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The besf-known trade-mark in the world

| designating the products of the Victor Talking Machine Co.
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drawn to shape by
hydraulic pressure. All Brass is
costly but is used because it gives a
superb unequalled tone. Most other
makers use porous, brittle, inferior-
toned, zinc-lead-tin castings for
tone arms because they are cheap!

ONORA cabinets are solid and sub-

stantial, made of wood 34 inch thick,
not 3% inch like most other makes. Don’t
be deceived by pieces added to cabinet
bottoms to hide flimsy construction.

THE INSTRUMENT OF QUALITY

onora

CLEAR AS A BELL

The Highest Class Talking
Machine in the World

"1s matchless in tone, design,
and important features of con-
struction. In the Sonora no ex-
pense is spared to secure the
. very finest quality. Write to
us today if you are interested
in selling the famous Sonora.

Sonora is in wonderful

‘demand, never advertises

“easy payments’’ as a leading
attraction, sells easily, makes
substantial profits for the
dealer and builds a high-grade
enduring business.

Sonora Phonograph Company, IHnc.

George E. Brightson, President
NEW YORK: 279 BROADWAY
Canadian Distributors: I. Montagnes & Co., Toronto

Sonora 18 licensed and operates under BASIC PATENTS
of the phonograph wmdustry
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TALKING MACHINE AS A BAROMETER

Poughkeepsie, for Instance, Has One to Every
Five People, Averaging One to a Family—
Barometer Can Be Read at Any Time and
Will Show the Musical Tastes of the People

A recent estimate based upon a general can-
vass, says the Poughkeepsie Courier, reveals the
fact that there are nearly five thousand Vic-
trolas in the city of Poughkeepsie, N. Y., which
precludes the question: What is the talking
machine’s place in music, its relation in the gen-
eral scale of cause and effect?

It was thought by many in Poughkeepsie—as
has been the case elsewhere—that the talking
machine might supplant ‘“‘viva voce” music, the
original work of musicians, just as the idea was
at one time prevalent that moving pictures
would eclipse the glamour of the legitimate
stage. But, in Poughkeepsie at least, neither
condition has come to pass.

Strange though it may appear, the talking
machine has become but the barometer of mu-
sical taste and appreciation. To hear a jazz
piece played on a Victrola may inspire no mighty
desire to see and hear the orchestra that made
the record, but to listen, for instance, to the
strains of Rachmaninoff’'s “Fifth Prelude” is but
the whetting of a yearning to see and hear the
composition played by its creator. Such are the
rcflections upon lovers of music in the abstract.

To one who studies music, who plays an in-
strument, the rendition of the same jazz melange
by the talking machine may occasion no rend-
ing of heart strings—or violin strings—but to
hear the classical composition played by a mas-
ter plunges him into the desire to imitate, the
while forcing upon him the realization of the
hopelessness of duplication by a neophyte, at
least in the case of Rachmaninoff.

Thus, considering that there is on the aver-
age at least one talking machine to every family
in Poughkeepsie, it would be strange if the read-
ings of the barometer did not vary.

The readings may be taken any evening by
slowly strolling through any residential section
of the city—provided the weather be clear, the
walker’s patience unlimited, his sense of humor
impregnable and the Muse propitiousl As to
classification of readings, it might be better per-
haps not to attempt it, considering the patience
of Job, the omniscience of ‘Haroun Al-Raschid
and the philosophy of Socrates might be only
small factors entering into the project of index-
ing all the melodies that might have descended
from the time of Pan, from “Ragging the Scales”
to “Peer Gynt” or “Cujus Animan!”

SLOGAN FOR TUNGS-TONE STYLUS

Abram ‘Davega Suggests Slogan to Attract At-
tention to That Victor Product

Abram Davega, vice-president of the Knicker-
bocker Talking Machine Co., metropolitan Victor
wholesalers who recently offered a number of
constructive suggestions regarding the proper re-
tailing of Victor Tungs-Tone stylus, has suggested
a slogan which he hopes to make nationally pop-
ular throughout the Victor trade. The slogan
is “For Perfect Sound Reproduction—Play Your
Victor Records on the Victrola With a Victor Tungs-
Tone Stylus.” Mr. Davega is using this slogan at
the bottom of his letterheads and is doing every-
thing within his power to further the cause.

EDISON ARTISTS HOME FROM EUROPE

Anna Case, the prominent soprano, and Albert

Spalding, noted violinist, both well known as,

Edison artists, returned to the United States
from Europe late last month to prepare for con-
cert and recital tours covering this country dur-
ing the coming season.

A. H. LEVY NOW THE SALES MANAGER

Victor Traveler in the Southwest Assumes Im-
portant Position With Talking Machine Co.
of Texas—His Wide and Varied Experience

Houston, TEX., October 2—A. H. Levy, who for-
mcrly traveled throughout the Southwest ter-
ritory for the Victor Talking Machine Co., has
become associated with the Talking Machine
Co. of Texas, Victor wholesalers of this city,
in the capacity of sales manager.

In addition to being thoroughly versed in the
nierchandising of Victor products, Mr. Levy has
also had wide experience as a musician, having
at one time been associated with Sousa’s Band
and for fifteen years being clarinet soloist with
the Victor orchestra.

The Talking Machine Co. of Texas, of which
T. E. Swann is president, is now located in its
new building at the corner of Wood and Wil-
low streets, where every facility exists for the
handling of a large volume of talking machine
business.

NEW QUARTERS FOR BRYANT

Well-known Music House Now Established at
861 Eighth Avenue—Formal Opening of Build-
ing on September 18 Largely Attended

Bryant’s Music House, Inc., for the last four
years established at 915-17 Eighth avenue, has
leased the entire building at 861 Lighth avenue,
between Fifty-first and Fifty-second streets, in
order to provide for its rapidly increasing busi-
ness. Joseph M. Bryant, president of the firm,
is one of the city’s enterprising business men
and in the commodious new quarters this estab-

lishment will be in a better position than ever to

handle its increasing patronage.

Bryant's music lhouse, which specializes
in Victor and Columbia machines, as well as
records, pianos, music rolls, sheet music and
small musical instruments, was formally opened
to the public on the evening of September 18
with a gala concert by eminent artists from 4:30
to 10 p. m., at which refreshments were served.

Hangen’s Music House, of Reading, Pa., has re-
cently opened a talking machine department in which
it is handling the Aeolian-Vocalion, as well as
records made by the Aeolian Co. A very at-
tractive department has been arranged which
will interest visitors.

WHY GIVE THE MACHINES AWAY ?

Offer of Western Music House to Send Out Ex-
pensive Victrolas on Time and Without a First
Payment Sets a Very Poor Example for Rest
of Talking Machine Trade of the Country

The fact that a music house is large and suc-
cessful is generally accepted as an invitation that
that particular house has adopted and followed
methods of a high character—methods that tend
to build up permanent trade and win and hold
public confidence. The successful houses of the
talking machine industry are held up as a guide
to the smaller dealers who are advised to study the
systems of the successful ones in order that they
may in turn rcalize similar success.

In the face of all this there are concerns who
evidently believe in methods that are sensational,
and while crcating trade for the moment are
calculated to cause a reaction in the future—a
reaction that will have its effect on all the trade
in the locality. One of the largest music houses
in thc Middle West, for instance, has been ad-
vertising Victrolas to be sold on terms without
any first payment. “No Money Down” is the
slogan featured in the large advertisements, and
that there may be no mistake about it there are
illustrations showing one of the high-priced cabi-
net model Victrolas.

Certain it is that no surplus of Victrolas exists
to warrant desperate efforts to bring about their
sale. To send them out of the store, therefore,
without any down payment not only gives the
public a false idea of their value, but is calculated
to lead to the belief that the market is flooded
and that unusual methods must be rcsorted to
to move stock. Under the circumstances, can the
prospective talking machine buyer be blamed for
holding off a while in anticipation of a drop in
price?

For one of the leading houses of the trade to
set an example of this sort is a matter of regret.

TO MAKE TALKING MACHINE PICTURES

The William H. Bristol Audio Picture Corp,,
of Waterbury, Conn., has filed an incorporation
certificate in the office of the Secretary of State.
It will manufacture sound records with moving
pictures and musical instruments. The stock
authorized is $1,500,000. William H. Bristol,
Harns Whittemore and T. F. Carmody are the
incorporators.

WHY DEALERS SHOULD CARRY A FULL STOCK THIS FALL

Systematic Effort Should Be Made to Supply All Demands of Customers in Both Machines and
Records—“Want” Book in Every Department Would Be a Great Help for Checking Purposes

Does your store contain the records the people
want—and do you have these called-for goods
when the people want them? It's a mighty bad
thing to let your stock of machines, records or
supplies run out. It is your duty, if you intend
to be a factor in the trade this Fall and Winter,
to place your orders with manufacturers now—
to keep your stock 100 per cent complete.

Sure as you're living, the very day you run
cut of some particular article—especially an
everyday seller—someone calls at your store
and asks for it. Haven't you often had it hap-
pen that way? If you haven’t you're an ex-
ception to the rule. When a person makcs up
his mind that he’s going to buy something he
usually buys at that time. If he comes into
your store, asks for some particular article and
finds you are out of it he goes away disgusted,
visits your competitor's store around the cor-
ner, finds the desired article, makes his pur-
chase, and you are shy what otherwise would.
have been a satisfied customer. It pays and
pays big to keep your stock all the time and
have it on time to meet early demands.
People soon learn to know: the store that has

the goods and that store is the one which they
are going to patronize regularly.

Do you have a “Want"” book in each depart-
ment of your store? If you don’t you will find
one a mighty convenient aid to good stock keep-
ing. Have this book hung up in a convenient
place where all the salespeople can have ready
access to it. Whenever the salespeople have
call for any article that your stock does not con-
tain, or when they find stock on anything run-
ning low, havc it written in this book. Make it
a point to inspect this book every day. Appear-
ing on its pages will be found many articles
that you do not handle, as well as those you are
out of, but it will keep you well posted on the
condition of your stock and the public’s de-
mand. The continued demand for some article
thus recorded may be so frequent youn may be
induced to place it among your stock with good
demand following its installation. Try this
“Want” book scheme. You will find it a great
aid and through its aid you will derive much
real benefit. Xeep in close touch with it. It
insures your having the goods the peonle want
and when they want them.
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I did not choose to open a talking machine store
in the first place as I was studying for the law
and in that profession saw my future. However,
upon the death of my father, a prosperous dis-
tributor, the job was wished on me.

My struggles to learn the business, memorize the
various record titles, get models and styles down
pat would offer no particular aid to anyone as
most dealers have gone through the same process
of education, which consists of about 10 per cent
brains and 90 per cent work. However, at the
end of my first year I took a long breath and
saw things in their true light, but it was one year
gone and nothing tangible to show for my work,
for I was just where I started, plus an added
year’s experience. I noted, however, if I was to
show a profit something radical must be done.

In our city of 78,000 inhabitants were located
about twelve other concerns selling imachines and
records with business divided about equally. I
noticed that in my first year 1 had wasted a lot
of good time trying to attract the so-called “best
people,” such as the music lover (so called), the
opera-goer and others whom I thought by reason
of their standing were logical customers.

In this connection I made the same error as the
makers of early typewriters who dwelled upon the
fact that the person who played a piano had an ad-
vantage when it came to operating a machine. In
fact, early advertisements for typists specified “must
be an expert pianist.” '

My error was thinking a person, to buy high-
grade records, must be a “high brow” and the so-
called common people wanted “‘rag time” and bal-
lads. It did not takec me long to find out that over
95 per cent of the population have musical in-
clinations and by catering to the masses instead of
to the classes I made my first start.

Now I commenced to advertise. Not as I noted
other dealers doing, but in a way which at the
time I thought was a waste of time but later
proved to be the real start of my success.

Here was my first ad:

Il

T

HOW MANY TALKING MACHINES IN
TOWN?
The person who can furnish me with the names
and addresses of every talking machine owner in
town will reccive a new talking machine for his
trouble. Call for particulars.

Soon as the advertisement appeared people called

Prominent Dealer

i : i

""" 10000

er Tells How He Scored
Success in the Talking Machine Business
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{Editor's Note—This story is founded om truth. The
man and the city must remain incog, hut perbaps both will
be recognized by some of our readers familiar with the
case.]

at my store and asked, “How do you go about find-
ing out?” or, “Say, that’s a big contract.” Others
wanted to know if they could canvass our homes,
about 3,000 in number. With each one who called I
spent time along the following lines: First
I inquired if they really wanted to take upon
themselves the task. Next, I inquired if they had
machines, listing some as machine owners, the others,
as ‘prospects. As to the prize I simply gave it
away at the expiration of two months to the per-
son who sent me the most complete list and let
it go at that.

My next ad also “brought home the bacon,”
so to speak, and produced business. It ran as
follows :

NIRRT n g i

“THANK YOU”

Last year I served over 3000 Talking Machine
Owners.

1 had just 45 complaints.

Repairs to the machines I sold were only 56.

Tust two customers quarreled with my policy.

I exchanged omly two machines.

1 sold Records to over 80 per cent of my callers.

Is this not a good record? ,

This year I want to serve 3000 more customers.

Won’t YOU he one of them?

Suilhil I i 10t RO RE o anesme=s

It seemed as if the balance of the population of
my town was anxious to be my customers, for no
sooner did this advertisement appear than people
commenced to come and say, “Sure, I'll be a cus-
tom'er, might as well buy here as elsewhere.”

I also madc it a practice to have a system of
inquiry cards asking people to write what records
they desired that I did not have in stock. These
I procured and wrote to the person who suggested.
Then I placed a notice on my window reading,
“Just in Stock—‘William Tell, Jim Jones’ favorite
record; come in and hear it.” This flattered Jones
and resulted in my selling quite a few records to
friends of Jomes.

I also took great pains to subscribe for and
read from cover to cover every publication de-
voted to my calling. I too clipped every interest-
ing item, advertisements and other data. These I
pasted in a scrap book and .used many times as in-
spirations.

Why go on? I did nothing no onc else could
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not have done, also nothing which was patented,
but T did have a working creced which I give below
for the benefit of others in my line of business.

I spend every minute of,my waking hours at my
business.

I discount my bills and contract none I have
not the money to meet.

I always treat the customer right even if it causes
me a loss, as customers are too hard to secure to
be easily quarreled with.

Make store cleanliness a religion.

Endeavor to keep store by the golden rule.

Read, study and try to learn every detail of
my business.

WHERE ACTRESS LEARNED FRENCH

Florence Moore Gained Her Fine Pronunciation
Through Medium of Talking Machine

People who have seen Florence Moore in her
play, “Breakfast in Bed,” have been surprised
at the fluency of her French. They think she
must have lived in France. As a matter of
fact, she has been to Paris only once, and only
for a weck then, and at that time her knowledge
of the language consisted in her ability to say
“demi tasse.” The fact is she learned what she
knows of French through correspondence and
a talking machine.

“And it was some talking machine,” she says.
“The man on the other end who gave me my
lessons from a distance of several hundred miles
must have been the original author of the French
tongue. At first he fascinated me. I used to turn
him on cvery morning while I was taking my
bath, and he would talk away from the time
I got into the tub until I got out. Then I would
move him into my boudoir and permit him to
rattle on while I had breakfast in bed. I never
got tired hearing that man talk; in fact, I be-
lieve I fell in love with him. And here's a secret
never hcfore made public—perhaps these lessons
had something to do with my ultimate marriage
to a man of French descent. My husband’s
voice was so much like the one in the talking ma-
chine that 1 was lost the moment he spoke.”

Everything worth while in this or any industry
begins with a big idea.

T ———

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

chine & Accessories Co.
Chicago, Il1.: T. .J. Cullen
Cole & Dunas Music Co.

chine Co.

Boston, Mass.: Boston Talking Ma-

Cleveland, O.: Cleveland Talking Ma-

[In Six Chapters]
CHAPTER IV

The FOURTH consideration IN THE MAKING OF
THE NYACCO album shows the position where the
pockets are already inserted into the back of album
and the staples ready to be pressed into the solid
wooden back through the two-in-one pocket by
means of the pressure of thumb, giving the envel-

opes a stronger hold to the back of album.

Watch next issue for the fifth Chapter .

Reasons Why NYACCO Albums
Are the BEST

v Chicago Factor
New York Album & Card Co. g5 ereons.

DISTRIBUTORS :

Milwaukee, Wis.: Yahr & Lange Drug
Co.

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

Philadelphia, Pa.: Penn Phonograph Co.
Ine.

Pittsburgh, Pa.: C. C. Mellor Co.
Standard T. M. Co.
Spokane, Wash.: The Northwest Phono-
graph Jobbers, Inc.
Wns(l:ﬁngton, D.C.: E. F. Droop & Sons
0.

S
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Victor
Supremacy

The supreme qualities that make the
Victrola the certain choice of a discrim-
inating public are equally 1mportant
factors 1n the success of Victor retailers.

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

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

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

Victor Wholesalers

Albany, N. Y.......Gately-Haire Co., Inec.
Atlants, Ga. ........Elyea’ Talking Machine Co.
Phillips & Crew Piano Co.

Baltimore, Md. .....Cohcn & Hughes.
& Sons Co.
H R, Elscn%randt Sons, Ine.
Birmingham, Ala. ..Talking Machine Co.
Boston, Mass. .....Oliver Ditson Co.
-The Eastern Talking Machine

The M. Steinert & Sons Co.
Brooklyn, N. Y.....American Talking Mach. Co.
G. T. Williams Co., Inc.

W. D. & C. N. Andrews.
Buff:ilo Talking Machine Co.,
nc.

Buffaie, N. Y.......

Burlington, Vt. ...American Phonograph Co.
Butte, Mont. .......Orton Bros.
Chloago, IN. .Lyon & Healy.

The Rudolqh Wurhtzer Co.
Chicago Talking Machine Co.

.The Rudolph Wurlitzer Co.
Ohio Talking Machine Co.

Clevelaad, O. ......The l(;JIeveland Talking Ma-
chine
The Eclipse Musical Co.

.The Perry B. Whitsit Co.

Dallas, Tex. .......Sanger Bros.

Denver, Colo. ......The cKnight-Campbell Music
0.

Cincinnati, O. .....

Columbus, O.

Des Molnes, In......Mickel Bros. Co.

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

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

Ei Paso, Tex. ....W. G. Walz Co.

Honolulu; T. H, ...Bergstrom Music Co., Ltd.

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

indianapoiis, Ind. ..Stewart Talking Machine Co.
Jacksonville, Fia. .. Florida Talking Machine Co.
Kansas City, Mo. ..J. W. Jenkins Sons Music

0.
The Schmelzer Co.

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

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

Milwaukee, Wis. ...Badger Talking Machine Co.
Minneapoils, Minn. Beckwith, O’Neill Co.
Mobiie, Ala, .......Wm. H. Reynalds.
Newark, N. J.......Collings & Co.

New Haven, Conn. . The é{orton-Gallo-Creamer
O,

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

New York, N, Y....Blackman Talking Mach. Co
Emanuel Blout,
C. Bruno & Son, Inc
Charles H. Ditson & Co.
Knickerbocker Talking Ma.

chine Co., Inc.

Mousical Instrument Sales Co.
New York Talking Mach. Co.
Ormes, Inc.
Silas E. Pearsall Co.

....Ross P. Curtice Co.
Mickel Bros. Co.
Peoria, Iii. ........Putnam-Page Co., Inc.
Phiiadelphia, Pa....Louis Buehn Co., Inc.

C. J. Heppe & Son.

The George D. Ornstein Co.
Penn Phonograph Co., Inc.
The Talkmg Machine Co.

H. A. Weymann & Son, Iinc.

. Frederick Piano Co.
C. C Mellor Co., Ltd.
Standard Talkmg Mach. Co.

Portland, Me. ......Cressey & Allen, Inc.
Portiand, Ore. .....Sherman, Clay & Co.
Richmond, Va. .....The Corley Co., Inc.
Rochester, N. Y....E. J. Chapman.
Salt Lake City, U..The John Elliott Clark Co.
San Francisco, Cel,.Sherman, Clay & Co.
Seattle, Wash. .....Sherman, Clay & Co.
Spokane, Wash, ....Shermar, Clay & Co.
St. Louis, Mo.......Koerber-Brenner Music Co.
St. Paul, Minn.....W. J. Dyer & Bro.
Syracuse, N. ¥......W. D. Andrews Co.
Toledo, O, ........,The (’:I'oledo Talking Machine *
0.

Omaha, Nebr, ..

Pitteburgh, Pa, .... W

Washington, D. C..Cohen & Hughes.

E. F. Droop & Sons Co.
Rogers & Fischer

Victor Talking Machine Co.

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

Victrola IV, $25
Qak

Victrola X, $125

)
Mahogany, oak or walnut

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

"HlS MASTERS VOICE

REG. US: PAT. OFF,
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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.

THE ALBUM

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

fold.

MAKING THEIR SELECTION

THE PERFECT PLAN

lllustrating the daily actual usage of the Album,
the most convenient and satisfactory record filing
system extant.

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. All owners of machines and records
want Albums to file and preserve their 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 t.hey 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. - 239S. American Street - PHILADELPHIA, PA.
CHICAGO OFFICE: 508 S. Dearborn Street

WELCOME FOR CARUSO IN DALLAS

Darras, Tex., October 7—The local talking ma-
chine trade is keenly interested in the forth-
coming visit of Enrico Caruso, the famous
tenor, to this city on October 19. The con-
cert, for which a splendid program has been
prepared, will take place at the Coliseum, under
the auspices of the Harmony Club. All the Vic-
tor dealers in this city and locality are plan-
ning to make very attractive window displays
of the entire series of Caruso records dur-
ing his visit in the city, and it is not at all
unlikely that some very artistic windows will
result.

RECORD ARTISTS ON LONG TOUR

Reed Miller, tenor, and Nevada Van der Veer,
mezzo-soprano, both of whom have made a num-
ber of Vocalion records, have just announced an
elaborate concert and recital tour for the new
season. The tour opened on October 4, and
forty-six engagements in cities in the South
and Southwest have already been included in
the itinerary.

The Boston Phonograph Corp. has been char-
tered under the laws of Delaware with capital
stock of $1,250,000 to manufacture phonographs
and records.

HENRY STADLMAIR, JR., MARRIED

Henry Stadlmair, Jr., of C. Bruno & Son, Inc,
New York City, musical merchandise wholesalers
and Victor distributors, and son of the president
of that company, was married on Tuesday, Septem-
ber 14, to Miss Ottilie Ransweiler, of Brooklyn.
Immediately after the ceremony the happy couple
left with the congratulations and well wishes of
their many friends for an extended honeymoon on
the Pacific Coast, with a stop at Colorado Springs.
It is expected that Mr. and Mrs. Stadlmair, Jr.,
will make their permanent home on the Pacific
Coast where Mr. Stadlmair will represent the
interests of C. Bruno & Son, Inc.

PEERLESS

Three elements of PEERLESS success

/

Factory capacity—Quality production—Sound policy

Metal Back Album

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

2. Get the best album at the price.
3. Be protected in their selling right.
They also know that the empty album is a constant invitation to

the owner to fill it with records—that PEERLESS albums d_o

sell records.

Our standard grade is the Lowest-Priced Quality Albnm oo the Market. Write for description and prices.

\ PEERLESS ALBUM COMPANY

PHIL RAVIS, President
43-49 Bleecker Street NEW YORK CITY

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

Southern Representative: 1. W. BECKER & Co., Atlanta, Ga.

From the above building 90% of
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Does it stond the strain?

I'LL SAY IT DOES!

the high class tolking mochine
jobbers rccetve their supply of
record olbums.
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Victrola VI, $35

Mahogany or oak

~ Victrola VIII, $50

Oak

Victrola 1X, $75

Mahecgany or oak

Victrola X, $:25
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Victrola X1, $150

Mahogany, vak or walnut
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Supremacy
is overwhelming
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Musically, artistically, commer-
cially, Victor supremacy 1s always,
everywhere, in evidence.
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Its universal recognition makes
success easy for every Victor re-
tailer.
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“Victrola’’ is the Registered Trade mark of the Victor Talking Machine Compeny 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. Vietor Records and Victor Machines are scientifically co-ordinated and
synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction.
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Victor Talking Machine Co.

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

L.
s i Pl

o e

AR

SR AR

y

iy
&

a { 3 4
‘;A";‘“'a x‘:" $:1f5: Victrola XVI, $275 W Victrola XVII, $350
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I WHY BUSINESS MUST BE SOUGHT THIS FALL

HERE will be plenty of business this Fall and Winter for the

talking machine dealer who has equipped himself to go after
trade in an energetic way—for the man who has laid out a definite
plan of campaign. Ve have no patience with the man who com-
placently rests on his oars and never works ahead—the man who
is never anticipating or developing new prospects. This type of
dealer never gets anywhere as far as meeting emergencies is con-
cerned.

The business man who stands still is bound to go backward.
This truism has a special application these days. There must be a
constantly progressive advance in business to insure health, and this
can only be secured by unflagging interest on the part of the execu-
tives as well as the entire force in the development of an enterprise.
This means concentration—it means work—it means thought and
action. Where this intensive policy is pursued results are as certain
as that night follows day.

For the last couple of months there have been some “croakers”
abroad who have been preaching the gospel of “gloom.” They have
been telling us that the talking machine business s slowing up—
that it is time to draw in. Evidently a great many dealers have
been ahsorbing this kind of talk as well as some other silly rumors,
for we find quite a few dealers who are using this same kind of
argument as an excuse for their inactivity. This condition of mind

quite apparent in the appearance of their stores, in the limited
way they are ordering goods and in their lack of plans for the future.

Now this is not the time for pessimism; it is not the time to

jew the future through indigo-hued glasses. There is plenty of
business to be had this Fall—perhaps a greater volume than ever in
history, but selling conditions have changed, and it behooves the
dealer and his selling force to indulge in real salesmanship—to go
after trade and to capture it. To this end there are various es-
senfials nccessary, such as the handling of the proper kind of
talking machines and records—store and window arrangements that
will invite public approval and admiration—investment in local adver-
tising - propaganda in the form of letters to customers, and, where
possible. occasional concerts to bring the public to the store.

This month witnesses the return of millions of vacationists to
their homes.  Families have been reunited and are now settling down
to the enjoyment of their abodes for Fall and Winter. It is a time

when music plays a most beneficent and uplifting part in the enjoy-
ment of life, and in this connection the talking machine dealer who
believes in expanding business should get in touch with these millions
of homes and interest them afresh in the wonderful possibilities that
talking machines and records afford as a means of making the
home a pleasanter place to spend the Winter evenings. It is not
improbable that many of these people may not come to the talking
machine stores this season. They must be sought in person or by
invitation—they must be reached by the dealer who understands and
has studied local trade and social conditions. He must not be con-
tent with the wonderful publicity work which is being done by the
large talking machine companies; he must bring in some effective
form. his own house, his own product, to the attention of his cus-
tomers.

Hence it behooves the entire retail trade to devise the best ways
and means of getting into the closest possible touch with the people
of their community irrespective of present status or past affiliations.
The desire to purchase must be cultivated and nurtured by wide-
awake talking machine merchants as never before. How best it
may be accomplished will be a test of their mental equipment and
mgentnty.

, ROOM FOR MORE GOOD TRADE ASSOCIATIONS

OMEHOW or other, the talking machine dealers do not appear

to run very strongly to associations, despite the fact that there
are in existence several very excellent local bodies in which dealers
in all makes of machines and records are eligible for membership.
Merchants in other lines of trade manage to forget competition suf-
ficiently long to gather together and discuss trade matters of direct
Interest to all concerned regardless of the particular make of the
products handled. There are few lines of activity that offer stronger
competition than that of selling pianos, and yet piano men through
local associations manage to accomplish much for the benefit of the
trade as a whole and for the individual dealer.

It 1s true that dealers in one or another make of machine get
together occasionally under the auspices of certain wholesalers for
the purpose of business discussions, but these meetings benefit only
the retailers of certain lines and do not in any sense serve to bring
about a better understanding between competitors. It often happens
that a retailer will engage in practices that are harmful not only to
himself but to all other dealers in his territory, and yet be innocent of
any intention of wrongdoing. \Vhen he knows his competitors and
they know him a little better it is not a hard matter to get together
and discuss these harmful practices and bring about their elimination.

Just to bring retailers together to know their competitors, and
to learn that the other fellow is not possessed of horns and a tail,
even though he 1s selling a competing line of goods, makes an asso-
ciation worth while. It serves to promote better and cleaner business
methods.

' BREAKING EVEN ON THE INTEREST QUESTION

ITH a buyer’s market making itself more or less apparent in

the talking machine field, with retailers compelled to go out
and actually sell against competition, thére arises the question of
terms as a matter to be considered with all seriousness. Retailers
have been advised, time and time again, to insist upon short terms
for their own protection, but in the heat of competition warnings are
sometimes lost sight of and frequently there is an effort to close the
sale on the basis of generous terms offered.

Where long terms are offered the retailer should see to it that
he, at least, gets enough interest on the outstanding account to bal-
ance the amount he must pay to the bank, or some other agency,
for credit accommodation. When banks loan money nowadays they
demand high interest rates and get them. If the talking machine
dealer is to carry several thousand dollars’ worth of instalment ac-
counts over a period of a couple of years at five or even six per cent
interest, while he is paying seven per cent or more to the banker on
money borrowed, he is proving a poor financier—he is working for
the customer and the bank rather than for himself.

It might be well to consider the action of the piano merchants
in an Ohio city recently when they agreed to charge seven per cent
interest on instalment accounts to meet the increased interest rate
asked by the local bank. The retailer is not expected to make a profit
on the money he practically loans to his customers on instalment ac-
counts—that is, beyond the profit justly due him for merchandising
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the product—but he should at least get an even break in the matter of
interest.

It is assumed, of course, that every retailer charges interest on
instalment accounts. If he doesn’t he is so far behind the times that
any advice on financing is simply advice wasted.

NOT ALLOWING POLITICS TO HALT BUSINESS

very long. When a product is considered absolutely perfect, and
no attempt is made or inciination shown to improve it, then it can
be looked upon as in a condition to backslide. Manufactured prod-
ucts, like humans, must either go forward or slide back. They
can’t stand still indefinitely and still prove successful.

THE IMPORTANCE OF KNOWING YOUR COSTS

LTHOUGH there has been considerable said and written about

the probable effect of the Presidential campaign on business
during the Fall, these prophecies have not apparently served to dis-
turb manufacturers or retailers to any perceptible degree. As a
matter of fact, business men generally look upon the political situa-
tion as more or less of a side issue and are attending to their own
affairs first and giving attention to politics next. There is, of course,
interest shown in the possible results of the election. There are
those who are strong for the continuance of the present administra-
tion, and there are others, apparently in the majority, who maintain
that a change in administration and policy is necessary for the wel-
fare of the country.

The average business man, however, rcalizes that regardless of
what party is put into power this I'all the country will manage to go
right along, maybe not so well under on¢ administration as another,
but well enough to keep business moving. There are many things
that the average business man would like to see changed—the War
Revenue Act, for instance—but he is not letting his business go by
the board for three or four months to see what does happen in
November. And the public likewise is not letting politics interfere
with business.

PROSPECTS FOR SCIENTIFIC DEVELOPMENT

NE member of the trade, who has seen the talking machine

business develop and grow almost from the beginning, voices
the opinion that the gradual switching from a seller’s to a buyer’s
market, believed to be now in process of consummation, will result
directly in new mechanical and scientific developments in the in-
dustry that will perhaps prove revolutionary. He bases his opinion
on the fact that, with the demand far in excess of output, manu-
facturers have been too busy producing standard styles to bother
with experiments, particularly those of a radical nature. With
the question of developing sales again to the fore, however, there
is a strong possibility that, with a view to overcoming competition,
manufacturers will again give thought to the unusual, and endeavor
to gain public patronage by offering something distinctly new in
the matter of recording and reproducing apparatus.

