,A? \Y Y\ A vo'\'. A X\ O\ ) ,. O\ ,. F s
" NN '\ fA\(

'y' VOL-4" || 72 PAGES, INCLUDING SIDE LINE SECTION | ;- ="

4 -
THE
TALKING

MACHINE
WORLD

/4
\\ \\ / / ‘//
N7
\_;7 . Z - k‘a V—
e deie— 3l ))

EDWARD LYMAN BILL

EDITOR 3 PUBLISHER_
1 MADISON AVENUE, NEW YORHK

!
'''''

R EEECCETE

I s. .i. o. AAAAA ) AT A. A. & ! A _Y‘Nf
Bote eco at the | Ft New Y £ Ma;\a

-
4
y
v

4 l
;

i .!. :
¢
X
‘l
|

eI o oaaaamn SR



THE TALKING MACHINE WORLD.

Business men
Z in every line admit
/ the value of good
trade papers.
A trade paper must be

o
Business ~
+ v

|

| /  original—it must contain a
! Men ” variety of matter including news
i , service—technical information—in
fact it must crystallize the cntire ncws
of the special business world, and be a
helpful adjunct to every department of trade.
Scan the columns of The Talking Machine
World closely and after you have completed an
analysis of the contents of this publication see if you
can duplicate its value in any other trade!
The World is a help to the talking machine

business.
It exerts an healthful optimism.
It wields an influence for the good and every man
who sells talking machines, no matter in what part
~of the universe he may be located, should receive
this publication as regularly as it is issued. He is
missing a vital business point if he fails to do this.
Thousands of dealers not only in the United
States but in every country on earth consult the pages
of the World regularly.
They draw from the World pleasure and profit.
The talking machine business has a brilliant
future, and this publication is doing much to enlarge
the business horizon of every retail talking machine
| man in the world.
To receive this paper annually costs but $1.00.
Ail foreign countries $1.25.

| EDWARD LYMAN BILL

| 1 MADISON AVENUE, NEW YORK
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SIDE
LINE
SECTION

Will Pay the Rent and
Hire the Help, Too

That 1s what Cameras. as a side line, will
do, especially if it 1s the

SENECA LINE OF CAMERAS

Nothing ever known to trade serves to
advertise your regular goods, attract at-
tention to your store, as much as Cameras.

Shall we tell you how Cameras—SENECA
CAMERAS, as a side line, do this?

SENECA CAMERA MFG. GO.

ROCHESTER, N. Y.

Largest Independent Camera Manufacturers in the World
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“Theory and
Practice

OF

Pianoforte
Building.”

(Copyright.)

The above is the title of a technical
work which is the result of two years of
careful study and research by Wm. B.
White. It covers in a comprehensive
manner every essential of pianoforte
building and scale draughting, together
with the principles of acoustics. It is a
book which should be in the hands of
every man interested in piano develop-
ment. It is profusely illustrated with
original designs.

Here are a few of the subjects treated
in this book:

THE EVOLUTION OF THE MODERN
PIANOFORTE.

DESCRIPTION OF THE MODERN PIANO-
FORTE.

ACOUSTICAL LAWS OF SOUNDING
STRINGS.

THE MUSICAL SCALE AND MUSICAL
INTONATION.

THE EQUAY, TEMPERAMENT.

PIANOFORTE STRINGS AND THEIR
PROPER DIMENSIONS.

RESONANCE AND THE RESONANCE-AP-
PARATUS OF THE PIANOFORTE.

THE CASING AND FRAMING OF THE
PIANOFORTE.

THE IRON FRAME OF THE PIANO-
FORTE.

THE MECHANISM OF PERCUSSION.
THE TOUCH MECHANISM.

THE REGULATION OF PIANOFORTE
TOUCH-MECHANISM.

TUNING AND TONE REGULATION OF
THE PIANOFORTE.

THE DRAUGHTING OF THE PIANO-
FORTE SCALE.

DEVELOPMENT OF PLAYER-PIANO.
THE SMALL GRAND.

Every man, whether manufacturer,
scale  draughtsman,  superintendent,
dealer, or salesman, should own a copy
of the first work of its kind in the Eng-
lish language.

The price for single copies, delivered
to any part of the world, is $2.

Eopwarp Lyman B,

PUBLISHER,

1 Madison Avenue,
NEW YORK CITY.

Some Trade“Straws”

Here are some excerpts taken at random
from the many letters which we have re-
ceived from dealers, tuners and salesmen
who enthusiastically endorse “Theory and
Practice of Pianoforte Building.”

Here is what the Phillips & Crew Co,
Savannah,.Ga., one of the leading firms in the
South, say regarding “Theory and Practice of
Pianoforte Building”:

“We beg to hand you herewith our check
for $2 to cover cost of one copy of “Theory
and Practice of Pianoforte Building,” which
has been received with thanks. The book is all
that you claim it to be and should find a ready
place with all those connected with the trade.
With our very best wishes, we beg to remain,”
etc.

George Ro<e, of the great English house
of Broadwood & Sons, and one of the lead-
ing piano makers of Europe, writes:

“I have perused the book with much pleas-
ure, and ‘Theory and Practice of Pianoforte
Building” should be in the hands of every prac-
tical and interested man in the trade.”

H. A. Brueggemann, a dealer in Fort
Wayne, Ind., writes: "I have one of your
books, ‘Theory and Practice of Pianoforte
Building,’” and will say that it is just the kind
of a book I have been looking for for many
years. | have been tuning pianos for fourteen
sears, and from studying the book, ‘Theory ana
Practice of Pianoforte Building,” I have
learned something that I never knew before.”

John G. Erck, for many years manager ot
the Mathushek & Son retail piano business,
and now manager of the piano department ot
a big store in Cleveland, writes: “You cer-
tainly deserve strong commendation, for your
latest effort. ‘Theory and Practice of Piano-
forte Building’ is a book written in such an
mstructive and concise forin that certainly no
piano player or piano professional enthusiast
should lack it in his or her library. It gives
to the salesman the highest knowledge of in-
struments and is invaluable.”

Henry Keeler, of Grafton, W. Va,, says: “I
most heartily congratulate you for launching
such a worthy book. I consider it the best
work ever written upon the subject, and |
hope that its ready sale will cause the reprint
of many editions.”

George A. Witney, head of the Brockport
Piano Mfg. Co., himself being a scale draughts-
man of national repute, writes: *‘Theory and
Practice of Pianoforte Building’ is a valuable
bonk for those interested in piano construc-
tion.”

Every man, whether manutacturer,
scale draughtsman,superintendent,
dealer, or salesman, should own
a copy of the first work of its kind
in the English language.

The price for singlecopies delivered to
any part of the United States, Canada
and Mexico is $2. All other countries,
on account of increased postage, $2.z0.

If the book is not desired after examination, money
will be refunded.

EDWARD LYMAN BILL, Publisher

1 MADISON AVE., NEW YORK CITY

Do You Wish
To Know

Something
About Player
Mechanism?

( We have a book that will
tell you how to regulate, re-
pair; explains to you in detail
the functions of the different
parts including control and
technique. In this volume the
leading piano player systems

are described in detail.

( Do you wish to have all
player problems easily solved
and made perfectly clear? Do
you wish all this information
in a neat, compact volume,
illustrated and printed in an
artistic manner with an attrac-

tive binding?

g We have precisely such a
volume and it is the result of
long and careful study and
examination of the principal

player products in this country.

( We have established quite
a reputation for technical litera-
ture and we feel confident
that our new book, which is
entitled ‘A Technical Treatise
On Piano Player Mechanism,”
will enhance our reputation
along these lines. Every
player, tuner, repairer, dealer -
and salesman should own a
copy. It will cost but $1.50
delivered to any part of this
country.

EDWARD LYMAN BILL
Publisher

No. 1 Madison Avenue, New York
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VOGUE OF ROLLER SKATING

Means That Upwards of $10,000,000 Has Been
Invested in Rinks Throughout the United
States—Craze Now Pronounced in England.
The vogue of roller skating which has pre-

vailed throughout almost every section of this
countly has again reached England, where it is
said to have started early in the eighteenth cen-
tury. At the present time it is estimated that
from six to eight thousand rinks are in success-
ful operation in the United States, and the sea-
son of 1908 and 1909 promises to be equal to any
previous period. Large and costly buildings for
the purpose of conducting roller rinks have been
built in all parts of the United States, and large
sums of money have been invested in enterprises
connected with the sport.

1t is estimated that upwards of $10,000,000 have
been invested in rink buildings throughout the
country, and the sport affords employment for
more than 30,000 persons, including some 3,000
or more engaged in the manufacture of roller
skates and material pertaining to this industry.

The roller skate is a mechanical descendant of
the ice skate, and the evolution from the com-
paratively crude affair of twenty-five years ago to
the handsome, perfected article of to-day is but
another evidence of American mechanical skill
and ingenuity. The introduction of ball bearings
in connection with the manufacture of roller
skates was the brilliant idea of Mr. Richardson
alter a carefu] study of the bicycle.

In producing the roller skate that we know to-
day the highest degree of mechanical precision
has been reached, which has helped to develop
the popularity of roller skating. Mr. Richard-
son’s experience with the rink and skate busi-
ness dates back to 1881, and since then he has
been associated with some of the most success-
ful rink enterprises in America. One of his
most remunerative ventures in this direction was
established in San Francisco in October, 1905, at
the Mechanics’ Pavilion. During a period of
130 days the proceeds of the business amounfed
to over $70,000.

During the present year a very general revival
of roller skating has taken place in many for-
eign countries, and especially in England, says
The Novelty News, where at the present time
successful rinks are being conducted in most of
the leading cities of Great Britain. Recently
rinks have been established by the Richardson
Co. at New Brighton and Sheffield, and other
similar projects are being contemplated else-
where.

TAXING DEPARTMENT STORE SALES.

The Chamber of Deputies at Paris, France,
has passed an article of the income tax bill im-
posing an extra tax on department stores whose
annual turnover exceeds $100,000. The extra tax
is 1 per cent. on the turnover between $100,000
and $200,000, 2 per cent. up to $1,000,000 and 3
per cent. when the turnover exceeds $1,000,000.

It is just as well to put off till to-morrow the
worries of to-day.

F. W. McINTOSH SPECIALTIES.

A Line of Quick-Selling Goods Suitable for Side
Lines—The Vogue of the Presid:nt Ink Pen-
cil—Practical Information on Installing Side
Lines at the Command of the Dealsr.

(Special to The Talking Machine World.}
Chicago, 111, April 9, 1909.
F. W. McIntosh, head of the F. W. McIntosh
Co., of 179-181 Lake street, Chicago, is a man
who bas made the subject of quick selling side
lines for dealers a matter of life-long study. The
question of furnishing his constantly increasing
clientele with articles of intrinsic merit and
which lend themselves readily to forceful and
result-bringing advertising has always absorbed
his atterticn. The President 1nk Pencil, which
he has for some time made his prime leader, and

1% W. McINTOSIL

on which he has built up a remarkable trade
throughout the country, is a specialty which
appeals to all classes of people, and properly win-
dow displayed and advertised will not only prove
a big profit maker to the dealer appreciating its
possibilities, but will serve to draw customers
into the store who would not have otherwise beex
attracted thereto. While it has the advantage of
being a distinect novelty and will attract atten-
tion and create a desire for ownership for that
reason, it has all the writing facility of a first-
class fountain pen, can be carried in any posi-
tion without leaking and is sold at a moderate
price. The company also make a superior foun-
tain pen ink under the President name, which
stands for quality, and also a line of paste, muci
lage and carbon paper. A recent addition to the
company’s line is a series of small copyrighted
statuettes, selling at a low price, and which make
ideal desk or mantle ornaments. A few of them
scattered through a show window serve to
brighten up the display wonderfully, besides prov-
ing quick sellers.

Mr, McIntosh has acquired a fund of practical
information regarding the effective pushing of
side lines which is always at the command of
dealers bandling his goods.

It sometimes happens that a fellow gets a repu-
tation for genius simply because he is too lazy to
work.

“There is no test of a man’s ability so unfail-
ing as his results.”

THE VALUE OF PUBLICITY.

Correct Advertising Will Make Anything Good
an Assured Success.

Year after year lines of goods which it was
formerly believed could not be sold through ad-
vertising have found their way into advertising
columns, and bhave stayed there, because it has
paid to advertise them. The article which has
once been thoroughly advertised and then has
disappeared is the exception, not the rule. Fifty
years ago advertising was comparatively unim-
portant as a factor in the country's industry.
To-day it is not too much to say that advertis-
ing, properly administered, is by far the greatest
single factor in the promotion of many of our
greatest enterprises.

Do not be deceived. You cannot take a second-
rate article, spend $100,000 in advertising it, and
make a fortune. At least, it is not a wise thing
to try. Advertising is a force of such power that
it has even made fortunes for proprietors of sec-
ond-rate articles, but restrictions, destined to
become more stringent than at present. are
stamping out the exploitation through advertise-
ments of unreliable goods. If a manufacturer of
a superior article will place a reasonable sum of
money each year in advertising, placing his ex-
penditures in the hands of a competent man or
men, using general or trade publications of
established reputation, which reaches both con-
suiners and dealers of the desired class, and keep
steadily hammering away, he is certain to win.
1f he does not do so, the trouble is either with
the goods he makes or with the men who handle
his advertising. The principle of advertising
has been tried, and it is true beyond all shadow
of doubt. It pays.

Look back twenty-five years and trace the
growth up to the present. Note the great enter-
prises which bave started small and bave be-
-ome great through advertising. Investigation is
the only thing necessary to establish the power
of advertising to create demand for reliable ar-
ticles. It is its own defense. It needs no cham-
pions. The political managers bave seen this.
More business men are seeing it every year.
Some will hold back year after year and finally
give in. Advertising is only well begun, says
Geyer’s Stationer. Only the first steps have
been taken. Its future is too big for words.

HOW SUCCESSFUL MEN WORK.

Have you ever watched a busy man as he
waded through his work?

He didn’t waste time in looking after the non-
essentials.

He didn’t fool around and whine about the
immense amount of work he had to do.

He didn’t call his wife up on the telephone and
teil her he didn’t “know how he was ever going
to get through with his day's work.”

He didn’t stop to jaw the boys, growl at the
girls or scold the men.

He sat right down at his desk, or he lifted his
hammer or plane, and just pounded in, working
with all his might and main, and presently the
thing was done.
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NEW YORK, APRIL 15, 1909

A DEMAND FOR SIDE LINES

In Talking Machine Trade Indicated by Re-
sults of Advertisements in “The World.”

Advertisers in the Side Line Section of The
Talking Machine World have expressed great
satisfaction with the results secured in the way
of business through advertising in this Section,
and it is obvious that many talking machine deal-
ers, withh available space and working force at
their disposal, have broadened out their field of
operations and put in such side lines as would be
best fitted for their locality and best fitted to
bring them returns in a monetary way.

A side line which is proving one of ‘“the big
sellers” is the motorcycle. Im its perfected form
it is destined to become as popular as was the
bicycle in its palmy days. It is virtually the
automobile of the man of moderate means. It
enables him to cover vast distances and produces
an exhilaration and intense interest in its opera-
tion, which imduces an enthusiasm that is cer-
tain to become contagious.

It is certain that the motorcycle will be one of
the most popular favorites of the day, that is,
those manufactured by firms of established repu-
tation, hence the wisdom of dealers giving them
every consideration.

The following gratifying communication, en-
tirely unsolicited, received from the Auto-Bi Co.,
is not only a compliment to the Side Line Section
of The Talking Machine World, but emphasizes
the interest which talking machine dealers are
manifesting in the motorcycle as a valuable side
line in their business:

“Buffalo, N, Y., March 20, 1909.
“The Talking Machine World, New York.

“Gentlemen—We take pleasure in saying that
our first advertisement of Greyhound WMotor-
cycles in The World has brought us replies that
promise business, though it has been out but a
few days. Apparently your constituency are of
the kind that read the signs of the times and are
interested in ‘iive lines” We may say that we
have every indication from all parts of the coun-
try that the development in the motorcycle busi-
ness fc1 the season now opening will he such
as to surprise those who have not kept in close
tcuch with the matter.

“We regard dealers in talking machines in gen-
eral as being in very favorable position to take
up the motorcyele, and it is our intention to give
them most favorable oppo:tunities in the matter
of agency terms, and to co-operate with them in
every way for mutual profit. Yours very truly,

“TrE Avuro-Br Co.,
“W. C. Overman, Vice-President.”

EXPANDING A BUSINESS.

What the Dealer Must Consider When Adding
New Lines—Established Reputation as an
Asset—A Common-Sense Talk.

When an established dealer installs a new side
line it is not sufficient to place a few samples
of the new line on the shelves and in the win-
dow and treat it as a matter of course, but it
should be made an event in store history, and
every bit of publicity emanating from that store
should be devoted in part to the new line.

When a man starts in a particular business
he has to build up both trade and reputation, and
has & hard row to hoe until he establishes his

standing among his competitors in that particu-
lar field. The man who introduces a line as a
side line, no matter how extensive or elaborate it
is, has a much easier battle before him. He has
already established his reputation and standing
in his first line of business, and has that solid
foundation to build new trade on. When Jones,
the talking machine dealer, puts in a line of
sporting goods he simply has to call the attention
of his regular trade to the new departure, and
while getting them in line can devote a portion
of his advertising to interesting sportsmen in
general in his latest venture. Meanwhile, he
is selling talking machines and records as usual,
and will keep on selling them while his sporting
goods trade is being put on a solid basis. Then
it is time to look for larger quarters and hire
niore salesmen.

Sporting goods are simply mentioned by way
of illustratior, and the same method can be pur-
sued with almost any line. If the dealer celects
his various lines with care and foresight he will
be able to insuré a husy store all year round, for
when trade in one line is dull he can boom things
with the other, and keep busy instead of sitting
still and bewailing hard times. With rent and
other fixed expenses running along steadily it
certainly pays to keep busy.

To install side lines does not indicate, as some
dealers seem to imagine, that the one doing so
lias proven a failure in his former field or that
the line he previously handled was losing popu-
larity. Far from it. If that were the case, John
Wanamaker, the late Marshall Field, and pro-
prietors of the great department stores all over
the country might well hang their heads and
acknowledge that they were failures in many
lines of endeavor. Of course, to handle side lines
successfully the dealer must consider the par-
ticular needs of his present trade and of the trade
he is in a position to reach, and what competi-
tion he would be liable to meet. In fact, to es-
tablish a successful side line vequires so much
study as to start in any business independently,
and when the subject is given this consideration
success is more readily assured.

PROFITS IN SLOT MACHINES.

Independent Annual Income Possible Where
the Machines Are Placed in Advantageous
Positions.

When a concern advertises that upon a certain
amount invested with them an annual dividend
of from 75 to 250 per cent. will he guaranteed,
your Uncle Samuel opens his eagle eye and casts
a glance toward that advertiser. Sometimes said
glance spells trouhle for the “glancee,” but there
arve instances where the advertised statements are
decidedly conservative, and they are in the realm
of slot machines.

A dealer, especially in a medium-sized town,
with a suin of money to invest will do well to
investigate the possibilities for placing a number
of slot machines in various prominent places, on
a commission basis. There are card-printing,
fortune-telling, weighing, strength-testing, and a
host of other machines of similar character, as
well as coin-operated machines for vending every-
thing, from candy, chewing gum and hot pea-
nuts to towels, soap and other necessities, at
from a cent to a dime.

Many manufacturers of coin-operated machines
send them out practically free, or sell them at
actual cost with the understanding that the lessee
or purchaser buy all the goods needed for keep-
ing them replenished direct from said manufac-
turers.

Machines are easily placed in attractive posi-
tions on commission, which may often be as high
as 20 per cent. of the gross intake, railroad sta-
tions, cafes, trolley waiting rooms, lunch rooms
and other frequented spots being naturally con-
sidered the best locations. As a rule, the ma-
chines do not receive rough treatment and rarely
need any attention except replenishing stock and
an occasional oiling of the working parts.

