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THE keener the competition the more
certain you are of selling a Sonora.

11

A

Your customers notice
Sonora’s matchless tone
which won highest score at
the Panama Pacific Exposi-
tion, Sonora’s graceful de-
sign Iines, Sonora’s extra
long-running, powerful, si-
lent, reliable motor, Sono-
ra’s. A/l Brass tone arm,
Sonora's substantial cabi-
nets made of wood 34 inch
thick, Sonora’s effective
automatic stop, Sonora’s
convenient envelope filing
system, etc.
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—— to buy the Sonora.
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= New York
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"= Sonora thrives on comparisons.
- '

Your customers observe
such exclusive features as
the Sonora motor meter;
Sonora all wooden tone

passage, etc.

Your customers under-

stand that Sonora plays all
makes of disc records per-
fectly without extra attach-
ments and that Sonora is li-
censed and operates under
basic patents of the phono-
graph industry.

| Your customers enjoy the pride in possessing
= the best. That’s why your customers decide

If you wish to handle the Sonora, write us today

Superb upright and period styles

| ' $60 to $2500

Sonora Phonograph Company, Inc.

GEORGE E. BRIGHTSON, President

279 Broadway

S == Canadian Distributors: I: Montagnes & Co., Toronto
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KEEP IN TOUCH WITH THE MOVIES

How F. Lehman, of East St. Louis, and the
Victrola ; Figured in Recent Reels—Why
Dealers Should Get Busy—Other Activities

In a recent issue of The World a feature
story treated of the value which talking machine
dealers might derive by utilizing the movies in
their local advertising—of sceking means of
wedding the talking machine and their business
generally to the movie theatre and its program
so that sales might accrue.

We have been informed that a great many
dealers arc taking advantage of this suggestion.
For instance, . LLehman, of the Lehman Music
House, of East St. Louis, pulled off a clever
stunt recently. When the film “Why Change
Your Wife” came along Mr. Lehman discovered
a machine in it playing “Hindustan” and “Dying
Poet.” He saw a rare opportunity here and ar-
ranged to have a Victrola with these records re-
place the orchestra at just the proper time. At
the end of the film a colored slide announced
Mr. Lehman’s business and invited the audience
to call there and hear more records, and then,
with the house in darkness, a spotlight revealed
a Victrola which was on the stage.

Now this is the kind of advertising which is
well worth emulating. It not only makes known
the Lehman Music House to a large community,
but it also emphasizes the value of the Victrola
and talking machines generally.

Mr. Lehman is distinctly a “live wire” and
a great boomer of the educational value of the
talking machine. Shortly before the recent con-
vention of the teachers of southwestern Illinois
he sent out a letter stating that a factory rep-
resentative would be in attendance at the store
and would appear on the program, and would
be glad to help with their Victrola problems.
He also mentioned that all kinds of music and
instruments could be obtained from him. As
a result his business during the convention was
greatly increased and he is still receiving orders
for Victor goods from oput-of-town teachers.

THE MOTROLA IN EUROPE

Robert Graves, of Jones Motrola, Inc., Leaves on
Business Visit to Italy, France and England

Robert Graves, secretary and treasurer of
Jones Motrola, Inc.,, New York City, sailed on
May 12 for Italy, France, England and other
European countries in the interests of the Jones
Motrola. This electrical winding device is al-
rcady well known on the other side, but as a
result of Mr. Graves’ trip it is expected that a
number of additional distributors will be ap-
pointed in European countries.

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Nine Months
Ending March 31, 1920, Total $5,442,272

WasHINgToN, D. C., June 8—In the timely sum-
mary of exports and imports of the United
States for the month of March, 1920 (the latest
period for which it has been compiled), which
has just been issued, the following figures on
talking magchines and records are presented:

The dutiable imports of talking machines and
parts during March, 1920, amounted in value to
$96,559, as compared with $39,842 worth which
were imported during the same month of 1919.
The nine months’ total ending March, 1920,
showed importations valued at $606,801 as com-
pared with $202,726 worth of talking machines
and parts during the same period of 1919.

Talking machines to the number of 4,987,
valued at $259,305, were exported in March, 1920,
as compared with 3,544 talking machines, valued
at $139,275, sent abroad in the same period of
1919. The nine months’ total showed that we
exported 56,316 talking machines, valued at $2,-
501,575, as against 37,441 talking machines,
valued at $1,103,526, in 1919, and 69,735 talking
machines, valued at $1,914,730, in 1918.

The total exports of records and supplies for
March, 1920, were valued at $357,276, as com-
pared with $223,088 in March, 1919. For the
nine months ending March, 1920, records and
accessories were exported valued at $2,940,697;
in 1919, $2,060,841, and in 1918, $1,475,417.

NEW SONORA JOBBERS IN OMAHA

Lee-Goit-Andreesen Hardware Co. Appointed
to Represent the Sonora in Important Ter-
ritory Throughout the State of Nebraska

The Sonora Phonograph Co. recently an-
nounced the appointment of the Lee-Goit-An-
dreesen Hardware Co., of Omaha, Neb., as So-
nora jobbers in this important territory. The
company has already started to give Sonora
representatives maximum service and co-opera-

The Home of Lee-Goit-Andreesen Co.
tion, and the members of its sales staff are en-
thusiastic regarding the unlimited possibilities
for developing Sonora business in Omaha and
the adjacent districts. The accompanying il-
lustration presents the home of the Lee-Goit-
Andreesen Hardware Co.

