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SINGLE COPIES, 25 CENTS
VOL. XXIV. NO. 10 PER YEAR, TWO DOLLARS

The " TALKING >~

£manufacturers

of phonograph~
gradio products

at the new low prices
All 10-inch records, 75c
All 12-inch records, $1

““Marche Militaire,”” “Serenade,”’” “Moment Musical,”

all the Schubert favorites are to be found on Brunswick.

See your catalog for complete list. Why let your cus-

tomers pay more when Brunswick offers this great
music at popular prices?

Note: Schubert’simmortal Unfinished Symphony played

by Cleveland Orchestra, Nikolai Sokoloft conducting,

on three 12-inch records, is to be released October 2 5th.

By all odds the finest recording of the “Unfinished.”
Place your order !

Panatropes - Radio - Records - Panatrope-Radiolas l,

THE BRUNSWICK-BALKE-COLLENDER CO. - CHICAGO, NEW YORK ||
1

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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Compare the Toman No. 2 Reproducer with any product you've

ever heard . . . test its ability to perform from every standpoint
. . . tone quality, volume, durability, beauty . . . convince your-
self, once and for all time, why this reproducer is directly
favored by the trade, everywhere,

Toman Products are built yight, priced right, and sold eight. Guar-
anteed quulity tuside and out.

We inzate inguiry from substantial
_ Manufacturers, Jobbers and Dealers. Samples gladly sent upon request.

E. Toman & Company

2621 West 21st Place
Cable—SIVAD—Chicago

CHICAGO, ILL.

|
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The Grebe De Luxe Console

Some of the features of the

“De Luxe (onsole

Tonal beauty, range, selectivity and ease
of operation of the Grebe Synchrophase
A -C Six Receiver and Power Unit.

New Grebe No. 14 Dynamic Speaker.

A super-power amplifier using two 250
type tubes (push-pull) and two 281 type
rectifying tubes.

Jack for electrical reproduction of pho-
nograph records.

Cabinet, a masterpiece of the cabinet-
maker’s art. Finished in finest grain wal-
nut, with matched burled paneled doors.

List price,
$510.00
{without tiubes}

§

will change all old ideas of volume.
New—different—it is truly the last
word 112 radio

ERE, at last is the ideal combination. Volume,

five times more powerful than in any other
radio receiver, and, at the same time, tonal beauty
which for the first time interprets volume in terms

of real radio enjoyment and not as mere noise.

By coupling the Grebe Synchrophase A-C Six with
a special dynamic speaker, and a super-power
amplifier, Grebe engineers have produced an in-
strument with such reserve power that the blasts
and unnatural noises of full volume reception have
been entirely eliminated. Yet it can be instantly
tuned down from the inspiring crash of a brass
band to a soft whisper without the loss of a single
note. The Grebe De Luxe Console will be equally
appreciated in the fine home where the best in
radio is demanded, as in hotels, auditoriums, dance
halls and schools where its powerful, undistorted

volume is a necessity.

Be the first in your territory to astound your customers with
the difference of this superb receiver. For full information
send for Booklet TTO

A. H. Grebe & Co., Inc., 109 West 57tk St., New York City
Factory: Richmond Hill, N. Y.
Westeri Branch: 443 So. San Pedro St., Los Angeles, Calif.

Makers of quality radio since 1909

N

TRADE MARK REQ, US PAT.OFF.

AC Six

AN

g TRADE MARK
REG.US.PAT.OFF,

RADIO
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Brunswick Panatrope with Radiola,
Model 3 NC8. Electrical-type Bruns-
wick Panatrope combined with latest
Radiola Super-beterodyne. To list at
$700, complete.

IN COMBINATION

Brunswick offers musical perfection

in a wide price range

RUNSWICK this year offers the Brunswick

Panatrope with Radiola in new designs

and in a wide range of prices. Each and every

model is a true musical instrument reproduc-

ing all music exactly as broadcast or recorded
. . the high notes and the low.

Nothing has been omitted from these superb
Brunswick creations. They are truly the finest
reproducing musical instruments of the present
age. Cabinet work is up to Brunswick’s high
standard both in workmanship and design.

All instruments have the latest convenience
features: complete light socket operation, single
dial tuning, etc.

Brunswick’s great new line is being sup-
ported by an advertising campaign in news-
papers and magazines such as this remarkable
merchandise deserves. Certainly Brunswick
offers you this year your golden opportunity,
Mr. Brunswick Dealer. Make the most of it!

Brunswick Panatrope with Radiola, Mode! 3KRO.
Electrical-type Brunswick Panatrope combined with
latest Radiola. To list at $395.

PANATROPES = RADIO < RECORDS -+ PANATROPE - RADIOLAS

THE BRUNSWICK -BALKE-COLLENDER coO.,

CH1CAGO,

A A -

n“

Brunswick Panatrope with Radiola, Model 148. Electri-
cal-type Brunswick Panatrope combined in one beautiful
cabinst with the Radiola Super-beterodyne. The supreme
achievement in muysic and radio. Price $995, complete.

NEW YORK
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They’re Off! Profits Ahead!

HE radio exhibitions are over for the year. Manu-

I facturers have shown their newest products to the
trade and to the public. No startling innovations

have been developed. The exhibits proved this conclusively.
Refinements all along the line are in evidence. Cabinets
have been made mnore beautiful ; sets are more foolproof and,
as a result, the need for servicing because of faulty product

The

1s set back another notch.

the consumer dollar and this goes for radio just as much as
it does for more immediate necessities. The programs are
so planned that they, too, appeal to the lady of the house.
Dealers are going after the woman prospect because they
know that it is the woman, in most cases, who makes the
final decision regarding the purchase of a radio set or any
Radio retailing
metlrods have become stabilized

other commodity that goes into the home.

artistic touch extends beyond

just as much as have the designs

the sets themselves. Speakers, of the products. The public is
too, have become artistic from radio-wise. The dealer who
the standpoint of design and Every Dealer Sh?UId recognizes this fact and snaps
match the sets in beauty of ap- Read These Articles into the business of selling will
pearance. Combination phono- . . find this Fall and Winter pros-
graph-radios serve a twofold The Gift Idea Builds Sales of Port- perous and satisfactory from
purpose and are meeting a defi- ables—By C. N. Tunnell. . (Page 4) the standpoint of sales volume.
nite and growing demand. The Five Point Plan Sells Radios—
industry is set for the Fall race By M.E. Bridston......... (Page 6 Aggressive Selling
for business. Qutlook is good.
‘ Collect by Mail—Two Methods of Everything is in favor of
A Big Advantage Reducing Past Due Accounts— good business. The product is
By Frank L. Avery. ... . ... (Page 8) the best the dealer ever has had.
The lack of radically new The public is more sold on
talking points in radio is an Salesmanship Wins Portable Vol- radio than ever. The field for
advantage that should not be ume—By J. H. Reed ... ... (Raze.l6) sales has been immensely broad-
underestimated. It is just an- Out - of - the - Rut Selling—By ened by the introduction of the
other proof of the stability that Archie Oboler . (Page 17) AC sets and Dynamic speakers.
has been reached by the indus- The buyers of a year or more
try. A few years ago the blg Radio Seruice for Dealers Proues ago 1nay again be considered
drawback to satisfactory retail Profitable. ... ............ (Page 20) first-class prospects. They are
business was the confusion aris- worth going after. The number
ing out of the welter of new Tie-Up With Piano Playing of people who do not own a
models, new designs, etc., which Contests and Boost Record radio set is astounding. There
were indiscriminately thrown Sales.................. ... (Page 24) is ample room in every com-
upon the market. Dealers had to munity for thorough sales pro-

feature these products because
the public read about them and
clamored for them. The result was cut price sales of stock
that had overnight become obsolescent. Another result was
that the dealer’s profit and loss statement showed a consid-
erable balance on the red ink side in connection with the
That’s history.

To-day the story is different—and more satisfactory.
The figures of dealers

scattered throughout the country prove this.

operation of the radio department.

There is profit in radio retailing.
To-day radio
is big business. It is scientific business. Manufacturers have
learned their lessons as well as retailers. No longer is the
mind of the public filled with thoughts of “improvements
coming.” The public realizes that a radio can be purchased
now with the certainty that a week or a month hence the
models will be unchanged. Sales resistance has been min-
imized. The appearance of the modern radio set appeals to

the women in the homes. The housewife spends the bulk of

motion by the dealer. Get busy
with a well-rounded campaign
designed to lessen the number of homes in which there is no
radio at present. A few ads in the local papers and an occa-
sional change in the window display do not constitute a cam-
paign. The average merchant neglects many methods of
developing sales. There is a notable trend at present in
favor of outside selling and home demonstrations. Jobbers
and manufacturers are advocating this aggressive method of
merchandising. Indeed, one manufacturer is not only spon-
soring outside selling by active help but he has enlisted the
atd of the jobbers handling the line e makes. This par-
ticular maker of radio sets also is aiding dealers in their
direct mail efforts. That is tlie kind of co-operation retailers
are finding a real lhelp in sales promotion. But the dealer
must do his share. All signs point to a big season ahead—if
the retail trade takes advantage of the situation by aggressive
sales promotion in all departments of his store.

Sce second last page for Complete Index of Articles in this issue
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Gift Idea
Builds

every occasion has placed the profits at

a much higher figure for the Kahn &

Levy store in Galveston, Tex. A few years ago

this store did but little volume in portable talk-

ing machines, while today this section of the

business has grown to be a large item of the

sales. Constant stressing of a portable to solve

every gift problem has played the controlling
part in building up this fine increase.

85 Per Cent Gift Sales

Eighty-five per cent of all portables sold in

this store now are sold as gifts for every con-

ceivable purpose, as there is nothing purely

seasonable about good music or

THE portable talking machine as a gift for

By C. N. Tunnell

portable gift suggestion just the solution to the
wedding anniversary to either have sent to the
wife back home, or to use in camp during the
trip and presented to the wife some time later
at this named occasion.
Sales to Students

Parents at the beach are prompted to remem-
ber that a portable for the son or daughter
going away to college is an appreciated gift
that is educational as well as entertaining every
day. These suggestions often bring the decision
for the purchase of such a gift for the boy or
girl who was left in Summer school or is ex-
pecting to go away for the college term.

oL EEEEEEE———SS

Eighty-five Per Cent of Business
Done by Kahn & Levy, of Galveston,
Texas, Is Result of the Gift Plan

ORTABLE Sales

as far as possible and always getting the name
and address of those that telephone inquiring
about records, she is able to pass this informa-
tion on to the outside salesmen, who follow up
with personal calls. In addition to the names,
etc., she makes all effort to get some personal
information of the customer or prospect that
makes it easy for the salesman to have the right
introduction into the prospect’s own home.
Expanding the Sales Field
It has been found that the majority of girls,
women and young men who come to this de-
partment for records are accompanied by some
member of their set. \While the selection of
records is being made, Miss

O’'Mara or some other member

a nice portable. From boy to
his girl, from the girl to her
sweetheart, or brother, from
father to son, from husband to
wife, parents to son or daughter
for every possible occasion is
the basis used by the salesmen
of the Kahn & Levy store in
featuring portable talking ma-
chines as appropriate gifts.
Naturally, it takes a lot of
personal knowledge of individ-
ual prospects, their friends and
relatives to sell an increased
number of portables for gift
purposes; but it is just this in-

HE methods of the aggressive dealer outlined in

the accompanying article show what can be done
in the way of sales promotion of portable talking
machines when some new slant on presentation of the
product’s appeal is thoroughly developed and ex-
ploited. Follow-up of prospects, building a prospect
list by intelligent use of the ’'phone, interviews, etc.,
and hammering away to bring home to potential cus-
tomers the suitability of the portable as a gift have
proved profitable for this Galveston dealer.

of the sales force demonstrates
a portable and finds out if tle
friends accompanying the cus-
tomer would not like to own a
portable or to purchase one as a
present for some friend or rela-
tive. It is pointed out that the
person who wants to give some-
thing really nice and yet con-
servative can obtain a portable
talking machine at five or ten
dollars down and the balance
over spaced payments.

And, unlike many dealers, the
Kahn & Levy firm finds it well

dividual and personal informa- —_————————

tion of prospects that makes it
possible for the salesmen to get maximum
results in creating sales volume.
Prospects in Camp Communities

The first places worked by the two to three
salesmen from the phonograph department are
the Summer camp communities. It is true that
many people who come to Galveston to live in
the Summer cottages bring their portables
along, but no prospect is overlooked. The
salesman from this firm has his portable along
to demonstrate to the prospects of the seaside
cottages where the portable will be the solu-
tion for good music at a small cost. And as
these people have come for the purpose of
recreation, rest and entertainment it is usually
easy to show them through actual demonstra-
tions where the portable phonograph makes the
camp life more complete.

Procuring Important Information

But even those of the Summer dwellers who
own portables are not overlooked. The talking
machine salesman is first told that there is no
need for him to waste his time, as the prospect
owns a portable. At this suggestion, the sales-
man tells the prospects about the new records
and late hits in records to be found at the store.
Along with the invitation to call for records is
information picked vp regarding the kind of
portable owned and whether or not the prospect
would like to purchase a new model ma-
chine. But, at the same time, the salesman digs
up such information as a birthday of some rela-
tive, sweetheart or close friend back home who
would appreciate a portable talking machine as
a gift. The salesman assures the prospect that
his store is equipped to carefully pack and ship
the portable to any place at any time. In this
way the husband on a fishing trip finds the

But Summer cottage prospects are not the
only ones solicited by this firm to let the port-
ables solve their gift problems. Every person
of Galveston has just such suggestions inade.

“Covers” the City by ’Phone

I'he record girl of this firm, Miss O’Mara, paves
the way to many gift sales. Miss O’Mara uses
her telephone book to call every telephone num-
ber of Galveston. As far as possible, she finds
out if the prospect owns any type of talking
machine, whether he would be interested in
having a salesman call in view of a trade-in
proposition, whether or not the prospect would
not be interested in a portable for the vacation
days to carry in the car, whether or not the
small-apartment tenants would be interested
in a portable that requires little room, and other
bits of information. But regardless of what
type of talking machine is owned by the pros-
pect, he or she is reminded that the better-toned
portables make delightful, inexpensive gifts that
are yet fine enough in appearance and perform-
ance to be appreciated by any person.

Parents of graduating high school students
are telephoned and informed that the selection
of a portable talking machine and a number of
records makes a very pleasing gift for the son
or daughter. Club members are prompted to
give such a gift to any member of the organiza-
tion that deserves some honor. Fans and ad-
mirers of athletes are encouraged to show their
appreciation through the presentation of a talk-
ing machine that will be convenient for the per-
son to carry anywhere or keep in his room.

Thirty per cent of the entire number of sales
made are to prospects gained over the tele-
phone by Miss O’Mara. After getting the
name and address of every person that she calls

4

to feature portables on instal-
ments to Summer tourists and
cottage dwellers. True, most of these custom-
ers are in position to pay cash and do pay
cash, but many others have arranged for a
regular weekly allowance to be spent and these
prospects may be sold on the time payment
plan. Some of the Summer people have made
an annual thing of coming to the seashore, and
are known to the firm, others bring along
proper credentials from home merchants to the
extent that these prospects are sold on the in-
stalment basis. And according to the records
of this firm, such prospects usually contract to
pay for a portable in eight or ten weeks, but
usually finish the payments within four weeks.
Sales Doubled in a Year

It means a lot of plugging to keep everlast-
ingly after the many prospects to keep them
thinking about portable talking machines as a
gift for every purpose, but this method of mer-
chandising has made the portable business a
big thing with the Kahn & Levy store. The
increase in record sales for portables has been
very satisfactory, while featuring portables as
a gift has resulted in each year showing a big
increase in sales over the previous year. A con-
crete example is shown in the fact that port-
able talking machine sales for this year are
double the sales of last year as a result of play-
ing up the gift business.

New Store in Guthrie, Okla.

Sidney Ham has opened a new store in
Guthrie, Okla., at 206 West Harrison avenue.
The new store will carry a complete line of
pianos, talking machines and other musical
equipment as well as string instruments, rec-
ords and sheet music.
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the Red-headed
¥ Nusic Maker. ..

'WENDELL HALL

ENDELL HALL is busy making records again ...

How are your stocks of when he’s not on the road entertaining thousands
Wendell Hall Records? from the stage with his wonderful songs. A thirty weeks
1 ol ,, e
“Oh! Lucindy” ... “Hot Feet” (from Wen- tour which the “red-head” has planned between visits to
dell Hall's “Red Pepper Rhythms”) 3983 the Brunswick recording laboratories means that there'll
* * * . - g g
“Headin’ Home (Bound for Birmingham)” be a big demand for Wendell Hall records this tall.
(Ffrom “Red Pepper Rhythms”) .. . “Old-
ashioned Locket” 3984 g . .
x % % Brunswick is lucky . .. and the Brunswick dealer is lucky
“My D Sweetheart” (f v 1l . . .
Ha%-,s, ursi,a(mSen:-:'rf,im:jrs(mé;%m‘ Rt ... to have this marvelous minstrel. What are vou doing
Eipin L 4008 to boost the sale of Hall's records in your store? Get
“P, 1l dle” ion) . .. - - :
“Igonly ‘évrﬁyygﬁé’wf ((f?-or;and\e\rll;u‘zleerﬁmﬁln-s some display material and let folks know where they
e BonEET) 4024 can hear the “red-headed music-maker” on Brunswick
* % %
“Will You Remember” . . . “I Told You I'd Electrical Records.
Never Ferget You” 3903

2 Good Selections on Every Brunswick Record—2

THE BRUNSWICK-BALKE-COLLENDER CO., Chicago : New York - Branches in all Principal Cities
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Model Bungalow at Standard Co.’s

department at a profit! This is the five-

point program which is being used by the
radio unit of the Standard Furniture Co,,
Seattle, Washington, and it is a program that
readily suggests itself as being sound.

The plan of selling radios from the floor of
the radio department, and not via the home
demonstration, has been in effect two years.
During this time the sales volume has steadily
increased, and at the same time selling cost per
radio set has been lowered. Figuring that the
cost of installation is about $10, the home
demonstration is an expensive type of sales
promotion, states L. P. Chase, manager.

“With the customer who is sincerely inter-
ested in buying radio, not merely in having one
demonstrated in his home, we find that it is no
more difficult to sell a machine right off the
floor than it would be in the customer’s home.
Most customers who come in to buy radio have
purchased from the store at some time or an-
other—probably have an account with us—and
they know that we unreservedly stand back of
all merchandise that we sell.”

“But don’t you find that you do lose cus-
tomers by the plan?” T asked Mr. Chase.

“Sometimes we lose prospects,” he answered.
“I think our loss in actual radio buyers, through
our refusal to demonstrate is low.”

After-market profits considerably increase
the radio sales volume of this company. To
this end Mr. Chase keeps an individual record
of each customer. This is accomplished on a
card 4x 6 inches, slightlv larger than the usual
index card to accommodate the amount of in-
formation necessary. At the right side of the
card are listed the name, address, kind of set,
the equipment and accessories purchased. At
the left side, the date purchased, the serial num-
ber, and a space for listing any pertinent in-
formation about the customer or terms of sale
which will aid in selling more equipment, ad-
justing any difficulties, and so on. For example,
such information as to whether the customer
was thoroughly sold on the particular radio
selected, or not—what member of the family

FIVE ways and means of running the radio

-

Store—Radio Prominently Featured

did the selecting—is data which Mr. Chase finds
valuable. This information gives him a cue as
ro how to proceed in after-market merchandis-
ing, as the card data recall to him just the kind
of sclling problem he meets in each individual.
The reverse of the card is ruled for listing the
service calls made to the purchaser, and subse-
quent equipment bought. This completes the
necessary cycle of information.

How does this customer-record increase
after-market sales? As tubes and other equip-
inent last definite periods, solicitation is made
at the time when the customer is logically in
need of new equipment. For example, a cus-
tomer purchasing a radio in September is in
the market for tubes a year from that date; he
is in the market for battery replacement after
ten months have elapsed, etc. Or probably the
record shows that the customer did not buy an
eliminator at the time of the set purchase. This
customer may not only be followed up for bat-
tery renewing at proper times, but be sold an
eliminator in due time. This firm has sold
over 2,500 eliminators by such aggressive mer-
chandising. Likewise, a patron buying a low-
priced speaker can be sold a better quality
speaker at a later date, et cetera.

The telephone is the sales agent used. Often
customers will inadvertently pave the way for
a sales interview. They will call up to discuss
some difficulty which they are having with a
set. Without a break in the conversation, as he
asks about the difficulty, Mr. Chase. consults the
convenient customer record file on his desk.
This not only enables him to talk more intel-

ligently to his customer, but permits him to .

know just what part of the equipment would
likely be giving trouble at that time.
Probably Mrs. A is complaining about recep-
tion. Mr. Chase notes that a year has elapsed
since the set was purchased. New tubes are
probably required. He tells Mrs. A that tubes
generally wear out in a year’s time, and that
if she will bring them in to be tested the store
will check up on them for her. Mrs. A is
flattered that the store remembers the date of
purchase—gratified at the promptness in han-

0

Sells

Radios

. Store demonstrations
After-market profits
Customer record system

E D

Closing first interview

D R

Minimizing free service
By M. E. Bridston

dling her difficulty. She brings in the tubes and
an after-market sale is the result.

A regular check of the cards enables Mr.
Chase to know just when these accessories will
be needed. A friendly telephone call is made,
when the conversation takes on the form of
one “fan” talking to another. If the equipment,
such as the battery, is still standing up, the
remark is made that a call will bring a prompt
replacement when the need does arise. Usually,
however, the call is timed so that the customer
is in need of the equipment.

The customer is being serviced, not sold to,
with this method. The call is not a selling
call, but one evincing a friendly interest in his
behalf. The customer admires this aggressive
merchandising. He likes to be considered a
regular customer; he likes to be solicited; he
likes to be noticed, even though he doesn’t buy
every time he is approached.

The “free service” bogey has been laid low
in the Standard plan of radio merchandising.
All radios are sold with a thirty-day free serv-
ice guarantee, and after these first thirty days
have elapsed service calls are charged for. Day
calls are made at the rate of $1.50 per call;
night calls, $3.00 per call. This charge, con-
sistently adhered to, enables the repair unit to
operate without going in the red. However,
during the factory guarantee limit, which is
usually ninety days, free service is extended if
the customer brings the radio set down to
the store for inspection. At all times, regard-
less of how long the radio has been sold, the
department is glad to make a check-up of all
or any part of the set, if it is brought in.

Radio sets at the Standard range in price
from $125 upward—a sizable amount of money
for the average individual to spend. Yet the
salesmen in the department are geared to sell
the customer during the first interview! This
is the most opportune time to close the sale,
states Mr. Chase, as the more radio stores they
visit the more undecided they are. This cannot
be accomplished if the salesman regards this as
an impossible thing, Mr. Chase has found. The
idea is to set a sale as the objective.
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a Definite Dealer Asset

T is the QUALITY OF TONE which an
instrument possesses, that 1s of paramount
importance in making radio sales.

Specifications on many receivers—and speakers

‘ &L too, are about the same on paper—and on “speci-
NE== e L1 bl ; )
fications”, price or other things sometimes count.
NO. A M M
f;fifff&'iﬁ“&i‘fﬁ?%ﬁf’ But when the customer LISTENS, it is TONE O, 523 STROMBERGCARLSON
rice, for 50-60 cycle A C. areas, . . o o A. C. areas
ko iy orSpaker 51550 which is the deciding factor. Price, complete with 8 R C_
rice, for 2560 cycle A C, areas, tubes buc not including Cone
wcathou tubes or Speaker. . .$190.00 Speaker ., ... $295.00

The beauty of tone in Stromberg-Carlson

_ radio apparatus appeals to everyone. In the
, —— opinion of thousands who really know music
:] it 1s the standard in radio today.
' v The dealer who carries the Stromberg-Carlson
- [ line has a selling asset of definite value in the
tonal excellence of all Stromberg-Carlson instru-
ments.
! * Stromberg-Carlson Recezvers for Direct Current areas range in price
£ NO. 636 STROMBERG-CARLSON from Szo5 to $985. All prices quoted here are East of Rockzes.
% i 00‘050;6(‘)1“1 mC s Slightly bigher Rockies and West and Canada. NO. 524 STROMBERG-CARLSON
i u»;:Zi;I?:bu or Scp);zker vSl;S.Os(S Art Coosole. For 50-60 cycle A. C

i
: Price, for 2560 cycle A. C. areas, StroMBERG-CaRrLsoN TerLEpHONE MrG. Co.
e wirhout tubes or Speaker . . .$250.00

Pme complete with 8 R. C. A

ROCHESTER, N. Y. L;;‘;ji L g ol

i ““There is Hear the Strom- !
| nothing berg-Carlson |
finer Sextette thru
than a the NBC and 22
Stromberg- associated
Carlson’’ stations.| i
73
,'/<
NO. 744 STROMBERG-CARLSON .
2 delo-l’honograph combination. For 50-60 cyele P Ti NO 734 STROMBERG—CARLSON 7
7 A C. areas 2 v A2 2l Art Console. For 50-60 cycle A. C. areas, 7
’% Price, complere with 11 R, C. A. tubes and loop but 7 LECTRIC YNAMIC SPEAKER % _} Price, complete with11 R. C. A. tubes but not includ-
aot '“CIUd'ﬂg Cone Speaker.. .. . ... . ...$1205. Prlce complete with 25 fr., two purpose cord carry~ 7 “ ing Speaker (Loop $30.00 extra). . veees.$755.00
§ iog boxh %ecelver output and Speaker operating | 3
B 000005 0000007 cho604 0 000900400 $15000 | > 4
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COLLECT. BY MAIL

Two Methods of Collecting—The Way of the
Blackjack and the Way That Wins Friends

head with a crowbar, or, if that's too
messy, shoot him—then help yourself to

his pocketbook. That’s one method.
Meet him face to face, hold out your hand

SNEAK up behind him, hit him over the

Letter 1

My dear M, —:

Many people feel that the rendering of a
hill is an unpleasant or emharrassing
task—so they just send the thing without
a letter. Personally I don’t agree with
them.

Let me tell you why. I am glad of

(note) the excuse to remew our pleasant contact.
The hill stands for work that we’ve done
for you—work well done, I hope—work
that we are proud of—service that has
helped you.

We know that it is all of this hecause
all of our men take pride in their work—
all of the merchandise that we sell is
carefully selected and represents the best
in its particular line.

So, in giving you this bill I can call
your attention to our honmest intention to
please. I can assure you that we place
our reputation on these grounds. It is on
this hasis that we hope you will have the
same satisfaction in dealing with us that
we lhave in dealing with you.

Cordially yours,

(note) If the letter is relative to merchandise
sold, use the following paragraph in place
of the second paragraph ahove.

Let me tell you why. I am glad of the
excuse to renew our pleasant contact. The
hill stands for goods that we have sold
to vou—merchandise that is honestly huilt
—merchandise that we are always ready
to stand hack of hecause we know that it
gives satisfaction.

for a friendly shake and surprise him with a
wide grin—he'll be so overcome that he'll give
vou the cash without a quiver. That’s another
method for collecting the money due you.

Personally I'm not so much in favor of the
first method for three reasons: first, because the
average business man cannot wield a crowbar
or shoot straight; secondly, because it spoils
the prospect for future business, and, third, be-
cause he may not have the money in his pocket.

I'll admit that there are times when we feel
heartily in favor of method number one, if only
to give ourselves mental satisfaction—but the
real objections still stand. Which brings me
to the first rule of collection-letter writing.

Relieve Your Mind

When your close-fisted debtor meets your
approach with the enthusiasm of a hard-shelled
clam (we call ’em quahaugs in New England),
sit down and write him a real letter.

Tell him exactly what you think about his
honesty—don’t mince words—call him a crook,
a thief, a liar and a grafter. Threaten to bash
in his nose and blacken both eves, if necessary.
When you have entirely relieved your mind of
rancor and said all the meanest things you can
—why, just tear up the letter and write him
decently. The net results from such a policy
are bigger income and less personal hazard.

I'm heartily in favor of method number two
—the glad hand and smile collection wpolicy.
You probably know this from the letters which
you get from me when your subseriptions ex-

By Frank L. Avery

Cireulation Manager, Talking Machine [¥orld

pire. My faith in this method has not been
shaken during my years of collection work,
though there are times, I must admit, when
some of you almost get me excited.

If in the course of this little article I seem
to digress from the main theme and dwell
upon personalities, it will be merely to illus-
trate a few of the points I wish to make—and
not to gain personal publicity. I am about to
make such a digression now.

Some time ago I sent some of you a letter
which closed with the expression “the baby
needs shoes.” I hoped that this little human-
interest statement might give many of you a
smile and show that my personal interest and
job depended upon getting results.

Of course I preferred money to shoes, and
many readers realized it. I wasn’t prepared to
receive the pair of worn-out sandals that some
one of you sent me,

However, and this is the point I'm trying to
make, the need of the baby for the shoes, stated

Letter 2

My dear Mr, ————:

When I sent you the hill last month—a copy of
which I'm again calling to your attention—I told
you why we were glad to give you this little
evidence of mutual and satisfactory husiness con-
tact,

I haven't heard from you, so I'm pretty sure
that you are satisfied—if you are not, then you
should have told us.

It’s natural that we assume you are pleased—
most of our customers are—that’s why they con-
tinue to he our customers—that's why we know
that they’ll continue our friends for many years.

Of course no one is 100 per cent perfect—and
though we try to he ahove the average, still we
make mistakes. When we do, we want to know
ahout it so we can rectify the error.

We are presenmting this bill again in the spirit
of co-operation. The money you pay us helps us
to keep our stock up-to-date—it enahles us to pro-
vide our men with the hest equipment—and it
helps us to give our customers the lowest prices
without hurdening them with carrying charges.

Your account shows 60 days—our hookkeeper says
he doesn’t want to turn the six upside down—90
is an unlucky numher.

Cordially yours,

in this way, was far more effectual than had
I said that our company was in serious need
of ready cash, and that your check would tide
over a financial crisis—a statement that
wouldn't either be true or sound that way.

A whine of needing money doesn’t get it.
Your customer honestly owes it, legally he
must pay it and he knows it—then why put
yourself in the position of a beggar?

Talk His Language

If you are talking to anyone—and writing a
letter is almost the same thing—you instinc-
tively try to talk his language. If, for instance,
vou wanted to sell or collect from a Chinaman
you wouldn’t talk Turkey to him—you'd talk
in those funny pictures that they use on laun-
dry tickets if you could. But if you didn’t
happen to be so well versed you'd at least use
words that he could understand.

And that’s the way with collection letters.
If your customers are of the high-brow type
don’t try to spring a lot of slang on them. If,
on the other hand, they wear overalls and eat

8

grease you can’t get their money by being high
hat. On the whole there is one’ kind of lan-
guage that everyone understands, the language
of honesty and friendliness—the clear statement
of fact without embellishment.

A Series of Letters

With this article I'm giving you six collection
letters written along the lines that I think a
set of good letters should be—and 1 guess I've
followed all the rules of letter writing I know.
After you've read them you may feel that 1
don’t know much—and after you've tried them,
you may .decide that even that opinion is exag-
gerated—but they have delivered the goods
satisfactorily where they have been tried.

If you will go over the letters seriously, if
possible, you will find that through all of them
there is the feeling of friendliness and the de-
sire to please.

Here's a man that you have done business
with. Not only that, but you want to please
him, and if you haven’t, then you stand ready
to fix things up so that he will continue as
your customer. You want him to call again
anyway.

But (we're reading the third letter now) he
is repaying your interest with not even a smile
—he isn’t giving you a sporting chance. Then
(we've reached the fourth letter) you've found
that he doesn’t seem to realize that honest busi-
ness methods deserve any credit—evidently he
isn’t used to dealing with honest people.

Now turn to the fifth letter. As far as you
are concerned he probably doesn’t give a darn
whether he cheats you or not—but is he ready
to swindle his fellow townsmen? You are

Letter 3

My dear Mr. ——:

Almost three months—45 days—since we
(note A) did the work that the enclosed hill is

talking ahout.

Suppose you had paid us 45 days ago
and we were holding up your service
that length of time. Can you picture

(note B) your own feelings? Just what would
you call us?

But that’s not the way we do husiness

(note C) —it's not the way we sold you the serv-
ice. When you call us hy phone—or
write us—or visit us, you find someone
smiling and ready to fill your order.

If you visit us to-morrow we will he
ready to say ‘“hello” and jump to help
you.

And friend “Bill” enclosed is mutely
suggesting that you encourage us in our
cheerful policy.

- Sincerely yours,

If this hill refers to merchandise sold,
use the following phrases im the para-
graphs noted ahove.

(note A) Sentence should read: Since we sold you
the merchandise that the enclosed hill is
talking . . . .

(note B) Second line should read: “Holding up
your goods that length of time.”

(note C) “way we sold you merchandise.”

ashamed for him—you are embarrassed because
you feel that you are possibly dealing with a
crooked individual.

Finally, in the sixth letfer you tell him you
are finished. You only know one way of doing
business, that of friendliness and you've tried

(Continued on page 9)
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A Radiotron
for every purpose

RADIOTRON UX-201-A
Detector Amplifier

RADIOTRON UV-199
Detector Amplifier

RADIOTRON UX-199
Detector Amplifier

RADIOTRON WD-11

Detector Amplifier

RADIOTRON WX-12

Detector Amplifier

RADIOTRON UX-200-A
Detector Only

RADIOTRON UX-120
Pouer Amplifier Last
Audio Stage Only

RADIOTRON UX-222
Screen Grid Radio
Frequency Amplifier

RADIOTRON UX-112-A

Power Amplifier

RADIOTRON UX-171-A
Power Amplifier Last
Audio Stage Only

RADIOTRON UX-210

Pocer Amplifier Oscillator

RADIOTRON UX-240
Detector Amplifier for
Resistance-coupled
Amplification

RADIOTRON UX-250

Power Amplifier

RADIOTRON UX-226
A.C. Filament

RADIOTRON UY-227
A.C. Heater

RADIOTRON UX-280
Full-Wave Rectifier

RADIOTRON UX-281
llalf-Wave Rectifier

RADIOTRON UX-874
Vollage Regulator Tube

RADIOTRON UV-876
Ballast Tube

RADIOTRON UV-886
Ballast Tube

The standard by
which other vacuum
tubes are rated

A Radiotron
for every purposc

RADIOTRON UZ.201.4
RAOIOTRON LV-153
RADIOTRON U198
RADIOTRON WD-11
RADIOTRON WX.12

RADIO["?ON UK. 200-A

RADIOTRON UI.170
RAOIOTRON UX.222
L

RADIOTRON UL-112-4
P Ampidice

RADIDTRON UL-171-4
Pren Ampbonr Lad

RADIOTRON U€.210

TR RCA Radiotrons arc standard equip-
pacioraonlut =y ment in fin¢ radio scts of all leading
ﬁADIO_‘ﬁU!U‘Lm
BRcioTRoR Uz manufacturers. The RCA mark on
RA_D_Q'FION Ux.280
oL the vacuum tubes of any radio in-
RACIOTRON UX-a74
RADIOTRON v-76 scrument is one of the first tests of

RADIOTRON UV-835

1ts excellence

=S To mainain high qualiy performance in your radio set,
replace all the vacuum wubes with a new set of RCA

RCA Radiotron

RADIO CORFPORATION OF AMERICA NEW  YORK CHICAGO SAN FRANCISCO

Look for this mark
oy every Radiotron

RADIO CORPORATION OF AMERICA

The better the tube the bigger your
sales. That's why it 1s good busi-
ness to offer your customers RCA
Radiotrons. Manufacturers of qual-
ity recetving sets specity them for
preliminary tests, for initial equip-
ment and for replacement. And
there 1s an RCA Radiotron for
cvery purpose. It will pay you to
carry the complete line.

NEW YORK CHICAGO

The public knows the qual-
ity of RCA Radiotrons be-
cause more Radiotrons have
been sold and are in use
than any other make of vac-
uum tube. In addition to
the largest national maga-
zine and newspaper cam-
paign ever put behind a
vacuum tube, RCA Radio-
trons offer you powerful
window and counter dis-
plays and other novel sell-
ing helps.

SAN FRANCISCO

MADE BY THE MAKERS OF THE

.

RADIOLA
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New RCA Super-Heterodynes

at prices within reach

-]

1
\
4
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. RCA RADIOLA 60—The
Z Sfamous super-selective and sen-

sitive RCA Super-Heterodyne,
now with the new A. C.
tubes, for simplified house-
current operation. Remarkably
Jaithful reproduction. Ideal
Jforcongested broadcasting areas
— highly sensitive for places
remote from broadcass stations.
Hluminated single dial. Two-
toned walnut veneered table
cabinet. $175 (less Radiotrons)

The new RCA Loudspeaker
103 fsshown with the new' 60"’

N N

RCA RADIOLA 64— De luxe model of new RCA

RCA RADIOL A 62—Cabinet model of the new RCA
Super-Heterodyne. The enclosed Dynamic Speaker 15 an
improved model of the incomparable RCA Reproducer.
Supertor fidelity of reproduction over the entire musical
range never before achieved i radso. Beautiful cabinet
of walnut vencer with maple inlays.

$375 (less Radiotrons)

RADIO CORPORATION OF

MADE BY THE MAKERS
@ s N W O DTSy Oy A

. e g _ -

Super- Heterodyne, Specdal automatic volume conutrol
bringing in weak and strong stations at any desired
even degree of volume. Needle meter for accurare
tuning. Amazing fdelity of reproduction hitherto
unrealized in radio. Enclosed in finely finished
cabinet of rich design. . . $550 (less Radiotrons)

AMERICA -

OF THE

RCA RADIOL A 30A—Custon-built cabiner niodel
of the famous RCA Super-Heterodyne with RCA
Loudspeaker. At the new price this is an unusual
value in fine radio recesvers. Qperates directly from
the house current.

" 8285 (with Radiotrons)

NEW YORK CHICAGO SAN FRANCISCO

RADIOTRON
& A 4 \M‘W‘\#’ ;

I
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with new Dynamic Speakers

of millions of buyers

P

RCA RADIOLA 51—The nationally popular18,”
with A. C. electric operation, in a specially designed
cabinet with RCA Loudspeaker enclosed, Al ready
to connect to aerial and ground, and bring in the
best that'’s on the air. . 8175 (less Radiotrons)

RADIO CORPORATION OF AMERICA .

MADE BY THE MAKERS
. A A a e W N N S N T N S N N T N

RCA RADIOLA 18— Maust
popular type of Radiola ever
buslt, 1t is entertaining a million
listeners every night. A finely de-
signed receiser of broad range
and capacity for simplified A C,
lighting-current operation. Won-
derful tone /z/e/ity. Mabogany
cabinet, walaut finssh.

895 (less Radiotrons).

This sign marks the
leading dealer in
every Communily.

IJJ’-‘ e

RCA RADIOLA 16— Designed to give the finét
radio entertainment in homes not wired for electricity.
Battery-operated. A receiver known for its wonderfu!
performance and long life in thousands of homes all

over the country. . $82.75 (uuth Radiotrons)

NEW YORK CHICAGO SAN FRANCISCO

OF THE RADIOTRON

=,
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RCA LOUDSPEAKER 100A—0xer three quarters
of a million of this type of RCA speaker are nou in
use. Their sturdy construction and unifermly fine
performance bave made them the most popular of
all reproducers . . . . . . . . .

RCA LOUDSPEAKER 103—The famous " 100A”’
inanew dress. The speaker made a thing of beauty as
well as utilisy. Tapessry eorered. Abeausiful ernamen:
that will it inte any scheme of decoration.  $37.50

Camplez‘e national acceptance
makes these 1wo Repmducers

The BIGGEST SELLERS
m RADIO

RCA Loudspeakers of the magnetic type outsell all
other makes because of public recognition of the fact

that no other reproducers of their kind equal them

T . i in performance—regardless of price.

leading dealer in
€1y Commuriiy.

RADIO CORPORATION OF AMERICA . NEW YORK CHICAGO SAN FRANCISCO

MADE BY THE MAKERS OF THE RADIOLA
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Using the Mail to
Speed Collections

(Continued from page 8)
it—now it’s come to a point where you’ve got
to call in someone else—someone who has for-

Letter 4

Dear Mr, ——mk—:

If you had loaned me $...... over three
months ago and you really needed the
money now—and asked me to pay it—
wouldn’t you feel that such friendliness
deserved my immediate support? Wouldn't
I be a pretty heartless article if I didn’t
come up to standard

When Tom Jones, my grocer, asks me

(note) for money, money that I owe him, I
usually dig for it right away because Tom
gives me honest groceries at honest prices.
He’s earned the right to my pocketbook
and I appreciate the fact that he’s trusted
me.

You know that all business must be
based on mutual trust. If it isn’t, then
it ceases to be business—it becomes a
matter of being clever enough to get money
witbout giving value received.

I don’t believe that such ‘‘cleverness”
is justified. I know that you are with me
in saying that you’d prefer to do business
on a sound foundation and pay for it,
rather than to have me cheat you by giv-
ing less than you pay for, so as to bal-
ance up for the service that I don’t get
paid for.

So doesn’t it follow that the enclosed
bill, honestly rendered, deserves like con-
sideration and payment?

I shall look for your payment within
ten days.

Honestly yours,

(note) Put in the name of some local mam who
has a good reputation; in the place of
Tom Jones—change grocer to fit:the line
he is in.

gotten how to be friendly and makes a busi-
ness of getting money—that’s his job, not yours.
In other words, you've had to call in the cop.

Letter 5

Dear Mr. §

I'm sorry that you don’t appreciate
honest service and friendly treatment.
Four times I've asked you to pay the
bill that you contracted over three
months ago. You have not replied—or
paid.

Not only are you withholding my
money but you are also penalizing your
fellow townsmen who do pay their bills
and who merit my trust. Is that either
fair or honest?

Do you think that your friends, who
may do business with me, should pay
the increased overhead that your non-
payment involves?

When we did the work for you we were

(note A) earnestly interested in giving you sat-
isfaction. We expected that you would
at least pay the cost and not make us
carry a part of your financial burden.

I cannot think that you have fully
realized your responsibility in this mat-
ter—I do not want to turn this over to a
collection agency because I believe that

(note B) the majority of men in . . . . are honest
and self-supporting.

Before I am forced to take outside
measures I'd like to have a reason for
non-payment from you—if it is a good
one, then you’ll find me human and de-
cent about it. Please reply immediately.

Truly yours,

(note A) If for goods sold, the first sentence here
may read: When we sold you the goods
covered by this statement we earnestly
hoped that they would give you satis-
faction.

(note B) Fill in here the name of your town or
city.

One fact stands out clearly and that is it
pays to use diplomatic and courteous methods
of collecting instalments, resorting to harsher
methods only as a last resort. No dealer can
afford to lose a single customer. Many de-
linquent patrons simply let the payments slide

Letter 6

Dear Sir:

Business is always based on mutual trust and
confidence—failure in either of these points de-
stroys all relationship, friendly or otherwise.

We've asked you to pay your bill—a bill which,
by your very silence, you’ve admitted to be a
true one. We’ve told you that we were ready to
adjust any complaint—if you had one—relative to
the work or merchandise involved.

Your silence and your obvious refusal to listen
to reason shows that you do not believe in the
commonly accepted definition of business.

We are sorry that you have taken such an
attitude. It is one that we are absolutely unable
to meet—for we do not understand such a spirit.

We can collect our bills in only one way, but
it is not the way that you know. So we must
turn your bill over to our collection agency—it’s
their job to get money for debts legally con-
tracted, from people who ignore reasonable appeal
—it’s their job to get the money—they know how
—and they usually get it.

Your bill goes to them on ............ unless you
are ready to meet us halfway.

Yours,

with no thought of “putting one over” on the
dealer, and come to life as soon as their laxity
is brought to their attention.

Imports and Exports
of Talking Machines

Figures on Exports and Imports of Talk-
ing Machines and Records for July—
General Increase Over the Year Previous

WasuincroN, D. C., October 4.—In the sum-
mary of exports and imports of the commerce
of the United States for the month of July,
1928, the following are the figures bearing on
talking machines and records:

The dutiable imports of talking machines and
parts during July, 1928, amounted in value to
$49,253, as compared with $56,619 worth which
were imported during the same period of 1927.
The seven months’ total ended July, 1928,
showed importations valued at $301,789; in the
same period of 1927, $372,855, a substantial de-
crease.

Talking machines to the number of 20,512,
valued at $576,939, were exported in July, 1928,
as compared with 10,279 talking machines valued
at $429,555, sent abroad in the same period of
1927. The seven months’ total showed that we
exported 95800 talking machines, valued at
$3,630,077, as against 72,588 talking machines,
valued at $2,739,642, in 1927.

The total exports of records and supplies for
July, 1928, were valued at $330,940, as compared
with $267,593 in July, 1927. The seven months
ending July, 1928, show records and accessories
exported valued at $2,078,369.

The countries to which these machines were
sent during July, and their values follow:

Europe, $16,090; Canada, $32,628; Central
America, $43,287; Mexico, $81,439; Cuba, $18,258;
Argentina, $58,262; Brazil, $63,591; Chile, $53,-
505; Colombia, $51,116; Peru, $14,408; other
South America, $65,921; China, Hong Kong and
Kwantung, $13,560; Philippine Islands, $7,6853;
Australia, $17,788; New Zealand, $5,100; British
South Africa, $1,942; other countries, $32,359.

Add Two Stations to
Eveready Hour Chain

Two new broadcasting stations have been
added to the Eveready Hour network, beginning
September 25th, it was recently announced by
the National Carbon Co.

‘Station KVOO of the Southwestern Sales
Corp. in Tulsa, Okla., and Station WOAI of
the Southern Equipment Co. in San Antonio,
Tex., are the newest additions to the Eveready
Hour chain. This brings tlie total number of
stations up to twenty-two.

Latest Phonograph
and Radio Patents

Record Holder for Talking Machines. Paul
D. Bodwell and Henry W. Bellows, Wayn
boro, 1’a., assignors to the Deca Disc 1’hon
graph Co., same place. Patent No. 1,683,440

Sound Recording and Reproducing Appar:
tus, Lee De Forest, New York, N. Y., assignor
to the De Forest Phonofilm Corp., same place.
Patent No. 1,683,451.

Record Holder for Talking Machines. Wilbur
Kelso Kauffiman, Waynesboro, V’a., assignor to
the Deca Disc Phonograph Co. same place.
Patent No. 1,683,469.

Radio Attachment for Talking Machines.
Eugene A. Widmann, Brooklyn, N. Y. and
Frank D. Lewis, West Orange, N. J., assignors
to the Pathe Plonograph & Radio Corp,
Brooklyn, N. Y. Patent No. 1,684,933,

Radiocoil. Hiram D. Currier, Chicago, 1l
Patent No. 1,683,606.

Antenna. Alfred N. Goldsmith, Mount Ver
noi, N. Y. Patent No. 1,683,773, assignor to
the Radio Corporation of America, Delaware.

Vernier Dial for Radio Adjustments. Adolph
Petelcr, Freeport, N. Y. Patent No. 1,683,845.

Radioantenna. McKay Wright, Seattle, Wash.
I’atent No. 1,684,003.

Antenna. Harold M. Brown, Elmhurst, Il
Patent No. 1,683,009.

Radioreception. Paul G. Weiller, East
Orange, N. J., assigrior to Wired Radio, Inc,
New York, N. Y. Patent No. 1,684,164.

Automatic Antenna Regulator. Joseph E.
Love, Schenectady, N. Y. Patent No. 1,684,235.

Automatic Antenna Regulator. Willilam W.
Brown, Schenectady, N. Y. assignor to thc
General Electric Corp., New VYork, N. Y
Patent No. 1,684,261.

Radio Receiving System. Winfred T. Powell,
Rochester, N. Y. assignor to the Stromberg:
Carlson Telephone Mifg. Co., same place. Patent
No. 1,684,361.

Radio Receiving System. Frederick A. Kol-
ster, Palo Alto, Cal, assignor to the Federal
Telegraph Co., San Francisco, Cal. Patent No.
1,683,080.

Radiochassis. Philip E. Edelman, Chicago, 11l
Patent No. 1,682,778.

Sound Reproducing Mechanism. E. J
Iwwerks, Kansas City, Mo. Patent No. 1,684,
098.

Automatic Stop for Electrically Driven
Phonographs. Josef Brandstetter, Chicago, 1l
Patent No. 1,684,084

Radiofrequency Amplifier and Method of
Making and Operating the Same. Albert S
Blatterman, Asbury Park, N. J, assignor to
the Ware Corp., of Delaware. Patent No
1,684,939.

New Mayers Store Opened

William A. Mayers, general manager of the
A. H. Mayers chain of music stores in New
York City rccently announced the opening of
the fifth link on the second floor of the H. Bat.
terman Co., Brooklyn, N. Y. A complete line
of radio receivers, phonographs and other musi-
cal instruments is carried.

Remodels Service Lab.

AppLETON, Wis., October 5.—The M-L-O Tone
Radio Shop, 812 South Kernan avenue, has
remodeled its service laboratory, and announced
that it is equipped to scrvice all types of sets.
The laboratory has a complete tube testing
panel for all makes of tubes, and its equipment
and personnel will prepare the shop to give re-
pair and adjustment service.

The agency for Kellogg radio receivers,
manufactured by the Kellogg Switchboard &
Supply Co., Chicago, 1ll., has been granted t
the Miles Electric Shop, Reedley, Cal.
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Has to Be Used
..and That Goes

AUDAK

ERE is a giant plane, at rest on the flying field. Winged
H thing of steel and wood, it stands for progress. Sturdy it
is . . . and dependable. The very emblem of speed and power

. when in the air. But ONLY when in the air! POWER,
you see, must be utilized before it means anything. This is nature,
and it is business, too. The strongest sales assistance in the world

ACCEPT NO IMITATIONS cannot help a dealer until he really makes the most of that

Euery Audachrome and every assistance. AUDAK Reproducers stand for POWER . . . sales
o wuarantes power! They can help you sell more records and more talking

machines . . . as well as more reproducers . . . if you use them.

Every customer who enters your store should HEAR your
marvelous new electric records, played with AUDACHROME

or some other AUDAK Reprodu-
cer. This will quicken their appre-

ciation of good music and make them

. realize that those records . . . and the

New Prices AUDAK method of reproduction . . .

AN TMPORTANT revi- should be in their homes.” The result

sion in the list prices of will be MORE BUSINESS -for you

f:ﬁraglo Aiglegfe?to?\?ﬁ . . . and therein lies the POWER
vember lst. Write to we've been telling you about. ™~

your jobber for details
. or to us direct.

The AUDAK

565 Fifth Avenue,

“Creators of High Grade Electrical and




T ——ly

The Talking Machine World, New York, October, 1928 11

Before It Counts
Emphatically fo?’

REPRODUCERS

AUDACHROME

“The Standard by Which Ail
Others Are Judged and Valued”

No other reproducers can compare with the AUDAK
family in performance, because no others equal it
in scientific construction. For example, AUDA-
CHROME and several other AUDAK models seal
themselves automatically to the tone-arm, air-tight
as an electric bulb. High compression,

so essential to perfect acoustical repro-

i v e
L

B

duction, is thus secured in these wonderful
instruments . . . one of many exclu-

sive AUDAK features. Hence their
mighty POWER for bigger and better

music business. Don’t let this power

stand idle; UTILIZE it!

(New)
POLYPHASE

Especially now, when the approach of
the Holidays widens your
opportunity. Get in touch
with your jobber at once.
if you are not already
AUDAK-equipped for the

big, profitable season just
ahead!

SINGLEPHASE

COMPANY

New York

. " 4 (New)
Acoustical Apparatus for More Than 10 Years” ' — REVELATION
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Independent Merchant Must
Utilize Most Modern Methods

Dr. Julius Klein of the Department of Commerce States That Small Business Man
Taking Advantage of New Conditions Has Greater Opportunity of Success

chant in our present commercial struc-

ture is a subject which has received
much attention of late from economists and
students of business problems. In a pamphlet
issued by the Commerce Department entitled
“Practical Aids to the Independent Merchant”
the question as to whether he has a secure posi-
tion in the development of business in this
country is not only answered emphatically in
the affirmative, but it is pointed out that “the
resourcefulness and freedom of action of the in-
dividual will always go far toward offsetting
the advantage of large-scale operations of the
more complicated organizations.”

However, the fact is emphasized that in this
era of changing business methods the merchant
who refuses to consider the new order of things
must give ground to his more efficient competi-
tor. According to Dr. Julius Klein, Director of
the Bureau of Foreign and Domestic Com-
merce, the independent business man with rea-
sonable capital willing to utilize new methods
and take advantage of new conditions has a
greater opportunity to-day than ever before.

The independent merchant who functions in-
telligently as purchasing agent for his commu-
nity, he points out, has a distinct opportunity to
render a real social service. The principal in-
novation introduced by the large corporation is
the newer type of management, and the recog-
nized value of large-scale economies; but big
business has no copyright on profitable methods
and mere bulk is by no means necessarily
synonymous with efficiency.

THE status of the small independent mer-

The small business man who is striving to
keep pace with changing conditions is often
hampered by not knowing where to go for the
trade information he wants. There are in the
Government service vast sources of knowledge
of real practical valve to him. It was for the
purpose of pointing out these sources that the
Department of Commerce decided to compile a
brochure briefly outlining the ways in which it
can be of value to American business men, par-
ticularly to those merchants who do not have
the facilities to carry on special investigations
or to collect inforimation on their own account.
The Department, it is pointed out, functions to
assist business by undertaking, in full co-opera-
tion with those to be served, the fact-finding
investigations which business men, eithef col-
lectively or individually, cannot conduct to
better advantage for themselves.

Among the problems which the Department
is studying and which are perhaps of greatest
interest to the independent merchant are these
dealing with retail distribution and marketing.
Mass production has brought about remarkable
changes in merchandising during the last
quarter-century—changes which have tended to
upset methods of distribution which are
deemed fixed and unalterable. The old order
of wholesaler, jobber and retailer has developed
into a somewhat confusing system where manu-
facturers are retailers, wholesalers own or con-
trol retail stores, and retailers own wholesale
establishments. This confusion which exists in
counection with distribution complicates the
problemn of efficient business administration

and gives rise to a certain amount of distrust
among the consuming public. The Commerce
Department has found upon investigation that
nearly a million business men in this country
do a volume of business hardly large enough
to provide the facilities for the study of their
several problems. Small businesses naturally
cannot afford to maintain their own research
departments on the scale necessary and must
depend on the Government for fact-finding
service and co-operation.

Recent studies by the Comme:rce Department
have shown that the profits of many whole-
salers and retailers alike are being dissipated
through practices, such as the handling of un-
profitable items, soliciting unprofitable custom-
ers, striving for volume without regard to costs
and the use of uneconomic credit practices.

A study recently issued on the subject of
analyzing retail Selling costs revealed that cer-
tain commodities cost nearly three times as
much to sell as others. Another study into
retail profits through stock control shows how
one progressive merchant was able to solve
many of his problems by means of a simple
method of record-keeping through which he
was enabled to pick out and discard those items
for which there was little or no demand. Idle
merchandise, it is pointed out, with its accumu-
lating burden of costs for storage, interest, in-
surance, taxes, shrinkage, depreciation and
obsolescence can make it difficult and frequently
impossible for a merchant to remain in business
unless the accumulated burden is passed along.

Radio Dealers Meet

NEevaH, Wis, October 3.—Seventy-five dealers
of the Quinn Bros. Radio Corp, of this city,
assembled September 14 for their annual ban-
quet and sales conference. Dinner was served
at the Valley Iun, following which the dealers
inspected displays of new radio goods and in-
dulged in a round table conference.

