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EACH year a Sonora sales agency becomes increasingly valuable. Sonoras are so wonder-
fully popular that every time production is doubled it seems that demand quadruples. We
are forced to build new factories without cessation.

'THE INSTRUMENT OF QUALITY 2

is the leader of the phonograph world because its tone is of matchless beauty, because its de-
sign lines are of unequaled elegance, and because it is unrivaled for important features.

SONORA IS LICENSED AND OPERATES UNDER BASIC
PATENTS OF THE PHONOGRAPH INDUSTRY

Sonora brings more cash sales to dealers than does any other phonograph, for it is sold on a
quality basis and /ms at no time made easy payments the leading attraction.

Superb upright and period models are available. Prices, $60 to $2500.

Sonora Phonograph Company, Int.

GEORGE E. BRIGHTSON, President
NEW YORK: 279 Broadway Canadian Distributors: I. Montagnes & Co., Toronto

For list of jobbers see double page advertisement in this publication.

The Highest Class 1alking Machine in the World
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EDISON JOBBERS START
SALES PLANS MEETING

William Maxwell Will Attend Conferences
Which Will Be Held to Discuss the 1920
Sales Ideas He Originated and Perfected

The big conferences of Edison dealers, to be
held in various parts of the country for the con-
sideration of the Edison 1920 sales plans, began
with the meeting at Kansas City March 9-10, for
dealers in the Kansas City zone. William Max-
well, vice-president of Thomas A. Edison, Inc,,
and originator of these plans, attended this
as well as the other conferences. For March
11 the Silverstonc Music Co., jobber at St. Louis,
arranged a conference for all of its dealers,
and on March 12 the Kipp Phonograph Co., of
Indianapolis, entertained its dealers with a
thorough explanation and discussion of the 1920
plans.

The Edison laboratories have been working
hard finishing the immense volume of work that
will make the 1920 prospectus a finished product
ready for the jobbers’ travelers. Willtam Max-
well promised the jobbers and dcalers that the
portfolio would be shipped from the labora-
tories by March 1. It is very probable that some
of the jobbers received them before that time.

The 1920 prospectus, which an American ad-
vertising expert recently said incorporates one
of the greatest advertising and sales promotion
campaigns ever planned, is a most carefully
designed and prepared sales direction book. It
is asserted by those who had the privilege of
examining this prospectus that “for originality,
comprehensiveness, conciseness and as a maker
of record sales, it has no equal in the world.”

Every jobber and those dealers to whom the
sales plans have been explained are enthusiastic
over the business outlook for 1920 and say that
the new prospectus will produce an immense
volume of sales—in dollars and cents—of Edison
instruments.

MAKE YOUR NAME VALUABLE

Arthur Brisbane, whose mind seems to com-
prehend many things with remarkable facility,
recently said something about advertising that
is worthy of the consideration of men in the
talking machine trade desirous of progressing—
a thought that is well worth accenting:

“When you start out to advertise, select the
one thing most important and advertise THAT.
Heinz had fifty-seven different things to sell,
but his real asset was HIS NAME—Heinz.
Now that he is dead, his name, because it was
properly advertised, is wofth more in real cash
than all his pickle factories; more than all the
millions accumulated by him. Let scientific
advertising men show you how to make your
NAME, which can’t burn down or be stolen,
worth more than all the rest of your plant.”

K. R. MOSES GOES TO OMAHA. NEB.

K. R. Moses, Amberola sales manager for
Thomas A. Edison, Inc., has resigned his posi-
tion to become sales manager for Shultz Bros.,
Edison jobbers at Omaha. Mr. Moses was
succeeded on March 1 by P. J. Burns, long in
the employ of Thomas A. Edison, Inc., and who
is now the Edison supervisor for Canada.

OPENS DEPARTMENT IN MARIETTA, 0.

The Carroll Music Co., Marietta, O., opened
last month its new talking machine department
in which several soundiproof demonstration
booths have been installed. Other improvements
will be added to the store in the near futurc and
it will be one of the best equipped music houses
in Southeastern Ohio.

JUDGING VOICES BY RECORDS

How Bonci, the Famous Tenor, Came to Select
Miss Brock as an Associate for His Recent
Concert in Brooklyn—Interesting Happening

A great tribute to the perfection of the talk-
ing machine record was recently paid by Ales-
sandro Bonei, the famous operatic tcnor, who
has been giving a series of recitals throughout
the country. Desirous of selecting a soprano
singer who would assist him at his concert at
the Academy of Music, in Brooklyn, he sent for
a number of records of well-known singers so
that he might choose a voicc that would blend
with his in duets and to intersperse the program
with songs. He was especially taken with the
voice of Miss Eleanor Brock, and the wisdom
of his selection of this clever artist was demon-
strated in the success which she and the great
Italian tenor scored at this concert.

The important point, as far as our industry is
doncerned, is that managers are giving trials to
artists whose ‘voices are submitted to them by
means of the talking machine record. Because of
its modern perfection it presents an exact photo-
graph of the range and quality of the voice, and
thus arouses sufficient interest on the part of
managers to invite artists for a personal hearing.

PHILLIPS & CREW CO. IN SAVANNAH

Branch Store of Prominent Atlanta House to
Be Opened in That City This Month

The Phillips & Crew Co., the prominent and
old-established music house of Atlanta, Ga., have
arranged to open a branch store at 139-145 Bar-
nard street, Savannah, Ga. The new quarters
are now being prepared for occupancy and the
opening will occur some time around March 15,
A complete line of pianos and player-pianos
with the Steinway as the leader will be carried
in the new store and there will also be a very
substantial Victrola department.

ATLANTA EDISON SHOP ENLARGED

C. William Bingeman Made Manager and
Secretary of Phonograph Corp. of Georgia

ATLANTA, GaA., March 1.—C: William Bingeman
has been made manager and secretary of the
Phonograph Corp. of Georgia, which recently
took over the retail department of Phonographs,
Ltd., southeastern distributors of Edison phono-
graphs.
in the future be known as the Edison Shop and
will be comipletely remodeled and improved. A
repair and service department will be added.

NOW SECRETARY OF CORNISH CO.

F. R. Alleman, of the Solotone Co., Assumes
New Post—Cornish Co. Activities

WasningToN, N. J., February 24.—F. R. Alleman,
of the Solotone Mfg. Co., of Philadelphia, has
been elected secretary of the Cornish Co., of
this city, which has been established for many
years in the production of pianos and players.
This large plant, with its great facilities, is now
also producing phonographs which it will
supply for the Solotonc Mfg. Co. The Cornish
Co. is organizing for a considerable increase of
production.

A VICTOR FOR BEDFORD SCHOOLS

The school board of Bedford, Mass., has de-
cided to add a talking machine to the list of
necessary equipmeént of its schools and to ‘this
end a Victor machine was ordered from the
Steinert Music House and will be used in the
classes in musical appreciation.

The store at 182 Peachtree street will

Price Twenty-five Cents

NEW HOME FOR C. B. HAYNES CO.

Large Virginia Edison House Expands and
Moves Into Handsome New Quarters—Its
Remarkable Growth Since Establishment

Ricamonp, VA, March 1.—The opening of the
handsome new home of the C. B. Haynes Co.,
Inc, 19-21 West Broad street, marks the latest
expansion of this well-known Virginia music
house. The new building is modern in every
detail and the interior store arrangement con-
tains all facilities for efficient service to patrons.
Ten large demonstration booths are situated on
either side of the main aisle, at the end of
which are the executive offices, while a large
record department is another feature. This
house is exclusively Edison and has been since
1906, when C. B. Haynes became an Edison dis-
tributor.

This business, begun in a modest way by Mr.
Haynes, has grown rapidly and to-day coiitrols
a home and a volumc of trade that testify to
the position won. In 1915 a half interest in the
company was acquired by E. Bowman, who be-
came secretary and treasurer, and the firm took
the name of the C. B. Haynes Co., Inc. In thc
fourteen years of its career this cnterprising
LEdison house has established an enviable repu-
tation throughout Virginia, the Carolinas and
the District of Coluinbia. When the new home
was opened admirably arranged full-page an-
nouncements in the daily press carried the news
to the public. Many congratulatdry letters were
received by Mr. Haynes and his confréres on
tlie occupancy of their mew quarters.

PARTY LEADERS IN HEATED DEBATE

But Trouble Is Averted by Shutting Off Talking
Machine on Which New Campaign Records
Are Being Played at Republican Club Contest

A novel departure from usual campaign pro-
cedure was staged at the Central Republican
Club of the Ninteenth Assembly District, New
York, which took place at the clubrooms, 23
West 124th street, on the evening of February
25. By means of the new campaign records the
club was able to stage an interesting debate on
the League of Nations, the high cost of living
and other national problems. The debaters wlho
gave their views through the medium of the
talking machine were: United States Senators
l.odge and Harding, Republicans; William C.
McAdoo and Attorney General Palmer, Demo-
crats. In commenting on the affair the New
York Tribune said:

“Some see in the innovation the beginning of
the end of the spellbinder and the mass meeting.
It will be much simpler, they point out, for.
John Voter to sit at home and put a William
Jennings” Bryan or a Charles Evans Hughes
disc on the old phonograph than to sally forth
to Madison Square Garden to hear them i
person.

“And then, one can always shut it off and put
on Bert Williams or_somcbody.”

A. E. QUERINJEAN OFF TO EUROPE

A. E. Querinjean, sales manager of the Car-
dinal Phonograph Co., Newark, O. sailed for
Europe on Saturday, February 21, on the “New
Amsterdam.” His sudden trip was caused by
the illness of his mother, who is on the other
side. Mr. Querinjean plans to return during the
early part of April.

TO INCREASE CAPITAL TO $100.000

The Southern Photo Material Co.. Victor deal-
er of Atlanta, Ga., has made application for a
revision of its” charter and authorization to in-
crease -its capital to $100,000.
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Collection Problems Hinge Primarily Upon
the Manner in which the Salesman Operates
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Tell the average talking machine salesman
that he is a collector of instalment accounts
and he is liable to feel somewhat incensed over
the reflection on the dignity of his position. He
will argue that selling is one thing and collect-
ing is quite another, yet the collection problem
hinges primarily upon the manner in which the
salesman operates in the first instance and upon
the basis on which the sale is closed with the
customer.

There is not, or at least there should not be,
a talking machine dealer or music merchant to-
day who has not impressed strongly upon his
salesmen the necessity of insisting upon proper
terms when making sales, considering the ability
of the customer to make the payments as pro-
vided and taking every other precaution to pre-
vent repossession. It would seem that the aver-
age salesman would realize that the repossession
of an instrument meant the loss of his com-
mission on the sale, but it seems as though in
some instances this loss does not have the de-
sired effect and it is necessary for the merchant
himself to make drastic rules governing the
situation in order to protect his business.

Sales that lead to repossessions are, in a
great many cases, due not to the ignorance of
the salesman, but rather to his inclination to
take a chance. He realizes that there is a possi-
bility that the customer cannot meet the terms
of the contract, but gambles on the chance that
once the instrument is in the house the customer
will strain his resources to keep it there. Quite
often the idea works out, but it proves faulty
a sufficient number of times to make it a bad
gamble.

It is not always possible to close every sale
for cash, even in these days of prosperity, but
it is possible to arrange for terms that will
clean up the sale within a year, or eighteen
months, and give the customer a substantial
equity in the instrument within three, four, or at
most six months. It is this equity that dis-
courages any inclination to skip payments
through carelessness or with the idea that it can
be done with impunity.

A sale properly made really serves to make
unnecessary the work of the collector, for it
makes it obligatory on the customer to meet the
payments on his own accord. Sometimes a
letter may be necessary to refresh the memory,

but that should be the only requirement to
bring in the payments in regular order.

A salesman has been known to offer as an
argument that a customer desired a certain type
of machine and could not purchase it on terms
such as 20 per cent down and 10 per cent
monthly. It is quite possible in such a case to
turn the sale to a lower-priced instrument and
thereby do the customer a favor by preventing
him from putting himself under an obligation he
cannot hope to meet without sacrifice. It is to
be remembered that 75 per cent of customers,
especially those in limited circumstances, are
inclined to over-estimate, rather than under-
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The Sales That Lead

to Repossessions Are
- Often Due to the In-

clination of Salesmen

to Take a Chance . .
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estimate, their ability to meet payments. They
gauge their resources on a maximum basis and
do not take into consideration unusual expenses,
temporary loss of income, etc. The salesman,
for his part, should value their promises on that
basis.

There was an Eastern dealer some years ago
who brought up the salesmen with a sharp turn
by making them liable for cartage charges and
repair costs on repossessed instruments, in addi-
tion to loss of commission. There was naturally
considerable protest, but the salesmen for their
own protection improved their selling methods,
watched terms, took more precaution in study-
ing customers, and soon reached the point where
repossessions dropped off almost entirely. In
this particular case the merchant was fair
enough to stipulate that the salesman should
not be punished for repossessions made under
circumstances over which he had no control, as

I
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in cases where the customers appeared to be all
right, met the minimum terms in full or better,
but had fraudulent intentions, or where the cus-
tomer met with serious reverses that could not
be ordinarily foreseen.

A plan adopted by a Philadelphia house pro-
vides a bonus for the salesman where accounts
are closed up ahead of schedule time, ag pro-
vided under the minimum term arrangement.
Both the salesman and the house benefit under
this plan, for, while the salesman gets the bonus,
the house gains in interest charges on the
‘money thus brought in ahead of time.

The old idea of making the sale and then let-
ting the collector worry about getting the money
has long gone by the boards, and the concern
that permits its salesmen to follow that plan
is not going to get very far in these davs of

heavy overhead costs. The new system is tough .

on professional collectors, but good for business.

JOHN McCORMACK’S WORLD TOUR

Famous Victor Artist Leaves in June for Tour
of Australia, Great Britain and the Continent

John McCormack, the famous Irish tenor and
Victor artist, has planned an extensive world
tour., He will leave San Francisco for Van-
couver early in June for a tour of the Com-
monwealth of Australia and the Dominion of
New Zealand. Leaving the Southern hemis-
phere early in 1921, he will go direct to Lon-
don by way of the Suez. Following a series of
concerts in Great Britain and Ireland Mr. Mc-
Cormack will visit several of the European
capitals, and in all probability the capital of
Egypt, returning to America in October, 1921.
The party will include Mr. and Mrs. McCor-
mack, the three McCormack children and
brother James McCormack; Edwin Schneider,
accompanist; Donald McBeath, violinist, and D.
F. McSweeney, manager. It is a matter of
satisfaction, however, that John McCormack
will still be with us during his absence, through
the medium of his delightful Victor records.

Edward Barnes Towne, manager of the Hart-
ford, Conn., branch of the Columbia Grapho-
phone Co., was married last month to Miss Ida
Simoneau, of Biidgeport, Conn.

with a regular 12-in. album.

Figure No. 1 shows the cabinet in uniform when
equipped with 10-in. container in a 12-in. cover together

e,
so0 simple. Pa.
that a chuld

Chicago fac-
tory 1s now

Figure No. 2 Illustrates a 10 in. container with a 12 in.
cover ; also shows the staples lifted from position for
removal of pockets should they become worn.

in full swing
‘on the loose
leaf record
album.
Redoubled factory

space gives us facil-
ities that save money

SIMPLIFIED INDEX SYSTEM

Chicago, Ill.: T. J. CuLLEN.

Core & Dunas Music Co.
Cleveland, Ohio: Creverano TALKING MACHINE Co.
Milwaukee, Wis.: Yanr & Lance Druc Co.
Ncw York: Praza Music Co.

Corp.
Pittsburgh, Pa.: Tue Reeo Co.
C. C. Merror Co.
Stanoaro TaLking Macuine Co.
Washington, D. C.: E. F. Droor & Sons Co.

Roston, Mass.: BostoN TALKING MACRINE ACCESSORIES Co.

AMALGAMATEO PHONOGRAPH  ACCESSCRIES

and time for you.

Quotations F.O.B.
N. Y. or Chicago.

Our Album is constructed
under our own patents
for durability and style.

of thumb.

NEW YORK ALBUM & CARD CO., Inc.

Executive Office and Factory: 23-25 LISPENARD STREET, NEW YORK
Chicago Factory: 415-17 S. JEFFERSON STREET, CHICAGO

Figure No. 3 shows the
staples replaced into posi-
tion by means of pressure

/" THE ¥
b ALBUM Vi3
FOR RECORDS
THAT HAS A RECORD
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Victor
Supremacy

Victor supremacy 1s a real asset
for every music retailer.

Just how much of an asset de-
pends upon the retailer himself—
with no limit to the measure of his

SUcCCeSS.

. . . ! . . . ;
“Victrola” s the Registered Trademark of the Victor Talking Machine Company designating
the products of this Company only.

Warning: The use of the word Victrola upon or in the promotion or sale of any other Talking
Machine or Phonograph products is misleading and illegal.

Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and

synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction.

Victor Wholesalers

Albany, N, Y.......Gately-Haire Co., Inc.

Atlanta, Ga. ........ Elyca Talking Machine Co.
Phillips & Crew Piano Co.

Baltimore, Md. ..... Cohen & Hughes.
E. F. Droop & Sons Co.
H. R. Eisenbrandt Sons, Inec.

,.Talking Machine Co.

Oliver Ditson Co.
The Eastern Talking Machine

Co.
The M. Steinert & Sons Co.
Brooklyn, N. Y.....American Talking Mach. Co.
G. T. Williams.
W. D. & C. N. Andrews.
Buf'fzilo Talking Machine Co.,
nc.

Birmingham, Ala,
Boston, Mass,

Buffalo, N, Y

Burlington, Vt. ...,American Phonograph Co.
Butte, Mont, Orton DBros.

Chicago, Ill. ....... Lyon & Healy.
The Rudolph Wurlitzer Co.
Chicago Talking Machine Co.

Cincinnati, O. ..... .The Rudolph Wurlitzer Co.

Cleveland, O. ...... The Cleveland Talking Ma-
chine .
The Eclipse Musical Co.

Coluinbus, O. ......The Perry B. Whitsit Co.

Dallas, Tex. ....... Sanger DBros.

Denver, Colo. ......The CKnight-Campbell Music
0.

Des Moines, Ia......Mickel Bros, Co.

Detroit, Mich, .....Grihnell Bros.

Elmira, N, Y. ......Elmira Arms Co.

El Paso, Tex. ....W. G. Walz Co.
Honolulu, T. H. ...Bergstrom Music Co., Ltd.

Houston, Tex. .....The Talking Machine Co. of
Texas.

Indianapolis, Ind. ..Stewart Talking Machine Co.
Jacksonville, Fla. . ,Florida Talking Machine Co.

Kansas City, Mo, ..]. Vg Jenkins Sons Music
o

v .
Schmelzer Arms Co.

Lincoln, Neb. ......Ross P. Curtice Co.

Los Angeles, Cal...Sherman, Clay & Co.

Memphis, Tenn. ....0. K, Ilouck Piano Co.

Milwaukee, Wis. ..,Badger Talking Machine Co.
Minneapolis, Minn._.Beckwith, O’Neill Co.
Mobile, Ala. .......Wm. H. Reynalds,
Newark, N. J.,.....Collings & Co.

New Haven, Conn..The éIorton-GaIIOcCreamer
0.
New Orleans, La....Philip Werlein, Ltd.
New York, N. Y.:..Blackman Talking Mach, Co.
Emanuel Blout.
C. Bruno & Son, Inc.
Charles H. Ditson & Co.
Knickerbocker Talking Ma-
chine Co., Inc,
Landay Bros., Inc.
New York Talking Mach. Co.
Ormes, Inc.
Silas E. Pearsall Co.
.e...A, Hospe Co.
Mickel Bros. Co.
Peoria, Ill. ........Putnam-Page Co., Inc.
P’biladelphia, Pa....Louis Buehn Co., Inc.
C. J. Heppe & Son.
The George D. Ornstein Co.
Penn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Son, Inc.

Pittsburgh, Pa. ....W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.
Standard Talking Mach. Co.
Portland, Me. ......Cressey & Allen, Inc.
Portland, Ore. ..... Sherman, Clay & Co.
Richmond, Va. ..... The Corley Co., Inc.
Rochester, N. Y....E, J. Chapman.
Salt Lake City, U..The John Elliott Clark Co.
San Franclsco, Cal..Sherman, Clay & Co.
Seattle, Wash. .....Sherman, Clay & Co.
Spokane, Wash. ,...Sherman, Clay & Co.
St. Louis, Mo..... ..Koerber-Brenner Music Co.
St. Paul, Minn.....W. J. Dyer & Bro.
Syracuse, N. Y......W. D. Andrews Co.

Toledo, O, ........o.The Toledo Talking Machine
0.
Washington, D. C..Cohen & Hughes.
E. F. Droop & Sons Co.
Robt. C. Rogers Co.

Omaha, Nebr, .

Victor Talking Machine Co.

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

Victrola VI, $35

Mahogany or oak

Victrola IX, $70
Mahogany or oak

i

Victrola XI, $130

Mahogany, oak or walnut

Victrola XVI, $250
Victrola XVI, electric, $312.50
Mahogany or oak
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AN IMPORTANT ACCESSORY—ALBUMSFOR FILING DISCRECORDS

The enormous demand for “National” Record Albums keeps apace with the ever increasing demand for machines and records, and

our output capacity has been enlarged to meet the greater needed supply. Record Albums have proved themselves to be the best and most con-
venient, as well as economic, method of filing and keeping disc records.

Marcu 15, 1920

THE ALBUM

soon pays for itself in timne-
saving and preserving records.
The nitial cost is veally an in-

vestnient which comes back four-
fold.

MAKING THEIR SELECTION

Illustrating the daily actual usage of the Album,
the most convenient and satisfactory record filing
systemn extant.

THE PERFECT PLAN

The pockets holding the records are substantially
made from strong fibre stock, firmly joined together
and bound in attractive covers.

A PLACE FOR EVERY RECORD AND EVERY RECORD IN ITS PLACE

Albums are an Indispensable Requisite in the talking machine business and wherever records are sold. An accessory that is neces-

sary and worth while. Practical and handy. Save time and records. A profitable adjunct to the business. All owners of machines and records
want Albums to file and preserve their records. .

We manufacture disc Record Album containing 12 pockets to fit cabinets of all sizes and styles. We also make Albums containing

17 pockets. With the indexes they are a completé system for filing all disc records.

For durability, finish and artistic design, our Albums are unsurpassed. We have unexcelled manufacturing facilities, and considering
quality our prices are the lowest. Write us, giving quantity you may desire, and we will quote prices.

WE MAKE ALBUMS TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE, VOCALION AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO. - 239 S. American Street - PHILADELPHIA, PA.
CHICAGO OFFICE: 508 S. Dearborn Street

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Twelve Months
Ending December 31, 1919, Total $6,193,387

\WasnHingTon, D. C, March 6.—In the sum-
mary of exports and imports of the United
States for the month of December, 1919 (the
latest period for which it has becn compiled),
which has just been issued, the following fig-
ures on talking machines and records
presented:

The dutiable imports of talking machines and
parts during December, 1919, amounted in value

are

which were imported during the same month of
1918. The twelve months’ total ending Decem-
ber, 1919, showed importatiois valued at $558,-
253, as compared with $312,966 worth of talking
machines and parts imported during the same
period of 1918.

Talking machines to the number of 4,855,
valued at $133,336, were exported i1 December,
1919, as compared with 7,286 talking machines,
valued at $329,424, sent abroad in the same
pcriod of 1918. Thce twelve months total showed
that we exported 66,157 talking machines, valued
at $2,490,719, as against 64,459 talking machines,
valued at $1906,052 in 1918, and 89,161 talking

The total exports of records and supplies for
December, 1919, were valued at $391,570, as
compared with $171,579 in December, 1918. For
the twelve months ending December, 1919, rec-
ords and accessories were exported valued at
$3,702,668: in 1918, $2,276,357, and in 1917,
$1,953,852.

INCORPORATED

The Fromkess Phonograph Co., New York,
has recently been incorporated with a capital of
$20,000. The incorporators arc E. Propper and
M. and S. Fromkess, 341 East Eighty-second

to $67,843, as compared with $15,542 worth machines, valued at $2,395.775 in 1917. street.
0 000000000 00000000000 o o e e s e e

Albums Sell Records

It’s not hard to sell an umbrella when it's raining—it's no trouble at all
to sell furniture to a man who has just built a house—it's a cinch to
sell records to the owner of an empty record album.

=

Peerless
Metal Back Album

R

Manufacturers: give your dealers a chance to sell more records by
giving them a phonograph with a liberal filing capacity in the form
of Peerless albums.

Dealers: expose yourselves to greater record sales—throw them in your
way by throwing the album temptation in the way of each of your
customers—sell one Peerless album today and twelve records to-

Our Standard Grade

'g ) morrow. §
= Prices and samples on request =
: . PEERLESS ALBUM COMPANY =
= gwb PHIL RAVIS, President Lowest-Priced Quality =
= =
=] Album on the Market =
£ 43-49 Bleecker Street NEW YORK CITY =
& N ) =
% Dof‘ it ey Representatives: BOSTON, L. W. Hough, 20 Sudbury Street; %
5 I'LL SA ¥ FIgaoRsk CHICAGO, W. A.Carter, 57 E. Jackson Blvd.; SAN FRANCISCO, Walter S. Gray Co., 942 Market g, =
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Victor
Supremacy

1s firmly established on a basis of
great things.actually accomplished.

A supremacy that is growing
greater every d’ly—th’lt insures
ever- mcreasmg prosperlty to every
Victor retailer.

““Victrola’' isthe Registered Trade mark of the Victor Talking Machine Company designating
the products of this Company only.
Warning: The use of the word Victrola upon or in the promotion or sale of any other Talking
Machine or Phonograph products is misleading and illegal.

Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and
synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction.

Victor Talking Machine Co.

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

.
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| EDISON’S ANALYSIS OF LABOR CONDITIONS l

HERE are few figures in the public eye to whose natal day is

accorded such universal recognition as that of Thomas A. Edison,
whose seventy-third birthday occurred recently. From President
Wilson, members of the Cabinet and public men in all walks of
life, as well as from his associates and fellow-workers in the great
Edison plant he received the most cordial testimonials of affection
and esteem. The leading papers of the country also discussed in a
very interesting way Thomas A. Edison’s comments upon labor
conditions, which formed the basis of an interview which he gave
out in connection with his birthday festivities.

The present trend in labor circles toward shorter hours and
less production was pertinently covered by Mr. Edison, who said:
“To-day I am wondering what would have happened to me by now
if fifty years ago some fluent talker had converted me to the theory
of the eight hour day, and convinced me that it was not fair to my
fellow-workers to put forth my best efforts in my work. I am glad
that the eight .hour day had not been invented when I was a young
man. If my life had been made up of eight hour days I don’t be-
lieve I could have accomplished a great deal. I am not against the
eight hour day, or any other thing that protects labor from ex-
ploitation at the hands of ruthless employers, but it makes me sad
to see young Americans shackle their abilities by blindly conforming
to rules which force the industrious man to keep in step with the
shirker.”

Mr. Edison further pointed out that the present conditions
make it difficult for the working man to improve his condition and
station in life by his own efforts, and dwelt upon the fact that one
of the principal reasons why American progress in the past was
possible was that every man had a chance to become whatever he
wanted to be. “It used to be fashionable to be ambitious,” further
remarked Mr. Edison. “The employe planned to become an em-
ployer ; the unskilled man sought to become more skillful; the young
man was not well thought of if he was not striving for a higher
place in life. There appears to have been a change within recent
years. The present disposition is seemingly to say in effect: ‘I am
what T am and so shall T remain. I aspire to nothing better than
my present job. T ask for nothing except larger wages and shorter
hours.””

In this analysis of conditions Mr. Edison goes right to the

" statements that it handles everything in music.

bottom of things and affirms what is a trusim—that work makes
success. No individual or business can prosper by accident. There
must be determination, concentration, to win out, and this calls for
work, enthusiasm, efficiency.

Mr. Edison sets forth in this timely sermon the o!d American
ideal that has made our nation what it is to-day and his remarks
should form the basis of lectures and discussions in our great edu-
cational institutions—they merit the closest consideration of
every American, no matter what his station in life.

l GREAT INCREASE IN FOREIGN TRADE

IN the figures bearing upon the exports and imports of talking
machines and records which appear elsewhere in The World, it
will be noted that there has been a steady increase in all branches
of our foreign trade. Exports of talking machines for the twelve
months ending December, 1919, were valued at $2,490,719 as against
$1,906,052 in 1918. The greatest increases in exports were in rec-
ords and supplies, which for the twelve months ending December,
1919, were valued at $3,702,668 as compared with $2,276,357 in
1918. Records of American manufacture are undoubtedly growing
in favor throughout the world, and in South America particularly
they have obtained quite a market, which is destined to increase as
the merits of these products become more widely known.

The imports of talking machines, records and parts continue
to be small, comparatively speaking, the twelve months total ending
December, 1919, being placed at $558,253 as compared with $312.-
966 in 1918. The closing months of last year, however, have been
showing a steady increase in imports, and in December alone the
imports of talking machines and parts were valued at $67,843 as
compared with $15,542 for the same month of 1918. This, of
course, can be attributed to the fact that shipments to and from
Europe are now being made with more regularity than just after
the war, and this satisfactory condition is being felt in both domes-
tic and foreign trade.

{ CONCENTRATING ON THE WHOLESALE END

HE general tendency among talking machine jobbers to discon-
tinue such retail departments as they have maintained with a
view to concentrating their efforts on the wholesaling of machines

. and records has been viewed with satisfaction by dealers generally

who for several years have been advocating such a move. Under
ordinary circumstances, with goods plentiful, the retail department
of the jobber’s establishment represented simply one more retail
competitor, and in most cases not a very active competitor. With
the serious shortage of stock, however, both in machines and records,
the jobber’s retail department appeared to grate more and more on
the nerves of the retailer who felt that no matter how fair and just
the wholesaler might be in the allotment of goods to his own store,
machines and records were being placed therein that might have
served to relieve one or more dealers of embarrassment, temporarily
at least.

There are, of course, a number of cases where wholesalers
conduct tremendous retail musical establishments, handling musical
goods of all kinds from pianos down to sheet music. In such cases
the retail talking machine department is an essential factor not alone
for the volume of retail business that might be done in comparison
with general business, but as bearing out the company’s advertised
It has been notice-
able, however, that during the shortage even these big houses kept
in their departments only a sufficient stock to give some indication
of what the department was intended to carry, but did not endeavor
to stock up at the expense of their dealers.

Where feasible the “wholesale only” idea is spreading rapidly
and is in a sense a form of preparation for the future. When pro-
duction catches up in some measure with the demand, the whole-
salers who have no retail business to worry about will find plenty
of opportunity for keeping goods moving from the factory to the
dealer’s shelves.

l CAPITALIZING CONCERTS OF RECORD ARTISTS

[TAT the talking machine has proven a powerful factor in
developing a wide appreciation for music of all kinds, and par-
ticularly of the better sort, is undisputed, and the manufacturers of
records generally are proceeding along proper lines to capitalize this
increased interest by hooking up their advertising with the appear-
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ance in concert and recital of the various leading recording artists.

This tendency of record companies to call attention, through
special advertising, to the fact that certain concert artists record ex-
clusively for this or that company has been particularly noticeable
during the present season. The advertising must of necessity be
special and local in character, fitting in with the concert recital dates
as announced through ordinary channels.

There is no question but that a recording artist has a distinct
fascination for that great proportion of the public owning talking
machines, for it almost generally happens that tlie records by well-
known artists are purchased before the artist has been heard in
person. Under such circumstances the record owner feels a personal
interest in his favorite recording artist.

This interest has been proven on more than one occasion
through the concerts given by the group of record artists, including
Collins & Harlan, Van Eps, Meyers, Henry Burr and several others.
In cities where regular dramatic or musical comedy companies could
not make expenses the record makers have made it necessary to
hang out the S. R. O. sign, and it is safe to say that for everyone
who came solely for the purpose of hearing a program of popular
music there were ten who came because they felt that they were
acquainted with the artists through their records and were anxious
to see and hear those artists in person.

The advertising of the manufacturers in connection with the
concert appearance of artists offers an example that should be
followed by dealers either in advertising concerts on their own
account, or in supplementing the advertising of the manufacturers.
It is the sort of advertising that is direct in interest and direct in
results. “t& s

SELF-SERVICE IDEA ENCOURAGES SALES

HE self-service idea in record selling is steadily gaining ground

in all sections of the country as the retailers learn to appreciate
the value of such service in building up record sales. The idea is
not entirely original in the talking machine trade, for the same plan
has worked out in book stores and other channels for a number of
years, and is based primarily on the theory that while some cus-
tomers demand the services of a salesman there are others who
prefer to browse around themselves—look over records at their
leisure and feel free to select or reject any of them without having
the salesman cast upon them a glance of deep regret.

The self-service idea gets away from the obligation to purchase
in one sense, but on the other hand encourages purchase. The aver-
age customer enters the talking machine store with a definite object
in view. He wants this or that record, or to hear certain styles of
‘records from the new monthly list. The salesman may, or may not,
be able to persuade the customer to spend enough time to listen to
two or three other records on the chance that they may appeal to
him. It often happens that even when a customer cares to listen
to an extended demonstration he does so with the feeling that he

must make some purchase to justify taking the salesman’s time.
With a hundred or more records in the rack before him, however,
the customer is inclined to look over the lot at his leisure, and in the
course of the inspection frequently finds one or several records re-
garding the existence of which he was in ignorance. He frequently
is highly elated over his find and a purchase is made with practically
no selling effort.

This saving of selling effort alone in many ways serves to more
than pay for the cost of installing the self-service equipment. No
customer can hope to inspect all the records in a dealer’s stock, nor
can any salesman be expected to demonstrate to any one customer
even a small fraction of those records, but if the self-service rack is
well filled with the lesser known selections and the assortment 1is
changed at frequent intervals, the regular visitor can with little
effort inspect almost the entire line. This, in truth, represents
service that goes beyond the selling point.

| RECORDS OF QUALITY GROW IN FAVOR

FEATURE of the record situation that is, or should be,
A gratifying to the trade at large is the tendency of the various
record manufacturers—and they have increased in number greatly
during the past couple of years—to give closer attention to the
quality of their product. It is not stretching a point, to say that
the success of the talking machine business depends primarily upon
the quality of the records made available to the public.

A machine without records is useless and a machine for which
only poor records are available quickly loses interest for its owner.
When, as at present, a talking machine owner can secure records
of the great artists, whether in the operatic or popular field, and can
find in those records music of a quality that makes the preservation
of the record worth while, then the industry is bound to broaden
out and develop. '

The value of a record lies not alone in the cost of labor and
material entering into it. It hinges largely upon the cost of securing
artists of reputation and ability. So long as the record companies
realize this fact and feature good artists and good music rather than
the price argument, so long will they enjoy the proper recompense
for their-efforts.

‘ STIMULATING AN INTEREST IN MUSIC

HE action of a number of talking machine dealers in central

New York State in organizing a concert bureau for the pur-
pose of developing musical interest among the public in that
section through the bringing of prominent record artists to the
various cities to appear in concert is a move worthy of emulation
in other sections of the country. Through co-operation the effect
of the concerts is increased immeasurably and the cost to the
individual dealer cut to a minimum. It is building for the future
of the trade along constructive lines calculated to keep musical
interest constantly at high pitch.

AN EQUATION

Ormes Service is to Victor Merchandising as a setting is
to a perfect diamond.

ORMES, Ine.

Wholesale Exclusively
26 East 125th Street

NEW YORK
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The AdVertlSng That Keeps a Store Before
the Public in a Profitable Way :

By Joseph I. Carroll

Mgr. of Sales, Emerson Phono. Co.

0 0 0 ~

In a previous article in The World, I talked
on a few unusual angles of advertising, some of
which are not generally in mind when the sub-
ject is discussed. However, what follows is
more in the light of what most everyone thinks
of when the matter of advertising is considered.

In writing on most any subject it is rare that
anything new is told. More often it is some-
thing most of us know, but served up with a bit
different dressing. Therefore I claim no origi-
nality but put before you some thoughts on the
general subject of advertising which may bring
more vividly before you a picture that, while
familiar, has perhaps become somewhat blurred
and indistinct, because of other and more urgent
things having demanded all your attention.

Did it ever occur to you that if a pretty girl
were to wear a heavy veil to conceal her good
looks from the admiring gaze of the great ma-
jority of the public, ever eager to revel in the
thrill of a beautiful face, many restaurants would
go out of business; likewise theatres would go
a-begging for patronage, while ministers would
be far less active in tying the nuptial knots?
The reason is obvious.

As a pretty face and a modish gown attract
admiration so, too, a merchant’s show windows
can be made a valuable asset in interesting the
passer-by, provided the windows be dressed in
effective fashion, employing advertising helps
that portray pleasingly and distinctively faith-
ful and engaging descriptions of the merchandise
carried within.

The dealers who sell talking machine records
and who are bent upon building up thriving de-
partments invariably subscribe to the handsome
“window display services” which various record

companies offer their dealers at a Very reasoi-
able cost. These “services” are done in bright
colors, the subjects closely linked with the
month’s releases. The display, as a whole, is
bound to draw that intensely inquisitive and
fixed attention which automatically leads to
sales.

The profit from a very few extra records sold

LT

Why Not Capitalize
Window Advertising?
---How Movie, Bill-
board and Newspaper

Publicity Will Help
S A

will pay for the “service.” All live dealers rec-
ognize this “display service,” which changes
monthly, as something decidedly good, and es-
pecially productive of results..

It is almost unbelievable that a merchant could
possibly blind himself to the considerable in-
crease in sales certain to follow the showing of
this “window display” which is designed par-
ticularly to invite attention favorably to certain
records. Strange to say, there are some dealers
who stubbornly refuse to appreciate the value of
this specialized display. They alone suffer.

They wonder why they don’t sell more rec-
ords; why folks pass their door and stop in at
their competitors’. Too often they blame it on
the records, whereas the loss of sales—mean-
ing profits—is practically always directly trace-
able to their false and narrow economy; their
niggardly methods. They may be storekeepers
but rarely become really up-to-the-minute, suc-
cessful merchants. Let every retail merchant
take displays of all kinds out of his windows,
and the loss of sales would be so great that few
could afford to stay in business.

The advertising power of your show window
is valuable. Why not capitalize it to the most
productive degree? Change the display fre-
quently. Make each change tell a new story.
\Whenever there is a holiday season, such as
Christmas, New Year’s, Thanksgiving, Hal-
loween, Election Day and the like, as well as
any special local occasion, link up your window
display and also your newspaper advertising
with it, so that it will have a strikingly timely
significance. It is bound to create favorable
attention.

The window can be made a decided asset for
valuable publicity. It's the narrow-minded,
short-sighted dealer who fails to grasp it. The
merchant who is keen, and building for the fu-
ture, forgets the slight initial expense in his
eagerness to use to best advantage a pro-
nouncedly good “window service,” that cannot
but add largely to his list of customers.

Another source of available publicity is your
neighborhood moving picture theatre. It is a
constant gathering place for practically all
classes. Many people will go there several times

(Continued on page 11)

i
Phonograph

front door.
who does.

Fodder

“trailers.”’

Emerson Record Sales Company, Inc.

Exclusive Distributors of Emerson Standard 10-inch
Gold Seal Records in the Metropolitan Territory

6 West 48th Street, New York City

APTER all is said and done, hits are what people want—and

hits are what most people will continue to select, when they
are buying phonograph fodder.

If you handle hits, business will come walking right in your
If you don’t handle hits, trade will tag the man

Emerson has a reputation for getting out the worth-while hits—
both song hits and dance hits—and gettmg them out well in
advance of the

We are distributors of Emerson Standard 10-inch Gold Seal
Records in the Metropolitan district.
selling records—real lively steppers—give us a call.

When you need quick-

S T
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each week. Some folks never miss a night. In
consequence, it offers excellent opportunities for
gaining instant sales-producing attention from
your public at a time when they are in good
humor, and ready and willing to assimilate
bright, pointed and clever advertising notices.

Resourceful dealers appreciate the value of
arranging for display on the screen of attrac-
tive slides, keeping the latest records and ma-
chines insistently and interestingly before the
prospective buyer's mind.

Still another use of the moving picture house
is to have the monthly bulletins of new releases
placed in movie programs, or put upon a stand
or table at the entrance or foyer where the
bulletins can be taken up at the same time that
weekly announcements of new pictures are
sought by the “movie fan.” Both of the above
ideas are commonly used and agreed to be
worth-while advertising.

The dealer who is alive to the big and con-
stantly expanding future of the phonograph and
record industry, the man who is earnestly reach-
ing out for the most productive forms of ad-
vertising, will readily agree that outdoor “bill-
boards” afford a “pulling force” for increased
demand of the highest voltage.

I have in mind certain dealers who have tried
out this idea and found it so instantly success-
ful that they increased this form of permanent
display many times over, with the result that
their sales have multiplied in quantities far be-
yond their most hopeful expectation.

The locations for these boards, needless to
say, must be selected with infinite care. They
should be placed, above all, where they are
certain to receive the greatest degree of atten-
tion. It must be where the interest encouraged
is not idle, but among that class of buyers most
likely to patronize the store. However much
such signs are read or noticed they are of little
or no value if brought before the notice of
people who do not and would not trade, for
various reasoits, at the store conducting the ad-
vertising.

