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ONORA sales con-

tinue to increase at a
phenomenal rate be-
cause the purchaser of
a Sonora enjoys the
pride of possessing the
best that can be made.
Not “How many?” but
“How good!” has al-
ways been Sonora’s
motto.
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is famous for its wonderful
tone, for its superb design and
for its many important features
obtainable in no other phono-
graph.

The Sonora is sold as soon as
it is seen and heard, and if sells

without of fering*‘easy payments”
as the leading attraction.

If you are interested in han-
dling the Sonora, write us.
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NOCTURNE

INVINCIBLE

Sonora Phonograph Company, Inc.

GEORGE E. BRIGHTSON, President
New York: 279 Broadway Canadian Distributors: I. Montagnes & Co., Toronto

At the Panama Pacific Expositioa Soaoora woa highest score for tone quality aad its supremacy is steadfastly maintained

NOTE : Sonora is licensed and operates under BASIC PATENTS of the phonograph industry
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ADVERTISING MAKES FOR HONESTY

Remakes the Firm That Uses It, Says Vice-
President of George Batten Co.—Advertising
Expands the Business Man’s Horizon

“Advertising remakes the firm which employs
1t,” declared William J. Boardman, vice-president
of the George Batten Co.,, New York, in an ad-
dress before the sixteenth annual convention of
the Associated Advertising Clubs held recently
in Indianapolis, Ind.

“No man,” he said, “cver does real advertis-
ing without expanding his own horizon. Many
a man who was local-minded has been forced
by the very progress of his advertising into na-
tiona! mindcdness. For national mindedness is
merely that quality of mind which embraces an
nnderstanding of the habits of life and ways of
thinking of many localities. The man who has
successful business relations with representative
houses in all of the States has thc national min|
as truly as a Secretary of State or Justice of the
Supreme Court.

“'Again advertising enforces upon the adver-
tiser the practice of honesty. It is an organism
which the instinct ot self-preservation auto-
matically urges to cast out the crook exactly as
your physical bodies strive to cast out the un-
wholesome foreign substance.

“'['hird, advertising forces upon its practitioner,
to a greater degrce than any other mcthod of
commerce, the application of foresight based up-
on accurate knowledge of the essential facts.
If a man buys land, buildings or machinery un-
wisely he can recoup a part of his losses by sell-
ing at a sacrifice, but if he has spent his money
on advertising based on false premises he has
no recovery.

“Last and most important, advertising forces
upon the advertiser a revelation of the enormous
influence in human affairs of the unseen and the
intangible. He learns to spend his moncy on
ideas as confidently as previously he spent it for
bricks and steel. Previously, he may have pat-
tered glibly of supply and demand, but his ad-
vertising forces upon him in sharp relief a new
comparative evaluation of supply—that is the
material things—and of demand—that is the hu-
man need guided by public information both
istangible and both paramount.”

SELLING RECORDS BY AUTOMOBILE

Plaut-Cadden Co., of Norwich, Conn., Are Using
a Closed Automobile With Record Racks and
a Full Stock, Accompanied by Competent
Salesmen, to Cover Specially Arranged Routes

SQomething entirely novel in the line of recnrd
demonstration has been conceived by the Plaut-

‘R H-,A,Co., the widely known Victor dealers of
AYE) i'&i, Conn. They have arranged for a
closed.aptomobile with record racks and a stock
of records, and with a staff of competent sales-
men will visit all homes in which there is a
talking machine and sell the records from the
stock carried in this car. Special routes have
been laid out for each day and a very thorough
canvass of the territory which they control will
be made. They will also carry one of the
smaller types of Victrolas so as to interest pros-
pects in this instrument, and it can be used, if
necessary, to demonstrate records.

The entire idea is as novel as it is excellent,
and is one that should be especially valuable to
dealers who desire t@ work up trade among Sum-
mer hotels and boarding houses wherc talking
machines are sure to be found. Summer board-
ers are invariably anxious-to purchase records—
it breaks the monotony and adds to the enjoy-
ment of their country stay if they can get them
conveniently. A visit from an automobile
equipped with a stock of records would mean
the building up of a very large trade.

MUSIC IN MILWAUKEE SCHOOLS

Superintendent Potter Praises Values of Talking
Machine in Educational Work—Just as Im-
portant as Reading and Writing, He Says

MiLwAUuKEeg, Wis., July 5.—Somme time ago one
of the progressive schools of this city purchased
a talking machine for the amusement of the
children. It was uot long before the teachers
discovercd that this machine was rendering a
very real service in all round musical education.
Milton C. Potter, superintendent of schools, is
heartily in favor of the talking machine in educa-
tion and on this subject recently said:

“Every school in the city has its talking ma-
chine now—look around and see,” he said.

“In typcwriting classes, in penmanship, where
the rhythmic training gives a sure style, they
have their everyday, practical usc, but it is as a
matter of musical cducation that the talking ma-
chine has proved its importance.

"1t is easy to teach reading to a child who
comes from a literary home, where good books
arc discussed and enjoyed.

"But our problem is with the child who has
not that background, not that previous training,
who would not recognize poor music from good
vnless taught. That problem the. talking ma-
chine helps to solve.

“lmagine what it means to such a child to be
able to get at the fAnest things in the world’s
music, to have that musical consciousness really
furnished for him, built up for him.

"The talking machine, in my opinion, is one
of the greatest forces for culture in the world
to-day.” ;

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Ten Months
Ending April, 1920, Total $6,226,032

WasnHixgToN, D. C, July 5—In the timely sum-
mary of exports and imports of the United
States for the month of April, 1920 (the latest
period for which it has been compiled), which
has just bcen issued, the following figures on
talking machines and records are presented:

The dutiable imports of talking machines and
parts during April, 1920, amounted in value to
$34,784, as compared with $30,402 worth which
were imported during the same month of 1919.
The ten months’ total ending April, 1920, showed
importations valued at $641.385, as compared
with $233,128 worth of talking machines and
parts during the same period of 1919.

Talking machines to the number of -8238,
valued at $380,719, were exported in April, 1920,
as compared with 3,743 talking machines, valued
at $141,057 sent abroad in the same period of
1619. The ten months’ total showed that we
exported 64,555 talking machines, valued at $2,-
882,295, as against 41,184 talking machines,
valued at $1,244.583, in 1919, and 78,293 talking
machines, valued at $2.168,752, in 1918.

The total exports of records and supplies for
April, 1920, were valued at $403,040, as compared
with $266.730 in April, 1919. For the ten months

" ending April, 1920, records and accessories were

exported valued at $3.343.737; in 1919, $2.327.571,
and in 1918, $1.653.390.

LIBRARY TO ISSUE RECORDS

The public library of Dallas, Tex., has inaug-
urated a new service for its patrons. A large
collection of talking machine records has been
donated by the Wednesday Morning Choral
Club and these records are being issued by the
Iibrary on cards just as books are issued. As
many as three records may be taken out on one
card. The collection includes all types of rec-
ords, both popular, classical and operatic. This
move is being watched with interest.

CAMPAIGN SPEECHES IN NORWICH

Local Columbia Dealer Draws Many Patrons to
His Store by Advertising Records of Debates
and Speeches by Several Prominent Men

During the week just preceding the Rcpubli-
can convention, and also just before the Demo
cratic gathering at San Francisco, WW. H. Grif-
fin, a Columbia dealer of Norwich, N. Y., drew
crowds to his store by announcing campaign
speeches given by well-known statesmen and
politicians by means of the campaign records
which have been issued by the Nation’s Forum
and the Columbia Co. The speakers for the
Republican party were Scnators Lodge and
Harding, General Wood and Governor Coolidge
of Massachusctts. Later the Democratic speak-
crs were Attorncy General ’almer, William G.
McAdoo, Dr. Stephen S. Wise and Bainbridge
Colby, Secretary of State. These campaign
speeches on current topics arouscd considerable
attention throughout the community.

IMPORTANT BEACON CO. MOVES

J- H. Adamson Appointed Distributor for Large
Territory—D. J. Speck Gets New York State
and Part of Eastern Pennsylvania

J. H. Adamson, who for many years has been
a prominent wholesale furniture dealer in New
York, has been appointed a distributor for the:
Beacon Phonograph Co. Boston, Mass. Mr.
Adamson has opened offices in Philadelphia and
will handle a considerable part of Pennsylvania,
Maryland, Delaware, Washington, D. C,, and the
lower part of New Jersey.

D. J. Speck. who has been connected with the
talking machine trade for a number of years, has
Lcen appointed Beacon distributor for New
York State and a part of eastern Pennsylvania.
Mr. Speck has opcned offices in Syracuse and a
staff of thrcc men will visit the trade in his
territory.

H. Frank Spurr, who has been opening up
New York State territory for the Beacon Phono-
graph Co., has been called to the executive of-
fices in Boston and will spend most of his time
in sales promotion work in the New England
tcrritory.

George \V. Orcutt, New York City represent-
ative for the Beacon ling, has opened up many
desirable accounts and reports an active demand
for the Beacon product in New York City.

MELBA RECORD MADE BY WIRELESS

Song Carries 1,000 Miles and Is Recorded by
Receiving Apparatus—Concert Plainly Heard
by Stations Many Miles Distant

Music authorities and wireless enthusiasts in
Europe expressed keen satisfaction at results of
the first wireless concert, held at the Chelms-
ford Murconi station, near Liondon, when Mme.
Melba sang into a wireless telephone, her voice
being heard full and mellow over a radius of
1,000 miles. .

Melba sang "Home, Sweet Home,” in Eng-
lish; a song in French and two selections from
“La Boheme” in Italian. She also rendercd
“God Save the King” in both French and Eng-
lish. Her singing was accompanied by a piano-
forte.

Reports indicated that wireless stations at
Berlin, Madrid, The Hague, Christiania and
Warsaw had heard the concert quite clearly. At
Paris a talking machine record was made of
Melba’s voice over the wireless telephone, the
recorder being placed close up to the wireless
telephone receiver

After the concert Melba expressed delight at
the results. ™1 greatly enjoyed this most won-
derful experience of my life,” she said. “It
was really a marvelous accomplishment.”
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By Courtney Harrison
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A few days ago I made an interesting experi-
ment. It happened this way. I had just been
in for a chat with a furniture dealer friend of
mine who handles talking machines. Notice I
say “handles” them. Of course he sells a few
of them every month, but I happen to know
quite a bit about the “insides” of his business
and I told him some time ago that I did not
think he was getting near the amount of talk-
ing machine business he should; that he was
allowing his advertising man and sales forcc to
consider them too much as a ‘“side line”” in
other words, I told him he was letting talking
machine business slip past his doors every day.
His come-back was: ‘“We can’t see where it
would pay us to put a lot of money in advertis-
ing the talking machine department individually,
sending out special sales letters, or having sales-
men devote too much time to this line. Any-
way, you know what I think? I believe nine out
of ten of the better class of people, the peoplc
we want to do business with and who would be
liable to visit our store to buy an instrument,
already own one.”” I assured him, of course,
that he was all wrong—that he still had a vast
uncultivated field of “better class’ prospects to
sell machines to. But he didn’t believe me.

And so I made this experiment I started to
tell you about. And here’s what I did. I started
out (it was then about 10 o'clock in the morn-
ing) and every business acquaintance or friend
I came in contact with that day I asked him if
he had a talking machine at his house. Remem-
ber, I didn’t pick and choose. I met that day
what you might call the “average run” of busi-
ness men, taking them as they come, and to
each and every one of them I put the question:
“Have you a talking machine up at your place?”
And if the answer was “no,” I asked why my in-
formant didn’t own an instrument.

I got some interesting information. First off,
what do you suppose? Fifty per cent of the
sixty-three business men I put the question to
did not have a talking machine in their homes.
To be exact, thirty-three owned instruments and
thirty did not.

Of course, it would not be possible to take up
the necessary space here to tell what sort of
people owned the most machines or why those
who did not own them had not bought one, but
I can and will set down a few interesting things

in connection with my several brief interviews.

The first man I put the questions to was a
chair manufacturer. 1 took it as a matter of
course he would have a machine, as he certainly
has money to buy anything he wants. But to
my surprise he said he didn’t own one. Why?
Hc had no particular answer. The only thing
definite I could get out of him was that “My
wife and I have thought several times about
getting one, but I guess nobody has kept after
us hard enough to make us buy one.”

My next “victim” was an advertising man (of
all people, he didn’t own one either). He laughed
when I asked why, and said: “Oh, I don’t know

hardly myself; of course we can afford it, but
you know I gucss there are so many ads claim-

£
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Many People Do Not
Own a Talking Ma-

chin_e Because the

Dealer Has Not Urged
Them to Purchase

=

ing so many different things we never have
gotten right down to brass tacks and picked
out one. Now, I'm an advertising man, as you
know, and if you put the question straight up
to me to know what would ‘get’ me—of course
I’'m not the average case, understand—I would
say that some music shop would have to either
write a good sales letter, or send out-some sort
of special invitation that would get my wife and
me down to see and test the mac}line the store
set out to sell us. My wife doesn’t go out a
great deal, and perhaps because she hears
enough about advertising from me, she doesn’t
read ads a great deal. As I naturally would wait
for her to take some initiative before I spent the
money, some sort of appeal would have to reach
her that would give her the right ‘jolt” But, as
I said before, we are not average cases.”

i

=
=

—
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My third and fourth, also the fifth man I
talked to, all owned talkers (mechanical ones, I
mean).

The sixth chap was another who “didn’t own.”
His reason was that he and his wife had been
living with her folks until a month or two be-
fore, and as the old folks owned a machine the
voung people had not bought one. However,
this man admitted that some day ‘the fever”
would get him, and he would go down and buy
a machine. Some day, he said, when some store
ran his “buying temperature” up to the proper
degree.

The seventh man had no instrument either.
Said they had a piano but his wife seldom played,
was all out of practice. Had been intending all
along to get a talking machine, but “just never
had done it.”

And so it went throughout my interviews
Some of these people, as pointed out, may have
been exceptional cases to reach, but the most
of them were just average, every-day, better
class Americans. The fact that they had never
bought a talking machine does not reflect on
talking machine advertising or special talking
machine sales efforts either. The cumulative
publicity that is reaching them in one form or
another will some day turn them into talking
machine owners. In the meantime, the store
that puts on extra steam and tries the hardest
to reach them can cop off the sales, perhaps.

But this was not intended to tell you par-
ticularly how to sell talking machines. It was
more to show you the possibilities for making
sales that are at hand.

The experiment I made any one can make,
and I believe you, yourself, will be surprised
at the number of people who still do not own
talking machines. Try it to-day. Make it a
point to ask every man you come in contact
with whether or not he owns a talking ma-
chine. And if he doesn’t, ask him why. It will
belp you to do a bigger, better business through
helping you to get the right angle from which
tc appeal to the folks in your town.

A. I. Namm & Son, Brooklyn, N. Y., have re-
cently announced an increase in their capital
stock from $1,000,000 to $2,500,000. This store
kas a large talking machine and record depart-
ment.

Executive Office
23-25 Lispenard St.
New York, N. Y.

| Reasons Why NYACCO Albums
Are the BEST

[In Six Chapters]
CHAPTER 1

The first consideration in the making of a
NYACCO album is having the back made of wood

in one piece, reinforced with cloth hinges.

a positive guarantee that the back will never loosen
from the cover of the album. You can assure your
customer of this when you sell him the album.

Watch next issue for the second Chapter

This is

New York Album & Card Co.

Chicago Factory
415-17 S. Jefferson St.
Chicago, Ill.

DISTRIBUTORS : PritadeST0e, Phet Porn Toletle
ia, Pa.: Penn Talkin a-
Boston, Mass.: Boston Talking Ma- Cleveland, O.: Cleveland Talking Ma- l:hi(;gcg. E
chine & Accessories Co. chine Co. Pittsburgh, Pa.: C. C. Mellor Co.
Milwaukee, Wis.: Yahr & Lange Drug Standard T. M. Co.

Chicago, Ill.: T. J. Cullen Co.

Washington, D.C.: E. F. Droop & Sons
Cole & Dunas Music Co. New York, N. Y.: Plaza Music Co. Co.
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I ; Victor E
i £ Supremacy ey

| The enormous public demand for
A the Victrola, the unparalleled suc-
cess of Victor retailers everywhere, Victrola 1X, $75
unmistakably tell of Victor su- [ 2

| premacy.

ﬁ?

: “Victrola” i, the Registered Trademark of the Victor Talking Machine Company designating
1 the products of this Company only.
L 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. Milwaukee, Wis. ..,Badgcr Talking Machine Co.
Atlants, Ga. ........Elyea Co. bMinneapolls, Minn..Beckwith, O’Neill Co.
ghihllips&& lt;.‘re: Piano Co. Moblle, Ala. .......Wm. H. Reynalds.
b e +e0..Cohen ughes. X I
peitimors: B ETHT Droop % Boms Cou | N L N TE Tt actan Galo-Creamer Victrole XI, $150
H. R, Elscn randt Sons, Ines. 2 e Co. Mahogany. oak or walnut
Birmipgham, Ala. ..Talking Machine Co. New Orleans, La....Philip Werlein, Ltd.

Boston, Mass, .....Oliver Ditson Co. '
The Eastern Talking Machine | New York, N. Y....Blackman Talking Mach. Co.

Co. Emanuel Blout.
The M. Steinert & Sons Co. gi. B]l'umiI &Dson. IE&C
r arles H. Ditson 0.
II Brooklyn, N, Y.....em_;l:_\.r:”’ll;;l’l:ng Mach. Co. Knickerhocker il‘alking Ma.
Buffalo, N. ¥.......W. D. & C. N. Andrews. Ladily BORE Tne.
Buffalo Talking Machine Co., Musical Instrument Sales Co.
Inc. New York Talking Mach. Co.
Burlington, Vt. ...American Phonograph Co. Ormest Inc.
Butte, Mont. .......Orton Bros. Silas Pearsall Co.
i Chleago, INl, ..... ..Lyon & Healy. Omaha, Nebr. ......Ross P. Curtice Co.
The Rudolph Wurlltzer Co. Mickel Bros. Co.
Chicago Talking Machine Co. | Peorls, Ill. ........Putnam-Page Co., Inc.
Cinclonatl, O, ......The Rudolph Wurlitzer Co. Phil his, Pa....Lo Buehn Co., Inc.
OB Tulling Machine Cor TR Sooc g R IR
Cleveland, O. ......The Cleveland Talking Ma- The George D. Ornstein Co.
chine Co. Penn Phonograph Co., Inc.
5 The Eclipse Musical Co. The Talking Machine Co.
Columbus, O. ..... .The Perry B. Whitsit Co. H. A. Weymann & Son, Inc.
Dallas, Tex. .......Sanger Bros. Plttshurgh, Pa. g/c . IVIi'nlzldencck Plla‘né) Co.
a q o ellor Co., Lt
: Denver, Colo. ......The C})(mght-Camphell Music Standard Talking Mach. Co.

Portland, Me. ......Cressey & Allen, Inc.
Portland, Ore, .....Sherman, Clay & Co.
Rlchmond, Va. .....The Corley Co., Inc.
Rochester, N. Y....E. J. Chapman. -

Salt Lake Clty, U..The John Elliott Clark Co
San Francisco, Cal.,Sherman, Clay & Co.

Des Molines, In......Mickel Bros. Co.
Detrolt, Mich, .....Grinnell Bros.
é Elmira, N. Y, ......Elmira Arms Co.
El Paso, Tex. ....W. G. Walz Co.
I Honolulu, T, H. ...Bergstrom Music Co., Ltd.
Honston, Tcx. «.e..The Talking Machine Co. of

Texas. Seattle, Wash, .....Sherman, Clay & Co. .
i Indlanapolls, Ind. ..Stewart Talking Machine Co. | Spokane, Wash. ....Sherman, Clay & Co. P
’ Jacksonville, Fla. ..Florida Talking Machine Co. St. Louls, Mo..... ..Koerher-Brenner Music Co. VthYOla XV], $275
Eansas City, Mo. ..J. V‘é Jenkins Sons Music | St. Paal, Minn.....W. J. Dyer & Bro. Victrola XVI, electric, $337. 50
0.
Los Angeles, Cal...Sherman, Clay & Co. S e Co.
Memphls, Tenn. ....0. K. Houck Piano Co., Washington, D. C..Cohen & Hughes.
Wholesale Dept.,, 115 E. F. Droop & Sons Co.
Union Ave. ) Roht. C. Rogers Co.

N

Victor Talking Machine Co.

Camden, N. J., U. S. A.
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ALL RECORD CUSTOMERS ARE ALBUM CUSTOMERS

MAKING THEIR SELECTION

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

CHICAGO OFFICE: 508

Record in its Place

A profitable adjunct to the business.

nets of all sizes and styles.

considering quality our prices are the lowest.

quote prices.

ALL OTHER DISC RECORDS

S. Dearborn Street,,

APlace 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-
With the indexes they
are a complete system for filing all disc records.

We have unexcelled manufacturmg facilities, and
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

BRINGING MUSIC TO THE SOLDIER

“Viccy” Is the Daughter of the Regiment in the
Recreation Rooms of the Various Outposts,
Thanks to the Splendid Work of the Ameri-
can Red Cross Bureau of Camp Service

“Feed her some jazz records and +we'll have
this little old truck unloaded so quick the rnatives
will think a cyclone struck it!”

Half a dozen khaki-clad fgurcs gaily shini-
mied from the barracks platform at Zapata to
the big truck laden with equipment which had
just made the trip from San Ygnacio, Tex., each
hugging a Victrola record to his breast, while
feet and shoulders kept time to the strains of
“Dardanella.” It was the first music of any
kind the doughboys had heard since leaving Fort
McIntosh. There was only one other Victrola
in the town and that in a private home, whera
few of the boys had ever been invited.

AWhen the American Red Cross, Bureau of
Camp Service, Southwestern Division, decided to
equip the recreation rooms at the various out-
posts music was set down at the very top of the
list. The unrestrained enthusiasm with which
the soldiers welcomed this first aid to the colly-
wobbles was abundant evidence that the drive
for Victrola records to go to camp had not been
a mistake.

“Gee, buddy,
inore?”

“Give John McCormack another encore!”

“Now let’s have ‘Oh, What a Pal Was Mary,’
and everybody come in on it!”

With such beguiling accompaniments the big

doesn’t that tune sound like

truck was soon unloaded, for the music-hun-
gry lads had insisted that the Victrola should
be the first article to be taken off and it was
no sooner off the van than eager hands were put-
ting on records and lusty voices were joining
their rumbling basso or clear tenor to its har-
monies.

Music is one of the most far-reaching and
satisfying enjoyments the American Red Cross
Bureau of Camp Service provides. No greater
calamity can befall a recreation room than to
have “Viccy” lose her voice. At the Marine and
Naval Station at Point Isabel, Tex., where the
talking machine sustained injuries from some
unknown cause the deepest gloom prevailed un-
til two of the electricians volunteered to give
first aid treatment. They obtained a wheel about
the size of the disc and then connected it with
an electric fan, slowed down to low speed. The
hilarity which burst forth when the anxiously
watching sailors found that the machine would
work brought ewvery one at the Point to the
recreation room under the impression that the
circus must have come to town.

Two Victrolas are in use at the Convalescent
House at the hospital area at Camp Pike, and
these are kept merrily jazzing all day long, for,
as the boys in the service declare:

“‘Viccy’' is the best little substitute for home
and mother a fellow can dig up. She’s the
daughter of the regiment, all right, all right!”

The man who gets the business to-day is
the one who does something different from his
competitor and can show a good reason why
he is the one that should have the business.

EDISON PRODUCTION AT HIGH MARK

Announce Biggest Output Yet
Reached for June

Laboratories

»

It is announced that Re-Creation production
at the Edison laboratories has reached the high-
est point since April, 1919, and June has had
by far the largest output in the history of
the business. New equipment recently installed
promises to facilitate the output of catalog num-
bers, as well as increase the rate of production
of new numbers.

Recognition of Edison Re-Creation by per-
sons of a high degree of musical culture is re-
flected in the constantly growing demand for
classical and operatic selections. It is stated at
the Edison laboratories, however, that there
will be no dearth of popular ballads and 'da.n'ce
numbers, despite the tremendous strain on pro-
duction facilities.

ART HICKMAN DEFINES JAZZ

Art Hickman, who is identified with the Co-
lumbia Co. recording department, insists that his
orchestra, now playing on the Ziegfeld roof, is
not a jazz band. “Jazz,” says Mr. Hickman, “is
merely noise, a product of the honky-tonks, and
has no place in a refined atmosphere. 1 have
tried to develop an orchestra that charges every
pulse with energy without stooping to the skillet
beating, sleigh bell ringing contraptions and
physical gyrations of a padded cell.”

Be a hope spreader and you will be a success
getter.

VITANOLA
FOURTEEN

Associated Furniture Manufacturers

Distributors of

PERSONAL COOPERATION IS THE BASIS OF
OUR VERY SUCCESSFUL DEALER SERVICE

1209 Washington Avenue

ST. LOUIS, MO.
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Victor
Supremacy

Victrola VI, $35
Mahogany or oak

VAN AN AN ANV ANV

AV A AN NN AN AN AN A VAN

The universal recognition of Victor
supremacy 1s one of the greatest assets
of every Victor retailer.

Victrola VIII, $50
Oak

W ith Victrolas in such splendid vari-
ety, Victor retailers can satisfy every
demand, and the volume of business is
limited only by the individual effort of
each retailer.

V7

ZAV/S

Victrola 1X, $75
Mahogany or oak

“Victrola’® is the Registered Trade mark of the Victor Talking Machine Company designating
the produets of this Company only.
Warning: The use of the word Victrola upon or in the promotion or sale of any other Talking
Machive 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.
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Victor Talking Machine Co.

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

Victrola X, $:25 7
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DEVELOPING BUSINESS IN SUMMER MONTHS

N many branches of the music trade the sunumer months have long
1 been considered a period of inactivity—a season of recreation
when no special effort is made to develop prospects and expand trade.
No progressive, wide-awake dealer who believes in constantly ex-
panding his business takes stock in this view of things. To him the
summer months are as prolific of results in a business way as are
the winter months. He fails to see the wisdom of resting on his
laurels—rather he calls the sales force around him and perfects plans
and policies whereby he is enabled to make the summer months
yield new business and profits.

This type of man is a breaker of images. He takes no stock in
trade superstitions. With him there are no slack months. Every
month in the year is a producer, and this is made possible by the
inauguration of a summer campaign that will mean an enhancement
of the prestige of his house as well as placing a very substantial sum
on the right side of the ledger in the way of sales.

There are so many ways in which talking machine business can
be developed. profitably during the summer that they are almost
self-evident. In the sales of records particularly, the summer months
should show the largest output. The talking machine plays as effec-
tively and as satisfyingly on the porch or in the parlor of the summer
hotel or boarding house as in the city. It must also be remembered

that the millions of people who cannot get away from their Gi

homes enjoy the talking machine in the summer evenings as mug;
as. in the winter, and those who do not can be educated to the
recreative value of the talking miachine at all timies. This should
be the work of the dealer. When there is such an interesting product
as the talking machine to talk about there is material at hand fq{i‘
most effective summer work, and it is up to the dealer to get busy.

' TIME FOR CLEAR-HEADED BUSINESS JUDGMENT,

T is but natural that talking machine dealers generally, as well as

merchants in other so-called stable lines, should look askance at
the present wave of price cutting that has existed for a couple of
months and which has swept across the country with an effect that
is calculated to alarm even the retail merchant who is doing
business on a fair margin of profit and seeks to maintain that margin.
There are those who with grcat freedom of speech are declaring

that the period of reaction against high prices is here and that the
public is 1n a mood where it will refuse to buy unless coaxed along
with a substantial price reduction. There are others better balanced
who view conditions as they actually exist, and emphasize the fact

_that material and labor costs and the general overhead met in the

production of most standard products, including musical instruments,
preclude any possibility of retail price cutting until such time as
manufacturing costs decrease. -

The talking machine dealer who gets panicky and is somewhat
inclined to follow the price cutting craze, not by shaving the list
price necessarily, but by offering sales terms that amount to the
same thing, 1s simply starting on the road to business trouble. If he
looked about him he would find that the wave of price cutting has
struck principally what are termed seasonable lines such as clothing,
shoes and house furnishings, the supplies of which change periodi-
cally. A late spring has much to do with curtailing the buying of
such articles, particularly clothing, and the .merchant who has
announced substantial reductions in prices of these goods is not in
any sense a philanthropist. He is simply showing good business
judgment by taking a small profit right now rather than pay storage
charges for several months, tie up his money-for-that period, and be
compelled to make similar reductions later. Remember, if a talking
machine is not sold to-day it can be sold next year and at the same
price. The style does not change materially, nor does the machine
lose its value in storage. The same can be said of the standard
records and the supply of popular priced records in profyortion to
the demand is generally so meagre as to preclude any danger from
that score.

It is time for clear-headed business judgment, when the mer-
chant can sit tight, conserve his resources and insist upon doing
business on a basis that will insure him a normal profit. If he makes
any change in the system let it be a change in selling methods—a
change that will mean going after business just a little harder than
before. If the merchant, or salesman, really goes after trade he will
have little time to worry about what the drygoods house next door is
doing, for the wave of price cutting has not included the standard
lines of talking machines and records. In fact, price cutting an-
nouncements have quite ostentatiously brought attention to the fact
that such products were exempt, and this fact in itself should inspire
confidence. ’

BENEFITS FROM TECHNICAL CONFERENCES

HE suggestion has been made on several occasions, and very re-

cently in The World, that the technical experts of the industry
evolve some plan for getting together at regular intervals for the
purpose of exchanging ideas and enjoying mutual discussion rela-
tive to the new developments, or planned developments in the in-
dustry. ' '

A number of recording laboratory officials in and about New
York have recently adopted the idea and have been holding a most
interesting and successful series of conferences relative to recording
methods and practices and the problems that are common, rather
than individual, in their application. It has been found that although
recording experts are in a sense cbmpetitors, there are many things
connected with recording processes that are not competitive, and by
an interchange of ideas individuals may profit by the actual expe-
riences of others and thus avoid delays and expense incident to
_gxperim‘g;‘t's'. si_xni-léfib.;.’tl,}pse already conducted by other members
of the t'raae».‘":‘ 3 :

Technical conferences are in no sense new. In many industries
the practice of holding such conferences attended by the technical
men representing various manufacturers, has been long established,
and has proven distinctly successful. In the piano trade, for instance,
there have been conferences of technical men held in both New York
and Chicago that have served to clear up many disputed points and
wrong impressions without inter fering in any way with the individual
character of the products in which the technical men wcre inter-
ested.

With a score of men working for talking machine and record
development, it is but natural that many of them must go over the
same ground representing a duplication of effort and expense, and
what is more important a waste of time that might better be devoted
to genuine progress. Through the medium of conferences, these
men can exchange ideas regarding the fundamental principles of
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sound reproduction and progress to a definite given point along
recognized lines before branching out according to individual theories.

The conference idea is worth considering scriously with a view
to its development along broad lines for the advancement of the
industry as a whole.

l THE DEVELOPMENT OF THE TALKING MACHINE

HE interview with Eldridge R. Johnson, president of the Victor

Talking Machine Co., which appeared recently in the Philadelphia
Public Ledger, is of particular interest to the talking machine trade
as a whole, not alone because it sets forth some little known facts
regarding the development of the talking machine, but because in it
Mr. Johnson takes occasion to prophesy that it will take twenty-five
years more to perfect the talking machine and that in the end
it will play as important a réle in the educational field as the printing
press does to-day.

When one considers that the talking machine has been developed
to its present satisfactory form within a period of twenty-five years,
the possibilities of twenty-five years more of development work ap-
pear to be tremendous. Along just what lines the progress will be
made remains to be seen, but it is certain that there are many bright
minds in the industry who are unccasingly studying and inventing
with a view to bringing about improvements that will represent real
advancement in talking machine and record construction and opera-
tion. Having passed the cxperimental stage, future developments,
unless they are distinctly revolutionary, must of necessity be rather
slow, but the fact that the leaders of the industry realize that abso-
lute perfection has not yet been attained holds forth distinct promise
and is an earnest of continuous effort toward new achievements.

WHY DEALERS SHOULD STUDY CONDITIONS

ITH the coming again of the buyer’s market in the talking

machine trade—and a change in the market is distinctly in
evidence—the average dealer will be compelled to give more atten-
tion than he has been giving to the question of service. With the
shortage of goods, too many dealers have apparently been quite con-
tent to rest in the assurance that the public was happy enough to
get certain desired records and certain desired types of machines
without any particular amount of service in connection therewith.
With the majority of dealers well supplied with both machines and
records, however, a condition that now seems imminent, the question
of service will enter more strougly than it has for years past.

With the knowiedge that a certain machine, or a certain record
may be obtained at any of a half dozen stores, the purchaser is going
to patronize the store that makes the strongest appeal. That is
human nature, and the retailer should see to it that his particular
store oftfers the most attractions in this matter. The factor in service
that most directly appeals to the customer is an exhibition of a more

or less thorough knowledge of his tastes and requirements—a knowl-
edge gained through the medium of the first and succeeding sales,
and carcfully listed for future reference. More than one dealer
enjoys the constant patronage of a man simply because when the
customer enters the store he is welcomed immediately by name.
Other customers are constant in their patronage because a certain
salesman knows enough to offer them first operatic and concert songs
rather than the popular records of the day, knowing that such music
is most desired. And so it goes.

The dealer likewise cannot afford to hide his hght under a
bushel. He will have to advertise locally to tell prospective buyers
where his store may be found. That he has the agency for a well-
known line of machines that in itself is well advertised nationally 1s
not sufficient. The dealer’s profit and his success depend upon the
manner in which he handles the line. Babe Ruth, the “home run
king,” is getting large money and much fame in baseball circles not
because he uses a Spaulding bat, but because he uses that bat in a
way to get results. The dealer’s success with the agency of an
established line is based on the same principic.

The handling of a widely known, nationally advertised line of
machines and records is perhaps the greatest asset a dealer can have
in meeting business conditions that are to come, but therc are
undoubtedly other dealers in the territory that handle the same line
as direct competitors, offering the same goods at the same hist prices.
In inceting this competition the dealer must depend upon the element
of service, and it is a matter that 1s worthy of immediate and earnest
attention, if such attention has not already been given to it.

This 1s just the time and not late in the fall to give tlus subject
carnest consideration. The wise business man lays the founda-
tion for success by building his plans well in advance of their bei-g
put into operation.

L THE INFLUENCE OF ARTISTIC CABINETS

OT only is the talking machine credited, and justly, with proving

the biggest factor in the development of musical knowledge and
appreciation in the United States, but it has likewise been credited
with being imstrumental in stimulating a desire for better home
furnishings, for furniture that is artistic rather than simply ornate.
Perhaps it is the influence of the music of the talking machine that
moves the possessor thereof to desire things about him that are
better and more artistic, but it is more logical to assume that credit
belongs where the furniturec men themselves place it, to the simple,
pleasing, but thoroughly artistic, lines in the better grade of talking
machine cabinets. If the talking machine has succeeded in placing
artistic cabinet designs within the réach of the average home owner
and by that means made him prouder of his home and desirous of
seeing™ it furnished properly, then it. has accomplished a purpose
quite as important as that of entertaining and perhaps educating its
owner.
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INDIA SHELLAC AND MICA TRADE

Government Shellac Control Removed and
Large Decrease in Shipments to U. S. Noted—
Mica Exports to America Likewise Declined

The annual review of the trade of India for
the fiscal year cnding March 31, 1919, has just
been issued and rcported to the Bureau of For-
eign and Domcstic Commerce at Washington by
Consul General James A. Smiith, Calcutta. The
year covered by the review has been a most
unusual one in point of volume of trade, says
the report, which dwells on the conditions in the
shellac and mica markets as follows:

“The scheme introduced in January, 1917,
under which all shippers of shellac guaranteed to
Government suitable shellac in quantities repre-
senting 20 per cent of their shipments on pri-
vate account at a fixed f. o. b. price of $13.63
per maund (82 2/7 pounds), was in force during
the greater part of the year under revicw. Con-
irol was removed altogether on Dccember 4,
1918. The total quantity exported dccrcased
from 289,700 hundredwcight in the previous year
to 222,900 hundredweight. The value of the
exports was $9,084,133. The declared valuc per
Lkundredwcight in the previous year was $40 23,
as against $40.88 in 1918-19. The shipments to
the United States decreased, while there were
larger exports to the United Kingdom, Japan,
France and the Philippines. Of the total ex-
ports thc United States took 44 per ccnt, the
United Kingdom 29 per cent, Japan 8 per cent,
and the Philippincs 5 per cent.

“There was a dccrease in the quantity of mica
cxported together with an increasc in the value.
due largcly to the strength of the demand for
superior gradcs. The shipments amounted to
2,800 tons, a decreasc of 15 per cent as compared
with the prcccding year, but still 14 per cent
above thc pre-war average. The value of these
exports increascd by 4 per cent to $2,915034.
The entire quantity was exported to the United

VICTOR DOG INVITES CUSTOMERS

Oregon Dealer Uses Victor Pup as a Business
Getter and Secures Good Results—Shop Has
Many Features Which Increase Service

Sacem, Ore., July 5—The H. L. Stiff Furniture
Co. of this city has one of the best business get-
ters that we kuow of. A large Victor dog sits
outside the store with a basket full of catalogs
i his mouth, with the sign “The Victor Dog
Says Take One.” Every day new people come
into the store with the catalogs asking to hear
records. The increasc in business has been
noticeable.

The talking machine departmcnt was opencd
March 1 with a full line of Victor, Columbia,
Brunswick and Pathé machines and records.
This department is managed by Olga B. More-
land and has a number of original features. The
six record booths are finished in white and old
rose. Instead of chairs, an upholstered bench
holding threc people is in each booth. Under-
neath thesc seats the surplus records are kept.
The rccord racks are back of the booths and
also have original features. Between the doors
from the booths into the racks are swinging
shelves that can be hooked up to hold the rec-
ords before putting into the racks.

Another original feature is the method in
which the stock cards are kept. Any salesman
in thc store can find any kind of record he
wishes to demonstrate without having to look
i1z the catalog or memorize the number. This
is not a color system, which also has to be
meimorized; but an alphabet system, which takes
in all the Red Seal records.

A signal systcm is also uscd on thesc stock
cards which shows the surplus of that partic-
ular rccord, also how many were ordcred, when
reccived and selling history. A small black
board is used to suggest records to the salesmen.

Thcre is nothing else which will fix a floating

COMBINES BUSINESS AND PLEASURE

Miss Hobson, of Stewart Co.’s Educational De-
partment, Spending Vacation on Pacific Coast,
But Will Help Mrs. Clark’s Program

InpranapoLis, INp., July 5.—Miss Caroline Hob-
son, head of the Educational Department of
the Stewart Talking Machine Co., is enjoying a
two months’ vacation in California at the close
of a most active season. Although she planned
her vacation as a complete rest from educa-
tional affairs, she has accepted a place on the
educational program to be given in San Fran-

- cisco July 19, under the direction of Mrs.

Frances E. Clark, head of the Educational De-
partment of the Victor Co. Miss Hobson’s part
of this program deals with folk dancing and
constructive talks to dealers.

When she returns to Indiana in August her
educational work will be given entirely to aid
in the improvement of educational departments
in thc various Victor stores throughout this ter-
ritory. She will take a leading part in the move-
ment to supply six or eight finished teachers
to every county institute in Indiana, spreading
the gospel of educational music and the value
of using the Victrola in rural schools. In a let-
ter to the county superintendents she has invited
their co-operation in planning a definite music
course involving thc intelligent use of the Vic-
trola.

INSTALL SEVERAL NEW BOOTHS

The Plaut-Cadden Co., of Norwich, Conn.,
kave, owing to thc increasing demand for Victor
mwachines and rccords, been compelled to add to
their floor space. Plans have just been per-
fected for the erection of five modern demon-
stration booths, which gives them an equipment
of eleven rooms for displaying Victor talking
machines and records. This establishment is
putting a number of ideas into force that will

Kingdom. The cxports to destinations other life and prevent it from being tossed hither and do much to expand their business during the
than thc United Kingdom were prohibited.” thither like forming a habit of prompt decisionn. Suminer and Fall months.
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Dulcitone Walnut, Rich Mahogany,
Red or Brown
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Dulcitone

Tone

Appearance

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.

L

The especially

A

DULCITONE WALNUT IS

Dulcitone Phonograph Company

Chicago Office, 404 Republic Bldg.
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Every Victor advertisement 1s a
salesman for every Victor retailer.
These current magazine advertise-
ments are a part of your sales force
right now. They tell the public
of the merits of Victor products
and keep on impressing them with
the all-around supremacy of the
Victor.

he Talking Machme World, New Y July 15, 1920

Victor magazine
advertising creates
sales for Victor
retailers right
through the year

With the Victrola and Victor Records

you hear the greatest artists
just as they wish to be heard

Your futcrpretation af @ piece ol music
g e o self a lghly artistic achiey cment.
but vt if superimposed an the nterpretation
of a master. I then wanld be acither ane

thing nor the mher.

The Vietrola is cquipped with daosrs so
that the volumce of tone may he regulated
to st varving conditions. Ihes are st
intended o be used 0 anposing amatenr
Cinterpretanuns” upon thase of the worlds
greatest artists, for that nould be ta lose the
very thing you scek —the hiest huowp inte
pratations of mnsic

\ Victor Record of Carnso is Carusn him-
self—prosided always thag same less gmaliicd
persoa shall nat Ciaper with iwvhat the st
hingself has done

Victrols 825 ta $SI30L Vietor do
cverswherc New Vietar Records on sale at 1

all dealers on the Ist of coch maonth

VICTROLA
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Victor Talking Machine Co.

Caradden, Now e




The Jreatest 1
in the enl

The mighty structurcs of steel and concrete which constitute the immense Victor
factories at Camden, N. J., are a living, ever-growing monument to the pioneers who
blazed the way in the talking-machire industry, who developed the talking-machine from
a mere toy into the greatest musical instrument the world has ever known.

Their lifework is talking-machines, and all the experience and knowledge gained in
nearly a quarter-century devoted entirely to the talking-machine art is summed up in
Victor products.

The Victor Company not only completely revolutionized talking-machine construc-
tion by the invention of the cabinet-style instrument—the Victrola—but every worth-
while accomplishment in the higher development of the talking-machine art is the result
of Victor skill and progressiveness, and its artistic achievements have been one un-
broken series of successes. |

While thus leading the way in the talking-machine field, the Victor factories have
grown from a small one-room workshop into the greatest musical industry in all the
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t Shipping Department Record Material Factory
2  Motor Factory 12 Printing Department

3 Motor Factory 3  Garage

4 Record Factory 14 Raw Material Stores

s Recording and Research Laboratory 15 Raw Material Stores

6 Cabinet Factory 16 Lumber Yards

7 Dry Kilns 17 Victor Lunch Club

8 Cabinet Factory 18 General Offices

9 Raw Material Stores 19 Power House
10 Raw Material Stores 20 Coal Yards and Docks

L I

1Ct0r Center Spreads are The VicFor-éenter sp.r-eads in.the‘ Satur: vR
the big broadS]_des Of the the largest single advertising units in thez,

month in the year. " They are an importanj

ViCtOl‘ magaZine Campaign covers the entire country and gives added pi;ug
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tire world |
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w ||  world. They stand absolutely unique in the talking-machine industry. The Victor plant

tho ]‘ i5 thi> largest, the most modern, the best equipped plant in which complete talking-machines
w || are built. Its immense buildings were specially planned and erected solely for the pro-

|| duction of talking-machines, and represent an investment of many millions of dollars.

o || To the music-loving public these facts mean more than a mere statement of size.
i '  They mean musical quality. They mean that the Victrola stands alone as the su-
premely satisfying musical instrument. They mean that the Victrola is made by the most
il completely trained specialists in the most completely equipped talking-machine plant
he in the world.

It is due to this experienced, highly efficient organization, and to the perfection

a of its products, that the Victrola has achieved its world-wide supremacy, that it is
universally recognized as the one standard talking-machine.
e There are Victor dealers everywhere and they will gladly play any music you wish

% | to hear. Victrolas in great variety of styles from $25 to $1500.
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“HIS MASTERS VOICE"

REG. U.S. PAT. OFF,
PROCLAIMS FIRST QUALITY AND
IDENTIFIES ALL PRODUCTS OF THE

2, VICTOR TALKING MACHINE €0,

¢/
3 ;
"""'h CAMDEN, N.J.
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Lty Eve.ning Post and Liter.ary Digest are among v ]_Ctor Center Spre ads

jt/hagazine field, and the Victor uses them every 0

an Pa.rt of the Victor advertising campaign which Command attentlon and

4 p['['stlge to Victor retailers everywhere. beneflt every “Ctor re‘t aller
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Ctrolq
YOu want fo,. StUmmer

Victor newspaper
advertising helps
the business of
Victor retailers
everywhere

{
;|
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| How many of these artists
|
. have you ever heard?
[
3 ALDA FARRAR McCORMACK
BESANZONI GALLI-CURCI MELBA
BORI GARRISON MURPHY
BRASLAU GILLY PADEREWSKI
. CALVE GLUCK RUFFO
o CARUSO HARROLD SAMMARCO
CLEMENT HEIFETZ SCHUMANN. HEINK
[ CORTOT HOMER SCOTTI
[ cure JOHNSON SEMBRICH
[ DE GOGORZA JOURNET TETRAZINI
: DE LUCA KINDLER WERRENRATH
[ DESTINN KREISLER WITHERSPOON
EAMES KUBELIK ZANELLI
ELMAN MARTINELLY ZIMBALIST
And every one of them is a Victor artist.
Their fame is as wide as the world. Their names . : .
are known wherever music is known, and with h
; Supplementing the extensive

i a Victrola their art becomes as familiar as their
names.

Any Victor dealer will gladly play any music Vi CtO r m agazi n e adve rti S i ng, the

you wish to hear. Victrolas $25 to $1500. New
Victor records demonstrated at all dealers o the

15 o each month. Victor newspaper campaign brings
VICTROLA | business still nearer to the stores of
s Victor retailers. Victor advertising

( ;ézti of every kind all works together

R for the benefit of every Victor

L Victor Talking Machine Company retaller-

Camden New Jeney

—_——
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Rare Records, Like Rare Coins or Books,

Have an Increasing Army of Purchasers

I L S L LAY
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It is nothing unusual for The World to re-
ceive inquiries from talking machine enthusiasts
regarding records of special selections or rec-
ords by certain artists such as are not generally
obtainable. It quite often happens that these
records had been little known or in little demand
while on the market and were included in the
cut-out list of the manufacturers some years
ago. It is likewise no unusual thing for the
inquirer to offer a substantial bouus for some
much-desired selection, even though it may have
been already used.

This is a phase of the record question that
is worthy of some thought. It is not likely that
rare records will ever reach the poinut ol value of
rare stamps and coins, for the simple fact that
there is always the chance that should the de-
mand warrant it records might be put back into
the catalog, inasmuch as the masters have been,
and are, preserved by the manufacturers. This
fact, however, does not prevent the layman
from offering a substantial price for a rare rec-
ord when he wants it. The chance of it again
being put on the market several years hence
does not appeal to him.

This demand for old records is not in any
sense confined to popular numbers of brief popu-
larity. In fact, popular numbers are seldom
sought. There have been inquiries for records,
however, of the lesser-known selections made by
such artists as Caruso, principally by admirers
of one artist or another, who when the records
were on the market happened by chance to over-
look them and found out too late that the
number had been cut out.

One enthusiast in Chicago refused to set a
limit on the amount he is willing to pay for a

record by a well-known artist now deceased.
This enthusiast had a sample of every record
known to have been made by that artist and ac-
cidentally broke one of his favorites in the set.
So far as is known, he has not as yet been able
to get a duplicate record, but this failure has
not been due to lack of effort.

The talking machine dealer and salesman, of
course, cannot always guard against the unfilled

N H]l]]|]]|]||]l|]l]]||]|]]|]||]||]||]!|]||]||]|]||]||]|”||||]||||]]||]||]|]||]||]||]|]||]||]||]||]|]]|]||]|]]|]||||]||]||]|]]||]|]]|]]|]]|]|]]|]|||mlé
Demand for Special =

—
Selections by Artists E
=

i

and Enthusiasts a
New Phase of Talking
Machine Industry

e e

demand of some enthusiast, but the retailer can
take the precaution of keeping such enthusiasts
as are numbered among his customers mformed
regarding the numbers included in the iatest cut-
out lists, so that the desired purchase may be
made Dbefore it is too late. It would seem a
matter of wisdom where a customer shows a
strong inclination towards the records made by
one or another artist to bring to his attention
the lesser-known records made by that artist,
with the suggestion that they are liable at any

time to Dbe included in the cut-out list and that‘
it would be advisable to purchase them as a
matter of self-protection before it is too late.

One dealer, as a matter of fact, persuaded the
customer to buy several duplicate records listed
as cut-outs, because the customer was partial to
those several selections and did not want to
run the risk of being unable to replace the rec-
ords should they become broken or worn out.
Of course, this is an extreme case, but it does
not seem beyond the realims of possibility that
some live dealer in a big center who is possessed
of the gambling instinct will make it a point
to hold out samples of records included in cut-
out lists, with a view of being able to supply
such records perhaps at a premium when they
are no longer available in the general stocks.
1t will mean a fair investment of money, but if
the venture is advertised to the trade itself and
perhaps to the public such a dealer should soon
hbecome recognized as a factor in that particular
field just as certain dealers are relied upon to
provide, or secure, rare books. It is, of course,
looking somewhat into the future, but the idea
seems to be worth while.

INCORPORATED IN BROOKLYN

The Arell Phonograph Co. has been incor-
porated in Brooklyn, N. Y., to do a business in
talking machines and phonographs, with a cap-
ital of $10,000. The incorporators are J. D. and
D. Freeman and J. R. King.

No matter how small your window, no matter
how small your stock, you cannot afford to put
in an indifferent display.

GUARANTEED

Model No. 2150 D.D.
2 Units lllastrated.

93"

2150 Thin Records in Each Unit. |
4300 Records in These 2 Units Illustrated.
2150 Edisons in These 2 Units.

Ogden Sectiona! Cabinet Co., Inc.

LYNCHBURG, VA.

Lecking RollTop Pre-
vents Dust and Theft,
also supplied with
Spanish Leather Car-
tain.

350 10" or 104"
Records on each shelf.
Filed in Sales System
Covers and with Ian-

File Your Records so you can find
them and it’s easy to sell them

This System pays for itself by increasing Sales through
better service and Automatic ordering of “Sold Out” Records.

Secure These From Your Jobber:

dex Guides.

350 10" or 10!;"
Records on this shelf,
also 3 shelves above. Tampa Hardware Co.
Harger & Blish.