So valuable are slot-machine privileges con-
sidered, that even the great New York Central
Railroad retain the privilege themselves, own

the machines and have the amounts received go
through the office of the auditor of passenger
accounts for checking. The privilege in the New
York subway and elevated roads is leased for
an amount hard to realize, and yet the lessees
are said to be simply “coining money,” after pay-
ing salaries to a large force of men spending all
their time in keeping the machines full of can-
dies and chocolates and collecting the pennies.

It is a field well worth considering by any talk-
ing machine dealer, whether he has his store
fllled with talking machines and side lines or
not. It is a departure that would require very
little attention except from a clerk or collector.
The number of articles disposed of by a vending
machine are easily checked. The machines are
filled when put out, and when the collector makes
his rounds he is supplied with a certain number
of packages. For each package he places in the
machines he returns a coin to headquarters, and
dishonesty is practically impossible. Weighing
and similar machines are usually supplied with
a register as a means of checking the intake.

With the proper kind of machines in a well-
chosen locality, profits are sure amd large, and
the large incomes claimed will seldom prove over-
estimated.

BUSINESS GROWING BETTER.

Conditions Improving but There Will be a Halt
Until the Tariff Is Out of the Way.

Business conditions are steadily improving, but
not as rapidly as we would be pleased to witness.
Tariff talk in Congress is halting the onward
trade march. But Taft will hurry the debate as
rapidly as possible. The Taft administration is
as free from handicap as would be possible under
any political system. Of the same political
faith as its predecessor it is under no campaign
promises of correction, reformation or overturn.
It can huild on foundations already laid instead
of digging up to begin over again. The new
President is a man of vast experience in public
affairs. In no position and under no practical
test has he been found wanting. His knowledge
of national affairs and world policies, his sound
judgment that has its base in common sense, his °
methods of self-poise and judicial balance, and
finally his sense of humor which will prevent
his ever mistaking himself for it are a guarantee
that while progress will be sustained and reform
evoked at Washington in the next four years the
Government will not be run under a forced draft,
and the White House will be the executive man-
sion for public affairs and not a hothouse for the
incubating of ideas and theories on all the ques-
tions of human thought or endeavor. The busi-
ness interests of the country are to be congratu-
lated on the outlook. It has been a long pull,
and now they can sit back and regain their
breath. And there are a lot of people who would
like a little breathing spell.

YOUR IMPRESS.

Now what is your niclie in the mind of the man
who met you yesterday?

He figured you out and labeled you; then care-
fully filed you away.

Are you on his list as one to respect, or one to be
ignored?

Does he think you the sort that’s sure to win, or
the kind that's quickly fioored?

The things you said—were they those that stick,
or the kind that fade and die?

The story you told—did you tell it your best?
If not, in all conscience, why?

Your notion of things in the world of trade—did
you make that notion clear?

Did you make it sound to the listener as though
it were good to hear?

Did you mean, right down in your heart of
hearts, the things that you then expressed?

Or was it the talk of a better man in clumsier
language dressed?

Think—what is your niche in the mind of the
man who met you yesterday,

And figured you out and labeled you; then caie-
fully flled you away? —Success.
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KNOWN THE

WORLD OVER

he Gillette Company begs to an-
nounce the construction of a hundred-thou-
sand-dollar addition to its present million-
dollar factory in Boston—the fourth enlargement

of facilities 1n four years.

The present factory contains
about four acres of floor space
and employs seventeen hundred
people. The new addition 1s to
increase the blade equipment,
which has been greatly taxed
during the past three months.

Foreign demand has become so great that
“ GILLETTE factories have been established

Canadian Office
63 St. Alexander Street, Montreal
London Office
17 Holborn Viaduct, E. C.

Gillette Sales Company

519 Kimball Bldg., Boston

in Canada, England, France and Germany.

The GILLETTE has been granted basic
patents by twenty-two foreign Governments
and is protected by over a hundred Regis-
trations of Trade Mark.

As a money-maker for the retail store
the GILLETTE is of growing importance.
Dealers find it pays to give it prominent dis-
play and to use freely the GILLETTE signs,

literature and trade helps.

New York, Times Bldg.

Factories : Boston, Montreal, London, Berlin, Paris

illette

NO STROPPING 'N9 HONING

Safety |
Razm}:

Chicago, Stock Exchange Bldg.
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" SALESMANSHIP QUALITIES THAT WIN.

The Foundation Stones Are Character and Strong, Honest, Self-Reliant Manhood—Elements That

Make Success in Any Undertaking Are Essential

in Selling Goods, Namely, Knowledge

of the Goods Handled—A Strong, Earnest Talk Upon a Vital Topic.

The subject of salesmanship is an old time
one with writers and speakers but there is al-
ways something left for the new comer when
treating of this subject. S. A. Sanderson, of
Lincoln, Neb., in a recent paper on salesman-
ship said that the basic requisites of success
in this field are confidence, self-appreciation,
proper attitude, loyalty, sincerity, manners,
alertness, honesty, interest and perseverance,
and added, “Each of us is the architect of his
own future. We draw the plans for the con-
struction of our future human edifice, and we
select the materials that enter into the struc-
ture. The purpose in life is more than simply
making a living; but the question of salesman-
ship and the matter of trade ethics, which
are never to be overlooked, are principles
which should govern us in the conduct of our
business. So that the first thing that we want
to-day is character; strong, honest, self-reliant
manhood. These are the foundation stones
which should enter into the structure of any
human edifice. We must all learn to go it alone,
and not spend too much of our time watching
our competitor.

SELLING MORE IMPORTANT THAN BUYING.

“In merchandising there are two very essen-
tial things—buying and selling. The old saying
is, things well bought are half sold, but it don’t
make any difference how well you buy them,
you do not get any returns until you sell them.
If you purchase too many simply to get them
cheap, you had better pay more and sell them
oftener. I would put the selling zbove the buy-
ing for the average merchant, and state that in
my opinion if he is nnable to look after both
carefully, he would better leave his buying
largely to some conscientious jobber whose in-
terest it would be to see that he had the right

goods in the right quantities, and at the right
price, and then push his sales.

“ “Tis sales that move the wheels of business.’
The same elements that make success in any
undertaking are essential in selling goods—viz.,
knowledge, confidence and enthusiasm. Knowl-
edge of yourself and knowledge of your goods;
confidence in your goods and in your ability to
favorably introduce those goods to your friends
—your customers, and enthusiasm born of that
knowledge and bred of that confidence.

ENOWLEDGE OF SELF.

“I place first knowledge of yourself. Self-ap-
preciation stands at the top. I mean by that,
self-appreciation, know yourself, develop the
strong points and overcome the weak ones. That
is what I mean by knowledge of yourself. Build
yourself up. You should have a knowledge of
your goods, how they are made, how constructed,
and who makes them, and why one factory’s
goods are better than the other’s, and why you
believe they are better. Also cultivate appear-
ance and attitude, for first impressions are last-
ing ones. There is a sermon in every line, and
there is a sermon in every one of those points.
YOU SIIOULD ALSO KNOW HOW TO APPROACH

PEOPLE
in order to make them see as you see, and think
as you think regarding the merchandise being
shown. The purest Anglo-Saxon is more con-
vincing than effort at oratory.

“First, prepare the way by getting the atteution
of the customer. This.-is done largely by ju-
dicious advertising and attractive display; then
a conscientious showing of the goods (not your
ability, or your oratorical powers, but your mer-
chandise), thereby creating an interest in them.
Interest naturally leads to desire, and then close
the sale.

—

big one.

We want to correspond with dealers
opportunities.

1448 NIAGARA STREET - -
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MOTORCYCLE BUSINESS IS COMING STRONG

For sport or business the little two-wheeled automobile is hard to beat.

A little motorcycle department added to your business now will soon become a

The 1909 Greyhound has no equal for SIMPLICITY and COMFORT.

Full and Prompt information for riders and dealers.

The Auto-Bi Company

Oldest American Motorceycle Makers

b S

who appreciate live issues and favorable

N. Y.

BUFFALO,

WORLD.

CONFIDENCE IN THE GOODS
is necessary, as the customer must see that
the salesman is sincere, or no amount of
talk will avail. The manners and general ap-
pearance may create the confidence of the cus-
tomer in the salesman and therefore in his
goods. The salesman’s interest in the goods is
soon transferred to the customier, and he likes
the goods because you do; and in order to keep
the confidence you have won you must at all
times be honest with your customer, and you
can do this by being at the same time honest
with yourself, and honest with your house.

ENTHUSIASM AND LOYALTY.

“Under enthusiasm I would speak of loyalty
—loyalty to the interest of your customer, and
above all, the house you represent. If you are
not in love with your business get out of it; and
the quicker the better. There is not a man be-
fore me but what can make a good living in any
undertaking which he seeks to enter. If you
are not in love with your business, and do not
believe in the goods you sell, and your ability
to buy the right kind of goods and successfully
introduce them to your customer, then get out
of the business. You must have enterprise and
loyalty.

If you cannot speak a good word for your
employer, get a new job, and do it now. If
you are working for yourself, and you are down
and out with yourself, just quit your business,
sell out, and travel around for a year and rest
up; quit smoking, and eat more beefsteak, and
as soon as you are full of ginger and vim then
start out right.

PERSEVERANCE AND ENERGY.

“You must have perseverance. Perseverance
means energy—not genius; labor—not love; per-
spiration—not inspiration. Keeping everlast-
ingly at it always brings ‘success in any under- .
taking.

“The real difference between men is energy. A
strong will, a settled purpose, an indomitable
disposition to go ahead and succeed is the real
difference between great men and little men.

BE SINCERE AND HONEST.

“You want to be sincere in your business.
Honesty above all things is essential. When
you tell a person a thing you yourself want
to believe that it is actually so. If it is not
true do not say it. Stand back of your state-
ments; if you recommend an article higher than
you ought to and the customer brings it back,
give him a new article and do not ask any ques-
tions, or make him feel that he has encroached
on your rights.

“How is a person to create another’s interest in
an article unless he is first interested in it him-
self, unless he knows about the article; how
can he expect to intelligently present his case,
and how can he expect to close the sale unless
he is really enthusiastic in the presentation of
the case, and yet many customers in our stores
are actually obliged to sell the goods to them-
selves, simply because of the diverted and di-
vided minds of your salesmen.

“The lack of concentration is a sale killer. The
clerk who is thinking backward to the baseball
game of yesterday or living in anticipation of
the dance to-night is in no condition to sell
goods. Forget those things and keep your mind
riveted upon your business.”

HOROWITZ & CO. IN BANKRUPTCY.

A petition in bankruptey has been filed against
Horowitz & Co., jobbers in souvenir post ecards at
9 to 11 Delancey street, New York City. The
assets of the firm are estimated at $1,000, while
the liabilities will probably reach the §$3,000
mark. Among the creditors are the Rotograph
Co., Heywood, Strasser & Voight Lithographic
Co., and Bamforth & Co.

DOESN’T PAY TO DIVIDE ENERGIES.

It is unsafe to attempt too much for one’s
equipment, mental or otherwise. The man who
tries to kill two birds with one stone often dis-
covers that he would have done better to attack
one bird with a whole handful of stones.
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A STATE OF PREPAREDNESS

is a Good One to Dwel! in, and Also be a Mem-
ber of the Sunshine Club Says The Hardware
Magazine—Moping Never Did nor Will Pay.

While glancing backward is profitable, too
much of it is apt to dislocate one’s mental neck.
The woman who presided over the household of
Uncle Lot in the days of Sodom and Gomorrah
proved that, when she lingered too long in re-
membrances and became a pillar of salt. “West-
ward, ho!” shouted the mariners who set out to
discover a new world. Their faces were set
toward the future. So we, who are of faith, and
hope, and good cheer, set our faces toward the
to-morrow. To drop metaphor and get down to
brass tacks. A man in business should be one
move ahead of the game. Of course, he knows
what he is doing to-day, but he also should know
what he is going to do to-morrow; and the day
after, too, if his eye will carry that distance.

‘When France declared war unexpectedly against
Germany the news was flashed instantly to Von
Moltke, the commander of the German army, that
he might plan his campaign. He turned calmly
to his secretary and said: ‘“Hand me the con-
tents of drawer A.” The papers were opened
and there was a plan of the campaign down to
the most minute move. Orders were sent forth
instantly, and in an hour the German army was
on the march. Napoleon was overwhelmed and
France for the time put out of the ring. Von
Moltke had been at his work during years of prep-
aration. A hardware merchant cannot know what
bar iron will sell for next year, or how much
nails will be in September. But he can study
conditions and size up present events and guess
those of the future, even as the weather sharps
tell us what is coming to-morrow. But, above
all things, he can look for sunshine. He can
make to-morrow brighter than to-day is by will-
ing it to be brighter. Let him cultivate his
latent hypnotic power. Half the fun of a thing
is in anticipating it. What avails it to mope
to-day because it may rain to-morrow? What if
it doeg rain? It will clear up the day after.
The gospel of cheerfulness; that is the leaven
that enters into business life and brightens every-
thing that falls under its influence.

MAKING IRISH HARPS.

The Clark Music Co. Have Started a New in-
dustry in the Manufacture of Irish Harps.

The Clark Musie Co., Syracuse, N. Y., have re-
cently started a new industry, viz.,, the manufac-
ture of a genuine Irish harp of beautiful tone
which possesses all the virtues of the larger
harps. It is a portable instrument, weighing
only eleven pounds. It has thirty strings, four
and one-fourth octaves, and is finished in green
and gold in mahogany or maple. The height is
29 inches and the space of the strings is the same
as in the larger harp. Each string may be raised
one semi-tone, enabling one to play easily in
eight different keys with all their various modu-
lations. In design and construction these harps
are similar to the ancient harps which have been
immortalized by Moore and other famous poets.
The Irish harp made by the Clark Co. is easy to
learn and equally effective as a solo, accompany-
ing, or orchestral instrument, Everyone wlo has
seen or heard this instrument admires its beauty
of form and powerful tone.

EXPANSION MEANS PROGRESS.

Almost daily letters are received at this office
addressed to the Editor of the Side Line Depart-
ment, and requesting suggestions regarding the
installation of profitable side lines and names and
addresses of firms handling various lines of
goods of almost every conceivable description.
No further proof is needed that the trade appre-
ciate our efforts in this direction, and we welcome
all such communications. One dealer writes:
“Our talking machine department is one of the
largest in the city and is steadily growing, but

we see trade in other lines that we can capture
and we're going after it.”

That’s the idea. It’s the spirit of modern busi-
ness ‘“expansion.” It was the desire to get more
and then some more that made England the power
she is, and later the same spirit in the early

‘government of the United States that made this

country what it is to-day. The man who is sat
isfied with what he has and stops will discover
that he is gradually falling behind. Greater busi-
ness means something besides merely more
money; it means greater opportunities for the
man, a broader career and a chance to show
ability. Side lines are the branch roads that
lead to new treasures in business opportunities
and profits. Get in touch with our Side Line
Editor and get information that will prove in-
teresting and valuable.

THE ROOSEVELT LION HUNT.

Report Apparently Is Confirmed That Photog-
rapher Will Work in the Jungle and Secure
Moving Pictures of the Great Hunt.

Ex-President Roosevelt, according to a well
authenticated report, is to be accompanied on his
hunting trip through Africa by a moving picture
machine in charge of two operators who are act-
ing for William Morris. The report was at first
received with incredulity, but it was confirmed
last night by rivals who had failed to get the
privilege.

The moving picture operators have instruc-
tions to catch Mr. Roosevelt, if possible, in the
act of bagging the big game he is after. It is
understood the moving picture expedition was
launched with the great hunter’s full consent. The
operators are now on board the “President” with
the ex-President. The picture machine is to be
shipped to Africa by Paul Murray, the London
representative of the Morris people.

The confirmation came from J. R. Rogers, man-
ager for R. G. Knowles, a competitor of Mr. Mor-
ris in the moving picture field. Mr. Rogers tried
to get permission from Mr, Roosevelt to send one
of Mr. Knowles’ representatives with the hunting
party, but was met with the statement that the
privilege had already been granted to Morris.

“The best that Mr. Knowles could do,” said
Mr. Rogers to a reporter, was to camp on the roof
of the steamship pier all the night preceding Mr.
Roosevelt’s departure. Taere he lay in wait with
his meving picture machine for the President.
He got fine pictures of the crowds that gathered
to see Mr. Roosevelt off, and some splendid pie-
tures of the President waving them goodbye.
These pictures will be shown by Mr. Knowles in
a few days. It is a fact that the Morris people
will have the real African pictures. Such pic-
tures will pack any house in the world for an
indefinite period.”

When Mr. Morris was seen at the Lincoln
Square Theater, he refused to affirm or deny the
story. His general representative was seen later
at the American Music Hall. “Well,” he said, “it
is true, but we had not intended making any
announcement of the matter until the pictures
were well in hand. Naturally we want the iield
to ourselves.”

NOT SO CHEAP.

The story is told of a man who went into a
hardware store to buy an axe. Being shown the
article and informed that the price was $1.15, he
said: “Why, I can get the same kind of an axe
from a mail order house for 90 cents.”

“Very well,” said the hardwareman, “I will
give it to you for the same price provided that
you will do the same with me as you would with
them.”

“All right,” replied the customer as he handed
over a dollar bill, the merchant giving him back
10 cents in change.

“Now,” said the hardwareman, “I want 25 cents
more to pay express charges,”” wlich the pur-
chaser gave him. “How much did your axe cost
you?”’

“One dollar'and 15 cents,” the man answered.

“Very good; now give me 5 cents more for
money order fees and postage,” which the pur-
chaser had to hand over. “Now how much did
your axe cost you?”

“One dollars and 20 cents,” said the customer.

“Not so cheap after all,” said the merchant,
whereupon he picked up the axe, tossed it back
on the shelf and told the customer to call for it
in 10 days, as that would be as soon as he could
get it if he had ordered it from the mail order
house.

FIX UP SHOW WINDOWS.

Show windows should be backed up to keep
dirt and dead flies out of them, as poorly-kept
windows reflect on one’s business. Velvet as
floor covering adds much to the appearance of
show windows, and should, therefore, be used
instead of paper or cheaper cloth. Do not be
stingy about dressing the windows, and above all,
keep them clean and well lighted. Remember
that you are paying a big rent for the store front,
which rental is based on the number of people
passing by every day; therefore, if you do not
attract the attention of these passers by you are
not getting your money’s worth out of your rent.

Do not permit your clerks to smoke in the store,
as tobacco smoking is offensive to many people,
besides the habit distracts their attention from
their work, and indicates lack of discipline.
Small matters like these count for more than
many merchants realize.

PUT UP THE HAMMER AND BOOST.

“Put the hammer in the locker,
Hide the sounding board likewise:
Anyone can be a knocker;
Anyone can criticize;
Cultivate a manner winning,
Though it hurts your face to smile,
And seems awkward in beginning,
Be a booster for a while.”
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LocalViews Printed to Order

Black and White, Gelatine, per 500, $2.65; per 1000, $3.75

LocalViews Printed to Order

Double tone, im. brown cardboard, per 500, $2.80;
per 1000, $4.00

LocalViews Printed to Order

Double tone, Real, on chamois card, the best;
per 1000, $5.25

LocalViews Printed to Order

Photo finish, like a photo. glossy you know:
per 1000, $5.25

Local Views Printed to Order

Hand colored, the best, per 500, $4.00; per 1000, $6.50, $7.50

LocalViews Printed to Order

Hand colored on double tone, im. "it isit""; per 1000, $8.50

LocalViews Printed to Order

Colored print, plain and glossy; in single 1000, $6.50
and $7.50

LocalViews Printed to Order

Autochrom, six colors, “'Better than any chrom™’;
per 1000, $6.75

LocalViews Printed to Order

Com., Colored print, ‘*The Best,'* Panel effect:
per 1000, $11.50

H are our specialty, Samples of the above
Local vwws free. Special prices for quantities.
FLOWEH cARns at $2.75, $3.75, $4.75,
$5.75 per 1000.
BIRTHDAY, FOURTH OF JULY, XMAS and NEW YEAR
CARDS and BOOKLETS, hummers for the money, from
$6.50 per thousand upwards, F. 0.B. New York. They
consist of highly lithographed 12-color work, plain em-
bossed, bronzed and gilded, the kind for which you are
paying right now $1.25 and $1.50 per 100,

NEWFIELD & NEWFIELD
Selling Agents for European Printing Works
98 WARREN STREET, NEW YORK
Agents wanted in uncovered territory
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OBSERVATIONS AND COMMENTS.

