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- Victrola

REG. U.S. PAT. OFF.

The word “Victrola” as well as the picture “His
Master’s Voice” is an exclusive trademark of the
Victor Talking Machine Company. Being registered
trademarks they cannot lawfully be applied to other
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than Victor products.

-

“HIS MASTER S VOICE"

Victor Talking Machine Company, Camden, N..J.

Entered as second-class matter May 2, 1905, at the post office at New York, N. Y. under the act of Congress of March 3, 1879
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Queen Anne Baby Grand
$250 $200

The Nation’s Family
Christmas Gaft

THE INSTRUMENT OF QUALITY /Z/—

Every Sonora sold by a dealer during the coming holidays is going
to mean many new friends for years to come.

Sonora is the happiness-bringing Christmas gift, because of its
splendid, tried and true guality. Of all purchases the Christmas gift
should be the most carefully selected—it must bring satisfaction.

That is why hundreds of thousands who have heard of Sonora’s
beautiful, matchless tone—who are reading the advertisements of
Sonora popular models—who recognize the wonderful price advan-
tages of this great instrument—are making Sonora the Christmas gift

supreme.

A Sonora agency is the Christmas Gift you should make to your-
self—NOW. Deliveries can be had if you order promptly. Write or
wire today.

Sonora Phonograph Company, Inc.

GEO. E. BRIGHTSON, President
279 BROADWAY, NEW YORK

Csanadian Distributors: Sonora Phonograph, Ltd., Torosto

““The Highest Class Talking Machine in the World.”’
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Price Twenty-five Cents

OPENS MANY NEW SONORA ACCOUNTS

Griffith Piano Co., Sonora Distributor, of
Newark, N. J., Places Sonora With Live
Dealers—Intensive Drive Now Under Way

NewaArk, N. J., November 8.—The Griffith Piano
Co., Sonora wholesaler for the State of New
Jersey, is extremely busy at this time taking
care of Sonora dealers throughout the State.
Plans formulated a short time ago which called
for an intensive campaign are now bearing fruit
and very gratifying results in sales of all models
of Sonora phonographs are being enjoyed. Her-
bert Young, who has been doing special work
for this progressive wholesaler, and who recently
joined the organization, is spending considerable
time with dealers everywhere, helping them
make plans for the holiday rush and putting
their stores in first-class shape. This service
is keenly appreciated by Sonora dealers, who
have been materially helped in many ways.

Mr. Young in his trips around the State has
found dealers very optimistic concerning busi-
ness this Winter and prophesies one of the most
prosperous seasons on record. Sales of all
Sonora models have been very gratifying and
especially so has this been true in the sales of
the Marquette, Lafayette and Queen Anne
models, which were recently added to the
Sonora catalog.

Several new Sonora dealers have been estab-
lished, including H. Pinsky & Son Co., which
conducts a live talking machine store on Broad-
way, Camden, N. J. This new account is one
of the largest yet secured by the company and
in a short time will be housed in a large new
store which Mr. Pinsky is erecting a few blocks
from his present location. A complcte line of
Sonora models has been installed by Mr. Pinsky,
who is engaged in a vigorous sales drive. The
Sonora was featured by him in a very attractive
window display, which created considerable in-
terest. Other new dealers are Fred Michaelis,
who has conducted a talking machine business
for some time past on Jackson street, Jersey
City, and the Hyde Music Shop, 366 Central
avenue, Jersey City; Weeguahic Music Shop, at
100174 Bergen avenue, Newark, which has taken
on the complete Sonora line. This concern was
introduced to the Newark public by an informal
opening, which was attended by a large number
of people. F. Allen, of the Griffith Piano Co.,
accompanied by Herbert Young, were in charge
of the opening. Another dealer opened recently
is the store conducted by A. Renenschneider, of
this city. This store carried a very attractive win-
dow display, resulting in the sale of a Queen
Anne $250 Sonora model and an Imperial $150.
Attractive literature was distributed to a large
number of persons and numbers of the Sonora
walking dolls were given away.

GERALDINE FARRAR’S RECITAL TOUR

Geraldine Farrar, famous Victor artist, started
on a concert tour last month, appearing in a
number of cities, among them Portland, Ore,,
where Victor dealers took advantage of her
appearance to feature her recordings for the
Victor Co. Victor dealers in other cities where
the artist is scheduled to sing should take advan-
tage of this opportunity of tying up with Miss
Farrar in advertising and window displays, thus
profiting from her appearance.

CROSBY BROS. REMODELING STORE

TorEkA, KaN.,, November 2.—Crosby Bros. de-
partment store is improving its music depart-
ment by thorough reorganization and remodel-
ing. The phonograph department, in which
Edison machines and records are featured, is
being moved to the front of the mezzanine floor.
Miss Sally Knight has been placed in charge.

See second last

GREAT RADIO BROADCASTING STATION AT AEOLIAN HALL

Radio Corp. of America to Erect Station on Roof as Central Broadcasting Headquarters—Will
Broadcast Two Programs at Different Wave Lengths Simultaneously

Formal announcement has just been made of
the consummation of arrangements by the Radio
Corp. of America for the erection of a most
powerful and complete broadcasting station on
top of the Aeolian Building, 29 West Forty-
second street, New York. The announcement
has aroused great interest not only among radio
fans, but among those interested in the promo-
tion of music.

Negotiations for the erection of the station
have been pending nearly a year and were closed
last month. The erection of the station has
already begun and it is expected to be in opera-
tion within a very short time.

The selection of Aeolian Hall as the metro-
politan headquarters of the combined broadcast-
ing of the larger companies promoting this in-
dustry in this city was made after a survey of
all possible locations in New York City. There
were a number of severe requirements in locat-
ing this station, in that it will probably be not
only the largest and most powerful of its kind,
but also serve as a model for radio activities
throughout the world. The Radia Corp., which
will operate this station in conjunction with the
companies of which it controls the sale of their
products, will here create an entirely new stand-

“ard of broadcasting music. Hence it was abso-
lutely necessary to find a building with a clear
aerial path and one so centrally located that it
be accessible to all artists participating in broad-
casting. It was also of great importance that

the building itself be a representative one in
the minds of the public.

On the roof of the Aeolian Building will be
erected two 100-foot skeleton towers and be-
tween them will be stretched the aerial for
transmitting this radio servicee. On the sixth
floor of the building large quarters have been
leased for the studios of the Radio Corp., where
all of the programs will be carried out, and
these, in turn, will be relayed to the roof from
where the power transmission will take place.
The Radio Corp. engineers have prescribed
equipment of the most modetn character for
this station, and when in operation it will for
the first time send out two concerts simultane-
ously, using different wave-lengths. Thus an
owner of a radio receiving set will be able to
choose between two different programs.

The choice of Aeolian Hall as site for a cen-
tral broadcasting station is a happy one, for
not only is the equipment of the Hall with its
magnificent pipe organ and other resources ideal
for the purpose, but it will make a special appeal
to the artists who participate in the broadcast-
ing programs.

The Aeolian Co. has for some time past taken
a very active interest in the preparation of
broadcasting programs and has been instrumen-
tal in having a number of its exclusive Duo-Art
and Vocalion record artists demonstrate their
talents via radio, either in person or through
the medium of their recordings.

DEVELOPING SALES OF ACCESSORIES DURING HOLIDAYS

Energetic Drive on Accessories Should Be Made an Integral Part of Holiday Campaign—Proper
Presentation Will Find the Public in a Receptive Mood, Especially at This Season

With the holiday season almost at hand and
dealers everywhere preparing elaborate adver-
tising and sales campaigns to bring their wares
forcibly before the public, the question of push-
ing accessories, no doubt, will be overlooked
by many. Most of these drives will take the
form of urging the public to consider talking
machines and records as gifts. It is safe to
say, however, that many merchants have given
little or no thought to pushing equally hard the
many talking machine accessories now on the
market which add so greatly to the effectiveness
and enjoyment of the instrument.

Now, accessories, especially at this time, can
be made an important part of the business and,
moreover, since quick stock turnover measures
profit the dealer will be given an opportunity
of disposing of stock which has graced his
shelves for some time, thus realizing a profit
on his investment and at the same time provid-
ing greater enjoyment to his customers from
their talking machines and opening up pos-
sibilities for increased record sales.

How to do this is the question, but the an-
swer is simple enongh—merely advertising and
window displays along the same lines used in
the holiday campaigns on talking machines and
records. It is not necessary to devote exclusive
advertising space to accessories alone, but a

portion of all advertising should, in the most
attractive and forcible manner possible, call the
attention of the public to the necessity of cer-
tain accessories, such as sound boxes, record
albums, record repeaters, record brushes, etc.,
for the enjoyment of their instruments.

Nor is it necessary to devote an entire window
display to accessories. The power of sugges-
tion is a great force and a window in which a
tallking machine, a few records and accessories
are displayed in such a manner that the neces
sity of each for the other is brought out will
produce results. Placards, neatly printed, could
be used to advantage in showing a display to
explain the functioning of each accessory and
be used to suggest certain accessories as gifts.

Every organization is made up of a certain
number of units and no business can be an
outstanding success if certain units of the busi-
ness are pushed to the exclusion of others. It
is a game of co-operation and true co-operation
in the talking machine business means quick
turnover on each unit, i e., talking machines,
records, accessories. A fair-sized stock of acces-
sories takes a considerable investment, and
while not nearly as large as that required for
a complete machine stock or record library noe
merchant can afford to neglect this branch of
his business.

MANILA DEALER VISITS NEW YORK

O. S. Cole, Vice-president of France & Goulette,
Inc., Manila, P. I., Calls at World Sanctum

A visitor to New York this month was O. S.
Cole, vice-president of France & Goulette, Inc,
of Manila, Philippine Islands. This firm has
been in business for a number of years, handling
Sonora phonographs and musical instruments
of all kinds, and Mr. Cole’s visit to the mctrop-

olis was a combined business and pleasure trip.
While here he visited several recording com-
panies with the object in view of becoming the
local agent for a line of talking machine records.

Business in Manila has shown a decided in-
crease recently, according to Mr. Cole, who
visited The World offices while in town. He
declared that although the firstsmonths of the
present year were exceptionally dull in the musi-
cal field the steady increase in trade during the
last few months indicates a bright future.

page for Index of Articles of Interest in this issue of The World
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One of the chief problems of the dealer in
musical instruments of the automatic and semi-
automatic types, such as talking machines or
player-pianos, is that of maintaining the interest
oi the purchaser in the Instrument so that he
may prove a good customer for records and
rolls. It is found, in manv cases, that six
months represent the average period during
which the family takes a really active interest
in their talking machine or the player-piano,
and after that time the instrument is plaved
only at intervals and the interest in the buying
of new records and rolls begins to wane.

It is for the purpose of keeping the owner
interested in his instrument that retailers are
so strongly advised to feature records of the
better sorti—records that will be as interesting
and timely ten years from now as they are to-
day, for when a substantial library of such rec-
ords can be placed in a home it means that the
instrument will be kept more or less in steady
operation and the demand for the popular num-
bers of the current monthly lists will keep up
in proportion.

To build up a record library that will have
the proper appeal to the individual owner re-
quires a considerable amount of intelligent
study on the part of the dealer or his sales-
men. It is not sufficient for him to go through
the record catalog and pick out a score or a
hundred good records at random, but he must
endeavor to select records of a character that
will appeal directly to the individual he seeks to
interest. It is not essential that the owners
have a broad musical education to be interested
in records of good music. On the contrary, the
individual with only a limited musical knowl-
edge is frequently found to be partial to rec-
ords of certain classes—such as violin and ’cello
solos, trio or quartet numbers, or vocal records
of a particular sort, or by a certain favorite
artist or artists.

Also it happens irequently that the average
talking machine dealer is too well content in
confining himself to the handling of the monthly
record releases and in featuring better records
only in his own store to develop and carry on
any definite campaign that has for its object
the building up of record demand six months
or a vear hence. He finds for himself that by
selling a sufficient number of machines each
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Meetmg the Problem of Maintaining the
Owner’s Interest in the Talking Machine
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year he creates new record customers and gets
fromn them a fairly satisfactory volume of busi
ness. The fact that machine buyers of last
year are often missing from his list of regular
customers does not worry him as it should.
Although it is estimated that there are over
six million talking machines in use, or rather in
homes, in the United States, or one machine
for every three or four families, and instruments
continue to be produced and sold at the rate of
several hundred thousand annually, the point of
satiation, so far as the talking machine i
concerned, seems to be far in the future. How-
ever, the thinking minds of the industry have
been and are considering ways and means for
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Waning Interest of
Patrons in Their In-

struments Can Best

Be Checked by Pur-
chase of Better Music

O

keeping the business on a healthy permanent
basis, at some time in the future when the in-
struments themselves are not so greatly in de-
mand as at the present time. All such plans
for insuring the permanence of the trade natu-
rally rest on record distribution. Even under
present conditions the average talking machine
owner cannot be kept interested im his instru-
ment continually and the problem, therefore,
must be threshed out from the present-day
angle, so that future emergencies may be met
intelligently.

It can be said with truth that every piece of
music, among the classics and semi-classics, that
has real merit has already been recorded in one
form or another. The talking machine record
catalogs offer a wealth of music greater than the
world has ever known before. Simply to have
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it in a catalog, however, is not sufficient. It is
by the establishment of comprehensive and valu-
able talking machine record libraries in the
home that the permanence of the industry can
be assured.

There are those who see in the campaign
being carried on for the advancement of music
a solution of the problem through the develop-
ment of a greater appreciation for music among
the masses, but we must not lose sight of the
fact that the talking machine itself has been
more of a contributor to this cause of musical
advancement and increased musical appreciation
than it has benefited therefrom.

The problem for the future, summed up, is
that of making the talking machine an object
of interest in the home, not only for three or
six months, while it is new and novel, but for
a period of years. The profits of the industry
lie primarily in record sales, and the record
sales of the future will depend upon this mainte-
nance of continued healthy interest.

GRAINGER COMPOSING IN DENMARK

Percy Grainger, the celebrated pianist and.

Columbia artist, is now in Denmark visiting
Evald Tang Kristensen, Denmark’s greatest
collector of folk songs and folk lore. Grainger

and Kristensen have motored through the coun-
try accompanied by a phonograph of the old
cylinder type and in the course of seven days
collected no less than eight melodies, many of
them of great antiquity and rarity. It is not
at all improbable that Mr. Grainger will em-
body these folk somgs in compositions which
will be heard later the world over.

BUSH & GERTS ADD BRUNSWICK LINE

Darras, Tex., November 6.—The Brunswick line
of phonographs and records has been added to
the lines handled by the Bush & Gerts Piano
Co., this city. The Bush Temple of Music,
1311 Elm street, which was constructed fol-
lowing a fire last June, is considered one of
the finest music houses in the Southwest. On
the opening day an unusually attractive window
display featuring the Brunswick line created
considerable comment.

THE TALKING MACHINE'S HELPMATE

1 23-25 Lispenard St.
Western Coast Factory Representative, E. R. DARVILL—-Munson Raynor Corp., 315 S. Broadway, Los Angeies, Cal.

SAVE MONEY

The cost of manufacture of albums is
steadily rising. Cloth, paper, etc., are all
costing more.

Buy Now

The prices of NYACCO albums will
not be raised while our stock of raw ma-
terials, bought at the former prices, lasts.
Order enough now to take care of your
holiday business.

New York Album & Card Co., Inc.

A. W. CHAMBERLAIN
New England Factory Representative
174 Tremont St., Boston, Mass.

NEW YORK

The Only Loose-Leaf Record
Album on the Market

CHICAGO
415-417 S. Jefferson St.
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| Victor supremacy s
| 1s the supremacy <&
of performance

Its evidence 1s all around you. The un-
equaled group of famous artists, the perfec-
tion of the Victrola, the great variety of
nstruments and entertainment—and the suc-
cess of dealers in Victor products everywhere.

Victor Wholesalers

Atlanta, Ga........ Elyea Talking Machine Co. Mobile, Ala......... Wm. H. Reynalds
Phillips & Crew Piano Co. Newark, N. J...... Collings & Co.
Baltimore, Md......Cohen & Hughes New Haven, Conn..The Horton-Gallo-Creamer

E. F. Droop & Sons Co. ok
H. R. Eisenhrandt Sons, Inc. | New Orleans, La.. .Philip Werlein, Ltd.
Birmingham, Ala...Talking Machine Co. New York, N. Y....Blackman Talking Mach. Co.

Boston, Mass....... Oliver Ditson Co. Emanuel Blout.
The Eastern Talking Machine C. Bruno & Seon, Inc.

Co. Charles H. Ditson & Co.
The M. Steinert & Sons Co.

Knicklf.rhoc}(:er ’II‘alking Ma.-
. - . 5 chine Co., Inc.

Brogklyn, N. E.... '6’"%“:{’\’/‘“’1{:}:‘2"%0{\{"’;2‘&co' Musical Instrument Sales Co.
Buffalo, N. Y...... Curtis N. Andrews

gi;ezoil;c’.ralkmg Mach. Co. Victrola No. 100

Silas E. Pearsall Co. - $150

Burlington, Vt....
Chicago, Ill.......

Cincinnati, O......

Cleveland, O......

Columbus, 0. ....
Dallas, Tex.......
Denver, Colo......

Des Moines, Ia....
Detroit, Mich......
Elmira, N, Y......
El Paso, Tex... ..

Buffalo Talking Machine Co.,
Inc.

.American Phonograph Co.

Lyon & Healy
The Rudolph Wurlitzer Co
Chicago Talking Machine Co

Ohio Talking Machine Co.
The Rudolph Wurlitzer Co.

Cleveland Talking Machine

The Eoélipse Musical Co.

The Perry B. Whitsit Co.

Sanger Bros.

The cKnight-Campbell Music
o.

Mickel Bros. Co.
Grinnell Bros.

Elmira Arms Co.
W. G. Walz Co.

Oklahoma City,

Okla. ...........
Omalia, Nebr.....
Peoria, IIl.........

Philadelphia, Pa.

Pittsburgh, Pa....

Portland, Me......
Portland, Ore.....
Riechmond, Va.....
Rochester, N. Y...
Salt Luake City, U..

Oklagoma Talking Machine
0.

Ross P, Curtice Co.
Mickel Bros. Co.

Putnam-Page Co., Inc.

..Louis Buehn Co., Inc.

C: J. Heppe & Son.

Penn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Son, Inc.
W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.
Standard Talking Mach. Co
Cressey & Allen, Inc.
Sherman, Clay & Co

The Corley Co., Inec.

.E. J. Chapman Co.

The John Elliott Clark Co

Mahogany, oak or walnut

Honolulu, T. H....Bergstrom Music Co., Ltd San Franciseo, Cal.Sherman Clay & Co
Houston, Tex...... The Talking Machine Co. of Seattle, Wash. ! ‘

g it ....Sherman, Clay & Co.
Jacksonville, Fla...The French Nestor Co. 2?01;2‘:‘3'5 ‘;I::h ...}S{herrlrlxani}CIay &1&0' C
= - e ) . fusi . » Mo...... oerher-Brenner usic Co.
Kansas City, Mo.. J \Vo.Jenkms Sons: Music 8t. Paul, Minn..... W. J. Dyer & Bro.
The Schmelzer Co. Syracuse, N. Y.....W. D. Andrews Co.
Los Angeles, Cal. .Sherman, Clay & Co. Toledo, O.......... The (’:I‘oledo Talking Machine
o

Memphis, Tenn..... 0. K. Houck Piano Co
Milwaukee, Wis....Badger Talking Machine Co.
Minneapolis, Minn..Beckwith, O’Neill Co.

Washington, D. C..Cohen & Hughes
E. F. Droop & Sons Co.
Rogers & Fischer

Dow- Victrola No. 130 '
9 $350

Victrola No. 130, electric, $390
Mahogany or oak

Victrola

"HIS MASTERS VOICE" e S
Important: Look for these trade-marks. Under the lid. On the label.

Victor Talking Machine Company

J Camden, New Jersey
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Unpreparedness Is the Foe of Opportu-
nltles 1n Modern Business

By H. A. Beach

L il LI BN

The speclacular recovery of talking machine
business during the past two months should
once and for all put at rest those “doubting
Thoimases” who, because the buying public
found it necessary to declare a holiday on things
not absolutely essential in order to get its
wind after the strenuous war-time period, cn-
tertained and expressed fear that the talking
machine would no longer hold sway in the realin
of music and that it was time for them to hunt
other fields of profit and endeavor. Unfor-
tunately there were quite a number of dealers
who held such views and it was probably they
who prevented a quicker return to prosperity
than has actually been experienced.

Now that we are back again—and surely no
one can doubt it—why not look the future
squarely in the face determining that we are
through with the silly idea that this business
has its limitations and buckle into the harness
for the strongest pull ever made for the returns
that we all know the talking machine is capable
of giving.

Yes, and why not give to the limit, as your
respective positions allow, for the furtherance
of the high public regard for the talking ma-
chine and help it to forever maintain its stand-
ing in the American home as The Musical In-
strument Supreme.

Remember, Mr. Dealer, full satisfaction
business does not come from participation iIn
profits alone, for the real satisfaction comes
from the thought of being a contributor to the
general scheme of things. Therefore, if you
intend to rest your business on a good solid
foundation and expect to derive happiness from
this delightful and profitable business take an
interest in its uplift and give full quota to help-

m

I I
ful advertising, develop and put behind your
line all the promotional strength and prestige
your position will permit and see that the trade
name of your line i1s a by-word in your com-
munity, well linked with your own honestly
earned reputation. By such means only are you
going to become a “stockholder” in this big
enterprise.

Happily many added refinements are to be
noted this year among the standard lines and

—
Every Department of
the Business Should
Be Thoroughly Over-
hauled to Adequately
Meet Growing, Trade

D

the dealer is in much better position as a re-
sult to meet the demands of his discriminating

customers. The fact is that the up-to-date talk-
ing machine store is a veritable art shop, not
to be surpassed by those shops handling any
other high-class art objects. The transforma-
tion from those stores of ten vears ago is truly
remarkable. We cannot help but wonder what
the next ten years hold forth.

Getting back to trade conditions the writer
knows of no better barometer for this industry

0000

Vice-President Unit Construction Co.
e AT Iz

than the business in which he is involved, far
the simple reason that the average dealer does
not make expenditure in added store equipment
unless satisfied that the “times” justify.

To say business has been active for the past
two months and more is putting it mildly. The
Unico plant is a veritable bechive and hurry-up
orders are coming in to us every day, usually
with an advance query by wire of “When can
you ship?” Invariably the answer is “Immedi-
ately.” This typifies the state of mind of the
average dealer. He had waited for the break
and now that it has arrived he is determined
not to get caught napping if he can help it.

If your house 1s not in order—

If your sales force is not recruited to proper
strength to meet busy times—

If your store is not properly arranged to take
care of a volume of business—

If your sales facilities are in any way in-
adequate—

If your own and your sales people’s minds
are not adjusted to the new era we have just
cntered, get busy now, for there is no time to
lose.

Opportunity waits for no unprepared man;
it comes, and if preparations for its coming
have been made it will tarry, if not, there are
other places to go.

NORDSKOG CO. CHARTERED ON COAST

The Nordskog Co., of Santa Monica, Cal, has
been granted a charter of incorporation under
the laws of that State, with a capital stock of
$100,000. It is announced that this concern will
engage in the talking machine and record busi-
ness in an extensive way.
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Victor supremacy 1is the
supremacy of performance

Victrola VI Victrola IX, $75
$35 The success of the Mahogany or oak

g Victrola 1s the greatest
ever achieved by any
musical instrument. It
extends over a period of
a quarter-century and 1s
shared in by every dealer
in Victor products.

Victrola No. 90
$125

Mahogany, oak or walnut

Victrola No. 120

$275
Victrola No. 120, electric, $315.00
Mahogany or oak

Victrola No. 230

Victrola No. 240

Victrola No. 210 $375
$100 Victrola No. 230, electric, $415 | o $115 -
Mahogany or walnut Mahogany ahogany or walnu

|
{

& v Victrola

"HIS MASTER'S VOICE’ REG.U.S PAT.OFF. .
Important: Look for these trade-marks. Under the lid. On the label.

Victor Talking Machine Company

Camden, New Jersey
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EQUIPPED FOR APPEAL TO BUYING PUBLIC ll

HE predictions made early in the year regarding an unusually
active Fall and holiday season in the talking machine trade are
proving to have been well founded and the retailers throughout
the country handling the leading lines of instruments and records
have begun to realize the soundness of the advice offered by manu-
facturers and wholesalers some months ago to order early and
liberally in order to avoid the troubles that come with a shortage of
stock. This shortage has already made itself apparent in the
machine field and promises to become more serious as the peak of
the holiday demand approaches.

Meanwhile the dealers have, through the efforts of manufac-
turers, been placed in an ideal position for making an unusually
strong appeal to the buying public and doing a great volume of
business. In the matter of machines there have been put on the
riarket, during the past vear by the leading manufacturers, a num-
ber of new and very desirable stvles, particularly in horizontal or
console models, at prices that enable the leaders to appeal to all
tastes and pocketbooks.

Then, too, just as the Fall business gets really under way, the
Victor Co. announces the largest and most comprehensive record
exchange plan in the history of the trade, cutting out over a thou-
sand recorded selections, practically 20 per cent of the entire
catalog, at a cost to the company estimated at $2,000,000. The
Brunswick Co. has also announced a record exchange which is
calculated to clear the dealers’ shelves of slow-selling numbers and
give them a chance to invest in and exploit records of a more popu-
lar character. The Columbia Co's cut-out took place in the Summer.

The record exchanges coming at this particular time not only
serve to clear out slow-selling records, but release for the dealer
tied-up capital running into hundreds and, in many cases, thousands
of dollars. This comes about through the fact that the record
exchange makes it possible for the dealer to replenish his record
stock without the expenditure of cash, and the money that would
ordinarily go for the purpose of such new record stock can be
used for the purchase of more machines or for the development
of business along other lines.

In announcing record exchange plans the various companies show
in a most tangible manner their interest in the dealer’s welfare and
their desire to place him in a position to keep his stock in shape

to produce quick and profitable turnovers. It is to be admitted
that this interest is in a sense selfish for the prosperity of the manu-
facturer naturally rests upon the prosperity of the dealer, but the
trade 1s to be congratulated upon the fact that the manufacturers,
whose ability and foresight have made the industry what it is, realize
those things that are necessary to keep it active and healthy. For
a company to recall and destroy $2,000,000 worth of records re-
quires courage and foresight.

With record stocks in first-class shape at holiday time talking
machine dealers will be in a position to take full advantage of
opportunities for business building and to get all the sales that are
in sight. This improved record situation will, in some way at least,
offset losses of sales that are in prospect because of the scarcity
that will develop in certain types of machines. Altogether it looks
as though the talking machine business during the next few months
will be of a volume that will make history.

} KEEPING IN TOUCH WITH MUSICAL EVENTS

HE formal opening of the musical season occurs this month,

and from now until next Spring we will hear the greatest art-
ists in the world in opera, and artists equally as great in both in-
strumental and vocal recitals. A large number of these artists are
widely known in the talking machine trade and in the musical world
generally through their records, and it behooves the dealers to keep
in close touch with their activities and so shape their publicity plans
and window displays as to tie up with the work of these celebrities
and capitalize their reputation and fame.

There have been some complaints that only a very small per-
centage of the dealers in our industry pay heed to this advice.
Whether because of indifference or lack of comprehension of the
value of tying up with these musical events, the fact remains that
a great many dealers have not done as much as they might in
utilizing these effective sales means.

Keeping in touch with the artists and utilizing their activities in
a popular way emphasizes not only the importance of the talking
machine but its artistic position in the musical world. It impresses
those skeptically inclined with the wonderful position which the
talking machine occupies as a real interpreter of the music of
the great masters as well as the favorites in the popular field. It
also conveys the fact that the talking machine is to-day a tremen-
dous factor in the development of musical knowledge and apprecia-
tion.

As a matter of fact talking machines and records have accom-
plished more in this direction than all the other mediums in the
music trade and profession combined. Hence every dealer should
deem it a duty to develop his business along lines that will tie up
with musical affairs. He should be a leader in the community. He
should keep in touch with music advancement in the broad sense
of the word and should be interested in every band or orchestral
concert, every community sing and every music memory contest
which occurs in his community. Every affair of this kind creates
a direct interest in the instruments that produce music, and among
such instruments the talking machine stands well to the front. For
the next six months great operatic and orchestral organizations
and singers and instrumentalists of international fame will be
strongly in evidence, and the dealer is not doing his duty to himself
or to the industry if he ignores them.

| SHORTER TERMS AND MORE CASH DESIRABLE

N many lines of business where fixed prices do not obtain, either
through definite agreement or general understanding, prices are
regulated chiefly by the law of supply and demand. When goods
are scarce there is a tendency to take advantage of the situation and
jack up the price, while on the other hand when goods are plenti-
ful competition forces the shaving of prices. In the talking
machine trade a shortage of stock does not bring with it an oppor-
tunity for increasing prices from the fact that prices of various
models are well advertised, nationally and locally, and the adver-
tised price is invariably the maximum price.

Talking machine dealers, however, can and should take advan-
tage of the machine shortage that already exists in some localities,
and promises to develop in others, to shorten terms and hold out
for cash wherever possible. When there is a surplus of machines
it takes courage to chance the loss of a sale rather than let the
instrument go out on terms that run over a year, but when the
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dealer has only a limited number of machines to offer he owes
it to himself to demand and hold out for cash or terms that are
well within reason.

He must bear in mind that the instruments sold between now
and Christmas cannot in many cases be replaced until after the
first of the year, and if he has let them go out of his store on a basis
of $3 or $5 a month he is going to feel pretty badly if he is later
compelled to turn down cash-paying prospects for machines of
that particular type. The manner in which the average dealer
handles the question of terms during the next couple of months
will have a direct bearing on whether or not he realizes the profit
that should be his as a result of an unusual business opportunity.
If, on the other hand, he is content to have a safe full of installment
paper in lieu of cash that is his lookout.

TIMELY RECORD MERCHANDISING SUGGESTIONS

[ VERY once in so often the daily papers carry news stories tell-
4~ ing of renewed activities of those who, for one reason or an-
cther, feel that they are called upon to save the nation from the
“curse of jazz,” and who announce through appropriate propaganda
that they plan to elevate the character of the popular songs of the
day. At more or less regular intervals also, the various associa-
tions in the music industry, local and national, put forth a demand
for better music and discuss seriously the question of featuring
sheet music, rolls and records of better grade, to the exclusion of
jazz and popular music. Fortunately for the trade, however, busi-
ness is conducted primarily for profit, and even those who are loud
in their condemnation of the low musical taste of the public realize
that over 80 per cent of the roll and record business, particularly, is
in popular music.

While making up the bulk of their monthly lists from the popu-
lar music, the record and roll manufacturers are not paradoxical
when they urge that the retailers devote their attention largely to
the exploitation of classics and semi-classics of the more permanent
type. The logic of their position lies in the fact that popular num-
bers sell themselves, while music of the other sort must be sold
to the public or at least exploited to a point where the buying
public gains an appreciation of its real value.

One prominent dealer in the West makes it a rule in his estab-
lishment for the salesman to recommend some standard or semi-
classic record whenever he is asked by a customer for something
that is good. This particular dealer realizes that the bulk of his
business is in popular numbers but also realizes that they sell them-
selves. His argument is that by pushing records of the higher
grade numbers he is really creating an extra sale because the cus-
tomer is going to buy the popular record anyhow without solicitation.

Popular records, of course, are what keep the average talking
machine store running profitably, and the fact that every sale of
high-class records makes profit over and above operating expenses
should prove a distinct inducement to the dealer and his salesmen

DT .

K3

i

HE Talking Machine World offers a prize of ten

dollars monthly for the next three months for
the hest article of from four hundred to five hun-
dred words from a dealer, salesman or traveler set-
ting forth an original and practical idea, or a proven
plan, for selling or exploiting talking machines or
records, or improving collections. The contests will
close on the first day of December, January and
February. One dollar each will be paid for all
articles which do mot win prizes, but which are
deemed worthy of publication hecause of the ideas
they contain. The plans or ideas must be practical
and tested. Address articles to “Contest Editor,
Talking Machine World, 373 Fourth Avenue, New
York.”
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to concentrate on that department of the business. If selling effort
must be put forth it can just as well be used where it 1s needed
rather than where it is really unnecessary.

| FORCING THE ISSUE IN HOLIDAY TRADE

HE Christmas buying season will be weil under way when the

next issue of The World comes out, and it is timely to suggest
that dealers throughout the country should give most careful atten-
tion to the perfecting of ways and means of interesting the public in
tulking machines, records and accessories to a greater extent this
year than ever before. While talking machines and records have
grown in favor as Christinas gifts, their sales in this connection
can be increased a thousand per cent provided dealers display more
intelligence and enthusiasm in bringing their merits to the attention
of the purchasers in their locality.

With ample stock on hand dealers should start their advertising
and window campaigns early. They should let the public know ex-
actly how it can be served around the holiday season, and why talk-
ing machines and records are most acceptable gifts—how they act
as a constant reminder of the thoughtfulness and generosity of the
donor and afford unending pleasure.

There are plenty of arguments to be adduced in favor of talking
machines and records as Christmas presents, and it is the duty of
the small dealer as well as the large dealer to go after this holiday
trade and capture his share of it. It will be well for dealers to
analyze the sales field from every viewpoint, and by their methods
and policies convince the public that their store is the store to visit
and to do business with. The buying mood must be cultivated and
this should not be difficult because there are so many good reasons
why people should express their sentiments of affection and greet-
ings through music.

Ormes’

'PHONE FITZROY 3271.2-3

We predicted big business and a shortage of Victor merchandise for this Fall.
Both predictions are proving true, but Ormes’ service is demonstrating its
value to Victor dealers at this important time,

ahead. Again we will have the opportunity to forcefully demonstrate what
exceptional”

ORMES, Inc.

15 West 37th Street

REG. U.SPATOFF

At Your Service

The big Holiday season is

service really means.

New York
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Four Merchandlsmg Suggestions Worthy
the C0n31derat10n of Dealers

AR it

There ought to be a talking machine in every
restaurant and in every candy store in your
city with a good supply of records’which could
be played by customers free of charge when-
cver they felt like doing so.

Most candy stores realize that a little music
in the store is a big asset. It attracts people
as almost nothing else will. And there’s no
doubt in the world that music supplied by the
taltking machine is particularly adapted for such
establishments. So there should be no very
great difficulty in making sales to these storcs.

\With the restaurants there might be a little
more difficulty, due to the fact that the owner
would be compelled to pay a royalty to the
publishers of all copyrighted selections. Pros-
pects should be apprised of this fact during the
course of the sales talk. A good sales argument
follows:

“You say you never heard of the average
popular restaurant using a talking machine in
this wayv. Well, is that any reason why it
shouldn't be started? You know, of course,
how valuable music is to the bigger restaurants
of the larger cities in getting more patronage.
You know that these bigger restaurants employ
special orchestras and make a big thing of their
musical programs. And, surely, if music is a
fine thing for the bigger restaurants it will also
be a good thing for the smaller restaurants.
People like music with their meals. By putting
in a phonograph and letting the customers
themselves play the machine, if desired, you will
be giving vour patrous music in as wide a
variety as possible and also attracting trade.”

Of course, whenever you do put a talking
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machine in a local candy store or restaurant
you should play up the fact in your newspaper
advertising and use each sale as an argument
why other institutions of the same class should
buy machines from you for the same purpose.

Selling the Returned Vacationist

A wide-awake dealer in a Western city worked
a stunt the other day which is worth noting.
He got in touch with the people in his com-

20

Practical Pointers on
Varied Opportunities
for Increasing Trade
in Talking Machines,
Records and Supplies
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munity who had been away on vacations for
the Summer and who had now returned to their
homes. The idea behind such a plan was that
the majority of these people had heard and
appreciated talking machine music during their
vacations and might now be in a mood favorable
to the purchase of machines and records for
their own homes.

VICTOR YEAR 1922

The Best in our History

Based Upon
IDEAS—MERCHANDISE-SERVICE

VICTROLAS
VICTOR NEEDLES

VICTOR RECORDS IN ALL LANGUAGES

KNICKERBOCKER
TALKING MACHINE CO., Inc.

Metropolitan Victor Wholesalers
138 West 124th Street

Telephone: 0275-0276-6890 Morningside

VICTOR PARTS

New York
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The salesman who made the personal call
used this line of argment: “No doubt a phono-
graph added greatly to your Summer enjoy-
ment. It helped you dance and made the eve-
nings pass more pleasantly. Isn’t this the case?”

In most instances the answer was in the af-
firmative, which encouraged the salesman to
descant as follows: “Of course talking machines
are important in adding to the delight of the
Summer vacationist, but they perform their
greatest service in making homes happy in the
Winter time. There is nothing like music
around the house to cheer one up. Let us
prove this contention by putting a talking ma-
chine in your home for a demonstration.”

If it developed that the person to whom this
talk was being addressed already owned a ma-
chine then the salesman swung the conversa-
tion around to the selling of records and em-
phasized the wonderful array of new records
which had been placed on the market in the
past three or four months, placing special em-
phasis on certain records which, he felt from
his conversation, the party was interested in.

This salesman found that the people who had
come back from vacations and were fixing up
their homes for the Winter were in a very re-
ceptive frame of mind for the purchase of ma-
chines or, where they had them, of records.
The experience of this dealer is worth passing
along to others. It is not yet too late, because
the majority of home people do not commence
to arrange their apartiments for Winter occu-
pancy until late in November.

Tying Up With Orchestras and Recitals

Now that the Fall is here the alert dealer
handling talking machines and records should
keep in close touch with the local song recitals
and particularly with the programs of the pop-
ular orchestras which are playing in the hotels
and halls where dancing is greatly in vogue.
For instance, study the program played at some
local hotel or dance hall and note the pieces
that are most in favor by the dancers. Select
the records of these pieces and place them in
your show window with a placard reading like
this: “The patrons of the So-and-So hotel or
dance hall are crazy about these selections,” and
follow it up with another window card talk to
the effect that “The most popular dance music
now being played by the orchestra at
the — hotel or dance hall is to be found
here on these rccords. Why not get these selec-
tions and dance to them in your own homc?
You will then understand their popularity.”

This sort of window display would be timely
and unusual, and for this reason would be sure
to attract a greater amount of attention and
would be certain to insure larger sales.

Again, when some high-class song recital or
instrumental recital by famous artists of inter-
national reputation is given there should be a
complete “tie-up” with these concerts, and this
could be easily done because the leading artists
are now represented in the catalogs of the lead-
ing record manufacturers. This “tie-up” calls
for a unique and artistic window display and
arrangement of records of the artists, featuring
especially the songs or numbers they are sing-
ing or plaving. Tt also calls for window-card
publicity setting forth the importance and value
of the rccords. This kind of publicity not only
interests, but it also advertises to the public the
fact that the dealer is decidedly up to date.

Using the Window as a Salesman

“I find that the oftener I change my window
displays the more business I do,” said a suc-
(Continued on page 12)
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FOR A PEERLES CHRlSTMAS

OUR ENTIRE PLANT IS AT YOUR SERVICE
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sales. Every record owner
1s a possible purchaser of
this fine case.

[t's one way to cinch
the “last minute’” pur-
chaser who ordinarily
spends his money for
candy or cigars.

Accommodating 25 ten
or twelve-inch records,
this case, substantially
built, with brass trim-
mings, suit-case handle
and double strap fasteners,
will find favor with a
large majority of your
customers.

e

I RO R A

"h'll[IiIIIIIIIIIIIII!: Ifi @@‘

Manufacturers of :—

Peerless De Luxe Albums Peerless “Classification Systems”’

Peerless All Grades of Record Al- Peerless Record Album Sets for All
bums Make Machines

Peerless “Big Ten” Albums Peerless Record Stock Envelopes =

Peerless Record-Carrying Cases Peerless Delivery Bags ' l

Peerless Interiors for Victrolas and Peerless Supplement Envelopes
Phonographs Peerless Photo Albums

It Does Make A Difference What Album You Sell
PEERLESS ALBUM COMPANY

- PHIL. RAVIS, President
WALTERS..GRAY : 636-638 BROADWAY L. W. HOUGH

San Francisco Boston

J 942 Market St. NEW YORK 20 Sudbury St. =I




12 THE TALKING MACHINE WORLD

Novemeer 15, 1922

FOUR MERCHANDISING SUGGESTIONS

(Continued from page 10)

cessful Middle Western dealer in talking ma-
chines. “My store,” continued this dealer, “is
located on a side street where the people pass-
ing the store are ‘regulars’—that is, the folks
who pass my store on one day are pretty sure
to be the same folks who will pass my store
on the following day and on the next and so
on. This means that when I arrange a window
display the majority of the folks passing my
store during the course of a week or two weeks
will see the display on the first day and after
that will pay no further attention to my show
windows until I have something else on display.
So when I change my displays frequently I am
doing just that much more to attract the at-
tention of the ‘regulars’ and sell them goods.

“I find, too, that it is much the best plan to
make the window displays just as different from
one another as possible. For instance, if I have
a display in which red is the predominating
color I see to it that the next display is blue
or grecn or some other color as its foundation.
Also, if I have bcen showing phonographs in
one display I see to it that in my next display
the main thing exhibited is records. And so
on with all of my displays.

“It doesn't take such a tremendous amount
of time and attention to change displays with
the required frequency. In fact it is possible
to so regulate the window trimming that it will
be done at odd moments during the day when
there is nothing else doing around the store. It
is a splendid way of putting in time which would
otherwise be used in loafing or in waiting for
something to turn up.

“For my own part I am thoroughly sold on
this proposition of frequent changes of window
displays and I believe that it would be as suc-
cessful for other stores in getting more business
as it has been for me.”

NOW IT IS MUSIC IN THE MORNING

Walter Camp’s “Daily Dozen” set to music
on Health Builders’ records, has been credited
for having greatly increased the talking ma-
chine playing day. In an article in a local
New York newspaper it is stated “where the
disc used to swing into action at 5, 6 and 7 o’clock
in the evening it now starts at 5, 6 and 7 o’clock
in the morning.” Although the article is writ-
ten in a somewhat facetious vein, it decidedly
gives credit to the great popularity of the health
building course and its rapid growth to almost
universal use.

EDISON VIEWS PALLO PHOTO PHONE AT G. E. PLANT

Thomas A. Edison Examines New Talking Moving Picture Machine at Plant of the General
Electric Co., in Schenectady, N. Y., in First Visit in Twenty-five Years

Thomas A. Edison, who has dealt in marvels
all his life, was amazed at some of the things
he saw in the General Electric Co. laboratories
in Schenectady, N. Y., on his visit recently, in
company with his son, Charles Edison, and
Mrs. Edison—his first in twenty-five years.

He saw a mercury boiler so much more effi-
cient than steam that when it is perfected it
will mean a saving of one-third in coal used to
produce power. He saw a machine for register-
ing the voice by light on a moving picture
film that has unlimited possibilities of develop-
ment—including talking-movies. And he saw
vacuum tubes that have in them the germ of
greater things than the world has yet known in
electrical science.

Dr. Irving Langmuir, inventor of the vacuum
tubes, which very recently took the place of
enormous alternators in wireless stations,
showed him some of the big lamps he and his
assistants have been working on. Edison bent
his hands around them, gestured and talked of
the difficulties of making them, for he had tried
to and failed for lack of time.

The radio room held a lot of the vacuum
tubes which Mr. Edison had heard of and
wanted to see almost more than anything else
in the place. The evolution by which they were
changed from air-cooled to water-cooled tubes,
so that they could be built larger and larger
to carry more and more power, was explained.
In the room were two lines of pieces of wood
strung on wires, which waved up and down
to make a visualization of energy waves as
they are built up on the receiving antennae of
a wireless plant.

The Pallo Photo Phone, the machine which
registers sound on a moving picture film so that
voices and music may be reproduced in ordinary
wireless loud-speaking phones and may be de-
veloped into talking movies in which the picture
and sound would be perfectly synchronized,
was demonstrated to Mr. Edison by the in-
ventor, C. A. Hoxie.

“This machine, while still in the experimental
stage, has had great things predicted for it. The
record is made by causing the sound waves to
produce vibrations on a minute mirror. A beam
of light reflected by the mirror strikes a pho-
tographic film kept in motion and which, when
developed, shows a band of white with delicate
markings on the edges which correspond to the
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sound reproduced. On account of the small
mirror, its low inertia, and other factors, it
is possible to produce a sound record which
includes the very delicate overtones which give
quality to music and speech and which, it was
said, had not been so successfully accomplished
by any other method of recording sound waves.

The reproduction of the sound from the film is
accomplished by moving the film in front of a del-
icate electrical device which produces an electromo-
tive force that varies with the amount of light fall-
ing upon it. By a combination of vacuum or elec-
tron tubes an apparatus has been produced
which responds to variation in the light falling
on it with a speed so high that it can only be
compared with that of light itself, or with the
speed of the propagation of wireless waves in
space. Therefore when this film is moved con-
tinuously in front of such a device, the device
produces an electric current corresponding very
accurately to the original sound wave.

This electric current may be used to operate
a telephone or loud speaker, and has been used
to operate the radio transmitting station WGY
of the General Electric Co.

Mr. Edison was asked to talk into the ma-
chine, so that a record of his voice on the film
might be made, but he declined.

“You can’t get me to talk, even on a phono-
graph,” said the inventor of the phonograph.

The visit of Mr. Edison to the General Elec- -

tric Co. laboratories was made the subject of
wide comment in the newspapers, for these
giant buildings cover the site of Mr. Edison’s
first plant and much of his earlier work was
carried on there. Indeed, quite a number of
men who worked with Mr. Edison in his early
inventions are still on the staff of the General
Electric Co. and his visit was like a family
reunion. He received an enthusiastic greeting
from the 17,000 or more employes of the great
electric plant.

FEDERAL RECORD CORP. FUNCTIONS

Despite Serious Damage by Flames, Albany,
N. Y., Manufacturer of Records Continues
Operations—Master Records Saved

ALBANY, N. Y. November 7—Although serious
damage was suffered by the Federal Record
Corp., manufacturer of talking machine records,
to its offices and factory in this city last month,
there has been practically no cessation of busi-
ness. In a chat with The World, J. P. O’Brien,
general manager of the concern, said:

“Fortunately, our entire catalog of master
records has been saved and we have contracted
for and are now receiving a big supply of
working molds from them. Pressing and ship-
ping arrangements have already been concluded
and we are taking care of our customers on our
complete catalog without the slightest delay.
Our laboratory in New York City is recording
its usual schedule and our November 1 list will
be right up to the minute, as usual

“Temporary executive offices were established
here on the very day of the fire and while we
were badly handicapped for a few days we man-
aged to keep functioning and to take care of
our going business. We have made no definite
plans for a change of quarters and business will
continue in the usual way until further notice.”

SONORA DEALER VISITS NEW YORK

George Geake, who sells the Sonora in Albu-
querque, N. M., in large numbers, and who is
famed in that part of the country not only as
an energetic dealer, but as a musician of unusual
accomplishment, was in New York for a few
days last week and visited the Sonora offices.
Mr. Geake says the great Southwest is going
to do more than its share of phonograph-buying
during the present season and that the business
outlook is excellent.
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REG, U. S. PAT. OFFICE

The name RADIOLA 1s a trade-
mark which 1s the property of the Radio

Corporation of America and which 1s
registered in the U. S. Patent Office.
[t designates only the radio receiving
sets of the Radio Corporation of
America.

The name RADIOILA is not only
an 1dentifying symbol and, therefore, a
protection to the public, but also a guar-
antee that the radio set to which 1t 1s
applied embodies the latest approved
results of scientific research conducted
on behalf of the Radio Corporatlon of
America.

Among R C A distributors are the following famous
music houses:

ALBANY RADIO CORPORATION, Albany, N.Y.
LANDAY BROS,, Inc., New York City

LYON & HEALY, Chicago, Il

W. F. FREDERICK PIANO CO., Uniontown, Pa.

Sale; Department, Suite 2076 District Office
233 Broadway, New York, N. Y. 10 South La Salle St., Chicago, IlI.
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It is none too early to begin to feature Christ-
mas gifts, for on all sides one hears the slogan,
“Do your Christmas shopping earlyv.” Espe-
cially is this true of the substantial gifts that
run to two figures at least. (I am not speak-
ing at this time of the regulation phono-
graph, which is having a wonderful sale this
season.) \When it comes to buying what par
ents consider a “toy” that costs more than ten
dollars the majority want a little time to con-
sider. Once they are educated to the idea that
quality toys are the cheapest in the long run
they buy willingly, but the majority are from
Missouri and want to be ‘‘shown.” For that
reason the dealer handling juvenile talking ma
chines and records should begin his publicity
campaign early in the season.

The modern idea. fostered by all interested in
the training of children, is that toys should be
constructive, and every gift should be one that
a child could use to some purposc. Such being
the case children’s phonographs can be given
wide publicity. They fit in well with the exploi-
tation of all nursery supplies and furniture and
have alreadv been the subject of several attrac-
tive displays, which, with modifications, could
be used to advantage by many other dealers
throughout the country.

The J. L. Hudson Co., of Detroit, showed a
nursery with light-hued rugs and flowered
panels on the walls. At one end was a little
table set for tea, with several dolls in chairs and
a little mother hovering near. At the other cnd
was a juvenile phonograph, tinted blue, upon

which an older girl was placing a record, while
a small lad was listening to the music. From
the rear was coming another girl, bringing a
record. On the floor were a number of juvenile
records, including several of those from the
Bubble Books. A large card in the midst of
the display called attention to the price of the
juvenile cabinet—$25. This firm also sent out
picture-card postals to a long list of children,

—
Toy Talking Machines

Offer Dealers a Wide
Avenue for Adding to
Profits During Holi-
day Shopping Season

ST

on which this window scene was reproduced,
inviting the little ones to come down to see the
actual display, and added:

“When you give a doll’s party to some of
your little friends vou, of course, want music.
Here is a phonograph, just like mamma’s big
one, that will enable you and your companions
to sing and dance and have a big time gen-

=TT
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:: By Wm. Bliss Stoddard %

crally. Results greatly exceeded expectations.”

The Bon Marche of New Orleans was an-
other firm that gave wide publicity to juvenile
phonographs and records through its essay con-
test. In the department was erected a little
house, with actual doors and windows; but so
low that only youngsters up to ten could enter.
This was fitted up with children’s furniture, and
in the drawing room was one of the juvenile
phonographs. On Saturdays there was a little
girl who acted as hostess, who met the kiddies
at the door and conducted them through the
house, ending with the living-room, where she
played several selections for them on the
phonograph. But to go back to the contest:
This playhouse was given a good send-off in
the Bon Marche ads, and three prizes were
offered of $15, $10 and $5 each for the best
essay, not to exceed 500 words, telling of the
interesting things in the playhouse and else-
where in the department. It was not necessary
for children to make any purchases in order
to enter the contest, but, of course, they had to
come to the store and look over the merchan-
dise, and it is safe to say that few of them
went home without telling their parents of
some particular item that met their fancy—and
while the results were not unmediate many a
parent remembered this wish when it came
time to do the Christmas shopping.

Buescher’s, of Cleveland, was a third firm that
carried out the idea of pushing juvenile phono-
graphs, though they went a step further and
brought in the Bubble Books, which have been

Showing Reproducer of Jewel Needle E(Lulpment Turned
Up to Change Needle; Also Position Not in Use

Showing Reproducer of Jewel Needle Equipment in
Position for Playing Vertical Cut Records on Edison
Phonograph
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For The New Edison

e S

NOT

Just Another Equipment

BUT

& distinct improvement in
Tone Reproduction as well as
in Mechanical Construction

and Finish.
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the “EDISON” with the LEVER.

lateral to vertical cut records.
swinging to the right.

Needle scratch almost entirely removed.

unnecessary scratching.

record, giving it a floating action.

L

Plays all types of records. Operates the same as
No adjustments necessary when changing from
Stop prevents
Turning back of Reproducer permits of easy

access to needle socket and saves records from WAY.

Is the ONLY equipment that plays vertical cut
records in the proper “EDISON” position with .
the Reproducer turned FACE DOWN to the We handle highest grade

JEWEL PHONOPARTS COMPANY

Showing Reproducer of Jewel Needle Equipment in
Position for Playing Lateral Cut Records on Edison
honograph

Showing Back View of Jewel Needle Equipment in Posi-
tion for Playing Lateral Cut Records on Edison Phonograph
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Send for descriptive circular
which contains “HINTS RE-
GARDING THE CARE OF A
PHONOGRAPH.”

If your jobber does not handle,
write us.

Price the same. Liberal dis-
count to dealers.

GUARANTEED IN EVERY

MONEY BACK IF NOT sible.
SATISFIED.

Jewel Point Needles.

Needle CENTERS on all records.

Straight a1r-t1ght construction and absence of
movable joints insure perfect reproduction and
great volume.

Pivoted ball-joint insures perfect reproduction and
freedom of movement both vertically and hori-
zontally.

Weight is the lightest that can produce perfect
results, thus saving the record, and permitting a
frcedom and sweetness of tone considered impos-

Indestructible NGCGM-Y-KA diaphragms do not
blast, crack, spllt or warp, and are the greatest
development in phonographic sound reproduction
in years.

154 W. Whiting St., Chicago
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so0 popular for several seasons past. Their ad,
which was admirably arranged typographically,
was addressed to all children, and read:

SN O O RS A
E BOOK THAT SINGS

-It sounds rather impossible, but see the Bubble
Book for kiddies, with its nursery rhymes,
prettily illustrated, and just at the right section,
where the jolly miller begins his song. a small
record is enclosed, and one may read the words
in the Bubble Book while the record is being
played.

atlinsmnmm
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These Bubble Books, as well as other juvenile
records, were demonstrated every Saturday in
November by a boy and a girl, one of the chil-
dren’s phonographs being used for this purpose.
In order to call these records and cabinets to
the attention of those who might not have seen
the ad they arranged a big window which they
fitted up as a nursery. The floor was covered
with a rag rug, while the walls were of gray
with felt figures appliqued upon them. There
was a complete set of children’s furniture, with
a small phonograph cabinet occupying the cen-
ter of the stage, so to speak. On the table
were piled a number of the Bubble Books and
records, while a little girl in white was plac-
ing a record on the phonograph. A big card
down front read, “Children's Console Model,”
and one on the wall called attention to two
new Bubble Books just issued. Juvenile rec-
ords were scattered over the chairs and floor
and a Victor dog looked out from among the
ferns banked at either end. On two Saturday
afternoons, one in October and one in November,
the firm pulled off a stunt that almost blocked
traffic. Most of the furniture was taken out of
the window, the little phonograph moved to one
end and the services secured of four little
dancers, who danced to the music of the ma-
chine, operated by a fifth child. The evident
pleasure the youngsters took in the music—at
intervals they sang as well as danced—was one
of the best selling ideas ever put out, for every
mother and father who watched them had it
brought home to them how much pleasure their
own children could get out of such an instru-

ment.

JOHNSTOWN FIRM ADDS EDISON LINE

Steele & Harris, Inc., Remodel Store to Handle
Edison Line of Phonographs and Re-creations
as Result of the Greatly Increased Demand

Jouxsrowy, 1'a, November 2.—The complete
line ot Edison re-creations and phonographs
has been added to the stock of Steele & Harris,
Inc., one of the leading music houses of this
section. The concern has secured a special stare
for the display of pianos and the main show-
rooms .have been reniodeled and nodernly
equipped for the advantageous display of phono-
graphs and records. Mr. Steele, one of the
members of the firin, has been engaged in the
music business for a number of years, having
been associated at one time with the W,
Frederick Piano Co., of Pittsburgh. While his
attention lhas been directed mainly to the mer-
chandising of pianos in the past, he states that
the increasing demand for both pianos and talk-
ing machines resulted in his decision to add a
complete line of the latter and make this an
important branch of his business.

FURFURAL FROM CORNCOBS

Bureau of Chemistry Announces By-products
Obtained From Corncobs—Furfural Can Be
Used in the Manufacture of Records

WasHincroN, D. C, November 6.—Six years of
persistent research at the Bureau of Chemistry
of the Department of Agriculture has resulted
in establishing the fact that a nuinber of inter-
esting and useful by-products can be derived
from the humble corncob. Chief among these
is a colorless oily liquid called furfural. One
use of furfural would be as a cheap and satis-
factory substitute for formaldehyde, as used in
combination with carbolic acid in making a syn-
thetic compound which is used for the manu-
facture of talking machine records, varnishes,
etc.
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GOOD REASONS FOR PROSPERITY

Evidence of Prosperity Throughout the United
States Abounds in Late Bank Figures Pre-
sented by Officials of Federal Government

Wasainegron, D. C.,, November 3.—Further evi-
deunce of the increasing prosperity and public
thrift of the people of the U d States and

their ability to buy more talking machines thi:

Winter than ecver before in history is be
found in the fact that savings bank ount
throughout the country have climbe new

high mark, according to reports receive
Comptroller of the Currency Crissinger.

There are now 3,782 national banks in the
continental United States carrying savings ac-
counts or operating savings departments in
which $3,046,054,000 in savings deposits are
credited to 8,873,327 depositors to whom the
banks are paying interest at an average rate of
3.75 per cent, the reports show.

These figures, compared with June 30 last
year, show an increase of 162 banks which are
featuring this kind of business, an increase of
764,085 depositors and $88,499,000 in deposits,
and represent the greatest amount of savings
deposits ever reported by national banks.

New York leads all cities in the total deposits,
Chicago coming second with little more than
half as much deposited in its banks, although
they outnumber the New York banks, twenty-
four to sixteen. Easteru States rank first in
the number of depositors and total deposits,
with the middle Western States second.

MISCHA ELMAN PLANS TO WED

Mischa Elman, world-famous violinist, and
exclusive Victor artist, has become engaged to
Mildred Stone, a sister-in-law of Rudolph Polk,
also a violinist, according to a recent announce-
ment. The artist met Miss Stone at Lake Placid,
N. Y., following his return from an extended
concert tour in the late Spring.
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Who Writes Your Policy?

Will you be thankful on No-
vember 30th, this year?

Pearsall Service 1s ‘“Thanks-

giving Insurance.

Ask any Pearsall dealer—he’ll

tell you.

““Desire to Serve—Plus Ability’’
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This illustrates the laminated
construction of the new pro-
cess Columbia Records.

A_illustrates the much smoother
playing surfaces which are
made of a new substance over
which the needle travels al-
most inaudibly.

B_illustrates the much harder cen-
tre core which resists warping.

7

G

Announcing
Columbia

N October 31st we announced to the public, in full-
O page newspaper space, the achievement of a great
advance in phonograph record manufacture—The New
Process Columbia Record—which after years of experi-
ment we present to the world— perfected.

New Process Columbia Records are practically iree
from surface noise, of greater durability, of crystal-clear
tone.

These things are made possible by the use of a new
surface material, ultra fine in texture and marvelously
smooth; our patented three-ply laminated construction
and our superior recording proficiency.

olumbia

NEW PROCESS
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New Process
Records

New Process Columbia Records challenge comparison
with any phonograph record made, in any department
of music. You may prove this to your complete satisfac-
tion by playing New Process Columbia Records in direct
competition with records of the same selections as pro-
duced by other record manufacturers.

The public has noticed the improvement in Columbia
Records during the last several months. It will be quick
to appreciate their present superiority.

As examples of this new quality we list the following
selections.

COLUMBIA GRAPHOPHONE CO., New York

RECORDS

ROSA PONSELLE s
perhaps the most daz-
zling meteor in the
history of grand
opera. Hers has been
called the ‘“voice of
voices.” Ponselle

makes records exclu-
sively for Columbia.

TO HEAR Pablo Casals is to
have born in one an utterly
new conception of the mag-
nificence and beauty of the
violoncello in the hands of
a master. Casals makes

records exclusively for
Columbia.

Put These New Process
Columbia Records to the
Hardest Comparison Tests!

Song of India. From “Sadko.”
Rosa Ponselle.
49920 12-inch $1.50

Mattinata. ('Tis the day). (Leoncavallo)
Riccardo Stracciari.
79720 10-inch $1.00
Uncle Ned.
Oscar Seagle and Male Quartette.
Little Old Log Cabin in Lane.
Oscar Seagle.
A-3582 10-inch $1.00

Canzonetta. (Op. 6, D'Ambrosi'o).
Toscha Seidel.
49689 12-inch $1.50

Two Little Stars.

Calm as Night. Barbara Maurel.
A-3643 10-inch $1.00
Mignon-Connais tu le pays (Thomas)

Jeanne Gordon.
80186 10-inch $1.00

.rish Love Song.
My Laddie. Cyrena Van Gordon.
A-3617 10-inch $1.00

Would God I Were the Tender Apple
Blossom. Pablo Casals.
80159 10-inch $1.00
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SELECTING THEIR FAVORITES

The ALBUM method EXCELS all other RECORD F

To the Trade:

our production.

fied customers and repeat orders.
to justify it.

ALL OTHER DISC RECORDS

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

New York Office, 54 Franklin Street, Telephone, Franklin 1227, James E. Maguire, Representative

LING systems EVER TRIED

Our Record Album factory—all or any part of
it—is at your command. Hundreds of customers
can and will gladly testify as to the good quality of

Our large and growing business is due to satis-

Imprint (firm name or trade mark) stamped on
covers if desired when orders are sufficiently large

OUR ALBUMS ARE MADE TO CONTAIN VICTOR.
COLUMBIA, EDISON, PATHE, VOCALION AND

THE PERFECT PLAN

EXHIBITS AT FOOD AND HOME SHOW

Talking Machine Department of Hahne & Co.
Attracts Interest Toward Its Line of Talking
Machines—Cashes in on the Appearance of
Paul Whiteman’s Orchestra on Halloween

Newark, N. J., November 3.—The talking ma-
chine department of Hahne & Co., one of the
leading department stores in this city, under
the able management of J. Blake, recently staged
an exhibition at a Food and Home Show, in the
First Regiment Armory here, which proved a
decided success, not only from the standpoint
of publicity, but because of the number of live
prospects secured and the number of sales which
could be traced directly to the exhibit. Victor,
Sonora and Widdicomb machines were attrac-
tively displayed.

Mr. Blake also cashed in on the appearance
here of Paul Whiteman and his orchestra at
the First Regiment Armory. Mr. Whiteman
played for the benefit of the United War Vet-
erans on Halloween and this event was played
up by the Hahne & Co. talking machine depart-
ment in its advertising. Mr. Blake also suc-
ceeded in placing a Victrola at the entrance to
the armory over which was a placard an-
nouncing that Paul Whiteman was a Victor
artist and his records could be obtained at the
Hahne & Co. talking machine department.

Business in the Hahne & Co. music depart-
ment has shown a decided improvement during
the past month and in order to give better
service to customers in the talking machine de-
partment H. Hopping, an cxperienced salesman,
has been added. Mr. Hopping was formerly
connected with Chalmers & Co. and the L. Bam-
berger talking machine department.

The busincss man who continually goes
around with a chip on his shoulder is hurting no
one but himself. He is courting failure.

SPECIALIZES IN FOREIGN RECORDS

New Store of the Canton Music Co., Canton, O.,
Giving Particular Attention to That Line—
Has Very Attractive Quarters

CantoN, O, Novemnber 6.—With thie opening of
the new store of the Canton Music Co. in the
East Tuscarawas street arcade, Canton’s music
industry now boasts of a store offering the
trade a department where foreign talking ma-
chine records are available. This is said to be
the only local establishment specializiug in this
particular service.

This music shop, located in the heart of
the new East Tuscarawas street retail shopping
district, features three talking machine lines,
Columbia, Vocalion and Brunswick. Records of
the same make are also carried by the store.
Steinway pianos, Pianolas and other makes of
pianos are also among the featured lines. Two
attractive rccord booths have been installed for
the convcnience of the trade.

Sam Mirkin, late of the international record
department of the Columbia Graphophone Co.,
Cleveland branch, and a man of varied ex-
perience in the talking machine ficld, is man-
ager of the new shop.

C. A. RICHARDS HONORED

C. A. Richards, manager of the Sonora Phono-
graph Co.'s export departinent, who has just
returned fromm a four months’ trip to Europe,
was decorated on October 16 by F. Quattrone,
formerly the Italian High Commissioner in the
United States, and was made a Chevalier of the
Order of the Crown of Italy. This lionor was
conferred on Mr. Richards by the Italian Gov-
ernment in recognition of his services to the
Allies from 1917 to 1919 as director of the
Bureau of Exports, and later as a member of
the War Trade Board.

CAMERON McLEAN WITH COLUMBIA

Scottish Baritone Signs to Record Exclusively
for Columbia Graphophone Co.

The Columbia Graphophone Co., New York,
announced recently that Cameron McLean, emi-
nent Scottish baritone, had been added to the
fast growing list of Columbia artists. Mr. Mec-

Cameron McLean

Lean has already appeared at several concerts
in leading trade centers and at Detroit achieved
one of the outstanding successes of the season.
At thie present time Mr. McLean is contem-
plating a Canadian concert tour and in all prob-
ability will appear in this city at the Hippo-
drome or in Carnegie Hall under the auspices
of the combined Scottish clans.

Never judge a customer by his clothing.
Many a shabby eccentric has a well-filled purse.

Patented
1914

Patented
1914

= assured.

BOSTON BOOK COMPANY

Are You Prepared?

Keen competition is the keynote for the Fall
"business of 1922. Goods of quality will rule
the day. If you handle goods of high quality
—particularly Boston Albums—you need
have no fear of the future. Your business is
Boston Albums are made right—
To satisfy your most exacting customers.

501-509 PLYMOUTH COURT CHICAGO, ILL.
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Your Holiday Business

Will Be Greater

and Your Turnover Twice as Fast

B A
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You Profit by these Facts

Okch releases the greatest number of dance
records. Okeh discovered Mamie Smith,
made the negro record business possible and
1s supreme today in the negro field.

The Okeh repertoire of foreign language
records 1s the finest in the United States.
These records were recorded by native artists
in their own homeland. They are genuine!

Okeh has available recordings by world-
famous artists and organizations. These
recordings were made in Europe, the home
of opera.

Okeh factories are working day and might,
the best proof of the tremendous demand for

Okeh Records.

Okeh Records are fast, easy secllers. The
average Okeh dealer turns his stock over six
times a year.

And finally, our sales figures prove that the
demand for Okeh Records 1s increasing every
week. You will have calls for them, so order
amply now, because for the holidays you’ll
need—

QKak Records

25 West 45th Street

The Records of Quality
General Phonograph Corporation

OTTO HEINEMAN, President

NEW YORK

|
|
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PHONOGRAPH

Made in Our
Watch Oil

DEPARTMENT

which for half a century
has made 80% of all the
watch, clock and chronom-
eter oil used in America.

........

L, -

The Best Oil For Any Talking Machine

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

Colorless, Odorless and Stainless.

Housekeepers say they would not he 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, or become rancid.
Sportsmen find it best for guns because it prevents

rust.

NYOIL is put up in 1-0z., 3-0z. and 8-o0z. Bottles
and in Quart and Gallon Cans.
For Sale by all Talking Machine Supplies Dealers

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

NEW VICTOR RECORD BOOKLETS

First of Series of Booklets Designed to Help
Machine Owner Build Up Well-balanced
Library Just Issued by Victor Co.

The Victor Talking Machine Co. has just is-
sued the first of a new and interesting series of
booklets designed to promote the understanding
and sale of records of the higher class, includ-
ing those of operas and the classics.

The first booklet is entitled “Music Every-
body Wants to Know” and is devoted to the
listing with proper descriptive matter of num-
bers from various operas, including “La
Boheme,” “Aida,” “Carmen,” “Faust,” “Madama
Butterfly,” “Rigoletto,” “Tosca” and several
others. A short paragraph gives a brief de-
scription of the opera, following which are listed
the records with their numbers and some per-
tinent comment. The new booklet is of a size
that makes it ideal for slipping into regular-
sized envelopes and is intended for general dis-
tribution among talking machine owners by re-
tail dealers.

The new series of booklets is designed to as-
sist those talking machine owners who desire
to build up well-balanced libraries, but are un-
able to make decisions from among the thou-
sands of records listed in the regular Victor
catalog. When records of certain types are
separated and exploited by themselves it is
found that the record purchaser can make a
selection with little trouble. The booklets
should be of decided value in promoting Red
Seal business.

Put service above profits if you want profits.
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[This is the seventh of a series of four-minute confer
ences on topics of direct interest to business men in the
talking machine trade which have been prepared for this
publication by Lester G. Herbert.—EuviTor.]

Profits are a very important consideration
with every business concern. Without profits,
which are steady and sufhicient in amount, busi-
ness integrity cannot be maintained and ex-
pansion and progress are impossible.

In fact, if profits are too small, the business
is likely soon to be embarrassed for ready cash
for the reason that the overhead will eat up
this small margin rapidly, actually leaving the
business at a standstill. When a business stands
still decay has set in and the end is in sight.

A great many firms make the mistake of
thinking that extreme business and a large vol-
ume denote prosperity. This may or may not
be the case. It cannot be emphasized too
strongly that prosperity is gauged not by the
volume done, but rather by the profits made.

However, this need not necessarily be a high
percentage of profit, for it is often better busi-
ness judgment to be satisfied with a modest
percentage and to encourage volume, thus mak-
ing sure that the aggregate amount of profits
reaches a satisfactory sum. In other cases
where supplies or service move more slowly
it becomes necessary to plan for a larger profit
in order to keep the balance level.

It is almost a truism that profits are insured
through three avenues. The first is careful buy-
ing, the second is the elimination of waste and
the third is economical selling and distribution.

It often happens that a busy executive or
business man will buy supplies where he bought
them last, or, having waited until their use is
immediately necessary, is compelled to purchase
at the most available source of supply or where
the goods can be obtained quickly.

This lack of looking ahead and of anticipating
one’s needs is an expensive habit, for often-
times a higher price must be paid than can be
obtained elsewhere, or goods must be purchased
and delivered by expensive means. Even the
smallest concern should take careful considera-
tion of the importance of the official purchasing
agent and hold this individual responsible for
the condition of stock supplies. Even when it
is not advisable to purchase in advance the
purchasing agent of the firm should at all times
be posted just where goods can be secured at
short notice and the cost. This will prevent
false moves and the innumerable annoyances
consequent thereto.

The elimination of waste includes wise busi-
ness management and all it stands for. It is
wasteful to put a man in one job or at one
task who can do another one better. It is
wasteful to fail to articulate the routine of the
day’s work so as to produce the best results.
It is wasteful to keep on the payroll individuals

Four-Minute Conference on Business Topics

No. 7—Your Profits and How to Be Sure of Them

who are not earning their own wages and a
profit for the firm.

It is sure to be mighty expensive not to have
some onc person in the organization who fills
the position of a local efficiency expert to keep
a weather eye to windward in order to see that
cverything is made the best use of, short cuis
employed, by-products used up, methods speeded
up and details involving expense worked out
on an accurate and scientific basis. All too
many firms lose heavily because they guess
that this or that is about right in place of
actually knowing.