Sometimes such signs placed on either side
of the store and within reasonable distance
therefrom givc best results; again, locations at
either end of the town, along the trolley lines,
or at both ends of the main business street,
opposite the railway station, or at the center of
the town, furnish the most lucrative sales pos-
sibilities. Care should be shown in the colors
used on such signs, the appropriatencss of the
illustrations, the style of lettering and particu-
larly the wording of the “message” to the pub-
lic. Tt is always well to have the signs artistic,
but not fantastical or overdone. Thc effective-
ness of the advertising depends largely upon
these important points.

It would seem superfluous to call a dealer’s
attention to the unquestionable “returns” from
well-placed newspaper advertising. Neverthe-
less, it is truc that many dealers fail to use this
instant form of profitable publicity. A neigh-
borhood dealer in a big city may, with some
justice, hesitate to use this means of selling, but
nothing can justifiably be advanced to excuse
the lack of progressiveness of the dealer in the
small or comparatively small city or town who
refuses to recognize the local paper as a certain
means of developing large and ever-increasing
sales.

Newspaper advertisements should be pre-
pared with care and designed to have the maxi-
mum “pulling” power. Many important things
should be given deep thought. The “copy” or
“wording,” as a rule, should be brief, clear and
snappy—conviction behind every phrase or sen-
tence. The illustrations must be live, smart and
catchy, each bringing vividly to the eye a pic-
ture closely associated with the song, dance or
particular music described.

Effort should be made to make the advertise-
ments especially distinctive, so they will stand
out prominently and conspicuously beyond all
other advertising. Frequently a novel border
or unusual style of type will accomplish this
very necessary result. I particularly favor bor-
ders as giving individuality to advertisements.

"sive in the slightest degree.

It is well to have an advertisement somewhat
similar to the general characteristics of the
paper. In other words, I doubt if an “ad” set
up in a big city “daily” style would be quite in
harmony with the layout of a small village or
town paper, and vice versa. What would appeal!
in a turbulent city may be entirely out of place
in a quiet town.

“Position” is vital in advertising. An “ad”
prepared to appeal to men would lose much of
its force if placed on a page read principally by
women; so, too, an “ad” on women’s things
would be sadly misplaced on or opposite a
“sporting” or “editorial” page.

Whether it is advisable to use a full column
long or employ the same space in two-column
width, half column long, or three-column width.
third column long, is also a matter requiring
thoughtful consideration.

Let your advertisements be timely, right up
to the minute. FKach holiday season or local
occasion should speak through your “ads.” Lo-
cal appeal is always well taken.

Study always to keep your pubficity within
the bounds of “good taste.” Never, for an in-
stant, let it become coarse, vulgar or offen-
Bring out the
prominent features in striking type that gives
individuality. Less important matter is satis-
factorily expressed in more modest type. Art!
Indeed, yes. Artistic arrangement is most de-
sirable. It attracts—even more, it pleases. By
no means fail to grasp its importance.

And last, but perhaps more important than
any other single idea, is “originality.” Let it
stick out all over—copy, illustrations, type, ar-
rangement. Ah, yes, “originality” is a rare gift
that cannot be employed too often or too pro-
digiously.

Perhaps I've bored you. You knew all this
before—even better than I. Well, granting that,
won’t you admit a repetition has done no harm?
Possibly it has revived your waning interest
or the value of some minor detail—if so, the
effort is not entirely wasted.

jobbers promptly.

“WE DO _ CLAIM SUPERIORITY'
WHEN IT COMES TO SERVICE”

Three big plants operating continuously give us an out-
put that enables us to supply some of America’s biggest

HREE LARGE

We Build PHONOGRAPHS to an Ideal—
At a Price That Will Appeal!

We won't say we build the best as we do not deal in superlatives (there’s too much competition in that line)
but when it comes to Phonographs, well—we will leave it to your judgement as a connoisseur and business man.

Retailers—VVe have a jobber in your terri-
tory who can supply you over night with
big value phonographs at a liberal discount.

6 Models—Retail Prices $85 to $200

FACTORIES

—ADDRESS —

GENERAL SALES
CORPORATION

1520 Buffum ‘St
MILWAUKEE, WIS.

All Records
Correctly

OWNING AND OPERATING

General Mfg. Corporation

Recordeon Phonograph Co.
Heaney-Schwab Billiard Mfg. Co.

Makers ef Billiard Tables Since 1882
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“Absolutely Non-Resonant”

IN this instrument there are no counter-
vibrations of sound in the cabinet to
interfere with tonal purity—because we
use a non-resonant cabinet of reed.

And in this instrument there is no me-
tallic tone taint whatever—because we use
a non-resonant, ‘“‘cushioned” reproducer.

Thus is the Heywood-\Vakefield made
free of the two great impurities which
have been a blemish upon phonograph
tone in the past.

You have only to /iear it to recognize
the brilliance of the achievement which
it represents in music production. In
the reed cabinet there are no closed-in
air spaces as in wood cabinets. The
music flows through the open spaces
of the reed without any vibratory inter-
ference whatever. The cushioned repro-

ducer moves, flexible, pliant, bringing
out the hidden beauty of the music in
every detail.

Again, you have only to see the Hey-
wood-\Vakefield to réecognize that its reed
cabinets offer decorative values heretofore
unobtainable in a phonograph. The Hey-
wood-\Vakefield can be had in three hun-
dred color tones, appropriate for any and
every decorative scheme.

The announcement of this new and
different reproducing instrument, made
under the extensive Perfek’tone patents,
1s an event of importance both to the
music lover and the dealer in musical
mstruments.

\Write today for details of models,
prices and specifications. Address the
nearest ofhce of

‘HEYWOOD BROTHERS AND WAKEFIELD COMPANY

New York Philadelphia Boston Baltimore Buffalo

Chicago Portland, Ore. San Francisco Los Angeles

Factories: Gardner, Mass.; Chicago; Wakefield, Mass.

When you visit Atlantic City see all models of the Ileywood-\Vakefield at the Perfek'tone Store, 517 Boardwalk
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One of the problems of the talking machine
retailer is that of devising some definite method
for inventorying his records so that he may at
all times know just how his record stock stands
and be able to order intelligently and to best
advantage. It is true that during the past couple
of years the question has been not of ordering
records but that of getting them, a blanket
order for anything available being almost as
good as a detailed order for certain specified
records. However, as the record situation im-
proves, this question of ordering will again be-
come one requiring accurate knowledge and the
inventory will again come into its own.

The period at which record inventories are
to be taken depends largely upon the individual
business demands of the retailer and particularly
the size of the business he is doing. If there
is constant and heavy turnover of record busi-
ness, as in a big central establishment, a daily
inventory of records is generally considered nec-
essary, for under any other system confusion
would result. With the dealer doing a medium
sized business, however, a weekly inventory
proves quite satisfactorly. This permits the
making up of weekly record orders and com-
bines the work of inventorying and ordering
at a considerable saving of time.

Certain dealers combine a weekly inventory
of general record stock with a daily inventory
of the big selling numbers, such as “Smiles”
happened to be a few months ago, or as “Dar-
danella” is to-day. Under this plan, accurate
information is easily obtainable regarding the
really live numbers at all times. Some retailers
simply have one inventory a month, but unless
business is very small the monthly inventory

is considered by well-versed trade members as
inadequate to proyide proper information.

The development of an inventory plan that
will suit best the needs of his particular business
rests largely with the dealer himself. Practi-

“cally all the large companies as a part of their

dealer service see to it that some inventory sys-
tem is made available for the dealer’s use. But

A A

Weekly Inventory E's-

sential Although a
Daily Analysis May
Be Necessary Where

Turnover is Heavy

S e
such systems are general in character and the
dealer must study them in order that he may
be sure that they will provide him with. all de-
sired information and at the same time do not
overburden him with unnecessary details and
system.

Many retailers, some with very large busi-
nesses, use specially designed automatic or semi-
automatic systems for checking up record stock.
Some of these systems call. for the marking
on a special slip on or near the record bin the
number of records of a certain number in stock.
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Methods for Taking Record Inventories that
Will Meet Demands of the Average Business

O 0000000000000 05

As each record is sold, a check is made against
the number and in making up the order it is
simply necessary to look at these records to
determine what record stocks are low.

Another system adopted by several houses is
to set a fixed minimum of safety covering the
stock of each record. For instance, two records
of a given number may be considered sufficient,
while in other cases the minimum may be five
or ten records. Under this system a specially
colored or marked envelope is provided and in
this envelope is placed the second or tenth
record as representing the danger line. When
records are sold down to this special number,
the envelope itself acts as an automatic warn-
ing that new records of the number must be
ordered. In such a case it is only necessary to
go over the stock and watch for special enve-
lopes in order to make up a record list quickly
and accurately.

Retailers who are in doubt as to the method
of inventorying that will prove most suitable
to their particular businesses will do well to
keep in touch with the representative of the
manufacturer, or wholesaler, in their territory,
who, in view of his experience and as a result
of observation, is most generally able to make
practical suggestions of particular value.

INCREASES CAPITAI STOCK

The Master-Tone Phonograph Co., of Co-
hoes, N. Y., has increased its capital stock to
$75,000 and has leased new quarters in that city.
The mechanical force will be increased to one
hundred workers and the new building is rapidly
being put into shape for increased production.
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Dulcitone

Superiority of Finish Unquestioned
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[t is not only necessary that a Phonograph should have tone, proper reproduc-
tive and amplifying power, which is the result of right equipment, but it should
Sight is the medium of the greatest
As a selling proposition appeals to the eye of your cus-
tomer first, please it, then, all else being equal, your sale is made.

also have sightliness,
of all impressions.

appearance.

Dulcitone Finish both appeals and satisfies.
tion and matching of veneers enables us to produce a finish that for beauty

is absolutely not duplicated.

The equipment is right, too, of the highest order, giving to the dealer a com-
bination of finish, reproducing accuracy, and. musical perfection that is not

found in other phonographs.

in a FINE cabinet.

Prompt deliveries.

Whrite for prices and particulars.

Not a good machine housed in a poor cabinet,
nor a poor machine housed in a good cabinet, but a FINE machine housed

Years of specializing in the selec-

(T

e

Dulcitone Phonograph Company

SOUTH HAVEN, MICHIGAN
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New uses for the talking machine are con-
stantly being found. It is no uncommon thing
to find it employed to take the place of a piano
or even an orchestra for a dance, but its pos-
sibilities as a crowd drawer on the streets were
recently demonstrated to good advantage in
San Antonio, Tex. Attracted by a throng of
people gathered on a street corner and the
strains of the “Miserere” emanating from the
midst, the writer pushed through the mob, and
there, under the flickering gaze of a big oil
torch, was a phonograph grinding away, while a
shrill-voiced woman was proclaiming the low
price and remarkable beauty of some mechanical
dolls she was demonstrating. “Music hath
charm”—and those who sell know it is a factor
to interest the general public.

The Tri-State Talking Machine Co., El Paso,
Texas, recently used a very effective compar-
ison to show the immense stock of records car-
ried. At one side was a framed picture of the
Mills Building—one of the largest office build-
ings in El Paso, aud at the ofher a cartoon
showing a stack of records piled at an angle to
represent the leaning tower of Pisa. A card
between them said:

S I
WHAT IS IT?

A stack of 9,300 records. A stack that would
reach to the eighth floor of the Mijlls Building—
and no two records alike,

This is the size of the Victor and Columbia
records that we carry. It is The largest stock
in El Paso and the southwest.

Seventy new ones received each month. Call
in and look them over. e will be delighted
to play just as many of them as you care to hear. £

WS IE

This company makes good use of the tele-

R T TR

Bringing the Talking Machine to the Atten-

tion of the Public in Texas

0 A A A

phone in calling attention to its records. It has
a complete list of names and addresses of all
who have purchased a phonograph or records
the past year, and during her leisure one of the
saleswomen calls them up in turn and suggests
the purchase of at least one new record each
month. A complete list of the new records is
sent each month to the different customers,
with the printed suggestion: “Telephone your
order for the month—Records promptly de-
livered at regular rates.”

The Phoenix Furniture Co., Beaumont, Texas,
has a large room with several demonstration
chambers, and pays much attention to its talk-
ing machine department. A recent ad run by

it suggested:
21 g s G i

HOME IS THE ALTAR WHERE TRUEST BLISS =
IS FOUND =

Did you ever visit or inhabit a cheerless home,
where the children and even the older folks spend
most of their evenings at a vaudeville or the
movies? If so, send the head of the home to us.

Or tell them to invest in a Victrola, and stay

at home, and in comfortable chairs listen to the
greatest music of the age, instead of tbe cheap
and trashy songs of the music halls.

LLTTENTERETT T DT AT TR
The company complemented this printed ad by
taking from its extensive stock furniture and
draperies and fitting up a cozy music room—
cheery and beautiful, but not too fine for active,
growing children. At one side was shown a
Victrola,. upon which a child was placing a
record. In the chair sat a mother, and sprawled
out upon a rug was a second child. All of these
figures were borrowed from a local dry goods
store and appropriate credit given for the
courtesy. A large card advised: “Happy is the

i

i i
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try.

HIS MASTER'S VOICE

Yes, We Are Teaching
Better Selling

Any sales force can, if the store hasthe merchandise, fill the needs
of the people who come in and ask for certain models or ‘‘ hits *’
among Records. That’s the old familiar business of order-filling.

To create a desire for some model that the customer didn’t come
in to buy—to introduce Records that the customer didn’t ask for
but which are ‘‘just as good’’ as those asked for, maybe a lot bet-

ter—that's REAL SALESMANSHIP.

Miss Grazella Puliver, formerly of the Educational Department
of the Victor Talking Machine Company, has immediate charge
of this interesting work. Mr. S. Roland Hall, formerly head of
the International Schools of Advertising and Salesmanship, will
play a part, particularly in the Better Selling pointers that will
appear regularly in The Victor Turnover, our publication.

T his service is open to all dealers and salespeople in our part of the coun-
Several classes have been formed and are making excellent progress.

THE CLEVELAND TALKING MACHINE CO.
1125 Oregon St., Bingham Building, Cleveland, O.
Victor Products Exclusively

:: By W. Bliss Stoddard

home where good music is a nightly occurrence.”

Thos. Goggan & Bro.,, Houston, Texas, at-
tracted considerable attention to their Victrolas
and added many sales of records through their
recent artistic display. In honor of a recital by
Charles Wakefield Cadman they arranged a set-
ting of his beautiful song, “Land of the Sky
Blue \Water.” The window was floored with
moss, in which was imbedded a large mirror.
Overhead was hung a blue cloth, which was re-
flected in the mirror. On the simulated lake was
a little birch bark canoe guided by an Indian
doll. On the shore back of the lake svas a small
tepee. At one side was a camp fire over which
was suspended a big iron kettle, and on a log
covered with an Indian blanket were a couple
of tom-toms. Hung on the wall were bows
and arrows. At the other side was placed a
Victrola. On an easel was a framed picture of
Cadman, and scattered at the base records of
a number of his compositions. A large card
advised: “Hear Charles Wakefield Cadman play
a number of his own compositions at the recital
Thursday night—and then come in and select
the records of his that please you most. You
can hear the great artist perhaps only once in a
lifetime, but you can enjoy his music every
evening in the year as reproduced upon a phono-
graph.”

Having accumulated a considerable stock of
second hand Victrolas, which they had taken
in part payment for machines of a later date,
they determined to dispose of their stock in a
short Beriod. They accordingly inserted in the

paper a very practical ad:
e T e e T e P T
YOU FOLKS WITH NO TALKING MACHINES

—BUY AN OLD ONE TO START WITH

You can never know how much pleasure can he
introduced into a‘ home until you have a talking
machine. If you think that you cannot afford a
new talking machine at this time, huy one that has
been used and later, when you can afford it, trade
it in for a new one. But—

P DO IT NOW
Do not deprive the family of the joy of music
for a single day longer.

Come in and see our large stock of slightly used
talking machines, and learn the easy rates upon
which they may be secured.

=
The group of used machines was segregated

from the new ones, and a tag, indicating the
price, placed upon each machine.

In a number of. the Texas music stores and
others handling talking machines, special St.
Patrick’s Day decorations were used, featuring
records of Irish melodies. One catchy way of
indicating the price was to use large shamrocks
cut from green cardboard, with the price printed
on same in black letters. Another firm used
the same device to feature the name of each
record, the green shamrock being attached to
the center of the black disc.

VICTOR FOREIGN SUPPLEMENTS

The March monthly supplements issued by
the Victor Co. contain an attractive list of new
rccordings by some of the most celebrated Vic-
tor artists. ‘This supplenient is furnished to
Victor dealers in the following languages:
Bohemian. Danish, Hebrew, Hungarian, Italian,"
Mexican. Norwegian, Polish, Portuguese, Rou-
manian. Serbian, Slovene. Swedish and Turkish.
These foreign supplements are printed attrac-
tively in the colors of thie respective nations.
The usnal newspaper ads and record reviews
arc also furnished dealcrs.

21
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C. H. Moore, Jr.,, has organized the Moore
Phonograph Co., in Tacoma, Wash., and has
sccured the exclusive agency for the Mandel
phonograph, manufactured in Chicago, for
Tacoma. The showrooms arc at 1145 Broadway.
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The next page contains
an interesting message from

CONDON & CO., Inc.

which deserves your attention.

We are pleased to
announce that we have

appointed

CONDON & CO., Inc.
~ 200 Fifth Avenue
New York

Sole Agents for the Sale of

COPPER PROCESS TONE
ARMS

&nd other Copper Parts

Manufactured under our new
secret process of fabri-
cating Copper

g

COPPER PROCESS COMPANY
19 West 44th St. New York
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Four Secrets of

F

t

Wonderful

New

COPPER
TONE ARM

Only one manufacturing process
can produce this wonderful product,
the copper tone arm. It is made by a
remarkable new secret process of fab-
ricating copper—in the only plant of
its kind in America.

11—

Amazing Features

(1) Greater manufacturing speed and
production.

(2) Adaptable to any design you sub-
mit—through new secret process
of fabricating copper.

(3) No liability of breakage. Could
hammer it flat, same way- as
gold, without its breaking.

(4) No possbility of imperfection in
manufacture.

(5) No peeling of the plating.
(6) Lighter in weight.
(7) Smaller assembling costs.

(8) No leakage—seamless copper arms
specially moulded or of our reg-
ular stock designs.

(9) Can be brought to a higher polish.

(10) Produces better tone—more nat-
ural, mellow and full.

(11) Real advertising and selling strong
points which will prove just as
evident to and effective with
your dealers as with their cus-
tomers.

G'roovtte
5L Cleans as il plays |

-

i
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HE Copper Process Tone Arm has 11

distinct features of superiority. Chief
among them is the fact that it can be
made in any design the manufacturer de-
sires. Whatever design you may require
can quickly be made through this won-
derful new secret process.

The Production You Demand
Can Be Speedily Obtained

Production through this process is now
available to you in whatever quantity you
may desire. When you read the 11 spe-
cial features of the Copper Process Tone
Arm you will understand why you should
act at once. Every manufacturer wish-
ing to learn more about the Copper Pro-

- cess Tone Arm should promptly mail the

coupon on the opposite page. It is a
product which is just as attractive from
a manufacturing and selling viewpoint as
from an advertising and selling angle.
The coupon will bring you all the facts.
Mail this coupon now.

Sole Agent.s

200 Fifth Avenue
New York City
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- Bigger Profits for You

Torrington
Uniform

Needles

Made with the fam-
ous “ball-point.” Elimi-

nates scratching. Im-
proves tone. Each. Torrington Uni-
form Needle perfectly uniform i1n
size, finish, tone value and merit.

Don’t make the mistake of supply-
ing your customers with the sort of
needles which discourage record sales.

Torrington Uniform Needles make
better friends for you—and bigger
profits. Our Plan K will interest you.

The New Kind of

GLISS

Cabinet Polish

ERE is a new kind of cabinet

polish—Gliss. Not only does it
produce a bright, glistening lustre—
but the polished surface stays that
way; “the lustre lasts.” A special
chemical compound ‘insufes- this re-
markable result. Gliss does not
smear and quickly wear off. It does
not catch the dust. A phonograph
or any other piece of furniture when
polished with Gliss looks as though
it had an outer surface of shiminer-
ing glass. The pleased face of your
customer is reflected as she gazes at
the results Gliss brings.

When you consider that Gliss is
absolutely free from all injurious sub-
stances and that it quickly produces,
without hard rubbing, a shining

"GROOVITE

| Improves Record Tone Over 30%

HE grit and dust which each little

record groove carries pays no attention
to brushes or dusters. There is only one
way to clear the groove-track—one way to
enjoy from each record al/l of its beauty
and purity of tone. “Groovite” is the
answer. This wonderful new liquid cleans

“Groovite” is sold at a price attractive to
the consumer, but also bringing a profit that
well satisfies the dealer.
that commands repeat business because of
its merit and boosts record sales because it

ter and '‘taste like more.”

each record groove as . ]
the needle goes over ;
it—and improves the
record tone over 30
per cent.

‘It Cleans As It Plays’’

No mess or trouble
in using “Groovite”—
altho the difference
in results would be
well worth it. It is
a liquid which runs
around the grooves,

|.. absorbing and. dispelling_all the tone-killing - and-*noiseleésly over the record as a rubber

ball rolls over glass. Let us tell you more
about “Groovite” and our special proposi-

dust and grit particles, and making each
groove as clean as a whistle—enabling the
needle to bring out over 30 per cent. more
sweetness and purity of tone. tion.

It is an article

about our special
proposition on
“Groovite.” Learn
more about this
proposition and about
“Groovite” itself.
Learn how “Groov-
ite’” makes the
needle go as smoothly
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lustre which, lasts, it is not so sur-
prising that §t° has won the en- -
dorsement of one of the largest
manufacturers of musical instru-
ments in the 'world, praise from =
households which use it, and profit

for dealers who handle it.

Gliss is made so that your custom-
ers are pleased with their purchase—
and marketed so that you are pleased
with your profit.

MAIL COUPON

For full information about this market-
ing plan and further facts about this won.
derful new kind of cabinet polish, mail the
coupon printed below. But do it at once,
because altho production is going forward
on a large scale yet prompt delivery can
be assured only by prompt action. Mail
the coupon foday.

MAIL THIS

COUPON TODAY

This coupon will bring you full information
about any or all of these four propositions. Let M
us tell you more about them. Let us show
how you can profitably market them. Every
manufacturer should learn more about the Z
Copper Process Tone Arm. Everyone in
the trade should learn the facts about

I

i S

s Gliss, Groovite, and Torrington Uni- .,;-‘7'
makes each customer’s records sound bet- form Needles. Specify on ?his v, 1 ,
pon in which product(s) you are Vs
Mail Coupon for Special interested—and mail it fo-day. ,;y'
Proposition X 1
This coupon, mailed Wm. A. Condon & Co., Inc. X
promptly, ‘will bring Sole Agents ¥
you full information 200 Fifth Ave., New York \

(COUPON)
Conpon & Co., Inc,
200 Fifth Avenue, New York City
Please tell me more about [J Copper Process
Tone Arms, [JGliss, [J Torrington Uniform
Needles, [[1Groovite. I understand, of course,

that this request obligates me in no way.
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That most beautiful of all “Barcarolles” from
Tales of Hoffman is the first duet for Columbia Records
by Rosa and Carmela Ponselle. Columbia 78846.

Columbia Graphophone Co.

NEW YORK

g

NEW DOEHLER CO. EXECUTIVES

John Kralund Elected Second Vice-President
and Chas. Pack Secretary of the Company

At an executive meeting of the Doehler Die-
Casting Co., held recently at the offices of the
company in Brooklyn, N. Y., John Kralund was
elected second vice-president and Chas. Pack
secretary of the company. Mr. Kralund has been
connected with the Doehler Die-Casting Co.
from its inception, starting as a die maker in
1906. It was through his inventive genius-that
a practical casting machine was perfected, and
his advancement with this company has been
rapid.

Chas. Pack became connected with the com-
pany in 1911, directly after he leit college. Since
then he has won a reputation as a chemist of
national standing and advanced with the com-
pany to the position of secretary.

Announcing the election of these two new
officers, H. Doehler, president of the - company.
predicted a bright cutlook for the future in the
following words: “The development of the die-
casting industry for the next ten years, com-
pared with the past ten years, will not only be
greater, but also in consequence thereof will
bring forth greater opportunities for our execu-
tives than ever before.”

Roy M. Chapman and Cecil E. Allen have
purchased the Hamilton Stationery Store in
Grand Junction, Col,, and the firm will in the
future be known as Chapman, Allen & Co. The
Pathé machines and records are carried.
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SiPlays all
disc records
with an un-
usual clear-
ness,richness
and beauty
in tone.

\¥i

Altractive
Proposition
for active
Dealers

The REGINA Co.
47 W. 34th St.,
New York
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209 S. State St.,
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THE BOICE VOICE SHOP

A Thriving Victrola Shop in Kansas City That
Is Very Attractively Arranged

Kaxsas City, Mo, March 3.—The Boice
Voice Shop, the exclusive Victrola shop re-
cently opened by Mr. Boice under the manage-
ment of Mr. Hendricks, reports that the busi-
ness during the month of January was so
heavy that the company was handicapped in
supplying the machines ordered. A number of

L ol il B

Partial View of Boice Voice Shop
styles were so far in demand that the company
experienced considerable delays. However, ac-
cording to Mr. Hendricks, the business has now
almost been caught up with and the demand is
seemingly finding no stopping point. The com-
pany has one of the best appointed shops in the
city, having an exceptionally large space on the
second floor at 1104 \Walnut Street, which is
centrally located in the heart of the retail busi-
ness district. .

The establishment is well appointed, and it
has a number of demonstration booths of double-
paneled glass which are attractively designed
and absolutely sound-proof.

——

The Smith Phonograph Co., Sioux Falls, S. D,
has been incorporated with a capital stock of
$50,000. The incorporators are J. Frank Smith,
George E. Secrest and S. A. Reike. -

VICTOR 1920 NUMERICAL LIST

Volume Containing Many Useful Helps for
Victor Dealers Sent Out to the Trade

The 1920 Numerical List of Victor records,
containing a complete summary of the titles and
numbers of all records in all languages made
by the Victor Co. has been sent out to Victor
dealers and is a volume which will prove of
great value to the dealer in the keeping of his
accounts. Twelve ruled spaces, one for each
month in the year, preceding each record num-
ber provide a practical method of keeping stock.
Dealers are urged to make use of this special
feature, for it enables them to tell at all times
just how their stock is in regard to any record.
A ready-reference classification for salesmen is
found at the front of the book and shows the
series of numbers which denote certain classes
of records. The volume is strongly bound and
1s meant to be used constantly by the dealer.

NEW POST FOR NORMAN B. SMITH

Becomes Assistant Manager of Chicago Branch
of Columbia Graphophone Co.—H. C. Cooley
Also Appointed to Assistant Managership

Geo. W. Hopkins, general sales manager of
the Columbia Graphophone Co., New York,
announced recently that Norman B. Smith had
been promoted from the post of assistant man-
ager of the company’s Cincinnati branch to
assistant manager of the Chicago branch, which
is under the management of Kenneth Mills.
Mr. Smith, who is one of the most popular
members of the Columbia sales organization,
attained signal success at Cincinnati and his
work at that branch well warranted his promo-
tion to the important position of assistant man-
ager of the Chicago branch.

Mr. Hopkins also announced last week the
appointment of H. C. Cooley ds assistant mana-
ger of the New Haven branch. Mr. Cooley was
formerly connected with the record department
at the Bridgeport factory.

AUTOMATIC STOPS

The simplest and most efficient Auto-

matic Stop on the market.
They give excellent service,
are easily installed and are
absolutely guaranteed.

Send 50 cents for Sample Stop

Kirkman Engineering Corporation
484-490 Broome St., New York
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Ready Soon

FRECKLES—TFox-trot. Instrumental. [ TFOR EV'RY DOOR THAT CLOSES (Another Will Open
14(?(?9 Paul Biese and Ilis Novelty Orechestra 1400‘it1 | for Yon)—Tenor, with Orch. Aceomp...... ..Reed Miller
-ln. - & - -
§1.00 | PLEASE—Fox-trot. Instrumental. | %100 |T LOVE YOU JUST TIHE SAME (Sweet Adeline)—Vaocal
Paul Biese and Ilis Novelty Orchiestra { Quartette, with Orch. Accomp........ +...Peerless Quartette
! LENXD ME JIM—Contralte Duet, wi ., . I
MYSTERY—Fox-trot. Instrumental. | 4075 o - Gl et “-v\:‘t(‘()ll"lls‘ ooy
1070 Paul Biese and His Novelty Orchestra 10-in.  NEVE son Sisters
10-in. . . §1.00 | NEVER LET NO ONE MAN WORRY YOUR MIND—Con-
$1.00 | MEET ME IN BUBBLE LAND—Waltz. Instrumental. ‘( TSI ik Drold Neonh e —
L Paul Biese and His Novelty Orchestra R i 320 CoPLELI ARSI 5 2
(LULLABY BLUES (In the Evening)—Voeal Trio. with
1051 ( TENTS O ARABS—One-step. Instrumental..Conway’s Band 1400-‘1?1 J Oreh, Aceomp, ... iiiiiieneeinneeenae ...Creseent Trio
10-in. BT 3 hY ND ) ’ (Twas i " i
$l.00{.\'()B0[)1’ EVER—Fox-trat. Instrumental..... Conway's Band $1.00 | JUST FOR ..lE .-\\F) Al.-\.Rl (Twas a Beautiful W f?(l(llflg )
. L Day)—Vocal Trio, with Orch. Aceonip......... xterling Trio
(1 A DR .
HHOT FOOT (Xylophone solo with Conway’s Band)—One- . MOTIHER MACIHREE—Tenor, with Oreh. .JAccomp.
1400?'3 step.  Instrumental . .......... .. .00, George 1. Green 14(?‘1;] ) William Kobyn
-in, | SHUD 5 .y o % n
$]:) ]DO\’T YOU REMEMBER TIIOSE SCIIOOL DAYS-—One- $1.00 LBELLS OF ST. MARY’'S—Baritone, with Orch. Aecomp. .
L step. Instrumental ....................... All Star Trio Joseph Thillips
SWANEE—On¢-step. Instrumental,
1033 IO.\'LY—Tenor. with Oreh. Aeccomp.................. Sam Ash | 4018 Green Brothers' Xylophone Orch.
] 10-in../
l:)-in.is\\'EET AND LOW—Vocal Trio, with Orch. Accomp. | $1.00 | BLUES (My Naunghty Swectie Gives To Me)—IFox-trot.
$1.00 Crescent Trio | {\ Instrumental Harry Raderman’~s Jazz QOrch.

D l 9 Our Window Display Service has tremendous sales value. Every Okeh dealer should

€alersS ,scit. Thereis nothing better to solve your window decorating problem. Tell your

Service distributor to enter your order beginning with the display for the Seventh Bulletin of
Okeh Records at the low price of $2.00 monthly. DO IT NOW.

General Phonograph Corporation

OTTO HEINEMAN, President ’
* 2 & 25 West 45th Street, New York City, N. Y. gﬁ 3
» é Factories: NEWARK, N. J.; ELYRIA, OHIO; PUTNAM, CONN.; SPRINGFIELD, MASS.; KITCHENER, ONT. %ﬂ g
4 WA Braoch Offices: CHICAGO, ILL.; SAN FRANCISCO, CAL.; TORONTO, CAN. g 90
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“CERAMIPHONE” APPEARS IN OHIO

East Liverpool China Concern Enters Talking
Machine Field With Ceramic Amplifier—Re-
tail Trade Flourishing in That Section

EasT Liverpoor, O., March 3.-—The manutacture
of talking machines has been started here by
the Smith-Phillips Music Co., the firm develop-
ing the “Ceramiphone.” In addition to the ma-
chine, the company is presenting a new ampli-
fier, the latter being manufactured by the Smith-
Phillips China Co., of this city. The amplifier
is a ceramic product and produces a very mel-
low tone. Wilson F. Smith, head of the Smith-
Phillips Music Co., is spending much of his time
on the road looking after the distribution of the
“Ceramiphone.” Extensions to their manufac-
turing department will be undertaken very soon.
This is the only talking machine manufactured
in this section of Ohjo.

A very satisfactory business is reported in
the distribution of the Brunswick talking ma-
chine by Reed Ashbaugh, a local druggist, who
also carries a very liberal stock of records. The
department is a new one, and it is the first of
the kind to be installed in any drug store in
the Upper Ohio Valley.

The retail talking machine trade in this sec-
tion of Ohio has never been better and all deal-
ers find their business growing steadily. The
Frank Crook Furniture Co., local Columbia dis-
tributor, has found its trade in January and
February to be three times that done in the same
period last year. Manager Edward Simms de-
clared that the demand for records is so great

that new shipments are often sold out on the .

day they arrive. The Lewis Bros. Co., Victor
dealers, have also greatly exceeded their sales
record of 1919,

Davis, Burkham & Tyler, Victor dealers for
southeastern Ohio, have found their talking
machine trade growing remarkably, especially
since the war. In discussing this phase of the
industry Olan Dawson, general manager of the
local branch, declared that many sales have been
traced directly to returned soldiers who had
come to appreciate music through the work of
the Y. M. C. A. and the army itself. It is
noticeable that classical selections are selling
as well as the popular songs.

L L] =
The William Marik Mfg. Co. Sturgeon Bay,
Wis., is making a talking machine which is
known as the Starik Phonograph.

“The Music Without the Blur!”

This ideal of talking machine manufacture is attained
n}oril nearly than by any other, in the construction
ot the

MARVELOUS MAGNOLA
“Built by Tone Specialists”

““Magnola’s Tone Deflector eliminates the scratch”

- ‘Watchirg the Music Come Out

We want to show you how to make mo with
MAGNOLA; and how MAGNOLA is the beat buy
on the Talking Machine Market to-day.

Send us your name and let us send you some real
Talker Tips. %

MAGNOLA TALKING MACHINE COMPANY
OTTO SCHULZ, President
General Offices
711 MILWAUKEE AVENUE
CHICAGO

Southern Wholesale Branch
1530 CANDLER BLDG.
ATLANTA, GA.

E. N. UPSHAW HAS RECORD MONTH

Southern Sonora Co. Does Large Business in
First Month Following Its Organization

E. N. Upshaw, president and general man-
ager of the Southern Sonora Co., which was re-
cently organized in Atlanta, Ga., is more than
pleased with the business done by his company
in the first few weeks of its organization. In a
chat with The World Mr. Upshaw said:

“It was very gratifying to"us to do such a
business the first month. During my fourteen
years in the wholesale talking machine busi-
ness ¥ have had the pleasure of piling up some
pretty hefty months’ business, and to be able to
go out with a brand new firm and exceed any
previous month the very first thirty days of our
career is, I consider, a very striking tribute to
the lines we handle, namely, the Sonora phono-
graph and Emerson records.”

The Southern Sonora Co. is exclusive dis-
tributor in the States of Alabama, Georgia and

Florida for Sonora phonographs and Emerson

records. It does only a wholesale business and
expects to be able to give the dealers in its
territory the kind of service which will make
its business successful.

LEAVES FORTUNE TO SECRETARY

School Teacher Made Sole Heir to Estate of
Walter P. Phillips, Former Columbia Man

Oax Brurrs, Mass., March 1.—Miss Frances A.
Wood, twenty-six years of age, a teacher of
languages in the local high school for over two
years and confidential secretary to Walter P.
Phillips, well-known newspaperman, and one
time connected with the Columbia Grapho-
phone Co., has been named sole heir to Mr.
Phillips’ estate, which is estimated to be more
than $50,000. Miss Wood is a graduate of the
University of Maine and came to this city in
1917 following her graduation. She boarded at
the same house as Mr. Phillips and soon after
was offered the position of private secretary
by him.

FRIEDA HEMPEL SCORES IN CONCERT

Frieda Hempel, the distinguished soprano
and Edison artist, scored a remarkable success
at her recital at Carnegie Hall, New York, last
month, when she revealed her consummate art
and musicianship in a song recital which was
admirably conceived, embracing some delightful
numbers which were sung in French and Eng-
lish, her diction in both languages being abso-
lutely a delight. She was assisted by August
Roderman, flutist, Robert Gaylor, who presided
at the organ in the opening number, Handel’s
“Arioso,” and Coenraad V. Bos, accompanist
at the piano. Mme. Hempel has demonstrated
that she is a concert artist of the first rank,
and her delightful singing at this recent concert
deservedly aroused a great deal of enthusiasm.

HOW TO GET A CHANGE OF AIR

There is more than one way of obeying a
doctor’s orders as was proven by a New Yorker
recently. He was feeling poorly and went to a
physician who advised him that what he wanted
was a change of air. Instead of buying a ticket
for Florida, the patient bought two new records
for his talking machine. It is quite possible that
the “change of air” benefited the neighbors
quite as much as it did himself.

SEABROOK LABORATORIES MOVE

The Seabrook Laboratories, formerly located
in New York for the demonstration of the Sea-
brook phonograph, have been moved to 44 Har-
rison street, East Orange, N. J.,, where larger
and more suitable quarters have been secured.

The Central Talking Machine Shop, New
York, last month increased its capital stock

from $50,000 to $250,000.

AT

UDELL

CABINETS
QUALITY

FOR

QUALITY
TRADE

UDELL

MEANS SATISFACTION BASED
ON EXPERIENCE AND VALUE,

THE CITY
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INDIANADO_LIS
A I}
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==

CENTER OF
DISTRIBUTION

ADYERTIING CONVENTIDN ~JUNE 611

THE PRODUCT

(Horizontal Shelves)
For New Victrola IX-:A

No. 1405

. Height, 361 in. Width, 19 in.
in. Holds 10 Victor albums.
or Quartered Qak FIront.
crated, 90 pounds.

0_[_I]t vertical interior is desired, order No.

Depth, 22%
Mahogauy Front
Average weight,

5.
[If felt interior is wanted, ask for No.
40510,

Catalog on Request

%aro

SO 5 ;

The Udell Works
1205 Twenty—eighth St.

Inclianapolis, 85 55

Ind.
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[umbia

AL JOLSON records are red hot hits, but they’ve
never been known towarm any counters. Al Jolson makes
records for Columbia exclusively.

HARRY FOX records fascinate all those fortunate

enough to hear them. Harry Fox makes records for
Columbia exciusively.

BERT WILLIAMS records never remain in the shop

for long. Bert Williams makes records for Columbia
exclusivelye

These popular stars are only a few of the best-
selling artists of every kind who make records for
Columbia exclusively.

© Strauss Peytonke

Al Jolson®
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Records

LExclusive Artists

NORA BAYES records are always bought just as fast
as she can make them. Nora Bayes makes records for

Columbia exclusively.

VAN and SCHENCK records go fast as soon as they
are put on sale. Van and Schenck make records for
Columbia exclusively.

TED LEWIS JAZZ BAND records are just what all o vyte
jazz dancers like. Ted Lewis makes records for Columbia

exclusively.

COLUMBIA GRAPHOPHONE COMPANY
NeEw York

Canadian Factory: Toronto

—

{ COLUMBIA
GRAFONOLAS ’
Standard Models J
up to $300

Period Designs

up to $2100
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Velvet
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HE VELVET contact of these smooth

little domes between furniture and
Hoor means:
- No more rasping noises on polished floors.
No more strain on furniture legs and joints.

No more dig and scratch to your flooring
and rugs.

No more chipped leg bases:

No more discomfort to the nerves.

“Res. v 5. . Why, the dollars they save in damage alone
Off. No. 995758, o

wiich “wil ve s reason enough .why Domes of Silence
Our National Advertising and Should stand protectively beneath each

the many million sets already in 1 1

use have taught the public to ex- PLETS Of furnlture'

ect Domes of Silence on their ‘A: . :
Wil Trifling in cost, tremendous in value.

HENRY W. PEABODY & COMPANY

Domes of Silence Division

17 STATE STREET NEW YORK

SPECIFY DOMES of SILENCE
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The Importance of Imbuing Salesmen With

Ll

: Enthusiasm for Their Work - -

0 0 000000 A

The problem of getting the best results from
a sales force is one which every executive seeks
to solve and perhaps the best answer is: Make
their work a game and teach them to play it.
In other words, infect salesmen with the joy of
doing a good job. Foster the spirit which
makes each man put forth his best efforts to
reach the top or win the race. Many large busi-
ness houses in this country are acting on this
principle and are doing all in their power to
foster this game spirit among their salesmen.
They set a goal which all can reach with suffi-
cient effort, but this goal is not set too high or
too low. To those who reach the goal there are
tangible rewards which stand as concrete proof
that the winning salesmen are doing their best.
The progressive house is willing to divide with
its salesmen the profits from increased business
due to their efforts and has found that it pays
to stimulate its sales force.

Valuable as this method of stimulating sales-
men is, the plan has been neglected by some
smaller concerns because of the difficulties of
keeping it up. The cost has been thought to be
too great and indeed in some cases this has been
true. But it might be worth while to cite the
example of one concern and show what the sys-
tem used was and what its advantages are in
the hope that some executives may derive in-
formation which they may be able to apply to
their own business. An Indianapolis concern
has developed a plan which is both a guide to
managers in determining the value of their men
and at the same time acts as a spur to the men
who represent the house on the road and in the
store. The plan is simple, easy to keep up. It
is an adaptation of the percentage system and
is susceptible of use in a variety of interesting
contests.

