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“HIS MASTERS VOICE

REG. U.S. PAT. OFF.

The best-known trade mark in the world

“The Victor talking machine’s design, ‘His Master’s Voice,’
has become a household word, and the quaint little fox terrier at
attention before the horn is familiar to more Americans than an
of the world’s great masterpieces >— Collzer’s Weekly.

Engered as‘second-class matter May 2, 1905, at the post office at New York, N, Y., under tke act of Congress of March 8, 187D,
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VITAPHONE

CABINET INSTRUMENT

The Vitaphone reproducing device, with solid wood vibra-
ting arm, has the indefinable quality of allowing only the
musical tones to pass to the diaphragm. The Vitaphone
plays every make of disc record, sharp and clear, without
surface noise or nasal twang.

2% At
VITAPHONE OTHER TYPES
TYPE No. 50 FROM $15.00 to
$50.00 $256.00

Made in Quartered Oak
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THE STUDY OF THE OPERAS AS AN AID TO SALESMEN.

Dealers Interested in Plan of New York Jobber in Supplying Hls Salesmen with Tickets for
Opera Season—How It Will Pay the Individual Salesman to Augment His Knowledge
I of Grand Opera at Hls Own Expense—Greater Knowledge Means Increased Sales.

In The Talking Machine World last month at-
tention was called to the practise of a New York
jobber, who also conducts a retail store in provid-
ing each of his clerks with a season ticket to the
opera ‘and insisting that each member of the staff
attend regularly, as part of the work for which
they were paid. He stated that the direct results
in the matter of sales more than offset any expensc
entailed. The report has caused considerable com-
ment from dealers throughout the country, and a
number of them have written to the jobber asking
for further information on the subject, with a view
to adopting the same course.

There are naturally a great many dealers
throughout the country who even if so inclined are
not in a position to have the members of the staff
visit the opera performances even at the expense of
the individual, owing to the fact that they are
located in small cities and towns. There are hun-
dreds of dealers, however, who have stores in or
near the large cities such as New York, Boston,
Philadelphia, Chicago, St. Louis, etc., who can well
take advantage of the opportunity to increase the
efficiency of their sales force through a broader
knowledge of opera. After witnessing a perform-
ance of any one of the more popular operas, the
saleman naturally takes a greater and more per-
sonal interest in the music of that particular opera,
whether or not he admires it from a musical stand-
point.

When he plays a record he is able to appreciate
just what part the selection plays in the complete
performance, and how it should be rendered. He is
also able to talk intelligently upon the opera in ques-
tion, and through competent suggestion influence
the sale of other records to the customer. The
jobber who tried a plan of sending his sales force
to the opera last season stated that the day fol-
lowing the performance of “Aida,” for instance, the
salesman or salesmen took every opportunity to in-
troduce records bearing selections from that opera
to the customer, and through their newly acquired
knowledge of the opera were able to influence
many sales. The same results continued through-
out the season.

To the dealer in New York or Chicago, who has

altended tlie performance of the Metropolitan or
the Philadelphia-Chicago Opera Company, the
thought of the expenses serves to deter him from
trying the experiment, for at such grand opera
prices tlie cost of a season’s tickets for each em-
ploye would be prohibitive. As a matter of fact,
there are numerous opera companies touring the
country each season, who prcsent the more popular
operas at prices often lowcr than those charged
by an ordinary theatrical company. Of course,
there are no international stars in the companies
and the performance may not be quite up to the
Metropolitan standard for grand opera, but even
though the performance is poor it will at least af-
ford an idea of the staging of the piece, how dif-
ferent sections of the score are presented, the part
that each member of the cast plays and other de-
tails that will serve to give thc talking machine
salesman the detailed knowledge that he requires.

With the mechanical part of the opera impressed
on his mind, he can fill in with the actual singing of
the famous opera stars by means of the talking
machine records.

It is hardly fair, however, to offer the suggestion
as being directly up to the dealer, for the ambitious
salesmen and the one who wants to carve a career
for himself in the trade should be only too anxious
to acquire knowledge of grand opera on his own
account as a business asset, and even without the
suggestion or support of his employer. While the
increased efficiency of the sales force naturally
profits the dealer, the salesman himself is the first
one to feel its good effects, for the increased sales
knowlcdge naturally leads to increased salary.

In connection with the study of grand opera, it
is also timely to advise the talking machine sale-
man to attend, whenever the opportunity offers, the
orchestral and symphony concerts given in his vi-
cinity, especially where the programs contain selec-
tions that are popular in record form. By sub-
scribing for the season to any of the prominent
musical organizations very good seats can be ob-
tained for each concert at a surprisingly small cost;
and without even considering the business value of
attending such concerts, the musical entertainment
offered is generally of the best and really delightful.

ART VOLUME WINS FAVOR

Of Talking Machine Buyers and Dealers—H. A.
Yerkes Chats of New Grafonola Art Book
in an Interesting Way.

“The expressions of congratulation that we have
been receiving from our dealers the past-few weeks
on the introduction of our ‘Grand’ art book have
exceeded all our expectations,” remarked H. A.
Yerkes, manager of the wholesale department of
the Columbia Graphophone Co., in a chat with The
World. “In presenting this artistic book to the
trade and public we had hoped and expected that
it would be recognized as an appropriate formal
introduction of our ‘Grand,’ but the instant recog-
nition of its real artistic merit that was accorded
this publication by our dealers is as gratifying as
it was unexpected.

“From coast to coast those members of the trade
who have had an opportunity to examine the new
art book have written us letters of the heartiest
congratulation and commendation. The real
artistic value of the illustrations featured in the
book, together with the refined and dignified ap-
pearance of the publication,. have impressed our
clients remarkably, in addition to emphasizing the
true standing of the Columbia Grafonola ‘Grand.

“The new Colonial model of the ‘Grand,” which
we formally presented to the trade in this new art
book, has also been the subject of upiversal praise

and approval. The strict adherence of its case
design to the accepted ideas of the furnishings of
the Colonial period has made a distinct appeal to
the admirers of the Colonial design of furniture,
and our dealers are enthusiastic over this addition
to our ‘Grand’ production.

“Recitals featuring the ‘Grand’ will be frequent-
ly given by our distributors and dealers during the
coming season. A number of these recitals will
be held in prominent auditoriums and theaters, and
the true musical value of the ‘Grand’ will be ade-
quately demonstrated by the musical programs ar-
ranged for these recitals”

EXHIBIT DURING “FASHION WEEK.”

Foster & Waldo Make Special Display of Talk-
Ing Machines and Give Recltals.

(Special to The Talking Machine World.)

MinneaPoLs, Minn.,, October 6—~One of the at-
tractive exhibits during the recent Fashion Week
in this city was that in the window of Foster &
Waldo, 811 Nicollet avenue, where a fine line of
‘talking machines and pianos were shown. From
the crowds in the company’s stores it was evident
that the sightseers enjoyed recreation when tired
listening to the music of the Victrolas, which were
kept going all the time. Tt was noticeable, toq, that
the classical music had the call, :

HOLDS FORMAL OPENING.

F. G. Smith Plano Co., Washlngton, D. C,,
Makes Opening of New Talklng Machline De-
partment a Notable Occaslon.

{Special to The Talking Machine World.)

Wasningron, D. C, October 9—The F. G.
Smith Piano Co. cclebrated the opening of its
handsomely appointcd talking machine department
last week with a public reception, which was widely
advertised in the daily papers and was attendcd
by a large crowd of music lovers, who were enter-
tained by practically continuous concerts on Vic-
trolas and Grafonolas. The new department in the
company’s building, at 1217 I street, is located
close to the main entrance of the building. On the
left as one enters are handsome colonial glass
sound-proof booths, finished in ivory white and
furnished in the most comfortable manner to re-
semble a drawing room or library. Back of the
booths are located the library and 10,000 records.

The reception in the talking machine department
attracted attention to other departments in the
company’s store wherein were displayed Chicker-
ing, Bradbury and other makes of pianos and
player-pianos.

LOS ANGELES ASSOCIATION MEETS.

Bi-monthly Session and Banquet of the Talking
Machine Men’s Association Held in Septem-
ber, A. V. Chandler Representing Thomas A.
Edison, Inc., Among the Guests—Ad Club
Quartet Furnishes Entertainment.

(Special to The Talking Machine World.)

Los AngeLes, CaL., October 6.—The bi-monthly
meeting of the Talking Machine Men’s Associa-
tion was held Scptember 16 in the banquet hall of
the Hollenbeck Hotel, with a large attendance.
Among those present was A. V. Chandler, the new
Western representative of Thomas A, Edison, Inc,,
who gave a most interesting talk upon the Edison
phonograph, its progress, and the life and habits
of Thomas A. Edison. During the banquet a novel
treat was afforded the members of the association
by the Ad Club Quartet, which has been meeting
much popular favor in Los Angeles. Short talks
were given by E. A. Borgum, the organizer of the
Ad Club Quartet; H. H. Fish, R. G. Smith, and
also Mr. Miles, representing the Los Angeles Trib-
une, who gave assurances of support for the paper
which he represents. The next meeting will be
the last Wednesday in November. Mr. Borgum in
connection with the Ad Club Quartet will have
full sway at this gathering, making it a real jinks
rather than a straight-laced affair.

EFFICIENCY AND THE DEALER.
Credit Man Points Out How Parcel Post Alds
Mail Order Houses and Why Small Dealers
Must Be Equipped to Meet This Competlition.

The extension of the facilities of the parcel post
so that the limit of weight for the first and second
zones is increased to twenty pounds is used as an
occasion by a prominent credit man to remind
credit grantors that the change will strengthen the
position of the mail order houses, so that it be-
hooves them to use their offices to the fullest ex-
tent in training the retailers to efficiency. He as-
serts that unless many of the retailers adopt im-
proved methods of business they will be elimi-
nated, for the dealer in the small country town
can compete with the retail mail order house only
in so far as his knowledge extends to retailing on
a scientific basis.

The dealer must, therefore, be made to
realize the importance of knowing the cost of his
merchandise, the percentage to be added to assure
a reasonable profit in selling, the existing condi-
tions in the community, how to advertise eco-
nomically, and how to train his help to bring in
the best trade,
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(Write for “Music Money,” a book “full of meat” for those
dealers interested in quick and frequent turnover of capital.) Woolworth Building, New York
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this Fall.
right, you should.

Columbia dealers never started out
better prepared for good business than
You should worry? You’re
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Columbia Graphophone Company

SYNCHRONIZES PLAYER-PIANO AND TALKING MACHINE. |

Charles Fuller Stoddard, Prominent Inventor in Player-Piano Field, Perfects New Combi-
nation, Thoroughly Synchronized and Controlled by Pneumatic Valves—Obtains Re-
sult Attempted by Many—First Model Exhibited in Private Recently in New York.

Charles Fuller Stoddard in his work as an in-
ventor is evidently a firm believer in logical de-
velopment. His first work of prominence was the
invention of several iniprovements in player-piano
actions, and finally the complete new player action
known as the Stoddard-Ampico, which has proven
a practical success in every particular. Next, his
work led him to the invention of the Rythmodik
record roll, whereby the music was recorded on
the roll exactly as interpreted by the artist at the
piano. Mr. Stoddard’s latest invention calls into
play both the Rythmodik roll and the Stoddard-
Anipico player, as well as the talking machine, for
it is nothing more nor less than what, to every
appearance, is a successful solution of the problem
of synchronizing the action of the talking machine
and player-piano.

The new invention in its experimental and un-
finished state was offered as a surprise to the direc-
tors of the American Piano Co. at the meeting held
last week, and met with their enthusiastic ap-
proval. 1ln synchronizing the movements of thc
player and the talking machine, Mr. Stoddard has
adopted the pneumatic action as the medium. A
special synchronizing valve is attached to tne
player-piano and acts as an automatic governor.
The only visible connection between the two in-
struments is a pair of rubber tubes leading from

How Mr. Stoddard’s Device Operates.

the synchronizing valve on the player-piano to the
talking machine, the working of which still re-
mains the inventor’s secret,

The talking machine, for its part, is of special
design, although operated with the usual form of
spring motor, and Mr. Stoddard states that in the
completed designs such as would be intended for
commercial purposes, the motor and accompanying
synchronizing devices will occupy a cabinet no
larger than that required by the talking machine
of standard design.

In order to insure perfection in the final opera-
tion of the two instruments, the Rythmodik reeord
roll is made by actually accompanying a solo,
whether vocal or instrumental, as reproduced by
the talking machine. When such a roll is placed

in the player-piano and its companion record on
the talking machine, repeated experiments have
failed to disturb the synchrony to the slightest ex-
tent. In exhibiting his new invention Mr. Stoddard
proved to the satisfaction of those present the cor-
rectness of his claim. When the record was run-
ning smoothly at the proper speed the accompani-
ment was perfect; when the speed of the record

Charles Fuller Stoddard.

was so reduced as to flatten the voice of the singer
and to throw it off key, the playcr responded im-
mediately and, though the effect was hardly to be
termed musical, tlie demonstration was convincing.

While, of course, the Rythmodik rolls reproduce
the temnpo, tone-coloring and touch effect as inter-
preted by the actual player, the use of the synchroniz-
ing deviec does not in any way interfere with the
operation of the dynamic control button on the
Stoddard-Ampico player, the accompanying being
made louder or softer according to the whim of
the listener, without ehanging the tempo.

The main feature of the new invention as it
relates to the player-piano is its simplicity, for,
while a special form of talking machine is neces-
sary, the simple attachment of the synehronizing
valve to the player-piano places that instrument in
a position to act as an automatic accompaniment.

The synchronizing valve can be attached to any
make of pneumatic player-piano in less than a half
bour, and when in place the player-piano and talk-
ing machine may be played together or separately
as desired.

In view of the faet that Mr. Stoddard’s latest
invention has just passed the experimental stage,
details regarding the time and conditions of its
marketing have not.yet been decided upon. Mr.
Stoddard, however, is to be eongratulated upon
having solved to all appearances a problem that

has puzzled inventors of several nations for some
years past. It opens a new field for both the
player-piano and the talking machine, and adds to
them more of that very necessary element—human
interest,

GRAND RECITALS IN UTICA.

The Grafonola “Grand” Heard in Two Recitals
—Excites Admiration and Praise of Hearers.

(Special to The Talking Machine World.)

Urica, N. Y., October 4—The Columbia Graph-
ophone Co.s $500 masterpiece, its Grafonola
“Grand,” was featured at several recitals recently
held in this city, thus presenting the first oppor-
tunity to music lovers of this city to attend a
formal demonstration of this product.

The first recital featuring the “Grand” was held
in {he Ttalian Room at the Hotel Utica, one of the
leading hostelries of this city. The room had heen
furnished and decorated particularly for this re-
cital, and the attractive appearance of the scene
made a fitting baekground for the presentation of
the beautiful instrument featured. Selections and
renditions in classic and operatic music formed
the major part of the day’s program, and an en-
thusiastic audience of musicians, prominent lay-
men and music lovers applauded the performance
heartily.

The recital at the ITotel Utica was supplemented
the following day by an informal recital held at
the talking machine warcrooms of John E. Roberts
& Co.,, Columbia representatives, who had col-
laborated with tlie Columbia Graphophone Co. in
the presentation of the first recital. This reeital
was well advertised in the daily newspapers, and
the enthusiastic comments of the press on the per-
formance at the Hotel Utica served to bring out
an audience that taxed the warerooms to their
capacity. The second demonstration was equal to
the first one in the ovation the “Grand” received.

R. F. Bolton, manager of the Columbia Co.s
store at 89 Chambers street, New York, assisted in
prescnting the constructional features of the
“Grand” to the audiences at the recitals.

IMPORTANCE OF LUBRICATION.

Under date of September 24, the Victor Talking
Machine Co. sent out an important letter to its
dealers calling their attention to the lubrication of
Victor mainsprings. The company stated that for
a number of years it has been experimenting at its
laboratories in an effort to determine the best oS-
sible lubricant and methods of applying it. Owing
to the sliding action of the springs in coiling and
vncoiling, it is absolutely essential to have a per-
fect lubricant.

After these years of thorough testing and experi-
mentation the company has finally concluded that
the best lubricant to be found for thc purpose of
lubricating the Victor mainsprings is Dixon’s No.
647, Grahpite No. 2, mixed with an equal quantity
of Victor spring motor oil.

In its letter to the trade the company quoted
special prices on both the graphite and the spring
motor oil, and asked the co-operation of its deal-
ers in this connection, so that top-notch efficiency
in the handling of Victor machines may be assured,
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Victor-Victrola VI, $25 Victor-Victrola IX, $50
Oak Mahogany or oak

Victor-Victrola

The entire musical trade owes a debt of gratitude to the Victor-Victrola.

This wonderful instrument aroused the public to a grealer and more intelligent apprecia-
tion of the best in music, and in so doing gave to the music trade in general unprecedented
prosperity.

Never has the musical industry been on
such a high plane as it occupies to-day.

Never had the dealers such well located,
splendidly equipped showrooms for which
Viclor dealers in some instances pay annual
renlals of from twenly thousand to thirty
thousand dollars.

Never was an inslrument such a com-
plete success as the Viclor-Victrola, leading
from one success to another still greater,
offering better opportunities to dealers right
along, and in which even at the present time
every dealer can readily participate.

Victor Talking Machine Co.,
Camden, N. J, U.S. A.

Berliner Gramophone Co., Montreal, Canadian Distrihutors &

Victor—Victrola X[ $l 00 Always use Victor Machines with Victor Records and Victor Needles— Victor—Victro]a XVI $200
’ the combination. There is no other way to get the unequaled Victor tone. 2
Mahogany or oak _— Mahogany or oak

Victor Distributors

Albany, N. Y......Finch&Hahn. Elmira, N. Y. .. .. .Elmira Arms Co. Oklahoma Clty, Okla.Schmelzer Arms Co.
Altoona, Pa. .....W,F. Frederick Piano Co. El Paso, Tex......W.G. WalzCo. Omaha, Neb...... .ﬁ.ll;lospe Co.
Atlanta, Ga.......Elyea-Austell Co. Galveston, TeX.. .. .Thos. Goggan & Bros, . ebraska Cycle;Ca
g Phillips & Crew Co. .| Grand Rapids, Mich.J. A.J. Friedrich, et Hilbe oo 00 - Putnam-Page Za., Ine.
Austin, Tex.......The T’E;lak;.ng Machine Co,, o Honolulu, T. H. .. ,Bergstrom Music Co., Ltd. Philadelphia, Pa.. .C?;.I%Be:;le“g Son
Baltimore, Md. .. ..Cohen & Hughes, Inc. Indianapolis, Ind.. .Stewart Talking Machine Co. Penn Phonograph Co., Tnc.
’ E. F. Droop & Sons Co. Jedls ille, Fi R . . The Talking Machine Co.
H. K. Eisenbrandt Sons. Kac som(l_‘,l'te, Ma o Fltxnda Tl:(alkmgsl\[aclﬁne C% H. A. Weymann & Son, Inc,
. ansas City 0. ..J. W, Jenkins ns Music Co e e oo
Bangor, Me.......Andrews Music ngse (el ' %chmglier’Arms %o. = g ctsburgh, B gia?’h?'ﬂ]%;ﬁgggLﬁ.achine Co.
B""""'"Q::;m' Ala.. "‘1;‘1‘!1“"31)1}::::13: o Lincoln, Neb......RossP. Curtice Co. Portland, Me......Cressey & Allen ’
.. .Oliver Di b . N 3 ¥
Boston, Mass. . The é-:astern Talking Machine | Little Rock, Ark...O.K. Houck Piano Co. Portland, Ore.. .. .. Sherman, Clay & Co.
M. Stetnert & Sons Co. Los Angeles, Cal. .. Sherman, Clay & Co. Richmond, Va..... The Corley Co, Inc.
e H ine Co. P . . . D. Moses & Co.
Brooklyn, N. Y....American Talking Machine Co. || gyisville, Ky. ....Montenegro-Riehm Music Co. Rochester, N. Y...EJ. Chapman, 0 %
Buffalo, N. Y......W.D Andrews. Memphis, Tenn. .. .O.K. Houck Piano Co. The Talking Machine Co,

Neal, Clark & Neal Co.

a . q Is. . . Wisconsin Talking Machine Co. | 5@t Lake City, UtahConsolidated Music Co,
t.. ... American Phonograph Co. Milwaukee, W : ] ‘
Burlington, V meri Mobile, Ala.......Wm. H. Reynalds. San Antonlo, Tex. .Thos. Goggan & Bros.
Sutte, Mont.......Orton Brothers. R U ey, S L

San Francisco, Cal.. Sherman, Clay & Co.

i 06E 0000 Healy. lle, Tenn....O.K. Houck Pi
Chicago, HI B T S line €5, Nashvllle, il s cuckabianolCo Savannah, Ga.....Phillips & Crew Co
The Rudolph Wurlitzer Co. Newark, N. J.....Price Talking Machine Co. Seattle, Wash Sherman, Clay & C:
Cincinnati, O......TheRudolph Wurlitzer Co. New Haven, Conn.. Henry Horton. ' R R S
Cleveland, O.......The W. H. Buescher & Sons Co. | New Orleans, La.. . Philip Werlein, Ltd. Sioux Falls, S. D..Talking Machine Exchange,
Hf; gzg:,ssteeﬁugg}ecga New York, N. Y... Isﬁa]\cl}(;r]nan TIaIking Machine Co. | Spokane, Wash. .. .Sherman, Clay & Co.
o . . Bloom, Inc. 5 |
Columbus, O.......Perry B. Whitsit Co. E?nanu‘:al%losi §t. Louls, Mo..... .%he Aeolian Company of Mo.
or o C. Bruno & Son, Inc. oerber-Brenner Musie Co.
Dallas, TeX. ...... B Is.%axi')eg.‘. Jr..Clnc. St. Paul, Minn.....W.]J. Dyer & Bro.
n . B. Davega Co. Koehler & Hinrichs.
(e Gl oo T ‘;{?,‘;21’,‘(‘.‘&5;;3{.’;" Music Co ﬁ';gaﬁ{k‘?ﬁfgs&ﬁ% Syracuse, N. Y....W.D. Andrews Co,
Des Moines, la... .g}laskel&West '1(‘:a:king Mach. Co. gﬁw gof’k Tal{(li;ég Machine Co. | Toledo, O.........The Whitney & Currier Co.
X ickel Bros. Co. ilas E. Pearsall Co. Washington, D C..Roh
Detroit, Mlich......Grinnell Bros. Benj. Switky. ‘ S < OE“;‘C ri?’i;rs&cgbnu-
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BUSINESS SHOWS IMPROVEMENT ON PACIFIC COAST.

Despite the Fact That Holidays and Hot Weather Worked Against Trade During Septem-
ber—Big Shipment of Edison Machines En Route—Various Houses Adopting Active
Measures to Make Sales—L. F. Douglas Makes Generous Offer—News of Trade.

(Special to The Talking Machine World.)

SAN Francisco, Car., October 6.—Talking ma-
chine business, both wholesale and retail, has been
gradually picking up the past month, in spite of
such diverting influences as holidays, hot weather,
etc. September 9 (Admission Day) was a State
holiday in California, and was generally observed
by all business houses, which cut the month short
by two holidays, Labor Day falling on the first.
Just after the middle of the month a very unusual
hot spell was experienced in San Francisco, the
16th being the hottest day ever recorded here.
However, the talking machine business held its own
in good shape, in many instances a gain being re-
ported over August, and also over the correspond-
ing period of last year. There has been consider-
able talk in the local trade of active early prepara-
tions for the holiday trade, and these statements
are now being borne out by heavy arrivals of ma-
chines from the East. While the trade does not
anticipate any such great difficulty in getting goods
as it experienced the past few years, it is not
willing to take many chances. A large record busi-
ness is opening up now, as activity is being re-
sumed in musical circles. A large number of ar-
tists are scheduled to appear here within the next
few weeks, and their engagements always create
an increased demand for certain records.

Big Edison Shipment for Pacific Phonograph Co.

The Pacific Phonograph Co. now has on display
at- its warerooms samples of the Universal cabi-
net, which it proposes to manufacture here on a
large scale. It is attracting very favorable atten-
tion among dealers in this section. The company
has a large shipment of Edison machines en route
from the factory, which represents six car loads.
With their arrival early in October, the company
will be in position to begin filling advance holiday
orders. The past month 105,000 wax records were
broken up at the Pacific warerooms, and the wax
packed for re-shipment to the factory. Manager
A. R. Pommeér and Mrs. Pommer spent some time
at Del Monte the past month while a golf tourna-
ment was being held there. Both are golf enthusi-
asts, Mrs. Pommer being one of the best lady
players in the country. J. E. McCracken left a
few days ago on his fall trip in the Northwest,
after spending the greater part of the summer in
town.

Introducing the New Amberolas.

E. V. Chandler, special representative of the
phonograph sales department of Thos. A. Edison,
Inc,, is working his way to the southern part of

the State, the main purpose of his trip being to in-
troduce the new type machines, Amberola VIII
and X.

A Strong Columbia Campaign for Fall.

W. S. Gray, local manager for the Columbia
Graphophone Co., says that the summer lull in
business has been forgotten the past month and
that the fall campaign is well under way. He has
engaged another traveler to look after the outside
territory, and C. J. Moore is now devoting full at-
tention to the city trade. The new man is E. L.
Sues, formerly with the Pacific Phonograph Co.
As the season advances, enthusiasm for the Col-
umbia Leader machine increases here, and a short-
age is feared at holiday time. Dealers generally
are lavish in their praise of this product and a very
bright future is predicted for it.

Displays of the State Fair.

Displays of Edison products were made by the A.
J. Pommer Co. at Sacramento, Cal, during the
State fair there, and by the Sonoma Valley Music
Co. at the recent apple festival in Sebastopol.

Wiley B. Allen Co. Very Busy.

At the Wiley B. Allen Co. department a very
satisfactory month’s business is reported. F. P.
Corcoran is devoting special attention to the style
25 Victor machines for use in public schools in
San Francisco and the bay towns, following up the
work in this vicinity of Miss Ada Gertrude Jor-
dan, special representative of the educational de-
partment of the Victor Co., who has made a very
favorable impression on teachers and school boards
in regard to the educational value of the Victor
products in schools. Joel R. Scott, who looks after
the record department, has just returned from a
visit to the Wiley B. Allen interests in San Jose,
Cal. Manager Black reports a big demand for Vic-
tor Victrolas Nos. IX, X and XIV, especially in
art finish.

Special Representative Ridgeway, of Lyon &
Healy, Chicago, was a recent visitor to the local
trade.

What Some Houses Are Featuring.

Clark Wise & Co. are making a special feature of
$75 machines this week, following the arrival of a
large shipment of this grade of machine. Clark
Wise says he is stocking up quite heavily in an-
ticipation of a possible shortage later in the year.

P. H. Beck is very well pleased with the way
business has come his way since he took over the
department at Kohler & Chase’s, and is preparing
for a big holiday trade.

Byron Mauzy has been making a good many

improvements in his store lately, and is now pre-
paring for enlarged window display space. After
the change is made talking machines will be fea-
tured more extensively on the main floor.
Increase in Victor Business Reported.

A. G McCarthy, of Sherman, Clay & Co., says
that fall business, both wholesale and retail, in Vic-
tor products has opened up in fine shape, sales
running ahead of the corresponding period of last
year right along. An addition of two stories is
being erected on the Sherman, Clay building in this
city, which will give that company ten large floors
occupied exclusively by its music business, one of
the finest establishments of its kind in the whole
country. Sherman, Clay & Co. are Coast dis-
tributers for the Victor Talking Machine Co. and
besides do a very large retail business in Victor
products.

Leon F. Douglas’ Generous Offer.

Leon F. Douglas, of the Victor Co., has offered
to make a big donation for a natatorium in San
Rafael, Cal, where he makes his home, providing
children under the agk of eighteen years be ad-
mitted free one day in the week to the pavilion.
On this condition he offers to buy the entire bond
issue of $25,000 recently authorized for the build-
ing of a municipal bathing pavilion, and further-
more to donate 300 bathing suits and hire a swim-
ming instructor to serve during the three months’
vacation period of the ensuing two years.

Recent Trade Visitors.

D. J. Lawn, dealer of Hollister, Cal, was a re-
cent visitor in San Francisco.

J. S. Baley, manager of the local branch of
Babson Bros., ‘Chicago, received visits the past
month from both Henry Babson and F. K. Babson.

TALKING MACHINES IN INDIA.

Consul Reports That Disc Machines Have the
Call—Records Easy to Transport Safely.

According to a report made by Consul Baker,
on special duty in India, talking machines are now
quite well introduced into that country. They are
nearly all of the gramophone disc machine type,
and are made mostly in Germany and Austria.
The leading musical instrument dealers in India
have given up all attempts to actively promote or
advertise such machines, owing to the fact that
native bazaars are content to sell them at such
slight profits, often for not more than +thirty cents
profit per machine, that it is no longer worth their
while to make such machines a feature of their
business. There is practically no demand for wax
cylinder machines, for the same reason that extra
high pianos cannot be sold here, easy portability
being required, and such requirement being best
fulfilled by using disc records which cannot break
or suffer damage from heat and which can easily
be packed in small space.

“There’ll Come A Time Some Day”

(APOLOGIES TO CHAS. K. HARRIS)

When you will want goods and your regular source of supply will fall down; that is the time when,
perhaps (notice, perhaps), we can be of service to you; it won’t cost much to find out, and if our
stock permits and the filling of your order does not interfere with our supplying the wants of our
regular dealers we will be glad to serve you. Right here is an argument in favor of your being
numbered among our regular dealers and have first call on goods at the time the demand exceeds
the supply. This is one of the fundamental principles of Eastern Service—loyalty to the loyal.

Eastern Service Is Good Service and It Is Just Service

EASTERN TALKING MACHINE COMPANY

177 TREMONT STREET, BOSTON, MASS.

EDISON

| FOR NINETEEN YEARS TALKING MACHINES EXCLUSIVELY I

VICTOR
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| GENERAL ACTIVITY THE RULE IN CLEVELAND TRADE.

Better Grades of Machines and Records Have the Cali—Officers of Jobbers’ Assoclation
Among Visitors—Big Demand for the Union Attachments—Phonograph Co. in New
Quarters—What the Various Managers Have to Report Anent Business Conditions. |

(Special to The Talking Machine World,)

CreveLanp, O., October 11.—Trade gencrally in
the talking machiuc line was good tliroughout Scp-
tember, while incrcasing activity has been manifest
during the past two weccks, especially with dis-
tributors. Retail dcalers are making daily sales of
the higher grade machines and records, and large
numbers of inquirics are reported. Indications all
point to a large fall trade, for which dealers are
making extensive preparations.

J. C. Rousl, president of thc National Associa-
tion of Talking Machine Jobbers, of Pittsburgh;
E. C. Rauth, of the Koerber-Brenner Music Co.,
St. Louis, and Perry B. Whitsit, of the Perry B.
Whitsit Co., Columbus, who attended the meeting
of the executive committee at Chicago September
21, accompanied T. H. Towell on their way home,
and were his guests while here.

W. H. Huy, of the phonograph sales department
of Thomas A. Edison, Jr., Orange, N. J.,, was a
visitor here for a few days the last of September.
He said reports of business were good everywhere.

Cliffiord R. Ely, special traveling representative
of the wholesale department of the Columbia
Graphophone Co., after several days in the city
and vicinity, left for a Southern trip extending to
New Orleans.

Demand for the union attachments for disc ma-
chines, manufactured by the Union Specialty &
Plating Co., increasingly continues. H. B.
McNulty, general sales manager, said: “We had
a splendid business during the month of Septem-
ber, double that of any previous month. We have
been able at last to get out our Union No. 3s and
2s and are getting duplicate orders for them. The
Edison modifier is also selling splendidly. We
are selling more goods than we really expected

to so soon after placing them on the marker”

Notwithstanding the multiplicity of wares han-
dled by the Collister &,Sales Co., I’hil Dorn, man-
ager, keeps Iiis eye on the talking machine depart-
ment and is always posted as to the condition of
trade. e stated the call, both wholesale and re-
tail, for Victor machines and rccords was good
and increasing.

The Phonograph Co. is now settled in the new
quartcrs at 1260-66 Huron road, and held a recep-
tion opening October 3. The reception room, of-
fice, recital hall and demonstration rooms were
adorned with flowers and the decorations through-
out were greatly admired by a host of visitors. The
company is the exclusive distributor of Edison
disc and cylinder phonographs, and the manager
stated business had opened most satisfactorily, with
a much larger volume of trade than had been an-
ticipated.

“The fall Victrola business has started to boom,”
said F. N. Hertzer, manager of the department
of the B. Dreher Sons Co. “We are prepared to
take care of the rush this year, as we have not
been heretofore, for we have a large number of
machines of all styles in storage. Our experience
of last year taught us a lesson, as we could have
placed thirty to forty more Style XVI machines
last December if we could have secured them.
There is no doubt the fall trade will be immensely
good this year.”

A very satisfactory volume of business in talk-
ing machines and records was reported by O. E.
Kellogg, of the H. E. McMillin & Son Co. “Trade
was quite good throughout September,” he said,
“and October has started in very propitiously. We
are making good sales of Victrolas and Amberolas
and there is a constantly increasing demand for

Won't You

s Have a
| Lesson in
Spanish?

It’s so easy to learn by the I. C. S. system—and a knowledge of Spanish is so

useful nowadays.

The 1. C. S. system of language instruction by means of the phonograph makes
easy the mastering of a foreign language, and appeals with compelling power to
thousands. The dealer in phonographs who does not carry I. C. S. Language Out-

fits is neglecting a quick and sure way to increase his business.
Language Outfit of the 1. C. S. is a marvel.

The new $35
It represents the highest art in the

teaching of languages, and embodies a method that has won the warmest praise of
thousands qualified to speak authoritatively. The Spanish, French, and German
Embassies at Washington, as well as the leading colleges, have cordially indorsed
the 1. C. S. method of teaching languages.

The 1. C. S. Languagc Outfit consists of an Edison Gem Phonograph made
especially for language work; small horn; headband hearing tube; oil can; and 25
Conversational Records teaching pronunciation guaranteed to be absolutely cor-

rect, with native intonation and inflection.

In addition to these Conversational

Records there are pamphlet Instruction Papers teaching the theory of the lan-

guages.

The new Outfit is at one and the same time the best and cheapest
ever offered—the price being only $35.

If you want to increase your business, write to-day for full particulars.

International Correspondence Schools
Box 918, Scranton, Pa.
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records. 15 F. Duer, of our entside foree, is fill-
tng Miss 1Hll's place temporarily.”

‘Our Victrola sales are just splendid, and the
record trade is growing larger cach montl,” said
Miss 1ithel M. Volk, manager of the department of
the May Co. “Our Ldison trade is very much bet-
ter, with the growing list of Blue Amberoles. We
arc preparing for the largest holiday business this
department has ever known.”

I'he company and attaches of the . E. McMil-
lin Co, were morc particularly interested during
the past mouth with the matrimonial affairs of
Miss Blanche Hill. She has been identified with
the talking machine department of the company
for nine years, and has resigned to be marricd to
George Grimm, of the Standard Sewing Machine
Co. She was presented by her associates with a
handsome rock crystal water set and crystal lamp
to match, together with an appropriate letter ex-
pressing esteem, good will, and regret at her de-
parture.

A bright outlook is forecast by the present sat-
isfactory talking machine trade at the store of
William Taylor, Son & Co. The manager stated
business, as usual, was very good, and that therc
were increasing inquiries for machines.

The activity of G. R. Madson, manager of the
local Columbia store, permeates the entire estab-
lishment, and there is always something doing
there. Sales have increased to more than double
the amount in the past two years and there is a
constant accession to the lengthening list of deal-
ers and purchasers. Attaches are busy in the
wholesale, retail and Dictaphone departments.
“The volume of our business last month,” said
Mr. Madson, “was 200 per cent. over that of Sep-
tember last year. Our school business is starting
up very well and promises to be a distinguishing
feature of Columbia trade this fall.”

The Witt Music Co., of Lorain, is opening up a
new store at Elyria, covering a full line of Co-
lumbia goods.

A very roseate feeling prevails at the Eclipse
Musical Co.’s store. Fred E. Lane, in charge of
the retail department, stated that the September
business was very much better than during the
same month last year. “The monthly concerts
given at the store each month,” he said, “have
proven to be a great drawing card” T. H. Towell
is quite optimistic, as usual, and expressed the
belief that the fall and winter business would be
greater than ever. P. J. Towell, his brother, who
carefully looks after the interests of the establish-
ment, said he was well pleased with conditions in
the wholesale department, which he directly su-
pervises.

R. W. Schirring, manager of the Victrola de-
partment of the Caldwell Piano Co., stated busi-
ness was good and at least 50 per cent. greafer
than it was a year ago. Sales, he said, run to the
more expensive instruments and records, the lat-
ter being exceptionally good.

There is every indication of active business at
the store of W. H. Buescher & Sons Co., and con-
ditions were said to be shaping toward a more than
usual active fall and winter season. With present
excellent sales of Victrolas and cabinets and a
constantly increasing sale of records the company
is highly pleased with the flattering prospects.

Anything you want, at any time you need it, in
the music line is the motto of E. A. Friedlander,
manager of the Bailey Co.s talking machine de-
partment. And so he is prepared to furnish a cus-
tomer with a Victor, Grafonola, Amberola or Edi-
son disc with any record desired. He stated busi-
ness was better than a year ago, with a bright
outlock for fall trade. Trade was said to be not
only good in talking machines, but in the small
musical instruments as well.

The Goodman Piano Co. is doing considerable in
the talking machine line, but attention is devoted
more to the piano trade, which is reported ex-
cellent.

Loyalty to your employer, even under criticism,
is paramount. You are enjoying his munificence,
be the amount ever so small, and your work must
not be measured by the ounce. Give full measure,
and over—you will be the gainer.
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C/WEDISON annources
the new DISC Phonograph

That part of your trade that has learned to look with
favor upon the disc type of phonograph can now have
such an Instrument made by M. Edison.

The Edison Disc, however, has not been perfected
simply to meet a disc demand. With Mr. Edison it was
not a question of disc or cylinder but a question of
carrying sound-reproduction further than it had ever
been carried before.

The new Edison Disc Phonograph is not a talking
machine but a wonderful musical instrument.

[t represents thirty-five years of experiment and in-
vestigation 1n musical acoustics and sound reproduction.
It embodies not only new reproducing methods but also
new recording methods.
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r EDISONS &reatest

aclhievement i Sound
Reproduction. . . .

1s a phonograph with a new voice—a voice of liquid and
mellow tone, wide range and incomparable sweetness.

In the new reproducer Mr. Edison
has found the secret of true tone re-
production. The reproducing point
1s a diamond that never wears, never
varies and never needs changing.

The records are of a new
material—a chemical compound of
great density and hardness, yet of
such peculiar qualities that the most
minute sound waves can be en-
graved upon it and no
amount of wear will
efface or distort them.

For the Edison so Lakeside ave

m.,.,.

INCORPORATED

Disc Phonograph a new motor has
been perfected, a motor of great
power and accuracy, built to last
a lifetime and accurately adjusted.

There are ten models now ready,
ranging In price from $450 to
$60. All are of the cabinet type in
beautiful and artistic designs worked
out in rarewoods. See the announce-
ments of leading Edison Jjobbers n
this 1ssue. One of them is near you
andwill be glad totake
careof youasfarasthe
present manufactur-
ORANGE, N. J. 1Ing output will permit.
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LOUIS XVI
Model A450, Circassian
Walnut, $450.00
Model A400, Mahogany,
$400.00

Here

Model A275, Ma-
hogany,
Plain, $275.00

are the types of

Edison Disc Phonographs
now ready for your trade

Every instrument is of the cabinet type.
is a rare example of the cabinet builder’s art.
rare woods used in their construction, the beautiful
finish, the careful workmanship and the graceful lines
all go to produce just the setting that this wonderful

Every case

The

new Edison instrument should have.
There are eight distinct types in all woods,
ranging in prices from $60 to $450.

Thomas A. Edison, Inc.

SHERATON

Inlaid!

Model A80, Mahogany,
‘ ’ $80.00
y
Model A200, Mahogany

and Oak, $200.00

Model A300, Cir-
cassian Walnut;

$300.00
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SHERATON LOUIS XV

Model A290, Ma- Model A425, Circassian
’Loegany. Inlaiad Walnut, $425.00
Marquetry, Model A375, Mahogany.
$290.00 $375.00

i JHIN]

There is no demand in a sound
reproducing instrument that
the Edison Disc does not meet

It gives the Edison method of reproducing in disc form—the
method that has brought fame to the sweet-toned Edison Cylin-
der instrument. ‘

Its reproducing point is a diamond that never wears out,
never wears the record and never needs changing. And it 1s, in
appearance, an instrument that will adorn the most] beautifully
appointed drawing room.

Take up the new Edison line with your jobber. See the
jobbers’ announcements elsewhere in this issue.

59 Lakeside Ave., Orange, N. J. Model B60, Osk. $60.00

JHNY;

Model A250, Ma-
* hogany and Oak, Model A150, Mahogany
$250.00 r apd Oak, $150,00
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Perpetual Profits

You're in business to stay. So is Mr. Edison. So are we.
Edison has built up a great organization that is getting greater
every day, because every phase of it is built on big thoughts.

He has applied his genius to the production of the most
wonderful phonographs ever produced. They are the safest
plays in the phonograph business. They reach both ends of
the line. Every customer can satisfy his taste, and every
satisfied customer means real money for you—regular profits.

T

1s the latest Edison prod-
uct. Its beauty of tone,
volume of sound, range
of selections, and many
distinctive Edison refine-
ments will make an in-
stantaneous appeal.

The Cylinder Phono-
graph in its improved
form and with its long
playing, wear resisting
Blue Amberol Records
are smashing all phono-
graph sales records.

Attention, Michigan!

Aren't perpetual Edison profits worth while getting after—
now? They never stop. As the only Edison jobbers in
Michigan carrying a full line of cylinder and disc goods we
offer to you absolutely prompt service and help. Orders
filled the day they're received. Write us.

American Phonograph Company

252 Woodward Avenue
DETROIT, MICH.

T,



RECORDING A QUARTER OF A CENTURY AGO AND NOW.

Phonograph and the Story Connected with Them—When the Recording of Band
Selectlons Presented a Real Problem—Walter H, Mlller, a Veteran of the Business.

” An Interesting Exhibit of Some of the First Records Made with the Edlson ‘“Perfected’

In looking over the talking machiue ficld to-day
and its tremendous extent, it is hard to believe
that only a quarter of a century ago the business
was in its infant stages and it was not really out
of the hands of the expcrimentcr. That the pres-
cut year comes close to marking the twenty-fifth
auniversary of the present-day phonograph was
brought to mind by a visit to the office of \Wal-
ter H. Miller, managcr of the recording depart-
ment of Thomas A. Edison, Iuc, who proudly dis-
plays a small case containing three records, a
reproducer and a recorder. The records made and
the recorder and reproducer used on the first “Per-
fected” phonograph.

Despite the lapse of the years, the records of
white wax, little harder than ordinary paraffine,
still showed distinctly the recording lines, although
the paper cards stuck in the end to tell what they
represented are yellow with age. One of the rec-
ords was made by Thomas A. Edison himself in
1888 to test the new phonograph, and is in the
nature of “Travel Talk.”

At the time the record was made, owing to lack
of experience on the part of recorders and record-
ing artists and the imperfection of the mechanism,
it was impossible to reproduce ordinary conversa-
tion so that it would be thoroughly understandable.
The result was that in testing records the names
of cities were used frequently, as, for instance, the
recorder would say: “We will ‘now go from New
York to Albany, from Albany to Syracuse, from
Syracuse to Buffalo, from Buffalo to Chicago, etc.,”
the idea being that if the name of the city was
spoken twice in succession the listener was bound
to hear it and thereby be impressed with the won-
ders of the machine.

The second record, made in 1899, marks one of
the first successful attempts to record a band se-
lection for general distribution. The record was
played by Issler’s Band, at that time one of the
leading organizations in Orange the piece being
“Fifth Regiment March.” The third record was
a song by Effie Stewart, recorded in January, 1889,
and one of the first successful recordings of the
female voice. The length of Mr. Miller's connec-
tion with the recording end of the business can
best be imagined by stating that these first records
bear cards in his handwriting, describing what has
been recorded on them.

Despite his personal connection with Mr. Edison
in many recording experiments, it was with great
difficulty that Mr. Miller persuaded “the Old Man”
tc make a record of his own voice as a souvenir, it
being Mr. Edison’s contention that there was only
one worse recording voice in the world than his
own, that being Mr. Miller’s. However, the de-
sired record was finally obtained, and a number of
others of equal historic interest and value, and
hold an honored place in Mr. Miller's collection.

The early days of the recording game were
strenuous ones. The recording artists knew little
or nothing of how to play or sing for the ma-
chines, what positions to assume or what generally
was expected of them, and recording experts for
the company were little better informed, because
it was all in the nature of an experiment. The
records were of much softer material than are the
“masters” of the present day, although it it claimed
by the old-timers that the soft records reproduced
absolutely without a scratch and far more naturally
than the modern ones. Nevertheless, the very soft-
ness of the record itself proved a drawback, for
it was practically useless after a half dozen repro-
ductions.

Solos were among the first records attempted,
because it was easy for the single artist to stand
in front of the horn and secure the desired results.
In 1888, however, the first attempt was made to
record a selection by a full band. The first band
record was that made for Osgood S. Wiley, about
to sail for England to look after certain business
matters and who desired to take a number of
phonograph records along for exhibition, The

band was Markwith’s Fifth Regiment Band, of
Orange, which was more willing than able 1o
record properly, ‘The recording was in charge of
Mr. Miller and PProf. \Wangemann. 1o describing
the recording of the first band record the Orange,
N. J., Journal of that period said in part:

“The phounograph was placed upon a table, the
funnel turned so as to bear upon the musicians,
and while Mr. Wilcy bustied about and gave
numerous directions young Mr. Miller and Prof.
Wangemann, both of the laboratory, arranged the
electric battery and wax cylinders for the coming
operation. Although the musicians were not at-
tired in regalia and would not even have stunned
a London audience with thé completeness of their
attire, which was designed for work only, they
scemed to realize that thcy were about playing be-
fore a foreign audience, though the audience did
not happen to be present, and they tuned their in-

Walter H. Miller.

struments accordingly. The phonograph was soon
ready, and as Director Markwith waved his wand
the room was filled with the harmony of Ripley’s
andante moderato, ‘Best of All’ Even the pic-
tures on the walls seemed to be moved by the
music, and, while the phonograph ground away and
gathered in every note, Kiralfy’s ballet in one cor-
ner seemed to be moving in all their gorgeous
trappings; Signor James Dunbar in his lithograph
of some great circus seemed to fly faster and
faster around his ring on his eight horses: the
scene on the bridg: in 'Hoodman Blind’ lookel
weirder and sadder than usual; Magician Herman'’s
smile seemed more sly than before, and all the
other pictures on the walls' appeared to be going
through their acts, while the phonograph quietly
took in the fun. The music ceased, the phono-
graph was stopped, a smull funnel was attached to
it, it was started again, when—lo !—

“‘Did you play that way? said Mr. Markwith,
Sr., to Mr. Markwith, Jr., as the phonograph re-
produced the music. Such flatness was never heard
before. The cornetist looked sad.

“‘It’s the fault of the Dbattery,’ said Prof.
Wangeman.

“This dispelled the cloud from Director Mark-
with's brow and the cornetist smiled again. The
battery was rearranged and a few minutes the se-
lection was rendered perfectly by the machine, to
the astonishment of the musicians.” :

Just think of all that fuss over the recording of
a single band selection as compared with the mat-
ter-of-fact method of recording to-day,
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I'he uewspaper story, however, did not tell all
of it

Messes. Mitler and Wangentann had tried out
hand recording at several rchearsals of the Fifth
Regiment Band, and by that means secured a fairly
good idea of how the instrument should be ar-
ranged. The practice was to record a sclection and
then.rush back to the laboratory to try it out, often
with sad results. All this happened twenty-five
ycars ago, a quarter of a century, yet a few years
later we had perfect records, reproducing music as
played by the most famous bands of the world,
with absolute faithfulness.

Together with the inventors of the mechanical
processes involved, the recording experts deserve
full share of credit for the success of the phono-
graph and the talking machine, for through their
cfforts the mechanical perfection of the machine
was experimented to practical advantage.

Nowadays the recording laboratory appears more
like a big workshop than any other line. Mu-
sicians know just what is expected of them and
do it, and where failure was the rule a quarter of
a century ago, it is decidedly the exception to-day.

FRENCH SINGERS WIN SUIT.

Paris Tribunal Holds That Twenty-Year Ex-
clusive Contracts Are Not Binding.

(Special to The Talking Machine World.)

Paris, France, October 4.—Four famous opera
singers of this city have called upon the courts to
annul contracts which they had entered into with
a talking machine company.

They are Martha Chenal, of the Opera Com-
ique, who is to be Oscar Hammerstein's chief im-
portation in New York this season; Lucien Mura-
tore, the tenor; Mme. Lamare, soprano, and Jean
Perier, tenor.

An enterprising talking machine company signed
each of these singers for a term of twenty years,
they agreeing not to sing for any other talking
machine firm for that length of time, but the num-
ber of records for their voices made were few
and consequently the royalties small.

On the ground that the contracts were inequit-
able, they appealed to the Tribunal de Commerce
to have the agreements annulled. The plea was
granted in the cases of Mlle. Chenal, Mme. Lamare
and M. Muratore, but through some technicality
M. Perier lost his case.

Some time since a judgment of $300 was en-
tered against Muratore in favor of the talking
machine company for his having appeared in
“Paola and Francesca” for a moving picture firm.
The tenor appealed from that verdict and has just
had the judgment reduced to $100.

PHONOGRAPHS FOR MITCHELL.

Candidate for Mayor of New York on the Fu-
sion Ticket Will Use Them in Campaign.

In the municipal campaign for Mayor which has
just opened in New York City, one of the innova-

-tions will be the extensive use of phonographs.

Empty stores will be hired all over the city for
business men’s noonday meetings. The phono-
graphs will be installed in these stores and will play
popular music until a large enough crowd has been
caught. Then the phonograph will give a speech
by Mr. Mitchel. There will be a number of these
so that the same speech won't have to be repeated.

MODERN INVENTION.

Therc was an atmosphere of gayety in the office
“The boss is goin’ on a three months’ trip,”
whispered the clerks.

Just then the boss himself stepped out of his
private holy-of-holies.

“Gentlemen,” he said, with a smile. “I am about
to start on a little trip. I shall be absent about
three months. During that time—you have doubt-
less heard of Edison’s latest and most marvelous
invention—during that time I have arranged to have
talking-moving pictures taken of the interior of
this office every working day. The picture ma-
chine will work continuously from 9 till 5. I hope
to derive a great deal of pleasure and gratification
out of the finished films when I get back., That is
all, gentlemen,”—Advertising,
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Oldest Exclusive Edison Jobbers
‘in the Country

We've been in business a long time, Mr. Dealer. No one in the
country has handled the Edison line exclusively as long as we have,
we've watched it grow—we've found it the dependable, sure profit
line for the live, aggressive merchant. Perhaps our opinion is of value
when we say that :

The New Edison Disc Phonograph

which is now being offered, is the best leader that this line of leaders has ever had. It
meets the popular demand over- '
whelmingly. Its sweetness of
tone, its wonderful volume, its
never-changing needle — these
are just a few of the points that
recommend it and make it a
world-beater.

And the Cylinder Phono-
graphs go right on holding their
own audience, striding into new
territory, winning new friends.

To make it possible to serve:

Eastern New York, New
Hampshire, Vermont and Mas-
sachusetts with the Edison Line
more efficiently than we have
ever been able to do in the past

We are going to Move Our Wholesale Branch to
Albany, N. Y.

Albany is the logical shipping center for this great area. It is the
point from which we can fill orders most promptly, considerately and
efficiently. The facilities there are unrivalled. You can count on us
for the utmost co-operation in everything that will put the Edisons
into more homes.

AMERICAN PHONOGRAPH CO.
Address for the present, GLOVERSVILLE, N. Y.
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POORLY ADJUSTED MACHINES A MENACE TO THE TRADE.

A Story That lilustrates the Importar:vce of Having Talking Machines Used in Connection
with Moving Picture Shows Properly Adjusted and the Records New-——The Real Neces-
sity of the Speed Regulators on All Machines—Interesting and Helpful Suggestlons.

PROLOGUE.

The great plankway was thirouged with a gay
cosmopolitan multitude that spread itscelf like a
great many-hued tlower garden along its five
miles of promenade. The scason was late—Sep-
temmber 27, to be exact—but the weather was per-
fect, and the crowd responded nobly to the se-
ductive call of the salt air and the dashing waves.
A scene bewildering in its magnilicence, and one to
be witnessed nowhere else on carth—A\tlantic City
an a fair autumnal Saturday with the fashionable
world and his wife down for a joyous week-end.

From the Steel Pier came the erashing blare of
Vessala’s Band swinging its melodious way
through “The Fairest of the Fair March.” Old
Father Ncptune approved of this spirited two-step,
for he had the foaming bFeakers tuned to an ob-
ligato.

The sun was shining with golden splendor, and
the breeze from the sea was filled with life-giving
elixir.

Some resort, and some day, believe mel

You enjoyed the introductory overture by Sig-
nor Vessala and Daddy Neptune, I am sure, but
the music aecompanying the balance of this per-
formance will not be pleasant—I warn you in ad-
vance. I did not wish to destroy the beauty of my
prologue with discordant noises. I Jesired to have
you in good humor before registering my kick,
which, by the way, is of sueh proportions that only
an incorrigible mule could satisfactorily administer
it for me. 1 thereforc strained my optimism to
the breaking point, and np until this pitiful moment
refrained from unpleasantness.

Now for the dirty work!

Mr. Dealer, if you eould sit here with me in
Bralinger’s pavilion and listen to the consarned,
dod binged, overworked, poorly adjusted talking
mmachine the movie emporium across the way is us-
ing to attract the attention of the publie, and then
take pencil in hand, as I have done, and write a
cheering prologue, you would deserve credit; you
would, indeed. I feel quite chesty to think that [
was able to capture for you snatches of real musie
and glimpses of sun and sea from out that awful
bedlam of harsh sounds.

The plot thiekens—On guard!

Mr. Dealer, why do you not see to it when you
make sales to moving picture parlor proprietors,
that they are instructed in referenee to running
the maehines you sell them? There is no better
opportunity for an abundance of free advertising
for you than in this field if you would embrace it.
The way the proposition is handled at present is
a disgrace to the talker fraternity.

Pecople are passing this movie parlor, and hun-
dreds more in different cities throughout the coun-
try, at the rate of approximately one thousand per
hour, and all of them to a man are disgusted-at
the infernal squeak that issues from the horn of
the instrument installed there. It is not beeause
the maehine is inferior—no, that is the pathetic
part of it. It is simply due to the incompetency
of the opcrator, who is running a worn reeord at
high spced.

As I write, the seleetion being rendered is “The
Trail of the Lonesome Pine.” In this particular
instance, the reeord bears upon its mutilated sur-
face the voices of Miss Edna Broun and Mr.
James F. Harrison (Frederick W. Wheeler). As
you know this lady and gentleman sing contralto
and baritone respeetively, but as inflicted by this
instrument of torture, they represent an inipossible
soprano and a nasal counter-tenor far beyond their
depth in the briny ocean, yelling for succor from
cupid, the chubby red-shirted lifeguard. Can you
beat it?

Mr. Dealer, this matter should really receive
your very careful and most serious attention. I
have made an exhaustive study of the movie
braneh of the talking machine business, conducting
investigations at various resorts, and reaching a
climax in Atlantic City at the present moment. I
therefore know what I am talking about when I

say that the uoving picture theaters, with phono-
graphic attachnients as now conducted, are poison-
ing the ears of a vast horde of music lovers, and
it is all so eutirely unuccessary. The remedy is
ready at hand, Mr. Dealer, if you would but use it.

When you make a sale to Mr. Movie Man, ask
hint to send lhis operator Lo you For iustrucfions,
and the problem will find « happy solution at once.
L'or the sake of the customers you are losing
from this cause, sit right down al your desk this
very minute and writc a eourtcous note to all the
Messrs. Movie among your patrons, explaining the
situation to them and ask for their co-operation
in an cffort toward improved concerts.

Suggest, if their records are worn, that they pur-
chase new ones¥thus substituting musie for noise,
offer the services of your expert on speed regula-
tion, and I'll bet you a box of salt water taffy vour
business will enjoy an increased prosperity.

Nowhere docs the talker get a better chance to
reach the public en masse than through the medium
of the resort movie parlor. This is a fact beyond
cdispute.  Therefore, why not reap a harvest of
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Killing Talking Machine Prospects.

good advertising instead of seepticism and disgust
when it is only a mater of instruction and adjust-
ment?

While we are upon this interesting subject, 1
wish to take up with you still another phase, viz.:
the throttleless talker. I mean by the “throttleless,”
the small models whieh certain concerns insist
upon thrusting upon thc people without a practical
speed regulating device. There is, it is true, im-
tedded deep in the heart of the power plant a
screw which may be found by most any trained
meehanieian who has received minute instructions
from his dealer regarding its whereabouts, but in
any case, it entails diseonneeting the horn and a
partial dissection of the machine. It is therefore
without value. Is not this also a menace to trade,
Mr. Dealer? !

The manufacturers tell you that the maehines are
adjusted, when they leave the factory, to run at a
certain speed whieh is correet for every record
played. If this statement were true all would be
well, but, unfortunately, such is not the ease.

For instanee, the average song may sound fair-
ly well when rendered at the above mentioned
speed, but change to a selection requiring a large
movement and discord instead of harmony results.
Play a talking record at this speed and the speaker
conveys the impression of declaiming against time.
and that to do this, he has thrown aside every rule
of elocution which, of course, mars the cffect.