Manufacturers of post cards are making strong
efforts to 1id the field of the class of men repre-
senting themselves as jobbers who buy in mini-
mum quantities and then place assortments in
stores in their respective localities on consign-
ment. The majority of these people are em-
ployed during the day and take this means of
getting a little extra money at night.

As almost any small storekeeper will display
cards, if they are on comsignment, and may be
returned if unsold, the legitimate dealer who has
invested his good money ou a carefully selected
stock of post cards naturally suffers from this
unfair competition, simply to give some young
fellow a dollar or two extra to spend each week.

The manufacturers have taken the matter in
hand and are carefully investigating the standing
of those claiming to be jobbers and hope to make
the “gyp” dealer a thing of the past.

“Billy Possum’ Succeeds ‘“Teddy Bear.”

With the change in the administration the
“Teddy bear” has given way to “Billy possum,”
and everywhere one sees these possum figures
dangling by their elongated tails. The orders for
live possums became so numerous that a law
was passed in Georgia setting a closed season on
them and prohibiting hunters from molesting
them for several months each year. The imita-
tion possum is therefore in constant demand,
and a funny little creature he is, too. A com-
pany has been formed in New York for the ex-
press purpose of supplying these stuffed possums,
and it is said they cannot fill their orders,

Handling Supplies With Bicycles.

When a dealer handles talking machines he
also handles all accessories and supplies, and
when he adds a line of motorcycles and bicycles
it is likewise policy for him to capture all the re-
sultant trade by handling a full line of supplies
for those vehicles. He need not necessarily con-
duét a repair shop but cam supply the materials
to the riders, such as tape, tire solution, rim
cement, extra spokes and handle bars, brackets.
lamps, ete., and for motorecycles, engine oil, bat-
teries, spark plugs, etc. If the dealer is progres-
sive he can make every machine purchaser a
steady customer for supplies.

Vacuum Cleaning Gaining Popular Favor.

That the vacuum system of cleaning for home
use has appealed to the general publie, for sani-
tary and other reasons, is evidenced -by the in-
creasing number of those cleaners being placed

on the market, the prices ranging from $5 to $100
or more. Vacuum cleaners constitute a side line
that can be demonstrated in a convincing man-
ner and may readily be sold at prices that allow
a fair margin of profit. There are so many lines
on the market that one may be easily found for
the needs of any particular locality.
The Vacuum Bottle for Vacationists.

Another Twentieth Century product that is re
ceiving considerable attention at present is the
vacuum bottle for keeping liquids hot, or cold,
for lengthy periods. There are several styles
made by as many different concerus, each with
distinct features to commend it. There should be
a lively demand for these bottles during the sum-
mer months from campers, yachting parties, pie-
nic parties, etc., who desire cold drinks at
luncheon time and who are unable to obtain ice
when desired or carry same with them. While
the prices of the botties seem rather high at
first, when it is considered that they are practi-
cally indestructible, and so very convenieut the
first cost seems low.

Stationery a Clean Line to Handle.

A line that should appeal to the dealer as being
compact, clean, salable and altogether attractive
is that of stationery and allied novelties. Writ-
ing paper, envelopes, blotting paper, pens, ink
and pencils are always in demand in any section,
and are so graded as to allow an excellent mar-
gin of profit to the dealer. Most of the lines are
well advertised, and therefore easily sold, a fea-
ture not to be overlooked in installing new iines.
The range of novelties is practically unlimited
and embraces various forms of push pins, dainty
stitched and loose leaf memorandum books, faney
pencils, pen holders and ink wells, paper knives
and envelope openers, sealing wax outfits and
initial seals, and other similar articles. Where
the store has become local post card headquar-
ters a line of statiomery should prove an imme-
diate success and provide a generous income for
the dealer handling it.

Typewriters as a Side Line.

Last month we mentioned the fact that an
energetic dealer should be able to handle type-
writers as a side line with considerable profit.
From the correspondence reaching this office it
would appear that several dealers had thought of
the same matter some time ago, and acting
promptly had already established a substantial
trade in both typewriters and supplies in con-

The Klein & Heffelman Co.

CANTON, OHIO

Wholesale Ohio Representatives

WINTER & CO. PIANOS
MASTER PLAYER PIANO
RUDOLF PIANO CO.

Rudolf Pianos and Player Pianos

Dealers wanted to represent these lines in unoccupied territory

nection with their regular talking machine busi-
ness, while others are making arrangements to
follow suit. There seems to be no reason why
such a line could not be handled without misgiv-
ings. The competition in the typewriter field is
somewhat keen, but each make has certain dis-
tinctive features that appeal to certain persons
very strongly. Where supplies are also handled
a steady source of income is practically insured
for ribbons, carbon paper, erasers, oil and other
supplies are in almost constant demand.

The tendency at the presemnt time seems to be
in favor of the visible writing machine. Several
concerns are at present producing such machines,
and even the old and conservative manufactur-
ers have recently added such machines to their
line, it being claimed that they save time in in-
specting work and insure greater accuracy.

Watches at Popular Prices.

A number of talking machine dealers have
added inexpensive watches to their stock and
have found them a first-class paying side line.
These popular-priced watches are now turned out
so attractive in appearance and are so perfected
that in point of accuracy (and after all that
is the main essential) they compare favorably
with their more ornate brother. But the dealer
has far more than this on which to stake his
success, for the manufacturers of these watches
have advertised so lavishly that in more than
one case their name alone sells the article, and
all one has to do is to set them out where all
who pass may read. There are no confusing
technicalities to go into to prove their worth,
for if not satisfactory the purchaser knows that
an exchange is assured him. So with this line
at least the manufacturer, dealer and consumer
are all satisfied.

Leather Goods as Side Lines.

There are a large number of specialties in
the line of leather goods that should form excel-
lent side lines for dealers desiring to enlarge
their business. There are pocketbooks and
ladies’ bags in countless designs, wall hangers,
doilies, table covers, secretaries, pipe racks,
albums, portfolios, music rolls, card cases, pillow
covers and Indian novelties galore. There is a
wide range of prices, so that they appeal to all
classes and to all pocketbooks.

Fountain and Stylographic Pens.

A standard line that is finding ready sale
everywhere is fountain and stylographic pens.
‘While it is possible to invest almost any amount
of money In these lines a small outlay is only
necessary at the start and a good margin of profit
assured. Very few men in business can now
get along without some sort of stylographic pen,
while almost every school youngster and college
boy finds it just as necessary to his equipment.
These pens are worthy the consideration of deal-
ers desiring specialties that will interest the buy-
ing public.

RENEWS MOVING PICTURE WAR.

The moving picture war which has been vig-
orously pushed by Mayor McClellan was com-
plicated somewhat last week by the service upon
the Mayor and the Chief of the Bureau of
Licenses, Frank Oliver, of a writ of mandamus
issued by Justice Marean of the Kings County
Supreme Court ordering that a license be
granted to Herman S. Schnitzer of 627 Fifth
avenue, Brooklyn,

Schnitzer’s license was revoked by the Mayor
after he had received petitions from the Rev.
Frederick J. Keech, pastor of the Church of
Atonement, at Seventeenth street and Fifth ave-
nue, and the Rev. Louis K. Moore, pastor of the
Sixth Methodist Episcopal Church, both of
which are near Schnitzer’s establishment. The
latter then applied to Justice Marean for an or-
der compelling the Mayor to show cause why
the license was not issued, and it develops that
there was some misunderstanding as to the date
on which the order was returnable.

Assistant Corporation Counsel Crowell, who
is attached to the Mayor’s office, will endeavor
to obtain a rehearing of the case from the
Justice.
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THE ABILITY TO ABSORB IDEAS.

Almost as Valuable as Initiative in Business—
Egotism a Bad Thing for the Merchant—
How Business Men Have Profited by the
ldeas of Employes—James J. Hill’'s Method
—Make Every Employe Sort of Partner and
the Business Will Surely Grow.

Next to having strong initiative, the greatest
blessing of the merchant is to have the ability
of realizing the value of the ideas of others and
adapting them in whole or in part to his partic-
ular business.

Egotism and self-conceit are the rocks that have
wrecked the ships of many merchants who have
never been broad-minded enough to see that no
man, no matter how experienced or clever, can
know it all.

Of course, the ideas that should receive spe-
cial consideration from the business man are
those of his employes, for as a rule they have to
do with the particular business he is conducting.

We know of a certain man, much admired for
his clever trade-getting schemes, who owes the
majority of said schemes to the loyalty and
earnestness of certain of his employes, though
they rarely receive the direct credit. A subor-
dinate comes forward with an idea, it is pulled
apart and all but ridiculed, and the employe re-
tires feeling that his idea is valueless. Shortly,
however, the head of the house puts the sugges-
tion to practical test, it proves successful, and
when he is complimented upon his husiness sense
acts as though the idea were entirely his own and
such thoughts were continually forcing them-
selves through his brain. While the employe
gets very little credit, nevertheless the employer
shows decidedly good business wisdom in ac-
cepting and profiting by a good idea when he
sees it, and in his own way.

Another opposite case may be cited, where a
merchant not far from the metropolis was
noted for his unfriendly attitude toward eni-
ployes with ideas of their own. He quickly in-
formed anyone with a suggestion to advance,

that “he was running that business, had run it
for a quarter of a century, and didn't need any
help.” As a result, he was not kept informed of
the up-to-date moves of competitors, did not put
initiative back of his business, and not long ago,
shortly after the beginning of the depression, the
sheriff got him.

The twentieth century idea is aptly illustrated
in the remark of the head of a well-known and
growing sporting goods house, to a salesman of
supplies in his line: “Can’t do business with you
to-day, old man, would like to and will soon, but
don’t forget to come in often; maybe we can
teach each other something.”

Get it? It’s the little things that go to make
the big ones. If Carnegie had kept in his shell
he would very likely be only the owner of a
small foundry instead of a retired steel king.
He realized the value of the ideas of others, took
a number of bright young fellows—Schwab,
Corey and others—and made them partners and
gave them a chance to spread themselves. Amny
reader of the daily papers knows the results.

Take James J. Hill, the head of the Great
Northern railroad, he appreciated the value of
an employe with ideas, and when he discovered
one, even in a section gang, that man’s rise to
high position was meteor-like while his ideas
lasted and he proved his value to the Great
Northern. At the first indication of plodding,
however, that man went down the toboggan
quickly.

The head of the business will find initiative an
invaluable asset, it is true, but his willingness
and ability to profit by initiative of his employes,
pick out of their suggestions that which is of
value and put it in a form that will insure suc-
cess, will be found to be a sufficient asset to
insure a growing institution under his direction.

One of the most successful of this year’s post
cards is the “moving picture” card, wherein by
slowly moving a card in or out the effect of life
is produced in the picture. A large number of
subjects are produced, including a horse race,
plano player, ete.

TRY A LINE IN YOUR STORE

SEND FOR OUR LIST OF ASSORTMENTS

COMPLETE STOCK CONTAINING 248 PIECES OF GOODS COST YOU $99.69

CHICAGO SPORTING GOODS MFG. CO.

FULTON AND MAY STREETS

PROLIFIC YEAR FOR HARMONY CO.

Great Chicago Musical Instrument House Sold
Nearly 40,000 Guitars and Numerous Other
Instruments—A Story of Rapid Growth—115
Men Employed at Present—Some of the
Leaders of the Company’s Line.

(Special to The Talking Machlne Warld.)
Chicago, Ill., April 8, 1909.

In a recent talk with the World, William F. J.
Schultz, president of the Harmony Co., of this
city, one of the largest manufacturers of musiecai
instruments in the country, reported last year
as having been the most prolific ones in the his-
tory of the house. No less than 39,410 guitars,
10,502 mandolins and 1,548 drums were manufac-
tured and sold by them in 1908.

These figures represent an enormous increase
over the output in the first years of the com-
pany’s history. Starting in business in small
quarters in 1891, in three. years they were able
to erect the main building of their present plant,
to which a couple of years ago additions were
made, more than doubling their already great
capacity.

There are 115 men now on the payroll and
from present indications the number is likely to
be increased very shortly, as the present force is
taxed to the utmost to supply the demand on the
entire line of Harmony goods. -

The guitars and mandolins manufactured by
the Harmony Co. possess some valuable and dis-
tinctive ideas, while their drum embodies a pat-
ent on the rods that insures for these instru-
ments an increased durability and lightness that
is appreciated by the users all over the country.

Failure does not come through making mis-
takes, but in refusing 1o learn by mistakes how
to avoid them.

The man who borrows may not be able to wear
better clothes than the man who lends, but he
usually does.

WejMake
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UNIFORMS
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BATS
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THE TARIFF ON POSTCARDS.

Members of Lithographic Trade in Germany
Reported to be on the Way to America to
Protest Against Increase of Duty and Ameri-
can Lithographers Prepare to Combat Their
Arguments—Importance of the Industry.

The news that representatives of the litho-
graphic trade in Germany were coming to
America to protest against the increase of duty
on lithographic work has started the lithograph-
ers of this country to action. The employers
and the lithographers’ unions which have been
working in harmony in the efforts to get 2 higher
tariff on lithographs from abroad are satisfied
with some of the provisions in the tariff bill,
but they are not at all satisfied with the increase
of tariff on the picture postal card.

Committees of the National Association of
Employing Lithographers and of the unions in
the different branches of the lithographic trade
have held several conferences in New York to
prepare to meet the arguments of the German
delegation when it arrives. The commitee of
the employers consists of Robert M. Donaldson,
of the Lithographic Co., New York; Horace M.
Reed, of the Niagara Lithographic Co., Buffalo,
and George Meyercord, of Chicago. William A.
Coakley, the spokesman of the committee, said:

“The increase on the duty on postal cards
under the Payne bill will not keep a single postal
card from Germany out of this country. This is
a very serious menace and it is a growing one,
as these cards are made in towns in Germany
where wages are very low and the purchasing
power of money very high. Washington is
flooded with them, and pictures of the Capitol
on these cards printed in Germany are for sale
in all the stationery and other stores in Washing-
ton. You can imagine what an effect this has
on American industry.”

The stand taken by the unions as to the postal
cards is also taken by the employers. They say
that this is not a case of unionism or non-
unionism, but a case where employers and em-
ployes alike in the trade in this country are in-
volved.

Several meetings of the Postal Card and Manu-
facturers and Allied Trades Protective Associa-
tion were held during the past ten days at 9
Walker street, New York, for the purpose of
agitating for a higher tariff on picture postal
cards than is provided in the Payne tariff bill.
The members of the association throughout the
United States employ 30,000 to 40,000 persons,
and they say the occupation of these persons is
to allow of the work being done here.

According to the members of the association
the industry was just starting in this country
when the Dingley bill was introduced, and
nothing was said about the tariff then. Since
that time the trade grew enormously until the
manufacturers of foreign picture post cards
began to imitate the American subjects and to
sell the cards in this country at prices with
which the American could not compete.

THE BUSINESS DECALOGUE.

L

Thou shalt have no other god except Honesty
—including in that godhead Integrity of Pur-
pose, Sincerity in Effort, and Loyalty to all Busi-
ness Duty.

1I.

Thou shalt not cherish Meaness, Spite or Envy
toward thy neighbor.

I11.

Thou shalt not Advantage thyself wrongly
through the weakness or error of thy craft
brother.

IV.

Thou shalt not use thy power of position to
crush thy struggling competitor. Do but con-
sider that thou and he live for the Service of
mankind.

V.
Honor the Moral Code of thy calling and pay
heed unto the Ethics of thy guild.
VI
Pay thy just debts without haggling and rancor.
VII.

Demand thy just Discounts, for Time is an ele-

ment of Value which thou shalt not despise.
VIII.

Exact of thy debtor Specific Performance of
his Duty to thee, lest thou shouldst lose his re-
spect and encourage him in ruinous habits of
default.

IX.

Be thou of Good Cheer, for Honest Business is

a joy in the sight of the Almighty.
X.

Regard thy Business as a divinely appointed
office for Human Advancement; so shalt thou be
blest all the days of thy life, and thy house after
thee shall wax in honor, riches and power.—
The Novelty News.

The boy who takes down the shutters as cheer-
fully as he puts them up, hides under his coat
one of the successful merchants of the future.

To save time: Be on time all the time.

No. 1

No. 1 or short pen, 434 inches open
No. 2 *“ long “« &l I

SENTIMENTAL

SALES-PULLING SIDE LINES
THE PRESIDENT INK PENGIL

Guaranteed a Perfect Writing Instrument

Necessary alike for Men, Women and School Children. Fills with Ink like a Fountain Pen.
Werites like a Lead Pencil. Will Not Leak Carried in Any Position.

MADE IN TWO SIZES :
$1.50—to dealers, $12.00 per dozen, f.o.b. Chicago
2.00— 16.00  « “ “
President Fountain Pen Ink, Paste, Mucilage and Carbon Paper

Copyrighted Statuettes—Quick Selling Novelties. Make Great Window Displays
ARTISTIC

179-181 Lake St, F. W. MIcCINTOSH QO., CHICAGO

HUMOROUS

INCORPORATIONS OF THE MONTH.

Among the new incorporations in the State of
New York is the Cooper & Franks Camera Co.,
New York, organized with a capital of $6,000, to
manufacture cameras and photographic appara-
tus. Incorporators—Thomas W. Cooper, 321A
Monroe street, Brooklyn; Ernest R. Franks, 50
Nassau street; Edward A. Munger, 26 Cortlandt
street, both of New York. g

The Empire Film Co., Brooklyn, has been in-
corporated under the laws of the State of New
York, with a capital of $5,000, to manufacture
moving picture appliances. Incorporators—Adam
Kessel, Jr., and Katherine M. Kessel, 867 Jeffer-
son avenue; Frank Dunham, 942 Bedford avenue,
all of Brooklyn.

A recent incorporation in the State of New
Jersey is the Yankee Fishing Reel Co., Newark,
organized to manufacture fishing reels, with a
capital of $50,000. Incorporators—George Ed-
ward Matts, Charles Schied, Lee Ottolengui,
Franklin W, Klein, Newark.

The Mutual Vending Machine Co., New York,
has been incorporated under the laws of the
State of New York to manufacture and operate
machines for vending cigars, tobacco and candy,
with a capital of $25,000. Incorporators—William
Sinclair, Jersey City; John J. O’'Hara and George
F. Kuhne, 3225 Cruger avenue, The Bronx.

The Van Westerborg Cossenas Co., New York,
has been incorporated under the laws of the State
of New York, with a capital of $10,000, to deal
in novelties and specialties. Incorporators—
Nelson W. Van Westerborg, 503 Fifth avenue;
Miltiades W. Cossenas, 503 Fifth avenue; Charles
L. Pierce, 89 Eighth avenue, all of New York.

Among the incorporators in the State of New
York is the Bronx Realty Co. of New York, or-
ganized with a capital of $5,000 to manufacture
slot machines, musical machines, etc. Incorpora-
tors—W. Engesser, 336 East 156th street; Her-
man Rothe, 5 Sylvin place; Fred Knowlton, 527
East 147th street, all of New York.

The Dow Rim Co., of New York City, has been
incorporated under the laws of New York State
to manufacture motorcycles, bicycles, ete., with
a capital of $100,000. Incorporators—Francis J.
Erwin, 219 West 12th street; William H. Hea-
gerty, 135 West 104th street, both of New York;
Emma W. Renne, Hoboken, N. J.

Among the new Massachusetts incorporations
of interest to talking machine dealers handling
side lines is the Boston Camera Exchange, Inc.,
of Boston, organized to deal in cameras and
photographic supplies of all kinds, with a capital
of $2,000. President and treasurer, Philip L. Gra-
bau; clerk, William H. Gould, both of 36 Bloom-
field street, and attorney, Charles F. Jenney, 35
Congress street, all of Boston.

The Steingold Mfg. Co., New York, has been in-
corporated under the laws of New York State,
with a capital of $5,000, to manufacture noveities
and household furniture. Incorporators—Abra-
ham Stein, 690 East Fifth street, Brooklyn;
Julius Gold, 16 West 117th street, New York;
Jacob B. Greenspan, 1550 St. Marks avenue,
Brooklyn.