The form used is divided into two parts, one for
the sales manager and one for the men, with a
perforated line marking the division between
the two columns. The names of all the men
to be graded were written in the Name column
of the Salesmen’s Report section. Next the
amount of their sales for the month was entered
in the Sales column and the amount of salary
earned posted from the pay roll in the Salary
column. As the third step, the amount of salary
earned by each man was divided by his sales
to find his percentage. The figures were entered

after each man’s name in the Per Cent column.
Finally-each man’s standing was determined by
comparing the various percentages. The sales-
man who showed the lowest percentage was
graded No. 1 and others were ranked accord-
ingly. Then their names were written in the
standing column of the Salesmen’s Report sec-
tion. When this simple task was completed

the name and the rank of each salesman were
written in the Salesmen’s Standing section. This
section may be detached and posted where
every man may see it.

Obviously this record was taken on the sales

A

=
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Something of a Sim-
ple and Inexpensive
System That Will
Speed up Sales or
Whip up Production

SO

of one line and certainly it would not do for
salesmen selling a large nunber of lines at
varying rates of profit and expense. The prin-
ciple of percentages on which the form is based
may, however, be adopted without change. If
the amount of sales of a certain line or lines
is not a fair basis, the percentage of selling
expense for the month may be the grounds for
the contest. Salesmen may also be graded on
the percentage of sales quota filled. The amount
of profit made may be a fair way of figuring.
Gain over the previous year’s business, com-
plaints, canceled orders, bad accounts, new
orders, may all be factors on which to base a
contest. But no matter what variation in-
genuity suggests, the simple little form which
has been illustrated will go far in telling the
busy manager or proprietor little and big truths
about the ability of his men. )

The plan is suitable for retail stores as well
as for wholesalers, and if the store is too.large

By J. L. Stephens'on

g

a unit, it may be kept by departments. In the
shop the basis may be the output of the worker.
In short, the record with but slight modification
may be adopted to almost any line of business.

In all cases the use of the simple and inex-
pensive system will speed up sales or whip up
production as the case may be. When it is
used, there need be no guessing on the part of
an employe as to how he stands with the boss.
The man who wants a raise or who needs one,
knows that the best way to get more money
is to work to the top of the list and to stay
there. The man at the bottom of the list will
certainly make Herculean efforts to attain a
higher standing because he’ll know that his job
is in jeopardy. He’ll be spurred in his efforts
by the certainty that the man next above him
will leave no stone unturned to advance or at
least to hold his old grade. The same situation
holds at the top of the listt Number 1 will
scratch hard to hold his position, while Num-
ber 2 will do his best to displace him.

In this way the executive may bring system
into his work and enthusiasm to his men. By
his organization working precisely and ac-
curately he can secure the fullest returns from
dollars invested in his working force.

C. J. IANNELL LEAVES THE TRADE

C. J. Iannell, for some time past in charge of
the talking machine department of Gimbel
Bros.,, New York, resigned recently to enter the
silk business. Mr. Iannell has been in the talk-
ing machine business in and about New York
for over twelve years, and before going with
Gimbel Bros. was in charge of the talking ma-

‘chine department of Frederick Loeser & Co,,

Brooklyn, and Bloomingdale Bros., New York.

FIRE DAMAGES HECTOR FACTORY

Fire that started early in the morning of
February 17 in the building at 55 Commercial
street, Newark, N. J., occupied by the Hector
Talking Machine Co., destroyed a large part of
the building and many thousand dollars’ worth
of stock.

Wehrléy & Co., Inc., Columbia dealers, have
cpened up in Stroudsburg, Pa.
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REORGANIZATION OF EDISON

ADVERTISING DEPARTMENT

New Organization of Experts, Headed by Joseph

B. Gregg as Advertising Manager, to Specialize

on Service to Dealers—Something About the Men Associated with This Important Department

Joseph B. Gregg succeeds A. J. Palmer as
advertising manager of Thomas A. Edison, Inc.
Mr. Gregg, who is known as one of the most
thoroughly experienced men in all lines of print-
ing in the Greater New York district, will de-
vote himself chiefly to dealer service and the
production end of advertising. He has been
attached to the advertising department for the
past six months as manager of advertising pro-
duction. R

C. G. Wood has been appointed assistant ad-
vertising manager. He is a highly trained ad-
vertising man and has been “breaking in” for
this position for several months. He was for-
merly manager of the advertising department
of the Universal Film Exchange of New York
and manager of important departments with the
Gage Publishing Co. and the William R. Greg-
ory Publishing Co. of New York. He has had a
wide experience in retail sales.

D. B. Babcock, who is an expert on window
display and store display, and who prepared the
Edison exhibit at the recent national Music
Show in New York City, has been appointed
manager of dealers’ store service. He was at
one time on the reportorial staff of the New
York World, and has also had a broad training
in retail sales.

Roy T. Burke succeeds C. H. Miller as editor
of Along Broadway, Diamond Points and the
Amberola Monthly and will continue in charge
of the Edison feature news service which he
originated, as well as trade paper and other
publicity. Mr. Burke has had an exceedingly
broad and comprehensive education in editorial
work and publicity. He formerly was a feature
writer and later city editor and in charge of
other important editorial departments of leading
American metropolitan papers. As a director of
advertising sales he brought several metropoli-

tan papers to a leading position in their field.
He also directed political and corporation pub-
licity, and because of his work was twice ap-
pointed to represent states in hearings before
Congressional committees.

The position of editorial director has been

created in. the Edison advertising department
and will be filled by a man who has had many
years’ editorial experience on leading magazines.

The personnel of the new organization has
been selected with particular reference to its
practical knowledge of printing and the service
end of advertising. The Edison Co.’s sales pro-
motion plans for 1920 involve a great amount of
detail and it is believed that the new organiza-
tion is qualified to give nearly 100 per cent
service.

VALUABLE TIPS FOR SALESMEN

Stewart Talking Machine Co. Bulletin Offers
Good Suggestions for Selling Records—Give
the Customer a Chance to Look Around

Among the many hints for dealers in the mat-
ter of salesmanship the following from the bul-
letin of the Stewart Talking Machine Co., In-
dianapolis, is of interest to every dealer in talk-
ing machines:

Beyond making an unpleasant commotion in
the store, the custom of snapping in quick re-
sponse to a customer’s inquiry, “We’re out of
that record!” has a distinctly harmful effect upon
the sales total of any Victor store.

Smooth and pleasant order should prevail in
every store. The store decorum should be re-
garded just as highly as clever salesmanship.
In fact, the good salesman is always quiet and
pleasant of manner.

And no good salesman tells his customer that
his store is out of any record without first giv-
ing that customer a chance to look about and
think of some other record which he would like
tc hear.

Take, for example, this occurrence in a model
Victor store:

Mrs. Customer asks for “Bubbles.”

The salesman knows perfectly well that the
record is out of stock, but he says:

“Please wait a moment and I will see if we
have the record in stock.” While he is looking

-

Easy

through the racks Mrs. Customer sees an at-
tractive advertisement of the latest Galli-Curci
record; she reads through the list of February
records on the display bulletin; she notices one
after the other the lithographed cards in which
the record that they advertise is set.

When the salesman returns with the informa-
tion that “Bubbles” is out of stock, Mrs. Cus-
tomer is at least prepared to listen to his sug-
gestions of other choice numbers, if she has not
another desire of her own to express.

In stores that are continually bombarded by
requests for records that they do not have, this
practice of giving a customer time to think can-
not, perhaps, be followed. The salesman of such
a store, nevertheless, should have other sugges-
tions on the tip of his tongue. The customer
must not be made to feel that he or she is being
shunted out of the store.

MERIDEN PATHE DEALER TO MOVE

John W. Fearnley, a Pathé dealer in Meriden,
Conn., now located at 6214 East Main street,
will move into new quarters in the Nissen block
at 17 State street. The decision to enlarge his
business was made following his visit to New
York during Music Week.

The Musicola Talking Machine Co., Brooklyn,
N. Y., was recently incorporated with a capital
of $10,000 by A. Di Benedetto, M. Cicio and F.
Maggio, 242 Knickerbocker avenue.

-,

A Profit Producer

R for Victor Dealers

MYERS
REPLAYER

to Attach—Automatic iIn
Operation—Practical—-Dependable

Can be Attached to any Victrola. Replays the Records. Creates New Enthusiasm. Increases Sale of Records

EASY TO ATTACH: One thumb screw
does it. Any child can quickly and easily
attach The Myers Replayer.

AUTOMATIC: The Myers Replayer does
exactly what its name implies,—replays a
record without interfering in any way with
the usual operation of the machine. It does
not deface or injure any mechanical part
or the ornamental appearance of the ma-
chine. Attaches to the tone-arm only,—
and with a single thumb screw.

PRACTICAL: Once The Myers Replayer
has been properly attached and adjusted,
no further attention is necessary. No need
to dis-assemble or remove when changing
records. Instantly adjusted for non-opera-
tion without having to be removed from
machine.

SAFE—CAN'T DAMAGE NEEDLES OR
RECORDS: The Myers Replayer s
equipped with a patented air-cushion dash-

pot which returns needle to record with the

deftness and ease of the human fingers.

This not only protects the needle point but

also prevents the defacement of the record
by scratching, marring or nicking.

PERMITS USE OF ANY LENGTH
NEEDLE: Any style or length of needle
can be successfully used with The Myers
Replayer without special adjustment or
changing height of Replayer attachment.

All parts nickel plated and highly polished to correspond with similarly finished parts of machine

Present model made only for Victor Machines.
Models for other machines now under construction.
Dealers are requested to watch for future announce-

ments.

The Myers Replayer Co.,

Retail price $5.00. Quickly pays for itself in the
increased pleasure it brings.
sent postpaid for $3.00. Send for sample.

Sample for dealers
Begin

Now to Boost Your Accessory Profits.

Dept
183

Toledo, Ohio, U. S. A.
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They All
Follow the Leader

Have you noticed how many makers who formerly consid-
ered themselves leaders in the phonograph industry are now fol-
lowing the leadership of the Windsor Console Phonograph?

RS
SN
S, S

The success of the Windsor Console Phonograph seems to
have inspired these makers to accord the Windsor the most sin-
cere form of flattery.

Ay

AR\
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O
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When we decided to make phonographs we did not try to
copy or imitate the cabinets of some other maker, but we origi-
nated a cabinet of our own, the Windsor Console Phonograph,
patented November 9, 1915, and September 24, 1918.

ARV

The acknowledged leader of all phonographs, “The Windsor,”
is sold direct from the factory to the dealer, no jobber’s profit to

pay. N[l (Y=

We invite progressive dealers to consider the Windsor when
making their plans for the coming year.

An attractive catalogue on request to dealers only.

=&/ ESTABLISHED 1335:- A
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4 | 1/ = (' LIST OF THE WINDSOR PHONOGRAPH CABINET PATENTS| &’ ‘Z 'l ¢
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DOEHLER—CO.’S NEW CHICAGO PLANT

New Building About Ready for Operation Oc-
cupies 56,000 Square Feet—Wonderful Plant
for the Manufacture of Die Castings

The new Chicago plant of the Doehler Die-
Casting Co. is now reported in operation. The
initial building of the group, occupying 356,000
square feet, with a capacity for about forty-
eight machines and employing between 200 and
300 workers, is now completed. The building is
a real daylight factory of saw-tooth roof con-
struction, with every modern device to facilitate
and protect the health and welfare of their em-
ployes. A well-equipped first aid room, showers,
cooled water drinking fountain system, modern
plumbing and syphon ventilators are some of
the features included. The plant will manu-
facture white metal and aluminum die castings.

Some members of the Doehler organization
connected with the Brooklyn and Toledo plants
will sever their connection with the parent
plants and compose the initial executive force
of the Chicago plant.

EFFECTIVE COLUMBIA PUBLICITY

C. E. H. Whitlock Features Columbia Records
in Connection With Yale Junior Prom

New Havewn, CoNN. March 6—C. E. H. Whit-
leck, head of Whitlock’s Book Store in this
city, successful Columbia dealer, was responsible
recently for one of the most effective and valu-
able sales ideas that have ever been introduced
to the public by a talking machine dealer in
this territory.

This sales idea was introduced in connection
with the annual Yale Junior Prom, which took
place in this city last week. This Prom is one
of the greatest social events of the season and
is attended annually by prominent members of
society life from all parts of the country. It is
given publicity in the leading newspapers every-
where, and among its participants each year are
members of the Yale Alumni from all walks of
life.

Realizing the importance and significance of
this event, Mr. Whitlock, after considerable et-
fort, completed arrangements with the chair-

smoothly.

movement.

CASTERS.

Full Sizo—C-65

FAULTLESS

PIVOT BEARING

CASTERS

Casters that roll easily across the floor—and
No chatter—no unsteadiness.

Simple construction—no complicated parts to
get out of order, nothing to retard easy
Strong—plenty of metal in
required places to resist strains.

Silent—neat appearing—a real necessity to

YOUR talking machine, these FAULTLESS

Made with leather, fibre, felt, steel
and lignum vitae wheels.
from you puts all our caster
experience at your service and

brings you a copy of Faultless
Catalog “G”.

CASTER COMPANY
EVANSVILLE, INDIANA

“Move the FAULTLESS Way”

Geo. Mittleman, 487 Broadway, N. Y.

A word

FAULTLESS

Eastern Sales Office:

GRAPHITE PHONO

l L S L E Y i S SPRING LUBRICANT

[lsiey’s Lubricant makes the Motor make good

Is prepared in the proper consistency, will not run out, dry up, or
become sticky or raucid. Remalns in its original form indefinitely.

Putupin 1. 5, 10, 25 and 50-pound cans for dealers.

This lubricant is also put up iu 4-ounce cans to retail at 25 cents
each under the trade nate of

EU R EKA NOISELESS TALKING
s e e - .= MACHINE LUBRICANT
Write for special proposition to jobbers.
ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

man of the Prom dance committee, whereby
every dance number on the program was a selec-
tion that is included in the Columbia dance
library. After making these arrangements, Mr.

C. E. H. Whitlock
Whitlock used a full page advertisement in the
official Prom program stating that all of the
dance numbers could be secured on Columbia
records and mentioning that he carried a com-
plete stock of these records.

As a mark of their appreciation of Mr. Whit-
lock’s progressiveness and energy, the Colum-
bia Graphophone Co. used an effective and at-
tractive advertisement in the leading New Haven
newspapers, co-operating with Mr. Whitlock,
and featuring special copy that produced ex-
cellent results for Whitlock’s Book Store.

BIG WAREHOUSE FOR WHITSIT CO.

Coruymsus, O., March 6.—Construction will
soon start on a $100,000 fireproof warehouse at
Fifth and McKee streets for the Whitsit Realty
Co., a subsidiary of the Perry B. Whitsit Co,,
wholesale dealers in talking machines. The new
warehouse, which will be devoted to the stor-
age of musical instruments, will be of rein.
forced concrete, three stories high.

A BOSTON INCORPORATION

The Cenola Talking Machine Co., Boston,
Mass., has been incorporated with capital stock
of $50,000, by William B. Gulliver, Alfred A.
Tutin and James H. Burns, all of Boston.

ROTTEN STONE

We are the only miners and manu-
facturers in this country of Rotten
Stone for use in Phonograph Record
making. Qur product is now in use
by practically every record manu-
facturer in this country. We are also
headquarters for all other minerals
for record making and everything we
handle is made especially for this pur-
" pose and absolutely guaranteed. Ex-
pert advice given upon any formula.

KEYSTONE MINERALS CO.

41 Union Square, New York City
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Oscar Seagle’s rich baritone in “Mah Lindy
Lou” and “Sorter Miss You” makes a
beautiful record that many will buy.

Columbia Graphophone Co.
NEW YORK

\

H. A. LAMOR WITH COLLINGS & CO.

Well-known Victor Man Joins the Forces of
Newark Victor Distributors—David Roach
Added to Sales Force—Business Developing

L. W. Collings, president and general man-
ager of the Collings & Price Co., the well-
known Victor distributors of Newark, N. J.,
has purchased the interests of the late Mal-
colm Price and hereafter

this company, as

L. W. Collings
briefly referred to in The World last month,
will be known as Collings & Co.

In order to further extend their service to
their dealers, they have been adding to the ex-
ecutive staff a number of very prominent men
in the talking machine trade. Only recently
they announced the appointment of John L.
Spillane in charge of their record department,
and now we learn that H. A. Lamor will head
the traveling department of this company. Mr.
Lamor was formerly the east of Pittsburgh
Victor reprcsentative and by reason of his wide
kuowledge of the industry, both in the factory
and on the road, is in a position to lend valu-
able aid to those with whom he does business.
Some ‘very original plans are already being de-
veloped which will be put into force by the
cxecutive of the traveling department, of which
more later.

Another well-known talking machine man
who recently joined the sales force of Collings
& Co. is David Roach, formerly associated with
one of the leading talking machine companies.
He joined the above organization in the ca-
pacity of outside salesman and will call regu-
larly on the trade in the vicinity of Newark.

W. R. Long, who recently assumed charge of
the Columbia Grafonola department of the Will
A. Watkin Co., Dallas, Tex., reports that the
business of his department has already shown
a very satisfactory increase.

The Pathé is now being handled in Norwalk,
Q., in the retail store of the A. B. Chase Piano
Co., in charge of E. J. Fishbaugh, manager.

DENVER MUSIC CO. NOT TO RETIRE

Old Colorado Music House Will Not Be Ex-
clusively a Talking Machine Store—Same
Policy to Be Followed as in the Past

Denver, Cor, March 1.—The Denver Music
Co. is not going to be exclusively a talking
machine store as was announced some time
ago. When the announcement was first made
it was the intention of some of the members
of the firm to retire from business and those
who were to remain thought that it would be
best to discontinue the line of pianos and other
instruments and devote their energies entirely
to the retailing of talking. machines. However,
after some consideration, it was decided that
all kinds of musical instruments should be car-
ried in a music store and the business should
be conducted as formerly.

E. A. Cox, who has been in the music busi-
ness for the past twenty-six years in this city
and Chicago, has been chosen president; F. R.
Flannigan, for four years a member of the
Denver Music Co, is vice-president; John C.
Kraus becomes secretary and treasurer. Mr.
Cox will really serve in the capacity of general
manager, and has announced that no change
will be made in any department policy, for the
talking machine department as well as the piano
department in future will remain the same as
before.

MADE KNIGHT-CAMPBELL MANAGER

Darijus Allen Advanced to Position of Manager
of Colorado Springs Branch Store

Cororapo Srrings, Cor., March 3.—Darius Allen,
a prominent young business man of this city
and for the past year assistant manager of
the Knight-Campbell Music Co. branch here,
has been promoted to the post of manager to
succeed J. Hugh Cooley, who has held that po-
sition for the past six years. Mr. Cooley leaves
the music trade and will enter the automobile
business in Spokane, Wash. Mr. Allen was
with the local branch before the war and dur-
ing his service with the military forces won“a
captaincy overseas, returning last summer to
resume his duties. He has made a thorough .
study of the requirements of the trade and has

carned an excellent reputation in his chosen
field.

MUSIC CONTEST IN LOUISVILLE

A music contest very similar to the ‘“Music
Memory Contests” with which thc trade is al-
ready familiar has been worked out by Carl
Dorr, of the J. L. Riehn Piano Co. of Louis-
ville, Ky. According to Mr. Dorr’s plan, 100
standard pieces of music are played for children
in the public schools, each piece -being ex-
plained by a short talk.
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effective when it i1s

window display.

NEW YORK
71 W. 23rd St.

Originators
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Foll'ow Through! |

The music trade is spending a King’s ransom
in national advertising which is made doubly
“hooked-up” with the
dealers through window advertising. Ask
your manufacturer about the importance of

EINJON LITHO

INCORPORATED,

of Window Advertising for
Phonograph and Player Roll Manufacturers
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The New Model “E”
Garford Phonograph

The Greatest Value on the Market

Immediate Deliveries in Any Quantity

High in
Quality
Low in
Price

LiimizziiiiiiiizizzzZzZz7z7z7z;2z777777727 ;vizizikia

New Mode! “‘E’’ Garford Phonograph

.

\

The New Model “E” Garford Phonograph \
has every desirable feature of the .

. . \\

high price phonograph. §

. \

1 Plays all makes of records without an attachment. §

2 Superior Tone Quality. §

3 Standard Motor of Recognized Merit. \\

4 Artistic Appearance. §

5 Guaranteed to give Excellent Service. §
Order Now For Immediate Delivery §

\

Sells like “Wild-Fire” the Year Round §

N\

We have an Attractive Dealer Proposition §

The General Phonograph Mfg. Co. .
( FORMERLY NAMED THE GARFORD MFG. CO.) §

220

ELYRIA, OHIO
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DEALERS FORM A CONCERT BUREAU

Victor Retailers of Central New York Organize
Capitol Concert Bureau to Bring Noted Rec-
ord Artists to That Locality

Arsany, N. Y. February 28.—There has been
recently organized and incorporated in this
city the Capitol Concert Bureau, an organ-
ization unique in character made up entirely
of talking machine dealers of central New York
and designed to arouse and keep alive musical
interest in that district in a manner calculated
to prove of direct benefit to Victor dealers.

The president of the Capitol Concert Bureau
is Louis H. Schutter, of Albany; the vice-presi-
dent is James S. Gray, prominent piano manu-
facturer and talking machine dealer of this
city; the secretary is Albert Edelstein, manager
of the Strand Talking Machine Shop, which re-
cently took over the retail business of the
Gately-Haire Co. The members include R. F.
Heidner, Holyoke, Mass.; Harry Meyers, Pitts-
field, Mass.; Thomas C. Connolly, Rensselaer,
N. Y.; William Kempf, Utica, N. Y.; Louis H.
Schutter, Albany, N. Y.; James S. Gray, Al-
bany, N. Y.; Edward C. Dorwaldt, Jr., Albany,
N. Y.; Albert Edelstein, Albany, N. Y.; George
A. Cassedy, Schenectady, N. Y.; Mrs. William
T. Morrison, Amsterdam, N. Y.; Conrad L. Pel-
tier, Gloversville, N. Y.; Mannie Feldman, Little
Falls, N. Y.; Edwin Moak, Utica, N. Y.; Alex-
ander Williamson, Binghamton, N. Y.; M. Doyle
Marks, Elmira, N. Y.; Frank H. Burdick, Troy,
N. Y.; Royal Braydon, Glens Falls, N. Y.;
Henry Phillips, Whitehall, N. Y.; N. M. Brad-
ley, Rutland, Vt.; William Finley, Hudson, N.
Y.; C. A. Winter, Kingston, N. Y.; Albert

Wood, Pittsfield, Mass.; Paul R. Burtt, Green-
field, Mass.; James B. Towne, Saratoga Springs,
N. Y., and Roy M. Peltier, Cohoes, N. Y.

The object of the Bureau is to present mu-
sical events of interest in the cities and towns
of Central New York and in the neighboring
section of Massachusetts. It is planned to bring
prominent record artists to the different cities
and to advertise and otherwise exploit their
appearance in a big way, emphasizing the fact
that their records may be found in the catalog
of the Victor Co.

SCHMELZER ARMS VICTOR SCHOOL

Kansas City Victor Distributors to Have Sales-
manship School in New Home

Kansas City, Mo., March 2.—The Schmelzer
Arms Co., Victor distributors, who will occupy
a handsome new home on Grand avenue some
time this Spring, will establish a Victor sales-
manship school along the lines found so suc-
cessful by the Victor Co. in its school at Cam-
den, N. J. In conducting this department it is
hoped to have men and women who are experts
in exploiting all phases of the Victor business.

WM. A. PENN TENDERS RESIGNATION

Wm. A. Penn, who for the past four years
has been director of the recording department
of the Pathé Fréres Phonograph Co., recently
tendered his resignation, and after a brief sea-
son of rest and a much needed vacation intends
to enter the same field of endeavor in an im-
portant capacity, of which he will announce
details later.

STORE COURTESY A BIG FACTOR

Manager of Day Drug Co. Says It Helps to
Build Up Good Business—Co-operative Ad-
vertising Used to Feature Columbia Line

The Day Drug Co., Akroun, O., is carrying
on an active publicity campaign, using some
of the attractive advertisements furnished by
the Columbia Co. James M. Ervin, manager
of the Grafonola department, is enthusiastic
over the way his Columbia business is devel-
oping and lays much stress on store courtesy
as a factor in building up a substantial trade.
In speaking on this point he said: “When
people get older they learn a lot of things they
did not know in their youth. One of them is
courtesy. This is also true of drug stores. The
Day Drug Co. has been twenty years learning.
That is why people like to trade with it.”

REPORTS SATISFACTORY CONDITIONS

Max Willinger, president of the New York
Album & Card Co., has just returned from Chi-
cago, where he reports conditions in the Chicago
factory of the company as in first-class shape.
Production has been considerably increased and
the point has been reached where prompt de-
liveries are possible.

HARTFORD MEN HONOR EDISON

Members of the Brown-Howland Co., Hart-
ford, Conn., were among the many who honored
Thomas A. Edison on his recent birthday. Each
member of the company wore the Edison but-
ton made especially for the occasion.

will be backed up with
a big National Advertis-
ing Campaign during 1920

Ask your jobber to tell
you all about the big I
profits other dealers are
receiving through the sale
of the Motrola, or drop ,
us a line direct and give ]
the name of your jobber.

JONES-MOTROLA, Inc.

29 West 35th Street
New York City
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eicht In Gold

Fifteen Pounds!

1o Fvery Edison Dealer:

The mammoth porttolio reproduced on
the page opposite 1s the book of knowledge,
the encyclopsedia of facts, the modus
operand: for increasing your business.

Every Edison jobber, the best advertising
men we could find and the entire Edison
Sales and Advertising personnel have been
- working on this book for the past three
months.

We have been told that our 1920 Sales
Promotion Plans are the most comprehensive
ever undertaken by any manufacturer. To
lay these plans before you necessitated this
porttolio.

Your jobber’s salesman has a copy of this
book and will be glad to show it to you.

THOMAS A. EDISON, Inc.

Orange, New Jersey
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SALESMANSHIP SCHOOL A SUCCESS

Several Classes Instructed in the Art of Selling
Victor Machines and Records in the School
Established by Mickel Bros. Co.

Des Aloixes, Ia, February 28.—One of "the
features of the Mickel Bros. Co. service to its
dealers that have proven particularly successful
during the past couple of months has been the
school of Victor salesmanship which was estab-

Seal School in Camden, is thoroughly compe-
tent to carry on the work. The course of study
includes the following subjects: Store deport-
ment, meeting the trade, how to acquire a
knowledge of records, how to present records
to customners, Victrola salesmanship, selling Red
Seal records systematically and others of equal
importance.

The school has been held on the third floor
of the Mickel Building at 411 Court avenue,
which was entirely remodeled for the purpose.

Where Classes in Salesmanship Are Held at Mickel Bros. Co.

lished by that company in this city early in
November. The opening of the school had been
duly announced, and the result was the sessions
opened with full classes and enough enrollments
to provide the basis for a second-class.

The school is under the supervision of Miss
Mayme Jardine who, with her broad experi-
ence in retailing Victor goods in Omaha and
the knowledge she received at the Victor Red
R R T B T T T e o o o o R S R,
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Folks living in Erie, Warren and Oil City
like to hear the newest songs, the latest

They buy Emerson Records because Emer-
son is first to bring out the new hits that
every one is humming and whistling.

Our job is to see that the dealers in these
and other Western Pennsylvania cities are

In connection with the school there has been
installed a service room, in which has been
placed all the advertising matter pertaining to
Victor products. There has also been installed
a complete Unico system, including booths,
racks, record counters, etc., for instruction pur-
poses. Practically two score salesmen and
saleswomen from all sections of the State have
taken advantage of the opportunity to improve

Emerson Hits Hitting Hard

In Western Pennsylvania

they come out.

To that end, we carry a complete line of
Emerson hits, and make a point of filling
orders the same day they are received.

Let us give you a dollars-and-cents demon-
stration on the advantages of being an
Emerson dealer. Worite today.

Fmerson fales Company

T3 S T 3 RO S X

supplied with the new Emerson hits—as

their knowledge of salesmanship by attending
the school.

In speaking of the success of the venture,
one of the officers of the company said:

“The classes have been a wonderful success;
in fact, greater than we had ever anticipated.
This is very evident from the complimentary
letters received from every dealer who attended
or who sent his salesman or saleswoman. The
instruction has given them a bigger and broader
vision of the Victor line, inspired them with a
larger conception of the Victor possibilities
and made each one an enthusiastic Victor
booster, naturally increasing their efficiency and
value to the employer. From the dealers’ testi-
mony the Mickel School of Victor Salesman-
ship has done more for Victor prestige in the
State of Iowa than anything we have ever
undertaken.”

PATHE EXHIBIT AT GIMBEL’S

Fandsome Display Shown in Special Room at
New York Store Attracts Attention

The exhibit made by the Pathé Fréres Phono-
graph Co. at the National Music Show was re-
cently set up in a special room in the large talk-
ing machine department of Gimbel Bros. New
York store. The various models of the Pathé
line together with the regular and period models
of the Actuelle were exhibited, as were the pic-
tures of. Pathé record artists, which graced the
walls of the exhibit at the Grand Central Palace.
The Gimbel store has had very gratifying re-
sults with the Pathé line in the short time in
which it has been carried and the exhibit drew
large numbers of visitors.

PROMINENT LUMBERMAN DIES

In the .death of Alfred Struck, of the Pres-
tonia Mfg. Co., Louisville, Ky., the trade loses
a prominent lumberman and talking machine
cabinet manufacturer., His death was due to
pneumonia. His son, Charles Struck, will take
over the affairs of his father’s business.
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"REG U S PAT-OFF"

Should BeOn Every |
TALKING MACHINE

AT LAST

ANEW LIGHT that will apply to every

make of talking machine in the world.

It is reliable, easily applied, and will give perfect
satisfaction.

Beautifully finished in nickel and gold.
Both lights and batteries are fully guaranteed.

Low in price, within reach of every talking
machine owner or buyer.

Big discounts to dealers. Write your jobber or
direct to us for descriptive circulars outlining our
selling and advertising campaign.

RETAIL PRICES

Nickel Finish............... ... ..... ... $2.25
G OTINERTITSI Rl sws cds 3353 » S s sa B U« -3 |

ENTIRELY NEW PROPOSITION

Vertical Horizontal

Angular

Each package complete as illustrated atove

 STANDARD, AGGESSORY. CORPORATION,

355-357 East\Water Street = MANUFACTURERS  Milwaukee Wisconsin LLSA.
PATENTEES
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Columbia 78686.

“Dear Little Boy of Mine” in Stracciari’s
splendid baritone will break many sales
records.

Columbia Graphophone Co.

NEW YORK

ﬁ

3

BI-PARTISAN RECORDS NOW READY

Nation’s Forum Records Will Be Merchandised
Through Columbia Dealers Exclusively—At-
tractive Window Display Prepared for Trade

The dealer service department of the Colum-
bia Graphophone Co. has mailed to Columbia
dealers an interesting sixteen-page pamphlet
entitled, “Mobilizing Phonographs for the
Presidential Campaign.” This

publication,

important in view of the coming presidential
campaign.

Every Columbia dealer subscribing to the
regular Columbia window display service has
received a very attractive window card an-
nouncement of the Nation's Forum records.
Columbia branches have been furnished with a
large supply of these display cards, which are
at the disposal of all Columbia dealers. Some
idea of the attractiveness of this display may
be gleaned from the accompanying illustration.
: On either side of the cen-
ter display are facsimile
reproductions of the first
records in this important
series, consisting of timely
and informative messages
by Henry Cabot Lodge,
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Republican leader of the
U. S. Senate, and William
G. McAdoo, former Secre-
tary of the Treasury, and
possible Democratic presi-
dential nominee.

It is planned to issue
two records each month,
one record being a mes-
sage from a prominent
Republican and the other
from a prominent Demo-
crat. The list of speakers
scheduled for this record
library comprises the
leaders in both parties and
an extensive advertising

Nation’s Forum Window Display

which was prepared by the Nation's Forum,
New York, describes in detail a-monthly service
of publicity news records which will carry the
living voices of presidential candidates and
other prominent public officials into homes,
clubs and meetings. The records, which will be
bi-partisan, will be merchandised exclusively
through Columbia dealers and are particularly

campaign featuring these
records is now in course
of preparation. It is expected that these records
will prove very popular if results may be fore-
cast from a recent demonstration held at one
of the clubs in New York City.

The Vitanola agency in Steamboat Springs,
Col,, has been taken by the Chamberlain-Gray
Drug Co.

AEROPLANE DELIVERY A SUCCESS

E. H. Jones Piano Co. Closing Contracts With
Many Vitanola Dealers for Aeroplane Delivery
—A Unique Advertising Idea

Des Moines, Ia.,, March 5—The E. H. Jones
Piano Co., of this city, distributors of Vitanola
phonographs, has closed contracts with prac-
tically all of its dealers providing for the aero-
plane delivery of Vitanola phonographs. This
unique sales and advertising plan, which was
evolved last Fall by DeWitt Jones, president
of the company, has attracted countrywide at-
tention.

The E. H. Jones Piano Co. has contracted for
a State advertising campaign through the me-
dium of the aeroplane service connected with
the Herring Motor Co., of this city. As an ad-
vertising novelty the E. H. Jones Piano Co. de-
livered a Vitanola phonograph by aeroplane, and
this unusual method of delivering the instru-
ment has produced invaluable publicity for the
Vitanola dealer. Many of the Vitanola repre-
sentatives who have tried out the plan for a
single delivery are repeating it several times,
advising the E. H. Jones Piano Co. that the
proposition is a profitable one from every stand-
point.

ISSUE BOOKLET ON ARROW RECORDS

CreverLanDp, O., March 5—The Arrow Phono-
graph Corp.. of this city (formerly the Liberty
Phonograph Co.) is mailing to its dealers
an interesting folder giving details of the com-
pany’s merchandising plans and policies. The
first list of records has been favorably received
by the trade, and it is now a question of quan-
tity -production. Referring to the technical
manufacture of Arrow records, this folder stated

“in part: “Arrow records are made with a lat-
eral groove formed in an entirely new manner,
carrying the most minute sound qualities to an
exceptional degree of accuracy.”

Phone Barclay 5728
for Service

SERVICE SELLS SERVICE
I S a Combination
l I l Hard to Beat
YELLOW DOG BLUES The Great Big ‘“‘Hit” 4061
Bo-La-Bo oo oo e e e ——mmmn Fox-Trot Ching-A-Ling __ _ _______ e One-St
4060 { Wohe: qu're Alone_ e 0‘:;:’-3{!‘0}5 4058 { A 1:18 Ct!rt(::,_a _____________________________________ OZ:-S!i}}:
Pickaninny Blues eV 0cal Trio Little Girls, Good-Bve ______ __________________ ______ Vocal
4067 When Two Hearts Discover . _ _ e ococcca . Duet 4066 { Just Like the Rose . - e Focal

Exceptional facilities for New York, New Jersey and Connecticut dealers to get the livest Record Proposition in the trade

ZIEGLER, BAKER & JOHNSON

100 Chambers Street
New York City
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Destined to win

HEN the House of Brunswick sets out to do a
thing, all are certain that it will be done well.

No expense will be spared — nothing left undone. You
all know what these resources mean when you con-
template the phenomenal success of the Brunswick

‘ Phonograph.

And so it should point a lesson in regard to Brunswick
Records, now commencing to be advertised to the public.

LEOPOLD GODOWSKY
Premier Pianist

It means that Brunswick Records are right in prin-
ciple and that they bring superiorities.

| It means that Brunswick would never be satisfied with
the common or the mediocre.

And the result will be a positive success. Every
Brunswick dealer will reap new profits.

To be widely advertised

An appropriation for advertising Brunswick Records
has been made. The first page appears in The Saturday
Evening Post. Then begins a continuous campaign of
education.

We will offer the masterpieces of famous artists, such
| as pictured here. Together with all such numbers as are
necessary to make a complete and wanted list.

and appreciate the selec-
tions we offer, and their
superior reproduction.

‘ Throughout the land, music lovers will come to know

Thus we bring to the
Brunswick  Phonograph
| its inevitable team-mate,
| Brunswick Records.

DOROTHY JARDON \
Prima Donna Soprano
Chicago Opera Company

Thus we offer again
something that is dis-
tinctly better. And to
| prove it, we are asking
the American people to
hear and compare.

In our story to the pub-
lic, we state that it is
| again the privilege of the

House of Brunswick to
bring to music lovers an-
other innovation, another
advancement in the art of
phonography—

ARCHER CHAMLEE
Tenor
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universal applause

— one as advanced as those revolutionary ideas intro-
duced in the Brunswick Phonograph four years ago.

Thus we fulfill our great ambition to bring something
better, something superior into the making of records.

What we mean by “Individuality
graven into them”

MAX ROSEN
Violinist

We bring not only world-famous artists with their in-
dividual interpretations — not only the historic master-
pieces of music, but in addition that third factor — direc-
tion of concerted selections.

Some will venture that this is nothing new. Nor is it,
as an idea. It is the fulfillment of the idea, the actual
laboratory practice, that makes it real or fiction.

We have long felt that in concerted numbers there was
much to be accomplished. Too frequently the members
of an orchestra, for instance, played as individuals.
Master direction was too rare.

This we have insisted on avoiding. Our first interest
in all but solo numbers has been to attain the utmost
from sympathetic direction.

Hence we bring to ensemble numbers a finer spirit, a
new and added charm.

The method is difficult to explain. But the result is
obvious. To tell the public too much about the mechan-
ics of recording robs music of its spiritual flavor.

So again, in advertising Brunswick Records, we ask
people to hear and compare. We abide by the decision
of music-lovers, people who know and appreciate better-
ments.

IRENE PAVLOSKA
_ Mezzo-Soprano
Chicago Opera Company

We invite the trade to watch Brunswick developments
and to note the success of Brunswick Records.

The Brunswick-Balke-Collender
Company

General Offices:
623-633 Sauth Wabash Avenue, Chicaga

Branch Hauses in Principal Cities of
United States, Mexico and Canada

Canadian Distributors :
Musical Merchandise Sales Co.
819 Yange St , Toronta

THEO KARLE
Tenor
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MAKE EXHIBIT AT TOY SHOW

Homer Stephens in Charge of Display of Gar-
ford Phonographs—Booked Large Orders

The General Phonograph Mifg. Co., Elyria,
O., formerly named the Garford Mfg. Co., con-
ducted a very attractive exhibit at the annual
Toy Show, which was held at the Hotel Im-
perial, and which closed on Saturday. Homer
Stephens, sales manager of the company, was
in charge of this exhibit, and a number of large
orders, including several export orders, were
closed as a direct result of the exhibit.

Among the instruments on display at the com-
pany’s booth were the popular Model E Garford
phonograph, which has achieved international
success, and two toy phonographs, retailing at
$10 and $6. These toy phonographs were or-
dered in large quantities by buyers representing
well-known houses, and judging from the com-
ments of these purchasers the demand for toy
phonographs is constantly increasing.

At the annual meeting of the American Toy
Exhibitors’ Association Mr. Stephens was re-
elected president of the organization. During
the past year Mr. Stephens occupied this post
and his work in behalf of the association well
merited his re-election as president.

INTRODUCING THE “REED-ER”

PittsrurcH, PA., March 6.—The Reed Co. of
this city, manufacturer of Reed demonstrating
booths, record racks and efficiency counters, and
distributor of Regina phonographs and Opera-
phone records, has just issued an attractive
house organ named the ‘“Reed-er.” According
to the editor, this publication is “edited by the
Reed-man and published monthly in the interest
of Reed dealers.” Its chief purpose is to tell
important things, but it aims_not to be too
strenuous.

The first three numbers of this newsy house
organ have been enthusiastically received by
the Reed Co.s dealers, who are pleased with
the informal contents of the publication and
the various practical ideas featured in the news
columns. Each issue contains a page devoted
to personal items, and a semi-humorous column
emphasizes the thought that good-fellowship and
informality are important factors in the com-
pilation of the “Reed-er.”

INCREASE BOOTH EQUIPMENT

The Silver Grafonola Shop, 22 Delancey
street, New York, successor to the Marconi
Phonograph Co., has recently increased its dem-
onstration booths from six to ten—all of which
are necessary to meet the demands of this busi-
ness which has been steadily expanding. This
concern is now under the able management of
J. Morris, assisted by I. A. Silver, who report
very excellent business in Victor and Columbia
machines and records.

Mr. Gunst, of the Gunst Piano Co., was al-
most entirely cleaned out by the great hurri-
cane that swept through Corpus Christi, Texas.
He related a strange incident that occurred
while the storm was at its height. A party who
had been rescued in a boat saw a wrecked house
floating along, with broken furniture scattered
about. In the center of the wreckage stood a
Victrola, apparently intact.

@& New A utomatic
“ Cover Support

Practical—Inexpensive
Fool Proof

Made in two different styles
No. 1 Fit Cover at any angle
No. 2 Hinge Plate bent to
Fit Cover

Samples an Request
Quantity Discaunt

AUTOMATIC COVER SUPPORT MFG. CO.
77-81 MILL STREET BLOOMFIELD, N. J.
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DEEENDERS FOR “CANNED MUSIC”

0

Number of Newspapers Take Occasion to Call
Editorial Attention to Usefulness of Art

A number of newspapers in New York State
and New England have recently taken up the
cudgels editorially in behalf of talking machine
music. The thought back of all the editorials
is practically the same and the article repro-
duced herewith, from the Niagara Falls, N. Y.,
Gazette, is a fair sample.