=N

tins FLYER

Yaster ?fMovablo Mu:l?

New 1929 Model

Other Outing Portables at

| $12. $15.
Five Styles —

$17.50 $20. $§25.
Five Prices l

Quality Portable
Modern

NEW YORK ALBUM & CARD CO., Inc.

Established 1907

64.68 Wooster Street, New York

Exclusive
Up-to-date

IT WILL PAY YOU TO LOOK AT THIS
NEW WONDER MACHINE

Write direct or ask your jobber

Remarkable Value

B
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EW-—and a vast improvement over anything

on the market—is this latest designed attach-
ment for playing Victor, Brunswick, Columbia, or
any standard lateral cut records on the Edison
Phonograph. Fitted with the Oro-Tone No. 90
Reproducer it gives you full volume, the clearest of
definition, and unsurpassed richness of tone . . .
at a most reasonable price!

The New Model 166 has a number of distinctive
features. Its full curved arm tapers gracefully
from elbow to reproducer. The full curved throw-
back feature permits easier and quicker change of
needles and records. The needle automatically

MODEL 166—90

With No. 90 Reproducer, as
shown 1in illustration—nickel
$8.50; oxidized or gold, $10.00.
Attaclunent only without Repro-
ducer—nickel. $3.00: oxidized
or gold, $3.75.

takes its correct playing position and clears the
record completely when lever is depressed. With
an easy swing which prevents any possibility of the
needle dragging across record face, there is a notable
absence of annoying surface noise. A full range of
travel permits the No. 166 to play any size record.

Both in its attractive appearance and in its full
rich tone quality the Model 166 is the equal of any
Edison attachment ever on the market. Moderately
priced, and with standard built-in Oro-Tone Quality,
it opens a new market of sales opportunity for
Dealers and Jobbers . . . and the profit margin is
liberal! Samples sent promptly upon request.

13

The new Oro-Tone Catalog is now available, listing full
description and prices of recognized Oro-Tone products.
If you haven’t received yours . . . send for it today!

. mOQuwoneew.

;:“‘f% 1000~-1010 QUALITY FIRST GEORGE ST.
- CHICAGO, ILL.

-
e 20 e —
A e O\ i - —
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Well-Known Author to
Describe Television

R. P. Clarkson Chosen by the RMA to
Write a Series of Articles to Advise Pub-
lic on the Progress of Television

R. P. Clarkson, well-known radio author, has
been chosen by the Radio Manufacturers’ As-
sociation to write the series of articles planned
by the RMA to truthfully advise the public re-
garding television. Probably no radio writer
has been in closer touch with the development
of television, as well as aural radio, than Mr.
Clarkson. His technical and popular articles on
radio and television have been appearing in all
prominent trade and other periodicals for years.

The Talking Machine World, New York, October, 1928

He 1s regarded as an outstanding authority on
the subject and was engaged by H. B. Rich-
mond, of Cambridge, Mass., director of the
RMA Engineering Division, for the task of pre-
paring the forthcoming articles on television
which will officially give facts to the public.

The information resulting from the recent
television survey of the RMA, occupying sev-
eral months, as well as his great personal fund
of information and contacts with radio engi-
neers and laboratories, will be drawn upon by
Mr. Clarkson for the early series of articles
to be issued by the RMA.

The recent public offering of ten thousand
no par value common stock of the Polymet
Mfg. Co., manufacturer of radio parts, by C. L.
Schmidt & Co., Inc, was heavily oversub-
scribed.

Arcturus Radio Co.
Moves Its Offices

Executive Offices Moved to Provide More
Space for the Manufacture of Radio
Tubes—Five Plants Kept Busy

The Arcturus Radio Co., manufacturer of
Arcturus radio tubes, has moved its executive
offices in Newark, N. J., from 255 Sherman ave-
nue to 218 Elizabeth avenue. This move was
made in order to devote the Sherman avenue
building exclusively to manufacturing, due to
the rapidly increasing production schedule of
the company. Arcturus now has in operation
five plants devoted to their extensive line of
tubes, three in Newark and two in Harrison.
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The Peerless Standard-Bearer!

New Improved Peerless Junior $15

ducer.

on approval.

A New Peerless Record Album

Elaborate gold stamped decorated back ... Has the appearance
of a fine hand-tooled library volume . . . Designed for the manu-
tacturer who desires to equip his cabinets with an attractive
giling device . . . Eye appealing . . . Will enhance the beauty
of any phonograph or phonograph-radio combination . .. Special

prices tc manufacturers.

A popular priced portable for the
dealer who wants to give his cus-
tomer the fullest possible value.
Equipped with new Heineman
Master Junior Motor.

Plays two records with one winding.
Specially designed Peerless repro-

Finished in DuPont Fabrikoid with
beautiful two-tone eftect.

Our complete line includes the Peerless
Vanity in four colors, $12.50 list;
Peerless Champion, $20 list; Peerless
Master-Phonic, $25 list. Write for
samples of any of these four models

PEERLESS ALBUM CO.

PHIL. RAVIS, President

636-638 BROADWAY, NEW YORK
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30 Models—3 different circuits

including DeLuxe, Automatic

and Phonograph Models—with

or without loop or antenna—

battery or completely electric
—§100 to $2.500

Licensed only for Radio amateur, experi-
mentaland broadcast reception. Western
United States prices slightly higher.

-)LONTRAOE QA!W. ach.NCE(.-RA Djl . o

ENITH business doubled

in 1925—~doubled again in 1926—and
tripled in 1927! Now Zenith has just
finished the most prosperous summer in
its history, with a volume of business
that crashes all previous'sales records.
A nation~wide reputation for Quality
Radio, pluas Automaiic Tuning—the big
new Zenith feature for 1928-29—are
making this season a memorable one
for Zenith dealers. It pays to handle a
Quality Line that rises above the

scramble of competition.

REG

eyl nARe

3620 Iron Street CHICAGO

**Automatic Radio’ Owned and Controlled by The Zenith Radio Corp., Chicago, U. S. A., under the following patents —Vasselli 1581143, Re-issue 17002,
Heath 1638734, Canada 264391, Gt. Britain 237138, France 607436, Belgium 331166. Also under Marvin and other U. S. and foreign petents pending.

WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO

15



Salesmanship

Wins Portable Volume

HAT the sales of portable phonographs
need not be confined to the Spring and

Summer months, but that they can, with
proper handling, be sold all the year around,
has been demonstrated by M. B. Robison, head
of the phonograph department of the Phillips
& Crew Piano Co. of Atlanta, Ga.

Mr. Robison's sales of portable phonographs
run from ten to fifty a month—and there isn’t
a month in the year that he does not sell some
of them! How does he do it? Simply by retus-
ing to look at the portable pho-

By J. H. Reed

Spring and a hunting trip in the Fall. You find
them going to the mountains in the Summer.
You find them taking three or four small vaca-
tions in the place of the one long vacation they
used to take.

“As a result, they last longer and handle their
business affairs better. There isn’t a month
in the year now in whiclh portable phonographs
cannot be sold to the public. In February, for
example, we sell dozens of portables to people
who are going camping or fishing in Florida.

Christmas business. And in January and Feb-
ruary the cycle starts all over again.

“You mnever thought of selling portable
phonographs for Christmas? Then you have
overlooked a good opening. Many people can
be sold portable phonographs for Christmas
presents. The children, for example, will be
overjoyed with a phonograph of their own for
the nursery—and it will keep them from mess-

ing up the parlor, too. The young folks,
home for vacation, would ask for nothing
better than a portable pho-

— nograph to take back to col--

nograph as a “Summer seller.”

“What a man can do,” says
Mr. Robison, ‘is usually lim-
ited by what he thinks he can
do. And if the dealer in port-
able phonographs thinks that he
can sell them only during the
Spring and Sumimner, why, that
is all he can do. His sales are
limited by his mental attitude
toward them.

“He does not think portable
machines can be sold except in
the Summer—he does not try
to think up ways and means of
selling them—and, as an in-
evitable result, he does not sell

B. Robison, of the Phillips & Crew Piano Co.,

e of Atlanta, Ga., refuses to regard the portable
talking machine as a seasonal proposition and conse-
quently he sells them throughout the entire year.
There are reasons why the portable can be sold every
month of the year and to prove it Mr. Robison gives
them. The prevalence of people going on Winter,
Fall and Spring vacations gives the dealer ample op-
portunity of putting over the portable’s sales appeal —
and, of course, there are the holidays. . .

lege. lnvalids and shut-ins often
appreciate a portable phono-
graph that they can keep by the
bedside and play as they wish.
Yes, sir—portable phonographs
can be sold for Christmas. It is
just a question of getting the
mind away from the fixed idea
that the portable phonograph i«
a Summer seller—and using it
to think up ways and means o!
selling it at other times.

“Did I hear someone say that
the Southern climate made all-
the-year selling possible?

“Well, possibly it does make

them! We sell portable phono-

the sale of portable phono-

araphs all the year around and
we believe we do it because we have always
refused to believe that sales were limited to
the Summer season. That is sheer nonsense.
“You know, people used to take their vaca-
tions only in the Summertime. That isn’t true
any more. To-day vou find business men going
to Florida for two or three weeks in the Winter.
You find them going on a fishing trip in the

In March and April we sell them to folks who
are going on fishing trips to the sea coast, and
the like. In May and June we sell them to
students who are out of school-and going to
Summer camps. In July, August and September
we sell them to families going to the mountains.
In November and December we have a heavy
sale of portable phonographs as part of our
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3922 Fourteenth Avenue

WALL-KANES

(The original 10-record needles)

Are now packed in Attractive

& Lacquered Revolving Stands

o || = THE DISPLAY ATTRACTS

My THE QUALITY SELLS

P g 8 Each stand holds 50 packages Extra Loud,
G N . 25 Loud and 25 Medium l
F m:m \ :—_;u :(:' Usual nominal charge of 10 cents for the stand.
N i::, o w ‘t:w Be the first in your territory to feature this stand.
11T E YOUR COST $6.10
: =- YOUR RETURN §15.00

1509 PROFIT

WALL-KANE ~

Needle Manufacturing Co.

INCORPORATED

Brooklyn, N. Y.

ALSO JAZZ, CONCERT, PETMECKY, BEST TONE AND HUMAN VOICE NEEDLES

—
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graphs easier. But families in
the North take just as many vacations. They,
too, have trips to Florida and to the mountains,
Summer homes and hunting lodges, sons and
daughters in college, who would appreciate
phonographs, and children in the nursery.

“For those who want to take some music
with them, the portable phonograph offers the
only practical solution to the problem. And,
by the way, we never sell phonographs as
phonographs. We sell them as music. We
don’t say, ‘take a portable phonograph with
vou on the camping trip.” We say, ‘take music
with you wherever you go.’ It seems like a
little difference, but it pays big in results.

“Another thing we have discovered is that
quality is the only thing that counts with the
public in buying phonographs. Price is not a
determining factor in the sale of portables. We
sell them ranging in price all the way from $25
to $50. Of course, there is a limit to the price
the public will pay for a portable instrument.
And that limit is far below what it will pay for
an upright or a console phonograph. But, with
portables, quality and tone outweigh any con-
sideration of price. People want a good instru-
ment. They don’t care if it costs $35 or $30.
Nor is weight a factor in the purchase of a
phonograph. Unlike the portable typewriter, it
does not have to be carried around by hand.
It is put into the automobile with the other
baggage. And the automobile does not care if
it weighs two pounds or twenty.”

Mr. Robison’s sales of portable phonographs
as compared with his sales of regular instru-
ments run in the Fall and Winter months
about one to three. While during the Spring
and Summer they run about one to one. Which
will give some idea of the way in which he p
has built up the trade in portables. While his
heaviest months are December, April, May and
June, sales run evenly throughout the twelve
months of the year.
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BALKITE A-T— Housed in a beau-

tifully hand-carved walnut cabinet by

Berley & Gay. Completely equipped,
including dynamic speaker.
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EFINEMENT that br/ngs
increased radio profif .

Balkite A-5—The Table
Model. Walnut cabinet, by
Berl:ey & Gay.

Balkite A-3—The same,
in a simple, but sightly, all-
metal case.

$175.00 zo $450.00
Less tubes
Prices slightly higher
West of the Rockies

CABINETS
BY

Ber|<ey & Gay

Engineering refinement — that sums up
Balkite AC Radio. Refinement that is
obvious in the exterior elegance of the
cabinets, in the simplicity of the chassis,
in the quality of reception. Refinement
that has produced radio that is not com-
petitive with any other line you sell. In-
stead it opens up a new market, the same
market that is served by a fine car.

Balkite gives you a higher unit of sale
to offer to that portion of the public that
demands finality in its purchases. A re-
ceiver to offer to those who want authentic
furniture —Balkite is housed by Berkey
& Gay. A receiver that duplicates in a
simple engineering job the kind of recep-

FANSTEEL

Bal

tion that heretofore has been confined to
the laboratory. A receiver to serve a mar-
Ket that has never been properly served
in radio before — a market that increases
your volume.

Balkite i1s so simple, dependable and
fool-proof that your profit is clear—serv-
1ce 1s reduced to a minimum.

Again, Balkite makes your lower-price
line easier to sell. Properly shown and
demonstrated it results not only in direct
Balkite sales, but raises the price average
of other purchaées in your store.

Balkite engineering refinement brings
your radio profit to a maximum. Fansteel
Products Co.,Inc.,North Chicago.Illinois.

kite Radio
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RADIO or recorded music at the turn of a
switch . . . SYMPHION through an entirely
new principle converts the ordinary 60-cycle
AC house current to 3,000,000 cycles . . .
This makes possible the use of the 201A tube
with its far wider range of frequencies and
excludes Leterodyning and hum . .. Result:
every tone Is reproduced — as it is played.

And now the ][/'nesf \nstrument in
radio music— Balkite Symphion

Based on an entirely new prin-
ciple, AC, but uses the 201A type
tube. Plays both recorded and
broadcast music.

Both the phonograph and the radio
have captured the general public. But

there has always been a special public—

musicians and music connoisseurs —who
have not been satisfied.

Their attitude has been that repro-
duced music leaves out certain notes in
the upper and lower register, and estheti-
cally important overtones. This is the at-
titude of extreme fastidiousness. Yet this
attitude has constituted a challenge to
radio and its marvelous achievement.

FANSTEEL

Balkite Symphion meets this challenge.
It is radio for the musician and the music
connoisseur. It is tonally complete, and o=
with the long-sought subnotes and over-
tones. The same thing is true of the Sym-
phion playing recorded music or music G/ //@fd
over the air. '

Symphion is the one radio-musical in- > = '\ '\ EY
strument on the market whose quality of & q AY
reproduction is readily demonstrable.

To hear is to concur in its superiority. B
Hear it yourself. Demonstrate it to your 2
customers. Their reaction will convince

you that here is an instrument that opens

up a new market hitherto untouched.

Fansteel Products Company, Inc.,
North Chicago, Illinois.

Balkite Symphion__
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BALKITE A-7— Housed in a beau-
tifully hand-carved walnut cabinet by
Berkey & Gay. Completely equipped,
including dynamic speaker.

Anchor Lite Appliance Co.

330 Blvd. of the Allies - “Pittsburgh

DISTRIBUTORS

Here is radio engineered with the finality of

(=
Balkite A-5—The Table
Model. Walnut cabinet,

by Brky & Gy job, the kind of reception that has hitherto

Balkite A-3—The same,

we il bt been available only in the laboratory with

all-metal case.

$175.00 20 $450.00

complicated laboratory mechanisms. That’s

Prices slightly higher
West of the Rockies

a fine car. It matches in a simple, fool-proof

one of the reasons we sell it.

CABINETS

FANSTEEL

e Balkite Radio
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RADIO or recorded music at the turn of a
cwitch . . . SYMPHION through an entirely
new principle converts the ordinary 60-cycle
AC house current to 3,000,000 cycles . . .
This makes possible the use of the 201A tube
with its far wider range of frequencies and
excludes heterodyning and hum . . . Result:
every tone is reproduced — as it is played.

BIEHLS AUTO PARTS

500 South Central Street « Pottsville, Pa.
DISTRIBUTORS

After all, radio has but one function—to re-

produce faithfully. And for reproduction we — Cabinets 4y
do not believe Balkite to be equalled by any Bé%iéy
receiver on the market. Of particular note is y
its naturalness—the complete absence of the

usual “radio” tone.

FANSTEEL

Ralkite Symphion__ .
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BALKITE A-7 - Housed in a beau-
tifully hand-carved walnut cabinct by

| 1] ]H]
Berkey & Gay. Completely equipped,

including dynamic speaker. [

THE CARLISLE RADIO CO.

147 South Santa Fe Street + Salina, Kansas
DISTRIBUTORS

Exterior elegance to match interior refine-
ment. Balkite 1s the easiest of receivers to sell

Balkite A-5—The Table

e tothe fastidious. Instead of becomin g involved
by Berkey & Gay. . .
mikieAs T, 10 ATgUMents about appearance with your cus-

in a simple, but sightly,
sl tomers, you have the assurance of the name
$175.00 #0 $450.00 . : )
i of Berkey & Gay to give them. It’s a name
West of theJI,Zoclft{:ir

synonymous with all that’s fine in furniture.

CABINETS

FANSTEEL

oo RBalkite Racho
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RADIO or recorded music at the turn of a
switch . . . SYMPHION through an entirely
new principle converts the ordinary 60-cycle
AC house current to 3,000,000 cycles . . .
This makes possible the use of the 201 A tube
with its far wider range of frequencies and
excludes heterodyning and hum . . . Result:
every tone is reproduced — as it is played.

CLEVELAND PRODUCTS CO.

2136-8 East 9th Street + Cleveland
DISTRIBUTORS

Women are an 1ncreasing factor in the radio

market. Despite this, most radio cabinets still Cabinet by
show the influence of the T-square. Not so B&EL%'%{Y
with Balkite. Designed with the woman 1n

mind, Balkite gives the woman authenticity in ®
cabinet style through Berkey & Gay. Another

reason why Balkite sells so readily.

FANSTEEL

Ralkite Symphion__ .
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BALKITE A-7 — Housed 111 a beau-
tifully hand-carved walnut cabinet by
Berkey & Gay. Completely equipped,

including dynamic speaker. i

Electric Lamp & Supply Co.

1122 Pine Street + ~ St. Louts
DISTRIBUTORS

We offer Balkite for just one reason—the rep-
utation of the manufacturer behind it. A repu-

Balkite A-5—The Table . . . .

et wane e tation for quality not excelled in the entire field.

by Berkey & Gay.

saie As—riens ANd coupled with manufacturing honesty an

in a simple, but sightly,

allmstal e ability to merchandise a product in a sound suc-

$175.00 7 $450.00
Less tubes

cesstul way. No Balkite product has ever failed
Wess of the Rockies . . . .
of success. Balkite Radio is no exception.

CABINETS

FANSTEEL

= Balkite Radic
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RADIQ or recorded music at the turn of a
switch . .. SYMPHION through an entirely
new principle converts the ordinary 60-cycle
AC house current to 3,000,000 cycles . .
This makes possible the use of the 201 A tube
with its far wider range of frequencies and
excludes heterodyning and hum . . . Result:
every tone #5 reproduced — as it is played.

~ Electrical Specialties Co.

| 325 State Street ~ + “Detroit
| DISTRIBUTORS

To realize the simplicity of Balkite radio you

need only look at the Balkite Chassis. Neat- Catinets by

1 finish Tike this h ced BERKEY
ness and finish like this have never existe S GAY
in radio before. This is not useless refinement, o
but refinement that has its effect in reduced

service. Therefore we offer Balkite.

FANSTEEL

Ralkite Symphion__ .
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BALKITE A-7—Housed 11 a beau-
tifully hand-carved walnut cabinet by
Berkey & Gay. Completely equipped,
including dynamic speaker.

Finch,Van Slyck & McConville

Fifth and Waucota + - St. Paul
DISTRIBUTORS

Chief among profit factors 1s service. In Bal-
[ =2 kite service has been reduced to a2 minimum.
maieas—tea And when service is necessary, the Balkite

Model, Walnut cabinet,

# Berky & Guy. service organization—one of the most com-

Balkite A-3—The same,

in a simple, but sightly, PICKC and CfﬁClCﬂt in the ﬁeld, is at YOL‘L[‘ dis-

all-metal case.

Trenir® posal. It's one of the important reasons why

Prrces slightly higher

veaf ek we prefer Balkite to any other recetver.

CABINETS
FANSTEEL

e Balkite Radio
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RADIO or recorded music at the turn of a
switch . .. SYMPHION through an entirely
new principle converts the ovdinary 60-cycle
AC house current to 3,000,000 cycles . . .
This makes poss. ble the use of the 201 A tube
with its far wider range of frequencies and
excludes heterodyning and hum . . . Result:
every tone is reproduced — as it is played.

4

C. HORENSTEIN & SONS

127 Ann Street ~ Hartford, Conn.
DISTRIBUTORS

Nearly every other radio conflicts with one

of your other lines. Here's one that doesn’t. ~ Cabinchiy

2 /
# The man who buys a fine car—if you don't Dé%’;\E/Y

sell him Balkite, what radio can you sell him? -
And this type of buyer is becoming increas-

| ingly important.

FANSTEEL

Ralkite Symphion_
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BALKITE A-7 - Housed 11 a beas-
tifully hand -carved walnut cabrit by
Berkey & Gay. Completely equipped,

including dynamic speaker.

INLAND ELECTRIC CO.

16 South Wells Street - Cbz’cozgo
DISTRIBUTORS

Here’s an interesting fact, disclosed to us by

one of our dealers. Balkite adds to volume

Balkxte A-5—TheTable
Model. Walnut cabinet,
by Berkey & Gay.

not only through Balkite sales. It makes other

Balkite A-3—The sanze,
in a simple, but sightly,
all-metal case.
$175.00 20 $450.00
Less tubes
Prices slightly higher

Vet of he R price average of other purchases in your store.

CABINETS

lower priced lines easier to sell. It raises the

FANSTEEL

oo Rolkite Radio
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RADIO or recorded music at the turn of a
switch . .. SYMPHION through an entirely
new principle converts the ordinary 60-cycle
AC house current to 3,000,000 cycles . . .
This makes poss:ble the use of the 201 A tube
with its far wider range of frequencies and
excludes heterodyning and hum . . . Resulr:
every tone is reproduced — as it is played.

JOHN S. MAXSON CO.

Homer, New York « Distributors

To fail to show Balkite to every prospect

15 to lose the simplest opportunity of 1n-

creasing your volume. Whete the sale is Glirly

| made, thete is obviously increased profit ", Y
and less service. Where it isn't, it usually "X Gay
enables you to sell a higher priced re-
| ceiver than would otherwise be the case.
" It's a set to carry regardless of what other
lines you now sell.

&

FANSTEEL

' Balkite Symphion_ .
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BALKITE (-7 — Housed in a beau-
1iful'y hand-carved walnnt cabiner by
Berkey & Gay. Complerely equipped,
sacluding dynamic speaker.,

Milhender Electric Supply Co.

617 Atlantic Avenue + Boston
DISTRIBUTORS

Sit a prospect down before the Balkite
Il = Symphion. Play his favorite record or sta-
s as—merae  £100. IN10€E listeners out of ten will volun-

Model. Walnut cabinet,

by Berkey & Gy teer: “That’s the best radio I ever heard.”

Balkite A-3—The same,

e s, Of how many recetvers can this be said?

all-metal case.

anmnssoce  Balkite 1s the one recetver whose superi—

Less tubes

ority can be demonstrated to the average

West of the Rockies

CABINETS
FANSTEEL

o Balkite Radio
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RADIO or recorded music at the turn of a
switch . . . SYMPHION through an entirely
new principle converts the ordinary 60-cycle
AC house curvent 1o 3,000,000 cycles . . .
This makes possible the use of the 201 A tube
with its far wider range of frequencies and
excludes heterodyning and hum . . . Result:
every tone is veproduced — as it is played.

-

- SCHIMMEL ELECTRIC Co.
526 Arch Street Philqdelphia

DISTRIBUTORS
‘ AC of course. In the regular Balkite re-
cetver all that 1s best 1n AC reception has ol /,

been winnowed out and combined with RERKEY
features exclusive with Balkite. And in & Gay
Balkite Symphion 1s the most advanced
AC principle on the market—one destined
to be a factor not only now but in 1929.
Another reason why we offer Balkite.

&

FANSTEEL

Ralkite Symphion__
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BALKITE A-7— Housed in a beau-
tifully hand-carved walnut cabinet by
Berkey & Gay. Completely equipped,
including dynamic speaker.

G. J. Seedman Co., Inc.

NEW YORK CITY BROOKLYN
245 W. 55th Street 1166-74 Bedford Avenue
Tel. Columbus 3030 Tel. Sterling 8100

DISTRIBUTORS

- = _1 Not perhaps the most spectacular re-
e e gelver phl fhc market, but a receiver de-

wete v i, sjgned to operate 1n the home over a
y Berkey & Gay. . . .

piers e long period of time as it does the day
ol it was sold. In bringing you a profit,
e PErManent satisfaction is equally impor-

$175.00 20 $450.00
West of the Rockies .
tant with volume.

CABINETS

FANSTEEL

e Batkite Radio
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RADIO or recorded music at the turn of a
switch . .. SYMPHION throngh an entirely
new principle converts the ordinary 60-cycle
AC honse curvent to 3,000,000 cycles . . .
This makes possible the use of the 201 A tube
with its far wider range of frequencies and
excludes heterodyning and hum . . . Result:
every tone is veproduced — as it is played.

Turner-Lippe Co., Inc.

25 William Street « « Newark
DISTRIBUTORS

We see in Balkite, more than an opportunity

for quick profit. We see in Balkite Symphion Cabinets by

. . . SERKEY
the recciver of the future. We sce in Balkite,a "5 Gay

line not only for 1928, but for 1929 and after. .

Few lines, but permanent ones—that’s where

our dealers find their profit. Hence Balkite.

FANSTEEL

Balkite Symphion__



Furniture by

The TRAFALGAR
Model 104

Walnut, English oak burl, satinicood. and
genuine American gunucood. Finest hand-
rubbed finish. Cabinet only or sold with
100-A or dynamic spealer.

Outside dimensions: 353{" wide, 543{"
high. 19" deep. Inside Radio tray dimen-
stons: 283% " wide, 9" high, 14" deep.

The Talking Machine 1Vorld, New York, October, 1928

The CARLTON
Model 102

Walnut, English oak swirls, elm burl,
end American gumicood. Finest hand-
rubbed finish. Cabinet only or sold
with 100-A or dynamic speaker.

Outside dimensions: 27% " wide,
533" high. 19" deep. Inside Padio
tray dimensions: 22" wide. 9" high.
1134" deep. Battery compartment in-
side dimensions: 22" wide, 934" high,
14 %" deep.

(The greatest name in
furniture . . .

The HUCKNALL
Model 107

Walnut. hand-matched butt walnut. and
American gumwood. Finest hand-rubbed
Jfinish with hand high-lhighting and shad-
ing. Cabinet only or with 100-A or dynamic
speaker.

QOutside dimensions: 39" wide,37Y; high,
1734" deep. Inside Radio compartmens
dimensions: 23" wide, 10" higl. 13" deep.

Radio

In every community, practically
without exception, the leading
stores offer Berkey & Gay as
their leading line. The standing
of Berkey & Gay is such that
Berkey & Gay may choose among
retailers those who are to sell its
product. This is because of the
obvious quality of the merchan-
dise 1tself. Because of unques-
tioned leadership in furniture
design. Because of the profit that
comes to the retailer from deal-

ing with a house of sound policies.
And finally because of Berkey
& Gay advertising. First among
furniture makers to realize the
value of advertising in modern
merchandising, Berkey & Gay
has long been the greatest furni-
ture advertiser. As a consequence
Berkey & Gay is a name not
only 1'éspected in the furniture
trade. but synonvmous with all
that is fine in furniture to the

public.

-

R P

BERKEY & GAY

CERKEY & GAY FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN - FOUNDED 1853
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The LEICESTER
Model 108

Walnut, English oal: swirls, and gen-
uine American gumwood. Finest
hand-rubbed finish. Cabinet only or
with 100-A or dynamic speaker.
Outside dimensions: 26%" wide,
49" high, 164" deep. Inside dimen-
sions: 24" wide, 10" huigh, 13" deep.

The CHARING—DModel 103

Walnut, hand-matched croteh wulnut,
English pollard oak, and genuine American
gumwood. Finest hund-rubbed firish. Cab-
wnet only or equipped with 100-A speuker.
Outside dimensions: 28%" wide, 9% °
high, 143{" deep. Inside Rudio tray dimen-
stons: 28% " wide, 9% " high, 143{" deep.

The BUCHANAN—Model 105

Walnut, hand-matched butt walnut, and
American genuine gumwood. Finest hand-
wubbed finish with hand high-tghting and
shading. Cabinet only or with 100-A
speaker.

Outside dimensions: 34%" wide, 324"
high, 15" deep.

C The Ffinest furniture

in radio . . . ..

Selling radio today differs greatly
from selling radio two or three
years ago. Appearance has become
as imp ortant as performance.
Women will nolonger accept cabi-
nets of too obvious radio design.
In the absence of authentic radio

furniture sales arefrequently lost.
Berkey & Gay radio cabiuets en-
able you to meet this situation ex-
actly. They are not only obviously
the finest furniture ever offered
the radio public, but they end all

argument about appearance. To
the woman purchaser they repre-
sent authenticily of style and de-
sign. To her they help you make
the sale. Berkey & Gay cabinets
are used by Balkite Radio to the
exclusion of all other furniture.
They have been a major factor in
the ready acceptance of that re-
ceiver by the public. They are now
available to the general radio trade
for all makes of receivers. Ask
your jobber or write direct to us.

)
to)

ey

 § ek
The STUART
Model 106

Walnut,hand-matched butt walnut, diamond
matched English pollard oak, birdseye ma-
ple, and American gumwood. Finest hand-
rubbed finish with fand high-lighting and
shading. Cabinet only or with 100-A speaker.

Outside dimensions: 26" wide,38% " high,
161" deep. Inside Radio compartment
dimensions: 22" wide, 9" high, 13" deep.

Radio

BERKEY & GAY s

RADIO ALLIED MANUFACTURERS Corp., 1340 S. Michigan Avenue, Chicago, Exclusive Sales Agents
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BALKITE A-7— Housed in a beau-
tifully hand-carved walnut cabinet by
Berkey & Gay. Completely equipped,

including dynamic speaker.

Peerless Electric Supply Co.

118 S. Penn Street - Indz'mmpalz’s
DISTRIBUTORS

- _ Sound merchandise. The popularity that comes

Ee——1 from satisfied owners and a product ahead of

Balkite A-5—The Table
Model. Walnut cabinet,

R the market. Sound policies. Aggressive adver-

Balkite A-3—The same,

wasimie g, t1510g. Clean, trouble-free profit. That's been

all-metal case.

smoonsio Balkite since the beginning of radio. That’s

Prices slightly higher

s of e s Balkite Radio today. That's why we sell it.

CABINETS

FANSTEEL

e Balkite Radio



Out-of-the-Rut Selling

Home Demonstrations, Displays, Advertising— All
Played Their Parts With These Chicago Dealers

made very successful use recently of a
sales promotion idea which F. Eichorn,
field representative of the Atwater Kent Mfg.
Co., made to them. At the time of the Tunney-
Heeney fight Mr. Eichorn proposed that Mr.
Lindgren send out, to a picked mailing list, a
few hundred letters offering, without charge or
obligation, the use of a radio set for the fight.
Now from the surface this sort of offer vio-
lates all precepts of good business practice, but
to continue: The Lindgren service men installed
about fifty sets as a result of this invitation
the night of the event. The following day they
called to pick them up. Five people simply
refused to have the sets removed, so enthusi-
astic had they become over the outft. They
signed contracts and made their down pay-
ments then and there. Five more wanted a
salesman sent around to explain payments, etc.,
and, out of the remaining demonstrations, an
interesting amount of future business is certain.
Such sales tactics, economically impossible
heretofore, are very practical with the new AC
table models. The cost of temporary installa-
tion, using only a ground wire in the aerial
post, is practically negligible, and the results
are more than satisfying.
Playing up Modernistic Trend
The modernistic style—cubes and angles=is
speedily becoming the rage in interior decorat-
ing, and the coming year, according to the cab-
inet manufacturers, will bring radio consoles in

l INDGREN Radio Co., Chicago merchant,

By Archie Oboler

the same futuristic trend. In fact, at the recent
trade show in Chicago a number of advance
models in this “new era” style were on display.

Lyvon & Healy, nationally known music house,
have been making use of the “art moderne” in
their window displays very simply and effec-
tively. A large wallboard cut angularly and sil-
vered with gold and black edging is used as
the background. This, in a window draped in
black velvet and silver cloth, makes an eye-
arresting window display.

Building Servicing Business

“As with any other type of service work,
when people want their radios repaired they
want it done in a hurry,” says A. Rogers,
manager of the R. C. Radio Service, service
specialists of Chicago’s great South Side, in
commenting on service problems. “The result
1s that when the radio goes bad, the first service
advertisement to strike their eye in the paper
or phone book gets their business. I have been
a firm believer, therefore, in display advertising
in these mediums, but I also feel that it is of
as great importance to keep one’s name in front
of the customer after the first call, since it is
only in that way that repeat business can be
economically developed.

“The way we turn ‘single call’ customers into
permanent ones is by scrupulously adhering to
“the rule that immediately upon completing the
job at the first call the service man must paste
one of our stickers bearing our phone number
and address in a prominent place inside the

radio or cabinet, and call the customer’s particu

lar attention to it. The result is, when the rad;

goes wrong again, instead of calling the fir

person he happens to think of, the custom

has our number and we get the busine
Diversity in Displays

A window display which, week after week
exhibits nothing more than radio sets and musi
cal instruments against a background of crep
paper soon palls on the passing public, espe-
cially in a neighborhood store where the same
people pass daily.

Strader’s Music Shop, of Chicago, solved thi
problem of retaining display interest by occa-
sionally using a window where the merchandise
itself was not essentially the attention-gettin
factor. For example, one of the displays use
had, as a background, Chicago’s loop skyline
and played up the coming World’s Fair. In
the foreground. was placed one of the newe
electric sets—the implication was the modernity
of the AC set. Again, on Armistice Day, a
scene on Flander’s field was the theme of th
display. Flashing lights gave the illusion o
cannon fire, and the entire effect aroused such
comment that the window was held over an
extra number of days.

This sort of display work may seem out of
place to the merchant who has been making
practice of filling his windows with a hetero-
geneous mass of merchandise each week, but
the extreme interest which the Strader exhibits
arouses in the neighborhood proves that it pays

SELL SYMPHONIC

For those who want the finest reproducer thac
can be made, we present the Low-Loss Sym-
phonic Reproducer, the result of the most pains-
aking experiments and trials. Exquisitely made,
it is encased in a handsome bronze fnished
housing, with nickel or gold plated centerpiece.

LOW M,os,s
mplionic
#PHONDGRAPH REPROCLCER

LIST PRICE
Nickel Plated $1000

Gold Plated $1200
(Slightly higher west of the Rockies)

plate, A great sellet.

LIST PRICE

A remarkable reproducer at a remarkable price.
Beaurifully finished in polished nickel or gold

verture

PHONOGRAPH REPRODUCER

MADE BY_SYMPHONIC

Nickel Plated .. .-~ $500

* Gold Plated -
(Slightly higher west of the Rockies)

L $700

.

This is the $8.00 number that has been so popu-
lar with phonograph dealets everywhere. A won-
derful reproducer whose performance is so ur-
usual that it sells immediately on demonstratior.

%gmphmnﬁt
& PHONOGRAPH REPRODUCER

LIST PRICE
Nickel Plated $ 800

Gold Plated $1000
(Slightly higher west of the Rockies)

SYMPHONIC SALES CORPORATION

Pioneers and Leaders
in the Independent

An acoustical gem in 2
magnificent setting —
Each Symphonic and
Low-Loss Reproducer is
beautifully encased in a
gold embossed silker
container commanding
attention and bespeak-

ing its qualiry.

370 SEVENTH AVE.

Reproducer industry

17

NEW YORK
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1e Season’s Biggest
‘ llin Arguments

(e Tube)
All-Electric

MODLL Q15

moPEY
O
ontl :,‘..-

hi]

)

A big national magazine
and newspaper campaign is carrying
the new and immensely significant message of
“Freshman Simplified Radio” to the entire nation.
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POWER-CLARITY -
SIMPLICITY

IN the new Freshman idea of Simplified Radio
you have the season’s greatest sales feature—
an argument your customers can understand.

Intelligent simplification of any piece of mech-
anism adds to its efficiency and reduces first
cost, operating cost and upkeep.

Freshman engineers have simplified radio to its
essentials.

Freshman Simplified Radio, plus quality con-
struction and workmanship throughout, offers
all in clarity, power and economy that can
truthfully be promised for radio today.

Simplified Radio is an exc/usive Freshman sales
feature. Make the most of it. We will be glad to
send you a Freshman Franchise Application
Blank. Write or wire for it.

CHAS.FRESHMAN CO.. INC.

NEW YORK - CHICAGO - LOS ANGELES - KANSAS CITY

MODEL N-12
(Walnut Cabinet)
Model N-14—(Mabogany Cabinet)

ALL-ELECTRIC

with Peerless Dynamic Speaker
using UX-250 Power Tube

List Price—Less Tubes . $195.00

MODEL Q-15
“The Little Giant of the Air”
ALL-ELECTRIC
Using the new UX.222 Shielded NEW UX.222
Grid Tube SHIELDED GRID TUBE

List Price—Less Tubes . $69.00

All prices slightly higher
west of Denver

ERES HMA

OUR ULTIMATE RADIO

e

a Freshman Exclusive Featire

The fourth element, which gives
this shielded grid tube its name,
performs a dual function. Iteffec-
tively controls “'feed back’ and it
Frovxdes a 5 to 7 greater radio
requency amplification than the
older and more familiar three-

electrode type tube,




for Dealers

Profitable

Radio Dealers Service Bureau
Builds Retail Profits

AN radio service be operated on a basis
C that will produce a profit for the dealer
and the service man and still give sat-
isfaction to the customer? That was a question
that received much thought from W. B. Alex-
ander for a year or two, and he finally decided
the answer was yes, with the result that in
April of last year he established in Toledo, O.,
the Radio Dealers Service Bureau, the success
of which venture has fully justified his faith and
expectations. The Bureau has frced the dealers
of the city, or many of them at least, from in-
stallation or servicing worries,-and has in addi-
tion proved distinetly popular with the radio-
owning public, so much so in fact that the
Bureau at times finds it very difficult to kecp
up with the demands.
An Aid to the Dealer
Mr. Alexander received his training in radio
service work with jobbers and dealers in the

|
| TRIPLICATE No.

SERVICE REPORT |

Neme - Date of Purchase.

Address = Date of Service

Kind of Radio Serviced by, l
TEST RECORD

Tubes.. — Neme and Type.

Spesker. Line Voltage )

Aerial Power Pack

Mateniels used in repairing set

Programs Received Quality of Reception

No. of Stations. Excellent Poor
= Good. Noisy
Faint Interference ‘
Time A M. P M

This set and ity accessorien have been thoroughly tested and corrected under sctoal
spersting conditions and is O. K. and meets with my sstisfaction.

Swoed 3 =

Report in Triplicate for Patron, Dealer and
the Radio Service Bureau
East, secured a thorough grasp of the me-
chanics of radio in all its phases and also ob-
served some of the problems involved. When
he came to Toledo he first went to the dealers
with the proposition that he take the installa-
tion and service work off their hands, quoting
a fixed charge for various types of work, that
was fair to the customer and allowed some
profit to the dealer himself. The idea caught
on and it was not long before it was necessary
to secure several assistants. During the year
and a quarter that the Bureau has been in
existence, close to 5,000 radio receivers have

SERVICE REPORT

THE RADIO DEALERS SERVICE BUREAU

Radio Service -=

MAin 6811

RADIO SERVICE REPORT
1916:1918 Vermont Ave
TOLEDO, OHIO

INV NO.ieeceeeet 3

Was Work done neatly.

Was Serviceman courteous.

calls_

We appreciate a

Customer’s Name R Tele No_ = )
Address - Near Street
Set Purchased from e Date 19
Charge to
Service Promised By
ServieeMan —
CUSTOMER'S STATEMENT SERVICEMAN'S REPORT

Serviceman Arnved ot , AM. {Give detailed in(or::u::::ﬁ::d‘:;z;\s found. work done

. P.M

and Left at A M. )
P M.

Was Set Serviced to your Sauslaction.

Drd Serviceman clean up all wastc matenal

Would you wart same Scrvicermnan to take care of your future

Qur Servicemen are pald not only to do their »ork »ell, but
to treat all customers courteously, doncae »ork and be con-
siderate to our patrons at all rumes.

Serviceman s Signature

MATERIAL PRICE

to Radio owners.

of your p.
your report of any discourtesy on the part of our representa-
tives or your suggestions as to how we can better our service

Remarks

ge and solicit - —— e

O K Received

USE OTHER SIDE FOR FURTHER REMARKS

Service Report for the Files of the Service Bureau

been serviced in one mauner or anéther, which
gives some idea of the extent of the business.

The first idea was, of course, to work with
the dealer as the most direct means for getting
business volume. Mr. Alexander made the
proposition that all original installations, for
whieh individual dealers usually charge a flat
fee of $10, would be done by him and his assist-
ants for $6, thus taking the worry off the deal-
er’s shoulders and at the same time giving him
a $4 profit on each installation. The arrange-
ment also called for taking care of the frece
servicing for definite periods, which many deal-
ers continued to feature as a sales offering.
For this work a flat charge of $1.50 per hour
was made to the dealer, and that same rate con-
tinued after the free service period was ended,
thus giving the dealer a chance to charge $2
or $2.50 a call when it was turned over to the
Burcau and thus pay him a small profit in that
connection. In order to prevent embarrasment
to dealers, Mr. Alexander himself charged $10
for installation and $2 per call for servicing
in all cases where the orders came direct rather
than through retailers.

In every case, of course, where tube, battery
or parts replacements were made, an additional
-harge was made for those parts and materials
supplied. Where dealers had to make good a
guarantee they were called upon to supply the
extra parts, the installation of which repre-
sented another service call, and after the guar-
antee, or rather the free service period, had ex-
pired, the service bureau itself supplied the
necessary replacement items at list prices and
profited directly thereby.

Volume Service Built Profits

To those who are inclined to question the
possibility of building up an independent radio
service on a profitable basis with installations
at $6 and service tolls at $1.50 each, wholesale,
as it were, Mr. Alexander has been quick to
explain that. the result was accomphished
through volume of business and the cutting
down of overhead. If the service man must de-
prend upon calls from owners entirely for his
business, he must, of course, face a period of
idleness and must cover that gap by charging
a fee that will produce a fairly average income.
Getting business through a score of dealers,
however, means that the service crew can be
kept almost constantly busy throughout the
year, even in Summer, and it is possible to so
route the service men that there is a minimum
of time wasted between calls. This is in con-
trast to the dealer’s service man or the inde-

20

pendent operator who often spends half his
tinie going from one place to another in widely
separated districts.

From the dealer’s standpoint, the economy
appears to be readily appreciated. Unless he
does a very substantial volume of radio busi-
ness and has an unusual amount of servicing
trouble he often finds it difficult to keep even
one good service man constantly employed on
radio work., It means that either an expert
aud fairly high-priced service man is put to
other work of a general character or an inferior
and low-priced handy man is entrusted with
delicate radio adjustment. In either case the
cost 1s high. In one instance that is cited as
an example, the dealer by using the Bureau's
service paid less than $100 in one month for
installation and service work; whereas up to
that time he had cmployed a service mau regu-
larly at $40 a week. This means a saving of
over $70 in this one case alone, which could
be added to the profit side of the radio ledger.

Five Men Kept Busy

The Radio Dealers’ Service Bureau at the
present time employs four or five expert service
men regularly, they working under the direct
supervision of Mr. Alexander and his assistant,
O. C. Raberling. one of whom passes upon
every servicing job of a complicated nature
before it leaves the Bureau's well-equipped shop.
\Where the servicing work is done in the home
of the customer a special form, a copy of
which is reproduced herewith, is provided for
the report on the job. Space on this form is
set aside to be filled in by the customer who
is asked a number of direct questions as to the
satisfactory character of the work and also re-
garding the conduct of the workman. The abil-
ity of a set to bring in a Detroit station
strongly and cléarly is regarded as a satisfac-
tory test, and the customer is asked to sign a
statement that such a test has been made.

Cars Speed Work

In order to facilitate the work of the service
men four automobiles are operated by the Bu-
reau, one of them equipped with a pickup box
to carry back to the shop such receivers as need
extensive repairs, and to deliver them Ilater.
For installation work roadsters are used with
special racks at the sides to carry the necessary
ladders. The flat service rate applies to all
territory within the city limits, and an extra
charge of $1 is made for service calls made
within a fifteen-mile radius of the city line.
Members of the Bureau's staff have developed

(Continued on page 25)
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€ Radio

Slagle Radio Company

FORT WAYNE, INDIANA

DIVISION UNITED STATES ELECTRIC CORPORATION
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THOSE of you who attended the Victor
Caravan saw these amazing new Victor
Automatic instruments. Wherever' the
Caravan traveled, they aroused spontane-
ous enthusiasm. When they were demon-
strated, great audiences of Victor dealers
stood up and cheered.

These dealers recognized their tremen-
dous sales-possibilities instantly. Here was
definite proof that a new and broader
horizon of profitable business had opened
up for Victor dealers.
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Model Ten-sixty-nine. Victor Automatic

Electrola. Volume adjustable from

whisper to full-orchestra power. List
price, $850.

Particularly in the new Ten-thirty-five
—a brand-new merchandising idea come
to life! An Automatic Victrola—with full
Orthophonic reproduction — selling at a
price which makes it the one desirable
instrument for the average home. Auto-
matically, it will create dozens of new
prospects in your own neighborhood.

These new models will be backed with
a veritable avalanche of advertising. Hun-
dreds of thousands of dollars worth of
hard-hitting selling advertisements in

VICTOR TALKING MACHINE COMPANY
Cainden, New Jersey, U. S. A.
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models

thatl will put the spol-
light of public inlerest

Model Teu-thirty-

¥ e on every Véictor dealer
"I"hz"':tus::t:{oi::: i ° ’
o e this season

.onlylg36prlce,

S!

Model Nine-fifty-four. Victor Automatic

Electrola Radiola. Radiola is the new Super-

Heterodyue. A truly de luxe instrument,
81350, list, complete with tubes.

leading magazines and newspapers of the
country.

They’ve got Looks . . . Performance
. . . Super-Convenience . . . Sensational
News-Value—-everything a dealer could
want in a selling program. As one dealer
put it, these models are money already in
the bank.

Order your demonstration instruments
now. Make sure of your share of the
profits when the Big News is released to
your public.

The Automatic Orthophonic ‘Z‘i ctrol a



T first glance
A there appears to

be no relationship
between piano-play-
ing contest and the
phonograph, for the
contest 1s frankly de-
signed to arouse public
interest in, center at-
tention on, and in-
crease sales of pianos
in competition with
other musical products,
and it would seem logi-
cal to allow piano men
to carry on their own
work while the phono-
graph and record inter-
ests fought equally
hard for their share of
the retail business.

Qur fellow trades-
men in England, how-
ever, have once again
shown a spirit of pro-
eressiveness that might well be studied and per-
haps emulated on this side of the pond. There
is being held in that country a national piano-
playing contest sponsored by the London Daily
Express and backed by the entire music indus-
try of the nation. The entries have run into
thousands, and it will not be long before elim-
ination contests in various sections will be held
to determine upon the seventy-two finalists who
will meet in London on December 1, for the
final test to determine the champion piano-
plaver of Great Britain. In all some 230 com-
munities are at precent represented in the list.
A substantial incentive has been offered to en-
trants, there being seventy-two pianos, six of
them grands, oifered as prizes. In addition,
there will be scholarships given to those who
-how particular talent and cash prizes will be
yiven to the teachers of the pupils who carry
off the first four honors.

So much for the contest from the standpoint
of the plano men. The Columbia Graphophone
Co., of England, saw at once an opportunity to
co-operate and be of service to the contest,
and quickly issued six records of the test pieces
specified in the contest, all of them, of course,
piano records played by Wm. Murdock, who
cxplains in detail the technique of each of the
~elections recorded by him.

In order to insure uniformity the committee
has specified selections to be played. Grade
\ has assigned to it “Reverie,” by York Bowen;
“Rondo,” by John Ireland: and “Primrose
Mount,” by George Dyson. Grade B has been
assigned “Le Bal Poudre,” by Orlando Mor-
zan; “Serenata,” by Felix Swinstead, and “The
Rambling Soldier,” by Alec Rowley. Grade C
must play “Dew Fairies,” by Thomas Dunhill,
and “Legend,” by Dr. Markham l.ee; and Grade

“Miniature Scherzo,” by Adam Carse, and
“Sun and Shade,” by Richard H. Walthew.
The contestants are required to play all or any
part of the selections in their respective grades.

The committee in charge of the contest gave
its official sanction to the Columbia records of
the said pieces. and in the advertising in the
Daily Express and in the mass of literature that
has been distributed throughout the country,
these records are given full publicity and en-
dorsement, with the result that many thousands

Typical crowd at
piano-playing
contest final

Going still further
we find Walter Dam-
rosch who, though his
work with the New
York Symphony and
radio classes has be-
come known in practi-
cally every American

ie-Up Opportunity to

oost Sales of Records -

Percy
plays both Liszt's and
Brahms™—Mischa Levit-
zki, and others, while

By John L. Rogers

of the special records have been sold. The
advertisement which appeared in the Daily Ex-
press expressed in striking fashion the manner
in which they have been and are being pre-
sented.

In view of the fact that a movement has been
launched in Chicago for the holding of a Na-
tional Piano-Playving Contest in the United
States, with the hope that this national aftair
may eventually be developed on an international
basis, it would be well for talking machine rec-
ord manufacturers and dealers in this country to
give thought to the possibilities of tying up
not only with the proposed national and inter-
national contest, but with the various local con-
tests such as are held in Chicago, Detroit and
other cities, each vear, with entrant lists run-
ning into the thousands. In the contests held
in this country, the selection of the pieces to
be played is left to the discretion of the con-
testant in order that he may decide upon a
selection*that demonstrates his pianistic ability
to the best possible advantage.

Under such circumstances there are unusual
opportunities for talking machine dealers par-
ticularly to capitalize upon the great number of
high-class piano recordings by noted artists to
be found in existent record catalogs. Properly
approached, there are no doubt thousands of
yvoung pianists who would be quick to realize
the advantage of studying through the medium
of records the interpretations of some noted
artists of the selection the entrant had decided
upon as a means for the demonstration of his
pianistic ability.

Should the contestant be inclined to feature
a Chopin composition lie will find that Leopold
Godowsky has recorded Chopin’s Ballade in
A-flat, his Nocturne in D-flat, his Butterfly
Study, and numerous other selections for the
Brunswick records. Josef Hofmann has ren-
dered the same service for Columbia, and Ignace
Jan Paderewski has recorded several of the
more popular Chopin numbers for the Victor.
Should the contestant desire to play a Rach-
maninoff Prelude he will find that the composer
himself in the role of pianist has presented
his own interpretation of a number of those
preludes on Victor records. Certainly this is
offering instruction by the master himself.
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home, has recorded
parts of Beethoven’s
Symphony for the Co-
lumbia, and in that
company’s catalog are
also to be found
recordings of outstand-
ing piano compositions
such artists as
Friedman,
Grainger—who

Wilhelm Bachaus,
Harold Bauer, Alfred
Cortot, and others are
to be found in the Victor lists of records.
Energetic talking machine dealers have on
frequent occasions in the past been able to tie
up effectively and profitably with the music
memory contests that have been held, and are
being held, annually in hundreds of cities and
towns throughout the country. Some of them
throw open their warerooms at specified hours
to the children who have entered the contest
and play over the specified selections for their
edification. It has been found that this free
service actually leads to record sales, for the
more ambitious contestants are often moved to
buy the records and study them at home.
There is no particular reason why equal en-
terprise should not be shown in connection with
piano-playing contests which have become more
or less permanent factors in the piano industry.
In England, the contestants have been confined
to a half dozen selections. In the United States
they may make their own choices, and the deal-
ers in cities where contests are held who stress
m their publicity the opportunities offered for
studying the interpretations of the great pian-
i1sts through records, should get excellent
results in a stimulated record demand.

Join Sales Staff of
Slagle Organization

Carl D. Boyd Announces Appointment of
M. E. Seegmiller and R. T. Mortlock to
Company’s Sales Organization

Coincident to his appointment as director of
sales for the Slagle Radio Co. and the Slagle
Manufacturing Co. of Fort \Wayne, manuifac-
turer of the Slagle Radio and the Utenco Auto-
matic Electric Ironer, respectively, Carl D.
Boyd announces the addition to the sales staff
of M. E. Seegmiller and R. T. Mortlock.

Mr. Seegmiller has a broad experience in the
radio sales field, having been connected with the
Zinke Co., Howard Radio Co., and latterly with
the Raytheon Mfg. Cec.

Mr. Mortlock formerly was associated with
the Ford Motor Co., and more recently with
the Utensils Co.

— el

- - -

-



The Talking Machine World, New York, October, 1928

I
[ PAUL WHITEMAN TED LEWIS
|
&

The Artists shown here are a few of the great
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Schubert Week November 18=25
Back to Melody

Presents Profits to Columbia Dealers

10.

Material Available for Schubert Campaign

Complete Schubert Window Display in
colors, with three streamers aud Mas-
terworks hanger.

Plhiotograph of Schubert, for framing.

Booklet—The Centennial Essay by Pro-
fessor Daniel Gregory Mason, Educa-
tional Authority.

Booklet—Centennial Civic Address.

Booklet —The Religious Aspects of
Sclhiubert’s Life and Work.

Columbia Schubert Masterworks Sup-
plement No. 12

Typical Schubert Programs for civic
concerts or exercises, either by estab-
lished organizations or by groups of
music lovers.

Suggestions for motion picture thea-
tres, to tie with Schubert Week.
Suggestions for rvadio statious, to tie
with Schubert Week.

Suggestions for industries, to tie with

Schubert Week.

11.

13.

14.

15.

16.

17.

21.
22

Suggestions for schools, colleges, and
cducational institutions, to tie with

Schubert Week.

Suggestions for churches, to tie with

Schubert Week.
Suggestions for
Schubert Week.
Biograplhical Notes—By F. D. Perkins,
Music Editor, The New York Herald
Tribune.

libvaries, to tie with

Extracts from Schubert’s Diary.
A History of the first Schubert per-
formance in America.

Essay on Schubert by Dvorak, the mas-
ter “New World

Symphony.”

who wrote the

Essay on Schubert by Glazunow, one
of the world’s foremost composers.

Essay ou Schubert by Philip Hale.

Personal Reminiscences of Schubert,
by Franz Lachner.

Sidelights on Schubert’s character.

The Story of Schubert in pictures.

(The edncational material included in the above list is supplied free of cost. In addition. there is
an official Centennial Biography to be published by Dodd, Mcad & Company, by Osecar Bie. the
great German authority. This book has an introdnetion by Mr. Otto H. Kahn, the Chairman of the
National Advisory Body of Sehubert Week. and an introdnetion by Mr. Louis Sterling. Chairman
of the Committee on International Relations. ¢ Throngh an arrangement with the publishers the
Colmmbia Phonograph Company is privileged to supply this Centennial Biography to all workers
in the campaign at a liberal disconnt. This is a beantifully illustrated book, selling for $3.00, but
Sehubert workers can obtain it for $2.25, postpaid.

