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Important European-American Deals Have
Been Consummated by the Brunswick Co.

P. L. Deutsch, Vice-President of the Brunswick Co., Gives Details Regarding Vital Expansion for
Brunswick in Europe—Deals Closed Will Add Substantially to Brunswick Fame and Prestige

Two important negotiations have been con-
summated by the Brunswick-Balke-Collender
Co. which will give their product wide Euro-
pean distribution and at the same time bring to
the Brunswick trade here one of the most com-
prehensive foreign language record libraries in
Europe. It was disclosed in New York, last
week, by P. L. Deutsch, vice-president of the
Brunswick Co. and general manager of its
music-radio division who recently returned from
abroad where he represented the company in
final conclusions with the Deutsche Gram-
mophon Co., at Berlin and the British Bruns-
wick, Ltd., at London. He was accompanied to
New York by B. Borschardt, the Deutsche
Grammophon managing director who conferred
with the Brunswick Co. officials in New York.

The Deutsche Grammophon Co. is located in
Berlin and is the producer of records under
the trade name of “His Master’'s Voice” for sale
in Germany, and Polydor in Germany and other
countries, the company having been formed in
1919 by a group of financiers and business men
there to succeed to the business of a predecessor
company. Famous European artists and sym-
phony orchestras are under contract to the “His
Master’s Voice” catalog in Germany, while
under the Polydor label a varied repertoire of
the music of many nations is maintained, to all
of which the Brunswick Co. in America will
have access and at the same time the exclusive
dance repertoire, as well as the balance of its
catalog will be offered to the German public.

The sale of Brunswick records in Germany
and other countries through the new connec-
tion may be foreseen to be along aggressive,
but sound and conservative lines and in view of

the fact that business, in general, of the Ger-
man republic is of such a liealthy tone, there is
no question that there will be a lively demand
there for the Brunswick product.

Mr. Deutsch said further that as part of the

P. L. Deutsch
deal the electrical recording and reproducing
rights of the General Electric Co. will become

available to the Deutsche Grammophon Co.
through the German General Electric Co. so
that its new recordings from now on will be
made by the “Light Ray” mecthod and may be
expected to exhibit the same advance in tech-

nique that electrical recording has produced in
the United States.

A further immportant factor in this agreement
is the manufacturing and selling of the Bruns-
wick Panatrope and Brunswick phonographs in
Germany aund Austria by the Deutsche Gram-
mophon Co.

The large and complete catalogs of the
Deutsche Grammophon Co. comprise such
famous artists as: Erica Morini, Frieda Hem-

pel, Alfred Piccaver, Leo Slezak, Heinrich
Schlusnus, along with complete symphony
works of DBeethoven, Mozart, Haydn, Bach,

Liszt, Wagner and others rendered by leading
orchestras and interpreted by such famous mas-
ters as Richard Strauss, Bruno Walter, Nikisch,
Otto Klemperer, Leo Blech and Furtwaengler.
The Polydor International Library is stated to
cover German, French, Bohemian, Slovak,
Italian, Spanish, Roumanian, Scandinavian and
kindred music and is expected to form a valu-
able addition to the Brunswick record line
throughout America. Mr. Deutsch said that the
first matrices from the Berlin connection will
arrive shortly and that the trade service for the
Brunswick retail contingent will be established
as rapidly as possible.

The British Brunswick, Ltd., a newly formed
company, in which the DBrunswick-Balke-Col-
lender Co. has a substantial interest together
with that of British capital, will record and
manufacture in England electric records and
Brunswick Panatropes through an arrangement
made with the Thompson Houston Co. for the
exclusive use of the electrical recording and re-
producing rights which they control with the
General Electric Co. At the same time there
will also be an interchange of matrices between
the British Brunswick, IL.td, and the Brunswick-
Balke-Collender Co. as well as between the
British Brunswick, Ltd.,, and the Deutsche
Grammophon Co. and in the broadened field
of activity there will be an aggressive sales
policy.

New York Bankers Secure Control
of the Victor Talking Machine Co.

President E. R. Johnson Disposes of His 245,000 Shares of Stock in the Company to Speyer &

Co. and J. & W. Seligman—Over $40,000,000 Involved in Deal

The largest single business transaction ever
recorded in the music trade was consummated
on Tuesday afternoon of last week, wheu the
control of the Victor Talking Machine Co.
passed into the hands of the Wall Street bank-
ing firms of Speyer & Co. and J. & W. Selig-
man, through the agreement to purchase the
245,000 shares of common stock in the company
held by Eldridge R. Johnson, its founder, presi-
dent and principal owner. The bankers will
pay $115 a share for Mr. Johnson’s stock, and
it is stated that the same offer will be made
to the minority stockholders. There are alto-
gether 348,863 shares of Victor common stock
outstanding. .

It is stated that Mr. Johnson decided to dis-
pose of his holdings owing to the condition of
his health and his desire to be free from busi-
ness cares. The deal will call for the payment
to him alone of $28,175,000.

Representatives of the banking syndicate and
the Victor Co., on December 7, deposited a
majority of the common stock, 245,000 shares,
with the Camden Safe Deposit and Trust Co.,
thus binding the transaction.

Following the announcement of the sale of
his stock to the bankers, Mr. Johnson issued the
following statement to the stockholders of the
company:

“Influenced greatly by the condition of my
health and my consequent desire to be relieved
from business cares, I have, this day, given an
option to Speyer & Co. and J. & W. Seligman
& Co., bankers, for the purchase of all of my
holdings of common stock in the Victor Talking
Machine Co. on the basis of $115 per share, the
purchasers to receive in the event of their
exercising such option all dividends, if any, paid
or declared on or after December 6, 1926, as
well as any subscription or other rights ap-
purtenant to such stock.

“I have stipulated in the above agreement
that if the option is exercised the holders
thereof shall offer to purchase from all of the
other holders of common stock of the Victor
Talking Machine Co. all or any part of their
said common stock holdings at not less than
said price, to wit, $115 per share, the purchasers,
as stated above, to receive all dividends paid
or declared thereon on or after December 6, 1926,
as well as all subscription or other rights appur-
tenant to such stock on or after said date. The
holders of said option have agreed to make this
offer to you within fifteen days after they ex-
ercise such option, unless they make such offer
to you at an earlier date. The purchasers have
advised ime that it is their intention to preserve

. the continuity of the present management and

personnel and the standard of high quality
which has been the distinguishing characteristic
of the company since its earliest days.

“You will understand that it is not my wish
or intent to influence you in any way in any
decision you may make regarding your shares
of stock in the Victor Talking Machine Co., but
I have been so intimately associated with the
management and control of the company since
its inception that I did not feel it fair to others
who have invested their money in the enter-
prise that I should dispose of my shares with
out providing that they should have an oppor-
tunity, if they desire, to dispose of their shares
upon at least as favorable terms as myself.”

Mr. Johnson, a mechanic with very limited
means, became interested in the phonograph in
its early days, and in 1894 launched his own
company in Camden for the purpose of produc-
ing Victor machines playing what were then
the new disc records. In 1901 the Victor Talk-
ing Machine Co. was incorporated and fromn
that day and until July, 1925, the company paid
generous dividends to its stockholders. As
early as 1912 there were paid regular dividends
of 10 per cent and special dividends to the same
amount. In 1916, for instance, there was a 20
per cent regular dividend and a 60 per cent’
extra. Regular dividends of 40 and 45 per cent
were frequent, and in 1922 a 600 per cent stock
dividend was paid. It was not until July, 1925,
that the company found its business in such
shape that it was considered necessary to pass
a dividend. Dividend payments were resumed,
however, on August 6 of this year.

(Continied on page 112)

See second last page for Index of Articles of Interest in this issue of The World
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More sales of
records bring
success on far
more complee
scaleforlive
retail dealers

The salesword of the moment 15, or should
be, “sell more records.”

This does not mean that sales policy should
neglect the sale of the new machines, which
are doing their very large part in bringing about
that renaissance of the phonograph industry
which we are all so happy to perceive and to
participate in. Rather, it means that the way
to a still greater and permanent success in the
future is by the road of record distribution. The
people of this country have nevcr been educated
to the point of becoming record enthusiasts.
This was because in the early days of talking-
machine cxpansion the amount of territory to
be covered was so enormous that a very large
aggregate distribution could be had upon a very
«mall individual consumption. It was rather
like the business notions of Celonel Mulberry
Sellers, who had been told that cach of the
four hundred millions of Chinese had bad eyes,
and calculated that thereforc thev all nceded
eve-water; so that the sale of one bottle of eve:
water only per unit of that population would
provide millions of profit. There were indeed
slight though effective obstacles in the path of
the ingenious promoter; but if onc puts aside
the question of sales resistance. which stumped
Colonel Sellers, the talking machine industry
will have to confess that for a long time it rode
to prosperity upon a Sellcrian horse. A popu-
lation growing from ninety to niore than a hun-
dred millions within a decade or so made for
deceptively large output figures. If onc person
in cvery ten bought onc machine once in a life-
time that incant ten millions of machincs. And
if each of those ten machine owners bought five
records per year, that meaut fiity millions of
records. Which all looks very big, and is big;
but it does not reveal, until analyzed, its actual
weakness as a basis for building prosperity.
For, in truth, we began to find out in due course
that the difficulty lay in the coming of that day
when the one-machine-in-a-lifetime-and-five-
records-per-year class of the population should
be prettv well satisfied. And then the question
became one of “what to do.” And it is the
answer to that question which is here given.

PHoliday Greetings

" E express our appreciation of the patronage
' and co-operation that we have received during
1926 and extend to the trade our wishes for

Merry Christmas
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Greater Profits by
lixploiting New Records

By William Braid W hite

That is to say, I make here no plea for the
neglect of any department of phonograph sell-
ing. I merely point out that one department
has been badly neglected in the past and that
if only as much good work be done in the future
on record sales, per individual machine owner,
as has been done in days past in placing ma-
chines all over the country, the phonograph
business will be placed upon a pedestal of pros-
perity from which nothing can ever pull it down.

But it is also proper to say, and to insist,
that the future foundations must be struck

The greatest opportunity for
the retail talking machine
dealer to build for permanent
success and to Increase his
volume of profits lies in the
more vigorous exploitation of
the record department. Record
sales can be built up to a
volume that will bring in a
steady stream of cash. Push
the records you handle.

deep. There is only one bedrock on which to
place those foundations, and that is the rock
of record consumption. It is essential to build
up among the present and future owners of
talking mathines an adequate interest in the
musical treasures of the record catalogs. Once
get even a strong minority of the buying public
into the habit of adding periodically to their
stocks of records, and the foundations of pros-
perity will have been struck right down to that
bedrock from which they never can be dis-
lodged.

The phonograph and its records constitute
together an art preservative of art. They not
merely reproduce, they record. That is to say,
they give one a “library” of rccords, a library

and

A Progperous 1927
NEW YORK ALBUM & CARD CO., Inc.

Established 1907

23-25 Lispenard Street
Makers of Nyacco Albums, Nyacco Radio Sets and Nyacco Portable Phonographs and Radio
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The record de-
partment gives
the retailer a re-
peat business —
record sales in-
crease profis

from whose shelves one can pick music as one
picks books, when and as often as one wants
them. Tt is the difference between having what
one wants when one wants it and having what
someone else wants when someone else wants
it. This is fundamental.

But it must once more be said that the way
to this desired permanence and prosperity is
along the road of record consumption. It is
essential to build up interest in record buying.
How this is to be done has often been told in
my own articles in this paper, as well as by
many expert merchandisers in these same col-
umns from time to time. One principle shall
for the moment suffice. There is nothing much
to be done save by general publicity to build
up more record buying among that large parst
of the public which takes its aesthetic pleasure
mainly through its pedal extremities; in other
words, among the dancing people. They will
buy the latest dance records anyhow and the
best way to deal with them is to advertise
steadily and persistently what one has of the
wares that appeal to their taste. There is, how-
ever a large and intelligent minority of music
lovers only waiting to be convinced that the
modern phonograph and records are really what
they are said to be. The process of convincing
is easy, for the phonograph of to-day really
does what it claims to do. The future pros-
perity of the phonograph industry is in the
hands of this minority. It is not so small a
minority either. And it is mainly composed
of the not-quite-so-young people. This minor-
ity has been badly neglected. Judicious remedy
of that neglect is quite possible and practicable;
and no wise dealer will fail to take this truth
into account while he is rebuilding his sales
policies upon broader and sounder and more
permanent foundations.

The installation of phonographs and several
loud speakers in different departments of the
Newark plant of the Westinghouse Co. has had
the effect of offsetting monotony, fostering con-
tentment of the workers and brightening the
entire work place.

NEW YORK
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W. H. Lynas Makes Interesting Analysis
of Status of Radio Industry in Europe

Managing Director of Graham Amplion, Ltd., of London, a Visitor to This Country, Declared
That the Radio Industry Throughout Europe Is Constantly Growing in Strength

W. H. Lynas, managing director of Graham
Amplion, Ltd., of London, England, arrived in
this country recently on the “Berengaria” to
spend a few weeks visiting the trade here and
in Canada. Mr. Lynas, who is making his head-
quarters at the offices of the Amplion Corp.
of America, expects to return to Europe within
the next few days and in the meantime is con-
ferring with S. B. Trainer, president, and Lloyd
L. Spencer, sales manager of the Amplion Corp.
of America, regarding extensive® plans for ex-
pansion during the coming year.

Mr. Lynas, who is internationally prominent
in radio circles, needs no introduction to the
radio industry in America, for he visits here
frequently and also attended the 1925 and 1926
conventions of the R. M. A. at Atlantic City,
where he was one of the speakers. Graham
Amplion, Ltd., maintain world-wide affiliations
which give Mr. Lynas an opportunity to keep
in close touch with radio activities throughout
Europe, Great Britain and the English Colonies.
The companies associated with Graham, Ltd,,
in the manufacturing and marketing of Amplion
radio products are located all over the world
and comprise Alfred Graham & Co., Ltd., Lon-
don, Eng., Amplion Corp. of America, New
York City; Amplion Corp. of Canada, Ltd.,
Toronto, Canada; Compagnie Continentale
Amplion, Brussels, Belgium; Compagnie Fran-
caise Amplion, Paris, France; Amplion (Aus-
tralasia), Ltd., Sydney, Australia; Etablisse-
ments Belges Amplion, Brussels, Belgium;
Radio Presse Internationale, Brussels, Belgium;
Radio Press-Paris, Paris, France; Deutscher
Amplion Vertrieb, Frankfort-on-Main, Germany.

In a chat with The World Mr. Lynas gave

an interesting resumé of the general status of
the radio industry in FEurope, stating: “The
radio industry throughout Europe is in very
healthy shape, gaining in strength and stability
at a very satisfactory rate of progress. The
sales, of course, are nothing like the volume
in America, but the business is on a firm foun-
dation with the sales curve on a more even and
steady plane during the active season than in
this country. In practically all of the leading
European countries there is a steady demand
for radio products during the Fall and Winter
months which does not show the sharp in-
creases and decreases which apparently are still
a factor in practically every section of America.

“At the present time the subject of broadcast-
ing is_receiving the attention of every member
of the radio industry in America, but in this
particular respect Europe seems to be quite
some distance ahead of the radio industry here.
As is generally known, radio broadcasting
throughout Europe is in the hands of various
Governments which receive the co-operation of
the International Broadcasting Confcrence. This
important and well-established association has
headquarters in Geneva and meets at frequent
intervals in the various European trade cen-
ters. Broadcasting throughout Europe is regu-
lated in such a way that there is absolutely no
interference with the wave lengths allocated to
the respective broadcasting stations. The wave
lengths which are assigned to the stations are
followed rigidly without complaint or protest
and there is a spirit of co-opcration which is
proving of immeasurable value to every phase
of the radio industry. For example, several
stations in England voluntarily relinquished re-

Qhis (ine
Leads to |
Greater
POIT

plans.

~%)| Sales—Larger and |-

Profitable selling does not just happen. It
is the result of carefully planned and care-
fully carried out manufacturing and selling

CASE Radio Receivers assure the radio dealer
easier and quicker sales with larger and surer
profits for these three reasons:

1. Six-tube tuned radio frequency sets of un- -

usual performance ability.

2. Attractive low prices—liberal dealer profits.
3. National advertising and dealer helps.

CASE advertising
many of them in your community. The CASE
merchandising plan helps you get the greatest
benefit and profit from that advertising.

A Reputable Product—A National
Institution with over 300 Jobbers

CASE Radio Receivers have five years of suc-
cessful performance to their credit.
made in a complete range of table and console
types to fit every purse. CASE sales have grown
steadily every year—CASE dealers have made
more money each year.

CASE Sets are manufactured by a well-estab-
lished, well-financed organization that does busi-
ness on a sound,
greatest satisfaction and profits for all con-
cerned.

Write today for complete literature and informdtion

INDIANA MFG. & ELECTRIC CO.

RADIO

Easier and Quicker

Surer Profits foryou!

reaches 8,100,000 families—

They are

conservative basis, assuring °

MARION, INDIANA

P

PRODUCTS

cently their rights to certain wave lengths be-
cause they were interfering with broadcasting
from several points in Europc. These wave
lengths were allocated to other stations and the
sitnation was adjusted to the complete satisfac-
tion of all concerned.

“The output of the various broadcasting sta-
tions in Europe seems to be more stabilized
than the average output of the American broad-
casting stations. Programs are maintained on
a definite, concrete basis and are not influenced
by the particular time of the day when they are
presented. At times, of course, the quality: of
the programs may suffer in comparison with the
extensive repertoires of the American broad-
casting stations, but there is a stability to the
output of the European stations that is prov-
ing a valuable contribution to the success of the
radio industry.

“During the past year the sale of radio prod-
ucts throughout Europe has shown a very sub-
stantial increase over 1925 and, although there
have been no radical changes in the product it-
self, the industry is steadily marching forward.
I find, in this country, that the most material
changes appear in the design of the product
rather than the basic construction; and this con-
dition is similar to the European radio indus-
try. It is in broadcasting primarily that Europe
shows a marked advance over America, and the
service given to the owners of radio receivers
is steadily increasing in proportion to the
growth of the trade. A valuable feature, for in-
stance, is the broadcasting from London at a
specified time each evening of the important
news of the day, sponsored by a group of world-
famous news associations. This resumé of
news happenings is followed closely by every
owner of a radio receiver, who, regardless of his
distance from the city itself, is enabled to keep
in close touch with the news of the day. The
Government does not permit commercial broad-
casting of any type whatsoever, and every pro-
gram that is broadcast must receive an official
okay before it is given over the air.

“l am greatly pleased with the exceptional
progress which Amplion products have made in
America and Canada the past year, and our
sales figures are very satisfactory. We have
plans in contemplation for 1927 which will un-
doubtedly prove of considerable interest to our
distributors and dealers and which will be an-
nounced by Mr. Trainer very shortly. I am
looking forward to a healthy, prosperous radio
year in 1927 with the industry showing a
stability commensurate with its world-wide
progress of the past four years.”

Columbia 1927 Catalog
Ready for Distribution

]
Entire Library of Columbia Recordings Pre-
sented in a Most Complete Fashion

The 1927 record catalog of the Columbia

Phonograph Co., New York, is just off the press
and it presents in a most complete and well-
arranged fashion the entire library of Columbia
recordings. The. first séction of the catalog is
given over to aii-alphabetical list of record
titles, followed by an alphabetical index of
artists and an alphabetical index of composers,
so that the dealer can readily find a record no
matter how meager is the information presented
by the inquirer.
. The next section lists and reviews the forty-
four Columbia Musical Masterwork album sets
with short summaries of the works and their
composers. Next follows the listing of concert
and operatic selections presented under the
name of the recording artist. In the order
named following this section are listed stand-
ard and popular records, race records, old
familiar melodies, Irish series and the educa-
tional series. The catalog is printed on a fine
grade of paper with clear readable type and the
book is profusely illustrated with photographs
of world-famous™ Columbia artists.
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DEALERS DELIGHTED

WITH
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No. 502 Receiver, Art Console, 5-tube; coils shield- o.,,,;'"-
ed; operates from house current or batteries; space i
for sacket power units or batteries. Price, less acces- T ]
sories but including external Cone Speaker T ? Y’
East of Rockies Rockies and West Canada
$325 $355 $380
No. 501 Receiver, same operating unit as No. 502,
Price, less accessories without Cone Speaker
East of Rockies Rockies and West Canada
$180 $192.50 $225
I find the No. gor Receiver is no exception to the excellent standards We wish to compliment you on the new Model yor Receiver inregard to
which you have established in your other models . . . . 1t is a great relicf everything connected with 12, 1.c., quality of materials, workmanship, appear-
to dealers to be able to concentrate more firmly on the Stromberg-Carlson ance and the resules obtained from ir.
Iine because of your new and broader scale of prices. There is narln'nf too complimentary which we can say in regard to the gor.
I anticipate a very heavy donand for these Five Tube sets, and trust The only drawback which we can posssbly think of is thar we may not be
that your production is goingro be adequate enough to take care of the demand. able 1o ger enongh of these instruments to supply our customers wants.
Haynes-Griffin, Inc., New York City United Music Company, New London, Conn.
We bave received and installed the new j-tube Treasure Chest Recesver. We We have just received the new No. o1 Receiver and having rested it out
are delighted with it and wish to compliment the Stromberg-Carlson Co. for will say that 1t is certainly a step forward in radio. We never yet have seen
producing this model, as we find it to be very suitable for the majority of a set 5o powerful and selecrive . when used with a Stromberg-Carlson
homes. Cone Speaker it has the finest tone we bave ever heard.
We intend to feature this Receiver in our sales campaign this season and We are cerrainly glad to have this set added to the Stromberg-Carlson
expect it to be our most popular model. family and believe st will be the biggest seller yer.
Gray, Trimble & Swmith Electric Co., Bloomington, Ill. Grantham & Ramsey, Kaw City, Oklahoma

(qNFLUENCED by the flood of public approval, Stromberg-Carlson dealers in
every section of the country are voicing their enthusiasm over the new §-tube

Recetvers.

For these dealers are reaping increased profits from this broadened Stromberg-
Carlson field of radio merchandise—and are enabled to concentrate more firmly
on a line which represents permanence of value.

Stromberg-Carlson Telephone Mfg. Co., Rochester, N. Y.
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Makers of woice transmission and" «voice reception apparatus for more than thirty years. {}’
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W. R. Davis Appointed
Priess Vice-president

In Charge of Sales—Julius V.Cremonim Named
Assistant to New Vice-President and Man-
ager of Foreign Sales Department

The Priess Radio Corp., 695 Broadway, New
York City, of which William H. Priess, the
well-known radio engineer, is the head, recently
announced the appointment of William R.

—

W. R. Davis

J. V. Cremonim

Davis as vice-president in charge of sales, and
Julius V. Cremonim as assistant to the new
vice-president and manager of the foreign sales
department.

Mr. Davis has had radio experience dating
from 1906, when he was associated with Pro-
fessor Fessenden in Governinent experimental
work. Later he joined the forces of the Mag-
navox Co., where for a period of five years he
held the post of sales manager.

Julius V. Cremonim has been with the Priess
organization for some time, first in the capacity
of sales representative and later as assistant
sales manager with complete charge of export
sales. As in the case of Mr. Davis, Mr.
Cremonim has a background of engineering
training as well as sales experience. He is a

graduate electrical and mechanical engineer and
has studied export conditions in both Europe
and South America. He spéaks fluently English,

Spanish, Portuguese, Italian, French and Ger-
man.

Discussing his new association with the
Priess Radio Corp., Mr. Davis said: “I am

extremely glad of the opportunity this new
connection affords me. We have only one unit
of sale—the Priess Straight Nine—and my un-
divided effort can be given to it.”

Ross Kenyon Now Treasurer
Sleeper Radio & Mfg. Corp.

Announcement of the election of Ross Ken-
yon as treasurer of the Sleeper Radio & Mfig.
Corp., Long Island City, New York, has been
announced by Gordon C. Sleeper, president.
Mr. Kenyon practiced law for several years be-
fore entering business as treasurer of the
Northam-Warren Corp., where he served for
five years in this capacity. Other officers of
the Sleeper Co. are Herbert C. Doyle, vice-
president and George O. Castelle, secretary.

Awarded Victor Franchise

David M. Isaac, of 1473 Myrtle avenue,
Brooklyn, N. Y., was recently awarded the Vic-
tor franchise and now carries a complete line
of Victor Orthophonic instruments and records.
Among the radio lines carried by Mr. Isaac are
the R. C. A, Atwater Kent, Freshman, Grebe
and Ambassador.

Victor dealers of Tacoma, Wash, made a
concerted drive to introduce to the residents of
this city the new Orthophonic records.

The Officers Club of Fort Sam Houston, San
Antonio, Tex., has purchased one of the new
Viva-tonal Columbia phonographs from the San
Antonio Music Co.

Interesting Facts About
Radio’s “Missing Notes”

L. C. Lincoln, Advertising Manager of F. A. D.
A'ndrea, Inc, Describes the Feature That Dis-
tinguishes Cone Speakers From Others

The story of the “missing notes” in radio
was related recently by L. C. Lincoln, adver-
tising manager of F. A. D. Andrea, Inc. In
many years’ experience in the music field,
Mr. Lincoln has made a special study of re-
producing devices.

“A very important element of a receiving set
is the reproducing device,” said Mr. Lincoln.
“The three principal elements, the tubes, the
receiver and the speaker, must work in har-
mony for best results. This combined result
has created a new term in radio, ‘harmonated
reception.’

“The average human ear can respond to
sound vibration from as low as 30 per second
to upwards of 10,000 per second, and the ordi-
nary music range may be considered from 30
per second, which corresponds to the low notes
of an organ, to upwards of 4,000 per second.
It is very seldom, however, that a note as high
as 4,000 per second is encountered. The lowest
tone in an orchestra, for example, is that of
the double bass viol, with 42 vibrations per
second, while the piccolo climbs to over 4,700.

“Obviously the speaker should give uniform
response throughout the entire musical range.
An effective and balanced response to all notes
in the musical scale is essential for true re-
production. Most speakers in the past have
failed to give any satisfactory response to
vibrations under 200 per second. These are
the ‘missing notes,' and reproducing them ef-
fectively and efficiently is a feature that dis
tinguishes the latest development in cone
speaker design from practically all other radio
reproducers.”
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record sales.

"PEERLES

Get your share of the Holiday Gift money. Record Albums
make most appropriate presents and when sold create heavy

Display Albums and you will
sell Albums—and Records too

wonderful value in the

2N S N NS e

PEERLESS ALBUM CO

PHIL RAVIS, President

636-638 BROADWAY, NEW YORK

Write for Sample of the above and ask about our
Peerless $15.00 Portable

Genuine Leather Covered

Peerless Portable

In Black, Brown and Blue

The Peerless Portables — covered
with genuine leather-—are remark-
able values at $25.00 The purchaser
immediately notes the difference in
quality leather—and sees the added
value of these rich instruments as
gifts. '

ALBUMS and
PORTABLES

Retail

Iz
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Now’s the Time

Money gifts and bonuses
at this time of the year
present a very great buy-

ing power.

"What real serious effort

are you making to get your
share, Mr. Victor Dealer?

C. Bruno & Son, Inc.

Victor Wholesale Exclusively

351 Fourth Avenue
New York City

1834 —Q0wer 92 Years of Dependable Service to the Music Trade— 1926
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Straightening Out the Air Tangle

HE confusion in the air which has followed the decision of the

Federal courts some months ago, to the effect that the Depart-
ment of Commerce did not have power under existing statutes to
regulate the operation of radio broadcasting stations and to specify
the wave lengths upon which such stations can operate, has resulted
in strong pressure being brought upon the Congress which is now
in sesston in \VWashington to pass one or the other of the bills before
it designed to regulate radio traffic in the air. The subject has
aroused national interest.

Local court actions in Chicago and elsewhere have served for
the moment to regulate this air traffic to an extent by injunction. but
the remedy is admittedly onlv temporary and does not extend far
enough to grant protection to non-protesting stations, which suffer
from the operation of others who have entered the field or have
seen fit to move about on the limited wave band.

The situation is one in which the manufacturer and retailer of
radio apparatus are deeply concerned. for present and prospective
radio fans are beginning to show a distinct reaction as a result of
the confusion in radio programs. In many localities, particularly
in or near the larger centers where numerous stations operate, it
requires a receiver much more selective than the average to enable
the listener-in to get his programs clearly and without interference.
The result is that owners of receivers are making loud complaints
to dealers about trouble in operating their sets, and numerous re-
ports are on record of prospective customers who hesitate to buy
because of what their friends tell them and what they read regard-
ing the conditions in the broadcasting field.

“Freedom of the air” sounds very fine as a slogan, and it
appears well in print, but does not work out in practice. The
point is that, if radio broadcasting is to be a part of our present-day
scheme of things. the public must be protected in its efforts and
desires to listen without undue interference to what is put on the air.

It is time for the industry as well as for the public to insist
that the conference committee smooth out its differences and so
reconcile the provisions of the \White and Dill bills—or provide a

substitute—to the end that satisfactory legislation be enacted. The
Dill Bill sponsored by the Senate places the control of radio broad-
casting with a Federal Radio Commission of five members to be
created, while the White Bill sponsored by the House, to accomplish
the same end, places radio control with the Department of Com-
merce. Various other phases of the bills can easily be adjusted if
the spirit is there, and pressure by every interested party should be
brought to bear while the new Congress is in session to bring about
such an adjustment.

The National Radio Co-ordinating Committee has aired
views and made its claims and it rests now with the retail trade
itself, so vitally interested and in such close touch with the public,
to demand of Congress some type of legislation that will provide
proper control of the air as a protection to the millions who already
own radio receivers and to the other millions who may be expected
to buy. It may be that during the short session of Congress, with
the many things of importance to come up before that body, there
may not be the time to iron out differences relative to permanent
legislation. In such an event it would be well for the trade and
the public to urge that some temporary or emergency legislation
be enacted that will grant desired relief until such time as the
permanent bill can be passed. The importance of the matter cannot
be overemphasized.

It's the Effort, Not the Market, That Fails

FOR those who are fond of declaring that the buying power
of the American public has been curtailed, and that the growth
of instalment buying has served to deplete the present and future
cash resources of the nation, there is little comfort in the Govern-
ment report to the effect that there is at present something in excess
of $50,000,000,000 on deposit in the banks of the country, of which
approximately half represents deposits in savings banks.

The important thing is that these deposits are earning, it is
estimated, some $800,000,000 a year in interest, part of which re-
mains in the banks, but a very substantial proportion, including that
accumulated in Christmas funds, is put back into circulation through
the medium of general purchases. Regarding industrial conditions,
the Government reports them to be altogether satisfactory, with
practically no unemployment and with most industries on a full-
production schedule.

These Federal statements reflect the continued prosperity of
the country, and the problem that is faced by the average retailer,
whether in the music field or some other line of business, is not
that of facing a failing market, but of meeting a steadily increasing
volume of competition from all directions. In short, there is plenty
of money in the hands of the American people to be spent, but there
seems to be a host of energetic salesmen after each dollar. The
matter resolves itself into first-class salesmanship, both through
the printed word that creates the desire, and through personal con-
tact which crystallizes the desire into the actual purchase.

Assuming that many millions of dollars are to be spent within
the next month or so in holiday and post-holiday buying, it is not
sufficient for the dealer to sit quietly by and wait for some of those
dollars to walk into his store. There are too many other dealers by
the wayside to interfere with the parade. The buyving power of the
country so far as the individual retailer is concerned rests entirely
on his ability to control a proper share of that power to his own
end. For the laggard hard times will always be here.

Authoritative Information Is Important

ANUFACTURERS in the talking machine and radio indus-
tries who seek to branch out into foreign fields on a serious

basis have no occasion to go pioneering in the broad sense of the
word or to depend upon advice and information of doubtful value
from sources ill equipped to render any real service to the exporter.
The American manufacturers collectively have been and are
supporting at a cost of some $3,000,000 annually a foreign trade
promotion service as a part of the Department of Commerce that
has proved its value by producing directly and through its own
efforts a volume of business annually that is many times in excess
of the cost of the work. The Bureau of Foreign and Domestic
Commerce stands ready upon request to make surveys of definite
foreign fields for domestic manufacturers, supply information that
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Viva-tonal Columbia

Model 810 . . . $300

(Decorated Brown Mchogany)

Model 800 . . . $275

(Two-Tone Walnut)

i

Viva-tonal Columbia
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) | Model 611 . .. 5115

Model 710. . . 8175
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This one finest gift
this Christmas
overshadows all the rest

HE Viva-tonal Columbia is greater than beauty of all the music of all

a phonograph—it is the successor to the the world!
phonograph. Not only does it do all that All that musicis today, theViva-
any phonograph ever could do, but it vastly tonal Columbia is—and it is yours
increases the entire range and volume of mu- to give—for their enjoyment.
sical and vocal reproduction. Make this supreme test of the merit

The deepest bass notes, so essential in of your one most important gift—be

dance tempo, but formerly not audible in sure that it is a gift that will give of
phonograph music, are now accentuated as 1tself.
the composer meant them to be. Great sym- Never before has it been possible to give
phonies may be heard with full appreciation such a gift as the Viva-tonal Columbia.
of every nuance of orchestral rendition. Not It 1s a gift that, above all others, gives
only magnificent volume—noz only startling of itself, lavishly, untiringly, affording a life-
clarity—not only absolute truth—but all the time of delight to those who possess it.

The dealer who is to demonstrate the Fiva-tonal Columbia to you may be identified by his display of the Columbia trade-mark.
If more convenient, write to us for descriptive booklet and let us tell you the name of your nearest Columbia dealer.

Columbia Phonograph Company, 1819 Broadway, New York

COLUMBIA New procEss RECORDS

Viva-tonal Recording, » + + + the electric records without scratch

The epoch-making electrical process of recording used in Columbia New Process Records is
offered to the public by the Columbia Phonograph Company through arrangement with the

; Western Electric Company

The public is invited to hear and test such  ing brilliance, smooth surface. volume, and
Columbia New Process electrical recordings as  tone-quality now available through the electric
the Berlioz Symphonie Fantastique, Tschal-  recording process. Any Columbia dealer will
kowsky’s “1812” Overture; Schubert’s Un-  gladly play these, as well as the latest popular
finished Symphony and Beethoven's Ninth  dance and vocal numbers. Look for the famil-
Symphony, all splendid examples of the'amaz-  iar Columbia trade mark.

Consider each model of the Viva-tonal
Columbia as a piece of furniture—

— Sorce yourself to forget its musical ca-
LA ' i ‘. '

v'i’- a5 4 s ‘wy/‘ y - v o e > pacity—and you will appreciate its
=N
~

h@'. )\ dignity and appropriateness. Study
I

= }/& i’ .

R &=

its details and you will find excellence
of workmanship happily associated
with contenience of design




HE HOLIDAY SEASON al- 1
ways brings good business to

the phonograph and record trade—
but there never was a better time to
| offer the Viva-tonal Columbia and
Columbia New Process Records, re-

| The whole country has re-awakened
to a complete appreciation of home- |
I music—and the market for Columbia

| products 1s ready. Reach out for it.
It belongs to YOU.

COLUMBIA PHONOGRAPH COMPANY
1819 Broadway New York

corded the nmew way — electncally. |
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is authentic and the result of careful and expert research, and pro-
vide lists of prospective customers that, properly used, are of incal-
culable value to the would-be exporter, as well as to him who has
already had experience in the field.

The well-manned offices that the bureau maintains in the lead-
ing trade centers throughout the world keep on file catalogs of
American manufactured products, trade publications and other
literature designed to give the inquiring foreigner first-hand in-
formation of products made in this country that he may desire or
can use. These offices also transmit to headquarters information
as to market possibilities in their respective districts—information
that is at once forwarded to those in the United States to whom it
may be expected to be of interest.

This information service is far more elaborate than the average
individual appreciates and may be had by the interested manufac-
turers either entirely without charge or at a cost that may be con-
sidered infinitesimal compared with the expense that would attach
to similar work carried on under his own direction. Information
and advice on export matters come within the province of the
expert and manufacturers who contemplate broadening out their
distribution to embrace foreign fields would do well to keep in touch
with the Government bureaus, or someone equally qualified to give
information, rather than to make false moves upon information
simply rehashed from Government reports.

Securing general information upon export matters is not a
matter of mystery. A letter or two to the Bureau of Foreign and
Domestic Commerce in Washington will do the trick.

Closing the Books for Nineteen T wenty-six

ITH the end of the year only a fortnight off, 1t is possible
without calling a halt in the holiday trade to cast up the year's

accounts in some measure and find out just how really good 1926
has been to the members of the phonograph and radio trade. Tt
is to be admitted that some of the seemingly optunistic statements
issued before the first of the year have been discounted to a greater
or less degree by actual occurrences, but taking everything as a
whole we are rounding out a year that has been recognized as
productive of a staple volume of business, and there is every pros-
pect that the situation will improve materially as months go by.

Talking machine dealers for the most part have been in a pecu-
liar position for most of the year. The public responded nobly to the
appeal of the new types of instruments and new records, and the
question has been one of obtaining adequate supplies of desirable
models rather than that of developing prospects. For the dealers
who have worked consistently and intelligently, the business volume
has been of quite substantial proportions, and as stocks become
increasingly available this volume should grow in like proportion.
For the most part it has been a seller’s market, which has its good
points and its bad ones, and the condition will likely exist for the
first part of the new year at least.

In the radio field there has been a noticeable settling down and
stabilization, and a lack of the excitement that marked the first few
years of the business. It has requfred more intensive selling on
the part of dealers as a rule, but the sales have heen worth while
and the dealers have had the advantage of being better acquainted
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with the product and its handling, with the result that the profits
have been worth while. This is a situation that makes for perma-
nence of the industry.

If Congress manages in some way or another to clear up the
broadcasting situation there is every reason to believe that radio
will continue to be a distinctly important factor in the business
world, for the mdustry has now found itself.

Nineteen hundred and twenty-six has not been in any sense a
boom year, but it has been a most substantial one, and for the re-
tailer who appreciates the dangers of inflation and then deflation
the absence of a boom is not to be regretted.

Keeping the Mailing List Alive

LIVE mailing list is one of the most valuable assets of the

talking machine dealer in the building up of a record business
of large proportions, for it enables him to keep his prospects and
his customers constantly informed regarding the new musical offer-
ings calculated to make them interested in their phonographs. The
mailing list, however, is of greatest value only when it is kept con-
stantly up to date, for circular matter sent to the old addresses of
those who have moved away or passed on means that much wasted
postage and wasted effort. ‘

Checking up on the mailing list at regular intervals is not
an embarrassing process if the dealer takes advantage of the offer
of the postoffice to do that checking for him at a cost much lower
than the same work could be done by the members of his own
organization. Elsewhere in The World this month it is explained
how this official checking can be secured. Tt is worth earnest con-
sideration on the part of those who do even a fair proportion of
their solicitation and selling by mail.

An Outstanding Business Transaction

F tremendous interest and importance to the entire business

world and the talking machine trade in particular was the
announcement on December 7 of the sale by President E. R. John-'
son, of the Victor Talking Machine Co., of the control of that
company to the New York banking firms of Speyer & Co. and
J. & W. Seligman, through a deal which when completed will
call for the payment of $40,000,000 or more. Need it be said that
the final transfer of control came as a surprise to the industry.
Further announcements as to the future policies and plans of the
Victor Co. will be awaited eagerly Ly the industry and especially

* that large part of it closely affiliated with Victor activities.

NEW PORTABLE ALBUM

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

National Record Albums
Good Albums

Nationally known because they
give real satisfaction.

They require less selling effort.
Made to contain all makes of
disc records including Edison.

Write for our list of 1926
styles and prices

THE PERFECT PLAN
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Cheap Credit Causes Collection Troubles

Landau’s Have Solved the Secret of Successful Instalment Mer-
chandising—A Simple and Effective Credit Plan Reduces Risk

Cheap credit and a too long lapse in following
up delinquent accounts are the primary causes
of collection troubles. This is the theory of
l.andau's, who operate three of the most suc-
cessful music and jewelry stores in the an-
thracite coal region of Pennsylvania. That this
line of reasoning has merit is indicated by the
fact that poor accounts on the books of this
firm are estimated to be less than one-fourth
of 1 percent. And this in spite of the fact that
at the present time the Wilkes-Barre Landau’s
storc has 8,700 open accounts; the -Hazleton

finally rcach the credit department and the
credit manager inforins the patron once more
of the plan of payment.

This may seem like a trivial point, but it
has proved of the utmost importance. First,
repeated mention of the necessity of making
payments in the store leaves no room for mis-
understanding on this matter in the mind of the
customer. Second the importance of making
the pavments when due is hammered home.
Third, semi-monthly visits to the storc by each
of the customers has a remarkable effect on

store boasts approximately 5,000 accounts, and sales. Thus the people come in contact with
LANDAU'S HAZLETON STORE
DAILY REPORT SHEET NO 2439
s RETURNED
LEASE REC. ON - ALOUNT
DATE NAME ADDRESS Foriol, “xa ARTICLE 1 AccousT [Tamoae T Amores OF SALT
S o il L]
Petty Cash Balance Bank Balance Cash Sales Carned
Pig. asd Presaons dax L£aooh Salig -4
Traceierced taPetty Cach Depot this day Cazh Oyer
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The “Daily Report” That Has Simplified Bookkeeping at Landau’s Store

at the Pittston establishment there are about
3,000 names on the books.
A Difficult Territory for Credit

And this achievement has been realized in
the face of conditions from the standpoint of
credit and instalment selling that are far from
ideal. First, as has been mentioned, the Landau
stores are in the heart of the coal mining sec-
tion of the State. Second, a vear ago one of
the worst strikes among miners in history was
experienced, people spent all their savings for
necessities and went into debt, the music store
being compelled to wait for its money. Third,
the bulk of the people are foreign-born and
the usual methods of collecting are out of the
question. Another factor that makes Landau’s
record remarkable and which should be of wide
interest among dealers who are experiencing
collection troubles is that never in the years
that the firm has been doing business has a
collector been used.

Simple but Effective Credit Plan

Landau's credit and collection plan is the
essence of simplicity and economy. No ex-
pensive and involved system is used. The

success of the firm in its credit operations is
due entirely to the fact that a constant study
of the customers is being made, both for the
purpose of bettering the sales efforts at each
store and to facilitate the work of the credit
department. Here is a practical example of
the working of the plan:

A customer enters the store and the sales-
man proceeds to sell her a talking machine
or other instrument. As soon as thc negotia-
tions havc reached the point where the sale
is a certainty the salesman says: ‘“Madam, I
would like to call your attention to the fact
that Landau's do not employ collectors and it
is necessary for customers to make their pay-
ments in the store.”

The customer is then turned over to the
store manager, who O. K.s the contract and
again calls attention to the fact that no col-
lectors are employed and all payments must
be made in the store. Customer and contract

the stock, which is always attractively dis-
played, and many sales are madc that otherwise
would ncver materialize. Fourth, frequent visits
of patrons enable salesmen to gain and hold
the good will of the people to whom they have
sold merchandise. Fifth, the firm and the lines
handled are constantly in the minds of the cus-
tomers.
A Few Don’ts for Customers

Each instalment customer is supplied with a
receipt book, in which are entered the payments
made. The front cover of this handy booklet
contains the account number of the patron,
name, address, city. The inside of the cover
contains date of purchase, terms of lease,
articles purchased and amount of purchase. Be-
neath this in bold black letters is the message:
“Your payment on your lease is due and pay-
able at our store on date herein specified.”

The inside back cover of the booklet bears
the title, “Some Don’ts for Customers.” Here
are the “don’ts”; “Don? miss vour pavments;
Don’t pay money on our account to a stranger
unless he can show you a card with your name
and number, which is................ , and the
balance. There are impostors around always;
Don’t miss a chancc to visit our store, for
new goods keep constantly coming in; Don’t
forget to notify us if your receipt book is lost
or stolen, so that a new one can immediately
bc made out for you; Don’t fail to report any
inattention of our employes or dissatisfaction
with any goods, for we aln to do our very
best to please you, and, above all; Don’t fail
to see the manager; for he'll make good.”

Analyzing Credit Risks

Landau’s have made a study of the various
tvpes of prospective customers with a view
to determining their value as credit risks. They
have discovered, to give a concrete example,
that the customer who makes the down pay-
ment askcd, or who requests that the first
payment be very small and agrecs without ques-
tion to semi-monthly payments of $10, and
breezily announces that “I'll clean up the ac-

count in a month or two anyway,” usually will
bear close watching. Of course, some arc
sincere and do clean up the account, but many
are chronic instalment buyers and use the same
tactics everywhere without regard to their abil-
ity to pay as provided for in the contract. In
other words, there are many people who over-
buy, especially when credit is too easy.

On the other hand, the customer who states
definitely that she can only pay so much down
and so much when each instalment is due and
refuses to permit herself to be talked into
larger down payment and shorter terms,
usually is a good credit risk, for the reason
that this type of patron has analyzed her abil-
ity to carry the financial burden.

In spite of all precautions, however, Landau’s
are not infallible and occasionally a customer
deliberately moves away without leaving be-
hind her new address. For following up these
“skips” Landau’s utilizes the services of a man
who traces down “skips.” This man has the
use of a small automobile. He also follows up
deliveries to see that satisfaction between cus-
tomer and store is maintained; he makes
necessary repairs; delivers an instrument him-
self when necessary even late -at night, and
also works on the floor. He is a contact man
and has proved invaluable in retaining the good
will of customers.

A brief statement is sent out to a customer
in arrears. A few days only are permitted to
elapse before the sending out of this state-
ment. If no statement is forthcoming three
letters are mailed to the customer at intervals
of a few days each. When no payment is forth-
coming within a reasonable time, action is im-
mediately started to repossess the instrument.
During strikes and sickness of the wage-earner
of the family leniency is exercised in the credit
department. This promotes good will.

A Simple Daily Report

All of Landau’s operations have been reduced
to the last word in simplicity. The illustrations
on this page show the daily report in use at the
three stores of this firm. As will be seen,
this type of daily report is complete, giving
the store at the end of the day an accurate
record of the transactions made, including sales,
expenditures and payments on account. This
daily report is on ledger size paper and is
operatcd on the loose-leaf system.

On the back of the daily report are ruled
spaces—one to list the checks drawn during the
day; another to itemize petty cash expenditures
and a third for a summary of cash sales. The
“Summary of Cash Sales” space lists the types
of merchandise handled, as follows: Talking
machines, musical merchandise, pianos, sheet
music and music rolls, bicycles and jewelry. By
this simple plan Landau’s have a complete daily
report of the business transactions of the store
and it enables the management to analyze con-
ditions. There is nothing involved about the
system and it is complete, considerations that
should commend it to all talking machine deal-
ers who are seeking to improve their account-
ancy methods.

Featuring Stromberg-Carlson

The Gray, Trimble & Smith Elec. Co.,
authorized Stromberg-Carlson radio dealer of
Bloomington, Ill, is featuring the new five-tube
receiver and the new line of radio accessories
that have been introduced by the Stromberg-
Carlson Co. Attractive interior display, win-
dows and other publicity are drawing attention
to the line.
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For Your Protection!
KINE Dealers Get Every Inquiry

C‘%“KING” dealer contract means just what it says. When

we grant an exclusive territory, it is exclusive. Every
inquiry from that territory is referred to you. Every lead is
given to you promptly.

All this is made certain by the system pictured above.
Every letter we receive (except those from our dealers) is
checked against our master maps. Signals are attached to
the letters showing territory and dealer’s name. Then we
make sure that that inquiry, or that bit of information, is
passed on at once. For time is of importance if the dealer
is to realize full benefit from the lead so referred.

Absolute protection, made sure by “King” methods, means
more profit for you.

Plus this adequate guarantee of territorial rights, we offer you:

1 A thoroughly good line of band instruments and saxo-
phones. You know “King” quality.

2 Intensive, persistent advertising. National magazines and
‘ . . (13 .
‘class” publications carry the “King” story to your cus-
tomers every month.

3 Maximum discounts.
4 An adequate financing plan for the handling of time-paper.

5 Intelligent co-operation. Direct mail campaigns, display
material, forceful catalogs, imprinted literature—these are
just a part of the “King”-planned co-operative selling
service.

Every feature you seek is offered to you in the “King” dealership contract

Many good territories are still open. Each week makes that number less. Qur
mutual profit suggests a discussion of your territory now. May we have that opportunity?

THE H. N. WHITE CO.

5215-82 Superior Avenue ™~ 4 Instruments
. nstrume
CLEVELAND, OHIO THE H. N. WHITE CO: Maker of King Bar
S eumerior Ave., Cleveland, :
Makers of 5215.32 Superiot scount sheet along with

atalog and disc v Agency-
Send your latest €38 00 i e “King" Ag
D compl“eén.‘omauon yout plan for financing
Also send in
sales.

formation about

Name of Firm -

Individual - - - - ====-="~ -

Address - ---

City- - e
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Co-operative Ads
Score Over Sales Resistance

How G. M. Jensen, Brunswick Branch Manager,
Buffalo, Created Demand by Advertising Drive

[The accompanying article by Eleanor C. Spencer de-
scribes the effect of co-operative advertising and brings
out the value to retailers of taking advantage of oppor-
tunities of tying up with campaigns staged by manufac-
turers and wholesalers—EpiTor.]

Co-operative advertising participated in by
talking machine dealers, wholesalers and manu-
facturers during the past year has assumed
growing importance as a means of sales pro-
motion and building prestige for the dealers and

George M. Jensen

the lines they handle. There is no doubt about
it, by combining their efforts the dealers, with
the aid of the manufacturer or wholesaler, have
been able to present their products to the public
in a manner so impressive that sales have been
uoticeably increased. Many dealers, whose
llmited means prevent extensive newspaper
advertising, in this manner get the benefit of
page and double-page spreads in the news-
papers at nominal cost. Co-operative advertis-
ing is good for the dealer and it is good for the
wholesaler and manufacturer. It stimulates
business all along the line and it is the type of
help that farsighted manufacturers are placing
at the disposal of the merchants who handle
their lines.

A co-operative campaign that has been mark-
edly successful and which demonstrates the
value of this method of sales promotion is that
staged by George M. Jensen, manager of the
Buffalo branch of the Brunswick Co.

Working on an Advertising Appropriation

Mr. Jensen was allowed so much for factory

STARR PIANOS

Represent the Highest Aitainment -in. Musical Worth
e STARR PIANO COMPANY

Established 1872

advertising. He determined he would elaborate
on this advertising, which usually came in one
or two-column strips,
home he drew up several layouts for page news-
paper advertising, and balanced a dealer tie-up
with the factory advertisement. He explained
to the dealers the advantage of this oppor-
tunity to take part in a page newspaper adver-
tisement, giving them publicity and-prestige that
could not be gained any other way for so rea-
sonable a price. His campaign was successful
from the start. Mr. Jensen was certain of re-
sults, and his confidence was transmitted to his
dealer patrons, so that the enthusiasm became
spread throughout the Brunswick trade of his
territory, which covers western New York and
northern Pennsylvania.
Immediate Results

The experiment was tried out in Buffalo
early in May, shortly after Mr. Jensen was
placed in charge of the district, determined to
put Brunswick before the public of his territory.
Results were immediate. He carried his idea to
Niagara Falls, Elmira, Ithaca and Jamestown,
and in every instance the dealers were so
greatly pleased that the page co-operative
advertising of Brunswick dealers in these com-
munities has been established as a permanent
institution.

The copy is timely and has bearing on some
current news. If a Brunswick artist is appear-
ing in the city the fact is featured in the adver-
tising copy, which emphasizes records. ~ A
greater portion of the Summer copy featured
Brunswick dance records.

Pleased as Sales Increase

“The dealers of this territory are greatly
pleased with results of the co-operative adver-
tising which we have conducted so far,” Mr.
Jensen said. “It has brought them excellent
immediate results. For our distributing office
it has been more than satisfactory. The net
returns have gone vastly beyond my fondest
expectations. I am more fully convinced than
ever that the best results can be obtained
through teamwork. The development of our
page advertising is only the beginning of the
most constructive advertising campaign ever
conducted by the company.

“The effect of the advertising has been two-
fold. First, it has brought more buyers to the
dealers, resulting in a greater volume of busi-
ness through creating a desire to buy in the
consumer through the printed word. Second,
by encouraging dealers to tie in their activities
with national advertising, we are definitely sure
of their more effective co-operation in a mer-
chandising way.”

Monthly Sales Gains in Slow Season

Proof of results of the Summer campaign

so in the evenings at

can be found in the following month-to-month
comparisons, showing a percentage increase in
sales each month of the warm weather season

which ordinarily show a decline.  May sales
showed an increase of 9.3 per cent over
those of April; June increase over May
was 43 per cent; July increase over June,
7.7 per cent; August increase over July,
121 per cent, and September over Au-
gust, 30 per cent. October sales showed the
greatest increase compared with September,

which obviously is explained through the fact
that the Panatrope Model P-1, operating on a
twenty-five-cycle electric current, was released
in Buffalo during the forepart of October.
This electric current is prevalent in the resi-
dential sections of the city and scores of buyers
were waiting for this instrument to be placed
on the market. They were placed in homes as
rapidly as they were shipped to the city, and
the October increase in net profits went tower-
ing over any percentage of the preceding five
months.
Broadcast Brunswick Records

Mr. Jensen has not confined his efforts only
to newspaper advertising in exploiting the
Brunswick instrument and records. He has
arranged with Jamestown's leading broadcast-
ing station to set aside a Brunswick dinner
hour each Thursday, when the new Brunswick
releases are played on the Panatrope, which
was loaned the station in exchange for its
courtesy to the distributor. In announcing the
new releases the names of the Brunswick
dealers in the city are given as sponsors of the
program. The dealers and Mr. Jensen all agree
that this has been exceptionally effective in
creating new Brunswick record customers as
well as stimulating old customers to buy new
releases. The broadcasting station has received
many letters from listeners-in commending it
for allowing them to hear these new recordings.
When a Brunswick artist appears in Jamestown,
almost without exception he gives a concert or
recital at the broadcasting station, and com-
parisons are made over the radio with his record
on the Panatrope. These tests always bring
results and there are often requests for repeat
performances.

Setting an Example

Officials of the Brunswick Co. declare that
Mr. Jensen is setting an example for many
phonograph distributors. His enthusiasm, intel-
ligent effort and hard work have won the
admiration and commendation of his employers
who have suggested some of Mr. Jensen’s meth-
ods of advertising and exploitation to other
Brunswick men throughout the country.

Ilustration at top of page through courtesy of “‘Bruns-

wick Pace-dlaker.”

mfi!‘i\* I

STARR PHONOGRAPHS
GENNETT RECORDS

ftichmond. Indiana
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*1000” fora Name

Nothing to buy. No obligation
of any kind.

Send in one or as many sugges-
tions as you desire. Here is
your chance to win $1000

Our product is known as Majestic “B’” Cur-
rent supply with a slogan, “delivers pure,
direct current from your light socket.” We
believe the name and slogan can be im-
proved. A cash prize of $1000.00 will be paid the person
sending us the best suggestions for a name and slogan—with
a short letter giving reasons for selection. Duplicate prize
awarded in case of tie.

Hints to Help You

Keep the name Majestic. Originate a new and better word or phrase for
“B Current Supply,” also an appropriate slogan, -

The Majestic ? vastly improves radio reception, contains no
acids or liquids and voltage can be accurately adjusted to meet varying
conditions in every city and on any set. Some of its advantages
should be brought out in the new name and slogan you suggest.

If you have not already heard a radio set using a “Majestic” go to
your dealer for a demonstration. It will be a new experience for you in
radio reception. It may also give you the inspiration for a name and
slogan that will bring you $1000.00. Dealer will be glad to show you
the Majestic and do everything he can to help you win prize.

Contest closes at midnight January 29, 1927. Award of judges will

be published in this paper about February 15th. Address all letters to
Contest Manager, care of

GRIGSBY - GRUNOW ~ HINDS ~ CO
4584 ARMITAGE AVE.
CHICAGO-ILL

Contest Manager, care of Grigsby-Grunow-Hinds Co.
4584 Armitage Avenue, Chicago, Illinois

I submit for name. @ MAJESTIC. ==

For Slogan._____

Address

Name_ _ I
{ Use this form or one similar}

15

MUSIC

Dealers

At the left appears the
first of a series of adver-
tisements that will run in
over fifty Metropolitan
newspapers each week
beginning January 2,

1927, to January 29, 1927.

The prize contest will
focus the attention of
millions of radio fans on
our product and possibly
you dealers may also be
interested in suggesting

a name and a slogan.

This contest will doubt-
less .mean a tremendous
public interest in our
Majestic “B”
Supply. Display the de-

Current

vice in your show win-
dow and attract atten-
tion to your store. You
will profit from increased
sales and the prestige of
an article that gives en-
tire satisfaction.

o~ =

If you have not secured from your jobber counter dis-

play cards and window streamers, write or telegraph us.

GRIGSBY-GRUNOW-HINDS CO.

4558 Armitage Avenue

Chicago, Illinois
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Goggan’s Idea Exchange Plan Aids Selling

Increases Efficiency of the Sales Organization by Discussions of
Problems and Exchange of Ideas at Regular Meetings of Staff

After all, the ultimate success of a product
lies in its distribution to the consumer. A
manufacturer may search to the far corners of
the earth to obtain the finest material for his
product. The jobber may use every effort
within his means to give better deliveries and
better terms. The retailer may have a fine
store, and he may trim his windows in the most
attractive manner while at the same time he ties
up his displays with effective advertising. But
unless the salesmen have the knowledge and
ability to work effectively the money spent to
get people into the store will be largely wasted.

A short time ago a business bureau made a
survey among retail salesmen to determine the
weak points in this part of merchandising.
When all the reports had been turned in, it
was found that inattention and lack of initiative
were almost wholly the cause of less volume
among retail stores.

Be that as it may, there are quite a number
of retail merchants who have not waited for
surveys to disclose their faults. They have
studied their individual problems and have ap-
plied methods to remedy faults. These mer-
chants stand out from the general average as
the silver dollar in this country stands apart
from the franc. And among these merchants
may be classed the store of Thos. Goggan &
Bro., San Antonio, Tex. W. Edgar Parker,
manager of the radio and phonograph depart-
ments, tells how they have eliminated these
faults in their sales forces and shows how the
business has been materially benefited.

Exchange of Ideas Helps Salesmen

“Probably the greatest help in retail selling,”
Mr. Parker explained, “is in the exchange of
ideas. No one person will look at a problem
from the same angle that another will see it;
and it is because of this fact that new methods
are brought out and new means created for
selling more merchandise and rendering a
greater service to the customer.

“We have what we consider as good a sales

By B. C. Reber

force as can be brought together. I have used
great care in selecting the various employes in
our talking machine department and I believe
that I can positively say that they will rank well
with any other sales force in the country.

“We have taken up the task of training this
group of people to become expert sales people.

In the accompanying article
W. Edgar Parker, manager of
the talking machine and radio
department of Thos, Goggan
& Bro., San Antonio, Tex.,
tells how sales meetings are
conducted and how the ef-
ficiency of the salesmen has
been increased as a result.
There is food for thought in
this article for every progres-
sive talking machine dealer.

We have selected them because of their per-
sonality, their neat appearance, their references
and their general impressions. We hold regular
sales meetings in which we conduct sales
schools. We will take one item like a new
record or a package of needles and give one or
more meetings to that individual item until we
have conquered it. If it is a new record that
has just arrived, we endeavor to find out why
such a record has been made, who wrote the
musical score and whose orchestra or band
plays the music.

“If it is from a musical comedy we learn of
what play it is a part and get a brief summary
of the play itself so we can better appreciate
and understand the music and the words which
accompany it. Each record of this kind is thor-

More Than a Million Sales
for WESTON Radio Plug

comes the Weston Conwvertible ““Pin-Jack”’

Voltmeter !

The Weston Convertible “Pin-Jack” Voltmeter is
now ready to make its sales record and adver-

tising is appearing during the radio season in
the SATURDAY EVENING POST, reach-
ing millions of potential customers who
already know the quality of Weston
products. {This “Pin-Jack” Voltmeter
and High Range Stand is the most
practicaldouble-purpose voltmeter
ever offered to the radio pub-
lic. It measures both filament
and battery voltages at the
cost of one instrument,—
insures intelligent radio
operation, set perform-
ance, set satisfac-
tion, set economy
and profits for
the dealer.

Write or wire at once for full information

Weston Electrical Instrument Corporation
190 Weston Avenue,

STANDARD.THEWARLD.OVER

WESION

Pioneers since 1888

Newark, N, J.

A

Wasn €T,

_—

oughly discussed; and there is not a person in
the department who is in a position to handle
sales but who can talk intelligently on any
record we have in stock.

“We take the phonograph and analyze it
To us it is more than a cabinet with a spring,

" a motor and a peg for holding a round disc.

It is an instrument of entertainment. One
which will educate as it entertains. It is some-
thing which will while away a weary evening.
It can be used by both old and young with
equal enjoyment. It has a long life, and the
initial investment can be spread out so that
before it is of no further use the actual cost
will amount to less than a cent a day. That’s
a strong selling point.

“Then we have meetings when we discuss the
points in which we are weak. If one of the
salesmen goes out to call on a prospect for a
phonograph and fails to make the sale we may
have him get up and tell us what he said. Then
we will criticize his sales canvass and deter-
mine what should have been done. Or, if he
has made a good sale, we may have him tell
how he did it so others may benefit.

Higher-Priced Units of Sale

“We have shown a constant increase in busi-
ness, and we are gradually going into the better
grade of merchandise. By that I mean that the
majority of our sales are now in the better ma-"-
chines, rather than a large volume made up of
sales of cheaper models. We teach the cus-
tomer to appreciate the best. We point out the
pride in possessing a machine that ranks with
the best that can be had. We emphasize the
value of having a machine that will interpret
the tone quality and reproduce it just as the
artists would give it in person.

“We teach the value of music in the home—
the educational value to the growing children.
We point out the simplicity of operation of a
phonograph and the large variety of entertain-
ment that may be enjoyed on one of these
machines. We stress the importance of some
kind of entertainment in every household. We
show how more happiness and contentment is
to be found in homes with music.

“Then we stress the economy of the phono-
graph. Here is a machine that provides a great
variety of entertainment. You do not have to
bire some one to play for you. You do not
have to spend a lot of money and time in learn-
ing how to play. You can listen to the golden
voice of Caruso. Then you can sway to the
tunes of a dance orchestra. Tired of both of
these you can hear a snappy banjo solo, or
some novelty record. The range of entertain-
ment is almost unlimited.

“I believe one of the first essentials of sales-
manship is to know what you are going to sell
and to believe in it. Unless you can go to a
customer honestly believing that you are repre-
senting the very best phonograph or record that
can be made, you will never be able to sell
successfully. One of the foundations of sales-
manship is the faith you have in your merchan-
dise, and unless a salesman has that it is better
for both him and his house to part company.

Co-operation as Factor in Selling

“Co-operation among the employes is a great
thing in building up sales and maintaining har-
mony. If an employe comes to me with an idea
that he thinks is a good one, 1 owe it to my
firm to give it most careful consideration. If
the idea is a good one, it should be adopted and
he should be given proper credit. If it is one
which is not feasible, this should be carefully ex-
plained to him. Then he should be thanked
for his co-operation and interest.”
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MODEL HH
Model HH, Double Spring Silent Motor, ?&MIgG—byeswill shsmitly announce Model
" _ ouble Spring Silent Motor, to play
guaranteeg to pla.y five 10-inch reco'rds-, abso about four records, Same in every respect as
lutely noiseless in running and winding. Model HH, but smaller size.

OChHe

SILENT SMOTOR
CFAMILY

Read what the Carryola Company of America, the largest manufacturer
of portable phonographs in the world, says about The Silent Motor:

“The Silent Motor, in our humble “The Silent Motor has many special,
opinion, is the best motor made, bar strong features. It was selected for
none. And it's quiet. You can’t hear the Carryola Line because of its re-
it turn.” markably steady performance and

”

freedom from ‘grief.’

“It is unconditionally guaranteed by
us against defective workmanship or
materials,”

Silent Motor Corporation

HERMAN SEGAL, President
321-323-325 Dean Street Brooklyn, N. Y.
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Victor Co. Issues Fine
Catalog for Consumers

Complete Line Made by the Victor Co. Is
Illustrated and Described in Artistic Booklet
Designed for Consumer Distribution

“The New Orthophonic Victrola, Electrolas
and Radiola Combinations,” is the title of an
unusually attractive twenty-four-page catalog
that is being distributed by the Victor Talking
Machine Co., Camden, N. J. The complete line
of instruments manufactured by the Victor Co.
is illustrated in a most pleasing way.

The catalog opens with an introduction out-
lining briefly the merits of the new instruments
and records. It is also pointed out that in
choosing an instrument the quality of music,
perfection of reproduction and entertainment
value must be considered. The Victor Co.
emphasizes other qualities that must be con-
sidered, namely, “Design,” “Quality of Ma-
terial,” “Construction,” “Wood Finishes” and

“Equipment—Ease of Operation.” Considerable
space is given to a description of the Ortho-
phonic tone chamber, following which are illus-
trations in color of the various instruments.
The catalog really is in four sections—First,
the Orthophonic Victrola line; second, the Elec-

trola; third, Victrola-Radiola combinations,
and fourth, portables. Accompanying these
illustrations is a complete description of the
instruments, including list prices. :

The catalog is a fine piece of work, printed
on buff.colored paper. It is designed exclu-
sively for consumer distribution and as a sales
promotion, aid it should be of real value to
retailers. The catalog will undoubtedly prove
of great benefit in bringing to the attention of
the public in an appealing and forceful manner
the merits of the new instruments, paving the
way for later follow-up by dealers.

The Victor Co. is releasing a record made
by Benito Mussolini, Premier of Italy, bearing
his message to “The American People and to
the Italians in America.”

Department.

the Buescher Franchise.

Instruments are best.

public wants to buy.

How is Your Business!

“September has been a record-breaking month and
if the rest of the year keeps up like this month has,
we will certainly set some new records here in this
And Buescher True Tone instruments
are, of course, the bulk of our sales.”

Here 1s an excerpt from another letter recently
received from a music dealer who sees the value of

The Public has discovered for itself that Buescher
And Music Dealers are find-
ing out that the Public wi// buy what it wants. There
15 no dull season for the dealer who has what the

It may be that your territory is still open.
it would be worth your while to inquire.
you to investigate the Buescher Proposition.

Address:

Buescher Band Instrument Co.

Wholesale Department
ELKHART, INDIANA

BYESC

—-—-’

V

ErueClone

At least
It may pay

CHER..

“Band and Orchestra’
INSTRUMENTS

H. R. Fletcher Appointed
Algonquin Sales Director

Making Hea'dquarters at General Offices of
Company—Has Had Wide Experience in
Sales Field in Various Industries

The appointment of Harold R. Fletcher as
director of sales of the Algonquin Electric Co.,
Inc.,, New York, recently announced by Leo
Potter, president of the company, has been re-
ceived with considerable interest in the music-
radio industry. The Algonquin Electric Co. re-
cently acquired the trade name Thermiodyne

H. R. Fletcher

and is manufacturing a new Thermiodyne Flf-
teenth Century Period Chest model in its fac-
tory at Poughkeepsie, N. Y. :

Mr. Fletcher, who is one of the best-known
sales executives in this field, comes to the Al-
gonquin organization from the Amsco Products
Co., where he was director of sales. His New
York associations date from 1908, when he
traveled for the \W. E. Pruden Hardware Co.
In 1911 he entered the automotive industry as
distributor of Hudson cars and Stewart trucks,
later becoming the general sales manager for
the latter organization. His automobile activi-
ties assumed wider scope when he became vice-
president and manager of the C. T. Silver Co,,
Eastern distributor of Overland and Willys
Knight cars and later manager for the Stutz
Motor Co.