A decided novelty in the post card field is
the decalcomania post card, the design of the
card being concealed underneath an opaque
tacking. The recipient must “transfer” the postal
to view the subject just like children used to
“transfer” pictures to scrap books and even on
their arms. The new cards are made by the
Meyercord Co., Chicago.

It is estimated that Germany uses $1,394,800,
000 post cards annually, the United States 1,000,
000,000 and Great Britain 800,000,000.
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LOCAL VlEW POST CARDS.

One of the Specialties of Newfield & Newfield,
New York Manufacturers—Many Styles Of-
fered That Must Appeal to the Public.

Among the reliable post card manufacturers,
who make a specialty of printing local views to
order, are Newfield & Newfield, 98 Warren
street, New York, and the variety of styles offered
by them are interesting and attractive, ranging
from black and white at $4 per thousand to
colored print in panel effect at $11.50, in all about
ten distinet styles. The dealer will find a series
of local view cards a decidedly profitable invest-
ment, especially during the vacation months when
so many travel. There is no better souvenir of a
visit at a certain town than a set of local view
post cards, and by the time a circle of friends
are remembered the purchase will amount to a
very respectable figure. Not only that, but the
inhabitants of the town are generally desirous of
having their friends in other sections see the local
view points and the post card proves the easiest
and best means to accomplish that purpose. Get
your views together and send for samples and
prices, so that you may be prepared to answer to
the call.

THE DUSTLESS AGE.

How It Can be Brought About Through Suc-
tion Cleaners—-PopuIa\r-Priced Machines Now
Being Placed on the Market—Good Side
Line for Progressive Dealers.

The great campaign against tuberculosis and
the means to avoid it, which is now going on in
this country and, in fact, throughout the world,
has resulted in a regular war on dust, particu-
larly in the home. The old-fashioned method of
brushing carpets and dusting with loose cloths
is being abandoned in favor of vacuum cleaning.
It has been well said, “abolish dust and the
standard of health will improve.” It will take
only a short tour among the many dealers in

these various new cleaning devices to convince
the most skeptical that there is great truth in
their arguments. With the new cleaners, be
they vacuum, compressed air or merely bellows
style hand-pumping affairs, the dirt in a room or
hall or theater is not merely scattered from one
place to another, with only the larger pieces
picked up and removed, but every particle is
gathered into a cylinder, to be burned in the fur-
nace or stove.

There is a great demand among people of
moderate means for a popular-priced vacuum or
suction cleaner, and this want is being rapidly
supplied by manufacturers, with the result that
dealers in general specialties are putting in a
suction cleaner line, with profit to themselves
and benefit to their community. There is no
question but that the old system of cleaning is
distinctly out of date and is not in harmony
with this rapid age of wireless telegraphy and
flying-machines. The day for getting rid of
dust without danger is here, and there is a sure
trade for the dealer or jobber who will get hold
of a good machine and sell it in his community.

THE IMPORTANCE OF SYSTEM.

Without It Business Is Like a Ship Without
a Compass—Drifts on the Rocks.

Business without system is like a ship on the
ocean without a compass; no one knows which
way it is drifting. Some of the fundamental laws
of system are:

1. The art of keeping all departments of the
business enterprise in good running order, as
regular and as smooth as a faithful clock.

2. It is keeping your store and shelves in such
good order that at a moment’s notice an article
can be produced.

3. In buying goods know exactly what you
have in stock, and especially what you should
not buy. Buying goods that are not needed is the
contributive cause of over-stock.

4. Your correspondence requires system. You

are using system when you can lay your hands
within five minutes on any letter written or re
ceived, or any order shipped during the year.

You foilow system when you can see at a
glance the voucher of every article in the store,
where it came from, what it costs and what it
sells at. The jobber can keep books for this
purpose. The retailer can write it in small
figures on the tag of each article, says Wettstein
in The Traveling Man. When you have a little
book in your vest pocket in which you write
down, as soon as the thought comes to you, every-
thing you want to remember. Such a little con-
trivance is a great relief to an overtaxed brain.
because you don’t need to worry about some im-
portant matter being forgotten. When you know
at the end of each year exactly how much profit
you have made, or how much muney you have
lost in every department of your business. If
one department does not pay throw it out.

When you know every three, six or twelve
months whether a traveling salesman makes or
loses for the firm. In the latter case the place
must be filled by a better man.

When, daily, you can see at a glance how many
goods of a certain number are sold, how many
are in stock and how many are ordered.

When you can ascertain in a moment what
kind of goods sell and what kind do not sell.

When every employe is in his proper place,
knows exactly what his duties are and does not
interfere with anybody else.

‘When you can every moment open your ledger
and point out exactly how much expenses you
had, how many goods have been sold, how much
money is outstanding and how much you owe

‘When not a thing can go out of the store with-
out it is properly examined, counted, checked off,
paid for or charged.

When the smallest articles, as wrapping paper,
twine, ink, are charged to the expense account
and added to the cost of the goods. Not to fur-
get interest on capital invested, which many mer-
chants do.

Here is a small illustration of what system is:
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M buys $3.90 worth of goods in a country store,
pays $3 cash and tells the clerk to charge 90
cents to his account. Now, if you follow his in-
structions literally and charge M in your books
with goods at 90 cents he may claim in two or
three months, when he comes again, that he
never bought anything amounting to 90 cents, and
that he does not owe you that amount. You very
likely will have forgotten the exact nature of
the transaction and will cross off the charge from
the books rather than make an enemy of a good
customer. If you had system in your business
you would have charged the man with $3.90,
specifying the goods, and credited him with the
$2 cash payment. It is still better to give the cus-
tomer a carbon slip of each charge and purchase.

CHICAGO SPORTING GOODS CO. BUSY.

Plant Working Overtime on Baseball Goods for
Approaching Season—Purveyors of the
“White Sox’’—A Strong Side Line Offered to
Progressive Talking Machine Dealers.

(Special to The 1alking Machine World.)
Chicago, 111, April 7, 1909.

Manager Ratsch, of the Chicago Sporting
Goods Co., predicts from the business coming to
hand a barner year in the company’s history.
At this season of the year the company’s plant
in this city is working overtime in turning out
baseball equipment, including bats, balls, gloves,
masks, chest protectors, uniforms, etc.,, to meet
the demand that the thousands of baseball
teams throughout the country are creating
through the dealers. Chicago has long been
the foremost city in the country relating to
baseball and the Chicago Sporting Goods Co.
has long furnished the “White Sox,” the
world’s champions of 1906, and the hundreds of
semi-pros and amateurs with uniforms and
equipment. Quality has been the company’s
slogan from the start and is responsible for the
growing demand for their goods.

For talking machine dealers who are desirous
of putting in a strong and seasonable side line
the company are offering a special proposition
in order to get them started. An outlay of
$99.69 invested in a choice assortment of base-
ball goods can be easily and quickly turned
over to a profit of 85 per cent. should prove a
magnet and not only put the talking machine
dealer wise to a good side line that would draw
a large new trade to the store, but put him
in touch with a concern that can supply them
sporting goods for the fall and winter as well
as the summer season. A postcard to the com-
pany will explain in detail this attractive offer.
Their address is 303 Fulton street, Chicago.

school of experience,

And all styles Wood Violin Cases.

THAT IS
HARMONY INSTRUMENTS

are the quality goods and consequently the line that holds the trade.
MANDOLINS, GUITARS, DRUMS

THE POSTCARD VOGUE.

To be a Universal Institution—A Wonderful
Disease, Says The Sun, Which Attacks Young
and Old of Both Sexes—The Emotions of the
Sender and Recipient—Traveling via the
Post Card Album.

The postcard vogue has spread over the en-
tire world, and no matter where you go or where
you journey the post card is omnipresent. In
this connection the New York Sun said the
other day:

“In the last few years a new disease has ap-
peared on the earth and has spread with in-
credible rapidity over all parts of the globe
where post offices may be found. Indeed its
germs have been disseminated chiefly by the
mails.

“It is a disease of the brain, caused by a germ
which has at last been isolated though as yet
no neutralizing agent has been found. It at-
tacks alike old and young, only infants and
very young children being immune.

“Women are said to be peculiarly liable to it,
as are travelers, though one of the worst cases
known is that of a Brooklyn man who has never
crossed the East River. It will thus be seen
that the stay at home is by no means safe, es-
pecially as the disease is contagious. The
initial attack gives immunity from a second,
because the first lasts as long as the victim
lives.

“The onset is usually sudden. The germ at-
tacks the optic nerve and rapidly makes its way
to the brain. The first symptom is a feeling of
intense pleasure upon receiving a postcard and
a desire to reciprocate in kind. If this desire
is sternly repressed and the picture postcard
consigned to the flames, there is a possibility
that the attack may be averted.

“If, as is almost invariably the case, the vie-
tim yields through ignorance of his ailment the
motor centers will become involved and he will
rush to the nearest drug store for picture post-
cards. From this point the progress of the
disease is rapid.

“The victim may be heard at piers and rail-
way stations shrieking ‘Be sure and send lots
of picture postcards’ after his departing friends,
who in nine cases out of ten are as badly off as
himself. The germ has now reached the speech
center of the brain, and after this the disease
is incurable.

“The victim will now invite you to dinner
and then will require you to wade through al-
bums filled with multitudinous atrocities in
color showing where be has been, where his

MR. DEALER!

When you add musical instruments to your stock you use excellent judgment
as no line fits in more appropriately with talking machines.

NOW o

let us give you a little pointer that many dealers have learned in the hard

Send for Catalogue.

THE HARMONY COMPANY, 947 N. awndale Avenve, CHICAGO

friends have been, and where he will go in his
next vacation time.

“You will say ‘Wonderful,” ‘Beautiful,’ ‘In-
teresting’ and even ‘Gorgeous,’ till you begin to
feel like a phonograph with a limited vocab-
ulary.

“By the time the fifth volume is reached you
are ready to take leave of your host, he pro-
testing that it is not late and that his, Egyptian
collection is the most interesting of all and that
you really must see it another time.

“Victims of this disease are always interestea
in art, and with a collection of moderate size
they will assume the air of a counoisseur.

“They will show you the Mona Lisa on a
postecard and will assure you that it is an exact
reproduction, especially as to color, and that it
was painted by Layonardo da Vinchy, eyeing
you furtively to see if the pure ltalian accent
has impressed you. You at once ask if they
have a picture of Bottitchelli's ‘Spring,’ and
honors are even.

“You will be called on to admire in one even-
ing the frescoes of Andrea del Sarto, the Grand
Cafion of the Colorado, the Cathedral of St.
Sophia and the California pepper tree. The
sufferer has by this time lost all sense of pro-
portion, and art to him is one great conglomera-
tion of picture postcards.

“In the later stages of the disease a new
symptom develops, the victim being unable to
write except on the margin of a postcard. The
thought of writing a letter becomes abhorrent
and even the sight of an envelope may be fol-
lowed by unpleasant sensations.

“The case is recorded of a woman who trav-
eled abroad for two years and in that time sent
her husband 2,250 postal cards and onlv two let-
ters.

“At the end of the second year he wrote tell-
ing her of the death of her mother. Her reply
came on the margin of a postcard: ‘Am send-
ing you this lovely picture of the Taj Mahal.
If only dear mamma could.have a tomb like
this on ever so small a scale I shouldn’t grieve!
Am leaving for home at once, so may not be
able to send any more postals.’

“For obvious reasons lovers are the greatest
sufferers when this stage of the disease is
reached, and it is upon this class of unfortunates
that the antitoxic serum will be first used when
it is found.”

WONDERFUL GEOGRAPHICAL CLOCK.

It Revolves Like the Earth and Tells the Time
in All Parts of the World.

The Empire clock, which J. Hadden Overton,
of Woodstock, has invented, is an ingenious con-
trivance for giving practical instruction in geog-
raphy and enabling the student to ascertain at a
glance the mean-time in any part of the world.

At first glance this wonderful clock might be
mistaken for one of the ordinary globes used in
schools. Its principal novelty is an invisible
clock, which performs with absolute accuracy and
precision the duties ordinarily performed by the
teacher in giving lessons on the earth’s diurnal
motion, latitude and longitude and geography
generally.

Some of the points claimed for the Empire
clock are that it gives the correct time all the
world over; that it demonstrates the actual rota-
tion of the earth on its axis in twenty-four hours.
and shows at a glance the difference in time be-
tween all places on the earth’s surface and the
correct mean-time at any town or place in either
hemisphere. The motive power is a clock in the
base of the stand upon which the globe is mount-
ed, and the apparatus requires winding once a
week.

Don’t imitate the ideas of your competitors.
Go and see them and let them serve as ideas on
which to improve.

“It takes as much time to cultivate an acre
of yellow clay on a hillside as an acre of rich
valley loam, And look at the difference in re-
sults.”
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PIRATED PLEASANTRIES.

It was raining outside, and little interrog-
ative Irma was in one of her worst, or at least
most trying moods. Father, busily writing at
his desk, had already reproved her several times
for bothering him with useless questions.

‘] say, pa, what =

“Ask your mother!”

“Honest, pa, this isn’t a silly one this time.”

“All right, this once. What is it?”

‘“Well, if the eud of the world was to come,
and the earth was destroyed while a man was
up in an airship, where would be land when
he came down?”

Capt. Pritchard of the Mauretania relates the
following:

“Last summer,” he said, “there was a young
lady whom I showed over the steerage. As we
were making our tour the steerage people were
eating their dinner, and I couldn’t help remark-
ing the tremendous appetite of a red-haired man.
I said, ‘Just look at the amount of food that fel-
low consumes!”’

“‘] suppose, captain,” said the young lady,
‘that he is what you sailors call a stowaway!’”

They were on their honeymoon and were
climbing the Schnupfelgapfenspitzen peak, and
she stood above him some twenty feet.

“What ho!” he gasped. “What do you see?’

“Far, far below,” she ecried, “I see a long
white streak, stretching like a paper ribbon back
almost to our hotel.”

“Ha, ha!”. he ejaculated.
blessed bill overtaking us.”

And they proceeded onward and upward.

“I'll bet it's that

A beautiful young girl and her mother were
discussing the eternal marriage question.

“Well, there’s Charles Adams,” murmured the
mother, thoughtfully, after a long pause.

“Charles Adams!” sneered the girl. ‘“He is
old, he is ugly, he is mean, he is a coward.
Charles Adams! Why, he has nothing in the
world to recommend him except his wealth.”

“You forget his heart disease,” said the mother
softly.

“Archimedes,” reads the pupil, “leaped from
his bath, shouting, ‘Eureka! Eureka!’”

“One moment, James,” says the teacher. “What
is the meaning of ‘Eureka? ”

“‘Tureka’ means ‘I have found it."”

“Very well. What had Archimedes found?”

James hesitates for a moment, then veutures
hopefully:

“The soap, ma'am.”

“Bobby,” said the teacher to a small pupil,
“what is the hardest stone ever discovered?”
“I don’t know,” replied Bobby.
“Can’t you think?’ queried the teacher.
“Yes, ma’am,” answered the little fellow, “but
can’t think hard enough.”

-t

“Why have you broken your engagement with
Mr. Moonington, the poet?"

“He wrote a poem in which he pretended to
extol my beauty and entitled it ‘Lines on My
Lady's Face.””

Stranger—I'd like to have my measnre taken
for a $65 suit of clothes.

Tailor (eyeing him)—I've taken your
measure, sir. You’ll pay in advance.
“Mama, can God hear everything?” “Every-

thing, Willie.” “And !s God always happy?”’
“Always, Williee. Why do you ask?”’ “Well, I
should think it would make Him suffer a little
to hear what sister and that fellow of hers are
saying to each other in the next room.”

“Would you mind if I went into the smoking
car?” asked the bridegroom, in a tender voice.
“What! To smoke, sweetheart?’ questioned the
bride. *“Oh, dear no,” replied the young hus-
band; “I want to experience the agony of being
away from you so that the joy of my return
will be all the more intensified.” .

lMPORTANCE- OF PROMPT PAYMENT.—

Carelessness in Settling Small Accounts Often
Leads to a Bad Business Reputation for the
Merchant and, Consequently, Much Future
Trouble.

How many dealers realize the importance of
settling their accounts regularly and on time,
how much it means toward building up their
business reputation and as an asset when the time
comes when credit is really desired?

It is safe to say that fully eighty per cent. ot
unpaid bills remain unpaid simply through care-
lessness. Perhaps the amount is small and no
discount is offered on prompt payment. The
dealer sees the bill and thinks, ““Why bother; it’s
only a small matter and the firm will never miss
it. I'll pay it when the account is larger.” He
doesn’t stop to realize that if fifty debtors held
back ten dollars each it would mean the fairly
respectable sum of five hundred dollars.

After .several statements the dealer finally
settles and perhaps expresses his indignation at
being bothered over such a trifle, though at the
same time pushing his collections right up to the
minute.

In the future perhaps that same dealer finds
himself slightly pushed for cash. His business
has grown and so have his bills for goods pur-
chased. Then he confidently writes to his
creditors, explains his trouble and asks an ex-
tension of credit. His past record is looked into
aud his slow paying propensities discovered. The
result is that further credit is refused just when
he really needs it and a crash is inevitable. The
dealer wonders why he is the victim of cruel fate.
The answer is, his own carelessness.

When a bill is rendered payable in ten days or
thirty days, it should be settled in the time
specified if the money is at all available. When a
discount is offered business sense dictates that
prompt payment be made and the reduction taken
advantage of. Two per cent. discount In thirty
days does not mean six weeks or two months,
but thirty days flat, though some merchants never
seem to appreciate the fact and feel mistreated
when they are denied the discount after the
stated time. Prompt payments do not appear so
very important when business is good and money
plentiful, but the transgressor will realize that
such a course proves its own reward in times of
adversity.

Certain dealers can vouch for the fact that the
above is gospel truth and regret that they did
not appreciate it when times were good. A
reputation for paying bills promptly has saved

many merchants from ruin in time of adversity,
for their creditors had faith in their honesty.

A PIANO CATALOG OF INTEREST.

(Special to The Talking Machine World.)
Chicago, Ill., April 8, 1909.

The Cable-Nelson Piano Co., general offices at
the Republic Building, Chicago, Ill, have just
issued a new catalog of their product which will
prove of special interest to talking machine deal-
ers desirous of embarking in the piano business.
It is attractively covered, of convenient size, and
presents a handsome full-page half-tone illustra-
tion of the five leading styles of Cable-Nelson
pianos, together with succinct detailed deserip-
tion. The introduction entitled Cable-Nelson
Traits presents some general facts regarding the
goods described which will be read with keenest
interest, backed as the statements are by the
strength and reputatiou of the well known house.
The frontispiece shows the company’s great fac-
tory at South Haven, Mich., which shipped last
month over 600 pianos, a remarkable record, and
one which should carry with it conviction as to
the popularity and salability of Cable-Nelson
pianos.

THE MAN WHO WINS.

Business is not like backing horses. The man
who wins in business wins because he has de-
served to win; the man who loses, does so be-
cause he deserves to lose.

This truth may not always be obvious, but it is
none the less true. Of course the unsuccessful
man won’t admit it. It would be better for him
if he did, for then he would seek for the de-
ficiency in himself which brought about his fail-
ure and strive to eliminate it.

It is the old principle of the survival of the
fittest. The fittest is the man of pluck, with
strong belief in his own powers and a keen
energy to seize every chance.

The man who believes in lueck would probably
be more profitably employed in backing horses,
where his peculiar talents would have more play.

The trade of the moneyed class is most de-
sirable, but don’t get the name of running a
store for one class of customers unless that
class is large enough to supply all the business
you want.

As soon as a man gets $10,000 he begins to
fear that somebody is trying to stir up class
hatred.

The William
A. Welly Go.

A Side Line That Sells
WELTY'S FOUNTAIN PENS

FOUNTAIN PEN INKS and SAFETY GLIPS

Write for our Catalog and Discounts.
be furnished at wholesale price.

- 'S (=
= U K FOnEGN
AT CNTS .

InELueKky seoT ‘

A Sample will

Waterloo, la.

U. S. A




16 THE TALKING MACHINE WORLD.

SOME BUSINESS METHODS.

