak

THE

BUSH & LANE
PHONOGRAPH -

BUlLTg by men who have made a life-study of tone-production, the

Bush & Lane Phonograph combines the principles of the piano’s sound-
board with the highest ideal of case architecture and of constructional work-
ménship. It is an instrument of UNIQUE, not of ordinary or usual, good
qualities. [t stands in a class by itself; for it is among PHONOGRAPHS

what its famous NAMESAKE is among PIANOS. -

Style 2
Mahogany,
$155.00
Walnut, $170.00

Height, 463; inches.
Depth, 24 inches.
Width,’ 21%; inches.

Style 0
Mahogany, $85.00
Oak, $95.00
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AN IMPORTANT U. S. COURT DECISION ON PRICE FIXING

In Dismissing Federal Indictment Against Colgate & Co., Charged With Violating Sherman Law,
U. S. Circuit Court Expresses Valuable Opinions on Price Maintenance

The members of the talking machine trade
who are involved in, or who have some direct
interest in, cases now in the courts regarding
the rights of a manufacturer to fix retail prices,
as well as to refuse to sell to dealers who fail
to maintain prices, have received with consider-
able satisfaction the announcement that Federal
Judge Waddill, in the United States Circuit
Court for the FEastern District of Virginia,
sitting in Norfolk, Va., on October 29, dis-
missed an indictment returned against Colgate
& Co., the soap and toilet powder manufactur-
ers, for alleged violation of the Sherman Law.
This action was on a demurrer by the company,
which the Court sustained.

Judge Waddill sustained the contention of
Colgate & Co. that a manufacturer, provided he
is not in conspiracy with other manufacturers
of similar products, has the right to fix and en-
force the maintenance of reasonable and fair
prices and that such a manufacturer is violating
no law in refusing to sell again to a retailer
who fails to maintain such a fixed price.

Price cutting demoralizes business, the Court
declared, and the public is not always bene-
fited by temporary reductions in prices if the
article is not a necessity and if no monopoly
exists in its manufacture.

It is expected that the action of Judge Wad-
dill will have a material effect upon other cases
of a similar nature now in the courts.

In analyzing the decision, Charles Wesley
Dunn and Mason Trowbridge, of counsel for
Colgate & Co., first referred to the fact that
after the courts had pronounced illegal the old
system of price maintenance contract between
manufacturers and distributors, the manufac-
turers were forced to adopt other means, one of
the plans being to attach a notice to a copy-
righted book or patented article prescribing the
price at which it could be resold, another plan
being to license the use of the article by the
dealer and by his customers as well. Author-
ity to adopt both of these plans is held to be
vested in the manufacturer under the Patent
Law, but both methods were held to be illegal
by the courts and therefore had to be abandoned,
tlie most famous case under the licensing
method being that of the Victor Talking Ma-
chine Co., with which the trade is familiar.

After reviewing the failure of various at-
tempts to fix resale prices, the Colgate’ & Co.
counsel said in part:

“This left but one remedy to a manufacturer
still unforbidden by the courts. He might sim-
ply refuse to sell to any dealer who would not
charge the prices the manufacturer suggested.
Various concerns had adopted this policy, but
probably none of them had employed it so
long as Colgate & Co. or had stuck to it so
consistently. This company maintained it con-
tinuously in some of its lines for forty years
or more. The policy has become so far identi-
fied with them as to be very generally known
in the trade as the ‘Colgate plan.’

“In 1917 Federal District courts—in three
cases between private litigants in which they
passed upon this sales plan as used by other
companies—instructed juries that this, too, cre-
ated a combination in restraint of trade, and
was contrary to the Sherman act. Thereupon
the Attorney General informed Colgate & Co.
that they would be indicted if they did not
abandon the policy. It was not an agreeable
thing to invite a criminal prosecution, especially
in the face of these adverse ruliiigs, but the
company felt that they were fighting for a princi-
ple and that it was due to themselves and their
customers to see the thing through.

“They stood for the fundamental right of all
owners of property to sell or not as they please.
The right of a dealer to resell Colgate products
which he had bought and paid for, at any price
he saw fit, was recognized fully by the com-
pany. But it claimed for itself a similar right
with respect to goods it had not yet parted with;

the right to dispose of them as it saw fit, or, if it
chose, not to dispose of them at all to merchants
whose methods were injurious to itself, its dis-
tributers and the public.

“The company, therefore, accepted the indict-
ment, and filed a demurrer to it, asking that it be
dismissed. This demurrer has now been sus-
tained and the indictment quashed in a sweeping
decision upholding all of the company’s conten-
tions.

“The opinion states the vital issue raised by
the indictment to be ‘how far one may control
and dispose of his own property,’ and affirms
the right of any owner of goods to sell them
or not as he sees fit.

“The court recognizes the vital interest which
a manufacturer has in the prices at which his
goods are resold and the injurious effect upon
his business which may be caused by price-
cutting. It notes that the public is not by any
means necessarily benefited by price cutting, but
that a price cutter, after he has demoralized

the market for a product, may raise the price
upon it again and individually profit by the
operation, The court says: ‘What the public is
interested in is that only reasonable and fair
prices shall be charged for what it buys, and
it is not claimed that the defendant’s manner
of conducting its business has otherwise re-
sulted.

“Pending this decision the Federal Trade
Commission had adopted the view of the At-
torney General and in a large number of pro-
ceedings before it held that a refusal to sell
to dealers who do not adhere to indicated
prices violates the Sherman Law, although it has
also expressly ruled that selling below cost is
an unfair and unlawful method of competition.

“Between these various conflicting rulings
the law will not be finally established until the
matter comes before the Supreme Court. The
present case is the only proceeding of any
kind before a Federal tribunal, squarely pre-
senting this issue, in which any opinion has yet
been handed down, and stands as the most care-
fully considered and deliberate expression of
judicial opinion thus far uttered. The company
is confident that it will be sustained by the
Supreme Court.”

FINE NEW QUARTERS IN PORTLAND

Hyatt Talking Machine Co. Now Settled In Fine
New Home In That City

PorrranD, Ore, November 4—The Hyatt Talk-
ing Machine Co. are now permanently located
in their handsome new quarters at 350 Adler
street, where no expense has been spared in
making the establishment one of the finest in
the city, if not in the State, devoted exclusively
to the sale of talking machines.

The equipment includes twelve soundproof
booths for the demonstration of machines and
records, all of them arranged with a view to
both general attractiveness and convenience of
both employes and patrons. Ample record
space is provided and the record department
is readily accessible from any of the booths.
The booths are furnished with handsoine rugs
and draperies to match and supplied with com-
modious upholstered wicker chairs and tables.
The display rooms have a capacity of about
seventy-five machines.

The Hyatt Co. handle a well diversified line,
including the Victrolas, IEdison Diamond Discs,
Edison Amberolas, Grafonolas and Brunswick
phonographs, as well as a large stock of records
for the various types of machines.

NEW “CONVERTO” MODEL

Just Announced by the Lundstrom Mfg. Co. to
Accommodate Latest Victrola “VI”

The C. J. Lundstrom Mfg. Co., of Little Falls,
N. Y., manufacturer and patentee of the well-
known “Converto” cabinets for the small Vic-
trolas, have announced a new model in the
mahogany finish to accommodate the latest
mahogany Victrola “VI” just out.

The Lundstrom Co. has also recently an-
nounced a new policy of distributing these cab-
inets through the jobbers only to the retail trade
for the protection of both its wholesale and
retail contingents.

The large representative list of wholesalers
now handling the “Converto” cabinets is strong
evidence of the merits of this unique cabinet.
They have proven a tremendous success wher-
ever introduced and offer an exceptional oppor-
tunity for Victor dealers in these times when
cabinet machines are almost unobtainable.

The Chicago Talking Machine Co. who have
been sending folders to their dealers, listing
every record in their stock which they can ship
at once, have received appreciative letters re-
garding this move.
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PRESS THE BUTTON-—

THE MOTOR STARTS

delivery.

248 Boylston St.

No Winding, No Noise, No Spring Trouble
THAT IS

THE VEECO WAY

The improved VEECO electric motor is designed primarily and
exclusively for Talking Machines.
action and practically fool-proof.

voltage from 100-125, A. C. or D. C., without adjustment. Other
models for any voltage from 6-250. Furnished mounted on 12
or 12% inch mahogany board ready to install, or without board,
all ready to mount on such board as used by the manufacturer.

With the VITRALOID turntable, supplied with the motor, it

makes a complete motor unit for high class machines.

Send for a sample NOW and place your order at once for early

THE VEECO COMPANY

THE ORIGINAL PRODUCERS OF A COMPLETE ELECTRIC DRIVE
FOR TALKING MACHINE MANUFACTURERS’ USE

It is smooth and noiseless in
Standard models run on any

Boston, Mass.
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Are given a few of the facts per-
taining to a very remarkable op-
portunity.

If you wish to greatly increase
your business this winter, with
profits increased in proportion—

Sign the coupon printed below
and mail same to us at once.

THOS. E. WILSON & CO., §
701 North Sangamon St., QQ'O
Chicago, Illinois \/ ?3 .
, oy @
Gentlemen :— (v4 O
Please send me particulars pertaining to your special ?} % OQ
proposition on Wilsonian Phonographs. [ understand that ), o O ’/f 00
this request places me under no obligation whatsoever. osd @ & @
| %.
Signed .
Address _
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A Complete

Line

Backed By One Of The World’s Greatest
’ Trade Marks

LSONIA ]
%“II{'ONO GRAZP

Seven Wilsonian Plays
Superb Models Prices Range Any Record
Each of the seven in- $ 45.00 The Wilsonian plays
struments included in the 55.00 all makes of disc records
Wilsonian line is designed 80.00 with wonderful clearness
and priced to appeal to a 100.00 and beauty of tone. It
distinct buying class. 115.00 1s not necessary to make

You will have a phono- 135.00 annoying mechanical
graph for each prospect 165.00 changes when varying
if you handle the com- There is a Wilsonian styles of records are being
plete Wilsonian line for every home. played.

We are also National Distributors for, and always carry
a complete Stock of, Paramount Records

Write To-day For Our Dealer Proposition
It Means Money To You

\\ __/\ //

25 W T ] ‘ 1 North

bt THOS. E.WILSON & Co. | IR

New York W v Chicago
CHICAGO

U.S. A.

Wilson & Co. branches are in all principal cities including ;
Pittsburgh Buffalo Denver Kansas City

Boston Detroit Omaha Charleston
Philadelphia Rochester Dallas Memphis
Baltimore Cleveland Atlanta 5 Spokane

Salt Lake City New Orleans Los Angeles Minneapolis
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NEW!

The Columbia Record Catalog is out—the
New one! And it’s new all through—typog-
raphy, pictures, material, arrangement.
New and better.

Columbia Graphophone Co.

BIG DEMAND CAUSES EMBARRASSMENT IN MILWAUKEE

Stock Shortage Makes Dealer’s Problem One of Allotment Rather Than of Selling—Looking For-
ward to Post-War Period—Badger Co. President Honored—General News

MiLwAUKEE, Wis, November 9. The talking
machine trade of Milwaukee is convinced that it
is an unerring law of the business world that at
a time when the demand is best the supply is
sliortest. That seems to be the outstanding
feature of the situation at this time. In the
face of probably the broadest and most urgent
demand for talking machines and phonographs
that has ever been known, not only are stocks
in the hands of retailers low, but jobbers and
wholesalers have practically nothing on their
floors, and, to cap the climax, manufacturers
have been requested to make a further curtail-
ment of production.

This is not a rosy outlook on its face, but the
prospect that within a short time the war-torn
world will be delivered from great evil offers
such encouragement that talking machine men
are glad to make further sacrifices at the mo-
ment with the knowledge that they are on the
threshold of a new wonderful era for their busi-
ness.