C. B. Haynes Co., Inc.
Laurence H. Lucker.
Montana Phonograph Co.
Phonographs, Inc.

Soft Flat Supporting
Springs Prevent
Warping (Pateoted).
Holds 350 10" or 12"

Seclional Models| Fit Any Size
¢ Stock and Help You Grow,

.
e ——..

i

[
i

The Ogden Sales System ls Equivalent
to an Extra Clerk and Increases Sales.
—_._

COLUMBIA DISTRIBUTORS
Coluinbia Co., All Branches.

EDISON DISTRIBUTORS

T

.
Tt 3
pie

L N—

VICTOR DISTRIBUTORS
W. D. & C. N. Andrews
Badger Talking Machine Co.
Blackman Talking Machine Co.
C. Bruno & Son, Inc.
Louis Buehn Co., Inc.
The Cleveland Talking Machine Co.
The John Elliott Clark Co.
Cohen & Hughes.

records. The Phono Co. of Chicago. w. J Dyer & Bro.

10 and 12" Records The Phono. Co. of Cincinnati. g];'}”a ‘;I”“S (iO‘C

Filed on same shelf. The Phono Co. of Detroit. s pausCagEE]

Held Flush at the The Phono. Co. of Kansas City. E]yv"va Talk‘.“g'M“.'""& Co.
front by Patented Ad- The Phono Co. of Milwaukee. il i enkineiisine, MugieaCo.
juster. ickel Bros. Co., Des -Moines.

Mickel Bros. Co., Omabha.
Putnam-Page Co.

Stewart Talking Machine Co.
The Toledo Talking Machine Co.
Talking Machine Co., Birmingham.
The Perry B. Whitsit Co.

OTHER DISTRIBUTORS
Buffalo Wholesale [Hardware Co.
Interstate Phonograph Co.

C. M. McClurg & Co.
Cabinet & Accessories Co.
Sonora Dist. Co. of Texas.
Yahr & Lange Co.
Crafts-Starr Phono. Co.

W. H. Caldwell.

M. Sellers & Co.

L. E. Lines Music Co.
Ellis Jones Drug Co.

H. A. Copeland Sales Co.

Collier Bros.
SALESMEN

W. O. Harris.
W. J. Kelchum

o |

s
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Columbia

Practical Selling

Service That Rings

Columbia dealers are rapidly realizing
that after we’ve delivered the goods in
Columbia Grafonolas and Records, we
keep right on delivering the goods with
the most efficient Dealer Service that
great sales experts can devise.

Columbia dealers have seen their busi-
ness grow atan astonishing rate. They
know that the possibilities of increase
for loyal Columbia dealers are practi-
cally limitless. Their experience of past
Columbia service has filled them with
faith in Columbia’s future.

First of all, our nation-wide advertis-
ing campaign keeps our product before
the public and creates continuous de-
mand. Secondly, our ‘ ‘built-to-dealer’s-
order’’ sales service 1s exc/usive for
Columbia dealers. -

Sales are the first consideration of this
scientific exc/usive sales service. Experi-
ence is at the root of every plan it
recommends. Every Columbia sales

$

COLUMBIA GRAPHOPHONE COMPANY, New York

>~ 9

Your Cash Register

plan is prepared by a corps of practical
selling experts with actual retail experi-
ence of all kinds. '

These plans are proved in actual prac-
tice before we offer them to our dealers.
The best brains in the phonograph busi-
ness “study every selling problem for
months in order to make this selling
service scientifically, mechanically, and
artistically right.

All the risk of manufacture of every
Columbia sales device is ours; the
reduced cost due to quantity manufac-
ture is yours, however small your re-
quirements. Columbia Dealer Service
will help every department in your
store.

Place your summer sales requirements
for Columbia Dealer Service Helps with
your regular Columbia distributor im-
mediately. He’ll supply you with the

kind of service that will wear out your,

~ cash register bell.

%
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ealerServ1ce

Sells the Goods
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Columbla Grafonolras m Columbia Records @“‘

The Big Exclusive
Columbia Feature

Columbia dealers have something to
offer no other phonograph dealers ‘can
get. The only Non Set Automatic Stop
is now a part of the new Columbia
Grafonola. Built right into the motor.
Invisible. Automatic. Operates on any
record, long or short. Nothing t6 move
or set or measure. Just start the
Grafonola, and it plays and stops itself.

No other phonograph has it. No
other phonograph can get it. Basic
patents protect the Columbia Noz Ser
Automatic Stop. 1t is the last touch of
comfort and convenience added to the
greatest of all musical instruments, the
Columbia Grafonola.

COLUMBIA GRAPHOPHONE COMPANY
NEW YORK

Canadian Factory: Toronto
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Atlanta, Ga....... Elyea Talking
Phillips & Crew

Baltimore, Md...
Boston, Mass..... Eastern Talking
Buffalo, N, Y..... W. D. & C. N,
Barlington, Vt....
Chicago, I....... Lyon & Healy

Cleveland, Ohio..

Machine Co.
Piano Co.

.Cohen & Hnghes, Inc.
5. F. Droop & Soms Co.

Birmingham, Ala,Talking Machiuve Co.

Machine Co.

Andrews

American Phonograph Co.

Cincinnati, Ohio..Rndolph Wurlitzer Co.
.Clevelund Talking Mach. Co.

CONVERTO

Des Moines,
Elmira, N, Y
El Paso, Texas...
Houston, Texas,.,
Jacksonville, Fla..

Memphis, Tenn..
Milwaukee,

Mobile,

Newark, N. J

PATENTED DEC.IIISI7

JTalking Machine CABINET

One of the advantages of the Converto
i1s that the Portable Victor that fits into
it remains portable. People who want a
machine which they can easily move to
other parts of the house, out on the porch,
into the garden or summer house, and
about vacation camps and bungalows, may
still have a neat cabinet and record file
for it in its more usual place.

The C. J. Lundstrom Mfg. Co.

LITTLE FALLS, N. Y.

Lundstrom “Converto” Cabinets are Dbroadly
covcred by patents. Infringements will be promptly
prosecuted.

The Talk. Mach. Co. of Texas
Klorida Talking Machine Co.

Kansas City, Mo..J.
Schmelzer Arms Co.

.0. K.
is..Badger Talking Machine Co.
Wm. H. Reynalds

Collings & Company

New Orleans, La,l'hilip Werlein, Ltd.

YOI
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Prittsburgh, Pa...W. F.
W. Jeukins' Sons Music Co. .
Portland, Me..... Cressey & Allen, Inc.
.The Corley Co., Inc

Dyer & Bro.

Houck Piano Co.
Richmond, Va...
St. Paul, Minn...W. 1],

San Francisco, Cal.Walter S. Gray Co.

H, A. Weymann & Sou, Ilnc.

Frederick Piano Co.
Standard Talkiug Machiue Co.

Sioux Falls, S. D.Talking Machine Exchange

—_— X

]

Converto !

!

Distrib |

Wholesale Distributors

... Mickel Bros. Co. Peoria, Ill........ Putnam-Page Co. ‘
Elmira Arms Co. Philadelphia, Pa..C. J. Heppe & Son ) ‘
. G. Wals Co s S
|} [

VO

et T T T T,

Columbus, Ohio..The Perry B. Whitsit Co. New York City...Emannel Blont Syracuse; N. Y...W. D. Andrews Co.
Dallas, Texas....Sanger Bros: | (I:gx?licf]l\?etrﬁoﬁlfecsss%l::lelfiggu %\KI]: Toledo, Ohio...... Toledo Talking Machine Co.
Penver, Colo...., %‘(l)x.e Knight-Campbe]l Music: BTt Nebr‘nnmcchk':f BC:)-& g 1 Washington, D. C%oh;n r\)(rog:g\geg,o:gcco
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| Art Studio a New Field of Exploitation

- for the Talking Machine -

:: By Frank B. Parsons

[ LY

O 0 0 0 O
The talking machine has entered /into so two selections the feeling of uunaturalness work of taking the picture was thus made easy.
many phases of modern life that it is seldom began to pass away and all felt more at home. His unusual success with photographs of

that an uncxploited field presents itself. Once
in a while, however, there is presented a new
opportunity for the dcaler to enlarge the scope
of his activities. In the ficld of photography
there have been many improvements and new
mecans are constantly sought by which the
elticiency of the professional studio work may
be increased. 3

One means which has Dbeen generally over-
looked up to the prescnt time is the talking
machine and by its use a certain photographer
has built up a big portrait business in a short
time. Music has come into its own thesc days
as a soother of tired nerves. Under its influ-
ence the mind seems to forget its troubles and
the world looks brighter. This successful
photographer realized this after reading an
article in one of the trade papers and at once
put the plan into effect.

In his studio he installed a talking machinc
behind a screen and arranged the instrument
so that the music was subdued and soft and
seemed to come from a distance. llc believed
that an atmosphere of music which would be
ever present and impress itself upon the mind
of the sitter would accomplish the desired
result.

The machine was -placed behind one of the
many screens which are to be found in every
photographer’s studio. Near the instrument he
had a special record rack containing a number
of selections ranging from the classical to the
popular and jazz. Both instrumental and vocal
music were included in the sclection, for he
realized that in dealing with the individual he
must mecet many different conditions and tastes.
When his subjects came into the studio he at
once tried to put them at their casc by his
conversation, and if he decided that music
would be acceptable he would have his assistant
placc a record on the machine. In case his
customers were fond of music he would turn
the discussion to musical matters while the
music played. or, as often happened in the case
of older people when they heard the old familiar
strains of the songs of long ago, he would
remain quiet until the~ last notes had _been
played. Hc found after several months of ex-
periment that by the time he had playcd one or

Then the sittings were begun and the results
obtained more than repaid the extra time taken
in preparation. With the strained feeling
climinated the pictures were truc likenesses and
often somewhat flattering, which is what most
of us desire in a portrait. Consequently his
pictures became very popular, his business grew
rapidly and he soon was on the road to a
substantial inconie.

This particular photographer would have
made a wonderful salesman in the record d:-
partment of any talking machine store, for in the
course of his work in his studic he came¢ to un-

R

How the Photograph
Studio Can Be Made
Valuable to Dealers

by Proper Co-opera-
tion Is Worth Noting

e

derstand the power of music and the musical
tastes of the day. He found that older people
I'’ked thc songs of long ago best of all. He
delighted the young people with the latest dance
numbers and the song hits from the reigning
musical shows. \Vith little children especially
he found the talking machine invaluatle. Chil-
dren are the hardest subjects for the photoy:
rapher because they seldom can be induced to
sit still and if they do sit quiet for very long
at a time they either have a scared look or else
look so solemn that when the proofs are shown
to the parents the latter either fail to recognize
their progeny or else rush to disclaim ownership.
However, our friend the photographer-musician
iound that band selections appealed to children
and made them laugh. The talking book and
talking doll records for the little tots never
failed to amuse and once in a good humor the

==

children brought in a steadily increasing pat-
ronage and he was obliged to enlarge his shop.

He employed and trained assistants carefully,
teaching them his own method. 1le secured
larger quarters, dividing the room into several
scections so that a subject could be photographed
in each section at the same time without any
mterference due to conflcting musical selections.

By arrangement with his local dealer he al-
ways reccived the new records on the first of
the montlh or on whatever date they were re-
leased. Consequently his studio came to: be
known as the place where the latest thing in
music was always to be heard. His establish-
nient was really onc of the best advcrtisements
for the local dealer that the latter could possibly
have. Realizing this, the dealer saw to it that
the photographer was supplied with everything
that could be had in the line of improvements.
A\ satisfactory arrangement was made which was
mutually advantageous.

’hotographers can well profit from the ex-
ample of this man who cashed in on one of
the greatest business-building ideas ever tried
out. The plan requires very little inifial invest-
ment and could be put into operation with the
aid of the local talking machine dealer. The
possibilities arc so attractive that it is strange
morc photographers have not put it into prac-
tice. The dealer himself would do well to sug-
gest the plan to his local photographers for his
record sales certainly would increase from the
free advertising received in the studios. An-
other advantage would be that the plan would
miaterially cut the number of demonstrations
required at the talking machine store, for once
the record was heard in the studio it would be
unnecessary to have it played over again. All in
all, the use of the talking machine in the photog-
rapher’s studio should be pushed by both parties
to the advantage of each.

The “price” of what you sell is what you ought
to get. Price is what you're entitled to; price
1s always right. If you fail to get that much
then it’s you that’s wrong—not price.

When looking for that flowery bed of ease
remember that every rose has its thorns.

SAMPLES $8.00

&0~ FLETCHER UNIVERSAL
TONE ARM and REPRODUCER

Gives Proper Playing Weights for all Records.
Specify 8%" or 94" arm

FLETCHER-WICKES CO., 6 East Lake Street, Chicago, Illinois

THE GEORGE McLAGAN FURNITURE CO., STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS

No Adjustment Screws or Springs.
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THE FUTURE DEVELOPMENT OF THE TALKING MACHINE

Eldridge R. Johnson, President of the Victor Co., Tells of the Greater Field of Usefulness Yet to
Be Developed for the Talking Machine—The Progress of the Victor Co.

Almost an entire page in the Philadelphia
Public Ledger was devoted recently to setting
forth the character and service of Eldridge R.
Johnson, president of the Victor Talking Ma-
chine Co., as presented in a sketch and inter-
view by William A. McGarry. The writer told
in a brief way of the development of the tre-
mendous talking machine business bearing the
Victor gonfalon from its starting point in an
cbscure machine shop in Camden a quarter of
a century ago, and.of what Mr. Johnson has
accomplished not only in the talking machine
field, but in other fields where his work has not
received so much prominence.

Of direct interest to the talking machine in-
dustry as a whole, however, atfe the comments
offered by Mr. Johnson on the future develop-
ment of the talking machine as he sees it, for
he takes occasion to say:

“It will take twenty-five years more to per-
fect the talking machine,” says Mr. Johnson.
“What the future holds can only be imagined
by those who are learned in this ncw art. It
will play as important a part in future educa-
tional matters as the printing press in the past.

“Have you noticed the difference in reading
one of Shakespeare’s plays yourself and having
it read by a world-renowned elocutionist? Per-
haps because I am a slow reader myself I have
ajways taken note of this. And it has occurred
tc me, as undoubtedly it has occurred to others,
that the presentation of literary masterpieces on
the talking machine, reproducing every tone and
inflection of the artist, offers one of the widest
fields for the development of the art. The value
of such reproduction can hardly be overstated
WWe are working on the problem, and we think
we have found the solution.

“The day is coming when you will be able to
sit in an easychair at home and hear the great-
est prose and poetry masterpieces of all time,
just as you listen to-day to operatic selections.
Improvements come hard nowadays. The field
is no longer a virgin one. Great chunks of free
gold are no longer lying around to be picked
up by lucky thunters. Comparatively speaking,
prospecting must be done with a diamond dril],
and upon the location of a good vein great
shafts must be sunk and an expensive plant built
before pay dirt can be taken out. It is now also
necessary to dig according to the latest scientific
niethods and keep on digging with the best
equipment that money can buy. What the pub-
lic is eager to purchase to-day cannot be given
away to-morrow.”

In telling of the early days of the talking ma-
chine, Mr. Johnson explained that a quarter of
a century ago inventors were numerous and
made their haunts in small machine shops. They
were generally impractical and visionary and

possessed of unbounded enthusiasmm. He says
of his experiences in the machine shop:

“It was interesting work, and there was profit
in it if you could collect your bill; but in many
cases the machine shop proprietor took a por-
tion of his profit, at least, in experience. During
the model-making days of the business one of
the very early types of talking machines was
brought to the shop for alterations. The little
instrument was badly designed. It sounded
much like a partially educated parrot with a
sore throat and a cold in the head, but the little
wheezy instrument caught my attention and held
it fast and hard.

“I became interested in it as I had never been
interested in anything before. It was exactly

E. R. Johnson

what 1 was looking for. It was a great oppor-
tunity, and it came to me as it can never come
to any other man in the talking machine busi-
ness again. The talking machine was a new
art with a boundless future waiting only to be
developed. Contact with so many inventors had
inoculated me with their disease, and the talk-
ing machine fever broke out all over me.

“Mr. Berliner had given the world the great-
est basic improvement in talking machines sincc
the day of Mr. Edison’s original discovery, and
I happened to be the man who happened to be
tliere at the right time to” give this great dis-
covery the needed improvements and refine-
ments, and to manufacture it in such forms and
designs as to become most popular with the
buying public. My years of hard experience in
model working and repair work had well quali-
fied me to cope with intricate designs and
processes.

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly.

We supply the largest Phonograph Manu-
fact irers,

Ask for our quotations and samples before
placing your order.

American Mica Works
47 West St. New York

“I immediately undertook a course of experi-
menting with talking machines and imade dis-
covery after discovery until a talking machine
of the disc gramophone type, capable not only
of reproducing sound in its own mechanical
fashion and in a tone of its own but of reproduc-
ing the tone true to the original sound, stood
in my laboratory.

“The Victor Company was a very small af-
fair when it was first formed in 1901,” he says,
“but it has grown and will continue to grow
as long as its products continue to grow better
and better. The Victor Company, with its or-
ganization of competent experts, is able to ac-
complish more in a day now than I was able to
accomplish in twelve months twenty years ago.
Its great object and ambition is to improve its
product. Just as soon as a certain improvement
is secured the experts in the organization are
set to the task of making something new that
is better than the last improvement. The Vic-
tor Company is now in possession of many
patents and secret processes, but our greatest
secret process is this: We seek to improve
everything we do every day.”

SEND INVITATION TO THE TRADE

Engraved invitations have been mailed to the
trade by the Remington Phonograph Corp., cor-
dially inviting the trade to visit its new ware-
rooms and executive offices at 1662 Broadway.
An invitation is also extended to dealers to
niake use of these offices as headquarters while
in the city.

M. C. SIMONS BECOMES DISTRIBUTOR

M. C. Simons has- been appointed sole dis-
tributor of the Lark Talking Machine Corp., of
Camden, N. J., with offices at 1-3 Delancey street,
New York City. Mr. Simons has already secured
2 number of representative agencies for this
talking machine and finds the outlook bright.

\We are largely the sum of our habits. If we
go to our duties every morning, determined to
put our best efforts into our work, we will
surely accomplish much more as the days and
months roll by than we would otherwise.

—For Soft Tone extend point thus: -
—For Medium Tone extend point thus: -

The “Don” Variable Tone Needle

The “all-in-one’ phonograph needle which enables you to play all lateral cut records

ln any degree Of tone deSlred
—Loud Tone —Soft Tone

—Medium Tone
Without removing the needle from the sound box. The needle point is adjustable.

When set as indicated above the various gradations of tone are possible
The “Don'" Variable Tone Phonograph Needle is scientifically constructed throughout,

The ““Don’’ Plays 1000 Records Perfectly

And the one-thousandth playing will be as clear as when used on the first record.
The needlepoint, when worn out can be replaced without trouble or annoyance.

Retail Price Complete, $1.00 Refiller Points 25 cents each
JOBBERS AND DEALERS WRITE FOR QUOTATIONS
Sole Distributors

FRANK J. HART
OUTHERN CALIFORNIA
) MUSIC COMPANY”

332- 334 SOUTH BROADWAY. LOS ANGELES.

—For Loud Tone extend point thus: -
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The Smallest Thing
You Sell Is the

your shop — the most expensive

records—are lifeless and useless
without the needle that draws out
their hidden tones.

Until you have pointed it out to them
your customers have never realized
how important that little bit of steel
is.  Without it the talking machine is
dumb. With a poor needle its voice
1s strained and hoarse, but with a per-
fect needle—a needle that is always
uniform in length, uniform in its fin-
ish and uniform in its tempered ball
point—the talking machine gives out
always a uniform’fullness and rich-
ness of tone.

4 I \HE most beautiful instrument in

More than any other one thing poor
needles have caused customers, who
once were enthusiastic about their
talking machines, to become indiffer-
ent, and on this matter as on many
other technical points the customer

Tear out the attached
coupon for samples of the

Most Important

must look to his dealer for guidance.
You know the importance of an ab-
solutely perfect uniformneedle. You
can impress your customer with your
care for his interest by showing him
that the needles that you recommend
—made by the largest needle factory
in the world—are selected by you be-
cause of their unvarying uniformity.

If you like you can prove it to him.
You can open up a package of Uni-
form, ball-point needles and spread
them out on the counter. Every one
of them will be of the same length,
the same thickness, with the same
non-rust finish, and with the Uni-
formly rounded point. To your cus-
tomer that means service. In these
days of keen competition the custo-
mer is going to buy his supplies from
the man that he trusts, and the man
that gives him real service.

Condon
& Co.
Inc.
200 Fifth Ave.
New York City

only Ball-pointed Steel
Needle 1n the world

% . Please send me by
mail, without obli-
gation, free samples of
the Torrington Uniform
Needles.

Condon & Company,sa.

SOLE AGENTS
200 FIFTH AVE., NEW YORK CITY




THE TALKING MACHINE WORLD

Jury 15, 1920

Don’t let your Grafonolas and record cabinets get
cloudy or tinger-marked. Shine ’em up—keep them
shined. Look ’em over—*“a stitch in time saved mine”
said one dealer who uses our Dealer’s Grafonola Re-
Finishing Outfit. Bright, clean goods sell quicker.

Columbia Graphophone Co.

NEW YORK

‘W

TRADING ON ESTABLISHED NAME

Misleading Advertising in Indianapolis Sup-
pressed Through Efforts of Stewart Talking
Machine Co. and Better Business Bureau

Ixpraxarorts, Ixp, July 3—Through the ef-
forts of George E. Stewart, of the Stewart Talk-
ing Machine Co.. and G. F. Olwin, of the In-
dianapolis Better Business Bureau, forward steps
have been taken towards eliminating mislead-
ing and fraudulent statements in the advertising
of phonographs and talking machines in this
city.

There appeared recently in the classified de-
partments of two Indianapolis newspapers this
advertisement: “Beautiful mahogany Victrqla.
$130 size; like new, and records, cheap; cash or
bonds. 3137 Ruckle.”

Investigation disclosed that a man lives at
this address having the agency for the Avalon
talking machine. His wife was asked to show
the mahogany Victrola advertised for the sale
as a “$2350 size, used about three imonths, for
8100, party leaving city,” and was shown a ma-
chine of another make. When attention was
called to the fact that the machine was not a
“Victrola” the lady stated, “It is not-a ‘Victor
Victrola,” but a much better make.” She was
then asked to show the $150 size Victrola ad-
vertised, and exhibited a machine of another
make priced at $130.

The identity of the investigator and the pur-
pose of the visit was then disclosed and the lady
was very profuse in her apology. pleading that
she thought all talking machines were "Vie-
trolas” and that the “Victor Victrola” was iden-
tified by the name “Victor.” She was told that
this was a very poor excuse in light of the fact
that her husband was agent for another make
machine and that any repetition of this false ad-
vertising would be prosecuted. Promises were
secured that future advertising by these people
would be without offense.

The Indianapolis newspapers were all advised

of the result of the investigation and have as-
sured the Stewart Talking Machine Co. and the
Better Business Bureau of their full co-opera-
tion. -

The story of this investigation is just one story
of the dozens of investigations conducted every
month at the instance of the Stewart Talking
Machine Co. It is gratifyving to observe that the
nced for these investigations is decreasing, due
to the wholehearted efforts of the newspapers
and the Better Business Bureau.

TWO POPULAR PATHE RECORDS

Rosalie Miller one of America’s favorite so-
pranos, who records for Pathé Fréres, has just
made a charming record of “My Love Is a Mule-
teer” (Francisco di Nogero). This song has
been received with acclamation wherever she
has sung. The same firm reports an increasing
demand for the same composer’s “A Sevilla Love
Seng,” as recorded by Paul Althouse whose love-
Iy tenor voice finds expression in a love song
of unusual qualities. Those who know Paul
Althouse best are aware that he avoids love
songs. "This one is different,” he says, and
those who have had the privilege of listening to
this record will agree with Mr. Althouse, for it
is a record worth having.

TO OCCUPY NEW BUILDING

Bain Bros. & Friedberg, Inc., 235 Utica ave-
1ue, Brooklyn, N. Y., will soon occupy a hand-
somely equipped building right directly across

from their present location, with Irving A. Feni-,

son as manager. The Victor line will be spe-
cially featured by means of a large electric sign
in front of the building. Other branches of
tliis concern are at 1325 and 1658 Pitkin avenue,
Brooklyn.

There is just a little difference between firm-
rness and obstinacy. When it's you, it’'s firm-
ness: when it’s the other fellow, it's obstinacy.

ALYSWORTH-WILSON WEDDING

Daughter of General Manager of Thomas A,
Edison, Inc., Marries Walter S. Alysworth

Miss Helen Julia Wilson, daughter of Mr. and
Mrs. Carl H. Wilson, vice-president and general
manager of Thomas A. Edison, Inc., was mar-
ried in East Orange, N. J., last month to \Walter
Sanger Alysworth, who is also connected with
the FEdison laboratories. The groom’s father,
the late Jonas Walter Alysworth, was asso-
ciated with Thomas A. Edison for many years in
the capacity of chief chemist and was also an
inventor of considerable note. The wedding was
followed by a brilliant reception at the Essex
County Country Club, at which were presen
a number of officials of the Edison laboratories.

COLUMBIA DEALER SERVICE

The Columbia Dealer Service system was fully
outlined and discussed by Cortland B. Shaw
in the June issue of Printers’ Ink Monthly. In
the article the basic principles of the service
were explained, these being that the dealer is
open to any proposition that will enable him to
sell more goods, and he is willing to pay for
any service which he is convinced will be an
asset to his business.

AYOID THOSE VAIN REGRETS

Show me the business man who gives no
thoughts to his business, who neglects his trade
ot technical journal, and remains in ignorance
of the important things going on in his line, and
I'll show you a man who trusts somebody to
do these things for him, or who will have some
vain regrets when he wakes up.

A real salesman is one part talk and nine
parts judgment. He uses the unine parts of
judgment to tell him when to use the one part
of talk.

Our Complete Stocks of

mevtson

assure prompt service and quick deliveries

Western Iowa and Nebraska Dealers
TODAY for this Agency

CARPENTER PAPER COMPANY

OMAHA

Write

Distributors

NEBRASKA
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THE BRUNSWICK-BALKE-COLLENDER CO.
623-633 SO. WABASH AVENUE
CHICAGO

EXECUTIVE

OFFICES June 29' 1920,

To Brunswiok Deslers
and the trade:

Every keen analyst of business strategy knows that he can bank
on the judgment of the publio in any final appraisal of any product. Quality
never is overlooked nor unrewarded.

Products may thrive and products may die, but the reason lies
within the policies of the makers, not in the complaint that the public is
unappreciative.

Witness the remarkable success of the Brunswick Phonograph. This,
gentlemen, is proof sufficient for any business man. It reaffirms an ancient
business principle, to wit: The people want what they want and won't have what
they don't want.

One can foroe anything on the public for a little while, but not
for long. This isn't Barnum's day. Times change. Minds change. People
ohange. Phonographs change.

The Brunswick Phonograph has won its cherished place in the hearts
of the people, first because it is a FINER phonograph, and secondarily, because
of the integrity of Brunswiock Deslers.

People are learning to refuse a lesser phonograph nowadays. They
have learned to compare. They have become keener judges. They know the
deslers who are giving them the utmost for their money.

In every community Brunswick Dealere have won the respeoct of
people who judge phonographs the new way. And that has oreated a vast momentum
of word-of-mouth advertising—- the rarest and most priceless element in selling

In our great national advertising campaign we set people thinking,
we induce them to come and visit a Brunswick Dealer. We appeal to their
ouriosity. We make them ochoose wisely.

They are therefore the best sort of prospects. Such a clientele
means & stabilized business for a Brunswick Dealer, one that gives satisfaction
deily, and one that grows healthfully through the years.

For later appointment, in a few localities there will be openings
for Brunswick Dealers -~ maybe in your community. If you are interested in a
Brunswick Franchise, the most fruitful business proposition imaginable, write
to us at once for particulars.

We will tell you further of Brunswick suocess and what it can
mean t0 you if you are a man with a vision.

Yours truly,

GEN'L SALES MGR.
PHONO. DIV.
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. PHONOCRAPHS AND RECORDS

ANNOUND
EXTRAC

HE Brunswick-Balke-Collender
Company, makers of The Bruns-
wick Phonographs and Records, have
the distinction to announce that
through arrangement with Mr. James
Slevin they have concluded nego-

tiations for the return to America of
the Vatican Choir and Soloists, so
that they may perpetuate the highly
artistic attributes of this unique and
famous organization by a most in-
teresting series of records typical of
its liturgical renditions.

voon.  THE BRUNSWICK-BALK

in Principal Cities of United States, |
Mexico and Carada General Offices: 623-63
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- Brunswick

PHONOCRAPHS .AND RECORDS

CEMEN'T
RDINARY

HE Vatican Chotr, which until

its limited American tour last
year, had not left the Eternal City,
has never before recorded for any
phonograph company. The Bruns-
wick has secured the exclusive
recording rights in the interests of
countless thousands of music lovers
who expressed a genuine regard and
a keen appreciation of the superb
artistic qualities of that aggregation

of talent.

-COLLENDER COMPANY cou oo

! . Musical Merchandise Sales Company,
. Wabash Avenue, Chicago 819 Yonee Street, Toronto

3

1L—



The Talking Machine World, New York, July 15, 1920

PHONOCRAPHS AND RECORDS

Display them prominently and proudly—
they will win respect and sales

IN every town in the land there are people to whom the
Brunswick story has had a tremendous appeal.

Our constant advertising of Brunswick Phonographs and
Brunswick Records is being read by people everywhere—in
your town and for miles around.

But people want to know where to come. We urge them
to visit a Brunswick Dealer—but the Brunswick Dealer must
come forward and identify himself with the entire community.

You cannot attain the full value of Brunswick Advertising
until you stand out prominently in the community as The
Brunswick Dealer.

Once the public locates you definitely, vou will find a
constantly increasing trade.

So we point out again the value of local advertising and a
“tie-up’’ with our national campaign. Our extensive Dealers
Service makes this easy. We co-operate to the limit.

Thus the value of a Brunswick Franchise becomes accumu-
lative. It builds you a permanent business.

Public demand on the one hand and intelligent salesman-
ship on the other, are irresistible factors in success.

THE BRUNSWICK-BALKE-COLLENDER COMPANY
General Offices: 623-633 S. Wabash Avenue, Chicago

Branch Houses in Principal Cities of United Canadian Distributors: Musical Merchandise
States, Mexico and Canada Sales Company, 819 Yonge Street, Toronto
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REFINISHING DAMAGED CABINETS

Some Excellent Advice to Dealer and Repairman
on the Handling of Cabinets That Have Be-
come Damage?. While in Transit

It is a rare o&;dnce for the average talking
machine dealer to receive any large shipment
of machines without finding one or more of the
instruments in need of some slight touching up.
Somctimes it is only a light scratch or bruise.
Then again there may be more serious damage
to look after before the machine can be put on
the floor for sale.

In the “Voice of the Victor” there were re-
cently offered some excellent suggestions on the
subject of refinishing cabinets, suggestions that
may be adapted in the refinishing of any style
cabinet. The article reads:

“When a Victrola leaves the factory it is in
perfect condition, and knowing the rough
handling it is liable to reccive our shippers take
the greatest care in packing it, but still it is
impossible to guarantee that every instrument
will reachi” its destination in the same perfect
condition. By following the instructions given
here you will be able to put damaged cabinets
in perfect condition again.

“After carefully unpacking the Victrola, wipe
it off with a piece of fine cheesecloth to remove
all dirt and marks of packing. Then with a clean
piece of cheesecloth rub the cabinet with a small
portion of cleaner. Never use ready-made liquid
polishes which are so cxtensively advertised as
wonder workers. They will make thc surface
sticky, spotted and cloudcd, and destroy the
finish.

“By mixing three parts benzine to onc part
paraffin rubbing oil you will have the best pos-
sible cleaner and polisher for a Victrola cabinet.
Rub briskly, always lengthwise of the grain,
cleaning off all surplus polish. Brush out all
the corners with a brush, preferably a soft, round
3° bristle varnish brush.

“If paper has become stuck to the cabinet it
can easily be removed with a cloth and water.
The cabinet should then be carcfully dried and
the surface rubbed with a 3° pumice stone, a
soft felt and paraffin oil. Care should always
be taken to rub lengthwise of the grain.

“Never sponge a cabinet and then expose it

to the sun in the show window. The glass in-

tensifies the hcat, which may blister the varnish,
or fade the color and ruin the whole finish.
When this happens the whole finish must be
removed by an expert mechanic, carefully re-
finished and carefully French polished.

“Bruises or scratches should be rubbed out
with a piece of soft felt, a 3-F pumice stone
and paraffin rubbing oil. Go only so far as the
body varnish will permit and rub only length-
wise.

“If the bruise or scratch is too deep to rub
out, it will have to be burned in with shellac
cement, the spot leveled up with fine sandpaper
and touched up to the required color. It will
then be necessary to French polish it with a so-
lution of shellac, alcohol and raw linseed oil,
using a piece of cotton covered with a picce of
fine linen eloth. This requires skill and experi-

ence and should never under any circumstances,
be attempted on a large flat surface by a novice.

“Rubbed spots and white corners on a red
mahogany cabinet can be touched up with spirit
stain made from Bismarck brown dissolved in
alcohol, to which a little shellac is added. For
English brown-finished cabinets add a little
nigrosine to the above-mentioned solution. Spe-
cial finishes and oalk require the color adapted
to the finish.

“If after treating the cabinet in any or all of
these ways scratches and marks still show it
will be necessary to employ a skilled polisher
to French polish the whole cabinet to the de-
sired finish, which must then be dulled off with
a soft brush dipped in 3-F pumice stone and
cleaned as before mentioned.

“If the finish has turned gray or become
spotted by being exposed to dampness or some
other unusual condition, the whole finish will
have to be removed by an experienced wood fin-
isher and refinished as above mentioned.”

H. H. DOEHLER’S SPLENDID WORK

Headed Salvation Army Home Service Drive in
Brooklyn—First Anniversary of Topics

The dcep intcrest shown by H. H. Doehler,
president of the Doehler Dic Casting Co., of
Brooklyn, N. Y, in civic and altruistic cam-
paigns is once more manifested in thc recent
announcement that Mr. Doehler accepted the
chairmanship of the Salvation Army Home Serv-
ice Appeal in Brooklyn. Mr. Doehler’s unself-
ish work in the somewhat rccent Liberty Ioan
drives is well remembered and he has put the
same enthusiasm into the Salvation Army Fund
drive, of which he was the head in Brooklyn.
Mr. Doehler outlined the situation and made a
specific appeal to Doehler employes in the June
issue of Doehler Topics.

The June issuc of Doehler Topics marks the
first anniversary of the appearance of this news-
paper for Doehler employes. Doehler Topics
has been published throughout the year without
miissing an issue and during that period has not
only grown remarkably in size, but has become
firmly established among thousands of employes
at the Doehler plant. In the June issue an item
in the phonograph department reports that a
recent record was established in that depart-
ment, when 7,974 tone arms, each one perfect,
were turned out in one day.

'ESTEY STORES HAVE CRAFTS LINE

RicumonDp, VA, July 8—A. J. Crafts, president
of the A. J. Crafts Piano Co., recently returned
from his trip to New York, and has made the
important announcement that the Estey Piano
Co. will hereafter carry the Crafts phonographs
in all their various warerooms. Mr. Crafts also
closed very satisfactory arrangements for his
export business while in New York recently.

The general offices of the A. J. Crafts Piano
Co. have been moved to the factory building at
Twentieth and Franklin streets, and the retail
store of the company, at 218-220 North Second
street, will be placed under the direction of a
branch manager.

AUTOMATIC STOPS

The simplest and most efficient Auto-

matic Stop on the market.
They give excellent service,
are easily installed and are
absolutely guaranteed.

Send 50 cents for Sample Stop

Kirkman Engineering Corporation
484-490 Broome St., New York

Your Customers
Want to Know
About

“GLISS”

The other day I had the oppor-
tunity of visiting one of the largest
piano factories in the country.

In passing from one department to
another I was most impressed by the
painstaking care in the_polishing de-
partment. More time is spent in giv-
ing a lasting finish than in any other
onc operation.

Out of long experience manufac-
turers of pianos and talking machines
realize that the appearance and very
often the sale of an instrument de-
pends upon the highly finished case.

Your customers are just as anxious
to keep their talking machine or piano
looking as spick and span as the day
it came from your store, and it is
equally to your interest to have the
instrument you sold them always
looking its very best.

“GLISS” is a polish whose “lustre
lasts.” It is the only polish on the
market scientifically blended to bring
out the maximum lustre in a piano or
talking machine case. Tt is used by
many of the foremost manufacturers.
It is sold to you on the right terms,
with an unqualified guarantee of
money back if not satisfactory.

You can reconmend “GLISS”
without reservation to your customers,
but first I would suggest that you try
it out in your own store. You will
be surprised at the ease with which
it is applied, and the lasting character
of the brilliant finish that it adds to
vour instruments.

Simply sign and mail the attached
coupon, and I will be glad to send you,
without obligation, a free sample.

President

== = = COUPON ===/ === ==

CONDON & CO., INC,
200 Fifth Ave,
New York City. -
Please send me a free sample of “Gliss,”
the polish whose “lustre lasts.”
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mericas favorite

THE Supremacy of Vic-
tor, “America’s Favorite,”

has already been estab-
lished.

WE believe the dealer
handling Victor Exclusive-
ly will have no regrets, as
specialization brings the
best results.

ORMES, Inc.

IV holesale Exclusively
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EXPORTING OF TALKING MACHINES

Some Facts Regarding Foreign Demand for
American Talking Machines and the Problems
It Presents to the Domestic Manufacturer

The demand for Amcrican phonographs
abroad is so persistent, according to J. B. Wil-
meth, assistant manager, cxport department,
Victor Talking Machine Co., Camden, N. ],
in an intcrview publislied in thc New York Eve-
ning DPost, that more and wmore production is
the industry’s chief concern.

“It is not to be assumcd from this, however,”
went on Mr. Wilmeth, “that all is plain sailing
and easy going. \Wc have our troubles, our ob-
stacles to overcomc just as other industries do.
Some forecign governments, even of non-manu-
facturing countrics, have bcen inclined to look
npon the talking machine and records from a
luxury standpoint, at the expense of a proper re-
gard for thc educational and spiritual worth of
good music, thus seriously handicapping the
business through cxccssive import duties and
other taxation. These difficultics are, however,
i the main, gradnally becoming less pronounced
as a broadcr apprcciation is being accorded.

“Complicated customs regulations arc the com-
mon lot of all American exporters in decaling
with many countries. But improvements in this
direction arc also gradually being made, and an
intimate understanding of thcir minutic and
strict conformity rcveals them as more an im-
aginary than a real obstacle.

“So far as shipping and burdensome handling
charges are concerncd, reforin, like charity, may
well begin at home. In some instances it costs
morc to clcar goods from an American port than
ocean freight to a distant country amounts to.

“T'he world at large has never beforc been so
eagcr for standard Amcrican products. It is not
sc much a selling proposition as one of satisfy-
ing the conscious wants of the various peoples
with the genuine article, which, after all, is the
essence of good salesmanship.”

NEW BEACON DISTRIBUTORS

J. N. England, of Atlanta, and Chas. B. Branner,
of Richmond, Appointed Distributors for Im-
portant Territory in Southern States

The Beacon Phouograph Co., of Boston,
Mass., announced recently that distributing ar-
rangements have been made with J. N. England,
who for a number of years has bcen Southern
representative of the Kroeger and Straube
pianos, with headquarters in Atlanta, Ga. He
will distribute the Beacon line in the States of
Georgia, Alabama, Florida, ‘Tennessee and
L. ouisiana.

Similar arrangements have been made with
Charles B. Branner, who for twenty ycars has
rcpresented the Chase-Hackley Piano Co.
throughout the South. His quarters are in
Richmond, Va., and the territory he will cover
comprises Virginia, North and South Carolina.

MACK HOWE APPOINTED MANAGER

Mack Howe, one of the popular young busi-
ress men of Nashville, Tenn., has taken charge
of the Pathé departmeunt of the Sharp-Howse
Furniture Co. in that city. le has had consid-
erable experience in the piano and talking ma-
chine field and is well fitted to take charge of
the department in the Sharp-Howse store.

SAM SCHAER A BENEDICT

Sam Schaer, of the sales staff of the Amal-
gamated Phonograph Accessortes Corp., and the
Independent Talking Machine Co., New York,
was married on June 15 to Miss Solomon, of
Buffalo, N. Y. His honeymoon was spent on
visits to sevcral trade centers where he combined
both business and pleasure.

The Delaware Talking Machine Co., Wilming-
ton, Del., has been incorporated with a capital
of $100,000 by Franklin Mettler, M. E. and L. F.
Mettler.

IOWA VICTOR DEALERS TO MEET

Annual Convention of State Association to Be
Held in Des Moines on August 2—Victor Golf
Tournament Under Way—New Exclusive
Columbia Store to Open in Des Moines

Des Moings, Ta., July 5—Thc date of the fourth
annual convention of the Iowa Victor Dcalers’
Association has been changed from Tuesday,
August 3, to Monday, August 2. This has becn
necessary in ordcr to makc satisfactory arrange-
ments with diffcrent features of the program.
An attendance of over 200 is already assurcd.

John Gregg Painc of the legal departinent of
the Victor Co., will addrcss the mcmbers of the
Iowa Victor Dcalcrs’ Association at their con-
vention.

The annual Victor golf tournament was
held in Dcs Moines last month. A numbcr of
matches have already becn played with the lcad-
ing players, H. B. Sixsmith and E. H. Haglind
of Mickel Bros.,, Oliver Pcarson of the Victor
travcling department and Dave Walsh of the
Victor Educational dcpartment.

Oliver DPearson, Iowa rcprescntative of the
Victor Co., has just finished his work in Dcs
Moines and will call on the Victor trade in the
eastern section of thc State during June and
July. Mr. Pearson’s previous work has bcen
in the castern part of the State, where he has
made a host of fricnds.

David Walsh, the educational representative of
the Victor Co., is conducting a series of “Mu-
sical Appreciation” talks at the Summer school
at Carroll, Ia.

H. Wilson will shortly opeun an exclusive Co=
lumbia store at Sixth and Locust streets, this
city. The installation will consist of two booths
o1t the first floor and two in thc basement, a
large record rack and a service counter. The
offices will be on a balcony in the rear.

The impressions created through good window
displays are of a lasting quality.

INSTRUCT Your

Customers How to

Save their Records

Advocate the use of the

Victrola Tungs-tone Stylus

It gives the best possible reproduction with the least wear on the record.
It is an exclusive Victor product, and in its sale VICTOR DEALERS have the
opportunity of supplying the public exclusively with this wonderful needle.

‘COLLINGS & COMPANY

Plum |Building, Clinton and Beaver Streets, Newark, N. J.
VICTOR DISTRIBUTORS for Northern New Jersey and North Eastern Pennsylvania
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PHONOGRAPH

To be without this sensational phonograph is
like saying “We don’t want to make money”

Any size, any style, any price,

Improved and refined at many
points. Now finished in rich
mahogany enamel with fine
nickel trimmings.  Universal
reproducer. T he finest motor
of its type vet achieved—tested
to play two / 0-inch records with
one winding. Its wonderful
volume and quality of tone will
amaze you.
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Plays All Makes of Records
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T’S the biggest selling prop-

osition in the phonograph
world—one of the fastest and
most profitable specialties
ever devised! Its amazingly
low price—its wonderful tone
quality—its rich appearance
—its portability—all combine
to make it an unparalleled
sensation !

The whole world has welcomed
the return of the famous Stewart
Phonograph. From almost every
civilized country orders are pouring
in. Jobbers and merchants all real-
ize that the Stewart is a phono-
graph for everyone—a universal
entertainer —that brings the good
cheer of music whenever and wher-
ever desired.

STEWART PHONOGRAPH
CORPORATION, Inc.

Lincoln Building BUFFALO, N. Y.
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ERCHANTS in

every line of
business are making
big money selling the
popular-priced
Stewart phonograph.
Demand will soon
overtax our vast pro-
duction. Now is the
season when sales hit
a high peak. Wire for
our proposition. Dis-
tributors are now
being allotted terri-
tory. Get in touch
with us at cnce!
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A lover of music—not a professional, but one
reared in the atmosphere of the best musicians,
and accustomed to hearing each season the finest
artists, both vocal and instrumental—who spent
a year in Alaska, teaching the Indians in a small
town far distant from the mainland, where some-
times for several weeks she saw no white face,
wrote to her friends back home:

“More than anything else I miss the thrill of
the violin and the magic of the spell woven by
Gluck. When the longing becomes irresistible
I get out the little old music box—Heavens only
knows how it found its way up here—and start
it going. As it screeches and rasps its way to
the bitter end I try to imagine I hear the won-
derful voices that used to delight me—but it is
terribly hard on the imagination. O, for my
beautiful Victrola, or a compact, high-grade little
machine that I could tuck under my arm—one
thiat would really give me some real music, even
if it is canned!”

Doesn’t a letter like that open up vistas of
sales to the modern, up-to-date dealer in talk-
ing machines? There are hundreds, perhaps
thousands of such people scattered all over the
country—on the lonely prairies, in the deep for-
ests, on the high mountains—people to whom
music of the right sort would be a greater bless-
ing even than books.

This was the idea of the Chapin Music Store,
Medicine Hat, Canada, whose display set forth
eloquently the value of music in the wilderness.
The interior of a rude cabin was depicted, with
a rag rug on the floor, and the log walls hung
with skins. There was a cot in one corner, a
rude table holding a lamp and several magazines,
a great fireplace filled with logs (back of the logs
were several bulbs, and red paper stuffed be-
tween them gave the simwulation of fire), and
above the mantel, on a pair of antlers, rested a
rifle. Seated in a big chair, in rough outing
clothes, a pipe between his teeth, was a young
man listening to a talking machine which stood
on a box near the cot. A large card attached
was lettered:

2 s m s s
THERE IS NOTHING SO VALUED AS GOOD
COMPANY

It comforts a person; it makes him forget life's
little worries, and keeps him cheerful. The
talking machine is the most perfect of mstruments

Buy one now for that camping trip, or sojourn_in
the wilderness, far from the sound of human voice.

YOU WILL NEVER FEEL LONESOME WITH
A TALKING MACHINE FOR A PAL

S
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This display was backed up with some snappy
advertising. The major part of one of the ads
consisted of a cut made from a photograph of
the window trim. The picture was captioned:
“Scenes like this are common wherever one of
our portable talking machines are included in
the luggage. Note the look of aboslute content
upon the face of the young man in the chair.
Truly ‘You will never feel lonesome with a talk-
ing machine for a pal’”

The FEastern Outfitting Co., Seattle, Wash.,
was another concern that made a play for the
outing trade. In the carly Fall it sent to its
regular trade and to a selected list of business
and professional people whom it was desired
to gain for customers a neat little letter adorned
with a cut of a portable phonograph. The an-
nouncement was captioned:

S A
TAKE A PHONOGRAPH TO THE PICNIC

and double the enjoyment of the whole party. You
can dance to the latest music or listen to the newest
song hits and old favorites as well.

Your picnic can’t he anything BUT a
if you take along a

BLANK .
A Portable Model Like This

success

ut
will cost you only $20.00, and paxd on the Eastern
Plan of “as little as you like,” you'll never know
you're paymg for it. Come in and hear some of
the new music on this very instrument.

THE EASTERN OUTFITTING CO.
T R i

MRz

2R
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The Hopper-Kelly Co., Seattle, Wash., went
a step further in pushing its linc of talking ma-
thines, for in addition to window signs and
newspaper ads suggesting the purchase of a port-
able machine for the Summer vacation, and offer-
ing same on the weekly payment plan, it clinched
many a deal with this additional offer: “We al-
lew full value on exchange. Should you buy any
of the portable models for Suinmer, and want a
larger one in the Fall we will allow full price
oun the exchange.”

Mecier & Frank, Portland, Ore., recently ad-
vertised talking machines for outings very ef-
fectively. A canvas drop in the background
showed a blue sky and sparkling waters, while
set in front of it were a mumber of young fir
trees. It was floored with moss and twigs and
at one end was a tent. In front of the tent
was a camp stool on which reposed a portable
machine. There was a simulated fire of logs
a! the other end and scattered through the dis-
play were many of the accessories of camp life.
\What attracted the widest attention, however,
were the living models used to demonstrate the
nrachine. There were two of them, a young man
and young womman, both clad in hiking or camp-
ing togs. Two demonstrations of an hour each
were given—one in the afternoon and the other
in the evening. The couple came out of the
tent, with guitar and mandolin and played sev-
eral selections. Then the young man placed a
record on the machine, and they grouped them-
selves in picturesque attitudes to listen. After
this both sang, with the “talker” as an accom-
panist; and the performance was concluded with
several dances, both solo and duet, with the

talking machine to furnish the music. At night
- O

Creating Summer or “Outing” Atmosphere :

in Talking Machine Advertising -
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By W. B. Stoddard A

gay Japanese lanterns were strung across the
window, and it was lighted by blue bulbs, giving
an excellent simulation of moonlight. A tall
dead tree at one side was hung with records,
each with a card giving the name and price,
while a bulletin board down front gave the name
of the seclection—solo, march, or dancestep—
that was being played at the time. At the other
side was a long, narrow panel with the caption:
“Easy Terms on Our Portable Talking Ma-
chines,” followed by: “Come in and listen to
the clear tones, and find out how easily you
may become the possessor of a standard portable
machine. Just the thing to takc along in your
canoe on a camping trip, or to beguile the eve-
ning on a hunting or fishing expedition.”

TO INSTA_LL 43 UNICO ROOMS

Gimbel Bros. Talking Machine Department Will
Have One of the Largest Record Equipments
in Country—Installation Now Under Way

An indication of the big business expected in
the talking.machine trade in New York City is
to be found in the extensive equipment to be
installed in the talking machine department of
Gimbel Bros. department store during thé Sum-
mer months by the Unit Construction Co., of
Thiladelphia, Pa. Forty-three Unico demon-
strating rooms have been ordered, finished in
mahogany. In the record department there will
be installed one of the largest record filing
cquipments in the country. It is planned to
carry the entire stock of records on the floor,
entirely surrounded with record counters, in
this way making all records accessible.

VICTOR

M. DE F.

138-142 West 124th Street

SUPREMACY

“HiS MASTER'S VOICE™

AEG.U.S.PAT.OFF,
MARCA INDUSTRIAL REQISTRADA

VICTROLAS
VICTOR RECORDS
VICTOR TUNGS-TONE NEEDLES

Co-ordinated to produce the most
perfect sound reproductlon.
educating your customers regarding
: this fact you will have an everlasting
flow of customers into your store.

Knickerbocker Talking Machine Co.