You have heard Cal. Stewart tell one of his
quaint Yankee stories from out the horns or tone
chambers, as the case might have been, of the
eheap and expensive talkers, have you not? Cer-
tainly you have, and in one, if your memory fails
you not, he was talking so softly that even his in-
fections of laughter sounded like the staecato roll
of a drum; while the other reproduced his voiee
perfeetly. The deliberate nasal drawl of the New
England farmer and his slow convulsive merri-
ment were before you in life. These two extremes,
which are not exaggerated, were brought about by
the addition and subtraction of speed regulator.

I have witnessed the loss of many a sale from
this eause, and I will wager that every dealer, who
is considerate enough to read this article, has done
the same.

In conclusion, I will state in all sinecrity that I
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belicve at least « part of the discordant pliono
graphic howls that issue from beneath the gilded
archways of the imovie palaces may be traced to
this cause.

Do you not think the time ripe for an urgent
request for speed regulators of a praetical nature
on all machines, regardless of price?

CURTAIN.

Exit Mareh—"“Too Much Mustard.”

Howaro Tavior MinbLETON.

HELEN KELLER CAN HEAR MUSIC.

Vibration of a Viofin String, She Says, Is Like
Voice of Singing Angel.

(Special to T'he Talking Machine World,)

Prrosky, Micu, October . Miss  1lelen
Keller, the noted blind, deaf and dumb girl, has
heard lier first note of music. She caught the vibra-
tions of a violin string through her teeth, held
against the bridge of the instrument, and altlfough
lier ear drums are useless, Prof. Franz Kohler, of
the Oberlin Conservatory, declared to-day that the
Larmonies had been communicated to her brain
and she had caught the strain.

The first note whieh the former eoneert master
o’ the Pittsburgh Symphony Orchestra played for
Miss Keller was on the E string of his rare old
violin. Miss Keller was astonished. She held her
teeth firmly against the scroll while Professor
Kohler played strains of Saint-Saen’s “The Sivan,”
using both the high and low registers.

“Like the voiees of singing angels,” Miss Keller
communieated to Miss Maey, her teacher.

Miss Keller was exhausted from the excitement.
Miss Maey declared to-day that this was the first
musical .sound that has reached the brain of Miss
Keller, despite reports of her violin playing which
stated that she knew musical harmony before.

NOT A BAD SUGGESTION.

Mr. Bryan has stated that his expenses on the
“road” amounted-to about $500 for two weeks. It
seems as though it might be cheaper for him to
stay on the job in Washington and give the lec-
tures by phonograph.

Men are judged by the company they keep, and
candidates ought to be judged by the discordant
brass bands they hire.

] Simplex ]

Automatic

Start®Stop

Device

LISTED BY 95%
OF VICTOR JOBBERS

WHY?

STANDARD GRAMAPHONE APPLIANCE CO.
173 Lafayette Street, New York, N. Y.

Stop ,Start
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The Edison Disc is a Big Opportunity
Make the Most of it!

Here is the chance for the dealer who has wanted to take
his public by storm. You have no idea of the music of a
disc phonograph until you have heard

The Edison Disc Phonograph

——

s s It will surprise you just as it surprised us, and

just as it is bound to surprise the people whom you
want to reach. The tone quality is actually unique |

In its sweetness, the volume is a revelation, the

|
lasting permanence of its mechanism and beauty
of its cabinets will attract buyers whom you have I
never been able to'convince. |
It is a worthy new mem-
ber of the Edison family,

and it will be helped by

the enviable reputation of [l g
its big brother, =

The Eison Cylinder Phonograph |

which will hold its old friends, and go right on widening its acquaintance
and increasing your profits—from day to day.

him, heart and soul. Your success is our show us that you are interested at once.

success—that’s the way we look atit. Our

1
The dealer must have a jobber who is with | to represent the Edison line in your town,
|
|
|

[ territory has been going fast in the last six Write us about our especially attractive
months. It's going every day. If you want | proposition.

Frank E. Bolway

EXCLUSIVE EDISON JOBBER
Syracuse and Oswego New York
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ST. LOUIS DEALERS BANKING STRONG ON THE FUTURE. |
Jobbing Trade Particularly Active at the Present Time and Retali Business improving

Rapidly—Scruggs, Vandervoort & Barney Dlsplaying Machines Under Difficuities—
New Columbia Departments Opened—Iimproved Famous & Barr Co. Department.

(Speeial to The Talking Machine World.)

Sr. Louts, Mo, October 10.—Yes, business is
good; all agree to that, cspecially those interested
in the jobbing tradc. Out-of-town dcalers arc or-
dering somcwhat later than usual. Retail trade is
picking up somewhat slower than usual. In fact,
the fall business is and has been slow getting under
way. The outlook is splendid, the going busincss
cannot be complained of, but it is not what was ex-
peeted, and where the fault lics no onc will say.
Very likely, books will show an increase, but there
is a* disappointment all the same.

Just where it is or what it is, is yet to be de-
cided, but unless a strong business punch develops
pretty soon someone is going to be woefully dis-
appointed. It seems that everybody set stakes to
go far ahcad this fall. Perhaps it is the tariff,
perhaps the wcather; pcrhaps it is something else,
but the punch that was expected has not appeared.
It is the every-year increase, and that is not satis-
factory this fall.

Three of the local houses are not in position to
do their best this fall. The former Bollman store,
the property of the Koerber-Brenner Music Co,,
Victor jobbers, still is tangled in the Bollman Bros.
bankruptcy litigation. The Victor department is
open for business, but is much crippled by being
in quarters of a bankrupt concern. It must remain
there until the litigation over the appointment of
the trustee ends.

The Scruggs, Vandervocrt & Barney department,
conducted by the Musical Instrument Sales Co.,
is all but out of business form becausé of altera-
tions being made on the sixth floor of that store
for the piano department, into which the Victor
department later will be merged. At present ma-
chines are shown in aisles, and carpenters’ ham-
mers are liable to supply an unappreciated trap
drum accompaniment for an opera solo.

At the Famous & Barr Co. Mr. Ligon is moving
into his recently completed demonstration rooms,
and hopes by the time this is printed to have his
record stock placed so that he can find what he
wants when he wants it. One day recently he had
to excuse himself from demonstrating a machine
because the workingmen building the room parti-
tions made it impossible to distinguish the number
he had placed on the machine.

Harry Levy, of the talking machine department
of Aeolian ‘Hall, has enlarged his office quarters
because of need of working space. He says his
advices from the country never were better and

that the October shipments proniise to be excellent.
The retail trade, Mr. levy says, is dcveloping
nicely, e says all worry over the ncw contract
has ccased.

Manager I. B. Reid, of the Columbia Co., re-
cently enjoyed a short visit from George W. Lyle,
general manager of the Columbia Co.; John A. B.
Cromelin, of the London branch, and W. C. Fury,
of the Chicago branch. Mr. Reid and Mr. Crome-
lin formerly were associates in the company’s ex-
ccutive offices. Mr. Cromelin made a tour of the
chief American branches while visiting this country.

Mr. Reid is especially pleased with some con-
tracts written during the past month, onc of which
provides for a Columbia dcpartment in the F. G.
Smith Piano Co. warerooms. The Smith Co. has
arranged to devote a considerable part of the first
floor and the third floor of their commodious ware-
room to the Columbia line, which will be the only
talking machine line handled. C. W. Smith, who
is familiar with the Columbia through long selling
experience, will be in charge of the department.
The F. G. Smith Co. at one time handled talking
machines through the local wareroom, but has
made no effort in that line recently

Among other notable contracts was that of the
Shattinger Music Co., located at the cast end of
Piano Row. This company handles chiefly sheet
music and musical instruments, but has not re-
cently gone heavily into the piano game, and has
not handled talking machines.

Some of the other contracts are the Knapp Piano
Co., of Belleville, Ill.; the Collinsville Music Co.,
of Collinsville, Ill.; Charles & Anderson, furniture
dealers, Granite City, 11l.; the Allen Music Co.,
Christopher, Il

Mr. Reid still is listening to realty men and look-
ing up probable sites for a new home, but has not
been able to find the place and the terms.

Retail Sales Manager R. D. Duffy says the re-
cent interest shown in symphony records has been
exceedingly pleasing. The record business gen-
erally, he says, has been excellent.

The dictaphone as a booster for East St. Louis
has been brought into service by Tampton Au-
buchon, manager of the Industrial League. Mr.
Aubuchon received a request from a Toledo auto-
mobile firm asking for the advantages of East St.
Louis as a manufacturing city. Instead of sending
illustrated pamphlets and letter, he talked into a
dictaphone for ten minutes and mailed it to the
inquiring firm.

THIS needle is treated by a chemical process that contains an Oily substance, which
acts as a Lubricant, and thus polishes and smooths the grooves of the record to a
great extent each time the record is played, except records which have been worn beyond
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When the record reached Toledo it was put on
another dictaphone, and told the whole story of
{tast St. Louis. The cxperiment was so successful
Mr. Aubuchon cxpects to follow the same plan
for futurc invitations of that lind.

WITH THE TEXAS BOOSTERS.
The Vlisit of Vice-President Burns, of the Co-
lumbia Co., and Rafael Cabanas, of Mexico
City, the Subject of Extended Notice in Dal-
las Rapers—State Business Growling.

(Special to The Talking Machine World.)

Darras, Tex., October 6.—Local newspapers de-
voted considerable space recently to accounts of a
visit to this ‘¢city of Vice-President Burns, of the
Columbia Graphophone Co., New York, and
Rafael Cabanas, president and general manager of
the Mexiecan Phonograph Co., Mcexico City, Mex.,
one of the largest Columbia agencics in the world.
This was Mr. Burns’ first visit to this city, and his
account of Texas encrgy as published in the Dallas
Morning News, onc of the city's leading news-
papers, was as follows:

“I met up with the Texas boosters long before I
reached Dallas, for they were on the train coming
down, and they all put in their best word for
Texas. I met Judge E. B. Musc coming down
from Chicago and St. Louis; and he could not say
too much for Dallas and the whole State, and the
same spirit was manifested everywhere. This is
my first visit and I am ¢ruly surprised at the
progressiveness of your people.”

The article in this same newspaper continued as
follows: “Mr. Burns declared the business of his
company is growing rapidly in Texas, and con-
siderable extensions are planned for the near
future. He said that the Texas branch with head-
quarters at Dallas ranks usually as close as ninth
or tenth on the list of forty cities with State
branches of the company. Mr. Burns is one of the
oldest officials of the company, having been with
it sixteen years. Mr. Souders (manager of the
Dallas headquarters) has been with the company
fifteen years, four years as its representative in
Berlin, Germany.”

CIGAR CUTTER WITH A VOICE.

A Chicago <igar manufacturing concern has hit
upon an advertising novelty in the shape of a talk-
ing cigar cutter—a combination of cigar cutter
and phonograph. Cut the tip off of your cigar and
there issues from the machine the appeal: “Try
La Bona, a one-half pure Havana long filler, so
bknded as to produce a mild, smooth smoke.”
The machine is guaranteed to make its announce-
ments correctly for six months, and is being given
frec to dealers with each purchase of 1,000 cigars.

Fay’s Velvatone Wood Needle

Plays Thirty Records and Is Self-Sharpening

redemption by steel needles.

The FAY VELVATONE
NEEDLE will appeal strongly to you
from these points alone. Youare asked

_to send for samples and judge for your-
.self that the claims we make for our
needle are fully substantiated.

40c. Per Package of 100. Regular Trade Discounts
Velvatone Needle Co., 900 Benton Blvd., Kansas City, Mo.

After playing a record give the
needle a quarter turnand you get a fresh
point. One needle plays 30 records. It
brings out the full volume of tone even
on badly worn records, giving a softness
and mellowness of tone.

Instructions for Using
Fay's
Velvatone Wood Needles

Place the needle in the sound
box in the same manner as an
ordinary steel needle, then in
order to avold injuring the point
of the needle, place it carefully
into the groove of tbe revolving
record, let the needle remain in
the same position in the sound
box as long a&s it will reproduce
perfectly. When it is necessary
to change the needle do not
throw it away, but turn it one-
quarter way round and it will
reproduce as clearly as at first.
‘This can be repeated a number
of times hefore tbe needle is
worn out.

e
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Experience has taught us

that standing by the Edison guns is
the wisest stand any wise merchant
can make. We staked everything on
the Edison Phonograph and we won.
This success 1s yours if you'll seize it.

Think of this for a selling com-
bination :—

The Edison Disc Phonograph
The Edison Cylinder Phonograph
The Blue Amberol Record

The new disc machine is a marvel of tone, a delight to the eye, that
is eclipsing everything in the field. It's Edison’s closest approach to
musical-mechanical perfection. A diamond reproducing point cuts
out the need of changing needles.

 If there’s anyone who doesn’t know the wonders of the Blue
Amberol played on an Edison Cylinder Phonograph let us tell him.
The value of a four minute, wear resisting, sweet toned Record on a
steady, powerful instrument, is too rich to be lost sight of.

Service!

Fourteen years have proved to us what a full stock, prompt delivery
and courtesy means to dealers in this territory. Let us show you by
a “trial order,” a starter—Don’t wait. Someone will beat you to it.

BUEHN PHONOGRAPH CO.

Edison Disc and Cylinder Machines, Records and Supplies
713 Penn Avenue, Pittsburgh, Pennsylvania

=
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EDISON’S

NEW DISC PHONOGRAPH

Now Ready for Distribution to Dealers

Mr. Edison has standardized his Phonograph—it is now perfected in both disc and cylinder form,
his O.K. has been affixed to every detail. Perfect Sound Reproduction is the general verdict.

All instruments have genuine Diamond All records play the entire selection, 10 in
Point Reproducers. play 5 minutes, 12 in. play 7% minutes.

All instruments are concealed horn type, All records render a perfect reproductlon
artistically designed. of the original. Every Record a gem.

All records are practically indestructable, These and other exclusive Edison arguments
cannot become injured by accident. make a successful appeal to the buying public.

BECOME THE EDISON MAN IN YOUR TOWN

Share the Profit in the

Assured Success.

The General Public wants them.
The Exacting Public Demands them.

$250.00 $200.00 $150.00 $45.00 $60.00 $125.00 $200.00
DISC MODELS YOU CAN BANK ON CYLINDER MODELS YOU CAN BANK ON =

Get mnto the Edison Game, it is “A Big One.” Write for Contract and Catalogs to-day

SIGN UP WITH “THE DENVER”

. IF IT IS LISTED IN THE EDISON CATALOGS
Excluswely_ EDISON WE SHIP SAME DAY ORDER IS RECEIVED
D l . If your account is EXCLUSIVELY with “THE DENVER,”
ealer . . refer ALL Edison inquiries from YOUR town to YOU.

OUR ADVERTISEMENTS COVER THE MIDDLE WEST

Western Largest Store
Factory Distributors of
EDISON General Merchandise
Disc and Cylinder West of Chicago
Phonographs 400 Feet Long
Exclusively 7 Acres Floor Space
Wholesale @ gfl]’iﬁ @H’fﬂﬂﬁjfa Denver
Department Colorado

= =N
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There Are Big Round Dollars forYou

1n

The New Ediéon Disc Phonographs

PEOPLE have been waiting for years for Mr. Edison to

offer his Disc Phonograph to the public. He has waited
—though to him belongs the credit of inventing the first one
years ago—until he could pronounce it worthy of his name.

€ Now it's ready.

 Dealers of New Jersey, we are the people to know to
get the handsome profits that this line will bring you.

We Are the Only
Edison Disc Jobbers in New Jersey

IN our enthusiasm for this new invention we aren’t forget-

ting for a minute that the Edison Cylinder Phonographs
are better and more popular than ever before. The new
Blue Amberol Records, the Diamond Point Reproducer, and
the artistic variety of cabinets—these facts and many others
make new friends and more sales every day.

( Get the profits that are bound to come from the Edison

line.

Eclipse Phonograph Company

A. W. Toennies & Son

203 Washington St. Hoboken, N. J.
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" LOCATION PROBLEM WORRIES CINCINNATI DEALERS.

Rerouting of Many of the Street Car Lines Keeplng Many Merchants “On the Fence” Re-
garding the Effect the Changes WIIl Have on Thelr Business—Heavy Advertlsing
the Rule—Columbla “Grand” in Fashlon Display—Dance Records in Demand. |

(Special to The Talking Machine World.)

CiNCINNATI, O., October 3.—Some of thc mem-
bers of the talking machine fraternity about Cin-
cinnati are somewhat unsettled these days. This
applies to thosc who have had locations which
were not exactly ideal and wanted new stands.
The street car lines have been rcrouted during the
past fifteen days, and the work is still under way.
So far as can be observed no particular member
of the trade has been benefited, and those on the
fence don’t know exactly where it would be best
to locate under these conditions.

A new feature of the business about Cincinnati
these days appears to be the willingness of the
trade to use space in the newspapers, advertising
the advantages of having talking machines in the
homes. Practically all of the houses are doing
this these days, and hardly a day passes but what
some member of the trade is doing some publicity
stunt.

Manager Whelen, of the Columbia Co., talked
very optimistically of conditions, and with his
usual genial smile said: “Yes, we closed up Sep-
tember with a boom, and the boom is still on.
Throughout the month there were days when
things looked bad for the final windup of the
month, but the good days were far in the ma-
jority, and on the whole the month’s business was
very satisfactory.
crowds of people to Cincinnati from the sur-
rounding territory, and the beautiful Columbia
models displayed in our show windows received
their share of admiration.” .

During the present week David Bispham, who
sings exclusively for the Columbia Co, is on the
Keith vaudeville bill, and we understand that his
records are greatly in demand.

During the fall opening at Kline's, Cincinnati’s
only exclusive women’s outfitting establishment,
the $500 “Columbia Grand” was on display in their
beautiful Race street windows. The setting could
not have been more perfect, and we congratulate
Kline’s on the arrangement of the window. The
exquisite gowns displayed and the beautiful lines
of the Columbia Grand blended perfectly, and the
result was one of the most artistic windows in
the city.

W. S. Givler, traveling salesman for the local
Columbia store, has just returned from a very
successful trip through Kentucky, and reports that
conditions all along the line are good and all the
dealers are looking forward to an unusual holiday
demand and are placing their orders accordingly.

Manager Dittrich, of the talking machine depart-
ment of the Rudolph Wurlitzer Co., is a busy man
these days, getting ready for the fall and holiday
business. Here are some of his ideas about the
present and future possibilities: “The warm
weather which existed during a part of the month
of September very seriously affected the Victrola
business, and it was only at the latter part of the
month that the business reached the usual Septem-
ber volume. The summer resorts and outside
amusements still held the interest of the public,
and as a result the business was slow in devel-
oping.

“The new dance records are in great demand.
The dances which have been very popular at all
the summer resorts still are in fashion, and as a
result every Victor owner is including some of
these dance records in his collectfon. The business
is opening up and the prospects look very bright,
and advance orders for machines are greater than
they have ever been before. The dealers are pre-
paring in advance for the big business that is
bound to result later in the fall.”

John Arnold, of Fifth and Elm streets, is about
the only member of the trade in Cincinnati who
keeps open at night. He believes it to be a paying
proposition, particularly attractive to the man who
has to work all day. It gives the head of the
house an opportunity to accompany his wife in
making record selections. Arnold has been enjoy-

‘Fashion Week’ brought large -

ing a very good record business during the past
month and is well pleased with the new Edison
hornless phonograph, which has mect with favor
with his customers.

The Aeolian Co. says: “The cxpected fall rush
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on Vietrolas has started at Acolian 1Tall sooner
than expected.  Septemiber was a splendid month
aud Oclober is going to be away ahcad of previous
showings, judged by the carly business of the
montll. Record business showed remarkable im-
provement the past month—in fact, the increase in
record sales was larger than that of machines.
The Acolian Co. continues its large advertising in
the Cincinnati dailics, laying especial stress on its
Victor service. Results have been flattering.  The
company plans to continuc its advertising on an
cven larger scale without any intcrruption.”

SELECTING NEEDLES THAT WILL GIVE BEST RESULTS. |

H. L. Wilison, In the Columbla Record, Discusses the Various Factors That Enter Into
the Selection of the Proper Needles for Certain Classes of Records—Much Depends
upon Size and Furnishings of Room—Making Tests with Records Most Interesting.

“A study of the results obtained from the usc
of the various kinds of needles is something which
up to this time has received too little attention in
the talking machine business, but which merits most
diligent investigation and study,” says H. L. Will-
son, assistant general manager of the ‘Columbia
Graphophone Co., in the current issue of the Col-
umbia Record.

“There are many conditions which enter into
the selection of needles conducive to the best re-
producing results. First of all, perhaps, is the
character of the record to be reproduced. The
heavy tones produced by a brass band, or the full,
low notes of baritone or bass when reproduced
with a short pointed or ‘loud tone’ needle are de-
cidedly less pleasing than when a longer pointed
‘soft tone’ or ‘fiber’ needle is used.

“Another element to be taken into consideration
is. the distance the music is intended to reach—in
other words, the size of the room. For example,
when loud tone needles are used in a small room
with a low ceiling the volume is often too great
to be pleasing, whereas the same record played
with the same needle in a large room or in the
open air would be entirely satisfactory.

“The manner in which a room is furnished plays
no small part in the choice of needles. A room
with thick rugs and heavy hanging tapestries which
absorb the sound may require full volume, when
the same room sparsely furnished and with few
rugs, if any, will need perhaps only half, the
volume.

“The intelligent handling of these niceties in the
demonstration of records, and the education of
customers in the correct use of needles, will, in

the opinion of the writer, play a big part in the
increase of record sales in your store.

“Many a record has been condemned as below
standard, many a reproducer has been discarded
as worthless, because of failure to use thc needle
meeting the record’s individual requirements.

“In the home it is necessary to a great extent to
use the same reproducer for all classes of music,
and it is because of this necessity. that provision
has been made, in the different styles of needles,
to offset the inflexibility of the reproducer.

“Our best salesmen, on the receipt of sample
records, will play each record carefully with the
different style needles, and determine from this
demonstration and their previous experience what
needle should be used. This is noted and the in-
formation used in subsequent demonstrations to
customers.

“However, we want to carry this subject much
further than a store demonstration. We want
every Columbia double disc purchaser to receive
the maximum pleasure and satisfaction from his
records, and therefore urge every salesman to pass
his knowledge along to his customers. Thus will
the education of customers in this regard be more
readily accomplished and the result will be better
satisfied customers and larger record and needle
sales. Study the needle question—and pass it
along.”

Time is meant to use to good advantage, not to
waste in worry and idleness.

Labor and time are wasted if they are not di-
rected to certain definite ends.

i Improved Tone .. Control 4
Pat. Pat. Pend.
T

UNION No. 1

Some jobbers are sending in monthly orders for Union
Modifiers in gross and Y% gross lots.

Are you getting your

Union share of the profits in Gold
Modifier Plated,
PHONOGRAPH |::=
Edison Nickel
Machine NIO SPECIALTIES? Oxidized
. Bronze,
ni . o . . $1.00
nion Modifiers are so simple in  other records on an Edison machine,
principle and so easy to attach that contains its own modifier. Our ecat-
they sell on sight to Edison, Colum- alog describes all the quick-selling
bia and Victor owners. Union No. UNION LINE, Have vou seen it?
1, for playing Victor, Columbia and  If not, WRITE NOW. 2t
L
The Union Specialty & Plating Co. i

409 Prospect Ave.,

UNION MODIFIER
for Victor Machine,
Gold Plate, $1.50
Nickel, $1.00

Cleveland, Ohio

v

-

UNION MODIFIER

for Columbia Machine,
Gold Plate, $1.50
Nickel, $1.00
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I's the Line of Least Resistance

Edison Phonographs are selling themselves to-day—«the
public can’t resist them. Some wise dealer is going to make
a good fat profit on every machine sold in Washington

" and there are going to be scores of them sold in your own
district. The leader 1s the new instrument,

The Edison Disc Phonograph

Although he invented the first disc phono-
graph years ago, Mr. Edison wasn’t willing to have
it sold over his name until it reached sound-per-
fection. Now it has.- Now you can bank on it
making the biggest hit—and the biggest profits—
since the day’ the first phonograph was offered

for sale.

h We still have a ‘little temitory left, but it’s
going like lightning every day. If you want to be

able to offer the new wonder as well as the famous

Edison Cylinder Phonographs

you must tell us at once.

Our proposition is mighty favorable to the
dealer. Our service is designed to suit his needs,
our co-operation 1s always extended to him. Get

busy to-day and let us hear from you.

EILERS MUSIC HOUSE

WHOLESALE AND RETAiL THE NATION'S LARGEST

Established in Every Important Western City Seattle, Washington
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The Columbia Grand Opera Records
alone are worth your attention.
dealer who ties on to them will find it
easy to tie a string around the best of all
the Grand Opera Record business in his
locality and lead it over to the Bank.

(Write for “Music Money,” a book “full of meat” for those

dealers interested in quick and frequent turnover of capital.)

CASH OR CREDIT, WHICH?

Finding Out How the Prospective Customer |s
Inclined One of the Most Delicate, Yet Im-
portant, Questions for the Salesman.

One of the most delicate yet important questions
for the salesman to solve is whether his customer
is going to pay cash or ask for credit. Most firms
make some difference for cash, especially if the
goods on the floor are marked with the credit or
instalment price. Guessing at it won’t do. Un-
less you find out, and early, too, in the conversa-
tion with your customer, you are less likely to
make a sale.

There are many people whom you either know
personally or by previous dealings to be cash.
Quite a few more will tell you voluntarily that
they wish to buy cash or credit, as the case may be.
For example, someone asks you the best cash price
on an article. Generally, though not always, this
implies that they are cash buyers. The real prob-
lem arises, then, with those whom you do not
know and who do not express themselves as to
their method of payment, says a writer in the
Furniture Record.

You must get this information without offending
your customer. Many people would be highly in-
dignant if asked point blank if they wish to pay
cash for an article. They may be chagrined if
approached in even a less blunt way.

The purpose in getting the information should
be kept concealed. If possible, make the cash cus-
tomer feel that he is entitled to a substantial dis-
count if he is buying for cash, and the credit cus-
tomer feel as if lhie is buying at the same price as
the cash customer. This is gnather hard proposi-
tion, but it can be done if you use tact.

Now, with these two things in mind, T will tell
you my favorite method of solving this problem.
Suppose a lady customer, whom I know nothing
about, comes in to look at a buffet. There is no
clue in her dress or manner, hence I must find out
in conversation. I would take her to a medium-
priced buffet, which in all probability she would not
fike. I make a few remarks about the buffet and
point out a few good features. After a short ex-
planation of this kind, I quote her the price which
is the credit price. I follow the quoting of the
price with a statement like this: “Now, we advance
credit on this or any other piece or pieces in the
house, if you wish it” In almost every case, if
she is cash, she will reply quickly that she wishes
to pay cash, or when she buys she always pays
cash, etc. - If she is a credit customer she will, in
all probability, either say she can’t pay all cash to-
day or she will ask about the credit plan. If she
ignores it altogether and asks to see another buffet,
in the majority of cases, I find, it will turn out a
credit customer. But tactfully work in a little
more of an explanation about the credit plan in
later, and with that as a shield you can with a
great deal less danger ask her whether she wishes
to use the credit plan or not.

Of course, every customer will respond a little
differently, so you must be on your guard. My
plan, boiled down, is: In case of doubt, in order
to be on the safe side, assume them to be credit
customers until you have positive information.

Second, seek your information only after quoting
a price to them, and thus avoid suspicion that
might arise if you asked them before. If your
customer turns out to be a cash customer, proceed
to give her the best cash price on the rest and
tell her that it is the best cash price. If the goods
are marked in plain figures, take the discount off
in her hearing.

I have followed the foregoing with splendid
results. The more tact you use, the better success
you will have.

IMPROVING TONE REPRODUCTION.

The Construction and Purpose of ‘“The Master-
phone” the Subject of an Interesting Article
in the Scientific American.

Under the title “Improving the Reproduction of
Talking Machine Records,” the Scientific ‘Ameri-
can in its issue of September 27 gives a very inter-
esting and informative account of the invention
and purposes of the “Masterphone,” which was in-
troduced to the readers of The World last month.

This device, which is marketed by the Master-
phone Corporation, 187 Broadway, New York, is
meeting with a very gratifying success. The de-
scriptive article in Scientific American, which was
accompanied by an illustration of the Masterphone,
reads as follows:

“A simple clarifying, articulating and amplifying
attachment for talking machines was discovered by
the accidental touching of a fine needle with the
finger while a record was being played. The in-
ventor, M. B. Claussen, about two years ago, while
testing out some records, happened to touch the
needle and noticed that it vibrated. He was using
a very fine straight-sided needle, which produced a
low sweet tone, but lacked the power to propel
the sound from the horn. This fine needle was
free from scratch, and while it did not produce
the volume of the heavy needle, it had none of the
heavy needle’s mechanical tones. Mr. Claussen
argued that if he could add power to the vibration
of this fine needle, it would reproduce all there
was in the record with a volume equal to that of a
heavy needle without any of the heavy needle’s
defects, such as scratch and aftertones. Besides,
the great wear on the record caused by the heavy
needle would be avoided. After trying many de-
vices to increase these vibrations, he found that a
disc of a certain diameter, thickness and density at-
tached to the needle near its point, not only in-
creased the volume of the fine needle considerably,
but retained all the purity of the fine needle, and,
at the same time, by its vibratory action eliminated
the aftertones and caused each word and note to be
reproduced clearly and distinctly. Some indistinct
records even became audible. Tones never heard
before were brought forth. The sound was lifted
clear of the machine. The singer or musician was
in the room, not in the box. It reproduced all the
artist put into the record in the artist’s natural
voice, or with the musician’s artistic touch. In its
present form the device consists of a disc, two
springs and an insulated metal band. The band is
slipped over the circumference of the sound box,
and the disc over the point of a fine needle. The
sﬁrings hold the disc in place.

The

Columbia Graphophone Company
Woolworth Building, New York

“Tests, made under a microscope, of records
played one thousand times with the device showed
no perceptible wear. The long point of the fine
needle had reached all parts of the record, but
had not broken down the wall. Further experi-
ments showed that by slightly increasing the
length of a fine, straight sided needle, the vibra-
tions were increased and the reproduction brought
to a point of perfection. The device is made to
fit this needle, and with it produces the best re-
sults.”

A SPLENDID ARRAY OF JOBBERS.

The Edison Representatives Make a Splendid
Showing in The World—Important Houses in
Every Section.

Every wide-awake talking machine man, no mat-
ter where located, is interested in fall trade. No
men in business, whether jobbing or retailing, can
afford to be out of the publicity line, for advertis-
ing is the great motor power to business, and gen-
eral business conditions are excellent and point to
a record breaking fall in many ways.

The Edison jobbers are obviously in line to take
advantage of trade conditions, and in this issue of
The World appear announcements from business
men which should be consulted by the dealers. They
emphasize the national influence of The World
and demonstrate how the jobbers view it as an
advertising medium in which to make their wares
known.

Among the dealers and jobbers who carry special
space in this number are: American Phonograph
Co., Gloversville, N. Y.; Pardee-Ellenberger, New
Haven, Conn.; Buehn Phonograph Co., Pittsburgh,
Pa.; the Phonograph Co., Chicago, Ill.; Kipp-Link
Phonograph Co., Indianapolis, Ind.; Eclipse Phon-
ograph Co., Hoboken, N. J.; C. B. Haynes & Co,,
Richmond, Va.; F. A. Bolway, Oswego, N. Y.;
the Phonograph Co., Cleveland, O.; Silverstone
Music Co., St. Louis, Mo.; Lawrence H. Lucker,
Minneapolis, Minn.; Shultz Bros., Omaha, Neb.;
Houston Phonograph Co., Texas-Oklahoma Phono-
graph Co., Ft. Worth and Houston, Tex.; South-
ern California Music Co., Los Angeles, Cal.; W. A.
Meyers, Williamsport, Pa.; the Eilers Music Co,
Seattle, Wash.; Harger & Blish, Des Moines and
Sioux City, la.; American Phonograph Co.,
Detroit, Mich.; Denver Drygoods Co., Denver,
Col.; surely a splendid array of business men.

TO IMPROVE WINDOW DISPLAY.

The window di'splay committee of the National
Advertising Managers is planning to establish a
national window trimming bureau for the purpose
of co-operating with dealers and helping them to
get a more profitable return from  their window
space. The window display committee is an out-
growth of the dealer co-operation committee,
which, under the chairmanship of W. P. Werheim,
advertising manager of Pratt & Lambert, Buffalo,
did much to throw light on this important phase
of national advertising.

Just pick out the high lights of thé business.
The low ones are seldom seen.
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Now comes the Edison Disc
Phonograph

A Disc Phonograph by Edison is sure to take the country by
storm. And the new Edison Disc is all that the world expected from the
man that discovered sound reproduction. A beautiful instrument, artis-
tically designed from choice woods. A wonderful musical instrument,
introducing new methods of recording and reproducing. An instru-

ment of such unusual tone qualities and so free from
mechanical effects that a demonstration means a sale.

But the Edison Cylinder Phonograph is
still a bigger trade getter than ever

The new cabinet models, fitted with diamond
reproducers and playing the long wearing four
minute Blue Amberol Records are making a stronger
appeal than ever.

We are the sole Iowa distributors of Edison
Disc and Edison Cylinder Phonographs
and Edison Records

Our prompt service is at the command of all
lowa dealers. Every type of Edison Disc and
Cylinder instruments is here ready for immediate
shipment. For all shipments within the weight limit
we use Parcel Post, and the dealers get the trans-
portation saving. Write now, while a good tern-

tory 1s open.

"HARGER & BLISH

ESTABLISHED 1887

Des Moines Sioux City
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THE TRADE IN BOSTON AND NEW ENGLAND

JOHN H. WILSON, MANAGER, 324 WASHINGTON STREET, BOSTON, MASS.

(Special to The Tatking Machine Workl.)

Boston, Mass, October 1l—LEverywhere one
learus of good business in talking machines aud the
prospects look bright for the fall.  All the dealers
are stocking up und there is enthusiasm every-
where.  All the concerns arc demonstrating new
records to the delight of customers and with profit
to dealers, for during September the record busi-
ness—well, it was a record with many houses.

The Columbia Exhibits at Falrs.

The Columbia Graphophone Co. has been much
in evidence at fairs during the past few weeks. At
Brockton, where the largest fair perhaps in the
State is held, most of the high priced machines
were given profitable demonstration. The United
Talking Machine Co., of Brockton. was on the
scene, and the Atherton Furniture Co. was repre-
sented with the Columbia grand. At Springfield,
Vt., W. H. Wheeler &+-Sons showed the Columbia
goods during September; at Greenfield Miss Jones,
of the Columbia forces, took charge of an exhibit
on September 17 and 18; at Bellows Falls, Vt,
M. Louise Greeley gave a splendid demonstration;
at North Adams, Mass, J. H. Cody showed the
goods on September 17 and 18, and at Brattleboro,
Vt. L. H. Barber held forth on September 23
and 24.

H. R. Skelton Goes to the West.

H. R. Skelton, traveling man for Thomas A.
Edison, Inc., has gone to Chicago for the company
to be engaged in special work until Christmas. New
England dealers miss Mr. Skelton, as they had come
to look for a cordial visit from him periodically-

Manager Erisman Visits Headquarters.

Manager Arthur Erisman, of the Columbia
Graphophone Co., was over in New York the latter
part of September, whither he went to confer with
the Columbia officials on business matters.

Bright Outlook for Edison Disc Trade.

Manager Silliman, of the Pardee-Ellenberger
Co., states that the fall business is looming up
large, “It looks like a tremendous business,” he
said a few days ago in conversation with The
World representative. “We are getting quantities
of new records for the new Edison disc machines
and thirty new titles are expected in to-morrow.
From now on we expect to have from three to five
new titles everyv week and we hope to have a
snlendid catalog by December 1. Now as never in
the last few months will we be able to fill our
orders just as soon as they are received.”

Manager Silliman, of the Pardee-Ellenberger Co.,

More Bagshaw-made needles are
used in the world than any other
brand. Quality is the reason.

is getting excellent reports from Robert Peck and
Guy R. Couer. The former is making a thorough
canvass oi New Hampshire and Vermont, and Mr.,
Coner, who covers Massachusctts, Rhode lsland
and purts of Maing, is putting new enthusiasm into
dealers in ¢very place he visits.

The Columbia School Campaign.

The school propositions with the Columbia Co.
have been begun, now that the sessions have been
resumed for the fall and winter. E. A. Kingsley
has this department in hand and he is busy just now
with those prospects that werc held in abeyance
when the schools closed in June. From present in-
dications Mr. Kingsley will close any number of
contracts ere long.

Activity in Jordan-Marsh Department.

The talking machine department of the Jordan
Marsh Co. has taken a new lease of life under the
supervision of Manager Holmes and among other
liberal displays it is now showing the new $500
Columbia grand, and it had scarcely been exhibited
before there were numerous requests for demon-
strations, which in turn have fathered many re-
quests for detailed information, regarding this in-
strument.

Spend Vacation on the “Briny."”

All the boys of the Eastern Talking Machine Co.

who went down to Southport, Me., for their vaca-

J
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“Four Men in a Boat.”

tion had the time of their lives at their cozy camp,
“Tisours.” On the way home two of the boys,
Mark Read and Fred Kern, got shipwrecked on
the “Nahada,” which plies between Bath and Booth-

BAGSHAW

- NEEDLES

‘are guaranteed to be the best for any record

bay, and the chap who took them off from their
perilous (?) position has just ent them a picture
of the "awiul” scene with the craft listed at a
dangerous angle. The boys took a lot of pictures
of cach other, and that of Billy Fitzgerald a
“September Morn” is a classic in the ling of high
art. llerewith is a good picture of four of the
boys in their row boat. [rom left to right they
are Jere Spillane, Bob Desmond, Billy Fitzgerald
and Mark Rcad. They’re all looking forward to
another good time at the camp next ycar.

Dictaphones for Dennison Mfg. Co.

The Dennison Manufacturing Co., of South
Framingham, has just installed sixty-scven dicta-
phones supplied by the Columbia Co. and there are
more to follow. The deal was personally opened
and closed by S. F. Atwell, who is in charge of
that department of the Columbia’s business. Mr.
Atwell has several other large prospeets on which
he is at work and will soon close up.

Winkelman Has No Complaint to Make.

Manager Winkelman, of the Victor department
of the Oliver Ditson Co., hasn’t a word of com-
plaint to make about business. When addressed
on the subject he just smiles a broad smile and
separates himself from a wealth of enthusiastic
phrases which gives a correct history of business
conditions at this big house. Both he and all his
clerks are on the job early and late—hence the good
business.

Edison Disc Records Being Received.

George Lincoln Parker is finding the fall trade in
hoth Victor and Edison disc lines auite satisfactory.
Mr. Parker says regarding the Edison machines
that now that the records are coming along at a
good rate there is better opportunity of satisfying
customers than when the disc machines first were
put on the market. John Alsen, who is in charge
of Mr. Parker’s talking machine business, is prov-
ing himself a good man in the right place.

Victrola Aids In Dance.

In the first act of “The Conspiracy.” which is
having a phenomenal run at the Park Theater a
Victor machine is used with striking effect. The
scene represents the Refuge. an East Side settle-
ment house in New York. and as the curtain rises
one hears the strains of one of Blanche Ring’s
vocal numbers. There are a couole of fussv old
men in the scene: one wants the machine kent plav-
ing; the other a hank worm. demands quiet. and

(Continued on page 23.)

\ W. H. BAGSHAW /

Established 1870

LOWELL, MASS, U. S. A.
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Get the Whole Loaf!

What’s the use of taking slices when you can have it all? The
Edison line has swept on so steadily and swiftly that to-day it eclipses
any other phonograph equipment on the market. Its strength doesn’t
lie in any one direction. It meets every possible demand of your
customers. It isleading to-day with Mr. Edison’s greatest invention—the

Disc Phonograph

Edison waited before putting this machine out—waited till he had per-
fected the marvelous records, the unchangeable
. diamond reproducing point, and the magnificent
~— cabinets. It’s de luxe from top to bottom—a
profit bearer that’s bigger than you’d suspect.
And yet if your trade prefers the

here it 1s with the wonderful
Blue Amberol Records that
| have sung themselves into the
widest popularity. If you han-
dle this line you can’t side-
step big profits.

for the Virginias and Carohnas

we are the sole Edison distributors. When we speak of service, we
mean care and promptness in every order. There’s a whale of an
opportunity for live dealers in this territory, and we’ll do anything to
help you if you’ll write us.

C. B. HAYNES & COMPANY

Edison Phonographs
121 West Broad Street - - RICHMOND, VIRGINIA
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THE TRADE IN BOSTON AND NEW ENGLAND-—(Continued from page 21.)

cu\\'llhﬂL‘l)' LIrdlL Ole Stalls L nlaeilile illld thie
oluer slops 1L, ulus Credlilly HIUCH JNCT P L,
Looks for Lively Fall Trade.

Manager Wlute, of tlie Victor departinent of the
Henry k. Miller Co., reports a good dentand lor
Victor outhits durimg Sceptember, and the ndica-
tions are good for a brisk fall trade, especially as
there arc signs that the strect is to be put mto
passable condition, The Miller Cp., along with
many other business houses in Boylston street, has
sutfered no little inconvenience, not to say loss,
due to the building of the subway through that
thoroughfare, which now has been in a dreadful
state for scveral months.

Harry Rosen on Vacation.

Harry Rosen, the talking machine dealer of 3
School street, was able to stcal a few days from
business lately and took a short trip to the White
Mountains and into Maine. Mr. Rosen reports
business as moving along most satisfactorily and he
contemplates enlarging his quarters.

Refurnishes Private Office.

Manager Silliman has had his private offices in
Batterymarch strcet reiurnished so far as hand-
some new rugs are concerned. The coverings are
in perfect harmony with the soft brown denin of
the walls. Manager Silliman just now is taking a
lot of orders for the Nos. 8 and 10 hornless Edi-
son cylinder machines, which will go on sale on
November 1.

Eastern T. M. Co. Activity.

Everything is moving along most smoothly with

the Eastern Talking Machine Co., and the Septem-~

ber business is reported as having been more than
satisfactory. The school work has started off with
a boom under the guidance of clever Billy Fitz-
gerald, who will have his hands full pretty soon.
Lately he installed a complete Victor outfit of the
newest style at Wellesley College, where the large
numbeis of women students may always have music.
New Traveler Joins Force.

William Veale, formerly with the Outlet Co., of
Providence, R. 1., is now traveling for the Eastern
Talking Machine Co., taking the place of Frank
Mayo. Veale is one of the most popular men on
the road and knows the talking machine business
from A to Z. He’s getting the glad hand wherever
he goes.

Dealers Want Columbia Lantern Slides.

The Boston headquarters of the Columbia are
receiving many inquiries from dealers regarding
the new and clever lantern slides advertising Col-
umbia products, each of which is to contain an im-
print of the local dealer, and these for use in their
respective localities. There are six slides from
which dealers can make a selection, and they can
very properly be used at all sorts of entertainments
where moving pictures are used.

Julia Sanderson Fays Tribute.

The Columbia Grafonola gets a fine endorsement
from Julia Sanderson, who is playing a successful
engagement in “The Sunshine Girl” at the Hollis
Street Theatre. Miss Sanderson is stopping at the
Hotel Touraine and she writes that the Grafonola
which she is using at her hotel and theater “is a
wonderful help to me and Mr. Mudie in rehearsing
before each performance of ‘The Argentine
Tango.’” Also she writes: “The music as ren-
dered on your instrument is of better tempo than
that furnished by the average orchestra.” Inci-
dentally the Columbia headquarters are advertising
all the hits of “The Sunshine Girl.”

Big Drive In Business.

Manager Warren A. Batchelder, of the Victor
department of Chickering & Sons, is having a big
drive in business these days and the other sales-
men of the house see little of him, as his presence
is in constant demand in his well-fitted department.

New Concern in Jamaica Plain.

The Jamaica Plain Grafonola Co. is a new con-
cern located at 722 Center street, Jamaica Plain.
The proprietor is Fred Lincoln, and on the open-
ing day, Saturday, October 4, many persons called
to listen to Columbia demonstrations.

To Be Married.

Miss Ella Keohane, for ten years a valued mem-
ber of the staff at the Columbia headquarters, for
some time past, as private stenographer to Man-

aptl idiiall, 4> O LC BILTCU SHOKLY WO Ldlol

SUWILVILL, Widcly KHOWIL 11 Joolball CUCies and at

prescut coaclt to Lthe Lioly Cross Coliege teuann,
Leaves tor Quaker City.

George Ieese, 1or 10UT years o saiesulan with
the Lastern lLaiking Maciune Lo, Nas Gl Losion
and goue to Phladelphia, wineh s lus nome city.

Busy Times with Steinert.

Maunager Koyer reports tie Viclor busiuess good
with Stemert & Sons, and hus Arch street quarters
are getting to be quite a rendezvous tor business
men of the downtown district, who lind 1t a con-
venient place in which to make their purchases of
records.  Mr. Royer lately has been making busi-
uess trips to Providence, Bangor and other cities.

Two Records in Great Favor.

Nat M. Wills, comedian of the “Follics” com-
pany playing at the Tremont Theater, is a (requent
visitor to the Easteru Talking Machine Co.’s estab-
lishment, which is next door to the theater. Two
of the “Follies’” hits, “Peg o’ My Heart” and “A
Little Love, a Little Kiss,” are having a great sale
among the Victo records.

On Educational Trip.

W. E. Getchell, who is spending his time among
the agents of New England, is meeting with
marked success in educating them in the details of
successful selling of Columbia goods.

COURT APPOINTS RECEIVER

For Boston Talking Machine Co. Upon Petition
of Creditor—Claimed That Company Is Sol-
vent but Financially Embarrassed Owing
to Suspension of Western Concern.

(Special to The Talking Machine World.)

Boston, Mass., October 11.—Burton H. Corbett,
who is president of the Boston Talking Machine
Co.,, and E. Fred Aldrich were last week appointed
receivers of this company on the petition of Henry
M. Whitney before Judge Morton in the Upnited
States District Court. Each has furnished a bond
of $20,000 to qualify as 1eceivers.

Mr. Whitney is a creditor for $39,8s, and he
stated in his petition that the Boston Talking Ma-
chine Co. is solvent and is simply financially em-
barrassed because of the troubles of a Western
concern who owed them $40,000. It appears,

as was pointed out in court, that the Clucago con-
cern pluced an order with the Boston Talking Ma-
chine Co. lor o0,u00 machines and GUV,UVY records
to be debivered at the rate of 2,50u & month.  After
the talking machine eompany had stocked up to the
extent of $60,000 to fill the order, the Chicago firm
lield up the order placed. The Boston Talking
Machine Co. is capitalized for $500,000, and
claims to have asscts of $300,000, with liabilitics
approximately of $80,000. There are 176 credi-
tors. It is understood that the company has a
license from the Columbia Graphophone Co.

President Corbett in an interview with The-Talk-
ing Machine World representative stated that the
shortage of money with which to continue the busi-
ness was the reason for asking for a receivership,
this shortage being due to the failure of the Chi-
cago concern. He said the receivership was for
the protection of the creditors and he did not an-
ticipate that any difficulty would be experienced i
raising sufficient money to keep the business going.

Prior to the announcement of the receivership
Mr. Corbett stated to The World representative
that it had just made some valuable additions to
its staff of experts, whose experience and achieve-
ments in the past in the talking machine field will
insure still further progress in the conduct of this
company’s affairs.

Chas. L. Hibbard has been engaged fo take charge
of the recording laboratory. He has had many
years’ practical experience in this field, having been
connected with the Edison Co. for about ten years.
Later he was in charge of the recording laboratory
of the United States Phonograph Co. and recently
did all the recording for the Keen-O-Phone Co.

Thomas Kraemer, at one time superintendent of
the Regina Music Box Co. where he designed
many of the movements incorporated in its product,
and later on superintendent of the Hawthorne-
Sheble Manufacturing Co., for whom he designed
the Star machines and many premium models, has
been engaged as general superintendent,

Horace Sheble, formerly factory manager of the
American Graphophone Co. and at present engaged
in industrial engineering in Philadelphia, has been
retained by the company as a consultant in the per-
fection of the organization and methods employed
in the manufacture under its new management.

FOLLOWING UP CUSTOMERS.

Dealers Should Keep a List of People to Whom
They Have Sold Machines So as to Develop
Their Record Sales.

Every dealer undoubtedly keeps a list of all per-
sons to whom he sells phonographs, but does every
dealer go over this list carefully every month and
note the names of any Edison owners who have
failed to buy records that month? The mainte-
nance of every customer’s interest is a vital point
in the business, for an idle phonograph in any
Lome is a poor advertisement for any dealer and
would seriously affect his phonograph sales.

If a customer buys only one or two records for
a month or more it.is no cause for alarm, but if he
fails to buy any for a month, then it is up to the
dealer to get into immediate communication, with
that man. If possible, the dealer would do well to
select a few new records of the character which
the delinquent’s past purchases show him to prefer,
and then call on him at his own home. Hearing
the new records, together with a realization of the
dealer’s interest in him, would go a long way
toward changing the customer’s attitude.

In the event of a personal call being impossible,
the dealer ought at least to telephone the back-
ward one, or failing this, to write him a letter in-
quiring the reason for his failure to purchase any
records for the given time, as the case may be.

So many causes can contribute to the falling off
of record sales that it is absolutely essential to
watch carefully the purchases of each individual
customer. Possibly he has failed to receive his
supplement for that month; or perhaps careless
handling has broken something on his machine, or
put some part of the mechanism out of adjustment.
Some little thing may be bothering him, says the
Edison Phonograph Monthly, which he has not

had time to consult you about, but your appearance
at his home at that time would prove your interest
in him and bind him just so much closer to you in
the future, to his permanent satisfaction and your
increasing profit.

This
shows" a
multiple
of one
of our
Systems.
For 10
or 127
records.
Each tier
holds
about 250
records.
Costs
about
$2.00 a
tier.
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My. Dealer,
We're the jobbers on the job!

We want you to know it's going to be money in your
pocket to be the first on the ground with

The Edison Disc Phonograph

This !atest marvel from the great inventor is making good with
lightning speed wherever it's been shown. We can supply dealers

“from the Rio Grande to the Mississippi”

Get your territory now and declare in on all the success that
- goes with the Disc Phonograph as well as the profitable line

Edison Cylinder Phonographs

The new Blue Amberol Records, the new diamond point in {weniy-nine different languages. Our policy has always
reproducer, and the handsome new cabinets are giving been to give the dealer the considerate co-operation which,
combined with never-ceasing aggression, brings confidence
and activity to the Edison line. Get in touch with us at
We carry a complete stock of supplies, including records once about your territory.

Houston Phonograph Co., resi ™. *505 Main 5. Houston, Texas

greater zest than ever to the sale of this line.

Cash in on Mr. Edison’s latest wonder

The Edison Disc Phonograph

We are right here to help you tell the people of Oklahoma and the north half of Texas what
they have wanted to know—that Mr. Edison, after years of experiment, is now ready to put his
Disc Phonograph on the market. He invented the first one—years ago—but he wasn't ready
to launch it until it was perfect. Now it is. Now the people can have it.

We have the best freight facilities in the South—out
of Fort Worth. We can get the quickest action for you
that you've ever had from a jobber. Let us help you
cash in on the Edison line.

Do you know about the new points of the Edison Cylin-
der Phonographs? Are you boosting the new Blue
Amberol Records, the new diamond point reproducers,
and the beautiful new cabinets® Don’t overlook these
mighty profitable chances. Write us to-day.

Texas-Oklahoma Phonograph Co., Inc,

Exclusive Jobbers for
Edison Disc and Cylinder Phonographs,
Records and Supplies

828-830 Monroe Street, Fort Worth, Texas.
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CANADIAN TALKING MACHINE TRADE SUMMARIZED.

Toronto Representative Enthusiastic Over New Columbia ‘“Jewel” Grafonola—New Victor
and Columbia Dealers Who Have Recently Entered the Field—Vlctrola ®rovides En-
tertainment In the Wilds of the Northwest—Displays at Made-in-Hamllton Exposition.

{Speciat to The Talking Machine World,)

Toroxto, ONT, October 7T.—Jolin .\. Sabine,
one of the proprietors of the Music Supply
Co, of Toronto, which is exclusive distrib-
uter of Columbia products in the Provinee of
Ontario, recently returned from a business trip
to New York City. Mr., Sabiue is enthused to an
mmense degree over the Columbia Col's new de-
sign of Grafonola, the “Jewel,” which will be
ready for the Canadian market about October 0
at the popular retail price of $15. It is very sim-
ilar to a small ~“Favorite” wachine which has en-
joyed a great sale in Canada at $65. Regarding
the new “Jewel” Mr. Suabine says: "We expect to
have the ‘Jewel’ ready for delivery on October 3v.
My partner, Mr. Leake, and I are so enthusiastic
about the samples we have seen that we ordered
2,000 for immediate delivery.”

H. G. Stanton, vice-president and gencral man-
ager of R. S. Williams & Sons Co., Ltd., Toronto,
which firm is Edison distributer for Canada, at-
tended the recent conference of Edison jobbers.

New Victrola House in Toronto

Paul Hahn & Co., Ltd, is the name and style
of the newest addition to Toronto’s music houses.
Paul Hahn, who when a boy entered the service
of the Nordheimer Piano & Music Co., Ltd.,, which
has a large and successful Victrola department, has
grown up in the music trades with that firm. On
September 1 he severed his connection with that
well-known house to enter business on his own
behalf, and the organization of the above-named
firm is the result. A three-story and basement
building has been leased at 717 Yonge street, which
is close to the corner of Bloor street and is in a
high-class retail district. The building secured is
a new one, just being completed, and will be ready
for occupancy within a month. The new firm is
featuring the Mason & Hamlin and other lines, for
which it has secured the local agency. In addition
to these lines, a complete stock of Victor Victrolas
and records is being put in. The entire basement
of the store is being fitted up for this branch, while
the ground floor will be used for showrooms. On
the first floor will be the individual show and dem-
onstration rooms, and the top flat js being ar-
ranged for studios.

New Outlets for Columbia Products.

The Toronto Grafonola Co. is a new concern
that has leased premises at 141 Yonge street,
Toronto, and is opening up with a complete line
of Columbia records and Columbia Grafonolas. V.
E. Dunn, late of the Bell Music & Piano Co.'s Vic-
trola department, is the guiding spirit of the new
firm, which opens up in time to take advantage of
the swing of fall business.

Probably one of the best-known music dealers
in western Ontario is J. Faskin McDonald, who
has been in business in Hamilton for the past fif-
teen years, over ten years of which time he has
been in his present stand at 5¢ James street, North.
Mr. McDonald has recently taken on the Colum-
bia line and has already got the department com-
fortably housed.

W. F. Newman, of the same city, has also en-
listed in the ranks of Columbia dealers.

P. J. McCafirey, of Windsor, Ontario, now num-
bers among Columbia retailers.

News Notes.

A .surveyor came back from the Peace River
country in the great Canadian Northwest, and that
is a pretty expansive piece of territory. “Thought
I was far from the haunts of civilization,” said he
in speaking of the solitudes, “but one evening, just
as we were making a portage, I thought I heard
singing. I was blame near scared stiff, and so was
my companion at first. We got back from the
noise of the rapids to listen, and sure enough, we
could hear the words as well as the air of one of
the late hits we heard down at Winnipeg three
weeks before. Well, it was a little Victrola that
another survey party had, and by gum I have one
of them now.”

The wise and discriminating stork recently vis-
ited thie home, in Rosedale, Toronto, of K. 5.
Williants, president of the R. S, Williams & Sons
Co,, Ltd, Edison jobbers in Canada and VEdison
and Victor retailers, and deposited a lusty son and
heir.  Mr. Williams, who now becontes “R. S,
senior,” is as pleased as he has a right to be, and
is already looking forward to the time when lhis
counterpart will be ready to take an interest in
fiddles, old and rare.

At the Made-in-Hamilton Exposition during cen-
tennial week in Hamilton, when thousands of for-
mer Ilamiltonians gathered for a memorable wecek
of celebration, the Newbigging Cabinet Co., Ltd.,

PIANOS TRADED FOR PHONOGRAPHS.

Six Customers of Marks Silverstone Take That
Means of Securing Edison Machines—Mak-
ing Alterations in Quarters to Accommodate
Business—Ninety Per Cent. of Sales Are of
$250 Machines—Orders from Kansas.

(Special to The Talking Machine World.)

St. Louts, Mo., October I1.—Marks Silvers-one
is making extensive changes in the warerooms of
the Silverstone Music Co., which will enhance the
business convenience, beauty and comfort of the
quarters that he designed last spring. The changes
are those found to be necessary after six months’
occupancy there. His first object is to provide
suitable space and facilities for handling the Edison
disc phonographs and records. Despite an antici-
pation of big business resulting from the introduc-
tion of these machines, Mr. Silverstone finds that
he had not made proper allowance, and the addi-
tional record bins, shelves and counters for the
handling of the jobbing supplies are being in-
stalled. “The records are coming very smoothly
now in quantities that insure us in promising
prompt shipments,” he says, “and 1 am working to
keep our facilities ahcad of the game. I can as-
sure my jobbers now of cxcellent service, which
would have been impossible without the changes
being made. The storage of sufficient machines to
meet the demand, too, is a problem that is larger
than I had expected, but we have the space here
and it is merely a question of making the proper
arrangements, which 1 am doing.” The comfort
of the warerooms consists in a steam hLeating plant,
which is perhaps unusual for a leaseholder to put
in  “I thought 1 had arrangements with a neighbor
to supply heat,” said Mr. Silverstone, “but when
by warcrooms got cold and I complained to him
he would say: ‘I am not in the heating business.’
So I thought I had better put in a plant and heat
my own place.”