The profits which arise from careful selling
are satisfactory. To oversell a customer is to
prejudice him against the firm and its goods.
To neglect a patron is to invite competition.
To be passive in selling is to give the other
fellow who is more aggressive a “head start.”
An accurate knowledge of the field, timely ap-
proach through advertising and personal touch
and prompt follow-up work are all necessary
in the present condition of business.

The expense of distribution can be such as
to lower the profits substantially. Orders im-
properly filled, which necessitate many returns,
are expensive. Loose collection methods in-
crease the cost of doing business. And credits
extended too long are a menace.

Actual delivery work should be an exact af-
fair so that the cost of delivery is known and
can be taken into account in fixing the original
price. Careless deliveries which have not been
figured out as to what they represent eat up
profits very fast.

On the whole it is safe to lay down the
principle that easy business makes difficult
profits, and that careful, efficient and far-sighted
business methods insure ample and permanent
profits.

VOCALION DISTRIBUTOR IN QUEBEC

Charles Culrose, of 610 St. Catherine street,
West, Montreal, Quebec, has been appointed
distributor of Vocalion phonographs and rec-
ords for the Province of Quebec by the Scythes-
Vocalion Co., Ltd, of Toronto. This move in-
sures the Vocalion dealers of the Province of
Quebec of getting direct and efficient service
when and as desired.

NEW YORK SOME CITY

New York is the leading manufacturing city
of the country, producing one-twelfth of the
total value of manufactured products of the
country, and leading Chicago by 45 per cent
and Philadelphia by 150 per cent, according to
an analysis by the Merchants’ Association of
the 1919 census of manufactures by the Depart-
ment of Commerce.

Beautiful in Design

No Loose Parts
THE

“VICSONIA”

REPRODUCER

A recognized medium for the PERFECT playing of EDISON DIAMOND DISC
records on VICTROLAS or GRAFONOLAS. Made in Nickel and Gold Plate

Sample Reproducer in Nickel Finish Sent on Receipt of $4.50

VICSONIA MFG. CO., Inc., - 313 E. 134th Street, New York, N. Y.

Perfect in Tone
Flexible Stylus
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The Immense Sales Opportunities for Deal-
ers in the K orelgn Record F 1eld

When one considers the millions of people
of foreign birth in America, many of whose
aftiliations, to a large extent, remain foreign,
and then considers what a paucity of effort has
been made toward reaching this vast army of
people by talking machine dealers with the ob-
ject of making sales of talking machines, and
particularly foreign records, it must be con-
ceded that there has been a large amount of
neglect or lack of appreciation of the great
market that exists as well as of the opportuni-
ties of increasing profits from this source.

The trouble probably lies in the fact that few
dealers take the time and the mental exercise
necessary to analvze the great opportunities
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that prevall. In the first place there exists in
every city, town and hamlet a number of people
who have so recently come to America from
the lands of their birth that they have been un-
able to grasp the intricacies of our language.
Then there are the others, composed principally
of foreigners who had reached maturity before
they immigrated to this country, who have no
desire and, in many instances, lack the ability
to learn a new language. This condition is
further augmented by the fact that persons of
any nationality, like the Italians, Greeks, Span-
iards and Germans, for example, usually man-
age to colonize a certain portion of the city
which they have chosen for their homes.

with your trade

4 ” of good quality.

Department.

dance halls, etc. .

| TH/\NKS GIVING
5% 11| DINNER hear the voice
of the OQuter World~

HE above illustration, appearing in Magnavox
National Advertising in November (a total of
more than seven millions of circulation) carries a
strong selling thought which you can profitably use

Magnavox Radio, the Reproducer Supreine, 1s not
manufactured to help sell any one make of receiving
set, but to complete the service rendered by every set

i ) The tone quality and sound volume make Magnavox
/ Radio the logical product for the music store Radio

R-2 Magnavox Radio with 18-
inch horn: this instrument is
intended for those who wish
the utmost in amplifying
power; for large audiences,

. $85.00

R-3 Magnavox Radio with 14- 2 stage AC-2-C . . $80.00
] f% inch horn: the ideal instru- 3 stage AC3-C . . 110.00
Y g g Our New Publication The MAGNAVOX explains our
% t profitable selling plan in detail. Write for it.
7= ~ g
re— The Magnavox Co., Oakland, California
= New York: 370 Seventh Avenue

MAGNAVOX PADIO

The Reproducer Supreme

ment for use in homes, offices,
amateur stations, erc. $45.00

Model C Magnavox Power
Amplifier insures getting the
largest possible power input
for your Magnavox Radio.

By A. G. Griffen =
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Now the chances are fifty to one that these
people often long for the music of their home-
land. They want to hear the folk songs and
operas sung in a language which they can fully
understand and appreciate. The majority of
them do not know that they can satisfy their
desires and secure this music through the
medium of the talking machine. No one has
approached them and the probabilities are that
they are just a little bit timid about entering
an attractive store. Probably they have tried
it, and the fact that they were unable to clearly
understand the English language eliminated the
possibility of their buying at that time. Also
there are many clerks who do not accord these
customers the proper amount of attention and
courtesy because they are poorly dressed. At
any rate the fact remains that few talking ma-
chine establishments can boast that they do any
decent amount of business with foreigners.
Nevertheless the field is rich and awaits de-
velopment.

One dealer has built up his foreign record
department to large proportions through mak-
ing a sincere effort to reach the Italian people
in his territory. Not only that, but he has sold

a vast number of machines to these people and

the sales are growing. True, they are not the
most expensive machines, but many of them are
medium in price and the total per year is sur-
prising. This dealer has secured the services
of a young Italian salesman. This man speaks
perfectly good English also and when he is
not engaged in attending to the wants of his
Italian clients he attends to other customers.
At periodical intervals he goes over to the
Italian quarter of the city where he has made
himself very well known and liked and spends
the day mingling with these people and calling
upon them. He invariably returns to the store
with a substantial amount of business secured.
He understands the people with whom he is
dealing, thereby appreciably reducing the risk
of making unsatisfactory sales.

After having read this article, think the mat-
ter over, analyze your opportunities in this
branch of the business and go to it.

INCREASES FACTORY FACILITIES

National Metals & Depositing Corp. Making
Rapid Progress—Capacity Increased 300 Per
Cent This Year—Outlook Is Excellent

In a chat with The World recently M. G.
Lumsden, secretary and treasurer of the Na-
tional Metals & Depositing Corp., Mt. Vernon,
N. Y, manufacturer of masters, mothers and
stampers for talking machine records, stated
that the company had again increased the capac-
ity of its plant; the new increase being ap-
proximately 100 per cent. Since January 1 the
company has increased its factory facilities
practically 300 per cent.

Mr. Lumsden stated that they have added
many new customers during the past few
months and that judging from all indications
this activity will continue well into Spring. The
fact that the company has concentrated on an
important phase of the industry has enabled
it to give exceptional service and co-operation
to its clientele and practically all of its new
business has resulted from the recommendation
of satisfied custonters.

FILANTE SUCCEEDS MORGAN

A. R. Filante has succeeded C. W. Morgan
as manager of the talking machine department
of L. Bamberger Co., one of the leading depart-
ment stores in Newark, N. J.

—
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Big Christmas Sales

Made on

Walter Camp’s Daily Dozen’
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ﬁ; Last year one dealer sold 10 sets of Walter Camp’s g
“Daily Dozen” to a single purchaser—he bought 5
i them as Christmas presents for friends. ¥
%‘ Many dealers made sales of from 2 to 5 sets to individual pur- A

chasers for Christmas Gifts. »N

The price was then $15.00. Now it is only $10.00.

At this price the “Daily Dozen’’ constitutes a popular and highly
valued Christmas Gift. Your customers will demand the gen-
uine and original ‘‘Daily Dozen.”

CASH IN ON THIS DEMAND

All dealers should feature the ‘“Daily

Dozen’’ with strong window and store
display this Christmas season.

Place your order for your holiday

stock NOW !

Health Builders

INCORPORATED
Department W 11

334 Fifth Avenue - New York
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VERY DECIDED IMPROVEMENT IN THE SALES OF RADIO

More Favorable Atmospheric Conditions Resulting in Satisfactory Broadcasting Prove a Decided

Factor in Increasing the Sales of Radio

Sets—Some Interesting Radio Facts

There has been a decided revival in radio
sales within the past few weeks. This in a
large measure is due to the ideal static condi-
tions which now prevail. Only recently a radio
musical program broadcasted in Newark, N. J,
was picked up in London, England, and ships
en route across the Atlantic Ocean were re-
ported as enjoying this concert played in the
United States. Long-distance concerts are being
heard with great distinctness these days and in
one instance a Davenport, Ia, broadcasting sta-
tion gave a concert in which a local orchestra
was utilized and it was heard in many Eastern
points as clearly as if the band was playing in
the homes of the listeners.

With such splendid reception already taking
place, one can well look forward to many de-
lightful hours of entertaininent from stations
hundreds of miles away as the crisp, cold Win-
ter weather approaches, making radio king of
the air as the static of Summer vanishes into
the regions of the equator.

Why is the cold atmosphere of Winter so
superior for radio to the heat of Summer?
This question is answered by the radio editor
of the New York Times in this wise: It has
been estimated that the sun’s rays absorb about
70 per cent of the strength from the radio
waves. During the Summer months the sun’s
strength is at a maximum in the Northern sec-
tion, the duration of daylight is longer, and,
therefore, absorption of radio’s strength reaches
its highest point. The heat of Summer greatly
influences the amount of electricity or static in
the air, producing atmospheric disturbances
which cause interference to radio. Then comes
Winter, with the strength of Old Sol at a min-
imum in the north, long cold Winter nights and
practically no static.

The Ideal Atmospheric Conditions

The long hours of darkness and the cold at-

mosphere represent the ideal condition for ex-

cellent radio transmission and reception. Radio
fans who installed sets during the Summer are
now feeling the greatest thrill and fascination
the ether creates when they tune for some
near-by broadcasting station which they have
been accustomed to hear throughout the Sum-
mer and instead of the familiar call they hear
the clear sound of a strange voice announcing
the strains of music about to be broadcast from
a station hundreds of miles away, on the Pa-
cific Coast or from a city along the Gulf of
Mexico.

The difference between daylight and darkness
in the effect upon radio communication, es-
pecially in relation to spark signals, is well
known to commercial operators on ship or
shore. Many times a vessel only a few miles
off the Irish coast will be able to establish
communication at night with a station along
the American shore. Transmission may be per-
fect throughout the hours of darkness and then
suddenly fade as if something were wrong with
the transmitting or receiving apparatus. The
experienced operator knows that the sudden
silence is merely an indication of dawn far off
in the east where the ship is, although the
eastern sky may be as black as the west along
the Atlantic seaboard. Then when darkness
falls again the ship’s messages return probably
with greater intensity than the night before
because it has been moving nearer to the United
States.

The Amazing Speed of Radio

The sound of a singer's voice or the music
of an orchestra travels through the air at a
little more than 1,000 feet a second. If the
same sound is sent through the microphone of
a radiophone broadcasting station it travels
through the ether at the same speed as light,
186,000 miles a second. The circumference of
the earth is 25,000 miles, so the radio wave
carries the sound around the world approx-
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929 Broadway,

Something Different.
A Special Feature Machine.
Solid Woods—No Veneers.
As Good as the Best.
Better Than Many.

WANTED. A few more live dealers.

Exclusive territory given.
Write Department H.

MODERNOLA CO., JOHNSTOWN, PA.
The Modernola Sales Co., Inc.
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New York, N. Y.
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imately seven and one-half times in the twinkle
of an eye.

A radio message spoken in New York can
be heard in Portland, Ore,, in one-sixty-second
of a second. If sound unaided by radio were
capable of carrying the message it would take four
and two-fifths hours to reach Portland. In that
time the radio message would be nearly three
billions of miles out in space, far beyond Nep-
tune. It takes eight minutes for light to reach
the earth from the sun. It would take the same
length of time for a radio signal to bridge that
distance. While the radio message was speed-
ing on toward Old Sol a sound message would
reach only about 100 miles, if it could travel
that far. A radio message flashed to the North
Star to-night would not reach its destination
for fifty years, so far is the polar star from
the earth.

Another example of the tremendous velocity
of radio waves is illustrated in the following.
Suppose in broadcasting the world's series at
the Polo Grounds Grantland Rice spoke through
a powerful megaphone at the same time his
words struck the transmitter to be broadcast
from WJZ. Through the megaphone the ad-
dress of the speaker could probably be heard
distinctly 1,000 feet from him. Again compar-
ing the two rates of speed, or sound and radio,
it will be found that a radio listener 500 miles
away will hear the voice from the Polo Grounds
many fractions of a second before any one at
the edge of the crowd only 1,000 feet away
from the speaker. Almost before the crack of
the bat knocking ouit a home run echoed through
the grandstand and the ball dropped into the
bleachers the radio audience hundreds of miles
distant would have the news before the player
crossed the plate to record the circuit drive.

Radio operators on ships in the Pacific have
often demonstrated the terrific speed of radio
waves by receiving the midnight time signal
from Honolulu, and then, by a quick adjust-
ment, and at the same tick of the watch, caught
the noontime signal from Nauen, Germany.

EDISON ARTISTS SCORE IN TEXAS

W. W. Dyer, Manager of Edison Shop, Dallas,
Tex., Secures Services of Artists

Darras, Tex., November 2—W. W. Dyer, wide-
awake manager of the Edison Shop, one of the
most active phonograph stores in this city, re-
cently was instrumental in bringing to the
Coliseum two FEdison artists, namely, Miss
Helen Davis and Victor Young. A feature num-
ber was staged at the Coliseum, consisting of
some songs by the artists and comparison tests
with the same selections reproduced on an
Edison phonograph. This number not only
proved to be one of the hits of the week, but
it was instrumental in creating much valuable
publicity for the Edison machines and also the
Edison Shop. This establishment has enjoyed
a steadily growing business as a result of its
aggressive sales policies.

SINGING SOOTHES INSANE PATIENTS

Experiment Financed by Empire State at Man-
hattan State Hospital for the Insane Is Suc-
cessful—Chicago Soprano Sings

The State of New York recently engaged
Miss Ethel Pamminga, of Chicago, whose so-
prano voice has a peculiar pitch, to sing at the
Manhattan State Hospital for the Insane, on
Ward’s Island, in an attempt to relieve some
of the inmates of their obsessions.

Dr. Marcus Heyman, superintendent of the
hospital, called the young woman on the advice
of famous alienists, who say that a certain pitch
of a certain voice has the ability to ease defec-
tive brains. The experiment proved a decided
success.

The King Edward School, Edmonton, Alta,,
has just installed a fine model of a Starr phono-
graph for the purpose of teaching musical ap-
preciation and physical exercise.

~
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The Biggest Little Phonograph in the World |
The New “

Cabinet C AROL A Phonograph

“The Nightingale of Phonographs”

An embodiment of many re-
markable new and exclusive |
features in the art of phonographic
rendition.

While the new CAROLA
weighs only seventeen pounds and
occupies less than a square foot of
floor space, it is not a toy but a full-
fledged talking machine which
delivers full rich tones the equal
of machines costing many times
the price.

CAROLA is built for service,
both musically and mechanically.
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made on the most modern principles and is easily
ltjf;:Chei?l::.l of those fou.nd in many high-priced Send for a ;

CAROLA amplifier embraces new and logical Sample of the — §&
principles. The tone is carried from the reproducer new to
through a special violin fibre horn to the convex lid -~ o 'R
of the phonograph, which acts as the amplifier and CAROLA™- B
throws the sound outward and upward—the logical Liberal Discount _
way for sound to travel.

CAROLA motor is sturdy, noiseless, self-lubri-
cating and is the result of long experiment. It is
absolutely guaranteed to withstand the most vigor-
ous tests and we invite detailed examination by your
mechanic. '

Sells especially well with physical culture and
children’s records.

The new CAROLA plays all lateral cut disc
records of all sizes perfectly.

Retail Price $20

Liberal trade discounts.

THE CAROLA COMPANY

310 Lakeside Avenue, N. W. Cleveland, Ohio

CAROLA reproducer is full sized, carefully lI

—_—
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Be ready for the Christmas shoppers in good
season. In fact, in selling musical goods, an
early start is absolutely necessary, for where an
outlay of any considerable amount is to be de-
pended upon, the customer must be allowed time
for selection and decision. So begin your ad-
vertising and Christmas window displays in good
season in order to let people know that you are
on the map and ready to serve. Suggest, even
urge, the making of early selections. Expect more
business this year than ever before—and then
plan to get it. Take your goods, your servic:
and the selling opportunities of the season seri-
ously. Be convincing in your publicity and in your
selling efforts when you come face to face with
the prospect for musical supplies.

Make your establishment an easy one in which
to buy during Christmastime. It is true that the
majority of people are in a buying humor, but
most of them have to stretch their dollars as far
as possible. Remember this. Emphasize the many
advantages of music in the home and the good
values you have to offer at the present time.

Provide places for the people who drop 1n to
sit down. Many of these people have been going
from store to store and are tired. See to it
that there are seats enough for those who wish
to use them. Make it easy for the person who
has a number of parcels to put them safely to
one side while an instrument is being tried or
good music listened to.

Incidentally, find out. if you can do so tact-
fully, just what members there are in the family
of the one whom you are trying to please and
to sell. If, for example, there are young people
it is easy to suggest that a talking machine and
good records always help to content the young
people at home and are an admirable means of
entertaining their friends; that an acquaintance
with the works of the good musical composers
is an education and a wonderful means of re-
finement; that music and its beneficent influence
sweeten character and actually build health.

If there are only husband and wife in the family
the arguments may be advanced that many a
quiet evening of real pleasure together will be

(U 1 I A I TN

Pertment Suggestlons Designed to Speed
the Flow of Xmas G1ft Dollars

G
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possible; that guests will enjoy the music also,
and that appreciation of professional music will
be all the greater and keener because of the
familiarity in the home with the finer musical
themes.

Be ready to cash in on the opportunity to sell
music and all that music means to those who show
an interest by coming into your place of business.

The Value of a Special Advisory Helper

Remember that for the average individual the
Christmas season is a very busy one. There are
endless details for the housewife, the mother-and
the business woman and the business man to at-
tend to. This is the reason that a Special Advisory

A

The Bell on the Cash
Register Will Ring a

Merry Accompaniment

to Xmas Chimes W here
Early Plans Are Made

ST A

Helper, advertised as such, or by his or her own
name, should prove a distinct husiness-builder.
The public is informed that anyone who cannot
come in person may call for the service of the
Special Advisory Helper and obtain such help
free of charge. For example, Mrs. Jones is tied
up because of a recent illness, but she would like
to buy a dozen new records as one of her Christ-
ias gifts for her son and daughter. If she can
talk with the Advisory Helper as to the new se-
lections and tell the kind of music she prefers she
can order these without coming to the store.
Or old Mr. Blakeley, who is laid up with the
rheumatic gout, may have the idea that he would
like a large and much finer phonograph than the

I

A. BRUNS & SONS

50 RALPH AVE.

BROOKLYN
- Xt

QUALITY PLUS

At Moderate Prices

Prices on BRUNS MADERITE
Phonograph Moving Covers have
been lowered but the quality is of
the same high standard. . . . .

BRUNS MADERITE Moving Covers are
made of excellent materials throughout—
strongly constructed to give maximum serv-
ice and satisfaction.

Quality considered, BRUNS Moving Covers
are now more reasonably priced than others.
We maintain, though, "that nothing - really
good can be had cheap.
antithesis of quality. We aim to give the
best possible value consistent with highest
grade material and workmanshlp—less we
can’t do—more you can’t ask.

Literature and prices furnished on request.
Order direct or through your jobber.

A. BRUNS & SONS

Manufacturers of Everything Made of Canvas

50 Ralph Ave., Brooklyn, N. Y.

Cheapness is the

: By Lester G. Herbert
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one the family now owns. If he can make an
appointment and have the Advisory Helper call
upon him and talk the matter over and find out
just what he has in mind he will be willing to
have a machine sent up for demonstration and
purchase if it pleases.

Or someone who has a silent piano which has
scarcely spoken since the family of young people
grew up and went away may be interested to talk
over the expense and benefit of a player-piano as
a special Christmas celebration. Once a musical
instrument is actually in a home the strong tend-
ency is to lkeep it there and the Advisory Helper
can nearly always arrange for such a demonstra-
tion if the prospects warrant.

Why Not Use a Slogan on Music?

Why not use a slogan this year which will be
absorbed by the buying consciousness of the pub-
lic? Such a slogan becomes an educator and leads
to actual buying. For example, “Say It With

Flowers,” “Gifts That Last” and “Try the Drug

Store First” have been repeated until they really
are worth a very large amount of money in
themselves. Why not a music store slogan such

s “Make Home Happy With Music,” or “Music
and Joy Are Twins,” or “Good Music Is a Taste
of Heaven,” or “The Best Gift of All Is the
Gift of Harmony—MUSIC.”

Talking Machine as a Gift

More and more is the public coming to appre-
ciate the common-sense idea of offering Christmas
gifts which are capable of giving lasting pleasure.
Happily, the fashion is out of date which favors
a lot .of dust-catching “ornaments,” foolish bric-a-
brac and strange things which few want after
they get them. Changing conditions of life call
for simplicity rather than for the multiplication
of things to handle and care for. To-day the
Christmas gift is most favored which will give
pleasure and continue to give pleasure indefinitely.
Can anything fill this bill better than the where-
with to produce sweet melodies, rollicking tunes
or soul-stirring music?

Attractive Displays Make Sales

Make goods talk for themselves by the manner
in which they are displayed. A window made up en-
tirely of one kind of products badly set in rows will
not speak nearly as eloquently as the window in
which a few of the items are placed in their
natural settings. Suggest the use of the goods
by the surroundings and, where possible, indicate
prices or the range of prices. There are many
people so practical-minded that they need to con-
nect the article they are interested in closely with
the number of dollars which will buy it.

Distinctive Christmas Advertising

Make Christmas advertising individual. Study
to achieve that art which will enable pzople to
recognize your publicity as yours—even if the
name and business address were cut from it, just
as your friends would recognize you although you
may not carry a sign card or sandwich board
announcing your name. Individualized publicity
is the sort which arrests attention, focuses interest
on the lines you are offering and brings cus-
tomers to your doors ready to be interested in
what you have to say.

Make it a rule that salespeople shall thank their
Christmas patrons with a smile. It is an easy
habit to acquire and a valuable one. Then when
the holiday buying period has ended the smiling
habit may become so natural that it will persist.

At this time use the usual newspaper space your-
self for an announcement of appreciation for the
generous response of the buying public—if you
can honestly do so—and promise continued ef-
fort of service of an acceptable character Sug-
gest that your firm will go on striving for the
business embodiment of the highest ideals in all
its branches. Make the announcement reasonably
brief, but in every instance let it ring true.

(Continued on page 26)
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9eatu re these eautiful Models of
e CHENEY
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Maodel No. 41

The Oxford

A period design of Old
England, in rich brown oak,
with over lay of walnut, 4334
inches high, with top 21 by
2254 inches. Equipped with
gold-plated metal parts, automatic stop,
steel and jewel needles, two reproducers,
counterbalance cover supports, and eight
albums.

Retail price, $200
East of the Rockies

Model No. 117

The Abbottsford

A beautiful mahogany art model in Queen
Anne period design, 34%{ inches high, with
top 2134 by 4274 inches. Equipped with double-
spring motor, counterbalance cover, automatic
stop, steel and jewel needles, two reproducers,
gold-plated metal parts, and six albums.

Retail price $300
East of the Rockies

Two-Tone Cabinets
Are Universally Popular

The models shown on this page —to the minutest detail
—exemplify the beauty of cabinets, unusual mechanical
precision and perfection of tone which is The Cheney. In
interest of design, beauty of finish, and range of price, they
satisfy all the varied demands of your trade:

Note particularly the two-tone finish of The Oxford and
The Westminster. Two-tone furniture is so popular this
season that these models have proved exceptionally good
sellers.

At the prices now established for The Cheney the values
you can offer are hardly short of sensational. With these
models you can advertise, and you can deliver, a rarely
artistic musical instrument famous for its superiority of tone
— which cannot be duplicated — at the price of an ordmary
phonograph.

Model No. 31

The Westminster

An Early English period
deslngn in delfp nch o/:gk w}l:h
walnut applique, 4278 inches . . R
high, with top 20% by 21 Ask us for detailed description of these
inches. Equipped with nick-

eled metal parts, automatic models and prices
stop, counterbalance cover suppons. steel

and jewel needles,tworeproducers,shelves
for records, and compartment for album. THE CHENEY TALKING MACHINE COMPANY . CHICAGO
Retail price, $150
East of the Rockies
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TO SPEED FLOW OF XMAS DOLLARS
(Continued from page 24)

Well in advance of the Christmas rush plan to
suggest in newspaper, by direct-by-mail letters to
a selected mailing list or in such other ways as
vou may deem advisable, to IAKE THIS A MU-
SICAL CHRISTMAS. Point out how much the
scason could be made to count for if every homc
would increase its possibility of harmony and
musical pleasure. Again suggest that, instead of
a lot of small gifts often purchased with hesi-
tation for fear they will not please—that funds
be pooled. if necessarv, and a truly worth-while
purchase in the way of musical equipment be
made. This will be something which all can ¢n-
joy and will cater to the esthetic sense of thc
family, hclp to furnish in a refined manner and
will actually increase the cash assets of the home.

Encourage Volume Purchases

Encourage volume purchases on the part of each
customer. Frequently the conversation of the
prospect will offer definite buying “leads” as to

THE
PORTABLOOP

Size 24x 27 inches over all

You Will Carry It
This Fall

Why Not Stock It
Now?

We Can Make Prompt

Deliveries

List Price $10.00
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210 Central Avenue

what will be of further and immediate interest.

For example, the customer who has purchased
records may be interested in a record-cleaning
brush, somne automatic attachment or possibly in
anothcr instrument entirely. For some reason or
other, boys and young men are espccially fond ot
stringed and wind instruments and even the show.
ing of somc of thecse in a sympathetic manne:
may bring that samc customer back 1o bu, a
harp for the daughtcr, a saxophone for the son,
a long-anticipated violin or possibly a fin: new
piano. Encourage volume purchases and be ready
to show goods, but do not over-urge.

Handling Complaints Because of Delays

Delays arc likely to occur at Christinastime.
This is partly due to the immense amount of
shopping, mail, expressage, etc. However, the
business management which addresses itsc.f spe-
cifically to thc working out of details will prevent
ncedless delays. At this time of year particularly
people are anxious and displeased if promiszs are
not kept and deliveries not made promptly. Malke
it evident that you will do all in your powar to
kcep any promise made and if unavcidable dela-s
arisc in spite of you telephonez and make frank
cxplanations.

A Few Good Rules to Follow

AMake it a rule that those who do no: buy, cven
though they may take a good dcal of time an:
attention, will be just as pleasantly treatcd as if
thcy rcached buying decisions. They are likely
to come back. ycu know, and in any event wc
cannot expect to sell to everyone every time.

Those who make belated small purcha-es may
often be encouraged to take home such parcels
as thcy can carry without inconvenience. The in-
quiry during this period of, “Do you wish to takc
this with you?” will often meet with th- ready
“Yes, I think T will,” or, “I might as well.” When
delivery expenses are saved, money is saved. Of
course, with some purchases this is impossiblc.

Stress values and ultimate satisfaction, pointin=
out, if need be, that purchase price actually disap-
pears in time, although the goods themselves and
the pleasure and satisfaction they reprcscnt remain
long aftcr that price i1s forgotten.

Avoid carefully the impression in advertising
or actual salesmanship method of “I am after
your money.” That always causes a withdrawal
of confidence. Serve rather to throw out thc
cordial suggestion, “We are hecre to help you buy
just what you want and it is our pleasure to <o it.”
Remember that helping the customer buy is quite
as important an angle as helping the store sell,
When we sell with onlv that thought in mind we
seldom win customers who come back. When we
help customers buy in the right way we have
made friends and the store is the gainer.

Love and kindliness are the Christmas impulses.
They are the instincts which actuate the gift-
making at this scason of the year and the desire
to do for others. When your own businzss ex-
presses this same spirit of kindliness and fricndli-
ness, people fcel at home, have confidence in what
vou say and offer and so sales resistance is re-
movcd.

Christmas Gifts to Patrons

Plan some little Christmas surprise for your
patrons. It may be a card of greeting used as
a package enclosure. 1t may be a souvenir which
will be kept and valued. One firm gave aluminum
thimbles in a little Christmas box. Each thimble
bore the words, “Say It With Music. Merry
Christmas,” and the firm name. Another firm
gave celluloid rulers of good quality with this
message:

“Make It a Rule to Have Music Every Day in
Your Home—Then Christmas Will Last the Whole
Year Through.” These rulers were only given to
thosc purchasing over a certain amount.

Location and class of trade determine whethet
such a plan is a good one or not, but, after all,
peoplc are very much alike and enjoy the thrill
of the uncxpected.

\Vhat would vou think if vour boss preached
constantly about the harmi done by salesmen
losing their tempcrs and then the wvery first
time an irate customer entered thc store lost
his?

DAVENPORT CABINET WORKS RUSHED

Steadily Increasing Demand for Davenola
Phonograph Noted—Changes Made in Plant

Davexport, Ia, November 6.—The Davenport
Cabinet \Vorks, of this city, manufacturer of
the Davenola phonograph, has increased its pro-
duction to capacity to meet the steadily growing
dcinand for these instruincnts experienced dur-
ing the past few weeks. To fill the influx of
orders the forces of this concern are working
overtime.

Some changes were recently made in the fac-
tory, which has 23,100 feet of floor space, in-
cluding the installation of the heavier machin-
ery in the basement. Cabinet work is done on
the first floor and the finishing and installation
of motors on the second floor. The phono-
graphs manufactured by the company, in ma-
hogany, quartered oak and walnut, have made
rapid strides in public favor and all indications
point to the steady continuance of the demand
for these products.

Mr. Edison Man:—

Don’t Say

“KAN'T” o “KENT”

Worite for catalog of complete line

The KENT No. 1
With “S” Sound Box

Has given complete satisfaction
for years

ST

. ©)

Reg. U. S. Pat. Off.

F. C. KENT CO.

Irvington, N. J.
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The Diamond Record
Service Rack
Sclls More Records

Made with 2 sections, one
for selected records and one
for rejected records. Speeds
up customers’ decisions.
Sells more records in less
time. Overcomes breakage.
Hangs on wall. Keeps
booth neat.

No. 1 size (illustrated)
27Y% inches high, 97 inches
deep, 16 inches wide. Gray
or ivory—3$5. Mahogany—$6.

No. 2 size 271 inches
high, 914 inches deep, 28
inches wide. Gray or ivory
—$7.50. Mahogany—$9.

The Diamond

Juvenile Console

with the
Heineman Motor

a real musical instrument
for children

Cabinet is substantially made of se-
lected hardwoods and veneers — 24
inches high, 14 inches wide and 28
inches long.

Finish is beautifully enameled in gray,
blue, ivory and mahogany. Grille is
in blue or old rose silk. '
Motor is by Heineman—cul gears,
casl frame, absolulely guaranteed. Re-
movable molor board.

Tonearm is die cast and nickel plated.
Artois reproducer.

Turntable is 9 inches, felt faced.

Plays all records of 10 inches or small-
er. Particularly adapted to children's
records such as Bubble Books.

List Price, $25 each
Pacific Coasl—$3_0 each

Last Call for Holiday Delivery!

To Guarantee Shipment Orders Must Be in
Our Hands Not Later Than November 27th!

E are still able to supply a few more dealers

with the fast-selling Diamond Juvenile Con-

soles for Holiday delivery, but orders must be in

hand not later than Monday, November 27th to
guarantee shipments in December.

And don’t forget that the Diamond Juvenile Con-
sole is equipped with a real Heineman talking
machine motor!

Don’t overlook the Christmas profit possibilities
in this wonderful little machine. Not only does it
sell itself, but it exerts a new influence on the sales
of both juvenile and regular records.

Tear out this page as a reminder and write or wire
your order today.

The Diamond Products Corporation

Executive Offices and Showrooms:

25 West 43rd St., New York Factories: Oswego, N.Y.

DIAMOND DISTRIBUTORS

A. C. Erisman & Co.
174 Tremont Street, Boston, Mass.

Cabinet & Accessories Co.
145 East 34th St., New York

Consolidated Talking Machine Co. Munson, Rayner Corporation
227-229 N. Washington St., Chicago, IIL 315So0. Broadway, Los Angeles, Cal.
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 THE BELL RECORDING CORP

Associated With National Metals Depositing Corporation

BEST RECORDING
EXPERIENCED SPECIALISTS
LOUD AND CLEAR

LAST WORD IN QUALITY

General Recording for the Phonograph Trade

9 East 47th Street, New York City

We Specialize in Private Recording

and

SUPREME COURT DENIES PETITION

Refuses Petition of Victor Co. to Review Case
Against Starr Piano Co.

WasuaincroN, D. C., October 30.—The United
States. Supreme Court has denied the petition
of the Victor Talking Machine Co. for a review
of the case of the Victor Talking Machine Co.
azainst the Starr Piano Co., in which the former
brought suits for infringement of Claims 6 and
8 of the Johnson patent relating to records.

The District Court dismissed thie Victor Co.’s
bill of complaint for alleged lack of invention
and abandonment and the Circuit Court of
Appeals later upheld the decree of the District
Court. The Victor Co. then filed its petition
with the Supreme Court with the result already
stated.

SOWDERS-BOLLING CO. FORMED

EvansviLLE, IND., November 4--A new musical
instrument house in this city is Sowders-Bolling
Piano Co. at 13 and 15 Main street. The mem-
bers of the firm are L. S. Bolling, who operates
a large musical house at Fort Worth, Tex,, and
Theodore Sowders, who has been a resident of
Evansville for many years.

The new company will carry a large line of
pianos and musical instrumnents, including the
Bush & Lane, Waltham, Smith & Barnes and
Jesse French. The company will also handle
Brunswick talking machines and a complete line
of records and accessories.

MILLS CABINET CO. BANKRUPT

The Mills Cabinet Co., an Illinois corporation,
with headquarters at Racine, Wis,, has filed a
voluntary petition in bankruptcy. Liabilities
are listed at $110,304 and assets are estimated at
$111,268.

BRUNSWICK RECORD EXCHANGE PLAN WINS MUCH FAVOR

Dealers Permitted to Return Brunswick Records Not Exceeding 10 Per Cent of Record Purchases

for Preceding Three Months—A Radical

Move of Great Importance to the Dealer

Cuicaco, Irn,, October 28.—The Brunswick-
Balke-Collender Co. has recently announced a
Brunswick record exchange plan which is one
of the most important sales ideas that have been
introduced to the trade for some time past.
By means of this plan Brunswick dealers will
be permitted to return Brunswick records not
exceeding 10 per cent of the dealers’ total rec-
ord purchases for the preceding three months.
Any records listed in the current Brunswick
catalog are eligible for return.

A dealer will be credited against his return
on the basis of 90 per cent of the purchase price

or wholesale value of these records and will
be required to order a quantity of records equal
to the credit allowance on those returned, series
for series. His exchange order may call for
any records listed in the catalog except those
on the previous two release lists immediately
preceding the month in which the exchange is
effective.

Returns of records will be allowed quarterly
and must be made within ten days of date of
notice and the first exchange will be effective
January, 1923, based on October, November and
December purchases.

FILM COMPANY URGES TIE-UP

Goldwyn Pictures Corp. Enlisting Victor Deal-
ers to Tie Up With Film Release of Rupert
Hughes’ Interesting Story, “Remembrance”

The Goldwyn Pictures Corp. are enlisting the
aid of Victor talking machine dealers in tying
up their advertising with the latest release of
the film corporation based on the Rupert
Hughes story entitled “Remembrance.” The
Goldwyn Corp. urges dealers to feature in their
advertising and in special window displays
standard and past popular records appropriate
to the time and locale of the story. The film,
of course, is appearing in moving picture houses
all over the country and the Goldwyn forces
are enlisting the co-operation of the dealers
through the film exchanges and theatres for
the benefit of both the moving picture houses
and the dealers. It is pointed out that this
will afford an opportunity to exploit very popu-
lar records of twenty years ago, as well as
some of the late releases.

ANCILLARY RECEIVERS APPOINTED

Federal Court in Trenton, N. J., Appoints W. C.
Matlock and Louis Jersawit Ancillary Re-
ceivers for Remington Phonograph Corp.

TrenTON, N. J., November 1.—Judge Lynch in
the U. S. District Court has appointed William
C. Matlock, of this city, and Louis Jersawit, of
2 Rector street, New York, as ancillary re-
ceivers for the Remington Phonograph Corp.,
New York, a Delaware corporation. The re-
ceivership followed a bill of complaint filed in
the Federal Court here recently by James S.
Holmes, vice-president and a director of the
Remington Corp., who stated that he was a
creditor to the extent of nearly $3,000. The
complaint was also made on behalf of other
creditors. Mr. Jersawlt was some time ago
appointed by Federal Judge Knox, of the New
York District, as receiver 1n equity for the
assets of the Remington Corp. Creditors are
asked to file their various claims on or before
January 23.

NATIONAL METALS DEPOSITING

CORPORATION

FACTORY
34 East Sidney Ave., Mt. Vernon, N.Y.

Telephone: Oakwocd 8845

&SI%

APERFECT
NEGATIVE

WE DEPOSIT THE

FINEST COPPER

IN THE WORLD

FOR YOUR CONVENIENCE
DELIVER RECORDED WAX
TO OUR LABORATORY

MOUNT VERNON — NEW YORK

MANUFACTURERS OF

IMPROVEMENT

ALL STAMPERS
HAVE

HIGHLY POLISHED
MACHINED BACKS

LABORATORY
9 East 47th St., New York City

Tel. Vanderbilt 4153

OUR
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The point has been emphasized repeatedly in
connection with selling by mail that the direct
personal letter is imany times more effective
than the best possible circular letter in inter-
esting the prospect and actually closing the sale.
Naturally, the direct personal letter is more
expensive, particularly in the matter of time
and labor, than the form letter, but the ex-
perience of those who have tried both types
generally indicates that the cost per sale under
the special letter plan is the lowest.

There are many ways in which the talking
machine dealer can use the direct letter to
advantage for each new shipment of records
and each new record supplement presents many
opportunities for the dealer who is alive. The
retailer who is acquainted with the musical
tastes of his customers can put that knowledge
to good advantage while going over the new
advance record lists, and when he comes across
records that he knows will appeal to certain of
his customers it is a more or less simple process
to dictate a letter to them something as follows:
“Tust ran across several new records by (artist’s
name) entitled (name of selection) that I think
will interest you. Will you not drop in and
hear them or may we send a messenger with
the records to your home for a demonstration?”

A talking machine dealer near New York,
who also handles music rolls, has adopted a very
excellent and profitable system for interesting
his customers in new records and rolls by his
special letter appeal. This dealer sends a well-
worded letter to the customer in which he refers
to past sales and to the fact that he has re-
ceived some new records or rolls that fit in
well with the customer’s previous selections.
The last paragraph of the letter reads: “We
would like to have you hear these rolls (or
records) and if you will fill out the enclosed
card we will send someone to demonstrate them
for you at your home at the appointed hour.”

Accompanying the letter is a post card, self-
addressed and ready to mail, bearing the para-
graph: “Kindly send your representative on
date at o'clock to play the records
(or rolls) or (title of pieces) for my approval.”
All the customer need do is sign and mail the
card and the salesman plays the rolls or records
in his own home for his benefit at the time he
himself has selected.

i
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The Direct Personal Letter Is a Strong
Medlum fOI‘ IIlCI‘eaSIIlg SaleS :: By Arthur H. Foster
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The dealer reports that the sales results are
close to 100 per cent, for the customer, as a rule,
feels more or less under obligation to buy the
rolls or records after the dealer has gone to so
much trouble to have him hear them. Where
only one record or roll is sold each time the
sales expense would be prohibitive, but the
profits lie in the fact that when making the
call the salesman carries with him from a half
dozen to a dozen other new and carefully
selected records likely to appeal to the customer
and generally gets rid of several, if not all, of
them before leaving the house.

Another factor that offsets the selling expense

A

Greater Expense and

Labor Worth While in
View of Resultant
Profits and Reputa-

tion for Good Service

T

is the fact that those who have received this
special service are naturally favorably inclined
to that particular dealer and not only visit his
store whenever they themselves feel the urge
to buy some new rolls and records, but urge
their friends to do so.

When special letters are referred to it does
not mnean necessarily that each customer should
receive a personal letter written only for him.
As a matter of fact, the dealer who goes into
the matter thoroughly can so classify his cus-
tomers that a half dozen letters can be drafted
and sent to the entire list, each letter appealing
to a certain type of client and giving him the
impression that it was written for his own par-
ticular benefit.

The important thing, however, is that the
letter must be typed separately and written to
the individual. The ordinary type of mimeo-
graphed letter simply filled in with a ribbon of

= HTmmmmm

(IFRAIA

L | !

the same color will not do, for even the non
business person will quickly recognize the de
ception.

A Western dealer who does a very substantial
business through the medium of the mails ha
found that the customer who, when he come
into the store, is likely to favor violin solos or
particular classes of vocal selections or orches-
tral records almost exclusively, does not neces-
sarily respond with enthusiasm if the dealer calls
his attention only to records of those particular
types which have just been issued or have be-
come available. In fact, the customer who
favors the classics will, with surprising fre-
quency, buy a record of a popular number of
merit if it is called to his attention, for he does
not always favor a one-sided library. Such
songs as “Smilin’ Through,” and instrumental
selections, such as “Three o’Clock in the Morn-
ing,” can frequently be sold to the lover of
McDowell or Grieg, if he is made acquainted
with their tunefulness.

One of the main things to be considered is
that there is no fixed formula for solicitation of
business by mail. There are certain factors that
experience has shown will prove effective in
many instances and there are certain things to
avoid, as experience has shown. The average
dealer must, however, depend upon his common
sense, his selling ability and his understanding
of the people with whom he does business to
make a campaign by mail either through form
or personal letters really effcctive.

MAKING EXTENDED BUSINESS TRIP

N. Cohen, president of the Wall-Kane Needle
Mfg. Co., left recently for an extended trip
cmbracing many of the principal cities of the
country, in the interest of Wall-Kane needles.
This ten-record needle is enjoying good de-
mand and good distribution through the
medium of jobbers located at strategic points
throughout the country.

A POISONOUS FORMULA

Mix a few ounces of laziness with equal parts
of pessimism, disregard for the feelings of
customers, the public-be-damned attitude and
uncontrollable temper and you have failure.

|

Recorded in Italy
by the best
known Italian’Singers

242—Notte
237—Napule: Punto e basta

Ciaramella
Ciaramella

1063—E’ Piccerella
Palomma

1085—Tarantella d’° ’e Vase—(Duetto)
La Penitente ed il Confessore

Godono

Godono

1077—Cuscienza
Sunate Manduline

JUST OUT
POPULAR ITALIAN RECORDS

10 Inch Records at 75c. Each

LATEST
RELEASES

1057—Acqua Mmocca Ciaramella

Son bella agli occhi vostri
Ciaramella

12 INCH RECORD AT $1.25

Godono
Godono

10009—Canzona Marinaresca
Leggenda del Mare

JTALANATILE

New Hits Released the 15th of Each Month

WORD ROLLS AT $1.25
E. A. Mario

Bovio-Valente

238—Chi giuoca con le donne Genise-Lama
042—Perduta F. Pennino

DISCOUNT TO DEALERS — ASK FOR CATALOGUES

DISTRIBUTED BY

ITALIAN BOOK CO., Music Dept., 145 Mulberry St., NEW YORK, N. V.

INSTRUMENTAL ROLLS AT $ .90

241—Amore mio—Waltz V. Ricciardi
060—Messina—Mazurka F. Pennino

e —m—
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Special Two New Period Vocalions

Announcement Phenomenally Low-Priced
HE Vocalion line

at all times offers
dealers the special
advantages exclusive
to Aeolian-made
products. Added
opportunity of in-
creased sales-value is
announced in the two
new console models
just released, repre-
senting the highest
value in period pho- Style 1638
nographs at the lowest
possible price. All
Vocalion standards
are here maintained
—the full rich tone—
the wonderful Grad-
uola tone-control
and the unsurpassed
beauty of Vocalion
case designs.

Let us give you further
particulars regarding
the Vocalion line.
Write for price-list of

the new period styles. ﬁ Style 1640

“©re A E O L

NEW YORK
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A VOCALION RED RECORD
HEADLINER
JOHN CHARLES THOMAS

The great American baritone, John Charles Thomas,
returned this month from a sensational European suc-
cess. After his three London recitals, the critics unani-
mously pronounced his voice the most beautiful one
heard there this season.

The Vocalion Records of John Charles Thomas are
gold mines of sales-values for Vocalion representatives.
This popular baritone represents the quality of all
artists exclusively Vocalion.

Red Records By John Charles Thomas

Abide With Me..... .. No. 30118 10” $1.25 On the Road to Man-
Canzonetta — From dalay ...............

“The Love Letter”.. 30145 10" 1.25 Out Where the West
Danny Deever ....... 3211012” 1.75 Begins ... ..........
Elijah—It Is Enough. 52028 12”7 1.75 Pagliacci—Prologue ..
The Holy City........ 52037 12" 1.75 Sweetest Story Ever
In the Gloaming..... 30110 10" 1.25 Toldl - Saeee = e o
Little Girls, Goodbye. 20001 10” 1.00 Tommy Lad .........
Little Mother o’ Mine 30131107 1.25 Vale (Farewell) .....
The Lost Chord...... 52025 12" 1.75 Will You Remember?
Mother o’ Mine,..... 30127 10" 1.25 —From Maytime...

30135 10" $1.25

30116 10" 1.25
52024 10" 1.25

3012210” 1.25
30133 10" 1.25
30156 10" 1.25

30136 10" 1.25

Distributors

Vocalion Records

MUSICAL PRODUCTS DIS. CO.,
37 E. 18th St.,, New York City.

A. C. ERISMAN CO,,
174 Tremont St., Boston, Mass.

GIBSON-SNOW CO., -
306 W. Willow St., Syracuse, N. Y.

SONORA DIST. CO,,
505 Liberty Ave., Pittsburgh, Pa.

HESSIG-ELLIS DRUG CO.,

Memphis, Tenn.
STREVELL-PATERSON HARDWARE

CO., Salt Lake City, Utah.
MOORE-BIRD CO.,

Denver, Colo.

MUNSON-RAYNER CORP.,
643 S. Olive St., Los Angeles, Cal.

THE MAGNAVOX CO.,
616 Mission St., San Francisco, Cal.

Vocalion

WOODSIDE VOCALION CO.,
154 High St., Portland, Me.

LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.

PENN VOCALION CO.,
16 W. King St., Lancaster, Pa.

CLARK MUSICAL SALES CO,,
324 N. Howard St., Baltimore, Md.

0. J. DEMOLL & CO.,
12th and G Sts., N. W., Washington,
D. C.

LIND & MARKS CO.,
530 Bates St., Detroit, Mich.

THE AEOLIAN CO.,
529 S. Wabash Ave., Chicago, Ill.

LOUISVILLE MUSIC CO.,

529 S. 4th St., Louisville, Ky.
THE AEOLIAN CO.,

1004 Olive St., St. Louis, Mo.

GUEST PIANO CO.,,

Burlington, Iowa.

D. H. HOLMES CO.,
New Orleans, La.

STONE PIANO CO.,
Fargo, N. D.

STONE PIANO CO.,
826 Nicollet Ave., Minneapolis, Minn.

I A N

CHICAGO

Company
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ON THE USE OF SLANG

By EDWARD FRASER CARSON

R A e

Many young men to-day seem to have an
idea that to speak correctly is effeminate. They
seem to think that it is a mark of manhood to
use slang. They think
it smart to adopt for
everyday use the lan-
guage of the sporting
pages of the alleged
comic sheets.

If these chaps could
only hear themselves as
others hear them, or
better, if they were to
hear their sisters and
mothers use such lan-
guage, they would
quickly see how far
from smart it sounds,
and it might be that
they would be minded to mend their ways.

There may be—I don't say “are,” but “may
be”—times and places where the use of slang

Edward Fraser Carson

is justified, but surely it has no place in busi-
ness, and the young salesman who sprinkles his
talk with the jargon sacred to Mutt and Jeff,
Krazy Kat and Ignatz Mouse stamps himself
at once as being handicapped by a single-track
intelligence, and is lacking in that degree
of good breeding which one must possess if
he hopes to climb far up the ladder of a suc-
cessful business career.

This was brought home to me a few days
ago in one of the big specialty shops on Fifth
avenue. A young woman was waiting for
change for a purchase she had made, and she
pleasantly remarked to the sportive young
cashier that it was a fine day. He replied:

“You sure said a whole mouthful, kid, I'll tell
the world.”

I wondered then whether that same young
cashier would have made that same remark to
his employer. I wondered what the young man
would have thought had he heard his mother
say that. And I wondered if he would say

VELVET COVERED TURNTABLES

ADD TO THE QUALITY OF MACHINES

THE BEST TALKING MACHINES ARE EQUIPPED WITH

A.W. B. BOULEVARD VELVETS
GRAND PRIZE—GOLD MEDAL, ST. LOUIS EXHIBITION

WRITE FOR SAMPLES AND PRICES

A. WIMPFHEIMER & BRO., Inc.
450-460 Fourth Avenue, New York

ESTABLISHED 1845

that to his mother under the same circum-
stances.

American slang, I grant, is expressive. It
gets “right down to brass tacks,” but it fre-
quently, if not usually, does “jar” the sensi-
bilities.

A slang word or phrase may convey a world
of meaning like the portmanteau words of
Lewis Carroll, but as a rule the more highly
meaning is thus crystallized the more objec-
tionable the word is in the ears of refined
people.

It is true, too, that many slang words be-
come assimilated into the English language
antil they finally come into perfectly proper use.
But this is no reason for anyone’s setting him-
self—yes, or herself—the task of hastening this
process. The life of slang words is a case of
the survival of the fittest. If the word is needed
in the language the better to express an idea,
it will, in time, come into its own.

The language you use when in your own home,
or away from your place of employment, is,
of course, your own business, but if you have
real ambition to succeed you will set a watch
on your tongue at all times, even at home, that
you may have assurance that it will not slip
during business hours.

The English language contains half a million
words, more or less. Surely you can find among
them words to express your ideas without
assaulting the ears and insulting the intelligence
of all who are unfortunate enough to be com-
pelled to listen.

MUSIC DEALER DECLARED BANKRUPT

Receiver Appointed for Business of J. H.
Rupert, of Ridgway, Pa.

PirTsBURGH, PA., October 31.—Judge W. H. S.
Thomson, of the United States District Court,
adjudged J. H. Rupert, music dealer of Ridgway,
Pa., a bankrupt. James H. Thompson was
named as referee in bankruptcy and a hearing
of the creditors was held at the referee’s office
in St. Marys, Pa, during the week. Mr.
Rupert has been engaged in the music business
for many years. The bankruptcy proceedings
were instituted by Mr. Rupert. Liabilities are
given as $8,826.54 and assets $2,107.25.

There are two kinds of discontent in this
world—the discontent that works and the dis-
content that wrings its hands. The first gets
what it wants and the second loses what it
has. There’s no cure for the first but success;
and there’s no cure at all for the second.

COTTON FLOCKS

.. FOR..
Record Manufacturing

THE PECKHAM MFG. CO., 3w ARk, N 3
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WINS PRIZE WITH FAIR EXHIBIT

M. Johnson, of Ironwood, Mich., Captures the
First Award for Display at County Fair

As a result of giving careful attention to the
decoration and arrangement of his booth at the
Gogebic County Fair, M. Johnson, successful
music dealer of Ironwood, Mich., captured first
prize for the best display. The features of

“‘.3:"""

Johnson Exhibit Which Won Prize
Mr. Johnson’s exhibit were several popular
mnodels of Vocalion phonographs, which were
kept going steadily, playing the latest Vocalion
record successes, and the result was a number
of sales and many excellent prospects. A Gul-
bransen player-piano was part of the exhibit.

CHENEYS FOR CONTEST WINNERS

Music Memory Contest Which Closed Recently
in Detroit a Big Success—Those Who Won

Detrorr, MicH., October 31.—The prizes con-
tributed to the Music Memory Contest held in
this city by the Cheney Talking Machine Co.,
through the Michigan distributors, The Van
Korn Shower Co., have been awarded to the

Winners in Music Memory Contest
winners, who appear in the photograph from
left to right, as follows.

Miss Esther Beach, winner of a No. 31
Cheney ($150), awarded as the fourth prize in
the Professional Class. She is a piano teacher
and reader.

Miss Mary Sinclair, winner of a No. 41
Cheney ($200), awarded as first prize in the
General Public Class.

Miss Thelma Hull, winner of a No. 6 Cheney
($325), awarded as first prize in the Sunday
School Class. Miss Hull is a capable pianist.

Mr. Ralph L’Amoreaux, winner of a No. 41
Cheney ($200), awarded as first prize in the
General Public Class. He has played a violin
for seven years.

Miss Margaret MacArthur, winner of the
second prize in the Women's Clubs Class. She
is an accomplished pianist and has a very pleas-
ing contralto voice.

BRISTOL AUDIOPHONE REPRODUCER

Waterbury Manufacturer Introduces Device
Which Amplifies and Improves the Tone
Quality of the Talking Machine-—Active Cam-
paign to Introduce Device Now Under Way

\WATERBURY, CoONN., Noveémber 6.—The Bristol
Co., of this city, has placed a comprehensive
campaign behind the Bristol Audiophone phono-
graph record reproducer outfit. This repro-
ducer and loud speaker form a combination
that is giving excellent results. The Audio-
phone, or loud speaker, is built on the same
high-class principles as the Bristol Audiophone
used for radio purposes. Together with the
Audiophone is the Audiophone phonograph re-
producer, a special reproducer which can be
used independent of the regular talking machine
reproducer. The Audiophone reproducer is
claimed to amplify and improve the tone qual-
ity and gives a large volume of sound. It is
so built that it may be attached instantly to any
make of phonograph without mutilating it in
any wav. A loud and soft sound control is also
available and where a large hall is used a num-
ber of loud speakers can be attached to the
one reproducer, thus thoroughly disseminating
music throughout the space. If so desired, a
hand speech announcer may be included in the
outfit for announcement purposes and speeches.

The Audiophone reproducer has been de-
veloped for a number of years. William H.
Bristol, president of the company, has given
much of his personal attention toward the per-
fecting of this instrument. The Bristol Co,,
manufacturer of the Audiophone, occupies a
large group of factory buildings situated on the
outskirts of Waterbury and has built up an ex-
cellent reputation covering a period of many
years in interior recording thermometers and
other instruments. Its experience in the build-
ing of delicate and finely sensitized instruments
has stood this company in good stead in the
development of the Audiophone.

H. L. Griggs, sales manager, and J. B. Kel-
sey, assistant general sales manager, are de-
voting their entire energies to the promotion
end of the business with excellent results.
Branch offices of the company are to be found
in all of the principal cities of the country.

F. 0. SEXTON OPENS VICTOR SHOP

WasHinGToN, D. C., November 2.—The F. O.
Sexton Co., which recently opened a Victrola
shop at 647 H street, N. E, with a large stock
of machines and records, is the first Victor retail
establishment to open in this section of the
city. The business is located in one of the
busiest sections of the city and, according to
reports, a considerable trade has already been
built up. F. O. Sexton, head of the enterprise,
is well known here, having been prominently
connected for years in an important capacity
with the War Department.

LONG DISTANCE RECORD SHIPMENT

PitrsrieLp, Mass., November 6.—The champion
long distance shipment of talking machine rec-
ords ever made from this city was recently made
by Wood Bros., who shipped a number of rec-
ords a distance of 16,000 miles to a mission in
Africa. Wood Bros. have made many foreign
shipments.

MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

Let us figure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills in Va., N. C. and S. C.
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REGAL

S50c
RECORDS

boost business
for the big and
little store alike.

|
]

In New York, the
Bronx Record Store,
an establishment one
year young, on a floor
space measuring 30
ft. long by 30 ft. wide,
sold over 100,000
Regal Records since
Christmas of last
year.

A store in Detroit
writes: “We have
sold thousands of
them and are well
satisfied with the
results.”

From Baltimore
we hear: “Since
placing Regal Rec-
ords on sale the
business of our rec-
ord department
has increased ma-
terially.”

Three instances
typical of national
results. Regal in-
creases your sales
—I1t 1nsures your
profits.

Are you interested in
exclusive territory?

REGAL RECORD CO.

20 W. 20th ST.

NEW YORK
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BRAINS, NOT BEAUTY, AN ASSET

Many Dealers Favor Women With Good Looks
When Selecting Saleswomen — Brains in
Every Instance Should Be First Consideration

A fact worthy of note is the increasing num-
ber of young women entering the sales end
of the talking machine business. The person-
nel of almost every talking machine establish-
ment includes one or more women and the
dealer is now faced with the problem of select-
ing the correct types of saleswomen and train-
them in the art of salesmanship. This is
one phase of the business which has been neg-
lected in many instances. The woman clerk
should be trained to become a real saleswoman.
Of course much depends upon the character of
the women selected. It is a fact that men are
often influenced in their selection of women by
beauty and pay entirely too little attention to
quality of mind.

Good looks may be an asset, but salesman-

ing

ship is a greater asset. A beautiful women
with little else in her head excepting vanity is
a poor investment. What is desirable is the
woman, regardless of her looks, who is am-
bitious enough to put some real intelligence to
work in the merchandising of talking machines
and records. Of course where the rare com
bination of beauty and brains is secured so
much the better for the dealer. What the mer-
chant desires above all else is sales, and ap-
plicants for positions on the sales force should
be selected only for their sales ability or their
potentialities in this direction.

A MOST ARTISTIC FOLDER

From the Mead Co., Birmingham, Eng, we
are in receipt of a very handsomely printed
folder in colors of the latest designs of table
grands and Model De Luxe gramophones—
attractively designed instruments which should
make a strong appeal, thanks to this unusnally
artistically printed literature.

No. 2500
2000 Ohms

$6.00

L

handsomest furniture.

Concealed Cord Tips

THIS 1s an important feature of the Manhattan Headset.
Cord Tips have two real advantages:

The first is the elimination of all possibility of unbalancing the receiv-
ing set and decreasing the strength of the headset signals by having
the hand come in contact with exposed cord tips or terminals.
of strength due to this contact is often as great as 50%.

Manhattan Headsets have concealed cord tips.

By enclosing the cord tips, all obstructions on the outside of the re-
ceiver are removed and the smooth molded case will not scratch the

1. Strain on the terminals is relieved by a tie-cord at-
tached to a small eyelet in the case.

2. The polarity of the cords is indicated and the terminals
within the receiver case marked.

No. 2501
3000 Ohms

$7.00

Concealed

The loss

The Manhattan Headset case is free from obstructions.

In addition, the cords of the Manhattan Headset are designed with
two other important features.

-

This permits the

headset to be correctly connected in the circuit to give

the best results.

FE

good will.

Manhattan Radio Headsets are a quality product that build consumer
With the Red Seal Battery Contest now running and Radio

o

P R Tt - SN .

-

e
o

7 T T g w—“‘icb";;

sets and Manhattan Headsets as the prizes—you are losing a wonderful
opportunity if you are not displaying them on your shelves and in your
window to use the Contest to sell Manhattan Headsets and Red Seal
Batteries. Wire your jobber TODAY for an additional supply.

sl AL

Makers of the famous Red Seal Dry Batteries

SAN FRANCISCO
604 Mission St.

NEW YORK

CHICAGO, ILL.
17 Park Place

114 So. Wells St.

ST. LOUIS, MO.
1106 Pine St.

JOHN CHARLES THOMAS RETURNS

Noted Baritone and Vocalion Artist Achieves
Triumph in London—Enthusiastically Re-
ceived at Recital at Aeolian Hall Here

John Charles Thomas, noted baritone and
light opera star and exclusive Vocalion Red
Record artist, arrived in New York on October
11 after several months spent abroad for the

©Bain News Service
John Charles Thomas

purpose of studying under DeReszke and other
noted teachers. While in Europe Mr. Thomas
found the opportunity of giving several recitals,
three of them in London, where he achieved
remarkable success. One of his feats was to
filt the famous Albert Hall, London, to capacity
with an enthusiastic audience.

Mr. Thomas’ first recital upon his return to
New York was given at Aeolian Hall on Sun-
day, October 15, and the newspapers were loud
in their praise of his performance and partic-
ularly upon the improvement shown in his voice
and in the handling thereof. In commenting
upon the recital the New York Times said:
“Should be a successor to Bispham if yester-
day’s big inatinee house at Aeolian Hall voted
truly.”

Mr. Themas plans to give a number of re-
citals during the season and is scheduled to
make a number of new Vocalion records that
should prove unusually interesting to an in-
creasing army of admirers.

MUSIC LEADS IN ACCOMPLISHMENTS

Girls of a Middle Western State almost unani-
mously place music as their favorite accomplish-
ment. In the course of a careful study of girl
life in the open country of the State the question
was asked: ‘“What is your favorite accomplish-
ment?”’ Qut of 269 replies 238 named music.
Embroidery, the second choice, had only nine
votes in its favor.

Shady business methods only originate in ‘a
crooked, unwholesome mind.

STYLUS BARS

(Any Style)

Stylus Bar and Mfg. Co.

Clague Rd.

Bay Village OHIO
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Brunswick Exclusive Dance Orchestras

r TERRACB
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GENE RODEMICH. St. Louis

THESE are some of the famous musical organizations that have made

Brunswick Dance Records the standard of the world. The ever-increasing
demand for their recordings show how perfectly they interpret the catchy
dance music of the hour. These orchestras are made up of some of the most
sought after dance musicians in the country. and each group has its own
personal following of admirers.

Brunswick Records
can be played on
any phonograph

THE BRUNSWICK-BALKE-COLLENDER CO.
Manufacturers—Established 1845
CHICAGO NEW YORK CINCINNATI TORONTO

O W I C I

PHONOGRAPHS A N D RECORDS
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two numbers.

Gentlemen—let us present Cameron McLean, the
latest Exclusive Columbia Artist.
from bonnie Scotland with a hankle o’ Scotty songs
that smell o’ the heather on the braes.

“Lass 0o’ Mine” and “Leezie Lindsay” are his first
Both on record A-3703.

Mr. McLean hails

Columbia Graphophone Co.
NEW YORK

INTERMOUNTAIN VICTOR DEALERS HEAR NOTED SPEAKERS

Thomas Holland, of Glenn Bros.-Roberts Piano Co., Made President at Conclave of Intermountain
Victor Dealers’ Association in Salt Lake City—]. J. Davin, Principal Speaker

SaLr LAke City, UtaH, November 3.—The con-
vention of the Intermountain Victor Dealers’
Association, held here early in October under
the auspices of the John Elliott Clark Co., was
unquestionably the most successful and most
resultful meeting in the history of the organiza-
tion. The attendance totaled about seventy-five
dealers and salesmen, many of them coming
over six hundred miles to participate.

John Elliott Clark, assisted by Fred A. Bain
and Miss Bess B. Jackson, who has charge of
the Butte branch store, extended a hearty wel-
come to the visitors and did everything in their
power to make their stay enjoyable.

Important Topics Discussed by Speakers

The meeting came to order with an address
by President Thomas Holland in which he
discussed conditions past, present and prospec-
tive and impressed on the dealers the necessity
for continuous forceful efforts for the purpose
of scoring during the coming holiday season
and Winter the greatest business in the history
of the trade in Intermountain territory.

Henry M. Adkinson, of the Chamber of Com-
merce, in discussing the business outlook, told
the dealers of the increaseé in the production
and prices of wool, cattle and minerals, stating
that silver was at its highest price in the history
of the State to-day. He stated there was a
constant betterment which should be reflected
in the ability of the people of the State to buy
such necessities for the home as talking ma-
chines, records and musical instruments of all
kinds. His remarks were couched along most
optimistic lines and were favorably received.

W. C. Winder, speaking on “The Victor
Dealer’s Opportunity,” referred to the wonderful
service the Victor dealer and his sales force
are rendering humanity in bringing music into
the lives of the people and stated that in ac-
complishing this there was a greater satisfac-
tion than merely a monetary one—that they
were elevating the tastes of the community and
inculcating a desire for the best in music.

Fred A. Bain, secretary of the Association,
spoke in his usually able and interesting way
on “Cultivating Prospects.” He gave a number
of examples to illustrate his viewpoint and the

P()-()-()-()-()-()-()-()

RECORDING |

FOR THE TRADE

We have a modern well-equipped
laboratory with facilities for pro-
ducing the highest grade record-
ings. We Solicit Your Business

Manhattan Recording Laboratories
48 West 39th St. New York

() - () D () > () () - ()
)-()-()-()-()-(
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dealers present were evidently greatly interested
in the ways and means set forth for developing
their business.

Martin L. Pierce, president of the Hoover
Suction Sweeper Co., presented the paper, “If
I Were a Victor Dealer,” and it was well re-
ceived inasmuch as it gave the view of an out-
sider on the opportunities that should present
themselves to the live talking machine dealer.
Mr. Pierce’s views were most timely and occa-
sioned much favorable comment.

The next speaker was John Elliott Clark, of
the John Elliott Clark Co., who dwelt at some
length on the importance of “Knowing Your
Goods.” He emphasized the importance of
dealers getting below the surface of their busi-
ness and securing the fullest information re-
garding Victor products, both machines and
records. The dealer or salesman who can en-
lighten the customer as to the composer of a
certain vocal number, or the opera from which
a number is taken, and whose general informa-
tion on the latest Victor designs and products
is such as to interest the buyers, has certainly a
great advantage over those who have given
little or no attention to the business.

New Officers Elected

The first business of the afternoon was the
election of officers, which resulted as follows:
Thomas Holland, of the Glenn Bros.-Roberts
Piano Co., Ogden, Utah, president; Lester Tay-
lor, of Taylor Bros. Co., Provo, Utah, vice-
president; Fred A. Bain, of the John Elliott
Clark Co., Salt Lake City, secretary-treasurer;
George Tiss, of the Sampson Music Co., Weiser,
Idaho, and Gerald Beesley, of the Beesley Music
Co., Salt Lake City, were elected members of
the executive committee.

The principal speaker of the afternoon was
James J. Davin, secretary of the Reincke-Ellis
Co., Chicago, who gave one of his usually in-
teresting and stimulating talks. His wide prac-
tical experience in the talking machine business
and his range of traveling from coast to coast,
which has brought him into the closest inter-
course with leading men in the talking machine
business and their methods of merchandising,

O](ek Records

GRANBY
PHONOGRAPHS

MASTER TONE
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OUTING PORTABLES

TALKING MACHINES

have made him, in truth, an expert whose views
are based on practical knowledge and not
theory, hence his talk to the dealers was a real
man-to-man analysis of ways and means of de-
veloping business along the most progressive
lines. Questions were invited from the dealers
present and Mr. Davin enlightened all who de-
sired information on varied phases of modern
merchandising. A most interesting and helpful
discussion followed from which everyone de-
rived a great deal of profit. This phase of the
meeting was unique in that it was informal and
“loosened up” the ideas of a great many dealers
who ordinarily would not be inclined to partici-
pate in a formal way.

Other speakers were Albert Shenkney, who
discussed ‘“‘Advertising and Its Possibilities”;
Charles Pike, who spoke on “Ordering Rec-
ords”; Lester Taylor, who discussed “Sales
Demonstration”; Bess B. Jackson, of Butte, who
spoke most interestingly on the subject of
“Selling Records.” Her remarks were couched
along admirable lines. They were informative
and stimulative and were well received by those
in attendance. The question-box discussion
closed the program.

Banquet and Entertainment Closes Convention

In the evening the visiting dealers and their
ladies were the guests of the John Elliott Clark
Co., Victor distributor, at the banquet and en-
tertainment which was given at the Newhouse
Hotel. Mine host of the Newhouse provided
an appetizing feast which was accompanied by
cabaret dancing and Mr. and Mrs. L. P. Chris-

tensen, devotees of Terpsichore, gave a num-

ber of new ballroom dances which were greatly

" enjoyed by the guests.

The convention covered practically two days
and the visitors and their friends were taken
on a tour through the city and vicinity. The
Utah copper mines, the greatest in the world,
were visited and the experience greatly enjoyed.
In fact, nothing was overlooked to make the
visit to the Intermountain Victor Dealers’
Association Convention one of pleasure and
profit. Everyone present expressed his appre-
ciation of the attention, time and efforts devoted
by John Elliott Clark and his associates to make
this reunion one of the red-letter conven-
tions of the talking machine industry in the

Intermountain territory.
1%
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NEEDLES
Okeh — Truetone — Wall-Kane
Tonofone — Gilt Edge :
Delivery Bags, Accessories, etc lROQUOlS SALES CORPORATION
' S Wholesale Distributors
Complete Stocks—Prompt Service 210 Franklin St, BUFFALO, N. Y.
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The Matchless NEW EDISON
In Lower-Priced Models

_London No. 1
List Price $60.00

Width 17Y; inches
Depth 18, 7
Height 191, "

London Console

List Price $135.00

London No. 2

London Upright

List Price $75.00 List Price $100.00

Width 17V inches Width 17Y% inches
Depth 18, ~ Depth 18, 7
Height 40 . Height 42 "
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The NEW EDISON

I.ondon Group

Removes the Price Barrier

HE addition of the L.ondon Group to
the Edison line widens its range of
prices, and brings the remarkable New Edi-
son within the financial reach of every home.

Each of these four models carries the musi-
cal mmprovements made possible by Mr.
Edison’s $3,000,000 research, maintaining
at low prices the unequalled Edison
standard.

Your possible New Edison market 1s now
practically unlimited.

©

THOMAS A. EDISON, INC.

ORANGE, NEW JERSEY
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A DEPARTMENT DEVOTED TO PROMOTING RETAIL SALES

Hmem L

Thanksgiving as a Sales Stimulator

ON'T forget Thanksgiving, November 30, when planning your
window and store displays. Your sign may read, “After the
Thanksgiving Dinner . . . a (name of machine). Come in now
and choose yours!” \Vith some orange crepe paper, ears of yellow
corn, chestnut burrs and some of those painted roast turkeys sold
by the novelty shops you can arrange an effective display as a re-
minder of the approaching holiday. A few concrete suggestions on
how to stimulate business by building your sales campaign around
Thanksgiving follow :

The opportunity to get something for nothing is one few people
can resist. And if the object to be given away is alive and moves
haughtily—and is a turkey of giant size—and the month is
November—and since everybody in every family insists that
turkey 1s a necessity for November 30—why, it is a sure thing that
everybody who hears about this matter will be interested at once,
Get a big, live turkey (about twenty pounds), and put it in the
window with appropriate cards, etc. Then circularize your cus-
tomers, telling them that the turkey will be given free to some one
who purchases at your store between November 20 and November
29. Each purchaser during these days will get a numbered coupon.
The numbers to be given purchasers should have duplicate stubs on
which the customer’s name, address and phone number can be
inserted, so you can notify the winner promptly. It will be a good
plan to get the winner to the store and you can arrange with the
staff photographer of your local paper to take a picture of the
winner with smiling countenance standing alongside the turkey. And
if you are very diplomatic you might get a flashlight of the family
of the winner eating the big bird on Thanksgiving Day. The papers
will doubtless be glad to run these photos with a news item giving
you excellent publicity. Save all the stubs, for they will make a
good permanent list of record prospects, etc, Give several prizes
of difterent weight turkeys if your volume of business warrants.
Here is a unique plan which will attract scores of interested buyers
to your store and will build up your November sales nicely.

