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The best-known trade-mark in the world
designating the products of the Victor Talking Machine Co.
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CLEAR AS A BELL (T—)

Pride of possession creates demand

]\ ANUFACTURERS
L overstocked with phono-
graphs are already trying to in-
duce dealers to take goods off
their hands. They’ve discovered
that ““cheap” phonographs
aren’t popular.

IT is well to remember that
a low price doesn’t mean a
bargain. Sonoras are never
offered in ‘“cheap” lots, are
sold at standard prices, and
are worth all that’s asked for
them.

Sonora brings valuable prestige and substantial profir
to you and builds your business to last a litetime

Sonora Phonograp

George E. Brights

b Company, Inc.

on, President

New York: 279 Broadway

Canadian Distributors - 1, MONTAGNES & CO., TORONTO

You are safe i

n handling

The Highest Class Talking Machine in the Wor.d
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TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Eleven Months
Ending May 31, 1920, Total $6,792,267

WasHingToN, D. C., August 5—In the timely
summary of exports and imports of the United
States for the mouth of May, 1920 (the latest
period for which it has been compiled), which
has just been issued, the following figures on
talking machines and records are presented:

The dutiable imports of talking machines and
parts during May, 1920, amounted in value to
$80,073, as compared with $49,190 worth which
were imported during the same month of 1919.
The eleven months’ total ending May, 1920,
showed mmportations valued at $721,658, as com-
pared with $282,318 worth of talking machines
and parts during the same period of 1919.

Talking machines to the number of 6,186,
valued at $335,106, were exported in May, 1920,
as compared with 4,002 talking machincs, valucd
at $123,058, sent abroad in thc same period of
1919. The eleven months’ total showed that we
exported 70,741 talking machines, valued at $3.-
217,401, as against 45,186 talking machines,
valued at $1,367,641, in 1919, and 88,239 talking
machines, valued at $2.506,617, in 1918.

The total exports of records and supplies for
May, 1920, were valued at $231,129, as compared
with $325,748 in May, 1919. For the eleven
months ending May, 1920, records and acces-
sories were exported valued at $3,574,866; in
1919, $2,653,319, and in 1918, $1,856,879.

OWENS & BEERS MAKE ADDITIONS

Owens & Beers, Victor retailers of New York
and Brooklyn, are making extensive improve-
ments in the store at 81 Chambers street. Thirty-
two booths will make up the demonstration sec-
tion when the alterations are completed and a
large foreign record department will be estab-
lished. In front of the store a large electric
sign extending the entire height of the building
adds much to the appearance of the store.

For the man who claims to like to rave on
the merits of gentle rain falling on the tin roof
outside the bedroom window, praising it as a
soporific, we suggest that he have a record made
of the melodious sound. Then he can have his
sleep to order.

ARTISTIC ARRANGEMENT OF STORE

Field-Lippman Co. Adds New Booths and
Makes Service Keynote of Sales Policy—
Arrangement Assures All Possible Comfort

Many innovations in store arrangement have
been made in the new location at 500 Houston
street, occupied by the Field-Lippman stores,
Victor dealers in Fort Worth, Tex. Here, accord-
ing to E. I. Conkling, the local manager, have
been combined a number of the best ideas in
store furnishing and appointment found in the
most exclusive stores in other cities, with an

General View of Interior of Store
effect that is not excelled in any store in any
other part of the United States.

Six large booths have ben constructed, two
of them for demonstrating Victor records aad
music rolls. Thesc booths are practically sound
proof; finished in white enamel and furnished
throughout in a way that will not only be rest-
ful to thc customer, but pleasing to the eyes.

A splendidly appointed ladies’ rest roomn has
also been installed, while in the front part of
the building is what is known as the ‘‘cozy
corner,” where people waiting for engagements
or the street cars can make themselves com-
fortable.

The illumination for the entire store is fur-
nished by the latest indirect lighting devices,
which provide a splendid white light without
glare. Hardwood floors have been put in all
through the store, and provisions made for the
use of electrical cooling and ventilating devices.

The Victor Talking Machine Co. has drawn
plans for alterations to the main office building
of the Camden, N. J., plant, which will cost ap-
proximately $35,000.
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advertising as I can possibly engage in.

because in this way I will increase my business.

on a good many cash sales.

more business I will do.
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and keeping a good trade.

conduct of modern business.
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“l WILL”—THE CREED OF A SUCCESSFUL TALKING MACHINE DEALER

By FRANK H. WILLIAMS

I wirr keep my salesroom neat and pleasing because I realize that people p"'refer. trading in
attractive places to doing business in poorly lighted and confused looking salesrooms.

I wiLL make my newspaper advertising as snappy, interesting and attractive as possible
because I realize that there is so much advertising of the ordinary kind that it takes a different
slant from the usual in newspaper publicity to make people sit up and take notice.

I wirr make my window displays attractive, timely and interesting and 1 will vary them
frequently because I realize that window displays advertise my goods to folks very effectively at
the point where the goods are on sale and are, therefore, just about as profitable and inexpensive

I wiLL sell customers the sort of records and machines they want to buy because in this way
I will make friends of them, but I will also recommend new records and machines to customers

I wiLL watch my charge accounts carefully, send bills regularly and make a real effort to
collect overdue accounts because I realize that the loss on one unpaid account eats up the profits

I wiLL read my trade paper carefully and note the various points it emphasizes because I
realize that it is published for the purpose of helping me make more money out of my business
and that from it I can secure many valuable pointers.

I wiLr. take my proper place in civic and commercial affairs because by so doing 1 will
enhance my prestige in the community and because I realize that the greater my prestige is the

~ I wiLL see to it that my employes extend to customers a constant
because I realize that courtesy and service are two of the most important factors in building up

I wiLr be fair and square in my dealings with customers and with the house from whom I
purchase goods because I realize that the Golden Rule is still the best rule for the successful

courtesy and service

ot B N

TR T OO O OO O DRSSO T TR TR LG

‘'sponsible.

RETAILER RESPONSIBLE FOR ADS

Must Check Up on Manufacturer’s Statements
and Make Sure They Are Right—Ignorance Is
No Excuse—Advertising Must Be Reliable

A retailer is responsible for the statements
he malkes as to the quality of -goods he sells,
whether he is merely repeating the statement of
a manufacturer or not. It behooves retailers,
therefore, to be certain as to the accuracy of
descriptions which are given by manufacturers
whose integrity might be doubted. Such a warn-
ing was recently issued by H. J. Kenner, secre-
tary of the national vigilance committee of the
Associated Advertising Clubs, and was given
wider circulation among California merchants
by oue of the Better Business Bureaus (vigilance
committecs) out there.

In the case in point a retailer had taken refuge
bBehind the fact that the goods he had adver-
tised had been misreprescnted to him. “The
rctailer,” said the national vigilance committee,
“is held rcsponsible morally and legally (in most
States) for the accuracy of the statcments ap-
pearing in his advertising whether or not he
mercly quotes representations made by the
manufacturer from whom he obtained the mer-
chandise.

“Of course, if the retailer has knowledge that
the manufacturer is wrong and he goes ahead
with a misstatement that is a fraud clearly, and
even if a rctailer hasn’t knowledgc that the
manufacturer is wrong and quotes a manufac-
turer without making soimne cffect to check up,
the retailer can be held responsible legally. The
retailer is looked upon by the buying public as
a specialist and expert in the various kinds of
merchandise which he sells and the public re-
liecs upon him to set out all of the facts truth-
fully with respect to his merchandise and holds
him responsible—and has a right to hold him re-
The public has a right to believe
exactly what it reads in advertising and to act
upon that belief.

“The retailer is, and should be, held respon-
sible for all of the statements appearing over
bis signature in advertising. If he does not
know that they are misstatements he should
make it his business to know.”

EDISON MAKES TELEGRAPH RECORD

Wizard Uses Telegraph Key for First Time in
Nineteen Years in Sending Annual Message

Using a telegraph key for the first time in
nineteen years, Thomas A. Edison on July 20
sent from Orange, N. J., to a committee of the
Old Time Telegraphers and Historical Associa-
tion here a message to be inscribed on an im-
perishable record disc to be placed in the asso-
ciation’s archives as a record of his style of
“sending.”

The message, addressed to the ‘‘“Telegraph
Fraternity,” received by David Homer Batcs,
secretary of the United States Military Tcle-
graph Corps, at Western Union headquarters,
read:

“Amid the activities of a busy lifc full of
expectations, hopes and fears my thoughts of
early association with my comrades of the dots
and dashes have ever been a delight and pleas-
ure to me. I consider it a great pleasure to
record in Morse characters on an indestructible
disc this tribute to my beginnings in electricity
tirough ‘the telegraph’ and with it a Godspced
to the fraternity throughout the world.”

Mrs. Corrinne Roosevelt Robinson, sister of
the late Theodore Roosevelt, has recorded her
speech, “Safeguard America,” in support of th
Republican ticket, on one of the Nation’'s Foru
records. This record will be used in the comii
canipaign.
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In the commercial world it is frequently re-
marked that the talking machine business is an
unusually profitable one. And so it is, but not
to the retailer who hasn’t a proper conception
of its requirements. The time is past when
a dealer can put a sample instrument and a line
of records in the window and expect to be
immediately swamped with orders.

The talking machine has assumed an impor-
tant position in the musical and artistic worlds
to-day—one that calls for its presentation in
warerooms that are attractively fitted up and
neatly furnished, if it is desired to win a line of
customers that will grow. In addition the re-
tailer must “work” his territory and see to it
that the people in his district are made fully
aware that he sells certain instruments and rec-
ords, and what are their distinctive merits. At-
tractive warerooms and a strong line of instru-
ments, vitally important as they are, mean lit-
tle, however, unless the man who owns the es-
tablishment is fully imbued with the importance
of developing an intense follow-up program.

One of our most successful business men, who
is fully acquainted with the ramifications of the
talking machine business, pointed out recently
that in his opinion the follow-up system is one
ot the biggest business getters in the talking
machine trade, as it is in other industries, and
even rivals in importance advertising and the
quality of the goods itself.

In laying out a follow-up campaign, the en-
tire publicity may be divided into classes as fol-
lows: First, the man who is interested and comes
into the store for the purpose of making further
investigations; second, the man who enters into
the store who is not interested; third, the man
who telephones or writes for information;
fourth, the man, who, while interested has not
called, telephoned or written; fifth, the man who
is not interested in any way and hasn’t made
any effort to ascertain the musical possibilities
of the talking machine and records—and so on
down the line.

No prospect who has shown the slightest in-
terest in talking machines, either by calling up
a store, or writing, should be allowed to get
away without at least giving his name and ad-
dress, and should receive the constant attention
of the dealer until the sale is completed.

The talking machine dealer should take a leaf

Importance. of the Follow-Up System In
Attaining Business Success

from the book of the shoe salesman, who never
starts to make a sale until he has removed the
shoe of the customer, for by that means a cus-
tcmer is prevented from leaving suddenly if dis-
satisfied, except in his stocking feet, and the
salesman can present many arguments and show
additional styles while the shoe is being replaced.
Now while such a system could not be literally
followed in the talking machine store, yet the
spirit of this practice is worth observing and
following.

For a couple of years past there has been lit-
tle salesmanship in the retail talking machine
trade; the demand has been greater than the sup-
ply, and a customer had only to come to the
store to be content with whatever instrument

S 2

The Man Who Wins
Is the Man Who Is
Constantly Fvolving

Ideas and Bringing
Them to Public Notice

ST =

was available. The situation is changed now-
adays, however, and the man who comes into the
store to buy a moderately priced machine can
be sold a better type by real salesmanship on the
part of the seller.

There still exists among the public a lament-
able amount of ignorance regarding the musical
value of the talking machine. A prominent
salesman who was visiting at the house of a
friend of his recently, in discussing the talking
machine heard the lady of the house remark:
1 would not give one of those things house-
room.”

Her conception of the talking machine was
based upon a cheap instrument she had heard
many years before the numerous improvements
of recent years had been made. That a woman
of intelligencé should hold such an opinion

:: By Frank L. Parsons
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forced the salesman to reason that if this woman
held views of this nature, a great many others
did, and he at once proceeded to analyze the
reasons for this ignorance. He arrived at the
conclusion that lie himself, as well as other local
retailers, was mostly to blame. This - woman
had often called at his store in a social way,
and he knew that she was rather fond of high-
class music, and yet he had never looked upon
ker seriously as a prospect, and never had played
the marvelously beautiful high-class records
which are now in the stock of every high-class
dealer. An ordinary, aggressive dealer would
have sold that woman a real talking machine
and acquainted her with its possibilities in a mu-
sical way months before she had made the re-
mark above mentioned.

The moral of this, of course, is that one never
can tire of carrying on an educational or follow-
up campaign. It is dificult to kill prejudice;
yet a great many people are still unfriendly to
the talking machine. They hear cheap machines
and records played and at once come to the
conclusion that this represents the general char-
acter and musical possibilities of the instru-
nient. The viewpoint of these people can only
be removed by real earnest propaganda on the
part of the dealer or sales manager.

Invitation concerts in the salesrooms are
undoubtedly among the best means of educating
these people, but this alone will not be sufficient,
for there are still numbers of people who are
suspicious of invitation concerts, and here is
where dignified, forceful and well written litera-
ture can do its work. It is obvious that there
can be no resting on one’s oars in the talking
machine business if success is to be achieved.
Plans must be constantly developed to broaden
out the business to the end that its expansion is
continuous and profitable.

M. A. STEWART NOW IN COLUMBUS

M. A. Stewart, of Philadelphia. Pa.,, has been
appointed manager of the Aeolian-Vocalion de-
partment of the W. C. Moore Co., of Colum-
bus, O. Mr. Stewart is well acquainted with
the talking machine business and has had con-
siderable experience in the production end as
well as in retail selling. He is planning an
active Fall campaign.
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Executive Office
23-25 Lispenard St.
New York, N. Y.

Bostoq, Mass.:
chine & Accessories Co.

Chicago, Ill.: T. J. Cullen

Boston Talking Ma-

Cole & Dunas Music Co.

Reasons Why NYACCO Albums
Are the BEST

[In Six Chapters]
CHAPTER 11

The SECOND consideration in the making of the
NYACCO album is that the envelopes are made of
A good fea-
ture of the pockets is the way they are made two
in one securing each envelope from coming apart,

the highest grade green fibre paper.

and ready to be inserted into the album.

Watch next issue for the third Chapter

New York Album & Card Co.

DISTRIBUTORS :

Cleveland, O.: Cleveland Talking Ma-
chine Co.

Milwaukee, Wis.: Yahr & Lange Drug
Co.

New York, N. Y.: Plaza Music Co.

Philadelphia, Pa.:
Pittsburgh, Pa.: C. C. Mellor Co.

Washington, D.C.: E. F. Droop & Sons

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

Penn Talking Ma-
chine Co.

Standard T. M. Co.

Co.
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Victor

Victrola 1V, $25

Supremac
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The Victor has earned its su-
premacy by the great things 1t has
actually accomplished.

The large measure of success en-
joyed by Victor retailers 1s 1n keep-
ing with Victor supremacy.

“Victrola” isthe Registered Trademark of the Victor Talking Machine Company designating
the products of this Company only.

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

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

Victor Wholesalers

Albany, N. Y .Gately-Haire Co., Inc. Milwaukee, Wls. ..,Badger Talking Machine Co.

Atlanta, Ga. ........Elyea Talk(i:ng Machinec Co. | Minneapolls, Minn. Beckwith, O’Neill Co.
Phillips & Crew Piano Co. ‘Moblle, Ala, .......Wm. H. Reynalds. .

Baltiniore, Md. .....Cohen & Hughes. Newark, N, J.......Collings & Co. VICtr°|a x’ $125

E. F. Droop & Sons Co. New Haven, Conn..The CIIorton-Gallo-Creamer Mz e e g
o.

H. R. Eisenbrandt Sons, Ine.

Birmingham, Ala. ..Ta.lking .Machine Co. New Orleans, La. ..,Philip Werlein, Ltd.
Boston, Mass. Oliver Ditson Co. . )
The Eastern Talking Machine New York, N. Y....Blackman Talking Mach. Cu.
0. Emanuel Blout.
The M. Steinert & Sons Co. C. Bruno & Son, Inc.
Brooklyn, N. Y....,American Talking Mach. Co. - g:ﬁ;f;bgékgns%glksi‘n Co'Ma-
G. Williams Co., Inc. i R e g
Buffalo, N. Y.......W. D. & C. N. Andrews. Landay Bros., Inc.
Buffalo Talking Machine Co., Musical Instrument Sales Co.
Inc. New York Talking Mach. Co.
Burllngton, Vt. ...American Phonograph Co. Ormes, Inc.
Butte, Mont. .......Orton Bros. o i‘l” ;:’ Pcears_all g’)-
Chicage, Il ..Lyon & Healy. maha, Nebr. ......Ress P. Curtice o
The Rudolph” Wurlitzer Co. Mickel Bros. Co. .
Chicago Talking Machine Co. Peorla, Il .Putnam-Page Co., Inc.
Cincinnatl, O, .The Rudolph Wurlitzer Co. Philadelphia, Pa....Louis Buehn Co., Inc.
Ohio Talking Machine Co. C. J. Heppe & Son.

Cleveland, O. ...... The Cleveland Talking Ma- The George D. Ornstein Co.
chine Co. Penn Phonograph Co., Inc.

The Eclipse Musical Co. The Talking Machine Co.

Columnbus, 0, ..... .The Perry B. Whitsit Co. H. A. Weymann & Son, Inc

Dullas, Tex. ....... Sanger Bros. Plttsburgh, Pa. XV F. Frederick Piano Co.

Denver, Colo. ..... .The cl:night-Campbell Music Sfafciaxel’}%‘ikg:’g" hfl‘;(cih Co

Mickel Bros. Co. Portland, Me. ......Cressey & Allen, Inc.
Detroit, Mich. ..... Grinnell Bros. PTortland, Ore. .....Sherman, Clay & Co.
Elmira, N, ¥. ......Elmira Arms Co. Ricbmond, Va. ..... The Corley Co., Inc.

El Paso, Tex. ....W. G. Walz Co. Rochester, N. Y....E. J. Chapman.

Honolulu, T, H. ...Bergstrom Music Co., Ltd. Salt Lake City, U..The John Elliott Clark Co.

ltourton, Tex. .....The Talking Machine Co, of | San Franclsco, Cal..Sherman, Clay & Co.

Texas. Seattle, Wash. .....Sherman, Clay & Co.
Indianapoells, Ind. ..Stewart Talking Machine Co. | Spokane, Wasb. ....Sherman, Clay & Co.
Jacksonville, Fla. ..Florida Talking Machine Co. | St. Louis, Mo Koerber-Brenner Music Co. Victrola XVI, $275
Kansas City, Mo. ..J. W. Jenkins Sons Music | St. Paul, Minn.....W. J. Dyer & Bro. Victrola XVI, electric, $337.50

C Syracuse, N. Y......W. D. Andrews Co. Mahogany or oak
Toledo, O. ........ .The (’:I’oledo Talking Machine

0.

Dews Molnes, Ia

O.
Schmelzer Arms Co.
Losx Angeles, Cal...Sherman, Clay & Co.

Memphis, Tenn. ....0. K. Houck Piano Co., Washington, D. C..Cohen & Hughes.
Wholesale  Dept.,, 115 E. F. Droop & Sons Co.
Union Ave. Robt. C. Rogers Co.

Victor Talking Machine Co.

Camden, N. J., U. S. A,
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AN IMPORTANT ACCESSORY—ALBUMS FOR FILING DISC RECORDS

The enormous demand for “National” Record Albums keeps apace with the ever increasing demand for machines and records. and
our output capacity has been enlarged to meet the greater needed supply. Record Albums have proved themselves to be the best and most con-
venient, as well as economic, method of filing and keeping disc records.

MAKING THEIR SELECTION

THE ALBUM

soon pays for itself in. time-
sang and preserving records.
The initial cost is really an in-
vestment which comes back four-

fold.

Illustrating the daily actual usage of the Album,
the most convenient and satisfactory record filing

system extant.

THE PERFECT PLAN

The pockets holding the records are substantially
made from strong fibre stock, firmly joined together
and bound in attractive covers.

A PLACE FOR EVERY RECORD AND EVERY RECORD IN ITS PLACE

Albums are an Indispensable Requisite in the talking machine business and wherever records are sold. An accessory that is neces-

sary and worth while. Practical and handy. Save time and records. A profitable adjunct to the business.
want Albums to file and preserve their records.

All owners of machines and records

We manufacture disc Record Album containing 12 pockets to fit cabinets of all sizes and styles. We also make Albums containing

17 pockets.

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

For durability, finish and artistic design, our Albums are unsurpassed. We have unexcelled manufacturing facilities, and considering
quality our prices are the lowest. Write us, giving quantity you may desire, and we will quote prices.

WE MAKE ALBUMS TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE, VOCALION AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO. -

239 S. American Street -

PHILADELPHIA, PA.

CHICAGO OFFICE: 508 S. Dearborn Street

FACILITATES RECORD SELECTION

Plans of Miss Kingston of the Hauschildt Co.
Will Prove of Interest to Dealers

Sax Frawcisco, CaL., August 6.—Miss Gertrude
Kingston, of the Hauschildt Music Co., has ar-
ranged a new scheme for quickly picking out
records instead of the slower method of consult-
ing the catalog for records of any particular
‘lass. She has a color placed on the back of
the holder for each record and the different
colors represent the various classes of records.
For example King’s blue is for the Hawaiian
reccords and she can tell at a glance the Ha-

waiian records in any case. A list at the begin-
ning of each case tells what class of records each
color stands for. Miss Kingston reports that
her system has more than doubled the speed
with which racords can be selected and, needless
to say, sold. -

W. N. NORTH WITH GRAY-MAW CO.

WW. N. North, former Pathé representative in
Pakersfield, Cal.,, has sold out to McMahon
Bros., furniture dealers, and has become asso-
ciated with the Gray-Maw Music Co., Inc, in
San Diego, Cal.. as manager of the talking ma-
chine department.

SEMELS NOW OWNS TAPNER CO.

Well-known Talking Machine Man Buys Entire
Interests of Company on August 1 ~

F. Semels, who resigned from Bamberger's
talking machine department in Newark, N. J.,
on August 1, has purchased the entire interests
of the Tapner Music Co.. 1141 Elizabeth avenue,
Elizabeth, N. J., and will devote his time and
efiorts to the upbuilding of this establishmenr,
which handles Victor talking machines and rec-
ords exclusively.

The only man who has really failed is the man
who refuses to try again.

PEERLESS

Three elements of PEERLESS success

Metal Back Album

Factory capacity—Quality production-Sound policy

Phonograph manufacturers and dealers who depend on Peerless
for their albums do so with the fullest conviction that they will:

. Receive their albums when promised.

2. Get the best album at the price.

3. Be protected in their selling right. Our Standard Grade

They also know that the empty album is a constant invitation to

the owner to fill it with records—that PEERLESS albums (2

se]] records.

PEERLESS ALBUM COMPANY

PHIL RAVIS, President

43-49 Bleecker Street NEW YORK CITY

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

Lowest-Priced Quality
Album on the Market

(& =3
- 1 -
‘S"

Does it stand the strain?

I'LL SAY IT DOES!

Write for
description

and prices
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Victrola VI, $35
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—all the time

Victrola VI, $50

| and everywhere

Viewed from the standpoint of musical
art, judged by the character and prestige
of the stores that handle it, measured
: | in dollars for its ability as a profit pro-
Vietrola 1X, $75 & ducer, the Victrola i1s supreme.

Mahcgany or oak

VAAV AV AV WA VANV AV VY,

&>

ANV ANV NV AV AV N

AN,

A AV VATV VAV /AVAN VAN AN A A AV AN AV A

“Victrola’’ is the Registered Trade mark of the Victor Talking Machine Company designating
the products of this Company only.
Warning: The use of the word Victrola upon or in the promotion or sale of any other Talking
Machine or Phonograph products is misleading and illegal.

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

Victor Talking Machine Co.

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

Victrola X,

Mahogany. oak or walnut
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‘g‘] agirais X150 srosansigent of wS Victrola XVI, electric, $337.50 Victrola XVII, electric, $415

g. Mahogany, vak or walnut Mahogany or oak Mahogany or oak
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{ ADHERE TO SOUND BUSINESS PRACTICES

UNLESS present prospects are most deceiving, the time is
coming in the retail talking machine trade when certain dealers
will show a tendency to increase their sales volume by offering
talking machines on a long term basis of payment, ignoring the fact
that these long terms cut into legitimate profits and likewise tend
to raise the overhead by increasing expenses.

The really successful business man is the one who manages”

10 keep his head under unfavorable conditions and does not yield
to a panicky impulse to follow the trails of his competitors, or to
cut under them. If there is a general tendency in the trade to
compete in the matter of terms, it will be only a question of time
when there will develop a tendency to compete in the matter of
price, although such a practice could not proceed very far without
the evil of this course being recognized.

Throughout the period of reconstruction the talking machine
irade has been kept on a sound basis—on a basis that has repre-
sented practically all cash dealing. The public has been educated
to the fact that the average talking machine is sold at a price that
is within the means of the great majority and should not force the
granting of extended terms to swing the sale. There seems to be
no reason why this education should go for naught, for if a cash
basis is desirable during times of great demand, it is equally desir-
able, and in fact more necessary, when the demand is less active
and selling again becomes the rule, and when the business must be
guided very carefully over certain periods.

The talking machine business has kept up remarkably well,
and there is no reason to believe that it will not keep up indefinitely.
\WVith a steady increase in production, however, and the constant
growth of retail stocks as a result, the proportion of demand to
supply is naturally being reduced. The dealer must watch for the
time when the level is reached, when he must be expected to go
out and sell the instruments and records that are in his store instead
of waiting for a prospect to come in and plead for them.

The man who sticks to sound business practices, and makes

up his mind to keep his business going on that basis, is not only .

going to prove successful. but is going to be in a position to weather
any business storms that may perchance sweep the country in the
future. The secret lies in the dealer paying full attention to his
nwn business and not worrying about what the other fellow is doing.

’ BENEFITS DERIVED FROM TRADE GATHERINGS

HERE have been held within the past few weeks a number of

national and sectional conventions of dealers and jobbers repre-
senting various talking machine manufacturers for the purpose of
having these distributing factors discuss amo-g themselves, and
with the factory officials, the problems of business and the plans
that have been, and may be developed, for futuré sales campaigns.

These conventions are made well worth while by the spirit of
co-ordination that is engendered in the various sales organizations
by these meetings, but in a number of cases there is realized
the additional result of having the convention delegates go home
to their respective territories full of fresh enthusiasm regarding
the product they represent, and with added knowledge of the care
taken in the manufacture of that product.

Many of the manufacturers carry on elaborate and expensive
sales and dealer service campaigns calculated to keep the retailers
advised at all times of the salient talking points of the product, of
the details of its manufacture, and of the new features that have
been incorporated in it. Some dealers and salesmen have the
faculty of becoming enthused over the printed word, but there are
many who are not possessed of that faculty and who must be con-
vinced by word of mouth, and by actual demonstration. One
manufacturer. for instance, has for several years used a most in-
teresting method for testing records in order to insure uniformity
and accuracy in the matter of musical reproduction. The method
has been explained on more than one occasion in printed matter
sent to dealers and yet at a recent convention many of the delegates
appreciated the importance of the test for the first time, because
they had seen it carried out and realized what it meant.

No one man is sufficient unto himself. No dealer, no matter
how ambitious, can hope to have a monopoly of selling knowledge,
and it is, therefore, most desirable that these men from various
sections of the country get together at regular intervals to exchange
ideas and to profit by each other's experience. The plan has been
worked out successfully for years in trade associations. If com-
petitors find it possible to gather for the interchange of thought and
ideas, how much more profitable should such gatherings prove to
men engaged in the selling of one particular product.

STEADY GROWTH IN OUR EXPORT TRADE

HOSE who have had little occasion to keep in touch with what

is being done to develop our foreign markets in American talking
machines and records will, without doubt, be surprised and pleased
to learn of the rapid advance being made in that direction. One
only need refer to Government reports to realize the extent to which
foreign talking machine business has grown. The total value of
these exports for the eleven months ending May, amounted to
$6,792,267, and it is quite obvious that the twelve months period will
reach a very substantial sum over the seven million mark. The
value of the exports for the eleven months were divided as follows:
Talking machines, $3,217,401; records. $3.574,866.

The figures in detail for the month of May showed that there
were exported 6,186 talking machines, valued at $335,106. together
with records totaling in value $231,129, a grand total of over half a
million dollars worth of machines and records for a single month.
Australia proved the best customer for machines; Canada the
leaviest buyer of records, with Cuba and various South American
republics doing their full share in absorbing American products.

In view of the new attitude towards the development of export
business, as a form of protection against any likelihood of flooding
the domestic market with surplus machine or record production, and
the consequent bad effect upon trade, this growth of foreign busi-
ness in the products of the talking machine trade is to be regarded
with much interest. It is in its effect upon the business of the future,
rather than upon the business of the present, that it is especially
important,

I WHY THE SHEET MUSIC TRADE INTERESTS

HE average talking machine dealer has regarded with com-
placency—if he, in fact. has heard them at all—the reports that
conditions in the music publishing field during the past few months
have not been at all satisfactory, and that there has been, and now
exists, a distinct dearth of song “hits.” Hec has felt that his busi-
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ness is selling records and that he has enough problems to worry
about without sympathizing with the publisher.

As a matter of fact, however, the conditions in the sheet music
ficld so far as they affect popular hits are of distinct if not of vital
interest and importance to the talking machine man, for the extent
and success of the record business depends in no small measure
upon the general popularity of the songs recorded. If there are no
song “hits” then there will be little spontaneous demand for popular
records. The falling off of song “hits” does not become apparent in
the talking machine trade until two, three, or even four months
after the situation has changed, owing to the time required in re-
cording and placing the records before the public. The slump in
the publishing field, therefore, will not be really apparent ta the
talking machire dealer until Fall.

The answer seems to be that increased attention be given to
standard and operatic records and to records of better music gen-
erally—the sort of music that is not affected by the present day
whims of the public. When a substantial demand for such records
is created and maintained, the popular record demand assumes a
secondary position—an excellent means for increasing profits, but
not, as some may think, vital to the success of the business.

The fact remains, however, that talking machine dealers may
do well to heed the oft-repcated advice that they keep in as close
toucli as possible with the sheet music market, for the volume of
their business under present conditions depends largely upon the
status of the sheet music trade.

DEALERS SHOULD STUDY THEIR STOCK NEEDS |

ISCUSSING business prospects for the fall with a prominent
manufacturer the other day, he pointed out that a great many
dealers are displaying a certain amount of hesitancy in deciding upon
their stock requirements for the fall and winter. Some scem to think
that we are facing a slowing up in demand and there is evident an
undercurrent of uneasiness—it should not be described as pessimism
—which is swaying the judgment of a great many dealers in making
up their minds as to the amount of talking machines and records
they expect to handle—and to sell.

Now this attitude is as dangerous as it is unnecessary. The real
talking machine dealer has made a substantial investment in his busi-
ness and expects to be in the trade this year, the year after and for
years to come. The fact that he has prospered up to the present
time without considerable effort, doesn’t mean that he should not now
plan ahead and build seriously for the future. If at the first sign of
a lull since the war he is content to rest on his oars and let his busi-
ness lie dormant until there is some change in one way or the other
in conditions, he is placing himself in a distinctly dangerous position.

