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This book is dedicated to M. R. McMillion and the
thousands of phonograph collectors who are active in
preserving the true Edison phonograph. story -—
historically and mechanically.

My thanks also to William R. Rawson and Edward
Orbann, of Thomas A. Edison Industries, for their
favorable comment in their letter of October 15th,

1965.
Wendell Moore
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The Reason Trade Stops After the
Holidays 1s Because the Dealer

Stops. He 1s the. Original Stopper.
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Inventory month!

Yes; is that all?

For some retailers that’s all January is.

Some retail merchants spend the month of
January waiting for February.

For others, whose Christmas business has been
big, January is a month for rest and recupera-
tion,—a convenient time for a trip or vacation,
possibly.

For a few retailers January is the first month
of the New Year and therefore a month for
business, a month for renewed effort, a month
that shall prophecy by its results a healthy
growth of the year’s business.

Phonograph Dealers of the last named class
have no pad-locks on their doors in January or
any other time during the year except Sundays
and holidays. For them the first twelfth of the
year is as important,—yes, more important than
the twelfth twelfth. But unfortunately the
Dealers of this class are in the minority.

Many a retail merchant appears to choose for
his mental motto for January—*“If ‘stock-taking’
interferes with business, close up the business.”
That attitude is a “pad-lock” on the door.

Other merchants, ordinarily to be commended
for their enterprise and sagacity, cut down their
sales force right after Christmas, allow their
stock to dwindle, are not surprised if there
is no more trade than they are able to handle,
and then they congratulate themselves for being
“season wise,” whereas, they have really locked
up their own store door with a good strong
“pad-lock”—(“dull times” of their own mak-
ing).

January is a dull month only for the retailer
who allows it to be a dull month. No merchant

should forget this simple truth: Retail business
is nurtured by the retailer, not by the purchaser.
The purchaser is the one acted upon by ad-
vertising, by window display, by argument over
the counter and by the apparent quality of
the goods offered for sale. The purchaser does
not buy what he needs unless he happens to
want what he needs; but he invariably buys
what he wants whether he needs it or not. Ad-
vertising, window display, sales argument—
have one purpose,—to create desire on the part
of the possible customer for the goods.

If an Edison Dealer allows his stock to re-
main low after the Christmas sale, if he ceases
to advertise Edison goods in the newspapers
and to display them in his windows, if he handi-
caps in any way his ability to do a big Edison
business, then it is Phonographs to “pad-locks”
he will do a small business and have reason
to call that period of inactivity a dull season.
The Edison Dealer who “hits” January the way
he “hits” December—with a complete stock, with
good advertising, enthusiasm, optimism,—that
Dealer will have no cause to complain at the
end of the month nor will he ever padlock his
business in the other dull seasons (so-called)
of the year.

Unless most of the present indications prove
unreliable, the year 1909 will exceed in pros-
perity any previous twelve months in the history
of the Edison Phonograph. This statement is
based upon a number of facts. In the first place
the new Amberol Records and the attachments
needed to play them on existing Phonographs
will be important factors in making for a large
volume of business. Since they were put on the
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market in October the demand for them has been
of a phenomenal character, and the sales would
have been much greater had the Edison factories
been able to secure a larger production. The
manufacturing difhculties incident to the intro-
duction of a new Record so radically different
from the older one, have for the most part been
eliminated, and there should be no obstacles to
making enough of both kinds of Records, Am-
berol attachments and combination Phonographs
to meet every demand in 1909.

Aside from the additional sales caused by
the new Record and attachments, the demand
for Phonographs and the shorter Records has
been of a healthy and most encouraging char-
acter. Without any new features the increased
business each month since August would have
been very satisfactory. Combined they have
made a total equal to any similar period in the
past. The same conditions promise to continue
during 1909. General business seems certain to
continue to improve month after month, and
with it will come an increased demand for
Edison goods, especially for Amberol Records
and attachments. Every month will see more
and more employes put back at work in the fac-
tories and mills, and the working hours will be
increased until all are working on full time.
Then the Phonograph business will come into
its own, for the Phonograph after all, is the poor
man’s luxury—his only means of securing music
for himself and his family—and as ccon as he
gets back to work and pays off some of the debts
incurred while idle, he will buy.

Reports from the trade in all sections and con-
firmed by the volume of orders, show that busi-
ness in the East is not keeping pace with the
West in recovering from the financial depres-
sion. The farming sections of the West did not
really have hard times. Based on the reports
from the East it was afraid it might have and
acted according to its fears. Now that the re-
ports from the East are optimistic and the crops
have again been phenomenally good, the West
has resumed its wonted business way. Conse-
quently it is buying and selling as if nothing had
happened or was likely to happen. Jobbers and
Dealers in the West are writing daily, stating
that business is better than ever before.

The new policies of the National Phonograph
Company inangurated since October should also
play an important part in increasing the volume
of business in 1909. They are going to give
greater stability to trade and protect Dealers
in a manner that will encourage them to put

more capital in the business and push it more
vigorously than ever.

In making plans for the year don’t build air
castles. Be satisfied with plans you can be sure
of carrying out. Don’t try to plan results!
Plan ACTION! Be original! Your business
isn’t just like your neighbors, so don’t imitate
him or copy his plans.
have failed;

In some things you
in other things you have suc-
ceeded. Benefit by this experience of the past
and thus minimize the failings and multiply the
successes of 1909.

To show that owners of Edison Phonographs
appreciate what Amberol 4-Minute Records
mean to them, we take pleasure in printing the
following letter:

I own an Edison Standard Phonograph which I have
had for twelve years. When the Gold Moulded Records
were first introduced 1 attached one of the new-style
Reproducers, known as Model C. This Reproducer, with
the Gold Moulded Records, was a great improvement,
and has given me no end of enjoyment. Now comes the
Amberol Record and the attachments for using them on
the same machines that play the Gold Moulded Record.
My old Standard of twelve years ago is now equipped
with this last improvement and ] am now enjoying this
very great improvement,.

Now the fact that this old machine of mine could be
equipped with the most up-to-date attachments, appeals
to me as something remarkable. It also indicates that
the National Phonograph Company is not merely looking
out for its own financial betterment entirely, but is also
looking out for the interests of those who already own
Edison Phonographs. This is indeed a great thought-
fulness deserving of much credit and the thanks and
appreciation of all owners of Edison Phonographs.—
H. C. W., Peekskill, N, Y.

The above letter is only a sample of many
others of similar nature which are being re-
ceived. The reference to the fact that the new
Amberol Record can be played on any existing
Edison Phonograph will explain why we were
so long in putting on the market a Record which
would play over two minutes. We could easily
have made a six-inch Record, or one of greater
diameter, years ago; but it would have required
another and more expensive machine, and no
owner of the present type of Edison Phono-
graph could have enjoyed the longer Records
without considerable additional outlay. Mr. Edi-
son has always insisted that this should not
be done and he and his assistants have worked
for a long time to perfect a Record that would
be used on all existing Edison Phonographs.
The Amberol Record is the happy solution of
his difhcult problem.

If you have any D efective or Cut-out
Records (not surplus) to return, look for the
Exchange Proposition papers being mailed
with this issue,
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tore Management

A monthly comment on things Edison Dealers may do which will

make for increased sales.

It’s easy enough to tell a man zc/y, but more
difhcult to tell him /lox,
to tell him =achat. Let’s begin with avhat and
work backwards, mentioning the /oz’s and the

and yvet a greater task

achy’s 1ncidentally.

The post-Christmas clean-up should be the
first matter to receive attention, if it has not
already been attended to. The store should be
put in order; there should be a place for every-
thing and evervthing should be in its place.
But perhaps this is the month in which you
take
stock, with the accompanying dayvs of disorder.

If this
for you to make any changes in the arrangement

an annual or semi-annual inventory of

1s the case it i1s an excellent time
of your store that will make for convenience
and artistic effect. Don’t make any changes for
art’s sake ar the expense of convenience, how-
ever.

Remember that simplicity in arrangement and
decoration is the higher form of art, and that
art without utility is unworthy of the term.
In this connection it might be well to emphasize
and fitting
environment for the successful retailing of Edi-
son goods.

the importance of an attractive

The secret of perfect environment is in pleas-
Since the Edison
Phonograph reproduces music of every nature, it
should make the greatest appeal to the pos-
sible purchaser when enveloped in an atmosphere

ing the human sensibilities.

congenial to the rendering of music and con-
genial to the listener.

And the recipe?

First, arrange for the comfort of the listener.
There are few who can enjoy music standing
up, leaning against a post or a counter. Sup-
ply comfortable chairs; let the fresh air in; see
that the temperature is just right in your model
concert hall.

Second, respect the finer sensibilities of your
more musical patrons. Make it a rule never
to have two instruments playing at the same
time; have it as quiet as possible during the
playing of a Record; don’t talk, and instruct

vour clerks not to talk until the selection is
played through. This observarce will impress
the listener and will do mucii toward making
fact, it is the strongest kind
of salesmanskip for Edison goods, for it gives

a customer. In

the machine an opportunity to speak for itself.

Third, determine as spon as possible some-
thing concerning the musical taste of vour cus-
tomer and plav only those Records that wwill
please. Don’t hold the notion that your per-
sonzl ideas on music are standard and identical
with anvbody else's, for thev're not. No two
When vou are uncertain
as to a customer’s musical likes and dislikes, it
i1s always wise to play the better class of
Records first, for you will soon learn whether
you are entertaining a grand opera admirer or a
vaudeville enthusiast.

tastes are just alike.

If, as assumed, this is your inventory month,
you have doubtlessly discovered—or have had
the fact confirmed—that your investment in Edi-
son goods is one of the most valuable invest-
ments you made during the year owing to the
remarkable rapidity with which Edison goods
“turn over.”

On this account the carrying of a large Edi-
son stock is shown to be economic. You can’t
sell what you haven’t got, and people generally
buy at the place where their selection may
have the broadest scope. Don’t ever lose a
sale because you are “just out” of the thing de-
sired. Stock up!

Phonographs:

Do it systematically.
Have every model of the Edi-
son Phonograph in sight and in commission—
ready for demonstration at a moment’s notice;
have extra machines of each model on hand
for use in window display; have also in stock
enough machines of each model—boxed and
ready for delivery—to satisfy your sales as
counted on from past experience. Don’t ever
find yourself filling an order by taking one
of your demonstrating machines for the pur-
pose.

Records: Most Dealers realize fully the vital

importance of carrying a complete stock of all
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listed Edison Records, and the Dealer 1s scarce

who has vot learned how to arrange his stock

so that he can put his hand on any Record
i the list. T'he Dealer who does the best
Record business is the one who upon receipt

of the Ndvance List, goes over it carefuily, plac-
g his order for every number, but doubling
or tripling his usual order tor certain Records
that he knows  (from  their descriptions)  will
appeal 1o his Record customers.

Anticipate a heavy monthly Record =sale by
placing vood orders and then follow up your
(newspaper, win-

anticipation by advertising

dow, Phonogram). ‘T'he anticipation of sales 1is
one kind of anticipation that is not as good as
realization. T'he right kind of advertising for
January Records will assure realization—results,
store 1sx in  good

sales—if  evervthing at the

working order. ‘The most important part of the
advertising in connection with Record sales is,
of course, the use of the new Phono-
gram {See article on 'T'he Phonogram, page 3).

T'he last word in regard to the management

proper

of vour store in January, and at all times, for
that matter, is a bit of personal advice: Know
vour business from the bottom up, so you can
teach others the details. In the time saved for
vou by vour employvees don’t fall into that habit
of worrving; from all viewpoints worrying 1is
fruitless. If there 1s any worrving to be done

let vour competitors do it.

Protecting Dealers

Just to show Dealers thar we are in earnest

about enforcing our new policy of protecting

Dealers who are handling Edison goods in a
proper manner, we reprint below a letter that
was sent to all Jobbers under date of December
1st.  Accompanying the letter was a supply of
application blanks that Jobbers must use in get-
ting our consent to establishing new Dealers.

‘To ALL JOBBERS

We send herewith a supply of Dealers’ Ap-
plication Blanks for use in signing ‘“New”
Dealers.

Hereafter, in soliciting new Dealers, Jobbers
will obtain the prospective Dealer’s signature
to this application and see that the information
called for in this form is supplied in detail.
One copy only need be signed. Signed applica-
tions should be forwarded immediately to this
company, and addressed as follows: National
Phonograph Company, Agreement Department,
No. 10 Fifth Avenue, New York City, N. Y.

The prospective Dealer’s signature should also
be obtained to the regular form of Dealers’
Agreement in duplicate, as heretofore, and held
by the Jobber pending approval of the applica-
tion.

Joibhers will be notified immediately of the
acceptance or rejection of all applications. If
accepted, the Jobber may hll the imtial order,
and when same 1s shipped complete, the Dealers’
JMoreement must be completed by the Jobber
entering thereon the amount of machines and
records comprising the initial order, and then
torward same to this company as heretofore
without  delav. Thhe duplicate copy of the
Agreement should be forwarded by the Jobber
to the Dealer.

When Jobbers receive orders from existing
Dealers with whom thev have not previously
done business in Edison Phonographs, etc., they
will obtain the Dealer’s signature to the Agree-
ment as heretofore and forward one copy to
this company.

[V PORTANT —Neac Dealers actll not be ac-
cepted wnless the application in each case is first
approved by this Company, and no initial order
may be shipped acithout such approval. Ship-
ment of initial orders contrary to this requirement
zctll he a wviolation of the Jobbers’ Agreement.

NaTioNAlL PHoNoGrAPH COMPANY.
Fraxnk L. Dyer, President.

To Mould All Records at
Orange

For some time the National Phonograph Com-
pany has been planning to discontinue its Euro-

pean record making plants and to manufacture
all of its Records at Orange, N. J. At present
foreign Records are being made on both sides

of the water, but as soon as the factory at
(‘range has received the master moulds of all
selections made abroad, the foreign plants at
ILondon, Berlin and Paris will be discontinued.
It will still be several months before this can be
done. The change is now being made gradu-
ally, so as to cause no inconvenience to foreign
trade. Economy in manufacturing and greater
uniformity in quality are the principal reasons
for making the change. Because of the greater
volume of business in this country, it has been
found that Records can be made at less cost
here than in three separate plants abroad. The
recording laboratories for originals and the for-
mulation of the record lists, as well as the selling
staffs in London, Paris and Berlin will be main-
tained as heretofore.

Exchange Proposition

For the purpose of relieving Jobbers and Deal-
their stock of defective and cut-out
Records, an exchange proposition will be put

into effect after January 1st. From January 4th
to gth defective and cut-out (but not surplus)
Edison Standard Records (not Grand Opera,
Amberol or Concert) may be returned for even
exchange. A special Bulletin and all the neces-
sary papers are being mailed to all Jobbers and
Dealers with this issue of the PHONOGRAPH
MoNTHLY, but under separate cover. The Bul-
letin is also reprinted on page 14.

ers of
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Selling the Goods

ADVERTISING:—0One of the most important and often one of the

most neglected branches of a dealer’s business.

The Christmas rush being history already, it
is possible and highly Important to give a lttle
time to plans for increasing sales of both LEdi-
son Phonographs and Records. Bemng the first
of the vear, it is especially important to “ginger
up” the selling game. We offer you a few sug-

gestions to which vou may apply the “ginger.”

The Matling 1.1st.

If for no other reason than the sending out of
the Nexe Plonograms each month, every Edison
Dealer should have a mailing hist. Every owner
of an Edisor Phonograph in your locality should
receive a copv of the Plonogram every month.
The most practical method for you to distribute
them is by mail whether you have few or many
customers. If you have only a few Record cus-
customers, their names and addresses can be kept
very conveniently in a book.

If you have been an Edison Dealer for some
time and have therefore a large list of Record
customers it pays to keep a mailing list by the
card file system. The card system is especially
useful to the Dealer in the large town or city,
where he does not know personally all his cus-
If Dealers so located have no better
plan for keeping in direct touch with customers

tomers.

and prospective customers the following direc-
tions on making up a mailing list should prove
valuable:

Purchase two card index boxes for holding
3xs inch cards. Also get about 500 of the blank
cards that are sold with the boxes and two sets
of A to Z index cards. This outfit can be se-
cured at any stationer’s or book store for a dol-
lar or two.

Enter the names and addresses of Phonograph
owners on the cards—one name to a card—
and arrange them alphabetically mn one of the
boxes, using one set of the index cards to sub-
divide them. This makes one mailing list. And
a very valuable one it is too, for you are to
address the monthly supplements and all lists
of new Records from the cards. You can also
enter your Record sales on the cards, and it will
then take only a few seconds to see who of your

customers are buving regularly. When address-
ing or at any other time make it a rule never
to remove the cards from the boxes except when
making entries.
Now, for mailing list No. 2.

Enter the names of all Phonograph prospects
on the cards the <ame as vou do with the list of
Phonograph owners, and put them in the other
box. If you have never made up a list of “pros-
pects’ start to make such a list by taking down
the name and address of everyone who calls if
Ask ma-

chine owners for names of their friends, who

they display interest in a2 Phonograph.

think of buying, and enter the names acquired
in this way on cards. You can also add to your
list of “prospects” by carefully selecting names
from the tax hst, R. F. D. Route lists and the
city or telephone directories. So much for the

mailing list; now, for its uses.

The Phonogram.

The most important use to which the Deal-
er's mailing list can be put is in connection with
the Plionogram. Every Dealer who is interested
in his Record sales should order from his Jobber
a sufficient quantity of Plonograms to cover his
entire list of Phonograph owners, his list of pros-
pective customers and enough for general dis-
tribution throughout the month in his store.

Considering the expense to the retailer the
Plionogram is his best advertising medium and
should be taken advantage of in every way pos-
sible. To send the Plonogram to the Phono-
graph owner every month is to assure the
Dealer of many Record sales that would other-
wise be lost. The Phonogram does more to
maintain the interest of the Phonograph owner
in his machine than any other one thing and
is equally effective in stimulating the prospec-
tive customer’s interest.

The most practical way to get the Phonogram
into the hands of the owner or the ‘“prospect”
is by mail. This is a simple matter if there
is a mailing list to address from. To get full
value for postage the monthly Supplement should
be mailed with the Phonogram, together with
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any other appropriate printed matter supplied
by the Jobber. These mailings should be at-

tended to the day preceding opening day for

the new Records, which is the twenty-fifth of
each month (or the twenty-fourth 1in those
months when the twenty-fifth falls on Sunday
or a holiday).

Post Cards.

Another practical use of a mailing list that
will help both Phonograph and Record sales
is in mailing out post cards or letters inviting
Phonograph owners and prospective customers
to Edison concerts,
through the month.

If post cards are used for the purpose the
invitation may of course be either written or
printed. If it should be desired to have them
printed, see that the wording is such that you

which can be gotten up

could use them from time to time throughout
For invited to
attend an Edison Concert Thursday afternoon
at 4.30. Bring your friends,” etc.
mention of date). The
mail these post cards—a few at a time—to pros-

the year. instance: ‘“You are
(with no

scheme would be to

pective purchasers and to Phonograph owners
who have not bought Records recently. They
should be mailed a day or two before concert
day. You can have these post cards printed
very cheaply and the quantity should depend
If you will
agree to get out the post cards, we will send
you an electrotype which your printer can use

on the size of your mailing list.

to illustrate the address side.

The Edison Concert.

The constantly increasing number of Edison
concerts reported and their undeniable popularity
in all sections of the country is certainly a
criterion upon which to base our belief that
this form of advertising—the hearing is believ-
ing kind—is responsible to some extent for the
sales of Edison goods that are large enough
to keep the Edison Works
hours a day.

busy twenty-four

So our cry is—give Edison Concerts!/

If you are a Dealer in a small town in Utah,
New Mexico, or Vermont, have it understood
by all people in your respective communities
that on certain days, at certain hours, you will
give Edison concerts. Iet the people know, in
one way or another, but give concerts.

If you are a big Dealer in Chicago, New
York, San Francisco, or New Orleans,
concerts. Some of you have finer facilities than

others, but you all have the same machines,

give

the same Records, and therefore the same chance
to “make good” with your concerts; and whether
you deem in the
newspapers, special high-class an-
nouncements or merely use post cards, is im-
material, as long as you get the
own trade
what will make the strongest appeal.
Besides giving regular monthly concerts, using
the new monthly Records, make up special pro-
grams of different classes for different classes
of audiences. Have an Edison vaudeville after-
noon, an evening of Edison grand opera, an
Edison band concert, and a musicale consist-

ing of carefully selected songs and instrumental
solos.

it wise to advertise them
send out

people to

come. best and

You know your

The concert feature of your business deserves
the best attention you can give it.
Give Edison Concerts! It Pays!

Concerning New Records

The attention of Dealers is directed to Sales
Department Bulletin No. 23, on page 14. It
gives the day and hour of each month next
year when new Records may be shipped by
Jobbers and Dealers and when they may be
placed on sale at retail. The shipping hour
has been advanced from 2 P. M. to 8 A. M. on
the same day. It is also made clear that when
the selling date falls on Sunday or a holiday

it is advanced one day, or the day before.

Licenses for Second-Hand

Machines

On January 1st the National Phonograph Co.
will put into operation a plan by which second
hand or obsolete Edison Phonographs may be
sold at a reduced price under a special license
to be issued by this company. The subject is
covered in Bulletin No. 4 on page 14 and Job-
bers and Dealers who desire to avail themselves
of the privilege of selling machines in this way
should read it carefully.

Meeting the Salesmen

F. K. Dolbeer, General Manager of Sales, and
E. H. Philips, Credit Manager and Manager of
Salesmen, went to Chicago on December 26th and
met the Western salesmen on the 28th. A busi-
ness meeting, lasting most of the day, was fol-
lowed by a banquet and theatre party in the
evening. A similar meeting of the Eastern
salesmen will be held at Orange on January 4th.
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Ready Made Ads

Edison Dealers should hold to the news-
paper advertising policy. Besides your window
display of Edison goods and your mail adver-
tising there is no way to connect your store
with our national advertising in the monthly
magazines and weeklies except through your
local newspaper columns.

No New Year’s resolution you can make (and
carry out)
ness than setting aside a certain amount of your
yearly profits as a newspaper advertising ap-
propriation.

When you have decided upon the amount
you can spare for this investment, go to the
manager of the newspaper and see how much
space it Rather than

will do more good to your busi-

will buy for the year.

EDISON
AMBEROL

| RECORDS |
are the new Records that play twice‘
as long as the regular Edison Records.

Thus Amberol Records can be used
on your present Edison Phonograph
by the addition of a simple attachment
or gear, and you can still play the
Records you have.

Amberol Records not only play longer
than any other Record now made, but
they play better, their tone quality’
'being richer, clearer and more delicate ]
I than has been possible in the past. |

lLet us put an attachment on your
Phonograph or sell you an Edison
 Phonograph that will play both
Records.

| [Dealer’s Name and Address. ]

| |
|

Electro of above cut: Single Column 707; Double Column 708.

take too small and obscure a space, arrange for
fewer insertions, and in your schedule allow for
certain seasons when more space is required
than usual.

From month to month we will prepare and
present to you in the EbpisoN PHONOGRAPH
MoNTHLY timely ads set in good display, which
we trust you will use in case you do not have
the faculty to produce better ones. We will
furnish free if they are ordered by
number and if the proofs of the ads are sent
us.

electros

The ads shown herewith are set in news-
paper single column width. Cut them out and
have them set in the same display.

_—

-

' THE EDISON
-~ PHONOGRAPH

' Nothing can equal the satisfaction there
is in offering to your guestsasatisfactory |
form of entertainment, one that takes
care of itself, which does not interfere
with other forms of amusement, but
rather helps them. Such an entertainer |
is the Edison Phonograph.

IT CAN AMUSE THE GUESTS

'by rendering music, popular or classic,
"or it can aid them by furnishing dance
music, marches and other things played
by the best orchestras and brass bands. |
It costs.less than the hiring of even a
small orchestra for a single evening’s |

| entertainment.
[Dealer’s Name and Address.)

l

Electro of above cut: Single Column 540; Double Coluﬁm 542
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Varying the Program

Consider the vaudeville show. It succeeds be-
cause it offers a variety of entertainment. The
bill is made up of many widely different acts. If
it was all acrobatic stunts, those who prefer
songs and dances would be disappointed. If a
juggler was the whole thing, that part of the
audience that goes wild over tamed animals
would clamor for its money back.

The vaudeville show plays to crowded houses
because each spectator finds on the bill the thing
he most enjoys.

So with window cards. Cne may say the
right thing to a certain number of people and
miss 1t with certain others.

People are reached, not by repeating one argu-
ment over and over, but by presenting as many
arguments as possible. A window card can only
do a certain amount of good. Don’t over-work
it. Here are some new ones. Get them up at
the smallest possible expense and relieve those
you now have from further duty.

Was there money in your stocking?

What better buy than an Edison Pho-
nograph?

We have arranged with Mr. S. Claus
to keep all Edison Phonograph owners
supplied with Records during 1909.

Start the new year right. Edison Rec-
ords for January are ready.

An Edison Phonograph in your home
will help you keep those New Year
resolutions.

It's a long time between Christmases
in homes that have no Edison Phono-

graphs. Wa_s fhere mone

In your S'I'ockin'é:’

Wha+t Le%—l erbuy than

EDISON PHONOGRAPN;
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1 he Other 13,000

What they are doing to help the Sale of Edison Goods.
Questions and Answers

There are thirteen thousand of you Edison
Dealers, each conducting your business in your
own way, obeying the policies which seems to
best fit your individual needs. You are located
larger cities and in the
smaller Edison
Phonographs and Records exclusively, a num-
ber of you carry two lines of phonographic
goods, and some of you sell Edison goods merely
as a side line. The conditions that have to be
met by any two of you are probably not alike

everywhere,—in the

towns. Many of you sell

in every particular, but every Edison Dealer,
no matter under what conditions he does busi-
ness, has a common end with all other Edison
Dealers and with us, viz.: to sell as many Edi-
son Phonographs and Records as possible.

In view of this fact what could be more de-
sirable or more to the mutual advantage of all
concerned than to establish a medium for the
exchange of business-getting news, business-get-
ting plans, and business-getting ideas that have
been executed with good results?

This new department, which we will name
“The Other 13,000,” is created for the purpose
of such co-operation among the Dealers as de-
scribed above. The department will be effective
and beneficial to all according as the Dealer
We will do what we can, but after
is to be his

makes it so.
all, it’s “up to the Dealer.” It
department.

The Dealer is to contribute by occasionally
writing a letter to the National Phonograph
Company (Advertising Department), giving in-
formation in regard to his own business experi-
in connection with the
His i1deas, and often his
letters (mentioning his name or not, as he de-

ence, plans and ideas

sale of Edison goods.

sires), will be published in the next issue of the
PHONOGRAPH MONTHLY, after their receipt, to-
gether with our comments. In case we do not
feel qualified to make comments or to answer
questions intelligently we will put matters of
this nature before all the Dealers (using this
department as the medium), some of whom,

from their experience, will be enabled to judge
and write us satisfactorily.

The view that must be taken by the Dealer
must not be a selfish, take-all-give-nothing atti-
tude. The Dealer must realize that any help
he will offer to “the other 13,000” through the
pages of this house organ, will be small com-
pared to the help he will receive from such
a large list of contributors. The spirit of en-
thusiastic, good-willed co-operation, will be the
necessary adjunct if this department of the
EpisoN PHONOGRAPH MONTHLY is to be entirely

successful.

A Western Jobber has just written: “We
have a suggestion to make, and think that
it will prove beneficial to all concerned. Will

you issue a circular to the general trade and
make it plain, that when they order Edison
machines to specify old or new style. In this
way it will save considerable time in filling
their orders. When we received an order for
machines, they do not state whether new or
old type, and we are up in the air as to what
to send them.” This is a most pertinent sug-
gestion. In ordering machines, attachments and
Records, Dealers should not fail to clearly indi-
cate just what kinds of each are wanted. They
should not only state whether they want old
or new tvpe Phonographs, but in ordering at-
tachments it is necessary to say whether they
are wanted for end gate or gateless machines.

Menardi Stationery Co., Reno, Nevada—We
have arranged to do some extra work in ex-
ploiting Edison goods in this territory in con-
sideration of our being the only Edison Dealer
here. It has been suggested that we ivrite the
PHoNOoGRAPH MoONTHLY, making known our
wants, as you would be able to supply us with
interesting facts and suggestions. The trouble is
that we do not know just what we want, but
we surely would be glad to have yvour sug-

gestions. It 1s our present idea that we can
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accomplish more with circulars and personal
soliciting than by newspaper advertising. We
are carrying full catalogue of machines, 35-
cent Records and Amberol Records, with mini-
mum of three of each number, and will always
be glad to co-operate with any suggestion you
are able to make with a view of
Edison business here.

increasing

[We could probably write you several pages
of suggestions for advertising your business, but
we really believe that your own idea on the
subject is the most economical and most prac-
tical.

It is always well to do a reasonable amount
of advertising in local papers, but after all,
there is nothing that equals personal solicitation
and, next to that, direct letters to interested
individuals. This is especially true with our
goods. The greatest retail successes have been
made by Dealers who take machines right into
homes and leave them there for a few days on
trial. This has been especially successful in
rural districts where Dealers have taken out
several machines in a wagon and left them in
as many different homes with a small number
of Records. They called for them a week later
and in a large percentage of cases were paid
for the machines instead of taking them away.

Next to this kind of work in value is that
of sending specially written or printed form let-
ters to carefully prepared lists. If you cannot
get machines into the homes of people, get
people into your store to hear the machines
there.

The plan of giving concerts at intervals, say,
once in two weeks, and sending out invitations
to interested people, has also proven successful
with many Dealers.

In selling Records there is no better plan
than to make up a list of people already owning
Phonographs or other machines on which cylin-
drical Records can be played and keeping them
advised each month about the new Records or
inviting them to come in once a month and
hear the new Records.

We call your special attention to our offer
in this paper to supply electrotypes for news-
paper advertising if you are in a position to
spend some money for newspaper work.]

A. N. Larue, Richwood, O.—I suppose that if
I have no questions to ask, you will permit me
to tell you about a Phonograph recital we gave
recently in the K. of H. Hall, Richwood. It
may interest other Dealers and cause them to
give similar recitals. We had the hall nicely
decorated with ferns, and my daughter arranged
the program and operated the Phonograph, a
Combination Home. We sent out about 1oo in-
vitations and had an attendance of about eighty
(though there was both a church and club re-
ception the same evening). We received many
compliments, and I trust to have aroused an

interest in a better class of trade.
follow this up with recitals
churches,

I expect to
at the different
until everybody in Richwood knows
how an Edison “talks” and that I have them
for sale.

[The program sent out by Mr. Larue com-
prised four neatly printed pages. It showed a
well selected list of 20 Edison Records, nearly
all of the better class of music.]

George E. Buss, New Philadelphia, Ohio.—I
would like to see you publish an article on show
card printing—kind of ink, pen, brush and pa-
per. The thing I liked best in the November
issue was “Courtesy Pays.” The whole PHoNoO-
GRAPH MONTHLY 1s good.

[We presume that by “Show Card Printing”
you mean the hand-made kind, to which we have
been referring in several past issues of the PHo-
NOGRAPH MONTHLY. Many Dealers get an idea
that window cards must be made as perfect as
if printed with type. This is a wrong impres-
sion. A most effective window card was made
on a sheet of butcher’s straw paper and by a
man who had no training as a sign writer. A
Dealer who has never made window signs should
buy a marking brush and mix up some marking
ink. All hardware or general stores carry mark-
ing brushes, and marking ink can be made of a
mixture of lamp-black and linseed oil. Of
course, white or colored card-board is the best
for window cards, but cardboard i1s not always
easily obtained, and in such cases white or man-
1la wrappmg paper may be used. Mount the
paper on pieces of board of the size required.
The board will give the sign stiffness both for
painting and when placed in the window. A
board prepared in this way may be used over
and over. The paper should be turned over
and fastened on the back to hide the edges of
the board. Pick out any one of the window
cards in the PHONOGRAPH MONTHLY that you
would like to duplicate. Draw cross lines in
pencil, to get a uniform depth to the letters and
have the words the right distance apart. Then
make as good a copy of the letters as you can.
After one or two trials you will be surprised
at your success. When you have become more
proficient, colored inks and more fancy lettering
may be attempted. Considering how easy it is to
make window signs, it is surprising more of
them are not made and used. Notice how suc-
cessfully they are now used in many businesses.]

We will be glad-to hear from Dealers who are
signs successfully. They
doubtless can give other Dealers useful infor-
mation on the subject.

using home-made

John K. Ball, Carmi, 1ll.—Why do you not
put Caruso, Melba and other well known sing-
ers and artists of that class on Amberol Records?

[It will be just a matter of time before we will
have Amberol Records made by grand opera
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stars. Give us time—Amberol Records are very
young—we have made less than one hundred of
them, so far, and remember, it is only one. per-
son in two hundred that cares more for the
opera than for the popular airs and folk songs.]

George A. Hart, Claremont, N. H—I would
like to see an article on “Instalment Sales.” The
things I liked best in the December issue were
“Now Let's Get Together;” “Edison Dealers in
Small Towns Having No Competition after De-
cember 1st;” and ‘“Lack of Confusion in Your
Store.” I think the Edison policy O. K.

[See reply te Mr. Sheibley, Reedley, Cal., in
this department.)

W. L. Sheibley, Reedley, Cal.—I would like to
see an article on “Selling on Instalments.” The
things I liked best in the November issue were
“Store Management” and “Talk on Advertising.”
I would like to see an Edison Jobber or Dealer
who has thrown over the Edison line for some
other cylinder.

[We want to make “Selling on Instalments”
the subject of a longer article next month than
could be given in this department. If, when the
article appears, it does not cover all the essential
points, write us again.

We know that no Edison Jobber has given up
Edison goods in favor of any other cylinder
goods, and but few Dealers have done so. Still
we have learned of instances where, because of
circumstances, Dealers have had such a large
stock of other cylinder goods on hand that they
could not afford to sacrifice them and were re-
luctantly compelled to drop the Edison line.
They would rather have kept both, but our new
policy would not permit it.]

M. B. Messinger, Sherman, N. Y.—I would
like to see an article in the PHONOGRAPH MONTH-
LY on how to draw the most trade. The things
I liked best in the November issue were the arti-
cle on window cards and the little local news
items.

[It is practically impossible to publish in any
one issue an article on “How to Draw Trade”
that would thoroughly cover the subject. We
devote a large part of each issue to some phase
of the topic and do not hope to exhaust the sub-
ject for a long time to come. The reply being
made to the Menardi Stationery Company,
in this department contains some suggestions that
you may find helpful. If they do not meet your
requirements, tell us something about your terri-
tory and your selling facilities and we will en-
deavor to be more practical in replying. As
we have said in our reply to the Menardi Sta-
tionery Company, personal work is the greatest
factor in getting any kind of business. Adver-
tising, though 1mportant must always be second-
ary. Get people into your store by means of
newspaper advertising, circularizing, free con-
certs or any other plan and then bring your
abilities as a salesman into play.]

Alonzo Wilkes, Amsterdam, N. Y.—By your
PHONOGRAPH MONTHLY, which I read faith-
fully each month, you invite correspondence,
so I am going to tell you of a little experience
I had today. I took one of your big banners
and varnished it to stand the elements and

strung it in front of the store. This I did
several days ago. 'Today I got a direct result.
A man called in the store to look over Edison
Phonographs and in our conversation he dis-
closed the fact that he was going to buy an
Edison Home and, seeing my banner, came in.

Result No. 1. I got him in the store, but I
found that my regular showing of goods and
the usual methods of selling was not enough.
This man had been shown before, but had been
shown by what some Dealers seem to think
is salesmanship, and that is price cutting.

He had been offered a Home for $35.00 and
36 Records thrown in. Now, the banner brought
the man in my store, and by good salesmanship,
which any Dealer can employ, backed up by
your splendid protective policy, I sold the man
an Edison Home and 20 Records for $42 cash.

“Edison goods are going fine with us.”—
Owl Drug Co., Lewiston, Idaho.

Coupon.—Fill in and Mail to Orange, N. J.
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EDISON PHONOGRAPH MONTHLY:—
As a Dealer in Edison Phonographs and Records I would like to see an article in the

PHONOGRAPH MONTHLY ON-cmooeiomeeeaenennn..
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Lessons for Dealers
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Lesson V

What have we here!

An Edison Phon-o-graph Dealer’?

Is he ac-cus-ing San-ta Claus of but-ting in on
his game?
| Oh no, he 1s on-ly ta-king the num-bers of the
| homes where San-ta Claus 1s leav-ing Phon-o-graphs.
| What'’s his scheme’
| It’s a plot of the Deal-er’s to sell more Re-cords
than the o-ther fel-lows. He will take these addresses
| back to his store and each month he will send the
|

f(
/'

Pho-no-gram and o-ther good stuft to these homes
where S. Claus left the Phon-o-graphs. This will
bring his Re-cord buy-ers in bunch-es.
But I thought San-ta Claus wasa myth?
May-be he 1s, but this scheme is the
real thing.
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IT'rade Bulletins

Sales Department Bulletin No. 22,
December 17, 1905
Trade Informatiwon for Dealers

All correspondence concerning this bulletin should mention its number
and be addressedto NATIONAL PHONOGRAPH COMPANY, SALES
DEPARTMENT, Orange, N. J.

We would respectfully call your attention to
the following Shipping and Sales dates for
Advance Records from December 1st, 1908, up
to and including December, 1909:

SHIPPING DATES 8 A. M.

Dec. Wed. 23rd, 1908, 8 A.
Jan. Sat. 23rd, 1909, 8 A.
Feb. Wed. 24th, 1909, 8 A.
Mar. Wed. 24th, 1909, 8 A.
Apr. Fri. 23rd, 1909, 8 A.
May Mon. 24th, 1909, & A.
June Thur. 24th, 1909, 8 A.
July Fri. 23rd, 1909, 8 A.
Aug. Tues. 24th, 1909, 8 A.
Sept. Fri. 24th, 1909, 8 A.
Oct. Sat. 23rd, 1879, 8 A.
Nov. Wed. 24th, 1909, 8 A.
Dec. Thur. 23rd, 1909, 8 A.

SALES DATES 8 A. M.

RRRXXRRRZRREFR REETEIBZRERERZEX

Dec. Thur. 24th, 1908, 8 A.
Jan. Mon. 25th, 1909, 8 A.
Feb. Thur. 25th, 1909, 8 A.
Mar. Thur. 25th, 1909, 8 A.
Apr. Sat. 24th, 1909, 8 A.
May Tues. 25th, 1909, 8 A.
June Fri. 25th, 1909, 8 A.
July Sat. 24th, 1909, 8 A.
Aug. Wed. 25th, 1909, 8 A.
Sept. Sat. 25th, 1909, 8 A.
Oct. Mon. 25th, 1909, 8 A.
Nov. Thur. 25th, 1909, 8 A.
Dec. Fri. 24th, 1909, 8 A.

Note particularly that in future we will per-
mit Jobbers to make shipment of Advance
Records at 8 A. M. on all shipping dates.

This advance from 2 P. M. to 8 A. M. was
made at the request of a number of our Jobbers.

Any Jobber or Dealer who makes shipment
of Records, or places them on sale in advance
of the hour specified herein, violates the terms
of his Agreement, and will be dealt with ac-
cordingly.

Sales Department Bulletin No. 23,
December 20, 1908
Trade Information for Dealers

All correspondence concerning this bulletin sheuld mention its number
and be addressed 1o NATIONAL PHONOGRAPH COMPANY, SALES
DEPARTMENT, Orange, N. J.

The trade is hereby advised that on January
1st, 1909, we shall discontinue the  manufacture
of the 45 German and the 4 French selections
listed below, and after that date will fill orders
for only such as we have in stock. They will be
dropped entirely when a new edition of the For-

eign Record Catalogue is printed. These selec-
tions are being cut out because they have been
dropped in Germany and France, and we do not
want to carry any Records here, after they have
been discontinued in the countries in which they
were originally made.

GERMAN.

12125 Schimpf Gottschall
12126 Bicycle-Souplet Gottschall
12141 Waltzer-Conversation Gottschall
12234 O Jugend, Wie bist du so schdn Porten
12242 Der Staar Porten
12244 Siciliana—Cavalleria Rusticana Hofmann
12247 Frihlingslied Hofmann
12254 Minnelied Hofmann
12257 Spottlied Hofmann
12260 Allerseelen Hofmann
12268 Wer uns getraut Walter it Hofmann
12269 Ihr heisset mich wilkommen Schumann
12272 Arie des Grafen Liebanau Schumann
12274 Arie der Violetta Reimann
12280 In diecen heil’gen Hallen Biberti
12372 Briiderlein und Schwesterlein Porten
12377 Die reise um die ganze Welt Porten
12391 Vom Rhein der Wein Schumann
12396 Ein Madchen oder Weibchen Schumann
12398 Goldfischlied Reimann
12402 Arie der Elisabeth Reimann
12404 Die alten Deutschen tranken noch eins Biberti
12405 Kavatins—Die Judin Biberti
12411 Hymme—Stradella W eiss
12412 Romanza—Der Postillion von Lonjumeau  Weiss
12730 Stindchen Muench
12734 Das kleine Fischermadchen Muench
12793 Gut’ Nacht, fahr wohl Muench
12784 Ueber den Sternen ist Ruh Muench
12795 O Schone Zeit Muench
12796 O du mein holder Abendstern Muench
12797 Dein gedenk’ ich, Margarete Muench
12798 In einem kithlen Grunde Muench
12799 Wie schon bist Du Muench
12805 Parademarsch des Konigs Husaren Reg

No. 18 P. Orchestra
12809 Wiegenlied Muench
15530 Was ich ldangst ertrau:nte Horsten
15531 Postillon d’amour Krug-Elfgen
15534 Lied des Posaunen-Nowack Arno
15551 Walzerlied Deutsch
15553 Die Welt i:t wie ein Huhnerstall Schonwald
15558 Der Arme Teufel Josephi
15564 Madame Roulette’ Ernani
15605 Mondschein, Serenade Max. Steidl
;5634 Deutsche Frauen blond und braun Horsten

FRENCH.