The Arrangement of the Window

RRANGE the window as a turkey roost. There will be the

house for the turkey, grass on the floor; little trees or twigs
in the background, and, as part of the landscape, erect two miniature
bill boards. Have this wording:

é The Biggest Stock—The Best Service E
= Your whole family will be delighted
if you win this bird.

Every buyer here has a chance.
£ Come in!

New November Record Hits Are Here =

..................................

= =

& i ST i T It
On a long, white strip of paper extending the whole width o
the window and placed about eight feet from the ground have this
message:

g i LIl [t

Every customer from November — to November — will
receive a number coupon. You get a coupon for each purchase
whether you buy a paper of needles or a talking machine.

On November — we shall draw the lucky number. It
will win this noble bird. Buy your talking machine, records,
needles, etc,, here now, Get a coupon. You may be the
winner !

R e
On the outside of the window, at the lower right corner, paste
a sheet listing latest records, and also paste up several (empty)
needle envelopes. At the lower left corner paste a sheet carrying
these words: “Here is music for every family and a wonderful
meal for one family—possibly YOURS!”

A Letter to Your Mailing List
END the following letter to your mailing list: o

“Dear Sir or Madam—November is the month of Thanksgiving.

Everyone who has been away tries to get home to make the family

circle complete and to see loved ones again—also to partake of real
home cooking.

“In our window is a handsome turkey weighing about twenty
pounds—-and it will be given FREE to one of our customers.

“Every purchaser here from November 20 to November 29
will be given a number ticket with each purchase, whether the
article bought be a paper of phonograph needles or a talking ma-
chine. On November 29 we shall draw a lucky number and the
person holding this number will receive this turkey with our com-
pliments.

“Call here now for whatever you need in music and save the
numbered coupons which you receive. You may be the winner !

“Very truly yours,
§c ”»”
A Letter to Heads of Families

AIL this letter to women with homes and families—owners

of talking machines:

“Dear Madam—Although a record may be played scores of
times without losing much of its beauty, it is unwise to play records
to death. It is very easy to become tired of both the record and
the talking machine if one selection is played over and over again.

“It 1s wisdom to purchase new records from time to time. They
freshen up your record library and give you the pleasure you should
get from your instrument.

“Thanksgiving Day is the time when you’ll want new selections
because everyone in the family will be home. You may have guests
and after the big meal they’ll need music for entertainment.

“We have here the just-issued numbers, as well as many of
the older ones (with some of which you, perhaps, are not famihar).
Call now and select your new records to give enjoyment to your
family and friends. Our stocks are exceptionally complete and
vou’ll like our courteous, intelligent service. We hope to see you
SOO™.

“Respectfully yours,

Another Thanksgiving Suggestion

HERE is another display worthy of any store: In the center of
your window place a cabinet model machine. On top of it
set a card with a heading: “Thanksgiving Day Offer—This Model
with $10 in Records (Your Choice)—$10 Down.” On either side
of this machine set large signs of upright shape. These may be
of rich brown color with lettering in white and borders of orange
and gold. The two signs read as follows:

In 1620

The Pilgrims, founders of our
nation, planted their standard on
New England shores and forever
dedicated their lives and their
country to liberty, political and re-
ligious. On the day after their
first harvest in the new land was
gathered they assembled in their
little meeting house and devoutly
gave thanks to God for the bless-
ings He had bestowed. This was
the first Thanksgiving Day.

In 1922

Our nation, grown mighty in
material and spiritual resources,
blessed with abundant harvests,
comforts and conveniences beyond
anything the Pilgrims knew, gives
thanks for the greatest of all bless-
ings—M U S IC—the comforter in
sorrow, the consoler in loss, the
bringer of joy, the destroyer of
care. You may truly give thanks
on November 30 if there is MUSIC
in your home.

At the foot of the “1620” sign place an ear of field corn, a
small pumpkin, a sheaf of wheat, a few bright red apples and other
fruits of harvest time. At the foot of the ““1922” sign place an

open record album with loose records scattered about in a heap
to balance the heap at the foot of the “1620” sign. If your window
is a large one, add several talking machines of various models, with
a card on each one featuring a special Thanksgiving term offer.
These small cards should all be the same in color scheme and
design as the two big signs. The effect is much enriched if the
background is draped in the same brown color, with gold and
orange ribbons on narrow strips of crepe paper loosely hanging
down.

EDITOR'S NOTE—Mr. Gordon will publisb on this page any good ideas submitted Ly you for the benefit of the trgdc.

and wall also answer any questions you ask him conceming mcrchandising problems.
It is intended to serve you—to be a forum for the discussion and exchange of ideas of interest.

Use this department as much as you like.
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" TREE MDVERTISING FOR WIDE MWAKE DEALERS

REG U 5 PAY OFFICE

Mr. Dealer:- Do You Use The “Impresad?”

“Impresad”’ means Free Advertising for Live Phonograph Record Dealers.

Print your name in the blank space around the label on every record sold. Let that
record go out and tell the world you are in the business of selling phonograph records,
pianos, musical instruments or whatever you sell.

Do you realize what it means and how many records would carry your
message in one, five or ten years? How firmly and rapidly your name is
associated with your business.

There is no publicity or no advertising which you can buy that
will place your name in the home as does the “Impresad.”

The casual buyer, the transient customer, the fellow
who forgets and all the rest, are continually remind-
ed of your name and business. Newspapers, circu-
lar letters, delivery envelopes and all others find a
resting place in the waste basket once read, but the
“Impresad” goes on working for you day and night.

The price you pay for imprinting a few thou-
s‘and delivery envelopes will pay for an
“Impresad’” outfit.

Order an outfit now, make up for lost time, begin at
once to accumulate advertising. If you only'sell one
record a day it means three hundred advertisements
working for you at the end of a year.

Outfit for printing all but Victor Records---===------ $20.00
Outfit for printing Victor Records and all others------ $25.00

Full Directions on Each Outfit
Patented In U. S. and Foreign Countries

Sold On Our Free Trial Plan. If Not
Satisfactory After Thirty Days’ Trial
Return It At Our Expense

A asasaa s o S S

W. H. WADE

Patentee and Manufacturer

311 S. Wabash Ave.
CHICAGO, ILL.

The Musical Merc_handise Sales Co.

Sole Canadian Distributors

79 Wellington St., West, ::  Toronto, Ont.

FIRMS WITH WHOM WE HAVE NO ACCOUNT PLEASE GIVE REFERENCE

Print Lettering You Want For Stamp In Here —Make It Plain

W. H. Wade,
Patentee and Manufacturer,

311 So. Wabash Ave., Chicago, Ill.

Please forward by Parcel Post one IMPRESAD Outfit for printing
Records for which () agree to pay

(Give Make of Record)
$20.00 for all but Victor Records .
$25.00 for Victor and all other Records | with the understanding and agree-
ment that if same does not prove entirely satisfactory and just as represented

at the end of thirty days same can be returned and all money and charges

will be refunded.

e X P S
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A CLEVER PUBLICITY STUNT

Brandeis Store in Omaha Brings Victrola and
Records to the Attention of Diners in Store
Restaurants in an Unusual Manner

OnaHua, Nes, November 8—One of the clever-
est stunts to bring the talking machine and
records forcibly to the attention of the public
was recently put into effect by the J. L. Bran-
deis & Sons department store of this city. The
company Occuplies a ten-story building in the
heart of the business section of the city and
conducts a restaurant and grill room for the
convenience of patrons.

These restaurants are usually crowded and
Peter G. Spitz, manager of the talking machine
department, decided to cash in on this through
the medium of carefully arranged concerts. Ac-
cordingly, programs were mapped out and in-
corporated in an artistically arranged booklet
which announced that “This program is pre-
sented in the interest of the Fine Arts, partic-
ularly music,” etc. Succeeding pages were de-
voted to brief character sketches of various
artists secured for the occasion. These artists
were all very young and all reside in Omaha.

Subtlety was used in the arrangement of the
program. Instead of featuring the talking ma-
chine and records so prominently that the char-
acter of the performance would bear the ear-
marks of an ad, the program for one day was
opened with a piano selection. This was fol-
lowed by a violin selection with piano accom-
paniment and then came a brief talk on the
style and scope of the program by E. B. Good-
man, representing the Brandeis talking machine
department. This was followed by the playing
of four Red Seal Victor records on a Victrola.
Of course the records were announced on the
program and attracted the attention of the
diners. Music appreciation talks, a dance num-
ber and vocal singing by hired artists followed,
making up a well-balanced program of enter-
tainment. The other programs were of an
equally high order.

IMPORTANT RADIO COMBINE

World-wide Radio Merger Sponsored by Radio
Corp. of America—Will Give America Con-
trol of Air—Main Office Is in New York

A $170,000,000 combine of American, British,
German, French and Argentine radio stations,
giving America control of international air com-
munication, was announced recently by the Pan-
American Wireless Co. and officials of other
large corporations involved. This tremendous
merger was negotiated by the Radio Corp. of
America. Plans are now on foot to include the
Orient and Australasia in the project, the cen-
tral station of which will be the Radio Corp.’s
plant in New York.

Representatives of all the corporations and
nations involved will participate in the man-
agement here, the main office to be in the
Woolworth Building, New York, where the
Radio Corp. of America maintains its executive
offices. Regular commercial wireless service, it
was announced by the directors, will start
May 1.

ANOTHER KNICKERBOCKER TRUCK

Victor Distributor in Upper New York In-
creases Delivery Service for Holidays

A new rapid delivery truck has been added
to the delivery system of the Knickerbocker
Talking Machine Co. Victor wholesaler, New
York City. Abram Davega, president of the
company, has ever adopted the policy of leaving
no stone unturned whereby additional service
may be rendered to the dealer. The large
Knickerbocker truck is well known throughout
the length and breadth of the city and is to be
seen at all hours of the day and night and only
lacks the quality of being in two places at one
time. With the addition of this smaller truck
this last obstacle has been obliterated and maxi-
mum delivery service is assured during the com-
ing holiday season.

THE SALES VALUE OF THE WINDOW

Strand Temple of Music Is a Believer in Sales-
creating Power of the Window and Arranges
Artistic Displays That Greatly Interest

Arsaxy, N. Y. October 31.—The windows of
the Strand Temple of Music, in this city, have
always been given particular attention by the
management. Accordingly, these windows are

not only among the most attractive in the city,
but the origina! displays have caused consider-
able favorable comment among the citizens.

Gallagher & Shean Display in Strand Temple
of Music Window

by C. Bruno & Son, Inc, Victor wholesalers,
New York City, was used with excellent results.
Another window which attracted much attention
was the Gallagher & Shean window, which is
illustrated herewith. As a direct result of this
window over 300 Gallagher & Shean records
were sold, whereas the entire cost of getting the
window display material together amounted to
only about $60. The Strand Temple of Music
is now renting out the display to dealers in
outlying towns and it is expected by this means
the window will eventually pay for itself.

The Thearle Music Co., of San Diego, Cal,
has added the Cheney line of phonographs. A
vigorous sales campaign in the interest of this
line has been planned.

OO OO DA DR OO RO TR

HALL FIBRE N

and enjoy larger and steadier profits.
Take our word for it now and your ct

ahsolute freedom from the scratching so
mars reprodunction, causcs such pleasure 2
create the desire for new sclections,

HALL MANUFACTURI
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COLUMBIA CO. IS INTRODUCING NEW PROCESS RECORDS

Announces New Method of Producing Records Which Eliminates All Surface Noises—Inaugurates
Full Page Advertising Campaign in 600 Newspapers Throughout the Country

The Columbia Graphophone Co. is now run-
ning a full-page advertisement in 600 newspapers
located in practically every leading trade center
throughout the country announcing that the
company has discovered a new process that it
states will virtually eliminate all surface noises.
In this advertisement the company refers to this
important discovery, in part, as follows: “After
vears of experiment the Columbia Graphophone

Diagram Showing Laminated Construction

“A” indicates much smoother playing surfaces made of a
new substance. “B" shows hard center core which re-
sists warping

Co. to-day presents to the world a record that
is virtually noiseless. This record has been
made possible by the discovery, in Columbia
laboratories, of a process by which we are able
to produce a surface material so fine in texture,
so marvelously smooth, so free from friction
that the phonograph needle travels over it

almost inaudibly and with imperceptible wear.

“The playing-result from the use of this new
material is actually astounding—no other word
can describe it. Melody unmarred by pene-
trating, obtrusive surface sounds, harmony with-
out disconcerting scratch or scrape—think what
this means to you and to every phonograph
owner in the world.

“This is made practical by Columbia’s pat-
ented laminated, or three-ply, construction. The
core or center leaf in Columbia New Process
records, because it is absolutely distinct from
the playing surfaces, is made of a harder, more
durable substance. Over this rigid backbone
are lald the two playing faces made of the new,

ultra fine, ultra smooth surface fabric. This
laminated construction gives greatly increased
strength and longevity plus the most noiseless
surface ever perfected.

“In no other record can you get the same
wonderful degree of surface quietness and pure,
uninterrupted music, for the simple reason that
Columbia alone possesses the secret of making
a material which, employed as a surface for
phonograph records, obliterates obnoxious and
intrusive surface sounds.

“This new substance does not hush loud sur-
face noises. They are never created. Surface
noise is merely friction, the point of the needle
grinding on microscopic roughness and multi-
plied by the sensitive reproducer. In New
Process Columbia records this microscopic
roughness is refined away till friction is almost
a fiction.”

The ad is most attractively designed.

PEERLESS ALBUM CHRISTMAS DRIVE

Planning Co-operative Campaign With Dealers
to Push Peerless Albums With Records

The Peerless Album Co., manufacturer of de-
livery bags, record stock envelopes, record-
carrying cases and record albums, has arranged
a campaign in conjunction with its dealers for
the holiday period. The plan is to make a
combination offer to the consumer of groups of
records in albums. These will be in several
lots at various prices, so as to meet the needs
of the pocketbooks of every class.

Phil Ravis, president of the above company,
is quite enthusiastic over this plan and states
that the co-operation of hundreds of dealers is
already assured. In fact, he has received a
series of letters commenting upon the idea and
offering to give the plan window displays and
otherwise carry out the idea.

More than the usual attention should be
given thiss method of disposing of records.
First of all, it assures group sale of records in

more than the average volume. The placing
of records in an album makes the presentation
of the records as a Christmas gift most inviting.

Any idea that will have a tendency to bring
into the talking machine retail establishment
the purchaser of gifts, both large and small,
should be encouraged. Too often the man on
the street feels that the gifts from the talking
machine store involve the purchase of a ma-
chine or has the impression that a gift of one
or two record selections does not do the situa-
tion justice. With the group sale of records in
albums at various prices this class of trade finds
the gift from the talking machine store is most
appropriate. It is the additional sales that for-
merly went to the novelty store, the haber-
dashery and what-not establishments which the
talking machine dealer may secure through this
plan which makes it so inviting.

If you have a man working for you who is
not fired with enthusiasm and you cannot fire
him with eunthusiasm, then promptly fire him
with enthusiasm.

ATTRACTIVE

JOBBING PROPOSITION

Wall-Kane Phonograph

Needles

THE TEN RECORD NEEDLES

Some Jobbing Territories Still Open

WALL-KANE NEEDLE MFG. CO., Inc., 3922 14th Ave., Brooklyn, N. Y.
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Standards of all kinds are slowly changing
their meaning for us. The world is steadily,
though very gradually, revising its beliefs and
the measurements, as they may be called, which
it applies to its ideas. We all live by sets of
rules, which are partly of our own individual
making, but many more are made by the com-
mon consent of the world. The norms or
measurements which we apply to our rules of
conduct and behavior change constantly, how-
ever, though very slowly, and as they change,
the manner of life changes slowly with them.

“Smart Aleck” Idea Is Obsolete

These abstract statements find concrete con-
firmation in the present-day position of sales-
men and of the art which they practice, known
usually by the name “Salesmanship.” I am quite
old enough to remember a time when it was
considered not quite to a man’s moral credit
that he should be a “successful salesman.” It
was felt that such a man must certainly be a
“smart man,” but that this very “smartness” in
itself implied a certain tinge of moral instability.
It was felt that the very “smart salesman'—
who was then the only successful salesman in
public estirnation—could not be quite square
and was perhaps just a shade too ‘“smart” to
be a comfortable vis-a-vis in a business trans-
action. Every man of middle age can remember
when advertising was the merest crude puffery
of not perfectly reputable goods and salesman-
ship its mere translation into common speech
and action between man and man.

Business Rests on Salesmanship

To-day one cannot indeed say that the old
ideas are entirely dead, or that, in the music
industries at least, the smart-aleck conception
of salesmanship has been totally smothered in
favor of a more civilized belief. But it is at
least certain that the world has been thinking
about selling and salesmanship generally, in a
manner much more searching and intense than
once would have been thought possible. Out
of the thinking is gradually emerging a new
conception, the conception of salesmanship as
a profession, the profession of commercial dis-
tribution.

The fact is that during the last twenty-five
years there has been a very great deal of heart-
searching among all classes of the community
concerning the relation of business to politics,
to Government and, in fact, to Life itself. The
individual business man does not fail to see the
disquieting facts concerning the financial con-
trol over the entire population not too obscurely
exerted by the vested interests of big business;
while on the other hand the more impatient,
because less materially responsible, thinkers
have concluded in large numbers that the whole
business structure on which modern civilization
rests is totally false and must needs be pulled
down.

No Blinking the Facts

There is no blinking the facts thus disclosed,
for they are to be seen exemplified all round
us. On the one hand there is too much con-
centration of power, on the other too much
loose thinking and desire for loose action to match.
Between the t¢wo extremes the vast mass of the
business structure looms solid, supported by a
myriad individuals, no one of whom is vastly
important perhaps or vastly encumbered with
riches, but each of whom is vitally necessary
to the efficient operation of the entire organism.
This vast mass of small and middle-sized busi-
ness men and interests depends entirely upon
salesmen and salesmanship.

And it is this middle class, this class to which
the readers of this page naturally and com-
monly belong, which represents the only pos-
sible healthy conception of a working method
ior keeping civilization going, for getting things

g i fil

done. If the destinies of the world were wholly
left to the representatives of the extreme Right
we should end in financial and industrial oli-
garchy, exerted by a few monarchs upon the
whole State. If they were allowed to drift into
the hands of the representatives of the extreme
Left we should face the equally uncomfortable
alternative of slavery to another oligarchy, this
time based upon ‘“class-consciousness’” and
“proletarian dictatorship.” Between the two it
is not very easy to choose. One guesses that

the typical business man and his associates
prefer neither.
Business a Natural Growth
Modern business has its faults, which are
many and grave;

but modern business is the

i i e

Standards of Modern Salesmanship Show an
Upward and a Broader Trend

0 ATt GOV * e

:: By W. Braid White

slow-built product of human minds and human
thought. It has the virtue at least that it gets
things done. If it is neither evolved into one
sort of tyranny, as it need not be if we show
a little wisdom, nor disintegrated into another,
as we shall not permit if we retain our sanity,
the chances are that, with the clearer thinking
that is being carried on in these latter days, it
will clear itself of its cruder dog-fight aspects
and begin gradually to realize its true voca-
tion; which is to keep civilization going by pro-
viding machinery, practical and workable even
if not theoretically perfect, for the exchange
of commodities and the distribution of produced
wealth. Modern business is not perfect, but
(Continued on page 45)

HARPONOLA

PHONOGRAPH WITH THE GOLDEN

VOICE

We have always been optimists.
we were certain it would be tomorrow.

out.

Making Good on
Holiday Trade

Deliveries

re

If trade wasn’t good today,
The system works

During the past Summer, when all phonograph makers
had a “breathing spell,” we felt sure of a fine trade for the

FFall and Holidays.

We manufactured for it, and the demand came,—as ex-
pected. Business has been very fine,—thank you.

When the Fall demand hit us, we redoubled our production
efforts with the result that we can today give vou a satis-

factory delivery schedule.

HARPONOLA POLICIES MAKE GOOD WITH THE TRADE
HARPONOLA MACHINES MAKE GOOD -WITH THE USER

THE HARPONOLA COMPANY

Makers of the Phonograph with the Golden Voice

CELINA, OHIO
Edmund Brandts, President
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The Records of Quality
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Consolidated Dealers |
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Okeh Records insure 100% satisfaction. This 1s a fact that .
“holds water.”” Consider this: We carry a complete stock atall ~ \

times of every record m the Okeh catalogue, not only the hits and
a few specials, but all of them. This enables our dealers to secure
prompt delivery on every record.

Our Service extends stll further. Dealers not only receive
every “‘advertising help,”” but also the closest cooperation, in order
to keep their tumnover rapid.

007 700% 0000000050077
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The proof of the service 1s profits. Our average dealer turns
over his stock ten times a year—larger profits on smaller 1n-
vestment.

Join the ranks of satistied dealers. Wnite usregarding an Okeh
Agency.

Consolidated Talking Machine Co.

227 W. Washington Street, Chicago, Ill.

Detroit Branch: 2957 Gratiot Avenue
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Al Jolson and Frank Crumit—there is a pair of aces
to fill your hand and make a killing with. Al sings
“Toot. Toot, Tootsie! (Goo’ Bye),” and Crumit con-
tributes **True Blue Sam (The Traveling Man).” This
one record A-3705 should pay your electric light
bill for December.

Columbia Graphophone Co.
NEW YORK

ﬁ——

MODERN SALESMANSHIP STANDARDS
- (Continued from page 43)

then again modern business has not yet half
realized how much more perfect it can be with-
out becoming either communistic or autocratic.

Salesmanship and the Modern Order

Now, the function of modern business is to
get things done, to make possible the distribu-
tion of the wealth which industrial processes
create. It, therefore, rests upon salesmanship.
In other words, if there were no salesmanship
there would be very little distribution possible.
One of the mistakes commonly made by apostles
of what is rather assuredly called the New
Order is to suppose that in a State purged of
all the evils of modern business methods the
arts of advertising and salesmanship (exchange-
able terms) could somehow be dispensed with.
\Vel,l, perhaps they could; but all experience
shows that people do not naturally act with
decision, that they constantly procrastinate, that
they leave things undone, and that the sort of
industrial civilization they have found growing
up around them is very largely, if not mainly,
the work of advertising and salesmanship. In
fact, we have built up a world-order, which most
of us would have very much difficulty in ex-
changing for anything else so good, upon the
basis of a gradually developed art of salesimman-
ship. We produce goods in enormous quanti-
ties. If financial control were a little less selfish
we should produce much more. But to get these
goods distributed we have to rely on salesman-
ship. How they are going to be distributed, if
and when the world-rebuilders shall have de-
stroyed salesmanship on the quite correct the-
oretical ground that it is a permanent overhead
charge on industry, is something concerning
which one may speculate for a long time with-
out coming to any satisfactory conclusion.

Fallacy of Extremist Doctrine

Salesmanship, therefore, in the estimate of
those who think about things instead of merely
looking at them, has to be evolved into a scien-
tific process of securing due distribution of
product. Already this fact is being recognized,
at least to a certain slight but definite extent,
by the more thoughtful among those business
men who constitute the great middle class of
the American community. Of the music indus-
tries, among which the talking machine business
is included as of right, not the most radical or
intransigeant thinker from the economic Left
will deny the right to exist as cultural and
civilizing media, and as bringers of the greatest
possible happiness to the greatest possible num-
ber at the lowest material cost. Yet if any one
could propound a method for inducing the
people of the country to invest in what is, to
tell the truth, permanent pleasure and happiness,
without the use of the persuasion called sales-
manship, certainly the makers of talking ma-
chines and other musical instruments would not
be sorry to learn of it. But one suspects that
it cannot be done and that the silence of the
economic extremists upon this point is merely
the corollary to an uneasy consciousness that

the answer has not yet, by them at least, been
discovered.

Meaning of “Profession”

All of which simply emphasizes the signifi-
cance of the title given to this article. Sales-
manship has to be built into a profession and
the salesman must obtain professional status.
Now a profession is distinguished by the fact
that its votaries are interested in performing a
function even more than in claiming a reward
for it. The reward indeed they must have, and
the more they can earn the better pleased every-
one should be, but the function in due per-
formance is the first consideration.

Again, a profession is invariably built on
something like a science. It rests upon rules
which are accepted by all, because they are
founded on some science which is at its base
and because of which it exists. Selling is an
art of this kind. It is based upon ascertained
laws of human behavior, although these are
neither completely nor correctly understood as
yet. It can be learned. Its rules, some em-
pirical, some theoretical, all more or less wise
and useful, can be applied successfully, with
results which vastly surpass the results of un-
systematic effort. In the talking machine busi-
ness there is really a vast opportunity for the
application of scientific salesmanship, for there
is no other thing in all the world which does
so much human good at so small a cost. There-
fore, the selling end of the talking machine
business ought to be regarded as worthy of care-
ful study, ought, in fact, to be taught, ought to be

practiced as an honorable and indeed necessary
calling; in short, as, what it is,-a profession.

This conception is as yet somewhat new.
But it is founded on truth and must be steadily
more clearly recognized and adopted. It is my
intention to press home these conclusions in
future articles, to show something of the rules
and laws of human behavior on which rightful
salesmanship methods rest, and how their ap-
plication to the talking machine business must
make for the greater happiness of the com
munity and for the individual benefit of those
who profess and apply them.

VICTOR JOBBERS VISIT NEW YORK

Several out-of-town Victor jobbers were call-
ers on the New York trade recently, among
the visitors being Arthur A. Trostler, Schmelzer
Co., Kansas City, Mo.; W. F. Davisson, Perry
B. Whitsit Co., Columbus, O.; Joseph C. Roush,
Standard Talking Machine Co., Pittsburgh, Pa.,
and E. C. Rauth, Koerber-Brenner Co., St. Louis,
Mo. All of these jobbers had called at the
Victor factories in Camden before visiting New
York, and while here were the guests of Thos.
F. Green, of the Silas E. Pearsall Co., and
several other local Victor jobbers who gave the
visitors a royal welcome. They all spoke en-
thusiastically of business conditions in their
respective territories, stating that the -shortage
of Victrolas was becoming acute, with the deal-
ers reporting an extraordinary demand for all
Victor products.

W. F. HITCHCOCK, Proprietor

1009,

THE PHONOSTOP

THE PHONOMOTOR CO.

5 years of success everywhere

Efficient

Two Well-known Phonograph Accessories Needed in Every
Instrument of Class. Satisfaction Guaranteed in Every Case

Once adapted becomes permanent.
A WHOLE PAGE of references if desired.
DON'T DALLY with inferiors, get THE BEST.
PHONOSTOPS are universal, STANDARD, and finished in nickel and gold.
NEED-A-CLIPS in nickel only.

Get Our Printed Price List Immediately

Samples sent by parcels post C. O. D.; money back if unsatisfactory, but you'll
want more.

121 WEST AVENUE
ROCHESTER, N. Y.

Retails at 75¢

THE NEED-A-CLIP
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Are You Cashing In
On The Great

Sonora Campaign?

The great Sonora advertising campaign is reaching its
peak, and a vast new following has been created for these
superb instruments. |

In your community the demand is at as high a pitch as
elsewhere. The magic connection remains to be made.

Hang up the Sonora sign in your window, and put a
representative selection of popular Sonora models on your |
floor. Why lose business that is passing your doorway |
every hour?

Sonora 1s the instrument to make money with, NOW.
Sonora discounts are liberal. Wire our distributor today
and his representative will call. Prompt delivery can be

obtained for EARLY orders.

Sonora Phonograph Company, Inc.

GEO. E. BRIGHTSON, President
NEW YORK: 279 BROADWAY

Canadian Distributors: Sonora Phonograph, Ltd., Toronto

THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

The Highest Class Talking Machine in the World.
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Get in touch with the distributor
in charge of your territory

named below

DO I'T NOW

Gibson-Snow Co.,

Syracuse, N. Y.

State of New York with the excep-
tion of towns on Hudson River below

Poughkeepsie and excepting Greater
New York.

Sonora Sales Co. of New Jersey,
605 Broad St., Newark, N. J.
State of New Jersey.

Hessig-Ellis Drug Co.,
Memphis, Tenn

Arkansas, Louisiana, Tennessee, Mis-
sissippi.

Kiefer-Stewart Co.,
Indianapolis, Ind.
State of Indiana.

Lee-Coit-Andreesen Hardware
Co.,
Omaha, Nebr.
State bf Nebraska and Western Towa

M. S. & E. Co,,

221 Columbus
Mass.

The New England States

Ave., Boston,

C. L. Marshall Co., Inc.,
514 Griswold St., Detroit, Mich.
Michigan, Ohio and Kentucky.

The Magnavox Co.,
616 Mission St., San Francisco,

Cal
Washington, California, Oregon, Ari-
zona, Nevada, northern Idaho,

Hawaiian Islands.

Southern Drug Company,
Houston, Texas.
Southeastern part of Texas.

Southern Sonora Company,

310-314 Marietta St., Atlanta, Ga.

Alabama, Georgia, Florida and North
and South Carolina.

The Fox-Vliet Drug Company,
Wichita, Kans.

Southern part of Kansas, Oklahoma
(except 5 N.E. counties) and Texas
Panhandle.

Doerr-Andrews-Doerr,
Minneapolis, Minn.
States of Montana, North Dakota,

South Dakota, Minnesota and North-
ern lowa.

C. D. Smith Drug Co.,
613 Arcade Bidg., St. Louis, Mo.
St. Joseph, Mo.

Missouri, northern and eastern part
of Kansas and 5 counties of N.E.
Oklahoma.

Moore-Bird & Co.,
1751 California St., Denver, Colo.

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

Strevell-Paterson Hardware Co.,

Salt Lake City, Utah.

Utah, western Wyoming and south-
ern Idaho.

Sonora Phono. Co. of Illinois

720 S. Michigan Ave., Chicago,
IIL.

Illinois and Eastern Iowa.

Yahr & Lange Drug Co.,

Milwaukee, Wis.
Wisconsin, Upper Michigan.

Sonora Co. of Phila., Inc.,
1214 Arch St., Philadelphia, Pa.

Eastern Pennsylvania, Maryland, Del-
aware, District of Columbia and Vir-
ginia.

Sonora Dist. Co. of Pittsburgh,

505 Liberty Ave., Pittsburgh, Pa.

Western Pennsylvania and West Vir-
ginia.

Long Island Phonograph Co.,
150 Montague St., Brooklyn, N. Y.
All of Brooklyn and Long Island.

Greater City Phonograph Co., Inc.
311 Sixth Avenue, New York,

Counties of Westchester,
and Dutchess; all

Putr}am
Hudson River

towns and cities on the west bank of
the river, south of Highland; all ter-
ritory south of Poughkeepsie, includ-
ing Greater New York, with the ex-
ception of Brooklyn and Long Island.
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Repair Parts

-

iberty Motors

Price %6.00
Complete

Write for Catalog

and

Full Particulars

PLEASING SOUND
PHONOGRAPH CO.

204 East 113th Street, New York City

NEW PATI%NTS BEARING ON RECORDS

American Inventors Busy in the Domain of
Record Improvement—Recent Contributions

WasHingroN, D. C, November 6.—In the pat-
ents relating to talking machines and records
for the past month or more recorded in the pat-
ent office quite a few bearing specifically on the
improvement of tlie record are in evidence.
Earl E. Jones and E. R. Harris, of Arlington,
N. J., have been granted Patent No. 1,425,018,
the general object of which is to obtain a
greater clarity of reproduction than has been
heretofore possible and to greatly increase the
number of record lines to the inch, thus in-
creasing the length of the record which can be
placed upon any one record tablet or disc.

Donald B. Porter, of San Francisco, Cal., has
been granted Patent No. 1,425,281, the primary
object of which is the provision of a phono-
graph record adapted for playing a plurality of
selections or parts of selections without neces-
sitating the resetting of the phonograph stylus.

Thomas D. Jones and John H. Barr, of Kan-
sas City, Mo., have been granted Patent No.
1,425,486 for an improvement in phonograph
records. The invention consists in the pro-
vision on the face of the record of a scoring or
groove intersecting at its outermost point one
of the non-reproducing grooves or the inner-
most cxtremity of the final sound reproducing
groove of the record and extending first in-
ward and then outward toward, but not be-
yond the said non-reproducing or innermost
extremity of the final sound-reproducing groove.

Charles H. Gill, Chicago, Ill., has been
granted Patent No. 1,427,373 on a multiple
sound-record tablet. The particular advantages
claimed for this invention are that it will allow
of the selection by the purchaser of the specific
sound records upon each side of the double-
jaced records or tablets instead of having to
select the particular record wanted and take
whatever may have been put upon tlte opposite
side by the manufacturers; also the protection
against breakage and warping of the tablets
which it affords and the advantage of allowing
the tablet to attain full rotational speed before
contacting with the reproducing stylus.

Jacob L. Bauer, Milwaukee, Wis., has been
granted Patent No. 1,426,034 on an improve-
ment on talking machine discs, which primarily
has for its object the provision of a device
adapted to lift or raise the record from the
table, thereby enabling the operator to more
conveniently grasp the record when its removal
is desired.

LARGE ORDERS FOR THE PHONOMOTOR

RocHestER, N. Y., November 6.—The Phono-
motor Co., of this city, manufacturer of auto-
matic stops and electric motors for talking ma-
chines, has been unusually busy since September
1 taking care of a large number of orders re-
ceived from dealers who are evidently ready for
an active Winter business. “These orders,” re-
marked W. F. Hitchcock, “are pouring in not
only from dcalers in the United States but from
Canada, England and France as well, which is
gratifying to us, as it proves the popularity of
our products and the demand for them from
dealers everywherc. So far, business for Sep-
tember and October has shown a decided in-
crease over the past few months, and from all
indications this Winter will prove a highly suc-
cessful one in every respect.”

J. F. Hitchcock, the other member of the
company, has been spending a most enjoyable
two weeks’ vacation in upper New York State
on a hunting trip. Accompanied by four other
friends he journeyed to a hunting camp which
they own, on an annual pilgrimage. No doubt,
members of the Hitchcock family will be en-
joying venison steak dinners on his return, as
each vear he gets his usual deer.

T. J. White, music dealer, of Tulsa, Okla,
has opened a branch store at Sapulpa, Okla.

MICA
DIAPHRAGMS

Absolutely Guaranteed Perfect
We get the best India Mica directly.

We supply the largest Phonograph Manu-
facturers,

Ask for our quotations and samples before
placiag your order.

American Mica Works
47 West St. New York

COLUMBIA FACTORIES BUSY

H. L. Willson Reports Bridgeport Plants Work-
ing at Full Capacity to Supply Records

In a recent chat with The World H. L.
Willson, president and general manager of the
Columbia Graphophone Co., stated that the
company’s record factories at Bridgeport are
working night and day and that record sales
have increased so rapidly during the past few
weeks that the factory force is wholly inade-
quate. Extensive advertising for skilled labor
has failed to bring the desired number of press-
men and the orders at hand at the present time
indicate that the present pace will not slacken,
but on the contrary will increase as the holiday
season approaches.

While the popular division of the Columbia
catalog is meeting with the heaviest demand the
symphony record orders are showing a decided
increase. Columbia dealers are apparently
nmiaking a careful inventory of their stock and
placing good-sized orders accordingly.

THREE POINTS IN LETTER WRITING

As a preparation for the writing of a letter,
there are three things to know: (1) your pur-
pose, (2) your subject, (3) your man, says the
Office Economist. Of these three items, know-
ing your man is perhaps the only one that needs
comment. Knowing your man will, in the case
of many letters, be a matter of knowing to
what general stimuli the average man will react,
and using these skilfully. And the correspon-
dent who studies the replies that come in will
be able to size up a very large part of his lists
with a letter or two so that he can make his
letters more effective by playing on his knowl-
edge thus acquired.

Ideas are worthless unless they are put mto
effect. Action is the thing.

Victor
Wholesalers

The House
of
Mellor
in
Pittsburgh

since

1831
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OUR EXPORTS OF TALKING MACHINES

Exports and Imports of Talking Machines and
Records Show Decreasing Tendency as Com-
pared With Last Year—Our Buyers Abroad

WasHINcToN, D. C,, November 10.—In the sum-
mary of exports and imports of the commerce
of the United States for the month of August,
1922 (the latest period for which it has been
compiled), which has just been issued, the fol-
lowing are the figures on talking machines and
records:

The dutiable imports of talking machines and
parts during August, 1922, amounted in value to
$42,056, as compared with $38,952 worth which
were imported during the same month of 1921.
The eight months’ total ending August, 1922,
showed importations valued at $353,088, as com-
pared with $1421,023 worth of talking machines
and parts during the same period of 1921.

Talking machines to the number of 2,839,
valued at $92,430, were exported in August, 1922,
as compared with 2,240 talking machines, valued
at $111,595, sent abroad in the same period of
1921. The eight months’ total showed that we
exported 30,901 talking machines, valued at
$1,093,450, as against 24,997 talking machines,
valued at $1,195,790, in 1921.

The total exports of records and supplies for
August, 1922, were valued at $61,454, as com-
pared with $111,337 in August, 1921. The eight
months ending August, 1922, show records and
accessories exported valued at $672,704; in 1921,
$1,508,721.

The countries to which exports were made in
August and the values thereof are as follows:
France, $1,339; United Kingdom, $4,510; Canada,
$10,207; Central America, $3,974; Mexico, $12,-
386: Cuba, $2,263; Argentina, $3,086; other Soutl
America, $4,503; China, $1,194; Japan, $10,348;
Philippine Islands, $1,868; Australia, $17,862;
Peru, $1,212; other countries, $17,678.

SPECIAL BANNER RECORD RELEASES

Waltz Hit, “Three o’Clock in the Morning,”
Recorded as a Vocal Selection—“The Laugh-
ing Record” a New Novelty

The Banner record division of the Plaza Music
Co. has released the successful waltz, “Three
0'Clock in the Morning,” as a vocal selection.
It is a tenor solo with orchestra accompaniment,
sung by Billy Burton. The instrumental of this
number has such a wide sale that the vocal edi-
tion was brought out because of the insistent
request of numerous dealers. Another addition
to the recent Banner releases is called “The
Laughing Record.” It is a novelty that should
attract unusual attention and from present in-
dications the Banner sales department’s pre-
liminary publicity on this release will be in-
creased.

In conjunction with the release of Banner
records the Plaza Music Co. has arranged a
free window display set that has met with
favor in many retail establishments. This ma-
terial is unusual in design and is most attractive.

VISITS GENNETT LABORATORIES

Clarence Gennett, vice-president of the Starr
Piano Co., Richmond, Ind., was a recent visitor
to the New York headquarters of the company,
tlie Gennett Recording Laboratories. Fred W.
Gennett is now visiting California, where he
plans to remain until December.

PHONOVATIONS CO. HAVE THE KIDDIE

In a recent item announcing the organization
of the Kiddie Rekord Co. the name of the Musi-
cal Products Distributing Co. was erroneously
given as a distributor. The metropolitan dis-
tributor of the Kiddie Rekord is the Phonova-
tions Co., of New York City.

The Phonograph Shop, Forest Park, Ill., has
increased its capital stock from $2,000 to $10,000.

RECORDS BY EUROPEAN ARTISTS

Victor Co. Issues Special List of Records by
Famous European Artists, the Majority of
Whom Have Never Been Heard Here

The Victor Talking Machine Co. has just is-
sued to the trade a most interesting and com-
prehensive. list of records by European artists,
pressed from masters made abroad, and which
will go on sale with the December Victor rec-
ords. Some two-score records are listed and
the artists represented include Arthur De
Greef, pianist, and the Royal Albert Hall Or-
chestra, under the direction of Sir Landon Ron-
ald; Benno Moiseivitch, the noted pianist;
special symphony orchestras under the direction
of Albert Coates and Percy Pitt; Feodor Chali-
apin, famous Russian bass; Mattia Battistini,
baritone; Dmitri Smirnov, tenor; Renee Chemet,
violinist; Jacques Thibaud, violinist, and Fer-
nand Ansseau, tenor. A special eight-page book-
let has been issued by the Victor Co. featuring
the records by European artists, which will be
shipped with the records themselves.

In announcing the records the Victor Co. says:
“These records are, with few exceptions, made
by artists and musical organizations who have
not appeared in this country and will be the
means of bringing to music lovers many artists
whomn they might not otherwise have an op-
portunity to hear. We feel that these records
will prove extremely interesting to lovers of
good music and we predict for them a very
cordial reception.”

BUYS A. B. TAGGART CO. ASSETS

Torepo, O., November 2..—The assets of the A. B.
Taggart Co. have been purchased by Hyman
Rothenstein from the receiver. The business
will be conducted at its old location at 618
Madison avenue under the name of the Ignaz
Fischer Music Co. Talking machines, records
and all kinds of musical instruments will be
handled. Plans are under way to dispose of
the old stock to make room for new stock.

Many good men have fallen by the wayside
because they lacked vision and foresight.

Over 200,000 Phillips Tone Arms

Now In Use
Join This Army of Satisfied Users

— -

No. 5 Octagonal Throw Back Arm

With New Improved Pivot on Throwback
8% in. and 9 in. in length

Samples $5.00

Patented sound box.

THE WILLIAM PHILLIPS PHONO PAfS CORP.

For Portables

No. 1 Tone Arm and
No. 3 Sound Box

Lengths 6% in. and 84 in

Samples $2.00
Quantity prices on request

A high grade tone arm combination
at a low price

No. 2 Tone Arm
No. 3 Sound Box

Length 83{ in. center to center

Loud, deep tone

Sample $3.00

Manufacturers of Tone Arms for Portable, Medium and High Grade Machines

145 West Forty-fifth St.

Cable Address: ‘‘Phonoparts”

New York City
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There’s a movement afoot for de-jazzed dance
music—gusto, verve, melody, thrill and life, but with
the clash and clatter pleasantly minus.
and His Hotel Astor Orchestra give a periect dem-
onstration of this rhythmized symphonic syncopa-
tion in record A-3716, “When the Leaves Come Tum-
bling Down” and “Japanese Moon.”

Columbia Graphophone Co.

Paul Specht

NEW YORK

Q

. <2

GREAT GRANBY FALL CAMPAIGN

Widespread Publicity. Given to Drive by Metro-
politan Papers—Advertising Listing Dealers
to Appear in Daily Papers—Important Move

The big Fall campaign instituted by the
Granby Phonograph Corp., of Ncwport News,
Va., has attracted the attcntion of the New
York Evening Journal's trade news edition,
which devoted three columns to the subject in
a recent issue. The Granby proposition is de-
scribed as providing for the dealers not only
the basis for immediate profit, but building for
the future. The good beginning made by the
Granby Corp. in its entrance into the field some
years ago is reviewed and it is pointed out that
this company entered the field only after a
careful survey of conditions, so that the imn-
portant problems of manufacturing, distribution
and selling were properly dealt with from the
very beginning. It is stated that the Granby
Phonograph Corp is accordingly to-day estab-
lished on a sound and permanent basis. Its
ample financial resources and personnel of ex-
perienced men are noted. Referring to its poli-
cies, the fulfilment of promises, quality produc-
tion, adequate dealers’ profits, provision for fu-
ture growth, and its advertising and merchan-
dising plans they are taken up in fullest
detail. The beginning of a retail advertising
campaign for the benefit of the dealer in the

New York Journal and the American is an-
nounccd. The advertiscments in the daily
papers will list the local dealers’ names. A
comparative table is given listing the various
models and showing the great reduction be-
tween the present-day prices and the former
prices of these models. This extensive cam-
paign entered into has the full backing of the
Granby Phonograph Corp. and through the
medium of J. F. Stapleton, of Newport News,
and O. P. Graffen, New York manager of the
company, is being energetically carried out.

A. C. BARG TO ENTER NEW FIELD

A. C. Barg, for the past eight years a member
of the wholesale department of the Aeolian Co.,
confining himsclf exclusively to the handling of
Vocalion phonographs and records, has re-
signed in ordcr to enter another field of en-
deavor.

NEW STORE IN WALLINGFORD

J. Walter Cooper and Carton. Myers have
opencd a music store in Wallingford, Conn,, in
which Victrolas are featured. Victor records
and 1nusical instruments are also handled.

Many an advertising campaign has failed be-
cause it differed not a whit from hundreds of
others inaugurated by other merchants handling
the same line. The vital necessity is originality.
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JOHN MEYERS

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 season 1922-1923
Sample program and paniculars upon request

P. W. SIMON, Manager
1658 Broadway New York City
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ERANK CROXTON | MONROE SILVER. Y
Famous Ensembles including ) FRANK. BANTA.

Campbell & Burr - Sterling Trio - Peerless Quartet

COLUMBIA CO-OPERATIVE CAMPAIGN

Post Cards Featuring mid-Month Records Prov-
ing a Valuable Selling Aid

The advertising department of the Columbia
Graphophone Co. announced a few months ago
a co-operative advertising plan in connection
with mid-month records which is meeting with
considerable success. This plan consists of the
preparation of a post card featuring the mid-
month records, with the card designed in two

Fhe & Latest
Coltimbia Records
7 g?'g tggd dances to

1 u
7" ecord collexc’:n’z: l;b';-

r merry Vacation Days

Sddie Cantor

comedian
Sings two sneppy ones
1 LOVE HER-SHE LOVES ME
IM HUNGRY FOR BEAUTIFUL GIRLS
A/ 3624 ese e e

- 75¢

WHOLL TAKE MY PLACE
K] FICKLE FLO ~ =~ ~~'n
Sung by Marion Harrés
L A3630 - oo

PICK ME UP AND LAY ME DOWN
THOSE LONGING FOR YOU BLUES
5006205 gox,a;-ots eeeseones
Frank Westphal and His Orch
A J627) ccececesncce T5¢ W

PARADE OF THE WOODEN SOLDI\ERS
‘TWAS IN THE MONTH OF MA
9ox_?,.at5 7'.. s

Ray Miller and His Orchestra

A 3628 ---o0 co- 75¢

/swaer INDIANA HOME

/-'\ /‘ e
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by The “Columbians -
A 3621 - \ 15
\
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R arn ﬁris cerd Yot éheck-and we will deliver records wanted
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Post Card Featuring Columbia Records

colors, and is furnished to the dealer at only
one cent each, representing the cost of the
stamp on the post card. These cards are all
ready for mailing and it is only necessary for
the dealer to rubber-stamp the name and ad-
dress from his mailing list. This plan is pro-
ducing excellent results and Columbia dealers
are using the post cards to splendid advantage.

VOCALION RECORDS SCARCE IN WEST

The Aeolian Co. is receiving reports from the
Munson-Rayner Corp. in Los Angeles and the

Magnavox Co. in San Francisco, two very active

Vocalion Red record distributors on the Coast,
of a very great shortage of Vocalion records
and that the dealers” demands greatly exceed
the amount of records they are able to supply.
Special shipments are being rushed to the
Coast at the present time to help take care of
the tremendous increase of Vocalion record
* business in this territory.
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QUALITY

Counts More Than Ever
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The Famous Motor of Quality

Noiseless, powerful, steady
and continuous

In these times of keenest competition,

Machines equipped with

HEINEMAN
QUALITY MOTORS

will invariably be the winners

General Phonograph Corporation
OTTO HEINEMAN, Pres.

T 25 West 45th Street New York
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Featured by Paul Whiteman and His Orchestra in George White’s “‘Scandals.”

. The New Wang Wang Blues

bH the same Writer.

“You cant go wrong
With any FEISTSong’

" TWO NEW STORES IN INDIANAPOLIS

L’Harmonie Shop and Paramount Music Shop
Enter the Trade in That City—Majority of
Music Merchants in Optimistic Frame of
Mind as Result of Business Improvement

InpranapoLis, IND., October 30.—Two new music
shops have been opened in this city. One is
the L’Harmonie Shop, at 209 Massachusetts
avenue, and the other is the Paramount Music

Frank O. Wilking

Shop, 604 East Walnut street. The L'Harmonie
Shop is owned and operated by the Wilking
Music Co., Inc., organized by Frank O. Wilking,
Forrest J. Wilking and Miss Mary O. Seiben-
thal, formerly of the Pearson Piano Co. The
Paramount Shop is operated by Frank Wil-
liams and Harry Williams, formerly with the
Stewart Talking Machine Co.

Frank Wilking is president of the Wilking
Music Co. Four years ago he resigned his
position with the Pearson Piano Co. after being
with that concern fourteen years. Since then
he has been president of the Ready File Co.,
an Indianapolis concern dealing in phonograph

HEAR IT Now!

Hes got hot lips‘-.—-.i Whetthe plagsd;;,—ﬁe-dravs out s__t;;;,—

accessories. Forrest Wilking resigned from
the Pearson Piano Co. after nine years’ service
to take up his duties as treasurer of the new
company, Miss Seibenthal, secretary of the
company, resigned her position with the Pear-
son Piano Co. to enter Y. M. C. A. work over-
seas during the war.

The L'Harmonie Shop handles talking ma-

Forrest J. Wilking
chines, the Banner records, Wurlitzer player-
pianos and Q R S rolls.

The Paramount Music Shop is handling the
Jewett phonograph, for which the Stewart Talk-
ing Machine Co. holds the State agency. The
shop is handling also the Gennett and Victor
records, Jewell player rolls, sheet music, small
goods and musical merchandise. A five-year
lease has been taken on the store in which the
shep is located.

Complaining about conditions has never
brought about a better statc of affairs—study
and action are needed.

RESIGNATION OF E. F. O'NEILL

Secretary of Beckwith-O’Neill Co., Victor
Wholesaler, of Minneapolis, Minn., Retires
as Result of Physical Breakdown

MinNEeaPoL1S, MiINN., October 31.—The announce-
ment has been made of the resignation of E. F.
O’Neill as secretary and general manager of the
Beckwith-O’Neill Co., Victor wholesaler of this
city, and his severance from that company.

Mr. O'Neill’s retirement comes about as a
result of a physical breakdown and on the ad-
vice of his physician, who urged him to with-
draw from commercial life for an indefinite
period in order to regain his health.

In announcing Mr. O’Neill's resignation,
George C. Beckwith, president of the company,
said: “Mr. O’Neill carries with him continued
interest and best wishes of everyone in our
organization. The business of this company for
the present will be carried on with no change
in personnel, and we will continue to serve
Victor dealers in the Northwest in the same
careful and painstaking way which has been a
distinguishing mark of this company’s activities
in the past.”

Mr. O’Neill has been a member of the com-
pany seven years and has been a very active
factor in its development.

Important Notice

Dealers and Jobbers of Talking Machines
Quality Cabinets From $35.00 up

TO

INDIANAPOLIS

Let Us Furnish Your Requirements—Buy Now

THE H. LAUTER COMPANY

Manufacturers of Emerson and Pathe Cabinets
Also Lauter Console Talking Machines

INDIANA

NOW $1.50

To the Consumer

RADIO has had its fling, so we
will get back to

PHONOGRAPH SUPPLIES

The LIDSEEN

FIBRE NEEDLE.

CUTTER

Sharpens the needle without removing’ it
from the tone arm of the machine

Jobbers, line up on this

LIDSEEN

832-840 So. Central Ave. CHICAGO
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A new

—the magnetic personality of
the artists’ original rendition
of music is the distinctive al-
luring appeal in Gennett
Kerords.

Hear new Gennett No. 4976 re-ani-
mate the rich colorful tenor of Billy
Jones singing the song-hit ‘“To-
morrow,” and on the other side Jane
Williams, Soprano, delights with “My
Buddy.”

Gennett Records

Manufactured by

THE STARR PIANO COMPANY

RICHMOND, INDIANA

New York—Chicago—Los Angeles—Birmingham—
Detroit—Cincinnati—Cleveland—Indianapolis—
Boston—Jacksonville—London, Canada
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COLUMBUS

City Display

This
dlertness in Preparing For
Holiday Trade—News of Month

Dealers in

CorLunBus, 0. November 6.—Stewart Bros.
Furniture Co., Victrola dealers, 467-471 North
High street, have instituted a Christmas ad-
vertising campaign featuring the formation of
a Christmas Club. Facilities are offered pros-
pective buyers of Victrolas through member-
ship in this club, which will soon enable them
to become owners of talking machines. Ac-
cording to P. \V. Stewart, president of the
company, this arrangement has already resulted
in the sale of a number of machines and many
inquiries have been received.

The McAllister-Mohler Furniture Co., 142-146
North High street, has opened an attractive
phonograph department under the proprietor-
ship of Robert L. Seeds, well-known talking
machine dealer of this city. Cheney phono-
graphs and Columbia and Edison records are
featured.

Before taking up his duties with the Mc-
Allister-Mohler Furniture Co. Mr. Seeds oper-
ated a music store at State and High streets,
where he had the exclusive Cheney agency.
This establishment is now in charge of his two
sons, M. K. and [. S. Seeds, who are both ex-
perienced in the merchandising of talking ma-
chines. In addition to the Cheney line Colum-
bia Grafonolas are handled at the State and
High streets store.

Mr. Seeds is one of the most progressive
talking machine dealers in this city and although
this new branch of his business has just been
started the volume of sales so far indicates
that the enterprise will be a success.

H. F. Fleateau, vice-president of the Z. L.
White Co., Victor dealer, has assigned a quota
as an objective toward which to strive each
month. The department seldom fails to attain
the quota assigned it. Now the members of
the department are anxious to double the quota
and according to F. J. Connor, manager of the
department, there is every indication that this
will be accomplished. Mr. Connor believes that
the sale of records ought to be stressed more
than it is at the present time. “More attention
must be given in working up the record sales.
When that is done with the present condition
of machine sales we will enjoy a profitable
business,” said Mr. Connor.

The main office of the Cardinal Sales Co., re-
cently established here, with F. F. Dawson as
treasurer and manager to handle the Cardinal
phonograph and record business, is now well
established. The New York and Cincinnati of-
fices have been closed and the local office is now
the seat of operations. The sales organization
has been organized by Mr. Dawson and an in-
tensive campaign to place Cardinal products
before the public is under way. Mr. Dawson
is widely experienced in the distribution of talk-
ing machines and records, having been for many
years branch manager for the Columbia Co. in
Cincinnati, where he also conducted the Sterling
Roll & Record Co. for several years.

L. Metzger, formerly of Zanesville, O., has
joined the sales force of the Stewart Bros.
Furniture Co. as manager of the Victrola de-
partment.

An advertising stunt which has received the
commendation of advertisers in various lines
was that put on by the Robins Piano Co.,
Brunswick dealer, 80 South Third street, before
members of the Kiwanis Club at their regular
weekly luncheon meeting at the Hotel Chit-
tenden. Instead of having the regular program
scheduled for these meetings J. N. Robins, pro-
prietor of this concern and member of the
Kiwanis Club, arranged a musical program
which, in the words of one of the members,
‘\‘Scored one of the hits of the noon luncheon
season in this city.” Mr. Robins presented
;oel Lay, of Chicago, baritone, and Earl R.

Billings, pianist, also of Chicago, in a varied
program in which the capabilities of the
Euphona Reproducing piano were demonstrated.
At the suggestion of Mr. Robins the wives of
the Kiwanis members were invited to this
luncheon.

A Victor artist scheduled to appear in this
city is Margarete Matzenauer, contralto. This
will be the third appearance of this artist here
in the last three years. The seat sale for this
concert is being held at Heaton's Music Store,
Victrola dealer.

Preparations are still under way for the sales-
manship school to be held in Columbus the
week of November 20 under the auspices of the
Perry B. Whitsit Co., wholesale jobber of Vic-
trolas and Victor records. The Columbus
school will be the twenty-first school to be held
in a distributor’s city. The purpose of the
school is to give the Victor sales people and
dealers a better understanding of music con-
tained in the Victor record catalog, a thorough
knowledge of the construction and functions
of the Victrola and many other points that

should prove advantageous to dealers. The
classes will be conducted by F. A. Delano, of
the Victor Co.

The Curry-Harper Co., 116 North Front
street, is the latest addition to the music stores
of this city. This concern has secured the local
agency for Strand phonographs, which are
destined to win a large measure of favor.

CENSUS OF MANUFACTURES ISSUED

Complete figures of the 1919 census of manu-
factures of musical instruments in the United
States have just been issued by the Department
of Commerce, Bureau of the Census, Washing-
ton, D. C. A detailed analysis of that portion
of the census appertaining to the talking ma-
chine industry appeared in the August issue of
The World thanks to advance data supplied to
this publication.

Every customer for the popular music is a
prospective customer for the classics. The sales
force shiould keep this in mind.

How it does make ’em laugh! And how it does sell!

Dealers have just one com-
plaint about this newest
great hit of the Okeh crea-
tions—they can’t keep it 1n
stock!

Better get your order in

S \\ZzZzzz:
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Telegraph for Special
HOLIDAY OFFER
on Strand Phono-
graphs and Okeh
Records. And Dbe
sure to look at our
advt. on “GERACO”
RADIO PRODUCTS.
They fit in with
phonograph selling.

Most A!tractive Dealer Proposition
Long Discounts—Exclusive Territory
Prompt Deliveries—Topnotch Service

EXTRA
NEWS

vincingly.
Strand. Others do!

Laughin
Reg ord?

quick—it’s a hit! There’s a run on it!

See the added feature of hand-
some Period Mirrors, priced con-
Sell one with every

Makes the gloomiest sober-
sides fairly dissolve in glee.
People simply can’t resist
the overwhelming infec-
tious joyousness of this
jolly outburst of real
laughter. You never heard
a record quite like it. And
how it sells!

You Can Sell
the Strand
to Anybody
Who Hears It!

Here is a line of Phono-
graphs with everything the
dealer wants a phono-
graph to have for sure sell-
ing. The elegance of the
design, the correctness of
its good taste, and the
matchless tonal quality it
combines with its beautv
would make the Strand
stand out—even without
the great extra inducement
its interesting price-scale
offers.

Distributors for OKEH Records and
STRAND Phonographs and GOLD
SEAL Record-Repeaters (in Penn-
sylvania, Southern New Jersey, Dela-
ware, Maryland, District of Columbia,
Virginia and West Virginia).

GENERAL RADIO CORPORATION

Walter L. Eckhardt, President

624-628 Market Street, Philadelphia

806 Penn Avenue, Pittsburgh
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ARGUE RIGHT TO FIX
DISCRIMINATORY PRICES

Federal Trade Commission Outlines Policies of
Fair Price Fixing by Wholesalers in Inter-
esting Case Now Before the Court of Appeals

The right of a wholesaler to fix different
prices for his product to different groups of
purchasers was argued before the United States
Circuit Court of Appeals recently in the suit
of the Federal Trade Commission against the
Mennen Co., manufacturer of toilet products, to
coinpel conformity to its rulings. While condi-
tions such as this are not known to exist in
the talking machine trade, the suit is of interest
because of the principle involved and its impor-
tance to the retail and wholesale trade, as well
as to manufacturers in general.

The general principle contended for by the
Commission is that the Mennen Co, and all
other manufacturcrs must sell their products for
the same price to concerns which are in competi-
tion with one another. The case was argued
for the Government by W. H. Fuller and W. T.
Kelly, lawyers for the Commission, who
asserted that the Mennen Co. was selling its
talcum powder and other products to one group
of wholesalers at one price and to another group
at another price. The Government does not
contend that the wholesaler may not sell at
one price to the retailer and at another to the
wholesaler, but insists that it is restraint of trade
to discriminate in price between one wholesaler
and another or between- one retailer and an-
other. The complaint of the Government is
that the company classes many concerns as
retailers that are, in fact, wholesalers.

The question is complicated because of the
fact that many retail stores have joined hands
and formed co-operative buying agencies, seek-
ing to buy from manufacturers at the manufac-
turers’ price. Some of these agencies, however,
have gone into the general jobbing business and
not only sell to their own members but to the
general public. When they do engage in gen-
cral business they are entitled to the manufac-
turers’ price, according to the Federal con-
tention.

Felix H. Levy, counsel to the National Whole-
sale Dry Goods Association and a number of
other associations, submitted a brief for his
clients as amici curiae, arguing that the prin-
ciple laid down by the Government, if carried
to its logical conclusion, meant that every manu-
facturer would have to sell at the manufacturer’s
price to any retailer, consumer or other indi-
vidual who sought his product.

He said in part: “The obvious result of this
would be the impairment of the business of the
wholesaler and of the retailer and a serious
derangement and disorganization of the business
of the manufacturer.

“Even if these results should not occur in the
precise detail and to the precise extent indi-
cated, such interference and control on the part

of the Government would necessarily tend to
check the initiative of the merchant and manu-
facturer, by imposing upon the free exercise of
his judgment as to the most efficient method of
conducting his business the judgment of a gov-
ernnental tribunal and of the courts. It cannot
be doubted that such a procedure would impair
efficiency, check and hamper individual enter-
prise and cnergy and tend to deprive the trade
and commerce of the country of those benefits
which normally flow fromm business skill and
acumen when not exercised by methods in-
herently wicked or constituting offenses mala
in se—methods not claimed to be present in the
case at bar.

“The value of the ‘old line wholesaler’ in the
scheme of distribution of manufacturers is an
economic fact long established. They consti-
fute, in substance, the salesmen of the manufac-
turer. They gather together under one roof the
products of many manufacturers and hold in
readiness in their warehouses these countless
products for prompt and ready distribution in
small quantities to the retailer. By closer ac-
quaintanceship derived from propinquity with
these retail customers they are better able to
judge of the financial credit of the latter than
the more distant manufacturer. If these whole-
salers be driven out of existence the manufac-
turer in most lines of industry would be con-
{ronted with the need of making direct de-
liveries to countless customers at great dis-
tances, in relatively small quantities, and with-
out adequate opportunity of determining the
credit and standing of such customers.”

USE OKEH RECORDS AT REHEARSAL

Gerald Griffin, the eminent Irish tenor and
exclusive Okeh artist, recently wrote the play
and lyrics for the new act of Ned Bolles & Co.
When a recent rehearsal was called the com-
pany had difficulty in securing a suitable pianist
to rehiearse the numbers and Mr. Grifin, who
happened to have his Outing portable with him,
suggested that the Okeh records be used for
musical numbers. The act was rehearsed to
the accompaniment of several Lopez dance rec-
ords and the results were surprising. The
rhythm and tempo were perfect and every mem-
ber of the company was enthusiastic regarding
this rehearsal innovation.

NEW GRIFFITH PIANO CO. BRANCH

CARBONDALE, PA., October 31.—The Griffith Piano
Co., with headquarters in Newark, N. J., has
opened an attractive branch store in this city
under the management of Mr. and Mrs. W. J.
Bloxham. The Steinway, Sohmer, Kranich &
Bach, Kurtzmann, Hallet & Davis, Brambach
pianos and talking machines are featured.

If your concern isn’t being run well, are you
doing anything to help to have it run better?
remarks Forbes Magazine.
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“1EGO
BRUSH

CLEANS
RECORDS
WHILE
PLAYING

OVER 10.000

BRUSHES SOLD

INROCHESTER NY

IN LE'SS THAN
6 MONTHS

THERE MUST BE AREASON®

WRITE FOR PRICES
25¢ BRINGS ASAMPLE~

“IEGO BRUSHES FIT ALL MACHINES
WHAT LINE DO YOU HANDLE-?

THE JTURGIS NOVELTY WORKS

218 CENTRAL BLDG. ~ROCHESTER, N,

ANNOUNCE PLANS FOR RADIO WEEK

Week of December 23-30 Designated as Radio
Week—Committee Appointed to Handle
Publicity—Extensive Promotion Campaign
in the Interest of Radio Is Planned

The American Radio Exposition, which is
sponsoring a radio show to be held at the Grand
Central Palace, New York, December 21 to 30,
was the host at a luncheon given recently to
the editors of various radio publications. At
this luncheon plans were formulated whereby
the week of December 23 to 30 will be desig-
nated as Radio Week. It is planned to have Radio
Weel activities in the hands of a general com-
mittee which will include the editors of radio
trade papers, trade papers in allied industries
and radio editors of daily newspapers. This

committee in turn will be represented by an

executive committee of five members which will
be in charge of the actual work.

Major J. Andrew White, editor of Wireless
Age, was appointed chairman of the executive
committee and his associates will be the editors
of several radio trade papers. It is planned to
use every possible form of publicity in behalf
of radio week and it is expected that the broad-
casting stations will co-operate to the fullest
extent. L. S. Byers, executive secretary of the
American Radio Exposition Co., presided at the
lunchcon and gave encouraging reports as to
the progress of the exposition.

The most important element in life is time.
Lost time can never be regained.
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THE ONLY PHONOGRAPH
NEEDLE TAPERED

LIKE AN ARTIST'S
FINGERS «

The Service House for Talking Machine Repair Parts and Supplies

NEW YORK

THE NEWEST IN NEEDLES
BLUE BELLE

THE NEEDLE THAT LENDS BEAUTY TO YOUR RECORD AND REPRODUCES A PERFECT TONE
IT MINIMIZES SURFACE NOISE

THE NEEDLE GIVING DEALERS A HANDSOME PROFIT—YOUR TRADE WILL BE ASKING FOR IT
BE READY TO SERVE THEM

Packed 100 Needles to a Package. - 100 Packages to a Carton
Extra Loud, Loud, Medium and Half Tones—Price, $4.50 per Carton

SAMUEL ESHBORN

65 FIFTH AVENUE
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BERESFORD PHONOGRAPH DE LUXE

If favorable comment and number of sales can be used as a basts, the cabinet here
featured 1is the criterion for Period Models.

THE ORSENIGO COMPANY, Inc.

Showrooms: 112 West 42nd Street Factory: Skillman Ave. and Rawson St. .
NEW YORK CITY, N.Y. LONG ISLAND CITY, N. Y.
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CELEBRATES WEDDING ANNIVERSARY

Frank Roberts, Veteran Blackman Man, Cele-
brates Golden Wedding Anniversary—Pre-
sented With Watch by Blackman Employes

J. Newcomb Blackman, president of the Black-
man Talking Machine Co., New York, Victor
wholesaler, and Mrs. Blackman spent a few days

- in Atlantic
City the week
of October 30
as hests to
Mr. and Mrs.
Frank Rob-
erts, who cele-
brated their
golden wed-
din g anniver-
sary on Octo-
ber 30. An in-
formal recep-
tion was ten-
dered to Mr.
and Mrs. Rob-
erts at Atlan-

— tic City and
Frank Roberts telegrams of
congratulations were received from their fricnds
in all parts of the country.

Frank Roberts is one of the veterans of the
Victor wholesale industry and, in fact, has
earned the title of “the grand old man.” When
the Blackman Talking Machine Co. was orgarn-
ized Mr. Roberts was its first employe, and
until three years ago worked indefatigably in
the interests of the organization. He was re-
tired by Mr. Blackman on full pay as a partial
recognition of the exceptional service that he
had rcndered the company during a period of
sixteen years. When he retired Mr. Roberts
was secretary of the company and during his
many years' association with the Victor indus-
try he had won the esteem and friendship of
Victor dealers throughout the metropolitan tcr-

ritory. His unfailing courtesy and kindness to
every one whom he met in the day’s activities
gained for Mr. Roberts the good will and good
fellowship of the entire Victor trade.

Before leaving for Atlantic City Mr. Roberts
was presented with a beautiful gold watch by
the employes of the Blackman Talking Machine

Co., with whom he had been associated for so
many years. The watch was suitably engraved,
the first line bearing the following inscription:
“Presented to Frank Roberts, the grand old
man, on his golden wedding anniversary, Oc-
tober 30, 1922, by his friends in the Blackman
Talking Machine Co.”

VICTOR RECORDS OF GOLDMAN BAND

December Victor_List Contains Two of Edwin
Franko Goldman’s Famous Marches, “The
Chimes of Liberty’” and “The Sagamore”

Among the many interesting numbers in the
advance list of records for December issued by
the Victor Talking Machine Co., which appears
in our record department this month, is a
double-disc record made by the famous Gold-
man Band, whose open-air concerts at Columbia
Green, New York City, attracted more than a
million people during the Sumimer months. The
numbers listed on this record are: “The Chimes
of Liberty March” and the “Sagamore March,”

of band leaders and players the country over.
The numbers possess an individuality that
stamps Goldman as a composer and conductor
to be kept in mind—a man from whom bigger
and better things mayv be expected.

As before remarked in these columns, the
Goldman Band is an aggregation of artists
whose ensemble work has elicited the highest
commendation. It is orchestral in quality be-
cause of the admirable balancing of the various
divisions of the brasses, reeds, strings, tympani
and accessories. Its performances have been a
great educational force in the commumty and
Mr. Goldman’s many admirers will be delighted
to have in their homes a permanent reminder
of his band and of his ability. This record will

The Celebrated Goldman Band, Edwin Franko Goldman, Conductor

both written by Edwin Franko Goldman, the
conductor and organizer of this splendidly
trained band of artists. These compositions are
well and fayorably known to New Yorkers for
their inspiring and stirring measures and their
admirable scoring which shows the skill of a
real musician. In many respects this record
made by the Goldman Band is worthy of the
closest study, not only of the music lover, but

also help to enlighten musical people the coun-
try over how fortunate New York is in having
such an organization which perhaps in the near
future may make a coast-to-coast trip, thus
welding a closer musical union between New
York and her sister States.

E. B. Cavannaugh, Victor dealer, at Sanborn,
Ta., has had his store remodeled.
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Not Chance---But Good

Macon,0a,

. Sign Building

tive features and illumination.
application of the sign builder’s art.

-

LOOK down the street and consider the signs.
from the rest not because of their size or their coloring, but be-
cause they have a certain distinction which is lacking in the others.
It is largely a matter of design—design combined with advertising
thought, superior construction, the right combination of certain decora-
It is not chance at all, but the proper

Some stand out

For more than ten years the Flexlume organization has been

trained to put selling power into electric signs. And back of all this

nation-wide.

Let us send you a sketch show-
tng a Flexlume for YOUR business

FLEXLUME CORPORATION

is the largest plant in the world devoted exclusively to the making
- of electric signs, and a service organization which is more than

36 Kall Street
Buffalo, N. Y,
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“ FLETCHER UNIVERSAL
TONE ARM and REPRODUCER @

Gives Proper Playing Weights for All Records. No Adjustment Screws or Springs
SAMPLES $8.00 Specify 814" or 91" arm

FLETCHER-WICKES CO., 6 East Lake Street, Chlcago, Illlinois

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS

FLETCHER REPRODUCER

Scientifically " = ' \\Construcled v?
/ REG.TRADE MARK

Reproducer

Gives Perfect
Reproduction
of Voice

and Connection

Volume and
Dealers, Send for

or
Perfect Detail Prices and Terms NEW EDISON

Plays all Records

or Instrument
ACTUAL SIZE

Carried in Stock for Victor and Columbia

THE FLETCHER “STRAIGHT?”