VICTOR WHOLESALERS

By

New York City

I




24

THE TALKING MACHINE WORLD

Jury 15, 1920

THE QUESTION OF TAX RETURNS ON INSTALMENT SALES

Music Industries Chamber of Commerce Sends Out Bulletin of Information to Members of the
Trade Following Complaints of Demands for Double Payment of Taxes

The Music Industries Chamber of Commerce
has received complaints from members of the
trade that the Internal Revenue Department has
apparently endeavored to impose payment of a
tax twice on dealers who have previously made
tax returns on a cash basis and have now
changed to an income basis, under which lat-
ter form of return the sale of an instrument on
innstalment is not included except in so far as
instalments are actually paid.

In case a change is made from cash basis to
income basis care should be taken that all sale
payments previously reported are excluded in
the following year’s return. In case representa-
tives of the Internal Revenue Department advise
to the contrary, or taxes are imposed on the
amount of sales previously reported, members
of the trade are advised to communicate imme-
diately with the Chamber and the matter will
receive the prompt attention of Mr. Pound, its
general counsel. )

The complete statement of the Chamber on
this important matter follows:

“The War Revenue Tax Act of 1918 has now
been in force long enough to develop its tech-
nical income and accounting features. Many of
our members are experiencing perplexity in re-
porting and accounting on their instalment plan
sales. Two general methods are in the purview
of the Internal Revenue Department. One, and,
of course, the simplest, is to treat the entire de-
ferred payment transaction as cash. The ob-
vious objection to this is that the vendor is ad-
vancing the tax upon the unpaid instalments.

“Then when it is necessary to repossess prop-
erty due to the failure of the purchaser to make
payments or otherwise, the corporation may de-
duct as a loss so much of the profit reported on
the original transaction as was represented in
the wunpaid instalments and the repossessed
property should be taken into stock at its then

value. The first transaction was closed with the
charging off of the loss so that the reposses-
sion of the property is in effect a purchase of the
property at its then value and gain or loss on
the next sale will be determined as in the first
sale; that is, on the basis of the difference be-
tween the repossessed value at which it was
taken back into stock and the new selling price
of the article.

“The other method, more cconomical in cash
payment of taxes, but necessitating more book-
keeping and - therefore objectionable to some
merchants, is quite fully set forth in Article 42
of Regulations 45 of the Internal Revenue De-
partment. The rule there is that in the in-
stalment plan the income to be returned by the
vendor will be that proportion of each instal-
ment payment which the gross profit to be bears
to the gross contract price. In this case, if the
vendee defaults and the vendor repossesses, the

“entire amount received on instalments less the

profit already reported will be income of the
vendor in the year of repossession and the prop-
erty repossessed must be included in the inven-
tory at its original cost to himself less proper
allowance for use and damage.

“It has come to our attention that many of
our merchants are changing their system of
bookkeeping and changing over from the first
to the second method in handling this tax. Any
change in bookkeeping at this time is scruti-
nized by the Internal Revenue Department and
care should be exercised. In the second method
as ordinarily used the annual report includes
payments received in the taxable year on ac-
count of sales effected in earlier years as well
as those effected in the taxable year. Where
returns had previously been made on the cash
basis this would result in a duplication of tax
payment if care is not exercised. Regulations
apparently to the contrary notwithstanding, the
Department should not impose payment of a
tax twice. Therefore sales payments previously
returned should be excluded in the following
year's return.”

THE “ARIETTA” MAKES ITS DEBUT

The Rountree Corp., of Richmond, Places New
Talking Machine on Market—Being Made in
Four Styles—Many Agents Being Appointed

Ricuaoxp, VA, July 9—The Rountree Corpo-
ration, well known throughout the talking ma-
chine trade as distributor of Emerson records,
has placed on the market a new talking machine
named the “Arietta.” Although only recently
generally announced to the trade, this instru-
ment has been in existence for some time past
and has achieved much popularity in the ware-
rooms of the various dealers who are carrying
the line. The production at the factory in this
city has now reached the point where prompt
shipments on all models are possible and agen-
cies are being established in Virginia, West Vir-
ginia, North and South Carolina, -where the

Rountree Corp. has a well-established selling
force, covering the record end of its business.
The Arietta line will consist of four models,
one table model and three floor models. In an
attractive six-page folder which the comipany
has issued the models are illustrated and a full
description is given. Many high claims are
made. for this new talking machine and much
care has been given to the selection of its equip-
ment. The Arietta is the newest addition to the
talking machines which are being manufactured
in the South, and the location of the plant in this
city provides excellent facilities in the prompt
shipment of orders. .

Every knock is a boost—let the other fellow
do the knocking, and, if he can use it, hand him
a big hammer. The bigger the hammer, the
sooner he’ll tire, and the more business he'll
knock in your direction.
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Victrolas and Victor Records

ings.

year in history.

WHOLESALE ONLY

Back on the Job

Just returned from A. C. where [ thor-
oughly enjoyed myself—Ilots of fun but
lots of “‘good stuff ” at the Victor meet-

Feel fine, with plenty of Victor pep,
energy, and optimism. Every Victor
dealer should feel the same way, for we
are getting ready for the biggest Victor

10 East 39th Street, New York

==
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Quality—
Vitanola quality is unquestioned.

It is born of ample facilities—‘‘know
how” and wide experience—for in-
stance, the first practical, all-disc rec-
ord machine was produced by Vitanola.

Stand the Vitanola side by side with
any machine on the market—it sells
itself either from the standpoint of
appearance or performance.

And Vitanola buyers are satisfied cus-
tomers.

Publicity—

‘Look in the big newspapers—the
Saturday Evening Post.

You’ll find Vitanola advertised—regu-
larly—with large size copy.

And the big campaign back of this
instrument is worth the money it costs
because it helps our dealers cash in on
what they say is the finest instrument
ever produced.

IWrite for the book, “How to
Make a Phonograph Depart-
ment Pay.” It's Free.

]

VITANOLA
FOURTEEN

VITANOLA EXHIBIT SECTION 20—SIXTH FLobR 1319 BUILDING CHICAGO, TO JULY 30TH.

VITANOLA TALKING MACHINE COMPANY, 508 West 35th Street, CHICAGO, U. S. A,

Metropolitan Sales Representatives: M. M. ROEMER SALES CORP., 1123 Broadway, New York, N. Y.
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The Advantages of Operating a Store With

Novel Display Features -

;Fﬂlll]lIIl‘ullllllllIlIlllllIlIIIlIIIIIlIIIIIIIIIHIII[IIIIIIIIIII[lIIlIlIIIIIIIIIlIlIlIlIH]IIIlIlIlIIIIIl|I|l|l|||lIlIlIlIlIlIlIlIlIlIlIlllllllIlIIIlIlIlIlIIIlIlIIIIIIIIlIIlIlIIlIIIIlI|l|lllIIIlIlIlI[I[IIIIIIIIIIlIIlIIIlI[IlI]IlIlIlIlIlIlI]IlIlIlIlIlIlIIIlIlIlIlIlIlIIIlIlIIIlIlIlIlIlIlIIIlIlIlIlIlIlIlIIII[III[IIIlIlIlIlIlI[Il|lIlIIIlIlIIIlIlIlIlIIIlIlIl[lIIIlIlIlIl[I[IlIII[IlI[IlIIIIIIIIIlIlIlIIIIIlI|[lllllll[IlIlllllllllllIlIlIIIlIlIlII[lII[III[I]I]I]IlIlIlIIlIlIlIlIIIlIlIIlIlll]lllllIlIlIlIlIlIIIIIh%

One way to increase sales for talking ma-
chine records, player rolls, players and even
pianos is to have the interior of the store at-
tractive and home-like. The latter term is
coming to have a greater meaning to the

retailer, and if he can demonstrate this in
a way that will help to make his store
attractive he has done something at least

to encourage trade to seek his place of business.
The main plan in mind to-day is that of appeal-
ing to the prospective customer to come to your
store because of the atmosphere that can be
found there.

Novel effects are being tried out that help this
sales plan and in Cincinnati there is a new one
now in operation. George P. Gross, the well-
known piano and talking machine dealer, who
handles a very extensive line of Victor, Edison,
and Columbia machines, has very recently opened
his fourth store in that city. It is located on
Vine street, in a section that is populus and
where many people daily pass the door. There
are attractive show windows that act as an in-
vitation to the passerby and inside the store
other features make this a reality.

There is a long counter where are placed, easy
to select from, a large assortment of late rec-
ords. These can be looked over by the cus-
tomer and a selection miade without delay. It
1s a self-service plan, and after a selection has
been made one can enter the Swiss Cottage, a
few feet farther back, where the demonstration
rooms are found. The exterior of these rooms
resembles a Swiss cottage. There are two win-
dows on either side of 2 doorway, where bracket
electric lights are seen. The exterior is of
stucco, and the red tile roof makes the effect

most homelike as the customer approaches the
same.

The doorway leads to a hall, on either side of
which are the booths for machine or record
demonstration. The interior of these booths is
most delightful and the walls and general effect
make them like rooms in a private home. There
is a tall standing electric lamp, chairs, talking
machine and table. The light is soft and the
effect soothing. One can enter here and seat

TR TRl
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The Swiss Cottage Feature

himself and at once feel at home. The music
always sounds sweeter where the surroundings
are so satisfying. Can one wonder that sales
could be made with this environment?

Back of the record booths there is a demon-
stration room for players and still further back
a room for player roll demenstration. The plan
of arrangement here is ideal. The big feature
is the Swiss Cottage, and then the idea of the
record self-service is also a help, inasmuch as
the customer has an opportunity to make her

e By Warfield Webb

own selection of the records without much aid
from the salesperson.

If the dealer can give quick and effective serv-
ice, can offer by way of inducement a reason for
the customer seeking him, there is a combina-
tion of sales helps that are sure to be found
most effective in making his store a popular one
and in making his sales show an increase at all
times. This is being given a practical test here
that is sure to be found most helpful and adds
to the arguments why sales will increase where
the foundation elements are not overlooked.

PACIFIC PHONOGRAPH CO. BUYS

Acquires Additional Warehouse Which Will Be
Used for Storage Purposes

PorTLAND, ORE, July 6.—The Pacific Phonograph
Co. has purchased the “Old Crow” warehouse,
which is situated at 1036 East Broadway and
adjoining the present plant of the company, to-
gether with a piece of ground 60x100 feet, from
Frank Masson. The consideration was $12,000.
The warehouse will be used for storage purposes
by the company. The Pacific Phonograph Co.’s
business is increasing very rapidly and accord-
ing to E. M. Barlow, vice-president and man-
ager, the new storage space will allow space
for added equipment to the plant. It is the pur-
pose of the company to eventually use the ad-
ditional ground purchased for building purposes
when the increase in business demands an ad-
ditional unit.

Sunshine is the reward of those who don't
kick about the clouds.

STODART

you.

119 West 42nd Street

The sign of a quality phonograph

A high grade instrument appealing to high grade prospects
Exemplifies its superiority—in Case Design, Tone and Equipment

Five handsome and distinctive models in mahogany.

Stephenson Precision-made motor with velour turn-table.
P Universal Tone Arm.

Its remarkable redroducing device creates extraordinary
tonal volume and tonal beauty.

The Stodart Phonograph is distinguished for the identica
quality which has made the Stodart Piano famous for a century.

_A constantly growing demand is reported by our enthusi-
astic chain of nationally distributed Dealers.

Find out how and why this Leader can make money for

Write right now.

STODART PHONOGRAPH CO., Inc.

“PHONOGRAPHS WITH A PEDIGREE”

GEORGE H. BEVERLY, General Manager

Tone modifying rod.

NEW YORK
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STARTLING SPECIALS

ON SALE AS SOON AS RECEIVED

(IN SWEET SEPTEMBER—Fox-trot, (TELL ME PRETTY MAIDEN (From Musical

41.18 Ray Miller’s Black and White Melody Boys : 41_20 Comedy, ‘“Florodora’ )—Fox-trot,
10-in. MY SAHARA ROSE—Fox-trot, 10-in.. Rega Dance Orchestra
$1'00L Harry Raderman’s Jazz Orchestra $1.00 POLLY—One-step,

4119 [ROSE OF SPAIN—Fox-trot,

Jos. Knecht's Waldorf Astoria Dance Orchestra
LE WANNA —Fox-trot,

4121 y
10-in. Ray Miller’s Black and White Melody Boys 10-in Green Brothers’ Novelty Band
| JEAN—Fox-trot,
$1.00 iKlSMET—Fox-trot...Green Brothers’ Novelty Band $1.00 R Harry Raderman’s Jazz Orchestra
RAY MILLER’S

BLACK and

WHITE

RAY MILLER has devel-
oped the Black and White
Melody Boys to a perfection
of superiority.

They are nationally elected
the Kings of Syncopated
Harmony. When they play
a dance tune the rhythm
and pure melody are not
sacrificed by their spirited

verve.
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MELODY

BOYS

They are producers of su-

perior jazz marvels.

Ray Miller comes from San
Francisco; between the

East and Westhe has blazed

a trail of glowing popularity.

His incomparable reputation
will win YOU instantaneous

sales of OKEH’S SENSA.-
TIONAL SPECIALS.

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

Branch Offices :

25 West 45th Street,

Factories : Newark, N. J.

Chicago, Il

San Francisco, Cal.

New York City, N. Y.

Elyria, Ohio Putnam, Conn.

Springfield, Mass.
_Toronto, Can.

Kitchener, Ont.
London, Eng.
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Don’t hide your light under a bushel. You don’t have
to if you put up the Columbia Awning. True, it’s an
awning plus—it has an attractive color—it carries the
Columbia Trade Mark and it protects the goods in
your display window. Nobody can miss it. '

Columbia Graphophone Co.
NEW YORK

e ———

MARION HARRIS WITH COLUMBIA

Popular Comedienne to Make Columbia Records
—Will Be Introduced During Special Week
From August 28 to September 3

The Columbia Graphophone Co. announced
this week that arrangements have been com-
pleted whereby Miss Marion Harris becomes an
exclusive Columbia artist. To properly celebrate

Marion Harris

this important announcement, there will be a
special Marion Harris week from August 28 to
September 3, featuring her first Columbia rec-
ords, which will be ready for the -trade August
10. ’

Miss Marion Harris is well-known to talking
machine dealers and to the general pubilc from
Coast to Coast. Since the advent of the “Blues”
type of song she has risen to pre-eminent height
as a singer of this character song. In fact, she

is known as ‘“T'he girl with the voice which
cliases the ‘blues’ away by singing them.”

Miss Harris is a Kentucky girl and a de-
scendant of Benjamin Ilarrison. For over six
months she has charmed thousands of music-
loving vaudeville fans and the announcement of
the Columbia Graphophone Co. that she is now
an exclusive Columbia artist will be welcome
news to Columbia dealers everywhere.

In order to co-operate with Columbia repre-
sentatives in adequately announcing Miss
Harris’ engagement as an exclusive Columbia
artist the Columbia Graphophone Co. has pre-
pared an intensive advertising campaign. This
will include window streamers for the dealers’
windows, units in the September window dis-
play, hearing-room hangers, advertising for the
dealers’ local newspapers and a full page in the
August 28 issue of the Saturday Evening Post.

VALUABLE WORK ON CREDITS

“The Technics of Credit” is the title of an in-
teresting twenty-four-page booklet written by
E. O. Rockwood, credit manager of the Colum-
bia Graphophone Co., New York. Mr. Rock-
wood is one of the recognized authorities on
credits in the talking machine industry and the
booklet that he has preparcd for the use of the
Columbia organization has won the enthusiastic
approval of every member of the sales and
executive staffs.

In this publication Mr. Rockwood gives in-
teresting facts and figures as to the most logi-
cal methods of determining the credit possibili-
ties of the talking machine dealers. From his
many years’ experience in the industry Mr. Rock-
wood has developed an intimate knowledge of
every phase of the credit situation and his book-
let is therefore practical and valuable,

If you can’t figure out why you should do
more work than you get paid for, do it any-
how just to prove to yourself that you can do
work which will warrant more pay.

MACHINE PLAYS HOUR AT A TIME

Boston Inventor Has New Device Embodying
Radical Departure in Playing Methods .

By making records as interchangeable sections
fitting on a common mandrel, George W. Bow-
crs, a mechanical and consulting engineer of
Boston, has introduced a new phase in record
music, according to the Scientific American.
\Whereas the average talking machine does not
handle records larger than twelve inches in
diameter, with a playing time of four minutes,
Mr. Bowers has a machine which plays for an
hour without a break.

The new invention makes use of an excep-
tionally large mandrel on which records, in the
form of large cylinders of narrow width, are
placed side by side. The needle or stylus passes
over one rccord and right on to the next with-
out a break, according to the inventor. In this
manner the machine can be made to play for
one hour, if desired; or, again, it can be ad-
justed to stop automatically at any pre-deter-
mined time or spot.

The tone-arm arrangement of this machine
is as ingenious as it is interesting. It permits
the reproducer to cover the entire length of the
mandrel without a hitch. The reproducer is ar-
ranged to play the hill-and-dale-cut records,
which system, in this case, is far simpler to
accommodate than would be the lateral-cut sys-
tem, which predominates in the wusual disc
records.

FRED BURBICK NOW IN CANTON

Fred H. Burbick, for several years connected
with the talking machine department of the
I.ewis Bros. Co., East Liverpool, O., has joined
the sales force of the talking machine depart-
ment of the D. W. Learch Co., in Canton.

It is not enough to be industrious; so-are the

FOUNDED 1835

the South.

the right start.

A good start is half the game.

There are certain desirable localities still open for wide-awake Pathe dealers in

Our Superior Service, co-operation and jobbing experience enable us to give all dealers
Write today for full information.

ARMSTRONG FURNITURE CO.

59 and 61 North Main Street

ants. What are you industrious about?

ARMSTRONG'S

Memphis, Tenn. i
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The finest reproducing

phonograph in the world

UILT along artistic, harmonious lines, a

distinct creation of the wood-crafter’s
highest art, the Steger makes an eloquent
appeal to every lover of the beautiful.

It is an exquisite adornment of the home—
and more, It is the soul of music.

The masterful artistry of living genius finds
in the Steger its most faithful medium of
expression. Every beauty of score, every
delicate shading of sound is as exact in its
rich quality as if emanating direct from artist
or instrument. It plays all records correctly—
no parts to change.

This marvelous fidelity to original tone value
is chiefly attributable to the patented Steger
tone arm and tone chamber, triumphs of
human ingenuity and skill.

Active dealers have found that the interest
and appreciation of critically inclined buyers
eventually center on the Steger.

You can make it a big asset of your business
because of the quick turn-over—and because
we can ship at once upon receipt of order.

Write for Steger phonograph style brochure today
STEGER Phonograph Wholesalers

Iver Johnson Sporting Goods Smith & Nixon Co., 306 West
Co., 155 Washington Street, Walnut St., Louisville, Ky.

Ll B Hall Music Company, 246

Steger & Séns Piano Mfg. Co., Pine Street, Abilene, Texas.
BaaBita i R Warfield-Pratt-Howell Co., 1st
Jones Brothers Co., 317 and Court Sts., Des Moines,

Main St., Jacksonville, Fla, Iowa.

Jones Brothers Co., 137 Campbell Phonograph Sales
Whitehall Street, Atlanta, Co., 60 East South Temple
Georgia. Street, Salt Lake City, Utah.

& . s -
?,Mode1509 - $225.00

Steger Building, Chicago, 1N.

STEGER & SONS "iyeie

%’Modelsos - $210.00 I

— I

LAV i

Model 510 - $275.00
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THE PERSONAL TOUCH BETWEEN CLERK AND CUSTOMER

How One Western Department Cultivates the Personal Element to Its Great Business Advantage
: —Listing the Peculiarities of the Customer for Future Reference

The average talking machine dealer realizes
fully the value of the personal element in pro-
moting business, and takes due cognizance of the
fact that regular customers like to be waited on
by sales people with whom they are acquainted
and who have some idea of their likes and dis-
likes in the matter of records. It is the usual
thing, of course, for the regular customer to
ask for a certain sales person when entering the
store, with the feeling that that person best
vrnderstands what is wanted.

A Western talking machine department man-
ager feeling that certain customers should be
credited to certain members of the sales staff,
enlarged upon the personal touch idea by pro-
viding a separate card index for each member
of the sales staff in which index was listed the
name and address of the customer, information
regarding their likes and dislikes, peculiaritics,
etc.,, numbers of records asked for but not in
stock, together with the nuinbers of records
that had already been bought. This is all in-
formation that every sales person should have
at hand, and it was felt by the department man-
ager that it was better to have such informa-
tion on a permanent card record than simply
to trust to memory.

\With a separate file each member of the sales
staff naturally takes a personal interest in keep-
ing the information on the card accurate and
up-to-date, and is inclined to list items that
would never appear on cards in a general cus-
temers’ file. The sales people are instructed to
receive the customer in the usual manner and
ascertain what particular record is desired. As
soon as the record has been secured, and while
it is being demonstrated for the customer in
one of the hearing rooms, the clerk goes im-
niediately to his, or her, private file and at a
glance refreshes the memory regarding the sort
of records favored by the customer and what
records he was unable to obtain on his last
visit. AWith this information at hand the clerk
is able to make suggestions of a sort that are
acceptable to the customer, and indicate a dis-
tinctly personal interest on the part of the sales
person as representative of the store.

Each sales person is provided with a busi-
ncss card, and a card is always slipped in the
corner of the package or handed to the customer,
with the suggestion that the same sales person
be asked for on the next visit. Customers ap-
pear to appreciate this personal attention, and
hardly one comes back the second time with-
out making definite inquiries for some member
L ; e

of the staff. The employes, too, seem to ap-
preciate the opportunity of asserting their in-
dividuality to a certain extent. Where the sales
person called for by name is not present, a sub-
stitute by quick reference to the absentee’s per-
sonal file can gather the necessary information
regarding the customer’s characteristics to
smooth the way in handling the sale.

It is human nature to appreciate doing busi-
ness with people whom one knows, whether it
be the waiter in the restaurant where one eats,
or the clerk in the store where one shops. The
acquaintanceship is believed to insure a certain
amount of special attention that would not be
forthcoming to a stranger, and the theory has
an excellent foundation in fact. In promwoting
the personal touch between the sales person and
the customer, the Western departimment has
simply been working along well established lines.

TRADE ACTIVITY IN RALEIGH

Rareign, N. C., July 9—The branch wareroom
of the A. J. Crafts Piano Co., of Richmond, Va.,
in this city, has incrcased its sales force and
added secveral new delivery trucks to take care
o! its phenomenally increasing business in both
pianos and Crafts phonographs. The distribut-
ing business throughout North Carolina has
grown to such an extent that it has been found
necessary to secure a large warehousc in this
city for storage purposes. Crafts phonographs
will be shipped in carload lots from Richmond,
Va., to Raleigh, wherc they will be promptly re-
shipped to the Crafts dealers. It is expected that
this change will eliminate delay in filling orders
and will offer the individual dealer not only more
prompt deliveries, but a considerable saving in
freight charges.

PHONOGRAPH CO. ENTERTAINS

Edison dcalers located in the vicinity of Cin-
cinnati met informally in that city last month
at the invitation of The Phonograph Co., Edi-
son jobbers, to discuss existing conditions in the
phonograph industry. P. H. Oelman, manager
of The Phonograph Co., acted as chairman, and
William Maxwell, vice-president of Thomas A.
Edison, Inc., who stopped at Cincinnati on his
return from Atlanta, Ga., represented the Edi-
son laboratories.

A discourteous clerk should remain in your
cmploy only long enough to write his pay check.

at an early date.

WELBURN RESIGNS FROM HOUCK CO.

Severs Connection as Director and Branch Man-
ager of the O. K. Houck Piano Co.—Has Not
Announced Definite Plans for the Future

NasuviLtg, TeENN, July 1.—Allan Welburn,
member of the board of directors of the O. K.
Houclc Piano Co. and manager of the Houck
Nashville store, has tendered his resignation,
which took effect to-day, both as manager and
director of the concern.

Mr. Welburn has been connected with the
Houck interests for fifteen years, with the ex-

Allan Welburn

ception of threc years, during which time he was
associated wrth the Musical Instrument Sales
Co. of New York. While with the M. 1. S. Co.
ic was active and instrumental in opening a
number of piano and Victor departments in New
York and other cities. In June, 1916, he returned
to the O. K. Houck Piano Co. as manager of
the Nashville store and was made a member of
the board of directors of the company, inn which
capacity he has served since that time.

In tendering his resignation to the Houck Co.
he has expressed his best wishes for the future
of the company and his regrets at leaving his
associates of many years. Mr. Welburn’s fu-
ture plans have not bheen completed, but we
understand they will be announced to the trade
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Medium Tone

Will Play 100 to 200 Records Without Changing

Is What We Claim and Expect of

"The De Luxe Stylus

THE BEST SEMI- PERMANENT NEEDLE MADE

3 for 30 cents

Let the ““‘De Luxe’’ Speak for itself and Send for Free Samples, Discounts, etc.

DUO TONE COMPANY,

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

Inc.

Full Tone
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1921 isn’t so tar away. That's why we
‘stress the 1921 Columbia Calendar. It’s an
claboration on the 1920 issue and an attrac-
tive proposition to the dealer. Ask us about
it now—the edition is limited.

Columbia Graphophone Co.
NEW YORK

tation, and all goods are shipped from the ten
distributing points located in this territory. It

FAMOUS ARTISTS IN WOONSOCKET FACTORY OUTPUT INCREASES

Record Makers Delight Large Audiences With
Elaborate and Interesting Program

Woonsocker, R. I., July 5.—The appearance
here last month of the Eight Famous Record
Artists under the auspices of La Roe’s Music
Store, Victor dealers, was a notable event in
musical circles. These well known artists, Al-
bert Campbell, Henry Burr, John Meyers, Frank
Croxton, Monroe Silver, Fred Van Eps, Billy
Murray and Frank Banta, rendered an extensive
program at the Park Theatre. La Roe’s Music
Store received many compliments for the way
thc affair was handled and the record sales of
the numbers recorded by these artists was very
large. A special program was printed and dis-
tributed to the guests. This program contained
on the back cover a list of records by each of
the artists and stated that these could be ob-
tained at La Roe’s, which is an éxclusive Victor

Beacon Phonograph Co. Making Large Ship-
ments to Trade Throughout Country

Boston, Mass., July 6—During the past two
months the production at the factory of the
Beacon Phonograph Co. has increased rapidly.
A. R. MacDonald, president of the company,

"who was formerly connected with one of the

largest production engineering organizations in
the country, has spent most of his time at the
factory, where changes have been made which
have resulted in a tremendous increase of pro-
duction. Additional new machinery has been
installed, and other factory space has practically
leen obtained which will enable the company to
fulfill its promises to Beacon dealers and make
prompt shipments on all orders received.

At the present time large shipments are being
made to the dealers throughout the East and
Middle West. All the territory East of the Mis-
sissippi is now closed for distributing represen-

is planned by Fall to open up the Far West
and also develop the export trade which the
Peacon Co. has heretofore been unable to handle
because of the requirements of domestic dealers.

PATHE DEALER HOLDS CONCERT

Mz. Morris, N. Y., July 5.—A. H. Jenks &
Son, progressive Pathé phonograph dealers of
this locality, arranged a very attractive concert
recently which was well attended and proved a
decided success. Alonzo Jenks, manager of the
phonograph department, was formerly a profes-
sional musician, and his “Jenks Ensemble” is
now giving a series of concerts in the western
part of the State. He is director of the
Genesee Valley Band of thirty-five players and
also of the Livingston county orchestra. The
program recently rendered at Mt. Morris con-
sisted of nine numbers, including gems from
eminent composers of Pathé records.

i .
Sell what the people want to hear

HE writer of this ad recently
asked a saleswoman in a New
York phonograph shop what class
of music sold better than anythingelse.

are so popular with dealers in the
Metropolitan territory.

Eight out of every ten customers ask
for song hits and dance hits. No won-
der Emerson dealers are wearing the
smile that won’t come off. Here are
two Emersons that are going big
right now:

The girl’s eyes got big and round as
she replied in a stage whisper,

“HITS 17

It was the same all along the line.

“ . __ y 10192
l?eople want lively stuff HI’IjS’ So Long, Oolong, How Long You Gonna
said one salesman. Another replied, Be Gone?
((We sell mostly popular music—it’s ?)xl'{l‘rot ........ Green Brothers Novelty Band
) okohama
what CVCI‘ybOdy wants. Japanese Fox Trot . Knickerbocker Specialty Orchestra
Just then 2 woman came in and asked }0194
. . ean
for'‘Jingo’’and‘‘WashingtonSquare.”  FoxTrot .« v oo v vv e e vn . All Star Trio
Wild Flower
N [ A e A T e All Star Trio

It is easy tosee why Emerson Records

~

Emerson Record Sales Company, Inc.
EXCLUSIVE METROPOLITAN DISTRIBUTORS

6 West 48th Street, New York City Phonogrdphs
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The playing of The Cheney
reveals an unsuspected
wealth of harmony because
of new principles of design.
All music finds full and
true expression in its mel-
low tones. :

%li()l’c) to the Furniture Market at Grand Rapids

will ind more than usual interest in the showing at The
Cheney display rooms, 423 Monroe Avenue, N. W,

In addition to our regular upright and console models, espe-
cially designed art cabinets will be displayed. These creations
offer a combined beauty of tone and cabinet work which
will win the admiration and approval of dealers and public
throughout the display, from June 28th to July 24th.

A cordial invitation is extended all who attend the Market
to call upon us for a demonstration.

CHENEY TALKING MACHINE COMPANY CHICAGUVO

Jhe
CHENEY
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You can’t take it easy if you carry “Take it Easy” fox-
trot by Art Hickman’s Orchestra. And if you hear
their ‘“Come Back to Georgia” you’ll want to buy
your ticket for Dixie. This record will be heard this
summer wherever there is dancing. '

Columbia Graphophone Co.

A-2938.

NEW YORK

MAURICE EDITS EMERSON RECORDS

World-famous Ballroom Dancer to Put Stamp o:
Approval on Emerson Records for Dancing

The Emerson Phonograph Co. announced re-
cently that arrangements have been compieted,
whereby Maurice, the world’s most famous ball-
rcom dancer. will place his personal stamp of
approval on the rhythm of all Emerson dance

HERRY 2
v (uiyE f

(e |

Maurice and Hughes
rccords, thereby insuring Emerson dealers and

their clientele perfect rhythm for Emerson
fe x-trots, one-steps and waltzes.

This announcement is particularly interesting
in view of the fact that Maurice is internation-
ally famous, having attained phenomenal suc-
cess in Paris, L.ondon and New York. His fame
has steadily increased and to-day he is acknowl-
edged everywhere as the foremost exponent of
modern ballroom dancing.

At the present time Maurice is appearing in
London with Miss Leonora Hughes. They have
scored a triumph with their act and in all prob-
ability will appear shortly in New York. Emer-
son dealers who have been advised of the con-
tract closed with Maurice are planning to fea-
ture it extensively in their respective territories,
realizing the fact that Maurice is very popular
among all devotees of modern dancing.

WHAT IS A PEPTIMIST ?

A peptimist is a man who sticks more than
he straggles, tackles more than he talks, com-
piles more than he complains, works more than
he¢ worries, deserves more than he desires, and
is rewarded in ways never guessed by a mere
dollar counter.—The Peptimist.

ARE YOU PLANNING AHEAD?

Customers you now have will not always be
with you. Some will move out of the com-
munity—some will die, while others will go to
your competitors in spite of all you can do to
hold them. What are you doing to recruit
others to fill their places?

IMMORTALIZING THE ARTIST

Why Maud Powell, the Great Violiniste, Will
Live Forever Through Her Victor Records

One of the pleasing signs of the times is the
new conception among musicians of the value
of the talking machine. It has demonstrated its
worth as one of the greatest factors in develop-
mg musical taste and appreciation in history.
In this connection, the following, which we clip
from The Voice of the Victor, is as significant
as it is interesting: )

“Hardly vet do people realize the value of the
Victrola in giving permanence to the interpreta-
tive artist. The composer at least has a writ-
ten record of his musical dreams from which
they can be rebuilt after his death; but when the
singer dies, then also dies the song upon his lips
unless the Victrola has managed ‘to recapture
the first fine careless rapture.” The fact that she
made so many Victor records is one of the few
consolations that help to lighten the loss to the
world of music of Maud Powell. As an artist

she was intensely personal; all her moods, all
the varied moods of the human heart, found ex-
pression through her violin. Every performance
an artist gives is something of a creative act;
something illumined by the vital spark of life
itself. That is certainly true of Maud Powell’s
Victor records. In having them we not only
retain something of her, but we have her in her
most exalted moods.”

HEIFETZ SCORES IN LONDON

Famous Victor Artist Not Only Duplicates but
Enhances New York Success in London

Jascha Heifetz, the celebrated violinist, who
has scored such a tremendous success in the
United States, and who is made more familiar
to the general’ public through his very excel-
lent Victor records, has made a remarkable hit
in London, England—in fact he has become
quite a fad there and his variqus records are
having sales of unparalleled magnitude among
all classes.

Dealer Who

Exclusively Victor

REG.US. PAT. OFV.

Genuinely Interested in the

Interested in Victor

Elyea Talking Machine Co.

Atlanta, Georgia

1s Genuinely

Strictly Wholesalc
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‘ ' Many of our dealers have
profited the past twelve
months by timing their
purchases according to
| our advice. We now
suggest that it will be to
your material lnterest to
book your Fall requn'P-
ments for

BRILLIANTONE
STEEL NEEDLES

now, and thereby not only get
the benefit of present low:
prices, but also to assure
yourself

IMMEDIATE

eliveries

Write for samples and prices to your nearest distributor.
If he cannot supply you, write direct to us.

BRILLIANTONE

STEEL NEEDLE CO.fiomorated
; ooy 347 FIFTH AVENUE,
NEW YORK

SUITE 1003 |
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CLOSE NEW PORTOPHONE ACCOUNTS

M. I. Mayer, President of the Tri-Sales Co,
Returns From Canadian Trip—Business Ac-
tive—To Introduce Line of Turn-table Toys

M. I. Mayer, president of the Tri-Sales Co.,
St. Louis, Mo., was a visitor to New York last
week, after making an extensive trip through
Canada. This company is a distributor for the
Portophone machine and has developed a phe-
nomenal demand for this instrument in its ter-
ritory.

In a chat with The World Mr. Mayer stated
that the Portophone was very well received in
Canada and that important agency connections
were established. The distinctive merits of the
machine, together with its musical quality. won
the approval of the  Canadian dealers and an
aggressive campaign in behalf of the instrument
is now being launched in the leading trade cen-
ters in Canada.

Upon his arrival in New York Mr. Maver
received enthusiastic letters from G. H. Phelps.

treasurer and general manager of the Tri-Sales
Co., who stated that the sale of the Portophone
in the Middle West is steadily increasing. The
company has an efficient sales staff visiting the
trade throughout the West and agency connec-
tions have been established everywhere.

While in New York Mr. Mayer stated that the
Tri-Sales Co. was practically ready to announce
an addition to its line of products, constitut-
ing a set of turn-table toys, embodying many
features. Plans have been made whereby the
company will absorb the entire output of a large
manufacturer in St. Louis, and judging from
the comments of the New York trade, these
toys will be accorded a hearty welcome by the
dealers.

The Liberty Phono Motors Corp., Brooklyn,
N. Y., has been incorporated under the laws of
New York State to do a business in foundry and
factory supplies. The new corporation starts
business with a capital of $12,000. The incor-
porators are C. F. Hahn, J. J. Braun and J. J.
Braun, Jr, 1321 Gates avenue, Brooklyn.

Artistic Appearance.

U = W D)

The New Model “E”’

Garford Phonograph

The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTIT‘ZY

New Model ‘““E’' Garford Phonograph

The New Model “E” Garford Phonograph

has every desirable feature of the
high price phonograph
Plays all makes of records without an attachment.
Superior Tone Quality.
Standard Motor of Recognized Merit.
Guaranteed to Give Excellent Service.
Order Now for Immediate Deliverv

SELLS LIKE “WILD-FIRE” THE YEAR ROUND

We have an Attractive Dealer Proposition

The General Phonograph Mfg. Co.

(FORMERLY NAMED THE GARFORD MFG. CO.)

ELYRIA, OHIO

High
in
Quality

YEAGER TAKES UP NEW DUTIES

Former Victor Man Joins Hunt’s Leading
Music House in White Plains as Director

Wauite Prains, N. Y, July 3.—Lawrence R.
Yeager, who recently purchased the stock hold-
ings of Deputy County Treasurer Leonard E.
Teed in Hunt’s Leading Music House, Inc., has
been elected to the board of directors of the
company and made secretary and treasurer.
He has officially taken up his active duties as
a member of the corporation. He will bring
his family here some time this month.

Mr. Yeager was for several years on the
traveling staff of the Victor Talking Machine
Co., of Camden, N. J. In making his rounds
of Victor dealers he became favorably impressea
with the possibility of entering the music and
Victrola business in White Plains.

GRAFONOLA POLISH INTRODUCED

Announcement Contained in Circular Sent Out
by Dealer Service Department

The Dealer Service department of the Colum-
bia Graphophone Co. has just issued a circular
announcing a new Grafonola accessory, which
will be known as Grafonola polish. The litera-

Grafonola Polish Counter Display
ture emphasizes the fact that a satisfactory
polish is extremely important, as it furnishes a
distinct service of real benefit to the dealers’
customers.

The new Grafonola polish, which was tested
and approved by the Columbia Co. before being
offered to the dealers, is scientifically prepared
to maintain the genuine lustre of finely finished
surfaces. Each bottle bears the famous Co-
lumbia trade-mark, and Columbia dealers can
undoubtedly feature this accessory to advantage.

-

Be a man with ideas—an information bureau—
and keep your information always on tap.

Why Break Records?
Just File Them!

That is if you have the wonderful Record filing sys-
tem which is a feature of

The Marvelous MAGNOLA

TMugacly
Tulking
Mochme

atchrg the Music Come Out

This is only one feature of many that will command
dour interest and attention. Let us send you hand-
some illustrated catalog and information as to our
plans for helping you to make money with MAGNOLA.

MAGNOLA TALKING MACHINE COMPANY

OTTO S8CHULZ, President
General Offices Southera Wholesale Bransh
711 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA, QA.
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IS ITS BEST SALESMAN

N TONE as in every other essential to the phonograph—
Pathe is supreme. Pathe Phonographs and records give an
absolute duplication of the artist’s original interpretation.

Pathe TONE is the difference between metal and life.

Pathe TONE is the difference between the strident harshness of steel needles
and the gliding smoothness of a rounded, jewel-polished sapphire!

To the experienced or inexperienced prospective customer but little dealer
demonstration is necessary to prove the superior qualities of the Pathe over
other phonographs or talking machines.

The Pathe is almost a self selling proposition for the dealer!

% Pathe Records played on the Pathe Phonograph compose a combination
unsurpassed.

Costs no more
than the ordinary

! | " (M )| PHONOGRAPH




PATHE RECORDS
SPIN PROFITS

HEY are the weavers who are “making

I a turn” for the benefit of the Phono-
graph Dealer. Every turn table on every
Phonograph is the place for you to put Pathe

Records at a profit—we say Pathe Records, we
mean Pathe Records—

BECAUSE:

Every day the demand for Pathe Records increases.
Every day more people recognize the exquisite
tone quality of Pathe Records.

Every day more people discover that Pathe is first
with the hits that make Broadway famous.

Every day people find out that they get the widest
possible choice in Pathe Records— everything in
music—operatic, orchestral, band and vocal—from
the classical favorites and the ‘“songs that never

grow old’’ to the raggy, jazzy popular melodies
of the day.

Because of Pathe National Advertising which

is effectively telling the public about Pathe
Records day by day, week by week, month
by month. And every time 24 hours go
by, ten times that many people right in
your neighborhood have discovered that
Pathe Records give them the music they
want—and surpassing tone.




THE IMMIGRANT AND
HIS MUSIC

Pathé Foreign Records

VERY population center in this country has its foreign
language colony. The American catalogue means
nothing to those people—yet. They want their own

music from their own country—and they can afford to pay for it.

They can get it—and get more of it—from the Pathe catalogue
than from any other source, because the Pathe repertoire is the
largest in the world. It puts the Pathe dealer here in a class by
himself—beyond any possible serious competition in the foreign
language and music field.

The Pathe message reaches these people regularly and all the
time in their own newspapers. We are using every foreign
language paper of standing in the country. We have blazed the
trail for you to this business—it is up to you to make sure of it.

It’s doubly worth while: first because of the immediate dollars
and cents that are in it: and also because it will lay the founda-
tion for the American record business that will follow as these
people become Americanized.
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PATHE

DISTRIBUTORS
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ARMSTRONG FURNITURE CO.
59 N. Main St., MENPHIS, TENN.

BRISTOL & BARBER
3 East 11th St.. NEW YORK

BUFFALO WIIOLESALE HARDWARE CO.
317 Washington St., BUFFALO, N, Y.

BURNHAM. STOEPEL & CO.
19 E. Larned Street, DETROIT, MICII.

CHURCIIILL DRUG CO.. BURLINGTON, IA.
CHURCIIILL DRUG CO.. CEDAR RAPIDS, IA.
CHURCIIILL DRUG CO., PEORIA, ILL.

COMMONWEALTII PHONOGRAPIH CO.
19 and 21 Lyman S$t.. SPRINGFIELD. MASS.

THE FISCHER COMPANY
913 Chestnut Ave., CLEVELAND, O.

THE FISCIIER COMPANY
4146 Vine Street. CINCINNATI. O.

FULLER-MORRISSON CO.
510 W. Randolph St., CHICAGO. ILL.

JOIIN A. FUTCII CO.
33 Auburn Ave., ATLANTA, GA.

JOHN A. FUTCH CO.
1500 S. Boulevard, CHARLOTTE, N. C.

JOHN A, FUTCII CO.
630 Washington St.. JACKSONVILLE. FLA.

GRAY & DUDLEY CO., NASIIVILLE. TENN.

ITALLET & DAVIS PIANO CO.
116 Bovlston St.. BOSTON, NASS.

ITARBOUR-LONGMIRE PIIONOGRAPII CO.
1001 Elm St.. DALLAS, TEXAS

ITARBOUR-LONGMIRE PIHONOGRAPII CO.
311 W. Main St., OKLATIONM A CITY, OKLA.

INTERSTATE PIIONOGRAPIL CO.
1026 Chestnut St.. PITILADELPHIA, PA.

W. W. KIMBALL CO.
Jackson and \ abash Aves., CHICAGO. ILL.

F.P. MAY HARDWARE CO.
169 C Street, WASHINGTON, D. C.

MOONEY. MUELLER & WARD COMPANY
101 S. Neridian St., INDIANAPOLIS, IND.

MORLEY MURPHY HARDWARE COMPANY
GREEN BAY, WIS.

PATIHE CITY SALES
18 East 12nd Street. NEW YORK CITY, N. Y.

PITTSBURGII TALKING MACHINE CO.
963 Liberty Ave., PITTSBURGII, PA.

RICE-STIX DRY GOODS CO.. sT. LOUIS, MO.

RICE-STIX DRY GOODS CO.
NEW ORLEANS, LA.

ROCIIESTER PHONOGRAPII CO.. Inec.
11 Clinton Ave.. North, ROCIHESTER, N. Y.

SALT LAKE HARDWARE CO.
SALT LAKE CITY, UTAH

M. SELLER & CO.
Fifth and Pine Streets, PORTLAND, OREGON

M.SELLER & CO.. SPOKANE, WASHINGTON

G. SOMDMIERS & CO.
Park Square. ST. PAUL. MINN.

WM. VOLKER & CO.. DENVER. COLORADO
WHML. VOLKER & CO.. IIOUSTON. TEX\S

WM. VOLKRER & CO.
Main. 2d and 3d Sts.. KANSAS CITY, )MO.

WEAVER PIANO COMPANY. YORK, PA.

WESTERN PHHONOGRAPII CO.
820 S. Broadway, LOS ANGELES, CAL.

WESTERN PIIONOGRAPII CO.
85 Market St.. SAN FRANCISCO, CAL.

WRIGHT & WILHELMY CO.
Tenth and Jackson Sts., OMAIIA, NEB.

PATHE FRERES PHONOGRAPH CO.

EUGENE A. WIDMANN, President

10-56 GRAND AVENUE

London, England

BROOKLYN, N.Y.,, U.S. A.

The Pathé Freres Phonograph Co. of Canada, Ltd., Toronto
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TIMELY SUGGESTIONS FOR SELLING CUT-OUT RECORDS

Selling Discussion at Recent Meeting of the Pittsburgh Talking Machine Dealers’

Association

Prolific of Some Interesting Schemes for Disposing of Cut-out Records

During a record selling discussion at a meeting
of the Pittsburgh Talking Machine Dealers’ As-
sociation last month, a number of very excellent
schemes were suggested for selling cut-out rec-
ords which dealers in that city and vicinity had
tried out and found successful. These schemes
have been collated and sent out by the Standard
Talking Machine Co. of Pittsburgh to dealers for
their use. They are not visionary suggestions,
but rather practices of different members of the
Associatiott who have found them available and
which should be cqually successful in developing

sales i talking machine stores generally.
These suggestions follow:
% k%

By placing white or colorcd tape on the out-
side edge of the green stock record cnvelope of
all cut-out records in stock, a salesman can pick
out such records at a glance when in search of
‘records to push.

* * *

Nearly all dealers find that self-service racks
create rccord sales. \When cut-outs are mixed
with quicker selling numbers on the sclf-service
displays, customers will often select cut-out
records they would not listen to if recommended
by a salesman.

% * *

If albums are filled with records you wish to
push, with a brief typewritten description pasted
on each pocket and placed in booths and on
counters, custommers will browse through them
while waiting and make purchases from them.

*x % %

Classify your cut-outs in every way possible.
In making up lists for booths, window, for a cir-
cular, or for salesmen, divide your selections
under such heads as dances, violin numbers,

band selections, malc quartets, humorons, and
the like. Display the records thecmsclves in
groups of similar classifications. A dance fan
cannot resist thumbing through a record display
labeled “Delightful Dances.”

. * X *

When a customer hurrics in and turns to hurry
out when you say “No we haven't that,” stop
him and say, “Let me have your address and
I’'ll notify you when we gct that record.” Vith-
in a few days he will be pleased by a politc note
stating that the record has not arrived but that
you have the following similar numbers, which
you will be very glad, etc., etc. You are thus
adding to your live mailing list and demonstrat-
ing your good service. The S. Hamiltou Co.
sent out 106 such cards and rcceived rcturns.

Many customers bring in lists of selections
they wish to hear. Intersperse such of these as

OGDEN SALES SYSTEM GUIDE

Featured in Spanish Edition of “The Voice of
the Victor”—J. B. Ogden Visits New York

LyNcHBURG, VA., July 2—Much space was ac-
corded a description of the Ogden Sectional
Cabinet Co., of this city, in a recent number
of the Spanish edition of “The Voice of the
Victor,” which is published for and circulates
throughout the Latin American countries. The
various models of record files for the dealer
were illustrated as well as the Ogden Sales
System Guide, which is a combination num-
bered index imade to fit these cabinets which
serves as a sales record and locates imme-
diately all record files, and eliminates the use

you have in stock with similar selections from
your cut-outs. DBoggs & Buhl find these will
cften prove morc acceptable than those on the
list.

* % %

A postal card, announcing to patrons that you
have just rcceived a limited supply of Werren-
rath’s “Neapolitan Love Song,” which will never
again bce available when these few records are
gone, has produced surprising returns for some
dcalers.

* x %

It will pay you well to make an arrangernent
with a good card writer and have frequent lists,
well lettered, for your window, booths and stcre.
Change thein often. Classify your selections.
Kecp them ncw and fresh. The sales will amply
justify the small expense.

* * %

The Standard Talking Machine Co. also en-
closed in its letter a list of its cut-out stocl,
urging that the rccipient check his cut-out stock
against this list at once and return copy as an
order. In this way it was believed that mutual
benefit would accrue.

of stock envclopes. The entire system with its
many advantages is printed in Spanish.

J. B. Ogden, president of the company, was
a visitor in New York recently on his return
from a trip which he made to Connecticut. Mr.
Ogden reports that his factory is very busy and
increasing numbers of dealers are adding his
record filing equipment in anticipation of the
big business ahead.

COOK BROS. CLOSE MUSIC STORE

The music business formerly conducted in
Holland, Mich., by Cook Bros. was discontinued
on July 1. This house has been in business ia
Michigan for more than twenty years and has
a large clientele.

THE PHONOSTOP—No Machine Is. Complete Without It

@ This stop is now tested and adjusted in actual use at our factory before
shipping, and is guaranteed to do the work. It stops on the line.

 More PHONOSTOPS in use than all other makes put together.

@ Adjustability is one of our features, and it is an exclusive one.

Made Right

Stays Right
Order early—we will ship
Immediate Delivery up to 10,000.

Acts Right

THE PHONOMOTOR CO. -

CHICAGO REPRESENTATIVE: Henry Engel, McClurg Building

121 WEST AVENUE
ROCHESTER, N. Y.

500,000

IS OUR 1920
OoOuUTPUT
FIGURE
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VATICAN CHOIRS TO RECORD FOR BRUNSWICK - RECORDS

Contract Put Through by Brunswick Officials and James Slevin Sails for Europe to Bring
Famous Organization Back—First Time in History that Such Music Is to Be Recorded

One of the most important additions to the
realm of record music will soon be rcleased
from the Brunswick recording laboratories,
when the remarkable music of the Vatican
Choirs of Rome recorded for the music lovers
of the world will be announced. This famous
organization which visited this country last year
and won instant and enthusiastic approval
among music critics throughout the land, will
record exclusively for Brunswick records. The
contract was closed by Percy L. Deutsch, one
of the directors of the Brunswick-Balke-Collen-
der Co., and William A. Brophy, general man-
ager of the recording laboratories .at a confer-
ence with James Slevin, the well-known im-
presario, who sailed on July 19 for Europe to
bring back the famous Vatican Choirs with him.

Mr. Slevin takes with him to Rome the official
rcquests of the leading Roman Catholic prelates
in the United States, urging the Vatican Choirs
to return to this country and record their music
and make a tour of the entire country. Last year,
at the close of their tour, Monsignor Casimir
Casimiri, leader of the choir, expressed a will-
ingness to return to the United States at some
future time. Pope Benedict XV gave his per-
mission and the arrangements were concluded
by Mr. Slevin through the International Con-
cert Bureau, directed by Milton Diamond.

The acquisition of the Vatican Choirs con-
tract by the Brunswick Co. marks an im-
portant step in the extensive program laid out by
Mr. Brophy and his department for their high-
class record catalog.” In discussing the move
with The World, Mr. Brophy said that he was
highly gratified that the negotiations had been
successfully carried through and he expected to
have some remarkable recordings ready soon
after the choirs arrive. The new recording
rooms of the laboratories are now nearly fin
ished and within a few weeks will be ready for
the strenuous demands which will be put upon
them.