Whatever the future may bring forth, it is certain that the
inventors have been most active, as is evidenced by the Patent
Office reports, and, although some of the inventors are without
question classed as visionaries and far ahead of their time, there
are certain of them who have unguestionably developed ideas of
practical value that will find their way into talking machines before
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JAZZ

CTOBER is here—the end of the hot spell, the begin-

ning of the Victrola season, Jazz her up Mr. Dealer.
Don’t be caught with a fork when it rains soup. Tune
‘up now.

SILAS

Victrolas and Victor Records

HE necessity of having a proper appreciation and a thorough

understanding of the actual cost of doing business is constantly
being more strongly emphasized as market conditions shift and new
situations deveclop. Despite all that has been said and written on
the subject of cost accounting, therc are still apparently many mem-
bers of the trade, particularly retailers, who are content with general
rather than specific figures.

More than one merchant who has considered himself an up-to-
date business man has received the shock of his life when he has
secured accurate information regarding what it has been costing him
to carry on his business. Resting secure in the thought that his gross
profit was of generous size, he has neglected to learn exactly just
what part of that gross profit has gone back into the business each
year under the guise of operating expenses. Moreover, he has been
surprised to learn that certain departments fondly believed to be
money makers were being conducted at a loss, and that a readjust-
ment was necessary.

The time to learn about business costs is when business is good.
When the figures show that readjustment is necessary, to cut down
the overhead or to properly distribute the load, it'is much easier to
make the change while business is going along smoothly. When the
reaction comes, if it does, there will be no time for such adjustments.

WORLD’S BUSINESS SURVEY PROVES RIGHT

HE WORLD has received many compliments anent the com-

prehensive survey of the business situation and business prospects
presented in our last issue, particularly from those who have recently
studied conditions in the various sections of the country and found
that they have checked up most accurately with The World’s reports.
It 1s well enough to talk about conditions in the talking machine
trade in this or that city, but the talking machine trade in a general
sense is not a thing apart and the prosperity of our industry depends
upon the prosperity of the country as a whole.

Interviews with retailers in many sections of the country indi-
cate that the pessimist is a rare bird. The majority of the dealers
are of the opinion that they will have to carry on real selling cam-
paigns during the next few months to keep business up to last year’s
level, but they are firmly of the opinion that such campaigns, properly
conducted, will bring results and that therc is absolutely no cause
for worry. As a matter of fact, the necessity for going out and
selling goods is to be accepted as a good thing for the industry as a
whole, for it means preparation to combat successfully any unfavor-
able business condition that may arise in the future.
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ASHES TO ASHES
DUST TO DUST
IF YOUR LINE ISN'T VICTOR
YOU DON'T INTEREST US.
PEARSALL BLUES.
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"COMPANY

WHOLESALE ONLY
10 East 39th Street, New York
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In Selling Talking Machines
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In probably no other line does suggestion play
sc important a part as in selling talking ma-
chines. This for several reasons. For one thing,
almost every other dealer must sell his goods
across the counter or show case in an open
store where numbers of others are trading and
where there is more or less noise of conversa-
tion and many other things to disturb the cus-
tomer. The talking macifine salesman, however,
conducts his prospect into a comfortably fur-
nished room or booth where there is nothing to
distract attention, while the customer is put in
a subjective state by the surroundings and the
music of the instrument.

Again, almost every other dealer must sell
kis goods on construction and workmanship.
The wise talking machine salesman no longer
sells a machine of certain materials and work-
manship; he sells tone—music—and reputation.

This fact has led many to believe that a
knowledge of salesmanship is not a prerequisite
to successful trade in the talking machine field,
but the opposite is true.

Of all those who should have a thorough
knowledge of practical psychology—especially
the psychology of suggestion—the talking
machine salesman stands in the greatest need.
Success in this field depends almost wholly on
suggestion from the first word in greeting a
prospect till the latter signs on the dotted line.

The manufacturers realized this when they
chose their advertising slogans. What is the
significance of the Victor dog and the three
words, “His Master’s Voice,” for instance? Or
of Edison’s, “The Phonograph \With a Soul”?
Or of Brunswick’s “Your Next Phonograph Vill
Be a Brunswick”?
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To the Retail Trade:

= “7 E are making our first shipments of completed phonographs

from our Brooklyn factories, numbers 2 and 3, and we take
the trade with our
of the name Aawingy
upon all phonographs
We are extremely proud
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have achleved
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PIIILO E, REMINGTON
President
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this method of acquaint
trade mark and type style
both of which will appear
manufactured by us.
of the_tonal quality and
and 1n
tect our_dealers and our-

The power of suggestion, of course. The one
who looks at the Victor trade-mark feels that
the Victor must be a wonderfully accurate re-
producer of tone. And what suggestions of
beauty, harmony, angelic sweetness are offered
in the phrase, “The Phonograph With a Soul”!
Just a few words, but their selling power can-
not be estimated.

In the same way, the retail salesman will do

AL T R R

“Suggestion” of Value
to the Salesman From
His Initial Greeting

of the Prospect Until
Contract s Signed

S B

well to talk little, but make every word convey
suggestion in every svllable. For example, one
highly successful dealer proceeds along this line
in making a demonstration:

The prospect is greeted with a smile as he
enters the shop. "You came in to hear the
Blank,” the salesman says confidently and en-
thusiastically. The customer probably nods as-
sent or mumbles something and is led into one
of the comfortable booths.

“What kind of talking machine are you using

AT
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public, we have adopted this trade mark and type style of the
Rewizgmr which appear 1n this advertisement.
E.

1662-64-66 Broadway, New York

EVERETT 11. HHOLMES
Sales Manager
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order to thoroughly pro-
selves as well as the
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The Importance and Value of “Suggestion”

By D. G. Baird

Sl

now?”’ the salesman asks. He knows very well
that not one person in ten who come in to
hear his particular machine already has one or
another make, but this bit of suggestion is flat-
tering and brings out the prospect’s real position.

“Well—er—we haven’t been using one since
we’ve been here,” he says, “but we were just
looking around thinking of getting one.” In
case the prospect does happen to own an instru-
ment already, he of course gives its name.

This preliminary bit of skirmishing gives the
salesman his cue. The customer has not owned
a talking machine at all or he has favored
some other make.

If he has owned another machine, the sales-
man will usually select a record made by one
of this company’s stars and play it on the Blank
andesay: “That’s fine! Here is a record made
by Henry Lancaster whom you have so often
heard on your own machine. Now I am going
to play Lancaster’s record on the Blank and
1 want you to just listen how it brings out the
beauty of his voice. Listen to the volume this
machine gives to his songs. You can hear every
note as if he were standing right here before
you. I think you will find this record more like
Henry Lancaster than you ever heard before.”

What happens? The prospect is all attention
and he listens as he never listened before. He
hears every word, every note. He doesn’t stop
to consider, of course, that he has never before
listened so intently to a talking machine and
his interest is aroused by the experience.

“Doesn’t that record sound fine on the
Blank?” the salesman suggests, and the prospect
agrees that it does.

(Continued on page 11)
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Vice-President
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The salesman next selects an instrumental
piece, “On this record we have Jimmy Jones
playing the xylophone,” he says. “Just listen
now how distinctly this difficult music is re-
produced on this machine. Note particularly
such and such notes and see how free from the
least metallic sound or harshness they are.”

The record is played for a few moments, the
prospect again listening intently for certain
notes, then the salesman lifts the needle. He
never plays a record all the way through. He
wants to keep the prospect’s interest keyed to
the highest pitch and demonstrate a number of
superior qualities of his machine before his in-
terest lags. ’

He next selects a record that features the
clarionet or saxophone, or perhaps he selects one
of grand opera. The idea is to find out just
what the prospect cares for in music. If he
doesn’t show interest in the classical music, a
jazz record is put on and the salesman goes on:

“Here is one of the late song hits. Notice
how clear every word is. With the Blank you
can know all the late songs because you can
readily learn the words just from hearing them
played through a time or two. You know, of
course, that it isn’t every talking machine that
brings out the words clearly enough to be read-
ily memorized. On the Blank, though, you get
every word just as clearly as the singer him-
self speaks them. Notice particularly the sound
of the letter “s,” which isn’t reproduced at all
onn some machines. You wouldn’t have any
trouble in learning a song from this talking
machine, would you?”’

And the prospect listens intently, hears every
word, even “the letter ‘s’ which isn’t reproduced
at all on some machines,” and he thinks how
nice it would be to know the words of all the
late songs he hears at the show. He is im-
pressed by the fine volume of the Blank. He
believes that it would play better dance music
in his home than another machine would.

The prospect, if he has shown an interest in
the demonstration, has not done any of the talk-
ing. The salesman has done all that. He didn’t

want the other to talk. To do so would break
the stream of attention.- Neither has he been
asked what records he would like to hear, The
salesman knows what records he wants to hear
and he proceeds to play them.

When the salesman sees that the demonstra-
tion has been carried about far enough, he cas-
ually inquires what kind of furniture the pros-
pect has in lis home. The latter’s reply gives
him the clue to the kind of cabinet to sell him
and if he sees that the customer is in the right
frame of mind he proceeds to fix up the con-
tract.

On the other hand, if the prospect proves to
be talkative and doesn’t show a great deal of
interest in the demonstration, the salesman
turns the conversation to personal matters—the
other’s personal matters.

“What line of business are you in?” he will
probably ask. Or, “Do you have children in
your home?” Or some other stock question
that is sure to start the other off onto his own
affairs. Talk to a man about his business for a
while and he will soon be in a mood to talk to
you about your business. Again, many a proud
father has been sold because the salesman, too,
was a proud father,

A little flattery will usually go a long way
toward thawing out a disinterested prospect.
This, of course, must not be too open. “By
the way, that’s a beautiful piece of cloth in your
suit,” the salesman may remark. “Would you
mind telling me where you bought that?” Or,
“l admire your stickpin very much. Would you
mind telling me where you bought it?”

Where there is a child, the salesman will al-
ways pay attention to it. This is as old as the
race and the parents know it, but they like it.

Suggestion all the way through. The sales-
man suggests that his machine has a superior

- tone, that it brings out the high notes more

clearly, that the prospect will hear certain
things; and the prospect listens intently and is
persuaded that the salesman is really very con-
servative in his claims for his machine, The
salesman suggests that the prospect has su-

perior taste., He knows he has and feels that
the other is a sensible fellow.

With some exceptions it is very poor policy
to talk construction to a prospect. What he
wants is not a machine, but music. Where the
prospect shows himself to be of a mechanical
turn of mind, of course, the salesman will read-
ily fall into line and demonstrate the superior
mechanical features of his machine, but this wilil
not happen often.

Where the prospect proves to be undecided
or wants to talk it over with the other members
of the family, suggestion is again utilized.

“Now, you and your wife both want a talking
niachine,” the salesman will say, “and you are
persuaded that the Blank is the machine for you.
Why not send it up to the house and surprise
the wife? In that way you will make her happy
and at the same time save her going around to
the different shops and listening to all the others,
when you are sure she’ll back up your judgment
and select the Blank after all.”

Suggestion, it might be said in conclusion,
should always be positive, “You do, don’t you?”’
is worth a dozen “You don’t, do you?” One
should never say “You don’t hear any metallic
sound, do you?” Say, rather, “Note the absence
of any metallic sound whatever.”

So in calling the attention of a prospect to
any particular feature of the music or the ma
chine itself the suggestions should always be
made positive. The more positive the better.
“You can readily distinguish such and such a
note or tone” is correct; not “Don’t you hear
such and such a note or tone?”

In comparing instruments of different make,
the superiority of one’s own machine rather
than the inferiority of the rival is emphasized.
The other is good, no doubt, but every tone
and gesture of the salesman indicates that his
is so far superior to every other as to need
little emphasis or demonstration.

Suggestion properly used throughout is the
most powerful method of selling yet discovered,
and the talking machine salesman has the great-
est of all opportunities to use it.

Emerson Records at their best!

Emerson Record Sales Company, Inc.

NEW YORK

206 Fifth Avenue

F you want to hear Emerson
Records played “right up to the
handle,” get the new Emerson
Phonograph to play them for you.

On the Emerson Phonograph
the human voice or your favorite
instrument is reproduced with a
naturalness, fidelity and volume
little short of amazing. Annoy-
ing echoes, metallic sounds, muf-
fled tones—all are eliminated.

The full, round music of the

CHICAGO

315 South Wabash Avenue
Makers of

STANDARD EMERSON 10-Inch

GOLD SEAL RECORDS

Emerson Phonographisdue to the
full, round Emerson Music Mas-
ter Horn, with which every Em-
erson Phonograph is equipped.

The various Emerson models
are shown and described in a loose-
leaf catalog, which may be had
for the asking. In this catalog
the scientific principle of the
Emerson Music Master Horn is
explained in some detail. Write
for representation.
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Columbia Grafonola
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Standard Models up to $300
Period Designs up to $2r00

olumbia

COLUMBIA GRAPHbPHONE COMPANY, New York
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Is the Phonograph PLUS
+1+2+3+4+5

Turn your prospects into sales by pointing out to every one

of them these five exc/usive features which make the Columbia
Grafonola the phonograph PLUS:

1. Exclusive Tone Leaves. Complete and accurate control

over tone volume.

2. Straight Tone Arm. Allows the sound waves to
develop fully and naturally.

3. Scientifically Correct Acoustic Design.  Gives exquisite

clearness and purity of tone.

4. Streamline Cabinets. In perfect accord with modern

artistic furniture design.

PLUS

5. The only Non Set Automatic Stop. Never stops
before i1t should. Always stops at the very end. Nothing to
move or set or measure. Just start the Columbia Grafonola, -

and 1t plays and stops itself.

Demonstrate to every prospect the stop that needs no setting

Grafonola

COLUMBIA GRAPHOPHONE COMPANY, New York
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THIS letter from a little girl

thanking her Aunt for the gift

of a Bubble Book is one of thou-

sands of instances where one sale

leads to another. Children and

/ grown-ups are never satisfied with

/ one Bubble Book, they almost in-

variably come back for all of

them. And that is why Bubble

Books are “the fastest selling mer-

chandise for child amusement on the
American market today.”

National Publicity—1920

Look in this month’s (October) issue of the
Ladies’ Home Journal. There you will find
one of the full-page advertisements that goes
to make up the $73,000 National Publicity
Campaign behind Bubble Books. On De-
cember 4th a double-page ad will appear in
the Saturday Evening Post. Other magazines
which are carrying full-page ads are St. Nich-
olas, John Martin’s Book, Harper’s Magazine,
Century, Review of Reviews. Atlantic Month-
ly, World's Work, Scribner’s, Woman’s Home
Companion. This advertising will send people
to your store who will become customers. Be
prepared to supply them with Bubble Books.

ez

BussLE Books

“that -Smg >

By Ralph Mayhew and Burges Johnson
Pictures by Rhoda Chase

ACH one contains a story, pictures, verses, and thrce
real records. Children love to look at the pictures,
read the story, and then listen to the songs played ¢n
the phonograph. The characters in the story ecme frcm
the Bubbles the little boy blows with his Magie Bubble
Pipe. And so they are called Bubble Books. The following
titles are now ready:
No. 1—The Bubble Book No. 7—The Funny Froggy
No. 2—The Second Bubble Book Bubble Book
No. 3—The Third Bubble Book ~ No-8—The Happy-Go -

) Lucky Bubble Book
No. 4$—The Animal Bubble Book No. 9—The Merry Midgets

No. 5—The Pic Party Bubble Bubble Book
Book No. 10—The Little Mischief
Mo. 6—The Pet Bubble Book Bubble Book

Order your supply now. Usc our free selling helps.
Order direet from us or from your jobber.

Bubble Books Sales Serv;ce (Harper and Brothers)
130 West 42nd Street - . - NEW YORK
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Talking Machines Big Factor for Enter-
tainment in United States Navy =
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Perhaps no organization in this wide world
has a greater regard for music and its ability
to keep men happy and contented than the
United States Navy. And I don’t believe that
there is a group of men anywhere that are so
appreciative of music as the sailors of our navy.
Music is regarded so highly by the Navy De-
partment that it has authorized bands for every
major ship in the fleet, composed entirely of
enlisted men. Practically every ship in the fleet
has at least one piano and there isn't a single
ship in the navy that hasn’t a talking machine
aboard. It's a tribute to the music-loving nature
of the men of the fleet that these instruments
are purchased through individual contributions.

The talking machine is a part of the ship from
the day she slides down the ways and receives
her commissioning, until the time comes for
her to be junked at the Navy Yard.

The members of the crews of the various war-
ships are divided into groups to secure better
team work and closer supervision. Usually one
of these groups or divisions consists ot eighty or
ninety men, depending a great deal on the com-
plement of the ship’s company. There are as
many as fifteen divisions on some of our dread-
naughts, each division owning its own talking
machine and cabinet of records. It is the aim
of each division to excel the other in games
of sport, in efficiency and general excellence.
It is only natural, then, that a division tries
to secure the best instrument and the newest
records. It gives the members of a division
much satisfaction to secure a large audience
while their “talker” is playing. It is the enter-
prise of the division leaders that is largely re-
sponsible for the up-to-the-minute musical
repertoire. '

The number and quality of talking machines
aboard our battleships have often amazed the
first warship visitor. It is certain that the
majority of visitors never expected to find a
single talking machine, much less a dozen or so.
Their surprise is very evident by the numerous
questions they ask. Many people have the im-
pression that a battleship rolls to such a de-
gree that a ship turns on its side during ex-
tremely rough weather and that a Victrola or
other similar instrument would be either
wrecked or soaked with salt water. While a
battleship does roll to a considerable degree at
times, the talking machine is rarely if ever dam-
aged, as the men have it securely lashed to a
stanchion. It rarely happens that the weather
is too severe to use the talking machine, and
fair weather or foul, music is being played for
the amusement of the sailors. It is surprising
the amount of rough usage and salt water a

“talker” can assimilate. Many of the daintiest
appearing talking machines are *bears” for
punishment, and one or two douses of salt water
causes no interruption to an enjoyable concert.
Of course a talking machine aboard a warship
is subject to much rougher treatment than the
instrument in the drawing room, but I don't
believe that any drawing room audience ever
enjoys a concert so much as the sailors do

Listening to Latest Records on U.S. S ‘Wyoming’

some thousand miles out at sca. At night, when
ships of the battle flect are steaming at sea,
faint notes of some beautiful melody are wafted
over the waters from ships astern or ahead. Oc-
casionally a popular march is played and the
men sitting about the decks can hear the music
more distinctly. At times the march is made
more realistic by the sharp notes of the bugle,
calling the men to their battle stations, where

Dancing to Talker Music on Battleship

the talking machine is forgotten for a time
while the men play at battle. Nothing is more
wonderful than to hear the music of a talking
machine in a setting such as this.

The decks of our great warships make ex-
cellent dancing ﬂoogs and the men overcome

.

LA

By L. J. Dooley

the obstacle of not having young lady partners
by taking turns at being the lady. The talking
machine is brought to the main deck, a record
put on and the dance begins. Some of these
dances last for hours and are much enjoyed by
the men of the fleet. \When ships of the fleet
are in port a dance is usually given by the men
to their friends and relatives ashore. The ship
takes on a gala appearance on these days, multi-
colored flags are draped about the decks and
refreshments are served.  These are real red-
letter days and it is doubtful whether the visitors
or the sailors enjoy themselves the most.

It is a wise authority that encourages music
among the men of the fleet. It is a refining in-
fluence and one of the greatest aids to the chap-
lain. At least he says that it is. It helps the
sailormen to keep happy and is one of their
greatest joys. During the recent visit of the
fleet to New York I enjoyed one of the enter-
tainments and dances aboard a dreadnaught. It
was the opinion of visitors that they never en--
joyed themselves so much before. Somehow
in the future whenever I think of a battleship my
mind will turn back to the night of the dance.
When the visitors were leaving the ship three
merry young bluejackets reconstructed a scene
from a famous opera with the aid of the Vic-
trola. The moonlight sifting through the wire
netting of the masts distinctly outlined their
silhouetted figures and their execution and tech-
nique held the dory full of passengers spell-
bound.

MUSIC AS POWER IN THE FACTORY

The Phoenix Knitting Works, of Milwaukee,
Wis., has installed at its own expense two Vic-
trolas and four pianos in the different depart-
ments of the plant for noonday music as a
means of entertainment and also of inspiring
energy and high ideals. A band of fourteen
pieces and a mixed chorus are also being or-
ganized in this factory.

NOW WHOLESALE EXCLUSIVELY

The Florida Talking Machine Co., which has
recently moved into its new building at 2263
Forsythe street, Jacksonville, distributor of the
Victor Co. for Florida and Southern Georgia,
is now doing a wholesale business exclusively

The title “Dame,” which King George revived
during the war, by conferring it upon Madame
Melba, Victor artist, and Clara Butt, Columbia
artist, is supposed to be equal in rank to that
of knighthood for men.
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MT. DCG[CT are you selling the Record Flasher? It is
very much in demand and invariably sold when properly

presented to your customers.

The Record Flasher is easily attached to any phonograph; it
it makes cumbersome
operations easy and simple in darkest corners where phono-

gives an abundance of illumination,

graphs are usually placed.

Beautifully finished in Nickel and Gold.
Packed (12) to a unit package may be assorted.

Nickel finish thhout battery $2.25

RETAIL PRICES < Gold .

Batteries each -

Regular Trade Discounts to Dealers.
When writing always mention your distributor.

Manufactured by

STANDARD ACCESSORY CORPORATION

Milwaukee, Wis., U. S, A,
FOR SALE BY ALL LEADING DISTRIBUTORS

I. W. BECKER CO., Southern Representative
97 Walton Street, Atlanta .

355-357 East Water St. - - - e

CHARMEL TRADING CO., Exporters
1170 Broadway, New York

- $3.00
= 4 =5 .75

REG-U-S-PAT:OFF*+

SHOULD BE ONzEVERY TALKING MACHINE

IT'S NECESSARY—VERY NECESSARY
00
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The value of the talking machine as an aid
to vocal study is being recognized by prom-
inent teachers and singers throughout the coun-
try. Noted opera singers who have made many
records are warm in their praise of the assistance
rendered by the permanent recording of vocal
sounds. Miss Sophie Braslau, one of the most
nopular Metropolitan artists, who is heard daily
in thousands of homes through her records, is
firmly convinced that the talking machine is re-
sponsible in a large measure for the growth of
musical appreciation in the United States.

It was once true that great artists found it
very difficult to sing in smaller towns where the
people were somewhat out of touch with the new
things in the world of inusic and did not appre-
ciate really good music. To-day, however,
through the medium of the records, the best
music of the most famous composers and sing-
ers of the world is known to a large part of
the people. Artists are able to render serious
numbers, sure of their reception and apprecia-
tion. Speaking recently upon the subject of
the value of talking machine records, Miss
Braslau said:

“All can be students from good records, for
they present perfect studies in singing by thc
greatest artists. These records may not be able
to tell us in words how to do things, but they
will show us practically how to get over bar-
riers. In records, too, one will find the most
finished examples of the individual singer’s art,
and for this reason: It is far more difficult to
wake a record than to sing in concert.

“To get proper value out of records, the first
necessities are a good musical ear and strict
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The Value of the Talklng Machine as an
Aid to Vocal Study Wlde

Recognized
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attention in listening. A method must be fol-
lowed in studying from records, just as in study-
ing anything else.

“I do not believe in making a study of any
one especial singer, but of several, in order to
compare their way of doing things. Take, for
instance, a Melba. a Galli-Curci and a Tetraz-
zini record of the same piece and compare the

%mnmmmmmmummu T R

Sophie Braslau Says:

All Good Records
Present Perfect Stud-
ies in Singing by the
Greatest Artists
S

different methods these singers have of doing
the identical song or aria.

“Records will show us, among many other
things, what a full. beautiful quality of tone is:
evenness of toue in runs and scales; how the
voice should be managed in singing difficult
intervals; the variety that may be obtained in
coloring the tone—that is, in making it dark
and covered, or light and brilliant—and as well
they will show how many varieties there are in
shading these two extremes. In addition there

is the invaluable advantage of hearing the in-
terpretations of great selections by great artists.

“For beginners, records of simple things are
the best to start with, though simple songs are

the hardest of all to sing flawlessly. Of the
simpler things, good selections to make are the
old English, Irish and Scottish songs, and the

old American songs of Stephen C. Foster.

“There are no better records for the singer as
a study than those made by celebrated violinists.
The management of the voice in sustaining mel-
odies and in runs, scales and embellishments is
exactly that employed by the master violinist on
his instrument. In his playing you can hear the
great variety of tone color that gives life and
beauty to the simplest melody. You can also
learn from it a vast deal about another important
matter—phrasing; that is, the management of
a sung phrase or musical division.

“WWhile in studying songs and arias we may
specialize in our own class of voice—soprano,
mezzo or contralto, as the case may be—we may
learn from all good records, vocal or instru-
mental. \Whether the record be of a great tenor,
bass or baritone, whether it be of a noted so-
prano, mezzo or contralto, it will help us if we
study it with concentration.

“The fine violin record aids us in vocal study,
and so does the cello; orchestral records con-
tribute to our musical development. Indeed. the
resources presented in records are almost limit-
less, and, best of all, they are within the reach of
rearly every one of us.”

Stand-patters in business, as in politics, add
little to human progress.
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Winter.
portable machine.

tures.

ALL YEAR ROUND

Dealers who carry the Cirola find that
the demand continues through Fall and
There is always a demand for a

Ideal for the Holiday Trade

The Cirola measures 1214" x 1114"
614", is attractive in appearance.
without sound chamber, has remarkable
tonal volume and many exclusive fea-
Covers may be had if desired.

Territory is open for distributors.
Write today.

Cirola Phonograph Corporation

Executive Offices:

1 West 34th Street

=

It is

:  New York City
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ALL MUSIC FINDS FULL AND TRUE EXPRESSION IN ITS MELLOW TONES

Unequalled SELLING Advantages

Nort only does Tt CrenEy build every part of its cabinet, tonal system
and motor, but it builds them with such particular fineness that it
stands distinctly apart in the estimation of the buying public.

In exterior appearance it is true to the old English period styles; in musical
performance it is true to the voice or tone of the artist or instrument.
Truly, Tue CHENEY offers dealers an unequalled selling advantage.

The Cheney Resonator THE CHENEY TALKING MACHINE COMPANY . CHICAGO . NEW YORK
DEALERS EVERYWHERE
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Jeanne Gordon, singing
from Carmen, has all the backing of Colum-
bia National Advertising. Great Song—
Great Artist—Great Sale.
Columbia 49858.

the

So order now.

Columbia Graphophone

“Habanera”

NEW YORK

DEFENDS THE TALKING MACHINE
the

Brockton, Mass.,, Enterprise Champions
Talking Machine in an Editorial

Instead of condemning the talking machine or
waxing sarcastic regarding it, the newspapers of
the country have changed front completely and
not only treat the talking machine with respect
in their news columns, but on occasion see fit
to champion its cause. Proof of this champion-
ship came to light recently in the following edi-
torial in the Brockton (Mass.) Enterprise:

“ITt is hard to realize that there can be people
who entertain a seriously grounded objection
against any such modern inventions as phono-
graphs or automobiles, but it develops that there
are such objectors and they are not untutored
savages on the outskirts of civilization but
members of a religious sect in this country. The
Old Order Branch of the Brethren church has
just held its annual conference in Logansport,
Ind., and the delegates by a narrow majority
voted against the use of any talking machines
or phonographs in the homes of members. To
the minds of the objectors there is something
uncanny about these machines that reproduce
human speech and music with such fidelity—
something savoring of the ‘black art’ associated
with Satan. There assuredly is wizardry in the
wonderful device, but no more than in the tele-
phone, the electric light or the wireless tele-
graph, all productions that in their operation
have a flavor of sorcery. We know they do
amazing things and the majority of us are con-
tent to accept them as they are without quite
understanding why they are.

“Some among these same Brethren church
niembers sought to obtain action forbidding
the use of the automobile, calling it a ‘devil ma-
chine,” but were much in the minority when it
came to a vote. Evidently the  good people of
that creed have learned that the motor vehicle
is a blessing to mankind when rightly used, even
tbough it can develop sinful qualities when it

Lappens to be so minded. Having taken the
car to their bosom the Brethren before long
will awaken to the fact that the phonograph is
not wholly depraved, and may be made to pro-
vide rational entertainment when fed on the
right sort of records and not worked overtime
when the neighbors would fain woo the god-
dess of sleep.”

EXPANDING THE BUYING LIST

Estimated that Issuance of New Actuelle Records
Will Furnish 2,000,000 Additional Available
Customers to Pathé Dealers

It is estimated that the arrival of the Actuelle
steel needle cut record furnished Pathé dealers
with two million additional immediately available
customers. At the headquarters of the Pathe
Fréres Phonograph Co. in Brooklyn it was stated
that the number of telegraphic repeat and eu-
larged orders from every part of the country
demonstrated that the new record had met with
instantaneous approval. It is announced that
Actuelle records are to bear the same numbers
as Pathé sapphire records, except that they will
have a prefix O. As for example, Pathé record
No. 22374 is Actuelle record 022374. This makes
it possible for Pathé dealers to use the same
shelves and racks for both records. The
Actuelle records are in a distinctive blue envelope
with white and gold label of artistic design.
Actuelle list No. 2 will consist of sixteen selec-
tions, eight ten-inch records, which include the
latest country-wide successes.

The old Pathé Red Rooster has greatly en-
larged his family through the addition of two
smaller sized replicas, six-inch and three-inch
sizes. They are royal red like their dad and
are expected to prove very popular with the
Pathé dealer for window and interior decorations.

One of the paragraphers on a daily paper de-
clares that talking into a phonograph is the only
way some men can make records for themselvee

NEW WHOLESALE COLUMBIA BRANCH

Five-story Building on West Twentieth Street,
New York City, Now Occupied by Local
Wholesale Branch—Xenneth Mills in Charge

The local wholesale branch of the Columbia
Graphophone Co. is now established in its new
home at 121 West Twentieth street, New York,
where it occupies a five-story building, The lo-
cation of the new Columbia wholesale headquar-
ters is ideal, as the building is.a few doors west
of Sixth avenue and adjacent to all transit lines.

In its new home the Columbia Graphophone
Co.’s New York branch will have three times the
floor space it formerly occupied at 55 Warren
street, and ample facilities will be available to
bandle the fast growing demand for Columbia
products in this territory.

Kenneth Mills, formerly manager of the Chi-
cago branch, and who was recently appointed
manager of the New York branch, arrived in
this city recently and assumed charge of the
local headquarters. Mr. Mills is enthusiastic re-
garding the outlook of Columbia business in
metropolitan territory, and has important plans
under way which will enhance the service and
co-operation extended to Columbia dealers.

TELLS OF CONDITIONS IN PITTSTON

Among recent visitors at the headquarters of
C. Bruno & Son, Inc., Victor distributors, New
York City, was J. Freed, who conducts an ex-
clusive Victor shop in Pittston, Pa. Mr. Freed
reports that business in his city has been rather
good but is temporarily very quiet, due to the
unsettled conditions in the anthracite mining
field. He is expectant, however, of a big Fill
season and has recently installed six Uni%o
demonstration booths in his warerooms. These
warerooms are located on the main street of
Pittston and are equipped with every modern
appointment for the successful retailing of talk-
ing machines. ¢

i

PORTLAND

122

Northwest Phonograph Jobbers, Inc.