Mr. Fletcher will make his headquarters at
the general offices of the Algonquin Electric
Co. in New York, where he is busily engaged in
welding together an efficient sales and distribut-
ing organization,

Tracy Wells Co. Distributes
Kellogg Radio in Columbus

R. K. Smith, sales manager of the Kellogg
Switchboard & Supply Co., Chicago, recently
announced the appointment of the Tracy \Wells
Co., Columbus, O., as a distributor of Kellogg
radio products. The Wells Co. is a large and
well-known general merchandise house, which
will serve as its territory thirty-two counties
in Ohio and eight counties in Indiana.

Death of August Smith

August Smith, who for many years had been
superintendent in the record making depart-
ment of the Victor Talking Machine Co., Cam-
den, N. J, and an employe since the organiza-
tion of the company, expired suddenly from a
heart attack, on November 30, at his home, 100
East Madison avenue, Hollingswood, N. J. The
lamentable thing about the passing of Mr.
Smith is the fact that only three weeks ago he
was retired on a pension by the Victor Co. Mr.

’Smith, who was sixty years of age, is survived
by his widow and daughter.
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E are the music-makers,

And we are the dreamers of dreams,
Wandering by lone sea-breakers,

And sitting by desolate streams;
World-losers and world-forsakers,

On whom the pale moon gleams:
Yet we are the movers and shakers

Of the world forever, it seems.

With wonderful deathless ditties

We build up the world’s great cities,
And out of a fabulous story
We fashion an empire’s glory:

One man with a dream, at pleasure,
Shall go forth and conquer a crown;

And three with a new song’s measure
Can trample an empire down.

We, in the ages lying
In the buried past of the earth,
Built Nineveh with our sighing,
And Babel itself with our mirth;
And o’erthrew them with prophesying
To the old of the new world’s worth;
For each age is a dream that is dying,
Or one that is coming to birth.”

Ode by Arthyr O'Shaughnessy

CHRISTMAS 1926
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Consolidated Co., Baltimore, Utilizing
Big Business Methods to Sell Brunswick

First Public Utility Concern to Feature Comprehensive Line of Phonographs and Combination
Instruments Plans a Strong Campaign of Sales Promotion

BALTIMORE, Mb., December 7—The Consolidated
Gas & Electric Light & Power Co., of this city,
which recently added the cemplete line of
Brunswick Panatropes, electric phonographs
and records, is placing a strong merchandising
campaign behind these products. This, by the

Ben Bernie and His Orchestra in Baltimore

way, is the first public utilities organization in
any large city to merchandise musical instru-

ments of this kind. Because of the fact that
the policy of the Consolidated Gas & Electric
Light & Power Co. provides that only com-
modities which consume electricity or gas in
some way may be sold, only those instruments
that are electrical products will be handled.
The entire stock, of course, will consist of
Brunswick phonographs equipped with electric
motors, as well as the Panatrope line. Bruns-
wick records come under the electric classifica-
tion, because they are recorded by an electric
light ray method.

The concern has one of the finest buildings
in Baltimore, in the heart of one of the busiest

shopping districts, and the musical instrument
department has been lavishly decorated and
will be second to none in the entire State from
the standpoint of display facilities. A large
force of outside men is employed, fifteen of
whom operate from the department handling
the Brunswick product. Ten experienced men
comprise the inside sales force. Salesmen are
carefully selected; each man must pass through
an especially prepared course and intelligence
test. In addition, the salesmen have subscribed
to the Brunswick Panatrope salesmanship
course in order to more intelligently market
the new product. Just about the time the
Brunswick line was added preparations were

being completed for an exhibition of the
“Lady of Light,” which features a wax figure
in a giant seashell that can be colored in vari-
ous ways through an ingenious electric light
arrangement. This exhibit and contest lasts
for thirty days and it is expected that from
seventy-five to one hundred thousand people
will visit the department. Of course, all of
these people will visit the Brunswick exhibit.
A complete display of the instruments has been
arranged around the “Lady of Light” and dur-
ing the entire exhibit Panatrope demonstrations
will be made. Recently Ben Bernie and his
Brunswick Record Orchestra appeared at the
department for three consecutive days, enter-
taining with their music thousands of visitors
These few points indicate that this company
is planning to utilize big business methods in
merchandising the Brunswick line, and the
methods employed provide food for thought
for dealers who hesitate to really get behind
their talking machine lines.

Harry Reser, Columbia
Star, Makes 2000th Record

Harry Reser, director of the noted Clicquot
Club Eskimos, exclusive Columbia Phonograph
Co. recording artists, is celebrating the comple-
tion of his 2000th record. In less than five
vears that Harry Reser has been in New York,
he has established himself as one of the fore-
most banjoists of America. As leader of the
Eskimos and other dance organizations he has
made a number of dance records that have won
great favor with the public. The two thou-
sandth record was made by Reser a short time
ago at the recording laboratory of the Columbia
Phonograph Co. in New York City.

1. Weatherman has opened a complete music
store in the Skelton Building, Heber Springs,
Ark. Standard lines are handled.

Col. Mapes to Re-enter
Radio Manufacturing Field

Following the dissolution of Radio Center,
Inc., Col. S. Herbert Mapes, widely known radio
executive, has announced the completion of
plans which involve his re-entry into the radio
manufacturing field. Col. Mapes has established
offices in New York, and expects soon to begin
the distribution of a power receiving set, built
to operate from either alternating or direct cur-
rent, at a modest price for such equipment. De-
tails will be given to the trade at an early date,
it is announced.

Col. Mapes also states that he has allied him-
self with the production of refrigeration units
for the home and a household oil-burning heat
system at popular prices. It is said that Col.
Mapes will be president of the holding company
controlling these manufacturing activities.
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from the better merchandise. ‘_
With the dependable Oriole !
Receivers you have a line of
business stimulators that will
speed up turn-over and enrich
your profiit while giving last-

ing joy and satisfaction to both

the giver and the recipient.
Oriole Receivers with the
Trinum Circuit are positively
amazing in performance--and
they stay sold.
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No. 78—Price $2.70 .
Sales Department Manufactured by %haéf ulJonCde'rfu% C}F:;lstmas gift.
. q e Oriole Console has beauty of
The Z‘In‘ke Co. W-K Elecn‘lF Co. ok outward appearance, richness, dig-
1323 S. Michigan Ave., Kenosha, Wis. nity! And it brings true enter- &
Chicago, Il tainment. Full rounded tomes---
two loud speakers give maximum
tonal range, fully 6 1-2 octaves.

RIOLE RadioReceivers
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Money-Making

Suggestions

for Ambitious Merchants

Three years ago the talking machine depart-
ment of a music store located in a business
section of New York City, on a street used
daily by many thousands of pedestrians of prac-
tically every nationality, did a gross business
annually of approximately $15,000. This figure
was unsatisfactory to the proprietor because of
the high overhead, and he contemplated doing
away with the department. A new manager
was secured and he was given the position with
the understanding that he had a year to meet a
certain figure that was regarded by the owner
as satisfactory. The new manager studied the
situation and decided that the biggest asset of
the store was being overlooked, as not a single
foreign language record was in stock—the
domestic and classical recordings comprising
the catalog—despite the fact that immediately
bordering the street upon which the store was
located there were settlements of Russians,
Italians, Germans, Spanish and other foreign-
born and foreign-language-speaking peoples, and
the passers-by were, to a great extent, foreign-
born. Catering to this class of trade built the
store’s business within a few months to $7,000
and $8,000 monthly, and at the present time a
monthly business of $25,000 is not unusual. A
large percentage of this business consists of for-
cign language record sales. The yearly gross
sales for the year of 1925, talking machines,
records and combination of talking machines
and radio receivers, despite the fact that there
was a shortage of instruments for the last two
months, were in excess of $175,000. The re-
markable growth of this store in such a short
time is undoubtedly unusual, but it emphasizes
the importance of careful studying of the retail
market.

$$3$$ %89

With the present-day music dealer represent-
ing one or more lines of talking machines, any-
where from three to ten lines of radio apparatus,
and a miscellany of lines of musical merchan-
dise and band instruments, to say nothing of
other items, the average mail brings a vast
amount of literature from various manufac-
turers and jobbers all designed to help the
merchant sell. Some of this literature fulfills
the end for which it was designed, but it is also
true that a great part of it is superfluous and
many dealers after a time consign the contents
of these envelopes to the wastebaskets without
even a glance. It is unfortunate that this hap-
pens, for in many instances the manufacturers
send information of a decidedly helpful nature,
compiled by experts, and the application of the
policies urged in the sales promotion aids would
build profits. An illustration of such a message
is the following bulletin recently sent to deal-

ers by the Atwater Kent Mfg. Co., treating of

the important subject of trade-ins. It reads:

“Many dealers strive earnestly to make a perfect
sale, and when that sale is made they ‘let down’ on
the question of ‘trade-in’ terms. It is more than likely
that if the saine effort was exerted to avoid accepting
the ‘trade-in’ as was used in making the sale the dealer
would win out. -

“How? There are many ways and the prospect’s posi-
tion in life should indicate one of these ways. [If he is,
by chance, a manufacturer, large or small, it would pay
to point out to him that his old radio would be useful
in his office for keeping him informed on market informa-
tion or business news. The same line of reasoning ap-
plies to the manufacturer’s agent or sales representative
who maintains an office.

“Should he be a produce commission merchant, his
old radio would be useful for weather information. This
latter argument should appeal to men interested in water
or long-distance trucking transportation. Contractors in-
terested in outdoor construction and even mer interested
in amusement parks should respond to this appeal. Fail-
ing in finding a business appeal for using the old radio,
there is one last stand that will register a victory for
the dealer in a large percentage of cases.

“Here it is as used: ‘Surely,” says the dealer, ‘your old
radio while unfit for your home is more valuable to you as
a gift to someone dependent on you or in whom you are
interested than it would be as a resale or second-hand
article.” That may be the last stand, but, effectively used,
it at least breaks down the prospect on the question of
how much he might be allowed on his obsolete set.”

$$ 58 %88

Several times there have appeared in the col-
umns of The World instances telling of the suc-
cess a certain New York dealer has had in sell-
ing records, with a great percentage of his sales
being of the better type of music despite the fact
that the location of the store is not conducive
to such trade. The store is on the East Side of
New York on a street given over to shops
handling mainly a low grade of merchandise.
However, this dealer has, through a number of
methods, built up a clientele of patrons who go
out of the way to patronize his store. With-
in the past few months a branch store of this
establishment was opened and it soon became
apparent that the same high quality of mer-
chandise composed most of the volume of rec-
ord sales. Other dealers in better locations and
with the same line of merchandise do not sell
a fraction of the records disposed of by these
stores. What'’s the answer? This dealer and
his branch manager -both know and love music
and take every opportunity of making them-
selves better acquainted with new compositions
and with the artists who make the records, so
that both can talk intelligently to prospective
purchasers. On the occasion of the opening of
the Sunday night popular concerts at the Metro-
politan Opera House, New York, the writer
met both the dealer and his branch manager
entering the opera house, and the dealer re-
ferred to the fact that three recording artists
would be heard in concert. The branch manager

also mentioned that in the afternoon he had
heard the Philharmonic Orchestra play. The
moral—? a tailor must know cloth, a plumber
pipes, why shouldn’t a music dealer know some-
thing of music?

$$$ %839 3

A radio dealer situated in a residential section
of an Eastern city does the greater part of his
floor selling in the evening and spends the day
in canvassing and in attending to service calls.
He found that it was unnecessary to employ a
clerk or salesman during the day because of the
very few calls which he received from prospec-
tive customers or shoppers. However, in order
that no one desiring service on a radio set
should be disappointed he has attached to the
door of the store a small pad of paper with
a pencil attached, so that visitors to the store,
finding no one present to give them attention,
can write whatever message they wish and it
will be attended to at the time of the proprietor’s
return. This simple plan has resulted in this
dealer’s retaining many service customers, for
people who desire service, visiting the shop and
finding it closed, would wander on to the next
shop, but when it is possible to leave their
name and address and to state what they wish
done, they write their message and await his
convenience. .

$ $$ 8888

With reference to records it would seem that
dealers and their sales staffs might pay a little
more attention to this section of the business
to be in line with the larger manufacturers of
discs, who for the past few months have been
giving this end of the talking machine business
more and more attention in their advertising
space in the newspapers and other advertising
mediums. As a suggestion, would it not prove
profitable for the record sales staff to read each
morning in the newspapers the reviews of the
openings of all musical shows and the music
critics’ reports of the operas and concerts, in
order that they may learn what selections
proved the “hits” of new mnusical comedies, and
what selections recording artists are singing or
playing on the operatic stage or on the con-
cert platform? It is obvious that the record
salesman who can talk intelligently to a cus-
tomer about the latest releases from the current
musical productions, or converse on artists and
their latest successes, has a greater chance of
building up sales than the clerk who must refer
to a catalog for his talking points. It is not
possible for the sales staffs to visit each such
production to attain this knowledge nor is it
necessary, but it is possible to gain sufficient
knowledge from a study of the newspaper re-
ports to talk interestingly about the artists
and records. The plan costs nothing and re-
quires no great effort and is surely worthy of
consideration.

The Emerson Radval Corp., New York, has
been incorporated at Albany with a capital
stock of $150,000. S. Randel is the incorporator.

TALKING MACHINE WORKS

ERMANN THORENS

Ste. Croix, Switzerland

announces the establishment of its

NEW YORK OFFICE
at
450 FOURTH AVENUE, 11th floor

NEW YORK, N. Y.
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The New Balkite Charger

MODEL J. Has two charging rates. A
low trickle charge rate and a high rate
for rapid charging and heavy duty use.
Can thus be used either as a trickle or
as a high rate charger and combines
theiradvantages. Noiseless. Large
water capacity. Visible electrolytelevel.
Rates: with 6-volt battery, 2.5 and .5
amperes; with 4-volt battery, .8 and .2
amperes. Specialmodel for25-40cycles
with 1.5 amperes high rate. Price
$19.50. West of Rockies $20.(In Can-
ada $27.50.)

Balkite Trickle Charger

MODEL K. With 6-volt “A’’ batteries
can be left on continuous or trickle
charge, thus automatically keepingthe
batteryat full power. Convertsthe ‘A’
battery into a light socket *A’” power
supply. With 4-volt batteries can be
used as an intermittent charger. Or as
atrickle chargerifaresistance isadded.
Charging rate about .5 ampere. Over
200,000 in use. Price $10. West of
Rockies $10.50. (In Canada, $15.)

Three New Balkite “B’’s

Balkite *‘B”’ eliminates “B’* batteries
and supplies‘‘B” current from the light
socket, Noiseless. Permanent. Em-
ploys no tubes andrequires noreplace-
ments. Three new models. The new
popular priced Balkite “B”-W at
$27.50 for sets of 5 tubes or less re-
quiring 67 to 90 volts. Balkite ‘‘B”-X,
for sets of 8 tubes or less; capacity
30 milliamperes at 135 volts—$42.
Balkite ““B”.Y, for any radio set; capac-
ity 40 milliamperes at 150 volts—$69.
(In Canada*B”-\W $39;“B”-X $59.50;
“B”.Y $96.)

Balkite Combix;ation

When connected to the ‘“A” battery
this new Balkite Combination Radio
Unit supplies automatic power to both
“A” and *‘B” circuits. Controlled by
the filament switch on your set. Entire-
ly automatic in operation. Can be put
either near the setor in a remote loca-
tion. Will serve any set now using
either 4 or 6-volt ‘A’ batteries and re-
quiring not more than 30 milliamperes
at 135 volts of “ B’ current—practically
all sets of up to 8 tubes. Price $59.50.
(In Canada $83.)

All Balkite Radio Power Units
operate from 110-120 volt AC
current with models for both
60 and 50 cycles. The new
Balkite Charger is also made
in a special model for 25-40
cycles.

Jo

Permanent
pieces of equipment-
in this Balkite feature

lies your profit

To tell the difference between Balkite and any other device
does not take very thorough examination. You can tell the
difference the minute you look at a Balkite Unit. The dif-
ference is even more obvious when you pick up the unit
and feel it. Balkite Radio Power Units are permanent pieces
of equipment, made to last.

The evident scrupulous care that goes into the manu-
facture of every Balkite Unit is not altruism on our part.
It is based on the conviction that to be permanently suc-
cessful the products of any manufacturer must represent
honest manufacturing value. In the long run the public
will not accept less.

This scrupulous care is also part of our belief that for a
manufacturer to be permanently successful evervone con-
nected with the sale of his product must make a legitimate
profit out of it. And by legitimate profit we mean more than
the temporary profit made out of each sale. We mean that
the manufacturer must take every precaution that the profit
of the trade is not eaten up by service cost.

Not only does Balkite give you the greatest volume, but
the profit you make on your sales is clean. Once sold, Bal-
kite Radio Power Units stay sold. They don’t come back.
Get behind Balkite now, and make the maximum profit out
of the demand for light socket radio power.

FANSTEEL PRODUCTS COMPANY, INC, North Chicago, 1.

FAN STeE

Balkite

“‘Radio ‘Power Units

S
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Stress Radio Service,

By W. B. Stoddard

The radio department of Lyon & Healy,
Chicago, is one of the finest in the city. On
the main floor there is a large section, with
sales and display space, and ample facilities for
a varied assortment of accessories. If a cus-
tomer likes a set and wishes to hear it demon-
strated he is taken to the fourth floor, where
there are numerous small rooms in which this
can be done without the distractions encounter-
ed on the busy main floor. Lyon & Healy were
the first musical instrument house to intreduce
a radio department. This was in the Swinmer
of 1922 when there was only one broad:asting
station in Chicago and very little was kuown
about the new form of entertainment. They
took it up carefully and cautiously. Said the
manager of the department:

“We made exacting tests over long periods
of time. We were months assembling the stock
of merchandise in order that we could give
assurance to our patrons that anything they
purchased from us would give satisfaction.

Using Mail Advertising to Good Purpose

“Direct-mail advertising has been used with
excellent results in our radio department. Three
sets of circulars are sent, ten days apart, to our
regular mailing list, which consists of the names
of those who have purchased Victrolas from us.
These circulars are in the form of folders, with
a perforated postcard attached which can be
torn off and used by the customer for mailing
purposes. There is a place for the name and
address. The days of the week are enumerated
as well as the hours from 2 to 9 p. m.,, whizh
the customer can check off when requesting a
demonstration. A corps of outside salesmen
is employed on commission. These men visit
prospective customers and demonstrate the sets
for them.”

From the first they had the problem of the
“gyp” dealer to encounter—the firms with no
reputation to maintain, who would buy second-
hand outfits and inferior accessories, and then
run big advertisements featuring the low prices
of their sets. Having sold a set on price they
gave no attention to service. Indeed, their
policy seemed to be when called upon to do

For Territorial Rights
Address

MU-RAD

Radio Corporation
Dept. W

Asbury Park, N. J.

Customers Will Ask You
" for the New

MU-RAD

Will You Fill Their
Order or Lose a Sale?

Six years of continuous publicity, sane mer-
chandising and positive value have made
for Mu-Rad a name that is respected by
dealers and public alike.
Rad Receiver is all that earlier sets have
been, and more.

Your customers have read Mu-Rad’s
announcement of
Recerver.
demonstrations. Will you be ready? Mu-
Rad’s dealer policy is generous, fair and
square and as old as radio. Vrite today
for franchise in your district.

repairing to leave the set in such shape that
before long more repairs would be needed—
with the costs piling up all the time.

First-class Service Department Established

“One of the first things we did,” said the
manager, “was to establish a first-class service
department, and we have found it one of the
best methods of combating the cut-rate store.
The man who buys a cheap set and then has

Lyon & Healy, one of the
most successful stores selling
musical instruments in the en-
tire country, are operating a
profitable radio department as
the result of the merchandis-
ing policies outlined 1in the
accompanying article.  The
basis of all radio sales promo-
tion at this fine Chicago store
is service to the customer and
insurance of satisfaction. .

constant trouble in securing competent service
when anything goes wrong, is very appreciative
of real service, and in many cases discards his
cheap set, purchases one that is reliable and
remains a good friend of our firm because he is
serviced promptly and efficiently when he
needs it.

“We have never recommended the building
of sets, but advise our customers to purchase
sets complete. A man may get a lot of fun out
of a set he makes for himself, but it is usually
no more satisfactory than if he attempted to
make a Victrola without the proper scientific
knowledge. Another thing—any firm “with a
reputation to maintain would be expected to
service a set for which he sold the materials—
which is very unprofitable, as no matter how
good the materials, if they are not put together

SUPER-SIX RECEIVER

This new Mu-

the new Super-Six
You will be asked for Mu-Rad

Not Price, Say Lyon & Healy

properly thcre will always be something wrong
with it.
Speaker Department Is Help to Buyers

“Our big speaker department has been respon-
sible for no small share of our success. Trouble
with speakers is apparently one of the main
things with which the radio purchaser has to
contend. Accordingly, we have a special room
where a series of speakers is installed, one of
each kind kept in stock. With the assistance
of a mechanical device installed in connection
with the radio set and controlled by a telephone
type switchboard, each speaker can be demon-
strated separately. In this way a customer can
compare the respective merits of the speakers,
demonstrated at the same volume.

How Buying Terms Are Arranged

“The privilege of extended payments is
accorded our customers, but we have found it
better to make the time shorter than usual
Formerly, six months’ time was given to liqui-
date the account, but experience has proved
that four months, which now obtains, is more
satisfactory. One-third of the amount is re-
quired down, and the balance arranged in four
nionthly payments. In a few cases, where the
credit references are exceptionally good, the
time has been extended to six months, but as a
general policy it has been found better to ob-
serve the short time limits. Many stores ask
one-fourth down, with twelve months to pay,
but we have found it better to stick to the short
time and have no repossessions, which are never
profitable. There are so many changes in radio
in six months’ time that many time-paying cus-
tomers feel they would like to have one with
all ‘the latest improvements,’ and importune the
dealer to make an exchange before they had
fulfilled the requirements of their contract.

Sets Sent Out on Ten Days’ Trial

“The unreasonableness of certain customers
was likewise demonstrated in connection with
our former policy of selling the sets subject to
thirty days’ approval. It was found that many
would assume a disgruntled attitude—think
their neighbor’s set better than their own—a
better buy for the money, etc. For this reason
our policy was changed and sets are now sent
out on ten days’ trial with a nominal charge for
installation. It is possible to find out all there
is to learn about a radio set in ten days’ time
and a longer time only results in confusion. If
a prospect is not fully sold when in the store
we send out a set on ten days’ trial. We make
a small charge for installing the machine, but
give sixty days’ guaranteed service, which
means that should any set be found defective
in any way it will be remedied without charge.
Battery replacement or the paralyzing of tubes,
the latter one of the most frequent difficulties
of green operators, entails a moderate charge
for service.

“Service is the keynote to our success, and
with it we have found it possible to maintain
prices, and sell on the quality instead of the
price, which is the only way of keeplng a set
successfully ‘sold."”

Stewart-Warner Distributor
Sponsors Radio Concerts

Des MoiNes, Ia, December 7.—The Stewart-
Warner Products Service Station, distributor of
Stewart-Warner radio receivers, reproducers,
tubes and accessories, is sponsor for a series of
seven radio concerts, known as the Stewart-
Warner Matched-Unit Radio Programs, which
are being broadcast every Monday evening
from eight to nine, Central Standard time, from

Station WHO.
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bitious.

*The fundamental exclusive
circuit making possible
Ortho-sonic reproduction is
patented under U. S. Letters
Patent No. 1,582,470

1

The Federal plan gives the retailer an opportunity to
concentrate on fewer lines, and in his advertising and
selling statements to be consistent in his recommen-
dations to his customers.

The general Ortho-sonic Line through its all-satisfying
range of models and prices, simplifies ordering and
inventorying, and results in faster turn-over and better
profit margins.

The Retailer realizes that a manufacturer, willing to
forego maximum immediate profits for the sake of
perfecting and producing simultaneously a varied line,
must be inspired by a grim determination to build
and to hold a respected position throughout the years.

Federal Radio

=

The sign of the Designated
Federal Retailer

FEDERAL RADIO CORPORATION, Buffalo, N.Y.

(Division of Federal Telephone and Telegraph Co.)
Operating Broadcast Station WGR at Buffalo

LOGIC

NY radio retailer able to confine his dealings to one large
and responsible concern which manufactures a complete
line of receiving sets that will meet all his requirements is
indeed in a fortunate position. Federal Designated Retailers,
operating on this basis, are enjoying bigger and better re-
turns than otherwise possible. And for these reasons:

The advantages offered by the Federal Plan are too unusual
ever to be overlooked by the retailer who is sincerely am-
Write your Federal wholesaler for full details.
you don’t know his name, write us.

ORTHO-SONIC’

If

Reg. U. S, Pat. Ofl.
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Profit Winning Sales Wrinkles

Cashing in on Window Display of a Single Record — Radio Dealer Uses Testimonials to Create
Sales—Unique Record Enables Dealer to Analyze Buying Trend—Books Increase
Friedman’s Profits—Advertising on Milk Bottle Caps—Other Unusual Stunts

The policy of occasionally devoting the win-
dow display space of a retail music store to
featuring a single record has in many instances
proved very successful in not only stimulating
the sale of the record featured, but also aiding
sales in other lines. The dealers find that an
unusual window display has the tendency to
bring people into the store, permitting the
dealer and his salesmen to bring to their atten-
tion new instruments and new record releases.
Within the past few months the Distributing
Division of the Okeh Phonograph Corp. has
been co-operating with its dealers in arranging
displays featuring record releases, and in each

Ro ckford

Hardware
The Rockford Line of

Hardware is complete.
Over 300 high grade items
for pianos, phonographs
and radio cabinets. Your
needs can all be supplied
to advantage. Quick de-
livery assured from our
centrally located factory.

Write today for samples of
items you use, and catalog.

Natioral fock Co.,
Rockford. JI1.
U.S. A.

Cable Address—Natlock

Branch Sales Offices:

Chicago, Ill.
Cincinnat, O.
Detroit, Mich.
Evansville, Ind.
Grand Rapids, Mich.
High Point, N. C.

Indianapolis, Ind.
Jamestown, N. Y.
Milwaukee, Wis,
Seattle, Wash.
Sheboygan, Wis,
St. Louis, Mo.

Los Angeles, Cal.

case the dealer reports stimulation of sales.
Both Charles Silverberg, of 178 Myrtle avenue,
Brooklyn, N. Y., and the Reo Talking Machine
Co., 434 Lenox avenue, New York, used the
following stunt to push sales of the Okeh
record, “King of the Zulus.” A colored man
was engaged and garbed in Zulu fashion to cut
up capers in the window, which was decorated
and contained literature pertaining to the
recording. The Lazar Music Shop, of 312 West
145th street, New York, selected “Lil’ Farina”
as the record to be featured. A complete set of
photographs of “Lil’ Farina” and her playmates
in the “Our Gang” comedies was arranged in
the window, together with display material pro-
vided by the Okeh Corp. A little colored girl
dressed like “Lil’ Farina” was in the store dis-
tributing photographs .of the famous little
colored motion picture star to customers.

Uses Testimonials
It is a kink of human nature that a person
who reads the testimonial of a product in an
advertisement will be doubly interested if it
should happen that the signer of the approving
letter happens to reside within the neighbor-
hood or district in which he is a resident. It
does not matter that the signer is as unknown
to him as though he lived thousands of miles
away—the familiar address seems to add sufhi-
cient weight to the testimonial to give him faith
in the product. Realizing this, the Miller Hard-
ware Co., of Maysville, Mo., recently issued a
booklet filled with testimonials received from
owners of Atwater Kent sets in Maysville and
vicinity. The last few pages of the booklet are
given over to illustrations of sets and speakers.
This company uses the booklet to enclose in
envelopes and as a piece of direct-mail literature
and has found it successsful in developing many
sales.
Aid to Sales Analysis
A talking machine dealer in Ohio keeps an
accurate record of the sales of the various type
instruments and thus is able to judge with .a
tair degree of certainty the trend of demand.
A large ruled ledger sheet is used for each
style of instrument. The sheet contains space
for the name and address of the person to
whom the machine was sold, the date, number
of instrument, cabinet style and finish, as well
as price. Thus all of the console models, for
example, that sell at a certain price are listed
on one sheet as soon as sold. Other sheets
are kept of the other models. Analysis of
sales over a period of a month, several months,
semi-annually, etc., gives the dealer an idea
of what is selling and he can thus control his
buying, avoiding overstocking on styles for
which there is very little demand.

Profits From Books

About a year ago Joseph Friedman, operating

a talking machine store on Clinton street, in
the lower East Side of New York, started a cir-
culating library for the purpose of bringing peo-
ple into the store regularly so that the latest
records could be demonstrated and sheet music
be presented. From the beginning, with a
couple of hundred of “best sellers” on the
shelves, this department more than paid its way
and an increase in sales of records was noted.
At the present time the library contains thou-
sands of titles and the weekly revenue from
readers is in the neighborhood of $100. Mr.
Friedman is so enthusiastic over the success of
the venture that he is adding more space to the
book shelves and he claims that in time the
rental of the large store which he occupies will
be paid in full by the money received from the
rental of the books. Aside from the profits which

are being made, when it is taken into considera-
tion that 400 people belong, and each week or
two these people come into the store and in
many cases readers come several times during
the week, it can be easily seen that the dealer
and his sales staff have an excellent opportunity
of interesting them in records, sheet music,
small musical instruments, and in some cases the
larger units of phonographs and radio receivers.
Getting the prospective buyers into the store
has always been the dealers’ problem. Here is
a method that succeeds admirably and, at the
same time, brings a cash profit in itself—what
could be fairer than that?

Unusual Advertising
Straying a bit from the beaten path has in
innumerable instances secured for the dealer
who chooses unusual methods of obtaining pub-
licity and stimulating sales results which are
far better than sticking to conventional plans.
A recent interesting example of the manner in
which the E. G. McKinney Hardware Co., of
Durant, Okla., Atwater Kent dealer, advertised
the line bears retelling. This firm purchased
milk bottle caps in large quantities and sold
them to dairymen and milk dealers at cost price.
Each cap carried the message “Atwater Kent
radio is sold at McKinney'’s.” Mr. McKinney,
proprietor of the store, believes this message,
going to many homes every day, is an excellent
medium for dealer advertising.

Holiday Circulars Pay
During the few weeks preceding the holiday
season the talking machine dealers' sales vol-
ume should reach the peak for the year.
Whether it does so depends largely upon the
effort put forth by the merchant to interest
the public in the products he sells. To this
end sales-promotion campaigns reach their
climax. Laudau’s Jewelry & Music Stores, in
Wilkes-Barre, Pittston and Hazleton, Pa., are
doing something this year that other dealers
may find worth while, even with the limited
time still available to the public for holiday
buying. It is simply a special booklet showing
the wvarious lines handled, descriptions and
prices, which is being mailed to every customer
and prospect on the mailing list of the firm.
The booklet is in keeping with the Christmas
spirit and presents a potent argument in favor
of making this a musical Christmas.

Publicity on Bags
Spargo & Co. “The Musical Shop,” of Hazle-
ton, Pa. believe in keeping their name before
the public. This concern operates a modern
talking machine department and also a musical
merchandise section. A number of small bags
are used for the numerous accessories that are
in constant demand. On these bags appears the
following message: “The various articles of
merchandise on sale at our store have been
selected with the greatest care, and it is our
hope that every purchase shall prove entirely
satisfactory. If it does not, please feel per-
fectly free to return it for adjustment. Superb
strings for violin and ukulele have proved them-
selves superior over a period of forty years. We
recommend them to you as the very best pro-
curable.” Spargo & Co. are constantly working
to create customer satisfaction and this little
stunt has done much to make dealings with
patrons pleasurable and profitable.

Features Masterworks
The branch store of the New York Band In-
strument Co., New York, having on hand an
old sheet music rack of the type which stands
on the floor and contains a half-dozen or more
shelves for display purposes, having no use for
it in the sheet music department, used it to dis-
play the Columbia Masterworks Series of rec-
ords to very good advantage.

The Phone Distributing Co., New York, musi-
cal instruments, was recently incorporated at
Albany with a capital stock of $20,000. The
incorporators are H. Anderson, O. A. Olsen
and F. Forman.
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PERRYMAN

RADIO TUBES

PERATMA

“Distance without Distortion’’

Ty
Amplifier-Detector
New
with

WL
Type P.A. 171
Power Amplifier

New Standard Base
with Long Pins

Type P.D. 200-A
Super-Sensitive

pe R.H. 201-A

Standard Base
Long Pins

Detector
New Standard Base
with Long Pinsg

Seanmuwoth|

- +

The filaments of Perryman
Radio Tubes with the patented
Perryman bridge are doubled to
form a letter M. This twin con-
struction not only exposes a
greater area of filament surface,
but it doubles the area of elec-
tron emission and increases the
capacity of the tube. The real
result is a tube that does its ap-
pointed work more easily, giv-
ing greater volume without
distortion. Its longer life is a
distinct economy.

The clear glass demonstrating
tube shows the patented Perry-
man Bridge which holds the
elements in place at the distance
of greatest efficiency. Ordinary
jars or jolts do not affect Perry-
man Tubes.

Patented June 22,26

PERRYMAN

LABORATORIES AND PLANT
NORTH BERGEN, N. J.

PE

Preach the gospel of tube teamwork
and make five or six sales instead
of one. Many of your customers are
buying new super-sensitive detectors
and using out-of-date amplifying
tubes. Others are putting good power
tubes on the end of a line of antiquated
detector-amplifiers that gum up the
works. . .. Every set needs a super-
sensitive detector, modern amplifying
and an efficient power tube to func-
tion properly. Tube team work—
that’s what does the trick. And the

best team always wins — Perryman
Radio Tubes.

Perryman Distributors are

equipped and ready to sup-

ply you with tubes, adver-

tising literature and help-
ful cooperation

[ELECTRIC CO.

SALES AND EXECUTIVE OFFICES
33 W. 60th ST.,, N. Y. C.

RRYMAN
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Let Post Office Check Your Mailing List

Local Postmaster Has the Authority to Correct Dealers’ Mailing
Lists—Accuracy Eliminates Waste in the Direct Mail Sales Effort

Every dealer in talking machines or records
or radio apparatus maintains, or should main-
tain, a mailing list of customers and prospective
customers of the store, for a very substantial
proportion of possible business lies in the fol-
lowing up of customers by mail. This same
rule holds good in every business where a
large proportion of the trade is in additional
accessories or replacements, as in the case of
records. ’

Accuracy in Mailing List Important

The efficiency of the mailing list, however,
depends primarily upon its accuracy, and there
1s hardly a factor in business that can de-
teriorate so rapidly as the mailing list unless
it receives constant and intelligent attention to
keep it alive. A list that is 100 per cent perfect
to-day, if such a thing is really possible, may
be only 90 or 95 per cent perfect a month from
now, and then continue to go down the scale
unless some sort of a check-up is made to see
that no waste material is being carried in it.
People move, die and experieiice changed cir-
cumstances with great frequency and without
notice, particularly in urban communities where
sticking to the old homestead means nothing
and where a change of home requires simply
the services of a gang of movers to take the
housefurnishings from one apartment to an-
other.

Cost of Wasted Literature

Every decadent name or address on a mail-
ing list means the loss of from five to twenty-
five cents cash each time a piece of literature
is sent out by the dealer. Multiply that by
the number of incorrect names and addresses
found on the average list of one thousand or
two thousand names and it represents a sub-
stantial total of money that might better be
expended for some other purpose. Numerous
dealers follow the usual routine of printing a
ceturn postage guarantee on the envelope to
insure its return should the address be wrong.
This checks up with more or less accuracy on
those who have passed away, but is of little
value in tracing prospects who have moved
to other localities and made arrangements to

have their mail forwarded to the new address.

Then, again, other retailers resort to the re-
turn postcard system, not only for checking
up on names and addresses, but to learn
whether the prospect’s interest in the merchan-
dise offered is still alive. For example, if the
customer has disposed of his talking machine
he is no prospect for records, and the record
literature sent him each month is for the most
part wasted.

Any checking up done direct by the dealer
is an expensive process and is to be endorsed
only for the fact that failure to have some
check on the mailing list means the waste of
material of much more value than the expense
of a little mail detective work.

Employ the Post Office

The logical method for keeping the mailing
list alive and up-to-date, however, is to have the
Post Office Department itself do the checking.
It is not generally known that the local post-
master has authority to check mailing lists
of business houses in his district against the
key list at the post office itself, charging for
the service at the rate of sixty-five cents per
hour, or the actual pay of the postal clerk en-
gaged in the work.

Formerly this checking service simply pro-
vided for the elimination from the lists of those
who had moved out of the postal district for
one reason or another and the insertion of
correct addresses where such were lacking. The
importance of the work has been appreciated,
however, and postmasters are now authorized
to insert new addresses in place of old where
persons have moved and left forwarding ad-
dresses. As the postal list is subjected to what
is practically a daily check by carriers, it may
be considered as nearly correct as possible.

It is suggested that when the mailing list
submitted covers several postal districts that
the list be divided by the business man accord-
ing to such districts, which will save consider-
able time and consequently money in the work
of revision. Time will also be saved when the
lists are submitted in alphabetical order, as this
facilitates the work of checking. Although the

»g‘z

s “everybody in
town” selling the

same line you sell?

AGNAYOX

Single Dial Sets—Cone

Speakers—Tubes take you out of

indiscriminate

competition by

restricting distribution to the few.

Write

The MAGNAVOX COMPANY, Gen’l Sales Office and Factory, Oakland, Calif.
Chicago Sales Office: 1315 So. Michigan Ave.

charge made by the post office for this checking
service is on the basis of actual cost of the
clerk’s time, the work is not altogether altruis-
tic, for the reason that a clean and corrected
mailing list facilitates the work of the post
office itself through making deliveries easier
and quicker and avoiding much of the trouble
of checking mail matter that is incorrectly ad-
dressed.
Dead Ones Don’t Buy

Modern merchandising is an intensive proposi-
tion and every bit of wasted effort that is
expended detracts just that much from the
volume of business handled. To carry on
direct mail campaigns with a list that includes
a noticeable percentage of dead and useless
names means that just that proportion of the
campaign, with its costs and the efforts put
into it, has gone for naught. It is a matter
of economy to keep the mailing list up-to-date,
for then practically every piece of literature
actually gets into the hands of someone who
is presumed to be interested in what the dealer
has to offer. To insist on endeavoring to do
business with a dead mailing list is comparable
to expecting a large volume of sales to be made
in a cemetery. The dead ones don’t buy.

Freshman October Sales
Show Increase Over: 1925

Net sales of the Chas. Freshman Co., Inc,
for the month of October, 1926, totaled $1,482,-
913, an increase of 135 per cent over the net sales
for October, 1925, which were $1,290,174, ac-
cording to a report issued to stockholders by
Chas. Freshman, president. Mr. Freshman
further stated that the total net sales from
June 1 to October 31, 1926, showed an increase
of 38 per cent over the corresponding period
of 1925.

Commenting upon these figures, Mr. Fresh-
man said that the October sales, in spite of
the substantial increase,” were handicapped
through the company’s inability to secure suf-
ficient console cabinets to meet the demand
of the trade. In order to eliminate this con-
dition in the future, Mr. Freshman stated that
the company is considering acquisition of one
or more furniture factories.

Plan Display Contest for
McDonald Howl Arrester

A window display contest, with prizes total-
ing $2,000 in gold, is being conducted by the
Spartan Electric Corp., New York, distributor
of the McDonald Howl Arrester. The prizes
are offered for the best window display of
advertising material featuring this accessory.
which is a live-rubber jacket that fits over each
tube and is said to eliminate noises and howls.
The contest is open to all retail stores” selling
radio supplies and will end on February 15.
1927. The winners will be announced in the
March issue of The Talking Machine World.

“For Xmas and Ever After”

The advertisements of the Victor Talking
Machine Co., which appeared in leading national
magazines during the month, have stressed the
slogan: “For Christmas and ever after—The
New Orthophonic Victrola—The Gift that keeps
on giving.” The text matter of the advertise-
ments describe the desirability of the Ortho-
phonic and several models of the line are illus-
trated.
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1S not just another

reproducer, but a
master work built
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constructed with a hand
hammered metal dia-
phragm—thin as a hair
—no blast, but plenty
of volume.
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Introduce Mikiphone Port | i o i o o C G o 0o O S e i e e
able Phonograph to Trade

Popular European Miniature Portable Phono-
graph Is Placed on American Market—Has
Proved a Big Success on the Continent

A novelty in portable phonoegraphs is being
introduced in this country by the Mikiphone
S. A. Inc., with headquarters at 44 Whitehall
street, New York. This unique instrument
which is known as the Mikiphone, is a portable
phonograph that may be slipped in a pocket,
for it weighs only two and three-quarter
pounds. The instrument is made in Switzerland ®
and the American distribution is under the
direction of C. Rotvand, who is prominent in The Luxurlous
European commercial circles. The Mikiphone ;
portable phonograph was invented by Stefan
Vadasz, who has secured many patents covering AMPL]ON PATR]C]AN
the distinctive features of the instrument. The
shape of the phonograph is circular and in its

metal case has a diameter of only four and one- reproduces the true gaiety Of Holidav

quarter inches. s 1 R . . -
The outstanding feature of this new type of MUS1C. DlStlﬂgUlShed mn appear‘anc'e !

phonograph is the sound amplifier which is at- Nationally Advertised—For the discrimi-

tached to the sound box with the tone lever . . . . . ef )

operating as a speedometer and brake. The natlng Radlo PUbllc, the ldeal Yllletlde glft.

motor, which is made in Switzerland, is guaran-

teed to play a full ten-inch record with one -

winding.

The immediate recognition of the Mikiphone

in European countries is reflected in the pub- .
licity that it has attained in musical and com- The trade empha‘tlcauy endorses
mercial circles. Mme. Mistinguett, the most new Amphon developments

popular musical comedy star of Paris, sings a
selection devoted entirely to the Mikiphone,

and newspaper publicity has been accorded the AMPLION CONE*AMPLION PATRICIAN

phonograph in practically every leading Eu-
ropean country.

G. E. Palmer Sales Mgr.
for Greene-Brown Co.

—our plants at New York and Muskegon are

running to full capacity—working overtime!

For timely deliveries may we advise ORDER-
George E. Palmer was recently appointed ? {

sales manager of the Greene-Brown Mfg, Co, ING IMMEDIATELY? Do not miss any

Chicago, manufacturer of the Brown “B” bat. Christmas Sales on these profitable new
tery eliminator, according to an announcement .
from the firm’s headquarters. Mr. Palmer has Amphon numbers'
had an extensive experience in radio, is also a ,
mechanical and electrical engineer, and for WTlfe fOT name Of ]Obb@'f
some time past he has been connected with the g .
Daven Radio Corp. of Newark, N. J., in charge mn your tCTTltOTy
of manufacturer’s sales.

The Greene-Brown Mfg. Co. has been produc-

ing the Brown “B” current supply unit for about THE AMPLION CORPORATION Of AMERICA

four months and a number of prominent dis-

tributors have added the product to their lines, Suite C, 280 Madison Ave., New York CitY
among them being the Empire Electric Mfg.

Co., Milwaukee; Louisville Auto Supply Co., The Amplion Corporation of Canada Ltd.
Louisville, Ky.; Friday Battery & Electric Co., Toronto, Canada

Ottumwa, Ia.; Excelsior Radio & Battery Co.,
Harrisburg, Pa.; Wetmore Savage Co., Boston, | _ — ]
and branches throughout New England, and the |

Van Ashe Radio Co., St. Louis. AC12 AMPLION CONE....................... List $30.00
Panatrope Aids Sales of DRAGON MODELS
Roadside Confectionery AR19 Amplion Dragon ......................... List $42.50
ARI114 Amplion Junior de Luxe.................. List $27.50
BAKersrIELD, CAL, December 7.—The Bruns- ARI111 Amplion Junior ................... ... ... List $24.00
wick Panatrope, accompanied by a trap drum- T e List $12.00
mer, stimulated trade of Day’s Confectionery & . e R e e Sk
Gas Station to such an extent that within a few
days after the installation of the instrument PHONOGRAPH ATTACHMENTS _
cash sales were more than tripled. The owner AR35 Amplion Concert Grand................... List $20.00
of this roadside confectionery saw the possi- AR67 Amplion Standard Unit................... List $12.00

bilities of the Panatrope and purchased the in-
strument from Urner and James, local Bruns- r - — —
wick dealers. This music store is a firm be-
liever in the efficacy of demonstrations and it
has had great success in selling Panatropes by

this method backed up by billboard advertising. 6? . g@
\.< i > /]

Paul Specht has signed contracts with the . é’(; A ﬁ\
Columbia Phonograph Co., covering the record- @ gia)

ing of his Original Orchestra and also of the fr——
Georgians. In addition, his two Great Britain

orchestras also will record for Columbia. wawwwwwwwmwwwmwwm
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Long-Term Instalment Sales Bad Practice

Contracts Extending Over a Long Period of Time Tie Up Dealer’s
Capital and Undermine Business — Short-Term Sales Profitable

The terms at which products are sold at re-
tail can make or wreck a business, for every in-
stalment contract means a drain upon the
capital resources and the longer that contract
1s for, the greater the capital drain. Short
terms mean quick capital turnover. This state-
ment is in no sense a brief for members of
the banking fraternity who are declaring from
the housetops that instalment selling on gen-
eral principles represents a menace to the
credit fabric of the country, but it is true,
nevertheless, so far as it affects the dealer who
is so anxious for sales that he sacrifices his
good credit judgment.

Danger in Long-Term Contract

There was a time when, with talking ma-
chine sales averaging only about $100 per
unit, it was regarded as a matter of wisdom
to keep the time payments within a single
year, and in most cases within a six months’
period. With units now offered to the public,
however, running in value from $600 to $1,000,
there is an inclination in some quarters to ex-
tend the contract period and thus detract the
attention of the customer from the amount he
is pledging himself to pay.

This situation is liable to lead to evil un-
less held in check by the dealers themselves.
The theory of having terms extended as the
amount of the purchase increases is a mighty
poor one, for if such tactics are necessary it
means that customers are buying outfits far
beyond their means, and are not sound credit
risks. An authority has put it well when, on
being asked regarding his idea of the proper
down payment on a given sale, he replied: “Get
a large enough payment at the outset to make
the customer realize that he is buying the ma-
chine and not simply renting it.” In other
words, the amount should be sufficiently large
to command respect.

With the holiday season coming on, and a
distinct scarcity already apparent in certain
lines of popular merchandise, particularly the
newer models of phonographs, the retailer owes
it to himself to see to it that terms are kept
within reasonable bounds. With a limited num-
ber of instruments at his command he is facing,
temporarily, a sellers’ market and can afford to
choose his customers to a certain extent at
least. When he lets popular models go out of
his store on terms that carry payments over
a period of fifteen or eighteen months he is
not only tying up that much capital, but he is
throwing away the possibility of selling that
same machine to a more substantial customer
for cash or on a basis that approximates cash.

There is quite a hullabaloo made at various

times regarding the entrance of the automobile
dealer into the field of instalment selling, it be-
ing maintained that some 80 per cent of all cars
sold at present are sold on terms. It may be
that selling motor cars on time provides a new
form of direct competition for the prospect’s
dollars, which means that it draws money from
other retail interests after those same dollars.
So far as interfering with the existing instal-
ment terms, héwever, the automobile merchant
has tended to stabilize that type of business.
Minimum down payments of approximately 2§
per cent are demanded in motor car sales, and
the balance must be cleaned up within a year
of monthly payments amounting, at times, to
$200 or more each. In addition the customer
pays for insuring the car against fire and theft
during the period of the instalment contract and
also pays financing charges.
A Plan Worth Emulating

It might be well for talking machine dealers
to take a leaf from the book of the automobile
men, and to set a minimum of 25 per cent in-
stead of the usual maximum down payment of 20

per cent and insist that the contract be cleaned
up. within the year regardless of the amount,
making the smaller sales pay out in a shorter
period where possible. The dealer who under
present conditions in the trade advertises
terms and tries to do business on the ‘“nothing
down and two years to pay” basis is simply cut-
ting his own throat. He may be building up
sales volume, but at a cost that leaves him lit-
tle if any profit at the end of the year.
More Cash and Larger Profits

When there is an overplus of stock and sell-
ing conditions are poor there may be found
some excuse for moving machines on a basis
of long terms, but that method should be con-
sidered as a desperate step. With the market
sound and stocks short, there lies the oppor-
tunity for getting business that is profitable,
the sort that means cash in the till rather than
paper in the safe. It may mean a little extra
salesmanship and the heart pang that comes
when a prospective customer walks out with-
out buying, but in the long run it will mean
more cash and more profits.

Christmas Time Is Music
Time Told in Victor Posters

Some Striking Dealer Publicity Recently Issued
by the Victor Talking Machine Co.—Features
“The Gift That Keeps on Giving”

“The Gift That Keeps on Giving” is the
slogan which is stressed in the Christmastime
selling material supplied Victor dealers through-
out the country by the Victor Talking Machine
Co. First and foremost are th: window post-
ers, consisting of a large centerpiece and two
side posters in beautiful, deep brilliant colors,
with a blue background and a border of the
conventional holly wreath in green and red. The
large center poster bears the slogan mentioned
above; and on one side poster is printed “The
New Orthophonic Victrola,” on the other, “The
New Orthophonic .Victor Record.” An accom-
panying folder gives two illustrations of win-
dows in which good use is made of this material
in dressing a most attractive display. The
record hangers are designed in similar brilliant
colors and contain a widely varied list of Victor
records for Christmas, which should be used to
good advantage by dealers.

A special folder describing and illustrating
the full line of Victor Orthophonic instruments
and Radiola combinations is also included in
the selling material. The cover of this booklet
is most beautiful and bears an illustration in

pastel tints of a host of angels rising in a cloud
from the homes of a snow-clad village, each one
playing a musical instrument. The caption on
the cover of the folder is “Christmas Time Is
Music Time.” '

New Radiotron Sales Help

A new Radiotron sales help in the form of
artistically colored red, white and black tube
display containers is now available to R. C. A.
authorized dealers. One type holds three tubes
of the UX-201-A size and the other accommo-
dates four of the UX-199 type. These cartons,
which make unusually striking counter and
window display material, were designed as an
aid in selling the three or four tubes on dis-
play where only one was previously bought.
This encourages the idea of keeping spare tubes
handy in the home. The containers are avail-
able to dealers without charge, but the supply
is limited, according to R. C. A. officials.

Stages Radio Show

MarsHFIELD, Ogre., December 6.—The L. L.
Thomas Music Co. held its annual radio exposi-
tion for a week the latter part of last month
and was most successful in attracting thousands
of prospective radio buvers to attend the display
and demonstrations of the latest radio equip-
ment.

25 Wilbur Ave.
Long Island City, N. Y.

(GILFILLAN RADIO

SWEETEST TONE —HIGHEST SELECTIVITY
SIMPLEST OPERATION

GILFILLAN BRoOS. INC.

2525 W. Penn. Way
Kansas City, Mo.

1815 Venice Blvd.
Los Angeles, Calif.
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HERE, 1n the radically different
Eveready Laverbilt, 1s the “B”
battery which tops them all. In-
stead of the usual assembly of
round cells, 1t 1s built of flat
layers of current-producing
materials. This construction,
exclusive to Eveready, makes
use of the spaces now wasted
between the round type cells
and avoids the usual soldered
wires.

Test after test has proved that
this battery is the most econom-
ical “B” battery ever built, and
you can make that flat-footed

Why Eveready Layerbilt is
the most economical “B” battery

ever built!

statement to all your customers.
Tell them that on all loud
speaker sets the Eveready Lay-
erbilt will give twice the service
of the smaller Light-Duty bat-
teries. It is far and away the

Tuesday night means Ewveready Iour—9
P. M., Eastern Standard Time, through the
following stations:

wrasM—Cleveland
wwJI-Detroit
woN-Chicago
woc-Davenport
Minneapolis

“’cc"{ St. Paul
xsp-St. Louis
wre-Washington

weAF-New York
WJAR-Providence
WEEI-Boston
wrAG-Worcester
WFrI-Philadclphia
wGR-Buffalo
WCAE-Pittsburgh
wsal-Cincinnati

eVERFADY

Radio Batteries

-they sell faster

most economical source of “B”
power obtainable. Itisalso the
most reliable and dependable.
It delivers pure D. C. (pure
direct current) which is essen-
tial to true tone reproduction.
This is the best “B” battery
we have ever built, and we
firmly believe that it is the
best “B” battery available on
the market today. Order from
your jobber.

Manufactured and guaranteed by

NATIONAL CARBON (CO., Ixc.
New York San Francisco
Atlanta Kansas City
Canadian National Carbon Co., Limited, Toronto, Ontario

Chicago
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How an Intelligently Selected Sideline
Eliminates Periods of “Trade Depression”

Hanley Found a Camera Department a Profitable Investmen: Because These Products Sold
Particularly During the Seasons When His Main Business Slowed Down—Other Sidelines

One of the greatest problems of the retail
talking machine and radio trade to-day is to
overcome slow periods, when sales slump and
no effort seems to be very effective in creating
business. There is no denying the fact that
dealers and their salesmen are so rushed at
times that they are hardly able to cope with
the situation, and at other times they are prac-
tically idle, while overhead goes on just the
same.

There are several logical solutions, the
most feasible of which seems to be for the
dealer to add a sideline that will move during
those seasons of the year when talking ma-
chines and radio are naturally not in great
demand. The selection of a sideline, however,
must be carefully made. The dealer must

Now!!

L R 4

The KENT Attachment
with the

KENTONE

SENSITIZED REPRODUCER

Here is the new
KENTONE SENSI-
TIZED REPRODUC-
ER on the Kent at-
tachment No. 1 for
playing lateral - cut
records on the Edison
Disc Phonograph.

The KENTONE Attachment has been a
successful and standard product for over
twelve years. With the new KENTONE
SENSITIZED REPRODUCER these two
products in combination now are avail-
able at reasonable prices.

Write for catalog of complete line
of tone arms and sound boxes

F. C. KENT CO.

Irvington, N. J.

analyze his territory and actually gauge the
sales possibilities of whatever line he is think-
ing of installing. It is foolhardy to invest a
substantial sum of money on a chance that it
will sell. The retail merchant is in no position
to guess. He must know.

Hanley, a progressive dealer of Kansas City,
Mo., found himself up against this condition
He discovered that there were some months
in the year when radio did not sell in the
volume that he thought necessary. In other
words, his sales curve was uneven, and he
realized that this represented inefficiency and
waste. Inefficiency because no business can
return maximum profit when it is a part-time
enterprise and waste because during the slack
period salesmen were idle and overhead con-
sumed profits made during the more busy
times.

Hanlev carefully analyzed the situation and
determined to add a line of cameras and photo
supplies to supplement his main business—=
radio. During the season when radio sales
drop the camera department comes into its
own; when radio sales are at their peak the
camera department is not quite so busy, al-
though sales are made the year around, and the
department has shown a handsome profit on
the investment.

There is another feature of the sideline that
is worthy of consideration; it brings people
into the store, and anything that accomplishes
this is eminently worth while. - The progres-
sive dealer spends huge sums of money an-
nually in advertising, gives a great deal of
thought to arranging striking windows and
sends out quantities of direct mail—all for the
purpose of interesting people to the point
where they will come into his store. One
thing is sure, the people who buv a camera
from Hanley, and those who take their films
there to be developed, do not lose sight of the
fact that he handles radio. He has established
a contact that actually increases business in his
main department. He is also constantly build-
ing good will that means increased sales and
proft. There are many other sidelines that
will accomplish the same purpose. For exam-
ple, there is fishing tackle and other sporting
goods—especially appropriate during the Sum-
mer months. There are small musical instru-
ments and other lines that will occur to the
dealer who spends any time at all thinking
about sidelines.

Stevens Conoidal Speaker
Used by Station WMSG

Madison Square Garden Broadcasting Corp.

Gives High Praise to Speaker Which Is Be-
ing Used in Reception Rooms at Station

The broadcasting station WMSG, Madison
Square Garden, New York, has adopted the
Stevens Conoidal Speaker for use in its recep-
tion rooms as well as for output control pur-
poses. In making this announcement, J. B.
Price, sales and advertising manager of Stevens
& Co.,, New York, made public a letter from
J. Bernhart, president of the Madison Square
Broadcasting Corp., which states:

“The Stevens speaker, which we are using, I
find is equal in volume to any of the recognized
standard makes and is superior in quality to
many of them. The reception of high and low
notes is very satisfactory. The speakers are
giving 100 per cent satisfaction.”

Comimenting upon the foregoing, Mr. Price
stated that Stevens & Co. had always en-
deavored to place this speaker at the disposal

of the severest critics for use in places where
it would be put through the most exacting
tests, and the company has a large file of un-
solicited testimonials from consumers and
acoustical experts.

Efficiency of the Stewens speaker is attributed
to two exclusive features, the Burtex diaphragm
and the Stevens tensile tension unit. The
Burtex cone is said to be chemically treated,
thus making it impervious to all atmospheric
effects, and its tensile strength is claimed to
make it practically indestructible. It is said

that the Stevens unit is the only cone speaker

unit built on a tensile tension principle, which
enables it to retain its high quality of tone
even when subject to excess current.

Eva Leoni, Operatic Star,
Recording for Columbia

Artist Has Won Large Following of Admirers
Through Operatic Appearances in European,
Metropolitan and South American Cities

Eva Leoni, operatic star on three continents,
has recently completed her first record for the

Eva Leoni
Columbia Phonograph Co.
umphs of this artist have been made in every

The musical tri-

opera center of the world. Miss Leoni was
born in Vienna, of French and Italian parent-
age. A pleasing personality, combined with
a coloratura soprano voice of great sweetness,
soon attracted attention and with it came op-
portunity. Now the Columbia Phonograph Co.
has made it possible for all to hear and enjoy
her charming singing.

Televocal Corp. Announces
New Power Detector Tube

A new power-detector tube, TC-200-A, has
been produced by the Televocal Corp., New
York, manufacturer of Televocal Quality Tubes.
This has been added to the line of four other
types now being manufactured. The chief
features of Televocal tubes are that they are
claimed to be non-microphonic and cannot
short. These two features are said to be
achieved by the use of the Televocal Support,
a device invented by the company.

Feature Chargers as Gifts

Provipexce, R. 1., December 7—The Apco Mifg.
Co., of this city, is solving the age-old problem
of “What to give for Christmas” in an admir-
able manner by boxing the Apco “A” charger
in a holidav box for the Christmas season. H.
R. Fuller, general sales manager of the radio de-
partment of the Apco Mfg. Co,, reports that the
holiday boxing of the Apco “A” charger has al-
ready resulted in substantially increased sales.

L. S. Burk has been appointed manager of
the radio department of the Jordan Music
House, Charleston, S. C.
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They
who believed
ave Proﬁtz'ng —

Pontiac

$140 i

Chcrokee- v

$65 List

SENECA—Mohawk One D‘iSal ,six-tube
shielded radio set in wal- 5 750

nut drawer. List price

HEN we announced the Mohawk One

Dial Radio line for 1926-27, we offered to

dealers an opportunity to sell looks, value,
performance, and the fruits of a leadership gained
through years of one-dial pioneering. Of these
the latter is perhaps most important, but to see
why requires foresight and keen merchandising
sense . . . Hundreds of dealers had that fore-
sight and merchandising sense and believed, as
we did, that the pioneer in any field is best
equipped in experience and prestige, and so is
surest of leadership. They believed and they
are profiting now with Mohawk One Dial Radio
. . . Now that we have proof to add to promises,
we urge again that you write or wire at once for
the complete story of Mohawk One Dial Radio.

Mohawk Corporation of Illinois
Established 1920
Independently Organized in 1924

2220 Diversey, at Logan Boulevard, Chicago

Mohawk Corporation of Illinois

CHEROKEE—Shielded. Rich walnut
hand-rubbed piano finish. Full piano-

hinged. 10% ins.high,13% ins.
deep, 15% ins. long. List price ‘565

WINONA —Shielded. Rich $80

walnut. 24 ins.long. List price

CHIPPEW A—Shielded. Ricg walnut,
two-toned. Built-in 110

loud speaker. List price
PONTIAC—(In large illustration).
Shielded. Burl walnut, drop front.

Built-in loud speaker. 46
inches high. List price . $14O

GENEVA—Shielded. Front full burl

walnut, inlaid. Iiloudh s};ieaker built
into dome, 44 inches high.
List price . . . . . . 5185

POCAHONTAS—Shielded. Burl wal-

nut inlaid. Built-in loud speaker with

7-foot horn. 45% inches $3 OO

high. List price . . . ..

Prices west of the Rockies slightly higher.
Canadian prices 40% higher.

Established 1920
Independently Organized in 1024
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Mathews’ Outside Selling Brought Results

How a Progressive Dealer Planned His Canvassing Campaign and
Followed Up Prospects—Other Ideas That Built “Talker” Sales

When Mr. Mathews invested his money in
store fixtures and attempted to sell talking
machines he had not proved his ability as a
salesman. Probably one of the greatest attri-
butes he possessed was his good judgment of
human nature. And that is an important asset.
Moreover, he was ambitious and in debt. The
latter liability proved to be a qualification which
assisted him materially in the successful out-
come of his financial ventures. However, many
other persons have possessed the same qualifi-
cations, and especially the latter, and still failed
in business. Mr. Mathews started his phono-
graph business in a small town. He was well
aware of the hard work he must do to succeed,
and so this knowledge prearmed him against
discouragement.

Doorbell Ringing Builds Sales Volume

When asked to explain his success, Mr.
Mathews said: “At present I am familiar with
the talking machine business, but when I began
I had no previous experience in this line. I had
1ead but little about the usual methods of prac-
tice by successful merchants. But before invest-
ing my small amount of money in the business
I attended quite a large number of sales meet
ings held in a large phonograph establishment
in a nearby city. I became aware of the fact
that it would never do for me to sit inside the
store and wait for the business to come in,
Therefore, as soon as I had arranged things
in proper order I employed a stenographer who,
also, began to study the art of selling. After
that I spent but little time in the store. And
I soon learned that actual sales ability was not
nearly so important as the number of hours
work done each day. And, also, I discovered
that long hours greatly assisted in obtaining
orders. However, my main method of obtain-
ing business is canvassing from door to door
and obtaining accurate knowledge as to the
kind of machines the various homes contain,
and particularly I learned the location of the
homes in which there were no phonographs.
These I listed as prospects No. 1. Some of the
homes contained wornout or old phonographs

By Leo T. Parker

and these I listed as prospects No. 2. In some
other homes there were new phonographs and I
listed these as prospects No. 3. I also estab-
lished a regular mailing department, and each
week I mailed my No. 1 prospects an attractive
advertisement. To the No. 2 prospects I mailed
advertising matter every two weeks. And to
the No. 3 prospects I mailed advertising matter

That the dealer must make a
determined effort to get vol-
ume talking machine business
has been emphasized many
times in the columns of The
World. The accompanying ar-
ticle describes how several re-
tailers are succeeding by put-
ting in force original plans of
outside sales promotion
and supplementing these with
carefully planned direct mail,

every month. It is to be presumed that I called
on the same persons frequently. I included a
list of the latest records in the circular matter,
and attempted to influence the sales in this
manner. Moreover, I never knocked a com-
petitor. However, this is not saying that I
did not attempt to prove that my phonographs
were better than all others manutactured and
sold. After making a sale I continued to call
on my customers when I had no other place to
go. By this method they realized that I was
trying to please them. And that is exactly what
appeals to them.

“I believe that the majority of salesmen who
are unsuccessful are the type who never have
time to call on a customer after a sale is com-
pleted. They do not realize the considerable

P

1587

Piano Hinge—any length

FULL LINE of HARDWARE

For Radios and Phonographs

87 WALKER STREET

H. A. GUDEN CO., Inc.

A

1582

<O:UL\

Invisible Hinge

NEW YORK, N. Y.

business lost to them by assuming this attitude.
Satisfied customers are the most probable
source of obtaining good future prospective
purchasers. I received numerous tips of pro-
spective buyers, and many times I gave a dem-
onstration in the home of a user. When this
was done, of course, the prospective purchaser
was usually a friend of the owner, who fre-
quently assisted greatly in closing the sale. An
important thing is that my customers believe in
me, and I make every effort to make them like
me. The result is that I receive many tele-
phone calls from my customers who request
me to call on their friends who are in the
market for a phonograph. And when an owner
assists me to sell a phonograph I remember
him with a few good records.”

Letters of Recommendation Prove Useful

Another very successful salesman said:
“There is no doubt that every salesman has a
particular method for making sales. I have
adopted but one regular plan and I find that
one is the only plan I require. Probably it may
not seem so important to the listener, but it
serves me well and so I am satisfied with it. I
obtain a letter of recommendation from each
person whom I sell. Prospects are given an
opportunity to know that I satisfy my cus-
tomers as well as become impressed with the
fact that my machine is a good one. Next, I
carry about two hundred testimonial letters
written by various persons who live in different
sections of the city. It is not often that a pro-
spective customer has an opportunity of reading
a letter written by a person who lives close to
him, but the letters serve the intended purpose.
All of this assists materially in making a sale.
It is true that there are many salesmen who
do not have confidence in letters of recom-
mendation to accomplish sales, but I know that
my testimonial letters are means of securing
orders. I always suggest that if the prospec-
tive customer desires he may immediately tele-
phone any of the persons whose name he sees.
In fact, I insist that he does. Of course, they
are glad to say a good word for me to a pro-
spective buyer, because they are my friends.

Still another successful salesman said: “Dur-
ing slack periods I specialize in selling portable
machines. I find that by taking a sample in a
small automobile and traveling about the city
and outside communities sales are not difficult
to make. In other words, I find that one must
keep in mind the various circumstances in order
to know just where the most profitable business
may be obtained.”

Gets Prospects Through Customers

Still another unusually successful salesman,
when asked to explain his most successful sales
plan, said: “First, one must be observant for
live prospects. One good prospect is worth a
dozen halfway ones. So I spend valuable time
attempting to locate a good prospect. One way
in which I always have obtained prospects is
that I offer a free record to every owner who
gives me the name of a live prospect, and then
I give him three to five more records if I close
the sale. The second is, I assume that when all
of the good phonographs are considered, prob-
ably the workmanship of the best one is. not
much better than the others—price considered.
And in talking to a prospect I dwell on the
minor - refinements, such as finish, convenience
of operation and tone quality. And in trans-
acting ‘business with reasonably sensible per-
sons I find they warm up to me, whereas=f |
knock all other machines and.attempt to hold
mine out as the only one, many business per-
sons become prejudiced immediately and the
sale is lost.”
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More than a quarter of a million
Farrand Speakers sold in twelve
months ! . . . If you are not already
a Farrand Dealer, you should be!
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They shield and save the finish

419

Atlas Plywood Packing Cases do more than that, too.