12329 Les Rameaux Bartel
12369 Anges du Paradis Lazroix
17222 On M’appele Mimi, La Bohém Mlle. Boyer
17223 Valse de Musette, La Bohém Mlle. Boyer

Look out for the Exchange Proposition
papers being mailed to Jobbers and Dealers
with this issue of the PHONOGRAPH MONTHLY.
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Sales Department Bulletin No. 24,
Dec. 28, 1905
Trade Informatwn for Dealers

All correspondence concerning this bulletin should mention its number
and be addressed to the NATIONAL PHONOGRAPH COMPANY,
SALES DEPARTMENT, Orange, N. I.

DEeALER’s EXCHANGE PROPOSITION

Beginning January 4th, 1909, and until Janu-
ary oth, 1909, inclusive, authorized EDISON
Dealers may return direct to the National Pho-
nograph Co., Exchange Dept., Orange, N. J., for
exchange through a Jobber, cut-out and defective
(not surplus) EDISON Standard (not Grand
Opera, Amberol or Concert) Records, under the
following conditions:

1st. All Records must be returned to the Na-
tional Phonograph Co., Exchange Dept., Orange,
N. J.

2nd. Transportation charges MUST BE PRE-
PAID through to Orange. If only prepaid to a
certain point or forwarded with charges collect,
the shipment will be refused. Dealers are urged
to ascertain the through rate to Orange and pre-
pay the same. This will avoid trouble. It is
not necessary that shipments shall reach Orange
by January g9th. If shipped on or before that
date it will be sufhcient.

3rd. Records must be carefully packed in
cases, barrels or boxes and each package must
be plainly marked on the outside, with the ship-
per’s name and address, and the quantity of
cut-out or defective Records contained therein.
Where there is more than one package in a
shipment, they must be numbered consecutively
from number 1 up, and on each individual pack-
age must also be marked the total number of
packages in the complete shipment. The en-
closed Form 1482, properly filled in, must be
pasted on the end of each package or side of
each barrel.

4th. Inside of each case must be placed a
packmg slip (using Form 1483 enclosed), con-
taining shipper’s name and address, number of
Records contained therein, and Whether they are
cut-out or defective.

sth. Immediately shipment is made, enclosed
form letter (Form 1481) must be sent to us ad-
dressed to ‘‘National Phonograph Co., Exchange
Dept., Orange, N. J.,” advising the total num-
ber of each kind, (cut-out and defective) Rec-
ords returned, stipulating the number of cases
in the complete shipment. A prepaid Bill-of-
Lading must also be enclosed with this letter.

You must also fill in on triplicate Exchange
Certificate, furnished herewith, (Form 1480) the
name and address of the Jobber through whom
you want this exchange transaction handled.

6th. As soon as possible after your returned
Records are received, they will be carefully
counted and inspected and on the Exchange Cer-
tificate we will fill in the quantity of Records
for which you are entitled to credit on the ex-
change basis, and return one of these certificates
to you, send one to the Jobber whose name you
have written thereon, and retain one for our
own files. Credit will be allowed through one
Jobber only, and cannot be transferred.

7th. Upon receipt of Exchange Certificate,

properly filled in and endorsed by us, you must
immediately forward it to the Jobber whose
name you have indicated thereon, and with it
enclose an order for at least an equal quantity of
Records specified in the certificate.

8th. The Jobber in whose favor your Ex-
change certificate is made out, will allow you
credit for the number of Records specified there-
in, when he makes shipment of your order.

gth. Only genuine EDISON Standard (not
Grand Opera, Amberol or Concert) Records can
be returned and they MUST be in EDISON
cartons. Broken, cracked, worn out or other
make Records will NOT be accepted under any
conditions.

roth. SURPLUS, GRAND OPERA, AM-
BEROL or CONCERT Records are not included
in this proposition.

rrth. This proposition does not include Rec-
ords taken in exchange from Consumers, Slot
Machine Operators or Exhibitors, and any Rec-
ords of this nature, or second-hand Records, re-
turned to us, will be absolutely refused.

12th. No Records can be returned through
JOBBERS; they must ALL be shipped to the
National Phonograph Co., Orange, N. J.

13th. No deduction for Records returned can
be made from any invoice or statement rendered
prior to or during this exchange, nor until
CREDIT has been allowed by the Jobber.

14th. All Records returned will be given a
careful examination by our inspectors, and
should any be discovered that are not subject to
credit under conditions outlined, or should there
be any shortage in count, OUR DECISION AS
TO THE QUANTITY TO BE CREDITED
MUST BE FINAL.

15th. Any Records shipped after January gth,
1909, WILL NOT BE ACCEPTED, BUT RE-
TURNED AT YOUR EXPENSE.

16th. In cases where a dealer has signed the
AGREEMENT and purchased Records through
us only. this Exchange Prooosition will be
handled by us direct along the same lines and
under the same Terms, Conditions, Stipulations,
etc., as where they are handled through Job-
bers; that is, Records must be returned to us
direct and on the Exchange Certificate our name
must be filled in instead of the Jobber’s. All
other instructions remain the same.

17th. Should any dealer have so small a
number of cut-out and defective Records that he
would not care to incur the expense of returning
them at this time, we would respectfully suggest
that they be retained and returned at some time
in the future when another cut out list will make
an exchange appear necessary.

18th. Dealers are given the option of order-
ing through the Jobbers, any quantity of Am-
berol Records equal to, or in excess of Stand-
ard cut-out or defectlve Records returned, with
the understanding that the number of such Rec-
ords returned, art to be charged at the price of
Amberol Records, while credit will be given for
Standard Records returned, at the price of Stand-
ard Records.

19th. Positively no Amberol Records are to be
included in Records returned under this Ex-
change proposition.
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IMPORTANT. If all the terms, conditions
and stipulations contained in this proposition are
not fully agreed to and carried out by the Dealer,
we reserve the right to reject any and all Rec-
ords he may return. If, after acceptance of
Records by this company, Dealers fail to pur-
chase (as provided in paragraph five) the re-
quired quantity of Records in exchange for the
number credited, this company will not be re-
sponsible for the return of Records against which
no purchases were made, and Dealers will for-
feit all claim thereto.

Legal and Agreement Departments

Bulletin, No. 4, Dec. 20, 1908
Trade Information for Dealers

All correspondence concerning this bulletin should mention its number
and be addressedto NATIONAL PHONOGRAPH COMPANY, LEGAL
DEPARTMENT, Orange, N. J.

The National Phonograph Company has put
into effect a system of special licenses suspending
the price restrictions heretofore imposed upon the
sale of second hand or obsolete Edison Phono-
graphs which have been out of the factory for
not less than one year.

Application blanks, to be filled out with the
data necessary to identify the Phonograph and
its equipment, will be sent to Jobbers and Deal-
ers on request, and when the blank is returned
properly filled out, and the necessary conditions
are found to be complied with, a special license
will be issued which, however, will go into ef-
fect only when the label on which it is printed
has been securely pasted to the cabinet of the
Phonograph. These licenses will be numbered
in rotation, and complete records thereof will be
kept.

The provisions of the Jobbers’ and Dealers’
£~ greements, with the exceptions of the restric-
tions of the selling price which will be suspended
by the special license, will remain in force. The
Company reserves the right to cancel any such
special license at any time. The special license
will terminate on the violation of any of its pro-
visions or its erasure or removal from the cabi-
net of the Phonograph, and, upon its termination
or cancellation, all the restrictions of the origi-
nal agreements will again go into effect.

It is particularly to be noted that no license
will be granted to display or advertise any Edi-
son Phonographs at less than list price, and
any such display or advertisement will be a vio-
lation of the special license.

This plan, we believe, will offer a reasonable
solution of one of the difficulties at present ex-
isting in the trade, and, without affecting the
sales of new machines, ought to enable Jobbers
and Dealers to satisfactorily dispose of their sec-
ond-hand stock. At any rate, we propose to give
the scheme a fair trial, reserving to ourselves the
right to terminate the special licenses at any
time, in case circumstances arise which in our
judgment call for such action.

A line that is not advertised may be as good
as one that is—but who knows it?

Suspended List, Dec. 20, 1908

SUPERSEDING ALL PREVIOUS LISTS

This list is supplemental to the Suspended
Lists which appeared in the June, 1908, and
succeeding issues of the EbpIsoN PHONOGRAPH
Mo~NTHLY. These are still in force and must be
given the consideration bv the Trade as if re-
printed in full herewith.

CAL., Redlands—The Deming Music Co.
IND., Garrett—C. M. Parker.
MASS.,, Hudson—E. A, Hayden.
Hudson Fruit Co. (G. B. Clark, Mgr.)
MINN., Austin—DM. J. Keenan.
MO., Gentry—Enoch Liggett.
NEW YORK, Hornell—Joseph Koskie.
New York City—D. G. Hall.
D. . Higgins.
M. Wechsler.
O1¥10, Fremont—J. H. Bihl
OKLA. Okmulgee—Oliver
Oliver, Prop.)
TATH, Moroni—A. Anderson.
A. J. Arnoldson.
CANADA, Toronto—Toronto Phono. Co.

REINSTATED.

COLO., Rocky Ford—C. E. Bolton Music Co.
MO., Sedalia—S. R. Payne.

Jobbers and Dealers are asked not to supply
any of the above named firms with our appa-
ratus, at addresses given or any other address.

Cash Discount

The letter printed below was issued for the
purpose of calling the attention of the trade
to that section of the Agreement covering terms
of payments by Dealers to Jobbers. Copies were
mailed to all Dealers.

Drug Co. (J. R.

To THE TRADE.
Dec. 15, 1908.

Several complaints have recently been made
regarding Dealers arbitrarily deducting items of
cash discounts to which they were not entitled,
and when the matter was called to the Dealers’
attention they appeared to feel that they were
being harshly dealt with.

It would seem advisable at this time to call
the Jobbers’ attention to Article No. 3, appearing
in Jobbers’ Agreement, relating to terms to
Dealers, which should be rigidly enforced.

For the information of Dealers, we would re-
spectfully draw their attention to the Article re-
lating to terms which we quote:

Terms.

“Net, 30 days from date of invoice, or a cash
discount of Two per cent. on settlements made
as follows: On purchases made from the first
day to and including the fifteenth day of the
month i1f paid in full on or before the twentieth
day of the same month; and on purchases made
after the fifteenth, to and including the last day
of the month if paid in full on or before the
fifth day of the following month. Delivery:
F. O. B. Orange, N. J.,, on goods ordered from
National Phonograph Co.; F. O. B. City in which
l])obber is located on goods ordered from Job-
er.”

This paragraph we believe is sufficiently clear,
and we consider any other terms quoted or

allowed, a violation of our Agreements signed
by Jobber and Dealer.
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Advance List

Of Edison Standard (Two-Minute) and Edison Amberol
(Four-Minute) Records for March, 1909

HE Standard and Amberol Records listed beloaw awill be shipped from Orange in time to reach

? all Jobbers in the United States and Canada before February 25th, 1909, all things being

favorable, and they may be reshipped to Dealers at 8§ A. M. on February 24th. They must

not, however, be exhibited, demonstrated or placed on sale by Jobbers or Dealers until 8

A. M. on February 2>5th. Supplements, Phonograms, Bulletins and Hangers «will be shipped awith

Records.  These may be distributed to Dealers after February 20th, but must not be circulated among

the public before Febrnary 25th. Jobbers and Dealers may, however, deposit Supplements and

Phonograms in Mail Boxes or Post Offices after 5 P. M. on February 24th, for delivery on the following

day. Jobbers are required toplace orders for February Records on or before Jannary I0th. Dealers

shonld place March orders awith Jobbers before January I0th to insure prompt shipment when
Jobbers® stock is recetved.

Edison (T'wo-Minute) Records for March

10077 Autumn Leaves Edison Concert Band

A barn dance. A new and attractive number for the popular dance of the day. Has just
the proper swing. Composer, Paul DeVille.

10078 Arab Love Song Ada Jones

A. unique song suggestive of Oriental music; being Ada Jones’ interpretation of Marie Cahill’s
big hit in the musical play, “The Boys and Betty,” a successful New York production.
Orchestra accompaniment. Music, Silvo Hein; words, George B. Hobart.

10079 Meet Me in Rosetime, Rosie Harlan and Stanley

A harmonious, well-rendered march song—sentimental but ‘“snappy”—by the popular song
writers, Jerome & Schwartz. Orchestra accompaniment. Music, Jean Schwartz; words,
William Jerome.

10080 Now I Have to Call Him Father Ada Jones

This comic song is Vesta Victoria’s hit of the season and will equal in popularity her former
successes—“Waiting at the Church” and ‘“Poor John.” There are three verses, the first
one and chorus being:—

I used to be as happy as the dickies on the trees, Chorus:

That's when I was courting and my mind was well at ease ; He used to come and court his little Mary Ann,

I used to feel so loving with my *Enery by my side. I used to think that he was my young man;

Looking forward to the day when I should be his bride. But mother caught his eye and they got married on the sly
But now he’s thrown me over, and I’'m full of misery, Now I have to call him father.

Someone else has done me out of William ’Enery.
Orchestra accompaniment. Words and music by Charles Collins and Fred Godfrey.

10081 Ev’rything’s Funny to Me Sallie Stembler

This Record is by a new Edison performer, Miss Sallie Stembler, who has a high soprano
voice finely adapted for recording. The title of this song should convey some idea of its
nature. It is one of the most infectious laughing songs ever written, and Miss Stembler
makes a big hit with it. Orchestra accompaniment. Music, Theo. H. Northrup; words,
Chas. Noel Douglas.

10082 A Bowery Flirtatio. Ada Jones and Len Spencer

An original vaudeville sketcu in “Bowery” dialect in which the following song with orchestra
accompaniment is introduced:

I never knew what love wastill I fell in love with you, I’ve jollied Maude and Mamie, and made eyes at Lill and Lou,
You won my heart completely with those dreamy eyes of blue; I never knew what love was till I fell in love with you.
10083 Just One Sweet Girl Manuel Romain

A sentimental ballad with refrain in a sustained march tempo, which gives Mr. Romain an
excellent opportunity to exhibit the charming qualities of his voice. Orchestra accompani-
ment. Music, Harry Von Tilzer. Words, Jack Mahoney.
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10084 The Whistlers American Symphony Orchestra

The Whistlers Intermezzo is from the comic opera, “Friihlingsluft,” by Ernst Reiterer, a suc-
cessful Luropean production which also had a long run at the German Theatre, \e\\ York.
In the operetta this number is sung and the refrain is featured by a chorus of whistlers.
This Record is from an instrumental arrangement, the refrain being repeated by a chorus of
whistlers, then by the oboe, again by bells and finally by the entire orchestra. Composer,
Irnst Reiterer.

10085 Uncle Josh on a Fifth Avenue Bus Cal Stewart
In which dear old Uncle Josh tells in his inimitable way of his most amusing experience on
a Fifth Avenue “bus,” New York.

10086 Some Sweet Day, Bye and Bye Anthony and Harrison

A well-known hymn sung in duet form with much effect. \Written by two favorite writers
of Gospel hymns. Orchestra accompaniment. Music, W. H. Doane. Words, Fanny J.
Crosby. )

10087 The Sweetest Gal in Town Edward Meeker

A new coon seng that will make a hit. Orchestra accompaniment. Words and music by
Cole and Johnson. The chorus:

My g L. my gal’s the sweetest gal in town, I b’lieve she’s playin® me for a chump
My g¢.l, for her I’'ll turn iy best frien’ down. But I don't care, for all that—she's the sweetest gal in town.
But as sure as the grass grows *round a stump
10088 Reed Bird Edison Concert Band

An intermezzo with the form and melody of the popular song of the same title, our Record
9559. This composition has the characteristic merit of the work by this well-known com-
poser. Orchestra accompaniment. Composer, Dave Reed, ]Jr.

10089 I'll Be Home at Harvest Time Frederic Rose

A rustic ballad of the same style and by the same writer as “When the Autumn Moon Is
Creeping Through the Woodland” (our Record 9902). Mr. Rose’s pleasing tenor is well
displayed in this number. Orchestra accompaniment. Music, Alfred Solman. Words, Arthur
Lamb.

10090 Oh, You Kid! Ada Jones and Billy Murray

A comic, up-to-date song of the vaudeville variety, the amusing verses of which are full of
“love josh,” which wind up with a harmonious refrain in duet form, the words being:

Oh, you Kid! oh you Kid! I mean every word I’ve ever told yer:
Come, now ! say you’ll let me cuddle closer, Kiss me quick, or else I'll have to scold yer,—
Nod your head, but don’t answer ‘‘No, Sir *’ Oh, you Kid !

Oh, you Kid ! oh, you Kid !
Orchestra accompaniment. Music, Melville J. Gideon; words, Edgar Selden.
10091 Castles in the Air Thomas Chalmers
A baritone ballad with a waltz refrain sung delightfully by Mr. Chalmers. Mlusic by Paul

Lyncke, a popular European composer, who also wrote the well-known “Glow-worm” (our
Amberol Record No. 61). Orchestra accompaniment. Words, Joseph Herbert.

10092 On the Levee Albert Benzle

An excellent Record of a bells solo with orchestra accompaniment—written in a song and
dance style—similar in some degree to “Love’s Magic Spell” (our Record 10051). Music,
L. P. Laurendeau.

10093 Ground Hog Day at Pumpkin Centre Cal Stewart
An educational bit of country humor enhanced by Cal Stewart’s unrivalled impersonation of
country folk types—funny, of course.

10094 Yip-I-Addy-I-Ay! Collins and Harlan
A comic song in waltz tempo, brimming over with enthusiastic good nature. This is one of
the best Records we have by Collins and Harlan, which is saying a good deal. Music, John
H. Flynn; words, Will D. Cobb.

10095 Flanagan’s Real Estate Deal Steve Porter
An original vaudeville specialty. Flanagan reads an ad in the paper—“Why pay rent,”
“Own your own home”—so he decides to become a suburbanite. The usual suburban dlfﬁ-

culties are his a-plenty, but at last he is made happy by prevallmg on a plumber to take “the
house” for what he owed him (the plumber had fixed a leak in the house). So Flanagan

sings:
Why pay rent,” I read it in the paper For any old home, I wouldn’t give a cent,
**Own your own home,’’ that’s the proper caper It’s cheaper for to move than to have to pay rent.
10096 The Forest King New York Military Band

A strong melodious march by Frederick Peters, composer of the successful musical comedy,
“The Mayor of Tokio.”
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Edison Amberol Records
Four-Minute

81 Introduction and Bridal Chorus from Lohengrin Edison Concert Band

Richard Wagner’s most popular opera, “Lohengrin,” has as its romantic climax the nuptials
of Lohengrin and Elsa, which occur in the third act. Probably the Bridal Chorus, which is
the musical feature of this marriage ceremony, is the most widely known bit of music in
existence. It is used in connection with wedding ceremonies throughout the civilized world
and is naturally unexcelled for romantic associations. This number begins with the Intro-
duction to the Bridal Chorus, which is the opening of Act 3, this Introduction being one of
Wagner’s greatest efforts.

82 The Song That Reached My Heart Harry Anthony

An old song that has stood the test of time. The subject is the well known and beloved
song “Home, Sweet Home.” It is sung as a tenor solo with orchestra accompaniment and
the refrain—the old “Home, Sweet Home” refrain—is quietly sung by a trio,—soprano,
contralto and tenor,—the sustained voices being unaccompanied and sounding especially
clear and sweet. Words and music by Julian Jordan.

83 Uncle Josh’s Huskin’ Bee Cal Stewart & Company

If you have never attended a real old-fashioned husking bee you have missed a great deal.
For a whole-souled good time there is nothing that compares with this typical incident of
farm life. So realistic is this Record that it is almost impossible for the listener to believe
that he is not one of the merry-makers taking part in song, story and husking at this “bee.”
The party ends with a rollicking, old-fashioned dance led and “prompted” by Uncle Josh.
This is one of Cal Stewart’s best interpretations and is well diversified by musical inter-
polations.

84 A Vision of Salome American Symphony Orchestra

To the music which accompanies the famous Salome Dance should be credited much of
the artistic value of this beautiful descriptive fantasie. The synopsis:—Salome has been
repulsed by John the Baptist after she has exhausted all her powers to enchant him. She
appears before King Herod at his birthday feast. She dances at his request. Herod is
pleased with her dancing and promises to grant whatever she may ask. Salome, still
smarting under her repulse and urged by her mother, Herodias, asks for the head of John
the Baptist. Herod, with great reluctance, grants her request. The feast is over; the head
of John is brought in a charger to Salome, whose revenge is now complete—for John, who
would not as much as turn his head to look at her, shall now behold her in all her beauty.
In her mad frenzy, she caresses and kisses the head. She attempts to dance but is stricken
with fear. She is terrified as she realizes the horror of what she has done. She is over-
whelmed—abject—but a ray of hope flashes over her sinking soul; can she earn forgive-
ness by constant prayer and sacrifice? She swoons in a heap upon the floor. Composed
by J. Bodewalt Lampe.

85 Just to Remind You Manuel Romain

A sentimental song for tenor finely executed by Mr. Romain. There are two verses with
refrains, the whole being written in a slow waltz tempo, which in itself is suggestive of the
sentiments expressed. Orchestra accompaniment. Music, Nathaniel D. Mann. Words, Alfred
Anderson.

86 The Traveling Salesman Empire Vaudeville Co

Over four minutes of vaudeville on this Record,—one of the best sketches ever recorded.
The train pulls into the station at Grand Junction, the Traveling Salesman alights, and the
fun begins between the drummer and the ticket agent (the latter is also the baggage master,
lunchroom proprietor, musician, fisherman and naturally the biggest liar in Grand Junc-
tion). The scene shifts from the station platform to the lunch-room and back again, and
just before the train pulls out carrying away the genial salesman an original song is sung
accompanied by the “station master” on his banjo. This is an original sketch and fairly
overflows with fun and dry humor.

87 My Old Kentucky Home—Fantasia Edison Concert Band

A fantasia or musical paraphrase on Stephen Foster’s old American song, “My Old Ken-
tucky Home.” The familiar melody runs through the entire selection, being taken up first
by one instrument, then another, the accompaniments being especially artistic in musical
ornamentation and elaboration. The arrangement is by Otto Langey, a well known composer
and arranger, who also wrote the Grand Fantasia on “Dixie” (our Record 8133).
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*88 Gee! Aint I Glad I'm Single? Edward M. Favor

A comical topical song which is being featured by Joe Weber’s Travesty Co. in “The
Merry Widow and The Devil.” It is a series of satires on the hits of the New York
season. Five verses, a dozen laughs, sung in Mr. Favor’s characteristic style. Orchestra
accompaniment. Music, Melville J. Gideon; words, Edgar Selden.

89 I Dreamt that I Dwelt in Marble Halls Edith Chapman

One of the gems of the well known English opera “The Bohemian Girl,” by M. W. Balfe.
It is sung by Arline in the first scene of the 2nd act. This scene occurs after a supposed
lapse of twelve years from the time Arline was stolen by the gypsies. Awakening from her
sleep she sings the song of her dream to her lover, T/adeus. @ Miss Chapman’s inter-
pretation is very commendable. Music, M. W. Balfe; words, Alfred Brown.

90 Scarf Dance American Symphony Orchestra
The Scarf Dance (Pas des Echarpes) is given in its entirety in this Record. This beautiful
and famous composition is by Mme. Cecile Chaminade, the distinguished French composer
and pianiste who made a concert tour of the United States early this season. Of her many
works the Ballet Symphonie “Callirohe” has attained the most popularity and the celebrated
Scarf Dance, known as Air de Ballet No. 3, is the favorite number of this ballet suite. Com-
poser, Mme. Cecile Chaminade.

91 In Heavenly Love Abiding

A mixed quartette with organ accompaniment. MNany well known choirs throughout the
country are making use of this anthem. It opens with a solo for soprano, followed by a

duet for soprano and tenor and an effective finale for the four voices. Composer, Albert J.
Holden.

92 On Parade Medley (Original) National Guard Fife and Drum Corps

There is nothing that quite compares with a fife and drum corps for the stirring rendition
of certain forms of music, particularly certain of the patriotic airs. The National Guard
Fife and Drum Corps gives in this Record a fine exhibition of the possibilities at its com-
mand—the medley (an original one) introducing the following numbers: “The Girl T
Left Behind Me,” “Sweetheart Town,” “Garry Owen,” “I'm Afraid to Go Home in the
Dark,” “Benzler’s Favorite” (reel), “Just One Sweet Girl,” “The Girl I Left Behind Me.”
Between each selection bugles playing military calls and airs are heard.

93 Angel’s Dream Waltz New York Military Band

A waltz that will live; a waltz that is already finding much popularity at society func-
tions. Its construction is based on several well known classic melodies—“Angel’s Serenade,”
by Braga; Mendelssohn’s “Spring Song,” Nocturne, by Chopin, and an old German love
song. These are arranged in perfect waltz time, thus making the number most effective
for dancing.

94 Diabolo Two-Step and Medley New York Military Band

An original band composition, the strong rhythm of which defies any pair of human feet
to keep still; a two-step that is a two-step; and a four-minute one at that, introducing a
medley which includes the splendid two-step refrains in the following popular airs:
“Diabolo Two-step” (by Charles J. Roberts), “Down in Georgia on Camp Meeting Day,”
“Tipperary,” “My Dream of the U. S. A.,” and “You Can Look and You Can Listen,
But M-u-m Is the Word.”

* This selection will be illustrated on cover of the March Phonogram.

Edison Mixed Quartette

Turkey in the Window

We have received from the Eiler’s Music
House, of Boise, Idaho, a photograph of a novel
window display of Edison goods made during
Thanksgiving week. The floor, back and sides
of the window were covered with cotton to
represent snow. Six Edison Phonographs were
placed on the floor, apparently resting on the
snow. In the foreground stood an immense

“So far fall trade has been especially good
with us, in fact, a great deal better than a
yvear ago. Qur recent fire has set us back to
a certain extent, but even when all the rest
of the store was torn up by insurance men and
carpenters, the Phonograph department kept go-
ing just the same, filling orders for the out-of-
town Dealers.

turkey, a placard in front making him say:
“Who said Thanksgiving?”’ The display at-
tracted much attention. The photograph did
not do it justice or we would have reproduced it
here. In sending the photograph the company

wrote:

An Edison Jobber in the West recently wrote:

“You will remember that in October you
shipped us close to 1,200 machines. It is sur-
prising to see how fast these machines are
going, for business is very good in the machine
line. We have only about 550 machines left of
the 1,400 sent us of the combination types.”



20

Edison Phonograph Monthly, Jan., 1909

Our National Advertising

It is the desire of the National Phonograph
Company that all Edison Dealers shall know
what is being done to advertise nationally the
goods they are selling.

Nothing but the great power of publicity
could ever have made the Edison Phonograph
an instrument that by its very music has ¢
vitalizing effect on the race. = The name—Edi-
son Phonograph—is now a household word for
happy hours in the home.

Of course, the Phonograph could never have
gained the standing it now maintains if it
in the
on the other hand, without publicity
the name Edison Phonograph would be—instead
of a household word—a mere scientific term for

were not capable of filling its place
world :

a mechanical reproducer of sound, and a knowl-
edge of it would be limited to a small circle
of scientists.

Lasting publicity consists of two things,—
perpetual advertising and the constant ‘“mak-
ing good” of the thing advertised. Our adver-
tising is perpetual and Edison Phonographs and
Records “make good”—fulfill satisfactorily a
desire (created by advertising) of the people.
The dollars and cents proof of this statement
is shown by the fact that our advertising ap-

“H’ hy the marl was ate”

Mr. Edison made all sound-reproducing instruments
possible but he perfected the Edison Phonograph.

AMBEROL RECORDS /i
EDISON PHONOGRAPHS

are Mr. Edison’s newest and greatest inven- -
tion. They are no larger than the regular
Records, but hold twice as much music and
play twice as long. '

Every Fdison Phanogeph in existence, except the  pdiy hath by consulting v dealer. A fuil line of

Gem, ean be pqnipped with an attachment ta play  Fdison Phonogreaphs ean be eard and both kinds
these new Records o well as the old Records, of Reeords can bw emoyed at the store of auy

Chere are new Mevrds fresh every montl  desler anywhers in the United States, |
for the Ainbwrot Revonls as Wil as for the old ‘There is no excuse for auvone to b without
Hevords. Al new mnchines une eopiipped to play  the pteasure that is furnished by an Edion Phono-
bath, Any old wachine can be enstly equipgesd to geraph.

One af Nie vramtest plevsures which the bdion Pleanagraph affords s making Rodords at
home, The Fdysan s the only 08 3 oof snad e wirl which (hiscan be done. R

Fahint Photicerraphs are M3d ac e sunc prices évery where sand to everyone  JFrices range
from £12.50 Lo 25 . .

Vahionu Atutwrol Rewards soc. Kepuler Ediwm Reonrds, 8% Grand Ogaem Rerods. 95

Aek your dedler or write to 34 for dllustratet catalogue of Ediwon lunograplis, o cata.
logte eontaivioy conplete lista of slivon Keconta, old and ficys,

NATIONAL PHONOGRAPH COMPANY, fakeside Avenue, Orange. NJ.

Kew Yors, m ) ifh Ace: Tonfon, Viriora Boat. Wikendsu: 54 '"'ﬂ' N W, 20 Fens 801 ot on Crre, a &
Aveulde smeias No 117 Naeton Aites, Y oaneaf= 355 Berta, sad Ufer, f02ir 3 ans 4 Rite de Parmlis nwod M.

THE EDISON BUSINESS.PHONOGRAFPH meooe shorter hours for the business man

(

propriation and our output of Phonographs and
Records each show a marked yearly increase.

Our current advertising is of course extremely
heavy, owing to the necessity of making the
name “Amberol,” and all that name stands for,
also a household word wherever Edison Phono-
graphs are known. During the month of
December we used the ad shown herewith,
“Why the Mail Was Late,” in eleven of the
largest circulated weekly publications.  This
same advertisement will appear in sixteen of
the January monthlies, the space taken being
one full magazine page. The only back cover
we are using in January is in Munsey’s Maga-
zine. Besides the space taken in the monthlies
and the popular weekly publications, our ad
will also appear in twelve or fifteen of the
large news weeklies of the country and in
thirty-nine farm papera.

Trade Notes

P. -A. Powers, of Rochester and Buffalo, has
purchased the stock of the Douglas Phonograph
Co., 89 Chambers street, New York, and will
continue the business as a retail Dealer at the
same location. The style of the company will
be the Excelsior Phonograph Company. John
Kaiser will be the General Manager.

Peter Bacigalupi & Sons, Edison Jobbers at
San Francisco, Cal,

quarters in Market street, near Sixth, and will
be able to occupy the new store soon, when the

Golden Gate branch will be abandoned. The
new store is very commodious and the extensive
basement will be utilized as a wareroom for the
wholesale department.

The Wourlitzer Company, of Cincinnati, in
opening their new store in New York, at 25 and
27 West 32d street, state they will not put in a
talking machine stock at the start off, and will
carry samples only. They propose to exploit an
initial line of the automatic instruments, and
later other goods.

have secured permanent

Greater Interest Than Ever

We are writing you this letter thinking pos-
sibly you would like to know the condition of
the Phonograph business in Omaha. Never in
our experience has the interest been as great
as it is today, and we have more people with
means looking up Phonographs than we have
ever had since in the Phonograph business, and
our retail trade is most excellent.—Nebraska
Cycle Co., Omaha, Neb.
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Jobbers of Edison Phonographs and Records

ALA., Birmingham—Talking Machine Co.
Mobile—W. H. Reynalds.
Montgomery—R. L. Penick.

ARK., Fort Smith—R. C. Bollinger.

CAL., Los Angeles—Southern Cal. Music Co.
Sacramento—A. J. Pommer Co.

San Francisco—P. Bacigalupl & Sons.
Kohler & Chase, Inc.
COLO., Denver—Denver Dry Goods Co.
Hext Music Co.

CONN., New Haven—Pardee-Ellenberger Co.

D. C., Washington—E. F, Droop & Sons Co.

GA., Atlanta—Atlanta Phonograph Co.

Phillips & Crew Co.
Waycross—Youmans Jewelry Co.
IDAHO, Boise—Eiler’s Piano House.
ILL., Chicago—Babson Bros.
Lyon & Healy.
James 1. Lyons.
The Vim Co.

Montgomery Ward & Co.
Rudolph Wurlitzer Co.
Peoria—Chas. C. Adams & Co.

Peoria Phonograph Co.
Quincy—Quincy Phonograph Co.
IND., Indianapolis—Indiana Phono. Co.
Kipp-Link Phonograph Co.
IOWA, Des Moines—Harger & Blish.
Hopkins Bros. Co.
Dubuque—Harger & Blish.
Fort Dodge—Early Music Housc
Sioux City—Early Music House.

KY,., Louisville—Montenegro-Riehm Music Co.

LA., New Orleans—William Bailey.
National Automatic Fire Alarm Co.
MAINE, Bangor—S. L. Crosby Co.
Portland—W. H. Ross & Son.
MD., Baltimore—E. F. Droop & Sons Co.

MASS., Boston—Boston Cycle & Sundry Co.
Eastern Talking Mach. Co.
Iver Johnson Sptg. Goods Co.

Fitchburg—Iver Johnson Sptg. Goods Co.

Lowell—Thomas Wardell.

New Bedford—Household Furnishing Co.
Springfleld—Flint & Brickett Co.
Worcester—Iver Johnson Sptg. Goods Co.

MICH., Detroit—American Phono. Co.
Grinnell Bros.

MINN., Minneapolis—Thomas C. Hough.
Minnesota Phono. Co.
St. Paul—W., J. Dyer & Bro.
Koehler & Hinrichs.
Minnesota Phonograph Co.

MO., Kanszéu City—J. W. Jenkins’ Sons Music
0.
Schmelzer Arms Co.

St. Louis—Conroy Piano Co.
Koerber-Brenner Music Co.
Silverstone Talk. Mach. Co.

MONT., Helena—Frank Buser.

NEB.,, Lincolm—Ross P. Curtice Co.

H. E. Sidles Phono. Co.
Omaha—Nebraska Cycle Co.

Shultz Bros.

N. H., Manchester—John B. Varick Co.
N. J., Hoboken—Eclipse Phono. Co.
Newark— A. O, Petit
Paterson—James K. O’Dea.
Trenton—Stoll Blank Book and Station-
ery Co.

John Sykes.

N. Y., Albany—Finch & Hahn.
Astoria—John Rose.
Brooklyn—A. D. Matthews’ Sonas.
Buffalo—W. D. Andrews.

Neal, Clark & Neal Co.
Elmira—Elmira Arms Co.
Gloversville—American Phono. Co.
Kingston—Forsyth & Davis.

New York City—Blackman Talking Ma-
chine Co.

J. F. Blackman & Son.

I. Davega, Jr.,, Inc.

S. B. Davega Co.

Jacot Music Box Co.

Victor H. Rapke.

Regina Co.

Siegel-Cooper Co.

John Wanamaker.

Alfred Weiss.
Oswego—Frank E. Bolway.
Rochester—Mackie Piano, O. & M. Co.

Talking Machine Co.
Schenectady—F'inch & Hahn.

Jay A. Rickard & Co.
Syracuse—W. D. Andrews.
Troy—Iinch & Hahn.
Utica—Clark-Horrocks Co.

Arthur F. Ferriss.

William Harrison.

Utica Cycle Co.

OHIO, Canton—Klein & Heffelman Co.
Cincinnati—Ball-Fintze Co.

Milner Musical Co.

Rudolph Wurlitzer Co.
Cleveland—Eclipse Musical Co.
Columbas—Perry B. Whitsit Co.
Dayton—Niehaus & Dohse.

Newark—Ball-Fintze Co.

Tcledo—Hayes Music Co.

Youngstown—The W. E. Henry Co.
OREGON, Portland—Graves Music Co.
OKLA,, Oklahoma City—Smith’s Phono. Co.

PENNA, Allentown—G. C. Aschbach.
Easton—The Werner Co.
Harrisburg—Louis Buehn & Bro.
Philadelphia—Louis Buehn & Bro.

- C, J. Heppe & Son.

Lit Bros.

Musical Echo Co.

Penn Phonograph Co.

John Wanamaker.

Western Talking Mach. Co.

H. A. Weymann & Son. -
Pittsburg—Standard Talk. Mach. Co.
Reading—Reading Phonograph Co.
Scranton—Ackerman & Co.

Technical Supply Co.
Williamsport—W. A. Myers.

R. L., Providence—J. M. Dean Co.

J. A. Foster Co.

J. Samuels & Bro.

TENN., Chattanooga—J. H. Templeman Co.
Knoxville—Knoxville Typewriter and
Phonograph Co.
Memphis—F. M. Atwood.
O. K. Houck Piano Co.
Nashville—Magruder & Co.
Nashville Talking Mach. Co.
TEX. Dallas—Southern Talking Machine Co.
El Paso—W. G. Walz Co.
Fort Worth—Cummings, Shepherd & Co.
Houston—Texas Plano & Phono. Co.
San Antonio—H. C. Rees Optical Co.
UTAH, Ogden—Proudfit Sporting Goods Co.
Salt Lake City—Clayton-Daynes Music Co.
VT., Burlington—American Phono. Co.
VA., Richmond—C. B. Haynes & Co.
WASH., Seattle—D. S. Johnston Co.
Kohler & Chase.
Spokane—Spokane Phonograph Co.
‘WIS., Milwaukee—Lawrence McGreal.
CANADA, Quebec—C. Robitaille.
St. Joh:n—W. H. ThLhorne & Co., Ltd.
Toraonte—R. S. Williams & Sons Co., Ltd.
Vancouver—M. W. Waitt & Co.
Winnipeg—R. S. Williams & Sons Co., Ltd.



Broaden ™\
Your Field

—and increase your sales. A dealer makes a serious mistake

by selling records and instruments for amusement purposes
alone. There is besides the amusement field the vast field of
education from which can be reaped an abundant business. Here
the dealer can increase the sale of records to those who already
own phonographs, and can sell both instruments and records to a
very large number of cash customers who would never think of buy-
ing a phonograph except for educational purposes. All this is made
possible through

1.C.S. LANGUAGE SYSTEM

WITH ﬁ
LAV~
PHONOGRAPH

Al

There is a great opportunity for you to sell I. C. S. Lan-
guage Outfits to people who are going abroad or who desire
to learn a language for the sake of the knowledge of it alone; to
those who desire to qualify for positions as translators and for-

eign correspondents; and to foreigners who wish to learn to

speak English. No sledge hammer is needed to get it
clearly into your head that this presents a sure way
of broadening your field of work and increasing
your sales. For the sake of good business
sense, boom the I.C.S. Language feature of
the business.

International
Correspondence Schools
SCRANTON, PA.

-
L]
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A Lesson in Co-operation---See
Page One
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Co-operation is the one big word we wish
to instil into the mind of every Dealer in Edi-
son Phonographs and Records. To us it is a
big word with a bigger meaning, for, in a great
'measure, we owe our own wonderful growth
to the strong co-operation of the various depart-
ments which make up our organization.

The outer evidence of our belief in co-opera-
tion are shown to the trade by our advertising,
by our Dealers’ protective policy, and by the
printed matter we furnish for Dealers’ use. Per-
haps the PHONOGRAPH MONTHLY is the best evi-
dence of our aim to co-operate with the Dealer.

The Dealers who co-operate with us are those
who take advantage of our co-operation—those
who connect their stores to our national adver-
tising by doing local advertising, who make the
best possible use of the printed matter we sup-
ply, and who do everything in their poaver to
further the sale of Edison goods.

There are many such Dealers and the number
is constantly increasing because we make it
worth while for a Dealer to get the best pos-
sible results from his community by means of
our protective policy.

The kind of co-operation of which we have
spoken is the absolutely necessary kind, the kind
that neither Dealer nor manufacturer can get
along without and be successful. But it is a
different variety of co-operation we are inter-
ested in just now—co-operation between Dealers.

You may never have given any thought to
helping the other fellow; we don't mean the
other fellow ’cross the street, we mean “the
other fellow in the other town,”—"“the 13,000
other fellows” scattered over the continent. Have
you ever said anything like this to yourself:
“T would just like to know how So-and-So Com-
pany manage to do such a prosperous Edison

If ydu've
ever said anything like that probably So-and-So
Company were wondering at the same time
how you manage to do such a big Record busi-
ness.

business on the instalment plan?”

If you should both ask and answer such
through the PHONOGRAPH MONTHLY
you would both gain.

questions

Let us draw a little picture that will repre-
cent the facts. AIll Dealers in Edison Phono-
graphs and Records are trying to pick the same
kind of apples, which we will call Phonograph
and Record sales apples.
won’t more apples be picked if the Dealers
help each other instead of
pendently? We think so. Of course,
Dealers sit under the tree and wait for the
aprles to drop, but these fellows are being

The question is,—

working inde-

some

crowded out by the boys who take advantage
The “wind” that shakes the
tree—by the way—is our advertising. But the

of every windfall.

wind never blows all the Edison apples down.
There are always plenty to be had for the pick-
ing after the strongest blow.