Mr. Silverstone has on hand six pianos that have
been traded in by persons buying $250 Edison disc
machines. “A few years ago I would have laughed
at a person who would have suggested such a situ-
ation as that,” he said, “and at that time I was as
enthusiastic over talking machines as anyone”
When the Silverstone Music Co. moved into its
present quarters Mr. Silverstonc added pianos as
a side line to his Edison talking machines, and the

and tear of the record. “DUSTOFEF”

sounds.

.

Cle:

Jobbers
Distributors

Montreal )
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DUSTOFF?”>
Add Life to Records
Dust and dirt settling in the minute sound grooves of the record
causes friction in the reproducing point track with the resulting wear
RECORD

get into these grooves and thoroughly clean the record, eusuring a clear
and distinct tonal reproduction free from blurs, scrapings and harsh

and_ Columbia
Everywhere
can_supply you
(Canadian trade through
Berliner Gram-o-phone Co., S

‘““‘Dustoffs’’ are
‘‘Profit-Makers’’
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I o mmeh-admired exhibt, v showed ils key
boiard record eabinet, whieh attracted mnch atten
tion and ready endorsement.  The principle of the
cabinet is that record is wanted it iy
merely neeessary to press the munbered key of the
record wanted, and it immmediately rolls out. R
I'. Newbiggin, head of the firm, states that record
cahinet sales in Scptember excecded tho
year ago by 39 per cent

At the recent exhibition at Ottawa, the capital
of the Dominion, the Hurteau-Williams Co. made
a prominent display of the $650 Columbia Baby
Grand grafonela.  The products of the LEdison and
P'honola firms were also on view.

Henry 1. Mason, general manager of Mason &
Risch, l.td., piano and playcr manufacturcrs, who
have excellent Victrola departments in their re-
tail store and branches throughout Canada, was
clected chairman of the technical education com-
mittee at the recent annual mecting of the Cana-
dian Manufacturers’ Association at Flalifax, N. S.

when

of a

fact that he is in the piano business has supplicd
him with an outlet for the instruments he recently
has taken in.

A few days ago Mr. Silverstone ordered a list
drawn from the books of purchasers of disc ma-
chines, showing style and price. Rather to his
surprise, this list shows that more than 90 per
cent. of the sales have been of the $250 models.
“I knew the percentage had been high, but I did
not anticipate quite that proportion,” he said as he
was congratulated on his salesmanship ability.

A. O. Reynolds, who is boosting the Blue Am-
berola branch of the business for the Silverstone
Co., is in Kansas and is sending back orders and
reports that show that he is giving an excellent
account of his time.

Manager Savage, of the dictating machine de-
partment, is back from his summer vacation, and
is beginning an active campaign.

THOUGHTS FOR BUSINESS MEN.

Never let little things annoy you.
short to worry over trifles.

Never show when you are discouraged; a weak
heart never wins customers.

Never plan about to-morrow and expect to-day
to take care of itself.

Never excite envy by boasting what you have
and can do.

Never laugh at anyone’s failures; it may be an
experience you will have in the near future.

Never push yourself forward; remember that
great men are sought and do not seek.

Never cry out when you are hurt in life’s game.
That is only worthy of an infant.

Never be elated by your successes, nor be dis-
couraged by vour failures.

Never think that you will get to the top by
shoving others out of the way.

Never be afraid to get knowledge. ~It will always
answer you in some good stead.

Never crawl. If you are in the wrong, admit
it and get it out of your system.

Never give up the game until the end. Remem-
ber. in a game of checkers you often win with a
few men.

Never begrudge the favors your competitors get,
The fact that you can fight on alone proves your
strength.—Says John Trainor in Modern Methods.

Life is too

RECORD

CLEANERS -

CLEANERS

De Luxe Model
Each in box and 12 in display

carton.
Tqc.).

Retails, 50c. (Canada,
Liberal trade discount.

Regular Model

Each in 2 color box.

l SAMPLES seat postpaid, on approval, to dealers writing on
——

usiness stationery and mentioning jobber’s name.

Retails 15¢c. (In Canada,' 25¢.)
‘ Liberal trade discount.

MINUTE SHINE COMPANY, Sole Mis., proy2e0 Gapel Stree

VIDENCE, R.1, U, 5. A
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Kipp-Link Phonograph Co.

INDIANAPOLIS, INDIANA

Exclusive Edison Jobbers

Edison Dealers throughout Indiana, lllinois, Ohio and Kentucky will
find our “Can’t-be-beat” service to be all it signifies.

We are owners and originators of ‘‘can’t-be-beat” service.

We are and have been for seven years strictly Edison jobbers, conse-
quently we are the jobbers to look to for the complete line of

Edison Disc Phonographs and Records

and

Edison Cylinder Phonographs and Records

We have prepared early for the heavy fall and winter season and
when it comes to filling dealers’ orders we “can’t be beat.”

LET US SHOW YOU

Kipp-Link Phonograph Co. b

Indianapolis, Indiana
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' THE MYSTERIES OF THE PHONOGRAPH RECORD.
A Series of Interesting and Valuable Photographs That Show How the Human Voice and Va-
rious Instruments Leave Their Imprint on the Wax Cylinders—Notes on the Two-MIinute
and_Four-Minute Records of the Same Length—Difference in the Vowels.

The person who listens to a cylinder record on
a phonograph, or even one who watehes the re-
cording process and inspeets the machine closely,
has a very faint idea of the peculiarities of sound
m recording.  While scientists have studied the
question of vibration lor many years, they have

length also holds good in the illustration showiug
comparative formation of trombone and tuba notes,
wlien recorded.

The illustration showing the scale as played on
hells draws chief interest to the fact that the notes
lengthen from top to bottom of the scale on the

yvet much to learn
before they will be
able to lay out any
detinite rules regard-
ing what will happen
when certain sounds
are recorded on a
wax cylinder.

\We have learned
just how many vibra-
tions are necessary
to produce a certain
note of a given value,

3

and Dby following

sach a formula can

produce that note, t

but those connected A E I [$) U
with the vecording Tenor Voice Sounding Vowels in E Flat.

department of Thomas A. Edison, Inc., are fre-
quently surprised by the physical character of
certain sounds as they are recorded. The mys-

b

Trombone.
Sounding Same Notes in E Flat.

teries of the lines in the wax record can be no
better explained than by means of the accompany-
ing illustrations, taken recently and published here
for the first time.

One of the most interesting of the illustra-
tions herewith shows the manner in which the

Cornet Solo.
Two-Minute
Record.
(Notes of same length.) ‘

Four-Minute
Record.

voice of a prominent tenor was recorded while
singing the varions vowels in E flat. There is
nothing in the lines to indicate that there is any
rclation between the sounds recorded. Yet they
were all sung in this one note, and the accuracy of
the test was insisted upon.

Illustrations side by side show the manner in
which a cornet solo was recorded on a.two-minute
record, and later upon a four-minute record. While
at first glance there appears to be a vast difference
in the formation of the notes, upon closed inspec-
tion it will be seen that on the two records the
shape of the notes vary only as to width, the length
being exactly the same. This similarity of note

right, showing the length of the higher unotes, and
the left, the lower notes, the latter being approxi-
mately twice as long as the former. To illustrate
the comparative value of the various notes in a
regular song as shown upon the record, we repro-
duce a photograph of the section of record bearing
a soprano solo.

The scientific value of the illustrations cannot be
overestimated, and they should prove particularly

A AP W e e e
R f et A o b e e

Scale of Bells.
High Notes Short; Low Notes Long.

interesting to those who have made a study of
sound and of recording.

The photographs were obtained through the
courtesy of Walter H. Miller, manager of the re-

Soprano Song, ‘“My Dreams.”

cording laboratory of Thomas A. Edison, Inc,
who is one of the veterans in the trade. When
it comes down to the question of recording, Mr.
Miller knows whereof he speaks at all times.

ENTERTAINMENT OFF EMPLOVES.

Uplifting Influence of Music on Employes Real-
fzed by Prominent New York Business House
Which Puts an Auxetophone to Good Use for
Purposes of Amusement and Instruction.

The uplifting influence of music through  the
medinm of the talking machine is forcibly illus-
trated by the following extract taken frovm a ne-
tice issued by the welfare committee of the Na-
tional Cloak & Suit Co., of New York City, onc
of the largest manufacturing wail order housc
in the world:

“A National theater party composed of 158 en-
ployes heard ‘Aida’ at the Century Opera llouse
on Friday evening, September 19, Expressions of
enthusiasm were heard on all sides.”

But this is putting the last chapter of the story
first.

About a year ago, with the co-operation of C. N
Buckley, paymaster, and Theo. B. Merscles, vice-
president of the company, an Auxctophone was
placed in the lunchroom provided for their em-
ployes, with a view to rendering the noon hour a
source of entertainment as well as of rest and re-
freshment. That they builded perhaps hetler than
they knew is borne out hy the fact that they soon
realized that their employes enjoyed the finer
music best, tiring readily of the so-called popular
music. They likewise quickly realized that the
Auxetophone was a valuable aid in winning the
good will and gratitude of their help, creating an
esprit de corps that was hound to repay them.

The National Cloak & Suit Co., through their
welfare committee, have sct aside Wednesday
noon as “Story-telling Day.” Beginning with the
“Tales of Hoffman,” they intend continuing
through the list of operas, these talks or lectures
being supplemental to the parties arranged to attend
the various operas at the Century Opera House.

The announcement also goes on to say: “These
partics will continue throughout the season. The
management has very kindly offered to purchase
records for the Auxetophone of the favorite selec-
tions from the operas that the National theater
parties attend. These will be played in the lunch-
room frequently.”

The management of this company are to be
congratulated on the successful work of their
welfare committee. They represent the advance
guard, the pioneers in a movement that is slowly
but surely gaining ground among employers—a
movement that aims to better the condition of the
workingman, in the belief that better returns are
to be had from a contented lot of workers.

OPPORTUNITY.

Who are thou, glorious form, flashing by me,

So beautiful, so Godlike—wilt thou fly me?

Why o'er thy face and hosom fall they tresses
streaming,

And why the airy pinions on thy
gleaming 7—

My name is Opportunity. Pause or rest T never:

Mortals rarely know e till I'm gone for ever

To seize me passing on to few 1s granted:

Therefore one foot upon a wheel is planted-

Therefore the light wings bound on them. to mnake
me .

So quick in flight that none shall overtake me

Down fall my tresses, face and bosom veiling,

That none may know me ’til to know be unavailing;

Then, mockingly, I fling aside the veil and please
me

With their vain hope and vainer haste to seize me

And who is this dark form that follows thee with
weeping,

Ever as a shadow on thy bright track keeping ’—

Her name’s Repentance. \Vhen I flit quickly by
them

She stoppeth weeping. vainly weeping nigh them

But thou, poor mortal, precious monients wasting

1dly thou dreamest while I'm onward hasting.

Wilt thou not wake? Alas| weep now, I've passed
for ever,

Weep, for Repentance henceforth Jeaves thee never

—From the Italian of Machiavelli, translated by

“Speranza.” -

white feet
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i EXCLUSIVELY i
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e 3§ LN 3 The new Edison Pigmend Disc Phonograph “Edison’s Master-
- S piece” opens up a new field of greatest money-making pos-
“mim 2 sibilities. Mr. Dealer, think of pocketing a cool 6623% Profit.
4 Floors of

Edison Phonographs

- LAURENCE H. LUCKER

MINNEAP OLIS Exclusive Edison Jobber MINNESOTA

¢ The Edison D’ﬁ‘;’,‘:;‘d Disc Phonograph is the long sought goal of
perfection in Phonograph Construction. Just think, it has the perma-
nent Diamond Point (no needles to change), automatic stopping device,
the long wearing, long playing and practically unbreakable disc record,
and many, many other exclusive features. Mr. Progressive Dealer,

doesn’t this suggest $$$$$$ ?

@ There will be much added prestige to the dealer who obtains the
Edison Disc Dealership. Much satisfaction and more profits to the
dealers whom we supply.

 Our modern merchandising methods mean more profit to the
dealer; our advertising, trained especially on the Great Northwest,
supplementing that of the Edison Co., produces a large volume of
retail sales, which we turn over to the dealer in whose territory they
are located—co-operation in every sense of the word.

@ The introduction of the Edison Disc marks an epoch in musical
history. Its naturalness is fascinating; touch a lever and music flows
out in waves of enthralling melody. Secure the dealership and dollars
will flow into your coffers, and there is no melody that can equal the

“chink-clink” of the dollar.

( Six months ago we were looking for dealers; to-day dealers are
after us. Territory is limited, so if your field is open you had
better write us at once. It won’t be open long—WRITE TO US
TO-DAY.

MINNESOTA PHONOGRAPH CO.

Also a complete line of musical merchandise at lowest prices

“If i’s musical we have it’
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music.”

(From “Music Money,” a book “full of meat” for every Talking Ma-
chine Dealer interested in quick and frequent turnover of capital.)

“The desire for music is not bound by
any line of race or creed or country.
And the demand for Columbia instru-
ments is just as wide as the passion for

Columbia Graphophone Company

Woolworth Building, New York

THE VALUE OF MUSIC AS A REMEDY FOR CERTAIN ILLS.

Discussion of the Use of Music in Th;apeutics Discussed by William Brady, M.D.—Emo-
tional Organization of a Man Has Much to do with His Physical Welfare—Talking
Machine Promotes Peace and Quietness of Mind—Some Valued Experiments.

Speaking about music as a medicine, a stimulant
and an appetizer, \Wm. Brady, M.D., said recently:

“Man is something more than a chemical com-
pound or a food for germs. He is more than a
rational being; he is a moral and emotional in-
dividual. His emotional organization is the in-
nate and personal part of his nature revealed to
him by self-consciousness. His feelings, sym-
pathies, his love or hate, happiness or misery, all
of his inner emotions, are powerful factors in
human life, though little understood by science.

“The old aphorism ‘mens sana in corpore sano’
(a sound mind in a sound body) is susceptible of
a double interpretation. Recent psychological
progress and research have shown that even the
animal body is intimately dependent on mental im-
pressions for its normal functional stimuli. Paw-
low, the Russian physiologist, has established on a
sound footing the important influence of the five
senses, so-called, upon the entire process of diges-
tion

“The influence of music on the mind is admitted
by all, and the value of music as a remedy for cer-
tain ills has recently attracted considerable atten-
tion. ‘Music hath charms’ which are not put to
sufficient practical use. Thousands of unfortunates
in hospitals throughout the country are waiting for
someone to come along and ‘give us a song to
cheer.’

“The New York State Pathological Institute re-
cently investigated the question of the influence of
certain tones and strains tpon the nervous system.
By the aid of the ergograph, an instrument de-
signed to record the degree of fatigue in the
muscles of the arm and hand, it was found that
the patient studied could apply more force with less
fatigue when a lively air was thrummed on a harp.
Certain tones of the ’cello, on the other hand, pro-
duced the opposite effect. From such observations
it would appear that the military band has a very
logical reason for dispensing lively air on a hard
march.

“In his ‘Anatomy of Melancholy’ Burton de-
clares picturesquely that ‘music will drive away
the devil himself’ Certain it is that those who
weary with the engrossing pursuit of intellectual
work, the grind of daily toil, are quickly refreshed
by the instrumentality of music, be it vocal, instru-
mental or ‘canned.

“While we do not always think of the phonograph
as Edison’s most useful invention, it is undeniable
that the recent perfections of that instrument help
many a brain fagged thinker to get a fresh grip
on himself and his problem, and to carry his in-
fant project to a practical conclusion another day.

“A home without music is a home without hap-
piness. This dull old world of ours cannot be
brightened by books alone nor by conversation nor
pleasant occupation. The elevating influence of
music is essential fo the full enjoyment of life,

Think what a world it would be without music!
And remember the unfortunates inured in the great
hospitals, who exist in a world without song!
“One cannot conceive a nobler act than that of
an expert musician giving of his or her gift a
mite to brighten thc monotony of a hospital ward
and enliven the recuperative powers of the un-
fortunates there confined. Surely there are
enough musicians in every community to make the
hospital cheerful every age-long day. Easter
greetings and Christmas carols are not enough.
“One of the intentions of St. Cecelia’s Guild was
to build a large hall in the central part of London.
from which at all hours of the day or night music
could be sent by wire to the bedside as wanted. A

delirious typhoid patient or even a victim of delir-
ium tremens has often becn observed to secttle
down and go to sleep under the drowsy influence
of a lullaby thrummed softly on stringed instru-
ment or sung by distant voice.

“Insomnia is peculiarly amenable to the right
sort of music. Of course, the musicians them-
selves would be superior to any so-called canned
music, but the latter would have many advantages
over music by wire. Orchestrions, phonographs
and mechanical piano or organ players good
enough for private homes are also good enough for
the public hospital. These latter day improvements
place good music within the reach of every hos-
pital ward, no matter how small.

“Florence Nightingale gave her warm approval
to the proposal to furnish music to the sick, as did
Sir Richard Quain and other eminent physicians.
It seems peculiarly the province of woman to take
hold of this movement in America and through in-
dividual and organized activity put it into practical
use.”

" AN OUTING AT STONY LONESOME.

This Is Where Irving P. Hallock Inveighed R.
B. Caldwell to Capture Some Splendid Ex-
amples of the Finny Tribe.

Skinning a bass at Stony Lonesome, N. Y., is the
pleasant vocation Irving P. Hallock, the well-
known Victor and Edison dealer, was enjoying

Preparing Mess of Fish for Dinner.

when the accompanying photograph was snapped.
Stony Lonesome is not very far from Greenport,
L. I, the location of Mr. Hallock’s store, and the
bass were running strong when Mr. Hallock de-
cided to enjoy a few weeks’ well-earned rest.

Accompanied by R. B. Caldwell], vice-president
of the Blackman Talking Machine Co., 97 Cham-
bers street, New York, Mr. Hallock attempted to
break all piscatorial records. The success of the
fishing party, we understand, was gratifying, but
the only evidence introduced is Exhibit A here-
with, portraying the skinning of the bass.

Mr. Hallock is one of the most successful talk-

ing machine dealers on the island, and in addition
to his extensive Victor and Edison business, is an
authorized representative of John Wanamaker’s
New York store, which enables him to keep in close
touch with the very best class of trade in this
vicinity. Mr. Hallock, who is an enthusiastic
Blackman dealer, is a friend of many years’ stand-
ing of Vice-President Caldwell, of the Blackman
Co. Stony Lonesome may not sound very euphoni-
ous, but Messrs, Hallock and Caldwell spent a most
enjoyable fortnight there this summer.

Mr. Hallock only recently recovered from an
operation, which he was obliged to undergo at
Mount Sinai Hospital, New York. The operation
was not very serious, and Mr. Hallock is fast re-
gaining his customary energy and vigor.

TALKING MACHINE MAN TO WED.
(Special to The Talking Machine World.)
WiLmincroN, DEL, October 5.—J. W. Goldy.
proprietor of the Delaware Graphophone Co., in
this city, was married on September 27 to Mliss
Jessie L. M. Gill, of Brooklyn, N. Y., at the home
of the bride's parents.

DITTY WORTH REMEMBERING.

A member of the Rochester Association of
Credit Men has found the following ditty of use as
introduction to his collection letters:

“There’s a time to sow and a time to reap
There’s a time to laugh and a time to weep
There's a time to work and a time to play
There’s a time to buy and a time to pay.”

Opportunity knocks at every man’s door at least
once, but it is well to be ready for it when it
appears.

Discouragement brings you nowhere and only
helps to put you in the hands of your competitors
and your enemies.

The right sort of work means growth, nct stag-
nation.
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When Doubt Vanishes

No longer 1s there any question of the supremacy
of the Phonograph. It has been decided abso-
When Mr. Edison completed the new

Disc Phonograph

and introduced it to the public, all doubt vanished.
He brought out the most remarkable sound produc-
ing instrument ever made, a marvel of sweetness
and brilliancy, perfect in mechanical equipment
from the sturdy motor to the diamond stylus.
Nothing has been more interesting to Mr. Edison
than the speed with which the new Disc Phonograph
has caught public approval and patronage. It ex-
ceeded all expectations. The enthusiasm over this
instrument has been wonderful, and yet there is the

same steady demand for the

Edison Cylinder Phonograph

with its tuneful long-playing Blue Amberol Records, its
permanent diamond reproducing point, and its great
staff of record-making talent.

What could be more certain of big sales and big

profits than this Edison combination? It's like a giant
wave that can’t be checked.

Ask us

about the handling of this line in your town. Drop us
a line. We'’re ready to advise you first and supply you
immediately afterward. .

W. A. Myers Sporting Goods House

127-129 West Third Street

Lycoming Opera House Block, ¥ WILLIAMSPORT, PA.
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In an Article in the Cosmopolitan Magazine the ldeas of the Great Inventor Regarding Muslc
Are Clearly Set Forth—Never Studied Music, but Can Point Out Defects That Are Not
Realized by Musicians—How Mr. Edison’s Deafness Has Proven an Advantage.

l} MUSIC OF TO-DAY IN A BACKWARD STATE, SAYS EDISON

Under tlie heading, “Edison's Dreant of New
Musie,” Allan L. Benson contributed tlhie tollowing
interesting copyrighted article in a recent issue ot
the Cosmopolitan Maguzine:

“Music,” said Thomas A. Edison, “is in the same
backward state to-day that clectricity was fortly
years ago. | am going to develop it. 1 hope to
complete the task within three years. 1 shall also
make the plionograph the greatest musical instru-
ment in the world.”

Edison never studicd music anywhere. If this
statement be not literally correct, it is the cxact
truth to say that he never studicd music auywhere
except by himself in his own laboratory. He can-
not sing a note. The only musical instrument he
can play is the phonograph. He cannot hear a
phonograph three feet away from him. Yet the
best musical talent that he can employ defers to his
judgment. \When Edison says a thing is wrong,
his musical experts are exceedingly careful not to
say it is right. They are not careful for fear of
offending—they are careful for fear of losing their
own reputations. They have good reason for being
so careful. Edison can hear sounds that they can-
not hear until he has called attention to them. And
he has sp fine a sense of tone values that he knows
the significance of what he hears.

“I hear through my teeth,” said he, “and through
my skull. Ordinarily I merely place my head against
a phonograph. But if there is some faint sound
that I don’t quite catch this way, I bite my teeth
into the wood, and then I get it good and strong.”

From Edison’s point of view, the human ear is
an exceedingly crude instrument. He did not
know how crude was the ear until his own hearing
had been destroyed. Everybody knows, of course,
of the experimental laboratory that Edison estab-
lished in a baggage car when he was a newsboy,
how his chemicals set fire to the car, and how the
conductor boxed him on the ears and broke the ear-
drums. From that day to this he has heard but
little in the ordinary way. Those who wish to
speak to him get close up and shout. Sometimes
Edison hears what is said to him, and sometimes he
doesn’t. Such conversation is hard for visitors, but
it is easy for Edison. “Most persons’ voices last
longer than their gray matter does, anyway,” said
he. Conversation that is maintained with so much
difficulty is not likely to be unduly orolonged. So
Edison's deaf ears save him from the voices of his
friends. “I have always considered by deafness a
blessing,” said he.

Kdison says the imperfection of the car lies in
the adjustment of the two bones that are known as
the stirrup and the saddle. He crooked his little
fingers and hooked them together o show how the
stirrup and the saddle unite to convey souid waves
trom the middle to thie inner ear.

“There is a good deal of lost motion in those
bones,” he said, as he worked his hooked hngers
back and forth to illustrate the defect. “Part of
cvery sound wave that enters the ear is lost before
it reaches the inner car. For that reason no onc
who has a normal car can hear as well as I can. 1
can liear better than anybody clse because I don’t
depend upon stirrups and saddles. These bones
have been taken out of my ears. That is why 1
can hear little or nothing in the ordinary way.
But it is also why I can hear splendidly through
my skull and through my teeth. The sound waves
then come almost direct to my brain. They pass
through only my inner ear. And I have a wonder-
fully sensitive inner ear. I do not know that, in
the beginning, it was any more sensitive than any-
body else’s, but for more than fifty years it has
been wrapped in almost complete silence. It has
been protected from the millions of noises that dim
the hearing of ears that hear everything. And, as
a result, when sound waves are projected into my
inner ears, cither through the skull or the teeth, the
waves strike inner ears that are abnormally sensi-
tive.”

The Squeaking Flute Keys.

Men who work with Edison know better than he
does, perhaps, how much more acute is his hearing
than their own. One of these men told of a de-
fective phonograph record. Nobody but Edison
knew it was defective. Edison insisted that some-
thing was the matter with the orchestra. With his
gray head against the phonograph cabinet, he clung
and clung to the contention that something was
wrong. Finally he bit his teeth into the wood, and
in a moment he knew. *The keys on that fellow’s
flute squeak,” he said. In the sawing and jangling
of the other instruments, none of the men who
worked with Edison could hear a squeaky flute key
any more than he could hear the treading of a fly
upon the engine of an automobile. . But Edison
could hear, and, for him, the squeaking spoiled the
music.

“Nobody realizes,” said he, “how much music is
spoiled by little sounds that do not belong in it.
The average person—the person with a normal ear
—is not conscious of the fact that he hears the
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sounds, 4 liat 15 1o say, he cannot call attention to
any particular sounds that do not belong in the
music.  All lie knows is that the music does not
sound good to him."”

Taking the Noise Out of Music.

One of the great things that lidison promisces to
do for (he world is to take the noise out of music,

“Forty per cent, of the sounds that come from
an ordinary disc phonograph,” he said, “do not
belong in the music. 1 have invented a new kind
of u disc machine which, with a clean rccord, ab-
solutely eliminates all these unnccessary noises.
The difficulty is to get an absolutely clean record.
Records arc supposed to be clean when they are
hought, but they are not. They are not clean even
when they leave the factory. Onc of the problems
upen which I am now working to how to send out
records clean and kcep them clean. It is marvelous
how slight nced be the undulations upon a record
to produce great noiscs. Take a piece of clean
glass cut the shapc of a record and ‘play’ it on the
machine and therc is no sound. But breathe on this
glass a dozen times, put it away half an hour until
the moisture can harden, and then play the glass
again and you will hear a jumble of the most un-
earthly noises.”

Edison's greatest criticism of music, however, has
to do with what he declares to be a lack of scientific
basis for it.

“There is no such thing as a definite musical term
relating to time. Take any piece of music and look
at it. This part, for instance, is marked with a
French word meaning fast. The next is marked
‘a little faster, then come ‘still faster® and ‘very
fast. A little farther along we come to ‘slow,’ ‘a
little slower,” ‘still slower, and so on.

“Now what in thunder do all these terms mean?
‘Faster’ means faster, of course, but faster than
what? There is the difficulty. Music lacks definite
terms by which time may be indicated. It should
not lack such terms. Music is too noble an art to
be thus handicapped. It should not be that only
the composer knows precisely the time in which he
wishes his production to be played. Music should
be established upon so scientific a basis that anyone
who can play at all can play a piece in precisely
the time that the composer intended it should be
played. Who knows now whether he is playing
any piece as its composer intended it should be
played? No one can know. Students of music
who are fortunate enough to be able to study with
great composers have the best chance to know, but
they cannot be sure they know, because the com-
poser has no means of telling. They can only listen
to the composer as he plays, and note where he
speeds up and where he slows down. If they have
good ears and a perfect sense of time, they can hit
the mark so long as their memory lasts. But how

(Contined on page 33.)

-Sell Pianos

The most profitable piano—
because it sells quickly and
brings new business—is the

F. RADLE

615 West 36th Street, New York

very sale of an F. Radle piano or
player-piano will give you a reputation
for handling high-class instruments and
fair dealing. Guarantee of tone, dur-
ability, design and finish.

Write to-day for Catalog and Wholesale Prices
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The Pardee-Ellenberger Co., Inc.

announce a

Complete Line of Edison Disc Phonographs

Mr. Edison has produced his masterpiece. The much talked of
Disc Phonograph is now a reality after years of experiment and
study in sound reproduction and musical acoustics. These experi-
ments and studies have resulted in a new voice for the phonograph—
a voice of liquid and mellow tones, of wide range and incompar-
able sweetness.

The triumph of Edison is mechanical as
well as musical. The motor is the most accu-
rate, powerful and costly that has been placed
in a disc machine. The records are made of
a hard new material that is impervious to wear
and holds faithfully the wonderful interpretations
of the great music upon them. The repro-
ducer is a diamond point that does away with
the constant changing of worn-out needles.

All of this and more Edison has produced for
your publicc. He has made possible the preserva-
tion of the world’s greatest music by the world’s
greatest artists. The record ‘programs have never
been equalled.

Your opportunity

is here. This marvelous instrument is taking the
public by storm. The wise, progressive dealer will
jump in now and reap the benefits. If you'll write
us we'll tell you how, gladly.

The Pardee-Ellenberger Co., Inc.

JOBBERS OF EDISON PHONOGRAPHS AND RECORDS
NEW HAVEN, CONN. BOSTON, MASS.
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long will their memory last? \Who can remenber
for the rest of his life just how a certain man
played a certain picce? Anyone can tementber
fairly well, but ‘fairly well’ is uot good enough. 1f
music is worth anything—and in my opinion it is
worth inuch—it is worth rendering perfectly.  Yet
1t can never be rendered perfectly until it is placed
upon a scientific basis. The lack of such a basis is
largely responsible for the bad music and the
faking that are evcrywhcere apparent.”

But in seccking to place music upon a scientific
basis Edison is not guuning for fake teachers; in- .
deed, his primary object is not even to improve
music. It is to enablec himn to perfect the phono-
graph.

“The phonograph,” said he, “can be made the
greatest musical instrument in the world. I intend
to make it so. My new disc phonograph is a long
step in this direction. But I cannot make the
phonograph what it should be and what it can be
until music is reduced to a scientific basis. 1n
place of all of these relative terms like ‘faster’ and
‘slower’ there must be rigid, definite terms. In
establishing certain definite musical measurements,
I am going to do for music exactly what I did for
electricity when I invented machines to measure it.
I expect, within the next three years, to do this,
and when I have accomplished my purpose 1 shall
be in a position to make a phonograph that will
take the lead over all other musical instruments.

“I shall yet put before the world a phonograph
that will render whole operas better than the sing-
ers themselves could sing them in a theater. 1
mean by this that when heard on a phonograph they
will sound better than when heard in a theater, 1
shall do this by virtue of the fact that with a
phonograph I can record the voices better than
any person in a theater can hear them. The
acoustics of no opera house are perfect. Some-
thing is always lost between the singer and the
auditor. I shall record the voices of singers in
such a manner that nothing will be lost.”
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(Centinued from page 31.)

So far as appecarances can indicate, Edison was
never more interested in clectricity than he now 18
in music, There is not a day nor a night that he
does not hear mwuch music. Often when he has
worked until 2 o’clock in the morning he will sit
down and listen to phonograph music until 4
o’clock. Ie has half a dozen big phonographs scat-
tered around his laboratory for his special use. His
laboratory and othcr buildings eover perhaps fiftcen
acrcs, so the phonographs arc not very ncar to-
gether, after all. Ilis favorite “music room,” how-
ever, is over a machine shop, and there he goes at
dead of night to listen to songs sung in Italy by
singers he never saw nor ever hopes to see.
Beethoven, playing the sonatas that his deaf ears
would not let him hear, formed no more pathetic
picture than does Edison, with his gray head
pressed against the machine that he made talk and
sing. The only difference is that Beethoven was
pathetic, while Edison only scems so. Beethoven’s
deafness embittered his life. Edison’s deafness
never put a wrinkle in his brow or his heart. He
still knows how to laugh, and loses no opportunity
to do so.

Music Should Be Standardized.

Edison will be disappointed if musicians do not
la gh a little at what he is trying to do. He ex-
pects they will say that it is impossible to determine
accurately how rapidly and with what varying de-
grees of intensity every composition shall be played.
He is willing to let them laugh. He is not unused
to being told that this or that is impossible. Some-
body has told him that everything he has ever done
was impossible. To indicate the exact degree of
intensity with which a composition shall be ren-
dered seems particularly near to the line of impos-
sibility. Yet Edison throws a new line upon the
subject in this fashion:

“Every musical sound is the product of a cer-
tain number of vibrations to the second of a cer-
tain material. The fashion now is to begin playing
a composition with whatever degree of intensity

seeints appropriate to the player. A little farther
on the music is unrked ‘loud, ‘louder’ or ‘soft,
‘softer’—terms that mean nothing because they are
merely relative and are not predicated upon any
dcfinite basis of intensity. As a matter of fact,
however, it is possible to cquip a piano with instru-
ments that will register the rapidity of vibration
of cach string that is struck. A composcr playing
upon a piano thus cquipped would have, at the
finish, a complete tecord of the vibrations that he
has created. This record would constitute an ac-
curate guide for other musicians. [t would then
be possible for any musician to reproduce upon 2
piano similarly cquipped the same composition, and
reproduce it in preciscly the same manner that the
composer created it.”
Sounds No Ear Can Hear.

The subject of wave vibrations suggests another
matter that Edison is investigating. He is trying
to catch with the phonograph sounds that no
human ear can ever catch.

“There must be many such sounds,” said Edi-
son. “Wave vibrations of a certain degrce of fre-
quency come to us in the form of sound. Wave
vibrations of still greater frequency come to us in
the form of light. But therc is a great gap be-
tween the highest wave vibration that we can
recognize with the ear and the lowest wibration
that we can see with the eye. It therefore follows
that there are many sounds that we cannot hear
and many colors that we cannot see. I am trying
to record some of these sounds by running phono-
graphs at high speed and making records of what-
ever may be in the air. My purpose is to Tepro-
duce these sounds in wave lengths that the human
ear can catch by running the records again at lower
speed. So far I have not accomplished much, be-
cause the sounds created by the mechanism of the
phonograph itself drown out the unhearable
sounds that may have been recorded upon the rec-
ord. But that is a difficulty that I shall sooner or
later surmount. Most assuredly, there are many
sounds that we cannot hear, and just as certainly
there is a way to bring them within the range of
the human ear.”

LLONG CABINETS

Are distinctively elegant in design, construction and finish. They have many friends.

THE GEO. A. LONG CABINET CO., HANOVER, PA.

Write
To-day

for
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A Disc or a Cylinder
—but an EDISON

One customer wants a disc, another wants a cylinder.
Give each one an Edison and win the game both ways.
You can’t beat the opportunity offered to-day by

EDISON PHONOGRAPHS

Mr. Edison’s Disc Phonograph, his most recent a4
triumph, comes after years of the kind of experi- :
menting that has made Mr. Edison pre-eminent.

Although he was
the first to invent the
disc phonograph he
was not ready to
offer it to the public
until he was satisfied
that it could not be
made better. Now

—

it is ready—we can
supply it.

His Cylinder Phonograph goes right on making friends for itself and
sales for the wise dealer. Nothing can stop the popularity of this famous
instrument. The new Blue Amberol records, the new diamond point
reproducer, and the new designs of the cabinets in a variety of artistic
woods supply noteworthy arguments that will convince your customers.

We still have some territory left—but it’s going fast! Close with us
at once if you want to get the benefit of handling the Edison Line.
Act now.

THE PHONOGRAPH CO., Jobbers
Salesrooms and Offices: 229 South Wabash Avenue, Chicago
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FALL SEASON OPENS WITH A RUSH IN WISCONSIN

Settlement of Tariff Question and Large Crops Credited for Bringing About Pleasing Con-
ditions—Stocks In Excellent Shape—Increased Facllities In Gannon Store—Emil O.
Schmidt's New Department—What Mllwaukee Concerns Are Dolng to Capture Trade.

(Special o The Talking Machiue World.)

MiLwaukeg, Wis,, October 11.—7Tle fall scason
in the talking machme ficld secns to have opened
with a rush and dealers on all sides say that busi-
uess is much Dbetter than they had aunticipated.
Judging from the reports of local jobbers, business
seems to bc good all over the State. It is pretty
safe to predict that trade will continue to im-
prove lrom now until after the holidays.

The period of unccrtainty regarding the tariff
bill is now over with and this, together with the
fact that crops in this segtion of the Northwest
have been unusually good, has resulted in a wide-
spread confidence and an improvement in most
lines of busincss. The weather has been ideal
all over Wisconsin, and the frost has held off so
long that even the late corn crop has been har-
vested. Assurances are given that a bumper corn
crop has been cut and that it will add at least
$70,000,000 to the wealth of the State. This ought
to go a long way toward increasing general pros-
perity.

Indications are that no shortage of records will
be experienced during the next few months, as
was the case a year ago. Jobbers representing the
Victor, Edison and Columbia lines say that their
houses have been getting their record stocks in
better shape and that there ought to be no trouble
in having orders filled this year, which should be
welcome news to dealers. The new October rec-
ords in all lines seem to be selling well. People
are back from their vacations, the evenings are
getting longer and the call for records is growing
stronger.

Improvements in Gannon Store.

“Business is increasing daily and we expect this
fall will be the most satisfactory season whith we
have experienced,” said John H. Becker, Jr., sales
manager of the retail store of Miss Gertrude F.
Gannon. ‘“Records are selling fine and the de-
mand for the larger type of Victrolas seems to be
on the increase. The outlook is good that it would
seem as though all dealers ought to come in for a
good share of the business from now on until the
holidays.”

Several important changes have been made at
the Gannon store, including the installation of an-
other new demonstrating room for all types of
Victrolas. New green carpets and rugs have been
laid and considerable new equipment has been
added. A new illumirated sign on the top of the
building occupied by Miss Gannon’s store, playing
up the phrase, “A Victrola Makes a Happy Home,”
has been attracting considerable attention and has
been bringing customers to the store.

Miss Frances Ellman Makes a Change.

Miss Frances Ellman, who has been connected
with the Victor department at the Espenhain de-
partment store for some time and was in charge
after the resignation of J. H. Becker, Jr,, as man-
ager, has resigned and is now in charge of the
Victor department at the Twelfth and Vliet street
store of the Edward Schuster & Co. Miss Ellman
is a musician of much ability and this has been an
important factor in the success which she has at-
tained in the talking machine field.

George H. Elchholz Co. Moves.

The George H. Eichholz Co. has moved from
its former quarters at 552-554 Twelfth street to a
new and larger store at 542 Twelfth street, four
doors south of its former location. Mr. Eichholz
has been able to enlarge his stock of both records
and machines, now that he has more space, and
the Eichholz retail store is one of the largest out-
side of the downtown district.

Recent Trade Visltors.

Roy J. Keith, of the Talking Machine Co., of
Chicago; S. Goldsmith, from the factory of the
Victor Talking Machine Co., Camden, N. J., and
E. F. O’'Neil, well known traveler for the Victor
Company, were among the recent visitors who
called upon the Milwaukee talking machine trade.
All three of the travelers reported that business

was showing much nnprovement and that the out-
look tor the fall trade was uever better.,
Dictaphones for Motor Car Co.

News has been received in Milwaukee that the
Iissel Motor Car o, ot lartford, Wis,, ouc of
thie best known automobile manufacturing conecerus
- Wiscousu, has mstalled live dictaphones in its
oilices.

Emil O. Schmidt’s New Department.

Emil O, Sclunidt, 310 Grand avenue, oue of
Milwaukee's enterprising piano dealers, who also
carries the Victor line, has installed entircly new
quarters on second toor for s Victor goods.
v, Schuudt rormerly followed the plan ot scat-
tering his Victrolas about his piano parlors, main-
tammng special quarters only tor his record depurt-
ment.  Lhis scheme did not work out satisfactorily
and now Mr. Schmidt has some unusually hne
demonstration parlors which are aiwding hun m
making mcreased Victor sales. Mr, Schmudt has
always been enthusiastic over the Victor lmne and
he bcheves that every piano dealer should carry
some line of talking machines in addition to his
piano stock.

Piano Men Round Up “Talker” Prospects.

The scheme recently inaugurated by the J. B.
Bradford Piano Co., Milwaukee's oldest piano
house, of having its piano salesmen “round up”
Victor prospects while out calling on piano cus-
tomers, is working out even more successfully
than had been anticipated. Thomas DeSwarte,
treasurer of the company, who has general super-
vision over the new Victor department, says that
the salesmcn are enthusiastic over the proposition,
as most of them find it easy to make Victor sales
in connection with their piano business. Miss jule
Steiner, who has charge of the inside sales and
record business of the Bradford house, says that
the demand for Victor records is increasing rapid-
ly, now that customers of the house are learning
that the Victor goods are carried.

Gram Department to Increase Staff.

Paul A. Seeger, manager of the Victor depart-
ment at the Edmund Gram Music House, is finding
business so good that he is about to increase his
sales force earlier than usual. Mr, Seeger says
that the demand for large Victrolas seems to be
increasing and he reports some very fine sales in
this line.

Wilf Not Handle Talking Machines.

The Flanner-Hafsoos Music House, organized

some time ago and occupying the old Flanner .

stand at 417 Broadway, will not carry a talking
machine line, as had been planned earlier. Both
Eric Hafsoos and Florian Flanner, members of
the firm, say that they intend to devote their en-
tire time to the piano, musical merchandise and
sheet music publishing business.

Window Displays Help Record Sales.

The tastefully decorated windows of ‘the
Gensch-Smith Co., 730 Grand avenue, the exclusive
Victor shop, have been attracting much favorable
attention, besides bringing the properties much
new business. The last series pertained mainly to
grand opera selections and did much to increase
the sale of Red Seal records. The company has
its store well stocked in preparation for the fall
and holiday trade.

Believes in Big Machlne Stock.

L. C. Parker, manager of the Victor department
at Gimbel Bros.’ store, believes in the policy of al-
ways keeping a good stock of machines on hand,
in order that the customer may have the oppor-
tunity of making a satisfactory selection. Mr.
Parker endeavors to keep an average stock of
about 100 Victrolas although his stock on hand
sometimes reaches the 150 mark. Business at the
Gimbel department is showing steady, consistent
gain, according to Manager Parker.

Signlng Up New Edlson Dealers.

William A. Schmidt, manager of the Milwaukee
Phonograph Co., 347-349 Broadway, is making a

e
tour of the lox River Valley and othier portions
of Wisconsin, calling on the LEdison dealers. The
company, which is jobber in Wisconsin for the
Ldison line, is meceting with a brisk demand for
dise machines and records.  Mr. Schimidt recently
placed the Edison agency with the Webb House-
furnishing Co. at Oshkosh, Wis.
New Branch Store for A. G. Kunde.

A. G. Kunde, Columbia jobber and retailer, 516
Grand avenue, has formally opened his new
branch store at 3410 North avenue. George Born,
an cxperienced talking machine man and an en-
thusiastic supporter of the Columbia line, has been
placed in charge of the store, although Mr. and
Mrs. Kunde live in the neighborhood and will give
considerable attention to the new branch. Busi-
ness thus far has been exceptionally good at the
new store and justifies Mr. Kunde's prediction that
the establishment would be a success, The business
location is good and there is not another talking
machine store within a radius of thirty blocks.
Some good Columbia sales are being made at the
Kunde store downtown.

Prepared for Blg Buslness.

C. W. Abbott, the enterprising young manager of
the Victor department at the Boston store, now
has the largest stock of machines and records on
band since the department has been in operation.
Business is good and Manager Abbott expects to
meet with a fine fall trade. Mr. Abbott is meet-
ing with a brisk demand for the Herzog cabinets,
especially for the No. 29 style.

Discontinues Department.

The Victor department at the Espenhain Dry
Goods Co., operating a large department store at
Grand avenue and Fourth street, has been discon-
tinued. It is understood that the venture was not
a paying proposition, as the store is too close to
the Boston Store and various Victor stores.

PIANOS AS A SIDE LINE.

Many Talking Machine Dealers Find it Com-
paratively Easy to Sell Pianos with Little
Extra Effort on the Part of Their Salesmen
and Without Interfering with Their Talking
Machine Trade in the Smallest Degree.

While a large number of the leading piano
houses throughout the country have installed talk-
ing machine departments and are doing well with
them, there are also a large number of talking
machine dealers who have added a few pianos to
their stock and find that such instruments form a
very profitable side line. Musical goods, includ-
ing talking machines and pianos, naturally hang
together as a selling proposition for the talking
machine salesman can, in the regular course of

‘his work, get in touch with many of his custom-

er; who do not own pianos.

One of the piano manufacturers who has made
a special point of supplying pianos to talking ma-
chine dealers is F. Radle, New York, who states
that numerous talking machine dealers who only
sell a few pianos during the year find the venture
a paying proposition and well worth the extra ef-
fort. In an announcement in another part of The
World, Mr. Radle dwells more fully on his sys-
tem.

ISSUED STRIKING HANGER.

Under date of October 6 the Victor Talking Ma-
chine Co. sent out to its trade a special supple-
ment and artistic hanger advertising a special lot
of Hebrew records. The company calls the at-
tention of the dealers to the fact that the millions
of Hebrews throughout the country are at pres-
ent in the midst of an observance which is the
most important of all their many traditions. This
observance continues up to the 23d of this month,
and even later. The hanger is exceptionally at-
tractive, being designed in three colors, and im-
pressive by reason of the quality of the illustra-
tions and typography used.

If you have doubts about yourself you certainly
cannot expect others to believe in you.

The worst failure in the world is recognizing
your own limitations,
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Haste makes money

when quick shipments of quick selling goods are concerned. The rush
and demand for every feature of the Edison line have become so great
that both the FEdison organization and we are working overtime to fill
orders promptly. And we do—absolutely. '

The New Disc Phonograph for Ohio

Edison moved slowly on this,

perfected it before letting it out.
But it's here now—the most mar-
velous sound-producing instrument
you ever heard. The discs are
cut by the “up-and-down’ method.
They are of a new material and the

reproducing point is a diamond that
never wears, never varies and
never needs changing.

The powerful, accurately ad-
justed motor makes possible tones

that are incomparable for their rich-
ness, sweetness and volume. And
all this encased in cabinets of most
beautiful designs and rarest woods.

The improved Cylinder instrument and Blue Amberol Records remain, breezing along
with huge success. Amazing profits have been and are being made in this line. Add
the disc and you know the answer.

More haste

There'’s still some Edison territory that’s open in Ohio. All Edison territory is fertile. -
If your town isn’t singing the praises of the Edison phonograph and the Edison phono-
graph isn't singing its own praises to your trade, get busy—now. Address us. We try
to ship within an hour of receipt of orders. We usually succeed.

The Phonograph Company

1260-1306 Huron Road Junction Euclid Avenue and East 14th Street

Cleveland, Ohio
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The Formal Announcement of the New Edison Disc Phonograph.

An Important Epoch In the Onward March of the Edison Interests—The Formal Presentation of the New Edison
Product to the Trade—An Invention Which Crystallizes the Life Work of the Great Inventor In the Develop-
ment of Sound Reproduction—A Vitalizing Factor in the Talking Machine Trade and a Distinct Triumph for
the Edison Co.—Some New Principles Embodied—New Types of Phonographs Show Different Periods of
Architectural Design—Large Monthly Additions to the List of Disc Records—Ransacking Europe For Musical
Talent—Pleasing Introduction of the Disc Phonograph to the American Public Arouses Greatest Interest.

The varied creations of that marvelous Amer-
ican, Thos. A. Edison, have excited the admiration
of the world, and it has been frequently stated
that Mr. Edison himself is the greatest living
American, having contributed more to the pro-
gressive movement of inventive industry than any
other man now at present on life's stage.

Work is his tonic, and he is never happier than
when engaged upon some new development in his
laboratory experiments. Notwithstanding that the
world has been enormously enriched by the fruit
of his inventive brain, he still is conducting his
inventive and experimental’ work with the same
vigor and determination—with as keen enjoyment
when, as a yvoung man, he had his laurels to win.

His interest has been largely centered in recent
limes upon the development of the disc phono-
graph. and he has succeeded in producing a
marvelous creation which appeals with forcible
argument to cultured musical tastes.

Although the new Edison disc phonograph has
been heard and praised for its wonderful musical
qualities in various sections of the country, this
is the first time that a formal announcement of
its introduction has been made by the corporu-
tion. Therefore, the present marks an important
epoch in the development of the Edison interests.

Mr, Edison has bent his energy upon the devel-
opment of sound reproduction, with the object in
view of creating a new and true tone-reproducing
factor. It has been his aim to reproduce a musi-
cal instrument which should possess individual re-
producing powers, so that music would be repro-
duced faultlessly and with a sweetness of charac-
ter which should give to the phonograph a new and
vitalizing interest, and that in this latest inven-
tion, Mr. Edison has accomplished a distinct tri-
umph is admitted by all who are acjuainted with
the marvelous musical reproducing powers of the
new Edison disc phonograph.

In it is crystallized three and a half decades of
experimental work in musical acoustics and sound
reproduction, and one distinct characteristic of the

Second Vice-President Wm Maxwell Digging Deep Into Problems.

new Edison disc phonograph is its marvelously
pure reproductive powers.

It embodies mnew recording and reproducing
methods. The reproducing point is a diamond;

and, of course, neetds no changing. The records
arc of a new chemical compound, and the new
motor has been perfected as well, so that Ldison
represcntatives cverywhere will natnrally be inter-
ested in this, the first formal announcement which
has been made from the great Lidison factory.

interview was sought this week with Frank K.
Dolbecr, sales munager of Thos. A Edison, e,
Mr. Dolbeer said: “From now on we expect
to be in a position to take carc of the demands of
our trade in both our disc and cylinder line
machines and records. arly last spring, in con-

Thos A. Edison and Vice-President and General Manager Carl H. Wilson Engaged in a Busi-
ness Conference.

The new types of the Edison disc phonographs
embrace a variety of styles, including different pe-
riods of design which will afford the dealers a
wide range of slyles, as well as prices with which
to mest the demands
from their particular
constituency, as the
ten models now ready
range in price from
£60 10 $150

Mr. Edison has
given tireless energy
to the development of
the Edison disc ma-
chine, and naturally
jobbers and dealers
everywhere will be
interested to learn of
the ability of the
manufacturing  de-
partment to supply
the varied Edison
products.

The Edison busi-
ness organization is
composed of men
who are fully alive to
the trade require-
ments.

Mr. Carl H. Wil-
son, vice-president
and general manager,
is ably assisted by
William Maxwell,
second vice-president,
and a competent execitive staff who are loyally
supporting him in his plans for trade expansion.

In order that the factory situation might be
placed in congcrete form before World readers, an

templation of our fall campaign, I made up and
submitted to our exsccutive committee an estimate
of the required amount of merchandise which in
my judgment would be necessary for the handling
of our fall trade. From that estimate a factory
schedule was prepared, taking into consideration
all types of instruments and records. We have
been gradually working up to the requirzments of
that schedule, and have practically reached the
mark set at that time. Our present output clearly
indicates that in both ths complete disc and cylin-
der lines we are going 1o be in a positicn to supply
the demands of our trade !

“Some time since it was my belief that we were
going to be handicapped by the lack of a sufficient
quantity of instruments if we could secure the
amount of disc records I was lead to believe we
would obtain. The disc situation however has
now cleared up considerably, however, and, the
output of machines is keeping pace with the out-
put of records. That the quantity of instruments
we have been laying aside for fall delivery will be
promptly absorbed by thz trade is indicated by the
orders now being placed and filled.

“The disc record situation is receiving our care-
ful attention, and our recent list of 295 selections
which we just issued is but the first step in our
presentation of a regular production of new disc
records on a selling plan similar to the one upon
which the Blue Amberol record is now marketed.
\Vorking on these lines. we expzct to make month-
ly additions to our lists of disc records which wiil
contain just the right type of selections to meet
with a-ready sale. A glance at our lLst 295
selections, all of which we expect to be in a posi-
tion to ship by the end of the month, will satisfy
the jobber and dealer that we intend to place in
theit hands the very highest type of selections to

(Continued on page 39.)
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Our message to the
Nebraska trade

With the advent of the Edison Disc Phonograph and the

new hornless types of Edison Cylinder instruments there 1s
a big Edison year ahead for all dealers who put in a
representative stock. '

With Edison Disc Phonographs ranging in price from
$60 to $450, and Edison Cylinder Phonographs from $30
to $250—all cabinet types—there is no taste and no
pocketbook that cannot be met with an Edison instrument.

The New Edison Disc
Phonograph

1s a musical marvel. Its rich, mellow tone, its
wonderful diamond point reproducer, its steady,
accurate, powerful motor, and its artistic cabinets put
it in a class by itself.

The improved
Edison Cylinder Phonograph
and Blue Amberol Records

form a combination that is bringing in the money
wherever the line is shown. Are you showing 1,
and are you ready for the Edison Disc ? If so, write us quickly, as

the good territory for both lines is going fast. Our stock i1s complete.
Our service is the best. Let us hear from you.

SHULTZ BROS,, Inc.

1408 Farnam Street, OMAHA, NEB.
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(Continucd from page 31.)

assure them ol satisticd patronage. A feature of
this list is the fact that we have placed oppusite
cach sclection the name of the recording artist
wherever it was possible.  This will be continued
with all our monthly lists of new disc records.

"1 may state here that our two lines of disc and
hornless cylinder machines arc complete as they
now stand. There are not apt to be changes in
these lines for the next twelve months, and the
trade can  order either the disc or cylinder
machines with foll assurance that there will be
no changes during the next year. \We fecl that
the interests of the tradc are better maintained
when certain standard lines are adhered to, rather
than the making of changes during a busy sca-
son that disturb trade gencrally. With the strength
cning of our hornless cylinder machines by the
addition of several very popular types and the
rounding out of our disc line, we are planning to
make earnest cfforts to secure representation in
cities and towns were we are not represented, and
jobbers and dealers can feel assured of our abil-
ity to take care of their demands at all times.

“In connection with the expansion of both our
disc and cylinder record production, it may interest
the trade to learn that for the past year and a half
we have had one of our musical experts traveling
all over Lurope, visiting every musical center of
any importance. During this long period of search
for musical talent, this representative has secured
samples of approximately 2,300 voices, all of which
have been submitted to Mr. Edison for his ap-
proval. As soon as Mr. Edison has passed on the
merits of these sample voices, we plan to estab-
lish a recording plant at Milan, Italy, where all
those voices that have passed the test will be
recorded for either disc or cylinder production.

“We fully realize the tremendous importance of
the careful selection of recording talent, and I feel
safe in stating that we will have as much, if not
inore, musical talent of artistic prominence record-
ing for our company than has been secured by
anybody in this country. This can assure the
trade that we are going to give them just what
they want all the time in the way of records.

“It is hardly necessary for me to point out to the
dealer the many distinctive qualities of the Edi-

son dise machine that he can utihze to advantage
in lus publicity. Now is the opportune time for
tie dealer to place before his patrons the count

less merits of the Edison disc machine. The use
of a diamond instead of the troublesome necdle,
the indestructibility of the records, the special
wotor and similar points of importance may all

be used to advantage by the dealer in his publicity
work, asidc from: the artistic appcarance of the
entire lidison disc line of machines and their real
musical value,

“WVith reference to the proper introduction of
the lidison disc machine to the public, the trade
may be intcrested to learn of an idea that Mr.
Edison personally belicves is the ideal mcthod
of prescnting the disc machine. This plan is
based on the giving of recitals featuring the disc
machine. We have at the present time in our
cmploy a talented and capable lady who is devot-
ing all her time to the giving of rccitals in private
homes, schools and musical gatherings, at which
the Edison disc machine is presented. This lady
is not permitted to scll a machine, and, as a matter
of fact, there is not the slightest tinge of com-
mercialism in any phase of her work. She ar-
ranges for the giving of recitals in thc homes of
the best known society people of the country, and
after introducing a short talk on the perfection of
the Edison disc machine, gives a recital or series
of recitals.

“This lady works quietly and unobtrusively, and
it may interest some of our dealers to learn that
she has been doing this educational and mission-
ary work for a full year with wonderful success.
Never quoting a price, nor soliciting the sale of
a machine, this lady has placed the Edison disc

machine before governors, congressmen, nationally .

prominent financiers, and similar people of im-
portance, who are in the very best position to
emphasize the true musical standing of the Edi-
son disc machine. Her work has made the Edi-
son disc machine popular in a large number of the
leading private schools and exclusive clubs in this
country, and Mr. Edison and all of us are so im-
pressed with the wonderful results of her efforts
that we are planning to send out scveral special
recital representatives to all parts of the country.”

KLINGSOR T. M. CO. ORGANIZED.

New Concern in Chicago Controls American
Rights to Patents of Klingsor Works, Ger-
many, and Expects to Enter Market in This
Country in Time for the Coming Holiday
Trade—Incorporated with $400,000 Capital
Jacob Rothschild Tells of Company’s Plans.

(Special to The Talking Machine World.)

CHicaco, ILL, October 9.—The organization of
the Klingsor Talking Machine Co. of America
has been completed as the result of the efforts of
Theodore Isaac, who three years ago came to Chi-
* cago with the American rights to the patents of
the Klingsor Works of Hannauer, Germany, and
who has since devoted himself largely to the per-
fecting of plans for the production of a machine
incorporating the features of the well-known Eu-
ropean talking machine embodied in cabinets
suited to the American market.

The officers are as follows: President, Theodore
Isaac; vice-president, Max Guthman, of the law
firm of Guthman & Rothschild; treasurer and
general manager, Louis Schram, president Schram
Bros. Co., cabinet manufacturers; secretary, Al-
bert P. Lugge, secretary Schram Bros. Co. The
directors include the above and Jacob Rothschild,
of Guthman & Rothschild. who is also general
counsel for the company.

“The company, which is an Illinois corporation
with a capital stock of $400,000, is affiliated and
will work in conjunction with the Klingsor Works
of Germany,” said Mr. Rothschild, “and we are
the licensees of all their patents for the United
States. We also have additional patents pending
on additional devices, sound boxes, tone arms, etc.,
which will be incorporated in our product. The
cabinets, which will he adapted to American needs

and conditions, will be manufactured by us. We
will secure space in theé Schram Bros. Co factory
building for the present.