They take

radios as well as phonographs to the farthest points on the globe
without the slightest damage to ANY of their delicate parts. Atlas

Cases are strong, safe and sure.
which is a good advertisement for the shipper.

They are also mighty fine looking,
And best of all,

Atlas Packing Cases save freight and duty—they are so very light

in weight.

PARK SQUARE BUILDING, BOSTON, MASS.

New York Office
90 West Broadway

Chicago Office
649 McCormick Building

Magnavox Co. Purchases Site for Large
Plant Addition to Cost Over $250,000

Deal Closed for Four-acre Tract in Industrial District of Emeryville, Cal, Adjoining Oakland—
Plans Call for Immediate Erection of Structures With 100,000 Feet Floor Space

The Magnavox Co. announces the purchase of
a four-acre site in the industrial district of
Emeryville, Cal.,, adjoining Oakland. Plans are
being made for immediate erection of buildings
containing over 100,000 feet of floor space. The
new factory will be of the most modern type,
costing over $250,000. The very latest machinery
will be installed and advanced methods of
production of radio tubes, loud speakers and re-
ceiving sets instituted.

“The continued success of Magnavox prod-
ucts,” says F. M. Steers, president, “both in
radio and electric heating devices, clearly war-
rants making this expansion. For some time
our present facilities have been cramped. The
growth of our tube department has been phe-
nomenal. Likewise our business in loud speak-
ers. The steady demand for Magnavox sets

indicates that next year will bring vastly more
sales for our various models. More details of
the new factory will be made public just as soon
as they are determined.”

Interesting Demonstration
Plan Announced by Pathe

Will Send Sample of Any Pathephonic Instru-
ments to Dealers to Permit Them to Make
Satisfactory Demonstration

Realizing tone as the most distinguishing fea-
ture of the new type of talking machine, the
Pathe Phonograph & Radio Corp., Brooklyn,
N. Y., has adopted an interesting demonstration
policy for its dealers. While the Pathe Co. has

e e e
issued an attractive catalog of the new Pathe-
phonic line, it is announced in a recent letter to
the trade that it will send a sample of any of
these types of machines to the dealer for his
inspection so that he can hear for himself the
improvement that has been made in the art of
phonographic reproduction.

Equal initiative is shown in the record de-
partment, which is featuring not only the
Christmas numbers in the Pathe catalog, but
also calling attention to a number of other
records with a religious appeal which should be
in demand during the Christmas season.

Plan 1927 Radio Show

The sixth annual Northwest Radio Show will
be held in the new Minneapolis three-million-
dollar auditorium in 1927. This was decided
by the Northwest Radio Trade Association,
sponsor of the event, at a regular meeting at
the Nicollet Hotel, that city, last month. The
week of September 26 to October 1 Hlready
has been reservgd for the event through ar-
rangements with the auditorium committee.

Sparton Distributors at the Sixth Annual Sparks-Withington Party
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Another Year of Great Opportunity

ote

NewPhone

Number and
Increased Service

Our telephone number
has been changed to
GRAmercy 5100—an
easy one to remember.
At the same time we
have had installed ten
consecutively numbered
trunk lines— 3100 to
: 5109 — thereby assuring
N quicker connections at
all  times. Remember

the new number

2, \(GRAMercy

for VICTOR Dealers!

Victor dealers have ample cause for satisfaction with the
year now drawing to its close. Phonograph and record sales
have been remarkably good and will undoubtedly reach a
climax during the current holiday season that will establish
a new high level.

There is every reason to believe that this healthy condition
will continue through 1927 and that another year of great
opportunity lies ahead. Business is soundly prosperous, em-
ployment is steady and promises to continue so, and plenty
of money is available for the purchase of luxuries.

Look ahead now and plan to get your full share of this
potential business! And remember that dependable distribu-
tor connections will mean a great deal to you in the year to
come. We have been rendering dependable service to Victor
dealers for almost a quarter of a century and understand
their problems as only a wholesaler of such long experience

%LMNG MacHinE Co.

28-30 W.23R2 ST.  New York N.Y.

VICTOR WHOLESALE DISTRIBUTORS

“BLACKMAN and DEPENDABILITY—One Suggests the Other”
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The Greatest Line of Porlables
&ver Offered 1o the Trade

KOMPACT
125

(For West and South add 109)
(Canada, $17.50)

(For West and South add 10¢;)
(Canada, $25.00)

DeLuxe

(For West and South
add 109%)
(Canada $35.00)

FAL

YD52 Retail /

Assure yourself of getting all the Portable business
in your territory by featuring the Pal, Regal and
Kompact. You will then be able to fill the require-
ments of everyone of your customers—from those
who want the best in portable phonographs, to

those who prefer the lower priced machines.

PLAZA MUSIC COMPANY » NEW YORK, N. Y.
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This MICRO-PHONIC Outfit i
actually changes an old style phonograph into a

DEEP RICH TONE Instrument

This is the BIGGEST thing in a
phonograph accessory ever offered T T
Every owner of an old style phonograph will :\;,i,dcc::;: a:\: ,',(,)lhb,c}:
readily buy one of these Micro-phonic Out- big demand for these

Micro-phonie Qutfits.

fits. By merely substituting it on their own Write today,

phonographs, they can get that deep rich tone
of the new high-priced models.

End Your Trade-in Worries

This Micro-phonic Outfit is the solution to your trade-in
worries. Equip the machines you trade in with the Micro-
phonic Outfit and you will find a ready market for them.

Complete

#1090

Reproducer Only

$6 LIST

Liberal Discounts

ADVERTISING HELPS—An attractive display card together with a

complete advertising service of window strips, circulars, newspaper mats,
etc., is supplied free to all Micro-phonic dealers.

Plaza Music Company, New York, N. Y.
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OFFERS A CHRISTMAS CONSOLE MODEL
for IMMEDIATE EXPRESS DELIVERY

Q_/{N exclusive design of finest craftsmanship. An exquisite console of rare
grace and beauty built around a radio set that music lovers have approved as
the superb musical instrument of radio.

Fl Two controls, calibrated in wave lengths, five tubes giving two stages of

tuned radio, detector, and two stages of audio amplification with output trans-
Jij former.

' The Sleeper console provides a big tone chamber acoustically correct equip-

‘ ped with the new adjustable Amplion unit; ample space is provided for heavy
1 duty batteries and provision is also made for the use of electric power devices
i to run the set from the lighting current.

Price of this console complete except for

batteries and tubes: $225.00 f. o. b. New York

The Sleeper chassis especially designed for console installation is also available
separately. Immediate delivery. Prices quoted upon request. Size of panel
22 by 9 inches.

Sleeper Radio & Mifg. Corporation

GORDON C. SLEEPER, President
6th and Washington Aves. Long Island City, N. Y.

T

SREES
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Salesmanship in the Record Department
Essential to Its Profitable Operation

Selling Records Demands Complete Knowledge

of the Catalog—]. F. Brogan Studies His Prod-

ucts—How He Cashes in on Knowing the Contents of the Record Catalog

At a recent meeting in New York of a talk-
ing machine dealers’ association one of the
speakers, a distributor’s representative, laid
stress on the fact that the record departments
of a great many dealers are being neglected,
being under the direction of incompetent and
careless clerks who merely take orders from cus-
tomers without any real knowledge of the prod-
uct they are handling. There is another type
of dealer, however, who realizes that the record
department is an important one, and who gives
as much attention to his stock of records as he
does to the instruments on the floor, and
chooses his record sales staff with as much care
as he does the men who are to sell the talking
machines. He realizes that every person who
purchases a talking machine is a potential re-
peat buyer and the purchases of records in the
future, if properly handled, will in many cases
equal if not exceed the purchase price of the in-
strument.

Knowledge of Catalog Essential

The salesmen are selling talking machines
and records, it is true, but these products repre-
sent music, and the salesmen, to secure the best
results, should be able to converse intelligently
on the subject of music. It is not meant that
every record salesman should be a trained mu-
sician, conversant with musical terms and ex-
pressions, but he should know the catalog and
the records represented in it, to an extent that
when an opera is mentioned he can select the
principal selections of that opera without re-
course to the catalog. He should have at his
finger tips the outstanding artists of the present
day and the records they have made. If a cus-
tomer expresses a desire for a certain type of
record he should be able to offer recordings
with a similar appeal

Real Salesmanship

Such a record salesman is J. F. Brogan, man-
ager of the branch store of the New York Band
Instrument Co., New York, who, through his
wide knowledge of recorded music, recently
completed a cash sale for a $550 talking machine
and with it records totaling in price $377. The
customer who entered the store was interested
in the Orthophonic Victrola and had no inten-
tion of purchasing the library of records with
which he finally became possessed, but, having
decided to buy the instrument, he asked Mr.
Brogan’s assistance in selecting some records.
The customer was musically inclined, being in
fact a musician, and in Mr. Brogan he found
a kindred spirit. The Columbia series of Mas-
terworks were the first items Mr. Brogan
demonstrated and the customer was so aston-
ished at the high standard of these recordings
and Mr. Brogan was so well qualified in de-
scribing and explaining the recordings that he
sold the entire series of forty-one Columbia
Masterworks albums, costing $260. Not con-
tent with this he explained the Victor series of
album sets and was successful in selling the
entire series, together with other single records,
bringing the total record sale to $377. In pass-
ing, it might be mentioned that the customer
had with him a friend who, in listening to Mr
Brogan’s sales talk, became interested and final-
ly purchased a $300 instrument and between
$75 and $80 worth of records, making the total
transaction about $1,300, all of which was paid
in cash.

This was accomplished by salesmanship.
While sales totals of the amount mentioned for
a single transaction are unusual, this salesman
has built up for himself a clientele which visits
his store from all sections of the city because
of his ability to aid them in intelligently select-
ing records.

Recently the wife of a prominent artist of the
Metropolitan Opera Co. visited the store and
stated that she had been recommended to it by

a friend. She purchased in the neighborhood
of fifteen dollars’ worth of records on her first
visit and before leaving gave Mr. Brogan a list
of the names and addresses of several friends
who she felt sure would appreciate the send-
ing of the latest record releases.
Selling Album Sets
With the album sets of records assuming a
more important part in the record stocks of
live dealers, the record department needs more
than ever competent direction and manage-
ment to secure from it the profits which this
section of the store should bring in. As these
sets have a list price ranging from five to almost
fifteen dollars, they represent a portion of stock
which should be given attention. The larger

companies are featuring these products in news-

paper advertisements and in the programs of
musical events. The manufacturers are doing
their share; it remains for the dealer to prepare
himself to cash in on the market that is be-
ing ripened.

Sheppard Co. in New Home

SavanxaH, Ga., December 6.—The formal open-
ing of the new home of the B. J. Sheppard Co.,
music dealer, took place November 23 with elab-
orate and appropriate ceremonies. The three-
story building at 220 Broughton street, West,
was attractively decorated and from ten in the
morning until nine at night a musical program
was provided and souvenirs were distributed
to visitors. This establishment, which has been
in existence for about twenty years, carries a
complete line of Victor Orthophonic talking
machines, Buescher band instruments, pianos
and other musical instruments.

B. Goldman, Inc., Ocala, Fla., reports a big
business in Victor Orthoohonics and records.

SIZE:
Diameter, 414 in.
Height 134 in.
Weight 234 lbs.

Guaranteed to

play a full ten-

inch record with
one winding

PLAYING

44 Whitehall Street

POCKET PHONOGRAPH

CLOSED

Jobbers Wanted !

VADASZ SYSTEM

Retail Price:

*1

Liberal
Trade
Discounts

SOUND AMPLIFIER

MIKIPHONE S. A. Inc.

New York
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(et the whole range
of Christmas sales

- with the complete line
of Radiolas |

Sell to the man who wants lighting
Sell to the man who wants the finest socket radio.

radio—at a moderate price. Radiola 28, list, $260. RCA Loudspeaker 104, list, $275.
A.C. Package, /:;r adapting Radiola 28 foruse with Loud-
Radiola 20, list, $115 speaker 104, without batterses, list, $35.

N
Sell to the man who wants the super-

lative quality of the super-heterodyne. - —  Sell to the man who wants the great
Radiols 250 fist, $165 - = electrical and musical achievement of
—— the Radiola 30.

Radiola 26, Iisl, $225 : Radiola 30, list, $575

Aﬁ‘”’R(ldiOlq' ' g

This sign marks
the leading
dealer in every
community.

MADE - BY - MAKERS * OF - THE - RADIOTRON
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Opportunity for Trade to Tie Up With
National Drive of Piano Manufacturers

Association Plans Expenditure of Over Quarter of Million Dollars Annually for Three Years to
Promote Interest in the Piano—How the Trade Can Tie Up

Beginning with the first of the year the
piano trade of the country, and most directly
the National Piano Manufacturers’ Association
in co-operation with the retailers, will launch
a nation-wide campaign to arouse more general
public interest in the piano for the home.
Funds of over a quarter of a million dollars
annually for three years have been appropriated
for the purpose and the program is one that

should serve to bring desired results in a con--

siderable measure at least. The program
includes a campaign to promote the teaching
of piano playing in the elementary and high
schools of the country under the group plan
and the holding of local and national piano-
playing contests, all of which may appear
foreign to the talking machine trade, but which,
nevertheless, can be taken advantage of profit-
ably by the talking machine dealer who keeps
in touch with what is going on in his own
particular locality.

We hear a great deal of the place that has
been filled by the talking machine in the field
of education and have witnessed the excellent
use of phonographs and records in the various
schools of the country; yet few dealers have
apparently realized the possibilities of the talk
ing machine record in providing expert in.
struction in the personal playing of the piano
or other musical instruments. As a matter of
fact, we hear of artists who have declared
that they have been able to improve their
methods by studying the records made by
themselves and other artists of standing. We
find also pianists who by a close study of the
recordings by the masters of that instrument
have been able to improve noticeably their in-
terpretative work.

The phonograph dealer who keeps in touch
with the exploitation work being done for the
piano, particularly in group instruction, can
undoubtedly profit by calling the attention of
the pupils, at least those who have advanced
to a certain degree, to the advisability of
listening to the records of noted pianists in
order to gain a proper appreciation of tempo,
dynamics and expert expression generally. On
the face of it it may seem a little far-fetched.
Only recently at a public entertainment a
young lady, in responding to the applause
brought forth by her pianistic ability, declared
that she owed the excellence of her interpreta-
tion to the study of records of the same num-
bers made by noted piano virtuosi.

The phonograph record will not teach piano
playing, nor will it teach the playing of the
saxophone or the violin, and the elementary
work must be done along the old lines, with

proper instruction and faithful practice. With
the ability to sound the proper notes and
chords, however, there comes the demand for
intelligent fingering and the correct use of the
pedals. In short, for capable expression. For
this purpose the records provide the example
of the master. They may be repeated time
and time again without bringing forth the

‘slightest indication of impatience or fatigue.

Patient practice in following the record will
result inevitably in a better rendition by the
budding artist.

It is significant that the makers of music
rolls for reproducing pianos have already
sensed the possibilities for providing instruction
through the medium of the recordings by lead-
ing pianists on the rolls. In some cases these

recordings are so arranged that the artist plays
the treble while the student plays the bass,
and then the process is reversed. When the
ensemble is worth listening to then the
progress of the pupil is improving. Phono-
graph record manufacturers have not yet
progressed to this point in their instruction
work, but they do make it possible for the
young pianist to study the interpretations of
a number of prominent pianists at close range
and with as frequeént repetitions as are neces-
sary and desirable,

As the campaign for the premotion of the
piano develops throughout the country, some °
wise phonograph dealers are going to seize
this opportunity for effective tie-up and take
advantage of it. It will probably bring no
overpowering volume of business direct, but it
assuredly will bring some if properly handled
and will result in a close tie-up with the musical
people in the dealer’s particular territory. That
is publicity of extreme effectiveness and it can
be utilized in other directions in promoting the
dealer’s sales.

E. S. Applegate & Co.
Feature Mohawk Line

Trenton, N. J., Concern Conducting Successful
Newspaper Advertising Campaign in the In-
terest of the One-Dial Radio Receiver

TrentoN, N. J., December 6.—E. S. Applegate
& Co., 17 South Broad street, this city, have
been conducting a most successful newspaper
campaign featuring Mohawk one-dial radio re-
ceivers. This newspaper advertising has been
appearing in the Trenton Evening Times and
the originality of the campaign has been one of
the most important features in its success. Dan
Egan, general manager of the company, who is
responsible for the sales and advertising policies
of E. S. Applegate & Co., has been congratu-
lated upon the use of newspaper advertising
which has not only produced direct results, but
which is quality publicity of the highest degree.

When the campaign was inaugurated Mr.
Egan arranged for preferred space in the news-
paper, whereby the Mohawk advertising would
appear on page three, which is recognized as
one of the most desirable positions in news-
paper advertising. Before the basic display copy
appeared, sixteen-inch advertisements were used
on page three to advise the newspaper readers
that a special radio announcement would ap-
pear on that particular page within a few days.
This method of attracting attention to the cam-
paign was used for several days when the ad-
vertising itself was presented to the public. The
Mohawk one-dial receiver was illustrated to
splendid advantage and the distinctive features
of the product were presented so effectively that
the number of sales and prospects received were
far beyond all expectations.

Radio Corporation Dealers
Hold Meeting in Portland

Great Gathering of Northwestern Dealers Hear
Addresses by Men Prominent in Field

PorTLAND, ORE.,, November 23.—The representa-
tive retail and service dealers of the Radio Cor-
poration of America held a meeting in this city
recently. During the afternoon a business meet-
ing was held with a banquet to discuss service
and a sales campaign for the current year. The
meeting was called by George A. Boring, man-
ager of the Pacific States Electric Co., in co-
operation with a transient number of represent-
atives from the San Francisco headquarters,
including among others Herbert M. Hucke, serv-
ice specialist; N. A. Woodford, radio trade spe-
cialist; and G. Harold Porter, manager of the
Pacific division. J. R. Bullock, district adver-
tising manager, was also in attendance. Dis-
cussion was centered during the afternoon in a
general coverage of radio service and retail dis-
tribution. Mr. Hucke covered the various pro-
cedures in efficient servicing not only in their
line, but all types of receiving equipment as
well. The three speakers covered the service
subject at the banquet. Mr. Bullock devoted
his talk to advertising. Mr. Woodford’s subject
was ‘“‘Radiotrons,” and Mr. Porter, Pacific di-
vision manager, gave an outline of the develop-
ment of the establishment of the Radio Corpo-
ration of America and spoke of the develop-
ments in the radio industry.

The Charmaphone Co., Pulaski, N. Y., manu-
facturer of phonographs and radio cabinets, re-
cently enlarged its plant. Increased business
made expansion necessary.

In Brooklyn
1271 Bedford Ave.

The BOSCH combination—

The Armored Radio, the Ambotone and the No-
battry together make, not only radio perfection,
but in addition keep your customers happy and
your bank deposits healthy.

ARMORED RADIO — AMBOTONE — NOBATTRY

WEBER RANCE CORP.

Sole Metropolitan Distributors
Circle 7610

In New York
225 West 57th St.
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REPRODUCER

", New
ibrary
Model

| (imbotone
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The newest Bosch Radio achievement——a quality reproducer at $12.50.
Mellow and free from metallic sound, a reproducer that will sell easily

and 1n great volume. The new Bosch Library model reproducer is
distinctive. Its entire cone disk is gold, ornamented with a wide plain gold circular frame.
Tastefully decorated in the oriental motif and so pleasing is the black and gold
combination that it becomes a note of furnishing in any home. It is the ideal
guest room or “extra” radio reproducer. The Library Ambotone may be had at the same
price in either the table model or the medallion which with its gold color silken cord hangs

upon the wall. The Bosch Libr'lry model reproducer is reqdy for immediate deliveries.
The New Library Ambotone—Table Type or Medallion—$12.50 ]

NOBATFRY

‘B POWER UNIT

The famous Bosch
requires no ad just-

Nobattry “B* power ‘ment, is without humj
nothing to fill or
spill. Designed for

personal and mechan-

Unit answers every
demand for a de-

pendable, long lived,
lighting socket power ical safety and ade-
quate for any set up to 10
tubes including power tube.

. . , Its voltage ranges from 90 to
Nobattry is entirely automatic, ;35 vou can feature the

mistake proof, it cannot burn gk Nobattry with perfect
out tubes of the radio receiver.  safety. Ed 3 for Alternating
It pleases customers because it~ Current $48 —Direct $42

attachment that will give silent

and unvarying “B” power. The

All prices slightly higher Colorado and West and in Canada

AMERICAN BOSCH MAGNETO CORPORATION

MAIN OFFICE AND WORKS: SPRINGFIELD, MASS.,,BRANCHES: NEW YORK, CHICAGO, DETROIT, SAN FRANCISCO
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Licensed wnder Lektophonc Patents

Popularlty
Proﬁts

“HE excellent performance,

artistic appearance, popular
price and national advertising are
real, sound reasons why ecvery
good dealer should 1mmediately
stock and secll

“The Speaker of

the House”’
THE PACENT CONE

THE almost over-night public

acceptance of the Pacent
Cone has attracted the full at-
tention of the progressive dealers
everywhere to make it their busi-
ness not to overlook any mer-
chandise for which there is pub-
lic interest and demand.

Type A (table type), 17 inches
in diameter, with bronze-finished
base, cord and Pacent detachable
plug.

List Price $28.50

($31.50 West of Rockies)

LSO made in 36 inch size
for either floor or wall
mounting. Full information and
prices will be sent on request—

prices ranging from $78.50 to
$89.50.

Write for special dealer proposi-
tion on this quick-selling product,
and for “advertising helps.”

Pacent

Radio Corporation
156 West 16th Street New York City

L. W. James in New Post
With Federal Radio Corp.

Former Assistant Sales Manager Now Assistant
to President—E. S. Hilber Promoted to Posi-
tion Vacated by Mr. James

The Federal Radio Corp., Buffalo, N, Y., has
announccd the appointment of L. W. James,
formerly assistant sales manager, to the posi-
tion of assistant to the president. Mr. James
is a very well-known figure in the sales division
of radio, having been intimately connected with
Federal’s field organization for nearly five years.
After a period of managership in the Kansas
City Federal branch, and several months as spe-
cial representative, he was recalled in the Fall
of 1925 to take over the duties of assistant sales
manager at the factory. Mr. James has been
succeeded as sales manager by Ernest S. Hilber,
who for three years has been sales manager of
Federal radio parts in the metropolitan district,
and was then made special representative to
wholesalers in the United States and Canada.

Panatrope Furnishes Music

for Jackson County Fair

PorrLanD, Ore.,

December 6.—The Brunswick
Panatrope did yeoman service at the annual
Jackson County Fair, as is attested in the fol-
lowing excerpt from a letter to the local office
of the Brunswick Co. from the secretary of the
Fair. Tt reads: “I wish to take this means to
express for myself and my Board of Directors
our sincere thanks and deep appreciation for the
fine music furnished by your Panatrope in the
various buildings during our recent Fair. There
was a wire put into the following buildings:
Horticultural, Forestry, Automobile and
Women'’s, with loud speakers attached and con-
trolled by a main instrument placed in the
Weeks & Orr’s booth in the Merchant’s Build-
ing, and it was done in such a manner and we
were given such a volume of music that I did
away with the usual orchestras which I used in
these various buildings, thereby saving a good
many dollars.”

Crosley Has Developed
a Tremendous Industry

Within the brief span of a few years, radio,
as a manufacturing industry, has leaped to
front rank among the industries employing fac-
tory workers in Cincinnati. The Crosley Radio
Corp. has attained this position. More than 2,-
300 people work directly for the Crosley Corp.
in the Crosley factories. Many thousands more
are employed in outside factories in Cincinnati
and other sections turnigg out wire and punch
pressed products as well as thousands of fine
cabinets each day. The Crosley Corp. itself
manages to produce 1,500 cabinets daily. But
to bridge the gap it must go outside for addi-
tional thousands. Production approximates
6,000 sets each day.

Open Sales Office in Chicago

La Grancg, ILr.,, December 7.—The Producer
Manufacturing Co., maker of phonograph appa-
ratus, a newly organized corporation, has made
its headquarters at 819 Hillgrove avenue. The
sales offices are located in the Railway Ex-
change Building, Chicago.

Praises Carryola Portable

The Carryola Co. of America recently re-
ceived a communication giving high praise to

.the Carryola Master portable talking machine

from a proud possessor of this instrument.
The writer is a traveling man and he extols the
instrument as a boon for those on the road.

Harry A. Beach Now Sales
Manager Chas. Freshman Co.

Nationally Known Executive Joins Forces of
New York Radio Manufacturer in an Impor-
tant Capacity—Is Widely Experienced

An announcement of nation-wide interest to
the music-radio industry was the appointment
of Harry A. Beach as sales manager of the
Chas. Freshman Co., New York, manufacturer
of Freshman Masterpiece receivers and acces-
sories. The official announcement was made by
Myron Goldsoll, vice-president of the Freshman
Co., who stated the directors of the company
had decided that the sales managership required
the services of an executive who was not only
widely experienced in the merchandising of a
nationally advertised product of merit, but one

Harry A. Beach

who was fully conversant with the Freshman
plan of doing business exclusively through
franchised dealers and who believed implicitly
in the soundness of such merchandising efforts.

Mr. Goldsoll said that Mr. Beach had spent
several weeks in close association with Mr.
Freshman and himself, as well as other officials
and executives of the Freshman organization,
studying production and distribution methods
of the company.

“As sales manager of the Chas. Freshman
Co.,, Mr. Beach has a most interesting posi-
tion,” said Mr. Goldsoll. “He comes to a com-
pany that is daily growing stronger, operating
on a unique sales plan which is highly suc-
cessful and which he is asked to further de-
velop, but which in principle will not be
changed in any way. Mr. Beach is in sympathy
with our methods and is a straight-thinking ex-
ecutive. All of the officials of our company
are solidly behind Mr. Beach and we know
that our dealers will extend to him their full
co-operation.

“We always have on hand an accumulation
of applications for the Freshman franchise that
we desire to handle with fairness to our well-
established dealers. Good merchants, old-time
niusic stores and other worthy concerns are
not in the habit of being refused the purchase
of materials that they desire to handle. They
justly think that a manufacturer should be com-
plimented by their application. Consequently,
we sought as sales manager a man of fine
diplomacy and keen judgment, and we believe
Mr. Beach is that executive.”

For sixteen years Harry A. Beach has been
a widely known figure in the music industry.
He joined the Victor Talking Machine Co. in
1910, becoming in time manager of all the
traveling representatives of that company. He
resigned in 1921 to become vice-president and
general sales manager of the Unit Construction
Co., Philadelphia. In 1923 he was appointed
Eastern sales manager of the phonograph divi-
sion of the Brunswick-Balke-Collender Co., re-
signing some months ago.
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The Fulfillment of an Ideal

HE individual or the institution without
ideals soon loses the stimulus of inspiration
. and the satisfaction which comes from
making others happy.

The Brunswick Company, its dealer organization and
their respective employees, and the great electrical
institutions that have collaborated, may all look back
upon 1926 with a feeling of just pride.

This has been an epoch-making year.

The whole world has been made happier through
the combined efforts of all of us who have together
successfully introduced and marketed the World’s
First Purely Electrical Reproducing Musical In-
strument—

The

BRUNSWICK
PANATROPE

THE BRUNSWICK-BALKE-COLLENDER CO., GENERAL OFFICES: CHICAGO
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[Epitor’s NoTe—This is the sixty-third of a series of
articles by William Braid White devoted to the various
interesting opportunities which prevail in the domain of
education for the retailer of talking machines. The subject
is one of great interest and we commend these articles to
the consideration of all who are devoting attention to the
featuring and developing of the musical possibilities of
the talking machine.]

Why Not Phono. Societies?

Some months ago, and, in fact, quite by acci-
dent, my attention was directed to a movement
in the talking machine realm which has become
very influential across the water. It seems
that about three years ago Compton McKenzie,
the famous novelist, who is an amateur expert
in matters phonographic, took the very bold
step of publishing a magazine entirely devoted
to the interests, not of the trade, but of the
buyers of talking machines and records. He
said that he thought there were enough of these
latter to give him the circulation he would nzed,
and for their benefit he proposed to bring out
each month a musical amateur’s paper, devotedl
to the phonograph, in which everything pertain-
ing to machines, recordings, reproducting,
music, etc., should be discussed by experts for
the benefit of the thousands of music lovers all
over the world who are getting the better part
of their musical pabulum through these media.
At or about the same time there was organized
in London, under his direction likewise, a
private recording society which was named the
National Gramophonic Society, and the aim of
which was to be to record for subscribing mem-
bers only, and at cost, musical works which
were not, and were not likely to be, recorded
by the regular recording companies. The two
enterprises, mutually supporting, have now been
running nearly three years and they have gone
on steadily increasing in influence and in num-
bers.

Working the Localities

Along with the activities of the National
Gramophonic Society in producing recorded
music not otherwise likely to be obtainable, it
appears that local societies are being organized
from time to time among talking machine en-
thusiasts under the same general auspices.
These societies consist of groups of men and

women interested in music who possess phono-
graphs and records, and who meet at each
other’s homes or elsewhere at regular intervals
for the purpose of giving concerts of phono-
graph music and of discussing and ecriticizing
the music to which they listen. From the ap-
pearance of the reports I judge that there must
be dozens of these societies throughout Great
Britain to-day. It is hardly necessary to point
out that all this is helping along the sale of
machines and of records. Every reader of The
Talking Machine World is aware of the marvel-
ous strides into great prosperity which the
British end of the Columbia Co. interests has
made during the last three years. And it is at
least significant that the Columbia interests
have been among the best, perhaps indeed the
actual best, supporters of the magazines I have
mentioned.
Well, Why Not Here?

Now, seriously, is there any reason why
something like this should not be done in the
United States? As a matter of fact a Boston
group has already started the publication of a
magazine called The Phonograph, modeled
upon The Gramophone, and already some local
societies are being organized. But apart from
that, apart even from the question of a private
recording society which is not yet probably to
be considered as a “live” topic in this country
(much as one might wish it were), why do not
phonograph dealers investigate this question
of amateur societies of phonograph enthusiasts?
Of course, the first reply will be that condi-
tions are different in the United States. Con-
ditions, whatever they may be, are doubtless
“different,” but that means absolutely nothing.
There are plenty of phonograph enthusiasts to
be found in the United States. There are also
millions of phonograph records to be sold, but
real promotion is needed.

What Actually Happened

I had occasion recently to get in touch with
phonograph enthusiasts located at points East,
West, North and South. These people must
one and all have been in so close touch with
events abroad as to have heard of the new
movement. Now if such enthusiasts have al-

Write for Wy
Complete Data and Prices

C. E. MFG. CO., INC.. Providence, R. 1. Largest Plantin World Making Tubes Exclusively

TRADE MARK
REGISTERED
U S PAT OFF

RadioVacuum

Best by Test

TUBES

Make a
 Good Receiver
.. Better/

-amateur groups across the Atlantic.

ready made themselves known, it is a safe bet
that in every community are the materials of a
similar group which only need to be sought in
order to be discovered.

I know that this is true because only recently
the same thing has happened at home. I
thought it would be interesting to see whether
in Chicago there were any men and women like-
minded with myself. And without half trying I
found plenty of them. There has not been the
least difficulty in forming a casual circle on
the same general principles as govern these
And the
results so far have been most thoroughly worth
while.

Away From Flapperdom

Now the point is simply that what is true of
my own experiences 1S true elsewhere. Almost
any community contains at least some men and
women who are interested in the musical
aspects of the talking machine, who possess ma-
chines and who have acquired greater or smaller
collections of records. Without half trying I
have learned of such men and women, all over
the big city of Chicago, men and women mostly
of mature age and taste, with good common
sense and more or less of culture, people who
are not satisfied with the banalities of flapper life
and who are only too anxious to learn all that
can be learned of the recent discoveries and
achievements in the phonograph world which
are remaking the whole industry and putting it
on a new scientific and musical basis. Every
one of these is a present or potential buyer of
records. And that means a buyer in quantities,
not a buyer of one record a month, but of as
many as income will allow. In the talking
machine industry, as in that of virtually every
stable and permanent line, the older people do
the buying. The youngsters may have a lot to
say during the purchase and their wishes are
always consulted, but they do not put up the
money. Neither do they get the real good use
out of the machines. It is the fathers and
mothers who, once they are educated up to
what the talking machine can give them in the
way of entertainment, become the best buyers
of records.

For the Merchant

Which is why I have spoken of this idea of
forming groups of phonograph enthusiasts in
all communities. Here is something for the
merchant to do, something which will not only
bring together many most charming and inter-
esting people, tired of the eternal bridge clubs,
but will also stimulate trade in high-class, high-
priced records as nothing else can.

It all comes back to the old story: that if
you want to make the phonograph the big thing
in your community that it ought to be, vou
must feature its musical possibilities, which are
still strange to millions. The dealer still has
virgin territory all around him waiting to be
tilled. It only requires a little imagination to
visualize the possibilities, and a little determina-
tion, backed by courage, to make these bear
fruit a hundredfold.

Northwest Association
Endorses White Bill

The Northwest Radio Trade Association has
endorsed the \White Bill, now before Congress,
going on record as being opposed to the Dill
Bill, claiming that the White Bill is in reality
an outgrowth of the conferences by the entire
radio industry which have been held for the
last three or four years, and that the Dill Bill
is merely a substitute by the Senate in order
10 try to secure control of the radio situation
through the medium of a commission.
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Empire Universal Tone Arms and Reproducers
“The STANDARD of the INDUSTRY”

Our new all-brass, CONTINUOUS
Taper Tone Arm, with full ball-bear-
ing base, equipped with our PREMIER
reproducer.

It is now a recognized fact that
there are three things necessary to
obtain the best results from the new

LIST PRICES
Tone Arm Only

Specifications:

Height from motor electrically cut records. These are

board to top of tone the reproducer, a CONTINUOUS :

g I8 A5 inches,  Tnk taper t%ne arm and the long ampli- A sumanant § 750

side diameter at base is t Oxidized ... .. .. 8.00
fying chamber. Gold ........... 8.50

113/32 inches. Outside

diameter of base flange
is 274 inches. Length
from turntable center

The unit illustrated above, when
used with a long amplifying cham-

to center of horn hole ber, embodies these points, and has Niﬁk?l --------- $12.50
on motor board is 9% been scientifically designed to meet Oxidized ....... 13.00
lnCheS. the latest achievements in the Gold ........... 13.50

science of acoustics.

Order sample, test it out. It will win you on its merits.

Empire Tone Arms Are Used binarryolg

THE EMPIRE PHONO PARTS CO.

10316 Madison Avenue, Cleveland, Ohio

Established in 1914 W. J. McNAMARA, President

A New Orthophonic-Type Reproducer

With twenty-eight years’ experience in the phonograph industry,
we believe we can help you solve vour reproducer problems.

The Carryola Company of America says:

“Out of all reproducers available, Carryola picked ADD-ATONE
as standard equipment on all Carryola models.”

“ADD-ATONE helped. ADD-ATONE is an essential part of
Carryola success. No other make achieves such clear, accurate, full
reproduction. No other make was good enough for Carryola, a
company that demands the best.”

Our special proposition will interest you

UNIQUE REPRODUCTION CO.

32 UNION SQUARE NEW YORK




The Talking Machine 1World, New York, December 15, 1926

r

\B

T this time of the year, with Christmas thoughts
lL‘ in our hearts and the profits of our most suc-
cessful vear 1n our pockets, we have a message to
broadcast.

To all Carryola Jobbers and Dealers—our business
friends who have contributed their part in making this
prosperity possible—we extend the Greetings of the

(7

Season, the hope that they have prospered in full J/ 7
measure with us, and the firm belief that 1927 will be
a bigger year in which they will experience still greater
benefits.
To our “Friendly Enemies,” which means our com- :',,:'32,,':::; fone for
petitors, we wish also the Greetings of the Season, an announcement of
offered in the best spirit and with real good-will. We :;:thr:zr(?f .
wish them all prosperity in 1927, believing that there /
1s room a-plenty in this fine big industry for all of us. //

To all of you we say,

A Merry Christmas 7

and a great New Year %Y

CARRYOLA (OMPANY of AMERICA

647 Clinton Street Milwaukee,Wisconsin
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“The
[ARRYOLA

MASTER

AKE a good look at the Carryola Master, the tie
that binds Carrvola Dealers to Carryola Jobbers
and Carryola Jobbers to us.

It’s the most popular portable in the world.

It has made more money for those that sell it than any
single portable ever manufactured.

You can’t just throw a lot of parts together and get a
Carrvola Master.

Thousands of dealers today are selling Carryolas as
they should be sold—and gaining the fine profits that
are justly theirs.

The Carryola Master 1s accepted nationally as the
standard of portable value. More people will buv it
in 1927 than in 1926. Aore dealers will profit
through these sales!

Our big national advertising campaign will be
continued! Start thinking with us now about

F92%,

No other portable of-
fers so much to
music dealers and to
the public.

CARRYOLA (OMPANY of AMERICA

647 Clinton Street Milwaukee,Wisconsin
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Interesting Events of
the Trade in Pictures

Oy S
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Left: “Miss Seattle” looking over new Or-
thoplonic Victor records at store of a live
retailer in Seattle, Wash.

Above: Dallas schools equipped with Brunswicks by
IWill A. Watkin Co. Center: Robert Watkin
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Above: Interior of new branch store of the Corley Co..
Petersburg, Va.

Left: How
Rowe Furni-
ture Co., Bil-
lings, Mont.,
displays
Stromberg-
Carlson
Radio

Above: Tuning in on Ster-
art-Warner  Model  355.
equipped with rave length
e e indicator

Abore: Brunsicick display at Consolidated
Gas & Elec. Light & Power Co.. Baltimore
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Left: Annual nieeting
and banquet of Radio
Trades Association of
Southern Californin

New Fada Poster Y FAA&D_

/4
Radio

The poster reproduced herewith is being sent
to all franclused Fada dealers. It is three feet
high and four feet wide, and is printed in color.
L. C. Lincoln, advertising manager of F. A. D,
Andrea, Inc., under whose direction the
poster was prepared, states that this is the
first time that the New York Philharnionic
Orchestra has permutted its name and pho-
tograpli to be
used in connec-
tion aith radio
products. The
display 1cas re-
produced  from
original paint-
ings, to portray
“Harmonated
Reception”
through a Fada
receirer and
Fada cone
speaker. This is
publicity of the
kind that deal
ers will find
worth using in |
windows and |
other places !
where the pub-

lic can view it.

Above: Unusual window
displav  of Radio - Phono.
Shop. Jacksonville, Fla.

"'I"j" JOMBIIDOE DT

U1 230s.000cs5 Toom PuOTORMATY BY CCATASY G 0 er YOI PreLARS o C ORCHITAA T risk BABRO 111
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Harmonated Reception is hearing. through
a FADA Receiver and FADA Cone Speaker,
all the noles. tone colors and timbre heard
by those at the concert.

There are no missing
notes for those who atten

a symphony concert in
person.

There are g Missing

notes for those whg hear a

symphony concert thrdugh
armonated Recepition

| e -
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VITA-PHONIC PRODUCTS

Tone Arms — Reproducers

J. E. RUDELL

L X4
L & 4

83 Greene St.,

New York City

G. S. Bryan Writes Forceful
Biography of Thos. A. Edison

“Edison: The Man and His Work,” is the title
of a very interesting biography of Thomas A.
Edison, the great inventor, which has just been
issued by the publishing house of Alfred A.
Knopf. Inasmuch as the famous inventor is
soon to celebrate his eightieth birthday this
volume appears at an appropriate time, as it
gives an opportunity to reflect on the important
part played by Edison in the countless changes
that have transformed so many of the accom-
modations of our daily life.

When we stop to estimate that some $15,000,-
000,000 represents the present investment of this
country in industries either based on the in-
ventions of Edison, or stimulated by him, we
have some idea of the importance of the man
and his work. Geo. S. Bryan, the author, has
handled the subject in a2 manner to make most
interesting “copy.” He is seldom over-techni-
cal, and therefore there is an appeal to the
average mind that makes this new volume one
of exceeding interest. The achievements of
Edison in the field of invention, as well as prac-
tical accomplishments, are traced in detail, and
this new biography of Mr. Edison, as an as-
siduous delver into the baffling secrets of
electricity is well worth reading.

Radio Manufacturers Association Holds
Interesting Meeting in New York City

Members of the Eastern Radio Trade Out in Force to Attend Meeting—Herbert H. Frost Pre-
sented Association’s Plans for Radio Show in Chicago During Week of Juue 13, 1927

The R. M. A. (Radio Manufacturers Associa-
tion) held a very interesting luncheon and meet-
ing recently at the Hotel Commodore, New
York, coincident with the visit to this city of
B. W. Ruark, executive vice-president of the
Association. The meeting was attended by ap-
proximately fifty members of the Eastern radio
trade, who evinced keen interest in the various
subjects discussed during the session.

S. B. Trainor, president and general manager
of the Amplion Corp. of America, and a mem-
ber of the R. M. A. Directorate, presided at
the meeting and introduced several topics which
were discussed by the members present. Her-
bert H. Frost, the first president of the R. M. A.
and chairman of the Association show commit-
tee, presented full details as to the Association’s
plans for the trade show to be held at the Hotel
Stevens in Chicago the week of June 13. This
show promises to be one of the most important
events in the history of the radio industry and
will undoubtedly be a factor in stabilizing mer-
chandising conditions during the coming year.
The main ballroom of the Stevens Hotel, with

approximately 20,000 square feel of space, will
be devoted to the trade show, every detail of
which will be under the auspices of the R. M. A.

Advance reservations already received for
space indicate that manufacturers will be
obliged to accept a proportionate allotment of
the space requested, for the space applications
will apparently be far beyond the facilities of
the ballroom. The exhibition rates are nominal
and the show will be conducted in such a way
that it will not interfere in the least with the pro-
ceedings of the R. M. A. convention to be held
at the Hotel Stevens the same week as the show.
At Mr. Trainor’s suggestion everyone present
was given an opportunity to discuss the various
details regarding the show program and it was
the unanimous opinion of those present that the
show will be a tremendous success and of incal-
culable value to every factor of the trade. Other
topics mentioned during the meeting were sug-
gestions as to the elimination of confusion in
broadcasting wave lengths, standardization of
parts, trade and fan paper advertising and
credits.
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Sales Department
Jobbing Diviston

THE ZINKE CO.

1323 S. Michigan Ave.,
hicago, 1

EAUTY, unique design, satisfying

performance, price range--what
more can you ask of a line for brisk Hol-
iday merchandising? Certainly turnover
will be rapid and profit satisfying to all
Velvet Dealers.
in the Velvet franchise, wire us quickly.

The Jewel Case No. 21

As an example, take the “Jewel Case”,
Certainly no other speaker ever had such

. rare beauty and charm of outward
appearance! And the volume of rich,
clear, delightful tone is just as surprising.
The ideal Radio Christmas gift!

If you are interested

Manufactured by
The BORKMAN RADIO CORP,

Salt Lake City, Utah
Kalamazoo, Mich.

No. 12, $16.00
121-2in. Bell
No. 15, $23.50
14 1-2 in. Bell

Borkman Velvet
Speakers bring beauty
of tone and surprising
range to radio. There
is a superiority that
you'll admit instantly
when you hear one,

“The Chinese Cone-flex’’
All the low tones of the cone
with all the higher not-s of
the horn. Beauty and Sym-
metry too!

No. 18, $27.50 |

No. 9, $12.50

The Lantern”
Unique in conception—
beautiful finish, pleasing
harmonious lines. Real
power and tonal beauty too

No. 21, $45.00
““The Jewel
Case”’
The most extra-
ordinary speak-
erevermarketed
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Why Is This Man Standing

on a Ko Ister Chassis?

This sturdy chassis is housed in a
metal box, keeping all dust and dirt
away from the condensers.

This 203 pound man standing on the condenser chassis
of a Kolster is pictured to emphasize the super-strength
of Kolster construction.

Kolster Radio is built to stay in working order for years.
Such design insures perfect alignment and permanent
balance.

Every demonstration proves Kolster’s superiority in
performance. Every examination of its design and con-
struction proves it will continue to give constant satis-
faction to the customer.

In selling a Kolster, you're wmmng a friend—he'll
recommend it to others.

Kolster Radio
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“Triple Strength”
Dr. Kolster Insisted

“Now that the set is electrically correct, make it triply
strong,” said Dr. Kolster.

See the tuning condensers and cradle of a Kolster Set—
how sturdy: Note how strongly the stator plates are
fastened.

There’s a quarter inch die cast aluminum support
between each condenser.

There is one of many examples of Kolster fine engineer-
ing. Examine the Set for yourself—note its rigidity and
permanence.

Of course your customers want a convincing demon-
stration. Kolster gives it—in addition it insures constant
satisfaction.

Send for complete technical description of the Kolster
line.

Fill in the coupon below for a demonstration. It costs
you nothing.

If you can balance a golf ball on the
eraser of your pencil, you will have
achieved the perfect balance found in
a Kolster Set.

- b4rar it !; T 2 fyn = - P : . o y /7
] TS b , 22
7/
,’ FEDERAL.-
Vs BRANDES,
oy | ‘ ety o INC.

|mmm’m ; g NN -1y ¢ Woolworth Bldg,,
e == - - 4 New York, N. Y.

4 Please arrange a Kolster-
7  Brandes demonstration.  Itis
understood that this does not
obligate me.

Kylyl 8ol (B 18

[
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Radio Tie-Ups With Im-
portant Events Build Sales

How Dealers Are Deriving Added Profits From
the Radio Department by Staging Tie-up
With Events of Wide Public Interest

Radio lends itself peculiarly to effective tie-ups
with local and national events of importance—
tie-ups that can be turned to profit by progres-
sive retailers. Special broadcasting programs

SHERMAN, CLAT & (O

FOR RADIO SETS AND SERVICE

Football is here!
Follow the games
A on your ‘Radio/

,‘Wr 1 ,;:'f“if*" ]
| 3

L0 S Pyurs- Koo ore-s
Far Y M A e marmTentie @ Rarsde bt § Gn O Sewarr ©

o

eAbove is bow tbe fourth quarter of last November's
Califorma-Sianford game looked on @ Chart.

€ Have prepared a blank form Radio
Football Chart, containing schedules
and all directions, for stay-at-home foot-

ball fans. Come in and get your set of
charts with our compliments!

Surely you have 2 good, suitable Radio set with which to
fallow the games. No? Then be sure to ask for a demon-
stration of the great Gilfllan shiclded ncutrodynes, These
are priced at $90, #175 and $350 without accessories, You
€an get your set at Sherm:n,Cl:y & Co. on very conven-
went terms.

m ShermanE' lay & Co.

Kearny ande/"Sh 35

Thvs is Githltam X— 390 less atiesworis

Sherman-Clay Radio Football Tie-up
can be made to build retail sales. This was ex-
emplified during the recent World Series base-
ball games. Intense interest in the outcome of
the Series was manifested throughout the coun-
try by millions of people. The details of every
play during the Series were broadcast and the
interest of the public was strong enough so that
many who did not own radio sets purchased

them in time to get the baseball results. The
same with prize-fights that have been held re-
cently. One dealer reported that during the
two weeks preceding a widely heralded fight his
radio sales increased 30 per cent. Other deal-
ers reported similar results. Many of these
merchants featured the desirability of owning a
radio set to get the fight returns in their ad-
vertising.

The illustration herewith is that of an ad
placed in the newspapers by Sherman, Clay &
Co. It illustrates in a concrete manner the
point brought out above. This football radio
advertisement was prepared by Neill C. Wilson,
advertising manager of the store. Mr. Wilson
realized that thousands of people would be un-
able to secure tickets at any price for the big
games of the year between leading universities.
A set of charts also was prepared by Sherman,
Clay & Co., so that owners of radio sets could
follow the progress of football games more
intelligently.

St. Louis Jobber Forms
the Red M Organization
Mayer & Co. Plan to Make Their Dealer Clients

Distinctive in the Retail Radio Field—Unique
Plan of Merchandising Announced

Mayer & Co., Inc, radio wholesalers, of St.
Louis, Mo., have evolved an unusual plan to
aid their dealers in merchandising radio. The
dealers who do business with the concern will
be known as the Red M Dealer Organization,
founded, according to Mayer & Co., to group
together the best and most progressive radio
dealers to serve the undecided and perplexed
buyer by handling radio of the highest grade
and upon whom the public can rely to receive
dependable apparatus and service.

Mayer & Co. propose to advertise the Red
“M"” organization so that it will become fore-
most in the minds of prospective radio buyers.
All are designated by the Red “M"” decalco-
mania or sticker—*“the mark of quality.”

Every Red “M” dealer is regularly posted
with news items which are of interest to him
—mainly change in prices, service, laboratory
tests on equipment and installation work. Deal-
ers also will receive the Red “M” Radiocaster
service, to keep them abreast of the progress
of the radio industry. This is a bulletin issued
by Mayer & Co., which plans to co-operate with

oin

CONTACT

In the Tower Speaker, there are
eight contact points between unit
and cone. This design, exclusive
with Tower, gives a range and
quality of tone wunexcelled in
speakers selling for twice the price.
It is but oune of many other ex-
clusive Tower features.

Write us for your Distribuior’s Nume

Tower Mr¢. Corr. Boston, Mass.

mew{emmget

. cone

MICA
DIAPHRAGMS

Immediate delivery—all sizes
Send for free samples and prices
All Mica Products

INTERNATIONAL MICA CO.

Baring 835 PHILADELPHIA, PA. 5112 S %0isa.

the radio manufacturers and will be interested
in receiving their bulletins.

The first issue of the Red “M” Radiocaster is
being distributed to the trade. It announces
the policy of Mayer & Co. and states that one
dealer will be appointed in each locality.

New Zenith “B” Battery
Eliminator Introduced

Zenith Radio Corp.’s New Product Said to Be
Noiseless and Humless

A “B” battery eliminator, which is said to be
noiseless and humless, designed for use on all
makes of sensitive receiving sets, is one of the
latest products of the Zenith Radio Corp., Chi-

Zenith “B” Battery Eliminator

cago. The Zenith “B” delivers 60 milliamperes,
this high capacity having been especially pro-
vided to meet the requirements of Zenith re-
ceivers. It is said by the manufacturer to be
one of the few eliminators which will carry the
load of the ten-tube Zenith DeLuxe receiver
and the manufacturer states that it will operate
without objectionable hum on sets that have
three or more stages of audio amplification.
The eliminator is equipped with taps, making
possible a range of 12 voltages, and it fits into
the end compartment of the Super Zenith cabi-
net. It operates on 110 volts alternating cur-
rent of 60 cycles only and retails for $60.

Graham Amplion, Ltd.,
Makes Amplion Radio

In order to give adequate attention to the
tremendous growth of all factors of business,
Alfred E. Graham & Co., London, England,
manufacturers of Amplion products, announced
recently the complete separation of the two
divisions of their business, the manufacturing of
telephone products and the manufacturing of
wireless products. By the terms of these ar-
rangements, the Amplion telephone products
will be manufactured and sold by a division of
the company which will be known as Alfred
Graham & Co., Ltd., while the company’s wire-
less or radio products will be made and mar-
keted by Graham Amplion, Ltd. This separation
of the Amplion divisions will enable the Graham
organization to devote adequate time and at-
tention to the various branches of its activities,
which during the past few years have increased
tremendously throughout the world.
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Everybody recognizes the Venus
de Milo as the supreme achieve-
ment of the sculptor’s art.

Type GSX-171

High power tubes
foruse inlast stage
of audio amplifica-
tion give increased
volume

Price $4.50

Look for the red
box

Profits Follow the Crowd

People soon recognize superiority, whether in radio tubes
or any other combination of art and skill,

Gold Seal Tubes have won public favor—sales increas-
ing by leaps and bounds. Are you riding on this profit-
wave of popularity?

Made right, sold right, and guaranteed right — by a
company whose record is your best assurance of per-
manence and a square deal to both jobber and dealer.

Type GSX 2168 Type GSX-112 Yes, quality counts. It is making money for hundreds

Foruse inbatteryelimina- High power tubes of Gold Seal dealers right now. You should be sharing
tors to rectify alternating for use in last d :

current—advantageousin stageofaudioam- in this success.
supplying the higher cur- plification give
rent required by power increasedvolume,

tube equipped sets, Insist on genuine GOLD SEAL Radio Tubes—

List_price List price
7.50 $1.50 ) All Standard Types

Type GSX201A $2.00 Type GSX120 . $2.50 Type GSX216B . . $7.50
“ GSX199 . 2.25 *“ GSX200A +4.00 “ GSX112. ... 4.50
Y GS199 ., . 2,25 ' GSX171 . 4.50 ' GSX20-Hy-Mu 4.00

If not obtainable from your jobber, write us for particu-
lars of our attractive dealer proposition. :

Have you seen the new Gold Seal window and counter
displays? Ask your jobber or write us today.

- Gold Seal

Radio ‘Tubes

only, giving supe- For use only in the pop- Jobbers! Some desirable territories still open.
rior strength on ulur resistance coupled Full Prot a = =

weak signals—es-  amplification,highlyeffi u ection. Write for particulars.
pecially desirable gjent in this system.

o isfance GOLD SEAL ELECTRICAL CO.

$4.00 | INCORPORATED

All Standard Types ] 250 PARK AVE,, NEW YORK
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ATWATER
KENT
RADIO

1o Atwater Kent Dealers

Read Mr. Kent’s remarks about tone in the advertisement

on the opposite page, reproduced from the Saturday
Evening Post.

Familhiarize yourself with the reasons tor the superior quality

of towe which you recognize whenever you hear an Atwater

Kent Radio Speakef.

Note that every type of speaker has been tested 1n our labo-
ratories and that we make the Atwater Kent type “because

to-day no other design gives such a taithful; satistying: zone.”

In selling Radio Speakers to your customers, tell them

about Atwater Kent fo#e—and tell them the “reason why.”

ATWATER KENT MANUFACTURING COMPANY

4725 WIssAHICKON AVENUE A. Arwater Kent, President PHiILADELPHIA, Pa.
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New _Eong-Playing Edison Records Have
Been Received in St. Louis Territory

Mark Silverstone, Edison Distributor, Declares Public Is Keenly Interested in the New Product
and Large Sales Are Anticipated—Trade Activities of Month

St. Lours, Mo., December 7—“The new long-
playing Edison records have arrived and the
demand for them is even larger than our expec-
tations,” states Mark Silverstone, Edison distrib-
utor, who further reports that the public is
showing itself to be keenly interested in this
Edison product. He continued, “The demand
for radio equipment is also on the upgrade,
following a short period of slackness, and the
outlook is satisfactory.” .

Jobbers of phonographs report good business
throughout their territory for November.

“The holiday trade is picking up,” was the
report from the Brunswick Co., while the Art-
ophone Corp., a St. Louis concern, reports that
wholesale trade is good and new machines are
going in a lively manner. The 200-page catalog

of this concern is just out and is being dis-
tributed to the trade.

The Conroy Piano Co. has put in the line of
radios made by the Kellogg Switchboard & Sup-
ply Co., of Chicago. These are six-tube sets
and come in three models. The Conroy Co.
has an attractive window display of these popu-
lar radio receivers.

The Kieselhorst Piano Co. is featuring the
Freed-Eisemann and King radios.

The Thiebes Music Co. has an attractive win-
dow display of the one-dial six-tube Atwater
Kent radio—the small size that conveniently
goes in a desk.

Radio station WSBF, owned by the Stix,
Baer & Fuller Dry Goods Co., is broadcasting
the concerts given everv Sunday afternoon by

o
v \\')‘\\
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“Cay by

territory

loop alone.
cabinet, without accessories

TRADL MARA

693 BROADWAY

Write for name of
our distributor in your

JOME very desirable territory is still open. We give
exclusive representation and a dealer franchise.

Our line includes a sufficiently wide price range to meet
all requirements of a high-class dealer.

Priess Straight Nine, giving great sensitivity and distance on
List Price, in handsome figure mahogany

Priess Straight Eight, especially adaptéd for rural localities
(the sensation of last season) will continue to be made to
comply with dealer demand. List Price, with accessories

STMGHT% NINE

Priess Radios are nationally advertised.
Full information on request.

PRIESS RADIO CORPORATION
NEW YORK

PRIESS STRAIGHT NINE
List Price without accessories $335.00

We have a most unusual
opportunity for the right man

*335
*175

Console Model,

an orchestra of sixty-five at Loew’s State The-
atre in this city.

R. W. Bowen is a new representative of the
Artophone Corp. in North Carolina, South Caro-
lina and Virginia. R. C. Mayer, vice-president
of that company, has been on a trip to the
trade through Alabama and Georgia.

The Brunswick branch reports that it could
not get machines fast enough to supply the
Southwest demand.

Studner Cummings & Co.,
Inc., Are Host to Dealers

New Eckharmonic Radio and Eckophonic Reso-
nator Presented to Trade

Studner Cummings & Co., Inc., manufacturer’s
agent, New York City, was host to its dealers
at a banquet held at the Hotel Astor on No-
vember 10. The occasion was the presentation
of the new Eckharmonic radio with Eckophonic
resonator, made by the Eckhardt Corp. of
Philadelphia. Studner Cummings & Co., Inc,
has been appointed manufacturer’s agent for
this line in the metropolitan territory.

Walter L. Eckhardt, president of the Eck-
hardt Corp, outlined the history of the new
product and told of the future plans now being
worked out. George J. Chase, of the Aitkin-
Kynett Co. Philadelphia, Pa.,, advertising
agents for the Eckhardt Corp., told of the ad-
vertising plans of the company.

Dealers Successful in
Tie-ups With A. K. Hour

The Atwater Kent radio hours, which are
broadcast Sunday evenings from station WEAF
and associated stations, continue to present some
of the world’s best-known niusical artists, and
increasing numbers of Atwater Kent dealers
are proving to their own satisfaction the value
of tying up with the programs offered. Since
the last issue of The Talking Machine World
the following prominent artists have appeared
before the microphone. On Sunday, November
21, Reinald Werrenrath, baritone; November
28, Lucrezia Bori; December 5, a joint concert
by Mabel Garrison, soprano, and Ernst Von
Dohnanyi, pianist, and on December 12 Mme.
Frances Alda, soprano. !

Demonstrate Victor Model

JacksonviLLE, Fra., December 6.—For a week,
starting November 23, the Victor Talking Ma-
chine Co., working in conjunction with the
French Nestor Co. Victor distributor, demon-
strated the Victor Auditorium model Ortho-
phonic to many thousands of residents of the
city and visitors. Victor dealers throughout
the State took advantage of the publicity se-
cured through the demonstrations.

Valley Forge Spring Chart

A new Valley Forge main spring chart has
been sent to the trade by the J. A. Fischer Co.,
Philadelphia, maker of Valley Forge main
springs and talking machine repair material.
It follows the concise form of previous issues.
The new chart contains sixteen new spring
sizes, bringing the list to eighty numbers. It
is said to be one of the largest spring charts
in existence and includes sizes for practically
every make of the new type of talking machine.

Featuring Edison Line

The Utica Phonograph & Supply Co., Inc,
has been featuring the new models of Edison
phonographs and records with great success at
its headquarters, 36 Blandina street, Utica, N. Y.
This concern also handles the Sonora radio,
which has won a large measure of popularity
in the central section of the State.
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N
IGHT NOW your business is good—so good thatit's hard to N\
think of a time when sales will come hard. But just a few

strokes ahead of you is that old sales drop that has dented \ !
the bottom of many a good ship.

You know what happens to the radio and music business after , \\

the first of the year. As the mercury goes up, your sales go down.
That’s the truth—proven by all the years you have been in business. |

The Bell (& Howell line of Motion Picture Cameras, Projectors |
and accessories is being added NOW by hundreds of music dealers (

{
who want sales to stay up through the spring and summer months.
Lyon @& Healy and J. L. Hudson Co., two of the largest, were among k }
the first to sign our protective dealer franchise. t

Dealers who stock now will benefit 30 to 60 days ahead of the \ k \
=
/-\

dealer who waits till music sales go dead. It takes that much longer \
to gather momentum from a standing start. Right now is the time — \
to inquire into the possibilities of this new line. - > /
A ad /
i \///
N
Turn to the next page-~
for evidence upon which
to base your decision
= o

BELL & HOWELL COMPANY

1810 Larchmont Ave., Chicago, Illinois

New York, Hollywood, London
ESTABLISHED 1907
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| MAIL THIS FOR DEALER PROPOSITION |

BELL & HOWELL CO.
1810 Larchmont Ave., Chicago, Ill.

Please send me complete details of your motion picture
camera and equipment Dealers Sales Proposition.

Name

This Explains

the 4-color page to your right

~ a tremendous sales force seeking out customers
in every highway and by-way in the Nation and
sending their business to YOU.

N the preceding page you were asked to consider Bell (& Howell
Motion Picture Cameras and Equipment as a logical line to add
to your regular music and radio lines. Reason No. 1 is that

you need such a line to bolster sales as weather grows warmer. Here’s
reason No. 2:

Note how the beautiful 4-color illustration on the opposite page is tug-
ging for attention even as you read this. The whole page is the December
Bell & Howell advertisement exactly as it appeared in the Saturday
Evening Post of December 11th.

Note how the copy refers the reader to a good dealer in his locality. The
coupons we receive are also referred to the dealer so that he can follow
through, close the sale, and make a profit.

This is but one of a series of 13 full page, four-color Bell (& Howell
advertisements appearing in the Saturday Evening Post, in addition to full
pages in other publications.

Dealers in very few lines are given such advertising support. And
seldom does an advertising campaign meet with such terrific consumer
response as has been accorded this one.

In handling Bell @ Howell equipment you will be given a protective
franchise. You will be furnished adequate display and mailing material.
And you will have a line of merchandise so superior that competition can-
not touch it. It’s worth a stamp and a moment’s time to find out more
about it NOW.

Do yourself a
timely favor by

MAILING

Address

|
|

THIS COUPON

%
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YOUR OWN MOVIES - THIS CAMERA | |

s1ves thent real photoplay beauty and clearmness

HIs s a gift for someone of whom you are
very fond. It truly opens a new door of
delight . . . home entertainment of a new

{ kind, the year around!

&

Real movies of the people and places and
events that are dear to memory! Stop and think
for just a moment of the thousand and one
things you'd like, recorded in pictures that move
and live for a lifetime.

The camera you see reproduced here brings
this new delight to its highest perfection. It is
the Bell & Howell Automatic FiLmo—414 pounds
of amazingly simple, movie-taking ability.

Some tmportant facts

You recognize of course the differences there
must be between the regular, still-picture photog-
raphy—and motion photography.

Well, FiLmo is the product of 19 years’ experi-
ence in making practically all the movie cameras
and equipment used by leading motion picture
producers of the world. Hence it possesses movie-
taking ability matched only by the famous Bell &
Howell professional cameras which cost up to
$5,000 each.

Yet FiLmo costs no more than a reasonably
good radio set. ., o \

It is fully automatic. You can hold and operate
it with one hand, if necessary. Every feature

necessary for taking perfect movies is provided—
yet nothing complicates operation.

A child, actually, can operate FiLmo. And get
pictures as clear and sparkling as your favorite
photoplays' The features that make this possible
are listed below. They are not found on any other
personal-movie camera.

S < S

Your films are developed free—ready to show in
your own home.

What coupon brings:

If you'll send the coupon below, we'll provide you
with name and address of a good dealer in your
locality who will be glad to demonstrate and tell
you all about Firmo. And we'll also send a new
book on the subject of taking your own movies.

Christmas isn’t far off. Better clip your coupon

right now. o« e .

THese Fiimo FEaTuRres
give you “feature film™ pictures

If you want movies of your own that really compare with
feature films seen at your favorite theatre, you must have
these features in your camera. They were perfected by the
world’s largest makers of motion picture cameras. They
simplify, and really insure, the taking of perfect motion
pictures. Only FiLmo has them!

(1) Spy-glass view-finder

(2) Adjustable, accurate speed-control—for different obiects
and lights

BELL & HOWELL COMPANY - - Established 1907

1811 LARCHMONT AVENUE,

CHICAGO

New York Hollywood London

Sheown whenever you want,
m your oun hllﬂg room

(3) Special mechamsm for s-l-o-w motion pictures, in same
design of camera

(4) Highest-quality, imported anastigmat, 25 m/m Fi.5
aperture lens

(s) Simplest to operate of all movie cameras

(6) 12 lenses interchangeable for special work

(7) Beautifully finished. compact. efficient

(8) Lifetime service; no depreciation

Fizmo AutoMmaTic Projector

for showing these mouies 1n vour own home—offers same
superiority as Fimo. Simply press a button and get pictures
as brilliant and flickerless as vou see at best theatres. Runs
forward, backward, or stops for single picture. Shows
pictures from postcard size up to 7 x ¢ feet.

THe Berr & Howerr Automatic

MO
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Hundreds of Thousands
$ ~of Dollars —=$$

at stake in one colossal movie production/!

Cecil B. De Mille using a Bell &
Howell Eyemo Camera in film-
ing some of the “shots”” in““The
King of Kings.”

Ernest Torrence, as “Peter
the Beloved” in Cecil B.
De Mille’s “The King of
Kings.”

4+
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—and BELL & HOWELL Cameras

are chosen to make certain of good pictures

OU will appreciate that the greatest film-produc-

tions are first staged and acted for the camera alone.
And unless the camera faithfully records all that is en-
acted before it, all the hundreds of thousands of dollars
invested in settings, transportation and fabulous salaries
will have been thrown away.

From this you will understand the care with which
the movie cameras must be chosen for photographing
the stupendous spectacles you see on the screen.

And when you are informed that BELL & HOWELL
Cameras have been chosen for these feature produc-
tions, almost without exception, for the past twenty
years, you appreciate the world-wide esteem in which
these Cameras are held.

In the above illustration you see the famous producer,
Cecil B. De Mille, directing the giant release,’“The King

of Kings.” In his right hand he i3 holding a Bell &
Howell Eyemo Camera. This is a small, automatic pro-
fessional camera used for special effects, stunt shots,
locations and wherever mobility and speed are required.

The Bell & Howell FILMO Camera, which is selling
like wild-fire for taking amateur ‘‘personal’”’ motion
pictures, is a smaller edition of the EYEMO. It uses
film only about half as wide, though taking 214 times
as many pictures to the foot. It is just as exact, in every
detail, as the larger professional camera. Yet its cost is
within reach of the modest income. And it is even easier
to use than the ordinary “‘snap-shot’’ camera.

When you handle Bell & Howell Cameras you handle
the finest, most salable line of camera merchandise in
the world. Doesn’t the foregoing information prove it?
Write at once for dealer proposition.