The Views of a Successful Merchant Who Sells
General Trade in a Small Town—Some Ex-
cellent Points That The World Man Heard.

When The World representative is making his
peregrinations in some of the smaller cities and
towns he rubs up against all kinds of tradesmen,
talking machine men, sporting goods dealers,
hardwaremen, etc. Recently a hardwareman
was in a communicative mood and The World
man whipped out his notebook. Here’s what the
hardware man delivered:

“The question of profitable salesmanship is one
that is constantly before the retail dealer; hav-
ing his business well understood, his trade par-
tially established, and wishing to satisfy his cus-
tomers and pushing for more, he knows an exact
system in his store will reduce friction to a mini-
mum in handling his customers, and further, his
sales, as perhaps no other factor will.

‘““What, then, about his system? He wishes to
avoid insane simplicity of little worth and red
tapeism, a positive damage, and to further sales
by a comprehensive and smoothly running system
between the two mentioned extremes.

“It is for the reason that taking stock in a
retail hardware business is such a herculean task
that the hardwareman has become discouraged at
the outset, when the question of system is
broached. Inventory has always been looked upon
as the first and necessary step in order to prop-
erly regulate the profit and call attention to
losses, and study of the business as regards the
selling end, but an inventory at frequent times
is not possible in this business by reason of the
immense amount of work it entails.

“How is the hardwareman to keep close tab
on his sales? how is he to know whether he is
making or losing money in his tinshop or sport-
ing goods department? how is he to Kknow
whether he is getting all that is due him"in his
house furnishing department? are his average
profits being sustained in the hardware depart-
ment?

“He must be able to make comparisons every
day, week or month. These comparisons are and
must be of vital necessity in scanning the busi-
ness horizon for sales; how can they be most
profitably made? If this is not possible, the leaks
are liable to sink the ship. It is a relief to the
merchant to be able to plan and formulate and
leave to his bookkeeper to do what formerly re-
quired many moments or hours of his own time
each day. It is a relief not to answer questions

many times a day or in an hour; in a word, it is
a relief to reduce his business to such a system
that he will have time to work out new prepara-
tions, formulate new plans to interest the buying
public and advance his business until unharassed
by a thousand petty details he will find himself
growing and expanding.

“Did you ever stop to think how much your
own presence is required every moment at your
work? how dependent your clerks are on you for
prices? how many Kkicks you have from your
customers because, so often, no two clerks charge
the same? how often your memory serves you
badly in buying and selling goods?”

The World man thought the opinions taken
down were worth reproducing for general good,
and the managing editor agreed with him.

GET A TRANSFER.

If you are on gloomy line,
Get a transfer.

If you're inclined to fret and pine,
Get a transfer.

Get off the track of doubt and gloom,

Get on the sunshine train, there’s room.
Get a transfer.

1f you are on the worry train,
Get a transfer.

You must not stay there and complain,
Get a transfer.

The cheerful cars are passing througl,

And there is lots of room for you—
Get a transfer.

If you are on the grouchy track,
Get a transfer.

Just take the happy special back,
Get a transfer.

Jump on the train and pull the rope

That lands yon at the station, Hope—
Get a transfer.

A correspondent of the New York Times in a
letter sent to that paper recently emphasizes a
phase of the moving picture development which is
not generally considered. He says: “The art of
posing for moving pictures has in some cases
reached a state of development where individual
recognition should be given, because intelligence,
industry and ability are evident in the acting of
those who pose for these pictures. With regard
to some at least, as to facial expression, gesture
and grace of carriage, it might be said that their
work is of exceptional merit, and comparable to
the work of many dramatic ‘stars.””

lets, etc.

Patent Pending.

No. 71 MUSIC CABINET

DAIL’S

Display Music Cabinets

You can double your sales of Sheet
Music by properly displaying it. We
build three sizes of revolving steel cabi-
nets similar to style shown herewith,
flat racks to fit any space in your
store. ~ Our steel pockets make the
finest arrangement ever devised for
utilizing wall space.
cabinets for magazines, post cards, tab-
A post card will bring you
suggestions that may be worth dollars.

The Gier & Dail Mfg. Co.

206 Grand Street

We build display

Patent Pending.

LANSING, MICH. . pockers

WHY FAILURES OCCUR.

A Well-Known Business Man Has Some Inter-
esting Things to Say About Causes of Fail-
ure.

When a leading business man was asked by
this publication for his views as to causes of busi-
ness failures, he remarked:

“To lack of capital is attributed over 50 per
cent, of the total number of failures. I believe
this is much over the reality, for many prefer
to attribute to lack of capital the cause of fail-
ure rather than their own administration. I
have studied and had occasion to investigate
many failures, and I have found that when in
the first years of business with no capital a mer-
chant had succeeded in making a capital of $3,000,
$5,000 or $8,000, he thought he was rich and be-
gan to pay .ess attention to business. He became
a little more extravagant in personal ex'penses,
and, above all, less attentive to customers, leav-
ing it to his clerks to look after their wants,

“This departure has the most fatal effect on
the staff, for the moment the owner of a busi-
ness lacks energy, stability and punctuality the
whole of the staff follow suit. Hence capital is
wiped out, and the man fails and attributes to
lack of capital his lack of energy and ability.

“Inexperience and incompetence count for a
very large share, and I am greatly surprised at
this, as this is surely one of the absolute quali-
fications of a successful trader, and I believe no
jobber or manufacturer should grant credit to a
man in business who is incompetent, and this is
one of the easiest things to find out.

“The main cause of most failures is to be
found in the peculiarities of those who fail rather
than in the conditions against which they have to
contend. Study the methods of those who suc-
ceed, and you will find that they are taking to
their work with no faint heart, that they are not
carried away by the pleasures of society, outdoor
sports, and the theatre or similar amusements.

“I do not mean that one should refrain from all
such pastimes, but they should occupy only a
cecondary place in our minds and occupations, for
no one can hope to get along in the world with-
out concentrating all his energies toward the at-
tainment of the object he has in view. In this
respect the same rules apply as regards business,
and as regards the trades. Do not be afraid to
accumulate too much information, but work on
earnestly and steadily, picking up all available
data as you go along, and finding out where the
various wares can be procured to the best ad-
vantage. Never fail to keep an engagement, for
punctuality is the mainstay of business success.
Cultivate uprightness and honesty, which are in-
dispensable to success; always keep your word.
Never make a statement without being positive
that it is true, and should you find out afterward
that you were mistaken do not hesitate to
acknowledge your error. By doing so, you will
retain the confidence not only of your customers,
but that of your jobbers as well.

“Economy is another indispensable quality.”

The foremost advertising virtue is persistence.
One can no more make a single effort, however
large, serve a year’s publicity, than he could
get physical nourishment for a lifetime from a
single dinner.

Suppose your newspaper published the same
news items every day? asks Business Help.
How long would you continue to read that news-
paper? How long can you expect people to
read your advertising if you continue to use the
same old copy, day after day, week after week,
month after month, year after year?

Never bore your customers with tales of your
rersonal tnibulations. I.eave it to them to tell
the hard luck stories. Always be bright and
cheerful, as a matter of habit.

A dollar in the till is worth more than two
dollars on the suspense account or a dozen dollars
in the bankruptcy court. A good merchant is a
good collector.
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ACTORS FOR PICTURE SHOWS.

Squads of Them Kept for Purposes of Ma-
chine Companies Alone.

How vast a business is the moving picture in-
dustry may be seen from the stables, so to speak,
of actors that the film men keep. In this coun-
try scenes are being rehearsed and played all the
time before cameras. There are actors avho
make a good business out of just this sort of
thing. The vaudeville artists dance and sing for
the devices which show the artist at work on the
film while his voice proceeds from some talking
instrument. This is an artistic bit, too, because
the dancing figure does things that are fitted to
the music.

It is no silly automatic performance either. It
is genuinely entertaining and of the highest class.
These actors go through their evolutions in the
most lifelike manner and every detail of perspec-
tive and the like is attended to with remarkable
fidelity.

In other countries, too, the actors are trained
for the work. Some of the most distinguished
performers have appeared before the moving pic-
ture man’s ecamera on the other side and some
vaudeville features have been known here
through the medium of the machine long before
they have been brought over “at great expense”
by some manager of vaudeville in this country.

That may lead, too, to another thing which is
comparable to the work of the phonograph in
reproducing the voices of great singers. If the
great stage performers appear before the phono-
graph and the moving picture machine it will be
possible for later generations to get a very good
idea of what sort of actors and actresses they
were, so that there will not have to be a depen-
dence on tradition and sayso alone.

Some of the companies have very clear films
which always show up well. That is ascribed by
them to the lack of handling by the workers.
There is no need for very many hands in the
business of developing and fixing up the reeis of

film. There are machines for all this work, so
that even in a very big factory the actual number
of operatives employed is small, says the Sun.
Most of the persons who import their negatives
do the work of the developing of the films and
preparing them for the market in this country.

That is something of the progress of a business
that began to be at its greatest only about five
years ago. There is a great combination of $15,-
000,000 of one line of manufacturers which is
like the licensed association in automobiles; the
others, and there are many of them in the coun-
try, are the independents. It is well nigh im-
possible to say what amount of money is being
harvested in the business, because every day the
sum grows greater. But it suffices to say that
it is one of the largest business developments in
the country and that it will be mueh greater.

VITAK CO. IN TROUBLE.

Receiver Named for This Concern Which Made
Among Other Specialties a Popular Priced
Moving Picture Machine for the Home.

Two petitions in bankruptey have bezen filed
against the Vitak Co., manufacturers of moving
picture machines at 180 Lafayette street, one by
the John Simmons Co. a creditor for $501, the
other by these creditors: David S. Plumb, $1,296
for merchandise; Edward F. Purcell, $% for
trucking, and Alton Manufacturing Co., $120 on
a contract to buy 5,000 goose necks for $200, of
which 2,000 were delivered on November 2 to
November 5, but the company refused to accept
them and refused to carry out the contract. It
was alleged that the company is insolvent and
transferred property, $1,000, to certain creditors
to prefer them. Judge Hough appointed Henry
W. Sykes receiver. He said that the liabilities
are about $6,600 and the nominal assets $15,000,
the actual value of which is mueh less; that
the trouble was due to dissensions among the
officers, all but one of whom have resigned,
and that some time ago Burr Brothers, who had

the sale of shares of the company, sold some
for $3 a share, but the company received only
$1 a share, and he intended to have the matter
examined. The company is a West Virginia cor-
poration, incorporated in March, 1908, with a
capital stock of $1,000,000 of 100,000 shares, par
value $10 a share, and succeeded to a business
started in September, 1906. The company’s
machines were for use at home.

SUGGESTIONS FOR ADVERTISERS.

How to Make Display Matter Attractive—Retail
Deaiers Should Take Notice.

The use of cuts in advertising has become so
general that there is hardly an advertiser to be
found who does not believe they are useful if not
absolutely necessary. 1n fact there are very few
forms of advertising where a little artistic decora-
tive work will not enhance the effectiveness of
the ad. It may not be exactly a picture, but it
requires the work of the artist in combination
with the work of the typographer to get the most
out of the ad., or the most into it, which ever way
you please to figure.

In speaking of cuts or pictures in advertising
we include not only pictures but decorative de:
signs, borders, etc., says R. H. Callahan in The
Furniture World. There are three ways of using
pictures in advertising. One way is to use a
picture that represeats the article advertised.
Another is to use a picture that illustrates the
line of argument pursued in the advertisement,
and the other is a picture which is used merely
because it is pretty and will attract a passing
glance.

The cuts which show the article advertised are
extremely uselul, provided there is something dis-
tinctive about the article, and, therefore about
its picture. The picture of a brass bed is of no
particular advertising value, unless it clearly
shows some point wherein the bed is different
from others, whiech is unusual. Invariably,
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though, the pictures we see in advertisements of
brass beds do not show anything in particular,
and as the average cuts of brass beds look enough
alike to be twins the pictures are of no particular
use.

Cuts which show the article advertised in use
are good—they have action which arrests- the eye.
The picture of a Morris chair is not particularly
inspiring, but the picture of a man reposing com-
fortably in the chair while reading a paper is
something altogether different. The picture of a
dressing table is not a subject that an artist
would select for his prize painting, but, put the
figure of a comely girl—perhaps with disheveled
hair, and in the act of making her toilet—before
the dressing table and you will have something
which cannot fail to attract attention.

The picture of a pretty woman will never lose
its advertising value as long as human nature
remains what it is. No matter what the subject
may be or what the story is if you can ring in
the picture of a really handsome and alluring
sort of a woman you are going to catch the
public eye and hold it. Pictures of children are
also very attractive, and are most useful in the
advertising of articles intended for children.
Even in repose the picture of a pretty girl or
child will attract attention, but, if possible, get

‘action into the picture. Have the person in the

pictire doing something in connection with the
article advertised, if possible, but doing some-
thing, anyway.

At season events and during special sales alle-
gorical pictures emphasizing some particular
point in favor of an article or occasion are very
popular. Historical characters and events are
useful for the sake of the simile supposed to
exist.

Cuts of humeorous nature are usually very sad
and depressing. The sense of humor of the aver-
age advertiser seems to be badly deformed. Most
of the funny cuts used in advertising are not at
all funny and are calculated to be a source of
grief to all sensible people. A really humorous
cut is a good thing now and then, and there can
be no objection to it, but very few people seem
to exercise the right kind of judgment.

PROMPTNESS—AN ESSENTIAL.

Promptness is a component part of so many
things that it is perhaps wiser to particularize.
TFor instance, promptness distinguishes the chil-
dren at school. Promptness is essential in the
management of a household; if the mistress is
indolent and careless the servants are over keen
to take advantage of every opportunity; the chil-
dren grow lax and indifferent, and even the hus-

band becomes demoralized. And promptness in
meeting business obligations is the great essen-
tial in commercial life.

WM. G. FRAZER ON WESTERN TRIP.

Manager of Post-Card Department of American
News Co. Visits Various Agencies—The New
1909 Post-Card Catalog.

Wm. G. Frazer, manager of the post card de-
partment of the American News Co., New York,
has been upon a trip as far west as Denver, Col.,
visiting the various branches of the company
en route.

The American News Co. have just issued their
catalog No. 6 for the season of 1909, and it is an
imposing volume of over sixty pages, embracing
practically every style of card on the market,
and giving full details with prices. Attention
is also called to the company’s facilities for pro-
ducing post cards from photos and local views
furnished by the customer. Dealers everywkere
handling post cards should not neglect to write
immediately for the new catalog and get a line
on what's what in up‘to-date cards.

LATEST CUSTOMS RULINGS.

Cinematograph Films Are Held to be Dutiable
as ‘““Photographs.”

The government received a serious setback
last week in its attempt to assess a high rate of
duty on cinematograph films used in the moving
pictures when the Board of United States Gen-
eral Appraisers decided that the films have the
right to enter this country as “photographs”
with duty at the rate of 25 per cent. ad valorem.

The merchandise in question was imported by
J. A. Borst and Sussfeld, Lorsch & Co., who ob-
jected to the classification imposed by the Col-
lector as articles of which collodion is the com-
ponent of chief value. Under the assessment
made by the Collector the importers were called
upon to pay duties at the rate of 65 cents per
pound and 25 per cent. ad valorem. According
to the importers this classification was out of all
proportion to the value of the merchandise.

General Appraiser Fischer says in his decision
for the board that the importers made two claims.
One alleged that the goods should be admitted

as “photographic dry plates or films” at 25 per’

cent., or as “photographs,” the rates of duty
in either case being the same. 1n sustaining the
contention of the importers, the General Ap-
praiser says in part:

“The mere circumstance that such positive is
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pictured on a strip of celluloid and not on a
strip of paper is immaterial. In either event the
reproduction is light-written, and, therefore, a
photographic picture or photograph. To say
that the continuous method by which this
negative was secured was unknown when the act
was passed, and, therefore, a photograph of it
was not covered by the act, is to beg the ques-
tion.”

TWO NEW INVENTIONS OF INTEREST.

The Amphibo-cycle and the Maritime Skate—
One Paddles Over Land or Water and the
Other Invites Travel on Boat Shoes With
Oars.

Two young men of Lyons, France, have just
invented apparatus for traveling upon the water.
One of these is called an amphibo-cycle, because
it enables a man to cycle hoth on land and water.
The inventor, M. Girard, has caused some sensa-
tion in his native city, where he is seen daily
cycling on the River Saone at an average speed
of nearly six miles an hour., The amphibo-cycle
consists of a bicycle to which are attached two
cylindrical floats with conical fronts. These
floats can be easily raised or lowered, according
as the rider is on land or water. When necessary
the amphibocycle can move backward. It is
steered by means of a rudder placed close to the
front wheel. The total weight is 50 kilograms;
length about 7 feet, width 314 feet.

The other apparatus is called by its inventor a
“maritime skate.”” This consists of a pair of
wooden clogs, to each of which is attached, before
or behind, a pair of floats made of waterproof
cloth, which can be inflated or deflated at will.
These are stiffened below in such a way as to
make them lie horizontally on the water when
the wearer's weight is placed on them. The in-
ventor, Robert Rendu, has been using them upon
the River Saone, and has reached a speed of about
three miles an hour. He uses them like skees
sometimes, but prefers to aid his progress with a
long paddle, consisting of a bamboo pole with a
blade on either end. The whole apparatus weighs
less than five pounds, and when deflated for car-
riage malkes a bundle 3 feet 7 inches long by 4%
inches thick, and can be carried in the hand like
a gun.

THE GOSPEL OF CHEERFULNESS.

A Mighty Good Gospe! for the Business Man to
Study.

Hit up the old prosperity trail. Hope is the
mother of courage. The man who dares is the
one who expects to succeed. He scans the face of
to-morrow and sees encouragement. He dis-
counts her smile and coins it into capital. He
uses the future as the basis of his work to-day,
and yet he builds also on yesterday. The mis-
takes he made, then, are the signal bells of alarm
telling him of what he must beware. Curb your
temper; yesterday you lost a sale because of it.
Take a venture in a new line; you deciined one
yesterday, and the fellow across the street has
taken it on. Encourage your help; a good sales-
man left you yesterday because he thought you
did not appreciate him. Push your collections;
vou should have got your money of Blank yester-
day, and to-day he failed. The successful man
looks back and sees his pathway strewn with
mistakes, and yet he has prospered in spite of
them—perhaps becanse of them—else he would
not be where he is to-day. The man who has
never made a mistake is the one who has
never done anything.

It seldom is wise to inform a customer that
he is offered an artic'e below cost. It is apt to
lower his opinion not only of the goods, but of
the methods of the merchant. Of course, this
does not hold in case of a clearing sale or a
cut-price table, where it iS openly confessed
that the goods are sacrificed for the sole purpose
of getting rid of them and of replacing them
with others.
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COLORED MOVING PICTURES.

Latest Feat in Photographing in Natural Tints
Shown With Considerable Success in London.

Colored photography is no longer a dream of
the future, it is an accomplished fact; it no
longer lies in the region of theory, it has become
a workable, mechanical process. So much was
proved by the remarkable series of colored bio-
tcope pictures shown to the public for the first
time two weeks ago at the Palace Theatre in
London, Eng., by Charles Urban and Albert
Smith.

The beautiful colored transparencies exhibited
last autumn by Langdon Coburn, Baron de
Meyer and others of the “Linked Ring” showed
what wonderful progress color photography has
made during the last few years. Though much
time and money and thought have been spent on
experiments with bioscope pictures,the exhibition
ve'erred to was the first public presentation of
actual results.

“Kinemacolor” is a distinet advance on any-
thing that has been done before. It is a step
in the right direction, and every step brings
nearer the perfect realization of photographing
nature in her own hues. The bioscope pictures
are colored entirely by the action of the sun’s
rays. The films are in no way touched by hand
after being taken, except to be developed like
ordinary photographs.

The process is this: An ordinary reel of films
(a ribbon of celluloid is the technical name) is
placed in the bioscope machine and in front of
the aperture are placed two screens, or filters as
they are called, which alternate as soon as the
machine is set in motion, so that each piece
of film as it is exposed is influenced by the
filter which comes between it and the scene it
records. These filters divide all the colors of the
spectrum into two groups, one ranging through
white, yellow, orange and scarlet to the darkest
reds; the other through white and yellow to
green, blue, violet and indigo to black.