The demand that has been created is not go-
ing to be dissipated very soon, in the opinion of
local dealers and jobbers as well. There is
every indication that it will far outlast the pres-
ent period of short stocks and will manifest it-
self when that day comes when manufacturers
again find themselves able to return to normal
production. Therefore there is no gloom in the
talking machine trade in Milwaukee.

“The demand for Victors unquestionably is
the best and broadest in our experience,” said
Harry A. Goldsmith, secretary of the Badger
Talking Machine Co., Victor jobber. “Supplies
are perhaps the lowest they ever have been. On
top of that we received notice a few days ago of
further curtailment of production. That makes
it a question merely of distributing such stocks
as we can get in the most equitable manner. Our
dealers must be satisfied to get delivery in the
proportion that we are supplied. All of them,
I think, understand the situation.”

Mr. Goldsmith, like other keen students of
conditions, looks forward to a post-war period
of the greatest development of the talking ma-
chine business since this form of musical in-
strument was invented.

“Brunswick business is splendid” is the com-
ment of Thomas I. Kidd, manager of the Bruns-

wick-Balke-Collender Co.’s local branch. “If we
had the goods I believe we could sell twice as
many machines. Qur dealers throughout Wis-
consin and Upper Michigan report the largest
sales ever known.”

Charles J. Orth, distributor of the Puritan in
Wisconsin and Upper Michigan, is conducting
one of the most striking advertising campaigns
this city has ever known. Mr. Orth is looking
after the retail interests of the Puritan in Mil-
waukee and immediate vicinity and scarcely a
day passes without the appearance of an Orth-
Puritan ad. Mr. Orth is personally respon-
sible for the “copy,” which is distinctly new and
attractive. He is co-operating with his retail
representatives throughout the territory and fur-
nishing them with similar “copy” suited to their
peculiar local needs.

Frank H. Hochmuth, Victor dealer, 347 Third
street, is receiving the sympathy of the talking
machine trade at the death of his eldest son,
Hans W. Hochmuth, who succumbed to pleuro-
puneumonia, the outgrowth of Spanish influenza,
at the base hospital at Camp Custer, Mich., on
October 21. Mr. Hochmuth spent nearly three
weeks at the bedside of his son to minister to
his wants. The young man was thirty-two
years of age and entered the military service in
September, 1917. Previously he was his father’s
chief assistant in the store.

George F. Ruez, president of the Badger
Talking Machine Co., Victor jobber, has been
honored by Bishop Henni Assembly, Fourth De-
gree, Knights of Columbus, by election as faith-
ful purser, or treasurer. Mr. Ruez is an active
worker in the ranks of the K. of C.-and has
done some particularly effective work in the
war camp activities of the order.

Many Milwaukee talking machine dealers lo-
cated in the outlying sections are entering en-
thusiastically into the work now being done to
co-ordinate the various neighborhood business
men’s associations into a central body known
as the Milwaukee Federation of Local Commer-
cial Associations. Community clubs to the num-
ber of eighteen already have joined the new
body. This will greatly facilitate the adminis-
tration and enforcement of rules and regulations
issued by Governmental authorities to promote
conservation of light, fuel, man-power and other

PERSONAL SERVICE

The members of our Company are always available and
will gladly see you personally or write you at any time we
can possibly serve you.

Why not communicate at once with us?

BADGER TALKING-MACHINE CO. jisee s

VICTOR DISTRIBUTORS

economies during the remainder of the war
period and the era of readjustment and recon-
struction afterward.

The new Aeolian-Vocalion records issued by
the Aeolian Co. are becoming increasingly pop-
ular in Milwaukee under the vigorous represent-
ation given by the Edmund Gram Music House.
Miss Julia Wolf, manager of the Aeolian-Vo-
calion department at Gram’s, is doing splendid
work in the promotion of both machine and rec-
ord sales.

WISCONSIN SONORA DEALERS MEET

Seventy-five Sonora Retailers Guests of Yahr &
Lange Drug Co. at Second Annual Convention
Held in Milwaukee Recently

MmwAaukeg, Wis., November 2.—The second
annual convention of Sonora dealers of Wiscon-
sin and Upper Michigan was held in Milwau-
kee on October 23, at the invitation of the Yahr
& Lange Drug Co. wholesale representative in
this territory. Because of the ban placed upon
public assemblages of all kinds by the health
authorities to combat the spread of the epidemic
of Spanish influenza, the convention was planned
along less elaborate lines than originally in-
tended, before the disease gained such a foot-
hold as to virtually “close up” the entire city
and State. Nevertheless, about seventy-five
dealers were present and profited by the busi-
ness sessions and enjoyed themselves at'a din-
ner party. Frank E. Coupe, director of sales
and advertising for the Sonora Co., was the
guest of honor and contributed much to the
success of the convention.

Business meetings were held at the Yahr &

Lange wholesale house, and the dinner at the .

new Milwaukee Athletic Club. Fred E. Yahr,
secretary of the company, who is giving his per-
sonal attention to the Sonora department, acted
as toastmaster. H., M. Hahn, Sonora sales man-
ager, was master of ceremonies. At the din-
ner Mme. Marie Yahr, wife of a brother to Mr.
Yahr; Edna Bodden-Hahn, and Miss Audrey
Eisendrath, all of Milwaukee, were soloists.
Accompaniments and solos were given on the
Sonora. Fleetwood Diefenthaler accompanied
Mme. Yahr, who is a_soprano of national note,
in her principal selections. The convention was
voted a great success, and every one who at-
tended returned to his home much enthused and
even miore aggressive a booster for the Sonora
than when he came. The gathering emphasized
once more the good will existing between the
Yahr & Lange Co. and its dealers, and the
splendid spirit of co-operation that is making
the Sonora known in every part of the Badger
State.

SEND FOR ILLUSTRATED PRICE LIST
AND FREE SAMPLE

“GLOBE” TRANSFER NAME PLATES

DEALERS EVERYWHERE APPLY THEM
ON PHONOGRAPHS, PIANOS, ETC.

GLOBE DECALCOMANIE CO.
JERSEY CITY, N. J.

I ——,
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ONE GERMAN SOLDIER IS HATLESS

L. C. Mountcastle, Formerly a Talking Machine
Man in Pittsburgh, Sends Back the Helmet
of a Prussian Guard as Souvenir

PrrrssurcH, Pa, November 4—The Standard
Talking Machine Co. has just received a most
interesting Boche souvenir from its former road
man, L. C. Mountcastle, now a sergeant in the
103rd Field Signal Corps in France. The hel-
met is particularly interesting, inasmuch as it
was worn by one of the Prussian guards, the
crack German military organization, which re-

Sergt. Mountcastle’s Souvenir
cently received such rough treatment at the
hands of the American soldiers.

In sending the helmet Mr. Mountcastle wrote:

“Thought maybe the office would like a Ger-
man souvenir, so ] am sending to-day a helmet
worn by one who at one time belonged to the
famous Prussian guards, the Kaiser's crack
troop. Bill sent them against the boys from
Pennsylvania and we showed 'em a new road to
hell. You will notice the helmet is camou-
flaged, and it has the Prussian guard insignia on
the side. Officers and men wear the same hel-
met these days. Only the most valuable troops
are given helmets at all. Suppose Fritz is shy
on metal.

“Never had so much money in my life. They
pay us regular, but we have nothing to spend
money on. Ouil if I ever hit Paris with all
these francs, what a time I'll have!”

The new J. H. Remick Co. store in Cleveland
will handle the Columbia line.

DEALERS

Offset the Record Shortage!
Keep Your Sales-Force Busy!
Sell Our Language Records!

French
Spanish
Italian
ALSO
F.M.C. FRENCH

MILITARY
CONVERSATION

Cash in now on the

Language Phone Method

and Rosenthal’s Practical Linguistry
I requires no scientific salesmanship to sell our records.
The courses are so simply arranged that the demon-
stration satisfies the prospect. The French Military
Course, 5 Double Discs, and Military Manual (Retail
$10.00) is ideal for Army, Navy, Red Cross
Our Display Signs Sell the Goods
Send for Particulars — Prompt Delivery

THE LANGUAGE PHONE METHOD
992 Putnam Bldg.,, 2 West 45th Street, New York

UNSOLICITED BUSINESS IN ATLANTA

Many Sales of High-Priced Instruments Made
to People Who Close Deals on First Visit to
Stores—What the Leading Houses Report

ATLANTA, GaA.,, November 8—The talking ma-
chine business in Atlanta and the Southeastern
territory for the month of October was very
satisfactory. The shortage of goods in all lead-
ing lines is affecting business to some extent,
but at the same time sales are more easily made
than ever before in the history of the industry.
The purchases are made spontaneously, the case
of one dealer being typical. He sold seven
$100 grade talking machines in one morning, and
he had never heard of nor seen any of his cus-
tomers before. Another dealer also sold a
$200 instrument and a $115 instrument for cash
to persons whom he had not solicited nor
pressed to buy.

The Haverty Furniture Co., Grafonola and
Pathé dealers, say that their business for Oc-
tober was indeed gratifying. Mr. Wilson, the
manager, states that as fast as he can get
Grafonolas opened and on display they are sold,
placed on a truck and delivered. Practically all
sales are from $100 up. He states that the rec-
ord business is large and growing all the time.
The Haverty Co. report that all of their stores
in Georgia, South Carolina, Alabama, Tennes-
see and Texas are doing a nice volume of busi-
ness.

The Atlanta Talking Machine Co., Columbia
and Aeolian dealers, report business as substan-
tial in volume and satisfactory as to cash sales,
first payments and monthly terms. They ex-
pect a continued large volume of business.
There is an inclination to stiffen first payments
and monthly terms all along the line. Geo. P.
Howard, president of this company, is very op-
timistic for the future.

The Atlanta Phonograph Co., of whom it was
recently announced in these columns that they
had taken on the Columbia line, are reported as
doing a fine business. They are fortunately lo-
cated in a section of the city where there has
never before been an aggressive, active dealer
in any make of talking machine, and have an ex-
cellent location from a strategic standpoint.
Mr. Riley, proprictor of the store, is highly
pleased with his success with the Columbia line,
and is looking forward to a most satisfactory
winter and holiday trade.

The Cable Piano Co., exclusive Victor dealers,
are doing as much business as they can with
the amount of goods they are able to get. It
is stated that they could in all probability sell
any quantity of Victrolas that could be secured.
Their record business is very large and all rec-
ords are in active demand, the popular selections
at 85 cents going literally like “hotcakes.”
Their business in Red Seal records is possibly
the largest in the city.

Your correspondent in passing along the
streets can see almost every day some new
dealer in talking machines. All the old line
companies are not qualifying any new dealers,
but there are any number of new makes on the
market, and some of them are of merit.

The Atlanta district went several million over
the quota in the last Liberty Loan campaign, the
city of Atlanta being about $2,000,000 over.

At a recent meeting held in Atlanta there was
formulated a plan for materially strengthening
the stand retail merchants are making for large
cash payments and greatly shortened terms on
retail sales. Many merchants (talking machine
dealers as well) have been for some months
selling on shorter terms, and if the talking ma-
chine dealer could sell, as most other merchants
do, on thirty, sixty and ninety days’ time, it
would possibly be the greatest step forward in
the recent history of the industry, for the time
has passed when the phonograph was a curiosity
and those long years of approvals, cut-throat
terms, and almost impossible competitive condi-
tions, even for the largest and strongest deal-
ers, have practically passed. It is very gener-
ally hoped that the new idea will take root and
grow.

Phono-Grand

The
for to-day’s Musical

Needs

Perfect Instrument

A Reproducing Piano
A Splendid Phonograph

Beautifully and compactly

combined ; shape and size
ideal

bungalow homes.

for apartment or

Piano uses QRS expres-
sion rolls.  Phonograph

Plays all Records.