Yes, there are almost as many ways to gather
apples as there are to skin a cat,—some good
ways, some bad ways. A bad way, for instance,
i1s to throw stones until you hit the apple you
want; this is good fun but the energy required
is all out of proportion to the results obtained,
for when you finally get the apple aimed at you
find it is bruised. Certain of the sky-rocket ad-
vertising schemes some of our Dealers indulge
in remind us of the boys who gather apples
by the stone throwing process.

The boys who get the most apples are the
ones who help each other. They climb upon
each others’ backs, get every apple on the tree,
and then divide.

In business people don’t divide, but they can



2 Edison Phonograph Monthly, Feb., 1909

help each other, and when they do, they realize
that “the greatest good to the greatest number”
is also the greatest good to the individual. Con-
certed action in connection with any definite
purpose has always proven more successful than
independent action.

We desire to see Edison Dealers work with us
and work together in one common purpose—
the selling of Edison goods. The PHONOGRAPH
MoONTHLY is naturally a medium for co-opera-
tion between Dealers and us. We wish to in-
crease its usefulness by allowing it to be a
medium of co-operation between Dealers. If
two heads are better than one, aren’t the chances
good that 13,000 heads are considerably better?

We were recently informed by one of our
Jobbers that a representative of a competing com-
pany had stated it as a fact that the “Edison
Company regards the Amberol Record as a fail-
ure and would give $100,000 if it could take it
off the market.”” As a rule it is no more worth
while to pay attention to remarks like these
than it is to notice the barks of a dog on the
other side of the fence, but it does seem worth
while in this case. The man in question repre-
sents a company of standing and is probably
making the same statement to others, so that the
sooner it is refuted the quicker it will stop it.
The remark also furnishes another opportunity to
say something about the success of the Amberol
Record, and we are so enthusiastic about it that
we welcome every chance to write and talk
about it.

The slander—for it is nothing else—shows
that our competitors regard the Amberol Record
as a serious facto. .n the business or it would
not find it necessary to resort to such statements.
So far from being a failure, the Amberol Rec-
ord i1s a greater success than the most sanguine
Edison adherent had anticipated. The sale of
Amberol Records and attachments has thus far
exceeded every expectation. The trade is not
only practically unanimous in its approval of
the new Record, but it is manifesting a belief
in its future and it is backing up that belief
by its orders. The advance orders for the
monthly list of Amberol Records is already a
close second to the Standard Records, although
there are still many more Phonographs that will
play only the latter Record than there are that
will play both. This shows that the public are
also enthusiastic and that those having Phono-
graphs equipped to play Ainberol Records are
buying a greater percetnage of them than are
those who use Standard Records only. Amberol

Records are not only an immediate success, but

'the principle back of them—a greater number

of threads to the inch—opens up a future the
limit of which no one can foresee. When Edison
Jobbers and Dealers hear men talk about our
lack of faith in Amberol Records we ask them
to put it down as being absolutely without foun-

dation and as being actuated by nothing but
jealousy of our success.

The Record exchange proposition that went
into effect on January 4th served, among other
things, to again emphasize the fact that many
Pealers and often Jobbers were neglecting an
important feature of the business, namely, keep-
ing posted on what is being done for their ben-
efit. The exchange proposition provided for the
return of cut out selections. The only cut out
list issued in 1908 was mailed to every Jobber
and Dealer in August and was also reprinted
in full in the September issue of the PHoNoO-
GRAPH MONTHLY. In either form it should have
attracted the attention of everyone in the trade.
Its importance should have been recognized by
all. Not only should this list have been pre-
served, but every Jobber and Dealer should
have tagged his stock in a manner to show
just what selections were to be dropped, so as
to dispose of his stock of them.

Records represent real money to everybody,
and it is better to sell than keep them. Even
though cut out Records can be returned to the
factory for exchange, it costs more real money
to pack them and pay freight charges to Orange.
consideration of self interest should
prompt the trade to know all about cut out selec-
tions. Yet within a week after the exchange
papers were mailed to the trade on January 1st
we received a large number of requests for
copies of the cut out lists and Jobbers reported
that they too were besieged with similar re-
quests. It was evident that hundreds of Dealers
had paid no attention to an important trade
matter—one that affected their own pockets. As
a result many Dealers probably lost the oppor-
tunity to return cut out Records because they
did not know what to return and by the time
they received copies of the list, the limit given
for the exchange had expired. No Dealer
would have had to ask a question about cut-outs
had he kept a file of the EbisoN PHONOGRAPH
MonTHLY. With such a file he could in ten
minutes have obtained from its pages all he
wanted to know.

In constantly appealing to the trade to read
and keep the PHONOGRAPH MONTHLY, we do so

Every
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not alone for our own interests (which, of
course, is the reason for its publication), but
also because we believe it to be of real value
to the trade. If it does not benefit Dealers first
it cannot benefit us at all. Again we say to the
trade:

If you awould serve your own interests read
every page of ewvery issue of the Phonograph
Monthly. If you awill not read it, keep a file
of it as cach issue appears so that awhen you
want information on trade maltters you will
know awhere to find it.

How many times have men and women been
heard to exclaim, “Why, that’s the best Phono-
graph I ever heard!” upon hearing an up-to-date
Edison Phonograph for the first time? Or, “I
didn’t know that Phonographs are now made so
clear and natural in tone or so pleasing to hear.
They are very much better than those I heard
years ago,” is in effect the remarks of others.
Dealers should make this the keynote of their
efforts to sell Phonographs. Induce the people
in your territory to hear the Phonograph. Get
them into your store, either by special invitation
or by getting them to attend concerts at regular
intervals. Or, better still, put Phonographs in
their homes on trial. Get their consent to do
this, show them how easy it is to operate, and
leave the machine and a few carefully selected
Records for a few days. In a majority of cases
they will not permit the machine to be taken out.
To have a Phonograph in his own home, to
tealize how easy it is to operate it, and to know
how much amusement can be had by its use,
combines to make an appeal that it is hard for
the average man to resist. Even if he holds
back, his wife and children will want the
machine and it will be an unkind father, or one
too poor, that will not keep the machine for
their sakes. One of the strongest reasons for
the success of the mail order firms is that they
put the Phonograph in on trial, knowing in ad-
vance that the percentage that will come back
is small. If Dealers will do more work of
this kind they will find their sales greatly in-
creased.

S. L. Canary, Edison Dealer at Lebanon, Ky.,
has the right idea along these lines, as is shown
by the following letter that he sends to pros-
pective purchasers:

I take great pleasure in presenting my 1909 Edison
Phonograph THREE DAYS’ FREE OFFER. c

You already know of the fact that the Improved
Edison Phonograph is superior to all others, and Mr.
Edison’s own name on all his Machines and Records is
the mark of Quality and a guarantee of Perfection.

May 1 not place one of these Elegant Phonographs

with you for a Three Days’ Free Trial, as you can take
plenty of time in the privacy of your own home hearing
the Records and making your own selections. This
privilege is now ycurs and is freely granted.

Remember, if you are not perfectly satisfied in every
particular after Three Days’ Free Trial, 1 will remove the
outfit without trouble or expense to you in any way, just
as cheerfully as same was brought into your house,
Nothing could be fairer.

I want you to try the Improved Edison Phonograph,
and urge you to take advantage of my Free Offer.

You understand, this obligates you in no way. You
have nothing to lose and a great deal is to be gained.

Mr. Edison’s latest invention is a Wonderful New
Record, called the Amberol, that plays 414 minutes—
over twice as long as other records.

I desire to serve you to the best advantage, so don’t
let this Great Free Offer pass. Let me hear from you

at once.
This is an example worth emulating.

Does every Edison Dealer realize the value of
the protection we give him against strained com-
petition? If he does, let him look over his
particular field and decide whether he is cover-
ing it so satisfactorily as to warrant our pro-
tection. If he is not, let him remember that
as soon as an application comes in from his
locality we will establish a new Dealer. This
is not a warning; it is just a reminder.

No Protection to Dealers
Without Sales

An impression seems to prevail among some
Dealers that no matter whether they do a good
business in Edison goods, a little business, or
none at all, they are going to continue in undis-
puted possession of the territory they occupy.
Such an impression is altogether wrong. If a
Dealer expects us to protect him in his town
and if he hopes to keep out competition, he must
keep a fair stock of Edison goods and make a
reasonable effort to sell themn. His right to
possession will be judged by his purchases of
our goods and nothing else. It ought not to be
necessary to put the matter in this way. Every
individual or firm who has invested capital to
put in an initial stock of Edison Phonographs
and Records ought to be pushing the line for the
profits in it, and without any urging on our
part. The profits on Edison goods are greater
than on 80 per cent. of the goods in any other line
and ought in themselves to bring into play the
best salesmanship of which the Dealer is capable.
In any event, there will be no protection unless
there is selling co-operation. So if you don’t
sell, don’t look for protection.

Is your stock of Phonographs and Records
in good shape, both as to quantity and variety?
If not, bring it up to date.
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Selling on Instalments

“I cannot afford to sell goods on instalments,”
or “Instalment sales take so much capital that
I cannot do business that way,” are remarks that
Dealers are often heard to make. And with
such remarks they dismiss the subject as if there
was nothing more to be said about it. They
realize that much additional business might be
had if they could sell on instalments, but it never
occurs to them to investigate further. It has
never been the policy of the National Phono-
graph Co. to strenuously urge Dealers to sell
goods in this way, and it is not our intention to
do so in this article. 'What is said here is more
for information than otherwise.

When instalment sales are made in accordance
with a few simple rules it is a better way of
selling Edison Phonographs and Records than
for spot cash, and it is a better way of doing
business in small places than in large cities.
Both of these statements may sound ridiculous to
Dealers in small places, but they are reasonable
and practicable.

It is a better plan, because the more times a
Phonograph customer can be induced to enter a
Dealer’s store, the more Records he can be in-
duced to buy, and if he has bought his Phono-
graph on instalments he will be required by the
terms of his lease to pay a visit once a week
until the payments are completed. Itis easier and
safer to do an instalment business in small places
than in large cities, because in the former every-
one is known to the Dealer, or his standing can
be easily ascertained, something quite difficult
in cities.

There is nothing unbusinesslike and little un-
certainty about instalment sales. Properly con-
ducted the losses from them are smaller than
from the ordinary credit sales. Those who make
a success of the business do not sell on instal-
ments to Tom, Dick and Harry, as many suppose
who have not looked into the plan. They make
a careful investigation into the standing of the
prospective purchaser, and unless his record is
good he does not get a machine. If he is regu-
larly employed, is well spoken of by his em-
ployers and neighbors and has good habits, he is
a good risk, for not one out of every hundred
such men will fail to meet his obligations.
Think how much easier it is in small places to
get all the essential facts about instalment pur-
chasers. Remember, too, that the Dealer retains
ownership of the machine sold on instalments
until all the payments have been made.

Let us suppose that a Dealer in a small town

wants to try out the plan of selling on instal-
ments and in a limited way. He needs first a
blank form of lease. This should be one drawn
in conformity with the laws of his State. If
such a form cannot be had in his own town, his
Jobber will get supply for him. He next wants
a simple system for keeping track of the weekly
payments. Since he is only going to try out the
plan in a small way, he needs only the simplest
system. A leaf in a blank book, with a column
marked for each payment and having the date
at the top is all that is necessary. He has
found a customer whom he is satisfied is all
right, and he is ready for the tryout. The
customer intends buying a Standard machine at
$30.00. This costs the Dealer $18.00. It is
customary to require the purchaser to make a
first payment of at least $3.00, so that when the
deal has been made the Dealer has $15.00 cap-
ital invested. It is also customary to expect a
purchaser to buy a half dozen Records or more
and pay cash for them. If the weekly payments
are one dollar the Dealer will get his capital
back in fifteen weeks, and the payments there-
after are profit. For twenty-seven weeks the
purchaser calls at least once a week, and it is
not difficult to sell him one or more Records each
time he comes in. It is a safe guess that in
twenty-seven weeks he will buy at least four
dozen Records, representing a profit of $7.20 to
the Dealer. In this way the total purchases will
reach $46.80—more than they would on a cash
sale—netting the Dealer a profit of $19.20.

But no enterprising Dealer would stop with
one such sale. The following table has been
prepared to show that a sale of this kind can
be made once every two weeks on a total invest-
ment of $64.00, and it will not reach even that
sum until seven sales had been made. For con-
venience this table has been based upon the sale
of Standard Phonographs only, and it is being
supposed that the first sale was made on Feb. 6.

Feb. 6. Cost of 1st machine................. $18.00
Less Ist payment................... 3.00

Capital invested................. $15.00

20. Cost of 3d machine, less Ist payment.. 15.00
$30.00

Less 2 weeks’ payments on 1st machine 2.00

Capital invested. .. ..eoveennnn.. $28.00

Mar. 6. Cost of 3d machine, less first payment 15.00
$43.00

Less 2 weeks’ paym’ts on 2 machs. out 4.00

Capital invested................. $39.00

20. Cost of 4th machine, less first payment 15.00
$54.00

Less 2 weeks’ paym’ts on 3 machs. out 6.00

Capital invested...........ccounn $48.00
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Apr. 3. Cost of 5th machine, less first payment 15.00
$63.00

Less 2 weeks’ paym’ts on 4 machs. out 8.00

Capital invested................. $55.00

17. Cost of 6th machine, less first payment 15.00
$70.00

Less 2 weeks’ paym’ts on 5 machs. out 10.00

Capital invested................. $60.00

May 1. Cost of 7th machine, less first payment 15.00
$§75.00
Less 2 weeks’ paym’ts on 6 machs. out 12.00
Capital invested........c.co0unnn $63.00
15. Cost of 8th machine, less first payment 15.00
$78.00
Less 2 weeks’ paym’ts on 7 machs. out 14.00
Capital invested....co.vovnennnnn $64.00
29. Cost of 9th machine, less first payment 15.00
$79.00
Less 2 weeks paym’ts on 8 machs. out 16.00
Capital invested..........cvaeeen $63.00
June 12. Cost of 10th machine, less first payment 15.00
$78.00
Less 2 weeks paym’ts on 9 machs. out 18.00
Capital invested........... veees. $60.00
26. Cost of 11th machine, less first payment 15.00
$75.00
Less 2 weeks paym’ts on 10 machs. out 20.00
Capital invested....ccocvvveeeennn $55.00
July 10. Cost of 12th machine, less first payment 15.00
§70.00
Less 2 weeks’ paym’ts on 11 machs. out 22.00
Capital invested.....c.cvevenrenn $48.00
24. Cost of 13th machine, less first payment 15.00
£63.00
Less 2 weeks’ paym’ts on 12 machs. out 24.00
Capital invested.....ccvueeenenne $39.00
Aug. 7. Cost of 14th machine, less first payment 15.00
$54.00
Less 2 weeks’ paym’ts on 13 machs. out 26.00
i i {®28.00
Capital invested........cccooeeens &
21. Cost ofp15th machine, less first payment 15.00
$43.00
Less 2 weeks’ paym’ts on 14 machs. out 28.00
Capital invested.......covvuenn.. $15.00
Sept. 4. Cost of 16th machine, less first payment 15.00
$30.00
Less 2 weeks’ paym’ts on 15 machs. out 30.00
Capital invested................. $00.00
18. Two weeks’ payments on 16 machs. out 30.00
Cost of 17th machine, less first payment 15.00
|¥if2 0ooococooo0o0ao0an000aaa00000C $15.00
Oct. 2. Two weeks’ payments on 15 machs. out 30.C0
$45.00
Cost of 18th machine, less first payment 15.00
Profit ......cciiiiiiiiiiinnines $20.00

This table shows that when fifteen machines
have been sold the Dealer has had his entire
capital returned to him, and thereafter has a
constantly increasing income as long as he con-
tinues the plan. Then think of the Record busi-

ness to be had from the weekly calls of fifteen
With double the capital
one Standard machine could be sold every week.
The Dealer of limited capital and skeptical
about instalment sales should limit his instalment
sales to one in two weeks, until he is convinced
and has the capital necessary to swing a larger
number. Even if a Dealer has no capital of his
own, but has a good reputation, he will have
no difficulty in getting his bank to advance the
money and take the leases as security.

The foregoing has been presented for the
benefit of the Dealer who has not believed in
instalment sales. To him, therefore, such sales
will be in addition to his usual cash business
and consequently just so much additional profit.

instalment customers.

Meeting of Eastern Salesmen

The semi-annual general meeting of the East-
ern salesmen of the National Phonograph Com-
pany was held at Orange on January Sth. The
salesmen present were: B. R. Barklow, H. D.
Clark, F. W. Ewan, G. A. Hedden, F. H. Hird,
F. L. Hough, Jr.,, J. W. Scott, J. F. Stanton,
R. H. Veale, and C. D. Warren. The meeting
was in charge of General Manager of Sales
F. K. Dolbeer and Manager of Salesmen E. H.
Philips. The entire day was devoted to hearing
detailed reports from the salesmen concerning
conditions in their respective territories, listen-
ing to talks by President F. L. Dyer, General
Manager C. H. Wilson, Mr. Dolbeer, Mr.
Philips and others. It was announced that
John H. Gill had won the $100 prize for hav-
ing established the greatest number of new
Dealers in 1908; that J. W. Scott had won
the second prize of $50, and E. A. Neff the
third prize of $40. stated that the
prizes for 1909 will be awarded according to
a new plan by which a certain number of
points will be allowed for various kinds of
work accomplished and not for new Dealers
only. It was the universal opinion that the
Edison business was in splendid shape and
needed only a return of normal business condi-
tions to be greater than ever before. It was
reported that the new Amberol Record had been
that it
was regarded as having injected new life into
the business.

It was

enthusiastically received everywhere;

If you expect to keep other Dealers out of
your town, do a business that will make com-

petition unnecessary.
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Imprinted Cap Labels

With the manufacture of Edison Records for
January, the National Phonograph Company be-
gan the work of printing the number, title,
and name of artist on the top label of each
Record box. This is something that has long
been wanted by the trade. Action on our part
has been delayed because of the cost and be-
cause other things involving large expenditures
seemed to be more urgent. Among the latter,
for instance, have been the construction of a
score or more concrete buildings and the pur-
chase of a large amount of new machinery. The
largest of these items are now out of the way
and new cap labels will get the attention they
deserve. The January Records bore imprinted
labels and the supplement each month will be
similarly treated. As fast as catalogue selec-
tions are made up for stock they will be labeled
in the new way. It is hoped in another six
months to thus change over all catalogue titles
and have all Records go out in a uniform
manner.

Printed Matter

With the February Bulletins, Supplements,
Phonograms, etc., just mailed to the entire trade,
was included a copy of the new Domestic Record
Catalogue, Form 1460. It contains all selections
listed up to and including .December, 1908, and is
bound in a new and attractive cover. Quanti-
ties are in the hands of Jobbers, or will be by
the time your order for a supply reaches the
one through whom you buy.

The Dealers’ Discount Sheet, Form 1503, en-
closed with this copy of the MoONTHLY, is revised
to January 1Ist. Keep it on file; it’s sent you
for that purpose.

Many Dealers are asking for a copy of the
new Alphabetical and Numerical
The requests were particularly numerous during

Catalogue.
the exchange proposition period. It was quite
impossible for us to secure the new edition in
time for enclosure with the exchange papers—
nor are we in a position to say at this writing
when it will be ready, despite the fact that the
work is being pushed as rapidly as possible.

A new souvenir post card, bearing Form No.
1380, is now being distributed in quantities to
Jobbers.
Get a supply with your first shipment of other
goods.

A sample is enclosed in this issue.

The post card furnished the trade some
months ago was a decided success. This edition

is printed in a better manner, and is more
artistic in every respect.

How about those Grand Opera Records which
may be in your stock? Have you a supply of
complete catalogues, Form 1360, to help you
dispose of them? If not, your Jobber has, and
will be glad to see that you get same.

New price cards, Form 1457, for the combina-
tion type machines, were recently distributed to
Jobbers who asked for them. You can use a
few to good advantage for display purposes.
Make this another item on your next printed
matter order. If your Jobber didn’t get a supply,
your order will stir him up.

Selling Attachments on
Instalments

In another article we have referred to some
extent on the instalment plan of selling Edison
Phonographs. While we avoid urging Dealers
to sell Phonographs on instalments, there can be
no question as to the advisability of selling at-
tachments in this way, because in this way it
will be possible to sell many more of them. To
sell the attachments which equip a Phonograph
for playing Amberol Records means increased
sales on Amberol Records. All Records sell for
cash, of course. Doubtlessly there are many
Phonograph owners in your town who have not
yet purchased the attachments. A circular or
letter addressed to such people, stating the cost
of the attachments, describing the features of
Amberol Records and making an attractive time
payment offer for- supplying the attachments—
aside from netting a profit on the attachments
sold—would open up some good Amberol Record
business. Any effort the Dealers make to see that
every Phonograph owner is possessed of the at-
tachments for playing Amberol Records should
be well rewarded by increased Record sales.

Notice to Dealers

The attention of all Dealers is directed to the
Sales Dept. Supplemental Bulletin printed on
page 15. Itcovers in greater detail the furnishing
of combination attachments for use on machines
equipped with repeating attachments, a matter
which apparently has not been thoroughly under-
stood up to this time. A careful treading of the
bulletin and compliance with the instructions
contained in it, will facilitate the equipment of
machines with repeating attachments, and pre-
vent the complaints received in the past from
trade and public alike.



Edison Phonograph Monthly, Feb., 1909 7

Maurice Levi

The April list of Edison Standard Records in-
troduces a notable musical organization to the
Phonograph public in Maurice Levi and his
band. Their first Record is No. 10097, “Happy
Days.” All who hear it will recognize it as the
work of a band of superior merit. The Records
of the band will form part of each month’s lists
and we predict great popularity for them.

Mr. Levi first attained prominence as musical
conductor of the Rogers Bros. series of musical
comedies. With them he wrote his famous
Reuben songs, two of the most popular of which
were “When Reuben Comes to Town” and
“Wedding of the Reuben and the Maid.” Last
summer Mr. Levi and his band were the princi-
pal attraction at Manhattan Beach, the scene of
the great P. S. Gilmore’s former triumphs. Mr.
Levi is now in Europe gathering material for
his forthcoming comic opera, which he is to
bring out next season.

In directing his band, Mr. Levi divides the
honors with them. He furnishes more than his
share of the entertainment by his highly interest-
ing methods of conveying to the band and the
audience his interpretation of the selection being
performed. He is the best of the new school of
musical conductors now so popular with the
amusement going public.

Free Phonograph Concerts

“The concerts are appreciated, and many
would be willing to pay an admission fee to
hear them a second time. I think the scheme
is a good one and I expect good returns from
them, as many who had never heard an Edison
before are taking much interest and contemplate
becoming owners of an Edison machine.”

This is the way B. Thierien, Jr., an Edison
Dealer at Laurentides, Can., writes when send-
ing us a copy of one of the invitations he sends
out in connection with his free Phonograph
concerts. He has printed 20,000 of the invita-
tions in French and 10,000 in English. Mr.
Thierien has the right idea about letting the
public know about Edison goods, and every
Edison Dealer might follow his example with
profit.

Corrections

A slight error crept into the printing of the
February Record Supplement, Form 1471. In
the Amberol section, “The Death of General
Custer” is given number 79, when 80 is the
proper number, as is quite apparent from the
fact that 79 is also given as the number of the
preceding selection. Dealers are asked to ex-
plain the mistake to those of their customers
who may notice it.

In Sales Department Bulletin No. 23, which
appeared in the January EpisoN PHONOGRAPH
MONTHLY, an error was made in numbering
the German Record, “Ein Midchen oder Weib-
chen.” The number should have read 12395,
instead of 12396.

Phonograph Longevity

In your January issue of EbpIsON PHONOGRAPH
MonNTHLY I saw an item from H. C. W., Peeks-
kill, N. Y., about his machine that he has run
for 12 years. I think I can beat that. I have
got an old Concert Edison machine—one of the
first one out. I have known of it for 16 or 17
years. It has been all over Kansas giving con-
certs, but the Records, most of them, wore out,
and the parties that owned it thought it was
played out. I traded for it, sent it to the
Schmelzer Arms Co., had it altered so as to play

Gold Moulded Records. When the new four-
minute Records came out I got an attachment
for it and we keep it running a large share of
the day time. It apparently is as good as new
and will last a lifetime for all anything I can
see. Edison machines never wear out, I guess.
—S. R. Buell, Alton, Kan. '
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An Amberol Window
Display

The Silverstone Talking Machine Co., Edison
Jobbers at St. Louis, send the above picture of a
recent window display of the Amberol Record,
and the following description of it:

It consists of a facsimile Amberol carton, four
and a half feet high, by two and a quarter feet
in diameter, it being an exact duplicate of the
new Ambero! carton, twelve times enlarged.
Now this carton revolves mechanically, so that
all the reading on the carton could be easily

4
LISTEN#. o, NEW
| AMBERUL RECORD
AN I

read. At the base of the carton is placed the
well-known old couple, taken from a banner and
fastened to a backing of heavy pasteboard. The
arm and heads are separate and independent
and were made to move mechanically. The arm
of the old man raises and lowers, apparently
keeping time to the music of the Phonograph,
to which he is listening; while at the same time
the head moves at intervals away from the hand
and then towards it, resting a slight period with
the hand at the ear. The old lady occasionally
nodding and shaking her head as if with pleasure
and surprise.

A sign at the bottom of the display reads,
‘“Listening to the new Amberol Record.” Above
the carton, not shown in the photograph, was
perched an American eagle in white, holding in
its bill streamers leading to the new Amberol
Records and attachments, which were placed on
pedestals to the right and left of the display.
Posters explaining the new attachments and
Records were each fastened to the pedestals, and
these posters were taken from those furnished by
the National Phonograph Co.

A semicircle canopy of streamers were draped
around the carton and, from the upright posts to
the corners of the windows, streamers were ex-
tended, upon which were written as follows:
“Amberol Records,” “Play four minutes,” “The

wonder of the age,” “Twice as long,” ‘“Tones
sweeter,” “Edison’s latest invention.” As a back-
ground to the whole picture the regular Edison
banner was hung, forming a striking contrast,
with its background of yellow to the white and
green colors, which predominated in the decora-
tions and printing,

The above window display has attracted con-
siderable attention here in the city, and the
effects are apparent, as business has been consid-
erably improved since placing the above in our
window.

Among the Jobbers

Harger & Blish, Edison Jobbers at Des Moines,
Ia., were the originators of a neat bit of enter-
prise last month. As soon as they received word
about the exchange proposition of this Company
they issued a circular letter calling the attention
of their Dealers to it and giving the numbers of
the cut-out selections. The latter feature will be
hereafter followed by us in advising the trade
about an exchange proposition.

Victor H. Rapke, one of the pioneer Jobbers
of Edison- Phonographs, has moved from 1659
Second Avenue, New York City, to 302 Mott
Avenue, in the same city. Mr. Rapke is the

originator of and still controls the Rapke Record
labels.

W. E. Henry Company, Edison Jobbers at
Youngstown, Ohio, have disposed of their entire
stock to the Standard Talking Machine Com-
pany of Pittsburg and have ceased to be Jobbers
at that point.

Peter Bacigalupi & Sons, Edison Jobbers at
San Francisco, have taken a long lease on a
new location at 941 Market street and have
moved to this place their jobbing headquarters
at 1021 Golden Gate avenue and their retail
branch at 1113 Fillmore street.

The jobbing priviliges of the J. M. Dean Co.,
Providence, R. I., have been transferred to the
Household Furniture Co.

Changes in Prices and

Discounts

Sales Department Bulletin No. 25, on page 15,
gives information about a new price on Record-
ing Horns and a change in discounts on repair
parts,

ANTED—Dealers for the Edison Business
Phonograph Co. who will give special at-
tention to this line by outside demonstrations
and canvassing. Address Edison Business
Phonograph Company, Orange, N. J., for dis-
counts under and full

special agreement

information.
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“Hhv the rubber wasn's played

Until you have heard the
new Amberol Records you
have not heard the Edison
Phonograph at its best.

Edison Amberol Records have made the
E.dison Phonograph a more tascinating enter-
tainer than it was before  added richness and
sweetnéss to its tone, mereased its repertoire
and enabled 1t to give more people more of

the kind of music they enjoy.

Consider the mcreased enmjovment
of a Record that plays twice as
long as the regular Edison Record,
and longer than any other Record
made.

The Amberol Records line opened an entively new field o

’

st
tor Edison Phonograph owner.

They offer musie which, by reason ol its Jengeth, cannot he seenre
on any other Record. "They offer not only a wider mimge of n
a higher grade and o better rendition than hias belore heen puess
They huve s

richer tone amd more delieate interpretation tlum hat

The tone of Amberol Records is matehiless,

Fdison Records, which means that they ave Ssuperior to adf 1 N

Amberol Records eost 30 cents and aftord twiee the ente
ment of the regnliar Edison Pecords, at 33 cents. There are new
weleetions every month for the Jmberol Records as well us tor |
regulnr Fdison Recowds. P

Every Fdison Phonograph, except the Gem. can casilv b
equipped to play Amberol Records without inlertering with the plo
Your dealer has the atiachment
New miehines play both kinds of Records

ing of other Fdison Records. el
Recorda,

dealer apd hear the Fdison Phonograph play an Amberel Recond

Cetn tor vonr

Fdison Phonegraphs are spld st the
gune prices everywhere in the United
States, TRLH0 te F125, 00,

One ot the greatest pleasares
which the Fadisan Phonsuraph affords
is making Recovds at hane,  Fhis om
he dane anly with the Ldon.

Wk vanr deader ar write to us for

cutadines of Edisan Plonograpbs and

Revords,

Lakeside Avenue. Orange, N. J.

National Phonograph Company,

New York, 10 Fifth Ave:
Arvenids Orsette No 413 Ruenton Sarew, S oamuesie 5

THE EDISON BUSINESS PHONOGRAPH reduces the cost of letter wiiting une-half

Lewuloy, Vietoti Resol, Witesher | Stliseg N8 8

W Kot " b v Laly,
fhru, S P %) i A

e B o 1

Reduced fac simile of the two-page advertisement of the National Phonograph Co., in the Standard Magazines for February.

February Advertising

The February monthly magazines all appear
in January. Therefore any advertising done in
them 1is the first advertising done in the new
year. Dealers are doubtless disposed to regard
the reference we constantly make to the adver-
tising we are doing as a hackneyed and uninter-
esting subject.

Believing as we do, however, that advertising
constitutes a large part of the life of the business,
we feel it a duty, as well as a pleasure, to con-
tinually tell the trade what we are doing in this
way to sell the Edison goods. All Dealers would
see a few publications each month and would
know that we were doing some national adver-
tising. But they could not see all of the medi-
ums we are using, and as a result would have no

idea of the great amount of this publicity, if we
did not tell of it in this way.

The advertising we are doing in what is
really the first month of the new year must be
accepted as the best possible evidence. of our
faith in the sale of Edison Phonographs and
Records. It represents a very large expenditure
and we would not make it if we did not believe
it to be a profitable investment.

We print above a reduced fac-simile of the
two-page advertisements that we are using in
The
same copy in single pages or in other size space
is being used in the following publications:

Asociated Sunday Magazines, Collier’s, Judge,
Literary Digest, Outlook, Puck, Saturday Evening
Post, Scientific American, Youth's Companion,
American, All-Story, Argosy, Railroad Men’s,
Broadway, Bohemian, Century, Cosmopolitan,
Everybody’s, Good Housekeeping, Human Life,
Ladies’ Home Journal, Ladies’ World, McClure's,
Metropolitan, Munsey’s, National, Outing, Pa-
cific, Popular, Smith’s, Red Book, Review of Re-

views, Short Stories, Woman’s Home Companion,
World To-Day.

In addition to this advertising we are also
using large space in a list of 39 agricultural
papers; in a list of 16 weeklies having large
circulations; the Religious Press, comprising 41
Southern weeklies; 20 papers printed in foreign
languages, and in the publications represented
in the following four Sunday Magazine com-
binations: Associated Sunday Magazines, Hearst
Sunday Magazines, United Sunday Magazines,
Illustrated Sunday Magazines.

several monthly magazines for February.
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'1The Other 13,000

What they are doing and what they want to know about.

Let us again call Dealers’ attention to the
fact that this new department in the PHoNoO-
GRAPH MONTHLY is the Dealers’ Department. It
is theirs—yours—to do what you will with it—
make it worth while or not, as you please.

We strongly urge you to do your part to
make it successful because we thoroughly be-
lieve if everybody takes hold, everybody will
benefit. Taking hold isn’t just reading what
appears in this department.

Once we used to expend much effort to get
Dealers to read the PHONOGRAPH MONTHLY, but
we believe it is pretty thoroughly read nowa-
days, so we go one step further and ask the
Dealers to contribute—not money,—ideas!

We want you to ask questions—any that oc-
cur to you in connection with the selling of
Edison goods—but we also want you to con-
tribute answers—answers to questions asked by
some of “the other 13,000.”

Questions we can answer intelligently our-
selves we will be very glad to answer; but most
questions that come up for the retail Dealer’s
solution can often be answered in a more prac-
tical way by some other Dealer who has had
the experience and knows.

C. L. Clark, Burghill, O.—I would like to see
an article in the PHONOGRAPH MONTHLY on “Ex-
change of Edison Records to Consumers.” I find
many of my customers willing to sell or ex-
change their old Records at 10 cents apiece. The
things I liked best in the January issue were the
articles under the head of “Questions and An-
swers.”

[If there was a single good reason why own-
ers of Records should expect Dealers or ourselves
to take Records back we would give the matter
serious consideration. An Edison Record at 35
cents is worth every cent of its cost, and when
it has been played until its owner is tired of it,
he has had full value for his outlay. He might
just as well expect a Dealer to take back sheet
music when it has ceased to interest him. He
might, with equal propriety, ask the haber-
dasher to allow him 50 cents for his old hat
when he buys a new one. The absurdity would
be carried still further when the haberdasher

asked the manufacturer in turn to allow him 50
cents for the old hat, for this is really what
would happen if an exchange of Records with
customers was permitted. Suppose we encour-
aged the idea of an exchange of this kind and
permitted Dealers to allow 10 cents each for old
Records, but refused to take them back from
Dealers, how long could Dealers continue in
business with a profit of 5 cents on each new
Record sold in exchange? Old Records have no
value to us. We cannot sell them to the trade
at any price, and the composition cannot now be
used over again. For us to allow Dealers even
5 ‘cents each for them would be a reduction of
just so much in our profits. To allow Dealers
to take back old Records on any basis would
simply provide a way for cutting prices,—somie-
thing we have fought for years, and expect to
continue to fight for as many more. The whole
matter 1is impracticable and impossible, and
Dealers will be wise to do all they can to dis-
courage the matter.]

N. D. Herbert, Manchester, N. H—]1 would
like to see an article in the PHONOGRAPH
MoNTHLY on benefits to be derived from the
associating of all the Dealers in each city. The
things I liked best in the January issue were
Editorial Comments, “The Other 13,000,” and
I might say the whole magazine, from start to
finish.

[We would like to see this subject covered by
an article from Dealers in any city where a
plan of getting Dealers into an association has
been successful. As a rule associations of this
kind attempt too much, and they fail because the
keen business competition between its members
soon overshadows its objects. An association of
Dealers might succeed if begun as a social or-
ganization, and business later introduced when
the members knew each other better and were
less jealous of each other. We would like to
print a letter or two each month on this subject.]

Wilmington Phonograph Store, J. H. Hale,
Prop., Wilmington, O.—I have just received
your announcement in regard to the exchange
of defective and cut-out Records. I am glad to
say I have none of either class on hand, for I
have been careful to work off the cut-out Records
as the change has been announced. Although
the winter trade has been slow in opening I am
now doing a good business.
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A. D. Diener, Bellefontaine, O.—1 would like
to see an article in the PHONOGRAPH MONTHLY on
difference in price on cash and instalment sales.

[In all business it is justifiable to charge in-
terest on money. The instalment business, as
practised by the retailer, is no exteption to this
rule. It is wholly within the bounds of fairness
and square dealing to sell goods at a higher
figure on the instalment plan than for cash.
The point to be decided by the Edison Dealer is
whether the extra amount of business he hopes
for by instituting the instalment plan of selling
can be obtained if he puts a premium on instal-
ment sales in the shape of higher prices. The
decision must be made by the Dealer himself,
because so much depends on the sort of com-
petition he has to meet. If higher prices can
be asked without losing sales to competitors it
would certainly seem advisable to institute an
instalment plan on a reasonable basis of extra
charge. On the other hand, if competition is
keen (and it generally is when instalment selling
has to be considered) it has been found that
the amount of extra capital required in the
building of a good instalment business is tied up
for a comparatively short period of time, and
therefore, it is thoroughly practical to allow
time payments at regular prices.

Steinhauser & Eaton, Watsonville, Cal.—I
would like to see an article in the PHONOGRAPH
MoNTHLY on ‘“Reasons for making a charge to
Dealers for Phonograms,” thereby requiring the
Dealer to pay cost of printing in addition to
postage, where mailing list is used—in fact
making the Dealer bear the whole load.

[When the Phonogram was revived four years
ago it was as something apart from the usual
policy of the Company concerning printed matter
and it was stated that unless the trade wanted it
printed on the basis outlined it would not be
issued at all. We realized then (and the situa-
tion is the same to-day) that unless a charge
was made, the Phongram could not be issued
at all, for otherwise there would be no way of
limiting the demand. The fact that the monthly
edition is now nearly 600,000 and that the trade
is paying 25 cents a hundred for them, shows
that our original decision was correct. Without
a charge we doubt if 2,000,000 a month would
meet the demand. The cost of such an edition,
even though it was at least $50,000 a year, would
not be a serious matter if it was the only ex-
penditure for printing that was required. But
when we must spend at least five times that
sum for forms that we supply to the trade with-
out cost, the additional expenditures must be
considered. If Dealers could know what it costs
to exploit a product like ours they would ap-
preciate that even large corporations must put
a limit on their expenses.]

L. F. Averill & Son, Pomfret Centér, Conn.—
Congratulations on omitting the announcement
on January Recqrds. Think it was a big step
in the right direction.

T. H. Gillan, Mgr. Music and Phonograph
Dept., Humboldt Piano Co., Humboldt, Neb.—
I would like to see an article in the PHoNoO-
GRAPH MONTHLY on how to compete with Deal-
ers who say to prospective customers, “I cannot
give you machines or Records any cheaper, nor
any extra Records, but I can give you a can of
paint or anything else I wish to give you.”
The things I liked best in the January issue
were the talks on window ecards ind mailing
lists. I practice both. The suggestions are help-
ful.

[It ought not be difficult to compete with such
Dealers, for practices of the kind referred to are
a violation of our Dealers’ Agreement, and
therefore of an unfair character. Even though a
customer may benefit by getting something extra
with his purchase, he knows that the Dealer is
doing something he ought not to do, and he wilk
always be distrustful of such a man. Doing
business by honest, upright methods pays in the
end. Edison Dealers have pledged themselves
to give us a ‘“square deal,” and those who stick

to their word will have their own respect and
that of the public.]

L. Earl Elsham, demonstrator for The Traf-
ford Co., Mason City, Ia—I1 would like to see
the PHONOGRAPH MoNTHLY conduct a Technical
Department, in which the various types of
Phonographs and parts can be discussed. The
things I liked best in the January issue were
“Selling the Goods” and “Store Management.”

[We hope to begin a technical department as
soon as we can arrange for its regular continu-
ance.]

Will 4. Couche, Gawler, South Africa—It is
with the greatest of pleasure that I read of the
change of Edison Records in the pamphlet re-

ceived from you. I have owned an Edison

Phonograph for about 10 years now, and well I
remember the first noticeable change in Rec-
ords. I own one of the largest types of Phonos.
When I first purchased it was a concert ma-

chine with the polyphone attachment. I used
to use the large size concert wax Records. Then
came the Gold Moulded. I secured an attach-
ment to enable me to convert it to take the
G. M. Records and have been using G.-M.
Records ever since. I would not part with the
old machine for any of the new. I think it is
nearly time something was done re Edison Rec-
ords, something entirely new, as the market has
been flooded with all kinds of cheap and nasty
Records. I will be pleased to learn ‘mere about
these new Records. It seems toe gbvod to be
true, that an Edison is going to run four min-
utes. I suppose I will be able to secure attach-
ments to apply to my machine. Again allow me
to thank you for information that" I have re-
ceived.
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Mrs., Anna Felt, Cortland, N. Y.—I would like
to see an article in the PHONOGRAPH MONTHLY on
“Practical Storage Batteries of proper kind to run
one of your make Phonographs.” The things I
liked best in the January issue were Bulletin
No. 4. and “Protecting Dealers.”

[The Chloride Accumulator Storage Battery is
thoroughly practicable for the purpose. It is
listed in our Accessories Catalogue at $14.50. Tt
will run a Phonograph thirty hours on one
charge and can be recharged at a cost of about
50" cents.]--

A. B. Daspit’s Sons, Ltd., Houma, La—We
would like to see an article in the PHONOGRAPH
MoNTHLY on form of contract or lease for sell-
ing on installment plan.

[We are not willing to offer a form of lease
for instalment sales because of the wide varia-
tion in the laws of many States covering sales cof
this kind. In every town of any size forms for
instalment sales are sold. These as a rule are
drafted to conform with the laws of the State and
they may be safely used for selling any kind of
merchandise. =~ We will appreciate it if some
Louisiana Dealers selling Edison Phonographs
on instalment will mail one of their forms to
the above-named firm.]