Design Patented November 29th, 1921

STRAIGHT INSIDE—Taper Outside
BALL BEARINGS THROUGHOUT

NEW DESIGN NEW CONSTRUCTION

o i universal and equipped with the Regular Fletcher
Reproducer, giving the same natural tone quality as heretofore

Made in two lengths, 84" and 9%" SEND FOR PRICES AND TERMS [
FLETCHER-WICKES COMPANY @
6 EAST LAKE ST. CHICAGO - T

THE McLAGAN PHONOGRAPH CORPORATION, LIMITED, STRATFORD, ONTARIO, EXCLUSIVE CANADIAN AGENTS
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UKRAINIAN NATIONAL CHORUS

First Recordings of the Great Singing Organiza-
tion Recently Made at Brunswick Labora-
tories—Won Praise of Musical Critics

The Ukrainian National Chorus, which is
making records exclusively for the Brunswick
Co., has just completed its first recordings at
the Brunswick laboratories. This unique and
colorful aggregation of artists recently appeared

Nina Koshetz With Some Members of Chorus

in two concerts at Carnegie Hall, in this city,
and was received with great enthusiasm by
music lovers. The chorus is now on a concert
tour throughout the country and is booked to
return to the metropolis for several appearances
later on.

The first recordings on Brunswick records
will comprise four native folk songs, selections
which arc bound to create an unusual interest.
They are so distinctly different, and tuneful,
that they will be sought for by music lovers
generally and will be, no doubt, a valuable addi-
tion to the Brunswick record catalog.

Some people are so busy doing nothing that
they have no time to attend to their talking
machine business.

UPBUILDING OF A RECORD BUSINESS

F. Baumgart, of the Actuélle Music Co., Tells
of His Experience, Which Is Interesting and
Stimulative to Dealers Who Wish to Succeed

YoungstownN, O., November 1.—In response to
the question “How Do You Do It?” F. Baum-
gart, owner of the Actuélle Music Co., of this
city, has told of thie energetic and resourceful
metliods he has employed in the building up
of his business.

“While there is no sccret or mystery con-
cerning the sale of records,” said Mr. Baumgart,
“there is a lot of hard work and the application
of commmon horse sense is necessary. My first
venture in selling records was very novel,
indeed. I had never before sold a phonograph
record, but, being a successful salesman, and
having just enough pep, confidence and energy,
I came to the conclusion that people will spend
money for records if the proper appeal is made.
As far as I knew the following idea was new
and worked out wondcrfully well. Recognizing
the fact that people must eat every day and,
therefore, visit the food markets regularly, I
checked up on the patronage at the various
marketing houses and selected a dignified, well
patronized and sanitary market., I contracted
for space and put in the best line of records
which I thought would be a success. These
records were demonstrated on a Magnavox and
all the people entering the market had to listen
to the music. Hcaring a record that appealed
to them they bought it, buving many records
that they would not otherwise have asked to
have played. In onc afternoon and evening we
sold 1,952 records in this maunner.

“Business is good and is getting better. It is
necessary to give the people what you know
they want and when they want it, and with a
pleasant smile which costs nothing and helps
the sale.”

Mr. Baumgart has sold a number of different
lines, but is now centering his activities on the
Pathé Actuelle record as the name of his comn-
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New Actuelle Delivery Truck XKept Busy
Through Owner’s Many Sales Ideas
pany, the Actuelle Music Co., would imply. Mr.
Baumgart is an enthusiast over this record and
the service which the Pathé Fréres Phonograph
Co. is giving. He states that he now has five
stores and that others will probably be added.

GEORGE W. HOPKINS IN DALLAS

General Sales Manager of the Columbia Co. De-
livers Address at Salesmanship Club

Davrras, TeX., October 31.—George W. Hopkins,
general sales manager of the Columbia Grapho-
phone Co.,, was a recent visitor to this ecity,
calling upon Fred Erisman, manager of the local
branch and visiting some of the dealers in this
territory. Mr. Hopkins made a very interesting
address at a special meeting of the Salesmanship
Club at the Adolphus Hotel. In the course of
his talk Mr. Hopkins gave some timely facts
regarding the progress that Columbia has made
the past year, emphasizing the co-operation that
the Columbia organization had tried to give
Columbia dealers during the business depres-
sion. While here Mr. Hopkins made a short
talk from the WFAA radio station, conducted
by the Dallas News and the Dallas Journal
This talk, which was semi-humorous, was en-
thusiastically received by the radio fans.

C-601
Price $27.00

C-612
Price $28.00

the back, no bother, no trouble.

CAN\TNN? 773
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HANOVER.PAUS A

Columbia A-2 Grafonola and The Long Console

Here is your chance, Mr. Dealer, to cash in again on all the Columbia A-2 Model
Grafonolas that you have sold. Every owner can make a handsome console out of
his A-2 Grafonola in a jiffy with one of these Long Console cabinets.

The A-2 Grafonola slips easily into one compartment of the Long Console, through
Cash in on this easy way to make another sale.

C-603
Price $29.00

Specifications:
Made in dark red
Mahogany only.

Two Piece Top. ~
36 inches long, 34 inches Columbia A-2
high, 22 inches deep. Grafonola

The

®fGusear OFr

Geo. A. Long Cabinet Co.

HANOVER, PA.

C-611
Price $30.00
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Charles Hackett, America’s greatest tenor, has never
sung with greater feeling and beauty of expression
than in giving the selection “A Furtive Tear” from
Donizetti’s opera Elisir D’Amour.
velous record. 49895—on the December list.

This is a mar-

Columbia Graphophone Co.
NEW YORK

“y—

DEALERS TAKE ON BRUNSWICK LINE

Baker-Flick Co., of Camden, N. J.; M. Feldman
& Sons, Johnstown, N. Y.; Muir’s Department
Store, Newark, N. J., and Others Secure
the Representation of This Well-known Line

The phonograph division of the Brunswick-
Balke-Collender Co., in New York City, reports
that Brunswick activities throughout the East
are most encouraging, and E. A. Straus, general
manager of this office, says that all indications
point to one of the most prosperous Winter
seasons yet experienced by this company. Rec-
ords have been much in demand this month
and Brunswick dealers are bending every effort
to get their share of this business.

New Brunswick dealers established this month
include the Baker-Flick Co., of Camden, N. J.
This dealer introduced this well-known linc by
carrying a very attractive window display and
held a formal reception throughout an entire
day which was attended by hundreds of people.
Selections were rendered by an orchestra during
the day and in the evening Margaret Young,

For any Phonograph Motor
Best Tempered Steel

Each

fnch x 10 feet for all emall motors................ $ .30

z,aﬁ  x10 ** * Pathe, Columbia, Helneman . .33
1 “ x10 * * Columbia ................ .40
1 ** x 11 * °‘* Columbla with hooks .50
1 e x13 * * Victor, old etyle..........c..0e .45
1 ¢ x15 *° * Victor, new eotyle...ccoceeccnne .50
1% °*° x 18 ** Victor, new or old style........ .70
1 * ox 12 * Heineman and Pathe.......... A5
1 * x 10 ‘¢ Sas], Sllvertone, Krasberg...... .45
1 “ x13 ** Saal, Silvertone, Brunewick..... .50
1 * x 16 ‘¢ Sonora, Brunewick, Saal........ .60
13/18 “* x 18 ** Helneman and Pathe........... .15
1% ° x 25 “ Edison DISe ...oeeeieciiiaines 1.50

SAPPHIRES—GENUINE

Pathe, very loud tone, each (3¢, 100 lots $11.00.
Pdison Loud-tone, each [5¢; in 100 lots, $11.50.

TONE-ARMS
best, loud and clear, throw-back.......... $4.30
vi?l:h“lrn,m reproducer, very loud, Universal......... 4.00
With smaller reprodurer, but loud and clear.......... 2.50

PHONOGRAPH NEEDLES

ve you best price on Brilllantone. Magnedo, Wall-
w;{:x::l !Ii‘ono,lone. Nupoint, Giit Edge. Incas and Velvetone
Needles.
ORDER RIGHT FROM THIS AD

8end for price list of other repair parts and motors.
Terms—F. O. B. 8t. Loule, Mo. B8end evough to cover
postage or goods will be shipped by express.

The Val’s Accessory House
1000-1002 Pine St. St. Louis, Mo.

popular exclusive Brunswick artist, entertained
those present. E. A. Straus, accompanied by
Q. J. Jester, of the Philadelphia branch of the
Brunswick Co., was present and assisted this
dealer in the arrangements for the opening.

The M. Feldman & Sons store, of Jolinstown,
N. Y, is another new Brunswick dealer this
month who will devote a large space in his
store to the showing of Brunswick models. The
complete Brunswick record catalog will be
carried.

Muir's Department Store, of Newarl, N. J,
has just comnpleted the installation of a modern
phonograph department, where it will feature
the Brunswick line of phonographs and records.
This new Brunswick account was established
this month by the New York office of the
Brunswick Co. This department will be in
charge of Edwin J. Struck, who comes here
after an extensive experience gained in the
Chicago talking imachine field, where he made
for himself an enviable reputation.

Other new Brunswick dealers establishied re-
cently were the Gotham Shop, at 17 John street,
New York, and S. G. Remenschneider, of
Newark, N. J, who are to carry the complete
line of Brunswick models and records.

SMITH PIANO CO. CLOSES BRANCHES

A. B. Smith Piano Co., of Akron, Closes Three
Branch Stores in Adjacent Territory

AxroN, O., November 6.—Thie A. B. Smith Piano
Co., of this city, one of the best-known music
houses in the Middle West, announces the
closing of retail stores in Cairton, Steubenville,
0., and Montgomery, W. Va, and stocks of
these three stores have been moved to Akron.
No reason for the closing of the three stores
is given by Mr. Smith. The Columbus, O,
store is still in operation and will not be closed.

A stock of pianos estimatcd at $50,000 is being
offered at a special sale and is being widely
advertised. Included in the sale offerings are
150 new and used talking machines.

A. B. Smith, head of the company, is the
new president of the Ohio Music Dealers’ As-
sociation.

SONORA DEALER VISITS METROPOLIS

George Geake, who sells the Sonora phono-
graph in Abuquerque, N. M., in large numbers,
and who is famed in that part of the country
not only as an energetic dealer, but as a mu-
sician of unusual accomplishment, was in New
York for a few days last month and visited the
Sonora offices. Mr. Geake says the great
Southwest is going to do more than its share
of phonograph-buying during the present sea-
son.

GOTHAM MUSIC FIRM CHARTERED

H. Leviten, of New York, has secured a
charter of incorporation under the laws of New
York State to conduct a piano and talking ma-
chine business, with a capital stock of $20,000.

BRIDGEPORT LANDAY STORE OPENS

Attractive Three-story Branch Is Opened in
Connecticut—Building Entirely Remodeled

.

BripgepPoRrT, CONN., November 8.—*Landay’s Tem-
ple of Music,” 1192 Main street, an innovation
in music stores in this city, was thrown open
for inspection by the general public, under the
personal direction of T. C. Canfield, manager.

From top to bottomn the three-story building
has been renovated and done over. The en-
trance, of latest design, which provides ample
space for show windows, is most artistically
arranged. Inside, on the first floor, the general
sales departinent for musical instruments, music
rolls, records, etc., is located. Here are six
sound-proof booths for record demnonstrations.

A modern automatic elevator carries custo-
mers to the second and third floors. On the
second floor a complete line of talking machines,
from the small portable to the largest cabinet
tvpes, is displayed, while the top floor houses
tlie sales rooms for pianos, including player,
baby grand and upright designs. The same de-
sign of decoration is followed out in the entire
building, being ivory with paneled walls.

This is the ninth Landay store to be opened,
the company operating five in New York, two
in Newark, one in New Haven and one here.
Van Veen & Co., New York, supplied the
equipment.

Ward’s Padded Khaki

Moving Covers

for
Pianos
and all
Models of
Upright
and
Console
Machines

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

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

THE C.EWARD CO.

Manufacturers

NEW LONDON OHIO
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. Finished {nGl\gﬁ]}i%gglgl; Walnut or E of an exclusively high-grade product—Service is
- us really no problem at all, for there is never any-
“"“"“E“ﬁ%“““““ thing complicated, hide-bound or mechanical about a
BE
B Square Deal.

Back of every Phonograph or Radio Set we build is
the guarantee of a Company financially stable and per-
manent, with full respect for its good name, confident
of the quality of its merchandise and, above all else,
HUMAN.

When this Company is forced to govern its Service
Department by a set of iron-clad, distrust-inviting rules,
1t will cease building phonographs.

We invite and hold relationship only with dealers
who are themselves reasonable, sincere and Humanly
Square. Such men can never be wrong. So where is
the Service Problem?

Are you, Mr. Phonograph Merchant, open to a sales
proposition as clean cut as this Service Problem? Ask
us for it; we’ll get in prompt touch with you.

DETROIT, MICHIGAN
THE STEWART SALES CO, 18 W. GEORGIA ST., INDIANAPOLIS, IND.
Distributors for Indiana and Kentuchy
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PROMINENT BRUNSWICK ILLUMINATED DISPLAY ATTRACTS

Great Sign Located at the Northeast Corner of Fifth Avenue and Forty-second Street, New York
City, Seen Approximately by 750,000 People Daily—Impressive Form of Publicity

Illustrated herewith is the new Brunswick il-
luminated displav located at the northeast
corner of Fifth avenue and Forty-second street,
New York City.

" . oo
There is an esti-

mated circulation
at this corner, both
pedestrian and J
automobile, of ap-'|
proximately 750,000 |.
people daily, and |
more automobiles |
pass this point in |
a day than any |
other location on |
the American con- |
tinent. f

This display is |
opposite the New
York Public Li-
brary and but a
short distance from
the Grand Central
Station, the termi-
nal of the famous
Twentieth Century
Limited and all
New York Central, _—

Michigan Central, New York, New Haven &

Hartford trains. Millions of people arrive and
depart annually from this station.

The Brunswick people consider themselves
fortunate to have been able to secure this loca-
tion for a period of six months, this being the

o |t o)
0 |

first time in years that it has been available.
It is considered one of the best in the United
States, as it offers national and local prestige.

THE TWIN CITIES

Railroad Embargo a Hindrance to the Development of Talking
Machine Trade [nasmuch as Jobbers and Dealers Can’t Get Stock

MixNEAPoLIs and ST. Paur, Minx., November 6.
—Right on top of the strike trouble comes the
embargo and the talking machine trade is quite
convinced that life is just one blamed thing
after another. But the average merchant is a
game fellow and is hustling right along. Several
of the dealers are short of some of their best
selling models and are anxiously waiting for
the Interstate Commerce Commission and the
railways to untangle the congestion and get the
railways to function as they should.

“We are still starring the Starr,” declared
AL L. McGinniss, of M. L. McGinniss & Co,,
Starr distributors, to The World representative.

“We are able to report a decided increase of

business right along both in machines and rec-
ords. The demand for Gennett records has
cxceeded all our expectations and we have had
considerable difficulty in keeping up our stocks.”

Director Edward L. Kern, of the Brunswick-
Balke-Collender Co., gets quite enthusiastic
when any one asks him about Brunswick phono-

graphs. The department is “coming big,” he
says. His only worry is the failure to get
goods. Consoles lead the demand and the

shortage of these instruments is keenly felt by
dealers. The new record factory at Muskegon
has proved the salvation of the record trade,
which was in a bad way because of the limited
number of records received from the old fac-
tories. The road men are signing new dealers
right along and are getting some very nice
accounts. I.arge furniture houses appear to like
the phonograph side line and it is almost daily
that one learns of another furniture house in-
augurating a phonograph department.

Laurence H. Lucker, Northwestern distribu-
tor of Edison phonographs and records, has
been a guest at Orange, N. J., talking Fall busi-
ness with the moguls of Thomas A. Edison, Inc.
He is doing big things for them in the North-
west. The $175 console type is a brilliant suc-
cess here in the Twin Cities. Colder weather
is bringing a large number of buyers into the
stores.

The talking machine department of W. J.
Dyer & Bro. is particularly hard hit by the
freight embargo. According to Mr. Dyer the
company has orders aggregating more than $40,-
000 which it is unable to fill because no talking
machines are coming through the freight im-
passe. Victor goods are in ever increasing de-
mand and very many buyers will have no other
talking machine than the Victrola.

Mort Schaeffer, road man for the Stone Piano
Co., returned last week from southern Minne-

sota with a book of nice orders for Vocalion
phonographs. Manager Monson is pleased with
the outlook, both in the wholesale and retail
branches of the business. He had as guest:
recently R. M. Kempton, wholesale manager of
the Vocalion department of the Acolian

and H. B. Levy, the Aeolian Co.’s W rn
manager.

The Foster & Waldo Co. is now settled in
its handsome new store, to which reference was
rmade in this letter last month. While the older
lines carried by the house, namely, the Victrola
and Sonora lines, retain their popularity, Mr.
Foster states that tlie Cheney is making steady
progress and 1s earning new admirers con
tinually.

USE OF TACT A VITAL NECESSITY

Salesmen Should Consider Characteristics of
Each Customer and Handle Accordingly

There are many excellent salesmen whose
sales averages suffer because they lack one of
ihe prime essentials necessary for success in
their work, namely. tact. The salesman who
handles every customer according to a standard
plan and does not take into consideration tlhe
individual characteristics of each customer as
far as he is able to learn them in the few
moments preceding the actual sales talk and
demonstration of a machine or records is losing
sales. For example: The person inclined to
jocularity cannot be handled in the same man-
ner as the dignified personage. It is up to the
salesman to cater to the likes and dislikes of
his patrons. To chill the jollity of a prospect
by an excessively formal and unbending de-
meanor is to make that prospect uncomfortable
and to arouse his dislike. The dignified person
will have as little as possible to do with an
establishment where his dignity has been ruffled.
This example is sufficient to point out the ap-
plication of tact and the salesman who puts
thought behind his work should, be able to
call to mind many other tvpes of individuals
who require special methods of handling.

KELTIC RECORD CO. CHARTERED

The Keltic Record Co., of New York City,
has been granted a charter of incorporation
under the laws of New York State, with a capi-
tal of $70,000. The concern, which will deal in
talking niachine records, was chartered by AL
Caret and F. O’Callaghan.

Sherburne Automatic Stop

Stops When You Want It to Stop @

Manufacturers: Has your automatic stop ever
helped your dealers make a sale?

Investigate the Sherburne

Sample sent upon request

SHERBURNE MANUFACTURING COMPANY

948 Penobscot Building

Detroit, Mich.
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Advertising 1n The World Pays

Reproduced below is a facsimile of an unsolicited letter received at our office the
other day. Advertising in the TALKING MACHINE WORLD pays, and hundreds
of similar letters which have been received from our advertisers testify to this.

"L'ﬂ% CXR)
1311 I\
Toe ?0\;\:\;‘%»&1 .

The TALIKING >
= MACHINE->

.
Hers of
2 WORLD e

We maintain copy and art departments that will be pleased to submit an advertis-
ing plan particularly adapted to your individual proposition. Why not write us?

TALKING MACHINE WORLD, 373 Fourth Ave., New York

Published by Edwurd Lyman Bill, Inc.
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In every community there are a number of
churches and the merchant with an eye for op-
portunity can take advantage of this fact by
staging church concerts during the Winter.
Bubeck & Gallagher, the live talking machine
dealers, of Marshall, Ill., tried this stunt and
found that the demand for re¢ords was sub-
stantially increased as a result. By issuing in-
vitations to members of the church, on the back
of which are questions such as whether a ma-
chine is owned by that person, what type of
music they are interested in, etc., some good
machine and record prospects may be obtained.

W e

A record week at periodical intervals, say
once each month, could be made profitable as
a stimulator of certain records which the dealer
is especially anxious to push. For example,
during one week each month the dealer could
arrange concerts in his store featuring an opera
one week, records of a certain artist the next
record week, etc. Not only concerts, how-
ever, would bring the best results. The event
should play an important part in the advertising
a week before it is scheduled and invitations
should be sent out as well as announcements
with the direct-by-mail literature.

0 w

A wide-awake talking machine dealer sent
the following letter to his customers, announc-
ing a new service which he was planning:

“Dear ——————:—The Blank Talking Ma-
chine Shop is planning to inaugurate a new
service for the benefit of its customers. In
order to aid them in the selection of records
and the building up of their record libraries we
will send three of the latest records to all cus-
tomers each month on approval. In order that
these records may be of the type you are in-
terested in will you kindly answer the following
questions and mail same to us:

“What kind of music do you prefer?

“What make of instrument do you own?

“Sincerely,” etc.

Customers appreciated the fact that they
would be able by this plan to get the latest
selections as soon as they were received by
the dealer and the idea was well received.

W ]

The average man or woman is curious. Many
dealers have increased public interest in their
lines by taking advantage of this fact. The
window is the most potent means of cashing in
on human curiosity. The Des Moines Music
Co., Des Moines, Ia., recently secured the serv-
ices of two young ladies who danced in the
display window of the store to talking machine
music. Crowds gathered—sales ensued.

w W

The credit manager of a large concern rates
the credit standing of customers according to
their occupations. The occupations of these
people give him a line on their probable earn-
ings and when members of the sales staff visit
them they are supplied with complete instruc-
tions as to credit allowances on purchases. For
example: A man who belongs to a union and
works at the electrical, plumbing or carpenter
trade has an income which approximates $45
to $50 per week. This customer cannot meet
the payments on a very high-priced machine
without embarrassment, but he can easily pay
the instalments on a medium-priced instrument.
Thus if this prospect desires to purchase an
extremely expensive machine the salesman uses
all his skill to sell him one less expensive, un-
less, of course, he discovers that there is an-
other source of income in the family, such as
other members working, etc. In this manner
customers are never oversold and repossessions
are reduced to a minimum.

HAS ATTRACTIVE DISPLAY ROOMS

Gibson & Snow, of Syracuse, Proud of New
Equipment—Sonora Demand Reported

Syracusg, N. Y., November 6.—Gibson & Snow,
wholesalers of the Sonora phonograph in this
city, have just receuntly completed one of the
most attractive display rooms for the Sonora
line yet installed by any Sonora jobber any-
where. A large space on the third floor was
partitioned off from the rest of the building
and modern equipment and fixtures were in-
stalled which show off . Sonora models in a
highly attractive manner. C. B. Malcomb, gen-
eral manager, 1s responsible for this new addi-
tion to the wholesale plant and is very much
pleased with the compliments bestowed by deal-
ers who have visited these new quarters. "“Busi-
ness for the past two months has been nothing
short of phenomenal,” said Mr. Malcomb, "for at
the present time we have on our books many
unfilled orders for Sonora phonographs and from
all indications there will be a shortage during
the holiday season greater than that of last
year. However, new shipments are coming in
and every effort is going to be made to take
care of our dealers as far as possible, so that
all of them will have a representative stock of
machines to sell during this busy season.”

“TALKER” MARKET IN NORWAY

WasHixacrox, D. C, November 3.—A concern in
Norway is in the market for talking machine
records and musical instruments (not pianos),
according to a request received by the Bureau
of Foreign and Domestic Commerce here. Fur-
ther information can be obtained by communi-
cating with the Bureau or any of its district
offices and referring to File No. 4098.

READ IT AND WEEP!

She had just come from a beauty parlor, very
proud of her marcel wave.

Stepping into Hustling Harry’s Grafonola
Shop she asked the smart young clerk, “Have
you a record by Hulda Lashanska?” “Yes, ‘My
Curly Headed Baby,”” was the innocent reply.

He was going on to quote the record num-
ber, they say, for the first thing he said in the
hospital was, “Number 77744.”

Truth telling in business is the foundation
on which enduring success is built.

VICTOR CO. STOCK DIVIDEND

Increase of Capital Stock of Company From
$5,000,000 to $35,500,000 Followed by Declara-
tion of 600 Per Cent Stock Dividend

Caspex, N. [, October 28—The stockholders
of the Victor Talking Machine Co,, at a meeting
held on Monday, voted in favor of the sugges-
tion of the board of directors of the company
made at a recent meeting that the capital stock
of the company be increased from $5,000,000 to
$35,500,000, following which the company de-
clared a stock dividend of 600 per cent to go
to stockholders of record October 31.

An official statement says: “No change in
the dividend policy of the company is antici-
pated. The directors have in mind very exten-
sive plans for further developments, improve-
ments and expansion of the plant.” The com-
pany on Tuesday filed a certificate showing an
increase in capitalization from $5,000,000 to $35,-
500,000. It also increased jts preferred stock
5,000 shares, to $500,000.

ADVERTISES REASONS FOR SUCCESS

Don C. Preston, Prominent Merchant of
Bakersfield, Cal.,, Outlines Successful Policies
and Thanks Patrons for Support

BakersFIeLp, CaL., November 6.—Something dif-
ferent in the way of advertising was recently
attempted by Don C. Preston, music merchant,
with warerooms at 1631 Nineteenth street, this
city, on the occasion of the third year of the
existence of the firm. The advertising was
something in the nature of a statement of the
earnings of the concern during the three years
and an outline of the policies which have con-
tributed to the success of the undertaking.

For the first two years Victor talking ma-
chines and records were featured exclusively and
nearly a year ago the Sonora line was added.
The rapid growth of the business is indicated
by the fact that a branch was opened in Taft,
Cal,, a few imonths ago. In addition to talking
machines, several makes of high-grade pianos
are lhandled.

CLEAR TONE MUSIC CO. CHARTERED

The Clear Tone Music Co, Knox, Ky., has
been chartered in that State, with a capital of
$5,000. Incorporators are: B. S. Edwards, M. E.
Edwards and R. B. Ballard.

Reinforced
Three-Ply

Veneer

“EMPIRE” Packing Cases

Let us figure on your requirements

EMPIRE MFG. COMPANY, Goldsboro, N. C.

Standard

for
Phonographs

and

Radio Sets
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Lmklng Up Christmas Talking Machine Dis-
plays With National Advertising .

i3

By E. A. Dench

A e

There is a decided spurt in talking machine
sales during the few weeks prior to Christmas.
Particularly at this season of the year do people
wonder why they have waited so long before
owning a phonograph. The aggressive and con-
vincing advertising of the well-known talking
machine manufacturers is, in a large degree,
responsible for this desirable condition of affairs.
All you have to do is to link up your window
displays with this national advertising and many
a sale is as good as made.

The Christmas Fireplace

Howard, Farwell & Co., Minneapolis, Minn.,
provided homelike surroundings for a Christmas
displav of talking machines. At one rear side

was a fireplace, simulated with red brick paper,
placed over the slightly projecting structure.
A log fire in the center of the fireplace was
blazing merrily, thanks to the red crepe paper
covering electric lights underneath the logs. All
the comforts of home were suggested by life-
like cut-outs of a cat and a dog beside the fire-
place. The mantelpiece was occupied by a
candlestick at each end, with bric-a-brac in
between. Several holly wreaths, alternated with
framed pictures, adorned the rear wall, the cen-
ter of which was constructed with a French
window effect. A wintery appearance to the
French windows was imparted by attaching
pieces of absorbent cotton to represent snow.

Orders From Five Continents

In One Week!

No. 3 Tone Arm
No 5 Reproducer

for yourself.

No. 1-A Tone Arm
No. 2 Reproducer

This is an actual fact, which demonstrates the great demand for

MUTUAL TONE ARMS and SOUND BOXES

And why? Because MUTUAL IS THE BEST MADE TONE
ARM AND SOUND BOX ON THE MARKET. Prove this fact
Write today for a sample—throw-back, straight or
portable Tone Arm complete with Reproducer.

And let us quote you on your Christmas requirements.

Mutual Phono Parts Manufacturing Corp.
149-151 Lafayette Street, New York City

The Russell Gear & Machine Co., Ltd., 1209 Kiag Street West, Toronto, Canada

Exclusive Distributors for Canada and all other British possessions

There was a cabinet machine at each rear side,
with a lighted lamp on a little table between
them. The floor was covered with rugs.
Overcoming the Lack of Background
The P. A. Stark Piano Co., Minneapolis,
Minn., arranged a Christmas talking machine
window along similar lines. There was the
simulated fireplace, the floor before which was
covered with a bear rug. This window had no
background in the strict sense of the word, the
same being framed at the top, rear and sides
with alternate strips of red and green crepe
paper. The paper, which was about three inches
wide, was slightly twisted. A frame or stage
effect was obtained with the assistance of a
cross beam at the rear, crepe paper being hung
from the top of the cross beam to the floor.
More crepe paper decorated the sides of the
cross beam. The simulated fireplace, obtained
in the uSual manner, as per Howard, Farwell's
display, was inside the stage-setting effect, with
a bear rug placed on the floor in front of the
fireplace. There was a basket of logs of wood,
fire tongs and several cushions beside the fire-
place. Each center side was occupied by a
cabinet phonograph, decorated with red ribbon

streamers. A sign down in front suggested: °

“This Christmas give your family a phonograph.
Transform the long, restless evenings into hright
home gatherings encouraged hy music.”

Increasing Show Window Space

Young & Chaffee’'s, Grand Rapids, Mich.,
deepened their show window in order to allow
mnore scope for a Christmas display. The extra
space gained was graduated backwards and up-
wards to produce perspective and the effect of
distance. A cave-like aperture was formed in
this manner, with three mounds, each covered
with absorbent cotton to serve as snow, inside
the aperture. Three cabinet talking machines,
electrically driven, reposed on the mounds. A
frosty atmosphere was obtained by cold grey-
blue drop drapes at the side and rear of the
aperture. The cave mouth was arched by a
number of small holly wreaths, on which the
name of the make of machines was spelled. At
the left side were three cabinet instruments in
oak, while three cabinet models in mahogany
were placed at the right front side. Records
and needles were displayed here and there on
the floor.

On Christmas Morning

The Oak Park Music Shop, Oak Park, Ill,
also deepened its background at the center by
removing several of the panels and widening
the space by about two feet. Inside this opening
were cut-outs of a contented husband and wife
and their two little children, grouped around
the Christmas tree, beside which was a cabinet
phonograph. It was evident that Friend Hus-
band had surprised his wife with a phonograph
on Christmas morning. The rear part of the
opening was enclosed with beaver board, cov-
ered with decorated paper of Santa Claus riding
his sled above the house tops. Records in the
Christmas gift envelopes were neatly arranged
about the floor, with a single row of Christmas
records out of their envelopes along the beveled
edge by the window glass. A cabinet model was
stationed at the left side.

The Poinsettia Sign

An appropriate Christmas display was made
by the Victor Talking Machine Co., German-
town, Pa. The eye of the spectator was caught
by a unique sign, which was suspended from
the ceiling at the center by means of red rope
chains. The sign, which was about six inches
wide and a foot long, appeared to be six poin-
settias strung together in a row. The flowers
were made of cardboard, with a letter on each
flower, so that the word “Victor” was formed.
A large cabinet model, with the tone chamber
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doors opened, occupied the right-hand side. Red
rope ribbons were attached to a shutter-like con-
trivance inside the chamber. The ribbons parted
their respective ways and extended to easels on
which records were displayed.

The Miniature Rooms

The O. K. Houck Piano Co., Little Rock,
Ark., attracted attention by constructing two
miniature rooms in a typical home for show-
window exhibition purposes. The rooms were
built on a scale of one inch to the foot, the size
of each room being sixteen inches by eighteen
inches. The left side room contained a minia-
ture cabinet phonograph and a grand piano and
was also furnished with doll furniture. One
well-dressed girl doll was “cranking” the talk-
ing machine and another doll was seated before
the grand piano. The living-room at the right
was also furnished with doll furniture, but did
not contain any musical instruments. The
room was populated by a family of dolls seated
around the table. Each room was screened
with a mechanical panel which could be raised
and lowered at regular intervals. These panels
were also utilized to convey the following mes-

sages:
“Will there be music in your home this Christmas?”
“Will your home be without music this Christmas?”

There was green crepe framework enclosing the
two rooms, with black records forming a border
around the framework, plus the following
streamer along the top:

‘“May your Cbristmas be made happier by the

music -of the Vietrola.”
Green garlands were strung from panel to panel
along the beaver-board background, with a
frieze of Winter scenes along the top. There
was a musical instrument at each side, with a
record and a music roll alternated on the floor
at a considerable distance apart.

A Wintery Setting
The Christmas atmosplere in a display by the

San Antonio Music Co., San Antonio, Tex., was
accomplished by covering the floor with ab-
sorbent cotton, with a large mirror, to represent
an ice-covered lake, placed on the floor in the

middle. The edges of the lake were covered
with cotton, while artificial snow was liberally
sprinkled over the lake. The absorbent cotton
on the floor toward the rear was piled much
higher in order to produce the effect of hills, at
the tops of which were several boy dolls, with
their tiny sledges, ready to descend the hills,
To the left of the lake was an old water mill,
the revolving wheel of which bore a number of
records.

To the right was a miniature bungalow, with
cows and horses grazing in the snow-covered
grounds. . Green and red crepe paper served
as the background covering. A cabinet talking
machine was stationed at the right rear
corner. (ALL RIGMTS RESERVED)

DEMONSTRATES TALKING MOVIE

Dr. E. B. Craft, Chief Engineer of the Western
Electric Co., Exhibits Device at Yale—An
Interesting Demonstration

New HAveN, Conn., November 4—With Presi-
dent Angell, of Yale, and former President
Hadley among the audience of scientists and
local people numbering 2,000, Dr. E. B. Crafi,
chief cngineer of the Western Electric Co., gave
the first exhibition of a talking movie in Wool-
sey Hall at Yale last Saturday night. The mov-
ing picture showed the operation of the Western
Electric vacuum tube, and the explanatory lec-
ture accompanying it was delivered automat-
ically by a bevy of electric phonographs and
loud-speaking telephones.

The speech was recorded several days ago in
the company’s laboratories in New York, using
a recently developed electrical recording device.

y the use of his apparatus Dr. Craft said a
political speaker could simultaneously address
any number of audiences at widely scattered
points, or a great actor could preserve his voice
and gestures for all time. The speech was un-
usually clear and distinct and had none of the
blur characteristic of many phonographic

specch records. Thomas A. Edison and L«
l‘orest appeared in the movie film.

Dr. Craft also gave a demonstration of sen
ing five telephonce messages over one wire. .
had two microphones on the desk before hium,
huge horn amplifiers above him and othe
equipment on each side of the stage. A screc
was in position for lantern and motion pictur
As he supplemented diagrains showing sound
waves with comments and instructions to liis
assistants, one could hear from the horns a
message on the retirement of a boxing chan
pion, another reporting the stock market,
They went on the wire at the same time trom
a number of assistants, but were “filtered” and
isolated until at last they came tumbling out
one after another in a manner that amazed as
it interestcd the audience.

Discussing the development of radio Dr
Craft intimated that Mars could listen in if
there be humans there. Long distance plants
call for long wave, low frequency equipment
and are very expensive. As for secrecy, he said,
the great expense necessitated makes it prac-
tically impossible as yet. In a local way,
twenty-five conversations from the same point
are feasible. The radiophone can be used across
the continent if the needed funds are forth-
coming.

STARR LINE DESCRIBED IN FOLDER

An artistic folder has been prepared for deal-
er distribution by the Starr Phonograph Co., of
Richmond, Ind., in which the entire line of Starr
phonographs is illustrated and described. Among
the instruments featured are the Jacobean and
Adam styles, eight upright and three console
models. The foreword of the folder stresses the
high quality of the Starr instruments and points
out the care with which materials for their con-
struction are selected.

Laziness results in carelessness; carelessness
results in indifference.

PATENTS PENDING

TRADE-MARK

Bristol AUDIOPHONE

DESIGN PATENT PENDING

Phonograph Record
Reproducer Outfit

For Lovers of Real Music

Can be used on any makeé of phonograph
and all kinds of records.

The AUDIOPHONE Phonograph Repro-
ducer amplifies and improves the tone quality,
giving large volume of sound, rich, round and
free from mechanical distortion; like the origi-
nal voice and orchestral instruments.

ATTACHED INSTANTLY to any phono-
graph without mutilating or changing in any
way the original instrument.

FOR DANCE MUSIC the Audiophone Re-
producer makes a living orchestra out of the
ordinary phonograph, in the home, at the
club, society gatherings, hotels, restaurants,
etc. Where the space is too large for the
Audiophone, two or more horns can be con-
nected and located in different parts of the
room.

A LOUD AND SOFT TONE CONTROL
is provided, so that when used in the smaller
rooms of homes the amount of tone can be
regulated to suit requirements.

THE HAND SPEECH ANNOUNCER can
be included in the outfit and is a great con-
venience for making announcements and
.peeches in theaters, large halls, out of doors
at athletic games, etc.

A demonstration in your own store is the
most satisfactory way to learn what this outfit
1s capable of doing. Our rcpresentatives are
in all the principal cities of the country. When
shall we come to you? No obligation on your
part.

Manufactured and Sold by

The BRISTOL COMPANY

WATERBURY CONN.
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Miss Ruth Roye,

ofi exclusive artists.

comedienne, the sensation of
Broadway, appearing for seven consecutive weeks
at Keith’s Palace, has joined Columbia’s company
‘“Georgette” and “I'm Askin’
Ye, Ain’t It the Truth” are spiendid examples of her
inimitable jazz-time biues and syncopated melodies.
A-3714.

Columbia Graphophone Co.

NEW YORK

FINE EXHIBITS AT TEXAS FAIR

Dallas Music Dealers Attract Crowds to Booths
With Splendid Exhibits at State Fair—Latest
Designs of Talking Machines a Feature

Darras, Tex., November 3.—One of the out-
standing features of the State Fair here was
the section devoted to exhibits of talking ma-
chines, many of which have only recently been
placed on sale. Victrolas and Brunswicks were
shown by Bush & Gerts, Edisons by the Edison
Shop, Columbias by the Columbia Graphophone
Co. and Victrolas by Sanger Bros., who main-
tained a separate booth for their music section
at the fair.

The York model Brunswick, included in Bush
& Gerts’ exhibit, attracted favorable attention
from visitors to the booth, according to F. G.
Coppedge, in charge of the exhibit. A gold-
plated model was also a new style on display.

A complete display of all models of Edison
instruments was shown at the Edison booth.

Among the models which attracted special at-
tention was the Adam, while the William and
Mary and Chippendale also received attention
from visitors. A large rest room was main-
tained in connection with the display where
visitors rested and listened to the music.

A Gothic period design Victrola was included
in the display of Sanger Bros., in charge of J.
H. Corder. A complete showing of the newest
models was included in the display which at-
tracted a great deal of attention.

Several novel cabinet designs were displayed
in Columbia machines, in charge of Fred R.
Erisman. Among the more attractive was a
Japanese cabinet design. Several new upright
models were also shown.

A man is either a thinker or a thing—he may
take his choice. He is either one of the efficient
few who create and operate civilization, or he
is one of the automatic many, who believe in-
stead of think, and follow at all times the line
of least resistance, says Herbert N. Casson.

NEW LINE OF LONG CONSOLES

New Cabinets Announced to Accommodate A2
Grafocnola—Well Advertised by Columbia
Dealers to Good Purpose Throughout Country

Hawover, Pa, November 6—The George A.

Long Cabinet Co., of this city, manufacturer of
. Long console record cabinets, recently an-

nounced a complete line of cabinets to accom-
modate the Columbia A2 Grafonola. These cab-
inets, which are designated as styles C601, C603,
C611 and C612, are being featured extensivély
by Columbia dealers throughout the country,
who are using them to excellent advantage in
stimulating the demand for the A2 Grafonola.
The new Long consoles for Columbia Graf-
onolas embody the various distinctive features
of the Long console cabinet line which has been
on the market for nearly two years. They are
manufactured in red mahogany with two-piece
tops and attractive literature has already been
distributed in connection with this new line.

Tone Arm for Portable

Machines.

requirements.

Send for sample of our new

We invite a personal test.
nothing more convincing.
sample arm and test it out.
win you on merit only. Our prices
are low and the quality second to none.

Write or wire us for samples and quo-
tations and give us an outline of your

THE EMPIRE PHONO PARTS COMPANY, 1362

THE EMPIRE UNIVERSAL TONE ARMS

Will Give Your Product Individuality That Will Greatly Strengthen Its Selling Force
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Pivot Base

There is
Order a
It will
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Established in 1914

W. J. McNAMARA, President

Ball Bearing

East Third Street, Cleveland, O.

Manufacturers of High-Grade Tone Arms and Reproducers

\

Cable Address “Emphono’
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The bill collector scowled! Dad played

L
The Okelh Langhing Record for him.
u The collector wants to LEND lum

woney now!

Has Started The World Laughing

A recording expedition was sent out from the Inter-
national Talking Machine Company to secure new
recordings. They happened, by chance, to stop at
a small Bavarian Village. A company of local
performers was amusing the villagers with a laugh-
ing sketch. The laughing was so natural and the
skit such a riot of fun that a recording was 1imme-
diately made.

The record started all Europe roaring. The matrice
was imported by the General Phonograpb Cor-
poration and now America is literally “in stitches.”

It Has Broken Every Sales Record et e S

the bovs—she finds it more effective.
Though The Okeh Laughing Record has been
released only a few weeks tens of thousands have
been sold in spite of the fact that no publicity was
given to it. Now, our publicity campaign 1s 1n-
forming the entire country about this sensational
novelty record.

Order now, from your nearest Okeh distributor,

Okeh Record No. 4678—The Okeh Laughing
Record.

”~
J
~ =
_ The Record of Quality
\@&
N M Brother is the wmost popular chap in
s General Phonograph Corporatlon town siice he bought The Okeh Laugh-
OTTO HEINEMAN, President ing Record, for he takes it along to all

the partics—and then they're never

25 West 45th Street, New York City : dull.
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I'LL BE IN MY DIXIE HOME ACAIN

CHORCS
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To . morsrow, 10 - mor.row, Hew hap-py 1 will be,

To - wor- row,

A /@afured bzy

Sddie Carelor.~

THE OUTSTANDING HiT OFT HE SEASON
Wezterso72, Berterz ¥ Soee,

STRAND THEATRE BLDG

Lutoy- Go

N E\V YORK

THE CARUSO PLAQUE AT DITSON’S

Bas-relief of Tenor Carved by Own Hands Has
Interesting History — Now Displayed in
Wholesale Victor Department of Ditson & Co.

One of the features of the Victor wholesale
department of Chas. H. Ditson & Co., New
York, which never fails to arouse the interest
of visiting dealers, is a plaque bearing the head

The Great Caruso Pictured by Himself
of the late Enrico Caruso and modeled by the

noted tenor hjmself. The plaque is the property
of Mrs. Chas. H. Ditson, and was loaned by
her to Paul Carlson, manager of the wholesale
Victor department of Ditson & Co., in order
that members of the trade might see it on
display.

In sending the plaque to Mr. Carlson Mrs.
Ditson offered the following interesting bit of
its history:

“Some years ago, in fact, during his first years
in America, Caruso came with two or three
friends to take luncheon with us. He brought
a mysterious package (wrapped in a newspaper,
by the way), which he wou!d allow no one to
touch, but carefully laid it aside while we were
at luncheon. As we finished he waved us all
into the drawing room, saying he wished to do
a little work. As he had been making carica-
tures during the meal, I thought he wished to
touch up some of these. As I glanced back on
leaving the dining-room, however, I saw him
open his precious bundle, and seizing a silver
knife, which he most amusingly resisted all ef-
forts of the butler to remove, he began to work

deftly at the thing before him. It was the bas-
relief (still a bit damp, evidently, and plastic)
on which he wanted to make some slight altera-
tions. It was plain to me that the butler would
like to have supplied the amateur sculptor with
some humbler instrument than one of his best
knives! 1 {forestalled any such interference,
however well-meant, and quietly told the man
not to disturb Mr. Caruso, but to let him have
whatever he wished. Naturally!

"In a few moments he appeared with his de-
lightful smile, holding aloft, in triumph, the bas-
relief, to which he had put the desired finishing
touches, and which I have always treasured, not
only as a good likeness of the great and much-
beloved tenor, as he looked at that time, but as
it was the work of his hands.”

PAUL SPECHT’S ORCHESTRA SCORES

Paul Specht and his orchestra, making Co-
lumbia records exclusively, formally opened on
October 30 the Monte Carlo, a new dance pal-
ace located at Fiftv-first street and Broadway.
Mr. Specht was given an ovation during the
evening and there is no question but that the
Monte Carlo will prove one of the most popular
places of entertainment along Broadway. The
popularity of Paul Specht and his orchestra is
reflected in the fact that on opening night res-
ervations were on file for three times the num-
ber of tables that were available.

JOSEPH C. SMITH WITH BRUNSWICK

Popular Gotham Orchestra to Record Exclu-
sively for Brunswick Co.

Wm. A. Brophy, managing director of the
Brunswick Recording Laboratories, announced
recently that Joseph C. Smith and His Orches-
tra had been —
added to the

fast growing SN
list of exclu-

sive Brunswick i3 3
artists. This ]

orchestra,
which plays at
the Hotel
Plaza in New
York, is one
of the fore-
most dance or-
ganizations in
the country,
and Joseph C.
Smith is rec-
ognized from coast to coast as a leader in the
rendition of the most popular types of dance
music. Record owners everywhere are familiar
with the recordings of Joseph C. Smith and His
Orchestra, and his addition to the Brunswick
record library will be welcomed enthusiastically
bv Brunswick dealers and their patrons.

In Lots of 6 Sets—$9.00 each
In Lots of 25 Sets—$8.10 each

62 Albert Street,

Pick Up Any Women’s Magazine
of Importance and You Will Find

WALLAGE

UCING
REGORDS

More than $100,000.00 a month in national advertising is bringing the public into
retail stores and is moving Wallace Reducing Records by the thousands.
want a live dealer in every town in the United States and Canada who will use
this publicity and turn it to his advantage.
we furnish window and store material to help complete the advertising tie-up.
Send your order for one of the following units and get the dealership in your town.

Retail Price $15.00

Discounts to Dealers as Follows

WALLACE INSTITUTE

630 South Wabash Avenue,
WINNIPEG, CANADA

We

The profits are there for vou and

In Lots of 12 Sets—$8.55 each
In Lots of 100 Sets—$7.50 each

CHICAGO
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(GOO BYE)
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Sung by AL JOLSON in
“BOMBO.”

“You can't go wrong
With any FEIST song”*

AFox Trot With aTootsie Wootsie Rhythm

“Toot, toot, Toot-sie,

ATTRACTIVE JAMERSON HOUSE

East St. Louis Dealer Has an Admirably Ar-
ranged and Equipped Establishment

East St. Lours, ILL., November §—The E. W.
Jamerson Music House, this city, deservedly
takes high rank among the many beautiful

Attractive Jamerson Victor Department

music shops in Illinois. It is finished in ivory
throughout and arranged for convenience and
efficiency as well as beauty. The ground floor
is entirely devoted to the sale of Victor mer-
chandise and the ample basement to that of
pianos. Mr. Jamerson is an energetic and en-
thusiastic young man thoroughly experienced
in both the Victor and piano lines, having
handled them for several years in another East
St. Louis store. He has specially trained sales

New York
City

minimum investment.

3 East 14th Street

R 2 2 e 22 7 2l 222227 LR,

K&

Records

Long experience,
Okeh records are three paramount reasons
for our superior service. Complete stock and
prompt deliveries enable our dealers to
carry a large assortment of records with the

Bristol & Barber Co., Inc.

Wholesale Distributors
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Toot , toot, Toot-sie.dont cry,

people in both departments and since his open-
ing in July of this year his shop has been a
busy as well as a beautiful place. It is located
in the heart of the business district.

MME. ONEGIN NOW BRUNSWICK ARTIST

Famous Swedish Concert and Opera Singer to
Record for Brunswick Library

The Brunswick-Balke-Collender Co. will issue
very shortly records by Mme. Sigrid Onegin, well-
known Swedish concert and opera singer, who
arrived in New York recently to join the Metro-
politan Opera Co. Mme. Onegin is recognized
throughout Europe as one of the leading operatic
and concert artists of the prcsent day, and she
lias appeared in every important European city.

Wm. A. Brophy, managing director of the Bruns-
wick laboratories, is keenly enthusiastic regarding
the acquisition of Mme. Onegin to the Brunswic.
library, as she will make Brunswick records ex:
clusively and there is every reason to believe that
her European success will be duplicated in this
country, judging from her reception at Carnegie
Hall last week

A NEW YORK INCORPORATION

The American Lamp-O-Phone Corp., of New
York City, has been chartered under the laws
of New York State to manufacture talking ma-
chines, with a capital of $50,000. Incorporators
are H. H. Stevens, M. H. Eldridge and F. Riera.
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New York City

BOOKLET GIVES RECORD TEXTS

New Columbia Booklet Gives Texts of German
Records—Has Important Sales Appeal

In connection with the December German
record releases the Columbia Graphophone Co.
is sending out an attractive booklet with a cap-
tion in German which, when translated, means
This

“Text of Columbia Christmas Records.”

Title of Columbia German Record Volume
title is a complete description of the contents of
the book, for the verses of practically all of
the German Columbia records for Christmas are
listed here. The Columbia Co. felt that there
was a real demand for a booklet of this type,
principally because it 1s so difficult to clearly
record a foreign language in a manner so that
people who have been away from their home
country for a long time can understand every
word perfectly. This booklet will give each
German customer the complete words of every
German record that is bought. The booklet is
artistic to a degree, the cover being printed on
antique cover stock in red and green.

DEMAND TELLS OF IMPROVED TRADE

Samuel Eshborn, 65 Fifth avenue, New York
City, who recently introduced the Blue Belle
steel needle, has found a ready response in
trade circles for this product. The Blue Belle
needle is manufactured in several tones. Packed
in attractive envelopes and in cartons of 100
packages, when placed upon the dealer’s counter
it attracts the customer’s attention. Mr. Eshborn
says that the production of the Blue Belle needle
has had to be increased considerably in order
to care for orders and he anticipates that the
holiday business will further justify this move.

J. H. Rupert, a music dealer of Ridgway, Pa,,
has entered voluntary bankruptcy. Edison and
Starr phonographs and pianos were handled by
this concern.
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HROUGH Intensive

Co-operation—the Emerison Record

Organization will help you buld up a larger

and larger volume of sound repeat business.

In fact, by selling Fmerson Records o your

local trade you safeguard their interests—you give

them more and better value for their money.

To stmulate A MORE RAPID TURNOVER and to build

up a large permanent following Emerson Record retailers re-
cetve individual and personal co-operation —AN INTENSIVE

LOCAL SALES PROMOTION SERVICE.

Local representation of Zmerson 7{89’07‘38 is a

valuable franchise.

It 1s a profitable arrangement that

gives you an exclusive territory and an opportunity to

“Cash-in’’ on a plan that pays worth while dividends.

(«@m

Records and

‘Emerson,

A0 W R rar ool

To the right man in each
of several good markets the

Emerson 7{8907‘5 Exclusive
Franchise is now available.

Distributors and Retailers are
offered an opportunity to arrange
a profitable connection through

prompt action.

Suppose you write or wire for

more details.

Emerson Phonograph Company

105-111 West 20th Street

New York, N. Y.

Individual Local
Emerson
Foreign
Records

include many masterpieces
of vocal music sung by fa-
mous artists in their native
tongues, and superb instru-
mental numbers by special
organized groups of native
musicians.

For instance, the “Song
of Zion,” recorded by
Joseph Feldman and a won-
derful chorus. This number
is having a tremendous call
and it will prove good busi-
ness to carry this selection
in stock.

Emerson foreign num-
bers are the most complete
assortment in Italian, Ger-
man, Polish, Russian and
Jewish selections. Before
you turn this page — write
or wire for the Emerson
catalogue of Foreign num-
bers.
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Theyre the Chimes of  Lib - er - ty, —— Chimesthat ring for you and me,—

Edwin Franko Goldman's Inspirational Success

The Chimes of Liberty

‘AsTriumphantly Played by

“THE GOLDMAN BAND”

“You cant gowrong
WithanyFEIST song’

HEAR
IT NOW!

UIV—IdUE HEALTH BUILDER PUBLICITY AT WINTER GARDEN

Famous Beauty Chorus Goes Through Walter Camp’s “Daily Dozen” Exercises at Winter Garden
Show in New York—An Unsolicited Tribute to the Health-building Value of These Records

It is well known that in many houses the
services of highly paid publicity men are se-
cured to increase general interest in a product.
In other instances the universal popularity of
a product itself brings unsought publicity of
untold value. In the latter classification Health

Camp’s,” in which forty of the Winter Garden’s
famous beauty chorus go through Walter
Camp’s “Daily Dozen” at each performance.
This is entirely the result of the popularity of
Walter Camp’s “Daily Dozen,” as Health Build-
ers, Inc.,, employ no publicity men and R. B.
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Winter Garden Beauty Chorus Doing Its “Daily Dozen” Act
Builders, Iinc, manufacturer of healthi-builder \\Vheelan, president of the compauy, was not

record sets, consisting of Walter Camp’s “Daily
Dozen” set to music, is particularly fortunate,
for it has become a household word from coast
to coast, and both public prints and stage
abound with reference to it

One of the greatest pieces of publicity ever
accorded this well-known health-building sys-
tem is to be found in the Winter Garden Show
this year, in New York Citv. Among the most
popular numbers on the program is ‘At

aware of the act until it was staged.

At the \Winter Garden the curtain rises on a
full-set stage with a back drop depicting a huge
talking machine. A tremendous horn is pro-
jected through this drop, from which are issued
the announcements and commands. Mr.
\Wheelan, who attended the show at one of the
early performances, stated that the act was an-
nounced as \Walter Camp's "‘Daily Dozen,” and
further publicity was secured in the suggestion

used to be appreciated.

Piano trucks, hoists, covers,

Trucks That Are Labor-Savers

The Lea Phonograph and Talking Machine Truck must be

With it one man can handle the Edison Chippendale, Victor
No. XVII, Cheney No. 6 Queen Anne and other large models.
This truck also fits the smaller sizes.

It is only a one-man job to deliver your instrument from the
showroom to any apartment floor.

we send you a circular and prices?

Made only by

Self Lifting Piano Truck Co., Findlay, Ohio

straps, movers’ supplies. May

that the audience go through these exercises
with talking machine records in their own home.

The Winter Garden chorus is known through-
out the land as consisting of a careful selec-

tion of some of the most beautiful girls in the

country, many of whom have never before ap-
peared behind the footlights. They are attrac-
tively costumed in gym suits and go through
the entire twelve exercises pleasingly and per-
fectly.

The act always receives a full measure of
applause and in an article appearing in one of
the daily papers it was stated that the “Daily
Dozen” was also proving of much value to the
Shubert Co. in keeping the girls in good trim.

THE “UNIQTONE” AMPLIFYING DEVICE

Important Contribution to Record Sound Per-
fection Introduced by Herman Segal, of New
York City—Conceived Along Novel Lines

Herman Segal, who is well known in the
metropolitan New York talking machine field,
where he has been actively engaged for many
years past, has just announced to the trade that
he is now ready to place on the market an am-
plifying device to be known as the “Uniqtone”
which he has just perfected. Mr. Segal has
taken his reproducer perfected some time ago,
which has many features of note, and has at-
tached to it a small aluminum horn which per-
mits the sound to be conveyed in a much larger
volume and with more detail. This increase of
sound 1s m addition to that which comes from
the regular talking machine amplifying horn. The
“Unigtone” can be attached to any make ma-
chine hence it is bound to appeal to every rec-
ord buyer. Mr. Segal’s reproducer is adjusted
through the use of suspension springs, a new
departure in sound box construction, instead of
the screw adjustments commonly used, which,
as he states, eliminates all chance of blasting
and reproduces a clear, full tone.

This interesting device will be marketed by
the Unique Reproductions Corp., with offices at
32 Union Square, New York City, where a large
-pace is devoted to assembling this device for
sending out to the trade. The “Uniqtone” has
been sliown to the trade in and around New
York,-and is already being handled by well-
known wholesalers and dealers, all of whom
showed considerable interest in the results ob-
tamned through its use. Mr. Segal stated that
this new device was the result of intensive work
and many experiments on his part to produce
a device that will bring out the fullest details
of any record played, particularly of orchestral
numbers, as it reproduces faithfully the several
instruments. An intensive campaign is now
under way to introduce this device throughout
the country for the purpose of placing it in
dealers’ stores everywhere.

Earl L. McCoyv, music dealer, of Morristown,
Pa., has enlarged his establishment by securing
the building adjoining his present store.
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Announcing a New Complete Line

LONG CONSOLES

Due to heavy demand, necessitating large cuttings, we have been able to reduce our manufacturing costs.
We pass this saving to our customers—more than 10 per cent below former prices:

Please note that while Consoles 601, 602, 603, 608 and 610 are regularly fitted to take care of Victrola
VI, these same cabinets can be fitted to take care of Victrola IV, and, when taking the reduction in price of
Consoles into consideration, it enables the dealer to sell an up-to-the-minute standard outfit at a very moderate
price.
Long Consoles are covered by basic patents and in fringements will be prosecuted.
Long Consoles are distinctive in design and have the divided top.
Long Cabinets are regarded by the trade as the Standard of Quality.
Deliveries can be made at once.

Made in dark red mahogany only.

Order now for Fall and Holiday requirements.

Write to-day for catalog of full line.

Style 601
Price $27.00

Style 606
For Victrola IV only
$20.00

Specifications:

Made in dark red mahogany only.
One piece top, 19% inches long;
34 inches high; 21Y% inches deep.

All of the Long Consoles illustrated
on this page, except Style 606, are
also ideally adapted for use with the
Columbia Grafonola A-2.

Style 603
Price $29.00

([T

===

Style 608
Price $30.00

New LONG Radio and
Talking Machine

Cabinet

Style 650
Price $33.00

Specifications for all models ex-
cept 606, Made in dark ma-
hogany only. Two piece top,
36 inches long, 34 inches high
and 22 inches deep

LONG combination Radio and talking
machine cabinet for Victrola VI. Radio
chamber will accommodate receiving
set 7 inches or less in height; room
availahle for dry batteries. Head-sets
or loud speaker may be attached to
radio terminals, Cabinet shown equip-
ped with WWestinghouse Aeriola, Sr.,
and Baldwin loud speaker.

Style 610
Price $28.00

The Geo. A. Long Cabinet Company

HANOVER, PA.

|
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Shortage of Machines for Holiday Trade Viewed as Menace to
Business—Fine Exhibits at Household Exposition—The News

Miwaukee, Wis, November 6.—How to get
new business seems to be less of a problem
for the talking machine trade at this stage of
the pre-holiday selling season than the matter
of getting merchandise promptly. The railroad
freight transportation situation is the most
serious it probably ever has been and it is
growing worse as cold weather and snows are
imposing additional handicaps -upon the rail-
roads of the entire country. There does not
seem to be much hope of relief before Spring,
for the carriers entered the Winter already
badly crippled for cars.

There are a good many jobbers and dealers
in Milwaukee who had the foresight and ability
to lay in surplus stocks of talking machines

during the Summer in anticipation of the active
Fall and holiday business that is now here.
Even these interests are already complaining
about the trouble they meet in getting goods,
for business has been active all through Octo-
ber and warehouse stocks in many cases are
down to a point where they are uncomfortably
small in view of the likelihood that demand
is going to increase sharply in two to three
weeks as Christmas comes to hand.

Goods Going Out Faster Than Coming In

Harry A. Goldsmith, secretary of the Badger
Talking Machine Co., Victor jobber, says while
momentarily the condition of wholesale stocks
is satisfactory Victor dealers in this territory
are ordering goods so fast that there is every

BANNER 50C RECORDY

50c 1s

you so.

And it does.

Naturally!

price for a record!

Progressive merchants everywhere will tell

A 50c price backed by record quality such
as BANNER carries must produce greater
sales and bigger profits.

BANNER means profit insur-
ance to hundreds of live merchants.
multiplied their record turnover two and
threefold. And further, because of its
leader value in stimulating trade it has
brought a greatly increased business to their
other departments.

BANNER offers the public the
biggest of the hits, brilliantly recorded by
Broadway’s premier orchestras and artists
—at one-third below standard price.

Order a sample stock. ‘‘Play out” the facts.
See what your trade thinks of BANNER.

the right

It has

Write for our dealer proposition!

18 West 20th Street

PLAZA MUSIC COMPANY

NEW YORK

reason to expect a shortage before long. Goods
are very slow in coming from the East and
delays are growing more harassing. The Bad-
ger Co., since moving into its present large
headquarters building at 191-193 Fourth street,
has a much larger capacity for storage than
before, but despite filling this space and some
leased warehouse room elsewhere it expresses
considerable fear over the ability to make de-
liveries when the real rush at retail sets in
early in December.

“It has been difficult to make the average
dealer understand that the car shortage was
actually so serious as it has proven to be,” said
Mr. Goldsmith. “In fact, we had trouble in
making ourselves to see it, but as soon as our
investigation proved that everything said was
true we passed the word along to our dealers
as a warning to get covered on Fall and holi-
day needs. Some of the dealers do not yet
take much stock in our_repeated warnings, but
I fear they will regret this before long.” '

Freight Delays Hurt Business

Thomas I. Kidd, general manager of the local
branch of the Brunswick-Balke-Collender Co.,
is not an alarmist in any way, but he sees grave
dangers in the present freight situation and its
effect upon the prompt movement of any kind
of goods. Brunswick dealers have been antici-
pating their needs to a considerable extent, but
hardly a single one has enough stock to last
judging by the way retail sales are increasing.
Even now it is necessary to resort to the ex-
press lines for shipments, principally records.
Expressing bulky goods like instruments is an
expensive proposition and adds largely to the
cost of doing business. At the same time ex-
press lines are running into more and more
delay in making deliveries.

Christopherson Reviews Situation

S. R. Christopherson, sales manager of the
Sonora and Okeh record department of the
Yahr & Lange Drug Co., jobber for the Wis-
cousin and northern Michigan territory, finds
himself fairly well fortified with stock, but he
reports increasing delays in getting freight ship-
ments through from the East. The situation, he
says, is one that requires some very careful
thought on the part of all interests and he notes
that the retail trade is undergoing an awakening
which is reflected by larger and more pressing
orders coming in daily. With a month and a
half still to go the Sonora business of Yahr &
l.ange already exceeds the best previous year's
record for sales. The showing is really re-
markable,

Business Shows Steady Betterment

Columbia and Edison trade is in very satis-
factory position, according to the local repre-
sentatives of these instruments. The jobbing
trade as a whole feels more encouraged by the
state of business than it has ever been, even
in the halcyon days just following the war.

Exhibitors at Household Exposition

A decided stimulus was given retail talk-
ing machine business here by the holding of
the fourth annual Food and Household Ex-
position at the auditoriumm from October 23 to
29. Many of the leading dealers made displays
of talking machines, these exhibits being
grouped largely in two of the smaller halls
connecting with, and on the same floor as, the
great main arena of the auditorium. Most of
the principal distributors of Milwaukee con-
ducted community displays in co-operation with
their dealers. The Milwaukee Victor Dealers’
Association, acting in conjunction with the
Badger Talking Machine Co., made an effective
group display. The Sonora exhibit of the Yahr
& Lange Drug Co. represented all of the local
Sonora dealers. Similar representation was
given the Brunswick dealers through the local
branch. The Edison was well represented
through the exhibit of the Flanner-Hafsoos
Music House, and the Vocalion was prominent
in the display of the J. B. Bradford Piano Co,,
which also showed the Brunswick and Victor.

The attendance for the seven days of the
show ran well above 150,000, a record figure.
The Bradford Co. gathered more than 50,000
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rippling trills.

‘“Paraphrase on Paderewski’s Minuet,” for the violin,
is as vividly beautiful to hear as it is diificult to play.
Toscha Seidel executes this delicious, tricky master-
piece with amazingly dexterous double stopping and
Your real music lovers will delight
in this record—49950.

Columbia Graphophone Co.
NEW YORK

names deposited by show visitors, and several
other dealers conducted similar means of get-
ting some live prospects. The total of names
requires an erormous lot of elimination, natu-
rally, but it is figured to be worth all it costs.

Henry M. Steussy, sales manager of the Kes-
selman-O'Driscoll Co., who had personal charge
of its large exhibit of general music merchan-
dise, reports a most gratifying volume of actual
sales at the show, the best business being in
saxophones, with Victor and Edison instru-
ments next. On this occasion the company
introduced itself as the representative of
the Vitalux, a new Milwaukee-made inachine
whereby the family is able to take its own
moving pictures and then project them on its
own screen.

Wourlitzer Co. in New Quarters

The local branch of the Rudolph Wurlitzer
Co.,, until now located in the Palace Theatre
Building, formally opened in its new building
at 421-423 Broadway on November 1. A four-
story building, erected about three years ago,
has been entirely re-equipped as a model music
shop. The Victor department is especially well

H. N. McMenimen

Consulting Engineer

Consultation by appointment on
every phase of the phonograph in-
dustry, including":

Recording, Plating and
Pressing

Motor, Tone-Arm and
Reproducer Design

Patent and Model
Development

Sales Promotion and
Advertising Plans

Laboratory:

Scotch Plains, N. J.
Tel. Fanwood 1438
Offices:

2 Rector Street, New York
Tel. Rector 1484

designed and equipped and excellent facilities
for the sale of records are provided on the main
floor, adjacent to the main entrance. L. J.
Kinnel.is manager of the branch and is re-
sponsible for this mnaterial enlargement of Wur-
litzer service facilities in Milwaukee.
Lyric Music Co. in Kenosha
The Lyric Music Co. has opened a new
brancl: store in Kenosha, Wis., in thc former
Maywood Hotel Building at Main and Wiscon-
sin avenues. Joscph Cardinal is manager. The
Kenosha store will feature the Kimball talking
machines and pianos.

Edmund Gram Music House in Racine

The Edmund Gram Music House is sponsor-
ing a new store opened at Racine, Wis.,, by
George and Charles Salak. It is located at 306
Fifth street and featurcs the same lines as the
Gram house, namely, the Vocalion and Cheney
phonographs, the Steinway, A. B. Chase ard
other pianos. Dorothy Murphy and Erma Olle,
of Racine, will operate a sheet music depart-
ment in the new store.

The Gram House recently staged an impres-
sive demonstration of the Wallace reducing
records in the artistic main display windows
of the store. For an entirc week Miss Norager,
from thc Wallace Institute, in Chicago, showed
the women of Milwaukce how to gct thin to
music.

Winter Co.’s Attractive Show Window

The Winter Piano Co. has been doing some
notablc work in demonstrating the Brunswick
as well as new Brunswick rccord numbers
through the display window medium. Recently
it introduced “The Sneak,” with two handsome
girls in harem costume dancing before a back-
ground of an Arab desert scene. Similar dem-
onstrations are to be made every two weeks.

Opens Branch Store in Stevens Point

The Wilson Music Co., of Oshkosh, Wis,,
which opened a branch store in Stevens Point,
Wis., recently, under the management of G. M.
Farrin, has moved into its permanent quarters
in the ncw Hotel Whiting block. Until now it
shared space with the Boston Furniture Co.
The Wilson Co. is Victor dealer, besides
handling several makes of high-grade pianos,
including the Ampico line.

Now the Paulus Music Co.

The Paulus Bros. Music Co., at Manitowoc,
Wis., has changed its name to the Paulus Music
Co. following the retirement of Walter Paulus,
who is moving to California. The business is
being continued by Herman Paulus. The busi-
ness was established twenty-five years ago and
is one of the largest in eastern Wisconsin.

The man who fails to profit by the experi-
ences of others is not alive to opportunities.

RUTH ROVE COLUMBIA ARTIST

Popular Vaudeville Star Will Make Columbia
Records Exclusively—Well Known on Vaude-
ville Stage—Great Favorite With Audiences

The Columbia Graphophone Co., New York,
has just announced that Miss Ruth Roye, onc
of the most popular stars on the big-time vaude-
ville circuit, has signed a contract to make Co-
lumbia records exciusively. Miss Roye’s first
records will be announced in the very near
future and her popularity among vaudeville
goers from coast to coast will undoubtedly

|
|
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Ruth Roye
act as a powerful stimulant in the sale of her
records.

Miss Roye has bcen on the vaudeville stage
for the past six years and for practically this
entire period has been a headliner, having ap-
peared a great many times at the Palacc The-
atre, New York, which is recognized as the fore-
most vaudeville house in the country. Although
Miss Roye confincs her work solely to ragtimc
or specialty numbers, she has achieved consid-
erable success with selections closely approach-
ing the standard class of music. Columbia
dealers are planning to feature Miss Roye's rec-
ords extensively and their campaigns will, of
course, receive thc co-operation of the Columbia
advertising department in New York.

RECEIVER FOR HEGEMAN-STEWART

Robert Patterson has been appointed receiver
for the Hegeman-Stewart Corp., 338 Washing-
ton street, New York, importers and exporters
of various products, including talking machines,
records and accessories. The concern went into
voluntary bankruptcy last week, listing assets
of $16,000 and liabilities of $71,000.

-

Theodore Sowders and L. S. Bolling ha‘ve
formed the Sowders-Bolling Piano Co. with
warerooms at 13 Main street, Evansville, Ind.

COTTON FLOCKS for
RECORD MANUFACTURE

UNIFORM QUALITY
GUARANTEED

Write for Trial Samples—Supplied Withaut Charge

CLAREMONT WASTE MFG. CO., Claremont, N. H.
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TO MORROW MAY NEVER COME!

EN FRANKLIN’S adage of not putting off until tomorrow what
Vyou can do today, is of particular significance, right now.

The ‘dealer who puts off until tomorrow ordering an adequate sup-
ply of Bagshaw products for the Holiday trade is inviting a loss of
business. For when tomorrow comes the Bagshaw factories will be
busy taking care of the orders of men who ordered today.

If you have not already ordered a holiday supply of Bagshaw pro-
ducts we earnestly advise that you do so without an hour’s addition-
al delay. The Bagshaw factories, the largest talking machine needle
factories in the world, are going at top speed filling orders. It is
already apparent that we will be unable to gaurantee filling orders
received late in the season. Tomorrow may never come for dealers
who delay. '

If you want to meet your customers-last-minute rush,

ORDER Bagshaw requirethents NOW.

W H BAGSHAW CO.

- FACTORIES: LOWELL, MASS.
. SELLING AGENTS
BRILLIANTONE STEEL NEEDLE CO OF AMERICA

INCORPORATED

347 FIFFH-AVENUE
AT 34th STREET NEW YORK SUITE 610
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The Surest Way
To Kill Off Your Trade

The quickest, as well as the surest way to drive your customers from you is
to give them inferior merchandise. This is particularly true of phonograph
needles. 'For a defective needle not only mars the reproductlon but is harm-,
ful to the record as well. When you sell such needles to your customers you
lose their good will and their trade. You are headed for the rocks of - busn—'

ness ruin.