CATERING SUCCESSFULLY TO THOSE OF FOREIGN BIRTH

Peculiar Characteristics of Different Nationalities Must Be Observed to Attract Customers and
Close Sales—Individual Preference Rather Than Sales Persuasion Should Obtain

Nearly every community, and certainly every
city of any size, has its foreign element, and in
large manufacturing centers or places where con-
siderable labor is employed they are bound to
be a factor in almost any retailing business. In
temperament they are different from the aver-
age American, and it is best for the dealer to
study their peculiar characteristics in order to
attract their trade. And it is a profitable trade.

“We have them—hundreds of them—Aus-
trians, Hungarians, Poles, Greeks and Italians,”
says a Middle West talking machine dealer who
has been unusually successful in attracting this
kind of trade. “They are men who can speak
little or no English, hundreds of whom under-
stand less than that of what a salesman has to
tell them. Yet these men seek out the best
stores, judge them by their outside and inside

appeal and they seek out the best merchandise.

“They will come in groups of three and four;
sometimes half a dozen or more. They like to
browse along the aisles and see for themselves
what there is to see. Our experience has been
that it never pays to interfere with their brows-
ing around. Just let them alone. A question
by a salesman might intimidate, and this most
times leads them to believe that the salesman
wants to get them out of the store as quickly
as possible. And then they might not know
just what they wanted when the salesman asks
the question,.get confused and will find an ex-
cuse to leave the store without buying.

“Our experience has been that by practicing
this idea we have sold thousands of dollars’
worth of goods to these foreigners yearly with
the least assistance of salesmen.”

WALZ CO. SELLS RETAIL BUSINESS

To Wholesale Victor Goods Exclusively Here-
after—New Building Being Erected—Retail
Stock Purchased by the F. G. Billings Co.

EL Paso, Tex.,, June 1.—The W. G. Walz Co.,
one of the old-time music houses of this city,
has announced its complete retirement from all
retail lines and in future will act as wholesalers
in Victor talking machines and records ex-
clusively. Plans for a new building to house
the Walz Co. have been drawn. The construc-
tion is expected to begin within thirty days. It
will be erected at the corner of Franklin and
Durango streets, where the company has re-
cently purchased a tract of ground with a front-
age of 110 feet. In this building the company
will be able to give undivided attention to its
rapidly increasing wholesale distribution of Vie-
tor merchandise throughout the territory which
it controls.

The establishment of this wholesale house
gives El Paso the claim to the largest jobbing
firm of its kind between Dallas and Los An-
geles.  Its American territory includes west
Texas, Arizona and New Mexico. In addition,
another company, to be known as the W. G.
Walz Co. “para Mexico,” will be organized to
supply instruments and records for Chihuahua,
Durango, Sponora, Sinaloa, Nayarit and Lower
California. This will make El Paso a big ship-
ping point for this merchandise.

The Walz business was started by W. G. Walz,
father of the present head of the firm, in 1881,
with branch stores in Mexico City, Juarez, Los
Angeles and San Diego, in which musical in-
struments and Mexican curios were handled.

The general stock of the Walz Co., which was
located at the corner of El Paso and San Fran-
cisco streets, has been purchased by F. G. Bill-
ings, who will carry on the business at the same
piace under the name of the F. G. Billings Co.

SCHRADER BUYS MUSIC STORE

Takes Over Victor Business of P. H. Sperry
in Marinette—WIill Be First Exclusive Music
House Established in That City

IEscanaBa, MicH., June 4.—By negotiations
that have recently been closed L. C. Schrader,
of Schrader’s Music House, of this city and
Ishpeming, has purchased the Victrola agency
conducted at Marinette by P. H. Sperry in con-
rection with his jewelry store for several years.
Mr. Schrader has leased a building in the
Masonic block at Marinette and as soon as
suitable fixtures can be installed will open the
third in his string of stores in this territory.

The Marinette store will feature Victrolas and
Victor records exclusively, as at the store in
this city and at Ishpeming, rendering a service
in that department on a par with that given here
and in the Hematite City that is certain to be a
source of great satisfaction to the people of
that community.

Mr. Schrader will furnish to Marinette its
first exclusive music house. His stores have
built up an enviable reputation for giving serv-
ice. Attention to the minor wants of patrons
with the same degree of courtesy accorded in
the larger transactions has built up for Mr.
Schrader a constantly growing business. The
same policies that have made the firm’s Esca-
naba and Ishpeming houses business successes
will be placed in effect at Marinette. A selec-
tion of an expericnced music store man to as-
sume charge of the Marinette store will be
nm:ade shortly by Mr. Schrader.

The Excelsior Phonograph Corp.,, New York,
was recently incorporated with a capital of
$300,000 by T. and R. Tigani and J. Schlos-
serm, 537 Linton avenue.



4 THE TALKING MACHINE WORLD

Jux~g 15, 1920

There has been a serious shortage of labor
experienced by a large number of employers in
the past few years, and to combat this condition
it has been found necessary to adopt various
means whereby the sitnation can be relieved
to some extent. Of the many helps that lead to
this end some are far more effective than others.
The important part that music plays in the home
lives of many of us should be looked upon as a
material aid to still further uses in industrial
life. The employers who give this matter more
serious consideration are finding that it pays
them well in greater production and more satis-
fied working force.

Can not the talking machine man nge some
practical aid to this movement—to the making
of more efficient and more practical workers?
The idea of a community sing in the plant, or
the rendition of selections on the talking ma-
chines, or the playing of dance music for the
noon-hour dances of the employes, offers a hint
that is not without its helpfulness for many op-
erators. Why should not the talking machine
be urged as a help in this way? Why not the
idea of installing an instrument in an industrial
plant where it can be played at the noon hour
and in this way made to act as a help and a
sedative to the employes?