Everybody is delighted with
it, everybody wants it.

The Phono-Grand is the one best
proposition for a big and quick

seller this winter.

Write Now for Facts

J.P.Seeburg Piano Co.

200 Sou sae 8. Chicago, Il
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HOLIDAY ADVERTISING CAMPAIGN ON IN INDIANAPOLIS

Talking Machine Dealers After Christmas Trade—Pearson Piano Co. Has Vocalion Line—How

Epidemic Helped Record Sales—E.

INpIaNAPOLIS, IND,
taking over of the entire line of the Aeolian
Co. here, the Pearson Piano Co. will handle
four makes of talking machines—the Victor, the
Edison, the Cheney and the Vocalion.

The closing of Aeolian Hall at 237 North
Pennsylvania street will be missed by Indianapo-
lis music lovers. The entire building of three
floors and a large basement was given over
entirely to musical products, among which was
the Vocalion. The securing of the line by such
a prominent house as the Pearson Co. will, how-
ever, go far to fill the gap.

The bans issued by the city board of health
ir the effort to prevent the spreading of influenza
and pneumonia have been lifted, much to the
satisfaction of talking machine dealers, although
this class of business was not hit as hard as
some other lines of retail business for the reason
that many people bought records to entertain
themselves at home, everything else being
closed up.

As soon as the board of health had issued its
order closing theatres, schools, churches, etc.,
and also ordered that retail stores in the busi-
ness district should not open up before 9.45 a. m.
and close at 6.15 p. m., George F. Standke, of
the Brunswick Shop, took advantage of the
situation and inserted an advertisement in the
newspapers directing the attention of the public
to the drastic closing orders with the suggestion
that talking machine owners lay in a stock of
records and that persons not having a machine
should make a bee line to the Brunswick shop
and get one at once. The results from the ap-
peal were gratifying.

Word has been received of the wounding in
France of Emerson B. Knight, formerly adver-
tising manager of the Stewart Talking Machine
Co., wholesale jobbers for the Victor line here.
Mr. Knight is with the marines in France.

November 6.—With the

B‘ Knight Wounded—News of Month

The latest word from Mr. Knight is that he is
recovering in an evacuation hospital. Knight
was sent into action two weeks after his arrival
in France. In a letter describing the event,
Knight said the company of marines he was with
were sent to assist some shock troops. He said
the boche artillery was sending shells over rap-
idly and that his squad finally reached an aban-
doned German trench. Shortly after Knight
said something hit him and that he knew no
more until he awoke on a hospital cot. He was
wotunded in the shoulder and said he expected to
be out of action for several months.

The talking machine and music dealers have
joined together in an advertising campaign for
the Christmas season. In page advertisements
the dealers are appealing to the public among
general musical lines, the names of the dealers
being placed at the bottom of the advertise-
ments. “Music is the spirit of Christmas” is the
headline on the latest advertisement. The ap-
peal also is made for early Christmas shopping.

HOW BUFFALO WENT ‘OVER THE TOP’

Burraro, N. Y., November 6.—The talking ma-
chine and piano men of Buffalo went consider-
ably over their quota, which was $215,000 in the
Fourth Liberty Loan drive, and officially re-
ceived an expression of gratitude for the fine
work from the general managers of the cam-
paign. Previous to the drive there was a get-
together dinner at the Hotel Statler, presided
over by William H. Daniels, which helped ma-
terially toward the unification of the allied music
forces. A feature of this dinner was the re-
election of the following officers of the Talking
Machine Dealers’ Association of Buffalo: Presi-
dent, Thomas A. Goold; vice-president, E. G.
Emens; secretary, Harry G. Towne, and treas-
urer, Mr. Biesinger.

R. W. GRESSER’S NEW POST

Has Become Associated With the Southern Cali-
fornia Hardwood & Mig. Co., With Head-
quarters in Los Angeles

R. W. Gresser, formerly sales manager of the
Delpheon Co., Bay City, Mich.,, manufacturer
oi the Delpheon phonograph, has resigned from
this position and has become associated with
the Southern California Hardwood & Mfg. Co.,
Los Angeles, Cal. Mr. Gresser left for the
Coast the end of last month, and according to
present plans will have an important announce-
ment to make regarding his new connection in
the very near future.

In his present post in Los Angeles Mr.
Gresser will have charge of the phonograph
division of the Southern California Hardwood &
Mig. Co., and will have under his direction the
manufacturing and merchandising of this com-
pany’s popular line of phonographs. Mr.
Gresser’s past experience in the trade well quali-
fies him to assume this important position, and
his intimate familiarity with every detail of
talking machine manufacture will undoubtedly
enable him to achieve pleasing success in Los
Angeles.

While associated with the Delpheon Co. Mr.
Gresser made frequent trips throughout the
country, visiting the dealers and the leading
jobbers. He made a careful study of the deal-
ers’ requirements, and left nothing undone to
give the dealers 100 per cent. service from a
manufacturing and sales standpoint.

The Southern California Hardwood & Mfg.
Co. occupies the largest and oldest wood-work-
ing plant in the West, this plant covering eleven
acres. The company has been achieving splen-
did success with its line of “Hawthorne” phono-
graphs, and under Mr. Gresser’s able direction
the popularity of these products will undoubt-
edly advance steadily.

The Kaiser has not invested in War Savings
Stamps. Are you like the Kaiser?

An opportunity, Mr. Dealer, unless you

YOU LOSE

and BIG. FREE OFFER on

learn the MERITS

The
ORIGINAL
and Only SAFE
POLISH,
CLEANER and
REVIVER
for PIANOS,

anmgf’l\?‘
k({,G;d Rene\‘q]nls “@
‘ | pianog,| I

TALKING ks Mach,

Cabinets |

MACHINES
and Delicate

FURNITURE
“Not a Floor Oil”

Will Accomplish

Preparation for the

Space will Not
Permit the
Explanation of

the Wonders

- PIANO CREAM

" A Distinctive

Musical
Instrument Trade

‘Write your Jobber at once for BIG

Packed in 15c., 30c., 50c. Tubes—also larger Packages.

or communicate with

MASTER MFG. & SPECIALTY CO.

CAMDEN, N. J.

Special Representative—Clement Beecroft

FREE OFFER

BEE

RECORD CABINETS

Record Envelopes

“Ready Files”

CLEMENT BEECROFT

309 West Susquehanna Avenue
PHILADELPHIA, PA.

For Records
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Something brand new! Something infinitely more
pleasing and satisfying! A real scientific discovery.
A graphophone needle that draws forth such beauty
and clearness of tone as has never been equalled. A
needle that doubles the value of the phonograph —
that trebles sales of needles! records!—machines!
—that guadruples your profits! That will make your

66

A Talking Machine

Needle Without a Fault
Rush Coupon for FREE SAMPLE!

store stand first and foremost in your locality. Don'’t
put off! Send coupon NOW for free samples and
price of the latest sensation — the greatest of all
phonograph needles, the Tonofone!

BETTER STILL: Order a supply today. Increase
your Christimas Sales of machines and records. We will
give you the right wholesale price. Our money-back-
guarantee protects you ABSOLUTELY.

The Talking Machine Needle That Puts Magic in Music

The Tonofone is made on entirely new principles, of
entirely different materials, Instead of skipping or jumb-
ling many of the finer microscopic undulations vibrated
into the groove when the record was made, the smooth,
resilient, platinum-like Tonofone point gets them all.

Nor does this wonderful needle dig into and mutilate the walls of the
groove and so impair the record itself and the volume and quality of there-
production. On the contrary, it preserves and prolongs the life of the record.

It transmits each separate tone in all the fullness and quality of the
original rendition. It loses nothing—confuses nothing. It marks a dis-

Don’'t Be Hide-Bound by Precedent!
Blaze New Trails—Sell What the People WANT!

Be progressive! Be alive to fresh opportunities! Get in at the beginning—when ideas
Put Tonofone needles in stock and sell the people what they
Manufacturers, dealers, critics and public all crazy about Tono-

are new—when sales and profits are luscious.
want. One demonstration will suffice!
fone results. Send the Coupon and see for yourself,

If, for any reason, you do not find Tonofone needles as

MoneY'BaCk Guarantee represented, and entirely satisfactory, you may

return them at our expense and we will refund full purchase price.

No sales-losing de -Josi 1
PROMPT DELIVERIES G e o bt ihaiss oy where

Mail Mail
the the
Coupon! Coupon!

tinct advance in phonograph music—a new epoch in the phonograph world.

Gone is the scratch—the twang—the squeak. Gone is the last linger-
ing blemish to phonograph music! All is eliminated by the Tonofone. All
is replaced by a beauty, a clearness, a matchless and mysterious purity of
tone that has amazed listeners everywhere — that can be produced,
positively, by »o other needle.

Tonofone needles play all records, both vertical cut and lateral cut.
Can be used on all modern phonographs and talking machines,
Each needle plays from 50 to 100 records faulitlessly! Sell
at retail —4 for 10c in attractive package, 100 packages
in a display carton.
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Come Back.”

By George! .
George Cohan wrote it. George MacFarlane
sings it.

are you fixed for a supply?

.

Is some record—*“When You
Everybody’s buying it—How

Columbia Graphophone Co.
NEW YORK

TWIN CITY DEALERS MAKING BEST OF WAR SITUATION

Members of Retail Trade Appreciate the Problems of the Factories and Make Allowances for Stock
Shortage—Foster & Waldo Take on Sonora Line—Jobbers Flooded With Orders

MannNeapoLis and St. Pavr, MinN., November
4.—Unless all indications fail every talking ma-
chine sent to Minneapolis and St. Paul before
the holidays will be sold and the dealers will
bc yelling for more and more. As a matter of
fact they are complaining already, and if it were
possible to sour the nature of a talking machine
man some of them would be quite bitter by this
time. The dealers, however, are making the
best of the situation, hoping to reap the reward
later on of their present virtue.

“We realize fully that the Victor Co.’s loyalty
in participating in the Government’s wartime
program has greatly diminished their output of
talking machines and thereby greatly reduced
the supply available for dealers,” said E. F.
O’Neill, of the Beckwith-O'Neill Co. “Their
letters of September 13 and October 30, outlin-
ing their position, have been favorably received
by the Northwestern dealers as unusually frank
and able statements of the true situation, and
the men in the trade are making the best of an
unavoidable condition. From a wholesale stand-
point it is now possible only to distribute ma-
chines and records in exactly the same ratio as
we receive the same from Camden and to view
the future with an optimistic mind. We are
convinced that the end of the war will find the
Victor Co. unimpaired from a manufacturing

standpoint and will be able to divert its organ-
ization immediately to the regular channels.”

Foster & Waldo have added the Sonora line
to their stock of Victor, Edison and Columbia
machines. ‘This house already is doing a holi-
day trade in talking machines, and the addition
of the fifth line, the Brunswick, for instance, is
in the range of possibility.

“We are helpless in the situation that con-
fronts us,” declared George Mairs, manager of
the talking machine department of W. J. Dyer
& Bro. “We are receiving orders from hun-
dreds of points in the Northwest, which we are
unable to fill.”

The big Pathé stock of machines and records
held by G. Sommers & Co. for distribution
throughout the Northwest is going rapidly, ac-
cording to Jay H. Wheeler, the manager. He
reports that he already is barren of the popular
No. 7 and No. 12 styles, and only has a fair
supply of the other styles. Seven men are on
the road throughout the Minnesota and Da-
kotas territory, and they virtually are swamping
the headquarters with orders.

It’s the same story with the Columbia Co.’s
Northwestern headquarters. The road men are
turning in such large orders that the local sup-
ply nearly is exhausted, and the producing fac-
tory fails to meet the incessant calls. The

ME

HONE MOTOR

Simple in construction, the most satisfactory and durable of all small motors.
Will play two ten-inch records with one winding.