STREET

SOUTH MONROE
SPOKANE, WASHINGTON

yy
Re

SEATTLE

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

Emerson, Brooks and Paramount Phenographs and Records

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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PHONOGRAPHS AND RECORDS -

Every time you sell a Brunswick
you win more triends

A
|

1 It 18 satlsf)nTg to not.e how enthusiastic Reac/zmg the dominant buyers

il every Brunswick family Dbecomes over . i {

| B ik - 1 — In each community there is a class of peo-

gy : runsw1.c. tones. ow they take e.1g1t ple who have a real appreciation of fine i

!!’ § in explaining Brunswick features, especially music and who easily influence the less ap- 1
Bit the Ultona, to all their friends. It 1s, per- preciative. A like sitnation exists in many e
{ , haps, a very human pride in having some- lines, but it is particularly true of musical ’i |
i 4 g 0 o ]
Hi; thing new, exclusive, and different to show merchandise. @ '

: I I ol .\Ve lmv.e aI.\vays made a strong appeal to i;
B g B ok 1 n this dominating type of buyer, through S8
,'_.! runswick excellence has created an army musical reviews and high-class periodicals, I
l of recommenders. They help you, they work as a glance at our advertising schedules 10
-" hand in hand with us in our advertising and from year to year will show. Lr
"l' selling. We speak here not of things to One of the great things about The Bruns- t]é ,
i come, but of things already accomplished. wick is the way it wins not only the major- -
M - ity who merely “know whq r like” 1 FiEl
gl The constantly growing market for The v s SHOW “h.'lt fhey like® in {1
I . —r - music, but also the minority who can lay A
'- i Brunswick assures a permanent business ior claim to be musical critics. 5’
Bl the dealer. And every buyer of a Brunsswick Brunswick Phonographs and Records are 1l

T phonograph becomes a regular customer for sold on this straight-from-the-shoulder basis: 1
. PF} Brunswick records. “Hear; then decide for yourself.” 4
I |
! THE BRUNSWICK-BALKE-COLLENDER CO.

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.,
79 Wellington St., West, Toronto

_
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The only reai all-record
reproducer

No other phonograph in the world can with the needle at just the proper angle
give you the Ultona. required.
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A simple turn of the wrist enables you Cont:&ct between playing point and
record is so perfectly balanced that all
those old-time scratching noises are en-
tirely eliminated.

to play any record made. There are no

o

make-shift attachments, no bothersome

e
o

j 1 ade. e ! .
SOUEEEE Go by it I'he Ultona is the greatest single ad-

All the different types of needles re- vancement in phonograph history. Tt

quired are already mounted on the Ul- makes old methods out of date. It pro-
duces finer, truer, sweeter tones.

o TRt

o e e

et o
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tona—the straight steel needle, the dia-

mond point, sapphire ball. 'l.he l.-ltona Is not an accessory, but
an inbuilt part of the instrument.

The Ultona is delicately counter-bal-

it plays not three or four makes of

records, but o// of them, including, of
record with just the proper weight and course, Brunswick Records.

anced so that it plays each make of

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 Mercbandise $ales Cc .,
79 Wellington St., West, Toronto

APHS. AND RECORDS
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The importance of the
Tone Amplifier

No matter how perfect a reproducing
apparatus might be, much of the beauty
of the tone reproduced would be lost
unless the tone chamber amplified the
tone properly.

Sound waves expand according to def-
inite laws of acoustics. If these laws are
violated a blurring tone results.

The Brunswick Tone Amplifier is
built eatirely of wood, moulded in a
peculiar shape, the process being exclu-
sive with The Brunswick.

It has no cast metal throat, being
made of wood clear up to the “deck”
where it joins the tone arm.

Brunswick tones are softer, smoother,
steadier, than those reproduced by any
other method—a fact which is remarked
by the majority of people at the first
hearing.

Brunswick Records

Fitting compantons of the Brunswick
Phonograph. Can be played on any in-
strument using steel or fibre needies.
Made in our own record factories.

All we ever ask any buyer, all we ask
any dealer, is to hear Brunswick Phono-
graphs and Brunswick Records.

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

Bsan h Houses in Principal Cities of United States, Mexico and Canaia

Canadian Distributors: Musical Mercbandise Sales Co..
79 Wellington St., West, Toronto

PHONOCRAPHS

AND RECORD:
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Six factories and thirty-eight

branch houses
Dealing direct with the dealer

Brunswick men and Brunswick stock
are alway's close to the Brunswick dealer.
And not only geographically speaking.
but in actual contact, unaffected by the
:nterests of any third party.

It takes a big organization like Pruns-
wick’s to go into a new field, as it did
four years ago with the Brunswick Pho-
nograph, and market such a specialty
without jobbers.

But Brunswick, as a manufacturing
house, had been in business over sevent)
yvears then. And the completeness of
Brunswick distribution today is a marvel
of the business world.

With the Brunswick direct-to-dealer
svstem there is no possible chance for any
conflict of interest to arise between job-

ber and dealer. or between competing job-
bers, or between maker and jobber, to the
detriment of the third party.

Brunswick selling is simplified selling.

100 per cent Brunswick

Brunswick builds the Brunswick Pho-
nograph complete. It controls the qual-
ity and workmanship of every separate
part. There i1s no dependence upon out-
siders, from first to last. And the same is
true of Brunswick Records.

As our sales efforts become more inten-
sive In various localities, there will be
from time to time openings for new
Brunswick dealers. If you are interested
in a Brunswick franchise, write for full
particulars.

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

Brancb Houses in Principal Cities of United States. Mexico and Canada
Canadian Distributors: Musical Merchandise Sales Co., 79 Wellington St., West, Toranto
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MAULING THE LANGUAGE VIA THE SHORTHAND METHOD

Frank M. Williams Discourses Upon the Degrees of Assault and Battery That a Modern Stenog-
rapher Can Inflict Upon Words Not Found in the First Reader or “Snappy Stories”

1t was 12 o’clock, alias noon, daylight saving
time. The hands of the big clock in the executive
offices of a prominent record producing corpora-
tion had assumed a northerly position, i. e,
pointed heavenward. This latter information is
given merely to impress upon the reader’'s mind
the fact that all hands in a big manufacturing
establishment are upright when the lunch hour
arrives.

Miss Steno removed a four-ounce wad of
Spearmint from between her pearly molars and
consigned the cud to its accustomed habitat in
her desk. Then she spiked her saucy little turban
firmly upon her peroxide tresses, wiped her white
kid pumps with a 4x6 (inches, not feet) hand-
kerchief, cast a lingering glance at her reflected
image in the mirror of her vanity bag, and headed
for the door. As she passed the office of the
manager she was brought face to face with that
important personage.

“What in the world is the matter with you
this morning, Miss Steno?” he thundered. “Here
are half a dozen miistakes you have made in simple
business correspondence to-day,” he added, as
he held up the offending letters for her in-
spection. “In this letter to one of our most
valued artists, whom I was complimenting upon
the success of a recent record, I said: ‘Your
tympani is delightful’ and you have it ‘your tin-
pan is deafening!’" To another artist, who com-
plained that the minister of his church had re-
quested the elimination from our list of a cer-
tain record, I made use of the expression: ‘Haydn
aria already banned’ and you make me say: ‘Hy'n
Dri already canned.” And in this letter .
one of our Western representatives, who seeks
information concerning sales of certain records,
I remarked: ‘Loola Rook breaking record’ and
you make me say: ‘Look at Ruth’s batting
record!” Do you imagine that you are playing on
a baseball team instead of a typewriter?” con-
tinued the boss. “Do you think you are a bleach-
crite and—"

“Sir! I would have you understand that this
1s my natural hair—"” began Miss Steno, but
the boss headed her off with:

“] was not alluding to your hair, Miss Steno;
I was merely referring to a certain section of
the ball park. But to return to business: In
this same letter I added the information, ‘Merry
Andante still taking great’ and you lave it,
‘Mary and Doug still talking gush!” Where
in Sam Hill do you get all this movie stuff?”
continued the irate manager. “But look at this!"
he fairly roared. “Of course you had to make
the greatest blunder of allin the most important
letter of the lot. In this letter to one of my
most valued business associates, whose Dbeautiful
daughter had her coming-out party last night, I
tried to get poetic when I described my dance
with her by saying: ‘The slippers worn on
her dainty feet reminded me of fairy boots.’” What
did you make me say in that letter? You made

me say: ‘The sloops worn on her dirty feet re-
minded me of ferryboats!’”

A pearly teardrop began a zigzag course
athwart the peach and crecam complexion of the
fair manipulator of the keys; but -was deftly
flagged by a well-directed swipe with her ever-
ready powder rag.

“lI know 1t, sir,” she faltered, as she turned
her head to hide the quivering lips. “But I
am not myself to-day. 1 heard something this
morning that made me feel very, very sad, in-
deed!”

“And what was that?” asked the boss, touched
by her display of emotion.

“The alarm clock!” sweetly replied Miss Steno,
as she beat it for the elevator.

Moral: If you nmagine that all the corre-
spondence school graduates are ukulele players,
vou have another guess coming.

ORGANIZES SALES COMPANY

I. W. Becker Co. Opens Offices and Sales Rooms
in Atlanta for the Purpose of Handling a Long
Line of Talking Machine Specialties

ATLANTA, GA., October 4.—I. W. Becker, for a€s

number of years Southern representative for
Jones-Motrola, Inc., has organized a sales com-
pany to be known as the I. W. Becker Co. with
offices and warerooms at 22674 Pecachtree street,
this city. Besides the Jones-Motrola the follow-
ing well-known accessories will be carried: Long
cabinets, Peerless albums, Repeater-Stops, All-
In-One reproducers, Reflexo products, Brillian-
tone needles, Dulciphone needles, Tonar brushes,
New York brushes, Gilbert brushes, record
flashers, Dancing Rastus, Lansing covers, Uni-
versal Display Fixtures, General Phonograph
toy machines, Geo. I. Usbeck music roll hold-
ers, Perfection tone arms and Puritone repro-
ducer. The sales staff calling on the retail trade
now cousists of four men and the jobbing trade
will be handled by Mr. Becker and Mr. Sollish.
I. W. Becker & Co. stated that they have estab-
lished a policy of entire co-operation with the
dealer in turning over all jobber business to the
dealer. They will cover the following territory:
Virginia, North Carolina, South
Georgia, Florida, Texas, Oklahoma, Alabama,
Louisiana, Arkansas, Mississippi, Tennessee, all
important business States.

CREMONA CO. TO MOVE TO ALBANY

PortLAND, ORE., October 2—The Cremona Phoio-
graph Co, of this city, manufacturer of the
Cremona phonograph, has purchased the plant of
the Albany Furniture & Mfg. Co., Albany, Ore.,
and will move its present equipment to that city.
It is planned to spend about $25,000 in recon-
structing the Albany plant to provide for the re-
quirements of the company’s business so as to
supply the needs of the dealers and purchasing
public.

AUTOMATIC STOPS

The simplest and most efficient Auto-

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

Send 50 cents for Sample Stop

Kirkman Engineering Corporation
7 484-490 Broome St., New York

Carolina, €

TOYS
for
CHRISTMAS

Something for the Children

at Christmas That Brings in

the Parents and Makes You
New Customers

It will pay you to show these novel-
ties dancing in your windows from
Thanksgiving to Christmas.

RAGTIME RASTUS
PATENTED MARCH 16, 1915,

An Automatic Dancing Darky Doll for
Talking Machines

Rastus does one hundred different steps
while the music is playing. Delights Chil-
dren and amuses the older people, too.
The funniest dancing toy ever made.

Attractively painted in four colors.

Ragtime Rastus, Item 100A $1.65

! Dol 3 Al
THE BOXERS
Patented March 16, 1915

Amusiﬂg Novelty for Talking Machines

These little Boxers are very realistic and
create lots of fun. They do all the different
blows and steps known. Put on a good
lively record and these little figures box
away in lively fashion

Boxing Darkies, Item 100B $1.75

Combination Rastus and Boxer
Two Toys in One—Qur Biggest Seller

Dancing Rastus and Boxing Darkies, the
two sets of figures combined with one
dancing mechanism. All in one box. Very
popular.

Combination Rastus and Boxers

Item 100AB $2.00

NOTE: These toys fit standard machines and can
be put on or taken off in five seconds and do not
injure record or mar machine. Fit all Columbia
and Victor models. Edison machine requires special
dise, 25¢. extra.

Wholesale and Export discount in
dozen lots of one kind or assorted

33 1/3%. In 3 doz. lots of one kind
or assorted 40%.

NATIONAL COMPANY

Mechanical Specialty Manufacturers
Cambridge 39 BOSTON, MASS.
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SALERS

CINCINNATI

The shipping center of the Middle West

The gateway to the South

With a complete stock of Vocalions
and Vocalion Records, and Cincin-
nati’s unexcelled railroad facilities, we
are in a position to serve you promptly.

TH.

25 WEST FOURTH STREET

A

CFOLIAN COMPANY

CINCINNATI-OHIO
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GREAT GATHERING OF VICTOR DEALERS IN BALTIMORE

Thos. J. Lyons, of the Baltimore Sun, Makes Stirring Address on Correct Advertising Methods—
Dealers Start Their Fall Campaign for Big Busingss With Real Inspiration—Those Present

Bavtimorg, Mb., September 27.—The Victor Talk-
ing Machine Dealers of Baltimore have started
out on their Fall campaign for big business
with real inspiration, for last week a monster
meeting of the members of the Association and
members of their sales forces was held in the
Emerson Hotel. The gathering was preceded
Ly a dinner and was followed by a dance, at
which a “jazz” orchestra played Victor hits.

Thomas J. Lyons, proniotion service manager
of the Baltimore Sun, was the principal speaker
and at the conclusion of his address, which was
enthusiastically received, he was given a rising
vote of thanks and three ringing cheers. Mr.
ILyons reviewed the changing business condi-
tions and methods and dealers agreed that many
of them will have to put their houses in order
in many ways to keep abreast of the times by
following out some of tlie many suggestions of
the speaker.

Having got his audience in good frame of
mind with some clever stories, Mr. Lyons then
became serious and said: “You expect me to
talk to you about advertising. Advertising, my
friends, is something that few people under-
stand anything about. Advertising has a wide
range; from the newspapers to the street cars,
the blank walls and anything that attracts busi-
ness to your stores. Anything that don’t at-
tract business to your stores during your wak-
ing hours is misadvertising. Now, as I under-
stand it, this is an association of Victrola deal-
ers, and if I were called to your store to discuss
advertising with vou 1 would not, as many of
you expect, tell you in glowing terms all about
the newspaper advertising, or any medium im-
mediately, but I would make an investigation
of your business. Perhaps $5 spent on the out-
side of the building may be the most essential
thing necessary in the beginning of the cam-
paign. Then 1 would take up the question of
your show windows with you, for every adver-
tising man wants to intensify the business of
his client and realizes the value of the show
window. Have you ever kept a record of the
returns from your windows, whether a heavy
window or a light window, or a window with
prices, or without prices, or a specialty window
brings in the largest returns? Check up on
all your avenues of advertising from January
through to December. The department store
checks up on feature items and marks them up
every day and keeps these references ready for
study and comparison.

“Your store at least is an advertisement in

itself. The interior should be clean and the
stock neatly arranged. This is very vital to
your advertising campaign. I remember visit-
ing a large jewelry store on one occasion and
at “both ends of a long showcase filled with
exquisite jewelry I noticed large brass cuspidors.
I spoke to the proprietor, saying: ‘Do you think
a woman, handsomely gowned and seeking dia-
monds, would be interested in those brass cus-
pidors?” He took the hint quickly and they
were removed.

“Misadvertising costs lots of money. You
may use a $20 ad and ouly bring in four cus-
tomers. That would be expensive if the four
customers went away with a bad impression of
your establishment and it might cost you thou-
sands of dollars’ worth of business in the fu-
ture. Yet, if those four customers are well
pleased with their purchases and tell their
friends, and the friends tell other friends the
cost of that ad will be paid for many times.

“Many times an exccutive comes downtown
in the morning with a grouch and passes that
along to his sales people and these sales peo-
ple pass it along to the customer, and that is
misadvertising. [ know the trouble of doing
business before the war, during the war and
now, but we are now facing about. Pretty much
any of us in business can get a store and fix
it up and start in to do the battle for busi-
niess, but this is no longer the method. To-day
there must be selling plans, which mean suc-
cess or failure, and to properly sell Victrolas
certain co-operation is necessary to bring about
the best results. It is co-operation that we
want to hear about. We are able to ride for
7 cents on a street car because‘¢so many other
preople co-operate by riding, and we can travel
to New York and other points for small sums,
considering the distance, because other people
travel.”

Mr. Lyons then told of how the druggists got
together and eliminated the price-cutting of
the downtown druggists and of the work of the
Maryland Optical Association a few years ago,
when it cleaned up the business and had a law
passed that put out the quack. He told how
co-operation had worked out in other fields.
“Make yourself a good advertiser,” continued
Mr. Lyons. “I remember not so long ago writ-
ing an ad for a shoe firm and happening in the
composing room of a newspaper, a compositor
came up to me and ripped out a number of oaths
about the shoe man. e told me that some
vears before he purchased a pair of shoes at the

store and went back because they were un-
satisfactory. The treatment he received was so
bad and unsatisfactory that he had been telling
about this condition to every friend and person
he had met, especially when the subject of shoes
was discussed. This misadvertising cost that
shoe man thousands of dollars and he did not
know it.

“Business is your life. On your seventy-fifth
birthday is not the time to visualize, for you
are standing at the stairway of another life.
Thirty years from now another man will likely
be talking in this room about the problems of
business and other people besides you will be
listening to him. Consider your business now.”

During the evening Fred Kenlo, of Leo Feist,
Inc.,, sang several numbers, including: “The
Rose I Call Sweetheart,” “I'm in Heaven,”
“Honolulu Days” and a duet with Tom Kelly,
“Give Me All of You.” Mr. Kelly also sang.

William Mueller, president of the Association,
presided. The entertainment committee ar-
ranged details of the affair and included Elmer
J. Walz, chairman; M. J. Rogers and W. C.
Roberts.

Among those present were: W. T. Davis, rep-
resentative of the Victor Co., Camden; Robert
Ansell, Miss Lottie Probert, Joseph L. Roberts
aind Arthur N. Ansell, of Robert Ansell, Inc.;
Joseph A. Kunkle and Joseph A. Becker, of the
Kunkle Piano Co.; Joseph Fink, Samuel Fink,
H. L. Powell and Miss Louise Lawless, of the
Kranz-Fink Talking Machine Co.; William F.
Vordemberg, Joseph A. Grottendick and Charles
\V. Glaser, of the G. Fred Kranz Music Co.;
William M. Mueller, William E. Fisher, F. C.
Moss, J. G. Lueffer and N. E. Fumpster, of
William M. Mueller; William C. Roberts and
John H. Bowen, of the E. F. Droop & Sons
Co.; William A. Eisenbrandt and A. S. Eisen-
brandt, of H. R. Eisenbrandt Sons Co.; Meyer
Mazor, Dora Mazor, lL.ouis Mazor, of Mazor
Piano Co.; Isaac Potts and William Potts, of
Little Potts; M. J. Rogers, J. Frederick Schel-
ler and E. M. \White, of The Hub; G. \W. West,
Miss Evelvn Burkart, Miss Marie Flaherty, R.
Goldman and H. S. Seager, of Hecht Bros. &
Co.; E. Reiner and M. J. Lehman, of Reiner-
Lehman Co.; Harry S. Emrich and Miss Mary
T. Dobbin, of Gomprecht & Benesch; Joe Mann
and Mrs. P. Hartman, Mann Piano Co.; 1. Pol-
lack, of A. Burdwise; M. Greenwald, Mrs. I
Fivel and Miss R. Budwinick, of Ideal Music
Shop; Reuben T. Ember, of R, Ember & Co.;
Mrs. Alma . Hentschel, of Hentschel Music
House; E. J. Walz, T. Brosee and Miss E. M.
Groell, of Cohen & Hughes; C. D. Messenger,
Mrs. T. Brosee, Mrs. W. A. Wood, Jr., Elwood
M. Southwaite and C. B. Weiss, The Talking
Machine \World.

So reads the market report.

26 East 125th Street

Victor Wholesale Exclusively

REG. V.S PATOFF

“Buying Trend Towards
Well Advertised Products”

This should particularly interest the
dealer handling Victor product Exclusively.

ORMLEL.S, Inc.

NEW YORK
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Edison Message No. §0

Six months ago we made the state-
ment that the prices of Edison Phono-
oraphs, in spite of the enormous in-
creases in the cost of raw materials
used in theirr manufacture, had in-

creased only 15%, including War Tax,
since 1914.

Raw material costs have advanced
still further, yet the prices of Edison
phonographs, to-day, remain un-
changed.

We are absorbing the increases in
order to stabilize the Edison Phono-
graph business.

“Edison Stood and Is Standing the Gaff”

THOMAS A. EDISON,; Inc.

ORANGE, N. J.
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At this time of the year, when the big leagues
are winding up or have just complctcd the sea-
son’s activities, baseball occupies a prominent
place in our daily conversation. There are few
of us who do not retain clearly in our minds
the brilliant plays and new records established
on the diamond during the past several months.
It will therefore be interesting to draw a lesson
in talking machine merchandising from our na-
tional gane.

““There arc few forms of sport that have re-
ceived the thought and study of capable thinkcrs
to the extent of the battlc on the diamond. As
played by the big teams, the game has devel-
oped into a science. When the umpire shouts
“Play Ball,” therefore, evcry player snaps into
position, each one prepared to do his bit toward
winning the game for his tcam.

Baseball’s Lesson to Talking Machine Dealers

Right here at the beginning of the game, base-
ball and a well-conducted talking machine busi-

ness assume cominon characteristics. The
co-operation and service extended by most
talking machine manufacturers, in the form
of sales helps, have accustomcd the talk-
ing machine dealer to consider and use many
different factors in dcveloping sales. Thcese

helps have taken various forms, but readily can
be classified, in the main, as ncwspaper ads,
movie slides, car cards, billboard and other out-
door signs, circulars and booklets for dircct
mail and for individual distribution, window dis-
plays and store announcements. Each of these
is capable of wielding a certain and positive
sales influence and there are few livc dealers
who do not employ one or more of these me-
diums for stimulating public interest. The skill
and good judgment with which the dealer as-
signs these different sales stimulators to their
jobs, to a great cxtent, determine their suc-
cess.

The Team Is as Good as Its Management

The dealcr, therefore, is very much like the
manager of a baseball team. He has at his
command these various sales promoters. Iach
one is a player on his team to be used for the
purpose of winning the game—a sale, of course.
Now, when the dealer is a good manager, he
will have studied the opposing teams—his com-
petitors. He also knows the field—the buying
public. Te studies their characteristics, their
habits; he knows where and how his prospects
spend most of their time, and the points of ap-
peal capable of winning them over. Accordingly,
he assigns his team of sales developers to their
positions, taking care to put the right one in
the right place.

Team Work for Hits, Runs and Sales

Now for some team work. Let us see how it
works out with a well-selected sales organiza-
tion. One of the advertisements out in the
field, in the form of signs, car cards, movic
slides, etc., chosen for its ability to deliver
the sales message, is perhaps the first element
in drawing attention to the store.

The Fielders, Your Ads

“The product has undoubtedly already been
extensively advertised by the manufacturer; the
ad tells the public that dealer so and so carries
it, assures good service and wins a certain
amount of good will for the store. One ad
alone coming to the attention of the prospect
might not result in a sale, but each time the
prospective buyer sees it he is drawn a little
closer.

Window an Effective “Shortstop”?

The next member on the team, the window
display, now plays its part. The individual
whose attention has been drawn by the field
advertising passes the store. If the display is
a good one it will have some characteristic to

connect it with the ad (some dealers display
the ad itself); here is a connecting link. The
display will cxtend a furthcr sales appeal and
induce thc prospect to step inside and sec and
hear for himself.

Salesman, the Babe Ruth of Selling Team

The salesman now holds the game in his
hands. He is the pinch hitter, star batter; in
fact, he is the one big champ player. He has
not, however, overlooked the valuable support
that the other sales mediums have rendered.
This customer has bcen taken up along certain
lines and led to him. There is a thread of in-
terest that he must pick up and carry through
to a sale. Tt is in his power to put it across
or to fumble the ball. The wise dealer, there-

0

How Co-ordination of Sales Activities as in

Baseball Team Work Wins Out

By Edward Katt

fore, uses the utmost discrimination in the
choice of the man for this positiou.
The Buyer Shares Your Victory

It is not our intention that you should view
these sales activitics as a process of inveigling
the prospect into a sale. The customer does
not lose when the dealer wins. The customer
fs being rendered a service: a new want has
been satisfied; a new pleasure, and increased
happiness brought into his life.

The principles of good management and
tcam work, however, are as vital to retail talking
machine selling as they are to modern baseball.

Choose the members of your team discrimi-
natively, and then organize and drill them for
team work.

INTENSIVE CAMPAIGN SUCCEEDS

C. E. Goodenough, of Bethlehem, Pa., Tells of a
Business Campaign Which Netted Him $3,500

In a recent letter to the Interstate Phonograph
Co., Pathé distributor of Philadelphia, Pa., C. E.
Goodenough, of the Goodenough Piano Co.,
Bethlehecm, Pa., told of an intensive campaign he
conducted between June 28 and July 24 of this
year which rcsulted in his putting across morc
than $3,500 worth of actual business in that
pcriod and a compilation of a list of first-class
prospects that have since rcsulted in desirable
sales. During the progress of the campaign heavy
advertising of the Goodenough Piano Co. ap-
peared in the local papers. The surrounding
rural districts were thoroughly canvassed. 1In
that period one salesman and a driver in a” Ford

touring car brought in $2,400 worth of Pathé
business, cash and down payments of $725.

\n amusing experience of a salesman in can-
vassing a rural district during this campaign is
given. The salesman in question left on a Mon-
day morning to cover a district where consid-
erable business had already been done. He left
with the “do or die” spirit and not to return
until everything was sold on the tcrms speci-
fied. He came home with cash, a pig and
480 quarts of huckleberries, The huckleberries
werc worth nineteen ccnts a quart and were later
disposed of at $6.50 a cratc, making a profit of
$7.50 on the fifteen crates. Mr. Goodenough rc-
ports that hc did not lose any moncy on the
pig, either, for he was turned into cash at a
profit. The figurcs mentioned in Mr. Good-
enough’s lettcr do mnot include local or floor
Pathé business.

whole strength.

Exclusively Victor

In each community are great
possibilities with Victor.

: Behind the dealer working to
realize those possibilities, 1s our “

Elyea Talking Machine Co.

Atlanta, Georgia

Strictly Wholesalc
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THERE'S A REASON FOR EVERY SUCCESS

We don’t know whether the success of our dealers has been due entirely to the high grade of
The Serenado, we do know people are demanding quality and tone, that they are buying satisfaction.

O A

It may be that our dealers’ success has been the result of our effective advertising co-operation
—many of them tell us so.

Our idea is that our different Method of marketing combined with the above has attracted
the better class of live dealers who could sell anything and that their success has been augmented
by all of the conditions of their association with us.

SERENADO MFG. CO., CEDAR RAPIDS, IOWA

All the World's Artists play and sing their best
I'or the Audience or Zke\Serenido
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COMPARATIVE PRICES CONDEMNED

Better Business Bureau of Indianapolis Points
Out the Disturbing Effect of Advertising in
Which Comparative Prices Are Featured

The danger arising from the indiscriminate
use of comparative prices in retail advertising
is stressed in an interesting and effective man-
ner by a report recently issued by the Better
Business Bureau of Indianapolis, which is af-
filiated with the National Vigilance Committee
of the Associated Advertising Clubs of the
World, says a bulletin from the offices of thc
latter organization in New York.

“Comparative price advertising,” suggested
the Indianapolis Bureau in a report to its mem-
bers, “is again running riot in Indianapolis.
Merchants who seldom use comparatives have
been using them recently. Others who habit-
ually use them have been even more extrava-
gant in their statements.

“We do not hold that the mere use of com-
parative prices is unethical or wrong. We do
maintain, however, that the use of compara-
tive prices and comparative values is subject to
great abuse and tends to undermine confidence
in advertising, as it tends to educate the public
to the belief that a regular price on merchan-
dise carries an exceptionally large profit for the
merchant, and that it is not prudent to buy until
goods are advertised at a reduction. It tends
to educate the public to become bargain-
hunters.

“The effect upon the department buyer is to
do exactly what the public suspects, place a
high mark-up on his goods that he may adver-
tise them at a reduced price and still make a
reasonable profit. The shopper learns to look
and wait for a reduced price bcfore purchasing
and even then questions whether or not she is
getting a real bargain.

“The whole tendency of the extreme use of
comparatives is, we believe, to destroy confi-
dence in advertising and in the merchant’'s mak-
ing extravagant use of comparatives, thereby

making it necessary for such merchant to spend
ever-increasing sums for advertising. In the
meantime his department heads are tempted to
make ever-increasing claims of reductions to
stimulate th¢€ jaded public appetite for bargains.”

NEW COMPANY TO MAKE PANELS

Veneer Mfg. Co.,, Brooklyn, N. Y., to Specialize
on Dimension Stock for Phonograph Cabinets

A new company organized for the purpose
of manufacturing panels for talking machine
manufacturers recently opened a plant in
Brooklyn, N. Y. under the name of the Veneer
Mfg. Co. The concern is headed by F. E.
Beveridge, Jr.,, a well-known cabinet production
expert, who has becen connected with the indus-
try for over eight years. The company’s plant
is at 150-158 Tienty-fifth street, Brooklyn, N.
Y., and in addition to cutting panels for talk-
ing machine cabinets it will also specialize in
piano benches and similar woodwork requiring
quality finish and durability.

The panels for talking machine cabinets will
be cut to the dimensions of the individual manu-
facturer. This is a departure from the usual
niethod of delivering stock veneers, which gen-
crally are trimmed by the manufacturers them-
selves. The firm has already acquired a large
quantity of mahogauy, oak and walnut stock
to meet its needs.

Mr. Beveridge was formerly with the Crescent
Talking Machine Co., New York, having con-
nections with both its New York and Grand
Rapids plants. His father, F. E. Beveridge, Sr.,
is still connected with that company.

KAUFMANN BROS. IN VAUDEVILLE

Jack and Irving Kaufmann, well-known Emer-
son phonograph record stars, are now making a
vaudeville tour over the Keith circuit, being fea-
tured as “The phonograph stars you have so
often hcard and may now see.” The Kaufmann
Brothers sing a number of the popular airs.

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Seven Months
Ending July 31, 1920, Total $4,663,204

WasningroN, D. C., October 4—In the sum-
mary of exports and imports of the United
States for the month of July, 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 July, 1920, amounted in value to
$95,757, as compared with $54,028 worth which
were imported during the same month of 1919.
The seven months’ total ending July, 1920,
showed importations valued at $547,322, as com-
pared with $255254 worth of talking machines
and parts during the same period of 1919,

Talking machines to the number of 5,514.
valued at $255,169, were exported in July, 1920,
as compared with 4,081 talking machines, valued
at $177,623, sent abroad in the same period of
1919. The seven months’ total showed that we
exported 45,992 talking machines, valued at $2.-
297,640, as against 31,311 talking machines.
valued at $1,057,218, in 1919, and 45,229 talking
machines, valued at $1,359.798, in 1918.

The totai exports of records and supplies for
July, 1920, were valued at $316,168, as compared
with $191,329 in July, 1919. For the seven
months ending July, 1920, records and acces-
sories were exported valued at $2,365,564; in
1919, $1,979,838, and in 1918, $1.334,070.

HANDLING L’ARTISTE PHONOGRAPH

The Philadelphia Show Case Co., Bush Ter-
minal Sales Building, New York, distributor
for L’Artiste phonographs, reports that the old
Sonotone Distributing Co., which is now trans-
acling business as the Imperial Musical Instru-
ment Co., at 322 Livingston street, Brooklyn, is
devoting its attention in phonographs to
I’Artiste line and has on display a full line of
niachines.