The idea, while new in some respects, offers
a suggestion that should be looked upon as a
kelpful one to the dealer who is seeking to make
larger sales, Of course it cannot be undertaken
as an ordinary sale—or at least not handled in
the same way, but the idea has doubtless never
been suggested to many employers, and therein
lies the dealer’s opportunity. It opens up a field
that can be made to bring good results where
the matter is really given a wider share of con-
sideration by the salesmen or by the dealer who
is seeking new customers.

There is still another side to this question.
The plant that installs a talking machine in its
welfare department for the entertainment of its
employes in this way brings the matter right
up to the employes as possible customers for
the sale of more machines by the dealer who
has given a practical demonstration of its value
as a recreational help. ‘Would it not even pay
at times, by way of bringing this matter forcibly
to the attention of these prospects, to offer to
send a machine to be used free of cost, except

for the purchase of the records, to any plant
that will agree to try it out this way?

Or it might be placed there on approval. It
might be given a test in this way, so that if it
proved to be a help the understanding would
be that the instrument was to be purchased with-
in a given time. Such a plan would be a help
to the employer and a means of getting larger
publicity for the dealer. The matter should be
given serious thought by the dealer who is try-
ing to increase his sales. He has an opportunity
here that should be looked upon as a logical
means to an end, By taking advantage of this
opportunity the dealer would insert the wedge

. and open the way to many future sales.

There is a growing desire on the part of the
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The Use of Talking
Machines in Indus-
trial Plants Should
be Encouraged-T heir
Great Uplift Value

Sl

average employer of more than an ordinary
number of employes to do something that will
increase the efficiency of his help. The number
and character of uplift ideas that have been
and are now being considered as helps is increas-
ing continually. The community sing, and this
means either a talking machine or a player-piano
to be used in the recreation room where the em-
ployes can spend the noon hour in an enjoy-
able manner, is being considered as a vital part
of the betterment work.

Consideration is now being given to industrial
music, and the topic has been receiving serious
thought by the national association of that in-
dustry. It has been found that the matter of
creating a larger measure of good feeling, there-
by increasing the number of employes and help-
ing to make them more efficient, is by no means
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The Talklng Machine Is a Real Stimulator

of I.abor and Contentment
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= By Warfield Webb

an idle jest. The spirit of the plan is that music
or dancing that can be entered into by the em-
ployes at the noon lunch period makes them do
better work and helps to hold them to the com-
pany because they are satisfied. In view of the
present labor shortage anything that will hold
workers contented is of the greatest value to
their employers.

The idea is that, with the employes looking
forward each day to that invigorating and in-
spiring entertainment, they will enjoy their
work to a larger degree, and will be relieved of
anything akin to a grouch that might have de-
veloped in the morning hours. It might be, in
some cases, that the talking machine could be
played in the plant even during working hours,
and at certain intervals suitable selections ren-
dered so that the employes would be enabled to
speed up their work.

This is done in South America, where an or-
chestra is often found in a plant and plays dur-
ing the working hours. The idea offers at least
a reason for the live dealer to give it more
thought. He might even be able to have a little
card bearing his name and address attached to
the instrument, and in this way to call attention
to his place of business. Ordinarily speaking,
this could hardly be done in cases where a sale
has been made outright, but in the plants where
a machine might be placed on trial, or for the
advertising that would accrue therefrom, it would
be possible to do this, and to arouse in the hear-
ers a greater desire for an instrument of their
own.

If not the sale of a machine always, at least it

would help to sell more records, especially if

the less familiar records were used in demon-
stration. Of course the character of the pieces
played on these occasions would rather have to
be of the light and popular variety. There
would be more effective work done by the play-
ing of light and catchy airs or songs than by
the somber pieces.

More talking machines in the plants should
be made a matter for thought by the talking
machine dealers. There is a field that offers
great possibilities for increased sales. The pub-
lic and the factory managers should be educated
to value music as a very material aid in increas-
ing the efficiency of their organization and their
workers il all lines cf industry.
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26 East 125th Street

Victor Wholesale Exclusively

REG. V.S PATOFF

A Man is Known by the Company He Keeps
We believe that the Talking Machine retailer who han-

dles Victor Products exclusively and gives them better
representation, not only builds up prestige for the
Victor line but good will for his own business as well.

ORML.S,

[nc.
NEW YORK
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Victor
Supremacy

The supremacy of the Victrola
marks 1t as the greatest of all
musical instruments.

Andwith Victrolas 1n such splen-
did variety, possibilities are unlimi-
ted for every Victor retailer.

“Victrola” is the Registered Trademark of the Victor Talking Machine Company 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.

Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and
synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction.

Victor Wholesalers

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

Atianta, Ga. ........Elyea Co. .
Phillips & Crew Piano Co.
Baitimore, Md. .....Cohen & Hughes.
E. F. Droop & Sons Co.

H. R. Eisenbrandt Sons, Ine.

Birmingham, Ala. ..Talking Machine Co.

Boston, Mass. .....Oliver Ditson Co.
The Eastern Talking Machine

Co.
The M. Steinert & Sons Co.

Brookiyn, N. Y.....Amer:.an Talking Mach, Co.
G. T. Williams.

Buffaio, N. ¥Y.......W. D. & C. N. Andrews.
Buff?lo Talking Machine Co.,
ne.

Burlington, Vt, ...American Phonograph Co.
Butte, Mont, .......Orton Bros.

Chicago, Ili. .,.....Lyon & Healy.
The Rudolph Wurlitzer Co.
Chicago Talking Machine Co.

Cincinnati, O, ......The Rudolph Wurlitzer Co.
Ohio Talking Machine Co.