Three years' successful record as the best single spring motor manufactured.

Immediate Deliveries

Write for Quantity Prices

Melophone Talking Machine Co.

380 Lafayette Street, New York -

No.1

Top and Side Regulator
COMPLETE WITH 10-INCH TURN TABLE

Sample $2.00

year’s business already is far in excess of the
total for 1917 or any other previous year.

Excellent business is being done by the
Cheney shops in St. Paul and Minneapolis.

A letter from Robert Souders, once North-
western manager for the Columbia Co., to E. F.
O’Neill conveys the information that the writer
is having the time of his life. He is in charge
of the Y. M. C. A. hut for officers in Winchester,
England, and declares that it is a great privilege
to- work for the men who are putting the Huns
on the run.

Skinner Chamberlain & Co., the big music
house at Albert Lea, Minn.,, announces that it
will confine its phonograph business to the Vic-
tor line, preferring to suffer a present sacrifice
and have its full compensation later on.

The Edison sales in the Northwest, both in the
rctail stores in St. Paul and Minneapolis and
the interior towns, already have exceeded the
1017 totals in the number of machines disposed
of. The money value, of course, is far and
away above the figures of last year.

Boutell Bros. are pushing the Brunswick line
with characteristic energy and cleverness. The
demands of the war have taken George M. Nye
and his Brunswick shop is closed, at least tem-
porarily.

F. A. DENNISON APPOINTED MANAGER

Takes Charge of Columbia Co. Branch in Buf-
falo, Succeeding O. M. Kiess, Who Enters Y.
M. C. A. Overseas Service

Fred A. Dennison, formerly manager of the
Columbia Graphophone Co.’s San Francisco
branch, has been appointed manager of the com-
pany’s Buffalo branch, succeeding O. M. Kiess,
who has resigned in order to enter the'Y. M. C.
A. overseas service. Mr. Dennison is one of
the “veterans” of the talking machine industry,
and his host of friends throughout the country
will be glad to learn of his appointment to the
management of the Buffalo branch. He has
for some time been desirous of residing in the
East, and his wish is now gratified. Mr. Kiess,
who has achieved signal success as Buffalo man-
ager, will undoubtedly be a valuable addition
to the Y. M. C. A. Overseas Corps, and in all
probability will leave for France shortly.

SOLDIERS APPRECIATE MUSIC

Major-General Shanks Writes of Pleasure Given
by Edison Machines on Troop Ships

In a letter recently received by Thomas A.
Edison, Inc., Major-General David C. Shanks
comments upon the contribution of the recently
donated Army and Navy models to the content-
ment, not only of the troops en route, but also
of the seamen and gun crews who are subjected
to the constant hazard of crossing the sea.

General Shanks remarks also on his pleasure
in the interest which the American people take
in the moral welfare and wholesome entertain-
ment of our men. He feels that such efforts
are thoroughly appreciated by the soldiers.

I
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FURNITURE STORES FEATURING TALKERS IN PORTLAND

Prominent Establishments in Oregon City Give Much Attention to That Department and Handle
Leading Lines—Stock Shortage Still a Problem—General Trade News

PortLAND, ORe, November 4.—Nearly all of
the big furniture stores of Portland are selling
tatking machines. Powers’ sells the Victrola;
Jenning’s the Columbia Grafonola; Calef Bros.
the Pathé; Gadsby’s the Columbia, and Ed-
ward’s the Columbia. All these are prominent
furniture stores doing a big business in regular
lines and delighted with the success of the differ-
ent talking machines carried by them. All re-
port good and increasing sales.

The demonstration rooms of the department
in Powers’ furniture store are very pleasing to
the eye. Rose-colored carpets and curtains,
easy chairs, beautifully shaded lamps make an
attractive place to spend an hour or so listening
to the records that are so willingly played for
customers by W. B. Maxwell, in charge of the
department.

The talking machine business at Wiley B. Al-
len Co.’s is doing remarkably well. Paul B.
Norris, manager of the department, is keeping
up his reputation as an excellent salesman. The
Brunswick machine, which has recently been
added to their stock, met with instant favor.

A Sonora has just been sold by James L.
Loder, manager of the Bush & Lane talking
machine department, to Captain Rouselite, of
the French motor ship “Pecheney,” a boat which
was built in Portland. Captain Rouselite, who
is an accomplishcd musician, was delighted with
the Sonora as soon as he heard it. The trans-
action was for cash—the Sonora costing $375.
Since this sale there have been three other in-
quiries from boats in the harbor as a direct re-
sult of the sale.

Leonard Streibig, who has taken charge of the
talking machine department of Wm. Gadsby &
Sons, is having a successful fall trade. The Co-
lumbia Grafonola is sold by this house.

Mrs. Z. Baker, in charge of the record de-
partment of Sherman, Clay & Co., has been very
ill, but has returned to work in her department.
Miss Llewellyn, of the record department, has
resigned and gone to the Sherman, Clay store,
of Seattle.

H. E. Cress, who has occupied positions with
several inusic houses, is now working for Bush
& Lane Co. in the talking machine department.

The last Saturday in September was the big-
gest record day the Hyatt Talking Machine Co.
has ever had. Business is rushing in their new
location.

Edward’s furniture store is having a good talk-
ing machine trade, said M. W. Davis, who is in
charge of the department. This store carries
the Brunswick, Vitanola and other machines.

W. H. Burr, who has been manager of the
talking machine department of Gadsby & Sons,
retired on account of ill health and has been
succeeded by Leonard Streibig.

W. E. Dodds, who has been in charge of the
talking machine department of Powers’ furni-
ture store, has enlisted in the navy and is in the
radio branch of the service in San Francisco.

“We are away behind in orders,” said L. E.
Gilman, manager of the Stradivara Co. “Busi-
ness couldn’t be better. The new OkeH rec-
ords are in and dealers are exceptionally well
pleased with them.,” Mr. Gilman has placed a
new agency in Seattle with the Standard Furni-
ture Co.

By a unique method G. F. Johnson, of the
G. F. Johnson Piano Co., has arranged his win-
dows in a manner that displays a hundred feet
of Victor records at one time. The effect is
highly pleasing to the eye, and Mr. Johnson says
it has resulted in large increase of record sales.
Robert Callahan, who was head of this depart-
ment, has gone to the Officers’ Training Camp
at the University of Oregon, his place being
filled by Miss Hayes.

J. L. Loder, in charge of the talking machine
department of Bush & Lane, is convalescing
from an attack of influenza, as is H. E. L’An-
glaise, manager of the Remick Song Shop.

The phonograph department of the Meier &
Frank Co. is doing an excellent business. J. H.
Matney is head of the department.

Miss Florence Isaacs, of Lipman, Wolfe &
Co.’s sheet music and Victrola departments, re-
ports a big record business. The Victor is the
only machine carried by Lipman, Wolfe & Co.

A fine business is being done by the Bruns-
wick-Balke-Collender wholesale house. This
company furnishes Brunswick machines to deal-
ers all through the State, and has six dealers
in Portland. A. K. McKinley is manager of

the Portland branch, and A. W. Wettler is the
credit man.

“The Record Shop” is a new institution in
Portland. This little shop is situated in the
Heilig Theatre Building—a most desirable loca-

tion—and is conducted by C. H. Williams. Co-
lumbia records are on sale exclusively.
L. D. Heatet, manager of the Columbia

Graphophone Co., says they have all the busi-
ness they can take care of, but few machines.
Therc are plenty of records and that part of the
business is better than ever. Frank Dorian, who
has been appointed manager of the Seattle
branch, is due in Portland in a few days.

Good advertising is force applied at the right
point.

REG. U.S.
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(Smiles—Fox Trot, Dance Orchestra

“

K-K-Katy—Baritone Solo, Arthur Fields
When You Come Back—Tenor Solo, Henry Burr |

Oh,How | Hateto GetUp inthe Morning—Medley One Step | Roger’s 1
Rock-a-bye Your Baby—Medley Fox Trot

Dealers and Jobbers
Good Profits :

Real Sales Cooperation:
Prompt Deliveries :
Are You Interested ?
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New Releases Now Ready
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WE ARE CLOSING

JOBBING RIGHTS

AND TERRITORY
VERY FAST

What About You?

HOFFAY IS PROVED

TO BE THE HIGHEST

QUALITY LINE THERE
IS TODAY

During 1917 our increase of

sales over 1916 was

1808%

See Talking Machine World issue March 15, 1918

During the first 10 months
of 1918 we have sold

Nine Times As Much

as during 1917

HOFFAY TALKING
MACHINE CO., Inc.

3 West 29th Street, New York City

PLANT IN WHICH THE PARAMOUNT RECORDS ARE MADE

Curcaco, Iir.,, November 9.—Perhaps many
people in the trade still fail to realize that within
ninety miles of Chicago we now have a modern
talking machine record plant of large capacity
and where the dealer desiring to be posted in-
telligently regarding the product he handles can
witness the pressing of records under the most
favorable circumstances.

As can be seen by the accompanying illus-

Grafton, the town in which it is located, is but
eight miles from Port Washington, Wis., where
the general offices of the company are located.
The recording laboratories are located in New
York, where tlie largest possible opportunity for
securing instrumental and vocal talent exists,
and is under the direction of Walter Rogers, a
man of years of experience in the selection of
recording talent. Both the laboratory experts

The Factory of the New York Reco:&ing Laboratories, Grafton, Wis.

tration, the plant in which the Paramount rec-
ords are made is ideally adapted for the pur-
pose. It is literally a daylight factory and is
admirably located so far as labor supply is con-
cerned; in fact, the company has experienced
no inconvenience whatever in this respect,
Transportation facilities are of the best, and

and the capable superintendent of the pressing
plant at Grafton are men who were secured by
the Paramount interests after years of experi-
ence with the old Eastern record producing con-
cerns. Remarkable progress has been made in
the organization of the distributive channels,
and the sales manager, M. A. Supper, has re-

Geo. A. Lowe Co.

OGDEN, UTAH

Sole Distributors of

HOFFAY PRODUCTS

for the State of Utah, East-
ern Nevada, Western Wy-
oming, Southern and Eastern

Idaho.

cently added a number of prominent concerns
to the already formidable list of distributors.
The demand for Paramount records has grown
so rapidly in the last few months that it has
required the installation of a number of new
presses at the Grafton plant.

A PLEASING SOUVENIR

The Brilliantone Steel Needle Co., Marbridge
Building, New York City, are distributing
throughout the trade a very handy and attrac-
tive souvenir in the form of a leather-covered
perpetual memorandum book, which will be
found invaluable to recipients.

Pathéphones for holiday gifts are command-
ing a ready sale at the A. F. Koenig Piano Co.’s
store in Buffalo, N. Y.

of the original.

tras and bands.

“A music lover will never

hesitate to pay $10 for a
reproducer that trebles the
musical value of his records.’”

THE RESURRECTONE

(Trade Mark Registered)

Is the only reproducer giving sounds proper intonation and rhythm, combined
with such naturalness and “warmth” of color as to make them a true resurrection

Using loud tone needle it gives greater clearness and volume of sound and
fully 50% less surface scratch than any other reproducer ; with a soft tone needle
or fibre needle the beauty of the reproduction is just what it should be.

Prominent dealers, upon testing this supreme reproducer, state that they had
9 not heard their records before. Superb in voices—colossal in instrumental, orches-
The “Resurrectone” makes your records more salable.

One model fits Victor Victrolas, Sonoras, and attachment for Edisons. Other
model fits Columbia machines exclusively. Send for samples. Unless our claims
are justified, return at once. Fully guaranteed. Net dealers’ prices, $5.40 nickel
plated ; $6.75 gold plated. Retail prices, $10 and $12.50, respectively.