As a Bell & Howell Dealer You
represent World-Wide Prestige

frade
Mark
Registered

Turn back a page—and mail the

big COUPON for Dealer Proposition
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Three Thousal_ld People Visit ﬁgdio_Show
Staged by a Live Dealer in Twin Cities

fioward Farwell & Co. Attract Wide Attention to the Lines They Handle by Arranging Exhibit
—Trade Expects Holiday Business to Wind Up Year With a Rush—Month’s News

St. PauL. ANp MinneapoLis, December 7.—The
Christmas seasonal rush has not yet started in
this territory, but business is fair and most of
the merchants are looking for excellent sales
voluine. With the highly successful Northwest
radio show only a month past, plans for the
one in 1927 are already under way. H. H. Cory,
executive secretary of the Northwest Radio
Trade Association, has reserved the dates, Sep-
tember 26 to October 1.

Howard Farwell & Co., of St. Paul, have just
concluded a most profitable radio show at their
store. E. O. Borglin put it over and he is re-
ceiving congratulations on its success. The
firm members hoped for a thousand visitors and
three thousand attended. The sales force was
increased from five to fourteen and the profits
were sufficient to pay for four more such shows.
This company carries Radiola, Day-Fan, At-
water Kent and Victor Radiola combination
sets.

The monthly review of the Northwest Radio
Trade Association offers this helpful summary
of conditions for the past four weeks: Helped
Radio Business—the St. Paul dealers’ show; the
wonderful broadcasting programs for the
month; opening of three or four branch jobbing
houses in the territory; large schedules of ad-
vertising in the press,and, fifth, the opening of
Foster & Waldo’s big exclusive radio store.
Hurt Radio Business—publishing of stories in
papers about sun spots causing bad reception;
jumping of wave lengths by a large number of
small stations; poor deliveries from manufac-
turers discouraging to dealers.

According to J. E. Date, phonograph and
radio manager for Doerr, Andrews & Doerr, the
new Sonora “Shielded Six” is causing quite a
sensation among the dealers. This set, as well
as the Magnavox line, will be featured by Fos-
ter & Waldo in their new store.

The six Minneapolis dealers who carry
Sonora and Magnavox goods report a very busy
month and look for an increase over the pre-
vious month.

Mrs. Helen D. Beggs, manager of the Co-
lumbia branch, is- greatly pleased with the re-
ception given the new Pacific Coast recordings,
of which the first list has recently been re-
ceived. Mrs. Beggs expects a big holiday busi-
ness in Viva-tonals.

A. J. Heath was a visitor the middle of the
month and W. L. Sprague is at present at Co-
lumbia headquarters.

Again the Panatrope was featured” with the
Minneapolis Symphony Orchestra on Novem-
ber 29 as the nightingale in ‘“The Pines of
Rome.”

The Bach Music Co., of Rochester, Minn.,
has sold the Brunswick Model P11 to the cele-
brated heads of the Rochester clinic, Doctors
Charles and William Mayo. There is an ex-
traordinary demand for the large type Pana-
trope and Panatrope Radiolas. Foster & Waldo
are featuring these instruments in full-page ad-
vertisements and their slogans: “Music is
essential” and “The Panatrope People” appear
often in the page.

Mario Chamlee, Brunswick artist, appeared
in St. Paul on December 2, following an en-
gagement in Fargo, N. D., and dealers tied up
extensively and cashed in on record sales.

Charles Hicks, manager of George C. Beck-
with Co., Victor distributor, finds the rural
trade outstripping the city business. Instru-
ment sales are over three times last year’s and
the total volume, including radio, is more than
double. Record sales are 50 per cent higher.
November was the biggest month in the his-
tory of the company. Country dealers are
clamoring for merchandise and it is impossible,
at present, to open any new accounts. January

orders are already in and are larger than for
the holiday month. February orders also are
coming in.

Trade visitors to the George C. Beckwith Co.
include Ivar -Siedal, of Fergus Falls; Harry
Chesterman, Crookston, Minn.,, and Art Han-
son, Milltown.

Announces Engagement

Announcement of the engagement of Archie
Altman, manager of the buying department of
Davega, Inc., to Miss Mollie Wein, was made
recently. Mr. Altman has been connected with
the Davega organization for many years.
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Foster & Walzo Open Radi_o
Section in Separate Store

MIiNNEAPOLIS, MINN.,, December 4.—Foster &
Waldo, one of the largest retail music houses in
the Northwest, entered the radio field last
month with the opening of a separate store
featuring ten of the leading lines” of radio re-
ceivers and a complete line of well-known ac-
cessories. The lines carried by the Foster &
Waldo establishment are the Radio Corp. of
America, Atwater. Kent, Kellogg, Sonora, Mag-
navox, Sparton, Crosley, Fada and the Bruns-
wick and Victrola-Radiola combinations. The
opening of the radio department was announced
in several full-page newspaper advertisements.

Vincent LLopez and His Casa Lopez Orchestra,
Brunswick recording artists, presented recently
at the Strand Theatre, New York, the first
“musical cartoon” in history—a panorama of
modern New York life.

4"\,

Spring-fitting.

Twenty-eight pages of valuable information for the gramo-
phone dealer, which deals with all the worries attendant upon
You cannot afford to be without a copy.

This is yours for the asking, send a postcard now to:—

J. STEAD & CO., LTD.

Manor Works, Sheffield, England
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CLEAR AS A BELL

New Reproducing Sonora
Phonographs . . . Model C
Radio Receiving Set . . .
Highboys . ..and Speakers

The Artophone Corporation,
1622 Pine Street,
St. Louis, Mo.

Baltimore Phono. Dist. Co.,
422 N. Howard Street,
Baltimore, Md.

Barker Wholesale Company,
Barker Bullding,
Los Angeles, Callf.

J. H. Burke Company,
221 Columbus Avenue,
Boston, Mass.

Doerr, Andrews & Doerr,
Minneapolis, Mlnn.

Gibson-Snow Co., Inc.,
Syracuse, N. Y.

Greater City Phono. Co., Inc.,
76 Flfth Avenue,
New York, N. Y.

Hassler Texas Co.,
0916 Commerce Street,

Dallas, Texas.

Kohler Distributing Co.,
63 MlInna Street,
San Franclsco, Cal.

McPhilben-Keator, Inc.,
68 Thirty-fourth Street,
Brookiyn, N. Y.

Moore-Bird & Company,
1720 Wazee Street,
Denver, Colo.

Pennsylvania Phono. Dist. Co.,
1015 Chestnut Street,
Phlladelphia, Pa.

917 Wabash Bullding,
Pittsburgh, Pa.
1747 Chester Avenue,
Cleveland, Ohlo.

James K. Polk, Inc.,
181 Whitehall Street,
Atlanta, Ga.
811 W. Broad Street,
Richmond, Va.

Rellance Battery Products Co.,
2211 So. Eighth Street,
Council Bluffs, Iowa.

C. A. Richards, Inc.,

100 E. 45th Street, New York, N. Y.
Canadlan & Export Distrlbutors.

C. D. 8Smith Drug Co.,
St. Joseph, Mo.

Sterling Roll and Record Co.,

137 W. Fourth Street, Cincinnati, O.

Strevell-i’aterson Hardware Co.,
Salt Lake City, Utah.

The Tay Sales Company,
231 N. Wells Street,
Chicego, Iil

Yahr-Lange, Inc.,
Milwaukee, Wils.
442 E, Lafayette Avenue,
Detroit, Mlch.

Holiday Buying Keeps
Cincinnati Trade Busy

Dealers Unanimous in Statements That Trade
Is Getting Its Share of the Money Spent for
Gifts—Shortage in Some Models

Cincinyati, O, December 8 —Holiday buying is
well under way, and dealers in talking machines
and records state that the demand is better
now than it has been for a long while, with
sales almost reaching the volume of post-war
“boom” times. Heads of leading concerns re-
port that there is a tendency on the part of
buyers to select the more expensive types of
instruments and combinations. Portables are
in brisk demand. :

At the Chubb-Steinberg Music Shop it was
reported by Howard L. Chubb that the holiday
demand is fully up to expectations and talking
machines and records are moving well.

At the Brunswick Shop, of which Louis H.
Ahaus is proprietor, it was stated that phono-
graphs of the more expensive type are in fine
demand and that there is a brisk demand for
records.

At the store of the Otto Grau Piano Co. it
was reported by E. W. Young, manager of the
talking machine and record department, that
there is now a splendid demand, most of it be-
ing for the high-priced instruments and com-
binations. There is a shortage of some models,
he declared.

“We are simply rushed to death with busi-
ness,” said Morris Fantle, head of the M. A.
Fantle Co. “I have just telegraphed for more
stock, and hope to get enough talking machines
to carry us through the holiday season.”

According to G. E. Hunt, of the Starr Piano
Co.,, that concern’s talking machine and record
section is doing very well and sales are in-
creasing with the approach of Christmas. The
Starr’s new “Symphonic” type talking machine
has already become extremely popular. H. W.
Colgar, formerly of Indianapolis, has been
placed in charge of the Starr’s credit depart-
ment,

At the Baldwin Victrola Shop it was re-
ported by Frank LeFevre, manager, that there
1s every indication that December sales will
greatly exceed those of last year.

“We are fairly flooded with machine busi-
ness,” stated Miss Rose Helberg, manager of
the local branch of the Columbia Phonograph
Co. As to records, they are selling in a phe-
nomenal way. C. E. Kramer, of the local office,
of the Columbia, is just back from a trip to
Louisville, where he opened up several new ac-
counts.

L. J. Chattan, Fada Mgr.,
Back From Southern Trip

“General radio business conditions in the
South are good,” Louis J. Chattan, general
sales manager of F. A. D. Andrea, Inc,, report-
ed on his return from a recent trip in that
section. “In spite of a bad spot or two and
the size of the cotton crop, there is optimism
everywhere, I found. The feeling is that busi-
ness will be very good this Fall and Winter
and I discovered that the interest in radio in
the South is steadily increasing.”

Jordan Plant in Operation

The D. M. Jordan Co., which has been manu-
facturing phonographs and combination radio-
phonographs in Hollywood, Fla., for some time
past, suffered quite seriously from the recent
hurricane in that territory, the factory building
at Dania being unroofed and other serious dam-
age done. The latest reports from the Jordan
Co., however, are very cheering and despite
hindrances the plant is now restored to operation
again, and the company is meeting with a fair
degree of success.

Evelyn Preer Making
Records for Plaza Co.

Popular Numbers to Appear Under Banner and
Domino Labels—Numbers by This Artist En-
joy Wide Sale Throughout Country

The Plaza Music Co.,, manufacturer of Ban-
ner and Domino popular-priced records, recently
closed arrangements with Evelyn Preer, the con-
tralto, whereby that artist is making a series of

. .
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Evelyn Preer

popular records for the above labels. Miss
Preer confines her activities to popular pro-
grams. The first series of records made by this
artist for the Banner and Domino records was
well received by the trade, according to the
sales department of the Plaza Music Co.

Among the songs that appear in the Banner
and Domino catalog sung by Miss Preer are
“When the Red, Red Robin Comes Bob, Bob,
Bobbin’ Along,” “Breezin’ Along With the
Breeze,” “Lucky Days,” “No One But You
Knows How to Love,” and “Sadie Green” (The
Vamp of New Orleans).

Appoint Receiver in Equity
for the Eagle Radio Co.

Albert B. Ayers, vice-president, secretary and
general manager of the Eagle Radio Co., 16
Boyden Place, Newark, N. J., manufacturer of
the Eagle neutrodyne radio line, was recently
appointed with Stanley R. Gedney, Jr., of Ma-
plewood,- N. J.,, as receiver in equity for the
above company.

An action was brought against the Eagle Co.
by Charles R. Payne, in which it was charged
that the obligations of the company were $352,-
000, but that the assets were far in excess and
this was concurred in by F. M. Kellogg, pres-
ident of the Eagle Radio Co. The action was
brought before Judge William N. Runyon in
the U. S. District Court of Newark, N. J.

According to the report, the Eagle Radio Co.
is in good shape with the exception that it lacks
cash to meet maturing obligations., It is plan-
ned by the receivers to operate the company
along the lines that have brought it its past
success and under the jurisdiction of the court
will be able to meet outstanding obligations in
reasonable time and attain stability for the
company.

Ray Belmont Whitman Home

Ray Belmont Whitman, international patent
attorney and consulting engineer, at one time
connected with the Columbia Phonograph Co.,
has just returned from an extended tour of the
world, during which he visited thirty-seven
foreign countries and saw most’ of the great
sights of this earth. In all he covered some
fifty thousand miles of travel. Mr. Whitman is
again located in New York, making his head-
quarters at the Engineers Club.
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To Our Friends, Old and New

O our old friends in the trade

, who have helped make this year

so successful for us, and to the new

| friends who are now joining the

big family of dealers who sell

Symphonic Reproducers, we extend

with gratitude our sincere wishes

for a Merry Christmas and a Happy
and Prosperous New Year.

ymphonic
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| | Sales Oorporation f
1 ;_; Lambert Friedl, Pres.
§ A 370 Seventh Ave. New York
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Upv;ard Trend in Sales Marks Opening
of Metropolitan Holiday Sales Season

Unusual Sales Promotion Plans of Live Dealers Stimulate Sales—Bloomingdale Bros.

Feature

Viva-tonal—Landay Hall Rearranges Interior Display—Other Activities

The trade in the metropolitan territory dur-
ing the past month experienced two entirely
different conditions. The latter part of Novem-
ber saw buying activity rather slow, considering
the approach of the holiday season, with a day
of activity followed by a day or two of slow-

ness. In brief, it could be tiuthfully stated
that business for November was “spotty.”
Starting with December, however, the trade

in all its angles took an upward trend, with
all tvpes of merchandise selling in brisk
fashion. Many dealers are going to feel the
lack of stock before the holiday buying season
is over. Some have already felt the shortage
of certain models and wholesalers of the lead-
ing talking machine companies report a lack
in stock of certain models.
Entertain Pupils With Orthophonic

Schwartz & Chakrin, Victor dealers, of 1304
Avenue J, Brooklyn, arranged an entertain-
ment in which the Orthophonic Victrola played
a leading part for the pupils of a public school
in the vicinity of the store on December 2.
The children paid a small sum for admission,
the total proceeds of the affair being used to
purchase a Victrola for school use. This es-
tablishment has had great success in selling the
public schools of Brooklyn and has found the
school authorities more than willing to co-
operate in raising funds with which to pur-
chase instruments for school use.

L. J. Saftler in New Post

L. J. Saftler was recently appointed manager
of the general music store of Albert Bersin,
1253 Bedford avenue, Brooklyn, N. Y., succeed-
ing Galbraith Perry, who has assumed the man-
agement of the West End Radio Shop, New
York.

Bloomingdale Bros. Add Viva-tonal Line

The formal introduction of the Columbia line
of Viva-tonal phonographs and New Process
records was made by Bloomingdale Bros.’ de
partment store to its customers on Friday,
November 26, when a store concert was given
from noon until five o’clock. This establish-
ment, which recently added the Columbia line,
received the co-operation of the Columbia
organization in making the event a success,

and the following Columbia recording stars
composed the outstanding features of the after-
noon’s concert: Fred Rich and His Hotel
Astor Orchestra; Clicquot Club Eskimos; Al
Lentz and His Orchestra; Johnny Marvin, “the
Ukulele Ace,” now appearing in “Honeymoon
Lane”; Charles Kaley, vocal artist, and Dale
Wimbrow, the “Del-Mar-Va Songster,” and
His Rubeville Tuners, including Johnny Mor-
ris, Sylvester Aliola and Phil Adle, who gave

Crowd at Bloomingdale’s Store Concert

a novelty number showing how a recording
unit works in a recording studio.

William Schneider, manager of the talking
machine department, was elated at the success
of the concert and reported several immediate
sales of instruments in addition to a large
volume of record sales. The accompanying
illustration shows the crowd, in the midst of
which is Fred Rich’s Orchestra, playing one
of the numbers which they have recorded for
the Columbia catalog.

Landay Hall Rearranges Department

The past month has seen an entire rearrange-
ment of the different departments which make
up Landay Hall, at Forty-second street and
Sixth avenue. The record and shcet music
departments, which were formerly on the main
floor of the store, now occupy quarters on the
second floor adjoining the radio and talking
machine sections. Nine record demonstration
and three music roll booths have been installed.
The piano section has been moved to the third
floor, a section of which has been gi‘ven over
to a small auditorium seating about 150, where
piano recitals and demonstrations of Pana-

Ask 66

for IRON HORSE" illllsist

PADDED PROTECTION COVERS
OLIVE DRAB DENIM

All Styles Padded Covers, Form Fitting, with Strap
and Buckle Attached. Also Styles for Every Make
of Talking Machine or Radio.

Let It Rain
Let It Pour
Let It Snow

Will your phonographs be thor-
oughly protected in delivery
during the winter season?

Now 1s the time to think of
moving covers.

Write your jobber or direct to
us today.

Reliable Manufacturing Standard Always Maintained

Mill Contractors COTTON GOODS
224-226 EAST 42ND ST.

MAIN OFFICE AND SALESROOM

A. L. REACH TEXTILE CO., Inec.

Manufacturers
CANVAS SPECIALTIES
NEW YORK, N. Y.

tropes and Orthophonic Victrolas will be
given. The space on the second floor formerly
occupied by pianos, now, in addition to housing
the record and sheet music and music roll
sections, contains three elaborately fitted and
furnished demonstration and display rooms for
the larger and high-priced combination units
and Panatropes. The mezzanine and main
floor of the store are now given over exclu-
sively to band and orchestra instruments and
small goods. J. B. Price, manager of the es-
tablishment, states that the new arrangement
has already had the effect of increasing the
sales of records, sheet music and music rolls
and its effect of bringing the public through
the radio and talking machine sections has
been profitable.
Features Masterworks Series

An attractive and effective display of the
Columbia Masterworks Series of records occu-
pied the window of the New York Band
Instrument Co.’s store on West Thirty-fourth
street during the past month Six different
sets of Beethoven’s compositions in different-
colored albums were arranged on a platform
in the window and behind them was shown a
hand-carved portrait of Beethoven in relief on
a wooden plaque. Another section of the same
window was given over to a showing of the
Odeon recordings of Raquel Meller, with an
enlarged photograph of the world-famous artist
and a framed list of the recordings on sale.
J. F. Brogan, manager of the store, reports
good sales of both the Columbia Masterworks
Series and of the Meller records. g

Tie-up With Theatre Organist

The opening of the Paramount Theatre, at
Times Square, last month was utilized by the
Rudolph Wurlitzer Co., on Forty-second street,
to call attention to the Victor recordings of
Jesse Crawford, who plays the Wurlitzer organ
in the new theatre and who is a popular Victor
artist. A large photograph of the theatre was
shown, together with a picture of the artist
and a list of his latest Victor recordings.

Opens Basement Record Department

A new record department was opened the
latter part of last month in the basement of
the John Wanamaker store, with Harmony
records, made by the Columbia Phonograph
Co., featured. This department is advantage-
ously situated so that visitors to the Wana-
maker establishment must pass by it in going
from the old to the new store and should
prove an excellent outlet for Harmony record-
ings. The full Columbia line of Viva-tonal
phonographs and Columbia New Process rec-
ords 1s carried in the regular music depart-
ment.

Canvassing Sells Radio

Canvassing by truck throughout the Williams-
burg - section is proving a profitable method
of selling radio equipment for Silver’s Music
Shop, 316 Roebling street, Brooklyn, which
carries a full line, including the following
makes: RCA, Stromberg-Carlson, Atwater
Kent, Freed-Eisemann and Fada. G. I. Ray,
manager of the establishment, states that in
nine cases out of ten when a radio receiver
is placed in a home for demonstration a sale
results,

C. Bauer Sons, Inc., Adds Victor

C. Bauer Sons, Inc., 740 Broadway, formerly
Stultz & Bauer, for many years an exclusive
piano house, was recently granted the Victor
agency and is putting a vigorous campaign be-
hind the Orthophonic instruments and records.
Large advertisements in the daily papers have
announced the addition of the new department
and the reputation and prestige of the concern
and the many friends it has made in selling
pianos have brought a brisk business during its
first month as a representative of the Victor
line of machines and records.

Buys Montauk Music Shop

A. E. Henderson has purchased the stock
and business of the Montauk Music Shop,
Rockville Center, L. 1., N. Y., and is continu-
ing the business at the same location under
the same name.
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APEX MODEL No. 106 Without
Accessories—3$17¢

popular sets on the market this season and
for many seasons to come -— 1s a foregone
conclusion.

THAT the new Apex Six will be one of the most

Consider these important improvements. Patented
Compensator (patented in 1924 and withheld from
the market until its merit had been established be-
yond all question)—one dial control—impedance
coupled—the entire sphere of radio at the command
of the turn of a single dial - all distortion eliminated
—illuminated dial—automatic filament control.

This notable receiver is housed
in furniture worthy of its qual-
ity and designed in combina-
tions which provide a wide se-
lection on small investment.

APEX MODEL No. §
Without Accessories—$85
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Apex Electric Mtg. Co.
Chicago

Dept. 917, 1410 W. 59th St.

<
Fatented
For example—receiver No. 6

combined with cabinet No.
100 makes set No. 106.

Sixteen years of unimpeach-

able manufacturing activities vouch for the integrity
and stability of the Apex organization and for the
value of Apex products.

With but few exceptions Apex dealers of yesterday
are Apex dealers of today. Conclusive evidence that
Apex products give satisfaction and the Apex policy
proves profitable to dealers. Apex sets have never
been “junked” or price slashed
and never will be. Progressive
dealers are invited to write
for particulars regarding lib-
eral Apex dealer franchise.

APEX SUPER 5 Without
Accessories—$80

Compensator

APEX MODEL No. 116 Without
Accessories—$210
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Broadcasting Situation Receives the
Attention of Metropolitan Retailers

Talking Machine and Radio Men, Inc., in Resolution Call for the Clearing of the Broadcasting
Tangle—Hear Interesting Talks—See Exhibit of Radio Line—Discuss Legislation.

Ways and means of controlling the broad-
casting situation to the end that the present
confusion on the air be ended through the
intervention of Federal legislation was the chief
topic of discussion at the monthly meeting of
the Talking Machine and Radio Men, Inc., the
dealer organization of New York, New Jersey
and Connecticut, held on Tuesday, Novem-
ber 30.

Irwin Kurtz, president of the Association,
presented to the members for their considera-
tion a resolution on the subject adopted at a
recent meeting of the executive committee.
The resolution was adopted by the members
unanimously. Briefly summed up, it asks that

N OW is the Time '

to Order o

Many dealers could have sold two or
three times as many Sonochordes this
Christmas-—if they’d had them. We
could not begin to fill the unprece-
dented demand, although we tripled
production. Far sighted dealers will
insure January deliveries by ordering
now.

Sonochorde popularity is due
entirely to its obvious pre-
eminence when compared
with other good speakers.
Just hear one!

BOUDETTE MFG. CO.
CHELSEA - - MASS.
HASTINGS ELECTRIC SALES CO.
Factory Sales Agents
42 Binford St. S. Boston, Mass.

BACK VIEW
WALL MODEL

%

Note how the back
of every Sonochorde
is protected against
possible injury.

Equipped with heavy
eord and _decorative
Price $27

A design of un-
usual distinction, -
Prics cord

the channels of radio communication should be
perpetually maintained and controlled by and
for the people and should never be permitted
to become private property; that the use of
the channels of radio communication should be
controlled by Federal license, issued for a mini-
mum of three vears and a maximum of five
years, and subject to revocation for any viola-
tion of the law; that a sworn statement of
the ownership of the broadcasting station be
filed with the proper agency once every six
months; that the authority to issue licenses,
assign wave lengths and call letters, and to
establish power limitations, etc., be vested by
law in some executive branch of the Federal
Government, maintained by funds appropriated
by Congress; that licenses shall not be trans-
ferable; that broadcasting stations shall retain
the right to determine the character of all ma-
terial broadcast; that there be no tax levied
on radio receiving sets or parts or on broad-
casting equipment, and that a copy of every
speech made over radio be filed with the proper
authorities within forty-eight hours after its
delivery and kept on file for a year.
Following the adoption of the resolution,
Congressman Sol Bloom, a former music
dealer, spoke on the radio situation and the
pending legislation at Washington. He com-
mended the Association on the resolution it
had adopted and urged the dealers to send
their representatives to the hearings on the
bills now pending, declaring that they were in
a position to state what the public wanted, and
not allow the manufacturers and broadcasters
to carry on the campaign for legislation alone.
Another matter which received the attention

of the Association was the law introduced by
Assemblyman Alterman and which went into
effect on September 1, which serves to com-
plicate and make almost prohibitive the expense
of repossessing musical instruments, furniture,
etc., sold on instalments and on which pay-
ments have lapsed. The bill expressly ex-
cludes automobiles from its previsions, due to
the fact that automobile dealers were cognizant
of it and took immediate action. Now - the
members of the music trade, together with the
furniture dealers, are working to have the bill
repealed. Having been passed, the details of
the measure are more or less familiar to mem-
bers of the trade, and steps have been taken
whereby retailers will be advised immediately
of the introduction of other measures in Al-
bany that are calculated to affect the interests
of the industry.

G. C. Anderson, general manager of the
Hartman Electrical Mfg. Co., manufacturer of
the Hartman line of radio equipment, which
was on display, spoke brieflv and introduced
Edward H. Loftus, consulting engineer, who
explained the outstanding features of the Hart-
man syntonized “single-six” unit.

President Kurtz explained proposed changes
in the by-laws of the Association, which wilf
be voted upon by the members at the next
meeting, which will be held January 12. The
chief of these changes provides for the election
of sectional vice-presidents, three in Manhattan,
one in Kings County, one in New Jersey, one
in Bronx County and one to represent the
manufacturers and distributors. These vice-
presidents will have to do with regional mat-
ters and will displace those now in office and
who represent groups carrying the same lines
of talking machines. Byron Forster, chairman
of the entertainment committee, appointed the
members of the entertainment and vear-book
committees for the 1926-27 season. A resolu-
tion of sympathy to Sol Lazarus on the loss of
his mother was passed.

Remarkable Growth in Out-
put of Nat’l Lead Battery Co.

Progress of This Institution Another Romance
of Modern Industry—Many Plants Operated

Another romance of modern industry, that of
a firm rising from obscurity to national promi-
nence in a brief span of years, is very evident
in the battery industry. In 1917 the National
Lead Battery Co., with general offices at St.
Paul, Minn., then organized under a different
name, first began the manufacture of storage
batteries.

From that time on every obstacle, lack of
capital, general financial depression, and even a
disastrous fire which burned the plant to the
ground, seemed pitted against the firm’s strug-
gle for success. But from a humble plant with
a handful of employes, the company has grown
until it now has several hundred employes in
its five factories and five factory-operated
branches scattered throughout the United States.
As a result of this company’s phenomenal
growth, it now ranks among the older leaders
in the industry from a production standpoint.

The firm was engaged in the battery business
originally in 1910, when from that time until
1915 it was distributor in the Northwest for
one of the largest-selling batteries on the mar-
lcet. The National Lead Battery Co. began the
manufacture of batteries for the first time in
1917 in Minneapolis, and in 1919 moved its main
plant to the present address in St. Paul. In the
Fall of the same year the factory was com-
pletely destroyed by fire. The next two years
were occupied with the slow work of rebuilding
the factory and the organization, and in 1922
production of batteries was first begun on a
large scale.

With a meager capital contributed by its presi-
dent, L. J. Shields, and a few others, the com-
pany first started on its climb to success. At

the end of the first year a dividend of $10,000
was paid on the small original investment and
$20,000 at the end of the second year. A total
of 65,000 batteries was marketed during 1922;
120,000 in 1923; 229,000 in 1924; and 423,000 in
1925. During 1926 production is scheduled on
the basis of 638,000 batteries, and the end of the
year will probably show the total production
well over this figure.

The company now operates factories at St.
Paul, Chicago, Kansas City, Los Angeles and
Cincinnati, branches being located at Kearny,
N. J.; Baltimore, Md.; Atlanta, Ga.; Dallas, Tex.;
Oakland, Cal, and Portland, Ore., while several
other points are now being considered as logi-
cal locations for additional expansion.

The latest National product is the Homepower
“A” Ul.’lit, a combination of “A” battery and
charger in a single compact unit, with a con-
tainer of a non-corrosive compound. The
“Homepower” is made in three types to fit
various radio receiver requirements.

Phil La Brie to Work
With Fada Australia, Ltd.

At the request of Fada Australia, Ltd., Phil
La Brie, Fada representative in Australia, has
been temporarily assigned to serve that or-
ganization in installing for the new Australian
firm the same system of controlling distribution
as is in effect in the leading distributing circles
in the United States. In announcing this
move, F. A. D. Andrea, president of Fada
radio, stated that Mr. La Brie is fully con-
versant with radio trade procedure as practiced
by outstanding American manufacturers, as
well as the distributing set-up for radio. Fada
Australia, Ltd., was recently organized with a
capitalization of $250,000 to handle Fada prod-
ucts in Australia and Tasmania, with head-
quarters at Adelaide, South Australia.
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Santa Claus Says:
“Brach Has a Great Line of RADIO GIFTS
Which Every Dealer Should Sell”

(1) New! (4) Brach Shock-Proof Radio Plug

[ Should be on the radio gift list—a Shock-Proof
Bl’aCh COﬂtl’Ollt Plug that gives perfect electrical contact, with-

. . . stands high voltages and is easily connected or
Here is the gift of gifts to  released. Retails for 50c.
owners of radio sets. Con-
trolit makes any radio set a

light power-operated set, (5) Brach Master Aerial Qutfit
eliminating all switches from

“B' Batte i Here is one of radio’'s big sellers—a complete
TricmeaChggfr“basﬁﬁt“;?aé’,‘,‘é antenna—every needed part—in eme package—
complete, automatic control including a Brach Lightning Arrester. A cork-
in the sét switch. ing gift for present or prospective radioists.

Retails for $6 in U.S.A. Price $3.50; others wp to $3.50

(2) Brach Lightning Arrester (6) NEW'!

Brach Arresters dominate the field, making it un- Brach Totem-Pole
necessary to urge dealers to carry the Brach line
complete. All Brach Arresters are backed by a Antenna
$100 Insurance Guaranty. FPrices $1 to $2.50.
Something that meets a demand
‘ong unfilled—you'll sell lots of

(3) Brach i

o ____._“\.'
TRk e A L

An indestructible, weather-proof

Extension Cord
Connector

This simple device—in one piecc;
made of pure Bakelite—readily
connects speaker or head set
cord with extension cord.

It will be welcomed in the
Christmas “‘Stocking.*’

antenna—like a flagpole with
100 ft. of wound wire. Can
be placed on flat or gable roofs,
the side of the house, the window
ledge; on a boat deck or tent
pole. Does away with unsightly
make-shifts. Insures fine tone
and clarity. A great Christmas
gift, especially for those living

in apartment houses, hotels, etc.

A 50c Article Price $10

(7) NEW! Brach !
Drip-proof Hydrometeyr «‘”,g ;
N

Another trade winner for radio deal-
ers! DBetter order generously.

To the Brach Hydrometer, with the
famous Chaslyn Balls, is combined the
drip-proof feature, eliminating the
danger of battery acid ruining rugs,
floors and clothing.

It will make a strong appeal to your
customers. Be ready for them.

Retails at only $1

Radio Products

L. S. BRACH MFG. CO., Newark, N. J., U. S. A.
L. S. BRACH OF CANADA, Ltd., Toronto, Can.
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Retailers in the Richmond Territory
Order Heavily for the Holiday Rush

Dealers in the Coal District Prosperous as a Result of Wa'ge Increases of .Miners—‘Cotton Price
Slump Affects Sales—A. Z. Lilly’s Music House Celebrates Anniversary

Ricumonp, VA, December 7.—Except in sec-
tions where business is affected by the cotton
situation, phonograph dealers are reported to
be stocking up well in anticipation of a good
Christmas trade. Slump in the price of cotton
due to overproduction of the crop has made
merchants in cotton-producing areas slow to
place orders with jobbers and it is believed that
they will continue to mark time until there is
appreciable improvement in the situation.

Material increase in wages of coal miners in
West Virginia, last month, has boosted trade
in that territory, according to reports from
dealers throughout the section.

John S. Ramos, salesman for Lyon & Healy,
of Chicago, a former Richmond boy, is visiting
relatives here. He is a son of the late Manly
B. Ramos, prominently identified with the Rich-
mond music trade for many years.

A. Z. Lilly’s music house, of Beckley, W. Va,,
which recently observed its fifth anniversary in
its new store, reports that the miners in that
territory have been spending much money with
them since they got their increase, especially in
phonographs and records. Incidental to its cele-
bration, the Lilly store staged a voting contest
in which the school voted the most popular in
town was awarded a talking machine.

The Biggs Music Co., of this city, announces
that it is now showing a complete line of Co-
lumbia New Process records and also the new
Viva-tonal Columbia.

Christmas buying in Richmond and other

cities in this territory where banks distribute
Christmas savings checks is expected to be
stimulated greatly by the distribution of this
large sum of money.

Goldberg Bros., of this city, are no longer
distributing Pathé machines, but they are still
handling Pathé records. They report that they
are well stocked up with Artone portables as
well as their own lines of machines in anticipa-
tion of meeting orders for the holiday season
throughout the territory which they cover.

J. K. Fletcher, manager of the Corley branch
store in Petersburg, Va., recently sold two $900
Hyperion Orthophonic models and one Borgia
model in the Victor line which sells for $1,000.
The general run of the trade, he says, prefers
the $300 Credenza to all others, and he is plac-
ing quite a few of these.

John H. Cowan, salesman for Goldberg Bros,,
traveling Virginia, Maryland and parts of Ohio
and Pennsylvania, is back in his territory fol-
lowing a honeymoon tour spent in Kentucky,
native State of his bride, who was Miss Cath-
erine Busse, of Richmond, before marriage. He
is a son of James Cowan, of the James Cowan
Co. music house, Richmond, handling Columbia
and other lines.

G. E. Moss, of the phonograph department of
Lee Fergusson, Victor dealer, plans to spend
Christmas in Chase City, Va., his former home
town. O. F. Grady, manager, is back on the
job after being laid up for a week or so with
an attack of grippe.

Akron-Canton Trade to Cash in on Dis-
tribution of $1,500,000 Christmas Funds

AxkuroN-CaNtoN, O., December 8—With Christ-
mas only a few weeks distant, quickened de-
mand is noticed for talking machines, radio,
records and, in fact, all kinds of musical mer-
chandise. The month of November was a fair
month, dealers said, but now that the holiday
buying season is on in earnest, all of the larger
stores are thronged daily with prospective cus-
tomers. Release of almost $1,500,000 in Christ-

mas savings, in this district, has been respon-
sible for the spurt in sales.
week’s run of Rose Marie, at the Grand
Opera House, Canton, is responsible for im-
proved demand for phonograph records of the
song hits of the show, dealers said this week.
Shect music sales also profited by the appear-
ance of the show.
Charles A. Lohman has been made manager

winding.

FOR SA

Phonograph Motor Manufacturing Equipment

Complete with jigs, dies, die-casting equipment, blue prints and patent rights.
Equipment designed to manufacture the famous Valiquet (shown above), the only
enclosed, dust-proof, three-spring motor, which plays six ten-inch records with one

This equipment can be purchased at a figure so attractive as to make the manu-
facture of this famous enclosed motor a most profitable investment.

For further information address

The Talking Machine World—Box 1584
209 South State Street, Chicago, Ill.

R

X

of the phonograph department of the Anderson
Music Co., Dayton, O. This concern last week
observed its fiftieth anniversary by holding a
week of special events.

Stimulated record sales resulted from the per-
sonal appearance at Land O’ Dance, Canton, of
Whitey Kauffman and his Victor Recording
Orchestra.

“Radio merchandising competition is so keen
that the authorized music dealer has to move
quickly to profit these days,” said Earle G.
Poling, of the Earle G. Poling Music Co., Akron.
“Higher-priced machines, which the side street
dealers are unable to come near comparing
their merchandise with, are selling best,” he
said,

George C. Wille, head of the George C. Wille
Music Co., presided at the annual banquet and
meeting of the Canton Radio Dealers’ Associa-
tion held recently in the Canton Club. A de-
tailed report was given of the recent annual
radio show sponsored by local radio and music
houses and the promotion was found to be
highly successful. It has been decided to hold
another radio show next Fall.

J. E. Anderson has been named manager of
the radio section of the new Strauss-Hirshberg
department store, Youngstown, opened recently
to the public.

Sacramento Music and

Radio Trade Ass’n Meets

Eighty-five Members of Trade Listen to Talks
on Important Problems

SacraMENTO, CAL., December 7.—The Music and
Radio Trades Association of this city held a
meeting last month, which was attended by
eighty-five members of the music and allied
trades. A number of interesting talks were
given, including one by Shirley Walker, presi-
dent of the Northern California Music Trades
Association, on general aspects of the retail
music trade. Other speakers included John
Rapp, vice-president of Earl Wright, Inc., and
M. De Lyons, vice-president of Ernest Ingold,
Inc. These speakers were guests of the Asso-
ciation, being visitors from San Francisco. A
number of members also spoke on different
phases of merchandising and servicing musical
instruments and radio receivers. Ellas Marx,
head of the Association, presided.

Charles L. Grinnell, of
Grinnell Bros., Dies

Charles L. Grinnell, junior director of Grin-
nell Bros.” music house, died in Harper Hos-
pital, Detroit, Mich., on Friday, November 12,
after a six months’ illness. Mr. Grinnell was
forty-nine years of age and had been connected
with Grinnell Bros. for twenty years, being the
son of the late I. I.. Grinnell, founder of the
business. Funeral services were held on Mon-
day, November 15, with the interment in Rose-
land Park Cemetery. Mr. Grinnell is survived
by his widow, Mae, and two children, Ira L.
and Buryl.

Advocates Development of
Short Wave in Broadcasting

Owners of new broadcasting stations should
develop the great short-wave field, doing their
own prospecting of the ether, and pioneer
broadcasters should be protected against piracy,
Powel Crosley, Jr., prominent radio manufac-
turer and owner of broadcasting station WLW,
in Cincinnati, said in a recent interview:

“Of course the most serious problem is legis-
lation through which there will be established
some authority to control the wave length
assignment of these stations and to police the
air in such a way that its use will be most bene-
ficial to the public,” he said.
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100,000

mark has been reached in the sale of

ULTRA (phonic) Reproducers

—and this in less than six months time

HIS is a tribute not only

to the exceptional merit
of this high quality product
but also stands as proof that
the progressive music mer-
chants are quick to recognize
superiority.

Progressive dealers every-
where have made and are
making real profits on the
sale of Audakco products,
with the knowledge that they
are giving their customers the
very best the market affords.

Beginning with the New
Year (January 1, 1927), there
will be further additions to
Audakco products — which
will mean still more profits

to our ever increasing number $850

of retailers. Retail

The Standard by

which all repro-

ducers are judged
and valued!

All Ultra Reproducer diaphragms are of a scientifically
proportioned aluminum alloy—as thin as a human hair.
Nothing else will meet the exacting requirements of the new
electrical recordings—and remember the better these records
are reproduced, in the home, the more of them you will sell.

The AUDAK COMPANY, Inc.

Makers of high grade Acoustical and Electrical Apparatus for over 10 years

565 Fifth Avenue, New York, N. Y.
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One of the giant plants of the Federal Furniture
Factories, Inc. Your guarantee of uninterrupted
production of Cabinets by Irving

Royal Blue Model—No.
540;H,45;W,25;D,14.
Panel 9x20.

A magnificent cabinet.
Walnut only. Substantial
construction. Beautiful dull-
rubbed finish. Hinged, silk-
lined loud speaker gnill
Receiver compartment fits
any standard set. Roomy
lower compartment for bat-
teries, accessories, etc.
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Che Cabinet Sensation
of the 1927 Season

Beautifully Made - - - Beautifully Finished

Popular Design - - - Enduring Construction

GUARANTEED BY
THIS RESPONSIBLE ORGANIZATION

The Perfect Cabinet for the

ATWATER KENT COMPACT —And Other Models

THE New Federal Radio Cabinet is one of those rare pieces of mer-
chandise in which every single detail dovetails so perfectly that tremen-
dous sales can be the only outcome. Design i1s one of those happy com-
binations of line and form which instantly hits a widespread popular chord.

Appropriate for the Atwater Kent Models and practically all other makes.

Size exactly meets popular demand. Finish harmonizes with the prevail-
ing furniture mode of today.

It comes to the market at just the moment when the highboy type of radio
cabinet has won the attention of millions of people.

IN QUALITY IT HAS NO SUPERIOR.

And because it 1s produced on a quantity production basis it can be sold
for at least $10 to $20 less than any similar cabinet produced today.

BIGGER PROFIT S—Start Making Them Now!

The New Federal Radio Cabinet 1s making new sales records because it
represents exceptional value. The consumer knows value. He wants value.
Put 1t on display in your store and watch vour sales grow!

Order from vour jobber or write us direct to-day.

ROCKFORD SALES CORPORATION

Division of Federal Furniture Factories, Inc.

206 Lexington Avenue - - - New York City

Cabinets by Taling
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The new radio law will probably
make available wave lengths for
broadcasting stations as low as 150
meters. What will be the feeling of
a purchaser of a high priced set who
cannot hear these low wave lengths?
We know of only one radio set regu-
larly manufactured which will take
wave lengths from 150 to 550 meters
without changing. It is the 1927
model ten tube Zenith DeLuxe oper-
ating without outside antenna or
loop and vyet gives great power and
distance. Itisthe highest grade, most
selective and most sensitive receiver
made and is the pride of its makers,
the Zenith Radio Corporation, 3620
Iron Street, Chicago, Illinois.
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Filmo Home Motion Picture
Camera Popular With Trade

Many Music-Radio Stores Taking It On—How
the Bates Radio Corp. Feature This Line

That the Filmo home motion picture camera
manufactured by the Bell & Howell Co., Chi-
cago, is firmly establishing itself in the stores
of music and radio dealers throughout the coun-
try is the information gained from the reports
of representatives of the firm scattered through-
out the country. Many retailers have been at-

How Bates Gets Publicity on Filmo Line
tracted by the sales possibilities of this home
entertainment device and have added it to their
phonograph and radio lines, are soliciting old
and new customers, and building up a business
which will stand them in good stead during
the Spring and Summer months, as well as in
the Fall, when motion picture cameras are in
demand as holiday gifts.

The accompanying photograph shows how
one aggressive dealer, the Bates Radio Corp,,
of Milwaukee, Wis., advises the public in that
city that the store handles the Filmo camera.
The truck carries a reproduction of the camera,
showing exactly how it is used, with the cap-
tion: ‘“What you see you get with Filmo,”
printed to the left of the illustration. Since the
truck is in daily use in making deliveries to
various parts of the city, the firm, which also
handles the products of the Radio Corp. of
America, secures a tremendous amount of valu-

able publicity at a comparatively small cost.
{

Hazeltine Corp. Files Suit
Against E. B. Latham & Co.

An action alleging infringement of the Hazel-
tine neutrodyne patent has been filed against E.
B. Latham & Co., New York, radio distributors,
by the Hazeltine Corp., and Independent Radio
Manufacturers, Inc, in the United States South-
ern District Court in New York. The bill of
complaint alleges that the defendant “has in-
fringed upon patent No. 1,533,858, particularly
claims 1, 2, 5, 9, 12, 14, 16, by selling and
causing to be sold and used radio receiving
apparatus embodying the inventions of said let-
ters patent manufactured without right of Ili-
cense by the Atwater Kent Mfg. Co.” The plain-
tiff asks for a permanent injunction and an ac-
counting as well as payment of damages sus-
tained.

An Artistic Fada Poster

A new poster featuring the shielded con-
struction of Fada radio has been sent to the
trade by L. C. Lincoln, advertising manager of
F. A. D. Andrea, Inc. This is part of a com-
prehensive list of dealer helps prepared for
Fada franchised dealers. The chassis of the
Fada Eight is pictured against a shield in the
familiar orange and black with the caption
“Shield of Protection,” the whole being domi-
nated by the slogan “Fada Harmonated Re-
ception.” Fada dealers are also using an atten-
tion-getting window strip of black on orange to
which the legend “Here now—Hear it Now”
lends an appealing lilt.

The Wm. H. Keboch Piano Co, 111 North
Sixth street, Reading, Pa., which recently added
the Columbia Viva-tonal line, is making a
strong direct mail campaign to push the line.

Milwaukee Dealers Busy Supplyi_ng the
Demands of the Early Holiday Shoppers

Trade Facing Annual Holiday Shortage of the Most Popular Instruments—Many Radio Sales to
Gift Buyers—Victor Sales Increase—Wide Trade Interest in Recently Formed Association

MiLwAUKeg, Wis.,, December 6.—Holiday busi-
ness opened up very well according to reports
from Milwaukee radio and phonograph jobbers,
who add that the usual holiday shortage of
merchandise is being experienced.

Radio Sets for Gifts Are Popular

“It looks as if everybody is set on buying a
radio for Christmas,” said Sidney Neu, manager
of the radio department of Julius Andrae &
Sons Co., RCA distributors, in Wisconsin, “A
little while ago dealers seemed to be holding
back in their orders and things were rather
quiet. Things have opened up now with a bang,
and we are being more than rushed with the
demand.”

Nelson-Goodwin Radiola Shop, recently open-
ed in Milwaukee at 253 Twenty-seventh street,
will carry the Radiola, Crosley, Howard and
Radiodyne lines, for which the Andrae Co. is
the Wisconsin representative. The Lincoln
Electric Service Co., 1390 Green Bay avenue, is
also going into the radio business and will han-
dle the lines of Julius Andrae & Sons Co.

Yahr-Lange, Inc., Busy

Fred E. Yahr, president of Yahr-Lange, Inc.,
wholesalers for the Sonora in Wisconsin and
Michigan, states that there is an extremely ac-
tive demand for Sonora radios and phonographs
throughout this territory. ‘“We are very busy
filling our orders,” said Mr. Yahr, “as the
holiday sales have increased our already large
ordinary demand.”

According to Mr. Yahr the Super-Ball an-
tenna continues to show almost phenomenal re-
sults. Orders are pouring in from all parts of
the United States, he says, and a large amount
of business is received from foreign countries.
Sonora phonographs also are in increasing de-
mand, according to Mr. Yahr.

Active Brunswick Demand

Carl Lovejoy, Brunswick representative in
Milwaukee and southern Wisconsin, says that
the Brunswick Panatrope is selling at a “won-
derful” rate.

“Dealers are enthusiastic over the Panatrope
and the Panatrope Radiola,” said Mr. Lovejoy.
“Business around the State has been very steady,
and business conditions throughout the terri-

tory seem to be good.” The high-priced phono-
graph unit has interested the dealer in making

sales. This fact may be proved from the state-
ments of dealers that the phonograph is one
of the basic profit-making factors of thecir busi-

ness, and also by the fact that phonographs at

$1,100 and $1,200 are in the greatest demand
Victor Sales Increase

According to Harry Goldsmith, secretary of

the Badger Talking Machine Co., jobber of the
Victor, business in the entire territory is good
“We are enjoying a very fine business said

Mr. Goldsmith, “not only in Milwaukee but
throughout the territory. People continue to
show great interest in the new models, and
electrically recorded records have also played a
prominent part in selling the public on the
merits of the new models. Some difficulty in
getting enough Victrolas to adequately supply
our dealers is being experienced, a matter which
the holidays have made still more difficult. The
new model 860 combination Electrola and Vic-
trola is being very well received by the trade.

Mr. Goldsmith states that the Badger Talk-
ing Machine Co. has just issued a chart show-
ing the different styles of mainsprings for the
different Victrola models.

Interested in New Association

Radio and phonograph jobbers are showing
great interest in the Wisconsin Association of
Music Merchants and in the Milwaukee division
of the association which has recently been
formed. As members of the Association they
are active on the various committees, and find
the opportunity of making many desirable con-
tacts. The Association besides affording ad-
vantages of acquamtance also offers jobbers the
opportunity of assisting the retail dealer, and
of coming into closer contact with him. The As
sociation has already started on a very am
bitious program for the material betterment of
music throughout the State and in Milwaukee.

Bert E. Sutton, of the Music Shop of Spring-
field, 111, has been arousing a lot of interest in
the Victor Orthophonic and new Victor records
through demonstrations which have been well
attended.

67 A FIFTH AVE. ~ ~NEW YORK.

RADIO TUBE that is non-

microphonic — won’t short.
Sold in matched units;
balanced and plainly marked de-
tector, radio frequency or audio
frequency.

DEALERS AND JOBBERS

Ask for particulars on this new and
better radio tube that costs no more.

“Televocal Corpn;

tested,

[ 10/ T 50 0 00000000000 L T State..........
Jobber's Name.........o. vievvevneeiennennnn.
(031 5 S, State..........
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Roy E. Forbes Tells How the Victor Co.
Introduced Orthophonic Line to Trade

Article in Printers’ Ink, Interview With Director of Sales of Victor Co., Describes How Care-
fully Carried Out Plans Resulted in Wide Interest in New Instruments

How the Victor Talking Machine Co.
through advertising and a carefully thought-out
merchandising plan successfully introduced the
new Orthophonic line in spite of the fact that
dealers’ stores were loaded with old models, and
wholesalers’ warerooms also were filled with
them and the factory itself had a huge num-
ber of completed and partially finished instru-
ments on hand, is told in a most interesting
article entitled “The Story of the Victor Come
Back,” that appeared in a recent issue of
Printers’ Ink. The article is based on an in-
terview by Roland Cole with Roy E. Forbes,
director of sales of the Victor Co.

Mr. Forbes points out that months of execu-
tive deliberation preceded the change, and al-
though work on the new Orthcphonic Victrola
did not start until the end of June, 1925, the
new instruments were delivered to dealers’
stores by the last week of October of that year.
By that time, too, through the merchandising
plan arranged by the Victor Co., stocks of old
style Victrolas were practically cleared . from
the floors of retail stores so that the dealers
could concentrate all their efforts on promo-
ting sales of the new instruments.

A remarkable feature of the entire situation
is the fact that from a heavily depleted sales
volume the Victor Co. reached the point where
factory facilities were inadequate to meet de-
mands in the brief period of a half vear.

On the day that the Victor Co. finally de-
cided on the plan to dispose of the old instru-
ments to aid the dealers in getting rid of their
stocks all distributors were advised of the fact.
The Victor Co. held back its own stock of old
style Victrolas and quoted no prices on these
until distributors and dealers were able to move
theirs. The dealers and distributors decided
that half the regular list price was the proper
level at which the old instruments could be sold.
The Victor Co. accordingly took this figure as
correct and revised the prices on the old in-
struments it had on hand. How the dealers
moved the obsolete styles is now history. Many
dealers, points out Mr. Forbes, suffered a loss
while others quickly disposed of the stock on
hand with the loss incidental thereto, and then

promptly replenished on the basis of the new
prices and were able to come out of the situa-
tion with a normal profit.

“The absolute necessity of disposing of the
old style Victrolas at prices acceptable to the
public in order to clear the way for the new
Orthophonic will be clear when I explain that

Roy E. Forbes

the latter is a new talking machine in every
sense of the word, constructed upon an alto-
gether new principle, different within and with-
out, having no relation or semblance to the old
Victrola,” said Mr. Forbes.

Mr. Forbes also points out the fact that an
entirely new method of recording accompanied
the introduction of the Orthophonic line, and
he goes into considerable detail in describing
the process. In discussing the actual introduc
tion of the new instrument and record and the
problems that had to be faced, Mr. Forbes said:

“Everyone who has had any experience with musical
peonle kncws that every community has its bellwethe:s
among local musicians. Inform them of news first, or
acquaint them with innovations or recent developments,
before such knowledge is released to the general public,
and the most influential tongues in the community are
set going.

POINT No. 1

tight as possible to find any irregularities in

aereccccssensierrersanomas,

they are not to be relied upon.

USE VULCAN
MAINSPRINGS

Made by
J. STEAD & CO., Ltd.

.................................................................................................. )

A tested mainspring has a centre almost full o/: loose coils which is the gesult of its being wound as

the strength and temper.

be too close together but with an even distance between them, and the curve should be one steady
sweep, wnthout any kinks, right to the inner end of the spring. . . ) .

Unfortunately, there are a good many users who prefer their Mainsprings unth just two or three.

loose coils in the centre, because they look better, but as this style of mainspring has not been tested

Each and every Vulcan Mainspring has fo pass a rigorous test before we are satisfied, and every
H Vulcan mainspring is gwaranteed against fauwlts of all kinds. i

4  Choosing a Tested Mainspring

These centre coils should not

Best in the
Long Run!

Note the
Greaseproof
Wrapper.

MANOR WORKS
SHEFFIELD, ENGLAND

“With this in mind, we planned a series of advance
demonstrations beginning at Philadelphia and the more
important musical centers of the country, and including
ecvery community where the local Victor dealers could be
persuaded to undertake, with our co-operation, the direct-
mail work necessary to make such an affair successful.

“The important thing was to compile a list of names
of a town's socially influential people. This varied in
different towns. In cities and towns where symphony
concerts were given, it included a list of the regular
subscribers; wealthy people who usually lend their names
to the promotion of musical events; society leaders; those
in high circles in the town’s religious and educational
affairs; city officials, the mayor, or other prominent people
like merchants, bankers and the heads of women’s or-
ganizations. A special form of invitation, which we pre-
pared, was mailed over the dealer’s signature to this
special list.

“These advance demonstrations were uniformly success-
ful—successful to a remarkable degree. In order to pre-
serve the right atmosphere in connection with them,
we held back our newspaper announcements for the pub-
lic demonstration which followed almost immediately. The
psychological effect of the advance demonstration was
apparent in the interest with which the general public
flocked to the general demonstration.

“We called this general demonstration ‘Victor Day’
and the date was November 2, 1925. The event was
heavily advertised, nationally and locally. A tremendous
public interest was created in our new instrument. ‘Victor
Day’ proved successful everywhere.

“Our local and national advertising was supplemented
with a great amount of personal work on the part of local
dealers—talks with prospects and customers, work over the
telephone and special literature sent through the mail to
selected names. All of this had the effect we sought,
namely, that of creating something of a sensation in each
community. Had the effect been anything short of this,
the bringing out of the new Orthophonic Victrola might
have passed with a mild ripple of interest on the part of
talking machine owners and prospects and then subsided.
Something extraordinary was needed to arouse public in-
terest to a pitch of excitement and keep it there.

“With the two demonstrations successfully staged, our
sales problem became one of keeping it there, which we
have been doing with one of the most thoroughgoing
advertising and merchandising campaigns in the history of
the company.

“So successful was this tremendous advertising and mer-
chandising effort that within two weeks after ‘Victor Day’
we had more orders on our books than we had ever had at
one time in the past. These orders were placed for Christ-
mas delivery, then only four weeks away. At no time
since the new Orthophonic was introduced has our factory
been able to catch up with orders.

“It should be borne in mind that our merchandising
and advertising campaign is really two campaigns, or a
campaign in two sections; first, introducing the Ortho-
phonic Victrola with a sufficient number of records made
by the new method to permit of demonstration, and, second,
introducing the New Orthophonic Victor Record. The last
named campaign was inaugurated with page and half-page
advertisements in newspapers all over the country, begin-
ning on October 21. Records made by the new process
have been manufactured since the new Victrola was in-
troduced, thougb the advertising announcement on them
had to be withheld until Orthophoni¢ Victrolas could first
be put into distribution,

“QOur national campaign announcing the Orthophonic
Victrola began during tbe first week of November, 192§,
with pages and half-pages in principal newspapers and
color_pages in a list of popular weekly and montbly maga-
zines, besides announcements in trade journals. Despite
the fact that we have never been able to catch up with
our orders on the new cabinets and records, our advertis-
ing campaign is being continued at full scbedule.

“GQupplementing our national periodical campaign, our
direct-mail literature for dealers and comsumers is being
completely reorganized. These features include our deal-
ers’ magazine, ‘The Voice of the Vietor,” our monthly
supplement of new records, which has just been entirely
remade from a typographic standpoint, and a long list of
display material for the dealers’ store and literature for
mail and counter distribution featuring the new line of
cabinets and the steadily growing list of new recordings.

“The developments of our merchandising campaign have
necessitated many radical changes in our sales organiza-
tion. We have been obliged to put into effect a new scheme
of field representation to keep distributors and dealers in
close touch with the policies of the company. The United
States is now divided into five sales areas, with a district
sales manager in charge of each, located in the field.

“\Vhat we are trying to do in the Victor sales department
is to help our distributors keep in the closest kind of touch
with retailers and thereby improve the quality of service
available to the eonsumer. The great lessons we are mow
endeavoring to teacb the retail dealer are (1) open-minded-
ness in his attitude to the public and toward suggestions
brought to him from manufacturer and distributor; 2)
clean stocks, which is only another term for the intelligent
application of the principle of rapid turnover; (3) quality
as it applies to the merchandise and service offered to the
public, and (4) sustained effort in the use of scientific
merchandising and advertising to hold the advantage he
now bas.

“The success of our campaign has been due to the plan,
i. e, that every detail was worked out in advance; to the
speed with which the plan was executed; the co-operation
which we gave to, and received from, distributors. fmd
retailers, and the extent and quality of our advertising.
As a commercial achievement, these points arc sigmificant
only as the commodity has merit.”
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The Crosley Musicone, announced

little more than a year ago, intro-

duced a revolutionary speaker
principle and took the radio loud speaker
market by storm.

Its overwhelming popularity, which has
involved the replacement of hundreds of

thousands of old type loud speakers,
establishes beyond challenge the Musi-
cone's superiority.

And now Powel Crosley, Jr., announces °

the Crosley Super Musicone!

This larger 16-inch cone utilizes the same
Crosley patented actuating unit as the

smaller Musicone . . and this, not the
cone shape, is the secret of Musicone
excellence.

It offers, by virtue of its larger propor-
tions, still more superb volume. It pro-
duces, especially in the bass, still richer
resonance !

The 12-inch Musicone has been reduced to $12.50. Also at $32 in the form of a beautiful Console, in which both receiver and batteries may be placed.

THE CROSLEY RADIO CORPORATION, CINCINNATI, OHIO - - -

Write Dept 26 for illustrated booklet

A",
7%

)

POWEL CROSLEY, Jr., PRESIDENT

USICONE

COSTS LESS

All prices slightly higher West of the Rockies
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-Sl;ecial :\:7_i(;,tor Orthophonic Built for
Customs Attache in Interior of China

A Fine Illustration of How American Concerns Go to Great Lengths to Meet Exacting Require-
ments of People in Far Countries—Instrument Constructed to Cross Desert on Camel

Whatever else may accompany the white man

on his pcnetrations into the far places, music, -

in some form, is almost invariably included as
an essential. That is one of the reasons why
American manufacturers of talking machines

Special Orthophonic for China

have always found in foreign countries an ex-
cellent and steady market for portable models.

Occasionally, however, a manufacturer is con-
fronted with the problem of meeting an un-
usual request from a pioneer or traveler who
desires something that is not in the catalog. A
recent instance, in which an American manu-
facturer went to unusual lengihs to comply
with such a request, is cvidence of the anxiety
of exporters to give the maximum of service in
foreign fields.

F. R. .MacKendrick, attachcd to the Chinese
Customs Scrvice and stationed in Mengtsz Dis-
trict, Hokow, Yunnan Province, wrote the Viec-
tor Talking Machinc Co., Camden, N. J., at
some length, expressing his desire for an Ortho-
phonic Victrola. Unfortunately, standard models
of the coveted instrument were both too heavy
and too large for shipment by South China
camel train.

Mr. MacKcndrick got his machine—a special
model designed and built for him to a specific

size and weight, to meet requirements which
werc set forth succinctly in his letter as fol-
lows:

“I have been following with interest your ad-
vertisements of the ncw Orthophonic Victrola
in the Saturday Evening Post and would like
to purchase one,” he wrote. “What I want to
know is whether you can or will undertake to
make me an Orthophonic in as compact a form
as possible to get all of the essential parts in
and the volume out of it. In other words, a
portable in the sense that it can be packed in a
small, strong, felt-lined case—allowing no space
in the machine itself for records and to weigh
not over 40 kilos (90 pounds), as the caravans
will not carry a case over that weight.

“1f you will look this place up in an atlas
you will see that we are right on the most
southern borders of China—the borders of
Tonkin, Loas, the Shan States and Burmah,
which makes it necessary for us to do a lot of
shifting about, and it is essential that we have
as good stuff as possible in a very compact
form. My old Victrola is a good one, but if the
Orthophonic is better and I can get one in a
shape that can be carried on caravan travel, I
want one.

“As I havc been told by your Eastern agent
‘no got,” and this is more in the sense of a
special order, I do not think you will refuse to
deviate from your usual rule of not selling
direct and takc the matter under considera-
tion.”

A camel’s capacity load is 180 pounds, evenly
balanced as to weight on each sidc—hence the
ninety-pound maximum weight requirement.
The size of the desired instrument was no prob-
lem, but that of weight was somcthing to be
reckoned with. The only way out was a spec-
cially designed and constructed instrument.

Now, in building an Orthophonic instrument,
the tone chamber has to conform to certain
fixed requirements of size and design. An
appreciable amount of weight is represented by
the winding sound passage, which has a large
wooden “heart.” The Victor Co. found that this
“heart” could be built of balsa wood, the light-
est known workable wood. A Ilaminated,

Jewell A-B -Relay.

candidate for a sale.

charger automatically.

cuit.

the operation. It is very convenient.

will be pleased with the results.

1650 WALNUT STREET

A—’Belay

There is some fine profit for dealers in the

Every owner of a modern B-Eliminator
and trickle charger equipped radio set is a

It switches the B-Eliminator and trickle
When the filament
is turned on it disconnects the charger and
connects the B-Eliminator to the light cir-
Turning the filaments off, reverses

Dealers who display and push this item

Send for Form No. 1023, and ask for our discounts.

Jewell Electrical Instrument Co:

26 Years Making Good Instruments”

TYPE 5985
A-B-RELAY

For Sets with 3
Fowr or More 5-Volt Tubes

——— s
Plog cerd frem thie A-8 R.I_-y“

fnta Lamp Soeket.
Dieconnect ene wirc from A
battory end cennect it to eno
binding oost dn the A-8 Reley.
Then cennect the other post on
the Meinyto the A dattery. Thie
pute the Reimy Cell.in serice
with the fllerent clecuit.

PLUG S PLUG
CHAAGER B-ELIMINATOR
ON THIS ON THIS
SIDE SIDE
f MADK IV U, 3. A Y.
éwell Etectrical Inetrument Co

CHICAGO

A-B-Relay — A quality product.
Rugged, positive action, long life.
It will not interfere with the nor-
mal operation of any set to which
it is adapted.

CHICAGO, ILL.

mahogany-veneered case, of usual strength, but
with a minimum weight, was constructed to
contain the tone chamber, motor and turntable.
A standard motor was used, with automatic
eccentric groove stop, and all other mechanical
and acoustical features of the standard Ortho-
phonic instrument were built into the case.
The completed instrument weighed only forty-
seven pounds, and its sturdy laminated wood
packing case an additional thirty-six pounds,
making the total camel weight eighty-three
pounds. The camel pack case was enclosed for
overseas shipment in an additional export case,
which brought the total shipping weight to
141 pounds.

The instrument, which has the same tone
quality as its companion machine in the regular
Victor line, is twenty inches high, eighteen and
one-half inches widc and seventeen inches deep.
The tone chamber opening is enclosed with silk
screen and ornamental wood grille, and the in-
strument compares in appearance with the
finest pieces of home furniture.

Noted Family of Indians
Interested in Mohawk Radio

A family of full-blooded Indians was a fea-
ture at the recent Buffalo, N. Y., radio exposi-
tion in the exhibit of the Cycle & Auto Supply
Co., a distributor. Mohawk one-dial receiving
sets, manufactured by the Mohawk Corp. of

Indians Like the Mohawk

Illinois, Chicago, were shown in the display,

as can be seen in the accompanying photograph,
and the Indian family, consisting of the chief,

his squaw and a papoose, grouped in front of

their tepee, served to furnish the desired atmos-

phere for the display. The setting was arranged

by Edward J. Bihl, of the Cycle & Auto Supply

Co., who is standing at the rear of the exhibit

with R. W. Griswold on his right.

Deca-Disc Phohograph Co.
for Vigorous Sales Policy

WAyYNEsBOrRO, Pa., December 4—At a special
meeting of the stockholders of the Deca-Disc
Phonograph Co., held in this city on Tuesday,
the reorganization plan proposed by the officers
of the company was submitted and unanimously
approved. It is planned to pursue a vigorous
policy in regard to the marketing of the latest
designs of phonograph mechanism made by
this company, which will play a program of
ten records, either ten-inch or twelve-inch.
There have been many other refinements added
to the dcsigns of the instrument and the gen-
eral sentiment on the part of the stockholders
was for a vigorous effort to bring the merits
of this product to the attention of the indus-
try at large.

Striking Victor Record Ads

The fourth of the series of column news-
paper advertisements featuring the latest Ortho-
phonic Victor records recently appeared in the
newspapers throughout the country and stimu-
lated sales of the recordings listed. These ad-
vertisements havc won the enthusiastic praise
of dealers. The Victor Co. supplied dealers who
desired to tie up with three different ready-made
advcrtisements, and two attractive window pos-
ters were also sent to the trade.
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The men behind Neutrodyne

Engineers, physicists, mathematicians, who have placed Neutrodyne
in its present position of leadership —and who will keep it there

IN SPITE of the fact that the Neutrodyne receiver of today represents the highest attainments in radio
development, no expense is being spared, in the continuance of a policy of constant improvement.

At considerable expense the Hazeltine Corporation and the fourteen companies licensed to manufacture
Neutrodyne apparatus maintain a large staff of technical men who devote their entire time to research and
experiment in radio. These men, whose names are listed below, are the men who have brought Neutrodyne to
the position of leadership it enjoys today. And these are the men whose ideas, designs and inventions will

keep Neutrodyne in the forefront in the years to come.

These men are determined that Neutrodyne receivers will always combine the best in sensitivity, selec-
tivity, ease and economy of operation, volume and perfection of tone reproduction.

PROFESSOR L. A. HAzZELTINE: M.E. Fellow AILE.E.
Fellow I.R.E. Fellow American Physical Society. For-
merly professor in charge of the Electrical Engineering
Department of Stevens Institute of Technology. Inventor
of the Neutrodyne Radio Receiver. )

R. W. AckeRMAN: C. E. Schools of Mines, Engineering and
Chemistry, Columbia University. Active service U. S.
Army Engineers, 82nd Division.

LEwis M. CLEMENT: B.S. in E.E. F.ILR.E. Assistant Chief
Engineer of high-power Marconi stations in Honolulu and
San Francisco during construction and early operation.
Nine years with Bell Telephone Laboratories in charge of
radio receiver and special developments, including govern-
ment transmitter, receivers, secret systems, etc.

J. W. FINK: M.E. Specialist in audio frequency and loud
speaker development.

DoNALD O. FRIEND: Massachusetts Institute of Technology.

S. W. GILFILLAN: Stanford University.

VIRGIL M. GrRaHAM: LRE. AJILE.E. University of
Rochester.

LELAND H. HANSEN: LR.E. Designer of radio apparatus
since 1916. Formerly with American Marconi Company,
1911-1925. Active service U, 8. Signal Corps in France,

FRANK A. HINNERS: F.ILR.E. Pratt Institute. Associated
with radio development in all its phases since 1909. Among
earliest workers on quenched spark telegraphy in this
country. In charge transmitter design supplied U. S.
Government during war. Chief Engineer extensive over-
land radio telegraph system.