Just before he sailed on the *Patricia” Mr.
Slevin was asked for his opinion on the possi-
bilities of the talking machine in spreading

abroad the gospel of music, especially of such
music as is furnished by the choirs from the
Vatican and the Roman Basilicas. He replied:
“To afford the greatest possible opportunity to
stimulate that interest universally it is felt that
the talking machine offers opportunities un-
equaled in any other direction and it was par-
ticularly gratifying to Rome that this great en-
tcrprise is to be undertaken by an American
concern. It is conceded that to undertake to
record the voices of so large a personnel is an
innovation without precedent. At the same time
confidence in Yankee ingenuity prevailed.

“As relates to the concert tour incidental to
this undertaking it will be remembered that last
year’s tour was cut short by the recall of the
singers to Rome to conduct the ritual of im-
portant holidays, with the result that many
communities that were eager to hear the Vati-
can singers and which had made elaborate ar-
rangements to that end were deprived of the
privilege. There is a disposition in Rome to
consider the disappointment of those centers
and to go to great lengths to permit of the ful-
fillment of deferred engagements in order that
the Papal choirs may be heard in person. My
visit will be largely in the interests of that aim
to—crystallize the generous sentiment that
prompts the Roman Basilicas to contemplate the
absence of their most cherished ritualistic fea-
ture in order that these neglected American
communities may not be longer slighted. 1
bave reason to hope that arrangements can be
reached to embrace every city so situated.”

OPEN NEW YORK HEADQUARTERS

Remington Phonograph Corp. Establishes Ware-
rooms and Offices on Broadway

The Remington Phonograph Corp. has opened
new warerooms and executive offices at 1662-166¢
Broadway, New York, where adequate quarters
have been provided for a display of the com-
pany’s products and the reception of the visiting
trade, who are invited to make the new offices

IN THE =
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PHONOGRAPH

Made in Our
Watch Gil

DEPARTMENT

which for half a century
has made 802 of all the
e watch, clock and chronom-
b, eter oil used in America,

The Best 0il For Any Talking Machine

In refining, Nyoil is given the same care as our
famous watch oil receives. All gums and impuri-
ties are removed, leaving it

Colorless, Odorless and Stainless.

Housekeepers say they would not be without
Nyoil because it is best for phonographs and sew-
ing machines—for polishing furniture and wood-
work and is odorless and will not stain. It is free
from acid and will not gum, chill or become
rancid. Sportsmen find it best for guns because it
prevents rust. -

NYOIL is put up in 1-0z., 3%-0z. and 8-0z. Bottles
and in Quart and Gallon Cans.
For Sale by all Talking Machine Supplies Dealers

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

their headquarters while in the city. James S.
Holmes, vice-president and general manager of
the company, is in charge of these very attrac-
tive quarters.

DOEHLER CO. SECURES INJUNCTION

An injunction has been granted the Doehler
Die Casting Co., of Brooklyn, N. Y., against
August G. Gutmueller, a former employe, and
the Accurate Brass Casting Co., which he organ-
ized after leaving the Doehler Co. In the com-
plaint made by the Doehler Die Casting Co. it
is alleged that Gutmueller, after working his
way from chauffeur to head of the brass casting
department, left the company’s employ, taking
with him certain secret processes of manufac-
turing. Since then, it is stated, the Doehler
Die Casting Co. has found castings marketed
and bearing the very earmarks of Doehler cast-
ings. A motion for the continuation of the
injunction is to be made. _

fOI your every need.

5748-50 Ellsworth Avenue

REED DISPLAY FIXTURES

Make every inch of your store, booth or window space produce more business.

lllustrated herein are but a few of the large variety of Displayors we carry in stock at all times. Write for
circular showing our complete line.

Discount for 30 days for styles now in stock 40% F. O. B. Pittsburgh.

“UNIVERSAL FIXTURES”

No. in Stock Style No. in Stock Style No. in Stock
37 550 16 513 3
12 528 4 513-L 51
16 557 17 503 38
15 518 14 502 6
36 507 29 506 38
18 500 19 508 3t

THE REED COMPANY 4

There is a Reed Displayor

Style No. in Stock Style
563 34 514
556 28 500-A

58 3 527-S
5 35 504
519 3 559

508 11 551

501 27 552

Pittsburgh, Penna.
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Something Different,

which may
account for
its already
very big
success
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\5¢PER PACKAGE
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Send Coupon for Samples and Prices
of Reflexe Needles and Polish

»e% REFLEXO PRODUCTS CO.,Inc. A4

Y/ A
4 b
347 Fifth Avenue & PRODUCTS

. / €0., Inc.
Suite 1003 At 34th Street y @s 347 Fifth A

Ne.w York City 7 New York City
/¢ Send us samples

7 ® and prices of

\ ./ o° Reflexo Needles and
Canadian Distributors: /4 QQ Reflexo Polish
The Musical Mdse. Sales Co., Toronto /4 C/
' . & Dealer’s Name
/&‘4"

Address

Foreign Export :

Chipman, Ltd., 8-10 Bridge St.
New York City /4 Your i

7 .
'/ Distributor’s

Address
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The Shakespeare of Phonograph:j

NOTED FOR:

Tone Adam
Quality Louis XVI
Distinction Sheraton
Service Queen Anne

§{’t'd’f01‘6l
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The Shakespeare of Phonographs

\/

Worlid’s Finest Reproducing Instrument

AS Shakespeare, born at Stratford-on-Avon, Warwickshire, England, was
the world’s greatest poet, so is the Stratford the world’s greatest phono-
graph, says one of America’s great Bachelors of Music.

Tone of the Stratford has richness, depth, purity and beauty that has brought
the musical world to a new appreciation of the phonograph.

Stratford Phonographs give a perfect reproduction of either Lateral or Hllland
dale cut records without any change of parts.

In design, motor, method of amplification, workmanship, choice of woods,
finish and tonal quality the Stratford is announced by critics, musicians and
dealers as the world’s finest reproducing instrument.

Q.uality representation solicited. Artistic catalogues, window
display cards and newspaper mats furnished to Stratford dealers

The Stratford Phonograph Co., Inc.

) Factories AShland, Ohio Gzneral Offices
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THE MISTAKE MADE IN PLAYING UP THE “TRIAL ORDER”

Ray Giles ‘Oﬁers Some Interesting Information Regarding the Working Out of the “Trial Order”
Plan in a Recent Issue of Printers’ Ink—A Trade Illustration That Is Worth Noting

Many manufacturers in various lines of in-
dustry have become convinced that the building
up of new business ou the “trial order” basis is
a game that is seldom worth the candle, and
have taken a strong step to discourage the prac-
tice on the part of their salesmen, while at the
same timme making an energetic drive for ex-
clusive representation.

The main objection to the practice is that it
enables the buyer to get rid of the salesman by
giving him a trial order and then declaring that
the goods are not up to standard, or do not
meet his requirements. Being placed in the
sliore on a trial basis, the buyer, or manager, is
not inclined to devote any great attention to
featuring the product in competition with other
goods of the same sort for which he has paid,
and which he must sell to make the proper
showing for his department.

In an article in a recent issue of Printers’ Ink,
Ray Giles offers some intercsting information re-
garding the working out of the trial order plan
and cites an instance of particular interest to
the talking machine man, an instance that should
nmake a distinct impression. He says, in part:

“Out of experiences with salesmen and selling
methods there stand soine striking examples of
mistakes made in playing up the ‘trial order,’ and
perhaps, as the branch manager declared, the
average trial order is about as respectable as a
‘trial marriage’

“Over and over the attitude of the dealer or
buyer has proved wrong toward the trial order.
The word ‘trial’ fastens itself in his mind more
strongly than any single virtue which the sales-
man has claimed for the goods. The dealer is
not really sold on the merits of the merchan-
dise—it is made plain to him that he is simply
‘trying them out” Didn’t the salesman admit as
much? The result is that the user is looking for
defects quite as expectantly as he looks for vir-
tues, and he finds that it is quite as easy to dis-
cover the former as the latter. In other words,
ie gets what he looks for.

“A dealer in musical instruments placed side
by side on his floors three makes of phono-
graphs. One day the salesman for one of the
phonograph houses dropped in, and had brought
home to him for the first time the evils that
sometimes attend the trial order. As he recalls
it, the confession made by the dealer was some-
thing like this:

“‘From now on I am going to sell only your
machine. I have come to the conclusion that
there is too much matching up of models and

tone and features all through this shop, and that
it doesn’t do either me or my sales force any
good. I think the trouble all started with you
fellows, who sold me your machines just hard
enough to get me to put in a partial stock of
them. When I got the three on the floor I was
naturally fairly warm on all of them, but not
completely sold on any one. I can’t put my at-
titude in a chart or analyze it down to a fine
point, but I know that it hurt my business, and
this same attitude I passed on to the boys on

the floor by my even praise for all three instru-
ments. Then they passed it on to the customer,
and the result has often been that the customer
got warmed up on all three makes and then left
without buying, saying that he wanted to think
it over before deciding which he preferred.

“‘T am still of the opinion that each of the
three has its good features, but lately I have
thought it out to a point where I believe that
yours has something of a bulge on the others,
and from now on we are going to sell your
phonographs instead of comparing them with a
couple of other inakes. Sales forces and floor
space come too high these days for me to be
able to afford to use my store and sales people
for exhibition purposes.’”

OPTIMISTIC REGARDING BUSINESS

A. L. Crane, of the Western Jobbing & Trading
Co., Los Angeles, Tells of General Conditions
and Prospects in Visit to New York

A recent visitor to the executive offices of the
Emerson Phonograph Co., New York, was A. L.
Crane, of the Western Jobbing & Trading Co.,
l.os Angeles, Cal., distributors of Eimerson rec-
ords, who spent some time with Joseph I. Car-
roll, manager of sales of the company, and Har-
vey Morrison, his assistant.

Discussing general conditions, Mr. Crane was
optimistic regarding present business and the
ocutlook for the future. IHe was particularly
anxious to see the new Imerson phonograph,
admitting frankly that he expected to see some-
thing very fine. After a thorough investigation
of the new instrument, he expressed his keen
enthusiasm regarding every musical and sales
feature. Mr. Crane stated that when he re-
turned to California he would start an ener-
getic campaign in behalf of the Emerson Phono-
graph Co., for he was “sold” to the last degree
on the line, and would convey this enthusiasm
to J. W. Booth, manager of his company.

In the course of his conversation, Mr. Crane
commented on the loyalty of his organization
towards the Emerson product, referring -to the
splendid sales totals already achieved in his ter-
ritory, and the extensive plans in preparation.

A considerable part of his time in New York
was spent by Mr. Crane in a detailed examina-
tion of Emerson cabinet work and the “Music
Master” horn. Mr. Crane is a specialist on
furniture and cabinet construction, and is just
completing an eight ‘months’ investigation which
carried him to practically every furniture and
cabinet plant in the United States. His hearty
approval, therefore, of the Iimerson phonograph,
particularly its cabinet work, constituted a
tribute of unusual importance.

CHANGES IN COLUMBIA S_ALES S’i‘AFF

Important Announcement Regarding Changes in
Sales Staff of the Organization

Geo. W. Hopkins, general sales manager of
the Columbia Graphophone Co., New York,
sent out to the Columbia sales organization this
week an important announcement in connection
with changes in the sales staff.

Effective July 1, N. F. Milnor, manager of the
San Francisco branch, resigns on account of ill
health.

N. J. Wilcox, formerly manager of the Phila-
delphia branch, has been appointed manager of
the San Francisco branch, effective July 1.

Pearson C. Cummin has been appointed man-
ager of the Philadelphia branch. Mr. Cummin
has had extensive experience in the sales field,
having been connected with the National Cash
Register Co., and more recently with the Smith,
Kline & French Co., Philadelphia.

Robert E. Rae, of the Columbia executive of-
fices, has been appointed manager of the new
Columbia branch at Omaha, Neb. This new
branch will be one of the most up-to-date whole-
sale establishments in the \West, and under Mr.
Rae’s direction, will undoubtedly achieve pleas-
ing success.

H. L. Pratt succeeds Mr. Rae in the executive
offices. Mr. Pratt is well qualified for his new
post, having been associated recently with the
Koger W. Babson Co.

NEW DETROIT PATHE DISTRIBUTORS

Burnham, Stoepel & Co., with headquarters
at 19 East Larned street, Detroit, Mich., have
succeeded Williams, Davis, Brooks & Hinch-
man’s Sons as Pathé distributors in that city.
The change took place on fune 22. C. H. Cham-
bers will have charge of the Pathé work of the
new distributors.

"THE ECLIPSE MUSICAL CO.

Victor Wholesaler Cleveland, Ohio

“HIS MASTER'S VOICE™
REG.U.S.PAT.OFF. ¢




Edison Message No. 73

In our opinion it will be many

years before the general price
level 1s as low as the present
prices of Edison Phonographs.

The increase since 1914 has
been less than 15 per cent—

and this includes the War Tax.

“Edison Stood the Gaff”

THOMAS A. EDISON, Inc.

ORANGE, N. J.
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Enthusiasm One of the Greatest Factors 1n
Successful Salesmanship = -
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There is perhaps no single factor of greater
value in closing talking machine sales these
days than enthusiasm. This refers to the usual
sale where a machine is chosen for the home
where it will be a permanent part of the fur-
nishings and is chosen on its merits as a musical
instrument. In the selling of the small portable
type of machine which is used in most cases
just for the Summer at camp or scashore the
finer points of salesmanship are not observed
quite so closely because the customer does not
demand it.

It is, of course, assumed that the salesman
knows the fine points of the particular instru-
ment he is selling, for his enthusiasm must in
large measurc be based on his belief in the
superiority of his instrument over all others.
He must also know all the good points of his
competitors’ machines and he must be able to
prove that his machine is superior on tliese very
points, not by knocking the rival machine but
by showing through his knowledge just where
his own product has the advantage.

Knocking the other fellow’s goods has long

been condemned in every line of selling but it
still persists in some circles because there are
salesmen who, not looking into the future, think
that the present moment is all that counts and
that anything they can say against the other
talking machine will redound to their own ad-
vantage. These salesmen fail to remember that
all the time they are knocking the other fellow
they are keeping the customer’s mind fixed on
the other fellow’s product while the one which
is to be sold is kept in the background.

Forget the other machine for a moment. Act
as if your talking machine was the only one in
existence. Then turn on your enthusiasm. Any
talking machine is a wonderful thing when you
stop to consider just what it is and does. It
is a musical marvel, especially at the present
time when the union of science and art has
brought about so many refinements and im-
provements. Look back a few years and com-
pare the machine of that day with the present
instrument. Surely the picture is enough to
arouse enthusiasm in any music lover.

This thought alone will create enthusiasm in
the prospect if dwelt upon in the proper way.
The salesman should be full of this, his subject.
He should be fairly bubbling over with enthus-
iasm. Enthusiasm is contagious. There is noth-
ing which will spread more quickly from omne
person to another. Battles have been won by
enthusiasm. And in the prospect the enthusiasm
can be aroused by picturing the joys that a real
talking machine will bring into the home. Once
you have convinced him of these facts he will
always associate these advantages with your
own instrument. You have made a permanent
convert and a permanent advertisement and
booster for your line.

There is a certain salesman in a large New
York talking machine store who has won great
success and whose biggest asset is enthusiasm.
He is, first of all, a real talking machine man,
for he has served his apprenticeship and knows
the intimate details of construction from every
angle. He has studied selling in many cities
and has learned from the experiences of many.
While many salesmen would be content with
having reached that stage of the game, believing
that anyone with such accurate technical knowl-
edge would be the most successful salesman in

SEND POR ILLUSTRATED PRICE LIST
AND PREE SAMPLE

“GLOBE” TRANSFER NAME PLATES

DEALERS EVERYWHERE APPLY THEM
ON PHONOGRAPHS, PIANOS, ETC.

| GLOBE DECALCOMANIE CO.
JERSEY CITY, N. J.

the world, this New York salesman looks fur-

ther. He does not rely entirely upon lis knowl-
edge of construction. His one best bet is en-
thusiasm. When he unlimbers his heavy ar-

tillery he fairly sweeps his customers off their
feet by his enthusiasm. He convinces them of
his sincerity, of his belief in the talking machine
he is selling. He does it in such a way that he
cannot possibly offend the customer and his
argument is all the stronger because lhe arouses
thie enthusiasm which makes the prospect con-
vince himself. His sincerity is so cvident that
the customer cannot fail to believe in it. This
sincerity is, after all, the basis of enthusiasm.
Any talking machine salesman can acquire this
enthusiasm in selling if he studies the game hard
enough. He will not learn by warming a chair
in the warerooms, but lie must study the talk-

ot
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:: By Charles L. Smith

T
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ing machine problem. He must profit by the ex-
perience of others who have gone beforec him.
Once he has started he should find it such an
interesting study that he will want to follow it
tc the end. If the salesman fails to find any
absorbing interest in his work he should get out
of the game and try his hand at some otlher line
of cffort. He can never succeed at anything in
which he has not whole-hearted interest. He
must work to arouse enthusiasm in his own self.
After that the task of communicating it to others
will be easy.

Duncanson Bros.,, of Lynchburg, O., have
opencd a branch store in Hillsboro in the Bell
Opera House block. A general line of musical
goods, including talking machines, will be car-
ried by this establishment.
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tion back of it.

name of Bush & Lane.

The same organization that
builds Bush & Lane Pianos and

Cecilian Player-Pianos makes !

Bush & Lane Phonographs. | |

The same men and the same resources that
have made the name of Bush & Lane dom-
inant in the field of pianos and players, are back

of Bush & Lane Phonographs.

Phonograph dealers can find no better Buarantee than
this, either on the phonograph itself, or on the orpaniza-
Decades of success have proved that
buyers may safely trust any instrument that bears the

! Dealers who associate themselves with this famous name,
) gain not only in prestige, but in the support they secure
from a great manufacturing organization that works sin-
cerely for the best interests of 1ts distributors,

Bush & Lane Piano Co., Holland, Mich.
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“A phonograph with
such backing as this
must be profitable”

___{ X

© EREEEENECR. . i ¢ St A SR © © —

-

[y — NS = R o LF o e —— _\4 ‘




42

THE TALKING MACHINE WORLD

Jury 15, 1920

BUFFALO DEALERS HOLD OUTING

Automobile Club Grounds Thrown Open to 100
Dealers and Their Families—Skirmishes With
Town Constable and Victor Pups Liven Up
Day—Ball Game Brings Call for Safety Pins

Burraro, N. Y., July 2—The Talking Machine
Dealers’ Association of Buffalo held its annual
outing on \Wednesday, June 16, at the Auto-
mobile Club grounds, which is about eighteen
miles from this city. About 100 people, con-
sisting of dealers and jobbers and their fami-
lies, attended. -

The arrangements committee, consisting of
T. A. Goold, of Goold Bros.; C. Bellanca, of
A. Bellanca & Son, and B. E. Neal, of Neal.
Clark & Neal, planned an admirable program.
The weather, however, was not favorable as it
rained all the forenoon but having a wet com-
mittee, naturally a wet day was expected.

The trip out to the club was made in auto-
mobiles shortly after the noon hour. On the
way out V. \W. Moody, of the Buffalo Talking

Do You Throw Money Away?

RENE MFG. CO.

It is not a popular pastime—but still it is
.unconsciously done by many who just don't
know that Repair Parts can be bought for less

RENE MADE SPRINGS AND PARTS LAST LONGER
COST LESS

Montvale, N. J.

Machine Co., endeavored to see how fast he
could drive through one of the small villages.
The town constable told him, but it cost him
$15 for the information. This little “incident.
however, did not seem to impair Mr. Moody’s
high spirits. A small Victor dog mounted on
the radiator of C. E. Siegesmund’s car also
caused considerable trouble as several dogs

equipment.

STANDARD motor,

Line up with a

LAUZON!

A product of one of the oldest and finest
furniture factories in Grand Rapids.

Backed by a plant that for many years has
made the art furniture requirement of great
home furnishing houses and large department
stores from coast to coast.

Containing the highest standards of mo-
tive power, tone reproduction and accessory

LAUZON cabinet construction,
plus the FLETCHER
tonearm, plus ample resources, plus square
dealing, equals success.

leader — link up to

SEVEN UPRIGHT AND TWO CONSOLE
MODELS

IMMEDIATE SHIPMENTS
Attractive Proposition for Jobbers and Dealers
FOR AVAILABLE TERRITORIES

ADDRESS

MICHIGAN PHONOGRAPH COMPANY

Office Address: National City Bank Building
Factory Address: Monroe Ave. and Sixth St.

GRAND RAPIDS, MICHIGAN.

plus the

challenged him on the way
supremacy, however, reigned.

The afternoon was given over to games and
sports of all kinds, which were in charge of
E. Burley and A. Biesinger, of Burley &
Biesinger. The feature of the day was a ball
game made up of two teams picked at random
and captained by Ed. Van Dyne, of Goold
Bros.,, and William Melzer, of the I. Melzer
Co., both heavyweights of the 300-pound class.
After twelve innings, “Bill” Melzer’s team won
by a score of 12 to 9. The captain of the op-
posing team laid his defeat to an accident to
his trousers which required him to carry around
large safety pins. During the game, C. N.
Andrews, who was official score keeper, re-
ceived many presents in the form of baseballs
and clubs from his many admirers.

Other games, consisting of running races for
both men and women, tug-o’-war, putting the
shot, were also played, and suitable prizes were
awarded for the first and second places. V. W.
Moody continued his automobile speed in most
of the races and succeeded in winning more
prizes than the other contestants who partic-
ipated in the meet.

Toward evening the party adjourned to the
dining room of the club, where a lobster and
beefsteak dinner was served. During the din-
ner Miss Dorothy Aylward, of Neal, Clark &
Neal, favored the party with an appropriate
ballad song rendered in a most beautiful
manner.

After dinner dancing was greatly enjoyed until
a late hour. All pronounced the outing one of
the most successful ever held and expressed
their appreciation to the committee for their
splendid work.

WEEKLY RECORD RECITALS POPULAR

\Weekly record recitals given in the talking
machine department of the Crescent Depart-
ment Store in Spokane, Wash., have increased
the record and talking machine sales to a
marked degree, according to the report of Mrs.
L. H. O'Dea, manager. These concerts are
held at the same hour on-® Thursday of each
week and it is noticed that many people form
the habit of dropping into the comfortable talk-
ing machine section to hear a few selections and
later purchase them.

out. Victor

Miller & Levy, Petersburg, Va., have taken
the agency for the New Comfort talking ma-
chine. Several instruments are on display and
an active drive will be made during the Sum-
mer months.

-CASTINGS:-

ALUMINUM-ZINC-TIN & LEAD ALL°YS

AcmeDie-CastingCorp.

Boston Rochester BrooklynN.X. CHicago




GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President
25 West 45th Street

FACTORIES:— NEWARK, N. J.
PUTNAM, CONN. SPRINGFIELD, MASS.

New York

ELYRIA, 0.
KITCHENER, ONT.

SAN FRANCISCO

CHICAGO TORONTO

LONDON, ENG.

The Sensation of the Trade!

OKEH MOTOR with the
OKEH PLUSH TURNTABLE

=l
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OKEH MOTOR No. 44

THE PERFECT PHONOGRAPH MOTOR

Silent Winding

Silent Running
Ready for Delivery

Order Now

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President
25 West 45th Street

FACTORIES:— NEWARK, N. J.
PUTNAM, CONN. SPRINGFIELD, MASS.

TORONTO

New York

ELYRIA, O.
KITCHENER, ONT.

SAN FRANCISCO LONDON, ENG.
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“Lassie” and “Alabama Moon,” both medley
waltzes by Prince’s Orchestra, get every-
body on their toes. It may be the swing, the
rhythm or just the way the orchestra plays
them. Your sales will tell. A-6153.

Columbia Graphophone Co.
NEW 'YORK

g

BEAUTIFUL SONORA CALENDAR JOBBER COMMENDS EDISON POLICY  MAKING DELIVERY BY “FLIVVER”

The accompanying illustration showing the Phonographs, Ltd, Pacific Coast Edison Jobber, MempHis, TeNN, July 6.—The customers of
1921 calendar hardly does justice to this beau- Sends Letter to Coast Dealers Zumstcg Bros. are so anxious to gct Sonora ma-
tiful calendar, which is made up exclusively for chines that the dealers have to work fast. As
Sonora dealers in de luxe style, embossed white Following the announcement made by the Edi-
front sheet and babs blue back shcet, tied with son Laboratories that the Edison Co. has been
a blue tassel. doing business in phonographs and records

The calendars are imprinted with dcalers’ ad- under a narrower margin of profit than some
other concerus, themselves absorbing about half
of the increased cost of production, Edison
Phonographs, Ltd. the Pacific Coast jobbing
agency handling the New Edison in the Pacific
region and the so-called inland cmpire States,
sent out a letter to their dealers, informing them

I oi the Idison price policy. This lctter outlined
the reasons why Thomas A. LEdison, Inc., have

| decided not to increase their prices and prepare
for “the long pull” in the future when their line .How Zumsteg Bros. Deliver
will not be affected by radical price reductions. the illustration shows, they simply hoist a

Sonora on a “flivver” and rush it off to the buy-

fi U Lose no time—be always employed in some- cr’s home in a couple of minutes. This not only
thing useful; avoid all unnecessary actions saves delay, but makes packing unnecessary.
} ﬂlllIIIIIIIIIIIIIIIlIIIIIIIIIIIIIIIlllIlIIIIIIIIIIIIIIII|||||||||||||||||||||||l||||"IIII|||IlIIII||||I|I|||||||lllllllll||||||lllIIIIIlI|||IIIIIIIII|||I|IIII|1||I|IIIHI"IIIII|III"IIIIIIIIllll|||||"IHIIII|Illﬂ||||IIIIIHIIHIIIIIIHIIHIIIlIlllIIIIHIlIIIIIIIHIIlllI|IlIlIlIIIlll||||IlIIIIIIIIIIIIII|I||IIIIIIIIIIIIIIIIINIE

“LIBROLA”

A Library Table PHONOGRAPH

Two thirds of top is ,stationary, no
need to move anything when playing
phonograph,

Fully equipped to play all disc records.
Your satisfaction guaranteed.

Large percentage of re-orders indicates
satisfied dealers.

Write for prices and ex~lusive terri-
tory.

Eon v aciwm 0 rrm preima o s

V. A. PENDCLETON
HOUSE FURNISIINGS

{ & STES

ARINOURAPHS  LLATIST RDCORDS
NANTTID At

I a5 | 862\50[\'5 . Whei bvsebng s

efmlim . -Gree‘ﬁ‘x\ess Ul N it

New Sonora Calendar

ing recent years, Sonora dealers have used calen-
dar advertising to excellent advantage, and there
is every reason to believe that the 1921 calendar
will meet with an enthusiastic reception.

The early bird catches the worm; but what
good that does the worm has never been clearly
explained.

REPAIRING

AND
REPA I R P A R T S 48" long, 28r\']'°'lrzlj?c-.r‘3/:a;;:;z.am;‘ljfendis:::{ all around
for all makes of Ock, Mahogany or Walnut )

Lalking Machines

BOND’S GRAPHOPHONE SHOP
38 Arcade 22 Nashville, Tean.

SEABURG MANUFACTURING COMPANY

JAMESTOWN, NEW YORK =
S 000000000000
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MR. JOBBER |
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We want you to investigate the Independent line as L
a leading jobbing proposition |

We have one jobber in the South who sells 1,000
Independents per month.

We have a jobber in New England who sells 850
Independents per month. |

We have a department store in the middle West
which sells 500 Independents per month.

We have several large dealers whose monthly busi-
ness with us is in excess of 200 machines per month.

We own and operate 3 large factories which are
building quality machines, which it will pay you to
investigate.

Our manufacturing facilities have been greatly en-
larged, and we want a few more live responsible
jobbers who have a following and who want high class
talking machines at prices which are lower (quality ‘S
considered) than anything on the market.

Our discounts are liberal, our co-operation of the |
very highest order. Our representative will call on
responsible people who request same in response to
this ad.

INDEPENDENT TALKING MACHINE CO., Inc.

12 East 42nd Street, New York City .
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a)LUMBIA CO. PREPARES ROAD SIGN FOR DEALERS’ USE

Farm Paper Advertising Campaign Given Added Support by Preparation of Novel Sign to Be
Posted by Rural Dealers in Their Communities—Prepared by Dealer Service Department

The Decaler Service department of the Co-
lumbia Graphophone Co. announces a “Tack-
around” Road Sign for dealers, in support of
the Columbia Co.’s farmm paper advertising cam-
paign. The signs have been prepared in a
quantity sufficient to allow each of their many
dealers a widespread publicity on the highways
and byways leading from the outlying districts
to their shops. Signs being available at this
particular period of thc ycar allow the dealer

tion of the wording ‘Columbia Grafonolas and
Records’ and a mention of the non-set auto-
matic stop. Only the dealer’s name appears
in a four or five line imprint in the body of
the sign.”

The Columbia road sign is of particular value
to the city dealer inasmuch as suburbanites,
traveling the road daily to their work in the
city, become acquainted with the shop where
they may purchase Columbia records and

1Columbie.-w

T =
e g

Grafonolas
and Records

Ihe only Instrument with
the Noriset Automatic stop

THOS. SMITH & CO.
229 MAIN STREET
GLENFIELD

GENERAL MERCHANO(SE

The Columbia “Tackaround” Road Sign Featuring the Grafonola and the Local Dealer
The
therefore
capitalize on the widespread use of the road

ample time in which to get them around and
to benefit by the direct advertising to the heavy
traffic on the country roads during the Summer
seasormn,

In a chat with The World regarding this
niew sign, a member of the Dealer Service de-
partment said:

“The road sign is a type of advertising, dis-
tinct and apart from other outdoor forms such
as the billboard. ~Its value from the standpoint
of circulation is unlimited; in comparison with
other media it is one of the least expensive.
There are seldom any costs for distribution or
space rates. While the average newspaper
would never consider a contract for an equal
amount of space in even one issue, the road
sign is practically permanent and occupies
valuable advertising space that is free to the
dealer.

“Tacked up on old barns, sheds and fences,
the road sign becomes, by familiarity, a land-
mark and an indicator of distances to all who
pass; it catches the eye and registers an im-
pression on the transients of the road, whether
they ride in automobile, buggy or are traveling
afoot. The landscape holds but little interest
for the average farmer, for its details are cus-
tomary and therefore monotonous, but the road
sign offers diversion for the eye and food for
thought.

“The farmer who may read the Columbia ad-
vertisement in his trade paper one evening and
on his way to town the next day has his at-
tention attracted to the Columbia road sign is
definitely directed to the Grafonola Shop. The
Columbia road sign, in every case, is the dealer’s
sign; its letters are designed flat instead of the
usual embossed type, in such a way as to make
the dealer's name and address an actual part
of the design. There are no suggestions that
the placing of the dealer’s name on the sign is
an after-thought or a later addition, and so that
the dealer is assured of receiving full value for
the sign, all text is eliminated, with the excep-

aggressive far-seeing city
has equal opportunities to

Grafonolas.
dealer

sign as well as the country dealer. Again,
there are those suburban districts from which
people are daily attracted to the city for shop-
ping and while in town have the time and
leisure to step into the Grafonola Shop and
listen to the latest records.

The Columbia road sign measures 14”x20",

45

is made of 29 gauge metal and lithographed in
four brilliant colors which are baked on and
varnished for preservation. Thc back of the
sign, in order to give a maximum servicc by
preventing rusting, is given a heavy coat of
paint. Properly punched holes make tacking
a simple matter which likewise eliminates the
danger of injury by hammering. [mportant sug-
gestions for use accompany data.

AMERICAN TRADE BREAKS RECORD

Huge Balance of $17,000,000,000 Rolled Up
Against the World Since Beginning of War—
Largely With Countries of Europe

Since the beginning of the world war in 1914
the United States has rolled up a trade balance
of approximately $17,000,000,000 against the
world. This excecds by sevcral billions the total
balance in favor of the United States from 1875
to 1914.

Department of Commerce figures just issued
show that the trade balance made in favor of
the United States in the fiscal year ending in
1914, one month before the war began, was only
$470,000,000. During the first year of the war
it was $1,094,419,600, and in the next year, end-
ing June 30, 1916, it was $2,135,599,375. Dur-
ing the succeeding year the total was $3,530,-
693,209.

Meantime the United States had entered the
struggle and in the year ending June 30, 1918—
the first full fiscal year of America’s participa-
tion—the balance was only $2,974,055,973. 1In the
next year ending last Junc 30, however, it was
$4,136,562,618.

During the first eleven months of this fiscal
year the balance was only $2,788,451,602, but ex-
ports were larger in those eleven months than
in any other full fiscal year in the nation’s his-
tory, totaling $7,474,193,349, as against the pre-
vious twelve months’ record of $7,232,282,686.

At the same time that America’s export trade
began to advance by leaps and bounds the im-
port trade also showed an enormous increase,
totaling $2,917,883,510 in the year ending June
30, 1916, and advancing steadily each year to a
new high record of $4,685,741,747 during the
eleven months of the present fiscal year. The
previous high record was $3,095,720,068 last year.

Most of the favorable trade balance of the
United States has been against the allied and
neutral countries of Europe. Many of the South
American and North American countries and
some of those in the Far East have a balance
against the United States.

4o

Victor Dealers
Everywhere

Regardless of your location or prestige, the
most valuable asset you have in your business
is the Victor Trade Mark, ‘‘His
Voice,”’ on the goods you sell identifying them
as genuine and thus assuring your customers
that you offer nothing but the best obtainable.

His .flgslcleuiuf

TALKING MACHINE CO.
BIRMINGHAM

Master’s
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E;PID—LY TNCREASING COST OF PHONOGRAPH PRODUCTION

Some Interesting Figures Presented by “Sonora Bell” Which Give: a Very Excellent Idea

of the Increased Cost of Making Talking

Machines To-day in Contrast to Years Aéo

In an interesting article published in a re-
cent issue of the “Sonora Bell” pertinent facts
and figures are presented showing that the
present prices of talking machines are not high
considering the tremendous increase in the cost
of labor and material. One section of this
niost timely and illuminating contribution reads
as follows:

“A buyer of one of the finer Sonora models
owns something which is of real and lasting
value. The prices quoted on Sonoras are fair
and reasonable. In distinction from such
articles as clothing, foodstuffs, etc., which are
crecisely the same as they were seven years
ago, the phonograph of 1920 is an immense
improvement over the phonograph offered be-
fore the wvar.

“Jt is evident that the price of the 1920
phonograph cannot be fairly compared with
the price of the pre-war phonograph because
the buyer to-day is securing an infinitely higher
grade instrument.

“However, neglecting this important consid-
eration, an investigation shows that the in-
crease in prices in Sonoras has been extremely
inodest in comparison with the increase in
prices of such other articles as diamonds, cloth-
ing, shoes, sugar, linens, cottons, furniture, and
a long list of other commodities which are not
singled out, particularly to be pointed at as
examples by the Federal Reserve Bank.

“An investigation of the prices paid for mate-
rials in 1915 and those paid in 1920 is illumi-
nating as showing why phonograph prices have
advanced. Study this table.

Lumber— 1915 1920
Sound Wormy Chesinut....... $22.50 M $85.00 M ft.
Birch, No. 1 common........ 28.00 M 125.00 M ft.
Mahogany, lst and 2nd....... 150.00 M 360.00 M fr.
Gum, No. 1 common.......... 29.00 M 150.00 M ft.

Oak, No. 1 common.......... 35.00 M 125.00 M fr.

Veneer—
1915 1920

Poplar . ..oiiiii i 3.50 14.00 M ft. up
Mahogany ....viiiiiiiiann.n 34 to Vic ft. .055 ft.up
Ort. Oak ....vviivinnnnennnns 16.00 M 60.00 M ft. up
Cir. Walnut ................. .06 ft. .18  ft.up
Shellac .ovvvtvnenneenennannans .95 gal, cannot get
Stains, dry .....ocieiiieaennn .60 1b. 1.75 th.
Varnishes ..ovieiiencneereennn 1.35 gal 2.15 gal.

“It will be seen that lumber has advanced
from over 250 per cent. to 500 per cent.; shellac
is simply out of the market; stains are triple
and varnishes have almost doubled.

Cabinet Makers’ Rates During 1915 and 1920:

Hours Per Week Minimum Maximum
March 1, 1915 ........ 60 .19 hour .22 hour
March 1, 1920 ........ 50 .35 hour .68 hour

“Wages, it is apparent, have increased over
300 per cent and the working week has short-
ened from sixty hours per week to fifty hours

per week, a decrease of one-sixth in working
time.

“\Vith all these remarkable increases in the
cost of labor and materials, the prices of Son-
cras have been held down to extremely reason-
able levels.

“Only through production on an extremely
large scale has it been possible for Sonora to
keep the price of the completed phonograph
from mounting as did the individual items of
materials which entered into the production of
the instrument and as did the labor costs.

“In conclusion, there is given a comparison of
the average prices received March 1, 1914, and
March 1, 1920, by producers in the United States
of eight important agricultural products. These
are figures given out by the bureau of crop esti-
mates of the Department of Agriculture and
show the following increases: Cotton, 200 per
cent; wheat, 173 per cent; corn, 116 per cent;
potatoes, 244 per cent; hay, 91 per cent; eggs,
96 per cent; butter, 115 per cent; wool, 231 per
cent.”

EDISON ELECTED TO ROTARY CLUB

Organization in Orange, N. J., Makes Inventor
Honorary Member at Monthly Dinner

Honorary membership in the Rotary Club of
the Oranges was accepted by William H.
Meadowcroft on behalf of Thomas A. Edison
at the monthly dinner of that organization held
in \West Orange, N. J. Mr. Edison commended
the work of the club in the following letter,
which was read by the secretary:

“Your invitation to me to accept honoraryv
membership i the Rotary Club of the Oranges
is greatly appreciated and it gives me much
pleasure to express my acceptance.

“I must ask you, however, to excuse me from
attending your next meeting. My hearing
has grown so poor and my time is so taken up
with a vast array of work that I have given up
the idea of attending any social functions.

“1 appreciate the good features of the Ro-
tarian idea and the club has my most cordial
good wishes.”

Mr. Edison continues to devote as much of
his time at work as anyone at his vast labora-
tories in Orange and still sets the pace for his
associates.

NEW SHOP OPENS IN NEW HAVEN

Wittstein’s Music House has opened in New
Haven, Conn., as a Columbia shop. The open-
ing was held some time ago and the store was
thronged with visitors during the day. A very
attractive window display showing several Co-
lumbia Grafonolas in a setting of palms and
flowers was a feature of the day.

Yours may be just one in a hundred advertise-
nents in to-morrow’s paper—then make it stand
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The New
Portable
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be had if desired.

Factory

Ideal for the

- Vacationist

Although the Cirola is a good all year
round selling proposition, the extreme ease
with” which it may be carried makes it
especially attractive to the Vacationist.

Dealers would do well to take care of
this trade with the Cirola. It measures
124" x 1124" x 614", is attractive in
appearance. It is without sound cham-
ber, has remarkable tonal volume and
many exclusive features.

Territory is open for distributors.
Write today.

Cirola Phonograph Corporation

1227 Germantown Avenue

Philadelphia Pa.
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Covers may

General Offices
Colonial Trust Co. BI'd’g
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A phonograph with a variety of
sale appeals

HE unusual appearance and purity of

tone of the Heywood-Wakefield have
attracted the favorable attention of thou-
sands. People everywhere want to see
and hear it, and learn all about it.

The dealer who stocks and displays this
instrument is capitalizing a sound selling
proposition. Its advantages are clear-cut
facts.

A reed cabinet which eliminates vibra-
tory noises; a cushioned reproducer con-
structed on the principles of the human
organs of sound—faultless in reproduction,
and unmarred by metallic taint. And for
those who prefer it, the dealer will find
the electric motor a good point. It never

heats, is always uniform in speed and abso-
lutely silent in operation.

Of special interest are the artistically
designed cabinets of reed, which may be
finished in any one of three hundred dif-
ferent color schemes. Their rare decora-
tive qualities are a strong selling factor, for
they harmonize with all styles of furniture.

This phonograph is a new creation—an
instrument that fills every requirement.
Its variety of appeals make it an excep-
tionally profitable phonograph for the
dealer to handle. The Heywood-Wake-
field is made under the Perfek’tone pat-
ents. Write today for details of models,
prices and specifications. Address the
nearest office of

HEYWOOD BROTHERS AND WAKEFIELD COMPANY

New York Philadelphia Boston Baltimore Buffalo

Chicago Portland, Ore. San Francisco Los Angeles

Factorics: Gardner, Mass.; Chicago; Wakefield, Mass.
When you visit Atlantic City see all models of the Heywood-Wakefield at the Perfek’tone Store, 517 Boardwalk
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TONE ARMS & SOUND BOXES

We take Pride in

this Achievement!

IN experimenting on this new
type of sound box, we realized
from the very start that the
tone produced was unusually
clear and resonant. Per-
fected after considerable re-
search, the new Hub Sound
Box 1s a revelation for vol-

4 ume and purity of tone.

Sample in nickel $3.00

Send roday for a New Hub
Sound Box and pur it to a
test.

Size 812 inches
center to center

Samples $4.00

Just a word about the Supreme Tone Arm

We know of no better recommendation of quality than the fact
that we have sold more Supreme Tone Arms without a come-back
than any other tone arm manufacturer in America.

WILLIAM PHILLIPS SERVICE

Manufacturers of Supreme Tone Arms and Sound Boxes

145 West 45th Street - New York

Chicago Representative : H. ENGEL, McClurg Bldg., 218 S. Wabash Ave.
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PLAYS MUSIC WITHOUT RECORBS

Visitors at Advertising Convention in Indian-
apolis Entertained by Orchestra Concealed
Within Huge Model of Talking Machine

Inpranaronts, INp, July 6.—Can mniusic come
fromn an imitation talking machine which has no
motor and no records? Ask any of the young
women who are employed in the ofiices at the
Statehouse.

An interesting exhibit among the displays of
the Associated Advertising Clubs of the \World
held in the spacious rotunda of the Statchouse

last month was a big reproduction of a popular -

type of talking machine, about twelve feet high.

A crowd of visiting advertisers stood about
the “phony” machine, when suddenly inusic burst
fiom the hollow instrument. An air of mystery
was created as snappy one-steps and “blues”
were recled off. T'he puzzle was solved only
when one of the members of a threc-picce or-
chestra, concealed in the interior of the frame-
work, could hold out no longer and lighted a
cigarette.

Then followed a musical program that made
a big hit with the girls of the Statehouse offices,
for with most of their bosses absent froin the
city, due to a certain gathering in Chicago. there
was little work to do. The tile floor of the State-
house corridors is pretty fair and some of the
delegates to the advertising convention knew all
the wild steps.

FERGUSON CO. LEASES ANNEX

C. W. Ferguson, of the Ferguson Co.,
Kewanee, 111, has leased the Albrecht Building
in that city and will occupy that location as an
annex to the main store at 217 Third street.
The present quarters of the company are not
large enough for the adequate handling of the
growing music business and the change was
deemed imperative. The new building is being
remodeled, and it is hoped that it will be ready
for occupancy by the end of the month.

NEW PATHE JOBBERS IN DETROIT

Burnham, Stoepel & Co. Appointed Distributors
for This Important Territory—C. H. Cham-
bers in Charge of Phonograph Department

. Announcement has been made from the head-
quarters of the Pathé Fréres Phonograph Co.
in Brooklyn, N. Y., that Burnham, Stocpel &
Co., of 19 East Larned strect, Detroit, Mich.,
have been appointed Pathé distributors. This
concern succeeds Williams, Davis, Brooks &
Hinchman’s Sons, who no longer handle the
Path¢é line. C. H. Chambers, thoroughly ac-
gquainted both with Pathé distributing and the
Michigan trade, is in charge of the phonograph
department of Burnham, Stoepcl & Co,

SURE CURE FOR SUMMER DULLNESS

Victor Co. Urges Dealers to Make Special Drive
for Business During Summer

“There is one sure cure for hot weather dull-
ness,” says the Victor Co. in its letter to the
trade enclosing its advance August order list,
“and that is to make a special drive for business,
aund center the drive on the August Victor
records. The new records provide the right
kind of ammunition, and Saturday, July 31,
opens up the way to a tlying start. The wer-
chaut who keeps constantly plugging through-
out the lhot months meed cntertain no useless
regrets when lie closes out his books at the
end of the year. Study your requirements care-
fully Dbefore ordering, and then read in the
advance list the interesting word pictures of
the musical content of each new record.”

TEXAN DEALER RETIRES

T. E. Davis has purchased the interests of
his partner, J. F. Freeman, i the iusic busi-
ness of Freeman & Davis, Brady, Tex. Mr.
Freeman decided to retire from business on ac-
count of 1ll health and has left for his home
in Waco.
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PRICE MAINTENANCE ON TRIAL

Beech-Nut Packing Co. Case to Go Before U. S.
Supreme Court—Powers of Federal Trade
Commission to Regulate Prices to Be Tried

T the well-known price maintenance case of
the Federal Trade Commission vs. the Beech-
Nut Packing Co. a writ of certiorari has been
issued by the United States Supreme Court.

It will be recalled that this case attained
prominence some time ago, not only because it
involved the legality of a certain method of re-
sale price maintenance, but also because the Fed-
cral Trade Commission, which regarded the
Beech-Nut price maintenance plan as unfair
competition and therefore illegal, suffered a re-
versal of its restraining order by thie United
States Circuit Court of Appeals.

In trade circles gencrally this decision of the
Circuit Court, taken in counection with the prior
Supreme Court ruling in the Colgate case, was
rcgarded as a distinctive victory on the part
of those interested in maintaining the power of
resale price control over trade-marked specialties
iti the hands of the manufacturer. At the same
time, it was recognized that the decision was in
sharp conilict with certain avowed policies of
the Trade Commission and would necessitate
changes in its practice and principles so far-
reaching as to occasion probably no little em-
barrassment to that body.

PORTSMOUTH MUSIC SHOP OPENS

Portsaourn, Va, July 6.—The Portsmouth
Music Shop, Inc., opened for business last week
at 715 High street, with a complete line of Co-
lnmbia Grafonolas and records. J. Henry Resch
is president of the shop. Every effort has been
made, in the arrangement of the shop, to pro-
vide accommodatious for those desiring to hear
the latest Columb'a records, and to display the
stock of the shop to the best advantage. Care-
ful thought has been given to the furnishings
which are harmonious and attractive throughout.

Just What You Have Been Waiting For

The GATELY Carrying Case

for VICTROLA VTI’s

This handsome carrying case will help 1n-

crease your VICTROLA VI sales.

The Gately Carrying Case 1s constructed
of wood, covered with black waterproof
fibre and substantially made so that i1t can
be carried by one man or as baggage.

Each case 1s arranged to hold thirty 10-1n.
or 12-1n. records, and has a separate place
for a sound box, winding key and needles.

Price, $8.50 Wholesale

Write for Descriptive Circulars

GATELY-HAIRE CO., Ilnc. - -

Albany, N. Y.
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“All The Boys Love Mary,” and if you don’t believe it,
let Van & Schenck sing this dry-time song for you.
For a real Blues-Killer follow Harry Fox’s “Way
Down Barcelona Way.” Both of these songs ring the :
cash register bell.

Get ready!

A-2942.

Columbia Graphophone Co.
NEW YORK

TN

SALESMEN WHO ADHERE TO HONESTY IN STATEMENT WIN

Some Reflections on Selling Methods That Should Be Universally Adopted—Written for The
World by J. H. Winnzr, Who Knows His Field of Operations

To most people the phonograph is a most
mysterious and complicated piece of merchan-
dise, so there is only one policy for a sales-
man to pursue, and that is one of absolute
honesty in the statement of facts. A small lie
may later bring you trouble. Far better to have
lost the sale. The customer will soon become
familiar with the workings of the phonograph,
and the small lie, having made an impression,
comes back to the salesman and the house later.
Honesty, and a plain, sincere statement of facts
will pay bigger dividends in the long run.

The salesman must take it for granted that
the prospective customer is familiar with the
good points of the machines of your competi-
tors, so build your suggestions around the
points in which the customer seems the most
interested. Drive your point home by an ex-
vression of enthusiastic suggestion, ringing

true with honesty of purpose, and you cannot
help but make a lasting impression for your
merchandise. A salesman cannot afford to
jump at conclusions. Size up the situation
first. Feel that you are right and act accord-
ingly. Even if a prospect does decide to “look
around,” you stand 99 per cent more of a chance
of having them come back if you stated the
truthful facts about your merchandise.

The dealer in the smaller city comes in per-
sonal contact with many of his customers, and
his reputation enters largely into selling. The
small city dealer has an opportunity to know
the customer’s financial standing, the size of the
family, and the home surroundings, but the
dealer in the large city must act on hig judg-
ment by quick thinking and build his plan of
action from the few words he may get from
the prospective customer.

Grade “D"” Cover with No. 3 Straps.

THE- C. E. ‘WARD Co.

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

Also Manufacturers of Rubberized Covers
and Dust Covers for the Wareroom

Ward’s Khaki Moving Covers

Distributors
BRISTOL & BARBER, INC.
111 E..14th St., New York City

YAHR & LANGE DRUG CO. -
207-215 E. Water St., Milwaukee, Wis.~

COHEN & HUGHES, INC.
Washington, D. C.

BECKWITH-O'’NEILL CO.

Minneapolis, Minn.

STREVELL-PATERSON HARDWARE CO.
Salt Lake City, Utah

C. L. MARSHALL CO., INC.
Beckman Bldg., Cleveland, O.
Butler Bldg., Detroit, Mich.

THE REED CO.
237 Fifth Avenue, Pittsburgh, Pa.

C. J. VAN HOUTON & ZOON
140 S. Dearborn St., Chicago, Ill.

SONORA DISTRIBUTING CO. OF TEXAS

Dallas, Texas

! CHAS. H. YATES

311 Laughlin Bldg., Los Angeles, Cal.

W. D. & C. N. ANDREWS
Buffalo, N. Y.

SACHS & CO.
425 So. Wabash Ave. Chicago

SHERMAN, CLAY & CO.
741 Mission St., San Francisco, Cal.

JOHN A. FUTCH CO.
35 Auburn Ave., Atlanta, Georgia
1500 South Boulevard, Charlotte, N. C.
630 Washington St., Jacksonville, Fla.

ORTON BROTHERS MUSIC HOUSE
Butte, Mont.

GRAY & DUDLEY CO.
Nashville, Tenn.

Conditions brought about during the war
have created many different makes of phono-
graphs. I have found as many as eight deal-
ers, representing ten different makes of phono-
graphs in towns of one thousand population.
The manufacturers of the cheap machines have
established agencies at any place where one or
two phonographs could be sold. I have found
barbers, butchers, milliners and garages selling
phounographs. Th’s has brought into the
phonograph field a large number of people who
try to sell by knocking their competitors’ mer-
chandise and personality. Now, no good sales-
man will try to fight a competitor at his own
game, when it comes to knocking his mer-
chandise and personality, so the salesman who
sticks to the policy of honesty in statement of
facts, and hangs on to the sound ethical funda-
mentals of salesmanship is the one who will
win.