Manufacturers must be guided by their dealers and jobbers as
to their approximate requirements, otherwise they cannot perfect
their own production plans. Moreover if the manufacturing and
transportation conditions were approximately normal, the retailer

might be reasonably safe in ordering his customary stock and devel-
oping a real sales campaign that would place his sales volume equal
to, if not greater than that of last year, but the fact remains that
manufacturing and transportation conditions are still very uncertain.

Railroad deliveries throughout the country are annoyingly slow,
and this applies to the shipments of supplies to manufacturers as well
as the shipments of finished goods to the dealer. Hence it is the
duty of the dealer to give close attention to his needs to the end that
his jobber and manufacturer are informed as to the amount of stock
he might require, and thus his orders are presented at a sufficiently
early date to merit proper consideration. There is a certain volume
of trade that the average retailer can rely upon. He knows that
bar the unexpected, he should do a certain minimum volume of busi-
ness between September 1 and January 1, and he has the experience
of previous years on which to base his calculations. To offset his
business plans, to wait until the last minute before ordering and then
ordering only from hand to mouth, is placing him in a position where
he is going to suffer severely by any sudden tie-up of freight trans-
portation or any sudden drop in factory production.

The dealer who is able to get a fair stock on his wareroom or
warehouse floor will be lucky, for he will be relieved of considerable
financial and freight worries. He will not be bothered about the
problem of getting goods, and his freedom in this connection may
mean much for him if the Fall brings the volume of business that is
to be expected even under normal conditions.

I“TALKER” HELPS RECREATION AND EDUCATION

HE talking machine has been much in evidence this Summer

in the public parks throughout the country—in fact wherever
physical education, recreation and play have been paramount fea-
tures. The supervisors of recreation and education in many of the
leading cities have paid the highest possible tribute to the talking
machine as a stimulator, educator and leader in the public play-
grounds. In many of the parks it has not only furnished the neces-
sary music, but it has been the leader in community singing, the
talking machine record first being heard and then the public taking
up the second verse, and so on, while also records have been specially
made giving advice to the boys and girls how to play and how
to enjoy themselves in a sane and sensible way. .

The wonderful availability of the talking machine in the Sum-
mer months is a worthy duplication of its effectiveness in the school
room during the Winter months. Through the aid of the talking
machine the smallest village now can have all the enjoyments of
the big city in the way of music, recreation, and a close acquaintance
with all that is great in our literature, thanks to the splendid list
of educational records which are procurable.

It is quite clear that the talking machine is becoming one of
the most potent influences for good in our civilization, and the time
is fast coming when this will be recognized by those who are inter-
ested in the character building of the children of the Nation.

-

The inevitable result of increased production is increased competition.
We believe that the Victor dealer is best equipped to meet this
competition successfully, particularly the Victor dealer who devotes
his entire energy to Victor products exclusively.

ORME.S, Inc.

26 East 125th Street

REG.V.SPATOFF

COMPETITION

NEW YORK
Victor Wholesale Exclusively '
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As with all established customs of modern
domesticity, the talking machine, now that it
has become a recognized part of every home,
comes in for its share of fun and ridicule, espe-
cially through the medium of the movies, which
now are turning to every known field for mate-
rial out of which to manufacture scenarios for
the all-devouring public eye. The domestic
quarrel which once found its source in the ex-
pected visit of his mother-in-law, or hers. or
hoth, has given way to a more versatile cause
celebré, the talking machine, which not only
plays the role of trouble maker but also appears
in the final moment as the “deus ex machina”
who soothes away all the troubled hearts and
makes the sun shine again in the peaceful house-
hold.

One of the most common situations in which
the talking machine plays the leading part in
the screen drama centers around a decided
family difference in musical tastes. She is de-
voted to the classics, to the elevating, intellec~
tral type, while her lesser half delights in the
latest jazz which elevates the shoulders more
than the intellect, but nevertheless makes life a
pretty good thing after all. At the end of a
far from perfect day hubby comes home, stop-
ping on the way to get a bunch of new releases

in dance records to cheer up his burdened soul -

and liven up his tired feet. Picture him slipping
quietly into the living room, winding up his ma-
chine and settling back in his easy chair while
the skyrocketing syncopations sizzle forth and
shiver up and down his spine. For a moment
he listens, registering deep satisfaction and de-
Then he jumps up and begins to dance

S
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Dulcitone Figured Walnut, Rich Mahogany,
Red or Brown

Sl Al I

ST

learned one night when he was forced to *
down at the office to work.” Round and round
lic goes, nimbly avoiding chairs and tables
Suddenly the cruel scenario editor cuts in a pic-
ture of wifey upstairs listening with growing
rage to the desecrating sounds below. Ve see
that hubby is in for it soon. And sure enough
down comes wifey and catches him in the midst

A

Dealers Should Watch
Film Releases Where
“Talkers” Are Used
and Use Them as a
Basis of Publicity

N

of his maddest gyrations. Then follows the sec-
ond quarrel of the week (it is only Tuesday),
which ends by wifey dashing the offending jazz
record to the floor, breaking it in pieces, thereby
greatly shocking members’ in the audience who
may have tried in vain to get a copy of the
record at the local store, but nevertheless show-
ing that the movies never stop at a little thing
like eighty-five cents!
Now it is wifey’s turn.
uet,

‘stay

She goes to the cabi-
selects her favorite classic, carefully puts
in a fiber needle and starts the music on its way.

[ 'ill I

The Dulcitone

A BUSINESS WINNER
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Tvyving Up the Talking Machine With the
Movie Film and Local Theatre

By Charles L. Smith
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Hubby registers great mental and aural dis-
tress. Soon he storms out of the room and re-
tires to his den to gloom over his troubles. A
fcw days later he is left alone on a rainy night
and sceking something to do he goes through
his list of records and discovers that some of
his wife’s despised “classics” are worth while
after all. He is converted. The rest of the
story cannot be told here.

With the film’s usual attention to detail, sev-
eral close-ups of each record are shown and the
label showing the make of the record and the
name of the selection, as well as the artist, are
clearly shown. This is very valuable advertis-
ing, all the more so because it is free and un-
studied. It shows the recognized place of the
talking machine in the home and goes to show
how familiar everyone is with the joys of plac-
ing a new record on the machine. Herein lies
a great opportunity for the local talking machine
dealer to cash in on the film’'s advertising of his
product.

Dealers have already made it a point to fea-
ture the records of special music written for fea-

_ture photoplays and have had talking machines

in the theatres during the presentation of these
films. This boomed certain songs and records,
but did not pay any particular attention to the
instrument itself. It was a good form of pub-
licity in its way, but the opportunity offered by
the film story described above and by similar
pictures is of a different kind. In the case of
the special music written for the photoplay the
publicity efforts of the dealer differed little from
the usual methods. It was clear to all that the
whole thing was worked out'in advance by the
manufacturer and the song writer. This is in

In selling the’ DULCITONE the dealer is as-

sured of offering his customers an instru-
ment that is truly distinctive.
in fact, as DULCITONE WALNUT FINISH
itself, which challenges comparison as the
most beautifully finished and perfectly
matched veneer in the phonograph industry.

The winning combination of remarkable
tone and rare physical beauty makes the

DULCITONE a real business winner, an

asset on any dealer’s floor.

INTERESTED?

Write for prices and full information.

As distinctive,

Dulcitone Phonograph Company

Chicago Office, 404 Republic Bldg.

O O

O A

SOUTH HAVEN, MICHIGAN
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no way reflecting upoun the value of these cam-
paigns, for the results obtained were gratifying
te all concerned. In the case in hand the dealer
can cash in on advertising that is unconscious
and spontaneous and therefore all the more val-
uable. The dealer can feature in his own ad-
vertising the fact that the same machine shown
in the film may be had at his store. In addi-
tion, he has a chance to deliver a little lecture
in the cause of music, using the story of the
film as a basis and drawing his conclusions from
that. He can emphasize the power of music in
the home, he can show the value of a well-bal-
anced record library and he can show that both
popular and classical music have their own place.
f{e can work along the lines suggcsted by the
National Bureau for the Advancement of Music.
In fact, the chances are innumerable and their
number depends on the individual ability of the
particular dealer.

Tn the past most of these opportunities have
been allowed to pass by unnoticed. TFilms in
wliich talking machines play an important part
have appeared at theatres in towns where there
were many dealers. But these dealers have
failed to take advantage of thc chances offcred.
I’erhaps it is because they werc unawarc of the
fact that the film contained anything of interest
to them. By a little co-operation between the
film companiecs and the talking machine indus-
try dealers could be informed of pictures where
talking machines were fcatured and in this way
would have a chance to prepare their campaigns
in advance. Such a thing is by no meaus im-
possible and might be worthy of consideration.

AN ARTISTIC WINDOW DISPLAY

Dealer Service Department of Columbia Co.’s
Kansas City Branch Pleased With Display
of J. E. Black Music Co., Springfield, Mo.

The Dealer Service department of the Colum-
bia Graphophone Co. received recently from
the company’s Kansas City branch a photograph
of a window display installed by the J. Ed Black

Music Co., at Springfield, Mo. This window
which is presented herewith, is undoubtedly one
of the finest displays prepared by Columbia
dealers in recent years.

The display shows very clearly the popular
Columbia trade-mark decalcomania, the “Flags
of All Nations” decalcomania, the Columbia

brass sign, and ‘a painting which forms a part of
Columbia Summer advertising
This painting shows very

the mammoth
campaign of 1920.

Striking Window Display of J. E. Black Music Co.

promineuntly the Columbia Summer slogan “Now
We Can Dance.” In connection with this dis-
play, Mr. Black gave the following interesting
details:

The floor is covered with sand and mining
chats. In the left foreground a type C Graf-
onola is resting on a pile of rocks and at the
left and right real live plants growing in mother

earth placed in boxes and surrounded with rocks,
give" a naturalness that cannot be had with imi-
tation plants.

The night effects of this window are really
beautiful. The moon shining on the water with
reflecting ripples gives an effect that is very at-
tractive. This is heightened by a concealed top
light behind the signs. This globe is covered
with light blue tissue paper and makes a moon-
light effect which can only be improved by the
moon itself.

As you will note, we
took the suggestion
of the monthly bul-
letiir cover, -and built
around it scenes in
keeping with the sea-
soit and the occasion.
The busy business
man, just away from
the daily toils of the
B city, just in the dis-
tance, cnjoys with his
family, real, Summer
recrcation at his home
on the river.

The garage in the
distance at the left,
makes his Summer
time really idecal, for
it tells us that he is
not compelled to be.
away from his busi-
ness but may- come
| and go at his pleasure.
- The girl with out-

stretched” arms tells
her own story and you are familiar with it. This
is a window that may be used all Summer.

The man who has ability plus honesty will
get bath wealth and happiness, while the man
who has ability minus honesty will get only-
wealth, and what he gets in this way he can sel-
dom keep.

Just What You Have Been Waiting For

The GATELY Carrying Case

for VICTROLA VUI’s

This handsome carrying case will help in-

crease your VICTROLA VI sales.

The Gately Carrying Case 1s constructed
of wood, covered with black waterproof
fibre and substantially made so that it can
be carried by one man or as baggage.

Each case 1s arranged to hold thirty 10-in. -
or 12-in. 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., Iuc. - .

Albany, N. Y.




THE TALKING MACHINE WORLD Avcust 15, 1920

A nnouncing
Marion Harris

New Exclusive
Columbia Artist




Augusr 15, 1920 : THE TALKING MACHINE WORLD 13

All the Leading Stars of the Stage Make Records

Exclusively for Columbia

Columbia dealers already have more records by
the sort of excl/usive artists who mean big sales
than any other dealers today. Now Columbia has
capped the climax by securing the exc/usive services
of Marion Harris.

The week of August 28 to September 3 is to
be Marion Harris week. Order in advance the
Columbia window display, hearing-room hangers
and all other sales material. Get a letter out to
your mailing list.

COLUMBIA GRAPHOPHONE COMPANY, New York

Canadian Factory: Toronto

Fran;< Crumit Harry C. Browne

Photos ©@—Lumiere—White—Apeda—Moffett—Straus Peyton—FPress Bureau, Inc.
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Saal Motors Represent Seven Years
of Accumulated Knowledge.

s ‘ . In Them You Get—*“Experience” —

e Not Experiment.
PHONOGRAPH MOTORS

Motors

Insure a Service of Satisfaction

NO EXPERIMENTS TO OFFER—But a Motor which has stood the test of time—
Proven its superior Qualities over practically all others in the hands of big users and most
critical purchasers.

The “Saal Motor” not only sells Phonographs, but it keeps them sold.

Supply your customers with the Motor which spells “SATISFACTION” and New
Orders. .

Employ the greatest of all advertising mediums—*“A Satisfied Customer”—that living ex-
ample of “Your Money’s Worth.”

Send for illustrative and descriptive catalog.

- H.G.Saal Company
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{Epitor’s Note.—The effect which phonographic music
has in promoting the efficiency of workers in factories and
offices was discussed by Col. W. V. Bingham before the
Edison Caravan Conventions in New York, Chicago and
San Francisco, in an address entitled “What Music Docs.”
Col. Bingham has been Professor of Psychology and Di-
rector of the Division of Applied Psychology at the Car-
negie Institute of Technology, Pittsburgh, sinece 1915.
During the war he was Licutenant Colonel in the U. S.
Army and Executive Sccretary of the Committee on
Classification of Personnel in the Army. He is at present
Chairman of the Diwision of Anthropology and Psychology,
National Rescarch Council, Washington. From early
youtli he has been interested in music. At the Interna-
tional Musical Congress in Paris in 1914, just before the
war, he read a paper summarizing the results of all the
research that had been carried out by imcans of the
phonograph in studying exotic music, the songs of savages
and primitive people in all parts of the world. Col. Bing-
ham’s profession as a psychologist is to study human
nature. llis fondness for music leads him to be par-
ticuiarly concerned about the effcct of music on human
nature. ]

When a customer takes into his home a New
Edison he has purchased a powerful instrument
tor producing varied effects on people. Think
ot what he can do with this musical instrument!
Think of the emotional and spiritual values he
has bought. \We have put into his possession
an instrument for evoking enjoyment, for quiet-
ing him when he is restless and irritated, for
resting and refreshing him when he is tired,
or weak or worried; for rousing and stirring
him when he wants to be stimulated and en-
ergized. Have you ever thought seriously about
the enormous range of varied poteutialities in
the effects which the New Edison can produce
on the listener when different kinds of selections
are used?

Out in a certain Ohio town the wife of the
owner of an Edison uses Re-creation No. 80113,
a tender lullaby, to put to sleep her two-year-
¢ld daughter. Little Marion has the connection
well established between hearing this reposeful
number and going to sleep; and no matter how
wide-awake and active she may be when sleepy
time comes, the playing of this soothing melody
makes her quite ready and glad to undress, go
to bed and soon drop into a sound slumber.

A Chicago professional man frequently puts
himself to sleep with the Meditation from Thais,
No. 82043.

A mother in New Hampshire uses re-creations
of an opposite kind in the morning when her
two boys have been roused from sleep, but are
feceling pretty glum and cranky and need to have
their minds as well as their bodies bathed in or-
der to come to breakfast and to the day’s activ-
ities feeling fresh and cheery and energetic.

Business Men Need Musical Relaxation

Cheering selections we need when we are
morose and irritable. A very different sort of
selection is good when at evening we find our-
selves all entangled in the numerous petty con-
cerus of the day’s business and cannot seem to

banish from our minds the ceaseless round of

anxieties and plans and projects that have ab-

s

sorbed us ‘during business liours. One day 1
asked a hard-headed business man to listen to
a certain re-creation and then to tell me what
it had done to him. Here is his account of the
result:

“During the first part of the selection I found
myself thinking about three important business
decisions that I was going to have to make.
And then pretty soon I found that I wasn’t
thinking about business any longer—I was
thinking about a race meet next Saturday. And
I noticed, too, that I .was gradually relaxing
my muscles and sitting back in my chair more

-
.

Col. W. V. Bingham
comfortably.” That is what one re-creation did
to one business man. Tlere are times when
it is important to get your mind quite away
from business and on to something utterly dif-
ferent.

Phonographic Music and Architectural Design

Here is another illustration of the usec of the
phonograph during business hours. Dr. L. I..
Thurstone, who is now associated with me in
making an experimental study of the different
effects produced by different sorts of re-crea-
tions, was one day passing the doors of an archi-
tect’s office when he heard some blatant sounds
issuing from the work room and stepped in to
see what was going on. Here were a couple of
architects bending over their desks hard at work,
sketching the design for a beautiful monumental
building, a war memorial of some sort. Near at
hand was a loud phonograph playing a rather
raw and unfamiliar tune. Thurstone asked the
architects, “\What’s the big idea?” One of them

selections,’

O s

Beneficial Effect of Phonographic Music in
Office, Factory and Home -

A G

By Col. W. V. Bingham -

IO
explained that the use of the phonograph was an
established item of technique with them. \Vhen-
ever they wanted to get into a particularly im-
aginative and fertile frame of mind, so that they
could do their very best productive work, they
turned the phonograph ou. “And what sort of
" asked Thurstone, “do_you find most
useful?” *“I want music that pulls and hauls ine,
none of your soft, sweet stuff.”

There you have it in a nutshell. For some
occasions, for some purposes we need music
that pulls and hauls us; which stimulates us;
which releases new stores of nervous energy.
Under different circumstances we can use the
opposite sort—the soft, sweet, sentimental mel-
ody produces precisely the effect on us that
our condition and our needs at the time demand.

Psychological Analysis of Musical Pleasure

The explanation of these complex hniman re-
actions to contrasted sorts of musical stitnuli
is an absorbing field of research in the modein
psychological laboratory. Something has been
accomplished by Weld and other investigators
in the analysis of the musical experience, and of
the sources of musical enjoyment.

As contributing causes of the reactions we
have been examining, these investigators dis-
tinguish first, the purely sensuous elements of
music, the quality or timbre of the sounds, the
rhythm, accents and dynamic effects some of
whicl are found to produce muscular strain and
tension in the listener, to deepen and retard his
breathing, to accelerate his heart throbs, and
particularly to set up changes more or less per-
vasive aund profound in the sympathetic nervous
system that presides over the activities of the
vital organs, including the digestive tract.

The Effects of Music on Muscular Strength

[

It is not hard to mcasure the effects of mu-
sical stimuli on the muscles. Many years ago
the French Psychologist, Féré, and the Amer-
ican Psychologist, Scripture, found that one’s
strength of grip, as measured by the hand
dynamometer, is considerably increased by lis-
tening to stirring music such as the “Marseil-
laise.” This experiment merely gave more pre-
cise expression to a fact regarding the effect
of martial music on muscnlar strength, which
soldiers on the march had known for centuries.
We need to-day to measure the muscular.and
nervous reactions to many sorts of music in
order to know better their possible values in
practical situations.

Good marches and jazzes furnish the clearest
examples of the sensuous element in music. In
addition to these sensuous elements, analysis
reveals certain intellectual elements of structure

(Continued on page 16)
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the South.

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

the right start.

ARMSTRONG FURNITURE CO.

A good start is half the game.

59 and 61 North Main Street

Distributors |

There are_ certain desirable localities. still open for wide-awake Pathé dealers in

ARMSTRONG’S ”

Memphis, Tenn.
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BENEFICIAL EFFECT OF PHONOGRAPHIC MUSIC IN THE OFFICE, FACTORY AND HOME—(Continued from page 15)

and form, nmost prominent in a Bach Fugue and
in much of the music admired exclusively by
trained musicians.

Finally come the associative factors. Our
feelings are sometimes stirred because the music
we are hearing, or music very similar to it,
has in the past been connected with some deeply
emotional experience, or characteristic mood.

What Constitutes Good Music

In the masterpieces of musical composition,
sensuous, intellectual and associative factors all
combine to produce the mest profound reactions.
No wonder they make deep impressions on us.
No wonder that some pieces pull and haul us,
resulting in an enormous stimulation, with re-
lease of vigor and pent-up nervous energy, and
in a revival of muscular and mental tone.

The Need for Variety

The person who is bent on getting the most
enjoyment and mental stimulation and refresh-
nient of spirit from listening to music is going
to have conveniently at hand a wide range and
variety of musical stimuli.

Let me drop here one practical suggestion
for you to take home to your sales clerks. Let
them pass on to their customers this idea of
building up a re-creation library, a library that
contains a well-rounded variety—heart songs and
ballads, operatic selections and simple folk
songs; Sousa’s “Hands Across the Sea” and
Wagner's “Tannhauser March”; the very latest
jazzes and the lovely old Vienna waltzes that
will always be enjoyed; slumber songs and
humoresques; simple violin romances and bril-
liant exciting demonstrations of virtuosity; re-
creations that the children love; selections that
rouse to patriotism and loyalty; simple, sincere
religious hymns, and oratorio numbers such as
Christine Miller’s reverent rendering of the Aria
from the Elijah, “For the Lord Is Mindful of
His Own.”

The customer will sometimes say, “But the
only kind I care for are Spalding’s,” or “I am
only interested in opera,” or “nothing appeals

to me except the latest hits.” That is the chance
to exhibit real salesmanship, to remind the cus-
tomer, without offending him, that he wants
other re-creations for his guests, some of whom
have a fondness for different kinds of music;
and that he himself will enjoy and use a greater
variety if only he will study his own changing
moods and needs, and have ready at hand an as-

"sortment of re-creations well adapted to pro-

duce the different desired effects. I should like
after this program to talk with any of you in-
dividually who have systematically tried this
plan of getting customers interested in rounding
out their collection of re-creations. I want to
find out what your experience has been as to the
best way to go about it so as to increase sales
and to increase customers’ satisfaction.

We could also use to excellent advantage such
systematic informatioh as you have accumulated
regarding the best re-creations to include in the
initial assortment sent with a new phonograph.
How do you choose these initial sets, so as to
include a maximum of variety together with the
uniform excellence that will best develop your
new customer into a full-fledged Edison en-
thusiast?

Plato Recognized the Power of Music

The knowledge that different kinds of music
produce strikingly different effects on the lis-
tener is as old as the ancient Greeks. I was re-
reading the other day the pages in the third
book of Plato’s Republic where Socrates dis-
cusses sincerity in art in its bearings on the
structure of the ideal State. He is described as
pointing out to Glaucon that certain Lydian har-
monies are expressive of lamentation and sor-
Tow; other LLydian and Ionian modes which were
called “relaxed” are expressive of drunkenness
and softness and indolence unbecoming to the
rulers of the Republic; while other modes, such
as the Dorian and Phrygian, are war-like har-
monies “to sound the note or accent which a
brave man utters in the hour of danger and stern
resolve.” Socrates then points out that certain

rhythms ‘“‘are expressive of meanness or inso-
lence or fury or other unworthiness, while other
rhythms are reserved for the opposite feelings.”
The ancient Greeks knew that different sorts of
music produce important effects on the moods,
emotions, iinpulses and character of the listener,
and so they made music one of the chief sub-
jects of the Athenian education.
Uses of Music Among Savages

\We might pursue this theme far beyond the
Greeks to the prehistoric period of the childhood
of the human race. When we examine the uses
which have been made of music by savages and
primitive peoples the whole world over, we real-
ize afresh how potent an influence music may
be in determining human life and action.

There is no savage tribe but has its wild war
songs with which to rouse its fighting men to a
high pitch of energized excitement and bravery
and frenzied abandon before making an attack
on the enemy. Very different are the primitive
love songs that profoundly stir the mating in-
stinct in young nien and maidens. Still different
are the crooning lullabies which the savage
mother sings in order to quiet her fretful infant.
Narrative songs and ballads are useful to prim-
itive tribes in instruction to teach the boys of |
the clan the noble exploits of their ancestors and
the true behavior of the resourceful warrior and
tribesman.

Some primitive music is essentially social in
its function—it brings the family and the mem-
bers of the tribe together, and develops a seuse
of common interest and group comsciousness.
We must not let our clerks and re-creaticn sales-
men forget that these social values of music
are as real to-day as they were when our ances-
tors sang together with only crude tom-toms for
accompaniment. Every home should contain a
generous assortment of records, expressive nnt
only of the individual liking of one purchaser but
also selections that guests and neighbors enjoy.
For when we share our satisfactions with our
(Continued on page 18)
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phire and Diamond Points.

MANUFACTURERS OF

4 Tone Arms, Scund Boxes and Attachments for
Edison, Columbia and Victor Machines.
also have on hand large supplies of Steel, Sap-

You can do it—with the Kent

Can do what

9 Sell more machines, if you handle the Edison, or sell
* more records by catering to Edison owners, as the case

Your money invested in the KENT MASTER ADAPTER will yield
and material profits, both directly and indirectly.

WHY? Because—
The

KENT

Master
Adapter

plays all
RECORDS

on the

EDISON

O

Regimered in U. S. Pat Office

We

KENT PRODUCTS “Win their way by their play.” |

F. C. KENT COMPANY

IRVINGTON
N.J., U.S. A.
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H\VITANOLA ©
FOURTEEN

One thing looms big in
the phonograph field and
thatisthe amazing growth
indemand for theVitanola.

It’s the live proposition
today and the dealer who
grasps the opportunity it
offers will be taking ad-
vantage of the flood tide.

Supreme merit in tone
quality and construction—
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The Big Fact in the
Phonograph Business

thousands of dollars spent
monthly for national ad-
vertising, and Impressive
dealers’ sales helps make
a combination for trade
building which every pro-
gressive merchant must
recognize.

Send for the unique booklet
“Malking a Phonograph De-
- partment Puy’’ and sample
of attractive vest pocket
catulog. T

VITANOLA TALKING MACHINE COMPANY, 508 W. 35th St.
CHICAGO, U. S. A.
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“Sweetest Story Ever Told,” sung by Hulda
Lashanska straight from the heart to the heart, will
bring you the biggest receipts that an old-fashioned
love ballad ever brought.

Columbia 79115.

Columbia Graphophone Co.
NEW YORK

'BENEFIT OF PHONGGRAPHIC MUSIC

(Continued from fage 16)
friends, we not only multiply our own vleasure,
we strengthen the bounds of common interest and
association and social solidarity.

Music an Aid to Work

Still another variety of primitive music
found in the work songs; songs sung by women
patiently grinding grain in a simple stone hand-
1mill, or weaving basketry or hoeing corn: songs
sung by men riding to the hunt or pulling to-
gether at the oar, or rhythmically heaving heavy
timbers. These kinds of primitive music had
their uses both in relieving the monotony of long
hours of repetitive toil, in diminishing irksome-
uess and fatigue, in helping to stimulate more
rapid and energetic labor. and in bringing about
more effective group action

Music in Plant Aids Eficiency

I wonder how many of you know of instances
in which the phonographs vou have sold have
been put to similar use in modern work-rooms
of great factories or offices. Let me rcad a clip-
ping from the \Washington Times for June 13:

“Girls work faster and earn more under new
inspiration in Lorillard factory. Effictency
among workers has increased 20 per cent in the
Wilmington plant of the P. Lorillard Co. since
the inauguration of a music program during
working hours . in the wrapping depart-
ment, Whether following the meas-
ured tempo of some sentimental ballad or the
accelerated time of a march, nimble fingers move
even more rapidly over a task that is purely me-
chanical-—and production is increased.”

I want to see some energetic salesman in this
audience go to one of the great clothing manu-
facturers in Rochester or Baltimore or Chicago,
or right here in New York, and convince him
of the practicability of the New Edison as an
asset in his factory. T venture to predict that
the clothing manufacturer can make his em-
ployes more contented and so help in reducing
kis labor turn-over and at the same time speed

is

up production, by the use of the right kinds of
phonographic music during certain portions -of
thre day; and there will be a diminution instead
of an increase of fatigue. 1 predict these favor-
able results provided two conditions are met.
First, that the manufacturer gets the co-opera-
tion of these workers in the experiment; and
second, that he is judicious in his selections of
the kinds of re-creations to be employed.

In conclusion let me express the hope that 1
have given you one thought to take away from
this convention and to carry back to your as-
sociates at home who are selling Edison mer-
chandise. Teil them to take a square look at
the goods they are selling. Tell them to look
beyond the surface. The time has come to sell
not only period cabinets and the superior sound
reproducing mechanisms they contain: and not
only the thing beyond these, namely, the mu-
sical instrument of which we are so justly proud.

The time has arrived to think about, to talk -

about and to sell the thing beyond the thing
beyond—what music does.

RAINIER A TALKING MACHINE CITY

Cregon Lumber Town Finds Ready Sale for
Talking Machines and Records

While pianos and sheet music are not found
in the music stores in the town of Rainier, Ore.,
talking machines and records are much.in evi-
dence. The Rainier Pharmacy sells Columbia
and Pathé records, while the Columbia Drug
Co. handles Victor and Columbia instruments.
The city has not yet recovered from the loss
of an immense mill which employed many hun-
dred men when in operation.

Clatskanie, Ore., boasts of a new branch talk-
ing machine and music store of the Lacy &
Cline Co., of Astoria. Clatskauie is a growing
lumber town and music dealers there are mak-
ing the best of the opportunity.

A GREAT SIGN AMONG GREAT SIGNS

Sonora Sign Recently Placed at Longacre Square
Attracts Much Attention

The “Great \White Way.” otherwise known as
Broadway in New York City. became more bril-
liant recently when a new Sonora sign was
flashed from a twelve-story building, overlooking
Times and Longacre Squares.

This sign has the new white bright lights, with
a number of bells made of electric globes which
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How Sonora Sign Stands Out

swing across the sky for 110 feet. On the right
corner is an electric rose, and in the left corner
there is featured what is considered the largest
talking machine in the world, which is also lined
with electric lights. There is a green border
carried across to the cluster of roses, all in col-
ored globes, and the entire effect is carried out
through the use of 3,586 electric lights.

Each letter in the word Sonora is thirteen feet
wide by twenty-three feet high. The bells are
twenty-eight feet high, each one containing nine-
ty-three globes. The rose is twenty feet in
diameter with a stem seventy-eight feet long.
This sign was created by the O. J. Gude Co.,
and it is recognized by advertising experts as
one of the finest electrical signs ever conceived.

Dulude Bros., Hull, Que., have opened up
Grafonola parlors at 63 \Vellington street.

A RIQHA

Che Phonographe/Marvelous Tone

fll

Progressive Dealers 1n Southeast get in touch with us
immediately for exclusive territory for this money-making
machine—the 1nstrument that when “put” stays “put.”

H. H. SAPP & CO., Distributors, Macon, Ga.
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The Completeness of Brunswick
Distribution

Its advantages to the dealer

Many factors make the Brunswick franchise
the most valuable a phonograph dealer can
have. A super-fine instrument that won pre-
eminence in four years, an immense volume of
advertising and the prestige of a name already
nown to the millions, are some of them.

And in addition there is the vast scope of a
distribution system supplying every part of
the country with equal facilities.

Six production plants and thirty-eight
branch houses assure direct, prompt and effi-
cient service to any dealer, anywhere, at any
time.

No matter where you are located, north,
south, east or west, Brunswick men and Bruns-
wick stocks are near you, waiting to serve you.

These stocks are complete. And these men
are not mere distributors, interested in differ-
ent lines, with a lukewarm attitude. They are
all part and parcel of a great organization.
Each one is keyed to enthusiasm in Brunswick
ideals and methods.