“In our more or less witty slang, the product
of the phonograph is frequently referred to as
‘canned music." The phrase is commonly used
disparagingly. But ‘canning’ is one of the most
useful arts that civilization has developed and

it takes one of its highest forms in the mechan-.

ism of the phonograph.

“A leisure half 'hour might be spent pleas-
antly and not unprofitably in recalling some of
the uses of ‘canning.’ Of course fruits and vege-

tables are conserved in that way for future use

and the shelves in the grocery and the rubbish
piles in the alley tell eloquently of service to
men along that line.

“But very many of the things that make life
worth while are ‘canned’ products that would
not otherwise have been available. Books are
the ‘canned’ wisdom or foolishness of the ages.
Without this ‘canned’ proccss the wisdom of
Solomon would have died on the eastern winds
and Shakespeare and ILongfellow and Mahon
and Bancroft and all scientists and seers and
singers would have died with their own cen-
erations.”

BUYS VICTROLAS FOR SCHOOLS

The Oldendorf Music House, Mt. Carmel, 1II.,
has again sold a Victrola to the schools of that
city and now the Berry School is the possessor
of one of these instruments. The machine was
purchased through the efforts of the parent-
teachers’ association, which is taking an active
part in the school music work.
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—12 Months to Pay

The first payment brings you the sign—and
you have the 12 months to complete the pay-

ments.

Pays for itself many times over.

—A Permanent Fixture That Soon
Pays for Itself, Many Times Over

W

It
Sure brinds in _
the business?

around.

Everyone wlio passes within blocks of your store is a prospective cus-
tomer. If you
expect them to
sale and also much prestige with the people of the community.

Electric sign advertising is indispensable to every merchant.
your message day and night, attracting the attention of people from blocks
[ It gives a timely suggestion to tlhe prospective customer that
here is a store ready to take care of his needs. And a timely suggestion
brings many a sale.

But it pays to invest in a sign that will be a permanent fixture in fron
of your store. ¥
steel, will not rust, decay
washing keeps it sparkling like
electricity—no other expense.
from a distance in either direction.
itself many times over in increased business.

Send the coupon to-day for full information—no obligation.

Tear Off and Mail Coupon Now

ut your name and busiqess before the public, you may
uy. But the Store that is lost in darkness loses many a

It carries

This Federal Electric Sign is made of porcelain-endmeled
or fade—never needs refinishing. An occasional
new. Costs but a few cents a day for
It is_strongly legible both day and night
It _will last a lifetime and will pay for

FEDERAL ELECTRIC COMPANY

representing Federal Sign System (Electric)
Lake and Desplaines Streets, Chicago, IlI.

Please send me full information on Porcelain-enameled Steel Sign for my business.
12-months-to-pay Plan.

Explain your
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INACCURATE TERMS AND COMPARATIVE PRICES DECRIED

Richard H. Lee, Special Counsel for Associated Advertising Clubs of the World, Condemns
Use of Misleading Terms and Comparative Prices in Address on Truth in Advertising

Decrying the use of comparative price adver-
tising and warning against deceptive trade
terms, Richard H. Lee, Special Counsel of the
Associated Advertising Clubs, in an address
before the convention of the National Retail
Dry Goods Association in New York, recently,
urged the elimination of practices which under-
mine confidence in advertising and business and
jeopardize the good will of a retail store. Mr.
Lee, who has in the past made some forceful
addresses before the piano men, said, in part:

“One of the enigmas to me in present-day
business life is the careless way in which busi-
ness houses treat their greatest asset, their own
good name. You insure your building; you in-
sure your stock; you bond your -employes; you
even insure your accounts; you protect yourself
as to all of these tangible assets; yet any of
them- could be replaced in the open market.

But what are you doing to protect your own
good name—the biggest asset in any business?

“In my opinion one of the most destructive .

influences in retail merchandising is the use
of comparative prices and comparative values—
$125 Suits, $79.50; worth $50, our price, $37.50,
etc. Comparative values are fraudulent on their
face. They bespeak a fact which is nothing
more or less than the opinion of the merchant.
And comparative prices involve changes in
season’s styles and other matters which are very
apt to create dissatisfaction with the customer.
But the real evil which lies in both of these
practices is the avenue you open for the use
of your illegitimate competitor. Assuming
that you are perfectly honest, that your compar-
ative prices are fair, and that your comparative
values are based on your best judgment, you
must realize that your competitor, who thinks

OKJV Records

We are direct factory dis-

vocal and

tributors for these new
lateral cut records.and
our dealer plan 1s un-

usually attractive.

ecords

are a quality proposition
and they feature timely

Write us for calalogs

and sample records

Stoffer & Stackhouse Co., Inc.

Bourbon, Ind.

dance hits.
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== h PHONOGRAPH
SM‘E Made in Our
Z Watch Oil

DEPARTMENT

which for half a century
has made 80% of all the
watch, clock and chronom-
eter oil used in America,

The Best Oil For Any Talking Machine

In refining, Nyoil is given the same care as our
famous watch oil receives. All gums and impuri-
ties are removed, leaving it

Colorless, Odorless and Stainless.

Housekeepers say they would not be without
Nyoil hecause it is best for phonographs and sew-
ing machines—for polishing furniture and wood-
work and is odorless and will not stain. It is free
from acid and will not gum, chill or become
rancid. Sportsmen find it best for guns hecause it
prevents rust.

NYOIL is put up in 1-0z., 3%-0z. and 8-o0z. Bottles
and in Quart and Gallon Cans.
For Sale by all Talking Machine Supplies Dealers

WILLIA F. NYE, New Bedford, Mass., US.A.

less of the future of his business than you do
of yours, has thrown open to him a field, ap-
parently legitimatized by you, in which he has
no limits. It only takes a pencil to send his
former sales price up and his present sales price
down, and while I would concede that this is
a practice which will eventually relieve you
of his competition, you must admit that it is
confidence-destroying in character and that the
shopper who loses confidence in his advertising
is very apt to lose confidence in all advertising.

“The farseeing and successful merchant to-day
believes in pyramiding on his advertising in-
vestment. He looks forward to the day when
his institution will be so well advertised as to
begin to advertise itself. Advertising is but a
means of contact with the public. It is a
method of bringing the public into your place
of business. Any merchant can pyramid on his
advertising by taking just as great pains in
satisfying a customer as he does to get a cus-
tomer into the store. The satisfied customer is
an advertising asset. A dissatisfied customer is
a heavy liability. Where pains are taken to
satisfy the customer, the strength of your ad-
vertising is pyramided. The merchant who de-
pends on his copy to get a new crowd into the
store each day is playing long on a falling
market. It should be the aim of every busi-
ness man who expects to stay in business to
so firmly establish his own good name that
his business house becomes an institution. When
he can get the public to saying that his place
of business is a safe one in which to shop,
he has established an advertising value which
will go on and on and continue to pour dollars
into the till long after he ceases to use the
printed word.

“That kind of a reputation cannot be built
on a foundation of deception. The merchant
who advertises a bargain which he cannot pro-
duce when thecustomer calls has created a
handicap which he must overcome if he de-
sires to stay in the good graces of that partic-
ular individual. It is far better for any institu-
tion to lose a sale than the good-will of a pos-
sible customer.”

J. Vernon Davis, prominent in business in
Spokane, Wash.,, has been selected to take
charge of the phonograph department of the
Simon Piano Co., that city. Mr. Davis has
been with the company since last spring and
has given special attention to the development
of the talking machine business.

SEND FOR ILLUSTRATED PRICE LIST
AND FREE SAMPLE

“GLOBE” TRANSFER NAME PLATES

DEALERS EVERYWHERE APPLY THEM
ON PHONOGRAPHS. PIANOS. ETC.

GLOBE DECALCOMANIE CO.
JERSEY CITY, N. J.
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Send for Literature

on KRASCO open

- and Enclosed Motors

Sterling Reproducers

and Tone Arms.
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The Phonograph Salesman

SAYS:

“It’s my job to sell Talking
Machines, and I want to tell
you that the machines
equipped with the best
motors are the easiest to sell.
That’s why it is easy to sell
Phonographs equippec
with the New Enclosed
KRASCO Motors.” Anc
he’s right. |

THE NEW
ENCLOSED
KRASCO MOTOR-—-

THE SENSATION OF THE NEW YORK SHOW

Rt’asbevg Engineet’ing &
Manufacturing Corporation
536 LakeShore Drive Chica(_b)olllinots US.A.
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Announcement

We have opened offices and show rooms with
warehouse facilities in

THE BUSH TERMINAL BUILDING
130 WEST 42nd STREET
NEW YORK

showing L'ARTISTE PHONOGRAPHS in

regular and console models of unusual merit,
unequaled in tone, finish and design.

You are cordially invited to call.
Prompt and courteous service.

Good territory now open.

THE PHILADELPHIA SHOW CASE CO.

Main Office:
127 NORTH 13th STREET
PHILADELPHIA, PA.

New York Office Pittsburgh Office

THE BUSH TERMINAL BUILDING JENKINS ARCADE BUILDING

Room 845 . Pittsburgh, Pa.
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FIGHT MAIL ORDER COMPETITION ON ITS OWN GROUNDS

Practices of a Chicago Mail Order House Featuring Phonographs Formed the Basis of a Discus-
sion at a Recent Gathering of the National Association of Retail Secretaries in New York

That the best way to meet mail order compe-
tition is by comparative prices and by the stores
themselves doing a mail order business was the
opinion generally held in a discussion of that
subject at the session of the National Associa-
tion of Retail Secretaries, held recently at the
Hotel Pennsylvania, New York.

The country-wide campaign which was put on
last Fall by one of Chicago’s prominent mail
order houses was discussed, and the secretaries
expressed themselves on the way in which this
competition had been met in individual cities
—a matter of direct interest to talking machine
dealers.

One of the important items which had been
offered by this Chicago mail order house had
been phonographs. T. M. B. Hicks, secretary
of the Association, said that at Boston they had
not tried to have the newspapers suppress the
advertisements, but that the dealers had gone
ahead to meet the competition. He stated that
in a Boston warehouse at the present time
there were over 3,000 machines that had been
returned by the purchasers as being defective
and unsatisfactory.

The opinion in Boston had been, Mr. Hicks
stated, that unless the local retailers could sell
phonographs as cheaply as a mail order house
could from Chicago they had no right " to
be in business. He advised meeting mail order
competition on its own level and not trying to
circumvent it by other means.

Newspapers Refuse Advertisements

In speaking of this same series of advertise-
ments, President K. F. Niemoeller said that in
St. Louis they had pointed out to the news-
papers that these advertisements were inimical
to the retailers’ interests, and that the press had
refused to accept more of the ads. Particularly
was this so, he said, since the department stores
of St. Louis had been greatly restricted as to
advertising space, and to allow a mail order
house to dominate with full pages would have
been manifestly unfair,

A. Jacobsen, of South Bend, Ind., said that
the merchants of his city were getting out a
catalog which was about half the size of the
catalog issued by the Chicago mail order house,
and which would compete with them in prices.

E. M. Trowern, of the Merchants’ Association
of Canada, told of how they intended to curtail
the activity of mail order houses. Catalogs are

E L T T R e T T T T et

carried in the Dominion by the post office at a
cheap rate, he said, and, as a matter of fact, it
costs the people about $2,000,000 a year to do
this, which must be raised from other sources.

Legislation is to be proposed before the
legislative body of the Dominion, he said, which
will make the mail order people pay the actual
cost of this distribution of catalogs. He gave
further information on how mail order business
is conducted in Canada by the statement that a
customer cannot take a catalog and go to the
home office of the concern and buy at the prices
stated. In other words, the catalog prices are
special prices. The general opinion of the sec-
retaries was that the same condition did not
hold true in the United States.

FINE FEBRUARY SALES REPORTS

Iroquois Sales Corp. Closing Healthy Okeh
Record Business—Master-Tone Sales Increas-
ing Steadily—Road Men Tell of Progress

Burraro, N. Y, March 8—In a recent chat
with The World L. M. Cole, sales manager of
the Iroquois Sales Corp., of this city, stated
that the company’s sales totals for February
were very satisfactory. The new retail price
of $1 for Okeh records has been favorably ac-
cepted by the trade, as the great majority of
dealers appreciate the fact that the unprece-
dented advances in the cost of raw material and
labor have made the $1 retail price of records
an absolute necessity. Mr. Cole states that
many new accounts have been opened since the
first of the year, and the older accounts have
been ordering so heavily that there is a sub-
stantial increase in Okeh business as compared
with the holiday figures. Master-Tone business
is showing a satisfactory growth, with every
indication of continuing along similar lines
throughout the Spring.

Harry H. Dahl and A. C. Bentzen, of the
Iroquois sales staff, are sending in gratifying
reports from the East. Bertram H. Gould
started on a trip to Ohio territory a few days
ago, and Pennsylvania is also being covered to
excellent advantage. Mr. Cole is concentrating
his activities on the western New York field,
and has establishéd excellent representation in
Rochester, Syracuse, Buffalo and adjacent lo-
calities.

Iis

HEAT

-

When properly combined

The temperature and hu-
midity are automatically
controulled, making the fin-
ishing process independent
of outside weather con-
ditions.

322 No. Michigan Ave.

MOISTURE

produce the most ideal
condition for drying
stain, filler and varnish.

Years of experience have

The users of our system are licensed under and protected by the
Grosvenor process patent No. 1,186,477

DRYING SYSTEMS, Inc.

Note: Send for descriptive bulletin

LT TR

OXYGEN

Allair delivered to the dry-
rooms is thoroughly wash-
ed, making a deep, clean
finish.

taught us the combination

Chicago, lllinois
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Compare them!

OMPARE Sonora Semi-Per-
manent Needles with other
needles. Remember that Sonora
S. P. Needles sell for 25¢ a pack-
age instead of [0c or I5¢ and
they bring you a bigger and casier
profil than any other needles..

THE (MSTRUKENY OF QUALIYVi

CLEAR AS A wEltl

Semi-Permanent

NEEDLES

are extensively advertised, are
well known, and are in strong
demand. Buyers of these needles re-
turn to your store with their friends
for more.

Attractive counter cards, leaf-
lets and display material are
available free. No matter what
makes of phonographs you
stock you need Sonora S. P.
Needles. They play many times,
are used on ALL MAKES of
steel needle records, sweeten
the tone, do away with constant
needle changing and are most
economical. Having parallel
sides (not tapered) they do not
increase in diameter as they
wear and do not harm the record
grooves. This means a longer
life for the records. If you hasen’t
ordered, order now.

THREE GRADES
LOUD, MEDIUM, SOFT
25¢ per card of 5 40c¢ in Canada

Sonora Phonograph
Company, Inc.
GEORGE E. BRIGHTSON, President
NEW YORK: 279 Broadway
Curatan Disteibutors.

I. Montagnes & Co.
Toronto

4 Beware of similarly
CautIOH ! constructed needles

of inferior quality.
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To handle this year's business we have
greatly increased our production and are
now prepared to care for a few hundred
more live dealers.

The standards and quality of our product
will not be changed; on the other hand
this season’s models have added features
that will make for sales.

TALKING MACHINES

1920 -

Our three factories are now in a position to
supply you with an ample stock at once
and immediate deliveries at all times,

The Excel Cabinet Co.’s dealers’ proposi-
tion is one that you should investigate at
once. There are large profits for you
in handling this line of fast selling
machines.

May we not send you our circulars, dlscounts, etc.
Write now—Iline up with a winner."

EXCEL CABINET CO.

Executive Offices:

136 West 23rd Street

New York City

Factories: Benton Harbor, Mich.; Holland, Mich.; Chicago

Manufacturers of
High Grade
Talking
Machines
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BIG VICTOR GATHERING IN PEORIA

As Guests of the Putnam-Page Co. Great Army
of Dealers Listen to Interesting and Con-
structive Addresses on Various Important
Topics—Enjoy Luncheon and Banquet

Peoria, IrL., March 3.—Victor dealers from all
parts of Illinois were guests of Putnam-Page
Co., Inc., Victor distributors, at that city on
February 21, when they enjoyed an informal
luncheon tendered to them exclusively and later
the annual banquet of the Creve Coeur Club, an
cvent of national importance, which was at-
tcnded by over one thousand diners. While
the Victor men were in evidence at two promi-
nent tables at the banquet, the big event of the
day for them was their own gathering of the
afternoon, which was presided over by Fred H.
Putnam, president of the Putnam-Page Co. Mr.
Putnam took this occasion to introduce P. A.
Ware, who was just bcginning his connection

the Putnam-Page Co., where they attained a
more intimate knowledge of the effective or-
ganization of this important distributor of the
Victor Co. under the guidance of Roy Page,
secretary of the company, and A. E. Severe and
Leonard Putnam.

Among those who attended the luncheon and
the great banquet later were: E. J. Dingley, of
the Victor Co., Camden, N. J.; E. T. Froyd, of
Froyd’s Music Shop, Paxton, Ill.; P. R. Fritsche,
Mackinaw, Ill.; T. A. Conboy, of the Up-To-
Date Music House, Sterling, Ill.; M. E. Wright,
Eureka, Ill.; G. E. Lester, Hoopeston, Ill.; F. A.
Doyle, of The Doyle Furniture Co., Galesburg,
I1l.; T. J. Griggs, of The Griggs Music House,
Kewanee, Ill.; Fred Lehman, of Lehman’s
Music House, East St. Louis, Ill.; Geo. Cheatle,
of The Music Shop, Springfield, Ill.; Thor. Nor-
berg, of The Norberg Music House, Rock Is-

land, I1l.; Will Haley, of J. Haley & Son, Arcola,
I1l.; R. N. Smith, Carthage, Ill.; C. N. Lenhart,
Mattoon, Ill.: A. E. Sundquist, of A. Sund-

E. ]J. Dingley, of Victor Co., and Illinois Dealers, Guests of Putnam-Page Co., Peoria, Il

with Putnam-Page Co., to whom he was trans-
ferrcd from the Victor factory, and after a brietf
tallkk Mr. Ware introduced E. J. Dingley, man-
ager of the machine order department of the
Victor Co., who addressed the dealers in behalf
of the Victor factory. He spoke at length on
topics close to the heart of Victor dealers and
his address was something different from that
usually expected at gatherings of this kind. Mr.
Dinglcy reviewed some of the problems of
manufacturing with which the Victor Co. has
to deal and gave in a very interesting man-
ner an exposition of how ably these problems
are met. He gave a most intimate word picture
of the remarkable manufacturing achievements
neccssary to turn out such great volumes. of
machines and records as are produced by the
Victor plant. Later Mr. Dingley answered
questions regarding the more intimate problems
of the dealers. He took occasion to con-
gratulate them on the progressive attitude
which prompted the questions.

During the latter part of the afternoon the
dealers visited the new exclusive Victor depart-
ment of the Block & Kuhl Co., which is a store
in itself, and here again, through effective or-
ganization of the hosts and with the aid of J.
D. O’Malley, departmlent manager, a further
general discussion of progressive methods en-
sued. During the day most of the visiting deal-
ers took occasion to survey the headquarters of

quist & Son, Toulon, Ill.; I.. I.
P. A..Bergner & Co., Peoria, Ill.; F. M. Leslie,
Urbana, Ill.; H. C. Kupfer, of Mandel &
Schwartzman Bloomington, Ill.; J. F. O’Malley,
of Block & Kuhl Co., Peoria, Ill., J. E. King,
of King & Bailey, Virginia, I1l.; W. W. Bond,
of D. H. Lloyde Co., Champaign, Ill.; H. ]J.
Waldschmidt, Metamora, Ill.; Harry Duncan, of
Duncan-Schell Furniture Co., Keokuk, Iowa; A.

Archibald, of

R. Meyer, Havana, Ill.; Lyle Straight, of A.
Livingston & Son, Bloomington, Ill.; E. E.
Hanger, of Hanger Bros., Lincoln, Ill.
APPOINT ILLINOIS JOBBERS
The Reed Co., Inc. Pittsburgh, Pa., has an-

nounced the appointment of the Cole & Dunas
Music Co., Chicago, Ill., as distributors in the
State of Illinois for the popular Reed record
demonstrating booths, record and player roll
racks and efficiency counter. Reed cfficiency
furniture has attained considerable success
throughout the country, and the Cole & Dunas
Music Co. is planning to institute an aggressive
campaign featuring this furniture throughout
the State of Illinois.

Money is not always power. There are scales
on which an ounce of integrity is worth a mine.
The noisiest welcome is not the most contin-
uous cheer.

Phonographs and Show Window

Record Stands

window displays.

THE OSCAR ONKEN (0.,

These Show Window Record Stands will increase
your Sales on records and help you make attractive
end for Dealers’ Price.

6651 4th Street, Cincinnati, 0.
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A From One Sounrce
Gold Finish
Multi-playing

Retail at 10c.

= per box of 50

¥ Magnedos are the STANDARD

ol Steel Multiplaying needles.

£ Extensive advertising has estab-

é lished a ready market for you.

A Attractive packing sells Mag-

= nedos on sight—and every sale

E means repeat business.

= Each needle is guaranteed to

; play 10 records.

E There are large profits waiting

S for you if you handle Magnedos.
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: To Jobbers

E We have an interesting

5| merchandising proposition

| for you. Write for details.

g To Dealers

g A sample carton will dem-

5| onstrate how your needle

5|  sales can be developed.

= Order One Now

é Loud and Medium Tones
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PLAZA Music CO.

18 WEST- 20 STREET
NEW YORK
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TALKING MACHINE TROUBLES AND
HOW TO REMEDY THEM

'! Conducted by Andrew H. Dodin

{This department of The Talking Machine World is
designed for the service of all classes of our readers,
including those who make, and those who sell, talking
machines.

Andrew H. Dodin, who conducts this department, has
a wide and enviable reputation as a repairer of talking
machines at 176 Sixth avenue, New York. Tell him your
troubles through The World and he will help you if
possible. The service is free.—Editor.]

"SOME QUESTIONS AND ANSWERS

Hints on Sound-Box Repairs
Trenton, N. J., January 24, 1920.

A. H. Dodin,

Care The Talking Machine World, New York.

I have but recently engaged in the phono-
graph business and I find several problems to
solve, and it occurs to me you may’be willing
and able to give me some information. I have
just had returned from the Edison factory a

speaker or reproducer as used on a late style
Amberola. \When playing some notes appear to
produce a rattle similar to that caused by a loose
needle sometimes when it has fallen into the
machine below the motor.
for publication

Can you write up
in The World some of the

methods of procedure when putting new mica

in reproducers, and some of the most usual re-
pairs required in repairing reproducers? As a
beginner on phonograph repairing I like to see
the department in The World devoted to repair
problems as large as possible—Edward Aller.
Answer—The trouble with the Amberola
speaker is probably due to the fact that the
gasket ring is not tight enough, allowing dia-
phragm to blast on certain notes. As to sound-
box troubles, the troubles and causes are about
the same in all makes of boxes—bad dia-
phragms, dead rubber gaskets, weak tension
springs, or loose needle bars. The two most
important points in assembling a sound-box are
first to shellac the diaphragm to the gasket in
such a position that its edge does not touch
the frame of the box at any spot, and second,
that the needle bar is placed in a proper posi-
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44 North Market Avenue
Grand Rapids, Mich.

The Certainty of Promised Delivery

One of the most important elements in the ser-
vice of this company is #4e certainty of promised
delivery, which is largely assured by the fact
that we are probably the largest complete or-
ganization in the country devoted to the pro-
duction, manufacture and distribution of

Mahogany Lumber and Veneers

With the largest mill on the Atlantic and Gulf
Seaboard, centrally located at Long Island City,
New York, with half a mile of dock frontage
and immediate accessibility to railroads, we en-
joy unusual facilities both for the receipt of logs
and for the shipment of lumber and veneers
either by water route or rail. .

Astoria Mahogany Company, Inc.
347 Madison Avenue, New York

Successors to

Huddleston-Marsh Mahogany Co.
Astoria Veneer Mills and Dock Co.
F. W. Kirch, Inc.
Mills and Yards, Long Island City, New York
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tion, if with pivot screws, that the arm is held
snug with no side motion, and if with tension
springs, that the springs are drawn, down to
the frame in such a manner as to insure an equal
tension in both directions from the mica.

For good results when you have a box with
two tension springs on the needlearm, one of
which is broken, it is always best to put on two
new springs, insuring a more even tension on
the arm. This also applies to the rubber gas-
kets—always put in two new ones when one
has become dead; you can be assured that the
other is not much better, and changing both
gaskets will prevent blasts and insure the proper
back spacing. Another important point is to
wax the connection of the mica and needle bar
so that box is positively airtight.

Preventing a Metallic Blast
Meridian, Miss., January 17, 1920.
A. H. Dodin,

Care The Talking Machine World, New York.

Could you give me any information about the
Nystrom 'motor which is to be used in the
new “Brunswick’” models?

Please, also, can anything be done to relieve
the shrillness of the Columbia sound-box? There -
is nothing loose and it is perfectly assembled,
still there is a shrill metallic blast occasionally.
Do the paper insulators have anything to do
with thisP—Donald Tanner.

Answer—Have not as yet seen the “Nys-
trom” motor but will be pleased to inform you
of same as soon as I do. In reference to the
Columbia sound-box: The paper washers are
used to insure the proper distance between the
diaphragm and the back facing of the box, as
the rubber gaskets arc not always the proper
thickness. These paper washers cannot have
any effect on the sound of a box providing the
clamp ring is screwecd in tight enough. You
will find in many cases that a box will not
sound good when the clamp ring has been
screwed in too tight; it should be just tight
enough to hold mica firm. The same applies to
the needle bar pivot screws; they should not be
so tight that they lock the arm; just firm enough
to hold the arm tight without any side motion
or play. If vou look to these points and the
mica diaphragm is in good condition I can sec
no reason why the box should sound shrill or
do anything but play satisfactorily.

How Springs Should Be Left

Editor, Talking Machine World:—There
secms to be a wide difference of opinion among
repairmen and salesmen as to how the main
springs in talking machines should be left when
through playing the instrument. I should cer-
tainly appreciate your opinion.

Answcer.—If a machine is to be put away for
some months and not used, the propcr thing
to do is to see that the springs have entirely
run down. Where a machine is being used, say
every week or so, it is not necessary to let the
springs run down each time, though they should
not be left under any great tension.

ADVERTISING THE STEGER

The Smith & Nixon Co.. Louisville, Ky.,
which handles the Steger & Sons talking ma-
chines and pianos, has been featuring the fact
that the Steger Co. has announced that prices
will not be advanced. Full pages in the local
newspapers have been used in this campaign.

PRECISION CASTINGS COMPANY. Inc.
SYRACUSE, &&ES NEW YORK.

A

Manufacturers of Die Castings in
Aluminum, Zinc, Tin, Lead Alloys.
Babblitt Bearings
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The Heimeman Motor
The Standard Motor For High-Grade Phonographs |

The t
of
Quality

THE HEINEMAN MOTOR No. 77

TheWorld’s Leading Phonograph Manufacturers

have shown a preference for the Heineman
Motor No. 77 because it always gives satis-
faction and has mechanical precision.

Your phonograph becomes ‘“high class” as soon as
you equip it with a Heineman Motor No. 77.

You will find unvarying
quality in these motors and
we can promise prompt
shipments in any quantities

. ) i i wokauyal .>I’l‘l 1 f ‘ -j ’
THE HEINEMAN MOTOR No. 77

GENERAL PHONOGRAPH CORPORATION

25 West 45th Street OTTO HEINEMAN, Pres. New York City, N. Y.

FACTORIES: Newark, N.J. Elyria, Ohio Putnam, Conn. Springfield, Mass. Kitchener, Ont.
BRANCHES : Chicago, Ill. San Francisco, Cal. Toronto, Can.
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Al Jolson Wrote “Chloe” himself. Then he
sang it in Sinbad and for us.
turning out these records as fast as we can.

Yes, we’re

Columbia Graphophone Co.
NEW YORK
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CLEVER WINDOW DISPLAY .

Aldrich-Howey Co. Uses Design of Eclipse
Musical Service Department to Advantage

CreveLanp, O., March 4—The Aldrich-Howey
Co.. one of the big retail furniture stores, at
East Fourth and High streets, this city, featuring

=
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An Attractive Victor Window Exhibit
extensively the Victor talking machine, now and
then puts across a window display worth while.

The window display shown in the accompany-
ing picture was designed by the Eclipse Musi-
cal Co.'s service department, under the personal
direction of George W. Savage, service director.
Victor dogs occupied the baskets of the small
Ferris wheel which was revolved by an electric
fan. The firm carries a complete stock of Vic-
trolas and records and finds them to be good
sellers.

BRUNSWICK MILWAUKEE AGENCY

In a half-page display published in the Sun-
day newspapers, Gimbel Bros., Milwaukee, Wis.,
announced last month the acquisition of the
Brunswick line of phonographs, which hence-
forth will be featured in connection with the
Victor. A year ago the New York store of
Gimbel Bros. added the Brunswick, and later
the Philadelphia store did likewise. The re-
sults have been so eminently satisfactory that
similar action has been taken at the Milwaukee
store. A complete stock of Brunswick models
has been installed in the music section of the
hig store and the line will be energetically ad-
vertised and pushed by the salesforce, which
has been increased in size to handle the dual
representation.

INITIAL “REED” EQUIPMENT -

The Beckwith-O’Neill Co., of Minneapolis,
Minn., Victor distributors, have installed in their
handsome new quarters a complete equipment of
Reed efficikncy furniture, consisting of booths,
record and player roll racks and efficiency coun-
ters. This equipment has won the praise of
visiting dealers, who have commented particu-
larly upon its numerous and very practical fea-
tures.

The Smith Phonograph Co. Sioux Falls, S.
D., has been incorporated with capital stock
of $50,000 by J. Frank Smith, George E. Secrest
and S. A, Reik. The company will handle Edi-
son phonographs, attachments and supplies, with
M. E. Crew as manager.

A STEP IN THE RIGHT DIRECTION

Name of Record Used on Program as Well as
Name of Piano Used—Brunswick-Balke-Col-
lender Co. Makes First Move in New York

While the name of the piano used in a recital
or concert is usually found on the printed pro-
gram, it has in the past been very seldom that
the name of the record company for which the
artist records has been mentioned. A step in
the right direction has been taken by the Bruns-
wick-Balke-Collender Co. At a recent recital
in Carnegie Hall given by Theo. Karle, the ex-
clusive Brunswick artist, the close of his pro-
gram contained announcement of the fact that
he recorded his art on the Brunswick records.
The fact that an artist may be heard on records
made by this company or that is certainly of as
much interest to the music-loving public as the
fact that such-and-such a piano is used. With
the present tremendous demand for records, not
only popular records, but selections from the

operas as well, the mention on a recital program
of the records on which the artist of the day
records is the most effective kind of publicity.

NATURAL VOICE PHONO. C0O. GROWS

Under Direction of Ben Ferrara This Concern
in Oneida Has Grown Rapidly in Three Years

During the past three years Ben Ferrara, head
of the Natural Voice Phonograph Co., at Oneida
N. Y, has built up a large trade. He has had
many years experience in all kinds of wood-
working, and with most of his equipment for
making talking machine cabinets already at
hand, he decided to turn over his factory to the
manufacture of this product. The factory at
Oneida is well sitnated and employs the most
modern machinery. The first floor is devoted
entirely to the making of cabinets. On the
second floor are the polishing and finishing
1ooms and on the third floor the machines are
assembled and shipped.
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A Valuable Franchise

exclusive rights for your locality.

filled.

A tone that is ineffably
exquisite—nol phonographic

TION ASSURES DELIVERIES

One Delpheon Dealer in a place—room
for only limited number of new dealers.

An unusual opportunity for securing

/
A contract with us means your orders

STEADILY INCREASING PRODUC-

o e

Delpheon
Model A
$150

THE DELPHEON COMPANY

Bay City, Michigan

r New York Office, 25 Church Street
Rosen Phono. Sales Co., 27-28 Court Street, Boston, Mass.
Delpheon Shop, Peachtree Arcade, Atlanta, Ga.
Walter Verhalen Co., 703 Busch Building, Dallas, Texas
Verbeck Musical Sales Co., Buffalo, N. Y.
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FLECTIONS

As the face in the crystal mirror is true to the gazer so are
Genneit Rercords faithful to the original voice or instrument.

To know the utmost in music’s reproduction hear Gennett No.
9020. Inthe “Dardanella” Fox Trot the famous Cordes’ Dance
Orchestra makes your toes fairly tingle, and this same orchestra
unites with the clear tenor of Billy De Rex to bring out all the
sweetness of “When My Baby Smiles at Me.”

Betters all Phonographs—Hearing is Believing.

Write for record catalog

THE STARR PIANOCG COMPANY

Richmond, Indiana
Los Angeles New York

London, Canada
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COURT DECISION CONCERNING INTERESTING PRINCIPLE

Vice-Chancellor Leaming’s Finding in the Case of the Victor Talking Machine Co. Versus
Chas. P. Stitt and the Columbia Graphophone Co. Presented in Full

There is presented herewith in full a recent
decision of Vice-Chancellor Leaming in a bill
of injunction filed by the Victor Talking Ma-
chine Co. against Charles P. Stitt, former em-
ploye of the company, and the Columbia
Graphophone Co. The Vice-Chancellor's order
is published in view of the general interest of
the trade at large in the principle involved in
the litigation.

IN CHANCERY OF NEW JERSEY.

Between: Victor Talking Machine Co., Complainant
and Charles P. Stitt and Columbia Graphophone Co.,
Defcndants.

On Bill for Injunction.
show cause. Conclusions.

LEAMING, V. C.:

Complainant corporation seeks an injunction to restrain
defendant Stitt, its former assistant superintendent of its
cabinet department, from communicating to defendant

Columbia Graphophone Co., a trade competitor, trade secrets
which it is alleged that Stitt has become familiar with in
the course of his confidential employment as assistant
superintendent of the cabinet department. It is also sought
to enjoin defendant company from using such trade secrets
as have been cominunicated to it by said Stitt, and from
procuring further trade secrets from him.

On the return of an order to show cause, with restraint,
answering affidavits have been filed on behalf of defendant
Stitt; defendant corporation has appeared specially to eon-
test jurisdiction over its person; these conclusions accord-
ingly relate alone to defendant Stitt.

o doubt can exist touching complainant’s right to the
relief sought if the several matters set forth in the bill can
be established at final hearing. The only field of eon-
troversy at this time is whether, in view of the matters
contained in the answering affidavits, restraint against de-
fendant Stitt can be properly retained pending final
hearing.

It is admitted that complainant has for many years
manufactured in its cabinet department the cabinets for its
sound reproducing machines, and that defendant Stitt has
long occupied the position of assistant superintendent in
that department, and that up to this time defendant com-
pany has never made its own cabinets, but has recently
determined to build and equip an establishment of its own
for that work. The claim of complainant is that defendant
company employed defendant Stitt, while he was still em-
ployed by complainant, to divulge trade secrets pertaining
to complainant’s cabinet department,

The averments of the bill touching the secret processes
of eomplainant’s cabinet department, verified by the super-
intendent of that department, are as follows:

““An essential part of complainant’s plant or factory is
the Cabinet Department in which the cabinets for its
sound-reproducing machines are made. This department is
a vast wood-working establishment in which lumber, glue,
varnish and other materials are stored, aged and at the
proper moment put through carefully-planned secret proc-
esses and treatment in conncction with machinery which
it has devised and had specially constructed for the purpose
until they are transformed into complete and perfect cabi-
nets. As a result of great expense, time and experience,
machinery and appliances have been so arranged, grouped,
located and combined, and horse power and speed have
been so regulated, as to provide ways, not in use or to be
found elsewhere, of cutting and using material to advantage,
eliminating waste and reducing the cost of production.
These results cannot be accomplished elsewhere without
the data so obtained by the complainant. The secrets of
the Cabinet Department consist, however, not only in the
peculiar construction of that part of the plant and in the
character and combination of the machinery, materials,
chemicals and utensils used, but also in the methods of their
use and application. These secrets always have been and are

Hearing on return of order to

guarded with the utinost care and every precaution has
been and is taken to prcvent their becoming known. Only
certain officers and trusted employes of the complainant
are made acquainted with these secrets and all the em-
ployes of the Cabinet Department, including the defendant,
Charles P. Stitt, were employed with the understanding
that all inventions and discoveries used or devised for or in
connection with the business -or discovered by its employes
were the complainant’s exclusive property and were not to
be disclosed to others or utilized in any manner by said
employes or any of them.”

Defendant Stitt, in his answering affidavit, states that
there is nothing secret about the manufacture of com-
plainant’s cabinets; that the machines that make them can be
bought upon the open market; that there is nothing sccret
in the handling of the material as it is fed to the machines;
that as a scientific proposition this a mere matter of making
the best use of the iloor space available, and the system
in use by complainant for handling the wood and grouping
the material and its allotment among the machines is
adapted to the particular layout of complainant’s plant
with nothing unique or secret about the system; that it has
long been the custom in complainant's factory to furnish
guides to visitors through that department; that he has
acquired valuable experience while working for complainant,
but that experience is the experience that anyone would
have acquired working among machinery of the type em-
ployed, and could have been acquired in numerous plants
in this country of the type of complainant’s plant and is
in nowise peculiar to complainant’s plant.

The bill further charges that defendant Stitt obtained
and took away drawings, blue prints and photographs of
the complete layout of complainant’s cabinet department,
and detailed specifications and allocations of the material
going into its cabinets and of the grouping of all machines
on the different floors, and that he remained in complain-
ant’s employment for the purpose of being enablédd more
accurately tc furnish information from time to time to
defendant company with reference to complainant’s cabinet
department, the equipment and arrangement thereof and
contemplated improvements thereon and the operation under
said secret processes. !

All these latter charges are specifically denied by de-
fendant Stitt. He admits, however, that during the latter
portion of the time that he was employed by complainant he
was employed by one Palmer, who was constructing en.
gineer for defendant company and who had been instructed
by defendant company to6 lay out and equip with the
necessary machinery a plant for making sound-reproducing

. machine cabinets; that his employment by said Palmer was

not to include the hours of labor which he owed to com-
plainant; that Palmer’s experience *did not enable him to
dctermine the kinds or numbers of machines necessary for
that class of work and he accordingly supplied to Palmer
the necessary information as to the kinds of machines and
numbers of the several kinds which would be required to
manufacture a given number of cabinets per day, each
containing a given amount of lumber, and that he also
assisted Mr. Palmer in the selection and purchase of these
mnachines for use in the proposed plant of defendant com-
pany. Both Palmer and defendant Stitt testify that this
was the full extent of the information imparted and assist-
ance rendered by defendant Stitt, and that neither arrange-
ment of floor space, groupihg of machines or material nor
any matters other than the number and kinds of mnachines
necessary for the proposed work were or have been at any
time considered or suggested by either of them.

Defendant Stitt nowhere sgeciﬁcally denies the state-
ments contained in Mr. Keiffer’s affidavit to the effect that
his employment and duties were of a confidential nature;
his distinctive claim appears to be that the disclosures
wlhich he has made to a trade competitor of complainant’s
were not in the nature of trade secrets, and that no trade
secrets existed in his department.

The foundation and basis of all equitable relief of the
nature here sought is to be found in the trust and con-
fidence either expressly or impliedly reposed in the em-
ploye by the employer; it is the breach of trust by an
employe which may be injurious to an employer that a
court of equity seeks to prevent. In the language of
Judge Story:

It matters not in such cases (secrets communicated to

|ALBERT CAPIPBELL

1604 Broadway

3 | PEERLESS
2 || RECORD MAKERS

In Concert and Entertainment
Personal Appearance of
|  Eight Popular Favorites on One Program

A live attraction for live dealers and jobbers

! Bookings now for season 1920-1921
= Sample program and particulars upon request

P. W. SIMON, Manager

W

New York City

FONROE SILVER

JOHN P\EYERS

—

Famous Ensemblesiincluding

Campbell & Burr - Sterling Trio - Peerless Quartet

FRANK. BANTA

an employe in the course of his confidential employment)
whether the secrets be secrets of trade, or secrets of title,
or any other secrets of the party important to his interests.”
2 Story’s Equity Juris. Sec. 952. *‘The word property, as
applied to trade marks and trade secrets, is an unanalyzed
expression of certain secondary consequences of the pri-
mary fact that the law makes some rudimentary require-
ments of good faith.” DuPont Powder Co. vs. Masland
244 U. S, 100. The mere circumstance that the possession
of thc trade secrct may at some future time embarrass the
employe in his work for others affords no obstacle to the
appropriate enforcement of the trust. 'The first thing to
bc made sure of is that defendant shall not fraudulently
abuse the trust reposed in him. It is the usual incident of
confidential relations. If there is any disadvantage in the
fact that he knew the plaintiit’s secrets he must take the
burden with the good.” DuPont Powder Co. vs. Masland,
supra.