F. E. JoHNsTON: A.ILE.E. Long Beach, Cal.,, Polytechnic
and Sorbonne and Ecole Superieur de Electrique, Paris;
First Lieut. Radio Intelligence Section U. S. Signal Corps.
Croix de Guerre and U. S. Citation. Assistant Engineer in
charge construction of high-power station at Warsaw,
Poland. Engineer in charge of Riverhead, L. I., Trans-
atlantic Radio Station.

C. T. JounsToN: E.E. University of Iowa.

THOMAS S. LEoSER: LR.E. Lehigh University.

W. W. LinDpsAY, JR.: I.LR.E. Technical School, Hanover,
Germany. Post-graduate work, Columbia University.

R. E. MacDowEeLL: B.S. in M.E. and E.E.E. Electrical
experimental work, Radio Telephone Officers’ School,
U. S. Government. .

R. MACGREGOR: E.E. Provenside Acad. of Electrics, Glas-
gow, Scotland. Exp. work in British Navy, two years.

W. A. MAcDoNALD: I.R.E. University

Look for this trade-mark

Electro-Acoustical Sub-Committee of I.R.E. Standardiza-
tion Com. Member Bur. of Standards, Radio Advisory
Committee. Member Component Part Committee of Tech.
Sub-Committee, A.E.S.C. Sect.,, Committee on Radio.

BENJAMIN F. MIESSNER: ILR.E. Member American Soc. to
Advance Science. Purdue University. Authority on elec-
trical acoustics, Engaged in radio research since 1908.

JouN W. MILLION, JR.: A.B. University of Michigan.
Instructor, Mathematics and Physics, Des Moines Univer-
sity. Graduate in research, Washington University,
St. Louis, Mo. Graduate work, Columbia University.
Development work in vacuum tubes and radio reception in
Bell Telephone Laboratories, July, 1923, to Jan. 1, 1925.

WILLIAM J. MURDOCK: Designer and manufacturer of
radio apparatus since 1904,

J. N. NicroLrs: B.S. in E.E. First Imperial Light Science
School, Petrograd, Russia. Engineer Instructor, Russian
Imperial Army, and later French Air Service.

J. A. NEILsoN: Copenhagen Technical School, Denmark.
Research work in Danish Naval Radio Service.

BENJAMIN OLNEY: Electro-Acoustical Engineer. Specially
engaged in audio frequency amplification and speech re-
production research.

LAWRENCE S. PHILBRICK: Phillips Andover Academy,
Massachusetts Institute of Technology.

F. F. PRELAG: B.S. Vienna, Austria. Engaged in experi-
mental research work in radio in Europe and this country.

R. X. RETTENMEYER: M.S. B.S. in E.E. Formerly in the
Bell Telephone Laboratories in charge of work on high
quality carrier broadcast systems.

A.W. SAUNDERS: E.E. Formerly in Bell Telephone Labor-
atories in radio receiver development design, including
receivers used by U. 8. Coast Guard.

RoGER W. SEMONS: R.E. Assistant Instructor, Harvard
Radio School, 1917-22. Design Eng. of broadcast stations.

F. J. STRASSNER: B.S. in E.E. and E.E. Formerly with Bell
Telephone Laboratories. Engaged in transmission main-
tenance matters. District plant engineer for New York
Telephone Company for eight years.

HowaRrDp J. TyzzeErR: LR.E. Designer of radio receiving
apparatus since 1916.

LiNcOLN G. WaALsSH: M.E. AS.M.E. ALE.E. Stevens
Institute of Technology Research work in Bell Telephone
Laboratories. Chairman, Metropolitan Section, Inter-
collegiate Convention, A.S.M.E.

HAROLD A. WHEELER: B.S. in Physics,

of Paris. Lieut. Sig. Corps U. S. George Wa.shingtor.l University. Grad-
Army in France. Engineer in charge N LICENSED BY "o uate work in Physics, Johns Hopkins
development of airplane radio trans- w tpENDE TU“‘“S' 2 University. Engaged in special re-
mitter equipment Signal Corps U. S. S NT RADIO MANUFAC 8 search work with Neutrodyne appara-
Army (four years). Consulting Engi- ’g‘ £ tus since 1922.
neering Dept., Radio Corporation of e K] S. TRUBEE WOODHULL: BE.E. Uni-
America. 3 s APRILLLISZS APRILig joof = versity of Michigan. Formerly with
Ray H. MansonN: E.EE. LRE. AILEE. Z B Seh TOATs, NOS. 1450,095 4% /o 0 3 the American Marconi Company. De.
Member S.A.E. University of 9*‘1‘;\,“ 1533858 1.577,42) "'ee,e;’" signed transmitting apparatus for
Maine. Chairman Technical Com- s OTHER PATENTS PENDING __° % United States Navy and special ap-

mittee. Radio Sect., NNE.M.A. Com-

. . . . It is your protection against patent infringement
mittee on Communication. Chairman liability

paratus for operation in the trencheg
during the war,

The following fourteen manufacturers are the only ones ]{censed_to make Neutrodyne receivers and the protection of
distributors and dealers against patent infringement liability, maintained by the Hazeltine Corporation and Independent
Radio Manufacturers, Incorporated, applies to none other than Neutrodyne receivers.

THE AMRAD CORPORATION
Medford, Hillside, Mass.
F. A. D. ANDREA, Ing.
New York City
CARLOYD ELECTRIC & RADIO COMPANY

GAROD CORPORATION
Belleville, N. J.
GILFILLAN RADIO CORPORATION
Los Angeles, Cal.
HOWARD RADIO COMPANY, Inc.

STROMBERG-CARLSON TELEPHONE
MANUFACTURING COMPANY
Rochester, N. Y.

R, E. THOMPSON MANUFACTURING CoO.
Jersey City, N. J.

Newark, N. J. Chicago, Tll.
EAGLE RADIO COMPANY KING-HINNERS RADIO COMPANY, Inc. WARE RgnloY cglél_’OR.A_TIQN
Newark, N. J. Buffalo, N. Y. . New York City

J
FREED-EISEMANN RADIO CORPORATION
Brooklyn, N. Y.

HAZELTINE CORPORATION

(Sole owner of "Neutrodyne” patents and trade-narks)

WM. J. MURDOCK Cao.
Chelsea, Mass.

INDEPENDENT RADIO MANUFACTURERS, INCORPORATED

THE WORK-RITE MANUFACTURING CO.
Cleveland, Qhio

(Exclusjve licensee of Hazeltine Corporation)
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Mass Production

methods and tremendous purchasing power
brought to Amrad and applied to building
Neutrodynes a year ago by Powel Crosley Jr.
make available to the public a 5 tube Neu-
trodyne at $60.

In this 5-tube battery type Neutrodyne at $60
great engineering skill 1s manifest in the
splendid performance of the set. Cabinet and
trimmings are all any purchaser could ask—
beautifully finished and appointed. Recessed
dials behind windows and delicately adjusted
vernier controls are distinctive features

Model S-522

—and a light socket operated Neutrodyne at $150

This 1s Amrad’s crowning achievement. A power unit,
using a current direct from your light socket on wall or
from table lamp furnishes A, B and C current direct to
the 5-tube Neutrodyne pictured at the right. This power
unit is pictured directly behind the set.

No batteries—nothing to charge. An entirely new develop-
ment in power supply. Amazing Mershon Condensers con-
tribute to its great efhciency and compactness. TESTED
BY CONSTANT USE IN HOMES FOR OVER A
YEAR. Price of receiver $65. Price of power unit sep-
arately $85.

Add a Mershon Condenser to your B
eliminator for super-B current supply

ﬁ 30 MFD DUOTYPE
Eum. L“ L Illlﬂl_ll mmn il

Filtering out light socket current hum 1s ool
but part of the job. Eliminators must g&ehor e e
have STORAGE capacity to prevent mfds capacity

“chopping off” of loud or sustained xcn?dcshtot};?lfc'apaio
notes. The Mershon Condenser acts as 3, 3Be D,;i;:’&
a reservoir and STORES energy for 30 volts D. C. If
sudden heavy drains on plate current. repaired and neced
Does the work of expensive storage bat- }of pe thrown

~— | AMRAD - tery electrically rather than chemically.

&200R0 riLisioe W " B eliminator connected with this con-

N W *J denser gives the excellent tone reproduc- $ 8
' tion of fresh B batteries.

v

Cone Table

for table models
S-522 and AC-5
with Crosley
Musicone Built
in. Ample room
for batteries or
power unit, $32

Model

i

Model
AC:S.C

Light Socket Operated
5 Tube Console

A beautiful cabinet in two-tone
finished mahogany. Stands 40
inches high. Genuine Crosley
Musicone built-in.  Equipped
with 5 tube battery type set
$110——w1th lamp socket set and
power unit $200.

7/’/7‘/”///,{”,‘?” YA R
AMRAD CORPORATION NEUTRODYNE e |
| 4 Ny B » Z
Medford Hillside, Mass. HaroLp J. Power, Pres. | /,/ ey e ,fff
Write Dept. 7L6 for descriptive literature >
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verywhere the demand 1s increasing!
FADA HARMONATED RECEPTION

has made Radio history

OR years Fada Radio Engineers worked on this problem of
Fimproved radio reception and reproduction. They had a defi-
niteaim. Tosatisfy the demands of the more exacting radio public.
They christened their achievement "Fada Harmonated Reception’

The steel covering of the chassis completely and individually
protects each and every “‘stage”. It eliminates interference. The
weak sigual s broug/at up to sturdiness at the cone speaker.

THE Fada Cone Speaker has made possible absolute co-ordination between
receiver and speaker. Every sound is reproduced with a clearness and accu-
racy hitherto undreamed of.

Fada Harmonated Reception is beyond.a doubt the supreme radio achievement
of the year. The immediate nation-wide response proves the fact.

To Dealers: If you are looking beyond the immediate—to an established posi-
tion in the Radio field —if you are anxious to capitalize on the permanent
public demand for Fada Harmonated Reception, write or wire us at once.

F. A. D. ANDREA, INC.

1581 Jerome Avenue New York

Manufacturers of TUNED RADIO FREQUENCY RECEIVERS
using the highly efficient NEUTRODYNE principle.

T\ iy

Fada 8, Table Type—loop op-

ing. Four stages of radio fre-
quency — $300. Fada Cone
Speaker, Table Type—$35.

Fada Neutrodyne Receivers —
table and furniture models—5,
6 and 8 tubes — rauging from
$85 10 $400. Fada ConeSpeaker,

Type, $50.

erated—loop nests in cabinet
cover. Total individual shield-

Table Type, $35—Pedestal Floor

Q

6
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ELECTRICALLY RECORDED
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Vladimir Shavitch Praises
the Columbia Viva-tonal

Conductor of the Syracuse Symphony Orchestra
Pays High Tribute to Viva-tonal Phonograph
and New Recording Method

The Columbia Phonograph Co.,, New York,
has received many expressions of endorsement
of the Viva-tonal line of Columbia phono-

Vladimir

Shavitch and Viva-tonal
graphs from personages high in. the music
world and the receipt of such tributes is
naturally a source of gratification to the of-
ficials of the company. The following letter
was recently received by E. W. Guttenberger,
manager of the wholesale division of the com-
pany, from Vladimir Shavitch, conductor of the
Syracuse Symphony Orchestra and formerly
conductor of the London Symphony Orches-
tra. Tt reads:

“T take pleasure in adding my endorsement
to your really remarkable new instrument, the
Viva-tonal Columbia.

“The performance of this instrument is very
satisfying, the balance between treble and bass
being maintained to an exceptional degree.

“Listening to your London Symphony Or-
chestra records 1 was especially impressed by
the merit of your new method of recording.”

The accompanying photograph shows Mr.
Shavitch standing by the Viva-tonal phono-
graph he recently purchased from the Clark
Music Co., Syracuse, N. Y.

Sonochorde Con_e Loud
Speaker Is Improved

CHELSEA, Mass,,
Mfg. Co., of this city, maker of the Sonochorde
cone loud speaker, has announced that it is now

December 6.—The Boudette

OWEST 32nd. ST, NEW YORK CITY

using a new unit in its cone which will take
greatly increased power. The distinctive appear-
ance of the Sonochorde cone is not changed in
the least, the only change being in the unit it-
self. The new unit is produced to take care of
the increased power used in the newer radio
sets. Laboratory tests have proved that the
new unit will take a voltage far in excess of
that required by any of the standard radio sets
and will at the same time reproduce equally
well with the lesser-powered sets. The Boudette
Mfg. Co. makes its own unit.

Puccini Utilized Records of
Chinese Music in “Turandot”

The phonograph plays a rather paradoxically
silent, though important part in Puccini's last
opera, “Turandot” which was presented with
such tremendous success at the Metropolitan
Opera House, New York, recently. Some time
before his death in 1924, Giacomo Puccini, in
a letter to Gatti-Cassazza, asked that records
of any Chinese music which might be obtain-
able in this country be forwarded to him in
Ttaly.

After an exhaustive and careful search Gatti-
Cassazza was successful in securing records
which he thought would be of value and
despatched several of them to Italy. From this
material Puccini fashioned part of the inci-
dental music to his score and is believed to
have made other adaptations from the discs in
the opera’s recitatives and arias.

It is interesting in this connection to note
that Respighi in his “Pines of Rome” suite
incorporated the playing of a phonograph record
of a nightingale’s song, which was referred to
in The Talking Machine World at the time it
was introduced in New York.

Store Door Radio Playing
Not Detrimental to Health

Charges brought against two radio dealers
situated in lower New York, stating that by
playing instruments in front of their stores they
worked a detriment to health and were nerve-
racking, were dismissed by Magistrate C. W.
Simpson, who listened to a five-minute demon-
stration in court of the radio receiver in ques-
tion. The magistrate, who stated that he quali-
fied as a musician and was acquainted with
those things which go toward proficiency in
music, said: “I believe that the sounds 1 have
heard from this radio set are harmonious. They
certainly do not endanger life nor are they det-
rimental to health. This defendant is engaged
in business to earn a livelihood. He is located
in a noisy street and no act of his has heen
proved in this court to show me that he has
done anything dangerous to the life or health
of the community. I herewith discharge him.”

’

Udell Line of Cabinets Has
Wide and Varied Range

This Season’s Models Include, in Addition to
Mahogany and Walnut Finishes, Various
Colors of Enamel Finishes—New Catalog

Inpranaporis, INp, December 4—One of thc
outstanding features of the Udell line of radio
and music roll cabinets, manufactured by the
Udell Works of this
city, aside from the
high quality of the
product, is the wide
range of siZes,
finishes, designs and
prices which are in-
cluded in the com-
plete line. This sea-
son's new maodels
include not only the

Udell Console popular mahogany
and walnut finishes, but also various colors of
enamel finishes in hand-painted effects.

Officials of the Udell organization antici-
pated the heavy demand for quality cabinets
that is being felt this season and to the end
of being in a position to fill this demand, built

Udell Highboy Cabinets
up a large stock of cabinets during the Sum-

mer months and have the factory working
overtime at present so that the company is in
splendid shape to fill orders promptly for the
Udell dealers throughout the United States.

In order that dealers can be in a position
to take care of the coming holiday trade, the
Udell Works recently issued a new catalog,
No. 85, giving a complete description of the
full Udell line with profuse illustrations.

Distributor Adds to Line

E. M. Wilson & Son, 11 Lafayette street,
Newark, N. J., one of the best-known Eastern
radio distributors, who have featured the Garod
line of receivers, were recently appointed by the
National Lamp Works of the General Electric
Co. as distributors of the “Banner Brand Na-
tional Mazda” lamps.

Rohr's Music Shop, of Forest Park, Ill., has
added the Radiola and Atwater Kent lines.
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Toledo Ra_d—i(_)-Show a Marked SIEess-—
Leading Lines Viewed by Crowds Daily

Wednesday Evenings at Greene Co.’s Store Devoted to Panatrope School for Salesmen—Insistent
Demand for Standard Products on the Part of the Public Eliminates “Gyp” Competition

ToLepo, O., December 8 —The trend of holiday
buying has made this a season of better phono-
graphs, radios and combinations. The “gyp”
dealer hasn’t a chance here this year. In fact
merchants, because of the insistent demand for
standard products, could not afford to consider
any but well-known merchandise. Sales of
combinations ranging from $500 to $1,200 are
numerous. And the average for phonographs
has risen from $150 to $350.

The Toledo Radio Show, which closed on De-
cember 4, was such a pronounced success that a
much larger and more elaborate exhibition is
already planned for next year. G. B. Boden-
hoff directed the show. National radio stars
contributed largely to the success of the expo-
sition. There were thirty-six exhibits.

Monday night, which was opening night, was
also J. W. Greene Co. night. The concern fur-
nished the music and provided the entertain-
ment for the evening. It also has one of the
most prominent and elaborate displays at the
show. Radio sales at the store are 50 per cent
greater and phonograph sales 20 per cent
larger than last year.

Ed. Hartman, service man of the J. W. Greene
Co., is at the Sparton factory studying service
methods.

In connection with the Panatrope school for
salesmen, which has a session every Wednesday
evening in the Greene Co.’s store, Mr. Zatorski,
of the Brunswick Co., Chicago, addressed the
group recently. He stopped here on his way
East where he will embark for South America.
Here Christmas orders embrace several Bruns-
wick combinations of the $1,100 type and a num
ber of $650 and $1,000 Orthophonics.

H. Hysteh has joined forces with the J. \W.

OFFICES

IN—
NEW YORK
BOSTON
CHICAGO
NEW ORLEANS

Go.

Greene Co., and Miss Helen Fogel is now in
charge of the advertising department.

The Lion Store Music Rooms are selling a
large number of records through a booth setting
close to the elevators. Under the general title,
“Hits of the Season,” a dozen or more discs
are named in high colors on- individual cir-
cular cards. Manager Lawson S. Talbert re-
ported that it is remarkable how people re-
spond to suggestions of this nature. It is
planned to change the display as new hits are
brought out. Thirteen girls are now engaged
here in serving record buyers. In order to keep
record sales from becoming top heavy a pre-
mium is paid each day to the girl having the
greatest unit sales and for the largest number
of sales embracing one or more better records.
Every day the assortment of good music is
changed. The suggestion—a package of records
makes an excellent Christmas gift—is hung in
demonstration booths and at the service
counter, Gladys Snyder is a new member of
the staff.

The Goosman Piano Co. has opened a radio
department which i1s in charge of Arthur Mec-
Phillips. The Grebe line is the principal
assortment of sets dealt in. Columbia Viva-
tonal models are difficult to get in full assort-
ments, Fred N. Goosman stated. Several indus-
trial companies are placing the machines in
their welfare departments. G. V. Leonard is a
new member of the sales staff.

The Whitney-Blaine-Wildermuth Co. has
moved into its fine new home at Adams & Erie
streets, where it now has double the former
floor space. The main floor is devoted to
records, phonographs and small goods. The
second floor is given over to pianos. The third
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floor has the radio department. Mohawk and
A. C. Dayton outfits are new items of radio
products. These, with Zenith and Atwater
Kent, round out the line.

Grinnell Bros. coupled their efforts to the
1adio show, giving prominence to Garod, At
water Kent, Freed-Eisemann and Zenith out
fits. Also the Kellogg radio line was added
recently.

O. V. Schaeffer has been made manager of the
phonograph and radio departments of the J. W
Rowlands Co., Lima, O. He was, for some

~time, with the Lion Store Victor section. Vic
tor and Brunswick machines, Atwater Kent and
Thompson radios are dealt in by the house.

Speaker in Growing Demand

Berzwoop, Pa., December 6—The Music Master
Corp., of this city, under the capable manage-
ment of David S. Ludlum, trustee, reports good
business this Fall on the Music Master loud
speaker. Mr. Ludium believed that there was
a good market for this product and accordingly
he featured it. Advertisements were addressed
to the trade and general public and the result
was the recreation of a decided demand for the
Music Master horn.

Markets “A” Autopower

SwissvaLE, Pa., December 6.—The Woesting-
house Union Battery Co., of this city, has recently
placed upon the market its newest product,
known as the “A’” autopower. It is produced
in four models, both 4 and 6 volt, and 25 and 60
cycle. The unit consists of a special design
rubber-cased storage battery to which is per-
manently attached a trickle charge rectifier
When plugged into the light socket it is ready
for operation.

The Harmony Talking Machine Shop, Inc
Brooklyn, N. Y., has made an assignment to
Max Klein, New York.

HE MASTER.

CRAFT trade-

mark on a
Phonograph or
Radio Console
stands for the high-
est possible quality.
Every Wolf product
is virtually a mas-
terpiece of skilled
master craftsmen.
That’'s  why the
MASTERCRAFT
trademark assures
a quality product
through and
through.

Tve WOLF MANUFACTURING [INDUSTRIES~ Quincylil.

Sy 5 ’ s
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Ihe New Reproducing

onor

CLEAR AS A BELL

The tremendous success of the

new ;,'i'e'pr'oducing phonograph

is- due in a large measure to
the desire created by the radio
for more good dance music.

The 'before Christmas
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purchaser of radio will be the
“after holiday” buyer of phono-
oraphs. Plan on phonograph

efforts and profits now for a well

balanced business.
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Kansas City Distributors Kept on the
Jump to Keep Dealers Stocked With Models

High Priced Instruments Have the Call, Report Dealers, and Make Up for Lack of Unit Sales—
Entire Trade Carrying on Drives to Make This a Profitable Business Season

Kansas City, Mo., December 7.— With the
approach of the holiday season activity in
talking machines throughout the retail trade in
Kansas City is showing a decided impetus. It
has been a peculiar feature of the Fall buying
in talking machine lines that, although volume
has not been equal to expectations, yet high-
priced machines have sold without difficulty.

With the year 1926 almost ended, the dealers
are looking back over the year as a whole and
are agreed that this has been an unusually good

year, with sales from 15 to 50 per cent ahead of

last year. All are optimistic about the pros-
pects for the phonograph business during 1927,

The distributors are only worried about
getting enough machines to keep their dealers
reasonably supplied, and all are finding orders
and reorders coming in faster than they can
fill them. Sales of records have been uniformly
good throughout the city.

Miss J. M. Poynter, head of the Jones Store
phonograph department, reports that they are
making plans for the biggest Christmas season
in many years. Miss Poynter says that they
have been more than pleased with the recep-
tion accorded to the new Edison, which they
have had in stock for several weeks now. The
public interest in this new product of the Edi-
son company is resulting in a good volume of
sales, and the new records also are moving
briskly. The new Sonora is now in stock at
Jones’, the only dealer in town carrying this
line, and Miss Poynter says that it is finding
approval with the public also.

W. R. MacDonald, manager of the Edison
Phonograph Distributing Co. here, reports that
the new Edison models have met with enthu-
siastic response in all parts of the territory
and that orders are keeping them overwhelmed.
Having waited for the phonographs and ex-
pected much of them, the dealers are reporting
the instruments far better even than their ex-
pectations had pictured them.

T. H. Condon, manager of the phonograph
department of the local branch of the Bruns-
wick Co. here, has returned from a trip
through part of the territory and he reports
that it has never been in better condition for

immediate sales. The volume of sales for the
branch here has been showing a continued in-
crease throughout the Fall, according to Ar.
Condon, and now with Christmas almost here
there has been a decided increase in interest.

The P R 148-C model combination Pana-
trope and Radiola, priced at $1,200, has been
moving exceptionally well, while the P-11 model
has been very popular, and all the mechanical
models are receiving the greatest favor with
the public. Portables are holding up to a
steady demand.

Ray Miller’'s Brunswick Orchestra has been
playing some special engagements in southern
Kansas and Oklahoma, and the Brunswick deal-
ers have taken advantage of these appearances
to do some special advertising, which has re-
sulted in increased record sales.

The Columbia wholesale office is “snowed
under,” according to W. B. Ockenden, manager
of the local branch. However, they are making
deliveries in sufficient quantities to keep the
dealers in stock, and expect the Christmas busi-
ness to be phenomenal. Walter Beckert,
mechanical expert from the Columbia Co. at
Bridgeport, was in Kansas City for several days
about the first of December. Mr. Beckert is
returning from a tour of all the company
branches throughout the country and finds that
business conditions with Columbia dealers .are
very satisfactory.

Victor Loud Speaker Poster

The Victor Talking Machine Co. has sent

to its dealers an attractive window display
poster featuring the Victor Lumiere loud
speaker. The poster is printed in deep, rich

colors and shows the loud speaker standing
in the center of a mantel over an open fire-
place, flanked on each side by candlesticks.
The lower part of the poster is given over to
a listing of the capabilities of the speaker. It
is very effective advertising.

Starr Christmas Literature

Ricamonp, Inp., December 8—The Starr Piano
Co. recently sent to its dealers new Christmas
literature printed in the vivid colors traditional
of Christmas and devoted to illustrations and
descriptions of the line of Gennett phonographs,
both the regular lines and portables, and Starr
pianos.

Installation Instructions

A new handbook has been issued by the
Bureau of Standards as part of the national
code which contains safety rules regarding radio
installations. It contains suggestions for the
installation of radio receiving equipment. The
handbook is known as No. 9 and may be ob-
tained from the Superintendent of Documents,
Government Printing Office, Washington, D. C,,
for ten cents.

RCA Super-Heterodyne
Used in Queen’s Private Car

Unique Installation Made by Radio Corp. in
Private Car of Train Which Carried Rou-
manian Queen Across the Country

A unique radio installation was made by the
Radio Corp. of America in a section of the
drawing room in the private car which carried
Queen Marie of Roumania and her entourage
across the continent. It consisted of a Radiola
Super-Heterodyne Model 28 and a Model 100
cone type loud speaker. It is illustrated here-
with. Because of the peculiar conditions under

The Toman

] Retail Prices
Nickel Plated $7.50
Gold Plated $10.00

Write for trade discounts.

Sample on approval (5 days) to any
responsible dealer.

Will sell itself on quality and vol-
ume of tone. We challenge com-
parison.

Wonderful, deep, rich, mellow and
powerful tone.

Surpassed by none.
Send for sample NOW !

Manufactured by

E. Toman & Co.

2621 West 21st Place
CHICAGO, ILL.

Reproducer

Sales Distributor

Wondertone Phonograph Co.

216 No. Michigan Ave., Chicago, Il
Cable Address—‘‘Wondertone Chicago.”
Cable Codes—Western Union—A.B.C. (5th Edition).

Radiola in Queen Marie’s Private Car
which this receiver had to operate, the regular
loop antenna was dispensed with and a special
antenna running along the top of the car was
erected in its place. The receiver was ground-
ed to a nearby radiator. Arrangements were
made with RCA distributors to thoroughly in-
spect and adjust the equipment at every impor-
tant key city stop.

Galveston Piano Co. Moves

GaLveston, Tex., December 3.-—The Galveston
Piano Co. recently celebrated the opening of
its new quarters, at 2015 Market street, with
a formal reception to the public. The talking
machine and small goods sections of the store
are conveniently arranged and the stock of
instruments has been materially increased.

Boy Scout Band Popular

The Springfield Boy Scout Band, which a
short time ago made its first recording for the
Brunswick Co., is in vaudeville, playing to
packed houses at Loew’s State Theatre, Chi-
cago, Ill. The records made by these youthful
artists are proving popular.

Stowers Music Co, of Key West, Fla.,, which
handles the Orthophonic Victor line, is doing an
excellent business and reports growing sales.
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the balance-sheet show?!

A RE you just getting by, or are you In
the red figure class? 1In either case
Shamrock invites your inquiry because
most Shamrock Dealers are in the other
class—they make money!

They have every reason to. Shamrock i1s
an attractive set that has eye-compelling
features. It's selective and sensitive with
a perfected one-dial control—has volume
and tonal qua11t1es quite out of the ordi-
nary and it’s priced reasonably. When it
is sold it srays sold!

When a set possesses all of those features
sales are bound to result—it sells on merit

196 Waverly Avenue

S Al ‘.:'-\'_-':'-"‘v';"iﬁ.'a'.z‘“.'-"_'.'—..-.r""'.\'}‘.‘r‘.‘-l\

alone. Coupled with the aggressive Sham-
rock advertising policy it is only reasonable
to expect Dealers to show profits. And
they do!

Write in for details if you would like to
join the happy throng.

( R.A D1 O S ET S )

SHAMROCK RADIO COMPANY

Pioneers in Building Perfected One Dial Sets

SHAMROCK

Newark, N. J.

71



72 THE TALKING MACHINE WORLD

Decemser 15, 1926

Newi Sties Phonosraphell ceomi o
terest Among Dealers in Cleveland Field

Four Million Dollars in Christmas Club Savings Released by Banks Expected to Have Marked
Effect on Pre-Holiday Sales—Dealers Optimistic—A. G: Kemp in New Post—Other Activities

Creveranp, O., December 7.—It is the general
consensus of the trade that business will be
good for Christmas; the banks released four
million dollars in cash to depositors in Christ-
mas Savings Clubs on December 1. Up until
that time the demand for the smaller phono-
graphs had been very light, but sales on the ex-
pensive models were very good. The release of
the above-mentioned money and employment of
several thousand men made itself manifest
by a decided pick-up in sales.

New Starr Phonographs Arrive

The new line of Starr phonographs was re-
ceived at the Cleveland branch around the first
of the month and created much interest among
the dealers. A number of the trade from out
of town visited Cleveland for the express pur-
pose of seeing and hearing the new machines
and they were well pleased with them. The
Cleveland branch remodeled the first floor of
its building on Huron Road and now has one
of the most attractive display rooms in the
entire city.

Doubles Force for Holiday Rush

The Cleveland Talking Machine Co., Victor
distributor, doubled its force in the shipping
room and order department December 1 in
order to take care of the enormous volume of
business coming through. The new Victor folder
in colors entitled “Xmas time is music time”
was used by the majority of dealers in mail
campaigns for Christmas business and is re-
ported to have pulled well. While the Victor
portable only imade its bow to the Cleveland
public less than a month ago, its sales have
steadily mounted and the trade is confident of a
big demand for it over the holidays.

Puts Panatropes in Theatre

The Buescher Music Co., Euclid avenue near
East 105th street, supplied two Panatropes for
use in Keith’s Theatre the week of December 6.
Harry Snodgrass, known as “King of the Ivo-
ries,” used one in his act and the other was used
for demonstration purposes in the lobby.

Advertising the Columbia Viva-tonal

Columbia dealers in Cleveland and suburbs
have done a great deal of advertising of both
the new Viva-tonal machines and Columbia rec-

ords in suburban papers. They also tied up well
with the full-page ads run by the Columbia Co.
in the large dailies. The Ponce Sisters, Colum-
bia artists, were held over an extra week upon
request. Another artist appearing here was
Ethel Waters. The trade tied up with their ap-
pearance and cashed in well. R. J. Mueller, dis-
trict manager of the Columbia Co., reports that
the holiday business at all branches served from
Cleveland gives every indication of being ex-
ceptionally good.

Arthur G. Kemp With Brunswick Branch

The Cleveland branch of the Brunswick Co.
appointed Arthur G. Kemp representative for
the Cleveland section, to take the place of Mr.
Hemmingway, resigned. The latter became as-
sociated with his father in business in New
York.

Both the Panatrope and mechanical models
are moving and it is a problem to satisfy the
demands of the trade, as instruments are shipped
right out as soon as they arrive from the fac-
tory. The Vocalion line was taken on by Her-
man Wodicka during the month and he also
added a line of sheet music.

Latest Edison Models in Demand

The Phonograph Co., Edison distributor, has
been receiving reorders on the new Edison
models. The new twenty-four and forty-min-
ute records are also going over good, manager
Herschberger, of the company, reports. The
national advertising on this merchandise has
helped considerably in pepping up business.
The Phonograph Co., which is also distributor
of Federal radio receivers, has been unable to
keep up with orders. It also sells the Day-Fan
line, which is much in demand.

A-K Display Competition a Winner

The Atwater Kent window display contest for
dealers of Cleveland and northern Ohio towns
can be summed up in two words: very success-
ful. Complete details will appear in the Janu-
ary issue of The World.

George Worthington Co.

to Celebrate Centennial

The fact that the George Worthington Co.,
Fada distributor in Cleveland, O., will cele-
brate its centennial in 1927 was the subject of
congratulatory resolutions at a recent Fada
radio meeting in that city. It is stated that the
Worthington Co. is a $10,000,000 organization
engaged in the distribution of radio, electrical
specialties, hardware and ship chandlery. The
Fada meeting was attended by a large number
of dealers in that territory and was addressed
by officials of the George Worthington Co. and
R. M. Klein, general manager of F. A. D.
Andrea, Inc.

Victrolas for the Kiddies

The Victor Co. is making a drive to sell
the portable and small table model Victrolas to
children. To this end it has sent its dealers
a display poster reading, “The Gift That Keeps
on Giving—A Victrola for the kiddies’ very own
—Keeps the children happy and contented
while developing a love for good music. A
sturdy little instrument that children can

Instantaneously—Demonstrate Any Radio Set

With Only One Set of Batteries and
Aerial and Ground

Comparative demonstrations are the biggest factor
in radio sales today. You must demonstrate to
your prospect, but what will clinch a sale is a quick
change from the demonstration of one set to the set
right next to it. Equip every one of your demon-
strators with the Type B. P. Jones MULTI-PLUG
Socket, and from your master set of batteries, and
ground and aerial, lead your Jones MULTI-PLUG.
In just an instant you can hook up completely and
correctly any set you want.

Demonstration Means a Sale

Every time you demonstrate a set equipped with
the B. P. Jones MULTI-PLUG and make a sale it
means a MULTI-PLUG sale to you. It is unavoida-
ble. and a Jones Plug sale means later on no service
calls due to wrong connections or blown out tubes.

E ui[ your demonstrators with the Type B. P. Jones
MqU TI-PLUG. Write for full information today.

J
MULT!I‘:*i YLUG
THE STANDA @‘/éowwzcron
Trade Mark Registered U. S. Patent Office.

HOWARD B. JONES

618 S. Canal St. Chicago, lll.

Type B. P,
The socket wires lead from the
binding post of any set. The plug
wires lead to the A and B batteries
and ground and aerial wires. Seven
connections in one by the use of
one master plug.

! ,:q“‘uil'n;llmil gN
ML

operate. Plays all Victor records.” A folder
illustrating a window display featuring these
model Victrolas, together with advertisements
devoted to children's models, accompanied the
display.

An Interesting Booklet
Devoted to Mainsprings

“Points About Springs” is the title of an
interesting and admirably written booklet
which is being sent the talking machine trade
by J. Stead & Co., Ltd.,, Manor Works, Shef-
field, England, manufacturers of Vulcan main-
springs. The scope of this little volume may
be gleaned from the character of the subjects
discussed under seventeen points, as follows:
“Changes of Temperature”; “Temper”; “Test-
ing”; “Full Details”; “Breakage in Stock”;
“Perfection”; “Choosing the Correct Spring”:
“Edges”; ‘“Motors”; *“Again— Temper”;
“Length”; “Knocking”; “Our Dealers’ List”;
“Using the Tested Mainspring”; *“Hubs”;
“Acids”; “Oils and Greases.”

Nothing apparently has been left unsaid that
will convey to the dealer, jobber or manufac-
turer using or handling mainsprings the fullest
knowledge of their importance to the perfection
of the gramophone or talking machine. The
booklet is nicely printed in two colors, well
illustrated and enclosed in a striking cover in
red. It is a necessary little volume for the
use of the dealer because of its information
and general scope.

Gimbel Music Dept. Moves

“The new ground floor music department of

Gimbel Bros. was opened last month at 122
West Thirty-second street, opposite the firm’s
department store. The new quarters house
the music section, which was maintained
formerly on the eighth floor of the department
store, and a passageway leads from the new
section to the store proper under the street
level. About 29,000 square feet of space is
given over to the music department, M. Max,
manager, states. The same lines of talking
machines, pianos and other instruments are
carried as heretofore.

Comparison Concert in Store

Searrie, \WasH., December 3.—The Bush &
Lane Piano Co. recently arranged a comparison
concert in the store, when Jackie Souders and
His Orchestra, Columbia artists, played the
selections they have recorded for the Columbia
catalog and the records were then played on
the Viva-tonal phonograph. Sales of records
by these artists increased as a result.
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SENSITIVE

as the &éar drum
ye,”Rugged as Stecl/

That’s the remarkable fact about Octaconre
—it combines delicacy and strength to an
amazing degree.

| {1
T—

Listen to it. Note how the highest treble
and the lowest base notes flow forth clear
as crystal, limpid, pure. Watch for a full-
ness of tone that comes only from repro-
duction of a// the overtones.

Then test its strength. Drop it from your ex-
tended arm if you will — Octacone will not be
injured in the least! It will stand the hardest
wear and give satisfaction to your customers.
That means preftige to you. The beautiful
bronze finish will harmonize well with the fur-
nishings of every home. Investigate Octacone—

Slightlybigher
West of the

Rockies

Pausin Engineering Company
727 Frelinghuysen Avenue Newark, N. J.

Licensed under Frank E. Miller

Patent numbers—1,190,787
1,294,137 1,220,669

Other patents pending
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Complete List
of

Distributors

WALTER S. GRAY COMPANY
926 Midway Place, Los Angeles, Calif.

WALTER S. GRAY COMPANY
1054 Mission St., San Francisco, Calif.

PHONOLA CO., LTD., OF CANADA
Elmira, Ont., Canada

JAMES K. POLK, INC.
181 Whitehall St., Atlanta, Ga.

CONSOLIDATED TALKING MA-
CHINE COMPANY
227 W. Washington St., Chicago, Il

JUNIUS HART PIANO HOUSE, LTD.
123 Carondelet St., New Orleans, La.

FRANK R. WITMAN PHONOGRAPH
SUPPLY COMPANY
Putnam, Conn.

CONSOLIDATED TALKING MA-
CHINE COMPANY
2957 Gratiot Ave., Detroit, Mich.

CONSOLIDATED TALKING MA-
CHINE COMPANY
1424 Washington Ave. So,,
Minneapolis, Minn.

THE ARTOPHONE CORPORATION
1624 Pine St., St. Louis, Mo.

IROQUOIS SALES CORPORATION
210 Franklin St., Buffalo, N. Y.

OKEH PHONOGRAPH CORP.,
(New York Distributing Division)
15 W. 18th St., New York City

STERLING ROLL AND RECORD
COMPANY
137 W. 4th St., Cincinnati, Ohio

IDEAL PHONO-PARTS CO.
1231 Superior Ave., Cleveland, Ohio

L. D. HEATER
46914 Washington St., Portland, Ore.

EVERYBODY’S TALKING MACHINE
COMPANY
810 Arch St., Philadelphia, Pa.

JAMES K. POLK, INC.
1315 Young St., Dallas, Texas

JAMES K. POLK, INC.
811 West Broad St., Richmond, Va.

Census of Distribution Is
Planned by Government

Director of Census W. M. Steuart Declares Such
a Survey Is Essential in Analyzing General
Conditions in the Music Industry

WasHiNGToN, D. C., December 6.—A census
of distribution, which would cover sales of
musical instruments, similar to the biennial
census of manufacturers now carried on, is
recommended by Director of the Census W.
M. Steuart in his annual report for the fiscal
year ended June 30, last, just made public.

It is pointed out by the director that there
are probably over 1,000,000 independent enter-
prises engaged in distribution, many of which
distribute their products direct to the consumer.
“Under these circumstances,” it is declared, “a
census of distribution is essential to a proper
analysis and understanding of the manufac-
tures data and to a definite knowledge con-
cerning the number and importance of
independent enterprises engaged in the two
main branches of our industrial and commercial
development.”

Sacramento Music Trade
and Radio Ass’'n Meets

How to Get More Business the Broad Subject
Discussed at Monthly Meeting—Piano and
Radio Men Offer Their Views

SacrRAMENTO, CAL., December 4.—At a recent
meeting of the Sacramento Music & Radio
Trades Association attended by nearly 100
piano, music and radio dealers and department
managers, discussion was devoted to the im-
portant question of “How to get more business”
in all the lines handled by association mem-
bers.

Ellas Marx, of the Ellas Marx Music Co.,
president of the association, presided, and
among the visitors was Shirley Walker, presi-
dent of the Northern California Music Trades
Association, who made an inspiring address.
Other local speakers were Curtis T. Larson, of
the Ellas Marx Co.; Henry Wolfe, Sherman,
Clay & Co.; J. C. Hobrecht, Cosby Hoops, and
several others.

Melvin Delyons, vice-president of Ernest
Ingold, Inc., devoted himself to the question of
making radio business profitable and declared
that the greatest drawback was in the manner
in which dealers handled their service. He held
that the free service was unnecessary and un-
economic and served to wipe out any profits
that the dealer might realize from his regular
sale. 85 per cent of all service calls, he de-
clared, had been proved by careful survey to be
the result of carelessness or ignorance on the
part of the purchaser for which the dealer was
not in any way responsible. If service of this
sort was charged for, he declared, the saving to
the dealer would be very real

The evening as a whole proved a most
profitable one and following the various talks
an interesting entertainment was offered to the
members.

Samuel Stephens Plans
to Move Music Business

ConsHOHOCKEN, Pa, December 8 — Samuel
Stephens, who has conducted a music store at
the corner of Elm and Fayette streets since
1916, has disposed of the store property at this
address and has announced his Intention of
moving the business to his establishment at 217
West Main street, Norristown. The local music
store will be continued until final settlement
of the building has been reached. Mr. Stephens
leased the property he has been occupying when
he first opened the store but bought the build-
ing about four yvears ago.

F. Clifiord Estey With Noted

Firm of Investment Bankers

Wide Experience in all Branches of Radio In-
dustry Makes His Services Valuable as Mer-
chandising Counsel

F. Clifford Estey, one of the most popular
and experienced sales executives in the radio
industry, is now associated with a prominent
New York firm of investment bankers at 120
Broadway. Mr. Estey is well known through-

F. Clifford Estey

out the radio field and has to his credit many
years of successful merchandising experience as
a sales and advertising manager for several
radio manufacturers. In addition, Mr. Estey is
also one of the first radio amateurs, and is a
member of the Radio Club of America and the
Institute of Radio Engineers. The experience
he has had in the industry makes his services
as merchandising counsel especially valuable to
his associates, who conduct an investment
banking business and have varied radio inter-
est. An announcement of interest to the trade
will be issued from Mr. Estey's office shortly.
Associated with him are Philip Boyer, Harold
E. Keays and Ralph A. Clark, the latter being
well known in radio engineering circles.

Dealers Add Eckharmonic

PHILADELPHIA, PA., December 8 —The Eckhardt
Corp., maker of the Eckharmonic radio receiv-
ing set, has found a very receptive market for
the new product. Walter L. Eckhardt, presi-
dent of the corporation, is proceeding in a con-
servative manner toward building up the dis-
tribution of these sets through representative
dealers in various localities. Mr. Eckhardt re-
ports that requests for the Eckharmonic line
have been received from dealers and distribu-
tors in every section of the country and that
during the past month approximately thirty rep-
resentative dealers were appointed. Although
Mr. Eckhardt has studiously refrained from
claiming remarkable distance with the Eckhar-
monic and has merchandised it solely upon its
individual tone value and appearance, it is in-
teresting to note that in a number of dealers’
warerooms the Eckharmonic outdistanced the
sets that the dealers already carried, creating
interest through performance.

W. F. G. Steele in New Post

W. F. G. Steele has been appointed metro-
politan retail sales manager of the Aeolian Co.
Mr. Steele has been connected with the Aus-
tralian branch of the company for twenty-two
vears and for the past several years has been
assistant general sales manager of Aeolian ac-
tivities in the Antipodes.
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Interesting Talks Featured Great Get-
Together Meeting Held in Los Angeles

More Than Three Hundred and Fifty Dealers, Salesmen. Wholesalers’ and Manufacturers’ Rep-
resentatives and Broadcasters Present—How the Birkel Co. Builds Sales—Other News

Los AxGeLes, CaL, December 6.—Over three
hundred and fifty radio dealers, salesmen, job-
bers, jobbers’ salesmen, manufacturers’ agents,
manufacturers and broadcasters attended a
great get-together meeting at the Elk’s Club
ballroom in mid-November. Interesting talks
were delivered and the entertainment, which
was of a very excellent nature, was supplied
by Naylor Rogers, manager of KNX, and con-
sisted of the leading stars and entertainers
from the station and the Radio Trades Asso-
ciation Concert Orchestra.

Earle C. Anthony spoke earnestly about the
wished-for legislation at Washington, declaring
that, unless some laws regulating the air are
placed on the statute books, radio reception
would become chaotic and the industry will be
ruined for broadcasters and dealers alike. Guy
C. Earl said that his newspaper and others were
bending every effort to induce Congress and
Senate to pass suitable radio bills. President
Hartley also addressed the members on the
same subject.

W. G. Bailey, window display manager of the
Southern California Music Co., had prepared a
special radio display which was on view on one
side of the hall and showed dealers how win-
dows in their stores could be dressed.

“Constant publicity stunts and attractive sales
ideas are bringing good returns,” said George
H. Nicholson, manager of the radio and talking
machine department of the Birkel Music Co.

During the recent Grand Opera Season in
Los Angeles the large display window on
Broadway devoted to this department was
beautifully decorated as a scene from one of
the operas. In this attractive window four half-
size wax models of Victor artists held sway,
and Victor talking machines and records were
handsomely displayed. Records of the opera
then playing were constantly’ played at the
door.

Recently the Palace Broadway Theatre closed
a five-week showing of The Volga Boatman, and
movie patrons were surprised to learn that the
musical prelude furnished through the courtesy
of the Birkel Music Co. was not a large vocal
chorus, but in reality a Brunswick Panatrope
and four 104 speakers placed advantageously
throughout the theatre.

Mention was made in the Screen Trailer that

the Musical Prelude was furnished through the
courtesy of the Birkel Music Co., and the pro-
gram carried an attractive advertisement calling
attention to Brunswick Panatropes and records.
Machines and records were sold as a direct re-
sult of this showing.

The latest business-getter for this wide-awake
department consists of a Victor Tuscany placed
in the record department. Attached to this by
concealed wires is a 104 speaker, which is lo-
cated at the front door. Conveniently placed at
Mr. Nicholson’s elbow is a microphone, which
is in turn connected with the Tuscany and 104
speaker. At regular intervals the crowd at the
front door is told of the new Orthophonic
records, the new Orthophonic Victrola and an
invitation to hear these records in the record
department is extended to all who are listening
The listening crowd is especially attentive
when they are advised of the records to be
played, and there is an opportunity to call at-
tention to the merchandise displayed in the
window. Both record and Orthophonic sales
have been benefited by this advertising.

Victor Model Creates Sensation

The new Auditorium model with power
amplifier through the Orthophonic horn has
created a sensation in Southern California. It
was used at the Venice Auditorium, where it
was listened to by at least two hundred thou-
sand persons and was also on exhibit at Bul-
lock's Department Store Music Rooms. Sent
to San Diego it was again heard at the Balboa
Park in that city. It is now in San Francisco
and will be used in connection with the San
Francisco Symphony Orchestra and will occupy
a separate place on the Symphony program, at
which time a talk will be given by Philip T.
Clay, president of Sherman, Clay & Co.

Brunswick Reports Big Sales

Howard L. Brown, southern California man-
ager of the Brunswick Co., reports extraordi-
nary sales volume in his territory, the demand
for the models 148-C and P-11, with the 104
loud speakers, being far beyond anything that
could have been anticipated. The local record
factory has just finished compiling a catalog of
Mexican records for Southern California dis-
tribution.

Announcement is made that the Martin Music
Co. and Richardson’s Inc. will both install full

lines of Brunswicks and Panatropes and Bruns-
wick records.
Trade-Ins Subject of Meeting

At the November general meeting of the
Music Trades Association of Southern Cali-
fornia, particularly interesting discussions took
place in regard to the exchanging of obsolete
models as trade-ins toward the payment of the
new Electrical Brunswick and Victor instru-
ments and Orthophonic models. A demonstra-
tion sale was given during the meeting and an
interesting talk was made by George L. Mos-
koviecs on the trade-in problem in the automn-
bile industry.

Federal Radio Corp Ready
to Meet Holiday Demands

Burraro, N. Y. Novembzsr 10—The Federal
Radio Corp. is bending every effort to fill the
volume of advance orders which has been com-
ing in from jobbers throughout the country.
It is expected that a sufficient number of Ortho-

L ORTHOSONCS 00

NEW ZEALAND

Ortho-sonics En Route to New Zealand

mas trade, for double shifts, working day and
night at the plant, are endeavoring to practi-
cally double the regular output.

Popularity of the Federal Ortho-sonic is
spreading not only nationally but international-
ly. The accompanying photograph illustrates
the carload of sets sent recently to New Zea-
land and which is now somewhere on the high
seas. This is the second large shipment to
Federal's New Zealand distributors, with
further orders already in preparation. Accord-
ing to A. P. Lawrence, export manager of the
Federal, New Zealand has shown even greater
progress in the adoption of modern conveni-
ences than has been made by most Australian
communities,

Ortho-sonic radio will now be distributed in
Saskatchewan and Alberta, Canada, by I. J.
Haug & Sons, Ltd., of Regina, who were re-
cently added to the list of foreign jobbers.

s

STYLE 21

Genuine  Mahog-
any or Walnut
only.

STYLE 21-B

Same with both
top panels hinged
to  accommodate
Radio Panel.

household unit.

STYLE 1

Gum  Mahogany,
Golden or Fumed
Oak.

These illustrations show several
of the many late models of
our line, which have been re-
designed, right up to the min-
ute, with especial reference to
the Radio-Phonograph Combina-
tion, destined to be the standard

Phonographs and
Radic Cabinets

T e s

STYLE 85—RADIO CONSOLE
Accepts Panels Up to 8x26 Inches.

Excel Phonograph Manufacturing Company

402-414 West Erie St., Chicago, lllinois

These instruments are produced
in all the popular finishes and
styles, including Uprights, Con-
soles and Wall Cabinets, and
our facilities enable us to make
prompt deliveries and most at-
tractive trade prices.
and price list mailed on request.

STYLE 17

Genuine  Mahog-
any or Walnut
Phonograph only

Catalog

STYLE 2
Gum Mahogany.
Golden or Fumed
Oak.
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l;. H.—_Schwab Made President
of Splitdorf Electrical Co.

Gives Interesting Talk on Policy of the Com-
pany—R. W. Porter Is General Sales Manager
—Plans Co-operation With Retailers

A policy of intensive development of the
radio branch of the business was announced
by the Splitdorf Electrical Co. following the
November meeting of the board of directors,

iy

E. H. Schwab at His Desk
at which E. H. Schwab was elected president
of the company, succeeding M. W. Bartlett,
who has retired from the business.

Mr. Schwab has been chairman of the Split-
dorf board since 1924 and will continue in that
capacity. He was formerly president of the

Robert W. Porter
Bethlehem Spark Plug Co., which united with
the Splitdorf interests two years ago, and is a
brother of Charles M. Schwab, chairman of the
Bethlehem Steel Corp., who is also a member
of the Splitdorf board.

Indicating the company's policy for the
future, Mr. Schwab made the following state-
ment at the company's offices in Newark, N. J.:

“As one of the oldest electrical concerns in
the country, the Splitdorf Electrical Co. was
naturally interested in radio from the begin-
ning and has played an active part in its
development. In addition to making our own
Splitdorf set, we are to-day manufacturing parts
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VAN VEEN SOUNDPROOF BOOTHS

are more necessary than ever before. You cannot demonstrate the wonderful volume and
beauty of tone of the improved talking machine and records without booths. The new in-
Meet it half way by adequate demonstration.

K=K

strument has unlimited possibilities.

VAN VEEN & COMPANY, Inc,,

for several other well-known sets. We believe
in the future of radio and we intend to share
in its further development to an increasing ex-
tent.

“Being one of the few companies manufac-
turing complete sets, from the raw materials
to the finished product, we are fortunately
placed with respect to radio, because we can
control our inventories, maintain uniformity in
production and be independent of outside sup-
ply of parts. We have the further important
advantage that during the off-season our com-
plete experimental, manufacturing and dis-
tributing facilities in the radio division can be
easily diverted to the home electric and auto-
motive demands of the business. I cannot say
more about our plans at the moment, except
that we intend to promote the radio end of
our business to the fullest extent.”

Confirmation of the announcement that radio
will take a position of first importance in the
affairs of the Splitdorf Co. was forthcoming
in the appointment of R. W. Porter, former
radio sales manager, as general sales manager.
He will direct the sales and advertising of all
branches of the business, including radio.

Mr. Porter is widely known as a sales execu-
tive in the field of musical instruments for
home entertainment and was previously asso-
ciated with the Columbia Phonograph Co., the
R. E. Thompson Manufacturing Co., and at
one time with the Winchester Repeating Arms
Co. In line with the company’s new program
of expansion, Mr. Porter will devote much of
his time to the co-operative work with retail
merchants.

Discuss 1927 Plans of
E. T. Cunningham, Inc.

District Sales Managers of Tube Manufacturer
Meet at Company’s Headquarters in New
York City—To Expand Dealer Service.

Aggressive sales and service plans for 1927
were discussed at a recent meeting of district
sales managers of E. T. Cunningham, Inc,
manufacturer of Cunningham tubes, at the com-
pany’s headquarters in New York. E. T. Cun-
ningham, president, and Herbert H. Frost, gen-
eral sales manager, laid before the meeting ex-
haustive details of the company’s merchandis-
ing activities during the new year. These in-
clude the expansion of dealer service and radio
tube merchandising facilities, and a new engi-
neering service for manufacturers was outlined.
An increase in advertising and in the com-
pany’s sales personnel was decided upon.

The Cunningham district managers present at
the meeting included M. F. Burns, New York;
C. R. King, Chicago; F. E. Harding, Cleveland;
F. H. Larrabee, Kansas City, and A. E. Rowe,
San Francisco.

Magnavox Radio Reception

Gets Some Good Publicity

The reception qualities of the Magnavox re-
ceiving set were emphasized in a letter recently
received by R. A. O’Connor, manager of foreign
sales of the Magnavox Co., Oakland, Cal, from
\W. H. Slater, of Rankin & Cherrill, importers
and jobbers of electrical and radio supplies,
Vancouver, B. C,, who wrote, in part:

“I am enclosing a newspaper clipping from
the Vancouver Daily Star, showing what we

Complete equipment for musical merchandise
dealers. rite for -details and catalogue.

313-315 East 31st Street, New York City

Japan’s Best!!

Gramophones,
Gramophone Needles
and Records

ALL SORTS OF MUSICAL
INSTRUMENTS

Write for catalogs and particulars

Nonaka Trading Co.

4-chome, Moto-machi - Yokohama, Japan

can do with a Magnavox set in Vancouver.
The Calcutta station I received on the loud
speaker, but the rest on head phones, namely:
2BL Sydney, 4QG Brisbane and 5CL Adelaide.
All stations came in very clear at times, but
the fading was bad, also static, etc. They men-
tion four Australian stations, but I only re-
ceived three, but had JOAK, Tokio, Japan, very
clear on the same morning.”

This is concrete evidence of the quality of
Magnavox radio sets.

Bell & Howell Camera Used
at 12,000 Feet Elevation
Photoplay Filmed in the Canadian Rockies

From Plane—Products Made by Bell &
Howell Co. Used by Most Professionals

High altitudes seem to hold little difficulty
for the users of Bell & Howell motion picture
cameras, for the accompanying illustration
shows a camera which was operated at an

Bell & Howell Camera Fastened to Plane
elevation of 12,000 feet in the Canadian Rockies
in the filming of a photoplay. With the camera
securely fastened to the wings, all of the close-
ups of the actors in the plane were taken while

in the air. In the foreground Lionel Barry-
more, who starred in the picture, is shown
enjoying the brisk mountain air and a cigarette
between scenes.

Ninety-five per cent of the professional mo-
tion picture cameras in use to-day are “Stand-
ard” cameras, made by the Bell & Howell Co,,
the prominent Chicago firm, which recently
turned its attention to the music-radio dealer
as an outlet for the Filmo, a motion picture
camera for home use in the taking of personal
“movies.”

8

PHONE LEXINGTON 9856-2163
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Selectivity
Distance
Volume
Tone

Foley Horn
Utah Unit

Guaranteed

Showers Brothers Com-
pany, the largest furni-
ture manufacturing or-
ganization in the world,
was established in 1868.
Showers’ gross sales on
furniture run over ten
million dollars a year.
This enormous business
has been built on out-
standing commercial
values and a fair sales
policy to dealers. Over
nine million dollars of

manufacturing assets back every
Showers’ Console Radio on your

floor.

Model 448. Top 17" x 32"
Height 40
WALNUT ONLY

This Year’s St;le
in Radio!

All Metal Shielded Construction.
6 Tubes. 1 Dial Control.

Deliveries—one or

carload at once

Exclusive Sales

Franchise

Wide Margin
of Profit

Prices

Amazingly Low

Dealers Make

More on Showers

You Can Make
More—NOW'! .

Take your agency for
radio from a manufac-
turer who 1s equipped
to produce A-1 mer-
chandise on a quantity
as well as a quality
basis. The fact that
Showers can ship you
one or a carload of con-
sole radios at once indi-
cates the enormous size
of our manufacturing
industry. The fact that
Showers produces on an
economic basis means a

wider margin of profit for the dealer,
with retail prices that more than meet

all competition.

Write or Wire Chicago Office Today
SHOWERS BROTHERS RADIO DIVISION

914 SOUTH MICHIGAN BOULEVARD —CHICAGO, ILLINOIS

Main Factories:—Bloomington, Indiana
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SATURDAY

EVENING
POST

readers own more radio sets
than the subscribers to any
other publication.

Demand

Horn Speaker

The
Distinct Musical Instrument

of Radio

No Mutilation of Tone

14inch mahogany wood bell. Cast
aluminum tone chamber, and the
Music MasTer reproducing unit.

~ « « an ideal

Christmas gift

/\ T~

The complete Music Mas-
TER Horn Speaker is packed
inindestructible cartonsand
with safety can be shipped
anywhere.

“Price

Complete $2 2

If your dealer cannot serve you,
order divect. Colored illustvation
seut free on request.

Do Not Accept a Substitute
fMusic Master Corporation

David S. Ludlum, Trustee
Betzwood, Pa. P. O. Port Kennedy

This advertisenment appeared in the
Saturday Evening Post, November 27th

Metropolitan Victor Dealers Plan Pub-
licity Drive in Behalf of Orthophonic

Association Adopts Motion to Appoint Committee of Dealers to Co-operate With Representatives
of Distributors to Carry Out Publicity Plan—Hear Interesting Talks

The adoption of a motion to appoint a com-
mittee of metropolitan Victor dealers to co-
operate with representatives of the New York
Victor distributors to devise ways and means
of securing publicity for the Orthophonie Vic-
trola in the metropolitan district was the
outstanding feature of the regular monthly
meeting of the Metropolitan Victor Dealers’
Association, held at the Cafe Boulevard on
Wednesday, November 17. The suggestion that
some such committee be appointed was first
made by Joseph H. Mayers, head of the In-
ternational Phonograph Co., and it was put in
the form of a motion by A. H. Mayers, pro-
prietor of the music stores operating under
his name. The motion was carried unanimously.
J. NewcomD Blackinan, president of the Blaek-
man Talking Machine Co., Victor distributor,
spoke in support of the plan and stated that
he, as head of his company, would afford
dealers the utmost of co-operation in bringing
the Victor line to the attention of every resi-
dent and visitor of the city of New York.
Others who took part in the discussion on this
motion were Charles Mason, of the New York
Talking Machine Co.; Paul Carlson, of Charles
H. Ditson & Co. and William Mayers, see-
retary of the Association.

Ralph Cron, Eastern district sales manager
of the Victor Talking Machine Co., was the
principal speaker of the day, and he discussed
the subject of “Quality Merchandising.” In
his talk Mr. Cron stated that while advertising
was a necessity in- bringing a product to the
attention of the public, it, in itself, was not
enough to make sales. He urged dealers to
make group demonstrations, either in their
stores or before assembled members of social
and civie assoeciations. He stated that the Vic-
tor Co. is following the demonstration route
by playing the Auditorium model Orthophonie
before thousands at all gathering places. He
touched on the new style of the Voice of the
Victor and said that it was, in a fashion, a
sales manual to be read and studied by the
dealer, and that in future issues it would con-
tain the experiences of Victor dealers from all
over the country.

Mr. Carlson seconded the vital necessity of
continuing the education of the public to the
desirability of the Orthophonic through demon-
strations. He also said that dealers and their
salesmen should thoroughly acquaint them
selves with the devices of the new instrument
such as automatie stops, etc., stating that many
a sale is lost through carelessness concerning
some small detail of the Orthophonic. Mr.
Blackman then gave an interesting talk, saying
that as the Victor factory had been modernized
to meet the demands for produeing the new
Orthophonic line, so, too, must the trade
progress in order to meet the competition of
other industries, such as the automobile, elec-
tric refrigerator, etc.

William Mayers, one of the executives of the
A. H. Mayers retail stores, said that in his
opinion the present-day Victor advertising was
inclined more to building prestige and helping
the small-town and rural dealer. He advocated
more spectacular newspaper advertising and
billboard advertising in the larger cities to
bring the buying public to the dealers’ stores.

Mr. Mason, the next speaker, gave two sug-
gestions as possible aids for stimulating sales.
The first of these was that the dealer should
circularize and in other ways follow up every
purchaser of a radio receiver and seek to have
him attend a demonstration of the Ortho-
phonic; the other plan was to use the telephone
to follow up former customers who have not
been in the store for some time and prevail

on them to have the new instrument demon-
strated. P. Silverman, of C. Bruno & Son,
Ine., Victor jobber, spoke on the laxity of
dealers in failing to push the new Orthophonic
recordings and he said that many of the record
clerks in retail stores throughout the city are
of a low grade and are very careless in at-
tending customers. He suggested that dealers
classify their customers according to the type
of musie they prefer and send elassical, stand-
ard or popular release listings to those inter-
ested in each elass. Another suggestion of Mr.
Silverman’s was that dealers might employ
schoolboys to make a house-to-house canvass
selling album record sets, paying the boys a
set ecommission.

Sherman, Clay & Co. Report
Record Business for Year

Trade for First Ten Months of 1926 the Best
for Any Ten Months in the History of the
Company—Sales Show $1,000,000 Increase

San Francisco, CAL., December 6.—Sherman,
Clay & Co., who issued a report early‘in the Fall
for the first nine months of the year, now re-
port one of the best ten months in the history
of this more than fifty-year-old company.

Net sales for the ten months of the year
are more than $1,000,000 in excess of the same
period last year.

Net profits before Federal income taxes, but
after depreciation, were more than twice an-
nual dividend requirements of the prior pre-
ferred stock, amounting to approximately
$200,000. Since offering of this stock, three
years ago, more than $141,000 par value of stock
has been retired.

The ratio of current assets to current liabil-
ities is in excess of three to one and net current
assets per $100 of prior preferred stoek out-
standing is more than $200 per share.

It is believed that business for the remainder
of the year will hold its own with 1925, and
that the company will exceed its greatest year
in the past by a wide margin. The last two
months of cach year have always been those
of the greatest sales for the company.

F. E. Yahr Finds Great
Super Ball Antenna Activity

Fred E. Yahr, president of Yahr-Lange, Inc.,
Milwaukee, Wis.,, made a flying trip through
Ohio during the latter part of November in the
interest of the Super Ball antenna, which his
firm distributes nationally. He visited Super
Ball distributors in Dayton, Columbus, Cin-
cinnati and Indianapolis, attending the Radio
Exposition in the last-named eity and appoint-
ing several jobbers who will cover the south-
ern Indiana territory. The popular antenna
has made splendid progress in this particular
territory, according to Mr. Yahr, and also in
Michigan, the Detroit Electric Co. recently hav-
ing received a carload shipment, numbering over
2,300 Super Balls, which are to be distributed
to dealers through the main office and several
branches of the enterprising Detroit concern.

Yahr-Lange, Inc., is also sponsoring large
space newspaper advertisements throughout the
country, the Super Ball campaign appearing in
the press of Milwaukee, Wis.; Kansas City, Mo.;
Omaha, Neb.; St. Louis, Mo.; Dayton, O., and
other large trade centers.

The Barber Music House, Great Falls, Mont,
reports a big demand for Gulbransen pianos.
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W Lektophone Patents

Spells Success

EALERS and fans alike continue to register approval

of the new Sandar Speaker in no uncertain terms,
and we’re hard put to it to keep ahead of the demand.
Sandat’s exceptionally low price, $27.50 —lower, in fact,
than any other licensed speaker of its size —combined
with its uncanny receptivity and attractive appearance,
has made it a universal and immediate favorite.

We as its manufacturers realized fully, of course, the downright
merit of Sandar before we introduced it a few months ago, but we
hardly expected the wave of popularity to engulf us so soon. No question
about it — Sandar spells success to those fortunate and quick enough
to take it on. Write us today for terms and full information.

SANDAR CORPORATION
Crescent Plaza Building Long Island City, New York

SANDAR

SPEAKER
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Retail Trade in the Buffalo District
Profiting by Pre-Holiday Buying Rush

Radio Sales in Western Part of the State Reach New High Peak—Higher-Priced Instruments
Lead in Demand—Portables Selling Briskly to Gift Buyers, Report Dealers

Burraro, N. Y., December 9—Radio sales in the
western New York district reached a new peak
following the show, and have continued on an
upward trend since that memorable week.
Most pleasing to the trade is the fact that the
greatest demand is for higher-priced and quality
instruments and sets.

Strong Demand for Ortho-sonic

Federal sets are being shipped from the dis-
tributing office of the Buffalo Talking Machine
Co. as rapidly as they are received. There is an
overwhelming demand for Ortho-sonics in the
$300 and $400 class, according to M. O. Grin-
nell, sales mianager. He also reports an ex-
cellent Victor business in practically all models.

Working Nights to Meet Demand

Curtis N Andrews is particularly busy this
month, endeavoring to give the service which
has made the house of Andrews famous, in
spite of the great demands made on this Victor
and Fada jobber during the pre-Christmas rush.
The entire force has been woiking at night,
sending out shipments as rapidly as they are re-
ceived. Recent new Fada accounts are Den-
ton, Cottier & Daniels and Kaeppel Bros.

Revive Victor Department

E. W. Edwards & Sons, one of the city's
largest department stores, have revived their
Victor department, and have opened an attrac-
tive new division on the fourth floor of the
Main street store. William Herbert has been
placed in charge of the department.

Portables Popular as Gifts

Portable phonographs are showing renewed
activity since a lull that became evident early
in September, according to F. D. Clare, man-
ager of the Iroquois Sales Corp. Carryolas and
Artone are leaving the floors of this jobbing
house for all sections of this territory this
month. Mr. Clare reports two new and im-
portant Crosley accounts, one with the House-
hold Outfitting Co. and the other the G. C.
Murphy Co., a Broadway dealer. Foreign Okeh
record sales are very pleasing, he said. A new
addition to the radio department of the Iroquois
Sales Co. is the Bremmer-Tuly Counterphase.