Stratfor

THE SHAKESPEARE OF PHONOGRAPHS

Natural Reproduction

is one of the outstanding features of The STRAT-
FORD Phonograph. The STRATFORD patented

Nomika Diaphragm, Tone Arm and Ampliphone
bring out the finest details of tone or voice—

EXACTLY as originally recorded by the instru-

ment or singer.

And the music is projected naturally, distinctly
and correctly into the room.

STRATFORD Phonographs are of the highest
quality throughout and will satisfy the most critical
buyer.

DEALERS

Do you want to build up a big, profitable busi-
Get the details of our proposition.

ness ?

ASHLAND

THE STRATFORD PHONOGRAPH COMPANY

MANUFACTURERS

OHIO
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SURVEYING THE BUSINESS FIELD

Careful Investigation of His Territory a Matter
of Utmost Importance to the Wholesaler Who
Is Seeking Maximum Results

In the sale of merchandise at wholesale, the
suggestion comes from a business promoter that
too much stress is often laid on concrete results,
to the exclusion of the preliminary survey that
often uncovers opportunities by which sales are
increased. In other words, a wholesale concern
frequently has use only for the actual business
getter, and neglects to provide for adequate in-
vestigation of the territories in which sales are
made or contemplated. The reason for this
neglect, he said, lies in the fact that therc is dif-
ficulty in computing the actual results of field
work and research, whereas the salesman can
turn in his order and collect his commission.

“There have been cases without number,” he
explained, “where an investigation of a sales ter-
ritory has disclosed many opportunities that were
previously overlooked or neglected. A review of
the possibilities in a certain territory made by a
competent sales expert might show where double
the business obtained might be gotten. Now
when a report is made to that cffect the salesman
is instructed to get busy and find the additional
orders. 1f he makes good then the credit often
gocs to him in spite of the suggestions that
actually led to the sales. On the other hand, if
the salesman feels he has a gricvance because
some one has gone through his territory with a
fine-tooth comb and found customers where he
missed them, then he is not going to co-operate in
a way that will mean the successful execution of
the instructions given him. At the same tine,
his failure to respond may reflect blame not on
himself, but on the investigator who found where
niore business could be obtained and wasted his
time on a ‘fool notion.

“Because the direct results of the investigation
I have described are frequently credited to the
salesman rather than to their proper source, many

sales managers who ought to devote all their
time to work of the sort are obliged to go out
and do some actual selling themselves. They
have to be business getters as well as business
producers. This; to my mind, is dpt to weaken
their most valuable function. which is to open
up new sales channels.

“The tendency ! criticise is that which places
the actual getting of orders ahead of the study
of markets. \Wholesale executives are well ac-
quainted with the phenomenon, for instance, of a
new salesman bringing in orders from new con-
cerns and developing different outlets. The rea-
son for this is that the newcomer has no fixed
prejudices. Later on a visit or two to a dealer
who cannot sce his line or happens to say some-
thing that hurts the salesman’s feelings will prac-
tically blacklist a mman who might become a cus-
tomer. In short, like other men, the salesman

has his prejudices and frequently falls into a ‘rut.

“Now, if the sales manager is going to take the
statement of men under him as gospel truth with-
out doing a little investigating on his own hook
then the chances are he will be argued into think-
ing that the house is getting all the business
it can squeeze out of the territory it covers. Fur-
thermore, if he has his own little district to look
after, then he is not going to devote much time
to general field work.

“Before the man with a sales idea is going to
get proper credit some arrangement will have to
be found for showing just what the money re-
turn of his idea was. If a dollar and cents value
was placed to the credit of all such ideas, the
man who had a suggestion to submit might get
a better hearing and be able to show some actual
results, even if he did not really go out and get
one order himself.”

PLEASED WITH BUSINESS OUTLOOK

W. R. Cunningham Favorably Impressed After
Extended Visit in Interest of Buxkin Padded
Covers for Talking Machines

\V. R. Cunningham, of the New York Tent &
Tarpaulin Co., Brooklyn, N. Y. has recently
returned from a trip extending as far as Chi-
cago in which he called upon a number of the
members of the trade in the interests of the
Buxkin padded covers for talking machines
which this company produces. Mr. Cunning-
ham reports that a spirit of optimism is preva-
lent throughout the trade regarding the Fall
scason and as regards his own company states
that they are counting on a big business for
this Fall.

The New York Tent & Tarpaulin Co. special-
izes on quality covers and is producing them
in a superior grade ,of material. It is not
confining its activities alone to the upright
models but is aiso producing a number of
styles of covers for comnsole models. These
styles bhave been designed in accordance with
the demands and specifications that dealers have

requested and are reported to be giving much
satisfaction throughout the trade. A new three-
strap harness has also recently been placed on
the market by this company for the upright
models. Production at the factory in Brook-
lyn is reported to have been continuously large
since the first of the year and there is every in-
dication that this heavy production will con-
tinue for a long time into the future.

HEILBRONN ADDS MUSIC SALON

A. Heilbronn, a prominent retailer of South
Brooklyn, recently decided to add talking machines
to his business and has arranged a very attractive
musical salon where talking machines and records
are being displayed and where visitors are en-
abled to make their purchases in a very artistic
environment. This establishment, which is located
at Fifth avenue and Fifty-third street, South
Brooklyn, was formally opened to the public on
September 13.

Ackley & Hall, of Tioga, N. Y.. had a display
of Columbia Grafonolas and records at the
Oswego Fair held recently.

feature your consideration?

important feature—

In designing the phonograph that you manufacture do
you realize that the use of high grade sound reproducing-
mechanism is a very important item?

Have you ever given the importance of the throw back

The Empire Tone Arm and Reproducer excels in every

EMPIRE UNIVERSAL TONE ARM and REPRODUCER

trade.

1st, on appearance alone it will appeal to your dealer
customer and will enable him to interest the best kind of

2nd, on performance it will reproduce all makes of
disc records at their best and will bring out all the over-
tones that are usually lost. \

3rd, mechanically the Empire Tone Arm is more nearly
perfect than any other tone arm.

WRITE FOR OUR PRICES AND GIVE US AN OUTLINE OF YOUR REQUIREMENTS FOR 1920

THE EMPIRE PHONO PARTS COMPANY

1362 EAST 3rd STREET, CLEVELAND, OHIO

Chicago Office 425 S. Wabash Avenue
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( CRAZY BLUES—Popular “Blues™ Song, | [ A YOUNG MAN’S FANCY—Fox-trot,
4169 Mamie Smith and her Jazz Hounds 4164 | Rega Dance Orch.
10 in.. IT'S RIGHT HERE FOR YOU (IF YOU (| 10 in.‘; SCANDAL WALK (Intro.: Chorus of *“Idle
$1.00 DON'T GET IT—TAINT NO FAULT O’ . $1.00 Dreams,” from “George White's Scandals of
MINE)—Popular “Blues” Song, | L 1920”)—Fox-trot... Rudy Wiedoeft’'s Palace Trio
Mamie Smith and her Jazz Hounds
4170 (MY LITTLE BIMBO DOWN ON THE BAM- | 4165 - CUBAN MOON—Fox-trot, i
{0 i BOO ISLE—Tenor, with Orchestra..Billy Jones 10 in. Ray Miller’s Black & White Melody Boys
$1. 00 CHILI BEAN (EENIE-MEENIE-MINIE-MO) |' $1.00 L GRANADA —Fox-trot...Green Bros.’ Novelty Band
—Tenor, with Orchestra............ Billy Jones
16 NE (I . ™ ”y)— -
WHEN I LOOKED IN YOUR WONDERFUL | " inﬁ{ L e e R e P
. . , : . o y Boys
4173 EY ES—Male Trio, witn Orchestra.Crescent Trio $1.00 * HOLD ME—Fox-trot...Joseph Samuels’ Jazz Band
10 in.q1 I'D BE GOOD, YES FOR GOOD, FOR A
$1.00 GOOD GIRL—Male Quartet, with Orchestra, WHISPERING—Fox-trot,
l Shannon Four | 4167J' Ray Miller’s Black & White Melody Boys
THAT OLD IRISH MOTHER OF MINE— 10 in. DREAMING _B},UES (From “Ziegfeld’s Mid-
4174 Male Trio, with Orchestra........ Sterling Trio $1-00L night Frolic”)—Fox-trot, ,
10 in.s EVVRYTHING ABOUT YOU TELLS ME I Joseph Samuels’ Jazz Band
$1.00 THAT YOU’RE IRISH—Contralto, with
O eoL - 0 6 Lo T E0 0 0.0 6 o T Ada Jones i " THE JAPANESE SANDMAN—pr-trot,
[ JUST LIKE A GYPSY (From the Musical Play, 4168 |~ Nathan Glantz, Saxophone, with
4175 | “Ladies First”)—Male Trio, with Orchestra, 1&‘6‘0 IN THE LAND OF RICE AND e%;‘Aan;e Szt
; Sterling Trio —Fox-
10 in. | - - i
$1.1(;10% GOOD-BYE, SUNSHINE, HELLO MOON trot ..(Arden-Green-Wadsworth) All Star Trio
: (From Musical Show, “Ed Wynn’s Carni- ,
L val”’)—Tenor, with Orchestra. ........ Sam Ash DON'T YOU REMEMBER THE TIME?—
) 4171 Waltz ...............ien, Rega Dance Orch.
4176 | [ NORAH ACUSHLA—Tenor, with Orchesotra, $1 N\ TAKE ME—Fox-trot
Will Oakland = & >
10 , 5
S1. 001 LITTLE TOWN IN THE OULD COUNTY ) Joseph Knecht’s Waldorf Astorla Dance Orch.
DOWN-—Tenor, with Orchestra..... Henry Burr
. WILL YOU REMEMBER OR WILL YOU
MAUNA KEA O HAWAII (The High Peaks 4172 FORGET ?—Fox-trot,
4177 of Hawaii)—Hawaiian Yodeling. Tenor, 10 in. Joseph Knecht’s Waldorf Astoria Dance Orch.
10 in. accomp. by Ukulele........ Prince Lei Lani $1. 00 ROMANCE—Waltz
$100f MAHINA MALAMALAMALA—Hawaiian o i Joseph Knecht’s Waldorf Astoria Dance Orch.
Guitar Duet .................. Ferera-Franchini
THE LOVE NEST (Intro. Chorus of “Mary,” | THAT CAT STEP (A Modern Polonaise—The
4163 from Musical Play, “Mary”)—Fox-trot, 4178 Cat Step)....-....covevinnn. Rega Dance Orch.
10 in. Rudy Wiedoeft’s Palace Trio 10 in.y I'M A JAZZ VAMPIRE—Fox-trot,
$1.00 | BELLS (From “Ziegfeld Follies of 1920”)—Fox- $1.00 Rega Dance Orch.
L2 01 Rega Dance Orch. L With Incidental Saxophone by...Bennie Krueger

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

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

BRANCHES: CHICAGO TORONTO LONDON, ENG.
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start this Fall.

Never an idle moment in “Idol Eyes” fox-
trot by the Paul Biese Trio. “In the Land
of Rice and Tea” by the same trio will keep
everybody hopping and trotting. Dances

A-2975.

Columbia Graphophone Co.
NEW YORK

:—%—

—*

INSURING LARGER PRODUCTION

Factory of New York Album & Card Co. Being
Rearranged to Meet Increased Demands for
the Company’s Product—Business Active

The factory of the New York Album & Card
Co. is being rearranged so that the new patented
Nyacco album may be manufactured in New York
City as well as Chicago. This will permit the
manufacturers and dealers in the New York
territory to obtain these albums more quickly
and will effect a considerable saving in freight
charges. The demand for the new album has
becen so great that it has been decided to devotc
practically the entire manufacturing facilities of
the company to the production of this new al-
bum rather than thc old style album. Max Will-
inger, president of the company, reports that
the volume of business transacted is very sat
isfactory and that the paper situation has shown
signs of improvement. The improvement noted
pertains to a inore readily obtainable supply of
paper, but the price of paper stock continues
just as high, with possibilities of even higher
prices ahead. N. J. Potomack, vice-president of
the company, recently spent several weeks at
the New York factory and has returned to Chi-
cago, where he has made his headquarters.

SOME REMARKABLE VENEER EFFECTS

The Philadelphia Show Case Co., Bush Ter-
minal Sales Building, New York, distributor for
I'Artiste phonograph, reports that it has re-
cently rececived a very remarkable console
1’Artiste médel in walnut, in which the veneer
panels of the doors form alinost perfect owls’
faces. The effect is most unusual and a mem-
ber of the company stated that if it could only
guarantee to furnish this same remarkable effcct
on orders for this model, enough could be sold
to take the entire factory output in this one
design.

STATUS OF MUSIC IN INDUSTRY

National Bureau for Advancement of Music
Seeks Information From the Trade

The National Bureau for the Advancement of
Music of the Music Industries Chamber of Com-
merce is now seeking information from the trade
and through the trade relative to the progress
of the movement for music in industry in order
that the Bureau can carry on its campaign along
this line more effectively.

Information is sought regarding those who
have introduced. music into industry and found
it successful; those who have introduced it with-
out success, and those who it is believed should
be expected to try music in industry. With
such information at hand the Bureau feels that
it can arrange its work to better advantage and
members of the trade are requested to send
such facts as are available to the Bureau, 105
West Fortieth street, New York.

BIG DEMAND FOR SUPERB STYLH

Ansonia, Conn.,, October 1.—The Mellowtone
Needle Co., manufacturers of the Supcrh semi-
permanecnt stylus, report that the introduction of
this new stylus to the trade has resulted in very
satisfactory results, even cxceeding expectations.
In order to take care of this volume of busincss
an incrcase of 50 per cent has bcen made in
the output of the factory mn this city.

PURCHASE CHORALEON PLANT

ELxkuart, INp, October 2—G. T. MacBride, of
this city, and his brother, E. A. MacBride, of
Kansas City, Mo., have purchased the Choraleon
Phonograph Co. from Rex Buell, the plant of
which is located on Socoro street, this city
The new purchasers of the business will be ac-
tively identified with it, both being business men
of experience.

HEADS MELODEE ROLL DISTRIBUTION

W. J. Stevens Carrying on Campaign in Metro-
politan District for the Emerson Record Sales
Co.—Has Had Valuable Experience

W. J. Stevens, formerly with the Pathé Fréres
Phonograph Co., and now associated with the
Emerson Record Sales Co, is to have charge of
the distribution of Melodee music rolls for that
company throughout New York and the metro-

W. J. Stevens

politan district. A strong campaign in the iu-
terests of Melodee rolls will be carried on by
Mr. Stevens, who already has a staff of seven
live wire salesmen covering the territory. Re-
sults have been immmediate, and the sales staff
is optimistic regarding this roll proposition.

Mr. Stevens has in the past made a specialty
of studying retail trade conditions and the re-
quircments of dealers, and his new work will
make a particular feature of dealers’ service.

VITANOLA
SEVENTEEN

jimavoy

SERVICE

QUALITY

Dealers’
Interest

LARGE STOCK
ALL FINISHES
LIBERAL DISCOUNTS

IMMEDIATE SHIPMENTS

1025 Arch Street

VITANOLA DISTRIBUTORS CO.

Eastern Penna., Delaware, New Jersey, Maryland

PHILADELPHIA
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Phonograph
Instrumentized!

Millions of
Magazine Readers Will
Study The Dalion’s

Christmas Message

N a great battery of the country’s
finest quality magazines, Dalion
publicity starts this month to arouse
the music hunger and command the
heavy purses of prosperous America.

Christmas 1s coming—the greatest
phonograph-buying Christmas the
country has ever known. And from
now until the candles are lighted, all
home-folks who can best afford it
are going to read about Dalion’s ex-
clusive features and superb refine-
ments every time they page a copy
of Cosmopolitan—or Photoplay—or
Century—or Scribners—or Atlantic—
or Harpers, World’s Work and
others.

There’s still time to “get all set’”’—
but not much time. If you want to
cash in on Dalion prestige and
Dalion popularity during the biggest
buying season, write at once to

Milwaukee Talking Machine
M anufacturing Company
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The Talking Machine a Steadily Growing

Factor in International Trade
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Talking machines manufactured in the United
States are to-day found in steamer holds among
cargoes consigned to virtually every civilized
country in the world. From an aggregate value
of $2,500,000 in 1914 the total annual value of
shipments of talking machines, records and ac-
cessories now exported by the United States
reaches over $7,000,000, and the future embraces
possibilities for tremendous expansion, espe-
cially in the countries in the Far East, where
untold millions are just coming to adopt what
the West has to offer in the way of modern
production and twentieth-century mode of
living.

Back of the blunt statistics showing the total
cxports of talking machines in international
trade there are many interesting stories in which
the talking machine plays the central role. Fore-
most among the goods being carried by traders
penetrating into the interior of Siberia these
days to negotiate for the valuable furs held by
the villagers are talking machines and records.
Meyer Krupp, manager of the Alaska Fur Co,
with headquarters at Seattle, who just recently
returned from a very successful “bartering” ex-
pedition, declares that a small hornless phono-
graph can be exchanged in Siberia for a dark
sable.

“The talking machine is an unusually valu-
able piece of merchandise to take to Siberia to
use in bartering,” said Mr. Krupp. “The rec-
ords the Siberian natives like best are of the
‘breezy’ variety. For a country that has ex-
tremely cold weather, at times reaching sixty
degrees below zero, and where the nights are
very long, about eighteen hours out of twenty-
four being pitch dark in the Winter time there

superior
Die Castings for the
Music Trades

Castings from finely made Dies—Castings
of precision and smoothness. Metals to
meet any requirement—from the Stand-
ard White Metal of 15,000 pounds tensile
strength per square inch to an Alloy of
45,000 pounds plus.

practicable by our method of manufacture.

your equipment.

is nothing that is more welcome to the natives
than a talking machine and a fairly good assort-
ment of records.”

" Talking machines are used to good advantage
by the operators of trading vessels that cruise
about the South Sea Islands, carrying mer-
chandise of a wide assortment to the islanders.
These trading vessels are veritable floating de-
partment stores. The scene on a trading ves-
sel when the store opens is full of interest and
animation. Hundreds of natives come aboard in
small craft. The trader has found that the
most effective manner to stimulate sales on
board these trading vessels is to keep a num-

ber of talking machines playing in various
parts of the ship. Cake walks and comic
records are the most popular. Once buy-

ing begins there are endless good-natured dis-
cussions as to the articles cach person or-fam-
ily wants. The food and liousehold requirements
are purchased by the men, the women giving
their time solely to dress imaterials and articles
of feminine adornment.

Thomas J. McMahon, a veteran trader of
the South Seas, describes a “royal” visit to one
ol these trading ships as follows:

“Native kings, accompanied by their secre-
taries, or ‘business men,’ as they prefer to be
called, are always reccived by thc trader him-
self and are at once conducted to the saloon
of the ship. Here will be displayed all classes
of goods suitable to royal tastc and means.
While a talking machine is playing with a mini-
mum of interruption—as the trader relies al-
most exclusively on the machine to keep his
customers, royal and otherwise, in good humor—
a tailor will measure the aucvet nerconages for

suits, a salesman will try boots on the royal
teet and hats on the royal hcads; fashionable
collars and ties will be spread out for royal
choice; umbrellas, walking sticks and raincoats
will be offered far inspection. The trader ex-
tends hospitality to his royal guests. They
drink tea or coffee; seldom is beer or spirits of
any kind produced, because thc island mon-
archs, like their people, are a sober lot. The
secretaries pay all the accounts, which often
run into hundreds of pounds sterling.”

How music, chiefly from the talking machine,
has resulted in a lessening in the cost of trans-
planting lowland rice in the Philippine Islands
was revealed in a recent investigation con-
ducted by the Central Luzon Agricultural school.
The cost of transplanting lowland rice in the
Philippines in 1919 was 9 to 12 pcsos (peso
cquals about 50 cents, U. S. money) a hectare,
transplanters being paid 40 centavos a day, with
two meals, cigarettcs and betcl nut. The lower
cost pertains to those plantations where trans-
planting is done to the accompaniment of music,
according to the investigation. It is said that
where music is employed about 30 per cent
more work is accomplished, cven with shorter
hours, and the small cost added is more than
offset by results obtained.

FIRE DESTROYS RECORDS

Talking machine records to the valuc of $2,500
were destroyed by fire rccently in the Monti-
cello Music Store, conducted by Nat. Bcrnstein,
in Monticello, N. Y. Sixteen talking machines
and a piano were moved to safety before the
flames rcached them. Insurance was carried.

thin and would have the tendency of blasting and impartin to the tones a thin and “brassy” effect.
Tonearm and Soundbox of ordinary die castings or brass are too thin or too weak, or too heavy on the record,
let us make the parts right with our special metal. Improve the tone by correcting the weight and balance of
Make the parts stronger and more dursble.
possible by other processes and with other metals because of manufacturing or weipht limitations are made
Superior Die Castings plate perfectly in Nickel, Copper, Brass,

THE IDEAL METAL

for Ssoundbox and Tonearm Castings

CA Die Casting Alloy that is Double the Tensile Strength of Cast Iron —
2009, Stronger, 15% Harder, 309 Lighter in Weight than Ordinary W hite Metal Die Castinas
A Tonearm of this metal is acoustically better even than brass, because a brass Tonearm would necessarily be

If your

Ornamental details and shapes of beauty not

Silver, Gold, etc., and will take a durable Japan finish, the metal withstanding the necessary hiph baking heat.

BARNHART BROTHERS & SPINDLER

Die Casling Division - Monroe€ and Throop Sireels - CHICAGO
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New Record Delights

9059—Anytime, Anyday, Anywhere Medley (Fox Trot).
Harry Raderman's Orchestra.
Kismet (Fox Trot). Green Bros. Novelty Band $1.00

9060—Jean Medley (Fox Trot). Green Bros. Wovelty Baud.

Apple Blossom Time. Chas Hartand Elliott Shaw-. Tenor
and Baritone Duet—Orchestra Accompaniment . $1.00

9065—Chili Bean. Billy Murmy, Tenor Solo—Orchestra
Accompanimeut.

{ Sah R Med) 0> . adi Novelty The Argentines, The Portuguese and The Greeks.

l o::-c;lll:stmose o ed e‘y 0 ,‘ Tr?t) P.an 1s'e os\le‘loti\, Arthur Collins, Baritone—OQOrchestra Acc. . . $1.00
{ t: 9061—Hold Me (Fox Trot). Cordes Orcliestra. 9066—Cohen Talks on Prohibition.

H Manyana (Fox Trot). Paradise Novelty Orch. $1.00 Cohen Talks About the Ladies. Comic inonologies by

Monroe Silver 1 $1.00

9062—Marion {You'll Soon Be Marryin’ Me). Ballard and
Terall, Tenor and Contralto Duet—Orchestra Acc.

Wond'ring. Ilarry Mann, Teuor Solo—Orch. Acc., $1.00
9063—Tecll Mc Little Gypsy. Elliott Shaw, Baritone Solo—

Orchestra Accomupaniment.

You're the Only Girl That Made Mc Cry. Crescent Trio—

Orchestra Accompauniment g 4 a $1.00

9064 —Hiawatha's Melody of Love. Chas Hart and Elliott
shaw. Tenor and Baritone Duet—Orchestra Acc.

Specially Released August 20th
9057—The Love Nest. Ballard and Terall., Tenor and Con-
tralto Duet—Orchestra Accompaniment.
Tired of Mec. Geotge Wilton Ballard, Tenor Solo—
Orcliestra Accom pauiment ] ! A $1.00
9058—Thc Love Nest (Fox Trot). Harry Raderman’s Orch.

In Sweer September (Fox Trot). Green Bros. Novelts
Band ” ) . 5 5 $1.00

QcroBer 15, 1920

Hear these, and other New Gennetts on the October list, at any Starr dealer.

ir| THE STARR PIANO COMPANY, Richmond, Indiana

NEW YORK CHICAGO - LOS ANGELES - BIRMINGIIAM - DETROIT

| CINCINNATI CLEVELAND - INDIANAPOLIS - LONDON, CANADA
. £ L - — |
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many, please?

Don’t run by this one—*“Road Signs.” Little
competition and lots of travel along your
country roads. It’s time you were noticed
along the highways. Now’s the time. How

Columbia Graphophone Co.
NEW YORK

NEW POWER PLANT FOR VICTOR CO_.

Contract Let for the Erection of a New $400,000
Power House in Camden, N. ]J.

CampEN, N. J., October 4—The Victor Talk-
ing Machine Co. has awarded a contract to
the White Construction Co., Inc., for the erec-
tion of a power house at a total estimated cost
of $400,000. The building will be of brick, steel
and concrete, 200x40 feet and 70 feet in height.
It will be one of the largest plants of its kind
in this section.

The Victor Co. incidentally, has declared a
dividend of $15 on common stock, payable Oc-
tober 15, on stock of record September 30.

F. H. REEVES JOINS ELYEA CO.

A recent addition to the traveling department
of the Elyea Talking Machine Co., Victor dis-
tributors, Atlanta, Ga., is Fred H. Reeves. This
gentleman is very well known in the Southern
trade, having traveled there for a number of
years. There probably are few who have a
more thorough knowledge of the Victor business
than Mr. Reeves. He has had an all-around
experience in the Victor business for more
than fourteen years and there is no doubt that
he will be of decided help to the trade in the
region which he will travel, namely, Georgia and
South Carolina.

Melvin & Tomlinson, piano and talking machine
dealers of Sterling, Ill, have opened a branch
store in Morrison, Ill.,, which is under the man-
agement of R. C. Melvin.

TALKING MACHINE IS IN FAYOR

Italians in America Are Getting Away From
the Mandolin

Many an odd note creeps into the American
process of the melting pot; often there is a queer
mixture of the modérn with the old-established
national customs. Probably nowhere in Brook-
Iyn is there a better illustration of this than in
the big Italian colony living in the region be-
tween Brownsville and East New York, says
a writer in a Brooklyn paper.

There nightly you hear the Italian's love for
music loudly expressed, not through the tinkling
mandolin or guitar of Naples, but through the
ultramodern talking machine. The moon beams
down brightly, and perhaps damsels as fair as
those of sunny Italy peep through shuttered
windows, but the serenade below is one by
proxy. €Caruso and McCormack, Martinelli and
Slezak, Galli-Curci and Farrar vie with each
other in vocal flights through horns of brass
and fiber.

Naturally the beloved mandolin, often brought
with the bundle of clothes from far-off Sicily
or the Neapolitan hinterland, is cherished still,
but the native tunes and airs are confined
largely to the barber shops or the sadly altered
wine cellars.

The Marshall & Reasor Music Co., 224 Pearl
street, Hartford, Conn., has been incorporated
witli capital stock of $6,000. The officers of the
company are George Marshall, president; R. E.
Reasor, vice-president, and E. K. Marshall, sec-
rctary-treasurer.

GRAFONOLA SHOPS, INC., IN NEWARK

Prominent Retailers of Columbia Line Lease
Four-Story Building at 869 Broad Street, With
John C. Button as General Manager

An important announcenient was made this
week to the effect that the Grafonola Shops,
Inc, of Boston, Mass., had leased the entire
four story and Dbasement building located at
869 Broad street, Newark, N. J., for a term of
years. This company will open a branch store
in Newark which will be a direct branch of
Widener’'s Columbia shop, located .at 411 Fifth
avenue, New York. The transaction represents
a sub-lease from the Oppenheim-Collins Co., a
prominent merchandising institution, which is
located directly south of the leased premises.

The new store will concentrate its activities
on Columbia Grafonolas and records, operating
a store similar to the other eleven stores in
this fast growing chain. J. G. Widener, presi-
dent of the Grafonola Shops, Inc.,, and one of
the best known members of the retail talking
machine trade in the country, who personally
conducted the negotiations incidental to the
closing of the lease, is enthusiastic regarding
the splendid location of his Newark branch and
tlie unlimited possibilities for developing Co-
lumbia business in Newark territory.

John C. Button, for many years associated
with the Columbia Graphophone Co, and well
known in retail talking machine circles, has been
appointed manager of this new Columbia estab-
lishment, and under his capable direction an
efficient sales organization is being rapidly de-
veloped.

SAMPLES $8.00

’

7 HERE IT IS

“FLETCHER UNIVERSAL
TONE ARM aud REPRODUCER

" Gives Proper Playing Weights for all Records.

THE GEORGE McLAGAN FURNITURE cCO.,

OChHe

No Adjustment Screws or Springs.
Specify 814" or 9%" arm

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

STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS
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Turn every dance enthusiast into a customer for
life. Just let him hear Prince’s Dance Orchestra play
this waltz, “Let the Rest of the World Go By.” Also
“The Love Boat” from Ziegield Follies 0f 1920. Dance
Hits—both of them.

A-6165.

Columbia Graphophone Co.
NEW YORK

MOTOR EMBODYING NEW PRINCIPLES

Trade Will Be Interested in Details Covering
New Super Motrola Spring Motor

A new motor along entirely new prineiples
will soon be placed on the market by Jones-
Motrola. Ine., New York, manufacturer of the
Motrola electrical winding device. For some
time this company has been receiving numerous
inquiries from talking machine manufacturers
as to whether the Motrola eould be placed on
the inside of the talking machine which they
make. The standard Motrola, while originally
developed to be attached on the outside, could
be very readily attached to the inside, but the
fitting to each particular spring motor would
necessarily have to rest with the engineer of
the manufacturer. This would necessitate, of
course, a large amount of experimentation. To
fill the demand for a Motrola which could be
included within the instrument, Jones-Motrola,
Inc.. is producing a spring motor of its own,
mounted on a motor board so that the Motrola

can be readily attached and the result is a com-
hination Motrola and electric spring motor
named the Super Motrola Spring Motor.

The accompanying illustration depiets the
Super Motrola Spring Motor as it will be made.
It will be noted that the spring motor is of
the eneclosed type, simple in construction and
said to be noiseless in operation. The spring.
instead of being lubricated by graphite, is lubri-
cated with oil and the governor operates in a
dust-proof ehamber. The Motrola is attached
to the spring motor on the opposite side to the
winding handle, so that the spring motor can
be wound by hand if the electrieity fails or if,
for any other reason, it is desired to use the
winding handle for the spring motor. "By means
of a simple arrangement attached to the top
of the Motrola, it can be so adjusted that it
will either start automatieally to wind the
spring motor when the spring is partly run
down or it will only start to wind the spring
motor when a button is touched on the upper
side of the motor board, stopping automatically
when the spring is brought to the proper tension.

Distributors
BRISTOL & BARBER, INC.
111 E. 14th St., New York City

Grade “D " Cover with No. 3 Straps.

THE C. E. WARD Co.

(Well-Known Lodge Regalia Ilouse)
101 William St., New London, Ohio

Also Manufacturers of Rubberized Covers
and Dust Covers for the Warercom

Ward’s Khaki Moving Covers

YAHR & LANGE DRUG CO.
207-215 E. Water St., Milwaukee, Wis.

COHEN & HUGHES, INC.
Washington, D. C.

BECKWITH-O'NEILL CO.

Minneapolis, Minn.

STREVELL-PATERSON HARDWARE CO.
Salt Lake City, Utah

C. L. MARSHALL CO., INC.
Beckman Bldg., Cleveland, O.
Butler Bldg., Detroit, Mich.

THE REED CO.
237 Fifth Avenue, Pittsburgh, Pa.

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

SONORA DISTRIBUTING CO. OF TEXAS

Dallas, Texas -

CHAS. H. YATES
311 Laughlin Bldg., Los Angeles, Cal.

W.D. & C. N. ANDREWS
Buffalo, N. Y.

SACHS & CO.
425 So. Wabash Ave., Chicago

SHERMAN, CLAY & CO.
741 Mission St., San Francisco, Cal.

JOHN A. FUTCH CO.
35 Auburn Ave., Atlanta, Georgia
1500 South Boulevard, Charlotte, N. C.
630 Washington St., Jacksonville, Fla.

ORTON BROTHERS MUSIC HOUSE
Butte, Mont.