As an Edison Dealer, allow me to express my
appreciation of the new Record labels. They
fill a long-felt want—J. R. Humphrey, Cam-
=020, N. Mex.

Tell us what you would like to see treated in this department.

Louis R. Murray, Ogdensburg, N. Y.—At last
you have struck the right idea. No more an-
nouncements on Records, if we are to believe
the January Records—which Records bear no
verbal titles.

And more, I often thought that your Records
were so superior to any other that the an-
nouncement, “Edison Record” on the Records,
was superfluous, because one could always tell
Edison Records without this adjunct.

I have yet to hear the Phonograph owner who
does not praise the Amberol—both outfit and
Records—and my customers, every one of them,
are having their Phonographs equipped as soon
as circumstances .or convenience will allow them,
and those who already possess the new outfit
buy 90 per cent. of their Records in Amberol
style. All this is through the Dealer’s knowing
and his entire confidence in the new product.

All my patrons are pleased with the new form
of lists of latest Records, as they are now
more interesting and practical. My own praise
also for your new Monthly Bulletin.

E. A. Waterman, Gordon, Neb.—I am a
Westerner, born and raised.in New England,
and I would like to shake hands with Cal
Stewart. His Records are among my best sell-
ers.

We would not advise you to kill your com-
petitor, but to excel him. About the only way
of accomplishing this in the talking machine busi-
ness is by carrying a more complete stock than
he does.—T he- W hitsit Monthly.

Address Edison Phonograph

Monthly, Orange, N. J.

Selling the Goods

Window Display

As much as we have said in the past about the
importance of the store window, we are still of
the impression that many Dealers’ windows are
“not working.” Take a good look into your
own window from the outside. Does it make
you want to go inside where you can’t see it?
Would that poorly dressed, dusty, shabby win-
dow have that effect on passers-by? But strange
as it may seem, that kind of a window has the
opposite effect on them; they still remain passers-
by and always will until you have a window
that fairly greets everybody with a cheerful, ir-
resistible “Oh, come on in.” It takes more than
the right kind of a window card to get people

into your store. Nobody will see your window

card unless your window is clean, fresh and
carefully arranged. Don’t pile stuff in your
window just to show people what a big line
you carry. Nobody likes to look at a pile of
stuff. Display one’or two articles. Make your
window interesting. There are hundreds of
ways to do it. You can get ideas from other
good store windows. Don’t steal the ideas—
adapt them to your own needs. Why not keep
a little window trimming book as one Dealer
does to great advantage? He makes up a
weekly schedule of window display plans,
thinks them out several weeks in advance, mak-
ing the necessary notes and crude sketches. He
is just as systematic about attending to his win-
dow every week as he is in paying his bills.
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Demonstrations

In the past we have always laid great em-
phasis on the importance of giving Edison con-
certs. Do you give them? We know the an-
swer: City Dealers do give them; country
Dealers do not,—that is,—they don’t give for-
mal concerts, with programs, etc.
That’s all right, it isn’t necessary in the coun-
try. The necessary thing is to give demonstra-
tions of Edison Phonographs and Records in
both country and city. Edison concerts are an
attractive term for an Edison demonstration.
In a city it is found necessary to give ‘“con-
certs” and to have printed invitations, pro-
grams, etc., in order to properly demonstrate

invitations,

the Phonograph. In the country it is only

necessary to open the front door while a
Phonograph is playing in order to attract a few
listeners.

Now we come to our point, and it is a deli-
one, too. really

demonstrate the Phonograph at their city con-

cate How many Dealers

cert halls or their country stores? It is our
belief that most Dealers seek merely to enter-
tain instead of to demonstrate. 1f this is true
here is an opportunity for profitable reform.
Just remember the following definition and you
won’t any this Edison
demonstration is entertainment with salesman-
ship added.

lose sales on score;

Ready-Made Ads

Gt
PHONOGCRAPH

is an entertainer which comes
into your home for a small
price and makes all kinds of
vocal and 1nstrumental music

available.
By means of the AMBEROL RECORDS,

Mr. Edison’s newest invention, a great
many other kinds of music, monologues,
dialogues and other things are available for
the Edison Phonograph which have not
before been used in a talking machine.

Hear the Edison Phonograph and the
Amberol Records at our store.

[Dealer’s name and address] -

Electro of above Cut: Single Col, 709; Double Col. 710

ON

PHONOGRAPHS

WE want everyone who has not yet ex-
perienced the delight of owning and
listening to an Edison Phonograph to come
to our store and hearthe Edison Phonograph
play. There is only one way to know how
good the Edison Phonograph isand that is to
hearit. Nothing can describe it,

EDISON AMBEROL RECORDS

are the new Records which have just been made to play on
the Edison Phonograph. They play twice as long as the old
ones and play far better. This is the latest great discovery of
Mr. Edison for the benefit of his favorite invention, the
Edison Phonograph  Equip your Phonograph to play Am-
berol Records.

[Dealer’s name and address here]

Electro of above cut; Single Col. 711; Double Col. 712.
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The Window as a Salesman

“_iiTZIE;i:i.E: & F’LJES H {j

T

N €

When a customer comes into your [
store you do not show him a Phono-
graph in silence.

\‘\AVE YOU , You talk; you explaint the in-
C\-“LDREN | | strument in detail and play up its DO YOU FIND
e ¢ dvantages.

| : Ivfa you: window doesn’t talk it THE THEATRE 9

NOT\"“NG HOLDS isn’t a salesman. It may show A GAMBDLE .

X Phonographs and Records, and the
THEIR ATTENTIO better it shows them the better it
LONGER-THAN AN ‘ serves that purpose, but showing AN EDISON

them without some talk, is like your

ED‘ SON showing them inside and saying PHONOGRA PH

nothing about them. ALWAYS MARES A

oGRAPH Window cards are the voice of
P\'\ON the window. They must be brief
but they must make a suggestion
that those who read will carry

away or act upon immediately.
A neck-tie in a window is its
own argument because its shape,
q pattern and material are all evident
and these are the qualities—and
the only ones—that influence sales.
A Phonograph, on the other hand,
HAVE YOU HEARD § needs explanation. People want to
THE LATEST SONG- know what it means to them, so
SUCCESS ? its abilities and its uses must be pre-
sented by words spoken or printed.

We have, in this month’s series,

IT'S AMONG tried to bring out a variety of uses
THE NEW to which a Phonograph may be
put. We do it by asking about a

E D | S ON condition and suggesting the Phono-

h dy.
RECOR Ds : gr?IPhes:sc:rdrser(I)ISgit to help. They

will give any window an interest
beyond that secured by merely
showing the ggods. Try them.

Do the Children
keep you at home ?
"An EDISON
PHONOGRAPH

makes  gong out 2
hardship.

DO YOU CARE FOR

DANCING 7

THE =
EDISON PHONOGRAPH

1S A WHOLE ORCHESTRA.
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Trade Bulletins|

Supplementing  Sales  Department
Bulletin No. 20, Regarding Com-
bination Attachments for Phono-
graphs Equipped with Repeating
Attachments. (See E. P. M. for
December, 1905.)

In order to avoid error in supplying the proper
parts (on account of Phonographs of different
models being in use) it will be necessary 1n every
case to observe the following instructions:

First—If a customer orders a combination at-
tachment for use with repeating attachment, it
should be ordered from us complete, and the
type and serial number of machine for which
it is intended must be specified.

Second—If a customer has already purchased
a combination attachment, and wants to fit it to
a machine equipped with a repeating attachment,
the combination attachment must either be re-
turned to us through the Dealer or Jobber with
the type and serial number of machine for which
it is intended, and we will equip and return it
with proper pulley and repeating attachment
gear, no charge, or the Dealer or Jobber can
take back and place in stock the regular com-
bination attachment and order from us to take
its place another attachment, specifying it is for
use with repeating attachment, and giving type
and serial number of machine for which it is
intended.

One or the other of these methods is abso-
lutely necessary, due to the various changes made
in Phonographs, also some few changes in the
combination attachments, which make it im-
possible for us to determine what style pulley and
repeating attachment gear is required where
pulleys only are ordered, as was instructed in
our bulletin No. 20.

NaTioNAL PHONOGRAPH COMPANY.

January 20th, 1909.

[ COPY MAILED TO ALL DEALERS IN THE
UNITED STATES.]

Sates Department Bulletin No. 25,
January 25, 1909

Traae Information for Dealers

m the U. S.

All corvespondence concerning this bulletin should mention its number
and be addressed to NATIONAL PHONOGRAPH COMPANY, SALES
DEPARTMENT, Orange, N. J. y .

CHANGES IN PRrRICES AND DISCOUNTS.

The attention of Dealers is directed to the fol-
lowing changes in the new Dealer’s Discount
Sheet, Form No. 1503, enclosed herewith:

1. The retail price of our regular Recording
Horn has been reduced from $3.50 to $2.00, and
the Dealer’s net price hereafter will be $1.50.

2. The discount on repair parts has been
changed and made uniform with the discount on
supply parts. Both will hereafter be 50 per cent.
The former discount on repair parts was 3314
per cent.

Although the new Discount Sheet is dated Jan-
uary 1st, these changes will not be effective until
February 1st. Dealers are asked to note these
changes on their copy of the Dealer’s Agreement
and also to keep this sheet on file.

NATIONAL PHONOGRAPH COMPANY.

Suspended List, Jan. 20, 1909

Superseding All Previous Lists

This list is supplemental to the Suspended
Lists which appeared in the June, 1908, and
succeeding issues of the EpisoN PHONOGRAPH
MoNTHLY. These are still in force and must
be given the consideration by the Trade as if
reprinted in full herewith:

ARK., Stuttgart—B. L. Williams.

COLO., Delta—T. J. Wyatt.
Franklin St.

ILL., Palestine—Clell. Foreman.

KANS., Garnett—Belle Smith.

KY., Frankfort—M. E. Gordon, 324 Broad-
way.

LA. New Orleans—Economical Drug Store,
1019 Canal St.
Ruston—M. B. Gill.

ME., Westbrook—R. C. Boothby, 835 Main St.

MICH., Morenci—M. A. Deline.

NEB., Danbury—S. S. Cass.
Holdrege—Baker & Morgan.

OHIO, Warren—The Crescent Supply Co.

Boardman, 74

NEW JERSEY, Jersey City—H. Spahr, 481
‘IZahs)ade ve. (Formerly 324 Central
ve.

NEW YORK, Long Island City—M. Green-

berg, 63 Borden Ave.

Whitehall—Frank Burt, Sr. & Frank
Burt, Jr.

ORE., Portland—Woodard, Clarke Co., 4th
and Washington Sts.

S. C., Charleston—Fred’k Jordan Music Co.
(Fred’k Jordan.)

WASH., Chehalis—Staeger Bros.
Falls City—G. W. Bonnell.

REINSTATED.
VA, Norfolk—H. Ginsberg, 296 Churct st.
Jobbers and Dealers are asked not to supply
any of the above named firms with our app:
ratus, at-addresses given or any other address.

We would like to get back, for binding pur-
poses, a limited number ot copies of the Epison
PHONOGRAPH MoNTHLY for January, February,
April, Mav ind June, 1904, April, 1905, and
March, 1906. Has any one spare copies or-these
issues ?
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Advance List

Of Edison Standard and Edison Amberol Records
for Aprl, 1909

HE Standard and Amberol Records listed beloaw awill be shipped from Orange in time to reach

? all Jobbers in the United States and Canada before March 25th, 1909, all things being

fawvorable, and they may be reshipped to Dealers at 8 A. M. on March 24th. They must

not, howewver, be exhibited, demonstrated or placed on sale by Jobbers or Dealers until 8

A. M. on March 25th. Supplements, Phonograms, Bulletins and Hangers will be shipped awith

Records.  These may be distributed to Dealers after March 20th, but must not be circulated among

the public before March 25th. Jobbers and Dealers may, however, deposit Supplements and

Phonograms in Mail Boxes or Post Offices after 5 P. M. on March 24th, for delivery on the folloawing

day. Jobbers are required to place orders for April Records on or before February 10th. Dealers

should place April orders awith Jobbers before February I10th to insure prompt shipment when
Jobbers® stock is recerved.

Edison Standard Records

10097 Happy Days March Maurice Levi and his Band

This is the first Edison Record made by Maurice Levi and his Band. Levi has already made
himself famous in this country as a distinguished conductor of the new school now so popular
with the amusement-loving public. This march is from Mr. Levi’s own pen and was first
performed under his direction in connection with M’lle Geneé’s New York production of
“The Soul Kiss.” The march is full of novel and original effects, finely executed, a
whistling chorus being one of the striking departures. Throughout the entire march
the listener is impressed with the fact that a strong personality emanates from the
rendition. That personality is Maurice Levi’s. His band is simply his means of expressing
himself. Publishers, M. Witmark & Sons, New York.

10098 What Might Have Been Manuel Romain

A sentimental reverie for high voice, sung in Mr. Romain’s characteristic easy manner. The
slow waltz refrain is especially pleasing. Orchestra accompaniment. Music, Albert Gumble;
words, Dave J. Clark; publishers, Jerome H. Remick & Co., New York.

10099 Christ, the Lord, is Risen Today Edison Concert Band

A Record for Easter of unusual merit. It is a presentation of the well-known hymn and
alleluia “Christ, the Lord, is Risen To-day,” arranged for the Edison Concert Band by F. W.
Ecke, director. The singing of a quartette of mixed voices is appropriately introduced, which
adds much to the charm of this number.

10100 Solitude of the Shepherdess American String Quartette

This beautifully executed string quartette is a melody of a pastoral character. It is written
by the famous Norwegian violinist, Ole Bull. This should give some idea of the worth of
the composition. Publisher, Carl Fischer, New York.

10101 Uncle Josh’s Second Visit to New York Cal Stewart

Uncle Josh tells in his droll way of experiences which the ordinary countryman visiting a
large city as a stranger would keep to himself. Uncle Josh has no false pride. If he ex-
periences a delusion that the “3d Ave. Elevated” is a part of Brooklyn Bridge he doesn’t
hesitate to mention the fact. )

10102 Hello There, Mcintyre! Jack Lorimer

Jack Lorimer puts into his rendering of this song all the wit and humor of which he is
capable, while his Scotch accent is one of those things which must be heard to be appreciated
to the full. Orchestra accompaniment. Music by Scott.

10103 I Remember You Ada Jones

The musical comedy “The Girls of Gottenburg” is responsible for the popularity of this
comic song. It is now being sung at the leading vaudeville theatres all over the country.
The story is of an unsuccessful episode in the life of a typical “confidence man.” Orchestra

accompaniment. Music, Harry VonTilzer; words, Vincent Bryan; publishers, Harry Von-
Tilzer Music Publishing Co., New York.
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10104 Turkey Trot American Symphony Orchestra
A new composition by Oscar Haase, written in his characteristic style. An original melody

is brought out by the trombones—the whole being played in perfect schottische or barn-dance
time. Publishers, Jos. W. Stern & Co., New York.

10105 If You Must Love Someone, Won’t You Please Love Me Byron G. Harlan
A love ballad which makes a strong appeal to the girl or the man who has many sweethearts.
Mr. Harlan is very effective in this song. His enunciation is good and his tones are clear.

Orchestra accompaniment. Music, Johann C. Schmid; words, J. E. Dempsey; publishers,
H. A. Weymann & Sons, Philadelphia.

10106 A Meeting of the Hen Roost Club Peerless Quartette
A clever sketch written by Cal Stewart. The gavel is sounded, the roll called and the meetin’
of this distinguished colored aggregation is opened by the singing of “In the Dead of Night,”
but ‘de reglah ordah ob bizness am expensed wid’ and the initiation of Pinckney Marcus
White takes place. ‘De white-wash brush an’ de burnin’ feathah’ are applied and at last
the candidate is placed on ‘de slippery roost’, whereupon he is declared to be a ‘full

feathered membah ob de Hen Roost Club.’ The meeting closes with the singing of “Who Put
de Lock on de Hen House Door.”

10107 Jennie Billy Murray
Here is a song that has a real “rag”,—not only in the accompaniment but in the melody itself.
This song will make a hit with all lovers of ragtime. Orchestra accompaniment. Music
and words by Wm. J. Montgomery; publishers, Jos. W. Stern & Co., New York.

10108 The Directorate March New York Military Band
A fine reproduction of one of Sousa’s earlier successes. It is a march that is as popular to-
day and will be as popular years from now as when it first came out. Composer, John
Philip Sousa; publishers, The John Church Co., Boston.

10109 Playmates Ada Jones
This song has real child interest—takes the older ones back once more to the old, care-free
days and tells the child something about the child-life of the grown-ups. Orchestra ac-
companiment. Music, Ralph Weekes; words, T. Edmond Leonard; publishers, W. T. Deane
& Sons, Sydney.

10110 Down Among the Sugar Cane Collins and Harlan

A coon serenade sung in duet form by Collins and Harlan with some original effects in close
harmony. Orchestra accompaniment. The chorus:

Can't you see de night am fallin®, Susie don’t you keep me waitin’,

Whippo-will am singing low; If you do °twill cause me pain;

Don’t you hear de crickets callin®, Moon am a-shinin’ and ma beart am a-pinin*—
Callin® you and me to go. Meet me down among de sugar cane.

Music, Cecil Mack & Chris. Smith; words, Avery & Hart; publishers, Gotham-Attucks
Music Co., New York.

10111 Uncle Josh’s Letter from Home | Cal Stewart

Nobody else sees things in the humorous way Uncle Josh does. A common-place experi-
ence—like stepping into the modern post-office through a revolving door, for instance,—is to
him an event and therefore a source for humor. Uncle Josh could see a funny side to a
barn door.

10112 Moon Winks Vess L. Ossman

A banjo solo “of the first water”, finely played by an artist of known ability. Ossman was
especially happy in selecting “Moon Winks” for reproduction; every note comes our clear

and musical. Orchestra accompaniment. Composed by G. Stevens; publishers, Arnett-
Delonais Publishing Co., Chicago.

10113 Jesus, Thy Name I Love Miss Weber and Mrs. Waterous
A duet with orchestra accompaniment adapted from a well-known hymn. The two voices—
soprano and contralto—blend together perfectly, and show to fine advantage in the solo pas-
sages of the duet. Miss Weber makes her debut as an Edison vocalist in this Record. Mrs.

Waterous will be remembered by the splendid Records made with Mr. Waterous. Music,
J. P. Holbrook; words, J. G. Deck.

10114 I'm Looking for a Sweetheart and I Think You’ll Do Ada Jones and Billy Murray

This song is making a “hit” in DeWolf Hopper’s new operatic fantasy “The Pied Piper”’,—
one of the successful musical productions of the season. Orchestra accompaniment. Music,
Manuel Klein; words, R. H. Burnside; publishers, M. Witmark & Sons, New York.

10115 She’s No Friend of Danny’s Steve Porter

A vaudeville sketch in which “He” endeavors to exalt his brother Danny’s character. But
“She” knows Danny and with a brilliant show of sparkling wit rebuts every argument. The
trouble was, Danny had “a thirst” The sketch ends with the song:—

My brother .nny, he said to me, he wouldn't drink any more,

1 thought he was kecpi'r'l’ his word until I found hig drunk on the floor.

Ranny. I said to him, ~"What have you done, you’re drinkin® more, ain’t you Kid ?

. I’m not drinkin® more.* Danny sdid to me,

‘No more than evet 1 did **
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10116 Ginger Two-Step National (London) Military Band
In this gay two-step the quaintest eccentricities of rhythm are introduced, while the curious
gyrations of the euphonium keep the listener on the tiptoe of expectation. Composed by
Wurm ; publishers, Francis, Day & Hunter, New York.

Edison Amberol Records

95 Selection from Rigoletto Edison Concert Band

The grand opera Rigoletto was first produced at La Fenice Theatre of Venice on March 11,
1851. At that time it was Verdi’s most successful work and its produtcion at once estab-
lished his fame as a composer of the Italian school of opera. For this Record the most widely
known passages of the opera have been selected and they are played in the following order:—
Opening of Act 2; Aria, Caro Nome (Gilda), Act 1; and Finale, Act 1. Publishers, Boosey
& Co., New York.

96 If With All Your Hearts Reed Miller

This famous aria from “Elijah”, sung inspiringly by Reed Miller, tenor, is a great work to
say the least. It is without doubt the strongest solo number in this, Mendelssohn’s most
famous oratorio. The reproduction begins with a dramatic recitative: “Ye People Rend Your
Hearts” (Joel ii, 12, 13) which directly precedes the aria proper, entitled “If With All Your
Hearts”,—the words of which are from Deut. iv, 29; Job xxiii, 3. Orchestra accompaniment.
Composer, Felix Mendelssohn; publishers, Oliver Ditson Co., Boston.

97 Selection from “The Prima Donna” American Symphony Orchestra

“The Prima Donna” is a new successful light opera, being played by Fritzi Scheff and a fine
company. It will probably equal in popularity the last production Fritzi Scheff starred in—
“M’lle Modiste”—the music of which was also by Victor Herbert. This selection contains
the following “hits” of the show:—“Everybody Else’s Girl Looks Better to Me than Mine”,
“If you Were I and I were You”, “Dream Love”, “I’ll be Married to the Music of the
Military Band”, and “A Soldier’s Love”. Music by Victor Herbert; publishers, M. Witmark
& Sons, New York.

98 If You've Won the Only One in All the World You Want to Win Manuel Romain

A new sentimental waltz song of the same style and character, and also by the same writers
of “When You Know You'’re Not Forgotten by the Girl You Can’t Forget” (our Record
9544). This Record contains the entire song. Orchestra accompaniment. The chorus:—

If you’ve won the only one You live to love—you love to live—
In all the world you want to win, You've won the best, the best the world can give,
What care you if brown or blue If you’ve won the only one in
The eyes you’re gazing in? All the world you want to win.
Music, J. Fred Helf; words, Ed. Gardenier; publishers, Helf & Hager, New York.
99 My Bambazoo Collins and Harlan

A new Jungle song similar in treatment to “Down in Jungle Town” (our Record 994I)
and “In Monkey Land” (our Record 9700) which were also sung by Collins and Harlan.
A laughable bit of love-making dialogue between a Zulu chief and the object of his affec-
tion is introduced between the verses. Being given in jungle dialect this feature of the
Record is especially ludicrous. Orchestra accompaniment. Music, Ted Snyder; words, Nor-
man Stadiger; publishers, Ted Snyder New York.

100 Dance of the Hours New York Military Band

This fascinating ‘“Dance of the Hours” from Ponchielli’s famous opera “La Gioconda” is
the best known excerpt from this impressive work. It occurs in the 3rd act of the opera,
the scene of which is laid in the House of Gold. The music begins tenderly, indicating the
Hours of Daybreak. Then the movement becomes more graceful and more refined as the dance
of the Hours of the Day begins. This in turn is followed by the dances of the Hours of the
Evening and finally by the Hours of the Night. The masked dancers representing the
Hours of the Night then enter into combat with the other forces represented and finally, Day
is victorious. The music is very picturesque and comes to a close with a rush of brilliancy

wholly in accord .he triumph of Day over Night. Composer, Amilcare Ponchielli;
publisher, Carl New York.
101 A String of Laughs (Original) Murry K. Hil}

A most entertaining four and a half minutes of vaudeville by one of the cleverest of Edison
entertainers. Spicy monologue, introducing some new “cracks”, a clever song entitled
“Don’t”, and ‘“400 Nursery Rhymes Brought Up-to-Date” are the interesting features of this
Record. Orchestra accompaniment.

102 Bedtime at the Zoo Ada Jones

A song of a novel, imaginative character that is really funny. The scene is night-time at
the Zoo with the sleepy animals. The music is written by a well-known composer of comic
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opera; the words portray a graphic picture of a Zoo at night. Orchestra accompaniment.
Music, Lionel Monckton; words, Percy Greenbank & Leslie Mayne; publishers, Chappell &
Co., New York.

103 Wedding of the Winds Frosini

A Record by a new Edison Artist, known on the stage as “Frosini, Wizard of the Accordion”.
He comes from the Milan Conservatory, Italy. The selection played is a favorite waltz
with admirers of the better class of music. It is considered to be the best of John T. Hall’s
compositions, and is well adapted for an accordion solo with orchestra accompaniment. This
waltz has also been rendered by the Edison Concert Band and is so listed (our Record 8128).
Composer, John T. Hall; publishers, Jerome H. Remick & Co., New York.

104 Once in a While James F. Harrison
A sentimental song for baritone sung in fine voice by Mr. Harrison. This is one of the song
“hits” in “Marcelle”, the new successful musical comedy by Pixley and Liiders. There are
two verses with refrains. Orchestra accompaniment. Music, Gustave Liiders; words, Frank
Pixley; publishers, M. Witmark & Sons, New York.

105 Christ Has Won the Victory Edison Concert Band
This inspiring Easter anthem is here given with a most elaborate and impressive musical
setting. An original introduction has been written by F. W. Ecke, director of the Edison
Concert Band. This harmonious prelude suggests the dawn of a glorious Easter morn, and
trumpets herald the glad tidings of the resurrection. A brilliant burst of song by a quartette
of mixed voices follows but an incidental soprano solo accompanied by a quartette of male
voices is really the crowning feature of the composition as arranged. Composed by C. B.
Hawley; arranged by C. W. Ecke.

106 The Butterfly Eugene C. Rose and George Rubel
A duet for flute and clarinet that is always well received when given in concert. The bril-
liancy of the solo parts is only excelled by the dash and spirit of the duet passages. There
is not a dull moment in the rendition. The orchestra accompaniment is full of interest and
shines particularly at the beginning of the trio where there is a solo for the G string. Com-
poser, Theo. Bendix.

107 There is No Love Like Mine Will Oakland

A sentimental ballad for high tenor sung with much tenderness and sincerity by Mr. Oak-
land. There are few indeed who can vitalize songs of this character in the charming man-
ner which this well-known artist invariably displays. Orchestra accompaniment. Music,
Lou A. Hirsch; words, Jean C. Havez; publishers, J. H. Remick & Co., New York.

108 Little Arrow and Big Chief Greasepaint Ada‘Jones and Len Spencer
An original vaudeville sketch, the first part of which consists of an amusing dialogue in
Indian dialect. Big Chief Greasepaint represents the type of Indian seen on the stage.
Upon learning that Little Arrow can dance he wastes no time in wooing her, for he sees the
possibilities of her success in his Wild West Show company. This Record is replete in
local color with its Indian grunts, yells and music. After the betrothal of Little Arrow
to Big Chief Greasepaint is announced to the ‘“tribe” Little Arrow sings the following song
to her chief:

1 will be your Little Arrow, In a tent we’ll live together.

And you’ll be my beau. One that’s built for two,

You’re a Big Chief of the Indians and I love you so; Little Arrow, Little Arrow, she love you.
109 Three Dances from “Henry VIIL.” Edison Concert Band

Edward German, the writer of these dances, is a well-known English composer who has
been successful in writing incidental music to some of Shakespeare’s plays. The Dances
reproduced on this Record were written in 1892, German being especially commissioned by
Sir Henry Irving for the purpose. The suite consists of three dances, Morris Dance, Shep-
herd’s Dance and Torch Dance. They are heard often as concert numbers on many of the
best programmes. Published by Carl Fischer, New York.

110 Choruses of Six Popular Songs Peerless Quu r-pite
A good male quartette has no rival in the entertaining line. The well named Peerless Quar—
tette makes an excellent Record by singing a specially arranged medley which includes
the choruses from the popular songs named: “Roses Bring Dreams of YoV “In Grandma’s

Day”, “When the Sheep Are In the Fold”, “Mandy Lane”, “Sweetheart Days’, and “Rain-
bow”.

*¥111 My Uncle’s Farm Golden and Hughes

A side-splitting vaudeville sketch in the form of a dialogue between two chaps who are not
particularly wonderful themselves, perhaps, but both of whom possess most extraordinary
uncles—wonderful in the extreme, one is led to believe. In fact, it is difficult to determine
which uncle is the greater man after listening to the vieing nephews.

112 Rubenstein’s Melody in F American Symphony Orchestra

No composition of Anton Rubenstein, the celebrated Russian composer and piano virtuoso, is
better known than this simple ‘Melody in F”. Although a famed writer of oratorio, sym-

¥This Record «will be illustrated on the cowér ofthe April Phonogram.
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phonies, concertos and other complicated musical forms, the “Melody in F” is the universal

favorite of his numerous compositions.

stein; publisher, Carl Fischer, New York.
113 How Algy Didn’t Propose

: _In the Record this celebrated “Melody” is given in
the form of a paraphrase which contains the entire composition.

Composer, Anton Ruben-

Empire Vaudeville Co.

The answer is—‘Father’ cannot learn to care for ‘Algy’ (the reference is to Maria’s father,

not Algy’s). ‘Father’s’ name is O’Brien.

He is “not Swedish”, and his life aspiration is not

to have an ‘Algernon’ in the O’Brien family. So Algy leaves hastily,—in fact—hurriedly.

114 American Patrol

A typical and veéry popular patrol of patriotic character.

New York Military Band
In this Record the New York

Military Band is at its best and the national airs “Red, White and Blue”, “Dixie”, and
“Yankee Doodle”, which are appropriately introduced, are played with the proper enthusiasm
and just the right swing. Composed by F. W. Meacham; publisher, Carl Fischer, New York.

On Fame’s Immortal Scroll
Edward Lyman Bill in the Music Trade Review.

Is fame a bubble?

Not in all cases.

The management of the New York Sunday
Herald recently commenced the publication of
a series of articles entitled “The Ten Most
Famous Americans Now Living.” It was an-
nounced that politicians are to be excluded from
the Herald’s “most famous” class, so a number
of interesting characters are brushed aside.

The first American thus honored was Thomas
A. Edison, and accompanying the article was a
reproduction of Mr. Edison’s features by a
well-known artist.

When we come to consider-it, could there have
been a wiser selection for the first of the
series ?

What Edison has done through his marvelous

inventive genius is known to every school boy, .

and his name and fame is not confined alone to
this country, for he ranks not only as one of the
greatest Americans from an inventive viewpoint,
but from an advertising standpoint he outranks
them all, with the exception perhaps of Roose-
velt, who will make the world ring shortly with
his lion hunting exploits.

Think of the millions of talking machine
Records which have been put forth in cartons
bearing the name, face and autograph of Edison.
These have gone to every country in the world,
and every island of the sea.

Edison has won undying fame in his repro-

duction of sound; then in the electrical field, his
position is unquestioned.

I have seen the name of Edison advertised
in connection with electrical inventions from the
City of Mexico to Venice. There is scarcely a
city in Europe where some Edison specialty is
not exploited in the street cars and newspapers,
and certainly in America, the name of Edison is

familiar in every home circle in the land.

One does not have to ask who is Edison, for
his name is everywhere, and yet there are those
who say that fame is a bubble, and that it often
costs more than it is worth.

That depends.

Sometimes a fleeting glimpse of notoriety is
often mistaken for fame.

But really the scroll of fame is not crowded.

The immortals are few.

A man who perhaps occupied a high position
during one generation is forgotten by the next.

Napoleon’s name rests securely on Fame’s
scroll, and yet a great American, Ingersoll, once
said, “I would rather have been a French peas-
ant and worn wooden shoes, than to have been
that imperial impersonation of force and mur-
der, known as ‘Napoleon the Great.’”

The works of men, whether good or bad, live
after them and are not interred with their bones.

That song, “Drink to Me Cnly With Thine
Eyes,” is still a popular favorite, but its com-
poser is unknown.

The fame of the great composers rests more
securely than that of some statesman who struts
across the stage and is quickly forgotten.

The fame of a man like Edison is not fleeting.
It will not die with him like the fame of an
actor, for instance, snuffed out with death.

It will live because Edison is a man who has
done things. He has utilized natural -forces for
the entertainment—the education—the uplifting
of man; and his name is chiseled on the im-
perishable scroll along with the greatest which
this country has ever produced.

And yet Edison, like many another man, has
won great heights, not by any easy route, but
one paved with the roughest kind of obstacles.
“The heights by great'rnen gained and kept,
were not won by sudden flight. For they, while
their companions slept, were toiling upwards in
the night.”
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Jobbers of Edison Phonographs and Records

ALA., Birmingham—Talking Machine Co.
Mobile—W. H. Reynalds.
Montgomery—R. L. Penick.

ARK,., Fort Smith—R. C. Bollinger.

CAL.,, Los Angeles—Southern Cal. Music Co.
-Sacramento—A. J. Pommer Co.
San Francisco—P. Bacigalupi & Sons.
Kohler & Chase, Inc.

COLO., Denver—Denver Dry Goods Co.
Hext Music Co.
CONN., New Haven—Pardee-Ellenherger Co.
D. C., Washington—E. F, Droop & Sons Co.
GA.. Atlanta—Atlanta Phonograph Co.
Phillips & Crew Co.
Wayeross—Youmans Jewelry Co.
IDAHO, Boise—Eiler's Piano House.

ILL., Chicago—Babson Bros.
Lyon & Healy.
James I. Lyons.
The Vim Co.

Montgomery Ward & Co.
Rudolph Wurlitzer Co.
Peorin—Chas. C. Adams & Co.

Peoria Phonograph Co.
Quinecy—Quincy Phonograph Co.
IND., Indianapolis—Indiana Phono. Co.
Kipp-Link Phonograph Co.
IOWA, Des Moines—Harger & Blish.
Hopkins Bros. Co.
Dubuque—Harger & Blish,
Fort Dodge—Early Music House.
Sionx City—Early Music House.

KY. Lounisville—Montenegro-Riehm Music Co.

LA., New Orleans—William Bailey.
National Autematic Fire Alarm Co.

MAINE. Bangor—S. L. Crosby Co.
Portland—W. H. Ross & Son.
MD., Baltimore—E. F. Droop & Sons Co.

MASS,, Boston—Boston Cycle & Sundry Co.
Eastern Talking Mach. Co.
Iver Johnson Sptg. Goods Co.

Fitchburg—Iver Johnson Sptg. Goods Co.

Lowell—Thomas Wardell.

New Bedford—Household Furnishing Co.
Springfield—F1lint & Brickett Co.
Worcester—Iver Johnson Sptg. Goods Co.

MICH., Detroit—American Phono. Co.
Grinnell Bros.

MINN., Minneapolis—Thomas C. Hough.
Minnesota Phono. Co.
St. Panl—W. J. Dver & Bro.
Koehler & Hinrichs.
Minnesota Phonograph Co.

MO., Kansas City—J. W. Jenkins’ Sons Music

0.
Schmelzer Arms Co.
St. T.ouis—Conroy Piano Co.
Koerber-Brenner Music Co.
Silverstone Talk. Mach. Co.

MONT., Helena—Frank Buser.

NEB., Lincoln—Ross P. Curtice Co.
H. E. Sidles Phono. Co.
Omaha—Nebraska Cycle Co.
Shultz Bros.

N. H., Manchester—John B. Varick Co.

N. J.. Hohoken—Eclipse Phono. Co.
Newark— A. O. Petit
Paterson—James K. O'Dea.
Trenton—S8toll Blank Book and Station-
ery Co.
John Sykes.

N. Y.. Albany—Finch & Hahn.
Astorina—John Rose,
Brooklyn—A. D. Matthews’ Sons.

Buffinlox-W. D. Andrews.
Neall Glark & Neal Co.
Elmira—Elira Arms Co.

Gloversville—American Phono. Co.
Kingsaton—Forsyth & Davis.
New York City—Blackman Talking Ma-
chine Co.
J. F. Blackman & Son.
I. Davega, Jr., Inc.
S. IR, Davega Co.
Jacot Music Box Co.
Victor H. Rapke.
Regina Co.
Siegel-Cooper Co.
John Wanamaker.
Alfred Weiss.
Oswego—Frank E. Bolway.

Rochester—Mackie Piano, O. & M. Co.

Talking Machine Co.
Schenectady—TFinch & Hahn.

Jay A. Rickard & Co.
Syracuse—W,. D. Andrews.
Troy—Finch & Hahn.

Utica—Arthur F. Ferriss.

William Harrison.

Utica Cycle Co.

OHIO, Canton—Klein & Heffelman Co.
Cincinnati—Ball-Fintze Co.

Milner Musical Co.

Rudolph Wurlitzer Co.
Cleveland—Eclipse Musical Co.
Columbus—Perry B. Whitsit Co.
Dayton—Niehaus & Dolhse.

Newark—Ball-Fintze Co.
Toledo—Hayes Music Co.
OREGON, Portland—Graves Music Co.
OKLA., Oklahoma City—Smith’s Phono. Co.

IPENNA., Allentown—G. C. Aschbach.
Easton—The Werner Co.
Harrisburg—Louis Buehn & Bro.
Philadelpbin—Louis Buehn & Bro.

C. J. Heppe & Son.

Lit Bros.

Musical Echo Co.

Penn Phonograph Co.

John Wanamaker.

Western Talking Mach. Co.

H. A. Weymann & Son.
Pittshurg—Standard Talk. Mach. Co.
Reading—Reading Phonograph Co.
Scranton—Ackerman & Co.

Technical Supply Co.
Willinmsport—\V, A. Myers.

R. 1., Providence— 1. A. Toster Co.
Household Furniture Co.
J. Samuels & Bro.
TENN., Knoxville—Knoxville Typewriter and
Phonograph Co. :
Memphis—T. M. Atwood.
0. K. Houck Piano Co.
Nashville—Magruder & Co.
Nashville Talking Mach. Co.
TEX.. Dallas—Southern Talking Machine Co.
El Paso—W. G. Walz Co.
Fort Worth—Cummings. Shepherd & Co.
Houston—Texas Piano & Phono. Co.
San Antonio—H. C. Rees Optical Co.
UTAH, Ozden—Proudfit Sporting Gonds Co.
Salt L.ake City—Clayvton-Daynes Music Co.
VT.. Burlington—American Phono. Co.
VA.. Richmond—C. B. Haynes & Co.
WASH., Seattle—D. S. Johnston Co.
Kohler & Chase.
Spokane—Spokane Phonograph Co.
WIS., Milwaukee—Lawrence McGreal.
CANADA, Quebec—C. Robitaille.
St. John—W. H. Thorne & Co., Ltd.
Toronto—R. S. Williams & Sons Co., Ltd.
Vancouver—M. W. Waitt & Co.
Winnipeg—R. S. Williams & Sons Co., I.td.



Broaden
Your Field

—and increase your sales. A dealer makes a serious mistake
by selling records and instruments for amusement purposes
alone. There is besides the amusement field the vast field of
education from which can be reaped an abundant business. Here
the dealer can increase the sale of records to those who already
own phonographs, and can sell both instruments and records to a
i very large number of cash customers who would never think of buy-
ing a phonograph except for educational purposes. All this is made
possible through '

1.C.S. LANGUAGE SYSTEM
homas Q. Edison—

PHONOGRAPH

There is a great opportunity for you to sell I. C. S. Lan-
guage Outfits to people who are going abroad or who desire
to learn a language for the sake of the knowledge of it alone; to
those who desire to qualify for positions as translators and for-

eign correspondents; and to foreigners who wish to learn to

speak English. No sledge hammer is needed to get it
clearly into your head that this presents a sure way
of broadening your field of work and increasing
your sales. For the sake of good business
sense, boom the I.C. S. Language feature of
the business.

International
Correspondence Schools
SCRANTON, PA.
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Two Kinds of Team Work.
See Page 6.
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O DETERMINE how many new Stand-

ard Records and how many new Am-

berol Records to put out each month

has become a somewhat perplexing prob-
lem to the National Phonograph Co. Nor do the
suggestions received from Jobbers and Dealers
afford much assistance in reaching a satisfactory
conclusion, for some of these suggestions are radi-
cally different. Cn one hand we are urged to cut
the standard list down as low as ten a month and
on the other the claim is made that it would be
unfair to thousands of Phonograph owners, ‘who
have not yet added attachments to their machines,
to give them a smaller list than twenty to select
from. No one takes exception to putting out at
least twenty new Amberol Records monthly. On
the contrary not a few have expressed the belief
that until the total number in the catalogue has
been considerably increased, a still larger number
might be put out each month.

Aside from these varying suggestions of the
trade, the most important evidence we have upon
which to base an opinion is the total of the
orders placed in advance by Jobbers for each
kind of Records. When the March lists were
made up an arbitrary cut from twenty-four to
twenty was made in the two-minute list, not
because of any definite information, but because
of a belief that the Jobbers’ advance orders
would indicate that such a cut was advisable.
The Jobbers’ orders, however, did not show
enough of a falling off to confirm our judgment
and they have not shown a great falling off any
month since.

It is these conflicting conditions that make the
question perplexing. Those of our people whose
duty it is to decide upon the monthly list, have
felt that there could be no doubt about putting
out twenty new Amberol Records a month.
There would have been no criticism had we put
the Amberol Record on the market with a cata-

logue of 200 to 300 selections instead of the 5o
that were issued in October. On the contrary,
we have been criticised for not holding back the
first list until it was 200 or more. Such
critics have declared that the sale of attach-
ments would have been even greater had there
been 200 Amberol Records in the first list.

So far as the Amberol Records are concerned,
we think that the trade should regard them just
as if they were part of what should have been
the first list and not as part of a monthly list.
In our opinion, from the stock and cash stand-
points the trade 1s better off to handle twenty
Amberol Records monthly than if it had been
asked to order a stock from 200 selections, and
pay for the entire lot at one time. Then, too, the
smaller list and ‘the monthly lot of twenty, while
they have limited the choice of buyers, have un-
doubtedly caused a greater sale of each selection
than if 200 had been issued in October. This
view is confirmed by the advance orders for
Amberol Records, which are already nearly 7s
per cent. of the advance orders for the two-
minute selections. On the whole, we believe that
our handling of the Amberol lists has been
extremely conservative and such as to relieve
us of any charge that we are desirous of over-
stocking the trade.