Accepting as true, for present purposes, all that appears
in the affidavits filed on behalf of defendant Stitt it is
obvious that what defendant company sought and procured
from defendant Stitt,. while he was still emplo,ed by com-
plainant as assistant superintendent of its cabinet depart-
ment, was the benefit of his knowledge acquired through
his experience as such assistant superintendent. Mr. Palmer,
defcndant company’s engineer, did not know the kinds of
machines necessary for the work, and even with that in-
formation admittedly would not have been able to determine
the kinds most desirable or the numbers of the various
kinds of machines necessary to turn out the aggregale
amount of treated material entering into the proposed daily
oulput ot sound-reproducing macinine cabineis, each con?
taining a given amount of material. That information
defendant Stitt possessed. His own affidavit touching his
experience dlsewhere fully discloses that that information
was obta.ned in the course of his work in complainant’s
cabinet department. With that information imparted to
Palmer defendant company would be enabled to equip a
piant for the manufaciure of sound-reproducing mach:ne
cabinets which, when completed, would, so far as equip-
ment was concerned, begin its initial opcrations with the
same degree. of efficiency and avoidance of waste that long
cxperience and experimentation had enabled complainant to
obtain.. Defendant Stitt necessarily knew that such in
format.on imparted to a rival concern was of great economic
beneht to that concern and a like detriment to the concern
whose best interest he was employed to serve. It is only
to coujecture why defendant company did not apply to the
management of complainant for this information to becomy
reasonably assurcd of the inherent spirit and aim of tfle
entire transaction.

It may perhaps be, as stated by defendant Stil, that
the machines uscd by complainant were standard wood-
working machines, and that nothing unique was to be
found in thcir use, and it may also be true that like in-
formation could have been procured elsewhere—although
it is not pointed out where; but when it is borne in mind
that the proposed plant was solely for the manufacture of
sound-reproducing machine cabinets by a trade competitor
of complainant and that the information imparted embraced
not only the kinds of machines needed but also the eor-
relation of uses and capacities of various machines in kinds
and numbers to insure economic efficiency in the desired
production of cabinet output per day, and that this infor-
mation was in fact the result of experience by long oper-
ation and experimentation of complainant's plant and had
come to defendant Stitt’s knowledge through his confidential
cmployment by complainant, it seems impossible to regard
the disclosure of this information by a trusted employe as
other than a breach of faith to complainant, resulting alike
in detriment to complainant and great benefit to defendant
company, or to regard the kind of information thus ad-
mittedly imparted to the business rival as less entitled to
protection than would have been a secret chemical formula
or a new and patentable mechanical device discovered and
in use at complainant’s plant, since it is the breach of
confidence of the employe to the detriment of the employer,
and not the inherent quality of the secret information,
which a court of equity primarily considers and seeks to
revent. While the affidavits filed on behalf of defendant

titt are to the effect that no disclosures have yet becn
made by him touching complainant’s methods and processes
in the aging of its lumber and at the proper moment
putting it through carefully planned secret processes and
treatments, or touching the grouping of material and
mechanism in ways not in use or to be found elsewhere
for eliminating waste and cutting and using material to
advantage and reducing cost of production, yet the ad-
mitted disclosures should, in my judgment, impcl the
retention of restraint against further disclosures pending
final hearing, especially in view of the circumstance that
to withhold such restraint would wholly defeat the objects
of the bill. Soloman vs. lertz, 40 N. J. Eq. 400.

1 will advise an order retaining restraint until final
hecaring against further disclosure by defendant Stitt of
secret processes and methods used in complainant’s cabinet

department. )

Submitted: February 11, 1920. Determined: February
16, 1920.

Messrs. French & Richards, for complainant. Joseph
Coult, Jr., Esq., for defendant Stitt. Frank S. Natzen-

bach, Esq., for defendant company.

The Eastern Commission House, Brooklyn,
N. Y., has been incorporated with a capital of
$10,000 to do a business in talking machines.
The incorporators are C. B. Glover and H. L.
and H. Williamson, 619 Eastern Parkway,
Brooklyn.

STOP -

STOP !

You’re headed the wrong way if you quit ad-
vertising your Victor records because you can
sell them all without advertising. Use that
advertising space you secure without cost—the
face of your wrapping envelopes. We have some
clever cuts designed especially for you, Mr. Vic-

tor Dealer. Investigate. Clip coupon TO-DAY.
My Name is........ .- m- e e eeeaean
The Firm Name................ 6300000000
Our Address 1S.....eeveeviernenn 000 0o o
LU-FRANC SALES SERVICE
1202 Dime Bank Bldg. Detroit, Mich.
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- The Highest Class Talking

S THE INSTRUMENT OF QUALITY ‘
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CLEAR AS$S A BELL

Prices $60 to $2,500 ‘
ERE are just a few of the famous
Sonora phonographs which for

quality of tone, for beauty of design,
for elegance of finish, for importance ‘ |
Y

of constructional features, and for
popularity, are unrivaled.

Sonora offers and carries in regular stock, (as

distinct from ‘‘specials’’), a far larger variety

of superfine instruments, selling at prices com-
mensurate with their quality, than does any

other manufacturer.

Sonoras sell with ease against all competition
and are wonderful money accumulators for

progressive dealers.

Write for information if you’d like to handle
the Sonora.
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Invincible Grand
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Machine in the World

Gihson-Sonw Cn
Syracuse, N. Y.

State of New York with the exception
of towns on Iludson River below
Poughleepsie and Greater New York

W. B. Glynn Distrihuting Co.

Saxtons River, Vt.

States of Maine, New Ilampshire,
Vermont and part of Massachusetts.

Griffith Piano Co.
605 Broad St.,, Newark, N, J.
Northern New Jersey.

Hessig-Ellis Drug Co.
Memphis, Tenn.
Arkansas, Louisiana, Teunessee, Mis-
sissippi.
Hitimian Phonograph Co.
Wheeling, W. Va.
Virginia and \Vest Virginia.
Kieler. Stewart Co.
Indianapolis, Ind.
Entire State of Indiana.
C. L. Marshalt Co., Inc.

Cleveland, Ohio., Detroit, Mich.
States of Michigan and Ohio.
Minneapolis Drug Co.

Minneapolis, Minn.

States of Montana, North Dakota,
South Dakota, Minnesota.

t. Montagnes & Co.

Ryrie Bldg., Toronto, Canada.
Dominion of Canada.
M § & E

221 Columbus Ave., Boston, Mass.

Connecticut, Rhode Island and east-
ern Massachusetts.

American Hdwe. & Equipment Co.
Charlotte, N. C.
North Carolina and South Carolina.
C. D. Smith Drug Co.
St. Joseph, Mo.

Nehraska, Missouri, northern and
castern part of Kansas and 5 counties
of N. E. Oklahoma.

THE INSTRUMENT OF QUALITY

onox

S

CLEAR AS A BELL -

Smith, Kline & Freneh Co

Philadelphia, Pa.

States of DPennsylvania, Maryland,
Delaware, District of Columbia, and
New Jersey south of and including
Trenton.

The Magnavox Co.

616 Mission St., San Francisco, Cal.
Washington, California, Oregon,
Arizona, Nevada, Ilawaiian Islands,
Northern Idaho.

Sonora Phonograph Company, tnc.

279 Broadway, N. Y.

Distributors for Greater New York.

Southern Drug Co.
Houston, Texas.
Southeastern part of Texas.

Southern Sonora Company
Atlanta, Ga.
Alabama, Georgia and Florida.

Southwestern Drug Co.

\WVichita, Kans.
Southern part of Kansas, Oklahoma
(except 5 N. E. counties), and Texas
Panhandle.
Strevell- Paterson Hardware Co

Salt lake City, Utah.
Entire States of Utah, Colorado,
Wyoming, New Mexico and South-
ern Idaho.
C. J. Yan Houten & Zoon

Marquette Bldg., Chicago, IIL
Illinois and Iowa.

Sonora Distributing Co. of Texas
Dallas, Texas.

Western part of Texas.

Yahr & Lange J""!.}run ‘Co.
Milwaukee, Wis.

Wisconsin, Upper Michigan.

Lee-Coit- Andreesen Hidwe. Co.
Omaha, Nebraska.

State of Nebraska.
Robinson- Pettct Company, (ne
Louisville, Kentucky.

State of Kentncky.

Sonora is licensed and operates under BASIC

PATENTS of the phonograph industry

Baby Grand

Louis XV

Sheraton

umﬁiwiini|ﬁiﬁ"«|¢i«'«?(ﬁ'{(\ﬁ7((|((tmﬁ(i

{talian Renaissance
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Unico Equipment always
increases business
EFFICIENCY in organization, production

and management is rapidly finding its .
way into American retail business. Of re- wmimr STILES MUSIC STORE o il
cent years there has been no greater step mail
forward in this direction than the instal- v
lation of Unico Equipment in music stores. i

¥e have jJdet ologed ths moot succeesful

Chrietmas aeason eince our omtering the Victor bua-

AS a Sales help Unico Equipment provides ’ inese. Qur Sales ou Machineo oho# e gain of fifty
. J orceut over 1918. Reoorde oalse uetura ohom
for proper and get'at'able dlSplay Of StOCko :n increase es we wers a:lo t: glvo‘mc:X:nt:arN
lt Speeds the transactlons between the SaleS Bervice to our cuotomers due to tho effiocient way
. . in which you arreuged our demonstrating bootha,
force and the CUStomerS. Decoratlve 1n de- Our ouotomore tell wo. our etore is a
. d ﬁ . h . o g cradit to the town, and 15 the prettisot and best
Slgn an nlS 9 ltS attraCtlveneSS CreateS an arranged store for the oales of Viotor Maohinse
atmosphere pleasing to the customer. AS - and Records iu South Jerwey.
. . ) . R Thanking you for your help iu the de-
an efficient means forserving the individual siguing of aur otars, ve are, RECEIVED
customer it is in a class by itself. | y e e
#.5./4.1.8, A g
Our increased facilities in production - ; Rt

enable us to give you prompt service and
put you in a position to thave the full
benefit of our installation in time for the
Spring rush.

c c . Send us today dimensions of
We can ship from stock in ten designs and vour floor space.  Plans

our Planning Department is in a position and estimates will be sub-
to co-operate with you to the fullest extent. mitted promptly without cost.
Write us for our booklet, “Musical Mer-
chandising.” lIts contents will be a help

to you.
s Con Rayburn Clark Siith:-President )
Unico Con- gy vome 555 Streoe 8 Craye Ave Lygase Unico
structi Corner 41% St Building Designs are
Patented BOSTON PHILADELPHIA SAN FRANCISCO Patented
85 Essex Stract HolbrookBuulding
. V : : 3 3 O §
Z% 7% A - - K < 7R R
S Z%JV'SQV&? 2 Vg6 le‘\\‘vm 74 UNICO )1: Vgee w? 2 age@ B V@@ 5‘3 Sec@
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COLUMBIA DEALERS HOLD FIRST MEETING OF THE YEAR

Lambert Friedl Presides at Most Interesting Gathering Held Recently—George W. Hopkins
Talks on Service—Margaret Romaine, Columbia Artist, Arouses Great Enthusiasm

More than 400 Columbia dealers in local terri-
tory, with members of their sales staffs, at-
tended a dealers’ meeting at the Hotel McAlpin
on Wednesday, February 18. This meeting
marked the inauguration of a series of 1920 gath-
erings and, judging from the success of this ses-
sion, the meetings this year will far outdistance
in importance and practical value the very suc-
cessful series of 1919 gatherings

Lambert Friedl, manager of the local Columbia
branch, presided, and, as this meeting was held
under the auspices of the New York wholesale
branch, Mr. Friedl and his associates well de-
served the encomiums which they received from
the Columbia dealers. Mr. Friedl inaugurated
this idea of dealer gatherings in this territory
more than a year ago, and under his able guid-
ance the plan has developed and increased in
importance month after month. Each meeting
is more interesting than i1ts predecessor, and

Lambert Friedl

there is a get-together spirit among Columbia
dealers in local territory that can be traced
directly to these informal gatherings.

The company had arranged to accommodate
about 300 Columbia dealers and their sales
people, but the attendance was far beyond this
figure and, although the Winter Garden, one of
the largest meeting rooms at the McAlpin, had
been secured, quite a number of the visiting
dealers were able to secure standing room only.

Mr. Friedl opened the meeting with a brief
address of welcome to the dealers and during
the course of his talk referred to delays experi-
enced by Columbia representatives the past few
weeks in the delivery of Columbia Grafonolas
and records, but explained that transportation
conditions had been demoralized. He pointed
out incidentally that the local Columbia branch
had utilized extraordinary resources to co-oper-
ate with its clientele and expressed his appre-
ciation of the forbearance of the dealers during
the past six weeks.

In connection with the musical program of
the afternoon, Mr. Friedl presented Theodore
Bauer, head of the Columbia Co.’s operatic and
concert department, who has been an important
factor in the acquisition of famous artists for
the Columbia library exclusively. Mr. Bauer
introduced to the dealers Mme Jeanne Gordon.
famous mezzo-soprano of the Metropolitan
Opera Co. and exclusive Columbia artist. Mme.
Gordon had planned to sing several selections
but as an important dress rehearsal of “Parsifal”
was scheduled to take place that afternoon, she
was obliged to change her plans and was unable
to sing. Mme. Gordon promised the dealers,
however, that she would be present at their next
meeting and would be very happy to appear on
the program.

The next speaker introduced by Mr. Friedl
was H. L. Tuers, manager of the Columbia Co.'s

Dealer Service department and one of the

trade's foremost exponents of profitable mer-
chandising methods for the progressive dealer.
Mr. Tuers only recently returned from an ex-
tensive trip, upon which he addressed Columbia

3 . ..- - ."‘w’., B ..--. < L .‘.‘.1
e i e T :mjb_ o, VA L |
George W. Hopkins

dealers in the leading cities of the country as
tar West as Kansas City.

Mr. Tuers gave a very important message
to the Columbia dealers in this territory, stating
that the Dealer Service department had made
plans whereby a Model Shop would be installed
mm every Columbia wholesale branch in the
country. This plan represents an expenditure
of $250,000 and the Model Shop will be complete
in every detail. . It will be installed in the new
home of the local wholesale branch at Sixth
avenue and Twentieth street as soon as possible,
and the dealers will be welcome to use the
Model Shop in any way which they may deem
advantageous and profitable. According to
present plans this shop will measure 50 feet by
25 feet, and will embody every idea or plan

which the Dealer Service department of the
Columbia Co. considers worthy of recommen-
dation to 1ts dealers. Mr. Tuers promised that
niotion pictures, showing every detail of this
important idea, will be 1eady for presentation
at the next meeting of the dealers.

The next artist on the musical program was
Miss Margaret Romaine, celebrated soprano of
the Metropolitan Opera Co. and an exclusive
Columbia artist. Miss Romaine rendered sev-
eral selections, which were enthusiastically re-
ceived, and she was obliged to sing a number of
encores before the applause subsided. Miss
Romaine has made several Columbia records
which are now being offered to the public, and
which, judging from all indications, will attain
signal success.

The following number on the program was
unique in many respects and proved to be one
of the most interesting ideas that have been in-
troduced at a dealers’ meeting. The ‘“actors”
in this scene were H. E. Speare, manager of
Widener's Columbia Shop at 407 Fifth avenue,

| 4 o
g &

Miss Margaret Romaine

and Albert H. Lee, of the Dyckman Grafonola

Shop, New York. Mr. Speare represented a

salesman in a Columbia store and Mr. Lee took

the part of a discriminating purchaser, who en-

tered the store with an open mind as to the

machine he wanted but with every intention of
(Continued on page 50)

FROM MANUFACT UR[ 2
| THEBOS TONBOSK @1

57-65 Hope Street, Brooklyn, N. Y.
501-509 Plymouth Court, Chicago, Ill
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“Wond’ring,” Ted Lewis’ latest jazz, will
make you wonder where the crowd all
comes from when you play it in your store.
A-2857.

Columbia Graphophone Co.

NEW YORK

|
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MEETING OF COLUMBIA DEALERS
(Continued from page 49)

making a purchase. Mr. Speare overcame every
possible “objection” offered by his customer,
admirably answered every question propounded
by Mr. Lee, and closed the sale of the $250
model Grafonola amidst the enthusiastic ap-
plause of the Columbia dealers. The practical
nature of this demonstration was evidenced
in the keen interest of every one present and
the various questions which were asked at the
close of the “sale.” In response Yo the request
of his dealers, Mr. Friedl stated that a similar
demonstration would be given at future meet-
ings.

Mr. Bauer introduced the next artist on the
program in the person of Sascha Jacobsen,
whose violin recordings in the Columbia Ii-
brary have met with a phenomenal sale from
coast to coast. Mr. Jacobsen, who is an exclu-
sive Columbia artist, favored the dealers with
several selections which emphasized the excep-

tional beauty of his playing and also reflected
the opinions of musical critics who predict that
this young violinist will soon be entitled to
recognition as one of the world’s greatest artists.
Mr. Jacobsen played a group of selections which
he has recorded for the Columbia library, and
the dealers received his playing with hearty
applause.

In introducing Geo. W. Hopkins, general
sales manager of the Columbia Graphophone
Co., Mr. Friedl paid a well deserved tribute to
Mr. Hopkins’ indefatigable and untiring efforts
in behalf of every phase of Columbia products
and merchandising. A considerable measure of
the phenomenal success achieved by the Colum-
bia sales organization the past few years must
be attributed to the executive acumen and re-
markable merchandising ability of the com-
pany’s general sales manager. Mr. Hopkins has
addressed Columbia dealers several times in the
past year or two, and in his talks he has in-
variably embodied practical merchandising sug-
gestions that the dealers have utilized to ex-

Grade “D” Cover with No. 3 Straps.

‘Ward’s Khaki Moving Covers

Distributors

BRISTOL & BARBER, INC.

111 E. 14th St., New York City

YAHR & LANGE DRUG CO.
207-215 E. Water St., Milwaukee, Wis.

COHEN & HUGHES, INC,

Washington, D. C.

BECKWITH-O’NEILL CO.

Minneapolis, Minn.

STREVELL-PATERSON HARDWARE (0.
Salt Lake City, Utah

OHIO SALES CO.
Beckman Bldg., Cleveland, Ohio

THE REED CO., Z37Fifth Averus

CHAS. H. YATES
311 Laughlin Bldg., Los Angeles, Cal.

W. D. & C. N. ANDREWS
Buffalo, N. Y.

THE C. E. WARD Co.

{Well-Known Lodge Regalia ITouse)
101 William St., New London, Ohio

Also Manufacturers of Rubberized Covers
and Dust Covers for the Wareroom

cellent advantage. His talks are, therefore,
awaited expectantly by the dealers and the
members of the Columbia sales organization,
for he has the faculty of driving home straight-
from-the-shoulder sales arguments that are
based on sound logic.

In the opening part of his interesting address,
Mr. Hopkins pointed out several distinc-
tive features of the Columbia Grafonola that
had been partially overlooked in the sales
demonstration the early part of the afternoon,
and these sales arguments won immediate recog-
nition from the dealers because of their prac-
ticability. Referring to the company’s plans
for the coming year, Mr. Hopkins stated that
“Service is the Columbia watchword for 1920.”
He mentioned some of the measures which can
be followed by Columbia dealers to increase
their sales of Symphony Series records, and
emphasized the fact that one of the policies of
Columbia advertising during the coming year
will be the featuring of exclusive Columbia
artists. He stated that there is not a single
vaudeville artist of recognized fame and pres-
tige who is not making Columbia records, and
that Marion Harris would be a Columbia artist
in June.

In bespeaking the sincere co-operation of the
Columbia dealers, Mr. Hopkins called attention
to the fact that the company had increased its
business 100 per cent in 1919 with less dealers
than it carried in 1918, its previous biggest year.
This co-operation on the part of the company is
further reflected in its tremendous advertising
campaign inaugurated the first of the year. Ac-
cording to Mr. Hopkins’ figures his company is
the world’s largest individual user of advertising
space. It is the company’s intention to use
large space in colors in forty national maga-
zines this year, with a circulation of 23,000,000.
In addition to its vast advertising appropri-
ation in the newspaper, magazine and general
advertising fields, the Columbia Co. has just
completed arrangements whereby it becomes
the country’s largest individual user of adver-
tising space in farm papers. Mr. Hopkins pre-
sented facts and figures which amazed the
dealers because of their magnitude and which
visualized the unlimited scope of the service and
co-operation being afforded Columbia represent-
atives by the company. Mr. Hopkins told con-
cretely why the Columbia Co. considers itself
a full-flcdged partner with every Columbia
dealer and why it is interested in developing the
business of every omne of its representatives
along profitable and progressive lines. This ad-
dress was thoroughly enjoved by every one in
the audicnec and Mr. Hopkins was congratu-
lated upon the invaluablc data which he had
furnished the dealcrs as to the aims and ideals
of the Columbia Co.

COTTON FLOCKS

.« FOR ..
Record Manufacturing

THE PECKHAM MFG. CO., 3 5 ash Sirest
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NO UNCERTAINTY

A few high points of policy
which make the Stradivara
appeal to substantial dealers

A fixed and exceedingly high
standard of Quality throughout a
complete line.

A permanent and liberal sales
policy. The dealer handling the
Stradivara knows what he can de-
pend upon now and for years to come.

A most enviable reputation won
through sheer merit of tone, con-
struction and finish.

* % *

To permanently insure the profits
of your phonograph department you
owe it to yourself to make a very
careful investigation.

Your territory may be open for
1920 allotment.
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Write today. It will pay you

The Compton-Price Company
COSHOCTON OHIO
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SUPREME COURT DECISION BARS RESALE PRICE FIXING

District Court of Ohio " Reversed and Supreme Coutt Declafes SHerman Eaw Was Violated—~

Colgate Case Decision Invalidated by Latest Judgment Rendered by Justice McReynolds

WasuamGroN, D.° C; March 2.—Members of the
trade learned to-day with surprise that ithe Su-
preme Court yesterday handed down a decision
which reverses the verdict obtained last June
in the Colgate case which mamtamed- that manu-
facturers were within their rlghts in fixing a re-
sale price for their goods. 'The Supreme Court
reversed a Federal Court decree which held that
the Sherman Anti-Trust Act did not prohibit a

resale price ﬁxmg unless there was an intention -

of creatmg a monopoly in restraint of trade.

The opinion was rendered in the Government s
appeals from dismissal in Ohio of indictments
charging A. Schrader’s Sons, Inc., with entering
into a combination in restraint of trade by com-
pelling the manufacturers to whom the concern
sold its products “to execute uniform contracts
concerning resales and refusing to sell thos'e‘w'}'x‘o"
did’not enter into such contracts and adhere’to
uniform resale price fixed by it.”

Justice McReynolds, who gave the opinion,
said, in answering the opinion of the lower court,
that the main_ defense of the defendants was
that the effect of the Colgate decision was to
prevent their prosecution for resale price fixing;
that the opinion of the court was that this was
not the intent and application of the Colgate de-
cision, and that resale price fixing is a violation
of the Sherman Auti-Trust act.

The Federal Court in Ohio in quashing the
indictment construed the Sherman Anti-Trust
act to mean that in the absence of allegations
charging an intent and purpose to monopolize
trade the statute does not make the alleged
acts of the defendants a crime.

There appears to be different issues in the two
cases where the resale price fixing point was
involved. In June, 1919, the United States Su-
preme Court affirmed the judgment of the Dis-
trict Court for the Eastern District of Virginia
sustaining a demurrer to an indictment returned
in that district in December, 1917, against Col-
gate & Co. )

The indictment charged that the defendants
indicated to wholesale and retail dealers by
letters and circulars and orally the prices they
desired to have maintained on their products and
that dealers failing to maintain such prices were
placed on so-called “suspended lists” and refused
further supplies until they gave assurance that
the prices indicated would be observed.

The defendants said that this had been their

practice for years and that- there was no in-
tent to monopolize trade.

While the United States Supreme Court held
that this method did not come in conflict with
the Sherman Anti-Trust act the opposite was
held in the Schrader case, just decided. An
indictment was returned June, 1918, against this
firm, manufacturer of valves and valve parts,
pneumatic pressure gauges and other acces-
sories in connection with pneumatic tires.

The defendants were charged by the Govern-
ment with requiring tire manufacturers and job-
bers to whom it sold its products “to execute
uniform contracts concerning resales, and with
refusing to sell to those who did not enter into
such contracts and adhere to the uniform resale
prices fixed by it.” In this way it was alleged
by the Government that competition was sup-
pressed and prices to retail dealérs and the con-
suming public were maintained and' énhanced.

The United States Court for thé Northern
Ohio District sustained the demurrer and held
in effect that the case came within the opinion
previously rendered by the United States Su-
preme Court in the Colgate case, wherein it was
held that the resale price fixing practiced by the
Colgate firm was not illegal within the mean-
ing of the Sherman Anti-Trust act.

MISS HOWARD MAKES HER DEBUT

GranDp Rarips, MicH., March 1.—E. C. Howard,
well known throughout the talking machine
trade through his former connection with the
Widdicomb and L’Artiste phonographs, and
who is now importing sapphires and diamonds
for the trade, has an entirely new announcement
to make to the trade. Miss Howard, weighing
eight and one-half pounds, recently arrived,
which has caused Mr. Howard to lay extensive
plans for the increase of his business so that
young Miss Howard may have all the comforts
of life which are rightly hers.

RUTLAND STORE ADDS NEW BOOTHS

The United Talking Machine Co., Rutland, Vt;; > wslolb
‘whlch is located at 7 Center street, is making

1mprovements on its present store and has dou-
bled the number of demonstration booths. This
latest addition makes a val’uable 1mprovement in
the store equipment. :

IOWA DEAL E-RS

| LOOK US OVER i

.
Y

We are the Iowa Distributors of

Vitanola Phonographs -

" THE PHONOGRAPH OF MARVELOUS TONE”
AND

Story & Clark Pianos |

‘“MANUFACTURED SINCE 1857

We Are Equipped To Give You Service

| DES MOINES
.

E. H. JONES PIANO CO.

~—__Shops Building

IOWA

o

~ ACCESSORIES
S from One 50zzz~c ’
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Steel Needles
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Carbon Steel wire is used in

our product.

o

| The points are ground by
4| experts. ..Thus you are as-
sured of a uniform product
of consistent high quality.

J| This means superior tone
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5| quality, maximum volume
| and minimum surface noise.

4| Packed in tin boxes -of 200.

2l  in envelopes of IOO or in
bulk.

Jf  Can be supplled in Extra
4] ' Loud, Loud Medium, Soft
J| - and Half-Tone.

g Write for Samples
: and Prices
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The Proof of the
Puddmg—

“The proof of the pudding is in the eating
thereof.”

The proof of the merits and value of a talking
machine 1s had by comparing it with other
talking machines.

tell, fairly well, by the way the cabinet looks,
how it will sell. But it takes a careful exami-
nation and test of the instrument to learn of its
true worth. The cabinet'work and its finish
must be examined. The hardware must be
scrutinized. The motor must be gone into.
And last, but not least, the tone must be
thoroughly tested.

If this test is applied to a Crippen “Interpretone” it will be found to be ten years

ahead of any other talking machine on the market in salability.

In cabinet work and finish, in size,in hardware and in its motor it is on a parity with
any talking machine made which sells for an even hundred dollars more, at retail.

But in tone—it is superior to all other machines at any price.- There is a clarity and
life-like character to the tone of the Crippen ‘“Interpretone’ such as have not, here-
tofore, been produced on any talking machine, it matters not what its size or price—
and this can only be determined and experienced by comparison.

I will ship any reputable talking machine dealer in the United States a Crlppen
«“Interpretone” by express, at my expense.

He may make any test with it he wishes.
He may test it beside any other talking machines he likes and with any and all

records he likes.

If after 10 days’ test he is not thoroughly convinced that my Crippen “Interpretone’ is
the “best talking machine buy’’ on the market,and if he cannot see that it is a machine
with which he can make a lot of money, he may ship it back—also at my expense.

If on the other hand he is thoroughly sold on the
machine, as I know he will be, we will then get
together on the details for his representation of it.

The (RIPPEN

" Futerpretone”

| ! Its the best Tl/lqné Machine .flcr all”

L

(il

President

The salesman who sells talking machines may .

~
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Radio Sound Box

Just as the dampers make the piano
possible, the damping device incor-
porated ONLY in the Crippen ‘‘In-
terpretone’’ puts it ten years ahead
of any talking machine on the market,
and makes it the most widely dis-
cussed machine of recent years.

Specifications

The Crippen “Interpretone’” has a mahogany
veneered case, 45 inches high, 20 inches wide,
22 inches deep. Ithasa Revolving Record Cab-
inet (a remarkable selling feature) equipped with
8-record albums, each holding four ten-inch
and four twelve-inch records. Plush Turn-
table that runs true. All metal work gold
plated. “Radio” Sound Box of concert size
entirely different from anything hitherto placed
on the market. It is the only box which
eliminates interference of one tone with the
succeeding tone. System of ‘“damping” has

been introduced. Suspended Non-Rigid Horn.
Machine guaranteed for one year, which in-
cludes spring breakages.

We can guarantee deliveries

THE CRIPPEN COMPANY, INC., 437 Fifth Avenue, New York.
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Barrientos and Stracciari,.in their beautiful
duet from ngoletto, are two gréat opera
singers in a supremely dramatlc arla.

Columbia 49611.. - X
|
Columbia Graphophone Co. }
..+ . . NEW.YORK . .
——— ——————————

BRUNSWICK AT INDUSTRIAL SHOW

Attractive Exhibit a Feature of Indianapolis
Show Staged by the Optimists’ Club

The Optimists’ Club of Indianapolis, Ind.,
staged an industrial show at Tomlinson Hall
during the week of February 17 and one of the
prominent displays was that of the Brunswick

‘Brunswick Display at Optimists’ Club

Shop. George Standke, manager_of thé shop,
is the member of the club representing the
talking machine industry. This display was de-
signed to bring out the special points of the
Brunswick machine and the Brunswick method
of sound reproduction and received many fa-
vorable comments from members of the trade.

THE VALUE OF INITIATIVE

Initiative is a big factor in scoring success
in private or business life, and it is interesting
to note Elbert Hubbard’s definition of what is
initiative. He said: “It is doing the right thing
without being told. But next to doing the right
thing, without being told js to do it when you
are told once. Next there are those who never
do a thing until told twice—then there are
those who do the right thing only when NE-
CESSITY kicks them from behind.” To which
category do you belong?

CHANGES AND ADDITIONS IN VICTOR TRAVELING STAFF

Important Announcement Made by the Victor

Talking Machine Co. Regarding the Respective

Territories to Be Covered by the Various Staffs

The following important additions and
changes have been effected in the traveling de-
partment of the Victor Talking Machine Co.
The new members of the staff and their re-
spective territories are as follows:

T. L. R. Husselton, North and South Carolina.
Georgia and Florida.

O. C. Pearson, lowa.

E. R. Dunning, assistant to Mr. McCready in
New York City.

P. G. Roberts, New York State.

William B. Gannon, Michigan.

The changes just aunounced by the Victor
Talking Machine Co. are as .follows

Harold B. Smith from New York State to
Philadelphia.

W. E. Witham from the Pacific Coast to Pitts-
burgh and West Virginia.

W. G. Gaston from Eastern Pennsylvania to
the Northwest Coast.

R. H. Bartley from lowa to Eastern Penn-
sylvania.

In addition to the above changes, Harold
L.amor, who formerly traveled in Michigan, Wis-
consin, New York State, Pittsburgh and West-
ern Pennsylvania, has resigned to become af-
filiated in an important capacity with Collings
& Co., Victor wholesalers of Newark, N. J.

CLOSES DEALS IN THE WEST

L B. Williams, of Independent Talking Machine
Co., Takes‘Orders From World Ad

L. B. Williams, sales manager of the Inde-
pendent Talking Machine Co., returned early this
month, after visiting several of the trade centers
inn the Middle West. He was successful in clos-
ing negotiations with several large firms in the
territory mentioned for the exclusive state rights

. of Independent machines.

After arriving in Chicago it was found that
Mr. Williams’ baggage, which contained, among
other things, the new Independent model No.
110, had been lost in transit. This forced him to
close his deals from photographic reproductions
of the machines which he found in his firm’s
advertisement in the F¥February' issue of The
Talking Machine \World, copies of which he
obtained from the Chicago office of The World.

The Vitanola department of the Johnston Fur-
niture Co., 227-229 South Main street, Memphis,
Tenn.. has been considerably enlarged.

F. C. KENT CO. REORGANIZED

Incorporated With Capital Stock of $125,000—
F. C. Kent Elected President

5

The F. C. Kent Co., Newark, N. J,, well-known
manufacturers of Kent tone arms and sound
boxes, and specialists as manufacturers of at-
tachments for Edison machines, recently filed
papers of incorporation with an authorized capi-
talization of $125,000. The following were an-
nounced as officers in the reorgamzed company:
F. C. Kent, presxdent and general manager;
Robert L. Kent, Jr vice- pres:dent and produc-
tion manager; Wilfred S. File, secretary and
treasurer. '

The F. C. Kent Co. has during the past year -

felt a steadily increasmg demand for its prod#
ucts and this has necessitated the company not

only enlarging its plant, but installing much -

new equipment, especially designed by F. C.
Kent, head of the company, and among the ma-
chines is one for the purpose of manufacturing
tone arms, the parts of which are turned out

- Wagner Phonograph Co.

139 EAST FIFTY-FOURTH STREET .
Offers to the Trade:

Motors: Double and triple Spring, of any standard make
Needles: Brilliantone, any tone. ::
Tone Arms: With sound boxes, springs, lid supports, turntable felts .

Larse Selections in Standard Make RECORDS

Cabinets: Anysize and price.

under a high pressure hydraulic process.

NEW YORK CITY
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Through a series of orchestral
chambers, The Cheney 2ains com-
plete mastery over its tones, and
Rives them that rich quality which
distinguishes the original from
an ordinary reproduction.

CHENEY TALKI1I NG M ACHINZE COMPANY

4 i
L7

.}:"_;‘f

I ndz'viduczlz'ty

HE CHENEY is an instrument of remarkable individuality. Its
rendition of all records sets it 1 a class apart.

More than melody and harmony are revealed in the music of The
Cheney. Its delicacy of tonal shading reflects the very personality
of each artist. -

The acoustic principles of the wviolin and pipe organ, have been combined in The
Cheney. Threnuhi the special construction of 'The Cheney reproducer, needle scratch
and mechAnal noises are muted." Badic patents protect Cheney individuality, every
dealer’d'franchise 1s invaluable. -

sa Jaree

. h
CHENEY

u.lers !

CHICAGO

TR — —
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AROUSING INDIANAPOLIS PUBLIC TO THE NEED OF MUSIC

Great Campaign Under Way Will Help Talking Machine Trade—Experience With Mail Order

Houses—Columbia Dealers Meet at Lincoln

Ixpraxarorts, Ixp, March 5—A campaign to
arouse the interest of the public in music has
been started by the Indianapolis park and school
boards and Community Service, Inc., that should
prove a big stimulant to the music business.

“Like music?”’

This two-worded question will be blazed into
the public’s mind in advertising all the musical
eriterprises the municipal authorities will
sponsor. A municipal musical program covering
the next six months has been prepared, includ-
ing band concerts, community sings, orchestra
recitals and organ recitals.

The talking machine is playing an important
part in the effort of the school authorities to
get school pupils familiar with the best music.
The high school students are now preparing for
a music memory contest. Fifty selections of
the best music have been made for the students
tc become familiar with so that when they hear
the airs they can name the selection and give
the composer’s name. The talking machine is
being used to get the students trained to know
the selections.

Each of the three high schools will conduct a
test soon and the ten students making the high-
est grades in the music contest from each of
the high schools will be entered in a public con-
test, when certain pieces will be played by or-
chestra or band. Like the old-fashioned spell-
ing matches, the contest will be carried on until
the winner is determined.

FEdward Birge, director of music in the In-
dianapolis schools, is endeavoring to arrange
with the school board to permit prizes to be
awarded in the music memory contest. Mr.
Birge said that C. M. Tremaine, of the National
Bureau for the Advancement of Music, had of-
fered to give a prize and that several talking
machine dealers had offered to contribute prizes.
The dealers are_highly pleased with the musical
\\ cathpaign and they believe it will result in bring-
ing There musical instriments into the homes.

J. B. Ryde, of the Fuller-Ryde Music Co,,
had an experience with a purchaser of a mail
crder house talking machine which he said
shows the mistake people make in ordering ma-
chines through such houses. A man brought in
a motor from the mail-order m{achine and wanted
tc know whether it could be repaired. Mr.
Ryde looked at the motor and told the man
that his shHop was not prepared to repair it.
The man became very indignagt, but before he
left Mr. Ryde impressed on him the fact that
had he purchased a reliable machine from a

Hotel—Interesting News Budget of Month

reliable local dealer he would have had no dif-
ficulty at all in getting it repaired.

“Here was a man who invested more than
$100 in a machine and yet as far as its ability
to give him music was concerned, it was worth-
less,” commented Mr. Ryde. “Now he might be
able to send it back, but all the time he is
waiting, he is without music which he has paid
for and is entitled to. Local dealers should
never forget the service they are able to give
their customers and this fact should be im-
pressed on the public’s mind.”

Gennett records are enjoying a heavy demand
and their sales are steadily increasing in
volume, T. H. Bracken, manager of the Starr
Piano Co. branch, reported. C. H. Sallee, sales
manager of the store, has left to accept a po-
sition with the American Piano Co. in New
York City. B. T. Clay succeeded Mr. Sallee as
retail sales manager of the Starr store.

E. R. Eskew, manager of the Pathé Shop,
told The World that the February Pathé busi-
ness was exceedingly good and Mrs. J. Ellison
Fish, manager of the Pearson Piano Co.’s talk-
ing machine department, reported the heavy
record business continues. H. E. Whitman, of
the Circle Talking Machine Shop, said that the
chief complaint was the shortage in Victor
goods.

Sickness has crippled the sales force of the
Widener’s Grafonola Shops, Inc.,, and the rush
of business has kept W. G. Wilson, manager,
on the jump. Miss M. Byfield has been added
to the record sales force.

Columbia record business has been very brisk
at the Baldwin Piano Co. store, C. P. Herd-
man, manager, said. Ernest Arthur, manager
of the Sonora department of Charles Mayer &
Co., is boosting Sonora business through a series
of clever newspaper advertisements.

W. F. Standke, brother of George Standke,
manager of the Brunswick Shop, was a visitor
here last week. W. F. Standke and Otto
Standke, brothers, run the Grafonola Shop in
Kansas City, Mo.

C. O. Mueller, in charge of the talking ma-
cliine department of the Mooney-Mueller-\Vard
Co., distributors of the Pathé line, reported that
the Pathé dealers were highly gratified at the
way Pathé record hits were getting out first.
J. M. Wallace, Jr.. of the Wallace Music Co., of
Marion, who visited here last week, reports that
the Wallace store is adding six new booths

to the four it already has to take care of in-

The D. N. Foster Co., of

creased business.

this city, is putting in three demonstration
booths in its Pathé department. The Spurgeon-
Baum Co., of Anderson, is putting in demonstra-
tion booths for its Pathé business.

The Amplifone Co. is receiving orders from
all parts of the world for the Amplifone, some
of the latest sales being to McAlpin’s Dry Goods
Co., Cincinnati; the Penn Phonograph Co.,
Fhiladelphia; A. Hamburger & Sons, Los An-
geles, Cal, and the Root Dry Goods Co., Terre
Haute, Ind. Carl Anderson, of the company,
has gone to Chicago to arrange with the Chicago
Telephone Co. for the use of Amplifones in the
Chicago Loop district. An inquiry has been re-
ceived about this telephone device which is used
in selling records and machines over the tele-
phone from a World subscriber in Norway.

Cuyler Supplee, Indiana representative of the
Victor Co., spent several weeks this month in
visiting the local Victor dealers. He arranged
with the seven local Victor dealers for co-opera-
tion in newspaper advertising, it being ar-
ranged so that at least one Victor dealer’s ad-
vertisement will appear in every issue of the
newspapers during the week.

The Stewart Talking Machine Co., Victor dis-
tributor, held its second monthly salesmanship )
course for Victor dealers and retail salesmen
this week. George Stewart reported that the
Victor shipments continued to improve.

A meeting of Columbia dealers was held at
the Lincoln Hotel on February 26, which was
attended by twenty-five dealers. Preparations
were perfected by the Columbia dealers for
Novelty Record Week. The dealers reported
tkat the Green Label records are becoming more
and more popular and that “Something Differ-
ent” is greatly in demand. There was discus-
sion of the varibus ways and means of appeal-
ing to the country trade.

Ben Brown, manager of the Columbia In-
dianapolis district, called attention to the ex-
clusive Columbia artists booked in Indianapolis
during March—Al Jolson, Bert Williams, Van
and Schenck—and the dealers are planning to
bcost the sales of records by these artists.

The A. C. Hoffer Music Co., Vincennes, Ind.,
has just opened its new music shop, which
handles Columbia Grafonolas and records ex-
clusively. The Kaufman Hardware Co., at An-
derson, Ind., has also opened a very attractive
Grafonola department.:

The concerts of Sascha Jacobsen, violinist,
and exclusive Columbia artist, at New Albany,
Ind., under the direction of the Gable Furni-
ture Co., and at Bowling Green, Ky., under Will
B. Hill, Columbia dealers, were a tremendous
success, and the Columbia Stellar Quartet,
booked at these places April 22 and 23, are
eagerly awaited.