Write for exclusive territory proposition.

HOFFAY TALKING MACHINE CO

INC. 3 WEST 29tH ST.
ey =—— NEW YORK CITY

Read the Trade Mark carefully,
hear the machine, and you'll
agree that it is truly

The World’s Musical Instrument

il BEAYY

Improves All Records

Height, 44
Width, 204
Depth, 20%
Other Models
$175, $225, $275
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VICTOR TALKING MACHINE €0.’S WAR STATEMENT NO. 2

Governmental Action in the Matter of Curtailment Output Set Forth and Commented Upon on
Statement Sent Out Under Date of October 30 for Benefit of Dealers

Following the issuance of their first “War
Statement” to the trade on September 13, which,
incidentally, aroused much interest, the Victor
Talking Machine Co., over the signature of
Ralph L. Freeman, its secretary, issued “War
Statement No. 2” on October 30, setting forth
the report of the conferences between the repre-
sentatives of the industry and the members of
the Priorities Committee and the Conservation
Division of the War Industries Board and the
rulings regarding curtailments and other mat-
ters that had been issued as a result. The
statement in full reads:

Woar Statement No. 2

To the Trade—The numerous appreciative and very in-
telligent letters received in response to our “War State-
ment” of Septemher 13 leave no room to doubt that the
trade is intensely interested in developments due to the
war which affect manufacturers of talking machine products,
and we therefore issue this additional statement covering
the period since Septemher 13.

On September 14 the Priorities Committee of the War
Industries Board of the Council of National Defense gave
a courteous and prolonged hearing to the War Service
Committee of the Talking Machine Industry, at which
conference the needs of the Government for its war pro-
gram were stated and full confirmation was given to our

previously announced belief that the administrative officers
of the Government would not curtail or in any way in-
jure our own or other important industries beyond the
point made absolutely necessary hy the requirements of
the war program. At the same time it was pointed out
that suhstantial sacrifices through reduction in volume of
output would he required of all industries except actual
producers of vital war materials to the end that labor,
materials, fuel, transportation and capital may be diverted
in sufficient volume to the purpose of making a thorough
and quick joh of winning the war.

Following the conference ahove referred to, the Com-
missioner of Priorities under date of September 30 issued
a ruling which applies to all manufacturers of talking ma-
chines and of which the important features are as follows:

1. A reduction of 60 per cent. in consump-
tion of iron, steel, copper, hrass and aluminum
in manufacture of instruments during the last
four months of 1918 as compared with a sim-
ilar period of 1917.

2. Permission to purchase the materials nec-
essary for the new schedules of manufacture
will he furnished to manufacturers on condi-
tion that they and their customers will ohserve
the required pledges as to economy in use
thereof.

Schedules for next year are to he the subject of further
conference with the War Industries Board, hut a com-
parison of the restrictions now imposed upon the manu-
facture of talking machine products with those in force

NEW HEINEMAN REPRESENTATIVES

Miller & Bloch, New York, Appointed Jobbers
in Greater New York for Heineman and Meis-
selbach Products, Including OkeH Records

The Otto Heineman Phonograph Supply Co.,
New York, has announced the appointment of
Miller & Bloch, 110 East Twenty-third street,
New York, as jobbers for Heineman and Meis-
selbach products in Greater New York. This
firm has already
started an energetic
campaign in behalf of
these products and
particular  attention
will be paid to the de-
velopment of Heine-
man “OkeH” record
business.

Both Mr. Bloch and
Mr. Miller have spent
several years in the
talking machine in-
dustry, and are well
known in the local
trade. Mr. Bloch has
called upon the deal-
ers in Brooklyn and
Long Island for sev- 1

side of East River and the Jersey side of the
Hudson, and Mr. Miller is planning an intensive
campaign in his territory.

Miller & Bloch are firm believers in the value
of efficient transportation service, and their dark
red delivery wagons are already winning consid-
erable popularity in the local trade. One of
tliese wagons is shown herewith, and -the
“OkeH” record sign gives the body of the fruck
a distinctive and artistic appearance.

In addition to motors, tone arms, records, re-

DISTRIBUTORS

W

— Gan 368t
PHONOGRAPHS-ACCESSORIES-MUSIC ROLLS

21.9>%
RECORDS.

MO E.23ST.

eral years past, and is
familiarly known as
“Will” to the great majority of the local trade.
He is an indefatigable worker and thoroughly
appreciates the importance of rendering the
dealers efficient service and co-operation.

“Dave” Miller will take care of the Manhattan

Messrs. Miller and Bloch and Their Delivery Wagon

pair parts, etc., Miller & Bloch will also han-

dle a complete line of music rolls, and this im-

portant branch of their business bids fair to

assume large proportions in the very near

future.

SENENENER
-m.

Write for
Samples of Work we
are doing in
this line

JuperiorDie Casfings

will Cut Your €osts and Increase Your Sales

Tonearm and Reproducer Parts, Attachments, Turntable Hubs, Motor

Governor Discs, Knobs, Piano Player Parts—accurately cast in Alum-

inum, White Brass, White Metal Alloys or Zelco Metal—ready for nickel

or gold plating. & & We employ a large force of die makers especially

skilled in this class of work and operate a large battery of die casting

machines of our own design and construction with a capacity of
50,000 to 100,000 castings per day.

Barnhart Brothers & Spindler

Monroe and Throop Sireets ~+» Chicago v lllinois

against other commodities encourages us to believe that
the War Industries Board has a comprehensive view of
the situation and will be as considerate in arriving at future
decisions as the ne ities of the case will permit.

Conferences have been also had with the Conservation
Division of the War Industries Board for the purpose of
deciding upon practical economies in our industry. At
this point it should he borne in mind that upon the degree
of our co-operation with the Couservation Division depends
in a large measure the consideration that we may expect
to receive from the War Industries Board, which is the
controlling body. As a result of these conferences manu-
facturers will be asked to make many changes calculated to
conserve the essentials mentioned in the second paragraph
hereof. You will he fully informed of these changes as
soon as they are definitely determined upon, and we have
the greatest confidence in your willingness to co-operate
in this means of service to the Government.

A report by the War Service Committee of the talking
machine industry covering some of its activities to date
and including the order of the War Industries Board is
being printed. This report, while prepared for the manu-
facturers, will douhtless he of interest to wholesalers and
retailers and we have, therefore, ordered sufficient copies
which we will mail, soon as received, to our valued cus-
tomers. We bespeak your careful perusal of this report,
from which it will be seen that the interests of the trade
have not heen overlooked.

We feel that it would not be proper to encourage too
optimistic a view of the future and would he inclined to
suggest that dealers prepare for a possihle continuance of
the curtailment in volume of Victor output, but we feel
justified in pointing out the ohvious facts that (a) the
forehanded acts of the Victor Co. in ohtaining Government
contracts is distrihuting our carrying expenses over a much
greater total output than would otherwise he possible and
thus continues in a measure our economical methods of
manufacture; (h) the unavoidahle confusion connected with
curtailment of a manufacturing program has, with us, heen
passed; (c) the continuance of our organization is as-
sured and this will place.us in an advantageous position
at the cessation of hostilities; (d) all these benefits to
the Victor Co. accrue also to its trade, who will quickly
see the advantage to all concerned of carefully consider-
ing the entire situation before indulging in experiments
with suhstitute lines of goods.

VICTORY LOAN MESSAGE ON RECORD

Canadian Minister of Finance Makes Record
In Support of Recent Loan Drive

ToroNT0, ONT., November 2—One of the fea-
tures of the recent Canadian Victory Loan
drive was the manner in which the talking
machine aided in bringing the message of the
loan to machine owners in every part of the
Dominion. Just before the opening of the loan
drive Sir Thomas White, K. C. M. G., Cana-
dian Minister of Finance, made a special “His
Master’s Voice” record for the purpose of act-
ually informing the public, in his own voice, con-
cerning the need for the second Victory Loan.
Many thousand records of Sir Thomas’ speech
were distributed.

EDISON DEALERS ENLARGE

The C. F. Murray-Smith Co., of Wilkes-Barre,
Pa., are enlarging their Edison department.
The contemplated changes will make the de-
partment some fifty feet in lenmgth with two
booths on each side, and a disc and Amberola
display in the center.

Do your “two bits.”

Get another Thrift Stamp.

Send us

M 21— your Specifications
IE] or Models for
3 quotations
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THE NEW EDISONZDIAMOND AMBEROLA
MODEL 50

A MODERN
JACK THE GIANT KILLER

Sixty-five Phonograph experts faced a
curtain behind which were a

New Edison

Diamond Amberola

and a $200.00 “Talking Machine” of well-known make.
Unseen, the instruments alternately played the same selection.
A vote was taken that #nanimously tavored one of them. It
was the Edison Diamond Amberola that had defeated its
much higher priced rival.

This 1s only one of many similar tests, always with the
same result, that have earned for the New Edison Diamond
Amberola the title of “Giant Killer.”

THOMAS A. EDISON, Inc.

Amberola Department
ORANGE, N. J.
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TWO NEW VOCALIONRECORD ARTISTS

First Recordings of Maurice Dambois, Famous
Belgian Violinist, and Colin O’More, the Irish
Tenor, Announced by Aeolian Co.

The Aeolian Co., New York, made two im-
portant announcements of new Aeolian-Voca-
lion artists last week; these two additions to
the Vocalion record library being Maurice Dam-
bois, the famous Belgian violinist, and Colin
O’More, the gifted Irish tenor. Both of these
artists will record for the Aeolian-Vocalion

The Gifred Irish Tenor
WiLL MAKE VOCALIQN RECORDS
EXCLUSIVELY

LIN O'MORE
inabes vorr el
i talented voung tenos

Announcing the O’More Records

library exclusively, and their first records are
now ready for presentation to the trade.

In accordance with its usual custom of in-
tioducing its artists to the general public
through the medium of attractive advertising,
the Aeolian Co. carried artistic large-sized ad-
vertisements in the leading New York newspa-
pers advising music-lovers that these two artists
have joined the Aeolian-Vocalion library. These
advertisements arc shown in part, and the dig-
nity and quality of the Aeolian-Vocalion phono-
graph and record library is reflected in this ad-
vertising.

Maurice Dambois, who has won international

The Fumous'
Belgan ‘Cellse

MAURICE DAMBOIS
WILL MAKE
VOCALION RECORDS EXCLUSIVELY
MANY e ave pronounced this distin-
guished young artut the greatest “cellisc
of our day Certan it s that the Vocakon
Recocds of his 3r¢ afe the most beautiful phoro:
graph reproductions of ecllo music evet heard
Appealing and sympathetle 3s the ‘ecllo 15 ale
ways, the Dambois Vecalion Records bring out
10 perfection the natural besuty of the mstrw
ment and present 2 wonderful tone-pictute of
the playing of this master “cclls.

The AEOLIAN-VOCALION

The Dambois Announcement

e rT—
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fame in musical circles, was born in Belgium in
1889. Like most musical artists who are enti-
tled to be called “great,” his extraordinary talent
became evident at a very early age. He made
his debut before Her Majesty Queen Marie-
Henriette of Belgium at Spa, playing the Saint-
Saens concerto in “A” minor, and at the age of
fifteen was acclaimed a virtuoso. He had won
unlimited praise from the leading critics here
and abroad.

At a recent recital which he gave in Aeolian
Hall the local newspapers spoke of his per-

H. J. SMITH-—Jewel Manufacturer

MANUFACTURER OF —-Phonograph Diamond and Sap-
phire Reproducing Points—Recording Laburatory Jewels
—Jewe! Bearings for Electrical Instruments—Rough
Diamond—Diamond Powder—Experimental Work.