We do not feel so certain of our position con-
cerning the two-minute Records. Considering
the short time since October 1st, a remarkably
large number of Phonographs have been
equipped to play Amberol Records, but there
are still a-much greater number of Phonographs
not yet so equipped. It seems to us to be our
duty to continue to put out a fairly adequate
list of two minute Records until such time as
a much larger number of Phonographs have
been equipped to play the larger Record. One
things seems sure. If the public stops buying
two-minute Records to any extent, the Dealers
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will cut down their orders, the Jobbers will de-
crease their advance orders and then we shall
know just how to handle the list.

The trade should not lose sight of the fact
that we are compelled to consider the entire
country in making up the monthly list. Just
as one section will have a large demand for a
certain Record, while other sections pay little
attention to it, so it is with the two-minute list.
Almost on the same day last month we had a
letter from a Jobber in one section suggesting
a further cut in the Standard list, and a wvisit
from a Jobber in another section during which
he strongly advised against cutting the list to
less than twenty.

Of this the trade may rest assured: It has
never been the policy of the National Phono-
graph Company to work in any way antag-
onistic to the welfare of Jobbers and Dealers and
we will not do so in handling the present situa-
tion. We are daily watching every phase of
it and will adapt our plans to meet the changes
as they develop. We want Jobbers and Dealers
to be equally on the alert, so that their orders
for new Records of both kinds will be repre-
sentative of the true conditions in their cities or
towns.

On another page is reprinted an article taken
from the Quoin Club Key, the ofhcial organ of a
club of representatives of thirty national maga-
zine and weekly publications. The same matter
also appeared in the February issues of the pub-
lications represented in the club. It is an inter-
esting article, for it is literally true. The talking
machine industry owes ‘more to the advertising
done by the various companies than any other
single factor and the greater part of this adver-
tising has been done in the publications repre-
sented by the Quoin Club.

A matter for congratulation is the evident
improvement in reading the PHONOGRAPH
MoNTHLY by Dealers each month. We are
constantly receiving letters and other evidence
which shows that more and more Dealers are
reading it and keeping files of it for future
reference. We hope eventually to know that
every Dealer pursues the same course. We shall
then have the best and most aggressive lot of
Dealers in the country, not alone because they
read our house publication, but if they are live
enough to read it they will be live to every other
feature of the business.

The February issue of the W hitsit Monthly,
published by the Perry B. Whitsit Company,

. Edison Jobbers at Columbus, Ohio, contains some

breezy remarks and optimistic statements ad-
dressed primarily to the “calamity howlers” who
are crying “hard times” and ‘“poor business.”
Here are a few of the paragraphs selected at
random:

Size up the situation. Take a good broad
view of it. You have your money invested in a
line which is as staple as flour and will sell as
readily to a music hungry public as a life pre-
server will to a drowning man—more or
less. * * *

Sit down and figure out what a small per-
centage of people in your immediate locality you
have demonstrated the talking machine to. Rely-
ing wholly upon your recollection: Did you not
sell the greater portion of these? What about
that great big majority who know nothing of
the merits of a high-class talking machine? Is
it not reasonable to suppose that hundreds of
these people could be sold by a little energetic
work? Are these people to be allowed to go
along forever without knowing the merits of the
talking machine? This may all sound theoret-
ical, but it is not. These are cold facts., * * *

Why not, then, get optimistic? Its just as
plain as two and two make four. Whenever a
Dealer remarks to us that he has sold an unrea-
sonably small number of machines during the
past month or year, it does not take us long to
form our opinion. He simply has not gone about
his work in a determined manner. If he had his
machine sales for a year would not be limited to
three or four. They would run into as many
dozens. Do not get the idea that because your
business in 1908 dropped behind the form it
showed in 1907 and 1906 that it is going to con-
tinue to drop. The talking machine is growing
in favor among all classes of people and more
especially with the better classes.

The entire article referred to is full of sound
advice and should do considerable toward im-
proving conditions among Dealers in the terri-
tory where it circulates.

An Advance List of 10 Bohemian, 52 French,
29 German, 25 Italian, 8 Polish and 18 Swedish
Records (two-minute) is given on pages 26, 27
and 28 of this issue. The important thing about
the list is that all Jobbers and Dealers should
read it over, make up their minds which of the
languages will sell in their territory, order a
quantity of each, get a supply of printed matter
and go after the business that they ought to
produce. Probably no one in the entire trade has
such a patronage as will enable him to sell
Records in all the languages named, but there
are few who cannot carry and sell some of the
languages. Many a Dealer would find that he
could do quite a nice business in foreign lan-
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guage Records by making up mailing lists of
foreign-born people in their vicinity and sending
some printed matter to each nationality, first
stocking such Records as are likely to be de-
manded. Carrying foreign Records means the
sale of machines as well as Records. When a
foreign-born man learns that Records in his
native language can be had he is very apt to
want a Phonograph, so as to hear them and to
play them for his friends. Foreign Records are
worth serious consideration at all times.

Occasionally our mail brings us a letter read-
ing something like this: “I have in my collec-
tion of Records one of ‘T’he Last Rose of Sum-
mer,” sung by Miss Marie Narelle. Can you
give me the numbers or names of others in your
catalogue of the same character ?” If this question
was asked of you or one of your salesmen, would
it be answered promptly? Probably not, yet the
secret of successful salesmanship lies in knowing
the goods you are exploiting.

It would be manifestly impossible for us to
publish in any one form, without considerable ex-
pense, a list of the Records which might be
classed as “similar in character.” But, reading
over and studying the titles of our Records,
along with the playing of them, will train the
salesman to unconsciously think of selections sim-
ilar to one called for in particular. Don’t offer
a “Fol-the-rol-lol” to a customer who asks for
“Annie Laurie,” or a selection “of about that
character.” You'll lose the sale and create a
bad impression. Study the people who come
into your store.
education you secure through the constant hand-
ling of Records without realizing it, and in a
manner that will not offend. They’'ll certainly
appreciate your interest.

Force upon them the musical

In a few days more Edison Dealers will have
something absolutely unique in the history of
the world, namely Phonograph Records made
by the ruler of a great nation. Mr. Taft will,
on March 4th, become the President of the
United States, and the Edison Records made by
him last summer will take on a new interest. It
is a feature that ought to mean the sale of many
more of the Taft Records, and it will sell more
if Dealers take advantage of the situation. A
year ago the mere suggestion that it would be
possible to buy Records made by the President
of the United States would have been received
with incredulity. And yet in a few days they
will exist and may be had at a price within the
reach of the poorest.
cratic people.

Truly we are a demo-

Now that the title numbers of the Amberol
Records have reached 100 there is a slight
danger of the numbers being confused with those
of Standard Records. It is probable that within
a year or so the low numbers of the Standard
Records will be eliminated by being cut out or
being made over, but so long as any duplica-
tions exist, Jobbers and Dealers, in ordering,
should keep the lists separate, stating in each
case whether Standard or Amberol are wanted.

Notice About Governors

About a year ago we made a slight change in
the construction of the governor for spring-motor
machines by attaching an additional collar to the
governor shaft. This new collar is connected
to the regular collar by a wire spring, but the
old collar is still tapped for the set-screw. This
small hole is purely for the convenience of our
factory assembly department. Apparently Job-
bers and Dealers seem to be under the impression
that the set-screw is missing, and proceed to
place one in the hole in the collar. To do so
defeats the object for which the improvement
was introduced.

From the numerous requests received recently
from the trade for set-screws it appears that
the detail is generally misunderstood. It is
hoped that this notice will clear up the misun-
derstanding.

Corrections

Two slight errors were made in the printing
of our Domestic Record Catalgoue, Form 1460.
On the bottom of page 28 the selection “Hello,
Central, Give Me Heaven,” is given as No. 7582,
when its correct number is No. 7852. On page
55, under the heading of “Miscellaneous Talking
Records,” the “23rd Psalm and Lord’s Prayer,” by
Len Spencer, is given as No. 9r55. Its correct
number is 8155. Dealers are asked to make a
note of these facts and explain the errors to any
of their customers who may notice them.

Pushing Amberols

We take this means of thanking the hundreds
of Edison Dealers all over the country who are
advertising the Amberol and other Edison Rec-
ords in their local newspapers.

Every mail we get is filled with advertise-
ments clipped from newspapers and mailed us
by Dealers, and all are carefully noted.

We are glad that you see the Amberol Rec-
ord in the same light as we ourselves do, that is,
as the greatest advance ever made in Phono-
graph Records.
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Price-Cutting Suits

Principally to show that there is no let up in
our efforts to prosecute price-cutting firms and
also to show that the courts everywhere recognize
the validity of our Jobbers’ and Dealers’ Agree-
ment, we print below three out of a number of
decisions recently made in suits brought by the
National Phonograph Co.

A restraining order was recently granted in
the suit against George J. Raymond, who does
a large business in job lots of goods at Boston
under the name of Raymond Syndicate. He is
well known in all that part of Massachusetts,
dealing principally in clothing and wearing ap-
parel, but recently has been offering our Records
at cut prices, whereupon we brought suit and
secured this restraining order. The order in full
is as follows:

CIRCUIT COURT OF THE UNITED STATES.
DISTRICT OF MASSACHUSETTS.

NeEw JERSEY PATENT COMPANY

AND
NATIONAL PHONOGRAPH COMPANY, Bill in Equity
Plaintiffs, on
vs. Letters Patent

Nos.782,375

GEORGE J. RAYmonD, Doing Business and 880,707,

Under the Name and Style of
RAYMOND SYNDICATE,
Defendant.

RESTRAINING ORDER.
LOWELL, J. Jan. 8, 1909.

On reading the Bill of Complaint herein and the mo-
tion of the Plaintiffs for a temporary restraining order,
the affidavits of Frank L. Dyer, Joseph W. Scott, Charles
P. Trundy, Arthur W. Chamberlain, Albert C. Ireton,
and Jonas W. Aylsworth, in support of said motion, it
is by this Court this 8th day of January, 1909, or-
dered that the said Defendant, George J. Raymond and
his agents, attorneys, servants, and workmen, pending
the decision of this Court on the motion for a prelimi-
nary injunction heretofore filed and upon which a sub-
pena has duly issued requiring the said Defendant to
show cause against the said motion, be temporarily re-
strained and enjoined from directly or indirectly using,
or causing to be used, or selling, or offering for sale,
or causing to be sold, apparatus, articles, or devices em-
bodying the invention and improvements set forth in said
Letters Patent Nos. 782,375 and 880,707, and from in-
fringing upon or violating the said Letters Patent in any
way whatsoever, and from moving, secreting, or other-
wise disposing of, or intermeddling with any Composi-
tions for Making Duplicate Phonograph Records, or
Phonograph Records covered by said Letters Patent and
now in his possession.

By the Court:
(Seal) ALEx. H. TROWBRIDGE,
Clerk.

A final decree has now been entered in the
suit of New Jersey Patent Company and Na-
tional Phonograph Company vs. Wright-Metzler
Company. This was a price-cutting suit, the de-
fendant being a concern at Connellsville, Pa., and
the suit was brought in the United States Court
at Pittsburg. A preliminary injunction was
granted last October. This suit was settled by
the defendant consenting to this final decree
awarding a perpetual injunction and costs. While
the decree states that the complainants waived

an accounting, this was because the defendant
paid to the complainants fifty dollars in cash and

. sent to us their entire stock of Edison Phono-

graphs and Records, namely, two Home Phono-
graphs, one Standard Phonograph, 377 standard
Records, besides several Phonograph parts and
sundries. The decree in full:

At a stated term of the Circuit Court of the United
States for the Western District of Pennsylvania, held
at the United States Court Rooms, in the City of Pitts-
burg, on the 18th day of January, 1909.

Present: Hon. Joseph Buffington, U. S. Judge.

NEwW JERSEY PATENT COMPANY

AND
NATIONAL PHONOGRAPH COMPANY, In Equity No. 39,
Complainants, Letters Patent Nos.
vs. 782,375 and
WRIGHT-METZLER COMPANY, 798,478.
Defendant.

FINAL DECREE.

This cause having come on to be heard at this term
of Court, upon the pleadings and proceedings had
herein, it is, upon motion of Messrs. Bakewell & Byrnes,
Solicitors for Complainants, the defendant, Wright-
Metzler Company, appearing by its Solicitors, Messrs.
Hosack, Knox & Hosack, and submitting and consenting
to a consent decree, such consent is entered as follows:

That Letters Patent of the United States, No. 782,375,
issued on the 14th day of February, 1905, to Jonas W.
Aylsworth, assignor to New Jersey Patent Company for
COMPOSITION FOR MAKING DUPLICATE PHONO-
GRAPH RECORDS, are good and valid in law, and
that the said Jonas W. Aylsworth is the original, first
and sole inventor of the invention and improvement de-
scribed and claimed in said Letters Patent.

That the complainant, New Jersey Patent Company,
a corporation organized and existing under the laws of
the State of New Jersey, is the lawful owner of the
said Letters Patent No. 782,375, and that the com-
plainant, National Phonograph Company, a corporation
organized and existing under the laws of the State of
New Jersey, is the exclusive licensee under said Let-
ters Patent for the manufacture, use and sale through-
out the United States, of cylindrical phonograph records
embodying the said invention, and as such licensee has
the right to control the use and sale of such patented
articles.

That Letters Patent of the United States No. 798,478,
issued on the 29th day of August, 1905, to Edward L.
Aiken, assignor to New Jersey Patent Company, a cor-
poration of New Jersey, for MEANS FOR SUSTAIN-
ING PHONOGRAPH MOTORS, are good and valid in
law, and that the said Edward L. Aiken is the original
first and sole inventor of the invention and improvement
described and claimed in said Letters Patent.

That the complainant, New Jersey Patent Company,
is the lawful owner of said Letters Patent No. 798,478,
and that the complainant, National Phonograph Com-
pany, is the exclusive licensee under said Letters Patent
for the manufacture, use and sale throughout the United
States, of phonographs adapted to use cylindrical sound
records and embodying the said invention, and, as such
licensee, has the right to control the use and sale of
such patented articles.

And it is further ordered, adjudged and decreed that,
the complainants waiving an accounting against the de-
fendant as to their profits and damages, a perpetual
injunction issue out of and under the seal of this Hon-
orable Court, directed to the said defendant and its
directors, officers, attorneys, clerks, agents, servants
and workmen, strictly enjoining them and each of them
from selling or causing to be sold, or offering to sell
any apparatus, articles or devices embodying or oper-
ating, or constructed in accordance with the inventions
and improvements set forth in said Letters Patent
782,375 and 798,478, or either of them, or from in-
fringing upon or violating the said Letters Patent in any
way whatsoever.

That the complainants do recover of the defendant
their costs and disbursements of this suit, to be taxed
by the clerk.

PEr CuRiAM,

Jos. BuFriNGTON, Cir. Judge.
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We approve the foregoing decree as to form, and
consent to the entry thereof.

Hosack, KNox & Hosack,

Solicitors for Defendant.
Dated January 15th, 1909.

A temporary restraining order has just ob-
tained against Woodard, Clarke & Company, of
Portland, Oregon, as follows:

IN THE CIRCUIT COURT OF THE UNITED STATES,
FOR THE DISTRICT OF OREGON.

AND
NATIONAL PHONOGRAPH COMPANY,
Complainants, \ |, Equity.

NEw JERSEY PATENT COMPANY )

vs.
WooparD, CLARKE & Co.,
Dgendants.

ORDER.

Upon filing the bill of complaint herein and upon the
affidavits presented herein, complainants appearing by
M. L. Pipes and Beach & Simon, their solocitors, de-
fendant appearing by Chester G. Murphy, its solicitor,
and upon motion of Beach & Simon, of complainants’
solicitors, for a preliminary injunction and restraining

order.

It is at this time by the Court ORDERED, AD-
JUDGED AND DECREED that the said defendants,
Woodard, Clarke & Co., its agents, officers, servants,
clerks, attorneys and employees, and each and all of
them, be and they are hereby restrained and enjoined
from violating any of the terms of the license contract
and addenda thereto made and entered into between
Woodard, Clarke & Co. and the complainant, National
Phonograph Company, on the 12th day of February,
1908, and on the 19th day of August, 1908, respectively,
and from selling any Edison Standard records or Edison
Amberol records containing the invention of Letters Pat-
ent Nos. 782,375 and 880,707 in suit herein, or any
Edison Phonographs employing or embodying or con-
taining the invention of Letters Patent No. 798,478, at
prices less than current list prices fixed by the National
Phonograph Company or at prices less than those speci-
fied in the said agreement and addenda thereto above
named or at less than the prices specified in the notice
affixed to the cartons in which said Edison Standard
records and Edison Amberol records are contained when
sold, to wit: thirty-five cents for Edison Standard records
and fifty cents for Edison Amberol records, and from
directly or indirectly using or causing to be used, sell-
ing or causing to be sold, any apparatus, articles or de-
vices embodying, operating or constructed in accordance
with the inventions and improvements set forth in the
Letters Patent without the license thereto of complain-
ants, and from infringing or violating the said Letters
Patent in any way whatsoever, until the further order
of this Court,

(Signed) CHARLES E. WOLVERTON,

Dated February 1st, 1909. Judge.

N every city of any size there are companies,
I corporations, firms and individuals who
can make good use of the modern device
for dictating business correspondence—the
Edison Business Phonegraph. We want Dealers
in such cities (unless we already have one) to
sell the Business Phonograph to such business
people. The average sale is over $200, and the
profits are good.

EDISON BUSINESS PHONOGRAPH CO.
Orange, N. J.

A Great Thing for the

Dealer

Whatever makes the Edison Phonograph a
better thing for the consumer, makes it a better
thing for the Dealer.

Amberol Records make the Phonograph doubly
attractive, and that means doubly salable. The
wider range of high-grade music they afford
makes the field wider and the demand greater.

Amberol Records add prestige to the Phono-
graph, put it in a class by itself and enable it to
adequately express its wonderful powers.

It isn’t the Records that sell the Phonograph—
it is the Phonograph’s rendition of the Records.

But it is the Phonograph that sells the Records,
and with Amberol Records, costing the buyer but
little more than regular Edison Records and net-
ting you a considerably larger profit, a bigger and
better-paying business is assured.

The minute you put Amberol Records on sale
every Phonograph owner becomes, first, a pur-
chaser of the necessary attachment for his in-
strument and after that a continuous purchaser of
Amberol Records.

You will sell more Phonographs, you will in-
terest people whom you could not interest hereto-
fore, you will sell the attachments at a profit, you
will sell more Records at a better profit, and you
will have the one, conclusive, deciding feature
for those who are debating as to which instru-
ment to buy.

That is what Amberol Records mean to you.

A Tip

When a Dealer in your line (or in any line)
hits on some advertising scheme that is highly
profitable, put on your thinking cap.

Won’t the same scheme make money for you,
too, if you change it slightly to suit conditions?

An illustration: A large Edison Dealer has a
special hall nicely fitted up for giving concerts
every day from 12 to § P. M.. Why can’t you
clear out a space in your store, put a few chairs
in and give free concerts?

Suppose you give these concerts and tell about
them in your newspaper ads. and on cards in
your windows—and suppose your competitor
down the street doesn’t. Who’s going to get the
most people in to hear the Edison? We tell you
in the PHONOGRAPH MONTHLY about what other
Edison Dealers are doing, but it will not help
you much if you simply take the part of the
idle spectator. “The battle is to the vigilant,
the active, the brave”—in business as well as
war.
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Selling the Goods

Two Kinds of Team Work

There can be no real success in Edison Phono-
graph selling without team work.

Team work means pulling together.

When we advertise Edison Phonographs and
Records in your locality through the magazines,
and you advertise them through your local
papers, that is team work.

When we, in our advertising, tell people to
go to their dealer—which means you—and hear
an Edison play, and you, in turn, welcome all
who come, and demonstrate the instrument to the
best of your ability, that is team work.

But team work means more than harmony be-
tween our efforts and yours.

It means that your advertising and your store
must agree, and this is something you should look
closely to.

When you display a hanger listing the new
Records for the month and saying they are ready,
are they?

When a customer comes in and asks to hear
certain ones, does he hear them? Or is he told
that a particular one is sold out or that you
have it but cannot lay your hand on it and will
something else do?

Do your window cards invite people to come
in and listen to their heart’s content, and when
they accept, find that your idea of their heart's
content is a Record or two, hurriedly played, and
apparent displeasure on your part if they do not
buy ?

Team work means carrying out your promises.
It means instruments properly adjusted for per-
fect demonstration, so that what is claimed” for
the Edison Phonograph and Records can be
shown.

It means a complete stock, systematically ar-
ranged so that what is wanted can be instantly
found. It means courteous treatment of all who
come in, whether they are prompted to call by a
desire to buy, or merely by curiosity.

Your store will never make the progress it
should unless every selling force at your com-
mand is put to work and so arranged that all
are pulling in the same direction.

Demonstration

Advertising will not sell Edison Phonographs.
Your arguments over the counter will not sell
them.

Advertising excites a curiosity or arouses an
interest, and that brings people to your store;
but a sale depends upon a demonstration.

The expression “Show me” is generally cred-
ited to those skeptics who hail from Missouri,
but when it comes to parting with money, every-
body i1s a skeptic, and the “show me” of the
Missourians has become a national catch phrase.

Everybody says “show me” and everybody
means, ‘‘convince me.”

The Edison Phonograph must convince people
before they will buy, and therefore everything
depends upon demonstrations.

The definition of demonstrate is to produce
proof that precludes denial.

The demonstration of the Edison Phonograph
is the vital thing in Phonograph selling.

Every other selling effort but leads up to this.
Our magazine advertising to your customers, your
local newspaper advertising, your hangers, the
printed matter you distribute, the windows you
trim, the clerks you employ—everything we do
and everything you do is practically wasted ef-
fort if the demonstration of the Phonograph fails
to convince.

If it fails it is the fault of the demonstrator.
Given a Phonograph in perfect working order,
properly oiled and adjusted, an Edison Record
that is free from defects and a demonstrator who
knows his business, and the Phonograph con-
vinces.

Its sweet tone and faithful reproduction of the
singing voice and notes of instruments carry con-
viction. It proves itself better than any claim
ever made for it. It bears out the enthusiastic
endorsement of those who own one. It sells
itself.

But
hands. It must be wound; it must be oiled; it
must be properly adjusted; it must be given per-
fect Records to play.

Do you understand your Phonographs as well
as you should? Are they always in order? Do
you take the time to demonstrate them so as to
bring out the best that is in them? Are your

it suffers in inexperienced or careless
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Records so arranged that you can instantly
change from a topical song to a grand opera
selection, thus exhibiting its wide range of en-
tertainment?

You cannot sell an instrument for which you
must apologize. The Edison Phonograph needs
no excuses. All it needs is a fair show.

Please see that it gets it.

The Phonograph Part of Your Store

No matter how you sell Phonographs—whether
they are a side line in a big store, or whether
vou have a store which sells nothing but Phono-
graphs—there are certain things which will
make any Phonograph business better.

Never forget that selling Phonographs is an
art.

The demand for Phonographs, even with our
tremendous advertising, is an acquired demand.

People can be counted upon to buy food and
clothing. Nature attends to the one, and cus-
tom to the other; but amusements, into which
class the Phonograph falls, are a matter of ac-
quired taste.

Therefore, the way to sell people Phonographs
and Records is to remind them constantly that
they want them. The desire for amusement is
in everybody.

The Phonograph will always attract attention.
Therefore, remember that the Phonograph is its
own best advertisement. Keep one going in your
store, and in the window in the evening when
the people are on the streets. Keep your window
full of Phonograph suggestions. Show and ad-
vertise the new Records, and remember that to
the man who has not heard it, an old Record is
just as good as a new one. Not enough old
Records are sold. Both the Dealer and his cus-
tomers get too interested in the new ones, but
the profit on the old ones is just as good, and
there are more of them; so do not forget the old
Records for the new.

The Successful Store

Do you realize that if you have good store
methods, good advertising and good window dis-
play, you have every advantage of the largest
and most successful department store in the
world ?

You like to sell goods just to sell them.

The methods used by the successful stores are
the best methods for all. '

Bring the people to your store as often as
possible. When in the store, keep them as in-

terested as possible, and keep your windows full
of your goods. This applies to any kind of
goods, but we are interested in applying it to
Phonographs and Records.

The business of the National Phonograph
Company is not only the largest Phonograph
business in the world, but it is one of the largest
enterprises of any kind. Millions of Phono-
graphs and many more millions of Records have
been sold. The entire business has been built up
by advertising. We have made people want
something that they never knew they wanted
before, by our advertising.

Certainly you can make the people in your
town want it by your advertising. By ‘“your
advertising” we do not mean printed ads in the
papers. We mean the advertising of the store
itself, the windows and the display of the goods
in front of the store.

There is nothing that reminds a man (or a
woman) that he wants a Phonograph so much
as seeing it every day, except hearing it every
It is a good thing to make people in your
It is still

day.
town see a Phonograph every day.
better to make them hear it every day.

The Youngest Artist

A Dealer writes the following interesting let-
ter:

A recent article on Home Made Records in
the PHONOGRAPH MONTHLY strikes me as being
of some importance. I have a record of my
baby girl’s voice at twenty-six hours old, also
one at two weeks old. Expect to make one occa-
sionally; they are well worth the price.

I don’t know of a younger singer for the
National Phonograph Co. than my two and one-
half weeks old daughter. Of course she does
not do so well as some of the older artists, but
in my opinion she is simply great.

I hope to be able to play these records to her
when she is old enough to deny crying as the
recorder has recorded her cry on one of these
blank records.

One of our Western salesmen a few days ago
received a letter from an Edison Dealer in his
territory, in which, after expressing an opinion
of his own concerning the merit of Edison
goods, said: “Another and more convincing proof
is that out of forty-six members present at a
recent meeting of the Musicians’ Union of Du-
luth, twenty-six were owners of talking ma-
chines and twenty-two of these were Edisons.
That, in my estimation, is quite a good ‘ad’
for your machine and its reproducing merits.”

If you didn’t read the article beginning on
page 6, better do so now.
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How to Win

Few of the great inventions of history have
been the work of any one man. They have been
evolved by many clever men, each taking up the
work where his predecessor left off.

It’s the same way when it comes to business.
The way to succeed is to take the successful
methods of others and improve on them.

When you see a good Phonograph window,
sit down at your desk and frame up one to beat
it. Do it right away while your dander is up.

When you run across a good advertisement,
see if it does not contain a suggestion for your
own advertising. If it does, jot it down before
it slips you.

Again, if other Edison Dealers find that Free
Daily Concerts are the biggest factor in their
success, why shouldn’t you find them just as
profitable?

If other Dealers sell on the weekly-payment
plan and increase their sales all the way to 500
per cent., what's to hinder your doing the same?

And if other Dealers find the losses on time-
payment sales average less than 1-10 of 1 per
cent.,, why shouldn’t you be equally fortunate?

When a mail order house can ship Phonographs
hundreds of miles away to people they never
heard of—about whose honesty they know noth-
ing—and collect their payments regularly, why
can’t you sell on installments to people you can
find out everything about?

Which is better and more businesslike—to put
in your time worrying about competition from
catalog houses, or to simply show a small part of
their business hustle, and see that they do not sell
the people whose trade you should get on an
even basis?

You haven’t any right to expect a man to buy
a Phonograph of you if you will not treat him
as liberally as somebody else will, even if he
does know you personally and your competitor is
a stranger.

For instance, why should the people of your
community pay you cash for a Phonograph if
they haven’t the cash and somebody else offers
them the same outfit on weekly payments?

If a man prefers to buy for cash, well and
good, but the majority would prefer to buy on
time—nowadays especially.

If a firm gives a man a picture of an outfit,
tells him just what it consists of and then offers
to send it on free trial, without any risk or ob-
ligation on the customer, and then let him pay
for it on easy terms, he is apt to do business
with that firm unless he knows that you will
meet the offer.

than you can.

Right here is your opportunity. You know
nobody can sell the Edison Phonograph for less
Now you do as well for your
customer as anybody else will and see to it that
he knows you will. That is to say, advertise in
your newspapers.

Some Dealers (there are not so many as there
were, and the number is steadily decreasing)—
some Dealers claim that the extensive advertising
of the mail order house puts them at a disad-
vantage.

But a lot of others say the opposite, and we
know the latter are right.
advantage,

They say it is a great
for this reason: Such advertising
creates a great demand for the goods—so great
that people send hundreds of miles away to get
them. That shows how badly they want them.

Now, if you yourself advertise, why can’t you
turn their desire to own an Edison Phonograph
to your own account? They had rather buy of
you and save express, delays, breakage, etc., than
from a stranger hundreds of miles away who
has no interest in them beyond the sale.

The mail order advertisement can be read only
about once a month. Your daily paper will carry
your advertisement thirty times a month if you
say so.

Why They Get Tired

The Phonograph owners who get tired of their
machines the quickest are those who have no
regular place in which to keep their Phonographs
and Records.

Suppose the Phonograph was played last night.
Madam Housekeeper finds it in her way the next
morning when she is sweeping and dusting, and
consigns the machine to an out-of-the-way corner
and the Records to a drawer or closet.

“Out of sight, out of mind,” you know. There’s
an effort required to give another Phonograph
concert. After a time both Phonograph and
Records are apt to remain in seclusion, if they
are not easily accessible, for, naturally enough,
the Phonograph will not be used nearly so often
if it does not have its regular niche in the home,
the same as the piano or organ.

And when the Records are simply kept in
their cartons, it is hard to find a drawer or shelf
to accommodate them. The more Records, the
harder the task. Not only that, but it’s slow
work finding the wanted Record.

What’s the answer?

Sell your Phonograph owners a Record cabinet
as soon as possible after he pays for the Phono-
graph.
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It makes a nice, attractive piece of furniture—
an ornament to the best room in the house—
and it guarantees the Phonograph and Records
a regular place, where the outfit can be seen and
heard and admired by visitors.

A Phonograph owner can not afford to do
without a cabinet, and you can not afford to
have him do without, for it makes a tremendous
difference in Record sales.

Printed Matter

During the past few weeks we have been ship-
ping Jobbers small quantities of the new Order
Sheets for Standard and Amberol Records. They
have been corrected to date, and should be used
by large Dealers for ordering stock Records from
Jobbers. The Standard sheets (A, B, C & D)
bear Form No. 1450, and the Amberol (No. 1)
Form 1455. Don’t bother your Jobbers with a
request for a supply, unless you are buying a
quantity of Records regularly which makes or-
dering on your own stationery an inconvenience.

With this issue we are mailing direct to
every Dealer a copy of the new numerical and
alphabetical catalogue, Form No. 1500. This is
dated February 1st, but includes all Rec-
ords, both Standard, Amberol, Grand Opera and
Foreign listed in this country to April. The
Records issued in March and April are
shown at the end of those listed to February.
With the catalogue is also mailed a special
slip showing the May list of Standard and
Amberol Records, (numerically arranged) for
the purpose of pasting in the new titles in the
proper departments. This slip will be made a
feature each month, so that the catalogue may
always be kept up to date. Dealers are asked
to look for their copies of this catalogue and
keep it for store use. Do not let customers coax
them away, for you may not be able to get
another copy, the edition being limited. Since
copies will be mailed to Dealers direct, Jobbers
will only small extra supply for
emergencies. These will be sent on request.

require a

The present size of the new style Record
Bulletin (19 x25) seems likely to be continued
for some time to come, if not indefinitely, and it
ought to be treated by the trade as a permanent
form. We know of no better way to use it than
to have a frame made in which to place it each
month. It is nicely printed on good paper and
placed behind glass in a frame will make a

display good enough for any show window. Or

if a frame is too expensive, a board a little
larger than 19x25 might be arranged with
strips top and bottom to hold the Bulletin smooth
and show to good advantage.

Perhaps some of our ingenious Dealers would
like to tell us how they display the Bulletin.
We would like to print a page or two giving the
best of these suggestions, and we know that the
entire trade will find them interesting and bene-

ficial.

New Jobbers at Seattle.

The Bruce & Brown Co. succeeded Kohler &
Chase, Inc., on February 1st, as Edison Jobbers
at Seattle, Wash. C. E. Brown, vice-president
of the new concern, was formerly in charge of
the talking machine department of Kohler &
Chase, at San Francisco and Oakland, Cal. Mr.
Bruce is well-known throughout the Trade in
the far West. Mr. Brown, in writing us recent-
ly says: “We have moved into our new ware-
rooms, and believe we will have, in time, the
finest Jobbing house in your line in the United
States. The writer will call on each Dealer in
this territory at least once every six weeks,
soliciting orders for your goods exclusively.”

Personal

Mr. and Mrs. Thomas A. Edison, Miss Made-
line Edison and Master Theodore Edison, left
Orange on Tuesday, February 16th, to spend two
months or more at Fort Meyers, Fla., where Mr.
Edison has a plantation. Mr. Edison was sixty-
two years old on February rrth.

George M. Nesbitt, manager of the Chicago
office of the National Phonograph Co. until it was
discontinued and more recently manager of the
Jobbing Department of Babson Bros., Chicago,
has returned to the National Phonograph Co. and
been appointed manager of the Mexico City
branch, vice L. L. Lewis, resigned. Mr. Nesbitt
assumed charge on February 1st.

E. H. Philips, Credit Manager of the National
Phonograph Co., spent two weeks last month
visiting various Jobbers in Ohio. He also at-
tended the convention of the National Manufac-
turers’ Association, at Indianapolis, Ind., Feb-
ruary 16 and 17.

F. K. Dolbeer, General Sales Manager of the
National Phonograph Co., made a short visit to
Toronto last month. Returning, he stopped =zt
Buffalo, Rochester, Syracuse, Utica, Schenectady
and Albany.
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[Reprinted from the Quoin Club Key, the official publication of the
Quoin Club, composed of thirty of the leading magazines and
national weeklies. ]

The Phonograph of To-day

The Phonograph of yesterday was first one of
the most famous and astonishing of American
inventions. After that it became a mechanism
for recording business correspondence—wonder-
ful in its efficiency and economy for that pur-
pose, yet meaning nothing whatever to the pub-
lic at large in recreation and culture.

The Phonograph of to-day is another instru-
ment altogether. If you are familiar only with
the Phonograph of yesterday you owe it as a
duty to yourself and family to become acquaint-
ed with the Phonograph of khere and now. What
this newer instrument is you can learn right in
your own community, and it zs what it is largely
through the magazines.

Magazine advertising has put the talking ma-
chine into every nook and corner of the nation—
of the world. Demand created by magazine
advertising has enabled the various manufac-
turers to undertake research, find new substances,
develop more delicate mechanism, and, above all
things, safely invest the large capital needed in
the making of fine Records for the in<trument.

In your own home to-day, no matter where
you live, the world’s great opera singers will
sing their greatest parts for you, your family,
your friends, at a first cost far less than would
be paid for a few performances of opera in
New York, even if you could go there. You
can hear these singers again and again at your
own convenience. Your talking machine will
bring you songs of singers yec to rise into prom-
inence, and keep the voices of the singers of the
present at command years after they themselves
have gone into retirement.

The capital invested in securing these Records
for you would subsidize half the state opera in
Europe. Yet they are yours at the cost of street
music if you appreciate them, along with instru-
mental music of highest quality. For the maga-
zines have provided for the new Phonograph a
vast national audience of interested patrons,
making the investment possible. That is why an
authority stated, just the other day, that “the
magazines have really made the Phonograph,
and it is not possible to imagine the present in-
strument without them.”

In 1900 our Phonograph industry was grouped
with electrical supplies by the census-taker—not
big enough then to be classed separately. Five
years later it had to be classed alone, and to-day
few of our industries are growing faster.

Only a few dealers sold the Phonograph ten
years while to-day there are seventeen
thousand dealers in the United States taking care
of local demand for the Phonograph. Moreover,
each sale of an instrument means not merely a

ago,

sale, but a permanent future connection in sup-
plying Records. When a dealer sells a Phono-
graph he has made, not merely a customer, but
a client.

[Lauder Visits Edison

Harry Lauder, the Scotch vaudeville artist,
who has made fourteen Records for the Edison
catalogue, was a visitor at the Orange factory on
February 6. He spent some time with Mr. Edi-
son and met several officials of the Edison com-
panies.

Closed for Inventory

The fiscal year of the Edison companies ended
on February 28th, and the factories at Orange,
N. J., were closed from February 26th to March
2d, to take inventory.

A New One

L. W. Broyles, an Edison Dealer at San Mar-
cial, N. M., has hit upon a novel and interesting
plan for selling Records, which, he says, lands
him a great many machine sales as well.

There are a great many people who do not
own Phonographs, but who come into the store
often and ask to hear their favorite Records.
Mr. Broyles’ plan is to sell them the Records at
the regular price and charge for playing them.

He keeps different customers’ Records in sepa-
rate trays and has tags on which he marks their
names and the date on which the rental runs
out.

He charges by the month for playing the
Records—60 cents for three; 75 cents for six,
and so on. The Record belongs to the customer
and can be taken away if he wishes. At the
same time the Dealer has the use of them for
demonstrating to others and can even sell any
he wishes, replacing them later.

Mr. Broyles says that he has a number of
renting customers and that they are mostly un-
married men, who board, or who do not have
the money to buy a Phonograph at the time.
They get half a dozen or more Records almost
before they know it, however, and when a cus-
tomer begins to buy Records by this plan, it is a
moral certainty he will own a Phonograph before
very long.
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Phonograph in Religious
Work

The Phonograph is rapidly making its way
into every walk of life, but it is becoming espe-
cially popular in church and Sunday-school work.
The papers almost daily print articles describing
such uses by ministers and others in religious
work. John T. Dickinson, Edison Dealer at
Abingdon, Ill., sends a programme of a sacred
concert given by him at the opening exercises
of the First M. E. Sunday School on January
24th. About 350 were present and the concert
was greatly enjoyed. Mr. Dickinson sends the
programme as follows:

PROGRAMME.

Concert Band, “William Tell Overture.”

Duet, “The Glory Song”  Anthony and Harrison
Mixed Quartet, “The King’s Business.”

Duet, “My Mother’s Bible” Anthony and Harrison
Orchestra, “Angels Serenade.”

Tenor Solo, “The Holy City” Reed Miller
Bass Solo, “Calvary” James Harrison
Mixed Quartet, “Sweet Bye-and-Bye.”

A Business-Getting Letter

L. R. Porter, Brockton, Mass., is one of the
many Edison Dealers who recognize the impor-
tance of getting Phonograph owners to put on
Amberol attachments. The form letter he uses
in going after this business covers the ground
thoroughly. It is an excellent letter for Dealers
to copy who would like to circularize their trade,
but don’t know just what to say. Mr. Porter
also has the right idea in offering to put on the
attachments and allowing plenty of time in which
to pay for them:

DEeArR SIr:

Have you as yet equipped your Edison Phono-
graph with the attachment so as to play the
new Edison Four-Minute Amberol Records?

You will never get all the pleasure there is in
your machine until you have some of these new
Records. You remember how much you enjoyed
it when you first bought it, and with these new
Records it will be new to you again and worth
much more.

After putting on the attachment you can play
either the old or new Records at will. The
Edison Company have already issued a large
and varied list of these new Records, and are
making more each month.

If you have not yet heard these new Records
we invite you to call and decide for yourself if
they are not the best music you have ever heard.

Remember, we will put the attachment on your
machine, and you can pay for same on weekly
payments. “We don’t ask you to pay cash for it.”

Trusting you will give this matter your careful
consideration and favor us with your order at
once, we remain, very truly yours,

New Use for the Phonograph

“No mail to-day.”

((Why?)’

“Landslide at Punta Gorda.”

“Where are you, George?” and then the Pho-
nograph began to reel off one of the popular
songs of the day.

The conversation noted above took place in
the local post office, on Friday, where George P.
Austin, manager of the Oxnard branch of the
Southern California Music Company had placed
a Phonograph to disseminate the important in-
formation that all trains were tied up and no
mail could be expected.

Mr. Austin prepared the Record himself, and
the voice reproduction was so perfect that callers
at the office believed Mr. Austin was giving the
information personally, and the conversation be-
tween the Phonograph and one of our prominent

citizens is said to have actually taken place.
The idea was a clever bit of advertising, and

no small convenience to Uncle Sam’s patrons,
many of whom commended Mr. Austin’s thought-
fulness and enterprise.

One lady was so pleased with the Phono-
graph’s work that she repaired immediately to the
store and bought a machine “just like the one
in the post office.”

The foregoing clipping from an Oxnard, Cal.,,
paper was sent in by the South California Music
Company, who also wrote as follows:

As stated, the trains were held up by land-
slides and washouts due to heavy rains. There
is no free delivery in Oxnard, and the post-
master was pestered continually by inquiries as
to mail, and if any trains had come in. Our
manager, Mr. Austin, went down and asked the

same question and the postmaster remarked that
he wished he had a Phonograph there to answer
that question, which was put to him many times
a day. Mr. Austin was prompt to act on the
idea, and immediately went back to the store,
made an Edison Record to answer the question
and took the outfit down to the post ofhice. Scores
of people listened to the novel use to which the
Phonograph was put. The closing paragraph
of the article is strictly true. The daughter of
the postmaster at once called at our store and
purchased an Edison Phonograph as a result.
The postmaster stated that the Phonograph was
no small convenience, as after it was installed
whenever the mail question was asked of him,
he simply started the Phonograph lever.