BRUNSWICK-BALKE-COLLENDER
COMPANY

General Offices: 623-633 S. Wabash Ave., Chicago

Branch Houses in Principal Cities of United States,
Mexico and Canada

Canadian Distributors: Musical Merchandise Sales Co.,
819 Yonge St., Toronto

Phonograph Factories: Dubuque, lowa; Muskegon, Mich. 3
Chicago, lII.; Rockford, Ill.; Knoxville, Tenn,;
“Toronto, Canada

Record Factories: Long Island City, N.Y.; Jersey Cuty, N. J.

The Brunswick dealer is in every sense a
part of this great whole. He receives the
benefit of the smooth-running machinery of a
production and distribution system standard-
ized in 75 years of merchandising.

He is not dependent upon any middleman,
any more than the House of Brunswick is
dependent upon any outsider at any stage of
phonograph and record making.

Thus the Brunswick dealer is in an enviable

position. And his connection becomes more
valuable every day.

As our expansion continues there will be
openings for appointments as Brunswick
dealers in different places — perhaps in vour
locality.

If you are interested in a Brunswick Fran-
chise, the most profitable business proposi-
tion imaginable, write us at once for full par-
ticulars.
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One Winning Idea

A real all-record reproducer

Brunswick has accomplished in the
Brunswick Ultona what all phonographs
have sought from the beginning—a repro-
ducer that plays a// records just as they
should be played, and without adjust-
ment.

At a turn of the hand the Ultona pre-
sents to each type of record, no matter
what the make may be, the proper needle,
the proper diaphragm. No makeshift at-
tachments are necessary.

The Ultona brings out in their original
purity tones often slighted, tones too deli-
cate for reproducing by former methods.

Furthermore, it practically ends so-
called “surface noises.” For it is the only
counterbalanced reproducer. It is so per-
fectly suspended that the needle transmits
the tiniest undulations in the record

groove with perfect fidelity. And the re-
sult is purer, truer tones that win en-
thusiastic praise from nine prospects out
of ten at the first hearing.

The exclusive Brunswick Method of
Reproduction eliminated harshness and
stridency. People quickly realized its
superiority over other methods. Un-
bounded approval followed, and in the
short space of four years a great business
was created and established on unshak-
able foundations. All brought about by
the merits of the instrument itself and the
Brunswick policy of urging people to
judge by the tone.

The Brunswick is the final type phono-
graph, the instrument of tomorrow. The
Brunswick dealer is building for tomor-
row on a permanent basis.

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

Rranch Houses in Principal Cities of United States, Mexico and Canada

Canadian Distributors: Musical Merchincise Sales Co.,
819 Yonge St., Toronto

PHONOGRAPHS

AND RECORDS
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The Tone Amplifier Built Entirely of Wood ),

Another Great Betterment

Exclusive with The Brunswick

\ great advancement was made in the
Brunswick Tone Amplifier, a sound
chamber built entirely of wood, especially
chosen, seasoned and moulded.

It connects directly with the tone arm.
There is NO CAST METAL throat on
The Brunswick. Sound waves are soft-
ened — eliminating harsh, unnatural
noises.

We are justly proud of the fact that the
great majority of our dealers, as well as
our buvers, choose The Brunswick after
comparison with other makes.

This is the test we invite from every
dealer, as well as every buyer. It has
been the Brunswick policy from the very
first.

And as we, by this simple method, have

built up a vast dealer organization, so
can the DBrunswick dealer build up a
profitable business for himself.

Brunswick Records

Another aid to our dealer success lies
in the triumph of Brunswick Records.
They, too, set up new standards. For we
have included all the best features of
record-making, and super-added an ele-
ment often missing—scientific direction.

For every Brunswick Record is recorded
under the supervision of a noted director.
A new art is carried to a high degree of
perfection.

You will note, as you listen to them,
that Brunswick Records bring something
better and finer into recorded music.

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

Branch Houses in Principal Cities of United States, Mexico and Canada

Canadian Distributers: Musical Merchandise Sales Co.,
819 Yonge St., Torunto

PHONOGCRAPHS

AND RECORDS
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Every Brunswick
is 100% Brunswick

The Brunswick is not an assembled
phonograph. We have six great factories.
We build complete.

In assembled instruments there are too
many discrepancies, too many variations.
Our way of making everything ourselves
is the right way for us, for our dealers
and for our buyers.

We can control quality. 1We are sure
of uniform production. We are able to
guarantee every separate part for the life
of the instrument.

The six Brunswick plants are the most
modern, mcst complete and most efficient
production units in the manufacturing
world.

In every Brunswick policy we strive
for the utmost, the best, regardless of
cost, because we are building for many
vears to come.

In our advertising we use 56 publica-
tions, with a combined monthly circula-
tion of 24,000,000.

Brunswick policies are directed by men
who think in terms of millions, who aim
at nation-wide markets. These policies
have a telling effect in favor of the Bruns-
wick dealer. They give him honest mer-
chandise. They entrench him against all
competition.

They practically guarantee his success.

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

Branch Houses in Principal Cities of United States, Mexico and Canada

Canadian Distributors: Musical Merchandise Sales Co.,
819 Yonge St., Toronto
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MARION HARRIS WEEK COMING

Columbia Dealers Preparing to Feature Record-
ings by Miss Harris During Week of August
28—Special Displays to Be Furnished

As announced recently in The World, the
Columbia Graphophone Co. has advised its deal-
ers that the week of August 28-September 3 will
be Marion Harris week and during these six

PATHE CONVENTION IN OMAHA

Dealers in That Section Gather for Business
Conference Under Auspices of Wright & Wil-
helmy Co.—May Form Local Association

OmaHA, NEsB,, July 31.—A large attendance of
Pathé dealers in this State was reported at the
first annual Pathé dealer convention held at the
headquarters of Wright & Wilhelmy Co., Pathé
distributors, of this city.
An address of welcome

was given by J. David
Larson, commissioner of
the Omaha Chamber of

Columbia Display Featuring Miss Harris’ Records

days Columbia dealers everywhere will co-
operate in introducing to the public this new and
popular artist and her first two exclusive Co-
lumbia records.

The Dealer Service Department of the Colum-
bia Co. has prepared, in addition to the usual
September window display, several Marion Har-
ris units, consisting of a regular artist poster in
colors, a long window glass streamer, two rec-
ord holder cut-outs, featuring her first two rec-
ords, and a special record hearing-room hanger
of Miss Harris’ recordings.

The complete September display, as shown in
the illustration herewith, consists of the follow-
ing: Large centerpiece, a copy of Columbia’s cur-
rent magazine ad in full color, large side card
listing popular dance records, large side card
listing concert numbers, giving particular prom-
inence to exclusive Columbia records by Pablo
Casals; two record holder cut-outs featuring
Marion Harris’ first records; three record
holder cut-outs, one of each featuring Jol-
son, Barbara Maurel and the popular operetta
“Florodora”; two small easel-backed cards fea-
turing the exclusive Columbia non-set automatic
stop and the other the latest recording by Frank
Crumit.

They tell the story of the man who learned to
be an opera singer by studying the songs as
played on broken and cracked records he col-
lected from his friends. He got there, even if
his inspiration was cracked.

Commerce. Inspiring ad-
dresses were made by
James Watters, secretary,
and H. N. McMenimen,
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 session oppor-
tunity was given to all
dealers to give the expres-
sion of their views on the
various daily problems
that arise. As additional
entertainment the Wright
& Wilhellmy Co. planned a matinee Orpheum
party for the ladies and all delegates journeyed
to Krug Park at night.

As the outcome of this convention, it is ex-
pected that a Pathé dealers’ association will
shortly be formed in _this section of the country.

TO OPEN “TALKER” DEPARTMENT

Office Supply Co. Will Have Large Section Un-
der Direction of John J. Gifford

CuarrLorte, N. C., July 19.—This city will have
a new talking machine store in the next few
weeks, when the Office Supply Co, one of the
fastest-growing concerns of its kind in this
locality, opens its new talking machine section.
The new department will be under the manage-
ment of John J. Gifford, a well-known piano
and talking machine salesman of this city. Sev-
eral popular makes of instruments and records
will be featured, as well as pianos, players and
music rolls. The department will be open to
the public as soon as the extensive alterations
now under way are completed.

INCORPORATED

The Dorsa Phonograph Co. has been incor-
porated in New York to do a business in talk-
ing machines, with a capital of $30,000. The in-
corporators are F. Ross, V. and P. Dorsa, 323
East Eighty-fifth street.

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
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Look at the P
Simblicity of the
Brooks Automatic

Your Sales in the Future

WILL BE 'BASED UPON MORE THAN MERE DEMAND

Good Salesmanship?
Yes.

Good Buying? YES!

Sales will be made by good
presentation of GOOD MA-
CHINES. NOW is the time
to LAY YOUR PLANS.

‘Automatic Repeating
Phonograph

1s the only machine that will
play any record any number of
times and then stop automatic-
‘allywith the tone-arm suspended
in the air.

How is this done?

Place the needle on the record at
its finishing edge. Set the pointer
for one or two or five or eight play-
ings, whatever you—or the dancers
—want.

The motor starts, the record plays, and replays and stops automatically with tone-arm
and needle suspended in the air!

No records are scratched! No one has to get up and rush to shut the ma-
chine off! The convenience is wonderful and appealing to every buyer—
especially a woman. Its mechanical perfection grips the interest of men.

Can You Sell Such a Machine ?

Its tone and its finish are both as superior. This machine is available to high-
grade dealers who propose to stay in business handling high-grade goods.

INQUIRE ABOUT YOUR TERRITORY FROM

THE BROOKS M’F’G. CO.

SAGINAW MICHIGAN

ST
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HOLD AN ENJOYABLE OUTING

Forces of Columbia Wholesale Branch in New
Haven Enjoy Themselves at Lake Quassapaug

New Haven, Conn., August 4—The local
wholesale branch of the Columbia Graphophone
Co. was closed Thursday, July fifteenth when
the employees celebrated their annual outing
which was held at Lake Quassapaug, Water-
bury, Conn.

The cntire party was transported by auto-
mobiles, and an extensive program of sporting
cvents attracted inany entries. Handsome prizes
were given the lucky- winners, among whom were
the following: B. A. Day, fat man’s race; H.
Calechman and D. Richetteli, three-legged race;
Gertrude Lanz, shoe race for girls; Henry
Calechman, running race for boys; Gertrude
Lanz, running race for girls; J. J. Dun, egg
race for boys; Sonia Hyatt, egg race for girls;
Mary Flanery, marshmallow eating contest for
girls; J. J. Dunn, tug o’'war for boys and Juline
Hemingway, blindiolded race for girls.

The members of the committee which were
congratulated upon the success of the program
were Peggy Pickus, Mary Flanery, F. C. Collins,
J. McKiernan and Assistant Manager H. C.
Cooley.

H. E. Gardner, manager of the branch, par-
ticipated in all of the sports, and was an im-
portant factor in the success of the day's outing.
Among the invited guests were Mrs. H. E. Gard-
iner, Mrs. H. C. Cooley, Mrs. A. G. Dillion and
Mrs. F. P. Conklin.

Frederick C. Collins, manager of the Dealer
Service department at the New llaven branch.
attended the first convention of Dealer Service
Managers held recently in Philadelphia. Mr.
Collins was enthusiastic regarding the practical
value of this convention and gave an interest-
ing report at the weekly meeting of the branch
salesmen.

Among the callers at the New Haven branch
recently were the following: Frank Abbott,
Derby, Conn.; M. Quadretti, Shelton, Conn.; Mr.
Tomlinson, from Seymour Pharmmacy, Seymour,
Conn.; Mr. Wilson former assistant manager of
\Woolley’s Columbia Store, Meriden, Conn.;
Thos. Woolley, Meriden, Conn.; S. Finkelstein,
Bridgeport, Conn.; A. G. Sommers. Guilford,
Conn.; Mr. Levy, of the E. Hartford Tire and
Motor Supply Co. East Hartford, Conn.; D.
Smith, from Whitlock’s Book Store, New Haven,
Conun., and Mr. Louis Sackowitz, Hartford, Conn.
Mr. Sackowitz is to open an exclusive 100 per
cent Columbia store in a few days.

-

The foreign born population seems to buy
the majority of the operatic records.

e
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THE GREAT FORCE

“I am the soul of the joy of life—the com-
panion of its sorrows.

“All moods are mine. I am hilarious. I am
frivolous, I am gay, I am serious, I am sad. [
spin out. the silver thread of happiness, the
golden thread of comfort and solace. On
vings of melody I bear the dreamer off to
strange places and strange lands. To the
wanderer I sing of Nhome. In the despondent
£ ] renew resolve. To the despairing [ bring
hope. In the child I engender pure tastes, re-
finement, and inspire noble thoughts and high
ambitions.

“I am ever ready. I never tire. I amn a
well-spring of inspiration, relaxation, recrea-
tion. I am at home in the dwelling of the
richest or the most lowly in the land—where
religion reigns or under the roafs that know
not God.

“In peace I had cver been at the service of
man.  In war was [ to be found wanting? Was
I to be thoughtlessly brushed aside in the tre-
mendous rush to arms? Many there were who
wonld have stilled my voice till peace should
come ugain. But I was put to the test. I
was not found wanting. I proved my worth.
[ found iy niche, for I am full of cheer, of
undying, unflickering resolve—of the spirit that
krnows not defeat. =

“Day and night found me on duty with the
saviors of civilization—in the camps, on the
ships, in strange foreign villages, in dugouts,
i trenches right up to hell’s partition—every-
where where death and danger were conmon-
place, soothing tensed nerves straining at the
leash, singing of victory amid the batile’s roar,
—vrestoring the bulance of upset minds—chant-
ing the dirge of dewviltry.

“Iu war, as in peace, food, clothing, and
= shelter come first in sustaining morale and ren-
dering comfort. I come next.

“I helped to win the war.

“I am MUSIC” —Courtesy of Life.
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FEATURES OUTING VICTROLA SETS

The Victrola departmment of S. Kann Sons &
Co., Washington, D. C.,, has been making a spe-
cial drive this month on the portable Victrola
for the Sumuiner trips to camp and seashore.
Manager McFarquhar has prepared special sets
of records for Victrola enthusiasts.
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Mountains or seashore—both find the talking
machine necessary. A good supply of records
i now looked vpon as necessary to the enjoy-
ment of camping out.

record profits.

Flapjacks and Maple Syrup

'LIP the flapjacks and cook both sides.

sales are brown, flip your business and cook some real Victor

Lots of fun when you get the énaré
Pearsall Service keeps your business IN the frying pan OV ER

the fire, to revise the expression.

SILAS E PEAD LL COMDA Y |

VICTOR CATALOG WINDOW DISPLAY

Newton, Ia., Store Attracts Many Customers by
Use of Attractive Display Features

This photograph shows a Victor display which
created a great deal of business for the Iowa
Mercantile Co., Newton, Ia. This concern is a
large department store and is located in one of
the most up-to-date towns in the State. On the
sccoud floor of the store where the Victor de-
partment is located they had a complete Victor

lowa Mercantile Co.’s Clever Window Display

installation set up as shown in the picture. ’‘The
Victor catalog is featured and the display
brought many inquiries for the useful volume.
C. P. Hunter, manager of the Victor depart-
ment, believes in paving great attention to the
matter of window and interior display.

. STRADIVARA SELLS IN ASTORIA

Astoria, Ore, Aug. 5—Within the next two
vears it is expected that this city will reach the
position of the sccond largest city in Oregon
The liacy ‘& Cline Music Co. is a large pro-
gressive house which covers much of south-
western Washington as well as western Oregon.
The Stradivara is one of the biggest sellers
here in this part of the country.

JAPAN HEARD FROM

The Stewart Talking Machine Co., of Indian-
apolis, Ind, reports an order for its lithographed
blotters from the far distant land of Nippon.
The Methodist Publishing Co., of Tokyo, Japan,
l:aving read the Stewart Talking Machine Co.’s
advertisement of nursery rhyme blotters, made
an inquiry for a sample. This was followed by
a trial order which was recently hlled. Another
proof of the fact that Japan is wide awake to
modern merchandising ideas.

In every business we must take a chance; we
must venture to some extent; but with the ven-
ture we must combime judgment, enterprise and

brains.
[

machine

When

Victrolas and Victor Records

P OsTRETR
WHOLESALE ONLY

10 East 39th Street, New York




22 THE TALKING MACHINE WORLD Aucusr 15, 1920

Edison Message No. 76

[nflaion
Suggests
Deflation

The inflation of prices associated with

so many articles of merchandise, during
and after the war, naturally 1s a temporary

condition. Deflation is bound to come.

The prices of Edison Phonographs, since
1914, have increased only 15 per cent.,
including War Tax. We sacrificed large
profits in order to stabilize the Edison
Phonograph business.

“Edison Stood the Gaff”

THOMAS A. EDISON, Inc.

ORANGE, N. J.
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Mystic Shriners to the number of between
60,000 and 75,000 took Portland by storm dur-
ing their recent convention and the Rose City
of Oregon, in gala attire, welcomed them with
open arms. Thousands of electric lights, each
with a red fez for a shade, were strung across
the principal thoroughfares; a triumphal arch,
showing the pilgrims looking towards Mecca
was erected on Broadway; the wonderful rose
gardens were abloom with thousands of roses
by day and a perfect fairyland of light and color
at night, while bales and bales of red, yellow
and green bunting transformed the staid oc-
cidental buildings into a city of Oriental splen-
dor.

In addition to the civic decorations the indi-
vidual stores had displays on a degree of elab-
orateness never before attempted and the lead-
ing music ‘houses vied with each other in doing
homage to the Shriners—in fact, their contribu-
tions are worthy of detailed mention for the
benefit of all those dealgrs who are interested
in window displays in connection with great
pageants.

Sherman, Clay & Co. had a window floored
with fine sand and in the background several
papier mache pyramids. At one end was a
number of palms and in front of them a tall
column covered with Egyptian hieroglyphics, into
which was cleverly worked the picturization of
the talking machine and the Victor dog. At
the opposite end were palms, in the midst of
which stood a Victrola. In another window,
backed with palms, they showed a table on
which were a number of the silver trophies of-
fered by leading firms and associations as prizes
in the big Rose Show.

The Bush & Lane Piano Co. had hung against
the window a huge Shrine emblem ten feet high,
extending from the top to bottom of the glass.
On the rear wall was a large canvas drop de-
picting a caravan of camels crossing the desert.
In the window was a tent of silk, made of scarfs
of the Shriner colors, in front of which sat an
Arab sheik in red satin and spangles with great
turban and pointed red shoes, listening to the
music of a phonograph set on the sand in front
of him.

The Wiley B. Allen Co. had a large corner
window with canvas back drop showing a desert
with purple pyramids enfolded in flame-colored
light. The floor was covered with fine sand.
Large cutouts of palm trees were shown and in
the center of the stage, so to speak, was a
Brunswick, around which were gathered a
number of life-size figures of Bedouin chiefs in
turbans and red and white robes. A second
window showed a canvas drop depicting a desert
scene, with four Egyptian pedestals, each top-
ped with a phonograph record. In the center of
each disc was a white circle, lettered in blue:
“Hear Karavan—the most realistic offering of
Oriental effects.” Palms at either end of the
window added to the desert effect.

The Hyatt Talking Machine Co. had a large
window with broad bands of bunting, red, yel-
low or green, extending from the top, bottom
and sides of the window to a point in the cen-
ter rear. At the point of focus was a kewpie
doll in Shrine regalia. Nothing else appeared
in the window, yet it was one of the most strik-
ing of any display. The other window of the
store showed several talking machines, together
with some of the latest popular records, this
window also being hung with bunting of the
Shriner colors. -

A decidedly effective publicity stunt which
could be used where any convention or large
gathering was being held was that of Woodard,
Clarke & Co. In the center of the floor was
a mound surrounded with a garland of roses,
with a card, “Portland, the-Rose City,” Stand-
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How the Portland Talking Machine Men
Dressed Up for Shriners’ Visit -

00000

ing on the mound was a tiny figure labeled
“Mayor Baker.” To the north were little snow-
covered domes, labeled Seattle, Spokane and
Tacoma, as well as a toy ship called Victoria,
B. C. To the south was a toy train, with cars
labeled San Francisco, Los Angeles and San
Diego. Toward the east was another train with
little pennants—Pendleton, The Dalles, Salt Lake
City and Denver. In the background was a
canvas drop, on which was painted a picture of
the rising sun, and small black lines running
towards Portland, the end of each being labeled
Boston, New York, Philadelphia, Washington,
Palm Beach, Atlanta and New Orleans. A card
down front announced “They’re All Coming to
Portland.” Pasted to the sides of the window
were a number of typewritten inessages on
Western Union blanks, addressed to fictitious
visitors in Portland during Shrine week from
friends and relatives in other cities. Among the
catchy messages were: “Chicago, Dear Daddy,
we miss you awfully. Have a good time and
bring us home from Woodard and Clarke a rec-
ord of some of the dandy band music you hear.
—Myrtle, Tom and Kathryn.” “Indianapolis,
Sorry I forgot to pack those records to go
with your machine for your camping trip after
leaving Portland. You can get any you want
at Woodard & Clarke’s, though, so don’t worry.
—Annette.,” There were half a dozen of these
messages and any dealer could arrange others
to suit local conditions.

Powers Furniture Co. had a large window
showing the process of taking a candidate over
the burning sands. In the background was an
elaborate view of the Sphinx and Pyramids,
and just in front of it two tall palms. Four

1y

By W. B. Stoddard
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life-size figures were shown, three in Shriner
uniform and the other a candidate in bare feet,
prodded from behind with a long spear. A card
down front suggested: “He'll appreciate it all
the more when he reaches the oasis.” The next
window suggested that the restful interior of
Powers store was a veritable oasis. It showed
wicker chairs, a soft rug, tall palms and two
Victrolas. The company’s card of welcome,
which was repeated in the papers, was addressed
to:

RN T T R T P

NOBLES OF THE MYSTIC SHRINE!
A ROYAL WELCOME!

Pitch your tent anywhere! Ye of the East—the
West—the North—the South! Make yourselves at
home anywhere in the big furniture store

POWERS

Would you delight your ear with sweet sounds?
Pass through the temple gates into the garden of
palms and there list to entrancing strains.
llllI||||lllll|IIII|1IlI|IIIIIIIIIIIIIIIIIIIIIIIIIII‘IllIIIIIIIIIIIIII DT E ORI IIIIIlIIIf:

In the large, airy demonstration rooms were
comfortable seats and attendants to demon-
strate any class of music the visitor desired.

OPEN TALKING MACHINE ADJUNCT

The Craycraft Dry Goods Co., of Noblesville,
Ird., has announced its assumption of the Vic-
tor line exclusively. This company -plans to
make its talking machine department one of the

largest and most attractively arranged in the
Middle West.

WASHINGTON STORE ENLARGES

Woodward & Lothrop, the largest department
store in Washington, D. C. has enlarged the
Victor department by adding additional booths
and record counters. Gus Louis is manager.
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Dealer Who

Exclusively Victor

-RET.U.S. PAT.OML -

Genuinely Interested in the

Interested in Victor

Elyea Talking Machine Co.

‘Atlanta, Georgia

is Genuinely

Strictly Wholesale
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WIDE RANGE OF PRODUCTS NEEDED TO MAKE A “TALKER”

Some Enlightening Information on This Interesting Subject Which May Add to the Knowledge
of Salesmen Who Are Oftentimes Asked Questions by Inquisitive Customers

The wwonderfully wide range of products
necessary to construct a talking machine was the
basis for a very informative article which ap-
peared in a recent issue of The Tone Arm, an
interesting publication issued by the factory
forces of the Coluinbia Graphophone Mfg. Co.,
Bridgeport, Conn. It emphasizes how much of
the world’s territory is tapped to supply the re-
cguirements of the talking machine industry. The
article reads:

“Think of needing thousands of yards of sew-
ing silk for a mmachine shop, yards of velvet
and plush, precious stones from Ceylon and Aus-
tralia, diamonds, and the purest of pure gold.
\We tap the swamps of Brazil, Central America,
and of Africa for wood of one kind, our own
Southern swamps for another, Canada and the
Maine woods for another, Spain and the Con-
tinent for another.

“Picture a more than half-naked savage
prowling through the jungles of \West Africa
for material out of which to make an instru-
ment to delight and amuse her dainty ladyship.
The string of savages, porters. hunters, guides,
what not, that make up the long caravan which
finally carries the collected booty of the jungle
wanderer through swamp and forest and over
plain down to the coast. The loading into ships
from rocking canoes and the long journey
around the Cape, half across the world for our
graphites to use. WWho would recognize the
Maori sheep herder of Australia as being a co-
worker with our factory in making our instru-
ments? Do you suppose he or any of us that
should see him, in his lonely watches through
the night under the tropical stars, guarding his
sheep, could visualize the shearing, the cleaned
wool, again the world trip, the arrival in Amecr-
ica, the American factory, and—lo, the felt for
our turntable?

“New Zealand! Once more the jungle, the
native peering carefully all around, prodding
here and there with his spear and every neow

and then gathering large or small lumps of
fossilized gum that has lain there for a thou-
sand years, to be used finally to record pe:-
manently for our delight the golden tones of a
Ponselle or a Hofimann. Have we ever stopped
to think that in the far off Straits Settlements
the Malays are getting out the metals we use
in this same instrument?

“We use clay from the hills of Pennsylvama.
and precious stones from the mountains of Mon-
tana, products made from wild grass from Mex-
ico, bamboo from Japan, mica from Iadiz and
South America, nuts fromm Brazil, olive il {rom

Italy, boxwood from the West Indies and the
Florida Keys, cory from Spain, and s¢ on uutii
nearly every part of the world is laid under
tribute and almost every substance uscd in sci-
ence and the arts as well as in ordinary 1mmanu-
facture is obtained and used.

“There was once a gentleman who came into
the purchasing department and this subject was
touched on and finally a bet was made that of all
the things he could think of, he could not at
one trial think of one thing or substance the
Craphophone Co. did not use. He acccited the
bet and, after a long pause in which he tried
to think of the most unlikely thii ¢ poussiblz to
use in making Grafonclas and records, !¢ said.
triumphantly, ‘toothpicks’—and he lost; for, al-
ihough who could guess it, we use in our reg-
ular manufacture thousands ¢f toothpicks.”

HELPING THE DEALER WIN OUT

Serenado Mfg. Co.’s Activities Demonstrate How
Its Dealers Are Aided in Developing Trade
—Business Reported as Steadily Expanding

Cepar Rarins, Ta., August 5.—The Serenado
Mfg. Co. of this city. manufacturer of the Ser-
enado talking machines, is furnishing its dealers
with effective advertising material, including out-
door signs for use on fences. indoor hangers,
specially printed catalog folders, etc. It is also
co-operating with the dealers through a direct-
by-mail advertising campaign concentrated on
a list of selected prospects.

The company, under its present efficient
method of marketing, proposes to secure for its
dealers desirable results attained through the
personal appeal of direct-by-mail advertising,
and to correlate this help with other up-to-date
methods of adwvertising and distribution. That it
has sncceeded in these plans is evidenced in
the fact that dealer contracts have been closed
with progressive merchants in the most import-
ant trade centers.

The executives of the Serenado Mfg. Co. have
both had previous experience in the talking ma-
chine industry, specializing in their respective
fields. \V. H. Conant was for eighteen years as-

. sociated with prominent concerns, specializing in

finance, credits and collections, prior to which
he was a newspaper editor. M. E. Lusk, Jr., has
to his credit over fifteen years’ experience in
the direction of sales and advertising.

The present Serenado chain of distribution,
which includes representation in thirty-four
states, was built up in a little more than a year,

W. H. Conant

M. E. Lusk, Jr.

and this record is a tribute to the musical and
sales merits of the company’s product, coupled
with the varied experience and abilityv of its

executives.

The days are shortening. Now’s the time to
plan for Fall activity. . -

Made of 5 ply Panel Stoek

Guaranteed One Year

Prima-Donna
‘ The Phonograph Inspired’’
BUILT 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.

Mr.'Retailer we have a jobber in your
territory who can supply you over night
with these bip value phonographs at a

6 Models at Popular Prices liberal discount.

6 Models at Popular Prices

Also manufacturing other well known brands.

GENERAL SALES CORPORATION

Still Whrite
?‘“’e 1520 BUFFUM STREET MILWAUKEE, WIS. go”

ome u
Ternitony OWNING & OPERATING e
e GENERAL MFG. CORPORATION  RECORDEON PHONOGRAPH CO. Proposition

HEANEY-SCHWAB BILLIARD MFG. CO.

Makers of Fine Billiard Tables Since 1882
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Here's- a favonte model of our

Console creations in

gl

o Plaonograph.

a work of art in design and work-

manship worthy to be classed with
the rest of the furniture line we have
been making for the best trade

since 1885.

Brochure of views sent on request.

Originator of the Console and
Period Designs in Phonographs

WINDSOR FURNITURE CO.

Chicago, lll.
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- Will Be Easy

£ A N

A great deal has been said and written about
the psychology of first impression. Many emi-
nent authorities claim that the first impression
is nine-tenths of the ultimate impression and
that for this reason the so-called popular man
or woman is the one who “gets away good” right
at the start. Whether or not this is 100 per
cent true is not an issue in this article; suf-
ficient be it that the first impression counts and
accounts for a great deal in successful salesman-
ship. Let us, therefore, study the matter of ap-
proach when the prospective customer first en-
ters the store. It seems reasonable to suppose
everybody enters any and every store with some
one thing definitely in mind, the unknown quan-
tity question being what that thing is.

There are several general purposes that can
induce a person to enter a store: namely (1)
to purchase some pre-determined article; (2) to
investigate, examine or otherwise inspect some
pre-determined article, with the matter of wheth-
er to purchase or not still unsettled; (3) to make
payment or to offer explanation for delay on
some unpaid account; (4) to make a non-
business personal call or ask for information not
germane to the particular business in which the
particular store is engaged.

Regardless of which of these classes the caller
may belong to, it is vital that a good reception
be extended, which must be characterized by
politeness, sincerity, cordiality and intelligence.

Politeness! It is a wonderiul quality to
possess and to use every moment of one’s life,
but particularly in business when one is seeking
to sell goods. As applied to the floor manager or
salesman whose role it is to first greet the in-
coming caller politeness consists not only in

Determlnlng Whether the Maklng of a Sale

or Dif

IClllt i

manner or address. but also in neat, immaculate
dress. Cleanliness and neatness will convey the
impression of respect quicker than any one other
thing and to be respectful and to be polite are
one and the same.