GRAY & DUDLEY CO., Nashville, Tenn.

ASSOCIATED FURNITURE MFRS.
St. Louis, Mo.

W. J. DYER & BRO., St. Paul, Minn.

Thus the winding of a talking machine
equipped with this new motor may be accom-
plished in three ways: automatically, by press-
ing a button. or bv hand. The Super Motrola

-

Super Motrola Spring Motor
Spring Motor is the invention of Joseph W.
Jones, who has been connected with the talking
machine industry for over twenty-five years.

EFFECTIVE DEALER CO-OPERATION

Special Posters Prepared Featuring the Pathé
Products Which Are Being Utilized By Dealers
—New Actuelle Sheraton Features

A new issue of twenty-four sheet posters has
been prepared by the Pathé Freres Phonograph
Co. and is now being shipped to dealers. The
first edition of these posters, covering five thou-
sand, proved so popular that they were exhausted
in a short time with a continuing demand. As a
result a second edition of five thousand was pre-
pared. The posters are nine feet high and twenty-
one feet in length. A new feature of the Actuelle
line is found in the Sheraton model, which has
lately been produeed and is being furnished now
in Adam brown mahogany. It is planned to
also supply this same model at a later date
in regular mahogany. Due to the attractive-
ness of this model and the fact that the list
price is $300, it is expected that the Sheraton
Aectuelle will enjoy an extraordinary sale and
will be among the most popular members of
both the Actuelle and Pathé lines.

In the current issue of Printers’ Ink appears
an article by Benjamin Jefferson, advertising
manager of Lyon & Healy, entitled “Milline—A
New Term for the Measure of Advertising.”
It is a very snappy article, and in it Mr. Jeffer-
son invents a new standard for measuring pub-
lieity.

SEND FOR ILLUSTRATFD PRICE LIST
AND FRFF SAMPLE

“GLOBE” TRANSFER NAME PLATES

DEALFRS EVERYWHERE APPLY THEM
ON PHONOGRAPHS, PIANOS. ETC.

GLOBE DECALCOMANIE CO.
JERSEY CITY, N. J.
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BRILLIANTONE
BRAND ARE THE
BEST STEEL NEEDLES

BECAUSE THEY HAVE
BEEN MADE BY
BAGSHAW

The Oldest and Largest Manufacturers
of Steel Needles in the World |

e Me Making.

f(" ’////N:J,'

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

BRILLIANTONE STEEL NEEDLE CO

OF AMERICA, INCORPORATED

At 34th Street 347 Fifth Avenue NEW YORK CITY Suite 1003

Canadian Distributors: The Musical Mdse. Sales Co., Toronto -
Foreign Export: Chipman Ltd., 8-10 Bridge St., New York City
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DEALERS OF ELIZABETH ORGANIZE

Formal Organization of New Association Com-
pleted by Election of Otto C. Altenberg as
President—Affiliate With National Body

DORIAN OPENS LAW OFFICES

Former Chief Auditor for Columbia Co. Now
Established in Washington, D. C.

Marion Dorian, for over twenty years con-
nected with the Columbia Graphophone Co. as
chief auditor, has opened up law offices in the
District National Bank Building, \Washington,
D. C, where he will represent the Columbia
Graphophone Co. and other prominent concerns
who have many interests at the national capital.
Marion Dorian is one of the best-known mem-
bers of the talking machine field, and his thor-
ough knowledge of every phase of the industry,

At a meeting early last month the formal or-
ganization was completcd and name determined
sn of the Music Mecrchants’ Association of
Elizabeth, N. J. It was decided to affiliate with
the National Association of Music Merchants
and to take up as the first association work in
Elizabeth the fourth co-operative advertising
campaign of the National Bureau for the Ad-
vancement of Music. The following exccutive

board was elected: President, Otto C. Alten- together with his legal ability, will undoubtedly
berg; vice-president, Geo. L. Hirtzel, Jr.; sec- enable him to attain signal success in his new
retary, B. McCandless; treasurer, S. Semels. connection,

Directors: J. Zion, F. W. Evans and Harry C.

Hadley. LARGER QUARTERS IN STOCKTON

The meeting was attended by E. G. Brown,
of Bayonne, Statc commissioner for New Jer-
sey, and C. L. Dennis, secretary of the National
Association of Music Merchants.

StockTton, CAL., October 2—Through the leasing
of the building in the rear of its present quar-
ters at 40 South California street, the Peffer

7]
o
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\S PHONOGRAPIHS
—9 Months to Pay

You havc 9 months to pay for this sign and you get the services
of an energetic business booster to help you make the final pay-
ments. After that, it costs but a few cents a day for current—uno
other expense. Made of porcelain-enameled steel, it cannot fade,
rust or rot. An occasional washing keeps it sparkling like new.

—Widen Your Zone of
Attraction

Suppose you could get a much better location for the same rent you are
" now paying—you would move.

‘Gosh!

Where can 1
get someMusic®

You can improve your location for the same rent WITHOUT moving,
by placing a Fcderal Electric Sign in front of your store, because—

You can reach people a block or two down the street in each direction
and also at thc eross strects—pcople who ordinarily never even see your
store windows.

A Federal Electric Sign acts as a cheerful salesman, inviting the people
to your store—it creates the impression that you are up-to-date and pros
perous. It glistens by day and sparkles by night.

Give New Customers a Chance to Find You.
TO-DAY for full information. No obligation.

Tear Off and Mail Coupon Now

FEDERAL ELECTRIC COMPANY
Representing Federal Sign System (Electric) g 8700 South State St., Chicago, IlI.

Please send me full information on Porcelain-enameled Steel Sign for my business.
Explain your 9-months-to-pay Plan

y; A s
loctric Sign =
W.dens Your \i{@ t(

Ariraction
Tone

Send in the coupon

Name......cooiiiiienn.. 6000 00 CCIty oo e State..............
Streetand No...coviviiiiennnnn... Business o e L AR e e T
Store Frontage. . ............___..... No: of Floorsi o mnh sir e Er e e

Music Co. has provided means for practically
doubling its prescnt floor space. Thc new build-
ing will be entircly remodcled and will be devoted
to display rooms for talking machines and pianos.
A number of new sound-proof demonstrating
booths will ‘-be installed.

CARLOAD SHIPMENT OF GRAFONOLAS

Haverty-Rustin Furniture Co. Features Receipt
of- Carload Consignment of Columbia Ma-
chines With Interesting Parade

ATLANTA, Ga., September 21.—The local wholesale
branch of the Columbia Graphophone Co. re-
cently received an interesting letter from'R. L
Templeman, assistant manager of the Haverty-
Rustin Furniture Co., Columbia dealer at Co-
lumbia, S. C., relative to a carload shipment of
Columbia Grafonolas received by this success-

The Carload Shiﬁment of Grafonolas

ful dealer. This was one of three- carloads
which were forwarded to the Haverty Furni-
ture Co. at Charleston, S. C, and Savannah,
Ga., which are owned by the same interest as
the Haverty-Rustin Furniture Co.

Mr. Templeman and his staff utilized the
arrival of the carload shipment as the  basis for

timely publicity, and in his most interesting
letter to the "Columbia branch he stated as
follows:

“We received this car on the 20th inst., loaded
all the Grafonolas en trucks, of which it took
seven, placed Columbia banners on the two
leading trucks and paraded them through the
business section of our city. They attracted
quite a bit of attention and we have heard many
favorable remarks regarding this display. We
lined these trucks up in front of the State capi-
tol, and had a photographer take a picture. \We
are going to have an electrotype made of it,
also the freight carload with banners on, and
use this picture in a page advertisement.”

Why Break Records?
Just File Them!

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

The Marvelous MAGNOLA

\‘Watch-n‘g the Music Come Out

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

MAGNOLA TALKING MACHINE COMPANY

OTTO S8CHULZ, Pretideat
Gonoral OfMoes Southera Wholesale Branoh
711 MILWAUKEE AVENUE 1330 CANDLER BLDG.
CHICAQD ATLANTA, GA.
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We are now ready to make deliveries of the LLampagraph—the most
artistic instrument ever presented to the trade.

Jobbing territory now being allotted.
WRITE OR WIRE TODAY

Fampagraph Company “wio St. Louis, Mo.

CHICAGO OFFICE: Republic Building
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PROVIDES AUTOS FOR STAFF

Smith, Kline & French Co. Supplies Its Sales
Force With Dodge Automobiles—Graham
French Gives Interesting Report on Business
Conditions in Territory Which He Operates

The Smith, Kline & French Co., Philadelphia,
Pa., Sonora jobber, has supplied its entire sales
force with Dodge automobiles, so that they can
cover not only the big cities, but all the small
towns and hamlets. Referring to this announce-
ment, Graham French, presideut of the company,
said:

“We believe in this way that we will be able
to open numerous small but desirable accounts,
which we have never before been able to reach.
Of course, we will not be able to offer thein
anything but straight side cabinets like the Noec-
turne and Minuet, but we think that they will
be satisfied with these, as in the small towns
they do not have to put up such a ‘swell front.””

Mr. French, who is well known in industrial
circles throughout Pennsylvania, is a keen stu-
dent of general business conditions, and when
he visited New York recently advised the execu-
tives of the Sonora Phonograph Co. that the
outlook for the coming Fall was excellent. The
following letter, which he wrote a few days ago
to the Sonora executives, emphasizes Mr.
French’s optimism:

“The writer had an opportunity of discussing
general business conditions with one of the ex-
ecutive officers of the Pennsylvania Manufac-
turers’ Association. This Association includes
practically all the textile and woolen manufac-
turers of the State and I expected that he would
be very pessimistic, in view of the fact that
these particular trades have been the ones hard-
est hit by the recent business depression. Much
to my surprise, I learned that he not only was
not pessimistic, but very optimistic as to the
future and stated that he thought that within a
month all the mills would be going at a capacity
rate. He stated that the stock on the retailers’
shelves and the jobbers’ shelves is practically
exhausted, that the mills are receiving numerous
small orders every day, indicating that, while
the jobbing and retailing trade are still buying
from ‘hand to mouth,’ the public demand is good
and that they will have to keep constantly or-
dering to keep up even a minimum stock. He
does not expect any falling off in prices, but
to the contrary believes that when the Fall
business really opens up there will be more of
an inclination to offer premiums for quick de-
liveries. Prosperity in the retail, wholesale and
manufacturing ends of the textile and woolen
industries naturally carries with it indications
of a prosperous business in phonographs.”

The Arwall Shop, at 12 West Sixth street, St.
Paul, Minn., has been incorporated to deal in
and repair talking machines and records. The
officers of the company are E. J. Courteau, pres-
ident; George Gilbertson, vice-president, and K.
W. Taplin, secretary and treasurer.

75 ARTISTS GIVING TONE-TESTS

Over 2,000 Edison Tone-tests to Be Given Be-
tween Now and Christmas Season

The Edison tone-test season opened on Sep-
tember 1 and seventy-five artists are now on
tour in the United States and Canada. Prior
te Christinas they will present more than two
thousand times the famous Edison tone-test, and
it is anticipated that more than two million peo-
ple will witness the Edison tone-test before
January 1. This will make a total of approxi-
mately six million people who have witnessed
this interesting demonstration.

The Edison tone-test recital department is
said to be the largest booking agency in the
world and pays out each week in salaries and
traveling expenses a sum that would stagger
most booking agents. The business is run along
the same lines as a first-class theatrical business
and every detail is handled with the greatest ac-
curacy and dispatch.

The demand for tone-test bookings is in ex-
cess of the supply and every Edison dealer who
has been fortunate enough to book an artist this
Fall has reason for congratulating himself.

The tone-test recitals are proving a big im-
petus to the sale of official laboratory- models
and it is already apparent that there is likely
to be a shortage of the Chippendale and William
and Mary types.

NEW VOCALION DEALERS IN TORONTO

Aeolian-Vocalion Line Now Strongly Repre-
sented in That Canadian City

ToronTO, ONT., October 2—The Aeolian-Vocalion,
together with the Vocalion records, is now en-
joying strong representation in this city, which
is recognized as the musical center of Canada.
Only recently the Robert Simpson Co., Ltd., one
of the largest and leading department stores in
Canada, opened an elaborate department devoted
to the sale of the Vocalion. Fred Brown, well
known in the Canadian talking machine trade,
and with long experience in the business, is
manager of the department, which is both com-
modious and well equipped.

R. F. Wilkes & Co. have also taken on the
Vocalion line and are featuring these instru-
ments in a big way in their store at George and
Brewer streets, this city. W. E. Brown is the
department manager. These two new agencies,
together with the Nordheimer Piano & Music
Co., and E. Elliott, give to the Vocalion a quar-
tet of live representatives here.

E. S. Bristol, of Chicago, who traveled for
the phonograph department of the Brunswick-
Balke-Collender Co. for several years, has leased
the store at 212 South Main street, Rockford,
111, where he will open a high-class Brunswick
shop.

Victor only

1918—JONES BOUGHT A LINE OF ‘“ WARBREAD SUBSTITUTE?”
Smith stood by the Victor

1919—JONES SOLD VICTORS AND BAR-SINISTER ORPHANS
Smith stood by the Victor

1920—JONES SAID, ¢ BUSINESS IS NOT AS GOOD AS IN 1919”
Smith stood by the Victor—and smiled

1921—JONES SAID, “I WISH I HAD BEEN BORN LUCKY—LIKE SMITH"’
Smith stood by the Victor—and laughed out loud!

Pattern after Smith—be the Victor man of your town—and prosper

Buffalo Talking Machine Company, Inc.

BUFFALO, N.Y.

PHONOGRAPHS

Wholesale only
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CLEAR AS A BELL

§TH}E INSTRUMENT OF QUALITY

wins most easily against the fiercest kind of competition
because the more p'hono.graphs one compares with
Sonora, the more obvious is Sonora’s supremacy.

Sonora won high-
est score for tone
at the Panama
Pacific Exposition.
Your customers want
tonal beauty.

Sonora 1s famous
for its elegance of
design. Your cus-
tomers want hand-
some cabinetry.

Sonora has more
important exclu-

Nocturne ¥

sive features than
any other phono-
graph. Your cus-
tomers are eager to
examine the Sonora
carefully.

“Cheap” phono-
graphs are too ex-
pensive both for
you to sell and for
your customers to

“buy.

No other phonograph equals the Sonora in smartness of
design, in power, reliability and long-running time of the
motor, in providing all wooden tone arms, in offering a
motor meter, in possessing a filing system of the utmost

simplicity and convenience, etc., etc.

Sonora plays ALL MAKES of disc records without extra attachments and

was the FIRST phonograph to play

the records of all makers.
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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,
Mississippi.

Louisiana, Tennessee,

Kiefer-Stewart Co.,

Indianapolis, Ind.
Entire State of Indiana.

Lee-Coit-Andreesen Hardware Co.,

Omaha, Nebraska
State of Nebraska,

The Magnavox Co.,

616 Mission St.,
San Francisco, Cal.

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

The Highest Class Talking
Machine in the World

C. L. Marshall & Co.,

82-84 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.

Moore-Bird & Co.,

1751 California Street,
Denver, Colorado.

States of Colorado, New Mexico and
Wyoming, east of Rock Springs.

MS & E,

221 Columbus Ave,,
Boston, Mass.

Connecticut, Rhode
Eastern Massachusetts.

Robinson, Pettet Co., Inc.

Louisville, Ky.
State of Kentucky.

Island and

American Hardware & Equipment Co.,

Charlotte, 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.
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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
Southeastern 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.

Strevell-Paterson Hardware Co.,

Salt Lake City, Utah

Utah, Western Wyoming and
Southern Idaho.

C. J. Van Houten & Zoon,

Marquette Building,
Chicago, Ill.

Illinois and Iowa.

Sonora Distributing Co. of Texas,
Dallas, Texas

Western part of Texas.

Yahr & Lange Drug Co.,

Milwaukee, Wis.
Wisconsin, Upper Michigan.

Sonora’s wonderful increasing sales can be attributed to two causes—first, quality—
and second, because Sonora is licensed and operates under BASIC PATENTS of
the phonograph industry, which insures you against troublesome patent litigation.
To MAKE, USE or SELL an infringing patent constitutes a violation of the

patent law.
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Phonograph Dealers

Make your shop the center for all musical
merchandise sold in your neighborhood

The public is well served as to Phonographs and

supplies because the shops handling these are Specialty
Music Shops.

But there is an equally large public that plays
various other instruments like the Violin, Guitar,
Ukulele, Mandolin, Banjo, Accordeon, Band Instru-
ment, etc., who are not so well served. These folks
are in continual need of instruments, parts and
accessories. Frequently these cannot be obtained in
the neighborhood. Boys and girls must go out of the
neighborhood for their Harmonicas and Ukuleles.

Phonograph dealers can build up a very profitable
department in their shops by displaying and selling
these popular instruments and supplles The attrac-
tive displays of Phonographs can be improved by
showing the more human instruments — the ones
people actually play and love, like Violins, Har-
monicas, Ukuleles, etc.
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We will start a department for you with a comparatively small invest-
ment. The margin of profit on this merchandise is liberal—and with the
popular line of guaranteed standard merchandise that we suggest for
Phonograph Dealers the turn-over is rapid.

We have everything in the line of Musical Merchandise, from a Jew’s-
harp to a Band Instrument, gathered from every market in the world.

Our lines are most complete.

Write to Dept. P. for our twenty-page illustrated catalog
of Musical Merchandise and our suggested assortment for
Phonograph Dealers.

Our merchandise is absolutely guaranteed.

BUEGELEISEN & JACOBSON

) 5.7-9 Union Square : New York, N. Y.
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TELLS OHIO MERCHANTS OF TALKING MACHINE BUSINESS

Chas. K. Bennett, of Eclipse Musical Co., Presents Some Interesting Facts Regarding the Status
of the Talking Machine at the Convention in Youngstown, O., September 14-15

The talking machine interests were represented
officially on the program of the convention of
the Piano Merchants’ Association of Ohio at
Youngstown Sept. 14-15 by Charles K. Bennett,
of the Eclipse Musical Co., Cleveland, who pre-
sented to the merchants some interesting facts
relative to the breadth and scope of the talk-
ing machine busincss as a whole. In his ad-
dress Mr. Bennett said in part:

“The talking machine and its records have
become one of the largest and most important
factors in thc musical world today. They have
been given an important part to play in the
Americanization of the foreign-born. They are
quite active in assisting in making America
niusical and have been adopted quite generally
as a permanent unit in the education of children,
courses having been laid out which begin in the
kindergarten and graduate from there up to the
colleges, much in the same manner as a child
studies arithmetic.

“We find our machines in use in a grcat many
manufacturing and industrial plants, telephone
exchanges, and, in fact, wherever a large number
of people are employed the talking machine has
been found necessary from a standpoint cf im-
proving efficiency, promoting sociability and
good will; and since the Victor Co. has made
it possible to obtain records of the world’s most
famous artists and musical organizations, you
will find its machines and records in almost all
the homes in the country. I mention this mere-
ly to emphasize my point that the talking ma-
chine and its records are not a side line any more
but a business whose foundation consists of
one of God’s greatest gifts—MUSIC—developed
and perfected to a point where you can have
1 your own home an exact reproduction of
Caruso, Galli-Curci, the Boston Symphony Or-
chestra, and, in fact, all of the world’s greatest
musicians and artists, not merely as ‘canned’
music but an exact rcproduction of their voices
and instruments, rcproduced as perfectly as the
camera reproduces an object.

“The talking machine and its records have
made remarkable strides during the last few
years and their development and perfection
have come to a point where even those of us
who are handling this line of merchandise mar-
vel at the results. Compare the machines of
to-day with those of a few years ago, when $60
would buy the best on the market. Only re-
cently I was privileged to examine an instru-
ment which was to retail at $3,000. Why, gen-
tlemen, I actnally recall the days when $3,000
would just about secure a jobbing agency.
Think of it—the talking machine in almost di-
rect competition with the automobile. It doesn’t
seem possible.

“Now, as regards the commercial side. Let
me ask what other line of merchandise on the
market to-day has been advanced in price as
little as the talking machine? What other line
of merchandise received a 50 per cent cut in its
retail prices as did the Red Seal records, and at
the same time leaving a very reasonable margin
of profit for the merchant? Gentlemen, those of
us who are in the talking machine business, rep-
resenting at least the standard lines, and per-
sonally I can spcak only of the Victor, can be
very proud of the fact that we are furnishing
the public with an article of absolute necessity,
an article that has been accepted and adopted as
an important unit of education, on which there
has been no profiteering and at the same time
giving the public the very finest that money and
brains can produce. Speaking of profits, it is
as immoral to sell goods below a reasonable
profit as it is to sell thcm above, and only a
business slacker will do so. In my opinion, the
business slacker and the business profiteer be-
long exactly in the same class. They are, what
might be termed, careless business men, neither
wishing nor desiring permanent business or so-
cial welfare. We must have, most of all, a just,

fair and honorable profit basis upon which to
rest our business calculations and be satisfied
with a fair compcnsation in wages and a just
profit for capital. Unreasonable wages and un-
reasonable profits are both unfair to the con-
sumer,

“The Victor Talking Machine Co., during the
last few years, handled an increase in the cost
of labor of about 166 per cent and an increase
in the cost of materials at least as great, with
only about 34 per cent increase in its catalog
prices.

“For the benefit of thosc who are not familiar
with the hgures, I want to say that the Victor
Co. owns and operates 1,663 552 square fcet of
factory floor space in one united plant at Cam-
den, and have under construction 218,023 square
leet more, with land available to double this
entire plant. They have 1634 acres of lumber
piled from twenty to fifty feet high on every
available foot; the most valuable lumber pile in
the world and a 50 per cent extension under
way. They have 10,000 employees and could
use 5,000 more. They pay out $300,000 in wcekly
wages in addition to their monthly salary pay
roll and expect to pay S0 per cent more as soon
as people can be found to take the money. They
are using 36,850,000 fect of high-grade lumber
per year and will use 50 per cent more soon.
They burn 55,000 tons of coal per year, and are
making preparations to burn 80,000 tons. The
Victor Co. is increasing its output as rapidly as
circumstances will permit, but Victor goods will
always be 'manufactured in Victor factories.
Control ot the Victor Co. is not going to pass
into other hands nor is it ‘going to be amalga-
mated with or absorbed by a trust or any other
combination.

“Now with regard to co-operation. The suc-
cess of this organization, or any other for that
matter, depends largely upon understanding and

co-operation. The World War was decidcd
through understanding and co-operation. Thc
success of a governmecent is measured by under-
standing and co-operation, and so it will b,
gentlemen, in the talking machine business.

“We are assembled here representing one of
the most powerful gifts of God, and through
earnest and united effort on the part of all of
us America’s ambition to have its people musi-
cal should ccrtainly, in the course of time, be
fully realized. If you are in the musical busi-
ness legitimately and not merely profiteering, I
know this organization, and, in fact, all your
fellow merchants will grab you by the hand, give
you a hearty welcome, and through co-operation
put over this musical proposition on a tre-
niendous scale. The small merchant in the
small community is just as important a factor
in this regard as the big merchant in the large
city, and knowing this organization as I do,
its membership bears out what I say, and then
with a complete understanding and proper co-
cperation the same big success will be had
whether it 1s in a commercial business or
whether it is a question between labor and
capital,”

NEW MUSIC PAGE IN WALLA WALLA

Walla Walla Union Takes Up the Idea Through
Efforts of the Clark Music Co.

The Walla Walla (Wash.) Union is the lat-
est newspaper to adopt a weekly popular in-
terest music page, reports the National Bureau
for the Advancement of Music of the Music In-
dustries Chamber of Commerce.

Early in the Summer the Clark Music Co., of
Walla Walla, got in touch with the Bureau in
regard to a music page and with its co-operation
succeeded in selling the idea to the Union. The
Bureau is sending its weekly news service to the
Union and will co-operate with the editor.

The Clark Co. also enlisted the National Bu-
reau’s help in promoting the idea of a music com-
mission for Walla Walla, with the result that
plans for the commission are now on foot.

EXCLUSIVELY VICTOR

VICTOR RETAILERS!
TELL YOUR CUSTOMERS!

“Play your Victor Records on the Victrola with a Victor
Tungs-Tone Stylus”

—THE REASONS WHY —

Less Trouble Changing Needles

Records Will Wear Longer
Perfect Tone Reproduction

An Exclusive Victor Product

Drop us a line and we will tell you how to sell more Victor
Tungs-Tone Styluses.

KNICKERBOCKER TALKING MACHINE COMPANY
138 West 124th St., N. Y. City

EXCLUSIVELY WHOLESALE
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A NEW MELODEE ROLL CATALOG

Comprehensive Volume Richly Illustrated and
Carefully Arranged Just Off the Press

A most interesting and valuable addition to
the literature of the music roll division of the
industry is found in the new Melodee music
roll catalog just off the press, a volume upon
which have been expended much thought and
effort.

The volume, comprising ninety-six pages, IS
indexed and cross-indexed, which makes it sim-
ply the matter of a moment for the dealer or
the player-piano owner to find the desired roll
under any one of several headings. First come
the song rolls, arranged alphabetically, and
listed complete with desé¢riptive matter. such as
the key, the name of the pianist, the type of
song, etc. Next in order come instrumental
selections, also arranged alphabetically and in-
cluding both hand-played and arranged rolls.

Much thought has been given to the classi-
fication of the various types of rolls, the listing
including classics, light classics, operatic, dance
music, under which heading marches are found.
inasmuch as they are generally two-step ar-
rangements, standard songs of the “Perfect
Day” type, old favorite songs, such as “Annie
Laurie,” and religious songs, among which are
found Christmas carols and a number of patri-
otic songs and hymns. Under separate headings
are to be found lodge music and foreign music.

At the end is found a complete numerical
price list of all the rolls in the catalog, cov-
ering several thousand. with guide numbers at
the top of each page to make easy the search
for special selections.

From an artistic standpoint there is much
to be said in favor of the new catalog, which is
profusely illustrated with portraits. In the
front are to be found full-page portraits of such
popular pianists as Arndt, Akst, Edythe Baker,
Banta, Erlebach, Gershwin, Hess and a score
of others. On other pages are found groups of
portraits of noted pianists whose personal in-
terpretations of the classics and semi-classics
are to be found in the catalog.

Bound in a heavy brown cover, richly illumi-
nated and well laid out and printed, the new
Melodee roll catalog is of distinct interest.

PIONEER CO. INCORPORATES

The Pioneer Phonograph Co., of Manhattan,
was incorporated at Albany recently with a
capital stock of $20,000, for the purpose of
kandling phonographs and accessories. Those
interested are S. and B. Pudlin and A. Singer,
810 East 178th street. New York.

WELCOMING TED LEWIS IN ST. LOUIS

Famous “Jazz” King Given Enthusiastic Recep-
tion by St. Louis Columbia Branch—Band
Appears in Grafonola Shop Amid Crowds

St. Louis, Mo., October 6.—The members of the
lecal Columbia branch, together with Mr. Ar-
buckle of the Grafonola Shop, gave Ted Lewis
and his Jazz Band a remarkable reception on
his recent arrival in St.
Louis. E. M. Morgan.
manager of the St. Louis
branch, and C. R. Salmon,
of the sales staff, were in
charge of the reception ac-
corded this famous and
exclusive Columbia star.

A jazz band on a large
truck backed up to the
main entrance of the
Union Station. featuring
banners welcoming Ted
Lewis to St. Louis and
playing Ted Lewis’ favor-
ite selections. An auto-
mobile parade with seven
cars in line covered the
principal business and resi-
dential streets of the city,
giving Ted Lewis and his
band exceptional pub-
licity.

In the afternoon Ted
Lewis and his Jazz Band
played in the Grafonola

Shop, and the appearance of the organization
was advertised in the Sunday papers. An at-
tractive window display was featured for the
occasion, and the public responded so enthu-
siastically that many hundreds were unable to
gain admittance to the store.

The Ted Lewis records have met with phe-
nomenal success and Columbia dealers have

profited from the advertising campaign inaugu-
rated in behalf of this artist.

Ted Lewis and Band in Grafonola Shop

VICTOR STUDIO IN BROOKLYN, N_Y

Baim Bros. & Friedberg Phonograph Co. Hold
Formal Opening of Attractive New Quarters

Baim Bros. & Friedberg Phonograph Co., Inc.,
held the formal opening of their handsome new
Victor Studio at 1430 St. John’s Place, Brook-
lyn, N. Y, on Saturday evening, September 25,
the feature of the opening being a concert by a
number of prominent Victor artists, including
the All-Star Trio and Monroe Silver, the noted
comedian. Announcements of and invitations
to the opening were sent to a large number of
prominent Brooklyvnites, and the attendance
taxed the capacity of the new quarters, com-
modious as they are.

The Victor Studio has been equipped in a
strictly modern manner, with a large battery of
demonstrating rooms and furnishings of qual-
ity. Large deep show windows permit of at-
tractive Victor displays which will doubtless be
advantageously utilized.

HOW EFFORT KILLS DULL TIMES

SacraMENTO, CaLr., October 2.—The time-worn
idea that Summer months must necessarily be
dull months has been thoroughly upset by the
Kimball-Upson Co. Pathé dcaler of this city.
This company took advantage of the Summer
sales campaign suggested by the headquarters
of the Pathé Fréres Phonograph Co. in Brook-
lyn, with pronounced success. This campaign
was in force during the entire month of July
and resulted in seven times as much business be-
ing accomplished in that month as in the same
month of the previous year and was far ahead
of the best holiday month, December, 1919. The
Kimball-Upson Co. was so enthusiastic over the
results that additional advertisements -along the
same plan will be continued.

Fred G. Hawkinson. of the W. F. Cheshire
Music Co.. Rockford, 1ll., has purchased the
store at 308 West \Water street, that city, and
will open a new talking machine shop.

THE ECLIPSE MUSICAL CO.

“HIS MASTER'S VOICE™
4  REG.U.S.PAT.OFF. &
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Cleveland, Ohio
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Showing sound doors open for playing.  Cabinet is Cover for machine and door ol record compartment
carefully finished on all sides and may be used as open. Victrola is set into right hand compartment
table or stand even when being played. through door in frent; winding handle ‘is replaced \

through side.

7%

PATENTED DEC.11,1917

Talking Machine Cabinet

Immediate Shipments on the De Luxe Model Converto

We are now ready to make immediate shipments of the De Luxe Converto, illustrated above.

Converts a No. VI Victor Talking Machine instantly into a large cabinet machine of ex- |
quisite Sheraton design, with all the advantages of the regular cabinet machine. Includes
cover and record compartment, and receptacles for needles.

Improves the sound reproducing qualities of the machine because of the extension of the sound
amplifying chamber formed by the doors of the cabinet and doors of the machine.

Victrola may be removed at any time, for use on the porch or at camp, etc.

Mahogany finish, medium dark color. Record compartment has swinging door, and provides
spaces for six large record albums. Size of cabinet 36 inches wide, 23 inches deep,
34 inches high,

%
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Write for new descriptive folder.

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

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

%
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CONVERTO WHOLESALE DISTRIBUTORS

Atlanta, Ga.......... Elyea Talking Machlne Co. Des Moines, la. ...... Mickel Bros. Co. Omaha, Nebr.........Mickel Bros. Co.