Radio Business Swamps Trade

Practically all members of the retail trade in-

terviewed this week are fairly swamped with
radio business. John Kibler and Schwegler
Bros. have each taken on six new men since
the radio show, who devote their time entirely
to the radio end of the business. Adam, Mel-
drum & Anderson and any number of other
dealers have also added to their force of radio
experts. Albert Schwegler said he also is do-
ing a wvery brisk Victor business. Mr. Kibler
said although his business is little more than
two years old, he contemplates erection of a
much larger store.
Association Entertains Whiteman

Paul Whiteman, Victor artist, was tendered
a reception by the Victor Dealers’ Association
m weste.n New York in the Hotel Statler dur-
ing the latter part of November. He was
accompanied by several members of his or-
chestra, which furnished a nov:lty musical
program. Practically every Victor dealer in
the city featured Whiteman rccords in special
window displays and advertising during his
appearance. Following the luncheon and en-
tertainment program officers of the Association
were elected as follows: John Fisher, president;
Dayton Evans, treasurer; Arthur Clark, vice-
president, and Walter Bruel, secretary.

C. W. Mason in New Post

C. W. Mason has joined the sales staff in the
radio department of Adam, Meldrum & Ander-
son. He is well trained and experienced in
radio. He formerly was in the radio service de-
partment of Neal, Clark & Neal

Adding to Floor Space

The Brunswick Shoppe is oversold in all
models of the Panatrope, according to C. O. E.
Curtis, manager. Mr. Curtis said he could not
hope for a more satisfactory Brunswick busi-
ness, but is somewhat grieved over the short-
age of models. The store is doubling its pres-
ent floor space.

G. M. Jensen Promoted

Announcement that George M. Jensen, man-
ager of the local Brunswick distributing offce,
is leaving Buffalo, is received by the trade with
regret. Mr. Jensen will leave late this month
to take up new duties in the Pittsburgh office
of the Brunswick Co. He will be succeeded in

We want to help you make the coming
year one of music; and let it be

15-17 West 18th Street

Music

Christmas cheer and a
happy New Year

OKEH PHONOGRAPH CORPORATION

NEW YORK DISTRIBUTING DIVISION

New York City

the Buffalo office by Don Miller, who is an able
and popular executive.
Brief but Interesting

Fire in the laboratory of the Federal Radio
Corp. on Tuesday evening, November 30, de-
stroyed valuable experiments of the research
department, causing an inestimabie loss.

Elmwood Music Hall was thronged to
capacity by admirers of Mme. Schumann-Heink
on December 3, when she gave her farewell
concert in Buffalo. Victor dealers tied up.

The Radio Listeners’ League of Western
New York was incorporated recently and
authorized by Justice Noonan.

The radio trade of Erie, Pa., has formed an
organization known as the Erie Radio Trades
Association. The meeting was addressed by S.
C. Bettinger, past president of the Buffalo Radio
Trades Association.

Howard Weber, formerly with the Levis
Music Store in Rochester, has been made man-
ager of the Robert L. Loud Music House, Buf-
falo. He succeeds Edward Heintz, who has
been made manager of the phonograph depart-
ment of the Rudolph Wurlitzer Co.

Thos. A. White, president of the Buffalo
Radio Trades Association, and head of the
Wholesale Radio Equipment Co., is the proud
father of a new daughter.

Paul J. Seno, noted musician, formerly with
John Philip Sousa’s Band, and also with Arthur
I’rvor’'s Band, died at his home in Buffalo.

Bosch Library Ambotone
Introduced to the Trade

The Library Ambotone, a cone type repro-
ducer of distinctive appearance at a modest
price. is the latest addition to the radio products

Bosch Library Ambotone

of the American Bosch Aagneto Corp., Spring-
field, Mass. The Library model is tastefully
decorated in the oriental motif, in black and
gold. Wood is used in its construction, for
mellowness of tone, according to Bosch officials.
The Library Ambotone is offered as a guest
room radio reproducer, or as an extra speaker
which may be hooked up in any part of the
home.

Christman With Cameron Co.

E. A. Christman, for twenty years connected
with the Victrola department of the Ashbach
Music House, Allentown, Pa., has become man-
ager of the same department of the Cameron
Piano Co., 928 Hamilton street, the same citv.
Mr. Christman ranks as one of the authoriues
on talking machines and records by reason c!
his long years in the field.

I.. S. Burk has been made manager of the
radio department of the Jordan Music House,
Charleston, S. C., in which city he has become
widely known as a radio expert.
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HOMEPOWER SALES

Are you getting your

Every radio owner wants a National Home-
power, the one “A” power unit that is com-
pact enough to fit into practically all cabi-
nets, is trouble proof, durable and sells at a
fair price.

Sales are proving that Homepower is right

share of this business?

in every way. And a strong, consistent
National advertising campaign is increasing
Homepower buyers by the thousands.

Line up with National NOW. Get your
share of the easy sales and profits that go
with handling this improved unit. See your
jobber or write us today.

NATIONAL LEAD BATTERY CO.
General Offices: ST. PAUL, MINN.

Factories: St. Paul, Chicago, Kansas City, Los Angeles
Branches: New York City, Dallas, Oakland, Atlanta, Portland (Ore.), Baltimore

AL HOMEPOWER

RADIO A UNITS :#:

For Sale by Reputable Dealers and Jobbers Everywhere
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Brunswick Boston Branch Plans Move to
Large New Quarters After the New Year

Four-Story Building Being Remodeled to Suit Needs of Growing Brunswick Business in This Ter-
ritory—D. Comerford With Eastern Co.—Many Columbia Franchises Granted—The News

Bostow, Mass, December 6.—The important
piece of news of the moment in trade circles
here is the contemplated removal of the Bruns-
wick-Balke-Collender Co. from its present
stand at 80 Kingston street to 314-316 Stuart
street, more toward the Back Bay section. The
building to be occupied is four stories high. The
company needs the larger space because of the
growth of business. The building is now being
made over to suit the needs of the Brunswick
business. The move will be made right after
the new year and there will be every facility for
the expeditious handling of business.

Gramophone Society to Meet

The next meeting of the Boston Gramophone
Society will be held on the evening of Tuesday,
December 7. At this writing it has not been de-
cided just where it will be, but most likely in a
hall. The last meeting was held at the Oliver
Ditson Co.’s store through the courtesy of the
publishing house and Henry \Winkelman, man-
ager of the Victor department. The secretary
of the society is Robert Donaldson Darrell.
It will be recalled that one of the prime pur-
poses of this organization is to bring together
persons interested in the better grade of music
as represented by phonographic recordings. The
official organ of the Society is the Phonograph
Monthly Review.

Shortage of Popular Models

Manager Herbert Shoemaker, of the Eastern
Talking Machine Co., can’t get enough goods
to supply the demands of dealers, and to prove
his contention he indicated a chart wherein there
were orders for 500 Victor machines of a certain
type that could ndt be supplied.

D. Comerford With Eastern Co.

Dwight Comerford, who has had a wide ex-
perience at the Western Electric Co.’s Spring-
field plant, has become attachcd to the East-
ern’s headquarters in Essex street. He also has
been for three months at the Victor plant at
Camden. A new room at the back of the build-
ing has been equipped as an efficiency service

department and this will be for Mr. Comerford,
whose interests will be focused on radio.

‘P. J. Burrell Joins Draytcn-Erisman, Inc.

Percy J. Burrell has become identified with
Drayton-Erisman, Inc., Avery street, and is de-
voting his attention to the talking machine end
of the business, this concern carrying the Pathé-
phonic. The field staff now consists of Herbert
Libby, who has Maine and New Hampshire;
John J. O’Hara, who has southeastern Massa-
chusetts, Wesley N. Boynton, western Massa-
chusetts, and B. W. Farrington, eastern Massa-
chusetts and Rhode Island.

New Brunswick Models Please

Local Brunswick business has been very good
and there has been a big demand among deal-
ers for certain types of machines. The Bruns-
wick just lately introduced the new P R 128
and 148 types, which combine certain units of
the Panatrope and the radio and it is of special
interest that the first invoice of these was sold
before it had left the car.

Many Dealers Add Cclumbia Line

During the last thirty days a number of deal-
ers have taken on the Columbia outfit and some
of those who have been ordering rather heavily
of late have been the following-named: F,
B. Emerson, Chelsea, Mass.; Livermore Falls
Furniture Co., Livermore Falls, Me.; Denholm
& McKay Company, Worcester, Mass.; Bailey’s
Music Rooms, Burlington, Vt.; Edward P. Lyon,
Bethel, Me.; Bernard Blake, Freeport, Me.;
Healy & Barnfield, Inc.,, Bristol, Conn.; Anza-
lone Bros., East Boston, Mass.; Eastern Furni-
ture Co., Bangor, Me.; Clayton H. Kyle, Hunt-
ington, Mass.; L. P. Araldo, Andover, Mass.;
Harvey’'s Music Parlors, St. Johnsbury, Vt.

Billy Parks, New England manager of the
Columbia, is jumping around through the terri-
tory at full speed these days and everywhere
he goes he is finding business considerably more
than normal. Recently he was up in Maine,
where he found George L. Donnelly developing
his wholesale territory at a rapid rate; and he

has also been in Rhode Island and southeastern
Massachusetts.

An expected caller here in a few days is
George Jell, who is the Columbia artist contract
man and who is coming here especially in con-
nection with the appearance of some of the
Columbia artists.

Brunswick Accounts Opened

Among new houses with which the Bruns-
wick has hitched up in this field have been
Forbes & Wallace, who have lately opened a
new talking machine department in Greenfield;
John D. McCarthy, Leominster; C. E. Bailey,
of Wilton, Me., and Don Chamberlain, Kenne-
bunkport, Me.

A. Shuffer Joins Brunswick Forces

A new man just taken on by the Brunswick,
Inc., is Arthur Shuffer, a graduate of the New
England Conservatory of Music, who will act
as a salesman for the Brunswick with the State
of Maine as his territory.

A series of sales meetings in the interest of
the Brunswick instruments has lately been con-
ducted with great success at the warerooms of
some of the Brunswick dealers. Among those
who have had such meetings have been the
Jordar Marsh Co., in this city, the Atherton
Furniture Company at its Portland, Lewiston
and Waterville, Me., stores; the Bon Marche,
Lowell; Forbes & Wallace, Springfield, and the
Meikeljohn stores at Providence, Pawtucket and
Woonsocket, R. 1.

E. F. Sause a Visitor

E. F. Sause, manager of the export depart-
ment of the Columbia, accompanied by his wife,
was a Boston visitor at Manager Park’s head-
quarters the” latter part of October.

Sonora Activities

Manager Joe Burke, of the J. H. Burke Co.,
Sonora distributor, stated that business as a
whole had been very good this Fall. Dan W.
Lynch, Eastern Massachusetts representative
for the Burke Co., spent ten days lately at
Saginaw, Mich.,, going over the Sonora factory
and familiarizing himself with the details of
manufacturing the instrument.

Steinert Store Moved

The Brockton warerooms of 1. Steinert &
Sons has been moved into new quarters at an-
other number on Main street, where it is now
well located for the ever-increasing business that
this store enjoys in the Victor line.

L A

Oliver Ditson Co.
BOSTON

The Harvest Time Is Here

For Victor dealers who have properly prepared their
stocks and their organizations to meet 1t, the day of oppor-
tunity 1s here. National interest in the new Victor products
1s now being developed into real sales with stocks available
to meet all normal demands.

We can help you prepare to get your share.

Victor Exclusively

'\35 MASTERS VOICE®, /4
.. REG.U.S.PAT.OFF "/

Chas. H. Ditson & Co.

NEW YORK
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Gen. J. G. Harbord Dis-
cusses Radio Broadcasting

President of Radio Corp. of America Opposes
Proposal to Limit Broadcasting Licenses to
Period of Two Years

Declaring that the proposal to limit broad-
casting station licenses to two years, as pro-
posed by Congress, would disccurage the crea-
tion of a permanent and efficient broadcasting
service in the United States, Gen. J. G. Har-
bord, president of the Radio Corp. of America,
recently discussed present conditions in the
radio industry at a demonstration of trans-
oceanic radio communication before the Brook-
lyn Chamber of Commerce at the Academy of
Music in Brooklyn,

Gen. Harbord stated that radio communica-
tion should be encouraged, adding that no sen-
sible investor would put $2,000,000 into a radio
station if it were to be subject to confiscation
after two years. Radio also requires freedom of
experiment, he said. The proposal to create a
radio commission was attacked by Gen. Har-
bord, who declared that such a commission
would require formal proceedings for the de-
termination of minor routine matters and
would tend to make radio control an agency for
political manipulation.

“I believe in fair and w1se regulation of utili-
ties and trade practices,” said Gen. Harbord.
“The test, however, of such regulation is that
it be in the interest of the public. Regulation
which would retard the continued development
of radio would not be in the interest of the
public.”

Gen, Harbord said that there can be no ob-
jection to the proper regulation of wave lengths,
the need for it having been shown by the grow-
ing tendency to appropriate any desired wave
length regardless of its prior use.

The occasion afforded an opportunity for an
interesting demonstration of transoceanic and
ship-to-shore radio communication, as well as
the transmission of pictures by wireless.

Diamond T Radio Dealers
Meet 1in South Bend, Ind.

Important Trade Gathering Attend Business
Session and Banquet in Oliver Hotel

SoutH Bewxbp, Inp, December 4—The Diamond
T Radio Manufacturers held a sales meeting at
the factory in this city on November 20, which
was attended by Diamond T representatives
throughout the Midde West. In the morning
meeting, sales policies, which have been en-
larged and broadened, and technical details of
the new models were explained to the repre-
sentatives, who also listened to several ad-
dresses by directors of the company with
reference to the 1927 advertising program.

Following the morning session a class in
testing Diamond T receivers against com-
petitive sets was held and following the tests
further instructions were given by H. J. Tweed,
Eastern sales manager; B. J. Schmidt, Western
sales manager; C. L. Smiith, president of the
firm. At 6.30 in the evening the representatives
were entertained as guests of the company at
a banquet in the Gold Roon:’ of the Oliver
Hotel. There were also present a number of
Diamond T dealers, who were granted the
privilege of addressing the gathering and ex-
pressing their enthusiastic opinions of Diamond
T receivers. Mr. Tweed and Mr. Schmidt also
talked to the salesmen at the banquet, pointing
out ways and means of assisting dealers in
their territories in building up sales and ad-
vertising programs. According to a report
made by the Diamond T executives, the firm
is steadily enjoying a gratifying amount of
business, the factory having been forced to
increase its production to the limit, and a re-
cently built addition to the eighty thousand
teet of floor space is already in use.
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Merry Christmas

to all our friends who have co-operated with us in putting the

BERG ARTONE LINE

on the map in a large way in 1926

Now We Say Again

Watch

PHONOGRAPHS

1927

—Particularly our

important

announcement in the next

(January) issue of the Talking Machine World.

BERG A. T. & S. CO,, Inc.

B J Sheppard Co Opens
New Store in Savannah, Ga.

Seven Thousand People Attend -Gulbransen
Player Figures Big in Mus'cal Program

SavannNaH, GA, December 8 —The recent for-
mal opening of the new store of the B. J.
Sheppard Co. was one of the most successful
and interesting inaugurations of a new business
building in the historv of this city. On the
opening day 7,000 people streamed into the
store, which was splendidly decorated for the
occasion, to inspect the merchandise, which was
displayed in an attractive way.

An interesting feature in connection with the
opening was the part which J E. Albineau’s
son and daughter took in it. Mr. Albineau

‘is the representative for the Gulbransen Co.,

Chicago, in this territory. His son played the
Gulbransen piano by roll, in the window of
the store, while his daughter danced the
Charleston. The crowds that stood around the

5@‘ LONG ISLAND CITY
3? NEW YORK

window to view this act blocked the streets.

In connection with the opening of the new
Sheppard store, the Savannah News issued a
special edition, one of the features being a
half-page advertisement of the Gulbransen
Registering Piano, calling attention to the ex-
cellent business built up on this product by the
Sheppard Co. in the past four years.

On the evening of the opening Mr. Sheppard
gave his organization and the visiting manu-
facturers’ representatives a dinner at wwhich
business plans for the future were discussed.

Patent Office Is Again
Falling Behind in Work

WasHiNGgToN, D. C., December 6.—The United
States Patent Office again is falling seriously
behind in its work, as a result of reduced ap-
propriations which prevent the employment of
a sufficient number of examiners, it is declared
by Thomas L. Robertson, Commissioner of
Patents, in his annual report.
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Slowing Df)wn at Motor Factories Does
Not Affect Retail Trade in Detroit

Seasonal Slackness in Motor Industry a Regular Occurrence and Is Anticipated by Workers—
Holiday Trade Expected to Be Best Ever—Wourlitzer Co. Moves—OQOther News

Detroit, MicH., December 6.—If you were to
read and believe some of the dispatches printed
in various newspapers and trade journals about
the unemployment situation in Detroit you
would naturally be under the impression that the
“motor city had gone to the dogs” and that all
the merchants were suffering. In justice to
Detroit and its retailers, the writer wants to
put you right—there is always a lull in the
motor business before the holidays—some of
the plants close down for inventory and, of
course, it throws quite a number of people out
of employment, but Detroit has been doing
this so many years that locally we pay no at-
tention to it and the merchants look for it. It
is nothing that we who live in Detroit get
worried over. The motor business has its sea-
sons like all other lines of trade, and the wages
paid during the busy seasons are so lucrative
that when men are laid off they have a nest egg
to carry them over. As a matter of fact, manu-
facturers and bankers look for 1927 to be the
biggest and best year the motor manufacturers,
and Detroit, have ever had.

Right now talking machine dealers are in the
midst of the holiday season and judging from
the reports The World correspondent is able
to get this month’s business will exceed any-
thing of the past. In the first place, the retailer
has more to offer as suitable Christmas gifts
than ever before. He has the new improved
talking machines, improved records; band in-
struments, radios, etc. They come at such as-
sorted prices that the retailer can suit the
pocket-book of any customer. Years ago it was
only machines and records at Christmas time.
See the difference?

The Rudolph Wurlitzer Co. is moving De-
cember 8 into its new home on Broadway,
where it will occupy six floors of its own build-
ing, twenty stories high. A solid floor will be
for talking machines and records. Mr. Quinn,
the former manager of the Brunswick Shop, is
the new Wourlitzer store manager in Detroit.

Directly across the street from the Wur-
litzer store Grinnell Bros. have opened their
tenth retail branch store in Detroit. It will
carry a complete line of Victor records and
Victor Orthophonics.

The Janney-Bowman Co., Park and Elizabeth
streets, which recently added a talking machine
department, reports that it is doing far better
than was expected. The store has had quite a
run on the Credenza Orthophonic model.

We find that quite a number of stores are
putting up special books of records for holiday
presents and expect to dispose of a great many,
as they did last year.

Many talking machine dealers are attending
the Monday noon luncheons of the Detroit
Piano Club at the Union League Club. It is
really sponsored by the officers of the Detroit
Music Trades Association and although it is
called the Piano Club it is for everybody in any
way interested in the development of the music
business and all its phases. .

At the annual meeting of the Detroit Music
Trades Association held a few weeks ago, Frank
Bayley, Brunswick dealer, was re-elected presi-
dent; and S. Roy Langs, of Weil & Co., secre-
tary. The club intends to make quite a drive
for new members during the coming Winter
and hopes to secure every retailer handling
musical instruments. Already most of the

Reg. U. S. Pat. Off.

Power Tube

$4.50

Super Detector
$4.00

Chicago
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EVERY TUBE ABSOLUTELY GUARANTEED

Specials

We also make Special Radio Frequency Tubes that operate on
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Also if you have sets that squeal—send us the name of the set
and we will send you tubes that will work wonders with it.

The Q R S Music Company

New York

Radio Tubes
ARE

Better

201A Type
$2.00

Rectifying Tube
$6.00

San Francisco

downtown talking machine dealers are asso-
ciated with the club.

All of our local jobbers handling talking
machines, such as Grinnell Bros., Victor, Co-
lumbia Phonograph Co., Brunswick Phono-
graph Co, Yahr-Lange, Sonora distributors; S.
E. Lind, handling the Adler Royal line, and
others, say they will close the year with a
greater volume of business than last, and that
they see a very bright future for the talking
machine and radio industry.

The latest types of Stromberg-Carlson five
and six-tube receivers and also the cone speaker
with “Stradivarian” soundboard are being fea-
tured by R. B. Henderson & Co., Detroit, Mich.,
through the medium of strong window displays.
Recently the firm had a booth at the Detroit
Radio Show that attracted wide attention.

New Officers Head New
York-Chicago T. M. Cos.

Chas. B. Mason in New York and Wm. C.
Griffith in Chicago. Elected Presidents of Re-
spective Concerns

New officers were elected last month to fill
vacant offices in the New York and Chicago
Talking Machine Companies, Victor distributors
in those cities. Charles B. Mason was elected
president of the New York Talking Machine
Co., Howard B. Merritt was selected secretary
and treasurer and H. Cunningham, Jr., now fills
the position of sales manager.

William C. Griffith was elected to the office
of president of the Chicago organization with
R. P. Alexander, secretary-treasurer, and
Charles W. Hyde, sales manager. Dan A.
Creed resigned from the company’s vice-presi-
dency and as general manager. There are no
other changes in either of the organizations.

All of the new officials have been connected
with these organizations for a period of years
and are well and favorably known throughout
the trade.

Announces Second Bosch
Metropolitan Distributor

Auto Hardware & Equipment Co. to Distribute
Line Under Direction of Louis Jay Gerson,
Manager of the Radio Department

The appointment of the Auto Hardware &
Equipment Co., New York, as a second dis-
tributor in the metropolitan zone for Bosch
radio products, has been announced by A. H.
Bartsch, general sales manager of the American
Bosch Magneto Corp., Springfield, Mass. Coin-
cidentally, Carl Kaufman, president of the Auto
Hardware & Equipment Co., announced the ap-
pointment of Louis Jay Gerson as manager of
the distributing company’s radio department.
Mr. Gerson is well known in the music-radio
field, having been affiliated with the General
Phonograph Corp. and the Music Master Corp.
He was also in charge of the talking machine
and radio purchasing department of John
Wanamaker, New York department store, and
has enjoyed wide experience in sales and mer-
chandising practices of phonograph and radio
manufacturers and wholesalers.

Weber-Rance Opens Branch

Well-known Radio Distributor Opens New
Branch Office in Brooklyn

A new Brooklyn branch office, located at 1271
Bedford avenue, has been established by the
Weber-Rance Corp., New York jobber, for the
convenience of its Brooklyn and Long Island
dealers. Adequate showrooms will be main-
tained at that address where the Bosch, Fergu-
son and Crosley radio receivers will be on dis-
play as well as the various lines of radio acces-
sories handled by Weber-Rance.
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Pittsburgh Déalers Anticipate Record-
Breaking Radio and Phonograph Business

Consistent Activity in Radio and Talking Machine Lines Leads Dealers to Predict a Banner Holi-
day Business—Demonstrations Aid Sales—Retailers Add Radioc Lines= -

PitrssurcH, Pa., December 7.—Sales of phono-
graphs, records, radio receiving apparatus and
accessories have shown a marked trend toward
breaking holiday records. It is the opinion of
the leading dealers in the Pittsburgh territory
that with the present rate of sales keeping up
until Christmas Eve a new high mark for sales
of talking machines and records will have been
established.

Demonstrations Win Sales

One of the outstanding announcements made
in the trade here was that by the Kaufmann &
Baer Co. when they gave extensive publicity to
the Eckharmonic. This instrument is on dis-
play in the talking machine dcpartment of the
firm and daily demonstrations are being given.
Kaufmann & Baer are also featuring the Vic-
trola and the new Columbia Viva-tonal and are
giving daily demonstrations to their patrons in
the auditorium.

Hundreds of persons flocked into the audi-
torium of Kaufmann's (The Big Store) and the
Kaufmann & Baer Co. the past week to listen
to recitals given by the new Orthophonic Vic-
trolas that were on exhibition at the Sesqui-
Centennial in Philadelphia.

Experiencing Stock Shortage

George Gray, manager of the sales depart-
ment of the C. C. Mellor Co,stated that busi-
ness in the Victor and Brunswick line was much
better than had been expected. Hé¢ said: “Our
main trouble apj:ears to be to get the merchan-
d’s> fast enough to fll orders.” .

How Edison Dealer Promotes Interest

“The Romance of Music,” from the Spinet to
the New Edison, was presented to an audience
of over ,200 people in the auditorium of the

Roosevelt Junior High School, at Altoona, Pa.,
by Helen Davis, soprano, and Victor Young,
pilanist composer. The presentation was ten-
dered by A. J. Harter, Edisor dealer of Al-
toona.
Add Popular Radio Lines

Volkwein Bros. the well-known music deal-
ers of the Steel City, have installed a line of the
Bosch radio sets as well as the Atwater Kent
line. The firm have given over the third floor
of their building to the display and demon-
stration of the sets. The firm have been meet-
ing with marked success in the demonstrations
that are given of the Bosch radio set in homes
of prospective buyers, most of these demon-
strations resulting in sales.

New Brunswick Model Pleases

At the local offices of the Brunswick Co.
Manager Markham stated that business for the
newest of Spanish styles in phonographs put
out by the firm was quite pleasing and this,
coupled with the good demand for the Bruns-
wick Panatrope, indicated that the holiday sea-
son would be an exceptionally brisk one.

Viva-tonal Scores With Trade

The Columbia Viva-tonal instruments are
coming mto their own in the Pittsburgh terri-
tory in a highly satisfactory manner, according
to Manager Nichols, of the local Columbia
offices. Old Columbia dealers are very en-
thusiastic over the new instruments he stated,
and they are featuring them successfully and
profitably.

Ideal Phono Parts Co. Busy

The ldeal Phono Parts Co., of Pittsburgh and
Cleveland, of which P’aul Susselman is presi
dent, reports a very satisfactory volume of

Dig New
Udell Catalog

Y s

_ No. 746
Radio Cabinet

Specially for Atwater
Kent Model 20 Compact
and Model 30. A typical
example of the many
splendid UDELL values.
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You can make friends and money by stock-
ing and selling this line now! UDELL
Radio Cabinets, Tables, Player Roll Cabi-
nets and Console Talking Machines. Our
complete lines are on permanent display at
BOTH the American Furniture Mart (space
1029), Chicago; and the Furniture Exchange
(space 314), 206 Lexington Ave., New York.
It will pay you well to see them there! = =

T
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Write for Special New Radio Catalog No. 86
NOW!—The Greatest Values in Our Half.
Century Experience

The UDELL WORKS, Inc.

Established 1873
28th St. at Barnes Ave.,
INDIANAPOLIS, IND.

agencies.

business. With the addition of the Cleveland
offices the company is in a magnificent condi-
tion to serve the dealers in the Pennsylvania,
Ohio and West Virginia territory. The recent
announcement that the Ideal Phono Parts Co.
is a distributor of the new Pathéphonic phono-
graph made by the Pathé Phonograph & Radio
Corp., Brooklyn, N. Y., and also the Pathé cone
loud speaker, is an indication of the progressive
spirit of the company. Fred C. Schuyler, sales
manager of the company, reports that every in-
dication shows that the December sales will be
beyond its fondest expectations. The Ideal
Phono Parts Co. carries one of the largest
stocks of phonograph repair parts and acces-
sories outside of New York City.
Player-Tone Co. Rushed

Extraordinary activity is noted at the offices
of the Player-Tone Co., due to the fact that
orders for the new Saxophonic consoles and up-
rights have been coming in from the terri-
torial representatives in “bunches,” literally
speaking. I. M. Goldsinith, president of the
company, who is an outstanding figure in talk-
ing machine manufacturing circles, is much
pleased over the very favorable reception that
is being given to the twelve models of the new
Saxophonic consoles and uprights.

Sonora Sales Grow

Sonora dealers in the Steel City and vicinity
are much pleased over the sales that are being
made of the new Reproducing Sonora. The
Pennsylvania Phonograph Distributing Co., with
offices at 917 Wabash Building, Pittsburgh, re-
port that dealers in the territory who handle the
Sonora are finding it a comparatively easy mat-
ter to sell the new line to their patrons.

News Brieflets

The W. F. Frederick Piano Co., Victor deal-
er, has"opened a new store at Bradford, Pa.

The G. W. P. Jones Music Co., of Washing-
ton, Pa., Victor, Edison and Columbia dealer;
the past week celebrated the twenty-fifth au-
niversary of the founding of the business.

The S. Hamilton Co., Viclor dealer, has
opened a branch store at 930 Homewood ave-
nue, Pittsburgh.  This makes the fifth store
under thie control of the firm.

New Radio Invention by Dr.
F. A. Kolster Announced

Device Is Named the Kolster Mobile Radio
Beacon—Federal Telegraph Co. Breaks Rec-
ords for Ship-to-shore Communication

All daylight radio records for direct com-
munication between ship and shore are said to
have been broken recently when the Federal
Telegraph Co., at San Francisco, a subsidiary
of Federal-Brandes, Inc., maker of Kolster radio
sets and Brandes speakers, communicated with
the S. S. “President Wilson” 3,120 miles west
of San Francisco. The best previous daylight
record is said to have been about 2,400 miles.

Announcement of a new radio invention,
which is designed to prevent collisions between
ships passing in a storm or fog, has also been
made by Federal-Brandes, Inc., following
exhaustive tests along the Pacific Coast by the
United States Lighthouse Service and other
This new device has been named the
Kolster mobile radio beacon in honor of its
inventor, Dr. F. A. Kolster, who also invented
the radio compass and designed the Kolster
receiving set for the home. Dr. Kolster also
mvented the radio fog signal and the decrem-
cter for measuring wave lengths. He is at
present in charge of the research laboratories of
Federal-Brandes, Inc., at Palo Alto, Cal

Market New Radio Accessory

A new radio accessory, the Time-Lite, has
been annonnced by the Time-Lite Clock Corp,
New York. This clock, attached to the radio
receiver, is said to start, stop and restart opera-
tion of the receiver on any specified hour or
minute desired. It is finished in mahogany
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It will pay you to order at once by
special delivery letter or telegram
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(less regular discount)

Sales are running way
ahead of expectations—
proof that the Nifty
looks like and is greatest
value in the trade today.

FULL-SIZED
CASES

in all colors

Size_Tone You hardly can tell the Nifty from any st?ndard $25 portabI?. It’s as big, as
well made, and has the tone. The case i1s a wonder,—specially braced and
Appearance finished handsomely. Equipped with tilting record pocket.

pxeclent reproducer and = Consolidated Talking Machine Co.

tone arm. Never before
Consolidated Building

equalled at this price!
227-229 West Washington St., Chicago
Minneapolis: 1121 Nicollet Ave. Detroit: 2957 Gratiot Ave.
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Shortage of Most Popular Instruments
Felt Throughout Quaker City Territory

Lively Demand Experienced as Holiday Gift Buying Gets Under Way—Distributors Making
Strong Effort to Keep Trade Sufficiently Stocked—All Lines Move—Activities of Month

PHuiLapeLPHIA, PA, December 9.—Approaching
holidays have been anticipated by the trade
and the public through a generous patronage
of the talking machine industry and so the
Yuletide month opens with lively business for
both dealer and the manufacturers of the
nationally known and newest types of ma-
chines. The only cloud on the horizon is the
inability to obtain goods. The demand for
certain numbers of the newer styles of talking
machines and phonographs is far in advance
of the supply and likely to bring about a
similar shortage of Christmas stocks as that
which occurred last year.

Make Strong Effort to Supply Trade

Wholesalers have been shipping to the retail
trade just as soon as stock is received from
the manufacturer, so that no delay is occa-
sioned by the rehandling of stocks and a better
service 1s made available in speedier assign-
ment of orders on hand. It is difficult for the
distributors to meet all demands of their
patrons in the retail trade, owing to the fact
that they must await factory convenience in
shipments of talking machines. Every effort
is being put forth to apportion incoming goods
so that dealers may have at least a few of
the inuch-wanted designs in time for the holi-
days.

Records are fully as much in demand for the

HARRY A. ELLIS
Vice-Pres.

ZELFEPERErEasY

th

holidays as the talking machines. Orders are
mostly for the popular dance recordings and
song hits. Many of the distributors have pre-
pared Christmas lists for the trade, so that
they may have a ready service for vocal or
instrumentations of those recordings which are
particularly adapted for the Yuletide season.
Features Christmas Record List

Among the distributors having at hand a
specially prepared list of the holiday numbers,
compiled by the head of the record depart-
ment, Ravmond Boldt, of the Philadelphia
Victor Distributors, Inc., 835 Arch street.
Under the direction of the manager of the
record department an attractively designed holi-
day poster and list has been compiled. This
has been sent to the dealers and may be used
for window decoration or for the inside dis-
plays and reminder. to customers that the
record lists may offer an appropriate gift. The
lists are compiled from foreign and domestic
recordings.

Phonograph Society to Meet

The second of the series of meetings which
are designed to promote an interest in the
recordings of good music and other trade pro-
motions of the better class of record entertain-
ment will be held on December 14 by the
Philadelphia Phonograph Society at the local
offices of the Brunswick Co., under the

LOUIS BUEHN

Pres.

ig our sincere wish that you may habe
Aq Merry Christmag and a bery Bappy
and Progperous Netw Pear

Philadelphia Victor Distributors, Inc.
835 Arch Street, Philadelphia

”l A JOCALITY

auspices of Philadelphia Manager George A.
Lyons. With” President Fred Rauser presiding,
there will be a gathering of the sixty members
already enrolled and it is expected that many
new advocates of the movement will be listed
in the membership when the December session
is held.

New Sonora Model Popular

So favorably received since its introduction
last month, the newest of Sonora models, the
Prelude, has been in strong demand in the
Philadelphia territory, according to the Sonora
Distributors, with offices in the Jefferson Build-
ing. Those dealers handling the new Prelude
have been repeating orders continuously and
factory headquarters are rushed with advance
demand for the holidays. John H. DuBreuil,
head of the Philadelphia headquarters, is now
in the western section of the State, featuring
most successfully the new type of Sonora. L.
E. Hilduser, of the local offices, attended the
recent opening of the Spangler Co., in Harris-
burg. The Sonora Distributors have taken on
the local distribution of the Philtrex B. Elimi-
nator.

Personnel Changes at Brunswick Branch

As the Brunswick Co.’s newest Seville and
Madrid types of machine grow in popular favor
the local offices are shipping all goods received
to the retailers just as soon as they are received
from the factory. The staff of the Quaker City
branch was submitted to several changes in the
personnel in the November days. Former
Assistant Manager Joseph T. Callahan has
severed his connection with the Quaker City
offices to join his former employers, the Colum-

(Continued on page 90)

F. B. REINECK
Sec’y.
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eAutomatic!

eAt one click of the
set switch, Unipower
supplies “A” power
and controls ““B”
power automatically.

Give your customers

unfailing radio power
~operated AUTOMATICALLY by the set switch!

T a click of the set switch, Unipower enables

antomatic radio operation . . . . uever-failing

“A” power . . .. undisturbed reception! That’s why

every customer needs it and will thank you for
selling it to him.

With the addition of its remarkable new auto-
matic switching feature, Unipower is again making
radio history. It makes possible a power-operated
set under one control,—the set switch,—without
change in “B” power supply or set wiring. Compli-
cated wiring is entirely eliminated —installation is
as simple as that of a storage battery.

Other new refinements to a proven principle— For 199 tubes or equivalent
the principle of trickle charge plus the indispensable AC4. $33.00.
rapid charge found only in Unipower—are present

. : . . ot [
in the new 6-volt Unipower. Four trickle rates, Proven quality.

operated by a simple dial, enable the user of heavily- Unipower is manufactured by
worked multi-tube sets to adjust the power to the the makers of the famous
exact rate necessary to his individual set and hours Gould Batseries for auto-

mobiles, submarines, railways,

of use. Sfarm-lighting, vehicle and
Experts designed Unipower—time and perfor- frre-alarm services

mance have proven it totally fool-proof. There are

no parts that need adjustment or that will need re-

placement during the normal life of the product. It

is so constructed that it canirot fail.

Take advantage of the big Unipower months

For 201-A tubes or equivalent just beginning. Write now for the complete story
AC-GHA.  $42.50 of automatic ““A’> power. The Gould Storage
Unipower contains a Balhite Battery Co., Inc., 250 Park Avenue, New York.

charging unit of Gould design.
It operates from alternating

current 110-125 volt—Go cycle,
Special models, 25-50 cycle, at . o
A

GOULD PRODUCT

AUTOMATIC “A” POWER WITH “B” POWER CONTROL
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bia Phonograph Co., with the local forces. His
duties at the Brunswick Co. headquarters here
have been taken over by Paul Crooker, who
comes from Boston. Mrs. Florence Hanele,
formerly with the New York offices of the
Brunswick, is now in charge of the record
department. District Manager George A. Lyon
made a tour of the anthracite regions in the
past month and attended the opening of the
new store devoted exclusively to the Bruns-
wick, the Werley Music House, of Allentown,
Pa., and the dedication of the newly opened
store of the Select Furniture Co., Wilkes-Barre.
Having extended the retailing of Brunswick
machines and records, the Select Furniture Co.
has opened a store adjacent to its long-estab-
lished business. The new store is under the
management of E. W. Krause.

Kirk Johnson Co. Opens Improved Store

A newly renovated and enlarged store has
been opened by the Kirk Johnson Co. in Lan-
caster, Pa., where during the past month the
doors of the modernized home were thrown
open for business as a preliminary holiday
occasion for the display of the various lines
of instruments handled by the firm and par-
ticularly for the talking machine department
and its Victor and Brunswick models. A
broadcasting station has been added for the
exploitation of the Kirk Johnson store. The
firm was remembered with many floral tributes
by Philadelphia associates and friends, among
them the Brunswick Co. and the Philadelphia
Victor Distributors, Inc. W. W. Lorenzo, of
the Philadelphia offices of the Brunswick Co.,
journeyed to Lancaster to attend the dedication
of the new home. The Kirk Johnson Co. will,
during the month of December, combine with
the J. H. Troup Co. in the exploitation of the
Brunswick, featuring a joint advertising cam-
paign for the holidays in the local newspapers.

Southern Dealers Add Val Phonic Line

Manufacturers in the Southern States have
been so gratified with the preliminary tryouts
of the newest of additions to the line of the
T. A. Fischer Co., 730 Market street, that they
have decided to add the Val Phonic reproducer
as a permancnt fcature to the various makes
of talking machines produced in that field. The
tour of the trade in the South during the past
month made by Julius A. Fischer brought about
the line-up of many new patrons for the Val-
Phonic reproducers. The factory here has been
urgently in need of increased production to

Furnished in

COBRA GRAIN BLACK
CROCODILE BLACK
CROCODILE BROWN

SPANISH BLUE

SPECIFICATIONS:

1. Textene Leather Case.

2. Standard Helneman Motor.

3. Plays Two 10”7 Records.

1. Staadard Taper Tone Arm,

5. Specially Loud Reproducer.

6. Deviee for Carrying Records.

7. Machine Will Play 127 Records.
8. Patented ‘“Non-Spill'”’ Needle Cup.
9. Size 14%27 x 11%"7 x T3,

10. Weighs 13% pounds.

Guarantee Special Portable

Retails for $12.50

Write for Prices in Quantity

35 N. NINTH STREET

<=
GUARANTEE PORTABLE

Write for our latest Main Spring Chart

Costs you $10.50
RETAILS FOR $25.00

GUARANTEE TALKING MACHINE SUPPLY CO.

PHILADELPHIA, PA.

meet the needs of the nation in these
specialties, and with the Southern talking ma-
chine producers now among the firm’s con-
sumers of the Val Phonic it has been found
necessary to operate on a night-and-day basis.

On January 1 the firm will bring out the
new Val Phonic tone arm, of unique design
and specially finished in antique effect to cor-
respond with the Val Phonic reproducer. The
dealers have been salvaging their losses on
the old-type machines by use of the Val
Phonic tone arm and the Val Phonic reproducer
and in this way modernizing the old-type ma-
chines. There just has been issued by the
Fischer Co. a new and handsomely compiled
as well as serviceable Valley Forge Main-
spring Chart, listing sixteen new sizes and
completing an assortment of eighty new sizes
now produced by the company in the Valley
Forge line. Irvin Epstan, of the company,

“Trilling & Montague,

a capital ‘§’.”

Acme Products

Eagle Chargers

Amplion '
Balkite Exide Batteries
Brandes Farrand

General Radio Co.
Hartford Battery
Jewell Meters

Bremer-Tully
Bright Star Batteries
Burgess Batteries

] § wholesale radio merchan-
disers, Philadelphia, are recognized as one of the
few wholesalers actually giving dealers service with

A TALKING MACHINE PUBLICATION.

DISTRIBUTORS FOR

Write for our 1926-21 Catalog

TRILLING & MONTAGUE

WHOLESALE RADIO MERCHANDISERS
49 North Seventh Street “glml)wjl/lus.”

KOLSTER

R OSEEY

Majestic Eliminators
Pacent

RCA Radiotrons
REL Products
Silkenvoice Speaker
Silver-Marshall
Sterling Meters

Tab Batteries
Timmons
Tower's Products
Western Electric
Weston

and many others

Philadelphia, Pa.

who has been touring through the West, is
to return to headquarters here in time for the
Christmas holidays and all road salesmen also
will be at headquarters here until after the
New Year.

Jacob H. Keen Making Portables

Having a few months ago dissolved partner-
ship with William Posner, of the Guarantee
Talking Machine Supply Co., Jacob H. Keen
is now engaged in business on his own account,
with headquarters at 109 North Tenth street,
as a manufacturer of the Keen portable talking
machines, repair parts, etc. The Keen portable
is being produced in ten colors of Keratol
leather and has the Silent Motor and other
high-grade equipment.

Strong Demand for Guarantee Portables

Four models of the Guarantee portables have
been heavily in demand and the rush on these
keeps factory headquarters of the Guarantee
Talking Machine Supply Co. humming on a
night-and-day basis of operation. The four
models that now are most popular are the
Keen Tone, Guarantee Special, Guarantee
De Luxe and the Guarantee. They are now
being shipped to Australia, Japan, Roumania,
Dutch East Indies, South Africa, South Amer-
ica and all parts of the United States.

Tie-up With Popular Orchestra

The Philadelphia Victor Distributors, Inc,
835 Arch street, will tune in with the appear-
ance of the Silvertown Cord Orchestra when
it appears here at Keith’s Theatre, January
3. The dealers will be furnished with display
matter and announcements of the various rec-
ords in the Victor list made by the Silvertown
Orchestra and the Stlver Masked Tenor.

Sales-building Record Windows

Walter Stainthorpe, who conducts a Victor
store at 2073 Chelten avenue and one of the
leaders in enterprising methods for the ex-
ploitation of these products in this city,
developed an attractive and sales-pulling win-
dow during the month. He featured the
Orthophonic records with a large sunburst made
of the mammoth record for the center sun-
piece and radiating rays ¢f rainbow shades in
streamers of crepe paper to which were at-
tached the various recordings.

Novelty and originality were combined in
the display of the “Shut Your Eyes Window,”

(Continued on_ page 92)
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Rear view at left shows large compartment
with ample space for batteries, battery charger
or battery eliminator, which are entirely con-
cealed from view. Back is open for ventila-
tion of batteries.

Windsor Wall or Table
Type Cone Speaker
Amazes Radio World

At right is shown the Cone Loudspeaker, with
its sounding board, which is quickly and
easily removable, allowing instant access to
all batteries, batterv charger, battery elimina-
tor or other equipment and wiring.

Model 206

b - TIN ">y, @ N\, - =" 4 3 $
Model 210 i i 2N I 2 ;

-
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| (Pat. Applied A
b For) )'-'
A% C le
The latest model Windsor Cone Loudspeaker ! FORNEs
has astonished the world of radie. In con- A with Cone
venience, quality of reception, and extremely Loudspeaker
low price, it far surpasses anything yet of- Ready for
fered. The cone is 22 inches in diameter and i
is mounted on a sounding beard which, in .
turn, is supported by an easel back. It can be Batteries
hung up on the wall, as in the picture above,
or stood upon any flat surface as shown in the (West of

picture below. It contains the famous Wind- Rockies, $35)

sor loudspeaker unit noted for the extreme
clarity and fidelity of reproduction.

(Pat. Applied For)

Model 200—wcith 22-inch Ct'me Loudspeaker

This Windsor Cone Loudspeaker Console is equipped with a
22;inc}1 Windsor Cone Loudspeaker. Its top is 30” x 177 and is
29" high. The battery shelf provides ample space for bat-
Model 210 teries, charger, battery eliminator and other equipment.
99.inch Cone Beautifully finished in either Mahogany or Walnut.
Loudspeaker

with sounding

$ This is the Fastest Selling Line of
09
15 Loudspeakers and Loudspeaker

(West of
Rockies, $18

== Consoles in the Radio World Today

The quality of radio reception made possible by Wind-
sor Cone and Hern Loudspeakers and Loudspeaker
Conscles so far surpasses anything heard heretofore
that it amazes and delights every radio enthusiast.
The Windsor Line is so complete that evervone can
find in it a loudspeaker, loudspeaker table, or loud-
speaker console exactly to fit their particular needs.

Model 302 (Shown helow)
With Moulded Composition Horn Loud
speaker and 18-inch Cone Loudspeaker.

% Model 100 ; g
with Moulded Composition

Horn Loudspeaker or 16 5

inch Cone Loudspeaker

(Pat. Nov. 18, 1924)
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Above is shown a beautiful Windsor Loudspeaker Console, finished
in either Walnut or Mahegany, which provides ample space on top
for any radio set. The battery shelf beneath will accommodate all
necessary equipment. Equipped with either Moulded
Composition Horn or 16-inch Cone Loudspeaker. $4000
Size: 38 in. x 18 in, and 29 in. high. Price......

(West of Rockies, $42.50)

To the right is shown the newest Windsor Loudspeaker Console. Tt
is equipped with a 22-inch Cone Loudspeaker and cabinet suitable

for 7-inch radio panels up to 26 inches in length. Battery shelf pro- (Pat. Applied o)

vides ample space for all equipment. Beautifully Vodel 1000
(Pat. Applied For) ﬁn{sk;)ed in e‘lt}_xer \Vz)x]nut or Mahogany. Price $4400 with 22-inch Cone
(without receiving set) .............. ... Loudspeaker

(West of Rockies, $52.00)

In this Windsor Console are combined both the Write or wire today for details of

Windsor Moulded Composition Horn Loud- Note to Dealers: e'figdly prontabie Windsor line Electrical Department
speaker and the 18-in. Windsor Cone Loud-

speaker. The top is 30 in.'x 17 in. and stands

i o of e ana e WINDSOR FURNITURE COMPANY

Shellin rear Frice fnishedin- $4 Q00 1426 Carroll Avenue -  CHICAGO, ILLINOIS

Mahogany or Walnut.,.,...
(West of Rockies, $55) Los Anegeles Rranrh—9171 Maple Avenue
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which gave prominence to the Victor records
during the month in the store of J. Ralph
Wilson. “Shut Your Eyes and Imagine the
Artists Themselves Are Playing for You,” says
a banner strung across the window, while a
huge face with prominent eyes made up the
centerpiece on either side of which were the
Orthophonic machines.
News Gleanings

Miss Freda Anker, head of the record de-
partment at the Gimbel Bros. department store,
is being extended the sympathy of the trade
upon the passing of her mother, whose death
occurred November 3.

The store formerly occupied by Ertelts at
5617 North Fifth street now is owned by Har.
vey Hortman, for many years associated with
the sales staff of the Victor Co., Camden. Since
taking over the Ertelts store the place hasbeen
remodeled and modernized

When Santa Claus made his daily visit to
" the auditorium of the new branch addition of
the Gimbel Bros. store, where the toys were
on display, the children visitors were greeted
by echoes from the Juvenile Song list of the
Victor Co. The Victrola will be used for con-
certs in the auditorium from time to time by
the Gimbel store and has been installed as a
permanent feature in the hall for entertain-
ments and special events.

Miss M. Lennon, who formerly was with
Ertelts, is now associated with the record de-
partment of the F. A. North Co., 1306 Chestnut
street, having succeeded Miss Mary Mulqueen,
resigned.

F. J. Heppe Convalescent
Trade sympathy was extended to Florence
J. Heppe, head of C. J. Heppe & Son, 1115
Chestnut street, who during the month was
confined to the Jefferson Hospital suffering
from an acute attack of indigestion. In the early
days of December the hospital reported Presi-
dent Heppe as on the road to recovery, with
prospects of removal to his home in mid-
December, where he will remain until suffi-
ciently recuperated to resume his duties as head
of the firm.
Stages Formal Opening
Philadelphia friends and associates of the
Spangle Music House, of Harrisburg, Pa.,
journeyed to the Capital City during the month
to join in the opening ceremonies of the re-
modeled and modernized home at 2112 North
Sixth street.

ORTHOPHONIC VICTROLAS

o} New Process Rewords make the
Be# Eotrttainment Combinasion

R. GRAY'S SON

. HUDSON’ N Y,

3% inches diameter—Patented 1922.

It Pays to Add Deeds to Words
This Helps to Break Down Sales Resistance

Word advertising helps business, of course, but being helpful is
more effective. N

will bring people to your store, and your message is permanently
delivered to them.

Dealer’s ad beautifully imprinted on Pyralin top.
cleaning surface in assorted shades.

We know it pays.
sure you will order VELVALOIDS thru your Jobber.

942 Market Street

The OFFER of a
VELVALOID RECORD BRUSH

Pyle plush

Let us tell you how and why, then we are

PHILADELPHIA BADGE CO.
MANUFACTURERS
Philadelphia, U. S. A.

Victor Car Advertising to
Reach 40,000,000 Riders

Considered One of Most Extensive Street Car
Advertising Campaigns Sponsored by Any
National Advertiser in Recent Years

It was announced recently in various adver-
tising publications that the Victor Talking
Machine Co. had completed arrangements for

Now on sale everywhere

The New Orthophonic

Victor Record

You will be amazed when you hear it

One of the Victor Car Cards
one of the most important and extensive street
car advertising campaigns that have been spon-
sored by any national advertiser in recent years.
The Street Railway Advertising Co. carried
double pages in various magazines advising the
advertising fraternity that Victor car cards
would reach 40,000,000 daily riders in the street
cars of the United States with a card in every
car on the company’s entire list. This gives an
idea of the magnitude of the campaign, which
is merely a part of the Victor Co.’s consumer
adwertising.

The list of railways whose advertising is
controlled by this concern covers cities and
towns in the United States from the Atlantic
to the Pacific and from Canada to the Gulf.
Several very attractive car cards featuring Vic-
tor Orthophonic products hawve already been

—

To Our Victor Dealers

EJN token of our appreciation of
your friendship, your confidence
and your loyalty we extend to you
our sincere wish that you may enjoy
a truly Happy Christmas Season and
a most Prosperous New Year.

H.A WEYMANN & SON,INC.

1108 Chestnut Street —Philadelphia, Pa.

prepared and one of these cards 1s shown in
the accompanying illustration. The cards are
designed in several colors and will form an
important link in the 1927 Victor publicity
campaign.

Sonora and Sparton Lines
Shown in Fine Setting

Quality Furniture Co., Joliet, Ill.,, Drew Atten-
tion to the Products It Handles by an Attrac-
tive Display at Radio Show

A setting of refinement was the keynote in

the display of the Quality Furniture Co.,
Joliet, Ill, at the Joliet Radio Show, held
recently, where the phonograph and radio

products of the Sonora Phonograph Co. were
exhibited, together with radio receivers manu-
factured by the Sparks-Withington Co., "of
Jackson, Mich. Softly shaded lights, tapestry
furniture, flowers and ferns served to lend an
atmosphere which attracted the radio show

visitor and displayed the merchandise to the
The

best advantage. Quality Furniture Co.

Fine Exhibit of Sonora and Sparton Lines
added the Sonora line in August and has made
an enviable record in radio merchandising in
its city during the past few months.

Emphasizes Need of Right
Batteries With Power Tubes

Pointing out that power tubes are power
handlers, not power producers, the National
Carbon Co.,, manufacturer of Eveready bat-
teries, stresses the necessity for the use of the
proper battery in comnection with the new
power tubes. It is stated that power tubes
consume more B battery current and they re-
quire greater C battery wvoltage. Officials of
the National Carbon Co. said that the
Eveready Heavy Duty B battery is particularly
well equipped to give the extra power handled
by power tubes and should be used in prefer-
ence to light duty batteries. It is said that
dealers will insure better customer satisfaction
in specifying the Heavy Duty battery wherever
power tubes are used.

Fada Issues New Booklet

An attractive booklet on harmonated recep-
tion has been issued. by F. A. D. Andrea, Inc.,
New York, to Fada dealers for distribution to
the public. It is written in a non-technical
manner and features the Fada line, with par-
ticular attention to the Fada eight-tube and six-
tube models and the Fada cone speaker.
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TRADE MARK

Stevens diaphragms are made of “Bur-
tex”"—the new scientific material which
makes possible the only seamless dia-
phragm on the market.

It is a fabric base, formed under tension
into the “conoidal” form of continuous
curves, for maximum resilience and
resonance.

Furthermore it 1is scientifically and
chemically impregnated so that it is
absolutely damp-proof even under the
most trying atmospheric conditions.

The Stevens diaphragm is practically
unbreakable and is quickly replaceable
if damaged.

Licensed and Manufactured wnder Pat. No. 1414801

02207 OTDIPND L IGEC oo DIV N0

The Famous Stevens “TT”
Balanced Armature Unit

Another unique feature is the Stevens
“TT” unit—the only unit built on the
tensile tension principle developed by
years of experiment and test. The ar-
mature is fastened at both ends and is
perfectly balanced between the pole
pieces. Being under tension, this abso-
lutely eliminates “freezing” to the pole
pieces—a common trouble with the ordi-
nary unit. Furthermore, the coil wind-
ing is synchronized with the tension so
that even excessive current will not dis-
turb the quality of reproduction. Each
unit is carefully adjusted at the factory
and needs no further adjustment for any
kind of a receiving set.

cONOIDg4 I3
L onTINUOUSLY CURy-

The scientific curve of
perfect sound reproduction

NORE2OZ 06 DIHINIC 2D UL CARZDEDS

Jhats a Stevens |

Stevens quality is instantly recognized by eye
and ear,

Stevens Speakers sell best in competition-—they
challenge comparison with all others—and they
win!

Give your customers an opportunity to hear
Stevens Speakers-—show them the decorative
qualities of these wonderful musical instruments
—and the sale is made.

Stevens Speakers cut your selling costs and in-
crease your turnover profits. This is not mere
theory—hundreds of enthusiastic dealers are doing
it right now.

Are you sharing in this success?

NICPOTOKTION ¢

PO GIVCEL s

Model “A” 17% inches
Ideal for the home, com-

bining superior tone and ?@O"':YCTGO
volume with decorative ,o’,_,qMEng;N\}_

elegance. Mahogany
sounding board gives rich
resonance and power to
the tone. Can be used on
console, or hung on wall
Complete with easel base
and silk hanging cord, §25

[PATENT PROTECTION

@RATION

Model “B” 1414 inches

Similar to Xodel A" but
smaller. Has Burtex dia-
phragm, resonant wood
sounding board, and pow-
erful balanced armature
unit, giving remarkable
volume with highest tone
quality. Ideal for a small
room. Finished in rich,
mahogany shades to match
many of the standard sets.
Price ............... $16.50

SO WEC_ANCTITIIUEO L. 2O COEDINN) L2DC  NEIHNU) LI 0is SO 20D

Great Combination Offer

When you handle Stevens
Speakers you have the ad-
vantage of a great combina-
tion—superior product and
real, honest-to-goodness dealer
and jobber co-operation.

Stevens Speakers are made
and sold right, and are backed
by dealer helps, publicity, na-
tional advertising, and local
advertising in conjunction
with distributors.

Stevens dealers are enthustastic. You,
too, can share in the profits of this fast
selling line. Write to-day for full details.

tevens (peakers

STEVENS & CO., Inc. 6-48 E. Houston St.,, N Y.

Made by the Pioneers of Cone Speﬁkers
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The increase in sales of Tungar Battery Chargers at Christmas
time for the past few years proves conclusively that they are ideal

gifts.

They are welcomed because they bring with them assurance of full
power for radio sets—for years to come. And they also promise the
motorist no run down starting battery. So Tungar is a two-fold
gift—and therefore twice as easy to sell.

Tie-in with our Christmas national advertising. Dress your window
and showcase by displaying Tungars and using the specially de-
signed Christmas tag. :

.- @Tungar
(East of the Rockies)
PAT. OFF. .

2 ampere Tungar $18 REG, L]

5 ampere Tungar $28 BATTERY CHARGER

Trickle Charger $12 : -y .

(60 cycles—110 volts) Tungar—a registered trademark—is found only o

on the genuine. Look for it on the name plate.

GENERAL ELECTRIC

GENERAL ELECTRIC COMPANY MERCHANDISE DEPARTMENT BRIDGEPORT, CONNECTICUT
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Dealers View Grimes-

Viking Radio at Dinner

David Grimes, Inc.,, Manufacturer of the
“Viking” Radio Line, and Radio Circular Co.
Hosts to Dealers in New York

David Grimes, Inc., 151 Bay street, Jersey
Cty, N. J., manufacturer of the Grimes radio

associate manufacturers.

A SrSsssmseswsesorererwswsasnam |

Sends a Christmas message of appreciation and good will to dealers. jobbers and
The support and patronage of our dealers and jobbers
has been the outstanding feature of the portable phonograph industry the past
year, and in return we extend sincere wishes to all members of the trade for a
year of prosperity.

@swe!%n uﬁciun’n(g @ ;)g

PORTABLE PHONOGRAPHS & DISTINCTION
MIIWAUKEE,WIS. A
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dinner and introduced the various speakers.
The talks were quite short and the evening
was given over mostly to dcmonstrations of
the Viking receivers.

The receivers shown were the Viking Im-
perial in both table and console and the Viking
Standard in table model. The sets performed
excellently and brought forth particular com-
ment upon the quality of tone. Stress was
laid by the speakers upon the durability of the
workmanship and the

elimination of service
following sales
Representatives of
the Grimes organiza
tion present were R.
Lowie, James F. Bell,
Frank E. Burdette
and A. E. Kraft.
The dealers
were present at the
demonstration were

Dealers Present at David Grimes-Viking Dinner

receivers now marketed under the trade name
“Viking,” recently held a dinner for its metro-
politan dealers at the Hotel Pennsylvania, New
York City. Following the dinner a demonstra-
tion of the new Viking models was given.
These new receivers are now being delivered
to the trade in quantities and incorporate some
of the very latest developments and perfections
of the David Grimes, Inc., engineering staff.

The dinner was given under the auspices of
both David Grimes, Inc., and the Radio Cir-
cular Co., distributor in New York and sur-
rounding territory, of which Mac Levy is the
head. Mr. Levy, who is well known in retail
trade circles, was paid a warm tribute by those
who attended the dinner.

Lee Brown, of Picard, Bradner & Brown
the advertising agency handling the David
Grimes, Inc., account, acted as chairman for the

The

h i
—an instrument
of distinction

1927 will be «a
great year for
Euphonic Dealers

unanimous in their
conviction that the
new Viking models will find a ready and hearty
reception from the radio-buving public.

Silent MotorEorp. Makes
New Double Spring Motor

A new double spring motor, Model DS, which
will play approximately five phonograph rec-
ords, will shortly be announced to the trade by
Herman Segal, president of the Silent Motor
Corp. This new motor will incorporate all the
features which have won recognition for the
well-known Silent motor. Mr. Segal states that
samples are ready, and that he is prepared to
quote attractive prices on quantity orders to
manufacturers. The Silent motor factory in
Brooklyn, N. Y., has gone into p-oduction on
the new inotor, and preliminary. conferences

R AR B TE TR TR T T R PR R PR B R PR BB TS A e Y.

WASMUTH-GOODRICH CoO.
Manufacturers of Phonographs and Radio Cabinets
Peru, Indiana

ST. PAUL AVE.
AT IO™ STREET

who

Christmas Greetings

[n extending Yuletide greetings to the phonograph
industry, we must express our deep appreciation
of the recognition afforded Euphonic products.

It will be our privilege to co-operate with repre-
sentative music merchants in making 1927 a year
of profit and satisfaction.

<

:
:

with leading phonograph manufacturers lead
Mr. Segal to believe that it will be necessary to
increase the Silent motor manufacturing facili:
ties at an early date.

The Silent motor line now comprises two
models of double-spring motors and one single-
spring model.

R. K. Kind Is Appointed

Thorens General Manager

{

New Executive Will Make Headquarters in
Newx York—Was Formerly Connected With
Thorens Plant at Ste. Croix, Switzerland

The formation of Thorens, Inc., a new cor-
poration which will handle the well-known
Thorens line of Swiss phonograph motors and
musical goods in the United States, was an-
nounced by Frederic Hermann Thorens, prior
to his sailing for Switzerland on December 15.
Mr. Thorens has been in the United States for
several months reorganizing the firm’s interests
lere, made necessary by the recent death of
Louis Henry Junod, who represented the
Thorens line of motors and other products in
the United States for many years.

Sinultaneously, Mr. Thorens announced the
appointment of R. K. Kind as general manager
of Thorens, Inc. Mr. Kind, who will make his
headquarters at the company's offices in New
York, was formerly connected with the Thorens
works at Ste. Croix, Switzerland, where he
eivned a thorough knowledge of the line. Re-
cently Mr. Nind was general manager of the
Joseph Schlitz Beverage Co. Thorens, Inc., will
handle in the United States all products manu-
factured by the Swiss firm, including cigar
lighters and other novelties.

A repair parts department will be maintained
bv Thorens, Inc., at New York for the conven-
ience of the trade.
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=N_ew g_.tor%e“s ;md Changes Among Talking
Machine Dealers During the Past Month

New Stores Opened Recently Throughout Country and Changes of Management Compiled for
Benefit of Talking Machine and Radio Manufacturers and Distributors

Alabama
Ensley—The Manning Music House has been estab-

llshed here at 714 Nineteenth street. M. D. Manning,
formerly with Ludden & Bates, of Savannah, Ga., is
proprietor.

Arkansas

Van Buren—A nc¢w music store has been opened
here by Ed. Overby and Willard McBride.

Heber Springs—P. Weatherman has opened a music
stol'e in the Skelton building, carrying a complete line
of musical instruments.

California

San Dlego—The San Diego Music Co. was recently
chartered by C. E. Butlcr, John Buckro and T. F.
Sibley.

San Francisco—Walter Wiggins, who operates the
Sunset Music Store, has moved to a new location and
has added to the lines carried.

San Fraucisco—H. W. Mitchell has purchased the
stock and business of W. Statham, music dealer, at
24 Hill street.

Saeramento—The local branch of the Hauschildt
Music House has~been closed out and the company
will concentrate on the Oakland store.

Hollywood—.A branch music store will shortly be
opened at 6776 Hollywood Boulevard by Barker Bros.,
l.os Angeles.

Colorado

Monte Vista—The Charles . Wells Music Co., Den-
ver, has opened a branch store in the Cramer Build-
ing with Andrew J. Speich as manager,

Connecticut

Meriden—The Gibbs Piano Co. has opened a branch

store at 88 West Main street here under the man-

ALL OHONES
BRUNSWICK 3700

MANUFACTURERS OF
RADID APPARATUS - BRASS SPECIALTIES
ELECTRICAL FITTINGS

PRODUCTS OF
QUALITY

“' Talking Maohine World,
ll|l 383 Madison Avenue,

ll Hew York City.

r

Dear Sirs:

wholeheartedly. -

Corporaiion

g corganized im 1924

agement of J. C. Lavinnanna. A full line of musi-
cal instruments is carried.

Thompsonville—The Music Lovers’ Shop, which also
conducts a branch at Windsor Il.ocks, has filed a
petition in bankruptcy with assets of $4,600 and
liabilities of $14,403.

New Haven—The A. B, Clinton Co., which has been
located for several years at 33 Church street, has
moved to new quarters at 942 Chapel street, in the
heart of the business district.

Delaware
Wilmingtou—A charter has been granted to Charles

A. Brozek, who will deal in musical instruments
with a capital stock of $100,000.
Florida

Miami—The Chalmers Music Co. has moved into
new quarters at 62 West Flagler street.

Miami—The Johnson Musi¢ Co. has opened a ‘‘Serv-
U-S-1f"" music and radio storc at 14 West Flagler
street.

Gainesville—C. A. Powers has taken over the
talking machine and music department of the Gaines-
ville Furniture Co.

Ocualan—George MacKay & Co., furniture dealers,
recently added a talking machine section carrying a
full line of Brunswick Panatropes, phonographs and
records.

Georgia

Atlanta—The Clarkc-Atlanta Music Co., which for
thc past ten years was located at 58 Auburn avenue,
is now scttled in its new quarters at 45 Auburn
avenue.

Savannalh—The B. J. Sheppard Co., music dealer,
has moved to more handsome and considerably larger

CABLE ADDRES
"MOHMAWK®™

MOHAWK BUILDING
DIVERSEY AT LOGAN BOULEVARO
CHICAGO, ILLINOIS

November 1llth,
1926

Attention - Mr. Lee Robinson

V‘ i job well done is its own reward, but & job so

well done that it oreates complete recognition from an entire
industry merits commendation and aoknowledgment.
commendation and acknowledgment is hereby conveyed to you

This

The writer's experienoe, oovering a quarter of a
century in the advertising field, justifies him in tglling
you that never before has suoh splendid, wholehearted, and
unselfish cooperation been rendered by any publioation, as

Radio insert, which appeared in the Ootober 15th, 1926 issue
| of the "Talking Masohine World".

I

” was given us in oonnection with the eighteen-page Mohawk
It

|

| Every detail in the securing of the several page
advertisements from our several distributors, all correspondeuce
\ in conneotion with it, the handling of art work, plates, uvype-
setting - with one word, the whole Job was admirably executed.
Hot to acknowledge this splendid cooperation which you gave
ge would be, indeed, withholding from you well deserved praise.

i In olosing, no small amount of credit for the

-
tto N. Frankfort:HG

ALL AGREEMENTS ARE SUBUECT TO STRIKES, ACCIDLNTS AND OTHLK CAUSLS BEYOND OUR COI

splendid work in connection with this insert should be given
l your untiring Chicago representative and worker, Mr. L. P. Canty.

It will be our pleasure to continue our pleasant
and profitable association with you for many years to come.

Most cordislly yours,
MOHAWK CORPORATION- OF ILLINOIS.

e oz i

General Sales Manage

WITHOUT ~OTICF

new quarters at 220 Broughton West.

Illinois

Peoria—The Lacey Music Co. has been incorporated
with a capital stock of $12,000 by John M. Niehaus
and Martha Meyer.

Danville—The Benjamin Temple of Music, 30-32
North Vermilllon street, has been purchased by the
Person Piano Co., of Indianapolis, and C. H. Mere-
dith has been made manager.

Bloomington—A. C. Emons has opened a complete
music store on West Locust street.

Rockford—L. . Ware has been appolnted mana-
ger of the Haddorff Music House, 220 North Main
street, succeeding D. Dickerson, who has resigned.

Chicago—A charter has becn granted to Rubank,
Inc., 322 West Congress street, to deal in musical In-
struments.