Sincerity! It is a vital point, but is most
yuickly conveyed to a new acquaintance through
walking directly up to the incoming caller and
when speaking. looking the other party square
in the eves. This, perhaps, sounds like trivial

T T S

A Prospect’s First
Impression Often
Determines W hether
Making a Sale Will
Be Easy or Difficult

L e

advice. It is not. There are many retail sales-
men who shuffle up to the newcomer in a rather
aimless sort of manner and who spend the first
few seconds after reaching the newcomer in
making an inspection of the caller’s attire, etc.,
instead of looking him or her squarely in the
eyes. Even the most modest person likes to be
looked squarely in the eyes by the store member
who does the greeting, but very few people can
stand a searching personal examination of their
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o3 By Lional E. Davis
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attire without embarrassment. It pays to make
every caller feel comfortable right from the first
minute. :
Cordiality! The most rapid and most effective
means of conveying the impression of cordiality
and of heartiness of welcome is via the well-
timed smile. A really good winning smile is
more or less like an inherited talent, but con-
scientious practice and study will go a long way
toward perfecting a good “selling smile.” Watch
the actors and actresses on the stage and on the
movie screen. Their smiles are professional, but
yvet appeal as genuine. That’s the kind to develop
and you will find it of infinite advantage to work
in a good cheery smile before starting to speak.
Finally, we come to—intelligence! There is
where it is most easy to fall down and where
the most unforgivable blunders are made. There
is here no simple rule to follow—a man or
woman must use every ounce of the intelligence
with which he or she is endowed to quickly con-
vey the impression of intelligence to one he or
she is just meeting for the first time and with-
out an introduction. .
Review again the four purposes which can
prompt a person to come into your store.
Doesn’t it seem most logical to make the first
remark seek to place the caller in one of these
four classes? It most certainly does from the
standpoint of efficiency and cutting out lost mo-
tion. But consider for a moment the questions
it would be feasible to ask when such a policy
is pursued. They would run something like this:
“Is there something special that you are interested
in*’—“What do you want?’—etc., etc. But is
there any real quality—any real impression of
intelligence given when such plain remarks are

—_—————

Cawma

“The Cabinet-wood Superlative’

longer.

o S o AT G | ST Sad S

AN AMERICAN WALNUT
TALKING MACHINE
CABINET

-, qm D ; For Phonograph Cabinets

sNUT

Walnut is surely as desirable as it has proved to be for the
finest of other forms of furniture for four hundred years and
Beauty, remarkable working qualities and its hold

on the public demand put AMERICAN WALNUT in the

forefront for the finer musical instrument cases.

Write fordata for makers or data for dealers and the *‘ Brochure de Luxe' for your salesmen.

AMERICAN WALNUT MANUFACTURERS' ASSOCIATION, Room 1022, 616 South Michigan Boulevard, Chicago, Illinois
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Eleventh Supplement

READY

IN SWEET SEPTEMBER—Fox-trot,
Ray Miller’s Black & White Melody Boys

MY SAHARA ROSE—Fox-trot,
Harry Raderman’s Jazz Orchestra

4118
10-in
$1.00

(+'\

ROSE OF SPAIN—Fox-trot,
Ray Miller’s Black & White Melody Boys

4119
10-in.
$1.00

pr=—fy

KISMET—Fox-trot..Green Brothers’ Novelty Band

4120
10-in,
$1.00

Rega Dance Orchestra

POLLY—One-step,

TELL ME PRETTY MAIDEN—Fox-trot,
Joseph Knecht's Waldorf Astoria Orch.

LE WANNA—Fox-trot,

4121
10-in. [ Green Brothers’ Novelty Band
31. 00l_]E:‘\.N—Fox-trot. .Harry Raderman’s Jazz Orchestra

MARRIAGE BLUES—Fox-trot,

4122 Joseph Samuels’ Jazz Band

10-in,
$1.00 HUNKATIN—One-step,

Green Brothers’ Novelty Band

Joseph Knecht's Waldorf Astoria Orch.

10-1n
L HULLO, HOME—Medley One-step..All Star Trio
DO ANOTHER BREAK—Fox-trot,
4124 Green Brothers’ Novelty Band
10-in.
$1100 SLIM TROMBONE—One-step,
Joseph Samuels’ Jazz Band
4125 ‘RAILROAD BLUES—One-step,
10-in. Harry Raderman’s Jazz Orchestra

4123{THE CROCODILE—Fox-trot,

$1.00 1Ny OLD MADEIRA—Fox-trot....Conway's Band

THE LOVE NEST—Fox-trot,
Lanin’s Roseland Orchestra

10 in.
$1.00

ENTICING (Seduisante)—Waltz,
Joseph Knecht's Waldorf Astoria Orch.

25 West 45th Street

Factories :

NEWARK, N. J.
ELYRIA, OHIO
PUTNAM, CONN.
SPRINGFIELD, MASS.
KITCHENER, ONT.

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

NOW

4125[SUNNY SOUTHERN SMILES. ... . Crescent Trio

10-in.<

$1.00 | HAWAIIAN TWILIGHT—Tenor, accomp. by

Hawaiian Guitars................. Lewis James

I'D LOVE TO FALL ASLEEP AND WAKE

i UP IN MY MAMMY'S ARMS. Peerless Quartet

10-in.
$1.00| TRIPOLI—Contralto-Baritone Duet,

Helen Clark-Joseph Phillips

10-in.{ THERE'S A TYPICAL TIPPERARY OVER
12 0SIID, gyt 1 i T W ¢ Lo o e American Quartet

WHEN A PEACH IN GEORGIA WEDS A
4129 ROSE FROM ALABAM-—Tenor Duet,
10-in. Hart-James

$1.00|I LOVE THE LAND OF OLD BLACK JOE,

L
4128{WHISTLE A SONG—Tenor.......... Billy Murray
]\ American Quartet

4130 OH HOW I LOVE YOU—Tenor. .Fred Whitehouse

10-in.{ TIDDLE-DEE WINKS (At All the Men)—
$1'00L TiE NN O T a0 e i e T v S B e Billy Murray

(UNDERNEATH THE SOUTHERN SKIES—

4131 l T T Ty it LA e PP Lewis James
10-in.
$1‘00]_HIAWATHA’S MELODY OF LOVE—Tenor-

L Baritone Duet ..................... Hart-Shaw

(THE MOON SHINES ON THE MOON-

4132 SHINE—Baritone ......... .....Arthur Collins
10-in.
$1.00. WAY DOWN BARCELONA WAY—Baritone-

L Tenor Duet .................... Collins-Harlan

(SILVER THREADS AMONG THE GOLD—

131_40% WO C AN i a ettt wITT efichis i, o Crescent Trio
-in.
$1.00! IN THE VALLEY OF SUNSHINE AND

L ROSES—Tenor ......coovevvonn... Henry Burr

New York City, N. Y.

Branch Offices :

CHICAGO, ILL.

SAN FRANCISCO, CAL.
TORONTO, CAN.
LONDON, ENG.
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appeal.

Charles Hackett is one of the greatest tenors of the
New York Metropolitan Opera Company. His tender
mother song, “Mother (I Love You),” has a universal
Columbia 79060.

Columbia Graphophone Co.
NEW YGORK
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directed to the new acquaintance? Don’t thcy
bring the prospect down to hard tack business
too quickly? The writer of this article thinks
they do, because he belicves any person entering
a store has his mind morc or less detracted by
the various styles shown and by persons flitting
about. He or she needs a momcnt or two in
which to collect his or her thoughts and particu-
larly rcsents being “brought to earth” by a
pertinent commercial inquiry.

The real artists at the game, in the writer’s
opinion, are the salesmen who build a bridge of
contact along mnon-commercial lines before
jumping into the commercial side. For instance,
take an introductory remark such as, “Well, well,
we've been looking for you to come in.” Such
a statement from a total stranger cannot help
but bring somc startled reply such as “Why?”
or “How is that—I don’t understand,” and then
the salesman can come back with something
iike, “Well, I just knew we had something in this
wonderful store of ours that you wanted.” And
that gives the prospect the lead to tell what his
real pnrpose in calling is. The beauty of this
kind of an approach is that you can anticipate

the prospect’s answers to your remarks without
really having asked any questions. That con-
veys the imprcssion of intelligence.

Take, again, an introductory remark, such as
“Mighty glad to have you come in and look over
this wonderful store of ours. I think you will
find it intercsting in many ways.” This doesn’t
force an answer, but very frequently causes the
caller to promptly announce the mission of his
call without having been cross-questioned. That
conveys the impression of intelligence on your
part.

One dealcr used to always greet his callers
with “Welcome to our home of music, and be-
lieve me, I amm yours to command.”

Without giving furthcr specific examples of
the first remark I think I have emphasized the
importance of giving it a great deal of careful
thought. The examples set forth above are not
given to be ‘copied—this whole discussion is
made solely for the purpose of stimulating seri-
ous thought about the first remark made to an
incoming prospective customer, to the end that
the first impression may be one of politcness,
sincerity, cordiality and intelligence.

PLAN BIG PROMOTION CAMPAIGN

Fred Gretsch Mfg. Co. to Bring Its Products
to Attention of Large Buying Constituency

The Fred. Gretsch Mfg. Co., manufacturer and
importer of musical merchandise is extending
valuable assistance to its dealers through the me-
dium of its sales promotion department, which
is under the management of J. J. Apatow. Mr.
Apatow’s experience in this linc of work quali-
fies him exceptionally for the management of
this very important department. A large series
of newspaper advertisements are now in the
course of preparation for the dealer as well as
a series of consumer letters, circulars and
pamphlets. Window cards and slides for moving
pictures are also planned. The Fall catalog.
which is now in preparation, will have space for

the dealer’s name and address on the cover and
extra copies will be furnished to the dealer for
distribution to his customers. The catalog will
be very similar to the familiar mail order book
and it is expected that an additional decmand will
he stimulated through having thcse catalogs in
the hands of the buying public.

INCORPORATED

The Stradivara Phonograph Co. has been in-
corporated under the laws of Delaware to manu-
facture talking machines. The capital stock of
the Delaware corporation is $4,000,000 and the
incorporators are F. H. Clark, Richard W. Mon-
tague and M. M. Matthiessen, of Portland, Ore.

The Commander Talking Machine Co., Peeks-
kill, N. Y. has been incorporated. The capital
is $60,000.

FOUR RULES OF STOREKEEPING

United Phonographs Bulletin Gives Points for
Retail Dealers in Talking Machines

If a merchant clearly understands the prin-
ciples of storckeeping, as created by successful
nmen, and followed with success by others, hc
will have no trouble in keeping up with the pro-
cession.

There is very little mystcry about good storc
keeping—or to be more accurate, store man-
agement. It is largely a matter of common
sensc and a willingness to amend your judg-
ment to conform to the daily trend of events con-
nected with the business you are in.

The rules of the game are so simple that they
can be condensed under four heads; it will pay
you to memorize them and make your sales-
force do likewise so you will all be working
toward a common goal:

1—Carry a good line of phonographs. They
build reputation. They have a constant year-
in and year-out value that reflect credit on the
standing of your store in your community.

2—Get a crackerjack cost system, and be sure
to use it. Guessing at what it costs you to do
busincss, and a hit-or-miss plan of adding profits
is going to land you on the shoals sooncr or
later.

3—Advertise liberally and constantly. Use the
daily papers and keep everlastingly at it, mak-
ing tbe material the manufacturers send tie up
with your local advertising.

4—Remember that Service and Salesmanship
are the two forces that keep the public coming
back to you when in need of the kind of goods
you sell. Have a definite standard of service
to the public and they will remember you—to
your everlasting advantage.

If your public parks lack band concerts in the
Summer nights, why not arrange for a record
concert? Chance here for some dealer to prove
he is really awake.

Emeérson

Recgrds

PORTLAND

122

Northwest Phonograph Jobbers, Inc.

STREET

SOUTH MONROE
SPOKANE, WASHINGTON

Emerson

Recgrds

~

SEATTLE

Thoroughly Covering Washington, Northern Oregon, Northern Idaho and
Western Montana as Factory Distributors for

Emerson Records, Brooks and Paramount Phonographs

and a complete line of Phonograph Accessories, including

BRILLIANTONE AND WALL KANE NEEDLES, RECORD ALBUMS, RECORD BRUSHES, ETC.

As a $100,000 corporation officered by men thoroughly familiar with the musical instrument
business as a result of many years” experience, we can assure dealers in our territory at all times

ESPECIALLY DEPENDABLE SERVICE and EXCEPTIONALLY COMPLETE STOCKS

INQUIRIES SOLICITED FROM DEALERS ONLY
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7'he Shakespeare of Phonographs

NOTED FOR:

Tone Adam
Quality Louis XVI
Distinction Sheraton
Service Queen Anne

(&%

Steatford
Cueen Anne
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The Shakespeare of Phonograph

World’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 Hilland- '
dale cut records without any change of parts.

In design, motor, method of amplification, workmanship, choice of woods,
finish and tonal quahty the Stratford is announced by critics, musicians and
dealers as the world’s finest reproducing 1nstrument

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

The Stratford Phonograph Co., Inc.

Factories AShland, Ohio General Offices
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: Reasons Why the Talking Machine Adds
Most to the Satisfaction of Life

.. Being an Editorial From
** the San Francisco Examiner

R

O o

It is a source of genuine satisfaction to The
World to realize the attitude of the daily papers
nowadays toward the talking machine and its
great work for musical advancement. A few
years ago the writers in the daily papers con-
sidered the talking machine merely as a toy—
as something to be treated purely in the humor-

ous columns—but the daily papers as well as,

the people of the country now realize, what this
publication has been pointing out for years, that
the educational and musical influence of the talk-
ing machine is tremendous, and it is not uncom-
mon to read editorials in which the talking ma-
chine comes in for no small meed of praise. For
instance, the following very able and interesting
editorial appeared in the San Francisco Exam-
iner of recent date under the caption, “Things
That Add Most to the Satisfaction of Life.” It
read:

“It is the fashion of the supcrcilious to sncer
at the talking machine and the mechanical piano.
There is no field where the snob rages more
unchecked than the field of art. People who do
not know anything clse about music and pictures
or letters know how to turn up their noses.
They forget that the act of all acts of which the
human mind is capable, requiring the least brains
and the minimum of culture, is ridicule.

“As a matter of fact, the innumerable discs of
talking machines flying over the land like so
many Ezekiel wheels are the most tremendous
assets in developing musical taste. For taste,
or culture, or whatever you call maturity and
sophistication in the finer arts of life, is entirely
a matter of saturation. You cannot learn to
judge pictures by attending lectures and listen-
ing to some one tell you what to think. The
only way is to go to the galleries or private col-
lections where the masterpieces are and look at
them, and go again and again. You like what
you know. And familiarity weeds out the com-
monplace and breeds the love of perfection.

“Neither can you become a person of correct
musical taste by thrumming on the piano or sing-
ing scales. That way lies virtuosity, perhaps,
but not the pcaks of culture. You come to know
what good music is simply by hearing it over
and over, and so you come to love it, and the
advantage of the masters is that they survive
perpetual repetition, while of the cheap aud
tawdry stuff you soon grow weary.

“Culture 1s not an affair of rules, but of atmos-
phere. You do not get it through your noggin,
but, as it were, through your pores.

“‘“To learn rules, to hear an occasional con-
cert, or to memorize a few pieces on the piano
after years of disagreeable endeavor,’ says a
rhusical authority, ‘is not to become musical’
The beauty of the talking machine and of the
player piano is that they lay down no rules.
They simply fill your home with music-—good,
bad and indifferent, as the taste of the owner
elects.

“And out of this welter, this chaos, comes the
survival of the fittest. You find that those
‘records’ which you want to hear over and over
are Chopin and Beethoven and the other mas-
ters. For taste cannot remain stationary. It
i§ developed. It is a thing of growth. Little by
little the truest, soundest music wins its way.

“This has not been a musical nation. Our
fathers were too busy subduing the wilderness
and making a living. Conditions of life were
too insecure. Traditions were lacking. Grand-
pa had a hearty contempt for the child that
wanted to be a fiddler. Our best blood was
poured into the channels of material achieve-
ment,

“As life becomes stabilized we turn more and
more to the world of beauty for our satisfac-
tions. And in this turning of the national soul

away from the earth toward the sun, canncd
music has no inconsiderable part.

“Democracy has a soul as well as a system.
Democracy has a spiritual purpose; it is not or-
ganized altogether for the purpose of giving to
every man a cow and an acre. And the spiritual
purpose of democracy’s soul is to spread the
opportunity for the best things to all of the

“people.

“In this sense the truest culture and the most
wholesome is not to carve ‘grotesque statues for
the Summer gardens of millionaires or the dim
interiors of art galleries, but to make the sur-
roundings of the common pcople beautifui and
attractive.

“Monarchy serves God by exalting the king.
Democracy serves God by exalting the people.

“Whoever, then, will make beautiful chairs,
tables, bedsteads, carpets, plates, tea-cups,

houses, shops and other things that have to do
with the daily life of the people, whoever will
accustom them to beauty and good taste, is the
truest artist. And exactly so the makers of
talking machines and records. If they make it
well and truly, they are hosniest servants of hu-
manity and worthy of their reward.”

SUCCESSFUL IN A TOWN OF 500

The town of Haddam, Kan., lias a population
of only 500 people but it is a good market for
talking machines and records, as the success of
the Bertha Rosamond Music Store shows. This
store was opened by Mrs. Rosamond in January
and is one of the most attractive music houses
i that section of the State. She specializes on
the Sonora and handles several other lines of
miachines and records.

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 guarantee than
this, either on the phonograph itself, or on the organiza-
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 preat manufacturing orpanization that works sin-
cerely for the best interests of its distributors.

Bush & Lane Piano Co., Holland, Mich.
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“A phonograph with
such backing as this
must be profitable”
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Marion Harris, popular headliner, and newest exclu-
sive Columbia artist, blows away everybody’s blues,
with her “Left All Alone Again Blues,” and ‘“Home-
sickness Blues.” And everybody will be eager to
blow in money to have their blues blown away.
A-2939 and A-2944.

Columbia Graphophene Co.

NEW YORK

A NEW VICTOR BOOK FOR MUSICAL APPRECIATION WORK

Educational Department of Victor Talking Machine Co. Prepares Elaborate Volume Designed to
Meet Needs of Children During Early Training Period—Many Illustrations in Color

The new Victor book, “Music Appreciation for
Little Children, in the Home, Kindergarten and
Primary Schools,” is a pioneer work in a broadly
* cultural yet eminently practical field. It is a
guide for parents and teachers in using music
in early childhood, where it rightfully belongs,
and for this reason it has been published by the
Victor Talking Machine Co.

“Logically, the field of music appreciation for
little children should have been treated at the
very outset of our educational work years ago,”
says Mrs. Frances Elliott Clark, director of the
educational department, in her introduction.
“Circumstances, however, forced us to put the
cart before the horse, to begin our work upside
down, as it were, working from the top down
instead of from the bottom up, as all rules of
legic and common sense would seem to dictate.
On the other hand, our early endeavors in the
field of music appreciation consisted, perforce, of
a laborious educational campaign of propaganda
among adults.

“Ten years ago the subject of music appre-
ciation as a phase of music study was scarcely
dreamed of; but we had the vision of the great
possibility of teaching an appreciation of good
music by giving the real music with the Victrola.
Therefore we prepared the soil and sowed the
seed with our first publication, ‘What We Hear
in Music.” This book has met with a wide and
enthusiastic reception, being used by many high
schools, conservatories and colleges as a text-

book, and as a guide for home and club studv.

“Since the adult listening public has now ac-
cepted and acknowledged music appreciation as
a legitimate and a most important phase of
music study, we can return to the logical begin-
nings of the subject with this new book.

“If America is ever to become a great nation
musically, she must become so through educat-
ing everybody to know and love good music.
This can only come by beginning with the chil-
dren, little children, at the mother’s knee and in
the kindergarten circle, by so surrounding them
with beautiful music that it becomes a vital part
of education, development, and life, instead of
the autumn flowering of a stunted, undeveloped,
sterile bud, to be seen in a frantic grasping at
‘music culture’ in later life.

“Millions of dollars are spent cach scason in
madly rushing to concert and opera in a vain
eflort to make up for the awful deprivations of
silent early childhood, .where the proper music
was seldom heard and never understood. Thou-
sands of people pathetically try to ‘hear’ a
symphony or tone-poem, but only succeed in
becoming vastly wearied by a mass of what is to
them only incoherent cacophony. Having ears
they hear not because those ears missed definite
training in childhood.

“If music is an educational factor, an individ-
val and community asset, then it should be
given its rightful place in the curriculum of our
lower schools and kindergartens, no less than,

indeed much more than, in the high school and
college, where it has won a foothold, precarious
because of this very lack of foundational work in
the elementary schools.

“Because we believe that next to reading and
writing music is the greatest single factor in
educational processes, and because we realize
that teachersand parents everywhere are reaching
out for definite instruction and direction in this
larger use of music itself, we present this plan
of work. Through the fields of Beginning Cul-
tural Hearing, Rhythm, Song, Instrumental
Music, and Correlations, as presented in this
book, the child may be given his rightful heri-
tage—an acquaintance with the world’s beautiful
music, which is a source of happiness that will
prove a lifelong blessing.”

This book of 177 pages, cloth bound and gilt
lettered, is profusely illustrated in color, half-
tone and line drawing. As much attention has
been given to its artistic format as to the prac-
ticability and value of its contents.

THE MAN WHO WINS

A man who wins is an average man,

Not huilt on any particular plan,

Not blessed with any particular luck,

Just steady and earnest and full of pluck. -
When asked a question he doesn’t guess,

He knows the answer, “No” or “Yes.”

When set to a task the next can’t do,

He huckles down till he's put it through.

Three things he’s learned: That the man who tries
Finds favor in his employer’s eyes;

That it pays to know more than one thing well;
That it doesn’t pay all he knows to tell.

For the man who wins is he who works,

Who neither labor nor trouble shirks,

Who uses his hands, his head, his eyes.

The man who wins is the man who tries.

SAMPLES $8.00

FLETCHER UNIVERSAL
TONE ARM and REPRODUCER

Gives Proper Playing Weights for all Records.

No Adjustment Screws or Springs.
Specify 815" or 915" arm

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

THE GEORGE McLAGAN FURNITURE CO., STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS
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The Cheney Reproducer
has a scientifically correct
arranement of concentric
rings on the diaphragm to
bring out each distinction of
tone with unusual accuracy.

AN CZ?T@]% 7€11CE for The Cheney naturally follows a demon-

stration of its new principles of musical reproduction and the
exquisitely pure tones they achieve.

As a result, The Cheney retail organization includes the names
of foremost dealers in fine merchandise throughout the country.
Its unusual beauty of both music and cabinet-work invariably
appeals to those who best know the wants of their buying public.

The Cheney dealei franchise is an asset not only in sales but
in prestige as well.

CHENEY TALKING M'ACHINE COMPANY CHICAGO

Ih
CHENEY
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Gino Marinuzzi, the marvelous conductor of the
Chicago Opera Company, leads his orchestra in the
“Dance of the Hours” from Ponchielli’s La Gioconda.
This is standard music, good for steady sales. A-6154.

Columbia Gr:{phophone Co.
NEW YORK

TALKING MACHINE MEN TO FROLIC

Plans Completed for Annual Outing to Be Held
at Rye Beach on August 31—]. J. Davin Keeps
Chronological Log of Recent Meeting

The entertainment committee of The Talk-
ing Machine Men. Inc.. held a meeting recently
at Rye Beach, and completed arrangements
whereby the annval Summer outing of the Asso-
ciation will be held at that popular Summer re-
sort on August 31.

J. J. Davin, a member of this committee, kept
a log of the committee’s activities in connection
with this important meeting, and this log reads:

9 a. m.: Committee supposed to be on hand.
Lazarus arrives first at 8:45. Davin at 8:30.
Berlow at 8:55. Gibbons and Riddle at 9 o’clock
sharp. 9:30, Brown phones from Bayonne,
Galuchie, Perkin and he are delayed. They will
be there in an hour. 9:45: Davin sells the com-
mittee outing hats out of Lazarus’ stock, no
charge. 10: Kurtz buys set of African dom-
inoes and the game is on. 11:30: No sign of

; 3 LR 4

The Arrangements Committee

Left to Right—1, Emil Perkin; 2.3, Sol Lazarus, J. J.
Davin; 4, MaX Perlow; 5, Irwin Kurtz; 6, E. G. Brown;
7, M. W. Gibbons; 8, Case Riddle; 9, Al. Galuchie.

the Jersey contingent. 12:30: Jersey fellows
arrive and a start for Rye Beach is made.

The committee is as follows: Emil Perkin,
chairman; Sol Lazarus, E. LG Brown, Albert

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.
2.7 Fifth Avenue, Pittsburgh, Pa.

C. J. VAN HOUTON & ZOON
140 S. Dearborn St., Chicago, lll.

SONORA DISTRIBUTING CO. OF TEXA

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.

Galuchie, M. W. Gibbons, Irwin Kurtz, Max
Berlow, Cass B. Riddle, J. J. Davin. 2:10: Ar-
rive at Beach Hill Inn, Rye Beach, and arranged
luncheon and dinner menus fit for kings and
talking machine dealers.

Arrangements were then made for the annual
outing to be on Tuesday, August 31, at Beach
Hill Inn, Rye Beach, N. Y. The following
schedule was officially adopted:

9:30 sharp—Leave Washington Arch, foot of
Fifth avenue, in large white sightseeing buses
and private automobiles.

12 a. m.—Arrive at Beach Hill Inn in time for
luncheon.

1:30—Athletic events to begin. Ball game, five

Mave .

J. J. Davin, Sol Lazarus
innings, dealers and clerks exclusively. Cap-
tains of the baseball teams: Geo. Thau. of the
Blackman Talking Machine Co., and Louie Barg,
of the Crescent Hill Music Co. Pick your play-
ers and phoine Mr. Thau or Mr. Barg for a po-
sition on their respectéve teams.

100 yard dash-—Dealers only.

100 yard dash—Dealers, clerks and managers.
Fat men’s race. :

Potato race—]Juniors.

50 yard dash—Ladies.

4.00—Boating, bathing, fishing and dancing
as you like it.

5:30—Shore dinner.

7.00—Dancing. 10:00 p. m.—Home.

For ride to Rye, Cass B. Riddle; for hooch
and eats, M. W. Gibbons; for athletic events
and prizes, J. J. Davin, Sol. Lazarus; for bath-
ing. boating, fishing and dancing, H. Mielke,
J. Bryant, C. Abelowitz, Joe Schwertz; for
shaking hands, John Hunt, E. Leins, H. Berson,
j Bryant, M. Berlow, J. Hertzel, M. Dovas.

Notwithstanding the increase in the high cost
of living, this wonderful day’s outing is only go-
ing to cost the dealers $6 apiece, and as you all
remember the wonderful time last year, we feel
surc that we can count on your attendance and
your co-operation to get the rest of the people
who missed it last year to make their arrafge-
ments and not miss it this year.

Tickets and other propaganda were placed in
the mail the first part of August.
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Admittedly the Best Seller
by Largest Manufacturers,
Jobbers, and the Retail Trade

May we suggest that it will
undoubtedly be to your interest to
anticipate your fall requirements

BRILLIANTONE

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

BRILLIANTONE

STEELNEEDLE CO.ffAmerica;
347 FIFTH AVENUE, @
NEW YORK

AT 34th STREET . SUITE 1003

Canadian Distributor : Musical Merchandise Sales Co., 819 Yonge St., Toronto, Canada
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REPAIRS

TALKING MACHINE TROUBLES AND
HOW TO REMEDY THEM

Conducted by Andrew H. Dodin

[This department of The Talking Machine World is
designed for the service of all classes of our readers,
including those who make, and those who sell, talking
machines.

Andrew H. Dodin, who conducts this department, has
a wide and enviable reputation as a repairer of talking
machines at 28 Sixth avenue. New York. Tell him your
troubles through The World and he will help you if

possible. The service is free.—Editor.]

SOME QUERIES AND ANSWERS

An Outfit for Home Recording
West New York, N. J., July 1, 1920.
Editor Talking Machine World:

Would like information as to where I could
purchase a recording outfit for my Victor. Can
you give me any idea of how these attachments
are used and what results can be obtained with
them? Geo. Halsey.

Answer.—I have had many inquiries for a de-
vice of this kind during the last few months.
A recording outfit was announced more than a
year ago, and [ understand a device by another
manufacturer will be introduced to the trade
at an early date. These devices are very simply
constructed, consisting of a mechanical feeding
device, attached to the turntable spindle of the
motor, which carries the recorder across the sur-
face of the wax disc. Under present conditions
it would probably be a difficult matter to obtain
the wax discs suitable for this use, but the sit-
vation may change in time.

Wanted—A Book on Repairing
Chicago, July 3, 1920.
Editor Talking Machine World:

Attached is a communication from the Potts-
ville Free Public Library, Pottsville, Pa., cover-
ing the subject of repairing phonographs in the
home. We are unable to furnish them with the
data requested, but thought possibly you could
place them in touch with someone publishing a
book along these lines.

It seems to me that a pamphlet covering the

Artistic Appearance.

U W N

SELLS

‘"The New Model “E”

arford Phonograph

The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTITY

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 Delivery
LIKE “WILD-FIRE” THE YEAR ROUND

W e have an Attractive Dealer Proposition

The General Phonograph Mfg. Co.

(FORMERLY NAMED THE GARFORD MFG. CO.)

ELYRIA, OHIO

High
in
Quality
Low
in
Price

points in question would be of considerable
value to the industry in general, and, feeling that
you would be interested, am turning it over to
your good selves as being the Official Organ of
the Industry. Jewel Phonoparts Co.
Answer.—Your letter seems to uphold my per-
scnal opinion of the value and ready acceptance
by the trade of a book containing information
and data on the mechanical construction and
upkeep of the various makes of machines and
sound boxes now on the market. Will say that
I have now in preparation a book of this nature
and trust that it will soon reach the stage where
I can place it before the dealer for his benefit
and judgment. A. H. Dodin.

THE MAN WHO KNOWS USUALLY WINS

The Most Serious Problems of the Talking Ma-
chine Man Can Be Solved If He Only Takes
the Pains to Gather Every Essential Fact

William Boyce Thompson, the great mining
pioneer, who has made millions of dollars by
developing possibilities that other men looked
at and passed up, says, in the July issue of the
American Magazine:

“I believe that ninety-nine out of one hundred
persons who fumble success may charge up
their failure to a lack of foresight and patience
to get all the facts about the thing they were
undertaking. Show me a man who does not
guess—who knows, and I will show you a man
who is climbing.

“It is not as if it were necessary to trust
tc chance. One doesn’t have to. Any problem
may be solved if you will only take the pains
to gather every fact that bears on it. In the
long run, the guessing genius is always out-
stripped by the practical and persistent student.
The gambler, in nearly all cases, gives way to
the go-getter.”

PUSSYFOOT ON RECORDS

Before Mr. Pussyfoot Johnson left for Amer-
ica we understand he proclaimed his views on
¢riving England dry into the recording horn at
the works of the Winner Co. at Peckham. The
records will not be sold, but will be used for
propaganda purposes on the Stentorphone, the
mighty machine manufactured by Creed &
Co. The long-suffering British public have much
toc endure, says The Talking Machine News of
London.

Why Break Records?
Just File Them!

That is if you have the wonderful Record filing sys-
tern which 1s a feature of

The Marvelous MAGNOLA

~ Watching The Music Come Out

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

MAGNOLA TALKING MACHINE COMPANY

OTTO S8CHULZ, President
Qeneral Offces Southera Whelesale Braned
711 MILWAUKEE AVENUE 1530 CANDLER BLDaQ.
CHICAQO ATLANTA, GA.
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An intensive news-
paper advertising
| campaign this Fall
\ will back every
\ Beacan Dealer
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The future of any phonograph
concern lies in the appreciation of its
product by the ultimate purchaser.
The dealer who is now buying a mediocre
product for a quick sale with excessive profits for
himself is not looking ahead.