The Dealers who are constantly complain-
ing of the “methods employed by mail-order
houses,” should not over-look the “How to
Win” article appearing on page 8.
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How to Put in a New
Main Spring

To put a new mainspring in a Standard or
Home Phonograph, unscrew and take the ma-
chine from the cabinet.

Spread a clean sheet of paper on the counter
and lay the mechanism down so as to get access
to the lower works.

The next step is to remove the governor
shaft and the governor. This is done by
loosening the pivot screw at the right end,
so as to pull the governor pivot out, when the
shaft can be removed.

Next take the small spring off the speed-ad-
justing lever.

There are four screws at the corners of the
movement containing the gears. They hold the
movement to the motor frame. Loosen the
screws and lift the movement and spring barrel
off the motor frame.

Now the barrel is to be taken apart from the
movement so as to get at the mainspring which
i1s inside. To do this slip the screw driver in
between the winding gear and the barrel. This
will release the shaft from the rest of the move-
ment so that the spring barrel can be separated.

The top of the barrel will fall away readily
leaving the spring exposed to full view. The
inside end of the spring has a hole which
fastens on a hook in the winding shaft. The
outside end has a hole which fastens on a hook
in the side of the barrel. When the spring is
wound, only the winding shaft turns. When it
is unwound, the barrel turns and not the shaft.

If the spring in winding does not
enough tension to drive the mechanism, it may
mean that the spring is broken or slipped from
the hook in the barrel or shaft, or that either
hook is broken.

If the shaft hook is worn or broken, all that’s
required is to remove it, put in a new one se-
curely and slip the spring into place. There is no
necessity for removing the spring.

If the trouble is in the barrel hook’s being
broken, take out the spring, drive out the part
of the hook still in the barrel, replace and rivet,
being careful not to batter the hook head.

If the spring is broken in two, a new one
must be put in. To take the broken spring out,
catch it firmly in the center with a pair of
plyers, hold it off a little way and over a box
or barrel in which a cloth or paper has been
placed. Now give it a sudden jerk away from
you, letting everything go into the box. This

retain

will allow the spring to uncoil in the box where
it can do no damage and at the same time will
protect the gear from injury. The illustration
is made to show the manner in which the spring
unwinds, but it must not be held in the hand after
starting.

New springs come tied up with a stout wire.
Lay the new one down with the outside end
pointing to your left hand; with a hammer
tap the wire down to within half an inch of the

lower edge.
Next lay the spring in the barrel with the

outside end of the coil pointing to your right
hand. It will not work if it is put in pointing
to the left.

It will not go all the way down because of
the wire’s being around it. Make the slot on
the outside of the spring lie about an inch to
the right of the hook in the side of the barrel.
Place the screw driver, or a flat piece of iron,
on the edge of the barrel under the wire and

knock the spring down with a hammer. Do not
strike it too hard. Force it down and out of the
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binding wire by degrees. See the foregoing illus-
tration.

After it slips in is a good time to apply
graphite. Make a paste of graphite and oil and
lay right on the leaves of the spring.

Now place the top of the spring barrel on
and twist it to the left. This will cause the
hooks on the shaft and barrel to catch in the
holes at both ends of the spring.

Put the mechanism back in place by the re-
verse of the method, used in taking it apart.

A Mechanical Department

The number of letters received daily by our
Factory Superintendent is proof positive that
there is need of a department in the PHoONO-
GRAPH MONTHLY for answering questions about
the mechanical side of Edison goods. Many of
these questions are of a character that will make
replies to them interesting to the entire trade.
We have arranged to maintain a department of
this kind if the trade will show enough interest
in its maintenance to ask questions. Some ques-
tions cannot be answered in this way and we
will reserve the right to reply by mail to all
such. No attention will be paid to letters not
properly signed. In answering questions we pre-
fer to use the names of Dealers, but will use in-
itials only when so requested. We print below
a blank coupon. If interested, fill in your ques-
tion and mail it to the EpisoN PHONOGRAPH
MoNTHLY, Orange, N. ]J.

Dealers Read This

Following is a reprint of a circular used by
C. J. Brown, Edison Dealer at Bartlett, Neb.:

Actually now, don’t you want an Edison Pho-
nograph this winter? How can you improve
your home as much with so little outlay in any
other way? Of the thousands who have bought
Edisons none need them more than we who are
“pioneering” in Nebraska. You can hear as
grand a sermon as any city dweller if you have
Bryan’s “Immortality” and the Edison. No city
choir renders finer hymns than the Phonograph.
No city theatre can show as great and varied a
line of talent as the Edison owner has at his
command. It educates the children. It teaches
them what good music is. It keeps them posted
on the latest popular music, or familiarizes them
with the grand old classics.

$30 buys the Standard Phonograph, equipped
with large horn and with attachment for playing
both the Two-Minute Record and the new Four-
Minute Record, the greatest recent advance in
the talking-machine world.

We make it easy for you to buy and pay for
the Edison. Don’t be misled by mail order Edi-
son Dealers. They can give you no better price
than we can. They cannot fill your orders as
promptly as we can. If you have to pay freight
you are out just that much. We place the ma-
chine in your home and you assume no risk from
breakage or damage on the road. Just drop us a
card with your name and address and say “I
want to be posted on the Edison Phonograph
and your easy-payment plan.” Write it to-day.

The Dealer who goes after business in this
manner gets all there is in his vicinity, and he
fears no competition. We commend the circular

to every Edison Dealer.

March Coupon—Mail to Orange

Epitor PaHoNoGraPH MoxTHLY—

As an Edison Dealer, I wish you would answer the following
questions 1n the EpisoN PuoNxoGrAPH MONTHLY:
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' Thomas A. Edison did
another wonderful
thing lately

I I AVING brought his Phonograph to a point

where not even the most critical could ask
for improvement, he multiplied its enter-
taining ability by two.

He did this by producing a Phonograph Record
that plays, sings or talks twice as long as the standard
Edison Records.

He did this without increasing the size of the
Record, making 1t a Record that can be used on old
instruments as well as new.

He did it without affecting in any way the
clear, rich, musical tones for which Edison Records
have always been famous.

He calls this double-length Record ‘‘Amberol.”

Doubtless you have heard sound reproducing
instruments; perhaps you have had 1t in mind to
buy one; maybe you are uncertain as to which make
to buy; but — —

Buy a copy of “Success” for Marc
of our center [
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Have you heard
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play an Amberol Record?

OU can do this at the store of any Edison dealer.

When you go, note the Amberol music, not found on

any other record of any kind ; note also the reproducing

point of the Edison Phonograph that never wears out and
never needs changing; the motor, that runs as silently and as
evenly as an electric device, and the special horn, so shaped
that it gathers every note or spoken word and brings it out
with startling fidelity. 1t is these exclusive features, vital to

perfect work, that should claim your attention.

Edison Phonographs are sold at the same prices everywhere in the United States,
$12.50 to $125.00. I

Amberol Records, 50c.; regular Edison Records, 35c.; Grand Opera Records, 75c.

One of the greatest pleasures which the Edison Phonograph affords is making
Records at home. This can be done only with the Edison.

Ask your dealer or write to us for catalogues of Edison Phonographs and Records.

NATIONAL PHONOGRAPH COMPANY, 57 Lakeside Avenue, Orange, N. J.

New York, 10 Fifth Ave.; London, Victoria Road, Willesden; Sydney,N.S.W., 840 Kent St.; Mexico
City, 4a Tacuba 33 ; Buenos Aires, Viamonte 515; Berlin, Sud Ufer, 24-25; Paris, 42 Rue de Paradis.

The Edison Business Phonograph enables the stenographer to get out twice as many letters.

R

d make a display in your window
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for improvement, he multiplied its enter-
taining ability by two.

He did this by producing a Phonograph Record
that plays, sings or talks twice as long as the standard
Edison Records.

He did this without increasing the size of the
Record, making it a Record that can be used on old
instruments as well as new.

He did it without affecting in any way the
clear, rich, musical tones for which Edison Records
have always been famous.

He calls this double-length Record ‘‘Amberol.”

Doubtless you have heard sound reproducing
instruments; perhaps you have had it in mind to

buy one; maybe you are uncertain as to which make
to buy; but — —

Buy a copy of “Success” for March and make a display in yo
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play an Amberol Record?

OU can do this at the store of any Edison dealer.

sz When you go, note the Amberol music, not found on

any other record of any kind; note also the reproducing

point of the Edison Phonograph that never wears out and

never needs changing; the motor, that runs as silently and as

evenly as an electric device, and the special horn, so shaped

that it gathers every note or spoken word and brings it out

with startling fidelity. 1t is these exclusive features, vital to
perfect work, that should claim your attention.

Edison Phonographs are sold at the same prices everywhere in the United States,
812.50 to 8125.00.
Amberol Records, 50c.; regular Edison Records, 35c.; Grand Opera Records, 75c.

One of the greatest pleasures which the Edison Phonograph affords is making
Records at home. ~ This can be done only with the Edison.

Ask your dealer or write to us for catalogues of Edison Phonographs and Records.

NATIONAL PHONOGRAPH COMPANY, 57 Lakeside Avenue, Orange, N. J.

New York, 10 Fifth Ave.; London, Victorln Rond, Willealen; Sydney, N.8.W ., 840 Kent St.; Mexico
City, 47 Tacnba 33; Buenos Alres, Viamonte 515; Berlin, Sud Ufer, 24-25; Paris, 42 Rae de Paradis.

The Edison Business Phonograph enables the stenographer to get out twice as many letters.
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1 he Other 13,000

What they are doing and what they want to know about.

F. E. Grist, Ft. Gaines, Ga—It may not be
much to boast of, but it so happens that the
National Phonograph Co. can claim and sub-
stantiate the fact that their “Dealer” in Fort
Gaines, Ga., 1s the largest Dealer in United
States (retail) in any Phonograph or talking ma-
chine goods, measured by population.

The place has not over 2,500 population. Has
any other talking machine company a dealer in
this size place who devotes a building especially
fixed, glass front, 25x105 feet, on the most public
street, with another music hall on next popular
street, built for the Edison, carrying more stock
in this second place than any competitor, both
places owned by the Edison Dealer, who is out
of debt (don’t owe $1) and ahead? I am no
man until 19o1;
since then I have used Edisons only. I simply
I sell in Ala-
bama, and in the adjoining counties. The new
Amberol is great. If I thought it could do good,
I could give some advice to Dealers in the
PHONOGRAPH MONTHLY.
ing a stock of Records. 300 or g4oo Records is
no stock even for small villages, and the Dealer

new beginner. I was a

write to let you know I am alive.

I make sales by carry-

will find an investment in 4,000 or 5,000 will
add to the number of his sales and pay well
for his investment.

[We feel sure that other Dealers will be glad
to benefit by Mr. Grist's experience and will
appreciate any contribution he may make to
this department.]

J. B. Soes, Climax, Minn.—As a Dealer in
Edison Phonographs and Records, I would like
to see an article in the PHONOGRAPH MONTHLY
on Stock of Records for small country towns,
and kind of assortment. The things I liked best
in the January issue were the article of A. W,
selling an Edison Home and twenty Records for
$42 cash, in place of thirty-six thrown in. Now,
how could that other fellow “throw in” and hold
his “job” with the Eidson family?

[ There is nothing more difhicult for us than to
attempt to say what size stock should be carried
in a small country town and of what selections
it should consist. The size of a stock depends
upon local conditions. Population is not always
a guide. We know of towns of less than 1,000
population where Dealers find it pays to carry
the entire Domestic Catalogue. Other Dealers in

towns of the same size find that a stock of 500
meets every requirement. We believe that no
Dealer, having no Edison competition in his town,
should carry less than so00 different selections,
and he should add to it as fast as his trade war-
rants. A stock of 500 Standard Records repre-
sents an outlay of $100 the interest upon which
is $5. Every Record sold represents a profit
of 75 per cent. on the cost. The profits on Am-
berol Records are larger still. What stock of any
other kind can a Dealer carry that pays a better
profit? As to what selections should make up
a stock of 500 Records depends upon where a
town is located. A list that would do for New
England would not do for the Southern States.
“Marching Thro’ Georgia” is all right for a
Northern town, but it would be dead stock in
the South. Certain Records are always good,
as, for instance, the old-time melodies, sacred
selections, lively band airs, violin selections, es-
pecially the lively dance music, rube sketches,
etc. Make a study of the Domestic Catalogue
and get your Jobber to assist you. Or ask him
to submit a list and then check it against a
Catalogue to see how your own judgment agrees
with his.

The Dealer referred to by A. W. in the Jan-
uary issue will not retain his “job in the Edison
family” if we can ‘“catch him with the goods.”
We are more anxious than ever to eliminate
this kind of Dealers. This i1s a good way to
reduce the number in a town where there are
more than needed.]

W. B. Tracy, a Dealer at Clinton, Iowa, in-
cludes in all his newspaper advertisements a
coupon addressed to himself, and reading as fol-
lows:

“I am an Edison Phonograph owner and desire
to have my name on your mailing list, so I may
receive the Phonograph literature which you send
out to Phonograph owners each month free of
charge.”

He claims that they bring him many good
Record customers. This is merely a suggestion
for those Dealers who haven’t mailing lists now,

and who desire to start one with little effort.

Louis Tyler, Monroeville, O.—New Attach-
ments and Amberol Records are a big success
with us. What is the correct definition of Am-
berol ?

[Amberol is a coined word, and has no defini-
tion. It is simply the name of the new Edison
Record. It means no more than “Uneeda” does
to a certain brand of soda-cracker or “Sapolio” to

a cleaning compound.]
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Charles J. Pommert, Greenfield, O.—1 am
sending you two photographs showing the way
I carry Edison Records. The rack takes up only
8 feet and 4 inches of space, and holds 1,692
Records. The photograph shows the complete list
of American, Amberol and Lauder up to Febru-
ary, 1909. I find this a fine way to carry Rec-
ords. When one is sold out the space is empty
till I get another of the same number. The nice
part of it is I can find any Record asked for in
a few seconds, and when it comes to ordering
Records sold out there is no trouble to tell what
numbers I am out of. The little block keeps
Records from rolling together when a Record is
taken out. The list is a little too large for rack
now, but I have another rack about like this one
for duplicate Records, and with the two I get
along fine. You will notice some little three-
cornered pieces of white paper on some of the
boxes. That is the duplicates, or rather, num-
bers I have two or more of. I like the new
label, as you see how nice they show up in this
rack. I now have in stock over 2,100 Records.

[We regret that we cannot spare space to a
reproduction of the two photographs referred to.
The important feature is that the Records lie
flat, with the top labels facing out. They are
placed on shelves just far enough apart for one
Record carton. The rack has 36 Records on
each shelf and there are 47 shelves.]

O. A. Reynolds, Springfield, 11l.—Our copy of
the PHONOGRAPH MONTHLY reached us to-day.
We are always glad to receive it, and think it
is getting brighter and better with every issue.
I was especially interested in the article on
demonstrations. I consider this one of the very
best forms of advertising and a sure way of ob-
taining good live prospects.

We never lose an opportunity of demonstrating
an instrument, and are always ready and will-
ing to furnish churches, lodges, clubs, and
social gatherings Phonograph, and
it has become the custom of several of
these organizations to call on us whenever
they have any form of entertainment. We make
it a rule always to have printed programmes,
folders, or cards to hand to each guest, and by
this a great many of our forms have gotten into
prospective customers’ homes. You will find
that any of the above societies are willing to give
you all the co-operation necessary in getting the
advertising matter distributed.

Recently one of the great celebrities gave a
concert in this city, and we arranged to give a
musical to a number of the patrons after the
concert. We played them Records of this singer’s

with a

voice, and they were loud in their praise, so we
felt that the talking they would do outside the
stcre was bound to do us some good.

Another good form of demonstrating we have
tried with success is to get the best music teach-
ers to bring their pupils to the store of an eve-
ning, and there give them an hour’s programme
of classical and operatic music. We can now, on
very short notice, arrange one of these concerts
without any trouble at all.

C. B. Bergen, San Rafael, Cal.—I cannot re-
frain from writing you a few words of appre-
ciation of your line of business, and the oppor-
tunities it brings to the music dealer during dull
Here in San Rafael it has rained, I
think, every day but three in the last thirty-three
days, and this would indicate depression of busi-
ness itself, but I must confess that the Edison
goods have been the means of keeping myself
within the bounds of safety financially. Your
whole layout is far in advance of all others and
occupies my first attention, for I recognize in it a
great business, particularly on account of the new
Amberol Record, and the omission of announce-
ments. I have customers who say they do not
play the Two-Minute Record any more so en-
thusiastic are they over the longer one. I am
pleased to note in the list of April you have in-
creased the issue and another improvement has had
telling effect already—cap labels. Your PHono-
GRAPH MONTHLY is a source of interest and in-
struction. I have, I think, all that you have sent
me, and often refer to them, as was the case with
the cut-out Records.

times.

J. Doersam, W aterloo, Ont., Can.—Allow me
to congratulate S. L. Canary, of Lebanon, Ky.,
in the February EbisoN PHONOGRAPH MONTHLY,
on the idea of the three days’ free offer of putting
out Phonographs to prospective purchasers. I
tried it and it works immense. I am sending out
a lot of Phonograms and monthly lists of Rec-
ords to Phonograph owners in Waterloo and
vicinity, and find it pays. I keep a well-selected
stock of Gem, Standard, Home and Triumph
Phonographs and Two and Four-Minute Rec-
ords. I have a standing order for the latest
Two and Four-Minute Records every month.
Talk about old Edison Phonographs! I have
had one in my store for nearly thirteen years,
and it is as good as ever, since I put on a large
horn and crane. There is no wear out to Edisons
if kept oiled well. Same as Messrs. Daspits Sons,
Ltd., Houma, La., would like to see an article in
the PHONOGRAPH MONTHLY on form of contract or
lease for selling on installment plan.
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H. C. Linnell, Blanchard, Mich—I want to
call your attention to a few things I think that
are important. I have been an Edison Dealer
for some time, and I find that it is not altogether
the handsome profit that we derive from the
Phonograph business, but it calls a great number
of people to our places of business, and there-
fore gives merchants a good chance to sell the
callers other articles.

J. French, of Ionia, Mich., called at my store
and wished to sell me machines, also to
give me a stock of 1,000 Records. The price of
his machine was $55. I put it beside my $35
Home and played them both. Every one present
said that the Edison had it outclassed a hun-
dred times. Before French left he told me he
was an Edison Dealer and wished to cut out
all other machines and keep nothing but the
Edison machines.

Isn’'t this a good ad for the Edison machine?

In regard to the EpisoN PHONOGRAPH MONTH-
LY, will state that I do not believe that any one
could publish a book that would be more bene-
ficial than this pamphlet. The only thing I do
not like about it is that we do not get them
often enough. I take several magazines, but
when I get the MoNTHLY I lay them all aside
and read it. I also keep them where I can have
them to refer to.

I am going to make a suggestion that if we
could only get one each week and pay $1 or $2
for it, I believe that it would be money well
spent.

There are a great number of things I would
like to mention, but not being a very good com-
poser, but an enthusiastic Phonograph Dealer,
and like to learn all I can in regard to the
business.

[The Editor of the PHoNOGRAPH MONTHLY
appreciates the nice things Mr. Linnell says about
the publication, but doubts if enough subscribers
could be secured for a weekly issue to pay half
the cost of printing, to say nothing of the cost
of editing it. We will be entirely satisfied if we
can get all Dealers to read one issue a month.]

Jurgens & Walker, of Sutton, West Va., send
a printed programme of a concert given in
their store, and write: ‘“The three concerts that
have been held by us have been handicapped by
bad weather, but we hope to hold a concert
soon, distinguished by both good music and fair
weather. The audiences have always been ex-
tremely appreciative, though smaller than we
wished. The Edison Phonograph will be a
feature of our Spring fountain opening and all
gala days.”

C. M. Johnson Music Co., Parsons, Kan.—We
want to take this opportunity to state that the
new Amberol Record is the best thing we have
had in a long time as a trade tonic, and believe
it should be applied in liberal doses. While we
have never handled any other cylinder machine
than the Edison, we believe the recent step of the
National Phonograph Company was thoroughly
justified, and that a Dealer handling a good
thirty-five-cent Record is better off by a long
ways than the one handling a cheaper one of
poor quality. We are also greatly pleased with
the Record Exchange, and think it as fair as a
company could possibly make with the interests of
so many Jobbers and Dealers to be considered.

Robert C. Peck, Manager Talking Machine
Department, A. §. Cook Co., Woonsocket, R. 1.—
We issue regularly each month a small four-
page folder for the use of our Phonograph de-
partment. In the latest issue we have originated
a plan for disposing of some of our surplus stock
of eertain Records. It appears to work well.
Possibly other Dealers could use the scheme to
good advantage. The article in question is
headed ‘“Edison Records You'd Like to Have.”
The following paragraph heads a list of twenty
selections:

“To aid you in your selection of real enter-
tainment, we offer the following list taken from
our immense stock of over 1,500 numbers. We’d
be pleased to have you hear them.”

W. E. Bailey, Grand Ledge, Mich.—1 wish to
thank my brother Dealers for their information
in the EpisoN MoNTHLY. The February issue hits
on a very good idea, I think, to have Dealers co-
operate and work together. Each Dealer might
set aside one hour or more each month. I am
ready, for one. I wish to thank one Dealer in
particular for information concerning advertis-
ing by putting large horn outside of door, and
have rubber tube run to Phonograph equipped
with repeater. You may put what you wish on
a blank record. For instance, ring a loud bell,
then ask the ladies and gentlemen to call and
hear the late Records or some great singer. Fix
this to suit yourself. I find this a very successful
way. I run two music rooms. If I ran six I
should handle nothing but the Edison line. 1
will be pleased to hear from any brother Dealer.

W.R. Ausenbaum, Grant Park, Ill.—Amberol
Records are taking hold in good shape here, and
you have met a very popular demand in leaving
off the announcements. @ The PHONOGRAPH
MONTHLY is getting more interesting each month.
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The Agency Co., Galveston, Texas—We have
received the EpisoNn PHoNoGRAPH MONTHLY  for
February. We always make it a point to read
this publication upon its receipt, and we are
very much interested in the editorial comment
upon “Co-operation,” and believe the time 1is
ripe for the Dealers in every State to get ‘“ac-
quainted,” and for a great deal of mutual good.
We agree with you that they should come to-
gether and form an organization and to this end
we are willing to do more than our part. If
you will send us a list of the Texas Dealers
we shall take great pleasure in formulating a
circular and send to each and every Dealer, ask-
ing him to consider the proposition to establish
a Texas Dealers’ Association. At this time we
do not believe we should go outside of our State
for members, as it will become too cumbersome
to handle properly.

[We regard our list of Dealers as the ‘property
of Jobbers who send Agreements to us, and fol-
lowing our invariable custom we were compelled
to deny the above request for the names of Texas
Dealers. We would suggest that all such Texas
Dealers as are interested in the suggestion to
form a State Association should send their names
to the Agency Co., J. N. Swanson, manager.]

C. E. Holmes, Ames, Iowa—It might interest
some of your Dealers to know how a great num-
ber of Blank Records can be sold. We have a
recorder and recording horn that we loan to
our customers—Ilet them use it free of charge—
and it is wonderful how it increases Blank
Record sales. We have one customer that has
“borrowed” our recording outfit six different
times, and each time he bought from five to
seven Records (blanks). Every little bit helps,
and there is good money in Blank Records.

James W. Atherton, Momence, Ill.—Amberol
Records, new labels, no announcements and new
attachments for machines are all big steps in ad-
vance. Your MoNTHLY is all O. K. and read
every word. I fill wagons at least once a week
with talking machine ads. Have a large mail-
ing list to whom I mail the Phonogram and other
matters of interest. Keep big stock of Records—
the bigger, the more trade you will get. Adver-
tise. Ask customers as to kind of Records they
like best, then play best of this kind. Get a
sidewalk blackboard and change ads often. Have
concerts. Sell on installments. Your answer to
C. L. Clark on “Record Exchange” in February
issue was “just right.” Success to you.

[Mr. Atherton has given in a condensed form
the principles upon which to do a successful
business in Edison goods.]

J. H, Snyder, Lavelle, Pa—As a Dealer in
Edison Phonographs and Records I would like
to see an article in the PHONOGRAPH MONTHLY
on “Peddling Phonograph Records from House
to House.” I notice some Dealers are in the
peddling business. The thing I liked best in
the January issue was “Store Management.”

[We hope that Mr. Snyder is not taking ex-
ceptions to this method of selling Phonographs,
for in certain sparsely settled sections of the
country it is a most necessary way of getting
business. In other sections it is possibly less
dignified and not necessary to success. We will
be glad to print a letter from some Dealer who
has made a success of it, telling of the plan upon
which he works and other details.]

Daniel H. McRae, Glencoe, Ont.—As a Dealer
in Edison Phonographs and Records, I would
like to see an article in the PHONOGRAPH
MoNTHLY on renting Phonographs for concert or
parlor use. Is such done by Dealers, and if so
what charges for same? The things I liked best
in the February issue were ready-made ads.

[We confess that we do not know to what ex-
tent Phonographs are rented, or under what con-
ditions it is done. We know that many Dealers
have loaned Phonographs to churches, societies,
clubs, etc., for a night or two at a time, and
have found themselves well repaid because of
the advertising it gave them. We do not know
what has been the charge, if one was made. Will
not some Dealers who have rented machines
write the PHONOGRAPH MONTHLY of their experi-
ence, for the benefit of Mr. McRae and other
Edison Dealers?]

John S. Rice, Port Byron, N. Y.—While read-
ing the February MoNTHLY, it was quite amusing
to me, as I travel quite a good deal for the Edi-
son goods. I find many Dealers without much
stock on hand complaining of poor sales, and
that I am taking away their trade. I find that
it pays to advertise and to travel around a little.
My trade is 75 per cent. better than it was last
year. I can say that in forty miles travel the
last six weeks the trade of the Amberol Records
and the attachments are fifty per cent. better.
Some of our Dealers would like to see the snow
so deep that I couldn’t get through monthly, but
I've got quite a channel and a good strong train
and expect to keep pushing ahead.

Earl J. G. Lowett, Titusville, Pa.—The follow-
ing circular letter, which I am sending out to
the names on my mailing list with the March
Record Supplements and Phonograms, may be of
some interest to ‘“The Other 13,000”:

I am enclosing, with the March Record list, a
stamped addressed envelope. I want you to use
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this. I want you to make me a list of your
favorite Records. 1 am asking this of each talk-
ing machine owner in this section of the coun-
try. When my replies are all received I will
make up a list of Favorite Records and mail you
one. This will, no doubt, interest you and may
aid you in making your future Record selections.
Look over your Records, put down the numbers
of your favorites and send them to me at once.
I will do as much to accommodate you when I
can.

E. A. Koony, Wintsboro, N. Y.—I would like
to see an article in the PHONOGRAPH MONTHLY
on “A Form for Installment Plan on Phono-
graphs.” Would be willing to pay for printed
contracts furnished by you. The things I liked
best in the January issue were the “Other 13,000,”
“Store Management” and Editorial comments.

[Our own Legal Department states that it is
unable to supply us with any one form that
can safely be used in all States for instalment
sales. If such a form can be supplied to us by
any one in the trade familiar with the sub-
ject, we will be very glad to get out such a
form as you suggest. The laws in different
States vary to a great extent, and we would
not care to make ourselves responsible for a
single form that Dealers in all States might
use. Nor would we care to get up a form for
each State, for this is a task that our Legal
Department refuses to undertake. It has always
seemed to us that the matter was one that must
be looked after by the Dealers in each State and
not by manufacturers like ourselves, who can-
not safely undertake the work.]

Do Edison Records Last

When a customer asks if Edison Records last,
mention the following testimony of Mr. E. A.
Williams, Jackson, Mich.:

“Four years ago my cousin purchased an Edi-
son, and I happened to be here at the time, and
helped pick out his records, about one hundred.
Many of these Records have since dropped out of
the lists and I have been anxious to get a few
of my old favorites for my collection.

“Last week I made a deal with my cousin
and I am now in possession of sixteen four-
year-old ‘Gold Moulded’ Records.

“They are every bit as good as when I last
heard them (four years ago), they are not worn,
still retain their full, rich tone.

“They take me back to the time they came out
and I would not part with them at ten dollars a
Record.”

One of our Dealer friends writes us concern-
ing a prospective customer who called at the
store to hear the new Amberol Records. Two
or three were played over for the delighted lis-
tener, after which he remarked, with a twinkle
in his eye: “If these Records are Amberol, it
strikes me that all others are Fol-der-ol.”

My trade in Edison Phonographs has been very
satisfactory. I am in a little country town of
200 population, and the first fourteen months I
sold over $2,000 worth of Edison Phonographs
and Records. I have now sold over $3,000. My
trade is all with farmers, and I have not lost
one dollar and have less than fifty dollars stand-
ing out—0. R. Beckwith, Dodgewille, Ohio.

lrade B

ulletins

Suspended List, Feb. 20, 1909

Superseding All Previous Lists

This list is supplemental to the Suspended
Lists which appeared in the June, 1908, and
succeeding issues of the EDISON PHONOGRAPH
MoNTHLY. These are still in force and must be
given the consideration by the Trade as if re-
printed in full herewith.

CAl., San Francisco—Lubbe Bros.

IOWA, Manning—Dr. L. F. Moser (Dr. Moser's
Drug Store).

MAINIZ, Gouldsboro—F. H. Strout.

N. J., Hoboken—E. Pennino & E. Ricciardi.
Trenton—Howard Cycle Co.

NE\}' l\éEX., East Las Vegas—R. M. Mount-
ord. -

OREG., Cottage Grove—Conner & Cochran.
Medford—Morton (or Merton) Elwood.

PIENNA,, Spring City—Harvey A. Heck.

VT, East Hardwick—W. S, Wright.
Fairfax—W. J. Trombly.
Hardwick—H. F. Cummings.

CANADA, Prince Albert, Sask.—G. W. Baker.
REINSTATED.

CAL., San Diego—The Wiley B. Allen Co.
VA, Covirgton—Covington Furniture Co.

Jobbers and Dealers are asked not to supply
any of the above named firms with our appa-
ratus, at addresses given or any other address.

[COPY OF LETTER MAILED TO ENTIRE TRADE UNDER
DATE OF FEBRUARY 1§, 1909.]

About Deductions for Broken
Records

Our attention has been called to the fact that
some Dealers when paying their accounts to
their Jobbers, are arbitrarily making deductions
for Records broken in transit, and for which
Jobbers are in no way responsible.

On September 18th, 1907, we notified our
Dealers of a reduction of one (1) cent each on
Edison Records, the change in price being made
effective, not only to insure Dealers a better
margin of profit, but to cover any possible loss
by breakage in transit.

Deductions made by any Dealer as above are
unfair and unjust, and in future will not be en-
tertained by any Jobber, nor will our Jobbers be
permitted to allow such claims.
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Playing Up Amberol Records
Ready-Made Ads

Edison Amberol Records are the biggest sen-
sation in the talking machine world for years.
They will make old General Public and his wife,
and his sisters and his cousins and his aunts, and
his children and his grand-children sit up and
take notice. It is up to you to see that they also
take notice of you.

The Dealer who lets people know that he has
Amberol Records for sale will sell Amberol
Records sooner, sell ’em faster, and sell more of
’em than the Dealer who waits for the public to
find out that he has them.

One good way to let people know is your local
newspaper. Here are three ads that will help
you a lot.

If you will run the ads, we will send free, an
electrotype of the illustration. The newspaper

will set the type matter for you.

D)J Mi%'

BERC  1°2)

DANCING TO AMBEROL RECORDS

The Amberol Record plays for more
than four minutes, long enough for a real
waltz.

No. 8 is “Violets” waltz, played by the
New York Military Band. The composer
is Waldteufel, who has written some of
the best waltzes that you ever danced to.

The advantage of the new Amberol
Records is that they play long enough to
make dancing to them satisfactory.

The Waltz Amberol Record is but one
of nearly 100 new ones which can be
played upon your Phonograph by means
of a new attachment which we show you
how to adjust, and a new reproducer.
This is the greatest improvement in the
Edison Phonograph for several years.

(Dealer’s name and address)
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THAT NEW RECORD WHICH PLAYS
MORE THAN FOUR MINUTES

Mr. Edison has discovered a new com-
position for Records, upon which he can
make a Record more than twice as long
as the old one, although the cylinder re-
mains the same size. These new Records

Edison Amberol Records

are for sale here. They can be played
upon any Edison Phonograph by means of
an attachment, also for sale here.

Nearly 100 new selections, longer and
better than any Edison Records, new at-
tachment, or new Phonographs that play
the Amberol Records without attachment.
berol Records without attachment.

(Dealer’s name and address)

“THE HOLY CITY”

This famous sacred song has never
been given in its entirety and so beauti-
fully as it is now given upon the Edison
Amberol Record.

These new Records which play for more
than four and a half minutes, make it
possible to render the entire song and to
give it in all its beauty.

The new Edison Amberol Records, com-
prising fifty subjects, are for sale here.
They can be used upon your Edison
Phonograph by means of a gear attach-
ment and a different reproducer. Come in
and let us explain about it

Amberol Records 50 cents.

(Dealer’s name and address)

(Cut in above advertisements is No. 707)




22 Edison Phonograph Monthly, March, 1909

Advance List

Ot Edison Standard and Edison Amberol Records
for May, 1909

THE Standard and Amberol Records listed beloaw will be shipped from Orange in time to reach

all Jobbers in the United States and Canada before April 24th, 1909, all things being favorable,

and they may be reshipped to Dealers at 8 A. M. on April 23rd. They must not, however, be ex-

hibited, demonstrated or placed on sale by Jobbers or Dealers until 8 A. M. on April 24th.
Supplements, Phonograms«, Bulletins and Hangers «will be shipped with Records. These may be distributed
to Dealers after April 20th, but must not be circulated among the public before April 24th. Jobbers and
Dealers may, howewver, deposit Supplements and Phonograms in Mail Boxes or Post Offices after 5 P. M.
on April 23rd, for delivery on the folloawing day. Jobbers are required to place orders for May Records
on or before March I0th. Dealers should place May orders awith Jobbers before March 10th to insure
prompt shipment awhen Jobbers® stock is receicved.

Edison Standard Records

10117 Venus on Earth—Waltz National (London) Military Band

A charming waltz air by Paul Lincke, the well-known European composer and director of the
Apollo Theatre, Berlin, Germany. Mr. Lincke also wrote the popular “Glowworm” (our
Amberol Record No. 61) and other attractive compositions.

10118 Won’t You Even Say “Hello”? Manuel Romain

The title is a question asked by a lover as he is parting from his sweetheart. Of course it is
a sentimental song and it is sung as only Mr. Romain can render such a song. Orchestra
accompaniment. Music, Al Piantadosi; words, Edgar Leslie; publishers, Ted Snyder Music
Co., New York.

*10119 Oh, La, La, La, La, La Sallie Stembler

These words and the line: “A little nonsense now and then, is relished by all the wisest men,”
constitutes all of the English known to the little miss in the Moulin Rouge. The same chorus
was sung by a member of the Boston Y. M. C. A. who was found by a friend having the time
of his life in the same resort. It is Miss Stembler’s second Edison Record and it is all right,

too. Orchestra accompaniment. Music and words, Louis Weslyn; publishers, M. Witmark
& Son, New York.

10120 Sterling Castle and Harvest Dance William Craig

A strathspey and reel on the violin. Just the sort of Record to appeal to all who like the
violin for the old-fashioned dance music that was played when our grandfathers were young.
Piano accompaniment.

10121 A Confidential Chat Press Eldridge

A heart-to-heart talk by the “Commander-in-chief of the Army of Fun,” as Mr. Eldridge is
everywhere known. The matter that Mr. Eldridge passes out is of the mirth provoking
variety, especially his reasons why men should marry widows. This is one of his most popular
monologues. It is always a “hit” at the leading vaudeville houses of the country. This
Record marks Mr. Eldridge’s entry in the Phonograph field and we predict that in it he will
be no less popular than he is on the stage.

10122 Make a Noise Like a Hoop and Roll Away Collins & Harlan

A comic waltz song being sung by a number of vaudeville headliners. The title makes it clear
that it is a slang song. Mildred Moore had the slang habit “bad.” Bertie McClore, her best
young man, wanted to break her of it, but every time he tried she replied in the words of the
above title. They married, and Bertie had a chance to get back when Mildred wanted money
for a new hat. Orchestra accompaniment. Music, J. Fred Helf; words, Ren Shields; pub-
lishers, Helf & Hager Co., New York.

10123 Beautiful Eyes Ada Jones

A sort of novelty song with words quite different from what its title would indicate. It tells
of what happened to a young miss who met a charming gentleman. With his beautiful eyes
he hypnotized her, told her pretty things and took all her rings. Orchestra accompaniment.
Music and words, Ted Snyder; publishers, Ted Snyder Music Co., New York.

* This Record will be illustrated on cover of May PHONOGRAM.
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10124 Golden Trumpets Albert Benzler

A bells solo with orchestra accompaniment. The selection is one of those song and dance style
compositions, always chosen when the best results from the bells are sought. Composer, T. H.
Rollinson; publisher, Oliver Ditson Co., Boston.

10125 Ayesha, My Sweet Egyptian Herbert Payne

A fine Record having an Egyptian color, sung finely and with clear enunciation by a new
Edison singer. The orchestra accompaniment is very attractive. Music, Maurice Scott; pub-
lishers, Star Music Co., London.

10126 How Firm a Foundation Edison Mixed Quartette

Not to know this popular old hymn is to be stamped as knowing little about matters religious.
A Record of it has been asked for by many Phonograph owners. It is also well known as the
Portuguese Hymn. Unaccompanied. Music, M. Portogallo; words, G. Keith.

10127 ] Used to Be Afraid to Go Home in the Dark Billy Murray

“Now I'm afraid to go home at all.” That is the plaint of a man who has a wife waiting for
his coming, and he confides his troubles to the barkeep. It is a companion song to “I’m Afraid
to Come Home in the Dark” (our Record No. 9780) by the same writers and sung by the same
Edison artist. Orchestra accompaniment. Music and words by Williams, Van Alstyne &
Burt; publishers, Jerome H. Remick & Co., New York.

10128 A Coon Band Contest Maurice Levi and His Band

A characteristic rag time march and one of Arthur Pryor’s well-known compositions. It
features a contest between several members of the band, each playing a different air. The
trombone wins. The selection is played with great success by Mr. Levi and his splendid
organization. It will strengthen the position won by ‘“Happy Days” in the April list.

10129 The Heart of Ninon Florence Hinkle

A soprano waltz song written on themes of the celebrated Italian waltz “Tesoro Mio” by De E.
Becuccia. The English version is by T. H. Martens. The words are by G. Millandy. It is
interpolated and is a striking feature in Lulu Glaser’s “Mlle. Mischief,” where it is sung in
French under the title “Le Coeur de Ninon.” Publishers, Boosey & Co., New York.

10130 When the Humming Birds Return, Sweet Irene Harlan & Stanley

A sentimental song for tenor and baritone, that ought, by reason of its sweet melody and
tender words, be quite as popular as any other similar songs that have caught the public fancy
in the past few years. Orchestra accompaniment. Music, Ted Snyder; words, Edgar Farran;
publishers, Ted Snyder Co., New York.

10131 Uncle Josh at the Dentist’s - Cal Stewart and Len Spencer

Another ¢f Mr. Stewart’s original Rube sketches. Mr. Stewart has no rival in Records of this
kind, but Mr. Spencer is a close second in making successful talking Records. Together they
make a great combination. Hear this Record and you can’t help agree with this statement.

10132 Hallowe’en Dance American Symphony Orchestra

A characteristic dance in which the music and effects introduced are of the mysterious and
weird order, reflecting the spirit of Hallowe’en. A Record for those who want something
different. Composer, H. Engelmann; publishers, Joseph Morris Co., Philadelphia.

10133 I Don’t Care if There’s a Girl There Harry Fay
With an unusually good voice and a rollicking way of using it, Mr. Fay makes a Record here

that will appeal to many lovers of the Phonograph. Orchestra accompaniment. Music and
words, Collins & Weston; publishers, Star Music Co., London.

10134 Shine On, Harvest Moon Ada Jones and Billy Murray

Scarcely less popular than Miss Jones’ solo Records are those made with the assistance of
Mr. Murray, himself one of the best of the Edison artists. The duet Records by Miss Jones
and Mr. Murray are eagerly sought for in each month’s list. This selection is a serio-comic
song, featured in “The Follies of 1908.” The dialogue between the chorus is alone worth the
cost of the Record. Orchestra accompaniment. Music, Nora Bayes-Norworth; words, Jack
Norworth; publishers, Jerome H. Remick & Co., New York.

10135 The Model Minstrels Ediscn Minstrels
A miniature minstrel first part with an opening chorus “Broncho Buster”; jokes by the end
men, and the closing chorus, “In the Good Old United States.” It is hard to believe that so
much can be put on a Standard Edison Record.

10136 Amina Edison Concert Band
Still another fine composition by Paul Lincke, who has won world-wide fame as a writer of
music of the better class and of whom much may still be expected. ‘“Amina” is styled an

Egyptian serenade, its music being of an Oriental character. Publishers, Jos. W. Stern & Co.,
New York
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Edison Amberol Records

115 Reinzi Overture Edison Concert Band

Reinzi, Richard Wagner’s first successful grand opera, has always held a prominent position
among his many operatic works. In the overture is found the most significant and interesting
themes of the opera, appearing in a most brilliant instrumental garb and with all the grandeur
of conception and originality of the famous master. The Amberol Record gives the Concert
Band a splendid opportunity to do the selection justice. Publisher, Carl Fischer, New York.