The film itself is monochromatic and can be
used for ordinary bioscope pictures, but when
being used for kinemacolor pictures it is nec.
essary to place two screens ip front of the aper-
ture of the machine, these being complementary
to the filters used in taking the photographs, so
that each picture when illuminated and projected
on the sheet reproduces the colors according to
the original filters, first orange red, then blue
green, and those alternate so rapidly that the
tints of nature are more or less reproduced.

Houses are red, trees are green, rocks and
roads are brown, and sky, sea and people are
represented to a certain degree as we are ac-
customed to see them. Doubtless when the pro-
cess is further improved the tints of nature will
be absolutely reproduced.

To say that the invention has not yet reached
perfection is to cast no slur upon the inventors.
Attached to the programme of this exhibition is
a little explanation by them setting forth a few
facts about their process. They admit that it
is capable of fuller development, and add that
they are daily working at experiments toward
that end.

As it is the pictures are remarkable. They
fail only in so far as they do not yet reproduce
all the tints of nature. Yellows and blues are
negligible quantities, while reds and greens are
too insistent and apt to be a trifle crude. To ac-
count for this a rather fuller explanation of the
process is necessary.

Every one knows the means by which an or-
dinary photograph is obtained, and that the rays
from a light object when passing through the
lens of the camera darken or thicken the nega-
tive, and that tbe thickening of the negative
when placed over the sensitive paper prevents
the light from affecting the paper, and so the
object becomes light again in the positive. 1t
is the filters used in taking the kinemacolors
that determine the color of the picture.

These filters are so prepared that the filter
that is complementary to the orange-red screen
allows the rays of light to affect the negative in

such a way that when the positive is illum-
inated the light passes through the orange-red
screen only in such a degree as is necessary to
the color of the picture. The same is true of the
blue-green filter, and the intermediate colors or
grays are produced by a little light passing
through both filters at the same spot.

In color printing every tint and graduation
can be perfectly reproduced by means of three
blocks, each block representing one of the three
primary colors. In the kinemacolor pictures it
may be that the use of only two screens, red
and green, does not permit of such graduations.

It may also be that blue and yellow are more
affected by artificial light than red and green
and that therefore, although the photographs
may be true as to color in daylight, in the arti-
ficial light which is used in showing them it
would be necessary to overemphasize the blue
and yellow to give these colors their proper
value.

Another fault of the kinemacolor pictures is
their tendency to show a prismatic line where
one object touches another, and this is partic-
ularly noticeable where a white object is re-
lieved against a dark background. For instance,
in the series which shows a little girl playing
with her rabbits first a red line, then a green
line and then both a red and a green line ap-
pear between the edge of the child’s white hat
and pinafore and the trees and fence behind her.
Some pictures show this much less than others;
those that are simple and contain a few objects
are best.

Cultivate the acquaintance of the working
people when they have time to talk with you.
Better, in this case, to loaf in the daytime, un-
less you are one of those rare people who “im-
prove each shining hour.”

The cheapest thing to be obtained in the way
of raw material is courtesy. Yet how valuable
it becomes when included among the permanent
assets of a talking machine store.

A SIDE LINE

YOUR MAIN LINE

We can refer to quite a number of talking machine dealers who have

which may soon become

taken on our line of

PIANOS and PLAYER PIANOS

and feel well pleased with the results achieved !

this proposition !

We control the output of two large factories furnishing a complete
line of pilanos and player pianos of unexcelled merits !

Let us hear from you.

WINTER & CO.

Manufacturers

. 220 Southern Boulevard (cor. E. 137th St.)

Suppose you consider

NEW YORK CITY
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HARMONICAS AS A SIDE LlNE._

Profitable and Quick Selling Specialties—
Hohner’s Great Line Are Known the World
Over—People Call for Them—It Pays to
Handle These Instruments.

Talking machine dealers looking around for a
profitable side line will find the Hohner har-
monicas one of the easiest to handle, as such a
thing as “dead stock” is unknown when these
worldfamous goods are taken on. They are
rapid sellers, from the fact that the designs, pat-

in different keys. This has been made poss1b1e
only by the new construction of the reed cells
and is an exclusive feature of Hohner harmonica
No. 702. Its neatness and compactness makes
it 2 very desirable instrument. The Duplex has
forty holes, 40 reeds, brass plates, nickel-plated
tubular shaped corners. For prices, ete.,, address
M. Hohner, 475 Broadway, New York City.

ALL KINDS OF PEOPLE.

Some of you we know have to associate with
cross, crabbed, irritating, quarrelsome customers

terns and finishes of these instruments represent
the very latest improvements, as they are made
in the oldest, largest and best-equipped factory in
Germany—namely, at Trossingen.

One of Mr. Hohner’s very latest innovations in
this line is the Duplex No. 702, herewith shown.
This harmonica sustains the Hohner reputation,
for it is, perhaps, the finest novelty ever pro-
duced in the harmonica trade, and will, without
doubt, prove an excellent seller. The construc-
tion of this instrument differs in many respects
from that of the ordinary harmonica, inasmuch
as it is a double-sided harmonica only, of full
concert size, constituting two perfect harmonicas

who are out of touch with the world and every-
body in it, including themselves. They are, how-
ever, here for a purpose—to teach forbearance.
We wouldn’t know there was such a thing in
business if it wasn’t for such men. We will not
argue that they are worth cultivating for bosom
companions, but we must admit that they are
worth cultivating for the sake of orders. It is
so often the case that a salesman lets a few mo-
ments’ unpleasantness of this kind make him
lose sight of the fact that every order counts on
reckoning day. It’s not a bed of roses, but if
we didn’t have a few customers of this kind to
deal with, we wouldn't know how to appreciate

NOW READY

The VIASCOPE SPECIAL __=

.

After years of study we have perfected

a moving picture machine void of all
vibration and absolutely flickerless. All
working parts of mechanism encased in a highly
polished nickel-plated steel case. Its construction
is so simple that it can withstand the hardest usage
without getting out of order.

Write for Catalogue.

VIASCOPE MFG. CO. - CHICAGO

Department A, 112 East Randolph Street

IF YOU ARE INTERESTED

ELECTRIC-PLAYERS

Write us for Latest List of Up-to-date and Popular Selections In

PERFORATED-PAPER MUSIC ROLLS

THE PIANOVA CO., 117-125 Cypress Ave., N. Y.
Largest Mirs. ELECTRIC PLAYERS and MUSIC ROLLS

the ones who are decent. And that certainly
would be a calamity. So, after all, the grouch
does answer a purpose, and we hope you’ll make
up Your mind to tolerate him, for your own
sake as well as that of the customer who treats
vou like a human being.

F. & H. LEVY MFG. CO. TO MOVE.

Lease Entire Loft at 53 Crosby Street—To Pro-
duce Only High-Class Cards—Working on
Holiday Styles.

The F. & H. Levy Manufacturing Co., the well-
known post card manufacturers at present lo-
cated at 111 East 14th street, New York, have
leased an entire loft at 53 Crosby street, running
clear through to Lafayette street, and will re-
move to the new quarters upon the expiration of
their present lease May 1. This firm have been
particularly successful since entering the post
card field, and their product has improved in
quality until to-day there is not a cheap looking
printed card in their line. Most of their cards
are lithographed in from 8 to 12 colors, including
gold, and are heavily embossed, each style being
produced in a half dozen or more designs. Be-
sides plain, birthday, congratulation and similar
cards they are already at work upon a superb
line of Thanksgiving, Christmas and New Year
cards which, it is said, will surpass all their
previous efforts in this direction.

MOVING PICTURES CENSORED.

Only a Few Hundred Feet Out of 18,000 Con-
demned and That for Art’s Sake.

The Motion Picture Patents Co., 80 Fifth ave-
nue, which has called in a committee of citizens
to act with the management in passing upon the
propriety of films to be supplied to the 5,000
moving picture theaters which 'this company sup-
plies, to the end that no evil seed shall be
dropped into the young mind from these pictures,
held a conclave last week for the purpose of pass-
ing judgment on new films.

Charles Sprague Smith, president of the Peo-
ple’s Institute and chairman of the committee,
was present, along with the Rev. Walter Laid-
law, of the Federation of Churches; Thomas
McClintock, of the Society for the Prevention of
Crime; Gustave Strabenmuller and Evangeline
Whitney, of the Board of Education; Miss
Theresa Townsend, of the Women’s Municipal
League, and several others.

The picture company, it was explained, sup-
plies about a hundred film exchanges all over
tlie country, these exchanges supglying 5,000
theaters. An officer of the company said that the
company not only would refuse to supply any-
thing except films beyond reproach, but would
withdraw licenses from all the theaters on its
list which did not keep its house in safe and
sanitary condition.

The temporary board of censors labored for
five hours, inspecting the 18,000 feet of pictures.
The formal report will be made later, but it
was said by one in authority that less than 300
feet would be objected to, including “Every
Lass a Queen,” because it was inartistic!

60 YEARS’
EXPERIENCE

Trape MARKS
DEeSIGNS
COPYRIGHTS &C.

ne sending & sketch and description may

qnﬁg‘:‘k’l‘; nsn:ert.».lng our opmkm free wrether an

invention is probably entable. Com: ca.

tions stri c%yl rgontnde;l zlnl “l’l r“i‘gc?. rl'l,(go:n:’:r:.e:ts
ic;

i A or nﬁrouzh Munn & Co. receive

Pateuts taken t
special notice, without charge, in t

Scientitic FHmerican,

ndsomely {linstrated weekly. Largest cir-
&xlh:tlon of nr’ly !clenuﬂc ournal, Terms, $3 a

yoar: four months, old hy ali newsdealers.

MUNN & Co. o1, NeW YOTK

Branch Office, 625 F' Bt., Washington, D. C.
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A PLAIN QUESTION

Do you wish to increase your business?

l_
|
Do you wish to form an alliance with a |
product which will win you dollars?

Presumably you do, because most business men are not engaged In

conducting retail establishments purely for health reasons.

Now, we can assist you very materially to build up your trade, no

matter where you are located.
We make some of the most attractive pianos ever put forth.
They are good to look at and they are pleasing to listen to. ‘
They are good business companions.
They will help vou.
Yes, we have the pianos at the right price.

In fact the values offered are surprising. \We have the business

builders, and you have a retail establishment.
Now, let us get together for mutual good. |

NOt soon, but now.

CABLE-NELSON PIANO CO. |

General Offices, Republic Building CHICAGO, ILL. ‘
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STOP—

No matter in what
part of the world you
may be located.

No matter whether
your lines are complete
or not, you can do an
increased business if you
have an article which
will appeal to the critical tastes of the people.

Now 1t 1s generally admitted that the piano player is a
66 . 1 °9 o o
middie of the road” proposition to-day.

In other words, the people are interested in piano players
more than almost any other product of human brains and skill.

It 1s a fact, too, that the Peerless Automatic Piano i1s
admittedly far in the lead.

It 1s a player which is marvelously attractive, and any
dealer who secures the agency for this product has a business
asset that 1s worth many dollars to him.

Some talking machine dealers who have handled the

Pcerless line have been overjoyed at the results obtained.
~ The Peerless coin operated player has large sales possi-
bilities.

Just think for a moment of the hotels, cafes and other
places of public amusement, etc.,in your locality, and see if
you cannot at once see trade possibilities opening up which
are interesting.

We can help you to make them interesting, and we can
help you to create a new paying business, thereby increasing
your business profits. Write us.

PEERLESS PIANO PLAYER CO.

(F. ENGELHARDT & SONS, Prop’s)

stoomsvie, vy, Windsor Arcade, 2 East 47th St., NEW YORK
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STORE LIGHTING AND ITS VALUE.

Too Many Merchants Overlook That a Bril-
liantly Lighted Store Carries Conviction of
Honesty and Fair Dealing.

“In vino veritas,” runs the old proverb—"in
wine there is truth.” In luci veritas expresses
equal truth in nobler form—in light there is
truth. There are few words iu the English lan-
guage whose literal and metaphorical meanings
are so nearly akin. To have light on a subject
is to have the truth concerning it, and to illu-
minate a physical object with physical rays of
light is to bring out its true physical existence—
its material truth.

The importance of this fact, and the value of
the association of the two ideas, is something to
which every merchant should give thoughtful
onsideration. A brilliantly lighted store carries
with it the positive, though unconscious convic-
lion of honesty and fair dealing. Where there
s light there is manifestly no desire to conceal.
Merchandise that is displayed in the full rays of
the modern light-source is literally exposed to
the light of truth.

Sincerity is expressed far better in actions than
in words. The invitation to “look for yourself”
which is vividly written wherever a brilliant
light shines is a more potent guarantee of sin-
cerity and honesty of purpose than all protesta-
tions of word or pen.

Just as surely as you walk with caution in
jark or dimly lighted places, so you buy with
raution in the dimly lighted store.

Some merchants, recognizing this general
iruth, have used “the daylight store” as an ad-
vertisement; with modern illuminants there is
no excuse for any store not being a ‘“daylight
store.”

An ample and generous use of light is a many-
sided virtue; it attracts the purchaser by its air
of hospitality, wins his confidence by its mani-
festations of sincerity, and satisfies his sense of
justice and fairness by its searching revelation
of the truth.

Let there be more light!

DUCKS EX MACHINA.

How Bob Green Gets Geese With a Phonograph.

A recent dispatch from St. Charles, Mo., gives
us an old story in new dress. It reads thus:
“Nature writers, give ear to the wonderful tale
of Bob Green, of Orchard Farw, and his phono-
graph. Recently Bob purchased a phonograph
and some Dblank records. The next day he
caught a goose, the biggest one on the farm.
Setting the machine going, Bob pulled the goose’s
tail. “Honk, honk, honk, saw!” screamed the
bird.

“Bob released the goose and stopped the pho-
nograph. Then he caught a duck and went
through the same operation. ‘Qua-a-ck, quah-a-
cak, qua-wa-wak, quak!” the duck yelled.

“Next day Bob took his machine and the two
records to a thicket on the Marais Roche. He
turned the goose record loose and with shotgun
in his hand awaited results. Soon a flock of

wild geese passed over. One gander and three
geese fell to his aim. Fancying a change, Bob
substituted the duck record. The results were
similar. This time he bagged three drakes and
a duck.

“And local pessimists significantly suggest that
Roosevelt has departed for Africa.”

THE VICTOR IN LECTURE RECITALS.

Talking Machine Used to Illustrate Talks by
E. J. Meyer Under Auspices of D. S. Johns-
ton Co., Tacoma, Wash.—A Great Success.

(Special to The Talking Machine \World.)
Tacoma, Wash., April 3, 1909.
The D. S. Johnston Co., 943-945 C street, this
city, concentrated a great deal of public atten-
tion on their talking machine department re-
cently by sending out invitations for two lecture
recitals given by Edmund J. Meyer, the subjects

. being, “The Singing Voice” and “The Real Power

of the Truly Great Singer.” Iu his lecture on
“The Singing Voice,” Mr. Meyer illustrated by
the use of the Victor talking machine the differ-
ences between the artistic and the common tone,
explaining why two voices of equal compass and
power belonging to two singers of equal musical
knowledge and ability differ so greatly in artis-
tic and commercial value—why one voice will
command $2,500 per night and the other not
more than $25. By way of illustration and Com-
parison, Mr, Meyer used the voices of Caruso,
Melba, Calve, Scotti and other artists, and also
had some songs sung by Gunnar Matthiason, a
well known baritone, explaining how the artist
is distinguished from the good singer.

In a second lecture Mr. Meyer showed that
true power does not lie so much in volume, com-
pass or physical strength; not so much in the
development of the two forces, motor power and
control so necessary; but that it lies in an inner,
a high power, that which is called “the third
power of the singing voice.” This is a power
which is possessed by nearly all singers to a
greater or less degree, but is so seldom de-
veloped.

Mr. Meyer, who lectured on this occasiou, has
won an international reputation through his
teaching, his lectures and his essays on tone
color, tone character and the artistic tone. His
works on the singing voice are recognized as
standard in all countries.

The lecture recitals were given at the Temple
of Music and attracted large audiences, who were
most appreciative of the enterprise of the John-
ston Co. It was an impressive illustration of
the splendid merits of the Victor grand epera
records which enabled Mr. Meyer to bring home
the salient points of his lecture to great advan-
tage.

PETMECKY—CO. ARE VICTOR JOBBERS.

The Petmecky Co., of Austin, Tex., who be-
came famous through the needle which bears
their name, have qualified as distributers for
the Victor Talking Machine Co. They will carry
a very large and complete stock of Victor talk-
ing machines and supplies, and intend to cater
in a large way for the trade of their territory.

SPANISH AMBEROL RECORDS

Just Finished at Laboratory of National Phono-
graph Co.—Set of Fourteen Records Made by
Spanish Artists—Also Twelve Porto Rican
Selections Produced as Well as Four Ban-
durria Records.

The National Phonograph Co., Orange, N. J.,
have just finished at their New York laboratory
a series of “Amberol” (4-minute) records, in-
tended primarily for their Spanish trade, but
which should be well received by cosmopolitan
music lovers, as they are a representative col-
lection of typical songs of Spain and Spanish-
speaking countries. They utilized the services
of several Spauish artists now at New York, with
the Anua Held Company in the successful mu-
sical play, “Miss Innocence,” and made a set of
fourteen Spanish-“Flamenco” records—six so-
prano solos; three by instrumental trio, (two
guitars and one “bandurria,” a small guitar with
wire strings being the baritone of a combina-
tion, the mandolin or lute being the soprano;
and four guitar solos. The soprano, “Lola la
Flamenca.” is a prominent Spanish dancer and
singer, very popular, not only in Spain, but in
other countries, especially in Paris, from where
she came direct to New York. She was born at
Seville, Spain, and is a specialist of “flamenco”
songs, songs typical of Andalusia, a region of
southern Spain, and which have the same charm
and languor which distinguish the songs of
southern countries. The instrumental trio has
played delightful selections. This trio is com-
posed of Amalio Cuenca and Eduardo Salmerén,
guitar players, and Miguel Casares, “bandurria”
player. They are immensely popular in Europe
and Spanish America. Eduardo Salmerén is es-
pecially popular in England. He resides at Lon-
don, and has played before King Edward, who
complimented him personally for his fine exe-

cution. Amalio Cuenca is also a splendid guitar
player. He has a great reputation in Europe,
and also in Mexico, where he played before

President Diaz and was warmly praised by him.

The company have also made twelve Porto
Rican selections, sung by Gracia Lépez, a young
Porto Rican soprano, with a very fine natural

voice, and- by Jorge H. Santoni, a well known
Porto Rican singer and musician. They are
beautiful selections and are a representative

collection of the songs of that delightful island
possession, which, in common with all Spanish
countries, has numerous typical and folk songs
full of charm and sweetness.

Last, but not least, the company also made
four “bandurria” solos by Joseph Ramirez, the
best “bandurria” player in the world. Mr. Ra-
mirez is a Spaniard and has a great reputation
throughout the world. He is also well known
in this country, as he was the originator and
organizer of the Spanish troubadours, which
toured this country with great success several
years ago. He has also been with Maude Adams
in “Twelfth Night,” with Frances Starr in “The
Rose of the Rancho.,” and of late with William
Faversham in “The World and His Wife” and
“The Barber of New Orleans.” The selections
recorded by him are delightful dance airs.
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" MILWAUKEE'S BUDGET OF NEWS.

March Business Proves Very Satisfactory to
Dealers and It Is Confidently Expected That
the Entire Year Will be Prosperous—Lively
Demand for April Records—Lawrence Mc-
Greal Plans Immense Retail Talking Ma-
chine Store—Huseby Co. Stock Sold Under
Hammer and Bought by A. D. Geissler—
Other News of the Month.

(Speclal to The Talking Machine World.)
Milwaukee, Wis., April 8§, 1909.