The Ieacon is created for the progressive merchant who has
foresight enough to realize that he must handle a product which
advertises itself through its owner. In this way only can he be arsured

of permanent profits and a growing future business.

The Beacon is distinctly a quality product.

The design is exclusive and covered by basic patents,
The tone is musical, pure and scratchless.

The motor is silent and durable.

Write to us at once, :

If you qualify for an agency, you will be granted a franchise and may
have shipment of goods deferred until Fall i desired.

Distributors everywhere East of
the Mississippi River,

“Beacon Phonograph Co., Inc,
19 Milk Street Boston, Mass.

Weacon service
and co-operation
make Beacon
dealers Beacon
enthusiasts /
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TELEMEGAFONE MAKES A HIT

Demonstrated With Great Success During Re-
cent Sonora Convention in New York, Which
Was Attended by F. M. Steers and W. R.
Davis—To  Distribute Product Through
Sonora Jobbers in Leading Trade Centers

Frank M. Steers, president, and William R.
Davis, sales manager of the Magnavox Co,,
Qakland, Cal., Sonora jobbers and manufactur-
ers of the Magnavox music and voice telemega-
fone, wcre visitors to New York recently, arriv-
ing here to attend the convention of Sonora
jobbers which was held in New York the week
of July 12.

After attending the convention, Mr. Steers
left for the Pacific Coast, and Mr. Davis
started on a trip to Sonora jobbers in all parts
of the country, which will keep him in the field
until the middle of September.

In a chat with The World Mr. Steers statcd
that the reception accorded the Magnavox tcle-
megafone by the talking machine dealers was
far beyond his most enthusiastic expcctations,
and that the dealers are evincing the keenest in-
terest in this important invention.

According to present plans thc Magnavox
Co. will distribute its products through Sonora
jobbers, and on his present trip Mr. Davis
will visit every Sonora jobber, and make ar-
rangcments for the distribution of the Magna-
vox telemegafone in their territories.

At the recént Sonora convention, the tele-
megafone was demgnstrated to excellent ad-
vantage during the course of thc jobbers’ golf
tournament, and was also demonstrated on a
Sonora phonograph. The jobbers were unani-
mous in expressing the opinion that this inven-
tion will meet with a ready sale everywhere,
and large orders were placed, calling for imme-
date delivcries. Thc uses of the Magnavox
telemegafone are almost unlimited, for it can
be used in schools, colleges and clubs, summer
resorts, camps and parks, public speaking and
announcing, steamship and theatres, dancing,
entertainment or novelty and numerous other
places.

COLUMBIA CO.’S ANNUAL OUTING

The local wholesale branch of the Columbia
Co. has set July 24 as the date for its annual
outing and according to prcsent plans the mem-
bers of the branch will visit Far Rockaway. An
interesting program has been prepared for this
outing and an attendance of 100 per cent is ex-
pccted.

Lambert Fried], manager of the local whole-
sale branch of the Columbia Co., announced this
week that R. L. Basch, who had been a mem-
ber of the office staff of this branch, had been
appointed a traveling representative and will
cover up-State territory.

The need for great men in the world was
never ‘as persistent as now; everyone has an
equal chance to fill this need.

r()-()-()-()-()-()-()-()-()-()-()-0-()-()-(O-()-()

SEVERAL MILLION DOLLARS

Have been appropriated to aid about
4,000 firms in selling

THE NEW EDISON

“The Phonograph with a Soul”’

-

An Edison Dealership Is a Valuable Asset

Exclusive Edison Jobbers
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SONORA ACTIVITIES IN NEBRASKA

The l.ec-Coit-Andreesen lardware Co., of
Omaha, Neb., is keeping in close touch with
Sonora dealers throughout its territory, and the
following news from Nebraska will give some
idca of the activities of these dealers:

The Oakford Music Co., which has stores in
Omaha and Norfolk, Ncb., has placed twclve
sign boards in the outskirts of the city adver-
tising the Sonora phonographs. These boards
are seen by thousands of motorists and have
produced excellent results.

The Ponca Furniture Store, of Ponca, Neb,,
is going after business aggressively. It has
a splendid display of Sonoras and has secured
a special salesman to handle its phonograph de-
partment. Though Ponca has only about 1,200
population, the Ponca Furniture Store has
adopted the up-to-date methods of cities many
times the size of the one in which it is located.

Chadron, Neb., strange to say, is virgin terri-
tory as far as phonographs are concerned, and
. S. Gillam, of that city, who has one of the
finest furniture stores in the northwestern part
of the state, is picking up excellent business
in this section of the country. A special sales-
man, who will devote his time to the selling of
Sonoras, is the latest acquisition to Mr. Gillam’s
staff. -

C. L. Ethridge, formerly of Holbrook, Neb.,
has moved to Wilcox, where he will continue
to handle the Sonora.

FRANK E. BOLWAY & SON, Inc.
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SYRACUSE, N.Y.
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ENLARGING ROSS STORES

Astoria Dealers Adding Many New Booths—
Will Be Exclusive Talking Machine Stores in
Future—Ross Brothers Personally in Charge

The A. I. Ross Music Stores, 206 Main street,
and 309 Steinway avenue, Astoria, L. I, are
undergoing extensive alterations. They are in-
stalling six new up-to-date sound-proof booths
in their Steinway store, and completely chang-
ing the interior. This is an exclusive shop,
handling only Victrolas and Victor records. The
Steinway store is under the management of
William M. and A. B. Ross.

At Main street they are adding two additional
extra large booths, and these, with the present
equipment both up and down-stairs, will add
greatly to the efficicnt service they are now
giving. The sheet music, sporting goods, instru-
ments, etc.,, now handled at the Main street
store, are being closed out, and this will make
two exclusive Victor stores. Albert I. Ross
is personally in charge of the Main street store,
and looks forward to a wonderful business the
coming Fall.

THE MAN WHO IS GOING TO WIN

The man who continues to be brimful of cour-
age and enthusiasm even when everything is
against him is the man who is going to win, and
win big.

THE PHONOSTOP—The Stop That Stops Them All

Victor, Columbia, Pathé, Edison, even the Lyric. Try
all other stops if you wish to, but eventually come to us
for the PHONOSTOP, the first and the most efficient;

therefore the best. You can set it “in the dark as well
as the light.”

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

THE PHONOMOTOR CO. -

WESTERN REPRESENTATIVES: CHICAGO .
Harry Engel, McClurg Building, and Oscar J. Kloer, 630 W. Washington Street

Order early—
we will ship
promptly

Acts Right.

121 WEST AVENUE
ROCHESTER, N. Y.
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HE dealers who handle

Sonoras know that they
can sell with ease every
Sonora they can get with-
out having to offer “easy
payments” as a leading at-
‘traction.

Result: no long time cred-
its, substantial bank balan-
ces, and a sound profitable
business. They know too
that Sonora invariably wins
out 1n comparative tests.

Sonora 1s the ideal phono-
graph from both the-buyer’s
and seller’s
points of view.

Minuet
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Sonora, The Highest Class Talking

Machine in the World, is licensed and operates under
BASIC PATENTS of the phonograph industry

New dealers are now being added in desirable locations.
Write to the jobber who distributes in your territory.

Gibson-Snow Co.,

Syracuse, N. Y.

State of New York, with the ex-
ception of towns on Hudson River
below Poughkeepsie, and excepting
Greater New York,

W. B. Glynn Distrib-
uting Co.,
Saxtons River, Vermont

States of Maine, New Hampshire,
Vermont and part of Massachusetts.

Griffith Piano Co.,

605 Broad St., Newark, N.J..

Northern New Jersey.

Hessig-Ellis Drug Co.,

Memphis, Tenn.

Arkansas, Louisiana,

Tennessee,
Mississippi.

Hillman Phonograph

Co.,
Wheeling, W. Va.

Virginia and West Virginia.

Kiefer-Stewart Co.,

Indianapolis, Ind.
Entire State of Indiana.

The Magnavox Co.,
616 Mission St.,

San Francisco, Cal.

Washington, California, Oregon,
Arizona, Nevada, Hawaiian Islands,
Northern Idaho.

C.L.Marshall Co.,Inc.,

82 Griswold St., Detroit
409 Superior St., Cleveland
Michigan and Ohio.

Minneapolis Drug Co.,
Minneapolis, Minn.

States of Montana, North Dakota,
South Dakota, Minnesota.

I. Montagnes & Co.,
Ryrie Building,
Toronto, Can.

Canada.

MS &E,
221 Columbus Ave.,
Boston, Mass.

Connecticut, Rhode

Island and
Eastern Massachusetts. ’

Lee-Coit-Andreesen

Hardware Co.,
Omaha, Nebraska
State of Nebraska.

American Hardware
& Equipment Co.,
Chailotte, N. C.

North Carolina and South Carolina.

C. D. Smith Drug Co.,
St. Joseph, Mo.

Missouri, Northern and Eastern
part of Kansas and five counties of
Northeastern Oklahoma.

Smith, Kline & French

. Co.,

Philadelphia, Pa.
States of Pennsylvania, Maryland,
Delaware, District of Columbia and

New Jersey, south of and including
Trenton.

Sonora Phonograph

Co., Inc.,
279 Broadway, New York
Distributors for Greater New York.

Southern Drug Co.,
Houston, Texas
Southern part of Texas.

’

Southern Sonora Co.,
Atlanta, Ga.

Alabama, Georgia and Florida.

Southwestern Drug
Co.,

Wichita, Kansas

Southern part of Kansas, Oklahoma
(except five Northeastern counties),-
and Texas Panhandle. A

Strevell-Paterson
Hardware Co.,

Salt Lake City, Utah

Utah,” Western Wpyoming and
Southern Idaho.

C. J. Van Hou’ter’x. &

Zoon,

Marquette Building,
Chicago, 11l L

» Illinois and Iowa.

Sonora Distributing

Co. of Texas,
Dallas, Texas
Western part of Texas.

Yahr & Lange Drug

Co.,

Milwaukee, Wis.
Wisconsin, Upper Michigan.

Moore-Bird & Co., ;
1751 California St.,

Denver, Colorado 9
States of Colorado, New Mexico

and Wyoming east of Rock
Springs.
Robinson, Pettet Co.,
Inc.
Louisville, T -
Ky.
State of Ken- -
tucky. E\ j
i\
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Style 87, shown with top
moulding which covers open base
of Victrola IX. Note the fine
“floor type” effect produced.

Style 87, shown with doors
open. Note the attractive shelf
arrangement.
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Is Your Cabinet
Stock Complete?

\

There will undoubtedly be a
tremendous demand for Record

Cabinets this Fall.

Are you ready for this trade?

LONG CABINETS

are recognized leaders in the
cabinet field. LONG CABINETS
represent highest quality in
cabinet production and manu-
facturing perfection.

The LONG Cabinet Line
is complete. Write for
a copy of our catalogue.

LITTTTETT
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Style 87, shown with “flat top”

and without top moulding, with
“old style” Columbia machine.
Note the “floor type” effect
produced. ¢

HTITY

The Geo. A. Long
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THE NEW EDISON IN THE MOVIES

Organist of Empress Theatre in Philadelphia
Plays Accompaniment to New Edison—Feat”
Creates Marked Attention—Newspaper Ad-
vertising Follow-up Brings in Good Results

PuiLapeLpHIA, PA., August 5.—Manager Bovard,
of Bovard & Sons, tells of his novel advertising
plan, featuring the New Edison, as follows:

“We have made arrangements with the Em-
press Theatre, which is one of the largest in
Philadelphia, and is under the direction of the
Stanley Co. of America, to demonstrate and fea-
ture the Edison. Cornelius Keeney, the ener-
getic manager of the theatre, is a recent owner
of a William and Mary Edison. It is largely his
enthusiasm for his own instrument along with
our personal frieudship which has made him de-
vote his valuable advertising space and ability
as an expert advertising man to our mutual
benefit.

“The Empress Theatre seats about 2,000 peo-
ple, and gives three performances daily and four
on Saturday. They have one of the best or-
ganists in Philadelphia and he plays an organ
accompaniment with singing Re-creations on
the Edison.

“In advertising Mr. Keeney gives us two
slides on the screen. Slides which we rcceived
from the Girards, our jobbers. Also advertis-
ing space on his program, of which he prints
5,000 weekly; on his floaters, 10,000 weekly, and
in his newspaper advertising, which reaches 40,-
000 readers. This week is the first week of our
campaign and everyone is talking Edison. How
they were deceived! People thought actual per-
scnages were singing. \We started our demon-
strations a little different from the usual. For the
first three days we played the Edison and organ
without -any advertising whatsoever. This
started people talking about the unusual musical
attractions at the Empress. They thought they
were actual humans singing and would ask at
the box office who the singers were. They
would be told that Albert Lindoquest, the great
American tenor, sang Tosti’s ‘Good-Bye,” and
Marie Rappold. accompanied by Albert Spald-
ing, sang and played the ‘Ave Maria.’

“On Wednesday we broke loose with all our
advertising. The newspapers came out on this
ddy and we published programs, showed slides
and set off all our advertising fireworks, to show
the people they actually labored under a de-
lusion for three days. We believe the psychol-
ogy of this method helped us in this instance.

“We have certainly started a wave of valuable
comment and our demonstration is becoming
common discussion in which all are so interested
that it is talked of on corners and at different
gatherings.

“\We have fixed up our window, using the Anna
Case and J. Montgomery Flagg centerpiece and
having a special sign printed which tells the
people they need not feel embarrassed if they
were deceived, and if they haven’t attended the
Empress, to go there with an open mind and treat
themselves to a realism test.”

ROANOKE LIKES JAZZ TUNES

Talking Machines and Player-pianos Lead Sales,
Is Report of Leading Dealers

RoaNoxg, VA, August 6.—Nearly $300,000 has
been spent in musical instruments and music in
Roanoke city during the past nine months, ac-
cording to reports obtained from various music
shops and houses.

Talking machines and player-pianos lead the
instrument sales, but there is a marked increasc
in sales of instruments requiring talent and skill
tc play. All dealers declare that there is an
increasing demand for better grade music,
though jazz and other ragtime still maintain in
supremacy, at least in the Roanoke music world.

The swift march of progress has compelled
merchants to have their merchandise exhibited
in a way that will attract attention and also
lead to its sale.

REIFSNYDER & SONS’ NEW HOME

Handsome Quarters in Lebanon, Pa.,, Thrown
Open to Public Last Month—Many New
Demonstration Booths Have Been Installed

LeBanon, Pa, August 5—Perry B. Reifsnyder,
member of the firm of Reifsnyder & Sons, who
operate large stores in Lancaster and this city,
dealing in pianos, talking machines and mu-
gical instruments, has thrown open for public
inspection the company's new quarters at 16
South Ninth street. For more than a ycar Reif-
suyder & Sons did business on the first floor of
the American Telephone building, one of the
nost prominent spots in Lebanon’s business dis-
trict. The necessity for more room in the ex-
pansion of their business made it imperative the
firm find new quarters. -

In solid array on the right are six large and
roomy music booths, every one of them sound
proof with glass doors and windows. The in-
direct lighting employc‘d in all other parts of
the house is used here to advantage. Besides
thiese fcatures each one contains an cxpensive
talking machine with one or two comfortable
chairs to recline in while hearing the latest
records.

In the rear of the store is the office and record
stock room as well as a place to keep the player
rotls. Here is where the manager and his force
of genial salesmen busy themselves and think
out the many comforts enjoyed by their patrons.

WHAT ADVERTISING DOES

Advertising has taken down the screens from
the windows of business, of directors’ rooms,
and cven of departments of state.” Busincss is
now done in the open and will be more and
more—and to advertising the credit is due, for
it has shown the way. It is the great servant
of truth.

Adding insult to injury is all somc people
know about mathematics.

OPENS NEW PHILADELPHIA STORE

George C. Ross Finds The Talking Machine
World a Great Help in His Business—Has
Had a Rapid Rise in Philadelphia Music Trade

Herewith is shown a picturc of the rain dis-
play window of the I‘rankford Mlusic Store,
Philadelphia, Pa, operated by George C. Ross,
who handles the Columbia and Pathé machines
and records. This is the fourth store which Mr.
Ross has opened and his story is one which
shows how a progressive dealer “can succeed in
the talking machine business. TIn Secptember,

o = 2D i i PP R
Window Display of Frankford Music Store
1917, he began business in a small shop with
a capital of $100. He was then paying $10 a
month rent. In January, 1918, he opcned a larger
store on Frankford avenue and soon after
opcned a bhranch store. His new store was
opened a short time ago at 4646 Frankford ave-
nue and is a real music center for his section
of the city.

Both he and, his manager, Miss Julia Wall,
are constant readers of The Talking Machine
World and Mr. Ross writes: “I do not believe
there is a dealer in the business who would re
gret subscribing to The World. I think it is
the greatest help a talking machine dealer can
have, no matter how much experience he has
had. My store manager reads everything in the
paper from first to last and puts into practice
the many useful business hints contained in each
issue.”

An exclusive

VICTOR

Tungs-Tone Stylus will play
100-300 records without changing

TUNGS-TONE

Gives the best possible sound
reproduction and will make
| records wear longer

STYLUS

Retailers—For the above reasons advise your
customers to use them and show them how

product—The

‘ Metropolitan
138 West 124th Street

KNICKERBOCKER

"TALKING MACHINE COMPANY

Victor Wholesalers

New York
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STORE SPIRIT A REAL NECESSITY

Employes Must Be Willing to Work for the
Good of Their Fellows

Most people, in referring to store spirit, think
uf it only as a manifestation of the attitude of
ihe salespeople toward the customer. Of course,
we must consider the customer in order to real-
ize the money value of the store spirit, but that
will naturally follow the existence of the proper
spirit among the people within the store itself.

Store spirit must exist Detween the heads of
the house and the employves. between the sales-
peopel and the delivery department, between the
buyers and the receiving and advertising depart-
wsents, in fact, wherever it is possible to help
one another with a view to the common good—
for after all, the true meaning of store spirit is
n:utual helpfulness.

“You may not know how dependent you are
vpon one another. no matter how remotely sep-
arated in the operation of the business.

“There is no use in denying that the expense
ot conducting business to-day is greater than
cver, so the more the expense is kept down and
waste avoided the more there will be left to ap-
portion to salary advances.

“If an office clerk observes a stock boy care-
lessly handling goods liable to breakage, that
clerk is interested in preventing the possible loss.
W hether the steps taken result in ill-feeling he-
tween the two depends upon the spirit that per-
vades them—whether or not each recognizes
that he has a part in the other’s welfare.

“A\When evervone feels that he or she is an
important link in the chain that pulls the busi-
ness, there is the true demonstration of the
proper store spirit.”—From Progress.

E. L. SAMPTER CONGRATULATED

Miss Margaret Knaus, of London, England,
a daughter of Mr. and Mrs. A. Knaus, was be-
trothed recently to E. Lawrence Sampter, as-
sistant to \W. G. Pilgrim, treasurer of the Gen-
eral Phonograph Corp.

Miss Knaus, who has been visiting Mr. and
Mrs. Pilgrim at their home in New York, sailed
on Saturday, July 31, on the “Aquitania.” The
wedding will take place in England in the near
future.

Mr. Sampter, who has been associated with
the General Phonograph Corp. during the past
vear and a half, has attained signal success in
all of the important work that has been placed
in his hands. At the present time he is in
charge of the purchasing department. and is
also associated with the company’'s advertising
department. He served as a First Lieutenant
in the U S —\rm\ and has a host of friends.

ATTRACTIVE BENTON HARBOR STORE

High Praise for New Quarters of Sterling Music
Store in Benton Harbor, Mich.

Bextox Harsor, MicH., August 6.—The Sterling
Music Store, of this city, Sonora dealers, re-
cently moved into its new headquarters, and
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hundreds of visitors and it is not going too
far to state that every one of them was sur-
prised at the completeness of the institution.
“Everything about the store from the new
iront, with beautiful mahogany window interior,
to the comfortable and resting mezzanine floor
where customers are afforded a place to lounge
and visit, enjoying all the finest in music, shows

LIp]

1T}

I

"Warerooms of Sterling Music Store, Benton Harbor, Mich.

the local newspapers spoke enthusiastically of
the equipment and furnishings of thxs new store,
the “Banner Register” stating as follows:

*‘A dream come true”’ After seven years of
work and striving the Sterling Music Store, of
Benton Harbor, the interior view of which is
reproduced here. now boasts the most finely
appointed musical house in this section of the
state. A few days ago it was thrown open to

that no expense has been spared to make the
store attractive and convenient.

“Besides carrying the largest stock of musical
instruments of all kinds, the Sterling Store has
made every provision for the comfort of its pa-
trons with individual talking machine booths,
a piano conservatory and other means of ser-
vice for music lovers. In every respect the
store is the ‘Shrine of Music.””

" VICTROLA HINTS FOR CUSTOMERS

Ohio Victor Dealer Furnishes Patrons With
Neatly Printed Card of Instructions

Liys, O, August 6.—A valuable card is fur-
nished to customers of B. S. Porter & Co., Vic-
tor dealers of this city, telling them just how to
take care of their Victrola. These hints are
furnished on an attractively printed card which
reads as folows:

This Card Entitles You to Our Free Service—

It is our wish that your Victrola should al-
ways be in good running order, and we wish to
include you as one of our satisfied customers
by giving vou good service. QOiling and adjust-

ments made free; a nominal charge for repairs.
A Few Don’ts You Should Know

Don’t wind your instrument too fast.

Don’t wind your instrument too tight.

Don’t play any record until you have cleaned
it well with a record brush.

Don’t place needle on record until motor has
started.

Don’t trust the adjustment of your Victrola
to inexperienced people.

Don’t hesitate to call us when your Victrola
needs attention.

The fox-trot seems to be the backbone of the
record industry, judging from the number of
fox-trots found in each monthly record release.

arm suspended in the air.

256 Main Street

Dealers:---ALL your “Talking Points”
are Combined in the Brooks!

Some machines have an exouisite TONE—some have a REPEATING DEVICE—
others have a pleasing CABINET—many have ample room for STORAGE of records
—some PLAY ALL RECORDS—a few have a DOUBLE SPRING MOTOR that w1ll
play 6 to 8 ten-inch records—a very few are free from ° -

ALL THESE GOOD POINTS are Combined in the BROOKS!

. YOU can sell the wonder machine—a superb instrument that has every good
feature of all others, and additional points of value possessed by NO OTHERS.

The Brooks Automatic Repeating Phonograph plays and repeats automatically any
make of record any desired number of times, then stops automatically with the tone

‘scratching” sounds.

Dealers in New York State and immediate @icinity are
advised to communicate with us very quickly if they are
intercsted in a big

The Walters & BWarry Corporation
BUFFALO, N. Y.

We are the LARGEST Distributors of Brooks Automatic Repeating Phonographs in the United Slates.

sale o' phonographs this season.
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ELIMINATE LOST MOTION

The Man Who Does the Right Thing at the
Right Time Wins

11alf the failures in life come from doing the
right thing at the wrong time. Lots of men say
when they gct up against it, “the Lord gave and
the Lord hath taken away, blessed be the name
of the Lord,” when their own stupidity or folly
and not the Lord is rcsponsible for their mis-
fortune. A man failed the other day who used
te hold family prayers between nine and half-
past nine every morning. He ought to have
been in his store ‘‘looking well to the state of
his flocks and herds.” The Lord will not run
2 man’s business when he neglects it. “There
is a time for every purpose and every work.”
If you are a religious man have a time and place
for your devotions. Get up an hour earlier. If
you are fond of golf or baseball, see to it that
vour stock does not run down or incompetent
employes are left to run the show while you are
out enjoying yourself. God helps those that
help themselves, and He honors the man who is

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.

diligent in business as well as fervent in spirit.
But there are scores of men who never could
be accused of being either too devotional or too
fond of sport, and who stay with the game early
and late to but little purpose. The fellow who
has learned to do the right thing at the right
time will “stand before kings.” There is a lot
of lost motion in most establishments, which if

Mahogany log clamped
into position on log
carrtage—ready for
the band-saw.

Lumber or Veneer?

The soundest mahogany logs are
unsolved mysteries until the
band-saws reveal their inner
beauty. Then the exacting de-
mands of our experts decide
whether each log is satisfactory
for lumber or veneer.

Careful attention to detail in
maintaining a high standard is
one of the elements which have
made us the largest complete
mahogany organization on the
Atlantic and Gulf Seaboard.

Astoria Mahogany Company, Inc.
1031 Steinway Ave. Long Island City, M. Y.

Successors to

Huddleston-Marsh Mahogany Company
Astoria Veneer Mills and Dock Company
F. W. Kirch, Inc.

Mills and Yards, Long Island City, New York

Branches: 44 North Market Ave., Grand Rapids, Mich.
2256 Lumber Street, Chicago, I1l.

it were eliminated would make a marked dif-
ference in the balance sheet at the end of the
year.

VISITORS TO COLUMBIA OFFICES

Several Dealers and Salesmen Among the
Recent Visitors at New York Headquarters—
Columbias Figure in the Movie World

During the past few days quite a number‘,of
Columbia dealers visited the executive offices
of the company in the Woolworth building, New
York, and also called at the factories in Bridge-
port and the recording laboratory. Among these
callers-were A. J. Miller, of the Meyers-Miller
Furniture Co., Atlanta, Ga.; John Cross, of the
Cramer-Perrine Co., Akron, O.; C. G. Howard,
FHardwick & Co., Fairport, N. Y., and L. W.
McManus, president of the L. McManus Co.,
Macon, Ga.; R. O. Rorobaugh, head of the
Rorobaugh-Brown Dry Goods Co., of Wichita.
Kauns., which also controls stores in Hutchinson,
Kans., and Oklahoma City, Okla.; Edgar New-
man, treasurer of the Maison Blanche, New Or-
leans, La.; A. E. Landon, Columbia Canadian
branch manager; Westervelt Terhune, manager
ot the Columbia branch at Atlanta, and J. Kapp,
of the sales staff of the Columbia branch in
Chicago.

The Los Angeles branch of the Columbia Co.
reported recently that Richardson, lnc., Los An-
geles, Cal,, dealers, had sold period model Grafo-
rolas to Mrs. Thos. H. Ince and Marshall
Neilan, both of whom are well known in mov-
ing picture circles.

A group of salesmen from the Chicago branch
of the Columbia Co. called at the general offices

recently, and also visited the factories. Among
the visitors were Messrs. Blimke, Sherlock.
\Wuetzen and Schoenwald They expressed

themselves as delighted with, and greatly bene- -
fitted by, their visit to Bridgeport.

Lester L. Leverich, advertising manager of
the Columbia Graphophone Co., has been en-
joying a two weeks’ vacation at a nearby Sum-
mer resort.

W. F. Stidham, manager of the Los Angeles
branch of the Columbia Co., called at the execu-
tive offices recently on his semi-annual visit to
New York. . :

The man who has faith and confidence in
liimself always applies his talents more fully and
more effectively.

The Italians are hard to satisfy in records,
says one dealer, who declares that they will have
nothing but Italian music sung in Italian.

CASTINGS-

ALUMINUM-ZINC-TIN @ LEAD ALL°YS

AcmeDie-Casting Corp

Boston Rochester Broo]dyn'N_l'..Y. Detrait Chicego
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Sonora Semi-Permanent

EEDLES

-

are “leaders” in Jbringing profitable business to
your store.

These Sonora Needles are
Gonoiiy popular with owners of ALL
BEDTOA | MAKES of phonographs,
= give great satisfaction
and, selling at 25c. a
package, bring you a
substantial profit on

each sale.

Write today for prices and

wmformation on attractive
leaflets, cards, posters and learn how this handsome plate-glass
display holder can be obtained free.

Three Grades—Loud, Medium, Soft
26c¢. a Package 40c. in Canada

Sonora Phonograph Company, Ine.

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

Caution!

Beware of similarly constructed
needles of inferior quality




This All-Record
Needle Equipment

1s needed by every phonograph owner. No one
wants to be restricted to one type of records, and
this convenient equipment supplies a diamond
needle, a sapphire needle and Sonora Semi-
Permanent Needles.

Each of these To sell to
needles is of ' buyers of new

the very high-
est quality and
the set is
packed in an
elegant jewel
case which 1s

phonographs
especially, this
1s what you
should have
in stock; itis
precisely what

furnished your custo-
free. mers want.

Makes a most appropriate gift, too

In demand and easily sold.
Price, complete, $6.25
Write today for a-supply

Sonora Phonograph Company, Inc.

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




Avcust 15, 1920

THE TALKING MACHINE WORLD

%—

A-2916.

Al Jolson sings “In Sweet September.”
You’ll sing in sweet Sepiember, t00, when
you count your receipts from this record.

Columblii Graphophone Co.
NEW YORK
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WHY FRED E. YAHR IS OPTIMISTIC

President of Yahr & Lange Drug Co., Milwau-
kee, Comments on Trade Conditions

In a recent letter to the executive offices of
the Sonora Phonograph Co., Fred E. Yalr,
president of the Yahr & Lange Drug Co., Mil-
waukee, \Wis.,, commented as follows upon ac-
tivities in his territory:

“We have not been getting enough instru-
ments to satisfy our dealers. Possibly, if we
could give them a few more Baby Grands,
Elites, Melodies, Trovatores and Caprices, they
would enlarge their hooths or move into larger
quarters. They could afford to do this.

“T believe that the advertising which is now
being published in our Milwaukee Sentinel
and Journal has been very effective. Yester-
day a lady who had purchased a Sonora about
four years ago came in and wanted to know if
the tone arm on the Sonora which she owns is
all brass, and we inforined her that it was, as all
tone arms received during the last four or five
years are made of brass.

“We believe that the enlightenment of the
consumer regarding the construction of the cab-
inet is very effective, as there are very few
machines on the market which are not made
of very light construction, especially the panels;
also the tone chamber. We believe that this
advertising will greatly increase the sale of the
Sonora.

*We are planning on having our differcnt de-
partments photograplied and postal .cards of
these sent to customers, as we believe we have
several departments now that will make a very
interesting assortment.

“We also believe that we have one of the
best show rooms in the United States. That
1s what all salesmen who cover the country
tell us. Yesterday we disposed of an Italian
Renaissance and it is going to a very beautiful
home on the East Side. The Dbuyers were
amazed when they saw our music room and the
liandsome period designs displayed. I believe
that if each one of the jobbers had a room on
this order it would greatly increase their sales.
\We believe it is the best investment we have
ever added to our building.”

Don’t wind your machine like a hurdy-gurdy.
Treat it with the respect it deserves. One good
turn deserves another.

REPAIRING

AND

REPAIR P ARTS

for all makes of

Talking Machines

BOND’S GRAPHOPHONE SHOP
38 Arcade s Nashville, Tenn.

HARMONY HALL A MUSIC CENTER

Iowa City Victor Dealer Has Attractive Store
on Main Shopping Street

Iowa City, Ia., August 6.—The exclusive Victor
store of L. R. Spencer, known as Harmony
Hall, is one of the attractive music centers of

- . 1
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Interior View of Harmony Hall

the city and is located on the main street in
the center of the shopping district. The dem-

unstration booths -which have recently been
installed are four in nuinber, finished in ivory
and furnished with wicker furniture. A good
idea of the interior may be obtained from the
accompanying photograph.