+s.s The Cleveland Talking Ma.
chine ;
The Eclipse Musical Co.

.The Perry B. Whitsit Co.
..Sanger Bros.
+++.The Clo(night-Campbcll Music

Cleveland, O. ..

Coiumbus, O,
Dallas, Tex.
Denver, Coio. ..

Des Moines, Ia......Mickel Bros, Co.

Detroit, Mich, .....Grinnell Bros.

Eimira, N. Y. ......Elmira Arms Co.

Ei Paso, Tex. ....W. G. Walz Co.
Honolulu, T. H. ...Bergstrom Music Co., Ltd.

Houston, Tex. .....The Talking Machine Co. of
Texas. !

Indianapoiis, Ind. ..Stewart Talking Machine Co.
Jacksonville, Fia. ..Florida Talking Machine Co.
Kansas City, Mo. ..J. V(\; Jenkins Sons Music

0.
Schmelzer Arms Co.

Los Angeles, Cal..,Sherman, Clay & Co.

Memphis, Tenn. ....0. K. Houck Piano Co.,

Wholesale Dept.,, 115
Union Ave.

Mifwaunkee, Wis. ..,Badger Talking Machine Co.

Minneapoiis, Minn. Beckwith, O’Neill Co.

Mobiie, Ala. .......Wm. H. Reynalds.

Newark, N. J.......Collings & Co.

New Haven, Conn..The CHorton-Gallo-Creamer
0.

New Orleans, La,...Philip Werlein, Ltd.

New York, N. Y....Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
Charles H. Ditson & Co.
Knickerhocker Talking Ma.
chine Co., Inc.
Landay Bros., Inec.
Musical Instrument Sales Co.
New York Talking Mach. Co.
Ormes, Inc.
Silas E. Pearsall Co.
Omaha, Nebr, .,....Ross P. Curtice Co.
Mickel Bros. Co.
Peoria, lii. ........Putnam-Page Co., Inc.
Philadelphia, Pa....Louis Buehn Co., Inc.
C. J. Heppe & Son.
The George D. Ornstein Co.
Penn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Sen, Inc.

Pittsburgh, Pa, ....W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.
Standard Talking Mach. Co.
Portland, Me. ......Cressey & Allen, Inc.
Portiand, Ore. .....Sherman, Clay & Co.
Richmond, Va. .....The Corley Co., Inc.
Rochester, N. Y....E. J. Chapman.
Salt Lake City, U..The John Elliott Clark Co.
San Francisco, Cal,.Sherman, Clay & Co.
Seattle, Wash. .....Sherman, Clay & Co.
Spokane, Wash. ....Sherman, Clay & Co.
St., Louis, Mo.......Koerber-Brenner Music Co.
St. Paul, Minn.....W. J. Dyer & Bro.
Syracuse, N. X......W. D. Andrews Co.

Toiedo, O. .........The Toledo Talking Machine
. 0.
Washington, D, C..Cohen & Hughes.
E. Droop & Sons Co.
Roht. C. Rogers Co.

Victor Talkir;g Machine Co.

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

Victrola X, $125

Mahogany, oak or walnut

Victrola XVI, $275
Victrola XVI, electric, $337.50
Mahogany or oak

* - . HIS MASTERS VOICE

s
2557

Z2]

EEEFIE]




6 THE TALKING MACHINE WORLD

.I

June 15, 1920

ALL RECORD CUSTOMERS ARE ALBUM

CUSTOMERS

Record in its Place

A profitable adjunct to the business.

quote prices,

ALL OTHER DISC RECORDS

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

CHICAGO OFFICE: 508 S. Dearborn Street

A Place for 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,
COLUMBIA, EDISON, PATHE, VOCALION AND

THE PERFECT PLAN

PUTS REAL PEP IN HERTZIAN WAVES

Times Square May Hear Music of Sherbo’s Or-
chestra by Wireless—No Records to Change
When Jazz Germ Comes to Life

“Jazzing the Wireless” is the latest thing in
the way of hectic music. Diulio Sherbo, band-
master, has an undertaking in hand that will
relieve enthusiastic practitioners of convulsive
dancing of the bothersome interruption that
comes when the record runs out. Mr. Sherbo
will push the jazz stuff through the ether by
means of wireless telephones. Ecstatic shakers
of the shimmy may thus add the tremors of
an electric shock to the trance state induced by
jazz.

Mr. Sherbo is fitting up, he says, a 500-metre
mechanism on top of 254 West Forty-fourth
street from which the music will radiate. One
of his orchestras will furnish the energy. Sub-
scribers to his musical wireless service will need
only receiving instruments to awaken the jazz
germ into life and set all their guests in mo-
tion. A boy wireless fiend suggested this to
Mr. Sherbo. There are thousands of amateur
receiving stations all around, the boy said, and,
commercial stuff becoming boresome, why not
get a central station somewhere to relieve the
tedium with some real peppy Hertzian waves?

R. W. Olsen & Co., Brooklyn, N. Y., have
been incorporated to do a business in talking
machines with a capital of $75,000. The incor-
porators are A. E. Aitkins, W. A. Campbell and
R. W. Olsen, 32 Fifth avenue, Brooklyn.

HANDSOME COLUMBIA DEPARTMENT

Stern’s Furniture Co., of Jackson, Mich.,, Has
Unusually Attractive Music Section

Stern’s Furniture Store, Jackson, Mich., has
one of the most elaborate and complete talking
machine departments in the State. The Co-
lumbia Grafonola is featured and the record
booths are arranged and decorated in a novel
way. These booths extend along the right-
hand side of the department and in front of each
booth is a sign naming a Columbia record hit
which may be heard by entering the booth. The
floor is covered with many rugs and comfort-
able chairs for the use of waiting patrons are
placed generously about the room. The en-
trance to the store is arranged so that in the
center of the wide passageway there is a com-
plete show window featuring the Columbia ma-
chines, where announcements of interest to
music lovers are displayed.