There is now being offered by unscrupulous dealers inferiorand:
harmful foreign-made needles 'masquerading in fancy énvel-
opes as high-grade needles. ..These imitations are.a non-
descript lot. . They are of a variety of lengths and thicknesse’é B
some are polished;, many are not; some ‘are made of carbon
steel, only an occasional one is really perfect. They. are in
plain language, Truck. And they: have all the dangers of

‘‘truck’”’ merchandise.

Why take such risks?- Give your customers needles that you know will play
their records as they should be played. - Give them Brilliantone - Needles, the
finest of them all. Brilliantoneé Needles are wonderful busmess bullders
They satisfy the most particular.’ “~* And satisfied customers build your busi-

ness. .

(The Oldest and Largest Manufacturers of Talking Machine Needles in the World)

BRILLIANTONE

STEEL NEEDLE COMPANYOFAMERICA Incorporated
Sellzng Agents forW H, Bagsﬁaw Co., Factorzes, Lowell, Ma::.

347 F IFT H AVENUE Suite 610, at 34th Street, NEW" YORK

Pacific Coast Distributor: Western Distributor: Canadian Distributor : queign Export.
Watter S, Gray Co: The Cute & Dunras Muosic Co. The Musical Mdse. Sates Co. Chipman Lid.
942 Market St. 50-56 West Lake St. 79 Wellington St., W. 8-10 Bridge St.

San Francisco, Cal. Chicago Toronto New York City
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Even the greatest artists have moments of supreme
inspiration and exaltation.
such a mood and in rarest voice when she made her
record of the selection “Ernamni involami,” from
Verdi’s opera ‘“Ernani’’—98028 on the December list.
Such singing as this makes a memorable day at the
Columbia studios.

Rosa Ponselle was in

Columbia Graphophone Co,

NEW YORK

Normal Operations of Steel Indus-

tries Boom Trade—N . M. Potee
in New Post—AMontlh’s News

CaxtoN, O., November 4.—There has been a
striking improvement in the talking machine
business in Canton and vicinity during October.
A survey the past week of every dealer in the
city and in nearby small towns substantiates this
statement and in sonie instances business was 75
per cent over the same month of 1921. There is
a much better attitude toward buying, dealers
sav, than has existed for several months. This
is because the steel-working industries in the
Canton district are working at near normal
basis and there is little unemployment.

Dealers say that the discouraging factor in
the trade at this time iz the inability to get
merchandise. They say their orders are coming
through only a third filled and that models
most in demand are not obtainable. Factories
are behind in orders and from what local dealers
can learn all towns are similarly affected.

Collections with most dealers show improve-
ment and fewer people are asking for credit
to-day than at any time since the war.

C. Rutledge, manager of the Canton store
of the Rhines Edison Shop, says business with
the Massillon store shows a gain over a vear

ago, due to the increased operations in the steel
mills there. The Canton store also is running
slightly ahead of a year ago in the matter of
sales. The company is unable to get the larger
models of the Edison because of a shortage
at the factory. The new console model is in
great demand.

Two leading local music houses are repre-
sented with booths at the Elks Festival of
I’rogress being lield this week in the city audi-
torium. The George C. Wille Co. has a very
attractive booth, showing radio receiving sets
and a complete line of accessories. A radio
contest on Tuesday night was in charge of this
conipany.

The Alford & Fryar Co., in addition to fea-
turing Herma Menth, widely known pianist, in
connection with the Hallet & Davis Angelus
reproducing piano, has an attractive booth in
which are featured the newest models of the
Cheney talking machine, one being an electric.

Samuel Mirkin, manager of the new Canton
Music Co. store, told a representative of The
World this week that there is an increased de-
mand for foreign records and that his store
has gone in rather extensively for this class of
musical merchandise. Mr. Mirkin makes it a
practice to work the foreign sections of the
city in the interest of his newly established
record sales service. He says that there is
more interest manifest in musical merchandise
among the foreigners with the resumption of
the many steel working plants of the citv.

$100,00022

ful records is here.

In Lots of 6 Sets—$9.00 each
In Lots of 25 Sets—$8.10 each

62 Albert Street,

In National Advertising Is Selling Thousands of Sets of

WALLAGE

The dealer who is tying up with this national publicity is attracting the public
to his store and is cashing in on it in a big way. r
Quick turnover with good profit is yours if you want it

and we have not already completed dealership arrangements in your town.
Write at once and send your order for one of the unit shipments listed below.

Retail Price $15.00

Discounts to Dealers as Follows

WALLACE INSTITUTE

630 South Wabash Avenue,
WINNIPEG, CANADA

A MONTH

The demand for these wonder-

In Lots of 12 Sets—$8.55 each
In Lots of 100 Sets—$7.50 each

CHICAGO

M. M. Potee, formerly manager of the music
store of R. Wurlitzer Co. in this city, and at
one time associated with the A. B. Smith Piano
Co., Akron, is now identified with the Van
Fossen-Smiley Piano Co., local agents for the
Sonora phonograph. This firm, with the closing
of the A. B. Smith store here, becomes exclu-
sive Canton agents for this line.

October was an excellent month for the
Cheney talking machine and the Alford & Fryar
Co. sold more machines by quite a few than the
saime month a year ago. “Business is coming
casier,” Mr. Alford said. “Night appointinents
are more frequent and our sales force has been
very busy for the past six weeks.”

“Unusually low prices being received for
produce and the uncertainty of the tariff issue
are factors that are proving a great hindrance
to the country store which depends largely on
the rural trade for its existence,” said G. A.
Garver, head of the Garver Bros. Co., dealer
in the Edison line at Strasburg, O. He pre-
dicts a good holiday buying season and says
the store has bought heavier this year than last
of merchandise for the Christinas season.

A 75 per cent increase in sales this Novem-
ber over last is reported by M. C. Pyle, lead
of the talking machine department of the \Vil-
liam R. Zollinger & Co.’s department store.
Mr. Pyle declared that the trade was taking
kindly to the new console models of the Victor
line and that the store at this writing was en-
tirely cleaned out of newer styles.

The Webber Music Store, at Leetonia, O.,
which opened this week with a large crowd in
attendance, will carry a complete line of Edison
machines and records and will feature pianos
and musical merchandise. Miss Helen Flodding
is in charge.

The Thurin Carpet & Rug Co., in existence in
Canton more than fifty years, may open a talk-
ing machine and piano department, it was
learned here this week. Officials of the com-
pany are considering adding this feature.

L. M. PIKE CO. INCORPORATED

The L. M. Pike Co., of Norwalk, Conn., has
been incorporated in that State, with a capital
of $25,000. The concern will deal in talking ma-
chine records, music, pictures, etc. Incorpora-
tors are: Lillian M. Pike and other local busi-
ness people.

Recording Wax

Wax and Novelty Co.

(F: W. MATTHEWS)

167 and 169 Bloomfield Ave.
Phone Bloomfield 5149 BLOOMFIELD, N. J
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WARNING

¢ ThisMelodyis Contagious!

o Once gou"gét it youcant f orgetit!

BLACKYAMAY

Europes Latest and Big §est Fox Trot Tune

MARIE TIFFANY’S ODD EXPERIENCE

Brunswick Artist Makes a Test of the Acoustic
Value of Stone Mountain for Amphitheatre
Purposes—Atlantans Appreciate Her Courtesy

Marie Tiffany, the well-known Metropolitan
opera star, who records exclusively for the
Brunswick Co., had a unique experience while
on a recent concert tour through the Southern
States. Her itinerary included a visit to At-
lanta, Ga., where she appeared before an enor-
mous audience.

The city of Atlanta has for some time been
contemplating the erection of a large outdoor
amphitheatre at the base of Stone Mountain,
famous for its Confederate connections in South-
ern history. The plan of the City Fathers was
to make use of the side of the mountain as a
reflecting board, whereby music and singing
could be heard by people for a great distance
This immense mountain has a beautiful natural
setting and the possibility of utilizing it as a
large amphitheatre has been under considera-
tion for a long time. Leading musical people
in the city took advantage of Miss Tiffany's
visit to make a test. Miss Tiffany was taken
out to the mountain, where an impromptu plat-
form was erected, from which she sang sev-
eral numbers. A delegation of more than one
hundred people of Atlanta was distributed in
different sections and at various distances while
Miss Tiffany sang an old-time Southern song,
entitled “Old Car’lina,” which she recorded for
the Brunswick Co. some time ago and which
has had a tremendous sale, especially in the
South. She also sang “Coming Thro’ the Rye,”

“Kathleen Mavourneen,” and finished up her

obliging test program with the very dramatic

Wagner number, “Briinnhilde’s Battle Cry.”
The possibility of making the base of Stone

Marie Tiffany Singing at Stone Mountain

Mountain into an amphitheatre was so favor-
ably impressed upon the persons wlho heard
Miss Tiffany render lher selections that a com-
mittee of prominent citizens was immediately
formed to raise funds in the city for carrying
on the work to completion and it is expected
that this will be accomplished during the Win-
ter. Miss Tiffany’s aid in the testing of this
new project was greatly appreciated and she
left Atlanta with the best wishes of every musi-
cal person in the city.

JOHN J. MENTON PROMOTED

Made Buyer and Manager of Recently Enlarged
° Talking Machine Department of Quackenbush
Store in Paterson, N. J.—A Worthy Tribute

Parerson, N. J., November 8.—John J. Menton,
who has been associated with the Quackenbush
Department Store for the last twenty-three
years in the capacity of assistant manager in
the furniture and phonograph departments, has
been promoted to the position of buyer and
manager of the newly enlarged phonograph de-
partment of the store.

This tribute is in recognition of long and
faithful service with the company, and will no
doubt meet with the approval of thousands of
Patersonians who have come in contact with
him. Mr. Menton has been for vears looked
upon as one of the most wide-awake phono-
graph merchandisers in this part of the State.
The Edison line is featured as the leader in the
Quackenbush store.

THE TALKING MACHINE AS TEACHER

At a school session for teachers held at the
Alberta University, Edmonton, Alta, recently
there was a music course given in which the
phonograph as a teacher played a large part.
J. Norman Eagleson, the musical superintend-
ent, used a Columbia Grafonola for the full
course in mmusical appreciation, which he also
found valuable in demonstrating certain lessons.

The Winslow Talking Machine Shop, of New
York City, has dissolved.

$11.25 worth of Record-Lites for only $5

Send $5 today for sample-package containing THREE
Offer includes Two
Nickel Finish and One Gold Finish Record-Lite and Three
Just the thing for Xmas gifts.

The Record-Lite, made exclusively for Victrolas, can be

Record-Lites that retail at $11.25.

Batteries.

instantly attached to the instrument without nails or screws.
Slips over tone arm. Prevents scratched records, prevents
bending of tungstone needle points, and permits quick and
accurate setting of the automatic stop.
Victrola—more especially on all horizontal models.

Necessary on every

Send Five Dollars Today

)| IS

Victor Dealer's store in America.

191 Fourth Street

this offer is good until Xmas only—take advantage of this opportunity
TODAY. NOW. We want to introduce the Victrola Record-Lite in every

This is the ideal time—Xmas season.
Your $5 sent today will lead to future business and added profits.

BADGER TALKING MACHINE €CO.

Victor Distributors—W holesale Only

Milwaukee, Wis.
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ALWAYS UNBEATABLE!

Pathe-Actuelle Delivery

Service Now Better
Than Ever Before.

Pathé Freres Phonograph Co.

20 Grand Avenue, Brooklyn, N. Y.
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Dealer dActivities Stimulaling
Business—addwvertising  Brings
Results—AIl Lines in Demand

Dexver, Coro., November +.—Raffacllo Roman-
elli, famous sculptor, of Florence, Italy, is in
Denver, having a commission to make the me-
morial design for the tomb of the late Verner Z.
Reed. The coming of Romanelli is of interest
to music lovers in that a few years ago, when
the late Caruso was sojourning at Florence,
Italy, Romanelli induced Caruso to sit for him.
For two hours the great singer posed for the
noted sculptor and the head of Caruso, first
made in clay, was then cast in bronze. The
bronze portrait is a striking likeness of Caruso.
Only two of these bronze facsimiles of the
great singer are in existence, one owned by
Mrs. Caruso and the other in possession of the
sculptor. Romanelli brought his with him to
Denver. Recently he called on the Knight-
Campbell Music Co. H. V. Huntoon, manager
of the Victrola department, became acquainted
with Romanelli on this occasion and induced
the famous Italian sculptor to permit the ex-
libition of the bronze memorial of Caruso in
one of the Knight-Campbell display windows.
This is the first time this work by Romanelli
has ever been exhibited in the United States
or the world for that matter. It is attracting
no end of attention and favorable comment.

Reports Qutlook Bright

J. M. Spain is the live city salesman for the
Columbia Stores Co., distributor of the Colum-
bia instrument for this territory, which takes in
about five States. He reports that business
with the Columbia dealers in Denver is brisk.

An Innovation at Baldwin’s

Manager J. H. Blinn, of the talking machine
department of the Baldwin Piano Co, is trying
out an innovation. He has engaged a young
woman who sings well to sing the words on the
player rolls in the demonstration booths. He
believes that this method will stimulate the
sale of Q R S player rolls. The sale of talking
machine records for October has broken all
records for volume thus far this year. The
new Sonora console in the Queen Anne design
promises to sell well

Spreading the Sonora Gospel

When Moore, Bird & Co., Sonora jobbers for
Colorado, Wyoming and Ncw Mexico, opened
their Denver office about three and a half years
ago the Sonora was little heard of in this terri-
tory. In fact, Mr. Bird attributes much of the

success in iaking it known to outdoor adver-
uising. Large advertising billboards werc used
on promment corners which were changed three
times a year. It took about a year of this lkind
ot advertising, says Mr. Bird, to create a de-
mand for the Somora. It was noted then that
people went to the music stores and began ask-
g to hear a Sonora aud soon a market was
created. Business has been on the up-grade
ever since. Of course newspaper advertising
has done its share, for the local dealers all use
plenty of printer’s ink to spread the Sonora
gospel. “Our business,” says Mr. DBird, “will
double that of last year.”

The company has just taken on the Vocalion
record distribution for this territory, a stock
having been received the last of October.

Results From Advertising

“] never had such direct results from display
newspaper advertising as [ have experienced in
the last two weeks,” said H. V. Huntoon, man-
ager of the Victrola department of the Knight-
Campbell Music Co., to The World representa-
tive. “l1 don’t mean to say that so much busi-
ness was done, but inquiries have poured in
and an interest has been awakened as a direct

result of these two weeks of advertising.” Dur--

ing this period a sale of used instruments was
held and some who came in to buy used in-
struments decided to buy new ones, Mr. Hun-
toon said he tried the small classified advertise-
nents to sell these instruments, but hc found
they did not pull at all, but the display adver-
tisements went over big. The classified adver-
tiscments on the other hand bring business al-
ways when pianos are the instruments listed.
Edison Sales Are Active

The Denver Dry Goods Co., Edison whole-
sale and retail distributor for this tcrritory, is
more than pleased with busincss for the month
of October. Re-creation sales have been active,
while the four new console Lype LEdisons are
meeting with much favor.

The A. L. Arvidson Piano Co., handling the
Edison, is much pleased with sales of the new
console models for the month of October. In-
struinents have been selling and the sale of Re-
creations has improved.

Forming Christmas Club

A Christmas Club has been formed in the
talking machine department of the Darrow
Music Co. One pays $1 down to join thc club
and the machine is delivered at Cliristinastimec.
Oscar Frazier, head of the department, reports
business withh the Columbia and Brunswick as
being very satisfactory for October.

Window Advertising

A number of local dealers made window dis-
plays on the occasion of the showing of “"Where
Is My Wandcring Boy To-night” at thc Amer-
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ica Theatre the week of OUctober 22-28. IT'he
McKannon l’tano Co. took advantage of this
cvent to advertise the kdison Re-crcation and
the Q) R S playcr roll recording of this number.

Two great artists, Rosa Raisa and Giacomo
Rimini, were hcard at the City Auditorium Octo-
ber 24. The Denver Music Co. took advantage
of the fact of their coming to announce that
these artists use Mason & Hamlin pianos ex-
clusively., They also record exclusively for the
Vocalion records.

Knight-Campbell Radio Nights

The niew and continuous array of talent thaf
is being brought out by the Knight-Campbell
Music Co. eacli week at the radio stations has
awakened 1usic lovers to the fact that Denver
is becoming a vast center of music and dramatic
art. In an ordinary city of Denver's size it
would be an utter impossibility to give a change
of program and artists at each Knight-Campbell
night radio concert and not be compelled to
resort to repetition. But up to the present time
it has been done successfully and there are still
splendid voices, instruments and organizations
to be heard. .

LYRIC MUSIC €O. DOING THINGS

E. B. Jones Pleased With His First Sonora
Sale for Utah School—Other Activities

OcpEN, Uran, November 3.—E. B. Jones, who
rccently purchased the plhionograph department
of the Lyric Music Co., this city, is much elated
over his first Sonora salc, which was made to
the Clinton Public Scliool of Davis County,
Utal, after thie music supervisor and teachers
had made comparisons between several makes
of phonographs. Mr. Jones is also getting con-
siderable publicity through two Sonora models
which he loaned to the Pantages Theatre here
to be used in the sketch “Indoor Sports,” which
playcd a week at that theatre recently,

BOESCHEN-SMITH CO. CHARTERED

The Boeschen-Smith Piano Co., Inc., Park
avenue and Fayette street, Baltimore, Md., has
filed articles of incorporation in that State, with
a capital stock of $50,000. The concern handles
talking machines, pianos, etc. John F. Boeschen
is the incorporator.

IMPORTANCE OF COLLECTIONS

Dealers who measure their success according
to the volume of sales often fail to take into
consideration the percentage of collections.
Slow collections have often resulted in embar-
rassment.

PHONOGRAPHS ARTISTICALLY DECORATED

Highest Quality Work

Lowest Prices

Every phonograph that enters our studio receives the
careful attention of real artists, skilled in this line of work.

Our decorating and refinishing is acclaimed the best on

the market.

We are given the most important work of

the largest phonograph dealers and department stores in

the country.

Pleased customers have built up our business.
_your work. Our designs are exclusive and original.
Japanese and Chinese Lacquering our specialty. Send for
our price list and photographs.

We solicit

No connection with any other firm in this line

MOHAWK WORKS of ART

160 FIFTH AVENUE

Mohawk Building

NEW YORK
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NEW STORE IN NASHVILLE, TENN.

“Qur Phonograph Shop” Will Handle Edison
and Brunswick Lines—Unico Equipped

NasHVILLE, TENN, November 5.—With the open-
ing of “Our Phonograph Shop” in the course
of a few days music lovers of Nashville will
have at their command talking machine service
which is all that the name implies. The location
n Church street facing Capitol boulevard is
right in the center of the shopping district, just
a few doors from Keith’s Theatre and the de-
partment stores.

The Sharp & Howse Furniture Co., owner
of “Our Phonograph Shop,” arranged to have
Unico equipment throughout its new store. For
several vears it has handled talking machines
in its furniture store, where Unico equipment
proved so satisfactory that it was used in the
new store as a matter of course. Seven Unico
rooms—a complete record departinent—offer
every facility for merchandising the Brunswick
and Edison lines, which are carried. Under the
active management of T. Lawrence, recently
operating the store of L.awrence & Bruggs, and
formerly connected with the O. K. Houck Piano
Co., the success of the new undertaking seems

assured. George A. Lyons, of the Unico staff, .

F. S. Nicholson, former general manager of
the Vermont Hydro-Electric Co., Rutland, Vt,
has purchased the United Talking Machine Busi-
ness, 7 Center street, from James E. Pollard.

YERKES ORCHESTRA ON TOUR

Popular Dance Organization Meeting With
Great Success in Canada and the West

The Yerkes Flotilla Orchestra, which has won
great popularity among dancers for its playing
last season at the Flotilla Restaurant, New
York, and particularly for its recordings for
Vocalion records, is now on a most successful
tour through Canada and the Middle West
under the management of Harry Yerkes and
with Richard Barton as director.

The orchestra recently played at Shay’s The-
atre, Buffalo, then went to Toronto, where it
registered an immediate success. After making
a number of new Vocalion records the orchestra
will travel through the Northwest and then re-
turn to fill a number of engagements in and
around New York where it has a steadily in-
creasing army of admirers.

RIALTO PHONOGRAPH CO. OPENS

The Rialto Phonograph Co. operated by
Morris Ross, at 69 Second avenue, New York
City, opened for business on October 14. Walter
K. Badger, New York representative of the
Unit Construction Co., of Philadelphia, was
entrusted with all details of equipment and the
result obtained is acclaimed by Mr. Ross and
his customers as the finest obtainable. Big
results are predicted for Mr. Ross in his new
location and he was showered with the good
wishes of his many friends at the time of his
opening.

SYSTEM IS NECESSARY TO SUCCESS

Many Business Men Fail Because They Do Not
Use System in Merchandising

Where there is no system there is chaos. In
no other instance is this so true as in the
conduct of a business. The merchant who works
blindly and haphazardly really has no control
over his business and, therefore, does not have
a complete knowledge of where he -stands. If
he is losing money he does not know it and
thus shortens his chances of making a success
of his enterprise.

Complete systemization is the solution to this
problem. The merchant should at all times have
a complete knowledge of his overhead, his stock,
outstanding indebtedness, payments due, and, in
short, all the details which have an important
influence on his success or failure. The tasks
of securing this information may be delegated
to employes, but always under the direct super-
vision of the proprietor or some one with the
experience to handle the job properly.

E. N. BURNS WITH MEXICAN FIRM

E. N. Burns, former vice-president of the
Columbia Graphophone Co. and lately president
of the Cameo Record Co., has entered into part-
nership with Ralph Cabanas, Mexican sales
agent of the Columbia Co., it became known
here following a visit by Mr. Cabanas. Mr.
Burns will act as American representative of
the concern and will superintend buying activi-
ties here.
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Public Acknowledgment

It is the public acknowledgment of VICTOR su-
premacy that is bringing to VICTOR products this
season unparalleled success and prestige.

[t is this same public acknowledgment that will
enable the VICTOR retailer with foresight to dupli-

cate permanently this season’s activities.

Our organization is particularly well equipped to
assist VICTOR retailers in making this prediction a

ECLIPSE MUSICAL CO.

Victor Wholesalers

CLEVELAND, OHIO.
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The Unico Equipped Store of The Joseph Heim Co., Philadelphia

LLAST CALL FOR 1922 PREPAREDNESS

ANY of your competitors have already prepared thru the Unico System for a
record breaking Holiday business.

OU can still complete your sales facilitics thru UNITCO SERVICE—but

quick action 1s necessary.

NICO RAPID FIRE SERVICE is still the order of the day—here are a few
examples of Unico speed during October.

RIALTO PHONOGRAPH COMPANY, New York City
Complete Unico Department Ordered October 2nd—Shipped October 13th

STOFFLET MUSIC HOUSE, Ann Arbor, Mich.
Complete Unico Department Ordered October 6th—Shipped October 6th

HARTMANN FURNITURE COMPANY, Chicago, Ill.
Complete Unico Department Ordered October 6th—Shipped October 12th

SHARP & HAWSE FURNITURE COMPANY, Nashville, Tenn.
Complete Unico Department Ordered October 9th—Shipped October 14th

TRORLICHT DUNCKER CARPET COMPANY, St. Louis, Mo.
Complete Unico Department Ordered October 16th—Shipped October 20th

PEOPLES TALKING MACHINE COMPANY, Philadelphia, Pa.
Complete Unico Department Ordered October 19th—Shipped October 20th

EDWIN ]. STRUCK, East Orange, N. J.
Complete Unico Department Ordered October 23rd—Shipped October 24th

JONES-HOLLOCK CO., Rutherford, N. ]J.
Complete Unico Department Ordered October 24th—Shipped October 24th

JOIN THE PROGRESSIVES—PUT YOUR HOUSE IN ORDER

IRE or phone your requirements to our nearest branch 70D AY.
Expert personal Unico Service is available to you within a few hours.

NICO AUDITION ROOMS, RECORD RACKS, RECORD COUNTERS,
wainscots, decorations, self-service equipment, lighting and ventilating system, in
great variety of design and price range.

Immediate Shipment Expedited Delivery Week End Installations

Protection against higher price in 1923.
With business revival price increase has already set in.
Price will advance sharply during 1923.

We are offering price protection to all dealers for 1923.
Write us at once and secure your protection.

UNIT CONSTRUCTION COMPANY

RAYBURN CLARK SMITH, President

NEW YORK, N. Y. . . CHICAGO, ILL.
ol 58th Street and Grays Avenue, Philadelphia, Pa. B I i
DALLAS, TEX. NEW ORLEANS, LA. SALT LAKE CITY, UTAH
209 Dallas Bank Bldg. 506 Marine Bank Bldg. 150 Main St.
SAN FRANCISCO, CAL. LOS ANGELES, CAL. DENVER, COLO.
942 Market St. 926 Midway Place. 1642 Arapahoe St.

H. A. MOORE & CO., LTD. (Sales Agents)
Premier House, London (W.C.1.), England
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Youw’ll never hear a better Van and Schenck work-
out than their Columbia December record A-3712.
They warble through “Carolina in the Morning”
with a harmony that warms the heart.
to Plant Myseli in My Old Plantation
piece of real melody.

“Im Going
Home” is a

FOSTER MUSIC IN GOTHAM SCHOOLS

Talking Machine Men, Inc.,, Plan to Extend
Co-operation in Staging Series of Music
Memory Contests in Schools in 1923

The regular monthly meeting of the Talking
Machine Men, Inc., was held at the Café Boule-
vard on Wednesday, October 18, the meeting
proper being preceded, as usual, by a luncheon.
Among the guests of the occasion was H.
Briggs, vice-president of the Southern Cali-
fornia Music Dealers’ Association.

Irwin Kurtz, president of the Association, is
collaborating with Frederick M. Davidson, as-
sistant supervisor of music of the New York
Public Schools, to hold a series of music mem-
ory contests during 1923. The Association passed
a resolution to support Mr. Kurtz in his plans
for these courses and prizes are to be offered
by the dealers in various localities in which
schools are situated. Teams from all of the dif-
ferent schools will be arranged for and the
prize winner of each will contest with success-
ful teams from one of the other New York
boroughs for which it is planned to have some

Cash in on the Wireless Demand

Our specially equipped Cabinets, with horn and all apparatus

out of the way, sell themselves.

Phonographs or Cabinets for

Seaburg Mfg.Co.

Jamestown, N.Y.

& x _'T;"'ii

The Biggest Value on the Market.

P .

Also in stock as complete

assemblers. Write for Prices

No.250T,List Price $195,00

Usual discounts to dealers

48''x28'"'x31" high. Finished all
around

Genuine Mahogany, Walaut or Oak

A Trial Order Will Convince
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of the leading talking machine record manufac-
turers contribute prizes. The borough teams
will also compete and a grand prize will be
awarded by the Talking Machine Men, Inc.

M. Max, chairman of the committee for the
investigation of the possibility of the retail sale,
through the talking machine dealer, of radio
products, made a report in which it was shown
that only a small portion of the dealers in the
metropolitan district had successfully stocked
such goods. It was the committee’s opinion
that the dealers should be open-minded in re-
gard to such merchandise, but should move
with care when inveSting in stock. Mr. Max
concluded by pointing out that over 50 per cent
of the radio manufacturers concede that the
music dealer is the logical distributor of such
goods. In substantiating this view he called
the attention of the Association to the fact that
over fifteen leading department stores of the
United States also hold the same opinion.

The Association went on record as supporting
the Kelly Bill, which will be brought before
Congress early in 1923. The secretary was in-
structed to send a questionnaire to the Demo-
cratic and Republican Senators of New York,
New Jersey and Connecticut for the purpose of
getting their expressions on the Kelly Bill and
whether or not they will support the measure.
It will be the purpose of the Association to
support only such Senators as are in favor of
its passage.

Much discussion of the present discounts
given by talking machine manufacturers, partic-
ularly on talking machine records, followed.
No action was taken, but the consensus of opin-
ion appeared to be that there should be some
increase in discounts.

W. H. NOLAN, JR., ARRIVES

\W. H. Nolan, formerly associated with the
Louis Buehn Co., of Philadelphia, and who re-
cently purchased Carroll’s Music Shop, at Ap-
pleton, Wis, is receiving the congratulations
of his friends upon the arrival at the Nolan
home recently of a baby boy, who has been
christened “Billy Jr.” The arrival of the Nolan
heir followed closely on the heels of the ex-
ceptional success achieved by Mr. Nolan in con-
nection with a concert given by the Eight
Famous Victor Artists at Lawrence Chapel 1in
Appleton. “Billy” Nolan is one of the most
popular members of the Victor trade and his
thorough knowledge of retail merchandising
should enable him to achieve unlimited success
in his new venture, which is growing steadily
under his able management.

ANNOUNCES REDUCED RATES

For the first time in the history of interna-

‘ tional communication the Radio Corp. of Amer-

ica has announced a service which enables the
public to send messages to London and Ger-
many at a rate slightly higher than postage.
The rate announced is six cents per word, with
no minimui requirements.



The Kiddie _Re;_kord A]bur;}_

The Wonderful Combination Phonograph Record and
Picture Book -- By far the Greatest Novelty Record for
Children That Has Ever Been Placed on The Market.

A Sure Money Maker for Every Dealer

KIDDIE REKORDS have a beautiful colored SIX KIDDIE REKORDS are contained in a

illustration on one side - the illustration for special album, so arranged as to form a com-
“Three Little Kittens' is shown below - and on bination Picture Book and Phonograph Record

the other side a remarkably —— A — Album. The book has a
fine recording of the same - . T “a
subject. The illustra-

tions are by promi~

very attractive embossed

cover, making the
Kiddie Rekord Album

nent artists and the a merchandise arti-

recordings byweu cle of wunusual

Y.

known phono- "
graph singers.

value to retail

at $1.50;

List

of subjects

List
of subjects

included 1n

the KIDDIE
REKORD ALBUM

Little Bo peep

included 1n

the KIDDIE
REKORD ALBUM

Jack and Jill
Old King Cole

“— A Three Little Kittens
Mary Had A Little Lamb T , ’w Tom. Tom. The piper's Son

INTRODUCTORY OFFER wWE WILL SHIP POSTPAID TO ANY DEALER., WITH
HANDSOME WINDOW STREAMER. UPON RECEIPT OF CHECK OR MONEY ORDER.
FOR $11.00 1 DOZEN KIDDIE REKORD ALBUMS RETAIL $18.00 PROFIT $7.00
FOR $21.00 2 DOZEN KIDDIE REKORD ALBUMS RETAIL $36.00 PROFIT 15.00
SINGLE SAMPLE ALBUM forwarded to any one in the trade UPON RECEIPT OF $1.00

SEND IN YOUR ORDER TODAY.

KIDDIE REKORD COMPANY. INC. PLAINFIELD. NEW JERSEY.
SALES OFFICE FISK BUILDING BROADWAY AT 57th ST. NEW YORK CITY.

CORRESPONDENCE WITH JOBBERS INVITED.
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STRAND CLOSING ACTIVE TRADE

Iroquois Sales Co. Appointed Strand Representa-
tive—Autophone Co. Given Increased Terri-
tory—Geo. W, Lyle Returns From Very Suc-
cessful Trip Throughout the South

Geo. W. Lyle, president of the Manufacturers
Phonograph Co.,, New York, manufacturer of
the Strand phonograph, returned to New York
recently after an extended trip which included
a visit to Washington, D. C.; Atlanta, Ga.;
Birmingham, Ala.; New Orleans, La.; Dallas,
Tex.; Kansas City, Mo.; Chicago, Ill., and the
Strand factories at Salem, Ind. At the last-
named place Mr. Lyle presided at an impor-
tant conference of the Strand representatives.

In a chat with The World Mr. Lyle com-
mented upon the fact that business conditions
generally are showing a decided improvement
and Strand representatives from one end of
the country to the other are closing a business
far beyond their expectations. As a matter ot
fact, the Strand factory at Salem is now work-
ing to capacity to take care of the require-
ments of Strand dealers and there is every rea-
son to believe that there will be a marked short-
age in several styles of Strand phonographs
and consolettes.

Upon his return Mr. Lyle announced the ap-
pointment of the Iroquois Sales Co., Buffalo,
N. Y, as a Strand representative. This con-
cern is one of the best-known wholesale organi-
zations in the East and plans are already under
way whereby dealers in Buffalo territory will
be given efficient co-operation in the develop-
ment of Strand sales. Mr. Lyle also announced
that the Artophone Co., which has been a
Strand representative at St. Louis, Mo., has
opened a branch office at Kansas City, Mo,
where it will also act as a Strand representa-
tive. Shipments to Strand dealers in this sec-
tion of the country will be made direct from
the warehouses at St. Louis to Kansas City, the
point of distribution.

OPENS MANY JEWETT ACCOUNTS

A. A. Fair Returns From Successful Eastern
Trip—Shortage of Jewett Models Predicted

Derrorr, MicH., November 3.—A. A. Fair, sales
manager of the Jewett Radio & Phonograph Co.,
returned recently from an Eastern trip upon
which he established a number of important
accounts. Among the cities where Mr. Fair
opened new Jewett agencies are the following:
New Haven, Conn.; Newark, N. J. (two ac-
counts); New Britain, Conn.; Boston, Mass.;
Hartford, Conn.; Indianapolis, Ind.; Phila-
delphia, Pa.,, and Worcester, Mass. Mr. Fair
states that quite a number of Jewett accounts
have also been established in the last month in
Michigan, Indiana and Ohio.

Jewett sales during the past few months have
shown a steady increase and Mr, Fair comments
particularly upon the success achieved by the
new No. 9 William and Mary console. Judging
from all indications, there will be a shortage
of several of the Jewett models this Fall and
Jewett dealers are enthusiastic regarding the
general outlook in their respective territories.

TRADE ACTIVITIES IN MEMPHIS

MempHis, TENN., November 6.—The Armstrong
Furniture Co., Pathé distributor of this city, has
added the Edison Re-creations, on which it is
planning a strong sales campaign, according to
a recent announcement by the company. The
music department of the Armstrong Furniture
Co. has been considerably enlarged to adequately
handle the growing volume of business. C. L.
Wainwright is manager of this department.

The Briggs Furniture Co., of Memphis, Tenn.,
has moved into its new building on South
Fourth street. The company has built up a
fine talking machine and record business through
aggressive merchandising policies.

The Hunt Bros. Furniture Co., operating
stores in Memphis, Humbolt and Dyersburg,
Tenn., has opened a talking machine department.

EDISON JOBBERS HOLD CONCLAVE

Annual Fall Meeting at Edison Laboratories
Results in Perfection of Plans for Great Cam-
paign—Planning to Meet All Demands

The annual Fall meeting of the executive
committee of the Edison Jobbers’ Association
was held at the Edison Laboratories, in Orange,
the last week in October. Both the meetings
of the committee and the joint conferences with
the officials of Thos. A. Edison, Inc., proved
highly successful.

The principal matter that came up was the
question of shortage. At the present time the
Edison Co. is well oversold on every one of
the seven new models of the New Edison,
which were introduced during the current year.
Edison dealers throughout the country are
clamoring for increased shipments from their
jobbers and the jobbers in turn have been mak-
ing strenuous efforts to increase their respective
supplies from the factory. As a result of this
condition the Edison Co. is doing everything
within its power to bring production to a maxi-
mum and the executive committee satisfied
themselves that evervthing is being done that
could be done to accomplish this end.

The members of the executive committee who
attended were L. H. Lucker, manager of the
Phonograph Co., of Minneapolis; Albert Buehn,
manager of the Buehn Phonograph Co., Pitts-
burgh; P. H. Oelman, vice-president of the
Phonograph Co., of Cincinnati; D. W. Schultz,
of Schultz Brothers, Omaha; F. S. Hemming-
way, president of the Diamond Music Co., Inc,,
New Orleans, and M. N. Blackman, of the
Phonograph Co., of Kansas City. The sessions
were also attended by H. T. Stanton, general
manager of the R. S. Williams & Son Co., Ltd,,
Toronto, and C. E. Goodwin, of Chicago.

The Irving Zuelke Music Store, Neenah, Wis.,
has enlarged and rearranged its talking machine
department.
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K Bestone Wireless enables everyone
§. to enjoy radio concerts, lectures,
q fashion talks, sport news, etc., right
£ in the home

o Bestone No. 703 V.

3 accuracy, clarity, volume of tone and low price. Cabinet is mahogany finished,
5 French polished. All apparatus mounted on genuine Bakelite panel handsomely
5 machine-engraved. Internal wiring fully insulated with Spaghetti tubing.

S Wave length—600 metres.

5 Dimensions—714"x534"x514".

B List Price— (Including Bestone 2,200-Ohm Headset)—$25.00.

i’v

é‘; Send for 1llustrated Catalog and Special Sales Proposition.

e

: HENRY HYMAN & CO., Inc.

o Manufacturers

%ﬁ 476 BROADWAY NEW YORK
?E Branch: 212 W. Austin Ave., Chicago, IlI.
3Wmmmmmmm TaXIITaITaYiTaxITaXHTaVITaVIvaxh /ey FavilTavu TaxhraY]

: This highly efficient Radio Receiving Set is characterized by scientific

A Bestone Radio Department |

Will Increase Sales and Profits .
for Phonograph Dealers :

The most favorable atmosphere for the sale of Radio Apparatus may be %
found in the shop of the Phonograph Dealer. %
Unquestionably, the sale of the better class Radio Sets will find their %
greatest market through the Phonograph Dealer. %
Why not get an early start by investigating Bestone Wireless Apparatus %
NOWw? %

The Elegance of Bestone Radio Apparatus %

Jestone Radio Sets are as elegant in design, appearance and workmanship
as any high-class phonograph—reproducing radio music, speech and signals %
with exceptional clarity of tone, volume and without distortion. 5

Selling prices of Bestone Sets range from $25.00 to $125.00.

T. Tuner and Tube Set
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Ready

For the Big Fall Business

Hallet & Davis Phonograph dealers are not worrying about

losing business this Fall.

We expected a big business; it is

here! Our dealers will get their full share as we have several
warehouses stocked with goods and can make prompt shipment.

1 his Great Franchise Offers

Machines made up and ready to
supply trade this Fall.

Warehouse stocks at Boston, Phila-
delphia, Chicago and San Francisco,
prompt delivery to dealers anywhere.

Beautiful quality consoles at popu-
lar retail prices.

A famous old trade-marked namne.
Liberal trade discounts.

Exclusive territory.

Manufacturer’s co-operatiom in
financing,

Manufacturer’s co-operation in ad-
vertising.

Guaranteed by Hallet & Davis
Piano Co.

Shipments F.0.B. your town.

Cabinets beautifully finished in
finest veneers.

Construction perfect in every detail.

Write today

Find out about your territory at
once; the Fall business is here. Get
ready now.

Hallet & Davis Piano Co.

146 Boylston Street

Boston

with the Phonographs,
the Styles and Prices
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324 WASHINGTON ST.,BOSTON.MASS.
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BostoN, Mass.,, November 2.—The talking ma-
chine business is back to its old-time glory
insofar as present business and future outlook
are concerned. Again does one hear the cry
of scarcity of goods, a complaint that has not
been voiced with such widespread uniformity
in several years; but that is not alone the
trouble just now, for while shortage of goods
finds its cause at the factory, there is trouble
in between the factory and the wholesale dis-
tributor, that is, in transportation. Not in a
long time has the trade been face to face with
this problem in so aggravated a form. One
jobber told the writer that the time was wlien
with an express leaving New York at seven
in the evening it would reach Boston at seven
the next morning, and the shipping wagons
would be delivering the goods at the back door
at half-past eight. By way of comparing that
good service with a case that he faced a short
time ago he said that that same express was
reported the other side of Providence about
eleven o’clock the next morning, and did not
reach Boston until after three o’clock that after-
noon. This same jobber blames this condition
on the bad facilities, the poor rolling stock
which the railroads have. But to call a truce
on complaints for the time being and look at
the rosier side, business is splendid and the
trade is very properly happy and would be
considerably happier were it not for the matter
already mentioned.

Secures Hallet & Davis for Connecticut

The Hallet & Davis Piano Co. was fortunate
a short time ago to make most satisfactory
arrangements with the Direct Equipment Co,
of New Haven, Conn., whereby this concern is
to handle tlie Hallet & Davis talking machine
for the State of Connecticut. The eompany, of
which William S. Hayes is president and Joseph
E. Larkins manager, has opened well-appointed
quarters at 341 State street in a most con-
venient section of the city, and already it has
four men out in the territory and all of them
are doing remarkably well. Associated with the
Direet Equipment Co. is G. H. Appel, who was
recently sales manager for another large house.
Mr. Appel is well liked in musical circles
throughout Connecticut.

H. C. Spain Concludes Trip

H. C. Spain, New England representative for

the Hallet & Davis Co., returned a few days

ago from a week’s trip into Maine. He went

first to Portland and from there proceeded on

to Lewiston, Augusta and Bangor. He came
back greatly impressed with the stability of the
business boom which is now well in evidence in
the PPine Tree State.
George R. Guppy a Loeal Visitor

George R. Guppy, manager of tlie Victor
wholesale departiment of Sherman, Clay & Co.,
San Francisco, Cal, was a wetcome visitor liere
during the latter part of October. As Mr
Guppy, who was making lis first visit so far
East, had known Herbert Shoemaker, of the
Eastern Co., quite well when the latter was
in the Coast territory, it was but natural he
should early look him up. As it happened, Mr.
Shoemalcer was at the factory when Mr. Guppy
reached here, but the two arranged to meet
over in [’hiladelphia.

E. W. Killgore Making Good

Edw. W. Killgore, new sales manager of the
Eastern Talking Machine Co,, is rapidly making
good, and while renewing the friendship of old
friends is also making many new pleasant associ-
ations both in a business and social way. As lieisa
man of strong personality, a close student of
psychology in its relation to the business side
of human nature, it is a foregone conclusion that
he will make good and be a great asset to his
connection. Mr. Killgore’s wide experience in
that part of the New England fie]Jd which he
lately covered for thie Victor Co. has stood him
in good stead inr paving the way for his present
post. One could scarcely imagine a better trade-
winning business team than Herbert Shoemaker
and Edward Killgore.

Passing of W. T. Miller

William T. Miller, president of the Henry F.
Miller & Sons DPiano Co., died the latter part
of the month after a short illness at his home
in Brookline. Mr. Miller, although primarily
a piano man, was for several years interested in
the Victor line to the extent of having an
agency, but a few years ago this was taken
over by Walter Gillis, who had earlier been
with the Miller concern, and who has always
continued the department in the same location,
the second floor of this Boylston street house.
Mr. Miller was a member of the New England
Music Trade Association and a past president.
He was the youngest son of the late Henry F,
Miller, the founder of the Miller firm, and he

was born in Meliose in 1860. He studied at
the Massachusetts Institute of Technology, of
which he was a graduate in the class of '80.
His son is Stanwood Miller, who is one of the
directors of the firm. At a meeting held subse-
quent to Mr. Miller's death and funeral Burton
R. Miller, his nephew, some years ago associated
with the firni, was clected president.
Eneouraging Columbia Report

Fred E. Mann, New England manager of the
Columbia Graphophone Co., makes a most en-
couraging report of business with the advent of
November and says that October, just finished,
made a splendid showing so far as unit business
is concerned. The house, he says, is suffer-
ing considerably from poor transportation facili-
ties, which is as true of express as of freight
systems. Were the house able to get the goods
in any kind of time dealers would soon dispose
of them, for everywhere the New England Co-
lumbia representatives are asking for long-
promised goods.

G. W. Hopkins Addresses Salesmen

George W. Hopkns, vice-president and gen-
eral sales manager of the Columbia Co., was
over for the sales conference a few days ago,
and another who was able to drop in on the
conference was S. S. Larmon, manager of the
Columbia braunch at Cleveland, O. who had
come over primarily to attend the Dartmoath-
Harvard game at the Stadium. Both Mr. Hop-
kins and Mr. Larmon addressed the gathering
of salesmen, discussing some of the company’s
sales plans for the future.

Changes in Columbia Co. Ranks

Several new appointments within the New
England ranks of the Columbia Co. have been
announced by Manager Mann. Salesman Ed-
ward W. Hanna is now in charge of No. 1
territory, which includes Suffolk and Norfolk
counties and a few citics in Middlesex county,
all this territory lately being in charge of Roy
Ott, who resigned to enter another field. Pend-
ing the appointment of Mr. Ott’s successor Mrs.
Alice W. Graves, record sales and stockkeeping
expert at the Boston branch, is holding this
territory. In No. 2 territory, comprising eastern
Massachusetts and southeastern New Hamp-
shire, Salesman Walter G. Barrows succeeds
A. R. Champagne, and in No. 5 territory, which
consists of the four western Massachusetts

(Continued on page 86)

Wholesale service is going to prove a vital question for the Victor Dealer during the next month or so if he
wants to keep even in sight of the demand.

IN THE BUSIEST SECTION OF THE COUNTRY

Ditson Service from Two Scurces Will Help Solve the Stock Problem

CHARLES H. DITSON & CO."

NEW YORK

OLIVER DITSON CO.

BOSTON

O R
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THE TRADE IN BOSTON AND NEW ENG LAND—(Continued from page 85)

counties, the northern half of Worcester county
and the State of Verinont, Salesman Anthony
H. Fisk succeeds C. A. Buechner.
Trade Represented at Radio Show
Recently there was a radio exposition in Me-
chanics Hall and all the fans were there night
and day to cnjoy the marvels of this new de-
velopment. There was also a convention of
the New England Amateur Association at the
same time. The exhibit was attended by a great
many local talking machine men, who them-
selves carry radio outfits, and not a few of
- these had space in the exhibition and made a
creditable showing.
Joseph Burke at Roper Co. Opening
Manager Joseph Burke, of the Musical Supply
& Equipment Co., was one of those who went
up to Worcester a while ago to be present at
the opening of the Marcellus Roper Co.'s re-
modeled store, which is now one of the finest
stores in that city. While a full line of Victor
goods is carried in this Worcester establishment
Mr. Burke naturally points with pride to the
many types of Sonoras which Mr. Roper has
in stock. Meanwhile Manager Burke says that
he is finding difficulty in getting goods enough
to fill the demand.
New Sonora Agencies
Manager Burke announces several new con-

nections by which the Sonora will get increased
sales. These are the National House Furnishing
Co., of Gloucester, the Home Furnishing Co., of
Belfast, Me., Smith & Geary, of New Bedford,
and the W. E. Lee Co., of Salem.

Dealers Plan to Tie Up With Artists

It is an interesting bit of information that
Eddie Cantor, in “Make It Snappy,” is coming
to one of the Boston theatres next week after
a long run in New York. This information is
cspecially for the benefit of the Columbia deal-
ers who are carrying this artist’s records,
which are finding ready sale. In anticipation
local Columbia dealers are focusing interest
on this comedian’s rccords. By the same token
there is interest in the forthcoming concert
of Rose Ponselle, which is to take place at
Symphony Hall, November 12, under the direc-
tion of Fred Mclsaac, who is rapidly winning
favor as a manager of select concerts.

Activity With the National Co.

The National Co., of this city, manufacturer
of various well-known talking machine toys, is
very busy. Although these toys offer the dealer
an all-year-around proposition it is natural that
articles of this character should receive an ac-
centuated demand during the Christmas season.
Ragtime Rastus and the Boxing Darkies have
been on the market for many years, but despite
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151 1265 Boylston St.

Steel Needles Motrolas

KRAFT-BATES ~»SPENCER ™ ,?

Il 7 NEW ENGLAND DISTRIBUTORS

Brunswick Dealers Have Less Competition

The phenomenal success and widespread distribution
of the Brunswick Phonograph and Brunswick Records—
il A in less than five years’ time—often leads the individual
f dealer to overlook the fact that, as yet, he will have less
7 competition as a Brunswick dealer, and that his profits
ile from handling the Brunswick will be greater in proportion.

Ils KRAFT, BATES & SPENCER, Inc.

- New England Distributors
Record Brushes

B9 5 B0 B s

8 T A - X X 3%

Boston, Mass.

Khahi Covers

this fact the demand for these ingenious devices
continues as strong as ever. Shimandy, a later
addition to the line, is also in good demand.
This Fall the National Co. placed on the market
the Magnetic Dancers, which waltz, two-step
or fox-trot, as desired. -This newest addition
to the line is built on a somewhat different
principle than tlte other toys. It has already
received excellent distribution and it may be
noticed in the windows of many of the leading
dealers throughout the country, for in addition
lo its quick-selling properties it provides an ex-
cellent window attraction as well.
George A. Dodge’s Will

The will of George A. Dodge, of the Eastern
Talking Machine Co.,, was offered for probate
at Brockton last week. It disposed of property
valued at $250,000, most of which is left to mem-
bers of his family. The will was drawn March
11, 1922, and the executors are John T. Hughes,
Charles H. Farnsworth, who is a member of the
Eastern Talking Machine Co., and Phillips
Nichols, of Boston. There are bequests to
members of his family and a bequest to one
of the executors, Mr. Hughes. The widow re-
ceives the residue of the property,

New Lansing Sales Co. Representative

The Lansing Sales Co., of this city, has an-
nounced the appointment of Edward N. Lucas
as Middle West representative of the company
in charge of the Lansing cover lines. Mr. Lucas
is well known throughout the talking machine
industry through his former connection with the
Brunswick-Balke-Collender Co., of Chicago. He
will make his headquarters at 4352 Kenmore
avenue, Chicago, and will cover the Middle
Western States. Business has increased to a
remarkable extent not only in Lansing covers,
but in the entire line of accessories which this
company distributes,

Remarkable Business With Victor Dealers

The Eastern Talking Machine Co., Victor
distributor, reports that Victor dealers through-
out New England are experlencmg remarkable
business. Orders are coming in thick and fast
and the stock of merchandise is rapidly dis-
appearing. The Eastern Talking Machine Co.
is well known throughout New England for its
service and at this important time the execu-

_tives of the company are, through their un-

“LONG QUALITY” CABINETS
“PEERLESS” ALBUMS

Both are excellent selling
articles for the

Christmas Trade

Write to-day to

L. W. HOUGH

New England Representative

20 SUDBURY STREET BOSTON, MASS.
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tiring efforts, extending every possible service
help to the dealer in his territory.

Harry Spencer Is Visiting

Harry Spencer, of Kraft, Bates & Spencer,
Inc., who handles the Brunswick for the New
England territory, is up in Vermont at this
writing and was planning to go down to New
York City for a few days on matters pertaining
to the Brunswick distribution. Mr. Spencer was
confined to his house through illness early in
the month, but he is now himself again and
ready to do a day’s work with any of them.

Cheney Getting Good Representation

Stephen Colahan, New England manager of
the Cheney interests, is away just now on a
business trip which is taking him to Worcester
and Springfield, Mass.,, and New London and
Norwich, Conn., in all of which places the
Cheney is getting good representation. Mr.
Colahan has lately placed the Cheney in the
hands of several good houses throughout New
England and good orders have been placed.

Joins Forbes & Wallace Forces

Frank Colahan, who for a year or so las
been associated with his brother, Stephen, in
the wholesale end of the Cheney, has gone to
Springfield, where he is now associated with
the large talking machine department of Forbes
& Wallace.

New Edison Models Popular

The new models of the Edison instrument
are finding a ready market throughout New
England and the staff working out from the
Boston headquarters of the Pardee-Ellenberger
Co. are finding business unusually good, al-
though Manager Silliman voices the common
complaint as to the difficulty experienced getting
goods through because of the transportation
facilities.

Now Carrying a Strong Line

Vocalion Hall is undergoing certain changes
which will make it one of the most noticeable
and convenient stores on Boylston street within
the next week. Having taken on the Victor
line, in addition to the Edison and Vocalion, a
better arrangement of the interior was made
necessary and the record department, which
formerly was on the left midway down the
length of the store, which also has an entrance
from Park square, is now further to the front
and on the right. New booths down the length
of the floor also are being installed on both
sides. When these are completed there will
be a total of nine, all sound-proof and artistically
furnished. The office will be at the rear. The
words, ‘“Vocalion Hall,” are in a beautiful tone
of blue across the middle of the large show
window and the names of the instruments car-
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Don’t Wait!

Give us an idea of your probable Christmas
needs now.

This is going to be a good Fall.

ried also are in blue at the lower right and left
sides. Manager Birdsall says business is now
coming along finely and a large clientele is
coming in daily to become familiar with the
various lines, and incidentally to buy.
Doing Well With the Strand

Manager Arthur C. Erisman, whose name is
so closely identified with the Grafonola Co.,
of New England, whose headquarters are at
the corner of Tremont and Avery streets, is
meeting with great success in jobbing both the
Strand instrument and the Vocalion record line
for the New England territory. Arthur Cham-
berlain is away on a two weeks’ trip in the
interests of both lines, his field being western
Massachusetts. H. M. Blakeborough is travel-
ing in the same capacity through Connecticut,
and Norman T. Mason is looking after these
lines in the Greater Boston territory. In the
Red record line (Vocalion) there is an espe-
cially large demand for “Mary Dear” and “My
Buddy.”

Manager Erisman was over at Salem, Ind,,

the middle of October in attendance on the
convention of the Strand official staff and he
came back convinced of the determination of
the Strand officials to make a fine instrument.
He says it is not a case of seeing how cheaply
the machine can be made, but how to give the
purchaser the very best for his money.
Perfection Sound Boxes and Attachments
The New England Talking Machine Co,,
manufacturer of Perfection sound boxes and
attachments for playing lateral cut records and
hill and dale needles, has experienced a decided
increase in orders. Each succeeding month has
shown improvement over tlhe preceding one
and it is, therefore, entirely possible that No-
vember will prove the banner month of the year.
News Gleanings of the Month
Alexander Steinert, head of M. Steinert &
Sons, was over in New York early in the
month, remaining in the metropolis several days.
G. P. Donnelly, assistant New England man-
ager of the Columbia Co,, is planning to go to
(Continued on page 88)

and

stone or fibre needles.

New Edison Disc Machine.

Edison Disc Machine.

“Perfection’’ Edison Attachments

“Perfection”’ Reproducers

The “Perfection’” Flexi-Tone Edison Attachment (No. 4 and
No. 7) as illustrated, attached to all types of Edison Disc
Machines, makes the most perfect attachment available for
playing all makes of lateral cut records requiring steel, tung-
Only first quality mica diaphragms
used in ‘'Perfection” reproducers, giving clear, natural tone.
The horizontal ball-joint and direct uplift construction give
freedom of movement so that attachment may be used with
or without lever, giving excellent results.

Retail price, $9.00 Gold. $8.00 Nickel.

The “Perfection’” Pur-I-Tone Edison Attachment (No. 6 Universal) plays all makes of records on
Retail price, $10.00 Gold. $9.00 Nickel.

The “Perfection’” Edison Attachment (No. 4 and No. 2) plays all makes lateral cut records on New
Retail price, $7.00 Gold or Nickel.

NOTE—Special Discounts to Dealers, also Quantity Prices on Request

New England Talking Machine Co.

16-18 Beach St., Boston, Mass.
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THE TRADE IN BOSTON AND NEW ENGLAND—(Cocntinued from page 87)

Portland, Me., for several days the early part of
November.

Charles Von Euw, who has been head of the
stock room of the Victor department of M.
Steinert & Sons Co., this city, was married
recently to Miss Helen O’Conner. The wedding
was followed by a reception at the home of the
bride. The couple are enjoying a wedding trip.

Charles S. Norris, the Tremont street talking
machine dealer, spent several days recently in
New York, where he got in several games of
golf with some of his friends who are as en-
thusiastic as he on the links.

E. H. McCarthy, crew manager of the Boston
branch of the Columbia Co., is recovering from
a serious illness which has laid him up for
several weeks at his home in Cambridge.

John Cottcr, vice-president and treasurer of
the Hallet & Davis Piano Co., returned a few
days ago from an extended trip to the Pacific
Coast, and he is most enthusiastic over the pros-
pects for good business from now on. En route
home he and Mrs. Cotter stopped at Pueblo.

ODELL BROS. OPEN_BRUNSWICK SHOP

Sarem, Mass., November 1.—The latest addition
to the music stores of this city is an attractive
establishment recently opened by Odell Bros.
The store is fitted throughout with Unico equip-
ment. The Brunswick is handled exclusively.

INSURANCE AGAINST SHORTAGE

Hallet & Davis Co. Maintains Stocks of Phono-
graphs at Four Central Distributing Points to
Facilitate Deliveries to Dealers

BostoNn, Alass.,, November 6—The Hallet &
Davis Piano Co., which is meeting with unusual
success in featuring its talking machines
throughout the country, has for a number of
months been preparing to take care of a sub-
stantial increase in demand that is always ex-
pected to comec with the approach of the holi-
day season, and during thc Spring and Summer
season manufactured a substantial reserve stock
as an insurance against possible shortage.

The company’s stock of machines is now in
warehouses at four important points, namely,
Boston, headquarters, Philadelphia, Chicago and
San Francisco, and its foresight in thus dis-
tributing the instruments in advance has proved
its value in making possible quick deliveries to
retailers in practically every section. In view
of the serious delays in freight transportation
from the East to Middle and Far West points
that are being experienced just now, the ad-
vantage of having machines stocked at strategi-
cal points is readily appreciated.

The dealers handling the Hallet & Davis
phonograph are enthusiastic over this line and
the various features incorporated in it.

Medium sized padded cover
Large sized padded cover
Extra large padded cover
Console type cover -

EDWARD

4352 Kenmore Avenue

The Season is Open

NOW IS THE TIME TO GET
YOUR EQUIPMENT FOR
THE HOLIDAY

170 Harrison Avenue,

Stools, Covers and Piano-Benches

Middle West Representative

BUSINESS

$6.00
$6.50
$7.35
$8.00

BOSTON

N. LUCAS

CHICAGO, ILL.

NEW ENGLAND DEALERS MEET

Annual Meeting of New England Music Trade
Association Held Recently in Boston—Wil-
liam L. Nutting Elected President

BosTon, Aass., November 6.—The annual meet-
ing of the New England Music Trade Associa-
tion held in this city the latter part of October
proved to be one of the most interesting staged
by the organization in many moons. Partic-
ularly satisfying was the selection of new offi-
cers for the coming year, with William L. Nut-
ting, of Nashua, N. H,, president; Roger Brown,
of the McPhail Piano Co., first vice-president;
Harry Spencer, of the firm of Kraft, Bates &
Spencer, Inc., second vice-president, and Wil-
ham F. Merrill, the veteran secretary and treas-
urer, back at his old post.

The annual meeting was held in connection
with a luncheon held at the Engineers’ Club,
when the Brock sisters from “The Music Box
Revue” gave a very pleasing entertainment.
The official guest at the luncheon was Melville
L. Morse, representing the Babson Statistical
Organization. Mr. Morse delivered a thor-
oughly optimistic talk, in the course of which
he said:

“As far as this Winter is concerned the stage
is set for good business. This applies in vary-
ing degrees to all parts of the country, but
particularly to New England and other primary
industrial centers.

“Boston has had its share of troubles. Be-
cause it is an industrial center it is always
among the first to feel a depression. For the
same reason, however, it is now one of the first
to feel the effects of better times. When, two
vears ago, the average citizen found the prices
of things bevond the reach of his income he had
to cut down his buying. There was no general
buyers’ strike. It was from hard necessity and
not from choice that he started to wear out his
old shoes and use the old suit another season.

“Naturally, those localities which depend on
manufacturing were the first to feel the pinch.
Fundamentally, however, the readjustment has
been good for us all. It gave us a chance to
straighten out our personal finances and it gave
business concerns the chance to cut down their
operating costs. We now have started on the
upward side of the business cycle. So far as
the immediate future is concerned prospects are
good. Statistics point to an excellent holiday
trade—15 to 20 per cent larger than last year,
and in profits the best since 1919.”

Mr. Morse also took occasion to dwell upon
the development of suburban life throughout
the country and the various agencies that were
promoting that development, particularly the
automobile. The building and occupying of
these many suburban homes opened the way
for a better American home life in which musi-
cal instruments of all kinds were bound to find
an important place.
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THE MAGNETIC DANCERS
This fascinating little couple will fox-trot, waltz

or two-step in a most realistic manner.

Retail Price, $1.00

THE FIGHTING ROOSTERS

two Fighting Roosters.

it in a most realistic fashion.

colors with real feathers in tail and wings.
Retail Price, $1.65

The dancing family is not complete . without
These little birds go at
Hand painted in

Phonograph Toys for Chrisimas

My, how they’ll sell!

Display them in your windows
and watch the crowds gather.
These fun-malers say to passers-
by: “Stop, look, listen—and
loosen!”

The profits in this Christmas
toy business mount up. You'll
be surprised. Get that order in
today.

Usunal discownts to the trade.

National Company
Cambridge, 39 BOSTON, MASS,

in ; They re-
verse and glide just as a couple would in a ballroom.

RAGTIME RASTUS

Ragtime Rastus is an automatic
dancing darky who faithfully -imi-
tates the old time plantation danc-
er. He clogs, jigs and shuffles in
100 different ways, keeping perfect
time to the music. Delights the
children, pleases the grown-ups.
Attractively hand painted in four
colors.

Retail .Price, $1.25

Stock up—get your order in today. Nothing
like them for loosening up the purse-strings of Christmas shoppers.

colored belle in
Neatly dressed in silk with a large plumed hat.

These little boxers are very realistic and create
lots of fun.
little men will box away with remarkable speed
and accuracy. Attractively hand painted in three
colors.

SHIMANDY
is Rastus’s sister. She successfully portrays the

her most ecstatic moment

Retail ’rice, $1.65

THE BOXERS

Put on a lively record and these

Retail Price, $1.50

PUBLIC BALL IS HUGE SUCCESS

Talking Machine Men, Inc., Sponsor Important
and Successft 1 Entertainment—Leading Dance
Orchestras in Attendance—Financial and Gen-
eral Success Judged From Every Angle

Attracting a capacity attendance at the larg-
est hotel ballroom in the city the second annual
public ball given by the Talking Machine Men,
Inc, at the Hotel Pennsylvania, New York, on
Monday, October 30, was one of the most im-
portant events that has ever been held in the
talking machine trade. More than 2,000 people
attended this ball and at times the floor was so
crowded that it was almost impossible to dance.

The committee in charge of this ball had
worked for several weeks along practical lines
with the idea of Dringing the attendance up
to a high-water mark and they certainly suc-
ceeded. From eight-thirty until two o’clock in
the morning the dance devotees in the metro-
politan territory were given an opportunity to
listen to the finest dance music that could be
procured and there is no question but that
everyone who attended the ball received many
times the value of the dollar admission price.

In accordance with its usual custom the com-
mittee had arranged for a resident orchestra,
which this year was Bennie Krueger’s Orches-
tra. This orchestra, which is well known to
dance enthusiasts, makes Brunswick records ex-
clusively, and it played throughout the evening,
appearing between the appearances of the visit-
ing orchestras. The dance organizations that
appeared during the course of the evening were
as follows (in the order in which they played):
Selvin’s Orchestra (Acolian-Vocalion), Cole-
man’s Montmartre Orchestra (Aeolian-Vocalion).
Paul Specht's Orchestra (Columbia), Paul

Whiteman's Orchestra (Victor), Dixieland Jazz
Band (Victor) and Vincent l.opez Orchestra
(Okeh).

Aside from the financial success of this ball
there is no question but that the Talking Ma-
chine Men, Inc., conferred an invaluable benefit
upon the record manufacturers by introducing
these orchestras to the general public. As in-
dicative of the interest aroused by the personal
appearance of the various orchestras, several
hundred dance devotees were always to be
found surrounding the orchestras in order to
gain a personal knowledge of their individual
characteristics. During the course of the danc-
ing many of the guests asked the various lead-
ers of the orchestras the names of the selections
that were being played and if they could be
purchased from talking machine establishments.
These minor incidents served to emphasize the
fact that these public balls, introducing orches-
tras that make talking machine records, have a
practical and niaterial value to the record manu-
facturers.

The entertainnient committee of the Talking
Machine Men, Inc., which was in charge of
this ball, was heartily congratulated by the mem-
bers of the association and by the guests upon
the care and attention which they had given
to every detail. The members of this com-
mittee had given up a considerable part of their
time to furthering the plans for this event and
they well deserved the praise which they re-
ceived from everyone present. The personnel
of this committee was as follows: Sol Lazarus,
chairman; Chester Abelowitz, Max Berlow, E.
G. Brown, Otto Goldsmith, Harry Conn, E. G
Evans, V. J. Faeth, Al Galuchie, N. Goldfinger
and Cass Riddle. Irwin Kurtz, president of
the Talking Machine Men, Inc, acted as an ¢x-

officio member of the committee and with his
usual enthusiasm was an important factor in
the consummation of the various arrangements
incidental to the ball.

JOSEPH KNECHT WITH EDISON

Waldorf-Astoria Dance Orchestra
Edison Re-creations

to Make

Thomas A. Edison, Inc., recently announced
the fact that Joseph Knecht’s Waldorf-Astoria
Dance Orchestra has been engaged to make
Edison Re-creations. The first releases by this
popular organization will be out in November.
They will be “Jimmie,” the fox-trot from “Sally,
Irene and Mary,” and “I Gave You Up Just
Before You Threw Me Down,” another new
fox-trot that is “going strong.”

PROF. CHENEY VISITS NEW VORK

Among recent visitors at the New York offices
of the Cheney Sales Corp. was Prof. Forrest
Cheney, inventor of the Cheney phonograph.
Mr. Cheney stated that the sales educational
campaign, which has thus far covered the im-
portant cities east of Chicago, is proving a de-
cided success from every angle.

—_—

Returns from any business are commensurate
with the amount of intelligent effort behind it.

ATLANTIC JR.
Crystal set
Very Good Christmas Merchandise.
List Price .00
Complete with double Phones and Antenna.
Attractive Discounts.

ATLANTIC INSTRUMENT CO., Inc.

13-21 Park Row New York
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OGDEN’S SECTIONAL
STORE EQUIPMENT.

Record rack, No. 1-S§, each.............. $40.00
Paneled endsy each .« sasmass susensd e b 5.00
Record sales counter, No. 1.5, each. .. ... .. 80.00
Record sales counter, No. 2, each..... ... 60.00

FINISHES:—GENUINE ENAMEL
White, Old Ivory and Gray

FRONT VIEW OF RECORD SALES COUNTER #1
TOP. 30"K 60" 32" WITH CASTORS

- BACK VIEW OF RECORD COYNTER« £1
SMONSB‘D.RAVJ(RS WITH ADJUSTABLE COMPARTMENT
DIVIDERS, ALSO 3 UPRIGHT COMPARTHENTS AND 2 SHELVES

FRONT AND BACK VIEW OF RECORD COUNTER,
showing 3 compartment drawers for Card Files, also
3 Upright Compartments and 2 Shelves, which fill
every Dealer requirement.

Prices of Complete Equipment

PLAN NO. 1—2 Record Sections, 1 Sales
Counter, 1 6x6 ft. Booth.. $275.00

PLAN NO. 2-—3 Record Sections, 1 Sales
Counter, 2 6x6 ft. Booths.. 425.00

PLAN.NO. 3-—2 Record Sections, 1 No. 1
Sales Counter, 1 6x6 ft.
BoCth Stk it o el Ao Bratls 305.00

PLAN NO. 4—3 Record Se'ctions, 1 Sales
Counter, 2 6x6 ft. Booths.. 460.00

PLAN NO. 5-—2 Record Sections, 1 Sales
Counter, 1 6x9 ft. Booth.. 315.00

PLAN NO. 6—3 Record Sections, 1 Sales
Counter, 2 6x9 ft. Booths.. 475.00

Ogden’s Sectional Phonograph Store Equipment

—STANDARDIZED —

Produced economically in great quantities—sold to you as you need it. Every part accurately
made to fit the other. You can keep adding to your equipment as your business grows or knock
it down and move it to your new quarters.

Construction and Finish the Best—At Factory Prices.

The complete Store Equipment (as illustrated) consists of
RECORD RACKS, for 2,700 10-inch and 12-inch Records

—SALES COUNTER with every Dealer convenience for
Card Files, Accessory Stock, Bags and Wrapping.

SOUND-PROOF BOOTH, 6 x 9 ft., (Plan No. 5). For
Corner of Store, $315.00. Against Side Wall, $365.00.
Without Wall Contact, $415.00. (Complete as illustrated.)

ANY MAN AND A BOY for helper without carpentry experience
can assemble this room in one hour. There is nothing to do but
p’a:e Wall and Door Sections in the Pilaster and turn down the
clamps. Place Ceiling units in position and Base Rail or Floor Shoe

around the bottom and the job is complete, as tight as a drum, at a
fraction of the usual cost.

1
‘ ORNER JWALL U
ILASTERJ ORSECTION

Room units made to fit sound tight

o PLANS OF OGDTNS STANDARD
SECTIOAL 3TORE EQUIPMENT

This to be used to assemdle any size
Rooms in units cf 3ft.and anjarfangement
required for any space.

neis
tions, | Sales Countar Aiorm, -
made up of 3 Wall— i Rooms (maide up of & Wall,
eilin actions rand 4 Ct(l\ng ectioms

Comneists of
Pilu.t-.rb.)g iR Pilaciars)

Comsiets o Consints of
2 Record Sections, 1 SalesCounter 3 Record Sections, 'l Sales Counter
1-6X & ft. Room (made up of SWoll 2-6X 6 ft. Rooms {made'up of 8 Wall,
I Deor and l&ilu\g Sections
with Pilasters)

2 Door and 4 Cavling Sectroms
with pilastars) <

» Comnatste of
cord Sectiows: | Sales Counter Record Sections, | Sales Counter
9 ft. Room (-mode up of 4 Wall -€X9 fi. Rooms (madewp of 8 Wall
Doorand 3 Ceiling Sections sorand G ling Sections
h Pilecters 1th Pilaster

Scale-Ta=1 foot

Ogden’s Complete Modern Store

Costs less than carpenter work. Everything ready for business the day you get it—Sectional—Unpack and *“‘Set it

up Yourself.”

NOW IS THE TIME TO IMPROVE YOUR SERVICE

Send us a pencil Sketch of your Store, Showing where you want Record Racks, Customers’ Counters and Private
Salesrooms and we will quote you a delivery price on Sectional Equipment which you can install any evening and be

“Up to Date” next day.

OGDEN SECTIONAL CABINET CO., Lynchburg, Va.
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CLEVELAND

Dealers on .

As a Consequence Sales

Result—Several Recent Examp/es——]\’ew Agencies and Changes

CreveLand, O., November 9.—Clevelanders have
been kept up on their toes during the last
month by the local branch of the Columbia
Co. Hardly a week goes by that this company,
under the able leadership of George Krauslick,
service manager, does not put over some origi-
nal stunt which arouses even from the news-
papers comments on its uniqueness.