“We expect to have machines ready for the mar-
ket in time for the holiday trade. As to records,
we have not decided as yet whether we will make
arrangements with an American company for the
manufacture of records or secure them through
our European connections.”

The company has established temporary offices
at Room 62, 106 North La Salle street, and are
now demonstrating models of two styles which
will represent price extremes of the line—a $25
and a $200 machine.

STILL OF_ INDEFINITE STATUS.

(Special to -The Talking Machine World.)

St. Louis, Mo, October 10.— The Koerber-
Brenner retail Victor department, which was con-
ducted as a part of Tollman Bros.” Piano Co.
business, is still of indefinite status. So far Trus-
tee Abbott and Referee Coles are unconvinced as
to the merits of the transfer last November. The
papers held by Koerber-Brenner are clear enough,
it is stated, but E. J. Piper, president of Boll-
man’s, and _who who later ended his life, failed to
write the transaction into the books of that com-
pany.

It is expected that the merits of the trans-
action will be heard in the referee’s court beiore
it is decided. So far the department has kept open
for business by permission of the referce, but it
is seriously handicapped by the state of affairs at
the store. Probably the case will not be settled
until the Bollman creditors end the quarrel over
the identity of the trustee. which is occupying the
attention of the courts at the present time.

If you cannot plan well you will not build wisely,
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THROAT CUTTING AND PRICE CUTTING

And Thelr Acqualntance Cutting, the Subject
of Pertinent Remarks by Elbert Hubbard.

“In the old days business men ent cach other’s
throats.  Later they cut prices.  ‘Then they cut
acquaintance,  Now they co-operate.  The inane
competition born of sclfish rivalry, which has only
onc object -~ suecess through the failure and climi
nation of a competitor—is now almost non-exist
ent,” says Elbert Hubbard in The Music Trade
Review.

“The competition that obtains nowadays is that
of friendly rivalry, based on trustfulness, which
sccks to merit success. It is emulation noble
cffort to obtain the highest excellence and give
the highest good by sustained cffort and applicd
intclligence,

“The one-price system and the fulfilment of
‘promnises’ havc contributed largely to this desir-
able condition and friendly fecling between busi-
ness men and business houses.  All this has been
the result of education. The truths of fraternity
and the squarc deal have becen assimilated until
they have become the life-blood of industrial and
commercial activity.

“It is to meet the requirements of these new
economic conditions, this thirst for special in-
formation on specific subjects, that we have of-
fered to us technical and commercial courses by
various schools and colleges throughout the United
States. And thousands have benefited thercby.
But if I were asked what I consider the chief
medium of instruction and helpfulness for thc busi-
ness man of to-day, I should unhesitatingly say
his trade, technical or class paper.” And that re-
minds us, do you get each issue of The Talking
Machine World? You could not invest a dollar
to better advantage and it would visit your place
of business regularly. Why not?

OUTLET FOR SURPLUS RECORDS

Will Be Thankfully Received by Volunteers of
America for Use in Home for Wives and Chil-
dren of Prisoners Where There Is a Victor
Machine—Records Called For.

Readers of The Talking Machine World in New
York or elsewhere, particularly those in the retail
trade, may know of customers having used or sur-
plus stocks of records which they may care to dis-
pose of to good purpose. The opportunity now
presents itself and is set forth in a letter just re-
ceived from Chas. B. Booth, of the Volunteers of
America—which organization is doing so much in
prison reform work—and which reads as follows:

“My Dear Mr. Bill—You have doubtless heard
of Mrs. Booth’s work for America’s prisoners. In
connection with this work we support a beautiful
home for the wives and children. In this home we
have a Victor phonograph for which we are very
anxious to secure an additional selection of Victor
records.

“Would you co-operate with Mrs. Booth to the
extent of placing in your paper a short paragraph
requesting that any of your readers in New York
City who would be willing to donate second-hand
Victor records for this purpose communicate with
Mrs. Booth, 34 West Twenty-eighth street, and we
will gladly have them called for. If you will do
this I am sure your co-operation would be greatly
appreciated by Mrs. Booth and her staff of work-
ers. Sincerely yours, CrarLes B. Boorn.”

DOWIE’S VOICE HEARD AGAIN.

Phonographlc Records of Zion City’s
Former Ruler Found.

Lost

{Special to The Talking Machine World.)

Zion Ciry, ILL, October 7.—The voice of John
Alexander Dowie, founder of Zion City, who has
been dead for several years, again spoke to those
of his followers who filled Shiloh Temple last
night. The voice was preserved in sixty phono-
graphic records which were recovered in the wilds
of interior Australia after a long search.

The records were sent to Wilbur Glen Voliva,
present overseer of the city, who then was in Mel-
bourne. He left the records there when Dr. Dowie
became ill. They afterwards were sold by a former
elder of the church.
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Mr. Dealer, Did You Hear

1914

Edison’s New Disc Phonograph .-

This is a progressive age. We move at a rapid gait. Think of the aeroplane, automobile, subway, canals, steam-

ships—what was alive yesterday may only breathe to-day, and be absolutely dead by to-morrow.

That’s the Story of This Progressive Age

Wake up, Mr. Dealer; the possibilities are increasing daily. Don’t close your eyes to the evolution that will take
place in the Talking Machine Industry during the year 1914—with Mr. Edison’s new Disc.

The foolish dealer says: “I'm satisfied with the lines I'm selling; they are selling well to-day.”
The wise dealer says: “I'm from Missouri. Show me if your goods are better. I'll act; the future must be considered.”

When automobiles first came out the manufacturers of bicycles could not turn them out fast enough. How does
it stand to-day in the evolution of things? The NEW EDISON DISC is here to stay, and will assume its place
in the musical world. If's got the Tone. The EDISON DEALERSHIP increases daily in value, and if you are
wise you'll not delay another moment. Opportunity knocks once, then moves on with the procession. Make your

application for the EDISON DISC AGENCY by wireless if telephone and telegraph wires are down.

ELEVEN POINTERS IN FAVOR OF THE
EDISON DISC PHONOGRAPH OVER
OTHER SOUND REPRODUC-

ING MACHINES

Uses no needles.

¥.

2. Stops automatically.

3. Self-oiling system.

4. Tone arm is carried across the record by a
mechanical feed.

5. Perfect oval sound chamber of wonderful car-

rying power.

6. Unbreakable record—can be thrown on hard-
wood floor without breaking.

7. 12-inch records play 7% minutes; 10-inch
5 minutes.

8. Powerful motor, will run 80 revolutions per
minute with accuracy of a watch.

9. Tone natural, reproduces sound perfectly with
all the overtones and shadings.

10. Records play 1,000 times without wear.

11. Records will not warp, are affected by ex-
tremes of heat and cold.

Edison Disc Phonograph, the

Marks Silverstone, President, the
Instrument that will make WRITE US FOR FULL INFORMATION man who will help you make

you money. AND CATALOGUES money with the Edison.

TIE UP WITH A LIVE WIRE EDISON JOBBER WHO DELIVERS THE GOODS

SILVERSTONE MUSIC CO.

Exclusive Edison Jobbers. 1124 Olive Street St. Louis, Mo.
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It looks like a big Columbia year coming.
The new Columbia Grafonola
nonette” at $100 looks like one of the
biggest winners in it.

just looking on?

(Write for “Music Money,” a book “full of meat’” for those
dealers interested in quick and frequent turnover of capital.)

Are you on or

ee Mig-

Columbia Graphophone Company
Woolworth Building, New York

OUR FOREIGN CUSTOMERS.
Amount and Value of Talking Machines
Shipped Abroad from the Port of New York
for the Past Five Weeks.

(Special to The Talking Machine World.)

Wasningron, D. C, October 9.—Manufacturers
and dealers in talking machines will doubtless be
interested in the figures showing the exports of
talking machines for the past five weeks from the
port of New York:

September 13.

Dominica, 5 pkgs., $218; Havana, 22 pkgs., $939;

Santiago, 5 pkgs., $215.
September 20.

Berlin, 2 pkgs., $140; Budapest, 2 pkgs., $124;
Colon, 10 pkgs., $332; Dundee, 2 pkgs., $100;
Glasgow, 4 pkgs., $103; Hamburg, 9 pkgs, $611;
Havana, 3 pkgs., $110; Iquique, 15 pkgs., $475; La
Paz, 14 pkgs., $508; London, 251 pkgs., $7.897;
Macoris, 3 pkgs., $155; Rio de Janeiro, 17 pkgs.,
$2,899; Savanilla, 20 pkgs, $1,515.

September 27.

Belize, 3 pkgs.. $280; Buenos Aires, 425 pkgs,
$12,850; Callao, 5 pkgs., $145; Ceara, 5 pkgs., $235;
Havana, 14 pkgs., $659; Hamburg, 9 pkgs., $37%;
Iquique, 22 pkgs., $1,187; Liverpool, 7 pkgs.. $234;
London, 216 pkgs., $8,087; 2 pkgs., $115; Macoris,
9 pkgs., $257; Manila, 54 pkgs., $2,698; Maracaibo.
3 pkgs., $116; Montevideo, 8 pkgs., $400; Shanghai,
25 pkgs., $584; Singapore, 24 pkgs., $480; Valpa-
raiso, 3 pkgs., $165. -

October 4.

Algoa Bay, 10 pkgs., $328; Amsterdam, 6 pkgs.
$718; Antofagasta, 20 pkgs., $1,003; Antwerp, 1
pkg., $316; Barbadoes, 2 pkgs., $113; Callao, 21
pkgs., $1,197; Corinto, 4 pkgs., $185; La Guiara,
2 pkgs., $128; Limon, 3 pkgs., $150; London, 90
pkgs., $5,619; Sydney, 3 pkgs., $116; Vera Cruz,
85 pkgs., $2,935. )
October 11.

Amapala, 3 pkgs., $351; Berlin, 51 pkgs., $877;
Havana, 18 pkgs., $774; 13 pkgs., $372; Iquique, 11
pkgs., $773; Kingston, 7 pkgs., $393; London, 4
pkgs., $482; 39 pkgs, $2,590; Macoris, 10 pkgs.,
$117; Maracaibo, 2 pkgs, $175; Puerto Cortez,
85 pkgs., $560; Moscow, 44 pkgs, $853; Vera
Cruz, 138 pkgs., $522.

CREDIT MEN, NOT LAW. AT FAULT

In Regard to the Commercial Frauds Committed
by Individuals or Combinations Doing Busi-
ness Under Fictitious Names.

Much has been said of late against the law which
facilitates commercial frauds by permitting individ-
pals or combinations of individuals to do business
under fictitious names by filing a certificate in the
County Clerk’s office, upon payment of a small
fee. This week, however, one of the most promi-
nent credit men in the city took a stand in defense
of it.

“The law is as good as can be expected,” he
said. “If we ask the lawmakers to shut the door
against frauds much more they may shut it so
tight that it will keep us on the outside, too. The
best remedy lies not in improving the law, but in
credit man taking miore care with their work. The
big commercial agencies get immediate reports of

——
all registrations of this kind at the various county
clerk’s offices, and these reports can be had from
them if desired. Credit men should not blame the
law when they lose simply because they did not
ask for a report on a firm they did not know.
These reports should always be sought on unknown
accounts, regardless of how they are rated. \What
is badly needed in the way of legislation, however,
is a measure requiring all houses to indicate in
some way whether the firm is a partnership or a
corporation. The national and local Credit Men's
Associations are now working for the passage of
such a law. The lack of it has caused some bad
losses during recent years.”

“EDISON DAY” IN CAMP WILLANNA.

William Werner, Edison Jobber of Easton, Pa.,
Demonstrates the Disc Phonograph Under
Unusual and Pleasing Conditions.

William Werner, the popular Edison jobber of
Easton, Pa., transferred his establishment to the
Pocono Mountains late last month for the holding
of a celebration to be known as “Edison Day.”
Camp Willanna was the spot chosen for the hold-
ing of the celebration, as this camp with the eupho-
nious name was the abiding place of “Billy” Wer-
ner all summer.

Logs were cut, hammered and joined together
and a general air of praiseworthy energy per-
vaded the camp for a week prior to the date of
the jollification. Arrangements for all the neces-
sary decorations were completed under the direc-
tion of Mr. Werner, and when the time came for
the holding of “Edison Day” Camp Willanna was
transformed into a scene of medieval beauty.

On the camp wharf a large photo of Thomas A.
Edison was illuminated from in back with a large
lamp—the whole camp being decorated with lan-
terns and flags. There was red fire burning and
a hundred canoes with their campers were listen-
ing to the new Edison disc phonograph while float-
ing and singing on the lake front.

Everybody voted the show a big success, and a
number of visitors to Camp Willanna returned to
the surrounding camps with a lasting impression
of the musical qualities of the new Edison disc
machine.. Among the most energetic workers on
behalf of “Edison Day” was E. J. Delfraisse, East-
ern sales manager of the Melville Clark Co., 335
Fifth avenue, New York.

TAKES CHARGE IN NASHVILLE.

1. G. Jones, formerly connected with the educa-
tional department of the Victor Talking Machine
Co., has been placed in charge of the Victrola de-
partment of the Castner-Knott Dry Goods Co.,
Nashville, Tenn. This department has scored a
pronounced success since it was opened recently,
and Mr. Jones is enthusiastic over the prospects.

A new form of Poulsen’s telegraphone has been
patented, says the Scientific American, in which
a thin wire of tungsten steel is made to run rapidly
between the poles of a small electro magnet in the
receiving circuit of the telephone. In order to
magnify the sounds a Brown telephone relay may
be employed.

38,754 PATENTS LAST YEAR.

Applications Were 6.7,986—Only Fewer Than
Those for 1912, a Banner Year.

{Special to The Talking Machine World.)

Wassineron, D. C,, October 9.—That the inven-
tive genius of the country is busy is indicated by
the anunual report of the Commissioner of Patents,
made public recently. Applications for patents
during the year totaled 67,986, the largest on rec-
ord except for 1912, when there were 69,236.

During the year 38,751 patents were granted, and
5,166 trade-marks; 664 labels and 254 prints were
registered.

The receipts from all sources aggregated $2,082,-
490 ; expenditures, $1,924,159; the net revenue being
$158,030. The Patent Office has the distinction of
being one of the few bureaus of the Government
that is operated at a profit, the net surplus of the
office since its establishment being $7,290,103.

The retiring commissioner, Edward H. Moore,
who made the report, recommends an increase in
the salaries of Patent Office officials in order to
retain exceptionally well equipped men in the serv-
ice; and he urges strongly the erection of an ade-
quate building to insure the preservation of “the
priceless records and archives of the office”

There are better ways of making your goods
known than by boasting. .

A-1 Salesman Wanted

We want a salesman of the highest pos-
sible class to represent our new Albany
store. To a proven business getter who
fully realizes the unusual selling possi-
bilities of the new Edison disc thonograph
and records we have a money-making
proposition to offer. The opportunity is
one in a thousand. We want to fill the
position right away.

AMERICAN PHONOGRAPH CO.,,
Gloversville, N. Y.

Give references.

For Sale

A beautifully equipped, well
established and profitable Victor
business in one of the most desir-
able locations in New York City
will be sold at a sacrifice. For
full information address “Oppor-
tunity,” care The Talking Ma-
chine World, New York.

For Sale

.\ fully equipped talking machine business in one of
the largest . Pacific Coast cities: located in heart of
business section on ground floor. Clean stock; rent rea-
sonable. Inventory price. Fine proposition to right party.
Address “Big Opportunity,” care The Talking Machine
World, 373 Fourth Ave., New York City.
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These Are Money-Makers,
Mr. Dealer!

Here are the best known and the “sweetest-toned talkers™
in the world of music to-day.

There are scores of families in your district now who would
buy them from you if they knew you had the line. Get it be-
fore some other man steps in ahead of you. Then tell your
people that they can come to you for these wonderful instruments:

Edison Disc Machines Jacobin
Edison Amberolas

Edison Phonographs and
Blue Amberol Records

Renaissance

$250

Amberola I

$200 $100

We are Edison jobbers, and our proposition will appeal to
Amberola VIII . . Amberola X
$45 you. Get our discounts. W_ rite us to-day. $30
We handle_ all styles in Disc and Cy]inder Instruments

Records Cabinets Supplies

Southern California Music Co.
332-34 South Broadway LOS ANGELES

e e e e
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BUSINESS AND THE MANUFACTURER.

Col. George Pope President National Associa-
tlon of Manufacturers, Defines Posltion of
Manufacturing in General Scheme of Na-
tional Development—Interesting Views.

What is the justification for the constant attacis
of newspapers and individuals upon the integrity
of the great employing interests and especially the
manufacturers?  What is the object of the gen-
eral destruction of confidence in everybody’s sin-
cerity and honesty? What is there in business that
calls forth the wholesale denuuciation of its most
essential factors?

Business, in a broad interpretation of the word,
means any activity conducted for profit. Many are
prone to consider “business” to mean ouly manu-
facturing—an impression that may have been
caused by the use of the senseless phrase “big
business,” the application of which to industry is as
inappropriate as is that of the word ‘‘statesmen’
to all elected to represent their several States at
the capital of the nation.

Let me indicate, however, the position of manu-
facturing in the general scheme of the rational
development.

Manufacturing is the basis of all production
Even the farmer cannot produce his crops without
the aid of the manufacturer, nor can such crops be
distributed without the aid of the transporting ap-
pliances that have been manufactured.

The merchant can neither sell, deliver, exhibit,
advertise, nor account for the goods produced and
transported without the aid primarily of the manu-
facturer.

The consumer cannot be housed nor rteach a
market expeditiously, cannot even, if he could reach
a market, utilize the natural raw products without
those articles produced by the manufacturer.

Light, heat and power, so indispensable to prog-
ress, depend not upon the farmer, the shipper, the
merchant, the consumer, but upon the energy and
ability of the manufacturer, and the wages paid by
him, the means with which to purchase.

Why, then, these continual attacks upon that
body of citizens upon whom every man, woman
and child is dependent? Why this joy at every as-
sault upon the manufacturer? Why the unaccount-
able desire of so many legislators to penalize the
manufacturer, to tax him out of existence or re-
strict his freedom of commercial intercourse?
There can be but one answer. They are symbolic
of the exhilaration of prosperity and a consequent
ambition to destroy, typifying the lowest instinct of
nature.

I conceive the task of my administration to be to
create through our association a realization in the
minds of our members and manufacturers generally
of their duty as citizens irrespective of any politi-
cal or social affiliation. We are Americans first,
partisans last; and no matter what tariff legislation,
or class legislation, may be enacted, we owe to
those who are dependent upon the manufacturer a
sincere, honest trial of that legislation. Because
we are not infallible, it might be—I repeat, that
there may be no misunderstanding, it might be—
this nation would prosper under the proposed tariff
revision. It is also possible that those for whom
class legislation was enacted would be the first to
feel its oppression; that they who have caused its
enactment would insist upon its repeal in order
to preserve their own organization from the at-
tacks of another whose cardinal principles are mob
rule and anarchy.

In all the history of this nation there has mever
been a time when the necessity for organization and
co-operation among manufacturers has been more
apparent than to-day. Assailed by the unthinking,
oppressed by the legislator, organizations such as
ours with its great constructive policies have been
made the football of politics and the target of the
mud-slinging newspaper.

If the great productive forces of the country are
to be unimpaired, if manufacturers are to realize
their importance as a class in the nation’s welfare,
and if they are to protect themselves effectively
from the assaults from all sides upon their busi-
ness existence and thus preserve the general pros-
perity, they must stand together in purpose and
deeds.

MARSHALL FIELD & CO.’S PLANS

Regarding Invasion of Talking Machine Fleid,
Both Wholesale and Retall, Not Fuliy
Matured—What J. V. Simpson Says.

(Special 10 The Talking Machine World.)

Cucaco, I, October 11.—No further definite
information is forthcoming at this time regarding
the prospective entrance of Marshall Ilicld & Co.
into the talking machine trade as manufacturers
and distributers as well as retailers. Members of
the company adimit that the matter is being very
thoroughly and carefully investigated. 1t is known
that in the last few weeks the problems of nanu-
facturing liave been given careful consideration
and that various plants have been inspected.

IZ. L. Howe, merchandise manager of the retail
store, who has (he matter in immediate charge,
referred The World representative to James V.
Simpson, the vice-president of the company, who
said: “All that I can say at present is that Mar-
shall Field & Co. are very seriously considering
taking over the patents of Forrest Cheney and pro-
ducing a wmachine embodying them, which we
would manufacture and distribute at wholesale and
retail, of course, in our own store. The negotia-
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tions are 1 the hands of Mreo Howe and he wiil
uo doubt, be able to make a delinite annonncement
i a very short time.”

INTRODUCE AUTOMATIC STOP.

The Columbia Graphophone Co. has just placed
on the market an antematic stop for disc talking
machines, which will be known as the “Columbia
stop. Advance shipments of this stop have already
Leen made to the Columbia stores, and dealers ar
ordering in large quantitic

The stop, which is very
retails al $2 in gun metal, $2.50 in nickel and $%
in gold plate. The stop is fully described in a f
page folder furnished with cach stop, and is mar
keted in an attractive container. The Columbia
Co. has arranged for liberal discounts to dcalc
on all models of the stop.

TUSKO CO. INCORPORATED.

The Tusko Manufacturing Co. uf Cl
manufacturers of disc needles for talking machii
has been incorporated for $15,000 by R. H. Jone
E H. Williams and Earl B. Wilkinson. Increascc
capital and enlarged manufacturing space has bzen
secured.

simple in its operat

Don't Risk Holiday Profits— Read This

You are not sure this advertisement was not written for YOU unless you read it
through. With some Dealers it will merely verify and recall the truth of the state-
ments by their own experience. Read it through.

YOUR HOLIDAY PROFIT IS NOT SURE UNTIL YOU GET IT.

While goods ordered and received are not always sold, holiday profits are more
often lost by goods being sold and ordered but NOT received.

THOUSANDS OF MACHINES WERE NEVER DELIVERED.

This condition last year and in former years during the holiday season made some
Dealers almost ‘“‘prematurely gray.” Whose fault was it? Was it yours or your
Jobbers’, and if so, what have you done to avoid this condition occurring in your case

this year?

READ WHAT SOME DEALERS ARE DOING.

They have found that some Jobbers’ promises cannot be relied on. They found
this cut too late last year but not too late to guard against it this year. They followed
the following well known axiom, not so much because they wanted to but because they

had to. Here it is:

DON'T “SWAP HORSES WHILE CROSSING A STREAM.”

They couldn’t and they didn’t—so they got across the best way they could, but
many ‘‘wise’’ ones are ‘‘swapping horses” BEFORE crossing the ‘‘next stream,” and the

“next stream’’ is the coming holiday season.

There are several ‘‘horses,” more com-

monly known as Jobbers, and many Dealers who have never done so before are now
realizing the wisdom of crossing this year's stream with Blackman. They judge by
“‘past performances’” and ‘‘present condition.”

BLACKMAN WON'T OVER-TRAIN TO GIVE SERVICE—BANK ON
THAT.

He will not make unlimited promises, or open new accounts, or assume obligations
that he cannot take care of. The “BLACKMAN POLICY” prohibits this, for

“Regular Blackman Dealers’” come first and obligations to them must not be interfered

with by the addition of new accounts.

BECOME A “REGULAR BLACKMAN DEALER.”

This is your opportunity for NOW we are in a position to take on more Dealers,
still maintaining the ‘‘Blackman Policy” which is possible through improved facilities
and increased capital. If experience, steady progress and a record for giving Dealers
*“ideal service” means anything to YOU, now is the time for you to decide whether
you are risking your holiday profits in not accepting this invitation to become a Black-
man Dealer. Let us hear from you by a call or through the mail.

Yours for service, .

BLACKMAN TALKING MAGHINE GO

J. NEWCOMB BLACKMAN, Pres.
97 CHAMBERS ST., NEW YORK AWW
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You can satlsfy all d.
instruments

Columbia product, for this Fall will turn
a new page in the  history of the talking
machine field. }
Take these few instruments as examples
Any man who can read a signboard can
see what’s going tolhappen when the new
: “Eclipse” at $25, or }the new “Migno-=
Columbia “Eclipse” Grashophone  N1E€TEE" at $100, or any of the absolutely
e e e non-competitive Columbia table instru-
ments go into the show window of the
Columbia dealer.
And then there’s the good old Col-
umbia “Favorite”’—sold for three years

to more people than any other instru-

Columbia “Mignonette” Grafonola Columbia ““Colonial” Grafonola Columbia "Gz‘
$100 (Oak, Mahogany and Satin Walnut) $150 (Mahogany Only) $500. The Last Word‘

Graphophone Company, W

Creators of the talking machine industry. Pioneers and leaders in the talking machine art. [
DEALERS AND PROSPECTIVE DEALERS, WRITE FOR A CONFIDEI

|
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mands with Columbia
uch as these

ment, regardless of name, price or make, now
better improved and more popular than ever.
The demand for just such instruments as
these, at prices such as these, is so distinct that
for a long time the only selling of them the Col-
umbia dealer has to do will be to spread the
news that they are ready to demonstrate.
Unless a dealer has been shut out
by somebody’s exclusive selling rights,
there is no reason that will hold water
why he should not meet the Columbia Columbia “Favorite” Grafonola
demand with Columbia product instead Ll e o
of trying to satisfy it with other goods
that cost him double effort to sell.

> Grafonola Columbia “Regent” Grafonola (With Tilting Trays) Columbia “Leader” Grafonola
nstruments of Music $225. With Record Racks $200. $75 (Oak, Mahogany or Satin Walnut)

lworth Bulldlng, New York

vners of the fundamental patents. Largest manufacturers of talking machines in the world.
AL LETTER AND A FREE COPY OF OUR BOOK “MUSIC MONEY.”
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LATEST TALKING IMOVING PICTURE MECHANISM.

The Kellum Synchronizing Device Is Shown in New York by the Inventor, Where It
Kellum’s Means and Mechanism for Inter-con-
necting and Combining Talking Machine and Moving Picture Explained in Detail.

Receives Most Favorable Criticism—Mr.

0. E. Kéllum, president of the National Street &
Station Indicator Co., Los Angeles, Cal,, has been
in New York recently exhibiting his talking moving
picture mechanism.

The Kellum invention elicited praise from those
who saw it. This invention relates to a combina-
ticn of a sound reproducing machine and a kineto-
graph, and particularly to the means and mecha-
nism for inter-connecting or combining the two
machines in order to cause them to move syn-
chronously.

Mr. Keilum says concerning his invention: “It is
the prime object of this invention to provide a
means for connecting the two machines that an
intelligible, visual and audible exhibition may be
given simultaneously so that, for instance, charac-
ters seen in action on the kinetograph screen will
be heard to utter sounds in correspondence with
their actions. For this purpose it is necessary that
the original records of the actions and sounds be
taken simultaneously or in some other manner
to insure synchronism, so that there will be a me-
chanical correspondence of* different parts of the
sound and light records.

“Supposing that records are taken of a dramatic

action, a kinetograph film being exposed and a
sound record being cut simultaneously; when these
records are finished and are ready for reproduction
it is only necessary that they be run through the
Tespective reproducing machines in the same rela-
tive synchronism at which they were made origi-
nally. This synchronism may be reduced to the
simple form of a certain number of kinetograph
exposures to each revolution of the record in the
sound reproducing mechanism; and if means are
used to keep the film and record in such syn-
chronism while being exposed and made originally,
it is only necessary for their synchronous repro-

duction that the same synchronism be kept in the
reproducing machines. Thus, the film might be
originally exposed at the rate of twenty-five ex-
posures per second while the record may be rotated
at the rate -of three revolutions per second. If,
then, the two reproducing machines are kept run-
ning so as to reproduce this synchronism, then the
visual and audible reproductions made will be syn-
chronous just as they were when first made by the
actors in the drama.

“My invention consists primarily of a simple de-
vice attachable to a sound reproducing mecha-
nism and a kinetograph for the purpose of keeping
the two machines in synchronism ; and the machine
takes the form of a motor for operating the kineto-
graph and is supplied with electric current through
a timer or distributer which is operated directly
by the sound reproducing mechanism”

ACTIVE IN BIG TERRITORY.

Louis Buehn Very Successful as Jobber of Victor
Talking Machines and Edison Phonographs
in Philadelphia and Vicinity—His Knowledge
of Trade Problems at Command of Dealers.

(Special to The Talking Machine World.)

PHILADELPHIA, PA.,, October 10.—In an area of
300 miles from Philadelphia is comprised some of
the best talking machine territory in the country.
Nearly half of the population is embraced in it.
Naturally, the sale of Victor talking machines and
Edison phonographs is very large and one of the
jobbing factors, with headquarters at Philadelphia,
is Louis Buehn, 825 Arch street, who from his ex-
perience and training in the talking machine
sphere is giving to the dealer a service of an ex-
ceptional standard. Not only does he maintain a
comprehensive stock of machines, records and sup-

plies, but he is possessed of a vast fund of in-
formation dealing with the various problems that
confront a dealer, which he is at all times willing
to impart.

Philadelphia ranks as the third largest city in

Louis Buehn.

the country. The population, figuring in the sub-
urbs, approximates over 2,000,000. Mr. Buehn
therefore is in the territory where the skilful as-
sistance of a good jobber is doubly appreciated.

SPECIAL DANCE POSTER.

The Victor Talking Machine Co. sent out to its
dealers this week an artistic special hanger, to-
gether with a special supplement of six new dance
records and song hits. The supplement contains
selections that have created a sensation in the sheet
music field, and should prove record-breaking sell-
ers as talking machine records. The hanger fea-
turing this special list is exceptionally impressive,
and presents a most artistic appearance.

This Brush Sweeps
the Entire Surface
of a Record

The first brush of its kind. Easily
attached. Dust and dirt are con-
stantly gathering on the face of
rccords and by the use of this brush,
sweeping the entire record, quickly
and easily, the life of a record is
considerably lengthened. Send for
further particulars.

wear.

This Is a Quality Album
at the Right Price

Individuality is reflected in this record album.
Not only made of the best materials by skilled
workmen, it has in addition the advantage of
quick. filing and securing of the records. Full
index.
stock so woven as'to stand the maximum of hard

It holds 20 records, which are readily accessible for instant use. A
convenient index shows just where each record is. Notice how the case
swings open so the repertoire is displayed.
different lines, being reinforced at the holtom with a nickel-plated
metal support to keep the records in position.

Envelopes are of serviceable heavy paper best

This album will last with excessive

handling.

Absolutely the best album anywhere, and sold
at a price that gives both jobber and dealer the
proper profits. Your request for details will
give you the full story. For both 10-inch and
12-inch records.

New! You’ve Never Seen This

i or a case anvwhere near like it. Here is a

magnificent record case that is made for
both 10-inch and r2-inch records, designed
principally to keep high-priced records. It
is called the

J I
I Dome Record Case

Keeps Valuable Records
Under Lock and Key
Made for the better class of trade. You
should have no difficulty in selling a

large number of Dome Cases, as you
have many customers who want the

Cabinet Letter File Co.

79 Reade Street

It is constructed along

Write for prices of
these specialties

New York
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(Write for “Music Money,” a book “full of meat” for those
dealers interested in quick and frequent turnover of capital.)

The Columbia Grafonola “Regal”, $50,
meets a distinct demand and it sells itself
every time you give it anything that
looks like a “ prospect.”

Columbia Graphophone Company
Woolworth Building, New York

POLICIES TO INSURE DEALERS A HOLIDAY PROFIT.

Some Excellent Suggestions by J. Newcomb Blackman, President of the Blackman Talking
Machine Co. Based on a Careful Analysis of Conditions Existing in the Trade—
Selecting a Jobber in Whom the Dealer Can Place Confidence Is Important.

Jobbers and dealers will recall with few excep-
tions that it is a yearly difficult task to obtain
enough machines for holiday needs. Most of this
trouble is through the wonderful growth of the
business, for the demand has exceeded the supply.
There is a happy medium somewhere between one
extreme and the other in ordering and receiving
stock. Those in the trade, however, who have
data showing the record of former holiday prob-
lems and knowing the trend of the business should
be in a position to allow for an increase of stock
which, in a.successful business, sliould be needed.

Let me picture to you the situation presented in
various cases as [ have found it.

It is generally conceded that the prosperous job-
ber or dealer has the advantages, for his capital
and methods of paying promptly give his pref-
erence where the line must be drawn, as is the
casc when goods are scarce, for it is human na-
turc as well as good business judgment to play
sure and safe as far as possible. There is much
danger, however, in being extreme even in this re-
spect. Talking now from the standpoint of job-
bers supplying dealers, we will first take the case
of the dealer who is independent to some extent
through having ample capital, facilities and buying
strength, and therefore feels that he can always
get the goods as he wants them, I feel this dealer
will do well to use that ability by at all times hav-
ing a good stock on a pre-arranged plan, so that
it will always be kept in a certain condition and at
all times enable him to not only make a satisfae-
tory display, but to immediately deliver from stock.

Next we have the dealer who is not so fortunate
in capital or equipment, and perhaps whose loca-
tion is not as desirable. This dealer should real-
ize the disadvantage of not having a stock of
goods or facilities such as the first named dealer,
and that the public are usually not very sympa-
thetic, regarding the causes of his lack of service.
I believe this type of dealer needs a stock evem
more than the other one for the reason that the
larger dealer is being more sought after and his
“ready money” is a temptation that many jobbers
fall for at the expense of some of the less for-
tunate dealers.

Every dealer knows his condition, or should—
and he should have preferably one jobber in whom
he can placc confidence, and, also important, who
can place confidence in him. Assuming that he
has such a jobber he could, by a “heart to heart
talk,” as it were, put his case flatly before him
and arrange to place orders and get the assurance
of a supply based on business which he will faith-
fully give to that jobber, not only during the holi-
day season, but permanently.

There are jobbers of much experience in not
only salesmanship, but financial problems, who
could steer many dealers to prosperity if they
would but lay the ease before them and sincerely

give the jobber an opportunity to help them ia a
mutually satisfactory manner.

A dealer whose credit is usually strained is in-
viting trouble when he waits until his jobber is
unable to give him more credit, must seck accom-
modation elsewhere, and owing to a scarcity of
goods finds his source of supply cut off in most
every direction. Therefore, let me suggest that
now is the time, during October and November,
to place orders and have a distinct understand-
ing with jobbers regarding what you will do for
them and what you will expect them to do for
you. If you feel goods will not be scarce, then
realize that the result will be a general full line
display on the part of the active and larger deal-
er because the goods can be obtained, and that
you, more than ever, will need machines that you
can offer a full sample line, and hold the custo-
mer to his selection in your store,

No jobber whose relations with his dealer are
as I advocate above would consider it fair or
profitable to allow that dealer to overbuy, or to
run his business in ways which the jobber’s ex-
perience would satisfy him was extremely risky.

Dealers in general know which jobbers are finan-
cially, and by ability and experience, capable of
taking care of their trade, and constantly expand-
ing their business. All other things being equal
they should be the natural source of supply for
you, then you will not feel that you are suffer-
ing for the handicaps of your jobber. Then again,
consider the ability of the jobber to carry out
promises in the extension of credit, the delivery
of goods and leniency towards you if you have
just reasons to expect it.

Beware of any jobber who offers you induce-
ments which your own cormimon sense tells you
are not business-like, and cannot be profitably
given. Sooner or later the inevitable will happen
and it may be bankruptcy for that jobber and a
cold, stern demand on you for immediate settle-
ment.

With my dealers I have always felt that we
would be better off with a mixed trade. We don't
want all the so-called independent dealers, for
some are apt to grind you down to a basis where
you cannot take their business at a profit, or they
may not stick to you as the fellow will who real-
izes that you can help each other. Then again, the
little dealer should not think his jobber a philan-
thropist or one whose business can be run on sen-
timent, I don’t believe in “dead beats,” or those
who refuse to do business in a business-like way,
and I think the jobber who becomes known as not
catering to that class not only serves himself bet-
ter. but those to whom he owes service.

If T have one dealer who in every respect makes
‘good with me, and therefore expects me to give
him the best kind of service and treatment, I owe
it to him and his kind not to impair his ability to

make good by dealing with customers who will
sap my ability and resources to the detriment of all.

In other words, what is the usc of trying to get
all kinds of trade—I don’t belicve it pays, and I do
believe that jobbers should be censured for sup-
porting and hclping to continue in business that
class of dealer who never did anything to build it
up, seldom pays his bills and is the first one to
cut prices.

Perhaps [ may have left the subject somewhat,
but let me return quickly by saying that if you
would insure your holiday profits and a supply of
goods, reduce the number of jobbers that you are
dealing with to the smallest possible number so that
vour patronage will be worth while, and in the
elimination process consider their record with you.
If you are not satisfied, it may be that you should
start now and fry the service of the jobber whom
you have not patronized and have even been some-
what prejudiced against for some reason. When
you have arrived at the rock bottom of elimination,
then get down to business as previously outlined by
placing your orders, and having an understanding
regarding what you will give and get in return. If
your favorite jobber, and you should have one to
whom you could refer as such, thinks that you can
get along better by carrying a larger stock, adopt-
ing certain methods, making certain improvemnents
in your store or otherwise, and you know his judg-
ment to be good, and that other dealers have
profited thereby, why should you question his mo-
tive and why should you not feel that he will stand
back of the obligation so implied on his part in
case his recommendations do not prove as ex-
pected?

Many dealers have grown from “a little acorn”
to “the sturdy oak” through the advice and help of
their jobber. I know of many among our dealers
and I am confident that we have no monopoly in
that respect, Don’t delay this matter, for it may
be that your “policy” of the past has not and will
not “insure your holiday profits,” in which event
it should be changed or canceled and the proper
kind taken out in another company. Analyze your
case and do some careful serious thinking, also
bearing in mind that someone is going to do this
and will be benefited perhaps at your expense.

It looks to me like the biggest holiday business
we have ever had and that we cannot “rest on our
oars,” but must consider the past only as a start-
ing point, avoiding a repetition of all mistakes, and
benefit by the experience which time has given us.
In that way your holiday business will be insured.

EDISON FILES SUIT IN CHICAGO.

(Special to The Talking Machine World.)

Cricaco, Iii, October 9—Thomas A. Edison,
inventor, filed suit in his own name yesterday in
the United States District Court to restrain the
Consolidated Gas and Electric Co., of Chicago,
from using the name “Edison” in selling an auto-
mobile starter and an electric horn. Through the
manufacture of the Edison phonograph. Edison
kinetoscope and Edison Portland cement. the name
“Edison” has come to have a worldwide reputa-
tion, the bill declares. It is to p 't this name
that the suit has been brought.



48 THE TALKING MACHINE WORLD.

Tpe " TALKING >

EDWARD LYMAN BILL, - - - Editor and Proprietor.

J. B. SPILLANE, Managing Editor.

Trade Representatives: Grap. Henpersow, C. Cuace, L. E. Bowers, B. BrittarN WiLsON,
A. J. NickuiN, Avcust J. Timpe, L. M. ROBINSON.

Boston: Joun H. Wirson, 8324 Washington Street.
Chicago Office: E. P. VAN HarLINGEN, 87 So. Wabash Ave.
Henry 8. KINGWILL, Associate.
Phlladelphia: R. W, KAUFFrMAN. Minneapolis and St. Paul: AporLr Ebpsten,
San Francisco: S. H. Ggray, 88 First St. Cleveland: G. F. Prescorr.
St. Louis: CLYDE JENNINGS. Cincinnati: Jacos W, WaLTER.
London, Eng., Oflice: 2 Gresham Buildings, Basinghall St. W. LioNgr Sturpy, Manager.

Pub]isrhed thie 15th of every month at ?;73_Fo;1rth Ave., Nemeo;'k.A‘

SUBSCRIPTION (including postage), United States, Mexico, One Dollar per year; all
other countries, $1.25. England and her colonies, five shillings.

ADVERTISEMENTS: $2.60 per inch, single column, per insertion. On quarterly or yearly
contracts a special discount is allowed Advertising Pages, $75.00,

CI’IIE’MITTANCES should be made payable to Edward Lyman Bill by check or Post Office

rder,

@ NOTICE TO ADVERTISERS.—Advertising copy should
reach this office by the first of each month. By following this rule
clients will greatly facilitate work at the publication headquarters.

Long Distance Telephones—Numbers 5982-5983 Madison Sq.
Cable Address: “Elbill,”” New York.
NEW YORK, OCTOBER 15, 1913.

HE efficiency of salesmanship can be materially increased
through an added knowledge of the mechanical possibilities
of talking machines. If a comprehensive knowledge of mechanical
details were possessed by salesmen it would be easier to explain
to customers why certain types of machines are worth more than
others, and if thorough and complete explanations were given to
salesmen at regular intervals they will be in a better position to
give a convincing talk to prospective customers.

In the opinion of some of the most successful members of the
trade the knowledge of repair work should be a part of the stock
in trade of the real talking machine man. By that we do not mean
that the salesman should be a mechanical genius, but that if it is
necessary for him to take the talking machine apart completely
and reassemble it, he should be able to do it, because then he will
have sufficient knowledge to make any minor adjustments fre-
quently found necessary in machines of all types.

In displaying an instrument some simple adjustment may be

necessary. The machine may have been injured in transit and

will not run properly, and yet frequently salesmen have to look
around and find out where the technical expert of the house is in
order that some trifling derangement may be remedied.

Frequently when this occurs suspicion is aroused in the mind
of the prospect, and it is not infrequently that sales are killed by
this very condition.

How many salesmen are there who can convincingly and logi-
cally explain why certain machines cost more than others? Now, a
little technical knowledge would enable them to impart that infor-
mation convincingly to the possible purchaser.

It should be borne in mind that every manufacturing house,
when fixing the retail prices at which their machines should be
sold to the public, should consider every possible factor which
may enter into price consideration, so that when each machine is
analyzed separately and systematically it will be easy to see why
certain types cost more than others. But how many salesmen are
there who can quickly and unhesitatingly meet the query of a
wareroom caller who asks: “Why is it you charge more for such-
and-such a type? Explain it.”

Think for a moment how a salesman goes up in the estimation
of the customer if he can do this clearly and convincingly!

Y ALESMANSHIP is a science, and no talking machine dealer

in this land of ours should fail to acquaint himself with cer-

tain fundamentals underlying the business. Unless he does this
he can never become a competent talking machine salesman.

If he simply views the business from a superficial standpoint
he can never advance himself, because he can never make satis-
factory sales for his employer, and a man’s salary is regulated
upon his business-getting powers.

We have seen machines frequently displayed by salesmen in
a most indifferent manner. They have placed records on machines
when they were not in condition, and they never knew how to play
them. They would run records at too rapid a rate, showing that
they had no knowledge of correctness in speed regulation.

Of course, the knowledge of music is a beneficial adjunct to
the salesman’s equipment, but what a man may lack in musical
education he can pick up in good, straight business tact and every-
day horse sense, if he will; for, after all, the science of salesman-
ship shows best in results, and to obtain results nothing of a con-
tributory character should be overlooked.

The small things in life usually make the larger ones, and
if a salesmen will cultivate a good memory—be able to remember
the titles of certain selections, the authors and composers, the
names of songs—he will add to his own strength.

A salesman, too, should possess some knowledge of the lead-
ing operas. All of these points can be carefully worked out to the
advantage of the salesman, and through him to the business organi-
zation which he represents.

IN our opinion every talking machine house employing a staff

of salesmen should have regular salesmen’s schools of instruc-
tion. These could be easily arranged so that at intervals instruc-
tive talks could be given, and as the result of such a system it
would be found that sales-making would be easier.

The World would like to suggest to its readers everywhere
the installation of salesmen’s schools of instruction. The large
department stores saw the necessity of such work years ago.

Such a system is more imperative where there are thousands
of employes controlled by one corporation, but the same principle
applies where there are only two or three salesmen on the floor,
because that business is just as vital to the owner as the large de-
partment store is to the great interests behind it. In other words,
that presumably is the proprietor’s chief source of income, and
it behooves him to make the most out of it and to build it up in
the most substantial manner possible, thereby reaping larger bene-
fits. The salesman's position affords him his revenue, and he can
increase his revenue by adding to his sales.

Business men to-day, in small or large enterprises, figure that
salesmgn are worth to them what they produce. In other words,
their salary is dependent entirely upon their ability to develop
trade, and how better can the talking machine business be encour-
aged than by stimulating thought in a rational development of sales-
manship along progressive lines?

HE public frequently gets its impression of a business by the
character of the men who represent it, as well as from the
character of the advertisement exploiting the products.

Granted, therefore, that the general advertising of talking ma-
chines is dignified, instructive and helpful! It seems of the utmost
importance that this should be taken advantage of by the retail
department of the trade by educating and interesting salesmen in
their profession in a greater degree than ever before.

Most of us who are in business are-honestly trying to do as
well as we can by our constituency, recollecting that business must
always be competitive.

Notwithstanding that, there are certain broad principles which
work for the good of all, and it is to the interest of all to co-operate
with one another along broad, educational lines.

The talking machine trade is subject to the same commercial
laws as any other business.

It requires the same keen business judgment to direct it. It
requires sufficient capital the same as any other enterprise. Years
ago it used to be commonly said that anyone who could lead a
horse to water could run a farm, but in recent years we have real-
ized that it requires just as good business judgment to operate a
farm as it does to successfully conduct a business.

Now, as the talking machine trade is so young, a number of
men thought it could run itself. In other words, they could get




talking machines in stock and they would sell themselves, just the
same as lcading a horse to water.

But it is not so. Even a great amount of publicity given to
a business will not run it. It will act as a building influence, but
there must be intelligent work on the part of the men who are sell-
ing the products at retail.

N many respects this issue of The World is a remarkable one
and should have a stimulating effect upon trade interests
everywhere, for it shows that the Iidison jobbers believe in carry-
ing fitting announcements of a splendid new dise produet, in a
paper which represents the industry.

We may add that the magnificent Edison advertising shown
in the October World is the result of original co-operation among
the jobbers.

The plan of preparing special fall business announcements
originated with them, and the Edison Co. knew nothing of this
advertising campaign until the information came to it from
the jobbers, so the present issuc of The \World represents an array
of advertising from the Edison representatives which came unso-
licited, and shows a magnificent grouping in a single issute of the
Edison wholesale interests.

No other trade paper ever presented has contained such an
array of business announcements of jobbers covering a single line,
and it emphasizes not mercly the faith of these business men in
advertising, but it shows that the Edison interests arc represented
by wide-awake and energetic men who propose to exhibit progres-
siveness in the prosecution of their business interests.

This publication has admittedly been a power in trade build-
ing, and it is more than gratifying to note that the jobbers as a
whole are beginning to appreciate its helpfulness to them in the
expansion of their enterprises.

Co-operation is helpful in all lines of trade, and when the
jobbers themselves realize the importance of a trade publicttion
to their trade and support it in a liberal manner, they are advancing
not only their own affairs directly but the interests of the entire
trade indirectly, because every issue of The Talking Machine World
acts beneficially upon the trade. It makes a better talking machine
dealer, because it supplies him with good, stimulating food for his
particular line of trade. There is no other source from which such
educational, instructive and newsy features may be obtained, and
there is no question but that this publication can be made a greater
force than ever before if every jobber works with us and aids in
its circulation.

The plan of not being interested in the circulation of a paper
locally because it contains competitors’ advertisements belongs to
the smallness of a past age and not to the greatness of the present.
If a paper is worthy of support, it is worthy of being aided in its
distribution in every possible way.

A trade publication is necessarily limited in its circulation, be-
cause it cannot reach large figures on account of the limited num-
ber of men who are interested in its functional scope, but they are
buyers, hence there is no lost circulation. Therefore, it is a select
class to which such a publication appeals, and if it is aided by the
men who are interested in cultivating the talking machine trade—
encouraging dealers and showing them how to become better talk-
ing machine men—then The World will become more helpful in
every way as a power for good in the talking machine industry.

The example of the Edison jobbers certainly is inspiring and
shows a reciprocal feeling which is appreciated, and as a business-
building force the act must be beneficial.

Certainly such publicity gives the Edison products an impelling
force, and the attention of the dealers will be especially drawn to
the new Edison disc machines.

In this connection, it might be well to remark that the Edison
disc machines have elicited warm praise everywhere on account of
their musical attributes. Thomas A. Edison, the great inventor,
has given to this special product the cumulative knowledge of a life-
time fraught with distinguished accomplishments. He has en-
riched the world by reason of his marvelous inventive skill in many
ways, and there is no single invention which has interested this
great man in later years to the extent of the talking machine. That
the Edison jobbers realize the trade possibilities of the Edison
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products during thie fall of the present year is well illustrated in
the forward movement cvidenced by their business announcement
i this issue of The World.
Such energy must produce results of the right kind, and thou-
of dealers will have their attention drawn to the jobbers
ability to take care of their interests in a satisfactory manner,
A glance at the announcements will show that cvery part of
the country is well represented, for, from the Atlantic to the PPacific,
from the Cinadian line to the Mexican border, the lidison inter

The

sand

ests are comprehensively  represented in this
Talking Machine World.

issuc  of

T HE importance of the talking machine as an cducational factor
in the domain of music is being exemplified in a most im-
pressive way as time goes on.

Great artists, internationally famous in hoth vocal and instru-
mental fields, are now being heard through the aid of the talking
machine in the homes of the pecople. The best in music has been
carried from the concert platform to the parlor and a stimulus
given to musical appreciation that might be termed inconceivable
a few ycars ago. And not only great singers and instrumentalists
but our great orchestral organizations are now licard in the e,

For a considerable time there were those who looked upon the
talking machine either as a toy or a medium for the dissemination
of popular music rather than the compositions of the masters, hut
to-day the very leaders in the world of music are recognizing the
important part which the talking machine is playing in disseminat-
ing musical knowledge and a wider and keener appreciation of
the.best in music. Hence it is that the great orchestral leaders arc
desirous of having the organizations which they conduct heard
through the medium of the talking machine.

In this connection the Philharmonic Orchestra, the foremost
musical organization in Berlin, Germany, has consented to allow
the reproductions of its tonal wonders through the talking machine.
The necessary arrangements were cffected through Alfred Hertz,
the conductor of the Metropolitan Opera House, New York, and
he was the conductor of the orchestra when it played a number of
selections for reproducing purposes in Berlin a couple of weeks ago.

Among the numbers given were selections from “Parsifal,”
the only auditors being a row of talking machine horns, through
which millions of people will be reached who have never heard
the Berlin Philharmonic, and who otherwise would be unable to
enjoy the beauty of tone and superb playing of this internationally
famous organization.

This recognition of the talking machine by the leading musical
authorities of Berlin marks in a most emphatic way its tremendous
advance in prestige. It has now attained a position which it has
long deserved, but which has not been accorded it as it should have
been. It must not be overlooked that it is to the tireless labors
of the manufacturers of talking machines that this position is due.
Through the employment of great artists and signal ability in the
selections of numbers presented they have enabled the talking ma-
chine to force its way, along lines of sheer merit, into the position
which it now occupies.

This means much not only for music, but for the commercial
status of the instrument. It means that dealers handling these
machines will have a larger field to cater to, for there are thou-
<ands of people to-day who are buying talking machines who a
few years ago looked upon them as something plebian.

The present position of the talking machine and its advance
artistically cannot be too strongly emphasized, for this broadening
out in popularity means a greater expansion of the business.

’l‘HE merchant and his salesman should bear one fact in mind,

that the first impressions are the most lasting, and if you
give a man a good impression of your place when he enters you
have accomplished half the battle of separating him from his money.
A quick walk forward, a pleasant greeting and close attention are
not hard things to give, and they will make sales where a glum
dyspeptic countenance with mouth drooping at the corners and a
general look of having liver trouble will put a customer in an
antagonistic mood that will mean a hard fight to win his trade.
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“The profit on the sale

of one machine pays the
interest necessary to carry
a complete stock many times over.”

The Next Three Months—

November, December and January

are the biggest months in the Talking Machine Year.
ARE YOU PREPARED TO TAKE CARE OF THEM?

Will the Balance Be in Your Favor
at the End of the Season

If it isn’t, will it be because you failed to
depend upon us for that complete stock.

NEW YORK TALKING MACHINE COMPANY
81 Chambers Street
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THE SALES POSSIBILITIES IN THE RECORD FIELD

Are Enormous If Given Proper Attentlon by the Jobbers’ Salesmen—Arthur D. Geissler,
Managing Director of the New York Talking Machlne Co., Recelves a Letter Confirm-

ing the Soundness of His Views and Pollcy In This Connectlon That Is Worth Reading.

That the talking macline johbers’ salesmen do
not pay sufficient attention to the cultivation oi
their possible record trade has long been the con-
tention of prominent members of the trade, who
assert that the average salesman for the jobber is
satisticd to concentrate his cfforts on the sale of
machines, rather than records. At the same time,
however, the salesman who is brought to realize
the vast amount of record business that he can
suecessfully develop is soon raised to a pitch of
enthusiasni that results in the doubling of his rec-
ord sales.

Arthur D. Geissler, vice-president and manag-
ing director of the New York Talking Machine
Co., 81 Chambers street, Ncw York, the promincnt
Victor distributer, is an enthusiastic advocate of
the salesman oblaining a proper realization of the
record business, and in his frequent conferences
with the company's staff lays special emphasis on
this particular feature of the business. That Mr.
Geissler’s advice to his salesmen is bearing fruit
is well evidenced by the following letter which
Mr. Geissler received this week from A. T. Doty,
one of the company’s successful, salesmen. Writ-
ten under date of October 9, this interesting letter
reads as follows:

“You had a conversation with me three or four
weeks ago, relative to the sale of Victor stock rec-
ords. You impressed upon me then just what a
small proportion of my orders were record orders.
You made me realize when I called upon a dealer
my idea was to sell him machines. The sale of a
few machines was the main topic of conversation
with the dealer—pushing the record sales did not
enter into my selling campaign except on initial
orders. You outlined an order to me. You showed
me statistics. That talk impressed upon me ‘the
fact that if I could increase my record sales to
anywhere near the amount I sold in machines my
value as a salesman would be doubled.

“Am handing you the following copies of orders
1 have taken. I feel you will be surprised at what
[ have been able to accomplish. I first selected a
list of sixteen stock records—records which would
be just as valuable with the dealers two years
from now as they are to-day—a list of records
which every machine owner should have in his col-
lection. I have been able to impress upon these
dealers the value of having a good stock of these
records on their shelves, to be prepared for their
fall and Christmas trade, and to know that with
a little educational work done on the part of their
salesmen each purchaser of a new machine could
be sold these stock records as a nucleus for their
record collection.

“As these orders show, I have sold my dealers
all the way from fifteen each of this list up to
twenty-five each of the list—one dealer going so
far as to order fifty each of some of the list. Of
these sixteen records, I took an order from one
man for over $1,000. The surprising part of it all
is, that in dollars and cents in the last two weeks
I have sold more in records than in machines.

“For next week’s work I have selected a list of
twelve records to be sold for the round sum of
$20. This list includes Red Seal records from $4
down. I expect to impress upon the dealer the
value of having a dozen records to sell at this
price. Twelve of the best records in the catalog
—being able to save the timc and trouble of their
clerk selecting the records—being able to impress
upon their prospective buyer the idea of taking
the twelve selected list for $20—the possibility of
using it as a $20 Christmas present to one of their
friends who owns a machine. The dealer would
be glad to give the purchaser the privilege of re-
turning any of them they did not like within
twenty-four hours. The dealer might run this in
his daily paper as an advertisement, having the
number of records and the price in large type. The
dealer could have those selected all wrapped up in
one of our wrapping envelopes, have them set

aside so they could pick it up- and deliver at a
moment’s notice

“lu conclusion, Mr. Geissler, T appreciate this
suggestion of going alter the record business. Am
positive that others of our salesmen are doing the
same thing that T have been doing—working on
machines and being negligent about the record
business.  Refusing to take the time to sit down
and go through the catalog and write up an order.

“The Talking Machine Co. of Chicago, ! under-
stand, has & list of the 100 hest sclling records in
the catalog and also the 500 bLest sclling records.
Their salesmen usc these lists as a basis of stock-
ing up the dealer—calling on a dealcr and taking
the list of 500, checking up his stock to see which
of these selections he has in stock and seuding
the balance of thesc records to him.

“Of course a majority of our dealers are carry-
ing a complcte stock of Victor records, but cven
with them it is a goos! idea to know what the 100
or the 500 best selling records arc. You will be
interested in knowing that this list of sixteen rec-
ords which I have been pushing has sold so well
that it has been necessary for Mr. Moody to re-
order in large quantities from the Vietor Co. on
these numbers.”

ISSUE NEW MACHINE CATALOG.

The Columbia Graphophone Co.’s Latest Vol-
ume Is Devoted to Its Complete Line.

The Columbia Graphophone Co. has just issued
a new catalog of its compléte line of machines,
horn and hornless. The cuts of all the machines
are presented with exceptional clearness, and afford
the dealer an cxcellent opportunity to show the ma-
chines to his trade as they really are. Among the
new machines displayed in the catalog are the
“Leader,” new “Favorite,” “Eclipse” and “Mignon-
ette.”

Detailed descriptions of all the machines pre-
sented, together with closed and open views of the
various models, add to the value of the new publi-
cation, and the selling arguments for each machine
are given briefly though adequately.

The front section of the catalog is devoted to a
brief resume of the rapid progress that the Colum-
bia Graphophone Co. has made in the securing of
artistic talent for the production of Columbia
records, while the last few pages call attention to
the Columbia in the schools, the new tone-arm and
reproducer, absolute control of tone and structural
and mechanical details.

A feature of the new catalog is the display of
the beautiful Columbia “Grand,”” which is presented
forcefully and artistically in the center pages of the
new publication.

A STRONG LOOSE LEAF ALBUM.

A feature of the Sutherland loose leaf talking
machine record album is that the back of it is re-
inforced by metal posts, so that the album, when
filled with records, cannot bulge or break. This,
in addition to the loose leaf detachable envelope
and interchangeable index, make this album of un-
usual value to the talking machine owner. This
album is made by the Sutherland Album Co, 117
Leonard street, New York.