HELPING CAUSE OF MUSIC IN LIMA

F. E. Harmon & Co., Victor dealers, Lima,
O., have been doing some very effective work
in bringing the great Victor artists to their city.
The presence of the artists has helped im-
measurably in expanding the sales of Red Seal
records in Lima and vicinity.

A recent entry into the talking machine field
is the Artitone Talking Machine Co., New York,
which has a capital of $5,000. Incorporators are
L. Schenker, H. Dorfman, 1642¢ Lexington ave.

SALESMANSHIP CLASSES A SUCCESS

Third Monthly Session Closed by Stewart Talk-
ing Machine Co. Well Attended

InpranapoLls, INDp, May 30—The third monthly.

salesmanship class of the Stewart Talking Ma-
chine Co. was recently brought to a successful
close. The entire class was taken to Crawfords-
ville as the guests of the Stewart Co. to hear
the Braslau-Werrenrath recital that was held in
the large auditorium in the new high school
building, thanks to the enterprise of Schultz &
Schultz, dedlers of that city.

Many sales problems that have confronted the
dealers of this territory were brought up for dis-
cussion during the sessions that were held in the-
class rooms at the Stewart offices, and the ef-
forts of those in charge are all directed toward
greater interest in the salesmanship classes held
at the Victor, factory, each one in attendance
here being urged to make out an application
blank for one of the sessions in Camden, N. J.

E. B. Knight, head of the advertising depart-
ment of the Stewart Talking Machine Co., gave
many valuable hints to the dealers who attended
the school. Brief outlines were given them for
display and newspaper advertising as well as
aids to be followed in window trimming. Other
talks were given by E. T. Huller, W. S. Bar-
ringer, W. M. English, Caroline Hobson and
George E. Stewart, all of the Stewart organiza-
tion.

Each class brings new students and the at-
tendance is even larger at the fourth session now
being held.

PEERLESS
Metal Back Album

) seller.

Does it stand the strain?

I'LL SAY IT DOES!?

Why Albums

{| Because the empty album is a’constant reminder to the owner to fill
it with records

PEERLESS Albums emphatically do sell records!

| Because the average dealer is chiefly concerned with the sale of rec-
ords, it is good policy on the part of manufacturers to build their
talking machines with an ample record filing capacity in the form of

PEERLESS Albums.

| Because the most popular machines on the market are cabinet types
equipped with albums.

| Because PEERLESS Albums, combining choice materials with skilled
workmanship, will make a good phonograph better, and a mighty fast

43-49 Bleecker Street

Representatives: BOSTON, L. W. Hough, 20 Sudbury Street;
CHICAGO, W, A.Carter, 57 E. Jackson Blvd.; SAN FRANCISCO, Walter S. Gray Co., 942 Market St.

Gy PEERLESS ALBUM COMPANY

PHIL RAVIS, President

?

NEW YORK CITY

Our Standard Grade

Lowest-Priced Quality
Album on the Market

Write for
description
and prices

o

r




June 15, 1920 - THE TALKING MACHINE WORLD 7

| — - e - r — = ar— - -
A T ity N N N AN N N N A A N N A o S S AN AT

N A AN AN NN N AN N A R A
Z = A |

2y
/]

™

T

| ——

A

ISZANCZANTZAN

AN AVAV AV

A

X

LGN

N

S

SaILZN

TANZANT AN

AR

ENZANZ7

=N

Victrola VI, $35
Mahogany or oak
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Supremacy

ANGNASZA

Victrola VIII, $50 E o o
Oak E Supreme as a musical instrument,

the Victrola naturally stands su-
preme as a business proposition.

The success of Victor retailers
follows Victor supremacy as a
matter of course.

LCZAN

LR

A A A A I R R Y 7 AT —

AT

24

Victrola IX, $75
Mahogany or oak
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“Victrola' is the Registered Trade mark of the Victor Talking Machine Company 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.
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Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and
synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction.

Victor Talking Machine Co.

Camden, N. J., U.S. A.
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Victrola X, $125

Mahogany, oak or walnut

Victrola!XI, $150
Mahogany, vak or walnut

Victrola XIV, $225

Mahogany, oak or walnut
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Victrola XVI, $275

Victrola XVI, electric, $337.50
Mahogany or oak
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Victrola XVII, $350
Victrola XVII, electric, $415
Mahogany or oak
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! ONE RESULT OF THE RAILROAD TANGLE

HE general tangle of freight transportation during the past

couple of months has developed some peculiar situations in the
matter of machine and record supplies for retailers. Those dealers
located near the big factories have discovered that it is an ill wind
that blows nobody good, and that the condition that has meant
serious shortage for the trade in the Middle and Far West has
meant the salvation of the Easterners in the matter of stock.

Peculiar as it may seem, however, some of the Eastern dealers
have complained about the sudden influx of machines and records,
particularly the former, and in some cases have been inclined to call
a halt, fearing the danger of being overstocked. The wiser ones, how-
ever, have been taking all they could get and saying nothing, know-
ing full well that with any improvement in the freight situation
allotments of goods will go to distant points, and that they will then
probably have to wait weeks, and even months, for more machines.

It has taken, and will take, some little trouble for certain dealers
to meet their payments on schedule, especially where they have had
blanket orders with several jobbers and all these jobbers have fol-
lowed out the spirit of the order. Better to do a little strenuous
financing right now, however, and be sure of the goods, than to have
the bugbear of shortage constantly in mind for the balance of the
year, perhaps.