Send in your requirements to your Columbia Branch or to the Columbia Phonograph Co.. 1819 Broadway, N. Y. City

Use this material to great advantage

«MAGIC NOTES ™
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lumbia

COLUMBIA DEALERS

are now selling these Schubert Numbers from the Centennial edition of

SCHUBERT MASTERWORKS
for Schubert €Week — Back to JIclody—Nov. 18=25

Why is Schubert the Most Popular of Composers?

The answer is in the priceless melodies and the lyrical beauty of his masterworks.

Stock, display and play them on these Columbia Records for your Customers

VOCAL

SEVENTEEN SELECTED
SONGS, sung by Elsa Alsen,
Sophie Braslau, Charles
Hackett.and Alexander Kipnis.

Du Bist Die Ruli (My Sweet
Repose)

Gretchen Am Spinnrade (Mar-
garet at the Spinning Wheel)

Ave Maria

Die Junge Nonne (The Young
Nun)

Die Forelle (The Trout)

Haidenroslein (Hedge Roses)

A Meer (By the Sea)

Litaunie (Litany)

Serenade

Who is Sylvia?

Erlkonig (The Elking)

Der Tod Und Das Madchen
(Death and the Maiden)

Aufenthalt (My Home)

Der Wanderer (The Wanderer)
Der Doppleganger (The Phan-
tom Double)
Der Lindenbaum

Tree)
Der WC"\VCISCI‘ (The Sign Post)

These songs comprise
Masterworlks Set No. 89
In 16 parts, with album, $12.00

DIE WINTERREISE (The Win-
ter Journey), sung by Riehard
Tauber. Twelve selectel songs:

Gute Nacht (Good Niglht)

Der Lindenbaum (The Linden
Tree)

Wasserflut (The Torrent)

WHO

(The Linden

RuckDblick (The Days tliat Were)
Fruhlmﬂ%tramn (A Vision of
Spring)
Dle Post (The Postman)
Die Krahe (The Raven)
Der Wegweiser (The Sign Post)
Das Wirtshans (The Inn)
Der Sturmische Morgen (The
Stormy Day)
Mut! (Conrage)
Der Leiermann (The Hurdy-
gurdy Man)
These songs comprise
Masterworks Set No. 90
In 12 parts, with album, %6.00

CHAMBER MUSIC

QUARTET No. 6. in D Miner,
(Deathandthe Maiden). Played
by London String Quartet.
(Masterworks Set No. 40 in 8
parts. with album, $6.00.)

QUINTET in A Major (For-
ellen) Op. 114. Vielin, Viola,
’Cello, Contrabass and Pianeo:
John Pennington. H. Waldo-
Warner, C. Warwick Evans,
Robert Cherwin, Ethel Hob-
day. (Masterworks Set No. 84
in 9 parts, with album, $7.50.)

QUARTET in A Miner, Op. 29.
Played by the Musical Art
Quartet: Sascha Jacobsen, Paul
Bernard, Louis Kaufman,
Marie Roemaet - Rosanoff.
(Masterworks Set No. 86 in 7
parts, with albuw, $6.00.)

TRIO in B Flat Major, Op. 99,

for Pianoforte. ’iano and Vio-

lincello. Played hy Myra Iless.
Yelly d’Aranyi, aud Felix Sal-
mond. (Masterworks Set No. 91
in 8 parts, with album, $6.00.)

SONATINA in D, 0p. 137, No. 1,
for violin and piano. Played by
Albert Sainmons. Violin; Wil-
liamn Mnrdoch, Piano. (Master-
works Set No. 94-A in 6 parts,
$3.00.)

QUINTET in C Major, Op. 163,
for Sirings. P’layed by London
String Quartet. (Masterworks
Set No. 95 in 12 parts, with
albuin, $9.00.)

QUARTET in E Flat, Op. 125,
No. 1. Played by Musical Art
Quartet. (Masterworks Set No.
96in 5 parts, withalbum,$4.50.)

OCTET in F Major, Op. 166,
String Quartet. String Bass,
Clarmet. Bassoon, French
Horn; Lener String Quartet:
C. Hobday, C. Draper, E. W.
Hincheliff,Aubrey Brain. (Mas-
terworks Set No.97 in 12 parts,
with album, $9.00.)

SYMPHONIES

SYMPHONY No. 8,in B Minor
(* Unfinished™). Sir Henry J.
Wood and New Queens Hall
Orchestra. (Masterworks Set
No. 41 in 6 parts, with album,
$4.50.)

SYMPHONY No. 9. in CMajor,
Op. Posthumous (B. & H. No.
7). Sir Ilamilton Harty and

Halle Orchestra. (Masterworks
Set No. 88 in 14 parts. with
album, §10.50.)

PIANO MUSIC

SONATA in A Major, Op. 20,
for Piano. ’layed by Myra Hess.
(Masterworks Set No. 87in 5
parts, witlr album, §4.50.)

SONATA in G Major, Op. 78.
for Pianoforte. Played by Letl
Pouishnoff. (Masterworks Set
No. 92 in 9 parts. with album,
$7.50.)

MOMENTS MUSICAUNX, for
Piano. Played by FEthel Le-
ginska. (Mlasterworks Set No.
94-B in 8 parts, $4.00.)

IMPROMPTUS, Op. 142. for
Pianoforte. Played by Ethel Le-
ginska. (Masterworks Set No.
93 in6 parts,withalbum,$4.50.)

“QOLD VIENNA,” Piano Waltz.
Played by Ignatz Friedmann.
In 2 parts. $1.50.

VIOLIN SOLOS

SONATINA. Played Ly Joseph
Szigeti. In 2 parts, $1.50.

AVE MARIA. Played by Toscha
Seidel. $2.00.

GEMS FROM ROSAMUNDE.
Ballet _Iusic and entre acts. 8
parts. with album, $6.00.

OVERTURE TO ROSA-
MUNDE. Sir Hamilton Harty
and Halle Orchestra. $1.50.

won the $20,000 Prizes distributed by The Columbia Phonograph Company in its international Schubert Centen-
nial Contest for works in the melodie vein of Schubert? American Prize: Won by Charles T. Haubiel. Grand Prise:

Won by Kurt Atterberg of Sweden. Their compositions have been reeorded by Columbia and are now on sale. Play and eompare.

o
slumbia

Made the New Way— Electrically —Viva-tonal Recording, The Records without Scratch

PROCESS"

REG.U.S. PAT. OFF.

Use Schubert Mastericorks Supplement No. 12

COLUMBIA PHONOGRAPH COMPANY, 1819 BROADWAY, NEW YORK CITY

CANADA: COLUMBIA PHHONOGRAPH COMPANY, LTD., TORONTO
«MAGIC NOTES
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Of Vital Interest to |
Foreign Language Record Dealers |

(] Columbia offers you the greatest library of foreign language I H
records. They cease to be a “foreign language” when recorded j h
by Columbia—they are “native” in the purest and best sense. |
(| The whole wide world is the arena of Columbia Recordings.

Each nation has its own individual type of music, its own dis- |

tinctive interpretations, which native artists can best portray.

(] Therefore, Columbia records native artists in the following ..

languages: :-
i

Armenian Hebrew.Jewish Russian
Bolhiemian Hungarian Scandinavian
Bulgarian Irish Swedish
Chinese Italian Scotch
Croatian-Serbian Lithuanian Slovak .n
Finnish Mexican Slovenian iI
French-Canadian Polish Syrian-Arabic
German Portuguese Turkish
Greek Roumanian Ukrainian

Columbia runs an extensive advertising campaien each month
& palg

in native language papers. Stock up now on Columbia Foreign

Language Records recorded in the “native” languages-—-you

will find it highly profitable.

COLUMBIA PHONOGRAPH COMPANY
1819 Broadway, New York City Ao e Reg 5, P 01

AD Tre.
MR M Ina Ryer

Ager01930 .
oy T

Canada Columbia Phonograph Co., Ltd., Toronto

«MAGIC NOTES™

—



The Talking Machine World, New York, October, 1928

Radio Service for Dealers
Proves__Pr_intable i Toledo

(Continued from page 20)

compact and efficient portable testing cquip
ment which fits into a small suitcase, and per-
mits the accurate testing of batteries and tubes
right in the home, and also makes possible tests
fo: continuity in wiring. These testing sets
climinate the guesswork and save much time
for the service man in conducting haphazard
tests often resorted to where equipment is lack-
ing. In the shop itself there has been installed
a most elaborate testing panel some 3 feet by
7 feet in size equipped with 33 separate meters
[or conducting various types of tests and with
many varieties of switches to control current
and provide for various hookups. There are
sockets installed to test every type of tube at
present on the market, and with the panel it
is possible to determine oscillation in tubes,
continuity in wiring, the condition of A and B
batteries and chargers, the condition of con-
densers and in fact every radio part. There is
also a connection provided for the plugging in
of the set for the final test.

Whenever a set is installed or serviced by
the Bureau, a label is attached to the underside
of the cover, or some other convenient loca-
tion, upon which is written the initials of the
service man and the date the work was done.
These labels, which measure only one inch by
one inch and a half, carry the name of the serv-
ice shop, together with address and telephone
number, and these bits of paper have proved

great factors in building business. In practi-

cally every case, when the dealer has discon-
tinued his free servicing, the customer has
come direct to the Bureau for any further
adjustments that may become necessary.
New Business Result of Good Will

Although dealers have been free in recom-
mending the Bureau's service, and small ad-
vertisements are carried at intervals in the
Toledo papers, much of the work has been
brought in as a result of recommendations
from clients. Some of them have about given
up hope of having their receivers put in per-
fect condition, and hearing of Mr. Alexander
and his staff, have come in as a final resort. In
practically every case the receiver is fixed to
their satisfaction, and when the first inspection
shows that it is beyond repair the prospect is
told so frankly and honestly. An interesting fea-
ture is that the Bureau has been called upon to
doctor a number of crystal sets and its biggest
job was adjusting a fourteen tube home-made
Super-Heterodyne.

The Bureau maintains its  friendship with

dealers by refusing to scll any lines of radio
receivers in competition. Wlhen desired, a re-
ceiver will be built to special urder, but nounc
of the manufactured scts on the market are
handled, with the exception, of course, of sce-
ond-hand receivers that for one reason or an-
other liave been left ou the Bureau's hands.

Public Willing to Pay
So far as the public is concerned, Mr. Alex-

ander liolds to the belief, and experience seems
to prove it, that the radio fan is perfectly will-
ing to spend real money for satisfactory re-
sults. His fees for general service work are
substantial but fair, and he recently remarked
one particular instance where a customer had
protested a $3 charge made by another service
man and made no protest when the Bureau took
the set to its shop for several days, put it in
proper condition, and made a charge of $16
for the job. Long experience with practically
every make has made the service men familiar
with the weakness of the different receivers,
and in many cases it is a simple matter to go
direct to the seat of the trouble in specified sets

25

and remedy it Ln certain receivers condenser:
may be wcak, or transforniers generally un
satisfactory. These are replaced quickly and
at a nominal charge, and in the case of tran

formers where thiey have been burned out and
replacenients arc not easily available, the tran

former is taken down, repaired and rewired, at
a saving in time, at least, to the custumer.

The popularity of the radio is continually on
thie increase, in the opinion of Mr. Alexander,
and has developed into a very important factor
in home life. This has been evidenced in the
anxiety of owners to have their rcccivers re
paired as soon as poussible after trouble de-
velops. Night and Sunday calls are not at all
mfrequent, and though additional charge is
made for work at such times, the charge is nict
cheerfully. At the time of the Tunney-Heeney
fight recently the Bureau was besicged by those
who had planned to listen in on the broadcast
of the battle, but who found at the last moment
that their sets would not function properly. It
kept one mman at the phone to answer these
emergency calls, and the rest of the crew step-
ping lively to answer even a portion of them.
At the height of the rush it was decided to head
off the calls by quoting the emergency price of
$5 per visit. The scheme didn’t work because
the fight fans apparently would have paid $10
gladly. That is to be accepted as an indica-
tion of the place that radio has found in the
present-day world.

Magnavox Grants

Important Licenses

Raytheon Mfg. Co. Awarded License to

Manufacture Under Tube Patents; Other
Licensee to Make 'Phone Equipment

OaxLanp, CaL, October 4.—The Magnavox Co,,

manufacturer of Magnavox speakers and tubes,
recently announced the issuance of a license to
the Raytheon Manufacturing Co., Cambridge,
Mass., to manufacture tubes under Magnavox
tube patents, pertaining to exclusive construc-
tional design and processes. A similar an-
nouncement states that a license has been
granted to Charles Cory & Son, Inc., 183 Varick
street, New York City, for the manufacture of
anti-noise marine type telephone equipmnent and
anti-noise transmitting equipment under Mag-
navox anti-noise and dynamic patents.

A number of the Magnavox dynamic speaker

patents were used during the late war in design
of sensitive telephone receivers, many thou-
sands of which were used on naval and aircraft
equipment. The above-mentioned licensees
are well known in their respective fields, and it
is with the idea of making available these scien-
tiic improvements to the ultimate consumer
that these licenses have been granted.

New Belden Representatives

The Belden Mfg. Co. has announced the ap-
pointment of Charles Hofman, City Bank
Building, Kansas City, Mo., as the Southwest
representative of the Belden line of automo-
tive, electrical and radio products. Mr. Hof-
man covers Western Missouri, Kansas, Neb-
raska and Colorado. Other appointments in-
clude E. V. Blake, who will travel southern
Ohio, southern Indiana, southern Illinois, St.
Louis and Kentucky, in behali of the Belden
line. Wallace R. Lynn, San Francisco, repre-
sents the Belden Co. on the entire Pacific Coast.

THE INSIDE
BACK COVER

OF
This issue of

The WORLD

has a very important
message for phonograph
manufacturers and
dealers.

Read it
Carefully

What Radio Servicing
and to

SPEEDY AN

radio develop

This produces
distribution an

Model 537 A. C. and D. C. Set Tester

METER EQUIPMENT: Two 3!” diam. high grade
Weston models—3-range A. C. voltmeter, 150/8/4 volts
and a D. C. volt-milliammeter, §00/300/120/60/8 volts with
1000 ohms per volt resistance, and two current ranges—
150/30 milliamperes. Simple to operate, A complete in-
struction book furnished with each unit.

ceivers gives the best assurance of continued interest in

dealer means a more responsive market for new models.

over, with sets maintained in the best condition all those
commercial activities which underwrite the expense of
broadcasting are more ready to give their support, and
this means better programs and more business!

means to the Dealer
the Entire Industry

D EFFICIENT SERVICING of radio re-
ments. Confidence in manufacturer and

quicker turn-over, widens the channels of
d increases profits for all concerned. More-

The Weston Model 537 A. C.-D. C. Set Tester
provides the means of servicing radio receivers
in the LEAST TIME PER CALL, with the
LEAST EQUIPMENT, and therefore at LOW-
EST COST and GREATEST PROFITS. Your
service man provided with this 6}4-pound outfit
is prepared to completely service any set made
in from 10 to 20 minutes! No other equipment
is necessary. Take the time to investigate.
Write today for complete descriptive literature.

WESTON ELECTRICAL INSTRUMENT CORP.
606 Frelinghuysen Ave. Newark, N. J.

WESTON

RADIO
INSTRUMENTS
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Thos. Goggan & Bros. Record Sales
Level Following Slump in Business

Boosted
to High

of any business, it becomes necessary to

take soine drastic steps to insure the
future welfare of the organization. Such a change
was made by Thos. Goggan & Bros., of San Anto-
nio, Tex., a short time ago, when they moved their
record department and a part

N OW and then, in the successful operation

By B. C. Reber

“For a time this arrangement worked out
very well, but what will suffice one day will not
suit in the changing modes of the next. Where
a few years ago people thought nothing of
zoing out of their way to make a purchase, we
now came lo realize that this is no longer a

considerable altering, moving of stock and fix-
tures, and a general rearrangement of the mer-
chandise on this floor. It was deeided, however,
that this would have to be done eventually, and
that it would be better to move now and hold
our customers than to move later and try to

bring them baek to the fold.

of their phonograph stock from

“In the end we designed and

the mezzanine to the first floor.
What this has achieved in in-
creasing record sales and im-
proving business in this depart-
ment is related by W. Edgar
Parker, manager.

“Several months ago, when
we were checking up our rec-
ord sales, we realized that we
were not getting the volume of
business that we should from
the size of the store we had. In
seeking a eause for this, we
looked over our stoek, checked
up our department, and went
over the sales organizations.
We soon realized, however, that

CHECK-UP of stock, department policies and

sales staff by the Goggan establishment brought
out the fact that location of the record department
was the reason for inadequate sales.
for constant repeat sales, such as records, player rolls
and sheet music, to secure the most profit must be dis-
played and sold in that section of the store which can
be most easily reached by the customer. Record sales
increased as much as 50 and 60 per cent when the
Goggan store moved the record department from the
mezzanine to the first floor of the store.

Items that call

equipped a very fine depart-
ment. Several large, attractive
booths were arranged on the
first floor for the convenience
of customers who wished to
hear the records before pur-
chasing, and the record stock
was placed in a location readily
accessible from all parts of the
department. The setting was
further enhaneed by placing a
few late-model phonographs at
convenient points.
Costly but Profitable Change
“To remodel and furnish this
department cost quite a little
money, but we have long appre-

the fault was not in the depart-

eiated the value of doing things

ment, nor the manner in which
it was operating, but in the department location.
Importance of Aeeessibility

“When we moved into our new store several
years ago, the mezzanine floor was especially
designed to take care of the record and phono-
graph departments. Ample space was provided
for booths in which records might be played or
phonographs demonstrated. It was convenient
to the first floor, easily seen by people entering
the store, and generally accessible to the public.

fact; and that in order to acquire business and
hold it, a irm must have its stoek as accessible
to the public as is possible. This is especially
true of records, sheet music and other items of
merchandise which are purchased regularly, but
not so with pianos, players and other large in-
struments.

“After giving the matter careful considera-
tion, it was finally decided to move the record
department to the first floor. This required

Baltimore

regardless of price,

A CI'V 1C
District

205 W. Camden St.......
1619 L St., N.W.

KOLSTER RADIO
COLUMBIA RADIO

STEINITE RADIO
COLUMBIA-KOLSTER COMBINATIONS

A full line of radio sets ranging from $75.00 to $900.00 em-
bodying the best quality merchandise that money can buy

PLUS

uncqualled for dealers in Maryland, Virgiuia,
f Columbia, North Carolina and bordering counties
of Peunsylvania, West Virginia and Delaware.

OF COURSE

A complete linc of the best known makes of batteries, tubes,
speakers, aerial equipment and other accessories is carried.

Columbia Wholesalers, Inc.

......... Baltimore, Md.
.+ w....Washington, D. C.

Washington
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well at the beginning and sav-
ing the time and expense of doing them over
later on. If our woodwork and furnishings cost
a little more than is generally paid for such
equipment, we did it, well knowing that the
added attractiveness would so increase our
sales as to make it a wise investment.

“Within a month after our formal opening
we saw that this was exactly what was needed
to improve our sales. In our new loeation the
stock was more readily seen from the street;
it was eonvenient to all persons entering the
store, regardless of whether they came to see
us or not; and it gave us an opportunity to
offer, at the best advantage, the latest song and
dance hits as they were being featured.

“The first month our sales increased approxi-
mately 15 per cent over the preceding month.
We also noticed that more people were visting
the department. New faces had appeared among
our customers. And new accounts were being
opened on our books.

“This increase has been constant month after
month until our sales for the thirty days just
closed show that we have attained an increase
of over 50 per cent over last month, and 65
per cent over sales for the same period last
year. Considering that this department has now
been in its new location only six months, we
teel that this is a very good record, and one
of which we may feel justly proud.

“At the same time we have shown a material
incrcase in the number of phonograph and radio
sets sold. It is easier to get to the public and
more convenient for the prospects to inspect
the machines. People who on previous occa-
sions entered the store and visited other de-
partincnts were lost to us unless they took the
trouble to stop at the mezzanine. Now thev
cannot enter or leave the store without passing
our booths or record counter, and we have a
good opportunity of attracting their attention
and arousing their interest.

“We have stressed the combination phono-

(Continued on page 30)
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Utah is the mounthpiece for the
soul of radio . .. the outlet for its
perfection . . . breathing life into
an otherwise mute instrument. It
1s the mirror in which the whole
of radio is reproduced with perfect
fidelity. Your set deserves one.

UTAH RADIO PRODUCTS CO.

1615 South Michigan Avenue ., Chicago, Illinois
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Carl D. Boyd Slagle
Co. Director of Sales

One of the Most Popular and Prominent
Merchandisers in the Radio and Electri-
cal Fields—Widely Experienced

Ot particular interest to the radio industry at
this time is the announcement, just received
irom Fort Wayne, of the appointment of Carl

Carl D. Boyd
D). Boyd as director of sales for the Slagle Co.

Mr. Boyd for many years has been a promi-
nent figure in the electrical and radio fields.
and his many friends will be glad to hear that
radio has again made claim to his services.
Numbered among his friends are jobbers, deal-
ers and manufacturers from coast to coast,
which are the result of his association with
the industry for some twenty years. He was
previously associated with such organizations
as the Kellogg Switchboard & Supply Co,
French Battery Co. and the United States Elec-
tric Corp.

For several years Mr. Boyd was an enthu-
siastic member of the Radio Manufacturers
Association, having served as a vice-president
for several years, as well as on its directorate,
where his services proved of considerable value,
due to his broad knowledge of the general
affairs of the industry.

Discussing his new activities,

TONE ARMS

¢ By the Manufacturers %
of the world-famous
Thorens Motor
ey
line of

0/{ COMPLETE
tone arms made by

HerMaNN THORENS, Ste.
Croix, Switzerland, in-
cluding the popular
straight and “S” shapes;
acoustically correct in de-
sign. The workmanship
is of the highest quality
with prices exceptionally
low.

Mr. Boyd

A wide variety of sound
boxes, spring motors, elec.
tric motors, and other
accessories is also avail-
able. Write for complete
details.

ey N

b Y
HERMANN THOREN

Ste. Croix, Switzerland
American Branch House:

THORENS, Inc.
450 Fourth Ave. New York City
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stated, “For the past year I have had a Slagle
set in my home, and have considered it out-
standing in the radio field. I have kept in
verv close contact with the Slagle organization
for the past two years, have watched their
progress, and with the new plant, which is
without doubt one of the best equipped and
most modern devoted to radio, it is my con-
fident belief that Slagle radio holds in its grip
ihe most promising future in the industry.”

The Slagle Radio Co., a division of the United
States Electric Corp.,, is one of the pioneer
manufacturers of radio receiving equipment. Its
production has always been confined to mer-
chandise of the highest quality, and for the past
two seasons efforts have been concentrated in
the manufacture of nine and ten tube receivers
exclusively, all utilizing the new and revolu-
tionary Technidyne circuit.

The Slagle Mfg. Co., an associate company
to the Slagle Radio Co., is engaged in the pro-
duction and merchandising of the popular
Utenco Automatic Electric Ironer, which enjoys
a wide distribution in the electrical field.

The affairs of both companies are under the
direction of L. S. Slagle, president and treas-
urer; Paul K. Romey, vice-president and gen-
eral manager; W. L. Swindler, secretary; Carl
D. Boyd, director of sales; J. B. Hess, assistant
sales manager, and Harold E. Bristol, manager,
advertising and sales promotion.

Madison Dealers in
Radio Exposition

Synchronized Reception of Radio Sets
and Musical Program Featured Success-
ful Exposition in Wisconsin City

Manisox, Wis, October 4-—Local dealers par-
ticipated in a radio exposition at the Crystal
room of the Hotel Loraine on Thursday, Fri-
day, and Saturday, September 27, 28 and 29.
The dealers had the co-operation of the Madi-
<on Capital Times in putting on the radio ex-
hibition, and an amount of preliminary publicity
to interest people in the showings of the new
sets was achieved. During the three days of
the radio show a special musical program was
arranged as an added attraction, and the ex-
position was open to the public from 1 o’clock
in the afternoon until eleven at night. At the
radio show this year all sets in operation were
tuned in on the same program, eliminating a
jumble of reception, and providing synchronized
and more enjoyable programs for those attend-
ing the show, while giving the products of the
dealers better advertising.

Brodrib & Blair Buy
Woolley & More Business

MeipEN, CoNN., October 4.—The Woolley
& More music house, located at Main and
Colony streets, has been purchased by Brodrib
& Blair, Inc.,, of Waterbury, New Haven and
New Britain. The store will be operated as
the fourth branch of the chain and Willard H.
More, of the old firm, will be retained as man-
ager. The business was established here nine
years ago by Thomas H. Woolley and Mr.
More was admitted to partnership in 1923. New
lines of musical instruments have been added
to the store, and alterations and expansion of
the warerooms are scheduled for the near
future to care for the growing business.

Thos. Goggan & Bros.
Boosted Record Sales

(Continued from page 28)

graph and radio machines and have had a very
good response with these models. Our purpose
in featuring the combination sets is that it not
only improves the quality of our sales and
builds up a larger dollar-and-cents volume, but
it satisfied the customers’ interest in radio and
at the same time holds them for future sales.

“We find it nearly as easy to sell a combina-
tion set in a large number of cases as one of
the less expensive models. What 1s required is
a little more salesmanship. We learn what sort
of a position the prospect holds and his earn-
ing capacity. If this shows that he can afford
to buy a combination phonograph and radio
without being oversold, then we go after him
and sell him on the advantage ot having both
forms of music in his home under one control.

“Our record sales have been built up on
salesmanship. We had a practice a few years
azo of ‘waiting’ on our customers and felt that
we were good salesmen. Then one morning we
got busy and cut out the ‘waiting’ and began
to practice a little salesmanship. We exerted
cvery effort to sell our customers the new
record hits. \We devised plans for interesting
them in new song and dance numbers. \We
were not satisfied to sell the customer just onc
or two records, but tried to sell three or four.
We were not always successful, but we in-
creased our sales to a point where it was neces-
sary to add another young sales lady.

Success Depends on Salesmanship

“Successful merchandising to-day, regardless
of whether it is selling music or groceries, de-
pends upon the initiative behind the merchan-
dise. One store will sell 1,000 records of a popu-
lar hit and make a lot of money, while another
store will go broke on a hundred. The differ-

‘ence is not in the records, for they are the

same; it is in the ability of the merchant to
satisfy his customers, interpret their likes and
dislikes, and give them service.

“We are constantly seeking new ideas and
new ways for building up our business. An idea
will occur to us for selling more of one record
than what we had planned to sell. We will try
it out for a few days, and if it doesn’t work
we will change it and try something different.
If we have one number that is dragging we
get behind it and clean out the stock at once.
If we have a number that is going like a house
on fire we place a standing order to ship five
or ten or twenty each day until further notice.
In this way we keep our stock down, our turn-
overs up and out profits good.”

Freedman Opens Branch

Burraro, N. Y., October 6.—Max Freedman,
who operates a general music store at 17 Will-
iam street, held the formal opening of his new
branch at 904 Main street on Saturday, Septem-
ber 8. There were souvenirs for first-day visi-
tors to the store.

Brunswick Dividend Declared

The directors of the Brunswick-Balke-Col-
lender Co., on September 10, declared a dividend
of 134 per cent, payable October I, 1928, on the
outstanding preferred stock of the company as
of record September 20, 1928.
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The Demand for Quality Never Ceases §

To learn the difference between ordinary Cotton Flocks and
“QUALITY” Cotton Flocks, order a sample bale of our Stand-
ard No. 920 for Phonograph Record Manufacturing.

CLAREMONT WASTE MFG. CO.

Claremont, N. H.




The Talking Machine World, New York, October, 1928

The Cordova Only a dynamic speaker can give

you studio realism . . . the rich, full,
undistorted beauty of music . . . with
power volume.

110 volt, 60 cycle AC. Com-
bining rectifier and power
amplifier. Takes place of last
audio stage in set. Handsome
walnut cabinet. List §175.

Credit Magnavox for this advance in
radio. Magnavox created and sponsored
the Dynamic. Half a million owners
now enjoy Magnavox speakers. Lead-
ing set manufacturers use them as built-
in equipment. Let these facts guide you.

LICENSED APPARATUS

The Beverly

A

# R
Gracefully proportioned cabinet DY@IC

gt

finished in light mahogany.
For A-Battery Operation.. . $50
For AC Operation. ....... $60

Units only; DC $30, AC $40

THE MARK OF THE GENUINE

“FIRST
pre SPEAKER The Aristocrat
The Belvedere FIRST 3;1 Beautiful butt burl walnut b i

DYNAMlc” i cabinet finished in two tone

For A-Battery Operation $60
FPor AC Operation. .. ..

A beautiful floor screen or
rich two-tone walnut.

For A-Battery Operation $45
For AC Operation., .. .. $55




Each month 1.

Braid WWhite will
suggest methods
of stimulating
retail sales of
high-class mausic

ANY years ago, when the first of my
M present collection of a thousand records

was just beginning, a “cherished pos-
session was the slow movement from Bee-
thoven’s Fifth Symphony. It was not a very
good record, judged by present-day standards.
The music was given in a highly condensed,
in fact fragmentary, shape, the orchestra was
small, the recording rough and harsh. Yet it
meant for me the beginning of an interest in
the recorded music of the great Ludwig which
has never abated but rather has deepened and
grown stronger year by year. To-day, stacked
vertically in the sectional cabinets of the music
room and carefully catalogued in a card index
under four different classifications, stand all of
the Immortal Nine, electrically recorded, given
without cut, with full orchestras, and capable,
with the aid of a very fine electrical talking
machine, of giving reproductions so faithful in
both quantity and quality of tone as to convince
even the most skeptical hearers that the talking
machine does now, at least, fulfil all the claims
ever made for it.

No one who has ever fallen under the spell
of Beethoven will ever admit that any other
composer of music has ever reached his heights
or plumbed his depths. It is a remarkable fact
that ever since the first groping efforts of
phonograph manufacturers to record and sell
classical mwusic, first extracts from, and then
whole recordings of, the Beethoven symphonies
have been in the forefront. It is probable that,
among all the classical records yet sold, from
the ecarliest days to the present, the recordings
of Becthoven's nine symphonies ontnumber all
the rest. Nor is the reason hard to find.

The First Modern

For Beethoven was the man who taught all
his contemporaries and all of his successors
Liow to make music into a form of expression
suited to 2 modern world. \When he came into
the world the old order was already tottering
to its full. When he died, in 1827, the industrial
revolution was already well begun.  He was,
then, essentially a spirit dissevered from the
eighteenth century, and although his political
and social ideas were usually naive and trusting
to an extent which we disillusionized ones of
the twentieth century can only contemplate
with a sort of pitying envy, his poetic expres-
sion in music really did set forth incomparably
the aspirations of the thinkers and workers of
his day, who saw in the rise of democracy all

Creating a Record
Demand for Finest Music

Beethoven’s Immortal Nine

the blessings and none of the evils that we
cxperience.

’lato, twenty-five hundred years ago, would
have had music and musicians banished from
his proposed model State. He feared the influ-
ence of “Tone upon the minds of men and be-
lieved that the power of music was greater even
than that of poetry.” Plato was right. Music
1s the most powerful of all forms of expression,
and to its magic the human spirit vibrates in
submissive harmony. There is no magic like
the magic of Tone.

His Nine Children

Ludwig Beethoven wrote nine symphonies
for orchestra during his life of fifty-seven years.
The first was composed while he was still a
young man just battering his way into notice.
The last was performed for the first time only
three years before his death, when he was at
the height of his creative powers and was about
to enter upon the final ghort, brooding, mysti-
cal period during which the last quartets were
composed, the music which, as he hiunself said,

A ] . B
* would not be understood _py his generation, but

by another and later age. The Nine Sym-
phonies stand thus as a cross-sectional view of
a great mind’s development. ‘The first is frJankly
charming and youthful. Although it owes much
to Mozart, to call it Mozartean would be wrong,
for the whole thing is pure Beethoven from be-
ginning to end. Who in that day of clearly
etched regularity and formal beauty, who save
Beethoven, the rough-mannered youth from
provincial Bonn, would have dared to thrust
under the ears of the sophisticated music world
of Vienna an introduction to a symphony in C
major, beginning with a loud discord in F,
immediately modulating to the key of G? Who
~ave the young Zeus, already arming for the
struggle with ancient Chironos, would have
thought of giving to the tympani a solo passage,
as here in the lovely second movement? Who
clse could have written, during the last years
of the eighteenth century, a “Minuet” like this
which forms his third movement and which so
clearly foreshadows the overpowering effects
ol the Scherzo in the Ninth and last of his
great tone-children? No, the first symphony is
Beethoven clear through, Beethoven young, shy
and hesitating, but the essential Beethoven
nevertheless.

Some three years, filled with works of lesser
import, seem to have elapsed between the com-
position of the first and of the second sym-

Intelligent pro-
motion of sales
of good music
means more sub-
stantial  success
for the retailer

phonies. \When we come to the second we feel
at once that the giant has been stretching his
voung limbs and feeling his muscles, prepara-
tory to some great and forthcoming achieve-
ment. The second symphony is longer, more
daring, broader and less conventional than the
first. Consider the wilful deliberateness of the
famous interpolated passage in the first move-
ment, immediately after the voicing of the
second theme where Beethoven has interrupted
the whole course of his development by twelve
charming but wholly capricious measures made
up of material drawn from the first theme but
entirely out of place. Mozart simply would
not have done it. This is Beethoven himself.
The young Titan is about to make his great
leap to the very top of Olympus at one mighty
bound.
“Napoleon”

For a year later there appears the famous
dedication on the front page of a new score,
the dedication to Napoleon Bonaparte. True,
Beethoven canceled the inscription when the
great Corsican made himself Emperor; but that
does not alter the essential fact. The “Eroica”
symphony, as it came to be called, number
thrée in the list, was written with the thought
of Napoleon in the composer's mind, and the
“Napoleon symphony” it was and is. Once we
have this idea before us we ean instantly see
the colossal work. in its true proportions. No
musician before Beethoven ever made so tre-
mendous a jump in so short a time. It is some-
times hard to believe that the polite charms of
the first and second symphonies could have
come from the brain of the man who wrote the
Eroica, that gigantic poem in tone, that vast
epic on a vast theme. Or,- better still, how
could the man who wrote the first and second
have also been the man who wrote the third?
From the two great staccato chords which mark
the opening of the first movement, to the pro-
found sorrow of the funeral march and the
cthereal strains of the apotheosis in the finale
where we seem to see the hero ascending to
the Valhalla of the great captains, it is all com-
pletely and marvelously new, completely and
marvelously different. No wonder that it
created a sensation or that the audacious com-
poser was attacked by every musical critic as
a noise maker, a shatterer of ear drums and a
manufacturer of discords. Yet, to-day, more than
a hundred vears later, when a hero dies it is

(Continued on page 33)
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PHONOGRAPH anp RADIO MANUFACTURERS

Custom Built Record Albums

For use in fine phonograph and combination radio cabinets, our record album is the best filing method
for records that has ever been devised.

IN ADDITION TO THE UTILITY, THE BEAUTY AND APPARENT
QUALITY OF OUR ALBUMS WILL HELP TO SELL YOUR CABINETS

We are equipped to supply you with albums of exclusive design in large quantities. Deliveries guar-
anteed to conform with your cabinet shipping schedules.

Write us today for samples and quotations

NATIONAL PUBLISHING CO.

Executive Offices and Factory
239-245 SO. AMERICAN ST,
Philadelphia, Pa.

New York Sales Room
225 FIFTH AVE.
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MR. A. |
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/N YOUR STORE.
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A.JRS.USETHE PAL,
AND THEY ARE PLEASED.
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PALS are manufactured by the
oldest portable phonograph
manufacturers in the U, S. and
are rigidly guaranteed.

When a customer comes into
your store and buys a PAL
portable phonograph you know
that heis going to be pleased with
the service this instrument will
give him. Eight years of severe
test have proved it!

—And nothing is more impor-
tant to you than having satisfied
customers who will come back
to your store when they want
other musical merchandise.

The models pictured here are
suitable for all your require-
ments., Order direct from your
nearest jobber or write to us for
further information.

(o)
NY.

AL YOU MAKE A FRIEND
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The Famous
United No. 5
for Better
Cabinet Models

Finer Portables
Are United Equipped

You'll find the United No. 2 in finer portables. As
most of the trade will tell you. it has no equal in
pulling power, silence, sturdiness and smooth-run-
ning performance, The choice of Dealers every-
where because of its added value!

NIZED

(PHONOGRAPH DIVISION)

NITED AIR CLEANER COMPANY
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UCCESSFUL dealers today de- equipped .. . insuring motive power

mand cabinet phonographs which  which is absolutely even, quiet, strong
have exclusiveness, not only in eye- and sure. The famous United Motor
value but in the built-in parts. They No. 5 easily plays six records with one
have come to realize that the better winding.

class of cabinet machines are United . .
Just as it was conclusively proven last

season, when more than 150,000 of
these motors were used in the better
cabinet machines. .. the United triple
worm gear and sturdy governor con-
struction — gives smoothness and
quietness unequalled.

Today . . . the No. 5 has more value—
more power—than ever before. It is
priced right, as usual . . . and the per-
formance 1s guaranteed!

Alert Manufacturers, Jobbers, and
The United Pick-U Dealers everywhere are building busi-

e unite 1Ick-Up . 5 2
The one high quality pick-up . . . equipped with ness with these quahty United Prod-

the “Super-Magnet” which brings real electrical ucts. We will g]adly serve you too
reproduction to any phonograph, with FULL VOL- A A N

UME and true beautiful tone quality. Absolutely . Just wilre or write for samp]es and
complete with arm, cord, plug, and volume control, g '

it retails for only $16.50—giving Jobbers and quotatlons olg o today.

Dealers a highly profitable business. Send for

samples!

EXPORT OFFICES: 163 W. WASHINGTON STREET, CHICAGO, ILL.

9705 Cottage Grove Avenue, Chicago, Illinois
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e HUNTINGTON, INDIANA O

Consoles With Personality |

Sold Direct to Jobbers E

AN

FURNISHED WITH INSTALLATION
PANELS FOR ANY STANDARD SET

N

Caswell-Runyan has attained an outstanding
success in the cabinet industry because it is manu-
facturing satisfactory, salable merchandise and
co-operating with its jobbers in the development
of their sales plans.

e
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Facilities That Guarantee Service
When Service Is Needed
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A Trained Force With 24 Years of Ex-

perience in Making Quality Furniture

£.79,300,¥ 9]

TOATUIRATT 2
BT

AT@YITeXi 7Y

CASWELL-RUNYAN Cabinets are g
Made Right—Priced Right—Sold Right

The Caswell-Runyan Jobber has un-
usual advantages. Write for details
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Last-Minute News of the Trade

Columbia Co. Purchases Pathe
Phonograph Interests in France

Louis Sterling, Managing Director of Columbia Graphcphone Co, Ltd., Announces

o
Acquisition Which Includes Interests

in French Colonies—Waill Visit Japan

Louis Sterling, managing director of the Co-
lumbia Graphophone Co., Ltd., and chairman of
the board of directors of the Columbia Phono-

Louis Sterling
graph Co., Inc., who returned to New York re-
cently on the “Majestic” after four months
abroad, announced upon his return that the Co-
lumbia Graphophone Co., Ltd., had purchased
the phonograph interests of the Pathe organiza-
tion in France and the French colonies. The
consummation of this important and far-reach-

ing deal will give the Columbia organization 75
to 80 per cent of the phonograph and record
business of France and its colonies. This pur-
chase has no bearing whatsoever on the Pathe
interests in America but serves to increase the
scope of Columbia activities in France and the
French colonies to a tremendous degree. The
arrangements for this purchase were made by
Mr. Sterling while he was abroad.

According to lhis present plans, AMr. Sterling
will propably sail for Japan and China within
the next three or four weeks, visiting Colum-
bia interests in Japan and conferring with the
cxecutives of the Columbia organization in that
country regarding manufacturing and merchan-
dising plans for 1929.

During the past few months the tremendous
growth of Columbia activities throughout the
civilized world has attracted the attention of in-
dustrial and economic leaders the world over,
and Mr. Sterling’s reports of Columbia progress
generally indicate that this interest in Colum-
bia is only in its inception. Referring briefly
to Columbia affairs, Mr. Sterling said: "It is
almost impossible for Americans to realize the
tremendous popularity of phonograph products
throughout Europe at the present time and, in
fact, the industry is going through a period of
public ‘craze’ which is akin to the ‘craze’ ex-
perienced for radio products in America a few
vears ago. Throughout Europe our problem is
one of production and not of sales, for although
every one of our factories is working to capac-
ity it is impossible to keep up with the demand
tor machines and records.

“We are constructing new buildings in every
country in Europe, practically doubling present

(Continued on page 113)

Otto Heineman Tells
of Prosperity Abroad

Otto Heineman, president of the Okeh Phon-
ograph Corp., returned to New York last week
on the S.S. “Resolute” after two and omne-half
months abroad. Recognized internationally as
one of the best-posted members of the phono-
graph industry and an optimist by nature, Mr.
Heineman brought back with him reports from
this trip which not only made his optimism a
material fact but indicated that the phonograph
industry throughout Europe was enjoving the
greatest era of prosperity in history. While
abroad Mr Heineman, accompanied by Mrs.
Heineman, spent a few weeks in Switzerland
enjoying a well-earned rest but outside of this
fortnight, he devoted all of his time to business
activities in Berlin, London and Paris.

To quote Mr. Heineman’s words, the trip was
“inspiring” in that he found throughout Europe
2 public appreciation of present day phono-
graphs and records that is reflected in the tre-
inendous sales totals being attained by the lead-
ing manufacturing organizations.

In Germany particularly the phonograph in-
dustry is enjoying marvelous prosperity and
Germany as a whole is making tremendous
strides economically and industrially, with phon-
ograph industry reflecting the stabilization
oi this country’s resources.

England is also experiencing a period of in-
dustrial prosperity that includes the phonograph
trade as well as other prominent industries.

Upon his return to New York, Mr. Heine-
man was delighted to find that the General
Phonograph Corp. and its subsidiaries, the Gen-
eral Industries Co. and the General Phonograph
Mfg. Co., were achieving sales figures well be-

Mr. and Mrs. Otto Heineman

yond expectations. Heineman motors and Okeh
rneedles have increased their sales month after
month and the demand for Oke® records
throughout the country is growing consistently
and steadily.
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L. F. Chadeayne
Joins Sonora Co.

Appointed Advertising Manager—Widely
Experienced—Plans Completed for Ex-
tensive Advertising Drive

A. J. Kendrick, vice-president and general
sales manager of the Sonora Phonograph Co.,
announced this week the appointment of L. F.

L. F. Chadeayne
Chadeayne as advertising manager of the com-

pany. Mr. Chadeayne comes to the Sonora
Co. with five years of advertising experience
at the Radio Corp. of America, where as assist-
ant to the advertising manager of the RCA he
was in charge of the magazine and newspaper
advertising and later in charge of the dealer
help activities. Mr. Chadeayne is a graduate
of the Harvard School of Business Administra-
tion and comes to the Sonora Co. well qualified
to take up his duty as advertising manager of
the new company.

The appointment of Mr. Chadeayne is in line
with the Sonora policy of building a strong
organization to merchandise its new line of
Alelodons, radios and phonographs. An ex-
tensive advertising campaign in the key city
rnewspapers and the national magazines will be
launched during October. The advertising is
being placed by Pedlar & Ryan.

Edison Distributing
Corp. the New Name

The name of the Edison Phonograph Dis-
tributing Corp., West Orange, N. ], which
handles the wholesale distribution of Edison
phonographs and radio products throughout the
country, has been changed to the Edison Dis-
tributing Corp., following the addition of radio
to the company’s line.

Chicago Radio Show Opened

Cuicaco, IrL., October 9.—The seventh annual
Chicago Radio Show opened at the Coliseum
yvesterday and the attendance gave every in-
dication at the opening of being splendid.
Practically every radio receiving set and acces-
sory manufacturer is represented on the list of
exhibitors who are displaying their products
for the inspection of the trade and public. The
jobber and dealer interest and attendance is
proving highly satisfactory to the many nation-
ally known exhibitors.
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The Big Replacement Market

TRADE members who predict that at least a million radio
receivers will be replaced this year with more modern and
higher-priced instruments may be a little generous in their figures,
but the fact remams that many thousands of units disposed of this
year will represent such replacements. It brings up again the
question of proper allowances and of the disposal of second-hand
receivers. To the dealer who keeps his head and bases his allow-
ances on real values the problem is not serious, but to the one
who is inclined to be overgenerous for the sake of a single sale
the problem is very serious. Radio men should take a lesson
from the experiences of piano men and others who have been m
the replacement business for years, and who on more than one
occasion have found that overallowances led to inventories con-
sisting almost exclusively of second-hand instruments rather than
of new products creating an extremely dangerous condition.

Profiting From the “Sale” of Credit

N speaking before the convention of the Music Merchants’

Association of Ohio recently, a prominent banker of Toledo
made a strong plea for the adoption of the carrying charge by
music merchants and all others selling on the instalment plan and
offered the convincing argument that under such a plan of selling
the merchant was handling two products—first, the instrument
itself, and, secondly, credit, and that he could only be successful
if he realized a proper profit on each of those two items. It has
long ago been discovered that a simple interest charge on an instal-
ment account means that the cost of carrying the account must be
taken out of the profits of the sale and paid for by the dealer,
whereas in justice it should be paid for by the customer who re-
ceives the accommodation. Hence the reason for the carrying
charge. The wise dealer protects himself.

High Tribute to a Trade Leader

N conferring upon Eldridge R. Johnson, founder and first

president of the Victor Talking Machine Co., the honorary -

degree of Doctor of Fine Arts, Provost Penniman of the University
of Pennsylvania paid a high tribute to the value of the talking
machine to the public, a tribute that may be held to apply in a
large measure to the entire industry. He said: ‘“Yof were not
content with a merely mercantile or manufacturing business, but
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recognized early the importance of music as a means of culture.
To you the public, wherever located throughout the world, owes
the possibility of hearing the greatest music produced by the
greatest performers. For men at sea, for men in the wilderness
cf the world, the great orchestras play, the instruments of virtuosi
carry their enchantment, and the voices of the great singers of
the world are audible. You have brought into lives shut off from
civilization the sweetness of melody and harmony and the inspira-
tion of the world’s greatest music.” After all, there i1s something
more than dollars in business.

Eliminating Radio Service Abuse

ADIO dealers in Sturgeon Bay recently found that the free-

service privilege on radio sets was being abused by many
customers, while the dealers were holding the bag and paying for
the ride. They arrived at the conclusion that what was needed
was co-operation, and the result was an agreement 'thered into
by ten of the leading houses to limit the number of fre¢ service
calls to three and insist upon customers paying fair prices for
mstallation and all other types of service. - Were the dealers in
every city to take similar action, the problem1 of meeting servicing
losses would be solved for most of them.

Radio Show Comes Into Its Own

HIS year, at least, it will probably prove much easier to make

a list of those cities and towns of, say, 25,000 populatio:t or
over that have been without their local radio shows than to list
those that have been ‘'so favored. The radio show, local and
national, appears to have become an institution and is so accepted
by the public, and if the interest manifested in the series of shows
that have just about been concluded may be taken as an indication
of future sales, then radio business between now and January 1
should break all records. Certainly the radio trade has not hidden
1its light under a bushel.

Presenting Facts on Television

IN arranging with R. P. Clarkson, well-known radio author, to
write a series of articles on television for the information of
the general public, the Radio Manufacturers’ Association has made
a distinctly worth-while move. Television is coming, certainly, but
it 1s not near enough to have the public waiting for it excitedly.
When the facts are known, full confidence in radio apparatus now
on the market will be restored. Just now it is no uncommon thing
to find a radio prospect asking about television equipment and
showing an inclination to put off buying until it is available.

Modern Methods Are Needed

O much has been said and written about the increase in chain

store operation that more than one independent dealer of
limited means has become frightened with the possibility of meet-
ing this new and well-supported competition, yet every investigation
has shown that the independent dealer who carries an adequate
stock and gives the proper service can give the chain store a run
for its money. The answer is not in shivering over the prospect,
but in the adoption of modern business methods that will put the
mndividual dealer on an equal basis as a competitive factor.

New Field for Record Selling

IN tying up officially with the national piano-plaving contest in

England, as reported elsewhere in this issue of The Talking
Machine World, the Columbia Graphophone Co., Ltd., has shown
the way to a new field for record selling, for the many piano-
playing contests in this country might be followed to the advantage
of our local record makers and dealers. Everv selling channel
that leads out of the rut is worthy of earnest consideration, and
here is one that has the music appeal as its basis.

The United States Court of Customs Appeal decided recently
that wooden fish of a certain type are musical instruments upon
which duty should be assessed as such. .Sounds fishy.

=
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The installation of any radio set is
simple in the Superior Cabinet—
just drive it in and close the doors.

In addition to a very extensive choice in
design and price a variety of baffle boards
is available. When ordering Superior
Cabinets specify the receiver to be installed
and an exquisite piece of furniture built
for that receiver is delivered.

The optional equipment of RCA 100A,
Peerless or Peerless Dynamic Speakers,
mounted scientifically and acoustically to
enhance the tone of these remarkable
speaker units aids greatly in ultimate sale
to the consumer.

Through increased manufacturing facil-
ities we are enabled to make prompt
deliveries on all models. Write for com-
plete list with prices.

SUPERIOR CABINET CORP.
206 BROADWAY NEW YORK

Park your Sets
in

SUPERIOR
CABINETS
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Last-Minute News of the ['rade

RMA Directors and Committees
Discuss Important Trade Topics

New Broadcast Set-Up, Television Experiments and Plans for the Third Annual RMA
Trade Show to Be Held Next June, Among Matters Scheduled for Discussion

President Frost, of the Radio Manufacturers’
Association, has announced that during the

week of the national radio show at the Chicago .

Coliseum, which began October 8, a meeting of
the RMA board of directors will be held in
connection with the Chicago gathering of in-
dustry leaders.

The new broadcast set-up ordered by the
Federal Radio Commission, television experi-
ments and plans for the Third Annual RMA
Trade Show, to be held early next June, are
the principal topics to be considered by the
board of the Radio Manufacturers Association.

The RMA directors will meet at 10 o’clock
Thursday, October 11, at the Congress Hotel.
Beginning October 8 and preceding the board
meeting, many RMA committees, including
those dealing with institutional radio advertis-
ing, engineering problems, radio statistics,
radio railroad and other rates and credits and
collections will also meet.

From the RMA Legislative Committee,
headed by C. C. Colby, of Canton, Mass., for-
mer RMA president, the board will receive a
report regarding the recent joint study with a
committee from the National Association of
Broadcasters of the new broadcast reallocations
ordered by the Federal Radio Commission.
Leaders of the manufacturing industry hope
that radio broadcasting will be improved great-
ly after November 11, when the new broadcast
set-up becomes effective.

Progress of television experimentation will
be reported by H. B. Richmond, of Cambridge,
Mass., director of the RMA Engineering Divi-
sion, which soon will issue, with the approval
nof the manufacturing industry as represented
by the RMA directorate, a series of articles to
advise the public of the exact status of television
and its probable future.

A place and date for the Third Annual RMA
Trade Show probably will be recommended by
the Show Committee, headed by Morris Met-
calf, of Springfield, Mass. This pre-eminent
fixture of the radio industry, which attracted
nearly 25,000 representatives of the trade to
Chicago last June, the largest industrial gather-
ing held in the United States, is one of the
three radio shows sponsored by the RMA. The
other two are the public shows, including that
opening in Chicago October 8 and that recently
held at New York in Madison Square Garden.

“All of these three RMA shows are made
possible by our manufacturers,’”” said Morris
Metcalf, RMA Show Committee chairman.
“The success of the New York Show, which
was amazing and best indicated by an attend-
ance of 290,726, as compared with 257,000 last
year, notwithstanding higher admission prices,
promises to be duplicated in Chicago. The
character of the attendance at the New York
Show was of a higher class than heretofore,
and, therefore, of more value to the exhibitors.
The show indicated a distinct advance in the
standardization of values and stabilization fac-
tors in the radio industry.

“Public interest in television was great and
probably will be repeated at the Chicago Show.
The exhibition of television at this time is a
real service to the public. Those viewing the
television exhibits in actual operation, and thus
learning the difficulties to be solved before
commercial television products are available,
realize that, wonderful as they are, television
still is in the laboratory stage, with its com-
mercial development probably a long way off,
although amateur set-builders now are able to
get much satisfaction and may possibly aid
to a considerable extent in the development of
television through their experiments.”

New Crosley Station
Granted a License

Federal Radio Commission Voted to Allow
Station WLW, Cincinnati, O., to Oper-
ate on 50,000 Watts.

WasnaingToN, D. C,, October 5.—The Federal
Radio Commission to-day voted to allow Sta-
tion WLW, Cincinnati, to increase its power
from 3,000 to 50,000 watts.

The power increase will be effective at once
and stay in effect under the reallocation plan. Of
the 50,000 watts authorized, 25,000 watts power
is to be permanent and 25,000 for experimental
use. This will be the first 50,000-watt station
in that section of the country.

What will be one of the most powerful broad-
casting stations in the world when operating at
its full capacity of 50,000 watts, practically has
been completed at Mason, O. It is the property
of the Crosley Radio Corp. and will be operated
by them as station WLW. Its power capacity
will be used only on test programs after mid-
night until arrangements are made for its 50,-
000 watt license.

“Our idea in building a station with 50 kilo-
watt power, the most powerful station in the
world according to the engineers who under-
stand and appreciate its 100 per cent modula-
tion, is that we may be able to serve the lis-

tening public better, and that more listeners
rnay be able to hear the programs we originate
in Cincinnati.” Those were Powel Crosley’s
words as he broke ground for the new station,
June 25.

“Service to the public should be the first con-
sideration of a broadcasting station,” Mr. Cros-
ley repeatedly has said. ‘“With 50,000 watts,
WLW will enable us to give increased service
to the present Crosley audience for we shall
overcome static and local interference. Natur-
ally it will augment the service we already are
furnishing to distant listeners.”

The new WLW represents the most modern
developments in broadcast engineering. It is
the result of the research carried on by the
Bell Telephone Laboratories, Inc. Into its con-
<truction have gone the scientific resources of
the largest research organization in the world
and the experience of fifty yvears of telephone
development. The equipment has been under-
going service tests for over a year at 3XN, the
experimental station of the Bell Laboratories
at Whippany, N. T.

The WLW programs as now outlined contain
such interesting features as talks on city man-
agement to be presented by Cincinnati offi-
cials; practical engineering instructions to be
furnished by experts from the University of
Cincinnati; historical, literary, dramatic and
musical programs far above the ordinary; and
a wide range of broadcasting appealing because
of this originality.
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Albert Simons With
Sterling R. & E. Co.

Appointed Sales Promotion Manager of
Metropolitan Majestic Distributing Co.
—Has Had Wide Experience

The appointment of Albert Simons as sales
promotion manager of the Sterling Radio &
Electric Co.,, Inc, New York, Majestic dis-
tributor for the metropolitan district, has been
announced by Irving Sarnoff, president of the
company. Mr. Simons recently resigned as
sales manager of the Boley-Oliver Co., met:

= =
Albert Simons
ropolitan district representatives for the Kel-
logg Switchboard & Supply Co.