116 It is Enough James F. Harrison

The most popular aria for baritone in the oratorio “Elijah” by Felix Mendelssohn. The text
of the aria is taken from the Book of Job, 7th Chapter, 16th verse, and 1st Kings, 19th Chapter,
1oth verse. Mendelssohn was born at Hamburg, Feb. 3rd, 1809. He conducted the first
performance of “Elijah” at Birmingham, England, August 18th, 1846. At the time of making
this Amberol Record the centenary of the birth of Mendelssohn was celebrated by a number of
grand concerts, the programs showing some of the best works of this famous composer,

including this popular aria from “Elijah.” Orchestra accompaniment. Publishers, G. Schirmer,
New York.

117 Love and Devotion Venetian Instrumental Trio

Cne of those quiet, tranquil compositions so well adapted to this combination of instruments—
flute, harp and violin. It is delightfully written and charmingly played. A brilliant cadenza
for the harp is introduced. Composer, L. A. Drumbheller; publishers, Jos. Morris Co., Phila-
delphia.

118 To the End of the World With You Manuel Romain

A ballad of the better class, similar in style and character to the famous “Love Me and the
World is Mine” (our Record No. 9371) and written by the same composers. The air of this
selection, combined with unusually well written sentimental verses, ought to make the song
quite as popular as “Love Me and the World is Mine.” Orchestra accompaniment. Mousic,
Ernest R. Ball; words, Dave Reed, Jr, and George Graff, Jr.; publishers, M. Witmark
& Sons, New York.

119 Casting Bread Upon the Waters Empire Vaudeville Co.
A comic vaudeville sketch with the following cast of characters:

Mr. Hiram Jones, Always Dreaming - - - - Edward M. Favor
Mrs. Hiram Jones, Head of the House .— — - -  Edith Sinclair
Klondyke Pete, A Trawp - =« == « = < = Steve Porter

Mr. Favor and Mr. Porter need no introduction. Miss Sinclair in private life is Mrs. Edward
M. Favor. Until Mr. Favor entered the comic opera field he and Mrs. Favor were widely
known in vaudeville as Favor and Sinclair. This Record is a new departure and must be
heard to be appreciated.

120 S. R. Henry’s Barn Dance New York Military Band

Recorded purposely for dancing and the first barn dance on the Amberol Record. The
unusual length of the Record makes it especially advantageous for dancing. A dance orchestra,
as a rule, does not play a dancing number any longer and sometimes not so long. The music
for the dance Record was selected from among the best and most popular barn dances of
recent issue. Composer, S. R. Henry; publishers, J. W. Stern & Co., New York.

121 Prize Song—*“The Mastersinger” Reed Miller

The “Preislied” (prize song) the famous tenor solo from “Die Meistersinger von Nurnberg”
by Richard Wagner, sung in English. In the German opera, it is sung by Sir Walther won
Stolzing and won for him a place among the mastersingers. It is a song of noble and soaring
beauty. Mr. Miller’s splendid voice gives it a fine rendition. Orchestra accompaniment.

122 Golden Rod Mabel McKinley
Miss McKinley is one of the most notable additions ever made to the staff of Edison artists.
She is a niece of the late President McKinley; a composer of great merit, the possessor of a
delightfully sweet soprano voice, a woman of charming personality and a universal favorite
on the stage. “Golden Rod” is one of her own compositions. It is dedicated to Vice President
Fairbanks. Miss McKinley also wrote “Anona” and other musical successes. “Golden Rod”
is a song of the national flower. Its words are patriotic, its musical setting is perfect and
Miss McKinley’s singing of it is artistic in every sense of the word. Orchestra accompani-
ment. Publisher, Leo Feist, New York.

123 Awakening of Spring American Symphony Orchestra
Styled a romance for orchestra. A favorite concert number. The composer’s idea is to
picture musically the coming of spring. The opening theme, soft and low, played by the ’cello,
depicts this delightful season of the year still asleep in the clasp of winter. The oboe’s
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plaintive strains portray the dawn of the approaching day and a fortissimo burst of melody
by the entire orchestra heralds the awakening of a glorious springtime. Composer, E. Bach;
publisher, Carl Fischer, New York.

124 Jerusalem Edison Mixed Quartette

This joyful anthem opens with a tenor solo, followed by the baritone in a solo part; then a
beautiful harmonized strain for quartette. After this comes a grand and inspiring melody in
which all sing in unison: “Lord, now we meet thee, sing we Hosanna.” The subject of the
anthem is found in the 21st Chapter of St. Matthew, fifth to tenth verses. Organ accompani-
ment. Composer, Henry Parker; publisher, G. Schirmer, New York.

125 Good-Bye, Molly Brown Ada Jones

A song of the different kind that gives Miss Jones an unusual opportunity to show her clever-
ness as a dialect singer. It has three verses and three choruses. The latter in turn are sung
in cockney English, French and Irish, these dialects being used by the respective suitors for
the hand of Molly Brown, from the country. The song is being used in the musical comedy
“Mr. Hamlet of Broadway.” Orchestra accompaniment. Music, Ben M. Jerome; words,
Edward Madden; publishers, The Trebuhs Publishing Co., New York.

126 Nina Hans Kronold

A favorite ’cello solo of the popular virtuoso, Hans Kronold. It is played in his usual style

and finish and makes another splendid addition to our list of violoncello Records. Piano
accompaniment. Composer, Pergolese.

127 Even Bravest Heart Thomas Chalmers

The recitative and cavatina sung by Valentine (Marguerite’s brother) in Act 1, Scene 4, of
“Faust,” Charles Gounod’s best known opera. It is a favorite baritone solo. It is here sung
in English, Mr. Chalmer’'s noble voice meeting every requirement of a perfect rendition.
Orchestra accompaniment. Publishers, Oliver Ditson Co., Boston.

128 I Feel Thy Angel Spirit Miss Chapman and Mr. Harrison

A fine rendition by soprano and baritone of a high class song. The text is translated from
the German, written by the well-known composer, Graben-Hoffmann. The combination of the
voices makes it a fine Record. Orchestra accompaniment. Publishers, G. Schirmer, New York.

129 New Creation Two-Step New York Military Band

Another fine Record made especially for dancing and selected for the purpose because of its
excellent rhythm. The long playing length of the Amberol Record is going to make the
Edison Phonograph more desirable than ever for dancing purposes, and it is our intention to
put out one or two selections every month for use in this- way. Such Records are equally

enjoyable to those who do not dance. Composer, Edmund Braham; publisher, Carl Fischer,
New York.

130 I’'m Awfully Strong for You Billy Murray and Chorus

The words of the title are the somewhat unique one used by a sentimental young man to his
girl. Mr. Murray sings the selection in a fitting manner, accompanied by a quartette of male
voices. Being sung in “The Yankee Prince,” George M. Cohan’s musical play. Orchestra
accompaniment. Music and words, George M. Cohan; publishers, Cohan & Harris Publish-
ing Co.,, New York.

131 Come Where the Lilies Bloom Metropolitan Quartette

A Record of unusual attractiveness, finely sung by a quartette of mixed voices, accompanied
by the New York Military Band. It is some time since we have put out a Record with a
band accompaniment. “Come Where the Lillies Bloom” is Will L. Thompson’s most popular
composition. It is an old-time favorite. For years it has been featured in the best singing
shows. It is given complete on the Record.

132 Roses Bring Dreams of You Medley American Symphony Orchestra

An up-to-date medley introducing “Finnegan’s Irish Band,” “I Remember You,” “Yip-I-Addy-I-
Ay,” “Roses Bring Dreams of You,” and “The Sweetest Gal in Town.”

133 Si Perkins’ Barn Dance Ada Jones and Len Spencer

Not the kind of barn dance now so much in vogue, but a most realistic side-splitting senti-
mental imitation of an old-fashioned country dance in the barn. The dialogue is by Miss
Jones and Mr. Spencer as Susan and Elmer, the spooney couple, but other special features are
introduced. The incidental singing has an orchestra accompaniment.

134 Fair Harvard Waltzes Maurice Levi and His Band

A concert waltz composed and played under the personal direction of Mr. Levi. The state of
perfect organization to which Mr. Levi has brought his band is at once recognized in this
selection, and the many clever and interesting effects brought out show the remarkable con-
trol that as a leader he has wpn over his men.
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Advance l.ist

New Bohemian, French, German, Italian,
Polish and Swedish Selections

: ’ YHE Records named below will be ready for shipment from Orange between April 1st and

I0th. Samples of any or all of them awill be shipped March 1st to such Jobbers as place
orders for them. None awill be shipped acithout orders. Jobbers’ stock orders received by
March 2oth «will be shipped as fast as posszble, after April r1st. Care «will be taken to
make shipment at one time to all Jobbers in the same city. Separate supplements of each list avill
ve shipped with Records to all Jobbers awho request a supply. State quantity required of each kind.

10 Bohemian Selections

15876 Proc ta lipa u studanky (Vymetal) Josef Sladek
15877 Libati neni hrich (Eyslér) Josef Sladek
15878 Zeleny hijové, Chodsky poched Josef Sladek
15879 Bud préci cest (slozil J. Scheu) Josef Sladek

15880 Anka z Hloubétina (Original) Alois Tichy
15881 U Zvonu (Original) Alois Tichy
15882 Zahradnik (Original) Alois Tichy
15883 Na Skvarovné (slozil R. Hanf) Alois Tichy
15884 Verse Pro zasmini (slozil J. Dosek) (Dueto) Alois Tichy a Josef Sladek
15885 Sumari (slozil A. Tichy) (Dueto) Alois Tichy a Josef Sladek
52 French Selections
17015 Allons, Madelon M. Mercadier
17148 Selon la saison M. Mercadier
17229 Venez, ma belle M. Mercadier
17282 A Bagnelot M. Mercadier
17396 Quand vous seres vieilles M. Mercadier
17865 Pas d’Fumerons (Duo Auvergnat) . Rollini et M. Maréchal
17866 Ninette Ninon (Romance) M. Mercadier
17869 Quand I’Amour chante (Chansonnette avec Flate) M. Maréchal
17871 Bousoir Madame la Lune (Romance) M. Noriac
17877 La Petite Mariée (Duo du Rossignol) Mme. Ida Vaudére et M. Ragneau
17879 Bonjour Souzon (Mélodie) M. Gluck
17881 O ma Napolitaine (Sérénade) M. Bérard
17883 Tu m’as dit (Valse chantée) M. Noriac
17884 Caprice de Vauvette (Chansonnette avec solo de Flite) Mme. Rollini
17895 Notte Serena (Sérénade) M. Gluck
17896 La Vie Parisienne (Opérette) M. Ragneau
17897 Lilas blanc (Idylle Parisienne) M. Maréchal
17902 Ivresse d’Oiseaux (Bluette) Mlle. Clery
17903 Les Refrains de la Vie M. Bérard
17907 La Reine de Chypre (Duo d’Halévy) MM. Gluck et Ragneau
17908 Les Myrtes sont flétris (Aubade) M. Soubeyran
17912 Paquita (Valse Espagnole) M. Bérard
17920 Gavroche Tyrolien (de St. Servan) Mme. Roilini
17924 Chand de Ballons (de Chaudoir) M. Bérard
17925 Sérénade a Magali (de Will et Trim) M. Bérard
17927 Le Crucifix (de Faure) (Duo) MM. Sardet et Dathane
17930 Valse des Cent Vierges (de Lecocq) Mme. Marcjgny
17939 L’Honneur (de Magquis) M. Bérard
17942 Ah! si vous voulez d’ I’Amour M. Noriac
17943 Le Clairon (d’Andre) M. Roland
17946 Chasseur Tyrolien (de St. Servan) Mme. Rollini
17951 J’ai tant pleuré M. Bérard
17955 Marche émoustillante M. Dambrine
17956 Carillon tyrolien Mme. Rollini
17959 Tu ne m’oublieras pas M. Sardet
17977 Gaby M. Bérard
17979 Pompette Mme. Rollini
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17982
17984
17985
17989
17990
17996
17997
18001
18002
18004
18013
18014
18017
18018
18022

15723
15726

15730
15734
15803
15808
15810
15812
15813
15817
15818
15819
15822
15828
15860
15864
15865
15869
15871
15887
15891
15895
15896
15897
15905
15906
15909
15911
15912

20556
20557
20558
20559
20560
20561
20562
20563
20564
20565
20566
20567
20568
20569
20570
20571

20572,

20573

Ohe! I’Hoételiere

Romance du Jour et de la Nuit

Le Rédempteur

Reine des Reines (de Cazelli)

Tant pis pour elle (de Christiné)

Si j’ai révé (de Perrin et Devaux)
Le fou rire (de Delattre)

Tutta Mia

Ne vends pas ton coeur (Valse)
Polka des Camelots

Coeur de Napolitaine (par Rico)
Pourquoi baisser les yeux (de Gallini)
Pour la Republique (de Christine)
C’est I'autre (de Maquis)

Rends-moi mon coeur (de Palmouries)

29 German Selections

Mirchen und Tridume (aus der Revue ‘Das muss man seh’n’’)

M. Bérard
M. Sardet
M. Fréjol
M. Bérard
M. Fréjol
M. Bérard
Mme. Rollini
M. Bérard
M. Sardet
M. Lejal

M. Bérard
M. Sardet
M. Fréjol
M. Mercadier
M. Bérard

Joseph Josephi

Eine Fahrt mit dem Autobus durch die Friedrichstrasse (Original-Humoreske)

Der kleine Finkenhahn
Der eigensinnige Heinrich (Couplet)

Der Herzen von Berlin (aus der Revue “Das muss man seh’n”)

Puppen-Arie aus der Oper “Hoffmann’s Erzdhlungen”
Fahr’ wohl, du schéner Maientraum (Quartett)
Stromt herbei, ihr Vélkerscharen (Rheinlied)

Scheely und Barsch
Max Steidl

Frl. Grete Wiedecke
Joseph Josephi

Hedwig Francillo-Kaufmann

Edison-Quartett
Carl Nebe

Bummelkompagnon (duett aus der Revue “Das muss man seh’'n”) Mila Karri und L. Haskel

An deinem Herzen lass mich trdumen

Gebet, aus der Op. “Toska”

Ein fideler Studenten-Commers (Original-Vortrag)
Posaunen-Miiller (Original-Vortrag)

Am sonnigen Rhein

Friilingsfahrt

Dudel-Couplet (Original-Vortrag)

Drei lustige Fechtbriider (Terzett)

Schier dressig Jahre bist du alt (Volkslied)
Weibi, Weibi! (Haupt)

Horch die alten Eichen rauschen (Quartett)
Immer an der Wand lang (Couplet)

Gruss an die Burg (Wagner) (aus “Rheingold”)
Schlaraffenland (Walzerlied)

Im .silbernen Mondlicht (Quartett)

Wenn der Spargel wichst (Couplet)
Spiegel-Arie, aus der Oper “Hoffmann’s Erzdhlungen”
Seguidilla (aus der Oper “Carmen”) (Bizet)
Das Bergmanskind

25 Italian Selections

L’amore e facile—Tarantellucci (R. Falco)
Ideale di Tosti

Mocches e arraggiunate (R. Falco)

Mia sposa sara’ le mia bandiera (A. Rotoli)
Sempre a voi fedele (F. Paolo Tosti)

Il Poveretto—Romanza (G. Verdi)

Amor ti vieta, “Fedora” (W. Giordano)
Se—Melodia di Denza

Sognai (Tessari)

Verrei morir (F. Paolo Tosti)

Amor te chiedo (C. Gimino)

La Stua Sella (P. Mascagni)

La Serenata (F. Paolo Tosti)

Non Penso a lei (M. Ferrandini)

In riva al mare (Brogi)

A serenate d’omarenare (G. Cambardella)
Comme facette Mamneta (Gambardella)
Geolosi (Fonoz)

Hans Horsten

Hedwig Francillo-Kaufmann

Georg Barsch

Gustav Schonwald
Carl Rost

Dr. Otto Briesemeister
Robert Steidl

Emil Justitz, Carl Nebe und Max Steidl
Trinklied (Offenbach) (aus der Oper ‘Hoffmann’s Erzdhlungen”)

Juan Raventos
Carl Nebe

Carl Nebe
Edison-Quartett
Alfred Walters
Theodor Bertram
Franziska Krug-Elfgen
Edison-Quartett
Alfred Walters
Theodor Bertram
Rosa Olitzka
Max Steidl

Giego Giannini
Signorina Emma Grandi
Diego Giannini
Ernest Badini

Sig. Scaramella
Ernest Badini
Castiglieni

Ernest Badini

Sig. E. De Franceschi
Sig. E. De Franceschi
Sig. Franco

Sig. Franco

Sig. Franco

Sig. Panerai

Sig. Panerai

Diego Giannini
Diego Giannini

Diego Giannini
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Sig. Molinari

Sig. Molinari

Sig. E. De Franceschi
Sig. E. De Franceschi
Sig. E. De Franceschi
Sig. Gabardo

Sig. R. Tamenti

8 Polish Selections

20574 'Toscanata (Baccini)

20575 E Naturale (Feydeau)

20576 Io Voglio smarti (F. Paolo Tosti)
20577 Torma (L. Denza)

20578 Vorrei (F. Paolo Tosti)

20579 Malia (F. Paolo Tosti)

20580 Serenata Mediovale (P. Mario Costa)
15831 “Eros i Psyche.”” Arja Blednego rycerza

Arja z op “Halka” (Moniuszko)
Romans do gwiazdy (Wagnera)

15832
15833

15834 Krakowiaczek (Moniusko)
15835 Cichd smierci piesn, Galla
15836 Mazurek ludowy

15837 Prymadonna w zastawie, walc

15838 Stach (Noskowskiego)

Jan Sztern
Helena Zboinska
Dr. Zawilowski
Ignacy Dygas
Dr. Zawilowski
Wincenty Rapacki
Jan Popowski
Dr. Zawilowski

18 Swedish Selections

20516 Bond-tur Comisk Sing Herr Bondesson
20517 Hur min madam ska se ut Comisk Sing Herr Bondesson
20518 Frieriet 1 myrstacken Comisk Sing Herr Bondesson
20519 Ett har af hin . Comisk_Sing Herr Bondesson
20520 J. Rosenlund Gamlat Svensk Bondvisa Sang ut an Accompagnement Fru Dr. Blumenthal
20521 De tre sjomannen Orkester och Sang . Herr C. Barcklind
20522 Aptitkuplett Soubrett Frk. Leijmann
20523 Ballad Sopran Fru Mally Hogberg
20524 Prastens sugga Talande Hrr Nergards-Lasse (Pseudonym)
20525 Karleksfunderinga Comisk Sing Herr Norce
20526 Hur ska’ kvinnfolk tas Drag Spel och Sang Herr C. Barcklind
20527 Liten Aslog Sopran Frk. Larsen
20528 Hela klabbet Comisk Sing Herr Textorius
20529 Bergspredikan Tenor Herr Nyblom
20530 Stretta ur Troubadour Tenor Herr Nyblom
20531 Visa ur Virmlindingarne Mezzo-Sopran Fru Hellstrom-Osear
20532 Portervisa Bas Herr Sjéberg
20533 Kosackvisa Bas Herr Sjoberg

Owns 3020 Different Edison
Records

The Milner Musical Co., of Cincinnati, send
the following letter recently received by them
from Charles Wendel, a retail customer in their
city:

After taking stock of my Records, which has
taken about six years to collect, I have on
hand three thousand and twenty, of which I
could not tell you which I like the best, as
very often I play the old ones and feel I could
not part with one of them. This includes all
operas and grand operas—all Edison Records.
I have the largest size Edison Triumph Phono-
graph, which I bought three years ago, as my
first machine was a small graphophone, and my
second a Home. This last machine has always
done perfect work and has never cost me one
cent for repairs. My brass horn is about four
feet long, which throws the sound for over a
square, and if the time comes and you have any-
thing superior to my machine I will only be too
glad if you will let me know to purchase same.

The Invaluable Talking
Machine

The talking machine is rapidly coming to the
front as a medium for solving various troubles
of man. An Albany, N. Y., man recently went
into a local talking machine store and ordered a
Record to repeat the words “He’s not here,” and
nothing more. He explained his unique order
by stating that one of his clerks had been mar-
ried only a short time before and his bride in-
sisted upon calling him on the ’phone numerous
times during the day, usually at the busiest
hours.

On each occasion she had to be told repeatedly
that her husband was not in, and as the mer-
chant got tired of her continual ’phoning and
did not care to fire the man owing to his ability,
he decided upon the talking machine record
to do the work.—Talking Machine World.
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Jobbers of Edison Phonographs and Records

ALA., Birmingham—Talking Machine Co.
Mobile—W. H. Reynalds.
Montgomery—R. L. Penick.

ARK., Fort Smith—R. C. Bollinger.

CAL., Los Angeles—Southern Cal. Music Co.
Sacramento—A. J. Pommer Co.
San Francisco—P. Bacigalupi & Sons.
Kohler & Chase, Inc.

COLO., Denver—Denver Dry Goods Co.
Hext Music Co.
CONN., New Haven—Pardee-Ellenberger Co.
D. C.,, Washington—E. F. Droop & Sons Co.
GA., Atlanta—Atlanta Phonograph Co.
Phillips & Crew Co.
Waycross—Youmans Jewelry Co.
IDAHO, Boise—Eiler's Piano House.
ILL., Chicago—Babson Bros.
Lyon & Healy.
James 1. Lyons.
The Vim Co.
Montgomery Ward & Co.
Rudolph Wurlitzer Co.
Peoria—Chas. C. Adams & Co.
Peoria Phonograph Co.
Quincy—Quincy Phonograph Co.
IND., Indianapolis—Indiana Phono. Co.
Kipp-Link Phonograph Co.
IOWA, Des Moines—Harger & Blish.
Hopkins Bros. Co.
Dubuque—Harger & Blish.
Fort Dodge—Early Music House.
Sioux City—Early Music House.

KY. Louisville—Montenegro-Riehm Music Co.

LA., New Orleans—William Bailey.
National Automatic Fire Alarm Co.

MAINE, Bangor—S. L. Crosby Co.
Portland—W. H. Ross & Son.
MD., Baltimore—E. F. Droop & Sons Co.

MASS., Boston—Boston Cycle & Sundry Co.
Eastern Talking Mach. Co.
Iver Johnson Sptg. Goods Co.

Fitchburg—Iver Johnson Sptg. Goods Co.

Lowell—Thomas Wardell.

New Bedford—Household Furnishing Co.
Springfield—Flint & Brickett Co.
Worcester—Iver Johnson Sptg. Goods Co.

MICH., Detroit—American Phono. Co.
Grinnell Bros.

MINN., Minneapolis—Thomas C. Hough.
Minnesota Phono. Co.
St. Paul—wW. J. Dyer & Bro.
Koehler & Hinrichs.
Minnesota Phonograph Co.

MO., Kans:és City—J. W. Jenkins' Sons Music
0.
Schmelzer Arms Co.
St. Louis—Conroy Piano Co.
Koerber-Brenner Music Co.
Silverstone Talk. Mach. Co.

MONT., Helena—Frank Buser.
NEB,, Lincoln—Ros8s P. Curtice Co.
H. E, Sidles Phono. Co.
Omaha—Nebraska Cycle Co.
Shultz Bros.

N. H.,, Manchester—John B. Varick Co.

N. J., Hoboken—Eclipse Phono. Co.
Newark— A. O. Petit
Paterson—James K. O'Dea.
Trenton—Stoll Blank Book and Station-
ery Co.
John Sykes.

N. Y., Albany—Finch & Hahn.
Astoria—John Rose.
Brooklyn—A. D. Matthews’ Sonas.
Buffalo—W. D. Andrews.

Neal, Clark & Neal Co.
Elmira—Elmira Arms Co.

Gloveraville—American Phono. Co.
Kingston—Forsyth & Davis.
New York City—Blackman Talking Ma-
chine Co.

J. F. Blackman & Son.

1. Davega, Jr., Inc.

S. B. Davega Co.

Jacot Music Box Co.

Victor H. Rapke.

Regina Co.

Siegel-Cooper Co.

John Wanamaker.

Alfred Weliss.

Oswego—Frank E. Bolway.

Rochester—Mackie Piano, O. & M. Co.
Talking Machine Co.

Schenectady—Finch & Hahn.
Jay A. Rickard & Co.
Syracuse—W. D. Andrews.
Troy—Finch & Hahn.
Utica—Arthur F. Ferriss.
William Harrison.
Utica Cycle Co.

OHIO, Canton—Klein & Heffelman Co.
Cincinnati—Ball-Fintze Co.

Milner Musical Co.

Rudolph Wurlitzer Co.
Cleveland—ZEclipse Musical Co.
Columbus—Perry B. Whitsit Co.
Dayton—Niehaus & Dohse.

Newark—Ball-Fintze Co.
Toledo—Hayes Music Co.

OREGON, Portland—Graves Music Co.
OKLA., Oklahoma City—Smith's Phono. Co.

PENNA., Allentown—G. C. Aschbach.
Easton—The Werneér Co.
Philadelphia—ILouis Buehn & Bro.

C. J. Heppe & Son.

Lit Bros.

Musical Echo Co.

Penn Phonograph Co.

John Wanamaker.

Western Talking Mach. Co.

H. A. Weymann & Son.
Pittsburg—Standard Talk. Mach. Co.
Scranton—Ackerman & Co.

Technical Supply Co.
Williamsport—W. A. Myers.

R. L, Providence—J. A. Foster Co.
Household Furniture Co.
J. Samuels & Bro.

TENN.,, Knoxville—Knoxville Typewriter and
Phonograph Co.
Memphis—F. M. Atwood.
O. K. Houck Piano Co.
Nashville—Magruder & Co.
Nashville Talk_ing Mach. Co.
TEX., Dallas—Southern Talking Machine Co.
El Paso—W. G. Walz Co.
Fort Worth—Cummings, Shepherd & Co.
Housten—Texas Piano & Phono. Co.
San Antonio—H. C. Rees Optical Co.
UTAH, Ogden—Proudfit Sporting Goods Co.
Salt Lake City—Clayton-Daynes Music Co.
VT., Burlington—American Phono. Co.
VA. Richmond—C. B. Haynes & Co.

WASH.,, Seattle—Bruce & Brown Co., Inc.
D. S. Johnston Co.
Spokane—Spokane Phonograph Co.

WIS., Milwaukee—Lawrence McGreal.

CANADA, Quebec—C. Robitaille.
St. John—W. H. Thorne & Co., Ltd.
Toronto—R. S. Williams & Sons Co., Ltd.
Vancouver—M. W. Walitt & Co.
Winnipeg—R. S. Williams & Sons Co., Litd.




Broaden ™\
Your Field

—and increase your sales. A dealer-makes a serious mistake
by selling records and instruments for amusement purposes
alone. There is besides the amusement field the vast field of
education from which can be reaped an abundant business. Here
the dealer can increase the sale of records to those who already
own phonographs, and can sell both instruments and records to a
very large number of cash customers” who would never think of buy-
ing a phonograph except for educational purposes. All this is made
possible through '

1C.S. LANGUAGE SYSTEM
hamas Q. Edison~

PHONOGRAPH

There is a great opportunity for you to sell I. C. S. Lan-
guage Outfits to people who are going abroad or who desire
to learn a language for the sake of the knowledge of it alone; to
those who desire to qualify for positions as translators and for-

eign correspondents; and to foreigners who wish to learn to
speak English. No sledge hammer is needed to get it
clearly into your head that this presents a sure way
of broadening your field of work and increasing
your sales. For the sake of good business
sense, boom the I. C.S. Language feature of
the business.

International
Correspondence Schools
SCRANTON, PA.
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Short Sermons

TEXT:

The rooster does the crow-
ing, but it’s the hen that
meets the demand for eggs.

AKING a noise about
your business 1s one
thing and a commend-
able thing, but just mak-
ing a noiseisn’t going to put Edison
Phonographs into homes where
there are none, or Records into
homes where Phonographs have
gone.

We are advertising Edison
Phonographs and Edison Records
throughout the length and breadth
of the land. There is probably
not one man, woman or child in
this whole country, who can read,
who has not read about Edison
Phonographs and Records in some
publication at some time or other.

But our work 1n this direction is
never done. It isn’t enough to
bring the Phonograph to the at-
tention of everybody. We must
talk about it month after month;
we must continually present it from
every point of view; we must urge
investigation, comparison with
other instruments and win the

from Familiar 1exts

people over to it by every means
within the scope of publicity.

This we are doing, liberally,
thoroughly and, we believe, in-
telligently.

But—

You are the hen.

Your store must meet the de-
mand we are creating.

Unless your store 1s inviting;
unless your stock 1s complete; un-
less your enthusiasm is kept at a
high pitch; unless your demon-
stations are well conducted and
unless you are doing everything in
your power to make sales and make
satisfied customers, you are not
getting full benefit from our ad-
vertising and we are not getting all
of the co-operation which our
efforts 1in your behalf deserve.

We promise nothing that you
cannot deliver. We claim nothing
that anyone can contradict. We
ask nothing except that you make
all of the money you can out of
our goods and our efforts.

This requires effort on your
part, but it is effort that brings in
fitting returns.

Lets get a little closer together
on this.



2 Edison Phonograph Monthly, April, 1909

Don’t Let Up

There is no disguising the fact that business
conditions are not what they ought to be, espe-
cially in the East. It would be foolish for us
to attempt to tell Dealers that conditions in their
territories are only imaginary and that they
could do just as much or more business if they
tried. They know and we know that business
1s below normal. At the same time, too many
Dealers are unconsciously influenced by adverse
conditions and ‘“lay down” to a much greater
extent than the conditions really justify. Thou-
sands of men are out of employment and many
other thousands are working on reduced time or
at lower wages. The total number of such men,
however, is small as compared with the number
that are doing as well to-day as they have ever
done. T'o every man who is idle or only partly
employed, there are -perhaps ten who have not
been affected in any way by business conditions
of the past eighteen months. These men are
earning as much money and are spending as
much. There is no more reason why they can-
not buy Phonographs and Records to-day than
there was two years ago.

Only a comparatively small percentage of them
own talking machines and they are as good ma-
terial as ever for Dealers to work upon. If
Dealers would look over their territory, make up
a list of people who are as prosperous as ever,
they would find in such a list material for an
excellent business. There isn’t a Dealer handling
Edison goods to-day who couldn’t, if he tried,
make up a list of from fifty to two hundred or
more individuals who do not have Phonographs,
but who are going to be able to buy them.

With such a list, a Dealer ought to be able
to get a certain percentage of them to have Pho-
nographs put in their homes on trial, if sales
could not be made in a more direct way. In
many other ways effective work may be done
in selling goods. The special point is that hu-
man nature is too apt to give up easily under
adverse conditions and efforts are relaxed to a
much greater extent than the conditions really
warrant.

Give this a little thought, Mr. Dealer, and
see whether there is not some truth in it. Look
over your field and ask yourself if you are doing
all that you might do to bring business back to
the point so greatly desired by the entire country.

Ask some useful question in the Mechanical
Department. There must be some things you
want to know more about—our replies will in-
terest your fellow Dealers.

Sell the Cut Outs

On another page Dealers will find a list of
300 Domestic Records that we intend dropping
from our Record Catalogue to be issued on Au-
gust 1st. As may be seen by inspection, the list
is made up almost entirely of desirable and good
selling selections. They are Records we would
not think of dropping if we based such action
upon their sales. They are selling in the aggre-
gate nearly 400,000 Records a year, and in
dropping them we deprive the trade and our-
selves of that much business. We are dropping
them solely because the trade has demanded
that the total Records in our catalogue be ma-
terially reduced.

It has been urged that we ought to keep the
total as near 1,500 as possible. Dropping 300
will still not reduce the total to 1,500, but it is
expected eventually to keep the catalogue at ap-
proximately that number. If we continue to
issue 20 Standard and 20 Amberol selections to
and including August and drop 300 on August
1st, our catalogue will then contain 1,469 Stand-
ard selections and 194 Amberol. This is but
little in excess of the desired 1,500 and later
cut-outs will reduce the list.

Between now and August 1st Dealers will
have four months in which to dispose. of all
stocks of these Records they may have on hand,
and they ought to dispose of them so that there
will be no necessity of returning any to the fac-
tory in exchange for other selections.

There are several reasons why Dealers ought
to do this. In the first place, our loss is heavy
enough in dropping numbers from the cata-
logues without being asked to take back those
in the hands of Dealers and exchange other
Records for them.

In the second place, they are, in most cases,
Records that the public would be glad to buy
if 1t had any idea that after August 1st they
could not be had. Then, the cost to a Dealer
in paying express or freight charges on returned
Records is an added expense, to say nothing of
the trouble of packing, making out the neces-
sary papers, placing orders for new Records, etc.

There is scarcely a Dealer who cannot dis-
pose of his stock if he will make an effort to do
so. Many Jobbers and Dealers adopt a plan
of marking the cut-out Records in a way to
identify them and they instruct their salesmen
to play one or more of them whenever a cus-
tomer is making up a selection. We would sug-
gest that all Dealers handle the matter in the

same way. There is no imposition in selling



Edison Phonograph Monthly, April, 1909 3

these selections to customers, for they are in
every way as good as any that will be retained
in the catalogues. We would especially urge
Dealers not to take the cut-out”Records out of
their stock and put them away. Let them stand
on the shelves, properly marked, so that sales-
men can pick them out, and make even a greater
effort to sell them if they were not to be cut out,
Under no circumstances will they be taken back
at the factory until after the new catalogues
dated August 1st have been in general circula-
tion. This would mean not earlier than Sep-
.tember 1st, and may possibly be later.

In issuing this cut-out list of 300 selections,
we aim to accommodate Jobbers and Dealers.
The least the Jobbers and Dealers can do is to
make every effort possible to sell their stocks of
them instead of returning to us. This is the
kind of co-operation that we feel we are entitled
to from the trade.

As Many Dealers as Ever

No policies ever adopted by the National Pho-
nograph Company have been such a complete
success as those prohibiting Edison Dealers from
selling other cylinder goods and guaranteeing
them protection from indiscriminate competition
in their respective cities and towns. The policy
of limiting Edison Dealers to one cylinder line
required all Dealers to sign an addenda to our
Dealers’ Agreement. The work of getting this
addenda signed was begun with some uncer-
tainty as to the outcome. We naturally expected
more or less objection on the part of certain
Dealers to our new policy. We felt uncertain
as to what percentage would prefer to handle
other cylinder goods. To our great surprise,
however, 9o per cent. of the total signed with-
out delay or objections. On the contrary, most
of them expressed their warmest approval of the
new plan. Of the remaining 10 per cent.,, a few
objected and decided to drop our goods. Most
of the remainder were either out of business or
so near out that they decided to drop talking
machines entirely. A small number of cases are
still being investigated. The result, however, of
the six months that have elapsed since this work
was begun is that we to-day have practically
the same number of Dealers as we had up to
October 1st, for the number of new firms that
have taken up the line have offset the losses
from other causes. We are really much better
off than we were six months ago, for we now
know that the Dealers we have on our books
are real, live, active and progressive people.
They make up an army of Dealers that will,

when business gets back to normal conditions,
do .a business in Edison goods that will put all
past achievements in the shade. On the whole,
we are greatly pleased with the success of the
new policy.

Second-Hand Machines

The number of applications made by Jobbers
and Dealers for licenses to sell second-hand ma-
chines at special prices is surprisingly small.
This shows that the number of such machines in
the hands of the trade is hardly worth consider-
ing. It also shows that out of nearly 1,500,000
Phonographs that have been placed on the mar-
ket in the past thirteen years, a very small pro-
portion of them are inactive. The small number
of applications shows that, after all, there was
not much real need for second-hand licenses.
The adoption of the plan, however, will give the
trade the fullest opportunity to dispose of any
machines it may have on hand.

Jobbers and Dealers should not overlook the
fact that they are especially prohibited from ad-
vertising second-hand machines, either with or
without a price; are prohibited from exhibiting
them in show windows or in stores, placarded
with the reduced price, and cannot do any other
act that will give the impression that they are
selling Edison goods at bargain prices. The pur-
pose of the special license is merely to give the
trade formal permission to sell at second-hand
Edison Phonographs at less than list prices. It
is an act of courtesy and accommodation on our
part and no Dealer will be permitted to take
improper advantage of it.

Notice to Dealers Contem-
plating Change of Location

“The attention of Edison Dealers is called to
the necessity for communicating with the Agree-
ment Department before making any change in
the location of stores. Under the new policy
of limiting the number of Dealers we desire to
avoid having Dealers locate too close to each
other, particularly in the larger cities. When
an existing Dealer desires to change his loca-
tion we take into consideration the proximity
of other Dealers before giving consent to the
change, and if we find that the proposed store
is too close to an existing Dealer, the request
is refused. The same rule is applied to the
establishment of new Dealers. We therefore
suggest to Dealers that where they contemplate

changing their location, they first communicate
with the Agreement Department before com-
pleting arrangements for a new location.
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Record Shipment Schedule

Advantage was taken by several Jobbers of
the error made in printing the Dealers’ Order
Blanks for March Records to make shipments to
Dealers on February 23rd, instead of February
24th. That this date was an error must have
been obvious to all such Jobbers and there was
no justification for their course in shipping Rec-
ords ahead of the regular day. Some time ago
a circular letter was issued by our Sales De-
partment giving the shipping and selling dates
until January, 1910. A copy of this was sent
to every Jobber and Dealer and it was published
in the PHoNoGrAPH MoNTHLY. This schedule
must be absolutely followed by the trade and no
excuse will be accepted for violations of it.
When Jobbers take advantage of an error such
as occurred in the March list, they do an in-
justice to other Jobbers who recognize the error
and live up to the prescribed schedule. A rule
for Jobbers to adopt is never to make shipments
before the 24th of the month, unless that date
falls on Sunday or a holiday, when shipments
may be made the day preceding. This plan is

so simple that no one can be excused for not
following it.

Printed Matter

A new slip, small envelope size, advertising
the Edison Amberol Records, is now being ship-
ped to Jobbers. It is attractively printed on two
sides in orange and black ink, and bears Form
1490. Place an order with your Jobber for a
supply, but if he doesn’t fill it immediately, re-
member that shipments are just now being made,
and in all probability his allotment has not been
received.

With the April Monthly printed matter to
Jobbers we included a hanger 914 x 14 inches in
size, calling particular attention to the Edison
Records by Maurice Levi and His Band. If you
ordered April Records, one of these hangers
should have been included with the shipment.
With the May printed matter it is our intention

to include a hanger of about the same size refer-
ring to Amberol Record No. 122, “Golden Rod,”
by Mabel McKinley. These display forms will
be a regular addition in future to the hangers
now being supplied and Dealers should arrange
to get one copy of each. We justly feel
proud of the prominent artists we are adding
these days to our already famous list. The issu-
ance of these posters is one of the many methods
of telling the public about them, our idea being
to select for special consideration the one artist,
combination of artists or selection of usual inter-
est to Phonograph owners.

Show It in Homes

After all, nothing is more successful in selling
Edison Phonogfaphs and Records than demon-
strating the goods. A Dealer may have an at-
tractive show window, may have a splendidly
fitted up stock, may have courteous salesmen,
may do considerable advertising, may have up-
to-date mailing lists, but none of these will be
so effective as to show the machines and play
Records for possible customers. This kind of
work, too, is most successful when done in the
houses of prospective customers. A possible
may hear a Phonograph in a well-
equipped and comfortable demonstration room,
but the impression made upon him can never
be so good as if he hears the machine in his
own home, where he can be permitted not only

buyer

to hear it, but be shown how easy it is to oper-
ate it himself. We cannot point out too strongly
the desirability of making sales in this way.
Dealers should make every effort to get the con-
sent of possible buyers to make a demonstration
in their own homes. Once the consent is gained,
take the machines to such homes, together with
a carefully selected assortment of Records, se-
lected with some reference to the tastes of the
individuals, if their tastes can be learned in
advance. Play some of the Records, show the
individuals how to operate the machine and
leave the whole outfit with them for a day or
In only a small percentage of cases do
the outfits ever go back to the store. This plan
is by no means new, for many Dealers, even in

two.

small places, are doing a splendid business by
following it. It is one of the greatest factors
in the success of the mail order people, and it
should be successful with every Dealer who
adopts it and follows it up in the right way.

President Taft Records

Now that Mr. Taft is actually President of the
United States, have you replenished your stock of
the Edison Records made by him, and are you
making the effort to induce your customers to
buy these Records that their importance justi-
fies? Mr. Taft is going to be one of the best
loved Presidents the country has had, and Edi-
son Records made by him are going to possess
a continually increasing interest as time passes.
It is the duty, therefore, of every one who hopes
to make a success of the Edison business to
carry an adequate stock of these Records and
make every reasonable effort to interest Phono-
graph owners in them.
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Selling the Goods

An Edison Phonograph customer is a good
find.

Good, not only because a sale means a profit,
but also because a Phonograph in a home will
sell more Phonographs than a Phonograph in
your store.

You can start a Phonograph playing through
your window and draw a crowd. Your customer
can start one in his home and create a desire for
one on the part of all who are present.

It is the same way with Edison Records. Their
appeal is stronger when played in a home.

There, both the Phonograph and the Records
are in their proper setting. There they demon-
strate all that you claim—entertainment in the
home; entertainment for guests; entertainment

for all.

You talk this home entertainment idea, of
course, and you should. We talk it in our ad-
vertising. ‘The home of one customer proves its
value to others, verifies our claims and sales
multiply.