Meanwhile one dealer’s gain is another dealer’s loss until such
time as transportation conditions adjust themselves, or are adjusted,
and an equitable division of factory output 1s again possible.

ADVANCING THE CAUSE OF MUSIC IN AMERICA

USIC as a dominating factor in our civilization is to-day more
widely recognized and appreciated than ever before in history.
The war undoubtedly marked a new era in music in America, for
it upheld the morale of those left at home as it inspired those in the
trenches. The beneficent mfluence of the talking machine in the
home is widely recognized—it is acquainting millions of people with

the very best in all forms of instrumental and vocal music, and it

is proving a potent factor as a stimulator of labor in the factories

where it is becoming a great power for contentment and pleasure.
Those who have at heart the Americanization of the great mass

of people of foreign birth who are now residing in this country are

finding the ta'king machine, as we!l as music of al! kinds, an effective
means of accomplishing the results aimed at. American musical
ideals are being comprehended and stimulated by means of Ameri-
can songs brought to the attention of those people through the
talking machine.

The growing popularity of the community sings throughout the
country can in a measure be traced to the talking machine, for in
smaller centers it is proving a big aid to the leader by having the
popuar folk songs which the people are expected to sing first played
on the ta’king machine. Thus the “talker” has become a community
leader so to speak. All in all, it is quite evident .that the talking
machine 1s doing its share in the great campaign which is now being
conducted for the advancement of music in America, and it is up
to the dealers everywhere to force the issue and bring the ta'king
machine to the fore as a factor in this great cultural work. In this
connection nothing should be left undone to emphasize the impor-
tance of the talking machine—it means much for the industry, and
it means much for every dealer who interests himse!f in this move-
ment.

L THE COMING CONVENTION AT ATLANTIC CITY

ITHIN a fortnight after this issue of The World is in the
hands of its readers, the National Association of Talking Ma-

‘chine Jobbers will be in convention at Atlantic City, its old stamp-

ing ground, ready to give earnest consideration to a program that is
declared to be distinctly constructive in every particular.

Certain it 1s that there have been many important developments
in the talking machine trade and in the business world generally
since the last convention of the organization, and these changes,
taken with the conditions that promise for the immediate future, de-
mand attention if the talking machine men are to keep pace with
business interests in other lines. There are those who see a gradual
swing towards a buyer's market, and, therefore, it is timely- and
pertinent that some attention be given to the matter of selling
and service, as between the jobber and the dealer, and the dealer
and his customer. There are also legis'ative matters that will require
attention. and enough other questions to keep interest at high pitch
throughout the sessions.

This year the talking machine jobbers will not be alone, in the
fullest sense, for during the two days prior to their convention the
Board of Control of the National Association of Music Merchants
and the Executive Committee of the Music Industries Chamber of
Commerce, in both of which bodies are to be found talking machine
jobbers and dealers, will hold special executive sessions at the
Traymore. It will really be a music week at Atlantic City.

COURTESY A VALUABLE ASSET IN BUSINESS

HE value of courtesv in business is so obvious that it hardiy

L requires any argument to show its importance and benefit to a

business. Yet there are establishments where some members of the

sales force are not as considerate of visitors as they might be—in-

deed, their indifference to the needs of customers even approaches
the danger line.

When a request is made for certain records at the time they are
not in stock, the response can be conveyed in an agreeable tone of
voice just as well as in a snappy, don’t-care-a-hang style of expres-
sion.

The same thing applies to the queries about talking machines—
the various styles—the mechanism—the different features of con-
struction. It 1s sometimes troublesome, it is true, to answer fool
questions, but to the salesman who knows his business and who
aims to succeed it will be found most profitable to answer inquiries
to the best of one’s ability, because every visitor who is treated con-
siderately and courteously is certain to come back to the store. No
better means exists of making friends for a house than to have a
sales force that will present considerate, courteous attention to pros-
pective customers.

There are innumerable instances in every industry where con-
cerns have built the casual customer into a permanent and enthusi-
astic friend by treating the customer as he likes to be treated. Only
recently the owner of- a talking machine, who is a large buver
of the best quality of records, told the writer in a most appreciative
way of the wonderfully considerate treatment he received at a certain
store. It appears that the records he desired were not in hand, and
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the salesman at this store went out of his way to call up other stores,
and, securing the missing records, sent the boy for them and had the
entire order delivered to the customer that evening. This offer of
the salesman to go out of his way to fill the order of this customer
made such a favorable impression on the buyer that his large acquain-
tance of friends have been advised of the name of the salesman, and
we venture to say that this little act of courtesy and attention has
brought thousands of dollars’ worth of business to this establishment.
The policy of this salesman and this house appears to be “if we
haven’t got it we will get it.”

Now the happening just referred to may be general, but judg-
ing from the reports made by many store visitors it is not. While
the sales force in a talking machine or other store is composed of
human beings, who have their bad and good spells, there is no
question but that the salesman who keeps absolute control of him-
self and is always courteous and attentive to the needs of visitors,
and endeavors to supply them with the fullest available information,
is bound to build a profitable business for his house and make him-
self a more valuable ' man to his employer.

There are some who seem to think that courtesy is too much
of a feminine attribute to be practiced by meun, but this sort of
reasoning 1s as silly as it is unfounded. There is nothing that
stamps a real man—a gentleman— as the evidence of true culture,
not “kultur,” and this predisposes a man who is unfailingly cour-
teous and considerate of his fellow man or woman.