HOLSTEINS WELL “BROUGHT UP”

John Leighty’s Cows Refuse to Stand for Jazz
Strains, But Church Hymn Does the Work

John Leighty, a dairyman, of East Hunting-
ton, Pa., milks his cows to the tune of the old
hymn, “Rock of Ages.” Jazz won't do.

Mr. Leighty recently purchased two Hol-
steins, which turned out to be confirmed kick-
ers. The problem of how to reform them
puzzled him until he saw a neighbor attract bees
to a hive by producing jazz music from a phono-
graph on top of it.

He tried jazz on his Holsteins and it disturbed
rather than calmed them. “Rock of Ages” had
the desired effect.

B

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 exclusive terri-
tory.

“‘LIBROLA”

A Library Table PHONOGRAPH

’
No. 250T. Patent applied for. To retail at $250
48" long, 28" wide, 31" high
Ock, Mahogany or Walnut

SEABURG MANUFACTURING COMPANY
JAMESTOWN, NEW YORK

000

Immediate
Delivery in
Mahogany

Firished all around

Al
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VOCALION MEN ENJOY CONVENTION

Delegates From Various Branches Make Most of
Visit to New York Last Month—Gaze on City
From Roof of Aeolian Building—Hot Weather
Fails to Dampen Their Enthusiasm

Herewith are shown several pictures of the
Vocalion travelers who attended the convention
of the Vocalion sales promotion campaign which
occurred in New York City on Monday. July 12,
and closed on Friday. The detailed story of
the convention appe€ared in The \World last
moith. Acolian wholesale salesmen and distribu-
tors were present from all parts of the country
and to judge from the happy countenances
shown in the photographs *‘a good time was had
by all.”

In the picture at the right are shown the as-
sembled conventionites representing the branches
in Toronto, Cincinnati, Boston, St. Louis, Chi-
cago. Dayton, Rochester, Dallas, \Washington
and New York

The picture below and at the left shows a
happy group on the roof of the Aeolian Build-

Those in Attendance at Recent Vocalion Travelers’ Convention

the smiles may be taken to indicate the reverse.
From left to right the conventionites are: V. E.
B. Fuller, W. Fay, \WW. H. Alfring, Jack Bliss,
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The picture at the right shows: Back row—
\V. H. Alfring, D. E. Ahlers, C. H. Tracy, A. H.
Warren, W. P. Chrisler. Seated are W. Fay, H.

Two Groups of Prominent Aeolianites Who Enjoyed the Vocalion Convention Sessions

ing leaning against the rail, some of them with
bowed heads as if in immourning over the fact that
New York was among the dry cities. Some of

all of New York; D. E. Ahlers, of Dayton; H. B.
Levey, of Chicago; A. H. Warren, of Rochester,
and W. P. Chrisler, of St. Louis.

B. Levey, Jack Bliss and V. E. B. Fuller, none
of whom needs an introduction to the trade as
a live Vocalion booster.

CHICAGO CONCERN IS BANKRUPT

Creditors Begin Proceedings Against LaSalle
Phonograph Co.

Cuicaco, I, July 30.—The LaSalle Phono-
graph Co., 19 South Tloyne avenue, is involved
in bankruptcv proceedings on the pleas of Hollis
& Duncan, Dwight & H. M. Jackson, Inc., the
Republic Box Co., and others. William W.
Wheeler has been appointed receiver under bond
of $15000. According to the lawyers the liabili-
ties of the company are about $125,000 while
the asscts are approximately $100,000, according
to the latest figircs submitted.

THE MAN WITH THE TWO TALENTS

A Lesson to Be Learned From This Biblical
Character Who Was a Worker

Who is the average man? What does he look
like? How much money has he?

The average man may be compared to the
biblical character who had the Two Talents
given to him.

There is nothing very interesting about the
mian with the two talents. He was merely an
average man. Two talents were what most of
liis neighbors had, so that he was neither bet-

ter nor worse off than they. There was nothing

conspicuous about him, so he escaped attention
in the crowd. When the time came for the ex-
tra dividing of the talents, he was neither great
enough nor good enocugh to share in it. He kept
the talents that were given him and earned more
in proportion, and had his modest reward.

And then the world proceeded to forget all
about him. That is the way the world has al-
ways done, but the man with the two talents is
an important though neglected man.

Keep well in mind that advertising is the life
of trade and he who overlooks this omnipresent
fact is going to run behind in the race for suc-
cess. ’
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THE DE LUXE NEEDLE

Making DE LUXE NEEDLES the Best Needles
Obtainable is the Keynote of Our Whole Endeavor |

~~

Full Tane

N T I A R T

Plays 100-200 Records

by ordering now

Discounts and Samples upon Request

DUO TONE COMPANY, Inc.

Sole Manufacturers of De Luxe Needles
ANSONIA, CONN.

Produces Rich, Clear Tone
3 for 30 cents

To avoid disappointment and delay anticipate your Fall requirements

Medium Tone
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Announcing new model No. 2 M X

THIS new model Converto is now ready for immediate delivery. Designed
especially for use with Mahogany Victrola No. VI. Distinctive features are
the beautiful mahogany finish; horizontal shelves for record albums; metal
ferrules and roller casters.

Dealers will be furnished with attractive colored window cqrds and l.eaflets
describing this new model; also, cuts for newspaper ads by either applying to
their wholesgler.or direct to us.

THE C. J. LUNDSTROM MFG. CO., LITTLE FALLS, N.Y.

Lundstrom “Converio” Cabinets are broadly covered by patents.
Infringements will be promptly prosecuted.

CONVERTO WHOLESALE DISTRIBUTORS

Atlanta, Ga......... Elyea Talking Machine Co. Des Moines, la....... Mickel Bros. Co. . Peoria, JIl............Putnam-Page Co.

Phlllips & Crew Plano Co. Elmira, N. Y.........Elmira Arms Co. Philadelphia, Pa......C. J. Heppe & Son
Baltimore, Md........Cohen & Hughes, Inc. El Paso, Tex......... W. G. Walz Co. The Geo. D. Ornstein Co.
X E. F. Droop & Sons Co Houston, Texas.......The Talk. Mach. Co. of Texas ff"ﬂ l’\l‘]’z';'?xfmgh&sz%on Inc
Birmingham, Ala..... Talking Machine Co. Jacksonville, Fla...... Florida Talking Machine Co. pittsburgh. W. F. Frederick Pi .(‘
. i = . ittsburgh, Pa....... : redericl ano Co.
Boston, Mass......... Eastern Talking Machine Co. Kansas City. Mo”""g}-h‘xxlelggﬂzr:ns S&r:s Musie Co. Standard Talking Machine Ce
Buffalo, N. Y.........W. D. & C. N. Andrews Memphis, Tenn.... ..0. K. Houck Piano €o. Portland, Me.. ..... Cressey & Allen, Inc.
Burlington, Vt........American Phonograph Co. Milwaukee, Wis.......Badger Talking Machine Co. Richmond, Va........The Corley Co. inc.
Chicago, 1I........... Lyon & Healy NM°b;'°k' :'ai""""‘f’;‘li E :"é"alds zt' P:"" M'""c"l"“w' 2 NG S Ro.
- ) ) ewark, N. J.........Collings & Co. an Francisco, Cal....Walter 8. Gray Co.
C
c:““:‘“a‘:'- ?"."0 ~~~~~~ Rudolph Wurlitzer Co. ‘ New Orleans, La..... Philip Werlein, Ltd. Sioux Falls, S. D.....Talking Machine Exchange
eveland. 0 .lo.......Cleveland Talking Machine Co. New York City........Emanuel Blout Syracuse, N. Y.......W. D. Andrews Co
Columbus, Ohio. ...... The Perry B. Whitsit Co. Cabinet & Accessories Co., Inc . ]
Dallas, Texas.... ... Sanger Bros Knickerbocker Talklng Machine Toledo. Ohio......... Toledo Talking Machine Co
. Co. Washington, D. C....Cohen & Hughes. Ine

Denver, Colo.......... The Knight-Campbell Musle Co. Omaha, Nebr......... Mickel Bros. Co. E. F. Droop & Sons Co.

2222220000000/ 7
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CLEVER BERT WILLIAMS DISPLAY

Washington Columbia Dealer Uses Banished

Liquids and Clacking Cubes in Display—New
Vocalion Red Records Popular

WasHINGTON, D. C.,, August 6.—Mayer’s furni-
ture store in Seventh street, an agent for the
Columbia Grafonola, has been featuring two of
the Columbia records by means of an attractive
window display. To call attention to Bert
Williams’ “Ten Little Bottles” a wardrobe was
placed in the window, and its open doors dis-
closed clothes hung on hooks, but on the top
shelf were prominently displayed ten bottles of
the fluids that used to cheer. Another Bert
Williams record, “Unlucky Blues,” was an-
nounced by means of two huge dice with sixes
on top. Between these signs of hard luck was
prominently displayed a pile of stage money.
Several different styles of Grafonolas were taste-
fully arranged in the window.

The power of advertising was strongly mani-
fested this week by the enormous demand for
“The Love Nest,” issued by the various com-
panies. The record was largely advertised on
Sunday, July 18, and the calls for this number
began as soon as the store doors opened on
Monday morning. From an observation made
by the writer a clerk in one phonograph store
had about all she could do to handle the sale
from about 11 to 12 o’clock on Monday.

Representatives of the Aeolian-Vocalion rec-
ords in this city are greatly pleased with the
August records which mark the change in the
color of this record to a_very neat shade of red.

EDISONS ON U. S. S. “TENNESSEE”

The magnificent new battleship the U. S. S.
“Tennessee,” which was formally commissioned
recently, is now boasting of two new Edison
laboratory models, one of which is used in the
dancing salon. The sale was made by Mr. Ernst
of the New York Edison Shop, Fifth avenue,
who expects to install a third laboratory
model aboard this warship at an early date.
The “Tennessee” carries a crew of 800 men,
and the equipment of the warship is absolutely
up-to-date. There is a large theatre for movies,
dancing and musical affeirs—in fact, Uncle Sam
supplies the men aboard the ship with every
comfort.

NEW STORE IN SHEBOYGAN

The Record Service Shop has opened in She-
boygan, Wis, in the Schreier Building, North
Eighth street and Center avenue. Ed. Mahnke
ie the manager.

Waterproof Gum Plywood |

Thicknesses 1-4" and 3-16"

QUOTATIONS ON SPECIFICATIONS
CARLOADS ONLY—PROMPT SHIPMENT
PHONOGRAPH TRADE SOLICITED

MEMPHIS PLYWOOD CORPORATION

MEMPHIS, TENN.

|

THE WHY OF THE TALKING MACHINE

Simple Explanation of Process by Which Music
Is Recorded and Reproduced—Sound Is Like
Ripples on Surface of a Pond

Few people know why it is possible to repro-
«duce the vocal or instrumental art of a great
artist with the faithfulness of the modern talk-
ing machine. In the first place, it should be re-
membered that sound waves gradually diminish
in volume if released in a large space of air,
just as the ripples caused by tossing a pebble
into a still pool gradually become smaller.

The “record” consists of one long groove
having indentations of varying sizes in it to rep-
resent the sound waves to be reproduced. These
small indentations are either in the-bottom or
sides of the groove. At the beginning and end
of the groove there are no indentations, as it is
desirable to have a space for the stylus to run
i1: until it can be removed from the record, in
finishing playing, and when starting the record
it is desirable to place the stylus in the groove
hefore any of the indentations are reached.

As soon as the stylus or needle is placed in
the groove of the revolviug record. only a slight
hissing sound is produced until the sound inden-
tations are reached. As soon as the stylus
strikes these tiny obstructions vibrations are
set up which are conducted to the center of the
diaphragm of the reproducer.

Then just as the ripples of water roll away
from the spot where the stone struck, the vi-
brations spread throughout the reproducing
membrane, re-creating the original sounds, al-
though in a reduced volume. The revolving of
the record at even speed causes the vibrations
to follow each other in their proper order.

The diaphragimm must be of absolutely even
graduations or "blasty” reproduction will result.
as the sound waves are then increased, we
might say “transformed,” by passing through
the graduated sections of the tone arm.

As the size of the tone arm increases, the
sound waves expand, thus bringing back much of
the original volume. The next time your talking -
machine ‘does not work well you can solve the
trouble quicker if you use common seuse and re-
m:ember the still pool and ripples.—N. Y. Post.
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Its unusual beauty reflects
its unusual performance

EVERY merchant knows the selling
value of beauty—and the added sell-
ing value of something “new and differ-
ent.” The Heywood-Wakefield has both
these values—and more. Its difference is
a series of improvements, each improve-
ment an individual selling appeal.

The non-resonant reed cabmet, free
from the vibrations of wood cabinets;

that can be demonstrated to the public.

The cabinets of reed, artistically de-
signed, finished in three hundred color
schemes, are an achievement in good taste
and decorative qualities. They attract and
make enthusiastic buyers, for they har-
monize with all styles of furniture.

The dealer who displays the Heywood-
Walkefield is focusing the attention of the

the cushioned reproducer, unmarred o : s 108 i 1
by metallic taint, built to parallel Lpecin muste g ouf s ST I{e Wi
s i P org-ms, of sound: the uni- find 1t a very profitable addition to his line.
versal electric motor, for those who The Heywood-Wakefield is made un-

prefer it, never heating, always uni-
form i spced and absolutely silent n
operation—these are positive advantages

der the Perfek’tone patents. For details
of models, prices and specifications, ad-
dress today the nearest office of

HEYWOOD BROTHERS AND WAKEFIELD COMPANY

New York Philadelphia Buftalo

Mass.;

Boston Baltimore
Factories: Gardner,

Chicago
Chicago;

Portiand, Ore.
Wakefield, Mass.

San Francisco Los Angeles

When you visit Atlantic City see all models of the Heywood-Wakefield at the Perfek’tone Store, 517 Boardwalk
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' CLEVER RECORD LIFTER POSTER

Vacuum Record Lifter, Ltd., Introduce a Strik-
ing Attraction for the Use of Dealers

A new wrinkle in the handling of talking
n:achine publicity is introduced by a concern
with just as new a device. The Vacuum record
lifter, which is the only device of its kind on
the market, was introduced to the trade at the
Music Show during the Winter, but since then
the manufacturers have been going through the
vicissitudes of contract manufacturing with all
the disadvantages it implies under present in-
dustrial conditions. It has been simply impos-
sible to fill the great number of orders on hand,
and Joseph Menchen, president of the concern,
has issued a statement to the trade from the
concern’s quarters at 701 Seventh avenue, New
York. It states that the hardships have been
surmounted and that by the time this issue
reaches the dealers he will be ready to make part
shipments of the record lifter.

In issuing advertising matter for the dealers,
Mr. Menchen has taken into consideration the

Madelaine Traverse Features Vacuum Lifter
strong bond which exists betwcen the moving
picture stars and their audiences, which are
about the same patronagc as the users of talk-
ing machines. This thought is responsible for
an attractive three-color window card bearing
the smiling and well-known face of Madelaine
Traverse, the motion picture star. She is shown,
as above, demonstrating the Vacuum record
lifter. The card should prove a novel attrac-
tion to the patrons of phonograph shops, who
will readily recognize Miss Traverse. It is a
step ahead in novelty advertising which will
no doubt prove welcome to the dealers.

JUST THINK|

Just think how useful the fox-trot record is to
the dealer. The customer comes in to get the
latest and may stop to buy an opera record or
a standdrd song before leaving.

AUTOMATIC

COVER SUPPORT {_/

No.1287 /7
LATEST IMPROVEMENTS MAKE THIS SUPPORT -

MORE DESIRABLE THAN EVER

Continuous Hinges
Automatic Stops
Needle Rests, Etc.

Finished in
GOLD

SILVER
NICKEL
COPPER
BRASS

Write for Catalogue

WEBER - KNAPP CO.

JAMESTOWN, N. Y.

THE SALESMAN WHO WINS OUT

Some Pertinent Characteristics Which Are
Woven in the Fabric of His Makeup

When you see the successful salesman, be he
store or road man, you are immediately im-
pressed with one fact. He is aggressive, above
all other qualities. He is justifiably proud of the
fact that it is a hard matter to turn him down.
His arguments are concentrated around one
object—what he is selling. He talks about the
weather after he has the order in his book., He
sizes up his prospect with a sharp, penetrating,
unobservable glance, and knows about just what
selling points will interest him. If he is in
doubt he takes a chance and promulgates them
i1 their entirety and generally wins out.

He is at all times sane in his aggressiveness.
You never see him foolishly reiterating a
“stock” statement. \When he finds repetition
necessary he is not afraid to take a plunge and
literally roll up his sleeves to prove that he-is
right.

This comes from confidence in what he is tak-
ing orders for, enthusiasm in his proposition and
a lot of clear grit behind it all.

He belongs to that class of men who are mak-
ing good all over the world in every profession.
Scorning the shallow-brained, insincere traveling
“tourist” and shirking chair warmers, he gets

“on the job” early aad plows through virgin
territory opening up new accounts. He's the
sort of man who ousts his competitors by sheer
convincing personality—a man who knows his
goods from constructional and musical stand-
points—a modest man withal, for strong men
are not merely “boosters,” they know their busi-
ness and their knowledge makes them strong in
the faith.

HEAR VOICE ACROSS ATLANTIC

Radio Operators Receive Message 2,000 Miles
Away

St. Jonn's, N. F., August 3.—Marconi Wireless
Co. experts who are here conducting experiments
in long-distance wireless telephonic communica-
tions announced that on July 22 they heard mes-
sages from the Chelmsford station, near London,
more than 2,000 miles distant. They said they
rccognized the voice of Capt. Round, the expert
in charge, and identified several words, but failed
to pick up any connected sentence.

They also said they had heard the talking ma-
chine concert on the steamship “Victorian,”
which left Liverpool with members of the Im-
perial Press Conference en route to Ottawa. The
steamship “Imperator” also reported hearing
signals from their station when 500 miles west
of Bishop’s Rock, a distance of 1,500 miles.

A. WIMPFHEIMER & BRO., Inc.

TALKING MACHINES OF THE HIGHEST STANDARD HAVE TURNTABLES EQUIPPED WITH

AWB.
GRAND PRIZE

GOLD MEDAL @0\)\‘

Write for Samples and Prices

ESTABLISHED 1845

VELVETS
VELVETS, VELVETEENS, PLUSHES

Add to the Quality and Attractiveness of Your Machines with the A. W. B. Boulevard Velvets

450-460 Fourth Avenue, New York

ST. LOUIS
EXHIBITION
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= FOR HOME USE FOR OUTINGS =
% - :.-(: ::’V.—"‘ T , % %
% /'."{. \ Ul %
= o 8. =
% 3 “ay %
= A PORTROLA =
% ‘‘My Records Are Inside’’ : . %
= Plays All Records With Clear Full Tone =
% ~ Every Machine Guaranteed %
% Built like an elegant traveling case with LEATHER CORNERS, %
% ROUND LEATHER HANDLE, SILK GRILLE, enclosed cast METAL g
% HORN, UNIVERSAL TONE ARM, and NEEDLE REST; CLIP for %_Eg
= holding Tone Arm when carried; RECORD COMPARTMENT and %
% NEEDLE-BARREL for carr:ying needles. %
= YOUR CUSTOMERS WILL BE PROUD TO OWN THIS =
% BEAUTIFUL INSTRUMENT %
% DISTRIBUTORS: %
% Boston, Mass.................. Phonograph Sales Co., 27-28 Court Sq. %
= = Chicago, Il.................. Wade Talking ‘Machine Co., 14-20 N. Michigan Ave. =
= IORTEE | AGTR5 er = o dokaar 16 0 i o Sonora Distributing Co., of Dallas. =
= Kansas City, MO............. Tri-State Sales Co., 218 East 10th St. =
= Richards & Conover Hardware Co., Sth and Wyandotte St. =
% Milwaukee, Wis............ .2A. G. Kunde, 516 Grand Ave. %
= New York City............. .Cabinet & Accessories Co., 145 E. 34th St. —
= ‘Oklahoma City, Okla.......... Collier Bros., 817 Herskowitz Bldg. =
% Portland, Ore. ..... U IR The M. J. Wax Co., 203-206 Fenton Bldg. %
% St. Louis, Mo. ............... Associated Furniture Manufacturers, 1209 Washington Ave. %
g Every Enterprising Dealer Will Fill In Blank Below and Mail %
% to Nearest Distributor At Once =
— [TEAR OFF HERE[

% o 1020

§ ..................................................................... e o o %
% ........... ( Add .r.e.s S ) ........................................ %
% Gentlemen: %
% Please ship at once by express f. o. b. factory . ............... Portrola I (double spring motor) list %
B ¥ price, 545005 «iiicivunoiasis Portrola II (single spring motor) list price, $35.00. It being understood =
% that I am to receive the usual dealer’s discount. %

I
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orentzen

O

60 Grand Street

Manufacturer ot

Exclusive Cabinet Hardware and Accessories

New York City

PUBLIC DEMONSTRATION OF STAZON

New Anti-Rust Compound That Withstands
Intense Heat Shown for First Time

Editors representing over fifty technical and
tiade magazines, including The World, recently
witnessed the first public demonstration of Staz-
on, an invention of the Conversion Products Corp.

The experiment held in New York City is
likely to prove of importance to manufacturers
and the industrial world at large. It proved in a
simple manner that Stazon is a preventative of
rust, of exceptional properties, and one which
maintains its great protective qualities even
under excessive temperature. The great resist-
ance to heat as compared with other anti-rust
compounds was the outstanding feature of the
demonstration.

The remarkable experiment was conducted by

. C. Wilson. of the Conversion Products Corp.,
who, in conjunction with \W. H. Buell of the
same organization, has perfected this new ef-
fective compound. \Wilson and Buell are both
veteran metallurgists ‘and recognized leaders in
the field of industrial research, \Wilson having
been prominently identified in the steel industry
for twenty-two years, while Buell was for twelve
vears metallurgist for the \Winchester Arms Co.

“There are just two outstanding Stazon fea-
tures,” Wilson explained. “It prevents rust and
is easily removed. That tells the whole story.

“But it does not begin to tell the vast saving
to be effected in its use. A conservative estimate
of the annual waste in the United States, due
to rusting of tools and machinery parts. runs far
inito the millions. I directed great shipments
of ordnance during the war and can speak with
personal experience of the great nuinber of rifles
ruined by rust before they reached a soldier.

“In all manufacturing plants where metal
parts are exposed to.oxidized fumes there-is an
appalling waste due to rust and corrosion. A
plow on the farm that should last twelve years
ordinarily lands in the scrap heap dt the end of
the third year, ruined by rust. Every automo-
bile factory suffers great annual loss from rust
damage to spare parts in shipment and in stor-
age. In the foregoing cases anti-ryst compounds
are invariably applied. But when the heat gen-
erated in storage or en route gets around one
hundred degrees, it melts the rust preventative
and the damage begins. As indicated by the
coined name of our product, it stays on! It is
economical and easily applied with a brush.”

Just what use may be made of Stazon by the
music industry it is not possible to determine
offhand, but it would seem as though the pos-
sibilities in this new product were worthy oi
investigation by all manufacturers of supplies in
which highly polished ferrous parts are used.

A BIT OF OPTIMISM
Think of Noah’s

Things might be worse.
time, when water was high.

If that fabled golden fleece existed to-day, it
would be worth its weight in wool.

As far back as Solomon men who understood
knew that the worst thing that can happen to a
bad man, a cheat, a sneak, or a rogue is to suc-
ceed. It is well to remember that the end of
every hog is the slaughter house. Sooner or
later the butcher gets him.—Dr. Frank Crane.

SEND FOR ILLUSTRATED PRICE LIST
AND FREE SAMPLE

“GLOBE” TRANSFER NAME PLATES

DEALERS EVERYWHERE APPLY THEM
ON PHONOGRAPHS, PIANOS, ETC.

GLOBE DECALCOMANIE CO.

JERSEY CITY, N. J.

NEW DEALER IN ABERDEEN

Fred C. Harms Piano Co. to Handle Edison and
Sonora—E. S. Amundson Is Manager

ABERDEEN, S. D, July 19—The Fred C. Harms
Piano Co. has organized a new department,
dealing in the different well-known makes of
talking machines exclusively.

The rapid increase in the talking machine
business has made this new organization neces-
sary, and E. S. Amundson, formerly sales man-
ager for the TFarmers Electric Co. will have
charge of the new department.

“After going into the matter very thorough-

Iy.” said Mr. Amundson, “I can say no other
liouse in Aberdeen handles so large an assort-
ment of the best known instruments as the Fred
C. Harms Co. I wish to assure my many friends
that the same frank and honest method of see-
ing always that the patron received every at-
tention, will be the aim of our new business de-
partment.”

Among the makes of phonographs carried are
the Sonora and Edison.

It has been said that two popular fox-trot
recordings every month wiil sell in sufficient
numbers to support the average talking machine
shop. \Well, you.unever can tell.

Style 175

Style 85-S

Natural Voice Phonograph Co.

ONEIDA, N. Y.

Natural Voice is a splendid line of
Talking Machines which will appeal
instantly to your patrons. In fact,
Natural Voice is as perfect as money
can make it, and is worthy of its
name and guarantee.

Natural Voice is the most remark-
able musical instrument now before
the public.
machines and price list, inquire.

NaturalVoice Phonograph Co.

Style 125

For

a full line of

ONEIDA, N. Y.

Distributors of this Line
Wanted in every State.
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CHICAGO

GENERAL PHONOGRAPH CORPORATION

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

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

TORONTO SAN FRANCISCO LONDON, ENG.

Let us demonstrate our line of

1921 Meisselbach Motors

MEISSELBACH MOTOR No. 16

Numbers 14, 16A, 17, 19

The last word 1n
motor perfection.
The use of these
motors In your ma-
chines guarantees
satishied customers

Ready

for

Order NOW

Delivery

MEISSELBACH MOTOR No. 17

CHICAGO

GENERAL PHONOGRAPH CORPORATION

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

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

TORONTO SAN FRANCISCO LONDON, ENG.
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NEW TRADE AVENUE OPENED

The Introduction of “Talking Photos” Affords
New Possibilities for the Dealer Who Desires
to Broaden Out His Activities

The recent introduction to the trade of “Talk-
ing Photos” has opened an additional avenue
of sales for the talking machine dealer. Robert
B. (“Pat”) Wheelan, president of the Talking
Photo Corp., New York City, is well acquainted
throughout the motion picture industry and the
“Talking Photos” are the evolution of his idea.
Mr. Wheclan has personally witnessed thc tre-
mendous amount of mail matter that thec moving
picture star receives daily from movie fans and
realizes how much the thousands of fans
throughout the country would appreciate having
a picture of their favorite, his or her autograph,
and, more important still, a message to them in
the voice of their favorite. The “Talking Photo”
accomplishes this result. It is a phonograph
tecord with a message from the artist, the re-
verse side of which contains the picture of the
artist together with his or her autograph. The
record of the star’s own voice gives citlier an
account of some thrilling personal experience,
some funny story, or a persoual greeting. This
combination should prove practically irresistible
to a movie fan and it is probable that pur-
chasers will build up a collection of the records
of all the popular screen artists. These rccords
are au entirely non-conflicting line for the dealer
and will enable him to benefit by the tremen-
dous interest of the movie fans in their favorite.
An idea of the large followers of these movie
stars is to be found in the fact that therc are
least 20,000 picturc theatres in the United Statcs
with an average attendance of over 1,000 a day.
This makes twenty million visitors daily to the
moving picture houses.

At the present time records of the following
well known movie artists have been produced:
Mildred Harris Chaplin, Viola Dana, Mary Miles
Minter, Mae Murray, Gloria Swanson, Anita
Stewart, Clara Kimball Young, Lew Cody, J.

Warren Kerrigan, Bert Lytell, Tomn Meighan,
David Powell, William Russell and H. B. War-
rner. It is planned to release monthly records
froni additional artists and as time ygocs on this
hst will reach considerable proportions. Mr.
Wheelan points out the advantage o the talk-
ing machine dealer not only in the profit ac-
cruing from these records, but in the bringing to
his store of movie fans from every section of
the city who can bc made cxcellent prospects
for other records and for machines.

PROGRESSIVE EMERSON DEALER

The Whitehead Music Co., Saginaw, Is Rapidly
Expanding Its Emerson Business—Occupies
Handsome Up-to-Date Store

SagiNAw, MicH, August 5—The Whitehead
Music Co. of this city is closing a splendid
IKkmerson business and, judging from all indica-
tions, this store is one of the most active Emer-
son dealers in this part of the country. Mr.
Whitehead is enthusiastic regarding the musical
quality of the Emerson record and his sales or-
ganization is meeting with considerable success
in developing the demand for this popular record
in Saginaw.

The Whitehead Music Co. has one of the fincst
music stores in this city, opening into the Tan-
rer Departiment Store. This departmcnt store
has a handsome dining room which accommo-
datcs between six and seven hundred people each
and evcry noon hour. During this time Mr.
Whitchead plays all of the latest IXmerson hits
and this novel idea is producing splendid re-
sults.

F. N. Wyatt, onc of the sales representatives
of the C. L. Marshall Co., Detroit, Mich., Emer-
son jobbers, was a recent visitor at the estab-
lishment of the Whitehcad Music Co. and con-
gratulated Mr. Whitehcad upon his success with
the Emerson line. This enterprising dealer is
a firm believer in timely publicity and has im-
portant plans in preparation for the coming Fall
season.

BROTHERS OPEN MUSIC SHOP

Andrew- and Horace Borgum to Operate Ex-
clusive Brunswick Store in Tacoma

Tacoma, WasH., August 4—A ncw shop devoted
to the exclusive salc of and service on Bruns-
wick phonographs has been opened at 756 Broad-
way by Andrew and Horace Borgum under the
name of Borgum Brotheérs. The shop has been
tastefully furnished and fitted with soundproof
demonstration rooms,

The two brothers have spent practically their
cntire business life in the phonograph line, hav-
ing been connectcd with it from its inception.
Most of this time has been spent with prom-
inent Coast houses. Horace Borgun spent three
years each with Bush & Lane and the Grote-
Rankin Co., of Scattle, and tweclve years with
Sherman, Clay & Co. Andrew Borgum was for
scveral years with Bush & Lane and five years
with Sherman, Clay & Co.

Careful study of business conditions in the
Northwest cities led them to make their venture
in Tacoma.

REMINGTONS NOW BEING SHIPPED

Instruments From the Brooklyn Factory Now
Reaching Dealers Win Praise for Their Fine
Qualities of Tone and General Design

" The Remington Phonograph Corp.,, New
York, has aunnounced the initial shipments of
Remington phonographs from the Brooklyn fac-
tory. The first models which were sent out
created much favorable comment and the tone
produced by the Remington patentcd tone arm
and reproduced in conjunction with the scien-
tifically constructed oval tone chamber, has won
a large measurc of praise wherever demonstrated.
Vice-President and General Manager J. S.
Holmes of the Remington Phonograph Corp.
report that the already cxtensive list of ex-
clusive Remington agencies is still growing
steadily.

|

MODEL No.2150 D.D.
2 UNITS ILLUSTR
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2150 THIN RECORDS IN EACH UNIT,
4300 RECORDS IN 2 UNITS.

GUARANTEED

‘STOCK FINISHES:
2150 EDISONS IN 2 UNITS. WHITE IVORY & PEARL GRAY
MAHOGANY & OAK

OGDEN SECTIONAL CABINET CO.,Inc. LYNCHBURG VA.