La Salle—The Groves Music Shop, which has been
doing business in Bent's Furniture Store, has taken
new quarters two doors west of the present loca-
tion,

Chicago—A charter has been granted to the Inter-
state Music Co., 325 Judson avenue, to conduct a
g :neral music business with a capital of $20,000.

Chicago—The Rosenthal Musiec Shop, 1104 South
Halsted street, was recently incorporated with a
capital stock of $2,000.

Rockford—A stock of phonographs of the Williams
Sport Shop has been acquired by Fred E. Ramer,
31815 Chestnut street.

Areola—Everett Henne has opened a new music
storc here.

street,

Indiana
Connersville—Russell Davis is continuing the music

business formecerly conducted by J. R. Burke.

Marion—The Marion Piano Co. has been incon-
porated to deal in musical instruments with a capi-
tal stock of 1,000 shares of no par value.

Blooniington—The Owens Music Co. is completing
removal of its stock from Spencer to attractive quar-
tera here.

South Bend—T. H. Mains is preparing to move his
music store from 107 West Division street to new
quarters at 207 West Jefferson Boulevard.

Kansas

Liberal—S. J. Warlick recently opened a new music

store, carrying a complete line of instruments.
Kentucky

Ashland-—Scott Bros., music dealers, plan moving to
a new location in the near future.

Maine

Millinocket—Whalen’s, Inc.,, has taken over a
music store and will carry talking machines and
other musical instruments.

Massachusetts
Springficld—The music store of Forbes & Wallace

on Federal street, will soon move to a new location
in the Lawler building.

Boston—The Parkman Piano Co. was recently in-
corporated with a capital stock of $100,000 to deal in
musical instruments.

Michigan

Detroit—Grinnell Bros. have taken a lease on the
property at 1514 Broadway and will open a branch
store at that address as soon as necessary altera-
tions are completed.

Alpena—Additional space on the second floor of {ts
building has been obtained by the Howe Music Store,
Second avenue and Water strect.

Minnesota
Rocliester—The Lindsey-Bach Piano Co. has pur-

chased the stock and flxtures of a store in the
Lawler Theater building and will operate a general
music store there.

Minueapolis—The Radio & Victrola Shop, formerly
located at 318 West Broadway, has opened a new
store at 314 West Broadway.

Minneapolis—The Boland Co., carrying a full llne
of musical instruments, has moved to new quarters
at 19 South Eighth street.

Missouri
Centralia—M. L. Pruitt suffered considerable dam-

age to hls stock from a fire of unknown origin.
St. Louis—A talking machine department is belng
added by Conrdy’s Piano Co., 1100 Olive street.

New York
Albany—The Baker Music House has establlshed a

branch store at 97 North Pearl street.

Oswego—Stephen C. Healy has purchased a con-
trolling interest in the Burke Music Co., and will
conduct the business under the name of the Stephen
C. Healy Music Co.

Newburgh—Harvey Morse has purchased his part-
ner’'s interest In the music business of Buerger &
Morse. -

Depew—The Depew Music Store has opened at 6
Main street wlth a complete llne of musical lnstru-
ments. S

New York—The Greek Musle Co., 616 Elghth ave-
nue, has taken over the adjoining store to care far
the growlng business.

New York—Marconl’s Music & Radlo Store wlll
move shortly to 1982 Third avenue.

Saranac Lake—The muslc store of Henry P. Leis
at 3-5 Bloomingdale avenue, which was gutted by
fire saime months ago, has been renovated and en-
larged and has re-opened for business.

Olean—Charles E. Edel has purchased the entire.
business of the firm of Edel & Thompson and s
continulng the business under the name of the Edel

(Continued on page 98)°
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Making Radio History

HE Slagle 2-dial control line of receivers is an

outstanding success. All working units are com-
pletely protected from each other and the outside
by cast-aluminum shielding.

The finest achievement of over 15 years of build-
ing high quality radio sets, you will find them a
genuine pleasure to sell. The value is there—prices
low for the quality. The performance is as nearly
periect as a set has given to date. The owner gets
an ever increasing amount of pleasure and satis-
faction from his purchase.

That’s a combination that builds profitable bus-
iness for you and for us through you. Let us tell
you more about it.

SLAGLE RADIO COMPANY

Fort Wayne, Indiana

Olagl

dio
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SUPERIOR PHONO-PARTS CO.

799 Broadway, New York City

KBS

We Extend Our Sincerest Wishes

to all our friends for

A Merry Christmas and _
A Very Happy and Prosperous New Year

Factory: NEWARK, N. J.
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New Stores and Trade Changes of the Month

(Continued from page 96)

Musical Co., located at 1206 Irving street here.

Brooklyn—A charter has been granted to Baim &
Blank to deal in musical instrruments with a capital
stock of $11,000.

Patehogue, L. I.—Smith & Lull, of Bay Shore, have
opened a branch store in the Shand Building on
West Main street, this city.

Queens, L. I.—A petition in bankruptcy has been
filed by Robert Goodman, music dealer, 220-09 Ja-
maica avenue, listing assets of 2,537 and liabilities
of $4,027.

New Vork—The musie department of Gimbel Bros.
has becn moved from the eighth floor of the de-
partment store to the ground tinor and basement of
the Cuyler Building, 122 \West Thirty-second strect.

Buffalo—Howard Weber has been niade manager of
the Robert L. Loud Music louse.

Brooklyn—C. Bauer Sons, Inc., recently added a
talking machine department carrying the complete
Victor line.

Rockville Center, L. I.—A, E. IIenderson has pur-
chased the stock and business of the Montauk Musie
Shop and is continuing the business under the same
name, carrying the Victor line.

Brooklyn—L. J. Saftler was recently appointed
manager of the nusic store of Albert Bersib, 1253
Bedford avenue.

New York—Galbraith Perry has assumed the man-
agement of the West End Radio Shop.

Easthampton, L. I.—A new nmmusic store, the Itast-
hampton Music Shop, carrying the Victor line, was
opened recently in the Edwards theater building by
Louis Davidow and Al. Dundon.

North Dakota

Bismarek—The Capital City Piano Co., of which
J. C. Madden is proprietor, recently opened a store
here, carrying a full line of talking machines, pianos
and band instruments.

Ohio

Akron—The A. E. Jones Music Co. recently opened
4 store on East Market strect.

Willoughby—The Willoughby Music Co., has been
incorporated for $15,000 by R. A. and R. I. Semrad,
A. T. Madow, C. A. Reeves and J. A. Bechtol.

Yonngstown—The Strouss-Hirshberg Co., depart-
menl store, with a complete music section, recently
moved into its new six-story building.

Clevetand—J. Zarworski has opened a music store
in the Alliance of Poles building carrying a full line
of instruments.

Toledo—The Whitney, Blaine, Wildermuth Co. has
mov>d into a naw building, which provides more
spac.: for demonstration and display of the lines of
inst: uments cariied.

Ak.on—Mrs. W, H. Stowe recently opened a music
store at 123 South Main strect, carrying a full line
of instruments.

Bellefontaine—J, O. Smucker, who operates a music
store here, is planning to open a branch at Urbana.

Springtield—Earle . Hawken & Sons opened their
new music store at 19 North Fountain avenue recently
with appropriate ceremonies, including a store con-
cert by two orchestras.

Zanes«ville—The stock and fixtures of the Longshore
Music Co., North Fifth street, have becen purchased
by the Spence Music Co., of Noirth Fourth street.

Akron—The Saxophone Shop, carrying the complete
King line of band _ instruments, has recently been
opened as a division of the A, B. Smith Piano Co.

Cleveland—The Miltner Piano Co. has opened l[ts
remodeled warerooms at 5841 Broadway, featuring
the Brunswick Panatrope, pianos, small goods and
sheet music.

Cleveland—Jerry Fraiberg has opened a muslc and
jewelry store at East Fifty-fifth street and Broad-
way.

Crestline—Fred C. Kloepfer, music dealer of Bucy-
rus, is opening a branch store here.

Oklahoma

Cordell—A new music store has been opened here
by the J. 5. Bennett Music Co., featuring the Zenith
line of radios and Gulbransen pianos.

Altas—The Culp Piano Co. has leased a building

here for the purpose of installing a branch store
which will be unider the management of Y. H.
Nunn.

Oregon

Portland-—Allen McLean, formerly manager of the
talking machine department of the Hyatt Music Co.,
has assumed the management of the phonograph de-
partment of the Seiberling Lucas Music Co.

Portiand—C. H. Heim has been appointed manager

of the new branch of the Hyatt Music Co., which
will open shortly in the Hollywood theater build-
ing.

Astorin—The Bee Hive department store has opened
a music department carrying a full line of in-
struments. H. H. Princehouse is manager.

Pennsylvania
Huntington—W. W. Staylor, music dealer of this

city, has purchased property in Mt. Union, Pa.,
with a view to building a music store on the
site.

Somerset—The stock and interests of the Collins
Music Store have been purchased by E. A. Fergu-
son.

IIarrisburg—The new home of the Spangler Music
House was opened last month with appropriate cere-
monies.

Williamsport—The Hartman Furniture Co., 330
West Fourth street, has taken over an adjoining
store and has added a line of musical instruments and
radio receivers.

Kutstown—DByron A. Stein, who carries a line of
Lalking machines, will move to larger quarters at 221
Main street in the near future.

Finleyville—The Schroeder Piano Co., has opened
new warerooms in the Shepler building with' J. T.
Smith as manager.

Tennessee

Nashville—Allan Welburn, formerly with the O. K.
Houck Piano Co., has been appointed manager of
the Claude P. Street Piano Co.

Five Points—A new music store operated by the
Price Music Co., was recently opened in the Bandy-
Price building on Charlemont street. A complete line
of instruments is carried.

Texas
Galveston—The Galveston Piano Co., carrying a

full line of musical instruments, recently celebrated
the opening of its new quarters at 2015 Market street.

San Antooio—J. L. Norris has been appointed man-
ager of the new store of the A. F. Beyer Co.

Mission—G. H. Jackson and J. L. Miller are pre-
paring to open a music store here.

Groveton—A large stock of merchandise, including
talking machines was destroyed by fire recently in
the store of the Trevethan & Reily Co.

Utah
Ogden—A branch of the Beesley Music Co. of
Salt Lake City, has been opened in the department
store of W. H. Wright & Sons Co., Washington ave-
nue, with A. L. Card as manager.

Washington
Vancouver—Suitable quarters for a music store
have been obtained by James Waggener, Jr., in the
New Central building, 1200 Main street.

West Virginia
Charleston—The Galperin Music Co. recently held a
formal opening of its new store at 13-17T Capitol
street.
Rowlesburg—Mrs. A, F. Cheney is the proprietress
of a music store which opened here recently.

Wisconsin

Cumberland—The Manhart Music House has moved
to larger quarters in the Zimmerman building.

Tomahawk-—Thcodore Doucette has opened a music
store in the Lyric theater building.

Barauboo—\Willey's Music House was recently pur-
chased by Ted J. Holzem, formerly district repre-
sentative of the Gulbransen Co.

Sunnyside—The Talcott Music Store was recently
opened here with fitting ceremonies.

Royalty of Roumania Use
the Bell & Howell Camera

Camera Has Won World-wide Fame as Shown
in Accompanying Photograph of Queen Marie
Using the Bell & Howell on Palace Grounds

The world-wide fame of the Bell & Howell
camera product, which now includes the popu-

u Bell & Howell Camera Used by Queen

lar automatic Filmo for individual use, is em-
phasized in the accompanying photograph
showing Queen Marie of Roumania on the royal
palace grounds. Queen Marie was snapped as
she was learning the distinctive features of the
Bell & Howell standard professional camera
which she greatly prizes.



Decemerr 15, 1926 THE TALKING MACHINE WORLD

Here’s What Landay Bros. Say of

KELLOGG
Radio

Inductive Tuning, a new and exclusive
Kellogg development, has brought to
Radio a greater simplicity of operation.
Stations are spread out on the station
selector seven times farther apart than
heretofore. For the first time, also, equal
efficiency is had at all wave lengths.

Sherman, Clay & Co.

on the Coast, Present
KELLOGG
FHawless g{epn.)dudiorz.
Radlo

In the console model there is a built-in speaker made
of a new material and so designed as to give a far
more even amplification of all musical notes. Either
the table or the console models can be fitted with A
and B power units for operation from the electric
light socket.

Grinnell Bros. Enthusiastically

Endorse
KELLOGG

Hawless ﬂeprgducta’on

adio

Desirable territories are still open and dealers
are cordially invited to write in for complete
details on these advanced receivers and full
information on the Kellogg franchise. Kel-
logg Radio is a line of fine musical instru-
ments well suited to music dealers.

Kellogg Switchboard & Supply Co.
1066 West Adams St., CHICAGO
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sﬂ “Qo the Heavens abobe us

i ®, look and behold

§§ The planets that lobe us

All harnessed in gold!

What chariots, twhat horges
Auainst us shall bide

While the Stars in their coursges
Do fight on our gide?”
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Christmas 1926

Consolidated Talking Machine Co.

. Distributors of Okeh-Odeon Records
§2 227 W. Washington Street Chicago, Illinois
g Branches: 2957 Gratiot Ave., Detroit, Mich. : 1424 Washington Ave., Minneapolis, Minn.
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Middle Western Retailers Take Advantage
of Tie-Up Opportunities and Sales Gain

Shortage of Certain New Models, Especially Talking Machines, Is Reported—Entire Trade Pre-
pared for the Expected Holiday Rush— News and Trade Activities of the Month

CHIcAGO, L., December 8. — Distributors of and
dealers in phonographs and radio receiving ap-
paratus, generally, throughout the city of Chi-
cago and surrounding territory, have experi-
enced a slight lull in business during the past
three or four weeks, although the first of De-
cember was looked upon by many trade authori-
ties as the turning-point and the beginning of
the actual holiday buying season. The lull in
buying has, perhaps, been more noticeable in
radio than in talking machires and records,
since there is far more competition in the first
named field, due to the fact that there are so
many retail outlets for radio receiving appa-
ratus of all kinds.

In the talking machine ficld a compari-
son with the corresponding period of last
vear shows that November, 1926, was ahead
of the sales volume of the same month
of 1925, for the new type phonographs
and electrical reproducing instruments had
barely been introduced at that time. However,
the so-called pre-holiday slump is looked upon
as only temporary, and is something which
financial authorities and bankers agree occurs
each year at this time in some degree.

In many cases, distributors and dealers have
given an entirely different report, stating that
they are experiencing trouble in obtaining a
sufficient quantity of merchandise to imeet the
demand placed upon them. This is especially
true in the talking machine field, where a num-
ber of manufacturers have only released a few
machines and have not yet placed their plants
on a full production basis. Many dealers are
still receiving shipments placed on “back order,”
the machines being delivered to consumers
who have been waiting for a certain model or
cabinet design.

Dealers in this territory recently have had
several exceptional opportunities for the ex-
ercise of sales promotional ability and those
who have taken advantage of them through ad-
vertising and publicity have profited. The
Army-Navy football game, from which thou-
sands of disappointed fans were turned away
because of the limited seating capacity, brought
about the purchases of numerous receiving sets.
Weeks in advance of the siruggle dealers
throughout the city had issued a note of warn-
ing through newspaper advertising and window
displays, suggesting the delivery of a radio set
to the home, where the family could listen to
the game in comfort. Hundreds of installa-
tions were made both in the city and through-
out the Middle West because of this one event
and the fact that the dealers had grasped an
unusual opportunity.

That interest in the talking machine and
phonograph music is running high is shown
by the steady increase in record sales. A
gain over October sales is reported in the great
majority of instances, with a greater increase
expected during the next three weeks of holi-
day shopping. Local appearances in theatreg
by popular individual artists and recording or-
chestras have accomplished much in a promo-
tional way, coupled with the advertising ap-
pearing in the daily newspapers, and the indi-
vidual efforts of the retail merchants and their
salespeople.

Auditorium Orthophonic Victrola Interests

Chicago music lovers have been given an op-

portunity to hear the Auditorium Orthophonic
Victrola, an instrument of large size and tre-
mendous power, during the past few weeks, as
it has been demonstrated for some time
at the Lyon & Healy concert hall and
also in the Walnut Grill of Marshall Field &
Co. Both Auditorium Orthophonic Victrolas,

now in Chicago for the holiday season, are
identically the same as the one demonstrated
at Atlantic City, N. J.

Marshall Field & Co., in introducing the
Orthophonic Victrola recitals, held from two
until five o’clock each afternoon, issued the fol-
lowing announcement: “Each business day a
recital of miscellaneous musical numbers will
be played in the Walnut Grill from two until
five. This program will be changed daily. This
huge instrument produces a vast volume of
sound, and whisper-like tones are reproduced
with great clarity. People have stood a mile

(Continued on page 102)
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The Latest
and Best

True Tone Reproduction

KIMBALL PHONOGRAPH
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Style 300

306 S. Wabash Ave., Kimball Bldg.

Quietness of Operation; Fidelity of Tone Reproduction, Therefore
Ideal for Home, School or Hall

Many Exclusive Features; Plays All Records

Hear it. Compare with others
Write or wire us for particulars

W. W. KIMBALL COMPANY

’ Established 1857

SIZE:
45 inches high
) 32 inches wide

. - 23Y4 inches deep

Chicago, Ill.
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from it and heard distinctly its music and an
audience of 200,000 recently listened to it with-
out the means of amplifiers.”

W. C. Fuhri Off to Pacific Coast

W. C. Fuhri, vice-president and general sales
manager of the Columbia Phonograph Co., Inc,,
New York City, passed through Chicago late in
November en route for the Pacific Coast. He
spent some time with A. J. Heath, manager
of the Columbia Chicago office, and expressed
great satisfaction as to the volume of Co-
Jumbia business now being secured throughout
the country. He is expected to visit Minne-
apolis and Chicago on his return trip to the
East.

The Chicago branch of the Columbia I’hono-
graph Co., Inc., is now receiving more sub-
stantial shipments of the new Viva-tonal Co-
lumbia instruments than for some time past,
according to A. J. Heath, munager. This is
evidently pleasing to the management of the
Chicago Columbia office, for it enables the
local branch to fill niany orders which have
been on file for the past several weeks.

Otto Heineman Visits Chicago Trade

Otto Heineman, president and general man-
ager of the Okeh Phonograph Corp., New York
Citv, spent several days in Chicago visiting
the local trade during the latier part of No-
vember. While in the city he called at the
local Columbia office for a visit with District
Manager A. J. Heath, who was indirectly asso-
ciated with Mr. Heineman several years ago.
Mr. Heineman visited the trade in St. Louis
before returning to New York.

New Columbia Records Coming

Columbia dealers in Chicago and the Middle
West territory may anticipate receiving, in the
very near future, new Columbia records by their
favorites, including Ted Lewis, Paul Ash, Ruth
Etting, Ford and Gleun, Art Kahn, Al Handler
and others, as a Columbia recerding expedition
spent several days in Chicago recently for the
purpose of recording the many Columbia artists
now in the city. J. S. MacDonald, assisted by
Eddie King, gave his personal supervision to
the recording of the new Columbia numbers.
Sampson Electric Co. to Distribute Radi-“A”

The Briggs & Stratton Corp., Milwaukee,
\Vis., recently appointed the Sampson Electric
Co., Atwater Keut jobber in Chicago and the
State of lllinois, as a distributor for the new
Radi-“A," an “A” power supply unit. Large-
space newspaper advertisements have been ap-

pearing regularly in Chicago newspapers to
promote the sale of the Briggs & Stratton
product, together with the names of dealers in
the city and State who are handling it.
Co-operative Sonora Advertising

Full-page Sonora advertising has been ap-
pearing in the local newspapers for the past
several weeks signed by twelve well-known
Sonora dealers of this city. The advertising
has been exceptionally forceful in character,
featuring to splendid advantage the Sonora
Shielded Six receiver and carrying illustrations
of a timely character. For example, the full-
page that appeared on Monday, November 22,
five days prior to the famous Army-Navy game
in this city, was headed “Touchdown” and em-
phasized the fact that every detail of the game
could be thoroughly enjoyed by the owner of a
Sonora Shielded Six in the comfort of his own
living room. A f{ootball illustration carried out
the idea of the copy, and the twelve dealers
who have sponsored this campaign speak en-
thusiastically of the direct results received from
this advertisement. The campaign will con-
tinue right up to Christmas. The Sonora deal-
ers who are utilizing the newspapers to such
exceptional advantage are the following:
Becker, Ryan & Co.; Wolf Furniture House;
Bacon Furniture Co.; Murray Electric Shop;
Sekera Furniture House, Halsted Music Shop,
Reliance Furniture House, Wonder Radio Sales
Co., Faust’s Brunswick Shop, O. R. Martin
Co., Witzel Music Co. and Clark-Devon Radio
Sales.

Victor Dealers Tie Up With Whiteman

With the appearance of Paul Whiteman and
his orchestra, Victor artists, in Chicago for a
period of three weeks, the Chicago Talking Ma-
chine Co., local Victor distributor, together
with dealers throughout the city and surround-
ing territory, has brought about a very effective
tie-up. \Whiteman appeared at the Chicago
Theatre the week of November 29, spent the sec-
ond week on the stage of the Tivoli Theatre
and the last week at the Uptown, the theatres
being important houses in the Balaban & Katz
circuit, located in the three most important trade
centers in the city.

Because of Whiteman’s popularity and the
fact that he has made only three Chicago ap-
pearances the theatres have enjoyed capacity
houses and interest in his recordings has greatly
increased. Green and white window streamers
together with cut-outs of \Whiteman’s face and
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lists of his records displayedin dealers’ windows
throughout the city have helped to draw atten-
tion to the \Whiteman discs. In addition, the
Chicago Talking Machine Co. and a number of
dealers sponsored a full-page co-operative ad-
vertisement in one of the local newspapers
showing on a map of the city the mames and
locations of the music stores where his re-
cordings might be secured. According to reports
from dealers throughout Chicago, the results
have been very gratifying, and with the thou-
sands who will hear \Whiteman’s orchestra be-
fore it finishes its engagement it is expected
that the sales volume will mount considerably
higher.
Novelty of Making “Movies” Grows

The home motion picture camera has an ap-

peal which carries it into the possession of

Jack Dempsey Using Bell & Howell Camer

people in all walks of life, for the novelty
of making “movies” and projecting them in the
home seems to carry with it the same thrill
as the owner of a new radio receiver feels
when he first tunes in a distant station. The
accompanying photograph shows three indi-
viduals who have been in the public eye for
some time, Estelle Taylor, Jack Dempsey and
William Beaudine, a prominent motion picture
director. They were caught by the pho-
tographer at the M. G. M. Ball, at the Hotel
Astor, New York City, with Mr. Beaudine in
a typical directing pose and Mr. Dempsey act-
ing as camera man with a Filmo camera, made
by the Bell & Howell Co., of Chicago.

Organize Phonograph Art Society of Chicago

At a meeting held on November 30, there
was organized The Phonograph Art Society of
Chicago by a group of men and women inter-
ested in collecting and hearing music recorded
for and reproduced by the phonograph, for the
purpose of promoting a better appreciation of
music generally. Other aims of the association
are encouragement and assistance in the art of
recording and in the wider and more general
publication of records of the best of all music.

To promote the objects of the Society re-
citals will be held regularly in order to keep the
members acquainted with the latest recording
Men and women connected with
the phonograph industry, as individuals, in
either the wholesale or retail divisions, are
eligible for membership.

The Society, in its initial meeting. paid tribute
to the work done by the National Gramophonic
Society of Great Britain in organizing societies
of similar character and signified its desire to

(Continued on page 104)
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Jewel Brass Tone Arm
and Concert Reproducer
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Standard Length ten inches iIn
stock. Made in nine or nine and
one-half-inch lengths only on
special quantity orders.

Patent No. 1419913

Other Patents Pending.

A HIGH-GRADE BRASS TONE ARM made with an instrument taper from the repro-
ducer to the base. The patent floating felt lined soundproof collar insures a positive de-
livery of sound waves into the tone chamber, and carries a solid column of tone from the
reproducer to the amplifier. The base flange is made of pressed steel four inches in di-
ameter and is very strong and durable. The lower tubular part extends one inch through
the motor board. Diameter of the tubular part 1 13/16 inches. Finished in beautiful

ebony black, which harmonizes perfectly with either nickel or gold finish. List price Nickel
$15.00; Gold or Oxidized finish $20.00.

JEWEL CONCERT REPRODUCER

VICTOR AND COLUMBIA DEALERS, increase your record

sales. It is a well known fact that there are hundreds of
thousands of phonographs, the owners of which have tired
of them, consequently THEY BUY NO RECORDS. Revive
these by selling them a JEWEL CONCERT REPRODUCER.
IT IS especially adapted for the electrically recorded records,
and a demonstration not only shows that it is much superior
to the old style reproducer, but in almost every instance it
means a sale. Attached in a minute. No tools required, no

adjustment necessary. List price nickel plated $5.00; gold
or oxidized finish $7.00.

JEWEL TYPE B Loud Speaker Unit

This compact little unit represents a truly re-
markable development. The substantial soft
rubber hub eliminates metallic vibration, forms
an air tight connection and makes a real loud
speaker out of the Victor, Edison or any other
good talking machine that has a standard size
hub like the Victor. Simply take off the regular
reproducer and put on the Jewel Type “B” Unit
and you will have a speaker of ample volume
with a full, clear, natural tone that must be
heard to be appreciated. Takes up no more
room than the regular reproducer and is easy to
take off and put on without tools. Complete

with Cord list price $6.00.

Manufacturers and Dealers. write for discounts

Back View Side Ylew

154-160 Whiting Street Chicago, Il1l.
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affiliate with the British organization, and work
in harmony with its aims. The following offi-
cers were elected at the November 30 meeting:
William Braid White, president; A. G. Ham-
brock, vice-president; B. M. Mai, treasurer, and
George W. Oman, secretary. Committees were
appointed to work out the details of organiza-
tion, programs and methods and will report at
the next meeting, which will be held on De-
cember 14.

Electrical Research Lab.’s Staff Changes

Two changes were recently made in the sales
organization of the Electrical Research Labora-
tories, Chicago, makers of Erla radio receiving
apparatus, according to an announcement re-
ceived from the firm’s headquarters. V. W. Fitch
was added to the staff as divisional sales man-
ager of the Chicago territory, which includes the
States of Illinois, Michigan, Jowa and Kentucky.
Jack Mueller, formerly western Pennsylvania
representative, has been transferred to the Bos-
ton district in the capacity of divisional sales
manager. He has charge of Erla sales in
Massachusetts, New Hampshire, Vermont
Maine and the western part of New York State.

Introduces New Type of Multi-Plug

A new type wall box Multi-Plug was re-
cently announced by Howard B. Jones, of this
city, manufacturer of-the Jones Multi-Plug line
for battery connections. The new product is a
standard seven-contact socket mounted on a
switch box cover and equipped with a regular
cable and plug. Batteries and unsightly wires
may be removed from the room entirely by in-
stalling the new plug socket in the baseboard
of a room, and a connection from the batteries
or power supply unit can be made in the same
manner as a floor lamp. The dealer can demon-
strate any number of sets for his prospects
without changing battery leads, by simply in-
terchanging the plugs and cables connected to
his several receivers. The new plug, complete
with a four-foot cable, retails for $3.50.

Henry A. Otis to Represent Phonoparts Co.

A recent announcement of interest to the
music trade contained news of the appointment
of Henry A. Otis, Chicago, as \WVestern repre-
sentative of the Mutual Phonoparts Co., New
York City, manufacturer of phenograph repro-
ducers, tone arms and radio loud speaker unit:
Negotiations were completed in New York City
between Mr. Otis, S. Garfinkel, president, and A.
P. Frangipane, secretarv, of the Mutual organ-

ization, as a result of which Mr. Otis will serve
the territory west of the eastern boundaries of
Michigan and Indiana, selling Mutual products
to manufacturers and distributors. His appoint-
ment becomes effective January 1, 1927, and he
will continue to maintain his headquarters at
the Brewster Hotel, 500 Diversey Parkway,
Chicago.

Mr. Otis is a prominent and popular membet
of the talking machine trade, his association
with the industry dating back to 1913. He
served as factory superintendent of the Perkins
Phonograph Co., Chicago, for a period of eight
vears and is recognized as an authority on pro-
duction, materials and plant management. He
resigned from that position early in 1925, to ac-
cept the office of secretary of the Phonograph
Manufacturers’” National Association, a position
which he now holds. His thorough knowledge
of the phonograph manufacturers’ problems,
obtained through years of experience and con-
tact in the trade, makes him particularly well
fitted for his new connection.

Visits New York Sonora Headquarters

C. S. Tay, president of the Tay Sales Co,
local Sonora distributor, and Ray Rielly, dis-
trict manager of the Sonora Phonograph Co,,
spent the third week of November in New
York City, making their headquarters at the
general offices of the Sonora Co. On the re-
turn trip they stopped at Detroit, and at the
Sonora plant in Saginaw, Mich., where they
were the guests of John Herzog, vice-president
of the firm, in charge of cabinet production.

Delta Electric Co. New Battery Charger

A new popular-priced radio accessory, the
No. 12 Hi-L.o “A” battery charger, was recently
introduced by the Delta Electric Co., Marion,
Ind. The manufacturer, in the initial announce-
ment, states that the charger, which is very
compact, charges at either a high or low rate.
It is a low rate smali output or trickle charger,
which by a special winding of the transformer
coils has the additional feature of being easily
converted to the full capacity of the tube by
merely turning a toggle switch

The “Hi” charging rate is approximately 134
amperes, the “Lo” ratc approximately one-half
ampere. It is adapted to 110 to 115 volts A.
C., sixty cycle, and the makers state that the
cost of operating the Delta “Hi-Lo" is one-tenth
cent per hour. The container is of pressed
steel, finished in rich mahogany baked enamel,
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Continuous

and the bulb and mechanism are completely
enclosed. The Delta Electric Co. is prominent
in the automotive and hardware fields as a man-

Hi- SIDE
OF SWITCH
CHARGES AT
APPROX 13/4
AMPERES

Lo- sIDE

OF SWITCH
CHARGES AT
APPROX "2
AMPERES

New Delta “A” Battery Charger
ufacturer of spotlights, bicycle lamps and elec-
tric lanterns.

Radio Furniture Market Opened

The Radio Furniture Market, 215 West Madi-
son street, Chicago, was opened a short time
ago for the purpose of providing a center where-
in lines of radio furniture manufacturers might
be displayed. About twenty manufacturers
have already placed their radio cabinets, tables
and consoles on display at the Radio Furniture
Market, where they may be inspected by the
trade. The officials of the Radio Furniture
Market act as sales representatives, selling to
radio manufacturers, distributors and dealers.
In case a consumer visits the display and
wishes to purchase a cabinet, his name and ad-
dress are referred immediately to the exhibitor
or his nearest representative. The convenience
of the location of the new institution and the
homelike attractiveness of the displays have
already evoked widespread comment and in-
terest in the trade.

Decision of Significance

A decision of significance in view of the
widespread interest in the radio broadcast situ-
ation was recently rendered by Judge Francis
S. Wilson, of the Illinois Circuit Court, restrain-
ing station WGES from broadecasting on a
wave length closer than 30 kilocycles to that
of station WGN, operated by the Chicago Trib-
une. The decision is based on the principle
that priority of time in the use of a wave
length, and in the construction of equipment
and expenditure of suins of money for broad-
casting on this wave, creates a right to the
uninipeded use of that wave channel which
must not be violated by other stations.

H. G. Saal Co. Anticipated Henry Ford

That the H. G. Saal Co., manufacturer of
Saal speakers and other radio equipment in
this city, has been running on a five-working-
day week for the past five years was learned
through a recent interview with Leslie S. Gor-
don, president of the firm. Since the announce-
ment of “Ford's five-day week,” manufacturers
generally have been forced to a consideration
of this much-discussed plan, and it is interest-
ing to note that the Saal Co., a pioneer in the
radio field, anticipated the Ford plan by five
years.

“Man for man,” Mr. Gordon said,

(Continued on page 106)
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noticed greater efficiency. Increase has been
more noticeable in the Summer, when the extra
day can be spent outdoors, than in the \Winter,

when the weather necessitates his being in-
doors.” The change was instituted at the
request of the workers themselves. When the

question was put to a vote among the em-
ploves of the various departments the result
was practically unanimous. At the time the
change was instituted the H. G. Saal Co. or-
ganized a recreation club, purchasing twenty
acres and a clubhouse at Pistakee Bay, Ill,
where the emploves could spend the week-end
holidavs and thus derive full benefit from the
extra day of freedom.
The Simplex Antenna Is Introduced

The Simplex Antenna, a new radio product,
was introduced by G. H. Schubert, Chicago, a
cshort time ago, and the announcement of the
device marks the return to the music-radio
industry of an individual whose acquaintance

Schubert was an Edison dealer in Reno,
Nevada, in 1907 and 1908, later establishing
himself in Chicago as a manufacturer of col-
lapsible record racks for Edison cylinder
records from 1908 to 1910. The rise in popu-
larity of the disc record at that time caused
him to discontinue manufacture, and it was
only recently that Mr. Schubert again entered
the music trade ranks, this time with an an-
tenna.

Constructed on a unique principle, the Sim-
plex Antenna is said to be suitable for any
make of set from the crystal to the multi-tube
receiver. It consists of a wooden staff, upon
which is wound a conductor of special mag-
netic wire, scientifically constructed. Between
the wooden staff and the seventy-five feet of
magnetic coil is an insulating material, and the
antenna is installed by mounting on a pole or
rod, of either wood or metal, erected on the
roof or other elevated object. The antenna,

with the trade dates back many years. Mr. which retails for three dollars, is now being
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handled by many dealers throughout the coun-
try and is said to be meeting with success
wherever it is demonstrated and shown.
D. J. Quinn Sales Manager Sonotron Tube Co.
D. J. Quinn has been appointed general
sales manager of the Sonotron Tube Co.,
Chicago, according to an announcement recent-
ly made by Harry Chirelstein, president of the
firm. Mr. Quinn is a veteran of the Sonotron
sales staff, having been associated with the
organization for the past three years, is well
known throughout the trade, and his many
friends will be glad to learn of his new ap-
pointment. He will spend much of his time
in travel, visiting important tiade centers and
working in co-operation with Sonotron dealers.

Product Is Known as Radi-“A”

Through an error, the name of the "“A”
power unit manufactured by the Briggs &
Stratton Corp.,, Milwaukee, Vis, was mis-

spelled in the November issue of this publica-
tion. The product is known as the Radi-“A”
and operates direct from the light socket,
eliminating both the A batterv and charger.

Great Dealer Tie-Up With Sonora

Within recent weeks the Chicago trade has
witnessed a particularly fine example of co-
operative advertising on the part of Sonora deal-
ers scattered throughout the city. Twelve
dealers have contracted for six full pages in the
Chicago Herald & Examiner, to appear on suc-
cessive Monday mornings, in a campaign which
will run through the period of holiday buying.
Six other dealers have banded together and are
using an advertisement, half-page in size, in
four successive Sunday editions of the same
publication.

American Electric Co., Inc., Makes Debut

The music-radio trade was interested in the
announcement recently made of the incorpora-
tion of the American Electric Co., Chicago,
which for some ‘time has been engaged exten-
sively in the manufacture of Burns radio appara-
tus, including speakers, units and battery elimi-
nators. The extensive manufacturing facilities
and engineering experiences of this company
have been combined with the like resources of
the Monarch Telephone & Manufacturing Co.,
also of Chicago, a firm equally as well known to
the telephone and electrical appliance trade.

The organization is now known as the “Amer-
ican Electric Co.. Inc,” and will continue to
operate its large plant at Sixty-fourth and State
streets, Chicago. An extensive manufacturing
and advertising program has been planned, and
with the added resources and increased engineer-
ing and sales forces the new organization an-
nounces that it will be in a position to give the
trade whatever is required in service and the
best possible in radio equipment.

Excellent Reports Regarding Radio Reception

The present radio season promises to be the
best from a reception standpoint of any vear
since the development of radio, according to
a prediction recently made by lLeonard E.
Parker, chief radio engineer of the Stewart-
Warner Speedometer Corp., Chicago. His state-
ment is based on information compiled by his
assistants in the Stewart-\Warner radio research
laboratory, from reports received from over
sixty-five points in the United States, and infor-
mation collected through \WBBM, the Stewart-
Warner Air Theatre.

“I am basing my prediction on the results
that have been apparent already,” said Mr. Par-
ker. “In our own laboratory we have observed
unusual clarity of reception and have been able
to bring in the most distant stations without
much trouble. I have been particularly sur-
prised at the absence of static, except on oc-
casional nights. Distant stations have been
coming through so well that we have had little
difficulty in tuning them in through the maze
of Chicago stations, which number, T believe,
more than forty.

“We have also received reports that confirm
our own information from our sixty-five Stew-

(Continued on page 108).
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art-Warner distributors scattered all over the
United States. They report that they have been
able to receive distant stations with a minimum
of interference or at least with only such inter-
ference as can be attributed largely to natural
conditions.

“There is no question of the fact that to-day
there are too many broadcasting stations on the
air, but such interference is man-made and has
nothing to do with natural law. Consequently,
my prediction is based purely on weather con-
ditions. Insofar as the crowded condition of
the broadcasting wave band is concerned, we
are of the opinion that decisive action on the
part of Congress is absolutely necessary and
essential. Despite this condition, however, 1
have reports from our broadcasting station,
WBBM, which show that it has been received
with a minimum of fading and static in prac-
tically every State in the Union."”

An Important Business Move

Negotiations were recently completed between
the Grigsby-Grunow-Hinds Co., Chicago, mak-
ers of Majestic “"B” battery eliminator, and the
Metal Devices Corp., also of Chicago, through
which the latter firm will manufacture and mar-
ket the Majestic loud speaker. The Majestic re-
producer was formerly made by the Grigsby-
Grunow-Hinds Co., whose plant is now devoted
entirely to the production of the popular
Majestic “B"” power units.

O. E. Grigsby, formerly vice-president of the
Grigsby-Grunow-Hinds Co., is president of the
Metal Devices Corp., and under his direction the
Majestic loud speaker is being built and mer-
chandised. The firm also manufactures a doll
which talks and sings through the use of a
small phonograph enclosed within it.

H. Emerson Yorke Loses Mother

H. Emerson Yorke, manager of the publicity
department of the phonograph division of the
Brunswick-Balke-Collender Co., is receiving the
sympathy of his many friends in the trade upon
the death of his mother. Mrs. Yorke, who had
been ill for quite some time, passed away a few
weeks ago at the home of her daughter in
Ottawa, Can. Mr. Yorke attended the funeral
and on his way to Chicago stopped off at the
New York Offices of the Brunswick Co.

Panatrope Replaces Band

A Brunswick Panatrope has superseded the
band at the Hawthorne Jockey Club racetrack
on the outskirts of this city. That this experi-
ment is proving highly successful is indicated

Sell the ‘“Molliformer’’

THE “B” UNIT That Is Guaranteed Low in Cost, Unequaled Tone Quality,
: Ample, Uniform Power—In Use Two Years
Chassis of -
B-Unit

The “Molliformer” “B’’ Unit Ready for Use

The “Molliformer” is backed by two years of startling performance that has placed
this unit far in advance of all other “B" Eliminators. The “Molliformer” assures years

of service without attention. There are no acids to spill—no corrosive fumes—no
expensive, critical rectifying tubes. Thousands of users endorse the “Molliformer”
for the long-lived, dependable service it affords.

Two “Molliformer” Models—Completely Assembled—Ready for Use
Model FW4, 35 milliamperes at 90 volts............ccovivnn... $22.00
Model D4, 40 milliamperes at 150 volts.............ccouveuun... 27.50

Units for 25 and 40 cycle current $2 additional
EXCLUSIVE TERRITORY

Write today for discounts. Euxclusive territory still aweilable. Circulars sent upon request.

C. E. JACOBS, Sole Manufacturer
2808 N. Kedzie Avenue, CHICAGO

L

by the fact that numerous requests for various
popular selections are made daily and patrons
of the track are extremely enthusiastic over the
innovation.

Sonora Shop Opened in Republic Building

The Sonora Music Shop was recently opened
on the fifth floor of the Republic Building, Chi-
cago, by Matt J. Kennedy, one of the most
prominent members in the inusic trade. Mr.
Kennedy is an important factor in the wholesale
piano business and the addition of a radio de-
partment marks his first entrance into the field
of radio merchandising.

The new department, in which will be handled
the complete line of Sonora reproducing phono-
graphs and radio receivers, will be under the
direct charge of John J. Kelly, who has had an
cxtensive background of experience in the
phonograph and radio retail fields, especially in
the selling of products made by the Sonora Co.

others. . . .

different—to excel. . . .

Everyone wants to do it a little betier than the

Everyone wants to be ahead of the times—to be

SO DO WE

—but in extending our season’s greetings to our
friends, we want to do 1t in the good old fashioned
way and say with the feelings and spirit our fore-
fathers did

A Merry Christmas and
d BHappy Netw Pear

TARG & DINNER MUSIC C0.

Mr. Kennedy has enlarged his headquarters
until the organization practically uses one-
quarter of the entire floor of the Republic Build-

M. J. Kennedy
ing. He is president of the National Piano
Travelers Association, and is popularly known
as the man who “put the Piano Club of Chicago

on the map.”

Here’s a Traveler

I. Hannan, of New York City, one of the
Talking Machine World’s old friends, claims
the distinction of being the greatest traveled
subscriber to this well-known magazine. He
crosses the ocean to England or back again
nearly every week—forty times a year for forty
years—a total approximately of four million
miles to his credit.

Hadley Co. Chartered

The Hadley Co., Chicago, Ill, was recently
incorporated. with a capital stock of $60,000,
to deal in talking machines, radio apparatus
and furniture. The incorporators are H. W.
Barsel, J. Alroy, Mosé¢ Felder and M. H. Rosen-
thal.
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Grigsby-Grunow-Hinds Co.
Seeks Name for “B” Supply

Manufacturer of Majestic “B” Current Supply
Invites Name and Slogan for Product—§1,000
to Be Awarded to Coiner of Winning Slogan

December 1 marked the opening date of a
contest sponsored by the Grigsby-Grunow-
Hinds Co., Chicago, through which the con-
sumer public is invited to send in suggestions
for a name and a slogan for the Majestic “B”
Current Supply, manufactured by the firm.
Believing that the words “B Current Supply”
and slogan can be improved, the Grigsby-
Grunow-Hinds Co. is offering a cash prize of
$1,000 to the person sending the best sugges-
tion, together with a short letter giving rea-
sons for the proposed name and slogan. In
the initial announcement it was stated that the
name “Majestic” is to be retained, but the firm
is seeking a new and better word or phrase
for “B Current Supply.”

An extensive advertising program is to be
sponsored to announce the contest and urge
newspaper readers throughout the country to
visit the nearest Majestic dealer for a demon-
stration of the product. A series of advertise-
ments will appear in over fifty metropolitan
newspapers each week, the campaign being
launched on January 2 and ending on January
29, when the contest will close at midnight.
The prize contest will undoubtedly focus the
attention of millions of radio fans on the popu-
lar Grigsby product.

Window streamers, counter display cards and
other sales promotion material for dealers’ use
have already been placed in the hands of dis-
tributors of the Majestic current supply and the
contest will doubtless bring forth a tremendous
public interest in the product itself and an
increase in sales to those dealers who are
handling it.

The final decision as to the winner of the
contest will rest in the hands of a judge, or a
committee of judges, in either case the decision
being made by individuals not connected with
" the Grigsby-Grunow-Hinds organization in any
way. The award of the judges will be pub-
lished in the February 15 issue of The World
and all correspondence relating to the contest
is to be addressed to Contest Manager, care
of Grigsby-Grunow-Hinds Co., Chicago.

Walter Damrosch Continues
Balkite Opera Recitals

Walter Damrosch, world-famous conductor,
who is giving a series of radio concerts over
a chain of thirteen stations, during the Balkite
Hour, arranged by the Fansteel Products Co.,
Inc, gave the first act of “Siegfried” on Novem-
ber 27 and Acts 2 and 3 on December 11. On
December 18 Mr. Damrosch will continue his
series of \Vagnerian lecture-recitals with the
broadcasting of the first two acts of “Gotter-
dammerung.” Throughout the series Mr. Dam-
rosch tells the story of the opera and recites
passages from it and then renders the music
on the piano. On Christmas night during the
Balkite Hour the New York Symphony Orches-
tra, under Mr. Damrosch, will give a concert.

Victor Co. Registers Slogan

WasHingToN, D. C., December 3.—The United
States Patent Office reports that the Victor
Talking Machine Co., Camden, N. J., has applied
for registration of the phrase “The Gift That
Keeps on Giving” as a trade-mark for talking
machines and parts thereof, talking machine
records and talking machines and parts there-
of adapted for combination with radio sets.

The Jordan Music House, Charleston, S. C,
is experiencing a big demand for the Edison
long-playing record.

New Columbia Accounts
Opened in Buffalo Field

VerBeck Musical Sales Co. and S. J. Builer
Among Dealers in Western New York D s-
trict to Take on the Viva-tonal

Burraro, N. Y., December 8—Several new and
important Columbia accounts have been opened
in this territory during the past few weeks by
E. L. Wallace, manager of the local distr.buting
office. Among them are the VerBeck Musical
Sales Co., on Main street, and S. J. Butler, un
Jefferson avenue. Mr. Wallace is exceptionaily
well pleased with the manner in which the Viva
tonal and Columbia records are being accepted
by the consuming public as well as the trade.
Record sales are climbing to new heights, and
the Viva-tonals are moving from dealers’ floors
almost as rapidly as they are received. The
Columbia Music Shop, on Michigan avenue, has
greatly stimulated business through its broad-
casting station, which sends on the air each
afternoon musical programs featuring Columbia
artists. Exploitation of records made by "“The
Buffalonians,” a local dance orchestra, has just
begun, Mr. Wallace said. This organization is
claimed by local dance enthusiasts to be one
of the finest of its kind in this part of the
country, and its popularity will undoubtedly
boost Columbia records generally, in Mr. Wal-
lace’s opinion. Their programs are received by
radio fans who tune in on WEBR, the Colum-
bia Music Shop’s broadcasting station. Mr.
Blumenthal, representing the foreign depart-
ment of the Columbia Co. in New York, visited
the trade of this district recently, stimulating
new interest in Columbia foreign records.

Birnbach Radio Products
Have Good Trade Reception

The Birnbach loud speaker extension cord
unit, manufactured by the Birnbach Radio Co.,
New York, has met with a splendid reception
among the trade and a healthy demand has been
experienced for this radio accessory. It per-
mits moving the loud speaker to any point of
the room without disturbing the receiver, and
allows the operation of several loud speakers
in various rooms in the home. Other radio
accessories manufactured by the Birnbach Radio
Co. include battery cables, head set and loud-
speaker cords and battery connectors.

109
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Why sacrifice the excellent work of the set by
using an inferior speaker? A BURNS will repro-
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Amsco Orthophone Introduced

Broadening its activities in the radio acces-
sory field, Amsco Products, Inc, New York, has
announced the production of the Amsco Ortho-
phone. The Orthophone is a unit designed to
be connected between any loud speaker and
receiver. It is said that the use of the Ortho
phone protects the loud speaker in several ways
and results in increased volume and improved
quality without distortion. Officials of the
Amsco organization state that the Orthophone
will appeal particularly to the users of the new
power tubes, and it is stated that the manu-
facturers of power tubes now recommend thi
output arrangement, advising against the inclu-
sion of the speaker directly in the plate circuit
of the tube.

Moore-Bird & Co., Denver, Colo., will dis-
tribute the Balkite line of power units.

1010 George St.

Christmas

- Greetings

to the

Trade

THE ORO-TONE COMPANY

Chicago, Ill.
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Radio Co-ordinating Committee Urges
Emergency Broadcasting Control Measure

Four-day Conference in Washington by Committee Répresenting All Branches of the Radio In-
dustry Results in Report Asking Congress to Take Definite Action

WasHixgroN, D. C, December 6—The National
Radio Co-ordinating Committee, representing
all branches of the radio industry, organized
transmitting amateurs and numerous listeners’
leagues, met in conference at Washington for
four days and on December 3 issued a report
urging that Congress, which meets to-day,
enact an emergency control mcasure to prevent
the granting of licenses to any more broad-
casting stations after to-day. The committee
also urged that the control of radio be placed
in the hands of a Federal Radio Commission
and the Department of Commerce.

It is vitally necessary, the committee stated
in its report, that legislation controlling radio
be enacted during the present session of Con-
gress and to this end it seemed that two steps
appeared necessary:

“l. The enactment of an emergency control
measure which will prevent the further com-
plication of an already complicated situation
by prohibiting the issuance of any more licenses
for the operation of radio broadcasting stations
after December 6, 1926.

“2. The bringing out of conference of a com-
prehensive and adequate general law governing
the whole radio industry.

“The emergency control measure is neces-
sary because broadcasting stations are now in-
creasing at such a rate—to be specific, one a
day—as to cause not only confusion on the
air but the possibility of even greater con-
fusion.”

Regarding the forim of Federal control, the
committee stated that it preferred not to make
a statement in favor of either the White or the
Dill bills, but felt obliged to express an opin-
ion, “based solely on the idea of the good
of the industry and the radio listener.”

The report continued:

“Having made our position clear, the com-
mittee, eliminating all considerations except
those for the good of the radio listener and
the industry and the existing subject matter
in the Senate and House bills, favors a control
consisting of two bodies—a Federal Radio
Commission and the Departinent of Commerce,
whose functions shall be as determined in the

House bill. These functions should be so ad-
justed in the administrative powers as to clear-
ly demonstrate the standards nsed in cases fo:
decision as hereinafter recommended and to
define and clarify large discretionary powers and
control in the commission.

“The committee understands that this pro-
posed Federal Radio Commission has full
appellate powers and can hear and decide cases
arising both in and outside of the Department
of Commerce, and that there is a final appeal
to a Federal court from the decision of the
commission.”

With reference to the allocation and use of
wave lengths the report suggested that they be
determined on the basis of the following fac-
tors: N

“l. The length of time during which stations,
existing at the time this act becomes law, have
operated.

“2. The character
them.

“3. The requirements of their zones and com-
nmunities for radio service.

“To state it briefly, the doctrine we have
developed may be said to be as follows: A
broadcaster has no vested rights as against the
United States Government, but he has certain
clearly defined rights as against other broad-
casters.”

The term of radio licenses, the committee
said, should not be for less than five vears,
providing that the licensee is operating his
station “properly and regularly.”

Walter A. Strong, of Chicago, was chairman
of the committee which rendered the report.
Other signers included Paul B. Klugh, execu-
tive chairman, National Association of Broad-
casters; Arthur T. Haugh. president of the
Radio Manufacturers’” Association; R. W
Demott, president of the Radio Magazine Pub-
lishers’ Association; Louis B. F Rayvcroft
chairman, Radio Section, National Electrical
Manufacturers’ Association; Charles H  Stew-
art, vice-president, American Radio Relay
I.eague; Harold J. \Wrape, president, Federated
Radio Trades Association, and Elisha Hanson,
counsel, Newspaper Broadcasters Committee.
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Simplex Antenna

Is proving a sensation with set owners.
Dealers, too, are enthusiastic. Gets
everything in the air——BETTER. Non-
directional. Non-interfering. Easily
and quickly installed. Consists of a
staff on which is wound a novel con-
ductor coil which renders a 12-induc-
tance that produces a volume of natural
tones and places the SIMPLEX in a
class by itself.

DEALERS: You can install a SIM-
PLEX with every set you sell. List,
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$3.00. Sample in U. S, $1.85; 3 for
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Chicago Thermiodyne Jobber
Features Pirate Chest Set

Henry Paulson & Co.. Distributors, Devote
Cover of Catalog to Illustration of Thermio-
dyne Pirate Chest Receiving Set

The new Fifteenth Century Pirate Chest
Thermiodyne receiver, manufactured by the
Algonquin Electric Co., New York, was featured
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e |

Cover of Henry Paulson & Co’s Catalog

in a unigue wav in the latest catalog issued
by Henry Paulson & Co., Chicago. IllL, well-
known radio jobbers who are handling the new
Thermiodyne. The front page of “Paulson’s
Radio Book,” reproduced herewith, is devoted
to a striking illustration of the disovery of the
new Thermiodyne Pirate Chest by a band of
pirates on a tropic island. Lee Potter, presi-
dent of the Algonquin Electric Co., states that
the organization is very much gratified by the
enthusiastic reception accorded the new Ther-
miodyne receiver, which was described in detail
in a previous issue of The \World.

Plaza Music Co. Issues
Xmas Portable Sales Aids

Each vear at this season the Plaza \usic
Co. makes a special effort to encourage talking
machine retailers to take advantage of the pos-
sibilities in portable talking machine sales. For
the past several vears the holiday period has
been an unusually active one for portable talk-
ing machines. Bearing this in mind and based
upon past sales experience the Plaza Music Co.,
manufacturer of the Pal portable, has issued
much Christmas and other holiday sales litera-
ture. This material includes window strips, cut-
outs. placards and circular matter. The text of
this advertising matter is all in a holiday vein
and carries persuasive arguments for the Pal
portable as gifts.

Davega. Inc., New York, has declared an
extra dividend of 23 cents in addition to the
regular dividend, payable February 1.
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New York Bankers_ Secure
Control of the Victor Co.

(Continued from page 3)

The banking interests in taking over control
of the company stated that the continuity of
the present management would be preserved
after the change in ownership and that further
announcements regarding the future plans for
the company would be made at an early date.

The present officers of the company are: E.
R. Johnson, president; B. G. Royal, E. R. F.
Johnson and E. E. Shumaker, vice-presidents;
E. K. MacEwan, secretary; W. H. Hunt, as-
sistant secretary; W. J. Staats, treasurer; E. C.
Grimley, comptroller and assistant treasurer,
and G. W. Jaggers and F. B. Middleton, Jr,
assistant comptrollers. The directors of the
company are: E. R. Johnson, E. R. F. Johnson,
L. L. Rue, B. G. Royal, W. J. Staats, A. W.
Atkinson, E. E. Shumaker, C. J. Child and
Alfred Clark.

Make Sales Campaign on
“Playtime” Recordings

Plaza Music Co. Putting Special Impetus Be-
hind Children’s Records—Circular and Display
Material Sent to Dealers

Throughout the month of December the
Plaza Music Co.,, 10 West Twentieth street,
New York City, is making a special sales cam-
paign on its “Playtime” records. - These prod-
ucts are seven-inch double-faced records em-
bodying songs, games and stories for children.
The titles include practically all of the familiar
songs of the nursery. Such records as *Jack
and Jill” “Old King Cole,” “Sing a Song of Six-
pence,” “Mother Goose” are all available in
this catalog.

In conjunction with its special sales drive
the Plaza Music Co. has issued much circular
matter and display material for dealers’ use.
The sales department of the comipany states
that these records have a ready sale wherever
displayed and when placed in a prominent posi-
tion in the store together with the sales litera-
ture substantially increased sales are made.

Landay Bros. Hold

Opening in New Haven

New Haven, CoN~, December 6.—Formal
opening of the new Landay Hall, local head-
quarters for Landay Bros., Inc., at 790 Chapel
street, was held here recently and several
hundred patrons were shown through the estab-

W A L L

THE ORIGINAL 10-RECORD NEEDLE PUT UP IN ATTRACTIVE COUNTER DISPLAYS

K A N E

€ACH NEEDLE EHEN- Ty
ICAWLY TREATEOTO \
PROLONG THE UFE

OF YOURRECORDS

1SeUSA

PROTECT YOUR RECORDS BY USING

THE ORIGINAL TEN TIME NEEDLE
(EACH NECOLE GUARANTEED TO PLAYTEN RECORDS ORANY PHONOGRAPH)

\."f44" \
3 N ﬂ \

APACKAGE OF
50 NEEDLES
HEQUIVALENT TO
il s00 orDINARY
STEEL NEEDLES

LU RLIRY Y

GIVES YOU 1509, PROFIT
Also Jazz, Concert, Petmecky and Best Tone Phonograph Needles

WALL-KANE NEEDLE MFG. CO0., Inc., 3922—14th Ave., Brooklyn, N. Y.

-

lishment. The quarters have been lavishly
decorated in a manner suitable to the extensive
displays of all kinds of music goods. The piano
department, under the management of John
McAdams, includes Estey period model grands,
Behr Bros. pianos and other makes. Brunswick
and Victor talking machines and a full stock
of both kinds of records are handled in the
phonograph department. Sheet music, small
goods and radio are also carried in separate
departments. The new Landay store here is
under the management of Michael M. Slone.

J. A. Fischer Co. Features
Val Phonic in Broadside

Attractive Publicity on Reproducer Issued by
Maker of Valley Forge Line

PHiLapeLpHIA, PA, December 8—The J. A.
Fischer Co., maker of Valley Forge main
springs and talking machine repair material,
of this city, has issued an attractive broadside
on the Val Phonic reproducer. It features the
reproducer itself and the Val Phonic outfit,
including the Valley Forge tone arm and the

THE PIERSON COMPANY, 836 Cedar Street, ROCKFORD, ILL.

Without

Question

America’s
Finest

RADIO
CABINETS

New Catalog
for Season
1926-1927

Just Off Press

Write Today

Unless You Have a
Few of These High-
Grade, Quality Cabi-
nets on Your Sales

Floor You Cannot
Serve  Your Good
Customers.

Cabinets for Every Pur-
pose—Three Complete
Lines

Val Phonic attachment for the Edison. There
is also shown the Bridgeport attachment for the
Edison, the new Bridgeport reproducer and the
Valley Forge tone arm. The first page of the
broadside is devoted to an interesting analysis
of the market for the new type of reproducer

.as experienced by the J. A. Fischer Co.

In referring to this broadside, J. A. Fischer,
president of the company, states: ‘“The returns
from the latest broadside on the Val Phonic
reproducer have been very gratifying. When
the Val Phonic reproducer was first conceived
no thought was given to production and after
many months of experimentation along orig-
inal lines the sale of the Val Phonic reached
the point that we have twice had to double
our production. This has encouraged us to
build new tools that will make it possible for
us to deliver in tremendous quantities. This is
the third step in the history of the Val Phonic
and from present indications it would seem that
still further expansion would be necessary be-
fore long.”

Royal Blue Model Cabinet
Selected as 1927 Leader

Rockford Sales Corp. Announces Model 540 as
Leader of Complete Line of Radio Cabinets—
Contains Loud Speaker and Battery Space

The Royal Blue model No. 540 has been
selected by the Rockford Sales Corp., Division
of the Federal Furniture Factories, Inc.,, New
York, as its leader for the 1927 season. This
“Cabinet, by Irving,” which includes a loud
speaker and battery compartments, is an attrac-
tive piece of furniture and is built to accommnio-
date the Atwater Kent compact and other
standard models.

The Federal Furniture Factories, Inc., operate
a number of large furniture factories throughout
the country and maintain extensive display
headquarters at the Furniture Exchange, 206
Lexington avenue, New York City. The Rock-
ford Sales Corp., Division of Federal Furniture
Factories, Inc., has entirely to do with radio
cabinets. Practically every known style of
radio cabinet is included in the line of which
the Royal Blue model is the leader. In an
announcement made by David E. Kahn, director
of sales, he refers to the new price standard
established by this leader and reports that the
output for 1927 is already being rapidly ab-
sorbed.



DecemBER 15, 1926

The “Radiano” Makes lIts
Debut in the “Twin Cities”
Attached to Sounding Board of Piano, It

Eliminates the Microphone in Transmission
and Loud Speaker in Reception

Announcement was made recently of a new
device called the “Radiano,” which, attached to
the sounding board of a piano, eliminates the
microphone when used in broadcasting piano
numbers. When used for reception purposes
it “converts the piano into a loud speaker,
from which all sounds, including speech, but
particularly piano numbers, are reproduced with
remarkable fidelity,” state the inventors, Fred
W. Roehm and Frank W. Adsit, of St. Paul,

Minn. When used in receiving, the *“Radiano”
is connected with the receciving set and
the sounding board reacts similarly to the
diaphragm of a loud speaker. Demonstrations
are said to have shown it capable of loud
volume without distortion. Mr. Roehm states
that arrangements arc being made to have the
device manufactured and assembled by one of
the leading radio corporations of America.
On Monday evening, November 29, piano
music was broadcast through station WCCO,
St. Paul, without the use of a microphone, but
with the “Radiano” attachiment, and the pro-
gram was received at a Miuneapolis, Minn,
music store without the conventional loud
speaker, but with a “Radiano” attachment to a
grand piano. One of the local newspapers re-
ported that at the inusic store “the ‘Radiano’
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used on the grand piano created the impression
that the receiving piano was playing itself. The
tones were such as seldom have been achieved
through the familiar types of loud speaker.”

Gibbs Co. Opens Branch

MerneN, Conn,, December 6.—The Gibls Piano
Co., of Springhield, Mass., has opened a branch
store here at 88 West Main street. J. C. La-
vianna is manager of the new store, which will
handle a complete line of pianos and other
musical instruments. The Gibbs Piano Co.
maintains branches in Springfield, Pittsburgh,
Holyoke, Hartford, New Britain and Torring-
ton. This concern is one of the most successful
in the New England section
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Made of the finest

GENUINE MAHOGANY

this Freshman Console contains
the new Quality Freshman Mas-
terpiece radio.

A LARGE CONE SPEAKER

is embedded in the center of the
compartment immediately be-
low the set—providing ample
room for all accessories on
either side. Sturdy and com-
pact, this console measures 36
inches high and 31 inches wide.

Sold to Authorized
FRESHMAN Dealers Only

Write for complete information abeut the FRESH-
MAN FRANCHISE —the wmost valuable in radio.

Cuas. Fresuman Co., Inc.

Freshman Bldg., New York

2626 W. Washington Blvd.
Chicago
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C()Tﬁmi);a Sales Volume in the Baltimore
Territory Reaches a New High Figure

W. H. Swartz, of Columbia Wholesalers, Inc., Declares November Business Smashed All Previous
Records—200 Per Cent Gain in Foreign Record Sales—Demand Covers All Lines

BaviiMore, Mp., December 10.—Columbia busi-
ness during the month of November was
astonishingly good, being the largest Columbia
month thus far recorded, according to W. H.
Swartz, vice-president of Columbia Wholesalers,
Inc.

“October had previously smashed all sales
records, but November set a new mark.

Good Demand for Large Instruments

“It is very pleasing to see the surprising num-
ber of larger machines dealers in even the very
small towns have been selling,” said Mr. Swartz.
“Smashing full-page advertiscments coming
every month in the big newspapers with the
smaller advertisements running two or three
times a month, coupled with the wonderful
double-page spreads in such magazines as the
Saturday Evening Post, and exciting dealers’
enthusiasm have helped accomplish the big re-
sults noted above. Many dealers put in a Co-
lumbia advertisement every week featuring both
machines and records, some agents advertis-
ing twice a week. This is being backed up by
a lot of special circulars, window displays, etc.,
so that people in this section have seen the
name Columbia more frequently than ever be-
fore.

“Hecht Brothers had an unusually fine win-
dow display in both their big stores, at
Howard and Franklin, and Baltimore and Pine
streets. Isaac Benesch, one of Baltimore’s
largest department stores, also devoted a whole
window to Columbia exclusively, getting fine
results through the use of special lighting
effects on the Viva-tonals.

“Columbia dealers in this section enjoyed in-
creased sales through appearance at a local
theatre of Al Lentz and His Oichestra.

Foreign Record Sales Increase

“Foreign record business in Baltimore and
Washington is showing an increase of nearly
200 per cent ahead of last year. A local
Bohemian paper carried three half-page adver-
tisements by the Klecka Levy Co. the Balti-
more German paper carried a full-page adver-
tisement, inserted by five dealers grouping to-
gether. The Italian paper has carried a Co-

lumbia ad every wecek, whereas this time last
vear none of these papers had known of Co-
lumbia advertising.

“The Italian colony of Baltimore gave a large
ball at the Knights of Columbus Hall to raise
money for a Valentino memorial during the
showing of the special Valentino film. The audi-
ence also was entertained by a big Viva-tonal
Columbia placed on the stage. Kaufman Music
Shop arranged this special display and got quite
a few prospects.

Stages Successful Demonstration

“The Shecper Music Co., of Cumberland,
arranged a big Columbia demonstration in its
local theatre, having a large display of all the
new Viva-tonals. Large crowds were attracted.
Many other dealers have written in dealing with
Viva-tonal demonstrations before Rotary Clubs,
Lion Clubs, Parent Teachers’ Associations and
other organizations.

“The G. Fred Krantz Music Co., one of Balti-
more's finest music stores, reports the sale of
guite a few models No. 611 to Baltimore schools.

“R. J. Riley, popular Columnbia representative
for Washington and Virginia territory, an-
nounces with pride the arrival of Raymond J.
Riley, Jr. Mr. Riley’s many friends in the deal-
er organization have joined in hearty con-
gratulations.”

Radio sales, although still much retarded
through lack of stock, are nevertheless ahead of
November, 1925, the increase coming especially
in the sale of the fine new sets now put out by
F. A. D. Andrea, Inc, as well as by the Crosley
and Mohawk Co.

Radio Holds Its Own

The new Fada eight-tube sets have taken the
trade by storm due to their marvelous tone
qualities. Dealers are so enthusiastic over this
new product that the Baltimore agents grouped
together last Sunday and put in a full-page ad-
vertisement in the Baltimore Sun on Fada ex-
clusively. Burgess batteries and Philco elimina-
tors are selling heavily. Incoming carloads
have not even been put in the warehouse, 2
these units were sold before machines arrived.

\W. F. Roberts, manager of E. F. Droop &

A Great Columbia
Buying Wawve!

The sales of our dealers who are stocking, displaying,
and playing the new Viva-tonal Columbia and the Co-
lumbia New Process Records are mounting in a great

buying wave.

This is more than Christmas business—although now’s
the time to get the Christmas trade, too. The tremen-
dously increased sales are due to the public’s recogni-
tion of Columbia quality and an insistence upon Co-

lumbia products.

Get in rouch with ns immediately far details

ColumbiaWhol

L L Andrews —

Wm.H.Swartz

Exclasively Wholesale

205 W Camden St.,

Balti:more. Md.

Sons, Inc., Victor jobbers, said: “Business for
the first few days of this month has been phe-
nomenal, and we are oversold on practically all
models of the Orthophonic, especially those
selling around $300.00. Our business last month
<howed an increase of 100 per cent over No-
vember, 1925, and in October we did two and
one-half times as much business as during the
corresponding month last year. Our chief diffi-
culty to-day is not selling the goods but -
getting the goods after they are sold. We have
been completely sold out for the past six weeks
and the best we can do with the small ship-
ments received is to give a dealer about one
or two machines of a model where he wants
ten. The record business, for the past few
months, has shown large increases right along
and dealers to-day are buying twenty-five and
fifty records of a single piece or song, where
before they bought about half a dozen or so.”

Shortage of popular models of the Pana-
trope, especially the Cordova, still exists and
lack of Seville, Madrid, Cortez and Valencia
models is seriously handicapping the local
agency of the Brunswick Co., according to Man-
ager Charles F. Shaw. “We have been oversold
on all these models for some time,” he de-
clared, “and especially so on the electrically
operated P-11 and P-R-148, as well as phono-
graphs with radio combinations. This is espe-
cially true on the high-priced combination
machines, which are meeting with good sales
in this territory. The record business also con-
tinues to show large increases each month, and
especially for Vocalion records.” Mr. Shaw,
who has just returned from a business trip to
Chicago and stopped off for a visit in St. Louis,
where he represented the Brunswick before
coming to Baltimore, has just been eclected a
member of the Kiwanis Club of Baltimore as
representing the wholesale phonograph and
radio industry.