An experience of twenty years in sales pro-
motion activities, embracing the phonograph,
specialty and radio fields, fits Mr. Simons par-
ticularly well for his new responsibilities. He
will devote his efforts to sales co-operation
with the dealer clientele of the Sterling Radio
& Electric Co. and put into effect practical and
profitable selling plans.

“Mr. Simons’ appointment and the co-opera-
tion he will extend to our dealers are an ex-
pression of our appreciation for their support
in the success that has attended our merchan-
dising of Majestic receivers,” said Mr. Sarnoff.
“AWe shall be glad to give every consideration
to our dealers’ problems and to consider con-
structive criticisms and suggestions.”

Seger Ellis Is Now
Exclusively Okeh

Otto Heineman, president of the Okeh Phon-
ograph Corp., New York, announced this week
that Seger Ellis, well-known recording artist
and popular tenor, had signed a contract where-
by he will record exclusively for the Okeh
record library. Mr. Ellis has been making
records for several companies and his exclusive
Okeh contract will give jobbers and dealers
handling this well-known product an opportu-
nity to feature his records to advantage. He re-
cently recorded the theme song for the popular
motion picture, “Beggars of Life” and it is pre-
dicted that this song will be one of the out-
standing hits of the Winter season. Seger Ellis
is particularly well known throughout the
South and in addition to his popularity as a
vocal star, he has written a number of composi-
tions that have met with considerable success
throughout the country.




The Talking Machine World, New York, October, 1928

All-Electric A. C. Combination

Combination of Model 801-A Series B
Receiver with Model 435.A Reprodu-
cer. Completely self-contained. Seven
receiving tubes, push-pull power stage.
FOUR tuned circuits. ONE dial control.
Calibrated wave-length dial illumina.
 ted. Built-in light socket aerial. Price,
$96, without tubes. Attachable repro-
ducer, $16. Combina- $ 11 2
tion, without tubes . . Model 801 Series B—Same as 801-A Series
$115 West of Rockies. B, but not equipped for attachable repro-

ducer. Withouttubes . . ......

$98.50 West of Rockies.

Model 806 Series B—Same as 801 Series B,
Operated by battery -
or eliminator. $69,
without tubes.
$71 West of Rockies.

Stewart-Warner
Reproducer—Model 435
New tvpe magnetic cone speaker with

tone depth and beauty . . . . . .
$17.25 West of Rockies.

new $16.50

cAll-Electric A.C.Radio

SlectricGar

No. 2 ~ No. 3 No. 4
$42.50 $52.50 $62.50 $72.50 $87.50

Complete line of approved Console Cabinets, made exclusively for Stewart-Warner by
Buckeye Manufacturing Co., Springfield, Ohio




MODEL TWENTY
(Metal Horm)

A truly outstanding value 1n 1ts price class, having a
long air column metal born (as shown above? producing
true tone quality and abundance of volume — nickel
plated hardware — two record spring motor — mesal
tone arm — sensitive Duro aluminum metal daphragm
— made in threr colors of genuine DuPont fabrikoid 1n
black, blue or brown with inside limings to matech —

lusb covered turn rables to barmonize — wood album

olds 15 records. Measurements 734 incbes high, 12
inches wide and 143 inches long, weight 12 pounds,

Retail at $16.00

MODEL THIRTY
(Metal Horn)

1 ae most remarkable value 1n portables today. 50 in
air column metal horn (as shown above) constructe
according to the exponential curve theory, a product
of our own laboratory. Heavy nickel plated hardware

large motor plays three records with one winding —
patented Bakelite tone arm — beautiful Bakelite repro-
ducer with patented tny diaphragm — special
patented lock catches — exclusive DuPont fabrikoid in
§ colors black, blue, green, brown and red. with linings
to match —plush covered turn tables.  Measurements
8134 inches high. 123; inches wide and 16 inches long

weight 19 pounds.

Retails at $25.00

TWORLDS LARGEST MANUFACTURERS
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CARRYOL A PORTO PICKUP pliya recocde
hrough your Radio and loud epeater by phaang card
11p# 10 one prong of the detecrar tube and ground pret
of your Radio sct. Recorda played through loud speaker
=rh increased wolume and nich tone. Valume control
bult . Pabnbod case  $2000 with spning motor
138 30 with elctnc motor: AC or PC form.

CARRYOLA ELECTRIC PICKUP cun be used with
any Radio set and phonograph. Nimply replace the
repioducer with the pickup furmished and attach
cord tips to prong of the detector tube and to
rn_um]il posht of 11;:|dli{o dsiet. Recgrds rgprloduced ell(et:-l
TY trically throug! adio speaker. Velume contro
MOR‘E‘:‘.’ 583‘ [ \ huilt in. §7.50 list. AC or DC form.

A wonder portable for appearance, tone quality and
volume. &0 inch air column metal horn, (as shown
above) our own laboratory product made according to
the exponential curve theory. Heavy gold plated hard-
ware — special® spring motor plays three records—
automatic stop — Bakelite tone arm — Bakelite repro-
ducer with patented tnpod diaphragm—plush covered
turn table, patented automatic album holder and lid
support — lacquered wood finish inside — outside
covering extra heavy fabrikoid in two colors, brown or
black. Measurements 934 inches high, 13% inches
wide, 17 }{ inches long, weight 23 pounds.

Retails at $35.00
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|OF PORTABLE PHONOGRAPHS
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Bosch Radio Model 28—110-volt
AC. Seven AC tubes and power
tube.  Single tuning, lighted
dial.  Solid mahogany cabinet.
Price - - $132.50, less tubes

Authorized Bosch Radio Dealers
are now showing the Console
Model 29B, specially designed
for them with super-dynamic
speaker and special high-power
speaker supply. Console has slid-
ing doors, beautiful craftsman-
ship and selected woods. Bosch
Radio Dealers are offering this
Console 29B with super-dynamic
speaker and special high-power
speaker supply with Bosch Radie
Model 28 Receiver for $295.00,
less tubes.
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Compare the Model 28 Bosch Radio with any radio set you
have seen and vou will understand why Bosch dealers are pil-
ing up profits. Sce the engineering excellence, the mechanical
construction, the superior performance, the beauty of the
cabinets, the outstanding values of the Bosch prices and the
new, sound merchandising policies in the Bosch Dealer Contract.  They
make the Bosch franchise the foremost profit leader in radio retailing to-
day. See the Bosch Plan, the inventory flexibility, selling range, strong
price position and definite advertising policv. Write for details, it will pay
you to be included 1n the Bosch plans for IFall-—address our nearest branch.

Prices slightly higher west of Rockies and in Canada, Bosch Radio is licensed
under patents and applications of R.C.A., R.F.L. and Lektophone

AMERICAN BOSCH MAGNETO CORP.

SPRINGFIELD, MASSACHUSETTS

Branches: New York . Chicago . San Francisco

P
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., Selling Carryola
" Porto Pick-ups

THE CARRYOLA Porto Pickup, a portable electric
pick-up phonograph easy to connect to any radio set,
has proven to be a quick sure turnover for every
music and radio dealer. By simply having one of
these compact units attached to the detector tube
and ground post of the radio set on your display floor
by a wire which is furnished. Music can be repro-
duced from any make of record that can be played
with a steel needle with the volume and clarity that
is obtainable from new large and more expensive
electric reproducing phonographs. Volume control
built in motor board — nickel plated fittings — spring
motor plays two records with one winding — Hand-
somely embossed beautiful black fabrikoid covering
with gray green inner lining — Inexpensive as the
cheapest kind of mechanical portable phonograph on
the market.

Model No. 50 Retails at $20.00 List Price—with Spring Motor
Model No. 60 Retails at $38.50 List Price—with Electric Motor

Carryola Electric Pick-ups

DEALERS can now avoid the difficulties of embarrasing situations on old trade-
in phonographs. Your customer can be sold easily on the Carryola Electric Pick-
up, which simply replaces the reproducer of the old phonograph. This pick-up
is attached to the radio set thereby reproducing records with
volume and clearness equal to the new electrical reproducing
instruments through the speaker of the radio set.

can be controlled by turning of knob on
the modulator. Dealers have potential
prospects in every person who owns a
radio and phonograph and can secure ad-
ditional sales by demonstrating Carryola
Electric Pick-ups to everyone who buys a
new radio set. The Carryola Electric Pick- ;
up has proven to be the lowest priced —*
substantial pickup on the market. Retail
price $7.50 in either A. C. or D. C. form.

Volume

oid phonographs transformed into new electrical reproducing instruments

Music and Radio Dealers

Music and Radio Dealers have found Carryola’s new Electric
Pick-ups and Porto Pick-ups the fastest moving items.
Write us now and we will supply detailed information.

THE CARRYOLA COMPANY OF AMERICA

653 Clinton Street

Milwaukee, Wis.

World’s Largest Manufacturers of Portable Phonographs
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Dvnamic Eighty-Five in
Adler Royal Console Cabinet

The famous Freed-Eisemann
Dynamic Eighty-Five, with Dy-
namic Speaker, in F-g Adler
Royal Console Cabinet—as sup-
plied by dealers, less tubes, for
$282.50. Eight-tube, All-Electric
Receiver, embodying the most re-
cent advancesin the art and utiliz-
ingCX 3500t 250 Amplifiér Tube.

The Great Eighty

All-Electric, 8-tube (7 and Rec-
tifier) Table Model Receiver.
Madein modelsforD.C.or A.C.
Current (25-30-60 Cycle). Cabi-
nets availablein hammered silver
effect, shadow silver, or hand-
decorated; wood cabinets in wal-
nut. Freed-Eisemann Magnetic
Speakers in matching finish.
Priced (except forhand-decorated
sets) $125.00. Magnetic Speak-
er, $30.00.
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Because the tone is
unrivaled—the line is
complete—the cabinets
are beautiful—the prices
are low—and the public
believes in a name fa-
mous since broadcasting
began. Biggest season in
our history. Get aboard!

FREED-EISEMANN RADIO CORPORATION
BROOKLYN, NEW YORK

““Builders of Fine Radio Since Broadcasting Began’’

Dynamic Eighty-Five
in Hamilton Console

This combination is
supplied by dealers for
$290.00. The Receiver
is the famous Freed-
Eisemann Dynamic
Eighty-Five,and housed
in the cabinet is the
Freed-Eisemann Dy-
namic Speaker. The
cabinetis aparticularly
beautiful two-toned
walnut veneer by Ham-
ilton,with slidingdoors,
and maple overlays.

Dynamic and

Magnetic Speakers
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Creating a Demand
for Finest Records

(Contined from page 32)
the funeral march from the Napoleon sym-
phony which is played over his corpse.
0Odd and Even

Space forbids me to go into descriptions of
the remaining six. Suffice it to say that the
odd-numbered ones, the fifth, seventh and ninth,
are by general consent regarded as even more
wonderful examples of the power of Tone than
is the Eroica. The introduction of a choral
finale into the Ninth, as if the composer de-
spaired of making his message clear by instru-
mental sound alone, has been much discussed
and much criticized; but no one who has heard
either the Victor or the Columbia electrical
recordings of this sublime work can wish that
it had not been written. The only answer here
to such questions is this: get the records and
listen to them, not forgetting to read first the
pamphlet of description. You will then under-
stand why the Ninth Symphony has never been
equaled.

The even-numbered symphonies, after the
third, namely, the fourth, sixth and eighth, are
all lighter and more joyous in character, the
fourth is pure musical beauty, at times for a mo-
ment stormy but ending on a joyful note of con-
fidence and pride. The sixth is the ever-de-
licious “Pastoral,” most nearly perfect of all
attempts to put into music the joys and beau-
ties of country life. The eighth is Beethoven’s
“Kleine Symphonie,” which he loved best of all,
a little joyful, laughing thing, sometimes rough
in its humor, but bursting with echt deutsch
fun and innocent joy, quite incomparable, quite
unequaled.

Wonderful to Think

It is really marvelous to think that to-day we
can have these vast and majestic dream chil-
dren of the Titanic Beethoven at our command
interpreted by the greatest orchestras and con-
ductors on a few thin (and unhappily break-
able) disks of shellac. All the great phono-
graph makers here and abroad have had their
hand in the recording of the Nine Symphonies.
Victor has called in the splendid Philadelphia
and the London orchestras. Columbia has used
to great effect the really splendid Halle orches-
tra of Manchester under Sir Hamilton Harty.
German Parlophone has used Dr. Weissmann
and the orchestra of the Berlin Opera. One
and all have done fine work.

It is with work of this kind that the talking
machine industry is building itself into the posi
tion of a major and staple activity of American
life which retail merchants can participate in
profitably.

Phonograph Business
Expands in Hong Kong

The phonograph record business in Hon
Kong is expanding very rapidly, and with the
growing popularity of dancing among the
Chinese there is an ever-increasing demand for
English and American dance records, accord-
ing to a report from the Vice-Consul at Hong
Kong, Perry N. Jister, made public by the De-
partment of Commerce September 22. The re
port follows in full text:

There is a wider appreciation of the phono-
graph and Chinese phonograph records among
the Chinese themselves, he says, in their possi-
bilities for bringing amusement and pleasure
into the home. This latter development is re-
flected in a great increase in order of Chinese
records with each year.

It is estimated that the phonograph record
market in Hong Kong will absorb from 25,000
to 275000 records per year, of which 25,000
to 30,000 will be records in the English language
or with occidental music. The larger stores
carry stocks ranging from 6,000 to 8,000 num-
bers at a time.

C. A. Richards to
Work for Hoover

The Republican National Committe¢ has re-
quested C. A. Richards to undertake the forma-
tion of a Hoover-Curtis Export Committee for
the purpose of bringing home to the manufac-
turers and workers of the country the important
part this trade plays in the prosperity of the
country. Mr. Richards, who has for some time
been the exclusive export distributor of the
Sonora Phonograph Co. and the American
Piano Co., is starting in immediately to form
a committee which, through State chairmen,
will be national in its scope.

Improves Store

The Forbes-Meagher Music Co. 27 West
Main street, Madison, Wis., has undergone ex-
tensive renovations, which included the installa-
tion of a new store front and entrance.
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Clarostat Issues
Television Folder

A practical folder on the control of the tele-
vision scanning disk and the kino-lamp or neon
glow tube has been issued by the Clarostat
Mig. Co., Inc., Brooklyn, N. Y. The booklet
describes the Clarostat speed control which is
adapted to the accurate manipulation of the
usual scanning disk motor, as well as any other
small variable speed motor. An ingenious
method of obtaining the greatest contrast be-
tween lights and shadows of the television
image while still retaining maximum sensitivity
and responsiveness by means of a standard
Clarostat in the plate circuit is also described.
|

Incorporation

The Sauter Rugglin Radio & Music Shop,
Inc., was recently chartered at Wilmington,
Del, to carry sheet music and records.
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tone trueness never
known before/

Here it is, at last—the repro-
ducing quality that the radio

world has waited for!

It 1s

all due to the better construc-
tion and materials that have
been built into every detail

of the Sonochorde.

No ex-

pense has been spared to

make it the best Dynamic
Speaker on the market. Yet,
it costs less than any other—
and consumes less current in
operation for equal volume.
Among radio’s great develop-
ments for the year the Sono-

~

Sonochorde Dynamic is
a truly beautiful crea-
tion! Constructed of
solid grain walnut with
egg shell lustre finish
front panel bearing
charming grille motif
with colored silk screen

; o d.
chorde Dynamic stands su- Baokgonn
AC ......... $59.00 List
preme. DC ..ovvin. 52.50 *
MAGNETIC 6-Volt ...... 50.00 *
~ AC Chassis . 41.00 *
G POy D atinogE Lo /\96’)\/\‘)%\9 (3/\/9@/\/\96 DC Chassis.. $1.50 *¢
out. Beautitully de- @ =
= slgned. The best of 6-Voft ...... 85.00
the Magnetic Speakers. Write today for circular and complete Slightly higher West
Complete Unit...$25.00 information on our dealer proposition of Rockies

BOUDETTE MFG. CO.

Dept. B
Chelsea, Mass.
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The Finest
“Pick-up— the
greatest value
on the market

today!

Simple—easy to attach—switches

from radio to records without
changing a tube

A Whole New Market is Wide Open
and Waiting...Don’t Miss It!

Compare these features
with any other pick-up

Only pick-up that can use fibre needle without
loss of volume.

Changes from radio to records without remov-
ing a tube.

Wonderful beauty of tone—more freedom from
distortion under volume than any other pick-up.

Counter-balanced tone arm—keeps needle in
perfect contact with record without scratchy
reproduction

Swinging tone arm attachment permits installa-
tion of De Luxe Model 105-A (which has no
tone arm) on phonographs with right or left
tone arm.

Pacent engineered throughout. Scientifically de-
signed, excellent materials, perfect workmanship.

ERE’S a piece of radio phonograph metchandise that

appeals instantly to everyone—that everyone can afford

to own—that has larger sales than all other pick-ups
combined. It’s the Pacent Phonovox.

First in the field it is still, far and away, the leader in tone
quality, attractiveness of appearance and in its sound engineer-
ing and workmanship that characterizes every Pacent product.

Get your full share ot this profitable pick-up business by hand-
ling the best. Its attractive business builds customers and acts as
a splendid sales stimulant for records.

Glance at its outstanding features listed at the left.
Ge:t full information and samples today.

PACENT ELECTRIC COMPANY, Inc.
91 Seventh Avenue - - . New York City

Manufacturing Licensee for Gt. Britain and Ireland: Igranic Electric Company, Bedford, Eng.
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There is no finer Electric
Phonograph Motor
than this

Induction type—no brushes,
no sparking, long wearing.
Absolutely silent

Spring suspended shock proof turntable, felt cone
friction drive, oversized burnished ball bearings—
these are a few of the features that make it the
quietest phonograph power plant on the market.

cc}[ere’s Electric Phonograph
Reproduction at its $7 S 00

Best at a cost of . .

‘HE PACENT ELECTROVOX is a complete electric
Tphonograph—when coupled with a radio set! A
genuine equivalent in tone and volume of ithe finest
electrical record rendition in the most expensive
instruments. Beautifully finished cabinet, electrically
operated, easy to install—nothing to get out of
order. A great value and a fast seller. List $75.00.

Write or see your jobber today about these
well knoum profitable “Pacent accessories.

PACENT ELECTRIC COMPANY, Inc.
91 Seventh Avenue - - - New York City

Manufacturing Licensee for Gt. Britain and Ireland:
Igranic Electric Company, Bedford, Eng.

e e —
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There'’s a
Big Market

for these
Bodine Units

Bodine Television Motors

The rapidly increasing interest in television has
created a demand by experimenters for a special
motor for driving television scanning discs.
Bodine Television Motors are designed especially
to meet these requirements. Unusual stqbllny
of speed is assured, and yet with a suitable
rheostat the speed may be varied 25 per cent
above or below the synchronizing speed. These
motors are made for 18, 20 and 24-inch discs at
all standard speeds from 900 to 1800 R. P. M. A
special winding permits the motor to be run
either as an altermating or direct current motor.

Bodine Type RC-10
Electric Turntable

An electrically driven turntable that absolutely
cannot create sputtering noises in the loud-
speaker., The motor is of the induction type,
having no commutator or brushes to spark and
cause interference. An easily adjusted governor
maintains the exact record speed regardless of
line voltage fluctuations and also permits the
speed to be varied according to individual_taste.
Spring supports absorb any vibration. Easily
installed,—there are no belt or other connections
to be made. For 110 volt, 60 cycle operation only.

Bodine DeLuxe | 4
Loop e

The Bodine DeLuxe Loop,
because of its pronounced di-
rectional characteristics will
greatly increase the selee-
tivity of any superhetero- [ ¢
dyne or T. I{ F. receiver. | |
With a slight change in wir- [ |

ing it can be used to the }
same advantage on other |

sets. Very effective in con- 1
gested broadecasting districts.
Also ideal for apartments.
Its beautiful design and
finish will harmonize with
any furnishings.

BODINE ELECTRIC COMPANY
2270 W. Ohio St., Chicago, Il
Send information and prices on
checked.
3 Bodine Type RC-10 Electric Turntable
O Bodine Television Motors
[ Bodine DeLuxe Loop

items
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Kolster Radio Club
Formed in Chicago

Club Organized Under Auspices of
Wakem & Whipple, Inc., Distributor for
the Kolster Radio Line in Chicago

The Kolster Radio Club of Chicago, organized
under the auspices of Wakem & Whipple, Inc,
the Kolster distributor for the Chicago terri-
tory, held its first organization meeting Friday
evening, September 14, at the Lake Shore
Athletic Club of Chicago. Franchised Kolster
dealers from every section of Chicago, as well
as other cities and towns in the several coun-
ties covered by Wakem & Whipple, Inc., were
present, and the enthusiasm and good fellow-
ship and get-together spirit evidenced by these
Kolster -dealers in this first meeting of their
new organization, augur well for the success of
their club.

The meeting was called to order promptly.

after dinner. The session was presided over by
Roy A. Whipple, president of Wakem &
Whipple, Inc.,, who acted as toastmaster. Mr.
Whipple outlined the idea behind the founding
of this Chicago Kolster Club, which will be
similar in purpose and in operation to the Kol-
ster Radio Clubs now operating in St. Louis,
Kansas City, and other large metropolitan cen-
ters throughout the National Kolster territory.

Jack Reilly, Kolster district manager for the
Chicago territory, brought to the meeting the
story of what Kolster means to the dealer and
to the radio industry, sketching the varied
activities of the Kolster Radio Corp., its mer-
chandising and its manufacturing. E. C. O'Con-
nor, sales manager of Wakem & \Whipple, Inc,
told the story of what Kolster is doing in its
advertising program, strcssing the tremendous
publicity and advertising campaign behind Kol-
ster this year. R. M. Gray, Kolster special
reprcsentative from Michigan, spoke briefly on
his personal experiences on the. dealers’ reac-
tion to the Kolster story, and Mr. Rahn, of the
Commercial Credit Trust, outlined the Kolster
Finance Plan.

These talks were followed by an election of
officers and the balloting resulted in the fol-
lowing Kolster dealers being elected: Ray
York, of the O. R. Martin Co., chairman; Wm.
Kirschbaum, of the Cicero Battery Co., vice-
chairman; Carlton Kaumeyer, of Chickering
Studios, Evanston, chairman of the board.
Other members of the board are Carl Ander-
son, of Anderson Piano Co., Chicago; A.
Abrahms, of Stony Auto & Radio Co., Chicago;
Roy Yoeman, of Roy’s, Waukegan; Fred
Manau, of Manau Electric Shop, Ewvanston;
Eddie Brayack, of Gary Radio Co., Gary, Ind.;
E. M. Harnish, of E. M. Harnish & Bro., Free-
port; H. N. Smith, of Wakem & Whipple, Inc,
secretary; Thos. W. Hughcs, of Edgewater
Electric Co., treasurer.

In the absence of H. H. Frost, vice-president
of the Kolster Radio Corp., who was to speak
at the dinner but was unavoidably detained in
the East, Mr. Reilly read a congratulatory tele-
gram from Mr. Frost to the assembled dealers
and conveyed to them the Kolster Corp.’s best
wishes for success. Meetings will be held
monthly.

A. Thallmayer Dead

A. Thallmayer who had been connected wvith
the talking machine business for fifteen years,
specializing in foreign language records, died at
Moravia, Cal,, last month. Mr. Thallmayer had
been connected with the Columbia Phonograph
Co. during practically his entire connection with
the industry, except for a period with the Okeh
organization. He was given a leave of absence
several months ago because of his ill health.
The deceased was forty-five years of age and
many friends in the trade throughout the coun-
try mourn his death.

Orchestrope Popular
With Country Clubs

Tippecance Lake Country Club Installs In-
strument Made by Capehart Automatic
Phonograph Corp.

Country and golf club secretaries and man-
agers will be pleased to learn of one item they
can buy for their members, which from ex-
perience has proven to be a popular purchase
to all members. Such is the experience of J. E.
Armstrong, secretary-treasurer of the famous

Orchestrope at Tippecanoe Club
Tippecanoe Lake Country Club of Leesburg,
Ind, which recently installed one of the new
Capehart Orchestropes for its club dances, pri-
vate parties, etc., and in the words of Mr. Arm-
strong to the Capehart factory, “Our members
are simply delighted with the Orchestrope and
its purchase is proving one of the most popular
we have ever made.”

The last two weeks in August have seen the
Orchestrope demonstrated in hundreds of coun-
try and golf clubs throughout the country as
the result of a national campaign of demonstra-
tions in country clubs and golf clubs spon-
sored by the Capehart Automatic Phonograph
Corp., of Huntington, Ind.

Damrosch Outlines
Concerts for Schools

A series of forty-eight concerts for school
children, graded into four groups, has been pre-
pared by Walter Damrosch, and the first con-
cert will take place on October 26. Two con-
certs, with explanations by Dr. Damrosch, will
be broadcast each Friday morning, one at 11
o’clock and the other at 11.30 o'clock. The
concerts will be graded according to the mental
development of children and young people from
the third grade of public school through high
school and college.

Each concert will be supplemented with a
series of ten questions and answers which will
be used by the teachers to test the children as
to what they have learned. The series will
be broadcast over a wide network of stations
of the National Broadcasting Company.

A. J. Foute Joins the
United Air Cleaner Co.

F. F. Paul, general sales manager of the
United Air Cleaner Co., Chicago, manufac-
turer of United phonograph motors and elec-
tric pick-ups, recently announced that A. J.
Foute had joined the sales force of the com-
pany. Mr. Foute was formerly with the Okeh
Phonograph Corp. of Illinois. He has been
active in the phonograph motor field for eleven
vears, and originally started in the talking ma-
chine business with the Otto Heineman Phono-
graph Supply Co. Mr. Foute is now contacting
phonograph manufacturers in the interest of
United Air Cleaner products which are steadily
increasing in popularity.
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/ 4
Radio Dealers SN
Enthusiastically il > /B
Endorse the 1 '
CeCo Line

—Because there are no finer
clearer, more generally satisfac-
tory radio tubes in the world than
CeCo. They make possible an im-
provement in tone quality, sensitivity
and all-round set performance thac is
remarkable. Thousands of dealers use
them in demonstrating sets.

or EV?I‘Y
Radio

—

2 ~There is a CeCo Tube for every
possible radio need. They in-
clude tubes for A.C. Sets, battery-ope:-
ated sets, and full wave and half wave
rectifiers—detectors, amplifiers, power
amplifiers, screen grid wbes and special
purpose tubes of every description.

3—T/Jey are priced right. The Ceco

price range compares favorably
with any other standard, high grade
tube prices in the country.

PRONOUNCED |
SEE~CO |
TYPE K \ RAD ' 0 ,
A special super-sensitive { TUB E S ]

4——CeCo Tubes sell. There ate mil- ;;g:op,iize(?lf?flf_y, : ;l;b(fo

lions in use. They are advertised -
nationally in magazines and in news. a
papers, and over the air. The CeCo
message 1s being broadcast in an in-
teresting and unusual broadcast pro-
gram over 18 Stations of the Columbia

Chain reaching many millions. When PE or kind Of
demonstrated they sell themselves. O MATTER WHAT TY

i iving —whether for A.C.
CeGo Tubes make friends, new radio receiving set

and satisfied customers—and val-

ion—there is a CeCo Tube
uable prospects for other and higher or battery Operatlon

priced merchandise.

made for use in every socket.
(g

A dealer handling CeCo Tubes is in a

Dealers will find the attractive profit-

making CeCo trade proposition will ' unique pOSitiono He can meet every tube
interest them. Write for full particu- . .
lars and information if you are not’ demand from the one llne; he 18 assured Of
now handling CeCo Tubes. If you . . . ‘
are handling CeCo Tubes, write us for customer Satlsfactl()n by thelr prOVen per
business-bringing dealer helps, printed : . .
maccer, window and councer displays, formance, which brings repeat business, and
€tc. 3
I ans greater
e the liberal CeCo discount me g

profits—a combination of advantages un-

Listen to the broadcasting of CeCo

Couriers over the Columbia Chain—

18 Stations—on the air every Mon-

day evening at 8 o’clock (Eastern
Time).

equalled with any other standard brand.

CeCo Manufacturing Co., Inc.
t : § 702 EDDY STREET, PROVIDENCE, R. 1.
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George E. Lemmon
Now V}_’Eh Kellogg

Is Assistant to H. C. McCluskey, Comp-
troller and Asst. Treasurer—Is Develop-
ing Factory Group System

George E. Lemmon recently joined the staff
of the Kellogg Switchboard & Supply Co,
Chicago, radio manufacturer, and is assistant to

George E. Lemmon

H. C. McCluskey, assistant treasurer and
comptroller of the company. Mr. Lemmon
spent three years with the Nash Motor Car
Co., Kenosha, Wis., before joining the Kellogg
organization, and at the Nash plant he was in
charge of cost, payroll and factory accounting.
Mr. Lemmon helped to develop the group sys
tem at that plant which increased the earnings
of the workmen and increased the production
of the company, at the same time decreasing
production costs. He is engaged in the same
type of work at the Kellogg Switchboard &
Supply Co.’s headquarters in Chicago.

Trade Activities in
Akron-Canton Area

AKprON-CaNTON, O, October 5-—With improve-
ment in general in business in the Akron-
Canton area, radio and talking machine sales
have gained substantially the past month.

With Graham McNamee in person on hand,
the third annual Akron Radio Show was held
in Akron Armory, September 19 to 22, the most
successful ever held in this section.

The Akron and Summit County Radio Deal-
ers’ Association held a meeting October 1, when
K, Bevington, of the North American Radio
Sales Co., of Cleveland, spoke on “Radio Mer-
chandising.”

Canton’s Annual Radio Show will be held
this year starting Sunday, October 6, and con
tinuing three days. [Indications are that this
will be the most successful show yet held.

The W. A. Dine Music Store, Barberton, O,
has added radio, it is announced. This store
is installing radio demounstration rooms, and
will feature Sparton and Apex lines.

Management of the radio department at the
department store of the C. H Yeager Co.,
Akron O., has been given to Clarence J. Pagel
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A completely remodeled store, featured by
the installation of four artfully decorated dem-
onstration rooms, now accommodates visitors to
the Sun Radio, Inc., 110 East Market, Akron.

The Windsor-Poling Co., Akron, has com-
pleted alterations to its store to permit larger
display of radio, musical merchandise, sheet
music and talking machines and records. John
Mintz has been named head of the service de-
partment of this store.

Increased display space has been allotted
radio and accessories at the music store of the
George S. Nales Co., Akron.

A. K. Dealers Meet
in Green Bay, Wis.

Fourth Annual Convention Sponscred by
Morley-Murphy Co. at Bay Beach Park

GreeN Bay, Wis, October 5.—About 150 At-
water Kent radio dealers from all sections of
no-theastern Wisconsin, including the southern
shore of Lake Superior, attended the fourth an-
nual convention of the Morlev-Murphy Co., at
Bav Beach Park, where all the Park facilities

Arborphone Demand
Results in Expansion

Demand for New AC Sets Results in Plant
Addition by the Arborphone Division
of the Consolidated Radio Corp.

The Arborphone Division of Consolidated
Radio Corp. reports an encouraging record of
progress. So great has been the demand for
its recently announced Model 55 AC series with
the Loftin-White circuit, and the new low-
priced Model 45 AC series, that it has been
forced to enlarge its production facilities.

As a result of this increased demand, a new
plant has recently been added in Ann Arbor,
Mich., where this company is operating two
other large plants. The new brick plant con-
tains 40,000 square feet of floor space, which
has already been equipped for the production
of 1,000 radio sets per day. The purchasing,
engineering and experimental departments will
occupy the ground floor, while the executive
officers occupy an entire floor in Ann Arbor’s
largest office building, as heretofore.

Arborphone officials state that they will main-

were available to
the dealers present.

A large merchan-
dising display was
prepared for the
dealers. Following
the noon luncheon
the business session
opened at one-thirty
o'clock, with W. E.
Bodart, of the Mor-
ley-Murphy Co,
presiding. The
speakers at the busi-
ness session in-
cluded Charles
Weiser, assistant
district manager of the Chicago territory; Zeke
Coleman, representing the Red Lion Cabinet
Co.; George Phillips, representing the Pooley
Co., and R." E. Smiley, assistant sales manager
of the Atwater Kent Co. On the banquet pro-
gram, Judge Henry Graas spoke on “Opportu-
nities for a Man in America.” There was com-
munity singing, and Christy Bangert’s Trouba-
dours played during the banquet. Later in the
evening the delegates enjoyed dancing in the
cast pavilion at the park.

Braid Electric Co.
Adds to Territory

Nasuvitre, TENN, October 4.—Announcement
was recently made by the Atwater Kent Mfg.
Co. that the Braid Electric Co., Atwater Kent
distributor in this territory for the past six
vears, has taken over the distribution of At-
water Kent products for Memphis and adjacent
territory. The Braid organization is entering
its fiftieth vear as a distributor of quality elec-
trical specialties and in the new warehouse
which has been established at 305 South Main
street, Memphis, Tenn., it will specialize on
Atwater Kent radio products, Eveready batter-
ies and similar high-grade radio accessories. No
clectrical supplies will be carried at this point.

D. E. Russell and E. E. Hyde, who have been
connected with the Braid Co. for a long time,
have established headquarters at Memphis. W.
W. Gambill, Sr, is president of the compam
and W. W. Gambill, Jr, is secretary and sales
manager, and their progressive methods have
resulted in a substantial success.

Addtial Plan one Division, Consolidated Radio Corp.

tain the present Arborphone plant for radio
contract work, and that the new plant will be
used exclusively for the production of the new
Model 55 and 45 series mentioned above.

National advertising on a large scale was re-
cently started and the Arborphone line is be-
coming steadily more popular.

Redell Represents .
Variety of Lines

John M. Redell, manufacturers’ representa-
tive, located at 360 North Michigan avenue,
Chicago, recently announced the names of a
number of different radio manufacturers which
his organization reprcsents in the Middle West,
including Acme Electric & Mfg. Co., Cleveland,
0., sets and power supplies; Alvon Radio Lab-
oratories; Chicago, custom-built portable radio
receiver; Benwood-Linze Co., St. Louis, Mo,
rectifiers; Ford Radio & Mlica Co., Philadelphia,
Pa., transformers; Gardner & Hepburn, Inc,
PPhiladelphia, Pa., condensers; F. A. Hinners &
Co., New York City, loud speakers; 'Insulinc
Corp. of America, New York City, teclevision
kits, voltage controls; I. A. Lund Corp., Chi-
cago, cabinets; Molded Wood Products, [uc.,
Chicago, loud speakers and units; National
Tube Mfrs., I[nc., Cleveland, O., Royal tubes;
Western Coil & Electric Co., Racine, Wis,
sets; and Honold Mfg. Co, Sheboygan, Wis,
windshield “no-glare” visor for automobiles.

George A. Jensen, music-radio dealer of Reed-
ley, Cal.,, has moved to new and larger quarters
at Eleventh and G streets.

VAN VEEN SOUND- PROOF BOOTH

Write VAN VEEN & COMPANY, Inc.,

and MUSIC STORE

EQUIPMENT
313-315 East 31st Street, New York City




The Talking Machine World, New York, October, 1928

Learn All About
Berkey & Gay
Radio Furniture

For full particulars write,
wire or phone the Radio
Allied Manufacturers
Corporalion, 1340 South
Michigan Ave., Chicago,
Illinois—Radio Furniture
Sales Division of the Berkey
& Gay Furniture Company

Dominate the Radio Furniture Business
With the Greatest Name in Furniture

The new line of Berkey & Gay Radio Furniture, each piece bearing the famous
Berkey & Gay Shop Mark, has a definite sales value to the dealer which is
possessed by no other similar merchandise . . . . The public has known *\‘e Berkey
& Gay name for 75 years —knows that it represents the last word in design,
workmanship and finish . . . . Cabinets bearing this name will sell more easily
at higher average profits — they will turn your capital faster and please your

customers better than any other line of radio furniture on the market today

BERKLEY & GAY -,
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Sayre M. Ramsdell Sees 1928 as
Biggest Year in Radio’s History

Philco Sales Promotion Manager Points to Radio as Eliminating Sectional Barriers
and Americanizing the Foreign-born—Gives Reasons for Record-Year Belief

PHILADELPHI1A, PA., October 6.—As a great cru-
sading force battering down sectional barriers
and Americanizing foreign sections of the popu-
lation of the United States, radio was pointed
to by Sayre M. Ramsdell, manager sales pro-
motion of the Philadelphia Storage Battery Co.,
as a power comparable to the American public
school system.

Interviewed following his return from an
18,000-mile trip to most of the leading cities
in the United States, Canada and Old Mexico,
Mr. Ramsdell, as an official of the Philco outfit,
makers of the Philco all-electric radio set, gave
reasons why manufacturers look to 1928 as the
greatest year in radio history. He surveyed the
attitude of the American public toward radio
and particular desires of particular sections of
the country as regards radio sets,

“What the public wants mostly to-day in
radio,” said Mr. Ramsdell, “is an end of over
the counter purchases of radio sets. They have
arrived at the critical stage when a demonstra-
tion of the set’s ability—and not the promise
of some clerk—is necessary before they will be
satisfied. Secondly, they have passed the stage
when they will accept poor-appearing radio fur-
niture. The set must fit into the room, and in
many cases there is a great demand for color
to match the decorations of the room where
the radio is to be used. The old days of many
wires around a set are gone. That’s just another
reason why the electrical set is doing much to-
ward making this the greatest radio year in
history.”

"With radio definitely established as of out-
standing importance in American family life
Mr. Ramsdell sees the time ripe for a check-up
as to what this new force means in the history
of American development.

“It has done more toward educating the pub-
lic than anything that has ever happened in
our development,” he continued. “It has
knocked down sectional barriers and has done
more toward Americanizing the foreign popu-
lation of this country than all the books that
have been written along this line. It has broken
down inhibitions and has established itself as
a rival of the public school in spreading educa-
tion, in attractive form, into the farthest cor-
ners of the country.”

Asked why he considers 1928 the biggest
year in the history of radio Mr. Ramsdell de-
clared that two reasons are outstanding among
many others that may be offered. “Political
year, which increases radio fans in every State
of the Union, and an in-
creased interest in [Fall
sports broadcasts, due to
the increase in sectional
football contests, both make
for a record year,” he said.
“California is coming East
to play Pennsylvania, Mis-
souri is playing New York
and the Methodist College
in Texas is coming East for
a game. The broadcasts of
these events will be lis-
tened to by scores of thou-
sands. Electrical sets,
which make radio reception
easier and make the appear-
ance of radio sets in a room

more attractive, also have
added to the huge numbers
of radio fans.” L

Lyon & Healy Fea-
ture Zenith Automatic

Merits of the Automatic Tuning System
Conveyed by Ribbons Leading From
Buttons to Miniature Stations

A most interesting and striking window trim
was used recently by Lyon & Healy, Chicago,
for the display of the new Zenith automatic
tuning models, as shown by the illustration.
Nine miniature broadcasting stations were con-
nected to the automatic levers of the Model

Mr. Ramsdell’s trip,
made in the interest of
the new Philco set, began at Atlantic City the
last week in May and ended this month. With
Robert F. Herr, service engineer, and Harry B.
Brown, merchandising counsel, he traveled by
train, boat and airplane to the leading cities.

Fada Engineer Reports
Fine Radio Reception

L. M. Clement, chief engineer for Fada Radio,
upon his return to New York from a Far West-
ern trip, reported that radio reception on the
West Coast is exceptionally good. Mr. Clement
kept in touch with his laboratory at headquar-
ters by using a low-wave set and receiving
nightly reports from A. A. Leonard.

“Los Angeles stations come in practically as
clearly as locals after 5 p. m., for listeners in
such localities at Pendleton, Ore., said Mr. Cle-
ment. “Daytime reception is wonderful, too, for
distances usually regarded as DX.”

Attractive Zenith Display at Lyon & Healy Store

39A by silk ribbons, conveying the fact that nine
different stations throughout the country were
at instant command at a touch of the buttons.
Rich, deep, fuchsia velvet drapes and a beautiful
wax figure model completed the simple but
beautiful layout.

Kellogg in Good Demand

RocHESTER, N. Y., October 4—Henry J. Rower-
dink, distributor of Kellogg radio products,
made by the Kellogg Switchboard & Supply
Co., states that the line is receiving an enthusi-
astic welcome from the trade. Mac Harlan,
advertising manager for the Kellogg organiza-
tion, recently visited Mr. Rowerdink and dis-
cussed Kellogg advertising for the coming
season. Dealers throughout the large territory
covered by this aggressive jobber are featuring
the Kellogg radio line and report that sales
are maintaining a satisfactory volume and the
outlook is bright.

No. 51. Consolette. Genuine burl wal-
nut finish. Two spring motor plays six
selections with one winding. Latest type
tome arm afdd reproducer. Large amplify-
ing chamber assures great volume and
fidelity of tone.

Write for Descriptive Bulletin Covering
Our Complete Line of Radio Cabinets and
Phonographs.

No. 50. Combination Radio Phonograph.
Beautiful Genuine burl walnut cabinet.
Phonograph equipped with electric pick-up
and Peerless speaker. Radio panel open-
ing 7”x18%. Ample space for radio power
supply and records. Furnished with either
electric or spring motor.

PRESENTS THREE
NEW MODELS

Excel Phonograph Manufacturing Co.
402-414 West Erie St., Chicago, Illinois

No. 95. Equip-
ment same as No.
50 Beautiful
genuine burl wal-
nut finish. Sup-
plied only with
electric motor.




The Talking Machine World, New York, October, 1928

SELLING
FASTER THAN EVER

M EUTE Ry

We make this Phono-
Link in special finishes
and designs for equip-

qREil users. Never before has any product made such a “hit” with the trade as

Phono-Link. Its one of those few ‘‘natural sellers,” on which
Dealers and Jobbers gain immediate sales, without effort and at

The 1929 Phono-Link is also minimum selling cost. To show it is to sell it!

available in  attractive go!d-

grlf;wd%ﬁs'(';s" 3 .s;lmléﬁlil[:;’rfs Now selling faster than ever . . . because the 1929 features
pro);;, T ISP of Phono-Link have caught the further fancy of the trade. Sturdy

Dealers. construction, greater volume, beautiful double nickel-plated finish
. available at the same low price, in two models . . . one for
use through the detector tube, the other for use with the plug-in

jacket with which most sets are now equipped.

Phono-Link is the easiest thing in the world to attach and

operate. It is complete and ready to link ANY phonograph with

e ANY radio . . . giving true electrical reproduction of the finest
. kind. And you don’t even have to remove a tube to change from

A - radio to phonograph or back to radio.
/ The market is already created. Every one of your customers
i . ‘T(:elazljllﬁ/;/l"f who has bought a radio, or a phonograph, is an immediate prospect.
| ﬁ,b the P eproduction . A telephone call will often make the sale. Take these profits . . .
/’"ﬁqf%’ﬂ G e wire or write your nearest Jobber for merchandising plan and
AN samples . . . or address us direct for free catalog and Jobber’s

ﬁ”lifq'ﬂ | name . . . today!

s
I”l"

ACHIEVEMENT

Allen-Hough Manufacturing Co.

Racine, Wisconsin

FACTORIES:
NEW YORK AND RACINE

Makers of the famous

Allen Portables

This Attractive Display
Makes Selling Easy !




EXCLUSNSIVE
SELL ALLEN

PROFIT NOW ... AS THE BIG SELLING ;

ALLEN ©

The finest reproducer
eéver to grace a port-
able—perfect perform-
ance. A feature of the
Allen No. 6.

An instrument that stands alone
in true tonal quality, extreme mu-
sical range and full, rich volume.
Equipped with long air column
Horn, superior Reproducer,
and even running, noiseless -
Motor that plays three to
four records. Genuine
Allen excellence, plus
exclusive selling fea-
tures!




FEATURES
PORTABLENSN

SEASON COMES INTO ITS OWN

‘ EALERS and Jobbers tell us that the ready

sales and rapid turnover they now enjoy
wwith Allen Portables are directly due to
ive features.

sure to sell products which have points

ong air column horn . . . cushioned
vety padding . . . outstanding beauty
n ... fuller, rounder, deeper volume,
sxquisite tone quality!

features all are these . . . and more . . .
your nearest Allen Distributor today for
samples and special merchandising helps . . .
or write direct for complete catalog and local
Jobber’s address. The big selling season is nere
and our Distributors are ready to give you im-
mediate service!

LLEN

PORTABLES

ALLEN-HOUGH MANUFACTURING COMPANY

Racine Wisconsin
FACTORIES~—~RACINE and NEW YORK

THE ALLEN
PORTABLE
No. §

The most popular
portable on the
American market.
Now priced even
more favorably to
increase your sales
I volume.

| THE ALLEN
PORTABLE No. 20. The market is created for
Imagine a portable in this price class you by consistent adver-
with a long air column horn, a padded tising in THE SATURDAY
top. a ducoed record album and motor EVENING POST reaching

board—That's the Allen 20—a sure

seller B a big u:a_\’.’ over 3,000,000 homes!
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New Jensen
Model 6 Cabinet

ol ey
c}\'.

In size and appearance the new T
Model 6 Jensen Cabinet is ideally
suited for use in the meost artisli-
cally furnished living room or
music room.

Jensen Dynamie Speakers are made
in types to operate with 110 volt
A. C. lrouse current, 6 volt storage
battery, **A™ eliminator or trickle
charger, 110 volt D. C. house eurrent
and 90 to 180 volt D. C. current as
provided by many of the late meodel
radio sets. The sensitivity of the

i T

instrumentsis the same in any case.

g,
< At

P ED AR e D PP T v A

ensen Dynamics Will Build Sales For You

HREWD dealers know that radio sets sell best
when they sound best. These dealers are in-
crcasing their set sales and dynamic speaker sales
every day by using Jensen Dynamies for demon-
stration. It is Jensen reproduction “true as the

original’’ which provides this distinet scelling advan-

tage. It is the absolutely true,
dependable reproduction of
the entirc musical scale which

accounts for the vast public

" DIVAMIC SPEAKER vivvovs tor Jensen one

quality. And the new distine-
tive cabinets in which Jensen units are enclosed is
the final featurc which clinches sales. Console cabi-

nels sell better too when they are Jensen equipped.

Jensen Dynamie Spealier
Units may be quiclkly and
casily instalied in radio
or phonograph console
cabinets, They may bhe
operated with the same
current supply as uscd
for the radio reeeiver or
electrie phonograph.
Prices for the Usits for
console cabinet in-
stallation range from
£40.00 to £55.00,

All types of Jensen Dynamic Speakers are now
ready for delivery to the trade. Dealers, jobbers
and manufacturcrs are invited to write for particu-

lars and an immediate source of supply.

Jensen Radio Manufacturing Co.

338 N. Kedzic Avenue. CHHICAGO. ILL.. 212 9th Streel. OAKLAND, CALIF.

o JENSEN PATENTS ALLOWED AND PENDING
:’E{Ej‘-ﬁ’.'/g;“;g;}};w;‘.yﬁ.‘.-- Licensed u-der Lektophone and Magnavo-
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Money-Making

Suggestions

for Ambitious Merchants

Record Attendance at Radio World’s Fair Indicates Banner Season—Musical Season
Opening Means Opportunity—Use Election Night Returns as Sales Argument—

The Trade-Mark's Value—Give Each

Department the Attention It Merits

Statisticians have been making predictions
during the past few months that the coming
season of 1928-29 from the radio industry’s
point of view will be a record-breaking one.
Anyone feeling that these estimates were of
too optimistic a tinge should have visited the
Radio World’s Fair at Madison Square Garden,
New York City, during the latter part of last
month, and be convinced. Officials in charge
of the exposition stated that the attendance
during the week reached the stupendous figure
of 290,700, and bear in mind that it cost
seventy-five cents in the afternoon and one
dollar in the evening to view the new models.
No demonstrations were permitted at the show,
yet day after day and night after night the pub-
lic poured into the vast arena and exhibited
high enthusiasm and interest. To see these
crowds would convince any “Doubting Thomas”
and it is safe to surmise that the feeling of
the public in other cities and towns is similar
to that exhibited in New York City. While
it is true that this vast potential market is wait-
ing to purchase radio receivers, dealers cannot
afford to depend upon this interest. Competi-
tion this season will be keen. The number of
large and financially powerful manufacturers
who have sets on the market is great, and to
secure his share of business the dealer must
back up the efforts of the manufacturer he
represents with a well-planned campaign of his
own to bring the customer to his store and
explain the merits of the merchandise which he
carries. To delay too long might prove un-
profitable. Start now to secure your share.

The Season Is On

During the coming month or two, with the
operatic season opening and the concert plat-
forms throughout the country being occupied
practically every evening, the music dealer has
additional means of stimulating his record sales,
for practically every operatic and concert singer
of note is a recording artist. It is an ever-
present source of surprise to find the lack of
interest which exists among a great many
dealers regarding the sales possibilities of the
better class of records. Many feel that the
market is limited. Yet a shop which opened in
New York City some six months ago and spe-
cializes in this type of recorded music sells,
daily, records totaling several hundreds of dol-
lars. Take an interest in the musical happen-
ings in your town or the vicinity of the city in
which you are located. Co-operate with the
local music managers, and when an appearance
of an artist whose records you carry is
scheduled, inform your customers of the com-
ing concert or recital. Mention, of course, that
permanent recordings of the selections are
available at your store, and see if the expense
and effort expended is not more than well
repaid. The public’s interest in music is grow-
ing every year, and their interest is being di-
rected toward the higher forms of music, so
cash in on it. Don’t neglect to stock and sell
the popular records, but, on the other hand,
don’t overlook the other side of the market.

Election Returns

If up to the present time you have failed to
take advantage of the interest in the presi-
dential campaign, which interest is expected to
bring between 35,000,000 and 40,000,000 voters
to the polls on November 6, why not do so
now? No event that has yet been broadcast
can compare in interest with the returns of the
popular vote which will be put on the air by
broadcasting stations on the night of the elec-

tion. Have you written to your customers and

prospects seeking to sell the new models, and’

informing them that the radio will bring the
first news of the way the different States are
voting? If you haven't, do it now. Large
photographs of candidates Herbert Hoover and
Alfred E. Smith are easily availablee. Why not
use them in a window display with a suitable
printed placard explaining the use to which
radio is being put in the campaign, and inquir-
ing if passers-by have a radio set at home to
hear the earliest returns? Public interest in
this presidential election is at fever heat, and
the dealer who is failing to turn this interest
into dollars and cents is overlooking a most
unusual opportunity.

Your Trade-Mark

“It pays to advertise” is an old adage and a
true one, but it doubly pays if in your adver-
tising a certain consistency is shown until the
very appearance of your ad informs the reader
of your establishment before he even reads the
name. It is to achieve this result that large
establishments spend literally millions of dol-
lars in popularizing their products by means of
distinctive trade-marks and slogans, so that the
mention of one or the sight of the other imme-
diately associates the product with the catch-
phrase in the mind of the prospective customer.
The retail dealer has not the facilities to im-
press his merchandise in the manner that is
used by the larger concerns but he can use a
uniformity of design in his advertisements and
cther publicity matter that if featured for a
lengthy enough period is certain to be fruitful
of results. An interesting example of the man-
ner in which a trade-mark can be impressed
upon the mind of one of the public was recent-
ly experienced by the Columbia Phonograph
Co., which for a great number of years has
used two notes of music as its trade-mark.
When the Columbia series of radio broadcasts
was first started the trade-mark was made au-
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dible as well as visual by an instrument strik-
ing two notes of music. A recent letter received
by the Columbia Co. had on the envelope in
addition to the name and address two notes
of music representing the company’s trade-
mark on the envelope. Adopt a slogan for your
store if possible, and use it in every bit of
direct-mail literature and in your advertise-
ments. You'll find it pays dividends in greatly
increasing the prestige of your store.

Departmentalize

For some time past it has been evident that
the store carrying talking machines can no
longer be classed as that of a talking machine
dealer. The tendency for some years has been
to round out the lines of merchandise carried
so that at the present time it can truly be
said that the average dealer is conducting a
department store of musical instruments. With
a variety of lines of radio products, talking
machines, band and orchestral instruments, mu-
sical merchandise, records and sheet music
composing the dealer’s stock a carefully
planned campaign should be put into effect if
each department is to be given proper atten-
tion and be made to yield the profits that should
result. Too frequently one line of merchandise
is neglected to the detriment of another depart-
ment, and all the sales efforts are placed be-
hind the favored line. If an instrument is
worthy of being carried it should produce
profits for the dealer, but it is too much to
expect the instrument to sell itself without the
proper presentation by the sales staff. As each
department is charged its pioportionate share
of the store’s expenses, such as light, rent, etc.,
5o, too, should each department have its share
in the expenditures for advertising, display and
other mediums used for building sales.

Victor Quarterly Dividends

The board of directors of the Victor Talking
Machine Co., have declared the following
quarterly dividends to stockholders of record at
the close of business on October 1, 1928: $1.75
per share on preferred stock (69 shares old
stock outstanding), payable October 15. $1.75
per share on 7 per cent cumulative prior prefer-
ence stock, payable November 1. $1.50 per
share on 6 per cent cumulative convertible pre-
ferred stock, payable November 1. $1 per share
on common stock, payable November 1.

SPLITDORE’S

Amazing New Development

BROADCASTS SALES
and PROFITS

14 TIMES MORE POWER FROM THESE TWO
“250” TUBES

than was ever before available from
the conventional radio set using a
single "171" tube.

In the senior models—COMO and
SALEM — the Splitdorf Radio
Corporation has incorporated two
250" heavy duty tubes and a
double dynamic loud speaker.

nobody else supplies.

The secret of merchandising success is to feature

{what the buying public wants the most—and which

The 250" TUBE IS IT

SPLITDORF RADIO

SPLITDORF RADIO CORPORATION, Subsidiary Splitdorf-Bethlehem Electrical Co.,NEWARK, NEW JERSEY

The Twofold Result is

volume and tonal quality far overshadowing
all radio achievements of the past. Even one
of these powerful "250s” gives 7 times more
power—and tonal clarity in proportion—than
the generally used 171" tube. Four other
Splitdorf models each carry one “250" tube.
Figure out for yourself what this pioneer
Splitdorf engineering achievement will mean
to Splitdorf dealers in sales volume.

I

Write for de-
tails and_ trade
terms. Wide
range of receiv-
ers from $135
to $850.
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Profit Winning Sales Wrinkles

Park Hill Rz{dio Shop Tells Prospects of Outstanding Broadcasts by Postcards—Un-
usual Business Cards Used by Salesmen—Home Demonstration Used by Will A.
Watkin With Success—Sell Your Former Customers—Radio’s Varied Uses

The manner in which a radio dealer can tie
up with current events of wide interest is illus-
trated by the merchandising activities constantly
being carried on by the Park Hill Radio Shop,
of 458 South Broadway, Yonkers, N. Y. This
dealer sends out a stream of mimeographed post-
cards calling attention to coming radio broad-
casts, and has found that they help immensely
in swelling the sales volume. For instance, some
time prior to the Tunney-Heeney fight the own-
ers of the names on the shop’s mailing list re-
eived the following communication:

Because of their

velvet-like tomne.

free from micro-

phonic noises, Tele-

Quality
Tubes assure bet-

vocal

ter profit.  Once

fans try them, they

always buy themn.
Made in all stand-

ard types.

Write for full

description and

prices

ofe

Televocal

Corporation

Televocal Building
Dept. G-5 - 588 12th St
West New York, N. J. .

glévacal

Ouality Tubes

“l1t’s a Knockout!"

No matter who wins the coming Tunney-Heeney cham-
pionship contest to be staged on July 26, it’s a good thinx
to remember that the combination of Fada and Atwater
Kent radio quality and Park Hill radio service is un-
beatable.