X BRI RS RCI SR anoliCos Elmira, N. Y......... Elmira Arms Co. Peoria, Ilt............Putnam-Page Co.
paltimore gy g, P e s e Y El Paso, Tex.........W. G. Walz Co. Philadelphia, Pa......C. J. Heppe & Son
Blrmingham, Ala o T tls G Houston, Texas....... The Talk. Mach. Co. of Texas f’fnx P\l‘xlonogmph (‘Cos- .
e i : Rl BaC e Rtey Indianapolis, Ind. .. Stewart Talking Machine Co. B w T eyulnum =
oston, -1 . , , Pa........W. F. F lek Pis .
N g TRl S O Jacksonville, Fla...... Florida Talking Machlne Co. B Standard r%‘,jﬂﬁ,} M;'c‘?,h,? Co.
J 4ao, +¥.ooooono.W. D, & C. N. Andrews Kansas City, Mo......J. W. Jenkins’ Sons Musie Co. Portiand, Me......... Cressey & Allen, Inc.
Burlington, Vt........American Phonograph Co. i sepmel=ngees Richmond, Va........ The Corley Co., Inc.
Chicago, Ill........... Lyon & Healy :Ilzrl:‘i‘::ls'A::nn """" g}mK'HHo;::kn::;m o St. Paul, Minn.......\WV. J. Dyer & Bro.
Cincinnatl, Ghlo...... Rudolph Wurlitzer Co. e 0 ) o b Colllngs & éo Ban Francisco, Cal....Welter S. Gray Co.
._,1 Cleveland, Ohlo.......Cleveland Talking Machlne Co. New Orleans, La.....Phlllp Werleln, Ltd. Syracuse, N. Y.......W. D. Andrews Co.
-§ Columbus, Ghio.......The Perry B. Whitsit Co. New York City........ Emanuel Blout Toledo, Ohio......... Toledo Talking Machine Co.
\ Dallas, Texas....... Sanger Bros Cabinet & Accessories Co., Inc
\ e g Rnickerbocker Talking Machine Washington, D. C....Cohen & Hughes, Inec.
§ Denver, Colo..........The KEnight-Campbell Muslc Co. Co. E F. Droop & Sons Co.
N\ -
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TWO NEW COLUMBIA CATALOGS

Grafonola Period Design Catalog and Standard
Grafonola Catalog Now Ready—Represent
Important Sales Helps for Columbia Dealers

The advertising department of the Columbia
Graphophone Co.,, New York, has just prepared
two attractive publications which can be used
by Columbia dealers to excellent advantage.
One of these new books is devoted exclusively
to Columbia Grafonolas in period designs, and
the other features the standard line of Columbia
Grafonola upright models.

The publication featuring Columbia period de-
sign Grafonolas is noteworthy for its artistic
value and the fact that it gives in detail the
characteristics of the historic periods which in-
fluenced the production of the various art de-
signs. A full page is devoted to illustrating
each individual model in the Columbia period
Grafonola line, and a facing page. sketches
briefly the distinctive merits and artistic signifi-
cance of that particular instrument. These de-
scriptions include important sales arguments

EASTERN REPRESENTATIVE

IRONCLAD MOTORS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS ( TURNTABLES Stylus Bars
TONE ARMS Grey Iron ¥§§S‘X§§}‘§‘MES Screw Machine Parts
REPRODUCERS and Brass for { HORNS and THROATS Talking Machine Hardware

Direct Quantity Importations On {

CHERINGTON MFG. CO, D. R. DOCTOROW

JEWEL and STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East g42nd St., NewYork
Tel. Vanderbilt 5462

that are invaluable for every successful Colum-
bia salesman. The illustrations are clear and
distinct, giving some idea of the perfection of
the cabinet work.

Columbia Grafonolas in period designs have
met with signal success from one end of the
country to the other, and Columbia dealers have
sold these instruments to the leading members
of their social and business communities. The
cabinet work has won the enthusiastic praise

smoothly.

movement.

CASTERS.

Full Sizo—C.65

FAULTLESS

PIVOT BEARING

CASTERS

Casters that roll easily across the floor—and
No clatter—no unsteadiness.

Simple construction—no complicated parts to
get out of order, nothing to retard easy
Strong—plenty of metal in
required places to resist strains.

Silent—neat appearing—a real necessity to

YOUR talking machine, these FAULTLESS

Made with leather, fibre, felt, steel
and lignum vitae wheels.
from you puts all our caster
experience at your service and

brings you a copy of Faultless
Catalog “G”.

CASTER COMPANY

EVANSVILLE, INDIANA

“Move the FAULTLESS Way”

Geo, Mittleman, 200 Fifth Avcnue, N. Y.

A word

FAULTLESS

Eastern Sales Office:

of the most critical connoisseurs, while the tone
quality represents the same high standard which
has been such an important factor in the suc-
cess of Columbia product.

Among the instruments presented in this new
catalog of Columbia period design Grafonolas
are the following: William and Mary, Early
English, Adam, Italian Renaissance, Gothic,
Charles II, Queen Anne Decorated, Chinese
Chippendale, Queen Anne, Adam Decorated,
Small Gothic, Simplified Adam, William and
Mary Simplified, Hepplewhite Mahogany, Hep-
plewhite Console, Jacobean Console, Italian
Renaissance Console, Louis XIV Mahogany,
Adam Mahogany, Louis XV, Donatello, Queen
Anne No. 5.

The new catalog of Columbia Grafonolas,
standard upright models, not only illustrates
and describes the various models in the line, but
also calls attention to some of the exclusive
features of the Columbia Grafonola, such as the
straight tone arm, tone leaves, non-set auto-
matic stop, individual record ejector, etc.

Among the instruments featured in this book
are Columbia Grafonolas L-2. K-2, H-2, G-2,
F-2, E-2, D-2, C-2 and A-2. There is also pre-
sented the Columbia Grafonola type D-2 and
Pushmobile for use in educational work.

COL. BINGHAM AT EDISON WORKS

Noted Psychologist Visits Edison Laboratories
to Study Effect of Music on Workers

Col. W. V. Bingham, director of the Division
of Applied Psychology at the Carnegie Institute
of Technology of Pittsburgh, was a visitor at
the Edison Laboratories this week.

Col. Bingham is assisting the Edison Labo-
ratories in determining the effect that phono-
graph music has in promoting the efficiency of
workers in factories and offices and its capacity
to bring about desired mental states. He ex-
pressed great satisfaction with the results so
far attained and feels confident that continued
research will bring to light a number of addi-
tional and thoroughly practicable discoveries.

ADD THE MOTROLA TO LIST

The Esco Music & Accessories Co., Brooklyn,
N. Y, distributors of talking machine acces-
sories, have added the Jones-Motrola to their
already substantial list. Both Joseph Kerr and
Oscar Zepernick have spent much time recently
in calling upon their dealers in Long Island,
New Jersey and other territory adjacent to Neaw
York City and report that indications of a big
Fall and Wintcr season are already well in evi-
dence.

*CASTINGS-

ALUMINUM-ZINC-TIN@LEAD ALI°YS

Acme Die-Casting Cor

Boston Rochester BrooklynN.X. D t CHicago
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start. A-2984.

“You’re the Only Girl That Made Me Cry”
is Henry Burr’s latest tender ballad. Pathos,
melody, plus sweetness. A seller from the

Columbia Graphophone Co.
NEW YORK

T
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HAVE ATTRACTIVE EXHIBIT AT FAIR

Excellent Display Made by W. J. Dyer & Bro.
at Minnesota State Fair With a Steinway
Miniature Grand Piano as a Feature

St. PavL, MinN., September 30.—A number of
the piano and music merchants of the Twin
Cities had exhibits at the Minnesota State Fair,
which was held during the week of September
4 to 11,. the most attractive of the booths being
that of W. J. Dyer & Bro,, located in the Varied
Industries Building.

The exhibit in the Dyer booth consisted of
representations from all departments, the main

T W, J DVER @ BRID. 1o |

e
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W. J. Dyer & Bro.s Exhibit at State Fair
attraction being a Steinway miniature grand, a
Lyon & Healy harp, a Pianola and a complete
display of Victrolas. The booth was hand-
somely decorated and four salesmen were in at-
tendance each day demonstrating the instru-
ments for visitors.

Over 600,000 people visited the fair, and many
thousands were attracted to the Dyer booth by
the music of the player-piano and the talking
machines. The result was the accumulation of
an excellent list of new prospects. Suitable lit-
erature was distributed at the booth during the
week.

CAPITAL NOW $3,000,000

The Invicta Phonograph & Record Co. has
changed its name to the Standard Phonograph
Co.,, New York, and increased capital stock from

$600,000 to $3,000,000.

No deliberate hypocrite has ever yet succeeded
even in the wayside booths of public life. There
must be a spark of sincerity somewhere.—John
Oliver Hobbes.

REPAIRING

AND
REPAIR P ARTS
for all makes of

Talking Machines

BOND’S GRAPHOPHONE SHOP
38 Arcade 12 Nashville, Tenn.

OFFER FREE LEGAL ADVICE

Sonora Phonograph Co. Will Provide Its Deal-
ers With Free Legal Services—Experienced
Attorneys at Disposal of Trade

The Sonora Phonograph Co. has advised its
dealers that they may at all times have at their
disposal the best obtainable legal advice without
charge. The company states that it is ready to
offer its dealers the serviccs of its own legal
staff, which has had a most valuable and ex-
tensive experience in matters relating to the
talking machine industry.

In announcing this important offer, the com-
pany said: “In conducting a talking machine
business there are times when a dealer may be
puzzled about matters which he cannot trust
to his own judgment to decide, because he real-
izes that he should not guess but should know
exactly where he stands. In other words, he
needs the opinion of a lawyer experienced in
dealing with problems which the layman by

B e e

“LIBROLA"

A Library Table PHONOGRAPH

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

Fully equipped to play all disc'records,
Your satisfaction guaranteed,

Large percentage of re-orders indicates
satisfied dealers.

Write for prices and exclusive terri-
tory.
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No. 250T. Patent applied for.

Usual discount to dealers.
48" lang, 28" wide, 31" high.
Ouk. Mahogany or Walnut

himself cannot solve. Sonora dealers can ask
for legal advice on all matters pertaining to the
Sonora, and can be assured that they will re-
ceive, without cost, the opinions of lawyers who
have made a specialty of matters relative to
musical instrument manufacturing and selling.”

AUSTRALIA LETS IN GERMAN GOO”ES

While the general embargo on trade with Ger-
many still continues in full force, it is learncd
through Trade Commissioner Ferrin -that the
Federal Ministry of Australia has decided that
where it is clearly shown that certain things are
indispensable to an Australian industry, and it is
also proved that they can not be obtained except
from Germany or some other former enemy coun-
try importation licenses should be granted.

R. C. Hopkins has been appointed represent-
ative for the Victor Talking Machine Co. in
northern New Jersey, making his headquarters
in Newark.

i
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Immediate
Delivery in
Mahogany

RO GHITHITI

To retail at $250

Finished all around

SEABURG MANUFACTURING COMPANY g

JAMESTOWN, NEW YORK
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Some Practical and Stlmulat-
ing Busmess Suggestions i 1. .

i Tmnm e T

In certain lines where merchandisc is sold

1 the instalment plan rctail merchants have in-
troduced campaigns known as '‘The $5 Day,”
“The $10 Day,” or some other such amount. and
on that day products are sold on a terms basis,
offering the entire stock of one certain prod-
uct, we will say the $30 or $75 models of talk-
ing machines at $10 or $15 down, or whatever
the amount chosen for the particular day
may be

Preceding the ad considerable can be done

direct mail advertising, ncwspaper adver-

tising, window dressing, etc., so that consider-
able interest is aroused in “The $10 Day.” The
factor of curiosity can be appealed to by not dis-
closing what is meant by *The $10 Day” until
the night before or the morning of “The $10
Day” is announced. This idea might be suc-
ccssfully adopted by talking machine merchants
who indulge in instalment sales.
The Telegram as a Sales Factor

One way of calling attention to any special
offerings your store may be going to make is
to get a stack of blank telegramis and send out
a form letter-telegram to a sclected list, calling
attention to the fact that the newspapers on
such and such a date will announce a very im-
portant feature which will be of great interest to
theimn as economical buyers. Copy for the tele-
gram could run something like this:

‘“We are going to make an offer
the middle of next week that will
surely interest you. \We cannot give
further details here, but watch the
Tuesday edition of the News and
you will see that we are making it
possible for you to save your
money. and at the same time ac-
quire an addition to your home of
incalculable worth.”

Tying Up Advertisement and Record

\Whenever you are calling attention to any
spccial records or models of machines through
advcrtising it is sometimes a good idea to have
a special color sign lettered up which reads
“As advertiscd.” which sign can be placed next
to the rccord or model of machine which is
bcing featurcd; on the same poster with this
can bc pasted a clipping of the ad in question.
Featuring Record Title and Artist

A clever idea for calling attention to spe-
cial rccords is to cut out red arrows, anywhcre

iy
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from eight to ten inches long, and to pastc
these partly on the surface of the record, with
the point of the arrow aiming directly at the
title of the record or the name of the artist.
The same idea can be applied in thc case of
duminy records, and the records so treated can
be uscd in window displays or in demonstra-
tion booths.

AMBEROLA SALES MANAGER WEDS

Patrick J. Burns, sales manager of the Am-
berola department at the Edison Laboratories,
was married in New York City on September 8
to Miss Edith Richter, daughter of Mrs. Sarah
Richter, of that city. Following a stay at Dela-
ware Valley, Pa., where they are spending their
honeymoon, the couple will reside in East
Orange, N. J.

Mr. Burns has been associated with the Edi-
son Laboratories for more than a decade and
has held a number of responsible positions dur-
ing that time. His experiences as a traveling
supervisor afforded him an excellent opportunity
to study the problems of dealers and to add to
his already large number of friends throughout
the trade, and the Amberola department, of
which he has been sales manager since last
Spring, has benefited greatly under his careful
guidance. Needless to say, a host of friends
wish him every happiness.

TAKES ON THE VOCALION LINE

H. W. Hangen, who for a number of years
has handled the Aeolian Co. line of Pianolas
and pianos very successfully in Reading, Pa.,
has recently taken on the Vocalion line of
phonographs and records, which will be featured
in a big wayv.

H. B. TREMAINE OFF TO EUROPE

H. B. Tremaine, president of the Aeolian Co.,
sailed for England on September 21 aboard
the S. S. “Aquitania.” He was accompanicd
by Mrs. Tremaine and will remain abroad for
a number of weeks. It was announced that Mr.
Tremaine would sail several weeks before, but
he was forced to postpone his trip.

SONORA BUSINESS IN CHICAGO

C. J. Van Houten & Zoon, Sonora Jobbers, Pre-
paring for Active Fall Trade—Active Demand
for High-priced Models Now in Evidence

The sales department of the Sonora Phono-
graph Co. received recently an interesting letter
from Sonora jobbers in Chicago, C. J. Van
Houten & Zoon, which gives an optimistic
resumé of-conditions in that territory. This let-
ter read in part as follows:

“Our standard period models are meeting with
universal favor. particularly in the finer furni-

ture stores which are catering to the better class .

of trade. The Bauer Piano Co. of Chicago had one
of our period models in their window and had from
fifteen to twenty-five people coming in. every
day inquiring about it. Everyone is well pleased
with the completeness of our line and just as
soon as we get a few more distributed in the
territories so that the dealers will become more
familiar with the different models they will cer-
tainly go big. e are looking forward to a
large demand this Fall and Winter.

“In our territory the models Baby Grand and
Pcriod continue to have the greatest demand, and
we have several dealers who have been clamor-
ing for Supremes for some time and cannot get
them.

“The writer has just returned from a short
trip through Iowa and the best crops I have
seen this year will be found in that State. The
corn is way over your head all through the
State and the farmers are counting on an abund-
ant crop of everything. Just as soon as all
this is harvested, a lot of that money is going
into Sonora phonographs. \We are getting a lot
of favorable comment from the dealers on the
recent straight case advertising. All the dealers
are of the opinion that this is going to help them
materially in the sale of these models.”

PATHE FOR SENATOR HARDING

Marrion, O., September 30.—The home of Sena-
tor Warren G. Harding in this city, Republican
candidate for President, now contains one of the
new and attractive models of the Pathé Actuelle.
Many of the intimate friends and visitors to the
Harding home are being entertained by the ren-
dition of the new and varied list of Pathé records
on this distinctive phonograph. It is said that
the Senator and his family are unstinted in their
praise of the wonderful musical charm of this
instrunient.

Thc Dual Tone Phonograph & Mfig. Co.,
Manor, Pa, has been incorporatcd with capital
stock of $30,000.
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Style 954

Build for the future with the

Cabinet

Genuine

The new EjectOFile cabinet, constructed in
our entirely new and modern factory, 1s built
better and finished finer than ever. The new
Eject O File cabinet is a work of art. We spare
no expense to make this cabinet a credit to the
dealers who handle it. When you offer the new
Eject O File you offer the very best that can be
produced. The EjectOFile cabinet 1s being
built up to quality, not down to prce.

Finished in Rouge
Red and Natural
figured grain to
correspond with
the Edison instru-
ments as shown
herein.

Obtain the new
Eject O File cab-
inet from your
nearest jobber

Don’t strew your records
all over the table, chairs
or floor — rest them on
the strong combination

Eject O File table doorg

For the very best method
of filing and finding your
records use the EjectOFile
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The Eject O File Co., Inc. Style 95 High Point, North Carolina
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COLUMBIA EDUCATIONAL
FORCES IN CONVENTION

Annual Gathering at Hotel Pennsylvania, New
York, Results in Important Discussions and
Perfection of Plans—Guests at Luncheon and
Theatre Party—Visit Bridgeport Plant

The educational department of the Columbia
Graphophone Co. held its annual convention re-
cently at the Hotel Pennsylvania, and an entire
week was devoted to the discussion of the
problems relative to the installation of Grafo-
rolas in the schools. and of the correct peda-
gogical use of record material. All the repre-
sentatives of this department from the various
branches of the company attended the conven-
tion, and W. A. Willson of the department pre-
sided at all of the sessions.

All these representatives were formerly con-
rected with public school work, therefore know
the needs of the schools and the teacher’s point
of view. All are eminently capable of going
to any school for a demonstration of educational
material, whether before the whole school
teachers’ meetings or classroom.

Since it is the policy of the Columbia Grapho-
phone Co. to issue only such material for school
work that has the approval of noted teachers,
and has been tried out in school work, the mem-
bers of the educational department are recog-
nized by the supervisors and teachers _about the
country as_ authorities on school music and cor-
rect methods of using the same. Their services
and the literature that the department issues
are in great demand throughout the entire
country.

In addition to an exchange of experiences and
demonstration of methods, a great deal of new
material was played and discussed. One inter-
esting feature of the sessions was the singing
of Indian songs by Oskenonton., a Mohawk In-
dian, whose songs have been recently recorded
for school use. Another was the series of imita-
tions of bird calls and songs by Edward Avis,
one of the best-known imitators of birds in
America, whose work is recorded exclusively
for Columbia. Theodore Bauer of the Colum-
bia laboratory told the convention of the work
and personalities of the great, exclusive artists
who record for Columbia, and of the methods
employed to secure them.

On Wednesday the members of the educa-
tional department were taken to Bridgeport,
where the Columbia factories are located. The
entire day was spent in inspecting the manufac-
ture of records and instruments and acquainting
themselves with all that goes to make up the
finished product of the business. A portion of

Victor Dealers—

will find in our new whole-
sale store every facility for
the marketing of

VICTROLAS
and RECORDS
Our New Location at
Penn Avenue and 12th Street

brings our wholesale department
to within one block of the
Pennsylvania Station.

Be Sure to visit the Model Victor

Sales Room on the first floor.

ov

PITTSBURGH, PA.

another day was given up to listening to the
Columbia Orchestra make recordings in the
laboratory on Thirty-Eighth street of some in-
strumental selections for the educational depart-
ment.

On Thursday a luncheon was given the mem-
bers by the company in the Pennsylvania Hotel
parlor. Besides the members of the department,
H. L. Willson, general manager, and G. V.
Hopkins, general sales manager, were present
and gave talks. Both of these gentlemen com-
mented on the excellent work done by the de-
partment. the great growth during the past few
yvears, and the very extensive plans for the fu-
ture. On Thursday evening the department was
again the guest of the company at the “Hip
podrome.” All in all, the week’s work was both
interesting and profitable.

The most prominent feature of this conven-
tion was the live spirit of work which predom-
inated, and the frank and helpful spirit of crit-
icism and co-operation which animated the
members of the department. All these repre-
sentatives, having been teachers, were unani-
mous in commenting upon the element of real

work and of practical results which attend a
convention of this kind.

Columbia dealers appreciate the practical and
helpful work this department is doing in se-
curing for them an entree into the schools of
their communities. It helps create prestige for
their store, widens the range of their trade. en-
larges the sale of high-class records, and buiids
up their business for the future.

HOWARD LUTTER WITH MELODEE CO.

Howard Lutter, well known as an arranger
of music rolls, has joined the staff of the Melo-
dee Music Co., Inc., and assumed an important
place in the arranging department of that com-
pany. Mr. Lutter was most recently with Ben-
nett & White, Inc.

NEW YORK REPRESENTATIVES

The Franklin Phonograph Co., Inc.. of Phila-
delphia, is now represented in New York City
by the Rashall Sales Corp.. with offices at 253
West Forty-second street. New York City.

space.
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- Announcing the Philwey Phonograph ““Rekord Phile”

desirable features not contained in any other make.

THE PHILWEY MFG. CO,, is ready to book orders for the most practical Phonograph Record File on the market, possessing new and
The EJECTING BARS are of metal, and numbered. PARTITIONS are METAL-
BOUND, WILL NOT WARP and are not affected by
climatic conditions.

EDGES OF RECORDS are in full view, showing
vacant spaces, preventing filing two records in single
The vacant spaces will increase your record
sales, acting as a constant invitation to fill the file.

CAPACITY—It contains 63 records in each 12
inches of width. ¢

Built to fit any size machine.

THE PHILWEY EMBODIES EVERY FEATURE NECESSARY
IN A PHONOGRAPH RECORD FILE

If you will write us the tuside dimensious iu width of the
Phonographs you sell, we will advise you as te capacity of the
Philwey “ Rekord Phile ” to fit sume.

Prices upon application.

May we go iuto details with you?

PHILWEY MFG. CO., Inc.

75 SOUTH AVENUE

ROCHESTER, N. Y., U. S. A.
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fulfills the greatest expectations desired in a phonograph. It
has a tone, appealing, unassailable, clean, well-rounded, musical
and scientifically true. With the GRADUOLA, a feature of
the Vocalion, you can put your soul into every record played.
You control the tone with personal expression.

The artistic individuality of

VOCALION RECORDS

15 established

The superior quality of this record with its attractive shade of dark red has
pronounced it the most distinctive record on the market today.

MEL-O-DEE MUSIC ROLLS

Hand played by the world’s greatest composers of popular music

Delay May Spell Disappointment
Fall—The Biggest Selling Season—Is Coming

Here is an opportunity to establish yourself as a Vocalion Dealer and cash in
on the season’s demand. A beautiful illustrated catalog and our dealer’s
proposition sent upon request. We are centrally located and have facilities to
render the maximum service to you and dealers already established.

0. J. DEMOLL & CO.

W holesale Distributors
Instant Service WASHINGTON, D. C. Orders sent by return express,

freight or mail day received
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HESE needles have par-

allel sides (not tapered),
always fit the record grooves
perfectly, play many times, do
away with the inconvenience
of frequent needle changing,
and increase the records’ life.

Trg u.hlu-[.v: s
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Semi-Permanent

NEEDLES

are well advertised, are used
on ALL MAKES of steel
needle lateral cut records, are
popular, sell quickly and easily
and bring you a good profit.

Send in your order
now.

Load, Medium, Soft

25c per package of 5 40c in Canada

Sonora Phonograph
Company, Inr.

GEORGE E. BRIGHTSON, President
279 Broadway, New York City

Canadian Distributors:
1. Montagnes & Co.
Toronto

FREE!

Write today for infor-
mation as to how to
obtain this handsome
plate glass display case

GIVES FIRST RECITAL OF SEASON

Howard J. Dudley, Camden, N. J., Features the
Neapolitan Trio in Elaborate Recital Given in
_ His Victrola Parlors in That City

Howard J. Dudley opened the Fall musical
season at his Victrola Parlors, 1125 Broadway,
Camden, N. J., very successfully on September
17, with a special Victrola recital and with the
Neapolitan Trio in person as the featured artists.
Popular records from the latest Victor supple-
ment, together with the leading standard selec-
tions to the number of a dozen or more, were pro-
grammed, and between the record numbers the
Neapolitan Trio, consisting of Clemente Barone,
flute; Pasquale Biancullo, violin, and Francis
Lapitino, harp, rendered “The Herd Girl's
Dream,” “Kiss Me Again,” “The Love Nest,”
and other selections. The entire program was
under the direction of Mrs. Dudley, manager ot
the Victrola Parlors. and similar recitals will be
held regularly throughout the season. The pro-
grams are so arranged that members of the audi-
ence may use them for order blanks, the desired
records to be delivered after the recital.

INAUGURATE TRUCK SERVICE

Collings & Co. Arrange for Direct Delivery Serv-
ice From the Victor Factory

Collings & Co., the well-known Victor distribu-
tors of Newark, N. J.. have just inaugurated a
truck service between Camden and Newark, N. J.
This will assure dealers a dependable service, re-
gardless of traffic conditions. The truck is a
large van type, Pullman body, “\White” machine,
with a capacity of forty-eight Victrola NXI's. This
is over hali the capacity of the average freight
car, which ordinarily holds eighty such instru-
ments. The body of the truck was made by the
Collings Carriage Co., Camden, N. J., of which
R. T. Collings, brother of L. \V. Collings, of Col-
lings & Co., is head.

JOINS EDISON EDITORIAL STAFF

John H. Daly Appointed Associate Editor of the
Several Edison Publications

Another addition to the editorial force at the
Edison Laboratories has been made in the ap-
pointment of John H. Daly as associate editor of
the Edison publications.

Mr. Daly brings to this work a knowledge of
music _and writing, being a violinist of ability,

John H. Daly
and formerly having taught English Jiterature in

the high schools of New York City. He was edu-
cated at Fordham University and in the college
orchestra there he was the first violinist. It was
on the Fordham Monthly that he received his
first editorial training.

He has written much about the musical and
theatrical life of New York City and should be
very valuable to the Edison Laboratories in his
present capacity.

WHERE BUSINESS THRIVES BEST

Business thrives best in an atmosphere of
mutual help and courtesy. The dealer who lacks
this modern spirit is out of harmony with the
trend of modern business.

Udell
Cabinet %

¥
spells lasting satis- i
faction to the buyer
and business build-
ing for the dealer.
The style and qual-

ity are there.

The |
Udell Works

1205 28th Street

The UDELL CABINET

ADDS DISTINCTION TO THE MUSIC ROOM
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NEW PLANT IN LITITZ, PA.

Site Purchased in That City for a New Talking
Machine Factory

Litirz, Pa., October 2—Robert H. Yerger has
purchased a large tract of land on North Locust
street, this city, for the purpose of erecting a talk-
ing machine factory to be known as the Lititz
Cabinet Co. Mr. Yerger was formerly manager
of the Yerger Mfg. Co., which also made talking
machines. The local factory building will Dbe
three stories high and will cover an area of 60x200
feet. It is expected to be ready for operation by
Jlanuary 1.

LONDON TALKS WITH TRIESTE

Marconi Tells of Wireless Phone Which Carries
Voice 1,000 Miles

A dispatch from Trieste says that concerts
given in London can be heard in that city by
wireless, according to a statement to The Asso-
ciated Press by William Marconi, the inventor
of the wireless telephone. Signor Marconi was
interviewed on board his yacht, the ‘“KElectra,”
where he is conducting experiments with the
view of perfecting his wireless discoveries.

“T have evolved an instrument,” he said,
“which will carry 1,000 miles, and which repro-
duces the voice more distinctly than the ordi-
nary telephone. I talk regularly with London
and get the news of the day. I have come to the
Adriatic because conditions here favor my ex-
periments. Less power is needed to work the
instruments here than elsewhere. After this
cruise I am going to America.”

FRED BROWN VISITS PULLMAN PLANT

Manager of Order and Service Department of
Edison Laboratories Plans to Arrange for Im-
proved Service for Edison Jobbers

Fred S. Brown, manager of the Order and
Service department at the Edison Lahoratories,
left recently for Pullman, Ill., where he will spend
a short time at the Edison phonograph as-
sembling plant in operation there. It is under-
stood that one of the purposes of Mr. Brown’s
visit to the Pullman Edison plant is to arrange for
improved service to Edison jobbers.

The Edison assembling plant at Pullman rep-
resents an important factor in the distribution of
Edison phonographs, as it is located adjacent to
the vast plant of the celebrated Pullman Co.,
whose wood-working plant for some time has
been devoted largely to the manufacture of Edi-
son phonograph cabinets.

GIVE ME PATHE OR GIVE ME DEATH

Crarion, Ia., October 2—The Russell Music Co.,
Pathé dealer of this city, is responsible for the
following story of how one of its customers pre-
ferred death to the lack of Pathé music. A
short time ago a lady called at the warerooms
of the Russell Music Co. and after hearing a
demonstration of several Pathé records she re-
quested that a number twelve model be sent to
her home on trial. Mr. Russell complied with
her request, but when the woman's husband re-
turned home an argument arose over the phono-
graph, in the course of which he commanded
his wife to have it returned to the dealer. This
she emphatically refused to do, and, becoming
excited, she rushed from the house and plunged
into an adjacent river, being rescued with great
difficulty after going down the second time. Upon
being resuscitated, she demanded that her hus-
band purchase the Pathé instrument, which he
was only too willing to do, being afraid that
were she deprived of her favorite music she might
attempt the rash act again.

The Stradivari Phonograph Co., Salem, Ore.,
has been incorporated with capital stock of $5,-

000,000.
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85¢ Marcelle (Kalmar-Ruby).

When 1 Looked in Your Wonderful Eyes (Osborne-Dunkerley). Baritone,
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$1.00 The Love Boat (from ‘‘Ziegfeld Follies of 1920"") (Buck-Herbert). Baritone,
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21188 Pretty Kitty Kelly (Pease-Nelson). Soprano, Orch. accomp........ Marjie Dow
$1.00 § When I See All the Loving They Waste on Babies (De Rob-Ward-Johnson).
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31163 | Whispering (Schonberger). Fox-trot.................. Ted Gilbert’s Dance Orch.
$1.00 Cuban Moon (Spencer-Kiernan). Fox-trot...Joe Johnson's Novelty Dance Orch.
31164 J Kiss a Miss (Baron). Waltz.... ................ccooiiun... Regal Dance Orch.
85¢ {When You Ar& Mine (Samuels-Briant). One-step...Ted Gilbert’s Dance Drch.

Creole Blues (Norworth).

Ev'rybody Calls Me Honcy, Intro.: ‘‘Bamboola” (Lyons-Straight-Wenrich).
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Japanese Sandman (Egan-Whiting). Orch accomp......... Drpheus Trio
nlight in Mandalay (Yellen-Dhiman). Tenor and Baritone duet, Drch.
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-1-Yum-{-Yum (Simpson-Bennett). Tenor, Drch. accomp...... Billy Jones

Baritone, Drch. accomp............... George Jessel
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Me Little Gypsy, Intro.: ““The Girl of My Dreams’” (from *Ziegfeld

Follies of 1920'") (Berlin). Medley Fox-trot...... Ted Gilbert’s Dance Drch.
SACRED
Leaf By Leaf the Roses Fall (Bishop). Tenor and Baritone Duet, Orch.
71110 BTN 400000500 -4 1500 130 C i s 000008t - Lewis James and Harold Wilcy
$1.00 Excelsior (Balfe). Tenor and Baritone duet, Orch. accomp,
Lewis James-Elliott Shaw
STANDARD VOCAL
O For the Wings of a Dove (Bartholomew-Mendelssohn). Soprano, Drch.
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. The Want of You (Gillespie-Vanderpool). Baritone, Drch. accomp..George Craig
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141 [ Valse Bluette (Drigo). Violin solo, Piano accomp......... Josephine Simpson
.00 | Le Coucou (The Cuckoo) (Daquin). Piano solo. .............. George Winfield
42 {Solid Men to the Front (Sousa). March........................ Dperaphone Band 0
.00 Hail to the Spirit of Liberty (Sousa). March ... ......... ~.Dperaphone Band

OPERAPHONE CO.mvc., LONG ISLAND CITY, N.7Y.