THREE INDICTED IN THEFT CASE

Grand Jury Moves Against Brooklyn Dealers
Charged With Stealing Machines in Camden

Aaron Frelich, a talking machine dealer of
59 Graham- avenue, Brooklyn, N. Y., was in-
dicted recently by the Grand Jury in that city
for criminally receiving stolen property in con-
nection with the theft of $15,000 worth of talk-
ing machines from a firm in Camden about a
month ago. Frelich is charged with having
seven of the forty-three stolen machines in his
store. With him were indicted Louis Abrams
of 1175 Broadway, from whom Frelich is al-
leged to have purchased the talking machines,
and Benjamin Ginsberg of 543 Myrtle avenue.

District Attorney Lewis asked that each be
held in $5,000 bail for trial. This amount was
fixed for Abrams and Ginsberg, while Frelich
was held in $3,500 bail.

THE VALUE OF TEAM WORK

A little relaxation not only refreshes a man
but it relieves him from what might be terimed
a fixed viewpoint and when he again takes up
his problems he may see them in a different
light and find their solution easier. Another
thing the ball game should remind us of is the
importance of team work, and the fact that in-
dividual starring without team work support will
not get a man very far. Rest and recreation
are just as essential to good health and progress
as earnest application to the business itself. Get
the proper mixture and you will get good re-
sults.

Factory rules and bulletins should have ap-
plied in their making the theory that the simpler
they are the better.

COTTON FLOCKS

.. FOR.,,
Record Manufacturing

THE PECKHAM MFG. CO., Rewask.N=5"
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An intensive news-

paper advertising
campaign this Fall
will back every
Peacon Dealer

VisaneesanEnnm
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MAKE THE STRATFORD PHONOGRAPH

The Stratford Phonograph Co. Organized With
Capital of $1,000,000, With a Strong Direc-
torate—Large New Factory Arranged For

Asuranp, O, July 7—There has been recently
incorporated in this city the Stratford Plono-
agraph Co., which has already begun the manu-

Frank K. Amreihn, President
tacture of a line of talking machines to be
known as the “Stratford—The Shakespecare of

l"honogra;;hs.” It is expected that a complete
line of Stratford phonographs will be available
for the trade at the end of the month. This new
enterprisc is capitalized for $1,000,000, consisting

THE TALKING MACHINE WORLD

Charles H. Yahrling, Vice-president

of $400,000 of eight per cent preferred stock, and
$600.000 common stock, par value $10 each.

Frank K. Amreithi, who has spent a number
ol years in the piano and talking machine in-
dustries, and who was recently manager of the
F. A. Starck Piano Co. in Detroit, is president
and general manager of the Stratford Phono-
graph Co. Charles H. Yahrling, president of
the Yahrling-Raynor Piano Co.. of Youngs-
town, O., and also president of the Ohio Music
Men’s Association, is vice-president. -A. B. Cor-
nell, president of the A. B. Cornell Co., New
York, and a well-known consulting engineer, is
secretary. S. E. Gongwer, county trecasurer of
Ashland county, O., is treasurer.

A large new factory located on the main line
of the Erie R. R, is now being crected, and
E. C. Curtis, formerly production manager for
several well-known talking machine manufactur-
ing companies. is in charge of the production.

51

Dealers in various parts of the country arc
now recciving their first shipments of Stratford
talking machines, and the company expects to
institute a nation-wide advertising campaign in
conjunction with extensive dealer helps,

PRAISES WORK OF DETROIT BUREAU

Manager of J. L. Hudson Co. Lays Improve-
ment in Advertising to Local Bureau

Oscar Webber, general manager of the J. L.
Hudson Co. of Detroit, is authority for the
statement that the tone of adwvertising in that
city is much improved when compared to that
of two or three ycars ago, He ascribes this
to the work of the Detroit Bureau.

Similar results are reported from other cities.
'n DBaltimore the total cases inwvestigated dur-
ing the last year were 15 per cent less than fhe
yvear preceding, while the percentage of decrease
m complaints found to be justified was 3¢ per
cent. The conclusion may well be drawn that
when advertisers know that the Bureau is there
to check their copy, they are so careful in pre
paring it that there is one-third less chance that
any reasonable objection may be found to it.
Another interesting phase of the Baltimore re-
port is that the decrcase is spread through all
lines of business, instead of being limited to
a few.

STRIKING USES OF VENEERS

In studying all fate offerings in furniture and
taiking machines the domineering note in the
use of veneer is one of neatness rather than
striking effect. There is evidence of more
thoughtful matching of veneer, more careful lay-
ing and a general refinement in the use of fig-
ured wood. It indicates that the artistic sense
is strengthening, as it should, and that the furni-
ture of the day will come nearer being worih
the price than in bygone days, when both the
material and furniture were much lower in price.

The HOWE

BALL BEARING
No obstruction
in the base

Jone — RICH
CLEAR * MELLOW
it does not Blast

CWHowe & Company

21 East Van Buren St.Chicago-Ill.

%
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Quality Instruments

Assure Permamnent Success
That’s why the ‘dealers’ choice is

(JPEROLL ()

FOR EVERY HOME

Reg. Trade Mark for Operollo Phonographs
Prominent features which made ‘“Operollo” famous and popular :

EXCLUSIVE DESIGNED CABINETS—SUPERB FINISH

CONSTRUCTION EQUIPMENT BASED
ON LATEST,SCIENTIFIC PRINCIPLES

QUALITY AND DISTINCTION THROUGHOUT

No “Paper Guarantee,” but 100% Perfection and
Service which Satisfies

These are no shallow words, we mean exactly what we say and are ready
to back our statement. We invite dealers to make a test case of the merits
of our instruments and compare our quotations. We shall continue to lead
as before in the American Market with ‘‘Quality Instruments for Less
Money,’’ as we concentrate only on popular-priced Machines which se// on
the strength of incomparable Values.

Demand for Operollos increasing tremendously

In order to give the trade better service, we are now turning the business
in numerous states over to Operollo Distributors. In a later number of
the World we shall announce the appointed State Distributors.

New Models added during 1920

EIGHT CABINET MODELS, RETAIL PRICES, $110 to $275
? Attractive Discounts—Prompt Service assured

MOMDIEX. 38 Write for 1920 Catalogue and Dealers’ Discounts

Operollo Phonograph Company

54 'West Lafayette Blvd.
Detroit, Mich.

w

MODEL C I MODEL 175 " MODEL 275
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Display a carton of Grafonola Polish in your store.
Watch it sell. Make a bottle of this polish part of
the Grafonola outfit at the time of sale. It will be a
real service to your customer and a profit to you.
Then there are the repeats.

Columbia Graphophone Co.
NEW YORK

=

SOME NEW HAVEN HAPPENINGS

Columbia Branch in This City a Live Trade
Center—News of Interest

New Haven, Conn., July 6—H. E. Gardiner,
manager of the Columbia Graphophone Co.’s
branch in this city, spent a few days recently
visiting dealers in the Western part of his ter-
ritory, and his reports on gcneral conditions
are very optimistic.

Frederick C. Collins, manager of the Dealer
Service department of this branch, visited the
Columbia executivc offices a few days ago, get-
ting some ideas on dealer service and advertis-
ing. Mr. Collins met the heads of all of the de-
partments at the executive offices, and was sup-
plied with some very interesting data on Sum-
mer advertising, together with details regard-
ing campaigns introduced by dcalers who are
canvassing the farm trade with motor trucks.

The New Haven Columbia baseball team has
just been formed and consists of employes of
the local branch. 1t is under the guidance of
Mr. Collins, who is well known in local athletic
circles, and T. McKiernan, who is captain.

O. F. Benz, of the Columbia executive offices,
visited Hartford and New Haven recently, call-
ing upon some of the dealers in each city, and
also addressed a branch sales meeting in the
¢vening. Mr. Benz outlined various sales plans,
and told of the efforts being put forth by the
factories to keep pace with the tremendous de-
mand for Columbia products.

Visitors at the New Haven Columbia branch
the past week were as follows: Nathan Belly,
of the South Norwalk Music Shop; M. Quad-
retti, Shelton, Conn.; David Bedrick, Hartford,
Conn.; F. Abbott, Derby, Conn.; S. Finkelstein,
Bridgeport, Conn.; Homer Klock, Stamford,
Conn.; Roy Ward, New Haven; E. Wittstein,
New Haven, and Frank David, Bridgeport, Conn.

Miss Florence Collins, a member of the Co-
lumbia Graphophone Co.’s office staff, has ten-
dered her resignation so that she may embark
cn the sea of matrimony.

TO OPEN BRANCH AT MASSILLON

Canton Music House to Feature Brunswick at
New Branch Establishment

Canton, O., July 6.—The George C. Wille Co.,,
an old established Canton firm, will open a
new branch storc this week at 200 West Main
street, Massillon, O., just eight miles west of
Canton. The new store has all modern appoiut-
ments and a complete line of talking machines,
pianos and musical merchandise will be carried.
The leader among phonographs will be the
Brunswick. The Canton store is located at 410
Market avenue North. Mr. Wille is the first
Canton music dealer to extend his business to
Massillon.

THESE CRAZY JAZZ TIMES

Strike and the world strikes with you, work

and you work alone; our souls are ablaze with’

a Bolshevik craze, the wildest that ever was
known. Groan and there’ll be a chorus, smile
and you make no hit; for we've grown long hair
and we preach despair and show you a daily fit.
Spend and the gang will cheer you, save and

you have no fricnd; for we throw our bucks to.

birds and ‘ducks and borrow from all who'll
lend. Knock and you'll be a winner, boost and
you'll be a frost; for the old sane ways of the
pre-war days are now from the program lost.
Strike and the world strikes with you, work and
you work alone; for we'd rather yell and raise
blue hell than strive for an honest bone. Rant
and you are a leader, toil and you are a nut;
’twas a bitter day when we pulled away from
the old-time workday rut. Wait and there’ll be
a blow-up, watch and you’ll see a slump, and
the fads and crimes of these crazy times will go
to the nation’s dump.—New York Sun.

In the early days of opera no women’s voices
were employed. The part for women in the
drama was taken by men with alto voices.
Times have surely changed!

MARKET GROWS BY ADVERTISING

Every Misleading Advertisement Weakens the
Power of Good Ads, Says Roger Babson

Roger W. Babson, the well-known statistical
expert, analyzes the results of misleading and
fraudulent advertising in an interesting way.

“Every timc a man or woman is cheated by a
bogus advertisement,” he says, ‘‘the pulling
rower of advertising is weakened. Advertisers
ask thcmselves: ‘Why don’t I get more replies,
more customers, more orders?” One reason is
becausc the fakers have taught thc public to sus-
pect the truth of advertising. That is why the
lkonest advertiser has to puf forth so much more
effort to get busincss.

“Again, every time a community is robbed of
its money in exchange for weorthless goods the
purchasing power of that community is partially
destroyed. The faker has killed the market and
soured the trade. It is a practical principlc of
economics that in any community there is a
food fund, a clothing fund, an investment fund
and so on. The amount spent on éach line per
family averages about so much comparatively in
a year. Thcreforc, if the family fund is squan-
dered on worthlcss merchandise in some lines,
it is an economic impossibility for other mer-
chants, manufacturers and bankers to get the
patronage to which they arc rightfully entitled.

“Honest advertising develops the market. Dis-
honest adverfising exploits it and turns good
customers into poor ounes. The movement for
honest advertising is to conserve the public
purse for the benefit of legitimate business.”

GEORGIA EDISON MEN MEET SEPT. -1

AtLanTa, GA, July 6.—The Edison Dealers’
Association, composed of the dealers in the
southeastern States, has accepted the invitation
of Herbert R. Brown, of Brunswick, Ga., to hold
the next meeting in that city on September 1.
The invitation was extended to the association
at its last meeting held in this city

907 COMMERCE ST.

VITANOLA DISTRIBUTING AGENCY OF TEXAS
THE TEXAS DISTRIBUTORS OF

THE VITANOLA

“The Phonograph of Marvelous Tone”

If you are in Texas territory, write for informa-
tion regarding an agency for this progressive line.

’Phone X-5511

DALLAS, TEXAS
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And again Sonora leads!

EEPING a close watch on the trend of the public’s taste, the
makers of Sonora discerned three important facts:

(l) The call for our high quality period styles is increasing.

(2) There are many requests for our attractive high-grade period

styles at moderate prices.

(3) The buyers who want the finest period phonographs that
can be made are ready to pay for value received.

To satisfy the demand we have ready wonderful new

models of

HE new line of Sonora

period styles retails at
8325.

These are meeting with a
most enthusiastic reception.

There are also available now
the most wonderful phono-
graphs produced by any manu-
facturer—the Sonora de luxe
period models which are priced

up to $2,500 and which, be-
cause of their superb tone,
exquisite artistic cabinetry and
flawless construction, are un-
equaled and are worth all that
is asked for them.

Both in period and upright
styles Sonora maintains its
supremacy and is in tremen-
dous demand because of its un-
rivaled value.
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F you are interested in handling Sonora, The Highest

Class Talking Machine 1in the World, write today to
the jobber covering your territory.

AMERICAN HARDWARE & EQUIP-
MENT CO..

Charlotte, N. C.
North Carolina and South Cirolina
GIBSON-SNOW CO,,

Syracuase, N, Y,

State of New York with the exception
of towns on Hudson River bhelow Pough-
Lkeepsie and cxcepting Greater New York.
W. B. GLYNN DISTRIBUTING CO.,

Saxtons River, Vt.
States of Maine, New IHampshire, Ver-
mont and part of Massaclhusetts
GRIFFITH PIANO CO.,

605 Broad St., Newark, N, .J.
Northern New Jersey

HESSIG-ELLIS DPRUG CO.,

Memphis, ‘fenn,
Arkansas, Louisiana, Tennessee, Missis-
sippi

HILLMAN THONOGRAFPH (O,
Wheeling, W. Va.
Virginla and West Virginia

EIEFER-STEWART CO..

Indianapolis, Ind.
Entire State of Indiuna

LEE-COIT-ANDREESEN HARDWARE
¥ Omalia, Nebraska
State of Neliraska

THE MAGNAVOX CoO.,

616 Mission St., San ¥Francisco,
Cal. ‘
Washington, Califernia, Ore;{.pn,
Arizona, Nevada, Hawaiian
Islands, Northcern Idabo.

M § & E

221 Columbus Ave,, Boston, Mass.
Conneectieut, Rhode lsland and Eastern
Massaclhusctts

SEONORA DISTRIBUTING CONMPANY
OF TEXAS

Dullas, Texas
Western part of Texas

EONORA PHONOGRAPH COMPANY,
INC,,
239 Broadway, New York

Distributors for Greater New York

SOUTHERN DRUG CO,,
ITouston, Texas

Southcastcern part of Texas

EOUTHERN SONORA CO,,

310-314 Marietta St., Atlanta, Ga.
.}labnlnla, Georgia and Florida
SOUTHWESTERN DRUG CoO.

Wichita, Kuans,
Southern part of Kansas, Oklahoma
(except 5 N. E. counties), and Texas
Panhbhandle

C. L. MARSHALL CO.. INC.,
82 Griswold St., Detroit, Mich.
109 Superior St., Cleveland, Ohio

Michigan and Ohio

MINNEAPOLIS DRUG CO,,
Minneapolis, Minn,

States of Montana, North Dakota, South

Dakota, Minnesota

1. MONTAGNES & CO,,
Ryrie Bldg., Torpnto, Canada
Canada

MOORE-BIRD & CO.,
1751 Californla St., Denver, Colorado

States of Colorado, New Mexico and
Wyoming east of Rock Springs.

ROBINSON-PETTET CO., INC,,
522 West Main St., Loulsvllle, Ky,

Ntatc of Kentueky

C. D. EMITH DRUG CO.,

S§t. Joseph, Mo.
Missouri, Northern and Eastern part of
‘l{nns:ls and 5 counties of N. B. Okla-
oma

SMITH, KLINE & FRENCH CO.,
Philadelpbia, Pa.

States of Pennsylvania, Maryland, Dela-
ware, District of Columbia, and New
Jersey south of and including d'renton

STREVELL-PATERSON HARDWARE
co

»
Salt Lake City, Utah

Utab, Western Wyoming and Southern
Idaho

C. J. VAN HOUTEN & ZOON,
Marquette Bldg., Chicago, IlI,
linois and Iowa

YAHR & LANGE DRUG CO,,
Milwaukee, Wls.

Wisconsin, Upper Michigan
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END OF MUSIC MEMORY CONTEST IN NEW YORK SCHOOLS

Widespread Interest Shown in Second Annual Contest With Silver Loving Cup Donated by
Chas. M. Schwab as Grand Prize—Several Hundred Thousand Children Participate

The silver loving cup donated by Charles M.
Schwab as the grand prize for the winning team
in the second annual Music Memory Contest of

e Department of Education of New York City
was won by Public School 127 of Brooklyn with
a score of 1999 points out of a possible 200.
Public School 108 of Brooklyn was second with
199.8 points and Public School 93 of Manhattan
third, with 197. The contest was held in the
auditorium of the WWashington Irving High
School, in Irving Piace, the middle of last
month. Despite the excessive heat a large au-
dience was present. George H. Gartlan, direc-
tor of music of the New York schools, presided.

The cup presented to the winning team last
year was donated by Otto H. Kahn. The fact
that men of the calibre of Mr. Schwab and Mr.
Kahn should show sufficient interest in music
memory contests as to give valuable prizes is
regarded as significant of the trend of the times.

The contest held last month was the culmina-
tion of a series of eliminating contests in the
schools throughout the city. First a contest
was held in each school to determine by elim-
ination who should represent the various schools
i the district contests. In the district contegts
the winning teams to appear in the final contest
were determined.

In the final contest in the Washington Irving
High School eleven of the numbers selected to
test the memory of the pupils were played by
Mr. Gartlan on a Stieff piano, six on the audi-
torium organ and three on a Victrola.

While the records turned in by the children
were being examined instrumental and song
music was furnished by Jerome Swinford, bari-
tone, and Gabriel Engel, violinist; Miss Lois
Ewell, soprano, of the Haywood Institute of
Universal Song, accompanied by Miss May Fine,
and Alexander Fichandler, pianist, principal of
Public School 165 of Brooklyn. The contest was

arranged and conducted by Frederic M. David-
son.

The winning team, as announced by James
J. McCabe, district superintendent of Brooklyn
schools, was composed of four girls and one boy.
The boy was George Rocklein and the girls
were Rosa Cohen, Marguerite Crane, Esther
Ratner and Evelyn Davren. Of particular in-
terest was the disclosure that Rosa Cohen is
totally blind. Miss Josephine M. Burnett is
principal of Public School 127 and Miss Flor-
ence Piretti, special music teacher.

In his introductory remarks Mr. Gartlan said
that the number of pupils who participated in
the contest this year had not yet been deter-
mined. Last year. he said, the number of par-
ticipants reached.the enormous total of 254,000.
He paid tribute to all who had aided in the
tremendous task of bringing the contest to a
successful conclusion, and commended the Na-
tional Bureau for the Advancement of Music
for the work it is doing in instigating such con-
tests in all parts of the country and furnishing
information of assistance to the persons con-
ducting them.

Mr. Gartlan referred specifically to the cup
donated by Mr. Schwab and the banners given
by the National Bureau for the winning teams
in the district contests in the Boroughs of Man-
hattan, Brooklyn, Qtucens and Richmond.

C. M. Tremaine, director of the National Bu-
reau for the Advancement of Music, who with
other representatives from his office was an in-
terested spectator of the contest, said that the
Bureau has received a remarkable number of
letters from schools throughout the United
States in reference to music memory contests.
One of the most interesting features to him, he
said, is that these contests are becoming per-
manent institutions. For instance, the New Or-
leans -public schools have just held their third

annual contest with 100 perfect scores out of
300 participants.

So widespread has become the adoption of this
form of musical development, Mr. Tremaine said,
that the Bureau has in preparation a booklet
designed as an aid to newspapers in arousing
public interest in such contests and carrying
them along from stage to stage to a successful
end. This is in addition to two other pamphlets
already issued on the subject, which are now in
wide circulation.

C. L. WAINWRIGHT MADE MANAGER

Takes Charge of Edison Department of Memphis
House—Knows Southern Territory Well

Mespris, TENN, June 28—The Bry-Block Mer-
cantile Co., prominent music dealers of this
city, has announced the appointment of C. L.
Wainwright as manager of the phonograph de-
partment. Mr. Wainwright has had a wide ex-
perience in selling the New Edison and has
gained a broad acquaintance with Edison
patrons in this territory. He was for many
years with the Armstrong Furniture Co. here
and later was promoter and manager of the
Edison Phonograph Shop.

HE SPENT A PLEASANT EVENING

Caruso was recently invited to a reception at
the home of a wealthy society woman. Know-
ing that he would be called upon some time in
the evening to sing, the great tenor decided to
take steps to protect himself. He walked over
to the grand piano and when no one was looking
locked the lid and put the key in his pocket,.
Later, after adiligent search, in which the famous
Victor star was an industrious helper, they gave
up the hope of hearing him and he spent an
enjoyable evening. \When he was saying good-
by to the hostess he handed her back the key
with his compliments.

“Pull” takes all the “push” out of many a
good man.

— e

Three Big Facto

s

Made of 5 ply Panel Stock

6 Models at Popular Prices

Prima-Donna
B

 The Phonograph Inspired”’

Mr., Retailer we have a jobber in your
territory who can supply you over night
with these big value phonographs at a
liberal discount.

Also manufacturing other well known brands.

GENERAL SALES CORPORATION |

ries—and “Knowing How”

UILT in our three large, efficient
plants from lumber to finished
product by master craftsmen who

know the high standard a successful
phonograph must measure up to; and
marketed by a sales organization of wide
experience in the phonograph field, that
aids the jobber and the retailer, thru our
advertising and sales helps, to bring the
Prima-Donna to the ultimate user.

——

Guaranteed One Year

6 Models at Popular Prices

Still Write
g‘“’e 1520 BUFFUM STREET MILWAUKEE, WIS, 150"

ome ur
Territory OWNING & OPERATING Liberal
Dpen GENERAL MFG. CORPORATION RECORDEON PHONOGRAPH CO. Proposition

HEANEY-SCHWAB BILLIARD MFG. CO.

Maxers of Fine Billiard Tables Since 1882

= —
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TONOFONE—The Needle Triumphant—
The Needle that Everybody’s Talking About

TONOFONE has won its long battle

for better phonograph music. It has
reached the pinnacle of its own renown
and, by force of its own distinctive merit,
it has raised the modern talking machine
to the highest plane of musical excellence.

The Needle with the Flexible Point of Uniform Diameter
that brings out every Tone like a Grand Piano

TONOFONE should be on sale in
every shop in the world. The dealer who
doesnot handle this “needle that's differ-
ent” denies to his customers what is theirs
by right and so turns from his door the
ever-growing throng of those who demand
the best.

Remember TONOFONE—the Needle that’s different—
The Needle with the Flexible Point

If you are not already using and selling this
needle that everybody’s talking about, it is
high time that you ask us for full particulars
and the address of our nearest distributor.

EVERY pronoGRAPTI

VASTLY BETTER Ro Co WA DE CO.
110 South Wabash Avenue
CHICAGO, ILL., U. S. A,

Inventors and Sole Makers
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CALL FOR INTERNATIONAL RECORDS

R. F. Bolton, of the Columbia International
Record Department, Tells of Conditions in
Various Important Centers of Country

R. ¥. Bolton, sales manager of thc intcrna-
tional record departinent of ‘the Columbia
Graphophone Co.~ returned recently from an
Eastern trip which included a visit to Columtia
branches in Philadelphia, Baltimore, Boston.
Portland, Me., Pittsburgh and Buffalo. On this
trip. Mr. Bolton conferred with the branch
nranagers and the salcs organizations regarding
the development and expansion of foreign
language record business.

In a chat with The \World, Mr. Bolton stated
that the sale of international records is steadily
incrcasing, and that the dealers are optimist.c
in their predictions for the future. Arrange-
ments were made rccently with the Columbia
factories whereby the international record dc-
partment will get a much larger output of "Ii"
series records than heretofore. which will enable
the branches to co-opcrate with the dealers morc

cfficiently than they have done in the past.

Prospects for Summer business are very satis-
factory. and onc of the reasons for this general
optimism is the fact that thousands of 1mmi-
grants are arriving here each week, and the cur-
1¢nt statistics indicate that immigration 1s stead-
ily outdistancing emigration. Moreover. as Mr.
J3olton points out, these immigrants are 100 per
cent buyvcrs of foreign language records. where-
as the great majority of emigrants were con-
siderably less interested in this class of music.

EVAN WILLIAMS POINTS A MORAL

The late Evan Williams, entertained by a
wealthy European shoe manufacturer. was asked
to give some numbers. He sang several selec-
tions for the guests and was much applauded
Thc next day he visited the store of his host.
put on a pair of the best shoes in the place and
started to walk out. The shoe man wantcd to
know if Mr. \Williams wished him to send a
bill. “No.” said Williams, "I amn a professional
singer and malke my living that way. You make
Thev were quits.

vour living mak’ng shoes.”

| LOYALTY

Victor Dealers:

Loyalty 1s a word ofttimes lightly used, and
readily forgotten when its observance means
personal discomfort or financial loss.

WHY

WHY push other goods at the expense of
the line that has made 1t possible for you to
be 1n the Talking Machine business?

ACT

Become Victor Exclusively, and know that
your act of today will bring its reward to-

morrow.

Think It Over.

REGC.U.S, PAT. CF.

Victor Wholesalers

The

Toledo Talking Machine
Company

: Toledo, Ohio

SOME CLEVER MOVIE PUBLICITY

How Olive Thomas, the Famous Selznick Movie
Star, Pays Tribute to the Sonora

Olive Thomas. thc famous Sclznick movic star,
is an ardent admirer of the Sonora phonograph
2nd one of her most trcasured Christmas pres-
ents was a Louis XV{ Sonora. That this tal-
cnted young actress does not forget about the
Sonora in her travels is shown in one of her
recent films. "The: Flapper.” In this film a
boarding school miss who passes through New
York on her way to her home down South
decidcs to see a little of New York's *“high

Olive Thomas

life” and takes a bus down Fifth avenue. As
thc bus passes Forty-second street the big Sonora
sign with the Sonora slogan, “The Highest Class
Talking Machine in the World,” is clearly seen.
This Sonora advertising will be seen by hun-
dreds of thousands of theatre patrons.

Thc nuimiber of well-known actresses who are
owncrs of Sonoras is growing steadily from
month to month. Among those who have
Sonoras in their homes are Lillian Russell,
Julia Sanderson, Blanche Ring and Norma Tal-
madge.

FORM AMERICAN MUSEUM OF MUSIC

Building Will Be Erected to Preserve Works of
Art and Representative Instruments

Supreme Court Justice Tierney approved re-
cently the incorporation of the American Mu-
seum and Templc of Music, Inc., which purposes
tc “erect and maintain a building suitable to
contain and prcserve objects of art, interest and
instruction relating to the history, science, art.
ifluence, utility and production of music.” The
organization expects to become affiliated with
the National Federation of Music Clubs.

Mrs. Frank A. Sieberling has been elected
president and the directors chosen are Charles
Sumner Ward, Sarah Cleveland Clapp, Edna
Marione, Mrs. David Allen Campbell, Supreme
Court Justice Guy and Atlbert E. Ruff.

ROTTEN STONE

We are the only miners and manu-
facturers in this country of Rotten
Stone for use in Phonograph Record
making. Our product is now in use
by practically every record manu-
facturer in this country. We are also
hexsdquarters for all other minerals
for record making and everything we
handle is made especially for this pur-
pose and absolutely guaranteed. Ex-
pert advice given upon any formula,

H KEYSTONE MINERALS CO.

41 Union Square, New York City
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A Scientific Reason for
Every Detail

In every detail of the Sphinx—in the principles on which it 1s based; m
the nature, quality and weight of the materials employed; in the design and
construction of the three independent self-contained units of which it is com-
posed; in the alignment, balance and inter-relation of the parts—the problem
of permanent and” dependable uniformity of service has been worked out by a-
corps of able and experienced motor-engineers. The Sphinx was not offered
to the trade until that problem had been finally and positively solved.

Hence, for every detail in the Sphinx there is a sound, scientific reason
and a practical and essential reason. Send for catalog.

SPHINX GRAMOPHONE MOTORS:. Inc.
512 Fifth Avenue .l 2 _ New Yorl
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ELBEL BROS. BUY VICTOR STOCK

Acquire Entire Holdings of C. W. Copp Music
Shop and Will Enlarge Victor Service

SoutH Bexp, Ixn, July 6.—The entire Victrola
stoclk of miachines and records formerly held by
C. \W. Copp, proprietor of the C. \W. Copp
Music Shop of this city, has been purchased by
Elbel Brothers, an establishment which has been
known here as a music center for thirty-five
yvears. For the past twenty years this house
has handled the Victor line on a large scale
and this latest purchase was made in the m-
terests of consolidating the Victor intcrests in
order to afford the most complete Victor service
possible.

PAPER SCARCITY AND ALBUMS

Some Timely Topics Discussed by Max Will-
inger, President of the New York A'bum &
Card Co.—New York and Chicago Plants
Busy—The Advantages of Location

Max Willinger, president of the New York
Album & Card Co., returned to New York
reeently after some weeks spent at the Chicago
factory of the company. He reported great
activity at the Chicago plant and remarked that
this as well as the New York factory had mate-
rially increased tlieir production. Mr. Will-
inger, in discussing the album situation, said
in part: '“I'he tremendous demand for albums
continues from all quarters without abatement
Our business thus far this year has excceded
all former records by a wide margin. There
is every indication that this good business will
continue for an indefinite period ahead. The
only cloud in an otherwise clear sky is the
paper situation. I believe that the trade as a
whole arc aware that there is a great scarcity
of paper, but the greatest recalization of this
condition comes in actually trying to sccure
this commodity 1n the market. \We have al-
ways used a certain high quality of paper in
Nyacco albums and we are expeuding our entire
energies in securing the uccessary paper stock
in order to fill the large orders we have on
hand. Tt is gratifying to be able to state that
we have thus far been able to overcome the
difficulty, and the same high quality paper stock
1s being continued in Nyacco albums. Of
course, the price of any commodity is gov.
erned by the law of supply and demand and
the paper scarcity has greatly increased its
market price thus far, and there is every indi-
cation that prices will advauce still further.
The advantage of having two factories, omne
i the East and omne in the \West. has Dbeen
cemonstrated recently during the railroad
crisis. \With these two factories, widely sepa-
rated geographically, our deliveries were not
nearly so seriously handicapped as they might
have been had we been dependent upon a
single factory located in any onc city.”

Every man has two educations—that which
1s given him, and that which he gives himself.
Of the two kinds, the latter is by far the most
valuable. Indeed, all that is most worthy in a
man, he must work out and conquer for him-
self. It is that that constitutes our recal and
best nourishment. \Vhat we are merely taught
seldom nonrishes the mind like that which we
teach ourselves.—Riclhter.

NEEDLES

WE MANUFACTURE
Diamond needles for Edison

Sapphire needles for Edison
Sapphire needles for Pathe
in stock ready for delivery

MERMOD & CO., 874 Broadway, N. Y.
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Harponola’s Hidden
Beauty

Harponola dealers are
in position to make an
unusual appeal both to the
ear and the eye of music
lovers.

This “‘phonograph with
the golden voice” pro-
duces the mellowest and
richest of music.

It is as beautiful to hear
as it is to see.

And there is even more
beauty concealed within
the cabinet than exposed
to the casual gaze.

Music lovers thrill with
approval when the grille
is removed, and the rare
beauty of the golden horn
is brought to view,

This horn, scientifically
built of mellow spruce—
nature’s most vibrant of
woods—is the real heart
of Harponola's beauty. It
is the reason for the clear,
pure music that differ-
entiates Harponola from
other makes. It is the
reason for the easy sales
being built up by Har-
ponola dealers.

THE HARPONOLA CO.

101 MERCELINA PARK
CELINA, OHIO

EDMUND BRANDTS, President

A limited amount of job-
bing territory now open. Get
our combination proposition
on Harponolas and OkeH
Records.

PHONOGRAPH
CWithh fAhe |

GOLDEN
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A UDELL
CABINET

15 a legitimate part of

MM

every sale of a table
machine—it doubles
the value to the cus-
tomer and the proﬁt
to the dealer—

And the

UDELL

z ‘\_ 3 _v

N——

TRADE-MARK

Guarantees
Satisfaction

R

(Horlizontal Shelves) No. 1405

For New Victrola IX-A

Height, 3614 in. Width, 19 in. Depth, 221,
in. Holds 10 Victor albums. Mahogany Front
or Quartered Qak Front. Average weight,
crated, 90 pounds.

4O§I]t vertical interior is desired, order No.

[If felt interior is wanted, ask for No.
405F.]

Catalog on Request

The Udell Works

1205 W Twenty-e{ghth St.
Indlanap OllS 25 56 Ind
Rt i AU oA AR O ORI R
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TO RECORD FOR PATHE FRERES

Helen Yorke, Coloratura Soprano, Latest Ad-
dition to Increasing List of Pathé Artists

Helen Yorke, coloratura soprano, is the latest
acquisition to the large list of nationally known
artists whose recordings appear exclusively o1

Helen Yorke

Pathé records. Miss Yorke is favored in musi-
cal circles and her various appearances in re-
citals at Carnegie Hall have earned well-merited
commendation from critics. Musical authorities
have acclaimed the quality of her voice. It is
cexpected that the first recordings by Miss Yorke
will appear in an early Pathé supplement. Miss
Yorke in private life is Mrs. Misha Appelbaum.
The good works of her husband as founder and
head of the Humanitarian Cult are well known
throughout the country.

EDISON RECITAL DIRECTOR WEDS

Arthur L. Walsh Marries Miss Agnes E. Mul-
vey, a Resident of Newark

Arthur L. Walsh, director of the tone-test re-
cital department at the Edison laboratories, was
married in Newark, N. J., last month to Miss
Agnes E. Mulvey, daughter of Mr. and Mrs.
Martin Mulvey, of that city. The wedding was
the outcome of a romance which began five
years ago while Mr. Walsh was touring the
country as a concert violinist. Following a trip
to Colorado Springs, where they are spending
their honeymoon, the couple will return at the
end of June to reside in East Orange.

Mr. Walsh has been connected with the Edi-
son laboratories for over five years, during which
tine he has visited every State in the Union
as a conductor of tone-test recitals. Last Au-
gust he was made director of.that department
and much of its success since that time is at-
tributed to his careful guidance.

JOINS COLUMBIA BUFFALO' BRANCH

R. J. Milholland has been appointed a mem-
ber of the stales staff of the Buffalo branch of
the Columbia Graphophone Co. He spent some
t'me recently at the Columbia executive offices
in New York and visited the factories at Bridge-
port acquiring an intimate knowledge of Co-
lumbia merchandising and manufacturing plans.

EXTRA DIVIDEND DECLARED

The Columbia Graphophone Manufacturing
Co. has declared an extra dividend of one-
twentieth of a share, payable in common stock,
in addition to the regular quarterly dividend of
25 cents a share, and $1.75 a share on the pre-
ferred. All these advances were payable July 1
to stockholders of record of June 18.

Disc Record
Manufacturers

ATTENTION

If you are not satisfied with
your product—

If some part of the-manu-
facture needs perfection—

Let me help you.

I was the pioneer to intro-
duce the present disc rec-
ord into Europe in 1901.
Successful factories were
erected in England, France,
Spain, Germany, Austria,
and Brazil under my man-
agement. | know the record
business from A to Z, and
can straighten out your

difficulties.

The present system of per-
manent masters was per-
fected in my laboratories in

1904 and has never been

improved upon.

The double- sided record
was my patent and brought

out in 1903.

If you want the best to be
had in recording machines;
if you want the latest devel-
opment in pressing records
from shells; if you want in-
creased record production
in power-driven presses
—1I can help you.

Complete installations
- taken charge of

F. M. PRESCOTT

RIVERDALE, N. J.

Phone Telegrams
No. 2 Pompton Lakes Prescott, Pompton Lakes
N.J N. L
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The SUPERIOR

LI1D SUPPORT

CA Spring Balance Chat
Does Not Warp the Lid

=

‘When lid
is closed the [[111 -
steel roller
fits into the
notch of
track-arm,
preventing
sprind from
exerting any
Full on the
id while
down.

Patented 1920

‘When lid is.all the way up the
springis without tension,
entirely released. N

Ll
[

o
mmmemﬂm -

A mere touch of the finger lifts or
closes the lid, which stops at any
point desired. The simplest sup-
port made. Easiest to install. Pos-
itive and noiseless in operation.
Sample—Nickel 75¢, Gold $1.50

Prepaid anywhere upon receipt of price. Sub-
mitted on approval, subject to return within a
regsonable time, in which event the full price will

be refunded.
Quantity Prices Quoted on Application

Barnhart Brothers &

i M & Throop Sts.
Splndler OnEOElICAré%) -
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2 M Thru the
square turn
the weipht
‘ is supported
by the base
|  effecting a
i light pres-
sure at the
needle point,
so that all
makes of
records

Tonearm cannot swing when off the

record nor drop low enough for needle

to strike the cabinet. But when lifted

up onto the record the radial move-
ment is perfectly free

‘4
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The frame is split thruat L JF/
@ /4 makind it in effect a spring held under

& tension by the long adjusting -
screw thru the lugs

WTurned up fromeither lateral or ver-
tical playing position, cabinet lid when
lowered cannot strike the reproducer

Why the Owner of the Ordinary
Phonograph Soon Tires of It

HERE are lately a few phonograph reproducers which avoid the usual phon-

ographic sharp metallic tone by going to the other extreme and producing a

flat, unmusical sound. But the vast majority are disagreeably sharp in playing the

high notes. This sharpness becomes an irritant to the ear, so that owners of such
phonographs soon tire of playing them, lose interest, and stop buying records.

Nobody evertires of penuine music. The human soul craves the comforting solace and ennobling
inspiration that only music can give. It must be our aim to satisfy this great need— not the passinp
jap of jazz. The phonograph must become an instrument of genuine music if it is to endure,

There is one reproducer that measures up to the job of reproducing musically all the varying qual-
ities of instrumental and vocal tones. 1t is never sharp, nor in avoiding this does it ever descend to
the other extreme of flatness, but is always on the pitch, exactly reproducing the original rendition
in all its purity, sweetness and power. This long sought oal is attained in the Superior Reproducer
through its split frame, making the entire soundbox in effect a spring held under tension by a lonp

LILLLLLILLILLLIL
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PATHE DEALERS
and JOBBERS

/

The SCOTFCRD Model |
REPRODUCER

Will be a great aid in developing the sale of Pathe
Records. Made to fit the Victor gooseneck exactly
—it is as quickly attached as the Victor Reproducer
isquicklyremovable. An Attachment also made for
applying ittothe Columbia Tonearm. Orderasample
and realize the profit foryou inthe richness of itstone

—surpassing all in purity, sweetness and power.

NET PRICES OF SAMPLES PREPAID
Mickel Plaled Scotferd Model | Reproducer - $5.50
Gold Plaled Scolferd Model 1 Reproducer - 6.50
MNickel Plated Scotferd Attachment for Cotumbla .35
Gold Piated Scotferd Altachmenl for Columbla .50
Submitted on Approval, subject to return, in which
event the full price paid will be promptly refunded.
Liberal Reduction on Quanllly Orders

Profllable Arrangement for Jobbers

Barnhart Brothers & Spindler

Superlor Spedaltles for Phonosraphs
Monroe€ and Throop Sireets, CHICAGO
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adjusting screw through the two pivot lups at bottom.

DISTINCTIVE FEATURES OF
THE SUPERIOR REPRODUCER

The frame of the reproducer is split through, making the
frame in effect a spring, held undertension by an adjusting
screw through the pivot lusat bottom. The back plate is
entirely separate, insulated from the frame by a rubber
3asket, and does not interfere with tensionin the frame.

It is the spriny frame of this reproducer that accomp-
lishes the important achievement of absolutely overcom-
in3 without any loss of volume or musical quality the
usual phonographic sharp metallic tone on high notes. It
is plain that tones picked up from the record by the needle
and diaphragm mounted in a sprind body will be more mu-
sical than will result when the body is of solid and hard
metal, or of toneless and absorbent material.

Note particularly that the entire soundbozx is ineffect a
spring. The split which accomplishes this resultis the most
important of the several Scotford patents. Soundboxes,
which attermpt to overcome the sharpness of tone byem-
ployin springs, rubber, fibre or other cushioning for the
needle bar pivotal mounting, or use a composition dia-
phragm of sound-absorbin® nature, result only in making
the diaphragm less sensitive and prevent it from repro-
ducing the finer shadings and overtones in the record.

The springlike frame also absorbs the extraneous vibra-
tions so that the surface noise is practically eliminated.

manufacturer of a well-known machine who is an
enthusiastic uset of the Superior reproducer advertises
as his slogan ‘‘the tone without the scratch.””

Stron3 basic patents have been granted Mr, Scotford on
the universal feature of his reproducer and our company
holds the exclusive franchise to manufacture for general
sale under these patents. Mr. Scotford in his contract
with us agrees to co-operate in developing improvements,
and covenants to Bive us before others the opportunity to
review all new ideas orinventions he may originate in this
line, with priority rights to manufacture and sell any such
that are approved.

The universal feature is unique in that the needle ali3ns
with the pivotal axis on which the reproducer turns from
one position to the other. Thisholds the needle on exactly
the same center at the same correct angle in both lateral
and vertical (hill-and-dale) positions. The plane of the
diaphragm being inclined with respect to the pivotal
axis, instead of the ordinary straight needle bar of normal
leverage, it is practicable to use the more desirable bar of
angular shape effecting longer leverage, making the dia-
phragm more responsive to the needle action.

The needle baris pivoted on sharp pointed steel screws,
and is easily kept in perfect adjustment, free from side
play, by the long adjusting screw througf\ the lugs above
the pivots. Any contraction of the metal parts that takes
place cannot pinch the needle barin its pivotal mounting,
and thus interfere with its free vibration, owind to the
spring construction of the frame. Anyexpansion thattakes
place, or wear of the pivot points, causing looseness and
side play, can be instantly corrected by tightening the
long adjustin® screw.

Sample SCOTFORD Tonearm and Superior Reproducer with Mica Diaphragm $9.25
Extra Reproducer with SCOTFORD Black Diaphragm . . . . . . . .

Prepaid anywhere, on receipt of price.

DISTINCTIVE FEATURES OF
THE SCOTFORD TONEARM

The connection between the tonearm and reproduceris
perfectly insulated with a hard rubberbushing. No rattle
of one metal part againstanothercan take place at this point
of preatest wear. Even though looseness might possibly
develop from long use or abuse, because of the rubber be-
tween the two metal parts, no rattle can ever result.

Two methods of raisin the reproducer for changina the
needle are provided. The reproducer and tonearm may be
lifted straight up and held with the left hand while chang-
ing the needle with the right hand. Orthereproducermay
be given a sideturnto the rizht, when only one hand is used
for making the change of needle. When the reproducer is
off the record it cannot drop low enough for the needle to
strike the motor board,and thus chance shattering the pivot
points and at the same time mar the cabinet. When the re-
produceris left turned up from either lateral or vertical
playind position, cabinet lid cannot strike it when lowered.

Inthe SCOTFORD Tonearm the sound waves travel in
the straightest, most direct line possible. There is no ob-
struction anywhereinside—an absolutelyclear passage for
the sound waves. The square turn offers less resistance to
the sound waves than is met with in anarm of the curved
type. Most tonearms follow the traditional curve of wind
instruments, but in a phonograph tonearm there is no air
pressure to force the sound around the curve. That the
square turn is superior to the curve is proven in the play-
ing. The SCOTFORD square design loses none of the
sound in the passage, butdelivers the tones outward in full
power and clarity,

The long tube is very light, and this, topether with the
exceptionally light construction of the reproducer, gives a
much lighter pressure of the needle on the record than ap-
pearance might indicate. With a necdle of medium lenth
the pressure is less than 6 ounces. This weight brings out
the full volume of tone without injury to records of any
make. A curved tonearm with the swivel joint located at
the base would throw too much pressure at the needle
point. In the square turn of the SCOTFORD design much
of the weight is supported by the base.

The main tonearm casting supported by the base is very
heavy; this weipht prevents a rattle developing at any time
inthe base bearings. The radial movement at the base is
extremely simple and perfectly free in action. A cast ring
slides around on four smoothly machined bearing points.
This construction permits a clear interior, and is far sup-
erior to the obstructed condition in other tonearms which
swing on an interior pivot.

The inside diameter of the tonearm at the base is 2 inches
which is correct to accommodate the volume of sound
obtainable from the newest records. The inside rim of the
base is extended one-eighth inch below the flange, ftting
into the neck of the cabinet amplifying chamber. This
obviates using a rubber or felt 3asket between the tonearm
base and cabinet mounting, usually necessary in other
designs to prevent a leak of the sound at this point.

Nickel Gold
$11.25
5.00 6.00

Submitted on approval, subject to

return within a reasonable time; in which event the full price will be refunded

Quantity Prices on Application

BARNHART BROTHERS & SPINDLER

Makers of SUPERIOR
Specialties for Phonographs

Monroe and Throop Streets
CHICAGO, ILLINOIS
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Responsibility

According 1o statistics only a very small percentage of those entering busi-
ness succeed. The others would not or could not master the responsibilities.

Responsibility is something we may avoid or refuse to take, but we even-
tually pay the price in any event.

The VICTOR Company accepts the responsibility of maintaining VICTOR
SUPREMACY.

The VICTOR distributor’s responsibility does not end with past perform-
ance, but is a continual obligation. He is responsible not only to the VICTOR
factory, but to the VICTOR dealers he serves.

T

—_—

Responsibiiity shou!dered and mastered by the majority of VICTOR dis-
tributors and dealers, will correct many ecvils and best insure VICTOR
SUPREMACY.

To be listed as a VICTOR distributor or dealer is a valuable asset, but not
without its responsibilities.

It is our desire to not only master our responsibility as a VICTOR distributor,
but to help our VICTOR dealers meet theirs. 1f we fail ourselves or through
our dealers, we are not fulfilling our mission and we are contributing to a result
in which we alone do not suffer.

VICTOR dealers, we believe, should and will support those distributors
whom they consider responsible and therefore dependable. Likewise, they
should expect support if they meet their responsibilities as VICTOR dealers.

The responsibility of VICTOR distributors and dealers during 1920, to
intelligently distribute and market a greatly increased VICTOR product, will be
an obligation to be treated seriously.

Be responsible, Mr. VVICTOR Dealer.—be loyal, be efficient, and you will
be successful. Do not worry or be side-tracked from your purpose through bad
cxample or unfair competition.

A

Responsibility mastered, opens the path to further opportunity, and will
ensure success in the VICTOR business. or any business.

J. NEWCOMB BLACKMAN.

Vit jron

Tarking MacHine Co.
8l Reapre St New York N.Y.

VICTOR DISTRIBUTORS ~WHOLESALE. ONLY
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SELLING TALKINGMACHINES IN _THE FOREIGN MARKETS

Recording of Local Folk Songs and Operettas an Important Feature of Any Campaign for
Foreign Trade, Declares Edmond Sause of the Columbia Graphophone Co.

Operations of the larger talking machine com-
panies in the export markcts of the world par-
take of a two-fold character, in that not only
do they effect the sale of their instruments and
records, but one of their chief sources both of
revenue and of popularity in foreign countries is
the recording in those lands of the individual
and chagacteristic music of each and from the
actual singing and playing of native artists and
vocal and instrumental ensembles on the ground.

Some idea of what these activities represent
in outlay of labor, time and money and as
wholly preliminary to and apart from the later
routine work of scrving the export trade as such,
was set forth for a representative of the New
York Evening Post, by Edmond Sause, manager
of the export department of the Columbia
Graphophone Co., this city, in dis¢ussing the pe-
culiarity of this phase of the company’s export
business. He said: '

“Not only the standard music of whole na-
tions and whole races—that is to say, music of
a traditional character such as folk songs and
folk dances, national hymmns, favorite selections
from their musical literature, such as operas,
operettas and, in the case of Spain, Portugal and
the Latin-American countries, zarbuelas and
voncert and band pieces—must be recorded. hut
obviously it is a question of commercial policy
1o keep abreast of their newest and latest of-
ferings in songs and instrumental music.

“This necessitates sending to the scene of such
recording to be done by us not only a high-sal-
aried and thoroughly trained musical director,
cne familiar with the peculiarly exacting require-
ments of voice and instrument recording, but
a mechanician no less experienced and qualified
i his calling and very often an accompanying
staff of musical and laboratory aides, Then
they have to take along with them a considerablc

paraphernalia, including ‘wax masters,” or large.

matzoth-like crude discs of wax composition,
most carefully packed in cotton-lined boxes, to
he used in recording each composition. Thesec
are much larger in circumference than the aver-
age finished disc and very thick. Each of these,
morc carefully packed after recording than be-
fore. has to Dbe returned to the factory in the
United States, wherc stccl dies or matrices are
produced from the engraved wax and from which
the commercial phonograph rccords are made.

“All this naturally represents expense, but-the

most expensive item lies in the fact that after
cfttimes interminable journeys over sca and
land, when the ‘scene of action’ is rcached, it
not infrequently happens that a protracted period
of tedious preparation and ‘coaching’ of the
singers or instrumentalists to be recorded is
found to be necessary, as also acoustically suit-
able rccording chambers or quarters. \When we
realize that some of our greatest and Dbest
schooled opera singers and concert artists re
quire the most careful and painstaking instruc-
tion before they can properly gauge their voice
or instruments for the ‘spcaker’ or ‘receiving
Irorn,” it follows that musicians in remote places.
sometimes in primitive regions, however capable
tliey may be as performers, are pretty sure to
require the greatest effort and care m coaching
before they can be recorded. Then, when the
record has been obtained, it has to be packed
and handled and conveyed with infinite caution.
The slightest contact of the recorded surfaces of
thesc original wax master records would destroy
them completely, as the engravings are somc-
times less than 3/1,000 of an inch deep.

“Like the scwing machine, typewriter and
cash rcgister, the talking machine can be said to
be an American product. Its possibilities in for-
cign tradc were appreciated practically from the
beginning. While the industry was still strug-
gling in home markets, progress was being made
it developing foreign trade.

“ffew American industrics can show as large
a perccntage of foreign trade to its total turn-
over as the talking machine industry during the
last twenty ycars.’

JACOBSEN'S AMERICAN CAREER

Although Sascha Jacobsen, the talented Co-
lumbia artist, is generally thought of as a native
Russian, he was born at Finland twenty yecars
ago. He commenced study of the violin at 8
years of age and at 11 came to America, where
he completed his study under the guidance of
Franz Kneisel, madc his debut in New York
and is probably the only great violinist who has
scaled the tops of fame and reputation solely
on an Amnlerican career.