Hence the importance of a satified customer.
Hence the importance of keeping close tab on in-
struments that you sell. Hence, also, the wisdom
of keeping Phonograph owners well informed as
to the new Records so that they and their friends
(who are your future customers) will retain their
interest and keep up their enthusiasm.

Play Up the Talent

Notice the Edison Phonograph advertising in
the April magazines.

We are using additional space in many of
them to feature the Edison stars who are con-
tributing their talents towards making the Phono-
graph more desirable.

This is but a beginning. Next month other
well-known artists will be brought to the atten-
tion of your trade.

This is sure to stimulate a demand for Rec-
ords. You should make the most of it.

You have doubtlessly received the Maurice
Levi hanger.

Did you display it prominently? .Did you
play the Levi Record for the benefit of the
passers by?

Did you do any local newspaper advertising so
that those who learned from our advertising that
Levi and Romain were represented in the Edison
Records for April, learned also that you had them
for sale?

That is the only way to get the benefit you
should from our advertising.

Other artists will be featured in our May mag-
azine advertising. A new hanger will be sent
you for your windows.

We hope you will co-operate with us in mak-
ing this special talent campaign a big success.

Two Dealers

Out in Wisconsin there is a small town of
1900 inhabitants where we have a first-class
aggressive Dealer. One of our salesmen called
on him recently and found—

That he had a mailing list of Phonograph
owners.

That he understood thoroughly the repair of
Edison machines.

That he sold machines on the
plan.

That he advertised regularly and intelligent-
ly in local newspapers.

That he printed and distributed circulars to
prospective purchasers.

That he carried a good stock of Standard and
all the Amberol records.

And last of all that he had sold twenty-nine
outfits since Christmas and had six more on
order.

In the same county in a town of 3,000 inhabi-
tants there is a dealer upon whom our salesman
called the same day. This dealer—

Does not have a mailing list.

Does not thoroughly understand repairing.

Does not sell on installments.

Does not advertise regularly in any way.

Does not carry even a fair stock of Standard
and none of the Amberol records—

And says that the Phonograph Business is a
failure.

The reason is obvious—one dealer is in the
business for all it's worth; the other doesn’t
care to work for even a reasonable return from

installment

his investment.
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Enough has already been written in this pub-
lication about conditions as they exist in some
localities. The above, however, are facts—not
theories,

Take just a moment and classify yourself.
Are you one of the “hustlers?”

The Edison Record Making
Talent

Every Edison Record is an argument for the
Phonograph. Each month a great array of fa-
mous artists is represented.

It is one thing to secure such talent; it is
another thing to get from that talent Records
that do them justice.

This is done in every Edison Record.

Have you noticed the artists who are con-
tributing to your selling possibilities?

Have you brought them to the attention of
your customers?

Are you equipped to meet every call for
Edison Records?

Keep up your stock and your enthusiasm.

Only the Edison Phonograph
Plays Amberol Records

Amberol Records are a new Edison Phono-
graph feature. No other instrument can play
them and no other instrument offers a feature
which means so much to your trade.

A Record that plays twice as long as a stand-
ard Edison Record at a trifle additional cost is
a great selling point for the Ponograph as well
as for the Records.

Are you stocked with Amberol Records? Are
you getting the new Amberols as they come out
each month?

Are you demonstrating them and putting back
of them the interest and enthusiasm they war-
rant?

If not, you are letting a big opportunity slip
by. The time to make the most of a good thing
is while it is new.

That Home Record-Makbing

Feature

Here’s just one question for the thoughtful
consideration of all Dealers. Have you fully
realized the possibilities of doing an unusual
business in recording horns and blank Records,

now that the list price of the former has been
reduced tq $2.00? Remember, that amateur rec-
ords cannot be made on any other type of
machine. There’s a strong talking point.

Still after Price Cutters

Judge Reed, of the United States Circuit for
the Northern District of Iowa, in the Central
Division, has recently handed down a meme-
randum opinion overruling the demurrer of the
defendants to the amended bill of complaint in
the case of New Jersey Patent Company and Na-
tional Phonograph Company vs. Edward H.
Martin, Fred N. Martin, M. M. Martin, Martin
Telephone Company and R. S. Sterling. This
suit was originally brought against Edward H.
Martin alone, and he endeavored to hide behind
the other parties who were afterward made de-
fendants, his principal reliance being upon the
contention that the Martin Telephone Company
was responsible for the cut price sales which took
place at Webster. City, Iowa. To meet this con-
tention the bill was amended to add the various
additional defendants, and thereupon a demurrer
was filed. A copy of Judge Reed’s decision over-
ruling the demurrer is printed below.

UNITED STATES CIRCUIT COURT, NORTHERN
DISTRICT OF IOWA-—CENTRAL DIVISION.

New JERSey PATENT Co. ET AL,

Complainant

vs. 2No. 171. Equity.

g Memorandum.
E. H. MARTIN ET AL.,

Defendants

In demurrer to the bill of complaint as amended.

FRANK L. DYER and KELLEHER & O’CONNOR, for
complainants,

WESLEY MARTIN, for defendants,

REED, District Judge.

The demurrer is for want of equity in the bill, and
also challenges the jurisdiction of this court upon the
ground that the bill is founded upon an alleged breach
by the defendants of the contract entered into by them
with the complaints for the sale of their phonograph
records, and that the amount of damages sustained by
complainants because of such breach is not stated or
shown. But the original bill, as well as the amendment
thereto, alleges that after the contract between com-
plainants and defendants had been terminated, the de-
fendants obtained from some source unknown to com-
plainants large numbers of defendants’ patented devices
and so.d them in this district without right or authority
from the complainants or any of their authorized agents,
and in infringement of their patent. This shows an
infringement by defendants of complainant’s letters
patent after the termination of the contract, and is suf-
ficient to confer upon this court jurisdiction of the suit
under the patent laws of the United States to enjoin
such infringement and for an accounting, regardless of
the amount involved.

Whether or not a sale by defendants of the patented
articles which they procured under the contract with
complainants, but sold in violation of its terms, would at
once terminate the contract, and at the same time be an
infringement of complainants’ patent, as maintained by
complainants and denied by defendants in argument,
need not now be determined, for the bill and amend-
ment plainly allege that after the contract had been
terminated, and defendants no longer had any rights
thereunder, they procured the patented articles from
some unauthorized source, and sold them in this district
in violation of complainants’ rights and in infringement
of the letters patent. The demurrer is therefore over-
ruled, and defendants may answer the bill as amended
by the March rules, if they shall so elect.

It is ordered accordingly.

A. J. VAN DUZEE, Clerk.

Filed February 3, 1909.
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A suit was recently brought by the National
Phonograph Company against Joseph G. Wil-
liams, who was an authorized retail dealer at
Worcester, Mass. This dealer, desiring to close
out his stock of Edison Records, began advertis-
ing to sell them at cut rates, and after we had
warned him to desist we found it necessary to
bring an infringement suit and apply for an in-
junction to restrain the selling of these goods at
less than the list prices. Such an injunction was
granted and we print herewith a copy of the
same.

UNITED STATES OF AMERICA.

MASSACHUSETTS DISTRICT, SS.
The President of the United States of America,

To JOSEPH G. WILLIAMS, a citizen of the State of
Massachusetts and an inhabitant and resident of the
District of Massachusetts, and having a regular and
established place of business at Worcester, in the County
of Worcester and State and District of Massachusetts,
Your Agents and Servants, Greeting:

WHEREAS, The New Jersey Patent Company and the
National Phonograph Company, corporations created, or-
ganized and existing under and by virtue of the laws of
the State of New Jersey, and having their principal
offices at West Orange, County of Essex, in said State,
and both citizens of the State of New Jersey, have ex-
hibited their bill of complaint before the Justices of our
Circuit Court of the United States, for the First Circuit,
begun and holden at Boston, within and for the District
of Massachusetts, on the last Tuesday of February, 1908,
against you, the said Joseph G. Williams, praying to be
relieved touching the matters therein complained of; and

WHEREAS, By an order of said Court made on the
first day of October, A.D., 1908, it was ordered that a
writ of injunction issue under the seal of the said Court
to restrain you, and each of you, from doing all the
matters and things, from the doing of which you are
prayed to be restrained in said Bill, according in full
with the prayer of said bill.

We, therefore, in consideration thereof, ENJOIN AND
COMMAND you, each and every of you, that from and
immediately after the receipt and notice of this Writ, by
you, or any of you, you shall not sell, or offer for sale,
or advertise for sale, the so-called Edison Records, or
directly or indirectly make, use or sell, or cause to be
made, used or sold, any apparatus, article, or device
embodying the construction or operating in accordance
with the invention and improvement set forth in the
claims of the Letters Patent No. 782,375, without the
license of the complainants, New Jersey Patent Company
and National Phonograph Company, or infringe upon, or
violate the said Letters Patent, or the rights of the Com-
plainant thereunder, in any way whatsoever,

Whereof you are not to fail, on pain of $10,000, to be
levied on your and each of your goods, chattels, lands
and tenements, to our use.

WITNESS the Honorable MELVILLE W. FULLER,
Chief Justice of the United States, at Boston, this first
day of October, in the year of our Lord, one thousand,
nine hundred and eight.

(Signed) ALEXANDER H. TROWBRIDGE, Clerk.
By L. C. TUCKER, Deputy Clerk.

One of the most recent instances of price-cut-
ting of Edison Records occurred at Dover, New
Hampshire, these goods being offered for sale by
Harry C. Hopkins, doing business under the
name and style of H. C. Hopkins & Company.
Mr. Hopkins conducts a sort of dry goods or de-
partment store, but acquired in some way a stock
of Edison Records and sold them at cut prices.
Suit was promptly brought and an application
made for a restraining order, which was granted

by the Federal Court. This order reads as fol-
lows, and is dated March 4, 1909:

CIRCUIT COURT OF THE UNITED STATES.

District of New Hampshire.

No.
NeEw JErRSEy PATENT ComPANY and
NaATiONAL PHONOGRAPH COMPANY,

Plaintiffs )Letrers Patent
vs s, .. In Equity.

Harry C. Horkins, doing business Nos. 782,375
under the name and style of H. C. and 880,707
HopkiINs & CoMPANY,

Defendant.

RESTRAINING ORDER.

On reading the Bill of Complaint herein and the
motion of the Plaintiffs for a temporary restraining
order, the affidavits of Albert C. Ireton, Jonas W. Ayls-
worth and William Quinby, in support of said motion,
it is by this court, this 4th day of March, 1909, ordered
that upon the complainants filing a bond in the sum of
$500, the said Defendant, Harry C. Hopkins, and his
agents, attorneys, servants and workmen, pending the
decision of this court on the motion for a preliminary
injunction heretofore filed and upon which a subpoena
has duly issued requiring the said defendant to show
cause against the said motion, be temporarily restrained
and enjoined from directly or indirectly using, or causing
to be used, or selling, or offering for sale, or causing to
be sold, apparatus, articles, or devices embodying the
inventions and improvements set forth in said Letters
Patent Nos. 782,375 and 880,707, and from infringing
upon or violating the said Letters Patent in any way
whatsoever, and from moving, secreting, or otherwise
disposing of, or intermeddling with any Compositions for
Making Duplicate Phonograph Records, or Phonograph
Records, covered by said Letters Patent and now in his
possession. This order to be subject to modification
upon hearing upon 24 hours’ notice. Otherwise, hearing
at Portsmouth on March 16, 1909, at 11 A. M., E. A.

By the Court.
BURNS P. HODGMAN, Clerk.

A Good Idea

The W. G. Walz Company, Edison Jobbers
at El Paso, Texas, have had a rubber stamp
made reading as follows:

“Be Sure to Read
The EbisoN PHONOGRAPH MONTHLY Every
Month.”

With this they stamp all letters going to Deal-
ers. This strikes us as an original and excellent
plan. We will be glad to have the assistance
of all Jobbers in inducing Dealers to read each
issue of the PHONOGRAPH MONTHLY and keep a
complete file of it for constant reference. The
PHONOGRAPH MONTHLY contains many things of
interest and value to the trade and it is a duty
that every Dealer owes to himself to read it, so
as to be fully informed as to what is being done
here for his benefit. For reference purp:c2s only,
it is invaluable. Many Dealers would have
been spared considerable trouble in connection
with the last exchange proposition if they had
kept a file of the PHoNoGRAPH MONTHLY and
been able to look back over its issues to learn
what Records had been cut from the catalogues.

Ask your Jobber for Levi and McKinley show
cards.
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'1'he Other 13,000

What they are doing and what they want to know about.

Roy E. Bertholf, Cherokee, Kansas—I have
for some time now made it a practice to read
the PHONOGRAPH MONTHLY as soon as received.
I desire to relate, for benefit of some, two of my
little experiences. As soon as the Amberol Rec-
ords and Attachments came out, I thought they
would be winners, so ordered some attachments,
one Home Combination Phonograph, and one
each of the fifty records. They had just been in
stock a few days when a railroad conductor came
in the store Sunday A. M. When asked if he
desired anything, said: “I noticed advertisements
in the Post that Edison has out a new 4-minute
record, and new machines. I suppose they are
too new for you to have any, but I have desired
to purchase a Phonograph, but have been wait-
ing till they had a longer record.” Well, I for-
got it was Sunday. I told him, “You bet I have
them, come right back and hear them.” He said
he didn’t care to purchase now, but I insisted he
listen to a few sacred pieces. It was 10 A. M.
when he came in; he left the store at noon, with
a Home Combination Phonograph, two dozen
Amberol records, and I had his check in full pay-
ment. He has not purchased a single two-minute
record as yet, but purchases Amberols every
month. I scored a sale by having the New
Goods Early.

Another little incident. I sold last Summer
a farmer living eighteen miles from here, but
slose to Parsons, Kan. He had sent a list of
vecords he desired, selected from a Mail Order
House Catalogue, to a dealer in Parsons, one at
Pittsburg, and one to me, asking we report by
early mail how many of the list (48) we had.
The others only had about half, I had all but
one. I carry the full catalogue, and it pays,
though this town is less than 2,000. The result
was, he took the train at McCune, twelve miles
from here, and came over to see me. I sold a
Home and forty-eight records, cash. About the
first of February, I received a letter from him in
reply to the announcement I had sent him of the
Amberols and attachments, asking “if he would
meet me at the morning train, would I come
over, bring some records and attachments, and
remain over night with him. He would drive
me in next day to catch early morning train, and
he would invite in some neighbors. Perhaps I

might sell some other machines. Anyway he
would purchase attachment and some Amberols.”
You bet I wrote I would come, for him to let
me know the day. Meantime I just figured I
would perhaps make a sale, so I packed up a
Home (I sell nothing but Homes, have sold three
Triumphs and two Standards outside of Homes) ;
a suitcase full of Standards, and another suitcase
of Amberols, and attachment, and went over.
He met me, drove me seven miles to his home,
had a fine country dinner, made over his machine
that afternoon, played some Amberols. He got
busy at the rural ’phone, called all his neigh-
bors, and invited them over. Twenty-five ar-
rived at about 7 P. M. and I played Records for
six hours. I sold a Home and $16.5s0 worth of
Records to one visitor and got the cash, and
have several prospects, and invitations to return
any time. I consider that a good night's work.
It gave me an idea, and when good roads come,
I am going to fit up my automobile touring car
to hold machines and Records, and work all the
surrounding country.

J. A. Huber, Ft. Atkinson, la—Why don’t you
have more German and Bohemian Records made
in this country? Those new ones made in Eu-
rope don’t go with my trade. Good old common
songs or plainer comics is what we want.

[It is not feasible to answer questions like
these with any degree of satisfaction to the in-
quirer or ourselves. If the demand for German
and Bohemian Records was larger, we might be
encouraged to do much more in the way of put-
ting out new lists, and if we found that the de-
mand was for Records made in this country,
rather than in the countries themselves by native
artists, we would make more of them here. The
demand, however, is limited at the best, and it
is by no means certain that Records made in this
country would be more satisfactory than those
made abroad. We might say in this connection
that we are contemplating in the near future
putting at the command of the entire trade all
of the Records that have been made and are
being sold in Germany. Our present list of such
German Records contain many humorous selec-
tions and you may be able to find many Records
among them that will suit your trade. It is not
likely, however, that we will be able to make
any definite announcement about these German
Records before May 15th or June 1st.]
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John Henry Lynch, Edwardsville, I1ll.—What
can I do to stimulate the interest of my cus-
tomers having from 1oo Records up, who say
they have grown tired of their machines and
will buy no more Records, or at most only an
occasional one? How, besides playing Amberol
Records, is best to go about persuading a cus-
tomer they need a 4-minute attachment?

[It is rather difficult to revive the interest of
a man who states that he has grown tired of his
machine. If a man lacks the necessary interest
to buy new Records, it is not easy to induce him
to buy. Possibly by getting him to come to your
store and hear the new Records from time to
time, he may find them so interesting that he will
want to buy a few Records each month. Do not
give him up, but send him lists of the new Rec-
ords, and whenever opportunity offers point out
to him that without new music interest is lost
in all kinds of musical instruments. Individual
performers on a piano would soon tire of the
instrument if they did not play new selections
from time to time. The same is true of the vio-
lin or any other similar instrument. If a man
has only a collection of one hundred Records and
plays them over and over, he can hardly fail to
lose interest in playing the machine. Induce him
to come to your store. If a Record comes in
which you think will please him, drop him a
line giving the title and tell him he ought to
come in and hear it.

There is really no better way to induce the
owner of a Phonograph to add an Amberol At-
tachment to his machine than to show him how
easy he can play first one Record and then an-
other by having an attachment applied and get
him to hear some of the Amberol Records. You
might write letters, advertise in newspapers and
do other kinds of publicity work, but you would
hardly succeed in persuading him without a
demonstration both of the machine and Records.]

Geo. J. Ellett, Kaministikwia, Ontario—I am
just through reading the PHONOGRAPH MONTHLY,
which I usually do same day as received, if I
can anyhow do so, if not I always read it first
chance I get, and am sure I benefit by so doing.
Am specially interested in the news and advice
of my fellow Dealers. I think that my case may
probably convince some of what can be done in
the Edison business. But maybe I am only one
of many. I became an Edison Dealer some
eighteen months ago, and started with the small-
est stock, two Phonographs and 100 Records.
The town I am running my store in is small,
population about 100. I have general store and
postofice. Well, I did not make a sale for some
time, but eventually I sold a Standard. Two
days later another, and have up to date dis-
posed of twenty-five machines—Gem, .Standard
and Home—and I think I may say thousands of
Records, and my business is gradually improv-

ing. I am trying to put an Edison in every sec-
'tion house along our division, and I guess I
will, although some of them have other ma-
chines. To show the superiority of the Edison
machines I give the following instance: An
operator near by had a machine. He came
into the store one day. I took the opportunity
of playing him a few Records and then casually
mentioned that I understood he-had a He
said he had a good one, but admitted that our
machines were O. K. The third time he came
into my store he had sold his, and bought from
me an Edison Standard, remarking that ‘“he
thought he had the best machine going, but the
first Record I played him made him want an
Edison.” Now if I can sell so many Phono-
graphs in such a small town, what can a Dealer
do in a large town? Well, I hope to try in a
few months and see what luck I may have. I
keep three Phonographs in stock, Gem, Standard
and Home, one combination type and 500 to 600
Records, Record Cabinets, Carrying Cases and
some Edison repair parts, Recorders and Repro-
ducers, blank Records, etc.

Louis R. Murray, Ogdensburg, N. Y.—On the
occasions of Lincoln’s and Washington’s Birth-
days I issued to the various schools throughout
this city as many badges (same as sample en-
closed) as the teachers could distribute to the
pupils to good advantage. The pupils wore
them at the exercises in honor of the memory of
the patriots, and afterwards took them home as
As this was an original advertising
idea in this locality, you can make up your mind
that it was effective. The children wearing
these on the streets and at other places soon
created much curiosity, and now when most any
one sees one of these badges he immediately re-
members my store.

My business is slowly but surely building up,
and when it does reach a more paying plane it
will satisfy me to realize that it was honestly
elevated and thoroughly in accord with your
contract and intentions, despite the fact that I
often lose a customer for refusing to violate my
contract even in the smallest detail. Why, last
week no less than five customers were put out
because of my refusing to make exchanges which
possibly I could have done to the letter of the
contract, but not to the spirit. The consequences
are they do not trade with me now. But it
makes no difference to me. I am positively op-
posed to exchanges in any way; if one cannot
get his money’s worth out of a Record, then I'm
not going to be his “tool.”

souvenirs.
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On page 10 of the EDISON PHONOGRAPH
Mon~THLY, under “The Other 13,000,” there is a
reply to C. L. Clark, in regard to exchanging
Records. I have made a typewritten copy of
this and framed it and then hung it in a con-
spicuous place so all that wished might read it.
And it has done wonders.

Emil Taussig, Elizabeth, N. J—No doubt that
your policy, in co-operating with all Dealers,
has met with the success it deserves. I hope it
will lead to an organization of the Dealers all
through the United States. Have learned a great
deal from the articles sent from “The Other
13,000,” and am very much interested in every-
thing they write about. I had quite a success
with show-window trimming and it may help
some Dealers to know how to display Phono-
graphs or Records with a small stock on hand
and without a big expense.

THIS ONE MADE A HIT.

Background—White cheesecloth,
folds one inch wide, one and onre-half yards
high, trimmed with a band of red cloth four
inches on bottom and top. Sides of window
treated same way. Floor same way.

Centre—Put a cabinet for Records in the cen-
tre of window, with an Edison Home Phono-
graph Combination Type on top of it, with
horn and crane complete.

Sides—Build a pyramid from Amberol Rec-
ords (empty boxes) about one yard high on the
right side, and same on the left of the Cabinet,
only using Standard Record boxes instead.

Signs—Two big signs, each one yard long and
nine inches wide, marked “FREE.” Cut the let-
ters out and paste red tissue paper in back so
as to make the letters transparent. Paste this
sign, one in every corner on top of front glass.
Make another sign about twenty inches square,
with following: “FREE.” This outfit will be
given free to any person who can prove that the
Edison Phonograph is not the best Cylinder
Machine in the world.” (Stand this sign in
front of cabinet.)

draped in

ANOTHER ONE.

Background—You can use same background
and sides for this display, but I had a scenery
painted on a bed sheet representing bushes and
swamp, to harmonize. Get a tank about four
inches deep and at least one yard long and twen-
ty inches wide. Your plumber will make one
very cheap for you. Fill same with water and
put some soil in, so as to cover the ground. Put

tank on one side of the window and cover the
rest of bottom of window with grass plots, leav-
ing a pathway about ten inches wide, which
you cover with some gravel. The whole thing
should look like a swamp, with a pool and a path-
way leading to it. Maybe you can find some
dried up bushes, in an empty lot.

Borrow from some friends a stuffed stork; I
have used a gray bird that looks something like
it. Stand him up over the tank and suspend a
Gem Phonograph with Horn over the bird with
Tie a Turkish towel around the
machine, leaving front of it exposed, and make
it look as if the stork was holding the knot in
his bill. It should look as if the stork was

bringing the machine out of the pond.

picture wvire.

Sign—One big sign to cover the front window
in a half circle: “What is a Home without a
Phonograph ?”

Your little folder, “See the Free Show Inside,”
gave me the following idea:

I own a machine that will run twelve hours
on one winding, carry a weight of fifty pounds
and is very handy for “live” displays. Have
made a large circle out of wood about forty
inches in diameter, made it on the style of bar-
rel top, braced on bottom. Fasten this circle on
machine and have it run very slow. Divide cir-
cle in about eight compartments with thin boards
twenty inches wide and twenty inches high and
nail them on circle from centre of circle out to
the rim, forming little rooms (triangles). My
painter supplied me with an old wallpaper sam-
ple book, with which I have papered these
rooms, every room different. Some of it was used
for the floor of rooms. Spread a sheet tent-like
over the whole; high in centre with a small flag,
and leaving front exposed just enough to show
one room at a time, as the machine is running.
Every room represents a parody on Edison Rec-
ords. For instance:

Record No. 9392—“Next Horse I Ride on”—a
wooden horse and a doll under it.

Record No. 9408—“Since Nellie Went Away”
—showing a dirty kitchen with a toy stove all
upset, some small toy dishes and pails on floor
upturned. It looked as if Nellie had a scrap
with Missus and after a good fight left the bat-
tlefield.

You can advertise this way almost any new
Record, and don’t forget to put a small sign in
every room with number and titlee. Many an
original idea can be worked out this way. If
you can L.ve a light in front to light up the
rooms as they come in view.
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E. T. Hagerty, Stephen, Minn—I am enclos-
ing you a copy of the “ad” I am running and
thought it might be a good suggestion for you
to make to the trade in the MoNTHLY. It is the
women and children in the country homes that
Dealers need to reach, and I think this plan will
do it quite successfully. Once they have. had
one for a time they will tease the old man till
he will feel obliged to get one in self-defense.
I have a customer now who is getting one sim-
ply because they happened to have a man with
one for a time, and now the women and children
simply cannot ‘think of getting along without
one. This is a very inexpensive way of creating
interest in them and I feel will be a very suc-
cessful way.

[The advertisement sent by Mr. Hagerty read
in part as follows:

“Would you like to hear an Edison Phono-
graph in your own home? Then read this.

“I have decided to keep one machine and two
dozen or more records just to loan out to anyone
living in the country who will be responsible
for the safe return of it inside of a week after
receiving it. Application for it can be given in
person or by mail and will be recorded in the
order received by me and I will give you the date
when you can get the machine. There will be
no charge or no obligation to buy. Just take the
machine to your home and play it for a week
and return it to me and that settles the bill. I
want all the country people to hear the Edison
and at my expense. If after hearing my ma-
chine you decide you must have one I will sell
you a new one and new records and on easy
terms if desired. Why wait till you get rich
when you can buy one on small payments for
the amount of which you would not think of
being without it even as rent? Call at once and
register, or if you cannot call, write and I will
let you know when your turn comes to have the
free use of this outfit.”]

Leopold J. Schreiber, Plymouth, Mass—For
the benefit of Daniel H. McRae, Gleneor, Ont,,
and other Dealers, I wish to say I do quite a
business in letting Phonographs and Records. I
charge $1.50 a night for a Standard Phonograph
and four dozen Records in a case. And I charge
$3.00 a week for same outfit to Summer people
at the cottages and allow them to change the
Records three times a week. I have given free
entertainments to many lodges and public times
and bazars, which brought me good trade. Most
anyone is willing to pay $1.50 to have a Phono-
graph and four dozen Records overnight to
entertain their company.

For the benefit of J. H. Snyder, Lavelle, Pa.,
and other Dealers, I wish to say I sell more
Phoenographs and Records on my team route

than I sell in my store. I have over 200 cus-
tomers for Records. Every month when the new
Records come out I drive out and leave the
entire list with each customer overnight and call
next morning. I replace the ones sold and leave
these in next house and it keeps me agoing. By
the time I get all around I can start right over
for next month. Soon as I have a prospect for
a Phonograph I leave the outfit at their home
a few days, with two dozen late Records and
wish to say I sell three to four Phonographs
a week.

M. J. Roth, Edison Dealer at 1495 Third
avenue, New York City, decided recently to
follow out the suggestion contained in the
Edison PHONOGRAPH MONTHLY and give Phono-
graph Recitals at regular intervals.

The invitations he issued to patrons were at-
tractively printed and worded as follows:

“You are most cordially invited to be present
at our first Edison Phonograph Recital on Sat-
urday evening, Feb. 2oth, at 8 o'clock. If you
are a lover of good music, whether you own a
Phonograph or not, don’t fail to attend and bring
your friends. These concerts will be given at
regular intervals on the fifth floor of our build-
ing, especially fitted up for the occasion. A
choice program of two and four minute Records
will be rendered.”

The Records selected for the recitals were
taken from both the Amberol and Standard lists
and the numbers were marked with one or two
stars to indicate two minute and four minute
selections respectively.

At the bottom of the program was left a blank
for the name and address of any prospective
purchaser and the following explanatory note:

“Patrons desiring to purchase any of the Rec-
ords on this program may put an X in front
of the number, fill out the name and address
blanks, hand the slip to clerk and the Records
will promptly be delivered to their residences.”

Mr. Roth states that this scheme worked very
successfully and recommends it to the attention

of other dealers.

Chas. F. Sonneborn, La Porte, Ind.—We are
beginners in the talking machine business, but
are learning fast. We put in a line of Edison
Phonographs about the middle of December and
have had a fine business. Our present stock con-
sists of 500 Records and we ordered 300 more
recently. By next fall we will carry a complete
stock of Records. We like your PHONOGRAPH
MoNTHLY very much and read each issue from
cover to cover.

(Department continued on page I4)



Two-Page Advertisement of Edison

*Ghe EDISON PHONOGRAPH

"4 Useful Ally”

e : s
Imaglne an entertalnment where
every performer Is a star and every number

a selection of your own

HAT describes the entertainment of an Edison Phonograph. You

need not dress for it, go out after it, arrange your time for it or _pay for

admission to it. It takes place in your home, at your convenience, as
often as you like.

You listen—that is the extent of your effort. You hear Manuel Romain
sing just as you would if he stood before you. You hear Maurice Levi’s Band
play under his spinted direction and forget the medium by which his artistic
efforts are brought to you.

Or you enjoy the talents of such clever entertainers as Ada Jones, Cal
Stewart, Byron G. Harlan, Billy Murray and Steve Porter.

Do you doubt this excellence in the Edison Phonograph? Then hear it.
Go to an Edlson store; select the Record of a singer you have heard and a song
you know. This test has placed the Edison Phonograph in a million homes.

Ask particularly to hear an Amberol Record,
Mr. Edison’s latest contribution to Phono-
graphic entertainment; a record that preserves
the sweet, clear tones of the Standard Edison
Records, yet plays or sings twice as long and
costs but a trifle more.

Edison Phonographs are sold at the same

prices everywhere in the United States, $12.50
to $125.00. Amberol Records, 50c.; reg-
ular Edison Records, 35¢c.; Grand Opera
Records, 75¢c. One of the greatest pleasures
which the Edison Phonograph affords is mak-
ing records at home. This can be done only

with the Edison.

NATIONAL PHONOGRAPH COMPANY, 24 Lakeside Avenue, Orange, N. J.

Our advertising is intended to help yo}
Just how much it helps de}




hds in the leading magazines for April

EDISON RECORD TALENT

“‘:’ iy Maurice Levi

A Galaxy of Stars

ET a song make a hit, let a singer rise above the commonplace, let a band
or orchestra achieve distinction, and a million homes immediately become
the beneficiary through the Edison Phonograph. Each month the Phono-

graph offers entertainment of the highest order—the work of artists who have
made names for themselves in the musma] world.

Among those who have contributed to the Edison program for April are
two of unusual eminence.

MAURICE LEVI offers his “Happy Days | MANUEL ROMAIN contributes two
March,” played by his band under his leader- | songs, one a sentimental reverie with waltz
ship. Levi is famous as a conductor of the | refrain; the other a new waltz song with or-
new school. The march is his own composition | chestra accompaniment—an Amberol Record
and was first performed under his direction in | containing the entire song. Romain is a mar-
“The Soul Kiss.” It is full of novel effects, | velous tenor and never fails to make a Reaxd
and in its rendition shows clearly the strong | that appeals.

personality of Levi himself.

April Records (Standard and Amberol) will be ready March 25th. Go
to any E.dlson dealer and hear them. Catalog of April selections with descrip-
tions, as well as a catalog of Edison Phonographs from the
dealer or from us on request.

NATIONAL PHONOGRAPH CO., 24 Lakeside Avenue, Orange, N. J.

New York, 10 Fifth Ave.; London, Victoria Road, Willesden; Sydney, N. S. W., 340
Kent St.; Mexico City, 4a Tacuba 33; Buenos Aires, Viamonte 515; Berlin, Sud Ufer,
TRADE MARK 24-25; Paris, 42 Rue de Paradis.

a &' With the Edison Business Phonograph you dictate at your convenience and
WO the typewriting department does the rest.

sell Edison Phonographs and Records.
nds upon your own efforts
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W. G. Thomson, Nelson, B. C.—Referring to
communication from T. H. Gillan, on page 11
of PHONOGRAPH MONTHLY for February, in giv-
ing something away as a premium with ma-
chines or Records, and your comment on it, I
fail to see any distinction between that and giv-
ing something off the price of machines or Rec-
ords, or giving Records with machines, or an
extra Record with a sale of a dozen Records, or
any other form of rebate, or why any Dealer
doing such a thing should not be regarded as
violating his contract in the matter of rebates
or price cutting, and treated accordingly. Would
be glad to know what you have to say regarding
this.

[We did not mean to give the impression that
we approved of the practice referred to, for we
do not. Giving merchandise of any kind or
making any inducement whatever to sell Edison
goods is a violation of our price agreement and
we are constantly prosecuting cases of this kind.
In commenting upon the letter of Mr. Gillan,
we intended to say that offering inducements is
a species of dishonesty, and dishonest practices
do not win out against a Dealer who gives the
manufacturer as well as the public a “square
deal.” The dishonest man may “get away” in a
sale of this kind, but the man who benefits by
the sale knows that the Dealer has been dishon-

est and he never again has the same opinion of
him that he once had.]

F. E. Huffaker, Visalta, Cal—Can an Edison

customer receive the Phonogram for you every
month, or are they supplied from Dealers?

[We do not mail Phonograms to Phonograph
owners unless they pay the subscription price of
twenty cents a year to pay postage. Most own-
ers are supplied by Dealers, who buy Phono-
grams from Jobbers at 25 cents per hundred.
This is the price that Jobbers in turn pay for
them.]

George Freaw, Cardington, Ohio—A lady was
in my store the other day and I played Record
No. 9994, “Come Where My Love Lies Dream-
ing,” by the Knickerbocker Quartette, for her.
A well-known quartette recently gave a con-
cert in our town and sang the same number.
“Why,” said the lady, when she heard the Rec-
ord. “I understood those words ever so much
better than I did when I heard it on the stage.”
Pretty nice compliment, wasn't it. '

Bernard & Bishop, Reading, Mich.—Can mu-
sic be made louder by using larger horns? Or
which is the best way to furnish music for
dances on Edison Machine?

[The use of large horns will slightly increase
the volume of a Record and this volume ought
to be sufficient except for a very large hall.]

Hopkins’ Bazaar, Redfield, S. D.—Is a local
Dealer allowed to prepay the express or freight
charges on a Phonograph or Records, providing
the same has been sold at full retail price?

[This is a matter that we never have attempt-
ed to regulate. If, for example, a local Dealer
is permitted to deliver Phonographs and Rec-
ords by means of an automobile or delivery
wagon, either of which is an expense to him,
we do not see how we can prevent another local
Dealer who does not have an automobile or de-
livery wagon from making his deliveries by
means of express or railroad companies. Of
course, in all cases, we insist that the goods shall
be sold at full retail prices. Therefore, our
answer to your question is that a local Dealer is
permitted to prepay express or freight charges.]

R. E. Sheffer, Gering, Neb—I have a drug
and music store, 25x100. I display the Edison
Record list (monthly) on a post in the center of
the room, about fifteen feet from the main en-
trance. Everybody sees it.

Charles D. Blaine, San Luis, Osbispo, Cal.—
Your PHONOGRAPH MONTHLY is O. K. I look for
it anxiously every month. To prove what the
Monthly did for me in one instance, will state
that a little over a year ago when you gave your
dealers exchange of Records, through some error
of the postal department, my exchange papers
failed to reach me and I knew nothing about the
exchange until the Monthly appeared. I had a
few days in which to take advantage of the
proposition but no papers. I immediately “got
busy” and borrowed papers from a dealer who
was quitting the business (fortunately for me)
and made shipment of my cut-outs and defective
Records, the Monthly saved me from carrying
that dead stock for another year.

Stephens City Furniture Co., Stephens City, Va.—
In the PHONOGRAPH MoONTHLY for March, Louis
Tyler asks, “What is the correct definition of
Amberol ?”

We would reply in brief—A M-uch B-etter
E-dison R-ecord, O-f L-ength.

An Aid to the Show Window

“Show windows are the ‘eyes of the store,’
and are supposed to reflect the. character of the
store,”” said a prominent merchant. Of what
value is it to spend a large amount of money in
the preparation of fine window displays and
effective newspaper advertisements if people are
subjected, inside your store, to discourteous or
cold treatment and methods which are at vari-
ance with the splendid treatment pictured in
your windows and advertisements. I would use
every effort within my power to see that folks
were not importuned to buy when they only
wanted information, and were made to feel at
home when they came in.—Exchange.
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Mechanical Department

have made a of a

We

department for answering questions asked by

beginning here

the trade concerning the mechanical features of
We believe that this department
will be a valuable one to Jobbers and Dealers,

the business.

and we hope that they will freely ask questions
We
would especially like to reply to questions on
subjects of interest to the trade generally. The
coupon on page 24 may be used for asking ques-

that may be answered in the department.

tions, or Dealers ma_ ask questions by postal

cards or by letter.

Thomas Riddell, Brooklyn, N. Y.—What is
the -cause of and best way to cure a quivering

governor? This applies especially to new style

Triumph Phonographs.

[This condition is known as a drunken gov-
ernor, and it can be remedied in the following
manner: First, allow the machine to run down
completely, until the main spring is entirely un-
wound. Then remove the governor and shaft
from the machine, and loosen the screws that
hold the springs to the collar and press the balls
of the governor down flat on the shaft, and
reset the screws tightly. After tightening these
screws, press the ends of the governor on its
shaft, together, so as to bow out the springs,
until they assume a slightly convex appearance,
after which re-assemble to the machine, wind it
fully, and test it with a Record on which the
trembling was most noticeable.]

King & Gager, Savannah, Mo.—\What makes
the springs jump as though giving way and
catching again, and what is the remedy? We
have tried oil and graphite, and in one case a
new spring.

[This condition is known as a chugging main
spring, and is caused by the leaves or coils of
the main spring becoming gummed and sticking
together by the excessive use of oil. The rem-
edy is to"allow the motor to run until the spring
is half unwound, then remove the Phonograph
from the cabinet, and thoroughly wash out the
spring with benzine, after which apply pow-
dered graphite between the leaves or coils of
the main spring, and a little Phonograph oil.
Then replace the Phonograph in - its cabinet,
wind it fully, and allow the motor _to run down
two or three times, after which treatment the
motor will operate smoothly, and the chugging
will cease.]

Leopold J. Schreiber, Plymouth, Mass—1 find
that the Standard Records play louder and better
with the Model H Reproducer. Do you think
it will hurt the Standard Records or the Model

H Reproducer?

[It is true that a Model H Reproducer can
be used on Standard Records with possibly bet-
ter results than a Model C Reproducer. It is
not, however, wise to use the Model H Repro-
ducer on Standard Records. The reproducing
noint of the Model H is much smaller than in
the Model C, and Standard Records are not
made to withstand the possible wear of the
smaller point. Standard Records are made of a
different composition than Amberol Records, and
a smaller point is more apt to cut the former.
We would advise you and all other Dealers not
to encourage the use of Model H Reproducers
on Standard Records.]

C. D. Bonfoy, Clayville, N. Y.—Why are some
Model C Reproducers louder and much plainer

speaking than others? Is there any way to make

them uniform?

[All of our Reproducers are tested by a stand-
ard and are uniform in tone or as nearly so as
it is possible to make them. It occasionally hap-
pens that the rubber gaskets between which the
diaphragm 1is placed will shrink and become
hard, and when this happens the tone of the
reproducer becomes impaired. It can be im-
proved by tightening the clamping ring a little,
which takes up any play there may be between
the diaphragm and the gaskets and eliminates
any tendency of the Reproducer to blast or rat-
tle. Care should be taken, however, not to
tighten the clamping ring too much, for if it is
screwed up as tight as it will go the volume of
tone will be reduced. It should be tightened
just enough to take out any blast that may be
apparent in the Reproducer.]

W. E. Fuller, Williamsburg, la—What shall
we do with the old main shafts and mandrels?
How and when shall we turn them in?

[When the price of the attachment for playing
the Amberol Record was fixed, the value of the
old main shaft and mandrel was taken into con-
sideration, and the price was based on the ex-
change of these parts for the new attachment.
Dealers who have accumulated a quantity of
these old main shafts and mandrels should re-
turn them to their Jobber, who will return them
to us. The main shaft and mandrels are of no
value to the user or the Dealer, but are of some
value to us, and all of our attachments are sold
with the understanding that the old main shaft
and mandrel should be returned to us.]
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Four Ready-Made Ads
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What Kind of Music Do You
Like Best?

You can get any good kind from an

The Edison Phonograph Edison Phonograph. It renders a

band of fifty pieces as well as it does
a single singing voice. Nothing you

' is an entertainer that comes into your

f home at a small price and brings | can buy will provide so much of the
~ with it the music of the world ren- | best kind of entertainment for your-
!, dered by the world’s greatest artists. self and your family at so trifling a
- Hear Levi and His Band, Ada He 29 Y
Jones, Harry Lauder, Press Eldridge EDISON PHONOGRAPH
! and hundreds of other musical stars at Come in and hear the new things and
our store. get our terms.
(Dealer’s name and address) (Dealer’s name and address)
_ N . ] _
Electro of above cut, single col. 54C; double col. 542 Electro of above cut, single col. 713; double col. 714

I
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Music Amberol Records For

is beyond the possibilities of a Record the Edison Phonograph
of ordinary length.

Edison Amberol Records, playing
longer than any other Record, afford

Much of the World’s Best

They are the same size as the
Standard ¥dison Records, but they
play twice as long and cost but half

songs and selections not heretofore as much again.
obtainable. , The new Edison Phonographs will
Have you heard th