CROSS-CUTS TO BUSINESS SUCCESS.

Advice worthy the consideration of talking ma-
chine men is conveyed in some remarks of E. W.
Gage in Modern Methods, as follows: “Concen-
trate the customer’s attention on one thing at a
time; don’t talk too much; talk positively. Avoid
technicalities or theorics; use simple language
which is readily comprehended. Be sure to em-
phasize the accuracy of your work in connection
with the use or fitting of the goods.

“Don’t discuss prices until your customer has be-
come thoroughly interested and desirous, and has
resolved to buy.”
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GOOD OUTLOOK FOR TRADE.

J. C. Roush Says Conditlons Are Excellent—
Trade Steadily Advancing—Increased Inter-
est In Jobbers’ Assoclation.

J. €. Roush, of the Staundard Talking Machine
Co., Pittshurgh, 1’ Was i1 lewn
vrhile discussimg trade couditio
remarked

recently  and
vith The Waorld
“Our business has held up wonder-
fully well, and 1 belovg 1o the optimistic class of
business men.

"l feel that the ontlook for (rade is exeellent
and if men will stop predicting hard times under
the new tariff 1 am sure that things will move
along very satisfactorily.

“Probably we never can have a tarifi which
satisfactory at all times to all of ouwr people, but if
business men will give their attention 1o business
instead of talking pessimism, it will help things
along very materially.

“Our trade has gone steadily ahead, and this
year prowises o be the best one in the history of
my business.”

“How about the Talking Machine Jobbers' As-
sociation, Mr. Roush?” asked The World, “Well,
you know we had a splendid meeting of the ex-
ecutive committce in Chicago. and cverything
points to a year of increased interest in the or-
ganijzation.

“The men on the various committees, as you
know, are leaders in the lalking machinc industry,
and we are working together harmoniously and
conscientiously for the benefit of the entire trade.

“You know there are¢ many things which come
up from time to time which require careful con-
sideration, and it shall be our aim to have the job-
bers’ association becomc a greater power (han
ever for trade good.

“This laudable ambition is, of course, accom-
plished through cohesive work of the members of
the association, and not through any particular in-
dividual.”

HOHNER HARMONICAS BIG SELLERS

In Talking Machine Stores Where They Are
Given Proper Representation.

The popularity of the “Hohner Boy” harmonica
assortment display card, which was issued some
time since by the House of M. Hohner, 114 East
Sixteenth street, New York, is substantial evi-
dence of the rcmarkable strides that the harmonica
industry is making. Over 20,000 of these har-
monica assortment cards, presenting both 23c. and
S0c. harmonicas, have already been distributed,
and dealcrs throughout the country are enthusi-
astic over the ready sale with which these display
cards meet.

The presentation of attractive harmonica as-
sortment display cards undoubtedly affords the
talking machine dealer a splendid opportunity to
close a profitable sale with a side line. Hohner
goods hardly need any introduction, as they are
recognized the world over as representing the high-
est type of construction in mouth organ manufac-
turing.

TALKING MACHINE OPENING

For American Manufacturers in a City in South-
ern Europe.

A report from an American consular office in
Southern Europe states that a long-established
firm of good reputation in his district, dealing in
and importing musical instruments, with branch
stores, and representing several foreign manufac-
turers of musical instruments, desires to represent
an American manufacturer of talking machines
and discs for talking machines. Any novelly ia
this line would be of particular interest. Business
could be easier promoted if terms of payment
from one to three months could be granted. The
fullest information can be secured regarding this
prospect by writing “No. 11,648, Bureau of For-
eign and Domestic Commerce, Washington, D. C.”

Be glad that you have a brain with which to
work, and hands to cxecute your plans, these are
the things that divide mcn from the lower animals.
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THE SCOTT MAGAZINE PHONOGRAPH

OPERATES TWELVE RECORDS

WITH PERFECT CONTROL
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:n START AND STOP
J CONTINUOQUS AUTOMATIC OPERATION WITHOUT ATTENDANCE
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Trade |s Remarkably Active and the General
Prospects as Far as the Talking Machine
Business Is Concerned Are Most Satisfactory
—Exhibition Has Been a Great Stimulus—
Interesting Review of the Situation—Run-
ning Record Prices to the Ground—Some
Excellent Numbers Being Produced on the
Higher-Priced Issues — Notable Artists in
Vocal and Instrumental Fields Represented—
Merits of the Talking Machines Being Rec-
ognized by Many Municipalities in Great
Britain—Taking the Place of Bands in Parks,
Bazars and in Public Affairs Generally—
The News of the Month in England Set Forth.

(Soecial to The Talking Machine World.)

Lonpon, E. C,, October 6.—Judging by the re-
markable state of activity prevalent in trade cir-
cles, the season’s prospects of big business are
bright enough from the viewpoint of bulk trade,
but one cannot speak so optimistically in regard
to the trades’ profit on this turnover. The margin
allowed is quite inconsistent with sound trading,
and among the better class dealers there exists a
strong prejudice against handling the cheap rec-
ords issued, particulars of which appeared in my
last report.

The music exhibition at Olympia has resulted in
giving a great fillip to the machine trade, and
already there is a shortage of supplies in more
than one direction. Factories have been kept busy
during the summer months, and manufacturers
endeavored to adequately prepare for good busi-
ness, but all anticipations seem to have failed
miserably in keeping supply and demand anywhere
near level. In several instances, too, delay in the
production of new models is responsible for stock
shortage, and it is a case of executing orders as
soon as possible. Those manufacturers in this
position are losing orders which cannot be made
good later because buyers go elsewhere, and that
means for Continental machines, which are selling
in thousands weekly. Our friends across the
channel do seem to realize the enormous sales-
prospects in this branch of the industry, and make
ample preparation to promptly meet the needs of
an ever increasing demand. This source of supply
really seems unlimited in its output, and possibly
because of vastly superior factory organizations
and cheaper labor huge quantities are turned out
each week at prices varying from 10s. 6d. (whole-
sale) upwards. I do not say a satisfactory disc
machine is produced at this figure, but it is not
necessarily unsatisfactory from the viewpoint of
the class of buyer it interests. Of course, quite a
substantial business is done in the best types of
instruments averaging £5 to £10 in price, yet the
unfortunate fact remains that there is no British
factory capable of competing with the enormous
trade in cheap machines. In the former class we
are absolutely pre-eminent, and, broadly speaking
there yet remains to be produced from a Con-
tinental factory instruments equal in workmanship,
finish, general construction and tone quality to the
best productions of our factories. Things are
very different in the record field, where our
manufacturers have gone the whole hog in the
production of thirteen-penny discs. This is gen-
erally deplored, having regard to the fact that
previously 1s. 6d. was the lowest price listed. It
is true there were a few obscure issues which
dealers sold at varying prices between ls. and
1s. 5d., but carrying only duplicated or old titles
they were beneath recognition, and certainly were
of no importance from the viewpoint of competi-
tion. At 1s. 6d. the trades’ profit is none too fat,
but the big demand considered, the dealer and
factor is assured of a fair monetary recompense.
That is more than can be said of the thirteen-
penny record, which cannot pay anyone to handle.
It has received anything but a warm welcome,
although most dealers feel they must carry stocks—

just because the other mian doesl Did ‘there but
exist any sort of co-operation in the trade, this
chicap aud profitless business could -easily be
crushed. But under present conditions it thrives—
for how long, | wouder?

Some Appreciative Words.

Under date September 29, Mr. Thos. Edens Os-
borne, the leading Belfast factor, addresses me (in
part) as follows: “Your reports from LEuropean
headquarters in the Talking Machine W\ orld arc in-
variably read by me before perusing any other
article in that splendid publication. Indeed, I was
very much interested in your last notes concerning
the cheap records. Although the sale of these
records is more productive of trouble than profit
to the dealer, I feel constrained to think, however,
that the cheapening of records will act as an in-
centive for many of the outside public to adopt
the talking machine who have hitherto been hesi-
tating because of the costly character of the rec-
ords. I am looking forward to a very busy sea-
son, and think there is every prospect of an
enormous output of both instruments and records
during the coming winter.”

Decided to Wind Up Business.

The Sanders -Meltone Co., Ltd.,, Walter House,
Strand, W. C., held a meeting on September 19, when
the following resolution was passed: “That it has
been proved to the satisfaction of this meeting
that the company cannot by reason of its liabilities
continue its business, and that it is advisable to
wind up the same, and accordingly that the com-
pany be wound up voluntarily, and that Mr.
Hubert S. Baker, of 5 Broad Street Place, London,
E. C., chartered accountant, be, and is hereby ap-
pointed liquidator for the purpose of such winding
up.” What a wonderful document, to be sure!

Aeronaut as Well as Singer.

It may not be generally known that Miss Ruth
Vincent, the eminent singer, is a very enthusiastic
aeronaut. She is about to apply for a certificate
as an air pilot. To the great talking machine
public this charming singer is well known through
the medium of Columbia records.

Lower Telephone Rates.

A considerable decrease in the telephone rates
between England and France is announced. New
parcel rates will also shortly come into operation.

Mme. Melba to Canada.

Mme. Melba has left for a tour in Canada and
the United States, and will be met there later by
Mr. Kubelik for a combined tour through North

STROH VIOLS
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The mellow and matured tone of these
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which are fully set out in an
illustrated booklet which will
be mailed free on request to
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America. L'or 100 concerts a guarantee of £100,000
has been assured them, the newspaper at
Noted Humorist Passes Away.

All music lovers will regret the loss of that
great humorist, H. G. Pelissicr, who died in  London
on September 26. Lrom the talking machine view-
point he will best be remembered for the very fine
series of records made by his troupe—a company
of first-class entertainers known as the IFollies.
If we mistake not these records were listed by
the Odeon Co. some few years ago.

Arrangements Made in America.

All business arrangcments regarding the Edison
phonograph dcpartment are now conducted from
your side of the pond. Quite a large number of the
staff have left, includ.ng C. E. Maryn, who controlled
the advertising departmental interests for the last
nine or ten years. He was responsible for not a
little of the forceful and effective “copy” used in
the trade and public press, and organized
thoroughly the issuc of all the company’s multi-
farious publicity matter. I wish him every suc-
cess in his new sphere of activity, which, doubtless,
will be in the same profession.

Jumbo Record Not Reduced.

In my last report upon the record situation
the sequence of order in which the various new
issues and price reductions were given is open to
slight misunderstanding in connection with the
Jumbo record reference. Messrs. Barnett Samuel
& Sons, Ltd, write us that: “The Jumbo record
was not reduced from 2s, 6d. to 1s. 6d. as a result
of the issue of thirteen-penny discs; on the con-
trary, this move was an independent one, and
took place considerably before the other events to
which you refer” The circular announcing the
reduction is dated August 15. This will clear up
any misconception which may have arisen in the
minds of my readers.

Splendid List of Records.

In addition to the usual galaxy of good fare,
the outstanding feature of the “H. M. V.” Oc-
tober supplement is undoubtedly 12-inch record
No. 02472, bearing the new “Ave Maria” (Kahn)
by Signor Caruso, with violin obligato by no less
than Mischa Elman himself. The manufacturing
company naturally accords high praise to this rec-
ord, especially, too, as it is accompanied on the
pianoforte by the composer, Percy B. Kahn. An-
other ve}y special record is “Grande Valse” (Op.
10), (Venzano), sung in Italian by Mme. Tetraz-
zini, whose beautiful voice is said to be admir-
ably suited to this number. Mme. Clara Butt con-
tributes “Aria-Rendi ’1 sereno al ciglio,” Sosarme
(Handel) in Italian, and this record also merits
much praise. A typical American song recently
published, “You Made Me Love You” (Monaco,
arr, by Sadler), finds a first place in the list. It is
sung by Miss Grace La Rue. The full program
this month is as follows:

Twelve-inch, double-sided—‘Under My Dar-
ling’s Window,” Valse (Lincke), and “Sleeping
Water,” Valse (Felix Bord), Mayfair Orchestra;
“Heart to Heart,” Bridal Valse (Ernest Ver-
dayne), and “The Butterflies’ Ball” (Air de
Ballet) (C. Higgin), Mayfair Orchestra.

Ten-inch, double-sided—“Swing Away March”
(Cheeseman), and “Our Director March” (Bige-
low), Band of H. M. Coldstream Guards; “My
Lady Gracious,” Intermezzo (Carl Monteith), and
“Little Gadabout” (Colin), Band of H. M. Cold-
stream Guards; “Dreams of the Flowers,” waltz
(R. Nelson), and “Shall We Reverse?” waltz
(Jean Gilbert), Palais de Danse Orchestra; “The
Doll” (Puppchen), waltz and two-step (Jean Gil-
bert), Hungarian Gypsy Orchestra.

Twelve-inch, single-sided—“L’Arlesienne Suite,”
Farendole (Bizet Ronald); “L’Africaine,” March
Indienne (Meyerbeer), new Symphony Or-
chestra; “Come Into the Garden, Maud” (Balfe),

(Continued on page 54.)
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Ben Davies; “The Anchor’s Weighed” (Braham),
John Harrison; “The Reaper and the Flowers”
(Cowen), Mme. Edna Thornton; “Eleanore”
(Coleridge Taylor), Miss Ruby Helder; “Bashful
Tom” (David Kemp), Harry Dearth; “Gems
from ‘Faust'” (sung in English) (Gounod),
Grand Opera Company; “Valse Apache” (Van
Biene) ('cello), W. H. Squire; (a) “Moment
Musical” (Auer), (b) “Gigue” (De Angelis)
(violin), Miss Marie Hall; “Boris Godournov,”
Finale, Part II (sung in Russian) (Moussorgsky),
Chaliapine; “You're My Baby”’ (Hippodrome
Revue, “Hello, Ragtime!’) (Nat. D. Ayer), Lew
Hearn and Bonita; “The Barrister,” George
Robey; “The Portsbello Lass” (Lauder), Harry
Lauder.

Ten-inch, single-sided—*A Little Love, a Little
Kiss” (Silesu), John McCormack; “Red, Red
Rose” (Cottenet), Miss Alma Gluck; “Richard of
Taunton Deane” (arr. by Molloy), Charles Tree;
“Your Smile” (Dorothy Forster), Thorpe Bates;
“Etude—A Major” (Poldini) (piano), Mark
Hambourg.

) Talk of Amalgamation.

According to a German contemporary there is a
strong possibility of an amalgamation between the
two big houses of Griimbaum and Thomas A. G.,
and Carl Lindstrom. Ltd. Should this eventuate,
directly and indirectly, the following important
records will be controlled by these companies and
their corporate interests: Odeon, Fonotipia,
Jumbo, Beka, Favorite, Lyrophon, Dacapo,
Homophone and quite a number of others. With
the capital of Griinbaum and Thomas, 1,500,000
marks, and that of Messrs. Lindstrom and their
allied companies, a total disposal of some £500,000
capital is involved. Having regard to present cir-
cumstances the significance of this huge fusion is
apparent. It will at least exert a big influence in
the price war campaign fiercely proceeding in Eng-
land and Germany.

Chappell & Co. vs. Gramophone Co., Ltd.

A High Court judgment relating to the action
by Chappell & Co., Ltd., vs. the Gramophone Co.,
Ltd, has been advertised (in part) as follows:
“And the plaintiffs and defendants by their solici-
tors consenting to this order and the defendants
by their solicitors undertaking that they, their ser-
vants and agents will not infringe the plaintiff's
copyright by making copies of the music or any
part of the music composed by Albert Sirmay for
a musical play known as “The Girl on the Film”
without the written consent of the plaintiffs or
other owners of the copyright of the same for
the time being and will not use any infringing
copies of the said music or any part thereof and
also undertaking to forthwith destroy all infring-
inging copies and any matrices incorporating any
portion of the infringing copies now in their pos-
session and to satisfy the plaintiffs of such de-
struction by affidavit if so required.

“It is ordered that the defendants do forthwith
pay to the plaintiffs five pounds as and by way of
agreed damages.

“And it is ordered that the defendants do pay to
the plaintiffs their costs of this action, such costs
to be taxed by the taxing master in case the parties
differ.

“And it is ordered that all further proceedings
in this action except such as may be necessary for
the purpose of carrying this order into effect, be
stayed.”

Numbers Greatly in Demand.

For October the Zonophone Co. has issued what
is described as “A Champion List,” and a cham-
pion it undoubtedly is. It includes the first rec-
ords of the band of H. M. Royal Irish Fusiliers,
one of the crack bands of the British army. Their
contributions are most brilliantly performed, and
the recording is a revelation of splendid ensemble

Q_UARTERS—(Continued from page 53),

in its presentment of such a clean tone-picture of
so large a body of instrumentalists.

Here are a few other special issues which are
likely to enjoy a big demand: (1107) ‘“Fun by
Moonlight” (Manton Bennett), “Four Little Black-
berries,” schottische (I. B. O'Connor), Peerless
Orchestra; (1110) “When Love Creeps in Your
Heart” (B. Scott), “Come Back to Me” (Flavell
Hayward), Herbert Payne with chorus; (1114)
“A German on the Telephone,” Dick Darby; “A
Whistling Yarn” (G. H. Snazelle), G. H. Sna-
zelle; (1116) “Molly O’Shea” (Max Erard), “She’s
a Wonderful Girl” (Max Erard), Zona Vevey;
(1124) “Liselotte” (Bells) (Leon Adam), “My
Lady Dainty” (Bells) (Hesse), E. W. Rushforth;
(1123) “A Lancashire Crowd's Welcome to the
King and Queen,” Part I and II, descriptive.

Revising Patent Laws.

It is proposed to operate in Germany a bill re-
vising the laws of 1891 in relation to patents.
Under the reform an inventor may officially re-
cord his name and invention even though it is
not intended to enter upon immediate manufac-
ture, or the rights are transferred to someone
else. Thus will employes secure protection from
unscrupulous employers. The registering fees
have also been considerably revised.

Municipality Utilizing the Gramophone.

Southport’s musical fair is a big attraction to holi-
day makers, and the town is justly proud of its fine
military band. Looking round for a unigue means
of spreading the knowledge of this all-important
feature of the season’s attractions, the corporation
hit upon perhaps the best medium — the grapho-
phone. I am informed by the town clerk of South-
port that accordingly arrangements were made
with the Columbia Co. who promptly sent their
experts with a recording outfit to crystallize a
score of selections from the band’s repertoire. Mr.
Rimmer, the popular bandmaster, will approve the
test prints, and such as pass his critical ear—we
doubt not all will—are to be listed for sale by the
Columbia Graphophone Co. This message will
carry one of Southport’s chief attractions right
into the homes of the people, and incidentally
prove, I should think, a magnificent advertisement
for the town. It has the merit of enterprise, and
is certainly a novel method of publicity.

New Customs Tariff for Brazil.

The board of trade has issued a translation of
the new draft customs tariff for Brazil, which has
been drawn up by a commission of customs offi-
cials appointed by the minister of finance. The
principal alterations proposed are: (1) That all
duties shall be payable 40 per cent. in gold and
60 per cent. in paper; and (2) that for the pur-
pose of assessing ad valorem duties, the declared
or appraised value is to be converted into milreis
at the rate of 16d. to the milreis. It is considered
improbable that the new tariff will become law
during the current year.

Latest Columbia Issues.

“The Mikado Lancers,” in five figures, is the

fare provided by the band of H. M. Scots Guards

on Columbia-Rena this month. These dances, as
is well known, introduce all the best numbers
from this popular Gilbert and Sullivan opera, Two
recitals are also provided by the inimitable Brans-
by Williams—one the dream scene from “The
Bells,” as portrayed by Henry Irving; the other
“The Portrait,” one of Lewis Waller’s favorite
recitals. Of other good records in the Columbia
October supplement, the following merit special
mention: Twelve-inch, double-sided—“In Sousa-
land Medley” (two-step), and “In Waltz-land
Medley” (Waldteufel), Prince’s Orchestra; “Na-
tional Folk Songs,” Part I and Part II, Columbia
Light Opera Company. Ten-inch, double-sided—
“We All Go Home in Ragtime” (David and Mur-
phy), and “Toddling Home” (Harry Dent),
Charles R. Whittle; “Fireflies” (Paul Lincke),
and “Intentions” (Vorsatz), Casino Orchestra;
“Lead, Kindly Light” (Purday), and “Abide With
Me” (Monk) (concertina solos), Alexander
Prince; “Emmett’s German Yodel” (Emmett), and
“Sleep, Baby Sleep” (Emmett) (yodling songs),
George P. Watson; “Dutch Daly’s Yarns” (pat-
ter), Dutch Daly, and “Dutch Daly and The Spring
Song” (Mendelssohn), Dutch Daly and his con-
certina; “Jerry Jeremiah” (David and Murphy),
and “Nursery Rhymes in Ragtime” (Tony Lloyd
and Bert Lee), Stanley Kirkby.

Orville Harrold, whose “Snowy Breasted Pearl”
has won for him a premier position among re-
corded tenors, has two new Columbia records, the
popular “I Hear You Calling Me” and a new
word-setting of “Berceuse de Jocelyn.”

Felix Weingartner’s first record, by the Grand
Symphony Orchestra, under the famous conductor,
appears on the Columbia “de luxe” supplement,
this month, and includes Weber’s “Invitation to
the Waltz” and Isolde’s love-song, from “Tristan
und Isolde.” Another Columbia issue, “Lointain
Passe,” is a violin record by Ysaye, whose first
records created such a sensation recently.

Interesting Technical Volume.

A manual on pneumatic player-action construc-
tion for the use of tuners, and others, entitled
“From Piano Tuner to Player Expert,” by Harry
E. Drake, has just made its appearance. The au-
thor handles his many-sided subject in a lucid and
practical manner, and elucidates with ease the sev-
eral technical difficulties which tuners and me-
chanics experience in the course of their work.
The various points dealt with in each chapter are
paragraphed in bold type, so that the reader is
enabled to quickly locate the particular subject
upon which he seeks information. Mr. Drake
speaks with the authority of many years’ practical
and theoretical knowledge, and the utmost rel-
ance may, therefore, be placed in his admirable
and unique work. It is published at 5s. net, and
may be obtained from the sole distributers, J. &
J. Goddard, 68 Tottenham Court road, London, W.

A striking Columbia-Rena record of the month
is that featuring Ada Jones and Walter Van Brunt
in duets. They obtain brilliant comedy effects,
and in the two big hits, “Oh, What a Night!” and
“You're My Baby,” they make a most happy start.

MUSIC TRADES EXHIBITION A GREAT SUCCESS.

First All-British Music Exhibition Notable for the SpIerid Display of Talking Machines—Booths
Most Attractively Arranged and Dealers and Public Generally Are Much Impressed with the
Wonderful Development of the Talking Machine in This Country—Details of the Exhibits.

(Special to The Talking Machine World.)

Lonpon, EnG., October 5—Remarkable suc-
cess attended the first all-British music exhibition
held at Olympia, September 6 to 20, inclusive.
The Lord Mayor of London, accompanied by the
sheriffs, performed the opening ceremony, and at
the inaugural luncheon which followed some inter-
esting speeches were made. All agreed that this
exhibition of British musical instruments would

CHEMISCHE

FABRIK Eo SAUER LA NDT bel Apof(ll‘gll‘.s'i'rli?germany

The largest manufacturing plant in the world devoted exclusively' to the
manufacture of Master-Waxes and Master-Blanks for

Gramophone and Phonograph Recording

Sole Manufacturerof  YWax “P.” the best recording material for Berliner-cut.

exert an educational effect in disabusing the pub-
lic mind of the belief that Continental goods—in
particular, pianos—were superior in workmanship
and tonal qualities to our own manufactures. And
this was the keynote of its conception. Original
plans were for an international exhibition of mu-
sical instruments, but the Pianoforte Manufactur-
ers’ Association proposed a purely all-British
show. It was at once adopted almost unanimously
by the leading firms, and F. Bridges, organizer of
the last exhibition, received instructions to go
ahead. Royal patronage was sought and obtained,
and many of thc leading music institutions of Lon-
don co-operated by lending the movement their
hearty support. In pianos, gold medals, certifi-
cates of merit, etc., something to the value of over
£1,000 was put up as awards to competitors in
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various  classes—singing, plano  und  violin and
other instrumental playing, ete. Some idea of the
popularity of these compelitions may be gleaned
from the fact that the contestants numbered close
upon  1,000.

Decalers attended the exhibition in large num-
Ders, and although public visitors were many the
atlendance fell {ar short of expectations,  lrom
tlre business viewpoint, it is safe to say that every
exhibitor was delighted with the results. The talk-
ing machine firms without exception experienced
a rush of orders in unprecedented quantities. No
similar exhibition has resulted so splendidly in this
respect, and many firms now regret that they re-
frained from participating therein. Below we pre-
sent a brief notice of the talking machine ex-
hibits: .

The Columbia Stand.

Oceupying a prominent eentral position, the Co-
lumbia exhibit was of the most eomprehensive de-
scription, and included a complete display of new
season’s models, several of which were here shown
for the first time,

The Columbia program in graphophones -for a
new season is always looked for with more than
ordinary interest, their announeements being re-
garded not ouly as indicative of the trend of af-
fairs, but as certain to contain some novelties that
will rank high among the season’s features.

This season is productive of some very impor-
tant additions to Columbia models, the whole
range of which now totals twenty-five in number,
from 52s. Gd. to £105. It is significant that all of
the new models are of the hornless variety, the
horn-equipped graphophones remaining exactly the
same as last vear. Most of these were shown at
Olympia, and their merits evoked general expres-
sions of praise from the many dealer-visitors, of
whom there was an unending stream every day.

The Lord Mayor of London was the very first
to evinee inuterest in the special exhibit demon-
strating the various stages of the manufacturing
proeesses of Columbia reeords.

Preceded by the mace-bearer, the sword-bearer,
and the city marshal in gorgeous array, the Lord
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Mayor took a few steps from the center of the
great exhibition and stopped short at the Colum-
bia stand, lle drew his eicerone’s atlention to the
showease with the words “How Columbia Rec-
Are Made” and, bending over thie exhibits,
studied them with curio ity.

Ile questioned Lhe attendant, who bricily eox-
plained the proeesses trom the recording by the
Scots Guards Band (illustrated by a photograph),
the making of the master-matrix, its duplicates,
the steel dies for pressing, the record material,
the pressman at work, and the finished records,
the Lord Mayor speeially asking how they were
reproduced, and expressing his deep interest in
so wonderful a device,

I learn that the Columbia officials arce very well
pleased wilh the amount of orders taken at Olym-
pia for machines and records, and the number of
new aceounts opened was very satisfactory.

Pathe Freres Exhibit.

This company made an exceedingly good show-
ing of new models whieh attracted much atten-
tion. Business, we understand, was all the time
very brisk, and the company is very much pleased
with results generally. A wise provision was the
erection of special vooms for demonstrating rec-
ords, and under these circumstanees buyers were
able to examine machines and records in comfort.

One oi the first among the many distinguished
visitors to patronize the company’s recording sa-
lon was the Lord Mayor of London, who heard
his voice, doubtless, for the first time as others
hear it. The facility with which sound could be
recorded and immediately afterward reproduced
eonsiderably impressed his Lordship, who evi-
dently regarded it as a novel experience. Several
contestants in the various vocal and instrumental
competitions made good use of the recording ma-
chine—a mechanical fault finder—which did most
faithfully disclose to the unwary their imperfec-
tions of voice or technigque, as the case may he

It certainly proved “a hoon and a Dblessing to
men.”

ords

At Lockwood’s Stand.
Messrs. Lockwood's stand was the center of a

continuons  stream of trade visitors all day and
every iy, Their array of “Perophones,” o
other machines, was most imposing, not to nen-
tion the exceellent showing of Cineh, Jumbo, and
Zouophone dises, for all of which large orders

were placed.  Greal interest was cvinced in the
diamond point needle, which is of alinost perma
nent wear, and in nse eonsiderably minimizes sun

face scratch, lLockwood's travelers were in at
tendance every day, amd o their cefforts is duc
not & little the splendid succe »f the company
representation at Olympia, AL the great. cily road
headquarters [ found the stafl working at full
pressure in handling the many orders sccured at

Olympia,
Barnett Samuels’ Exhibit.

This firm’s display was in cvery way represent
ative of the several lines which they will feature
during the present season. They comprised the
popular “Dulcephone” scries of gramophones, awid
in records IFonotipia, Odeon, and Jumbo. Their
trade parlor proved exceptionally convenient for
demonstrating machines and records, and it was
continuously thronged by dealers from all parts
of the Kingdom. Here, again, many new accounts
were opened, and good orders secured from quite
a large number of old customers who visited the
exhibition. The firm is altogether pleased with
tive results.

At the Marathon Booth.

The National Gramophone Co., I learn, is con-
gratulating itself upon its eleventh-hour decision
to occupy space at Olympia. They had to be con-
tent with a somewhat small booth in consequence,
all the best having been taken. Even so, it may
be questioned whether theirs was not, after.all, the
best possible position, having regard to local sur-
roundings. Anyway, the dealers got there all
right. and T have it on good authority that they
left richer in prospects than before. My readers
will doubtless remember that the “Marathon” is a
fine-cut record which provides double the playing
time of the 100-thread cut. The value of the
Marathon agency will, therefore. be appreciated as

(Continued on page 56).
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throughout the world as the
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Boulevard Richard Lenoir, Place de la Répub- SOUTH AFRICA Darter & Sons, Adderley St.,

l|que, Paris. ape Town; Mackay Bros., Rissik Street,
GERMANY: Deutsche Grammophon-Aktien- Johanneshurg ;

gescllschz{l. 35, Ritterstrasse, Berlin, S42. Mackay Bros. & McMahon, 443, West Street,
HOLLAND : American Import Co., 22a, Amsterd, Durhan ;

Veerkade. The Hague. lvan H, Haarburger, Maitland St., Bloemfontein.
HUNGARY: The Gramophone Co., Ltd.. 1V. INDIA : The Gramophone Co.. L.td.,139 Balliaghatta

Kossuth Lajos-Utcza 8, Budapest. oad Calculla 7. Bell Lane. Fort, B mhay.
SPAIN: Cia Francesa del Gramophone, 56, Balmes, AUSTR The Gramopbone Co., Ltd.,

Barcelon: Hoﬂnungs Chamben Pitt Street, Sydney.
SWEDLN " Skandinaviska Grammophon-Aktie- GREA( BRITAIN: The Gramophone Co., Ltd.,
bolaget, 52, Appelhergsgatan, Stockholm. 21, City Road, Londen, E.C.

Great Britain :
The Gramophone Company Ltd
21 City Road London EC

By Appointment
To H.M. Queen Alexandra
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FROM OUR LONDON HEADQUARTERS—(Continued from page 55).

a splendid acquisition, rich in trading prospects
for the live dealer. In addition to records the
company was showing for the first time a fine
series of new season’s models which were very
favorably commented upon. Abundant orders
were placed, and altogether the National Gramo-
phone Co., Ltd., is more than satisfied with its
representation.
The Vitesse Record Cabinet.

This is of recent introduction here by the Per-
forated Music Co. The Vitesse cabinet makes the
piling of records remarkably easy, and under its
system misplacement is said to be impossible. A
range of these handy cabinets and albums was on
view, and they evoked great praise from dealer-
visitors, from whom many large orders were se-
cured. The Vitesse albums liold from ten to
twenty records, according to size, and the cabi-
nets are designed for 300 records carried in al-
bums.

Attractively Arranged Stands.

In conclusion, a word of praise is due the va-
rious exhibitors for the evident care expended in
securing the most effective presentment of their
exhibits, the whole making a pleasingly tasteful
display. The stands themselves were very similar
in appearance, mainly conforming to the general
arrangements planned by the exhibition authori-
ties without neutralizing individuality of taste in
matters of detail.

The unqualified success of the exhibition was
largely the outcome of the organizing secretary’s
(F. W. Bridges) experience, and strenuous activ-
ity, and all will endorse the praise accorded him
by the several speakers at the inaugural luncheon.

I am advised that the English Record Co., Ltd,,
has removed from Tottenham Court road to 112
Aldersgate street, London, E. C.

Henry E. Parker a Visitor.
Henry E. Parker, of the Columbia advertising

department, New York is over here on a brief
visit. Being out of town, I missed the opportu-
nity of interviewing him, but am persuaded he
will retufn with favorable impressions of the Co-
lumbia advertising methods here, and doubtless
not a few valuable tips. Joking apart, we all ad-
mire the Columbia magazine and other advertis-
ing as depicted in the columns of this journal, and
behind its constructive and “selling” qualities often
recognize the master hand. While the fundamen-
tal principles remain, advertising methods as ap-
plied to records, in our individual countries, are
as widcly divergent as the prevalent economic con-
ditions. Each is, however, approprite to local
conditions, and lacks not in value because it is
different. The outstanding consideration is its suc-
cess, and while I have no doubts of your methods
I am certain of our own, and only wish the wor-
shipers at the shrine of publicity were more
numerous. ’

“MAKES OUTING TIME” ENJOYABLE.

How the Columbia Talking Machine Made Time
Enjoyable for L. A. Moeller at His Summer
Home “On the Wabash.”

(Special to The Talking Machine World.)

Trrre Haute, Inp., October 5—"“On the banks
of the Wabash,” accompanied by a Columbia ma-
chine and tecords, aptly describes the inviting and
comfortable camp shown in the accompanying pic-

: S
uting “On the Wabash.”
ture. The Coluvmbia machine is a very fitting part
of this camp’s equipment, as in addition to the
camp being known as Camp Columbia, it is the
summer home of L. A. Moeller, manager of the
Terre Haute store of the Columbia Grapho-
phone Co.

Would $60.00
A Week
Interest You?

Would you like to earn this amount every
week during the coming season? Outside
work? Free toy do your own bidding?
Your own boss?

Since our first announcement in last
month’s World we have completed arrange-
ments with dozens of talking machine
people. They like our proposition and are
making good!

We seek a representative in your local-
ity. We do not wish a mere “canvasser.”
We seek clear-eyed men and women who
are energetic and who are a credit to them-
selves as well as to us.

As the representative of this company
you are assured a business training that
will broaden and develop you besides pay-
ing you handsomely. You will agree with
us after you have learned of our plan.
Talking machine people are especially fitted
for the work.

We will explain this when you assure us
of your interest. It will not obligate you
in any way,

Address

Elmon Armstrong & Company
1808 Republic Bldg. Chicago

In front of the camp shown in this ideal picture
on the Wabash River, may be seen Mrs. Moeller,
accompanied by the junior member of the Moeller
family. The Columbia outfit was used to good
advantage by the camp’s occupants, a “funny” rec-
ord being played when the picture was snapped.

Aside from the personal element of this picture,
it is interesting to note how well the talking ma-
chine fits in during camping time; in {fact, for
camp use the talking machine is unequalled.

KEEPING THE TRADE AT HOME.

An Experience of a Phonograph Dealer in a
Small Town Which Proves That You Cannot
Sell Goods Unless the Public Knows You
Have Them in Stock—A Case of Where the
Dealer and Not His Customer Was to Blame
—A Little Advertising Saves the Situation.

Everyboay imn Sayreville knew Tom Leonard.
He had been in business there for years, and kept
a pretty decent store, too. People liked to go
there and look around his shop, because, as a rule,
he had about everything in the stationery, music
and camera line. They knew, pretty well too, what
he had, with the exception of some few hundred
dollars’ worth of dead stock hidden beneath the
counters and some other stock ’way back in the
rear of the store where they were figuring over
their account books, and nobody cared to intrude.

Tom had a fairly good stock of Edison records
and phonographs, but wondered why he didn’t sell
more. Occasionally he sold one, but then they
didn’t go. So it happened one day he got into
conversation with the druggist next door, who
seemed to think the solution of the problem of
poor trade in town was to be explained by the fact
that everybody took the trolley into Decatur, just
thirty minutes away.

“I declare,” said Tom, “I've a good mind to sell
out this blooming business and work dad’s old
farm. I believe it would pay better.”

“Same here,” said the druggist. “This town is
dead, and people whom you think are your friends
spend their money in Decatur.”

“Why, do you know,” said Tom, “Bob Dixon
came into my store the other day with a phono-
graph he had bought down at Decatur and asked
me if I could adjust it. I asked him why he
hadn’t bought it through me. Everybody knows
I carry phonographs; and what do you suppose
he said?”

“I don’t know,” said the druggist. “What did
he say?”

“Why, he said he didn’t know I carried ’em, and
I've had them in my store for almost a year.”

“Well, well,” said the druggist. “Some people
are certainly dumb. What did you say, Tom?”

“I didn’t say a word, but I did a lot of thinking.
I just thought and thought, and finally decided I
myself was dumb because I hadn’t made him know
I kept phonographs. So I got busy, and here’s the
result. I put this ad in the Gazette and changed
it every other day for two weeks.”

“Do any good, Tom?”

“Do any good?”

“Why, yes! 1 sold an Edison Concert last

Monday, and now I am about to close a deal for
an Amberola V, and I have some other prospects
in view.”

“I'll tell you, Jim, I woke up to the fact that it
was all my fault. I've got the Edison goods out
front now and I've got them in the window, too.
T'll push them a little harder and believe I can
work up a good Edison trade and keep it in town
rather than let it go to Decatur any more.”

“Well, T'll be damned!” said the druggist.

So Tom didn't go back to the farm, and is more
than pleased with the results of his efforts and
enterprise.

“Mr. Dealer, do you know of a Tom Leonard in
your town?” questions the Edison Phonograph
Monthly. “Run him out if you do, for he’s not
the man to handle Edison phonographs and rec-
ords unless he does little thinking along the line
of publicity and display.”

GROWING DEMAND FOR NEEDLES.

Popularity of Product of John M. Dean Necessi-
tates Enlargement of Factory—Jos. F. Collins
a Busy Representative in New York.

One of the well known members of thc talking
machine fraternity is Jos. F. Collins, the New
York representative of John M. Dean, manufac-
turer of needles at Putnam, Conn. Mr. Collins
has a well equipped office at 108 Worth street,
where a full line of the Dean needles and other
products are on exhibition.

Mr. Collins remarks that the demand for needles
is growing constantly and that he cannot imagine
where they’re all disappearing to. His business is
constantly increasing and the Dcan factory at Put-
nam was recently remodeled to care for the rapid-
ly growing business. Mr. Collins is a great pusher
of quality, and with a needle of the Dean char-
acter finds pleasure in plugging on that end.

PEDESTRIANS TAKE NOTICE!

Max Berlow Is Loose with His New Ford Car
—Uses It to Call on Trade for I. Davega, Jr.

Insurance companies that make a specialty of
automobile and accident insurance please take no-
tice, for Max Berlow, the Victor salesman con-
nected with I. Davega, Jr., Inc, 125 West 125th
street, New York, has purchased a Ford car and
is using it to call on the trade. He finds he is
enabled to make many extra calls by using a car
and also can render better service.

Max says he can round a corner on either the
front or rear wheel now, but hopes to be able to
turn the corner on four wheels very soon. In
other words, at present he is operating his car to
give the least possible wear.

Everybody is left here for some purpose, but
there are folks walking around that keep you
guessing the reason why.

Contentment is not sloth, nor lazincss, but it
means taking care of the responsibilities that are
nearest at hand.



You Can Make Big Money Selling The

MASTERPHON

A Perfect Clarifier for Talking Machines
A SIMPLE DEVICE INSTANTLY ATTACHED TO ANY SOUND BOX WITHOUT TOOLS

BECAUSE. a demonstration is so convincing that it requires no explanation—no stretching of the imagination. The cus-
tomer hears everything there is in the record free from all muffled and mechanical tones. The scratch is greatly reduced
and the sound is no longer confined in the machine. Each word and note is clear and distinct—no aftertones.

The MASTERPHONE which is used with a fine, soft tone needle produces a volume of sound equal to a singer’s

natural voice, but does not destroy the record.

Write to-day
for
Trade Discount

The Masterphone
Retails for

$1-00

We print an un-
solicited letter for
your information.

THE MASTERPHONE CORPORATION, 187 Broadway, New York City

B
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WINNING SUCCESS IN TALKING MACHINE SELLING.

W. W. Parsons, Head of Dictaphone Department of Columbia Graphophone Co., Chicago,
Says Confidence in the Goods and the Ability to Convince the Customer Are the
Prime Essentials—Some Interesting Selling Eperiences in the Talking Machine Trade.

The following interesting and instructive article
on salesmanship, by W. W. Parsons, district man-
ager for the dictophone department of the Colum-
bia  Graphophone Co., recently appeared in the
Workers’ Magazine of the Chicago Sunday
Tribune: The rudiments of successful salesman-
ship have often been discussed. The subject has
been treated at extreme length, but the true state-
ment of fact is a rarity.

The man who becomes a successful salesman,
if he follows the dictates of his conscience, will
frankly admit that much of his success is due
largely to luck. For my part, I always have gone
on the assumption that the man who is on the job
at the psychological moment is the salesman who
closes the sale. I have had the utmost confidence
in the product I represented. If I were selling
shingle nails, for instance, I'd know that my shin-
gle nail was the best that money could produce.

Confidence in your goods, the ability to con-
vince your purchaser, and the knack of succinctly
driving home the clinching argument are elements
of success which every salesman should acquire be-
fore he takes to the road in an effort to earn a
good living for himself and commensurate profits
for his employer. Without these qualifications, a
man should not follow the calling of traveling
salesman.

"Way back in 1893 1 started selling talking ma-
chines. I enthused over the prospect of an early
sale. Never did I permit my enthusiasm to wane,
and when a deal on which I had worked hard
fell through I tackled the next prospect more vig-
orously and with greater enthusiasm. There is a
broad distinction between losing a sale and los-
ing confidence. I lost several of the former, but
confidence always was my mainstay.

Landed First Order on Nervel

Twenty years ago it wasn’t the easiest thing in
the world to walk into a man’s office and tell him
you had a talking machine into which he could
talk and his line of talk would be perfectly re-
produced. The commercial value of the talking
machine at that time was not seriously considered.
Stenographers, especially those in the feminine
ranks, did not look upon the innovation favorably.
The machine, too, then was in its experimental
stages. To-day I believe the dictaphone to be as
indispensable as the typewriter, the adding ma-
chine, or any other modern office appliance.

I landed by first big order purely on nerve. One
of the biggest railroad corporations in the United
States became interested, through my persistent
efforts to install the dictaphone in its offices. I
felt that the installation of the talking machine in
its many offices meant the saving of considerable
money to the railroad. I represented to the heads
of the various departments that my machine would
cut down the time and operating expenses for the
stenographers at least 40 per cent.

Forty per cent. is a big figure in any business.
The argument appealed to the railroad officials,
and, half-convinced, they finally granted me per-
mission to install 10 or 15 machines in their of-
fices, The machine never had failed me; I long
before had determined that I would not fail the
machine.

I smiled at the idea of placing such a limited
number of machines in their offices.

“Gentlemen,” 1 said, “15 machines will prove
no more to you than will one machine. To demon-
strate properly the value of this appliance as a
labor and money saver I want to place in your
various departments 150 dictaphones!”

Big Proposition Made Impression.

The proposition astonished some of them. I
was proposing doing business on a scale of un-
usual magnitude. That little speech, I felt in-
tuitively, had left its impression.

“How long will you leave the machines here?”
asked one department head. “We wish, of course,
to ascertain thoroughly the merits or demerits of
the instrument.”

“T shall leave them here,” I responded, “until
you shall have determined to your entire satisfac-
tion whether or not the device will deliver the
goods. You appreciate my position, I feel sure,
and if I didn’t know I have one of the greatest
economizers and short cutters ever invented, 1
wouldn’t waste the time of either of us.”

“I'll leave 150 machines here until you make
up your minds definitely as to their worth. That
means I'm investing something like $13,000 of my
company’s money on the outcome of your trial
of its product. That's the confidence we have in
it. We've everything to lose, but if the machines
make good, we’ll find the transaction profitable
and you’ll find they will pay for themselves in a
few months. We're taking all the risk.”

They consented to the installation of 150 ma-
chines. I went back to the office well pleased with
myself. If I had consented to the placing, in this
particular instance, of, say 10 machines in their

W. W, Parsons.

office, the result would have been disastrous for
me, for the machines would have been treated
more as toys than anything else, would have been
dragged from one department to another, and the
result would have been-a prolonged and desultory
testing of the appliance and a lack of concentration
on the part of the operators.
Even Added to the Dividends.

In holding out for the installation of 150 ma-
chines as I did | was thus enabled to show them
an actual saving on their payrolls amounting to
thousands of dollars. For instance, in one depart-
ment there were 33 young women operating type-
writers. The dictaphone in two months cut down
this force to 20 operators. Thirteen operators
at $65 a month meant a saving to the railroad
company of $845 a month, or $10,140 a year!

In the offices of this railroad company, scat-
tered between Chicago and Topeka, 325 dictaphones
have been in operation for years. They paid for
themselves within d short time and added an in-
teresting figure to the annual dividends.

A successful salesman not only knows how to
present his proposition verbally, but he is able to
write such correspondence as will bring business
to his office. An old time customer of mine once
sent to the office five of our machines which he
wished repaired. We put them in the best pos-

Talking Ma-
chines, Typewriters, Phono-
graphs, Adding Machines, Cash
Registers, Guns and Tools and all
Polished Instruments. THE FI-
NEST OIL MADE. [t absolutely
prevents rust. NYOIL now cold
everywhere by all hardware and
sporting goods men., Large bottle
(cheaper to buy) 25¢.; trial size, 10c.
WM. F. NYE, New Bedford, Mass.
- Ld

YO

For polishing
varnished woodwork it is
extremely satisfactory. No oil is so clean.

Ask your watch repairer whose
oil he uses on your watch.

sible shape and then returned them to his firm.

He had bought these machines probably a dozen
years before, but when they were sent back to
him they did not perform as good work as would
our more recent models., I thought, however, it
might be a good idea to write to this customer and
suggest to him the superiority of our new product
over the old. Accordingly, I dictated a letter to
him in which I set out the additional appliances
to be found on our new model, indicating certain
points in the new machine that were not embodied
in the old. I wrote him a most friendly letter,
one which I felt convinced would please him and
let him know I had his interest at heart.

Soft Answer Turns Away Wrath.

Well, imagine my great surprise when a day
or so later I got a letter from this customer
roundly condemning me for the tactics I had pur-
sued. I had my nerve, he said, in talking new ma-
chines with him when the old ones should have
proved servicable for some years to come. It was
a nasty letter, in many respects, and one which
stung me.

Had I acted on impulse, I might have sent back
to him a communication which would have ended
our business relations for all time to come. In-
stead, however, I slept over the matter. The fol-
lowing morning I sent him a brief note explain-
ing that I felt his grievance to be unfounded, that
I felt keenly his attack upon my business methods,
and that in writing to him as I did I was actuated
only by a desire to equip his office with the most
modern product. I believed, I told him, that on
second perusal of my communication he would see
things in their proper light.

With the mailing of this letter I dismissed the
incident from my mind. To my great astonish-
ment, a few days‘later I received from him a
letter in which he inclosed a check covering the
purchase price of 25 new machines. In his letter
there was not a single word pertaining to our re-
cent correspondence.

Quickest Sale He Ever Made.

The quickest sale I ever made was when a couple
of years ago a down-State merchant came to me
and said he understood the dictaphone would save
him time and money. He had, he said, 20 minutes
to “talk turkey.” I sat before a machine and told
him to talk into it. This he did. He had a re-
markably clear voice and his record was perfect.
It impressed him.

Then I began to talk. He wanted, he told me,
a machine sent to his office in Springfield on trial.
I pointed out to him that a year’s trial would not
prove more conclusively the value of the machine
than the little talk he just had made into it.

“We’ve manufactured dictaphones for 27 years,”
I told him. “Years ago they were not the ef-
fective machines they are to-day. They now have
passed the experimental stage. It is a talking ma-
chine in all the word implies. It will talk as fast
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as you do, and it will tulk back more accurately
than any stenograplic notes ever written.

“Woe will guarautee this machine to do just what
we say it will, not only now, but for all timc to
come, Here is o list of Chicago firms using from
26 to a hundred of our machines. Call any of
them up and ask them what the machines do.”

He called up one or two of the concerns.  When
he hung up the receiver he said he felt convineed,
but still insisted that he have a machine sent to
him on trial. 1 believed 1 had read him aright. T
was obdurate.

Twenty Sold in Twenty Minutes.

“The machine will do every day just what it
has done for you to-day.” I said. “If it doesn’t,
money back. Let the machines make money for
yvou during the time you think they should be ex-
perimented with.”

He smiled.

“I am convinced,” he told me, “that all you say
is true.”

A minute later he went away leaving with me
an order for 20 machines, one shaving machine
and 500 wax cylinders. He was a man of few
words and I sized him up correctly. In 20 minutes
1 sold that many machines, or a machine to the
minute.

The salesman who can read character and who
can gauge a customer at a glance, finds selling
comparatively easy. I have little difficulty in plac-
ing orders whenever I cover my territory—Illinois,
Wisconsin, a part of Indiana and a portion of
Iowa. I boost my goods because my goods boost
me. What I claim for them I mean.

I make my arguments brief and lose no time in
getting to my subject. I have found that you can
convince a prospect in 15 minutes of the value of
your merchandise more easily than if you con-
sume three times that amount of time.

OPENS FALL CAMPAIGN.

The importance of the record division of the
talking machine business as a factor in publicity
campaigns was well evidenced this month by the
appearance in the leading daily newspapers of a
number of advertisements devoted exclusively to
Victor record departments. These advertisements
occupied a good-sized space and most of them car-
ried a cut of a Victor record.

The arguments used in these record advertise-
ments differed considerably, as the selling talks for
the promotion of the sale of records are many and
varied. The Victrola department of John Wana-
maker emphasized the fact that every record sold
in that department was absolutely new, there being
a special set of records for demonstration pur-
poses. Other advertisements of Victrola record
departments featured the question of service, the
completeness of stock and similar other matters.

WORILD.

HAS A CHARMED LIFE.

Harry C. Lansell, of the Blackman Talking Ma-
chine Co.’s Outside Force, Survives Two
Rallroad Wrecks and Photographs One.

Harry C, Lansell, of the road staff of the Beck-
man  Talking Machine Co., 97 Chambers street,
New York, the prominent Victor and Edison dis-
tributor, must certainly possess a charmed life, hav-
g escaped serious injury in two recent railroad
wreeks where lives were lost or fatal injuries in-
curred.

On June 12 Mr, Lansell was leaving Bridgeport,
Conn,, and boarded the first section of the ill-fated
Boston Express which was wrecked by the secomd

Harry C. Lansell.
section of the same train at Stamford, Conn. Six
people were killed and twenty injured, all of whom
were sitting in the car “Skylark,” of the first sec-
tion. Mr. Lansell was seated in a rear seat of
the' car adjoining the unfortunate “Skylark,” not
having been able to secure a seat in the “Skylark.”
When the trains crashed Mr. Lansell’s seat was
torn from its fastenings and overturned, and in
the melee Mr Lansel!l secured a number of
scratches and a lame back. He managed to lend
his assistance, however, to the more unfortunate
passengers notwithstanding his injuries.

On September 9 a special train carrying Pres’-
dent Peters, of the Long Island Railroad. ran into
a regular passenger train just as the passengers
were leaving the train with disastrous results, as

f Every one buys cornets, violins, guitars, mandolins
and other musical merchandise during the holidays.
The greater part of the year’s business 1s done be-

plete stocks of

VICTOR MACHINES
and RECORDS

for your selection.
Musical Instruments
one freight bill.

THE BRUNO SERVICE

Is Quick and Complete
Exclusively Wholesale

One of the largest and most com-

and Victor
goods shipped in one package—

profits assured.

Established 1834

tween now and Christmas. Large

We will tell you just how to start this department.
Write now, as every day means loss of profits.

Send your business card for
400 Page Catalog of Musical Instruments

C. BRUNO & SON, Ixc

355 Fourth Avenue, New York

After the Collision.
shown by the accompanying photograph. At the
time of the collision Mr, Lansell was about to lea
the car, followed by an clderly couple. Mr. Lan
sell was thrown to the ground, escaping injury Iy
a miracle, while the lady in back of him w
severely injured.

Incidentally, this picture, snapped by Mr, Lan-
sell, has added intcrest from the fact that it is onuc
of three pictures taken by Mr. Lansell that are the
only ones in existence showing this wreck, as the
train was burned three hours latcr. Mr. Lansell
is an ardent camera enthusiast, and makes it a
point to always have a camcra with himn on his
regular trips through Connecticut and New York
State.

WHY FATHER SANG SO LOUDLY.

A young lawyer in New York received a vis
from his elderly parents, who live in a small up-
State town. The son took them to a fashionable
church on Fifth avenue. The hymns being fa-
miliar, the visiting pair “joined in,” the matter of
volume being in favor of the father.

Although not always in good time, the old
couple enjoyed their part very much, despite the
glowering looks bestowed upon them by near-by
worshippers and the chagrin of their son, Before
evening the latter took occasion to put the “old
man” right.

“Father,” he said, “in the New York churches
the congregations do very little singing. That is
left mostly to the choir.”

“I know, son,” said the father, “that it must
have been embarrassing to you this morning, as I
sang very loudly. But you must remember that if
I had not the congregation would have heard your
mother.”

Tf you know more than you need for your work.
that need not worry vou, it will always answer you
in good stead.

When your enemies are loudest about you it is
the time for you to remain silent; remember even
every dog has its day.

e ————
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The “HOHNER BOY”
Wants to Be Your
Salesman

E is bnght, alert, commands attention, on duty day and
night, and positively sells Harmonicas. He offers the best

known and easiest selling line in the world—Hohner's.

/ ‘ .9,0/;ru)\rm The “Hohner Boy” is a cut-out show card lithographed in five
{ %‘;’ -~ b el \ colors, presenting a showpiece which is a beautiful piece of art print-
h m‘:/m/ P2 ) et | ing. It has an attractive and dignified appearance and will serve
ﬂfz,gk as a handsome decoration in the finest establishment.

YOUR Cﬂt!c"

d 5f f @ It doesn’t require a student of psychology to understand why

the “Hohner Boy” can increase your Harmonica sales 100 per

cent. and coincidentally build up your other business as well.
Place him in your store and then observe the immediate increase

in your Harmonica sales.

M. Hoter’ Imperator, M. Holners . These cut-outs are offered with two different assortments—

L e =9

—— one having twelve Harmonicas to retail at 25c. each, the other
Shsi 31 inchos hislubrals (xcisiidey having twelve Harmonicas to retail at 50c. each, both assortments
having different styles and keys. The attractive value, the remark-
able selling power, also the popular price of both numbers are
features that should prompt every dealer to purchase them without a moment’s hesitation. Don’t delay in
buying—the demand for Hohner Harmonicas exists—yes, exists in every section of the United States. Show

the people that you have the genuine article—that’s all they want to know.

No. 425. The “Hohner Boy” Assortment. Consists of one new display card, as described, with a dozen

genuine Hohner Harmonicas to retail at 25c. each, assorted in different styles, with a varety of seven keys,

returning 50 per cent. cash profit.

Per Doz. (1 set), $2.10 less jobber’s cash discount.

Consists of one new display card, as described, with a dozen

No. 450. The “Hohner Boy” Assortment.

genuine Hohner Harmonicas to retail at 50c. each, assorted in different styles, with a variety of seven keys,

returning more than 50 per cent. cash profit.

Per Doz. (1 set), $4.00 less jobber’s cash discount.

Ask Your Jobber

Canadian Office: M. HOHNER Mexican Office:

76 York Street 114_1 16 East leth Street 5a Tacuba., Num. 74.

Toronto, Ont. Mexico, D. F.

NEW YORK CITY
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“It you do not already know it, you will
be interested to learn that the lowest
priced instrument in our list will play
any record in our catalog (or in any
other catalog of disc records) so well
that only a tone expert can distinguish
where tone superiority begins.”

HAPPINESS A BUSINESS ASSET.

Comfort and Peace of Mind of Employes Means
More and Better Work—The Policy of Large
Corporations in the Treatment of Employes.

1t was not so very long ago that manufacturers,
when told they ought to give their employes more
light or more air or better quarters, would ex-
claim, “They've got room enough to do their work
in; that's all we want of them, to do their work;
they can get light and air outside.”

Perhaps it sounded logical at the fime, but now
the clever and up-to-date manufacturer under-
stands that ithis is a wrong view entirely. He
understands that human life is a business asset,
just as a piece of machinery is a business asset.

The manufacturer makes certain his machinery
is of the best. Ile sees that it is kept in repair,
that it is well taken care of, because he realizes
that # is a valuable asset. Now the up-to-date
manufacturer also realizes that human life is a
valuable asset in his factory, and that the better
care he takes of the human lives in his employ
the longer they last and the better work they do.

The man who c¢smes to work in a factory where
the light is poor and the air foul soon acquires a
headache and a grouch. le is unhappy and suffer-
ing and cross, and he slams through his work as
slovenly as possible. The result is he does not do
as much work as he could if he were feeling well
and happy, nor does he perform that little as
well.

Let the same workman come into a factory where
the light is good and the air clean and pure and
everything comfortabie, and he feels light-hearted
and happy. The result is that his work is a
pleasure and he turns out far more work and far
better work than under the previous circumstances.

This is the reason that the manufacturer of to-
day has come to learn that human happiness is
just as much of a valuable asset in his business
as modern and well-kept machines, says the Sun-
day World. He knows that he is employing
human machines, in a way. and that the better
treatment these human machines get the better
work ‘they do.

Employers of large numbers of human machines
are realizing the surprising fact that, as a cold
business proposition, it pays, not in sentiment, but
in dollars, to take good care of their employes.
Business men are learning that well-fed, well-
clothed, contented men and women, working in
well-lighted, well-ventilated quarters and on
schedules arranged in accordance with our modern
knowledge of psychology and physiology, actually
turn out more work and better work than under-
paid, discontented help, working under uncom-
fortable and unsanitary conditions.