A great deal of publicity for botli Eddie Can-
tor and the Columbia was obtained here a few

Eddie Cantor at Hippodrome Song Shop

weeks ago, when that gentleman made his first
appearance in this city since joining the ranks
of Columbia artists. Mr. Cantor was playing in
“Make It Snappy,” at the Hanna Theatre, when
M. Seigel and H. Simmons, of the Hippodrome
Song Shop, conceived a brilliant idea. When
explained to Mr. Cantor he agreed with them
on its brilliancy, and the result was that within
a few days a large notice appeared in the daily
newspapers stating that the artist would appear
on a certain day at the Hippodrome Song Shop
and sing some of the songs he had recorded for
Columbia. The day arrived and so did the
crowd. Mr. Seigel and Mr. Simmons prepared
a solid Eddie Cantor window, which helped to
attract the attention of passers-by. Results?
When it is stated that forty other local dealers
followed in the footsteps of Mr. Seigel and Mr.
Simmons and ran display windows of Mr. Can-
tor, and at the end of the week reported that
they were more than pleased with the results,
the effects of this drive can be readily seen.
Apes Dance to Grafonola

The week before this clever advertising Mr.
Krauslick showed his ability to place Columbia
before the public in a novel way. Max, Moritz
and their child, Akkra, three educated apes,
were performing at the Ohio Theatre. They
displaved unusual intelligence, and, after seeing
them, Mr. Krauslick conceived the idea of hav-

ing a moving picture made of the apes danc-
ing to music played by a Grafonola. A Cleve-
land firm, the Bradley Producing Co., made the
film, which is being run in conjunction with its
weekly showing of “Cleveland Happenings.”
This is shown in sixty local theatres, and in a
number of moving picture houses throughout
the State. A reproduction of the apes dancing
to the Grafonola was also printed in the roto-
gravure section of the Sunday paper.
Columbia Exhibits at Palace of Progress
Mr. Krauslick, together with M. C. Stehlick,
secretary of the Columbia Dealers’ Association
of Cleveland, was responsible for the exhibit by
local Columbia dealers at the Palace of Progress
last month. Representative period and upright
Columbia models were shown in the Columbia
booth and records were played constantly.
Siam Soo, the Oriental dancer, was also in at-
tendance, with the result that there was a crowd
around the booth at all times. Because of the
unusual attention attracted by Siamm Soo she re-
ceived three write-ups in Cleveland newspapers
during the course of the exhibition. In con-
junction with the exhibition a closed-car ex-
hibit was conducted in the basement of the
auditorium and a Columbia Grafonola substi-
tuted for an orchestra.
Publisher Ties Up With Columbia Dealers
Sam Fox, publisher of “Romany Love,” which
was produced on Columbia Record A-3673, tied

Tie-up With Three Clever Apes
up with the Columbia release of this record

with great success. He supplied Columbia
dealers with publicity matter of various sorts,
featuring the number, and also had a large
poster made which was sent around to the dif-

ferent Columbia stores. The result was that this
selection received a yreat deal of advertising
throughout the whole city.
New Brunswick Agencies

Two of Cleveland’s leading firms have taken
on the Brunswick line, J. I.. Du DBreuil, dis-
trict manager of the Brunswick-Balke-Collender
Co., announced this month. The firms are Wm.
Taylor, Son & Co., one of the biggest depart-
ment stores in the city, and Buescher Co., one
of the oldest exclusive phonograph dealcrs here.

Manager T. A. Davies, of the phonograph de-
partment of Wm. Taylor, Son & Co., inaugu
rated the opening of his department with a five-
column advertisement in the three leading
Cleveland newspapers, telling of the complete
and wonderful display of both upright and con-
sole types which they were carrying

Mr. Du Breuil also announced the opening of
the following new accounts: Frederic Ell-

?%'i”}“ | SN I I £ B T | W‘;

== COlumbia DedersBNibt ===

Columbia Exhibit at Palace of Progress

sasser's Music Store, Cleveland; the Rochester
Phonograph Co. Rochester; Schmidt Piano
Co., Tifin; Hardwick's Music Store, Union-
town, Pa.; W. A. Phipps, Rochester, N. Y.
Marshall Drug Co. Enters Field

The Marshall Drug Co., of this city, opened
a complete 1nusical department. A complete
line of records and piano rolls is carried. At
the present time the Gennett record is handled,
but later on other lines are expected to be
added. Mrs. Hazel Smith, who recently came
from New York, is in charge.

New Victor Account

Howard J. Shartle, gcneral manager of the
Cleveland Talking Machine Co., reports a new
agency. The Halle Bros. Co., one of the larg-
est department stores in the city, is the latest
account taken on by the Cleveland Co. The
entire Victor line will be carried.

Many Vocalion Accounts Opened

The Vocalion Co. reports the following new
accounts: Medical Building Pharmacy Co., the
Burky-Kerner Co., Cleveland: Greenwood Piano
Co., Youngstown, O; J. A. Long Music Shop,
Akron, O.; Willoughby Music Shop, Willoughby,
O., and the Music Shoppe, this city.

Rexford C. Hyre, secretary of the Cleveland
Music Trade Association, is still away on his
honeymoon, but is soon expected home.

The H. B. Bruck & Sons Co. continues to dis-
play the Modernola talking machine with great
success. The demand is steadily expanding.

-
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row.”

irrepressible, joyous, Nora Bayes has knocked the
ball over the fence again with two topping songs.
“Homesick” is a sentimental ballad that brings out
the beautiful, warm mezzo-tints in Nora’s voice.
the reverse is a lilting, happy comeback—‘“ Tomor-

Two in one—A-3711.

On

Columbia Graphophone Co.
NEW YORK

Business Grows in I'olume—Sherman, Clay Efficiency—DBetter
Store Equipment Popular—Many New A gencies—News of Month

SaN  Francisco, CaL., November 4.—General
business in talking machine merchandise is hold-
g up satisfactorily and plans are under way
for the holidays. The dealers will be well sup-
plied for a big trade this vear, as they have been
yreparing in anticipation of a greatly increased
demand. The numerous teachers’ institutes in
the various counties reeently have greatly stimu-
lated the demand for educational records. 1In-
terest in these and physical culture records
grows apace in response to the special work of
the missionaries in the field who address insti-
tutes and other bodies of educators. The pro-
motion of musical interest by means of nicmory
~ontests and direct instruction in the public

schiools is of permanent benefit to the whole
talking machine industry.
Phonograph Shop Remodeled

The Phonograph Shop, Stockton street, has
just been remodeled along the most advanced
lines. The whole front has been altered, making
the show window space more effective and the
entrance wider. The record department has
been rearranged, a rest room fitted up on the
main floor and the machine demonstrating
rooms on the mezzanine floor have been re-
furnished with polychrome willow furniture.
The maehine demonstrating rooms have also
been made sound-proof. The whole store has
been repainted in Freneh gray. Manager Comp-

ton says that while the alteration work has
interfered somewhat with the efficient eonduct
of business, the sales volume has continued to
increase.
Remodeling at Rudolph Wurlitzer Store

The large store of the Rudolph Wurlitzer Co.,
on Stockton street, is in the course of radical
remodeling. An entire new front will be put
in and changes made all throughout the six-
story building. The improvements will make
the establishment one of the finest in the city
and will cost thousands of dollars. Business at
present is being conducted under difficulties.
Special attention is to be given to alterations
in the talking machine departinent.

Nathan-Dohrmann Business Tripled

Ben R. Scott, new manager of the talking
maehine department of the Nathan-Dohrmann
Co., says business has tripled in the last month
owing to the success of a speecial sale on console
tvpe machines. The department will be enlarged
for the holidays. A very effective window dis-
play of the company this month showed over

the dealers.

Perfect
Satisfaction Made of
Polished
Nickelplated
Without a Steel
Fault
Operates WIILLaSt
Equally Well as Long
on Any as the
Machine or Phonograph
Record

Thousands of the new improved fool proof Encore record replayers are
already in use giving perfect satisfaction as well as creating sales for
Our arrangement also allows the dealer a liberal proﬁt.

The ENCORE RECORD REPLAYER

IT"S FOOL PROOF

WARNING!

We own all rights under the Leisenring
patent 1143289. The trade is invited to note
the date of this patent (June 15, 1915) and
to observe that it is the first one filed and
the first one issued based on the use of the
needle itself as a stop for a frietion-driven
repeater of the flat cam type.

None of the competing repeaters now
on the market have been authorized or
licensed under our patent.

Aection has been taken by us in U. S.
District Court in New Jersey to restrain
any infringement of this Leisenring patent
and for accounting for profits and dam-
ages by a contributor to the infringe-
ment now being manufactured in New Jer-
sev and Illinois.

We are determined to enforce our rights
and the trade is warned that anyone en-
gaged in selling any repeater infringing
the Leisenring patent becomes liable to us
for profits and damages.

Retails at $1.00
THE ENCORE REPLAYER ATTRACTS CUSTOMERS

Some territory is still open for both jobbers and dealers. Write to us today and
assure yourself of a holiday supply.

MANUFACTURED BY

ZENITH MANUFACTURING CO,,

-

290-292 Chestnut Street
NEWARK, N. J.

(See Opposite Page)
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three hundred records built in a series of arches.
Walter S. Gray Goes East
Walter S. Gray, the well-known jobber of
talking machine accessories and agent for the
Strand phonograph, has gone to Chicago on a
business trip. He will be back 1o headquarters
here in a few days.
White House Adds Cheney
The \White House, hitherto exclusive Victor
dealer, has just added the Cheney phonograph
to the lines in its talking machine department.
Manager Morton expects a heavy holiday trade
this vear and plans have been made accordingly.

Attractive Edison Display

The Edison Shop on Geary street is featuring
the beautiful Edison William and Mary models
in its show windows. This display is one of
exceptional dignity and simplicity.

Sherman, Clay Changes Add to Efficiency

The wholesale office of the Victor department
of Sherman, Clay & Co. has been rearranged
so as to permit a more logical handling of de-
tailed work. Robert M. Bird, manager, says
the talkine machine dealers of San Francisco
are showing wonderful co-operation in the con-
ducting of the Memory Contest. Miss D. Cross,
of the educational department, is handling the
contest for the dealers and she expects it to be
the most successful yet held. AITl the dealers
report great interest among the pub'ic school
pupils who throng the demonstrating rooms at
the periods when memory records are played.

New Victor Agency

The City of Paris is the latest to take on the
Victor line. in this city. The line was first dis-
plaved on November 1 and will be featured in
tlte holiday campaign. Mr. Storms, department
manager, has made a splendid success of his
department and has the record of making the
City of Paris one of the chief centers for the
retail distribution of Sonora and Columbia
phonographs.

News Gleanings

The mid-month specials of Victor records

have proved a fine business-getter to the Cali-

fornia dealers. This makes two opening days
a month and thus a great many people are
attracted to the store who ordinarily would not
have come more than once. [t is realized that
the dealer who plugs for the sale of records
also sells the most machines and that the dealer
who neglecis to take advantage of every oppor-
tunity to stimulate the sale of records is likely
to find himself playing a poor hand.

The California Phonograph Co. had a large
display at the recent Industrial Exposition in
this city. Many orders for machines were re-
ceived. The regular members of the sales force
took turns in taking charge of the booth.

The display of Sherman, Clay & Co. at the
Industrial Exposition gave due prominence to
Victrolas of the latest models. Frequent demon-
strations of records were given.

The Wiley B. Allen Co. opened a fine new
store at Fresno last month. The old store had
been outgrown and larger and more modern
quarters were needed. In its decorations and
arrangements the new place is ideal.

Talking machine business in Oakland and
other Bay cities has been exceptionally strong
in the last few weeks, a fact which is attributed
to the recent completion of thousands of new
dwellings and to the activity of seasonal in-
dustries.

OUR CONGRATULATIONS, MR. EVANS

The new treasurer of the city of Darien,
Conn., is now Edward G. Evans, of the sales
staff of C. Bruno & Son, Inc, Victor whole-
saler, New York City. As was announced in
a previous issue of The World, Mr. Evans was
nominated for this important office, running on
the Republican ticket. Although the city is
strongly Republican things did not run true
to form. Democrats now occupy most of the
city offices. It 1is, therefore, highly compli-
mentary to Mr. Evans that he ran alead of
his party and was elected treasurer by a sub-
stantial majority.

INCREASED PROSPERITY IN UTAH

Improved Industrial Conditions Insure Better
Prospects in the Talking Machine Field

SaLt LAke City, Utanr, November 6.—The out
look for business in this territory is excellent
Unemployment is practically nil while the two
new steel companies are making active prepara
tions for business. [t is believed that this State
is about 1o embark on an cra of great prosperity.

Win. P°. Berry, of New Orleans, who, as an
nounced some time ago, will be the new man
ager of the talking machine departinent of the
Glen Bros.-Roberts 1’lano Co., succeeding
George A. Bolduc, resigned, is already on the
job. Miss Charlotte Hillstead of the rccord de-
partment has resigned to go to the Pacific
Coast for the Winter.

The Salt Lake Hardware Co. will close its
retail department in the course of two or three
weeks, according to anuouncement by the man-
agement. The company will hereafter devote
all its attention to the wholesale business. The
Main street store has been sold. This firm did
a good talking machine business.

The Daynes-Beebe Music Co. put on a $100,-
0N talking machine sale during the early part
of the month that attracted much attention.

Branch Manager G. C. Spratt, of the Bruns-
wick-Balke-Collender Co., has just returned
front a two weeks' trip through the State of
ldaho, as has R. F. Perry, representative of
the firm, though they did not travel together.
Both report conditions in the Gem State as
much improved. Dealers reported that busi-
ness is much better this Fall than last. The
following new agencies have been opened by
the company in Utah and Idaho: Baring Bros,
Buhl; Ferry Furniture Co, Glen Ferry; Dig-
nanas Drug Store, Arco; Stephens-Harper Drug
Co., Victor, all of Idaho: Manti Music Store
and Heber Drug Co., both of Utah. Mr. Perry
said the demand for the new console model
York is very heavy.

Retails

$3 5.00

Light Weight—
Carries

" Six Records

Meisselbach motor.

dealer.

Some territory available.

IMPORTANT ANNOUNCEMENT

The Zenith Manufacturing Co., manufacturer of the Encore Record Replayer (note opposite
page) is now manufacturing the famous

CIROLA PORTABLE

The Zenith's new factory is turning this product out in larger quantities than ever before.
The Cirola Portable has improved equipment and cabinet of high-class with quality finish.
Liberal discounts to both dealers and jebbers.

The Cirola is durable, compact, with a fine full tone, and in addition has a double spring
Thousands of these machines are in use and with added improvements they
are coming in for even greater popularity. A quick seller with a liberal discount for jobber and

ZENITH MANUFACTURING CO.,

Durable
Compact
Rich Tone

Meisselbach
Double Spring
Motor

U. S. Patents
51,718
122,441
1,208,749
1,264,273
1,302,900
1,667,796

290-292 Chestnut Street
NEWARK, N. J.
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“I&ave updim-my Rogers.Whoovnstvoga-rag-es, All for the love of Mike—
— 1_ /

| A ComicWaltz Song With a Contagious Laugh
HEAR IT NOW!

“You carit $0 wrong
With any FEISTsong”

EDISON TONE TESTS IN FULL SWING

Dealers Appreciative of the Splendid Results
Accomplished in a Sales Way by Edison
Tone Tests—Expect Banner Season

The New Edison tone test season of 1922-3
is now in full swing and all reports that have
come in thus far to the Edison Laboratories
indicate it will be a banner season. A very
large numbeér of letters has been received from
Edison dealers located in every part of the
country. These letters constitute a vervy cn-
thusiastic and potent testimonial to the Edison
artists now on Tone Test tour and to the mer-
chandising value of the Tone Test to the Edison
dealers, from the standpoint of immediately in-
creasing the sale of instruments and Re-crea-
tions. These letters also evidence the fact that
the Tone Tests are as popular as ever with
the music-loving public, as in every case the
attendance has been large, both from the stand-

point of the seating capacity of the concert
halls in which the tests have been given and
the respective population of each city in which
a test has been given. The attendance has
ranged from a minimum of five hundred up to
several thousand and the average attendance
has bcen in cxcess of one thousand.

RESERVATIONS FOR RADIO SHOW

Well-known Radio Manufacturers to Be Repre-
sented at New York Radio Show—Publicity
Campaign Now Under Way

L. S. Byers, executive secretary of the Ameri-
can Radio Exposition Co., New York, which is
sponsoring the radio show to be held in the
Grand Central Palace, New York, from Decem-
ber 21 to 30, stated recently that the following
well-known manufacturers of radio products had
reserved space at this show: Western Electric
Co., Inc.; Radio Corp. of America, C. Brandes,

AUTMATIC STOPS

The simplest and most efficient
Automatic Stop on the market.

484-90 Broome Street

KIRKMAN ENGINEERING CORPORATION

They give excellent
service, are easily in-
stalled and are abso-
lutely guaranteed.

Send 50c. for
Sample Stop

with K-E and Simplex
Circular Record
Cleaners.
Reduced Prices,
Profits.
Write for Particulars

NOW.

Big

Cleaners are now available in
quantities with dealer’s individual
imprint.

New York

Inc.; National Carbon Co., Novo Battery Co.,
Sleeper Radio Co., General Insulate Co., Sound
Wave Corp, Pacent Electric Co.,, Executive
Radio Council, Stromberg-Carlson Mfg Co,
Holtzer-Cabot Co., National Airphone Co,
Clapp-Eastham Co., Hutchison Radio Co., Henry
Hyman & Co., De Forest Radio Tel. & Tel. Co,,
and the Dubilier Condenser Co., Inc.

Mr. Byers also states that in addition to the

twenty-two concerns mentioned herewith nine-

teen more of the principal manufacturers have
made reservations for space. Plans are now
under way for an intensive publicity campaign
in behalf of this show and Mr. Byers is asking
the radio trade to give him any suggestions that
will enable his company to make this show an
outstanding success.

REDECORATING SERVICE A SUCCESS

Gotham Studio Opened by Rudolph Robichek
for Refinishing and Redecorating Talking
Machines Busy With Holiday Orders

Of interest to the trade is the opening last
month at 123 Fifth avenue, New York, of a
studio by Rudolph Robichek for the redecorat-
ing of talking machines for manufacturers and
dealers. This is one of the few enterprises
of this kind in the country, and that a need for
a service of this character exists is evident from
the volume of orders which he has already re-
ceived.

Mr. Robichek is an artist of unquestioned
ability and experience and is considered an
authority on cabinet decoration and finishing.
Special orders for refinishing period models in
new and antique finishes—lacquer, polychrome
and gilding—have been received for the holiday
trade, which will keep the studio working over-
time for some time to come in order to supply
trade needs.

In Europe, particularly in Germany, Mr.
Robichek was the winner of several prizes in
competition for his original work, which created
for him an enviable reputation in the artistic
redecorating field. After some years in this
field he was offered and accepted a professor-
ship in one of the leading art schools of Ger-
many, where he taught voung artists for-an
extended time.

Mr. Robichek’s many friends in the trade are
enthusiastic over the opening of his own studio
in New York and are wishing him every success.

OUITS DRUGS FOR VICTOR LINE

Ureaxa, ItL., November 6.—F. M. Leslie, for
many vears proprietor of a pharmacy here, has
relinquished his drug business to devote his
entire time to the merchandising of Victrolas,
Victor records, sheet music, etc. Several vears
ago Mr. Leslie added a line of Victor machines
and records and this branch of the business
grew so rapidly that he decided it was more
profitable to devote his entire establishment to
it.
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The Widdicomb Sheraton model illustroted is finished in
Red or Antiqgue Mahogony, or Walnut, ond is equipped
with albums for records, outomotic stop and potented
tone control. Widdicomb Phonogrophs

Pyices range from $90 to

loy oll records.
260.

NVESTIGATE the possibilities of the Widdicomb

franchise and you will find that Widdicomb phono-
graphs in period designs have a twofold appeal for dis-
For the Widdicomb is not alone a
musical instrument of unsurpassed tonal beauty and
faithfulness of reproduction, but an article of fine furni-
ture fitted to take its place harmoniously in the most
perfectly appointed home. Write today for catalog and

criminating buyers.

full particulars regarding the Widdicomb franchise.

THE WIDDICOMB FURNITURE COMPANY

Grand Rapids, Michigan

Fine Furniture Designers Since 1865

New York: 105 W. 40th St.

Chicago: 327 S. La Salle St.

]
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PHONOGRAPH
Qhe Aristocrat of Phonographs
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BUFFALQO

Newe Columbia Dealers—Victor
Dealers Elect Officers—O. L.
Neal an Optimist—Edison News

Burraro, N. Y., November 9.—The past month
has been quite an eventful one in the history
of the local Columbia braiich. Manager H. B.
Haring 1s announcing that the E. \W. Edwards
department store and the Braner Music Shoppe,
of this city, have been added to the list of
Columbia dealers. The E. \V. Edwards store is
well known throughout New York, having stores
in Syracuse and Rochester. They have taken
over the H. A. Meldrum store in Buffalo and
have installed a beautiful talking machine de-
partment. The Braner Music Shoppe is con-
trolled by the two famous orchestra leaders of
Buffalo, who recently purchased the Alusic
Shoppe on Main street. A full line of Columbia
Grafonotlas and records have been added and
the shop is now enjoying a splendid business.

The annual meeting of the Victor Talking Ma-
chine Dealers’ Association of Western New
York was held Wednesday of last week in the
salesrooms of the Buffalo Talking Machine Co.,
Victor wholesalers. A representative body of
dealers was present and discussed trade topics
and problems in an informal manner under the
direction of Acting President B. E. Neal. The
annual election of officers was leld and by a
unanimous vote the following were named to
serve the Association during the coming year:
President, Carl Berlin, Seneca street, Buffalo;
vice-president, Charles Kaeppel, Jr., of Kaeppel
Bros., Inc., of Buffalo; secretary, W. B. Herbert,
of the Erion Piano Co., of Buffalo: tieasurer,
Isadore Melzer, of 1. Melzer, Inc.

It was decided to hold meetings of the Asso-
ciation at monthly intervals on the secoad
Wednesday of each month, beginning in No-
vember. The gatherings will probably -take the

form of evening dinners followed by addresses
or entertainiments.

From the remarks of the dealers attending
the meeting it was gathered that Fall business
has developed into what may almost be re-
garded as a real boom. Some of the dealers
reported orders placed by them last July are
still unfilled and said there is a pronounced
shortage of many models of Victor machines.
The record demand was reported to be show-
ing a most gratifying improvement.

Tlte sales of Grafonolas have taken a decided
spurt during the past few weeks. Not for
several years has Grafonola and record business
been in such splendid condition, and the upward
trend continues. Numerous carload sales have
been made to Columbia dealers, but some say
thev have difficuity getting some of the popular
new models. Max Lang, of Olean, was one of
the fortunate ones to get his shipment, which
came by trucks, covered with large banners, an-
nouncing the $17,000 shipment on the way to
Mr. Lang's shop.

Ray Miller and his band of syncopaters, of
international fame, recently appeared in Buffalo
in person, although their achievements in the
musical world have been heard.in hundreds of
Buffalo homes. The engagement was at Lowe's
State Theatre, during the week of October 9.

One of the most unique and most successful
demonstrations of the New Edison was given
at a recital at the_ Twentieth’ Century Club re-
cently, at which Marie Morrisey sang and
Walter Chapman and-Jacques Glockner, pianist
and ‘cellist, plaved in solo, duet and trio work.
The voice and instruments were accompanied
by the New Edison, then the re-created music
continued alore. Any-:skeptics were soon ton-
vinced, for in Miss Morrisey’s initial number her
lips ceased to move but her song- went on.
Slowly it dawned upon the mystified audience
that Miss Morrison was no longer singing,
though her voice came clear and sweet as before.
The audien¢e only knew when she was singing
by the movement of her lips. The tones of the
New Edison were identical with those of the
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year.

The veritable network of shipping facilities which Buffalo
offers to Victor dealers—is the answer why the Buffalo Talking
Machine Co. service is reaching a larger number of dealers each

This is unquestionably a real service which builds long-lasting
friendship with a better and more efficient business for all.

Why not try this service? It will pay you.

BUFFALO TALKING MACHINE CO.

Victor Wholesalers )
BUFFALO, N. Y.
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living artist; it was impossible to detect any
difference. After the applause, following this
exhibition,--AValter Chapman, pianist, and
Jacques Glockner, cellist, shared the stage with
her.. Only by watching them could one tell
when the living artists alone were being heard
and when they plaved in unison with their re-
created art. Press comments were flattering.

The Buffalo Talking Machine Co., Victor
wholesaler in. this city, who caters to upper
New York State Victor trade, is very busy this
month taking care of dealers’ demands for both
machines and records. Sales have been more
than gratifying, so much so that it has now be-
come_a question of getting enough machines of
certain models to satisfy each dealer in the ter-
ritorv. More gratifying has been the demand
for records, which the dealers have been or-
dering in large quantities, so as to have their
stocks complete for the holiday rush. This in-
crease in record business is a welcome turn in
conditions, as during tlre past few months deal-
ers’ stocks have not been replenished in this
respect as well as they might have been. O. L.
Neal, general manager of the company, pre-
dicts that this is a sign of a very prosperous
season and that it indicates that Victor dealers
throughout the State are leaving no .stone un-
turned to reap their share of Victor business
this Winter.

“Qur service to the dealer,” stated Mr. Neal,
“is of the highest caliber, not only in the work
we can do with him in his store, but the
service we render in quick delivery of machines
and records, through the fact that Buffalo is
admirably situated, having many trunk railroad
and steamship lines available for shipping. Our
city forms- practically the center of railroad ac-
tivities for the entire East and parts of the Mid-
dle West, as we are located at an overnight's
ride- in any direction from all large centers in
the territory we cover. Orders which we re-
ceive from dealers-are shipped the same day
and these are delivered in the shortest possible
time, a service which we believe makes a
strong appeal to all Victor dealers. These facts
are substantiated by the gratifying increase
which we have shown in the past few years, and
from all indications this Winter will see one of
the largest businesses we have yet enjoyed.

The John G. Schuler, Inc., music store, 1394
Main street. announces the acquisition to its line
of the New Edison line of phonographs and
Re-creations. E. J. Doherty, who has been asso-
ciated with the Utley Piano Co. the past twelve
years, will have charge of the department.

The Song Shop reports increased sales of
Columbia records, made by Ted Lewis, after a
recent appearance made there by him.

Giovanni Martinelli, tenor, who recently
appeared in concert at ElImwood Music Hall, so
greatly pleased his audience that dealers took
advantage of his appearance and made special
displavs of his records, and report increased
sales of them.

Harry C. Brown, Columbia artist, appeared
recently in Buffalo in the “French Doll,” at the
Majestic Theatre. He was a welcome visitor
at the Buffalo branch. '

Manager Haring is now in New York, making
his headquarters at the Columbia executive
offices.

The following Columbia dealers were in Buf-
falo during the past month: Gust Swanson, of
Jamestown; Mr. Grinel, of McNall & MeceNall,
Albion; J. A. Goldstein, of Niagara Falls; Max
Lang, of Olean, and R. H. Allen, of Ithaca.

Halloween was an incentive for many artistic
display windows and Neal, Clark & Neal can
be given credit as having had an especially
attractive one. Everything in the window caught
the spirit of the event. One of the most attrac-
tive features was a Yictrola don? in Halloween
colors for the display. '

Aileen Stanley, known as “The Phonograph
Girl,” who sings for the Victor records, appeared
in personal recitals in the record.. department of
Neal, Clark & Neal, where she: made a great
many new friends and increasefd sales of her
records are reported. 7
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No Better Tone Instrument

In the World

__PRICE— |
Will Sell Phonographs Today e
And We Have It

Model 551

Mahogany Only Oak or Mahoganuy

Every Player-Tone phonograph is
exceptionally good, with the house
back of it for years.

Player-Tone phonographs are
masterful in their perfection of high
grade cabinet work, exquisitely
finished by skilled workmen, and " s

Model 601
Oak or Mahegany

Rt when you sell one of these perfect
e tone producing instruments, you
prepare the way for another Player-
Tone sale.

The more closely you analyze our
high grade construction, combined
with perfect tone quality, the more
fully will you realize its unqualified
value.

$83.00 % $110.00
Meodel 701 Model 311

Mahegany Only Write us fOI‘ dealeI'S’ discount. Act Oak, Mahogany or Walnut
== quickly.

Player-Tone Talking Machine Co.

Office and Salesrooms

967 Liberty Avenue Pittsburgh, Pa.

$100.0d !

Model B0
Mahogany Onuly | Ly Model 316
Oak or Mahozany

EMERSON
Model 40 s . { EMERSON
All gold equipment, g P A Model 30
with 5 record filing . g 2 All gold equipment, 4
albums,  S150.00 . - g with 5 reeord filing 3
albums, $I33.00

$150.00
Model 901
All Geold Equipment
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MERIT—BUILT IN

The merit of Van Veen equipment is built
in. Surface decoration may beautify, but
cannot make a real hearing room. Even
a fence may be painted to look pleasing
to the eye; don’t make the error of buying
highly decorated fence to serve as sound-

Van Veen patented double construction
hearing rooms combine structural supe-
riority with beauty and dignity of design.
Their efficiency goes below the surface.

The moderate cost of Van Veen equip-
ment places it within the reach of the most

proof hearing rooms.

economical dealer.

A corner of the new Victor department of
Griswold, Richmond & Glock, Meriden, Conn.,
considered one of the finest retail talking
machine warerooms in New England.

Complete equipment on hand ready to ship will give you a month’s business
in the time it takes others to build the job

VAN VEEN & COMPANY, Inc.

Phone i 758 Harlem

413-417 E. 109th St., New York City

Offices and Warerooms

RUDY WIEDOEFT SCORES SUCCESS

Prominent Saxophonist Now a Member of the
Eight Famous Victor Artists

Victor dealers throughout the country have
learned with pleasure that Rudy Wiedoeft,

Rudy Wiedoeft
fa-mous saxophonist, is now a member of the
Eicht Famous Victor Artists. Mr. Wiedoeft has
been appearing with this well-known organiza-

tion since the season opened and has been
achieving phenomenal success. He 1s well
known from coast to coast as one of the fore-
most saxophone players in the country, having
appeared as a vaudeville headliner with several
of the most prominent dance organizations.

In announcing Rudy Wiedoeft’s acquisition to
the staff of the Eight Famous Victor Artists,
P. W, Simon, manager of this organization, has
also advised the trade that Fred Van Eps, well-
known banjoist, is no longer a member of the
“Famous Eight,” as his activities in New York
and vicinity prevent him from making tours for
extended periods.

NEW COMBINATION CABINET

George A. Long Cabinet Co. Announces Radio
and Talking Machine Cabinet—Many Distinc-
tive Features—Well Received by Trade

H. C. Naill, of the George A. Long Cabinet
Co., Hanover, Pa., manufacturer of Long con-
sole and record cabinets, was a visitor to New
York recently, spending quite some time at the
New York Furniture Show. Mr. Naill left for
Jamestown, N. Y., a few days ago, where his
company is represented at the Jamestown Furni-
ture Exposition.

In a chat with The World Mr. Naill called
attention to the fact that the George A. Long
Cabinet Co. had recently produced a combina-
tion radio and talking machine cabinet which
had been received by the trade with Lkeen in-
terest. This cabinet 1s made 1n two styles,
known as numbers 650 and C651. The former
is designed to accommodate the Victrola 6 with

a radio outfit and the latter is designed for a
Columbia Grafonola A2 and radio outfit. This
new cabinet (C651), which i1s shown in the ac-
companying 1llustration, has many distinctive
features which will undoubtedly attract the at-
tention of the trade. Head-sets or a loud

Combination Radio and Talker Cabinet

speaker may be attached to the radio terminals
and the radio chamber i1s large enough to ac-
commodate any radio set seven inches or less
in height. There is also room available for dry
batteries and 1n the cabinet that is shown there
is used a Westinghouse Aeriola receiving set
with a Baldwin loud speaker. Mr. Naill is very
enthusiastic regarding the sales possibilities of
this combination cabinet and good-sized orders

have already been received from the dealers.
—

New Model ““E*’

The General Phonograph Mfg. Co. H

Model *E”
TABLE PHONOGRAPH

The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTITY

Plays All Makes of Records

Write for our Proposition

The General Phonograph Mfg. Co.

Superior Tone Quality

ELYRIA, OHIO
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NEW YORK
TALKING MACHINE ¢

521 West 57 th Street

CHICAGO
TALKING MACHINE G

12 North Michigan Ave

A.D.Geissler

President

UVictor Wholesalers Exclusively
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WEsTERN DivisioN oF THE WorLp, CHicAGo, ILL., Nov. 10, 1922.
OctoBER and early November reports from all the territory which
is ordinarily included within the scope of this department are de-

Economic, cidedly encouraging. Curiously enough, the good
Industrial and | DEWS of brisk business is coming even more from
Commercial the retail than from the wholesale trade. It is

indeed well known that manufacturers are work-

ing overtime and that dealers’ orders are not filled sometimes as
readily as one could wish, simply because they were not placed
well ahead as they might, could and should have been. Mean-
while the country at large continues to display economic, industrial
and commercial improvement. Mid-west business conditions show
up most encouragingly. For instance, there was an increase for
September of twenty millions of dollars over the figures for August
of Chicago bank clearings. At the same time and for the same
period the Chicago Federal Reserve Bank’s loans to member banks
increased by twenty-two millions, while, contrariwise, business fail-
ures were fewer and bettered the 1913 figures for. the same month.
In the same way, consideration of the general business statistics of
the whole country during the opening weeks of the Fall season
show that there is every reason for confidence. Commodity prices
have been very slowly rising and are now on the 1916 level. Busi-
ness failures throughout the nation continue to decline in number,
and bank clearings to increase in magnitude. Considering all the
circumstances, we should rightly rejoice. The sister industry of
piano manufacturing and selling is at the moment facing a situation
which one hardly knows how to characterize. For there is an
actual shortage of manufacturing, due to shortage of help mainly,
whereby many dealers are finding themselves with stocks depleted
and business brisk. This state of things has not been known in
the piano business now for some two years or more and goes to
show once more the invincible strength of the music industries.
The dealer is not using his intelligence when he supposes that the
public demand for music is ever in danger of dying. What we
need is simply good merchandising and intelligence. Even without
much of either we get along surprisingly well.

LITTLE note has been made of the highly interesting fact that the
great music house of Kimball could, if it wished, this year celebrate

- - a sixty-fifth anniversary. Sixty-five years meas-
ls{lft’;)zl:t‘; ures a lengthy space of time, stretching back to
Birthday the days when Chicago was an overgrown village

of muddy streets, wooden sidewalks and frame
buildings. Still, even Chicago is growing old, surely though it

seems slowly. One hundred and ten years have elapsed since the
Fort Dearborn massacre and eighty-five since Chicago obtained her
city charter. Yet that charter was but twenty years old when the
great Kimball house was founded. The Civil War was already,
to the mental vision of the clear-minded, palpably on the horizon
of the future, but no man could have foreseen the fire which came
six years after its close. To-day the Kimball house can boast that
it has gone through three wars as well as one catastrophic fire and
that, like the community which has made it wealthy and powerful
and which it in turn has contributed to make great, it has come out
zll the stronger for its experiences. The number of those who
can still remember the old Crosby Opera House Building on Wash-
ington street where the Kimball store was running at the time of
the fire, is to-day no longer large. One is sometimes tempted to
wonder how far behind her present position Chicago would have
been if the fire had never compelled her to build herself over again
in durable and magnificent form. The extent of material and moral
progress between the old Crosby Building and the magnificent sky-
scraper which to-day stands at the corner of Jackson and Wabash,
with the name Kimball Hall upon its portals, is vast enough; nor
should we be surprised that its scope is measured by the growth
in public taste for music and musical instruments. We talking
machine men are apt to forget sometimes that the music business

is irresistible in its strength, because it is founded on an irresistible
human desire; the desire for that uplift of the spirit which music
best gives. On that foundation the music industries can brave any
storm, as the history of the Kimball house abundantly shows. Now
that the name Kimball is also a phonograph name, the splendor and
the solidity it implies are being reflected in even greater degree and
to an even greater extent into every part of this great country.

As these words are being written preparations are going forward
for the Victor Red Seal Salesmanship school under the auspices

e of t}.1e Putnam—Page Co., Victor distributor at
Seal of - Peoria. The news is not perhaps extremely sur-
Salesmanship prisi.ng, but it affords a text from which to preach

a little, and much needed, sermon on salesmanship.

Perhaps it would be better to say on the lack of salesmanship in
the talking machine business. For if there is any one truth more
obvious than another in respect of the talking machine business it
is the truth expressed in the last nine words of the preceding sen-
tence. Now salesmanship is not a secret process. It may be defined
as the application of intelligence to the work of distribution. Even
the most obvious, the most needed goods are not acquired by the
most of mankind without the intermediation of salesmanship. The
reproduction of music for the home constitutes one of the most
useful and valuable of human developments. No home should be
without it, for no home without it is truly complete. Yet, we all
know that the number of talking machines bears a most inadequate
proportion to the number of families. Why is this? It is not
because the prices are too high. It is because the methods of selling
are poor, unsystematically thought out, opportunist, unscientific.
That is why. Salesmanship should be a professional occupation.
Salesmen should be, nay, must to-day be, trained men and women,
who have undertaken to acquire theoretical and practical
knowledge concerning the goods they have to sell and the behavior
of men and women who are exposed to the selling suggestion. The
crganization of modern society is very complex and the distribution
of goods among the members of this society more and more has to
be systematized. Salesmanship, therefore, is becoming a profession.
Chance must give place to system and luck to science. In the talk-
ing machine trade this is just as much a necessity as it is in the
sale of gilt-edged securities. We welcome the appearance of the
Victor salesmanship school downstate.

AN observant pedestrian discovers a good many things which are
hidden from him who sees but does not observe. The particular
observant individual we have in mind has been

’Irnhqeuiring doing a great deal of observing lately upon our
Reporter city’s thoroughfares and reports many interesting

things. He says, for example, that the amount of
local billboard advertising being done by talking machine manufac-
turers is really very large indeed and that there seems to be more
of it in evidence every day. In his walks and rides around the
city gathering the news of the talking machine trade, he keeps his
eye open for billboard advertising, and very little of it gets past
him. Well, if it be true, as inquiry among those chiefly concerned
seems to indicate, that billboard publicity is effective publicity, this
only confirms the wisdom of those who long ago saw that even the
most refined and beautiful things can be beautifully and effectively
advertised by the billboard. The old-fashioned poster indeed is
giving way to the painting done directly on the wood of the board,
or on a canvas stretched over it. The result is more attractive,
neater, more durable and far more artistic. The Victor name has
long been brought to the attention of the public by such means, and
lately we have noted in ever-increasing numbers cleverly designed
and well-executed pictures of the delights and beauties of Columbia,
Vocalion, Brunswick, Cheney and Starr. The talking machine, like
anything else which pertains to music, affords a splendid subject
for outdoor publicity.
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EDNARD VAN HARLINGEN

WILLIAM BRAID WHITE

EUGENE F. CAREY

ARTHUR E. NEALY A. SNYDER

CHi1caco, IrL, November S.—From all sides we
hear that manufacturers of talking machines
and parts essential to their manufacture are
specially busy. This activity began to manifest
itself something like sixty days ago. About this
time these manufacturers had really got down to
business and took note of a long neglected part
of said business, viz., publicity. Many of them
put their travelers back on the road and fol-
lowed this up with announcements of their
wares. These announcements appeared through-
out the trade press and were also sent through
the mail. Needless to say the results soon be-
came apparent through activities in the fac-
tories.

It had been known for a long time that deal-
ers’ stocks were very low. In fact many dealers
had been buying from hand to mouth for quite
a number of months. They were conserving
their resources because of the chaotic conditions
then existing throughout the country, but which,
for instance, the coal and railroad controversies,
are now to all appearances settled. Business
in general has quit thinking about them. Con-
sequently, the thoughts that had been applied
to the aforementioned controversies are now
being applied to production and sales, so that
trade is going along in a fairly normal manner.

It is customary each year for everyone to
take an inventory of his progress and it is
natural therefore for a trade paper to take an
inventory of the progress of the industry it
serves. After going over the trade situation for
1922 we have discovered several little facts
which should be very interesting to the trade.
We, therefore, are ambitious to say something

regarding at least one or two of them. Per-
haps it will be considered a premature inventory,
since the year is not closed; but even so, please
regard it as at least a part of one which is
worthy of consideration. Here goes: One of
the big faults that formerly prevailed in the
talking machine industry was a lack of stability
throughout the retail end of the industry. This
was due to an apparent laxity on the part of
merchants in regard to their places of business.
For a while, particularly two or three years ago,
dealers in general were doing a tremendous
volume of business, and in this they were quite
content. It was not necessary for them to be
salesmen, nor did they feel it necessary to pay
much attention to the fittings of their stores.
This condition, of course, did not apply to all
dealers, but to quite a number of them. After
the day of order-taking had passed away it was
found that in order to do business not only had
real salesmanship to be instituted, but the ap-
pearance of stores had to be looked after. The
dealer found that to do business he must make
himself a permanent part of his community life.
In order to do this he found it necessary to
establish himself firmly in his community, and
there was only one way to do that. That way
was to show his clientele that he was there to
stay. In order to do this he found it necessary
to look after his equipment. Good equipment
plays a most important part. It creates an air
of prosperity which is highly regarded in every
community—it adds to the comforts of the cus-
tomer and assures him that he is in the hands
of first-class business men who are not only
anxious to sell him, but keep him sold. To-day

our inventory shows us that nearly every dealer
we come across has stabilized himself by in-
vesting anywhere from $1,000 to $25,000 in store
equipment. By virtue of this investment the
talking machine man is regarded as one of the
best assets in his community. He has no
trouble in raising money to-day, throughout
financial circles in his community, and this in
itself spells stability of the highest order.
Talking Machine Store as Radio Outlet
Another thing the talking machine man is
paying quite a bit of attention to lately is radio.
For a long time manufacturers of radio sought
the most logical outlet. After much investiga-
tion and consideration the palm has been handed
to the retail music man. One of the main rea-
sons for this decision has been already gone
over in detail above. Another is to be found
in the close similarity between radio and the
talking machine. It had been thought by a
great many radio manufacturers that the sales
of radio should go to electrical dealers, but this
thought is being abandoned for several reasons,
e.g., the talking machine man has a larger in-
vestment than the electrical dealer; likewise,
the sale of radio depends on service, which the
talking machine man is able to give better than
the electrical dealer can. Then again, the elec-
trical man is a technical man. He knows elec-
tricity, or is supposed to. Radio-telephony is
now regarded not as simply electrical, but as a
form of electro-magnetism, in regard to which
much less is known. Therefore the electrical
dealer with his electrical knowledge is too
prone to go into technicalities and neglect to
(Continued on page 102)
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talk on subjects which will cause the buyer to
make a purchase. Thc average retail talking
machinc man knows comparatively little of the
technicalities of clectricity and he therefore
must talk upon music in the home and the cn-
joyment to be derived from radio. This, by
virtue of his long association with a trade which
is selling music, enables him to get right down
under the hide of his prospect and make a cus-
tomer of him. Then again, when a comparison
of the electrical dealer and music man 1s made,
we find that the wmusic man knows how to
handle a piece of merchandise that is sold on
the deferred payment plan much better than the
electrical dealer does. This is essential, because
if anyone cares to take note he will see that
the larger institutions marketing radio are put-
ting out sets carrying retail prices which neces-
sitate deferred payments.

Suminarizing the whole situation we find then
that talking machine dealers want high price
radio outfits and nearly everyone of these dealers
is taking them on, whereas, in the electrical
field we find more and more indifference to
radio, at least in a musical way, from day to
day. We feel, therefore, and have every reason
for so feeling, that ere long the music man will
be considered the principal outlet for high-grade
completed sets and the electrical man, because
of his technicalities and his love for them, will
be an outlet for parts rather than complete
units,

Sonora Distributor Changed in Chicago

Van Houten & Zoon, who for several years
were wlolesale distributors for the Sonora
Phonograph Co. in this city, have discontinued
their activities in the talking machine business
and have returned to their original enterprise,
namely, the distribution of cocoa. They have
accordingly closed their Chicago headquarters
and returned to New York City.

The wholesale Sonora business has been
turned over to a new distributor known as the
Sonora Phonograph Co., Inc., of Illinois. The

Lhead of this new concern is A. R. Rodway, of
the A. R. Rodway Co.,, Inc, New York City,
broker and wholesaler of groceries. Mr. Rod-
way is president and general manager.

L. Golder, who was assistant sales manager
of the Sonora branch of Van Houten & Zoon's
Chicago offices, is now sales manager of the
Sonora Phonograph Co., Inc., of Illinois, and
J. E. Corcoran, formerly of Van Houten & Zoon,
is now assistant secretary and treasurer of the
new concern.

The Sonora Phonograph Co., of Illinois, will
maintain its present headquarters at 720 South
Michigan avenue and will also maintain the
warerooms formerly occupied by Van Houten
& Zoon. The showrooms at this address are
cquipped purposely for the benefit of Sonora
retail dealers. Wholesale business only will be
carried on at this place.

The territory that the new organization will
cover will be the River towns of the State of
Towa and the entire State of Illinois. A com-
prehensive advertising campaign featuring the
Sonora is now being carried on in the local
newspapers of this territory.

A Visitor From Calumet

Lucas Hermann, of the firm of Hermann
Brothers, of Calumet, Mich., paid the Chicago
branch of the Columbia Co. a visit the early
part of the week. “Conditions are much im-
proved in the Copper Country,” said Mr. Her-
mann, “and we are preparing for an unusually
large Fall and Holiday business.”

Dog Days in Chicago

The most (in some ways) spectacular parade
cver seen in Chicago was held on Saturday,
October 14. It was the parade of the unpedi-
greed canines and their owners. You see, it
was this way. One of the local papers has been
working up interest in “Kids and Their Dogs,”
and so got up the show of hounds of low
degree. Kids and dogs of every kind and de-
scription were in the procession, including
canines who possess the loudest barks, the

longest tails, the homeliest faces, the prettiest
cyes, ctc. The parade itself was onc of the
biggest hits of the season and an observer for
The \Vorld could only see one man in line who
took advantage of the advertising possibilities
of the event. This man offered the use of his
Stutz roadster as a means of conveying some
of the officials who made the award in the dog
contest. His scheme was very novel. The
\World representative was unfortunate in not
securing the gentleman’s name, but he had
mounted on top of the radiator of his car one
of the familiar little Victor dogs with a sign
hanging below it, “His Master’s Voice.” We
immortalize the famous cvent, not for the pur-
pose of giving any particular dealer a boost,
but to call the attention of the trade to the pos-
sibilities that offer themselves almost daily for
“tie-up” purposes, from the most unlikely
directions.
Victor Delivery Bags

The Chicago Talking Machine Co. reports
splendid results from the campaign recently
launched in behalf of Victor delivery bags. The
response from dealers has been far greater than
anticipated. These delivery bags are of paper
and come in ten and twelve-inch sizes. There
are illustrations on the front in four designs,
which include scenes from operas, as well as
Victor advertisements. Space is left at the bot-
tom of the illustration for a three-line imprint.
The quality of these bags is typically Victor and
they constitute a kind of advertisement calcu-
lated to stimulate any dealer’s business. .

Enlarge Talker Department

For the second time in a year H. L. Freed-
man, manager of the talking machine depart-
ment of W. A. Wieboldt & Co., has found it
necessary to enlarge his space. The department
has now been moved to the third floor of the
big building at Milwaukee avenue and Paulina
strecet and has added a considerable number of
listening rooms. This department is probably
the largest of its kind in the West Side business
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district and from present indications will soon
rank among our biggest talker departments.
-~ Now Have Twelve Booths

The Lincoln Talking Machine Shop, at 3100
Lincoln avenue, which handles the Sonora and
Brunswick machines and Brunswick records, has
recently added to its equipment several new
liearing rooms, as well as larger counter space.
This concern can now boast of twelve booths.
Besides the first floor this concern recently
added the basement of the building to its sell-
ing space, and this is now equipped in a most
modern fashion with all the up-to-date immprove-
ments necessary for the sale of records and
talking machines.

Increases Capitalization

The capitalization of Ray-Di-Co Organization,
which was incorporated in May, 1922, under the
laws of the State of Illinois with a capital of
$100,000 common stock, has been increased to
$250,000. The new capitalization calls for 1,500
shares at a par value of $100.

The Ray-Di-Co Organization, Inc., is the out-
come of a consolidation between two pioneer
firms in the radio business, viz.,, the Ray-Di-Co
Organization and Hawthorne & Co. All of the
assets of these two firms, including their good-
will, their registered trade marks, etc., were
acquired by the Ray-Di-Co Organization, Inc.,
several months ago. This business began in a
small way about two vears ago and its products
are said now to be handled bv some 900 dealers.
A. R. Campbell in Charge of Radio Department

A. R. Campbell, a young man. widely known
in the commercial field, has been appointed man-
ager of the retail radio department of the Cable
Piano Co. Mr. Campbell is well versed in radio,
having gained his knowledge while in the United
States Navy. The department looked after by
Mr. Campbell makes a specialty of Zenith re-
ceiving sets, manufactured by the Chicago Radio
Laboratory.

Featuring Fletcher-Wickes Line in Canada

At the headquarters of Fletcher-\Wickes, Inc.,

at 6 East Lake street, the representative of
The World was shown some exceptionally
clever advertising copy written around the
Fletcher reproducer by the McLagan Phono-
graph Corp.,, Ltd., whose head office is in Strat-
ford, Ontario, Can. The copy is enclosed in a
pen-sketched border, showing two singers, a
man and a woman. Iimediately between the
two heads is a drawing of the Fletcher repro-
ducer. The drawing shows the nouths of botli
singers open in a natural manner and it will
be seen on close inspection that this natural
contour of the lips simulates a hexagon. The
established shape of the Fletcher reproducer is
hexagonal also. The connection is obvious.

The text matter then goes on to tell how it
remained for Elmer Fletcher, an American
genius, after many years of patient experiment,
to discover the principles now embodied in the
Fletcher reproducer. Mr. Fletcher abandoned
the accepted ideas relative to reproducers and
proceeded along new and radical lines. During
his experiments he discovered that high or
soprano notes are made in the center of the
diaphragm of the reproducer and the low or
bass notes are imade nearer the edge. Con-
tinuing the experiment he found that six sound
openings placed at certain positions behind the
diaphragm provide proper spacing and correct
control of all ranges of humman voices and musi-
cal instruments.

Pushing the Starr Line

The Chicago office of the Starr Piano Co.,
manufacturer of the Starr phonograph and Gen-
nett records, has a specially fine display of the
latest Starr models at the local Wabash avenue
warerooms. Sales are_quite brisk and anticipa-
tions are that November and Deceinber deliv-
eries of Starr phonographs and Gennett records
will far exceed the deliveries made during the
same months of last year. This augurs well
for the local branch, as everyone connected
with this institution firmly believes that tlie
coming season will be the biggest ever. The

console type has proved itself a very good seller
and although cousiderable difficulty was rnet
with in securing enough of these beautiful in-
struments to care for the demand some tiinc
ago, it is believed that increased deliveries will
enable the local branch to take care of its
coming Holiday trade.
Edison Phonographs Selling Fast

Retail Edison business is going at a fast pace,
so they say, at the new Knabe Edison Shop
on \Wabash avenue. Rctail sales are well beyond
anticipations. The big seller is the baby consol
at $175, which is making Edison history in this
territorv. Edison records are showing an im-
mense increase in sales, due to the fact that
Edison is getting out the newest Inusic very
speedily. This policy is giving a great impetus
to record sales and indirectly is greatly stimu-
lating the sales of Edison phonographs.

Increases Force to Supply Demand

The United Mfg. & Distributing Co., of this
city, recently incrcased its force of workmen
and at present is turning out.unprecedented
quantities of the well-known United motor. In
recent publicity the United Mfg. & Distributing
Co. has heralded its product in a very novel
way by asking the trade to think of the anachro-
nism, “Beau Bruminel, In Squeaky Shoes.” Now,
of course, no one familiar with the social life of
that bygone and very interesting personage
could conceive him wearing squeaky shoes. This
little bit of publicity is causing many manu-
facturers to think of their best instruments as
Beau Brummels and to get rid of their squeaky
motors. All manufacturers know that to-day
talking machines equipped with noisy, wabbly
or squeaky motors are very objectionable in
the home, and are therefore paying more atten-
tion to the climination of these faults than ever
before.

Sonora Dealers Meet in Conference

Seventy-five Sonora dealers from all over

Chicago and vicinity met on the first of Novem-
(Continued on page 104)
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ber for a luncheon in the Florentine room of
the Congress Hotel. It was the first real meet-
ing that the Sonora dealers have had in quite
a while and was, in fact, the initial get-together
meeting of the new Sonora Phonograph Co.
Inc., of Illinois. It was the means of personally
introducing the new officers of the aforemen-
tioned concern to the Sonora dealers of Chi-
cago. The chairman of the occasion was L.
Golder, sales manager of the Phonograph Co,,
Inc., of Illinois, who, after a few introductory
remarks, introduced A. R. Rodway, president of
the new company. Mr. Rodway told of his en-
thusiasm as regards Sonora phonographs and
gave details as to the immense amount of busi-
ness being done in New York City and through-
out the East.

He could not see why Chicago, with its won-
derful territory, cannot compare with any other
big city, insofar as Sonora business is concerned.
Mr. Rodway also spoke in a sort of historical
way relative to the founding of the Sonora Co.
and its success. The success of growing institu-

tions depends on the ability of the men behind
them, both wholesale and retail. It also depends
upon the policies of the institutions marketing
the product and the qualities of the product.
Mr. Rodway’s talk was quite interesting and
aroused the hearty approval of all those present,
who assured him that every possible co-opera-
tion will be his, and that 1923 will be a banner
year in Chicago and the rest of the territory
looked after by the company, of which he is
president.

The keynote of Sonora’s 1923 business will
continue to be the best possible quality of mer-
chandise, according to Frank J. Coupe, general
sales manager of the Sonora Phonograph Co.,
who went into details concerning the company’s
endeavors and ambitions to make their 1923
merchandise of even better quality than obtains
to-day. “The goods of to-day will stand up in
competition with those of any other company
and are never found wanting,” he said. “We are
doing our best even to surpass our present
quality record.” He called attention to the fact

instruments—not machines.

were sold.
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that the holiday rush was keeping the Sonora
factories working overtime, but even at that
there is bound to be a shortage of these instru-
ments. “Sonora recommends good competition,”
he continued, and in closing he congratulated
Sonora dealers on their good fortune of secur-
ing such high-grade men as now associated with
the new Illinois Co. for business co-operators.

Co-operation between dealer and distributor
was the keynote of an impromptu talk given by
C. W. Keith, of the Long Island Phonograph
Co,, of Brooklyn. The immense amount of busi-
ness this concern is doing in the East is at-
tributed to a combination hard to beat and
composed of two important factors, viz., su-
perior goods and real co-operation. These will
withstand the onslaught of any competition and
win in the end. Mr. Keith warned his listeners
to beware of cheap advertising; for example,
dollar down and dollar a week advertising. This
is ruinous to any establishment, as it cheapens
the article that is offered for sale. When a man
cheapens his merchandise he only invites for
himself greater labor with less results.

The meeting was very successful. During
the luncheon the guests were entertained with
music and high-class vaudeville acts. The table
was arranged around three sides of the room
and the space within was decorated with palms
and artistically set off with the entire line
of Sonora instruments, which were placed effec-
tively on display. At the close of the meeting
Chairman Golder announced that all authorized
Sonora dealers in this territory will be presented
with claborate Sonora dealer certificates framed
and ready to be hung up in the dealer’s place of
business. It was also announced that all Sonora
advertising during the present campaign will
carry the names and addresses of all authorized
Sonora dealers

Ben Wood on Business Trip
Ben Wood, general manager of West Phono,
Inc, left on the first of the month for a trip
which will take him through the Eastern and
Southeastern States. The purpose of this trip
is to establish jobbers for the Orpheum portable
talking machines which his company is making.

Peter Nees Elected Orotone President

The first of the month the board of directors
of the Orotone Co. called a meeting of its
officers to take action to fill the vacancy caused
by the recent death of Louis K. Scottford, presi-
dent of the Orotone Co. An election of officers
followed the meeting and Peter Nees was duly
elected president and the other officers were
re-elected. William Tures remains secretary,
with Leigh Hunt, treasurer and general man-
ager. Mr. Tures, who was one of the founders
of this organization, will devote a great amount
of his time to traveling throughout the country
calling on manufacturers of talking machines,
as well as jobbers and retailers who handle the
well-known Orotone-Edison attachments. Mr.
Tures is a recognized authority on tone-arm
and sound box construction and the purpose of
his visit to the trade will be to familiarize it
with the various methods utilized in tone re-
producing. The Orotone Co. is ‘meeting with
great success in the development of its busi-
ness and the demand for its product is a tribute
to its worth.

New Cheney Store Opens

One of the latest entrants into talking ma-
chine circles of Chicago is the Thomas Piano
Co., which recently opened its second store at
4338 Milwaukee avenue. The formal opening
was attended by a large number of visitors, who
enjoyed the excellent program especially pre-
pared for the occasion. Music was furnished
by the Seese Jazz Band.

This new store, besides a line of pianos, makes
a specialty of Cheney talking machines. It is
one of the most beautifully decorated stores
on Chicago’s North Side and its paneled walls
are artistically decorated. The lighting effects
are very beautiful and the furnishings are of

(Continued on page 106)
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a kind that create a homelike air throughout
the store. One of the features of their dis-
play was a $1,200 Cheney instrument of Oriental
design.

\W. B. Thomas, the cnergetic and enterprising
young man who heads this concern, conducts
another retail music store at 4326 Mlilwaukee
avenue, wherein he carries a full line of sheet
music and small goods.

Sonora Advertising Campaign

The nation-wide advertising campaign, which
was recently launched by the Sonora Phono-
graph Co, Inc., of New York City, is beginning
to make itself felt in the Chicago terri-
tory. Sonora advertisements of various sizes
have recently been appearing in the Chicago
American, Chicago Daily News and the Tribune,
whose combined daily circulation reaches some-
thing like one million and a half. It is esti-
mated that the combined total circulation of
all of the newspapers throughout the country
which are carrving Sonora advertisements is
15.000,000 daily.

The Sonora Phonograph Co.,, of Illinois,
which recently took over the wholesale Sonora
distribution in this section when the firm of Van
Houten & Zoon retired, has tied up with this
big Sornora publicity campaign and is mailing
many hundreds of leaflets, broadsides and dealer
helps to prospects throughout the territory. The

new institution is doing everything it can to

stimulate Sorora activities throughout the river

towns of Iowa and the entire State of Illinois.
The Up-town Chicago Exposition

Every year the business men of the North
Side get together and hold what is known as
the Up-town Chicago Exposition. This is gen-
crally held in the Broadway Armory on the
North Side. The exposition this year was
opened on October 16 with addresses by Edward
E. Gore, president of the Chicago Association
of Commerce; Loren Miller, president of the
Exposition Association, and Mayor William
Hale Thompson. The exposition lasted for one
week and attracted crowds from all parts of
the city. Music was the big feature of the
cntire show and quite a number of North Side
dealers took adwvantage and exhibited their
goods.

The Fenton Music Co., of 4736 North Racine
avenue, had a very attractive display of Victor
talking machines, as well as Kranich & Bach
pianos. The Victor display was highly artistic
and the coloring and lighting schemes accen-
tuated its beauty.

A. M. Bensinger, head of the Brunswick
Phonograph Shop, 4732 Broadway, had a very
attractive line of Brunswick models on display,
and exploited Brunswick records to very good
advantage. The shop controlled by Mr. Ben-
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singer claims to be the oldest Brunswick shop
in the country, Mr. Bensinger being, it is said,
the first dealer to sign a Brunswick contract.
Another Brunswick exhibit was given under the
auspices of the Devon Music Co., whose place
of business is at 1560 Devon avenue. This con-
cern imade a special feature of Brunswick De
Luxe console models.

Enlarge Victor Department

The Hartman Furniture Co., of Chicago,
which operates branch stores throughout the
city, has just completed the work of enlarging
the Victor department at the Sixty-third street
branch. This branch is near Halsted street, the
center of business activities in the big Engle-
wood district of Chicago. The enlargement con-
sists of five additional audition rooms, a large
record rack, counters, etc. Manager Goldsmith,
who supervises the entire store, is elated with
the amount of Victor business his branch is
doing, and believes that before long it will be
necessary for him again to enlarge his Victor
departinent.

Another Shop Opens

S. D. Selverstrom is the name of the pro-
prietor of the talking machine shop which re-
cently opened its doors to the public at 656
East Seventy-fifth street, Chicago. The new
store is known as the Music Box and carries
a comprehensive line of high-grade talking ma-
chines, namely, Aeolian, Vocalion and Columbia.
The first equipment consists of demonstration
rooms and a large record department, all of
which were fitted out by the Unit Construction
Co. in a most attractive way.

Across the Lake

News comes from Ann Arbor, Alich., that
Harvey Stofflet has opened up an exclusive
Brunswick shop in the McNichol Arcade. The
new shop, which has been Unico’d throughout
with six audition booths, record racks, lights,
fans and trade stimulators, is known as the
Stofflet Phonograph Shop.

First Phonograph Exclusivist

The Chicago office of The Talking Machine
World has just received an announcement from
St. Louis which tells of the opening of the new
talking machine department of Trorlicht-Dunker
Co., of that city. The departinent occupies a
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brand new store and is the only exclusive talk-
ing machine store in the down-town district of
St. Louis. Victor and Brunswick machines and
records are handled by this institution. R. M.
Clucas, who manages this new store, is very
warm in his praise for the efficiency and busi-
ress-like manner in which W. D. Montgomery,
Chicago manager of the Unit Construction Co.,
fitted out the place. The treatment is typically
Unico, conceived in white ivory, and consists
of five audition rooms and nine machine rooms,
arranged artistically along the sides of the store.
There is also a forty-foot record rack and
counter. The lobby of the store is treated in
Unico Adam design. The Unit organization
made record time in providing this equipment.
Shipment was made complete four days after
receipt of order.
Important New Brunswick Artists

The advance list of Brunswick December records,
which was released on November 15, contains some
very interesting news regarding the activities
of the record division of the Brunswick-Balke-
Collender Co. This list contains the first rec-
ords made by several artists, who, although new
to the Brunswick catalog, are widely known to
the public.

They are John Barclay, baritone; Joseph C.
Smith and his orchestra, and Arnold Johnson
and his orchestra. John Barclay is an English-
man who came to this country last Summer.

the United States.
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This sales promotion idea is worth thousands of dollars to
It attracts thousands of people who buy other things as well as
Write for details about this plan. i

do not handle Wallace Reducing Records you are losing big and easy profits.
Send your order for one of the unit shipments listed below and get started.

Retail Price $15.00

Discounts to Dealers as Follows

WALLACE INSTITUTE

630 South Wabash Avenue,

In the meantime, if you

In Lots of 12 Sets—$8.55 each
In Lots of 100 Sets—$7.50 each

CHICAGO
WINNIPEG, CANADA

Arnold Jolmson and His Orchestra

He has made appearances with the Mendelssohn
Choir of Toronto, the Philadelphia Orchestra,
the Philharmonic Orchestra of New York and
the Cleveland Symphony. Mr. Barclay is now
making his second American tour. He is the
originator of the famous ‘“Barnstormers,” that
picturesque group of British singers and actors,
who, during the war, accompanied the British
armies during battle. Mr. Barclay was a cap-
tain in a London Territorial regiment and led

the "Barnstormers” with General Allenby’s
army through the Holy Land.

The Arnold Johnson orchestra is at present
playing at Petham Heath Inn in New York.
Mr. Johnson, several ycars ago, was director
of the orchestra at Tait's famnous café in San
Francisco. He was also at Nat Goodwin’s in
Los Angeles, the Green Mill Gardens in Chicago
and the Cafe de Paris in New York City. Last
season Mr. Johnson assembled a noteworthy
organization of famous musicians from all over
the country. His orchestra played during the
Winter season at Miami, Fla.

Joseph C. Smith and his orchestra constitute
a well-known musical organization which for
the past eight years has been playing in and
about the city of New York. Most of this time
e has been indissolubly associatcd with the
famous Plaza Hotel, New York City. It is
understood that this famous orchestra will re-

“SUPERFLAKE”’ GRAPHITE
SPRING LUBRICANT

FOR PHONOGRAPH MOTORS

A carefully prepared lubricant containing GRAPHITE of the finest quality
Will not get hard, become rancid or leak

PACKED IN TUBES, CANS and BARRELS for JOBBERS, DEALERS and MANUFACTURERS

Department J

SPECIAL GRAPHITE FOR RECORD MANUFACTURERS

We are prepared to fill your orders, large or small, and can make prompt shipments

Write department ‘‘J" for quotations on your requirements

Superior Flake Graphite Co.
General Offices: 76 West Monroe St.,, CHICAGO

Warehouse in Chicago

cord exclusively for the Brunswick institution.

Another exclusive Brunswick organization
whose records will be released in January is
the Ukrainian Chorus, which received a tremcn
dous ovation upon its appearance here at
Orchestra Hall on October 30. Among the
artists are Mine. Nina Koshetz, soprano of the
Moscow Opera; Mme. Oda Slobodskaja, so-
prano of the Petrograd Opera; Mme. Nadia
Platinova, Russian folklore interpreter; Nicholaj
Stember, accompanist, and the conductor, Alex-
ander Koshetz. Madame Koshetz sang last sea-
son with the Chicago Opera Co. and has ap-
peared with the Boston, Philadelphia, Cleveland,
Detroit and Minneapolis orchestras. Madame
Slobodskaja was with the Imperial Opera of
Petrograd up to ten months ago, where for over
four years she sang leading dramatic soprano
roles. Since leaving Petrograd she has given
four recitals in Berlin to capacity audiences in
the Beethoven Salle, where she received un-
usual praise from press and public.

J. J. Davin Returns from Pacific Coast Trip

J. J. (Jim) Davin, secretary of the Reincke-
Ellis Co., of this city, returned recently from a
trip to the Pacific Coast, during the course of
which he attended the national convention of
the Intermountain Victor Dealers’ Association,
held at Salt Lake City, Utah, under the auspices
of the John Elliott Clark Co., Victor distribu-
tor. En route to the Coast Mr. Davin visited
Kansas City and Denver and in San Francisco
spent some time with Robert Bird, who was
recently appointed manager of the Victor
wholesale division of Sherman, Clay & Co.

In a chat with The World Mr. Davin stated
that in Los Angeles and in the other Coast
cities he found the finest Victor store fronts
that he has ever seen in any part of the coun-
try, and he talks from an experience that in-
cludes a visit to every large trade center from
coast to coast, The Platt Music Co., of Los An-
geles, has opened up a new store which Mr
Davin believes is the last word in Victor in-
stallation and which would be a credit to the
Fifth avenue shops in New York. Regarding
business Mr. Davin stated that it is brisker on
the Pacific Coast than in any part of the coun-
try he has visited this year and that the dealers
are preparing for the best Fall and holiday
trade.in history.

“Aladdin’s Lamp” Arouses Enthusiasm

The Lakeside Supply Co. aroused considerable

(Continned on page 108)
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interest during the recent radio show when it
cxhibited its latest innovation—a combination
radio rcceiving set and talking machine. The
new mstrument is enclosed in a handsome elec-
tric table lamp. The radio receiver contains
four tubes, one bcing the detector unit and the
other three being audio frequency-radio fre-
quency units. Stations withir a radius of one
thousand miles have been easily picked up. The
wave length is adjustable from 200 to 600
meters. The radio elciment of the instrument
is composed entircly of Crosley parts. The talk-
ing machine part is very compact and arranged
so that the amplifying horn of the talking ma-
chine may be used as a loud-speaker for the
radio

On several occasions during the radio show
the “Aladdin Lamp,” as it has been christened
by Lakeside, was used for broadcasting pur-
poses, for which it is remarkably well adapted
on account of its compactness.

Plans Extensive Trip

W. D. Montgomery, manager of the Unit
Construction Co., Chicago branch, left Chicago
on the first of the month for an extensive trip,
which will bring him into personal contact with
nearly every dealer located in the large towns
throughout his territory. The trip will last a
month or more, and its purpose is personally
to call the dealer’s attcntion to the fact that
there will bc an advance in Unico prices on
January 1. The trip is in line with the Unit
Construction Co.’s policy of giving dealers every
advantage of prevailing prices.

A Minneapolis Visitor

A representative of the Foster & Waldo Co,
of Minneapolis. who was reccntly in Chicago,
stated that this company will throw opcn the
doors of its greatly enlarged store to the public
on or about November 15. This concern, which
is one of the oldest and best-estab'ished music
houses in the Central Northwest, has been in
business for sixty-four years and in the year
1919 sold over $650,000 worth of talking ma-

complete assortment

present-day motors.

and motors.

INCORPORATED UNDER THE
LAWS OF ILLINOIS

;__.._z "

Standard Talking Machine Co.
United Talking Maehine Co.
#armony Talking Machine Ca.
O°Neifl. James Co.

Aretino Co.

Repair Parts

For All and Every Motor
That Was Ever Manufactured

We can supply any part. The largest and most

United States—on hand, for old, obsolete and
If your order cannot be
filled from stock, we will make it up special.

Special prices on main springs, governor
springs, micas, repair parts, motors, tone arms,
steel needles, etc., in quantity lots.

Expert repairing on all makes of phonographs

e = Pl | 2
SUCCESSORS - TOLEH ?ng‘M 1

I'a.llzing' Mackine Supgplies, Ete,

227-229 W. WASHINGTON ST., CHICAGO, ILL.
Branch: 2957 Gratiot Ave., Detroit, Mick.,

repair parts—in the

TRADE maRK
‘CONsSOLA"

CAULE ADDBESS
CONSOLA™

s,

chines retail. The line carried by this great
institution is very comprehensive and embraces
Victor, Edison, Cheney and Sonora. The store
is on Nicollet avenue. The talking machine
department was formerly on the third floor of
the building occupied in its entirety by Foster
& Waldo, but the recent remodeling which was
carried on brings the talking machine dcpart-
meut to the first floor. The job of remodeling

this store amounted to something over $15,000
and was handled by the Unit Construction Co.
through its Chicago branch. There are now
thirteen audition rooms, fifty feet of counter
space and a record rack with a capacity of
50,000 records. The treatment is in ivory and
steel blue, known to the trade as Unichrome.
The offices are now located on a balcony on
the first floor, reached by a grand central stair-

The BEST tone, the GREATEST volume, the CLEAREST

WANT:
DO YOU ® THE RECORD? Then you want the BLOOD Arm. IT

enunciation, the ARM that will bring out ALL THAT IS IN

POSSESSES. ACTUAL TESTS HAVE PROVEN THAT
INSURE YOUR SUCCESS IN THE PHONOGRAPH FIELD.

BLOOD TONE ARM CO.