There is nothing in the world that commands
such a high price as effective idcas. and this oh-
tains in all Aelds of effort.

A High Grade

Portable Phonograph that is
High Grade

Examine the motor and listen
to
convinced that it is the kind
of a Phonograph all Reputable
dealers: should sell.

sy,
o Z

N

1 orto Aon -
ok o
.,,'J‘fmyect tone
Container in Lid

Holds Twenty-

four Selections

the tone. You will be

N

The TRI-SALES CO.

Victoria Bldg.

St. Louis, Mo.

Semi-Permanent Phonograph

NEEDLES

Well known, well advertised,
Sonora Semi-Permanent
Needles are favorites with
owners of ALL MAKES of
phonographs.

These needles are in de-
mand, they sell for 25¢ a
package, they bring you a
larger profit per sale than any
other make of needles and
their beautiful playing quali-
ties make them wunequalled in
value from the buyer’s point
of vicw.

If you haven't yet ordered
these needles, do so now. If
your stock 1§ incomplcte, re-
order,

25¢ per package of 5 40c in Canada

Sanara HPhonograph

Gompany, Iuc.
GEORGE E. BRIGHTSON, President
NEW YORK: 279 Broadway

Canadian Distributors:
1. Montagnes & Co.
Toronto

4 Beware of similarly
CautIOD! constructed peedles

of inferior quality.
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Three hundred Unico
Equipments have been
ordered and installed
since January first

More than 4o per cent.
of these installations
were repeat orders.

our files and are typical of what the Unico System does towards creating atmos-

’ I \HE thirty installations shown on the opposite page were taken at random from
phere to stimulate sales.

Our customers are located in virtually every State and principal City in the country. -

The Unico System is adapted to your individual use by our Planning Department,
in order to insure the most desirable medium for the proper display of goods
and the establishment of an inviting atmosphere.

-
ey L

The flexibility of the equipment allows for rearrangement and relocation. More than
40 per cent. of the installations shown were repeat orders, where Unico Equipment had
developed requirements for increased facilities. Experience with hundreds of instal-
lations has shown a resulting business growth, which can be readily cared for by the
use of our equipment.

If you have not installed the Unico System with its sales compelling force, #ow 1s an
excellent time to do so, in order to take care of the coming fall and holiday activities.

[

Ask your friends and competitors about Unico Equipment; they are probably using
it now. ’

Key to Photographs on Oppoesite Page: :

b i
":m N timal 4
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I. GREGORY'’S MUSIC HOUSE, Saginaw, Mich, 15. GIMBEL BROTIHERS, New York City, N. Y. ;

“ 2, MAISON BLANCIIE COMPANY, New Orleans, La. 16. IF. J. WEIGAND, Barberton, Ohio ‘.",f_
3. KNICKERBOCKER TALKING MACIHINE CO., 17, M, STEINERT & SONS CO,, Boston, Mass. |

New York City, N. Y.

18. M. O’NEILL, Akron, Olio
4. YAHRLIN RAYN T 'n, Oli
G & NOR PIANO CO Youngstown, Olio 19. G. A. BARLOW SONS CO., Trenton, N, J,
5. WILSON MUSIC COMPANY, Oshkosh, Wis. o BHOCK. & WINT, CONMPANY Benaias i
20, L b , 1.
6. B. B, TOD >hi ia, Pa.
LoD D sl o delplianis 2. KRAFT, BATES & SPENCER, Boston, Mass,
R DI GO BEsNork GIRGED. X 22, HERBERT TUIELE, Brooklyn, N, Y.
8. C. C. MELL PANY . i , Pa.
E e HEE O RRC0 MR NY S L T Rt St LR 23. TREMONT TALKING MACIIINE CO., Boston, Mass.
9. LIP ANY
Rt O SICEERGONEA N Y Clevdapd, ORiv 2J, GEWEHR TPIANQO COMPANY, Wilmington, Del.
10. COHE} ; shi
£ SR NG ES \CONFA Ny L DRED (05 25. KESSELMAN O'DRISCOLL CO. Milwaukee, Wis.
1I. NEW YORK TALKING MACHINE COMPANY, e N PRI CL AR Kas. NEAL CO e
New York City, N. Y, T ’ - o
- ] 27. THE BUESCIIER COMPANY, Cleveland, Ohio b
2, EY & ALLEN, ¥ .
S oRdlaniL e 28. McCOY’S, INCORPORATED, Hartford, Conn. |
13, RUDOLPH WURLITZER CO., Columbus, Ohio 29. LANDAY BROTHERS, INC., New York City, N Y. =4
1. CLARK WISE & COMPANY, San Francisco, Cal. 30. W. F. FREDERICK PIANO COMPANY, Pittsburgh, Pa.

e  UNIT-CONSTRUCTION- COMPANY ...
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60 Grand Street

Manufacturer ot

Exclusive Cabinet Hardware and Accessories

New York City

NEW CARRYING CASE POPULAR

Knickerbocker “Ready to Play” for Victrola
IV in Demand—Dealers Installing Jones-
Motrolas Electric Winding Device

Quantity production of the new Knicker-
bocker “Ready to Play” carrying case for Viec-

Kfickerbocker Carrying Case for Victrola IV

trola IV's will shortly be under way. The first
models of this new case made of both ood
and fiber have earned enthusiastic comment
where shown. One of the novel features of
tl:is new case, which is said not to be con-
tained in any other carrying case made, is that

the machine may be played without removing
it from the case. The case is very attractive
in appearance, and it is expected that it will

prove an all-year-round seller and not be
limited to any one season.
The Knickerbocker Talking Machine Co..

New York® City, Victor wholesalers and pro-
ducers of this carrying case, have had remark-,
able success with the Jones-Motrola electric
winding device. which they also distribute. A
number of the large Victor dealers in New
York City, upon the suggestion of the Knicker-
bocker Talking Machine Co., are installing
Jones-Motrolas on the machines in their dem-
onstrating booths in addition ‘to retailing this‘
device. The Jones-Motrola in the demonstrat-
ing booth has proved a valuable time and labor
saver to the salesmen in the demonstration of
both records and machines.

“RIGHT ON THE JOB”

The same day that the advertising department
of the Sonora Phounograph Co. received word
from its jobber covering that territory that
Rowell's Pharmacy. of Benkelmman, Neb., had
been appointed a Sonora dealer the following
Ictter was received:

“‘Please rush some newspaper cuts of the
Sonora machines. WWe want to hook up with
your national advertising. This national adver-
tising has put several people in our store this
week and we feel we can help a lot with some
local ads. (Signed) “Rowell’s Pharmacy.”

The interesting part of this communication
is the fact that the population of Benkelman is

ounly about 600 and the town is surrounded by
farming and grazing regions, with a total popu-
lation slightly under 5,000.

This live-wire merchant, however, realized the
fact that the extensive advertising used by the
Sonora Phonograph Co. could be utilized as the
basis for an intensive co-operative campaign
and started immediately to feature the Sonora.

JEWETT PHONOGRAPH CO. OFFICERS

Complete Line of Instruments, Including Cab-
inet and Console Models, to Be Introduced

DerroiT, MicH,, July 6.—George M. Seymour,
vice-president of the newly organized Jewett
Phonograph Co. of this city. recently announced
that there will soon be ready for the trade a
complete line of instruments, including standard
cabinet models and console styles. Excellent
progress is being made towards heavy produc-
tion, and merchandising plans will be ready
shortly.

The president of the Jewett Phonograph Co.
is Edward H. Jewett, of Jewett, Bigelow &
Brooks. coal producers. Harry M. Jewett, presi-
dent of the Paige-Detroit Motor Car Co., one
of the leading automobile manufacturing con-
cerns in the country, is vice-president of the
company; Frederick L. Jewett, vice-pres‘ident
of the Paige interests, is treasurer of the Jewett
Phonograph Co., and John D. MacKay, of Stell-
wagen, MacKay & Wade, well-known lawyers,
is secretary. Mr. Seymour is in charge of sales,
and an aggressive campaign in behalf of the
new line will be launched in the near future.

As sole

distributor

- qbe 5 |
“LARK” TALKING MACHINE CORPORATION

CAMDEN, N. J.

Announce to the trade
the appointment of

" M. C. SIMONS

their

of

products

Model V, in Mahogany, now retailing at $200, is undoubtedly
the most accurate and perfect musical instrument in the

talking machine line.

Available territory is now open for progressive dealers to
secure the exclusive sales rights in their locality for this new
talking machine of exceptional qualities.

I M L C [ ]
1-3 Delancey Street

Write today for your territory and full information to

SIMON

S -
New York City
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Tenth Supplement

PLACE YOUR ORDER NOW

ME—Tenor, with orch............. Lewis James

| WHO’LL TAKE THE PLACE OF MARY?>—

DADDY, YOU'VE BEEN A MOTHER TO
{ Vocal Trio, with orch............ Crescent Trio

Green Brothers’ Novelty Band

WHOSE BABY ARE YOU?—One-step,

MANYANA—Fox-trot,
{ All Star Trio

Joseph Knecht’'s Waldorf Astoria Dance Orch.

AT DANCE-O-MANIA—Fox-trot,
WOND’RING—Fox-trot............. All Star Trio

EVERYBODY'S BUDDY—Tenor, with orch.,

4111 (AGES AND AGES—Tenor, with orch....Sam Ash
{ Billy Jones

(MARION (YOU’LL SOON BE MARRYIN’
ME)—Soprano-Tenor Duet, with orch.,
4112 Rachel Grant-Billy Murray

10-in< I'M ALWAYS FALLING IN LOVE WITH
$1.00 THE OTHER FELLOW'S GIRL—Con-
tralto-Baritone Duet, with orch.,

Helen Clark-Joseph Phillips

10 Inch POPULAR Favorite.

demand record.”

SEASON’S BIGGEST HIT!

THE LOVE NEST (from Musical Comedy “Mary”)—Fox-trot

The intrinsic freshness of this Fox-trot and the instantaneous popularity of Geo. M.
4146 Cohan’s late production, “Mary,” have won for THE LOVE NEST a first place as a

$1.00 Okeh was quick to recognize its VALUE FOR YOU, and have made a special
: recording that you may have an EARLY release of that which is to be “a-most-in-

THAT THING CALLED LOVE—Contralto,

4113 with orch. .......... PEE . . o o Mamie Smith
10-in.<
$1.00 YOU CAN'T KEEP A GOOD MAN DOWN—

’ Contralto, with orch............. Mamie Smith

\

(MISSY (Intro.: “Rainbow of My Dreams”)—
4114 Fox-trot........... Rudy Wiedoeft’s Palace Trio

10-in.
6105 ALABAMA MOON—Waltz,
h Green Brothers’ Novelty Band

-

(ZOMA—Fox-trot,
4115 Joseph Knecht’s Waldorf Astoria Dance Orch.

10-in.
"I LIKE TO DO IT—Fox-trot,

1.0C
$ L Green Brothers’ Novelty Band
WAILANA WALTZ (“Drowsy Waters”)—Ha-
4116 waiian Guitar Duet............ Ferera-Franchini
1()""']BEAUTIFUL HAWAII—Hawaiian  Guitar
$1.00 ..
IDIVER = 00 Colr T DI b oAl T % 1 Ferera-Franchini
BEAUTIFUL ISLE OF SOMEWHERE—
4117 Mezzo Soprano-Baritone Duet, with orch.,
10-in Jean Nealson-James Jordon
$1.00l HOLY GHOST WITH LOVE DIVINE—

Tenor, with orch.............«. ....Reed Miller

Lanin’s Roseland Orchestra

{ ENTICING (Seduisante)—Waltz
Joseph Knecht's Waldorf Astoria Dance Orchestra

SPECIAL RELEASE—BEGIN DELIVERY JULY 20th

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

25 West 45th Street - - New York City, N. Y.

Branch Offices :

Factories :

CHICAGO, ILL.

SAN FRANCISCO, CAL.
TORONTO, CAN.
LONDON ENG.

NEWARK, N. J.
ELYRIA, OHIO
PUTNAM, CONN.
SPRINGFIELD, MASS
KITCHENER, ONT
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popular one-steps.

Summer will soon be in full swing.
Special Summer Dance Records—jazz band jazzes,
saxophone waltzes and rollicking fox-trots with
Every one is a dancing ace.
them, but you can’t keep them.

There are 74

Columbia Graphophone Co.
NEW YORK

Get

e

THE STORY THAT NEVER GROWS OLD

Love and War Seek Music’s Aid to Bring Ro-
mance to Happy Ending—Love at First Sight
Over the Record Counter Brings Congratula-
tions and Orange Blossoms

The story of a war romance in which a sol-
dier, a pretty girl and a Victrola were the lead-
ing characters is being told by James J. Davin,
of the New York Talking Machine Co. The girl
is Miss Grace C. Gallagher, of 152 Eightcenth
street, Flushing, L. 1., and the hero is Edward
E. Lyden, of Youngstown, O. This is how it
all came about:

Miss Gallagher, who is now in charge of the
Victrola department of Irving Reisenburger’s
store at 27 Main, was employed four years ago
by Mrs. M. B. Kaplan, who conducted a store
on Fulton street, Jamaica, where the sale of
Victrolas was the principal feature. Mr. Lyden
had enlisted during the early part of the war, in
Youngstown, and had been assigned to the 803rd
Air Squadron, and sent to Camp Mills, Long
Island, with some other troops. While in camp,
which was at Mineola, Lyden frequently went
into Jamaica, and when the boys of his company
decided to purchase a Victrola he said that he
knew a store in Jamaica where they sold them,
and he would ascertain how much they were.

While it seems hardly necessary to tell the
rest, the story would be incomplete from a
writer’'s standpoint, were it not said that he
went into Mrs. Kaplan’s store, met. Miss Gal-
lagher and—but what’s the use. Well, anyhow,
she started to show him the Victrolas, and you
know how it is when a pretty girl commences
to play modern melodies on a Victrola. She

played most of the latest tunes, but it is a ques-
tion whether the soldier heard them or not, be-
cause he was busily engaged in looking at the
young lady.

Strange as it may seem, Lyden bought a new
record whenever he went into Jamaica, and he
bought them all at Mrs. Kaplan’s store, and
sometimes e got to Jamaica twice a day and as
many times in the evening.

Finally, when his company received orders to
go to France he fixed éverything up before he
left. So the last tune he heard in Mrs. Kaplan’'s
store was “Till We Meet Again.” He was in
France cighteen months. Now he is back, and—
it’s going to take place in September. The
bride-to-be is wearing a handsome diamond and
also a prettier smile than she ever wore before,
and that’s smiling some.

Miss Gallagher is a daughter of Mr. and Mrs.
Charles Gallagher, and her hubby-to-be lives
with his parents at Youngstown. He is com-
ing to Flushing in the early FKall, alone, but he
won’t go home alone—Oh, no.” It will be a
church wedding and all Miss Gallagher’s friends
are congratulating her.

The young couple will make their home in
Youngstown, where Mr. Lyden is engaged in
business, and where they will have a little Vic-
trola all their own.

THE “PORTOPHONE” IN MONTREAL

MonNTREAL, CAN., July 2—Louis J. Bourgette,
whose offices arc located at 93 City Councillor’s
street, this city, is representing the ‘“Portophone”
in the interests of the Esco Music & Accessories
Co., in addition to the other lines of talking
ntachine accessories which he carries.

SENDS RECORDS BY PARCEL POST

Columbia Co. at Bridgeport Has Own Post Of-
fice Branch in Factory—Several Tons of
Records Sent by Mail Every Day

Bringerokt, ConN. July 6.—There is hardly a
factory or manufacturing establishment in this
city which is not using the parcel post to place
its products on thce market in the face of the
great difficulties in making shipments by freight
or express. The Columbia Graphophone Co.,
for example, is making large shipments of rec-
erds by parcel post, often sending out as many
as two or three tons a day in this way. Two
regular postal distributors are now on duty at
the plant sorting the packages and placing them
in the mail sacks. So great has been the de-
mand on the postal facilities that additional
equipment is being arranged for.

The cream-tinted walls are a pretty back
ground for the shade lights and mahogany furni-
ture, and make a perfect setting for the strains
of all music from opera to jazz.

Mr. Sims, the manager, has been connected
with some of the largest music houses in the
South, annd his experience in these lintes will be
of material benefit to purchasers.

MINISTER ASKS FOR VICTROLA

OttAwA, ONT.,, July 6.—At a recent session of
the Presbyterian General Assembly held in this
city, Rev. Mr. Johnson, Assinaboia, Sask., stated
that if a congregation could not support a min-
ister that congregation should get a Victrola
with records of sacred- music and sermons and
let the minister go somewhere where he would
be paid a fair remuneration.

ITALIAN MUSIC ROLLS

Foreign Music Rolls

for Your Koreign Record Customers

JEWISH MUSIC ROLLS

POLISH MUSIC ROLLS

MUSICA ITALIANA
Sonata da pianisti Italiani

PUPR JENTN
PRDUKRD PR N2 niyewy)

POLSKA MUZYKA
Przez Polskich Pianistéw

AUTHENTIC IN EVERY DETAIL

MUSIC AS IT SHOULD BE PLAYED
From the Original Scores and with all the characteristics of their respective nationalities

OPEN CUT ROLLS ON BEST PAPER

THE MONOROLL

Jewish, Italian and Polish Rolls now ready.

Four Sizes: 75 cents to $1.25 Retail

In preparation: Hungarian, Bohemian and Lithuanian Rolls

Made by THE ROSE VALLEY CO., 55th St. and Hunter Ave., Philadelphia
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The Individuality of Music

as conceived and interpreted by the artist, is offered in the new Gennett Records.
They endow your phonograph with a new and entrancing charm. Try these

10880805080}

i
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new Gennett Records. JULY LIST

9033—Daddy, You've Been a Mother to Me 9035—Blues, My Naughty Sweetie Gives to Me
)it (Fisher) Tenor Solo with Orchestra Accompaniment. (Fox Trot) (Swanston-Carron-Morgan).
e George Wilton Ballard Harry Raderman’s Orchestra
H

Cuddling Arms (Jerome-Lewis Young) Tenor and Son of Omar (Edwards) (Novelty Fox Trot).

; : 4 Harry Raderman’s Orchestra—$1.00
Bariton Duet with Orchestra Accompaniment. y
Chas. Hart and Elliott Shaw—$1.00 9036—Karzan (Dulmage) (Fox Trot) Saxophone

Solo with O A 1 t.
= : 9034—I'm Always Falling in Love (With the olo vgtiiOrchest A e s

== ||l . Duane Sawyer and his Novelty Orchestra
; N 175 cher Fellow’s Girl) (M_CYC"'C“S“) Tenor Solo Miss Me (Holland) (Fox Trot) Cordes’ Orchestra.
2 ~H : with Orchestra Accompammg:;)wc Wilton Ballard 9042 —On M Bi]]‘ysll):: R(:().(I sin§§)t]1(e\‘c'h<])rl;s—$l.00
: g —On Miami Shore (Jacobi altz
H Hand in Hand Again (Whiting Egan) Tenor and Cumberland Lane Orchestra
LR § Baritone Duet with Orchestra Accompaniment. VWild Flower Waltz (Marten Earl).
_?\ |E Chas. Hart and Elliott Shaw—$1.00 Diarilof’s Orchestra—$1.00
© H . 3 .
(LAE Any Starr Dealer will be glad to demonstrate the new standard of Gennett Record Perfection.
I They, as well as the Starr Phonographs are a revelation. Hearing is believing. . 3ls
THE STARR PIANO COMPANY, RICHMOND, INDIANA
NEW YORK CHICAGO LOS ANGELES BIRMINGHAM DETROIT CINCINNATI CLEVELAND INDIANAPOLIS LONDON, CANADA

sseseoessssrnss o tstasaes 0600000ALALLIE005583400258R081020580008530040803580000000800A553008500R10 44079 448eEARESS2 550 i 88 B NADEe08500NILARARILANESARLSS)BEICATILIAI0SEIRTIINS
e i i i — = - = — = o =
ll e > S P —_ - — 4




Jury 15, 1920

THE TALKING MACHINE

STARR PHONOGRAPHS

and
GENNETT RECORDS

Are distributed
throughout the Eastern States

By
J. SAMUELS & BRO. Inc.

Providence. R. I.
For New England

THE WITLIN MUSICAL INSTRUMENT CO.
8th and Chestnut Streets, Philadrlphia

For Eastern Pennsylvania, Delaware, Maryland, Dis-
trict of Columbia and South Western New Jersey.

THE WALTERS & BARRY CORP.
256 Main Street, Buffalo, N. Y.

For IFestern New York
THE STARR PIANO CO.
9 and 11 East 37th Street, New York City

I'or Eastern and Southern New York and North
Eastern New Jersey

Application for local selling rights from
dealers within the territories outlined
should be addressed to the distributor
covertng that local territory.  All
other applications should be addressed to

THE STARR PIANO COMPANY
RICHMOND, INDIANA
NEW YORK . ° CHICAGO _ -  LOS ANGELES

BIRMINGHAM = DETROIT CINCINNATI - CLEVELAND
INDIANAPOLIS - LOUNDON, CANADA
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THINK IT OVER

L 000000

T T T e R A T

Mr. Victor Dealer:

Summer is here, but for only a short time and THEN WILL COME
THE BUSIEST SEASON VICTOR DEALERS HAVE EVER KNOWN.

ARE YOU PREPARED to do a bigger and better business and DO 1T
RIGHT, to the SATISFACTION OF YOURSELI AND YOUR CUS-
TOMERS?

Now is the time to take stock of your condition and make plans to
IMPROVE it, unless you feel that there can be no improvement.

See that you are THOROUGHLY EQUIPPED to do an up to date
business. METHODS OF SEVERAL YEARS AGO WILL NOT DO TO-
DAY. You must be up to date or you cannot expect to be one of the
LEADERS IN YOUR LINE.

Plan your Iall advertising campaign now for the season and get it off
your mind before the rush arrives.

YOU ARE SELLING A FIRST-CLASS PRODUCT, therefore see
that your EQUIPMENT IS WORTHY OF REPRESENTING THAT
PRODUCT.

You do not have to make excuses for your merchandise, therefore do
not be obliged to make any for your selling methods or your establishment.

Live dealers are looking into the future and it is THE DEALER WHO
GIVES THE BEST REPRESENTATION OF THE VICTOR PRODUCTS
WHO WILL BENEFIT MOST IN THIE END.

GET INTO THE GAME WITH ALL YOU HAVE IN YOU.

Remember—There is business in Summer as well as in the Winter for the
live dealer. Do not say, “IT CANNOT" BEE DONE” but “GO OUT AND
GET IT.”

We are always glad to consult with our dealers in regard to any improve-
ments they may contemplate and give them the benefit of our long experience.

Our service department is at your disposal. It may suggest something that

you have not thought of.
Yours for. service,

AMERICAN TALKING MACHINE CO.

e e e

AMERICAN TALKING MACHINE CO.

356 Livingston Street - - BROOKLYN, N. Y.
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DEALERS IN INDIANAPOLIS ARE GOING AFTER BUSINESS

Any Temporary Slowing Up Is Being Counterbalanced by the Active Campaign Now Conducted
by Leading Merchants Who Are Selling More Talking Machines and Records Than Ever Before

INDIANAPOLIS, IND., July 6.—With the Summer
weather having a tendency, along with other
factors, to slow up business, the live local deal-
ers are stimulating business by “going out after
them.”

E. R. Eskew, manager of the Pathé Shop, has
out a corps of women solicitors. Whenever
these women locatc a prospect a salesman fol-
lows up and closes the deal. If a prospect
wishes it, a machinc is placed in the home for
demonstration and the salesman makes it a point
to get out to the house early in the evening,
when the man of the house is at home.

Other dealers are using similar campaigns on
the outside. The results of thesc ecampaigns are
two-fold—they keep up the morale of the salcs
force during the ‘hot weather and they kcep the
people thinking and talking about talking ma-
chines, bringing in a certain percentage of busi-
ness that could not be had otherwise in the
Sumimner months. i

Morris Rosner, manager of the Pearson Piano
Co. talking machine department, noticed a de-
cided improvement in business during thc last
ten days. Two of his sales foree, Miss Ruth
and Miss Hankins, have gone to Portland, Orc,,
to attend the Shriners’ convention.

George Standke, manager of the Brunswick
Shop, said that the trend of business continues
to be toward the higher-priced instruments and
that the demand for lower-priced and smaller in-
struments is negligible. Harry Bibb, of the
Chicago office of the Brunswick-Balke-Collender
Co., visited the local storc last wecek.

W. O. Hopkins, formerly of Evansville, Ind.,
has succeeded A. H. Snyder as manager of tlhc
Edison Shop. Mr. Hopkins is contemplating the
purchase of the shop.

Carl Anderson, manager of the Indianapolis
Talking Machine Co., obtained much favorable
publicity for his shop and the Victrola in con-
jection with the showing here of the movic
“Why Change Your Wife?” Mr. Anderson sup-
plied a Victor machine and records, which were
used effectively in connection with the picture.
Business has been brisk in the portable models
Mr. Anderson said. The month of June brought
wedding bells to the shop twice—Roy Cooper,
of the sales force being married last week, and
Miss Ruth Tamblym being married this weck.
Al Bates, of the Ohio Talking Machine Co. of
Cincinnati, visited Mr. Anderson and other Vie-
tor dealers recently. Miss Lois Killen has
joined the record sales force of Mr. Anderson.

The remodeling of Wideners’ Grafonola Shop

has been completed with the exception of a few
finishing touches. W. G. Wilson, manager, is
proud of the shop and he has reason to be.
J- L. Peters is spending his vacation at Lake
Tippecanoe. Miss Dorothy Jones, in charge of
the record department, has returned after a two
months’ leave.
““What Indianapolis Missed in 1820” was the
title of a elever window display featured by H.
E. Whitman, of the Circle Talking Machine
Shop, during the Centennial celebration. His
window was covered with a canvas log ecabin
and by looking through the “window” of the
cabin one could see an electric Vietrola.

Ernest Arthur, manager of the Somnora de-
partment of Charles Mayer & Co., said the news-
paper advertising campaign being carried on
was getting results.

Taylors is featuring the Victor machines and
records with a large illuminated billboard in
the heart of the downtown business distriet.

C. O. Mueller, manager of the talking machine
department of Mooney-Mueller-Ward Co., Pathé
distributor, said that the dealers in this territory

“WHAT ARE YOU SHORT?"

Get in touch with us. We have everything in
the phonograph line—Needles, Tone Arms, Motors,
Cabinets, all kinds of accessories and repair parts.
We specialize on Main Springs, Bettertone Phono-
graphs. Let us do your repairs.

PLEASING SOUND PHONOGRAPH CO,,

204-206 East 113th St., New York.

who have seen the new Model T Actuelle

Classique are enthusiastic over it and predict a.

big sale. The Schneider Music Co. of Vin-
cennes, Ind., has taken on the Pathé agency
there.

George Stewart, of the Stewart Talking Ma-
chine Co., said that the reports from his sales-
men indicate a great activity among Vietor deal-
ers in making preparations for increased busi-
ness. Many dealers are remodeling their stores
and enlarging them, Mr. Stewart said.

\W. S. Barringer, who has been in charge of
buying for the Stewart Co. for thc last eleven
years, has resigned his position to go into busi-
ness for himself in Kokomo, Ind. Mr. Barringer
will open a high-grade Victrola store. As
photography has been his life-long hobby, Mr.
Barringer also expects to carry a line of photo-
graphic supplies.

The New York Store, of this city, which han-

dles the Victor line, has cnlarged and remodcled
its Victrola departiment. It now has a forty-
foot record counter.

Walter E. Kipp, of the Kipp Phonograph Co.,
cxpects that at least 100 dealers from this ter-
ritory will attend the Edison convention in Chi-
cago July 12.

Among the new Columbia dealers in this ter-
ritory, as announced by the Indianapolis branch,
are Scott & Hart, of Clinton, Ind.; S. C. Prevo &
Sons, of Greencastle, Ind.; Odon Music Store,
of Odon, Ind, and R. W. Wade, of Ladoga, Ind.

PIERSON CO. BEING ORGANIZED

A corrcspondent in Rockford, 111, informs us
that cfforts are being made in that city to or-
ganize a company for the manufacture of talk-
ing machine cabinets. The new organization,
when it is-formally launched, will be known as
the D’ierson Phonograph Parts Co.

Remember that there is one teacher who is al-
ways satisfied with his salary, and hc is experi-
cnee.

30914

30912.—Mahogany,

inches.

A
RECORD CABINET
MATCHING
VICTROLA NINE A

golden
weathered oak, nickel plated trimmings, lock
and key, shelves interior, casters.
Top, 18%4x217%4 inches.
Victrola IX A. Patented rimmed moulding with
removable back piece, so machine can easily
slide in, giving a perfect “Cabinet-match” ap-
pearance. Average weight, crated, 70 pounds.

MANUFACTURED BY

SCHLOSS BROS.
637-645 West 55th Street

Cabinets of all descriptions and finishes

Catalogue No. 20 Ready for Distribution

oak, fumed oak,

Height, 33
Matches New

New York

Have You One?




72

THE TALKING MACHINE WORLD Jury 15, 1920

[

O

M

T AT

L L R T R T T A R 8 T T A R e L T R T T 0 e A Tl L g e T it St

|

NI

WL BIEU P L T e T B BT B e e T e e P T TR R s B T TR T T (g e L el et v O e

(8 T T IIIHIIIVI||IIIIIlII||IIIHI|||||||l|l|V|||||||l|l|l|ll||l|l||lll|l|IIIIIl||||III||l|||||l||||||l|l|||||l||ﬂ||IIIIIIIIIIMHIIIIIII]IIIIlllllll|||l|IIIII]III|||]||||||h||Hl||\IIHIIIII]IIIIIIIHHIIIIHHL

The AEOLIAN-VOCALION

The Phonograph that has made the Talking Machine a Real
Musical Instrument. Manufactured by the Aeolian Company—
Foremost Manufacturers of Musical Instruments in the World

REPRESENTATION A VALUABLE ASSET
FOR THE DEALER

OCALION representation will, in the near future,

be at a premium. The superiority of the Vocalion
1tself in musical qualitv, durability, appearance and
“selling” features like the Graduola, etc., the superiority
of the Vocalion Records and the magmﬁcent national ad-
vertising being carried on in the Saturday Evening Post and
other mediumsis having a steady, strong, cumulative effect.

Progressive merchants who would appreciate the oppor-
tunity to handle a product which will be not only exceed-
ingly profitable, but will add measurably to the prestige
of anv establishment, are invited to communicate with

SOUTHERN DISTRIBUTORS

0. J. DeMOLL & COMPANY
WASHINGTON, D. C.

O. ]J. DeMOLL EMDMIONS S. SMITH
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TTOCALION RECORDS

AEOLIAN-VOCALIONS- MELODEE PIANO PLAYER ROLLS
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ADVOCATES USE OF MOTOR TRUCKS

Geo. W. Hopkins Addresses Columbia Dealers
at Indianapolis Meeting of Branch Managers
—Ben Brown Tells of Visit to Bridgeport

INpIANAvoLs, IND., July 6.—The Indianapolis
brauch of the Columbia Graphophone Co. held
a meeting of its dealers at the Lincoln Hotel
here recently. George W. Hopkins, of the Co-
lumbia Co., addr:ssed the decalers on the use
of motor trucks in selling the country tradec.

“Just consider what your sales would be if
vou sold every person in your territory just $l1
worth of Columbia product cach year,” said Mr.
Hopkins. “It scems absurd to mention such
a figure and yet an actual check on your Dbusi-
ness will show you that in most, cases your
average is not equal to this amount. But by
bringing your store to the people, with the
use of the truck, you have the problem solved.”
H. L. Tuers sold the idea of Dealer Service to
every dealer present. He explained in deta:l
the policy of the company in its efforts to
scrve the dealer.

Robert Porter, new field sales manager of
the company, was introduced to the dealers,
and he talked to them on the importance of
proper location for their stores, the class of
trade they cater to, and the idea of having a
definite quota each week as their working
basis throughout the year.

Charles B. Lang, assistant brauch manager,
assured the dealers that the aim of the com-
pany men was to show a daily improvement in
the service to the dealers. Mrs. Nellie 1.
Sharpe, educational representative working out
of this branch, outlined the activities of the
educational department.

Ben Brown, manager of the local branch, re-
quested Manager McKenna, of the St. Louis,
Mo., branch to tell about the trip made to
the New York and Bridgeport factories with
the St. Louis branch‘dealers. Mr. Brown hopes
to have his dealers make the same trip shortly.

'SHAW SUPPLY STORE REMODELED

Tacoma Victor, Edison and Columbia House
Now Installed in Handsome Building—Large
Electric Signs Advertise Location From Afar

Tacoaa, Wash., July 3.—Alterations which have
been in progress in the building of the Shaw
Supply Co., Inc,, for the past two months have
been completed. This company, which handles
the Victor, Edison and Columbia, has completely
remodeled the building and has greatly increased
the facilities for the display of talking machines
and records. The talking machine and record
department is now located on the first floor and
has been handsomely finished in ivory enamel.

The general offices have been moved to the
third floor of the building, whefc the accountants
have what are said to be the best working con-
ditions of any similar-office in the city, on ac-
count of the abundance of daylight and fresh air.
The new private offices of Paul T. Shaw and
Henry G. Shaw arc also on the third floor and
have been handsomely fitted out in golden oak
and mahogany. The entire store front of the
building has been cleaned and four large elec-
tric signs have been added.

OPENS NEW STORE IN ENSLEY, ALA.

Ellis Jewelry Co. Music Store Becomes New
Music Center for Victor and Columbia

BirainGHAM, AL, July 6.—The formal opening
of the Ellis Jewelry Co. Music Store in Ensley,
which took place last month, marked another
advancement in the tide of that city’s progress.

This store occupies the place formerly occu-
pied by the jewelry store, and has been comn-
verted into a modern home for the fifty-seven
varicties of music that are now being offered to
the public. With sound-proof booths in which
to hear the latest Vietor and Columbia records,
oute can let the rest of the world go by and not
be disturbed.

THE TALKING MACHINE WORLD 73

BUYS INTEREST IN CAPITAL CO.

Jay T. Kanney, Formerly of La Porte, Ind,
Will Have Charge of Olympia Store

OLymria, Wash, July 6.—Aumnouncement has
been made of the sale of half interest in the
Capital Music Co. by L. R. McIntosh to Jay T.
Nanney, recently of LaPorte, Ind. Mr. Kanney
kas had ten yecars’ expericnce in the talking ma-
chine business and will have charge of the in-
side work at the store. He is a son-in-law of
J. D. Kuhns, manager of thc Sloan shipyards
for the Emergency Fleet Corp. Mr. MclIntosh
retains half interest in the business and will de-
vote his attention to the outside sales. The
Capital Music Co. is onc of the best known con-
cerns in its line in Thurston county and special-
izes on talking machines. Its stock of rccords
is said to be one of the most complete in this
section of tlie State, comprising more than 3,000
records.

A. C. HUFF'S BEAUTIFUL STORE

A. C. Huff, of Allentown, Pa., is converting his
place into one of the most beautiful establish-
ments in the Lehigh Valley handling tatking
machines. He just complcted alterations in a
large double property adjoining his present lo-
cation. He has fitted up one of the most at-
tractive piano and talking machine establish-
wments to be found in that secction. He has
installed twelve attractive demonstrating rooms
and four player-piano rooms. His recent open-
ing was largely attended by the people of the
city.

TO BUILD FACTORY ADDITION

The Rentz Talking Machine Co., Wells, Minn,,
is planning to build an addition to its factory
in that city. Several shipments of material have
already arrived and work will begin as soon as
possible.

VICTOR SUPREMACY

ICTOR Retailers can look forward

v

to a Banner 1920 Fall Season, for

behind their product stands the ac-
knowledged supremacy and leadership

of the VICTROIL A and
VICTOR RECORDS

Are You Prepared to Handle this Trade?

G. T. WILLIAMS CO., Inc.

217 Duffield Street
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EQUIPMENT

Blood Universal Tone Arm

Heineman No. 36 motor

12.inch 12 record album
Specially designed needle containers

Plywood
construction

Extra heavy nickel plated hardware

Piano finish

List price $52.50

with Little Wonder “WI”’ Motor
$45

PIKNIK PORTABLE

NS IN [L

RIGHESYT CLASS
PORTAB [LE

l TRADE MARK
|

LAREWEEDB,N.J,
Patent Pending

The instrument for every
home as well as for every
occasion requiring a portable

| phonograph.

Dealers interested in high
grade, standard machines can
secure immediate shipments.
Insure Christmas deliveries
by ordering now.

PHONOGRAPH, Inc. ::

PII\NIK

Size 8 x 13 x 15 inches

Weight 16 pounds
A Portable in 30 seconds
Carries 12, 12-inch records in album

Lakewood, N. J.

SEES HEAVY FALL RECORD TRADE

Manager of Independent Record Department
Which Features Okeh Records Finds Busi-
ness on the Increase—Deliveries Maintained

S. F. Nusbaum, manager of the record de-
partment of the Independent Talking Machine

S. F. Nusbaum

Co.,, New York City, stated that he expected
the Fall record business to be much heavier
than that of last season.

Mr. Nusbaum has been connected with the
talking machine industry for the past ten years.
Prior to his joining the Independent forces he
was a member of the staff of the General
Phonograph Corp. His department carries ex-
clusively the Okeh record, a product of which
he is a great admirer. It has shown an increase
of Okeh record orders each month, and these
increases have been most substantial. He
makes a feature of giving service to his dealers,
and a point of always being ready to deliver at
least90 per cent of any orders received.

In speaking of conditions during the past few
months, Mr. Nusbaum said: “Despite the ship-
ping situation. embargoes, etc., we have been
able, with very little delay, to keep our trade
supplied with Okeh records. It is true that
conditions at times were somewhat trying, but
most of such problems have been met without
any exasperating delay.”

Mr. Nusbaum further stated that he found
that the Okeh monthly hanger, denoting the
record releases, are looked forward to by the
trade eagerly. and from all indications they
find this material a sales creator.

STANDARDIZE SIGNBOARD CAMPAIGN

Collings & Co., well-known Victor jobbers in
Newark, N. J., recently sent to their dealers a
plan for imaugurating a standardized signboard
advertising campaign. The campaign will ad-
vertise Victor products and will of course also
feature the dealer's name. Spaces have already
been arranged for and concerted action from
Victor dealers is planned.

LARGE NEW SCHLOSS BROS.FACTORY

New York Cabinet Manufacturers Moving Into
New Quarters—Normal Production Expected
by September—Facilities Greatly Increased

Schloss Bros., well-known cabinet manufac-
turers at 645 West Fifty-fifth street, will shortly
move into their new factory at 797-805 East
135th street, corner of QOak, New York City.
Their new home is a specially designed and
equipped building for the manufacture of talk-
ing machine, player roll and other cabinets, as
well as piano benches. It is three stories high,
and contains approximately 50,000 square feet
of floor space.

This firm is mowing into its new quarters by
degrees, thus keeping the production at the
two plants at about normal. It is hoped to
have all of the machinery and other equipment
moved into the new building by August 13,
and normal production will be reached by Sep-
tember 1. The floor space, machinery and other
equipment, as well as. the working force has
been greatly increased, and in the early Fall
months of this year the Schloss factory will
be turning out double the production of that
of their former home.

The new Schloss building is modern in every
respect, and is what is described as a daylight
plant. 1t has many conveniences for the work-
crs, and the whole has been planned for
efficiency. G. T. McCarthy, a well-known archi-
tect and builder, who is also responsible for
the new home of the Gotham National Bank,
is the designer and builder of the mew factory.
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Your customers will instantly appreciate the advantages
of the

Qathedral

Phonopraph

Cood judgment prompts wise dealers to heed the con-
stantly increasing demand for a phonograph that will
properly rcproduce all makes of rccords.

Without cmploying make-shift attachments the Cathedral
gives the greatest, number of playings from cvery record
—conforming to the exact requircments of each type
of rccord.

Cathedral Exclusive Features
Insure Rapid Turn-Over

The Cathedral phonograph is replete with selling appeal.
[ts points of superiority are so instantly apparent that
1t creates a sensation wherever shown.

The Cathedral Reproducer is the first
device designed to play all types of records according
to each record’s exact requirements,

A simple turn of the hand automatically presents the
proper point at the correct weight with perfect synchro-
nism for each type of record

The Cathedral Amplifier is built of heavily
ribbed spruce, scientifically shaped to eliminate sympa-
thetic vibrations and reflect thz amplified tone wavcs
with perfect distinctness.

Distinctive Designs. Each of the Six Cathedral
Models is a fine example of modern furniture designing.
The grill designs and trimmings are adapted from the
windows of famous Old-World Cathedrals. Every feature
of the Cathedral Line expresses quality and distinction.

Cathedral Phonograph Co.

General Offices—Omaha, Neb.
Factories: Marion, O. Chicago, Ill. Grand Rapids, Mich.
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King of Songs.

Al Jolson’s “Some Beautiful Morning (Il
Find You in My Arms)” is the Home-Run
I’s a seller from the start.
Get ready by ordering big. A-2940.

Columbia Graphophone Co.
NEW YORK

COULD NOT BELIEVE THEIR EARS

Edison Tone-test Recital in Iola, Kan., Shows
Good Qualities of Edison Reproduction

Vernon Dalhart, who is one of the widely
known Ilidison artists, was sitting besidc the
New Edison on thc stage during the rccital held
in Iola, Kan. The instrument was playing Van
Eps’ “Dixie Melody.” Thc reproduction was
so exact that many of the audience thought Mr.
Dalhart was playing the banjo and stood up or
craned their ncecks in order to gct a better vicw.
The newspapcr account of the affair was as
follows:

“The phonograph provcd its ability to rcpro-
duce violin, piano and banjo music, as wcll as
the human voice. The crowd was very much
amused in connection with the banjo typc of
instrumcnt to sec the puzzlement of the spec-
tators who had overflowed into the choir loft.
These were unable to sec the stagc and were
obviously at a loss to tcll whether a real banjo
was being played or not and evcry time they

craned forward trying to sce, the rest of the
crowd laughed in a way that incrcased their
curiosity until scveral of them finally stood up
and openly walked far cnough around to be
ablc to sce what was going on.”

WOOLEN MILLS SOLD FOR FACTORY

Davenport Cabinet Works Secures Site for New
Factory—Will Mean Big Expansion

Davenvort, IA, July 6.—The old Davenport
\Woolcn Mills property at 1227 East Rivcer street,
considcred one of thc best of thc remaining fac-
tory sitcs in cast Davenport, has been purchased
by the Davenport Cabinct Works, a ncw cor-
poration engaged in thc manunfacture of talking
machines. A contract of salc was signed to-day
and thc ncw owners will takc posscssion of the
building as soon as it has been remodeled for
factory purposes. The consideration is said to
be $30,000.

The Davenport Cabinet \Works is now located
in a small factory building at Second and \War-

ren strects. Its officers are L. E. Martin, presi-
dent; John Kjellberf, vice-president, and D. E.
Hallberg, sccretary-treasurer. They announce
that between forty and fifty men will be added
to thc working force.

A. W. LANDAY JOINS DENVER HOUSE

Becomes Manager of Victor Department of
Knight-Campbell Music Co.

Denveg, Cor., July 2.—A. W. Landay, of
Landay Bros., Victor dealers of New York, has
comc to this city and is now in charge of thc
Victor department of the Knight-Campbell
Music Co. Mr. Landay was forced to leave
New York on account of ill health and dis-
posed of his interests there some timc ago. He
has had long experience in the Victor business
and is well qualified to look after the details of
his new connection. He succeeds Tower O.

" Askerlund, who recently resigned to become

associated with the Q R S Music Co.’s Denver
warehouse and Western supply department.

A WALNUT TALKING MACHINE CABINET

The finest phonograph is

appropriately encased in

“The Cabinet-wood Superlative.”

Superb and refined beauty — rich shadin%
which even improves with age — wonderfu
reliability as a cabinet-wood — all these to-

gether put AMERICAN WALNUT in the

very front rank of woods

For Phonograph Cabinets

givin

)

More and more purchasers every day are
to AMERICAN WALNUT their
very first (and very insistent) preference. It
pays to supply what is demanded. _
We illustrate herewith an AMERICAN
WALNUT TALKING MACHINE
CABINET of elegant design.
imagine a more beautifully figured veneer
than that which it exhibits ?

Send for our valuable data for manufacturers — or

data for dealers. Also the worth-while Walnut Book,

AMERICAN WALNUT MANUFACTURERS ASSOCIATION
Room 1022 616 So, Michigan Boulevard

Could you

Chicago.
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possessed by no others.

to no other phonograph.

256 Main Street

Phonograph Dealers of New York
and Pennsylvania

Sell the Brooks—the Automatic Repeating Phonogra;_)}] that has every good
feature found in all other machines, and many additional points of value

The Brooks plays and repeats automatically @ny make of record any desired
number of times, then stops automatically with the tone arm suspended in
the air. The strong silent motor plays6to 8 ten-inch records with one winding.

When it comes to TONE,—this remarkable instrument yields superiority

Dralers in New York Stai_e and immediate «icinity are
advised to communicate with us very quickly if they are
interested in a big sale ot phonegraphs this season.

The Walters & MBarry Corporation
BUFFALO, N. Y.

We are the LARGEST Distributors of Brooks Automatic Repeating Phonographs in the United States.

WILFERT BROTHERS TELL OF PLANS

Well-known Inventors Interested in the Musi-
cal Recording & Reproducing Co., With
Plants in Augusta and Portland, Me.

BosTtox, Mass., July 6.—After having spent four
vears at least in perfecting the model that was
to represent their idea of the most nearly perfect
talking machine on the market the \Vilfert
Brothers. George F. and C. J. Fred, have prac-
tically closed out their business of fine cabi-
net makers and designers of high-class furni-
ture at 27 Cambria street and gone to Maine.
That is the latest chapter in the interesting story
of a new talking machine, to be known as the
Fidelis, which was referred to in a recent issue
of The World.

The company controlling this instrument is
a Maine corporation, to be known as the Musi-
cal Recording & Reproducing Co., and at Au-
gusta, Me., are to be the head offices: to be more
specific, 34 State street. It is to Augusta, where
the factory for the manufacture of the machines
is to be carried on. that George \Viliert, who is
the vice-president of the company, will go, while
the brother Fred will go to Portland. where it
is planned to manufacture a line of records and
where the recording laboratories are to be, also.

S

however. make fre-

The latter gentleman will,
quent visits to the Augusta factories.

The output of the company will be handled by
the Fidelis Sales & Distributing Co. and it will
have headquarters in New York, Chicago. Bos-

ton and Philadelphia. For the present there will
be three models manufactured, but later there
may be a fourth. One of these models, in the
shape of a baby grand recently was exhibited
before a group of invited guests at the Copley-
Plaza in this city and created a most favorable
impression, expert musicians being especially
interested in the combination tone chambers.
This baby grand model was sent a few days ago
to Portland, where a demonstration was given.

The Musical Recording & Reproducing Co.
has been capitalized for $2,000.000 and its officers
are Moxley Hill, president; George F. \Vilfert,
vice-president. who is also the inventor of the
tone chamber; Embrey O’'Bean, treasurer: John
M. Goodwin, general manager, and C. J. ‘Fred
Wilfert, assistant general manager. Mr. Green,
of New York who has lately associated himself
with the company. will be an important factor
in the distributing concern, already mentioned,
with headquarters in New York.

The \Wiliert Brothers are also working on a
universal reproducer which will handle all cuts
of records. Patents have been appl ed for.

TO RECEIVE MICA FROM ABROAD

The Phonograph Appliance Co.. which re-
cently moved into its new home at 174 Wooster
street, New York, has greatly enlarged its out-
put of "Crystal Edge” mica diaphragms. The
campany recently closed arrangements whereby
they will receive the highest quality of foreign
mica over a long period, deliveries of which are
already being made. This, together with their
own mines, puts them in a position where they
can make additional contracts for Fall business.

BUYS FITCH & LAMB ACCOUNT

Joseph Freed, Pittston, Pa., has purchased the
account of Fitch & Lamb. The entire building
will be remodeled and a full line of Victor ma-
chines and records will be carried. Six Uuico
booths will be added and an active drive tor
business made.

FIRE CAUSES SLIGHT DAMAGE

The tatking machine and music store of Peter
N. Paul. 2822 Kensington avenue. Philadelphia,
was recently damaged by fire which started in
the front of the store. Some of the instruments
on display were damaged but the loss was small.
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TANDARD Open Phonograph Motor
A QUALITY Product

Stlent Powérful Durable

A phonograph can .be no better
than its Motor. Install STANDARD

Motors in your instruments and thus

place them in the QUALITY class.

Standard Phonograph Motors, Inc.

Successors to
Krasberg Engineering & Manufacturing Corporation
451-469 East Ohio Street
CHICAGO
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The following 1s the opinion of our
experienced counsel on the subject of

UNFAIR TRADE PRACTICE

HE enforcement -of the Sherman Anti-Trust Act, which
became a law on July 2, 1890, revealed a variety of
methods and practices which trusts and other large concerns
adopted to destroy competition and interfere generally with
the free course of trade.

These methods and practices were
in the main not illegal, but they en-
abled large and powerful interests to
obtain control over certain lines of

commerce, to the detriment of the

public, resulting in situations which
constituted the corporation or the in-

dividual adopting such practices, an

offender under the provisions of the
Sherman Anti-Trust Act.

After the Supreme Court had ren-
dered its decisions in the Standard
Oil and Tobacco Company cases in
1911, business found itself in a state
of uncertainty. There was a contin-
ual menace of legal prosecution. It
was generally recognized that there
was a certain natural growth to busi-
ness which should not be interfered
with. But it was also realized that
there should be some legislation which
would expressly define these unfair
trade practices and prohibit them.
This it was felt would arrest unfair
methods of competition in commerce
in their incipiency, and yet not inter-
fere with the orderly development
and expansion of business. As a re-
sult, certain legislation was enacted,
among which was the Clayton Act,
which became a law on October 25,
1914. The report of the Senate Com-
mittee on Judiciary on this bill shows
#s legislative purpose. It was there
pointed out that the object of the
Act was to prohibit and make unlaw-
ful certain trade practices which as a
whole, singly and in themselves, were
not covered by the Sherman Law and

other anti-trust acts. The Clayton
Act, by making these practices illegal,
was an attempt to arrest the cre-
ation. of trusts, conspiracies and
monopolies in their incipiency and
before consummation.”

Among other of these unfair trade
practices, and which the Clayton Act
directly prohibits, are conditional or
tying contracts. Dealers in phono-
graphs, as well as other commodities,
know that it was formerly the com-
mon practice of large concerns to “‘tie
up”’ their customers so that dealings
in products of and with competitors
were rendered practically impossible.
The usual form of clause in these
contracts was as follows:

“The dealers shall not
sell or permit to be sold on
the premises any other
........ (product), and
will not deal or trade in any
.......... except those
supplied by the manufac-
turer.”