’NOW IS THE TIME TO WATCH SALES METHODSl

HE past month has witnessed a great wave of retail price reduc-

tion which, beginning in New York, has swept over the country.
The campaign has chiefly covered clothing rather than food. That
prices will drop to their old levels is most improbable, nor is it de-
sirable to have an oversudden fall of prices that would promote
panic conditions. Moreover, the new wage scale of labor buttresses
present prices, and the wage scale is not easily changed. High money
is bringing a natural liquidation of over-extended business, and as
long as the campaign moves along orderly lines all is well. The
increase in retail prices in many industries has certainly called for
remodification, but we are pleased to know that talking machines and
records have maintained their price standards without change, be-
cause as far as they are concerned jt will be admitted that there has
been no profiteering in this industry. The increases in prices of talk-
ing machines and records during the war and since that time have
been comparatwe y small—in fact, no other industry can compare
with it in this respect.

It is the time just now to emphasize, however, that it is the poor-
est kind of policy to indulge in bargain-baiting advertising, at least as
far as the talking machine trade is concerned. Selling on the deferred
payment plan, with a small initial payment, and in many instances
none at all, is absolutely foolish as it is unnecessary. During the war
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W hat record shall I sell—V-I-C-T-O-R.

[TH just your finger-tips on the board, ask three
questions:—What talking machine shall I sell—

What distributing service shall I
S-A-L-L.

Victrolas and Victor Records
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the policy was to cultivate the cash plan of doing business, and this
should continue to prevail.

‘Great merchandise emporiums in the larger cities are to-day
the chief offenders in the matter of re-establishing the offering of
talking machines along the lines of the tiny, little cash down and
deferred payments extending over a long period. While this is an
old-time practice with some of these concerns it should not be
adopted by the talking machine store, because it takes a long time
on the deferred payment plan to get enough instruments out so that
the intake produces cash sufficient to take care of the running
expenses.

People to-day have plenty of money, they have been educated
to the large cash payment plan, and there is no reason in the
world why this policy should not be maintained. The disturbed con-
ditions in the business world to-day must not swerve the retail trade

. from sound business practices—this implies selling instruments for

cash, or as nearly for cash as can possibly be secured.

The talking machine trade has been and should continue to be
one of the most up-to-date industries in the country. Instruments of
quality are invariably sold at a uniform level of prices. The busi-
ness is in the hands of progressive, active forces who have kept their
heads as far as prices are concerned, and just now, as never before,
it is the duty of one and all to analyze the situation with the most
careful deliberation to the end that business is conducted along safe,
hea'thy lines, selling goods as close to a cash basis as is possible and.
avoiding the allurements of long-time payments, cut prices and other
so-called inducements that are usually indulged in when stock
becomes plentiful. '

\ HANDLING CUSTOMERS’ REPAIRS PROBLEMS

HE question of repairs as a part of service is one that should

receive the careful attention of talking machine dealers gener-
ally, for it has been proven that if there is proper co-operation
between the dealer and his jobber, or distributor, it is quite possible
to conduct a repair department or at least handle repair work on a
basis that will at least cover expenses and probably leave some
slight profit. The service of a talking machine store does not neces-
sarily mean working without charge, but the term can be made to
cover the ability and willingness of the dealer to take care of the
customer’s repair problems, promptly, satisfactorily and at a fair
charge.

In handling repair work promptness is a factor that will be
appreciated by the customer, especially if that customer is a talking
machine enthusiast. So long as the machine is undergoing repairs
it is out of use, and not only proves an annoyance to the owner,
but has a direct bearing upon record sales. Perfect salesmanship
means keeping the customer satisfied after the sale is made, just as
much as it means making the original sale, and the handling of
repair work competently proves a direct means to that end.
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CARUSO SCORES IN SOUTH AMERICA

Appearances of Great Victor Artist in Mexico
City and Havana, Cuba, Attracted Enormous
Audiences—Victor Record Sales Helped

Enrico Caruso, the celebrated Victor artist,
scored a tremendous success during his recent
appearance in grand opera in the City of Mexico.
He was engaged for ten performances at the
big Isis Theatre, but the structure proved ut-
terly inadequate to take care of the thousands
who desired to hear the great tenor, and it be-
came necessary to transfer the performance to
the well-known “Bull Ring,” where an audience
of 20,000 people sat for two hours in a down-
pour of rain to hear the great tenor at the open-
ing performance, the opera being “L’ Elisir d’
Amore.” Nothing in operatic history in the
South can compare with the attendance and en-
thusiasm at this short season of opera, $25,000
being taken in at a single performance. The
great amphitheatre was packed with human be-
ings right up to the roof of the Bull Ring. An-
cther Victor artiste, Gabriella Besanzoni, who
has won international fame, also appeared.

The call for Caruso records was so great that
not one could be had in Mexico City during the
closing performance, and the demand for Caruso
records which now prevails should keep ship-
ments going from this country in large num-
bers.

Caruso also scored a notable success during
his first appearance in Havana, Cuba, the re-
ceipts for the opening engagement in “Martha”
totaling $40,000. In Havana, as in Mexico City,
the appearance of the great tenor caused a reg-
ular run on the supply of Victor records avail-
able, and dealers in that city already have in
hand orders for Caruso records that will keep
tliem busy from now until Fall. Caruso received
$10,000 for each engagement in Havana.

The Achor-Weldon Co. have opened a new
talking machine store on Tenth street, No-
desto, Cal.

T

Dulcitone Walnut, Rich Mahogany,
Red or Brown

T L R
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PHONE DEMONSTRATION PAYS WELL

N. D. Dunlea in System Comments on Custom
of Los Angeles Talking Machine Dealer

“Call 1-4-9-2-5 from your home and ask to
hear any record you like. The service is com-
plimentary.” This is the way a Los Angeles
store interests the public in buying talking ma-
chine records. When you can hear new records
so easily it is a great inducement to buy.