Milwaukee talking machine dealers are well
satisfied with business thus far for the month of
March, and indications are that the total
volume of trade for the month will be far in
excess of either January or February. The spring
business has opened up. very satisfactorily, and
predictions are made by dealers that the entire
year of 1909 will be a prosperous one for the
Wisconsin talking machine field. The piano busi-
ness in Milwaukee has been taking big spurts of
late and a corresponding gain is being noticed in
the talking machine line. It is a well-established
fact in Milwaukee that when the piano business
is good, talking machine dealers seem to meet
with a better trade. The present condition of
affairs seems to result from the general improve-
ment that is taking place in all lines. Money is
becoming more plentiful, confidence has returned
and people are again feeling free to buy talking
machines and pianos.

A lively demand for the new April records is
being met with all over the city. The new
doublefaced Vietor and Columbia records are
proving to be ready sellers. Demand for the
Amberol four-minute Edison records is going on
unabated and dealers are finding themselves just
about able to keep their stocks up at a stage to
satisfy the trade. Records of the more expen-
sive class are still increasing in popularity.

M'GREAL LEASES NEW BUILDING.

The initial steps in establishing in Milwaukee
what will be the largest retail talking machine
store in the entire Northwest have been taken by
Lawrence McGreal, Milwaukee’s retail and whole-
sale talking machine dealer, in leasing for the
period of a quarter of a century the six-story
Patton building located at the corner of Grand
avenue and Fifth street. The consideration for
the twenty-five year period is $350,000. Mr. Mc-
Greal's lease begins May 1, 1909, although some
of the leases held on parts of the building will
not expire until May 1, 1910. When the lease on
the lower floor of the structure expires in May,
1910, Mr. McGreal will remodel this floor and
move his entire retail business to this location.
This will give the well-known dealer a space of
50 by 100 feet, located in a district which, by
next year, will be the heart of the business cen-
ter of Milwaukee. The upper floors of the
building will be rented as offices. Within the
next few months Mr. McGreal will lease his
retail quarters in his present building at 172-176
Third street. The wholesale talking machine es-
tablishment on the third floor of the Third street
building will not be moved.

The six-story structure purchased by Mr. Mec-
Greal was erected by the Builders and Traders’
Exchange for its own use, and has beén declared
to be one of the most solidly constructed build-
ings in the ecity. It stands on a foundation so
firm that the building could easily permit of an
addition of five or six stories, if it is ever found
necessary. Plenty of room will be given Mr.
McGreal for the further expansion of his busi-
ness. The trade of the well-known retailer and
jobber will probably more than double itself
within the next few years if location will act as
a factor. The district surrounding the Patton
building is fast becoming the all-important retail
center of Milwaukee, owing to several reasons.
The big department stores, office buildings and
other structures are gradually being erected west-
ward in this locality, the free growth of the city
in this direction being unimpeded. The city’s
two newest electric lines pass close to the build-
ing, the Chicago & Milwaukee road’s cars passing
the door and the Milwaukee-Northern’s cars pass-

ing within a block of the structure. Barrett’s
new department store is located directly across
from the building, while the Uhlein property,
declared to be the future location of another big
department store, is located diagonally opposite
the recently acquired property of Mr. MeGreal.
Mr. McGreal believes that, disregarding the im-
mense importance of the location for his retail
business, the building will make him a wealthy
man from the very nature of the investment.
TELEPHONE TO TRANSMIT MUSIC.

Wisconsin owners of talking machines may
now utilize the telephone to transmit music to
their less fortunate neighbors as often and as
much as they wish. At least the practice will
not be prohibited by law. The Wisconsin Legis-
{ature recently refused to pass a measure which
aimed to make it unlawful to hold the telephone
receiver to listen to conversation or to transmit
musie, and talking machine owners who had been
in the habit of transmitting over the telephone
the production of the latest record to their ad-
miring friends and neighbors are now breathing
much easier. Officials of the telephone company
say that this practice is followed extensively
in the country distriets, and that while some little
inconvenience may result they are willing to aid
the talking machine in its good work of educa-
tion and enlightenment.

HUSEBY CO0.’S AFFAIRS.

The Huseby Co., well-known Milwaukee talk-
ing machine dealers, 454 Grove street, and with
branch offices in the Majestic building, has made
an assignment to its trustee and its stock has
been sold under the hammer. Liabilities were
scheduled at $6,500 and assets at about $3,400.

The suit of the Victor Talking Machine Co.
against the Huseby Co. in which the Victor Co.
sued for recovery on money due, and which re-
sulted in a vietory for the Vietor Co., with a
decision calling for the payment of $1,008.78
damages, was a final blow to the Milwaukee con-
cern. The main store of the Huseby Co. has
been located in an extremely poor business sec-
tion of the city, while the branech offices of the
company in the Majestic building were out of
range with the average trade. A series of un-
fortunate circumstances seemed to work to the
downfall of the company, and George G. Huseby,
president of the company and general manager,
is being accorded the sympathy of Milwaukee
dealers. It is said that Mr. Huseby will not re-
engage in the talking machine business, for the
present at least.

The general stock of the company, consisting
of talking machines, records, attachments, cabi-
nets and bicycles, was sold at public auction in

the city on March 22 and was bought in its
entirety by A. D. Geissler, manager of the Talk-
ing Machine Co., of Chicago.

Lawrence McGreal was in attendance at the
recent meeting of the executive committee of
the National Association of Talking Machine
Jobbers held at Columbus, O.

TUBULAR CHIMES FOR M’GREAL.

The only set of tubular chimes in Wisconsin
has been erected in front of the talking machine
establishment of Lawrence McGreal, 172-176
Third street, and are attracting the attention of
all Milwaukee. The chimes are of the West-
minster variety, and so loud and clear are their
tones that they are heard at least a block away
even above the usual noises of street traffic.
The chimes strike the quarter, half, three-quar-
ters and hour as follows: At quarter past the
hour, four strokes, Westminster; at half past the
hour, eight strokes, cathedral; at three-quarters
past the hour, twelve strokes, reveille; at the full
hour, sixteen strokes, Westminster, followed by
the striking of the full hour. The chimes were
manufactured in Minneapolis, where they were
secured by Mr. McGreal.

CIHAFING UNDER ORDINANCE.

Theater owners and talking machine dealers
at Fort Atkinson, Wis,, are chafing under an or-
dinance passed by the Common Council, of that
city, prohibiting ‘“barking” on the streets by men
connected with electric theaters and other places
of amusement. Talking machine dealers of the
city are wondering if the ordinance will prohibit
theater owners from using a machine for an-
nouncement and for outside attraction.

Lawrence McGreal and an Auxetophone re-
cently filled an important réle at the “Irish Bo-
hemian” night at the Milwaukee Elks’ Club on
St. Patrick’s night. The Auxetophone gave selec-
tions interesting to the former natives of the
Emerald Isle.

A RIVAL TO ‘“HIS MASTER'S VOICE.”

Jessie, the bull terrier mascot of the Milwaukee
braneh of the Columbia Talking Machine Co., is
the mother of six young terrior pups, all “Co-
lumbia dogs.” Manager A, D. Herriman an:
nounces that he will give one pup to each of the
Columbia establishments at New Yorlk, Chicago,
Boston, Philadelphia, St. Louis and Kansas City.
Jessie, the Milwaukee mascot, is an exact like-
ness of the famous Victor dog, and it is a stand-
ing boast among the Milwaukee Columbia men
that if she ever met her Victor likeness there
would be a battle royal.

SOME EFFECTIVE CONCERTS.

J. H. Becker, manager of the talking machine

department of the Hoeffler Manufaeturing Co.,

— -OUR

VICTOR

But—

appreciated by them.

RECORDS

Guaranteed Perfect

We have arranged for iwo entirely distinct and separate stocks of VICTOR RECORDS
ONE RETAII, ONE WHOLESALE. By this system we are enabled to guarantee our
Wholesale Trade that they will receive from us VICTOR RECORDS:in absolutely the
same condition they are supplied us by the factory.

NOT RECORDS THAT HAVE BEEN USED FOR DEMONSTRATING MACHINES ;
NOT RECORDS THAT HAVE BEEN PLAYED FOR RETAIL PROSPECTS

Absolutely New Unplayed Records

We don’t need to enlarge upon the advantages of this system. You will appreciate
it. We originated the system of supplying the high-grade

RED SEAL RECORDS IN SEALED ENVELOPES

This is appreciated by dealers in Victor Records, and we are sure the new method of filling
wholesale orders from a stock which is in no way connected with our retail stock will be even more

If You Want New Records, Send Us Your Orders
- L 177T St.
The Eastern Talking Machine Co., gbston. Mass.

Original Distributers of Victors in New England

LARGEST STOCK — BEST SERVICE

Fifteen Years an Exclusive Talking Machine House
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New Victor Records for May

10-inch Records—Single 60 cents;
Double-Faced 75 cents

The double-faced records are lettered “(a)’’ and “(b).”

5686 Salute to Mexico Mareh....U. §. Marine Band
5690 DMarsovia Waltzes. ... ...... U. 8. Marine Band
5684 Frozen Bill -Cakewalk.. Pryor’s Band
5685 Amina—A Serenade............. Pryor’s Band
5691 Silver Threads Among the Gold...Will Oakland

iss ]oncs and Mr. Spencer
(b) Sehultz on Woman s Suffrage.

{ (a) Si Perkins’ Bam Dance.
Frank Kennedy

52015 Kiss \Valtz-—\Vlnstlmg Solo.....Charles Capper
5683 Denver Town........../ American Male Quartet
16291 (a) 1 \Vlsh 1 Had a Girl....... Billy Murray
{BBBToke.). ..o L. .., Edward W. Meeker
(a) I’ansnes Mean Thoughts and Thoughts
16202 Mean You...................) Tacdonough

) To the End of the World With You
Henry Bun

(a) Ah! Cupid—Cornet Solo.

16296 Ierbert L. Clarke
(b) The erds in the Forest—Two Violins
L ......... Rattay, Levy and Lyons
16293 (n) Unclc Josh and the Billiken. .Cal Stewart
(b) The Hot Tamalc Man....! Arthur Collins
16289 (a) Queen of My Heart........ Alan Turner
{ (b) Come Back to Erin...... Haydn Quartet

This complete list of new

Accompaniment by the Victor Orchestra

12-inch Records—Single $1.00; Double-
Faced $1.25
The double-faced records are lettered “(a)’’ and *(b).”

31730 Pride of the Nation....... Arthur S. Witeomb
Cornet Solo.....Acc. by U. Marine Band
The Boy on the nght Field Fence .Dighy Bell
The Wedding o’ Lauchie MeGraw.
Harry Lauder
(a) ’Possum Supper at Darktown Church.
35074 Victor Vaudeville Company
() Barn Dance Medley No. 1..Pryor’s Band
(a) Over the Waves Waltz (Sobre las Olas).
35068 ryor’s Band
(b) Militaire Waltz..Victor Dance Orchestra
e (a) Angels Ever Bright and Fair.Lucy Marsh
85075 { (b) Unfold Ye Portals........ Trinity Choir
58006 Walkure—DMagic Fire bSpell—Pianoforte Solo.
Alfred Grunfeld

New Victor Red Seal Records
TWO NEW MELBA RECORDS
Nellie Melba, Soprano.

88148 Otello—Salce, Salce (\\'ﬂlow Song) (Verdi).
-inch, $3. In Ttalia
88156 Beheve Me If All Those Endearing Young
Charms (Moore). 12-inch, §3. In English.

31751
58005

Victor Records will appear in

TWO ENGLISH SONGS BY GADSKI
Johanna Gadski, Soprano

§7026 How Much I Love You (La Forge). The
Year's at the Spring (Beach). 10-inch, $2.
In English.

A MIGNON NUMBER BY FARRAR
Geraldine Farrar, Soprano
88152 DMignon-Styrienne, “Je Connais” (I Know a
Poor Maiden) (Thomas). 12-ineh, $3. In
French.
A FOLK SONG BY SCHUMANN-HEINK
Erunestine Schumann-leink, Contralto.

88155 Es ist Bestimmt in Gottes Rath (It is Ordained
by God’s Decree) (Mendelssohn). 12-inch,
$3. In German.

TWO NEW ELMAN RECORDS
Miseha Elman, Vielinlst,
61183 Swing Song (Barns). 10-inch, $1.

71039 Gavotte (Grossec) German Dance (Deutscher
Tanz) (Dittersdorf). 12-inch, $1.50.

our double-page advertisement

in the leading magazines for May, and attention will also be called to them in our adver-

tissment of April 28 in the principal daily newspapers throughout America.

This magazine and newspaper advertising reaches millions of people and benefits dealers

everywhere.

April 28, so that you can take care of every customer.

It’s to your advantage to have the complete list on the simultaneous opening day,

You know every Victor Recordis a perfect record; has the unequalled Viczor tone quality.
And every Victor Record you sell means a pleased customer, and helps you build a steady, profit-

able record business.

So make an effort to get all this desirable trade that’s in your neighborhood.

Victor Talking Machine Company, Camden, N.J., U. s. A.

Berliner Gramophone Co., Montreal, Canadian Distributors

To get best results, use only Victor Needles on Victor Records
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has been offering some successful concerts in Mil-
waukee of late. A recent Auxetophone concert
at the building of the Milwaukee Electric Rail-
way and Light Co. was listened to by more than
2,000 employes and officials and was one of the
most successful events of the kind ever presented
in Milwaukee. Mr. Becker believes that the talk-
ing machine can fill an important place in the
churches, and on several occasions has offered
the use of his machines to Milwaukee houses of
worship. Mr. Becker and a Victrola recently
officiated at a sacred concert at the Wesley
Methodist Episcopal Church, Grand avenue and
25th street, and members of the audience say
that the Victrola carried off the honmors of the
evening.

Roy J. Keith, of the Talking Machine Co., of
Chicago, recently called upon the Milwaukee
trade. Manager A. D. Geissler, of the same com-
pany, was also in the eity in connection with
his purchase of the stock of the bankrupt
Huseby Co.

ATTRACTIVE DISPLAY WINDOW.,

The talking machine displays in the windows
of the Hoeffler Manufacturing Co. usually at-
tract any amount of attention, and the exhibits
of the last few days have been no exception.
During the week that “The Red Mill’ was pre-
sented at one of the Milwaukee theaters Manager
Becker conducted a wonderful sale of “Red Mill”
records as a result of a catchy window exhibit.
A real mill occupied the center of the window
during the week, and over the mill itself
was a large red card advertising the talking
machine records. In addition to the big sale of
records, Manager Becker reports the sale of
a Victor machine, as a result of the unique ad-
vertising scheme. *Faust” records have been
in demand of late, owing to the presentation. of
“Faust” in the city and a big poster display of
the “Faust” records in the windows of the
Hoeffler Co.

Mrs. A. D. Herriman, wife of Manager A. D.
Herriman, of the Columbia branch, is fast re-
covering from a dangerous attack of diphtheria.

Mr. Becker, of the Rudolph Wurlitzer Co.,

of Chicago, called upon the Hoefler Manufactur-
ing Co. recently.

E. R. Austin, a well-’known talking machine
man from the East, has been made manager of
the Edison business phonograph department at
the Hoeffler Manufacturing Co.

W. C. Fuhri, western district manager of the
Columbia Co., was up from Chicago recently to
call on the Milwaukee branch.

The Johnson Lumber Co. and the Columbia
Construction Co. have added Edison business
phonographs to their office equipment.

Milwaukee talking machine dealers are inter-
ested in the revival of the crusade against street
signs, as a result of the action of the assistant
district attorney, in urging that the 3-foot ordi-
nance be repealed. This measure has allowed
dealers a leeway of 3 feet in putting up their
signs, and was counted upon as a permanent
protection by merchants in general. Last year
there was a general crusade against electric signs
and dealers were forced to tear down their big
and expensive signs and conform them to the
3-foot leeway. This second move will mean an-

other tearing down in many cases and will entail °

considerable expense. Lawrence McGreal, the
Hoefler Co. and one or two others have had their
illuminated signs close to the buildings of late,
but many dealers are not so fortunate.

WHY RECORDS WERE SUPPRESSED.

L. R. Tairsee, Writing from Bombay, States
That Records Were Not Needed to Spread
Sedition and None Was Seized—The Facts
of the Case in Brief.

Bombay, India, March 5, 1909.

Editor The Talking Machine World, New York.

Sir—On my return this day from an extended
business tour in India, Burma and Ceylon, I
found my friend The Talking Machine World of
January 15 awaiting me here, and have read with
interest and not a little surprise the paragraphs
relative to the alleged seditious Indian records.
You rightly say that the yellow journals have

It’s

So Easy

Yes, it is not only easy to learn a foreign

language by the [.C.S. system—the
easiest and most perfect way in the world
—but it is also easy to sell I.C.S. lan-
guage outfits. It is easy to sell them to
people who are tired of their machines as
an amusement device and will be glad to
turn them into a source of profit. It is
easy to sell them to persons going abroad

and who otherwise desire to learn a
language for the sake of the know-
ledge of it alone. It is easy to sell it

to men and women who desire to qualify for positions as translators and foreign
correspondents. It is easy to sell it to foreigners, in order that they may
learn to speak English. In factthere are a great many sound reasons why it is

1.C.S. LANGUAGE SYSTEM

easy to sell the

with

a.Eanon-
PHONOGRAPH

Do you sell I. C. S. Language outfits?
such an important and profitable field of your work? Why are you thus abso-
lutely throwing away at least one-third of your business? The Phonograph sys-
tem of language instruction is now recognized as an educational factor of great
importance and the demand for this sort of language instruction is growing by
leaps and bounds. The I.C. S. system is undoubtedly the one of the greatest
merit obtainable today. Write us a postal now for further particulars.

If not, why are you thus neglecting

International Correspondence Schools

Box 918, SCRANTON, PA.

seized the opportunity with avidity, and without
taking any trouble to verify the news has made
copy and capital out of it. My apology for taking
up your valuable space is to put the facts before
your readers more than to contradict the news-
coiners and scare-mongers.

To understand the situation it is necessary to
go back to the ill-starred (and so the Indian
government have found out and admitted) par-
tition of Bengal, carried out against the unani-
mous opinion of the united Bengal. The people
of India having no voice, or next to none, in the
administration, and having found by experience
that petitions do not carry them further and that
their grievances remain unredressed, the people
of Bengal organized the boycott of English goods
as a protest against the partition of Bengal. The
National Congress that met in Calcutta, by a
nnanimous resolution declared the boycott organ-
ized by Bengal by way of protest as legitimate
under the circumstances, and thus India set its
seal of approval on the same. The boycott was
the negative side, the positive side being the
fostering of indigenous industries, a movement
known on our side as “Swadeshism”—Swadeshi
meaning ‘“of one’s own country” as contrasted
with forelgn. Swadeshism was hence an act of
self-denying ordinance, and giving preference to
indigenous goods even at a sacrifice. This move-
ment led to the creation of Swadeshi sentiment
and feeling, and ushered in the composing and
singing of Swadeshi songs, which, apart from
national sentiment, became very popular. One of
such songs is ‘“Bandematram” (‘“Hail, Mother-
land”), and was on the catalog of the Gramo-
phone & Typewriter, Ltd. Calcutta (now the
Gramophone Co., Ltd.), for a long time, but
the same has been now dropped. It is but nat-
ural that the various talking machine companies
here recorded these popular songs, and in this
every one acted as the other, and when some of
these appeared on the market, owing to the preva-
lent political situation in Bengal, the govern-
ment proscribed the sale of Swadeshi songs, and
in this no company could be said, or can legiti-
mately claim to be, more fortunate than the
other, as all were equal sinners (if not all), and
equal sufferers. It is not true that any Indian
records were seized by the government; the fact
is that the talking machine companies were
warned against the sale of certain songs, which
since have been withdrawn from the market.
The alleged seditious records have no sedition
about them, and this can be judged from the fact
that the “Bandematram,” recorded first by the
Gramophone Co., Ltd.,, was sold in quantities for
years without any objection. The same is a na-
tional song, and the “Bengalee” (a leading Cal-
cutta paper), writing about its proscription, said
as follows:

“It (meaning the circular of the Commissioner
of Police) prohibits the singing on the stage of
even the famous song of Bankim, beginning
‘Bandematram.’ The notice will be strongly re-
sented by the whole community, and we must
enter a most emphatic protest against it. ‘Bande
matram’ has practically become the national song
of Bengal. To proscribe it is to commit an out-
rage upon the public opinion. Not a word in this
song, which has already been translated into
English, can be said to be seditious or improper.
It is a patriotic song, pure and simple. To pro-
seribe it is to proscribe patriotism itself. We
appeal to the new lieutenant-governor to look into
the matter himself, without depending upon po-
lice reports, which often are as misleading as
inaccurate, and direct the withdrawal of the
Police Commissioner’s notice.”