Be sure and have your radio in good condition for
the coming big events; a complete examination of any
radio for only $1.

Until our present supply is exhausted, you may havc a
late issue of the Radio Dial, a complete international radio
log and atlas for the asking; simply drop us a card or
phone Yonkers 1976.

Park Hill Radio Shop, 458 South Broadway, Yonkers,
N. Y.

,Some time later the same customers and
prospects received the following card pertaining
to political events:

FADA—HOOVER—SMITH—ATWATER KENT
These are not dates—they are events

Millions of people throughout the United States and
Europe heard and enjoyed the wonderfully vivid word
picture of the Tunney-Heeney fight over the radio. In fact,
the promoters of this great sports event attribute their
financial loss in great part to Radio.

On August 11 and August 22, respectively. the nominees
of the two great political parties will broadcast their
speeches of acceptance over a hook-up of more than
ninety stations.

If you have no radio or one of an obsolete type, and
would like to learn how good a modern radio can be,
just ask for a frec demonstration in your home.

Park Hill Radio Shop,
Tel. Yonkers 1976. 458 South Broadway.

Unusual Cards

The salesmen of the Will A. Watkin Co., of
Dallas, Tex., use an unusual business card in
transactions with customers and prospects. It
is double the size of the usual business card,
one side bearing the name and address of the
firm and the name of the salesman, with a blank
space above; the reverse side lists the complete
line of merchandise carried by the music house,
which includes a wide variety of radio receivers,
pianos, phonographs and records. The blank
;pace above the firm’s name can be used for a
notation by the salesman.

Get Them in the Home

Incidentally, the Will A. Watkin Co. is a firm
believer in home demonstrations as a means of
increasing radio sales and outside salesmen are

urged to make arrangements for such demon-*

strations whenever possible. The firm supplies
a form to be signed by the customer, which
reads as follows:

Approval Sales Demounstration
Will A. Watkin Co.,
City.
PDear sirs:

I desire a demonstration in my home of the Radiola,
Modcl...., price §....... It will please me to be at
home tonight............ evening. 1t is understood by
me that if the Radiola operates successfully 1 will settle
for same, either by paying cash or your usual terms.

Name

Address

Phonc
Salcsman’s name.

Go After Resales

Have vou made any effort to resell radio
receiver customers who purchased a set from
you two or three or more years ago? Surely
some of these purchasers, if they have not al-
ready replaced the old sets, will be interested
in the latest models with AC operation and
housed in cabinets which are really fine furni-
ture, and have the added qualities of improved
reception and tonal qualities. Why not have
one of your clerks check over the list of pur-
chasers of, say, two years ago and prior to
that time. Having secured the list a salesman
can make personal calls and inquire as to the
instrument and its operation. If the set has
given satisfaction the salesman should have no
difficulty in securing an audience with the

housewife and introducing the subject of a new
model receiver. In most cases it will undoubt-
edly be found that the customer will be the one
to introduce the subject, in which case the work
of the salesman should be comparatively easy.
In any case, too much eagerness to resell
should not be shown lest the amount demanded
as the trade-in value of the old set be out of
proportion to the amount which the dealer can
realize upon it. Try out this method of in-
creasing the business and if the past relations
of the store and the customer have been on a
friendly basis a satisfactorily large number of
sales should result.

New Markets

A recent editorial in the New York Times
stated that a foreign news dispatch mentioned
the fact that a number of dentists in Paris have
replaced the old method of entertaining waiting
patients with magazines by radio receivers, and
have found the innovation successful in keep-
ing sufferers amused while awaiting their turn
to sit in the dental chair. Recently the presi-
dent of a large Eastern talking machine and
radio association urged dealers to start a cam-
paign to put a radio receiver in every business
man’s office, and stated he felt that soon pro-
grams would be put on the air in the daytime
cspecially directed to the business man. Be-
cause the home is the primary and logical mar-
ket for radio there is no reason to halt there.

Extra Profits

There are occasions when articles of mer-
chandise other than musical instruments or ac-
cessories, but which have a certain relation to
the products sold by the dealer, can be taken
on by the music dealer without changing the
character of the store and be made to produce
a nice profit. The recent book “Two Black
Crows in the A. E. F.” is typical. The fame
of Moran & Mack, the “Two Black Crows,”
through Columbia records and their frequent
broadcasts has made them known to every
music and radio dealer and to millions of the
public. Many dealers have secured copies
from the publisher and are building up their
volume of sales through them. A recent dis-
play at Landay Hall, New York City, devoted
quite some space in the foreground of the win-
dow to this volume.

Theme Songs

During the past month a number of photo-
graphs of window displays have been received
by record manufacturers and music publishers
showing how dealers are effecting tie-ups with
local showings of feature inotion pictures to
stimulate the sales of records and sheet music
of the theme songs of the films. Last month
a list of the outstanding theme songs of films
which are now being shown throughout the
country was published in these columins. The
same list with a few additions is herewith ap-
pended:

Song Film
“Sonny Boy"” “The Singing Fool”
*‘Pals, Just Pals” *‘Submarine”

“Love” (All 1 Want 1s ‘“The Godless Girl”
Love)

‘“Ramona” ‘‘Ramona’”

“Laugh, Clown, Laugh!” “Laugh, Clown, Laugh!”

‘“Neapolitan Nights"” “Fazil”

“Jeannine, 1 Drecamn of Li- “Lilac Time”

lac Time"
“Flower of Love" “White Shadows™”
“Wings “Wings'’

“The Red Dance”
“‘Street Angel”
“Dancing Daughters®

“Some Day—Somewhere”’

“Angela Mia”

“T Loved You Then as 1
Love You Now"

“Little Mother” “Four Sons™’
‘“Speedy Boy” “Speedy”’
‘“Revenge’” ‘“Revenge’”’
“Out of the Dawn™ “Warming Up"”
“Sunrise and You” “Sunrise”

“Mother Machree” “Mother Machree”

At this time of the year the leading record
releases each month are usually from some cur-
rent musical comedy or the themes of some
motion picture. Photographs of scenes from
the production should be used in displays.
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The Bloc Type Tone
Chamber

Designed to give accurate repro-
duction. The tone chamber is an
exponential air column cast in a
solid monolithic bloc of anew light
weight material, “Vocalite” which is
absolutely inert,non-vibrating and un-
affected by any climatic conditions. Air
columns 30 to 84 inches.

The Westminster

The newest and finest of the Operadio Air
Column Speakers. May be connected to any
set and will handle the output of any standard
amplifier system up to and including the 171
tube. Has a 61 inch air column. Price, $35

The Barcelona

A very attractive speaker table of Spanish de-
sign equipped with a 54 inch air column. A
beautiful cabinet that is also designed to ac-
commodate any standard radio set.

Price, $42.50

Manufacturer

OPERADIO MFG. CO.

St. Charles, Illinois
Greater Chicago District

The new Senior is last v &

’s most popular model,
improved in performance with many refinements
of design and finish. It will deliver satisfactorily
the output of any set up to and including five
and six tube neutrodynes, superheterodynes, etc.
using the 201-A type tubes. Great volunic, range
and sensitivity. The Junior has a 30 inch air
column, Senior a 54 inch air column. The

Junior---2 colors---815.00.

" Obtainable with an 84 in. air col-

7 umn or Dynamic Unit, 6 volt D. C.

or 110 Volt D. C. or A. C. [with or without an
Operadio 4 or 5 tube amplifier]. Amplifier may
be used in combination with either air column

or Dynamic Units. Price Range, 880 to $275
—Pacific Coast prices slightly higher
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The Operadio
Dynamic Unit

Incorporates decisive improve-
mentsin power reproduction. Man.
ufactured under spccial Opcradio
designs to handle the ontput of the
largest sets built rcgardless of the
stages of power amplification wused,
without trace of distortion, blasting or
rattling. 6 Volt D. C. 8335
110 Volt D. C. 8§10 110 Volt A. C. 850

The Geneva

A table miodel Dynamic Speaker, scientifi-
cally constructed with a sounding board giv-
ing maximum baffle effect. Beautiful in de-
sign and finished in rich walnut. Furnished
with dynamic Unit. 6 Volt D. C. S55;
110 Volt D. C. $60 110 Volt A. C. 870

The St. Charles

A beautiful cabinet model Dynamic Speaker
which will handle and give tremendous vol-
ume with undistorted tone fidelity. Rec-
ommended for sets employing power tubes
or equipped with separate amplifiers using
power tubes. 6 Volt D. C. 870
110 Volt D. C. $80 110 Volt A. C. 890

Sales Department

The ZINKE COMPANY

1323-25 S. Michigan Ave.
CHICAGO, ILLINOIS




tions for Atlas Cases.

¥

I New York Office, 90 West Broadway

Compare Them!

Place an Atlas Plywood Packing Case beside any other type of
phonograph or radio shipping box and you will quickly see why
Atlas Cases are standard with the largest manufacturers.

Compare their appearance, construction, rigidity, weight. Atlas
Cases stand head and shoulders above the crowd on every count.

That the leaders in the industry, manufacturers who years ago

were among the first Atlas Case users, are still shipping in these
efficient, economical containers is one of the best recommenda-

Let us show you why they are adapted to your products.

C.HRRY THE WEIGHT ~SAVE FREIGHT
ATLAS PLYWOOD CORPORATION
General Offices )
Park Square Building, Boston, Massachuasetts

Chicago Office—649 McCormack Building
Southern Division (formerly Empire Mfg. Company)—Goldsboro, N. C.
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RMA Directors and Committees
Plan Increase in Their Activities

Meetings Held During Radio World's Fair at Madison Square Garden Develop In-
creased Services for Members and Distributing and Broadcasting Interests

ing members, and also for radio distributing

and broadcasting interests, were developed
by the RMA Board of Directors and several
committees at New York during the week of
the Radio World’s Fair at Madison Square
Garden. National sales promotion plans of a
broad character, made possible by the financial
and other developments of the RMA, were out-
lined by the committee, of which Jess B. Haw-
ley, of St. Charles, Ill, is chairman. This enter-
prise includes co-operative institutional sales
development,

Increased use of broadcasting by manufac
turers’ sponsored programs also was stimulated
by the Broadcast Committee headed by B. G
Erskine, of Emporium, Pa, and a wider adver-
tising of sponsored programs by RMA mein-
bers also was planned.

Radio industry statistics of a wider and more
reliable character than ever before enjoyed by
the industry are the objects of the RMA Statis-
tics Committee, now headed by Lloyd A. Ham-
merlund, of New York City. The study of
available but incomplete statistics and largely
estimates i1s being made by the committee,
which will present recommendations to the
RMA Board of Dircctors for development of
real statistics which are reliable and may be of
actual service to all branches of the radio in-
dustry.

The Patent Interchange Plan, authorized by
the RAMA membership at the annual convention
in Chicago last June, also is being developed by
the Patent Committee headed by LeRoi J.
Williams, of Cambridge, Mass. Although the
patent situation in radio is regarded as some-
what less acute in its recent developments,
plans are going forward to secure adoption by
the necessary 51 per cent of the RMA member-
ship of the Patent Interchange Plan.

Export radio trade, which for the current
rear is 22 per cent ahead of last year, accord-
ing to the latest figures from the Department
of Commerce, with an increase in receiving sets
alone last July of over 100 per cent as compared
with July of 1927, is to be developed by the
promotion of plans of the RMA Export Trade
Committee, now headed by Geo. H. Kiley, of
Long Island City, N. Y. Information regard-
ing export trade of value to all manufacturers
is being secured by the Committee.

Extension of the RMA traffic service, now in
charge of the new RMA Traffic Burean, was
-ffected at a meeting of the Traffic Committee
headed by Captain William Sparks, of Jackson,

INCREASED services for RMA manufactur-

Mich. Reduced freight rates on receiving sets
are the immediate concern of the Committee
and of the Traffic Bureau.

Extension of the credit and collection service
of the RMA, in conjunction with the Credit
Clearing House Adjustment Corp.,, also was
planned, especially among Eastern RMA mem-
bers, by the Credit Committee, headed by Theo-
dore Sheldon, of Chicago, as chairman. He has
appointed Joseph Lush as vice-chairman of the
Eastern committee group, which has made plans
for more extensive use of the credit and col-
lection service among Eastern members.

Which Tube Used Does
Make Big Difference

Splitdorf Official Discusses Rise of “250”
Heavy Duty Tube—Explains Its Accept-
ance After a Tour for Information

“In all the discussion of beauty in radio, the
advent of the all-electric variations in speaker
design, and a hundred and one other aspects
of radio, we somehow have not given sufficient
emphasis to one all-important accessory,
namely, the radio tube,” said Hal P. Shearer,
general manager of Splitdorf Radio Corp., upon
his return to Newark from a country-wide tour
a few days ago.

“] don't mean to say that volumes have not
been written about radio tubes,” continued Mr.
Shearer, “but it does seem that in the last few

months more attention has been given to other -

things, and we all know that the tube is the
heart of the radio set. Yet it is not enough
to stop at that point. It has become the duty
of manufacturers to fest out various new offer-
ings in tubes and decide which yields the most
satisfactory results.

“Quite some time ago Splitdorf issued the fol-
lowing announcement: ‘The importance of the
“250” heavy-duty tube to radio reception is to-
day understood only by radio experts. But it is
safe to predict that by Fall every radio owner
will know about this wonderful new develop-
ment. \When it becomes generally known that
the “250” tube delivers 4.5 watts output of un-
distorted power, as against 1.4 watts for the
210" tube and .7 watt for the “171” tube, every
radio enthusiast will demand the “250” amplifier
—the amplifier that is seven times as powerful
as the one mentioned just before it.

“In a trip that took Splitdorf officials to the

important trading centers of the country, there
was ample opportunity to feel the pulse of the
radio public with regard to what was really
wanted in radio. Wherever a direct comparison
could be made, and this was often done, the
set with the ‘230’ took the prize money.

“l am not seeking to have anyone believe
that the old days of radio have come back
when technicalities held the floor, but I do
mean to say, and can prove the statement, that
if there is something inside of a set that makes
it better the trade and the public are going to
find out what it is pretty soon. And I go
further and say the ‘250’ heavy-duty tube is
doing just that to-day. This tube is fast coming
into its own. It is true that in most cases the
listener may not know the whys and the where-
fores, but his ear tells him when the real quality
i1s present.”

Reply Cards Without
Prepayment Oct. 1

Post Office Department to Grant Permits
to Business Houses to Make Use of
New Service After October 1

WasHiNGgTON, D. C., October 5.—Provisions
of the postal laws as amended at the last ses-
sion of Congress, providing for the transmis-
sion through the mails of business reply cards
and envelopes without the prepayment of post-
age, went into effect October 1, it has been
announced by the Postmaster General. The
postage on business reply cards when collected
on delivery will be two cents for each card
and the postage on letters in business reply
cards will be two cents an ounce or fraction
thereof, plus one cent additional for each letter.
In other words, a charge of one cent will be
made for each piece of mail handled under
these provisions, in addition to the regular
postage charges.

Regulations issued by the department provide
that business reply cards and envelopes may
be distributed in any quantity desired by the
permit holder, no minimum being prescribed.
Permits to distribute business reply cards and
envelopes are issued with the understanding
that the permit holder guarantees to pay the
postage on all that are returned. In view of
this, no deposit will be required when the cards
or envelopes are sent out. A permit, however,
must be secured before any cards or envelopes
are sent out, and application may be made to
the postmaster at the office to which the cards
or envelopes are to be returned.

The new privilege should prove particularly
valuable to manufacturers and merchants gen-
erally in the conducting of surveys to build up
prospect lists and for other purposes. The im-
portance of direct mail as a sales medium is
enhanced by use of the cards.

-
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THESE

MODERN RPADIO TALLES

THESE beautiful tables and benches
are wronght in metal. Designed and fin- ‘
ished to be worthy of any radio corner
in any home. R C A, Peerless or Utah ..
speakers integral with table. Benches '
upholstered in finest velour. Price range |
onmetal tablesincluding speaker $29.50 ' I
to 847.50 - bench extra. More beautiful, i

more rigid, stronger in every point of

construction than any metal table on the T

market. Complete sizes and finishes to
harmonize with the leading table type
receivers of the better known manufac-

turers.

= |

MARKE

P\l Proouet |

BY MALRKEL

Open Up The
Profit-Making Possibilities of the
Ensemble 1dea in Radio
. 4

NOW you can sell the complete radio ensemble—receiver,
table with integral speaker and bench—and almost double
your profit as compared with the receiver sets only. That is
the way to make money out of the new, low-priced receiv-
ing sets—two profits where only one existed before!

And not only can it be done—but it is easy to do because
these beautiful tables and benches not only appeal to the
eye but to the pocket book
as well. That is why they ave
exerting such a powerful in-
fluence for turning prospects
into customers. They provide
the newest, most colorfunl ra-
dio ensemble that is available
at prices your customers want
to pay and at a profit that
makes them worth all the ef-
fort yon can put behind them.

. 4

Tllustrated at top. Model B—Heraldic.
Distinctive but in decidedly good taste.
Hand hammered, with crest and shield.
Bench to match.

Illustrated to the left. Model A— Con-
ventional. Conservative design to blend

into decoration of any home. Bench
to match.

Sizes and finishes to harmonize with the following numbers in these nationally known lines: IF IT’S PROFITS YOU ARE AFTER

Atwater-Kent Nos. 37, 40, 42, 44; Crosley Nos. 608, 706, 704; Freshman No. 26;

Don’t be content to sell just the receiving set — get
the profit on the table, bench, and speaker as well.

King Model J; Kolster No. 2; Spartan No. 69; Steinite Nos. 261, 262; Stewart Sell the Markel Ensemble Idea and get all the profit.

Warner Nos. 801, 802; R C A No. 18, and others.

YOU'LL DO A GOOD STROKE OF BUSINESS FOR YOURSELF WHEN YOU GET THE FULL FACTS ON THE
PROFIT-MAKING POSSIBILITIES THESE MARKEL TABLES AND BENCHES OPEN UP FOR YOU. Write or Wire!

You are entitled to it and Markel makes it easy for
you to get. Write or wire for complete proposition.

MARKEL ELECTRIC PRODUCTS, INC.

BUFFALO, NEW YORK
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RECORD
Distributors

THE ARTOPHONE CORPORATION
1624 Pine St., St. Louis, Mo.

THE ARTOPHONE CORPORATION
McCall Building
Memphis, Tennessee

THE ARTOPHONE CORPORATION
203 Central Exchange Building,
804 Grand Avenue, Kansas City, Mo.

GEORGE CAMPE
611 Howard Street, San Francisco, Cal

CONSOLIDATED TALKING MA-
CHINE COMPANY
227 W. Washington St., Chicago, IlL

CONSOLIDATED TALKING MA-
CHINE COMPANY
2957 Gratiot Ave., Detroit, Mich.

CONSOLIDATED TALKING MA-
CHINE COMPANY
1424 Washington Ave. So.,
Minneapolis, Minn.

GROSSMAN BROS. MUSIC
COMPANY
2144 E. 2nd Street, Cleveland, Ohio

JUNIUS HART PIANO HOUSE, LTD.
123 Carondelet St., New Orleans, La.

HAWAII MUSIC COMPANY
1021 Fort Street, Honolulu, Hawaii

L. D. HEATER
46914 Washington St., Portland, Ore.

IROQUOIS SALES CORPORATION
210 Franklin St., Buffalo, N. Y.

OKEH PHONOGRAPH CORP.,
(New York Distributing Division)
15 W. 18th St., New York City

PACIFIC WHOLESALE, INC.
433 E. Twelfth, Cor., Wall Street,
Los Angeles, Cal.

JAMES K. POLK, INC.
217 Whitehall St., S. W., Atlanta, Ga.

JAMES K. POLK, INC.
1315 Young St., Dallas, Texas

JAMES K. POLXK, INC.
803-05 West Broad St., Richmond, Va.

THE Q. R. S. MUSIC CO.
1017 Sansom St.
Philadelphia, Pa.

STERLING ROLL & RECORD
COMPANY
322 Race Street, Cincinnati, Ohio
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MICA
DIAPHRAGMS

M. 1. C. C. President
Honored in London

Prominent Members of British Music In-
dustry Present at Banquet at Which
Hermann Irion Was Guest

Hermann Irion, president of the Music In-
dustries Chamber of Conunerce of the United
States, who has been spending several months
in touring Europe, was the guest of honor at
a dinner given at the Mayfair House, London,
on September 12, by the Federation of British
Music Industries. Importance was given the
occasion by the fact that members of all
branches of the British music industry from
many sections of England and Scotland
attended.

Mr. Irion in his address pointed out the
similarity between the purposes and activities
of the Chamber of Commerce and the Federa-
tion, the latter having been modeled along the
lines of the Chamber. He declared that be-
fore and during the war trade association activi-
ties in the music field had been devoted prima-
rily to defense against labor troubles, inimical
legislation, questionable business practices, etc.,
but that following the war the members of the
trade came to a realization of the fact that a
successful association should embark in promo-
tional work and that it was fitting to put back
some of the current income into the field of
business with a view to reaping more bounteous
crops of sales in the future.

Following Mr. Irion’s address, speeches were
made by several other guests, including \WWm. R.
Steinway, F. B. Allen, chairman of the Execu-
tive Committee of the Federation; R. P.
Brasted, deputy chairman of the Federation;
Lieut.-Col. R. H. Tatton, organizing director,
and Wm. Rushworth, treasurer of the Federa-
tion, as well as several others.

The guests at the dinner included A. Clark,
of the Gramophone Co., Ltd.; H. J. Cullum, of
Perophone, Ltd., London; Chas. Foulds, presi-
dent of the Music Trades’ Association; A. T.
Lack, of the Gramophone Co., Ltd.; A. E.
Liedtke, of the Columbia Graphophone Co.
Ltd., London; John Trapp, president of the
Gramophone Dealers’ Association, and many
others prominent in the industry.

A. K. Conclave Held
in Shreveport, La.

Enthusiastic Meeting Sponsored by the
Interstate  Electric = Co.—Interesting
Talks Featured Event

SureveporT, La, October 35—\With delegates
from three States predicting the success of the
“Million Set” program for this year, the second
annual Atwater Kent dealers’ convention, spon-
sored by the Interstate Electric Co., local dis-
tributor, was held at Eureka Park here recently.

Following a luncheon, which opened thc con
vention, and during which a special radio pro-
gram was provided, the visitors were welcomed
by Acting Mavor T. C. Dawkins, on behalf of
the city, and by S. R. Elliott, vice-president of
the Interstate Co. who officiated as chairman
of the meeting.

The vast field for radio sales, which up to
the present time has barely been touched, was
outlined by H. T. Stockholm, Southwestern
sales manager of the Atwater Kent Co. who
was the principal speaker of the day. Mr
Stockholm also spoke on the advertising pro-
gram scheduled for this season, and on com-
pany policies.

A. N. Doty, territorial manager, gave a con-
structive talk on merchandising methods, and
stressed the importance of window displays. J.

Pancoast, district manager, was the first

Immediate delivery—all sizes
Send for free samples and prices
All Mica Products

INTERNATIONAL MICA CO.

Baring 53 PHILADELPHIA, PA. fiacen” i

speaker and introduced the new Atwater Kent
models, including the new model 43, which was
enthusiastically received.

G. D. Phillips, of the Pooley Co., and George
Coleman, of the Red Lion Co., demonstrated
the new lines of cabinets designed to accom-
pany the Atwater Kent line, and the phono-
graph combinations, created in response to pub-
lic demand. Following the program, a number
of short talks and discussions in which the dele-
cgates took the lead, terminated the session.

An old-fashioned Southern chicken dinner fol-
lowed in the evening, during which a clever
vaudeville program, with W, J. Stroud, manager
of the radio department, as master of cere-
monies, entertained the guests and brought the
convention to a successful close.

L. H. Ragsdale Heads
Cary Cabinet Corp.

New Radio Furniture Sales Organization
National in Scope—Plant Located in
Springfield Mo.—Announces Line

A well-known figure in the radio furniture
selling field, L. H. Ragsdale, has become the
president of his own newly organized company,

L. H. Ragsdale

the Cary Cabinet Corp. Mr. Ragsdale is a
pionecr in thc radio cabinet business, his expe-
rience going back six years to the time when
selling radio consoles was something like sell-
ing ice to eskimos. He was a member of the
H. T. Roberts organization, Chicago, for three
vears, and held the position of sales manager
when lcaving that company this Summer.

The Cary Cabinet Corp. has announced a
complete line of very attractive designs. Fac-
tories are located at Springfield, Mo., in the
heart of the walnut country. Sales offices havc
been established in all principal distributing
enters of the United Statcs.

The Halstcd Radio & Auto Co., Sixty-seventh
and Halsted streets, Chicago, Ill.. has opened
a new radio-music store.
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MODEL 71 — Sandar
Table DYNAMIC. $50

MODEL 61 —Balanced
Armature type.$27.50

MODEL 65 — Sandar
CabinetJunior. $19.50

SUupremdac

IT’S the mellow bass—the rich low-tone reproduction
—that sells radio today, as never before. That’s why
SANDAR —the one speaker especially designed for
low-tone beautification—occupies a selling niche all
by itself.

When you carry SANDAR you not only feature to-
day’s greatest self-selling speaker, but automatically
employ —through its inimitable, mellow tones—a MODEL 75— End-
star salesman for your receiving sets. Table DYNAMIC. $75

Communicate NOW with your Sandar distributor.
Ten new models — both Dynamic and Balanced
Armature types—all invitingly priced.

SANDAR

SANDAR CORPORATION, LONG ISLAND CITY, N. Y.
Division of Farrand Mfg. Co., Inc.
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Estimates 1,000,000 Radio Set
Owners Will Replace Receivers

Hal P. Shearer, General Manager of Splitdorf Radio Corp., Says Present Owners Are
Sold With More Ease—Profits More Important Than Volume to the Dealer

It is profits that count most and volume is
secondary, points out Hal P. Shearer, general
manager of Splitdorf Radio Corp. “In an age
when production moves with rapid pace it is
well to pause every now and then and take
stock of what really matters from a business
standpoint,” said Mr. Shearer. “It may seem
very commonplace to point out that profits,
after all, are the main consideration. Yet it is
necessary to do so occasionally and explain
why, since many people appear to be obsessed
with the idea of volume, volume, volume. Every
time I hear volume stressed without due regard
to the real factors of business economy I am

reminded of the man who was asked: ‘But how
can you afford to constantly sell below cost as
vou say you do? The reply was: ‘Well, you
see, I sell so many of the articles!” While the
comparison may be a bit odious as to radio,
nevertheless manufacturer, jobber and dealer
are always faced with an allied problem.
“The point I want to make with the dealer
particularly is that he should keep both eyes
on the profit sheets. He may well ask him-
self: ‘Where are my profits?’ For after all the
‘hooey’ is said and done a dealer is in business—
as everyone is—to make money. Now where
is the profit in radio from the retailer's angle?

and STILL IT SELLS!

Because it is the Only Tube that Fits the
Millions of “B” Eliminators Now in Use—
For Example—

ACME ....ACME ELECTRIC . .. . . ALL-AMERICAN.. ... AMPLEX .. .. APCO
APEX .. .. ARBROPIONE . ... ARCO . ... BATTERYLESS .. .. BENJAMIN
ELECTRIC ... . BOSCH . . . BREMER-TULLY .. . BRIGGS-STRATTON .. . BUCK-
WALTER ... .. BUELL . NS . ... . ‘BUSII & LANE . . . .. CASE
CHAMBERLIN . . . . . - ....COLONIAL . . ... CONSOLIDATED
CORNELL . . ... AN st DONGAN . . . .. DRAGON
DUBILIER ..... D \\..EAGLE'CHARGER . . . . . ELECTRON
EPOM . ... ERL!: FORD MICA . ... FREED-EISEMANN
GENERAL INSTRU ADIO . . .. GILFILLAN . . . . GRANT
GREBE . .. .. GR \BRLD HERBERT . . . . . JEFFERSON
JORDAN-CARISCL \ . . . MAJESTIC. (Master, Super
and Standard) .[L‘ \\:“\'-COPELAND ... MAYOLIAN
METRODYNE .|{ .\ MOUAWK . ... MU-RAD

MUTER. .. .. \ 3
OZARKA .. . m% %
PREMIER .. . PRESTOW
SPARTON . . .

STERLING . . . .
UNITED ENGINE . . B
WALKER . .. WARIE

WHITE + 5 ¢ o ¢ o WIS

—
=
oﬂ\,’gﬁ' \ Write your jobber for
©\ the Raytheon B-H
ol Y sales-making display
3 carton. Each carton
contains 4 B-H Tubes
-125 m.a,=300 volts,
listing at $4.50.

BERY < i o2 OPERADIO

ECISE . . . PRECISION
A\PLEX ... SPARTANA

. D) RADIO (Canada)
S....TRIPLE A

. .. YARION
.~ WELLS
ZENITH

HEN the A. C. sets came out last year it looked mighty dark for the “B”

Eliminator business.

Yet when the figures for tlie season came in AC

represented less than 25% of the total sets sold.

The public take their time and are reluctant to change their radio sets as long
as they feel that they are getting satisfactory performance.

When we say there are millions of Raytheon B-H tubes in use and millions

will be replaced, we mean just that!

The sale of these tubes today compares

very favorably with the sales a year or two years ago when “B” Eliminators

were at their height.

Remember, Raytheon B-H is the only replacement tube for over a hundred

leading makes of “B” Eliminators.
share of this business.

Make sure you are prepared to get your

RAYTHEON MANUFACTURING COMPANY
Cambridge, Mass.

s Raytheon BH %

. LONG LIFE RECTIFYING TUBE =

In my opinion, the big part is in the replace-
ment business, that is, selling new sets to those
who already have sets. Millions of sets now
in use will be replaced and I recently conserva-
tively estimated that fully 1,000,000 sales will
be made this year of receivers in the higher-
price range to present set owners.

“It is easier to sell a man or woman a better
model than it is to interest the new prospect,
hence with less selling effort there is greater
profit potential (if any proof of this is needed
witness the automobile trade); it is easier to
find the replacement market, for most aerials
as well as dealer records in communities
throughout the country will tell much of the
story, at least far more than can possibly be
had about the non-set-owners; usually, where
you sell a present set owner the sale will be
for the type of receiver that runs into real
money and, of course, this is where the deal-
er's profit takes on proportions. Let no dealer
imagine for a moment that I condemn volume—
that is, volume sales of merchandise at a profit
and, of course, this means net profit. The fac-
tors that are intertwined with net profit in
radio are many, including the selling of fine
merchandise that requires little or no servicing.
Selling five of the cheaper radio sets may turn
out to be a far less profitable undertaking for
a dealer than selling a single fine instrument.
My advice to radio dealers is to worry less
about how many are sold and more about how
much is made on each sale. In the variety of
elements that enter into the latter is the real
secret of retail success.”

Allen Portables Are
Featured Via Air

Kent Furniture & Music Store, Tifton,
Ga., Giving Portables Fine Publicity
Over Own Broadcasting Station

The Kent Furniture & Music store, of Tifton,
Ga., one of the most progressive retail distribu-
tors of phonographs and radio sets in the South,
is featuring Allen portables on regular pro-
grams over station WRBI, owned and operated
by the above firm. ;

During a recent broadcast, in which the Allen
No. 6 was used, Wayland Attkisson, assist-
ant sales manager of the Aluminum Specialty
Co., Atlanta, took charge of the program, giv-
ing an interesting talk on phonographs in gen-
eral and Allen portables in particular.

Upon returning to Atlanta from an extended
tour of the Southern territory, Mr. Attkisson
reports that dealers in his district are very en-
thusiastic over the Allen line and anticipate a
tremendous Fall business in the cotton and
tobacco belts.

Vincent Lopez on the Air
in the Kolster Radio Hour

A series of nation-wide radio appearances are
being made by Vincent Lopez and his orches-
tra in the Kolster radio hour being broadcast
by nineteen associated stations of the Columbia
broadcasting system each Wednesday night.
The Lopez concerts are being alternated with
“Will Rogers for President” campaign meetings.

Victor Dealers Meet

Corumsus, O. October 4.—Approximately 125
Victor dealers from Ohio and West Virginia
attended the introduction of the new models of
Victrolas, Electrolas and combination instru-
ments at the Deshler Wallick Hotel last month
at a meeting held under the auspices of the
Victor Talking Machine Co. and the Perry B.
Whitsit Co., local distributor.

The Leviton Manufacturing Co., Brooklyn,
N. Y, has opened a warehouse in Chicago, Il
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THE NEW “ _I_ MOTOR
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At a low price . . . . WITH THE PULLING
POWER of the FAMOUS No. 77. The marvel

of it . . . starts immediately at high momentum
<a s after four full 10 in. selections it finishes with

EXCESS

g '

=t

|

T

R




The-Talking Machine IWorld, New York, October, 1928

B
ANNOUNCING . . . |
i

SEGER ELLIS

AS OUR

Exclusive Artist

41119 f SENTIMENTAL BABY
10 in. 75¢ ( BEGGARS OF LIFE
Both sung by Seger Ellis with

Orchestra Accompaniment
2 LATEST§

Okeh Phonograph Corporatio:

OTITO HEINEMAN, President and General Manager

25 West 45th Street New York, N Y.

ELECRJ' |

-, W g ST,



The Talking dachine World, New York, October, 1928

12 In.
$1.50

Okeh Phonograph Corporation

OTTO HEINEMAN, President and General Manager

- RECORDS

FAMOUS MINUET (1. J. Paderewski)—Orchestra
SERENADE (Moritz Moszkowski)—Orchestra

Both played by Dayos Bery ano His OrcHESTRA

GYPSY BARON (Joh. Strauss)—Selections Part I
and I1.—Orchestra

Both played by EvitH Lorizp anxp Her OrcHEeSTRA

DIE GOETTERDAEMMERUNG (The Dusk of the
Gods), (R. Wagner)—Funeral March—Part 1.
and II.—Symphony Orchestra

Both played by Pror. Dr. Max Vo~ ScHiLLiNGs and the
GRaND SyMriiOoNY ORCHESTRA, BERLIN

JUBILEE Overture (C. M. von Weber)—Purt I. and
II.—Symphony Orchestra

Both played by Dr. WeissMANN and the GRanNp SympHONY
OrcHESTRA, BERLIN

25 West 45th Street New York, N. Y.
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We have put to work the best
steel . . . the result is a
perfected needle...a
needle that keeps
faith with
music.

’ OReh ... Duggtone, Teeddles

OKElNI PHONOGRAPH Com ORATION

OTTO HEINEMAN, President and General Manager

25 West 45th Street. New York

SOLE SALES AGENTS
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Trade-in Record Plan Helped
Agent Sell Records in Mexico

Volney L. Held, Latin-American Merchandising Expert, Relates Interesting Experi-
ence of German Agent Who Made Big Profit Selling Records in Mexico

in the city of Tampico, Mexico, a few

years ago, met a German who had just
arrived by boat with several cases of records,
in all about 5000 or more. He said he had
been sent out to see if there existed a demand
for his class of records in Latin America. These
records were what we now call popular-priced
records which retail in the United States at
from twenty-five to thirty-five cents, only that
they were of the unbreakable sort, such as are
used so much in England, and also similar to
those made by Edison in the United States.
They were a good all-around record, but titles
were all European, and while he had some na-
tive Spanish titles from Spain, he had none of
Latin America.

His plan was as follows: He sold dealers
records at $1 each Mexican money or 50 cents
American money, with a thirty-day exchange
privilege as follows: With every record re-
turned in good condition inside of thirty days
he gave a new record of another title for 50
cents Mexican, 25 cents American money. He
retailed them out to the public at $2.00 Mexi-
can, or $1.00 United States, with the same
privilege. When a record was returned in first-
class condition and $1.00 Mexican, he gave a
new title. He stayed thirty-five days in Tam-
pico with the following sales:

THE writer, sitting in the Imperial Hotel

Total stock of records on hand on arrival ......... 5,000
Factory value F. O. B. Tampico, Mex.

duty paid .....ciiiiiieiiiieia, $1,000.00 U. S. money
Wholesale sales—records, 4,050 @

$1.00 MexX. OF ....ovvvvnnnnnnnnnn 4,050.00 Mex. money
Retail sales—records, 350 @ $2.00

Mex. or 700.00 Mex. money
Exchanged wholesale—1,075 records for

50 cents Mex. or
Exchanged retail—225

$1.00 Mex. or

................ 537.50 Mex. money
records @
................... 225.00 Mex. money
Making a total sales value in Mexican

money of .......ceceerriennaacnn $5,512.50

Balance of stock on hand, 700 used records.

Expenses, cost and profit on this sales plan:
Ticket from Germany to Tampico,

MeXiCoO  veviiivninnernrnennnanns $ 200.00 U. S. money
Excess baggage on records 50.00 U. S. money
Duty and other costs 325.00 U. S. money

49

Value of records at factory in Ger

MANY o eoreieennnnnninnnn 625.00 U. S. money
Hotel and other expenses for thirty-
five days ....eiiiiiiiiiiii e 350.00 U. S. money

Total cost and expenses ......... $1,550.00 U. S. money

Sales value in American
MONEY eovvnivvaneannanan $2,756.25
Expenses, &e. ............. 1,550.00

Balance in favor of the agent

[ Y T I TR $1,206.25

Fifty per cent of this amount was to go t
the factory who financed the experiment, and
fifty per cent to agent as salary or commission.

Also stock left on hand were 700 exchanged
records which he stated would pay his expenses
until a new order of 10,000 records arrived from
Germany, which he would carry with him to
other large centers. His statement to me was
that the German factory and himself were sat-
isfied with the experiment and expected to add
native titles in the near future.

Wide Interest in
Trade Slogan Drive

Music Industries Chamber of Commerce
Receiving Many Inquiries as Public In-
terest in the Campaign Grows

Hundreds of inquiries are pouring into the
Music Industries Chamber of Commerce regard-
ing the details of the $1,000 slogan contest
launched recently by the Chamber for the pur-
pose of securing a slogan for use in all
branches of the industry to distinguish it in
the eyes of the public and to arouse increased
interest in music-producing instruments. The
object is to get some outstanding phrase, such
as the “Say It With Flowers,” of the florists,
and “Save the Surface and You Save All,"” of the
paint and varnish trade. The contest will close
on December 1, 1928, and three prominent

judges will pass upon the merits of the entries,
they being S. L. Rothafel, of motion picture
and radio fame; Dr. Frank Crane, the noted
inspirational writer, and Frank Presbrey, the
advertising man,

Booklets have been prepared for distribution
by music dealers, setting forth the details of
the slogan contest in full, and it is believed that
the slogan campaign itself, properly presented
by the dealers, will have the effect of arousing
widespread interest on the part of the public.
Although launched only a few weeks ago, re-
sponses have come from all sections of the
country and the prospects are that the entries
will run into the thousands.

Opens New Store

A new music-radio store has been opened on
Main street, Clintonville, Wis., by Melvin Lar-
son, with a complete line of Radiolas and Grebe
radio receiving sets,

Write
for Complete | ARG

Catalogue

Cable Address: Polwel, Kitchener

EENNANY

X

Motor No. 102

# POLLOCK-WELKER, Limited Y

Kitchener, Ontario, Canada

Established 1907

Code: A. B. C., 5th Edition, Bentley’s

A Quality Line
of
Motors
Tone-arms and
Reproducers
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Paul F. Godley Joins
Federal Sales Staff

Radio Engineer and DX Fan to Represent
Federal Ortho-sonic Radio in the Metro-
politan District of New York

Paul F. Godley, well-known radio enginecr
and DX fan, has joined the sales staff of the
Federal Radio Corp., Buffalo, N. Y., and will

Paul F. Godley

represent Federal Ortho-sonic radio in the
metropolitan district of New York. Mr. Godley
is particularly well known for his work in re-
broadcasting ‘station programs from station
\WAAM in Newark. His articles on radio are
~vndicated regularly. Mr. Godley is vice-
president of the National Radio Relay League,
and recently traveled to England for the pur-
pose of conducting an investigation of short
wave reception in that country.

Lewis E. Dorfman Is
Gold Seal Sales Mgr.

The appointment of Lewis E. Dorfman as
sales manager of the appliance division of the
Gold Seal Electrical Co., Inc, New York, manu-
lacturer of Gold Seal radio tubes and clectri
cal appliances, has been announced. Mr. Dorf-
man was formerly associated with the Charles
Freshman Co. While he will specialize in the
<ale of appliances, some of his time will be
devoted to the radio tube business.

Dr. DeForest Writes Booklet

Dr. Lee DeForest has written an interesting
booklet entitled *“Helpful Hints for DBetter
Radio,” which is an analysis of the process of
broadcasting and how it may be improved by
the individual radio listener. Copies may be
obtained by addressing the DeForest Radio Co.,
Jersey City, N. J.

The Talking Machine 1Vorld, New York, October, 1928

H. C. McCluskey in
New Kellogg Post

Former Comptroller of Kellogg Switch-
board & Supply Co. Promoted to Assist-
ant Treasurer—Widely Experienced

H. C. McCliuskey was recently appointed as-
sistant treasurer of the Kellogg Switchboard &
Supply Co., radio manufacturer of Chicago. Mr.
McCluskey has been comptroller of the Kellogg
organization since October 1, 1927, and under
his direction many improvements and econo-
mies have been made in the auditing and
financial work of the Kellogg Co. Specially
built machines for production control and for
financial control were installed on January 1,
1928, and through their use costs were reduced
20 per cent. Mr. McCluskey has revamped the
entire Kellogg accounting system since Janu-

H. C. McCluskey

ary 1, reducing the expense of both human
and mechanical help considerably.

Mr. McCluskey has hadc wide experience as
an accounting executive and as an officer of
public utilities curporations, including railroad.
clectric and gas companies. He spent seven
vears in public accounting worlk covering over
one hundred different lines of business, includ-
ing banking, merchandising and manufacturing,
and most of his cxperience has been in sys-
tematizing,
work, in which he is considered an expert.

He spent two years in China in reorganiza-
tion work and for several years he was
instructor of cost accounting at Columbia Uni-
versity, New York City. Just prior to his
joining the Kelloge organization Mr. McClus-
key was comptroller of the York Safe & Loclk
Co., one of the largest bank vault companies
in the country. He is a certified public account-
ant and a member of the American Institute
of Accountants,

organization and rcorganization

program.

{ sells them!

720 Atlantic Ave.,

‘M3

The new idea for a Radio party

Everybody likes the idea of fooling a
group of friends that have gathered for

the purpose of listening in to a special
g Just the thought of putting
over an imitation program undetected
List price $7.50 complete.

BROOKLYN METAL STAMPING CORP.,

JE—— Bo Mo So ———
Electric
Pick-Ups

Manufacturers

Modernize your pho-
nographs or portables
with an electric pick-
up.

Write us for par-
ticulars. We are spe-
cializing upon
manufacturer’s needs
and will be pleased
to quote.

- - Brooklyn, N. Y.

“Tailored” Windows
Best, Says DuBreuil

Window Display in Chicago Fada Head-
quarters Bears Out Contention of Man-
ager for That Radio Trade Territory

The Fada window display installed at the
Chicago headquarters of F. A. D. Andrea, Inc,,
bears out the contention of J. L. DuBreuil, Fada
manager there, that “tailored” windows are
best. By *tailored” windows Mr. DuBreuil ex-
plains that he means the dressing of each win-
dow so as to secure the best effect in the par-
ticular type of store.

“Getting the most out of an individual win-
dow,” said Mr. DuBreuil, “is exactly the same
in principle as getting the utmost in the cut of a
suit for the individual wearer.”

3,850 Pennies Buy
Kolster for Newsboy

Ambitious Lad in Richmond, Mo., Saves
Pennies for Three Years to Make First
Payment on Radio Receiving Set

The Mansur Radio Co., Richmond, Mo., local
Kolster radio dealer, was astonished recently
when 3,850 pennies were deposited on the coun-
ter by Myrl Tarr, eighteen-year-old son of a
coal miner. The 3,850 pennies represented
Myrl's savings from his newspaper route for a
period of three years, and the total was just

= = -

. TR
Myrl Tarr With His Kolster

the sum required for the down payment the
store was asking for a Kolster electric set.

Wanamalker’s Sonora Ad

The John Wanamaker department store, of
New York City, announced the new Sonora
AC radio receivers and Sonora Melodons in a
full-page advertisement in the New York Timcs
on Thursday, September 20. The advertisement
stated that the Wanainaker establishment was
the first to offer the ncw line to the New York
public, and invitcd prospective purchasers to
visit the store and view the new products.

Tobe Deutschmann Catalog

The Tobe Deutschmann Co., Canton, Mass,
has just issued its new 1929 price list, covering
its various type condenscrs, B blocks, resistors,
filters, A supply and the new Tobe four-purpose
light-socket aerial. Complete description and
prices are given on each number. The last
page shows an illustration of the large new
Tobe factory in Canton.
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THE NEW

IMPROVED

MASTER FLYER MOTOR

ORE and better power from the

M new Master Flyer Motor is build-

ing a new and larger interest in
portable phonographs.

The all-around superiority of Master
Flyer performance increases the salability
of portables in three ways:

1. By greater length of playing
from one winding — three
complete 10-inch selections.

2. By greater strength of pull-
ing. Ample for correctly
playing the heaviest records.

3. By complete uniformity of
speed and silence of running.

‘Jhe

Further, portables equipped with the
new Master Flyer are preferred for their
easier winding, with more knuckle room.

Finally, the assurance of continued sat-
isfaction. Every customer has confidence
in the portable that has such a famous
motor—a motor which the Dealer can
truthfully say is “Built like a fine ship’s

clock.”

Backed by the Flyer Motor’s twelve
years of dominance. New super quality
athletic spring; new silent gears; new ef-
fort-eliminating silent worm wind.

For more and better sales of portables
and records, specify the new Master Flyer.

(& ENERAL INDUSTRIES CO.

2812 Taylor Street

35

Elyria, Ohio

This trade mark on your motors means the
highest value. Motors made and guaranteed by a
large and reliable company, manufacturing spring
motors uninterruptedly for fifteen years.
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Sonora Sales Managers Named
for Five Eastern Territories

H. B. Haring Is District Sales Manager, Assisted by P. H. McCulloch—L. E. Hil-

duser, D. S. Rockwell, H. D. Berkley Are Resident Sales Managers

A. J. Kendrick, vice-president and general
sales manager of the Sonora Phonograph Co,

States with the exception of New England, but
including Alabama, West Virginia,

Michigan

1. H. B. Haring. 2. H. D. Berkley. 3. P. H. McCulloch. 4. L. E. Hilduser.

announced recently an interesting arrangenient
of the sales force in the Eastern district. This
district, which comprises the Atlantic seaboard

and Ohio, is under the control of H. B. Haring
as district sales manager. Mr. Haring has had
many years of experience in the music business,

5. D. S. Rockwell

- Two Radio
Moneymakers!

ELECTRAD
CERTIFIED
LEAD-IN

Fans prefer this lead-in due
to its better construction
Fits under locked windows
or doors. Bends around cor
ners. \Waterproofed insula-
tion full 10 inches long. List
25¢ each.

Listed by Na-
tiona]l Board
of Fire
Underwriters

LAMP
SOCKET
ANTENNA

as an indoor aerial.

l Ideal
Does away with roof aerials.
Efficient, gets distance. Makes

every electrical outlet an
aerial. Consumes no current.
Abolishes the lightning risk.

g List $1.00.

Write for circulars and full information.
Dept. G-10, 175 Varick Street, New Yeork

ELECTRADu

first becoming associated with the Columbia
Phonograph Co. in 1919 as branch manager at
New Haven, Conn., and later at Buffalo, N. Y_;
he was then appointed regional representative
for the Columbia Co. for all territory east of
Chicago. He left the Columbia Co. in March,
1923, to become associated with the Sonora
Phonograph Co. as district manager with head-
guarters in New York.

The method to be followed in the Eastern
district calls for the division of the territory
into five zones, with a resident sales manager
acting as distributor in each zone.

Zone number one, comprising New York
State and northern New Jersey, will be under
the direction of Mr. Haring, assisted by P. H.
McCulloch. Mr. McCulloch was associated
with the Brunswick Co. for many years, during
a great part of the time acting as district man-
ager in Cleveland, Milwaukee, Chicago and De-
troit territories.

L. E. Hilduser will have charge of zone two,
which covers Pennsylvania, Delaware, New
Jersey as far north as, and including, Trenton
and several counties in Ohio and West Virginia.
Mr. Hilduser, whose headquarters will be at
the new Sonora offices, 22 Chestnut street,
P’hiladelphia, of which city he is a native, has
lhiad the greater part of his music-business ex-
perience in the territory now assigned to him.
He entered this business by becoming asso-
ciated with the Columbia Phonograph Co. in

H. C. Schultz

Philadelphia, later transferring to the Sonora
Phonograph Co. as manager of the Philadel-
phia branch. Immediately prior to taking over
his present position Mr. Hilduser was manager
of the Okeh Phonograph Corp. Gotham branch.

Maryland, Virginia, District of Columbia and
parts of West Virginia and North Carolina will
make up zone three and will be under the su-
pervision of Donald S. Rockwell, with head-
quarters in Baltimore. The address of the new
offices will be announced as soon as arrange-
ments are completed. For many years Mr.
Rockwell acted in the capacity of district man-
ager of the Q RS Music Co.

Zone number four will be in charge of Field
Sales Manager H. D. Berkley, who also has had
a great many years of experience in the musical
field, more recently being identified as manager
of the Davega Co.’s Forty-second street and
Broadway store in New York City. Mr. Berk-
ley will open new offices in Atlanta, Ga., for
his headquarters and his territory will include
part of North Carolina, and the States of South
Carolina, Georgia, Florida and Alabama.

Zone number five, northern Ohio and the
State of Michigan, will be handled by the well-
known and highly successful distributors, the
H. C. Schultz Distributing Co.; H. C. Schultz,
president, located in Detroit, Mich. Mr. Schultz
is one of the outstanding successful music dis-
tributors of the business to-day.

The present plan, according to A. J. Ken-
drick, calls for each field sales manager to ap-
point several sales representatives in the re-
spective zones, working directly under the field
cales manager.
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STARTING IN

166GY

ENTERING IN

D10

ENTERING IN

‘ ’ into the sale of Western
’ ’ Electric receiving and
- broadcasting equipment.

....and now in ‘gbz: JH”
Gravhalk

in the electrical manufac-

turing and supply field.

into the electrical house-
keeping appliance field.

—the only radio receiving set

backed by 59 years of electrical
experience.

Graybar has earned its place in the
radio field. Itisaname that represents
the oldest electrical eiperiencc, the

oldest merchandising experience,
and the most complete group of elec-
trical equipment for the home!
Write now for valuable territory
still open. Graybar Electric Co., 424
Lexington Ave., New York, N. Y.
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THE revolutionary new Sonoras

were presented to the public
for the first time at the New York
Radio World’s Fair. And during
the Chicago Radio Show at the

Coliseum.

This month, when distribution is
well under way, Sonora national
advertising goes into action.

It will reach right into the homes
of the nation—a campaign broad
in scope, daring in execution, and
with money enough behind it to
blast an immediate entrance and
continue unabated—building sales

and profits for Sonora Music
Merchants by its weight and
dominance.

Every detail of the Sonora prop-
osition is looked after. Every
1928-29 problem of the Music
Merchant is heeded. The ingeni-
ous new finance plan, the margin
of profit, the service and sales
helps—all are created from the
retail viewpoint.

Certainly the thing for you to do
now is to bear the new Sonoras.
We rest our case on glorious
musical reproduction plus your
own good business acumen.

SONORA PHONOGRAPH COMPANY, INC.
Sonora Building—50 West 57th St., New York, N. Y.
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“Music Business’ Future Assured”
Roberts Tells Dealer Convention

President of Music Merchants National Association Addresses North Carolina Con-
vention—Says That It Is Based Upon Necessity—Gives Interesting Talk

“The future of the music business is assured
for the reason that it is based upon necessity,”
said President C. J. Roberts of the National
Association of Music Merchants, at the conven-
tion of the North Carolina Music Merchants’
\ssociation in Raleigh recently. “Civilization
is constantly advancing by ever-increasing
strides. There can be no true civilization with-
out .art, and music is the greatest of the arts.
Music requires for its expression various in-
struments which must in turn be conceived by
scientific minds and fashioned by expert techni-
cians and artisans. An industry is therefore

necessary before art can find expression, and
this includes the commercial branch of industry
—distribution. That is where the music mer-
chant comes in.

“In times. past the merchandising of musical
instruments was specialized or divided to a
greater extent than now seems best for the
present and the future. The modern music
store is a musical department store, and the
merchant who now depends upon the sale of
one class of musical instruments and ignores
others is doomed to failure. There are excep-
tions to all rules, of course, and there may

PHu AR B
" h]‘f
fietaiam|

st 4333377
||=:=IIIIIHE N 7“.10.]1131:4- IT

I A3 I 1907009

Mgy g 44 dadi aaa’ys
Mgy g B3 AN TARY O T
Gy = g A IRES G A

g2 (FL T~
fyass T

.o« says Kaufmann’s of Pittsburgh

= E have sold hundreds of Arc-

turus 127 A-C Detector tubes

and to date have not had occasion to

replace one of them,” says Kauf-

mann’s Department Store (one of
the country’s biggest).

Kaufmann’s show customers that
an Arcturus Tube will easily stand
5 to 6 volts without effecting the
emission of the tube—a quick and
simple demonstration. It is a dem-
onstration that has boosted tube
sales for them—awnd will for you'!

Another demonstrable advantage
of the Arcturus Detector Tube, that
some of the country’s leaaing retail-
ers have used to increase tube ;ales,
is its 7-second action. Other tubes
take from thirty to sixty seconds.
Arcturus are quicker acting,longer
lasting tubes that /] increase vol-
ume — both in reception and sales.
Handle Arcturus — boost your tube
sales. There's an Arcturus A-C Long
Life Tube for every purpose. Write
today for detailed information.

ARCTURUS RADIO COMPANY
218 ELIZABETH AVENUE, NEWARK, N. J.

ARCTUR

A-C i1onNG LIFE TUBES

and will be to this one, but it is safe to say
that the progressive merchant who expects a
measure of real success must keep abreast of
the times and, in our case, this means that he
must be prepared to serve the musical tastes of
his customers, whether this be pianos, phono-
graphs, radios, harmonicas or any other kind
of musical merchandise,

“Already our country is producing composers,
teachers and virtuosi of distinct genins. While
we are awakening to the definite desire to be-
come makers of music and not to remain merely
the world’s most exacting and discriminating
listeners, we must not in our inspired struggle
upward musically forgct that our present and
ever-increasing appreciation of music has been,
is and will be greatly aided by mechanical in-
struments that transmit and reproduce musical
sounds accurately.

“While everyone should receive instruction in
music and, if possible, acquire the ability to
play some musical instrument, for nothing else
connected with music can ever quite afford the
joy that actually creating or making one’s own
music can, it cannot be denied that a perfectly
transmitted or reproduced rendition by an
artist, besides being immensely enjoyable, is
musically cultural and of very definite value in
interpretation.

“Music is ‘any rhythmical succession or com-
bination of sounds pleasing to the ear’ when
exccuted. All music meeting these require-
ments is good music, whether classed as classi-
cal, popular or jazz. Classical seems to include
anything from dry-as-dust compositions de-
signed to be impossible of rendition except by
an occasional prodigy and never to be enjoyed
by any except a few musically jaded individuals
and endured by a certain number of people
who wish to be considered extremely intellec-
tual musically to the beautiful melody that was
once popular and because of its beauty remained
so and will continue to be desired.