Telephone 2896 Market
833 BROAD STREET NEWARK, N. J.

formance enthusiastically, one well known critic
stating in part as follows:

“For beauty of tone as well as mastery of the
resources of his instrument Maurice Dambois,
who held the interest of a large audience at
Aeolian Hall last evening, is scarcely surpassed
by the great Casals himself, while the young
Belgian player has greater warmth of temper-
ment. Maurice Dambois makes his violoncello
both sing and dance, and occasionally discourse
in eloquent and moving speech, and there is no
fine tone effect which seems impossible to him.”

Musical critics who have had an opportunity
of listening to Colin O’More, the young Irish
tenor, predict that a great future awaits this
splendid young artist, who possesses one of
those rare voices which give new beauties of
tone and interpretation to the old familiar
ballads that everyone loves. His artistry is
both finished and spontaneous, and his Vocalion
records have reproduced Colin O’More’s voice
with remarkable fidelity. His first Vocalion
records include “I Hear You Calling Me,” by
Marshall, and “Bonnie Sweet Bessie,” by Gil-
bert, and there is no doubt but that Vocalion
dealers will find a wide demand for these rec-
ords.

It is interesting to note that following his
recital at Aeolian Hall on October 19, Mr.
O’More was immediately engaged for a recital
tour which will cover the principal musical cen-
ters of America and which will give thousands
of music-lovers a chance to familiarize them-
selves with the delightful charms of his voice.

REVIVAL OF THE “CHANTEYS”

Records of Famous OId Sea Songs Coming
Into Favor With Thousands of Boys Who
Are Being Trained for the Merchant Marine

Wasningron, D. C, November 7.—In these
times in fact landlubbers may see “counterfeit
presentments” of sea sights and hear sea sounds,
very near the real thing, without going far
from their own firesides, or if they may not do
so to-day, the time is not far off when they
will, for a concerted effort is being made to
bring home to the people all that may be
“canned” of the movement and accents of sailors’
life.

In this educational effort—for it is such, pure-
ly, undertaken from various angles by various
people, but under authority of the United States
Shipping Board, official sponsor for the Mer-
chant Marine—some novel effects are being
worked out.

For example, in due time it may be expected
that sailors’ songs and sailors’ chanteys”—as
sung in forecastles and at tasks on deck when
Jack, the Merchant Mariner was a personage
afloat and ashore, as he is getting to be again—
will be reproduced in the records of the family
phonograph.

Chantey singing is being revived in the Mer-
chant Marine, at least on the training ships
which are preparing Young America, at the rate
of 4,000 lads a month, for service on our vast
new commerce fleets, and under the new order
of things it will be possible for Bangor, Maine,
and Mesa, Arizona, to hear in the same hour
the actual notes and phrases of such famous
chanteys as “Shenandoah,” “Bound for the Rio
Grande” and “Blow the Man Down,” for the
record may have them hard and fast before
spring flowers bloom again.

Even the nautically classic songs of Charles
Dibdin, the song-writer par excellence of the
sailor, may not be counted too old, in spite of
their 150 years, to find a place beside Caruso,
and Galli-Curci in the family cabinet of talking
machine records.

Quite in keeping with the times, in fact, will
be the rolling chorus of that noble sentiment to
“The I.ass Who Loved a Sailor”—that old-time
favorite with men of the sea:

But the standing toast that pleased us most

Was “The wind that blows and the ship that
goes,

And the lass that loves a sailor.”

(LA TR AT

Immediate Deliveries

The Charmaphone

An Instrument of Supreme Value,
Tone and Quality

Immediate
Deliveries
Guaranteed

No. 100
Wholesale Price $42.50 and War Tax

Terms 5% —10 days, Net 60 days.
A high class Mahogany finished Cabinet 44" high
and 18" wide and 21" deep.

It is equipped with a Heineman No. 3 Motor which
will play five records without rewinding and is
guaranteed by the manufacturer.

The large Tone Arm and Sound Box used is the
same as used by other manufacturers of machines

selling as high as $200.00.
The record cabinet has three shelves as illustrated.

It is equipped with a modifier and ballbearing
casters.

All parts heavily nickel plated. This machine must
be seen to be appreciated.

Let us send you a Sample Machine.

We carry a line of Phonographs from $9.50 up.
Write for Catalogue and Price List.

R. L. Kenyon Mfg. Co.

Mexico, N. Y.
T
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BOOSTING RECORD BUSINESS DURING THE HOLIDAY SEASON

Record Gift Certificates Prepared for Use of Victor Dealers a Most Successful Method of Develop-
ing Record Trade—Convenient and Time Saving for the Dealers

One thing the trade can apparently be sure of
fs that the Christmas demand for talking ma-
chine records for gift purposes will be fully equal
to that of other years regardless of whether
sufficient stock will be available to take care of
the demand. Many factors combine to make
the giving of talking machines and talking ma-
chine records appeal to the average buyer. The
scarcity and advanced prices in all the usual
lines of Christmas goods, coupled with the

feel just sure of that friend’s desires, a gift cer-
tificate will prove particularly convenient. The
certificate calling for records of a given value,
and of the recipient’s own selection, means that
the recipient is going to get just the records that
he wants, and that he will feel most appre-
ciative both of the gift and of the spirit of the
giver.

To the talking machine dealer the certificate
will save the sale of a customer who wants to

gift certificate, illustrated herewith, the success
of which the past years has warranted its con-
tinued use.

MILITARIZING THE HOME

A Chicago Imperialist Would Employ the Talk-
ing Machine as a Factor to Attain This End

A writer in the “Hit or Miss” column of the
Chicago Daily News conceives the happy idea
of militarizing the householder by the following
method:

“Some time ago we discovered that by rig-
ging up the alarm clock to the phonograph so

that the latter played

I AcrFrror |
|| CHRISTMAS DaY--
AND EVERY OTHER DAY
|
|

THE VICTOR GIFT CER- ||

| TIFICATE eliminates the ||

{1 difficulties of selecting suitable ||

gifts for your family and friends. |

Properly endorsed, this Certifi- |

cate enables the recipient to

choose Victor Records from the |

Victor Catalog comprising more
than six thousand selections.

This year above all others
music will prove a source of
wspiration and comfort 1n
-millions of homes.

Sign your name on lower line,
the recipient’s name on top
line and return.to us, specifying
the amount. The Certificate
will be mailed to any address
you direct, timed to arrive on
Christmas Eve.

.

1 ‘The Star Spangled
Banner’ we could in-
duce the family to

11 dolivet N, ’@”“L‘

c(or Records of any desired selection to the valuc of §

A Victor Dealer Company v
Decr. 25

1035 Main Street, Philadelphia, Pa.

stand up at a proper
hour of the morning
and, at the same time,
we could take the hor-
ror out of the alarm
clock’s wild shrieks.

25 8

In this way there is
nothing personal in this
) WRGRPSIE Y | = matutinal summons.
There is the big idea—

Pivesctey- foioes

Because music of your own choosing must please you best,
the choice Is left fo you. May these Reeords brmg you a

Ferry Elpistmas und FGappy “Slm

DOLL’fRS' i you can set up a me-

chanical tyrant, a just
one, to be sure, as in-
exorable as the law of
the Medes and Per-
sians, and yet escape
blame. It smacks
somewhat of socialism
and Prussianism, but in

these times we must
fight the junker  with
fire. The army bugle

Form of Gift Certificate for Use of Victor Dealers

Government’s request that Christmas giving be
confined to useful articles and not simply spe-
cial holiday goods, will turn the thoughts of
many to music, particularly in view of the promi-
nence that music has assumed in the affairs of
the country to-day.

The campaigns now being carried on to in-
fluence Christmas buying will, of course, and
for that matter are, having their effect, but, al-
though these campaigns may serve to spread
Christmas buying over a more extended period
than usual, there must undoubtedly be expected
some holiday rush. To offset this rush and to
make the strongest appeal to the person who
desires to niake an acceptable gift to a friend
who owns a talking machine, but who does not

give records, but hesitates about selecting them
himself. It likewise means that the records
called for in the gift certificate will be selected
after Christmas, and after the bulk of the holi-
day rush is over, thus insuring a considerable
saving of time in selling records for direct giv-
ing during the week or two before Christmas,
when the time of the salesman is most valu-
able.

The gift certificate for records likewise
brings the recipient to the store with which he
perhaps has had no previous business dealings,
and opens up for the live salesman a chance for
booking a new record customer.

The Victor Talking Machine Co. has as usual
provided for the use of its dealers the attractive

calls serve admirably
in a phonograph-alarm
clock ordered house-
hold. From reveille to taps there is a signal
for almost everything, a mechanical reminder
of duties to be done. Of course, somebody
must adjust the alarm clock right along and
change the records, but we expect the manu-
facturers of phonographs to take up this idea
and give us soon a clockwork phonograph that
will need but one winding a day. With one of
these in every home life should be one grand,
sweet, mechanical something or other.”
Righto! But hasn’t our friend just observed
the result of the militaristic policy in Ger-
many? Cause of real war! In these days when
the world is “fighting for democracy” we doubt
if this militaristic scheme of making home life
one grand, sweet sob will go “over the top.”

Don’t LLose the Business
Momentum

It’s Harder to Start and Gain Speed Than
It Is to Keep Going—Don’t Put on the Brakes

We are putting forth every effort to back up
our dealers, not only with available stock, but
with sales promotion material and exploita-
tion plans that will keep the pep in their
business until conditions become normal.

Our Business Now—and Always—Is to Help as Wellas Wholesale

ECLIPSE MUSICAL CO.

CLEVELAND - -

- OHIO
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HIGHER PRICED MODELS
SOUGHT IN CINCINNATI
Jobbers Have Hard Work to Get Machines to

Satisfy Demands of Dealers—Big Vocalion
Business—Waurlitzer’s Victor Trade

CivcinNaTi, O, November 8—Buyers in the
Middle West are seeking the higher priced
models, this being the feature of the trade dur-
ing the latter part of October and will continue
throughout November, according to a number of
the jobbers.

Just now there is a wild scramble on the part
of the jobber to get all goods possible. Each
and every member of the trade looks forward
to a complete clean-up of the stock which can
be accumulated between this week and the holi-
day season. Dealers are using all kinds of
schemes to increase their supplies, but the mate-
rial is not available.

The Phonograph Co., for one, is now receiv-
ing freight in less than carload lots and some
shipments by express, this being a novelty.
Muncy Bros., Richmond, Ky., and the John B.
Carlisle Co., Lebanon, Ky., have taken on the
Edison line.

C. L. Byars, of the Aeolian Co., reports the
closing of the biggest October business in the
Vocalion department in the history of the local
Aeolian store in Cincinnati. Over 50 per cent.
of the business was cash business, and most
of the instruments sold were of the larger types.

Each of the five salesmen in his department
was given a quota for the last ten days of the
month, and there was considerable rivalry
among the salesmen in their efforts to exceed
their quota. The last four days of the contest
closed up in regular holiday fashion. With the
Liberty Loan drive closed and the epidemic con-
ditions rapidly improving, we have every reason
to expect November to be a big month.

T. Sigman, Victor department, The Rudolph
Waurlitzer Co., reports excellent business during
October and the first few days of November,
saying: “Mostly all of our dealers reported ex-
cellent business for the month of October, con-
sidering the great shortage of Victor Victrolas
and records, to say nothing of the influenza epi-
demic. Accessories helped both the wholesale
and retail departments of the Wurlitzer Co. to
relieve the machine and record shortage some-
what. A special drive was made on record
albums, record cabinets, fibre needle cutters,
record lites, and books of the opera with ex-
cellent results.

“‘Buy now' was the Wurlitzer slogan for the
past month and the early shoppers were very
much in evidence. A marked increase in the
sale of Red Seal records was noticeable and
we are looking forward to the November and
December months to be the banner Red Seal
record months.”