By Section 3 of the Clayton Act,
this practice is made unlawful, and
the insertion of a “‘tying condition”
in a contract is prohibited in inter-
state commerce whether the articles
are patented or unpatented and
whether the delivery is made by sale
or lease.

Since the enactment of this
statute, various means have been
sought to circumvent and defeat its
provisions, particularly Section 3 re-
ferring to tying contracts. Instead of

written agreements containing these
tying clauses, manufacturers have
sought to have a dealer “‘understand”
that the manufacturer would decline
to sell any further merchandise to the
dealer if the latter dealt in the
products manufactured and sold by a
competitor. An isolated instance of
this sort would not be a violation of
the law, but it is quite improbable that
a manufacturer would pursue such a
course with only one dealer. If, how-
ever, the same thing were done with
a number of dealers, these ‘“‘under-
standings®” would tend to show that
there was an attempt, not only to
evade the provisions of the law, but
that such ‘‘understandings” were
sought for the purpose of lessening
competition and were intended as a
means to create a monopoly in the
particular line of commerce. These
are the very practices which the
Clayton Act seeks to prohibit.

It is important for dealers to know
also that the Clayton Act provides for
a remedy for one who has been in-
jured by anything forbidden in this
statute, by giving to the person in-
jured in his business or property, by
reason of anything forbidden in the
Anti-Trust laws, the right to sue
therefor in any district court of the
United States in the district in which
the defendant resides or is found or
has an agent. The recovery in any
such proceeding may be threefold the
damages sustained, the costs of the
suit, etc.

By resisting any attempt to make them parties to unfair trade practices and unethical busi-
ness methods, dealers and other persons similarly situated, will serve to make the Clayton Law a
power and a weapon for their own protection, as this Act was passed not only to throttle at the
source the creation of trusts and large concerns and the practice of unconscionable business methods,
but for the protection of the dealer.

Sonora Phonograph Company, Ine.

NEW YORK

GEORGE E. BRIGHTSON, President

279 Broadway
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NEW TYPOPHONE RECORD ENABLES BLIND TO SEE BY EAR

Invention of Viennese Physician Substitutes Sound for Touch and Is Read by Means of Talking
Machine Record—Bible May Be Recorded for Thirty Cents—Whole Book on Six-inch Record

The talking machine record has been adapted
so that it becomes an aid to the blind, substi-
tuting sound for touch, according to the inven-
tion of Dr. Max Hcrz, a Viennese specialist in
heart discases, who arrived. in this country a
few wecks ago at the request of M. C. Migel,
chairman of the New York State Commission
for the Blind, together with many other or-
ganizations who were interested in his work.

The invention is based on a sound alphabet
devised by Dr. Herz from the Morse code, elim-
inating the dash and using the dot in various
combinations. A talking machine record is
made of a story in the sound language. The
record is placed on an instrument resembling
a talking machine equipped with a sound box
and the blind person, after becoming familiar
with the alphabet is able to read by ear rather
than through the fingers as in braillc, the method
in use at present.

The alphabet is based on the single dot, two
dots and four dots used in various combinations.
The record is made in the following manner:
Using an instrument like a typewriter the per-
son engaged in the work will punch holes in a
narrow tape, each group of perforations being a
letter in the dot alphabet. The tape is then run
through an clectrical machine and the perfora-
tions are transferred in sound to a master record.
Duplicate records are made in any quantity.

Dr. Herz, who is a member of the faculty of
the University of Vienna, calls his system typo-
phonia, or reading by sound, and the instrument
the typophone. ke declares that his system
has many advantages over the Braille system
of raiscd dots which is exceedingly difficult to
learn. Another advantage is in saving of space,
for a book of 200 pages may be transferred to
a six-inch record, according to Dr. Herz.

Here the question naturally arises as to why
use a sound alphabet to be reproduced by the
typophone rather than to reproduce in the first
instance the spoken words directly from an or-
dinary record. Dr. Herz’s answer is that it
would take 400 records to reproduce what can be
reproduced on one six-inch record by means of
the typophone. Then the spoken word on the
ordinary talking machine is difficult to compre-
hend. The great expense involved in reproduc-
ing a book of 200 pages on 400 records is
obvious, to say nothing of the space that one
such “book” would occupy.

The Bible in Braille takes several volumes.
Six thin typophone records costing from 12 to 30
cents would bring within the purview of the
blind person the contents of the great book
when the cost of the work in Braille might be
tremendous.

The reproducing instrument has the appear-
ance of a small talking machine and is kept
in a wooden case like a traveler’s typcwriter.
The weight is two or three pounds. ILike the
talking machinc, there is a large circular disc
about nine inches in diameter. Above this disc
is another disc, about the sizc of a six-inch rec-
ord. This disc receives the typophone record.
Connecting the two is a reduction gear. The
‘“reader” places the record in position and
fastcns the necdle to the sound boxes as in the
ordinary talking machinc. In order to begin
rcading the book he turns the large disc and the
words of the story are then tapped out in the
mmproviscd code. The reduction gear causes the
record to rotatc at a rate one thirty-sixth as stow
as the lower disc is turned. The operator may
“read” as slowly or as rapidly as he desires
merely by twirling the lower disc to suit his
ability to comprehend the sounds.

Recognizing that a “reader” may grow tired
after perusing a few chapters, Dr. Herz has con-
trived an ingcnious “bookmark” that enables
him to begin “reading” where he lcft off. A
small clutch inside the wooden case clamps the
bar holding thc ncedlc in the place where the
“book” is “closed.”

1t is the dream of Dr. Herz that there may
eventually arise in the United States an Interna-
tional Institute for the Blind, with scctions for
all the nations. By the system of typhonia he
is of the opinion that the world of literature,
science and culture may be opened to the af-
flicted. Records, he says, can bc made in all
languages. As most of the blind are poor, he
insists that his invention must be given frce of
cost or at cost.

MAUDLIN OPENS IN FORTUNA. CAL.

J. W. Maudlin, of Fortuna, Cal, who is well
known in that section as a hustling sewing ma-
chine salcsman, has decided to branch out in the
business line and has opened a talking machine
store in that city, where he will carry the Vic-
tor, Pathé and Kimball lines.

Intermountain

Victrola

Service

service.

Our new and completely equipped wholesale plant
places us in a position to give careful, first class

Progressive Victor Dealers are making new plans
to broaden their activities, and we will welcome
the opportunity to help make your store the musical
center of your community.

THE JOHN ELLIOTT CLARK CO.

Victor Wholesalers
SALT LAKE CITY, UTAH

BLANDIN

Development of the
Blandin Phonograph was
based on one all-important
object—the elimination of
blarish, runching sounds
or “phonographic’ noise.

This has been accom-
plished and the result 1s—
perfect re-production.
You are asked to be the
sole judge.

We cordially invite your
inquiry for details.

Racine Phonograph Co., Inc.
RACINE, WISCONSIN.

STANDARD SUMMER FANS READY

What is more appreciated these sultry days
than a free fan? The dealer who hands his
weary customer one of these cooling favors
will be long remembered. The Standard Talk-
ing Machine Co. of Pittsburgh has prepared
its 1920 Victor record fan, which is designed
after the form of a record, with space provided
for the local dealer’s imprint on one side. The
decorations of the fan are illustrations of Sum-
mer scenes,.each one showing the necessity for
a Victor machine and records for Summer
entertainment.

Far too many men behave themseclves merely
because they are afraid of the police and the
devil.
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REGINA CO. ISSUES DEALER HELPS

Hints on Selling and Advertising Sent Out as
Addition to Service Department—Will In-
augurate Publicity Campaign Next Fall

The Regina Co.. manufacturers of the Regina
phonograph., and for over twenty-five years a
producer of musical instruments, with executive
office in the Marbridge Building, New York,
and factory at Rahway, N. J, has recently been
forwarding to the trade a book containing gen-
eral ideas and “hints and helps” in sales and
advertising, prepared specrally for dealers.
This is in conjunction with the service depart-
ment, which is in a position to deliver to Regina
dealers, copy, cuts and other material for local
newspaper and mail order campaigns.

‘I'he book covers the advertising field thor-
ougnly, and is replete with timely suggestions
anad constructive material, which should prove
oi much value to dealers rs'ng it in a co-opera-
uve way. The suggested ads are most artistic
m tone, at the same time the sales copy is most

’

pointed. In addition to the material mentioned
above, the Regina Company is also in a posi-
tion to furnish advertising slides for the motion
picture houses. These without doubt in some
territories should prove business getters.

The Regina Co. in its own behalf will inaugu-
rate a big campaign during the coming Fall
Publicity will be given this line in many chan-
vels.

USES THORNS FOR TALKER NEEDLES

The thorn has come into its own! The blight
of the fragrant rose which has caused so many
tunkind words by its insistent needle point has
bcen elevated to a real sphere of activity. E.
V. Galloway, Chicago manager of Henry Holtz-
mann & Sons Co., says that he has a relative
who is not only a kinsman but a mechanical
genius as well. In his backyard is a thorn apple
tree. He conceived the idea of trying these
thorns, which are very hard and firm, on his talk-
ing machine. He claims to have met with great
success. Not new, but it is interesting.

where.

Diaphragm Prices are too High
Supplies are doubtful
Deliveries uncertain
Quality unreliable

These problems have to be met by purchasing agents every-
Sources of supply that are reliable, constant, and at
fair prices.have been hard to find.

For many years The Phonograph Appliance Company hzs

!

been one of the largest producers of high class mica diaphragms;
but even we, with our large resources of imported mica, our own
mines, our modern factory, and the earnest work of a thoroughly
experienced staff, have found it impossible to supply all the de-

mand of the trade for CRYSTAL EDGE MICA DIAPHRAGMS.

We have had to limit the size of our customers’ orders
at times, but we have never faile¢ to make promised deliveries,

nor have we tolerated any falling off in quality.

To meet the ever-growing demand for the highest quality
of goods at reasonable prices, we have been compelled for the
third time to move to larger quarters. We have more than
doubled our equipment, and in addition are now receiving mica
from all parts of the world. We have stocks in our warerooms
and afloat fully adequate for our summer and fall business, and

are now ready to extend our well-known quality service.

More Customers—Larger Orders

More Perfect Service—Highest Quality

Don’t wait until
Write us now—tell us your needs and we will
take pleasure in giving you the full benefit of our experience and
resources. Be your needs large or small we can supply you

promptly and at FAIR PRICES.

Let us solve your mica problems for you.
the rush is on.

All our diaphragms are sold on a guarantee of perfect sat-
isfaction. We have served and satisfied the same customers for

years on this basis. Let us serve you.

THE PHONOGRAPH APPLIANCE CO.
174 Wooster Street

New York

GREATER SAPPHIRE NEEDLE OUTPUT

John A. Botta, Who Acquired Extensive Knowl-
edge of Jewels in Switzerland, Came to U. S.
in 1910 to Specialize in Sapphire Needles

John A. Botta, a well-known manufacturer of
sapphire needles, whose plant is located in
Suffern, N. Y., was a recent visitor at the offices
of The World. He remarked that he recently

John A. Botta

enlarged his output of sapphire needles, and
states that he is now in a pasition to meet the
needs of the trade to a greater extent than in
the past.

Mr. Botta has had twenty-three years’ prac-
tical experience in the manufacture of jewel
needles. Born in Italy. he spent several years
in the jewel factories of Switzerland. followed
by a number of years in England. He has been
in this country since 1910 and prior to his
opening a plant of his own, he was connected
with several organizations, making a specialty
of talking machine jewel needles. He has on
h's staff seven practical jewel experts. Mr. Botta
was the recipient of a grand prize and gold
medal at the Acqui, Italy, Industrial Hygiene
and Alimentary Exhibition in 1907, where he
exhibited phonograph, watch and electric
jewels.

\Who answers the bell at your business front
door? \What impression does he or she make
upon your customers or prospects?

“Does It Play All Records?”

Certainly MAGNOLA does; and without any extra
attachments, too. This is only one feature, albeit .a
most important one, in the thorm}lghla up-to-date equip-
ment ‘of the MARVELOUS MAGNOLA,

MAGNOLA “Built by Tone Specialists”

v
Magnilu
Tolking
Muchme

 Watchng the Music Come Out

May we send you our handsome. sllusirated catalog
chock full of information concerning the wonderful
construction system of Magnols and the beauties of
its musical results, its artistic appearance and it
moderate price?

Send your name and let us tell you morel

MAGNOLA TALKING MACHINE COMPANY

OTTO S8CHULZ. President
Southern Wholesale Branch
1530 CANDLER BLDG.
ATLANTA, GA.

General Omhces
711 MILWAUKEE AVENUE
CHICAGO
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Sell GRETSCH Musical Instruments
and Make YOUR Store
The Musical Headquarters of Your Community

The biggest thing in our life is the business

of making friends.

That means that we have to put superlative

quality into our merchandise, of course.

A small line of GRETSCH Musical Merchandise will

increase the volume of your sales without adding to the
cost of doing business.

business 1is turnover.

The test
GRETSCH local sales co-operation assures rapid turn-

of a retailer's

over.

There are many out-of-the-ordinary advantages in
representing the GRETSCH line.
will come from the largest musical instrument manufac-
tory in the United States. You will be supplied with
STANDARDIZED musical goods—the supply of which

is constantly available.

Your source of supply

The GRETSCH organization will print your own
catalogue of STANDARD Musical Merchandise FREE

for distribution in your community.

National and local advertising, store helps, window
trims, catalogues and other co-operation will help you to
develop a larger and larger local trade.

Violaphone Talk-
ing Machine

PHONOGRAPH NEEDLES
EACH NECDLE WILL PLAY {0 RECORDS %/ Needles

7 o e / Each needle will play ten rec-
S e % ords. They retail at 15 cents
T A s per box of fifty needles. Priced

y to the trade at $3.90 per pack-
age of 60 boxes. The sixty boxes
retail for $9. In hundred pack-
age lots, we will allow you an
extra discount of 5%. Terms are 2% 10 days, or net 30 days.
VIOLAPHONE needles are packed in attractive counter display
boxes. We furnish imprinted circulars on request. We guaran-
tee the quality to be equal to the finest needle now on the market.

Suppose you send us a trial order for one package containing 60 boxes to retail
at 15c. each. Your money back—without any question—if your customers are

not pleased with the VIOLAPHONE needle.

Let us make up an assortment of GRETSCH Musical
Merchandise such as Violins, Mandolins, Banjos, Ukuleles
and the like. Complete assortments can be had at $500,
$1,000 or $2,000. On request we will submit a complzte
list suggesting an assortment to sult any sum you may
wish to invest.

The FRED. GRETSCH MANUFACTURING CO.

cordially invites your correspondence on the business
prospects of a Musical Merchandise Department.

Investigation does not place you under any obliga-

Suppose you write for details of our complete as-
sortment plan and HOW-—We co-operate to help you
build up a larger local trade.

tion.

In writing please address your letter to the Sales
Promotion Dept.

THE FRED GRETSCH MFG. CO.

M usical Instrument Makers Since 1883
£0-80 Broadway, Borough of Brooklyn, NEW YORK CITY

THE VIOLAPHONE

The Master Phonograph With The
Violin Tone

Five Models retailing from $100. to $250. Our plan gives you
an opportunity to sell the instruments within 90 days before we
ask for payment.

We simply request the privilege of placing ten VIOLAPHONE
PHONOGRAPHS in your store on a three months basis. To help
you sell these instruments, we have an extensive advertising cam-
paign under way. We invite careful comparison as to the qual-
ity of every part of the VIOLAPHONE. In every particular this
instrumerit is equal to talking machines now selling at $30 to $50
more at retail. Our trade discounts are 50% off. Write for more
details and our plan of local sales co-operation.

THE FRED GRETSCH MFG. CO., 50-80 Broadway, Brooklyn, N. Y.
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EDUCATING THE DEALER
TO STUDY HIS NEEDS

Constructive Dealer Literature Put Out by Co-
lumbia Peptimist Most Admirable—Forcing
Dealers to Concentrate on Vitally Essential
Questions of Moment to Their Business

One of the most constructive bits of dealer
literature gotten out in some time is the May
number of the Columbia Peptimist, which is de-
voted to an analysis of the dealer’s business and
offers a complete list of questions which every
talking machine dealer can ask himself concern-
ing his own store. The traveling representative
of any large company always finds it his great-
est task, when on the road visiting his dealers, to
systematize the time which he can devote to each
individual to the best advantage. As the Peptim-
ist suggests, suppose you see twenty dealers on
a trip and each dealer has fifty questions and
cne dealer has fifty-one, you have 1,001 problems
to solve before you can even begin to take up
your suggestions as to how he can improve his
business. The only solution for this evil is to
educate the dealer to have all his questions
ready when you arrive so that the discussion
may begin at once.

The Peptimist presents a sort of personal
questionnaire which it suggests should be sent
to every dealer and used by them to check up
their business. A study of these questions by
any talking machine dealer would be worth
while, for they forin the basis of good business
practice in the talking machine industry. A
classified outline of these questions follows:

Location.—Are you located in the best busi-
ness section of your city or town? Is your shop
in as quiet a location as possible? Are you on
the side of the street where trafic passes? Are
your neighbors such as to attract the buying
public?

The Shop.—Does you shop say “Music?”’ Is
your shop clean enough, light enough to make
sitting through a demonstration a pleasure? Is
your window a continually new, fascinating in-
vitation to “come in”’? Are your hearing rooms
stuffy or fresh? 1Is your shop up to the level of
surrounding salesrooms or better?

The Booth Felt Company, Inc.

M echahz’cal Felt Products

Turntable Felts

Needle Rest Felts

BROOKLYN, N. Y.
463-473 Nineteenth Street

Mot(;r Brake Felts

We carry a large stock of well assorted merchandise
which insures prompt deliveries.

If interested in Velour or Velveteen Discs
we can supply them.

FACTORIES

Motor Felt Washers

Cabinet Strip Felt

CHICAGO, ILL.
732 Sherman Street

Stock.—Have you at all times at least one
complete set of all Columbia records? Do you
take stock regularly so you know where you are
at all times? Are you making use of all Dealer
Service stock equipment? Is one clerk trained
and responsible for keeping stock classified, in
order and to see orders for “out” records are
sent in before they are out? Are records all
demonstrated from clean, new envelopes? Are
you continualy studying where you can enlarge
and hmprove your stock so the public will feel
whatever they want they can get in your shop?

Literature.—Do you study Columbia litera-
ture? Do you keep literature clean and fresh?
Do you distribute literature carefully?

essential

Every authorized Pathe Jobber in the
United States now has Hustylus in stock.

There is no reason for you being any
longer without a good supply of this

accessory for playing Pathe
records on standard
cut machines.

Herbert & Huesgen Co.
Sole Sales Agents
18 East 42nd Street
New York

e
\ \w\\\ Iz

lateral

Grafonolas.—Is your display stock of Grafo-
nolas at all times clean and well equipped?
Do you always start your demonstrations on
the higher priced instruments? Do you know at
least six definite selling points on Grafonolas
which can be used one at a time until you strike
the right one for each individnal buyer?

Records—Do you know “by heart” at least
twenty, varied, individuai Columbia records
which always sell? Do you study up one or two
new records weekly so as to increase your work-
ing and selling knowledge of the line? Do you
always consider the “record asked for” by a
prospect as already sold and sell him another?
Do you have sales meetings monthly with your
salesmen and go over the list, record by record,
picking out and noting sales points of each?

Mailing List—Is your mailing list brought
up-to-date at least once a year by a return postal
check-up? Do you cover your entire list at least
once a month? Do you regularly intensively
work sections of your list with various offerings,
special announcements, etc.? Have you your
copy of the Columbia Record for May, 1919, with
the complete mailing list subject analyzed? Do
you compare your mailing list with your sales
records and follow up along the lines of least
resistance?

BEGINS CO-OPERATIVE CAMPAIGN

Makers of Dulciphone Products Plan Active
Drive in Interests of Dealers—B. Abrams to
Tour Middle West Territory

The Grand Talking Machine Co., Brooklyn,
N. Y., manufacturer of the Dulciphone line of
talking machines, has just announced a novel
co-operative advertising campaign as an as-
sistance to its dealers, the advertisements to be
inserted in the local papers in dealer territory.

While the Dulciphone is not a new product,
this season’s models carry special features
which add to their value. The firm has in-
creased its production and for the purpose of
getting the direct interest of the consumer, the
present advertising campaign is planned.

B. Abrams, head of the company, will leave
late this month on an extensive trip through-
out the Middle West territory for the purpose
of getting the campaign under way in some of
the larger trade centers. Closely following the
Middle WWest campaign, a big publicity drive
has been arranged for the Southern territory.

In addition to manufacturing the three
models of the Dulciphone, the firm is also dis-
tributors of the Dulciphone steel needle.
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D CLEARNESS |

LAYS ALL MAKS OF RECORDS WITH ACCURACY AN

=R f’ﬁéﬂ ERLAY
PRODUCERS OF EXCLUSIVE PHONOGRAPHS

FOR THE JOBBERS AND LARGE DISTRIBUTORS

SCIENTIFICALLY CONSTRUCTED )
Every Phonograph is
PIANO FINISHED GUARANTEED FOR ONE YEAR
WHOLESOME NATURAL TONE Against All Manufacturer’s
LOUDEST OF VOLUME Imperfections
LATEST AND BEST MODIFIER : Write For All
OUR OWN PATENTED HORN

Information and Particulars
IMPROVED PERFECT SOUND BOX ‘ : To Either Address
BALL-BEARING TONE ARM |

M.L.KESNER || N. JERLAW
LATEST TYPE OF GUARANTEED

47 West 34th St. l 316 So. Clark St.
NEW YORK CHICAGO
MOTOR

Telephone [ Telephone
NEW BEVEL EDGE TURNTABLES ‘

SIX BEAUTIFUL MODELS

OF ARTISTIC DESIGN

GRAND RAPIDS EXHIBIT
4th Floor Klingman Bldg.
NOW SHOWING

MODEL A

MODEL B MODELC MODEL D

MODELE MODEL G






Jury 15, 1920

THE TALKING MACHINE WORLD

he'Tradlei

JOHN H.WILSON,ManaSe'r

324 \VASHINGTON ST.,BOSTON,MASS.
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BostoN,- Mass., July S5.—Summer conventions
of talking machine companies are playing their
part in attracting to the various places thc rep-
resentatives of local houses and each and cvery
one of the men return to the city imbued with
1iew ideas as to the product, how best to market
it and what to stress in the art of salesman-
ship. With thé increasing arrival of goods there
scems to be little difficulty in disposing of them
and the 1920 Summer business promises to make
a very good showing with all the companics
rcpresented in the New England territory.

Interest among the talking machine men is
more or less focused just now on the two days’
convention of musical interests that is to be held
in this city on September 16 and 17. The plans
are being worked out by the New England Music
Trade Association, in whose membership are
many piano men who also handle talking ma-
chines. The social side of the sessions will not
be overlooked and on the first night there will
be a concert at the Pops in Symphony Hall and
on the second day a harbor trip is among the
events considered. Of thc 400 possible attend-
ants a good proportion of thcm will be men
interested in the talking machine business.

Fred E. Mann Discusses Conditions

Fred E. Mann, manager of the Boston branch
of the Columbia Graphophone Co., who rc-
turned the first of the month from an extended
trip in the West, addressed a well-attended
Columbia dealers’ meeting in the Swiss Room
at the Copley-Plaza on the evening of June 16.
His talk was concerned with the New England
stock situation, which rccently has been very
favorable. This territory, lhe said, has lately
been fortunate at the expense of branches in the

West and South, owing to railroad embargoes
e

“New England Service for
New England Dealers”’

MASTERS VOIC
——

REG.USPRTOFF

F

85 Essex Street

New England Dealers!

405 BOYLSTON STREET

The new “Empire’’ catalogue is now ready for you.
discount and terms. Write us for territory.

New England Piano & Phonograph Co.

Exclusive New England Distributors

Liberal

: BOSTON, MASS.

New England Pianos
New England Player Pianos
Wm. J. Ennis Players

Wholesale Distributors :

Empire Talking Machine
“The World’s Best Phonograph”

against shipments of machines and records to
the more distant localities, the consequence
being that shipments which undoubtedly would
go farther aficld have been diverted to Boston
for New England distribution.

It was Mr. Mann’s advice to the dealers- to
take up at this timc all the goods they could
get, thus insuring thcmselves against any pos-
sible shortage later, for should the embargoes
against the West and South be raised very soon
shipments into the local territory probably
would show a drop. It was certain, he said,
that there will be no depreciation in the value
of Columbia stock for the Fall and Winter
trade.

Mr. Mann also discussed the Columbia’s July

UR slogan 1s

again exempli-
fied by our success-
fully placing Victor |
goods into the hands
of our dealers in the
face of embargoes,
stevedore strikes and
seemingly 1nsur-
mountable diffi-
culties.

Ask the dealer!

This time our barge ‘ Olive” turned the trick

The Eastern Talking Machine Co.

VICTOR WHOLESALERS

BOSTON

advertising campaign, which is to be built around
the dance records on the catalog, and in this
connection stated that he has had convincing
proof that dancing is to be a very popular pas-
timc this Suimnmer. One of thc leading bits of
evidence along this line, he said, was the diffi-
culty which Suminer hotels throughout New
England have been having to obtain the serv-
ices of dance orchestras, the latter being rela-
tively few to meet the demand.

The meeting was attended by dealers from
Springfield, New Bedford, Fall River, Salem,
Taunton, Ware, Brockton, Mass., and Derry,
N. H. and Randolph, Vt. The program in-
cluded several selections by Margaret Romaine,
of the Metropolitan Opera Co., a Columbia
artist, accompanied by James Ecker, of Boston.
Miss Romaine proved a very popular entertainer,
not only because of thc excellence of her sing-
ing, but for her gcnial and gracious personality.

Columbia Staff Changes
Mr. Mann this month announced a number

of temporary changes in the Boston branch per-

sonnel, resulting from the serious illness re-
cently of J. F. Luscomb, Columbia traveling
associate in southern Massachusetts and Rhode
Island. D. A. Ingall, traveling associate in Ver-
mont, has been transferred to Mr. Luscomb’s
territory for the time being and his territory
is being covered by E. H. McCarthy, dealers’
service manager at the Boston branch head-
quarters.

On Monday, June 21, Mr. Mann left Boston
to attend the International Convention of Rotary
Clubs at Atlantic City, to which he was a delc-
gate. He was accompanied by Mrs. Mann and
planned to be away for the entire week.

During the middle of the month R. F. Bolton,
sales manager of the international record dc-
partment of the Columbia at the New York
executive offices, was a visitor at the Boston
headquarters. He visited Portland, Me., also.

Merry Party for Jobbers’ Convention

A pleasant party that motored over to the
Victor jobbers’ convention consisted of Rob-
ert Steinert and Wholesale Manager Kenneth
Read from the Arch street offices of the Steinert
house, Herbert Shoemaker of the Eastern and
Charley Snow of Cressey & Allen of Port-
land, Me. They planned to spend a day in
New York and when they left Boston they
were pleasantly anticipating the entertainment
they were to receive at the hands of President
R. C. Smith of the Unit Construction Co. at his
country estate at Villa Nova, Pa.

Strong Force Covering New England

The Musical Products Co., which is located
at 142 Berkeley. street, is now permanently set-
tled on the fourth floor, just above the one into
which it moved a few weeks ago, as its present

(Continued on page 85)
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OW is the time for Pathé dealers to stock up on staple machines and records.
the next ninety days, when retail business is naturally lighter than at any other sea-

son of the year, is the time to accumulate some surplus stock in preparation for the heavy
business of fall and winter. :

Merchandise of this character will be very difficult to obtain, this fall.
staple stock you can secure this summer, you will insure a steady, even flow of business
when it will be next to impossible to secure the goods you need.

Pathé dealers are urged to write us, at once, looking towards procuring some reserve stock
NOW to assist in carrying them through the drought of merchandise and downpour of
freight embargoes and congestion which the coming season is sure to develop.

g

' Hallet & Davis Piano Co.

146 BOYLSTON STREET, BOSTON

General Distributors for United States of
Pathe Phonographs and Pathe Records.

Stock up on Pathe
Staples Now

During

By laying in what

New York Office;

Hallet & Davis Bldg., 18 East 42d Street

THE TRADE IN BOSTON AND NEW ENGLAND—(Continued from page 83)

‘quarters were not then ready. The rooms are

numbered 407, 8 and 9. Manager Sheddell says
the Sonata goods are coming along well and
that already there are many machines in the
storehouse around in Appleton street, only a
few blocks distant. He now has ‘six men in
the New England field. They are J. A. Nor-
mylé) dn-experienced man in the business, who
has Worcester, Lowell, Lawrence and interven-
ing territory; Frederick Finn, six years with
the Eastern Co., who will cover western Massa-
chusetts, with headquarters at Springfield;
Merritt E. Dockey, who has been connected
with Bailey’s Music Stores, well known in Ver-
mont, who will have that State and New Hamp-
shire territory; Leon M. Higgins, Metropolitan
Boston; William» S. Townsend, the Providence
territory, and E. Bennet Fox, the State of
Maine, with headquarters at Portland.

It is Manager Sheddell’s plan late in the Sum-

mer to give demonstrations in all the large
cities, these demonstrations which are to be in
one of the hotels and to continue a week, will
be especially for dealers, and ‘Manager Sheddell
believes that they will be the quickest and most
convincing way to prove the merits of the
Sonata proposition.
Important Beacon Connections

One of the results of ‘Richard Nelson’s recent
trip to the South is that distributing arrange-
ments have been made with J. H. England, who
will look after the Beacon’s interests in the
States of Georgia, Alabama, Florida, Tennessee
and Louisiana. Arrangements of a somewhat
similar nature have been made with Charles
B. Branner. With headquarters in Richmond,
Va., he will be the distributing medium for this
machine for Virginia, North and South Caro-
lina. J. H. Adamson, who has been a whole-
sale furniture dealer in New York for a num-

ber of years, will open offices in Philadelphia,
from which he will handle a good part of
Pennsylvania, Maryland, Delaware, Washing-
ton and the lower part of New Jersey. D. J.
Speck, with offices in Syracuse, N. Y., has been
appointed Beacon distributor for New York
State and a part of eastern Pennsylvania.
Mr. Nelson says that Beacon production has
been coming along very fast and that good
shipments are now being made to dealer;s:
through the East and Middle West. He says
that all of the territory east of the Mississippi
is now closed and goods shipped through the
ten distributing points are located in this terri-
tory. It is the purpose of the company to open
up the Far West in the Fall. A. R. MacDonald,
the president of the company, is now spending
much of his time at the factory, where certain
changes have been inade which will result in a
(Continued onpage 87)

Vitanola Lyric Records
Phonographs Mysto Needles
rd

S. W. SHARMAT & SON

Wholesale Distributors

5 Bromf{eld Street, Boston, Mass.

Twinkle, Twinkle, Little Star
(With Apologies to Anonymous)

Twinkle, twinkle, little star,

How 1 wonder what you are
Cheese-box, lce Chest, Boat or Tent,
Surely not an instrument.

Music never got one's goat

Such as comes from out the throat
Of your “exclusive’ patent horn.
Do you think that natural tones
Can be made on megaphones?
No, the only proper wayé ~

Are as the Vitanola plays.

Lyric Lateral Records
S.W.SHARMAT & SON

£ Bromfield Street,

TR ' ofF.
NEVER ScRATCHE®

Dealers Supplied at Short Notice

Wholesale Distributors
Boston, Mass.
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THE TRADE IN BOSTON AND NEW ENGLAND—(Continued from page 85)

noticeable increase in production. H. Frank
Spurr, who has been opening up the New York
State territory, will hereafter spend most of
his time in sales promotion work in the New
England field, making his headquarters here in
Boston.

Brunswick Expansion

Wholesale Manager Fred E. Walter is plan-
ning to introduce the Brunswick into some new
territory and in preparation for the big Fall
demand for goods he may decide to sign up
with several well-known dealers who have been
anxious for some time to ally themselves with
the Brunswick proposition. Goods for the most
part have been coming along fairly well, but one
car that had been sent out from Chicago some
time ago was lost somewhere in Pennsylvania

for a time and that interfered with both the®

wholesale and retail output. The latest issue
of Brunswick records is taking well with the
trade, and there are certain numbers that it is
difficult to supply enough of to the trade.
C. A. Hewett with Cheney Forces

C. A. Hewett, who for some time was mana-
ger of the talking machine department of the
Jordan, Marsh Co., is now associated with the
Cheney and will shortly open Boston offices,
from which he will operate through the New
England territory. Burton Colver, sales -mana-
ger for the Eastern territory for the Cheney,
was lately in Boston conferring with Mr.
Hewett.

To Handle Sonora Exclusively

Manager Joseph E. Burke, of the Musical
Supply & Equipment Co., reports that his com-
pany has disposed of its Emerson franchise and
hereafter it will confine itself to the Sonora
proposition. The group of men to whom the
Emerson franchise has been sold (they are not
local persons it is understood) have leased a
factory out at Framingham, where Emerson
records will be pressed.

VICTOR

HORTON-GALLO-CREAMER (0

Are you making the most of
your opportunities as a VICTOR
Retailer ?

Perhaps we can help you solve a
knotty problem.

Call on us at any time.

& Equipment Co. his brother, Thomas E.
Burke, who is to be assistant sales manager.
The first-named Mr. Burke has established his
family at Allerton, Hull, for the Summer and
much of the time Mr. Burke motors back and
forth.

Important New Pathé Representatives

Vt., and the Jackson Furniture Co. at Provi-
dence, R. I., are among the latest concerns to
take on the Pathé line, having lately been
signed up by Manager R. O. Ainslie. The de-
mand for the Pathé in this territory is growing
rapidly and extensive advertising in the daily
papers, together with attractive window dis-

Mr. Burke has taken into the Musical Supply The Quality Furniture Co. at Brattleboro, (Continued on page 88)
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KRAFT-BATES+»SPENCER

NEW ENGLAND DISTRIBUTORS

aies e

) & @SS

PHONOGRAPHS AND RECORDS

ON BED-ROCK

The Brunswick proposition wins dealers because of its permanence

Business men who analyze the times realize that the House of Brunswick has built upon a
lasting foundation. That is the greatest inspiration for confidence.

Brunswick has a history of 75 years of successes. Its destiny is guided by some of the
ablest executives in American industry. Its financial resources are unlimited.
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There is a vast momentum behind Brunswick Phonographs and Brunswick Records. These
great musical advancements have won the public.
As one studies the advantages of a Brunswick franchise, its value grows. And men who

analyze the situation see the constantly increasing momentum that insures an even greater future.

It's a wise business man who associates himself with a winner. Many of the wealthiest
men in your community have progressed that way.

You can’t understand the complete value of a Brunswick franchise until you take all facts
into consideration. We invite Brunswick dealers and others to analyze the success of Brunswick
and apply it to their own opportunities.

Then pure dollar and cents reasoning will prove the extreme high market value of a -Bruns-
wick dealership franchise.

KRAFT-BATES & SPENCER, Inc., 156 Boylston Street, BOSTON, MASS.
NEW ENGLAND DISTRIBUTORS
TONOFONE, VICTROLENE,  MOTROLAS, RECORD FLASHER
Steel Needles Jewel Points Albums Record Brushes Khaki Covers
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MICA
DIAPHRAGMS

Watson Brothers, Inc.
170 PURCHASE ST.
BOSTON - - - - MASS.

plays, are playing an important part in pushing
these goods. S. D. Colahan, manager of the
retail department. is building up his end of the
business fast. E. B. Holmes, whom he has
succeeded, plans to go into business for him-
self, it is understood.
Arthur Chamberlain’s Summer Plans

Arthur Chamberlain, manager of the talking
machine departinent of the Iver Johnson Co.,
has been able to get several week-end trips to
his country home at New Found Lake, N. H.,
to which he motors up. He plans to take a
more extended vacation some time in August.

Opens New Talking Machine Department

C. G. Faux, of the New England Piano &
Phonograph Co., reports that the McGrath De-
partment Store at Lawrence has opened up a
talking machine department and the Empire
and New England will be carried. Louis Cohen
has been in Portland, Me., several times lately
trying to find a suitable location in which to
open up a department of the New England.
R. C. Rose is spending much of his time in
New Hampshire territory, where he finds a
good call for the Empire and New England
machines.

To Handle Musical Merchandise

The Hanover Music Store, located at 205
Hanover street, which is an exclusively Italian
establishiment, of which M. Rocci is manager,
will hereafter carry general musical merchan-
dise. It is having a good demand for the Em-
pire and New England talking machines.

Attended Edison Convention

Francis White, manager of the talking ma-
chine department of the C. C. Harvey Co., and
Carl Root, his assistant, are going over to the
Edison convention in New York, July 8 and 9.
They will be accompanied by Merrill Jones,
manager of the talking machine department of

great volume.

16-18 BEACH STREET

CALIFORNIA
San Francisco—Walter S. Gray Co.

COLORADO NEBRASKA

Denver—Denver Dry Goods Co.

Des Moines—Harger & Blish

PERFECTION 2L TONE ARMS

PERFECTION FLEXI-TONE REPRODUCERS
/W Manufacturers—

These reproducers and tone arms are the very finest made, mechanically —repro-
ducing as the records were recorded in the recording room—iclarity of sound with

WRITE FOR DESCRIPTIVE CATALOG AND PRICES

Manufactured by

New England Talking Machine Co.

DISTRIBUTORS: :

MASSACHUSETTS
Boston—Pardee-Ellenberger Co.

Omaha—Shultz Bros.

NEW YORK
iOwWA New York—The Phonograph Corp. of | YIRGINIA
Manhattan Richmond—C. B. Haynes Co., Inc.

Jobbers—
Dealers—

The Perfection Flexitone reproducer No. 7
attached to the Perfection ball-bearing
tone arm No. 4 plays all lateral cut rec-
ords on all types of Edison Disc Machines.
Made in nickel and-24 carat gold finish,
extra fine quality disc.

BOSTON, MASS.

PENNSYLVANIA
Pittsburgh—Buehn Phono. Co.
Philadelphia—Girard Phono. Co.
UTAH

Ogden—Proudfit Sporting Goods Co.

the Harvey company’s Brockton store, and
Lawrence Barry, manager at the company’s
Lynn store.
Fitzgerald Expands Force ;

Billy Fitzgerald, who is forging ahead as a
Victor retail distributor at his new quarters in
the Studio Building in Tremont street, has now
associated with him James A. \White, an expert
repair man, formerly with the Eastern Co., and
Harry M. Renaud, who will be an outside

Same quality as originally made.

G No. 3 Carrying

Strap Shown in
Cut

Lansing Khaki Moving Cover

For Delivering
TALKING MACHINES

Heavy Felt Padding for Grade A ;
Specially prepared Clean Cotton Batt Padding for Grade B.

LANSING COVERS wear well and are cheapest in the long run. Use
r them for every delivery.
Ty insurance against finger prints,
scratches and bruises; i
men’s time, clerk service, and aid the
delivery men.

LANSING SALES COMPANY

Eliot and Warrenton Streets, BOSTON

San Francisco Representative: WALTER S. GRAY

H. A. Copeland Sales Co., Charloite, N. C.

They mean

save repailr

Write for prices and
descriptive catalogue

Successors to E. H. LANSING
Manufacturers

942 Market Street
PHOENIX TRADING COMPANY
1265-69 Broadway. New York

traveling man. Mr. Fitzgerald lately rece.ved
from Bath, Me, a handsome autographed
photograph of De Gogorza, the famous baritone
who has been singing for the Victor for a num-
ber of years.

A. C. Barg, wholesale manager of the Vo-
cal.on’s Boston headquarters, is back from a
visit over at the New York offices.

Attended Commencements

George Lincoln Parker, the Edison dis-
tributor in the Colonial Building, went down
to Providence the latter part of June for the
Brown commencement exercises. Mr. Parker,
being an alumnus of Brown, has not missed a
commencement of his alma mater since he was
graduated.

R. O. Ainslie was another college man who
had eagerly looked forward to enjoying his col-
lege commencement. Mr. Ainslie is a \Williams
man and so he took several dayvs off from his

(Continued on page 90)

Disc Record, Player Roll and Sheet Music

Cabinets. The Best in the Market
See Display Ad in This Issue

Peerless Record Album

Standard of Quality to preserve the Records
See Display Ad in This Issue
Send your orders for both these lines to
L.W.HOUGH, 20SudburySt., Boston, Mass,

New England Representative

8and for Descriptive Clreular

Devoxstramion Bootss
AND Recorp CASEs

IN 8TOCK OR TO ORDER

FRANK B. CURRY
72-74 Dedham S8t. Boston, Mass
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Perfect Radiation
Ditson victor Service

ROM THE HUB OF NEW ENGLAND

to every down East city and town
Ditson Victor Service moves smoothly
and regularly. It forms a connecting link
from the Victor factory that i1s complete
and direct. It follows the machines and
records through the dealer’s store and
into the home of the customer with an
interest and helpfulness that is practical.

Service of the Ditson kind is now and

will be most valuable to the dealer in the
solving of stock and selling problems that
are cropping up.
- The house of Ditson does not hoard its
experience, but passes it on for the benefit
of its clientele. This 1s a fact worth re-
membering.

Right Service is Highly
Important Just Now

Oliver Ditson Company

BOSTON

Chas. H. Ditson & Company

'NEW YORK
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duties at the Hallet & Davis warerooms, where
hé is the Pathé manager, and hied himself to
Williamstown, where he had a time (almost) as
good as a year ago.

Miss Clark Succeeds Herbert Lunt

Herbert Lunt, who has been in charge of
the record department of the Vocalion, men-
tioned a short time ago as planning a trip to
England, his home country, has already reached
the other side. It is not impossible that he
will remain over there provided he can connect
with the Vocalion's London house.

Miss Minerva Clark has taken Mr. Lunt’s
place in the record department of the Vocalion.
She has been with this house for some time.

A. M. Hume’s Enjoyable Outing

A. M. Hume, head of the A. M. Hume Music
Co., which is an exclusive Victor store, took a
week away from business early in June and
enjoyed a trip along the St. Lawrence and the
Saguenay rivers in Canada. Mr. Hume was
accompanied by Mrs. Hume and both greatly
enjoyed what is really a beautiful trip, as any-
one can testify who has ever taken it.

SHIPPING VICTORS BY WATER

How Prominent Victor Jobbers of Boston Se-
cured a Shipment of Talking Machines From
the Victor Talking Machine Co. at Camden

Boston, Mass., July 5—So great was the suc-
cess of the experiment of bringing over a consign-
ment of Victor goods direct from the Camden
factory to this city by water that the Eastern
Talking Machine Co. may decide to undertake a
similar trip again. Many dealers have been in-
terviewed as to their sentiments in the proposition,
and there is a general unanimity of feeling that in
view of the prevalent freight situation it would
be a good thing to repeat it, especially as there
was so little delay in getting the barge “Olive”
into Boston.

The slight inconvenience that was experienced in

transit was almost nil and the barge reached the
Quincy Market Cold Storage warehouse wharf
almost according to schedule. G. Hovey Dodge on

E . L d .
- ¢
Happy Over the Victor Arrivals

From left to right—James Frye, Victor Representative for

New England; Geo. Leim, Trafic Manager for Victor Co.;

G. Hovey Dodge, Sales Manager for Eastern Co., and H. L.
Sommerer of the Victor Purchasing Department.

his way down the harbor to his summer home late
one afternoon, was the first to discover the barge
in tow of the tug and he immediately sent the

Loading Victor Goods
“Olive” at Camden Dock

joyous news of its arrival to all the interested

parties,including Henry Winkelman of the Oliver

REMEMBER

“IF IT’S A PHONOGRAPH
ACCESSORY OR REPAIR
PART, WE HAVE IT.”

Complete stock of
Needles, Motors, Tone Arms, Main

Springs, Attachments, Repair Parts
and other Accessories.
Prompt Deliveries Fair Prices
Send for our latest monthly Price List

Phonograph Supply Co.

of New England
COURT SQUARE BOSTON, MASS.

Ditson Co. and Kenneth Reed and Robert Steinert
of the Steinert house. The next morning all
was made ready to receive the goods and it was
not long after the barge was hitched alongside
the wharf before the unloading was begun. Thanks
to an admirable system” worked out by Herbert

Shoemaker and Hovey Dodge the goods were
shipped immediately to the dealers who had guar-
anteed to take consignments so that the barge was
minus its Victor freight in a pretty short space
of time.

=
Cressey
d

Allen

Portland
Maine

Victor
Distributors

His MgstersVoce

VICTOR DEALERS

IN .
NEW ENGLAND
Territory will find

Cressey & Allen
Victor service ex-
ceptionally satis-
factory.

We cover New
England thorough-
ly,and aim to give
Victor Dealers
maximum service
and co-operation.
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Jobbers! |

ODERNOLA production has
been greatly increased. It Il
makes possible an extension

of our distribution plans. We are ik
now in a position to place wholesale J
distributing agencies with con- !
cerns whose position in the trade
justifies.

We will be pleased to hear from ul
those previously interested in a ’1
Modernola jobbing proposition, as h
well as from others in a position to I
handle this individualized instru- 'l‘

|

ment.

The Modernola offers a wonderful |
opportunity for the right organiza- 'I
tion in every territory. Its appeal §
has proven irresistible—everywhere I

3‘\ | Write Us—Today—Right Now

THE MODERNOLA COMPANY

' JOHNSTOWN, PA.

|
!I, Eastern Representative, Geo. Seiffert ]

45 West 34th St., Monolith Bldg., New York Greeley 2978-2291
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A strictly high-grade
Phonograph—made
in Richmond, Va.

Mot

Sweelest Tone

vvvvvvv
ROUNTREE CORPORATION
R1ICHMO~ND, VA,

PHONOGRAPH

nnnnnnn

Special Advantages in Deliver-
ies and Service to Dealers
in Virginia, West Virginia,
North Carolina and South

Carolina

Annpuncing—the Avrietta Phonograph !

Arietta Phonograph finds a large propor-
tion of the factory output for the next
year already allotted to our dealers.

Many prominent dealers operating in the
territory to which the Arietta’s sale will be
confined applied for agencies following an
inspection of advance sample machines. It
soon became apparent that the idea of a high-
grade Phonograph made in Richmond, Va.,
with sales limited to nearby territory and
facilities for prompt and regular deliveries
was ‘‘just what the trade was waiting
for.” ¢

Every preliminary step found such enthusi-
astic interest and support that we were
forced to delay this opening announcement
for months until we could make up all models

THE opening trade announcement of the

Wholesale Distributors of
Emerson Records

We are Exclusive Distributors of Emerson Records for
Virginia, West Virginia, North Carolina and South Carolina

Richmond, Va.

Rountree Corporation :

Arietta } Arietta

Modecl i1

Model 111

in quantities to take care of initial orders and
prepare for the flow of general orders sure to
follow for fall delivery. '

We are now ready to hear from interested
dealers. who desire full particulars about a
strictly high-grade Phonograph that will com-
pare most favorably—point for point—with
the best machines now on the market.

If you are located in our territory—Virginia,
West Virginia, North Carolina and South
Carolina—you will doubtless be interested in
looking into the Arietta Phonograph. We
advise immediate action as our first object
shall be to take care of our dealers and we
shall not assign new agencies beyond the
point where dealer demand and factory out-
put check one another.

Trade discounts will be very favorable.

Arietta
Model IV

JuLy 15, 1920
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PrirapeLriia, Pa., July 6—The general condi-
tion of the talking machine industry in the
Quaker City during the past month has becn
most satisfactory, and shows considerable gain
as compared with the same period of last ycar,
which by the way made an excellent record in
the volume of business ‘transacted. Machines
have been coming through faster especially for
the past two or three weceks, due no doubt to the
transportation embargo, which has caused a cer-
tain congestion of machines among manufactur-
ers in the East, who have been shipping to the
jobbers who can be reached by auto truck. The
regular embargo generally has militated against
the shipment of miachines from local jobbing
houses to far-away points in the State which it
was not possible to reach by auto trucks. This
of course has been to the advantage of the local
retailers who have been receiving more than
their usual allotment.

P. G. Cummin in Charge at Columbia Co.

The most interesting recent picce of news
in Philadelphia is the change in the management
of the local Columbia Graphophone Co. In
order to explain the change to the trade Robert
Porter, field sales manager, under date of Junec
30, sent out the following letter:

“Effective July 1, 1920, Pearson G. Cummin,
formerly with Smith, Kline & Irench, Phila-
delphia, has been appointed branch manager of
the Philadelphia branch of the Columbia Graph-
ophone Co., succeeding N. J. Wilcox, who has
been transferred to San Francisco as branch
manager. May we take this opportunity to
thank you for your loyal co-operation and to
assure you that the object of the Philadelphia
branch under Mr. Cummin’s administration will
be to render a prompt, courteous and friendly
service to all Columbia dealers. Mr. Cummin

will visit you shortly, at which time wc would
suggest that you discuss Columbia and Colum-
bia policies with him, in order that he can ap-
preciate the individual problem of each Colum-
bia dealer.”

Dealer Service Men to Meet

On July 8, 9 and 10 there is going to be a
meeting of the Dealer Service wen of the
Columnbia at the local offices of the firm at Sixth
and Filbert strcets. H. L. Tucrs, manager of the
Dealer Service department, execcutive offices,
New York, will be here to take charge and a
number of executives will come over from New
York to address the meeting. It is practically
a merchandise conference of the Dealer Serv-
ice managers.

Picnic of Columbia Forces a Success

On Wednesday, June 16, the Columbia man-
ager and employes had their szcond annual p'c-
nic at Neshaminy Falls, and it was a howling
success. It was given by the ccurtesy of the
management who gave all employes a day off
and Manager Wilcox provided the “eats” and
the prizes. The committee in charge of the
affair was headed by C. R. Dunlop. Mr. Calla-
han was the starter of the events, while Mr.
Jennings, assistant manager, and Mr. Conoway
were the judges.

At 8 o'clock in the morning of the day of
the picnic the entire party, including Man-
ager Wilcox, left the Columbia headquarters
and arrived at the picnic grounds about 9:30,
going by automobile. The track and ficld cvents
were started at once. They were as follows.
A one hundred yard dash for men, which was
won by Reiscnwitz; a marshmallow eating con-
test for ladics, which was won by Miss E.
MacGowan; a backward 50-yard dash for men,

won by J. J. Dougherty: an egg race for ladies,

woti by Miss E. Eisentrauger; an egg race for
men, won by Joe Marron; a water race for
ladies, won by Miss E. Taggcrt, a pushmobile
race for men, won by Messrs. Jester and Duffy;
a toecing-the-line for ladies, won by Mrs. Priutz;
a rescue race for men won by Messrs. Jester
and Gordon and a boat race, one lady and one
man, won by Mr. Gordon and Miss Quig.

The special event of the day was a three-
legged race between the management and the
sales force. The teams consisted of: (1) Messrs.
Wilcox and Jennings; (2) Messrs. Thallmayer
and Westervelt; (3) Messrs. Jester and Greg-
ory; (4) Messrs. Woodford and Schreiner, and
(5) Messrs. Sheppard and Connelly.