_(FULL TQNE

Plays 100-200 Records

If you want the Best, insist on getting

The De Luxe Stylus

THE BEST SEMI-PERMANENT NEEDLE MADE

Produces Rich, Clear Tone
MEDIUM TONE ]

" 3 for 30 cents

LET THE “DE LUXE” SPEAK FOR ITSELF AND
SEND 'FOR FREE SAMPLES, DISCOUNTS, ETC.

DUO TONE COMPANY, Inc.

Manufacturers of Talking Machine Needles

ANSONIA, CONN.
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The Manor Model—An excellent
piece of cabinet work and an
instrument of perfect reproduction
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An Ideal Line
to Handle

Real value is so obvious in Cardinal Phono-
graphs that they always find ready sale
wherever they are displayed. To a cus-
tomer they immediately look like #0re for
his money—they sound like better instru-
ments than he thought such a price would
buy. He sees the quality—/Aears it—and
buys the Cardinal on the strength of it.

We invite comparison. Stand any Car-
dinal instrument alongside a similar type
of phonograph from some other line.
Note, first of all, the Cardinal’s excellent
cabinet work and its beautiful symmetry
of design. Then play the same record on
both instruments. ‘Compare the Cardinal’s
rendition with that of the other. Note the
velvet smoothness of its reproduction.
Make a thorough test of this kind and you
will quickly see why the Cardinal is az»
ideal line to handle.

We will gladly grant exclusive territory to
the man who can handle it. Get in touch
with us today for proposition.

The Cardinal
Phonograph Company

NEWARK, OHIO

-

Factories at Zanesville, Ohic
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CLOSED MANY IMPORTANT DEALS

Kesner & -Jérlaw Have Been Displaying Their
Line of Instruments in the Pennsylvania Hotel
for the: Past Month With Splendid Success

Kesner & Jerlaw, manufacturers of the Sonata
phonograph, and specialists as producers of ex-
clusive phonographs for jobbers and large dis-
tributors. had a display of their line in room
1420-21 in the Pennsylvania Hotel, New York,
during the month of February, and they closed
a number of important deals with several large
jobbers and other users of talking machines in
quantity.

The "Kesner & Jerlaw line is known for its

necessary to state that their shipments to the

trade average over a car-load a ‘week to the -

individual house. During the most trying
periods of the past sedson their deliveries were
very prompt, and much of this was due to the
fact that two of their eight factories are run
by water power. Herewith is reproduced the
original Kesner & Jerlaw factory, Quincy, Ill,
from which they have progressed until they now
have eight large plants situated in Chicago, Ill.,
Dayton, O., and Ostego, Mich. All their plants
are most modern and the shipping facilities are
of the best. .

The 1920 volume of business of the firm will
be much larger than that of 1919, inasmuch as
plans are already in_effect to increase the output,

Plant of Kesner & Jerlaw in Quincy, Ill.

distinctive cabinet workmanship and the equip-
ment throughout is of high grade. The ma-
chine has large tone volume and the amplifying
horn is all wood.

The executives of the concern state that the
biggest part of the territory of this country has
now been contracted for, and the duplicate or-
ders received for the year 1920 show that their
machines have given excellent satisfaction.

The company are proud of their reputation for
prompt deliveries, and to show the size of the
houses they are doing business with it is only

music—a quality recolrd.

COMPLETE CATALOG AND SAMPLES READY FOR YOU

All the latest apd

and according to the officers of the company this
will be done without lowering the standard of
their products. It is estimated that they will
have 4n output of well over 100.000 machines
during the year 1920.

Smith Bros., Ridgway, Pa., have moved their
Victor department from the second to the first
floor of their store, which is new one of the
finest show rooms in Pennsylvania. Their
equipment includes six large new booths and
extensive record racks.

EFFICIENT ENVELOPE SERVICE

L} .

Lu-Franc Sales Service Co-operates'with Vic-
tor Dealers to Excellent ‘Advantage—Service
Requires Speed and Precision

DertroiT, MicH., March 6.—The Lu-Franc Sales
Service of this' city, manufacturers of record
envelopes for Victor dealers, has received many
letters during the past few months comment-
ing upon the value of the service that it is
rendering to the trade. 'This company has built
up a country-wide demand for its entyelopes,
and on the first day of every mouth enterpris-
ing Victor dealers in' every locality receive from
the Lu-Franc Sales Service a: new supply of
record delivery envelopes, printed in a very
attractive fashion and'carrying advertising with
a “punch” to it that helps sell records.

The extent and scope iof the service offered
the dealers by this organization are visualized
when it is considered that the Victor Talking
Machine Co. rarely has its advance list of new
records ready more than thirty days before-the
records themselves are offered for sale to the
general public. As the Lu-Franc Sales Service
incorporates in its advertising these new lists °
of records, as well das lists 6f previously issued
records, it is not difficult td realize how fast
the company’s organization must work in order
to" co-operate efficiently with the subscribers to
its service. No time is lost in the making of
the engravings from which to print the ‘en-
velopes, the actual printing, the preparation-for
shipment and the shipment of the completed
envelopes, aind regardless of the dealer’s- loca-
tion the envelopes are in his hands before the
first of the following month: This work i5 ac-
complished with a smoothness and precision
that is little short of marvelous.

=] ] .

Bartenders are fast forgetting their wine lists
and are léarning the names and tunes“of the
latest syncopated melodies. Thus music has a
new mission. = ]

have the new

February Releases and shall
be g]ad to demonstrate them to you.

best

R

in vocal and dance

’
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The Steinola Company, Inc.

1113 WALNUT STREET

KANSAS CITY, MO.
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‘The Sign of.ﬁa Good Shop
DID YOU GET YOURS ?

“'\ s, | (I
Jdonofone HAS NO EQUAL
NO OTHER IS ,LIKE 1T , .|,
IT HAS SET A NEW STANDARD

PlajsAll Records |
on All Machines

Piays 50Records
andPlays them Right

Gets All the Tones
but Not the Scratch

ABOVE IS PHOTOGRAPHIC REDUCTION OF 11x15 IN. ART POSTER IN 5 COLORS
EMBOSSED ON HEAVY BOARD WITH EASEL BACK AND CORD HANGER
FURNISHED FREE TO DEALERS WHO SELL TONOFONE NEEDLES

EASTERN AND EXPORT REPRESENTATIVES INVENTORS AND SOLE MANUFACTURERS

EMERSON INTERNATIONAL, INC. R. C. WADE CO.

1780 BROADWAY, at 57th STREET WRITE FOR FULL PARTICULARS 110 ;SOUTH WABASH AVENUE
AND NAME OF NEAREST
- NEW YORK CITY DISTRIBUTOR CHICAGO

PHONE), CIRCLE 3:8]2]2 PHONE RANDOLPH 2045
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BUY YOUR‘
ACCESSORIES

M From One Sozzz’ce

J

PERFECTION
RECORD ALBUMS

THE ALBUM OF QUALITY

These albums are made of
heavy stock and neatly bound
with the finest grade of Bind-
er's Linen.

The pockets are made of the
best grade of green kraft paper,
bound securely together, and
protected by metal ends that in-
sure long life.

Perfection Albums
are constructed with a view to

In fact,

giving maximum service under
constant use.

We carry large stocks on
hand at all times, so that your
wants will be promptly supplied
here.

For Victor, Columbia,

Pathe and Edison Records.
Write for Prices

AlR p,
\_\_— = NEEDLES ARTSs
,FROM CLEANEQ
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18 WEST- 20X STREET
NEW YORK
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PLAZA MUSIC CO
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SPECIALIZING IN SALES OF TALKING MACHINE RECORDS

Departments for Special Records Leading Rapidly to the Formation of the “Opera Room,”
“Concert Room,” “Jazz Parlor” and Other Features That Appeal to Buyers

As developments become apparent in talking
machines and records, ways and means material-
ize for marketing these products most efficiently
and successfully. Those engaged in the retail
trade perceived years ago that they were not
engaged in a fly-by-night industry and, there-
fore, began to build up their establishments on
a permanent basis. As the trade advanced,
methods of handling the trade progressed, un-
til to-day many of the talking machine estab-
lishments throughout the country are veritable
palaces of music, with thousands of dollars in-
vested in attractive equipment alone.

What the future holds for the talking machine
establishment is an interesting question, but
recent developments would appear to indicate
that the day of the talking machine shop with
special departments is coming fast. In a num-
ber of shops already there have been introduced
departments devoted exclusively to this or that
type of records. One concern out West has
gone so far as to make a special appeal to the
children by including in its remodeled quarters
a children’s room, decorated and furnished with
special reference to the tastes and requirements
of the little ones, with Mother Goose wallpaper,
small tables and chairs, and all that goes with
the usual nursery. In this room the little ones

- can remain while they listen to records of

Mother Goose and Uncle Remus stories, or play
songs or other music that appeals to the kiddies.

It is only another step to the “opera room,”
the “concert room,” or the “jazz parlor,” where
the record customer may listen to operatic con-
certs or popular songs as he will in an environ-

‘ment best calculated to be in harmony with the

class of music selected, and which he desires to
hear.

The power of suggestion is a big factor in
salesmanship and explains why talking ma-
chines, pianos and other similar articles are dis-
played amid normal furnishings of a room at
home, thereby giving the prospective purchaser
an excellent idea of how the instrument will
look when placed in his own domicile. An opera
room, the walls of which are hung with scenes
from the various popular operas and with por-
traits of noted artists, while the demonstrating
machine is devoted entirely to the reproduction
of operatic records, is calculated to keep the
mind of the customer in proper tune for the
buying of records of the better sort.

A number of talking machine stores already
have large departments devoted exclusively to
the demonstration and sale of foreign records,
that is, records in foreign languages, and it is
not beyond the realm of possibility to see some
of these stores divide their foreign record de-
partments in order that a special room may be
provided for the demonstration of records in
each language.

So many talking machine establishments have
already shown the way in the matter of pro-
viding separate rooms for special purposes that
it would seem that it will not be long before
the practice becomes general. It is the latest
development in distributing methods.

REMARKABLE VOCALION EXHIBIT

Large Model of Record Mounted on Truck At-
tracts Much Attention in Hamilton, Ont.—
Prepared by Nordheimer Co.

Hammron, On~NT, March 5—An Aeolian-
Vocalion record eight feet high was recently

THE NEW

l‘»" 3
VOCALION 6"’3 buiﬁs
RECORDS

w«"«sms
§ ORMMEMERS

Dtwcsry mom

Featunng the Vocahon in Harmlton
exhibited on a motor truck through the streets
of Hamilton, Ont. In the evening it was
lighted with electric lamps, the power being
generated by the motor of the truck. This novel
display was arranged by Harry Bolton of the
Vocalion department of the Nordheimer Piano
& Music Co., Ltd., Hamilton branch, and to
him credit is due for the working out of the
scheme. This display created great interest in
Hamilton and materially stimulated the sale of
Vocalion records in the “Ambitious City.”

PARKS & PARKS, Inc.

PRESERVE PHONOGRAPH RECORDS

WITH A

“TONAR”

TRADE MARK

RECORD BRUSH

Bricates the record so as to bring out the most

Our special trealment not only removes the dust but lu
delicate tone qualities

It Not Only Cleans But Preserves the Tone
RETAIL PRICE, FIFTY CENTS

New York Ottice, C. E. Pcabody & Co., 143 Chambers St.

TROY, N. Y.
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\\ NOo PHONOGRAPH /
\ COMDPLETE -
\ WITHOUT IT

gnue/z ted by Yosera MencrEN 1ventor
an /aatentee of the first Iiguid five
appliances use d by the Alled anmnies

VACUUM RECORD LIFTER

THE FIRST RECORD LIFTER ON THE MARKET

IT RAISES THE RECORD WITHOUT TOUCHING
THE TONE ARM - IT PREVENTS SCRAICHING
THE RECORD + AVOIDS SOILING YOUR FINGER
NAILS - NOTHING TO GET OUT OF ORDER,
NEVER WEARS OUT CAN BE ATTACHED TO
ANY MACHINE WITHOUT THE USE OF TOOIS.

s a 1919 Master Patent!

DIRECTIONS :
Press your fingey downward on the lifter until the cup
qrips the record.place other hand bencath t record
temove finger slowly from the vent and record is eleased.

Price: Nickel plated $2.50 complete. Gold plated $3.50

To obtain more detailed (infor-
mation concerning the Record
Lifter write your jobber—or
better still, write directly to us.

VACUUM RECORD LIFTER Itd
01 SEvEnTH AVENUE, NEW Rk Ty US4
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‘Do ALL of Yoii'r Customéi's
~Knowthe/Advantages of
.the B & H Neédlé?

SOME do —and they are the enthusiastic clientele jof

constant buyers, the record collectors —but do they all

know that records last forever when played with B.& H
S Ebre N

Are they familiar with the Fibre Needle’s pure,
sweet, unalloyed reproduction of the best operatic and
orchestral selections, free from scratch?

Suggest these facts to your customers. It is decid-
edly to your interest to do so. Make them realize that it
is safe to buy expensive records if they buy B & H Fibre
Needles, too. Do this and watch the increase in your
record sales.

B & H FiIBRE MFra. Co.

33-35 W. Kinzie Street, Chicago, Ill.




MARcH 15, 1920

THE TALKING  MACHINE WORLD

63

SOME PLAIN TALK ON MACHINE SITUATION IN NORTHWEST

Invasion of “Cheap” Machines Hurting Legitimate Trade—Dealers Urge Manufacturers of Estab- ~
lished Makes to Supply Market—Beckwith-O’Neill Co.’s Handsome New Quarters—News of Month

MinnNeapoLis and S7. Paur, Minn., March 7.—
Unless the manufacturers of the well-established
makes of talking machines take some decisive
action toward .supplying the Northwestern de-
mand they will find their market to a large ex-
tent ruined. This is not a bluff to expedite the
shipment of talking machines into,the "T'win City
territory, but a bald statement of the convic-
tions of.all the talking machine dealers, whole-
salers and.retailers in this territory, as gathered
by The World. . Already great damage has been
done and it is not going to be any easy task to
make repairs. 2y

Ever since the shortage of talking machmes
became acute machines inferior in quality have,
been appearing in the, anﬁapohs and St. Paul,
territory. The numbers haye increased by leaps
and bounds and scores upon scores of prac-
tically unknown and poorly constructed ma-
chines have been literally dumped upon the
market.

Certain sash and door factories, box fac-
tories and other kinds of industrial plants have
been converted into talking machine factories,
although the concerns were and have been with-
out experience in the manufacturing of musical
instruments and had not an organization trained
for such work. The output of these assembling
plants has been sent in large part into the North-
west, and now there is a deluge. As a result
well-established retail talking machine houses
by the hundreds have undertaken to add piano
departments, feeling better assured of good
profits in this end of the music business as
against their old stand-by, the talking machine.

Much of the stufl referred to above is trash,
but it has been bought and paid for and taken
the place of the more reputable machines. The
promoters are working tooth and nail to push
the wares, while the pushing is good, while the
legitimdte dealers who fwoulid not touch the clap—
trap with a pitchfork see theif sales"dlsa[?pear
by the hundred.

If the manufacturers of the machines which
ar regarded as high grade wish to retain this
great Northwest as a lucrative territory it be-
hooves them to take speedy measures to ship
goods into the territory and then to join with
the retailers in an aggressive campaign for
eradicating the toadstools. So say all the phono-
graph dealers and the foregoing language,
though strong, may be attributed to any of them.
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Business is fine in spite of the active competi-
tion of scores of “opportunist” assembling
houses. Machines of good quality are appearing
in greater and greater numbers and there is a
fervent hope in every breast that the manufac
turers now have adequate.facilities, for produc-

ing an output that will be commensurate with

the demand.

Jay H. Wheeler, Pathe manager for the G.
Sommers Co. returned last week from New
York, where he visited Pathé headquarteys when
the condition of municipal traffic would permit.
He was filled full of hope by the optimistic talk

of the Pathé chiefs and is home confident that

there will be enough machijnes consigned to him
to meet all the normal calls. Mr. Wheeler re-
ports that the volume of trade continues to in-
crease with each succeeding month.. The new
Actuelle has become an excellent seller and has
attained a degree of popularity that Mr. Wheeler
frankly acknowledges he at first thought was
impossible.

George A. Mairs, the Victrola mogul for W. J.
Dyer & Bro., also visited New York. His ob-
jective was the general office of the Victor Co.
He was highly elated over the strenuous efforts
of the company to increase its output and hopes
that all the promises and assurances handed
him in New York will eventuate into facts.

P. Benson, one of the old-time music dealers
of Minneapolis, has bought the building at
1227 Washington avenue S., and is making al-
tcrations. He will greatly increase the space
for all departments and particularly the Vic-
trola department.

Two cars of Edison phonographs reached
Lawrence H. Lucker one day last week. Minne-
sota demanded fourteen machines, which already
had been sold and as many more as could be
spared. It was allotted eight machines to cover
the fourteen, the remainder of the two carloads
being scattered over the Northwest.

It does one go‘od to hear ' E. F. O’Neill, of the
Beckwith-O’Neill Co., tell about the establish-

ment he soon will dominate-at 14-16 South Fifth

street, Minneapolis. This he hopes will be the
great Victrola distributing center of the North-
west and he correspondingly is elated and en-
thusiastic. The building is five stories high, has
a frontage of sixty-six feet, is' located midway
between Nicollet and Henhe_ﬁin avenues, the
two leading retail business streets of Minne-

PHONOGRAPH ENVELOPES IN STOCK

PROMPT DELIVERY

What Are Your Requirements ?

AND DEALERS.

WE SPECIALIZE ON PAPER AND PAPER PROD-
UCTS FOR PHONOGRAPH
LET US HELP YOU SOLVE
YOUR PROBLEMS FOR PACKING PHONO-
GRAPHS, MOTORS, HARDWARE, ETC.

P-A-P-E-R

MANUFACTURERS

00

H. G. Neu & Co., -

108 WORTH STREET

NEW YORK CITY

|

Sl

PLY-WOOD HORNS

(Phonograph Sound-Chambers)

U.S.A. PATENT No. 1047789-1912
(and corresponding foreign Patents)

Inventor and Registered Proprietor:—

| J. GREEN
38 Rutland Gardens - Hove, Sussex, England.

i \

H

apdlp, and, is right, ~across_ the street from the
General Electric Co.’s bulldmg, the most bril-
liantly lighted building in the Northwest. So
Beckwith-O’Neill will virtually be in the lime-
light all the time and, at slight expense. There
could be no better location for a Victrola head-
quarters than the one chosen.

The first and second floors will be sublet.
The three upper floors, which will be reached
by a private elevator, will be devoted entirely
te Victor business. The third floor will be de-
voted to the executive offices, the fourth to show
and storage rooms and the fifth to records, with
equipment for a million or more. The work of
remodeling is under way and will cost about
$35,000. The new Victrola home should be
ready for occupancy about the middle of April,
according to the Unico construction representa-
tives on the job. It cost a bonus of $20,000 to
obtain possession of the lease, which has fifty
years to run.

Two hundred Dardanella records reached the
Metropolitan Music Co. one day last week—by
cxpress—and every one was gone within two
hours, according to the veracious J. A. Simon,
head of the talking machine department.

Miss Gladys Hutchins, manager of the Viec-
trola department of Davis & Rubin, has gone
te Washington to visit her father, who is ranch-
ing in the Wenatchee valley.

Walter E. Polzin, a well-known dealer of
Rapid City, S. D, died February 13, from an
old ailment. He came through the Twin Gities
not long ago on his way to the Mayo Hospital
at Rochester for an operation.

PROFIT SHARING FOR EMPLOYES

The Pacific Phonograph Mfg. Co., Portland,
Ore., will in the future be operated on the.profit-
sharing basis. This plan his been tried out in

.some departments of the factory and has proved

so satisfactory that it has been adopted in the
entire plant. Shortage of material from the
East no longer hampers production, it is said,
and the plant is running at capacity turning out
the Stradivara machine.

W. A. Carey of Rochester, N. Y., has increased
his business and has taken the name of the
W. A. Carey Talking Machine & Record Co.
For some time Mr. Carey has been engaged in
selling talking machines at his store on State
streect and the growth of trade decided him
him to enlarge.

ARE YOU LOOKING

for something new and difterent?

Are you in-
terested in improving the appearance of your
record delivery envelo Do you want to ad,
vertise YOUR Victor“store in a way that wiH
command attention? Yes? Then clip the cou-
pon on page 45 or pin this ad to yolr let-
terhead and mail to

'LU-FRANC SALES SERVICE
1202 Dime Bank Bldg. Dectroit, Mich.
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Phonograph

Motors That Meet
) YOUR Requirements

Quality Motors —Prompt Deliveries

We manufacture motors, tone arms and reproducers for some of the largest
phonograph makers in the country.

Our product is guaranteed A-1 as to material, workmanship, silence and
general qualities. An enlarged, completely equipped plant enables us to keep
the supply up to the demand. :

Covered on our material requirements, we can assure a reliable source of supply.
The fact that leading phonograph concerns find our products satisfactory in
every way is sufficient recommendation of their high quality and mechanical
perfection.

Phonograph makers, jobbers and dealers needing a dependable supply of motors and
tone arms will find it greatly to their advantage to get in touch with us at_once.

SALES DEPARTMENT

Unirep Manuracturing &DistriBuTinG Co

LAKE SHORE DRIVEano OHIO ST. CHICAGO, ILL.
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THE VALUE OF MUSIC
AS A THERAPEUTIC

Prominent New York Physicians and Musicians
Organize to Develop Definite Plans to De-
termine by Experiment and Analysis the Ex-
act Value of Music as a Therapeutic Agency

The talking machine will soon occupy an
established place as a medium for treatment
under the new methods of therapeutics® which
are being formulated by prominent New York
physicians and musicians, who have organized
with a view to carrying out certain definite plans
to determine by experiment and analysis the
exact value of music in healing diseased mind
and body. Prominent in the movement are
such men as Charles D. Isaacson, editor of the
Music page of the New York Globe and a writer
on many musical subjects, and Dr. Siegfried
Block, a well-known neurologist, who is chair-
man of the new organization. These two men
have for several years carried on experiments
in musical healing and will ask all physicians
and surgeons to submit results of any observa-
tions madc by them on cases whcre music has
been a factor in the treatment. Mr. Isaacson
will undoubtedly prove a most valuable witness
for the proponents of musical therapeutics. He
l:as actually been applying the musical treatment
—under medical direction, of course—for ovecr
five years. His field has covered such institu-
tions as Bellevue, Central Islip Insane Aslyum,
Ward’s Island, Randall’s Island, Paupers’ House
and Sing Sing prison and hospital.

Experiments have already shown that music
is of great use in healing and the talking ma-
chine is becoming more and more popular as a
means of furnishing this music. Indeed, in many
institutions and in the majority of homes it is
the only means by which such music can be ob-
tained. Authorities agree that treatment of
diseases by music requires a varied selection of
subjects, each case demanding a special type of
music. With the vast resources of the record
libraries of the present day it is possible to ob-
tain at once any kind of music desired.

In discussing the relation of music to the
science of healing and outlining some of his ex-
periments, Mr. Isaacson said:

“My experiments, however, have not been by
any means confined to mental cases,” said Mr.
Isaacson, “unless such ailments as insomnia, in-
digestion and various other organic and chronic
troubles can be so classed.

“The best music for curative effects is the
violin and the soprano voice. It is only the
liquid, flowing notes—not the strongly cadenced
ones—that are soothing; certain instrumental
music has the same effect on a patient as a saw
drawn across his bare flesh. A ’cello, for in-
stance, would be absolutely injurious, for it in-
duces melancholy, and most wind instruments
are not suitable.

“Sometimes, however, the effect desired is to
startle the patient out of some temporary mood,
and in such cases music can be used, as a doctor
would use, for instance, strychnine to stimulate
heart action.

“Almost every one vibrates or responds to
certain notes or tunes more than to others.
Theodore Roosevelt could never hear Massenet's
‘Ouvrez Tes Yeux Bleus’ without showing emo-
tion. This individuality of note appeal is some-
thing to be reckoned with in musical treatments.

“Hungarian music and jazz are not for sick
people. One of the most effective pieces for
musical treatments is Mendelssohn’s ‘On Wings
of Song.’ Others are Dvorak’s ‘Songs My
Mother Taught Me,’ and both Gounod’s and
Bach’s ‘Ave Maria’ As in medicine music is
sometimes desired as a counter-irritant, to stim-
ulate by its vigorous contact with the nerves.
For this purpose the selection would be such
pieces as the prelude of Rachmaninoff or Wag-
ner’s ‘March of the Valkyries.’”

A man may be a born genius, but if he will
not exert himself he can achieve little. Lazi-
ness is fatal to success.
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H E Harponola tonal

chamber of alluringly

beautiful and ideally
resonant golden spruce rep-
resents the first big improve-
ment in phonograph design
developed within the past
two years.

When the grille of a Harpo-
nola is removed the average
customer thrills with ap-
proval as the golden interior
breaks on his vision.

The rich tone, the superb
general appearance and fin-
ish, the thoroughly high
grade mechanical equip-
ment,—all combine to make
the Harponola one of the
quickest - selling and most
desirable of lines.

The dealer who wants the
most profitable independ-
ent record finds our Okeh
records exceptionally satis-
factory. We job them on
adv.antageous terms.

THE HARPONOLA CO.

EDMUND BRANDTS, Sales Manager

CELINA, OHIO

Harponola Cabinets are built by
the Mersman Brandts Brothers in
a separate up -to-date factory

PHONOGRAPH
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MARDI GRAS {N NEW ORLEANS FAILS TO BOOST TRADE

Carmvai Followed Period of Strikes and Industrial Troubles—B. G. Powell, Manager of Maison
Blanche Talking Machine Department, a Live Wire—"“Dardanella” Sales Big

New Orreaxs, La, March 2.—Despite three
rather . demoralizing events during the past
month. talking machine business in New Or-
leans was excellent. The retail merchants re-
port their sales were good, considering inter-
ferences; and the wholesalers did still better,
except those whose shipments were delayed.

Practically every other business suffered.

The three events were a second edition of a’

freight handlers’, car loaders’ and dock work-
ers’ strike. T}he coastwise longshoremen struck
and let freight stand on wharves and none.could
be unloaded from steam cars. One house re-
ports a big shipment tied up by this strike.

This was followed by Mardi Gras. Retail
stores followed the lead of the larger depart-
nient stores and closed all day. It was the
first Mardi Gras the stores did not remdin open
at least part of the morning. The crowd was
small, due to the rain, and there were few out-
of-town visitors, with the result the wholesale
houses did not profit.

Parham Werlein of Philip Werlein, Ltd., says
his house is going after the business during
the Spring buyers’ meet. He must be getting it,
then, his competitors graciously acknowledge.
He may have an advantage on some because he
iz both retailer and wholesaler.

“People have no time to think of much else but
superficial pleasures during the carnival,” Mr.
Voges said. ‘‘Business usually picks up about
the carnival season, but this year the Mardi
Gras was a failure and business remained as it
has for the past two months.”

“Dardanella’” has broken all sales records for
any song in the South except “Bubbles,” ac-
cording to retailers. Ewvery dealer in the city
said he was unable to supply the demand.

\V. J. Voges of the Grunewald music store,
said “Bubbles” broke all records in that store
a few months ago and still is going big.

“Dardanella,” he admits, is running close if not
already ahead and he does not doubt that it
would break the record of “Bubbles” if enough
records could be procured.

J. V. Dugan, president, of Dugan Piano
House, said he would welcome the opportunity
to buy lots of a thousand of the popular num-
ber. The initial supply of Victor and Emerson
records was exhausted within a week and no
more c¢an be procuréd.

J. L. Billet, manager of the Diamond DISC
Shop, said the Edison record would be available
in a few days, but he had lost many sales al-
ready because he was unable to get “Dardan-
ella” on the Edison record. The Amberola rec-
ord of the number had a great sale.

It has been said_that the lowly newsboy is a
true indica'tor or barometer of the musical
standards of a community, and here in New
Orleans, if we may judge by this humble illus-

tration, music has reathed the mass of the peo-
ple as it has in few other centers of this coun-
try. Newsboys whistle an aria from “La Bo-
heme,” while even their.tiny sisters of tender
years have very decided tastes between the
melodies of different opras. Critics agree that
nothing has dome so much to popularize the
opera as the talking machine. The Maison

Blanche has found; according to Edgar New-
that the talking machine trade here

man, 1s

B. G. Powell

growing by leaps and bounds and the people
are buying the best class of selections.

The talking machine department at this store
boasts of the very latest in accommodations.
The unprotected male who seeks an hour of
rest while selecting his favorite songs can make
himself at home in the luxurious smoking rooms
and listen to the newest releases. But he has
nothing on the female of the species, who also
has her own special smoking rooms finished in

old ivory and gold, silks, satins, and even gold-

fish to make the setting complete

B. G. Powell, new manager of the enlarged
talking machine department of Maison Blanche,
says he was made manager almdst by accident.
He was traveling for the Cheney Talking Ma-
chine Co., from Atlanta, Ga,
Edgar Newman, one of the officers of the “Big-
gest Store South!” He talked to Mr. Ne\vman
about putting in a larger department and han-
dling his goods. Mr. Newman was willing, but
did not have the manager. Then things began_to
happen with the result Mr. Powell was engaged

when he called on

-1

and became snanager of the largest talking ma-
chine d¢partment in the South. It has fifteen
demonstration booths, furnished by Philip Wer-
lein, Ltd., and made by the Unit Construction
Co., of Philadelphia. The design is Adam in old
ivory  enamel finish. Columbia, Victor
Brunswick machines and records are handled.

Before becoming a traveler for the Cheney
Co. Mr.
working out of Atlanta. He was the oldest man
on the-road out of that office in point of service.
He covered Tennessee, Alabama, Georgia, Flor-
ida and part of Mississippi. When he went with
the Cheney Co. he was agsigned to Louisjana.
Mississippi, Alabama and Georgia.

NEW VOCALION RECORDS POPULAR

Are Now All of the Lateral-cut Type—Dealers
Display Much Interest in the New Listings—
Addition to Roll of Recording Artists

The ‘recent release by the Aeolian Co. of the
first of the company’s lateral-cut Vocalion rec-
ords served to arduse an unusual amount of in-
terest among Vocalion dealers throughout the
country, and the testing of the records them-
selves, upon receipt, served to add to the gen-
eral enthusiasm. At the present time the cur-
rent releases of Vocalion records are all of the
lateral-cut type, the March list including the
first recording by Mme. Marguerite D’Alvarez,
together with a number of other special features.

In the production of the Vocalion lateral-cut
records the Aeolian Co. has endeavored to elimi-
nate any possible faults and to offer a record
of a quality, musically and mechanically, to
measure up with the general standing of the
Vocalion products in the field of music.

The number of new artists of standing who
have been added to the list of those recording
exclusively for the Vocalion have served to lend
increased prestige to the product. Many of
these artists enjoy national and international
reputations in the opera and concert field and
their names alone are sufficient to interest the
general public in their recordings.

Negotiations are now under way to add still
more names to this list of artists, information
that should prove interesting to dealers.

The regular monthly bulletins of Vocalion
records are gotten up in elaborate style, with an
abundance of descriptive matter for the infor-
mation of both the dealer and the customer, and
with unconventional portraits, of the wvarious
recording artists. , These monthly bulletins are
supplemented with mid-month specials of

.selected records that are released far enough

rahead of.the regular bulletin to afford the dealer

ar. opportunity) for enjoying .a much greater’
, volume of sales than were he compelled to wait

two or three weeks until the new”record(s were
released with the regular monthly list. In these
days of over-night hits, special mid-month re-

leases of the new records are especially desir-

able from the_ viewpoint of the dealer.

FORVICTOR SERVICE

PHILIPWERLEIN 1.

OF NEw ORLEANS
THE LEADING SOUTHERN WHOLESALERS

and

Powell was with the Columbia Co., |

cmom
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New Window Display Service For

OKJ«., Records

TWO DOLLARS MONTHLY

We take pleasure in announcing that our Dealers’ Service Department has
evolved a new and attractive idea in window display service for Okeh
Dealers. Each month we will have a different display, treating completely
and harmoniously the new records as they are issued.

The subject of window decoration and display same time solving your problem of window
is not new. Every dealer knows that a clean, decorating. Each display will be in several
attractive window draws business.  This new colors and so designed as to fit into any size
service will sell more Okeh records, at the window. Easy to set up—easy to ‘“‘read.”

YOUR WINDOW IS 80% OF YOUR RENT. IT IS
EASILY WORTH $2.00 MONTHLY TO MAKE IT
THE LIVEST WINDOW IN YOUR NEIGHBORHOOD.
TELL YOUR DISTRIBUTOR SO — TO-DAY.

NOTE : The photo shows the Sixth Bulletin Okeh Display. The Seventh is now ready.

GENERAL PHONOGRAPH CORPORTION

25 West 45th Street OTTO HEINEMAN, President New York City, N. Y. s

FACTORIES: Newark, N.J. Elyria, Ohio Putnam, Conn. Springfield, Mass. Kitchener, Ont.

BRANCHES: Chicago, Ill. San Francisco, Cal. Toronto, Can.
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Disc Record
Manufacturers

ATTENTION

If you are not satisfied with
your product—

If some part of the manu-
facture needs perfection—

Let me help you.

| was the pioneer to intro-
duce the present disc rec-
ord into Europe in 1901.
Successful factories were
erected in England, France,
Spain, Germany, Austria,
and Brazil under my man-
agement. | know the record
business from A to Z, and
can straighten out your

difficulties.

The present system of per-
manent masters was per-
fected in my laboratories in

1904 and has never been

improved upon.

The double- sided record
was my patent and brought

out in 1903.

If you want the best to be
had in recording machines;
if you want the latest devel-
opment in pressing records

from shells; if you want in-

creased record production
in power-driven presses
—I can help you.

Complete installations
taken charge of

F. M. PRESCOTT

RIVERDALE, N. J.

Phone Telegrams
No. 2 Pompton Lakes Prescott, Pompton Lakes
N. J. N. J.

 HOW EDISON TESTS
SALESMEN’S GAMENESS

Leading Insurance Journal Uses William Max-
well’s Experiences, As Told in “The Training
of a Salesman,” for Featured Article

“Have you ever been ‘bawled out' for somne-
thing you didn’t do?”’ questions The Under-
writers’ Review, the leading insurance journal
of the Middle West, in a featured article in the
issue of January 25.

“Nearly everybody has, even William Max-
well, one-time star salesman and now vice-
president of Thomas A. Edison, Inc. He tells
about the experience in his book, ‘The Training
of a Salesman,’” just recently published.

“*One day,’ relates Mr. Maxwell, ‘Mr. Edison
summoned me to his library and asked me to
explain something with which I had absolutely
no connection. I started to alibi myself. His
eyes flashed with scorn. I was in the position
of a policeman who had permitted a crime to be
committed because the scene of its perpetration
was beyond his beat.

000 000 2

“There is no truer test of a salesman’s
qualities for permanent success than the
way in which he takes criticism. The

little-minded man can’t stand it. It pricks
his egotism. He ‘crawfishes” He makes
excuses. Then, when he finds that ex-
cuses won't take the place of results, he
sulks and pouts. It never occurs to him
that he mivht profit from the incident.”
T
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“*Mr. Edison gave me the worst tongue lash-
ing I have ever received. It was the exact
chronology of all the stupid and ineffective
things I had done from the first day I entered
his employ, but more particularly it was a re-
cital of the things I had not done that might
have been done.

“'His arraignment of me was not altogether
just; however, it was extremely beuneficial. He
punctured my self-complacency without impair-
ing my self-confidence. That “bawling out” was
worth a good deal to me, and I am sure it was
worth more to Mr. Edison. He may have been,
and probably was, irritated with me, but I
believe his outburst was not primarily a show
of temper. I think it was chiefly a test of my
gameness.’”’

“Now the interesting point about this experi-
ence of Mr. Maxwell's is not the fact that he got
‘bawled out’ at all,” continues The Underwriters’
Review. “It is the way he took it. How many
insurance salesmen do you know who would say
that being called down for something they didn’t
do was good for them? What would your feel-
ings be?

“There is no truer test of a salesman’s qualities
for permanent success than the way he takes
criticism. The little-minded man can’t stand it.
It pricks his egotism. He ‘crawfishes.” He
makes excuses. Then, when he finds excuses
won't take the place of results, he sulks and
pouts. It never occurs to him that he might
profit from the incident.

“But the truly big salesmen see the other side.
They don't like to be criticized any more than
the little fellow, but they are shrewd enough to
know that ‘a little criticism now and then is
good for the best of men’ We are all like boys
in training—if left to run wild and imbibe too
freely of praise, we degenerate into weaklings.

“Your gameness is reflected in the attitude
you show when improvement in your work is
suggested, or personal handicaps are pointed
out. If vou were not worth developing you
would not be worth keeping on the pay-roll.
The right sort of a salesman welcomes con-
structive criticism just as Mr. Maxwell does.
Do you?”

B. F. WHITE IS MANAGER

B. F. White has been made manager of the
record department of the W. B. Fulghum Vic-
trola Shop, Richmond, Ind.

THE TALKING MACHINE WORLD

o T oI =TI o Mo

sood=mo=0 =m0 =0

o T oI o T o T e Mo 1M e T o TS Mo e T e THT e MM o Mo NS e T o T e Mo Ui o T e e M 6 Mo NN e 1N e M e M s N s Ml sl ol s HH]T

and
- PIANOSTYLE INSTRUMEN-

ACCESSORIES |

A From One Sorce

N

i
A

0ode=n o(boc(;°<;m°\m1‘?um“

N

Q

REPUBLIC

" PLAYER ROLLS

Every Phonograph Shop Can
Sell Player-Piano Rolls Just As
Well As Records.

The public loock upon you
as a logical source of supply for
everything musical. This means
Player-Piano Rolls as well as
Records.

Wby You Can Sell Player Rolls
. 80% of all Pianos sold are
Players.

2. This means a big demand for
Rolls.

3. The experience of other
Phonograph Shops proves
this.

Why You Should Handle Player Rolls
. Profits are larger than on

Phonographs and Records.

The stock is clean and easy

to handle.

-90% of your customers own

Player-Pianos and buy Rolls.

. Only. a small initial invest-

ment is required.

e are prepared to serve
you with the two best lines on
the market—

REPUBLIC WORD ROLLS

TAL ROLLS
Write to-day for catalogues of the
latest hits, prices and discounts,

NEEDLEg—

FRO M::&EANE Rs_

PLAZA MUSIC CO

18. WEST- 201IH

'STREET .
NEW YORK
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Artlste

THE ARTIST IN REALITY

ey’

The Phonograph That

Pleases Eye and Ear
Is Easiest to Sell

Phonographs are judged by
their cabinet beauty and by the
fidelity with which they repro-
duce music. These are the
things the dealer in phono-
graphs has to sell to his cus-
2 tomers.

L’Artiste phonographs were
designed to make their selling
easy, to make them quick turn-
over merchandise at good
profits.

s - —— = L’ Artiste cabinet beauty is beyond cavil. Both
r ‘ consoles and uprights win the approval of pro-
: ——— . spective buyers in a first admiring glance at their

i J ‘ 1 chaste splendor of design and finish. Next, the
1 !f# N buyer hears music reproduced by L’ Artiste with
Pl L i 3 a volume and beauty of tone that is captivating.

A oy . He notes numerous mechanical superiorities and

up-to-date improvements.  L'Artiste prices are

o I ‘q ™) strikingly reasonable, all these things considered-

] 1‘ K : Thus a sale is made. This is the invaniable ex-

. f!‘!_* a4 perience in selling L' Artiste.  What more can

a dealer ask ?

These instruments present all the most desirable
elements of salability, and, what is more,

L'Artiste STAYS sold. Buyers like them
better the longer they own and enjoy them.

o There are nine beautiful
e Console and Upright Models

PRICES RANGE FROM $110 TO $340

GRAND RAPIDS PHONOGRAPH COMPANY

GRAND RAPIDS, MICHIGAN

THE PHILADELPHIA SHOW CASE COMPANY

123 North 13th Street Eastern Distributors 2002 Jenkins Arcade
Philadelphia Bush Terminal Bldg.—128 West 42nd Street, New York Pittsburgh
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FOX MUSIC CO. TO CHANGE HANDS

Wisconsin Victor Store Becomes Badger Music
Shop Co., and Incorporates for $25,000—E. R.
Sweeney Vice-President and Manager

Fonp pu Lac, Wis,, March 3.—E. R. Sweeney,
son of Mr. and Mrs. Eugene Sweeney, Forest
avenue, will take over the management of the
Fox Music Store March 1, the store to be known
as the Badger Music Shop. Articles of incor-
poration were recently filed with Merlin Hull,
Secretary of State, at Madison for $25,000. Mr.
Sweeney is vice-president of the company and
general manager of the business. Aside from
the regular line of pianos and other musical
instruments carried by Mr. Fox, the new shop
will carry an exclusive line of Victor goods.

The Fox Music Store has been a well-known
music stand since 1882. For otte year Mr. Fox
was in business with J. W. Trout. The latter
disposed of his interests to Mr. Fox about seven
years ago and Mr. Fox has continued the busi-
ness alone since that time.

Mr. Sweeney graduated from the Fond du Lac
High School in 1906 and left here almost im-
mediately after, when he engaged in the music
business. He has followed this line since, hav-
ing been with music interests in Milwaukee
for the past eleven years. He was connected
with one of the largest music houses in the
United States for several years and during this
time traveled extensive territory.