Dealers Add New Lines

New dealers recently signed up as Brunswick
dealers include Gilmor-Ham-Snyder, of Char-
lottesville, Va.; J. N. O. W. Graves, of Danville,
Va.; Hanson & Hodges, of Covington, Va., and
Atkinson & Thomas Furniture Co., of Southern
Pines, N. C.

New Vocalion dealers signed up by the
agency include L. H. DeWese, of Klen Lyn,
Va.; A. F. Hornig, Baltimore; Chas. M. Lee,
Cumberland, Md.; Adams Music Co., Statesville,
N. C.; Chas. Marino, Baltimore; John W.
Graves, Danville, Va.; Hanson & Hodges, Cov-
ington, Va.; Gilmor-Ham-Snyder, Charlottes-
ville, Va., and Atkinson & Thomas Furniture
Co., Southern Pines, N. C.

Baltimore’s newest music store, the Bruns-
wick Music Shoppe, was opened on November
26, at 424 South Third street by Charles Marino.
This is an exclusive Brunswick store featuring
the complete line,

Dealer Uses Clever Plan
to Get Live Prospects

Distributes Pencils With Store Ad to School
Children Within Wide Radius of Store

Rounding up the elusive prospect! The fol-
lowing method of securing a large list of like-
ly prospects was used by J. E. Duer, proprietor
of Duer’s Electric Shops at Stoughton and
Edgerton, Wis,, and resulted in plenty of names
for the sales force to follow up. A quantity
of lead pencils were purchased with the store’s
name and the name “Atwater Kent Radio”
printed thereon. Mr. Duer then visited every
school within a ten-mile radius of the cities in
which his stores were located and arranged to
give one pencil to each pupil. This was ac
companied by a simple questionnaire card upon
which was requested “Parent’s Name,” “Ad-
dress,” “Have You a Radio Set” and “Pupil’s
Name.” The children readily filled out the
cards and Mr. Duer stated that the teachers all
gave splendid co-oneration.
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TE
O dealer is interested in just another radio set—even a good
one. The market is already crowded with “good” radios.
“Good” is not good enough. A set to stand out in competl-
tion and attract customers to your store must not only be efficient in
reception but also distinctive in appearance. The wrought-iron Span-
ish Chest cabinet of the New Thermiodyne, fashioned by expert
craftsmen after a delightful XVI century original, is easily the most
distinctive piece of radlo furniture of the year. Its all-metal construc-
tion provides double shielding against internal and external induc-
tance; and while it weighs less than a well-made wooden cabinet of
the same size, it is practically indestructible.

EFFICIENT RECEIVER

The improved circuit using seven tubes employs three steps of tuned
radio frequency, detector, and three audio stages consisting of one
step of high quality transformer and two steps of resistance coupling
—an arrangement which the leading radio engineers agree is ideal
to get both volume and tone quality. It cannot radiate, and self-
generated howls and squeals have been made impossible.

MASTER CONTROL

Of the many distinctive features of former Thermiodynes, ease of
control has probably been mentioned most trequently. A pioneer in
the field, Thermiodyne’s Master Control has of course been imitated ;
but it is still far ahead in clinching point-of-sale demonstrations.
Even the most blasé radio fan will gasp with astonishment when you
show him this: Starting at the lowest graduation on the dial, turn
the knob very slowly. Stations will rush in and out so close on each
other’s heels he can’t help being amazed that they do not crowd or
interfere. When you stop at any station that is the only station
heard. Greater selectivity is impracticable and can be had only at
the expense of the quality of reception.

Write NOW for details of our complete new

line. Every day you wait you are losing money.

Manufactured exclusively by

I

WRITE TODAY

LONG DISTANCE
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1s the only Radio in a
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Illustration shows New
Thermiodyne Spanish Chest |
Receiver in antique wrought-
iron finish, which may also
be had in Renaissance scar-

let plush and brass trim- U

mings; Console Table for
batteries to match; Algon
quin Blended Cone Speaker.

ALGONQUIN ELECTRIC COMPANY, Inc.

) LEO POTTER, President
Main Office: 120 Broadway, New York, N. Y.
WRITE TODAY

WRITE TODAY WRITE TODAY

Factories at Poughkeepsie, N. Y.

WRITE TODAY

WRITE TODAY

WRITE TODAY
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Columbia (G mphopionclCon Vida BLls

for Minority Stock of American Company

Move Is in Line With Progressive Policy of Columbia Graphophone Co. Ltd., of London, of
Consolidation of International Interests—Expression of Confidence in the Industry

In line with its progressive policy of a
consolidation of international interests, the
Columbia Graphophone Co., l.td.,, of London,
has sent out a notice to stockholders of the
Columbia Phonograph Co., Inc, offering to
purchase the outstanding minority shares of
the Columbia Phonograph Co., Inc., on the
basis of either of the following options: (1)
the issue by the Columbia Graphophone Co.,
Ltd., of four of its ordinary 10-shilling shares,
valued at 50 shillings and credited as fully
paid and non-assessable, for each share of
minority stock; or, (2) the payment by the
Columbia Graphophone Co., Ltd., of the sum
of $45 for each share of minority stock. The
Columbia Graphophone Co., Ltd.,, owns a con-
trolling interest in Columbia (International)
Ltd., a combine made up of the Columbia
Phonograph Co., Inc., of New York, the Carl
Lindstroem A. G. of Berlin and the Trans-
Oceanic Trading Co. of Holland and their sub-
sidiary companies.

Acceptance of the offer by holders of the
minority stock is to be made by depositing such
stock with Messrs. J. P. Morgan Co., 23 Wall
street, New York, as depository of the Colum-
bia Graphophone Co., Ltd. The minority stock
amounts to 31,524 shares; the balance, 51,000
shares, is owned by the Columbia (Interna-
tional) Ltd.

The directors of the Columbia Graphophone
Co., Ltd., intend asking sharcholders to au-
thorize an increase of the capital of the com-
pany with a view to carrying out not only this
offer but also to enable the company to
negotiate for and acquire interests in other
companies and thus further consolidate its posi-

tion in the principal markets of the world

The sales of the  Columbia Graphophone Co.,
Ltd., in the six months ended September 30,
1926, despite the abnormal conditions existing
in England due to the coal strike, were larger
than in the correspond.ng period of 1925.

It is considered that the earnings of the
various companies for the fiscal year ending
March 31, 1928, based upon the present earning
power of suclh companies, should be sufficient
to enable the Columbia Graphophone Co., Litd,
to maintain its present dividend rate of 40 per
cent (or approximately the equivalent of 76
cents per share after deduction of the English
20 per cent Income Tax) on the increased num-
ber of its ordinary shares to be outstanding.

Annual dividends on such ordinary shares
(which will be entitied to dividends thereon
declared for the next fiscal year commencing
April 1, 1927, and thereafter) at the current
rate would amount to the equivalent of ap-
proximately $3.04 (free of English 20 per cent
Income Tax) for each four shares. The present
ordinary shares (entitled to dividends for the
current fiscal year if and as paid in ordinary
course in December, 1926, and June, 1927) have
a market value at current London quotations
equivalent to over $54 for each four shares.

Columbia (International) I.td. has estab-
lished recording laboratories, or factories, or
both, in every important national market. The
United States, England, Germany, France, Italy,
Austria, Spain, Australia, Canada, Sweden, Hol-
land, Switzerland, Brazil and the Argentine are
so covered. A Pacific Coast factory for the
United States has recently been purchased and
is now in full production.

GRAPHITE PHONO

l L S L E Y ’ S SPRING LUBRICANT

Ilsley’s Lubricant makes the Motor make good.
Is prepsred in the proper wnsiltency will not run
out, dry up or become sticky or rancid. Remains in
its original form indefinitely.
Put up in 1, 5, 10, 25 and 50-pound cans for dealers
This lubricant is also put up in 4.ounce cans to
retail at 25 cents each under the trade name of

EUREKA NOISELESS TALKING

MACHINE LUBRICANT

Write for special proposition to johbees

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

This further step in the consolidation of in-
ternational interests is of especial moment at
this time, as the American company, Columbia
Phonograph Co., Inc., has just acquired the
Okeh and Odeon record business of the Gen-
eral Phonograph Corp.

The directors of the Columbia Graphophone
Co.,, Ltd., are all men whose names are well
known in European financial and art circles:
Sir George Croydon Marks, C. B. E., is chair-
man of the board of directors; Michael Herbert,
Sir Arthur C. Roberts, K. B. E., H. L. H. Hil],
Edward De Stein and James Van Allen Shields
are members of the board; Louis Sterling is
managing director.

A. D. Silva Elected Vice-
President of Farrand Co.

A. D. Silva has been elected vice-president
in charge of engineering of the Farrand Co.,
maker of Farrand speakers and battery elimi-
nators, C. L. Farrand, president, recently an-
nounced. Mr. Silva brings to his new post a
wealth of experience, having been chief en-
gineer of the Atwater Kent Mfg. Co. for a
number of years and having been for ten years
connected with the General Electric Co. as
transformer engineer. He served as a captain
in the Signal Corps during the war and was
stationed at the research laboratories in Paris,
where he did notable work.
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HELYCON

Motors, Tonearms and Reproducers
SUPERIORITY INTERNATIONALLY RECOGNIZED

Helycon Motors

Helycon Motors are rugged and
substantial in construction. They
are designed to reduce the num-
ber of wearing parts to the mini-
mum required for a smooth,
silent drive, thus ensuring long,

constant and consistent per-
formance without periodical ad-
justments or replacement of
parts.

Cable Address: Polwel, Kitchener.

1] TR/ AT)

H §

u‘l({?

7

Helycon Motor No. 2

POLLOCK-WELKER, LIMITED

KITCHENER, ONTARIO, CANADA

Established 1907

Helycon Motors

The spring barrels can be re-
moved without disturbing the
fine adjustment of the motors,
and any group of gears can be
removed without disturbing any
other part. The Helycon Motor
1s made in four types, with inter-
changeable parts, to meet every
phonograph requirement.

Code: A. B. C., 5th Edition, Bentley’s
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Tie-Ups With the
Recording Artists

Concert Dates of Record Artists—An Oppor-
tunity for Dealers to Profit

The following list of concert dates of a num-

MiscHa LEviTK1 -
January 8
“ 11
o 14

LoNvoN STrRING QUARTET
January 4

Columbia
Boston, Mass.
New York, N. Y.
Toledu, O.

Columbia
Hartford, Conn.

ber of recording artists has been compiled for
the benefit of dealers who wish to stimulate
the sale of records of artists appearing in their
cities or towns. Tie-ups can be effected through
the mediums of window displays or by direct
mail, calling the attention of customers to the
scheduled appearances and a mention that his
or her recordings are available:

o 6 Toronto, Can.
Of 10 Cleveland, O.
o0 11 Oberlin, O.
‘ 13 Peoria, Ill.
Etry Ney - - - - Brunswick
January 10 Albany, N. Y.
“ 11 - Erie, Pa
ELisaBETH RET1DBERG - - - v Brunswick
January 27 Richmond, Va.
ToscHA SEIDEL - - - - Columbia

December 19 New York, N. Y.

ALBERT SPALDING - - - Edison
December 17 Los Angeles, Cal.
& 20 - Lincoln, Neb.
REINALD \WERRENRATH - - Victor

San Diego, Cal.

]
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SCULLY

RECORDING
MACHINES

SHAVING
MACHINES

MASTER
WAX
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JOHN J. SCULLY
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HaroLp Baurr - - - - - -Victor January 3265 MAIN STREET
January 3 - Cincinnati, O. BRIDGEPORT, CONN.
o 4 Toledo, O. o TELEPHONE BARNUM 4998
= g Topeka, Kans. Kolster Radio Compass PR F L e
11 Madison, Wis, ’
“ 17 . Reading, Pa. Shown at Wanamaker’s : : —
@ 19 - \Wheeling, Pa. tuned for the reading at the point of minimum
ol DAN‘UN“ - 2{ - -Baltlfnore,- Md._ i Lighthouse Equipped as Radio Beacon Station volumfe, a(;l.d the 51glmng. wires w111. be]seen
December 19 - Boston, Mass. Has Been Built in Wanamaker Radio Salon 0 Point irectly at th(flRmcommlg" signal. A
& 20 - Boston Mass, e DTS o Ber six-foot model of the Roosevelt has been
FLONZALEY QUARTET - - - - - - - Victo? loaned by the U. S. Shipping Board for the
December 19 - Boston, Mass. . . exhibition during the demonstration.
January 3 - Philadelphia, Pa. A dramatic demonstration of the Kolster
“ 4 - Greenwich, Conn. radio compass, invented by Dr. Frederick A. .
e 9 - Chicago, IlL Kolster, chief engineer of Federal-Brandes, Inc. CorreCtlng an EI‘I’OI‘
. 112 ) f\;;ln]:ess‘fg]:;reo.Pa is being held during the entire month in the
“ 13 - Scranton, Pa. Radio Salon of the John Wanamaker store in In an article entitled “Millions of Homes
. 14 - Stamford, Conn. New York. The demonstration will be based Without Radio Sets or Phonographs Offer Fer-
“ 20 - Boston, Mass. upon the sinking of the “S.S. Antinoe” and the tile Market,” which appeared on Page 27,
> N - : ‘e . 9 q Q
BREgestcry - . - - Columbia  roscue of the crew by the “S.S. President November issue of The Talking Machine
December 26 = Syracuse, N. Y. 7 2 o
Janvary 10 - Flint, Mich. Roosevelt” early thx‘s year. The derrTonstratlon World, there were reproduced a chart ‘and sta-
d 11 - Lansing, Mich. of the Kolster radio compass, the instrument tistics showing the development of the industry.
" R KR OB oty T that brought the ships together, will be made on  Through an error The World failed to give
& Eastag, [Pa. . a Brandes loud speaker, and motion pictures of credit to the source of this information—Radio
Louis GRAVEURE - - - - - - - Columbia ‘n lifeb il be sl . N .
December 17 ~ New York, N. Y the StOrﬂl.ﬁﬂd I.'CSCUC i lite o‘ats wi e S'IOW.I'I. Rctalhngy which co]nplled the data for both
January 4 Springfield, Mass. A flashing lighthouse equipped as a radio the chart and statistics.
SASCHA JACORSEN - - - - - - Columbia beacon station has been built in a corner of
MARIA Kug‘::;nb" ol B Bal"f“o""_ Md'_ Columbia the Wanamaker Radio Salon to send the SO S I. H. Andrews has succeeded Harold Jackson
December 17 - Kingston, N. Y. signal, which will be audible to every spec- as manager of the talking machine department
January 20 -  Lexington, Ky. tator. It will fade away as the loop aerial is of the Wiley B. Allen Co, Los Angeles.
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DISTRIBUTORS {Industries Unidas. S. A

PHoliday Greetings

uring the past year e habe expanded our bugf:
negg far beyond cvben our own cxpectationg,

e odeeply appreclfate the patronage that hag made
tgig remarfiable growtl poggible and to our many
fricndg (nn the trade we wigh

A Merry Christmas
and
A Progperous Netw Dear

IR D———»

Watch Our Ad in January Issue of
New Mutual Line for 1927

Factory Representative—Henry A, Otis............,.. 500 Diversey Parkway, Chicago, III.
....1209 King St., w.,

Canadian Acme Screw & Gear, Ltd....

Targ & Dinner Music Co.

..... Balderas 110. Mexico City, Mex.
i 055 A Sas s Bl - . A 229 W. Randolph St., Chicago, IIl.
Playertone Talking Machine Co. ........................ ... 632 Grant St., Pittsburgh, Pa.
Shapleigh Hardware €o. ................... 4th St. and Washington Ave., St. Louis, Mo.
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hosen as the Best
—By Comparison

MODEL NO. 125

Dimensions: 41% inches high, 21':
inches wide, 2114 inches deep.

_ Finish: Mahogany or Walnut — high-
lighted, with Curley Maple Overlay; Nickel.
plated Trimmings.

Equipment: Pathephonic Reproducer
and Tone Arm, with 78-inch Solid Wood
Amplifying Chamber; Large Double Spring
Motor; Automatic Stop; Semi-automatic
Lid Support.

[ FOUR
MODELS

These features and others have
created big sules for the Patlie-
plionic.  However, its biggest
feature—fidelity of tone repro-
duction—cannot be described
by words.

“Only your ear can tell you.”

614-16-18 Fifth Ave.
PITTSBURGH, PA.

Because:

It gives volume and unexcelled music
over the entire musical range.

It gives natural reproduction.

All models are equipped with matchless
Pathephonic method of amplification.

It 1s entirely mechanical and easy to
operate.

Workmanship and material are uncon-
ditionally guaranteed.

It makes even the old type of record
sound like a modern recording.

PHONO PARTS CO. INC:

FACTORY DISTRIBUTORS

Phonographs— Records—Parts—Accessories

MODEL NO. 275

Dimensions: 49 inches high, 30%; inches
wide, 2314 inches deep.

Finish: Mahogany or Walnut — high-
lighted, with Crotch Mahogany Overlay;
Gold-plated Trimmings.

Equipment: Pathephonic Reproducer
and Tone Arm. with 112-inch Solid Wood
Amplifying Chamber; Extra Large Spring
Motor; Automatic Stop; Automatic Lid
Support; Full Set of Record Albums.

PRICE RANGE
| (List)

1$125—%275

Write at once for booklet and
special discounts. Be first to
sell these instruments to your
trade who are ready to receive
them.

1231 Superior Ave.
CLEVELAND, OHIO
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The New Type of Phonograph

Has Created a Tremendous Demand

1926 was the introductory year—1927 will
be the big year. How dare you going
to meet this demand?

THE NEW =y

Answers the Question

Four models ranging in price from $125
to $275 give you a diversified line in both
price and style and every model has genuine
Pathephonic amplification.

Are You Cashing in on the Present Demand?

Write today for our catalog which completely illustrates
the Pathephonic. Words cannot describe its wonderful
tone, however. Send for any model on approval. Hear it
in your own store and you be the judge of its merits.

PATHE PHONOGRAPH and RADIO CORP.

30 Grand Avenue Brooklyn, N. Y.
Chicago Sales Office: 535 So. Wabash Ave., Chicago, Il
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Formation of Radio
and Music Trades Club

Officers Composed of Men All Well Known
Throughout the Industry

The recent formation of the Radio and Music
Trades Club has aroused considerable interest
in the trade and at a recent meeting of the
officers and membership committee nearly sixty
applications for membership were approved.
The next meeting of the club will be held on
January 14, at which a very interesting pro-
gram will be presented, with the idea in mind
of providing an entertainment that will give
the members an adequate idea of the aims of
this new club.

The purpose of the club, as outlined in the
by-laws, is “to bring together agreeable per-

sonalities and men of good standing in the
trade for the purpose of fostering friendship
and the interchange of thought,” and at the
first meeting, held at the Hotel Pennsylvania
a few weeks ago, a representative gathering of
radio and phonograph men endorsed en-
thusiastically the idea of forming an organiza-
tion of this type. Commercial activities of any
kind whatsoever will be banned at the club
meetings and membership will be obtained prin-
cipally by invitation.

The officers of the club are all well known
in the industry and include the f{following:
President, George C. Furness, National Car-
bon Co.; vice-president, Alexander Eisemann,
Freed-Eisemann Radio Corp.; vice-president,
Max Landay, Landay Bros.; treasurer, Abram
Davega, Davega, Inc.; chairman of the board of
governors, Ben Gross, Gross-Brennan, Inc.  Suit-
able accommodations for the club in one of the

B

With Sterling Battery Elimi-
nators you have a number of
models under one significantly
known brand-name, among
which you always have a prod-
uct to meet each customer’s de-
mands—for any set and prices
to suit each class of trade.

Using type CX 313 tube.
$20.00 less tube.

$22.00 less tube,

/A qgreat
variety of

No. RT-41 “B" Eliminator espe-
cially for receivers having 2 to §
large tubes or more than 5 pea-
nut tubes. Priced as low as is
consistent with Sterling high
gll;glc_]e pegormance and depend-
ability. etector voltage ranges i

from 0-50 volts; ampligﬁer vglt- Lo L T S
ages from 6715 to 135 wvolts.

RT-40 Sterling “B"” Eliminator
having three terminals — price

RT-41 Sterling “B” Eliminator
having four terminals — price

No. R-97, “B" and “C”"
Power supplies plate
voltage to receivers hav-
ing up to ten tubes.
Especially recommended
for sets using the new
No. 171 or No. 2l0
power tubes. Furnishes
up to 180 wvolts at 50
milliamperes and “C"
voltage for power tube
in addition. No hum—
ample power—free from
distortion. Price com-

Raytheon tube, includ-
ing “C" voltage taps,
$55.00.

No. R-99, “B” Power,
price complete with new
type Raytheon tube,
$45.00.

We also wish to call your attention to Sterling's comprehensive line
of battery chargers made in bulb and vibrating-reed types, open and
elosed models, also the long established line of Sterling Pocket Meters
and Tube Testers. The Sterling meets every Radio buying need.

THE STERLING MFG. CO.
Cleveland, Ohio

Increase With
Winter Sterling
Sales Devices

leading hotels are now being arranged and full
details relative to the January meeting will
be announced very shortly.

Nick Patti Appointed
to Important Sales Post

Will Represent Grigsby-Grunow-Hinds Co. in
the Middle West, Southeast and Southwest

CHicaco, ILL.,, December 8.—Fred D. Williams,
general sales manager of the Grigsby-Grunow-
Hinds Co. manufacturer of Majestic “B”
eliminators, announced this week the appoint-
ment of Nick Patti as a member of the com-
pany’s sales organization, covering the Middle
West, Southeast and Southwest. Mr. Patti is
well known in the radio industry, having been
identified for some time past with the Freed-
Eisemann Radio Corp. and numbering among
his friends radio jobbers and dealers from
coast to coast. His association with the radio
trade dates back many years, and in joining
the Grigsby-Grunow-Hinds organization he
brings to his new activities a thorough knowl-
edge of merchandising that should enable him
to attain signal success with the popular Ma-
jestic line.

Big Coast Demand for Co-
lumbia McPherson Records

Recordings by World-Famous Evangelist,
Aimee Semple McPherson, in Great Demand

Sax Frawcisco, CaL, December 4.-—Talking
machine dealers throughout this territory report
phenomenal sales of the recent Columbia

Aimee Semple McPherson

coupling, “Come Unto Me” and “I Ain’t
A-Gonna Grieve,” the sermonette and spiritual
by Aimee Semple McPherson, the world-famed
evangelist, who has appeared in the public
prints during the past five or six months to
such an extent that there is scarcely a person
in this country who is not acquainted with her
life and activities as an evangelist.

Oregon Radio Trades Ass’n
Nominates 1927 Officers

PortLaxp, Ore., December 1.—At the regular
November meeting of the Oregon Radio Trades
Association George L. Sammis, manager of
the Sunset Electric Co. was nominated for
president for the coming year. V. J. Condon,
Tr., manager of the L. C. Warner Co.,, was
nominated for vice-president and George ]J.
Thompson, Jr., was renominated as secretary-
treasurer for another year. The board of di-
rectors for the coming vear has been increased
from four to eight members, of which four will
be strictly retail radio dealers. The following
were nominated for directors: H. C. Neigus, H.
Freeman, W. Morrison, L. C. Falkenhagen, H.
C. Stevens, Vern L. \Wenger, F. H. Barstow and
Jack Walsh. The annual election and banquet
will be held shortly.
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Reproduction of the
original announcement
of the Eckharmonic—

Talking Machine
World,

November, 1926
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‘Pnce Complete $195.00

Less Baiteries and Tubes

O HEAR the Eckharmonic is to enjoy the most faithful
1 reproduction of voice or music yet attained in radio.
The new Eckophonic full floating" resonator gives to

Eckharmonic reception an exquisite organ-like richness
and volume which renders with equal fidelity the wonderful
depth and roundness of a perfect bass note or the clarity and
sweetness of the highest treble. In simplicity of control the

Eckharmonic sets a new standard.
# ECKHARDT CORPORATION 213 South Broad Street PHILADELPHIA

nstantaneous Yuccess

ONLY last month the Eckharmonic was announced in
a color page advertisement in The Talking Machine
IVorld. Today the radio public may see, hear and pur-
chase the FEckharmonic in the leading cities of the
country.

This enthusiastic reception accorded the Eckharmonic by
some of the shrewdest and most far sighted radio buyers
in America is sufficient indication of the merit of this
instrument, which represents the high water mark in the
faithful re-creation of voice or music by radio or any
other means.

A demonstration of the Eckharmonic will be arranged upon request

ECKHARDT CORPORATION, 213 South Broad St., Philadelphia
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Let Us Help Your 1927 Banjo Sales

November showing of B & D Silver Bell Banjo sales
was the largest of any single month in our history

B & D “Silver Bell” Banjos

% The Fastest and Easiest Selling Banjo of Today
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Also

B& D Specialties
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B & D Super Banjo 3 Z
Strings Sl Style No. 1—%$140.00
2 =

Felt Grip Picks sl Style No. 2—$175.00 |
3 ¢ =

Webfoot Banjo Bridges % _ g Style No. 3—$250.00 §
21 s =

B & D SUPER o s Style No. 4—$320.00 £
NEVER-FALSE § < %
Gut Strings Eg c Style No. 5—$370.00 =
For 3 % g
Banjo (5 String) 3 é Style No. 6—$450.00 _E%
Ukulele S Style No. 7—$500.00 |=
and =
Guitar Style No. 8—%$600.00 =

2,

Let us send you Trade
Prices

©
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JOSEPH PIZZITOLA
Holyoke, Mass.

)
2

T L.

Director of Pizzitola Strummers. Over WBZ they were the
first American Broadcasting Orchestra heard in Germany. Besides
his Club work and Teaching, Mr. Pizzitola also has a class of
pupils in Northampton among the students of Smith College.

In the photograph above he is shown with his New Style No. 6
Ne Plus Ultra B & D Silver Bell Banjo.

New Revised Lists and Illustrated Half Tones of Leading Orchestra and Profes-
sional Players on Request.

THE BACON BANJO COMPANY, Inc., Groton ,Conn., U.S. A.

T
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° ° while across the street stands an idle musi

National Musical Instrument Mfrs. Offer o i e gl w hz"ﬁ]-
o ° * hat the other music stores are not the dealer’s

Fll‘St Of SerleS Of Dealel‘S’ SaleS AldS :ml; t\' ympetitors, hut ltxve dealers in other con

) petitive lines must be considered in seeki
National Association of Musical Instrument and Accessory Manufacturers Prepares Series of Four  public’s favor for the produ 1d. The m
Newspaper Advertisements for Dealers’ Use in Stimulating Sales sage with this caitoon read

Cuicaco, ILL, December 7—The first of a series
of dealer helps prepared by the National Asso-

“Newspaper advertising draws the crowds
Advertise in your local newspapers—featur
good fretted instruments to attractthe crowd:s

through the use of a cartocn which shows
crowds, patronizing a jeweler who advertises,

lines and imprint)

Modern Syncopation

with trade marked
lines and imprint)

Get your share of the publ'c’s dollars that are
now going across the street. Sell good music,
and with it good fretted instruments

“Wherever there are people there is a de
mand foi1 music In the home, in the school
in clubs, everywhere there is a wmarket foi
music. Go after it.”

One of the advertisemrats features fretted
instruments, two stress orchestra music and tk
fourth is aimed at parents. The mats can b
obtained by dualers from the Assaciation, a1
45 West Forty-fifth street, New York

R HE popular ukulele, the ¢ . 1 . . R
Drop a Hint - Thai the mandoli, gui Music in the Home Harmonica Playing an Art
- . car and trap drums are the in- o 97
EW Christmas gifts can struments that make for mod- I}SIE- parents %E}irccmm Alnong SChOOl Children
oot afpcane | | it nion e [ [ VY el
Oun (¢} very- . a
;od(y Z!ngozrmusicalri;“z_ S“C;;OOI, and the orc:cstras. e Ay & School Authority States That It Is Becoming
e 2 ynotorgamzca ome yn- o o 1 1 1
m:i‘:;Ig(:n?glibnagr](:;au]zur]:g' copation Band? The boy or Muﬂ? Cntcrtallﬂs and guides PI?Ilf’ﬁcult It\o Sele(lz)t Ver.mers in Contests as All
gN rh'x,1 P thI;se fo;' girl who can play a musical y‘;)ut 1 proper ¥ A musical ayers Are so Proficient
mgélcxl'ngs ncopation. Easy to 1nstrument is always popular. Chucﬁl%nlls a actor pareats )
yneep - BAsY Our special plan of instructors should help to encourage and Cuicaco, ILL., December 4 —"Harmonica playing
learn to play! will helyy you: Jusc @ lictle develep. Music is culture. It . o . ;
Organize a club in your home spare tinl:cyis Ecquircd o enriches the home with the is becoming an art amony school children,
orset. Drop a hint to the folks yourself for playing popular- most wholesome recreation. states C. H. English, director of the bureau ol
as to wh::t you would like ity and profit. With good string instruments recreation of the board of education, comment-
Christmas! Come in any time and inves- yeaycan havcnmodcnz:synco- ing on the city-wide championship harmonica
tigate. 5;:!‘?:‘,‘;;’;;:C:;:'Pl;:lmc = contest held some time ago at the Harrmon
auditorium.  “This is the third annual com
o petition,” he continued, “and wonderful prog-
with tradcpfnarkcd (Dealer’s copy here— Giedlenl copyatiese ress has been made by the young musicians. It

was a difficult task for the judges to select the
winners, so closely were the leading quartet
bunched.”

The Mozart Play Ground took first honors in
the competition open to boys’ quartets as well

with trade marked
lines and 1mprint)

Some of the Ads Sponsored by the
ciation of Musical Instrument & Accessories
Manufacturers to be sent to the dealers has
been announced by Walter M. Gotsch, presi-
dent of the organization. The promotion
program being carried out by the Association
is aimed toward a greater distribution of mu-
sical merchandise that will be profitable to the
dealer and that will ultimately benefit the
manufacturer. The first material now being
distributed consists of four newspaper adver-
tisements stressing “Music” and each bearing
an illustration showing the desirability of
musical instruments and an idea of the pleasure
and happiness which can be gained from play-
ing a musical instrument. In a statement Mr.
Gotsch said, in part:

“The membership of the Association aims
for the production of quality instruments and
recognizes the fact that the so-called unplay-
able line is very detrimental to the dealers’
interests as well as the manufacturers and has
a decidedly depressing and discouraging effect
on the musical prospect who is trying hard
to become a customer and be of value to the
dealer in the future. Therefore the interests of
dealer and manufacturer are mutual.

“We in the Association hope and trust that
the dealers will give careful consideration to
the plans that have been painstakingly laid out
by the manufacturers. It is only with the
dealers’ co-operation that we can get anywhere
in this ma ter.”

In the message sent to dealers offering them
free mats of the advertisements prepared, the
value of newspaper advertising is stressed

Musical Instrument Manufacturers as the girls’ quartets.

UNO

THE OLDEST AND

LARGEST MuSICAL

MErRCHANDISE HOUSE
IN AMERICA

Exclusively Whol esale

ESTABLISHED 1834

C.BRUNO & SON,Inc.

351-53 Fourth AVE. NEWYORK CITY
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IN THE MUSICAL MERCHANDISE FIELD—(Continued from page 123)

HOHNE

E

WORLDZ)' BED Ty _/(

Hohner Harmony Hours broadicast: from WEAF and
eight allied stations are again creating a heavy

demand for Hohner Harmonicas.

Write us for our

M. HOHNER, Inc.

“Big Business Builders.”

They will help you.

114-116 East 16th Sireet
New York City

. HOHNER PRODUCTS AWARDED FIRST-PRIZE AT THE PANAMA-
PACIFIC INTERNATIONAL EXPOSITION SAN FRANCISCO 4915 < -

Buegeleisen & Jacobson

Issue Holiday Catalog

Supplementary Catalog No. 140, in Addition to
Listing Holiday Big Sellers, Gives Diversified
List of Year ’Round Items

Buegeleisen & Jacobson, wholesalers and im-
porters of musical merchandise, New York City,
have issued a supplementary catalog known as
No. 140. This catalog has been compiled, giv-
ing special attention to items which have
proven themselves best sellers, and in addition
to listing items particularly suitable for holiday
sale, carries a well-diversified listing of mer-
chandise well calculated to sell the year round.
It is believed that this careful compilation will
be of much service to the dealer in selecting
merchandise for the Winter season. The catalog

includes the Durro line of violins, bows and
strings, and Stewart banjo mandolins and
vkuleles.

H. C. Grothendieck Promoted

Caicaco, ItL., December 6—Henry C. Grothen-
dieck, formerly assistant manager of the credit
department of Ludwig & Ludwig, Inc.,, manu-

facturers of drums, banjos and accessories, has
been appointed manager of the credit depart-
ment, succeeding \V. J. Barz, who resigned re-
cently. Mr. Grothendieck has been associated
with Ludwig & Ludwig for the past seven
years.

King Display Holds Interest

New Puamaperpria, O., December 7—The in-
terest aroused in the display of King gold-
plated band instruments which were sent to the
Paul Winters Piano Co., on the occasion of the
opening of its salon, was so great that the dis-
play was held over for a week longer than was
intended. The display consists of saxophones,
trumpets, trombones and cornets, finished in
heavily plated gold with beautiful silver inlay
effects and pearl trimmings.

T. W. Carey Uses Vega Banjo

BostoN, Mass., December 6.—The Vega banjo,
made by the Vega Co, of this city, has been
heard on the air quite a bit lately through the
playing of Thomas W. Carey on radio station
WGN and WLIB, of Chicago. Mr. Carey was
recently associated with Gibson, Inc., and was
formerly manufacturer of the Carey banjo

‘Ihe NEW SUPER-LUDWIG DRUM

Parallel Snare Throw-Off
Individual Snare Adjustment
Perfect Snare Control

Patd. Jan. 1924 and Others Pending

The Sensation of
the Drum World

Again Ludwig sets the pace with
a new drum—the SUPER-LUD-
WIG with its many new advanced
features.

INDIVIDUAL adjustment of
snares, a parallel throw-off of
snares and means for securing
PERFECT snare control are but
a few of the manv new improved
ideas to be found on this latest
creation of Ludwig engineers and
craftsmen.

It's a sales leader for the dealer
who is on the alert to be up and
ahead of the van that will follow.

Send to us Now for Prices and Discounts

LUDWIG & LUDWIG

World’s

Largest

Makers of

Drums and Drum Accessories

1611 to 1627 No. Lincoln Street, CHICAGO

Attributes Big Sales to
Co-operation With Schools

L]
Cal D. Fisk, of El Dorado, Kan.,, Had Excel-
lent Volume of Sales in September Due Main-
ly to Co-operation With School Supervisors
)
Er Dorapo, Kax., December 6~—~An excellent
example of the benefits of co-operation with
the music supervisors of the public schools in
order to increase the sale of band instruments
and musical merchandise is the recent experi-
ence of Cal D. Fisk, Columbia dealer, who car-
ries a line of band instruments and small goods.
During the month of September Mr. Fisk sold
seventy violins, fifteen trumpets and a like num-
ber of trombones and clarinets, in addition to
scattered sales of other musical instruments.
In a town the population of which is in the
neighborhood of 11,000 this volume of sales is
decidedly satisfactory and Mr. Fisk attributes
the major portion of his success to the close
harmony with which he works with the music
supervisors of the school system. During the
past few vears, through this method of stim-
ulating sales, Mr. Fisk has, in conjunction with
the schoo! authorities, helped organize several
bands and orchestras and naturally he profited
by sales to members of the newly formed or-
ganizations.

Buescher Co. Issues the
“Story of the Saxophone”

Band Instrument Manufacturer Tells in Inter-
esting Fashion of the Origin and the Develop-
ment of Popular Instrument

ELkHart, Inp, December 6—The Buescher
Band Instrument Co., manufacturer of Buescher
True-Tone saxophones and band instruments,
recently issued a booklet of special value and
interest to saxophone players and which should
also prove useful to dealers in stimulating sales.
The title of the work is the “Story of the Saxo-
phone” and it tells the story of the origin and
development of the instrument. Another valu-
able feature included is the beginner’s first les-
son, a great aid in helping dealers sell the in-
strument.

The advertising department of the company
has also prepared a number of other interest-
ing leaflets dealing with Buescher products, in-
cluding descriptions of the new octave key for
Buescher saxophones, the Snap-on pad, which
allows the player of a Buescher saxophone to
replace a worn-out pad on his instrument at a
moment’s notice, the Buescher True-Tone bari-
tones, including five families of baritone horns,
several models of basses and a complete list of
Buescher accessories.
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IN THE MUSICAL MERCHANDISE FIELD—(Continued from page 124)

How Snyder Music Store Conducts Small
Goods Department to Bring Big Profits

Wilkes-Barre, Pa., Music Dealer Finds Musical Merchandise and Band Instrument Department a
Profit-builder Through the Formation of Community Musical Organizations

Slipshod methods in the operation of the mu-
sical merchandise department in many talking
machine stores are responsible for lack of
profits. Many dealers invest a few hundred
dollars in small goods, shove the merchandise in
a case and then promptly forget about it. No
attempt is made at selling beyond giving atten-
tion to customers who come into the store
specifically to purchase a small instrument of
some kind.

Where the Big Profits Are

Profits from the musical merchandise depart-
ment in the talking machine store can be made
substantial enough to claim the interest of even
the most successful dealer. When sales that
reach a total of $1,400 to one organization are
reported the argument that there is no money in
small goods is puerile, and proves that the dealer
who makes it does not know what he is talk-
ing about. Take the Snyder Music Store, of
Wilkes-Barre, Pa., for example. This concern
handles talking machines, musical merchandise
and pianos. Its small instrument department
has been particularly profitable. Why? Be-
cause the executives of that organization real-
ized several things; namely, that the successful
operation of a musical merchandise department
demands just as intensive and intelligent man-
agement as does any other department of the
music business. Second, only a man who is
familiar with the various instruments and who
has the ability to actually demonstrate them
can successfully sell them. Third, maximum
sales volume requires intelligent sales promo-
tion through education and the dealer must
make it easy and interesting to buy and own a
small musical instrument.

A Broad and Successful Policy

With these ideas in mind the Snyder Music
Store has made its establishment the headquar-
ters in its city for musical merchandise. It has
been active in the formation of bands, and at
the present time two complete bands and one
orchestra meet regularly in the concert hall of
the store for lessons. Another band has been
formed in Nanticoke and one in Wanamie, Pa.
Thompson Rolley, manager of the musical mer-
chandise department, teaches the boys to play
the instruments. The interesting and important
fact is that every instrument in use by these
bands and the orchestra has been purchased
from the Snyder store. As has been mentioned,
one sale totaled $1,400. There are about 125 boys
in these musical organizations and that means
that a similar number of instruments has been
sold.

A Building-Up Process

Snyder’s Music Store looks further than the
mere formation of the bands and the first sales
to the youthful musicians, howcver. The com-
pany realizes that as soon as the boys become
proficient on the instruments they will be in the
market for better ones. Thus the sales pile up.
Then, too, the publicity incidental to the for-
mation and activities of the bands has been
responsible for a considerable increase in sales.

Clever Financing Plan

Because the store is located in a mining sec-
tion the firm realized that many of the boys
who might be interested in ownership of a small
musical instrument could not afford to pay a
large sum for the instrument and then pay for
lessons. Accordingly, a plan was worked out
that makes it possible for a boy to secure a
good, serviceable instrument of his choice and
get thirty-six lessons, all for the sum of $46.
In other words, the boy selects the type of
instrument he desires to play, pays $10 down
and $1 weekly for thirty-six weeks. During this
period a lesson is given cach week. Of course,
some of the instruments are more expensive

than others, but any inequality in this respect
is made up by the lessons received, so that while
some boys get more expensive instruments than
others and pay the same price, they all are en-
abled to become a unit in a band or orchestra.
If a boy expresses a desire to continue with
his lessons after the period of thirty-six weeks
a charge of 50 cents per lesson is made.

Real Sales Promotion
The plan in use at the Snyder Music Store
can be adopted by any talking machine dealer
who is farsighted enough to realize its value.
It is merchandising in the larger sense, in that it
intelligently copes with a situation that might

retard the profits of the musical merchandise
department—the inability of many youngsters to
finance the purchase of a small instrument and
then pay separately for lessons.

Another factor in the organization of bands
and orchestras which might prove interesting
to dealers is that in practically every com-
munity cither individuals or organizations
could easily be won over to give co-operation
of a moral and financial nature to the forma-
tion of a musical organization as a matter of
civic pride. It has been pointed out in previous
issues of The World that town and community
bands or orchcstras become factor of the
community which leads to positive profits for
the tradesfolk of the town and the fact that
chambers of commerce throughout the country
are lending their support to forming bands is
proof positive of the success of such a move-
ment. Let the dealer who is hesitant about
starting the movement confer with leading
officials and seek their co-operation.

Little Wonder
Special

$75.00

case extra

SCINTILLATING beauty,

rich, superb tone and in-
herent worth, plus a reputa-
tion based upon years of ex-
perience as manufacturers of
high-grade banjos, are quali-
ties that sell the Vega Special
Models. To see them and to
hear them is to admire the
high quality maintained. Their
beautiful, flashy appearance,
durable construction and rich
penetrating tone give a life
time of service to either ama-
teur or professional banjoists.

IV rite today for further detail
on the I'ega Special Banjos.

Manufacturers of the Famous
VEGAPHONE BANJOS
155-66 Columbus Avenue
Boston, Mass.
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Sesqui Harmonica Band
Helps Reading Dealers

Appearance of Famous Harmonica Organiza-
tion Which Was a Feature of the Sesqui-
Centennial Celebration a Big Success

ReapinG, Pa., December 6 —Although the Ses-
qui-Centennial exhibition in Philadelphia is
officially closed, the popularity of the Sesqui-
Centennial Harmonica Band has in no way
diminished. This exceptional organization of
boy harmonica players appeared in this city
at Kaufman’s, a big furniture store. The boys
made the trip to this city by bus and, although
a heavy rain was falling, they found the main
streets of the business part of the town well
filled with people, who gathered to see this
organization which had recently entertained
Queen Marie. The Reading papers carried con-
siderable news regarding the band, and the store
itself had a full-page advertisement in two
newspapers announcing its appearance. It was
stated that interest in the harmonica has been
greatly increased in Reading since the appear-
ance of this band.

Additions to Vegaphone
Banjo Line Announced

BostoN, Mass., December 4.—The Vega Co., of
this city, maker of Vegaphone banjos, has an-
nounced several new and improved models in
the Vegaphone line. It is stated while the Vega-
phone retains its characteristic resonant and
powerful tone, the new Vegaphone models em-
body improvements that give them a more
flashy appearance, sturdier construction and
simplified means of disassembling for rehead-

Vegaphones, the Vega Co. is placing special em-
phasis behind two popular-priced models, the
“Little Wonder" at the special price of $75
and the “Whyte Laydie” at $100. Both these
models are equipped with resonators similar to
the higher-priced models.

Seiberling, LLucas Music
Co. Enters Jobbing Field

Prominent Music Concern of Portland, Ore.,
Adds New Lines and Issues Comprehensive
130-Page Catalog for Northwest Trade

Porreanp, Ore.,, December 4.--The Seiberling,
Lucas Music Co. has entered the band instru-
ment and musical merchandise jobbing field and
has issued an attractive 130-page catalog, which
has been distributed to the music dealers of the
Pacific Coast and tributary territory. The cat-
alog i1s complete in every detail and covers all
types of musical instruments.

One of the officials of the company states that
the outstanding business is the sale of Hohner
harmonicas, due in large measure to the fact
that harmonica bands are being organized all
over the Pacific Northwest, nearly every school
of any size having its harmonica band. Buescher
band instruments are also going stronger than
ever before, in fact, all of the small goods busi-
ness is in a better condition than ever before in
this territory.

“Harp Week” at Ditson Co.

BostoN, Mass.,, December 4.—For a week the
latter part of last month “Harp Week” was held
at the Oliver Ditson warerooms and there were
daily demonstrations of the instrument on the
fourth floor of the store where Bernard K.

ing. AMather, the Lyon & Healy harp expert, was in
In addition to the higher-priced “Profes- charge, supervising the demonstrations and

sional,” “Soloist,” “Artist” and “DeLuxe” directing the display.
==

=

A Holidq:yb

Catalogue

It’s different. Because in it are listed:

BUEGELEISEN

5 Union Square

The New B & J Supplementary Holiday Catalogue

A new 60-page supplementary catalogue No. 140, brimming full of Holiday
goods, and well-known, popular lines, is now being distributed to the trade.

(1) Numbers in every branch of Musical Merchandise,
proved themselves to be the ‘‘best sellers”” throughout the country
for the past year.

(2) New items from both Europe and America, showing the latest
changes, and listed at the latest prices. :

(3) Discontinued lines at a genuine saving of 15 to 25 per cent.

If you haven’t received a copy, send for it today.

(Wholesale Only)

which have

& JACOBSON
New York, N. Y.

Montana, Cowboy Banjoist,
Brings Bacon Publicity
Well-known Vaudeville Headliner, Who Uses

and Endorses the Bacon Banjo, Co-operates
With Boston Distributing Concern

Boston, Mass., December 6.—The recent appear-
ance of Montana, the cowboy banjoist, in this
city created considerable publicity for the B.
& D. Silver Bell banjo, which he uses and
which was made by the Bacon Banjo Co., of
Groton, Conn. Montana has been booked sev-
eral seasons on the Keith Albee circuit and his
act consists entirely of banjo playing in a rich
costume of pure white buckskin with silk and
silver trappings.

He appeared recently at the St. James
Theatre, a Keith Albee house in this city, and
attracted a large number of banjo enthusiasts
to each performance. The St. James Theatre
featured his act as a headliner and distributed
an interesting circular showing him in cowboy
costume. The Musicians’ Supply Co., 83 New-
berry street, local distributor of the Bacon
banjo, tied up nicely with his appearance by
inviting the public to its studios on November
19, where Montana gave a special demonstra-
tion and lecture.

American Band Instruments
Sell in Irish Free State

United States Consul Hathaway Reports That
Instruments of American Manufacture Are
Preferred to Those of Other Makes

\VasHiNGTON, D. C., December 4.—There is an
increasing demand for American band instru-
ments in the Irish Free State, according to a
statement recently received from United States
Consul Hathaway, stationed at Dublin, Ireland,
who says in part: “The demand for musical
instruments of all descriptions has increased
noticeably during the past two or three vears.

“American band instruments are being sold
in the Free State at the present time and, de-
spite higher prices, they enjoy an enviable per-
centage of the total sales. American instru-
ments are reputed to be of excellent quality and
are invariably preferred to other makes when
prices are competitive. English, French and
German band instruments have also found a
market in the Free State and compete actively
with those of American manufacture because of
the relatively low price at which they may be
bought.”

Ninety-second Catalog
Issued by Bruno & Son

Well-known Metropolitan Distributing Firm Is-
sues for the Ninety-second Year a Complete
Listing of Products It Jobs

1

The annual catalog of C. Bruno & Son, Inc.,
wholesalers of musical merchandise, 353 Fourth
avenue, New York, was recently distributed to
the metropolitan trade. The new catalog is the
ninety-second annual listing of the products
distributed by the firm, and is a striking tribute
to the growth and achievements of the com-
pany. It has been prepared under the personal
direction of Charles Sonfield, general sales man-
ager of the firm, who spent several months in
preparation and supervising the compilation of
the data.

Included in the listing appears practically
every known article of musical merchandise,
for the Bruno organization carries as complete
a line as can be found. There are a number
of special color pages that are extremely at-
tractive and the entire book is worthy in con-
tent and appearance of representing the long-
established house of Bruno.
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The Weymann
Orchestra Banjo

Has won for itself
the endorsement of
banjoists the coun-
try over! Its fine
tone qualities, its
beauty — have cre-
ated an unparal-
leled demand for
this instrument,
Write TO-DAY for

L" f

Frep C. Buck

‘?Vaﬂiois‘ handsome catalog de-
ng's o
Heungyivaniand scribing the Weymann

line of Banjos, Man-
dolutes, Guitars and Ukuleles. Agencies
are still available for a few live dealers.

Address Dept. W

H.A.WEYMANN & SON, Inc.

1108 Chestnut St. Phila., Pa.

Award Harmonicas as Prizes

Fresno, CaL, December 3.—In a drive for sub-
scriptions, one of the local newspapers, the
Fresno Republican, offered harmonicas as
awards in stimulating school boys and girls to
solicit subscriptions for its publication. They
reported success in the campaign, distributing
upwards of 150 harmonicas in three weeks in
lieu of cash commissions for subscriptions.

Resume Broadcasting of
Hohner Harmonica Concerts

Tremendous Success Which This Activity Ex-
perienced in Former Years Warrants the
Resumption—Acclaimed by Daily Press

M. Hohner, Inc., New York City, maker of
the Holhner harmonica, is again sponsoring
harmonica programs over station WEAF and
its allied stations. The tremendous success
with which the broadcast hours have been re-
ceived in past seasons well warrants its re-
sumption this year. In addition to instruction
upon the playing of the harmonica by William
J. Haussler, vice-president and general manager
of the company, a number of selections are
rendered by boys proficient in the playing of
this instrument. Advance notice of the various
programs has been appearing through adver-
tising space in the daily papers and following
the program many favorable reviews of the
hour have appeared in the press. The New
York American interestingly described the real
music that the harmonica offered and summed
up a long article by saying “The diversion af-
forded one of the evening's different niceties.”

Beginning with the initial program on
November 19 the Hohner Haimony Hour will
be broadcast every other week on Friday eve-
nings at 8:30 until January 31.

The Hohner harmonica is also a featured
number of a new vaudeville act known as “The
Ingenues,” a clever act with nineteen girls,
which opened in Chicago.

Interesting Leedy “Topics”

The November issue of Leedy Drum Topics,
published by the Leedy Maunufacturing Co., In-
dianapolis, Ind., maker of drums and drum-
mers’ accessories, contains, as does every issue,

IN THE MUSICAL MERCHANDISE FIELD— (Continued from page 126
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‘“HYGRADE"
Musical Instrument
Cases
Made of Three-ply Veneer

%

We also manufacture All Types of Portable
Phonograph and Radio Cascs and Boxes

Send for Our Price Listl

HYGRADE CASE CO., Inc.

Manufacturers of

“Yygrade’” Musical Instrument Cases
Suld by Al Leading Jobbers

345-347 South 6th St. Newark, N. J.

a wealth of news about drummers from all over
the world with attractive illustrations of lead-
ing Leedy exponents and commendations of
Leedy products by famous musical au horitie
This issue also contains several hints to drum
mmers to aid them in producing new and better
effects.

Contests at Convention

San Francisco, CaL., December 3.—A number
of excellent band contests marked the Sciots
convention at Santa Cruz, states E. J. Delano
manager of the retail small goods department
of Sherman, Clay & Co., here. Mr. Delano con-
ducted the Alameda Sciots’ band, which had a
lady trombonist. The majority of instruments
in this band, as in many of the others in the
competitions, were King instruments, made by
the H. N. White Co., of Cleveland, O., a strong
tribute to the popularity of the line.

. i

G. A. Hausner

Proprietor, Hausner Music Co. of Mpls. & St. Paul,

“Being an exclusive musical

naturally make the line of each department prove its
worth. My drum division is one of the strongest lines
in both stores and one of my chief hobbies as well. I
can whole-heartedly state that the Leedy brand and
the company behind it have proven to be a great boon
The dealer wants results.
what I am getting with Leedy and I can safely recom-

to my business.

mend it to others.”

says—

merchandise dealer I

That 1s

And, over sixteen hundred other dealers are getting results
with Leedy—Are you one of them? If not, get in touch with us—

Mfg. Co.

“The Only Complete Drum Line—By One House”

Indianapolis,
Indiana
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Columbla Phonograph Staft
Holds Annual Luncheon

Personnel of Columbia Phonograph Co. Head-
quarters Gather at Hotel McAlpin for Annual
Festivities—Record Stars Entertain

The annual luncheon and dance of the em-
ployes of the Columbia Phonograph Co., Inc,
New York, was held the latter part of last
month at the Hotel McAlpin and was voted
one of the most successful of these yearly
celebrations. During the luncheon many of
the artists who make Columbia recordings en-
tertained, with Irving Kaufman in the role of
master of ceremonies. Among those who kept
the partv in gales of laughter were Billy Jones
and Ernest Hare, the Happiness Boys; Jack
Kaufman and Al Campbell, Jack Glogan, Frank
Banta and Nathan Glantz and His Manhattan
Merrymakers, who provided the dance music
for the occasion. Johnny Marvin and His Uke
made a special trip from the show, “Honey-
moon Lane,” in which he is starring.

Among the Columbia Phonograph Co. offi-
cials and department heads who attended were:
Mr. and Mrs. Louis Sterling, Mr. and Mrs.
H. C. Cox, Mr. and Mrs. Frank Dorian, Mr.
and Mrs. T. Allan Laurie, Mr. and Mrs. J. S.
Macdonald, Mr. and Mrs. Arthur Bergh and
Geraldine Bergh, Mr. and Mrs. Frank B.
Walker, Mr. and Mrs. Ed. King, Mr. and Mrs.
W. A. Forbush, Mr. and Mrs. E. B. Shiddell,
Mr. and Mrs. J. P. Bradt, Mr. and Mrs. George

Drolett, Mr. and Mrs. H. C. Brown, A. W.
Roos, Ed. F. Sause, A. Thallmayer, J. M.
Lacalle, George C. Jell, R. T. Freibus, F. N.

Sard, H. W. Clock. Other guests were Joe
Davis, Ben Bornstein, Ed. Christie and Frank
Capps.

Ray Barker, as chairman of the arrangments
committee, received many congratulations upon
the staging of the affair. Assisting Ray Barker
on the committee were the Misses Marguerite
N. Fleming, Louise Obermeyer, Estelle Finne-
gan, Edna M. Sias, Lillian M. Morgan, Mildred
Sabarra and Jane Thompkins.

A music and radio store, the Aztec Music &
Llectrical Co., was opened recently at Aztec,
N. M. The proprietors are Mrs. Guy Herbert
and Mrs. Harold Herbert.

10,000 Dealers
Now Stocked

Every radio user needs
the Super-Ball Antenna—
they will buy on sight if
you display this item.
This means easy sales,

h /

MILWAUKEE., WIS.
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L. H. Mingens Elected
President of Garod Corp.

Leicester H. Mingens, of the Twentieth Cen-
tury Radio Corp., recently was elected presi-
dent of the Garod Corp., Main and Mill streets
Belleville, N. J., succeeding I. P. Rodman.

Dealers Report
Quick Sales

good profits and satisfied,
boosting customers. Com-
plete details upon request.
Order from your jobber—
today.

DETROIT. MICH.

Mr. Mingens has been an active factor in
the radio field for a number of years and has
successfully operated for the past few seasons
the Twentieth Century Radio Corp., a promi-
nent New York wholesale distributing company.

The Twentieth Century Radio Corp. is dis-
tributor of “Garod Electric Power” receivers
and Mr. Mingens’ interest in the possibilities
of this product led him to accept a more promi-
nent position in the affairs of the Garod Corp.

President Coolidge Urges
Speedy Radio Legislation

WasHiNgToN, D. C., December 7.—President
Coolidge, in treating of the radio broadcasting
situation, in his message to Congress, took a
definite stand, declaring that “the authority of
the Department of Commerce has broken down
—and the whole service of this most important
public function has drifted into such chaos as
seems likely, if not remedied, to destroy its
great value” and urged that radio legislation
speedily be enacted.

Fada Sales Gain 15 Per Cent

November sales of Fada radio were 15 per
cent higher than the October total, according
to an announcement made by Frank A. D. An-
drea, president. In October $2,500,000 in Fada
sales were announced, thus bringing the No-
vember total not far from the $3,000,000 mark.
Mr. Andrea stated that November sales were
the largest in the history of the company and
were twice the volume sold in November, 1925.
December, with the Fada factory running at
full capacity, is expected to be another record-
breaking month, Mr. Andrea declared.

The Angelus Music Co., San Pedro, Cal,
recently added a radio department carrying a
full line of receivers and accessories.
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Celebration Features Production of the
Millionth Atwater Kent Receiving Set

Six-Tube, Single-Dial, Shielded Metal Cabinet Set Was Millionth Turned Out at Huge Atwater
Kent Plant—Moving Pictures, Banquet and Entertainment Part of Festivities

PuirapereHiA, Pa., December 8—The millionth
Atwater Kent receiving set was turned out here
at 4 o'clock this afternoon. It was a six-tube,
single-dial set, in the latest shielded mectal cab-
inet. Simultaneously, A. Atwater Kent made
public his company’s production figures for the
past four years, showing that the current year
(May 1-April 30, 1926-27) will record an output
of more than 600,000 sets against 6,628 for 1922-
23, the first year’s record.

Mr. Kent himself gave the millionth set its
final test upon its completion this afternoon in
the presence of thousands of employes, friends
and distinguished visitors to the Atwater Kent
factories. Upon the completion of the inspec-
tion Mr. Kent was congratulated and in turn

congratulated the various members of his staff.
Addressing his officers, employes and friends,
Mr. Kent said:

“It is difficult for me to find words with which
to express my pride and gratification in this
moment. I feel as if I wanted to hip-hurrah. I
want to throw my hat up in the air. I am happy
in the knowledge that you feel the same way
about it and I am deeply grateful for your loyal,
enthusiastic co-operation, which has made this
achievement possible.

“The millionth set means not only that we
have grown to manhood in our industrial and
commercial life, but that we have built together,
during the rapid activities of the last four years,
a harmonious, self-respecting family of co-
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As in the Harp, whose short
and long strings produce
high and lownotes, the SAAL
Ee-centrie provides a short
radius for high notes, a long
radius for bass tones.

C-Cenitric

The big, new cone

The SA AL Pedestal is
an ornament to the most
beautiful surroundings.
Its pure wooden tone
chamber, three feet in
length, gives exception-
ally clear mellow recep-
tion. Price, $38

Speaker Idea

On the principle of the harp, whose short strings
produce the high treble notes, whose long strings
give forth the deep bass tones, the Saal-Ec-centric,
with its “center™ actually off-center, provides a
short vibrating radius for the high notes, a long
radius for the rich low tones.

These exact relative proportions of vibrating
area, definitely fixed by scientific principles, are
now provided for the first time in the Saal Ec-
centric Cone. All rumble or “barrel tone™ is elimi-

nated. True balanced tone from soprano, flute and
violin to pipe organ or 'cello. A demonstration will

convince you.

Hear the Saal Ec-centric at your dealer's, or
write us to direct you where it can be heard.

The famous SAAL Soft
Speaker, the outstand-
ing speaker of its type.
Is giving satisfaction re-
gardless of the set or
equipment used. Stand-
ardwithradioengineers.
Price, $22.50

The Saal Ec-centric comes in two models: 20-inch, $25;
14-inch (Junior), $15. Slightly more west of Rockies.

SAAL

H. G. SAAL COMPANY, 1800 Montrose Ave., Chicago, U. S. A.

workers who are making the world a better place
in which to live. Qur material success has not
taken toll of society, but, rather, has contributed
to the happiness, comfort and benefit of society.
Greater opportunity for service confronts us in
the future. The drama of to-day, in which we
have scen the millionth set produced, opens even
wider opportunities for to-morrow.

“With your splendid loyalty and co-operation

A. Atwater Kent and the “Millionth Set”
There is also shown the first Atwater Kent radio part

and the first complete set. In the background is a
group of Atwater Kent executives

I face it happily, confident that it will find us
ready and able to measure up to the obligations
which to-day’s events have placed upon us.”

In direct contrast with the latest set was
shown the first Atwater Kent set and also the
first radio part, the forerunner of the first set.
An appropriate plate was placed upon the set
and it will remain on exhibition at the factory.

Further work in the factory was abandoned
for the day and the afternoon celebration in-
cluded orchestral music and community singing.
The entire proceedings of the afternoon were
recorded not only by still pictures but by con-
tinuous motion picture photography as well. In
the evening five hundred office and factory
executives were the guests of Mr. Kent at a
dinner tendered them at the Mercantile Club
in this city. Sales Manager V. W. Collamore
presided and in referring to the accomplishment
and the production of the millionth set com-
pared it to the decade or more that big manu-
facturers in other lines had taken to turn out
their millionth product. Mr. Kent again spoke
to his co-workers, who had helped him accom-
plish this feat. Following Mr. Kent's speech
Dr. E. J. Cattell, prominent after-dinner orator
of Philadelphia, spoke on the altruistic side of
the production of the radio set. Honor was
paid to Mrs. A. Atwater Kent, who was with her
husband at the speakers’ table, by the presenta-
tion of a bouquet from the office and factory
staff.

The day not only commemorated the produc-
tion of the millionth set but was the birthday
anniversary of Mr. Kent as well. This was
temembered by his staff through expressions of
congratulation and the presentation of a mam-
moth bouquet.

Following the dinner entertainment was pro-
vided by a number of vaudeville acts which
were turned out to-day.

During the current year the Atwater Kent
factory has had to be expanded rapidly to meet
increasing demands, until a production of more
than 5,300 receiving sets per day has been
reached. It was announced this afternoon that,
in addition to the millionth set, 5,317 other sets
were turned out to-day.

The millionth set will be retained here for
exhibition at the plant, but the first hundred
sets of the second million, completed imme-
diately following the millionth set, are being
shipped personally to distributors for their re-
tention. They are exact duplicates of the mil-
lionth set and each is marked with a gold plate
on which its number is certified over Mr. Kent's
autograph.

Dealer tie-up with this auspicious event was
provided by two window display cards which
were furnished by the Atwater Kent Mfg Co.
The first one read as follows: “The first receiv-

(Continued on page 130)
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BILUIE,
RIBBOIN
RADIO TUBES

THE DOLLAR TUBES

Guaranteed equal in
every respect to the
standard tubes selling
for twice the price.

Mr. Jobber: put your dealer on a
competitive basis with the Syndi-
cate and chain stores who have
reaped a huge harvest selling
Dollar Tubes. Offer him a real
leader, something that will bring
the crowds to his store.

BLUE RIBBON TUBES sell
quickly and stay sold. They are
built by the pioneer manufacturers
of independent tubes. The best
engineering skill, experience and
knowledge gained from vyears of
specialization are incorporated in
their manufacture.

Every BLUE RIBBON tube is
absolutely guaranteed against all
defects—no arguments—no reser-
vations—Defective tubes are re-
placed without charge.

NOTE: Don’'t class the BLUE
RIBBON TUBE with the ordinary
dollar tube which is usually a fac-
tory second or reject. BLUE
RIBBON TUBES are a distinctly
quality proposition.

200A, Detectors, 112 and

171 Power Tubes at Greatly
Reduced List.

Tectron Radio Corp.
1270 Broadway New York, N. Y.

Atwater Kent Mfg. Co.
Produces Millionth Set

(Continued from page 129)

ing set sold by the Atwater Kent Mig. Co. was
shipped from the factory in November, 1922.
Figures for the intervening years showing the
increasing demand for Atwater Kent sets are:
1922-1923, 6,628; 1923-1924, 58,927; 1924-1925,
175,461; 1925-1926, 331,208. Production of sets
for 1926-1927, 600,000.”

The second one which was to be used in con-
junction with the display of the Atwater Kent
model in shielded metal case read: “This is a
duplicate of the 1,000,000th radio receiving set
made by the Atwater Kent Manufacturing Co.
in its fifteen-acre factory at Philadelphia, Pa.,
on Friday, December 3, 1926. On the same
day 5,317 sets (eleven per minute) were com-
pleted.”

Daven Radio Corp. Pur-
chases the Port Mfg. Co.

Plans Production of New Six-tube Set Embody-
ing the “Davin Bass Note Circuit”

The Daven Radio Corp., 158 Summit street,
Newark, N. J,, has purchased outright the Port
Mfg. Co. This latter concern for over a year
has been making what has been termed a “Bass
Note” set under a license from the Daven Corp.

W. H. Frasse, president of the Daven Radio
Corp.,, in making the above announcement,
stated that his company would enter into the
production of a Daven six-tube set embodying
the “Daven Bass Note Circuit.” Over two
thousand of the “Bass Note” sets have been in
the hands of consumers for the past twelve
months. It is the success attained by these sets
that resulted in the decision of the Daven Corp.
for the purchase of the Port Co. and the further
extension of the manufacture of this equipment.

The Daven Radio Corp. are pioneers in the
manufacture of radio apparatus, specialists in
resistor products and are the developers of
the “Daven Super Amplifier” and radio tubes.

Seeking New Legislation
Covering Postal Activities

WasHiNgToN, D. C., December 6.—Restoration
of the l-cent rate of postage for private mailing
cards, together with legislation under which the
postage on private reply cards could be col-
lected upon delivery, is recommended by the
Postmaster General in his annual report, sub-
mitted this week to the President. Other
recommendations call for legislation under
which an additional charge of 1 cent per ounce
would be assessed on first-class mail matter
short-paid to the extent of more than two cents;
graduated charges for the special handling of
parcels, which would cut the fee to 15 cents on
parcels not over two pounds in weight, and
increase it to 35 cents for parcels weighing over
ten pounds; the imposition of fees on inquiries
concerning registered, insured and collect-on-
delivery mail; the issuance of receipts for ordi-
nary mail upon payment of a fee; the automatic
return to the sender of C. O. D. parcels not
accepted by the addressee within a specified
period; the extension of C. O. D. service to
first-class parcels, and extension of the registry
service so as to provide indemnity for mail up
to a value of $1,000.

World’zs Classified Advertising

Any member of the trade may forward to this office a
“Situation” advertisement intended for this Dcpartment 1w
occupy a space of four lines, agate measure, and it will
be imserted free. Replies will also be forwarded without
cost. Additional space will be at the rate of 25c per line.
If bold-faced type is desired the cost of same will be 23c
per line. Rates for all other classes of advertising on
application. .

SITUATION WANTED — By an ex-chief
patent counsel and engineering consultant of
large phonograph corporation; now in private
practice to represent other phonograph or radio
interests, in patent, trade-mark, or miscellaneous
contract matters, or as engineering expert in
acoustics. Address “Box 1586,” care of The-
Talking Machine World, 383 Madison Ave.,
New York City.

POSITION WANTED-—Radio Sales Man-
ager of nationally known radio manufacturing
concern desires to represent some prominent
concern requiring Pacific Coast manager. Ap-
plicant has splendid record in radio industry as
sales executive. This is an opportunity for
growing concern willing to pay a bonus for
large sales that will lead to a slow but healthy
national distribution. Address “Box 1587,
care of The Talking Machine World, 383 Mad-
ison Ave., New York City.

FOR SALE

500-1000 Atwater Kent Model-20 Compact Cab-
inets. Perfect Condition. Immediate Delivery.

WHAT AM I OFFERED ?

FRED'K P. ALTSCHUL,
6 East 14th St., New York City
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