24 NEW TITLES EVERY MONTH

Operaphone Records Play on All Talking
Machines Without Attachments

New York City
Philadelphia, Pa.
Pittsburgh, Pa.
Chicago, Ill.
Selma, Alabama
Knoxville, Tenn.

OPERAPHONE DISTRIBUTORS:

PLAZA MUSIC CO.
SUPPLEE-BIDDLE HARDWARE CO.
REED CO., Inc.

OPERAPHONE SALES CO.
SOUTHERN SUPERTONE CO.

C. M. McCLUNG

18 West 20th St.

237 5th Ave.
190 No. State St.

Write for Your Nearest Distributor
OPERAPHONE CO., Inc., Long Island City, N. Y.




50

THE TALKING MACHINE WORLD

QOcroBER 15, 1920

orentze

O

60 Grand Street

Manufacturer ot

Exclusive Cabinet Hardware and Accessories

New York City

STAPLETON NOW EDISON DEALER

Former Sales Manager of Edison Shop, New
York, Enters Firm of Hook Bros. Piano Co.,
in Madison, Wis., Edison Dealers

Announcement has just been made that Jack
Stapleton, for more than a year sales manager of
the Edison Shop on Fifth avenue, New York,
has resigned that position to enter the firm of
Hook Bros. Piano Co., Edison dealers in Madi-
son, Wis.

Strange as it may seem, Mr. Stapleton heard
the New Edison for the first time some years

Jack Stapleton

ago in the store of which he has now become part
owner, and the person who conducted the demon-
stration was none other than L. B. Hook. with
whom he now has become associated in the Edi-

son business. Five months later he went into the
business of selling Edison phonographs with his
father, E. M. Stapleton, who was then conduct-
ing a pharmacy in \Watertown, Wis.

When the war broke out Mr. Stapleton en-
listed in the air service, was commissioned and
appointed instructor in stunt flying. Immediately
following his discharge, however, he re-entered
the Edison field and became associated with the
Phonograph Corp. of Manhattan, acting as job-
bers’ representative in Greater New York and
later as sales manager of the retail branch.

Mr. Stapleton states that he believes that the
real harvest time for the Edison dealer has just
egun and he has set out to reap his share.

THE VOCALION IN WINSTED, CONN.

The W. \V. Mertz Co., who conduct 2 modern
music house in \Vinsted, Conn.,, have just se-
cured the agency for Vocalion phonographs and
records, and have opened an elaborate depart-
ment in the interests of that line,

It’s a Difficult Thing

to trim a window with real
records.

Tin records also present difficul-
ties, as they cannot be pinned up.

The best way out isto use THE USOS.
KIN IMITATION RECORD, made
of a special card-board stock and looking
so like an original record that even the

Vic.tor‘ Dog himself gets puzzled as to
which is which.

Your jobber will gladly supply vou.
Ask him for details and prices.

USOSKIN LITHO, Inc.

230 WEST 17th, ST., NEW YORK CITY

NEW MOTORS GIVE SATISFACTION

Large Reorder for “Tru-Time” Electrical
Motors From One of Leading Manufacturers

The Efticiency Electrical Corp., 124 White
street, New York, manufacturer of “Tru-Time”
electrical motors, following an initial order of a
thousand of its motors from one of the largest
talking machine manufacturers in the country,
has received a reorder for ten thousand “Tru-
Time” motors from the same concern. In a
letter accompanying this large order the buyer
stated that not one of the original purchase of
motors proved defective after entering service.

All of them are now in the hands of the public
in period-style cabinets.

The Efficiency Electric Co.s factory is situ-
ated in Lowell, Mass.,, an industrial center
which has long been noted for its high-grade
electrical products. The “Tru-Time” motor
was originally introduced at the Music Show in
New York in February and since that time the
company has built up one of the largest elec-
trical motor outputs in the talking machine
industry. Edward P. Knapp, electrical engineer,
is head of the corporation.

The ad that gets under the skin of the reader
talks about business in understandable terms.
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One of many
steam vats at

the Astoria Mislls

Cooked!

After mahogany logs have been selected for veneer making, they are
placed in huge vats and cooked with live steam for many hours
before being sent to the veneer machines.
to this process, various logs being cooked for varying periods of time
in order to ensure uniform softening.

The resultant uniform quality of mahogany veneer is one of the factors which,
over a period of nearly half a century, have made us the largest complete
mahogany lumber and veneer organization in this country.

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

Huddlcston-Marsh Mahogany Co.

Mills and Yards, Long Island City, N. Y,

BRANCHES—44 North Market Avenue, Grand Rapids, Mich.
2256 LLumber Strect. Chicago, Il

Great attention is paid

Successors to
Astoria Vencer Mills and Dock Co.
F. W. Kirch, Inc.
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AIDS SCHOOL AND COMMUNITY LIFE

Professor Burton Declares Talking Machine Is
Necessary in Rural Educational System

Bowrine Green, Ky., October.5.—A. C. Burton,
professor of pedagogy at the Western State Nor-
mai-School here, i is urging school teachers to liave
thersehool& an(l homes in their districts purchase
talkmg machmes for ‘the purpose of bettering
both the commumty life and tlie school efficiency.
Professor Burton has made an extensive study
of the condltlons in the rural districts and has
presented the findings of this search to the
Teachers’ Instltute He is heartily in favor of
the talking machme in" the school and declares
that little children can learn to appreciate beauty
only through thc teaching of music and art.

SONORA FLOAT WINS FlRST PRIZE

In ‘an mdustr1a1 ‘paradeé held at Waterville,
Minn.,, F. W. Moudry, Sonora dealer, won first
prize. Pictured herewith is the attractively
decorated automobile with the Sonora and the
‘Sonora bell which captured first honors. Mrs.

< 7 Artlstlc kloat That Won Honors '

Mofxdry is at the wheel, and young Mr. Moudry
is taking in all the sights.

-Thls successful Sonora dealer displays the line
prommently in the windows of his store, fea-
tures the word Sonora on all his advertising,
and is using large billboards on the roads lead-
ing into Waterville. This publicity is producing
handsome dividends in the mcreased sale of
Sonora product.

AN OBSERVING TRAVELER

The trade will be interested in the following
contribution to the New York Tribune’s “Con-
ning Tower” from Howard B. Hadley, written
in” Billings, Mont.,, who says:

“From my seat in the comfortable Northern
Hotel' dining room in this euterprising and at-
tréctlve city I can read this sign across the
stréet

MIDLAND MANUFACTURING CO.
; ; Phonographs and Caskets

“My friend Matlnas, from Philadelphia, claims
lhe scheme is to play 'em to death, then bury
‘em.

J‘I_ hold, on the contrary, the sign indicates
simply a frank, wholesome Western appreciation
of. the age-old truth embodied in the jmgle

“*“‘Ashes to ashes | 3

And dust to dust;

If our Phonographs don’t get you

. Our Caskets must." "’ S

At -

it nJ'l.ah.'

‘Bl‘éck,, Derges & Marshall, talking machine
(leélers‘;,of_:?%r South Adams street, Peoria, 111,
ar{anged a :special display of Columbia and
br\msw1ck phonographs and records to attract
v151tors during the: recent Implement Fair held
mathat city.

FERROTALKING MACHINE PRODUCTS

COTTON FLOCKS

<+ FOR,.
Record Manufacturing

THE PECKHAM MFG. CO., ¥ewass. N5t

S T Ry Lo e a e 3 FYYIPSPET S <. JEIL

-~ are bu11t for the manufacr,urer and assembler
who demand the BEST motors, tone arms,.,re—
producers and automatic stops. =

Eliminate mechanical troubles that result from
the use of inferior equ1pments

FERRO PRODUCTS wzll enhance the value
of your talking machines. L

Phonographs equipped with FERRO PROD-
UCTS stay sold.

Now 1is the time to send for samples of the

FERRO motor, tone arm, reproducer and auto-
matic stop—the QUALITY products. '

FERRO STOP 1009, EFFICIENT

Formerly
Chicago Ferrotype Co.

FERRO PHONOGRAPH PARTS CO.

1455 W. CONGRESS STREET, CHICAGO, ILL.
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V ictor T ungs-T one S tylus
ersus ried ubstitutes

THE VICTOR Tungs-Tone Stylus is the last word in talking machine

needle construction.

TUNGS- TONE and the word

STYLUS is a registered combination of words—the property of
L the Victor Talking Machine Company—that gives pro-

tection to the owner of a Victor machine. The progres-
} ' sive Victor dealer

1 S doing his customers a real and lasting service by demon-
strating the superior merits of the Victor Tungs-Tone
Stylus. Without causing any material wear on the
record, each needle can be

USED one hundred to three hundred times—the last rendition
being as perfect as the first—and qr

BY urging the use of Victor Tungs-Tone Stylus, the Victor
dealer is adding another notch to his prestige, and

everywhere will continue to say, “Hats off to Mr. I. C.

PEOPLE : -Ahead, that enterprising and ever-wakeful Victor man.”
. That dealer _
WHO is persistently looking after the interests of his clientele

will see to it that every person learns to

KNOW of the wonderful wearing and reproducing qualities of
the Victor Tungs-Tone Stylus—the greatest talking
machine needle the world has yet seen.

C. BRUNO & SON, Inc. |

M/_\ 351-353 Fourth Avenue New York

Victor Distributors to the Dealer Only

e

H
By
Ilun_-!'aw
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MUSIC AND RECORD
CARRYING CASES

;

r‘ﬂ'lb‘:—"!“ gr--
* Y, T

Made of embossed fiber, reinforced with
metal and hard fiber. Brassed-nickeled
catches and loops, metal covered handle.

Record size .... 3x 1214 x 1214", No. 204
Sheet Music Size 3x11 x15”, No.203

Write for Prices and latest catalogue

J. D. HUNT MFG. CO.

Mass. & Davidson Sts.

Manufacturers of all kinds of Musical
Instrument Cases and Covers

Indianapolis, Indiana

SOME INNOVATIONS IN ALBUMS

Peerless Album Co. Markets New Album Sets
That Possess Interesting Features

Phil Ravis, president of the Peerless Album Co.,
New York, rccently announced an improvement
of a very important nature to be embodied in a
new album set being brought out by this com-
pany. The company has been responsible for
many innovations in album design and methods
of album manufacture as well as merchandising.
This new development permits talking machine
manufacturers and dealers to provide the cus-
tomer with a complete set of albums that proper-
ly hold both twelve and ten-inch records.

The Peerless Co. is now taking orders on these
two sets of albums manufactured on a new and
novel principle, one set consisting of seven al-
bums for the Victrola X, and one of eight for
the Victrola XI, the formier lettered in gold on
the back “A to G” and the latter, “A to H.”
In these sets the albums for the ten-inch
records are especially designed to be entirely uni-
form with the albums for the twelve-inch disc,
the envelope holding the record firmly with
thumb space and label cut in proper position,
the construction allowing of no disfiguring or
caving in of the top and bottom of the back of
the album. .

During the past few months the Peerless Co.
has installed much specially designed machinery
which will be used for turning out these new
equipments. The machinery is of such modcrn
and efficient design that it will permit a greatly
increased amount of goods to be turned out by
the factory with apparently the same working
staff as was nccessary under the old conditions.
Deliveries are now being madc of this new
product. '

SILLIMAN HOME FROM EUROPE

OraNGE, N. J., September 27.—Frank H. Silliman,
vice-president of the Pardee-Ellenberger Co., Edi-
son jobbers: in Boston and New Haven, was a
visitor at the Edison Laboratories rccently upon
his return from a short visit to England.  Mr.
Silliman declares that the outlook for the biggest
year in the history of the Edison business is ex-
ceedingly bright throughout New England.

INCREASE CAPITAL TO $8,000,000

The Globe-Wernicke Co., Cincinnati, promi-
unent manufacturer of business furniture, talk-
ing machine record cabinets, etc., has increased
its capitalization from $3,500,000 to $8,000,000.

THE “TALKER” NOW IN BURLESQUE

Monster Machine Made the Basis for a Special
Scene in Bedini’s “Twinkle Toes”

Somc of the trade may consider it an honor
and others may regard it as a sign of degeneracy,
but the fact remains that the phonograph has
been made the basis of a special scene in a bur-
lesque show. The scene occurs in Bedini's
“Twinkle Toes,” now playing on the Columbia
wheel. A monster talking machine, finished in
gold, and built along the lines of a large Victrola,
occupies the center of the stage and through the
horn the various stars of the company sing while
the chorus, in greatly abbreviated costumes, troop
onto the stage through the doors at the bottom.
Each of the chorus girls is costumed to represent
a Red Seal record. The moanings of a jazz hand
on the stage give a distinctly modern touch to the
scene. The musical number featured is “Record
Girl of Mine.”

TO HANDLE VICTOR EXCLUSIVELY

The S. B. Davega Co., which operates a num-
ber of retail talking machinc stores in New
York, recently announced that it would in the
future handle the Victor Talking Machine Co.’s
products exclusively. Originally this organi-
zation was exclusive dealer for Victor products,
but during the last two years it has stocked a
number of other lines. S. B. Davega, head of
the firm, stated that just as soon as it was able
to dispose of other stocks than Victor, the new
arrangement would be placed upon a permanent
basis. s

William Swankhaus and Frank Curry have
joined the sales force of the talking machine de-
partment of the Stcwart Dry Goods Co., in
Louisville, Ky.

THE VOCALION ON THE COAST

Aeolian Co., of California, Establishing Some
Important Aecounts With Prominent Music
Houses in Pacific Coast Cities

San Francisco, CaL., October 1.—The wholesale
branch of the Aeolian Co. opened some months
ago at 455 Mission street to look after the
wholesale distribution of Vocalions, Vocalion
rccords and Melodee rolls, has been making an
excellent sales record under the management of
Horace M. Hull, who came direct from Aeolian
Hall, New York, to take charge. The branch,
Ly the way, has heen incorporated recently
under the name of the Aeolian Co. of California.

A numbcer of most substantial accounts have
been opened by the local company, accounts
that promise to put the Vocalion and the Melo-
dee roll on a high plane in Pacific Coast terri-
tory.

One of the most important of the ncw ac-
counts is that of Barker Bros., the prominent
music house of Ios Angeles, Cal, who are at
present featuring the Vocalion in a big way, not
only in their Los Angeles store, but in ‘their
Lranches in San Diego, Pomona, Fresno and
Long Beach. The Barker Bros. business rep-
resents one of the largest phonograph accounts
on the Coast. Thc company is advertising the
Vocalion most energetically in several cities in
which stores are maintained, using large space
and the sort of display that at once commands
attention.

Other new Vocalion dealers added to the rolls
rccently include the Meier C. Frank Co., Port-
land, Ore., which has opened an elaborate de-
partment in charge of Don Peyton, formerly
connected with Acolian Hall; the City of Paris
Store, in San Francisco, and Byron Mauzy, in
San Francisco and Oakland—in fact the Acolian-
Vocalion is steadily growing in favor.

Attractive-- Exclusive

Carry the Country by Storm
in an Avalanche of Fun

The ‘‘Phono-Movies” enliven the fun
while playing popular records.

Cleverly designed, brightly colored fig-
ures perform laughable stunts that create
unbounded merriment.

New--High-Class

Dancing Darky

The ‘‘Phono-Movies”” are enduring as a mirth-
provoking amusement device and every phonograph
owner is won over at once by the funny perform-
ance of these manikins as they dance to the music
of a lively record.

In addition to the three parts that comprise the
working device, THREE ‘““Phono-Movie’’ subjects

are included in each outfit.

Operated without attachments of any kind by any
disc phonograph and automatically adjusted.

Retail price $1.50

STOCK ON HAND FOR IMMEDIATE
DELIVERY

QUICK! Get your sample—Send coupon NOW to.

Commercial Art Shop - Covington, Ky.

Find enclosed $1.00 for which please send “‘Phono-Movie’’
sample outfit complete with three ‘‘Movies’’ and directlons,
by prepaid parcel post. Also give introductory proposition to

JOBBER

DEALER} Indicate which
AGENT
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VOCALION LATERAL RECORDS

Will build you the biggest and most profitable
phonograph business in your town

The FVocalion will stimulate your
business whether it is large or small

Write for interesting facts

STONE PIANO COMPANY

. Distributors ,//
MINNEAPOLIS,MINN. = — "\ FARGO,N.D. ~
¥ AN // Send
4 this for
,/ Information
Jobbers of the Celebrated ,/’ STONE PIANO CO.

,/° Minneapolis, Minn.

W T
. ,Lh!i‘ﬁﬂ'lli' g /'/ Send Vocalion literature
M E “’i’_ ,  and Agency proposition.

I//
- , Name....... -
MUsiC ROLLS L
. S StAte erenieieeeeecnreeeivenrenn ene —————
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Not a dry line in Bert Williams’ latest song
“Save a Little Dram for Me.” Hear him, too,
in “Lonesome Alimony Blues.” I's a wor-
ried colored man’s advice.
about a sinner. A-2979.

I’s a winner

Columbia Graphophone Co.
NEW YORK -
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SEPTEMBER EDISON ADVERTISING

Signor Friscoe’s Clever Act, Which Includes an
Edison Tone-Test, Featured in National Maga-
zine Copy for September—Is Well Arranged

The Edison magazine advertising for Septemn-
ber features in a most convincing way the big
time vaudeville act of Signor Friscoe, the noted
xylophonist, in the course of which he gives an
actual tone-test with his own Re-Creations on thc

New Edison.
Signor Friscoe’s act has been witnessed by hun-
dreds of thousands of people who comprise au-

half-million vaudeville-goers, a temptation that is
expected to convert many prospective purchasers
into Edison phonograph owners.

HAS NOVEL ADVERTISING IDEA

Manufacturer Willing to Take Chance on Elec-
tion to the Extent of Half of Selling Price of
His Instruments—Chance for the Politicians

LoursviLLe, Kv., October 4.—Among the recent
visitors to our city was a Western talking ma-
chine manufacturer who is decidedly a politician,
among other things. He is presenting a unique

proposal to the mem-
bers of the trade. Un-
der the plan the retailer
will receive from the
manufacturer a
ber of machines suffi-
cient to put the plan
over in that particular
territory. An advertis-
ing campaign -will be
conducted by the manu-
facturer and the instru-

nun-

to the public on terms

Edison September Ads Strike New Note

diences in the theatres of the Keith, Orpheum
and affiliated circuits, and its novelty has made
a strong impression in favor of the New Edison.
The featuring of the act through the medium of
magazine advertising will not only refresh the
memory of these theatregoers but will present
the facts to millions of others for the first time.
Edison advertisements are being created with
a view to getting people into_ Edison dealers’
stores and, in accomplishing this, they have been
very- successful. With the September advertise-
ment, in full swing, dealers are given the oppor-
tunity to offer to their customers a phonograph
exa‘ctvly like the one that has held spellbound a

of one-half cash with
the sale and the other
half due- when the election of Senator Har-
ding to the Presidency is officially announced.
If Governor Cox is elected the unpaid part of
the contract is automatically canceled and the
buyer becomes the owner of the talking ma-
chine. .

It is said that the manufacturer agrees to take
back all machines not sold by the dealer and pay
freight charges both ways. The manufactyrer in
question claims to have had great success with
his plan in the States where sentiment is in favor
of Cox. It will be intecresting to see how this
rather unusual advertising plan works out be-
fore election time.

ments will be offered -

A VISITOR FROM GUATEMALA

President of J. G. Salas & Co. Makes Arrange-
ments for Recording Music of His Native
Country in Its Natural Surroundings

Joaquin Garcia Salas, president of J. G. Salas
& Co., Guatemala, C. A. the leading talking
machine firm of that country, has during the
past few wecks been a visitor to this country.
While here he completed negotiations with one
of the large record manufacturing companies
for a complete record manufacturing outfit,
which he took back home with him. His com-
pany will make many of its own records, par-
ticularly those of the music and language of
its own people. It has felt quite a demand for -
such a product and the organization will now
be equipped to care for such sales.

F. M. PRESCOTT SAILS FOR EUROPE

F. M. Prescott of Riverdale, N. J., the well-
known inventor and specialist in record record-.
ing work, sailed for Europe on October 2. Mr.
Prescott will-be gone for two months, and while
primarily his trip is in connection with some
work for several European record manufactur-
ers .he will in addition look over and make a
study of the entire talking machine situation
in several of the capitals.

HOPKINS SPEAKS TO AD CLUB

George W. Hopkins, general sales manager of
the Columbia Graphophone Co., was one of the
principal speakers at the opening of the Fall and
Winter season of the Charter Oak Ad Club in
Hartford, Conn., on September 22. The topic of

_his address was advertising.

Every man prides “himself on his own judg-
ment. So never say anything against the goods
on which the prospect looks with favor, for you
will offend his judgment. '

FOUNDED 1835

the South.

" the right start.

A good start is half the game.

ARMSTRONG FURNITURE CO.

89 and 61 North Main Street

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

ARMSTRONG’S

Distributors

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

Memphis, Tenn.
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FEATURES FOREIGN RECORD FIELD

Dealer Service Department of Columbia Co.
Prepares Window Display With International
Characteristics—Attractively Arranged

alizing the unlimited sales possibilities in
. -
ew rs ¢

Co. during 3 1stantly

AT

the Columbia Graphophone Co. has designed a
window display of international characteristics.
This display consists of a large, elaborately il-
iustrated and brilliantly colored ceiterpiece

with two side wings, equipped to display two of
the international hearing room hangers which
of definite languages.

easel-backed cards provide for dis-
Columbia catalog in the languages

list records
Six small
play of the

U

been

particular language.
The Columbia
monthly- advertis-
ing campaign in be-
half of international
records extends tc

Columbia
more than sixty newspapers
in twenty-eight different languages, insuring a
constantly growing demand for these records.

In order that all Columbia dealers may take
he fullest advantage of their foreign language
possibilities, the Dealer Service department of

BALL BEARING
No obstruction
in the base

International Window Display

that the dealer wishes to teature. Two effective
record holder cut-out announcements that are
issued regularly on the first of the month invite
the prospective purchaser into the shop to hear
the records. All units are lithographed in full
colors, mounted on extra heavy cardboard stock

~ and equipped with supporting easels ready for

setting up in the window. An instruction sheet
giving full details for the arrangements oi the
display in the window is included with each set.

TO MAKE MACHINES IN TEXAS

The Dallas Phonograph Co. has been organiced
in Dallas, Tex., to manufacture talking machines.
T!.c company has a plant at 2012 Richardson ave-
nue, Dallas and is incorporated with capital stock
oi & 0. The officers are: President, G. S.
Maxwell: vice-president, T. M. Cullum. and sec-
retary treasurer, L. A. Crow. The Blue Bonnet
"Sales Co. has been organized in Dallas to dis-
tribute the company’s products.

NUSBAUM WITH LYRIC SALES CORP.

S. F. Nusbaum, formerly of the record depart-
ment of the Independent Talking Machine Co..
recently joined the staff of the Lyric Sales Corp.,
New York. distributors of Lyric records. Mr.
Nusbaum has had long experience in the record
field and for the past two vears has been very
closely connected with the trade in New York.

JOINS REMINGTON SALES FORCE

August H. Schulz is the latest addition to the
sales staff of the Remington Phonograph Corp.,
New York. He is a man of wide selling experi-
cnce. and on his first trip in the interests of the
Reming! vhonograph has succeeded in estab-
ishing a nummber of new exclusive agencies.

NEW VOCALION DEALERS UP-STATE

The Aeolian Co. announces that a number of
new retail agencies for the Vocalion and Vo-
calion records have been established in north-
ern New York State, the new Vocalion dealers
including F. R. Schmid, Watertown. N. Y., and
Charles M. Tait., Gouverneur, N. Y.

Jone — RICH
CLEAR * MELLOW
it does not Blast

CW.Howe & Company

21 East VVan Buren St.Chica&o-II .
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RELIEF AT LAST!!!

No more need for “Loud,” “Soft” and ‘“Medium”
needles—no more need for changing needles after

playmg one record

Jonofone

THE NEEDLE WITH THE FLEXIBLE POINT

HAS SOLVED THE PROBLEM

One TONOFONE will play 20 to 50 REC-
ORDS—any disc records ON ANY PHONO-

- GRAPH and reproduce the ORIGINAL TONE
PITCH and volume, be it LOUD, MEDIUM,
or SOFT.

and

THE POINT being FLEXIBLE and SOFTER
than the RECORDS, will neither WEAR NOR
INJURE THEM—in fact

THE NEEDLE WEARS — THE RECORDS DON’T

A Very High Authority Writes:

“l have found no needle which transmits the
full tone value of the record as does the
Tonofone. Its elimination of surface noise
and accurate reproduction makes it supreme
for demonstrating purposes.

INVESTIGATE

INVENTORS AND SOLE MANUFACTURERS
R. C. WADE CO.
110 SOUTH WABASH AVENUE
CHICACGO

PHONE RANDOLPH 2045
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NEW FREIGHT RATE ON NEEDLES

Walter S. Gray Arranges for Reduced Rates on
Needle Shipments—Will Benefit Dealers

Sax Fraxcisco, Car.,, October 3.—\Walter S.
Gray of this city. the well-known accessory man,
has just been instrumental in arranging for -a
reduction in freight rates which will benefit the
talking machine dealers on the Pacific Coast
thousands of dollars wvearly.

Last year Mr. Gray, by strenuous efforts, suc-
ceeded in getting the transcontinental freight
classification reduced from double first class to
first class, putting needles in the same class as
talking machines. ,The rate was-:reduced. from
$9.25 to $4.6215, and was an important factor
ir the reduction of needle prices.

This did not quite satisfy Mr. Gray, however,
for while it enabled him to supply dealers with
needles at lower prices than formerly, it still
remained a fact that on local shipments, both
on the Pacific Coast and the balance of the
country, needles were given double first-class
rzting. In other words, needles cost just twice

as much freight as the same weight of talking

machines. records or talking machine parts. Mr.
Gray believed that this ruling was illogical and
unfair, and with characteristic persistence kept
working on the job with the result that supple-
nient No. 7 issued by the Western Classifica-
tion Committee rules that all shipments of talk-
ing machine needles moving locally will be rated
at one-half of the previous rate.

VOCALION AGENCIES IN FAR WEST

Among the many néw - Aeolian-Vocalion
agencies established along the Pacific Coast by
the Aeolian Co. of California are included the
Hauschildt Music Co., Sacramento, Cal.; the S.
Sweet Co., Visalia. Cal.; Tuper & Reed, Berke-
ley. Cal.. and the Pierce Piano Co., Eureka, Cal.
All these concerns already have. or will estab-
lish, special departments in which to feature the
Vocalion.

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.

LONG CABINETS IN NEW YORK

Geo. A. Long Cabinet Co. Has Attractive Ex-
hibit at New York Furniture Exposition—
H. C. Naill in Charge of Display

The Geo. A. Long Cabinet Co., Hanover, Pa.
manufacturer of I,0ng record and player roll

cabinets, is_maintaining an attractive exhibit at
. for several years been an active member of the -

the New York Furniture Exposition, 45 West
Eighteenth street, New York, which opened a
few days ago, and which will continue up to
October 23. H. C. Naill is in attendance at the
exhibit, and inquiries have been received which
indicate that many out of town dealers will
place large orders for Long cabinets during the
course of the exposition.

The company is occupying space No. 216 at
this exposition and“a complete line of cabinets
is on display. Mr. Naill states that the demand

for. Long cabinets has increased steadily during -

the last few months, and the company has left
nothing undone to extend maximum co-opera-
tion to the dealers. The coming Winter promises
to bring a most active demand for record cab-
inets, and the Geo. A. Long Cabinet Co. is in
a splendid position to handle the requirements
of the trade, which is finding many uses for its

-product.

Coin-Operated

Elect(ic Phonographs
Earn Big Profits

Thousands of public
“places, amusement halls,
etc.,
machines.

Territory 1s now being
assigned to progressive
dealers and operators.

Elgptric Phonograph Co.,Kalamazoo, Mich.

need coin-operated

Are you able to
fill this demand?

THREE POPULAR TRADE MEMBERS

The.accompan_ving photograph may be in--

cluded in the aftermath of the Talking Machine
Men’s outing at Rye Beach a few weeks ago.
_ E¥ery member of the trio shown herewith is

well known in the New York trade, and they -

> all thoroughly enjoyed the dealers’ outing.
“Joe} Mayers. successful Victor dealer, has

Joe Mayers, “Ollie” Graffen, Irwin Kurtz

Talking Machine Men. Inc.,, and worked inde-
fatigably to make the recent outing a success. "
“Ollie” Graffen, of the local Columbia whole-
sale organization, is one of the veterans of the
trade, and numbers among his friends all of the

dealers in the metropolitan territory. Irwin
Kurtz, hardly needs any introduction

readers, for he is a foremost figure in all move-

- ments .pertaining to the betterment of the in-

dustry. Moreover, he is prominent in civic and
industrial affairs in the uptown residential dis-
trict.

CHANGES IN REPRESENTATIVES

A. A. Loeffler has recently been appointed by
the Doehler Die-Casting Co. as its Detroit repre-
sentative, succeeding F. C. Seeger, who will now
represent the company on the Pacific Coast, with
headquarters in San Francisco.

NEW QUARTERS IN WORCESTER

The pho‘n'ograph and record business of \W. A.
Burbank, of Worcester, Mass., has been moved to
23 Pearl street, that city, where it will be con-
ducted under the name of the Musical Supply Co.

The company carries several makes of talking -

machines and accessories, together with Pathé,
Gennett and Emerson records.

ROTTEN STONE

We are the only miners and manu-
facturers in this country of Rotten
Stone for use in Phonograph Record
making. QOur product is now in use
. by practically every record manu-
facturer in this country. We are also
hesdquarters 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

to our
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GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

25 West 45th Street - - New York
FACTORIES :— NEWARK, N. J. ELYRIA, O.
PUTNAM, CONN. SPRINGFIELD, MASS. KITCHENER, ONT.
CHICAGO TORONTO LONDON, ENG.

The Sensation of the Trade!

OKEH MOTOR with the
OKEH PLUSH TURNTABLE
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OKEH MOTOR No. 44

THE PERFECT PHONOGRAPH MOTOR

Silent Winding ‘. Silent Running

Ready for Delivery Order Now

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

25 West 45th Street a - New York
FACTORIES :— NEWARK, N. J. ELYRIA, O. L 9
PUTNAM, CONN. SPRINGFIELD, MASS. KITCHENER, ONT. » | ,

CHICAGO TORONTO LONDON, ENG.
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HOLD ELABORATE FORMAL OPENING

Concert and Banquet Features of the Dedica-
tion of the New Victor Store of Baim Bros.
& Friedberg, in Brooklyn, N. Y.

At the formal opening of the new store of
Baim Bros. & Friedberg, at 1430 St. John's
place, Brooklyn, lield on September 25, and re-
fcrred to clsewhere in The World this month,
the concert at which Monroe Silver, the clever
monologist, and the All-Star Trio was fea-
tured, attracted a crowd that packed thc store
throughout thc evening.

After the concert a number of special guests
were cntertaincd at a banquet at Reiser’s, those
prescnt including: Louis Baim, J. J. Davin, B.
Baim, H. A. Brcnnan, Otto Goldsmith, Harold
I. Sherman, David Friedberg, Annie Baim, A.
Rothwein, M. Baim, Jose C. Ehrlich, Anna
Friedberg, Helen Moskowitz, Blanche Eklund,
Anua Bushneal, Nathaniel Friedberg, William
Koch, Ruth Baim, Gertrude Blitzer, Elizabeth
Warters, Belle Nadler, Ph.D., Irving Feinson,
V. D, Irving Epstein, Van Epps Trio, Monroe
Silver, Nellic Chisholm, Jacob L. Rothwein,
William Blanck, Moe Baim, Max Schubert
and Fred Schlich. In addition to the New St.
Johin's place store, Baim Bros. & Friedberg also
operate stores at 1525 and at 1658 Pitkin ave-
nue, Brooklym:

WIN FIRST PRIZES AT STATE FAIR

The Sercnado Mfg. Co., Cedar Rapids, Ia.,
was advised recently by its dealer at Marion,
Ia, C. L. Cline, that he had been awarded the
blue ribbon at the county fair held in that city.
Mr. Clinc is closing an excellent business with
the Serenado line and his display at this fair
produced numerous sales iti addition to the
names of active prospects.