“Popular music apparently is of a character
to quickly gain appreciation becausc of its
simple appeal and to live just as long as its
real merit justifies. Some such compositions
die quickly after serving their primary purpose
of passing entertainment, others survive longer,
while a few because of their perfection and
beauty become classic and so achieve immortal-
ity. Jazz has just as important a part in our
life of today as any other form of music. Some
compositions being played as jazz today will be
heard a hundred years hence as classics besides
giving pleasure to millions now.

“Music merchants everywhere are adapting
tliemselves—some slowly it is true—to changed
conditions. The various organizations within
the industry arc playing, and will continue to
play, an important part in sustaining and in-
creasing the general interest in music and musi-
cal instrument merchandising.”

Jewel Introduces
No. 25 Attachment

The Jewel Phonoparts Co., Chicago, manu-
facturer of phonograph equipment, recently in-
troduced the new Jewel “quadruple-duty” equip-
ment, known as the Number 25 attachment.
This new equipment is designed for use with
Edison diamond disc records when played on
the Orthophonic Victrola and also the old type
Victrola, and also the new electrically recorded
lateral-cut selections when played upon the
above-named machines. The above combina-
tion is said to reproduce the new Edison and
clectrically cut records of other makes with
considerable tone improvement. The Number
25 equipment uses the Jewel Saffo point needle,
furnished with the equipment, when plaving
Edison records. The equipment, consisting of
a No. 33 reproducer, a special hub connection
and a small arm connection, when used to play
lateral-cut records on the Orthophonic Vic-
trola or old-stvle Victrola, uses standard steel
needles.
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THIS ADVERTISING SECTION IS PUB-
LISHED BY LEADING CROSLEY-AMRAD
DISTRIBUTORS AS A COMPLIMENT TO
POWEL CROSLEY, JR., AND A CON-
GRATULATION ON THE SUCCESS HE
HAS ATTAINED THIS SEASON
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Beckwith Co., Geo. C.
16 S. Fifth Street

Minneapolis, Minn.

Beckwith Co., Geo. C.
341 Broadway
Milwaukee, Wis.

Beckwith Co., Geo. C.
308 S. Lincoln Street

Aberdeen, S. D.

Cleveland Talking Machine
Co.

4300 Euclid Avenue
Cleveland, O.

Geller Ward Hasner

Hardware Co.
410 N. Fourth Street
St. Louis, Mo.

Harrisburpg Standard
Electric Corp.
Harrisburg, Ill.

Ignition Service & Supply
Co.
16-17 Central Avenue
Albany, N. Y.

Kruse-Connell Co.
Indianapolis, Ind.

Kruse-Connell Co.
South Bend, Ind.

Rochester Electric Supply
Co.

240 St. Paul Street
Rochester, N. Y.

Roosevelt Co., W. A.
LaCrosse, Wis.

Schuster Electric Co.
2169 Spring Grove Ave.
Cincinnati, O.

Spinney Co., B. H.

62 Hampden Street
Springfield, Mass.

Standard Battery & Electric
Co.

Waterloo, Ia.

Standard Battery & Electric
Co.

Cedar Rapids, Ia.

Wilkening, Inc.

818 N. Broad Street
Philadelphia, Pa.




Our organization 1s pre-
pared to give dealers
SERVICE on Crosley
radio just as Crosley ra-
dio ives its purchasers

PERFORMANCE. This
is a CROSLEY YEAR

here, too!

Geo. C. Beckwith Co.

16 S. Fifth Street 341 Broadway 308 S. Lincoln Street
MINNEAPOLIS, MINN. MILWAUKEE, WIS. ABERDEEN, S. D.
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A S RNENE
ROSLEY
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Take a Crosley GEMBOX
home and play with it!
Test 1t with any other
set. Be honest with
your comparison. You'll
demand a Crosley fran-
chise the next morning,.

CROSLEY HAS THE
VALUES THIS YEAR.

Cleveland Talking Machine Co.

4300 Euclid Avenue
CLEVELAND, OHIO
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Crosley leads today be-
cause Crosley is econom-

ically sound in EVERY
DEPARTMENT—DE-
SIGN—PRODUCTION
—MARKETING. Sucha
set-up means only SUC-

CESS. Such a success

means only PROFIT to
Crosley dealers!

Geller Ward Hasner Hardware Co.

410 N. Fourth Street
ST. LOUIS, MO.
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Feature the GEMBOX at
$65. There is nothing like
it on the market! It's new.
It's desirable because 1t
does what consumers are
educated to demand of
radio this season ... give
powerful reception from

MANY stations and dy-

namic reproduction.

L. J. HARRIS, Pres.

Harrisburg Standard Electric Corporation
HARRISBURG, ILL.
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Crosley distributors since
1922 — proud of it and

glad of it!
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Ignition Service & Supply Co.
16-17 Central Avenue
ALBANY, N. Y.
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The Crosley GEMBOX
at $65 with the Crosley
DYNACONE at $25 1s
unbeatable. Ina Showers
cabinet at $115 it 1s un-

matchable. Crosley deal-
ers DO business with such

EXCLUSIVE values!

Kruse-Connell Co.

“Indiana’s Largest Radio House"
INDIANAPOLIS—SOUTH BEND
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Are you making money
from radio? Crosley deal-
ers are. Crosley radio is
SELLING. One customer
enthuses another. Tongues
wap. This will be radio’s
preatest season—if you're

THERE with Crosley!

Rochester Electric Supply Co.

240 St. Paul Street
ROCHESTER, N. Y.
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With the Crosley AC
Electric GEMBOX un-

matched by any other
radio Crosley dealers are
building an enviable sales
volume this season.

\‘@ s
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W. A. Roosevelt Co.

LA CROSSE, WISCONSIN




We are proud to prove in
Powel Crosley Jr.s home
town that the old adage
“a prophet is not without
honor save in his own
country’ does not apply
to Crosley Radio Sales to
Cincinnatians.

T
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Schuster Electric Co.

2169 Spring Grove Ave.
CINCINNATI, OHIO
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Crosley Radio this year
is the sweetest profit
making line any radio
dealer can handle. We
are organized to serve
western New England

100%.

B. H. Spinney Co.

62 Hampden Street
SPRINGFIELD, MASS.
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“We are proud to be
Crosley’s first and oldest
distributor. Crosley ra-
dio is moving from our
dealers’ floors as fast as
we can get it from the fac-
tory. Such a condition is

PROFITABLE to us all.”

Standard Battery & Electric Co.

Waterloo—Cedar Rapids
IOWA
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Such real value as Cros-
ley radio possesses plus
the sound Crosley factory
policy can only result in
one thing . ... and that
one thing many a dealer
1s already beginning to

enjoy—SUCCESS.

WILKENING, Inec.

818 N. Broad Street
PHILADELPHIA, PA.
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With Crosley Show
Box and Dynamic
Dynacone
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Crosley-Findlay Metal Ensembles

the only Metal Radio furniture on the market endorsed by Powel Croslev, Jr., as the
most modern and finest presentation, accurately employing the principles of acoustics.

DEALERS

Findlay has combined the up-to-the-minute. fast-selling CROSLEY Radio products, the
Gembox and Showbox, the new Dynamie Dynacone and the Findlay Metal Console
Table inte an exquisite ensemble—made entirely of metal. The Crosley-Findlay en.
semble is unmatched in attractiveness and design; unexcelled in workmanship and con-
struction; and unsurpassed in popularity and sales.

DEALERS

I Now is the time to reap the harvest sales of the Crosley-Findlay Metal Ensemble.
¢ p Profits arc hig and sales quickly made when this beautiful ensemble is displayed to
the public. You are protected by the Findlay policy as Findlay Tables are sold ouly

through authorized Crosley dealers.

“FINDLAY CONSOLES SELL SETS”
Write to your Crosley Distributors for details or addiess

Robert Findlay Mfg. Co., Inc.

“Makers of Fine Metal Console Tables”

Showrooms—242 Fifth Ave., New York, N. Y.
Office & Factory—Metropolitan and Morgan Aves., Brooklyn, N

Do ol b - PUSEEPUREE N
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' SHOWERS

HESE are the products of the world’s
largest general furniture manufacturers.

The economies of production on a huge
scale—savings in labor effected by straight
line production—and lessened costs through
enormous purchasing power are reflected in
these cabinets.

They are fine cabinets.

They are built by craftsmen. They are
propertly constructed, yet they are graceful.

They are perfectly finished in the modern
manner.

Walnut veneers are combined in many
woods and effective ways. Genuine wood
carvings add much to their beauty.

The Crosley dynamic power DYNA-
CONE is built in.

This revolutionary type of speaker is the
desired piece of radio apparatus today.
Crosley leads with the first real dynamic
speaker at a popular price . . . and maintains
that leadership in quality, volume and real-
ism of reprodft)xction.

Prices shown here are list prices with
proper Crosley radio installed.

All cabinet panels are cut away to permit

The BROADW AY—This is the FEATURE installation of Crosley radio without remov-

of the Showers-Crosley combinations. With ing set from metal case or making any altera-
Crosley dynamic power DYNACONE built g N g any

in and AC clectric GEMBOX inscalled i tion. Merely set the set in the cabinet. The
as no compecition rice of cabinet with 1 1
o Tt 0 effect is as though the set was actually built

in the console.

Powel Crosley, Jr., approves Showers cabinets as ideal both acoustically and
mechanically for Crosley radio. With such endorsement Showers have turned
their entire energies to making cabinets exclusively for Crosley radios and have
equipped each cabinet with the amazing new and greatly desired dynamic power
speaker—the Crosley DYNACONE.

W o s o



——— .

The WOODW ARD—Popular slide door model.
is one of the fasrest selling models on the
market. With Crosley dynamic power DY-
NACONE built in and Crosley 8-tube AC
elecuric push-pull audio SHOWBOX receiver
installed, it is an unmarchable value at
$159.50. Price of cabinert without receiver., $70

The Talking Machine World, New York, October, 1928
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Meet any compertition with this unbearable
value. (Picured art right) The HOLLY W OOD
—exquisite _console.  With Crosley dynamic
powver DYNACONE built in and Crosley
8-ube AC electric push-pull audio SHOW'-
BOX installed it enables you to meet ANY
competition, with a low list price - $137
Price of cabinet without radio receiver - $§57

Crosley R

SHOWERS BROTHERS COMPANY

Radio Division

BLOOMINGTON, IND.

MONTANA, WYOMING, COLORADO, NEW MEXICO and WEST, prices slightly bigher

adl
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Interesting Events of
the Trade in Pictures

Above—I1'ictor Caravan luncheon. held in the

Congress Hotel, Chicago. Victor dealers from

the city and surrounding territory participated
in the meetings.

Right—The float entered by George R. Post.

authorized Stromberg-Carlson dealer of Butler.

N. J.,in a local carnival parade. The float gave

prominence to the Stromberg-Carlson treasure
chest and the buccancer idea.

Left—The Deutsche
Grammophone Co.
handles Brunswick
merchandise in Ger-
many. Here is a
scene of an unusual
Brunswick record
display whose mo-
tif is somewhat fu-
turistic, yet it is a
cozy nook and one
can imagine that it
helps to sell many
records.

Right — Miss Ze-
nith Automatic
at dealer banquet
in Philadelphia,
sponsored by
Trilling & Monta-
gue, distributors.

e

Left—Nothing could be more indicative of
20th Century progress than shipping radio sets
by airplane. The picture, taken in Atlanta,
shows W'. A. Parker, president of Beck &
Gregg Hardware Co.. wholesale distributor of
Eveready products and Eveready radio receivers
and loud speakers: Rodney Morrison, Jr.. South-
ern Manager, National Carbon Co.. Inc., manu-
facturer of Eveready products; and G. R. Dendy,
radio sales engineer, Southern District. National
Carbon Co. In the plane are Earl W. Winger
and N. A. Thomas. proprietors of the Chatta-
nooga Radio Co. Pilot Gene Fricks is at the
control seat. The picture wcas snapped at Can-
dler Field as the party took off for Chartanooga.

Right—Rivaling the tea-testers for
super-development of one of the hu-
man faculties, there is now the “tone-
tester.” In the manufacture of loud-
speakers and reproducing devices,
used not only with radio receivers but
also for the electric reproduction of
phonograph records, the final test of
the assembled instrument is made by
comparison with a master model or
speaker. The photograph shoics Mar-
tin T. Olsen. employed by the Jensen
Radio Mfg. Co., Chicago, 1ll., who is
one of the wveterans in this neiww spe-
cialized art and iwcho, in a recent test,
was able to accurately distinguish be-
tween audible sounds, covering the
entire musical range.
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Above—W hat can be done to beautify a corner

in any home. Four gay young things from Koxy's

Gang visited the Kolster booth at the Radio

World's Fair and gave added charm to the
display of radio receiring sets.

o

Above—Blanche Mehaffey, Universal motion pic-

ture star, is an ardent radio fan and has both

her home and her dressing room at the studio

equipped with one of those newly developed popu-
lar Crosley models.
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Victor Co. Releases
Stephen Foster Album

Four Double-Faced Records Contain All
of the Best-Known Songs of the Famous
Composer—Arranged by Shilkret

The Victor Talking Machine Co. recently
issued a Stephen Foster albumm set of four
double-faced records in which is included all
of the best-known songs of the famous com-
poser of plantation music. It was arranged
and conducted by Nathaniel Shilkret, who was
responsible for the Victor Herbert album
issued by the Victor Co. a few months ago,
and uses the services of several well-known
artists as well as a splendid orchestra. Among
those whose voices can be recognized on the
recordings are Frank Crumit, Vaughn Del eath,
James Melton, Elliott Shaw, Wilfred Glenn
and Fred Luther. In certain of the numbers
a group of colored jubilee singers are used.

Despite the fact that he was born in the
North, in Pittsburgh, and lived there for the
greater part of his life, Stephen Collins Foster
is recognized as one of the greatest composers
of Southern melodies. The most famous of
these are “Old Folks at Home,” “Old Kentucky
Home,” “Old Black Joe” and “Massa’s in the
Cold, Cold Ground.”

The Victor album covers the composer’s work
from start to finish. His earliest song, writ-
ten when he was sixteen, is “Open Thy Lattice,
Love”; his last, “Beautiful Dreamer.” The
chief events of his life are carefully linked up
with his songs. “Jeanie With the Licht-Brown
Hair” honored his wife; “Old Kentucky Home"
was written on the occasion of a visit to Ken-
tucky; “Massa’s in the Cold, Cold Ground” was
composed soon after the death of his father.

Elected Directors
of Music Chamber

Robert T. Stanton, newly elected president
of the National Association of Sheet Music
Dealers, and Nels C. Boe, newly elected presi-
dent of the National Association of Piano
Tuners, were elected directors of the Music
Industries Chamber of Commerce at a meeting
of the executive commiittee of that body on
September 25. They succeed J. Elmer Harvey
and Charles Deutschmann, former Association
presidents. M. Hohner, Inc., was elected to
individual membership of the Chamber.

Consideration was given to the bids of vari-
ous Chicago hotels for the 1929 convention, and
arrangements were made to get the consensus
of opinion of exhibitors concerning the advan-
tages of the various hotels. Final decision will
be made at the next meeting of the Board of
Directors to take place in Chicago, on October

23, at which there will also be a recommenda--

tion on the subject from the Board of Control
of the National Ass'n of Music Merchants.

Expect Big Increase
in Earnings of RCA

It is reported in Wall street circles that the
estimated net income of the Radio Corp. of
America for the third quarter of 1928 will be
around $4,250,000, which would be equal to
about $3.50 a share on the 1,155,400 common
shares outstanding after preferred dividends
for this period. This compares with actual net
income of $1,401,905, or 91 cents a share in
the June quarter, and with $3,588,989, or $2.80
a share, in the third quarter of 1927.

This estimate would bring the net income
of RCA for the first nine months of 1928 to
about $8.800,000, or $56.70 a share on the com-
mon stock, as compared with $4,141,355, or
$2.69 a share, in the same period last year.

Resume Atwater Kent
Radio Concert Series

Fourth Year of Concerts Sponsored by
Atwater Kent to Present Many New
Artists of World Fame

The fourth year of Atwater Kent radio con-
certs, featuring grand opera and concert stars,
was opened on Sunday evening, October 7. A.
Atwater Kent, president of the company, has
announcced that many new singers and instru-
mentalists of international renown, in addition
to other great artists previously presented, will
be heard on this hour during the series. A
network of twenty-six stations virtually blan-
keting the country will be used. The new sea-
son was opened in a particularly auspicious
manner with an ensemble of ten Metropolitan
Opera artists, starring Frances Alda, soprano,
and Mario Chamlee, tenor. The Atwater Kent
Orchestra was under the baton of Gennaro Papi.
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Lyric Radio Poster
Campaign Under Way

Otto N. Frankfort, Vice-President in
Charge of Sales of All-American Mo-
hawk Corp., Urges Dealer Tie-up

The Lyric radio poster advertising campaign
is uow under way, Otto N. Frankfort, vice-
president in charge of sales of the All-Ameri-
can Mohawk Corp., recently announced. Mr.
Frankfort has urged all Lyric dealers to take
advantage of the campaign, which he describes
as the most colorful, economical and dominat-
ing poster advertising the company has ever
sponsored. The art work of the poster, which
is being handled by the General Outdoor Ad-
vertising Co., combines simplicity with a force-
ful message featuring the Lyric slogan:
“Radio’s Realistic Close-up.” This campaign is
in line with the company’s policy of dealer co-
operation and practical sales help.

Console Models equipped
with Magnetic or ye
namic Speakers.

Furnished in 6- Tube
Standard and 7 - Tube
Push Pull.

bility.

Chassis furnished in 6-
tube standard Code No.
2829-RAC-6 and 7-tube
Push Pull Code No. 2829-
RAC-7.

You Profit Most

on Private Label!

Exclusive rights to the right radio bring you most profit. For
100% exclusive rights, put your own label on the radio you sell.

No radio can out-perform Premier. It’s the equal of any
in tone-quality, selectivity, simplicity, looks, quality and sala-

Premier Radio for private label brings you longer profits;
its flexible price meets any market; it frees you from burden-
some contracts—you order only what you need. It preserves
your trade identity, your most valuable possession!

It comes in table and console models—furnished in 6-Tube

Standard and 7-Tube Push-Pull.
Phonograph with electric pick-up.

Chassis Specifications

All-metal chassis; rigid, strong, stays put. Unconditionally
guaranteed. Apparatus 1009, shielded. Licensed under U. S.
Navy Patents and Hogan Patent No. 1,041,002.

Write for price and full details. No obligation.

PREMIER ELELTRIL LOMPANY

Established 1905—Manufacturers Ever Since

3814 Ravenswood Avenue
Chicago, Illinois

%

Also Combination Radio and

Chassis for No. 401 and
No. 403 type tube can
also be furnished.




58

H. E. Ringold Joins
the Brunswick Staff

Succeeds C. L. Ellison as Director of
Dealers’ Service Department of Pana-
trope Division of Brunswick Co.

H. E. Ringold is now in charge of the dealers’
service department of the Panatrope division,
Brunswick-Balke-Collender Co., Chicago, suc-

cecding C._IL. Ellison, who has been transferred
to another department in the Brunswick Co.'s
organization.

While Mr. Ringold comes to Brunswick with
no previous experience in the trade, he has a
widc knowledge of advertising and its ramifica-
tions. He formerly was adverticing manager
for a clothing company in Burlington, Ia, and
held the same position with a coal company in
Illinois and Towa. In addition, he has had ex-
tensive expericnce in direct-by-mail advertising
and is well equipped to handle the particular
division of the Brunswick Co. to which he las
been assigned. Mr. Ringold’s work will con-
sist primarily in helping the dcaler in his ad-
vertising problems. In this work lhe will assist
Paul S. Ellison, advertising manager of the
company.
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David Sarnoff Speaks
on Radio Situation

RCA Vice-President and General Man-
ager Discusses Radio Progress—Sees
Television as Not Yet Ready

Radio is now taking the easy chair at the
fircside of the American home, now that the
electrically operated set that feeds from the
light current is no longer
an experiment, David Sar-

noff, vice-president and
general manager of the
Radio Corp. of America,

recently said in comment-
ing upon the radio situation

Attractive Zenith
- Window Display

California Phonograph Co., San Francisco,
Features - DeLuxe Spanish Model in
Window Trim—Other Models Shown

The California Phonograph Co., 1009 Market
street, San Francisco, recently used the beauti-
ful window trim shown herewith for the dis-

this Fall.

“Full volume rcception
and true tonal valuc have
been accomplished,” said
Mr. Sarnoff. “To-day the
broadcasting of music, en-
tertainment and speech is
a highly organized service.
Time has . destroyed the
bugaboos that followed in
the wake of a new art.
Standards of musical ap-
preciation have bcen raised
by mass communication.
New service elements arc
daily being added to broad-
casting programs.  High
power transmission, always
supported by leading tech.
nical opinion, has fully justified itself in public
service.”

In regard to telcvision, Mr. Sarnoff stated
that, as a service to the home, it is not yet
apparent around the corner, and he pointed
out that much progress must be made before it
will become feasible. '

“Television, in the true scuse of the term,”
said Mr. Sarnoff, “will come when stations
shall be able to broadcast regularly visual ob-
jects in the studio or occurring scenes any-
where through remote control; when reception
devices shall be developed that will make these
objects and scenes clearly discernible in mil-
lions of homes; when a service shall have been
cstablished that will bring informative, educa-
tional and other sights by radio to the homcs
equipped to rcceive them. In the meantime,
television is still in the laboratory.”

CASE ELECTRIC RADIO

The COMPACT

A DTrofit Leader. Eight tubes (in
cluding _rectifier) Full AC operation:
single dial control; artistic wood cahinet.
Three-tuned stages. Complete {less tubes)

Sure-

Fire

Dealer

Franchise

with a complete line of greater
value sets from $98 to $£300, vack:d

by a real sales plan that meets the
dealer more than half way—every
CASE dealer is assured liberal
profit I’rite for full details.

CASE ELECTRIC CORPORATION

Division United States Electric Corp.
MARION, IND.

A New and Complete Line of
Super-Powered AC Neutrodynes

CASE — Master Builder

CASE ELECTRIC RADIO mcet~ the public de

mand for faultless tone and positive, simpli

fied operation, and in addition offers

areater power stage by stage, using the

time-tested and proved Neutrodyne
circuit.

CASE ELECTRIC RADIO s
fully licensed. Each_unit ts
ruggedly built to withstand
rough handling in ship-
ment and continuous
owner satisfaction.

The
GLORITONE

Radio's supreme musical instrument. The
finer CASE Nine-tube Neutrodyne (including
rectifier) in combination with electric phono-
graph. Dynamic speaker. Loop operated
Luxurious cabinet, gold ftted $500
Less tubes - g 2

of Fine Radios

Zenith Display of California Phonograph Co.

play of Zenith radio receivers. The Zenith De-
Luxe Spanish model, listing at $2,600, West
Coast price, occupied the center position and
was flanked by other models of the Zenith line.

Grebe Synchrophase
Line Prices Revised

A reduction in prices on the Synchrophase AC
Six line. effective immediately, has becen an-
nounced by A. H. Grebe & Co., Inc.,, New York
and California, pioncer radio manufacturers.
The new prices, which affect only the AC Six
line produced by the Grebc Co., are as follows:
AC Six receiver, $197.50; AC Six Special, $178;
AC Six (twenty-five cycle), $200; AC Six Spec-
cial (twenty-five cycle), $180; DeLuxe Console,
$510, and Power Amplifier Table, $227. Thesc
prices apply to cast of Denver; west of that city
the prices are slightly higher.

Ward Perry Heads
Battery Association

The annual convention of the National Rat-
tery Manufacturers’ Association was held at
the Ambassador Hotel. Atlantic City, N. I,
on September 20 and 21, and resulted in a busy
and profitable two-day discussion of problems
affecting the industry.

The following werc clected officers for the
coming vcar: \Ward S. Perry, president; }. D.
Perlman, first vice-president: A, A MacLean,
sccond \-icc-gresidcnt; Paul ). Marko_. Sr..
treasurer; E. C. Handler, secretary; L. .\.
Doughty, director: A. J. Baracrce, director, and
W. J. Parker, commissioner. It was voted to
hold the next mecting of the .Association in
Cincinnati, O., the first week in April

New Federal Distributor

The Hollenberg Music Co., Little Rock, Ark,
has been appointed wholesaler for the Federal
Ortho-sonic radio line of the Federal Radio
Corp., Buffalo, N. Y. This long-established
music house operates three stores at Little
Rock, Hot Springs and Pine Bluff, Ark.
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DOUBLY IMPROVED

POWER

for JUNIOR
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The Master Junior

THE NEW IMPROVED

the new improved Master Junior

Motor are built for high sales
records. Up at the top with the lead-
ers—best sellers.

Two complete 10-inch selections
played from one winding. Full pull-
ing strength for all records.

Uniform speed to every turn. Vel-
vety-silent, vibrationless running.

“Little finger” ease of winding—
quick, quiet, with wide sweep of crank
and abundant knuckle room.

Powered for double service, with
every perfection and convenience. By
a motor having the same “Built like a

(The,.

]UNIOR portables equipped with

MASITER JUNIOR MOTOR

fine ship’s clock™ high quality for
which the Flyer and Junior Motors are
famous.

The Master Junior has the same new
superior design as the new Master Flyer
Motor, except it is smaller. New super
quality athletic spring; new silent
gears; new effort-eliminating silent
worm wind.

Specify—and insist on—the new
Master Junior Motor for all your
smaller portables. You can back every
one of them to the limit for the best
and most dependable power perform-
ance. And you will sell more portables
and records.

(% ENERAL INDUSTRIES CO.

&

2812 Taylor Street, Elyria, Ohio

This trade mark on your motors means the high-
est ralue. Motors made and guaranseed by a large
and reliable company, manufacturing spring moto

uninterruptedly for fifteen years.
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Powel Crosley, Jr.,
DeForest Director

Elected to Board of DeForest Radio Co.
at Recent Meeting—Vincent Bendix and
P. C. Anderson Made Directors

Powel Crosley, Jr., president of the Crosley
Radio Corp.,, was elected a director of the
DeForest Radio Co. at the annual meeting of
stockholders held recently at Jersey City, N. .
Two other new directors were elected, Vincent
Bendix, president of the Bendix Corp., South
Bend, Ind., and P. Chauncey Anderson, of the
law firm of Pendleton, Anderson, Iselin &
Riggs, of New York City.

More than 70 per cent of the stockholders
were represented at the DeForest meeting, and
it was announced that action taken on various
matters was practically unanimous. J. W
Garside, president of the company, reported
rapid progress in re-equipping the large plant
in Jersey City and in securing engineering and
production personnel, as well as building up
an efficient business and sales organization.
Plans for the coming year include a steadily
increasing output until an annual vacuum tube
production of five million is attained, according
to DeForest executives.

Montana Victor Trade
Views Latest Models

Butte, MonT, October 4.—Approximately sixty
Victor dealers from all parts of this State at-
tended a meeting and banquet at the Hotel Fin-
len here the latter part of last month as the
guests of the John Gilbert Clark Co., Victor
distributor for Montana, Utah, Nevada and
Idaho. The occasion for the gathering was the
demonstration and display of four new model
Victrolas and radio combinations.

Representatives of the Victor Talking Ma-
chine Co. who addressed the dealers included
A. C. Love, Western district manager; W. F
Sullivan, service engineer, and Miss Madeleine
Davies, director of the record promotion de-
partment of the Victor Co.

Pooley Co. Outlines
1928-29 Ad Campaign

PHi1LADELPHTA, Pa, October 6.—The Pooley Co.,
of this city, maker of Pooley radio cabinets for
Atwater Kent radio, has issued a broadside on
its newspaper ads and advertising material for
1928-29. These advertising suggestions for deal-
ers’ use range from single-column width to full
page in size. In addition there are shown line-
cut and half-tone engravings of all models of
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the Pooley line which are available to dealers
for use in circular, mail order or newspaper
ads which they compose.

A page is devoted to dealer lelps such as
consumer folders, etc. It is also announced
that the Pooley national advertising this year
will appear in the following magazines: Satur-
day Evening Post, Better Homes & Gardens,
Atlantic Monthly, Golden Book, Harper's Re-
view of Reviews, Scribner’s, World's Work,
Asia, House & Garden, Vanity Fair, Vogue and
the New Yorker.

H. J. Wrape Addresses
Talking Machine Men

President of Federated Radio Trade Asso-
ciation Gives Interesting Talk—Organi-
zation Seeks Paid Secretary

Harold J. Wrape, president of the Federated
Radio Trade Association, was  the guest of
honor and principal speaker at the regular
meeting of the Talking Machine and Radio
Men, Inc, of New York, New Jersey and Con-
necticut at the regular meeting held at the
Cafe Boulevard, New York City, on September
19. Mr. Wrape touched first on the progress
which the Federated Association is making, say-
ing that two new local trade groups, the Ten-
nessee Radio Trade Association, have applied
for membership, bringing the total of local
bodies to eighteen. He also spoke of the prog-
ress of the wholesalers’ division and of the in-
dividual dealer members’ group.

Mr. Wrape recently concluded a trip which
brought him from coast to coast, and he stated
that in his long experience with radio, never
has he seen the trade in a more optimistic
mood over the coming season’s outlook. The
past Summer, for one thing, had cast off the
bugaboo of a seasonal slump due to a number
of factors. Mr. Wrape urged support of the
action of the Federal Radio Commission in
its endeavor to improve broadcast reception.

The routine business of the Association was
speedily dispatched, and after a statement by
Joseph H. Mayers, vice-president of the organ-
ization, regarding a paid secretary to represent
the Association, the meeting adjourned and
the members visited the Radio World's Fair
at Madison Square Garden. Incidentally, ap-
plications for the position of secretary of the
Talkine Machine and Radio Men are being re-
ccived by Joseph H. Mayvers. chairman of the
committee, which was appointed to select the
most desirable applicant.

The Central Music Supply Co., of which M.
F. Jacobs is proprietor, has moved from 964
North Marshall street to 1101% West Girard
avenue, Philadelphia, Pa. The shop carries a
full line of repair materials and has built up
an excellent business.

Victor Issues Serv-
ice Notes for 9-16

Complete and Detailed Information Re-
garding Operation and Adjustment of
Instrument Is Provided for Trade

The Victor Talking Machine Co. recently
issued to all dealers a sheet containing “Serv-
ice Notes for Electrola Radiola Model 9-16."
These notes impart complete and detailed in-
struction to the service man regarding the
operation of the instrument, the adjustment of
the radio record transfer switch and the repair
of the compartment lamp.

The policy which the Victor Co. has pursued
throughout its entire career in providing its
retail representatives with complete instruc-
tions for the repairing of Victor instruments
has proved of inestimable value. Victor dealers
have at all times at their disposal bulletins
ixsued by the company, giving in simple, under-
standable language complete instructions, so
that a check-up of the bulletins regarding a
specific instrument fully informs the dealer or
his service man as to what is wrong with the
instrument under consideration.

Ortho-sonic Radio
Set Prices Revised

New list prices embodying substantial reduc-
tions on the Federal Ortho-sonic radio line
have been announced by the Federal Radio
Corp., Buffalo, N. Y. The reductions are as
follows: Model H-10-60, former list price $130,
now $110; Model H-40-60, formerly $200, now
$180; H-41-61, formerly $233, now $210; E-45-
60, formerly $460, now $295; E-40-60, formerly
460, now $270; F-45-60, formerly $£500, now
$395; F-41-60, formerly $595, now $420, and
Louvain, formerly listed at $900. now $530.

Coast Bosch Sales Treble

The sale of Bosch radio receivers, manufac-
tured by the American Bosch Magneto Corp.
on the Pacific Coast, has trebled the volume of
last year it was recently reported by G. W.
Stackman, divisional manager. The display of
new models at recent local radio shows was
received with enthusiasm.

New Walters, Okla., Store

An exclusive music store and studio has
been opened in Walters, Okla., recently by
Mr. and Mrs. M. A. Cash. The proprietors

formerly conducted a similar establishment at
Temple, Okla.

=

No. 12
48 in. Air Column.

Height 16”. Width 1314”
List Price, $22.50

column amplifier.
reproduction.

Two Table Models—No. 8 and No. 12—finished in either
two-tone Walnut Stipple or Bronze.

P (

se REED

ULTRATONE

the Speaker with a mineral molded, exponential tapered air
Made for those who want natural tone

A high-grade Speaker at a moderate price.

JEWEL PHONOPARTS CO.

500 North Dearborn St.

Chicago, Ill.

No. 8

Height 101%”
Width 734”
List Price, $15.00
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- Federal Announces

the New H-Series

‘ 9 B " ¥ 7- _' 7 And Only
America’s Finest i b, —l —l O
Small Radio

I:EDERAL presents a new achievement—the new H models—table and console rcceivers of
remarkable beauty and unusual compactuess.

The table madel easily tucks away in any of dozens of ticularly to women. It alone will mecan thousands of
places in the home wherever there’s a few squarc sales for designated Federal retailers this ycar.
inches of unused room. The console model fits into
the decorative scheme in the smallest nook or corner The console model is provided with built-in speaker
without rearranging the room or disturbing the specially designed to respond to low frequencies. It
furniture. This beautiful compactness appeals par- is also available with bnilt-in dynamie speaker.

All Metal Chassis Wood Cabinets Two Way Selectivity Push-pull Amplification
Ortho-sonic Tone  Single Dial, electrically illuminated Unusually Compact
7 A. C. tubes (including rectifier)

Prices (without tubes ar accessories)

For A. C. light-socket—60 cycle, H 10-60 Table Model $110—H 40-60 Console 3185
25 cycle, H 10-235 Table Model $120-—H 40-25 Console $195
Console with built-in dynamic speakers—60 cycle H 41-60 $210—25 cycle H 41-25 $223

(Shightly higher west of Rockies)

Phone, wire or write for full details of the new Federal models
and Federal’s liberal proposition

FEDERAL RADIO CORPORATION, BUFFALO. N.Y.

OPERATING BROADCAST STATION WGR AT BUFFALO
Federal Ortho-sonic Radio, Ltd., Bridgeburg, Ont.

e&l@][”(dll

ORTHO-SONIC™ R{ (dl(dl]/i@

Licensed under patents owned andlor controlled by Radio Corpora-’ » Federal’s fundamrmal I ible Ortho-
tion of America, and in Canada by Canadian Radio FPatents, Lid. sonic reproduction is patented undtr uU. S Lcutrs Palenl No. 1,582,470

FEDERAL RADIO CORPORATION,
1738 Elmwood Avenne, Buffalo, New York

Please send me complete details of the Federal proposition.

Name
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New Model Peerless
Portable on Market

Equipped With Heineman Junior Motor
and a Special Reproducer—New Record
Album Introduced to Trade

A new and improved model of the Peerless
funior portable phonograph has been an
nounced to the trade by the IPeerless Album
Co., New York. It is equipped with the Heine-
man Master Junior motor, playing two records
with one winding, and a reproducer designed
especiatly for Peerless. It is finished in two-
tone fabrikoid with contrasting border effect.
It lists at $13

A new Peerless record album has also been
produced, with back elaborately decorated in
gold. This album was designed for the phono-
graph manufacturer who desires an attractive
record-filing device for his cabinets.

The Peerless Champion portable, equipped

The Talking Machine ¥V orld, New York, October, 1928

with a double-spring motor and listing at $20,
which was recently introduced, has enjoyed
wide popularity, according to Phil Ravis, presi-
dent of the company. It is stated that there
is also a wide demand for the Peerless line
of carrying cases which is made in three sizes.

“Our Summer business has been fine, and we
have been particularly busy on advance orders
for Fall delivery,” said Mr. Ravis. *“Our manu-
facturing facilitics have been increased with the
addition of new equipment and we are now in
a splendid position to give satisfactory and
prompt service to the trade on dcliveries dur-
me the holiday season.”

Columbia Augments Ad Staff

A recent addition to the advertising staff of
the Columbia Phonograph Co. is Harold H.
Lisk. Prior to his coming to Columbia Mr.
l.isk did theatrical publicity for the Public
Service and Broadway Ticket Offices, besides
writing considerable copy as a free lance.

make

The Model 400A DeLuxe

a SUPREME will

money for You

A complete portable laboratory: comparable in results

The Supreme is the only instrument
in the world that makes oscillation
tests on all radio tubes. (This is the
onlv accurate method of finding the
actual value of a tube.)

The Supreme shows by meter readings
the exact working condition of any tube
from 1% to 15 volts, including screen grid,
heater type, and rectifier tubes. It is the
only known instrument that shows output
of rectifier tubes. )

The Supreme self-contained power plant,
deriving its power direct from any A.
line, makes the oscillation tests possible.
Every radio engineer and service man
will appreciate this exclusive Supreme fea-
ture.

The Supreme radiator sends out a mod
ulated wave. Simply plug into A. C. line.
No more wasting valuable time waiting on
broadcast stations; always at your service
and finer adjustment assured. )

The Supreme heavy duty rejuvenator
provides scientific method of rejuvenation
of any thoriated filament tube. Will re:
activate up to 12 tubes at one time with-
out removal from set. Pull a plug—the
Supreme does the rest.

Condensers can be balanced or synchro-
nized—not by the former tedious methods—
but with both meter reading and audible
click. Easy, and much more accurate.

and efficiency with the most expensive stationary lab-
oratory equipment. An instrument worthy of the most
skilled radio engineer, and still -0 simple that the aver
age service-man can obtain perfect results easily and
quickly,

Comes in a handsome, brass-bound traveling case, which
is complete and convenient in its appeintments. Con
tains a swinging tube shelf providine ahsolute protection
and instant accessibility to tubes. Has adequate and
easily accessible compartments for all tools, accessories,
and supplies. Complete set of tools and materials, from
electric soldering iron to screwdriver, is furnished, each
located in its proper place in the case.

Instrument lifts out of iraveling case for store or
laboratory use.

‘The 400A will play radios with open transformers and
will give condenser, choke coil output, and capacity out
puts on radios not wired for the purpose.

Access is provided to all apparatus through pin-jacks
Will test condensers for breakdown. Contains various
fixed condensers from .001 to 2 mfd., a 30-ohm rheostat
a 500,000-ohm wvariable resistance, and an audio trans
former, for instant use and various combinations.

Only $38.50 cash and 10 trade acceptances for $10.00
each, due monthly. Cash price. $124.65.

. The most thorowgh, convenient, and practical apparatus
in the radio field.

The 99A Set-Tester

. The ideal instrument for the busy service man. Iight
in \velght, compact, accurate, thorougl, and complete.
Comes_ in a well-constructed, leather grained, brass-boun
traveling case with compartment for tools, etc. All
necessary adapters and accessories furnished.

Only $28.50 cash and 8 trade acceptances for $10.00
each, due monthly. Cash price, $97.65.

A real wmonev-maker for the service-man

Our Liberal Trial Offer
and Time Payment Plan

We don’t want you to buy the Supreme until yon
have tried and tested it in your daily werk—convinced
vourself that it is all we say 1t is! Send new for detaiis
of our liberal 6-day trial. offer and deferred payment
plan: Do it today! ~ Address

All continuity tests can be made from
socket on either A, C. or D. C. sets.

The Supreme will give direct reading
amplifying power of tubes and will show
actual working condition of all tubes.

It will give plate voltage readings with
or without load: will test voltage and cur-
rent of all radios, including those using
the latest tubes, such as 210 and 250; will
give grid circuit readings up to 100 volts,
will test output of trickle chargers, or any
output up to 25 amps.

In fact, the Supreme will give you
.verything that any other testing instru
ment or all other testing inustruments com-
bined will give, and in addition will pro-
vide the many really important features
that are obtainable only in the Supreme.

Marvelous as is the Supreme, it is ex-
tremely simple. Plainly marked push but
tons provide for instant selection of all
meter scales. It is as simple as it is thor-
ough; as rapid as it is accurate.

Three II’eston meters, mounted in Bake:
lite cases, are built in both models:

1 voltmeter, three scales of 0/10/100/600,

1,000 ohins per volt.
1 Mil-ammeter, of 125 mils and 274 amps.
1 A. C. Voltmeter, three large scales of
0/3/15/150.
Every competent radiotrician knows that
this meter equipment insures maximum
accuracy.

Use the Supreme in making installations
of new sets. Balance the radio frequency
tubes. Assure your customer maXimum re-
sults from his purchase. Saves time for
vou; the set stays sold; your customer is
pleased. That means a direct, immediate
saving or profit for you and the creation
of good-will that builds business.

Use thie Supreme in your service work.
One man does the work of three and doe-
it more accurately and easily, because it
~dbstitutes scientific analysis for guesswork.

Put the Supreme to work; vou'll find it
the biggest money-maker on your pay-roll.

Comes in two models, 99\ and 400A.

SUPREME INSTRUMENTS CORP.

Supreme Building, Greenwood, Miss.

Brunswick Has New
Record Supplement

New Type Supplement Is 6% Inches
Wide by 26 Inches Long—Possesses a
Great Number of Distinctive and At-
tractive Features

Record supplements have always been a
problem to the phonograph record manufac-
turer. He must devise a form that wiil have
the maxiimmum display and sales appeal and, be-
cause of the enormous distribution, must
necessarily watch the expense carefully, for it
is a matter that can easily get out of control.
Brunswick has solved the problem in the in-
troduction of a type of record supplement that
1S new to the music industry.

In design it is 674 inches wide by 26 inches
long, and is folded in straight folds and in
such a way that it can be opened in one sweep
and present the entire month’s records to the
eye at one glance. The first edition is
elaborately decorated in the modern type of
art work and is profusely illustrated with pic-
tures of Brunswick artists. This particular
issue features Lee Sims, Bernie Cummins,
Harry Richman, Vincent Lopez, Mario Cham-
lee and Richard Bonelli.

On the reverse side is a complete recapitula
tion of Brunswick records issued in 1928 and
when it is folded it presents to the eye a three
months’ calendar, featuring certain dates on
which some particular musical event occurs
that is associated with Brunswick records.

The features of this new type of record sup-
plement are nuimnerous and among these is the
fact that it is a self-mailer, for by fastening
it together with a clip or small sticker it can
be maited without further effort. Another
feature is that it fits easily into the No. 6 en-
velope and can be enclosed with statements
and other mail material, consequently it is con-
venient for any pocket or purse. Another
feature is the recapitulation, which, through this
new set-up, it is possible to present in a very
cffective manner, and it is not necessary to
turn pages to find any one record. Of great
importance to the dealer is the fact that th-
supplement may be opened flat and can be used
as an auxiliary hanger, displayed in the record
booth or slipped under the glass top of the
record counter, and in that way featuring the
current records and those released during the
entire vear.

The Brunswick organization believes that it
has solved the record supplement problem for
the dealer and that the new idea answers a
long-felt need of a supplement that is attrac-
tive to the eve and convenient for the cus-
tomer, for he can find any record that he may
wish to hear without wading through masses
of detail. Although this new style has just
been released to the trade, it has created
widespread approval from Brunswick dealers
throughout the country.

Iowa Atwater Kent
Dealers in Meeting

Des MoiNes, Ta, October 5.—Under the aus-
pices of the A. A. Schneiderhahn Co., Atwater
Kent distributor, Atwater Kent dealers in the
territory gathered at the Fort Des Moines
Hotel, this city, recently for a business meet-
ing. Addresses were made by His Excellency
John H. Hammill, Governor of Iowa, and Cap-
tain Sir Hubert Wilkins, Arctic explorer and
one of the few aviators who have flown over
the North Pole. Other speakers included A.
A. Schneiderhahn and G. J. Timmermann, of
the distributing organization; L. A. Pratt, J.
W. Laufer and T. J. Willis, of the Atwater
Kent Mfg. Co. Philadelphia, Pa., and George
J. Phillips, of the Pooley Co., cabinet manufac-
turer, also of Philadelphia.
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Arwarer Rent
RADIO .

Now all in one

and all
ATWATER KENT

HEN Atwater Kent first set—all-electricreceiv-
brought out a compact radio, er and speaker com-

many an eyebrow was raised, many bined in a compact
a sceptic said, “But will the public  all-metal shielding
like 1t?” cabinet. It’s wonder-

"DID the public like it? Every- fnlly small, delicately
beautiful. It’s right in

body is trying for compactness now.
the modern trend—

Same thing happened when At-
water Kent introduced the true one-
dial, and again when Atwater Kent
introduced the all-inetal shielding It is designed and built, every part of it,
case. by Atwater Kent—a set that comes to you

simple, convenient,
good looking.

complete except for tubes—that you can sell
with the Atwater Kent guarantee and with
undivided sponsorship.

Who wonld go back to three dials
today? And did you observe the
flock of all-metal sets at the Radio
World’s Fair—and didn’t you
say to yourself, “Atwater Kent was

MODEL 52 A. C. set, combining Model
Nigw . 42 receiver and specially designed Model
It’s just the set that a great many families ~ E2 speaker in a satin-finished cabinet

30 inches high, 11 inches deep, 18 inches

with their minds on cabinet radios were yide. Finishonall foursidesand thereare

. 999 .. . .. W— o
right again”? waiting for. Its tone is perfect. Its price is  W° speaker grilles—{rout and back—fox
_ o convenience of placing in any part of the

Now lere’s a new Atwater Kent a clincher. room. Color choices—dark browu and

gold, golden bronze and gold, or tanpe
and goli. For 110-120 volt, 50-60 cycle

. nicht—Atwater Kent Howur—Ii Y alternating current. Requires 6 A.C. tubes
On the air—every Sunday nig nt H, listen in and 1 rectifying tube. Without tubes, $117.

Prices slightly higher west of the Rockies

ATWATER KENT MANUFACTURING COMPANY $]_].7

4725 Wissahickon Avenue A. Atwater Keni., President Philadelphia, Pa. -
B (Without Tubes)

“Radio’s
truest voice”

Atwater KentRadio
Speakers: Model- E.

MODEL 42 A.C. Many refinements in cabinet MODEL 44 A. C. Extra-powerful, extra-sen- ‘E'2~ E;"%* same gual-
design. Uses six A. C. tubes and one rectifying sitive, extra-selective. Requires seven A. C. ity, different in ~ize.
tube, with automatic line voltage control. For tubes and one rectifying tube. For 110-120 velt, Each $20.

110-120 volt, 50-60 cycle alternating 50-60 eycle alternating current.
current. Without tubes, $86 WitTwul tubes, $106
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Promising Crop Conditions Aid
Business in Kansas City Area

Record Wheat Crop Harvested and Corn Prospects Are Promising—Chas. Freshman
Co. Opens Branch Office—Atwater Kent Dealers Meet—New Brunswick Models Shown

Kansas Crty, Mo, October 8 —The past month
has been omne of unusual activity in talking
machine and radio lines in this city. Both
distributors and dealers report exceptional de-
mand and prospects for the biggest year in
the history of the business. The territory is
in perfect condition, following the harvesting
of one of the biggest wheat crops this section
has ever known, and with corn prospects very
promising.

There has been considerable activity in the
radio field beginning with the middle of August.
The Charles Freshman Co. Inc, has opened
a branch office here with M. C. Schoenly as

district manager for Colorado, Kansas, Okla-
homa, Texas, Louisiana, western Tennessee,
Arkansas and Missouri. Mr. Schoenly has
been with the Freshman Co. for more than a
year in St. Louis, and for the eight years pre-
vious acted as district manager for the Bruns-
wick company in Kansas City and St. Louis,
He is enthusiastic about the prospects of the
Freshman line in this territory. Associated
with Mr. Schoenly are V. K. Henry, L. W.
Tixier and D. G. Shotton, service engineer.
The branch has offices at 1004 Davidson Build-
ing, Seventeenth and Main streets, and main-

tains a warehouse here as well.

[

Buckeye Console Cabinets are de-
l signed and built by master crafts-

men. They are made of selected
Walnut and the finest American
gum woods. They are simply and yet
richly ornamented—cabinets whose
beauty fits them for a prominent
place in the finest homecs.

Today, such outward beauty is one
of the primary demands of discrim-
inating radio buyers. That is why

Remarkable
- SALES RESULTS

with these distinguished
CABINETS

BUCKEYE MANUFACTURING COMPANY ’ g
National Sales Agent. Studner Brothers, Inc., New York City. 67 West $3th St.; Chicago, Ill., 28 Fast Jackson Blvd. )

Model No. 39

This handsome cabinet has doers of 5-ply
veneer swirled English Oak,and carved mould-
ings on the apron, continuing around the sides.
Finished in beautiful hand-rubbed lacquer.

(Suckeye

RADIO FURNI

Stewart-Warner now uses Buckeye
cabinets exclusively. Thatis why
they belp other manufacturers in
selling their receiving sets. That is
why they will be a great sales asset
to you.

In spite of their rare beauty, Buck-
eye Console Cabinets are remark-
ably low in price. Write today for
complete information, illustrations,
and price lists.

SPRINGFIELD, OHIO

The Western Radio Co., Atwater Kent dis-
tributor, held a dealers’ meeting on August 28
for more than 300 Atwater Kent dealers. The
meeting was followed by a banquet in the
evening at the Hotel President.

The introduction of the new Brunswick radio
was received here with enthusiasm by the
dealers. The Kansas City branch of the Bruns-
wick Co. is confident of a heavy demand for
this and the new Panatropes and combinations.
The new radio and other Fall models have
been exhibited to the dealers throughout the
territory by T. H. Condon, manager of the
phonograph division of the Kansas City branch,
at meetings held in Wichita, Joplin, Oklahoma
City and Tulsa.

A number of new accounts are announced
by the Brunswick branch in this territory,
among them being the Davidson Furniture Co.
and the Mace Ryer Co., of Kansas City, and
Haberfield’s, of Pittsburg, Kan.

The Majestic Radio Corp., 2010 Grand ave-
nue, distributor in western Missouri and east-
ern Kansas for Majestic radio and Cunningham
tubes, reports excellent activity in these lines
during the past two months.

O. D. Standke reports fine business through-
out the Fall up to date. The Victor combina-
tion at $285 has been active, as well as the
Victor Orthophonic portable, which he can't
keep in stock because of the quick turnover.
Record business is excellent.

September business with the Sterling Radio
Co. in both the Columbia and Kolster lines is
far ahead of this month last year, according
to C. M. Willis, sales manager of the company,
and especial interest is reported on the new
Columbia-Kolster combination. Kolster busi-
ness in August showed an increase of 150 per
cent over last August and in September a 93
per cent increase over the same month last
year was registered.

The Western Radio Co., Atwater Kent dis-
tributor, is well pleased with Fall business.
According to M. L. Putnam, advertising and
sales promotion manager of the company, busi-
ness during the two months between July 1
and September 1 was three times greater than
it was last year.

Seattle Lyric Jobber
Launches Ad Drive

P. J. Cronin & Co., of Seattle, Wash,, ex-
clusive wholesale distributors of All-American
Mohawk Corp. Lyric radio receivers, report that
they have launched an extensive advertising
campaign on Lyric sets with the opening of the
radio show in Seattle. In the special show
nuinbers of both the Seattle Post-Intelligencer
and the Seattle Times, this company had large
display advertisements backed by some un-
usually excellent publicity.

Paul Whiteman on
Nation-Wide Tour

Paul Whiteman, dance music master incom-
parable and exclusive Columbia artist, has
just returned to New York after a highly suc-
cessful tour. Whiteman's itinerary took in all
the more important shore resorts, starting at
Atlantic City, where he packed the Steel Pier
to capacity for his two concerts, and finishing
“‘“way Down East” at Old Orchard, Me. Start-
ing on October 7th, at Carnegie Hall, New
York, Paul Whiteman started his nation-wide
concert tour.

New Morans & Sons Branch

Henry Morans & Sons, New Britain, Conn,,
one of the oldest and most up-to-date music
stores in this territory, held the formal opening
of a new establishment at 373 Main street, New
Britain, on \Wednesday, October 3.
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MEMPHIS MANAGER

R.M.CAsR t E.MONTGOMERY

Seventh Anniversary

| HUGH L. smiTh _——=1\L | P.C. BROCKMAN|OR

ARLES J.REY

L]?IRECTOR OF SALES | DALLL:[g);Z/?VRREN RICHMOND MANAGER
AGER

J.L.GEE -

YCLBURKHART[
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EV.CHISOLM|

G.M.PATTEN

A C.PORTERFIELD

HLBLANTON JR winEER

Dallas

“The South’s Largest Phonograph Supply House”
EXCLUSIVELY WHOLESALE

1921 OCTOBER 1928
James K. Polk, Inc.

Atlanta Richmond

Memphis
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CASDWE

2 Portable Phonographs of Distinction
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HE Caswell Manufacturing Company takes
this means of extending heartiest congratu-
lations to James K. Polk, Incorporated on this,
the Seventh Anniversary of its Establishment.
Congratulations are in order, not only be-
cause of the success and enviable position
which the Polk organization has achieved in
seven short years, but rather because of the
reasons for that achievement.

In functioning as a connecting link between
manufacturer and dealer, James K. Polk, Inc.
has provided both with the highest possible
standard of service. Its policies of aggressive-
ness and fair dealing, and spirit of helpful
cooperation have won for it the wholesome
regard and support of manufacturer and
dealer alike.

The entire Caswell organization joins in
wishing James K. Polk, Inc. continued success
based on the sound principles which account
for the remarkable achievements of these first
seven years.

CASWELL MANUFACTURING CO.
1000 St. Paul Ave., Milwaukee, Wis.

Congratulations
Are In Order...

L
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? James K Polk, Inc.

Congratulations —and
More Power /

power for heaviest records.

HE outstanding success of James
K. Polk, Inc., with the Flyer and
Junior Motors for portables is well

known throughout the South.

In extending our congratulations to
Atlanta, it is a special pleasure to realize
they are backed by the means for still

greater success.

Our “More power to the Polk selling

organization” most happily implies

The new im- g q
L el — much more than an expression of our
Motor. Playing g
three full 10-inch  §
selections from one
winding. The best
all-around motor for
standard purtables.

good wishes. It means also, more power

in the new improved Master Flyer and
Master Junior Motors.

Not only more power, but bet-
ter power. The best all-around
power for portables, in all ways
justifying the most earnest and
energetic selling efforts of the best
sales organizations everywhere.

“Built like a fine ship’s clock”

i _ENERAL INDUSTRIES CO.

2812 Taylor Street, Elyria, Ohio
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Gyreetings to

James K. Polk, Inc.

on their

7th Anniversary

Seven years of continuous progress has
brought James K. Polk, Inc., to its present
enviable position. Leadership in any field
of endeavor doesn’t “just happen.” It is
worked for.

We congratulate James K. Polk, Inc., on

their attainment. It has been a good job
well done.

Best wishes for the future

Baxter Mfg. Co.

Elmhurst, L. 1. New York

Manufacturers of PHONOGRAPH TONE ARMS
and REPRODUCERS
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The reward for good work hag proved motre work for Fameg &, Polk, Fuc.
And thig hag brought them success.
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EVEN vyears ago the firm of James K. Polk, Inc.,

Atlanta, Ga., received its first shipment of 2,500

Okeh Records. It 1s interesting to know that these

records were given no display ; they were placed in a corner
of a furniture store on temporary racks.
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From this first small stock of Okeh Records has grown the
largest record distributor for Okeh Records in the South-
castern section of the United States. James K. Polk, Inc.,,
is one of the most successful distributors of records, phono-
graphs and their parts m this country.