The interior of the Fox store is undergoing
extensive improvements. New fixtures are be-
ing installed with the addition of six additional
booths to accommodate the patrons of the shop.
The walls are being refinished and everything
put in readiness for the opening the first of the
month, .

A new talking machine articulator will soon
appear on the market and is the product of
Frank B. Ling, head of the Melodia Mfg. Co,,

LEND A HAND FOR INDIANAPOLIS

Tom Griffith, Udell Works Sales Manager,
. Sending Out Copies of an Indianapolis Creed

Tom Griffith, sales manager of the Udell
Works, Indianapolis, Ind.,, who has been very
active in all the affairs of that city and largely
instrumental in securing the convention of the
Associated Advertising Clubs of the World for
Indianapolis on June 6 to 10, has sent out to
his friends a copy of an Indianapolis creed
which has been written by Meredith Nicholson
for the Board in charge of arrangements. The
creed follows:

LeND A HAND FOR INDIANAPOLIS

Indianapolis is the capital of the land of op-
portunity. Bring your dreams to Indianapolis,
the city of vision, a place where dreams come
true. The pulses of the city throb with an
energy drawn from the most fruitful soil in all
the world.

LEnDp A HAaND FOrR INDIANAPOLIS

One hundred years ago destiny marked In-
dianapolis for steady and triumphant progress.
It is the natural center of distribution for North
America. Our commerce and industries have a
continent for their market. The Indianapolis
label guarantees an honest job and an honest
price. '

LeEnD A HAND FOR INDIANAPOLIS

From this city of homes James Whitcomb
Riley sent winging his songs of light and cheer
to gladden the hearts of a nation. The Riley
spirit is the Indianapolis spirit of confidence and
hope.

LEND A HAND FOR INDIANAPOLIS

This best of cities rests solidly upon the en-
during foundation of American liberty under
law. By serving my city, I serve my country.
Each day I will help, not hinder; work, not
shirk,

The Venetian Phonograph Co., Wilmington,

STRADIVARA MOVIE SLIDES

Slides Being Offered Dealers by Compton-
Price Co. are Exceedingly Attractive

One of the features of the service which the
Compton-Price Co., Coshocton, O., offers to its
dealers in“connection with the exploitation of
Stradivara phonographs is the series of mov-
ing picture slides which may be wused in con-
nection with local moving picture performances.
These slides have been very carefully prepared

KNOWN FOR TONE"
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Slides for Use of Dealers

and are of a most distinctive nature, display-
ing in natural colors a model of the Stradi-
vara, together with suitable text, each phrase
of which embodies a forceful selling argument.
At the bottom of these slides a space is reserved
for the name of the dealer.

NEW VICTOR AGENCY IN HERRIN

Cline’s Drug Store, Herrin, Ill, has taken on
the Victor line of talking machines and records
and the department has been made complete in

San Francisco. Del.,, has incorporated with $250,000 capital. every detail. Miss Ruby Chitty is in charge.
\_».m.-,.\_-. . e I T by e 3
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Dealers
There are some com-
munities where the

Brooks is not repre-
sented effectively as
yet. Perhaps yours is
one of these.
as much profit and
satisfaction
the Brooks as there is
in owning it.

in selling

The Brooks Automatic Repeating Phonograph
is justly termed The Wonder
Instrument.

It has all the good

There is

The Repeating Device

is an exclusive Brooks feature. .

turning a little knob.

The Brooks Automatic Repeating and Stop Device
It gives this phono-
graph a broader scope than any other make and
requires no attention beyond setting the needle and

Wénder ,
Inslrume?:‘ts -

qualities of other high grade
makes, but is completely put in
a’ class by itself by virtue of
the inbuilt Repeating Device,
which enables
the operator
to play any
make of
record, any
desired num-
ber of times.

‘There are three
Brooks models,
of differents sizés
all beautlfully
carved and finished. Each
style may be had with
electric motor, if desired.
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Jone Arm Headau arters

SUPRITI,

/TONE ARMS X SOUND BOXES _/ _ |TONE ARMS & SOUND BOXES]
Vibration and harsh . .
. Rugged and simple in
tones are greatly min- .
T oz ¥ construction, power-
imized by the perfect- A 0
I . ful and pleasing in
ed ball-bearing Tone .
tone—the Supreme 1s

Arm with its new
Improvements.

in a class by itself.

TAREETIAN, | A
Wiedan Tore ATFTY ha t |
This highly efficient Wood- |RI¥ & (’)/0111‘

en Tone Arm produces an :
exquisite tone and provides y & GQII 1IC-

the talking machine manu-

facturer with a sure- fire menfS.Q

talking point. |

INCREASE the selling possibilities of your talking machine by in-
creasing its tonal merits. Tell us your troubles. Our engineering
department is equipped to give you expert advice. Come to “Tone Arm
Headquarters” for tone arms that make good. Unchanging quality is as-
sured by our force of skilled workmen under the supervision of engineers:

Herman Siegel Nathan Kurman Fred G. Hoppe

ﬂ -3 Iiteratujjdp".ces./—/

145 West 45% St.
New York_. ARM

Chicago Representative : JdAa\Y%
R s s DEPARTMENT
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SUGGESTS CO-OPERATION BETWEEN TRADE TECHNICIANS

Honest Exchange of Ideas and Findings Regarding the Scientific Problems That Have Developed
and Will Develop in Connection With Sound Reproduction Urged by World Reader

A subscriber to The World who is deeply in-
terested in the scientific, musical and mechanical
development of talking machines and records
generally, makes the pertinent, although some-
what Utopian, suggestion that the leading manu-
facturers of machines and records, particularly
those who have been chiefly responsible for the
development of the industry to its present
status, should get together with a view to or-
ganizing a general consulting board to solve
the various technical problems that ‘come up
in the industry.

According to the suggestion the board should
be made up of the techmical men of the vari-
ous leading companies, together with scientists
from outside fields who have specialized in the
study of acoustics, sound reproduction, etc.
Under this plan he belicves that the progress
of the industry as a whole will be much more
rapid than under present conditious, with the
experts of each company wrestling with the
various problems in their own particular way.

The subscriber cites instances of industries
that have pooled their brains, as it were, for the
purpose of concentrating upon general prob-
lems, and arriving at solutions much more
quickly than were each of the experts to seck
to solve the problems along individual lines.
It is his opinion that the art of sound reproduc-
tion, although apparently far advanced, is really
in its infancy, and that the greater develop-
ments arc of the future. In a letter to The
World he said:

“There are a great many capable men in the
talking machine industry to-day—men who have
grown up with the business, as it were—who
have devoted the greater part of their lives to
carrying on experiment after experiment for the
purpose of finding ways and means for im-
provements in machines, records, and partic-
ularly recording and reproducing methods and
in perfecting those improvemeunts when found.
Their work has been slow in that probably a
score of the experts have been engaged at one
time or another in going over the same ground
and finding out for themselves what some of
their confreres could have told them.

“Every so-called expert or trade scientist has
had occasion to work out problems for himself
that are, or were, common to the industry. He
has experimented in this or that way in going
over ground already covered by some other
specialist without having the advice and coun-
sel of the other man to save him from un-

necessary work and worry. As soon as one

new development has been announced by a cer-
tain company, all competitors naturally set to
work to progress from that given point and
place on the market some new improvement.
Many of thesc improvements are not basic in
character and their general adoption would not
in any sense interfe;e with any patent rights.

“The talk to-day is of co-operation—of asso-
ciations designed to bring about trade better-
ment—and in my opinion this co-operation can-
not find a better starting place than in the bring-
ing together of trade scientists for mutual and
helpful discussion. ILet them pool their stories
of success and failure in this or that given line
and we will have a basis to work upon that
should advance the industry more within a
period of two years than it has advanced dur-
ing a decade.

“Competition we will admit is helpful to trade
and it spurs the individual to new efforts, but
there are so many openings for competition in
the general manufacture and sale of instruments

and records that this factor can be lost sight of
it some measure in the case of scientific devel-
opment. The public has hecome well acquainted
with the talking machine as it is, and its in-
terest in the instrument is at high pitch. The
continuance_of this interest depends upon the
development of the art—not simply the creation
of new ‘talking points,” but of a mor¢ perfect,
scientific and satisfyiing means of recording and
reproducing.

“A conference of the scientific men of the
trade will not in any sense necessitate the un-
folding of vital secrets, but there are so many
common problems, the proper surfacing of rec-
ords, the eliminating of scratch and of over-
tones, etc., to be given attention that there
sliould be no reason to go into the details of
any one or another process of general manu-
facture. Take the question of motors alone.
The losses that have been sustained by many
companies through experimenting with motors
of new design that proved faulty could have
been avoided very readily had it been possible
to bring motor experts into consultation—men
who had gone over the same ground and who
had made the same mistakes—before advancing
to the production of a satisfying mechanism.”

ATTRACTIVE MUSIC WEEK WINDOW AT AEOLIAN HALL

What was considered to be the most striking
and artistic window display arranged by a New
York piano house during the recent Music Week

The display was backed by a row of gilded
pillars, between which were placed a Duo-Art
piano, a couple of attractive models of the

Artistic Window Display at Acolian Headquarters During Music Show Week

celebration was that installed at Aeolian Hall.
Simplicity was the keynote of the display. The
features were a series of greatly enlarged por-
traits of noted™ artists who have, and are, re-
cording exclusively for the Duo-Art piano and
the Aeolian-Vocalion.

Vocalion, together with cabinets of rolls and
records. Elaborate lighting effects served to
add to the attractions of the display during the
evening hours. The entire arrangement of the
display was under the direction of R. Alston
Brown, head of the Aeolian art dcpartment.
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PUTTING OVER 100-PROOF MUSIC IN PROHIBITION DAYS

How One Talking Machine Man Broke to the Waiting Public the News That Well-selected Melo-
dies Have Much the Same Effect as a Few Drinks of the One-time Private Stock

With the news that national prohibition, in-
stead of being a nightmare, or an anticipated
pleasure, according to the individual idea, had
become a reality, there likewise came the state-
ment that there were many substitutes for al-
cohol to keep humans in the proper spirits,
among them sugar and music. Swift, the talk-
ing machine man, heard all the stuff about the
jazz tune being as good as a highball, and a
melancholy ballad having power equal to a slow
gin fizz, but he was one of those babies who
demanded to be shown.

Swift naturally found that much of the money
that formerly went over the bar between the
quitting whistle and the “father-come-home-
with-me-now” stuff had found its way into his
cash register in payment of instalment ac-
counts. This amount was not sufficient to cause
any great elation, because with machines scarce
Swift wasn’t selling any more on instalments
than he had to. The thing to find out was if
prohibition was going to do him any direct
good, beyond keeping his stomach lonesome
and his pocketbook intact.

If music was to take the place of liquor as a
direct stimulant of the human mind, Swift
wanted to be positive of the fact so he could in-
form the public in general of the glad news.
He felt that even the professional prohibitionist,
with a cellar full of “bitters,” might like a little
musical stimulus in his parlor to save the private
stock.

Swift had heard, and was almost moved to
adopt, the slogan in his advertising, “Lushers
listen, lose the lust for liquor, lay in a-library
of limpid lyrics,” but he felt that this direct ref-
erence to so painful a subject would not have
the desired effect. Then he thought of a line
something like this: “Shutters are upon the gin-
mill. Now you've got to stay home. Make it
pleasant with a talking machine and some jazz.”

But even this did not seem to have the proper
scund. The result was the revamping of the
home and family idea, the ad reading somewhat
as follows:

For long Winter evenings at home—
No place to go and the cellar dry—
Tired of growling at the family and kicking the

cat—
Parlor like a cage of tigers—
Something needed with “pep” and a “kick”—
Li’l ole talking machine mixed with a bunch of

this month’s records is the answer.
100 proof, and “‘stays with you."”

Let SWIFT fill the prescription.
111 Main Street.
Office hours 8 a. m. to 6 p. m., daily.

The people that Swift wanted to reach got the
idea promptly, and the advertising, with suit-
able variations at intervals, attracted plenty of
attention and some real business. It’s hard to
sell jazz music to mourners, but Swift made
them think it was stylish, and got away with it.

Old boys who had been home so seldom that
they had forgotten their children’s first names,
and whose noses proved the fact, got enough
excitement in battling with the family for the
fiist week or so, but it takes some energy to
fight all the time, and there was nothing to
stimulate energy. These same old fellows began
to turn to talking machines, for there are just as
many sobs in a half dozen old-fashioned ballads
as there are in an equal number of glasses of
“red eye.” Then again, the purchase of a new
machine caused the family to lay off the new
permanent member, temporarily at least.

Swift played the thing scientifically. When
the ex-tank showed up the first number was a
jazz record, simulating the tinkle of the first
drink. As a rule a second jazz followed, after
which came a pleasing waltz, one of these senti-
mental love songs, and finally the tear-producing
mother ballad, taking the place of the fifth drink,

having about the same effect, with no hangover.

The system worked so well that Swift for a
time was between two minds—whether to hire
an ex-bartender, or wear a white coat and apron
himself.

PARAMOUNT FOR PITTSBURGH HOUSE

Shipley-Massingham Co., Under W. H. Cross,
Made Distributors for Paramount Line

PrrTsBURGH, PA., March 4.—The Shipley-Mas-
singham Co., 949 Penn avenue, has arranged to
take Western Pennsylvania and West Virginia
as the territory in which to distribute Para-
mount products.

W. H. Cross, who has been with this ex-
clusive wholesale company for eighteen years,
will have charge of that branch of the business.

Fred Clark, whom the Paramount Talking
Machine Co. has placed in this territory as fac-
tory representative, will co-operate with Ship-
ley-Massingham Co. in rendering the most mod-
ern and efficient service to dealers.

The Shipley-Massingham Co. is an old-estab- -
lished house, having a wide reputation for its
remarkable development and growth and for
its fairness in dealing with the trade. The
dealers in Western Pennsylvania and West Vir-
ginia will welcome this source of supply as they
will realize it is another step forward in the de-
velopment of the dignity of the, talking ma-
chine industry, for this distributor handles noth-
ing of doubtful quality and character and it
bases its success on the ability to judge both
the products it sells and the ability of the
manufacturer to guarantee.

Paramount talking machines and records have
an excellent name. The sales policy is based on
that which has proven the most successful and
every effort is being made by the manufacturer
and distributors to assure success for the dealers.

The Stafford Phonograph Co., of Ashland,
O., has been incorporated with a capital stock
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Playing
hill-and-dale
cut record

Can what?

more profits on the records.
multiplied the enjoyment of their machines

Yes you can—with the Kent

Make Customers for lateral-cut records out of all
Edison owners in your community.
You mike a profit on the Kent Master Adapter and then many
Besides, they will all thank you for having

7/2‘6
KENT

Master
Adapter

Ask us

about it

Registered in U S Pat Office

their play.”’

MANUFACTURERS OF

Tone Arms, Sound Boxes, and Attachments
for Edison, Columbia and Victor machines.

KENT PRODUCTS ‘‘Win their way by

of $1,000.
T

That’s worth

Playing
lateral-cut
record

F. C. KENT COMPANY

Mulberry and Chestnut Sts.
Newark, N. J.
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Metropolitan Sales Representatives: M. M, ROemer SaleS Corp.

VITANOLA
FOURTEEN

Advertising is good only to the extent
that it{produces results.

Our Salurd&y'_’_Evening Post publicity is
creating hundreds of thousands new

prospective purchasers which VITANOLA

dealers are daily developing into buyers.

Qur national advertising, as well as
catalogs and other sales helps, are all
developed with the view of helping the
dealer sell his stock of VITANOLAS at the
least possible expense to him and in the
shortest period of time.

We have a real business - building,
profit - making proposition for dealers
who apply for it on their business
stationery.

Wtite today for the much talked of booklet
“Making a Phonograph Department Pay”
and sample of attractive vest pockel catalog

400 WEST 23:d ST.
NEW YORK, N. Y,

VITANOLA TALKING MACHINE COMPANY, 508 West 35th Street, CHICAGO, U. S. A.
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The Best Talking: Machine Needle on the Market

PACKED IN COUNTER SALESMEN

50 Needles to a box and they retail at 10 cents per box.
60 box'es to a package, $6.00.  This package costs you $3.90 net.
Your profit is $2.10 and your customer gets a needle that will give satisfaction.

THE FRED. GRETSCH MANUFACTURING COMPANY

60 Broadway a Manufacturers of Musical Instruments - BROOKLYN, N. Y,

I Canadian Wholesale Agent, H A. BEMISTER, 10 Victoria Street, Montreal, Can.
Western Distributor: WALTER S. GRAY, 530 Chronicle Building, San Francisco, Cal.
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VIOLAZHONE A

PHONOGRAPH NEEDLES

& EACH NEEDLE WiLL PLAY 10 REGORDS \

INTERNATIONAL BUREAU FOR TRADE-MARK PROTECTION 1%:0. which the Senate has just passed. The bil

. was passed by the House several weeks ago.

Established in Havana to Act for South American Countries and the United States—Bills Passed An international bureau to act for the coun-

by Congress to Afford Protection to Trade-marks Used in Other Countries Over a Year tries of South America and the United States

has been established in Havana, pursuant to this

WasHingroN, D. C., February 24—President the convention for the protection of trade-marks convention, but is unable to deal with the United

Wilson is expected to give prompt approval to and commercial names, made and signed in States in the absence of specific statute giving

the bill to give effect to certain provisions of Buenos Aires, Argentine Republic, on August 20, the requisite authority to the Commissioner of
- - Patents.

Senator Brandegee, in favoring the bill, stated
that many manufacturers making trade-marked
goads could not trade-mark any of the side lines
they might desire to manufacture with the
trade-mark they now own. “When they manu-
facture other articles and endeavor to give them
their trade-marked name there is no way in
which they can protect themselves in foreign
countries,” he added. “This bill provides that,
if they continue to use that name in foreign
countries for one year, they may file their trade-
mark on that name, as well as on the other

e &
\\-\\\ : goods they manufacture.
\\\ \ 3 “The situation now is this,” continued Sen-

\ ator Brandegee. “Take, for instance, the case
\\\\
\\\\“

Of populal makes Of pianos and other musical
\‘II\\\\
| \
.-I-\ ‘

instruments; a ‘shark’ in Cuba, say, or in some
I"

\\\\\\\\\\\\\‘\\ Y
&\\\\x\\\\\\\\‘ AN\ G

0 |

- s o
W -
!{'/,'H 1 ﬁ"/
l{-i -

N

|

'.\

Catll

mark. The result is that none of our pianos,
etc., of those names can be exported and landed
in those countries under their laws without
paying tribute to the shark who has trade-
marked the names, although he has done so
without the knowledge or consent of the manu-
facturers of the articles. This proposed legisla-
tion is designed to correct this evil, so that the
manufacturer here may trade-mark the name of
his own product if he has used it in foreign com-
merce for one year. The bill is designed to
relieve the situation I have outlined. Both the
House and Senate Committees on Patents were
unanimously of the opinion that it was a meri-
torious measure.”

“The situation is as Senator Brandegee has in-
dicated, not with reference to Cuba, because
there is an international bureau now estab-
lished in Havana in pursuance of other legisla-
tion and other conventions,” said Senator
Fletcher. “But with reference to Argentina, I
A QUALITY RECORD A FAST SELLER am told, as an actual occurrence, that a mer-.

chant of Buenos Aires ordered a lot of goods

from the United States which are shipped under
A LIVE ORGANIZATION a trade-mark. Under the laws of Argentina the
‘shark’ to whom Senator Brandegee has re-

ferred can register that trade-mark even after

AD

mark on the name of ¢ i [or & ,) or other
popular trade-marked names, and gets a trade-
(

¥ %}
1

Write At Once for the order is given and the goods are on the
q way, and when they arrive he can claim tribute.
DealersTerms,Etc. In one instance such an individual actually

undertook to confiscate the American goods be-
cause they came under a trade-mark which he

Im me dia te Deliv er ie S had registered and claimed as his own.”

All worth while results are achieved by effort,
usually by painstaking. persistent, unsparing ef-
fort. Thoroughness is not accompanied by
hasty, careless methods.

Lyraphone Co. of America

Get in touch with us. We have everything in
the phonograph line—Ncedles, Tone Arms, Motors,

11 M h L4 S N k N J Cahincts,‘ all kinds of_ accessories and repair parts.
7 ec anic treet ewar ’ . . We specialize on Main Springs, Bettertone Phono-
graphs. Let us dc your repairs.
PLEASING SOUND PHONOGRAPH CO.,
204-206 East 113th St., New York.
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KESNER & JERLAW

PRODUCERS OF

Exclusive Phonographs

FOR THE

Jobbers and Large Distribulers

SCIENTIFICALLY CONSTRUCTED
PIANO FINISHED
WHOLESOME NATURAL TONE
LOUDEST OF VOLUME
LATEST AND BEST MODIFIER
OUR OWN PATENTED HORN
IMPROVED PERFECT SOUND BOX
BALL-BEARING TONE ARM

LATEST TYPE OF GUARANTEED
MOTOR

NEW BEVEL EDGE TURNTABLES

SIX BEAUTIFUL MODELS

OF ARTISTIC DESIGN

Every Phonograph is
GUARANTEED FOR ONE YEAR

Against All Manufacturer’s
Imperfections

Write For All
Information and Particulars
To Either Address

M. L. KESNER ' N. JERLAW
47 West 34th St. 316 So. Clark St.
NEW YORK CRHICAGO { {
Telephone Telephone _ il ADVERTISING MATTER
Greeley 6251 Wabash 2646 . [ FURNISHED

WITHOUT CHARGE
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will sell fast.

“Just Like the Rose” and “When You’re
Alone,” fox-trots by the Paul Biese Trio,
A-2864.

NEW YORK

OHIO TO HAVE PARAMOUNT SERVICE

John Young of Cleveland Organizes Ohio Para-
mount Sales Co. to Distribute Paramount Ma-
chines and Records in the State of Ohio

«CLEvELAND, O., March 5.—The Ohio Paramount
Sales Co. has been. organized by John Young,
of the Young Furniture Co., 6101 Euclid avenue,
to distribute Paramount talking machines and
records to the dealers in the State of Ohio.

Mr. Young made a brilliant success in the
talking machine business and, a few years ago,
organized his own company to handle high-
grade furniture and instruments, but waited
until he could secure a line of unquestionable
quality and merit.

This indicates another step forward in de-
veloping the dignity of the industry, as Mr.
Young’s organization is of exceedingly high
character and will consider handling nothing but
that of quality with which to supply the trade.
Now merchants can secure a complete line of
instruments and records of the same name and
gvarantce for their customers instead of risking
a commercial black eye by selling merchandise
of doubtful quality.

Theo. Zillier has been placed in this terri-
tory by the Paramount Talking Machine Co. as
their factory representative for the purpose of
cc-operating with the Ohio Paramount Sales
Co., and to render the most modcrn and efficient
service to dealers.

With this new representation the Paramount
Talking Machine Co. expects to do a large
business in the Ohio territory. Mr. Young has
made plans for an active campaign and is lining
up dealers in all sections.

HEMPEL FLIES TO CONCERT

Famous Edison Artist Makes 200-mile Air Trip
to Keep Texas Engagement

Frieda Hempel recently made an airplanc
flight from Fort Worth to Austin, Texas, a dis-
tance of about 200 miles, to keep a concert
date. Her own telegram, sent immediately af-
ter she landed, tells the story:

“Fort Worth just wild with enthusiasm.
Wouldn't depend on train down here. Hated to
disappoint audience, so I engaged two airplanes,
one for Bos (pianist) and one for me. We had
most wonderful. trip. Stopped for lunch at
Waco. Made the whole trip in less than _four
hours with excellent pilots. This the only way
of traveling. Please wire friend husbafid that
I am alive. Oh, how we loyved it.”

VISITORS AT COLUMBIA OFFICES

Among the recent visitors at the executive
offices of the Columbia Graphophone Co. wcre
the following Columbia dealers: Byron Mauzy,
San Francisco, Cal.; Helen Plummer Howard,
manager of the Hauschildt Music Co., Oakland,
Cal.; A. Shemanski, Eastern Outfitting Co.,
Seattle, Wash.; J. Shemanski, Eastern Out-
fitting Co., San Francisco, Cal,, and N. A. Mel-
vin, Bangor, Me.

E. A. Geissler, of the George J. Birkel Co,
Los Angeles, Cal., married recently Miss Louise
Nixon Hill, of that city, the wedding being a
most fashionable affair. Mr. and Mrs. Geissler
plan to spend a portion of their honcymoon
in the East.

DEATH OF WELL-KNOWN VICTOR MAN

Lucien D. Callahan, Representative of the Louis
Buehn Co. of Philadelphia, Passes Away Fol-
lowing Short Illness at Wilkes-Barre

PHILADELPHIA, P4, March 1.—Lucicn D. Calla-
han, while engaged in his work as representa-
tive for the Louis
Buehn Co., this city,
was taken suddenly ill
on February 17, pass-
ing away in the hospital
at Wilkes-Barre on the
following Saturday,
February 21.

This news came as
a great shock to the
Victor trade, both in
the East and West, for
Mr. Callahan, previous
to his coming with the
Lotuiis Buehn Co., acted as representative for
the Victor Talking Machine Co. in the Middle
Western States and on the Pacific. Coast.

He was a young man of recognized ability;
and through his personality and character of
work miade many close friends in the talking
machine industry. The rcmains were. brought
to his home in Philadelphia, whcre the funeral
took place on Tuesday, February 24. It was
largely attended.

L. D. Callahan

The Albcrt Phonograph Co., 211 South War-
rcn strect, Trenton, N. J., has been incorporated

_with capital stock of $100,000 to engage in the

manufacturc of phonographs, talking machines,
etc.

Humanly Efficient

Best Describes the

DITSON VICTOR SERVICE

DITSON SERVICE does not confine itself to the work
of forwarding goods from the factory to the dealer, but
goes beyond and offers to the dealer that personal inter-
est that helps him meet problems and make profits.

Ideal for New England Victor Dealers

Victor Exclusively

OLIVER DITSON COMPANY, Boston

CHAS. H. DITSON & CO., New York

O — < R
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AND WHILE THE MUSIC IS PLAYING

Farmer Habig Collects 115 Eggs From His
Musically Uplifted Hens—Writer in New York
Mail Tells the Temperamental Story

Fast on the heels of several important or im-
portant-if-true scientific discoveries that hawe
gob-littered the columns of the public prints
since the story of the interstitial gland saw
the light, comes a significant announcement
from Indiana, the literary center of the nation.

A farmer, having discovered a phonograph
in his spare sock on Christmas morning, per-
mitted his hens to listen to the music it pro-
duced. The results of the impromptu musical
miornings have astonished and delighted him.
His hens, only tolerable layers in the old music-
less days, have begun to double their output.

This Indiana farmer—Habig is his euphonious

stage name—now not only permits the hens to

overhear the music as the phonograph grinds
out its notes in the kitchen, as he used to do,
but he has installed the phonograph right in

EASTERN REPRESENTATIVE

IRONCLAD MOTORS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS { TURNTABLES Stylus B

MOTOR FRAMES tylus Bars
TONE ARMS Grey Iron 4 TONE ARMS Screw Machine Parts
REPRODUCERS  and Brass for { HORNS and THROATS Talking Machine Hardware

Direct Quantity Importations On {

‘CHERINGTON MFG. CO. D R DOCTOROW

JEWEL aad STEEL (Bulk or Packed):
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East’g2nd 8t., NewYork
Tel. Vanderbilt 5462

the hen house, where 122 Orpingtons and Ply-
mouth Rocks, Buff Cochins and Brahmas dwell
together in peaceful industry. The result is
that, whereas formerly he gathered 65 eggs in
one day, he now collects 115.

It must be carefully noted, also, that the
music furnished to the denizens of Habig’s hen
house is jazz—only jazz, to the entire exclu-
sion of the higher forms of musical art. We

(—E—
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Makers of Superior A
Specialties for Phonographs

Squawking Machines

e SCOTFORD Tonearm and

erior Universal Reproducer
“u)E ATTRIBUTE a large part of our success

to the improvement in our machine from the
first Scotford Tonearm received from you. Weare
positively satisfied, and our only fear is that in the
face of the multitude of competition temporarily on
the market you may try in some way to cheapen to
meet this. DON'T DO IT! The writer has been
connected with “tone” all his life—and you have it"

Frank D. Perry—Hudson, New York

CThe Scotford Clonearm and Superior Universal Repro-
ducer will not be cheapened. We know that the field is
amply filled with Tonearms and Reproducers that sell on
price. e are serving that better class of trade which is
building on quality. CThey appreciate the fact that only
those who build the Phonograph as an Instrument of Music
will survive the tests of time.

Sample Set with Black Composition Diaphragm
Extra Reproducer with Mica Diaphragm . .

Prepaid anywhere, on receipt of price. : )
return within a reasonable time; in which event the full price will be refunded

Quantity Prices on Application

Barnhart Brothers &
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would suggest that Mr. Habig develop his re-
munerative experiments further by subjecting
his hens to the elevating influences of such
classic selections as Dvorak’s Symphony No. 3 in
M major, Opus 76; the Bruch Concerto in G
minor, Opus 26; “Sounds of the Forest,” from
Wagner’s “Siegfried,” and Beethoven’s Sonata,
Opus 57.

We are confident that these works would im-
part to the fruit of Mr. Habig’s spiritually stim-
ulated hens arpeggio effects and pizzicato
nuances that would open new worlds of emo-
tional uplift to the ultimate consumers thereof.

We await from Mr. Habig interesting dis-
closures of the possibilities of the higher forms
of music upon the languid hen that hesitates
on the verge of being lost in the sterile re-
gion of paralytical unproductiveness.

E. G. BROWNE IN FLORIDA

Secr;atary of the Talking Machine Men, Inc.,
Enjoying Vacation in the South

E. G. Browne, secretary of the Talking Ma-
chine Men, Inc., the organization composed of
talking machine dealers of New York, New Jer-
sey and Connecticut, left last month for Palm
Beach, Fla., accompanied by his family, where
he will spend several weeks in an effort to get
a much-needed rest.

Mr. Browne is very active in both the pianu
and talking machine trade associations, and re-
cently much of his energies has been devoted
to those channels.

GRUBSTEIN HELD FOR FORGERY

Samuel Grubstein, 32, of 91 Springfield ave-
nue, Newark, N. J., who was taken to the
Bellevue Hospital in New York recently, suf-
fering from bichloride of mercury poisoning,
was placed under arrest charged with forgery.
He is Said to have taken blank checks from
Nathan Krasner of 54 West 115th street, and
presented one of them for $191 to the Fulton
Phonograph Co., 640 Broadway.

Nickel Gold
$8.50 $10.50
5.15 6.75

Submitted on approval. subject to

Spindler

Monroe and Throop Streets

P
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Chicago, lllinois

NEEDLES

and

The Best in the World in

Talking Machine Accessories
AND

United States Music Co. Player Rolls

The retail price of these rolls runs from fift
P 409

cents to one dollar each. Your discount

f. 0. b. San Francisco.
942 Market St.,San Francisco, California
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PHON RAE“
SPEAKS F(‘))lgi ITSELF

-

No. 150—$85

Model 105—Price $105

THE MOST WONDERFUL TALKING MACHINE OF THE PRESENT AGE
AT THE PRICE. AN INSTRUMENT OF SUPREME
VALUE, TONE AND QUALITY
The CLEARTONE has become very popular because of its quality, splendid value
Model 175—Price $175 | and the advertising sales campaign that now stands in back of it. DEALERS!
: Watch us grow—write for our agency and grow with us.

LATEST 84-PAGE CATALOG NOW READY !

LUCKY 13 PHONOGRAPH 0. 46 Exst 12 Sreet. New Vork




78 THE TALKING MACHINE WORLD MarcH 13, 1920

X PHONOGRAL
=" SPEAKS FOR ITSELF

NEEDLES SAPPHIRES DIAMONDS

SPECIAL OPPORTUNITY

Sell ‘Highest Grade Needles Packed in Envelopes.
We Are Getting 100 Million Per Month—AIll Live
Dealers Are with Us—Send for Samples and Particulars

Opera Needles We are the largest job-
are made to our own specifications. bers Of Steel Needles
They are highly-polished, nickel-plated in the world
needles.
A glance at a sample will convince you that they
are the finest finished needles on the market. Must sell one billion needles in 1920
You can be assured of the quality by sending 2 customers 100 million each;
for free samples. . who’s next?

Prices as follows:

10,000 lots, 45¢c. per M 100,000 lots, 40c. per M
1,000,000 lots, 35c. per M 5,000,000 lots, 32c. per M

We are the largest-jobbers of Sapphires and
Diamonds in the world .

We are the original headquarters for genuine
Cleartone Sapphires and Diamonds

All our genuine Diarhond and Sapphire Points are absolutely uniform,
silver-plated and the highest quality jewels on the market

Prices subject to revision without notice

Sapphire Balls Sapphire Points ’ Genuine Diamonds
Each Each Each
' i D L ]87 Sample...........covii. .. $1.75
Dozen Lots................ 6¢ ozen| Dot c Dozen Lots. . ... ... . 150
Hundred Lots.............. 13¢ Hundred Lots........... .. I15¢ | HundredRiTre TR 1.40
Thousand Lots............. 12¢ Thousand Lots .. ......... 13V4c I Thousa L 1.25
5-Thousand Lots........... e 5.-Thousand Lots .......... 12¢ 5-Thousand Lots.......... 1.15

SPECIAL PRICES ON LARGER QUANTITIES
1920 Catalog Listing Everything a Phonograph Man Needs

LUCKY 13 PHONOGRAPH C0., 46 East 12th Street, New York
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l P! ! READ!
S O ° LO OK ° ; °
Something new for Lucky 13! Half Dozen, $9.75 Each.
We-are now manufacturing our Dozen, $9.00 Each.
own motor, and can offer imme- 100 Lots, $8.50 Each.
diate deliveries in any quantity. 1000 Lots, $8.00 Each. | {
? | {
—you can 't c )
Send for samples—y Bevel-gear wind; plays seven M =
g0 wrong. ?C-inch records without re-wipd ll {aia
This is the best buy on the ing. Complete with all parts in-
motor market to-day. cluding 12-inch turn table. CLEARTONE MOTOR NO. 11
SPECIALS FOR MOTOR, TONEARM, REPRODUCER AND CABINET MANUFACTURERS
Cast-iron Turn Tables in any quantity at the right Main springs and governor springs to fit any motor
price. Felts in Discs or Squares, 10 and | 2-inch, all- Tone modifier rods.
wool. . Continuous hinges.
Mica, first and second quality, clear, in any size. Cover Supports.
Your inquiries will have our best attention.
SUNDRY DEPARTMENT
MOTORS W@l &5 H6650000000600000000006003 Per set 4.00 We also carry other size maln springs to fit
No. 1, double-spring, 10-inch turntable INO5 (31506000060 C10651000 5 1000000006640 Per set 3.70 Vietor, Columbia and all ether meotors.
D‘L-lils 2 10-inch 1-éc01-ds ........ :_“: $3.75 NO. T i i i it eiiennnnanes Per set 3.75 S ial 1 springs In large qunntftles.
No. 2, double-spring, 10-inch turntabie, oy - S - - i A Per set 2.95 pecial prices on Spri
plays 3 10-inch records, $4.00, with Sonora tone arm with a reproducer to fit
12-inch turntahle ........... o000l 4.25
1\‘-0.l 9,_ double-spring, 12-inch turntable, RECORDS—COLUMBIA
1\': ‘;: sdfu:)(::zd:‘i;ecm;l;'.I:::tllt(::uftl:::;e [ MAIN SPRINGS lo-inch double dise records, 42e each; 12-in,
. Oy 3 2 -1 "ut: f 9
plays 4 10-ingb records, castiron frame 9.85 No. 00, % in., 9 ft. .ooooivniiiiiiiiiiinnns 29¢ SEencil
No. 11, double-spring, 12-inch turntable, No. 01, 3 in, 9 ft. ... ioiiiiiieiennn.. 26¢ We also manufacture special machine parts,
pln‘}'s 7 10-inch records, castiron framc, — No. 02, 3 In,, T ft. ..ooeiiiiiiiiininnneennn 28¢ such as worm gears, Stanlpings, or any screw
hevel gear wind........... Srreraeeiens 9.55 No. 1 % in, 10 ft. ....veieiiiininenennrnns 39¢ machine parts for motor; reproducer and part
No. 01\, 3 in, 10 ft. ......cciiiiunenannn 49¢ manufacturers.
TONE ARMS AND Ne. i- :Z:G “‘n lf(: floocoeeiii jgc Special quotations given to quantity buyers
No. 3, u., e erreseieaeieriaaatasanes © in Canada and other export polnts.
REPRODUCERS No. 4, i 10 FL. v 49¢ Weite for OUF @.page (catdibE, tha. oniz. one
(Play All Records) No. 5. 1 in., 11 ft., heavy ................. 69¢ of its kind in Amerlca, Illustrating 33 different
S 3 600000f o 1 55000 00 REEEo Per set $1.75 No. 6 1% in., 11 ft. ..oooonvinnnninnnnn, 99¢ styles of talking machines and over 500 differ-
MN®o & - ~oaccccnscomsosss BBoosa ads I'er set 1.98 No. 7, 1 in.,, 25 gauge, 153 ft. .............. 89¢ ent phonograpbic parts.

New York
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Oh, how youw’ll laugh when you hear Nora Bayes sing
“Oh! How I Laugh When I Think That I Cried Over
You” and ‘“Snoops, the Lawyer.”
worth lots of money to you.

This record is

Columbia Graphophone Co.

NEW YORK

————————————

PIANOS AND PLAYERS IN THE TALKING MACHINE BUSINESS

Can Be Made to Work Out to Excellent Advantage Is the Experience of F. Clark Adsit, of the
Edison Shop, Indianapolis—Training Talking Machine Men in Player Selling

InprawapoLts, Inp, March 4—That the talk-
ing machine business can fit into the piano
and player business has long been demonstrated.
When F. Clark Adsit took charge of the Edi-
son Shop he decided that there was no reason
why the piano and player business could not be
fitted into a former exclusive talking machine
business without benefiting one line to the
injury of the other.

For five years the Edison Shop was run
by the Kipp Phonograph Co. as an exclusive
phonograph shop, and it was not only one of
the first. in the local field, but it was equipped
as only the modern talking machine shops are
equipped. The Shop was recently acquired by
the Adsit Music Co. Mr. Adsit has had years
of experience in the piano business and he is
well qualified to build up a piano and player

business in conjunction with the phonograph
business.

In answer to the question as to whether he
thought the piano and player business could
be handled along with the talking machine
business, Mr. Adsit said that it was being
done by other music houses in the city.

“A man from Davenport, Ia., was in the store
the other day and he said the piano and player
business could not be added to a phonograph
business without turning the business into a
piano business chiefly or keeping it a phono-
grapli business,” said Mr. Adsit. *“But I be-
lieve that it can be done.

“The piano business is already working into
our business very nicely. The first day we had
a piano on the floor we sold it a few hours after
it had been there. And it was one of our phono-

OPEN VIEW
PLAYS ALL RECORDS

CLOSED VIEW

MADE LIKE AN ELEGANT
TRAVELING CASE

13% X 13% X 10 INCHES

The Phonograph of Value

Newest Type Motor

For Home Use

Leatherette covered case made of resonant wood. with
leather handle, complete nickel trimmings and needle
carrier.
silk grille.

TONE EQUAL TO ALL HIGH GRADE

EVERY MACHINE GUARANTEED SATISFACTORY
DEALERS, ORDER FROM YOUR NEAREST

WADE TALKING MACHINE CoO.
14 N. Michigan Avenue, Chicago, Ill.

TIMES SQUARE AUTO & SUPPLY CO.
12th St. and Michigan Avenue, Chicago, Ill.

S. J. STONE & CO., Beloit, Wis.

A. G. KUNDE CO.
516 Grand Avenue, Milwaukee, Wis.

TRI-STATE SALES CO.
218 East 10th Street, Kansas City, Mo.

NATIONAL PHONOGRAPH SUPPLY CO.
411 Shukert Bldg., Kansas City, Mo.

Distributors, make connections now to handle this very

PORTABLE PHONOGRAPH COMPANY

RESERVE BANK BUILDING, KANSAS CITY, MO.

THE

TRADE MARK REG.

Universal Tone-Arm
Record Compartment

For Outings

Finished inside in maroon leather effect with

PHONOGRAPHS

DISTRIBUTOR—A PROFITABLE
PROPOSITION FOR YOU:

popular machine in your district

graph salesmen who sold the piano.” Mr. Adsit
explained that he proposed to carry on his piano
and player business through his present staff
of phonograph salesmen. ;

“If a man has selling ability he can sell
pianos,” said Mr. Adsit. “If he can sell phono-
graphs there is no reason why he should not
be able to sell pianos and players.” Mr. Adsit
is giving his force pointers on piano selling.

“There is some difference in the way a phono-
graph is sold as compared to a piano,” com-
mented Mr. Adsit. “There is more inclina-
tion as a rule in the sale of phonographs for a
salesman to go into details of construction, tell-
ing the customers about the tone arm, etc. A
salesman does not have to contend with these
details so much in piano salesmanship. A cus-
tomer who is musically inclined is first inter-
ested in the tone of the instrument and also in
the beauty of the thing as a whole. As re rards
tone, it is something like selling a violin to a
musician. The violin may be black and smudgy
in appearance, but what the musician is after is
the tone.