Karl Fisk, Serenado dealer at West Union,
Ta., recently displayed the line at the Fayette
County Fair held in that city and the display
provcd very successful. This fair is considered
the largest fair in the State of Iowa outside of
the State fair at Des Moines, and Mr. Fisk was
doubly pleased with his display because of the
fact that the Serenado was awarded the Dbluc
ribbon.

SEABURG MFG. CO.’S NEW PLANT

JamesTown, N. Y, October 5—The Seaburg
Mfg. Co. of this city, manufacturer of the
Librola talking machine, is now settled in its
new plant where it has ample facilities to handlc
the requirements of its dealers. The demand
for this instrument has steadily increased, and
in its new plant the Seaburg Mfg. Co. will be
_1n a position to ‘co-operate with the dealers to
the fullest extent. At the present time the com-
pany is working on several new period models,
which will be constructed similar to the No. 250
Queen Anne model that.has proven such a pop-
ular seller: These models will soon be ready
for the trade, and will be welcome additions to
the Librola linc.

They werc looking down into the depths of
the Grand Canyon.

“Do.you know,” asked the guide, “that it
took millions and millions of years for this great
abyss to.be carved out?”

“Well, well!” ejaculated the traveler, “I never
kn‘éw.' this was a Government job.”

NEEDLES

WE MANUFACTURE
Diamond needles for Edison

Sapphire needles for Edison
Sapphire needles for Pathe
in stock ready for delivery

MERMOD & CO., 874 Broadway, N. Y.

HERE is no other

phonographinwhich

so much care and atten-

tion is taken to get the
- tonal chamber right

—therefore, there is
no phonograph that can
compete with Harpo-
nola for full-throated
tone and faithful repro-
duction of every note at
its exact musical value.

Remove Harponola’s
grille and note the al-
luringly beautiful finish
of the ideally resonant
horn of golden spruce.

This is merely one
detail of Harponola
superiority. Only one
reason why this is the
phonograph for you to
use in building a bigger
business.

THE HARPONOLA CO.

101 MERCELINA PARK .
CELINA, OHIO

EDMUND BRANDTS, President

Write for our special proposition on
Harponola Phonographs and OkeH
Records.

 Ghe
- PHONOGRAPH
q WIith the .
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ONGSRAPH Ly
DEL MFg.co.CHICASS,

TRADE maRK REC

Put Your Efforts
Behind this Line

Merit always wins. Merit alone has given the MANDEL
line a dominating place in the phonograph field.

The MANDEL Phonograph is not made just to sell. It is
Luilt to satisfy the ultimate owner—built to perform

| efficiently, and to give the pleasure and satisfaction that the é

FEip e abpgemnilgun e ome

owner has a right to expect.

The MANDEL Phonograph is not merely assembled. Each
component part is made in the NIANDEL factory for the

MANDEIL Phonograph. FEach operation is supervised by

. QB o . N ~
an expert in his line. And the result is a phonograph that \-‘9:}?\}37
embodies the best principles known in modern talking ma- %{‘bo\v
o e < % )f
chine construction. \w A

2T,

Dealers and Jobbers who are seeking larger fields will find =

it to their interest to investigate the MANDIEL Line of high E
g

grade instruments.

Put vour efforts behind this line. It will earn big money
for you because it will earn the good will of vout customers.

Write to-day!

Mandel Manufacturing Company
501-511 South Laflin Street Chicago, Ill.
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REAL REPAIR SERVICE FOR DEALERS

Stewart Talking Machine Co., Indianapolis,
Operates Fleet of Repair Cars, Each Car in
Charge of a Competent Mechanician

Inpranaroris, Inp, October 2.—The repair service
department of the Stewart Talking Machine
Co., which has already been rcferred to in these
columns, has developed into a most important
feature of the company’s business, and the Vic-
tor dealers in this territory are taking full ad-
vantage of the service that is thus offered to
them.

Two service cars and a truck arc continu-
ously at the command of the seven Victor deal-
crs in Indianapolis and each car is operated by
a man who is capable of making any sort of a

MAGNAYOX FOR BYRON MAUZY

!
San Francisco House Takes Agency for Sound
Amplifying Device Which Has Attracted At-
tention at Public Céremonies Recently

San Fraxcisco, CaL.,, October 4.—Byron Mauzy
has taken the agency for the Magnavox, or the
Great Distance Telemegafone which has ma-
terialized the dreams of thc imaginative writers.
The Magnavox instruments will pick up music,
voice or any other desired sound and fling it
forth in practically limitless volune. It is not
a new and untried instrument, having been used
successfully by some of the most prominent men
and women of the world. President Wilson,
facing a vast outdoor audience in the huge
stadium in San Diego, with Magnavox Tele-
megafones, easily

-

i *l
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" spoke to 50,000 people
on September 19, 1919.
This gathering of 50,-
000 was by far the
largest number of peoplc
ever brought within ac-
tual hearing range of a

single human voice. In
the month of April,
1920, thc Prince of

Wales, during his stay
in California, duplicated
the President Wilson
performance and 30,000

Victrola repair, being thoroughly schooled -

the most difficult kind of work

When a Victor dealer gets a call from one of
his customers asking for the oiling of a motor
or the repairing of a broken cabinet he calls the
Stewart Servicc department immediately. A
repairman is dispatched to answecr the call, per-
forming the service at \actual cost, which is far
beneath that which would have to be paid to
any other organization of mechanics. It means,
virtually, equipping every Victor dealer in thc
city with a competent rcpair dcpartment witlh-
out the expense and anunoyance of creating such
a department in each retail store.

Fach servicc car is equipped with a work
bench, electric light and tools for any kind of
work that may be required. The zone map of
the city is divided for each dealer so that at a
glance he can detcrmine the cost of ordering a
Stewart Service truck to any scction of his local
territory. B

CONTESTS I:ZLECTION OWING TO JAZZ

Houston, TEX., September 30.—Jazz is an “undue
influence” in a well-ordered primary election,
thinks Ira C. Matthews, of Goose Creek, de-
feated by John S. Martin of the same town for
County Commissioncr in the election recently.

Matthews has filed a contcst asking that the
nomination of Martin be declared annulled by
the District Court. His principal complaint is
that Martin stationed a negro jazz band within
less than 100 feet of the polling place in Goose
Creck and conducted an all-day vaudeville show
for the delectation of voters. It was the Goose
Creck box that gave Martin his victory.

BELL HOOD NEEDLE DEMAND GROWS

Niw Haven, Conn., October 1.—The Bell Hood
Needle Co., of this city, reports the demand
for the Bell Hood semi-permanent needle con-
tinuing strongly from all scctions of the coun-
try, with perhaps the heavicst demand com-
ing from its rcprescntatives in the West and
Middle West. A campaign on these semi-per-
manent necdles was inaugurated several months
ago, which has met with very favorable re-
sults.

M. Steinert & Sons Co. have fcaturcd a win-
dow display of these needles in their Church
strcet warerooms for several weeks past. The
sales records show that the demand f{or Bcll
Hood needles is phenomenal.

Stewart Co.’s Service Cars for Facilitating Repair Work

people. enjoyed listening
to the Prince’s words.
As a qmatter of record a- vastly larger crowd
could havc heard both the President and the Prince
of Wales, for thc audible distancc was more than
half a mile from where they stood and spoke.
The Magnavox is decstined to play an important
role in the affairs of mankind in time to come and
it is already rankcd with the greatest inventions
of all time. By aid of this instrument and a
hundred-foot cable, Byron Mauzy is playing thc
record “Whispering” inside the store and having it
reproduced on the street for the Dbenefit of the
public.

AN OKLAHOMA INCORPORATION

The Oklahoma Phonograph Co., Oklahoma
City, Okla, has been incorporated with a capital
of $25,000. The incorporators are A. H. Smith,
S. L. Harris and J. R. Spielman.

! ‘ FOR YOUR"I

PHONOGRAPH

Made in Our
Watch Oil

DEPARTMENT

which for half a century
has made 80% of all the
watch, cloek and chronom-
eter oil used in America.

The Best Oil For Any Talking Machine

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

Colorless, Odorless and Stainless.

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

NYOILSis put’up’in 1-0z., 3%-0z. and 8-o0z. Bottles
andain Quart and Gallon Cans.
For Sale by all Talking Machine Supplies Dealers

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

JOINS S. B. DAVEGA SALES STAFF

A recent addition to the sales staff of the-
Davega Co., Victor dealer, at 125 West
125th street, New York,
is Miss Dorothy Birns,
nicce of Sol. Birns, the
well-known New York
dealer. Miss Birns has
had several ycars' expe-
rience in the retail field,
and is considered one of
the most successful mem-
bers of the local retail
trade. She is thoroughly
familiar with the Victor
| field and is a valuable ad-
I‘f . | junct to the Davega sales
organization. The pic-
ture shows her with
one of her best friends.

S, B

(30

Miss Dorothy Birns

The Vero Graf Talking Machine Co., Inc,,
New York, filed a petition of voluntary dis-
solution at Albany.

1514 Broadway

ERANK CROXTON

In Concert and Entertainment
Personal Appearance of

Eight Popular Victor

Favorites on One Program
A live attraction for live dealers and jobbers
Bookings now for seasony1920-1921
Sample program and paniculars upon request

P. W. SIMON, Manager

New York City

FRED VAN EPS'

N NIRESR IR EROERRARAGH

FONROE SILVER

JOHN MEYERS

_ Famous Ensembles including

Campbell & Burr - Sterling Trio - Peerless Quartet
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Hear Florence Macbeth’s coloratura caden-
za in “Villanelle” and Gounod’s operatic
aria “The Waltz Song” from Romeo et
Juliette. Get ready for the calls. A-6163.

~2555”

Columbia Graphophone Co,

NEW YORK

—————

0CCUPY REMODELED QUARTERS

Snyder Piano Co. Now Operates a Most At-
tractive Aeolian-Vocalion Department

New CastLE, PA., October 2.—The Snyder Piano
Co.. this city, are now settled in thcir handsomely
remodeled quarters in the Opera House Building
on Mercer strcet, where they have excellent fa-

also connected with the W. F. Frederick Piano
Co. and the McMahon Piano Co.

The Snyder Co. has had particular success with
the Vocalion, which is featured in a big way.

FOLLOWING THE DOCTOR’S ORDERS .

Speaking of jazz music which without doubt
has a strong appeal to the American public,-a

L~ =i

Aceolian-Vocalion Department of the Snyder Piano Co., New Castle, Fa.

cilitics for handling their steadily increasing busi-
ness. R

Thc store was opened on September 1 of last
year, and met with such success that last Spring
it was nccessary to rent the adjoining storeroom.
The basemcnt of thc original store was remodeled
and fitted up in handsome shape to house the
Aeolian-Vocalion department, which is undcr the
managcment of Mrs. Snyder, who formerly was
connccted with the W. F. Frederick Piano Co. in
Pittsburgh, and most recently had charge of the
talking machine dcpartment of thc McMahon
Piano Co. at Youngstown, O. Mr. Snyder was

writer in Along Broadway, tells of a doctor in
New York who bclieves it helps keep his wait-
ing patients cheerful. This physician said:

“I've watched the crowds in my waiting room
and it is most remarkable how music affects
them. I've seen ten or a dozen people sitting

in the room all staring at the floor or out of

thc window and getting more morose every min-
ute, when suddenly my daughters would start
singing and playing. Almost immediately the
atmosphcre of the waiting room changes from
gloom to joy. My daughters are instructed to
play only thc latest airs, the jazzier the better.

SEND SPEECHES BY RADIO PHONE

Forty-two Cities Will Hear Addresses Given by
Engineers at Anniversary Celebration

Transmission of set speeches simultaneously
by radio telephone to forty-two widely scattered
cities will be attempted on November 5, when
State branches of the American Society of Me-
chanical Engineers meet to celebrate the fortieth
anniversary of the founding of the organization.
Electrical and mechanical engineers have in-
formed the executive committee of the society
that the science of wireless telephony has pro-
gressed so rapidly in the last year that the feat
will be entirely feasible.

The speeches will be scattered through the
air from Boston on the Atlantic to San Fran-
cisco on the Pacific and two-score of interven-
ing cities. Professor H. V. Bozell is aiding in
the plans for the feat. and negotiations have
progressed favorably for the use of the two
great Government radio stations at Arlington
and Fort Leavenworth.

Among the speakers whose remarks will be
sent by radio telephone are Herbert Hoover,
president of the American Institute of Mining
and Metallurgical Engineers; Arthur P. Davis,
president of the American Society of Civil En-
gineers and chief engineer of the United States
Reclamation Service; Arthur W. Berresford,
bead of the American Institute of Electrical
Engineers, and Fred J. Miller, president of the
Mechanical Engineers.

TAKES ON AEOLIAN-YOCALION LINE

Announcement has been made by the Paul,
Pickerill Music Co., Evansville, Ind., of the tak-
ing over of the interests of C. A. Paul, who is no
longer connected with this .irm. The present
quarters of the company are being remodeled to
make room for the increase of business incident
to the taking on of the Aeolian-Vocalion line.
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Our Complete Stocks of
merson Record
assure prompt service and quick deliveries

Western ITowa and Nebraska Dealers
TODAY for this Agency

CARPENTER PAPER COMPANY

OMAHA

Write

Distributors

NEBRASKA
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The finest reproducmg '

phonograph in the world

UILT along artistic, harmonious

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

Model 506 - $295.00

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

The masterful artistry of living genius
finds in the Steger its most faithful
medium of expression. Every beauty
of score, every delicate shading of sound
isas exact in its rich quality as if emanat-
ing direct from artist or instrument.
It plays all records correctly.

This marvelous fidelity to original tone
value is chiefly attributable to the pat-
ented Steger tone-arm and tone-cham-
ber, triumphs of human ingenuity

and skill.

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

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

Desirable territory open. Write for the Steger
proposstion today.

STEGER & SONS Conpany

Steger" Building, Chicago, lll.

N Model 503 - $165.00

Model 509 - $235.00 S . ’ . Model 510 - $290.00
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EMERSON
Plronograph
Standard Model 20
Mabogany

Golden Oak

Fumed Oak

with Emerson Music
Master Horn, Emer-
son Fbhrush-Throat
Univernal Tone Arm;
Emerson True Tonc
Reproducer; Emerson
Npecial Gold-Edge
Clamp-Ring Turn
Tadle; Emerson New
Style Patented 255t
Century Filing Sys.
tem; Emerson Perfeet
“Tone Control; Emer-
son Flash Motorboard.
Other Emerson
Models, whth Emerson
Masic Master Horn,

£80 10 §1 000,

‘Emerson,
Records and
Pho.

. Saturday Evening Post
ISSUE OF OCTOBER 16th

i on advertisement will occupy a
;:i? ;E:a[g:.rslt’s an ad that calls attention to
itself. Queer picture, to begin \V(l‘th! 1’\’
band -‘shell” ] What’s a band-"'shell,
anyhow? Let’s find out—maybe it tells
‘0 the ad. Presto—first thing you know

THE SATURDAY EVENING POST

The Rounded Dome-of the-Band Shell”

-
(&

NE"_XT TIAE you hear an open-air con-
cert, note particularly the band “shell”—its con-
cave, rounded dome—the sweeping, circular lines
of its back wall.

Never straight, never angular, never flat—
always curving, always rounded, always circular.

Have you ever wondered why?

Thhe reason is scientific—involving the troub-
lesome problem of outdoor acoustics.*

If the lines of the band “shell” were straight,
plane, right-angled, the music would reach the
ears of the favored few— that part of the audience
scated nearest the stage. The enjoyment of those
farther off would be materially lessened.

By curving the walls and ceiling of the band
«shell”, the music is amplified. Reflex sounds .
are eliminated. The music is sent out to the
hearers in a smooth, steady stream—not gathered
together and flung at them in_a confused,
echo-y heap.

The proven principle of the curving, rounded
band ‘shell” is the principle of the curving,
rounded Emerson Music Master Horn.

Every Emerson Phonograph delivers full,
round, voluminous tone, because every Emerson
Phonograph is equipped with the Emerson Music
Master Horn.  And the Emerson Music Master
Horn is fashioned of seasoned, kiln-dried,rounded,
vibrant spruce,— solid spruce, not veneered.

Hear the Emerson Phonograph. Note how
pure and clear the tone is—how full and round.
Notice the absence of annoying echoes—the
smooth, round quality of each note which flows
from the round, flaring, trumpet-like mouth of
the Emerson Music Master Horn.

*Elementary Treatise on’ Physics (Garoi ) Pages 194-5.

The full line of Emerson Phonographs is shown and described in
our loose-leaf catalog, a copy of which will be sent you, on request.
In it is exphined briefly the natural principle underlying the Emerson
Music Master Horn.

EMERSON PHONOGRAPH CoO., INC.

NEW YORK CHICAGO
206 Fifth Ave, 51§ So. Wabash Ave.

A s s e o b s s S

Malders of
Standard Emerwon 2o-inch
Gold Seal Records

== WITH THE EMERSON MUSIC MASTER HORN g ‘p

he (or she) is half-way through the copy
and has been reminded that the Emerson
Music Master Horn 1s round, because
round tone is only possible with a horn
shaped round, like a trumpet. \tht}SI' a
couple of million people making t at1 is-
covery at about the same time, something
interesting is surely going to happen.

[t’s got to!
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| Disc Record
Manufacturers

ATTENTION

[f you are not satisfied with
your product—

If some part of the manu-
facture needs perfection—

Let me help you.

[ was the pioneer to intro-
duce the present disc rec-
ord into Europe in 1901.
Successful factories were
erected in England, France,
Spain, Germany, Austria,
and Brazil under my man-
agement. | know the record
business from A to Z, and
can straighten out your

difficulties.

The present system of per-
manent masters was per-
fected in my laboratories in

1904 and has never been

improved upon.

The double- sided record
was my patent and brought

out in 1903.

If you want the best to be
had in recording machines;
if you want the latest devel-
opment in pressing records
from shells; if you want in-
creased record production
in power-driven presses
—I can help you.

Complete installations
taken charge of

F. M. PRESCOTT

RIVERDALE, N. J.

Phone
No. 2 Pompton Lakes
N. L N. L.

Telegrams
Prescott, Pompton Lakes

DEMAND KEEPING UP IN THE SOUTH

Retailers in Atlanta District Report That Sales
Are Keeping Up Well and on Good Terms,
Despite Unfavorable Crop Conditions—Those
Who Are Active at Present in the Field

ATLANTA, GA,, October 5.—Despite the somewhat
unfavorable conditions existing in the South at
present following the slump in the price of cotton,
unseasonable weather for crops and other
troubles, the talking machine trade in this city
report a continued satisfactory business in talk-
ing machines and records.

The Delpheon Shop through Mr. Wilson, firm
partner, states that business in Columbia Grafo-
nolas and records is continuing in quite a satis-
factory volume. First payments on lease
contracts are good, the cash record business is
larger than a year ago, and this house is bene-
fiting by a stock ninety per cent complete being

carried by the local Columbia wholesale branch in -

records. The supply of Columbia Grafonolas is
adequate at present for all requirements. This
firm stands among the first two or thrce in vol-
ume of record sales in the city, and is active,
aggressive and growing.

The Carroll Furniture Co., Brunswick dealers,
through E. E. Thornton, department manager,
reports that it has done the largest single month’s
business in its Brunswick department this year,
and there were during the month four days

“larger than any similar period in the year. This

company is using considerable space in the local
papers and the talking machine department is
benefiting thereby. An enthusiastic reception
on the part of the public is apparent for the
Brunswick, and sales of the models from $250 up
are running in greater proportion than is usual.
This firm expects to remodel its entire furniture
store i the immediate future and a new, up-to-
date talking machine department will be installed.
Phonographs, Inc., Edison jobbers, and owners
of the Edison Shop, are understood to be doing an
excellent business. The Edison is firmly estab-
lished in the opinion of the people, and the output
of the New Edison is reaching into new figures.
The Phillips & Crew Piano Co., the oldest
Victor dealer in Georgia, now operates three
stores in Atlanta, Savannah and Greenville, S. C.
Its business is in excellent condition and it is
growing and progressing with the growth of the
South. It was written in this column recently

that the Phillips & Crew Co. sold the Victor line’

in its Greenville, S. C,, store. This was an error,
as its store at that place handles the Columbia
Grafonola and Columbia records.

The Southern Emerson Co., concerning whom
articles have appeared in this column before, is
actively soliciting new accounts in the State of
Georgia, and recently had a full-page advertise-
ment grouped about its various dealers in this
vicinity. It is understood that it will as rapidly
as possiblc develop other Southern States, and
hopes to begin delivery of the Emerson phono-
graph about October 15. The record plant of
this company here will be in operation in the
near future.

The Brunswick, Victor, Columbia, Edison,
Sonora, Pathé, Steger, Paramount and the Emer-
son record jobbers or distributors are all busy
receiving and delivering merchandise for the Fall
and holiday trade.

JOHN G. CORLEY RECOVERING

Word comes from Richmond, Va., that John
G. Corley, head of the Corley Co., that city, and
past president of the National Association of
Music Merchants, is slowly recovering from a
serious illness, from which he suffered for about
three weeks, and is now considered out of
danger.

The name of the Invicta Phonograph & Rec-
ord Co.,, New York, has been changed to the
Standard Phonograph Co., and the capital stock
of the company incredsed from $600,000 to
$3,000,000. -
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BLANDIN

S pianos and violins
varyin tone ability,

so do phonographs. The
reproducing ability of
the Blandin Phonograph
is controlled by its sound
chambers. You will un-
derstand why it is ad-
vancing to a leadership
when you hear a piano,

violin or voice repro-
duced on this instru-
ment.

Racine Phonograph Co., Inc.

RACINE, WISCONSIN.

TO OCCUPY LARGER QUARTERS

The Columbia Mantel Co., manufacturcr of
the Recordion talking machine, will occupy ncw
and larger quartcrs at the corner of Powers
street and Graham avenue, Brooklyn, on or
about November 1 of this year. The new loca-
tion is only several blocks distant from the
former factory of the company. At the exccu-
tive offices of the Columbia Mantel Co. it was
stated that the increasing demand for Recor-
dions made this change nccessary. The new
plant is entirely up-to-date in every way and
will contribute materially towards the high-
est class of workmanship. Tt is stated that the
inanagement of the company will remain the
same, with W. A. Andresen, prcsident, and C.
H. Gudegast, secretary.
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Quality

THE A RK OF

AND SATISFACTION
They Talk For Themselves

IMICO MICA DIAPHRAGMS

N\ CITY TO DISCUSS YOUR SOUND BOX PROBLEMS WITH
MICA PRODUCTS

SERVICE

Phonographically Speaking

WE WILL BE MOST HAPPY TO HAVE ONE OF OUR
REI'RESENTATIVES, WHO ARE ALL PRACTICAL REPRO-
DUCTION EXPERTS, CALL ON YOU WHEN NEXT IN YOUR

INTERNATIONAL MICA COMPANY

PHILADELPHIA, PA., U.S.A.

3iTH AND BRANDYWINE STS,, MONTREAL, WALTER S. GRAY, CHICAGO, 1228 FILBERT ST.,
WEST PHILA,, PA, CANADA, SAN FRANCISCO, CAL. ILLINOIS. PHILADELPHIA, PA,
OUR VERY ADEQUATE AND EXTENSIVE MINING AND MANUFACTURING FACILITIES ARE EQUALLY AT YOUR DISPOSAL. KINDLY FAVOL -
US WITH THE OPPORTUNITY TO FURTHER ILLUSTRATE THE XNECESSARY SUPERIORITY OF DIICO PRODUCTS AND QUOTATIONS, WHICH
HAS MADE IT POSSIBLE TO SUPPLY IMICO PRODUCTS TO PRACTICALLY ALL OF THE LARGER TALKING MACHINE AND ELECTRICAL
MANUFACTURERS. REMEMBER THE “RUSH"—BE PREPARED THIS TIME. RITE—RITE NOW AND ELIMINATE YOUR DIAPHRAGM DIFFICUL-
TIES. JAMES A. CRABTREE, PRESIDENT OF OUR COMPANY, WILL SHORTLY RETURN FROM EUROPE WITII A WEALTH OF INFORMATION

YOU, UPON RECEIPT OF YOUR REQUEST SO TQO DO. WE
b/ \RE “MORE THAN MERELY SELLERS.”

FACTORY AND SALES DEPT., REl’kESENTATl\'E REPRESENTATIVE EXECUTIVE DEPT,,
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CONCERXNING THE TALKING MACIINE INDUSTRY

POSAL OF THE INDUSTRY HERE.

ABROAD,

WHICH INFORMATION WE SHALL BE PLEASED TO PLACE AT THE DIS-

“IMICO’ and “SERVICE’ are SYNONYMOUS
RESULTFUL CONFERENCE OF VICTOR CO. TRAVELERS

Full Week Given Over to Meetings of the Staff of the Victor Co. Traveling Department at Head- »
in Camden—Enthusiasm Over Increased Facilities of Great Plant

quarters

PHiLApELPHIA, PA., October 4—During the early
part of September the Victory factory at Cam-
den entertained the entire personnel of the
traveling department of the Victor Co. and
every day of the week was filled to the brim
with good times for everyone. The conferences
took up the entire week, the sessions covering
a greater period of time than ever before in
order that the great strides in the production of
the Victor product might be fully realized and
appreciated by all the travelers. Daily business
sessions were held in the Administration Build-
ing at Camden, N. J., and a noticeable feature
of these gatherings was the spirit of good-fel-
lowship evidenced on all sides. Many visitors
took occasion to comment favorably on this
opportunity to get better acquainted with their
co-workers and the business sessions proved
beyond any doubt that the whole number of
Victor workers was welded together toward a
common end.

The first day of the week was spent in a
tour of inspection of the plant and the vast re-
sources of the storehouses. It was on this trip
that the real evidences of the growth of the
Victor Talking Machine Co. in the past year
were brought home to the visitors with striking
force. To see before them the results of one
day’s factory production made a distinct impres-
sion and told truths in a clearer way than hours
of narrative could have dome. The vast lum-
ber yard, where is stored more than $7,000,000
worth of lumber for the Victor cabinets, was a
source of interest to all the visitors who were
viloted through the many paths by E. E. Schu-
maker, one of the directors of the Victor Co.
and supcrvisor of purchases. He explained
the policy of the Victor Co. in holding such
quantities of raw material in reserve in order
that the output of Victrolas might not be in-
terrupted by fluctuations in the market and in
lie sources of supply. Uncertainty in both
transportation aiwd supply these days makes huge
1eserves necessary, he pointed out.

On cach day of the week the travelers were
assembled to hear talks by officials of the com-
pany outlining new or established policies, and
by heads of the various departments who spoke
in an inspiring manner about their work, ex-
plaining the duty of every Victor man to main-
tain the standard set by the slogan of “Victor
Supremacy.” As a result of these daily meet-
mgs the travelers felt ready to carry out new
and more inteusive plans for the coming ycar's
work in every part of the country.

While business was much in evidence, fun
was by no means forgotten and the travelers
had ample opportunity to indulge in their
favorite sports. On Wednesday afternoon a
large gallery followed the golf tournament held
ou the links at Cobb’s Creek Park, Philadelphia.
The winner of first honors was C. Lloyd Eg-
ner, who displayed remarkable form and even
negotiated the difficult fourth hole in two. Fol-
lowing the tournament dinner was served in
the club house and this in turn was followed
by a theatre party to see the popular Geo. M.
Cohan musical comedy, “Mary,” which is win-
ning laurels for itself on its devious way to
Broadway.

The Victor Co. tendered its guests a dinner on
Friday evening at the Bellevue-Stratford Hotel.
The affair took place in the North Garden on
the roof of the hotel and was preceded by an

informal reception held by Ralph L. Freeman,
director of distribution. Mr. Freeman dis-
cussed with the travelers the problems of his
department and outlined the plans by which
the company hopes to increase the efficiency of
the distributing machinery.

Musical entertainment was furnished by sev-
eral of the popular Victor artists, among them
being Billy Murray, Ralph Bingham and others.
The travelers theinselves were not to be out-
done by their professional friends and several
volunteers did their stunts and brought forth
loud applause from their friendly audience.

At the close of the week of activity and pleas-
ure a hearty vote of thanks was given to Trav-
eling Department Manager Harry A. Beach and
his assistants, C. Lloyd Egner, W. G. Garlan
and W. E.”Witham.

MADE DISPLAY AT COUNTY FAIR

J. H. Mitchell had an elaborate display of
Tathé phonographs and records at the fair held
in Hornell, N. Y., recently.

CABINET

- WE CAN
SHIP
IMMEDIATELY
LARGE
or
SMALL
QUANTITIES

~

For Descriptive Matter Address

FUEHR & STEMMER PIANO CO., 2701 So. Wells St., Chicago

WITH OR WITHOUT
EQUIPMENT

These High Grade
Cabinets, made in
Mahogany,Walnut
and Oak, built up
to the standard for
which our product
1s noted
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Okzk Records

To Hear i1sTo Buy!

Mamie Smith

Singer of

“BLUES”

The music of so new
a flavor

Exclusive

Artist

4113 {THAT THING CALLED LOVE. . . . . Mamie Smith with Orchestra
10-1n.

$1.00 { YOU CAN'T KEEP A GOOD MAN DOWN . Mamie Smith with Orchestra
4169 J CRAZY BLUES—Popular “Blues” Song . Mamie Smith and Her Jazz Hounds
10-in.4 IT’S RIGHT HERE FOR YOU (If You Don’t Get It—’Taint No Fault
$1.00 | O’Mine) . . - . . Mamie Smith and Her Jazz Hounds

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

25 West 45th Street, New York City, N. Y.

Factories: Newark, N.J. Elyria, Ohio Putnam, Conn. Springfield, Mass. Kitchener, Ont.
Branch Offices: Chicago, lll. Toronto, Can. London, Eng.
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WINDOW DISPLAY FEATURING:TWELFTH OKEH BULLETIN

The accompanying illustration features the
window display prepared by Einson Litho, Inc.,

but have produced tangible sales results for the

dealers—a point worthy of consideration.

in connection with the
twelfth  bulletin  of
Okeh records,
which the General

Vo D

Phonograph Corp. is
now sending to its
dealers. This display
features new standard
Okeh records, includ-
ing renditions of fa-

mous old melodies
that will always re-
tain their popularity.

The color scheme is
a medley of attractive
designs that will show
up to advantage in the
dealer’s window. Ein-
son Litho, Inc, has
prepared a series of
exceptionally attrac-
tive displays for Okeh
records that are being
used generally by
Okeh dealers every-
where. They have not
only attracted the at-
tention of passersby,

Special Okeh Window Featuring Late Record Supplement

REPORTS UNUSUAL PROGRESS -

Sax Francisco, CAL., October 3.—The Mercantile
Finance Co. of this city, which is handling com-
mercial paper and collateral loans, is growing
rapidly, and the officers of the company stated
recently that the demand for the company’s
stock has increased so tremendously that the
price of the stock is now $1.50 per share, where-
as last July it was selling at $1 per share.

W. A. Miller, secretary of the company, states
that this increase of 50 per cent in such a short
while may well be considered remarkable, but

that the earnings of the company have more
than warranted this increase, and within a short
time the price of the stock will probably go
higher<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>