N S e g T e o

Today you will find the name of James K. Polk decorating
its own three-story building m Atlanta, Ga., and its branch
offices 1n Richmond, Va.; Dallas, Texas, and Mempbhis,
Tenn. This 1s achieving success, especially when 1t 1s
realized that seven years ago they started with a force con-
sisting of Mr. P. C. Brockman and one assistant. Mr. P. C.
Brockman 1s now Secretary of James K. Polk, Inc., and 1s
also Director of Sales.

Seven vears ago James K. Polk, Inc., appreciated the profit
from the sale of Okeh Records. Because the Okeh Dealer
has always profited from the sale of Okeh Records James
K. Polk, Inc., has profited to an established point of Success.

As the manufacturer of Okeh Records we are glad this
Seventh Anniversary of James K. Polk, Inc., gives us an op-
portunity to acknowledge with congratulations the splendid
accomplishments that make its history notable 1n the
Record Industry.
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Okeh Phonograph Corporation

OTTO HEINEMAN, President and General Manager
25 West 45th Street New York City
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The “HONOR o
Audak Company whom honor is due”

Congratulates ‘:‘ 74{ devote this

2 space to public

James K. POlk’ Inc. expression of our
ATLANTA | .

sincere admiration

Upon Their of the accomplish-

ments of James K.

7th Anniversary Polk, Inc. during the

past seven years and

their contribution to
the general advance-

Continued adherence to

their fundamental policy of ment Of the ta]‘klng
providing dealers with only macl‘line irldLlstry’

the best merchandise that the

market oﬁ’er.s for the .n101.1ey UpOn the occasion
has made this organization
what it is today. of the seventh an-
niversary of James

——— K. Polk, Inc., we ex-

tend our—
The Audak Co.

565 Fifth Avenue

Hearty Congratulations

New York City F. C. KENT COMPANY
Manufacturers of
“Creators of High Grade Tone Arms, Sound Boxes
Electrical and Acoustical and Attachments
Apparatus for More than ARG
Ten Years” i s N. J.,, U.S. A.
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Our Congratulations

TO

]amés K. Polk

Incorporated

UPON THEIR

Seventh Anniversary

el TN <>

We congratulate
James K. Polk, Incor-
porated, not only
upon the occasion
but more important
still upon their re-
markable growth
and achievement
during this period
of time,

.>—4|:\'\@£@Jyp|—-—<.

WiLsBur Probucts Comprany, INC.

W. F. MEISKEY, President

CREATIVE AND DEVELOPMENT ENGINEERS
PHONOGRAPHIC AND SOUND REPRODUCING
APPARATUS, TONE ARMS, MOTORS, ETC.
LANCASTER, PA. U. §S. A.

EXCLUSIVE UNITED STATES REPRESENTATIVES
MAESTROPHONE SOCIETE ANONYME
STE. CROIX, SWITZERLAND

To the South’s

Foremost Phonograph

Supply House—

James K. Polk, Inc.

We extend
Congratulations
Upon Their

Seventh Anniversary

©

FROST CO.

KENOSHA, WIS.

Complete Line of
Drawn Brass Tone Arms
Tone Quality
Quality Merchandise
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Heartiest
Congratulations

to

James K. Polk, Inc.

on the Occasion of Their
Seventh Anniversary of
Successful Service

to the Trade

E. TOMAN & COMPANY

2621 West 21st Place

Chicago, Illinois

|

In expression of
our appreciation of

the account of

James K. Polk, Inc.

and wishing to this Southern
wholesaler many more prosperous

years in the phonograph industry.
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Harper Printing Co.

198-200 Whitehall St.,, S. W,
Atlanta, Georgia

We Extend

Our Congratulations

to

James K. Polk, Inc.

upon their

7th Anniversary

B

The success achieved by this
organization has favorably
affected the entire talking
machine industry.

Manufacturer of

Phonograph and Radio Cabinet
Hardware and Metal Specialties

155 Leonard St.

New York, N. Y.

UPERIOR
ENDS
ALUTATIONS

to

James K. Polk, Inc,

with the wish that the

succeeding seven vyears
may even surpass the
enviable record of the
past.
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Superior Phono Parts Co.

799 Broadway, New York
Factory, Newark, N. J.
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Radio Show and Talking Machine
Displays Held in Cincinnati

Dealers Report the Radio Exposition at Hotel Gibson Was Productive of a Large
Amount of Business—New Victor Models Shown—Lammers Adds Columbia Line

CixcinNati, O. October 9—The Radio Show
held by local jobbers and dealers in the Hotel
Gibson the latter part of the past month con-
tained many fine combinations, and as it was
attended by throngs of people the exhibitors
made quite a number of sales and also de-
veloped a large number of fine prospects.
Dealers in talking machines exhibited their
lines in the *“Music Hall Jubilee,” which was
in commemoration of the fiftieth anniversary
of that noted structure, and this did much to
attract attention to this line of merchandise.

A number of out-of-town dealers were in the
city the middle of the past month to see the
three new Victor models which were brought
here by the "Victor Caravan” and demonstrated
in the Hotel Sinton, and local dealers, of
course, attended the affair. “These new Victor
machines will be here to be shown to the trade
in a few days,” said C. H. North, vice-president
of the Ohio Talking Machine Co. “and ship-
ments to dealers will begin in the very near
future. The new models 'went over big’ and
the demonstration was a success in every way.”

Ray Lammers, head of the Ray Lammers
Music Store, who recently added a new de-
partment in which he carries the Columbia
line, reports that it is meeting with fine suc-
cess under the management of Ray Kleemyer,
who is a prominent musician and who is con-
nected with the Harry Wilsey Orchestra.
Another line that Mr. Lammers has just added
is the A. C. Dayton radio. On October 1 Mr.
Lammers gave a dinner to a number of mu-
sicians and friends in the Rainbow Garden, in
celebration of the seventeenth anniversary of
his business. Incidentally, it was the first
anniversary of his being in his present loca-
tion, at 123 East Sixth street.

At the store of the Otto Grau Piano Co. it
was reported by Mr. Grau that talking machines
moved very well in the past month and that
the demand is increasing steadily, especially

for the more expensive models and combina-
tions. This company had a fine exhibit at the
recent Radio Show and in the Music Hall
Jubilee, features of which were Radiolas,
Jrunswick and Victor combinations.

At the store of the George I’. Gross Co. it
was reported by Carl J. Rist, manager, that the
demand for talking machines is at a very good
level, with a tendency on the part of pur-
chasers to choose the more expensive models
and combinations. In speaking of the Gross
exhibits in the Electrical. Show and in the
“Music Hall Jubilee” Mr. Rist stated that both
of these had tended to attract attention to
combinations and had resulted in the develop-
ment of many prospects.

The Jackson-Bell Radio Co. is the name of
a new business that has been opencd up by
D. H. Bush at 126 East Seventh street.

The Hersch Radio, Inc., is the name of a
new company that has opened up a store at
534 Walnut street. The Atwater Kent, Fada
and Kolster lines are being carried and also a
large stock of radio parts and accessories.

The H. & W. Radio Shop has been opened
up at 2536 Vine street by W. M. Wallace. It
is specializing on Fada radio.

The A. & N. Music Co., dealer in talking
machines and records, has moved its downtown
store from 517 West Sixth street to 519 West
Sixth street.

“Business is picking up fast and we look for
a fine demand to develop,” said Carl Kindt,

- assistant manager of the local house of the

Brunswick-Balke-Collender Co. “The latest
thing we have received for demonstration is the
new superheterodyne straight radio, which is
AC operated, with ‘227" tubes and built-in
dynamic speaker.” Brunswick models were
shown at the recent Radio Show by the E. M.
Abbot Piano Co. and the Otto Grau Piano
Co., of Cincinnati, and the Adams Music Co.,
of Covington, Ky.

Distributors and Dealers in
Milwaukee Report Record Month

Music-Radio Exposition Most Successful Ever Held—Many New Columbia Accounts
Opened—Roy Scanlon Is General Sales Manager of Orth Music Co.—Other News

Muwaukeg, Wis.,, October 8.—October is a big
month for the radio trade in Wisconsin, It
opened up with the most successful radio-music
exposition in the history of the Wisconsin
trade, and followed a September during which

the dealers and consumers showed greatly in- -

creased buying interest. -

G. K. Purdy, of the George C. Beckwith Co.,
says that the Crosley is meeting with great
success and that his organization is much en-
thused over business prospects.

At the Standard Radio Co., I. R. Wittuhn
declared that the organization is “rushed as
never before” with business, and that Kellogg
is selling better than it ever has.

Columbia has opened up a number of new
accounts, according to Walter E. Pugh, repre-
sentative in the southern Wisconsin territory.
The line has had a wonderful period, and Fall
business is exceptionally good. Radio orders
are coming in fast, and the outlook for Novem-
ber and December is very good. Mr. Pugh
stated that Columbia dealers are looking for-
ward to Schubert week during the week of
Nov. 18. Columbia dealers are reporting good
business, and album set sales are good.

Among the new dealers who lhave taken on
the Columbia line are Irving Zuelke, at Nee-
nah, Wis.; The Badger Music Shop, Fond du
Lac; J. B. Bradford Piano Co., Fond du Lac,
Wis., and Christiansen Bros. Co. of Racine.

The trade is iuterested in the promotion of
Roy Scanlon, who has been with the Orth Mu-
sic Co., at 504 Wisconsin avenue for about five
years, to general sales manager of the com-
pany. The Orth store is one of the most suc-
cessful merchandisers of the Columbia line, and
has been outstanding also in its success with
portable phonographs and radios.

The Badger Talking Machine Co. Victol
distributor in Wisconsin and Upper Michigan,
conducted a sales campaign on the Stephen
Foster albumn during tlie early part of October.
Dealers are making tie-ups with tlhe theme
songs of successful moving pictures, according
to Mrs. Adel V. Holtz,

Harry Goldsmith, secretary and treasurer of
the Badger Talking Machine Co., visited Mich-
igan dealers during the latter part of September
and joined the Victor Caravan at Grand Rapids.

Carl Lovejov, Milwaukee representative of
the Brunswick Co., reports that business dur-
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ing the Kall has shown a notable improvement,
and that the radio line of the company is go
ing along very well. Charles E. Willert of the
Morley-Murphy Co., distributor for the Balkite
and Everyeady radio products, also reported
business better than expectations.

Irving Zuelke, prominent music dealer with
stores in Appleton, Wis,, and at Neenah, has
announced that he will finance the erection of
a ten-story building to replace the structure
which he owned, and occupied, and which was
completely destroyed by fire last Winter. The
new building is to cost between $350,000 and
$400,000, and will have a frontage of 60 feet
along South College avenue, and 110 feet along
South Oneida street, rising to 117 feet. Three
stores will be located on the grouund floor.

Ten radio dealers in Sturgeon Bay, Wis,
liave cooperated in the establishment of flat
charges for service, and the limiting of free
service calls on new sets. The stores have
agreed that a charge of $5 be made for the
aerial, and that three free service calls be given
with each set sold. After the three free calls a
minimum charge of $1 will be made for each
service call. It was also decided that a flat
charge of 75 cents be made for recharging
radio batteries, and a charge of 25 cents per day
for rental on batteries after the first 24 hours. A
charge of 50 cents will be made for delivering
and changing of the “A"” battery, and no free
trials will be given on tubes or batteries. It
was also decided that a flat rate of $1.25 per
hour be made for radio repair work.

The Northern Hardware & Supply Co. of
Menominee, Mich.,, representing the Crosley
line in northern Wisconsin and Upper Michi-
gan, held a sales convention at the Hotel
Menominee which 175 dealers attended.

Exhibits included the Crosley line, Showers
Bros. cabinets, the Amrad line, Findley metal
consoles, Burgess batteries, Lite Tennas, and
RCA tubes. Representatives of the various
companies exhibiting gave brief addresses be-
fore the conference. The representatives in-
cluded F. A. Bremer and H. K. Jaax, of the
Crosley Radio Corp., and M. E. Samuels of
the Showers Bros. Co.

Seventy-five dealers of the Quinn Bros. Radio
Corp. of Neenah, \Wis., assembled for their an-
nual banquet and sales conference. The deal-
ers were guests at dinner at the Valley Inn and
afterward they took part in a round-table con-
ference, and inspected radio displays.

Madison radio dealers took part in a three-
day radio exposition in the Crystal room of the
Hotel Loraine in September. A feature of the
Madisou show was that all sets used in operat-
ing for demonstration purposes were tuned on
the same program, eliminating a jumble of re-
ception, and providing synchronized and more
enjoyable programs, while at the same time pro-
viding a better advertisement of the product.

The Remley Radio Co. formally opened in
the new Kuechle Building at 1206 North Eighth
street. The store is featuring the Fada and
Philco AC lines.

Establishment of a wholesale warehouse in
Racine, Wis,, to take care of the business in
that city and in Kenosha, has been announced
by the G-Q Electric Co. of Milwaukee. The
company is the distributor for the Kolster, and
for the General Electric Co.’s products in Wis-
consin and Upper Michigan. The local branch
1s located at 470-73 College avenue, and F. P.
Dunn, who has represented the company in this
territory for several years, is in charge.

A new factory is being built in Green Bay,
Wis., for the Super Ball antenna and aerial in-
sulator Co. The front section will be used
as an office, the center of the building as an
assembly room, and the back section as an
enameling room.

Thomas Reese has been made manager of the
newly opened radio department of the B. F
Harbaugh Piano Co., East Market street, Ak-
ron, O. This concern has just completed in-
«talling demonstration rooms for radio. Tt is

one of the oldest music houses in Akron,



utomatics

—New Field for Profits

reflections I find in the music industry

to-day is the quite evident reaction to the
importance of coin-operated reproducing musi-
cal instruments of all kinds. Noticeably true of
the automotic phonograph, dealers all over the
world are turning their attention to a field, which
heretofore had escaped their enthusiasm. Thou-
sands of instruments are now being sold each
month in this evident awakening to the tremen-
dous market which had awaited cultivation.

Attention need not be called to the almost
overnight activity superinduced by the develop-
ment and perfection of the automatic phono-
graph. Not only was the number of mecha-
nisms offered evident proof of this recognition,
but the ready acceptance of a waiting market
spurred many dealers and salesmen into sales
activity which, unknown and uninvestigated by
them, heretofore had functioned successfully for
many years.

Consider its gratifying effect on those firms
which had held the manufacturing reins for
almost a quarter of a century. Naturally, the
increased demand extended the scope of the
field, increased production and indirectly bene-
fited all concerned, including the ultimate pur-
chaser. Based on a successful sales policy,
already established, the industry will go for-
ward with benefit to all public-serving pursuits
which it seeks to stimulate.

To Sell or Lease

Without fear of contradiction, it can be stated
that the marketing of any automatic musical
instrument of the coin-operated type has been
attended by a difference of opinion as to
whether the product should be sold outright, or
if ownership should be retained by the dealer
and leases granted on each instrument in re-
turn for a majority share in its earnings. With
the coming of the perfected automatic phono-
graph, this choice of plan is no less a morsel
for thought. Before offering any definite deci-
sion, let us review the details involved in each
procedure.

Two General Sales Divisions

For the next few paragraphs we will outline
briefly a few of the most practical sales ineth-
ods. Obviously, sales of any merchandise can
be classed in two general divisions, cash and
instalment. A cash transaction is of course uni-
versally the same, encouraged by an interesting
discount for payment in full However, the
instalment plan varies widely in the automatic
field of merchandising. So many dealers are
familiar with only the one method of a certain
amount down and the balance in regular equal
monthly instalments. The experienced automa-
tic dealer soon learns the fallacy of this method
with a coin-operated instrument which pays for
itself. Naturally, the earning power is in direct
ratio to the popularity of the particular loca-
tion—the number of patrons who could be ex-
pected to pay for the entertainment it provides.

A Case in Point

A typical example may be cited. A certain

merchant sold an automatic phonograph to the

O NE of the most invigorating and pleasing

TYPE M RECORDING WAX

Developed for Electrical
Recording, Works at 70° or
Normal Room Temperature

F- w- MA'ITHEWS 1:?6 OPl{loAsI%eéé,sﬁe?.

By J. P. Seeburg

President, J. P. Seeburg Co.

proprietor of a Summer resort for his dancing
pavilion. The contract specified a substantial
down payment with definite payments of $50.00
per month. The jnstrument was installed
satisfactorily. After several months had passed
it was found to be earning on an awerage of
$300.00 per month! The customer of course
was still within his rights to continue his pay-

J. P. Seeburg

ments of $50.00 every thirty days, pocketing a
profit of $250.00 per month from the very mu-
sical entertainment which was making his place
more popular and increasing his patronage con-
stantly!

Visualize the difference in circumstances for
that dealer if he had insisted on first the same
substantial down payment and, instead of nam-
ing a definite amount for each monthly pay-
ment, demand a guarantee of $20.00 per week,
further stating in the agreement (which should
always be in writing) that the keys to the
lower section and money box were to be re-
tained by the dealer, regular collection made
by him and all money tlierefrom to be retained.
It would be further stipulated that should the
proceeds exceed the amount of the guarantee
the difference would be credited to future pay-
ments. In case of a deficit, this naturally
would have to be made up by the purchaser.

Very often prospects are prone to under-
estimate not only the attraction music has for
the public but also doubt its earning capacity.
Nor is it always possible for the dealer to ac-
curately foresee the possibilities. How then
shall this be proven? Risking difference of
opinion, may I venture the statement, based on
cxtensive observations, that the most profitable
and successful sales of coin-operated musical
instruments are made on the “approval” basis!

Free Trial Period

Judging principally by the popularity of the
place—not by lavishness of fixtures, prominence
of patrons, or bank balance of the proprietor—
the dealer approaches the prospect with a prop-

osition of installing the instrument on one or
two weeks' trial. Of course all the persuasive
arguments such as business stimulation, income,
etc., are used, but few are those prospective
purchasers who would decline a free trial. A
signed agreement is secured specifying that the
keys to the money box, as before mentioned,
are to be held by the dealer and all the mouneys
collected from the cash box to be retained by
iim. In the event the prospect elects to pur-
chase the instrument, this amount (less a truck-
ing and installation fee of $25.00) is to be cred-
ited as part of the cash payment, the balance paid
and a new contract signed naming the definite
guarantee. '
Turnover and Earnings

Why is this good business? First of all it
reduces the stock of instruments usually car-
rited by a dealer. It furnishes a method of
quick disposal with immediate turnover. Every
instrument earns its “keep.” It offers an ex-
cellent opportunity to “feel out” the location,
thereby awvoiding repossession proceedings
against immature deals should payments become
lax. It often leads to large earnings without
requiring the payment of a share in the profits.
We know of instances where such an arrange-
ment has resulted in a total collection of
$432.75 from a single location in gross income
while the instrument was still “on trial.”

Many other arrangements are possible, all
from the angle of the earning power of the
instrument itself. One dealer has worked out
an arrangement of profit sharing which takes
the form of a sale agreement through which
the instrument becomes the property of the
owner of the location after earning more than
four times its cost for the dealer! The plan
1s entirely legitimate and bears scrutiny from
all angles. The appeal is so fair-minded it
thereby offers an excellent approach for any
other arrangement that may be afterwards sug-
gested.

A practical system of record keeping has
also been worked out simplifying the recording
of all collections, key numbers, guarantee
amounts, balance due, etc., for quick reference.
A definite method of bonding collectors as
well as providing for a regular check-up ar-
rangement enables the dealer to protect liim-
self formidably against losses. Compare this
with the common practice of “bad debt ac-
counts” when dealing in a product not having
the self-earning power.

Simplest Form of Merchandising

Just a word regarding “operating.” This is
perhaps the simplest form of merchandising.
It only involves methods protecting the dealer
in ownership of the instrument, placing it in a
likely location of public gathering, servicing
with records or rolls, and making collections
from the cash box at regular intervals. The
various commission arrangements vary accord-
ing to the community, but the entire proposi-
tion should be treated as a separate angle of
the business. Many details could be gone into
and discussed but will not find space in this

(Continued on page 68)

MICA DIAPHRAGMS

For Loud Speakers and Talking Machines
RADIO MICA

American Mica Works
47 West Street New York

=N

COTTON FLOCKS

Air floated, all injurious foreign matter eliminated
for

Record and Radio Manufacturing

THE PECKHAM MFG' CO' 238 South Street

Newark, N.J.
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EXCELLENCE THAT GIVES YOU

Model 88

The utmost in phonograph and radio
combination. Eight tube Electric Radio
Set; Electric pickup; Induction Moetor,
concealed velvet turn table; Electro Dy-
namic Speaker ; compartment. for record
albums. An example of iurniture crea-
tion to please the most fastidious. For
operationon 110 Valt A.C. 60 Cycle Cur-
Bem. Thissmodlfi fur?ished with Electro
ynamieSpeuaker only. Com- 0
plele, lesstubes . . . . . 8425 v

'ETHEY saythat ‘seeingisbelieving®’
—and it includes hearing as well.
At first, prospeetive buyers believe
in All-Ameriean Mohawk Corpora-
tion Lyric Radios. They see exquisite
beauty and the unmistakable marks
of inimitable craftsmanship. They
hear convineing evidence of super-
quality in the clear, true-to-life
tones—*‘*Radio’s Realistic Close Up:®

This excellence in appearance—
in every phase of operation—gives
dealers an inside edge on profitable
trade. It sweeps aside selling resist-
ance. It is a constructive power in

_trade building. Because of the ex-

cellence—the value that so clearly
reflects the skill, integrity and sin-
eerity of the manufaeturer will be
rigidly maintained. Lyriec Radio will
continuetobe the finest set thatlong
years of experience, seientific engi-
neering prineiples and the most ad-
vaneed manufaeturing faeilitiescan
produee. Dependable quality as-
sures immediate trade development
and steady growth in demand.

ALL-AMERICAN MOHAWK

CORPORATION

Dept. 6A, 4201 Belmont Ave.
Chicago

m\ﬁ‘ o

profitable trade

Model 65

A handsome console finely finished
inrich walnut with overlay on {ront
doots. Enclosed cone speaker. Con-
tains a One Dial six tube set. For
operation on 110 Volt A. C. 60 Cycle
Current. Complele, less $13750

tubes . . . . . . . .

¥ = =\
Accredited Dealers should
write or wire at once for
Sull particulars regarding
desirable dealer franchise
arailable in_unallotted
territories.
N /7

%% =
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The Coin-Operated Phonograph
Gives Birth to Wider Market

(Continued from page 66)

article. Much can also be said for its tremendous
return financially.

Then why sell the automatic phonograph in
preference to operating? Several reasons enter
into this choice of plan, but suffice to mention
just a few. First of all there is no denying
that the present demand far exceeds the com-
bined production of all manufacturers. The
advent of electrical amplification by the use of
new discoveries so increases the desirability
of phonograph music in public places of amuse-
ment that the result is gratifyingly noticeable
in the final earning power of each individual in-
strument. This enormous absorption can and
is influencing the number of easy cash sales
available which of course should be exploited to
the fullest extent.

Due to the excellent earning power, the
iength of time necessary to complete a “time”
contract (when using the guarantee plan de-
scribed above) is considerably shortened. Many
mstruments are paid in full within a few
months. A contract with a two- or three-hun-
dred-dollar down payment, bolstered by a few
zood monthly collections from the instrument,
soon induces full settlement, or even if allowed
to run the full time is noticeably short in com-
parison with contracts common in the past.

New Sales Fields

New channels for sales have been opened up.
Now the high type of music being record-
ed by all record manufacturers, actually invites
a new group of prospects never before ap-
proached with reproduced music, coin-operated
or electrically controlled. Consider the hotel
lobbies, better class of dining rooms, railway
terminal waiting rooms, tea rooms, club ball
rooms, "“high-class” dance pavilions, and a myr-
1ad of others that are eager to present enter-
tainment of this highly acceptable kind to their
patrons. Here is an opportunity to sell for
cash to highly responsible prospects offering
further prestige for more sales.

Without question, the -deficit in production
i1s being capitalized by dealers and for their
continued benefit should be made much of. The
psychology of the use of this fact is entirely

legitimate as its truth is everywhere evident
throughout the industry. “Operating” at this
stage may therefore tend to weaken this posi-
tion. Undoubtedly that too will play an im-
portant part not far hence. But just now the
best plan is to sell and sell well and profitably,
at the same time keeping and fostering the
good will of every buyer.
Increased Record Sales

In closing, a passing gesture might be made
to a new source of profit. Each purchaser of
an automatic phonograph is a prospective sales
agency for records. Haven't vou, upon hear-
ing a “catchy” number, an intriguing classical
selection, or especially fine vocal offering, ex-
perienced a desire to secure a copy for the
home folks? That same reaction takes place
with many each time an automatic phonograph
plays. The time to induce a sale of that record
1s immediately when the thought suggests itself.
That is the reason many dealers have hit on the
plan of stocking two or three selections of
¢ach number in the instrument, placing them
just beside the cashier or even on a special
table near the exit of every location in a pub-
lic place of amusement. A sign is prominently
displayed stating that any number on the pro-
gram may be purchased on the way out. A
musical menu is also placed on each table if
the phonograph is installed in a dining room.

A commission is paid to the proprietor on
his total sales, making it not only possible but
profitable to provide free records for his in-
strument indefinitely so long as his sales of
records equal the required amount. It is sur-
prising to what extent this income alone can
be fostered. It also furnishes a definite check
on the numbers which are most popular. With
this proof it is possible to repeat records from
time to time, thereby economizing on changes
of selections.

The coin-operated phonograph places on the
horizon of the entire musical trade an oppor-
tunity for profit not as an incidental but as a
leading item in the dealer’s line. It places his
business on a more firm basis of profit due to
trade with business men whose prosperity is

in the final test.

by all this.

211 Congress St., Boston

For Talking Machines

It’s only first-quality felt, properly and particularly made, that
keeps on the job longer . . . that always proves most economical L

You can look to American Felt Company’s
Felts for these “built-in” qualities—and get them!

For American Felt Company’s Felts are made by an organiza-
tion as particular as its most exacting customers—an organiza-
tion backed by many years of sound experience in advising
talking machine manufacturers . . . in recommending the grade
of felt best suited to each requirement.
Write us for quotations.

AMERICAN FELT COMPANY

325 So. Market Street, Chicago

Our customers profit

114 E. 13th St., New York City

easily recognizable without conjecture. It arms
him with a new sales approach embracing in-
dividual earning power plus a lucrative argu-
ment on the basis of trade stimulation. It
furnishes cash collections with no loss of time
for “floor demonstration” or warehouse stor-
age. Recognition of these adwvantages is evi-
dent in the large number of-promiﬁzé'ﬁtéidealers
making their debut in the automatic ﬁe’ld._

LS
.

A. Crossley Is New
Steinite Engineer

Former Head of the United States Naval
Research Laboratory Joins Staff of the
Steinite Laboratories

A. Crossley, who resigned as head of the
United States Naval Research Laboratory on
September 1, is the latest outstanding engineer

A. Crossley
to join the staff of the Steinite Laboratories,
Atchison, Kan,, manufacturer of Steinite Elec-
tric AC radio products.

Mr. Crossley started in radio work in 1908,
and was associated with the Navy Department )
from 1910 to 1914 as chief radio eclectrician,
having charge of two ship and one land sta-
tions. He later served as radio officer aboard
the U. S. S. “Cyclops.” He was with the United
Fruit Co. for a short time and later with the
Dupont Powder Co. in the capacity of radio
cngineer. Following this he was radio research
assistant at the University of North Dakota
until the World War, in which he served, leav-
ing with, the commissioned rank of lieutenant.
Since the war he has been connected with radio
research in various Navy bureaus, and during
this period was responsible for the rapid de-
velopment of the Piezo Electric Crystal Art
and the dev'elopment of many new circuits. He
is a member of Institute of Radio Engineers
and American Society of Naval Engineers.

Fada Window Display Drive

To encourage special attention for window
displays during the next three months, Fada
Radio is offering prizes for the best Fada dis-
plays in October, November and December. Six
cash prizes will be awarded, with $100 as first
prize and $30 as secound. There are only two
conditions to the contest, namely that the win-
dow must contain no other receivers or speak-
ers than Fada, and a good, clear commercial
photograph of the window in glossy finish,
must be sent to the editor of Fada Sales in
order for the window to be entered in the com-
petition. Announcement has been made from
the offices of F. A. D. Andrea, Inc, that the
final limit for sending in photos is January 15,
1929. Information will also be collated as to
direct sa'es traceable to window displavs dur
ing the display competition.
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PERRYMAN RADIO TUBES

PERRYMAN

Guarantee

This Perryman Vacuum Tube is
guaranteed to be perfect in every
respect and to conform with the
Electrical Specifications as printed
on the carton. We agree to re-
place it free of charge if it ever
fails because of defective material
or workmanship.

No Trick Phrases—

Just a plain statement of fact

The Perryman unlimited guarantee is
easily read and understood by every-
body. It treats consumer, dealer and
manufacturer with equal justice.

Your customer is assured of complete PP § |
staction L1 o9

satisfaction.
i
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1288 Cities to Ob-
serve Schubert Week

Civic Groups and Fraternal Organizations
Lend Co-operation in Planning Tribute
to Memory of Famous Composer

The Columbia Phonograph Co.’s Schubert
Centennial activities have gained a momentum
beyond all anticipation by the approval of
nearly 1,300 American municipalities, the ma-
jority of which are without orchestral facilities.
Most of these cities will hear the great Schu-
bert works through the medium of the Co-
lumbia Viva-tonal phonograph and the special
Masterworks recordings in the Schubert Cen-
tennial Edition.

Civic forces have voted with enthusiasm to
join in the celebration of the Columbia Schu-
bert Week-Back to Melody, November 18 to 25.
Powerful organizations like the International
Rotary and Kiwanis, and fraternal organiza-
tions like the Elks, the Masons, and the Red
Men, Chambers of Commerce, and large in-
dustries which have musical groups have
arranged with the Columbia Phonograph Co. to
hold extensive commemorative exercises during
Schubert Week.

This week an additional staff of Schubert
organizers have started out to organize local
Schubert committees, which will be branches of
the National Advisory Body headed by Otto H.
Kahn. These local committees comprise repre-
sentatives of every phase of community life—
art, industry, religion, education, civics, and
these local committees sponsor the educational
observances during Schubert Week.

The slogan proposed by Columbia for this
Centennial, and adopted by the musical world
of three continents, is “Back to Melody,” which
is regarded as an ideal phrase, both as a tribute
to Schubert who was the Master of Melody, and
in its significance for present-day music, which
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is trying to get out of the blind alley of radical
experiments. That this slogan has influenced
the musicians is proved by the fact that the
prize-winning work which won the $10,000
grand prize paid by the Columbia Phonograph
Co. in the recent Schubert Centennial Contest,
is a composition characterized by strong melo-
dies and harmonic treatment.

Schubert has been discovered to be the
world’s most popular composer. How? ask the
curious and the skeptics, and Columbia is ready
with an irrefutable answer, more telling than
any straw vote. The answer is in the imposing
Schubert Centennial Edition of Columbia Mas-
terworks, comprising song albums, symphony
albums, sonata albums, and chamber music al-
bums, all of which are finding a ready sale far
in advance of the event.

Dealers and music lovers are receiving free,
from Columbia, a wealth of human interest ma-
terial. This material is issued on a scale
hitherto unattempted. Close co-operation be-
tween dealers and the community forces solidly
back of the Schubert Week is responsible for a
new alliance between the music merchant and
the music lover and should prove substantially
profitable to dealers.

DeForest Dismisses Suit

The DeForest Radio Co., Jersey City, N. J.,
has dismissed a suit which has been pending
for about a year against Powel Crosley, Jr.
of Cincinnati, O., according to an announce-
ment by James W. Garside, president of the De-
Forest Radio Co. This suit was filed by Arthur
D. Lord, former receiver of the DeForest Radio
Co., which has since been reorganized and has
become very active in the manufacture and sale
of DeForest Audions under the new manage-
ment. Mr. Crosley, who is president of the
Crosley Radio Corp., recently became a mem-
ber of the board of directors of the DeForest
Radio Co. )

pra ;3

W\

- il

833 Cedar Street

Pierson Phono-Radio

THE PIERSON COMPANY

LOOK at the illustra-
tion of the ORLEANS

at the left. Eye Value
and Sales Appeal—
Plenty.

LOOK at these speci-
fications: General Elec-
tric  Motor, Highest
grade Electric Pick-up;
Felt-lined  (patented)
Record File; New-
combe-Hawley Magnetic
Speaker; Special 2-way
Switch; Adapter Plug
and Volume Control.

LOOK—This Beautiful
Walnut  Phono-Radio
equipped as -specified
at a List Price of
$185.00.

LOOK around atr all
lines on the market.
Nowhere can you find
such a value—and Re-
member, Pierson Qual-
ity is built into this job.

These 4 Looks Will
Convince You

. PHONG-RADIO
he @rleans

The Model number equipped as above is No. 502-A. Order Direct from this ad. State whether
you plan 1o install A.C. or D.C. Radio.

Rockford, Ill.

Jobber House Organ
Makes Suggestions

George Hull, Vice-President of Parks &
Hull, Inc., Atwater Kent Jobber, Writes
in First Issye of House Organ

In the first issue of the new monthly house
organ of dealer helps, published by Parks &
Hull, Inc., of Baltimore, George Hull, vice-
president of the company, gives some sound
advice and suggestions to his organization of
Atwater Kent dealers, which might be followed
profitably by any dealer, irrespective of the set
he handles. Mr. Hull says:

“Every Atwater Kent retail dealer has a
threefold duty in properly conducting his busi-
ness. To observe these duties, as outlined be-
low, spells all the difference between success
and failure.

“Your duty to your customer dictates that you
must properly install the set; teach the cus-
tomer to use it intelligently; and keep it prop-
erly serviced on a fair basis, free for the first
ninety days, and for a reasonable charge there-
after,

“Your duty to your distributor is to co-operate
with him by carrying an adequate stock and
tying in regularly with his advertising, thus
securing for yourself his best and most practical
co-operation with you.

“Your duty to your manufacturer consists in
using a proper and adequate amount of the ad-
vertising which has been prepared at such pains
and expense for you, and for which you pay so
little; as well as in never allowing an Atwater
Kent set to leave your store without testing it
first to see that it has met with no injury in
transportation.

“The careful attention you give to these duties,
together with a thoroughly meticulous care de-
voted to the details of installing the set and
aerial system, teaching the customer how to use
the set, and keeping it properly serviced, will
mean dollars and cents, many of them, in your
pocket. Try and see!”

Shamrock Represen-
tation Rapidly Gains

Many New Distributors and Dealers Ap-
pointed—Satisfactory Orders Taken at
Radio World’'s Fair in New York

Many new distributors and dealers have been
appointed recently by the Shamrock Mfg. Co,
Newark, N. J, according to Nate Hast, general
sales manager of the company. The Central
Electric Co., Ft. Wayne, Ind,, and Irwin Wins-
ton, Cleveland, Ohio, are among the new dis-
tributors. A chain store outlet in New England
with eleven stores and seventy-five new dealers
in the metropolitan district of New York have
signed Shamrock dealer franchises through
Alexander’s, Inc., the New York distributor.

“Our business during the Radio World’s Fair
was very satisfactory,” said Mr. Hast. “Orders
for more than fifty receivers were taken from
consumers and turned over to our distributors
and dealers. OQur wooden cabinets in five differ-
ent duco -lacquered finishes are proving very
popular indeed. More than 3,000 Shamrock sets
have been produced and shipped since June, and
we are now increasing our production so as to
catch up with back orders.”

Declare Brunswick Dividend

g

The directors of the Brunswick-Balke-Collen-
der Co, Chicago, Ill, have authorized a divi-
dend of 75 cents per share on the outstanding
common stock to stockholders of record at the
close of business on November 5, 1928, payable
November 15, 1928
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SPEAIK FOR.
|HEMSELVES

TEMPLE SPEAKERS not only speak for themselves but sell themselves — for
every demonstration means a sale. Compare them with anything the market
offers in any price class. Compare the range, the quality, the volume, the clarity,
the sensitivity—put them to any test and let them tell their own story.

The Temple line offers Air Column, Air Chrome and Dynamic speakers —
each a leader in its field—a line that is complete in itself. Every individual taste in
tone or price may be satisfied with full assurance that the market offers nothing
finer in quality, design or manufacture. There is but one Temple standard — the
best. Every Temple speaker measures up to the slogan—"Leaders in Speaker De-

sign.”

A
Complete Line
in Itself

Model 20 Air Chrome
Speaker

The sensational new development
which has set a new standard in tone
quality — Model 20 Temple Air
Chrome Speaker. Its reproduction is
lifelike—the deep bass and the high

trebles come through as if the very in-

struments were playing before you. Its
open radiator consists of two sections
instead of one and the powerful Tem-
ple Double Action Unit insures a sub-
stantial increase in volume and tonal
range.

Model 20 is encased in genuine wal-
nut—pleasing and attractive—to say
the least—$29.00.

Model 15 Air Column
Speaker

Brilliane—faithful—with a realism and
tone value which brings the very broad-
cast to you—these are the outstanding
characteristics of the Temple Model 15
Air Column Speaker. This 1s the famous
Temple exponential air column design
upon which Temple success was founded
—but now improved and better, than ever.
Delivers more volume than you'll ever
need—all with a quality that is amazing.
Encased in genuine walnut, it combines
character with beauty—a welcome addi-
tion to every home.—$29.00.

The Temple Comparator
Made so Speakers
may be compared @
and the various i
¢ h aracteristics
of every type
of reproduc- =

tion analyzed. The Temple Com-
parator allows the comparing of
from two to five speakers—$3.50.

Each
a Leader in
Its F teld

Model 50 Dynamic Speaker

Model 50 Temple Dynamic is a
table model speaker for A. C,, D. C. or
Battery operation. In quality it is
amazing. The low notes—clear down
to the lowest register—are reproduced
in their true values, round, and mellow,
absolutely natural in their realism. The
treble notes and overtones—all impor-
tant for faithful reproduction—display
a tonal splendor that is startling. Vol-
ume aplenty for a small auditorium—
yet it may be operated at a whisper
without loss of quality.

Beauty is in every line—it is encased
in genuine walnut—=8$49.00.

TEMPLE SPEAKERS

TEMPLE, INC,, 1925 S. Western Ave., CHICAGO, U.S. A.

Leaders in Speaker Design
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Demand for Radio Exceeds the
Supply, Toledo Dealers Report

Sparton and Majestic Receivers Are in Especial Demand—Victor Combinations and
Columbia-Kolster Models Moving Briskly—Radio Week Observed This Month

Torepo, O, October 8 —The demand for radio
sets is greater than the supply here. This is
particularly true of Sparton and Majestic sets,
though certain models in other lines are like-
wise oversold. Victor combinations are moving
briskly, and Columbia-Kolster models are mak-
ing rapid sales strides. A number of retailers
have deposits upon the new combinations and
straight radios which await delivery of models.

The J. W. Greene Co. is enjoying the largest
radio business in its history, according to W.
\V. Bailiie, manager of the talking machine and
radio departments. Victor combinations 7-26
and 7-11 and the Brunswick combinations are
moving and capturing the interest of patrons
The new Brunswick straight radios, the Zenith
and the Sparton are taking hold in fine shape.
The latter is outselling the available supply by
a large margin. The store is featuring new
merchandise in the windows and has arranged
separate display rooms for each make. The
Orchestrope, which is well adapted for restau-
rant and amusement place use, is selling ahead
of the supply.

At the Lion Store Music Rooms & Radio
Shop, sales are above the same period of a
year ago. The store is featuring the new
Stephen Foster Albuin in store displays and in
the newspapers. \Wilber Markwood stated that
by calling up persons to whom the house has
already sold Victrolas a large number of the
albums had been sold. Again, each week o
service counter display of the week's five best
sellers 1s made and this, along with the booth
feature of one outstanding record, is putting
disc sales ahead. The house has taken on the
Radiotrope and has the exclusive Toledo agen-
cy for the instrument which has the Utah loud
speaker. The radio section coupled its efforts
with that of Zenith-the past week when that
concern sent Mildred Clark to demonstrate thc
instrument in the window to passers. She dis-
played cards telling the Zenith story and point-
ed out its features. The method stopped many
passers-by here as well as at other stores which
also tied up with the effort.

The United Music Store, according to Harry
Wasserman, proprietor, is doing the volume
it did a year ago. The store has taken on
the Crosley radio and is introducing the set
to the public by means of window displays and

e — |

Radios RealisticReproducer

35

Dealers and Jobbers:

Write or
wire for attractive proposition.

F. A. HINNERS & CO., INC.

55 West 42nd St. New York City

artistic interior effects. Victor, Brunswick and
Columbia records are dealt in here.

The \Whitney-Blaine-Wildermuth Co. 1s mak-
ing rapid strides in its radio division, accord-
ing to Frank Ridly. The Peerless and the
Crosley AC radios have been added here.

Grinnell Bros. are keeping open evenings to
take care of the demand for radios and to ac-
commodate patrons who find it dificult to visit
the store during the day. The Stephen Foster
music, by the Victor Salon Orchestra, under
the direction of Nat Shilkret, has taken hold
in fine shape here. Window displays of Victor
combination and the new AC electric sets, which

include RCA, Kellogg, Freed-Eisemann and
Majestic in Autumn splendor, are stopping
passers-by.

The Toledo Radio Co., Sparton wholesaler,
according to Chas. H Womeldorff, president, is
in pressing need of more merchandise. Sets
are being delivered as fast as they arrive, which
isn’t half-fast enough to care for the growing
list of Sparton dealers. New retailers added
recently include Thad. J. Moore, Kobacker Fur-
niture Co., the Grand Store, the LaSalle &
Koch Co. and the Northwestern Furniture &
Radio Co. The outlook is for the best radio
vear yet experienced.

C. R. Caesar has announced the opening of
the Delaware Radio shop at 918 West Delaware
avenue. The new shop will be an agency for

GRAPHITE PHONO

ILSLEY’S SPRING LUBRICANT

Ilsley’s Lubricant makes the Motor make good
Is prepared in the proper consistency, will not run
out, dry up_or become sticky or rancid. Remains in
ita original form indefinitely.
Put ug in 1, 5, 10, 25 and 50-pound cans for dealers.
This lubricant is also put up in 4-ounce cans to
retail at 25 cents each under the trade name of

EUREKA NOISELESS TALKING
— MACHINE LUBRICANT
Write for special proposition to fobbers
ILSLEY-DOUBLEDAY & CO., 229-231 Froat St., NewYerk

the AC Dayton and the Kolster radios and will
carry batteries and other accessories.

The first week in October has been desig-
nated as Radio Week among local radio retail-
ers. Accordingly, practically all dealers will
make special displays of outfits and advertise
their wares in newspapers and by direct mail.

The Aitken Radio Co., wholesaler, was host
recently at the Elks Club at dinner to a large
group of Crosley and Amrad dealers. Officials
of the Crosley Radio Corporation, Amrad Cor-
poration and the Aitken Radio Co. addressed
the group on advertising and sales promotion.

The Park Lane Radio Co., according to Clif-
ford Johnson, president, is doing as great a vol-
ume now as at the holiday season last year. A
contract was signed recently to carry Zenith
sets. Majestic and RCA lines are also dealt in.

Flightner's Music Shop, Columbia retailer,
Frank Flightner stated, is closing a much larger
volume now than ever before. Columbia,
Kolster and Sonora radios have been added.
Henry Skolnick is now in charge of the radio
department here.

The J. W. Greene Co., Toledo’s oldest music
house, on October 1 took possession of the
Frank H. Frazelle music store. The stock con-
sists of pianos, Victrolas, radios, records and a
general line of things musical.

Brunswick Ad Drive
Outlined in Brochure

Sales Campaign Will Be Supported by
Newspaper, National Magazine and
Outdoor Advertising—122 Cities Cov-
ered by This Extensive Drive

Through a two-color brochure the Bruns-
wick-Balke-Collender Co., Chicago, has pre-
sented to the trade what is said to be the
greatest single advertising campaign which the
Brunswick organization has ever initiated in
behalf of its dealers. Seventeen weeks of in-
tensified selling have been planned and worked
out by the Brunswick Co. and this sales pro-
gram will be supported by newspaper, weekly
magazine and outdoor advertising. The cam-
paign started in September and in every Sun-
day issue of leading newspapers throughout the
country there will appear large-size Brunswick
announcements, and on each Thursday there
will appear advertisements on Brunswick rec-
ords. The Saturday Evening Post and Liberty
will carry full- and half-page advertisements,
respectively, on Brunswick Panatropes, Bruns-
wick radio and Brunswick Panatropes with
Radiola, while smaller advertisements, such as
full-column advertisements, will appear on
records in the Post and Liberty throughout
the Fall season. College Humor, a magazine
that is read by thousands of young people who
buy popular records, will also carry Brunswick
record advertising.

M'f’'s. Radio & Phonograph [f
HARDWARE

PERFECT
Portable Needle Cup

Open Stays Open
Closed Keeps Closed
Star Mach. & Nov. Co.
Bloomfield, N. J.

Twenty-four-sheet lithographed posters im-
printed with the dealer’'s name are furnished
tor use on billboards near the retailer’s store,
an idea which Brunswick dealers in all parts
of the country utilized last year with success.
In the brochure the 122 cities are listed in
which the Sunday and Thursday newspaper
advertising is appearing. Samples of the news-
paper advertisements, tie-up copy, the Post
aud Liberty advertisements, and reproductions
of the outdoor advertising are shown in the
brochure.

Kellogg Ad Manager
Addresses Salesmen

Mac Harlan, advertising manager of the
Kellogg Switchboard & Supply Co., Chicago,
manufacturer of radio receivers, addressed the
Grinnell Bros. sales staff on September 11 in
Detroit. He exhibited the imovie films,
“Listening In” and “A Trip Through the Kel-
logg Plant,” to illustrate his talk, and also
showed the salesmen several examples of Kel-
logg newspaper advertising which is now ap-
pearing throughout the country.

“Bum Song” in Many Tongues

One does not have to understand English to
cnjoy the famous “Bum Song” whose popular-
ity is sweeping the country. In addition to
Vernon Dalhart’s inimitable interpretation the
Columbia Co. has recorded it in Polish, Jewish,
Ukrainian, German, and has also included it on
its Irish list.

SPRINGS

REPAIR PARTS
RENE MFG. CO.

MONTVALE, N. J.
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Here is True Fidelity of Tone

. . . insured by scientific design
and Precision Manufacture

F SCIENTIFIC design and construction

—original with Webster, and different

from any other on the market today—
the Webster Electric Pick-up is built to a pre-
cision standard which assures supreme tonal
perfection! Its true fidelity of tone and ability
to capture the most delicate harmonious and in-
tonations of the individual instruments has won
the highest endorsement of the trade.

Master craftsmanship in every miscroscopic
detail is responsible for its thrilling life-like re-
production! Every part is perfectly matched
and delicately balanced. Absolute travel free-
dom of the needle in the record groove is insured
by a frictionless stylus bearing.

The pick-up head, encased in a dead metal die
cast housing, definitely eliminates annoying
resonance. The built-in volume control in the
Model 1-A is a distinct improvement,
while the cantilever type supporting arm
suspended in accurately fitting bearings
does away with all annoying rattles.

Prove—by actual comparisons with
other pick-ups — what elaborate
attention to detail and precision
manufacture mean in obtaining
really pleasureable reproduction.
The superior action and quality
of the Webster are instantly ap-
parent! Two models are available in the Web-
ster Electric Pick-up. Model 1-A, which in-
cludes pick-up head, supporting arm with a
volume control incorporated in the base—an ex-
clusive Webster feature —and  necessary
adapters, is priced at a list of $17.50. Model
1-B includes pick-up head, separate volume con-
trol, and necessary adapters; the list price is
$12.50.

In no other pick-up on the market today will
you find so much actual dollars-and-cents value.
This is a decided selling
asset for the customer in-
stantly recognizes this val-

ue and quality—and wants it. Practical sales
assistance is supplied by a complete assortment
of catalog pages, envelope enclosures, etc. Im-
pressive self selling-counter display cartons are
supplied for both models. One model 1-A or
three Model 1-B to a carton allows a quick
turnover, yet insures a constant stock. The
regular wholesale and retail discounts apply.

There is an unusually substantial market for the
Webster Electric Pick-up. Be sure to get your
share of this new business! Many leading
jobbers have already placed their orders for this
exceptional pick-up. Order direct if your jobber
has not yet secured his stock.

WEBSTER ELECTRIC COMPANY
RACINE, WISCONSIN

Two adapters and full instructions are

packed with cach model so that pickup

is readily adaptable to either battery
operated or A. C. sets.
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LIST OF EXHIBITORS
Seventh Annual Chicago Radio Show

COLISEUM, CHICAGO, ILL.
October 8 to 14, 1928

Company City
PAXD5E (Cl 2 Blom Crm 3o 5o o (T WA e S AR e Chicago
Acme Wire €O, . ittt ittt et New Haven, Conn.
Adler Mfg. Co., Inc. ...ooiiiiiiiiii i Louisville, Ky.
Aero Products, JmE. —.. gs- s - § ol o o @b - - - 5. o a6 Semenssia e Chicago
All=Amernican Mohawl (COGP! e gess & subs < dio bl i o s 5o oo'ss e Chicago
Aluminum| (E0y of AMETICA goas ¥ oo cob s bl aua s Sl » sk omasidla Pittsburgh, Pa.
Amateur Set Contest, American Bosch Magneto Corp....Springfield, Mass.
American Radio Relay League ..........coiiiiiiiiiiiieninnnn Chicago
Avmrad [COBP: i W@ttt - - [ - s X MomEX - [ sl s g Medford, Mass.
Andrea; B /As B INC. «::prm6: uoes st ode mga @ i Long Island City, N. Y.
Apex Electric Mfg. Co. (Div. of U. S. Elec. Corp.)........... Chicago
Arco Electrical Corp. ....oovviiiimii i Ft. Wayne, Ind.
Arcturus Radio Co. ... ..ottt Newark, N. ]J.
Atwater Kent Mfg. Co. .......... ..., Philadelphia, Pa.
Bakelite COrp. .ottt vttt ittt e New York City
Belden Mifg. Co. ..ot e Chicago
Berkey & Gay Furn. Co. ...ttt _Chicago
Blest Vifign (€02 & suaimn-s mbin o s s aess 5 . oo A aun s 0hems s W 5 cus A 50 Irvington, N. ]J.
Borkman Radio Corp. ........... .. ... .. ..., Salt Lake City, Utah
Brachs, Ik S Vg, COBPr oo Aih e - —5 A Bl v e M W Saa - * 6 Newark, N. J.
Bremer—Tully, IMfg: €0. ss.im.zems o . 6. : 1 manneess s — pEeEE Chicago
Bright Star Battery Co.,, Inc. ..........._...ccoivennn.. Hoboken, N. ]J.
Buckeye Mfg. Co. ..ot e e Springfield, O.
Burgess Battery Co. ... Chicago
Bush & Lane Piano Co. ............ ... .. ... oo, Holland, Mich.
Capehart Automatic Phonograph Corp............... Huntington, Ind.
Carter IRAAI0] (€08 @ HA—idh o). . e s - oS o o o & ke S o P Chicago
Case Electric Corp. (Div. of U. S. Elec. Corp.)..... ....Marion, Ind.
CeCo NMig: €os INC: & ntet @ maee s o s o 06 §me D =Eesma e Providence, R. 1.
Centrall IRadio) CODPs uermammsn 0 st some - s nmss -5 : 6 3 5B Beloit, Wis.
Champion Radio Works, Inc. ...........covnvvinnoannn Danvers, Mass.
Chicago Solder Co. ...ttt e Chicago
Chicago Telephone Supply Co. .................ooun.. Elkhart, Ind.
Columbia Phonograph Co., Inc. ......o............... New York City
Continental Fibre Co. ..ottt i Chicago
Coymne Electrical [SChool, TNe! guppwi - s s obasssbias » asl s o i o Chicago
Crosley Radio Corp. ..ot i, Cincinnati, O.
Cunningham, Es T .5 DINCL wui« b o - «so o s 5 one '« 0 5sand 5 New York City
DeForest Radio Co. ....... ..o Jersey City, N. ]J.
Diamond Electric Corp. ......cooviiiiiiiiiiieeinennn. Newark, N. ]J.
Dynatrope Co. .ottt e Chicago
Ebys He Hi., NMfg (6!, Incn .. abnasheos dhheo: s oA Philadelphia, Pa.
Ediseon; “Thomas Aw INCt soinm. omt Sasms o bk b o &8 i B 2 was G5 Orange, N. ]J.
Ehient Radio) Butnitunfe [€0: - mmeas :- - - §50 00 aen B e O mE - 4 =00 Chicago
EKKO CO. vttt et e e e e e .........Chicago
Electrad, Inc. ..ottt New York City
Electrical Research Laboratories, Inc. .................cc0nnn. Chicago.
Empire Electrical Products Co. .......ccooiininin.... New York City
Flada, NG, Ritnd. th 4, Act so ANGH.. oo o b &b ant A as A Long Island City, N. Y.
Farrand Mfg. Co, Inc. ....... v, Long Island City, N. Y.
Fansteel Products Co.,, Inc. ... i, North Chicago
Flederal-Brandes; INC: zasmnsess 56ea858 438504 .5 5o s o b ad Newark, N. J.
Federal Furniture Factories, Inc. ......_............. New York City
Federal Radio Corp. .......coiuiiiiininiiiinnnann.nn Buffalo, N. Y.
FKederated; Radi0 Trade (ASSN. . nmmmeds s me amms 28 2004 58011 i bok & Chicago
Freed-Eisemann Radio Corp. ......................... Brooklyn, N. Y.
French Battery Co. ...ttt ittt iiie i Chicago
Freshman, Chas., Co., Inc., of Illinois —........................ Chicago
Freshman, S, Co. ........._.......... 24 5 FUb ami AN = oiie ds HA o Chicago
Frost, Herbert H,, Inc. ...t iiinnennnnn.. Elkhart, Ind.
General Radio Co. ... Cambridge. Mass.
Gendon, By St, ©04 . b eais bed18-rserste Heces rm - - soE s & e o ke 2] Chicago
Grand Rapids Furniture Co. _........ ¥ D e E I g e Chicago
Gray & Danielson Mfg. Co. ....................... San Francisco, Cal
Graybar Electric Co., Inc. .. ...t Chicago
Grebe, A. H, & Co. ..., New York City
Greene-Brown Miig [€0s gpertin D05EE DEE 0 o bt sdiss wd it Wi s o . Chicago
Grigsby=GrINOW (C0: . Waciac b scnc—camn. o aonn 880 § DOy Tommwne S Chicago
Gulbransen Co. ... ... Chicago
Hanson, Louis, Furniture o P R ) < 117 a7 0 0 ¢ Chicago
High Frequency Laboratories ..................._............ Chicago
Howard Radio Co. ............. 0 ) B D . G e a0 5 S AT Chicago

Company City
Jensen Radi oV g C o e T e Dol T e ey - i R E Chicago
Jewell Elec. Instrument Co. ......c.vtiiiniiimenteinananas Chicago
Jones, Howard B. .. ... ... i e Chicago
Joy-Kelsey Co. 2ex e dumn ot @56 08 o d = § 4o fup & by, cunichlatdo cle s wbs Chicago
Kellogg Switchboard & Supply Co. .........coiiiiiiiiiin.. Chicago
Kodel [Electric & MEg. C0. e moams s dn 3 - -3 (a0 NRer som Brors Cincinnati, O.
KOISter IRad IO C O N e s ol sl % e ol o Bes b boe S e Newark, N. J.
Magnavox Co. ...... NP = T S S Se™ |  | |- o Chicago
Markel Electric Products, Inc. . .......cocvivenneinnn.. Buffalo, N. Y.
McMillan Radiol (€ 0GD! g ges & sk sl i s 6 o b s e s s sl o i SRS RS Chicago
Minerval IRaA10m C Ok« suin a5 s s sl ol orls i ol i =r et S EE e Chicago
VHNTIUX COBD e & 5o BAE & o) ot eieiiinis 2 5 e MBI S B8 New York City
Molded Wood Products, Inc. ............iiiiiiimeniinenenenn. Chicago
Muter, Leslie F., Co. . ..ottt e e ns Chicago
National Carbon Co.,, Inc. ...t iinianennn.. New York City
National Co.,, INC. _.....ouiin it iei e Malden, Mass.
Neutrowound Radio Mfg. Co. .......... ..., Chicago
Newcombe-Hawley, Inc. ..............c.ccviiinnn.... St. Charles, Il
@Operadion Vgl Con amaiie s s ol da o il s o S8 St s eyt St. Charles, Il
Pacent Electric Co. . ..cctiimiiiii i iiiiiiiieeennn. New York City
Philadelphia Storage Battery Co. .................... Philadelphia, Pa.
Polymet. Mfg: (€. oyelisien - -8 hemd - o« 85 e ond o gs 00 B - ER0H New York City
Pooley] (CO! . seuprorzarrscuprerustiiore L Dt Eee T T Philadelphia
Quam, Radioj1COrD. g™ - § 4695 § furcimrl: fi- - - - - -8 - - - EETs e n o Chicago
Radio Allied NIrs:' ‘COOPN inw va i m £ 6d § odmdl -k A aErm T R ek Chicago
Radio Corp. of America ........... S e o New York City
Radio Manufacturers’ Assn. ................iiiiiiiianiseann. Chicago
Rlaytheon (Migy Cos redrms 0it it esiatecaiac il a5 Cambridge, Mass.
Red Lion Cabinet Co. ......... ..ot iiiiiniannnao.. Red Lion, Pa.
Robertson-Davis Co., Inc. ...... ... i, Chicago
ROl €0 mmt Bademl: S by tics b s s s b b s SET T s TR AT Oakland, Cal
Samson Electric Co. ...ttt Canton, Mass.
Scottl MranstoRMERCO! e ss T omues i) il s ela o o« o BEGEIAS G, N Chicago
Shamrocki Mfg: CoN s sual. - =l werd - T s B ene = B o ol o) o S0, & Newark, N. J.
Showers Bros. Co. (Radio Div.) ................... Bloomington, Ind.
Silver-Marshall, ITnel s mmizmmee e ab s o s s Al e Chicago
Slagle Radio Co. (Div. of U. S. Elec. Corp.) ......... Ft. Wayne, Ind.
Sonatron Tube Co. ..ottt Chicago
Sonora Phonograph Co., Inc. ....................._.... New York City
Sparks-Withington Co. .............iiiiiit i .. Jackson, Mich.
Steinite Radio Co. ......ovtiiiiii i e Chicago
Sterling MEg. €05 oi1znz002 EmaHEE Fs i s b s Al Cleveland. O.
Stevens' NHg. \C0n szruugneringhyay shiloe tPP e Tl PPN New York City
Stewart-Warner Speedometer Corp. ................ciiun.... Chicago
Stromberg-Carlson Telephone Mfg. Co. ............... Rochester, N. Y.
Super-Ball Antenna Co.,, Inc. ..._.. ... .. Green Bay, Wis.
Super Radio Lab.,, Inc. ..............cc0 i, Chicago
Supernior Cabinet (SOl zg s mumime w1 sm et E el i« A Muskegon, Mich.
Sylvania Products Co. ........... ... i, Emporium, Pa.
TALKING MACHINE WORLD ................_.... New York City
Memple, IMC! s smenbn el ix sy s aoka Y leams o tnmg gl poeere b i e Chicago
Television Society, Inc. ........ ..., New York City
Thordarson Electric Mfg. Co. ...........cooiiiiiiiiiini. ... Chicago
Timmons Radio Products Corp. .......................... Philadelphia
Tyrman Electric COrp. ..couininitii i i i, Chicago
UltEatone VI eMIC ORmarani s smsnsis o i x'a e s i o5 2w B 1 e oy e SEEEAIIR Chicago
United Radio Corp. —................ ®, e § R E Rochester, N. Y.
United Reproducers’ Corp. .................. Chicago, Rochester, N. Y.
Uy St EIEctriciiCOTDIN aa s alt s s b o ols 2o o o b s ok ;s AWH s/ caich e Chicago
Utah Radio Products Co. ......coiiiniinniiiicin ... Chicago
Veteran Wireless Operators’” Assn. ................... New York City
Victoreen Radio Co. .........c..i i, Cleveland. O.
Victor Talking Machine Co. ........................... Camden, N. ]J.
Vitalitone! Radiol COLP. o o« Do o baslis sasi bk ok e New York City
Walbert Mfg. Co. ...ttt i e Chicago
W ebSter IEON | e bhn sibuin & bl Db X =TT 5 ok caD s 216 = bl o ey Chicago
\WESEEER 13Ee, (G0, = rmerr co T T ool bo " Th Todh e Racine. Wis.
Weiman Co. ....... BN A T hh F' P00 L] 000 s 100 080 et 2= s =g Chicago
Westinghouse Electric & Mfg. Co. _................... Pittsburgh, Pa.
Weston Electric Instrument Corp. ...................... Newark. N. J.
Yahr-Lange, Inc. ..., Milwaukee, Wis.
Wazleyd IV N C oSNt RINETR o A o o b e e b s o A s s b A Vs Chicago

Zenith Radio Corp. ...............oo.. .. o n TR SRS BT Chicago
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DYNAMIC

Announcement

At last a dynamic speaker for ordinary
amplification. Sterling engineers have de-
veloped a dynamic speaker that gives the
fullness of tone and complete range ex-
pected —without extreme power amplifi-
cation.