This plan, which has been inaugurated some
two months, has been a great help to record
buyers who have to stay at home. Numbers
of them have already written the manager of
this new department telling him how much pleas-
ure it has given them to hear new records over
the telephone so that they might order them
without further trouble. Needless to say, the
sales in this department have greatly increased
since the plan is in use.

MARKING CASES FOR EXPORT

Vice Consul Willys A. Myers at Vera Cruz
wishes to bring to the attention of exporters
that more care in marking cases for foreign
shipment in the language of the country to
which the goods are being shipped would great-
Iy facilitate their safe arrival at their final des-
tination. He explains that very often the badly
damaged condition in which goods arrive is due
to the fact that the freight handlers cannot read
the directions, and suggests that exporters and
forwarding agents have stencils of directions
niade in the languages of the countries to which
they make shipments.

A NEW JERSEY INCORPORATION

The Century Phonograph Co.,, Elizabeth,
N. J., has been incorporated under the laws
of New Jersey, with a capital of $25,000, to do a
business in talking machines. The incorpora-
tors are Joseph Chiavaro, Sal Chiavaro and
Peter Chiavaro, of New York.

Tone

Appearance

THE PASSING OF FRED A. DENNETT

Unexpected Death of President of United
Phonographs Corp. Widely Regretted

Brief reference was made in the closing pages
of last month’s World to the passing of Fred
A. Dennett, president of the United Phonographs
Corp., manufacturing the Puritan phonograph,
who died suddenly at Grafton, Wis., on Wednes-
day, May 12, while en route to Sheboygan froimn
a visit to the company’s branch factories at
Port Washington and Grafton. Mr. Dennett
apparently had been in good health and his sud-
den passing came as a great shock to a host
of friends. With his brother, John R. Dennett,
of Port Washington, Mr. Dennett was known
all over the country as a manufacturer of fine
furniture, and the Puritan phonograph business
was a natural outgrowth of a vast amount of
cabinet and panel production in the last fifteen
years for some of the leading talking machine
manufacturers of the United States. Meanwhile
the Puritan is now recognized as one of the
most extensively built instruments made in the
Middle West, and it has won a large measure
of appreciation for its musical qualities. Mr.
Dennett served as mayor of Sheboygan several
terms and also as a State senator—in fact he
had a splendid record of service in behalf of
his town, State and nation. He was a thirty-
second degree Mason, Knight Templar and
Mystic Shriner. The interment was in She-
boygan. ’

NATHAN’S OPENS NEW DEPARTMENT

A new talking machine department will soon
be added to Nathan’s Music Store in Johnstown,
Pa. For the past two years this store has had
the agency for the Edison and Dalion lines and
the increased patronage has made a larger loca-
tion necessary. To this end the third floor of
the building now occupied has been obtained
and will be fitted up for the display of machines
and records.
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Superiority

The wonderful tone of the Dulcitone is not an accident, but the result of right
development of known principles governing tone production.
constructed tone chamber, embodying proper dimensions, shape and quality
of material, is the medium by which tone once properly started in the repro-
ducer is amplified and brought out full, clear and rich.

Dulcitone appearance is one of the prime factors in its popularity. Veneered
in beautifully matched genuine Walnut and Mahogany veneers, it appeals
instantly to the eye and commands admiration.

THE MOST BEAUTIFULLY FIGURED AND PERFECTLY MATCHED
VENEER IN THE ENTIRE PHONOGRAPH INDUSTRY.

The combination of wonderful tone and incomparable beauty of finish places
the Dulcitone at the head of the list of all Phonographs and explains its un-
questioned popularity with both dealer and customer.

Write for prices and further interesting information.

PROMPT SHIPMENTS.

The especially

DULCITONE WALNUT IS

Dulcitone Phonograph Company

Chicago Office, 404 Republic Bldg.

SOUTH HAVEN, MICHIGAN
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GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President
25 West 45th Street - - New York

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

CHICAGO TORONTO SAN FRANCISCO LONDON, ENG.

SEASON 1920

THERE Wll] be a tremendous demand fOI' l’]lgl’] grade

phonographs this Fall and the trade will insist on having
the highest quality. If you use these well-known motors you
will surely get your share of this profitable and high-grade
business.

The Heineman

The standard phono-
graph motor the world
over. Recognized inter-
nationally as the finest
motor of its type pro-
duced—the pioneer and
the leader.

HEINEMAN MTOR No. 77

T he Meisselbach

A phonograph motor of the
highest quality. Used ex-
clusively by the most suc-
cessful phonograph manu-
facturers, and a standard of
comparison in the industry.

MEISSELBACH MOTOR No. 16

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President
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THE TALKING MACHINE WORLD 11

TS

One of the most successful department stores
in Los Angeles, when it comes to the marketing
of talking machines and records, is Hamburger’s
—the big white store. The department devoted
to sound reproducing instruments is located on
the fifth floor, far above the noise of the streets,
and the acoustics of each sound proof room are
such that the listener gets the complete beauty
of each selection. This house doesn’t play fa-
vorites in the matter of records, carrying large
stocks of the Victor, Brunswick, Pathé and Co-
lumbia. At intervals special concerts are given,
in which the program is divided between the
talking machine records and the human voice,
in some instances the artist singing the same
songs that are later reproduced on the talking
machine, in order to court comparison. There
is a ‘time system of payments for those who
do not feel able to pay cash, and it is pointed
out that “this system of deferred pa<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>