The winners were Messrs. Woodford and
Schreiner, though Manager Wilcox-and Assist- -
ant Manager Jennings only missed first place by
a whisker. The prizes were a leather belt and a
silver buckle. These were duly presented to the
champion tripeds.

An exciting ball game was played between
the sales force and the office force on one side
and the stock room force on the other. The
score was 6 to 4 in favor of the sales and office
force. Their battery was Doherty, pitcher and
“Dick,” catcher; while the stock room team
battery was pitcher, Reisenwitz, and catcher,
Pollock. '

Recent Visitors to the City

Manager Fred E. Mann and Mrs. Mann,
from the Columbia Co.'s Boston Dbranch,
stopped in Philadelphia at the end of last week
on their way home from the meectings of the
Rotary Club which were held in Atlantic City.
Field Sales Manager Robert Porter will be in
Philadelphia for the month of July working
with the new Columbia manager, R. G. Cum-

(Continued on page 96)

" tion. Kettledrums thatknow what Cleo-
patra looked like—and are trying to tell.

These are the little “finishing touches”
that give personality to an Emerson Rec-
ord, and make it something more than a
mere mechanically correct rendition.

=

A trombone with a sense of humor

TROMBONE with a funny bone.

A xylophone with a college educa-

10192

Emerson song hits and dance. hits have (194

the ‘‘something more’’ that makes them Jean

stick in people’s minds. = Fox-Trot . . ......... All Star Trio |
i . Wild Flower

Emerson dealers turn their stock quickly WWalltz e el o g = All Star Trio

because Emerson hits are usually a couple
of jumps ahead of competing records in

getting before the public.
have a weakness for the new hits while

they ARE new.

And people

Parkway Building
BROAD and CHERRY Streets -
Distributors of EMERSON RECORDS

Here are two of the ‘‘ Hits *’ announced
in The
July 24¢h.

So Long, Oolong, How Long You

Gonna Be Gone?
Fox-Trot

Yokohama ’

Japanese Fox-Trot

We are looking for additional dealers to
handle the Emerson line in Eastern Penn-
sylvania, Southern Jersey, Delaware, and

Washington, D. C. Write for details.

Saturday Evening Post of

. . Green Brothers’ Novelty Band

Knickerbocker
Specialty Orchestra

Co

PHILADELPHIA, PA.
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P Victor Production

And to show our confidence in the continued supremacy
of the Victor product, we announce the purchase and
improvement of amodern business building, with 17,500
square feet of floor space, to be used solely for Victor

- merchandise.
Thus we anticipate increased production, and know ;
that the Buehn policy of fair dealing, accurate methods,
and the Victor Product Exclusively and Wholesale
Q ) ~ Only, leads to the success of both you and ourselves.
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mins. R. H. Woodford, who covers the Read-
ing territory for the Columbia, has been home
ill for the past two weeks. F. \W. Zerker, presi-
dent of the Regal Umbrella Co. of York, Pa.,
was a visitor here on Monday afternoon, on his
way home from the Rotary Club meetings.

Business with the- Columbia Co. in June was
very gratifying. Assistant Manager Jennings
says that the prospects for July look promis-
ing. “June has shown a substantial increase
over the same month of last year;” he says.
Mrs. K. C. Wallace, private secretary to Mr.
Jennings, leaves this week for a two weeks’
vacation which she will spend at Wildwood.

Miss Mae Henderson of the Victrola depart-
ment of Strawbridge & Clothier, is also away
on her vacation at the present time.

Takes on the Sonora and Dusonto

The Cunningham Piano Co. has recently
added to its talking machine department the
Sonora and the Dusonto talking machines,
which will be featured more than ever the com-
ing season by the energetic sales force of the
comnpany’s talking machine department.

To Move to Larger Quarters

The United Music Stores will shortly move
to their new home at 619 Cherry street, where
they will devote an entire floor to the exploit-
ing of the Lyric talking machine records.

To Leave on Vacation

Herbert E. Blake, head of the firm of Blake
& Burkart, will leave this week for a two weeks’
vacation which he will spend among friends
in his former homes near Rochester and Buf-
falo, N. Y. Mrs. McIlwain, head bookkeeper of
the firm, will leave for her vacation at the end
of this week.

Brunswick Activities

Manager Chew, the local representative of the
Brunswick Co., reports "that his business has
been very good through June. Shipments are
getting better, but the emmbargo at present is
tying the company up on outside shipments.
Mr. Chew states that within the next two
weeks he will be able to announce several im-
portant new handlers of the Brunswick. An
unusually large number of the Brunswick De
Luxe machines are now being received and a
fine display of these instruments is being made
in their warerooms.

New Pathe Dealers

Among the recently new dealers in this tecr-
ritory to handle the Pathé are: Ogden Howard,
of Wilmington, Del., and the Mundy Furniture
Co., of the same city.
Attended Jobbers’ Convention at Atlantic City

H. M. Miller and T. W. Barnhill, proprietors
of the Penn Phonograph Co., accompanied by
their wives, as well as a number of members
of their sales force, are at Atlantic City this
week attending the Convention of the Victor
Talking Machine Jobbers. At the office it was
reported that business in June was fair, so far
as the jobbing business is concerned, but the
dealers were able to dispose of all the machines
and records they could get out. Owing to the

Established 186:\\

Manufacturers and
Wholesale Distributors

WEYMANN

1108 Chestnut Street

&j&delphia, Pa.

VICTROLAS and
VICTOR RECORDS

Q RS
PLAYER ROLLS
WEYMANN “Kgreee

String Instruments
and Accessories

THE BEST
RESULTS

are obtained by Victor
dealers concentrating
their entire efforts on Vic-
tor Merchandise in the
talking machine field.

For extra proﬁts to the dealer,
we heartily recommend the
two entirely non-conflicting
lines which we are also. dis-
tributors of.

A player roll and a musical
instrument department are
both money-makers and yet
the dealer remains an exclusive
Victor retailer.

Send far catalogue

shortage, dealers are now preparing to stock up
on all available records and machines anticipat-
ing a very prosperous Fall business, which goes
to show the confidence the trade has in the
industry generally.

L. P. Brown, of the Penn sales force, will
go away on his vacation on Saturday of this
week.’

Keeping Business Active in Summer

Walter E. Eckhardt, the Pathe Shop man,
and one of the best-equipped men in the trade,
commenting on the present condition of busi-
ness, has this to say: “I blame the merchant
if he finds his business dull. I am convinced
in my own mind, and from my observations,
that in spite of seasons, business is what the
merchants make it. At a time when there is
evidence of a quiet business, that is the proper
time to put forth unusual efforts and compel
business to continue, if yon please, in a nor-
mal state, because the after-war conditions that
we have just passed through were of an abnor-
mai character.

“It is the old story, if you are willing to
accept conditions as they occur, business natu-
rally will not respond because there is no defi-
nite support. But there are so many different
ways to stimulate and promote sales, any one
of which, if adopted, means success, that T can-
not help but feel that, as stated above, the mer-

chant or department manager is the gnardian
of his own destiny and success.

“While the sales potentiality in any given ter-
ritory or city may not be as great during the
Summer period as other parts of the year, the
average quota of sales in this period may be
usually inaintained by redoubling efforts and
expanding through the various channels at the
merchant’s command. It is, in my opinion,
lamentable that so many firms and corporations
are apparently satisfied to accept 10, 15 or 20
per cent of the potential sales possibilities of
their sales institutions, and in this regard I
have in mind a number of our large merchants
whom it has been my good fortune to talk with
during the past few months, who are surprise:]
to learn, in comparison, that the sales of their
phonograph department are not over 10 per
cent i some cases of what they really are and
could be.

“During a recent survey of a large establish-
ment with the managing director, in one of the
New England cities, it occurred to me that a
considerable space of the house was utilized by
the furniture department and upon inquiry I
was advised that this department required 10
per cent of the total space of the house, al-
though the sales of the furniture department
amounted to only 35 per cent, which figure

(Continued on page 98)
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NO LOST SALES

Guaranteed Immediate Deliveries
Service that Assures Sales & Profit -

Write for Catalog

Vitanola Distributors Co.
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The “PENN” has been on the talking
machine map 22 years and has always
stood for a square deal.
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VICTOR SUPREMACY 1is firmly established
and an era of still greater VICTOR prosperity
1s here.

Dealers in revising therr policies to fit new con-
ditions, have at their service the experience

of the oudest Victor distributor in Philadelphia.

PENN PHONOGRAPH COMPANY
PHILADELPHIA
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“Take Your Music With You™

PROMPT
DELIVERIES

Size: 1215 x 1135 x 6

volume of tone.

“CIROLA,” the only PORTABLE Phonograph without sound
chamber; has twin spring motor; highly nickeled metal parts;
is finished like a Piano; built like a-Battleship; folds like a suit-
case; weighs 16 Ibs.; plays all records better because the good
fresh air is its sound amplifier; and we will give $10,000.00 for
any Cabinet Phonograph at $100.00 that will produce a larger
Write for our proposition quickly. Enterprising
dealers everywhere are rapidly stocking these Spring and Summer
Whirlwinds. Covers may be had if desired.

CIROLA DISTRIBUTING CO., Inc.

Distributors of the
CIROLA PHONOGRAPH

203-04 Colonial Trust Bldg.
Phone Spruce 6340

PHILADELPHIA, PA.
U. S. A.

THE TRADE IN PHILADELPHIA AND LOCALITY—(Continued from page 96)

was not a just return for the space occupied;
whereas, by condensing the said department
one-third of its space at least, it would afford
sufficient room for the furniture department
and return to the firm for the same space at
least 7 per cent in the handling of phonographs.

“By this I mean to infer that many of our
larger institutions are devoting considerably
more space than necessary to a certain depart-
ment, which could be condensed without any
material effect on its sales, and afford all the
space required for the maintaining of a credit-
able music section, which, if properly and care-
fully administered, would readily yield more
than 3 to 5 per cent of the total business of any
of our largest institutions.

“In the advancement of sales promotion for
many years past I have never found a dull
moment, irrespective of season, and have always
found that the return fully justified every effort
advanced, although it seems a little difficult at
times, but the result is commensurate with the
effort.”

Buehn Business Shows Healthy Trend

Louis Buehn & Co. have been enjoying a
much better business in June of this year than
last. “The majority of our Victor dealers have
exceeded,” they say, “the business of a vear
ago owing to the fact that they were able to
get double the amount of records and miachines
of June a year ago. As far as this organiza-
tion is concerned our business is continuing in
a good, steady, reliable way. Our dealers are
still making calls upon us for Victrolas, and
for records, and we are trying to satisfy thecse
calls by equalizing our shipments to the best
of our ability. As for the needs oi our dealers
in the Fall, we hope that the coming month will
bring us sufficient shipments that we can, as
near as possible, fill all demands upon us.”

Among the recent Buehn visitors was Robert
Shipley, representing the firm of Storm & Ship-

ley, the well-known dealers of Frederick, Md.
Quaker City News Brieflets

S. Friedenberg, hedd of the Philadelphia
Talking Machine Co., had very satisfactory
business in June. Early in July he expects to
open his new branch at the southeast corner
of Seventh and Morris streets.

Joseph Freed, of Pittston, Pa., has purchased
the account of Fitch & Lamb, and is remodel-
ing the entire building. He will carry a full
Victor line in connection with his jewelry busi-
ness. Six Unico booths have been installed.

Victor Moore, of the Penn Phonograph sales
force, will shortly go on his vacation to Island
Heights, N. J.

Robert Troop, of the J. H. Troop Music Co,,
of Harrisburg, stopped on his way from Har-
risburg to Ocean City, where he has taken his
family for the Summer.

Herbert E. Blake, as well as three members
of his sales force, will be in attendance at the
convention in July of Edison dealers in New
York.

Luke Moore, in charge of the Edison talking
machine department at the store of N. Stetson
& Co., has been able to resume his duties after
an absence of three weeks due to illness.

Paul Winner Again in Civilian Harness

Paul Winner, of F. A. Winner & Son, of
Altoona, Pa., extensive Victor dealers in that
city, and who has seen much government serv-
ice abroad, recently returned home and has
assumed his old position.

New Building for Porch Brothers

Porch Brothers, of Johnstown, Pa., have pur-
chased a new building at a cost of about $150,-
000 and are planning a very handsome and up-
to-date Victrola department.

Dorney Co. Moves Its Department

The Dorney Furniture Co., of Allentown, Pa,,
exclusive Brunswick dealers in that city, has,
owing to the great demand for Brunswick ma-
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chines and records, moved its department from
the third to the first floor and has placed an
order with the Unit Construction Co. for a
number of new booths and record racks.
Making Extensive Alterations

Hayes Harmon. of Chambersburg, Pa., and
George J. Palmer, of West Chester, Pa. are
making extensive alterations in their stores.

New Emerson Dealers Appointed

The Emerson Philadelphia Co. has just re-
ceived its first shipment of the new Emerson
phonographs. They are beauties in every sense
of the word, and Mr. Fox believes he is goiug
to have a very large business on these ma-
chines from the orders already in hand. Three
new Emerson dealers have just been appointed
in this territcry: P. Dunham & Co., of Trenton,
N. J.; the Diehl Furniture Co., of Palmerton,

Pa.; and the West Hazleton Supply Co., of’

West Hazléton, Pa. The latter firm has just
had an opening. Mr. Fox is arranging to make
a complete trip covering his entire territory.
No definite decision has as yet been made on
the new home of the Emerson Philadelphia Co.
Urges Early Buying of Stock for Winter

John A. Scott, the high-light of the Solotone
Mfg. Co., reports that business has been very
good, and he is very optimistic as to the future.
This is shown in the fact that the company is
working all its factories to the limit and is
getting out as big a stock as possible. It is
also engaging as much store room as is avail-
able. Anticipating the bad transportation prob-
lems that are likely to be encountered this Fall.
Mr. Scott says the company is urging its deal-
ers to lay in its Winter stock as soon as pos-

sible. He doés not believe, at least for the next

two years, that there is going to be any mare-
rial reduction in the cost of machines, in labor
or in materials used in construction.

LYRIC RECORDS

The Lyric records are lateral‘cut
and will play on any machine.

New issues August lst, 1920.
Write for catalogs and discounts

UNITED MUSIC STORES

1124 Walnut St., Philadelphia, Pa.
Exclusive Philadelphia Jobbers of
LYRICRECORDS
CONNORIZED MUSIC ROLLS
PIANOSTYLE MUSIC ROLLS

MOTORS—TONE ARMS
We Can Fumish Any
HEINEMAN or MEISSELBACH

Motor or Tone-Arm or part at factory prices.

Send for catalog. enclosing trade card

EVERYBODY’S TALKING MACH. CO.
Authorized Distributors :
Helneman & Melsselbach Motors

38 N. 8th Street, Philadelphia, Pa.
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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®

DEAN NEEDLES

We manufacture the famous Dean Needles—Quality—
P uritone, Cleartone, Truetone are known all over the world.

We can make you an at-
y tractive needle proposition.
EXTRALOW yg , FULLTONE AR Have you ever tested our
gold or silver plated

Needles?

Whiite for Information.

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

25 West 45th Street . - . - New York
FACTORIES:— NEWARK, N. J. ELYRIA, O.
PUTNAM, CONN. SPRINGFIELD, MASS. KITCHENER, ONT.

CHICAGGC TORONTO SAN FRANCISCO LONDON, ENG.
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ATLANTA TRADE CONDITIONS GOOD

Dealers All Declare Business Is Steady and
Shipments Are Coming Through—Columbiz
and Brunswick Lines Taken On—New Store
Opened by Phillips & Crew Co. in Savannah

ATLANTA, GaA., July 6.—Conditions in the’trade
in this city during June have been satisfactory.
Several changes and additions in stores lhave
been made and the talking machine business is
constantly broadening and enlarging.

The Zaban Furniture Co., former Columbia

dealer, has qualified as a Brunswick dealer and-

has installed the complete line of Brunswick
phonographs and records. E. E. Thornton, for.
merly Columbia traveler in Tennessee and Ala-
bama and for many years identified locally witi
some of the largest talking machine stores. is
the manager of this department and reports a
large business and enthusiastic reception for the
Brunswick line.

The Myers-Miller Furniture Co. has taken
on the Columbia line and installed an up-
to-date phonograph department. Miss Lila

Gordon, formerly in the Columbia department
of the Haverty Furniture Co., this city, is in
charge.

The Phillips & Crew Piano Co., the oldest
Vietor dealer in Georgia, of whom it was re-
eently announced in these columns that they had
openced a store in Savannah, Ga., continues to do
an excellent business in both the Atlanta and
Savannah stores. Vietor product scems to be
coming through in larger volume than for a long
time and this concern with others is sharing in
the benefits afforded by a better supply.

The Columbia, Victor, Edison, Sonora, Pathé
and Brunswick distributors or branches all re-
port a large and constantly increasing volume of
business.

The Haverty Furniture Co. has recently con-
centrated all its energies on the Columbia
Grafonola and Columbia records, has remodeled
and enlarged the record and hearing rooms and
is using larger advertising space on this old and
popular line than has ever been taken in the
local papers before. Their business in Birming-
ham, Ala.; Savannah, Ga.; Columbia and
Charleston, S. C, and in certain Texas cities,

smoothly.

movement.

CASTERS.

Full Sizo—C-65

FAULTLESS

PIVOT BEARING

CASTERS

Casters that roll easily across the floor—and
No clatter—no unsteadiness.

Simple construction—no complicated parts to
get out of order, nothing to retard easy
Strong-—plenty of metal in
required places to resist strains.

Silent—neat appearing—a real necessity to

YOUR talking machine, these FAULTLESS

Made with leather, fibre, felt, steel
and lignum vitae wheels.
from you puts all our caster
experience at your service and

brings you a copy of Faultless
Catalog “G”.

CASTER COMPANY

EVANSVILLE, INDIANA

“Move the FAULTLESS Way”

Geo. Mittleman, 200 Fifth Avenue, N. Y.

A word

FAULTLESS

Eastern Sales Office:

4 GRAPHITE PHONO
l L S L E Y S SPRING LUBRICANT
llaley's Lubricant makes the Motor make good

1s prepared in the proper consistency. will not rum out, dry up, or
become sticky or rancid. Remains In its original form indefinitely.

Putupin 1, 5, 10, 25 and 50-pound cans for dealers.

This lubricant is also put up in 4-oumce cans to retail at 25 ceots
each under the trade name of

EUREKA NOISELESS TALKING
MACHINE LUBRICANT

Write for special proposition to jobbers.
ILSLEY-DOUBLEDAY & CO., 229-231 Front St., New York

also Memphis, Tenn., is reported as flourishing
and growing. A recent issue of the Memphis
Sunday Commercial-Appeal carried a full-page
advertisenient on the Columbia line.

PATHE DEALERS MEET IN OMAHA

Large Gathering Convene as Guests of Wright
& Wilhelmy-—Interesting Addresses Made—
May Decide to Form Permanent Association

Omana, NeB, July 10.—A large attendance of
Pathé dealers in this State was reported at the
first annual Pathé Dealers’ Convention held at
the headquarters of Wright & Wilhelmy Co,
Pathé distributors, of this city, on July 9-10.
An address of welcome was given by J. David
Larson, commissioner of the Omaha Chamber
of Commerce. Inspiring addresses were made
by James Watters, secretary, and H. N. Mec-
Menimen, managing director of the Pathé
Fréres Phonograph Co., who journeyed from
Pathé headquarters in Brooklyn to attend this
“get-together” meeting. Entertainment was fur-
nished by two celebrated Pathé artists, Marion
Cox and Lewis James. At the close of the ses-
sion opportunity was given to all dealers to give
the expression of their views on the various
daily problems that arise. As additional enter-
tainment the Wright & Wilhelmy Co. planned a
Matinee orpheum party for the ladies and all
delegates journeyed to Krug practically at night.
As the outcome of this convention it is ex-
pected that the Pathé Dealers’ Association will
shortly be formed in this section of the country.

NEW QUARTERS FOR SHARMAT & SON

R. B. Henry Joins Organization to Sell
Vitanolas and Lyric Records

Boston, Mass., July 6.—S. W. Sharmat & Son,
at 5 Bromfield street, have been so successful in
marketing the Vitanola and the Lyric records
that they have been obliged to secure larger quar-
ters and the last of June they moved to quar-
ters four times as large as those now occupied
on the floor below in the same building. R. B.
Henry, formerly sales engineer of another talk-
mg machine concern, has associated himself with
the Sharmat interests.

HELD FOR FALSE REPRESENTATION

Raymond L. O'Neil and his wife, Liana Rose
O’Neil, who, according to Federal officials, were
until recently selling talking machines and rec-
ords on Broadway, near Forty-second street, as
the Associated Music Publishers of New York,
were held in $3,750 bail each in the Federal
Court on June 28 on an indictment charging use
of the mails to defraud buyers. Assistant United
States Attorney Simmons says they falsely rep-
resented they were authorized agents for stand-
ard types of talking machines.

ECALCOMANIA

Name Plates for Talking
Machines, Pianos, etc.

High Class Workmanship

Write us for further information

National Decalcomania Co.
220-230 N. 60th St., Philadelphia, Pa.
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Standard
Grade

The Home of
PEERLESS ALBUMS

22,000 square feet devoted solely to the
manufacture of PEERLESS ALBUMS
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HIS plant represents the most modern and com-
pletely equipped Album Factory on the continent.

The product of the organization—Peerless Albums—
1s in keeping with the high standard set by the fore-
most talking machine company in the world.

From this plant 90% of the Victor distributors in the United

States secure their supply of record albums. If you are of the
remaining 10% we would like to quote you.

PEERLESS ALBUM COMPANY

PHIL RAVIS, President
43-49 Bleecker Street NEW YORK CITY

Peerless

Metal Back
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National Association of Talking
Machine Jobbers Holds Convention
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AtLantic Ciry, N. J, July 1.—The annual con-
vention of the National Association of Talking
Machine Jobbers, held at the Hotel Traymore
on Monday and Tucsday of this weelk, was with-
out question the largest and most successful
cathering of that organization ever held and
the strictly constructive results of the various
business conferences were well worthy of the
interest taken in the iectings.

The presence at the couvention for the first
time of Eldridge R. Johnson, president of the
Victor Co, and the opportunity it gave the job-
bers to get in close touch with this prominent
figure of the talking machine trade, as well as
with many other Victor officials and depart-
ment heads who attended, was a feature that
was greatly appreciated and the delegates went
away with a new conception of the mighty brain
that directs the destinies of the Victor organi-
zation.

Throughout the convention there was a dis-
tinct tendency to build for the future and let the
past take care of itself. The reports and dis-
cussions in practically every instance had to do
with ways and means for merchandising Victor
products most efticiently during the coming
year and were constructive in the fullest sense.

The messages brought from the Victor factory
by officials and department heads, indicative of
the steady progress that is being made in de-
veloping the facilities and increasing the out-
put of Victor goods, proved particularly encour-
aging to the jobbers who attended the meetings.
It gave many of them a new conception of what
was bcing accomplished for their benefit at the
factory.

The convention attracted practically 100 per
cent of the entire Association menibership, a
number of the delegates arriving a week or more
m advance of the session in order to attend the
big international Rotary Convention and the
meetings of the several music trade bodies held
last Friday and Saturday, or simply to enjoy
a little longer vacation at the seashore.

Incidentally, it may be mentioned that the
jobbers did not confine their attention wholly to
purely trade matters, but displaved a real in-
terest in national questions calculated to affect
business generally. The action taken on the two
important referenda governing labor conditions,
as submitted by the Chamber of Commerce of
the United States, of which body the Associa-
tion i1s a meimnber, indicated plainly its wide
interest in questions of moment.

g e e e eI

President Mickel’s Report ¢
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President Mickel in his report said: “This is
the fourteenth convention of the National Asso-
ciation and for the first time in the history of this
organization every jobber of Victor products in
the United States is a member. This should be
very gratifying to us and a fact on which we can
be congratulated.

“During the past year two executive com-
mittee meetings have been held, the first one
November 18-19, 1919, at which miecting mat-
ters that had been referred to the committee at
the previous annual meecting in July were taken
up.

“Our second executive meeting was an open
meeting, one with which you are all familiar
and which, perhaps, was the most successful
and enthusiastic meeting ever held by this
committee. This was along educational lines

and of very practical benefit to everyone in it.
The first day's session was held in Chicago
March 22 and the second session in New York
on the 24th of March. At the close of these
meetings an executive committee meeting was
held at Philadelphia.

“I strongly recommend that an open cxecutive
meeting be held each year, one in the \West and
one in the East.

“We are facing the most important period of
our history as an organization. With fewer
distributors, with larger increased production
and stronger competition we must determine
among ourselvcs that we will make the National
Association of Talking Machine Jobbers the
strongest sales organization, individually and
collectively, that is in this country for the mar-
keting of any line of talking machines.

“We have the brains, industry, energy, expe-
rience and initiative necessary and we must
bring them to bear on our problems.. I again

Geo. E. Mockel

reiterate that we need closer and more friendly
co-operation among ourselves.

“Somie of our members may have larger vision
than others—then let the others sece it. Sonie may
be better advertisers; if so, give us the tip—some
better merchandisers, and if so put us wise. We
must assume the responsibility of leadership in
our different communities in the talking machine
line.

“Every member of this organization is held
responsible for the success and stability of his
own business, but it i1s not enough for us to
think only of the present. The man among us
to-day who does not look to the future with
every confidence in himself and the Victor line
is not only standing still, but is falling behind.
\We must get the vision of the possibilities in
our line. Let us be always alert to every oppor-
tunity to advance Victor representation. Let us
strengthen our own organization wherever pos-

Officers of the National Association of Talk-
ing Machine Jobbers for 1920-1921

President, Lester C. Wiswell
Vice-president, Louis Buehn
Secretary, A. A. Trostler
Treasurer, W. H. Reynalds

sible, for it was never so necessary as it is to-day
for us to have active and efficient organizations.
\Ve should keep before us continually the pur-
pose of inspiring the dealers with a larger con-

m

Fourteenth Annual Gathering of Victor Jobbers Held at Hotel Traymore, Atlantic City, June 28-29 Best Attended
Meeting in History of Organization—President Eldridge R. Johnson Electrifies Banqueters With Masterful
Address—Spirit of Optimism and Confidence Rules—L. C. Wiswell Elected President
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ception and a keener appreciation of Victor
goods. Let us have but one yardstick on our

action, ‘Is this best for Victor representation? ”
LT en e i
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Report of the Secretary
LT u e R iR
The next report was that of the secretary,
A. A. Trostler, who covered the activities of his
department during the past year in a careful and
complete manner. The report in full follows:

“Your secretary takes pleasure in giving you
a résumé of the work done in this office during
the past year. There has been nothing of im-
portance to take up with our members the past
year. The little that has been necessary you re-
ceived written reports on. You obtained in per-
son all information and activities of your execu-
tive committee when you attended either the
Chicago or New York open executive meetings
this last Spring, and while on this subject 1
want to say that 98 per cent of our mmembership
was represented at the combined meetings.

“During the past twelve months we lost the
nrembership of Collister & Sayle, Cleveland, O,
which was absorbed by the Cleveland Talking
Machine Co. We lost the membership of A.
Hospe & Co., of Omaha, Neb., which was ab-
sorbed by Ross P. Curtice Co., at Lincoln, and
who have movéd their jobbing plant from Lin-
coln to Omaha, Neb. This reduces our mem-
bership two members, but we added the Ameri-
can PPhonograph Co., Burlington, Vt., and the
Ohio Talking Machine Co., Cincinnati, O., mak-
ing our membership to-day seventy-threc parent
houses for full membership and seven braiuch
l:ouses for branch memberships. Total mem-
bership, eighty.

“It is indeed gratifying to report to you that
we have no delinquent members in our Associa-
tion. All dues have been paid to August, 1920.

“At this particular time I want to ask the
members of this Association to stand for a
minute with bowed heads in respect for our lost
members, M. G. Price, of Newark, N. J., and O.
K. Houck, of Memphis, Tenn. It was indeced a
griecvous duty for your-secretary to convey to
the families of these members our profound
sorrow in their bereavement.

“You have all been advised of the new ap-
pointments at the Victor Talking Machine Co,,
Sales Manager J. S. Macdonald and Assistant
Sales Manager Edward J. Dingley, to whom tlis
officc sent our congratulations and our earnest
support at all times.

“l have kept in close touch with the factory
so that should anything of importaice come up
1 would then be in position to advise our mem-
bers. - T have found this: That the Victor Co.
are not leaving a stone unturned to bring their
plants to capacity production, and while on this
subject 1 desire to call your attention to a
statement made at the convention in 1919 in
which we were told the necessity of doing extra
sales work because of the increased production
that the Victor Co. would have last Fall. In turn,
1 want to say that we are nearer to this tremen-
dous production to-day than we were twelve
months ago. I mean by this that we will have
Victor goods this Fall, not all that you or your
dealers can sell, but more than we ever had be-
fore, and it is up to us to put forth our right
foot in the right direction along cducational and
sales lines because we must be awake to the
situation of a larger output from now on, so

(Continued on page 102)
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NATIONAL ASSQCIATION OF TALKING MACHINE JOBBERS HOLDS CONVENTION— (Continued from page 101)

this thing of simply marking Victor goods with
your dealer’s name and shipping, is nearly a
thing of the past, because the Victor Co. are
going to give us Victor goods.

“Your executive committee lias held three
meetings as follows: November, 1919; March,
1920, and June, 1920.

“Your- Association has been asked by the
Chamber of Commerce of the United States to
vote on two referendums, No. 29, which was
answered in the affirmative, and No. 30, which
was answered in the negative.

“Now that your secretary’s duties are at a
close, 1 wish to take this opportunity to thank
each and every one of you for the wonderful sup-
port you have extended to me during my ad-
ministration as secretary of this Association, and
1 want to assure you that 1 consider it a great
honor to have been elected to this office. I
have kept your president advised on all subjects
pertinent to our Association and he in turn has
kept me advised on matters pertaining to my
office.”

Excellent Financial Report

The treasurer’s report, presented by W. H.
Reynalds, covered the financial affairs of the
Association and showed that the organization
was in a healthy financial condition.

SIS TR I TR L TS OSSR AT

- Legislative Committee’s Report

S T AT

J. Newcomb Blackman, as chairman of the
legislative committee, gave an important and
interesting report covering the many legal affairs
of the Association during the past year. The
report was as follows:

“As is usual, there has been considerable de-
velopment along legislative and judicial lines af-
fecting our industry since our convention a year
ago. At that time the subject of greatest im-
portance was the then recent decision by the
United States Supreme Court in the well-known
Colgate case. By this decision the right to re-
fuse to sell was sustained and the Association’s
counsel, Gilbert H. Montague, rendered a very
valuable opinion in which he interpreted its
meaning for our purposes.

“Pcrhaps I may safely say that we have been
winning in the courts and have paved the way
steadily for legislation that will either give or
restore to us rights which we claim the manu-

Robert Steinert, Herbert Shoemaker, Mr. and
Mrs. Kenneth Reed

facturer, wholesaler and dcaler in honest mer-
chandise and icthods is cntitled to. However,
until such tinie as pending decisions morc clear-

Attendants at the General

ly define our right, obligations and restrictions
the law of common sense and good business
judgment used by each of us individually, backed
with the courage of conviction, will be the only
safe course for us -to pursue.

“We are fortunate in having on the legal staff

J. Newcomb Blackman
of the Victor Talking Machine Co. to-day the
very best counsel obtainable. Under the guid-
ance of such men as ex-Supreme Court Justice,
Hon. Chas. E. Hughes, and ex-Assistant Attor-
ney General, Hon. James M. Beck, we should

Convention of the National Association of Talking Machine

nothing will be overlooked that will insure the
eventual passing of the Stephens bill, or some
similar legislation which will make less neces-

e

A New England Group
sary decisions of the court favorable to our
cause.

“We should not be discouraged, for it takes
time and hard effort to accomplish anything
worth while. The outlook is very bright and I
am sure your executive committee will be fully
competent to carry on our activities and will
realize the importance of stimulating rather than
diminishing our activities along legislative and
legal lines. :

“Concluding, 1 wish to assure the general
membership and particularly vour officers and

e il
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Left to right: W. M. Evans, F.

feel secure. Then we have our own able and
well-known counsel, Gilbert H. Montague.

“As practically our entire membership was
represented and heard Mr. Montague talk at
our meetings in New York and Chicago in
March, I hope it will be unnecessary for me to
emphasize the value of his counsel and advice
te our membership.

“My rcgret will be shared by all, I am sure,
at his inability to be present, as expected, to
addrcss us in convention. However, his report,
entrusted to me to read, should have the most
carcful consideration and not only be absorbed
but retained in our minds and govern us in our
daily busincss.

“My position as a member of the exccutive
committce of the American Fair Trade League
enables me to say that under the advice of the
Leaguc’s counsel, Hon. Jos. E. Davies, former
chairman of the Federal Trade Commission,

W. Schwoebel Thos, F. Green, Lloyd Spencer, Sam Fox and
W. G. Garlan
executive committee of my full appreciation of
the hearty support I have received as chairman
of the legislative committee.
“The responsibility of every member and the
way we meet it will not only affect our own

Morris. American Talking Machine Co.; C. L. Price,
Ormes, Inc.; E. C. Gallo, Horton-Gallo-Creamer Co.

i e e

e -
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standing and good will, but reflect credit or
otherwise to our entire organization, as well as

Dan A. Creed, Joseph C. Roush, Arthur A.
Trostler and Thomas Towell

the dealers with whom we should be a guiding
farce by example.

“In this respect, my message in the form of a
full-page announcement appearing in the next
issues of the trade papers will further empha-
size my convictions.”

Reports of Other Committees

The arrangements committee, consisting of L.
C. Wiswell, chairman; H. Goldsmith, H. Miller,
C. K. Bennett and C. L. Price, reported on the
work done to make the various functions of the
convention go off smoothly and was warmly
coinplimented on its good work.

The press committee in its report expressed its
appreciation of the work of the trade papers in

Left to Right: O. L. Neal, Buffalo Talking Machine
Co.; Emil Blout; H. T. Barnhill, Penn Phonagraph Co.;
Lester Burchfield, Sanger Bros.
giving publicity to the doings of the Association
during the year.

Memorial Resolutions Adopted

The committee on resolutions, composed of
French Nestor, George Stewart and J. F. Bow-
ers, presented a resolution on the death of
Oliver Kershner Houck .of Memphis, Tenn,
which was unanimously adopted. The resolu-
tion was as follows:

“Oliver Kershner Houck, good friend, good
son, good citizen, is no more. He passed away
on May 30 last at his home in the city of Mem-
phis, Tenn., in the season he loved most, the
season of sunshine, music and flowers, the one
which gave him relief from the cruel malady
which afflicted him and against which he strug-

Jobbers, Held at the Hotel Traymore, Atlantic City, N. J., June 28 to 29, 1920

gled for so many painful years. Qur organiza-
tion has lost a staunch member and supporter
and meet it is we set it down that the world
is poorer by his loss. The National Associa-
tion of Talking Machine Jobbers in annual con-
vention assembled at Atlantic City, N. J.,, places
itself on record as tendering to his stricken fam-
ily and business associates of a lifetime its
sincere and heartfelt sympathy in their bereave-

4

H. T. Barnhill H. F. Miller
The Men Whao Put the Penn Dog on the Map

ment and direct that this minute to his memory
be spread upon its records and a copy suit-
ably prepared sent to the mourning family of
our loved and lamented comrade. After life’s
fitful fever he sleeps well.”

A further resolution in memory of M. G. Price
was adopted and read as follows: ‘“In the death
of M. G. Price, an old and tried member of
this body, the National Association of Talking
Machine Jobbers has lost a valued friend and
associate and deeply mourns his loss. We ex-
tend to his loved ones and his business associates

-

Roy Marshall and Geo. H. Bliss
our deep and heartfelt sympathy in their be-
reavement and direct that this minute of ap-
preciation and respect for his memory be spread
upon our records and a copy sent to his mourn-
ing family.”

Endorse Important Labor Referenda
During the course of the afternoon the Asso-
ciation went on record as endorsing unanimous-

3 L { fant” 5 -

Mr. and Mrs. W, C. DeForeest and Mr. and

Mrs, C. M. Andrews

ly Referendum No. 31 sent out by the Chamber
of Commerce of the United States of America,
on the report of the Committee on Industrial
Relations regarding employment relations,
favoring, among other things, the open shop, the
subjection of both employers’ and employes’
associations to legal authority and making other
important recommendations relative to the re-
lationship of employers and employes, includ-
ing means for the adjustment of employment re-

g E
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L. C. Wiswell and Miss Wiswell

lations and a settlement of industrial disputes.

The Referendum condemns organizations of
Government employes, national, State and
municipal, as opposed to community welfare,
and states: “In public service activities the pub-
lic interest and well-being must be the para-
mount and controlling consideration. The
power of regulation and protection exercised by
the State over the ,corporation should properly
extend to the employes in so far as tliey be neces-
sary to assure the adequate, continuous and un-
impaired operation of public utility service.”

The Association also endorsed Referenduin
No. 32 on the report of the special committee on
public utilities concerning the regulation of em-
ployment relations to public service corpora-
tions and reading:

1. That strikes by employes of all public
service corporations, performing public services,
essential to the lives, health, security, comfort

(Continued on page 105)
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THE equipment manufactured
by Drying Systems, Inc., and
A. S. Nichols Company, sole
licensees under the Grosvenor
Patent, is the result of highly
specialized knowledge, careful
experimentation and years of
development.

Eliminate entirely the hazards
which always accompany the
use of makeshift, improvised dry-
ing equipment.

Install our equipment—speed
production and guarantee qual-
ity and appearance of finish
through absolute control of heat
and moisture within the drying
room, no matter what these
conditions may be outside.

To the Users of Varnish Dry '
Kilns—Please Take Notice:

HE introduction of the Grosvenor Process

I of drying varnish and other siccative coatings

2 by subjecting them to heat and moisture in

certain balanced relations has revolutionized this
phase of the industry during the last ten years.

The owners of the basic patent (Grosvenor Patent—
No. 1,186,477) were the pioneers in the application
of this process and in the development of apparatus
to make these applications practicable.

Notwithstanding the well-established prior right and
ownership of the basic patent, infringing apparatus

making use of this Process is still being offered to

the trade.

The undersigned has always sought to palliate these
evils by amicable and fair adjustment and its record
1s substantial proof of its reluctance to subject pur-
chasers of infringing apparatus to embarrassment and
financial loss.

Where, however, it is impossible to estop the manu-
facture and sale of infringing apparatus which may
be used in carrving out this Process by direct recourse
to the manufacturers and sellers thereof, the only
course left is for us to bring suit for recovery of
damages against the users of the infringing apparatus.

We therefore most respectfully warn the trade against
purchasing and using varnish drying equipment not
licensed under the Grosvenor Patent—the user there-
of 1s liable not only for the comparatively small value
of the equipment, but also for the profits accruing
from the use thereof, for the recovery of which we
shall vigorously prosecute all offenders against our
business and that of our licensees.

Full information regarding the Grosvenor Patent
and arrangements for licensing will be furnished upon
request.

WENBORNE-KARPEN DRYER CO.

(Patent Department)

1212 Tribune Building

Sole Licensees under the Grosvenor Process Patent:
DRYING SYSTEMS, Inc. A. S. NICHOLS CO.

(Western Terrirory) (Eastern Territory)

11 So. Desplaines St., Chicago, Ill. Aeolian Hall, New York, N.Y.

Chicago, Illinois




Jury 15, 1920

THE TALKING MACHINE WORLD

105

NATIONAL ASSOCIATION OF TALKING MACHINE JOBBERS HOLDS CONVENTION— (Continued from page 103)

and well-being of the people, should by law bc
prohibited, and

2. That suitable tribunals should be creatcd by
law to adjudicate the differences between tlhe
cmployes of public service corporations and
their employcrs, and that the decisions of such
tribunals should be final and binding upon both
parties.

The New Officers Elected

A feature of the Monday afternoon session
vaas the election of new officers and membecrs

0t

A. A. Trostler, Secretary
of the executive committee of the Association
to serve for the coming year, thc result being
as follows:

Prcsident—Lester C. Wiswell, Lyon & Healy,
Chicago, Ill.

Vice-president—Louis Buehn, the Louis
Buehn Co., Philadelphia, Pa.

Secretary—Arthur A. Trostler, Schmelzer
Arms Co., Kansas City, Mo.

Treasurer—\W. H. Reynalds, Reynalds Music
House, Mobile, Ala.

The following were eclected members of the
executive committee: Frank Davison, Perry B.
Whitsit Co., Columbus, O.; J. Newcomb Black-
man, Blackman Talking Machine Co., New
York; Joseph C. Roush, Standard Talking Ma-
chine Co., Pittsburgh, Pa.; Louis Buehn, Louis
Buehn Co., Philadelphia; L. C. Wiswell, Lyon
& Healy, Chicago; Arthur A. Trostler, Schmel-
zer Arms Co., Kansas City; Thomas F. Green,
Silas E. Pearsall Co.,, New York; E. C. Rauth,
Koerber-Brenner Co., St. Louis, Mo.; George
E. Mickel, Mickel Bros. Co.,, Omaha, Neb.; Dan
A. Creed, Chicago Talking Machine Co., Chi-
cago; Charles K. Bennett, Eclipse Musical Co,
Cleveland; W. H. Reynalds, Reynalds Music
House, Mobile, Ala.; Henry A. Winkelman,
Gliver Ditson Co., Boston, Mass.; Lester Burch-
field, Sanger Bros., Dallas, Tex.; Fred H. Put-
nam, Putnam-Page Co., Peoria, Ill.

Reception to Victor Co. Officials

Monday evening was given over to an affair
unique in association history, namely, a recep-
t‘'on and dinner dance tendered to the officers

and directors of thc Victor Talking Machine Co.
by the Jobbers’ Association, in the Submarine
Grill of the Traymorc, which proved very suc-
cessful and delightful in every particular. The
entire Submarine Grill had been reserved for the

Louis Buehn, Vice-president
party and after an elaborate supper the Tray-
more orchestra furnished music for dancing.
The Victor Co. officials who attended thc recep-
tion, in company with their families, wcre: E.
R. Johnson, president; C. K. Haddon, vice-
president; B. G. Royal, vice-president; W. J.

({111

The session held Tuesday morning was dc-
votcd cntirely to addresses by Gilbert H. Mon-

Wm. H. Reynalds, Treasurer
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 Important Business at Sessions on Tuesday
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L. C. Wiswell, President

Staats, treasurer; A. W. Atkinson, director
power, building and construction; R. L. Free-
man, director of distribution; C. G. Child, direc-
tor of recording; E. E. Shumaker, gencral pur-
chasing agent; I.. F. Geissler;: E. K. MacEwau,
secretary; \Walter H. Hunt, assistant secretary;
E. 1. Haines, assistant secretary; F. B. Mid-
dleton, Jr., assistant trcasurer, and G. W. Jag-
gers, assistant treasurer, and a numbcr of
othcrs.

W
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tague, counsel for thc Association, and Richard
B. Aldcroftt, president of the Music Industries
Chamber of Commerce. Mr. Montague, unfor-
tunately, was unable to be present in person, but
his address was read by ]J. Newcomb Blackman,
chairman of the Legislative Committee. Mr.
Montague, as is his wont, reviewed the develop-
ments in the legal and legislative fields as they
affect the talking machine trade and particularly
the members of the Jobbers’ Association since
the last session of that organization. FHe¢ offered
a clear presentation of the facts as they existed
that served to clear up a number of questions
of a legal nature.

Aldcroftt Tells of Chamber of Commerce

In his address Mr. Aldcroftt took occasion to
call attention to the change of attitude between
piano and talking machine dealers and the
closer relationship that has sprung up between
the several divisions of the music industry and
which has bcen developed most strongly through
the medium of the Music Industries Chamber of
Commerce, of which the National Association
of Talking Machine Jobbers and the Victor
Talking Machine Co. are members. He par-
ticularly emphasized the objects of the Chamn-

(Continued on page 106)

Nickel— Brass

CONTINUOUS. HINGES
NEEDLE RESTS

WEBER-KNAPP CO.

We showed the man from Missouri — where do you live? -i-

cups and covers you need for the next six months -—then tell us

CAN WE DELIVER?

Ask your stock man how many needle-

OUR CATALOGUES
WERE PRINTED FOR YOU

Gold
AUTOMATIC SUPPORTS

Silver

AUTOMATIC STOPS

Jamestown, N. Y.
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ber as set forth in the constitution, which de-
clares that one of its functions is ‘“to foster
and promote the development of music and the
interests of those engaged in any business, etc.,
pertaining to music; to reform abuses relative
thereto; to secure freedom to its members from
unjust and unlawful actions; to settle differ-
ences between its members.”

Mr. Aldcroftt told of the big number of or-
ganizations now affiliated with the Chamber and
representative of every division of the music
industry and declared that the promotion of
music and of the industry was a matter of com-
mon interest to all concerned. He emphasized
the fact that of the twenty-one members of the
board of directors of the Chamber four are
directly associated with the talking machine
trade.

In closing his address Mr. Aldcroftt dwelt
upon the functions of the National Bureau for
the Advancement of Music, what had alreadw

been accomplished by that Bureau and what was
planned for the future and bespoke the support
of the talking machine men for the music ad-
vancement campaign.
Tuesday Afternoon Session

The Tuesday afternoon session was given over
to various officials and department heads of the
Victor Talking Machine Co. Among those pres-
ent were: Ralph I.. Freeman, director of distri-
bution; J. S. Macdonald, sales manager, -and
Ernest John, advertising manager. Mr. Free-
man had for his subject “Conditions, Present
and Future,” and told in detail of the manner
in which the Victor Co. had met the changed
trade conditions as they developed and had
planned carefully and logically for the future.
He told of what had already been accomplished
aud delivered a message that aroused much en-
thusiasm among the jobbers.

Mr. Macdonald, who took up the duties of
sales manager only recently, told of some of the

plans of his department and advised the job-
bers regarding what they could do to promote
sales co-operation in the distribution of Victor
products.

Ernest John had for his subject “Period Vic-
trolas” and offered some valuable suggestions
relative to the most effective means for the sell-
ing and advertising of these products. He par-
ticularly emphasized the great care used in de-
signing the period cabinets and the absolute
authenticity of every detail.

Several of the Victor department heads who
were unable to be present took the opportunity
of preparing papers which were read before the
jobbers. Among those who sent papers were
B. G. Royal, director of production, who told
how the Victor factory was progressing stead-
ily in meeting the demands made upon it, and
aroused particular enthusiasm when he .told of
the new equipment that had been installed and
was being installed in the Victor factory, and
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VICTOR DISTRIBUTORS
Cohen & Hughes,

Jacksonville, Fla.

Boston, \lass.

Beckwith O'Neill Co.. Minneapolis, Minn. .
Co., Phonograph Co. of Milwaukee.

J. W. Jenkins' Sons Music
Kansas -City, Mo.
Schmelzer Arms Co.,
W. D & C

Penn Phonograph Co..

Stewart
Indianapolis. Ind.

Reynalds Music House. Mohile. Ala.
Birmingham, Ala.
H. A. Weymann & Son, Philadelphia, Pa.
Geo. D. Ornstein Co., Philadelphia, Pa.
Cleveland Talking Machine Co.,

Talking Machine Co.,

Cleveland, Ohio.

Rndolph Wurlitzer Co., Chieago. 111,
& Bro., St. Paul, Minn,
J. Samnels & Bro., Inc.,, Providence, R. I.

W. J. Dyer

Washington, D. C.
Florida- Talking Machine Co.,

Lyon & Healy, Chicago, Ill.

Cohen & Hughes, Baltimore, Md.

E. F. Droop & Sons Co.. Baltimore, Md.
Eastern Talking Machine Co..

Kansas City,
N. Andrews, Buffalo. N. Y.
Perry B. Whitsit Co., Colnmhus. Ohio.

Philadelphia, Pa.
Badger Talking Machine Co., Milwaukee.
Talking Machine C

Silvertone Music Co., St. Louis. Mo.
I’honograph Co., Cincinnati, Ohio.
Phonograph Co., Cleveland, Ohio.

Girard Phonograph Co., Philadelphia, Pa.
Buehn Phonograph Co., Pittshurgh, Pa.
Proudfit Sporting Goods Co. Ogden, Utah,
Kipp Phonograph Co.. Indianapolis, lnd.

Harger & Blish, Des Moines, Iowa.
Ameriean Phonograph Co.,
Gloversville. N. Y

Milwaukee, Wis.
Mo.

PATHE DISTRIBUTORS

Fuller Morrison Co., Chicago, Ill.

Hallet & Davis Piano Co., Chicago, IlL

W. W. Kimhall Co., Chicago, Il
Xational Piano Co., Baltimore,

Win, Volker Co., Kansas City, Mo.

Pathé Fréres Phonograph Co.,
New York City.

Fischer Co., Cleveland, Ohio.

Philadelphia Pathéphone Co.,
Philadelphia, Pa.

John A. Futch Co., Jacksonville, Fla.

Md.
Hallet & Davis Plano Co., Boston, \ass.

Wright & Wilhelmy Co.. Omaha, Nebr.

w1

to wind your phonograph
Hence the reason why the following phonograph
jobbers are acting as Motrola Distributors

Lawrence H. Lucker, Minneapolis. Minn.

SONORA DISTRIBUTORS

Western Jobhing & Trading Co.,
Los .ngeles, Cal.

Minneapolis Drug Co.. Minneapolis, Minn.

Smith. Kline & French Co.,
Philadelphia, Pa.

Yahr & Lange Drug Co., Milwaukee, Wis.
Hessig Ellis Drug Co., Memphis, Tenn.

Strevell-Paterson Hardware Co.,
Salt Lake City, Utah.

Southern Sonora Co., Atlanta, Ga.
Southern Drug Co., Houston, Texas.

C. J. Van Houten & Zoon, Chicago, Ill.
Alexander Drug Co., Oklahoma City, Okla.
Sonora Distrihuting Co., Dallas. Texas.

MISCELLANEOUS

A. C. Becker Co., Chiecago. Il

Empire Talking Machine Co., Chicago, Ill.
F. C. Henderson Co., Boston, Mass.
National Phonograph Co., Pittshuigh. Pa.
Hoeffler Piano Co., Milwaukee, Wis.
American Phonograph Co., Burlington, Va.

Clark & Jones Piano Co., Birmingham, Ala.
Knight-Camphell Music Co.. Denver, Colo.

Horton-Gallo Creamer Co.. New Haven, Conn,

E. F. Droop & Sons Co., Washington, D. C
Rudolph Wurlitzer Co., Cincinnati, Ohio
W. J. Dyer & Bros.. St. Paul, Minn.
Collings & Co., Newark, XN. J.
Buffalo Talking Machine Co., Buffalo, N. Y.
Knickerhoeker Talking Machine Co.,

New York City.
W. D. Andrews Co., Syracuse, N. Y.
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