Therefore large corporations are spending money
liberally in playgrounds, rest-rooms, libraries, gym-
nasiums, sanitary lunchrooms, moving picture
shows, safety devices, ventilating systems and sim-
ilar -devices for the well-being and enjoyment of
their employes.

If one asks these men why they are doing these
things, they will disclaim any charitable or philan-
thropic motives. “This isn’t charity,” says one

(From “Music Money,” a book “full of meat’ for every Talking Ma-
chine Dealer interested in quick and frequent turnover of capital.)
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Columbia Graphophone Company
Woolworth Building, New York

PROMPTNESS A FACTOR IN GENTRAL AMERICAN TRADE.

Arrangements Should Be Made to Have Consular Invoices Arrive at Destination Simultane-
ously with the Goods or Before Them—Claimed That American Business Houses Are
Not Inclined to Be Accommodating to Their Customers in Small Matters.

A subject of complaint among merchants and im-
porters in Central America is the failure of some
business houses in the United States to make
prompt shipments and to exercise care in gectting
off consular invoices so that they will arrive simul-
taneously with the goods or before them. With
boats arriving once a week where the service is the
best at a Central American port, and two or more
weeks apart at the smaller ports, to miss a steamer
with a shipment when the goods are confidently
expected by the importer is a serious matter. If
the buyer is a merchant in the interior, he has
probably sent a pack train or has engaged a force
of Indian cargadores to be at the port, relying
upon the assurance that the goods will be shipped
on a certain vessel. Failure to ship according
to instructions means a delay of at least a week,
and in all probability two or three weeks. The
houses that hold the trade are the ones that arc
most careful about getting shipments off on time.
Commercial Agent Gerrard Harris points out in a
recent report, is the matter of having consular
invoices available when the shipments arrive at

Intimately connected with prompt shipments,
their destined port. If merchandise has been sent
according to schedule and the consular invoice
comes along a week later, the goods cannot be

cleared from the custom house until the invoice is
at hand. The general idea is that the people of
Central America are easy going, but it is an error
to assume that business men there do not care for
the observation of strict business methods in deal-
ing with their shipments.

A third cause for complaint against American
business houses is that they are not inclined to

be considerate and accommodating in small mat-

ters. As an example is cited the experience of a
business man in the interior, who gave an order
of considerable size to a house soliciting the
business. In addition to the goods handled by the
firm to which the order was given, a request was
made that there be included in the shipment an ar-
ticle that the Central American did not know where
to purchase.

The export firm that received the order could
have bought the article and included it without any
trouble, but instead of so doing the United States
firm listed the article on the invoice and after it
merely wrote “Don’t handle.” There was no ex-
planation. Some three months afterward the travel-
ing representative of the firm was astonished when
the Central American informed him that he did
not care to have any further business relations
with it.

firm, “we want that clearly understood. This is
simply good business management and common
sense. A well man is of more use to us than a
sick man. A happy, contented woman turns out
more work and better work than an unhappy one.
Therefore anything we can do to make the people
who do our work at ease in mind and body we
regard as good business management, just as we
regard fire insurance, improved machinery and
labor-saving devices.”

The firms that have realized the enormous im-
portance of this discovery are already reaping the
benefits. The conservation of health of employes
will be a fundamental principle of good business
management in the future. When it is fully
recognized by the industrial world that sickness
is a material liability and that health is a realizable
commercial asset, contagion and preventable dis-
eases will be hunted down and exterminated as
relentlessly as modern industrialism now pursues
counterfeiters, forgers and other criminals.

ANNOUNCES A NEW STYLE.

The Columbia Graphophone Co. announces the
addition to its comprehensive line of a new ma-
chine to be known as the “Jewel.” This machine,
which will retail at $35, is featured by the com-
pany as the only talking machine with a top cover
at this price.

The Columbia “Jewel” Grafonola embodies all
the distinctive merits of the Columbia product, in-
cluding the new metal motor board. bayonet joint

tone arm, No. 6 reproducer, unobstructed tone
chamber, Columbia tone control leaves and regular
Columbia double spring motor.

In appearance the “Jewel” is typical of the grace-
ful lines of the entire Columbia line of machines,
and, as will be seen from the accompanying illus-

The Columbia

“Gem."”

tration, presents a most atractive appearance for
display in the dealers’ showroom. Dealers who have
seen the first samples of the new machine are en-
thusiastic over its many merits and predict a
splendid sale for it this fall.

It takes time and much effort to overcome cer-
tain obstacles; this is done by recognizing them
and figuring with them and not worrying about
them,
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DOUBLE

Healy’s —
Unit Record Cabinets

We have at last solved the problem in Record Cabinets, and are now
in a position to furnish to you Unit Record Cabinets in any woods or
finishes to match any Victrola. These units are made in two sizes, ten
inch and twelve inch, and can be built to any height desired, thus
making them the ideal cabinet for the home. The Lyon & Healy
Unit Record Cabinets will be one of the best sellers on the market.

FOUR GREAT FEATURES

A separate compartment for each record and Each Unit or Section has a capacity of
an index that is simple and accurate, enabling seventy-five records.

one to secure the desired selection instantly. Sectional feature—enabling one to add to

The divisions are felt lined, thus eliminating their library, procuring additional facilities at
the scratching and marring of records. a minimum cost.

SCHEDULE OF DEALERS’ PRICES

Section Mahogal:ll;'ci‘inish Weathered and (I;I;f;en Oak Finishes
A—Top . . . . .8275 . . . . . . .80
B—10"Upit . . . 575 . . . . . . . 535
C—12"Unit . . . 675 . . . . . . . 635
D—Drawer . . . 350 . . . . . . . 250
E—Base IR 275 < Lo on B

ORDER TODAY AND REAP A HARVEST!
Sold only by us.

Cabinets manufac-
tured at our own
factory. Ideas and
designs embodied
in cabinet being
ours exclusively.

CHICAGO

Woods and finishes
used selected with
extreme care in
order to match
Victrolas.
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ROOM 806, NO. 37

SOUTH WABASH AVENUE, E. P. VAN HARLINGEN, MANAGER.

FROM OUR CHICAGO HEADQUARTERS “

(Special to The Talking Machine World.)

Cuicaco, 1L, October 11.—The jobbers all re-
part an exceptionally Jarge Scptember and a most
cucouraging volume of advance orders for both
machines and records.  Although the machine pro-
duction of the factories has been vastly incrcased
this year and shipments have been coming forth
at a liberal rate as eompared with last year, still
the demand has been of such inereased proportions
that a material shortage in many types is already
beginning to appear, and the wisdom of the job-
bers in urging the dealers to place their orders
carly is evident.

Local retail trade developed along satisfactory
lines in September, and everybody is looking for-
ward to a business of large dimensions from now
to the holidays.

Edison Disc Progress.

C. E. Goodwin, general manager of The Phono-
graph Co., reports that September was the biggest
month since the eompany started, and October
promises to far exceed it. Not only is the retail
business cxcellent, but the company is now, for
the first time, able to fill orders promptly on Edi-
son disc phonographs and records. The new bulle-
tin, which will be out in a few days, will list 295
selections, of whieh the company will have a com-
mercially adequate stock on hand.

The beautiful Edison concert hall on the first
floor of The Phonograph Co. building will soon
have its only defect, a slight echo, eorrected. The
Johns-Manville Co. has been given the contract
for the work which will be performed after speci-
fications furnished by Professor Sabin, the well-
known aeoustical expert of Harvard University.

Miller Reese Hutchinson, chief engineer of the
Edison laboratory at Orange, N. J, was a visitor
at The Phonograph Co. last week on his way to
Lake Minnetonka, Minn.,, where his family has
been spending the summer.

Will Increase Output.

The Tusko Manufacturing Co., manufacturers
of the Tusko disc needle, will move on November
first from 1379 East Fifty-fifth street to 5513-5525
Monroe avenue, where they will have much larger
quarters, install additional machinery and will
greatly increase their output. R. H. Jones, the
president and general manager of the eompany,
has enlisted new capital in his enterprise, and the
application for incorporation has been made under
the laws of Illinois with a capital stock of $15,000

Will Enter Retail Business.
Harry B. Hopkins, for many years city whole-

sale representative for the talking machine depart-
ment of Lyon & Healy, and one of the most popu-
lar n1en among both local and visiting dealers, re-
signied his position last nmonth to go into retail
husiness in Joliet. Together with G. B, Wiswell,
brother of L. C. Wiswell, and who returns to the
musie business after some yecars spent in another
line, Mr. Hopkins has organized the West Music
Co., with a capital stock of $10,000, and has bought
the business of Walter S. West, who has bad a
prosperous business in Joliet for years handling
Victor talking machines, pianos, small goods dnd
sheet music. The store is at 1921 Ottawa stréet,
is 60 x 125 feet in size, handsomely fitted up with
attractive reception room, booths, etc. Joliet is
an excellent town from a musical viewpoint, and
the business is not overdone there. Consequently
the new firm starts out with every prospect of a
large success.
A Deserved Promotion.

Walter Roach, who has been connected with the
Lyon & Healy talking machine department for sev-
cral years, and has had the inside city desk, suc-
ceeds Mr. Hopkins as the city wholesale represent-
ative. He has a wide acquaintance among the
dealers, knows the line to a finish, and is being
given a warm welcome in the stores of the dealers
in the city and environs. The new position comes
in the nature of a promotion, and one that Mr.
Roach has deservedly won hecause of his faithful
service.

George W. Lyle a Visitor.

George W. Lyle, general manager of the Colum-
bia Graphophone Co., accompanied by John A. B.
Cromelin, general manager of the company’s
European interests, spent a day in Chicago recently
in the course of a trip among some of the middle
Western branches. They inspected the new quar-
ters of the Chicago office, now being fitted up in
the Ward building, and expressed themselves as
greatly pleased with them. District Manager W.
C. Fuhri accompanied the visitors to St. Louis.

Columbia’s New Quarters.

The Columbia Co. will probably be able to oc-
cupy its new quarters in the Ward building, 12 to
22 North Michigan avenue, promptly on November
1 if not before. The retail warerooms, which will
occupy the ground floor store at No. 14, will not
only have fine window frontage on Michigan ave-
nue, but along the entire lobby of the building, giv-
ing a view of the warerooms and of the demon-
stration booths to all those entering the building.
The store will be fitted up in white enamel, with

cight handsome  demonstraton bootlis, and  the
floors will be artistically carpeted. The gencra
and wholesale offices will occupy the greater
portion of the seventir floor of the large building.
‘The private offices of Messrs. Fuhri and Baer
the counting room and Dictaphone department,
will occupy quarters fronting on Michigan av

nue, with the machine and record stoek rooms
shipping department, ectc., occupying extensive and
conveniently arranged quarters in the rear. There
will be a handsome reception room for visitors,
with several demonstration booths for dealers use.
The wholesale department, including the seventh
floor space and the basement under the retail stor

will occupy alone about 18,000 feet of space.

New Manager at Hillmans,

Arnold G. Lockerby, formerly of Chaffec &
Young, 8f Grand Rapids, Mich, and previous to
that with the Vitaphone Co., of Plainfield, N. J.,
has been appointed manager of the talking ma-
chine department of “‘Hillman’s” department store.
It is probable that James Montgomery will suc-
ceed Mr. Lockerby as manager of the talking ma-
chine department of the Michigan house.

Resigns from F. G. Smith Piano Co.

Albert D. Herriman has resigned as manager of
the talking machine department of the F. G. Smith
Piano Co. store in this city.

Goes to Factory.

George Ingalls, who for the past fourteen years
has been superintendent of the repair department
of the ‘Chicago branch of the Columbia Co., has
received a notable reeognition of his ability. Mr.
has been promoted to the responsible position of
foreman of the Dictaphone assembling room at
Bridgeport, Conn. While his associates of the
Chicago office regret to lose him, he is followed
by the best wishes for success in his new place.

Takes Western Territory.

H. R. Skelton, who has for many years repre-
sented the Edison Co. in New England territory,
has transferred his activities to the West, and is
now visiting the Edison dealers in Illinois and ad-
jacent territory, with headquarters in Chicago. Mr.
Skelton is famed as a hustler extraordinary and
the Edison dealers in this section will find him full
of helpful and “boostful” suggestions born of his
long experience in the trade.

Urges Advance Orders.

Although the facilities for the manufacture -of
Wade fibre needle cutters have been greatly in-
creased since the occupation of the new factory

(Continued on page 64.)

Cutter No.2

Order from your regular Dis-
tributor—we sell to Jobbers only

The Practical Fibre Needle Cutter—THE WADE

The WADE embodies the right principle, worked out through long experience. It is simple, durable and accurate.

guaranteed.

playing points.

: RETAIL PRICES —No. 1, $1.50; No. 2, $2.00

WADE & WADE,

It trims the needle at an angle resulting in the best tone.
The WADE cutters are made of the best steel and are absolutely

The WADE is the most economical cutter. It has a self-acting
stop, which prevents waste and enables one to get from 12 to 15 perfect

No. 1 is a very popular cutter which has given excellent service.
No. 2 has a double action, making it especially easy to operate and
affording the most powerful cut of any tool made.

3807 Lake Ave,

PHONE, DOUGLAS 8108

CHICAGO, ILL.
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and the more recent installation of additional

equipment, S, O. Wade wishes to impress on the

jobbers the necessity of placing their orders im-

mediately in order to insure prompt delivery.
Salter on Fishing Trip.

George W, Salter, president of the Salter Manu-
facturing Co., is away on a fishing trip that will
take him into some of the most remote fishing
country of Northern Michigan and Wisconsin. Mr.
Salter has won many laurels as a fisherman, but
the present trip is in preparation of what is ex-
pected to be one of the biggest years of the com-
pany’s history, and Mr. Salter wishes to be in the
best shape to handle the immense business that
greets the company during the fall of the year.

Kimball Department Enlarged.

The talking machine department of the Kimbhall
Co.- is completing arrangements for the usage
of large additional space to the already com-
modious quarters that it occupies at the present
time. Under Manager Cullen's direction this de-
partment of the immense piano house has grown
so rapidly that it was made apparent sme time
ago that more space was necessary. Accordingly,
the fine light corner room on the second floor of
the building was remodeled and decorated in gen-
erous fashion and furmished with a large stock
of new machines. ‘The new room furnishes nine
hundred feet of additional space in one of the
choicest localities in the city. Passengers on the
elevated trains will be able to look directly into
the room, and to make sure that they do MF.
Cullen is having some attractive electric signs
made. It is probable that if the company’s talk-
ing machine business improves there will be addi-
tional space given to it upon the third floor.

Paul H. Wagner in Business.

Paul H. Wagner, formerly in charge of the
forcign edition section of the music department
of Lyon & Healy, was in the city for a few days
recently completing purchasing of stock for hi
fine new music store located in the Hume-Manser
building, 27 East Ohio street, Indianapolis. Mr.
Wagner will handle Victrolas and records and
promises that his store will be one of the best talk
ing machine shops in the State. He will also
handle pianos and players, small goods and music.
\Mr. Wagner will be able to accommodate a large
stock, as his store is 120 feet by 33 feet, and has
a large basement in addition. The Wagner Music
Co. is incorporated for $10,000.

The Tango in North Dakota.

The following description of a Grafonola concert
in which tango records took a part is taken from
the “Steele Ozone,” of Steele, N. D. “W. W.
Paige has received a new grafonola and gave an
informal concert, mostly classical music, Monday
cvening to a number of visitors, and among the
list he played was the reproduction of a solo by
the famous boy vocalists. The tango was also
given, and it certainly is a piece of great life and
action. So far as the music s concerned it is
great stufi. Among those present were Messrs.
Gunsaulius, Jones, Dr. Lodge and E. B. Miller,
and they agreed that if the tango as a dance had
the life in it the music has, it would be worth see-
ing in its native heath of Buenos Ayres. It was
decided that the tango music is all right, but the
use to which it has been put by the social flash™ at
Newport has given it a bad repute.”

C. W. Copp in Town.

C. W. Copp, an enterprising dealer of South
Bend, Ind., was in the city recently buying stock
for his newly remodeled shop. Mr. Copp has
added a demonstration parlor, which increases his
space 50 per cent. He is very optimistic over fall
business and promises himself a record-breaking
season. Mr. Copp recently devised an unique rec-
ord filing system.

A Profitable Postcard.

Harry C. Meek, manager of the talking machine
department of the P. A. Starck Piano Co., has
been securing most successful results from the
use of a return postcard on which is presented a
choice selection of new records. A small square
opposite each selection can be marked with a
pencil indicating that the customer would like to
hear the record. The records are sent for trial,

those approved are retained and the balance called
for. The cost of such solicitation is small and the
returns from it are said to be more than satis-
factory.

Poetic Advertising.

In advertising to their patrons and prospective
patrons in the vicinity of their store, Miller's
Talking Machine Shop, 1124 East 634 street, made
an appeal to the parents recently that was most
successful. The appeal, which was in the form of
*kid" poetry, appeared in the Woodlawn Magazine,
and is as follows:

MY GRAPILOPHONE.
We haven't any graphophone, like Mrs. Brown has got,
And so I just play-tend that I am one;
I wind myself up awful hard, with just a play-tend crank,
And sing and talk, and have a heap of fun.

Sometimes I ¢rank myself up wrong, and then I will not go
Until 1 just unwind myself again;
And ecrank and crank myself some more, as careful as can

e,
And then start off with all my might and main.

1 know I sing most every song that you have ever heard—
And Mother says 1 sing them very well—

And then 1 play some music tunes that haven’t any words,
And lots of jokes and funny stories tell.

Sometimes I make a funny noise, like all my screws were
loose;
And then it is I've got a joke on you;
You can't imagine what’s the matter with my graphophone,
And wonder what on earth I ought to do!

And when I tell you what’s wrong, you'll simply have to
laugh
1 did it all on purpose, don't you know;
[ didn’t put a record in, and knew it all the time,
I simply dwdn’t want that thing to go.

We haven’t any graphophone, like Mrs, Brown has got;
But 1 don’t miss it very much, you know;
Recause my play-tend music box is with me all the time,
And any minute 1 can make it go.
Have Final Celebration.

C. F. Baer, manager of the Chicago office of
the Columbia Graphophone Co., closed his cottage
at Lake Catherine with appropriate ceremonies
Sunday. W. W. Parsons, Ed. Blimke, S. T.
Schultz, from the office, and several friends out-
side of the trade assisting. The record catch of
the season is reported, including a giant musky,
who fell a victim to a perch which had just been
Liooked and was being yanked to the surface when
the big fish seized him.

New Additions to Columbia Family.

The Chicago office of the Columbia Co. reports
that the department store of A. Gottlieb & Co.,
of Kemosha, Wis., have just added the Columbia
Iine exclusively, fitting up a well arranged depart-
ment for its accommodation. The Hobart M. Cable
Co. has added the Columbia line at its stores at
Decatur and Lincoln, IIl, as a result of the suc-
cess experienced with the goods at the Clinton, Ia.,
store, which added a Columbia department last
spring. !

Joins Talking Machine Co.’s Force.

D. C. Preston is a new member of the traveling
force of the Talking Machine Co. and will visit
the trade in Wisconsin, Northern Michigan and
Minnesota, the territory formerly covered by Frank
Moses, who is now in the automobile business in
Indianapolis. Mr. Preston was formerly a piano
salesman in Des Moines, and understands thor-
oughly the art of closing sales, an accomplishment
which will no doubt stand him in good stead in his
work with the dealers.

Praise Improved Service.

The Talking Machine Co. have received many
compliments on the improvement in their already
excellent service since they occupied their fine
new quarters on Michigan avenue. The record de-
partment with its improved system and greater
capaoity enables the pushing through of orders
with lightning speed. The past month has been
a remarkable one with the company, scoring a big
increase over the corresponding month of last year.

Roy J. Keith, sales manager for the Talking
Machine Co., returned Monday from a week spent
at French Lick Springs, Ind. He took the baths,
broke equestrian records and learned to play golf,
an achievement of which he is vociferously proud.

High Priced Machines Hold Own.

L. K. Cameron, manager of the retail talking
machine department of \Wurlitzer's, says that not-
withstanding the excellent value offered in the
Victrola X, the new cabinet $75 machine, the actual
figures show that the Victrola XVI’s outsell them
five to one, while the X1’s, the hundred dollar

machines, outsell the Victrola X’s ten to one.

He went over the matter with F. A. Siemon,
and found that much the same proportion main-
tains in the wholesale, with the exception that in
the very small towns the proportionate of increase
of the $200 machines is less pronounced.

Mr. Cameron recently returned from a three
week’s vacation spent at Wisconsin and Michigan
resorts, where he indulged himself in his favorite
pastime of yachting to his heart’s content.

New Department Manager.

A. N. Nelson is now in charge of the talking
machine department of the Boston store. He suc-
ceeds Ben Davis, who held the position for some
years, but who left to go on the vaudeville stage
in the East.

Opens Department.

The A. R. Owens Co., of Riverside, 11, one of
Cliicago’s most beautiful and aristocratic suburbs,
has opened a Victor department, devoting to it a
separate room, with direct street entrance.

Enlarges Department.

George B. Barwig, furniture dealer at 3335 North
Clark street, is preparing to handle Victor goods
on a larger scale than Iritherto, and will fit up a
regular department with demonstration booths, etc.

Some Musical Robbers.

The store of August Dannemark, in the North
shore suburb of Wilmette, was entered the other
night through the skylight and 294 reocords, and
mostly high priced, with about $200 worth of elec-
trical goods were taken. Mr. Dannemark did some
shrewd detective work on his own account, and as
the result the theft was traced to the home of a
\Vilmette youth and the goods discovered in the
attic. The young man is now in jail.

Make Fine Exhibits.

R. L. Berry and Bernard’s Music Shop, of
Springfield, Ill, are both making fine exhibits at
the Illinois State Fair now in progress there, and
are giving Victor demonstrations to large crowds.

Personals.

J. F. Boller, piano and talking machine dealer,
3133 Milwaukee avenue, has just returned from
Northern Wisconsin, where he spent the summer.

H. W. Brelsford, 511 North avenue, has remod-
eled his store, installing three booths for the dem-
onstration of Victor and Columbia goods.

George A. Vining, talking machine dealer on
the tenth floor of the North American building,
State and Monroe streets, not only has the dis-
tinction of being nearest the sky of any dealer
in the city, but also the only one handling three
lines, Victor, Columbia and Edison disc.

Otto P. T. Friederich, of the well-known music
and talking machine jobbing house of J. A. J.
Friederich, Grand Rapids, Mich, was a Chicago
visitor last week.

M. M. Martin, talking machines, etc., was an-
other Grand Rapids visitor a few days ago.

Henry Saak, Columbia dealer, Milwaukee, spent
a day in Chicago last week.

J. L. Haight, a Victor dealer of McGregor, Ia.,
was in Chicago last week on his way to the East,
where he intended visiting the Victor factory.

Sam Goldsmith, of the Victor sales force, and
V. B. Taylor, the Victor missionary in Northern
Illinois and Southern \Visconsin, called on the
jobbers recently.

Occupies New Store.

M. P. Berg, musical merchandise and talking
machines, has moved from his former location,
3158 Lincoln avenue, to a fine new store at 3150

_ Lincoln avenue, just across the street. In the new

store he has four handsome new booths for dem-
onstrating Victor and Edison machines.
Death of Judge Cratty.

Thomas Cratty, treasurer and a member of the
board of directors of Lyon & Healy, died at the
Henrotin Memorial Hospital September 19.

Judge Cratty, as he was known in the trade,
was taken ill about three weeks ago. At first it
was considered nothing more than a nervous
breakdown, but later, his condition growing
serious, he was removed to the Henrotin Hos-
pital. Judge Cratty was born in Delaware County,
September 29, 1883,
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Satisfied through your ability to give
him a proper selection of records.

FIRST SALE SHOWING
SATISFIED CUSTOMER

The Accrued momentum of a few Victrola sales, properly |
followed up must create a record business more substantial,
more profitable, than the original machine sales. |

We are Filling our Record Orders 99.3% Complete i
L
a

THAT'S A RECORD!

THE TALKING MACHINE COMPANY
12 orth Michigan Avue CHICAO
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FROM OUR CHICAGO HEADQUARTERS—(Continued from page 65).

EXHIBITS OF COMMERCIAL DICTATION MACHINES

At the National Business Show Recently Held in Chicago Attracted the Attention of Progressive
Business Men to Good Purpose, Judging from the Orders Booked.

(Special to The Talking Machine World.)

Caicaco, I, October 8.—The commercial dic-
tation machinc exhibits are always an important
feature of the National Business Show which is
held in Chicago in alternate years, and the 1913
show, which was held at the Coliseum from Sep-
tember 8 to 15, was certainly no exception to the
rule, the displays of the two great companies being
more elaborate than ever and exciting an unusual

amount of interest. Some very dramatic “stunts”
were pulled off at both exhibits, causing much
comment among the crowds of business men and
women who attended, and serving to center the
attention on the value of the commercial dictating
machine in lightening the labors and reducing the
expense of the modern office.

A most important feature of the show was the
breaking of the world’s speed record in transcrib-
ing on a typewriter from a dictation machine. This
happened on the evening of the day succeeding
the typewriter speed ccntest and took place in the

The Columbia Graphophone Co.’s Booth.

the fact that the matter transcribed was entirely
new to Mr. Ehrich, and even the dictator’s voice
was strange. The former speed record was eighty-
three words per minute and was held by Miss
Gertrude Adler.

A splendid exhibit of Edison dictation machines
was made, and the force in attendance was kept
busy demonstrating the machines and explaining
some of the new improvements recently introduced.
These embrace the au-
tomatic dictation in-
dex that automat-
ically shows the ste-
nographer the length
of letters dictated on
the cylinder, extra car-
bons when required and
correction, the collaps-
ible mandril, which
prevents the sticking
of cylinders when left
on the machine for a
period of time, and the
Edison sanitube, a new
device to receive the
dictation, replacing the
speaking tube and horn
hitherto used.

E. C. Barnes, head
of the firm of E. C
Barnes & Bros., was in
charge, assisted by J.
Pahlman, sales manager; O. C. Dentzler, J. W.
Almony, A. G. Moore, G. W. Thiell, Edward
Parker, E. Humphry and M. H. Spies.

The illustration of the Columbia Graphophone
Co.’s booth shows it on Wednesday, which W. W.
Parsons, district manager of the dictaphone de-
partment, had sent out letters to all the operators
of the company’s machines in the city announcing
dictaphone day, and enclosing admission tickets.
Over a thousand responded, and the aisles in the
vicinity of the booth were jammed all evening.
The young women were received by Miss Carpen-
ter, in charge of the
employment depart-
ment of the Chicago
offices, and all were
presented with napkin

‘- Lot N R ”’

ring records of their
voices, or blanks, as
they wished, and were
decorated with bouton-
nieres and souvemr
banrers. Miss Madison
and Miss Stuetzer, two
of the dictaphone of-
fice employes, surprised
Mr. Parsons by show-
ing up that evening
decosated with  silk
banners of their own
making, bearing the
legend “Dictate to the
Dictaphone,” and spent
the evening parading
through the Coliseum,
leading the crowds to
the company’s booth.
The interest of vis-
itors to the booth dur-
ing the week was cen-

Edison booth, which was in charge of Edward C.
Barnes & Bros., the Chicago representatives of the
Edison dictation machine. The very remarkable.
speed of ninety-five words per minute was attained
by William Ehrich, of the Underwood speed team.
Mr. Ehrich typed from the phonograph in the
same manner that stenographers write letters from
the dictation machin in offices where this device
is used. The test was made particularly severe by

The Display Made by Thomas A. Edison, Inc.

tered on the new fea-
tures shown on the
new models A-7 and B-7 dictaphones, includ-
ing the new enclosed rheostat, a feature of both
types, and the back-spacing device and hand con-
trol on the A-T.

The booth was in charge of W. W. Parsons, dis-
trict manager, assisted by E. A. Parsons, A. B.
Walker, C. C. De Bruller, W. G. Saunders and
Frank W. Zing, who expressed great satisfaction
with the management of the show this year.

THE UNIT RECORD CABINET

Made by Lyon & Healy, Which Is a Clever
Adaptation of the Sectional Bookcase ldea,
Is Destined to Have a Great Vogue.

(Special to The Talking Machine World.)

CHicaco, ILL., October 9.—The accompanying il-
lustration shows an interesting development in
talking machine record cabinets for home use just
introduced by Lyon & Healy, Chicago.

It is known as the “Unit Record Cabinet,” and
is, in short, a most clever adaptation of the sec-
tional bookcase idea to the record problem.

As explained by L. C. Wiswell, manager of the
talking machine department of Lyon & Healy, it
is especially adapted for the use of those having
the larger Victrolas in their homes and who have
rapidly growing record libraries and wish to avoid
the necessity of having several cabinets.

One can start, if he wishes, with one section or
unit, with top, drawers and base, and then as the
library increases one can add units at a minimum
expense, the retail price per unit averaging about

:$10. Each unit or section accommodates seventy-

five records, and a three-unit outfit as shown in
§ ot et a1
e

One of Lyon & Healy’s Unit Record Cabinets.

the illustration, therefore, has a capacity of 225
records. The sections fit securely and the whole
presents a solid and most attractive appearance.
The glass doors slide up and back into the cabinet
in regular bookcase manner and travel with ex-
ceptional smoothness. There is a felt-lined com-
partment for each reord, preventing the records
from being scratched or marred. Each compart-
ment is numbered and a neat index book is pro-
vided with the cabinet and is kept in one of the
drawers, which also provides facilities for sup-
plies and accessories.

A feature on which Mr. Wiswell lays especial
stress is the versatility of the cabinet. The interior
of any section comes out instantly by loosening
two screws, and record albums can be substituted
for the compartments, or the shelf used in whole
or in part for music rolls, books or any other pur-
pose desired.

The unit record cabinets are finished in any
finish of mahogany, walnut or oak to match the
Victrolas. The units are made in two sizes, ac-
commodating ten or twelve-inch records. The
combination of, say two twelve-inch and one ten-
inch unit with top, base and drawers, makes a
symmetrical and handsome appearance.

A large demand for the cabinet is anticipated,
and some excellent orders have already been
booked.




THE TALKING MACHINE WORLD.

&7

Better Value than Other Albums by Reason of Superior Quality

Our Albums are bound correctly hy
expert hands. Envelope pockets are
constructed of very tough Dark Green
Fibre paper. Albums are bound in best
Mahogany Imitation leather, gilt stamp-
ing on facc and leather or gold-plated ring
pulls as desired. Made for 10 and 12 inch
discs. Write for sample and prices, which
will convince you, as they have all our
other customers, of the superior quality

NEW YORK POST CARD ALBUM MFG. CO.,

and value of our albums.

These albums are constructed with a view to Strength, so that they will really hold the full complement of discs, and

give excellent service.

23-25 Lispenard Street, New York

NEW DEALERS ASSOCIATION FORMED IN PHILADELPHIA.

Daniel O’Neill Elected President—Much Interest Shown in New Venture, Which Also Takes
in Old Association—Active Campaign to Be Outlined—Interest on Instalment Sales
and Discouragement of Misleading Advertising to Be Advocated by Association.

(Special to The Talking Machine World.)

PumapeLpr1A, Pa., October 11—Much interest
is centered in the organization in this city of the
Talking Machine Dealers’ Association. That such
an association was to be formed was mentioned
in the last number of The World, but since that
issue a number of meetings have been held and
the project fully launched. The final meeting for
organization was held on Thursday evening, Octo-
ber 2, at the Estey Piano Wareooms. At this meet-
ing Daniel O’Neill was elected president; Thomas
R. Henderson, of the Estey house, was made vice-
president; Mr. Cope, of the Snellenburg depart-
ment, was made treasurer, and Mr. Martin, of
Jacob Bros., secretary.

As will be noticed by this list, it does not in-
clude a Philadelphia jobber, for it was decided at
the first meeting, and at the suggestion of the job-
bers, that no jobber will hold office, but that they
will all be admitted to full membership. The idea
was that by their not holding office the jobbers
could be absolutely free and that there could never
be a question of their showing favoritism.

There was a large attendance at this meeting
and practically every house was represented either
in person wor by letter,and there seems a unanimity
of opinion that such an organization is necessary
and that it is going to get the support of the entire
trade. A special meeting was held on Monday
evening of this week at the wareooms of the
Pennsylvania Talking Machine Co. for the fram-
ing of the constitution and by-laws by which tne
association is to be governed, and for the purpose
of outlining the work as it should proceed.

The committee on constitution and by-laws con-
sists of Messrs. Harry W. Weymann, of H. A. Wey-
mann & Sons; Walter L. Eckhart, of the Pennsyl-
vania Talking Machine Co., and Mr. Barnhill, of
the Penn Phonograph Co., representing the jobbers,
and Martin Goetz, Mr. Cope and Robert Staton,
representing the retailers, with President O’Neill
as chairman of this committee. This committee
was also instructed to draw up resolutions in the
form of a letter to be addressed to every dealer in
Philadelphia asking them to co-operate with the
association and sign a letter returning the same
to the committee, conditional that all will agree to
charge interest on deferred payments.

Another purpose of this newly organized asso-
ciation will be to discourage misleading advertise-
ments, and they also hope to secure an agreement
as to the shortening of the lease plan, to get a little
larger payments by the month, It was the con-
sensus of opinion of every member who attended
the last meeting that it was high time to form
such an organization for the benefit of all dealers
concerned.

Philadelphia has had for more than a year an

organization which was known as the Talking
Machine Retail Dealers’ Association of Philadel-
phia, the secretary of which was M. Goodstein, of
5207 Market street. This organization at first re-
sented the coming into the field of a similar or-
ganization, but the old association was invited to
the meeting of the new association, and the matter
was thoroughly gone over and an amicable adjust-
ment followed, so that the entire association united
with the newly organized one, and some of their
members have been placed in office. The new asso-
ciation will be incorporated. All members of the
trade will be admitted to the newly formed or-
ganization who are in good standing with the va-
rious manufacturers.

From a certain point it was argued that several
of the rules would conflict with the agreement with
the Victor Co., but there is nothing in this state-
ment, for the reason that the Victor Co. is very en-
thusiastic over the forming of this association and
is giving it its full moral support.

PROTECTION OF CREDITORS

By Means of Adequate Insurance on Stocks the
Mark of a Trustworthy Merchant, Say Credit
Men—Serves to Develop Confidence.

It is fair to presume that there would be no dif-
ference in opinion among credit grantors as to the
proper attitude to take when confronted with the
case of a merchant whose assets were limited strict-
Iy to his stock of merchandise, but who frankly
confessed he carried no insurance as a buffer be-
tween him and bankruptcy; yet a member of the
association on objecting to the shipment of goods
to a certain merchant receives in reply a letter ac-
companied by a.statement of assets and liabilities
at the foot of which appears these words, “You
will notice that I do not carry insurance yet.” Fur-
ther on in the letter “If you decide not to ship me
the goods I have ordered, you will be the only
firm I have dome business with which has ever
even mentioned the question of insurance.to me.”
Is it not fair to ask whether our member who
points out the necessity of this merchant carrying
insurance is not a more genuine friend than the
other creditors, especially when one considers how
great are the chances of burning in this country?
—The Bulletin of the National Association of
Credit Men. .

MORE ROOM FOR VICTROLAS.

George Dykeman, a prominent music dealer of
Marblehead, Mass., has arranged to move to new
quarters in the M. A. Pickett building, that city,
at an early date, in order to secure sufficient space
for exhibiting his new line of Victors,

REAL ROMANCE VIA “TALKER.”

Meeting in Father’s Talking Machine Store in
El' Paso, Tex., Results in Marriage of Miss
Ethel Marie Walz and the Sales Manager,
Ames H. Curry in Los Angeles.

(Special td' The Talking Machine World.)

Los AngeLeLs, Car., October 4—A romance
prompted by the mechanical, but none the less
moving, notes of a talking machine as it reeled off
a sentimental song, reached its logical climax the
other day with the marriage of Miss Ethel Marie
Walz, a pretty young social favorite of El Paso,
and Ames Harvey Curry, sales manager of her
father’s talking machine v.oncern in the Texas city.

The ceremony took place at St. Paul’'s Pro-
Cathedral, Dean William McCormack officiating.
The wedding was held in Los Angeles in order
that the bride’s father, W. G. Walz, a wealthy mer-
chant of EI Paso, who came here some months ago
for his health, could be present.

The story dates back nearly two years, to the
time when Curry was promoted to the position of
sales manager of the music company of which W.
G. Walz is president.

One day there came into the salesrooms a pretty,
young woman—a stranger to the handsome, young
sales manager—and asked concerning some of the
latest records. -Curry, smiling and attentive, even
more than was his custom, played the latest songs.
The young woman came repeatedly to the store,
and Curry learned that she was the daughter of his
employer. The courtship was comparatively brief,
and a week ago Miss Walz came to Los Angeles
te join her parents, and Curry arrived Friday even-
ing.

Mr. and Mrs. Curry have taken up their tem-
porary residence at the Alexandria. and later will
take an extended honeymoon trip through scenic
spots in Canada.

The bride, who is a graduate of a fashionable
Eastern girls’ college, and who has spent several
seasons abroad, is one of the most prominent fig-
ures in fashionable society of El Paso, and Curry
is also well known there.

EDISON LINE WITH KRAKAUER BROS.

Thomas A. Edison, Inc.,, Orange, N. J., closed
arrangements this week with Krakauer Bros.,
whereby this well-known piano house will handle
a complete line of the new Edison disc machines
and records in their warerooms at 17 East Four-
teenth street, New York. The initial shipment of
machines and records was received Friday, and
their first display in the show window of the store
attracted the general attention and commendation
of passers-by.

Krakauer Bros. are planning to conduct an en-
ergetic campaign on behalf of its Edison depart-
ment; and, judging from the interest already
manifested by their partons in the machines and
records, this campaign will be fraught with
marked success,
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Send for Complete Catalogue Showing Entire Line

SALTER MFG. CO.

337-43 North Oakley Boulevard CHICAGO

EXCLUSIVE MANUFACTURERS OF

Salter’s Patent Felt-Lined Shelf Cabinets

OF QUALITY

The line that sells is
the line to have on your
floor. SALTER Cabinets
talk for themselves. Our

The top of Cabinet is
built up to exactly match
the base of machine so

perfectly as to give the new Catalogue shows
impression that the two many attractive designs

are a unit, and it also for Columbia and Victor

holds the machine firmly machines. We shall be
in place. pleased to send you one.

WRITE FOR IT TO-DAY.

=3
No. 19. CABINET.
{Made Especially to Hold the Victor-Victrola No. 9.}

The Idea that has Revolufionized the
Record-Cabinet Business

A felt-lined compartment for each record.

Scratching and warping absolutely prevented. |

Absolutely dustproof. |

The single compartments and a simple and accurate index enables l
one to find the desired selection instantly.



ARTISTIC WINDOW DISPLAYS PAY.
Show the Enterprise of the Dealer and Em-
phasize the Standard of the Products
Handled—Schmldt Music Co.'s Good Work.

(Special to The 'l'm;x\lnchiuc Workd.y

Davenrort, 1A, October 6.—The Schmidt Music
Co., of this city, is displaying in its new store
at 11 West Third street one of the most attractive
Victrola windows presented for some time. Re-
fined and dignificd the display is caleulated lo at-
tract the attention _
of passers-by and to
leave a lasting im-
pression of the value
of the Victrola.

As will be scen by
the accompanying
photograph, the
show window of
the new Schmidt
store affords an ex-
cellent opportunity
for the introduction
of artistic displays,
and the featuring
of the Victrola ex-
clusively 4n this
valuable display
space gives a fair
idea of the esteem
in which the Vic-
trola is held in this section of the State.

In addition to drawing the favorable comments
of both the public and the daily press, this Vic-
trola display was responsible for the closing of
a number of sales of expensive machines and the
securing of a “live” list of prospects which will
be closed in the very near future. The value of
an attractive show window is thoroughly appre-
ciated by the Schmidt Music Co., and the company
is planning the presentation of several artistic and
novel window displays in the very near future
which will rival in novelty and attractiveness the
Victrola display shown herewith.

COLUMBIA LINE IN WO>RCESTER.

Barnard, Sumner & Peabody Co. to Handle the
Columbia in New Department—New England
Prosperity—Other Gleanings.

One of the latest additions to the rapidly grow-
ing list of the Columbia Co.'s representatives in
New England territory is the Barnard, Sumner &
Peabody Co., Worcester, Mass. This concern,
which is one of the largest department stores in
New England, will open an elaborate Columbia
department in the very near future, and expects to
conduct an energetic newspaper campaign in behalf
of the Columbia products.

Other indications of Columbia popularity in
New England territory include the receipt of an
unusually large-sized order this week from the
Conclave Phonograph Co.,, of Boston, Mass, a
prominent member of the talking machine trade.

A very artistic hanger in colors, presenting the
October bulletin, is now being displayed by local
Columbia dealers. The artists listed on this bulle-
tin include Ysaye, Bonci, Carolina White, Fried-
heim and Bispham.

Beginning next week the Columbia Co. will
carry a full-page advertisement regularly in the
official program of the Century Opera Co., New
York. Morgan Kingston, the leading tenor of
this new opera company, and Walter Wheatley,
another tenor member of the company, are Co-
lumbia artists, and there is certain to be a heavy
demand for their records with the opening of
the opera season.

TO OPEN “VICTROLA SHOP.”

The Kuncl Piano Co., Cedar Rapids, Ia, has
disposed of its entire stock of pianos and has ar-
ranged to open a “Victrola Shop,” with a full
line of Victor talking machines and records, at 210
Third avenue, that city. A number of soundproof
demonstration booths and a large recital hall will
be among the features of the new quarters,

THE TALKING MACHINE WORLD,

TWO NEW DEALERS IN MINNEAPOLIS.

Prominent Department Stores Install Talklng
Machlne Departments—MInneapolis Talking
Machine Co. Closes—W, J. Dyer & Bro. Start
Recital Season—Heavy Demand Depletes
Stock of Grafonolas—News of Month.

(Special to The Tatking Machine World,)
St Paurn ann Minnearouss, October 1.
new talking  machine shops opened  in
neapolis  last  week—Dboth in  department

Two
Min-
stores

LAYE R

PIANOS

Schmidt Piano Co.’s Victrola Window.

The Minneapolis Dry Goods one of
the largest in the twin cities, has estab-
lished a department for phonographs and
supplies. It will carry a full line of Victor and
Columbia instruments and records. That the de-
partment will be kept up to date in every way may
be taken for granted, as the store is managed in
an aggressive manner. It is announced that the
Powers Mercantile Co., another large departiment
store concern, also installed a talking machine de-
partment this week. Whether the example of these
concerns will be followed by other department
stores in the twin cities is not now known, but it
is tradition among institutions of this character
to copy the features of their rivals, particularly if
they are profitable.

The Minneapolis Talking Machine Co, a small
concern at 84 South Seventh street, Minneapolis,
has closed up shop, whether from lack of capital
or unsatisfactory location is not known. Its action
in nowise is a reflection on the status of the talk-
ing machine trade in Minneapolis, as it never was
in better shape or had more alluring prospects.

Co.,
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W. J. Dycer & Bra. opened their Vietrola recital
scason October 3, with reeitals of the latest selee-
tions in the afternoon and evening.  Both cvent
were largely attended, and nstead of fortnightls
demonstrations, as in the past two scasons, the re
citals will be held weekly all through the fall and
winter.  Tlie evening concerts, however, may be
abandoned later on, although there is no question
of their popularity.

All that bothers the staff of the Columbia Phono-
graph Co. in St. Paul is the inability to get Grafo-
nolas rapidly enough to supply the demand. P
FHerdman, manager, could use many morc Leaders
and Mignonettes than he has heen able to receive
of late. The store is having a grecat run on Mildred
Potter records. This famous contralto was born
and reared in St. Paul and was a great favorite
here before seeking wider fields in the East. The
dictaphone department is now in charge of F. O
Atha, late of Baltimore, who succceds T. S. Lea-
vitt,  The latter will devote his talent to other
lines of trade.

Oue carload of small Edison Amberolas arrived
last weck for the Miunesota Phonograph Co., but
every instrument has been spoken for before its ar-
rival and the shipment did not help to fill up the
stock, which is far from complete. President
Lucker reports the September trade to have been
double that of any previous September.

TRAVELERS_INCORPORATE.

Association Formed to Look After Their In-
terests on the Road.

(Special to The Talking Machine World.)

Aupany, N. Y., October 10.—The Far Western
Travelers’ Association was incorporated here to-
day to bring about a better acquaintance among
commercial travelers and obtain reductions of rail-
road rates for them, a fair allowance of baggage,
and hotel accommodations commensurate with the
prices paid.

While the principal office is in Manhattan, the
territory of operations extends principally over the
United States. The directors are Aaron Neu-
man, E. Gilligan, George Rubenstein, J. A. Clark,
Rudolph Gras, Edward V. Kammski, Martin
Schenck, L. S. Michelson, Arthur Samek, Irving W
Frankel, all of New York City, and Lee Eschen and
1. Charles Levi, of San Francisco.

TO HANDLE TALKING MACHINES.

Henry P. Leis, Saranac Lake, N. Y., is the latest
addition to the lists of Columbia representatives
in up-State territory.

Are You Within 300 Miles
of Philadelphia?

If “yes”_ you should know about the value of Buehn Victor
and Edison Service—quick, complete and profitable. What
matters a few cents express charges as long as you secure a

Complete Service

To secure quick deliveries, we even go so far as to have
ee :
an "advance squad” which reports at our warerooms an

hour earlier than the regular staff.
ship on the first morning express, which
means the saving of a whole day for you.

L.ouis Buehn

Philadelphia,

LB

By doing this, we can

Pa.
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DO IT NOW

Order! Order! Order!

Order your holiday stock
of Keen-0-Phones Now

KEEN-(-PHONE

The Machine the People Want || |
WHY? Listen—One point at a fime  «»=ies

Keen-0-Phones will play Any Disc
Record now Manufactured

( By a simple twist of the fingers you can ad-
just it to play Keen-O-Phone, Columbia, Victor,
or Edison Records.

q Isn’t that wonderful? Isn’t that the machine
to sell records? Isn’t that the machine the
people will buy? -

@ It is the machine of Peerless Perfection. Com-
TITTITEIT plete; Durable; Artistic in Design; Accurate
“ | ‘.l:li\-"‘; in Workmanship; Exclusive, Special Features;
| i lrjlilr"rf] il | Protected by American and Foreign Patents.
Rl ( Prices range from $15 to $200. Liberal dis-
—— counts to trade. We can make immediate
L™ rress0™ deliveries.

( Write for our Jobbing and Dealers proposition.

Keen-0-Phone Co.

NEW YORK CITY PHILADELPHIA
916 Marfin Bldg., 31st St. and Broadway 227 South Broad Street




FASHION SHOW IN LOS ANGELES.

Talking Machlne Dealers Take Advantage of
the Opportunity to Make Special Displays—
General Business Improving—Death of H. M.
Marquls—cCharles S. Ruggles Meets with Ac-
cident—More Salesrooms for Wiley B. Allen
Co. Store—Outfits That Are in Demand.

(Special to The Talking Machine World.)
AnceLes, Can, October  8.—September
proved an unusually good month for the local
talking nuachine jobbers, thougl the retail dealers
found a lull prevailing during a large part of the
montlt. The feeling of optimism that prevails, how-
cver, is rellected in the heavy orders being placed
for botlt machines and records.

A feature of the montli was the Fashion Show
which was held September 26-28. The talking ma-
chine dealers took full advantage of the occasion
and the majority of them provided elaborate dis-
plays in their show windows during the three days.

E, A, Borgum, who was recently appointed sales
manager for the Woods Manufacturing Co., re-
ports many large sales of special built-in file cabi-
nets for talking machine records, the cabinets hav-
ing been placed in some of the finest homes in the
city.

A. Graham Cook, manager of the talking wma-
chine department of the George J. Birkel Co., has
just completed and moved, into his handsome new
bungalow, 723 Lillian Way, of this city. Mr. Cook
has taken a great deal of pride and care in making
this home an ideal place.

The sudden passing away of H. M. Marquis,
vice-president of the J. B. Brown Music Co., of
this city, was a great shock to all his friends and
associates. Apparently Mr, Marquis was in the
best of "health in the morning, and at 1 o’clock had
a stroke of apoplexy, which caused his death. His
deatlh means a great loss to the firm for which he
so faithfully filled the duties of his office for many
years, and the store of the Brown Music Co. was
closed for three days as a mark of respect.

Charles S. Ruggles, local manager of Sherman
Clay & Co., returned from his vacation to Camp
Baldy very much in need of a real vacation. The
same day on which he arrived at the camp Mr.
Ruggles slipped upon a rock while crossing a
stream and sprained the ligaments of his leg so
badly that he was laid up for several weeks. Upon
all of this the local manager states that Victor or-
ders from the dealers are being filled very com-
pletely.

The Wiley B. Allen Co. is still sending out the
talkers at the usual rate of speed. Business has
been splendid through the season. More sales-
rooms have recently been added to the department,
and one large demonstration room in particvlar has
been fitted up, showing every size, style and finish

Los
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of Viclor Victrolas and Colmnbia Gradduolas, thus
makune the largest display room of its kiud in the
Giiey

I'he Andrews Talking Maehine Co. is very muclh
pleased with the vesults of tlhie past wonth, the
sales of machines being principally 1hose of Vie
trola Xls and up. L . Andrews and fawmily have
returned from Citalina Island, wheve they speut
1heir vacation.

V. B. Chatten, vumager of the talking machine
department of the J. B, Brown Muasic Co., has had
great success with the Edisou Dise machine. A
maguilicent display of these goods was shown in
the windows during the week of the Fasliion Show.

TO BREAK RECORDS IN BALTIMORE.

Talking Machine Dealers in That City Look for
an Unusually Active Business—F. A. Denni-
son Celebrated Second Anniversary as Man-
ager—Hammann & Levin’s Progress—New
Department for Peabody Piano Co.

{Special to Thc Talking Machine World.)

BaLtimore, Mp., October 11.—With the begin-
ning of October at hand the dealers in talking ma-
chines announce that they arc looking for the
breaking of many sales records from now on until
the first of the year. September was a corker, and
reports from all hands show that it was right up
with the other months, while Manager W. C. Rob-
crts, of E. F. Droop & Sons Co., says that his fig-
ures show September to be ahead of any month
with the exception of last December. Mr. Roberts
is getting ready to install two new Smith booths
such as recommended by the Victor people, and
with these in place he hopes to have one of the
prettiest arranged stores in town.

The Peabody Piano Co. has just put in a special
talking machine department, this being necessary
in consequence of the increase in this branch of
the business. The firm handles the Columbia line.

Last Wednesday, October 1, marked the second
anniversary of F. A. Dennison as manager of the
local branch store of the Columbia Graphophone
Co., and in recognition of the excellent results ob-
tained during this time the employes of the store
tendered him a supper. Mr. Dennison’s efforts
have been very successful since his arrival in Bal-
timore two years ago, the increase in business being
such as to make it necessary to open larger quar-
ters to handle the customers, the firm now occupy-
ing one of the largest stores south of New York
at 305 and 307 North Howard street, which has
practically become the center of the talking ma-
chine business. Mr. Dennison reports trade for
the month of September to have been very hue,
it being necessary to establish a number of small
agencies throughout the city.

Hammann & Levin, who have just recently passed

n

the sixth year of their business carcer are very
cluborate in their statements regarding busiuness at
this time with the Victor machine. The firm lias
made steady strides toward the front and are now
preparing to put in two handsome sowmid-proof
demaonsiratiug roowms in their store,

Iliscubradt Sous, who established their music
store in 1811, have found it necessary to scek larger
quarters i consequence of growing trade, and
after October 15 will oceupy their new stand at
306 and 308 North Howard street.  This store ha
heen receutly vebnilt aud made up to date in every
way, aml will afford larger and wmore up-to-date
quarters for this growing concern. The firm will
occupy the entire two floors of both huildings, and
ou the maiu floor will have an claborate salesroom.

Joscpli Fink, who handles the Victor and Colum-
bia lines, has made rapid strides sinee he succeeded
to the Gordon Talking Machine Co. under the firm
uname of the Fink Talking Machine Co. He re-
ports business during September to have tripled
that for the sume month last ycar,

HOW TO CURE CAR SHORTAGE.

Autumn Car Shortage Earlier Than Usual—
Seriousness as Great as Ever—Plan Sub-
mitted by One of the Railroads—Programme
Includes Ten Principal Suggestions.

With the antumn ear shortage earlier than usual
this year, and with a prospect of its being every
bit as serious as last fall, railroad managements
are making cvery effort to make this scareity felt
as little as possible by the shippers. Taking care
of the demand for cars in a big crop fall is one of
the most important problems facing railroad man-
agements. One of the railroads has asked its
patrons and employes to help it handle the prob-
lem. Just how business men can do this is
showed in a circular just issued. It says:

HOW THE PUBLIC CAN ASSIST.

1. Llacing orders for cars with the station agent or other
representative, in writing.

2. Not ordering cars in excess of immediate requirements.

3. Promptly canceling orders for any cars found not to be
ueeded and giving notice when, for any cause, cars will not
be required at the time for which they were ordered, but
will be wanted on a subsequent date.

4. Not ordering any more cars for one day than are
actually required for loading on that day.

5. Applying returned lined cars promptly for other load-
g, or removing the linings.

6. Patrons who are both receivers and forwarders of
treight ordering their inbound business via this line, in or-
der that cars when made empty will be available for their
outbound loading, and soliciting their friends to order their
inbound business via this line.

7. Loading cars as promptly as possible and to their full
capacity.

8. Giving disposition orders in advance of arrival of cars,
when possible, and if it is not practical to do this, as quickly
as they can after notice of arrival is received.

9. Not taking advantage of full free time allowed for
loading and unloading, and by giving agents immediate no-
ulcc twivhen cars are made empty or of loading being com-
pleted.

10. Commercial organizations of cities and towns urging
their members to load and unload cars as expeditiously as
practicahle.

A New, Popular Priced Loose Leaf Album

With Detachable Envelopes and Interchangeable Index

The Sutherland Album

At last a loose leaf record album that is built for durability
and wear. The back is reinforced by metal posts so that it is im-
possible to bulge or break. If an envelope becomes soiled or torn,
instead of having a mutilated album, simply insert another envelope
Transfers may be made of old records in original
envelopes and new ones procured for later records.

When the index becomes filled, turn it over and write on the
other side, or put in a new index. The loose leaf feature applies to
both envelopes and index, making the album of everlasting service.
The price is the same as for inferior albums of short life.

17 envelopes in every album with two index cards.
envelopes, 5¢.; indexes, 2c. Send for trade discounts. Better order

in its place.

for 10 and 12-inch Records

Bound Full Leatherette—Mahogany Color

No. 10, $1; No. 12, $1.25—Discount to Jobbers and Dealers

117 Leonard Street

a dozen samples at the same time.

Sutherland Album Co.

Extra

New York, N. Y.
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EXECUTIVE COMMITTEE OF JOBBERS’ ASSOCIATION MEETS.

New Governing Body Holds Sessions in Chicago for the Purpose of Outlining Campaign—
To Create Advisory Board of All Ex-Presidents—Next Convention to Be Held in At-
lantic City—Some of the Special Features Planned—Chat with President Roush.

(Special to The Talking Machine World.)

Cuicaco, IrL, October 8-—A special meeting
of the executive committee of the National Asso-
ciation of Talking Machine Jobbers was held at
the Chicago Athletic Club September 21. It practi-
cally marked the induction of the new officers of
the association elected at the convention at Niagara
Falls last July into their duties.

The new administration came into being by the
rules of the organization on September 15, but this
was the first gathering of the new officers and, the
other members of the executive committee and the
first time that President Roush has presided. The
unanimous opinion of his associates after the two
busy sessions is that he is going to make an ideal
presiding officer in every particular and that he is
a veritable dynamo of judicious energy and en-
thusiasm.

The new year of the organization has started
with flying banners, as this is the second time in
the history of the association that the executive
tommittee meeting has been attended by every
member, the first instance being at Columbus, O.,
four years ago.

The sessions were held in the directors’ room of
the Chicago Athletic Club, where arrangements
had been made for their entertainment by James 1.
Bowers, each member being provided with a guest
card granting him all the privileges of the club
while here. There were two sessions lasting from
10 a. m. until 1.30 p. m. and from 4 p. m. to
8 p. m.

The members of the committee are: President
J. C. Roush, Standard Talking Machine Co., Pitts-
burgh, Pa.; Vice-President Geo. E. Mickel, Ne-
braska Cycle Co., Omaha, Neb.; Secretary Perry
B. Whitsit, Perry B. Whitsit Co., Columbus, O.;
Treasurer W. H. Reynalds, Reynalds Music Co,
Mobile, Ala.; J. F. Bowers, Lyon & Healy, Chi-
cago; O. K. Houck Piano Co., Memphis, Tenn.;
T. H. Towell, Eclipse Musical Co., Cleveland, O.;
E. C. Rauth, Koerber-Brenner Music Co., St. Louis,
Mo.; R. H. Morris, American Talking Machine
Co., Brooklyn, N. Y.

Besides the above there were present: W. F.
Davisson, the Perry B. Whitsit Co., Columbus, O.
the new chairman of the press committee; L. C.
Wiswell, of Lyon & Healy, Chicago, chairman of
the traffic and arrangement committees, and F. A.
Siemon, of the Rudolph Wurlitzer Co., Chicago,
an active member of the association and the local
member” of the press committee.

The trade situation was thoroughly discussed and
a committee of five was appointed to confer with
the factories on several matters which had been
brought to the attention of the committee by mem-
bers.

A resolution was unanimously passed creating an
advisory board to consist of all ex-presidents of the
association who are actively engaged in the talking
machine business and who are still members of
the association, the retiring president to act as
chairman. This board is to act with the executive
committee in an advisory way. The addition of
this board to the permanent committees of the or-
ganization will be taken up at the next annual
convention.