Restrictions are not bothering the Crystola
Co., which expects to close the year with abso-
lutely clean stock floors. The Cincinnati com-
pany finds it easiest to ship to all points of the
compass but due FEast. Albert Swing, presi-
dent, declares the outlook to be most favorable.

Many of the dealers in the Cincinnati district
were looking to the Cable Company to dispose
of its stock of Victrolas from the Ci:ncinnati
store in chunks, but such is not the case. All
supplies have been shipped to the store at At-
lanta.

DEATH OF HERBERT MACK

Prominent Music Dealer of Indiana Passes
Away After a Brief Illness

Herbert Mack, owner of the Sonora Music
Shop, Elkhart, Ind., and also owner of music
stores in South Bend and Laporte, Ind., died
at his home in Laporte recently after a brief ill-
ness following an operation for appendicitis. In
addition to owning the music stores Mr. Mack
was assistant purchasing agent for the Rumley
Co. in Laporte. He was forty years old and
is survived by a widow.

0O 0 OO e

MR. “VICTOR” DEALER
JUST THINK THIS OVER

These are strenuous times and the DEALER who has his Christmas stock on hand is indeed for-
tunate. As usual there will be a great demand for cabinet type machines. Are you prepared to meet
th}so(églx?and or do you intend to go through the most profitable season of the year WITH A LIMITED
IS ?

The

CONVERTO

Patented December 14, 1917
TALKING MACHINE CABINET :

has already solved the Christmas problem for thousands of DEALERS. These cabinets are made to
accommodate the small Victrola models and double your profits when sold in connection with same. It
also enables you to place a cabinet type machine at a moderate price within the reach of a class of
people who will not consider any other make than a VICTROLA with all of the advantages of the
more expensive models.

Present owners of the small Victrolas will readily appreciate the advantages of the “Converto™ and
by circularizing this field in connection with your record business you will easily revive interest in your
line. “CONVERTO” sales will result in increased RECORD sales.

The C. J. Lundstrom Mfg. Co., Little Falls, N. Y.

LUNDSTROM “CONVERTQ’” CABINETS are broadly covered
by patents. Infringements will be promptly prosecuted.

STRONG SELLING POINTS

Lundstrom “Converto” Cabinets are made in OAK and
MAHOGANY FINISHES and convert the small Victrola into a
handsome cabinet type.

o Protects machine and records from dust.
Prowdes receptacles for new and used needles.

- Places a genuine VICTROLA
with the cabinet type effect into the
hands of the user at a price less than
is usually charged for cabinet ma-
chines of unknown make.

Place Your Order Promptly
Through Your Wholesaler

Vlctrola /into Cabme! q bound DoorsOpen for Pla)ﬂn

sl IS

Converto Wholesale Distributors

Austin, TexX........... . The Talkmg Machine Co. of Milwaukee, Wis........ Badger Talking Machine Co.
Tex: Mobile, Al Reynalds Music House.
Baltimore, Md...... co0 Cohen & Hu hes Newark, Price Talking Machine Co.
Droop & Sons Co. New York, Emanuel Blout

Birmingham, Ala...... Talkmg Machine Co 1. Davega, Jr., Inc.
Boston, MasS........... Qliver Ditson Co. S. B. Davega Co.

The Eastern Talking Machine Co. Omaha, Neb....... +.... Mickel Bros. Co.
Brooklyn, N. Y.. . American Talking Machine Co. i «+.. Putnam-Page Co., Inc.
Buffalo, N. Y. & C. N. Andrews. +. The George D. Ornstein Co.
Burllngton, Vi American Phonograph Co. Penn Phonograph Co., Inc.
Butte, Mont.. Orton Bros. H. Weymann & Son, Inc.
Chicago, IlI.. .. Lyon & Healy s Pac..oiu... W. F. Frederick P:ano ‘Co.
Cincinnati, O .. The Rudolph Wurhtzer Co. C. C. Mellor Co., L.
Cleveland, O... SaEhe Colllstcr & Sayle Co. Standard Talkin, Machme Co.
Columbus, O. . The erry B Whitsit Co. Richmond, Va.......... The Corley Co.. $ne.
Dallas, Tex Sanger Bro: D. Moses & Co
Denver, Col The Knght Camphell Music Co St. Paul, Minn. W L Dyer & Bro.
Elmira, N. Y Elmxra Syracuse, N. Y on Andrews Co.
El Paso, Tex o5 W . Walz Co Toledo, O...... The Whitney & Curner Co.
Kansas City, Mo....s W Jenkins’ Sons Music Co. Washlngton, D. C.,... Cohen & Hugh

™ "" Schmeizer :Arms Co. i E. F. Droop & Sons CoN

Memphis, Tenn........ 0. K. Houck Piano Co.
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DETROIT’S BEST YEAR WERE IT NOT FOR STOCK SHORTAGE

Good Reports From All Sides—Campaigns for Early Holiday Buying—Visits of Artists Help Rec-
ord Sales—Hudson Co.’s Talk-O-Gram Service—The Month’s Interesting Budget of News

Detrort, MicH., November 6.—Only a shortage
in the production of talking machines stands in
the way of making this the best year for the
dealers. This statement is made after careful
interviews gathered from the leading men in
the industry in Detroit and throughout the State.
It is also true that piano dealers are enjoying
good business, but nothing as compared to the
talking machine dealers. It has been a fight
with dealers to secure enough stock, both ma-
chines and records, but it has been a fight
worth while because the people have certainly
taken to talking machine products as never be-
fore in their history.

Under the auspices of the Detroit Retail Mer-
chants’ Association a campaign has already
started, urging people to buy early for the holi-
days and to carry home where they can do so,
as well as to carry home parcels unwrapped.
Quite a number of talking machine dealers have
contributed to the fund. The campaign has al-
ready made good in co-operation with efforts
along similar lines by the dealers. For in-
stance, it is no uncommon sight to see people
carrying new records in the envelopes un-
wrapped; dealers also report that during Octo-
ber they took deposits on more machines than
ever before—and all were for holiday trade, peo-
ple making deposits to assure getting them.

Grinnell Bros. and the J. L. Hudson Co. took
an active part in the recent campaign to gather
records for the soldiers. They made window
displays of the records brought in and even sent
after large quantities. At the Hudson talking
machine shop old records thiis received were
first put through the cleaning process.

S. E. Clark, general manager of Grinnell
Bros., says his company is short on talking
machines as well as records, but that they are
doing everything possible to get more stock.
Grinnell Bros. are the only Michigan Victor

jobbers. Besides they have a talking machine
department in all of their branch stores. At
their main Detroit store nearly forty booths are
given over to demonstrating records.

The visit to Detroit by Caruso in October
stimulated the sale of his records very mate-
rially. His concert here was a tremendous
success, thousands being turned away after
every available inch of standing room was dis-
posed of. On November 11 the noted Galli-
Curci is scheduled for a recital, and already we
have noted a number of attractive window dis-
plays featuring her records.

The influenza epidemic, which hit Michigan
for three weeks in October, resulted in many
talking machine stores shortening their hours of
business. The State Board of Health put the
ban on amusements, public gatherings, etc., but
this had a good effect on the sale of talking ma-
chine records, as people were at home more than
ever. The State ban was removed on Novem-
ber 6. -

Max Strasburg, 74 Library avenue, is winding
up his best year. Mr. Strasburg has a large
stock of machines, having prepared for the ap-
parent shortage months and months ago. This
has been ideal golf weather, and so Mr. Stras-
burg has been spending considerable time in
the afternoons out on the links.

Wallace Brown has opened his fall advertis-
ing drive on Brunswick phonographs. Mr.
Brown is having a big fall trade, and he has
been driving home several excellent thoughts to
his patrons. One is that “music at home is the
best and most economical way to enjoy the eve-
nings during the coming cold winter months.”
Another point he brings out is that the shortage
is getting serious in phonographs, that prices
will soon advance, and that now is the time to
buy. We must give every credit to Mr. Brown
for the timeliness of his advertising—it is not

Tone must be the prime factor in a musical instrument

Sl RADIVARA

Art Phonograph

PATENTED

“KNOWN FOR TONE”

An instrument of such rare artistic Beauty in Design,
Workmanship, and Tone that won first place by sheer

Merit.

From $60.00 to $250.00 with substantial discounts

on a strictly one-price policy, fully guaranteed.

Full advertising service, of course.

the stereotyped which is so apparent in a great
deal of talking machine and phonograph adver-
tising.

William H. Goldblum, formerly manager of
the Story & Clark Piano Co., is now manager
of the music department at the People’s Outfit-
ting Co. He handles the Victrola and Stradi-
vara in talking machines.

The J. L. Hudson Music Store is enjoying its
customary good business in both machine and
record departments. This institution handles
the Victrola, the Sonora and Cheney lines of
phonographs. Half of the first floor is exclu-
sively for record sales.

The J. L. Hudson Co. has inaugurated the
Talk-o-Gram Service on the mezzanine of its
main store on Woodward avenue. There is a
charge of 75 cents for four four-minute messages
and the same number of replies, plus a 6-cent
charge on each message for transmission. The
records can be shipped to soldier boys at Camp
Custer, and later the company plans to extend
the service to other camps in the United States.
This service is a feature of the Hudson Mili-
tary Shop, and is operated in conjunction with
the Dictaphone branch of the Columbia Grapho-
phone Co.

R. B. Alling, manager of the Edison Shop and
the Phonograph Co., of Detroit, is now at Camp
Taylor, Louisville, Ky., in the Officers’ Training
School. During his absence Frank Faul will
look after his interests in the above companies.

Letter received by The World correspondent
indicates that Private Peter C. Sweeney is now
with Battery A, 328th Field Artillery, American
Expeditionary Forces, somewhere in France.
Mr. Sweeney was for three years connected with
the Edison Shop of Detroit, as manager of re-
tail sales.

J. Henry Ling, of the Ling Piano House, who
handles the Columbia line, is showing samples
to his trade of a replayer, which he will soon
put on the market. It is Mr, Ling’s own in-
vention.

The Grosse Pointe Furniture Co. Grosse
Pointe, a suburb of Detroit, is using street cars

The Compton-Price Company, Ltd.

Coshocton, Ohio
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to boost the Edison line, which it handles ex-
clusively in that millionaire residential section.

A number of jobbers for various lines of talk-
ing machines declare that business is good, and
that right now they are not as anxious to put
on everybody without first conducting a rigid
investigation relative to credits. “It’s no trou-
ble to sell your goods if you can get what the
customer wants,” is their contention.

Wallace Brown is now handling the Emerson
records, featuring them at 65 cents.

During the month of October, through the co-
operation of the Phonograph Co., of Detroit,
quite a number of recitals were given in De-

troit and through the State by Glen Ellison,

baritone, for the Thomas A. Edison Co., Inc,
the purpose being to create new interest in the
Edison phonograph. In Detroit three recitals
were given before large crowds at churches and
at the Masonic Temple, under the auspices of
Frank A. Bayley, of Bayley’s Music House, and
R. B. Alling, of the Edison Shop. Some of the
dates set for the recitals through the State had
to be canceled on account of the ban on public
gatherings due to the influenza. However, a
series of these concerts will no doubt be given
during November now that the ban is removed.

EXPLOITING DECALCOMANIE

Samples and Information Regarding That Prod-
uct Being Sent to the Trade

The Globe Decalcomanie Co., Jersey City,
N. J., are sending out to the trade a new pam-
phlet showing the number of samples of their
products. Prices of various quantities of name
plates are also included, as well as an untrans-
ferred sample, which can.be used in an actual
demonstration. In speaking of business con-
ditions affecting their industry this season one
of the officers of the above firm recently said:
“The demand for decalcomanie products during
the past few months has been quite heavy.
Manufacturers, of course, always place their
name upon their products and there are but
few dealers today who have not taken advan-
tage of the benefit a name plate gives them in
keeping their business before the purchaser.