KEEP AHEAD OF THE CROWD by dealing with a concern that has set the HIGHEST STANDARD EVER ATTAINED
IN TONE ARMS. SUCH A CONCERN IS ALWAYS STRIVING FOR BETTERMENT. HONEST EFFORT COUPLED
WITH A SCIENTIFIC KNOWLEDGE OF SOUND TRANSMISSION IS BOUND TO PRODUCE RESULTS. OUR BUSI-
NESS TODAY IS PROOF OF THIS FACT. GET IN LINE. WE CAN TAKE CARE OF YOU,

Free Samples for Test

HAS REAL IMPROVEMENTS THAT NO OTHER ARM
IT HAS NO EQUAL.

326 River St., Chicago

IMPROVEMENT IS GOING TO
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way located in the rear. The entire scheme
was designed and executed by W. D. Mont-
gomery, of Unico.
New Unyversal Album

The Unyversal Utylyty Unyts Co. has just
announced a new record album which it is get-
ting ready for the trade. The album is of a
solid wood, one-piece construction back, which
has five dove-tailed grooves running its entire

New Record Album
Into these grooves are set twin pocket

length.
unit leaves. At the center of these leaves is a
scoring between the two pockets and upon this
scoring is laid the filler which may be of vari-
ous materials, but preferably wire. The leaves
arc then folded around the wire at the point
of scoring and are most easily slipped into the
unit back grooves exactly as a dove-tailed joint
is utilized in furniture construction. The re-
sult is an instantly and readily removable leaf
—a flexibly formed hinge and union.
Some More Remodeling

The Barker & Sullivan Drug Co., of Rochelle,
I1l, has recently had its place of business com-
pletely Unico’d with new booths, record racks
and counters. This enlargement is temporary,
as the concern expects to open an exclusive
talking machine shop in the near future. Barker
& Sullivan handle the Brunswick line of talking
machines and records.

Dealers Must Be on Guard

Every once in a while one runs across a pack-
age of fibre needles in a dealer’s store which are
not made in America. Whenever The Talking
Machine World hears of a thing like this it has-
tens to call the trades’s attention to the fact, in
order that it may be on the lookout, the reason
being that fiber needles not made in America
are questionable. There is only one original fibre
needle, viz.,, the Hall, which was originated and
patented not onlyin the United States, but in for-
eign countries, by Frederick B. Hall a number
of years ago. This needle represents many
years of experience in tone development. Manu-
facturers in foreign countries have attempted
on several occasions to unload spurious fiber
needles on the market, but have always failed
to do so beczuce the trade in general has always
recognized the superiority and originality of the
Hall fiber needle.

Vitanola in New Home

The Vitanola Talking Machine Co., which re-
cently moved from its Cicero headquarters to
its big plant at Saginaw, Mich., announces this
month that all departments are working at top
speed in an effort to take care of holiday orders
that are pouring in. Reports indicate that
orders are coming in about three times the
limit of the present capacity and it is believed
that this condition will continue to exist for at
least five or six months.

To Open New Store

A. Schlesinger, one of the most successful
Columbia dealers in Chicago, will open his new
store in this city in the near future. He will
carry pianos, although the main end of his
business will be Grafonolas and records.

Vocalion Publicity Brings Results

Somewhere in the neighborhood 126 enthu-
siastic Vocalion dealers are reaping the bene-
fits derived from the recent billboard campaign
which was instituted here by the local Aeolian

FROM OUR CHICAGO HEADQUARTERS— (Continued from page 108)

branch, of which H. B. Leavy is manager. The
158 billboards, carrying 24-sheet posters, are
scattered throughout Chicago and thousands of
passers-by are being influenced to take interest
in the Vocalion product. From present indica-
tions the coming holiday season will well re-
ward the local Vocalion dealers, who anticipate
great sales, not only of Vocalion talking ma-
chines, but Vocalion Red records as well.
Cheney “Resonator” Out

The November issue of the Cheney Reso-
nator, published by the Cheney Talking Ma-
chine Co., in the interest of its dealers, has just
been issued. Like previous numbers, this
issue contains interesting and constructive
articles, not only beneficial to the Cheney deal-
ers, but also to salesmen and the trade in
general.

Special attention is called to an article by
Prof. Forrest Cheney, entitled “Refining the
Phonograph Ear—How the Cheney Takes Its
Place as a New Educational Factor in Trans-

mitting the World’s Great Musical Recor

Why John McKenna Is Optimistic

John McKenna, manager of the Chicago
branch of the Columbia Graphophone ( )
returned from an extended trip throughout the
territory with a growing report of the prosp
tive Fall business situation. “Conditions h
improved wonderfully and to-day are the best
we have had in two years,” remarked Mr. Mc
Kenna. “Activities among the dealers tend to
substantiate the general opinion that the Grafo-
nola business will be the biggest we've ever had.
The supply on several types is already ex-
hausted and it is problematical if the demand
for some of the models can be filled.”

Wallace Windows Pay
Quite a number of Chicago dealers are tak-
ing advantage of the demonstration possibilities
offered themn by the Wallace institute through-
out the Loop. Several stores have given over
their display windows to Wallace records with
(Continued on page 110)
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A Xmas Gift De Luxe

THE IMPROVED GEER REPEATER

Finished exquisitely in guaranteed
genuine gold plate and packed at your
option in beautiful Xmas boxes of
holly and poinsettia design—retailing
at only $1.50—the regular price. |
Place your orders now to be sure of
prompt delivery and cash in on this

WALBERT MFG. CO.

925-41 Wrightwood Ave.

New Price $1.50

Chicago, 1I. ,
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GET YOUR CHRISTMAS NUMBERS

Gennett Records

“The Difference is in the Tone”

NOWwW

G. KUNDE

Wisconsin Distributor

GENNETT RECORDS

Importer and Distributor of

HOMOKORD RECORDS

344 E. Water St., Milwaukee, Wis.
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LOUD!!!
For Dancing and Band
Records

MEDIUM!!!

(The Original Tonofone)
For Voice and Instrumental

Records

BOTH ARE

dJonofone

The Needle With A Flexil

Sufficient volume is now attain-
able with a quality only
TONOFONE can give by the
new loud Tonofone. And at the
same price and same construc-

tion, but LOUD.

TONOFONE alone gives out
all that is in the record. This is
because of its famous flexible
resilient non-scratching point—
an exclusive feature of

66 99

the best needle value ever
offered the trade.

Write for samples and particu-
lars—{free.

THE TONOFONE COMPANY

110 So. Wabash Ave., CHICAGO, ILL.

Inventors and Sole Makers

e i

live models who actually demonstrate how to
“get thin to music.” The Wallace Institute has
been supplying high-class demonstrators to all
its accounts. These demonstrators when seen
at work in the windows never fail to attract
the crowd, and cause the buyers to come in and
make purchases. All dealers who have taken
advantage of these demonstrators are record-
ing that they are wonderful trade stimulators
Make Recordings in Chicago

An expedition was sent from New York to
the Chicago branch of the Columbia Grapho-
phone Co. to make recordings of Al Jolson,
Frank Westphal, Paul Biese and several other
stars plaving in or about Chicago. Some of the
finest recordings ever produced were turned out.

A. ]J. Kunde Visits Chicago

A. ]. Kunde, of A. J. Kunde, of Milwaukee,
Wis., distributor for Starr phonographs and
Gennett records in Wisconsin and the Upper
Michigan Peninsula, was in Chicago last week
and announced that he hLas been appointed
agent for the Starr pianos for this territory.
Mr. Kunde has made a recent trip through
Wisconsin and savs that he found business
very favorable to what it had been in the
months past. "l found that the old stocks of
talking machines and records are fast being
consumed,” said Mr. Kunde, “and the dealers
are ordering for the holiday business. Every-
body is of an optimistic state of mind and they
are all looking forward to a very normal Fall.”
Mr. Kunde feels as a result of this trip there
is going to be a very live Fall, not only for talk-
ing machines and records, but for Starr pianos.

Lyon & Healy Radio Activities

Probably one of the most complete retail
radio stores in Chicago is that which was re-
cently opened by Lyon & Healy in their big
building at Jackson boulevard and Wabash ave-
nue. The news of the opening was carried in
these columns several months ago, but at the
time we were unable to show the illustrations
of the interior which we now give. Counter
displays worthy of special note, designed to
fit the needs of radio customers and show off
radio goods to the best advantage, can be seen.
These. bear a very attractive and complete array
of accessories for parts. Special demonstra-

tion booths are installed, where the customer
may test out the various sets before purchasing.
Daily concerts are given in the big Lyon &

View of Lyon & Healy’s Radio Department

Healy concert hall, whence a wire leads over to
the KYW broadcasting station. Because of this
feature a radio purchaser may actually hear the

Radiopera Outfit

various artists as they are singing into the
transmitting instrument and then he may step
into the demonstration booths and hear these
actual voices as they are sent out from the
broadcasting stations and picked up on receiv-
ing sets. One of the most attractive instru-
ments handled by Lyon & Healy is their
Radiopera outfit, shown in the accompanying

Don’t Guess
How Fast
Your
Turntable Is
Traveling

ROTOMETER

Use the
Lakeside
Rotometer
and Know

Full size, Gun Metal Finish—A device for testing the speed of your turn-table is as indis-
pensable on your phonograph as the speedometer on your automobile.
Every Owner of i Phonograph Should Own One. Retail Price $1.25, write for discounts.

LAKESIDE SUPPLY COMPANY’ 339 So. Wabash Ave., Chicugo. 11
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will benefit you.

306 So. Wabash Ave.

W W IKINMUBALIL GO, SERVICE

OKJ\, Records

The Record of Quality

Wherever you are, our reliable and friendly service

W. W. KIMBALL CO., Wholesale Distributors

Kimball Bldg. Chicago

This is the time to make rapid
turnover and quick profits.

We have the records, latest “hits”;
the best sellers.

Immediate attention to your needs.
Knowledge of selling conditions.
Prompt shipments.

FROM OUR CHICAGO HEADQUARTERS—(Continued from page 110)

illustration. This is a complete radio installa-
tion enclosed under a specially designed cabi-
net. The set contains a Westinghouse R. C.
receiver, \Vestern Electric Co. detector, battery
charges, etc.

A disappearing door permits passage of the
sound waves of the horn of the loud speaker.
Panel doors, both in front and in back, give
easy access to all parts of the radio apparatus
and facilitate adjustment of wire connections.

Use Glass Model for Cheney Exhibit

The Chenev department of Marshall Field &
Co. is using for demonstration purposes one
of the miost interesting talking machines that
have ever been seen in the Western trade. The
instrument is none other than a Cheney Art
Model, the casing of which is built of triple-
plate glass, with ail of the metal parts heavily
gold-plated. This elaborate machine is given a
prominent place in the center of the talking ma-
chine department, with the purpose of showing

a prospective buyer exactly how the working
parts of tlie Cheney instruments are disposed.
It is a perfect working instrument and any

Unique Cheney Exhibit in Glass
record can be played on it. It has precisely
the same tonal quality as a regular instrument.

\When a prospect wants to know soimme of the
constructional features of the Cheney instru-
ment the salesman makes use of this glass
model and thus easily explains everything to the
satisfaction of the inquirer.
Real Talking Machine Fans

A visitor to the Chicago office of The Talking
Machine World recently left behind him a clip-
ping from the San Francisco Exanmiiner, which
seems to show that the talking machine men
of Chicago must be putting talking machines in
every home in that town. The text is as fol-
lows: “More than half of the punctures brought
to a local tire house are declared to be caused
by phonograph needles. The needles pass
through the casing and prick tiny holes in the
tube, causing slow leaks. The needles become
imbedded in the casing and are hard to find.

“The only explanation is that the people un-
knowingly sweep the needles from their homes
and passing cars pick them up.”

THE
ORO-TONE
This Arm is

adjustable in
length from 8
to 914 inches,
and adjustable
in height up to
34 inch.

Extremely sen-
sitive b a 11
bearing swing
or arc.

first standards.

CUNCERT REPRODUCER

\ Produces a deep, rich tone
quality with great carrying
power and splendid defini-
tion

THE ORO-TONE COMPANY

THE ORO-TONE O-1

THE ORO-TONE 0-G CONCERT ARM
With Angle Throw Back Iinprovement

ya The Last Word in Scientific Tone Arm Reproducer Construction

If you are in the market for a tone arm combination that has splendid eye value, that is perfect in operation, that produces a power-
ful, deep rich tone quality, that will give continuous service free from complaints, you will be interested in a personal inspection and
demonstration of this concert equipment which we are offering at a price that we believe will appeal to you in connection with quality

DESCRIPTION

No. 16, base; No. 15, large elbow; No. 5, adjustable length extension; No. 6-9, floating throw-back elbow; M, height adjustment screw;
L, single ball bearing; S, fixed stud in large elbow; E, stop screw for swing or arc of arm, also hold base to large elbow; C, length ad-
justment screw; H, assembly screw for No. 4 telescoping extension and 6-9 throw-back elbow; I, hard fibre washer to insure perfect joint
alignment and prevent shake or rattle; G, lock screw to prevent assembly screw (H) from working loose.

MAY WE SEND SAMPLE ON APPROVAL AND QUOTE PRICES?

1010 George St., Chicago, IlI.
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Excel Phonograph Mig. Co.

400-412 W. Erie Street

CHICAGO
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finished in Ma-
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vents warping.

Circular and

Style 70

Prices on Request

Style 16

Adams Improv-
ed record filing
system made in
five sizes. Sold
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filing system.
Sold in Walnut,
Mahogany,
Fumed or Gold-
en Oak finishes.

Style S
Large 3.-Spring Motor

Capacity 100 Records

Carries 10 Records

Powerful Reproducer
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MEETING CHANGING CONDITIONS WITH NEW METHODS

E. P. Van Harlingen Tells How Harry Schlau Moved Stock and Interested the Public in His Store
When Others Were Cultivating Pessimism—Constructive Views on Radio

Trade is looking up; there is no doubt about
that. However, there are certain problems con-
fronting general business, also specific problems
confronting the music industry. All this is rec-
ognized by the thinkers in this trade. Leaders
in the industry are of the opinion that these
problems present no insuperable difficulties, but
will be successfully overcome by the man who
keeps his head and if need be meets changing
conditions with new methods. One of the few
big “complete music stores” in Chicago is that
of the Harry A, Schlau Co., 3234-38 Lawrence
avenue, some miles from the Loop, but probably
the finest store of its kind outside the Loop.

It is recognized as ' such by all who see it. Mr.
Schlau is not only a successful piano, talking
machine and general music man, but is a man
of affairs. He has built up a successful busi-
ness in a relatively short time, and now occupies
his own building in the heart of Albany Park,
as that district of the city is known. He is
president of the Albany Park Merchants’ Asso-
ciation, director of the neighborhood bank,
owner of the neighborhood paper and several
other things. He is a man whom dull times
fail to “buffalo.” He is not a blind optimist,
but thrives on difficulties. During this last
Summer, which has not been a period of un-

exampled prosperity, he did some notable things.

As an instance of his aggressive methods he
put three intelligent women out last Summer
to act as canvassers and give away small
bottles of piano and talking machine polish.
They called at the homes, presented a bottle
of polish, told the recipient how to use it, said

it was given with the compliments of Mr

Schlau and that he was interested in knowing
how they were fixed in the musical line. They
readily gave the required information. As a
result of these women’s labors, reports on 4,000
homes were secured, including what musical in-
struments were owned, those who were without
music in the home, etc. A number of sales
have already been made as the result of this
survey and the store’s card index is as live a
prospect list as can be found anywhere. These
prospects are being carefully and regularly fol-

The

his window.

Operated by a “Tru-time”
Efficiency Motor.

CAPITOL

Music--Light--Beauly
Fit for the Drawing Room of a King

Sold from Manufacturer to Dealer direct.

In Illinois alone 19 dealers adopted our new “‘Sales and
Financing™ plan during the month of September.

One Dealer, in a City of 43,000 population, had over 500 people
in his store the first night he put the CAPITOL on display in

Plays all makes
of records.

Priced $135.00 to $250.00—Six Models

Made and Distributed by

BURNS-POLLOCK ELEC. MFG. CO.
INDIANA HARBOR, IND.

Established 1907

|

DIMENSIONS

HEIGHT 27" 3
DIAMETER OF SHADE 20"
SPREAD OF FEET 16!

Sales Office:
Room 300, Republic Bldg.
CHICAGO, ILL.
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lowed up with personal letters and direct-by-
mail literature.

Mr. Schlau’s activities are not confined to his
neighborhood. He has solicitors throughout the
city and they also invade the agricultural dis-
tricts of Cook and adjoining counties. He be-
lieves that no store can depend for success on
the sale of pianos and talking machines in its
immediate neighborhood and also that the
greatest market in musical instruments in Amer-
ica to-day, and the least developed mmarket, is
to be found among the farmers.

Mr. Schlau has profound convictions regard-
ing the radio proposition as applied in the music
field. He sees in broadcasting a positive stim-
ulus for the sale of musical instruments and
particularly of talking machine records. He
thinks that considerable advancement will have
to be made before broadcasting becomes an ab-
solute success. He thinks, for instance, that
much the same care and scientific study must

be given to grouping of instruments as is ex-
pended in record laboratories in order to get
proper ensemblc effects. Considerable harm has
been done the industry temporarily by selling
outfits of limited range to people in isolated
districts. Studies of local conditions must be
made and only instruments sold in a district
which are adapted to the listening range of that
district.

Suppose a man hears a famous artist through
the radio. Perhaps his neighbor says, “That’s
beautiful, I wish I could hear it again.” “Well,”
comes the reply, “I guess she won’t sing it over
again for vou on thc radio, but I’ve got a record
of that very voice and that very number at
home. You can buy one and hear it as often
as you like.” Or one becomes infatuated with
a voice from hearing it once and wants to hear
that same voice in other numbers. The result is
increased sales of records, and if he hasn’t got
a talking machine he is pretty likely to buy one.

Things like this happen all the time. A group
of young people are sitting around listening
to a radjo concert. “Hot Lips” or “Three
o'Clock in the Morning” coincs syncopating
via radio. One of thc boys grabs a gi
and they go one-stepping around the roon
“That certainly is thc stuff”” someone says.
They are simply crazy when thc thing stop
They can't turn it on again as they can a record,
possibly played by the same instrumental or-
ganization which did the broadcasting.

“Better conditions are being created right
now,” said Mr. Schlau. “I cannot agree for
a minute with anyone who thinks that radio
is going to hurt the talking machine business.
While I know my views will be questioned by
many I believe that ultimately the great talking
machine companies will arrange for the broad
casting of the voices of the exclusive artists in
order to stimulate the sale of the records of
these artists.”

CHICAGO RADIO SHOW SUCCESSEl_JL

Display Was One of Nation’s Best—'Exposition‘

Lasted Eight Days

CHicaco, ILL.,, November 6.—The Chicago Radio
Show, the first ever endorsed by the National
Radio Chamber of Commerce and the radio
division of the National Electric Manufacturers,
which closed on October 21, proved to be one
of the largest trade expositions ever held in
this city. When the doors of the Coliseum
were thrown open to the public on October 14
practically every large manufacturer of radio
apparatus was represented. It was, so to speak,
the first time the manufacturer had ever taken
the opportunity to mect the jobber, dealer and
public at the same time. It was a great get-
together convention for all persons interested in
radio. Dealers, jobbers and radio fans from
all over the Middle West were present and
meetings of the more important committees of
the National Radio Chamber of Commerce were
held at the same time. Throughout the entire
week everyone was entertained by an elaborate
musical program. There was a society night,
a ladies’ ball, children’s afternoon and other
features. All told, the show was a success from
one end to the other and the “bugbears,” viz,
the loud speaker elements, which caused so
much bother during other shows throughout the
country, were handled in a very diplomatic and
pleasing way, and there was no terrific din of
squawks and squeals. At the beginning no one
could figure out how this particular bit of
business could be handled, but through the in-
genuity of both U. J. Hermann, managing direc-
tor, and Jas. F. Kerr, manager, everything came
off in ship-shape manner and everyone was
satisfied.

Among the exhibitors were the following:
Precision Equipment Co., Cincinnati, O., manu-
facturers of Ace radio products; Electrical Re-
search Laboratory of Chicago, Earla parts;
American Hard Rubber Co., New York, Radion
hard rubber insulating mctal; Allen-Bradley
Co., Milwaukee, Bradleyometers; Metric Metal
Works, Erie, Pa., parts; Illinois Radio Engineer-
ing Co., broadcasting radio equipment; Federal
Telephone & Telegraph Co., Buffalo, combina-
tion receiving and amplifying sets; The Benson
Co., Chicago, radio phone receivers; New York
Coil Co., radio frequency, amplification; Illinois
Radio Engineering Co., radio frequency, tuners,
detectors, etc.; American Radio & Research
Corp., complete Amrad line; Collin B. Kennedy
Corp., St. Louis, radio receiving equipment;
Harmony Mfg. Co., radio frequency receivers;
Pacent Electric Co., New York, radio essen-
tials; Clearstone Radio Co., short wave tuners,
detectors and two-stage amplifiers; The Dayton
Fan & Motor Co., variometers, etc.; Cook Elec-
tric Co., protective devices; Lyradion Mfg. Co.,
full line of Lyradion instruments, including
elaborate art console inodels and Seabrook am-

(Continued on page 114)
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Kimball Phonographs

a complete line; variety
of designs in Console
and Upright types;
wide range of prices;
reliability of product;
play all records; visible
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TONE.

W.W. KIMBALL CO.

Established 1857

Kimball Hall, 306 S. Wabash Ave.
CHICAGO

Manufacturers of Phonographs, Pianos,
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of OKeh Records
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ORDER NOW
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no other.
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Kimball Phonographs Play ALL

Let them
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CHICAGO RADIO SHOW SUCCESSFUL
(Continued from page 113)

plifying horn; The Worklite Mig. Co., Cleve-
land, loud speakers and radio parts; Cunning-
ham-Forrest-Remler, a combined exhibit of Cun-
ningham tubes, Remler radio apparatus and
Forrest radio products; New York Coil Co., Inc.,
New York, variocuple-variometers and other
radio parts; The Winkler-Reichman Co., Chi-
cago, loud-speaking Thorophone receivers; The
Automatic Electrical Devices Co., Cincinnati,
home chargers; Crosley Mfg. Co., Cincinnati,
radio frequency amplifiers and parts; Burgess
Battery Co., Madison, Wis., batteries; Jewell
Electrical Instrument Co., complete line of radio
apparatus, such as rheostats and lightning ar-
resters; C. Brandes, Inc.,, New York City, head
sets; De Forest Radio Telephone & Telegraph
Co., Jersey City, De Forest receiving sets and
other high-grade material; A, H. Greve & Co,,
Inc., regenerative receivers, amplifiers, detector-
amplifier units; E. D. Mfg. Co., Philadelphia,
loop antennae and receiving apparatus; Frank
A. D. Andrea & Co,, F. A. D. A. line; Chicago
Radio Laboratory, Zenith Del.uxe models
which combine several types of three-circuit
regenerative receivers of unique construction
and design; The Kellog Switchboard & Supply
Co., a full line of radio equipment; The Bristol
Co., Waterbury, Conn., audiophone loud-speak-
ing units; Cruver Mfg. Co., Chicago, radio in-
struments, such as detector and two-stage am-
plifier units; Walbert Mfg. Co., univerniers.

The great Claire Duc, soprano and exclusive
Brunswick artist, is again scoring in opera.

OGDEN EQUIPMENT ORDERS BOOM

Orders for Demonstration Rooms, Record
Racks, Counters, etc.,, Keep Ogden Sectional
Cabinet Co. Working to Capacity

Ly~xcHBURG, VA, November 2.—Although the
Ogden Sectional Cabinet Co., of this city, has
only marketed its talking machine wareroom
cquipment, consisting of demonstration rooms,
record racks, counters, etc., for a short period
of time, the plant of the company is very busy.
J. B. Ogden, president of the company, states
that this end of the business has now compelled
them to put on expert workmen as fast as they
can be secured in order to keep abreast with
orders. He stated that the September announce-
ment which appeared in The Talking Machine
World created considerable interest in the
equipment from jobbers in general, and orders
have been coming in very satisfactorily.

A large demand is also reported for the stands
for portables and table models. Mr. Ogden at-
tributes this increasing demand to the desire
on the part of a large number of owners of
portable models to use them in conjunction with
stands during the Winter months. This would
also apply to owners of table models as well.
Another contributing feature of their increasing
sales, Mr. Ogden believes, is their desirability
as holiday gifts to friends. A large amount of
new wareroom equipment being installed has
also had its effect in the increased demand for
service tables for demonstration rooms. The
entire line, including the sectional record cabi-
nets, is going big and Mr. Ogden is very en-
thusiastic and optimistic over the future.

THE
NEW

MAY
WE
SEND
SAMPLE!
ON
APPROVAL?

The above prices include this very
essential and attractive needle cup
case. Substantial and durable ma-
hogany color leatherette. Fitted
with gun metal finish needle cups
as shown. Just what every Edison
phonograph requires for needles
and to hold either reproducer when
the same is not in use. These cases
will be supplied separately at 25c.
each, less the usual discount.

ORO-TONE

CONCERT EDISON EQUIPMENT

N 0. 2' E- Co

TSN,

You and Your Customers will be Delighted with the Deep, Powerful Tone Quality
Operated with the raising and lowering lever the same as the regular Edison reproducer.
Retail price—Highest grade nickel plate...
Retail price—Highest grade gold plate.....

B PR O P S ST s S R Phap 0 0 0060000 q 9.25
Usual Discount to Dealers

Order Your Sample To-day—It Will Be Sent on Approval
17=~ Send for Folder Showing Wireless Equipment

THE ORO-TONE CO.

Mannfactnrers of Highest Grade Phonograph and Wireless Eqnipment
1000 to 1010 George Street, Chicago, Ills,

Our A A A Quality
India Ruby Mica

DIAPHRAGMS

Are, without doubt, the finest Diaphragms
manufactured.

Samples and Prices on Request

WILLIAM BRAND & CO.

27 East 22nd Street New York City

Telephone, Ashland 7868

PRAISE VIOLIN SPRUCE REPRODUCER

Scientific American Refers to Its Use in Broad-
casting—Twenty-six Dealers in Cleveland
Commend It—Attractive Literature Sent Out

CLeveLaNp, Q. November 8—The Diaphragm
Co., of this city, manufacturer of the Violin
Spruce reproducer, is meeting with very pleas-
ing success in the introduction of this repro-
ducer to the trade throughout the country. Al-
though the company only began the actual sale
of its reproducer the early part of September,
it has already established itself in many of the
leading trade centers and in Cleveland has won
cxceptional popularity. A recent advertisement
in Cleveland newspapers featured the Violin
Spruce reproducer over the signatures of
twenty-six of the leading talking machine deal-
crs in this city, all of whom are handling this
reproducer and are enthusiastic regarding its
sales possibilities.

Paul H. Bradley, manager of the Diaphragm
Co., has been an important factor in the sales
and publicity policies of the company. Under
his direction attractive literature has been pre-
pared and the dealers have been furnished with
every possible means of co-operation. The com-
pany has shipped its reproducer broadcast
throughout the United States on a ten days’
trial basis, and from a total of 600 reproducers
shipped to music lovers on this basis less than
twenty were returned. In the majority of these
returns the reproducers had been damaged in
transit and new ones were accepted by the con-
signees.

The Violin Spruce reproducer was the sub-
ject of a very interesting article in the Novem-
ber issue of the Scientific American and the re-
producer was also tested on a special talking
machine constructed for Cleveland’'s wireless
broadcasting station. The results from the use
of this reproducer were so satisfactory that it
is now being used for all concerts transmitted
from this broadcasting station.

The Diaphragm Co. manufactures different
models of its reproducers for the various types
of tone arms and in order to co-operate prop-
erly with Edison dealers has designed a re-
producer for playing lateral cut records on the
Edison Diamond Disc phonograph.

USES CLEVER AND ORIGINAL SIGN

Missouri Concern Adopts Railroad Crossing
Sign for Advertising Purposes

St. Louis, Mo., November 6.—The West Frank-
fort Housefurnishing Co., of West Frankfort,
Mo., has adopted a clever sign, the originality
of which has made a strong appeal to news-
paper columnists as well as to the public at
large. The sign is placed at the railroad cross-
ings and bears a large skull and crossbones at
the top. Underneath the text reads: “Railroad
Crossing. Beware. Drive Slowly or We May
I.ose a Customer.”

SELLS ENTIRE CARUSO CATALOG

John D. O'Malley, of Root's, Victor dealer in
Terre Haute, Ind., recently had the pleasure of
selling to one customer every Caruso recor(‘i
in the catalog, including all duets, trios, quar-
tets, etc., in which Mr. Caruso sang.

Bl o i SRS e S
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Business Better But Uneven—Dealers Branching Out in All De-
partments of the Industry—>Many Add New Lines—QOther N ews

NEw OrLeans, LA, November 7.—Business has
not been quite up to expectations during the
past month in the downtown retail music stores,
although information from the country trade
and the wholesale departinents here indicates a
tendency toward better business. Sales mana-
gers for the Southern districts have had very
good results all through the past month. The
Columbia country dealers are stressing advertis-
ing in their town papers, while the Edison
agents are taking advantage of the State and
Interstate fairs. The Victor dealers are steadily
forging ahead, but are being held in check
somewhat by a scarcity of goods.

Many New Edison Accounts

W. W. Twigg, sales manager for the Edison
Co., reports the opening of many new agencies
through Louisiana and along the Gulf coast.
Among them is P. H. Rodrigue, who is
handling the Edison in Pascagoula and who
is now going to open an exclusive Edison shop
in Biloxi, Miss. He plans to serve the entire
Gulf coast by truck. Mr. Rodrigue has a rep-
utation of being a thorough canvasser and is a
firm believer in advertising, and these policies
have successfully built up his fine business.
Another Edison agency was secured in Abbe-
ville with the Bourque Furniture Co. At Oak-
dale, La., Dr. M. G. Hargrave, with the assistance
of Roy Clark, has opened up an Edison agency.

Look Forward to Special Victor Release

The local Victor dealers are looking forward
to the release on November 18 of the record,
“I Wish I Could Shimmy Like My Sister
Kate,” played by the Virginians, but written
by A. J. Piron, a local negro, director of the
popular band playing at Tranchinas, a famous
surburban restaurant. This record will be a
special release and is expected to go over big.

Many of Dwyer Force Ill

At the Dwyer Piano Co. illness has been play-
ing havoc with the sales force. Both Mr.
Allen, manager of the Victrola department, and
Mr. Fried, manager of the piano department,
have been ill. Activity of other members of
the force has been curtailed for this reason.

Edison Exhibit at Shreveport Fair

Mr. Twigg has just returned from the Shreve-
port Fair where the Edison was the only phono-
graph having an exclusive exhibit. The Booth
- Furniture Co. featured period Edison consoles
and many sales resulted from this exhibit.

C. K. Mansfield a Local Visitor

C. K. Mansfield, Edison agent at Mansfield,
a good sized town located in the center of the
oil district, was a visitor at Edison headquar-
ters here recently and reported a big increase
in his October business over September. He is
enthusiastic over the outlook for the Winter.

Diamond Disc Shop Adds to Staff

J. L. Billet, manager of the Diamond Disc
Shop, has added two new men to his sales
force and a truck for his repair mian. Shortage
of stock has been the main difficulty in supply-
ing the Edison demand, according to Mr. Billet.
The Chippendale and baby console models are
being sold as fast as they arrive.

Fine Business at Philip Werlein, Ltd.

Philip Werlein, Ltd.,, seems to be the one
bright light in the retail line. Mr. Rosenbaum
reports business good, better than last month.
Sales have shown no let-up within the past
thirty days, according to Mr. Rosenbaum. Rec-
ord sales also have been excellent and it was
found necessary to add another young lady to
the sales force. That lady is Miss Thelma
Kellier.

Remodeling New Columbia Headquarters

The new Columbia headquarters on North
Peters street are being reinodeled and the work
is rapidly nearing completion.

Mr. Sparrow, general manager, has just re-
turned from a trip through Southern territory,

where he has been putting forth a number of
sales plans for the Christmas season.

New Columbia Dealers

At El Dorado Max Shilling has found the
Columbia line so profitable that he is opening
an exclusive Columbia store. Other new deal-
ers just placed are R. T. Wallace, Tchula, Miss.;
J. M. North, Wayside, La., and Sackler Furni-
ture Co., Hattiesburg, Miss. Conditions in south-
west Louisiana and east Texas, Mr. Sparrow
reported, are unusually good.

Columbia Activities

The Columbia district sales conference of all
salesmen in the Atlanta, New Orleans and Dal-
las territories is to be held here the present

week., Robert Porter, field sales manager, will
be present to outline the next year’s plans.

George Hopkins, general sales manager of the
Columbia Co., was a visitor here recently. He
addressed the salesmen of this district, present-
ing plans for this year as well as outlining plans
for 1923.

Oswald Arrow, chief accountant, and Mrs.
James Leitch, assistant bookkeeper, have just
been added to the Columbia office force.

Victor Displays at Fairs

Victor dealers have been very active at the
State Fairs. Particularly at the New Iberia and
the Alexandria Fairs. Fine Victor displays re-
sulted in the sale of many machines. “His
Master’'s Voice” was also at Donaldsonville,
Florida parish, Southwest Louisiana, Mississippi
State and Mississippi-Alabama Interstate Fairs.

The Sonora Shop is the name of a new talk-
ing machine establishment opened by James J.
Mead and W. J. Simpson at 20 West Sixth
street, St. Paul, Minn.

your set at home.

Sa lzsfi; Yursef

Q/{SK any reliable Radio Dealer to

demonstrate the Music Master on
The severest test leaves

no doubt of perfection.

TheMusICMASTER

RADIO

AMPLIFIER
TRUE TONE AT LAST!

Music Master Horn Con-
quers “Screech” and “Snarl”’
and “Howl” and makes
listening a joy !

JOBBERS--DEALERS

Sample Horn shipped to responsible
members of the Radio or Phonograph
trade with full privilege of return.

Prices and full details on request.

Fits any set, no extra batteries or cur-
rent needed, makes headsets useless. Every-
body can listen to any program. Speech or
music—both are heard through the Music
Master, each tone and emphasis is exact.

Fourteen-inch Aperture (Home Model)

$35.00.

Twenty-one inch (concert, dancing, etc.)

$45.00.

Send us the dealer’s name so that we
can be sure that he is supplied with a
Music Master to show you.

‘“‘GERACO” LINE

Includes everything of tested merit in
Radio apparatus and supplies.

Write for prices and literature.

The Geraco Phonograph Attachment
makes your Victor or Columbia an ex-
cellent loud speaker for Radio.
Interchangeable With Sound Box, $10.

The General Radio Corporation
Walter L. Eckhardt, President
Makers and Distributars af High-Grade Radio Apparatus
624-628 Market Street, Philadelphia
806 Penn Avenue, Pittsburgh

DISTRIBUTORS FOR
Okeh Records, Strand Phonographs and Gold Seal Record Repeaters
in Pennsylvania, Southern New Jersey, Maryland, Delaware,
District of Columbia, Virginia, West Virginia
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NEW MUSIC HOUSE IN MEMPHIS

Henry Witzman, Formerly of E. Witzman
Piano Co., Organizes New Music House With
L. M. Stuber as Partner and Sales Manager

MempHIS, TENN., November 6.—Henry Witz-
man, formerly of the old E. Witzman Piano Co.,
which operated for years throughout the South,
together with L. M. Stuber, also connected with
the same company, has organized Witzman-
Stuber, Inc., and opened an exclusive music
house in this city, featuring among other lines
Brunswick phonographs and records.

A. J. HARTER BUYS FINE STORE

AvLt0o0NA, PA, November 7.—Andrew J. Harter,
one of the veterans in the music business in
this section of the State, who has been in busi-
ness for more than a quarter of a century, re-
cently moved from his old quarters at 1435
Eleventh avenue to a large three-story modern
building at 913 Chestnut avenue which he has

and Brass for

REPRODUCERS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS { TURNTABLES | Stylus Bars
TONE ARMS Grey Iron %%)ggigﬁgMEs Screw Machine Parts

HORNS and THROATS

Direct Quantity Importations On {PHONOGRAPH NEEDLES

D. R. DOCTOROW

Talking Machine Hardware
JEWEL and STEEL (Bulk or Packed)

GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East gond Street, New York
Tel. Vanderbilt 5462
Murray Hill 800

purchased. The interior has been fitted to the
needs of the music business and contains all
the latest devices, including sound-proof booths,
record racks, etc. The Edison line is featured
on the main floor.

A discharge in bankruptcy has been granted
Daniel S. Rogers individually, and The Song
Shop, of Jamestown, N. Y., operated by him.

quest.

Widener Bldg.

Victor Talking Machine Co.

Declares

6 007%

Stock Dividend

I recommend Victor Stock
as a sound investment that
should steadily increase in
market value.

Full information upon re-

FRED. W. KNIGHT

INVESTMENT SECURITIES

PHILADELPHIA

NEW PLANT TO TURN OUT “KODISK”

Metal Recording Disc Co. Secures New York
Factory—“Kodisk” Sales Increase

The Metal Recording Disc Co., manufacturer
and distributor of “Kodisk,” a metal record for
recording and reproducing in the home, reports
that the demand for this little record has been
far beyond expectations, and at the present time
it is being sold by talking machine dealers
throughout the country. Dealers handling the
“Kodisk” are very enthusiastic ‘and report brisk
sales.

In order to better handle the large amount of
business on hand and also the expected increase
this Winter the company has found it neces-
sary to acquire an additional plant in New York
City where “Kodisk” will be manufactured. This
plant will be known as the New York City
plant, the other factory being in Plainfield, N. J.,
where “Kodisk” has been manufactured here-
tofore. The new plant will be located at 227
West Sixty-first street, a few blocks away from
the company offices at Fifty-seventh street.

NEW BOOK ON “RADIO RECEPTION”

Harry J. Marx and Adrian Van Muffling Col-
laborate in Production of Timely Volume
Published by G. P. Putnam’s Sons

“Radio Reception” is the title of a timely
volume just issued by G. P. Putnam’s Sons,
New York, which presents a comprehensive
explanation of the principles of radio telephony
and methods of radio reception. The volume
is by Harry J. Marx, technical editor of tlhe
Radio Digest, and Adrian Van Muffling, con-
sulting engineer. The text is illustrated by over
ninety pictures and thirty-eight diagrams, suffi-
ciently simple to be understandable by the
amateur.

TEGO RECORD BRUSH LIKED

Big Sales Campaign in Rochester Disposes of
10,000—Reaching for National Support

Rocuester, N. Y., November 6.—The Sturgis
Novelty Co., manufacturer of the Tego brush,
which automatically cleans the record of dust
while playving, reports that its business during
the past two months has been exceptionally
good. This brush has been distributed in a
short time in many cities throughout the coun-
try, and talking machine dealers are very en-
thusiastic about it and report a lively demand
from their customers. Recently, in the city of
Rochester, the company carried on an extensive
selling campaign which disposed of over 10,000
brushes to talking machine owners. John Good-
body, general manager of the company, per-
sonally took charge of this campaign, which, he
stated, was carried on most successfully and
proved without a doubt that this little brush
can be sold as an accessory that appeals to the
talking machine owner. During this campaign
members of the new Eastman Theatre Orchestra
purchased brushes for their talking machines.
Officials of the company state that present plans
call for an intensive drive throughout the
Winter, and it is expected that in the next
few months the Tego brush will be placed in
the leading talking machine stores throughout
the country.
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PHiLaDELPHIA, Pa,, November 8.—While the
talking machine dealers of the Quaker City re-
port sales increasing most satisfactory and are
united in agreeing that the prospects for the
holiday and Winter trade are very bright, the
large majority of the dealers are complaining of
a shortage in stock that is said to be unparal-
leled in this city.

Naturally, the distributors for the various talk-
ing machine companies are the first to feel the
effects of this shortage of instruments and while
they are doing everything in their power to fill
the orders sent in by their dealers they find that
the only fair way is to let each of their dealers
have a pro rata share of the machines available.
In this way they are trying to satisfy, in part,
the demands for machines that are pouring in
from their dealers. Many of the leading dis-
tributors, however, while taking a most optimis-
tic view of the prospects for business through-
out the trade, do not hesitate to predict that
the present scarcity of stock is merely an indica-
tion of the conditions that will prevail to greater
extent during the latter part of this month and
during the month of December.

Arthur W, Rhinow Discusses Situation

In discussing plans to alleviate this shortage
of machines that is so general and not confined
to only one or two manufacturers, Arthur W.
Rhinow, of the Girard Phonograph Co., said
that their only worry at the present time was
occasioned by the shortage of Edison phono-
graphs to fill the orders from their dealers that
are being received day by day in continually
increasing numbers. In its efforts to effect
an improvement in this situation the Girard
Phonograph Co. has inaugurated a special auto

trucking service to bring the New Edison ma-
chines directly to this city from the Edison
Laboratories at Orange, N. J.

“We have always had the Edison Re-creation
records sents by trucks to our local offices fromn
the factory at Orange, N. J, but only a few
davs ago we contracted for this new service
whereby we will have the Edison machines
sent to this city by the samme imeans in order
to avoid the freight embargoes that are in force
in many parts of the country,” said Mr. Rhinow,
in telling of these unique caravans of talking
machines that will help to relieve the prevailing
shortage.

“On account of the numerous requests that
we have received from our dealers, who ask
that Edison tone-tests be held in their respective
localities,” Mr. Rhinow continued, ‘‘we have
been obliged to engage another group of artists
to take up this work, so that now, for the first
time, we will have two troupes of artists on
the road for this purpose. One includes Helen
Davis, soprano, and Victor Young, pianist, while
the second is made up of Marie Morrisey, so-
prano, Jacques Glockner, ‘cellist, and Walter
Chapman, pianist. Their season has been ex-
tremely successful so far and the dealers in the
localities in which the tone-tests have been held
up to the present all declare that they aroused
unusual interest in the New Edison machines
and records, with the result that their sales
have been nearly doubled as a direct result of
these tests.”

Both Mr. Rhinow and P. R. Hawley visited
the Edison factories at Orange on several occa-
sions recently for the sole purpose of trying
to secure sufficient machines to fill the demands

of their dealers, especially in the new console
models which have become very popular.
Victor Dealers’ Association Meets

On October 12 the Victor Dealers’ Associa-
tion of Philadelphia held its first meeting of
the present season after having remained in-
active during the Summer months. An unusu-
ally large number of Victor dealers turned out
for the occasion. One of the features of the
meeting, held in the Bellevue-Stratford Hotel,
and which was presided over by G. W. Hoover,
the president of the organization, was the ad-
dress by Mr, Lange, of the A, W. Shaw Co,
of Chicago, on the subject of “Intensive Selling.”
Following this address the dealers mapped out
the Winter campaign to be followed by the
organization. According to Mr. Hoover, who
is the head of the G. W. Hoover Co., 1031
Chestnut street, he is arranging for a series of
talks to be given at each meeting of the Associa-
tion by men prominent in the talking machine
industry. The next meeting will be held on
November 9.

Discusses Brunswick Activities

A serious shortage in Brunswick machines is
reported by O. F. Jester, the genial manager of
the local Brunswick headquarters. This scarcity,
Mr. Jester asserts, is due in part to the pre-
vailing freight embargoes in many parts of the
country and also to the heavy demand that is
being made by both the dealers and the public
for the New York model of the Brunswick ma-
chines, which sells at $150 and has only appeared
on the market very recently.

Among the many new dealers who have taken
on the Brunswick are the Lipkin Furniture Co,

(Continued on page 118)
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demand for Victrolas.
fulfilling our prediction that the big problem later on would be to secure

Are You Prepared?

Two months ago we advised the need for preparation for an increasing
This demand has arrived and will continue to increase,

The Holiday demand is almost upon us—If you have not done so, order
Victrolas now. Tt may be too late but we pledge ourselves to give the best
possible service to all our dealers, recognizing of course the responsibility we
have to those who co-operated with us by placing orders early.
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THE LOUIS BUEHN COMPANY

OF PHILADELPHIA
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Cable Address Reg'd
“*Fillasse--Phila.”

Send for Samples and Special Quantity Quotations

IMICO INDIA RUBY MICA
International Mica Co.

' GENERAL OFFICES AND FACTORY: 37th and BRANDYWINE STS., WEST PHILADELPHIA, PA.

THE TRADE IN PHILADELPHIA AND LOCALITY—(Continued from page 117)

DIAPHRAGMS

of Bethlehem, Pa., and the Reifsnyder Music
House, of Lebanon and Reading. Recent wisi-
tors seen by Mr. Jester were J. 1. Monroe, of
Williamsport, Pa., and Miss Edna J. Mentzer, in
charge of the Brunswick department at Watt
& Shand's department store, of Lancaster, Pa.
Miss Mentzer informed Mr. Jester of the many
favorable comments that were heard concerning
an original and wvery unique window display
which was arranged under her direction and
which featured both the Brunswick machines
and the Halloween festivities.

T. F. Mentz, of the Commercial Investment
Trust Co., of New York, whose firm finances
many of the Brunswick dealers, arrived in Phila-
delphia a few days ago for the purpose of
making a survey of conditions in the talking
machine trade of the Quaker City territory. He
will be here for several weeks.

Mr. Jester is well pleased with the success
that has followed the Brunswick billboard adver-
tising campaign which he 1aunched here recently
and which has attracted widespread attention
and commmendation. He also reports that eight
freight carloads of Brunswick machines are now
on their way to Philadelphia and it is hoped
that if they are successful in avoiding the freight
embargoes this big shipment should temporarily
help to satisfy the demands of local dealers
for Brunswick machines.

Wittlin Co. in New Quarters

The Wittlin Musical Instrument Co., Starr
phonograph distributor, has just moved from
its former location at Seventh and Chestnut
streets to its new and up-to-date store at 804
Walnut street

Assisting in Welfare Work

The sales force of the Penn Phonograph Co.
is doing a great deal to assist in securing con-
tributions to their Welfare Fund campaign now
under way here for the purpose of financing the
work of many charitable organizations during
the next year.

Tie Up With Van and Schenck
Van and Schenck, exclusive Columbia record

artists, headed the bill at Keith’s Theatre the
week of October 23 and they were the big hit
on the bill. A large cut-out of this “Pennant-
winning Battery of Songland” was placed in
the lobby of the theatre announcing that Van
and Schenck were exclusive Columbia artists.
Columbia dealers tied up with this popular duo’s
appearance and the sales of Van and Schenck
records were greatly stimuiated.
Junior Sales Representatives Meet

Columbia junior sales representatives from
Philadelphia, Boston and Baltimore attended a
sales conference held at the Philadelphia branch
of the Columbia Co. Robert Porter, field man-
ager of the Columbia Co., instructed the junior
salesmen on the finer points of selling.

New Columbia Dealer

George Ross, a progressive Columbia dealer,
has opened his new store at 4666 Frankford
avenue. Mr. Ross’ personality has won him the
title of “The Smiling Columbia Man” in Frank-
ford. A deserved compliment.

W. A. Wilson, manager of the educational
department of the Columbia Co., was a recent
visitor to the local branch.

Talker Men as Masqueraders

While his many friends would scarcely be
likely to think of Mr. Jester, of the Brunswick
Co., as a pirate, nevertheless, he admits that he
is no amateur Captain Kidd when it comes to
masquerade dances. In his high hip boots and
armed with a wide wariety of cutlery of the
more deadly type, Mr. Jester was one of a
number of talking machine and piano trade men
who attended a masquerade dance that was
given on Halloween at Estey Hall, Seventeenth
and Walnut streets, by Mr. and Mrs. L. F.
Quimby, who conduct the piano and phonograph
departments of the Estey Piano Co. Among
the other guests at this entertainment were Mr.
McCormick, of Louis Buehn Co., and Mr. Wise,
of H. A. Weymann & Son.

T. W. Barnhill Reports Progress

An excellent report of business for the past

month is given by T. W. Barnhill, president of

Long Distance Phone
Baring 0535

Xmas Presents

That Are Different

Xmas Greeting Records
A New Gennett Xmas Package

1700 Always Xmas (Recitation)
Silent Night (Criterion Quartette)

God Bless Us All (Recitation)
1701 {

Adeste Fideles (Chimes and
Sterling Quartette)
P L]

These two Xmas packages are Different. The
front of the folder contains a neat Xmas design
and on the inside of the cover is a Xmas Greet-
ing Card. The third and fourth pages constitute
the record holder. 81.25 each, including cover
and mailing box (usual discounts). We'll guar-
antee the sale of the abhove if you mention
this ad.

‘““Xmas Joy''—=25,000 of these Xmas music rolls
were sold last Xmas.

“Coming of Santa Claus’’—20,000 of these large
Xmas music rolls were on the player-pianos
last Xmas.

From the advance orders already received for
both of these rolls, which are boxed in beautiful
holly boxes and are ‘‘so different,”” yet so in-
viting and full of good Xmas cheer, we will
triple last year's sales. We'll guarantee their
sale if you mention this ad.

Include in your order Gennett Records, Con-
norized Rolls, Pianostyle Rolls, Sheet Musie,
Brilliantone Needles, Player Pumps.

Radio equipment—we carry them all. Buy all
from one source.

N. B. If you intend to install a sheet music
department we’ll give you a full return
privilege for two months

UNITED MUSIC STORES

619 Cherry Street PHILA., PA.

CHRISTMAS IS COMING

Are you prepared? Every indication

points to big Holiday Victor business.
If you can let us know your approx-
imate requirements zow 1t will enable
us to render the maximum of service
at that important time.

L A WEY: >IN

1108 Chestnut Street Philadelphia, Pa.
VICTOR WHOLESALERS

Wholesale distributors of

QRS

PLAYER ROLLS

Authorized distributors of

BUESCHER TRUE TONE

Saxophones and Band Instruments

Manufacturers of

WEYMANN ‘< KEYSTONE STATE”

String Instruments

the Penn Phonograph Co.,, who declares that
their October sales were far ahead of those
made during the same month of last year and
that in his estimation the prospects for business
during the coming months are exceptionally
bright. Mr. Barnhill recently has been presented
with some decorations for his new offices in
the Penn Building on Arch street. Included
among these new ornaments for his desk is a
large and beautiful basket of American Beauty
roses that have been made from feathers by
Monroe Johnson, the progressive Victor dealer
whose store is located at 5441 Germantown ave-
nue. Hundreds of these unique imitation flowers,
made by Mr. Johnson, are being purchased by
local talking machine dealers for the purpose of
providing an unusual and attractive decoration
for their window displays.

Among the recent wisitors seen by Mr. Barn-
hill was H. A. Gupty, of Sherman, Clay &
Co., of Seattle, Wash., who was making his first
visit to the East. Mr. Barnhill escorted Mr.
Gupty to many points of historical interest
throughout the city and also took his guest to
the top of City Hall’'s tower in order to secure
an unequalled bird’'s-eye wiew of the Quaker
City.

Henry F. Miller, secretary and treasurer of
the Penn Phonograph Co., has been at Atlantic
City for the past two months while he is re-
cuperating from a severe attack of rheumatism.

Vocalions for Broadcasting

One of the latest and most attractive Vocalion
models has just been furnished by H. O. Rogers,
head of the Lincoln Business Bureau, local rep-
resentatives for the Vocalion Co., to Durham
& Co., the dealers and manufacturers of radio
supplies, for use in the new Durham radio broad-
casting studio, which is located in the store at
1936 Market street. This will constitute an
excellent advertisement for the Vocalion, Mr.
Rogers points out, as the broadcaster at the
Durham radio station will announce after the
rendition of each record on the Vocalion both
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SELLING VICTROLAS

Most salesmen sell what you do not have

The Victor Dealer who puts his selling efforts

back of the Victrolas available at this time, does |

not worry how many No. 240 he could sell if he
We speak from experience.

The Talking Machine Co. |

Victor Wholesalers

had them.

1025 Arch Street

Philadelphia, Pa.

THE TRADE IN PHILADELPHIA AND LOCALITY—(Continued from p age 118)

the name of the composition and also the fact
that the Vocalion records and machine were
provided through the courtesy of Mr. Rogers
and the Lincoln Business Bureau. As this radio
station has often been heard in Denver and
other far Western cities, this announcement
will be heard by thousands of people in all
sections of the United States.

A big sale of records is being held by Gim-
bel’s under the direction of Robert McCarthy,
the head of the piano and talking machine de-
partments, at this store and more than 1,000,000
records were on hand during the sale. Mr.
McCarthy reports that all records for the sale
of phonograph records at Gimbel’s were broken.

New Department Wins Compliments

Many favorable comments have been heard
concerning the up-to-date Victor department
which was opened recently under the direction
of Frances Eastburn, at Stern & Co.’s new store
at 712 Market street.

Reports Increased Business

The United Music Stores, wholesaler and job-
ber of talking machine records, accessories,
music rolls, sheet music, etc., is receiving its
share of the increased business of the season.
O. Kearns, general manager of the company, is
an indefatigable worker and has already insti-
tuted a Fall and holiday campaign which is
showing appreciable results. For the holiday
season this company is featuring for the dealer
talking machine records and music rolls of the
Christmas theme with the suggestion that the
dealer in turn feature these as “Christmas Pres-
ents That Are Different.”” The line includes
Christmas greeting records and also music rolls
on the Christmas subject. The records are at-
tractively boxed for the season.

Louis Buehn’s Welfare Campaign Work

In the Welfare Campaign, which has en-
grossed the attention of every Philadelphian,
l.ouis Buehn, president of the Louis Buehn
Co., Victor wholesaler, has been appointed cap-
tain of a team of ten men in raising funds for
this worthy and charitable work. It is planned
to raise $3,000,000, which will be distributed
among 124 hospitals and charitable institutions

ECALCOMANIA

Name Plates for Talking

Machines, Pianos, etc.

High Class Workmanship

Write us for further information

National Decalcomania Co.
220-230 N. 60th St., Philadelphia, Pa.

throughout the Quaker City. Mr. Buehn’s team
consists of ten men well known throughout
Victor circles. They are as follows: F. B. Rein-
ecke, Harry Peirce, Frank Ransley and Thomas
Hower, of the Louis Buehn Co.; Ed Hipple, Lin
Brown and Messrs. Krygier and Mayberry, of
the Penn Phonograph Co., and George A.
Tatum and Carl Sandman, of the Talking Ma-
chine Co., all Victor distributors.

C. E. Sheppard, of the Buehn traveling staff,
who is now covering the territory formerly
covered by William H. Nolan, has entered the
holy bonds of matrimony and recently returned
from a week's honeymoon in New England.

ISSUES HANDSOME CATALOG

Everybody's T. M. Co. Issues Comprehensive
Catalog of Its Products—Completeness of
Book Gives It Practical Value

PHuitapeELpnia, Pa., November 9.—The Every-
body’s Talking Machine Co., of this city, has
just issued its 1923 catalog of repair materials
for talking machines and accessories. Excel-
lently printed on glossy stock and bound within
an attractive cover, this catalog ranks among
the most distinctive pieces of literature issued

to the trade. It is said to be the most complete
listing of talking machine repair material ever
compiled. The front page carries the well-
known “Honest Quaker” trade-mark of the
company with the quotation: “He Profits Most
Who Serves Best.” The slogan, “Worthy mer-
chiandise at a fair price—nothing inferior at an:
price,” is presented. The half-tone illustrations
are profuse and show a complete line.

In the price list is shown practically every
conceivable part used in the building of the
talking machine. In addition to the smaller
parts there are listed tone armms, “Honest
Quaker” main springs, Umantone needles, the
“Repairinan’s Friend” (a combination of tools),
graphite, motors, “Quaker Ideal” attachments
to play all lateral-cut records on Edison ma-
chines, Ideal sound boxes, “Quakercut” turn-
table felt, “Quaker Mica” diaphragm chart,
Wall-Kane needles, sapphire balls for Pathé,
sapphire points for Edison, diammond points and
hardware. This complete catalog will un
doubtedly serve as a prized refercuce book for
the trade during the coming year.

The Everybody’s Talking Machine Co. ha
built up an excellent reputation in this field and
its steadily increasing business reflects the sat-
isfaction that its service and products are giving

On
Guard

Welfare in the Home.

913 Arch Street

Penn-Victor Dogs are the best watchmen of Victor

Sold by most Victor Distributors.
Write them or us for prices.

Penn Phonograph Company

Victor Wholesale Only

&>

P

Philadelphia, Pa.




120 THE TALKING MACHINE WORLD

NoveEMBER '15, 1922

IN PITTSBURGH

Delays in Getting Stock Only Hindrance in Complete Develop-
ment of Business Possibilities—Review of the Month’s Trade

PuirrssukcH, Pa., November 10.—With a marked
revival in business, the one outstanding hin-
dance to a full and complete optimistic tone
in the talking machine circles of Pittsburgh is
the fact that it is difficult for the dealers to
vet the desired merchandise on time. Many
of the prominent talking machine dealers of
the Steel City have been handicapped by the
tardiness in which talking machines, records
and other accessories to the trade have been
coming i, due largelvy to the congestion of
freight on the railroads. One prominent dealer
stated that it took twenty-two days for a ship-
ment of talking machines to reach Pittsburgh
from New York. And the seriousness of the
situation is further intensified by the frank state-
ment of some of the railroad officials that, with
the advent of cold weather, the efficiency of the
railroads as far as the handling and trans-
portation of freight is concerned will be cut
from 33 to 43 per cent.

The dealers, and there are a few here, who
took advantage of the situation some time back
and hearkened to the advice of their jobbers,
have ample supplies of talking machines on
hand, while others, who hesitated and halted,
are now facing what appears to be a very brisk
season with the stern reality of having a de-
cided shortage of desirable lines of talking ma-
chines. From every angle the outlook for a brisk
season from now on for the dealers in talking
machines and records is most bright. The in-
dustrial situation has clarified to a remarkable
degree and with busy mills, mines and fac-
tories there will soon be placed in circulation
hundreds of thousands of dollars, some of
which ultimately will find its way into the
coffers of the talking machine merchants. The
fact that there is a shortage of skilled and un-
skilled labor in the Pittsburgh district totaling,
according to the State Industrial Board, some
25,000 men, indicates at what high pressure
local industry is now operating.

Trade Prospects Reviewed

As to the stability of the talking machine
trade here, it was emphasized by John Henk,
the well-known proprietor of the Columbia
Music Co., Columbia and Edison dealers, who
said: “There will always be a field for the

live and energetic talking machine dealer. With
new houses being built in practically every sec-
tion of Pittsburgh and the suburban localities
on all sides being added to with substantial
apartment houses and dwellings, leads me to
the inescapable conclusion that the motto, ‘A
talking machine in every home,” is one that the
present-day talking machine dealer will take
to heart and exploit to his utinost skill and
perseverance. | feel that there is bound to be
a4 very brisk business in talking machines in
this city and vicinity this month and all of
December, especially the period just before the
holidays. The augmented activity in the iron
and steel mills, coal mines and other indus-
trial enterprises of Western Pennsylvania in-
sure its prevalence with some certainty. The
Columbia Music Co. is well equipped with hear-
ing and demonstration rooms on both the first
floor and the balcony. The volume of sales of
foreign records, such as German, Polish, Slavish,
Italian, Greek, French and other nationalities
is quite large. A special department is set aside
for this line of merchandising. C. B. Hewitt,
well known in the local trade, is floor manager.
Looks for a Shortage

In reviewing the situation as far as the C. C.
Mellor Co. is concerned, Thomas T. Evans, the
manager of the wholesale Victor department,
said: “From all indications there is bound to
be a shortage of certain styles and types of
Victor talking machines. We are doing all that
is humanly possible to take care of the re-
quirements of our customers. Hesitancy on the
part of many dealers to place orders in suffi-
cient quality to care for their needs has made
it rather difficult at this late date to get for
every dealer just what Victor machines he de-
siress. On the whole, it appears to me that
the season we are now entering will be a very
big one from the standpoint of a Victor jobber.”

New Edison Dealers Appointed

The Buehn Phonograph Co., Edison jobbers,
report the following new Edison retail dealers
as established during the past month: Decosta
Bros., Jeannette, Pa.; L. C. Milheim, Butler,
Pa.; C. Luther Lowe & Son, Punxsutawney,
Pa.: Steel & Harris, Johnstown, Pa.; the Mille-
man Co., Zelienople, Pa., and the Brown Music

SHELTON Electric Motor

[ et

The “Simplicity” electrifies Victor, Edison
and Columbia phonographs by simply taking off
winding handle and placing motor against turn-
table. Automatic switch in motor operated when
the turn-table is started or stopped. Operating
on AC or DC current of 110 volts. Specify type
of current when ordering.

New Protils for You

LEvery family in your city whose house is
wired may be a customer for Shelton Violet Ray.

SHELTON ELECTRIC CO., 15 East 42nd Street, New York

Many Talking Machine dealers
have had remarkable success selling
Shelton Violet Ray, which has the en-
dorsement of the medical profession.

Shelton Violet Ray sells itself. Just
attach an outfit to any socket and let
your customers try a treatment.

Be the first in vour cily to show
Shelton Violet Ray! \Vrite today for
catalog and prices.

Lo, vord City, I’a. A. A, Buehn, treasurer of
the company, said: '"ihe outlook for business
m.the kdison line is excellent. There are un-
mistakable signs of a revival in business that
augurs well tor the Edison dealers and we be-
heve_that the holiday season will be a highly
satl.stactory one.”  Mr. Buehn stated that a
series of tone tests would be held in the Pitts-
b‘urgh zoune starting November 20, with the
Fleming Sisters Trio and Joseph Phillips as
the stars.
Four Successful Stores

The S. Hamilton Co. featured at their four
stores the Diamond Juvenile Console, the talk-
ing machine for children. The talking machine
depa}rtment, Victor exclusively, is under the di-
rection of T. E. Shortell. He stated to ‘i'ne
\V(?rld representative that there was every indi-
cation of a very brisk sale of Victor goods this
Fal.l, basing it on the revival of activity in the
various industries that help to make Pittsburgh
famous. The main store of the S. Hamilton
Co. is located at 813-817 Liberty avenue. The
handsome East Liberty store at 6006-08 Penn
avenue jis under the supervision of H. R, Mac-
Hendry. The Bellevue store at 467 Lincoln
avenue is directed by Miss M. Maeder, while
Miss Hazel McLean is in charge of the Wilkins-
bu.rg store at 902 Wood street. All handle the
Victor line exclusively.

New Joseph Horne Co, Store

A. R. Meyer, manager of the talking machine
department of the Joseph Horne Co., is now
lqcated on the fourth floor of the new building
with his talking machines, records and sales staff.
Ho.\v long he will remain there is a question,
owing to the shifting and changes being made
as the construction work draws to an end.
H(‘)WCVCI’, when the new Joseph Horne Co.
building is completed the talking machine de-
partment will be one of the beauty spots of the
new establishment and Mr, Meyer and his staft
are eager to take possession of it, if at all pos-
sible, before the holiday season rush starts.

Brief But Interesting

J. C. Roush, president of the Standard Talking
Machine Co., Victor jobbers, was a visitor to
New York and the Victor plant at Camden
N. J, during the past month,

S. H. Nichols, manager of the Pittsburgh
brz.mch of the Columbia Graphophone Co., is
quite elated over the outlook for business this
mqnth and December and stated that all signs
po.mtcd to a huge volume of Colunibia goods
bgng sold by the retail dealers in and about
Pittsburgh. He also stated that the new process
Columbia records would have a very large sale.

The J. M. Hoffmann Co., Brunswick phono-
graph dealers, are advertising the Brunswick
Console styles very extensively. Edward Hoff-
Inann stated that there was a good demand for
the Brunswick line.

Sc.hiﬂr Bros., proprietors of the Fifth Avenue
Music Shop, 1304 Fifth avenue, Columbia deal-
€rs, report a very excellent volume of sales
during October. Their advance sales of the
ne\Y process Columbia records was larger than
anticipated.

The Rosenbaum Co. utilized considerable
ne\\'§paper space the past week calling the at-
tention of the public to the line of Sonora
phonographs they were selling. C. R. Parsons,
the manager of the talking machine depart-
lment, stated that he anticipates a highly satis-
factory vohiune of sales for November. Mr.
Parsons also stated that the sales of Victrolas
and Victor records were of an exceedingly satis-
factory volume.

The Lechner & Schoenberger Co., Victor,
Edison and Columbia dealers, in their daily
newspaper publicity are carrying this slogan:
“Place Your Christmas Order Now.”

The best sellers the past month in records
were as follows: Columbia records—"*To-mor-
row,” “Homesick,” “Oh, Is She Dumb?”’; Victor
records—"“Tricks,” “Are You Playing Fair,”
“Dixie Highway”; Vocalion records—"“Georg-
ette,” “Three o’Clock in the Morning,” “Hot
Lips”; Brunswick records—"Hot Lips,” “Danec-
ing Fool,” “Blue,” and Edison records—"Hot
Lips,” “Georgette,” “Dancing Fool.”

X
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$30 i Emerson Phonograph

E ac h STANDARD MODEL No i

Equivalent | i SPECIAL PRICE INDUCEMENT

%4 0% 0% 0% <% 0% 0% o*.
RIRIXDERT TN

% 0% 0% 2% <% o%0 oo 090 oo a%e % o ¥
2 'e 5%e.
CIXTXTRTXERTNINTRIXT XL XL

toa 78 ASHIONED in Fumed Oak; Golden Oak.
Per Cent Equipped with Emerson
Discount off | i Music Master Spruce Horn;
.. Emerson Thrush-throat Universal Tone-arm;
the _Orlglnal Emerson True Tone Reproducer; Emerson
. Special Bevel-edge Clamp-ring Turn-table;
t rade prlce, Emerson Perfect Tone Control; Emerson
Flush Motor-board.
An unusual A surplus production permits us to sell
o 1,000 of the Number Eleven standard =
Ualue fOT model at $30 each in carload lots—
i F. O. B., New York, or at $32 each in KA
the money. smaller quantities.
Here you have a standard high-grade
A phonograph with many exclusive features that
will sell well at a reduced price.
A proposition that will turn rapidly for
Christmas selling or to move even more rapidly £
through a special sale. Please remember there
are only a limited number to be sold at this
price.
Before you turn this page — at least n-
vestigate the value that 1s being offered. A ¥
wire or letter will assure your order receiving
prompt and careful shipment. Wrte or wire
your order NOW-—as the limited number
offered are subject to prior sale.

Phonograph
Jobbers Corporation

MANUFACTURERS and DISTRIBUTORS
105 West 20th Street, New York

We also carry this machine in artistic (Japanned) decorated form at
an attractive price. Write for illustration and terms.
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VALUE OF SHEET MUSIC DEPARTMENT IN TALKER STORES

Campaign of the Music Publishers’ Protective Association to Induce Talking Machine Retailers
to Install Sheet Music Departments Proving Most Successful—Interest Aroused

The campaign of the Music Publishers’ Pro-
tective Association arranged for the purpose
of inducing talking machine retailers to open
up sheet music departments, or at least stock
the current record successes in sheet music
forin, has brought hundreds of responses to the
offices of the Association.

Numerous talking machine stores, which have
operated sheet music departments successfully,
have also written to the Association for the
purpose of receiving the co-operation of that
body and its members on furthering the activi-
ties of their music departments. The Associa-
tion feels that the returns on the initial an-
nouncement have been most gratifying. Inter-
est has been aroused, which demonstrates that
many talking machine retailers are anxious to
co-operate with the publishers and at least give
the proposition a trial.

The Association has placed before the talk-
ing machine retailer the many advantages
which accrue to the establishments stocking
sheet music, particularly of a popular variety.
While it is true that sales of sheet music at
retail allow a good margin of profit and justify
the handling of such merchandise, the real big
advantage, according to those actively interested
in the campaign, is the fact that it proves a
strong attraction, drawing customers to the
windows and into the store and not only
creating sales for the sheet music itself, but
adding to the volume of sales of the strictly
talking machine line.

It has been pointed out that many talking
machine stores are in the habit of stocking
goods other than that of musical variety. Not
a few stores handle kodaks and some dealers
have departments devoted to the sale of sport-
ing goods. It is the contention of those who
are interested in the present campaign that any
dealer who feels the need of increasing his

sales by the stocking of merchandise other than
talking machines and records, and their acces-
sories, should give thought to the stocking of
sheet music, inasmuch as it is closely related
to their industry and, naturally, adds to the
value of the store from a musical standpoint.
Any dealer who is desirous of adding to his
stock sales and volume of business should give
thought to making his establishment headquar-
ters for music of all kinds. Certainly sheet
music and musical merchandise is a better ad-
junct for the talking machine dealer than mer-
chandise that has no relation to music.

Of course talking machine dealers who do a
large business in the sale of talking machines
and records may look upon the stocking of
sheet music as “small potatoes.” It is true that
while the profit on each sale of sheet music is
substantial, naturally it does not compare with
the sales of talking machines which often run
into hundreds of dollars.

The really big thing to consider is that sheet
music is an important item for it is sheet music
that makes possible the large sale of popular
records. To a great extent the vogue of the
popular song makes possible the sale of musi-
cal merchandise of all kinds, including talking
machines, and it has been found that the pur-
chasers of records, more often than not, desire
sheet music. Particularly is this true of the
sale of dance records. Vocal records, of course,
answer the purpose of giving the record buyer
the lyrics of the song, but with a popular dance
tune there comes a desire to also have the

words of the popular number which is con-

sidered the success of the moment.

Aside from the profits from the sale of sheet
music there is belind the stocking of such
goods the idea of serving the public and serving
them with a musical product. It might also
be borne in mind that while the sales might

Mpr. Maurice Richmond
has been identified with
the music jobbing field
for twenty years!

mean

133 West 41st Street

RICHMOND SERVICE

Will be your most valuable asset if you
are contemplating establishing a sheet
music department.

In order that the enterprise be a com-
plete success, you must have the CO-OP-
ERATION of an EFFICIENT JOB-
BER in sheet music as you now have for
Talking Machines and Records.

We will select your initial order, which
will amount to approximately Fifty Dollars
($50.00) and send the merchandise to you
on a guaranteed sale basis for a period of
sixty days.

Consecutive orders will be filled and
shipped within two hours after their re-
ceipt here.

Our plant is the newest, most modern and
most thoroughly equipped throughout the
country. :

If given a trial, “RICHMOND” will
“EVERYTHING IN SHEET
MUSIC” to you.

QOur bulletins are interesting—may we
send you one?

Richmond Music Supply Corporation

New York City

Start Your
Sheet Music

Department—

At Our Risk!

We will start you with a
$50 assortment of the best sell-
ing popular hits in sheet music.

o assure your sales success we
will allow you to return to us,
during the two months follow-
ing shipment, any of these
copies that you may desire to
return provided that they are in
saleable condition. You assume
no risk.

Display Racks

We furnish 20 pocket metal
display racks for sheet music at
a nominal charge of $4.50 each.

Service

“Plaza Service,” the most
efficient offered by any dis-
tributor, is sure to make this
venture profitable for you.

Write us today!