In addition Sterling Vari-Tone Speakers
are as good on ordinary amplification as
| most dynamics.

Sterling speakers are available in floor and
table models. The cabinetry is exclusive
and without exception the most beautiful
! offered to the trade.

|

Write for complete details

Power Units Tube and Set Testers
Our line of power units for Our line of testers is com-
D.C. or A.C. tubes is com- plete to cover every require-
plete. Take advantage of ment for store and service

this fitable busi i man’s use. All models are
r u 7 -
pRa Sl il easy to use, accurate and

ing for you. durable.

The Sterling Manufacturing Co.
2531-53 Prospect Ave. Cleveland, Ohio, U.S. A.

Sterling )
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ust any old trolley

ODEL 502-3—Fitted with our
dynamic speaker, equipped with a
standard dry disc rectifier and
powerful transformer for opera-
tion from AC 110 v., 60 cycle
house current. No other auxiliary
apparatus required.

Constructed of beautifully figured
walnut plvwood in two-tone effect
—rubbed to a velvet-like finish
Its rugged consu'uctiqn is de-
signed to carry the weight of the
present-day electric sets. Made
in two sizes—29 in. high, 32 in.
wide, 14 in. deep and 29 in. X
2714 in. x 18”4 In.—$70.00 list.

ODEL DC 507—Equipped with
our dynamic . unit. Finished in a
beautiful two-tone walnut to
jvatch the popular sets. Small
in size, 13% in. high by 12%; in.
wide by 1114 in. deep. Operates
from 6-volt storage bhattery or G-
volt battery eliminator. List,
§50.00.

Model A 506—Same cabinet as
above. Ready to operate from
any AC 110-volt, $0-cycle lighting
circuit. List, %60.00,

Model A 508—Like above, except
that it’s made to operate frpm
a D.C. lighting ecircuit. List,
$35.00.

ynamic Unit Chassis

AC Model A 5l0—F‘0r'A.C. light
socket operation, equipped with
dry disc rectifier and powerful
transformer 110 v., 60 cycle. List,
$40.00. In Batile Box, $2.50 extra.

wont do

O REACH vour destination you must
catch the right one! And to do that
yvou must know where you're going.

So it is with Radio Speakers! And here,
vour objective is larger profits through vol-
ume sales. Hence O'Neil Radio Speakers are
the right ones for vou to sell!

They are made by a pioneer in the manufac-
ture of Radio Reproducers. So they are made
right! Being attractive in appearance, mod-
erately priced and unusually faithful in
reproducing every tonal shade and voice
color of the artist—without rattle or distor-
tion throughout an entire broadcast—O’Neil
Speakers sell and stay sold! These qualities
also make the O'Neil line a popular and
fast selling one.

The Model DX 505 is a good one to know
about. It is an especially good looking
cabinet equipped with the O'Neil Dynamic
Speaker—a hard to beat combination! To
hear and see it means to want it. And like
all O'Neil Speakers it sells itself.

If you are interested in making money by
handling quality products you vill be inter-
ested in “the famous O'Neil Speakers.” We
should be pleased to send you a copy of our
Illustrated Catalog describing the complete
line of O'Neil Magnetic and Dynamic Speak-
ers. They list from $14.75 upwards. Better
write todav—there is a jobber near you to
supply vour needs.

O’NEIL

Manufacturing

Corporation

—the famous O'NEIL Radio Speakers
West New York, New Jersey

O'NEIL speakers are liccnsc;d under
the Lektophone Patents,



Fall Radio Trade Shows Smash Records

More Than $35,000,000 Worth of Business Transacted in Six Days
at New York Exposition Which Was Visited by 290,426 Persons
—Chicago Show Now Under Way Should Duplicate Records

HE Seventh Annual Chicago Radio Show,

I at the Coliseum, whieh opened its doors
to dealers, jobbers and the public on
October 8, as this issue of The Talking Ma-
chine World goes to press, and will continue
until Oetober 14, promises to break all ree-

by G. Clayton Irwin, Jr., general manager, who,
in association with U. J. Hermann, managing
director, is also chief executive of the Chieago
Radio Show. Mr. Irwin stated that members
of the industry throughout the country had
pronounced the Fair the most interesting,

-

ords in attendance and volume of business
transacted, as did the Fifth Annual Radio
World’s Fair, whieh was conducted at Madison
Square Garden, in New York, September 17
to 22. In Chieago, as in New York, the daily
hours for the trade, when the public will not
be admitted, are 11 a. m. to 1 p. m. The ex-
position will be open daily to the public from
1 p. m. to 11 p. m.

More than $35,000,000 worth of business was
transaeted in the six days of the Radio World’s
Fair in New York between manufacturers and
merchandisers, according to an estimate made

View of the Main Floor of Madison Square Garden Devoted to Exhibits of the “N

experimenter, rather than non-technical men

The public interest in television demonstra-
tions at the New York Radio World’s Fair in-
dicated the neeessity of pcrmitting similar dis-
plays at the Chicago Radio Show, aeeording to
exposition exeeutives. It was stated that the

produetive and profitable ever held, and the
general opinion is that radio will have one of
the most successful years in the history of the
industry. :

A grand total of 290,426 persons visited the
Radio World’s Fair at Madison Square Garden
during the week. Of this number it was esti-
mated that an average of 40,000 people saw the
television exhibits daily. Mr. Irwin stated that
while television had proved to be one of the
major features of the week, it was clearly
demonstrated that the art of television was not
yvet ready for home use exeept by the wireless

ewest in Radio” During the Reeent Radio World’s Fair

demonstrations at Chieago were offieially sane-
tioned by Major Herbert H. Frost, president
of the Radio Manufaeturers’ Association.

No startling innovations in radio receivers
werc introdueed at the Radio World's Fair, and
it was expected that the Chicago show would
be similar in this respect. Refinements were
everywhere in evidence. Particular attention
has been paid to beauty in eabinet work, and
the serviee problem is ceasing to be one. Speak-
ers match the receiving set eabinets in beauty
of design and artistry, and radio-phonograph
ecombinations are proving popular.

Radio Festival Is
Tremendous Success

Chicago Banquet, Entertainment and Ball
Attracts Huge Crowd

Tlhic Chieago radio festival banguct, eiliter-
tainment and ball, held at the Stevens. Hotel,
Scptember 18, was one of the most suceessful
radio cvents ever held in Chieago. The grand
ballroom of the Stevens Hotel was filled to
capaeity with radio enthusiasts, manufaeturers,
dealers, jobbers and the publie, who listened to

six-hour program featuring leading Chicago,
New York and nationally known radio stars.

Miss Adrienne Muhlig, Joliet, Ill., won the
slogan contest with the radio slogan, “The
Voice of the World.” The first prize was a
Balkitc Model 108 eabinet eonsole, retail value
$340. The seeond prize was won by Vera
Klein, Chieago, with the slogan, “The World
in Your Home.” The second prize was a Spar-
ton Equasonne junior eonsole model 79A, with
a retail value of $229.50. The third winner was
Mrs. Frank J. Ryan, Chicago, who won a
Temple dynamie speaker No. 30, retail value
$49. The winner of the daneing contest was
Mrs. Margaret Whipple, Winnetka, 111, and her
partner was George Phillips. The prize for

the dancing eontest was a Hinncr's speaker.

The courtesy reporter was busy during thc
evening and after executing many novel tests
of eourtesy selected Mrs. Donald Grimes,
Chiecago, as the winner of the courtesy prize,
a Kolster 6D radio set. The other prizes
donated during the evening wcre a Majestic
radio eonsole, Model No. 72; Zenith, Model 34,
six-tube all-electric console; Bosch Type “A”
console reeeiver; Crosley Gem Box, 1929
Model; 1929 Freshman Equaphase, all-electric
console Model G-10; Aeme AC-4 radio table
model; Hinner's speaker Model No. 27; Fair-
fax Master Speaker No. 595; Triple-Tone
speaker switeh; two No. 30-60 Bright Star
heavy duty 45-volt radio batteries; two Na-
tional tube kits; and a Model 1-A Webster
clectrie pick-up with supporting arm.

Sen Kaney, the announecr of the Chieago
studios of the National Broadcasting Co., was
master of ceremonies and kept the enthusiasm
and intercst at a high piteh during thc evening.
H. E. Richardson, of Young, Loring & Rieh-
ardson, Ine., Sparton distributors in Chicago,
who is president of the Midwest Radio Trades
Association, was thc speaker of the evening
and gave a short talk on the benefits of the
Midwest Radio Trades Assoeciation direetly to
manufaeturers, jobbers and dealers in this ter-
ritory and ultimately to the eonsuming public
in general. Hc mentioncd that the Midwest

73

Radio Trades Assoeiation eonsisted of a group
of manufaeturers, jobbers and dealers who have
organized to proteet and serve to the best ad-
vantage the radio publie of Chieago. Since
its ineeption the efforts of the Association to
improve radio conditions in Chicago have met
with the hearty support of the radio industry
and the publie. The aims of the Assoeiation
are chiefly direeted to give the public full value
for their radio purchases and conscientious and
honcst serviee, so as to intelligently keep those
interested in radio in pace with its rapid prog-
ress. As a guarantee of these ideals everyone
can readily identify a member of this Asso-
ciation by looking for the Assoeiation emblem.

After the termination of the rebroadeast of
the New York program, “Husk” O’Hare and
his orchestra furnished thc musie for daneing.
During the dancing well-known theatrical stars
from the produetion, “My Maryland,” Miss
Olga Cook, Miss Ruby Spencer, Miss Bettv
Byron, Miss Helen Doyle, Ralph Dunn,
Nathaniel Wagner, Hal Conklin, George Rose-
ner and George Reinhart entertained.

The demand in England for American radio
set essentials and aeccessories is steadily in-
creasing, aceording to Nat Greene, of the Poly-
met Mfg. Corp. Mr. Greene points out that
the amount of Polymet shipments to Engzlz:nd
has increased each month during 1928
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Pennsylvania Lyric
Dealers Hold Meet

Otto N. Frankfort, All-American Mohawk
Corp. Vice-President, Speaks—Excelsior
Auto & Battery Co. Sponsors Meeting

One of the most successful dealers’ conven-
tions in the history of the All-American Mo-
hawk Corp. recently took place in Harrisburg,
Pa.,, when Harry L. Meyers, head of the Ex-
celsior Auto & Battery Co., distributor for the
Lyric receivers manufactured by the All-
American Mohawk Corp.,, met in convention
together with more than a hundred Lyric

dealers from all over the State of Pennsylvania.
Otto N. Frankfort, vice-president in charge of
cales of the All-American Mohawk Corp., acted
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25 cycle AC line current. All of these are
table models.

The Belvedere (floor screen) models are re-
priced as follows: No. 62, six volt DC, $45;
No. 72, 110 volt DC, $45; No. 802, 110 volt-
60 cycle AC, $55; and No. 902, 110 volt-25 cycle
AC, $55. The Aristocrat (floor cabinet) models
are now listed: No. 63, six volt DC, $60; No.
73, 110 volt DC, $60; No. 803, 110 volt-60 cycle
AC, $70, and No. 903, 110 volt-25 cycle AC,
$70. The Cordova, floor cabinet, model No.
710, complete with one stage of amplification
(210) for direct application to 110 volt AC cur-
rent, lists at $175.

The unit line is included in the price re-
vision. No. 6, six volt DC, is now $30; No.
7, 110 volt DC, consuming 50 mils, is $30; No.
80, for direct application to 110 volt-60 cycle
AC current, consuming 2/10 amp., is $40; No.
90, for direct application to 110 volt-25 cycle

Excelsior Auto & Battery Co., Lyric Distributor, Sponsors Harrisburg Meeting

as chairman of the convention, addressing the
assembled dealers at the Colonial Country
Club, where the visitors were entertained.

According to Mr. Frankfort, the convention
helped materially to promote good will and
stimulate interest in the new Lyric radio. Since
the convention, he reports, the sales of Lyric
receivers in the Pennsylvania territory have in-
creased to an appregciable extent.

Magnavox Revises Dy-
namic Speaker Prices

A price revision on Magnavox dynamic
«peakers, manufactured by the Magnavox Co,
with factories at Oakland, Cal, and sales offices
in Chicago, Ill, went into effect on September
24. The prices in the various models are now
as follows: Beverly model No. 61, six volt
DC, $50; Beverly No. 71, 110 volt DC, $50;
Beverly No. 801, AC for direct application to
110 volt-60 cycle AC line current, $60; Beverly
No. 901, AC for direct application to 110 volt-

AC current, consumes 2/10 amp., is $40, and
No. 700, complete with one stage of 210 am-
plification, for direct application 110 volt AC
current, is $125,

New Model Outing Portable

The new Flyer model of the Outing portable
line produced by the New York Album & Card
Co., New York, has gone over big, according
to Max Willinger, president of the company.
Mr. Willinger reports that the trade in general
has shown much interest in the reappearance
of the Outing line in the field.

Philco’s Musical Theme

“Mem’ries,” the musical theme of the Philco
Radio Hour, presented each week by the Phila-
delphia Storage Battery Co., of Philadelphia,
lias proved so popular with the radio audience
that M. Witmark & Sons, New York, music
publishers, have published this number and
have described its sales as a sensation.

New Distributors for
Kellogg Radio Sets

The Kellogg Switchboard & Supply Co., Chi-
cago, manufacturer of Kellogg radio receivers
and AC tubes, recently announced the appoint-
ment of several new distributors for Kellogg
radio merchandise: Berrodin Auto Supply Co.,
Philadelphia, Pa. distributor for the City of
Philadelphia, southeastern Pennsylvania and
southern New Jersey; Atlantic Radio Co., Bos-
ton, Mass., distributor for New Hampshire,
Rhode Island and eastern Massachusetts;
Henry J. Rowerdink, Rochester, N. Y., distrib-
utor for western New York State; Krauss Sales
Corp., St. Louis, Mo., distributor for the en-
tire State of Missouri except the extreme west-
ern part, also for north central and northeast-
ern Arkansas, and for southern and central
Illinois; Kiefer Electrical Supply Co., Peoria,
111, distributor for Peoria and several of the
surrounding counties; Magic Auto Supply Co.,
Hartford, Conn., distributor for eastern and
central Connecticut; Clemons Auto Supply Co,,
Eau Claire, Wis., distributor for northwestern
Wisconsin; Haynes & Chalmers, Bangor, Me,,
distributor for the State of Maine, except the
southwestern section, and Collins Kelvinator
Corp., Los Angeles, Cal,, distributor for south-
-ern California.

Columbia Dealers Tie
Up With Grogan Tour

Oscar Grogan, exclusive Columbia artist, has
been playing the Loew circuit in the South and
Middle West for several months with great
success. Similar reports have come from every
city visited on his tour which began in Nor-
folk, Va., and included leading Southern cities.’

From the Middle \West, Mr. Grogan will go
to Toronto where he will complete the tour.
Columbia dealers are cashing in on the local
appearances of this versatile artist.

Jack Dalton in New Post

Cincinnati, O., October 5.—Jack Dalton, until
recently Eastern sales manager for the Crosley
Radio Corp., manufacturer of Crosley radio
products, has been appointed sales promotion
manager of the same organization. Leonard
Kellogg, former sales promotion manager, has
been placed in charge of the new refrigeration
division sales of the Crosley organization.

A NEW EXCELLO CABINET OF RARE BEAUTY
~ Highest Quality and Wide Popularnty

Designed for the new Radiola Model 18
as well as any other A.C. or D.C. receivers.
Accommodates set, speaker and eliminator.
A drawer below receiver compartment pro-
vides space for stationery, etc., and has a
hinged lid for writing bed.

A high exanmple of true Excello crafts-
manship in make and finish. Walnut
throughout with matched butt walnut
doors; rich piano fhnish.

Catalogue on request.

CELLO

. Style R-43
Radio Consoles s L |
EXCELLO PRODUCTS CORPORATION
4824 W. 16th St., Cicero, Il
Suburb of Chicago
Dealers and Distributors are invited to write for complete details of franchise offer. The E=xcello is nationally advertised and nationally preferred.
________ T—
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Disappearing loop
antenna nests in
top of cabinet
when not in use.
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THE DOMINATING FEATULE OF
THE RADIO WORLDS FAIR!

LL who saw Fada 70 at Madison Square
Garden acclaimed its beauty. The hun-

dreds who heard the Fada “70” demonstrated We claim, and are ready
at the Hotel Astor were convinced that it is to prove, that the Fada
the finest radio made —regardless of price. *“70” will show superior

- . . performance over any
Fada “70” dominates the quallty radio market l e
. . 5 . other standard make o

—just as it dominated the radio show—another

“profit windfall” for Fada dealers!

radio receiver, regardless

of price.

The Fada franchise is just like a sound security — it’s
always increasing in value — getting better each year.
For information regarding your territory, write or wire—

F. A. D. ANDREA, INC., LONG ISLAND CITY, N.Y.
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District Managers for the
DeForest Co. Appomted

H. C. Holmes, Director of Sales, Announces the Names of Representatives for Twelve
Districts Together With the Territory to Be Covered by Each Manager

The names of the district managers, together
with the territories which they cover, have just
been announced by H. C. Holmes, director of
~ales of the DeForest Radio Co. with head-
quarters in Jersex City, N. J.

The New England territory is to be handled
by William J. Barkley, of the R. .\. Chambers

Co., 10 High =ctreet. Boston, Mass. This ter-
ritory includes Maine, New Hampshire, Ver-
mont, Massachusetts, Rhode Island and Con-

necticut north of and including Hartford.
The New York or Mctropolitan territory is
to be handled by H H. Southgate, 50 Church

street, New York City, and includes Connecti-
cut, south of but not including Hartiord, New

York excluding Buttalo, and New Jersey north
o« but not including Trenton.

The Philadelphia territory will be handled by
Charles N. \Wiltbank, 609 \Vashington Squarc
Duilding, Philadelphia, PPa, and will include
Delaware, Maryland, District of Columbia, New
Yersey <outh of and including “Trenton, and
PPennsylvania cast of but not including Altoona.

The Pittsburgh territory will be handled by
H. B. Parke, 305 Seventh avenue, Pittsburgh,
PPa., and includes \West Virginia, Ohio exclud-
ing Toledo, Pennsylvania west of and including
Altoona, and that corner of New York State
including Buffalo.

The Detroit territory will be handled by Phil
M. Dav, 317 East \Woodbridge street, Detroit,
Mich., and includes Toledo only in Ohio, Michi
gan, and Indiana excluding southwestern cor-
ner that includes Evansville and Terre Haute.

The Chicago territory will be handled by
Tideman & Whetter, 600 West Jackson Boule
vard, Chicago, and includes lowa, the north-
ern half of Illinois or north of Springfield

and Decatur, and the southern half of \\iscon
sin south of La Crosse and Oshkosh.

The Denver territory is to be handled by
E. E. Staible, Inc., 2356 Blake street, Denver,

and includes Colorado, \Wyoniing, Utah and
New Mexico.
The \West Coust territory is to be landled

by J. T. Hill, 823 San Fernando Building. Los
Angeles, and includes Arizona, Montana, 1daho,
Nevada, \Washington, Oregon, California and
the corner of Texas including EI Paso only.

The St. Louis territory is to be handled by
Richmond V. Hughes, 1120 Fullerton Building,
St. Louis, und includes Kentucky, Memphis
only in Tennessee, the eastern halt of Missouri
including Jefferson City, the southern half of
Ihnois south of Springfield and Decatur, and
the southwestern corner of Indiana including
Evansville and Terre Haute.

The Kansas City territory will be handled by

C. Ho Annis, 237 Railway Exchange Building,
Kansas City, and includes Kansas, Nebraska

and the western hali of Missouri not including
lefferson City.

The Dallas territory will be handled by Jen-
kins & Gunther, Santa Fe Building, Unit Two,
Dallas, and will include Oklahoma, Arkansas,
Texas except E! Paso, and the northwest cor-
ner of Louisiana including Shreveport.

The Atlanta territory handled by Fulwiler &
Chapman, 915 Atlanta Trust Co. Building, At-
lanma, includes Georgia, Alabama, l.ouisiara ex-
cept northwest corner, Tennessee except Mem
phis, Virginia, South Carolina, Nortl Carolina,
Florida and Mississippi.

One more territory, namely, Minuneapolis, is
being organized and the district manager wili
be announced shortly.

More Than 50,000 People Attend
Buftalo’s Annual Radio Show

Exposition Proves Highly Successful—Talking Machine Sales Reported Most Satis-
factory—Brunswick Dealers Use Co-operative Advertising—Victor Dealers Meet

Burraio N. Y., October 8—\Vith one of the
best radio shows in history providing stimula-
tion for the trade in this territory, Fall sales are
opening up in fine style. Upwards of 50,000
persons attended the September show of the
Buffalo Radio Trades Association in the Broad-
way auditorium, and saw there practically every
well-known receiving set in the United States
on display in an exhibition the total value of
which ran close to $1,000,000.

Meanwhile the talking machine industry has
been progressing, with sales growing steadily
and good Fall and Winter business in pros-
pect. Record sales have given little cause for
complaint, and there is a noteworthy trend on
the part of talking machine buyers to invest
in better-grade instruments, or else to purchase
combinations with radio sets included priced at
$300 and upwards.

Roth the Federal and King radio plants here
have been operating at capacity for the past
six weeks cndeavoring to catch up with orders.
and have largely augmented their personnel.
Federal has opened unusually attractive local
wholesale offices in plant No. 2, at 1200 Niagara
street, where a complete line of its products
is now on display in quarters of ample size.
Many dealers have called at, W how-
rooms and expressed appreaanon uE Uncér.
tain terms of the new Federal models.

Another Federal announcement of interest is

that Paul F. Godley, well-known radio engi-
neer, author and DX fan, has been appointed
to represent that company as salesman in the
New York metropolitan territory. He is al-
ready on the job.

In co-operation with local dealers the Buf-
falo branch of the Brunswick-Balke-Collender
Co. is running co-operative advertising in a
number of newspapers of the local branch dis-

trict. Attractive copy and good dealer tie-ups
are getting results, orders from dealers in the
territory indicate, according to George A.

I.yons, branch manager.

Max Freedman, who has been operating a
successful music and radio store in William
street, featuring the Columbia line, has opened
a branch in Main street near Allen street, and
reports good opening business. He is keeping
his shop open cvenings for the bencfit of his
many patrons. o8t

Millard Minnick is receiving nmany congratu-
lations following the reopening of the redeco-

l”hon

which the entire line of new and former Victor
models was shown in the hote! ballroom, with
H. O. Grubbs, vice-president in charge of com-
mercial relations; Robert Drake, Eastern repre-
sentative, and R. A. Bartley, district sales man-
ager, representing the Victor home office.

The new models were shown on the ballroom
stage in a beautiful setting and won the high-
est commendation of the trade. In his address

Mr. Grubbs predicted that talking machine
dealers generally will enjoy unprecedented
prosperity in the next twelve months, pro-

vided they employ right merchandising meth-
ods in all departments.

Stecker’s Sporting Goods Store, at Dunkirk,
N. Y, staged its own radio show recently,
there being no joint display in that city. The
company attracted much attention with its
showing of Victor combinations, Atwater
Kent, RCA and Sparton sets.

Three radio dealers made a hasty trip to
Rochester by airplane to attend the trade show
there. They were Clifford Bettinger, sales
manager of Temple, Inc., Chicago; Edward
Bihl, president, and George \Wright, sales man-
ager, of the Cycle & Auto Supply Co. loca!l
jobbers for the Chicago company.

Panatrope in Exhibit of
Electrical Equipment

In one of the most beautifully furnished and
elaborate exhibits on the Boardwalk in Atlantic
City are displayed all of the latest inventions in
electrical equipment of the home. It is so com-

Panatrope in Electncal Exhibit

pletely equipped that, if it were in a home, a
wonan could push a button to do everything
but powder her nose, and we are not so sure
she couldn’t do that by electricity. In this
place, with all its modern inventions, the Bruns-
wick Panatrope was prominently featured and
the Model No. 148-C, which has been reduced
1 price, is the one that the General Electric Co.
exhibited.

Fada Radio Reports
33 Per Cent Increase

The sales volume of F. A. D. Andrea, Inc,
on Fada radio for the first eight months of
1928 showed an increase of more than 33 per
cent over the corresponrmg period of 1927,
according to a recdnt BB & ment by F. A.
D. Andrea; president of the company.

.':-GJ{‘(IE{”IE}I Ulfé'bnsﬁr itfPThe development

tric receiver, for a 9911s1derab1e por-
j\ ﬁﬂftltﬁmf ﬁd})ﬂf siness bemg done
this year, said Mr. Andrea.” “An increase in
volume was to be expected with the simplifica-

rated and enlargedikisee SFithe: Buffadd! Radip-| vidnlaefe veceivifgndets, freedom from service
phone Stotepuat ﬂéOtMauﬂstregL;i’N@ comphrmy ;.3reqh1§saagd-eagq -ofcoperation, but a gain of

is showingagemnletejdincs, ohiAtwater, rKenfz;.-mJinpﬁmg}&Js.nvpfr&wheraldm°

Kolster, Majestic and Peerless sets.

All Victor dealers in th1< territory were in-
1ted go attend c avan”’ meetin Ad dpemon-
tf;mcn Sm‘ﬁ;l ed‘ By ttf\e Buﬁcllog']' inw Ma-
chine Co. and Curtis N. Andrews in the Hotel
Statler. Luncheon began the program, after

Ye Music Box, Martinsville, Ind., was recent-
lyr dneor ted with a c ital fck of, 100
xshages’i (grgax‘ Val‘le to~d% in endsical insfru-
ments, etc. The incorporators are Lee M. Tay-
lor, Russell Doty and Ralph K. Lowder.
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Two New Splitdort
Jobbers Appointed

Fifield Bros. to Cover Maine; Waite Auto
Supply Co. Will Serve Trade in Rhode
Island and Part of Connecticut

The Splitdorf Radio Corp., of Newark, N.
J., has announced two new jobbers for the
Splitdorf line of radio sets. Fifield Bros., of
Augusta, Me., will cover that State with eight
salesmen and have established a separate de-
partment for the distribution and servicing of
radio. Fifield Bros. are a well-known firm,
having started in business in 1895, specializing
in automotive equipment. B. B. Herrick is

general manager of the company and Mr. Hall
is head of the radio department.

The other Splitdorf appointment is that of
the Waite Auto Supply Co., 356 Westminster
street, Providence, R. I, to become jobbers
for that State, and Toland, Wyndham and New
London counties in the State of Connecticut.
This is an old-line automotive house traveling
twelve men. E. W. Waite is president of the
company. Waite Bros. are well known in the
radio and autoinotive trade circles of Rhode
lsland and eastern Connecticut and have a large
following among retailers. ¥

The Town Talk Music Co., 403 Old National
Bank Building, Evansville, Ind., was recently
incorporated with a capital stock of 900 shares
of no par value to deal in musical instruments,

77

Foreign Records 1n
Columbia Releases

Included in its September and future releases,
the Columbia Phonograph Co. is issuing )
records from the foreign list. The first of
these releases includes a double disc from Pe:
ru and one from Russia. The former is cere
monial and native of the Peruvian Indians, the
first selection of that coupling being based upon
an ancient custom of burying alive a virgin in
the Temple of the Sun, once in every ten years
The melodies are rendered by the Orquesta
Tipica Incaica. The second is played by the
Russian National Balalaika Orchestra and
though more modern, is distinctly Russian,
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With D. C. or A. C.
Dynamic Cone Repro-
ducer. Wide enough
tohold most radio
receivers.

Radio-
§ Phonograph
Combination
With Dynamic Repro-
ducer, electric turn-

table pickup and space
for set.

G
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Tie Up WitH ThHE Bié
NEWCOMBE= HAWLEY L1
DYNAMIC CONE MODELS

Unsurpassed tone quality and volume. Fine
cabinet work. Excellent finish. All models fur-
nished for battery or light socket operation.

The Heart of Newcombe-Hawley
Dynamic Cone Reproducers

Portable
Satinwood front. With
Dynamic Cone Repro-

ducer.

Burl walnut cabinet.
With Dynamic Cone
Reproducer.

&

WSS SYSAS
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: Small 5
Console

)

For the smaller receiv-
ers. With Dynamic
Cone Reproducer.

4

Y

%

Console
For large R. C. A.
Model 18 and other
large sets. With Dyna-
mic Reproducer.

rs

1 Console
With Newcombe-
Hawley 72-inch air
column and Nathan-
iel Baldwin unit.

A

“

\
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AIR COLUMN MODELS

Equipped with Na-
thaniel Baldwin unit.
56-inch air column.

Portable
Portable

Bronze metal case. X walnut cabinet.
Send for complete catalogue
Newcombe-Hawley, Inc.

203 First Ave., North, St. Charles, Ill.

NEWCOMBE=HAWLEY

RADIO RPEDRODUCELRS
NN NNNNNANN

MAGNETIC CONE MODELS

A beautiful portable
reproducer in burl

SN

DPIPIIR

Z

NS A,

Forlargereceivers such
as R. C. A. Model 18
A. C. sets. Unit mount-
ed behind grill. Re-
quires little space.
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Annual Radio Exposition Held
in Boston With Airplane Show

Mechanics Building Houses Exposition—New England Atwater Kent Dealers Hold
Meeting—New Sonora Models Arriving— Many New Brunswick Accounts Opened

BostoN, Mass., October 3—The annual exhibi-
tion of radio in this city is now on and is being
held in conjunction with the airplane exhibit.
Mechanics Building is the scene of the dual
<how and the leading houses dealing in radio
are represented. The Stromberg-Carlson Co.
has a most ornate exhibit down near the en-
trance of the hall. The Victor Talking Machine
Co. has something that is really artistic as to
setting, forming a splendid background for a
number of the company's leading types of ma-
chines. The display is in charge of Paul Carl-
son, Victor special representative. DeForest is
well represented, and the Majestic line makes a
most creditable showing. M. Steinert & Sons
are showing a line of Kolsters. Of course the
Atwater Kent Co. has an imposing exhibit that
1s attracting many visitors. This house has a
large amount of space right under the stage,
and it is sponsored by the J. H. Burke Co.. and
Howe & Co., local distributors of the Atwater
Kent product. The Pooley cabinets are on view
and so are the Red Lion cabinets. Some of
the other concerns that are represented in the
show are the Acme Apparatus Co., Atlantic
Radio & Marine Co., Automatic Radio, General
Radio, General Electric, Linscott, Stewart-
Warner, Wetmore Savage, Northeastern Radio,
Philadelphia Storage Battery, American Tele-
vision, Fansteel Products, and others.

Atwater Kent Dealers Meet

The first annual meeting and dinner of the
Atwater Kent radio dealers held at the Copley-
Plaza Hotel in this city was all that was ex-
pected. The hosts were the J. H. Burke Co,,
and Howe & Co., both wholesale distributors
for this line. The business sessions were largely
attended, and a number of intimate business
problems were discussed, led by experts in their
own line of merchandising. Fully 700 dealers
cat down to the banquet, at which the chief
speaker was Dr. Edward James Cottel, of Phil-
adelphia, commonly known as the “apostle of

friendship.” He spoke on the real needs of the
radio at home, on the farm, everywhere in fact,
not only for its entertainment features, but as
a general aid to the stimulation of business.
During the business sessions the speakers were
T. Wayne MacDowell, convention manager; H.
A. Arany, New England sales manager; William
E. Richards, New England field representative;
V. W. Collamore, general sales manager; L. A.

and NEW _—="

= ENGLAND

— e

months ago, has finally got settled in the Statler
Building with offices and showrooms in rooms
602 and 603. There is an outer office, a large
display room, and a private office for Manager
Spencer. The new Sonora models are now arriv-
ing and will be ready for the trade very soon,
and already the New England dealers are in
receipt of printed data about the line. With
Harry Spencer is his brother, Platt Spencer,
and Elmer C. Nelson, who was associated with
him in his previous connection.
Dealers Add Brunswick Line

New accounts opened by the Brunswick in
the New' England territory include George L.
Kerr, of Franklin; Sweet’s Music Shop, Rox-
bury; Gansert Piano Co., Providence, R. I.;
Anzalone Bros., East Boston. It is of special
interest in this field that through an arrange-
ment with the Brunswick Co. all the Kresge

mn,n.fbr stes Xent Dealers’ Comvention - Boston
Scr. 12.19a0. Ve eoﬂqg Plaza.

=

New England Atwater Kent Dealers’ Convention

Charbonnier, service manager; John M. McCoy,
sales promotion manager of the Atwater Kent
Co., also Lee Howe, head of Howe & Co., and
Joe Burke, head of the Burke Co.
Features Majestic at Show

Business with the F. D. Pitts Co. continues
to make rapid and encouraging strides, the de-
mand being for the widely known Majestic line,
which, as noted earlier in this letter, is being
extensively exploited at the Radio Show in
Mechanics Building. While the Pitts Co. is not
conspicuously in the foreground here by name,
its representatives are constantly on the scene
and are finding a busy time waiting on the
visiting members of the trade.

New Sonora Models Arriving

Harry L. Spencer, who took over the New

England representation of the Sonora some

stores are to handle the Brunswick records, so
that customers may find these records in the
company’s stores in Boston, Quincy, Fall River,
Lawrence, Springfield, Brockton and Portland,
Me. The first store to handle them has been
the one in Quincy, then came the stores in Bos-
ton and Brockton, L. L. Sebok, the Brunswick’s
foreign manager, is expected in Boston shortly.

Good Columbia Business
Business is good, so declares Manager Nor-
man B. Smith, in speaking of the New England
Columbia conditions. Mr. Smith, who ex-
changed places with our old friend, Bill Parks,
now in St. Louis, is rapidly getting acclimated
to his new surroundings and is mapping out a
very promising program for pushing business.
(Continued on page 80)

Oliver Ditson Co.

Boston

THE VICTOR DEALER’S
GREATEST OPPORTUNITY

Never before in the Victor history has there been offered
to the public such a notable line of instruments of all
types—and the best of all types.
A complete stock on hand puts the Victor dealer beyond
the reach of competitors.

Ditson Service Can Keep That Stock Complete

Chas. H. Ditson & Co.

New York




The Talking Machine World, New York, October, 1928

The Authorized Furniture for All ATWATER KENT Radios

HEADLINERS ALL!
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for ATWATER KENT RADIOS

The new Red Lion Cabinets are
proving to be so popular and prof-
itable a line that the trade looks for

more sales records to be broken by

Red Lion models.

Radio owners like these cabinets be-
cause they are good furniture, first
of all; then, because they fittingly
house the highly-perfected Atwater
Kent A. C. receiving sets and speak-
ers; and, again, because Red Lion
combination models are so skilfully
designed that they really serve their

two purposes without any sacri-

fice of the one to the' other.

This deft designing is very evident
in the Red Lion Secretary and Desk
models — and especially so in the
new combination phonograph and

radio console.

Furthermore, the price .to dealers
on this model, already equipped
with improved, electrically-oper-
ated phonograph, allows the dealer
to install an Atwater Kent set and
speaker, and sell a complete combi-
nation of quality at an unusually

attractive price.

RED LION CABINET COMPANY

RED LION, PA.
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Trade News From
Boston Territory

(Continued from page 78)

A week ago he had a sales meeting of all the
field men in this territory, and it is his plan to
get the men together about every sixty days.
This week the local Columbia quarters are hold-
ing open house and dealers have thus far come
in in large numbers to inspect the new lines of
radio merchandise. R. F. Bolton, manager of
the Columbia’s foreign record department, was
a recent visitor here.

Following are some of the new dealers that
the Columbia has linked up with in New Eng-
land: the Carlton Furniture Co., Lisbon, N. H.;
Proctor Michelson, 434 Massachusetts avenue,
Arlington, Mass.; A. F. Christopher, Lyndon-
ville, Vt.; B. Horenstein, New Britain, Conn.;
Sweet's Music Store, 657 Shawmut avenue, Rox-
bury, Mass.; Temple Electric & Radio Store,
Andover, Mass.; Harry March, Quincy, Mass.

Big Gain for A. K. Line

The Atwater Kent business, as reported by
the J. H. Burke Co., made an enormous show-
ing for August, figures quoted being 200 per
cent over August of a year ago. And so far
as September is concerned, it was firmly be-
lieved that when all the figures are in this
month similarly will show an enormous gain.

T. Wayne MacDowel], convention manager of
the Atwater Kent Co., was in town the last
week of September and so was H. A. Arany,
sales manager, and William E. Richards, the
New England field representative.

A. K. Plant Meeting
Million-Set Schedule

The schedule of the Atwater Kent Mfg. Co,,
maker of Atwater Kent radio products, which

The Talking Machine World, New York, October, 1928

calls for the making and marketing of one mil-
lion radio receivers during the current year, is
being met as is attested by the fact that during
the latter part of September the call of the
sales department to the manufacturing section
for a production of 12,000 sets in a single day
was met promptly. FEmployment at the At
water Kent plant in Philadelphia is now at the
highest point in its history.

Eveready to Broad-
cast Latest Books

National Carbon Co. Makes Arrangements
With Literary Guild to ‘Put Selected
Book on Air Every Month

The National Carbon Co., Inc., New York,
has announced that arrangements have been
concluded between the Literary Guild of
America and the Eveready Hour whereby the
latter, a pioneer in broadcasting radio pro-
grams, will put on the air a number of the
books chosen each month by the Literary Guild
for distribution to its members.

The announcement states that this marks the
first definite step by a national broadcaster to
take advantage of the wealth of material for
broadcasting contained in modern literaturc.
Under the plan the Eveready Hour manage
ment will receive in advance of Guild publish
ing dates manuscript copies of books selected
for determination of their broadcasting merit-.

Texas Victor Dealers Meet

DarLas, Tex.,, October 3.—Victor dealers in
this city and surrounding territory held a din-
ner neeting in the ballroom of the Baker Hotel
here on September 24 and inspected the new
Victor models. The meeting was under the
auspices of the Southwest Victor Distributing
Co. and the T. E. Swann Co.
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(Made UDELL Famous for 55 Years
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THE UDELL WORKS

28th St., at Barnes Ave.

Indianapolis, Ind.

THE UDELL
IS NOW READY

OF real interest and importance to every
buyer is the new catalog just off the
press showing the many exclusive designs of
Radio Cabinets by THE UDELL WORKS of
Indianapolis, famous makers of fine cabinets
for fifty-five years.

The illustration at the left is a reduced
reproduction of the cover of the new UDELL
Catalog . . and the buyer will find the
catalog is “not only a presentation of the
artistic and moderne in radio cabinets, BUT
the announcement of an important new
policy on the part of UDELL, as a maker of
DEPENDABLE radio cabmets . ... Mean-

ing—

Udell Quality Now at
Most Moderate Prices

Every Radio Cabinet Buyer in the country
really should have this new catalog because
the presentations therein will apprecnably re-
duce selling efforts. As che edition is limited,

may we suggest that you write your request
today?

Makers of
Dependable Cabinets
for 55 Years
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RCA Installs Model
Retail Store Window

Store Front to Serve as Model of Dealer’s
Show Window—Designed to Assist
Dealers in Dressing Windows

The window display illustrated herewith was
constructed by the Radio Corp. of America,
and installed in its reception hall at its general
offices in the Woolworth Building, New York
City, to serve as a model of an average dealer’s

RCA Window Display

show window. It is designed to serve as an
example to the dealer and to assist him in
dressing his windows attractively.

The displays are changed every two weeks.
The window space measures ten feet high, eight
feet long and fifty inches deep. The outside
walls are painted so that it represents a red-
brick store front, and the entire window is
clectrically lighted. At this time the display
is built up around the new Radiola 60 AC
Super-heterodyne and loud speaker 103.

O. D. Williams Dis-
cusses Advertising

Advertising Director of Davega Chain of
Radio Stores Outlines Factors of Suc-
cess—Emphasizes Need for Advertising

O. D. Williams, who has just become adver-
tising director for the well-known Davega chain
of radio stores, has become an important fig-
ure in the radio world chiefly through his be-
Yief in the effectiveness of large space for radio
advertising. Mr. Williams has been instru-
mental in placing more consecutive lineage
than any other man in New York’s radio field.

Mr. Williams believes that retail development
1s in direct ratio to advertising done, and that
to keep up the pace it is absolutely essential
to increase advertising with every proportional
increase in growth. In this connection he says:

“Advertising properly handled not only stimu-
lates sales as nothing else can, but also serves
the public by giving prospective customers an
actual written statement guaranteeing service
and value. No merchant can stay in business
very long if ‘he fails to live up to his daily
advertising statements. Advertising fulfills an-
other function as well by advising the general
reader upon the latest trends in the industry,
the newest improvements. In radio this is es-
pecially important for, as far as we can see
ahead, new things are bound to develop in radio
every vear. Television is an accomplished fact;
soon it will be a popular form of entertainment
and education, made popular by one great force
alone—advertising.

“There are three essentials in advertising—
plenty of space, good copy and effective pic-
torial presentation of the product. These three
elements will carry any business to success if
backed by an efficient selling organization and
a good product.”



. ———

The Talking Machine World, New York, October, 1928 81

ecords
Free

e New Radiex Records

For Your First Order Only, and to acquaint you with
the superb quality of electrically-recorded Radiex
Records, here is our offer~—

Popular Hits Famous Old

Any 150 Records @*14%c $21.38 .
Price to Dealers Favorites
Any 50 Records Free 00.00 F. O.B. Boston 1 4]/2c
200 $21.38

|

16 Macallen St.

Averaging less than 11c each

Satisfaction Guaranteed. If these records do not
prove better than any records you have ever pur-
chased, even as high as 20 cents, you may return
them at our expense any time within ten days after
you receive them, for full credit., Records are abso-
lutely on trial. Unless they please you, they will not
cost you a cent.

Standard 10 inch Records—Music on
Both Sides—Play on Any Phonograph

We manufacture and ship over 40,000 records daily,
to music stores, variety stores, etc., all over the
country, Shlpment is made within twenty-four hours
of when order received. Catalogs, posters and wm-
dow display supplied FREE.

This offer is for a short time only.

Mail your
order today.

Our regular wholesale prices, to dealers only,
are as follows:

Popular Dance and Song Records, 1414 cents each,
F. O. B. Boston.

Famous Old Favorites and Other Standard Rec-
ords, 1214 cents, F. O. B. Boston.

*NOTE: Table above, figuring 150 records at
1414 cents ($21. 38) is based on our estimate that your
order will consist mainly of “popular” records at
the 1414 cent price.

Grey Gull Records, Inc.

Manufacturers of

Radiex and Grey Gull Records

T. M. 30

Boston, Mass.

DANCE

1549 §{ Roses of Yesterday

Gloaming
Wa-Da-Da
Tenement Rose
Twelve O’'Clock
Waltz
There’'s a Mother
Always Walting
Yascha Mlichaeloff~
sky’s Melody
When Shadows Fall

{
{
|
{Hallelujab. I'm a
o
k-
5

1548

1546

15438

But the Cat Came
Back

My Angel (Angela

1541

Commg Thru’ the

Old M'\n Sunshine
1540 Sldewalks of New
Because My Baby
1537{ Don’t Mean Maybe
Everybody Works
But Father
Just a Night for
Meditation
| Merry Wldow Waltz
That s My Weakness

L
1536 1
1535
That 8 Gratltude
[ My Pet
1534 Blll Bailey, Won’t
You Flease Come
Home
1528 And They Lived
Scrapplly Ever
After
Constantinople
1523 { Waltz Me Around
Agaln, Willle
[ Rag Doll
1521{ Draggin’the Dragon
Blues

Chloe
15183 + Where the Cute,
Cute, Cuties Grow
Ramona
1510 { If I DIldn't Love You
80 Much
1508 { My Melancholy Baby
Down by the Sea
My Ohio Home
1505 ) There Never Was a
Pal Like My
Daddy’s Gal
1501{ Girl of My Dreams
I Know, You Know

2426

2424 { Little Mother
2421 {

VOCAL

Jeannine, I Dream
of Lilaec Time

Come Back to
Romany

Lindy Lou

King for a Day
Love Is Just a
Dream of You

Bum
The Preacher and
the Bear

The Bum Song

ITallelujah, I'm a
2418

24174 Get Away, Old Man,

| Get Away

Through All the
Years

[ That’s My Weakness

Memories of France
2416

2408{ Now

| Hide and Seek
[ Girl of My Dreams

2407 { Dear Oid Pal of

Yesterday

Famous Old
Favorites 12Y%c

INSTRUMENTAL

[ Bidewalks of New
4190 York

O’Leahy’s Lullaby
4189 ( Drowsy Waters

Herd Girl’s Dream

4217 { Irish Washerwoman
Mrs. McLcod’s Reel

Whistler and Ilis
4193 Dog
| Powder Puff
IGems trom Grand
228 Opera, No. 1
1Gems from Grand
Opera, No, 2
Dixie Favorites
4161

Medley of Southern
Merry Widow Waltz
Lullaby from Er-
minle
4068 { Arkansas Traveler
Turkey In the Straw

4218

Price to Dealers 121

F.0.B. Boston 14Y2C
Over 100 more records of
old favorites like these

available at same price.
Write for complete catalog.

VOCAL

4118{M'1y X Sleep In Your Barn
I Saw Sweet Nellle Home
4131{ Wreck of Old ’'97

Wreck of Titantic
4183 { Just Tcll Them You Saw Me

1 Curse of Aching Heart

4171{ Red Wing

By Waters of Mlnnetonka

09 { Oh, Dem Golden SIi

Klngdom Commg8 REEs

220 gJust as the Sun Went
L
[w

ped

Down
My Darling, Nellie Gray
Where Silver lo
4169 Wends Its )"‘go i
Everybody’s \(other Was
Somebody’s Pal
4133 {Jesse James
The Buteher Boy
4135 { Rovin’ Gambler
Little Log Cabln in Lane
4173 { Boston Burglar
l Cowboy’s Lament
Casey Jones
4174 Waltz Me Around Agaln,

4178 Break News to Mother

Bird in Gilded Cage

Sweet Hawaiian Klsses

Blue Hawallan Moon

X Wish I Was Single
Again

If You Want to Find Love

Where River Shannon

e
{
{
{
4117 [ Flows
i
{
{
{
{

4160

4141

Send Me Rose From Ire-
iand

In Baggage Coach Ahead

Under Some Old Apple
Tree

Blue Bells of Scotland

Campbells Are Coming

Medley of Old Songs, No.1

Medley of Old Songs, No.2

Church in Wildwood

Yolce of Chimes

4090

4207

203

4075

Complete Catalog Mailed on Request
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Philadelphia Dealers Encounter
Fine Demand for Latest Models

Distributors and Dealers Both Report Increase in Talking Machine Business With
Combination Business Satisfactory—Kellcgg Dealers Meet—Shortage Felt

PuiLApELPHIA, Pa.,, October 9.—Though the
dominating trade commodities in the active list
of to-day are among the radios there, neverthe-
less, is a most gratifying demand for talking
machines of the newer designs and those of the
combination radio types. Both wholesaler and
retailer are pleased with the revival of business
in the talking machine industry within recent
weeks, with a still more optimistic attitude in
the outlook for radios based upon the present

urgent needs for the newer sets that have been

shown among the Fall displays.
Kellogg Radio Dealers Attend Meeting

The Berrodin Auto Supply Co., local distribu-
tor, and the Kellogg Switchboard & Supply Co,,
Chicago, acted as hosts to seventy-five dealers
and prospective dealers in Philadelphia, Septem-
ber 6. Mac Harlan, advertising manager for
the Kellogg Co., outlined Kellogg advertising
plans for the Fall and Winter seasons, and
showed his audience some examples of the Kel-
logg newspaper advertising which his company
has prepared to help the dealers. He gave an
interesting talk regarding the Kellogg factory
and products, taking his guests on a trip
through the Kellogg plant by use of a spe-
cial movie reel which was made at the Kellogg
factory in Chicago, showing the various de-
partments which make and assemble the Kel-
logg radio receivers.

All present expressed their interest in an-
uther movie reel, entitled “Listening In,” which
Mr. Harlan brought with him from Chicago.
It showed how successful dealers secure pros-
pects through the use of Kellogg literature, and
how they complete the sale. An interesting and
instructive portion of the reel showed why

many dealers lose sales. The Kellogg Co. plans
to hold these dealer dinner meetings in various
iarge cities throughout the country so that
dealers may become better acquainted with the
Kellogg organization and its products.

Radio Demand Exceeds Supply

Wholesalers in the newer types of radios
complain of the oversold conditions and the ur-
gency of needs for immediate deliveries. In
many of the distributors’ hands are long lists
of orders for the incoming improved types of
1adios that may not be filled for several weeks,
so urgent is the call from the dealers for all
available supplies. Many distributors report
that far from the customary conditions of the
normal season, when they are carrying peak
stocks of supplies in radios, this year they find
their warehouses bare of goods and in many
cases with only samples on the floor for display
purposes.

Record Sales Continue Satisfactorily

Record sales continue to hold well though a
few numbers are most active rather than the
whole list. The most active of the group seems
to be among the popular numbers of the col-
legiate tvpe which are recorded by artists now
appearing here either in the movies or in theat-
rical attractions. The demand for these is
stimulated by the tie-up advertising of the deal-
ers with the manufacturers and distributors.

Brunswick Radio Models in Demand

New models of the straight radio type which
recently were introduced by the Brunswick Co.
have kept the local branch occupied at peak in
shipping all available supplies received from
the factory. The table models at $172.50 and
the console at $237.50 as well as the super-

’ and records.

To Victor Dealers in Territory
We Serve:

The future of your RECORD BUSINESS DEPENDS
UPON YOUR ACTIVITIES OF TODAY.

: THE VICTOR NEW AUTOMATIC INSTRUMENTS

will create unprecedented demands for both Victor instruments

THE LIST PRICE $365.00 on Model No. 10-35 is but

| one of the many outstanding features.

H.A WEYMANN & SON,INC.

| 1108 Chestnut Street —Philadelphia, Pa.
Victor Wholesalers
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heterodyne at $217.50 and console superhetero-
dyne with dynam<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>