Thanking you in anticipation for insertion of
the above, I remain, faithfully yours,

LAKHMIDAS RoWJEE TAIRSEE,

The Talking Machine & Indian Record Co.

It’s the way a man sticks to a thing that marks
him as a success or a failure. Many a fellow
has won out at the eleventh hour, just because he
wouldn’t let go. Don’t be a quitter.

Where ignorance is bliss ’tis folly to be one of
those fellows who know it all.
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Every Victor Dealer is a Music Teacher

Exactly !

A teacher is a developer, and every Ficfor dealer is a strong factor in the devel-

opment of the higher musical tastes of his community. He is selling the musical instrument
which is creating a greater appreciation of and love for the best in music—the VICTOR.

Every Vicfor placed in a community helps to raise the musical standards of that community.
And each additional /Zcfor makes it possible for more people to hear the masterpieces of the
world’s great composers sung and played by the greatest artists and musicians of the age.

What an honor this is for you, Mr. Dealer!

tivity in selling the Victor/

What an incentive it should be for greater ac-
\Vhat an opportunity to be of service to your town or city! And

what possibilities for business and money-making it holds out to you.

It pays well to sell the /7cfor, Mr. Dealer.

Be the greatest music-teacher in your town!

Victor Talking Machine Co.

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

It pays in prestige, in popularity, and in profit.

Berliner Gramophone Co., Montreal, Canadian Distributors.

To get best results, use only Victor Needles on

Albany, N. Y.......v.. Finch & Hahn.
Altoona, Pa .W. H. & L, C. Wolfe.
Atlanta, Ga....oooviee Elyea.Austell Co,
Phillips & Crew Co.
Atlantic City, N, J..... Sol. Bloom, Inc.
Austin, Tex..... .o The Pctmecky Co.
ko i S A Bk g,
H. R, Eisenbrandt Sons.
Wm. McCallister & Son.
Bangor, Me..c........ M. H. Andrews.

Birmingham, Ala....E. E. Forbes Piano Co.
Talking Machine Co.

Boston, Mass......... Oliver Ditson Co.
The Eastern Talking Machine

Co.
M. Steinert & Sons Co.

. American Talking Machine Co.

. W, D, Andrcws,
Neal, Clark & Neal Co.

Brooklyn, N. Y
Buffalo, N. Y.

Burlington, Vt. ... American Phonograph Co,
Butte, Mont... ++..Orton Brothers,
Canton, O..... .. The Klein & Heffelman Co.
Charlotte, N. C.. . Stone & Barringer Co.
Chicago, Ill....cen0. Kon & Hecaly,

e Rudolph ‘Warlitzer Co.

The Talking Machine Co.
... The Rudolph Wurlitzer Co.
«.. W. II. Buescher & Son.
Collister & Saylc.

The Eclipse Musical Co.
.Perry B. Whitsit Co.
.Dallas Music Co,

. The Fenerly Puno Mfg. Co.
... Hext Mus
le:e [\mght Campbell Music
0.
. Jones Piano Co.

Harger & Blish, Inc.
Detroit, Mich..... ‘... Grinnell Bros,

Dubuque, lowa. .Harger & Blish, Inc.
Duluth, Minn......... French & Bassett,

Cincinnati, O...
Cleveland, O....

Columbus,

Dallas, Tex.
Dayton, O..
Denver, Colo.

Des Moines, lewa...

LIST OF VICTOR DISTRIBUTORS
El Paso, Tex. .. W, G. Walz Co.

Escanaba, Mic . Grinnell Bros.

Galveston, Tex........ Thos. Goggan & Bros.
Grand Rapids, Mich..J. A. ]J. Friedrich.
Honoluly, T. H........ Bergstrom Music Co., Ltd.

Indianapolis, Ind..... Kipp-Link Phono. Co.
C. Koehring & Bro,
Jacksonville, Fla..... McGraw Bros, & Vogt.
Kansas City, Mo......J. W. Jenkins Sons Music Co.
Schmclzer Arms Co.
Lincoln, Neb.......... Ross P. Curtice Co.
Little Rock, Ark...... 0. K. Houck Piano Co.
Los Angeles, Cal..... Sherman, Clay & Co.
Memphis, Tenn...... E. E. Forbes Piano Co,
0. K. Houck Piano Co.

Mllwaukee. Wis...... Lawrence McGreal.

H an . Mi ta Phonograph Co.
Mobile, Ala. ......... Wm, H. Reynalds.
Montreal, Canada..... Berliner Gramophone Co., Ltd,
Nashville, Tenn ...... O. K. Houck Piano Co,

Newark, N. J... .. Price Phono, Co.

Newark, O... .. The Ball-Fintze Co.

New Haven, Co .. Henry Horton.

New Orleans, La...... Nat'l Auto. Fire Alarm Co.

Philip Werlein, Ltd.

New York, N. Y....... Blackman Talking Machine Co,
Sol Bloom, Inc.
C. Bruno & Son, Ine.
I. Davega, Jr., Inc.

Chas. H. Ditson & Co,

Jacot Music Box Co.

Landay Brothers, Inc.

Stanley & Pearsall,

Benj. Switk %

New York Talking Machine Co.

Victor Records.

Omaha, Neb .o.u0e A, Hospe Co.
Nebraska Cycle Co,
Piano Player Co.

Peoria,’ll... ..Chas. C. Adams & Co.

Philadelphia, Pa...... Sol Bloom, Inc.
ouis Buehn & Brother,
J. E. Ditson & Co.
C. ], Heppe & Son.
Musical Echo Comgany.
Penn Phonoﬁraph ., Inc.
Western Talking Machine Co.
H. A. Weymann & Son, Inc.
Pittsburg, Pa.......... C. C. Mellor Co.,

Standard Talkmg Machme Co.
Portland, Me... +.Cressey & Allen
Portland Talkmg Machine Co

Portland, Ore.. .. Sherman, Clay & Co.

Richmond, Va........ The Cable Piano Co., Inec.
W. D, Moses & Co.

Rochester, N. Y....... The Talking Machine Co.

Salt Lake City, Utah..Carstensen & Ansor Co.
San Antonio, Tex..... Thos. Goggan & Bros.
San Francisco, Cal.... Sherman, Clay & Co.
Savannah, Ga Phillips & Crew Co.
Seattle, Wash.. Sherman, Clay & Co.

Sioux Falls, S. .. Talking Machine Exchange.

Spokane, Wash....... Eiler's Piano House.
Sherman, Clay & Co,
St. Louis, Mo......... Koerber-Brenner Music Co.

St, Louis Talking Machine Co.

.. W. J. Dyer & Bro.
Koehler & Hinrichs,

Syracuse, N. Y W. D. Andrews.

Toledo, O.....cuveen. The Hayes Music_Co,

e The Whitney & Currier Co.
E, F. Droop & Sons Co.
John F. Ellis & Co.

St. Paul, Minn...

Washington, D.C.....

P
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NEW YORK, APRIL 15, 1909.

ONDITIONS in the talking machine trade
C have not changed materially since the last
appearance of this publication, and a survey of
the situation at present causes us to believe that
while trade during the spring months will show
some betterment, it will not reach an exuberant
condition before early fall.

We are moving steadily upward, but not as
rapidly as most of us would desire.

There is every indication of improved busi-
ness just as soon as the tariff question is defi-
nitely settled, and from present indications it
would seem that this will be not long deferred.

The general business of the country grows
steadily despite the tariff uncertainty, and it
should be understood that in times past when-
ever there has been a disturbance of tariff condi-
tions, business has been in a large degree un-
settled.

It is the belief, however, that when this sub-
ject is finally disposed of, that the country must
then soon reach the highest level of prosperity.

The greatest of all industries is that of trans-
portation, and the current earnings of the rail-
ways show that they are again in sound condi-
tion.

OME of the great railroad magnates assert

that there will be no reduction in wages,

and the present ease of money assures to the

railways a good market for securities wherewith
to make extensions and improvements.

Thie fact in connection with their increased
earnings shows that they are in a position to
make this liberal expenditure for labor and sup-
plies, and upon which, more than any other one
factor except good crops, the industrial and gen-
eral prosperity of the country depends.

It is well known that in the great manufactur-
ing districts where labor has been laid off there
has been a general decrease in the sale of talk-
ing machines and accessories, and it is due large-

ly to the fact that labor has been unemployed in
many sections that the sales of talking machines
have been materially cut.

All lines of trade have suffered, even those
which deal solely with the necessities ot life
have joined in the general complaint.

To those men who have exhibited lack of faith
in the future of the talking machine we would
say, wait until the clouds of business depression
roll by and then see how the talking machine
trade will brighten up when the sun of general
prosperity strikes upon it.

HE talking machine business will reach a

larger volume than ever, and the trade

will not be divided among so many individual
concerns.

Why?

Simply because there has been a thinning out
of the ranks brought about by reason of poor
business.

Some men have become discouraged after los-
ing faith in the business future of the talking
machine and have dropped out of the business
completely.

In this particular the talking machine trade
does not differ materially from other lines.

But this industry is new. It deals with a
special product, and because sales have not kept
up to a reasonably high standard, a lot of men
have lost confidence in the trade future.

That is needless, and there is no real ground
for entertaining the belief that the talking ma-
chine has seen its best days.

It has not, and next fall, in our opinion, will
witness a trade revival in this industry which
will be unprecedented, and we repeat there will
be fewer men in the industry to divide the busi-
ness plums among.

HERE formerly a number of merchants
W shared in the trade in certain localities,
it will now be taken care of by a much less num-
ber. Then, too, it is pretty certain that the men
who remain in the industry possess the right
kind of energy to go ahead and will make the
most of improved trade conditions.

They possess the great business essential—con-
fidence in what they sell.

No man can succeed in business very long
unless he himself exhibits faith and confidence
in that which he offers for sale.

Months ago we visited a number of talking
machine establishments and it seemed to us that
too often the men in charge, in displaying in-
struments, showed a lack of zeal and enthusiasm
—a sort of a take-it-or-leave-it plan which did
not impress the customers—and they did not
succeed, of course, in making sales.

Some of these men have retired. They were
not of the right kind. They could not have suc-
ceeded in any line of business, and so, in the
end we will get down to a quality trade. And
so the weeding out process goes steadily on.

The men who stick to the talking machine
business will be those who have confidence in its
future, and will do a quality business rather
than a quantity trade. And as a matter of fact
the progressive men of every business community
are the ones who make the trade wheels revolve.

T’S better far that an industry be controlled
I by ambitious, wide-awake, progressive men,
less in number but large on determination, than
to have it made up of a lot of weaklings, some

of whom have no confidence in the trade—have
no faith in the talking machine business or in
themselves, but have just entered the bisiness as
a sort of a “flyer,” thinking that they could pick
up dollars easily, and that the talking machine
was a zo1t of a little gold mine.

Stuff and nonsense.

The quicker men who entertain such views are
out of the business the better it will be for the
clean trade.

We want in this trade men of stability; men
who will inject a certain amount of ginger into
their work that will win the confidence of cus-
tomers.

OW, there are some things in connection
N with the talking machine business that
should not be lost sight of.

Not for a moment—follow the leaders—the
business builders.

Do the manufacturers themselves show lack of
confidence in the future of the trade?

Is there anything in their actions which would
cause such a belief?

Are they unloading stocks in a manner which
is detrimental to trade interests?

Are they pushing out their lines from irre-
sponsible sources and through channels which
seriously interfere or are intended to enter into
competition with the legitimate dealer?

No. On the contrary they are doing everything
to safeguard the industry.

They are carrying on aggressive advertising
campaigns and investing huge sums of money in
lines of publicity which could be saved if they
so desired.

No, the talking machine men of the industry
have faith and confidence in it.

Their actions prove it.

Now, just think it over, Mr. Talking Machine
Man of the weak heart and shaky nerves, and
just take a leaf from the leaders in the trade.

Follow out their line of policy and see if you
can draw from it the belief that they have lost
heart in the business.

No; certainly not.

But.

The stream cannot rise higher than the foun-
tain, and the talking machine business cannot
rise higher than the general trade conditions of
the country.

It is ridiculous to suppose for one moment that
it could, but it is surely rising with the general
tide of prosperity.

Mark that.

Take heart.

Draw inspiration from good
sources.

Revitalize your business with the energy which
will insure you success.

Get your business house in order.

There are always matters to comsider in the
conduct of your affairs which may have escaped
you,

Keep close to the subject.

‘Watch the changes which mark the years.

Remove that clot from your business brain,
that the talking machine has seen its best days.

It has not.

Look at the demand to-day for the higher-
priced machines, which is so large that the manu-
facturers have been unable to meet it with the
promptness most desired by dealers and jobbers.

The higher-priced machines were never in such
demand as they are to-day.

Just hustle.
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TAKING ADVANTAGE OF SUMMER OPPORTUNITIES.

Dealers Sould be Prepared to Place Machines in Various Qutdoor Pleasure Resorts—Value of
the Talker Should be Impressed Upon Town Officials—Dealer Should Put Energy Behind His
Efforts and There Will be No Dull Seasons in the Talking Machine Trade.

The arrival of pleasanter weather and the near
approach of summer brings to mind that dealers
should now prepare for the inauguration of an
active campaign for the use of the talking ma-
chine in public parks, amusement, camping-out
resorts and country homes.

An old-fashioned idea prevails that the interest
in the talking machine ends with the winter, and
therefore dealers should “sit down” and wait
until next fall for business activity. As a mat-
ter of fact the summer months should prove
as successful in the matter of sales with the
live dealer as those of the fall and winter. But
results will not come automatically. A definite
campaign must be outlined and prosecuted in the
thousands of small towns and cities with small
parks where concerls are not given during Lhe
summer months.

What a rare opportunity for the dealer to call
upon the village trustees, the town council, or
authorities of the city, and emphasize the fact
that the talking machine, as now developed, is
one of the great creations of the age; that to-day
the greatest bands and orchestras and the great-
est singers of world-wide fame can be heard
through this medium; that it is not only enter-
taining but distinctly educational.

How much better to hear the expensive and
perfected talking machine than the incompetent
village band? And if there is no village band,
how pleasing these concerts would be of a sum-
mer evening in the public square or park.

Of course, this cannot be brought about unless
the dealers start the ball rolling. It is necessary
to be aggressive and persistent in presenting
the claims of the talking machine to the consid-
eration of those in authority. It will be found
in the end not only profitable for the dealer, but
for the community, for the music of the great
bands, orchestras or the singers of grand opera or
popular fame cannot be heard without being
helpful, ecarrying pleasure, consolation and en-
lightenment in their train.

Last summer a number of talking machine
concerts were given in this country in public
parks, but a great many niore in England. They
proved to be so successful that arrangements
have been consummated for their repetition the
coming summer.

Now the same activity that is necessary to
bring the talking machine to the attention of
the town authorities can be displayed in the
matter of getting the talking machine into the
home and amusement resorts. There is nothing
so interesting or so entertaining for the summer
home as the talking machine.

Special literature bearing upen this phase of
the talker should be sent out by the dealer or
jobber in his territory. People who leave town
for their summer homes at the seashore or moun-
tain should be carefully tabbed and circularized.

The fact Is the business will come to him who
seeks it; but, like everything else, it means
hard work. It is the kind of work, however,
that brings compensation, and that is what the
business man is in business for.

Dealers must get over the old-fangled idea that
the talking machine is an instrument of seasons.
That might have been true ten years ago, but it
is not true to-day. The talking machine is a
necessity for all days of the year. And this
must be continually pounded into the people.
But the dealers must wake up to the conditions.
They can’t expect the manufacturers to do
everything. They have a duty which they should
not shirk,

As a matter of fact all the Ileading
manufacturers of talking machines have been,
and are, conducting most stupendous campaigns
of publicity, all of which tend to the dealers’ ad-
vantage.

In the meantime a great many dealers are
doing absolutely nothing to help the manufac-
turers or themselves.

They expect trade to come their way without
seeking it. A great deal of it does, but much
more would be theirs if they realized the oppor-
tunities around them.

This continual complaining about poor trade,
while sometimes justified, is in the main a
chronic condition, brought about through the
dealers’ own inability to analyze and meet the
situation in their localities.

They should carry advertising cards in their
local papers. They should so arrange their
windows and stores as to make them attractive.
They should better display the hangers and litera-
ture sent out by the various talking machine
companies, and they should bring the talking
machine to the attention of the editors of the
local papers so that they may realize its im-
provement and progress, and thus keep it in the
public mind.

This “sermon” on “summer opportunities™ is
delivered early in the spring so as to impress
talking machine dealers with the importance of
planning ahead and laying out their campaign in
good season, to the end that the coming summer
will be a highly profitable one for tbem.

CAJACOB OPTIMISTIC

Over the Future of the Talking Machine—
Compares Past and Present.

C. A. CalJacob, of Wapakoneta, president of
the Ohio State Association of Talking Machine
Dealers, is most optimistic when speaking of the
future of the talking machine business. In
chatting recently he said: *“You used to hear per-
sons ¢ay that the day of the talking machine is
numbered, and you could also hear them say
that you could not hear a talking machine any-
where except in a barroom or a construction
camp or in the penny tbeaters. Now it may be

found in the most exclusive clubs, in homes and
in hotels, where they are used, in lieu of bands
or orchestras to regale the patrons during the
meal hours.

“The talking machine is here to stay and is
destined to become more popular in the ratio of
the improvements that are being made on the
machine from time to time. 1 venture the
prophecy that the talking machines, both cylinder
and dise, will be improved to the extent that they
will repeat with the same volume of tone the
notes of the best singers and orchestras and
bands. Ten or twenty years ago,” added Mr.
CaJacob, “we were almost afrald to ask $25 for
a machine, but now—well we do not hesitate to
ask from $300 to $500 for reguliar styles of the
better grade talking machines.”

In speaking of the spelling of his name, Mr.
CaJacob said that the name is Swiss-Roman in
origin, and that his people are probably descend-
ants of tbe people with whom tbe Casars used to
wage war to the north of Rome and on the Alpine
border.

CHINESE BUYING TALKING MACHINES.

Tbe Chinese of the Pacific Coast have a craze
for talking machines. Wben they were first in-
troduced the Chinese thought they were pos-
sessed by devils, but some ingenious salesman
devised a scheme of procuring Chinese records.
When these were heard, every Chinaman with
the price wanted a “talker,” and now the streets
of tbe Oriental quarter are musical at all hours
of the day and night.

Sibley G. Pease has taken charge of the talking
machine department of the Holmes Music Co.,
113 South Spring street, Los Angeles, Cal., the
old stand of the Fitzgerald Music Shop, of which
Mr. Holmes has been part owner for the past five
vears. This firm, which succeeds Pease & Foot,
are handling a complete line of Victor talking
machines and records.

Stinson Bros. department store, Evansville,
Ind., are making a special run on graphophones.

BLACKMAN SAVES MONEY FOR DEALERS

“LIVE?”

DEALERS ARE FOLLOWING HIS

‘““SAVING*» PLAN

YOU ARE WASTING

TIME AND MONEY.

That’s what you are doing if you handle EDISON and VICTOR but buy each line

from a different Jobber.

STOP THE LEAK AND INCREASE YOUR PROFIT.
Don't keep sending TWO orders, waiting for TWO shipments, and then pay TWO

expressages.

ORDER BOTH EDISON AND VICTOR FROM “BLACKMAN."’
Simply make out ONE order for anything you want for EDISON or VICTOR, send
it to BLACKMAN and you will get the goods AT ONCE in ONE shipment instead of

TWO. See the time and money it saves?

LET “BLACKMAN” DO THE WORRYING.

We say this because he won’t do any. These “ONE LINE” Jobbers may tell you
that “BLACKMAN'’S” stock of EDISON or VICTOR is not as complete as theirs, Put
the test in an order and we will ship you “BLACKMAN’S” answer.
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