PLAZA MUSIC CO.

18 West 20th Street
New York

not be as heavy as the average talking machine
dealer experiences with his other goods therc
need be little thought or attention given to
the sheet music department. Where self-
service display racks are used the selections
are made by the customers with little or no at-
tention on the part of the salesman. It is not
necessary to carry a large stock of goods, prob-
ably fifty current titles will answer the aver-
age dealer’s needs.

Such goods can also be reordered overnight
from music jobbers in territory close to the
dealer’s store. It is not necessary, and the
Music Publishers’ Protective Association is not
encouraging the dealer, to deal direct with the
publisher. It is naturally far better for the
dealer contemplating the sale of sheet music
to get all his titles from one source. This
obviates the necessity of dealing in a very small
way with twenty or thirty publishers.

Another thought that should be given con-
sideration is the drawing power of sheet music.
Its value in this direction was never better
demonstrated than the experiences of the vari-
ous syndicate stores. Such organization as the
S. H. Kress stores and S. S. Kresge stores
have, in the past, found the sale of sheet music
not only to be quite profitable, but also a means
of creating sales in other lines. To show the
power of a sheet music department the arrange-
ment of the department in such syndicate
stores, as noted above, is worthy of note. The
sheet music department is either placed in the
basement, on a rear balcony, or in the back
of the store. The purpose of this is that the
playing of the piano in an out-of-the-way por-
tion of the store lures the shopper to sections

(Continued on page 124)
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STATISTICS!

Tiresome things—but they sometimes tell
interesting stories.

47%2% Phonograph Shops NOW HANDLE
Sheet Music—Why?

Because It Pays!

26%2% Don’t handle it, but have written that
they want to—Why?
Because It Pays!

We want to show you—to prove to you—that
you ought to try it! |

Fill in this form and
Mail It—TODAY—Mail It

To E. C. MILLS, Music Publishers Protective Association, 56 West 45th St., New York City

City State Street Address
Name of Store - o - Name ;f M—arE:r - o
Do You Handle Would You Be Interested

SNEEENYTISIE NEWE | oo o S mam i St = - et - e If Shown to Be Profitable? ______._.__
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You cant go wiong
Withany FEIST'song’

The Tune That Sticks

VALUE OF SHEET MUSIC DEPARTMENT
(Continued from page 122)

of the establishment that would otherwise be
overlooked. Naturally, for instance, placing the
sheet music department in the basement, with
a piano demonstrating current selections, will
draw customers to that portion of the store
which, under more ordinary circumstances, they
might avoid.

The Music Publishers’ Protective Association
has not suggested that the talking machine
store place sheet music in the out-of-the-way
sections of his establishment. M\ost of the re-
tail talking machine stores are not large enough
to need to draw customers to various sections
of the wareroom. As far as the talking ma-
chine stores are concerned, those who have
made a success of such departments have found
that the placing of the sheet music racks near
the forward part of the store, or at the wrap-
ping counter, gets the best results. The idea
of placing sheet music racks near the counter
where the sales for records and machines are
closed has a two-fold purpose. The sheet music
is not brought to the customer's attention until
after the sales of machines and records are
made, and, therefore, it in no wayv interferes
with the sales of records. While the customer is
awaiting his or her purchase the multi-colored
title pages of the sheet music attract attention
and more often than not results in the sale of
one or more copies of sheet music, some titles
of which have had a particular appeal

According to the music publishers a repre-
sentative stock of sheet music can be installed
in a talking machine store for approximately
$30  This is a small investment and no doubt
many dealers will give the proposition a trial.

Ansell, Bishop & Turner, Victor dealers, with
headquarters at 1221 F street, have opened an
attractive branch store at 900 H street, N. E,|
\Washington, D. C

ROBT. HOOD BOWERS WITH COLUMBIA

Appointed Musical Director of the Company—
Well Known in Musical Circles

R. F. Bolton, director of the recording labora-
tories of the Columbia Graphophone Co., New
York, announced this week the appointment of
Robert Hood Bowers as musical director of the
company. Mr. Bowers succeeds Charles A.
Prince, whose plans in connection with new

Robert Hood Bowers

activities will be announced in the near future.
Robert Hood Bowers is well known in musical
circles throughout the country and is the com-
poser of a number of successful selections,
among which is the “Chinese Lullaby,” featured
by Miss Florence Reed in the dramatic success
now playing in New York, “East of Suez.” Mr.
Bowers’ musical knowledge assures his success
in his new post and incidentally it is interesting
to note that Mr. Bowers was identified with the
Columbia organization a few years ago as asso-
ciate musical director.

ZIMMERMAN-BITTER CO. BUSY

Several Installations of Store Equipment Rap-
idly Nearing Completion—Secures Many New
Contracts for High-class Equipment

The Zimmerman-Bitter Construction Co., manu-
facturer of store equipment, New York City, is
now completing several jobs which were started
during the past month. The company is also
busy getting ready equipment for new contracts
which have been recently closed. The latest
addition to the list of new contracts secured
is that of Blumenstein’s department store at
125th street, New York City, which is to be
one of the finest jobs yet produced by the com-
pany. A handsome new talking machine depart-
ment is being created, new artistic booths in-
stalled to be done in solid walnut, finished off
with an inlay of black ebony. When completed
it will represent one of the finest talking ma-
chine departmient equipments in the city, and
officials of the Zimmerman-Bitter Construction
Co. are very much gratified in securing this
contract.

NEW QUARTERS IN STEUBENVILLE

‘The Robinson Music Co., of Steubenville,
Ohio, opened its new place of business, at
141 North Fourth street, that city, on October
12 and 13. The Robinson Music Co. handles
the Victor talking machine and Victor records.
Thomas T. Evans and H. H. Fleer, of the C. C.
Melor Co., attended the opening. One of the
messages of congratulation received by the firm
was from the Victor Talking Machine Co.

PERFECTION PHONO. CO. CHARTERED

The Perfection Phonograph Co., of New York
City, has filed articles of incorporation in New
York State, with a capital of $10,000. Incorpora-
tors are B. Rothblatt, D. Liebowitz and H.
Podel.

Japanese and Chinese. Lacquer—Antique
Reproductions—Period Designs in any Fin-
ish—Polychrome—Expert Gilding.
We call and deliver all work. We can
Iinterest you.

From Oct. 1, 1922 in Our New Studios, 156 Fifth Ave.

QUALITY WORK — QUICK SERVICE — RIGHT PRICES

Is the Reason
Our Original Artistic Decorations Are Found In Leading Talking Machines

Robichek’s art work is recognized bv sucn
hiouses as Warlitzer, Bloomingdale Bros,
Abraham & Straus and many others—as
the most original and best obtainable.
Every bit of work is executed by a real
artist—and is guaranteed to satisfy the
most discriminating customer

No job too difficult or particular—\We guar-
antec to please.

SPECIALISTS IN

Write or telephone us for prices.

Why
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Sales Polume Grows Steadily—Demand Centers Around Better
Class of Instruments—Review of Dealer’ Activities

LOUIS

The Newws

St. Lours, Mo., November 6.—All’'s well with
the St. Louis talking machine world. Meaning that
business grows apace, as it should in the ides
of November. People are buying talking ma-
chines better than they have bought since along
about this time last year, and all the signs are
that they are going to keep at it; and increas-
ingly, until the eve of Christmas. And they are
buving the better class of machines, consoles
and the large sizes of conventional models.
Small models are the only ones that are hard
to sell. Records have held up well all along
and they are doing even better now. Not in
St. Louis alone, but throughout the Eighth Fed-
eral Reserve District is improvement marked,
according to William McC. Martin, Federal
Reserve agent.

Announcement by the Columbia Graphophone
Co. of the New Process records has created
marked interest and increased orders at the
iocal Columbia branch.

There was another big crowd at the appear-
ance of the Gene Rodemich orchestra in Novem-
ber Brunswick releases at the Scruggs, Vander-
voort & Barney auditorium.

Yictor dealers of St. Louis had a get-together
dinner on the night of November 2 at the Mis-
souri Athletic Association, at which fraternalisin
and optimism reigned.

Brunswick dealers are complaining of a
scarcity of the York $150 models, for which the
demand exceeds the supply.

Manager F. S. Horning, of the Stix, Baer &
Fuller talking machine department, has a new
radioc department, adjoining the talking ma-
chine department, in which several makes of
receiving sets and a complete line of accessories
are offered. The radio branch of the business is
rapidly developing.

Manager J. F. Ditzell, of the Famous & Barr
Co. talking machine departinent, conducted, in
the latter part of October, a sale of phono-
graphs at which 2,000 instruments were offered
at attractive prices and a large business done.

H. B. Levy, wholesale manager of the Aeolian
Co.’s Yocalion department, Chicago, was here
recently.

The Eight Victor Artists are booked for
November 15 at the Orpheum, under the auspices
of the Tri-State Victor Dealers’ Association, .and
the advance sale indicates a packed house.

The Club Royal Orchestra, which appeared

A
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CLARAVOX

here last month, was brought to the city by
Manager J. F. Ditzell, of the Famous & Barr
talking machine department. He has arranged
also for the appearance on November 11 at the
New Grand Central of the Benson Victor Rec-
ord Orchestra from Chicago.

President Brightson, of the Sonora Phono-
graph Corp., passed through St. Louis recently
on a return trip from the West.

Arthur A. Trostler, of the Schmelzer Co,
Kansas City, and Fred B. Jenkins, manager of
the wholesale Victor departinent of J. W. Jen-
kins’ Sons Music Co., Kansas City, passed
through St. Louis on their way back home from
a visit to the Victor factory.

H. A. Keach, Hopkinsville, Ky.; T. J. Price,
Belleville, Ill., and Mr. and Mrs. William Vet-
ter, Cape Girardeau, Mo, Edison dealers, were
recent visitors to the Silverstone Music Co.

Svbil Sanderson Fagan, whistler, and George
Wilton Ballard, tenor, will give an Edison tone
test November 18, at the Pershing Theatre.

0. A. Reynolds, traveling representative of
the Silverstone Music Co., has recently opened
ten new Edison accounts in his territory. This
company is closing out its radio stock, having
decided to concentrate on talking machines.

The new talking machine department of the
Trorlicht-Dunker Carpet Co. is to be equipped
with sixteen Unico demonstration booths of the
most modern type.

George Marsh, in charge of the Brunswick
Shop operated by Yogelsanger Hardware Co,
Cape Girardeau, Mo, was a visitor to the
Brunswick office recently.

H. H. Sheldon, who was connected with the
St. Louis Brunswick organization for over two
vears, has been transferred to the Baltimore
office. J. \V. Helbling, of the Baltimore office,
succeeds Mr. Sheldon at St. Louis and now
travels southern Illinois and Missouri. Another
new Brunswick traveling representative is W.
F. Nipper, who will travel northern Mississippi,
Tennessee, Kentucky and Arkansas.

The Lehman Music House, of East St. Louis,
has been making very extensive improvements
in its store; in fact, the rearrangements make
it a completely new place of business. The
Victrola department has been placed in a more
accessible part of the store and equipped
throughout with Unico booths, record racks and
counters. This department now has a depth

T
Brings A New Enjoyment of the Phonograph

Attach a CLARAVOX Reproducer to your Victor, vour Sonora
or your Silvertone—put on some pleasing Edison Record and
vou'll listen to music the equal of which vou’ve never heard on

a phonograph.

Remember, the CLARAVOX is not just another reproducer con-
structed to simply play Edison Records.
reproduces these records correctly with no loss of those rich,
2 melodious overtones and with volume seemingly equal to the

original selection.

No record library is complete without a few of those choice Edi-
son Gems and no demonstration is as effective and profitable as
an Edison Record played by the CLARAVOX on your own

talking machine.

Order a sample CLARAVOX todayv.
phonographs you handle and vou'll enjov the best Christmas
talking machine business in vour history,

CLEAR VOICE

Instantly Attached

(Y

Il'

&

Diamond Pointed

Tt

Youngstown

T

THE CLARAVOX CO.

of 120 feet, with six heéaring roor nd five
machine demonstration rooms, each of which
is 9 by 12. These rooms have solid walls
felt deadened, to make them absolutely sound
proof. Mr. Lehman plans an elaborate opening
of an entire wecek’s duration, with everything
from a children’'s parade, with ten whistlers, in
whicli the marchers will “Toot for Lehman

to personal appearance of Victor arti

Plans are practically complete for the Victor
record salesmanship classes to be held by F
Delano in St. Louis on November 13, 14, I
and 16. The enrollinent has been heavy co
sidering the time of year.

The new York Brunswick console model, re
cently announced as added to the Brunswick
console line, met with instantaneous and tre-
mendous success and appears to be the sen
tion of the year from a standpoint of popular
approval.

Fred Wymore, of Wymore Bros,, Fulton, Mo,
was a visitor to the St. Louis office of the
Brunswick Co. recently. Other recent visitors
were Gus Grob, of Grob Bros.,, Columbia, IIl
and Mr. MeMackin, of C. L. McMackin & Son
Salem, IIL

Among the recent visitors to the St. Louis
branch of the Columbia Graphophone Co. were
the following: H. A. Hampton, Hamipton, Lane
Drug Co., Christopher, Ill.; C. M. Danner, WWin-
chester, Ill.; \W. E. Kidson, Louisiana, Mg ;
E. C. Milliken, Rolens & Milliken, Murphysboro,
Ill.; I. E. Parkhurst, Plytheville, Ark., and Mr.
Boverie, Boverie Store Co., St. Genevieve, Mo.

VICTROLAS FOR PUBLIC SCHOOLS

The public schools of Fulton, Mo., have been
supplied recently by Baker & Ashurst, of that
place, with two Victrolas and a working list of
Victor records. Aliss Airy, of the service de-
partment of the Koerber-Brenner Co., spent
two days in the schools, giving some practical
demonstrations of the use of the records in
educational work. Miss Vance, musie super-
visor, plans extensive music appreciation work
for the year.

NEW VOCALION DEALERS IN ST. PAUL

St. Paur, Minx.,, November 7,—The appoint-
ment of twentv-five new dealers who will fea-
ture Vocalion records has been announced by
the Stone Piano Co., Vocalion distributor for
the Twin Cities. Many of the leading dealers,
including the Billman Furniture Co., Dayton's
and Donaldson’s, have added these records. An
intensive sales drive on machines and records
has been started and results are already ap
parent in greatly improved business.

(T

The CLARAVOX -

Demonstrate it on the
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) Some of the top-notch men in the phonograph field who, during the past
vear, have chosen to put their abilities and experience behind the Strand
line and the Strand policy, and have become direct representatives.

=

@b@% :
= M

This entire plant at Salem, Indiana, ca-
pacity 300 per day, is devoted to the man-
ufacture of Strand instruments.
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BROOKLYN DEALERS EN-
JOY GROWING BUSINESS

Optimism of Merchants Justified by Better
Trade—High-priced Instruments Lead the
Demand—Theodore Jospe Opens Remodeled
Store—C. W. Keith on Trip—Verbach Bros.
Open Fine Establishment—Miller's Shop
Adds Sonora Line—Recent Store Changes

Business for the past month in the talking
machine field in this section has been gratify-
ing as regards sales of both machines and
records. Dealers in all parts of Brooklyn and
Long I[sland have been able to show an increase
over previous months and in most cases this
increase has been far greater in total sales than
for the same month last year—a sign that talk-
machine business is well on its way to
normal. An interesting fact in connection with
the growth of business has been the orders
for high-priced models which dealers have been
receiving from all classes of customers, rather
than for the more conservatively priced types
of upright models. This, in itself, constitutes
an attitude on the part of the buyving public
which bespeaks a holiday trade that will in all
probability be greater than any previous year,
The popular console type of machine has been
in great demand and dealers state that from
now until the holiday season is over it seems
to be a question of getting enough of these
popular designs to meet requirements. \Whole-
salers of talking machines catering to this terri-
tory have made efforts to impress on the dealer
the necessity of ordering these machines early
and thev have been able to make deliveries to
dealers of many types ordered in the past two
months. However, some dealers have disre-
garded these suggestions and in consequence
even now they are finding themselves short of
particular models which they failed to order in
time. \Wholesalers are making every effort to
give the dealers a representative amount of
machines, so that no one will suffer any great
loss in sales by not having ample stock.

At the present time there is a lot of adverse
criticism over the fact that some talking ma-
chine houses in Brooklyn are finding it neces-
sary to announce in the daily papers a sale of
popular-make talking machines at a greatly re
duced price from list. All dealers whom this
sale affects are bitter in their criticism of
the action of these houses. \\’11en every dealer
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Every Victor Dealer

DECEMBER. -
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NOVEMBER.

THIS IS GOOD ADVICE

SHOULD HAVE HIS STOCK OF MACHINES
AND RECORDS COMPLETE THIS MONTH.

DO NOT PUT DELIVERIES OFF UNTIL
TAKE EVERYTHING YOU CAN GET—

THAT YOU WILL NEED, BEFORE THE END
OF THE YEAR, DURING THE MONTH OF

BROOKLYN

ﬁ" ERICAN

'I'AI.IGING MDL(:HINE CO. 5
VICTOR wneussz\l.uzs

¢
G

1s getting a harvest of sales through the normal
well-established methods it seems eutirely un-
necessary for any concern to resort to cut-price
methods of getting business. The fallacy of
the policy of these dealers is evident through
the growth of competitive price-cutting sales
which compels them to resort to further price
reductions in order to get their share of the
business. The result in some instances has
been price reductions of such a drastic nature
that there has been no margin of profit. Aany
of the merchants are making strenuous efforts
to stop this kind of business and it is earnestly
hoped that these dealers will see the injustice
to the talking machine business in general by
resorting to these tactics.

From all indicdtions this Winter will find
business in this section far beyond expectations
and when sales are totaled up for the fiscal
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HE more experience you have as a l\ P

Phonograph Dealer the more you will

appreciate the service we are prepared

to render as Distributors of Sonora Phono-
graphs in this territory.

We invite correspondence or calls from

Dealers who have come to recognize the dis-
tinct value of the Sonora line.

not find out for vourself
Sonora is doing for other Dealers under con-
ditions more or less like your own?

Any communication from you will have
ur prompt and careful attention.
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yvear it 1s expected they will show an appreciable
increase.

Ordering of High-priced Records Significant

The American Talking Machine Co., Victor
wholesaler, is having its hands full this month
taking care of its many dealers throughout the
territory as regards the timely delivery of ma-
chines and records. The demand for machines
has been very great, stated R. H. Morris, gen-
eral manager of the company, but more gratify-
ing has been the large number of records which
dealers are stocking, in anticipation of the holi-
day trade. These records have been ordered in
the Red Seal class, which indicates that dealers
are going to concentrate on the sale of this
class of record, which, without doubt, is com-
mendable on their part and will materially help
in increasing their total sales. Charles Offer-
man, who covers Long Island for this comnpany,
is spending the greater part of his time avith
the dealers, helping them prepare their organ-
izations and stores for the holiday trade, and
he reports that never has he seen a more op-
timistic attitude on their part, which certainly
indicates a prosperous season. In a chat with

-The World Mr. Offerman proudly related the

fact that his son, William, who is a freshman
at Columbia University, is a regular member
of the freshman football team and is regarded
by the coaches as a first-class player. The boy
is about eighteen years of age, weighs 230
pounds and no doubt is desirable material for
football. He probably will be heard from later
as a member of the varsity team.
Formal Opening of Jospe Store

Theodore Jospe, who last month purchased
the talking machine stock and fixtures of Groebl
Bros. at Oyster Bay, has completed the renova-
tion of the store and formally opened it this
month with a concert, which he gave in the
auditorium located on the second floor of the
building. Mr. Jospe and his family are well
known in Brooklyn as musicians of merit and
the program included selections by several
members of the family. The concert in the
evening was attended by a large number of
people and served to introduce this new store
and its Victor talking machines and records to
the people of Oyster Bay in an admirable man-
ner. “The success of this concert was so
great,” stated Mr. Jospe, “that we are planning
to conduct several more during the \Winter at
stated times, which we believe will materially
increase our sales in both machines and records
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and create an interest in our store which is
bound to help us.” These concerts, no doubt,
are beneficial to the dealers in many ways and
afford ample returns for the expense and trouble
incurred in arranging them.

Making Every Effort to Care for Dealers

The offices of the Long Island Phonograph
Co., Sonora wholesaler, are teeming with activ-
ity this month, as Sonora dealers all over the
territory are flooding them with larger orders
for machines than ever before. This demand
1s for every model in the Sonora catalog and
cspecially for the console types which the
Sonora Co. placed on the market a short jime
ago. R. H. Keith, general manager of the com-
pany, remarked that it looks like one of the
busiest and most prosperous seasons talking
machine dealers have yet enjoyed, and added:
“We are prepared to give our dealers every as-
sistance possible and every effort is being made
to supply dealers with enough machines to meet
the demand. From all indications it seems that
we will be unable to furnish everybody with as
many machines as they would like, but they can
be assured of delivery of as many as we can
possibly get our hands on. New shipments are
being sent us from the factory every week and
we are making an effort to expedite the arrival
of these shipments so that we can placc them
in the dealers’ hands as soon as possible.”

C. W. Keith on Important Trip

C. W. Keith, president and treasurer of the
company, who has recently joined the company
in an active way, spent considerable time this
month in the Pittsburgh territory conferring
with dealers and the Sonora wholesale repre-
sentative there. Mr. Keith intends to study
carefully conditions in this territory and make
plans accordingly to take care of everybody as
well as possible. Before his return home Mr.
Keith plans to extend his trip to the factory
of the Sonora Co., at Saginaw, Mich., where he
will spend considerable time looking over the
plant and conferrjng with officials there on de-
livery of inachines. He will be met at the fac-
tory by J. J. Schratweiser, sales manager of
the company, who has recently taken over
transportation activities and who is going to
the factory to meet Mr. Keith and confer with
Sonora officials there on ways and means for
quick delivery of their shipments. Mr. Schrat-
weiser plans to make several stops- in upper
New York State en route to Michigan in an
effort to locate car shipments from the factory
which had been lost track of.

Vorbach Bros. Open New Store

The latest addition to the talking machine
retail dealer field in Brooklyn is thie shop re-
cently opened by Vorbach Bros., at 10927
Jamaica avenue, which is located on a desirable
corner in this section and fitted up with new
fixtures and a very attractive display window.
The store is featuring the Sonora phonographs
and Vocalion records. To introduce this store
to the people of this vicinity a beautiful window
display of Sonora modcls was made which at-
tracted a large number of people into the store.
J. J. Schratweiser, of the Long Island Phono-
graph Co., spent considerable time in arranging
this ncw store and helped materially in giving
it a proper start. Both of the Vorbach brothers
are live-wire merchandisers and no doubt will
make a success of this new venture.

Fred Becht’s Attractive Establishment

Fred Bec¢ht, who conducts a Victor retail
business at 2587 Atlantic avenue, has just com-
pleted the renovation of his store. New fix-
tures and equipment have been installed and
the store presenis a mosi attractive appearance.
Mr. Becht enjoys a reputation as a live-wire

l L s L E Y 2 s GRAPHITE PHONO
SPRING LUBRICANT
Ilsley’s Lubricant makes the Motor make good
Is prepared in the proper conslstency, will not run out,

dry up, or become sticky or rancid. Remains in f{ts
original form indefinitely.

Put up in 1, S, 10, 25 and 50-pound cans for dealers

Tbis lubricant i3 slso put up in 4-ounce eans to retall at
25 conts each under the trade name of

EUREKA NOISELESS TALKING
A, A, MACHINE LUBRICANT
Write for special proposition to jobbers

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

RECORD KNOWLEDGE

We are equipped to give Victor
retailers practical and efficient record
service, and if you have any record
problems to solve our facilities and
resources are at your command.

Every member of this organi-

zation is particularly well qualified

“g%0%® 040-<

to assist Victor retailers in developing
record sales, for a thorough knowledge
of the dealer’s record requirements 1s
included in the experience of cach
member of our sales staff.

272 Flatbush Avenue Extension

Brooklyn, N. Y.

dealer that has built for Tim a business of the
highest character, and these improvements will
materially assist him in giving an additional
service to his clientele and increase his prestige
and standing with them.

Increases Booth Equipment

Edward C. Wellman, who conducts an exclu-
sive Victor shop in Floral Park, has just com-
pleted the addition of several booths and has
redecorated the entire storc. An attractive
show window has been installed where Vic-
trola models can be displayed to advantage.
Mr. Wellman started as a Victor dealer in a
modest way and in a surprisingly short time
he has increased his sales to such an extent
that additional room was necessary to take care
of it.

Miller Takes on Sonora Line

One of the best accounts yet establishcd by
the Long Island Phonograph Co., Sonora
wholesaler for this territory, is that of Miller’s
Music Shop, at 110th street and Liberty avenue,
Richmond Hill, which is 1o carry the complete
line of Sonora phonographs exclusively. Mr.
Miller recently acquired a very desirable loca-
tion in this section of Brooklyn. He has fitted
his store with every modern equipment and
fixtures and has one of the best-cquipped shops
in this borough. Mr. Miller will carry, in addi-
tion to the Sonora phonograph, the complete Vo-
calion record catalog as well as sheet music and
musical instruments. J. J. Schratweiser, sales
manager of the Long Island Phonograph Co.,
was responsible for the addition of this new
account and stated that it is expccled that this
store will become one of the best-known in
Brooklyn in a very short time,.

New Sonora Representatives

The latest addition to the Sonora dealer list
established by the Long Island Phonograph Co.
is that of Weber Bros., who conduct a talking
machine business at 2202 Eighty-sixth street.
A complete line of Sonora models is being
featured this month in newspaper advertising
and in attractive window displays in their store.

Another new dealer established by this com-
pany is DB. Hirschlein, who has conducted a
retail store at Carlton avenue in Central
Islip, L. 1., for a long timc past. Lee Coupe,
representative of the Long Island Phonograph
Co. for this territory, is responsible for the ac-
quiring of this desirable account.

J. J. Schratweiser, sales manager of the Long
Island Phonograph Co., secured this month an
agency for Sonora phonographs in the person
of Harris Hermelein, who conducts a store at

1441 Broadway. Mr. Hermelein dccided this
month to take on the complete line, which he
is showing in an attractive window display.
Salesmanship That Sells

Sam Goldman, manager of the Jacobs Bros.
store in Jamnaica, is a progressive salesman of
the finest type and through his efforts this store
is showing a gralifving increase in sales every
week. Recently Mr. Goldman sold a high-
priced model Victrola through intensive sales-
manship that probably would not have material
ized for some time to come. After demon
sirating the machine to the lady of the house
at the store one day she promised to return
with her husband, who was at business, some
evening later on when they would decide which
model they would purchase. However, instead
of waiting for that eventful evening to come,
Mr. Goldman that same evening placed
the model which had interested his lady cus-
tomer on the store truck and had it sent to
this woman’s home in ample time to be there
on the arrival of the husband. The instrument
was demonstrated then and there and the sale
consummated before he left, and in consequence
one more desirable sale was added to his large
total, bearing out the policy that the time to sell
a customer is when that particular customer is
interested.

Pays to Keep After the Prospect

An important sale recently made by the Free-
port Music Shop, of Freeport, was that of a
$2,600 Welte-Mignon piano, which was sold in
conjunction with a large high-priced Victrola
model. The purchaser became a prospect in the
early part of the Summer before he left for his
vacation, and on his return steps were immedi-
ately taken to interest him to the buying point
which happily materialized in this important
sale this month.

The L. J. Everett Co. department store, which
has just opened in Roosevelt square, James-
town, N. Y., has arranged a prominent place
for talking machine records, which department
will be one of its leaders.

MOTORS -

(Swiss)
DOUBLE SPRING

Suitable for Portable Phonographs
Stock On Hand, Ready For Delivery
Sample $3.75—Worite for One

MERMOD & CO., ¢ Ergzéves
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DETROIT

Uup:ecedeuted Business Smashes
Sales Records—Good Basis for
Optimism—Changes in the Trade

Detroir, MicH.,, November 10.—October was the
greatest month of the first ten months of 1922,
according to the majority of talking machine
dealers in Detroit and vicinity. Records estab-
lished during war-times and immediately fol-
lowing the close of the war, which were never
expected to be equaled or even approached,
went by the board, were smashed, completely
shattered by the volume of business during
October, 1922. It was an exceptional month
and dealers’ faces are wreathed in smiles as
they reflect on that fact.

Until last month had rolled around and left
everyone gasping over the volume of business
1t brought with it, October, 1919, had been one
of the peak months in the history of the local

trade. As a result of the exceptional showing
of last month dealers are looking forward to
one of the greatest holiday seasons it has ever
been their lot to enjoy. November and Decem-
ber, always two big months, are expected to
far surpass anything of previous years. Those
dealers who had the courage to predict as far
back as four months ago that the Fall business
would be the best in Detroit’s history are now
wearing an “I-told-you-so” expression and are
busy setting the stage for the holidays.
Substantial Reasons for Optimism

The manager of one of the leading phonograph
shops, who did not wish his name used, said:
“If the next two months of the year prove to
be as good as we expect them to be we will
smash our 1919 record to pieces. At the present
time the record for the first ten months of 1922
is very close to that for the entire twelve
months of 1919.” So that’s the situation in
Detroit. Business is good and is going to be
better from now on to the end of the year.

New Jewett Dealers
A. A. Fair, sales manager of the Jewett Radio

c’l‘ he:
ubble

@m f w }
/ Nursery Rhymes The Freatieth Century Way
Pictures-Stories- Real Phonograph Records

HARPER & BROT

Established 1817

The Bubble That
Bursts Into Money

Here’s a new kind of Bubble.

When Bubble Books burst into a
store i1t 1s good luck for some-
body’s pocket—especially at
Christmas time

3 .
\ &'///\ Bubble Books sell well the year

round but at holiday season they
fairly outdo themselves. No won-

der, for if there ever was an ideal
gift for children,it’s Bubble Books.

Sell them hard now and you’ll
continue to reap a golden harvest
\ all next year—for every customer
\. that buys now will be back again
for more—and soon, too!

e Bmsu: Boors

When you sell one you sell a habit and when
you sell a habit, you’re building business.

ERS, BUBBLE BOOK DIVISION

Franklin Square

“that .Smo’ pe

By RALPH MAYHEW
and BURGES JOHNSON

Illustrated by Rhoda Chase

Now retail at $1.00 each

New York, N.Y.

& Phonograph Co., made a very extended busi-
ness trip to Boston and other Eastern cities
during the latter part of October. On his re-
turn he announced the opening of new accounts
in the following cities: New Haven, New Britain
and Hartford, Conn.; Newark, N. J.; Boston,
Mass.; Worcester, Mass.; Philadelphia, Pa., and
Indianapolis, Ind. Mr. Fair said that things
were progressing nicely with the Jewett people
and that they are making very satisfactory
progress. He also reports a shortage on some
upright and console models, together with the
statement that the new William and Mary con-
sole is making a very decided hit with the trade.
The company has started a big advertising
campaign in which their No. 10 Jewett console
is being featured. On November 1 forty large
billboards throughout the city carried Jewett
advertising. This form of advertising will be
inaintained for some time.
Established in New Location
The Brunswick Co. has announced the securing
of a new account in Detroit, the Henry S. Doran
Co., located at 1416 Washington boulevard. The
Doran Co. is an old-established firm in Detroit
and was formerly located at 153 Michigan avenue.
The company recently held the formal opening
of its new location on Washington boulevard.
The new store is a most attractive one, and,
as the company enjoys an excellent reputation,
it should be a big asset to Brunswick-Balke-
Collender interests.
Edison Baby Consoles Popular
Peter C. Sweeney, of the Edison Shop, an-
nounces the receipt of several of the new Hep-
pelwhite model consoles. These are the baby
consoles, which have so long been eagerly
awaited by dealers. Mr. Sweeney expects the
model to be a very popular one with his trade,
as interest in it is running very high. Asked
about business conditions, he said that the Edi-
son Shop had been enjoying a wonderful busi-
ness, of late especially, although the business
for the year has been most satisfactory.
Good Edison Record Service
The record department of the Edison Shop
has been releasing popular records at the rate
of one or two each week, and then including
these in the monthly release list. As a result
of this superior service the record sales have
jumped immensely. Owners of Edisons who
are devoted followers of the latest up-to-the-
minute dances and songs have been énabled to
get some new recent hits each week and thus
keep abreast of the market. Owners of other
makes drop in and hear the latest records con-
siderably in advance of the release date of their
own makes. This idea of having something new
for the patron to hear whenever he or she drops
in has been very popular. In Detroit Edison
rarely fails to have new records first on the
market.
New Brunswick Dealers
Brunswick announces the securing of several
new accounts out in the State. Among these
are the Davis Music House, of Saginaw, and
W. K. Cummings, of Lansing, Mich.
Night School for Salesmen
A night school course covering various sub-
jects of interest to persons in selling positions
was started recently at the Cass Technical High
School. This is in line with the efforts of the
Retail Merchants’ Bureau to provide better busi-
ness education for the vast number of retail
sales people in Detroit. Among the subjects
offered in the night course are Store Organiza-
tion, Beginning Merchandising, Advanced Mer-
chandising, Advertising, Retail Buying, Prin-
ciples of Salesmanship, English and Salesman-
ship for Begmnmg Salespeople. The Retail
Merchants’ Bureau is composed of the leading
merchants of the city and numbers among its
members practically every phonograph or music
dealer in Detroit. These latter were especially
anxious to see the course installed, as they use
salespeople of a very high type, and such a
course will do much to develop that type.
Max Strasburg Has Been Il
Max Strasburg, head of the firm of Max Stras-
burg & Co., has been confined to his home for
several days of the present week by illness.
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at will you do during

| 'flle Long Winter Evenings ! '

A (rosley Radio Receiving Set will solve this problem ~ i

Mr. Phonograph Dealer

Progressive Phonograph dealers are now waking up to the fact that there is I

money to be made in the Radio Field. Their reasoning is logical. The phono- g :
graph dealer, of all the trades, is the best equipped to handle Radio Products.
An extensive knowledge of Radio is not necessary. Itis your ability to demon- _(,
strate that sells goods. This experience in displaying, demonstrating and mer- ¥
chandising music-reproducing instruments of similar types and values will
make the Phonograph dealer a leader in the sale of Radio Apparatus.

Many Radio Enthusiasts have had to forego the pleasures
of a Radio Receiving Set because of the high first cost—
practically all radio sales in the past have been for cash.
By selling Radio Outfits on a time basis, an entire new
field will be opened up that has never been touched.

Again, the Phonograph dealer is the logical outlet. You
and your accounting and credit systems are equipped to
sell on a time basis. The first man to enter the Radio field
on the extended payment plan will be the man to reap the
harvest of dollars that are sure to come.

Tuned Radio Frequency Amplification has met with uni-
versal success wherever it has been used. It simplifies
tuning, increases range and eliminates interference. The
Crosley Manufacturing Company was the first to bring this
feature on the market and has developed it to its highest
degree. This is the feature of our two and four tube sets.
You can be assured of permanent satisfaction if you sell
Crosley Instruments.

The advertisement that appears on this page and others of
a similar nature are appearing in all the leading Radio and
Electrical publications. Combined with our previous
national advertising and the popularity of our instruments,
a great demand has been created for Crosley Radio
Apparatus and Parts.

CASH IN ON IT

CROSLEY RECEIVER MODEL X. A four-tube outfit the same &g
as shown in the above scene. It consists of tuner, one stage of

Tuned Radio Frequency Amplification (the feature that has made - J 3 -

this instrument so popular), Detector and Two Stages of Audio BETTER-COST LESS v/ o

Frequency Amplification in a beautiful mahogany cabmet. It will B CROSLEY MODEL XXV

ll:rmg in dxstarlx)t stations loud and clear. Price without pgg?eosd I ! ‘! D l D

atteries or tubes........ R s TR R This beautiful mahogany cabinet is equipped with a

four-tube panel incorporating the same units as the

Write for our catalogs, Model X, but the panel is in a different shape, as
literature and discounts will be noticed from the illustration. This cabinet

is arranged to take the Model R-3 Magnavox, which
can be quickly installed and hooked up in the set, but

- the Magnavox is not furnished at the price quoted

‘ ROSLEY FA‘ :I URING Co ® below. Cabinet also contains space for “A’ battery
and “B” battery and battery charger, if desired. A

tlilrowover iswxéch 1sakprov1(}ed to change grom bhead
ones to loud speaker t is guaranteed to bring

Dept. TMW1 Fn broadcasting stations up to one thousand miles or
more loud enough to be heard all over the room.

CincinnatioOhio This beautiful instrument, without tubes, batteries

or phones, sells fOr soeeesevorocccosrsooesss$150.00
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CHAS. K. BENNETT BACK IN FOLD

Popular Victor Man Joins Beckwith-O’Neill
Organization—Ideally Qualified to Fill Im-
portant Post—Veteran of the Trade

MinneAroLts, MinN, November 6.—George C.
Beckwith, president of the Beckwith-O'Neill
Co., of this city, Victor wholcsaler, announced
his week that Chas. K. Bennett, one of the

Charles K. Bennett

best-known members of the talking machine
industry, would join the company’s staff as
eneral manager on December 1. As announced
1ecently in The World E. F. O'Neill has retired
from this company, leaving Mr. Beckwith in
sole charge.

Victor dealers in this tcrritory will undoubt-
cdly welcome with enthusiasm the news that

Chas. K. Bennett has become associated with
the Beckwith-O'Neill Co., for Mr. Bennett’s ex-
perience in the Victor trade dates back for
practically a score of years. He was associated
with the Victor Talking Machine Co. for many
years, occupying important sales positions, and
for over five years was general manager of the
Eclipse Musical Co., Cleveland, O., Victor
wholesaler, wlhere he won the esteem and
friendship of the dealers throughout his terri-
tory. He retircd from the Victor trade a short
while ago, becoming associated with his brother,
who operates a dairy products farm at Hud-
son, N. Y. However, Mr. Bennett has always
maintained a love for the Victor trade that
could never be supplanted and his association
with the Beckwith-O'Neill Co. will cnable him
to rejoin the industry he loves so well.

TAKES OVER THE CIROLA PORTABLE

Zenith Mfg. Co. Will Manufacture and Market
Popular Portable—Extensive Sales Campaign
Featuring Cirola and Encore Replayer—Wm.
Huguley President of Company o

The Zenith Afg. Co, Newark, N. J.,, manu-
facturer of the Encore Record Replayer, has
just taken over the name, good-will and other
assets of the Cirola Talking Machine Co. and
contemplates marketing this portable machine
on an extcnsive scale. The Cirola machine has
bcen on the market for several years and thou-
sands of them are now in use. Under the
manufacturing plans arranged by the Zenith Co.
the production is to be increased considerably
and an advertising campaign arranged for the
further exploitation of this product. Several
improvements have been made in the equipment
and this is to be placed in a high-class quality
cabinet.

The Zenith Mig.
tional advertising campaign on

Co. also announces a na-
the Encore

Record Replayer, and it is planned to use a
series of ads in the Saturday Evening Post dur-
ing the next twelve months. The first of these
will appear in issues just prior to the Christmas
holidays. A plan of dealer co-operation, in
conjunction with this national advertising, has
also been arranged.

William C. Huguley, an executive of long ex-
perience in the manufacture of mechanical de-
vices, heads the Zenith Mfg. Co. The company
has purchased its own building and contem-
plates manufacturing a series of products which
will have particular appeal to the talking ma-
chine industry.

Mr. Huguley is a mechanical engineer of
practical training who began his career l';y serv-
ing an apprenticeship with R. Hoe & Co., print-
ing press manufacturers, as a machinist. He
rapidly advanced to the tool-making ranks and
worked for a few years with some of the lead-
ing concerns in the East. Just prior to the war
he started a machine and tool-mmaking business
in New York under the name Automat Tool
Works, where he designed and built labor-
saving devices and automatic machinery. The
business was then consolidated with the Spe-
cialty Products Co., of Newark, N. J., of which
he became vice-president and general manager.
During the war this latter firm executed some
large contracts for the United States Navy.
Later he organized a tool-making shop known
as the Zenith Tool Co., of Newark, N. J., with
a partner, Henry W. Grewe. This business
quickly outgrew its quarters at 23 Marshall
street and the new home of the company at
292 Chestnut street, containing 15,000 square
feet, is equipped for the manufacture of mechan-
ical devices of all kinds on a large scale.

The French Music & Art Shoppe, Columbus,
Neb., has been successful in placing a number
of Victrolas in the local schools. The concern
is aggressively pushing the Victor line.




NovemBER 13, 1922

THE TALKING MACHINE WORLD

133

LIANING

WOULD-BE REFORMERS SPREADING ERRONEOUS IDEAS,

Propaganda Ostensibly Intended to Raise the Character of American Music Often Fails to Do
Any Constructive Good Because of the False Ideas Upon Which It Is Based

Those who have taken upon themselves the
burden of purifying American music and purging
it of what they terin jazz and other forms of
degrading music continue to be active in putting
forth propaganda that is calculated to reflect
upon American music as a whole, although per-
haps the reformers are more or less sincere in
their attitude from their own viewpoint.

The latest piece of propaganda is found in a
dispatch from Atlantic City which reads:

ATLANTIC CITY, N. J., Oct. 13.—Jazz
is threatened hy a musical counter-revo-
lution, led hy Professor Peter \W. Dykema
of the University of \Wisconsin, famous musi
cal authority of the United States, who this
week startled the country by his declaration
that the majority of Americans are no hetter
than African savages in their use of musical
instruments.

Delegates attending the Ninth Recreation
Congress under the auspices of the Play-

ground and Recreation Association of
America and Commuaity Service today
passed a resolution declaring “it is vital

that immediate stimulus he given to creation
of a song literature embodying the finer
ideals of American life.”” The resolution
appealed to the ‘“poets and composers of
the United States to devote themselves to
creating more worthy songs of the people.”

“We are musically undernourished,” de-
clared Professor Dykema. ‘‘America needs
good music as hadly as Austria needs good
food. \What hetter proof of this fact could
one ask than the haste with which the public
turns quickly from omne bad popular song to
another in unconscious search for the songs
which will lastingly satisfy their musical
hunger? Good popular songs are those
which stress some fine and desirahle aspect
of American life and by both music and
words awaken a sincere response in the
hearts of the people.

“I do not mean that good songs need
necessarily he ‘high brow’ songs. Let us
have lots of songs in lighter vein, songs of
humor, sport, friendship, love; songs that
express any ideal of American life, not only
its loftier moments.”

A committee of five was chosen to direct
the campaign, including Professor Dykema,
C. M. Tremaine, Director of the National
Bureau for the Advancement of Music; Sig-
mund Spaeth, Mrs. Fred \V. Ahhott, Manag-
ing Director of the Philadelphia Music
League, and Kenneth S. Clark of the Bureau
of Community Music of the Community
Service.

The report reproduced is only one of similar
character that has appeared in daily papers the
past couple of years. Everyone appreciates the
desirability of the development and greater ap-
preciation for high-class music, but that is not

>~

to say that all the so-called popular music of
the day is fit only for the trash basket. As
a matter of fact there is no real necessity for
any reform movement in American music, for
there is little or no jazz music being published
at the present time, 95 per cent of all current
songs being either melody numbers or popular
novelties.

While it is said that there are over 500 or-
chestra combinations appearing on the vaude-
ville stage these aggregations are following in
the footsteps of Paul Whiteinan, Vincent Lopez
and Paul Specht, who long ago departed from
the rendition of jazz. It is true that they play
lively miusic as well as miuch of the better class,
but there are invariably no jazz numbers on
their programs. They, themselves, term their
organizations “Symplionic Syncopators” and
they are capable of playing, and do play, the
very best music with a popular appeal.

Only recently an advance report was given out
covering the Fall activities of Paul Whiteman
and his orclhestra and the various combinations

FEIST SONG THE WINNER

“Why Should I Cry Over You?” Wins First
Prize in Songwriter’s Contest

Roseland Dancing Academy, the popular New
York resort for the younger set, held a song-
writer’s contest on Thursday evening, October
19, offering as a prize

a beautiful silver loving
cup suitably inscribed
to the winner. The cup
was won by Bob Miller
and Herbert Steiner,
representing Leo Feist,
Inc. Each contestant
was limited to one
song, singing the verse
and two choruses. The
Feist number which
won the cup was “Why
Should I Cry Over

You??’ Other publish-

The Roseland Cup ers represented in the
contest were I[rving Berlin, Inc., with the song
JHomcsmk” Jerome H., Remick & Co., “Indi
ana”; Stark & Cowan, “Blue”; Jack Snyder,
Music Publisher, Inc., “In Maytime [ Learned to
Love”; M. Witmark & Sons, “Carry Me Back to
Carolina”; E. B. Marks Music Co, “Little Red

EWORLDMUSIC

under his direction. [t shows that \Whiteman
alone has eleven bands working in New York,
seventeen on the road and forty throughout the
country. Vincent Lopez also has a number of
orchestras under his direction and Paul Specht
not only directs a great number of orchestras
in this country, but has booked five or six com-
binations to appear in European centers durin
the coming season.

The point is that these, and other orchestra
leaders of like calibre, set the pace for the entire
country and the orchestras, even in the very
smallest centers, try to conform to the stand-
ards of these combinations. This is easily done
by following the modern orchestra arrange-
ments issued by the popular music publishers
and by paying close attention- to the leading
talking machine 1ecords made by \Whiteman and
others.

Some two years ago there may have been
some need for a concerted movement to bring
about the elimination of jazz. Now there is
little or no foundation for any such movement
Tt might be well for one of the publishers’ or-
ganizations to ask these propagandists to be a
little more specific. [f this is done we think
the reformers will look elsewhere for their

newspaper publicity.

Schoolhouse,” and Shapiro, Bernstein & Co.,
Inc, "Georgette.”

\WVhile the Feist song “\Why Should [ Cry
Over You?” is undoubtedly one of the best of
this season’s offerings, the fact that Bob Miller,
who rendered the song, was in splendid voice
and is an excellent show man must be given
some consideration. Herbert Steiner, who ac-
companied him upon the piano, operated in a
manner which brought forth much comment.

NEW JENKINS NUMBER

New Fox-trot, Jumps Into Immediate
Popularity

“Martha,”

The J. W. Jenkins’ Sons Music Co. has issued
a new fox-trot song called “Martha,” which
seemingly has met with instant favor. The pro-
fessional and band and orchestra departinents of
the company have, through its reception, been
induced to inaugurate a special publicity cam-
paign. This is now well under way and will
cover every channel of musical activity. Al-
though “Martha” has only been in the hands
of the trade a short time the sales have shown
much activity and the firm reports a constant in-
crease in the size of repeat orders. “Martha,”
together with “Lonesome Mama Blues,” will be
the outstanding features of the Fall catalog.
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FEATURING “NOVEMBER ROSE”

Jack Snyder, Music Publisher, Inc., to Concen-
trate on That Number During Season

The latest Jack Snyder song hit, “November
Rose,” is proving one of the most popular suc-
cesses ever offered by this young writer.” This
song, in connection with “In May Time” (I
Learned to Love), will be the feature of the
catalog of Jack Snyder, Music Publisher, Inc.,
during the Fall season.

Al Livsey, business manager of the company,
has arranged a special publicity campaign on
these two numbers and the plans call for the
expansion of the professional activities of the
company. Besides the wvarious branch offices
and representatives now covering the country
for this publishing house, the firm further con-
templates the opening of offices in other impor-
tant cities in the Middle West and on the Pacific
Coast.

Many leading vaudeville headline artists are
singing “November Rose,” and it has been re-
corded by leading talking machine record and
player roll companies. There is little doubt but
that it is what can be termed an established
success.

The publisher has issued some novel adver-
tising material on this song, including a repro-
duction of a red rose, which is being distributed
by the thousands. On the leaf attached to the
stem of the rose is embossed in gold letters the
title of the song.

JACK GLOGAU MAKES CHANGE

Jack Glogau, who was formerly connected
with Fred Fisher, Inc.,, having charge of that
firm’s mechanical reproductions, is now con-
nected with the Harry Von Tilzer Music Co.
Mr. Glogau is also the writer of a number of
successful songs.

FEATURE FEIST NUMBER

“Why Should I Cry Over You?” Basis of At-
tractive Window Display

Volkwein Bros., one of the leading retail
music establishments of Pittsburgh, Pa., have
for many years given particular attention to their
window dressings. On several occasions the

me
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Window Display of Felst Hit
displays in the Volkwein establishment have not
only created comment in the city of Pittsburgh,
but have attracted the attention of merchants in
other parts of the country.

Herewith is shown the Volkwein Bros. win-
dow of “Why Should I Cry Over You?” which
was the means of adding considerably to the
sales of this popular number during the week
in which the showing was made.

Leo Feist, Inc, is the publisher of “Why
Should I Cry Over You?” The number is one
of the biggest successes as a vocal number on
the vaudeville stage. As a fox-trot it has met
with favor with both the orchestra leaders and
dance enthusiasts and its sale has justified many
dealers in giving it special window displays.

SEVERAL POPULAR RELEASES

Shapiro, Bernstein & Co. Catalog Contains a
Number of Popular Hits

Among the new songs issued by Shapiro, Bern-
stein & Co., Inc, are: “Lost, a Wonderful
Girl,” “True Blue Sam” (The Traveling Man)
and “Are You Playing Fair?” The first number
is being sung by a large number of vaudeville
stars. It has a melody a little better than the
average class. ‘“True Blue Sam” is a novelty
which was recently introduced by Belle Baker
at the Palace Theatre, New York. Other vaude-
ville performers are including this song in their
programs and it is also being heard as a fox-trot.

Another novelty issued by the same company
is “Where the Bamboo Babies Grow.” This,
too, is a popular dance. “Cuddle Me” and the
latest song by Mary Earl in waltz time, entitled
“Mississippi Ripples,” complete the list.

NEW BERT GRANT NUMBER

Waterson, Berlin & Snyder Featuring New
Waltz Song by Bert Grant

Waterson, Berlin & Snyder have accepted for
publication a new novelty waltz song entitled
“Tricky Little Tunes.” The number is by Bert
Grant, who wrote the music for several revue
parts of “Shubert Units,” now playing as vaude-
ville attractions under the titles “Town Talk”
and “Jimmy Hussey’s Funmakers.” The above
concern will also publish the “Units” scores.

FEIST TO PUBLISH “JENNIE”

“Jennie,” a new novelty fox-trot song, has
been accepted for publication by Leo Feist, Inc.,
which announces its early release. The song
was written by Cliff Friend and Con Conrad,
who have several successes to their credit.

‘Just aplain old fashloned name”

Now sclling Itke
':HOT CHKES 4

POSITIVELY

«1 GUARANTEED HIT"
ZIND SURE FIRE SELLER
Cﬂnoiﬁerb{gbll "Lonesomellama Blues”

J W.JENKINS SoNs usic CO. Kansas Ciry Mo.
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FIVE SONG GEMS
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IRVING BERLIN’S SECOND ANNUAL MUSIC BOX REVIEW
| CRINOLINE DAYS
| PORCELAIN MAID

I Lady of the Evening

PACK UP YOUR SINS

-~ AND GO TO THE DEVIL

f-Will She Come From The East? l

IRVING BERLIN, Inc., 1607 Broadway, New York

¥

NEW POST FOR SHEFFIELD

Becomes Manager of Mechanical Reproduction
Department of E. B. Marks Music Co.

George Sheffield, formerly manager of the
recording department for the Vocalion Division
of the Aeolian Co, has been appointed manager
of the mechanical reproduction department of
the Edward B. Marks Music Co.

Mr. Sheffield is well known in music publish-
ing and recording circles as well as in the concert
and vaudeville fields. He is an excellent mu-
sician and concert singer and spent many years
in the music centers of Europe. He is well
equipped for his new post and his experience
as a recording expert as well as his familiarity
with music trade conditions should stand him in
good stead.

The Edward B. Marks Music Co. announces
the reorganization of its standard publishing
department and greater stress is to be laid upon
the needs of the concert star and better class
singers generally as well as the teaching pro-
fession. This will not in any sense reduce the
activities of the popular field. It rather means
an expansion of the departments of what is
sometimes termed better class music.

Eddie Lewis, prominent in musical and the-
atrical circles in Chicago, has been appointed
manager of the Chicago office of Jack Mills,
Inc.

“HOMESICK” WEEK PLANS COMPLETED

Big Campaign to Be Conducted Week of
November 18 to 25 on Berlin Hit

Final plans for the week’s campaign for the
Irving Berlin success, “Homesick,” which has
been arranged for the week of November 18
to 25, inclusive, have been closed. Much display
advertising material is being shipped to the
trade for the use of sheet music, talking ma-
chine record and player roll dealers. The co-
operation of all the mechanical reproducing
companies, orchestras, theatres, dance halls and
motion picture houses and others who will take
part in the campaign has been assured.

The fact that the Berlin organization makes
a very wise selection of the number for these
national drives assures those who are interested
of their success. Those who have taken part
in such campaigns as those arranged for “All
By Myself” and “My Mammy” hardly need to
be induced to co-operate in the forthcoming
“Homesick” Week.

NEW FEIST BALLAD FEATURED

Leo Feist, Inc.,, has just issued a new song
entitled “In a Corner of the World All Our
Own.” The words are by Gus Kahn and the
music by Jesse Crawford. This ballad is being
featured in Ballaban & Katz's Chicago theatre,
the largest motion picture house in the world.

FEATURE WITMARK HIT

“Say It While Dancing” Basis of Attractive
Window Display in Los Angeles

In connection with the big fox-trot success,
“Say It While Dancing,” the publishers, M.
Witmark & Sons, are conducting a big publicity
campaign among the dance halls of the country
with some very remarkable results. “Say It
While Dancing” is both a hit and a slogan, and
its sales are prodigious. Dealers everywhere
are featuring it with striking window displays.
Not the least effective among them is the one
which was so artistically arranged by Johnston’s
‘Ye Harmony Shoppe” in Los Angeles recently
It held the attention of that hustling city for
three solid weeks—an unusual tribute to pay
to a popular hit—and resulted in an excellent
demand for the number.

HAVING REMARKABLE POPULARITY

“The Parade of the Wooden Soldiers” is
being continued in the new production of
“Chauve Souris.” This was one of the out-
standing songs in the past season and its pop-
ularity does not seem to diminish. All of the
talking machine record and music roll manu-
facturing organizations have issued it in one or
more forms and the trade reports it as having
a steady sale. The Edward B. Marks Music
Co. is the publisher.

) SENSATIONAL FROM THE START

/Carry Me Back To My

4 BENNY DAVIS Writers
and ABNER SILYER  of

ANGEL CHILD--SA4Y 17 WHILE DANCING
M. Witmark & sons - Wirmark Building - New York
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THE SECOND “MUSIC BOX REVUE”

Irving Berlin's Latest Revue a Gorgeously
Staged Spectacle Replete With Tuneiul Music
—Show Praised by Both Press and Public

Sam H. Harris presented Irving Berlin's new
Music Box Revue last month at the Music Box,
and it fascinated its first audience—the most
distinguished seen at a theatre for several
months.

The magnificence of the offering may be im-
agined when it is known that more than $350,000
had been expended on its preparation.

A scene of great beauty and cleverness is
“Satan's Palace,” which closes the first act.
The lighting and mechanical effects in this scene are
remarkable. In this scene is introduced the
song, “Pack Up Your Sins and Go to the Devil,”
sung by John Steel

“The Forest” is a scene of exquisite loveliness
and introduces scores of pretty girls, represent-
ing birds. “The Little Red Lacquer Cage,”

sung by the entire company, adds further to the
beauty of this scene. Theyv make their entrance
from the stump of an old tree. Still another
scene which won admiration is “Housetops,”
which shows a miniature city at night. John
Steel lhere sings, accompanied by the chorus,
“Lady of the Evening.”

“Crinoline Days” is probably the outstanding
song of the whole show. It shows Grace LaRue
at her best and the effective setting in which
the Crinoline Girls appear is not to be forgotten.

While it is true John Steel sings several
songs, his most successful number is “Will She
Come From the East?” This, as the title sug-
gests, 1s a love song showing a girl from Broad-
way, a girl from the regions of the ice and one
from the heart of the West and the inevitable

irl from the land of cotton.

“Bring on the Pepper,” sung by the McCarthy
sisters and the entire company as well as what
are known as the Pepper Girls, is not to be over-
looked as one of those songs which will be
heard frequently during months to come.
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THE FORSTER CONSOLIDATION

Forster Music Co. and Forster, Music Publisher,
Inc., Consolidated for Greater Efficiency

CHicaco, ILL, November 9.—The F. J. A. Forster
Music Co., doing business since 1903 as jobbers
in sheet music, and Forster, Music Publisher,
Inc., organized in 1916, publishers of the same,
both of Chicago, have consolidated with a cap-
italization of $250,000, fully paid, and will be
conducted at 235 South Wabash avenue. The
stock in both concerns is owned by F. J. A.
Forster, who will henceforth be in a position
to directly supervise the executives of these con-
cerns and so assure even better service.

The combined business per annum has been
something over a million and a half and the
steady growth has made two establishments
rather unwieldy. Additional space to the extent
of five thousand square feet being made avail-
able, the equipment improved and the personnel
placed more comfortably in contact with one
another, a very high degree of efficiency will be
found possible.

F. J. A. Forster will now have his entire
forces where daily association can keep him in
touch with them. With these advanced facili-
ties and the increased capital a new era opens
for the Forster Co.

FEIST SECURES AMERICAN RIGHTS

Leo Feist, Inc, has secured from Francis,
Day & Hunter, London, England, the American
publishing rights for the song, “If Winter
Comes” (Springtime Will Soon Be Here). This
is a composition by Melville Gideori and sung
by him in the musical show, “Co-optimists.”
Inasmuch as there are apparently more than
one of a similar title, Francis, Day & Hunter
have distinguished their song by adding the
above sub-title. This English publication is one
of the biggest successes in England at the
present time, and realizing that there is a real
demand for the number Leo Feist, Inc., has
decided to immediately make available copies
of the song for the American public.

“IN A LITTLE TOWN NEAR BY” SCORES

QOne of the latest additions to the famous
Black & White Series of M. Witmark & Sons
is a song entitled “In a Little Town Near By,”
by Florence Turner Maley and Amy Ashmore
Clark. It was sung last week at the Strand
Theatre ‘as the feature prologue and the music
theme to the showing of the photoplay “The
Bond Boy,” in which Richard Barthelmess is
starred. The music, seemingly, fitted the pic-
ure perfectly. The prologue was staged and
sung in the usual artistic manner and scored a
hig hit with the audience.
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YOU THREW ME DOWN
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But 1 gove you up_—  just be-fore—  you thivw me downi—

WATERSON, BERLIN & SNYDER (O,

STRAND THEATRE BLDG

NEW YORK

MAURIE SHERMAN USES NOVEL SONG-ANNOUNCING DEVICE

Leader of Prominent Orchestra at the Bismarck Hotel, Chicago, Features the Title of Each Num-
ber Played by Means of an Attractive Sigh—An Excellent Method of Popularizing Songs

During the June convention of the National
Association of Sheet Music Dealers much dis-
cussion was indulged in pertaining to the ad-
visability of having dance orchestras announce
in some form the titles being rendered. The

Maurie Sherman

music publishers, too, have long held the opinion
that an announcement of a title in conjunction
with the rendition of a song or dance selection
was quite a valuable asset in the exploitation of
any given number. The successful carrying out
of such an idea, it has been said, would result
invariably in a considerable increase in sales.
All of which makes it doubly appropriate to
mention and give credit to the introduction of
such a plan by Maurie Sherinan, who, with his
orchestra, is playing at the Bismmarck Hotel,
Chicago, Ill. Under Mr. Sherman’s arrange-

nient there is in full view of the audience a
stand upon which a sign twenty-two inches
wide by fifteen inches high is displayed. This
is painted in blue

SOUSA FEATURES WITMARK HITS

Sousa and his band have featured prominently
all the Witmark big popular hits at their an-
nual season at Willow Grove Park near Phila-
delphia. Among the most-played and frequently
played-over-again numbers were the “Shuffle
Along™ selection, “Angel Child,” “Where the

and white. The
background of the
sign proper is blue,
and in white letters
on the upper half
portion of the sign
is printed, “Mau-
rie Sherman and
His Orchestra
N ow Featuring

Below
space seven inches

Maurie Sherman

= Now Featuring

high by twenty
inches wide in
which the song
titles are inserted.
The lettering is
similar in design to
the announcement
that appears above
it.  With the in-
troduction of each
selection 1its name [

*TOOT-TOOT~
TOOTSIES

is slipped into the
space and the audi-
ence thereby knows the title before the opening
bars are playcd.

Mr. Sherman has been congratulated on his
innovation, not only by publishers, but the
dancing public has been quick to compliment
him upon the idea. The carrying out of his
plan is very inexpensive and considering that
the public is quick to respond the plan should
be adopted by orchestra leaders everywhere.

Novel Sign Used by Maurie Sherman to Announce Song Titles

Volga Flows,” “All Over Nothing at All,”" “Say
It While Dancing” and *I'm Just Wild About
Harry.” They are among the steady-selling
popular favorites of the catalog.

Among the songs now featured by Vincent
Lopez and his orchestra that are to be found
in the catalog of M. Witmark & Sons are “Sav
It While Dancing,” “Where the Volga Flows”
and “All Over Nothing at All”
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SPECIAL VICTOR RECORD MADE BY PRESIDENT HARDING

Two Patriotic and Inspiring Speeches Made by the President of the United States on Noted
Occasions Recorded on Double Disc—Royalty to Be Assigned to American Red Cross

The Victor Talking Machine Co. has recently
announced the release of a Thanksgiving Spe-
cial, which is none other than a double-faced
record made by Warren G. Harding, President
of the United States. This new release, need-
less to say, is of a very momentous character,
and there are many features about it which
are veryv interesting.

On one side is recorded the address which
the President made at Hoboken, May 23, 1921,
on the occasion of the return for burial of 5,212
American soldiers, sailors, marines and nurses.
On the other side is recorded the address which
the President made in Washington on the occa-
sion of the opening of the International Con-
ference for the Limitation of Armament on
November 12, 1921. The patriotic and idealistic
sentiments expressed in these two addresses, as
well as the simple dignity of their delivery,
give to this record an institutional character.
It will, without question, be received with great
enthusiasm by the schools and educational insti-
tutions of the country, as well as in practically
every American home.

The royalty from this record President Hard-
ing has assigned to the American Red Cross,
and the label on each record bears a notice to
this effect: “I direct that the royalty accruing
from the sale of this record be given to the
American Red Cross—Warren G. Harding.”

These records are also being marketed with-
out profit to the Victor Talking Machine Co.,
and the whole idea represents a very commend-
able effort to present two important historical
utterances of the President of our country in a
form in which they can be perpetuated, and, at
the same time, to accomplish this end without
monetary gain other than that for the American

Red Cross.
In view of this record being recorded by the

President, and the American Red Cross being
the beneficiary therefrom, it is not being han-
dled in any way in a commercial manner. The
ordinary commercial publicity and promotion
work will be entirely dispensed with, both by
the manufacturer and the retail trade. The
announcement to the public will be confined to
the label on the record, which includes a por-
trait of the President and his statement regard-
ing the royalties; and to a very handsome
poster, which has been approved by the Ameri-
can Red Cross and which contains a portrait
of the President, a description of the addresses
which have been recorded, a reproduction of the
record with label and a statement to the effect
that this record was recorded at the White
House, May 24, 1922, and that it is being mar-
keted without profit to the Victor Co.

It goes without saying that the Victor trade
will handle the entire proposition in a manner
befitting the dignity of the maker of the record
and will confine its publicity activities entirely
to the label and the poster, or reproductions
thereof.

COLUMBIA RECORDS BROADCASTED

San Frawcisco, CAL, November 4.—Columbia
Symphony records and popular hits from the
Columbia catalog are broadcasted daily by the
KUO radio station, owned and operated by the
San Francisco Examiner. P. S. Kantner, man-
ager of the local branch of the Columbia Co.,
was instrumental in arranging this splendid
tie-up with Columbia records and each day the
program is arranged by the Columbia Co. The
KUO station is one of the most powerful broad-
casting stations in the West and thousands are
enjoying daily the music sent out from this
station.
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The Public Is
Buying

profits right now.

who have tested it.

Christmas Gift trade.
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VIOLIN SPRUCE
REPRODUCERS

Foresighted dealers who prepared
to meet the demand are making nice

The Violin Spruce Reproducer is
accepted as the perfect reproducer by
artists, manufacturers and dealers

Don't delay! The sooner you stock
up—the sooner your profits begin, be-
cause we have proved that phono-
graph owners are waiting for this
notable improvement. Get set now so
that vou will be ready for the big

VIOLIN SPRUCE
REPRODUCER

Fits any good phonograph.
Eliminates all metallic sounds.
Reproduces voice perfectly.
Individualizes all instruments.
Improves by use, like a violin.
Not affected by dampness.

Retails for

$7.50 |

THE DIAPHRAGM COMPANY

5005 Euclid Avenue, CLEVELAND, OHIO

(ED
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- Violin Spruce Diaphragm

INTRODUCES NEW ACCESSORY

The “Melo-Tone,” Invented in Portland, Ore.,
Declared to Be of Much Value in Reducing
Surface Noises and Improving Record Tone

PortLAND, ORe., November 4.—A. C. Sherbert,
of this city, has just perfected a clever device
known as the “Melo-Tone” attachment, de-
signed to reduce surface noise and harshness
and to eliminate any metallic or throaty tone
in reproducing records.

The device was recently tried out at the big
radio broadcasting station at the Meier &
Frank store, this city. A record was put on
a standard machine and radio fans informed
that half the record would be played as was,
and the last half with the “Melo-Tone” attached.
In a short time many telephone messages were
received giving unstinted praise to the per-
formance of the “Melo-Tone.”

The new device can be attached or detached
while the record is playing and is offered at a
popular price. L. D. Heater, of 357 Ankeny
street, Portland, is jobbing the ‘“Melo-Tone”
for the Pacific Coast, but no jobber has as yet
been appointed in the East.

CLAYOLA GAINS IN POPULARITY

Bristol & Barber, Metropolitan Distributors,
Find Demand Growing — Console Models
Favored—Fifth Avenue Shops Exhibit Line

Bristol & Barber, New York City, are doing
particularly good business with the Clayola line
of talking machines, of which they are distribu-
tors. This line, made by George Clay Cox,
Rochester, N. Y., is individualistic to a high
degree and has a decided quality appeal. The
line now consists of five particularly attractive
models, three upright and two console. Several
of these models are also equipped with radio.
Both the talking machine and radio equipment
is of the finest and the models are furnished
with electric motors and are electrically lighted.
Another striking feature of the Clayola line is
the cabinet work. Each model is a work of art
and well designed to grace any home no matter
how pretentious. Many highly favorable com-
ments have also been made on the exceptional
tonal value of the Clayola as well

N. G. Barber, of the Bristol & Barber organi-
zation, states that a number of representative
talking machine dealers in the metropolitan dis-
trict have already taken on the line. A number
of these retailers are displaying the line on
Fifth avenue. At the present time the two con-
sole models seem to be in the ascendancy. Ship-
ments are now coming through from the factory
in good quantities and it is expected that the
Clayola line will provide an excellent selling
proposition for the Christmas trade.

McCORMACK RECORDS POPULAR SONG

In line with its policy of making recordings
by distinguished artists of popular numbers that
have real musical merit the Victor Co. is re-
leasing a recording by John McCormack of
that popular waltz, “Three o’Clock in the Morn-
ing.” All indications are that this record will
be received with great enthusiasm by the Amer-
ican public, as whenever the Victor Co. has
adopted a similar policy in the past the Ameri-
can people have been quick to take advantage
of the opportunity of manifesting their appre-
ciation.

DECATUR, ILL., FIRM ENLARGES

DecATUR, ILL., November 7.—William Gushard
Dry Goods Co. has enlarged its phonograph
department, taking in considerable additional
space. The department now almost covers the
mezzanine floor. G. C. Hawkins, manager of
the department, found it necessary to urge the
officials of the company to increase the space
occupied by his department as a result of greatly
increased business.
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REMODELING STERLING WAREROOMS

Fine Brooklyn, N. Y. Quarters of Sterling
Piano Corp. Soon to Be Completed

Renovations are going on apace at the new
quarters of the Sterling Piano Corp.,, 81-87
Court and Livingston streets, Brooklyn, N. Y,
When completed this will be one of the largest
musical merchandising houses in metropolitan
New York.

One of the features of the renovated store
will be an artistically designed and spacious
talking machine department on the main floor.
A separate entrance to this department on the
Court street side of the building has been con-
structed, making for convenient access to the
display rooms, where complete stocks of Vic-
tor, Sonora, Columbia and Pooley machines
are on display. The sheet music and music
roll sections adjoin the talking machine de-
partment. In addition to the lines mentioned
above, the Sterling Piano Corp. handles a com-
plete stock of musical instruments and Sterling,
Goetz and Huntington pianos.

DEALERS APPROVE K-E AD STUNT

Imprinting of Dealer’s Name on Record Clean-
ers by the Kirkman Engineering Co. Proves
an Exceedingly Popular Innovation

The new policy of the Kirkman Engineering
Corp., New York City, to imprint the dealer’s
name on its K-E and Simplex circular record
cleaners, has already met with much approval
These record cleaners, which have been on the
market for many years, have always enjoyed a
good demand and the additional advertising
value added by the imprinting of the dealer’s
name has resulted in a decided stimulation of
sales.

The sale of K-E automatic stops has shown
an unmistakable increase within the last few
months. The demand is heavy and in most
cases for immediate delivery, and the Kirkman
plant in this city is very busy taking care of
the orders.

APPRECIATE VICTOR EXCHANGE

A great many letters have been received from
Victor dealers located in every part of the
country setting forth their individual apprecia-
tion and gratitude for the large scale exchange
recently put through by the Victor Co. on a
large number of Victor records. A great many
dealers have, through this action on the part
of the Victor Co., been able to improve their
inventory through replacing the slow-moving
stock with records that are in immediate
demand.

PURCHASES RECORD FACTORY

The Tameo Record Mfg. Co., New York,
manufacturers of Cameo records, has purchased
the record plant at Jersey City, N. J, formerly
owned by the Brunswick-Balke-Collender Co.
The production of Cameo records at this plant
will be started immediately and the Bridgeport
factory will also be continued as heretofore.

A. C. GOURLIE BUYS MIAMI STORE

TAMPA, FLA.,, November 7—A. C. Gourlie, pro-
prietor of the Gourlie Music Co., of this city,
has completed arrangements for the purchase
of Ye Music Shoppe in Miami. The new ac-
auisition will be operated as a branch store.
Mr. Gourlie is restocking the Miami store with
a complete line of Columbia Grafonolas and
Columbia records. Chickering pianos are also
handled.

E. E. BUCHER VISITS CHICAGO

E. E. Bucher, sales manager of the Radio
Corp. of America, manufacturer of RCA radio
product, left New York Wednesday for a short
Western trip, his objective being Chicago.

4 Letters have been sent to 