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

Locking Roll Top Pre-
vents Dust and Theft,
also supplied with
Spanish Leather Cur-
tain.

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

Secure These From Your Jobber:

350 10" or 10'%"
Records on each shelf.
Filed in Sales System
Covers and with [n-
dex Guides.

Tampa Hardware Co.
Harger & Blish.

C. B. Haynes Co., Inc.
Laurence H. Lucker.

350 10"  or 102"
Records on this shelf,
also 3 shelves above.

Soft Flat Supporting Phonographs, Imc.

Springs Prevent Warp-
ing (Patented). MHolds
350 10” or 12" rec-
ords.

10” and 12" Records
Filed on same shelf.
Held flush at the front
by Patented Adjuster.

Sectional Models Fit Any Size
Stock and Help You Grow.

The Ogden Sales System Is Equivalent
to an Extra Clerk and Increases Sales.

COLUMBIA DISTRIBUTORS
Columbia Co., All Branches.

EDISON DISTRIBUTORS

Montana Phonograph Co.

The Phono Co. of Chicago.
The Phono. Co. of Cincinnati.
The Phono Co. of Detroit.

The Phono. Co. of Kansas City.
The Phono Co. of Milwaukee.

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.
W. J. Dyer & Bro.
Elmira Arms Co.
Eclipse Musical Co.
Elyea Talking Machine Co.
J. W. Jenkins’ Sons Music Co.
Mickel Bros. Co., Des Moines.
Mickel Bros. Co., Omaha. \
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. F

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
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These Are Some of the
Magazines in which We

Are Advertising

BussLEBoors
“that .Sing ”

Saturday Evening Post

Woman's Home Companion
Ladies’ Home Journal
Atlantic Monthly

Scribner’s Magazine
St. Nicholas

BUBBLE BOOKS

(The Harper Columbia Books That Sing)

By RALPH MAYHEW and BURGES JOHNSON
PICTURES by RHODA CHASE

Century Magazine
World’s Work
Review of Reviews
Harper’s Magazine
John Martin’s Book

There are

9 volumes
Mo ) —all differept
L /8L ” —and more in
7 preparation.

b | EVE -,.%gNGQROST
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Each Contains:

1st—A Fairy Story, beautifully told;
2nd—W onderful colored pictures ;

3rd—Three Phonograph Records
Each In Its Own Pocket and
Ready to Play On Any Talk-
ing Machine. These
Records Play the Songs and
Stories 1in the Books.
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Y our Customers About

BussLE Boous

“that

When You Sell One,
You Sell a Habit

Look at the opposite page. That list represents only
some of the magazines in which we are advertising the
Bubble Books.

Last year, although we did very little advertising, we
sold over one million Bubble Books through book, toy, music,
and talking machine stores.

In the next five months we are spending $75,000 in a
great national campaign.

We are using the biggest, most influential magazines in
the country-—children’s magazines, mothers’ magazines.
fathers’ magazines and magazines of big general interest.

But even now Bubble Books are the fastest selling mer-
chandise on the American market.

The demand for Bubble Books is going to be more
stupendous than ever in the next year. We are supplying
the demand as fast as our presses can turn out the books.
And remember—they always come back for more. When
you sell one, you sell a habit. One gross is just enough for
16 customers—one set of nine Bubble Books to each.

Get your share of this business. Order your supply of
Bubble Books now. $1.50 each. Liberal discounts to the
trade.

A Glimpse of What’s in the
Bubble Books

No. 1—The Bubble Book

“Tom, Tom, the Piper’s Son,” accompanied by ‘“mooing” cows
and the “crash” of the falling basket of eggs; “Mary’s I.amb,” sung
to the lilting music that’s easy to learn, and “Jack and Jill,” with
sounds of falling (that doesn’t hurt a bit), are in this, the first Bubble
Book.

No. 2—Second Bubble Book

A real Mother Goose Bubble Book. “Simple Simon,” “Little Bo-
Peep,” and “Old King Cole and His Fiddlers Three”—old favorites
that have been delighting children for generations. Old King Cole’s
Fiddlers “fiddle,” his Trumpeters “trump,” and his Drummers “drum.”
Other funny sounds make these well loved songs doubly attractive to
children.

No. 3—Singing Games Bubble Book

Directions for playing three games, the verses that go with them,
in addition to the story and three phonograph records, make this Bubble
Book a great favorite. Children learn to play the games and sing the
songs in almost no time. Never before have these games been pre-
sented in such an attractive way. The songs are: “Miss Jennia
Jones,” “The Farmer in the Dell,” and “Lazy Mary.”

BUBBLE BOOK SALES SERVICE, 130 West 42nd Street

(HARPER & BROTHERS)

/

|Sll1g

No. 4—The AnimaljBubble Book

In this Bubble Book the toy elephant comes to life and blows the
Magic Bubbles. Out of the Bubbles come the “Three Little Kittens,”
“Three Little Piggies,” and ‘“Three Blind Mice.” The three Mice scare
the Elephant, the Piggies get all tangled up with his trunk—but it
would spoil the story to tell you now. The Kittens “mew” and the
little Pigs squeal and try to grunt.

No. 5—The Pie Party Bubble Book

You remember Little Jack Horner? In this Bubble Book he pulls
the plum out of the pie and sings about it and also on the same record
sings “A Song of Sixpence.” The story of the Pie Party is carried
throughout the book, and the other songs are “The Queen of Hearts”
and “Good ng Arthur.”  All easy to learn and set to fascinating

No. 6—The Pet Bubble Book

Gentleness and kindness to dumb animals are taught all through
this Bubble Book. The tunes are so lively and “catchy” that even
grown-ups can hardly keep still while they’re being played. And the
“mncidental” sounds: that delight children are there in the right propor-
tion. The songs are: “I Love Little Pussy,” “I Had a Little Doggie,”
and **Cock-a-doodle Doo.”

No. 7—The Funny Froggy Bubble Book

“A Frog He Would A-Wooing Go,” “The Carrion Crow,” and
“The Frog and the Crow,” sung to easily remembered music, make
this one of the most popular of the Bubble Book series. The
“squawky” croak of the Frog and the loud “caw” of the Crow add
realism and make the children dance with joy. The story 1s novel and
wonderfully entertaming.

- No. 8—Happy-Go- Lucky Bubble Book

This Bubble Book is most apploprlately named. “The Jolly
Miller,”” “The Ploughboy in Luck,” and “Where AIC You Going To,
My- Pretty Maid ?” are all sung to lively “snappy” music that children
will listen to over and over again. The “Moo Cow” and whinnying
horse help to keep up the children’s interest.

No. 9—The Merry Midget Bubble}Books

The Little Boy’s trip to Insect Land (after the Fairy has made
him as small as a fly) is engagingly told and accompamed by the:songs
the insects sing to him. The children love to hear *“Daddy Long Legs”
and “Floppy Fly,” “The Fly and the Bumble Bee” and the “Spider
and the Fly.”

New York | e

o



54

THE TALKING MACHINE WORLD

Avcust 15, 1920

e

I

S A 2
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% BUNGALOW
% STRATFORD

% Unless your are fully ac-
= BLACKSTONE quainted with the Prima Donna
— you cannot in the full sense of
— the word be a “real dealer” and possess that intel-
= lectual business foundation known as common sense,
= so essential to a successful business man.

% ASTORTA Don't let others do your thinking for you—do it
= : ’ yourself ; have the courage of your convictions; get
= A the facts, correctly, quickly, completely by writing to-day for my
= catalog and propositions on '

= - :
= MAJESTIC f i B

=| PARLOR GRAND “The Instrument Inspired”

% HERE ARE THE FACTS—FACTS DO NOT LIE

% Prima Donna Excels in The Price Appeals to the Mu- Our Dealer Service is
= Quality, Style and Finish sic Lover and Pocket Book Second to None

= ask is exempli in Prima Donna, npared SO ‘e realiz resent-day selling meth-
g théul’tr?::ltn 0111;03:.1(1 itsk congtfuc?ilogmand :11“ st'}x_u(ln.rds, ]l;S sc‘ﬁd pat a tg"'gee fh:t od‘s.‘ feq?xill'e ilztztdgaféf cto-l(;pslzmtliloubaul;3 taill
= tone are a delight to the eye and the ear. should interest every dealer. Prima Douna dealers will have my personal
= _Its tone value is increased by onr scien- _llE;’Gg!‘fl’;'ltgseD‘{):alifl ;snlgggfsglﬁfe;lg guar- assistance in inereasing sales.

= tifically coustructed all wood amplifier. o o e gwor;mﬁnship.p Any Aside from our beautifully designed eat-
= I’rima Donna cabinets set a new standard parts, such as springs, ete., will be re- alog and hangers—we bave attractive mov-
— for beanty, style and durability and stand placed free of charge provided they are ing picture window slides and specially
= gi an; éwcl:gin:t-\agﬂg r;gi lcl;fl flt)fest prodnced sent back cbarges prepaid. lf.’éﬁ?e“l?"né‘i‘.’,?’ﬁﬂ?;i‘gnﬁa.‘;".,““df“‘s for all
% . In tone and craftsmanship it is truly an BMADIE Lk =L at MODELSS I-‘or~li\'¢; deaulem‘ who “'Tnxt)e:b‘phouo"mph
% inspiration rcalized. ) S:‘;;%?o?:' """""""" $l?5 guilth bf\' one organizatiot; from lnmlfer to
= ;ilrltedpa"i;l: aa'ecoﬁﬁf;si{: a"fdra»::’;,. Blackstone ............. 135 siléilf)n‘;( “I)lltzg(ltg()tth(llgltcélol;-\'ns:flg‘b(ll?gtrll)ll;‘l’llt)g;
= either O] groiicgaiy Orsdusgy Astoria ................, 160 back gaf Ml Mo t"“ptl}mht et Ten
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_% ALTSCHUL PAYS THE FREIGHT—IMMEDIATE DELIVERY—-ALTSCHUL PAYS THE WAR-TAX
= — :

=| |, oweeenn | Frederick P. Altschul _ Sens

— nreservedly Guarantee or riandsome

= For One Year PRIMA DONNA DISTRIBUTOR Catalog

= 112 WEST 23rd STREET NEW YORK

= W)——> Write for special EXPORT proposition gl
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Art Hickman’s Orchestra from the St. Francis Hotel,
San Francisco, now playing in New York at both the
Ziegfeld Follies and Ziegfeld Frolic, makes records of
“The Love Nest,” medley fox-trot, and the fox-trot
“Song of the Orient.” Make your initial order big.

Columbia Graphophone Co.
NEW YORK

—&F %
=

INFLUENCE OF THE TALKING MACHINE “ON THE FARM”

Some Interesting Testimony as to the Educational and Musical Value of the Talking Machine in
the Homes of Those Living on Farms Recently Printed in the Prairie Farmer

Some very illuminating testimonials to the
value of mwsic in agrarian home life arc given
by various contributors to the Prairic Farmer.
In a rccent number of this magazine the sub-
ject of the lecading article was “Music Makes
Home Life Happier,” and communications were
presented from many subscribers revealing ac-
tual ways in which music is playing its part in
the daily life on the farm.

One reader declares that music has contributed
more to her happy married life on the farm
than anything else. Another says she would
put a musical instrument inte every homc in
the land. She finds music an effective substitute
for medicine and declares that there is no pre-
scription more pleasant to take than music.

In some large farm families every member is
a musician, each playing a different instrument.

“Music in our house is as essential as are the
136315 on the table,” is the declaration of Mrs.
J. H. Hohimer, of Pulaski county, Ind., and Mrs.
J W. H., of Pike county, Ill, says: “I think
that where there is a home with neither flowers
nor music there is apt to be neither harmony
nor love. If I could, I would put a talking ma-
chine in every home in the nation. Music is
liealthful; there is no better cure for bad humors,
for old or young, and there is no medicine more
pleasant to take.”

“It is my experience that music, aside from
a good husband and the dear children, has con-
tributed more to the happiness of my married
life than anything else,” writes Mrs. E. C.
Clavins, of Coles county. On the birthday of
each member of the Clavins family the other
members make it a practice to give him a phono-
graph record. By this means the record library
is frequently replenished.

That music is intensely practical as well as
aesthetical in its influence is evident from the

experience of Mrs. Otto Rcichard, of Winncbago
county, Ill., among others. “Always on a large
farm,” Mrs. Reichard says, “it has becn neccssary
for us to employ help both for farm and house-
hold labors. We have found that music has becn
onc of the chief rcasons why the very best of
this hired help always remaincd with us until
thicy werc ready to enter a home of their own.”

Mrs. Thomas Stewart, of lenderson county,
I11., found that by introducing a talking machine
and good records into her home in the country
she stopped her sons from frequenting the music
:alls and movies of a nearby village. No argu-

nent other than the home music itself was
necessary to induce the boys to remain at home.
After exprcssing satisfaction with her cxperi-
ment with music, Mrs. Stewart adds: “Now
I am wondering hiow soon we can install film
service in our attic or bascment.”

T find,” writes Emma Shula, of Will county.
{1, “that it is a great recreation for the hard-
working men on threshing days to play a number
oi high-class songs by John McCormack or some
one like that while they are cating their dinner.
It helps them to forget the hard work they have
accomplished the first half of the day.”

On one farm thc threshcrs are entertained
during the lunchecon hour by strains from a
phonograph set up in the shade of a tree on the
bank of a brook which runs through the field.
And so this pleasing story rumns.

EXCELLENT BUSINESS REPORTS

Executive of Tri-Sales Co. Finds Trade Condi-
tions Very Satisfactory—W:ill Shortly Intro-
duce Phonograph Comedies

St. Louts, Mo., August 6.—G. H. Phelps, treas-
urer and general manager of the Tri-Sales Co.
of this city, returned recently from an extensive
trip which covered about 8000 miles through
Western Canada, the complete Pacific Coast and
the larger cities of the \Western States. Mr.
Phelps, while on this trip, completed arrange-
ments with many of the leading jobbers in this
territory to handle the ‘“Phonograph Comedies”
which the company expects to place on the
market next month.

Mr. Phelps also reports a splendid Portophone
business and added many immportant accounts to
the long list of Portophone representatives. He
is very optimistic regarding the outlook for Fall
and believes that talking machine dealers
handling standard, depcndable merchandise will
close a satisfactory business this Fall.

M. I. Mayer, president of the Tri-Sales Co.,
returned recently from a trip through Minnesota,

Wisconsin, Illinois and Iowa, and reports an
active Portophone business with every indica-
tion of a healthy trade during the next few
months. He states that crops are in exceptional
shape in this part of the country and that deal-
crs scem to have passed through the so-called
dull period with flying colors.

Mr. Mayer also states that the salcsmen of
the Tri-Sales Co. who are covering the cities in
the Central West as far as Michigan are send-
ing in orders which reflect their optimism.

PREPARE FOR SELLING CAMPAIGNS

The Standard Talking Machine Co., Pitts-
burgh, Pa., is bringing the Victor salesmanship
course to the attention of its large clientele of
dealers and salesmen, and points out that Ed-
win A. Ferguson and C. E. Willis of the sales
force and Miss Minne I. Watson, of the record
department, have just returned from courses
in salesmanship at the Victor factory in Camden,
N. J. It also indicates that “Standard” is mak-
ing every effort to prepare its orgamnization to
be of the very greatest usefulness to “Standard”
dealers in their selling campaigns.

1011 ELLM 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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GRANBY PHONOGRAPH CORP. NOW MAKING DELIVERIES

This Institution, With Headquarters in Norfolk and Manufacturing Plant in Newport News, is
Sending Out Eight Attractive Models of Phonographs, a Number of Which Are Period Styles

NorrFoLK, Va., August 5—The Granby Phono-
graph Corp., of this city, is now making the in-
itial deliveries of the new Granby phonograph
which it manufactures. \While the executive and
business offices of this company are centrally
located in this city, the large plant devoted ex-
clusively to the manufacture of Granby phono-
graphs is situated in Newport News, Va. The
situation of this plant offers unexcelled facilities
for the distribution of Granby phonographs to
all points of the country. A private freight sid-
ing has been made at the rear of the factory and
facilities for shipping by boat to every port on
both the Atlantic and Pacific Coast are also
available.

The manufacturing plant comprises a group
of buildings of the most approved fireproof
construction. Althqugh the buildings are large
and provide facilities for a production of 225
Granby talking machines per day, the founda-
tions are so built that it will be possible to add
two or three extra stories to the present build-
ing as desired. In addition to the possibility
for upward growth, the company also owns con-
siderable adjoining land where outward growth
will also be possible. In both the arrangement
of the buildings and their interiors, efficiency is
predominant. A private track with cars has been
constructed to carry the lumber from the arriv-
ing freight cars to the new $40,000 installation
of Sturtevant high humidity dry kilns close by.
From these kilns straight through to the other
end of the factory where the boxed product is
shipped, each process of manufacturing is per-
formed in the most modern manner and with the
least amount of lost motion. The wood-work-

ing equipment installed is the most modern
known in the trade and no expense has been
spared in securing the proper machine for the
proper purpose. Electricity is the operating
force and each machine is equipped with its in-
dividual motor. Quality is kept uppermost in
mind throughout the entire process. Seven-
eighth five-ply veneer panels are used and four
coats of varnish are given to each cabinet. The
present factory represents an investment oi
$350,000 in the building and machinery and its
present-day value, including the lumber, finished
stock and hardware equipment on hand, is said
to be three-quarters of a million dollars. The
active management of this plant is under the
direction of C. Coplan.

The growth of this plant has been remarkable.
It had its beginning in a small building on the
present site, where talking machines were manu-
factured by the American Home Furnishers
Corp. for sale in its many warerooms in Nor-
folk and vicinity. The talking machine grew
rapidly in popularity and the heavy demand for
it led to the formation of the Granby Phono-
graph Corp. and the sale of the Granby phono-
graph throughout the entire country.

The production of the eight new models of
Granby phonographs, which comprise the line,
is proceeding at a rapid pace. The new models
consist of four of the upright type and three of
the console type, with a range in price of from
$140 to $325. These new models have been de-
signed by one of Grand Rapids’ foremost de-
signers and faithfully represent their particular
period. The upright models are in the Sheraton,
Adam. Queen Anne and Louis XVI periods. A

distinguishing feature of-the upright cabinets is
the curved top of the lid. The console models
are produced in the Adam, Queen Anne and
Louis XVI periods.

The entire stock of the Granby Phonograph
Corp. is owned by the American Home Fur-
nishers Corp of Norfolk, Va. [t is planned to
market the Granby phonograph through dis-
tributors situated in various central locations
about the country, arrangements for which are
proceeding rapidly.

INTERCHANGE OF IDEAS HELPS

Samuel Wein, chemist and who has long been
identified with the inventive and production end
of the talking machine industry, in a recent let-
ter to the Editor of The World expresses him-
self as greatly pleased to find that an organiza-
tion has been considered among the recording
experts and adds: “The fact that there is need
of an organization among ‘recorders’ is obvious
to all. In fact every phase of technical engineer-
ing to-day is organized in some body through
which means and methods are devised whereby
standards and ethics of the profession are dis-
cussed to the advantage of all concerned. It is
in this way that the manufacturer and public
benefit.”

FALLS DEAD MAKING RECORD.

While singing for a record to be reproduced
by the Victor Talking Machine Co. in the Vic-
tor laboratories, 42 West Thirty-eighth street,
New York, George R. Nahadleus, a Hawaiian
bass singer, fell dead. Nahadleus, who was
forty-five years old, was a member of the Ha-
wailan Trio that appeared in many Broadway
productions and was well known in the theatrical
world.

How Three Live Dealers Are Promoting Their MOTROLA Sales

Landay, of New York; Ansell, Bishop & Turner, of
i Washington, and Sheppard, of Atlanta, have the
| right idea—they are cashing in on our National
; Advertising Campaign by tying up their window
i displays with MOTROLA publicity.

| Show your customers this Electric, Self - winding
i Device— which can be instantly attached to any

29 W. 35th Street, New York

WISE.”

.

S7 E. Jackson Blvd., Chicago

make of phonograph—and they will forever
discard the old crank and become “ MOTROLA-

MOTROLA sales will stimulate interest in the pur-
chase of new phonographs and records because the
MOTROLA eliminates all effort and annoyance in
the operation of mechanical music.

| JONES-MOTROLA, Inc.

515 S. Broadway, Los Angeles
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This Is Plain Talk—BUT—It Needs to Be Said
And This Is a Good Time To Say It

To Begin with: “THE BETTER THE NEEDLE THE
BETTER THE PHONOGRAPH ”—No One Will Deny This

SPEAKING OF WHAT A
NEEDLE SHOULD
NOT BE

If a needle point is tapered and so sharp that it cannot
be used more than once without injuring the record,
does it not stand to reason that, for the same reason,
it should not be used at all?

Again, if a needle point is so hard and so stiff thatit
might be used a great many times, or indefinitely, is it
not plain that it-must (as the record whirls around) give
rigid resistance to and batter down the sound repro-
ducing waves in the groove ?

every tone, pure and true.

; <
NOW, THEN, THE ‘.RIGH.T” NEEDL‘I:) must not AND SUCH A NEEDLE IS
be tapered and must be just stiff enough to ‘‘stand up”’ '
under the weight of the reproducer—yet so soft that it
will shape itself to the groove and not cut and bruise %m%m
the sound waves—and it must be elastic and resilient
so as to follow the undulations and pick out and transmit “THE NEEDLE WITH A FLEXIBLE POINT

AND
THIS
NAME

STANDS FOR ALL
THAT 1S BEST IN
PHONOGRAPHY

EVERY puonoGRAPT

VASTLY BETTER

Every dealer in the world can get and should
sell this needle—the needle that is ‘““right.”
In fact, we insist that the dealer who does
not sell Tonofone thereby denies to his
customers their undeniable right to the best
and fullest enjoyment of their phonographs

<

Our Wholesale Distributors Cover the Earth
They Reach Every City, Town and Hamlet All Over the World

INVENTORS AND SOLE MANUFACTURERS
If you are not already using and selling this needle that R. C. WADE CO.
everybody’s talking about, it is high time that you ask us 110 SOUTH WABASH AVENUE
for full particulars and the address of our nearest distributor. CHICAGO
PHONE RANDOLPH 2045
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‘PAYS TRIBUTE TO ADVERTISING

Beverly Times Cites Talking Machine Industry
as One That Has Profited by Publicity

A tribute to the power of advertising. especial-
Iy in the talking machine line, is paid by the
Peverly, Mass.. Times in the following editorial:

“Since the close of the war there has been a
great increase in newspaper advertising. This
costly publicity must have rendered a service
which any ambitious person can use to develop
his business.

“The first service which newspaper publicity
renders comes through the power of suggestion.
If vou suggest to people the advantages of doing
some desirable thing, they are more likely to do
it than if you do not mention it.

“Take the case of talking machines. The
people are constantly being reminded in news-
papers and magazines of the advantages of talk-
ing machines. They are shown pictures of
dances and home circles and social gatherings
where talking machines bring happiness and
merriment. You see pictures of singers whose
work is reproduced by talking machines, and
all that. It makes people want talking ma-
chines. Probably ten times as many talking
machines have been sold as would be were they
never advertised.

“People read in their newspapers about bar-
gains in shoes. That makes them reflect that
their shoes are getting worn and they need

MOTORS
TONE ARMS
REPRODUCERS

Grey Iron

EASTERN REPRESENTATIVE

CHERINGTON MFG. CO.
IRONCLAD MOTORS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

CASTINGS ( TURNTABLES

MOTOR FR!S\MES
TONE ARM v )
and Brass for | HORNS and THROATS Talking Machine Hardware

Direct Quantity Importations On { PHONOGRAPH NEEDLES

D. R. DOCTOROW

Stylus Bars
Screw Machine Parts

JEWEL and STEEL (Bulk or Packed)
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
s5I East 42nd St., New York
Tel. Vanderbilt 5462

rew ones. They therefore buy shoes instead of
something else that was not suggested. So it
goes in every line.

“It may be objected that this power of sug-
gestion is too strong for the good of the com-
munity, that through it people are led to buy
stuff that they don’t need and ought not to have.
But even if so, no business man can afford to
neglect this basic fact of humpan nature. Un-
less he uses this power of suggestion to promote
the sale-of his useful articles, a great deal of
the people’s money is likely to be drawn off
into other directions where it will render less
service.”

And there are still some writers who insist
that the music of the talking machine is “canned
msic.” Will they never learn?

FOR VICTOR

NEEDED

ON EVERY

v.1o  Victrola and Grafonola .., 2.

PRICE 35¢

‘PRICE 25c¢

¢
7Y

Saves

Records

f‘

81 Reade Street

MOST EFFECTIVE RECORD CLEANER
'ON THE MARKET

It does the work automatically and once
attached requires no further attention

: Every Dealer Should Carry Them
Circular and Price List Mailed on Request

Manufactured by

laidjor 0=
Tawking Macuine Co. @

Near Church St.

Victor Distributors

ECORD
BRUSH

Y

New York

MOVE INTO NEW FACTORY

Portable Phonograph Co. Now Established in
New Home—Machine Meets With Success

Kaxsas City, Mo, August 7—The Portable
Phonograph Co. of this city, manufacturers, of
the Portrola portable phonograph, have just
mioved into their new plant and are now prepar-
ing for greatly increased production for the bal-
ance of this year and during 1921. The company
has been somewhat handicapped by lack of
mianufacturing facilities, but in its new home
there will be ample opportunity to handle the
requirements of the trade.

Within the past few months the executives of
the company have paid particular attention to
the improvement of the tone quality of the
Portrola and their results have met with con-
siderable success. Dealers from various parts
of the country have visited the company’s offices
and factory and have expressed keen enthusiasm
regarding the tone quality of the Portrola and
its tonal volume. The company is leaving noth-
ing undone to co-operate with its dealers in de-
veloping the demand for the Portrola and im-
portant plans relative to publicity and mer-
chandising will be announced in the near future.

NEEDLE OF VITRIFIED RED SHALE

Aper, Ja, Aug. 1.—The Adel Clay Products
Co., of this city, who are very large manufac-
turers of hollow building tile, expect soon to be
ready for the market with a semi-permanent
talking machine needle, made of the peculiar red
shale which it is claimed is found only at this
point. In vitrified form this substance is
claimed to be harder than granite and almost as
hard as sapphire.

Merton T. Straight, president of the company,
<ot the idea by accident. One day while he was
playing his talking machine at home he hap-
pened to put his hand in his pocket and found
a particle of the vitrified shale, which he shaped
and used on the machine, with rather surpris-
ing results.

His brother, H. R. Straight, secretary and gen--

eral manager of the company, went into a
course of experimentation and they have now
practically developed an automatic machine
which will shape and point the needles. Long
and thorough tests, the brothers say, demon-
strated the perfect adaptability of the material
for talking machine needle use.

ROTTEN STONE

We are the only miners and manu-

facturers in this country of Rotten
| Stone for use in Phonograph Record

making. Qur product is now in use
' by practically every record manu-
facturer in this country. Wearealso
headquarters 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.

KEYSTONE MINERALS CO.

41 Union Square, New York City
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The Standard by Which All &1
Phonograph Motors are Judged and Valued

h' 'l.L" —— gt .\
SPHINX GRAMOPHONE MOTORS Inc
NEW VQK, LA

REG. U. S. PAT. OFF.

Include the Sphinx 1n
Your Plans for the Future

The prospective purchaser of a motor car has learned by costly experience
to lift up the hood and examine the motor carefully. By reason of similar un-
pleasant experiences the purchaser of a phonograph is beginning to lift up the
motor-board and likewise examine the motor of that instrument with equal
care—and decide his purchase by what he finds there.

The layman needs no special knowledge of mechanics or engineering to un-
derstand that the Sphinx alone absolutely eliminates the errors of design and
construction responsible for faulty motor service. The phonograph manufac-
turer who looks into the future and desires to plan for the maximum output
with the minimum selling effort will consult his own interests by investigating
the Sphinx now. Send for catalog.

SPHINX GRAMOPHONE MOTORS, Inc.
S12 Fifth Avenue -2e -2e -:- -:- New York
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SLOW PAYMENTS AND SLOW STOCK

Dealer’s Dollars Should Be Working All the
Time, Says Packard Bulletin—Too Much
Credit Is as Bad as Too Much Dead Stock

There isn't much difference between slow-
paying customers and slow-moving stock, when
the question of increascd profits is concerned,
says the Packard Bulletin. Money absorbed in
a great number of charge accounts that come
in slowly, or not at all, increases a dealer’s in-
come no more than money ticd up in slow-mov-
ing stock or stock that does not move at all. In
both instances the dealer’s dollars that should be
working all the time are relieved of their full
profit-earning power. That, of course, mcans
loss the full length of time the money is kept
from the dutics intcnded for it—that of making
more money.

It is possible then for $100 in ready cash to
make three or four $10 profits in a given period
while another $100 tied up in credit may make
only one, none at all, or become a total loss.
It works out just the same when merchandise is
considered. Onmne hundred dollars invested in
stock that sells rapidly makes unew profits at
frequent intervals, while the same amount in-
vested in something that few, if any, pcrsons
want may make only one profit, none at all
or become a total loss.

One thing is quite certain then, a dealer can't
grant credit, buy stock or do anything elsc that
concerns his busincss on a hit-or-miss plan, or
a plan that is obscure and incomplete. Thou-
sands have tried it and other thousands still
are trying it, but it never yet has worked.

It certainly is to a dealer’s advantage then to
see that he does not cut the earning power of

MACHINE WORLD
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One Way to

PHONOGRAPH ,
with the

( his cash by tco much credit or investing in
stock that does not move. In order to do this

Build Sales with

information all arranged in such a way that they
can tell when it is advisable to curtail credit
and when to push collections. They don’t have
to wait until the situation gets away from
them.

Then again it is about the same when it
comes to buying merchandise. The successful
dealer knows the lines that are selling the best
and those that are not. His figures point out
everything to him. With such information al-
ways .at hand, he can regulate his buying in
such a way as to avoid the merchandise that
does not sell. Thus he increases his turnover
multifold, which, of course, means new profits
and a constantly increasing bank account.

And that is what everyone is striving for in
these days of ever-increasing costs.

GOLDEN TO GO TO MINNEAPOLIS

After Leaving Loveman, Joseph & Loeb For-
mer Buyer Will Join Laurence H. Lucker

BiramingHAM, ALA., August 6.—M. J. Golden an-
nounces his resignation as manager and buyer
of Loveman, Joseph & IL.ocb phonograph depart-
ment, effective August 27, to accept position with
Laurence H. Lucker, Minneapolis, Minn., job-
ber and general distributor of the New Edison in
the Northwest. Mr. Golden is a valuablc ac-
quisition to the Lucker forces.

NEEDLES

WE MANUFACTURE
Diamond needles for Edison

Sapphire needles for Edison
Sapphire needles for Pathe

successfully he must know constantly just what ”/M\'\g M@ } \K\‘SNE
’ he is doing. The most successful ones we A @ |
) know insist on accurate figurc records that HARPONOL _ iz,\/t
]l‘ tell them from day to day how much they have . ’5—??4 ; '
outstanding, the amount paid, and much other gﬁS E“‘\,} ]
N f:,;}-/f :
’{("?[)f—\)d—r)

It is easy to convince a
customer that HARPON-
OLA is superior to other
phonographs.