One of the principal matters before the commit-
tee was the consideration of the place and time for
the next convention. The executive committee
was unanimously in favor of Atlantic City for the
1913 meeting place, but in accordance with the
usual custom the secretary was instructed to mail
all members a letter "asking for suggestions on the
subject. The recommendation of the committee
will, of course, carry weight.

The subject of the 1915 convention was also
brought up. While the committee has no authority
in the selection of the meeting place two years
hence, the advisability of holding q‘ne 1915 con-
vention in San Franciséé during the Panama-
Pacific International Exposition had been sug-

gested to several members of the committee by
members and the subject was informally discussed.

At 8.30 Sunday evening after the close of the
mceting President J. C. Roush tendered a dinner
to the members in one of the private dining rooms
of the club. It was a very informal affair, a de-
lightful relaxation from the business of the day
and story and witticism abounded. O. K. Houck,
of Memphis, distinguished himself in particular as
a raconteur of superior talents.

In talking of the meeting to The Review repre-
sentative President Roush spoke of the spirit of
enthusiasm and earnestness which characterized all
of the members. “I never saw a body of men so
thoroughly in harmony and so united in their de-
termination to further the best interests of their
association and their trade. The arrangements are

J. C. Roush, President of the National Asso-
ciation of Talking Machine Jobbers.

already under way for the eighth annual conven-
tion, which will, if the recommendation of the
committee be approved by the members, be held in
Atlantic City next July, as we want to make it one
of the best, most interesting and most valuable
conventions in the history of the association. The
arrangements committee, of which Mr. Wiswell is
chairman, is already at work,

“If proper arrangements can be made with the
hotels the conventions will be held on Monday and
Tuesday, the 6th and Tth. The business session
will commence Monday morning at 9.30, and will
continue until finished with a buffet luncheon
served in the room.

“On the after noon of the second day there will be
an open meeting, at which the factory representa-
tives, jobbers and supply men will discuss matters
of trade interest.

“There will be no set papers, but in all prob-
ability brief but spirited debates on such topics as
the relative profit and advantage of wholesale and
retail trade, and two members of each branch will
be on the program.

“Another feature of the convention will be a
‘question’ box into which members will drop any
questions they may desire discusséd at the open
meeting. The executive committee will go over
these questions, select those they consider most
vital and submit them for open discussion.

“The banquet, always a feature of the convention,
will be held Tuesday night. Special entertainment
features will be provided by the arrangements
committee and particular attention will be given to

the ladies. Not only will they be given a most
delightful time while the men are in session as-
sembled, but they will be presented with souvenirs
of unusual value.

“While, of course, the plans are somewhat tenta-
tive as yet, it can be seen that we are getting our
plans in shape for a notable convention in which the
business will be conducted systematically, and with
despatch, but with much entertainment.”

LOOK OUT FOR FORGED CHECKS.

Bank Depositors Compelled to Look Out for
Them According to Recent Court of Appeals
Decision of Interest to the Business World.

The recent decision of the Court of Appeals
holding that a certain bank was not liable to a
depositor for the payment by it out of the de-
positor’s account, of checks on which the deposi-
tor’s signature had been forged, has aroused much
interest in the business world. In discussing the
decision a prominent lawyer said:

“farly rulings of the courts tended to favor the
deyositor or third persons dealing with the bank
&s against the bank and to place somewhat strict
liahility upon the bank in relation to forged checks.
To illustrate: In a case where the bank had paid
out :money to a holder for value of a check to
whizh the drawer’s name was forged the bank was
no. allowed to recover, on the pass book and the
genuine vouchers to one of the trustees.

“The more active of the two trustees never saw
the check list which he knew was returned by the
bank when the pass book was balanced and never
examined the balances which were struck after
the payment of the forged checks. He com-
pared the genuine vouchers which the clerk sub-
mitted to him after destroying the forged ones
with the check books and other books of the estate
and the comparison seemed to show no signs of the
forgeries. The other trustee never examined the
pass book or the check lists at all.

“The forgeries were conceded, but the trust com-
pany defended as to all amounts paid out by it on
the forged checks on the ground that the trustees
had been guilty of negligence in not examining
their own pass book and vouchers and that it haa
not been guilty of negligence in paying the checks.

“The trial court ruled in favor of the trust com-
pany on the ground that the negligence of the de-
positor was so clear that the question of negligence
should not be submitted to the jury. The Court
of Appeals unanimously affirmed the judgments
of the trial court and of the appellate court.

“The, trustees apparently contented themselves
with going over the returned vouchers, but did not
check or verify these by comparison with the check
list or with the pass book sent back by the bank.
It was their failure to compare the returned
vouchers with both the check list and the pass book
that led the court to hold that the trustees had not
exercised reasonable diligence.

“The court said, referring to their failure to
compare the vouchers with the list of vouchers and
balance in the pass book, that the trustees were
guilty of such obvious oblivion of their duties that
no extended argument can make plainer their
negligence than does the mere recital of the facts.
When a customer sends his pass book to be writ-
ten up and receives it back with his paid checks
and vouchers he is bound to examine the pass book
and also the vouchers with reference to the list of
the items and to report to the bank without un-
reasonable delay any errors discovered.”
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EAD vyour trade paper! Get The
Talking Machine World regu-
larly—It 1s worth many times to

you 1ts annual cost.

There 1s but one talking machine
paper covering this entire industry, and 1t
1s admitted by all that it is of great aid to
the dealers in every part of this country.

New economic conditions make cer-
tain knowledge necessary on the part of
merchants, and in every issue of The
World there is contained educational mat-
ter, 1nstructive service, business news and
technical articles which are worth many
times the cost of the paper.

Thousands have been benefited by
the business articles which appear in The
World, and every talking machine dealer
should receive 1t regularly.

The only way to do that is to pay for
it, and the cost 1s trifling—a little over
eight cents a month, and for that small
sum The World, with all its mine of infor-

mation, 1s at your service.

If you do not receive the paper regularly, just
put your dollar in an envelope and address 1t to the
office of the publication, and you will say that it is
the best investment that you have ever made.

Do not delay but send on your dollar now.

Recollect that your competitor is getting The
World—getting it regularly, and in it he is securing
some valuable pointers—information which places
you at a disadvantage 1f you do not read the paper.

Do not overlook such a valuable contributing
factor to your business success.

EDWARD LYMAN BILL
PUBLISHER

373 Fourth Avenue, New York City
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Trade

o ®
Building
Possibilities

Some talking ma-
chine dealers have
added pianos to their
line with excellent re-
sults.

With the growing
ascendency of the
player-piano it will
loom up more and
more a factor of the
musical life of the
country.

Talking machine
dealers who desire to
keep in touch with the
music trade industry
and all its develop-
ments will find that
the one great medium
of that industry 1s
THE MUSIC TRADE
REVIEW.

It is the oldest and
best known [music
trade publication 1n
this country.

It covers every de-
partment of trade life
and has a special de-
partment devoted to
the player-piano field.
Sample copies will be
mailed upon applica-
tion.

Edward Lyman Bill

Publisher
373 Fourth Ave., N. Y.

SUMMIT HOME OF GEORGE W. LYLE.

A Popular Vacation Spot for Columbia Officials,
Many of Whom Have Visited Mr. Lyle This
Summer—Tennis and Golf Mr. Lyle’s Great
Hobbies—An Expert at Both.

The accompanying photograph of the bungalow
of George W. Lyle, general manager of the Co-
lumbia Graphophone Co., located at Summit,
Schoharie County, N. Y., hardly does justice to the
real beauty and attractiveness of abode where Mr.
Lyle spent his spare days the past summer. Sit-
nated on the top of a hill, where it can receive
tlie benefits of all the cool breezes that are char-
acteristic of this part of New York State, this
bungalow is an ideal spot to rest up from the

George W. Lyle’s Summer Bungalow.

“cares of state,” with a maximum of comfort and
benefit.

Mr. Lyle was not able to sparc much time this
summer to spend at his Summit bungalow, but
during the few weeks that he has been up there he
has joined in the sports and pleasures afforded his
guests with all his customary business energy and
vigor. Tennis is one of Mr. Lyle’s favorite pas-
times, and it is a common report that Mr. Lyle
rlays a corking good game of tennis with the same
success as he is finding with the merchandising of
Columbia products. This makes Mr. Lyle “some"
tennis player. In the accompanying illustration
Mr. Lyle was “snapped” after returning from a
hard-earned victory on the tennis courts, but looks
as if ready and fit for another seance.

. v

George W. Lyle, Second from Left; Harold Lylé,
His Son, Second from Right.

Mr. Lylc's summer bungalow is so big and roomy
that it can comfortably accommodate an unusually
large number of guests. During the course of the
summer Mr. Lyle invited a number of the of-
ficials of the Columbia Co., together with their
families, to spend a week or two at Summit.
Plenty of amusement with a good rest have made
Summit enthusiasts of all who have visited the
Lyle bungalow.

TANGO RECORDS HAVE THE CALL.

R. R. Brewer, at onc time manager of the talk-
ing machine department of the Thiebes Piano Co.,
St. Louis, Mo., was a recent caller at that storc
Mr. Brewer has quit the talking machine trade
and is selling automobiles at Terre Haute, Ind.
Manager Robinson, of the Thiebes Piano Co. talk-
ing machine department, says there has been a
strong run on tangos, ragtime hits and other
popular music in the recent record sales.

ADVERTISING RECORDS ALONE.

Some Interesting Selling Arguments Advanced
by New York Talking Machine Houses in
Their Announcements—Landay Bros. Fea-
ture Records of ‘““Rob Roy’—Other Houses
Make Strong Bids for Record Business.

The advertising of talking machine records with-
out any reference to machines formed a feature of
the newspaper publicity featured during the past
month by the leading talking machine dealers of
the city. It has been a rarity in the past for mem-
bers of the industry to insert advertising devoted
solely to records, but within the past few weeks
this sort of publicity has been apparent to a notice-
able extent.

The selling arguments advanced in these record
advertisements are varied in their trend, and cover
practically every conceivable feature of talking ma-
chine record merchandising. Service is naturally
the most important point mentioned in the majority
of these record advertisements, and this all im-
portant question is handled in a thorough and
detailed manner.

Among the exceptionally forceful advertisements
of talking machine records was one inserted by
Landay Bros. in last Sunday’s newspapers. A
special position on the page devoted to theatrical
news had been specified for this advertisement, and
Landay Bros. used the space to splendid advan-
tagc. On the theatrical pages of all the Sunday
newspapers were featured laudatory press notices
of De Koven's opera, “Rob Roy,” and the Landay
Bros.' advertisement on the same page called at-
tention to the new Victor records, featuring two
popular numbers from this opera, which was pro-
duced in New York last wcek with marked suc-
cess. The names of the artists who made these
records and who are also members of the present
“Rob Roy” cast were prominently featured, and
the advertisement was well calculated to produce
sales by reason of this timely and appropriate pre-
sentation of selections in an opera now before the
public’s eve.

Several of the talking machine departments of
the leading department stores are also featuring dis-
tinctive and individual record advertisements in
the newspapers, using as a sclling argument the
important fact that they keep in stock new records
only, and not discs that have been used for dem-
onstration purposes. This sales talk was empha-
sized in various ways and, together with the cut
of a record, made a forceful and business produc-
tive advertisement.

GRATIFYING DEMAND FOR ALBUMS.

“Our record albums are meeting with a very
gratifying sale in all parts of the country,” re-
marked George Dates, of the New York Post Card
Album Co., 25 Lispenard street, New York, who
returned this week from a fortnight’s visit to the
talking machine trade. “The sales we have closed
in this branch of our business are far ahead of last
year, and the orders that we have on hand at the
present time indicate a very satisfactory three
months’ business to close up the year. I am very
glad to say that our albums are standing up under
the most severe tests and even when containing the
full complement of discs give perfect satisfaction.
This is due to the minute care and attention which
we bestow on every album that leaves our placc”

SOME APPRECIATIVE WORDS.

The prospectus of the Colonial Rest Home,
Washington, Conn., conducted by Harry Eaton
Stewart, M.D., contains the following paragraph:
“In the life at the home music has an important
place. The marvelous perfection of the new Vic-
trola has made this type of music a delight. We
are fortunate in having one of the largest and
finest private record libraries in the State, contain-
ing selections by nearly all of the leading vocal
and instrumental artists of this country and
Furope, and a very wide range of opera and sym-
phonic music. The educational and recreative
value of such music, properly regulated, can
hardly be overestimated.”

Dr. Stewart made most of his purchases through
the Loomis Temple of Music, New Haven, Conn,
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THE QUALITIES THAT MAKE FOR GOOD SALESMANSHIP.

C. A. Grinnell Makes Excellent Address Before the New School of Salesmanship Started
by the Detroit Y. M. C. A.—Offers Some Practical Advice Regarding Selling—Quality
Not Quantity the Real Test of Selling Ability~——Getting a Share of Prosperity.

(Special to The Talking Machine World.)

Aien,, October 8.—C. A, Grinnell
has become a professor of salesmanship. The Y.
M. C. A. of Detroit has established a school of
salesmanship and has oblained the services of a
number of the most successful merchants in the
city to deliver lectures to the classes. Mr. Grin-
nell has been chosen a director of the institution.
An cntire course will be taught—wholesale sales-
manship, retail salesmanship and primary sales-
manship. Mr. Grinnell said:

“This is thc age when the merchant is coming
into his own. Formerly in certain parts of
America, as well as in Europe, a tradesman was
not considered of much account. He was sup-
posed to know nothing of art, of literature, of
music, of culture, of government, of social prob-
lems, of civic problems, or of anything else except
his own particular line of business. But nowa-
days his opinion and his advice are sought, and
when given are widely quoted in the public prints.

“The public and the editors are beginning to
realize that to succeed in business requires ability
—not simply along one line, but ability in many
lines. A successful merchant must be an organ-
izer, a salesman and a diplomat; he must be far-
sighted, a good judge of character and of the
ability of others; he must be a born financier.
When success in business is accepted by the public
as proof of all these qualities, it is no wonder that
the advice of the merchant is sought upon all sorts
of matters—and most of all, upon Government af-
fairs. When the people of a city once in a while
get tired of purely political government, they cry
for a ‘business administration’ And they gen-
crally elect a business man to. handle affairs for a
while.

“You are all business men, for a salesman as well

Derrorr,

as the managing director of a big firm is a busi-
ness man.  You wnust all have the qualities I have
spolken of, in greater or less degree, according to
the length and characler of your expericnce. We
arc all learning more constantly. To keep abreast
of the times we must have energy. The sales de-
partment of a commercial house is a good deal like
a chain. It is only as strong as its weakest link.
Who wants to be the weakest link? No onec
Somcone must be, however. But if you all devote
the proper energy and thought to your business the
weakness will be so slight as to be unnoticeable.

“Success in business depends primarily, if not
almost entirely upon sales ability. It is so even
in social matters.. When a young man desires to
win the favor of a young woman he puts his best
foot forward, so to speak, perhaps not in words,
for that might not be considered modest, but in
acts and inferences and in exposition of his prin-
ciples, he discloses to her the best and brightest
side of his character and personal self. It’s sales
ability; he sells himself to her. She does the same
to him.

“A good salesman can always get a good posi-
tion because he can sell himself to a merchant for
a good price. He has the ability to do it. Often-
times the only way in which a merchant can judge
the salesmanship of a man applying for a position
is by his ability to put forward his own qualifica-
tions for the position—to sell himself at a quality
price.

“Quality, not quantity, is the true test of sales-
manship. It is real salesmanship against the
‘easiest way. Anyone can give away pianos, or
any other goods. Disposing of large quantities of
articles at ruinous prices is not salcsmanship. The
size of the cash payment down, and of the payment
per month, is what counts in ability. If a man

). 75

lias goods of real merit to scll his inducement to
Luy should be merit, not terms,

“Reports upon the condition of banks throughout
the United States show that there are millions of
dollars on deposit in the savings departments. That
is a reflection of the gond condition of the country,
It is up to you salesmien, you business men, to go
after those millions. Offer the people your meri
torious goods upon their merits. Show them how
it is to their advantage to buy. Then that monc
will come out of the savings banks fast cnough

There were a goorly number of members of the
music trade in Mr. Grinnell's andience, and the
latter portion of his remarks wi cd par-
ticularly to them.

addre

OPEN VICTROLA DEPARTMENT.

Stewart & Co. Have Handsomely Appointed Es-
tablishment, with J. A. Lapelle in Charge.

Stewart & Co., the promiuent departinent store
of Baltimore, Md., opened on the [5th of thi
month a fully cquipped Victrola departinent. J
\. Lapelle, formcrly connccted with the talking
machine trade at Hartford, Conn., has heen ap-
pointed manager of the new department, and is
now in Baliimore arranging and supervising the
many details incidental to the opening.

Stewart & Co. are members of the Claflin chain
of stores and as such their new Victrola depart-
ment will be under the supervision and manage-
ment of the Musical Instrument Sales Co., 11
West Thirty-sixth strect, New York. This store
only recently took possession of a handsome new
building, and its Victrola department is located in
a prominent part of the fifth floor.

Efficiency means doing your work as well as you
know how with as little waste of material and
energy as possible.

There would be little pleasure in working and
striving if work was not difficult and there were
tot limitations in your way.

Oelf TS

RA.ISE THE FLOODGATES

‘Switky Gives You Free

Instruction—Ideas—Assistance—Money
In Exchange for Your Orders.

For the benefit of our dealers and those whom we lope to add to
our list of friends i the trade, we have established a Free Service
Bureau, designed to help you out of a ditcli or over some rough places
on the road to prosperity. :

SERVICE OFFERED

1. Expert Instruction in Repairing Machines.—At your requesi, our repairman, Mr.
Andrew Dodin, acknowledged the best Victrola and Auxelophone repairman in the East, will
call to teach you or your salesmen how_to do repair work practically and profitably. He not
only shows you how it should be done, but Actually Teaches You How to Do It Yourself.

9. Professional Assistance in Writing Advertisements and Circulars.—We furnish you
with original ideas, write the copy, revise the proofs, etc.

3. Liberal Credit Based on Your Confidential Statement.—Show us that your business is
solvent and in a healthy condition, and we will sce lo it that you get the goods to fill your orders.

4. A Bureau for Exchange of Surplus Victor Stocks Among Dealers.—This is copied after
the Victor Company’s Transfer Bureau, which has done such splendid work for Distributors.
Further information on application.

5. Assistance in Making Sales of Machines and Records.—OQur neatly equipped showroom
and booths, competent sales force, and tremendous slocks of machines and records are at your
service. Bring vour cuslomer or send him with a letter of introduction. We will sell him alt
we can and render you an accounting.

BENJ. SWITKY, Victor Distributor

No. 9 West 23d Street, New York City

Call or write to

—— — R
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ahead”.

(Write for “Music Money,” a book “Full of meat” for those

dealers interested in quick and frequent turnover of capital.)

To those dealers who think it well to carry other
lines with Columbia,

ACTIVITIES OF THE MONTH IN PHILADELPHIA TRADE.

Greatly Increased Volume of Busines; Reported for September—Emil Bauer Appoints Many
New Keen-O-Phone Agents—New Record Catalog Issued—Quarters of the Pennsyl-
vania T. M. Co. Redecorated—Louis Buehn Placing Many Dictating Machines.

(Special to The Talking Machine World.)

PricapeLpuiA, Pa,, October 7.—The talking ma-
chine business for September was most gratifying
it would appear in every way. Aside from the
greatly increased volume of business that was en-
loyed during this first fall month, everyone is thor-
oughly optimistic as to the future of the trade.
There is every indication that this will be the big-
gest fall the dealers have ever experienced.

The Keen-O-Phone Co. has enjoyed a most sat-
isfactory September business. Emil Bauer, its road
man, has just returned from the Wooly West.
While in Rochester he had the pleasure of a per-
sonal introduction and a private chat with ex-
President Roosevelt. Mr. Bauer is an enthusiastic
bullmooser. Mr. Bauer says he experienced no
trouble in placing the Keen-O-Phone with some of
the best people in all towns that he visited, and
that the future of the Keen-O-Phone looks very
promising indeed.

The local Keen-O-Phone offices are receiving in
every mail inquiries regarding their product, which
have come to them through the advertisements
they have placed in the trade papers. Mr. Bauer
expects to spend several days a week at the New
York office, and J. D. Cunningham, general man-
ager of the Philadelphia business, has been attend-
ing to the business at the New York office, with
the assistance of Mr. Kreutch, during Mr. Bauer’s
absence.

The Keen-O-Phone Co. has just issued a new
catalog of records which contains sixty new num-
bers and has secured a number of additional pro-
fessional people to sing for them. The studio at
1202 Walnut street is one of the best equipped in
the country, with Frederick Hager in charge. The
company has begun getting out a new advertising
hanger which will contain each month a list of
its new records. Frederick Ayres, the well-known
Philadelphia basso, is in charge of the retail ware-
rooms in this city, and is assisted by Domenica
Castellucia.

The Querns Bros., manufacturers of Philatlel-
phia, have taken an active interest in the company,
Alexander Querns, president, being at the offices
daily, while Harry Querns spends much of his time
at the factory. These two men have been very
successful in past achievements and the future
augers well under their guidance.

The Pennsylvania Talking Machine Co. has had
its entire place repapered, repainted and otherwise
improved, with the exception of the new rugs,
which will be laid this week. One feature that
strikes a person on entering these warerooms is the
delicate odor that penetrates every part of them.
It is most delightful, and Mr. Eckhart states that
it is a fumigator or germ destroyer as well, and
it is worked through a secret process discovered
by Mr. Eckhart himself after a number of experi-
ments. It is most delightful as wafted about by
the fans in the closed hearing rooms, in which the
air generally is hard to keep pure and odorless,

Business on the Columbia, Mr. Eckhart says, for
September showed a substantial increase over the
September of a year ago, and it could have been
very much larger had it been possible for them to
obtain the goods, but they are practically sold out
at the present time, and their place looks very bar-
ren of merchandise. )

The entire line of the Pennsylvania Talking Ma-
chine Co. will be handled at the Powers Piano
Store at Fifty-second and Chestnut streets in the
near future. Mr. Eckhart has secured the services
of A. R. Dietrich to sicceed Charles Gorham as his

representative in this territory, Mr. Gorham having

gone to Brooklyn, N. Y. where he will be asso-
ciated with A. L. Heath, whom he succeeded in
the Pennsylvania Co.’s territory.

On Monday of this week the sales force and office
force of the Pennsylvania assembled at the store,
where an instructive meeting was held, beginning
with a brief history of the talking machine by Mr.
Eckhart, followed by an address on salesmanship
by R. G. Walls, of the System magazine. Its dicta-
phone business is good. It added in September a
number of very big concerns to its users. It has in
one railroad office in this city at present an in-
stallation of eighty-odd machines, and it just closed
a very nice order for the placing of these machines
with the New Jersey Zinc Co., of Palmerton, Pa.

Manager Elwell notes a greatly increased busi-
ness in September over last year, although the Vic-
trola seems to be the stumbling block at present,
but it has been promised a heavy delivery for this
week. Among the visitors to the Heppe depart-
ment the past week were E. L. Daron, of Steelton,
Pa.; Melvin R. Ripple, of Hagerstown, Md., and
Harry Halt, of Mt. Holly. Frank Sholler has re-
placed Joseph Nealey as road man for Heppes.
Mr. Sholler was formerly with the house and Mr.
Nealey replaced him.

The Weymann falking machine ‘department has
been greatly improved by an extension to be used
entirely for its retail business with its wholesale
clerical force placed in the rcar. It has almost
doubled its record racks and has redivided its
rooms and recarpeted them. William Doerr has
been placed on the road altogether and William
Brewton is in charge at home.

The Talking Machine Co. on Broad street near
Walnut had a very satisfactory September, and it
believes it will have a very big year and is settling
down for a good solid busincss.

Louis Buehn reports that business for last month
showed a big increase over the September of last
year, and that the outlook for the future is ex-
tremely good. Mr. Buehn says that thc volume, of
the business for the rcst of the year depends upon
whether the dealers will be able to get the goods.
He also had a most satisfactory business in
September with the Edison dictating machines,
having placed a number of these machines with
the Keystone Publishing Co., some additional ones
with the Pennsylvania Railroad, and haying fitted

we always say
We’ll take even chances any day in the
week. To those dealers who have so far been
“shooed” out of adding the Columbia to their
other lines, we can only say that they are being
jollied out of good money.

Columbia Graphophone Company
Woolworth Building, New York

[ go

up the Quaker City Rubber Co. with these machines.
He has five men at work in this department alone.

Gimbel Bros. had a two days’ opening of their
talking machine department last week, and they
had the rooms most elaborately decorated for the
occasion.

The talking machine business at Gimbel Bros. is
fine all the way through. On their opening days
they had four times the business they had on the
same days last year. George W. Morgan, man-
ager of. the piano and Victrola departments of the
Gimbel Bros.” New York store, was here for the
opening.

PREPARING SHIPMENTS RIGHT.

Care in That Matter Saves Much Trouble and
Expense in the End.

The failure to properly prepare shipments tor
transportation furnishes a large contribution to
the claim expense accounts of carriers, as well as
delay, expense and dissatisfaction to the shipper
and consignee. This would be greatly minimized,
if not entirely eradicated, by the exercise ot care
to see that material of sufficient quality and
strength is used in the construction of containers,
and in the case of goods shipped in straps that the
individual packages be securely held in place, hav-
ing in view the weight of the contents which it is
desired to protect. Shippers should inspect cars
to be loaded by them and see that they are placed
in proper condition to safely transport the freight
with which they are intended to be loaded.

VALUE OF ENVIRONMENT

In the Manufacture of Record Albums the Sub-
ject of an Interesting Talk by J. H. Somers.

John H. Somers, owner of the Cabinet Letter
File Co., 79 Reade street, New York, brings an
interesting question into the talking machine rec-
ord album discussion when he asks if the dealers
have any knowledge where and under what con-
ditions their albums are made. In this connection
Mr. Somers, who operates one of the biggest lettér
file manufacturing establishments in America and
who recently went into the production of albums,
says: “A clcan-cut album cannot be made under
any other than a clean-cut condition. There are
no hidden caves or boy workmanship woven into
the albums made at this factory. Plenty of light,
sunshine and good cheer are found in every inch
of our two factories, which in the aggregate em-
brace 50,000 squarc feet of area.

“This pleasing condition enables us to offer a
record album that fairly radiates this good cheer.
Under no circumstances are we competing with
the ‘chcap album,” and I know that many dealers
will be glad to secure albums that will in every way

represent the high policy of their store—albums .

that will not injure their reputation.

“To those dealers we appeal—the dealers: who
want genuine album worth and service. The high-
est grade of materials enter into their construction;
workmanship is of the highest quality, experienced
and proficient. To those jobbers and dealers we
will be glad to give details of our albums.”

e s
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"OUR DISC RECORD ALBUMS

ARE THE BEST FOR VICTOR, COLUMBIA
AND ALL OTHER TALKING MACHINES

THE ONLY CONVENIENT AND SAFE WAY TO PROTECT DISC RECORDS

These Record Albums will Pay‘ for Themselves in a Short Time by Preserving Records.

When Full the Albums are Flat and Even Like Books.

Cabinet or Book Case, or They will Lie Flat on One Another.

For Durability, Artistic
Design and Finish, our
Albums have no equal.
They are made in the
most substantial manner
by skilled workman, and
are first-class in every
We sell them

at very low prices to

particular’.'

meet competition.

llllllHlllllll||II||||l|IIIIlIIllIlHIIIIIIIIIIIIllIlIIIIllIIlIIllII'I|I|lIIIllI‘|I|IIiI|IIII'IIIIII'I|lllIlIIIIIIIlIIIIIllllllIIIIIIIIIIIIIIlIIIII(IIIIIIIIIIIIIInllllllnlllmlll)l' LTI
uluuLuuunnumuummml|l|ulu|||umu|m||nunmn|||mum||||||||l|mmuumlllllll QTR I
—_— !

T

T
il

i

Ir-I

| H]”‘

l I
T

,. v;,.- ] uw \“

W

A

/e ‘m““‘”WWHWM' \‘! I

| ww it

They will Fit in a Library

DISC RECORD ALBUMS
ARE WHAT EVERY

‘» | Talking Machine Owner

MUST NOW HAVE

I! With the index they
make a'complete system

‘ for filing away all disc

“ .{" Records, and can be add-

ll’ | “; ed to, Album by Album,

as Records

JH‘M Il accumulate,

1’ -
—_—

like books in a library.

Write for sample and prices of our Albums, which are superior to all others.

address NATIONAL PUBLISHING CO., 235 South American St., Philadelphia, Pa.

HOOSIER BUSINESS “IN FORM.”

Talking Machine Jobbers of Indianapclis Busy
Filling Heavy Demands from Dealers
Throughout the State—MNew Department
Opened by L. S. Ayres & Co—The Six o’Clock
Closing Movement—Aeolian Co. Changes.

(Special to The Talking Machine World.)

INpraNapoLts, IND., October 9.—The talking ma-
chine business is “in form” again in the Hoosier
capital. And from the number of shipments being
made by distributors here, it is booming all over
the State. Talking machine dealers say they see
no indications of the threatened “slow-up” ia
business.

In fact, business is so good that another firm
feels justified in opening up a talking machine de-
partment. L. S. Ayres & Co., owners of one of
the largest department stores here, are arranging
to open a complete Victor talking machine depart-
ment. J. Earl Shea will be in charge of the de-
partment, which will be made one of the attractive
spots in the store. The company will obtain its
machines from the Stewart Talking Machine Co.,
State distributor for the Victor machines.

With the opening of a talking machine depart-
ment by L. S. Ayres & Co. Indianapolis has three
non-music stores handling the Victor line, namely,
W. H. Block Co. and the Taylor Carpet Co.

The Stewart Talking Machine Co. is experi-
encing the satisfaction of having more business
than it can readily handle. W. S. Barringer, gen-
eral manager, says dealers throughout the State
are placing their orders early because of the pros-
pects of many applications for machines.

The Stewart Talking Machine Co. is leading in
a 6 o'clock closing movement. All of the stores
handling the Victor machines close at 6 o’clock
Saturday evening, and there is a general move-
ment among all dealers to close on Saturday night,
the majority of the large department stores closing
At that hour.

Harry A. Diehl and Miss Ethel Simmons, who

were with the Wulschner-Stewart Mus’c Co., have
accepted positions with the Stewart Talking Ma-
chine Co.

The Kipp-Link Co., in Massachusetts avenue,
distributor of the Edison machine, is installing a
complete Edison disc record departinent. Here-
tofore the Kipp-Link Co. has been handicapped be-
cause of the inability of the Edison Co. to supply
it with disc records, but now that obsctacle has
been overcome and a vigorous Edison disc ma-
chine campaign is to be started by the Kipp-Link
Co. Large shipments of the disc machine have
been made to about one hundred dealers through-
out the State. The company is expecting to do
an unusually large business with the Edison disc
machine.

The Rapp & Lennox Piano Co. is receiving
new shipments of the Victor machines. This
company is planning to install a number of at-
tractive talking machine booths.

The Columbia Graphophone Co.’s store, of which
A. W. Roos is manager, says the retail business
of the store for September was just two times and
a half as great as it was during the same month
of 1912. Mr. Roos is very proud of that record.
Mr. Roos recently spent several days in Chicago
in connection with business at the wholesale branch
there. The “Leader” is a real leader. Mr. Roos
says he cannot get enough of these machines.

The talking machine department of the Aeolian
Co.’s local store is being moved from the fourth
floor of the Aecolian Building to the first floor.
Extensive remodeling is being dome to make
quarters for the department. The change is made
for the convenience of the patrons of the depart-
ment. Very attractive quarters have been main-
tained on the fourth floor, but it was found that
customers desiring needles or records, when in a
hurry, disliked to make the trip to the fourth
floor. Practically the entire front part of the first
floor will be given over to the Victor line of talk-
ing machines. The booths on the fourth floor are
being moved to the middle part of the first floor.

‘Considerable space in front of the booths will be
given over to the department. When the change
has been made the patrons and friends of the store
will be invited to attend an opening of the depart-
ment in its new home.

RETURNS FROM EUROPEAN OUTING.

Henry E. Parker, the popular member of the ad-
vertising department of the Columbia Graphophone
Co., who visited Europe this year on his annual
vacation, returned to New York Saturday on the
steamer “Lusitania,” after a most enjoyable stay
abroad. Mr. Parker was away exactly one month,
having sailed September 10 on the “Mauretania.”

While in Europe, Mr. Parker visited the various
branches of the Columbia Graphophone Co., but
spent the greater part of his time at his old home
in Colchester, England. As this was Mr. Parker’s
first visit to his native city in ten years, he nat-
urally had many experiences to relate, as during
his decade’s absence from home he had run the
gamut of life’s vicissitudes. After visiting prac-
tically every republic from the West Indies to
Panama and holding positions that included revo-
lutionary. gold miner and cowboy, Mr. Parker had
an interesting tale to tell the Colchester folks.

Mr. Parker returns to his desk in the Columbia
advertising department imbued with renewed vigor
and enthusiasm.

U. S. PATENT OFFICE FACTS.

Receipts, 102 ... $2,118,158
EXpenses .....cveeiiiiiiiiiietiiiienan, 2,022,066
Surplus ... 96,092

Surplus todate......................... 7,160,017

Connecticut leads, according to the Scientific
American, with patents issued to every 1,150 inhab-
itants; District of Columbia, one to every 1,229;
California, one to every 1434: New Jersey, one
to every 1,509; Ilinois, one to every 1,639; Colo-
rado, ong to every 1,711; New York, one to every
1,786,
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THE RELATIONSHIP BETWEEN DEALER AND THE JOBBER.

Benj. Switky, the Well-known Victor Distributer, Gives Some Interesting Views Upon the
Jobher’s Position—The Real Extent of the Jobber’s Service—How the Live Jobber Can
Aid the Dealer in His Own Business by Rendering First Aid in Difficulties.

At a meeting of the Eastern Talking Machine
Dealers’ Association held in New York City re-
cently, we were given an opportunity to study the
mental attitude of some dealers toward their job-
ber. and, incidentally, we also had a peep at the
dealer’s conception of the jobber’s attitude toward
him. \VWhen we take into consideration the close
contact of both partics in their business rclations,
it is marvelous how little each understands the
othcr—or, to put it more accurately, it is pitiable
that cach should so grossly misunderstand the
other.

First, there are those who believe that the jobber
is a supernumerary, superfluous in thc schemc of
marketing talking machine products, a barrier
standing betwecn thc dealer and the maunufacturer.
They feel that it would be mucli more to their
interest to be able to deal dircct with the fountain-
head of supply, presumably at a better discount.

Second, there are some who look upon the jobber
as a sort of sponge, absorbigg everything within
reach and yielding only on pressure. As one gen-
tleman expressed it at the meeting mentioned
above, there is mueh more that a jobber can do
for his dealers without being afraid of violating
his contract with the manufacturer.

While it is true that the elcmentary function of
the distributer is to supply thc dealer with ma-
chines and records, it must be conceded that the
fulfilling of this function alone does not prove the
need of him as a middleman, nor does it justify
the part he plays in the trinity of manufacturer,
jobber and dealer. If the manufacturers could not
sec more use in the jobber than the mere service
of a shipping department, they would quickly elim-
inate him, absorb the margin of profit allowed, and
thereby materially increase their own net carnings.
True, the jobber’s earnings arc great or small ac-
cording to thc amount of business which he re-
ceived from his dealers; but this is no reason why
the dealer should feel that every dollar earned by
the jobber is a dollar taken off the dealcr’s profits.
On the contrary, it is out of the pocket of the
manufacturer that the distributor reccives his
wage.

To put it more tersely, even at the risk of
heing eontradicted by dealers and by my fellow job-
hers, I want to impress on your minds emphatically
the fact that the jobber cxists by grace of the
manufacturer. He allows us a certain percentage
of profit, according to his estimate of our useful-
ness to himself. Ic can takc on and discharge.
He pays us for the benefit which hc derives from
our service to the dcalcr. The situation might be
illustrated by the following homely example: Hav-
ing promised us a certain commission on every
dollar’s worth of business wc can bring him, we
are sent forth not mcrely to take orders but to
create business, interest capital and finance and
nurture the small dealers so as to help them grow
big and strong. Although the dealers, by the
volume of business which they give the jobber, fill
in the amount on his pay voucher and certify to
his worthiness, it is thc manufacturcr who cashes
the check.

Having made the statement that the factory, and
not the dealer, pays the jobber, it might be well
to cite one or two illustrations taken from other
lines of merchandise to provc the force of what
we have said. Many talking machinc dcalers, we
find, handle Eastman Kodaks or Spalding sporting
goods, which thcy buy direct from the manufac-
turer. Compare their discounts with ours, and
you will admit that the comparison is highly favor-
able to the talking machine business. And the
same may be said of other lines of merchandisc or
other industries in which the dealcr is brought into
direct contact with the source of produetion.

Jobber’s Service to Dealer.

Having shown that the jobber is not a parasite
feeding upon the dealer, it is now in order that
we should show what he does to earn his money,
Thent we will go a step further and point out what

he could and should do in order to deserve and
reccive the friendship, loyalty and support of the
trade.

The talking machine business, in its growth to
gigantic proportions during the past decade, has
progressed each year so rapidly that the manufac-
turers have bcen unable to eope with the dcmand
for machines and records, notwithstanding thc fact
that new buildings are always in process of con-
struetion and new machinery is constantly being
installed to incrcase the output. Each year we
face a shortage in certain types of machines. The
jobber, having in mind the needs of his dealers,
in most cascs tries to anticipate his machinc re-
quirements nearly a year in advance. This is donc
50 as to cncourage the factories to work full time
twelve months in the year. But what does this
mean to thc jobber? It means that he plunges in
his ordering. He stocks in during the dull season
as liberally as factory shipments will permit. It
means that he is kept perpetually broke so far as
cash on hand is concerned, putting all his last sea-
son’s earnings into an accumulation of stock hcld
for the next season. He borrows money from
every available source, paying interest on the
money borrowed, besides paying storage costs for
several months on the reserve stock—all of which
cuts deeply into the otherwise fair margin of profit
allowed.

Some day, we hope, the factories will cither ae-
cept orders for future delivery with reasonable
assurance of shipping the goods when needed, or
grant future dating on certain machine shipments
made to the jobber during the summer months.

In the matter of serving the dealer’s record
wants, it may interest you to know that, although
the New York jobbers receive their goods the
day after shipment is made by the several fac-
tories, it is true, nevertheless, that it takes from
one to four weeks to get a supply of rccords.
Owing to thc uncertainty of record shipments, it
means that the jobber must plunge in his record
ordcring, particularly when ordering the advancc
stock of the monthly supplcment. This means two
things—a raft of surplus stock due to crrors of
jndgment, and also the burden of carrying a stock
at all times twice or three times as large as would
be required if there were more promptness and
greater certainty in receiving record shipments
from the factorics.

The jobber takcs all the ehances in order to give
you good rccord service. Although most dealers
do not give their jobber more than a sample order
for the new monthly records, they expect him to
be preparcd to fill repeat orders for certain selec-
tions, in multiples of 23, 50 or 100, without noticc.
Not that the jobber finds fault with you for re-
ordering heavily—far be it from such. I merely
mention this fact to show you what the jobber
does, among other things, to earn his money.

One of the most important functions of a jobber
is that of extending credit. This subject is worthy
of being treated in an article by itself. I shall
mention in passing that the jobber assumes a por-
tion—sometimes greater, sometimes less—of the
financial risk attcnding the starting of every new
talking machine store. If the dcaler succeeds, the
jobber is very well satisfied to rcecive his just
dues, which are ineluded in the check given in
payment for the goods delivered. If the dealer
fails—well, ncver mind, lct’s drop the curtain. The
scene is too painful to contcmplate. Suffice it to
say that the manufaeturcr, if he supplied the dcaler
direct, would not extend as liberal credit to the
dealer, for the simple reason that he could hold
the gun up to the delinquent’s head and say:
“Stand and deliver!” And the dcaler would havc
no altcrnative save to pay or (uit. But at present,
owing to the rivalry of jobbers, the dealer has the
aid of more credit from each individual jobber
than he could possibly expect from the manufac«
turer if the latter controlled the dealer's sowrce of
supply.

What the Jobber Should Do.

First of all, he should be conceited enough to
believe that he fills an important position. Second,
he should measure up to his conception of his
importanee. Third, he should occasionally startle
the trade, as well as himself, by doing something
radieal along the linc of liberality or in the way
of service—something that will drive home to the
dealer’s heart and mind the belief that the jobber
is his best friend. He should take an interest in
the dealer that will measure deeper than the margin
of profit in the orders received to date. In his
eyes the small dealer should especially be a sub-
ject for his assistance and solicitude, always re-
membering that “mighty oaks from little aecorns
grow.” He should be a spiritual adviser to his
dealer, acquainted with his private affairs and am-
bitions. He should give the dealer the benefit of
his knowledge and experience, instructing him as
to the best methods of conducting business. The
jubber and his salesmen, by reason of their travels
froin dealer to dealer, are in a position to act as
a elearing house for ideas.

They should keep the dealer posted as to the
most approved methods of selling, steering him
elcar of such ideas or schemes as have been tested
by others and found useless or unprofitable. They
should encourage the timid dealer to do a certain
amount of conservative instalment business, and
on the other hand restrain the financially un-
cquipped dealer from plunging headlong into the
rapids of frenzied instalment competition which
only the moneyed stores can ride safely and profit-
ably.

As an illustration of the work that a jobber or
his salesmen could do I will cite a particular case.
A new dealer is opened up in a small but beautiful
store in New York City. The jobber delivers
about $2,500 worth of goods. The new dealer,
although lacking neither in intelligence, or sales-
manship, or personality—the three vital elements
cssential to ultimate success—unfortunately had
never sold talking machines before. Of course,
the simplest method would be to hire a competent,
reasonable-priced sales person; but, taking the
situation as we found it, it occurred to me that the
man who sold the $2,500 worth of goods should
have taken the pains to instruct—yes, teach—his
elient the proper way to handle, demonstrate and
sell his goods. The dealer should be supplied witha
selling talk—in fact, prepared for the work in
front of him. We should have impartcd to him a
working knowledge sufficient to enable him to
handle customers and to do justice to his invest-
ment.

To sum up briefly, the jobber must place him-
self in a position of rendering first aid to the
dealer in all his difficulties, with a view to securing
his good will, which is another way of spelling
“orders.”

PUBLICITY CAMPAIGN FOR FALL.

The Victor Talking Machine Co. inaugurated this
month its annual fall campaign in the national maga-
zines featuring Victor records exclusively. The
first advertisement in this series occupied a quar-
ter page in the Saturday Evening Post and pre-
sented a splendid portrait of Caruso in costume as
Rhadames in “Aida,” together with a cut of the
Victor reeord of “Celeste Aida” sung by Caruso.

With a heading “Both Are Caruso,” the text
of this attractive advcrtisement was brief though
informative, emphasizing the point that the owner
of a Victrola is enabled to conveniently hear
Caruso’s actual voice in his own house equally as
well as if one attended the Metropolitan Opera
Housc. This advertising, which is both timely and
interesting, eannot fail to be of considerable benefit
to Victor dealers throughout the country in the
promotion of their Caruso record sales.

SIX ROUNDS IN LADDER OF SUCCESS.

Think less of getting, and more of giving.

Think less of beaux, and more of business.

Think less of weather, more of your atmosphere.

Think less of flaws, more of fine points.

Think not of sad things, but smile.

And lend a shoulder to the wheel—A. B, Dart in
Modern Methods,
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THI. TALKING MACHINE

New Mechanlsm, Compliete in Every Detali and Requiring No Attention After Starting, the
Invention of H. T. Scott, of Los Angeles, Who is Now Piacing it on the Market—
How the Machine Operates—Designed Primarily for Use in the Home.

(Special to The Talking Machine Wortd.)

Los ANceLEs, CaL.,, October 5—1he Scott auto-
matic magazine phonograph, the latest development
in the talking machine field, is tlie invention of a
resident ol this city. It is a remarkably effective
mcechanism, complete 1 every detail, which re-
quires absolutely no attention other than the start-
ing of the instrument.  All features of adjusting
are operated by its own mechanism, which is not in
the least complicated.

The Scott automatic magazine phonograph has
been developed oprimarily for use in the home
rather than especially for use in phonograph par-
lors, to the end that the user of the automatic
magazine plionograph may select a dozen records,
start the machine and then proceed to the unbraken
enjoyment of his records in the privacy and com-
fort of his home surroundings. Not that he must,
after once sclecting the records, allow them to be
played through without opportunity of change. If

Magazine for Records on Scott Magazine
Phonograph.

a record displeases, the user may cause its throw
out or discontinuance by a simple pressure of a
button, or by pressure of another button he may
have any one record repeated indefinitely; and to
make the control absolutely complete, he may sub-
stitute and change the order of the rccords at will.
Finally, none of these operations necessitates stop-
page of the machine; reproduction goes on continu-
ously except while changing records.

All of these operations are accomplished by ma-
chinery of comparatively little complication; the
apparatus is so simple that the average user is un-
aware of its presence and operation. To the user
of the machine the fundamental and characteristic
feature is the horizontal revoluble circular table
in the upper part of the cabinet designed for carry-
ing twelve cylindrical records. The ease with which
the records can be slipped into and out of place
on the table is remarkable in comparison with the
care necessary for placing a cylindrical record on
the ordinary phonograph mandrel. The machine
places the record on the mandrel itself; all that
is necessary for the user to do is to slip the rec-
ords into the pockets in the table; the machine ac-
complishes all of the accurate adjustments.

A user of the machine notices first the progres
sive movement of the record carrying table, notic-
ing that each time a record is finished it is dropped
into its place upon the table, the table moves for-
ward one step and the mandrel comes up from
below to engage the next record. We will also
notice that each record is carried to the proper
height, regardless of how it fits upon the mandrel;
and that, immediately the reproducer is thrown
into engagement with the record, sound reproduc-
tion begins without any delay. There are featufes
first impressed by the Scott automatic magazine
phonograph ; and the machinery which accomplishes

the operation and makes the automatic phonograph
a practicable possibility 1s well deserving of note.

The accompany cuts give a clear adea ol the nia-
chinery in its case and of the main parts of the
cuclosed machinery, showing the extreme sunplicity
characterizing the whole. The horizoutally rotatable
table i1s seen carrying the twelve records, mounted
upou the vertical table shaft. The table has twelve
record carrying pockets arranged as illustrated,
each of these pockets having an annular shelf upon
which the record rests. The screw threaded man-
drel shaft is seen at the left in the illustration of
the maclinery, carrying at its upper cnd a special
mandrel (the mandrel being out of sight in the
record immediatcly above it). This mandrel shah
has a motion of vertical translation and rotation
as well. It passes through three cycles of move-
ment; first, a quick upward movement which carries
the mandrel up into the record immediately above,
raising the record as is shown in the¢ exterior
view, until the record strikes the stop which is
shown in that illustration. The mandrel is of
peculiar construction, allowing the record to slip
down on the mandrel shaft, or, rather, allowing the
mandrel shaft to go on upwardly while the record
is held in its proper position. The next cycle of
movement is the slow downward rotating move-
ment at the rate of one two-hundredth of an inch
per revolution. Immediately this second movement
begins the reproducer is allowed to move into en-
gagement with the record, and the record having
been stopped in exact position by the upper stop,
the reproducing \mmediately starts. As soon as
the record has moved downwardly a distance cor-
responding to the length of its sound groove, the
machine 1s automatically actuated and starts the
third movement of the mandrel shaft which is a
quick downward movement to the bottom of its
stroke. The record 1s slipped off the mandrel and
left standing in its pocket on the table. Immedi-
ately the mandrel reaches its lowermost position
it actuates mechanism which causes rotation of the
table through one step forwardly, placing the next
record immcdiately over the mandrel, which has
been lowered to a point below the table. Only
after the table has moved can the mandrel shaft
again start its upward movement, which it again
immediately does. picking up the next record and
tepeating the cycle of operation.

The fundamental feature of the operating mech-
anism for the mandrel shaft is a differential de-
vice with two members, one adapted to give the
shaft its quick upward movement, the other
adapted to give the shaft its quick downward move-
ment, and the two acting together adapted to give
the shaft its record playing movement. This dif-
ferential mechanism and the trips and stops for
controlling its actuation and the actuation of the
record carrying table complete the whole machine.

The sound-box or reproducer is based upon the
principle of the arrangement of the stylus plate
which is supported by a one point suspension. The
stylus is kept to the record by means of a spring
which gives it the proper pressure.

There are a number of minor features of excel-
lence in the Scott machine, not the least of which
is the provision for thoroughly oiling the various
parts. Upon each complete operation of the ma-
chine there is an ample supply of oil delivered to
the various bearings and gears. The oil reservoir
is containcd in the lower part of the cabinet, and
a drip pan arranged beneath the machinery eatches
all of the oil overflow and directs it to the reser-
voir. A practically continuous circulation of oil
is kept up, all of the wearing parts being bathed

Another feature is the matter of control of the
reproducer. The reproducer is thrown out of en-
gagement with the record beforc the record can
be lowered to its position upon the table, and the
reproducer cannot be thrown into engagement with
the record until the record is in its final position
In this manner all possibility of longitudinal
scratching of the record is eliminated. The fea-
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tures of coutrol of the waclime have been spoken
of, bt another feature of note is an arrangement
for preventing stoppage of the machme unless the
record carrying table is in position with i record
above the mandrel, 1f the push butten is pressed to
stop the machine while a record is heing played,
that record will be finished and replaged upon the
table before the machine will stop.  If 1t is desirerd
to stop the machine in the middie of a reeord, it is
necessary to push the stop button and the throw-
out button, when the machine will continue opera-
tion long cnough to throw out the reeord being
played and replace it upon the table.  When the
push button is pulled out again to start the maching
the first operation is the movement of the table
to place the next record over the mandrel.  The
records are altvays in a position where their
titles arc directly before the eye, and there is no
difficulty whatever in reading them and in ascer-
taining the name of the record about to he played
1f this record is not the onc wanted, the records
may be rearranged upon the table while the ma-
chine is playing, or the records may be taken

Mechanism of Scott Automatic Magazine
Phonograph.

from the table and other records substituted. It is
a noteworthy thing that none of the control oper-
ations of the machine necessitates its stoppage.
The machine is allowed to play continually, and any
desired change made without interruption of the
reproduction.

The Scott automatic magazine phonograph is
owned and handled by H. T. Scott, 706 Central
building, Los Angeles, Cal., and all inquiries relat-
ing to the machine should be forwarded to that ad-
dress. The machine is in a stage of complete
development, and it is anticipated that manufac-
ture will soon be started. It is the desire of Mr.
Scott to enter into negotiations for future manu-
facture of the machine with manufacturers of
cylindrical record machines; and the inquiries from
such are welcomed. The machine and dts parts
are fully covered by United States and foreign
patents. The United States numbers are 1,040.029.
1,040,030, 1,010,031, 1,040,032, 1,040,033, 1,040.031.

NEW RECORD NEEDED.

At a political meeting recently the candidate was
considerably heckled by the opposition, who had
attended in strong force. But after smartly turn-
ing the interruptions to his own advantage for
some time, a little man in the middle of the hall
shouted: “You speak like a talking machine.”

Instantly the candidate replied: “Yes, my friend,
T speak like a talking machine. I speak from that
which is within me”

Like a flash of lightning the retort came back:
“Yes, and you want a new record very badly.”
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DETROIT DEALERS TO CHARGE INTEREST ON TIME SALES.

Majority of the Talking Machine Houses of That City Sign Agreement to Charge Six Per
Cent. Interest on All Instalment Sales—Higher-Priced Machines Most in Demand—
New Victor School Machlnes Please—Larger Department for Grinnell Bros.

(Special o The Talking Machine World.)

Detrory, Micn.,, October 11L—Ry the time this
appears m print, the talking machine dealers of
Detroit in all likelihood will be charging 6 per
cent. interest on their instalment sales, thereby
casting imto  the discard an old-established and
generally disliked custom of letting a long-time
buyer have the same price as a cash buyer.

An agreement has been drawn up and has been
signcd by most of the conscquential dealers, and
all the others are expected o come in on it.

The Columbia store here alrcady is charging
interest on instalment sales of more than $100,
and until last spring charged intercst on smaller
sales.  Whether it can comc in on the agreemcent
is a question that will have to be decided by the
home office, owing to a recently adopted policy of
national advertising in which certain styles have
been advertised at certain prices with no interest.

“The company was forced to take some such
step by the fact that other companics were selling
without interest,” said Manager K. M. Johns.
“Until about six months ago we charged interest
on the smaller machines as well as on larger ma-
chines. I am heartily in favor of the plan, and so
is our company, but whether a national policy can
be altered or an exception taken just for the sake
of a new condition in a single city I cannot tell.

“For half a dozen years we sold machines with
interest on time contracts, in competition with
firms who sold on time without interest. So I
know that to charge interest is feasible and no
business will be lost. Cash is as valuablc to a
dealer as it is to a manufacturer, and also to a
purchaser. If a purchaser finds he can get the
machine and keeps his cash for a while, he is a
poor business man if he does not take advantage
of the opportunity to borrow without cost. The
new rule will greatly increase the number of cash
sales and the number of large payments on instal-
ment sales. In that way it will greatly benefit the
business. If the agreement is perfected I shall
certainly submit it to the company for sanction.
The city agents who handle Columbias can charge
interest if they desire to, and with our approval.
Our action in the company’s store here depends
upon the decision of the company officers.”

Mr. Johns' opinion regarding the beneficial ef-
fect of the rule on the busincss was indorsed by
every dealer whom the Talking Machine World
correspondent interviewed on the matter.

“We always have charged interest,” said E. P.

\udrew, manager of the pimno and talking ma-
chine department of the J. L. TTudson store, “We
couldi’t see a square deal in any other method. Tt
wasi't {air o the man who paid cash to charge
hint just as oweh as some one who might not pay
us inoaoyear. Besides, to charge interest enables
A dealer (o take care of his patrons propetly.
Otherwise, there s a loss in repairs, unless a ligh
price is placed on the repairs.”

S. B, Clark, of Grinnell Bros., and Max Stras-
burg are the commitice who called ypon the deal-
ers with the proposition. The rate of interest
specified in the agreement is 6 per cent.

The business is speeding along right lively. At
such a rate, in fact, that those dealers who thought
they had fortified themsclves against any possible
shortage in the holidays by buying in advance and
storing, have made large holes in theer reserve
stock and now are looking around for some jobber
to ship cnough to fill the holes. Victor dealers
are short of all stylcs costing morc than §7%5; that
is, short when their stock is considered in the light
of demands that will be made upon it within two
months. The Columbia store is getting in quite a
number of the new “Leaders” at $75, but they go
out as fast as they comc in. It is impossiblc to
accumulate any advance stock of the $50 “Favor-
ites,” and with the “Mignoncttes” it is a case of
hoping they will get some. The new “Eclipse,” in
oak, has made quitc a hit, the first shipment going
out as soon as it arrived.

Oak doesn’t go well except with the low-priced

machines. In styles ranging from $15 to $50, in

both Columbias and Victors, oak is the favorite
finish, but from $50 up mahogany has the call and
incrcases in percentage with the higher price of
the machine. It is not a casc of mahogany costing
more than oak, but of matching the furniture. The
well-to-do people, who buy the high-priced styles,
generally have a good deal of mahogany in their
homes. At $75 oak and mahogany run about even;
at $100 the rate is four to one in favor of ma-
hogany: at $150 it is ten to one.

And the demand in Detroit persists in running
strongly to the high-priced styles. While a year
ago the $50 machines marked practically the low
level, now it is the $75 styles.

“l believe 95 per cent. of our busincss is in
machines selling at $75 or better,” said E. K.
Andrew, talking machine manager for Hudson's.
He looked over an account book and verified his
guess. “We have several cords of low-priced ma-

chines stored up under the roof which we haven’t
even opened up yet. We presunte, however, that in
the holidays we will have nse (or them all. But
we are skirmishing hard, vight now, to replenish
our stock of high-priced machines,”

Max  Strashirg showing one of the uew
Victor “school anachmes,” desigued espeetally (o
nse in schoal rooms and fitted with a hiorn to throw
the sounds Lo the distant corners of hig rooms,
“IM's a good thing, and we will sell some of themn
particularly to the parachial schools,” said  Mr.
Strashurg.  “But the public sehools are all pretty
well supplicd with Vietrolas now and, of course
they woi't trade.  Most of the schools have the
best they eould buy. 10 one boughit a $200 machine,
a neighboring school wouldn’t be satished  with
anything cheaper.  They pse them in demonstrat
ing, in music lessons, just how a song should 1
sing, and for marching and athletic exervises.”

The extensive additions to the talking machine
department of Grinnell Bros. have not yet heen
completed. 11 was a greater task to finish the new
store than one anticipated, but it will be ready in
a few days.

S. E. Lind, city sales manager for the Columbia
Co., has been in a hospital for a weck. Iie under-
went an operation, but it was not a serious one,
and he will be back at his desk some time this
month. Rehert Barclay has signed up with the
Columbia Co. to travel in Michigan,

C. O. LeBaron, who formerly had a piano store
in the University Building, has moved to Fair-
view, an eastern suburb, and opened up a combi-
nation talking machinc and piano store. He has
made a contract with the Columbia Co.

VICTROLA AS A PRESS AGENT.

Instrument Flaced in Lobby of Casino Theater,
New York, and Attracts Crowds by Playing
Over Song Hits of the Show.

A Victrola as a press agent is the latest idea
adopted by the manager of a successful musical
comedy, “Miss Caprice,” now playing at the Casino
Theater, New York. A Victrola was placed in a
prominent position in the lobby of the theater and
throughout the afternoon and evening played al-
most continuously the leading selections and the
score of the piece. The original advertising stunt
attracted a large crowd both in the lobby and on
the street, and as the music was good many of them
stayed for a considerable time listening. Whether
or not the idea resulted in the increascd sale of
seats has not yct been announced.