PATHE ARMY AND NAVY MODEL

The Pathé Fréres Phonograph Co. was recent-
ly advised by the United States Government
that its Army and Navy model had been se-
lected for the U. S. S. “St. Francis,” one of the
new members of the United States Navy. This
instrument was chosen after keen competition,
and the Pathé Fréres Co. is naturally gratified
to learn that its Army and Navy model was the
ultimate choice for this new United States war-

The VIVITONE

Gives New Richness of Tone to
Your Favorite Records

This Tone Controller is the 1919 wonder
of the Talking Machine World.

Insert Vivitone in the needle post of the
sound box. You will be delighted with the
vivid, pure, vibrant tone that results.

Shut your eyes and you imagine you are
hearing the living voice of the singer or
the actual music of the instrument.

The Vivitone can be used with all phono-
graphs that use either ordinary steel or
Tungsten needles.

Each package contains four tubes, playing
thousands of records. Retails for 50 cents
per package.

Sample free to Dealers who write for
proposition on their letter head.

Vivitone Controller Company

400, 401, 402 Bell Block, Cincinnati, O.

CONCENTRATE ON RECORD SELLING

The Development of Foreign Record Business
Can Be Made Profitable—Timely Pointers

The shortage of records of what are termed
the popular sort having practically forced many
dealers to work more intensively on the selling
of records of the standard sort now in stock
or available, which in the past did not frequently
receive their full share of attention, has also
brought about a more general appreciation of
the opportunities for developing business among
the foreign element of the population.

Regarding the development of foreign record
business, “The Voice of the Victor” for Octo-
ber says: “There’s a reason why every dealer
should handle a foreign record business; a rea-
son that jingles merrily to the tune of a bag
of silver dollars. Yes, there’s money in it—
more to-day than ever before, and unless you're
afraid of the income tax you’ll take our tip and
get these catalogs in circulation.

“They’ll bring the business all right, and it’s
mostly cash busiiess. The foreigner is, as a
rule, not prone to intrust his money to a bank.
He prefers to hide it in a stocking and pay for
what he buys when he buys it. And his stock-
ing is just bursting out at toe and heel, and
bulging all over with bills and silver, for it’s
wages that have advanced by leaps and bounds,
and the foreigner is a wage-earner. But not
all of the contents of his weekly envelope goes
into the family bank. Noj; a good share of it is
being distributed among different merchants for
luxuries and comforts he has always cherished
and could never before afford. If you’re not
getting a share of it, it’'s because you haven't
told him of the hundreds of his native songs,
marches and folk dances he can have on Victor
records.

“So first find out what nationalities are in-
cluded among the foreign population of your
city, and then order catalogs in those languages.
Get one into the home of every foreigner in
town, for they’re all music-lovers, especially of
the music of their native land.

“Put yourself in the foreigner’s shoes for a
minute. Imagine you’re in a strange land where
you seldom if ever hear English spoken. As
you’re walking about the street you suddenly
hear some such song as ‘Carry Me Back to Old
Virginny.” How would it affect you? You'd
be pretty sure to stop and listen, and then—
you’d find out the source of that familiar music.
If you discovered that it was a record you
wouldn’t hesitate long to buy that record, and a
Victrola, if you could afford to. The foreigners
in your city would be affected the same way
by hearing a song as typical of their country as
‘Carry Me Back to Old Virginny’ is of Amer-
ica, and, remember, they can afford to buy Vic-
trolas and records.

“If one song is prized so highly by a stranger
in a strange land, think what the effect will be
upon the foreigner when he gets a catalog listing
many such songs. Songs which recall happy
memories; patriotic marches that make his blood
course more merrily through his veins, and folk
dances that bring back the nimbleness of youth
to worn and tired bodies.

“Maybe you thought it was necessary to speak
the different languages to deal with these people,
but you don’t. The ready reference labels are
printed in English, and the Supplements in both
English and the foreign language. Then, too,
remember numerals look the same in all
languages except Chinese, so the foreigner has
merely to point to the number of the record to
make his wants known.”

Some interesting information then follows re-
garding the new and complete foreign record
catalogs just issued in twelve languages.

A feature of the recent 37th anniversary sale
at J. N. Adam & Co.’s store in Buffalo was the
celebration of “Victrola week.” “The real pur-
pose of this event,” said the company, “is to
acquaint you with our fine Victrola head-
quarters.”

What Qualities Do
You Demand In
A Cabinet ?

Harponola

Appearance?
Individuality ?
Finish?
Strength?

THE CELINA CABINET
has all these gualities. It
is a cabinet the excellence
of which is readily recog-
nized. Made by furniture
specialists. That is why it
stands out from others.

Use the CELINA cabinet
and make your line distinct-
ive. They come equipped
or unequipped. A special
proposition for dealer, job-
ber or manufacturer.

We will be glad to send
you all information

CELINA FURNITURE Co.

CELINA OHIO
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New York Talking Machine Company
119 West Fortieth Street
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Chicago Talking Machine Company
12 North Michigan Avenue
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FROM OUR

E. P. VAN HARLINGEN,
Manager

CHICAGO ™

EADQUARTERS

Republic Bldg., 209 South State St., Chicago

World Office

Telephone: Wabash 5774

CHrcaco, ILL., November 8.—Much activity is
seen this month throughout the wholesale trade
of Chicago due to the final spurt in making
preparations for the rapidly approaching holiday
season. Many instruments have been manufac-
tured during the past few months and set aside
in anticipation of a heavy demand. The demand
is now beginning and nearly all manufacturers
are prepared to deliver the goods. Some of
them were very fortunate in anticipating the
new curtailment, which only permits the making
of six models. These particular manufacturers
had been industriously working to get down
tlieir models to no more than six types, and so
were in a measure prepared for the curtailment
order, which went into effect October 28. Some
of them formerly had as high as a dozen types
of instruments, but somehow or other they got
the idea into their heads that an entirely new
line containing only six models would be per-
mitted and they had worked accordingly. They
are now having no difficulty in complying with
the Government’s request. It is the general
opinion that the new order will bring wonder-
ful results in the talking machine industry.

For instance, consider the matter of finish.
Formerly it has been the custom to have
perhaps half a dozen different finishes, the ob-
ject being to satisfy a trade that wanted to
match instruments up with parlor curtains, por-
traits, etc. The new order, however, permits
the use of but three finishes, mahogany, oak
and fumed oak. The mahogany must either
be red or brown, but not both. This in itself
will go far towards saving necessary coloring
material.

The record situation is slightly improved.
The greatest change of all is announced in the
December advance list of the Victor Co. This
company has issued a notice that in lieu of the
usual list of monthly records they are pressing
an especially selected list of best sellers. It is,
however, expected by the majority of the whole-
sale record men that even though their monthly
receipts are larger they will not be able to fill
the demand which they expect to be made upon
them during the next two months.

The retail trade is moving nicely, and these
men are in a fair way to take care of their de-
mands for both instruments, records and acces-
sories. Many of the retail dealers who former-

- Southeastern

ly paid no attention to accessories, such as
needle cutters, electric lights, etc., have wakened
to the fact that there is money to be made by
handling such parts, and have been laying in a
supply of them. The popular patriotic rec-
ords are still leading features.

Establish New Empire Agency

J. H. Stiff, of Atlanta, Ga., has been appointed
representative for the Empire
Talking Machine Co., and will look after the
States of Georgia, Louisiana and Alabama.

Representative Stiff writes the Empire Co.
that there is a constantly growing demand for
both the Empire talking machines and the Em-
pire records throughout that territory. This
is confirmed by the Empire Co. from the
numerous inquiries which they have received
from that section. Mr. Stiff is'a man of high
standing throughout his territory and has had
long experience in the wholesale phonograph
and piano business. He recently received his
first shipment of Empire samples, and in writ-
ing to the company acknowledging receipt said
that he was greatly pleased with both the in-
struments and the records, and that they have
more than fulfilled his expectations. Since his
appointment as Southeastern representative of
the Empire Co. Mr. Stiff has closed quite a num-
ber of new deals for the Empire black-faced
records.”

Six Best Sellers

The Victor Co. announce the six best sellers
for the month as follows: “L.a Ronde des
Lutins” (Dance of the Goblins), “Love’s Gar-
den of Roses”; “A Dream of Love” and “Mad-
ame Butterfly”; “Oriental” and “Dodola”; “For
Your Boy and My Boy” and “When You Come
Back”; “When You Sang ‘Hush-a-Bye Baby’ to
Me.”

The Columbia Co. offer the following six best
sellers: “De Molay Commandery March” and
“Invercargill”’; “Indianola” and “Oh, You La!
La!”; “Everything Is Peaches Down in Georgia”
and “You're in Style When You're Wearing a
Smile”; “How I Hate to Get Up in the Morn-
ing’” and “Let’s Bury the Hatchet”; “The Yanks
Are at It Again” and “We Don’t Want the
Bacon”; “Pickaninnies’ Paradise” and “Every-
thing Is Peaches Down in Georgia.”

The six best sellers announced by Pathé for
the month are: ‘“Beale Street Blues” and “The

.and “Oh, Frenchy”;

Weary Blues”; “Then You'll Remember Me,”
from “Bolemian Girl” and “Serenade”; “For-
Your Boy and My Boy” and “Freedom for All
Forever”; “You'll Always Find a Lot of Sun-
shine in My Old Kentucky Home” and “After
You've Gone”; “Rock-a-Bye Baby” and Wit-
mark's “Hit Medley”; “Hindustan” and “Friv-
olity.”

The six best Edison sellers for the month are:
“Just Like Washington Crossed the Delaware,
General Pershing Will Cross the Rhine” and
“Makin’s of the U. S. A.”; “Indianola” and
“Down in Jungleland”; “Dixieland Memories,
No. 1” and “Dixieland Memories, No. 2"; “Rigo-
letto Selections, Part 1” and “Rigoletto Selec-
tions, Part 2”; “I'll Think of You—the Rain-
bow Girl” and “Rainbow Girl Fox-Trot”;
“Zampa Overture,” 1 and 2.

The six best Emerson sellers for the month
are: “When You Come Back and You Will
Come Back” and “When I Get Qut in No Man’s
Land, I Can Be Bothered With No Mule”; “Oh,
How I Hate to Get Up in the Morning” and
“Our Country’s in It Now, We've Got to Win It
Now"”; ‘When I Send You a Picture of Berlin”
“I'm Sorry I Made You
Cry” and “I’'m Always Chasing Rainbows”;
“‘General Pershing” and “April Smiles”; “Smiles”
and “Since I Met Wonderful You.”

The latest offerings of the OkeH library are:
“Sing, Ling, Ting” and “Oh, Lady”; “Alimony
Blues” and “Three Pickaninnies”; “National Em-
blem March” and “Naval Reserve March”;
“Keep the Home Fires Burning” and “There’s
a Long, Long Trail”; “Hearts of the World”
and “When You Come Back”; “Good-bye, Alex-
ander” and “Mammy’s Chocolate Soldier.”

Columbia Gleanings

W. C. Fuhri, manager of the Chicago branch
of the Columbia Graphophone Co., in reviewing
the status of the Western trade for the month
of October stated: “The business transacted °
was the greatest in our history. The tendency
15 towards higher-priced models in machines,
while the popular records continue to be the
leaders. We are in excellent shape to take
care of the holiday business.”

The Chicago branch of the Columbia Co. has
recently installed a new department, known as
the city order department, which is in charge of

(Continned on page 73)
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Fibre
Needle
Cutter No. 1

Price $2.00

NEW PRICES ON

The WADE Fibre Needle Cutter
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