For instance, just re-
move the grille and reveal
to the gaze HARPONO-
LA’S beautiful golden
throat,

—so rich in finish, so
pleasing to the eye.

Your patrons will read-
ily realize that a machine
which is so carefully per-
fected and so richly beau-
tiful in a part that is so
seldom seen MUST be
equally superior through-
out.

And the rich, vibrant,
full-toned  music that
emanates from this horn
of golden spruce will eas-
ily persuade the most
skeptical that all your
claims are true.

Write for our sales-
building proposition on
HARPONOLAS and
OkeH Records.

THE HARPONOLA CO.

101 MERCELINA PARK
CELINA, OHIO

EDMUND BRANDTS, President
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in stock ready for delivery
MERMOD & CO., 874 Broadway, N. Y.




60 THE TALKING MACHINE WORLD Avucust 15, 1920

)

by
e.

S = S R e e i S <

| _ | A

I e y ) e °°°°V‘_7V _
S %

v

Nl
I
J

ey

e @ el v« !Bt e « Gl ol

THE AEOLIAN-VOCALION

THE PHONOGRAPH which is a real musical instrument not merely
a talking machine. MADE By THE FOREMOST MANUFACTURERS OF

MusicaL INSTRUMENTS IN THE \WORLD.

[]

f

.E

&

£ VOCALION REPRESENTATION
[ A VALUABLE ASSET TO ANY DEALER
F

[

E

E '@P

PROGRESSIVE DEALERS everywhere are adding the AEOLIAN-
VOCALION to their lines. They thereby reap the benefit from a
product that is profitable to handle and adds measurably to the
prestige of their establishment.

VOCALION RECORDS

VOCALION RECORDS (Lateral cut) are the finest
achievement of the art of recording. Their supreme
quality 1s apparent on any standard phonograph.

i L s e

SPECIAL NOTICE

Recent additions to our already large warehouse facilities
enable us to handle Vocalion and Vocalion Record orders
promptly and accurately.

D (o

O. J. DEMOLL O. JQ DEMOLL & CO. EMMONS S. SMITH

WASHINGTON, D. C.

C[ ! N I I I § ) § T I I DO N I D S = == ¢

AEOLIAN.VOCALIONS and RECORDS —— DISTRIBUTORS FOR —— MELODEE MUSIC ROLLS
VIRGINIA R EASTERN MARYLAND 3 GEORGIA 2 NORTH and SOUTH CAROLINA
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‘A UDELL
CABINET

1s a leg'itimate part of

J. 1. Carroll Visits Emerson Jobbers in East
and Receives Pleasing Reports—Jobbers In-
terested in “Music Master” Horn

E ' Tn a recent chat with The World, J. I. Car-
roll, managcr of sales of the Emerson Phono-
graph Co., commented as follows upon the re-
sults of his recent visits to Emerson jobbers in
the East:

“Every Emerson jobber who has rcceived a
sample of the new Emcrson phonograph has
been enthusiastic regarding the tone quality of
the instrument and the handsome cabinet. We
had cxpected that our jobbers would receive
these machines favorably but we werc hardly
prepared for the rcmarkable reception accorded
the new phonograph.

“Our announcemcnt to the trade through a
special letter accompanied by an illustrated
folder has bcen instrumental in developing a
stream of inquiries from dealers all over the
United States. The success of our new phono-
graph is extremely flattering and goes far be-
yond what we had expected, even taking into
consideration the excellence of our product.

“In almost every instance we have been con-
gratulated by our trade upon the tone quality
and the marked superiority of the ‘Music Mas-
ter’ horn which is featured in the Emerson
phonograpl.”

STODART OFFICES MOVED

Larger Quarters Now Occupied by Stodart
Phonograph Co. in Bush Terminal Sales

every sale of a table
machine — it -doubles
the value to the cus-

tomer and the profit
to the dealer—

‘And the

Enters Your Home
A New Era of Happiness Starts

9 The charm of this beautiful
instrument is felt by all. As
pleasing to look at asit is delight-
ful to iear, the PLAYERPHONE
makes your home a more cher-
ished, attractive spot.

9 And with the PLAYERPHONE
your choice of musical selections
is unlimited—it plays every make

I OO0

TRADE-MARK

e A Ry A T o (- SRIERRITER (> D M v A oo AL

g o . of disc record without change of

Guarantees Building, New York—Big Call for Stodart Line equipment, giving the fullest tone
o 5 value to each record. This is “
Sat1sfact1on The hcadquartcrs of the Stodart Phonograph possible because of the distinctive ‘

features of our own tone arm,
reproducer and weight adjuster,
exclusive to the PLAYERPHONE,
which makes the operation so
simple and accounts for the
unusual sweetness of its rich tone.

9 The beautiful PLAYERPHONE is
our very own product, from the
delicate tracery of the fine hand
carving of the beautiful cabinets
to the accurately constructed
reproducer, done in our own
great factory by master artisans
of long experience.

Co. were moved on August 1 from 118 West
Forty-second strect to the Bush Terminal
Sales Building, 130-32 West Forty-second street,
New Yoik. The new offices will afford a better
opportunity for the display of Stodart phono-
graphs, which have had a splendid call since
their inception, according to George H. Beverly,
gencral manager of the company.

“The increasing demand for Stodart ma-
® chines,” he said this week to a representative
of The \World, “has been most gratifying. Prac-
tically all those dealers who tried them out
when they were first put on the markct are con-
stantly placing re-orders. The machines are also
becoming popular in foreign countries and our
export busincss is growing, too. Fortunately,
we have splendid facilities at our command for
producing the machines and an organization
which understands the co-opcration necessary
tu keep our dealers well supplied. Our new of-
fices will give us a greater opportunity to dis-
play our line to better advantage and, centrally
located, will be handy for visiting dealers.”

A VISITOR FROM CHICAGO

F. W. Clement, general manager of the Chi-
cago branch of the Emerson Phonograph Co.,
was a recent visitor to New York, making his
headquartcrs at the general offices of the com-
pany, 206 Fifth avenue. While here Mr. Clement
discussed plans for the development of Emerson
phonograph trade in the Western territory and
during the course of his conference with the
executives stated emphatically that this new
instrument is creating a most favorable impres-
sion throughout his section of the country.

He informed J. 1. Carroll, manager of sales,
tlhat every Emerson dealer is so enthusiastic re-
garding thc new phionograph that there will be
great difficulty in supplying the demand for the
line. In fact, Mr. Clement has already disposed
of his original allotment of machines and one
of his most important missions while in New
York was the consummation of arrangements
whereby he will secure additional stock.

3 Before buying, see and hear the
PLAYERPHONE—the talking machine
with the human tone. Nine styles and
sizes, ranging from $110 to $500. Each i
PLAYERPHONE is guaranteed to give §

entire satisfaction.

9 RETAILERS—NOTE THIS: Write (3
or wire for terms today to the nearest ®©
one of these well known jobbers. They
carry our full line and back the PLAYER-
PHONE with their own name.

Yan Vieet Mansfield Drug Co., Memphis, Tenn.

Honston Drug Co., Houston, Texas.

Chapman Diug Company, Knoxville, Tenu.

Clawson & Wilson, Buffalo. N. ¥,

The Day Drug Co., Akron, Olio

The Des Moines Drng Company. Des Moiues, ls.

L. 5. DuBois Son & Company, Paducali, Ky.

W. J, Gilimore Drug Company, Pittshurg, Pa,

Healy Brothers, 13th & Hovt Sts., Portland, Ore,

Hornick, More & Porterfield, Sioux City, lowa.

Kanffiman-Lattimer Co., Columbus, Oliio.

Reid-Lawson, Inc., Birmingham, Ala.

Chas. Leich & Co., Evansville, Ind. .

The Murray Drug Company, Columbia. S. C.

Oklahoma Book Company, Oklahona City, Okla.

Oschard & Wilhelm Company, Owaha. Nf-ln-.

Twin City Talking Machine Co., Uhrlehsw_lle. 0.

F. M. Uimphred & Son, Oakland, Califcrnia.

Western Jobbing & Trading Co., 724 S. Broad-
way. Los Angeles, Calif.

K. W. Williams & Co., Fort Worth, Texns.

Don’s Music Store, Hastings, New Zealaud.

Ouden Wholesale Drug (‘o . Ogden, Etah

‘] A few splendid jobbing territories
still open. Add your name to this list
in next-month’s advertisement. Write

today to
PLAYEBPHONE TALKING
MACHINE COMPANY

4223-41 W, Lake St., Chicago

D. W. McKENZIE, W.D.CALDWELL,
President Treasurer

No, 1415
[Horizontal Shelves]
For Victrola IX-A

Height, 31 in. Width, 19 in. Depth, 22 in.
Mahogany. Quartered Oak. Holds 5 Victor
albums. Average weight, crated, 60 pounds.

1LI]f vertical interior is desired, order No.
3.

[When felt interior is wanted, order No.
415F.]

The Udell Works

1205 W. Twenty-eiglltll St.
Strange nobody thought of putting a talking

£ IndlanaPOhs * o Ind = machine aboard the Shamrock. Were some of
S our super-enthusiasts Overlooking a bet?

Here is the attractive PLAYERPHONE ad that ran in the SATURDAY EVENING POST, JUNE 19th. It will make- over 10,000,000 readers good prospects for YOU.
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First Annual Convention of Sonora

Distributors Scores a Big Success

Association Formed of Which F. M. Steers Is Elected President—Addre.sses
=  on Production Problems by Prominent Men—Great Program Carried Out

T O 0 T 0 OO0 AN RO G O A T A T O T T

The first annhual convention of Sonora dis-
tributors was opened on Monday morning, July
12, at the Waldorf-Astoria Hotel, New York,
by George E. Brightson, president of the Sonora
Phonograph Co., Inc, who welcomed the dis-
tributors to New York.

In his introductory remarks” Mr. Brightson
stated that as Sonora’s factory facilities are be-
ing rapidly improved Sonora will be able to give
better satisfaction in deliveries this Fall than
ever before. Mr. Brightson also expressed his
pleasure at having the privilege of meeting at
one time the jobbers who are so capably advanc-
ing Somnora’s interests and who are selling
Sonora’s output before it can be manufactured.

There were present: Sewall D. Andrews, Min-
neapolis Drug Co.; Graham French, Smith, Kline
& French Co.; Frank M. Steers, The Magnavox
Co.; Walter B. Glynn, W. B. Glynn Distributing
Co.; E. N. Upshaw, Southern Sonora Co.; W. J.
Hamlin, C. J. Van Houten & Zoon; G. B. Mox-
lev, Kiefer-Stewart Co.; Fred E. Yahr, Yahr &
Lange Drug Co.; I. Montagnes, I. Montagnes &
Co.; A. Lee Robinson, Robinson Pettet Co., Inc.;
\W. C. Buschardt, Southern Drug Co.; C. L.
Marshall, C. L. Marshall Co., Inc.; J. T. Mayer,
J. & C. Fischer Co.; Chas. T. Malcomb, Gibson-
Snow Co.; J. O. Morris, M., S. & E.; E. D.
Belirends, Sonora Distributing Co. of Texas;
H. A. Fox, Southwestern Drug Co.; \W. W.
Drummy, Lee-Coit-Andreesen Hardware Co.;
Chas. Vastine, C. D. Smith Drug Co.; T. M.
Griffith, Grifith Piano Co.; Jos. H. Burke, M,
S. & E.; E. G. Walker, Strevell-Paterson Hard-
ware Co.: J. C. Brown, Hessig-Ellis Drug Co.;
J. T. Crayton, American Hardware & Equip-
ment Co.; M. B. Hagerdorn, Southern Sonora
Co.; B. M. Walthall, Rohinson Pettet Co., Inc.;
\V. R. Davis, The Magnavox Co.; A. H. Trotter,
Gibson-Snow Co.; L. Golder, C. J. Van Houten
& Zoon; Thos. E. Burke, M., S. & E.; E. H.
Caperton, Kiefer-Stewart Co.; Paul Glynn, W. B.
Glynn Distributing Co. From the Sonora New
York offices there were present J. Wolff, F. J.
Coupe. E. H. Jennings, J. T. Pringle, L. C. Lin-
coln, J. W. Desbecker, F. V. Goodman and D. E.
Scott. There were also present John L. Jack-
son of Saginaw, Mich.; Wm. H. Lincoln of Co-
iumbus, Ind., and John Herzog, Sr., and John
L. Herzog, Jr., of Saginaw, Mich.

Some Talks on Manufacturing Conditions

Mr. DBrightson introduced John L. Jackson,
president of the Herzog Art Furniture Co., one
of the most prominent men of Saginaw and
northern Michigan. Mr. Jackson gave an inter-
esting talk on manufacturing conditions, out-
lining the difficulties which have been met at
Saginaw and showing how problems have been
successfully solved. Mr. Jackson’s clear review
of what the Saginaw plant has done and can
do was encouraging to the distributors who have
bcen looking to this plant to relieve the great
shortage of Sonoras.

John Herzog, vice-president of the Sonora
Fhonograph Co., Inc,, in direct charge of manu-
facturing operations at Saginaw, told of the
necessity of finishing buildings which are now
under construction and stated that with the labor
and building situations 1mproving he believed
that the Saginaw factory would be doing all that
is expected of it and would care for the jobbers’
requirements admirably within the next three
months. Mr. Brightson mentioned that it is
Sonora’s policy to insist on having every instru-
ment absolutely right in construction, packing,
etc.,, and Sonora’s strict adherence to a quality
standard will be maintained. Mr. Herzog re-
guested the co-operation of the distributors, as-
suring them that the entire Michigan plant would
soon have a much larger ontput than it has had
in the past. The Sonora distributors were re-
cuested by Mr. Herzog to inform him of any

ideas or suggestions which they thought would
be useful. He mentioned that when war broke
out the Government made a survey of the Sag-
inaw plant and two of the reports placed Saginaw
at the head of the list as having the best or-
ganization of its type.

Frank M. Steers Is Chairman

Frank M. Steers was elected chairman of the
convention and took his place at the head of
the table. Under his guidance one matter after
another was discussed at length and definite ac-
tion was taken on all points in which there was
a difference of opinion. Although three days
of the hardest kind of work were put in by those
attending the convention, the time was none too
long to cover the many subjects which came up.
There were discussed manufacturing problems,
relative popularity of various styles and finishes,
the proposed line for 1921, sales methods, ad-
vertising in magazines, newspapers and bill-
boards., dealers’ helps of all kinds, the Sonora
bell, co-operation between manufacturer, dis-
tributor and dealer, etc.

Geo. E. Brightson on Company’s History

Giving a bit of the company’s history, Mr.
Brightson mentioned that Sonora began busi-
ness in 1913, doing about $50,000 worth in the
first year. This amount hardly covers a day’s
work mnow. “Sonora,” said Mr. Brightson,
“could, as a wnatter of fact, sell all its products
in New York City alone, but Sonora is looking
toward the future and wishes to have the right
kind of dealers to build a firm foundation for
a national business. The phonograph business,”
he explained, “is not like dry goods. Distribu-
tors must buy in the slack season and hold goods
for the busy season. It isn’t possible to make all
deliveries at one time of the year and sales must
be continued throughout the twelve months.
This policy of taking instruments during the
slack season should be explained to dealers by
jobbers so as to keep the output of the com-
pany moving at all times.”

Wm. H. Lincoln’s Remarks .

When Wm. H. Lincoln, of Columbus, Ind.,
began his remarks, the visiting distributors had
an opportunity to see the work of the Orinoco
Furniture Co. and the Lincoln Chair Co., of
which Mr, Lincoln is the head. Around the
room were ranged the new Sonora period models
comprising Louis XV, Italian Renaissance,
Jacobean Jr., Hepplewhite Jr., Gothic Jr., Eng-
lish Renaissance, Adam, Jacobean, Gothic, Hep-
plewhite and Sheraton.

Mr. Lincoln explained that people who buy
fine furniture know what’s what.. They are very
critical. He spoke of the good work which is
being ‘"done by such magazines as Good Furni-
ture, Country Life, etc., and said that it was no
uncommon thing for customers to come into a
store with pages torn from these magazines in
their hands, trying to find furniture that is in
harmény with the furnishings of their homes.
The phonograph selected must be right in color
and finish and absolutely correct in period.

“There i1s a wonderful field for fine products
in the talking machine line. Somnora,” said Mr.
Lincoln, “must live up to its name and not only
must the phonographic part be right, but the
clothing—that is, the cabinet—must be correct.
The products of the Orinoco-Lincoln companies
are made by men who love their work. Many
of them have been with the Lincoln organization
from fifteen to thirty years.” Nothing is ever al-
lowed to go out of the factory unless it is ac-
ceptable to Mr. Lincoln himself and he is more
critical than any dealer or customer will ever be.

Mr. Hamlin remarked that he had heard that
Mr. Lincoln makes the finest furniture in Amer-
ica. Mr. Hamlin made a plea for standardiza-
tion of models so that it would not be necessary

(Continued on puge 63)
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W. C. Buschardt; 8, ™. J. Co

Crayton; 20, George E. Brightson

; 31, Joseph Wolff; 32, John L. Jackson; 33, Joseph H. Burke

L

Distributors Present at Recent Convention of the Sonora Phonograph Co., Inc.

Sewall D. Andrews; 6, B. M. Walthall; 7,

, C. L. Marshall; 19, J.

W. Drummy; 28, W. B. Glynn; 29, Thos. E. Burke; 30, L. C. Lincoln

Hamlin; 5,
Yahr; 18

Trotter; 16, Paul Glynn; 17, Fred E.

H.

1, W. R. Davis; 2, J. T. Mayer; 3, L. Golder; 4, W, ].

Steers; 15, A.
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FIRST ANNUAL CONVENTION OF SONORA DISTRIBUTORS SCORES BIG SUCCESS—(Continued from page 62

to make frequent changes in styles or catalogs.
Mr. Hamlin referred to the fact that his ﬁru} had
sold the highest priced cocoa before the war and
they have no fear of high prices if quality is
present. C. J. Van Houten & Zoon are selling

every Sonora they can get and Mr. Hamlin made

made that resulted in a plan which, it is believed,
will please all Sonora distributors no matter
where they may be located.

Questions of equipment and finish were
threshed out at length, and as definite informa-
tion was obtained as to the number of the vari-

———— e

mect requirements until it actually goes to the
machines.
L. C. Lincoln on Co-operation With Dealers
L. C. Lincoln, Sonora’s advertising manager,
outlined the method for co-operating with decal-
ers in advertising. He gave a list of the places

L
; L - -~
:
:

 Wauter J. HAMUN
C J. Van Houten & Zoon

» B -

. ‘.’los_. WoLrF

, ;@o’fld{ﬁ’ff”’e W |

ey
B

e h

- e —

Sewatt D, Anorews
_)@mea/bolis Drz\zf Co

)

.

S

-
o
* -

. Frank J. Coure ¢

- gﬂhi@ things up.

Some Snap-shots Made During the Sonora Convention Period

a vigorous plea for a greatly increased produc-
tion from now on.
An Interesting Discussion

The discussion as to the popularity of various
kinds of wood was opened by Mr. Andrews and
after an animated discussion accurate knowledge
was obtained of what the various distributors
desire for their customers. It was apparent that
not every section of the country wants the same
goods. The public’s taste varies in different
parts of the country. Arrangements were finally

ous models which will be wanted, the Sonora
factories are now ready to go ahead without de-
lay on next year’s program.

Mr. Herzog gave a history of woods as used
i furniture making and explained the difference
between correct and incorrect methods of manu-
facturing. In the course of his talk he said that
lumber, which now costs $210, could be bought
several years ago for $26. He showed the dis-
tributors that it is not easy to be absolutely
certain that the wood stock which is en hand will

in which Sonora is doing extensive outdoor pub-
licity and mentioned briefly the various sales
helps which are available for the use of dealers.
Sonora Distributors’ Association Organized
The Sonora Distributors’ Association was or-
ganized and the following officers elected: Presi-
dent, Frank M. Steers; vice-president, Chas. T.
Malcomb; secretary and treasurer, Julian T
Mayer; executive committee, E. N. Upshaw,
Fred E. Yahr, Graham French, Walter J. Ham-
(Continued on page 64)
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lin, G. B. Moxley and Sewall D. Andrews.

The following resolution was offered, express-
ing the thanks of the Sonora jobbers at the valu-
able work done at the convention and express-
ing the satisfaction of all concerned with the
progress which was being made:

“Whereas, through the kindness and gener-
osity of the Sonora Co., we, the distributors of
the Sonora, have been given the opportunity to
assemble together in New York for a three days’
conference with the officers and manufacturers
of the company., and feeling that we have all
greatly profited by the helpful discussion of mat-
ters affecting the line, not only as to production,
styles, finishes, etc.,, but also the many other
important subjects in respect to the distribution
of the Sonora, we therefore desire in this formal
manner that the Sonora Co. know of the con-
fidence we have in its entire personnel, and our
very high regard for their splendid and un-
paralleled line, and pledge our increasing and
enthusiastic support to them in the further de-
velopment of their plans.

“We wish to especially convey to Mr. Briglit-
son, president of the Sonora Co., our high regard
for the splendid executive ability which he has
exhibited in the phenomenal development of his
company, and to not only renew our expressions
ot appreciation and thanks to him for givinz us
this opportunity for the closer association with
him and his capable co-workers in the free and
open discussion of Sonora’s future plans, but we,
desire to extend to him also our sincere and
earnest wishes for continued health, happiness
and prosperity, and that we may be privileged
to have his guidance for many years to come
ir the future successful development of the
Sonora phonograph.”

Mr. Brightson m a reply outlined the growth
cf the company and told of the high esteem in
which the Sonora is held by bankers. He also
pointed out that there is no dull season in the
phonograph line.

Discussions on the subjects of finance, dis-

counts, trade acceptances, instrument stamp tax
ior advertising, etc., followed. The relative
merits and reasons for large and small sized
space in newspapers and magazines were dwelt
on by Mr. Desbecker. The arrangements for
handling dealers’ advertising in newspapers and
billboards were taken up. L. C. Lincoln gave
data as to the percentages of the advertising dis-
tribution for the current year.

Mr. Wolff spoke on the service the Sonora
dealer must give customers. The question of the
number of dealers necessary to cover a given
sized territory was considered carefully. Mr.
Montagnes interested the distributors greatly by
reading to them a list of the prices at which
Sonoras are sold in Canada. The great increase
in price in Canada over that in the United States
is due to the many duties, such as import, ex-
c;se tax, sales tax, etc. The subject of retaii
stores was taken up by Mr. Frencl, of Phila-
delphia, and Mr. Steers, of San Francisco.

The business session of the convention closed
late Wednesday atternoon and Wednesday eve-
ning Sonora distributors saw “Ziegfeld’s Fol-
lies” and admitted that Flo Z. has very good
taste.

Enjoyable Events for Thursday

On Thursday most of Sonora’s distributors
fcund their way to headquarters at 279 Broad-
way and chatted with the heads of the various
oepartments. After a substantial lunch, enliv-
ened by an interesting game playved with five
cubes, the distributors adjourned to the Polo
Grounds and saw one of the best games of the
season.

Part of the Sonora contingent whose tastes
were more marine than terrestrial accompanied
President George E. Brightson to the first of
the international yacht races and saw the “Sham-
rock” come home a winner when the “Resolute”
broke its clothes-line, or some other important
technical detail.

Although the previous days of the week had
been hot and sticky enough for the dweller in

the warmest of regions, Friday was delightfully
ccol and comfortable. At the Garden City Coun-
try Club there were vigorous golf battles before
and after lunch and in the evening the golf
prizes were awarded by a novel arrangement
whereby everyone had a fair chance to be the
big winner.
Prize Winners at Golf

Wm. H. Lincoln, of the Orinoco Furniture
Co., walked off with first prize, and chose a
mratch box. Mr. Vastine took second and se-
lected a hammered silver smoking set. Mr.
Drummy traveled away with a silver traveling
clock and Mr. Walker was awarded a small sil-
ver traveling lamp, the ideal thing for a smoker.
A handsome buckled belt went to C. S. Ham-
mond, of Fred’k Loeser & Co., Brooklyn. Con-
solation prizes of an amusing nature went to
Mr. Morris, Mr. Yahr, Mr. Steers and Paul
Glynn. Mr. Yahr-in particular distinguished
himself by sensational playing, but, owing to
the unusual method of awarding prizes, failed to
bring home the bacon.

Distributors Pleased With Convention

Every distributor expressed himself as being
delighted with the work of the convention and
everyone is looking forward to an extraordi-
narily big year to come. The wide divergence
of opinions on practically all subjects was a
revelation to the distributors, who quickly com-
prehended that Sonora’s executives have no easy
task in satisfying everybody, but by going over
each point which arose and considering it from
all angles arrangements were made which, it is
believed, will satisfy everybody.

This was a real working convention and
everyone’s opinion was that the convention was
a wonderful thing and was of inestimable value
in establishing a sound program for 1921 and
in bringing about a better understanding and
better feeling between the company and the dis-
tributors. By knowing just what the plans are

(Continued on page 66)

ACME

Stands for Highest Quality and Prompt Service

WE MANUFACTURE

ACME MICA DIAPHRAGMS

WE SUPPLY AFRICAN AND INDIA RUBY EXCLUSIVELY

Any Size and Any Thiékness and Quantity

LET US HAVE YOUR INQUIRY

56 BLEECKER ST.,

ACME MICA COMPANY, Incorporated

Importers and Manufacturers

Phone, Spring 7197 and 7198

NEW YORK
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FOR
Steamships,
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Dancing,
Entertainment
or Novelty
and Numerous

Other Purposes

PATENTED v U.S. A, AND FOREIGN COUNTRIES
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Public Speaking
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Music Master
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talk to 50,000
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Vice-President
Marshall’s

voice was carried to
‘the tower of the
Trinity Church in
Washington, D. C.,
and reproduced
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volume to be heard
over the greater
part of the city.

T

The Home of Magnavox Telemegafones, and the Famous anti-noise Marine, Commercial and
Airplane Telephones

WRITE FOR BULLETIN No. 22520

THE MAGNAVOX COMPANY

2701-2765 ‘East 14th Street

PACIFIC COAST DISTRIBUTORS OF SONORA PHONOGRAPHS
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‘Two wires connect Volume of sound regulated from very weak -
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President's
Victory Loan
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mitted by wireless
telephone from an
airplane and repro-
dneed to 21,000
people at the
Treasury Bldg.,
Washington, D. C.

This

Instrument

has also bheen used
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by Secretary
Daniels, Adwniral
Sims and many
other prominent
pnblic speakers.
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for the next year Sonora’s distributors are in a
position to give accurate information to dealers
as to what Sonora has to offer them and the
distributors, from their own personal knowledge,
can explain the great benefits which a Sonora
agency brings.

Mr. Jackson said: “I believe that this conven-
tion is the biggest thing the Sonora Co. has ever
done. It is amazing to learn of the differences
o! opinion of the various distributors on prac-
tically all subjects and it is only in a way like
this that a clear idea can be obtained of the dis-
tributors’ requirements. By reaching definite
decisions here the factory will be in a position to
give the distributors exactly what they want dur-
ing the coming year.”

Mr. Brightson's Interesting Comments

George E. Brightson, president of Somnora.
said: *“The convention of Sonora distributors
apparently was very successful and I was most
deeply impressed by the growth of the Sonora
Co. when I saw over a score of Sonora distribu-
tors, every one of them a big business man,
working in their shirt sleeves without coats or
vests in a hot hotel from 10 o’clock in the morn-
ing until 6:30 at night. They were working
mighty hard too, formulating policies for a busi-
ness which they all know is their business. Ve
are very grateful indeed for the thought and
study which was evidenced by the distributors
bere and every suggestion and recommendation
was carefully written down and will be given our
most earnest consideration.

*“One remarkable part of the convention, ac-
cording to my way of thinking, was that when
the subject of how to sell Sonoras was reached
the topic was dropped in a few minutes without
discussion because it was seen that there was
nothing to be said. There is no problem of how
to sell Sonoras. Our entire time at the conven-
tion was devoted in determining what to pro-
duce and how to produce it, of the best quality
and with the greatest speed of production con-
sistent with the very highest grade of goods.

and how to acquaint the public with what we
have to sell.

“The most appreciated feature of the conven-
tion was the report that no distributor has a
stock of goods and that dealers are entirely sold
out of Sonoras.

“We can tell you what our next year’s busi-
ress will be now. It will be all that our factories
can possibly produce, because the public is wait-
ing for all the Sonoras it can get.”

JAZZ INVADES BOSTON COLLEGE

Talking Machine Now Used in Typewriting
Classes Brings Remarkable Results and It
Looks as if It Would Win Recognition on [is
Own Merits—Teacher Explains Methods

Boston has accepted the jazz recoird! In one
of the busy business schools, pardon us. they
call it the Boston University College of Secre-
tarial Science—Bostonians are so precisc -the
classes in typewriting are learning to click off
their fifty words a minute to the strains of ¢ne
of the more modified and subdued jazz reccrds.
The blue music has been toned down, or up, to
a quiet shade of gray, but still is allowed to
retain just enough of its wickednuess (0 nake it
interesting! Miss Louise H. Smith, teacher of
the class, is high in her praise of the experiment,
for it is making a group of experts in record
time.

Miss Smith explains the principle of the jazz
efficiency by saying, “Rhythm in typewriting is
the fundamental secret to quick learning. The
music not only gives the desired rhythm for the
girls to follow, but it takes their minds off the
heat and their own inexperience.”

Arrd so Miss Smith has her class typing the
exercise “r-x-p-g, r-x-p-g” to the latest fox-trot.
As practice makes perfect, she increases the
speed of the record so that before they realize
it, the beginners are swinging along at rates
hitherio undreamed of.
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The girls in the class find the idea of music
with their lesson is excellent. A time may come
when large offices employing dozens of young
women typists will install a talking machine to
clay the latest records while the girls jazz
through the business of the day in half the
hours they now spend grinding out the daily
routine. Of course, it may keep the boss busy
poring over the record lists, but his letters will
20 out on time.
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130-132 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.
Universal Tone Arm.

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

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

_A constantly srowing 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
Bush Terminal Sales Building

Tone modifying rod.

NEW YORK
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HERE AT LAST IS
A REAL NOVELTY

That Means

Profits and Plenty of Them

to Every Live Dealer
Every Phonograph Owner is a Prospect

YOU cannot sell any more phonographs to
phonograph owners. That limits your field
in that line. There is a limit to the number of
records youcan continueto sellto your customers.

The A merican Home Recorder
can be sold to every owner of a Phonograph. Its appeal is
absolutely unique. The opportunity of making their own
records has not been heretofore offered to the public.

All you need to do is to demonstrate this wonderful little
instrument and you have a sale well under way.

From the standpoint of entertainment it opens up a world
of possibilities.

As a help in musical training it will be recognized by every
teacher and student. In no other way can a vocalist or in-
strumentalist listen to his own performance with the oppor-
tunity to study, criticize and improve it.

The American Home Recorder unites the family circle
and provides entertainment by faithfully recording and
reproducing the voices of the loved ones of the home.

It will appeal to business men as the most inexpensive medium for
taking dictation on the market. The above features make certain
a wonderful sale for the AMERICAN HOME RECORDER in
every community.

AMERICAN HOME RECORDER

49 WEST 45th STREET NEW YORK
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