Remember there are others anxious to fill your
place. and if you are dissatisfied and indifferent to
vour duties, you are doing more harm to yourself
than anyone else-—quit

know it.

DITSON.

growing clientele of dealers.

STOP saying to your customers: “We haven’t
got it,” because you can get it from

AST Victor service is our aim, and that we
hit the mark is proved in our rapidly

N the clinches you can rely upon the
Ditson Victor Service.
contingent upon our fast work—and we

needles.

Oliver Ditson Company, Boston, Mass.

LI, Viclor Styles, records and parts, with
a complele line of albums, cabinets and

‘NZ E specialize upon Victor goods exclusively,
and correspondence with dealers desiring
the best in Victor service is invited.

Profits are
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' THE TALKING MACHINE TRADE IN MEXICO

Reviewed by Rafael Cabanas, President of the Mexican Phonograph Co.,, Which Handles
the Columbia Line—Says Disturbances Are Confined to Few Districts and Have Been
Greatly Magnified—Displays Faith in Future by Advertising “Talkers” Heavily.

Rafael Cabanas, president and general manager
of the Mexican Phonograph Co., Mexico City,
Mex., was a visitor for several weeks recently at
the headquarters of the Columbia Graphophone Co.,

Woolworth building, New York. Mr. Cabanas en-’

joyed a ten days’ vacation at the summer home of
Vice-President Burns, of the Columbia Co., at the
Thousand Islands, and the rest of his time he
spent in conference with the officials of the Co-
lumbia Co. on plans and outlines for the ensuing
year's business.

The Mexican Phonograph Co., which represents
Columbia products exclusively, occupies an unique
position in the talking machine realm by reason of
the wonderful extent of its business. Some idea
of its magnitude may be gleaned from the state-
ment of Mr. Cabanas, that it does from 65 to 70 per
cent. of the entire talking machine business closed
in Mexico, and the Mexican public is recognized

& ”
oo S O - TV

is particularly true in the country districts where
the troubles have ‘been most pronounced, but we
are all hoping that normal conditions will soon be
enjoyed.

“Our company showed its faith in the ultimate
settlement of all disturbances by continuing to ad-
vertise throughout the entire period of revolution
and trouble. We have always been liberal adver-
tisers in the Mexican newspapers, and advertising
is one of my hobbies. There are three or four
leading newspapers in Mexico in which our ad-
vertising can be found year in and year out, and
this advertising is producing gratifying results.
We also advertise regularly in a few Mexican
weeklies, and in addition utiltze billboards and
other means of publicity which we have found of
considerable value in maintaining and increasing
our prestige and business. One of these publicity
‘stunts’ is the installation of an immense sign ad-
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One Method of Advertising the Columbia Line in Mexico.

as one of the foremost exponents of the musical
qualities of the talking machine.

Rafael Cabanas has been connected with the
talking machine industry for more than twelve
years, and possesses a detailed knowledge of the
business. His views on conditions in Mexico are
therefor interesting.

“Our business this year has naturally suffered
considerably from the ill effects of the Mexican
revolutions’ stated Mr. Cabanas in a chat with
The World. “At the same time, however, there is
an exaggerated idea apparent in this country-re-
garding the extent of the business losses sustained
by the merchants of Mexico, and the actual loss is
not nearly as great as the average American busi-
ness man believes.

“The one redeeming feature of the serious Mex-
ican revolutions is the fact that the fighting and
disturbances are confined to certain parts of the
country districts, and are not by any means uni-
versal. In the sections of Mexico where the dis-
turbances have made their presence most strongly
felt we naturally do not expect to close any busi-
ness, which is, of course, at a standstill. The heavy
losses in these districts are more than offset, how-
ever, by the satisfactory status of business in the
sections under Government control, and when our
fiscal year closed the first of July we showed a
gain over the business consummated the previous
year. This gain was not, of course, what we ex-
pected, nor what it would have been with normal
conditions, but it affords evidence that business is
not at an absolute standstill throughout Mexico.

“The revolutionary disturbances have, of course,
retarded the expansion of our business, as the mat-
ter of credits must be carefully watched and con-
sidered during these periods of uncertainty. This

vertising our products in the official bull fight
arena, and I may add that this sign is one of our
best advertising novelties.

“From July 1 to date we have done about 60 per
cent. of, the business we closed during the similar
period of 1912, and we have no cause to complaiy

at this record, considering the severe handicaps to
Mexican industry. Our branch offices throughout
Mexico are inclined to be optimistic in their reports
and the future is promising.

“The popularity of the Columbia products in
Mexico is growing by leaps and bounds, and they
have far out-distanced all competitors in point of
sales. The Mexican records issued by the Co-
lumbia Co. have experienced a phenomenal sale,
and as each new list is issued our clients’ enthusi-
ism regarding the prefect reproduction increases
in proportion. The cheaper class of machines are
at present at the height of their popularity in
Mexico, but the more expensive types are gaining
ground fast.

“The subject of politics is, of course, the ques-
tion of the day in Mexico just now, and there are
many variances of opinion. Personally I believe
that President Wilson of this country is making a

Rafael Cabanas.

serious mistake in failing to suitably recognize the
Huerta administration. Those acquainted with the
true conditions in Mexico fully understand that
the Huerta Government has the situation in hand
as well as can Dbe possibly done under the handi-
caps it is proceeding under. What the Huerta
Government needs most is money, and this can
only be secured when the Government is recog-
nized by the foreign countries.

“The election of President Huerta, contrary to
newspaper reports, was absolutely legal. The fixed
succession of officers to the Mexican Presidency
was faithfully carried out and there is no question
but that Huerta’s election was every bit as legal as
that of Madero. This country should recognize
Huerta, as by doing so it will confer a blessing on
the entire populace of Mexico.”

The successful mountain climber is often caught
in a blinding storm when he is near his goal. Re-
member he struggles on, with no thought and
desire to retreat.

guaranteed. Price popular.

package f{ree.
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The name describes the needle
and the needle fulfills its tone—

The PURITONE Needle.

URNISHED in Puritone or
your own envelopes pack-
| ed in different sizes. Quality

| Dealers can secure a sample
Send jobber’s

Remember, a quality needle will
I help you; it means a profit and

HE following is a new sell-
‘ing idea for needles, pack-

ed exclusively by us:
Instead of selling 100 or 200
needles at once, sell a thousand.
We pack 1,000 assorted needles
in a box, each box containing
200 of Extra Loud, Loud Opera,
Medium and Soft. This is the
“Special” Dean Packing. You
can sell 1,000 instead of 100
and thus get 10 times the busi-

ness.
5 Want the Puritone Needle
" samples?

JOHN M. DEAN

PUTNAM, CONN.
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market as usual,

(Write for “Music Money,” a book “full of meat” for those

dealers interested in quick and frequent turnover of capital.)

The Columbia catalog just issued lists all
the new Graphophones, Grafonolas, and
Horn Graphophones—taking the initi-
ative in several models, leading the
Write for your copy.

Columbia Graphophone Company
Woolworth Building, New York

NEW YORK TRADE CONDITIONS VERY SATISFACTORY.

Majority of the Jobbers and Dealers Well Satisfied with the Manner in Which the Fall
Trade Has Opened Up and Are Optimistic Regarding the Coming Business—Brisk
Demand for Records—All Lines of Machines and Records Share in Popularity.

Local trade in the talking machine field has been
eminently satisfactory the past month, and a gen-
eral feeling of optimism is apparent in all circles.
Distributors and dealers all testify to the opening
of a gratifying trade that gives every indication
of continuing for the allotted span of fall and
winter activity. If predictions are any key as to
the probable prosperity of the talking machinc
industry in local territory, 1913 should be a record
breaker, as with fcw exceptions dealers and dis-
tributors unite in proclaiming that a banner ma-
chine and record season is imminent.

With last year as a powerful example of the
inconvenience and annoyance that is to be experi-
cnced by delaying the placing of holiday orders
until the last moment, the dealers are paying care-
ful attention to the condition of their stocks and
placing substantial orders with the factories for
immediate delivery in order to have a full equip-
ment on hand for the holiday season. All of the
distributors report a heavier advance order list
than during any previous year, and those dealers
are few and far between who are holding the bulk
of their holiday orders until the eleventh hour.

The opening of the school season last month, and
the resumption of normal conditions in the schools
during the past few weeks, has been responsible
for considerable activity by talking machine deal-
ers in this direction. This particularly applies to
the nearby suburbs and smaller cities, where the
foundation for the purchase of a talking machine
outfit was laid by the dealer last season and educa-
tional and missionary work carried on energetically.
Practically every public school in New York either
owns or contemplates the purchase of a talking
machine outfit, and local dealers are reaping a
harvest‘ of profitable business from the favorable
impression that the talking machine is making on
the school children, who in turn transfer their
enthusiasm to their parents, with gratifying re-
sults for the dealer.

Probably the most important feature of local
trade the past month has been the unusually brisk
demand for talking machine records. This is prob-

ably due to several reasons, which include the con-.

sistent newspaper advertising inserted by the lead-
ing members of the trade, the opening of thc
English opera season and the near approach of
the opening of the Metropolitan opera season. It
should also be considered that the return to their
city residences of summer vacationists influences
the sale of records, as the owners of talking ma-
chincs who have been away all summer naturally
desire to secure the new records that have been
issued during their absence. As a result of this
heavy record business, the sale of machines has
also been considerably benefited, and both the
record and machine divisions of the industry are
showing substantial gains over last year in local
territory.

The past month has, of course, witnessed the

resumption of regular newspaper advertising by
leading dealers, piano houscs and department
stores, and if the advertising used the past few
weeks is any criterion of future talking machine
publicity, this fall will be noteworthy as a season
that featured the best talking machine publicity
ever introduced by the local trade. Strong, force-
ful advertisements that tend to both educate the
public and produce sales have been prominently
displayed in the local press, and with excellent
results.

The Columbia Graphophone Co., 89 Chambers
street, in addition to reporting ‘the best September
in its history, is far ahead of the first two weeks
of last October. R. F. Bolton, manager of the
store, is enthusiastic over the immediate outlook,
and reports the addition of an unusually large
number of new accounts. Among these new Co-
lumbia boosters are the Star Gramophone & Sup-
ply Co., 97 East 138th street, New York, and the
Adria Phonograph Co., 67 East Ninth street, New
York. Both of these firms, besides placing sub-
stantial orders for machines, will devote their en-
ergies to the cultivation of a foreign record busi-
ness, which offers a particularly active trade in
their respective territories. ]

The Bremner Co., the well-known downtown
Victor headquarters, is closing a business well in
advance of last fall. J. G. Bremner, president of
the company, is enthusiastic over the new device,
the “Masterphone,” which he is handling, and
states that many orders for this device have been
rececived from well-known financial men, who are
numbered among his patrons. The Bremner Co.
lias been particularly fortunate in the sales of
Victrola XVI’s, having disposed of an unusually
large number of these machines during the past
few weeks.

John Schoonmaker & Sons, Newburgh, N. Y,

who opened a Columbia department this spring,
report a most gratifying success with their new
department. The firm only recently placed a very
large order for machines and records in order
to adequately cater to its fall trade.
* The New York Talking Machine Co., 81 Cham-
bers street, the prominent Victor distributor, is
having the most successful season in its history,
and this is “going some,” as last year was a record
breaker. The new record racks, recently installed
in the front section of the store for the con-
venience of the company’s dealers is proving of
great ‘value, and visiting dealers have all ex-
pressed keen interest in the practicability of this
system. The company’s new show window is now
completed, and the first display is a model of dig-
nified attractiveness. G. T. Williams, manager of
the company, is at present away on a belated va-
cation.

The Blackman Talking Machine Co., 97 Cham-
bers street, Victor and Edison distributor, is being
kept busy filling advance orders from its dealers

for holiday tradc. The company is now utilizing
cxtra showroom spacc, and a complcte linc of
Victor and Edison products is now shown on the
floor for the benefit of visiting dealers.  Edison
Blue Amberol rccords arc in the midst of an un-
cxpected spurt, and orders are coming in from all
of the company’s dcalers for thc ncw rccords just
issued. The new Victrola X is a primc favoritc
with Blackman dealers and is selling far beyond
all cxpectations.

The Peasc Piano Co.’s Columbia and Victor
business is proving very satisfactory, and this
house, in common with the other local piano
houscs, reports the sale of a number of pianos and
player-pianos as a result of featuring a talking
machine department. During the past month sev-
eral expensive instruments wecre sold by the piano
sales staff to purchasers of talking machines and
records, who would not have bcen in the store
if the company had no talking machine depart-
ment.

The talking machine department of John Wana-
maker is having marked success with the Edison
language outfits, which are always in heavy de-
mand this time of the year. This department is
also closing very many sales of Victrola XVI's,
which they display in the center of the main show-
room to excellent advantage.

Landay Bros., 563 Fifth avenue, thc well-known
Victor distributors, are doing a splendid Victor
record business. . Window show cards and timely
advertising have all contributed to the marked
success of the Landay record business.

The Silas E. Pearsall Co., Victor distributor, 18
Woest Forty-sixth street, has started its fall trade
with vim and vigor in its handsome new build-
ing, and Manager Bobzin {s enthusiastic over the
outlook.

General optimism is expressed by all of the fol-
lowing talking machine departments, who are clos-
ing an excellent fall business: Charles I1. Ditson &
Co. (Victor); F. G. Smith, Brooklyn and New
York (Columbia); Tower Manufacturing & Nov-
elty Co. (Edison); Greenhut-Siegel Cooper Co.
(Victor and Edison); Columbia Graphophone
Co., 35 West Twenty-third street, New York, and
Gimbel Bros. (Victor and Columbia).

LARGEST ELECTRIC CREDIT SYSTEM.

One of the big retail stores in New York City
has ordered a complete telephone credit system,
which is said to be the largest equipment of this
kind yet installed in a department store. It will
connect 100 departments with the central credit
desk, with an ultimate capacity of 150 telephones.
Under this plan the sales person desiring to obtain
an O. K. on any request to have purchases charged
will have but to press a button on the box of the
instrument to reach the person in charge of an in-
dexed list of credits. The sales person places the
order slip in a stamping attachment on the instru-
ment, and, if credit is to be granted, the person at
the credit desk presses a lever and the check is
stamped O. K. The plan places the credit depart-
ment in constant touch with every part of the store
and reduces to a minimum the long waits somee
times inflicted on charge customers,
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LATEST PATENTS RELATING TO TALKING
MACHINES AND RECORDS

(Special to The Talking Machine World.)

WasHinctoN, D. C, October 7.—Sounp Con-
VvEVING Ture For TaLking MacHines. Eldridge
R. Johnson, Philadelphia, Pa. assignor to the Vic-
tor Talking Machine Co., Camden, N. J. Patent
No. 1,071,055.

The main objccts of this invention are to provide
in a talking machine simple and efficient means for
supporting a sound
box and for con-
1w veying sound waves
2 therefrom, and to

provide other im-

provements.
A In the accom-
: panying drawings
b — = Fig. 1 is a side
elevation of a talk-
ing machine con-
structed in  ac-
cordance with this
invention; Fig. 2
is a fragmentary
top plan view
partly in section
of a portion of the
same, and Fig. 3 an enlarged fragmentary rear
end elevation of a portion of the same.

CaBINETED GrAPHOPHONE. Thomas H. Mac-
donald, Bridgeport, Conn., assignor to the Ameri-
can Graphophone Co., same place. Patent No.
1,071,067,

This invention relatcs to talking machines, and
is especially adapted to the type employing disc
sound records.

Among the objects of the invention is the pro-
duction of a combined graphophone and table or
desk (or “cabineted graphophone”), so constructed
and arranged that the graphophone may be utilized
without interfering with thc use of the device as
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a table, and vice versa, while the table serves as a
casing or cabinet to support and enclose the
graphophone.
Other objects of the invention are to simplify the
construction and arrangement of the parts; to pro-
Fig2

vide a dustproof cabinet which is neat and attrac-
tive in appearance, and at the same time improves
the quality of the audible reproduction from the
graphophone; and to render the parts of the
graphophone readily accessible when desired, while
normaliy concealing the
same.

One form of the in-
vention comprises the
mounting of the grapho-
phone upon a movable
support, whereby it may
be shifted into exposed
position or resorted to
concealment as desired.

In the drawings Fig. 1 is a plan view partly
broken away, showing the cabineted graphophone
in its exposed position, the dotted lines indicating

Figd

its position when enclosed within the cabinet; ¥ig.
2 is a vertical section of the same, taken through

line TI—II of Fig. 1, showing the graphophonc en- .

closed within its cabinct, iudicating its exposed
position by dotted lines, and Fig. 3 is an end ele-
vation, viewed from the right of Figs. 1 and 2.

Sounp REPRODUCING INSTRUMENT. Francis S.
Kinney, Butler, N. J. The IFarmers’ Loan & Trust
Co., New York, executor of said Kinney, deceased.
Patent No. 1,071,436.

This invention relates to certain improvements
in recorders for machines for reproducing sound,
such as phonographs and graphophones. In re-
corders as now ordinarily constructed the dia-
phragms are formed of a thin piece of glass held in
position at its edges in the holder of the recorder,
this diaphragm being thrown into vibration by the
sound waves. The character of the vibrations, of
course, depends upon the quality of the tones, and
it sometimes happens that where a sound has been
such as to produce a vibration of great amplitude,
the diaphragm will, after the reproducer has oper-
ated on the recording surface, be given a secondary
vibration, producing'a secondary indentation where
none should be made, or the rebound of the dia-
phragm, after the reproducer has operated, will be
of such amplitude that a weaker sound will fail to
overcomc it and force it down in time so that the
reproducer may
properly record it.
Furthermore, in
sound recording
machines as now
ordinarily con-
structed the repro- «
ducer which is
actuated by the
diaphragm and
which acts upon
the recording sur-
face is braced by
a  comparatively
stiff brace extend-
ing back from the s
reproducer to the T o,
wall of the dia- ’
phragm casing or to the securing device by which
the diaphragm is retained in the casing. This
syiff brace, while it permits the reproducer to
move under the actuation of the diaphragm, re-
quires that the reproducer always move in the arc
of a circle. The movement of the reproducer is
so slight, however, with respect to the radius of
the arc, that the movements may be considered as
substantially right line movements, and there being
practically no elasticity or resiliency in the brace
the tone value of the diaphragm vibrations are not
always transmitted to the cutter. Furthermore, in
sound recording instruments- the opening in the
holder of the recorder for the pipe or tube through
which the sound waves are conducted to the dia-
phragin has been heretofore led into the casing
substantially centrally thereof and the tube ex-
tends down thereinto, so that a vertical column of
what may be termed dead air has to be overcome
by the sound waves before they reach the air cham-
ber between the top of the diaphragm and the rc-
corder.

It is one of the objects of this invention to pro-
vide an improved controller for the diaphragms of
sound rccording ingtruments, this controller oper-
ating, after the record has been made by the re-
produccr, to prevent the diaphragm in return vibra-
tion from passing too far beyond its normal plane.

A further objcct of the invention is to produce
an improved reproducer holder which shall be
more sensitive to the vibrations of the diaphragm
and transmit them more accurately to the repro-
ducer cutter.

A further object of the invention is to produce
an improved brace by which the reproducer is held
in position.

A further object of the invention is to produce

an improved recorder in which the sound waves
shall be directed to the diaphragm in such a man-
ner as to make it unnecessary to overcome a col-
umin of dead air before the vibrations reach the
chamber between the diaphragm and the recorder
casing.

Referring to the drawings Fig. 1 illustrates in
side elevation a recorder embodying certain fea-
tures of the invention; Fig. 2 is a plan view of a
part of the construction shown in Fig. 1; Fig. 8 is
a sectional view illustrating the preferred form of
vibration controller; Fig. 4 is a plan view of the
construction shown in Fig. 3; Fig. 5 is a view of
another form of vibration controller; Fig. 6 is a
detail sectional view of the recording stylus, illus-
trating its means of attachment to the diaphragm.

TALKING MAcHINE. Henry Blake Babson, Chi-
cago, Ill, and Andrew Hauf, Caldwell, N. J., as-
signors to Universal Talking Machine Co., New
York. Patent No. 1,074,080.-

This invention relates generally to talking ma-
chines and has particular reference to the mount-
ing of the sound conveying tube connecting the re-

producer and the horn, this application being a
division of that filed March 7, 1905, Serial No.
248,872.

Ordinarily the sound conveying tube, or taper
arm, as it is generally known, is m- unted n a
manner to permit free movement of the repro-
ducer in plancs parallel and at right angles to the
surface of the record and in providing for such
movements of the reproducer various construc-
tions have heretofore been devised which are ob-
jectionable owing to complication and resulting
cost of manufacture, accuracy of adjustment re-
quired and liability of getting out of order, diffi-
culty in assembling parts, etc., etc.

The preseﬁt invention is designed to overcome
the objections above pointed out by producing an
extremely simple and effective form of mounting
employing a minimum number of parts of simple
construction, the assembling or removal of which
requires neither skill, experience nor special tools
and may be readily accomplished by the average
user of a machine. .

In the drawings Fig. 1 is a view in side eleva-
tion with parts in section, showing the invention
applied to a well known type of talking machine.
Fig. 2 is a sectional view taken on the line °, &*, of
Fig. 1. Figs. 3 and 4 arz detail views in secction,
and Fig. 5 is a plan view of one of the parts, con-
veying tube is held in suspended relation.

Sounn-Box. Adolph C. J. Constabel, Hounolulu,
Hawaii. Patent No. 1,073,961.

This invention relates generally to sound boxes,
and more particularly it is directed to one char-
acterized by the use of a resonance box placed in
juxtaposition to the diaphragm, but spaced from
the same so that a thin layer of air is provided be-

tween the resonance box and the diaphragm with-
in the sound box.

The principal object of this invention is the pro-
vision of a new and improved sound box contain-
ing a resonance box the parellel walls of which
are provided with concentric corrugations and an
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axial opening substantially axial with the dia
phragm. This resonance box serves as a medinm
wlereby the sound waves sct up by the vibrating
diaphragm are further developed, while the fric-
tional sotnds produced by the contict of the needle
on the record are reduced to tlie minimum by the
sanic.

Fig. 1is a vertical sectional view on the line 11
of Fig 2: Fig. 2 is a horizontal sectional view on
the line 2--2 of Tig. 1.

Sounn-Box. Albert C. Diehl, Camden, N. J, as-
signor to the Viector Talking Machine Co., same
place. Patent No. 1,073,408.

This invention particularly relates to the mount-
ing or gasket which holds the diaphragm of a
sound box by engaging the opposite face of said
diaphragm.

The principal objects of (his invention are to
provide simple and efficient mecans for supporting
the diaphragm in sound boxes, comprising a pliant
mounting embracing said diaphragm, and having
opposed sharpened bearing edges which lightly en-
gage the opposite faces of said diaphragm in hair
lines concentric with and adjacent to its periphery,
and which provides a uniform free space surround-
ing the circumferential edge of said diaphragm;
to provide means to retain said diaphragm mount-
ing; and to provide means to prevent distortion of
the sharpened edges of said mounting, and to pre-
vent the adjustment of said retainer, effecting ex-
cessive pressure upon each of said bearing edges.

The form of stylus mounting herein shown is

merely selected for conven’ence of illustration and
forms no part of this invention, but is claimed in
a separate application, Serial No. 579,835, filed
August 31, 1910,

The form of this invention provides a sound box
diaphragm with a plant or elastic mounting which
comprises a unitary annular gasket embracing the
edge of said diaphragm, and having an internal
undercui groove, providing a channel forming an-
nular shoulders, the edges or rims of which en-
gage lightly the opposite marginal faces of said
diaphragm in hair lines concentric with the per-
iphery thereof; a sound box casing, providing a
seat for sgid mounting; and a back plate or cap
for said sound box provided with a chamfered
edge and a groove concentric therewith, forming a
circular ridge arranged to retain said mounting in
the seat provided therefor, by engaging it between
the inner and outer edges of its lateral wall, thus
effecting the maximum pressure centrally around
said wall, and permitting the margins of said
mounting to be distorted into the recesses formed
by said groove and chamfered edge. whereby the
sharpened rims of the annular shoulders lightly
cngage the opposite faccs of thc peripheral mar-
gin of said diaphragm.

In thc accompanying drawings, Fig. 1 is a side
elevational view of a sound box embodying a con-
venient form of this invention; Fig. 2 is a central
vertical sectional view of said sound box taken
on the line 2—2 in Fig. 1; Fig. 3 is an enlarged
fragmentary sectional view of the structure shown
in Fig. 2; Fig. 4 is a fragmentary sectional view of
a slightly modified form of diaphragm mounting,
and Fig. 5 is a fragmentary sectional view of an-
other modified form of mounting.

MurtieLe PronoGraPH. Julius Roever, New
York. Patent No. 1,072,873, The object of this
invention is to produce a machine of this kind in
which the mechanism is absolutely reliable and will
operate successfully and for a long time without
getting out of order, and in which the machine
can be adapted for use as a so-called home ma-
chine—that is, for use in private places, where

all the records can be played consecutively, or se-

THIS TALKIN

Teetively, as desired, or in which slot machine
mechanism can e used for adapting the machine
to public places where by the dropping of a coin
a record or records can be played. A machine of
this gencral kind is not broadly new, but such a
wachine is for its suceess necessarily dependent
on the construction and arrangement of many of
its parts, and this invention relates especially to

certain features of construction or groups of co-

acting parts, which will cnable thc beforementioned
result to be attained in a meghanical and reliable
manner.

Fig. | is a perspectivc view of the complete ma-
chine with the case thrown open so as to show
the general arrangement of the parts. Fig. 2 is
an enlarged front elevation of the upper portion of
the machine showing especially the arrangement

of the record wheel, the grouping of records and
the relation of the carriage to the record wheel.
TFig. 3 is a rear elevation of thc structure shown
in Fig. 2. Fig. 4 is a plan view of the record wheel
and carriagc. Fig- 5 is a side clevation of the
upper part of the machine which comprises the
greater portion of the mechanism. Fig 6 is an
inverted plan view of the motor and the mechan-

ism for starting and stopping it either by a coin-
controlled mechanism or by other manual means.
Fig. 7 is a detail of the means for starting and
stopping the motor, showing the arrangemcnt of
both the coin or slot mechanism and the secondary
or manual means of stopping and ‘starting. Fig.
8 is a detail inverted plan showing especially the
ordinary manual means of starting the motor. Fig.

9 is a side elevation of the motor and is connected
hand controlling and regulating parts. Fig. 10 is
a rear elevation of the upper part of the machine
with a portion of the mechanism removed, and
showing especially a part of the mecchanism for
advancing the records from one position to an-
other. Fig. 11 is a dctail of one of the shifting
pawls and connections used in shifting the rec-
ords. Fig. 12 is a detail sectional view of the rec-
ord wheel, and shows particularly the manner in
which it is mounted and supported. Fig. 13 is a
detail sectional view illustrating in side clevation
the horn of the machine and its support. Fig. 14
is a sectjonal plan view of the horn and its sup-
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port. Fig. 5 is a detail of the mechanisms for
controlling the specd of the motor, and Fig. 16 is a

sectional plan view showing means for supporting
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the friction wheel for turning the record wheel for
the purpose of selccting a record

AcousTIGAL INSTRUMENT. Louis Lumiere, Lyons,
France, assignor to the Victor Talking Machine
Co.,, Camden, J. Patent No. 1,072177. ‘This
invention relales to improvements in acoustical in-
struments such as telephones, microscopes, stetho-
scopes, talking machines, musical instruments and,
in general, any instrument used for the reccption
or transmission of sounds.

The invention consists in a certain construction
of sound box for such instruments, the details of
which will be given below

The essential features of the invention are an
extensible chamber with a stationary wall, a mov-

_ able wall adapted to be reciprocated toward and
away from the stationary wall, and means between
the two walls for preventing the cscape of air
between them, but allowing perfect freedom of the
movable wall to move in unchanged form and to
any extent that may be practically requircd.

According to this invention a sound box for
acoustical instruments is obfamned comprising a
stationary wall. having an opening there'n for the
passage of the sound waves, a movable wall
adapted to be reciprocated toward and away from
the stationary wall, and means between the edges
of the movable wall and the stationary wall to
prevent the escape of air between them, such
means, however, leaving the: movable wall free
to move as a whole in substantially unchanged
form to any cxtent that may practically be re-
quired, and offering substantially no resistance to
thc movement of the movable wall whatever the
position of the latter with regard to the stationary
wall, so that the position and movement of the
movable wall-is regulated entirely by the sound
waves or means through which the movable wall
is reciprocated, Further, according to this inven-

=R —Ft{c 2 F1c. 5.

G-
tion the whole of one side of the extensible cham-
ber moves, and not merely the central portion
thereof, thus producing a more effective repro-
duction.

Fig. 1 is a sectional elevation of one construc-
tion of talking machine sound box embodying the
invention; Fig. 2 a similar view of the modified
form of this invention. Fig. 3 is a similar view
of a further modification of this invention. TFig.
{ illustratcs a modified form of this invention
which has been found of value for obtaining rigid-
ity in the movable wall. Fig. 5 shows a further
modified construction of this invention for the
same purpose.

VISITED TRADE IN WEST.

George W. Lyle, general manager of the Colum-
bia Graphophone Co., accompanied by John A. B.
Cromelin, manager of the Columbia Co.’s European
intercsts, rccently made a short trip through thc
Middle West, visiting thc principal cities in this
territory.

Remember that you are heir to all the experience
of the world, the experience of those that have
lived, as well as those that are working along side
of you.
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i RECORD BULLETINS FOR NOVEMBER, 1913

VICTOR TAKING MACHINE (0.
. BLACK LABEL RECORDS.

17433 Carlos—One-step (Aguirre).. Victor Mil,
Sparish Days—Turkey-Trot (Agurrre)
Victor Military Band
Hello Boy—Two-step (Carluen)...............
Victor Military Band
A Morning in Spain—Two-step (Carluen)....
Victor Military Band
Bagdad—Two-step, from “Lady of the Slipper”
(Herbert) ........... ... Victor Military Band
La Rumba—Tango (Brymn)....Victor Mil. Band
Whene Did You Get that Grrl—Medley Turkey
................. Victor Military Band

’lhat OId Girl of Mine—Medley Two-step. .
Victor Military Band

Mammy Jizny’s Jubilee—Medley One-step. .
Victor Military Band
to My House—Medley Two-
c Victor Military Band
() xo—\Ied]ev Turkey-trot........
Victor Military Band
Valse Boston (Scotto)
Victor Military Band

When I First Met You

(Lewis-Meyer)......

American Quartet

1L Never Met a Beautiful Girl Till I Met You
(Jerome-Schwartz)...... alter J. Van Brunt
On _the Old Fall River Line (Jerome--Sterling-H.
Von Tilzer) Billy Murra;
Swing, Swing, Swing (He’d Roll His Hammock
Up and Say “Good-Night!”) (Murphy-H. Von
er) Billy Murray
Happy thtle Country Girl (Irving Berlin)..

Elida Morris
Good-by, Summer! So Long, Fall! Hello, Win-
ter Time! (Mahoney-Wenrich) ..........
Peerless Quartet
My Boy (Lee-Breuer) ............ Lyric Quartet
A Little Bunch of Shamrccks (Jerome -Sterling-
H. Von Tilzer) . ..Arthur Clough
Floating Down the 1 r ("Cause It’s Moonlight
Now in Dixieland) (Lewrs Whrte) ...........
American Quartet
Always Take A Girl Named ‘“‘Daisy” (’Cause
Daisies Won’t Tell) (Bryan-Lewis-Meyer)....
Campbell and Burr
Come On Over Here, from “The Doll Girl”
(Kern) ........ Helen Clark and Billy Murray
My Wonderful Dream Girl, from “The Tik-Tok
Man of Oz” (MoroscaSchcrtzmger) J. B. Wells
On the Old Front Porch (Heath-Lange)...
Ada Jones Billy Murray
Ever Since You Told Me That You Loved Me
(I'm a Nut! I'm a Nut!) (Clarke-Leslie-
Schwartz) ddie Morton
The International Rag (Irving Berlin)..........
ollins and Harlan
On t]h)e Honeymoon Express (Klein-Kendis-Stil-

Band

1139

17440

o
b2
@
W
143

35323 That Tango Tokio—Medley
The Night Owls-

17426

17427

17434

17438

17441

17425

17431

Collins and Harlan
Daughtexs of America March (Lampe). Ceeenses
Conway’s Band
Bay State Commandery March (Burrel]) "5
onway s
Gems from “Il Trovatore” (Verdi)..
Victor
Gems from “The Sunshine Girl” (Ralergh Wrmp-
eris-Rubens; Victor Opera Co.
Lovely Night (Chwatal) unaccompamed
Orpheus Quartet
More and More (Elson-Seifert) unaccomp.....
rpheus Quartet
Men of Harlech (Welsh Air; in English)
Peerless Quartet
Reminiscences of Wales (Arr. by Godfrey). .
Conway’s Band
Humoreskc, mtruducmg “Listen to My Tale of
Woe,” and “Dixie" Conway’s Band

17402

31588

31889
1€902

17180

17420

Old Settlers on Parade—March Comique (Dalhy)

Conway’s Band

(Oxenford-Watson)......

Alan Turner

I TFear No Foe (Oxcnford-Pinsuti)..Alan Turner
Serenade (La Serenata) (Tosti)............

Mrs erham Whee]er

Thy Sentinel Am I.

Mr. and
Serenade (Schubert)
Mr. and Mrs. William
Day by Day the Manna Fell (Christian Science
Hymn) (Gottschalk)........... Percy Hemus
In Thee, Oh Spirit, True and Tender (Christian
Science Hymn) (Brackett) ..... Percy Hemus
Spring Song (Fruhlingslied) (Weil) vrolm-ﬂute-
..................... Neapolitan Trio
the Still Lagoon (Loge) violin-flute-
[DEY99 ¢ or Crriir 000001800000 - Neapolitan Trio
If We Were on Our Honeymoon (railway duet
from “The Doll Girl”) (Smith-Kern)........
Elsie Baker-Frederick Wheeler
When the Candle Lights are Gleaming (Wynne-
Hollowwell) ..Elsie Baker-krederick Wheeler
Rheingold Selection (Wagner) ..Conway’s Band
Gotterdimmerung Fantasia (Wagner)
Arthur Pryor’s Band
Pastoral (Sixth) Symphony—Andante molto moto
(2d movement) (Part I) (Beethoven).......
Victor Concert Orchestra
Pastoral (Sixth) Symphony—Andante molto moto
(2d movement) (Part IT) (Beethoven).
ictor Concert Orchestra
TWO AMUSING COMEDY RECORDS.
Southern Wedding (Humorous Descrrptwe
Sketch) (Lotter) . ....Conway’s Band
Missouri Minstrels . Mmstrel Company
JRPLE LABEL RECORDS.
She’s the Lass for Me (Lauder) . Harry Lauder
Romeo et Juliette—Ah! leve toi soleil (Fairest
Sun, Ariset) (Act II) (Gounod) In French.
Tenor solo Lambert Murphy
RED SEAL RECORDS.
Fenesta che lucive (The Shining Windows) (Nea-
politan Song). Tenor Solo.. -Enrico Caruso
Beauty’s Eyes. (Baritone Solo in English)
(Weatherly-Tosti) .........Emilio de Gogorza
Mischa Elman, thmst piano accomp. by
Percy B. Kahn.
Capricietto (Arr. Burmester).
Dear Love, Remember Me.
Tenor Solo in English. . ohn McCormack
Down in the Forest (Simpson-Ronald) Tenor
Solo in English........... ...John McCormack
Magic Flute—Du also bist mein Braiitigam (On,
Dagger! Thou Art My Bridegroom!) (Act XI)
(Soprano Solo in German) (Mozart).....
Johanna Gadski

17428

17435
harp
Acmss

17436

35315

35320

£0107
70102

88439
64372

64204
64318

..... Mendelssohn
(Harford-Marshall)

corbal)

64331
88441

Size.
1

10
10
10

10
10

10
10
12
12
12
12
10
10
10

10
10
10
10
10

10

10
10
10
10

10
10
10
10
10
12
12
10
10
10
10
10
10

10
10

10
10
10
10
10
10

10
10
12
12
12
12
12
12
10

12

12
10

-
=}

10

13

87164
88426

28176
28177
28178
28179

2014
2015

2016
2017

2018

2019
2020
2021
2022
2023
2024
2025
2026
2027
2028
2029
2030

2031

2032
2033
2034
2035
2036
2037
2038
2039
2040
2041

2042
2043
2044
2045
2046
2047
2048
2049
2050
2051
2052
2053
2054
2055
2056
2057
2058
2059
2060
2061
2062

2063

10
A1408 Elisir d’Amore (Donizetti).

Love Has Eyes (Sir Henry Brslug)) Soprano Solo .
0

in English. ... eraldine Farrar
Trovatore—D’amor sull’ alr rosee (Love, Fly on
Rosy leons) (Act IV., Scene I) (Verdi)
Soprano Solo in Italian......Luisa Tetrazzini 12

THOMAS A. EDISCN, INC.

BLUE AMBI:ROL CONCERT.
O, IHappy Day, O Day So Dear (Carl Gétze).
Contralto, orch, accomp. w......Margaret Keyes

Prize  Song—Die Meister: smger (Wagner-Wil-
helmj). %/mlm, prano accomp. . ....Albert Spalding

Abide with Me Liddle). ontralto, orch.
accomp. ...... .Christine Miller

Come Back to E Tenor, orch,
EC0T 5 0008000000 ) 800, e nnod Orwl]e Harrold

BLUE AMBEROL REGUL =
Der Tambour der Garde Overture (A. E. Titl).

Edison Concert Band
Villanelle—Oft Have I Seen the Swift Swallow
(Eva Dell’ Acqua). Soprano, orch accomp....
Marie Kaiser
They've Got Me Doin’ It Now—Medley (Irving
Berlin). Ragtome song, orch. accomp: . Billy Murray
When It's Apple, Blossom Time in Normandy
(Mellor, Gifford and Trevor). Tenor, orch.
I 113 10 508 007 000000000 % 080 6 00, i) Irving Gillette
A Little Bunch of Shamrocks (Harry von
Tilzer). Tenor, orch. accomp
Frank X Doyle and Chorus
Here Comes My Daddy Now—Medley “I'wo-step.
For daneing............ National Promenade Band
You're the Same Old Girl (Bert Grant). Tenor,
QUCIT 2 CCOMPEa -l TR e et Walter Van Brunt
Snow Deer (Percy Wennch) Indian song. orch.
ACCOMP..vvvrnns .....Ada Jones and Billy Murray
The Curse of an Aching Heart (Al Piantadosi).
Counter-tenor, orch. accomp. .. Will Oakland
Sunshine and Roses (Egber AI;tyne)_
Tenor, orch. accomp...... Jrving uillette
Chant Sans Paroles y). Violin,
’cello and piano........... ....The Tollefsen Trio
Is My Name Written There (Frank M. Davis).
Sacred duet.John Young and Frederick J. Wheeler
That Tango Tokio (Wells and Lange). Comic
song, orch. acCoOMpP...o.veeveeaanaasn Billy Murray
Salvation Nell (Theodore Morse). Male voices,
orch. accomp eerless Quartet
Rainbow Smrles (Ted S. Barron) Tenor, orch.
accomp. . ... Albert H, Campbell and Irving Gillette
National Emblem March (E. E. Bagley)........
New York Military Band
There’s a Mother Always Waiting You, at Home,
Sweet Home (James Thornton). Counter- tenor,
orch, accom Will Oakland and Chorus
Good-bye Summer, So Long Fall, Hzllo Winter-
time (Percy Wenrich). Mae voices, orch.
accomp. Premier Quartet
Mammy Jmnys Jubilee (Lewrs F. Muir) Coon
duet, orch. accomp....A. Collins and B. G. Hanlan
Girl Hcath) tenor, orch. ac-
Walter Van Brunt
altz Boston (Franz
L2har) For dancing..... National Promenade Band
Where Did You Get That Girl (Harry Puck)
Orch B 00 00000 00000006000 ....Billy Murray
Peg o’ My Heart (Fred Fischer). Tenor, orch.
ACCOMP.r v v v e vneencnnnnnnnnnns ‘Watter Van Brunt
Alderman Doolms Campaign Speech....Steve Porter
Marche Lorraine (L. Ganne)....N. Y Mrlrtary Band
Sailing Down the Chesapeake Bay (George Bots-
ford) Male voices, orch. accomp..........
Premier Quartet
Come Back, I'm Pining for You (Al Piantadosi)
Orch. accomp. ....oovveecnannnenes Anna Chandler
When Old Silas Does the Turkey-Trot (Glenn C.
Leap) Rube duet, orch. accomp.
Arthur Collins and Byron G. Harlan
Face to Face (Herbert Johnson) mezzo-soprano,
BTt EXSimish 1800800 0000100000060000 Helen Clark
The Pullman Porters un Parade (M. Abrahams)
Coon_song, orch. accomp. ....:... Edward Meeker
S. R. Henry’s Barn Dance (S. R. Henry) For
dancing. ... N. Y. Military Band
The Shipmate: Vaudevrlle sketch. .
Billy Golden and T Hughes
The Old Oaken Bucket. Male voices, orch. ac-
...Knickerbocker Quartet
I:very Little Moveme Madame Sherry (Karl
Hoschna) .......... American Standard Orchestra
Alexander’s Ragtime Band (Irving Berlin). Coon
song, orch. accomp. ......e.ceeannes Billy Murray
Trust in the Lord (Handel-Buck) Contralto,
orch. acdomp. ....... Nevada Van der Veer-Miller
The Passing Caravan Patrol (J. C. Schmid)..
New York Mrhary Bana
Favorite Airs from ‘“The Arcadians~ (Lionel
Moncton) Orch. accomp...Edison Light Opera Co.
Irish and Scotch Melodies—Fantasia {(Wm. R.
Stobbe) Xylophone, orch, accomp. Charles Daab
I Long to See the Girl I Left Behmd (John T.
Kelly.) Tenor, orch. accomp.. ..Manuel Romain
Praise Ye—Athlla (Verdi)...........
Bohumir Kryl and His Band
Asthore (Trotére) Baritone, orch. accomp.......
Reinald Werrenrath
Garry Owen Medley (Original) Viélin, orch. ac-
COMP: v vvvnvvnnnennannnnnnnnns Eugene A. Jaudas
One Fine Day—Madame Butterfly (Puccmr)
Soprano, orch. accomp...... Agnes Kimball
Dream Pictures (H. C. Lumbye).............
American rd Orchestra
Mrs. Claney’s Boarding House. Vaudeville sketch
Empire Vaudeville Co.
Waltz—Capnce (Samuel Siegel) Mandolin and
guitar, Samuel Siegel and Roy H. Butin
Sweet Longmg (Fr. Menzel), Violin, flute and
LB BlooBogna0 s ooy o Venetian Instrumental Trio
Calm as’ the Night (Carl Gdtze) boprano and
baritone, orch. accomp.....oovvvueeen..
Elizabeth Spencer and Fred'k J Wheeler
Virginia Reel. For dancing. .......vccvu..n...
National Fromenade Band

COLUMBIA GRAPHOPHONE CO.
SYMPHONY DISC RECORDS.
Two Gems cf Opera by Bonci.
-INCH DOUBLE DISC RECORD.
“Quanto & bella” (How
In Italian, with orch.
¥ “Amor ti vieta” (My love for-
In Italian, with orch.

dearly I love her).
Fedora (Giordana).
bids).

Doubl
A5499

Two English Operatic Numbers by Henri Scott.

A5500

A5495

12-INCII RECORDS. .
Carolina White Sings Two “Aida” Arias.
Single.
‘Aida_(Verdi “Ritorna Vincitor” (Return
wrtlx(vrctory)crowned) In Itahan, with orch. 36719
Aida (Verdi). “O Patria mia” (Oh. my be-
loved land)., In Italian, with orch,........ 36722
12-INCH DOUBLE-DISC RECORDS.
Bohemian Girl (Balfe). “Heart Bowed Down.” In
English, with orch,
Maritana (Wallace).
English, with orch.
Morgan Kingston in Two Songs.
Songs My Mother Taught Me (Dvorak)

lisli, with orch. . .
An Evemng Song (Blumenthal). In English, with

“In Happy Moments.” In

In Eng-

rch,
10-INCH BLUE LABEL DOUBLE-DISC RECORDS.

A1409

A1386

A1402

Oh Promise Me (De Koven). Mildred Potter, Con-
tralto, orch. accomp.

Rose of Tralee (Glover). John Barnes Wells, Tenor,
orcn. accomp.

Tantalizing Tingles (Bernard). Mike Bernard,
Pianist. . .
Medley of Irving Berlin Songs (Berlin). Mike Ber-

Pianist,

Tell Mc the Old, Old Story (Doane). Harry Mec-
Claskey, Tenor, and Andrea Sarto, Baritone, orch.
accomp.

Oh, Lord, Be Thou My Light (Glover). Andrea

Sarto, Baritone.

12.INCH BLUE LABEL DOUBLE-DISC RECORD.

A5501

A1385

A1368

A1387
A1369

A1384

A5498
A5496

A5497

Al1406

A1405

Al404

A1407
A1403

Al1401

John

The Lost Chord (Sullivan).
tralto, orch. accomp.

An Old Garden (Temple).
orch. accomp.
10-INCH DOUBLE DISC RECORDS.

Rory O’More (Lover). William Thomas,
orch. accomp.

Terence’s Farewell to Kathleen (Old Irish melody)-
William Thomas, Tenor, orch. accomp.

Samson and Delilah (Saml Saéns). ‘“Softlv awakes
my heart.” Ellery Band. Taddeo di Girolamo,
Conductor.

Danse Annamite (Maquet). Ellery Band. Taddeo
di Girolamo, Conductor.

Endearment (Hemtz) Prince’s Orchestra.

Cupid’s First Love (Holst). Prince’s Orchestra.

O Canada (Lavallee). Columbia Mixed Quartet,
orch. accomp.

A Song of Canada (Semon).
tone, orch. accomp.

Mildred Potter, Con-
Marie Stoddart, Soprano,

Tenor,

Andrea Sarto, Bari-

I Love You, California (Frankenstein). Peerless
Quartet, orch. accomp.
Battleship Connecticut March (rulton). Prince’s

and.
12-INCH DOUBLE-DISC RECORDS,
The Latest Dance Hits.
Tango Land (Lodge). Prince’s Band.,
Manhattan Glide—Tango (Smith). Prince’s Rand.

Some Smoke (De La Furnée) (Komberg). Prince’s
Orchestra.

Leg of Mutton (Le Gigot) (Romberg). Prince’s
Orchestra.

Minstrels, mtmducmg ‘““De Golden Wedding,”
“Angcl Gabriel” and “Bye, Bye, Ma Eva.” Co-
lumbia Minstrels, orch. accomp.

A Day with the Soldiers: (Von der Mehden). Peer-

less Quartet, orch. accomp.
10-INCH DOUBLE- DISC RECORDS.
Six Double Discs of the Latest Song Hits.

The International Rag (Berlin). Arthur Collins,
Baritone, and Byron G. Harlan, Tenor, orch,
accomp.

When Old Silas Does the Turkey Trot to Turkey in
the Straw (Leap). Arthur Collins, Baritone, and
Byron G. Harlan, Tenor, orch. accomp.

Honey, You Were Made for Me (Glogan).
Campdell, First Tenor, and Henry Burr,
Tenor, orch. accomp.

Lucky Boy (H. Von Tilzer).
orch. accomp.

Peg o’ My Heart (Feist).
orch. accomp.

Somebody Else Is Crazy ’Bout Me (Carroll).
Burr, Tenor,
accomp.

That Naughty Melody (Meyer).

Where DI ¥ou Get T
ere Di ou Get That Girl? (Kalmar and Pucl
Walter Van Brunt, Tenor, orch. accomp. acth

Good-bye Summer, So Long Fall, Hello Winter-time

Albert
Second

Peerless Quartet,
Henry Burr, Tenor,

Henr:
and Edgar Stoddard, Baritone, orc}y

Peerless Quartet,

(Wenrich). Peerless Quartet, orch. accomp.

Salvation Nell (Morse). Peerless Quartet, orch.
accomp.

Somebody’s Coming to My House (Berlin). Ada
Jones, Soprano, orch. accomp.

Have a Heart (Armstrong) Ada Jones, Soprano,

and Walter Van Brunt, Tenor, orch. accomp.

EXPORTERS’ CONVENTION,

Bassett Moore Discussed the Relations of
Exporters to Government.

John Bassett Moore, chief counselor to the De-
partment of State, was the principal speaker at
the dinner following the fourth annual conven-
tion of the American Manufacturers’ Export As-
sociation at the Hotel Astor the evening of Sep-
tember 25. His subject was “The Relations of the
State Department to the Export Trade of the United

States.”

Another spéaker was Col. Henry L.

Kincaide, who was a member of the Boston Cham-
ber of Commerce party which recently made a

tour of South America.

A plan to make the con-

vention of direct personal advantage to those at-
tending it is to be carried out.

At

the business session of the convention Mr.

Rutter, of the Bureau of Foreign and Domestic
Commerce, spoke on “The Need for Study of

Foreign

Trademark and Patent Laws” Col

Lovell H. Jerome discussed the proposed amend-

ment
ment

to the Tariff bill providing that the Govern-
shall retain three per cent, instead of one

per cent. of duties paid on goods imported and
subsequently reported.




THE TALKING MACHINE WORLD.

Leading Jobbers of Talking Machines in America

SANGER BROTHERS
Dallas; Texas

VICTOR

Distributers

“We ship the same day.”

W. D. ANDREWS

Syracuse - - Buffalo

All orders are acknowledged
the same day received by
shipping the goods. Make us
prove it. All foreign records
in our stock.

Victor - - Edison

Edison Phonograph Distributors !

for the SOUTHWEST
All Foreign Records in Stock

Houston Phonograph Co., HQUSTON.

NEW ENGLAND

JOBBING HMEADQUARTERS
EDISON AND VICTOR
Mechines, Records and Supplies.
THE EASTERN

TALKING MACHINE CO.

BOSTON, MASS.

177 Trement Street . .
DISTRIBU-

PACIFIC COAST %

Victor Talking Machines z;258s

STEINWAY PIANOS—LYON & HEALY
“OWN MAKE* BAND INSTRUMENTS

Oakland Les Angeles

Sherman, Clay & Co. 53y fraccisco. Portand

You should get this
sample package of

Puritone Needles—
sent free

Puritone Needles should pay you a
good profit. It costs nothing to
sell them because you have your
organization.

To help you we will print special en-
velopes with your name and busi-
ness; every envelope gives you
profits and. free advertising.

You will be advertised, too, by the
satisfaction-qualities of e
needles; owners of mdchines will
regard yours as the best needie
store; this will build your busi-
ness.

Get this sample package, telling us
who’s your jobber, and find out
the goodness of Puritone Needles,
built of experience, material and
brains.

JOHN M. DEAN

Where Dealers May Secure

COLUMBIA

Product

Ready, Full Stocks, and Prompt Deliveries
from Convenient Shipping Centers all
over the United States.

Distributors

Atlanta, Ga., Columhla Grapbophone Co., 132

Peachtree St.
Baitimore, Md.. col
307 North Howard “m"“ Grapbophone Co., 805-

Birmingham Ala Coln Bl o o
1818 Third Ave, mbla Graphopbone Co.,

Bowston, Mass., Columbla Grapbophone Co., 174
Tremont St,

Buffaio, N. Y., Columhla Graphophone Co., 622
Main St,

Chiengo, lll.. Colpmbla Grapbopbone Co., 101 N.
Wabash

Clnclnnntl, 0 Columb|a Graphophone Co., 117-
119 W. Fourth'S

Cleveland, O., Uolumhla Graphophone Co., 813
Euclid Ave

Daiins, Colnmhia Grapbophone Co., 1403

’l‘ex..

Main St.

Denve:‘. (iolo., Colvmbta Stores Co., 505-507 Six-
teenth Si

Dctrult, Mich., Columhia Grapbophone Co., 114

roadway.
ﬂnru‘lcn-;ilt Conn., Columbln Graphopbone Co., 719
lndlaunpoll- lnd CDIumnln Graphophone Co.,

Llngoln, Nebr., The Grafonola Company, 1036

Livingston, Mont., Scbenber Drng Co.

Los Angeles, Cal., Columbla Grapnopnone Co.,
420-422 S, Broadway.

Loulsvnlle, ILy., Columhia Graphophone Co., 426
South Fourth_ St.

Mllraukee. ‘Wis., Albert G. Kunde, 516 Grand

ve,

Minneapoiis, Minn,, Columhla Graphophone Co.,
424 Nicollet Ave.

New Haven, Conn., Colnmhia Grapbophone Co.,
25 Church St,

New Orleans. La., Columbia Graphophone Co.,
933_Canal St.

New York City. Columbla Graphophone Co., 89
Chamhers St.; Columhia Graphophone Co., 35- %T
W. 23d St.; Columbia Graphophone Co., 39
125th St.; (Brooklyn) Columhia Graphophone Co »
1372 Broadway.

Phlladelphla, Pa., Pennsylvania Talking Mach.
Co., 1109 Chestnut St.

Pl(tsbnrgh, Pa., Columbla Graphophone Co., 101

Portlnnd, Me,, Columbia Graphopbone Co., 550
Congress St.

Portland, Ore., Columhia Grapbonhone Co., 371
Washington St.; Ellers Music Hous

Providence, X., Colnmhia Grnphopbone Ca.,
119 Westminster St.

Rochester, N. Y., The Grafonola Company, 38
South Ave.

Sacramento, Cni., Kirk, Geary &

Sait Lake Clty, Utah, Daynes- Beebe Musie Go.
45 Mal:

San Frunclseo, Oat,, Columbla Graphophone Co.,
334 Sutter St.

Seattle, Wash., Columhia Grapbophone Co., 1811
First Ave.; Eilers Musle House, 3d and Unlver-
sity Sts,

Spol(nne. ‘Wash., Colnmbla Graphophone Co., 818
Sprague Ave,

Snrinzﬂeld. ‘Mass., Columhia Graphophone Co.,
174 Worthington St.

St. Lonls. Mo., Columbia Graphopbene Co., 1008
Olive

St. Pau!. Mlnn s Columbta Graphophone Co., 20 E.
Seventh St,

Tampa, Fia., Tampa Hardware Co,

Terre Haute, Ind., 6840 Wabssh Ave.

Tol edo. 0., Oolumhlu Graphophone Co., 220 Snpe-

r St.

\Vnnhlngton. D. ©., Columbla Graphopbone Co.,
10 G §

Wllming(o'h. ‘Dei., Columhla Graphophone Co.,
810 Market St.

DEALERS WANTED—Exclusive selling rights
given where we are not actively represented.

Write for particulars to the Columbia Graphophone
Co., Wholesale Department, Woolworth Building,
New York

Headqnarters for Canada:

Columbia Graphophone Co., 363-5-7 Sorauren Ave.
Toronto, Ont.

VICTOR IUBBERS Exclusively

What you want always in stock

400 Fifth Avenue
New York

27 W. 34th Street |
563 Fifth Avenue (
1S3 W. 42d Street

e WURLIT ZER—7
VICTOR

DISTRIBUTERS
VICTORS EXCLUSIVELY

We make a specialty of gettmg the order
out on time—every time.

The Rudolph Wurlitzer Co.
CINCINNATI and CHICACO

Two. points of supply; order from the nearer.

DES MOINES
10WA

CHASE & WES

Everything

Victor:=:

Machines
Records
Cahinets

WHOLESALE TO IOWA TRADE
Send us your name and address and we will mail you

postpaid plete illustrated talog giving detailed
inlormation concerning all Victor products. Showing the
various styles of Victor Machines, list of all Victor Records,
the entire line of Viclor Cabinets, Repsiz Parts and all Ao.

cessories.  Dealers, let us help you build a Victor business.

PERRY B. WHITSIT

213 South High Street,

L. M. WELLER |
PERRY B. WHITSIT CO.,

Cofumbus, Ohlo.

Edisen Viotor Talltln' i
Phonographs Maohinos |
and Reoords and Reoords :

OLIVER

DITSON ok«::é'ﬁ:"wgm‘iﬁemmksﬂ
COMPANY (o, i oue e
BOSTON _thwiowsria” = ™ ™

W. J. DYER & BRO.

Saint Paul, Minn.

VICTOR & EDISON

Distributers

Quick Service for all points in the North-
west. Machines, Records, Supplies.

Every Jobber in this country should be
represented in this department. The cost

VICTOR DEALERS
TRY US FIRST

‘We carry the Largest Stock of VICTROL
(S)RDhs and CABINETS of any Distribu
outh,

THE CORLEY COMPANY, Richmon,

is slight and the advantage is great. Be sure
and have your card in the September List.

PUTNAM, CONN.




THE TALKING MACHINE WORLD.

Christmas Cheer

IT may seem a little early to some
folks to talk about Christmas now,
but 1t isn’t to the thoughtful merchant
who looks ahead far enough. The
tinkle of the cash drawer is about the
greatest Christmas cheer we know of.

If you haven’t anticipated your holi-
day demand for the wonderful new

Edison Phonograph
Disc or Cylinder

and

Blue Amberol Records

get busy. The line 1n its entirety,
reaching from the most magnificent
cabinet instrument to the lowest
priced Phonograph, ought to be con-
sidered. You know your trade. Reap
the benefit of this knowledge.

Christmas comes but once a year and it comes
bigger and bigger for Edison dealers. Your
jobber 1s waiting for your call. Drop him a

line today. Get the drop on the competition
In your town.

OOOOOOOOOOOO

59 Lakeside Avenue, Orange, N. J.