“Of course, there are people who buy through
their eyes more than through their ears. If the
design of the case of piano or player appeals
to them they are more likely to be pleased with
the tone.”

Mr. Adsit is working out plans to interest the
phonograph customers of the Shop in the
piano and player lines. Where it is found a

What More Can You Ask

All the features that go to make a talking
machine Profitably Salable you will find as
regular equipment of Magnola: “‘Built by
Tone Specialists.”

W
Watching the Music Come Out

Complete description of all these features is
to be found in our handsome illustrated
catalog, which we should like to send you.
May we? Ask us to tell you our plans
for your benefit!

MAGNOLA TALKING MACHINE COMPANY
OTTO SCHULZ, President

General Offices Southern Wholesale Branoh
711 MILWAUKEE AVENUE 1530 CANDLER BLOG.
CHICAGOD ATLANTA, GA.
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A talking machine motor casing—die-cast by Doehler

I The Doehler Company places at your
disposal a staff of engineer specialists
whose recommendations are author-
itative, manufacturing plants able to

whose hands you

You can do no better than put your die-casting up to Doehler

THE WORLDS LARGEST MANUFACTURERS OF DIE CASTINGS |

| DOEHLER DIE-CASTING Co

AND EASTERN PLANT

LYN, N.Y.
SALES OFFICES IN ALL PRINCIPAL CITIES

TOLEDO, OHIO.

customer has a player, then his roll business will
be sought. The Shop is now handling the Vocal-
style and Q R S rolls.

“The reason the young man who bought the
first player made the purchase was due to two
things,” Mr. Adsit remarked to his salesmen.
“He was stuck on the case and the tone pleased
him.” Mr. Adsit recalled that some of the
greatest piano salesmen have not been able to
play a note and said the fact that a salesman
cannot play should not be permitted to handi-
cap him.

Mr. Adsit is hoping to have his full line of
pianos and players in the Shop by March 1.
This line will include Packard pianos and
players and the A. B. Chase reproducing pianos.

State Representatives Wanted

By established manufacturer of
talking machines making an unusually
high-grade line at moderate prices.

This is a big money proposition and
only men who can show a successful
record will be considered.

Kindly answer the following ques-
tions in your application.

All replies will be treated as strictly
confidential.

1. Territory desired?

2 What territory have you been cover-

ing?

3. Experience, if any, in the talking ma-
chine business. (Experience is de-
sirable but not essential.)

Give summary of your experience for
the past five years.

Are you employed at present?

By whom?

In what capacity?

Why do you wish to make a change?

Have you sufficient financial strength
to employ sub-salesmen for the pur-
pose of thoroughly covering your
territory?

10. Give references.

Address M. R, 17, care The Talking Ma-

chine World, 209 S.’ State St., Chicago, IIl.
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BIG STRADIVARA SALES

Compton-Price Co. Finds New Factory Develop-
ments None Too Large to Take Care of In-
creasing Demand for Stradivara Phonograph

Compton-Price Co., of Coshocton, O., makers
of the Stradivara phonograph, did the most
successful business in January and February
thhat this house has ever experienced. Louis
V. Nippert, of the company, recently stated
to a representative of The World: ‘“Our dealers
seem keenly alive to the situation in the
phonograph market, and are protecting them-
selves against shortage and further raises in
prices by sending in their fequirements for
many months ahead. We are glad that a fore-
sighted policy on our own part enables us to
accept and book these orders for shipment at a
later date. We have bought well ahead on
materials, and are in turn able to give our deal-
ers the benefit of this saving.

“These dealers are not a bit slow in taking
advantage of our service, seeing as they do the
uncertainty of market conditions. In this con.
nection, we have always tried to make it plain to
our trade that it is the policy of this company
to further protect them by not booking more
orders than we are capable of handling. One
hundred per cent. service in every department
of our business is our motto, and our rapidly
ircreasing list of enthusiastic Stradlvara dealers
is tangible proof that we are succeeding in mak-
ing this idea a genuine reality.”

NEW WEEKLY HOUSE ORGAN

Attractive Publication Issued by Columbia Co.
Makes Its Initial Appearance

A new house organ named the Columbia Tone
Arm Weekly made its appearance last month,
and this publication, which is issued by the Co-
lumbia Graphophone Mfg. Co., at Bridgeport,
Conn., promises to be one of the most valuable
house organs issued by any factory organization

Y ou cannot afford
to take chances

Assuming that you have already been convinced
of the economy of using die-cast parts there is
still the matter of choosing the die-caster in

reputation of your product.

If you make a choice on a purely price basis—
that’s one thing. But if you demand quality,
uniformity and service the Doehler Company
can supply your need.
ings of that high grade on which you insist.

execute your order, however large or
small, within a specified time, and ‘an
organization of skilled workmen who
are expert through years of experience.

are willing to trust the

It produces only cast-

WESTERN PLAN

CHICAGO, "ILL.

D. D, C.-21
]

in the country. It is the intention of the com-
pany to continue the popular Tone Arm
Monthly, but the weekly will try to give the
news of the organization in a newsy way and
by being published oftener will keep pace with
the tremendous growth of the Columbia factory
forces. The first issue is filled with interesting
and timely chats regarding the various depart-
ments at the Columbia plant, together with ar-
ticles of a semi-editorial nature and cartoon
drawings that combine humor with pertinent
messages.

The Columbia Tone Arm Weekly is a four-
page newspaper and in size and make-up is simi-
lar to the Colummbia Record, which is issued at
the executive offices in New York and is
recognized as one of the leading industrial
house organs. An interesting feature of the
new.weekly is the use of photographs and short
biographies of employes in the factory depart-
ments, and this section promises to be an im-
portant link in enhancing the spirit of good-
fellowship and good-will that pervades the
entire Columbia manufacturing organization.

KEEPING IN TUNE

means harmony; co-operation means harmony.
If you Victor dealers intend to co-operate with
the Victor Management, keep in tune with Victor
advertising policies. Advertise your Victor rec.
ords inexpensively, yet effectively on your record
delivery envelopes, = For details, use coupon on
pagtlr 45 or pin this ad to your letterhead and
mail to

LU-FRANC SALES SERVICE
1202 Dime Bank Bldg. Detroit, Mich.
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GARFORD MFG. CO. NAME CHANGED

Elyria, O., Motor Manufacturing Concern Now

to Be Known as the General Phonograph Mfg.
Co.—Otto Heineman Chairman of Directors

It was formally announced last month that
the name of the Garford Mfg. Co. had been
changed to the General Phonograph Mfg. Co.
A. G. Bean, president of the company, states
that there is no other change in the organization,
the officers remaining as they are now and the
location of the factory continuing at Elyria, O.

The controlling interest in the Garford Mfg.
Co. was purchased some time ago by Otto
Heineman, president of the General Phonograph
Corp., and at the present time the mammoth
plant of the Garford Mfg. Co. is devoted almost
in its entirety to the production of Heineman
motors, tone arms and sound boxes. The fac-
tory is one of the most up:to-date and efficient
manufacturing plants in the Middle West, and
under the able direction of Mr. Bean has been
a vital factor in the tremendous success of the
Heineman product. Otto Heineman is chair-
man of the board of directors and an exception-
ally capable factory organization has been de-
veloped during the past few years.

AEOLIANITES HAVE LEAP YEAR DANCE

Ladies of the Aeolian Employes’ Association
Act as Hosts to the Men at Interesting Party
Held on Last Tuesday Night of February

The members of the Aeolian Employes’ Asso-
ciation, at least the lady members, took advan-
tage of the opportunity that occurs only once
in four years to hold a Leap Year dance on
the fourth floor of Aeolian Hall on Febru-
ary 24, following a buffet supper. The arrange-
ments for the party were in charge of Miss
C. E. Quinn, secretary of the Association, and
there were a number of interesting surprises
for the male guests. Being Leap Year, the
ladies appeared in the role of hosts, asking the
men to dance, to partake of refreshments, etc.
The men enjoyed the unusual experience to the
utmost and got on the floor in couples just in
order that the members of the fair sex might
“break” them for the dance. One bright mind

The Booth Felt Company, Inc.

Mechanical Felt Products

Turntable Felts

Needle Rest Felts

’

BROOKLYN, N. Y.
463-473 Nineteenth Street

Motor Brake Felts

We carry a large stock of well assorted merchandise
which insures prompt deliveries.

If interested in Velour or Velveteen Discs
we can supply them.

FACTORIES

Motor Felt Washers

Cabinet Strip Felt

CHICAGO, ILL.
732 Sherman Street

went so far as to suggest that the ladies might
appreciate the temporary change of position to
the utmost by staging a- theatre party, but the
hint was not taken.

OSBORNE’S CLEVER ADVERTISING

During a recent lecture in Belfast, Ireland, on
“Some Musical Facts, Fancies and Fads,” Cap-
tain C. J. Brennan delivered quite a eulogy of
the gramophone, which, he stated, had done
much to popularize good music of late years.
This lecture formed the basis of a very excel-
lent advertisement carried by T. Edens Osborne,
the enterprising talking machine factor of that
city, in which he said: “Having been the first

HERE IT IS!!
The “Hustylus”

HE little wonder-device that
makes Pathé records playable
on practically every instrument.
The greatest thing that has yet
happened for the Pathé dealer.

Sweeps all clumsy “adapters”
into the discard. As simple to use
as any steel needle.
million instrument owners to the
Pathé dealer’s market.

Ask your jobber

Herbert & Huesgen Co.
Sole Sales Agents
18 East 42nd Street
New York

i

It adds many

be devoid of speeches.

to introduce the gramophone to Belfast (in
1898) twenty-two years ago, I naturally feel
grateful for the Captain’s praise of a marvelous
musical entertainer the popularity of which is
attested by the fact that thousands of these
world-famous instruments and many thousands
of records have been sold by me during the time
mentioned.”

TALKING MACHINE MEN MEET

Plans Progressing for Annual Banquet on April
14—Success in Combating Questionable Ad-
vertising—Other Features of the Session

The monthly meeting of the Talking Machine
Men, Inc., the organization composed of talk-
ing machine dealers of New York, New Jersey
and Connecticut, was held last month at the
Hotel Pennsylvania. Of spetial importance was
the report of the various committees on the
plans and arrangements for the annual banquet
and election to be held on April 14.

The committee on entertainment, composed of
John E. Hunt, chairman; J. J. Davin, E. G.
Browne, A. Galuchie, Irwin Kurtz, M. W. Gib-
bon and Cass B. Riddel, have arranged a very
novel affair for the evening and among other
things they announced that the affair was to
The tickets, including
dancing, dinner, etc., are five dollars, and the
present plans have been made to care for over
six hundred people. )

A nominating committee was appointed, com-
posed of O. J. Rooney, M. Goransky, H. Bersin,
G. Armstrong and I. Resenberg.

The meeting was addressed by representatives
of the Harlow Insurance Plan and the Morris
Plan of Industrial Finance Corp., who explained
the workings of their businesses as applied to
the talking machine trade.

The grievance committee reported on the re-
sults they had obtained in bringing to the at-
tention of various advertisers misleading copy
which had appeared in some New York papers
since the first of the year. In every case the
advertisers in question entered into agreements
acceptable to the members, which proves that
much can be accomplished by getting together
with the house or houses who from time to
time are charged with lowering the standards of
their newspaper copy. Over forty members at-
tended the session.

The Red Cross Decorating Co., of Centerville,
la.. have installed two booths and have placed
a competent manager in charge.
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CHANGED ONLY ONCE FOR PLAYING
TEN RECORDS — AND GUARANTEED
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WE ARE GOING TO PUBLISH A BIG LIST OF MYSTO JOBBERS AND
DISTRIBUTORS NEXT MONTH.

EVERY REAL JOBBER SHOULD BE LISTED.
WRITE TODAY FOR MONEY-MAKING JOBBERS’ ARRANGEMENT.

NEEDLES FURNISHED IN COUNTER DISPLAY STAND JUST LIKE
CUT SHOWN-—50 NEEDLES IN EACH PACKAGE RETAILING FOR 10c.

“If it pertains to a phonograph we have it.”

Amailgamated Phonograph Accessories Corporation

Dept. 2—12 E. 42nd St. NEW YORK
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JOHN H.WILSON,Manager

324 \WASHINGTON ST.,BOSTON,MASS.

STONNEW. <

BosToN, MaAss., March 3.—Never in the history
of the talking machine business has the trade
suffered so much inclemeut weather. February
will pass into history as a month that brought
nothing good to business at large and the talk-
ing machine houses everywhere have shared in
.the difficulties due to unprecedentedly cold
weather and heavy snows. While other parts
of the country have suffered considerably, it
has been New England that probably has been
the hardest hit and from Connecticut to Maine
business has been at times completely demoral-
ized. That occupants of homes have been shut
in for days at a time, thereby materially halting
retail trade, was not the worst of the situation
by any means, for the rigid embargo placed on
shipments has seriously halted the receipt of
goods from the factories. Machines have been
very hard to get at times, but perhaps the most
noticeably serious consequence has been in the
late arrival of the March records, most of
which did not come into the possession of the
distributors until the eleventh hour. As the
trade well knows there is an immensc amount
of work involved even then in getting the in-
stalments ready for the retail shops. The re-
sult was that in many large Boston establish-
ments the employes worked all night of the
twenty-eighth and all day the following day
(Sunday) supplying dealers’ requirements.

Hope for Normal Conditions Soon

Meanwhile the demand for goods began heavy

the first of February and continued right

through the four weeks, so that if the goods
could have been obtained—for the freight em-
bargo went into force early in the month—busi-
ness would have been splendid. Lverybody is
therefore hoping that March has something bet-

“New England Service for
New Engleand Dealers”’

85 Essex Street

Spring, for the snow is four and five feet on

EASTERN Service specializes in New
England and has one chief aim—to help
Victor merchants put over the best year in 1920.

The Eastern Talking Machine Co.

VICTOR WHOLESALERS

Steinert Service Serves
M. STEINERT & SONS CO.

35 ARCH ST. BOSTON

I vy

WHOLESALE HEADQUARTERS

With our newly completed service depart-
ment, a reality and a model for the good
of the retailer, we are prepared to offer
valuable ideas to our retailers to help resell
such goods as are now obtainable.

the level in most sections of suburban New Eng-
land) there will be an opportunity to catch up.
Fundamentally, conditions are excellent and it
only needs favorable weather to open the
Spring campaign.
Boston Men Liked Musi¢ Show

The Boston trade was well represented at the
National Music Show in New York and every-
one who went over appears to have had a de-
hghtful time in a social way as well as a profit-
able one from the business point of view. Talk-
ing machine men found much to interest them
in some of the new types of standard makes,
while there were many new products whose
special claims to distinction were carefully in-
quired into. It is generally conceded that the
show was quite worth while, as it gave the
manufacturer, distributor, dealer; jobber, all of
them, a new angle on trade developments.

Period Vocalions on Boylston Street

Under the local management of E. M. Wheat-
ley the Vocalion Co. is making good headway.
The Boylston street warerooms are now fur-
nished with some new models, some of them
pcriod design, which are quite the handsomest
designs seen in a long time. The two able young
men whom Mr. Wheatley brought over from
the New York warerooms, John Francis Leavy
and Raymond Clarke, are proving themselves
welcome additions to the retail staff.

Steinerts Beat Freight Embargo

The M. Steinert & Sons Co. was one of the
lccal concerns that had to bravely face the
freight embargo, especially as regards the
March Victor records. Kenneth Reed, the
wholesale manager, in discussing the situation
with The World, made it plain that the Steinert
organization aims to give its dealers the best
possible service, which meant that it would be
nccessary for all hands to work all of Saturday
night and all day Sunday. He said that the
American Express had refused to handle any
more freight and that there were even then
(this was the eve of March) several hundred
pieces of freight in which the Steinert house
was interested awaiting disposition. It is of
special interest, however, that in this case the
March consignment of records was distributed

| (Continned on page 86)

ter in store for the trade. If only normal con-
ditions can obtain from now on (one wonders
how late this weather is to continue into the

OOD
SERVICE

is always char-

acteristic of

good business.
Without one
the other does
not exist.

BOSTON




84

Marcru 15, 1920

THE TALKING MACHINE WORLD

—— g
= gy ~——
f<'s 5 e o .— :
1 " - > N
. By, o . - .
- . 5 O 5
. LT A | 1 [ 9
y:3 7 /A —=,
o f 2 PR L
- . . - ~ —® -y 4
- o i = b9 e o
]
b

il\
I
g
e
T R
D O 1. ”-_*@.‘-f g\(ﬁ;
€ B Y p SRR O
‘. P i .Jh\ p
1 }\"" ‘. oy
,' o ¥ Y
I
2
' A J
E"g‘; {
. o i N
s SR ]
| / —T1 ¥
W s
¢
( ’% 22\
,_4\ l“- = 1“ 4
b &1
N P e o = :
il e g
[ X . * \\{
, C. H. BAGSHAW Y
/7 President \ / N % 1 J
VAL R Y e - |
£ . '.ﬁt’;;‘ﬁ
hrontsd )
HE present executives of the W, H. Bagshaw Co. are ety AT
f;" C. H. Bagshaw, President, and W. j. Bagshaw, Secre- o\ Nk
?pY [K6W tary, both of whom are men of business vision—able, - §i Y
“. . l‘_(,f.:' . J i ’\ﬁ:
progressive, and masters of the art of needle making. v

To grow steadily and quickly, at the same time constantly
improving the quality of a product, is indeed an achievement.
C. H. Bagshaw has the distinction of directing the world’s great-

est production of talking machine needles.
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4N _ | sary to organize a steel company. So the Hy-Carbo g s
2| SHHR) Steel Co. was formed to make the famous Hy-Carbo : —1
—  talking machine needle wire, which is used exclusively ]
I a) in Bagshaw needles. The president of this company is C. H. Se )
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: - has been making needles for 30 years, while the experience of = &

W J. Bagshaw totals 20 years.

‘) e
e
ISR \,.
( J
< v

\ W

b

- y |

| S vy,
)
72 4D
o R B RN A “

| .

o e



86 THE TALKING MACHINE WORLD

Marca 15, 1920

THE TRADE IN BOSTON AND NEW ENGLAND—(Continued from page 83)

to dealers and Manager Reed was able to get
away the night of the first on a trip that is
taking him to the factory at Camden, to Phila-
delphia, Baltimore, Washington, New York and
Brooklyn. Speaking of general conditions out-
side of the weather Manager Reed said just be-
fore leaving town: “While conditions are not
all that we would like to have them, the man
is blind who cannot see an improvement. The
record business is far better than it was a year
ago and even machines are being received in
more satisfactory quantities. All that can rea-
sonably be asked for is a steady increase and
tlis is what really is happening.”
Eastern T. M. Officials Visit Camden

President George Dodge and Vice-President
C. H. Farnsworth of the Eastern Talking Ma-
chine Co. were over at the Victor factory the
middle of February. They returned to Boston
convinced that the company is pushing ahead in
its output to the limit of its capacity. Manager
Shoemaker reports that the machine situation
seems to be better than it was and he thinks
the record situation will be about the same.

New Pathé Accounts for Hallet & Davis

Arthur J. Cullefi, who came here from Chicago
to associate himself with the Hallet & Davis
Co. in handling the Pathé line, is at present
devoting much of his time to training the road
men in handling this line. Two concerns that
have just signed up with Hallet & Davis to
kandle the Pathé are J. F. Quilty of Chatham,
down on the Cape, and A. G. Wheeler of Win-
chendon. Pathé distribution is making surpris-
ing gains throughout the territory controlled
by Hallet & Davis.

New Brunswick Records Popular

Kraft, Bates & Spencer, Inc., report that the
records which the Brunswick put out for the
first time a couple of months ago are coming
along very well and that there is a marked de-
mand for them by owners of Brunswick ma-
chines. The billboard campaign on which the
house is about to embark by way of familiariz-
ing all New England with the merits of the
Brunswick will be got well under way as soon
as Spring sets in, the weather up to this time
having been prohibitive for outdoor work.

PERFECTION ;

sarive TONE ARMS

PERFECTION FLEXI-TONE REPRODUCERS

Manufacturers—
Jobbers—
Dealers—

-These reproducers and tone arms are the very finest made, mechanically—reproducing as
the records were recorded in the recording room—Clarity of sound with great volume.
WRITE FOR. QUANTITY PRICES

Manufactured by

New England Talking Machine Co.

Largest Manufacturers of Phonograph Accessories

16-18 BEACH STREET
Pacific Coast Distributor: WALTER S. GRAY
942 Market St., San Francisco, Cal.
Phoenix Trading Co., 1265 Broadway, New York
Eastern and Export Office

The Perfection Flexitone reproducer No. 7 attached
to the Perfection ball-bearing tone arm No. 4 plays
all lateral cut records on all types of Edison Disc
Machines.

ish, extra fine quality disc.

Made in nickel and 24 carat gold fin-

BOSTON, MASS.

Billy Fitzgerald Now “On His Own”
“Fitzgerald, the Victrola man,” accompanied
by his picture, is the way the advertisements

PORTLAND

The SPIRIT of SERVICE

prevails throughout our.

ORGANIZATION
CRESSEY & ALLEN

Victor Distributors

MAINE

in the daily papers begin in telling of the open-
ing of the new Victrola shop by Billy Fitz-
gerald, for eighteen years with the Eastern
Talking Machine Co. The location is at 110
Tremont street, at the corner of Bromfield
street, in what is known as the Studio building.
The shop was opened the last Saturday in Feb-
ruary. Few men in the trade know the talk-
ing machine business better than Fitzgerald and
he should meet with success as he has many
friends in the business.
J. O. Morris a Visitor

J. O. Morris, president of the Musical Supply
& Equipment Co., was in town for a few days
the latter part of February to confer with
Manager Joseph Burke, who is meeting with
great success in handling Sonora machines,
Emerson records and other lines. Mr. Burke
himself went over to New York the end of
the month, but was away only a few days.

Tells of Empire Popularity

Charles G. Faux, head of the New England
Piano & Talking Machine Co., makes a most
encouraging report of the way the Empire and
New England machines are going. The house
is placing the machines in excellent hands
throughout the New England field.

Edward Ginsberg Laying Plans

The products of Brown, McManus & Co. are
rapidly finding their way around in Greater
Boston and Manager Edward Ginsberg, who
has supervision of the New England field, is
carefully mapping out his program preparatory
to a pushing campaign.

Mysto Agency for Sharmat & Son
S. W. Sharmat & Son, of Bromfield street,

Send for Deseriptive Clroular

Denonstration Dootss
AND ReEcorp CASES

IN 8TOCK OR TO OROER
"SOUND_ ROER
el FRANK B. CURRY
72.74 Dedham 8t. Boston, Mass.
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New England Phonographs

405 Boylston St.

New England Dealers!

We have a most unusual plan of
financing your phonograph department

Wryite for Particulars

New England Piano and Phonograph Co.

Largest Distributors.of Phonographs in New England

Empire Phonographs

Boston, Mass.

-

who are making a success with the Vitanola,
have taken on the agency for the Mysto needles
and already the house is finding a good field
for this additional line. It is Mr. Sharmat’s
idea to be constantly on the lookout for any
talking machine accessory that will prove of
value to his clientele.
Kenneth Reed Uses His Snowshoes

During the bad weather in February when
the snow lay to the depth of several feet in
the country districts, Kenneth Reed, wholesale
manager of the M. Steinert’s Victor depart-
nient, made the distance between his home in
Canton and the railroad station on snowshoes
and he got to be quite proficient in their use.

March Records Cause Night Work

Manager Henry Winkelman, head of the Vic-
tor department of the Oliver Ditson Co., was
another house that had to work hard to keep
faith with its dealers apropos the delay in get-
ting the March records through from the fac-
tory. But by dint of hard work all of Saturday

night and Sunday he and his faithful staff had
a clean slate by Monday morning.
Wandering Shipment Reaches Port

Manager Arthur W. Chamberlain of the Iver
Johnson Co. ordered a carload of Stegers that
was supposed to have left Chicago January 6
which up to a few days ago had not arrived.
This by way of hint as to the abominable
weather and how it has affected transportation.

Steinerts Go North and South

Alexander Steinert, head of the M. Steinert
Co., is enjoying a vacation at Pinehurst, N. C.
Robert Steinert, his son, who makes his head-
quarters at the Arch street establishment of the
house, spent several days at Hanover, N. H,
where he took part in the winter sports of
Dartmouth College, his alma mater.

Dockendorf Now an Edison Man

W. P. Dockendorf, who has been associated
with several talking machine houses in this city,
is now located with George Lincoln Parker in
the distribution of the Edison line, over which

he has become most enthusiastic. Before
Chickering & Sons disposed of their talking ma-
chine department Mr. Dockendorf was with that
prominent establishment.

E. J. Dunham Entirely Recovered

E. J. Dunham, who has the Western Massa-
chusetts territory for the Eastern Talking Ma-
chine Co., is back on the job after a siege of
illness which included an attack of influenza.

John W. Canivan Recovering

John W. Canivan of the Oliver Ditson Co.’s
Victor staff has been on the sick list, being a
sufferer from an attack of influenza. Cani-
van, it will be recalled, is an overseas man, and
suffered the experience of being gassed while at
the front. His many friends will be glad to
learn that he will soon be well enough to re-
sume his duties.

The Achievements of the Bagshaws

It is rather unusual to find two men—brothers
—who are associated in the same business and
who get along harmoniously without even the
slight small family scraps. In fact, so well do
they chum together that they are frequently
called the Bagshaw twins. The men referred to
are C. H. Bagshaw, president, and W. J. Bag-
shaw, secretary, of the W. H. Bagshaw Co,
Lowell, Mass., makers of talking machine
needles.

C. H. Bagshaw has been with the concern
for thirty years and W. J. Bagshaw twenty
years, and it is a striking testimonial to not
only the regard that the Bagshaw boys have
for each other, but it is cited as a model for
other brothers and other men, that it is easier
to get along well together than on any other
basis.

C. H. Bagshaw has directed the manufacture
of more talking machine needles than any other
man in the world, for not only was this or-
ganization the first makers of talking machine
needles, but it enjoys the reputation of having
to-day the largest output in trade history.

(Continued on page 88)

. Above—Brunswick phonograph factory at Dubuque, Iowa
Other Brunswick phonograph factories—Muskegon, Mich.; Chicago, Ill.; Rockford, Ill,; Knoxville, Tenn.

Record factories—Long Island City, N. Y.; Jersey City, N. J.

All Brunswick

This advertisement is placed as an as-
surance to Brunswick dealers that Bruns-
wick Phonographs are not assembled.

Every Brunswick is 100 per cent. Bruns-
wick.

Tonofone

Brunswick Phonographs are Brunswick made—completely
All their features are our own

KRAFT, BATES & SPENCER, Inc., 156 Boylston St.,

NEW ENGLAND DISTRIBUTORS
Victrolene Motrolas Steel Needles
Albums Record Brushes

PHONOCRAFNW

Khaki Covers

BOSTON
MASS.

Jewel Points
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Disc Record, Player Roll and Sheet Music

Cabinets. The Best in the Market
See Display Ad in This Issue

_&gede S_S_RQ—COFd A_I_E)[EE@

Standard of Quality to preserve the Records
See Display Ad in This Issue
Send your orders for both these lines to
L.W.HOUGH. 20Sudbury St., Boston, Mass.

tNew England Representative

So that the supply of needle wire for making
talking machine needles be developed to its
highest degree of efficiency, it was necessary
some time ago to incorporate the Hy-Carbo
Steel Co., makers of the famous Hy-Carbo talk-
ing machine needle wire, this being used ex-
clusively in needles made by the W, H. Bag-
shaw Co. Of this latter organization the presi-
dent is C. H. Bagshaw and the treasurer is W. J.
Bagshaw.

Nelson Goes to Chicago

Richard M. Nelson, vice-president and gen-
eral manager of the Beacon Phonograph Co,
made a flying trip to Chicago the latter part of
February in order to arrange for the \Vestern
territory representation of his company.

Amos E. Russell a Visitor

Amos E. Russell, who is pleasantly remem-
bered from the days of his association with the
Vocalion Co., was in town the first of the month
renewing old acquaintances. Mr. Russell, who
was with the Vocalion in New York for a time,
is now with Cluett & Sons, at Troy, N. Y,
which concern also conducts stores at Albany
and Schenectady, N. Y. As the manager of
the phonograph department for this house he
is making a distinct success.

Columbia Co. Wholesale in New Quarters

The Columbia Co., wholesale, has finally got

moved from its Federal street quarters to 1000
\Washington street, where in a comparatively
new fire-proof building it will soon be ready to
greet its friends. The first instalment of re-
moval was made on Washington’s Birthday and
thereafter so expeditiously was the remowal ac-
complished that the house was out of serwvice
only one day. The contractors, however, will
be at work in the new place for at .least a
couple of weeks yvet. Manager Fred E. Mann
states that when the freight embargo of the New
Haven Railroad is finally lifted there will be an
immense amount of goods released for the trade
from Bridgeport: that at the present time there
is at least $2,500,000 worth of records awaiting
shipment.

BEACON PHONO. CO. REORGANIZED

New Location at 19 Milk Street—Albert R. Mac-
Donald Made President—Many New Beacon
Distributors Appointed—Plan Big Campaign

Boston, Mass,, March 1.—The Beacon Phono-
graph Co., Inc., which began business at 248
Boylston street, has been reorganized and is
now located at 19 Milk street, down in the

commercial section of the city. Albert R. Mac-
Donald, who is now president and treasurer,
according to a statement put out by the com-
pany, was formerly vice-president and assistant
general manager of one of the largest efficiency
concerns in the country. Richard M. Nelson,
the vice-president and general sales manager,
whose name has long been identified with the
talking machine industry, was formerly general
manager of the Musical Supply & Equipment
Co. Alvalh L. Falla, vice-president and factory
manager, has been connected with one of the
large woodworking plants in New England and
is thoroughly familiar with cabinet making.
John M. Falla, secretary and production man-
ager, has been associated with his father for a
number of years and is said to be an expert on

- MICA
DIAPHRAGMS

Watson Brothers, Inc.
170 PURCHASE ST.
MASS.

BOSTON - - - -

all matters pertaining to the production of talk-
ing machines. Chester \\'. Johuson is in charge
of the research and experimental department.
He has spent a number of years in experimental
work pertaining to talking machines.

According to the statement in the hands of
The World correspondent, Beacon distributors
have been appointed for Maine, New Hampshire,
Vermont, New York, part of Pennsylvania, Ala-
bama, Mississippi, West Virginia, Kentucky,
Ohio, a part of Indiana and a part of Michigan.

General Sales Manager Nelson, who is highly
enthusiastic over the prospects, states that in-
side of sixty days the company will be pre-
pared to take care of considerable additional
business; that when the Beacon was exhibited
at the Music Show it not only made a tre-
mendous hit. but that a large volume of business
was booked up. He says, also, that plans have
been made for considerable export business,
which will be begun during the summer months.
The company is planning for a big billboard ad-
vertising campaign.

PLAN TO DOUBLE BUSINESS

Boston, Mass.,, March 5—The Lenox Jewelry
Co., of this city, states that the Pathé line is
going fine and that it expects to double its
business this year. This company is planning
to open a new store in the near future.

T0 TALKING MACHINE DEALERS! -

All talking machine dealers who recognize the value of
having a line of fast selling Records in connection with -
their business are asked to communicate with us at once.
The exceptional facilities we enjoy in connection with the
general distribution of Pathé Records make it possible for
us to offer advantages and a character of service that are

next to impossible to obtain at this time.

“Hallet & Davis Piano Co.

146 BOYLSTON STREET, BOSTON, MASS.
New York Office: Hallet & Davis Bldg., 18 East 42d Street

Exclusive Distributors for New England States
anhd General Distributors for the United States
for Pathé Phonographs and Pathé Records.
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The Popaularity of
this Wonderful
Talking Machine
in New England
has been unprece-
dented. lfyouare

looking for

QUALITY
SERVICE
AND
PROFIT

GET IN TOUCH
WITH THE
MOST PRO-
GRESSIVE
HOUSE IN
THE EAST

Records
Mysto Needles

Vitanola
Phonographs

5. W. SHARMAT & SON

Wholesale Distributors
5 Bromfield Street, Boston, Mass.

THE BRAIN A FILING CABINET

There was a time when .men believed the size
of a brain was an indication of its mentality.
The brain is nothing but a filing cabinet for the
thoughts born of our own feelings or gathered
in from those generated by other people’s feel-
ings. In these filing cabinets the law of all
nature prevails in that “everything goes to its
own place”—every thought finding its place with
every other thought of its own kind, and react-
ing in the generation of other thought and other
feeling. Hence feeling generates thought, and
thought becomes the mother of feeling.

C. C. MOIR GETS L’ARTISTE AGENCY

Closes Contract With Philadelphia House for
Exclusive Distribution in New England—Line
Includes Fourteen Period Models
Bostox, Mass.,, March 1.—C. C. Moir, of 828

Massachusetts avenue, Cambridge, has just
closed a coutract with the Philadelphia Show
Case Co., of Philadelphia, for the exclusive dis-
tribution of L’Artiste machines in New Ing-
land. This prominént Philadelphia house has
been handling L‘Artiste machines for some time
past and has placed very large orders with the
Grand Rapids Phonograph Co., manufacturers
of this machine, which will enable the company
te give Mr. Moir excellent co-operation. New
York and Philadelphia already have taken enthu-
siastically to this line during the past season and
as it is an exceptionally high-grade one there
is no question as to its reception in New Eng-
land. The line includes fourteen period models,
ten uprights and four consoles. The fine cabi-
net work and artistic designing come well up
to the standard for which Grand Rapids is
famous.

It is understood that R. H. Monroe, formerly
with the Steger line, secured the contract for
Mr. Moir and will have entire charge of the
jobbing end. It is planned to open a Boston
salesroom with a competent man in charge and
an ample sales force to cover the New England
territory.

METROPOLITAN OPERA IN ATLANTA

Record Sales Greatly Stimulated by Appearance
of Metropolitan Opera Co.

ATLANTA, GA.,, March 3—The talking machine
business in this city, particularly the record
branch of it, has been unusually active, owing
to the appearance of the Metropolitan Grand
Opera Co., of New York. The records of the
celebrated artists making up this organization
have been featured in window displays and ad-
vertising by the local dealers with splendid suc-
cess. The public is not only interested at the
present time, but when the company leaves the
city the demand is certain to continue, because
the thousands of people who heard these grand
opera artists will want to get permanent records
of their voices in their favorite arias.

Providence, R. I., has purchased several talk-
ing machines for the entertainment of the pu-
pils in the public schools of that city.

The Quality of the

No. 3 Carrying
Strap Shown in
Cut

Lansing Khaki Moving Covers

Despite the obstacles that have arisen during the
past year have maintained their high standard of

QUALITY

LANSING cover has given it leadership in the field

These covers are made of Government Khaki,
interlined with heavy felt in Grade A, or cotton
in Grade B, fleece lined, quilted and properly
manufactured under the personal supervision of
E. H. Lansing, the originator of the Talking
Machine Cover for protection in moving. Made
in two grades.

E. H. LANSING
611 Washington St.,, BOSTON

San Francisco Representative: WALTER S. GRAY .

Write for prices and
descriptive catalogue

942 Market Street
PHOENIX TRADING COMPANY
1265.69 Broadway, New York
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Diamond Point

Genumne Diamond
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and
Sapphire Needles

You should always carry H
a stock of these needles, be- '
cause there is a steady sale |
for them.

It is important to know
that the needles you handle
are accurate and uniform.
You are assured of this in
our product.

Can be supplied as fol-
lows:

Pathe Loud Tone
Pathe Half Tone

Edison Loud Tone
Edison Half Tone

There is a big demand for
genuine Diamond Point
Needles also. You can buy
them from us at very at-
tractive prices.
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Note to Manufacturers:

INEINNE

Your dealers will appre-
ciate your including with
each machine a set of Sap-
phire Needles. It makes a
good talking point.

Write for Prices
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CONVERTO

PATENTED DEC.I1I.1917

Talking Machine CA BINET

Albany, N, Y..... Gately-Haire Co., Inc.
Atlanta, Ga....... Phlllips & Crew Piano Co.

Baltimore, Md....Cohen & Hughes
E. F. Droop & Sons Co.

Birmlngham, Ala,Talklng Machine Co.

Boston, Mass..... TheCEastern Talking Machlne
0. I

Buffalo, N. Y..... W. D. & C. N. Andrews

Burlington, Vt....Amerlcan Phonograph Co.

Chicago, INl....... Lyon & Healy

Cinclnpati, O..... The Rudolph Wurlitzer Co.

Cleveland, O...... Cleveland Talking Machine Co.

The Colllster & Sayle Co.
The Eclipse Muslical Co.

Colnmbnus, O...... The Perry B. Whlitslt Co.

Dallas, Tex....... Sanger Bros.

Denver, Colo...... TheCKnlght-Campbell Musle
0.

The proof of the high selling value of the Lund-
strom “Converto” has been established at the hands
of Victor dealers all over the country. At present
their demand for Convertos exceeds the supply.

Profits from Converto sales have been greatest
for those who were first to realize that the Con-
verto does sell readily to present owners of Portable
\c/'ictors, that it does arouse new interest in Records,
and that it does offer in connection with a Portable
Victor a more salable instrument to meet the com-
petition of low-priced cabinet machines.

The C. J. Lundstrom Mfg. Co.

LITTLE FALLS, N. Y.

Lundstrom “Converto” Cabinets are broadly cov-
ered by patents. Infringements will be promptly
prosecuted.
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Converto
Wholesale Distributors

Des Moines, Ia...Mickel Bros. Omaha, Neb...... Mickel Bros. Co.
Eimira, N. Y Elmira Arms Co. Peoria, INl........ Putnam-Page Co., Inc.
Philadelphia, Pa..C. J. Heppe & Son.
El Paso, Tex.....W. G. Walz Co. U P The Geo. D, Ornlft%in (}o‘
1 Machlne Co. of Penn Phonograp o., Inc.
Houston, Tex .TheT’gﬂl;‘ng L H. A. Weymann & Son, Inec.

. ! s Music | Pittsburgh, Pa....W. F. Frederick Plano Co.
Kansas City, Mo..J. Y. Jenklns’ Sons X\ g Standard Taiklng Machine Co.

0.
Schmeizer Arms Co. Portland, Me......Cressey & Allen, Inc.
Jacksonville, Fla.Florida Talking Machine Co. | provldence, R. I..J. Samuels & Bro., Inc.
Memphis, Tenn...0. K. Houck Plano Co. Richmond, Va.....The Corley Co., Inec.
Mllwankee, Wls...Badger Talklng Machine Co.| g, Rrancices)
Moblile, Ala....... Reynalds Music House Cal. .v.vvvnnnnnn Walter S. Gray
Newark, N. J....Collings & Price Co. Sioux Falis, S. D.Talking Machlne Exchange
New Orleans, La..Phlllp Werlein, Ltd. St. Panl, Minn....W. J. Dyer & Bro.
New York, N. Y..Emanuel Blout Syracnse, N. X....W. D. Andrews Co. f
gheBr%%%lﬁ&etso(% IRg'cesssoﬂesw Toledo, O......... TheCToled'o Talking Machlne
Co., \ o.

Ine.
Knlckerbocker Talking Ma- | wWashington, D. C.Cohen & Hughes
chlne Co. } BE. F. Droop & Sons Co.

o
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DEVELOPING TONE AMPLIFIER

Bureau of Standards Conducting Research Work
in the Development of New Electron Tube

WasningToN, D. C.,, March 1.—Members of the
talking machine and the musical instrument
trade generally will doubtless be interested in
the experiments which are now being made by
the United States Bureau of Standards, Depart-
ment of Commerce, in the development of the

electrical song and speech amplifier known as -

the “electron tube.”

In a bulletin just issued the bureau states that
“this is such a recent development that as yet
there are no standards of performance by which
these devices are rated, and there are few of the
generally recognized principles of electrical de-
sign by which an amplifier can be produced for
a particular purpose without extensive and costly
experimental work.

“With the idea of standardizing the construc-
tion of these devices the bureau is conducting
an exhaustive experimental and theoretical in-
vestigation of all available types of amplifiers of
both foreign and domestic design.

“Tt is expected that two important results will
be secured: (1) The establishment of standards
of operation for each type of amplifier according
to which manufacturers can rate their product.
(2) Principles of design will be formulated, data
on constructional details will be assembled and
all such information made available for the use
of those interested in methods of electrical com-
munication and the reproduction of sound.”

“LARGEST SIGN IN THE WORLD”

Advertising Authorities Credit the Sonora Co.
With Peekskill Sign Being Out of Ordinary

The advertising department of the Sonora
Phonograph Co. has been advised by advertis-
ing authorities that the new Sonora painted
sign near Peekskill, N. Y., alongside of the
tracks of the New York Central Railroad, is
one of the largest signs in the world, if not
the largest. This enormous sign is 750 feet
long and forty-three feet high. As aids in com-
pelling attention, huge arrows are being put up,
pointing it out in a way that no one can escape
seeing it.

This gigantic sign has an area of 32,250 square
feet, and it took forty men five weeks to erect
the sign. Before it could be started, an entire
orchard of apple and pear trees, covering two
acres, had to be removed, the ground space
clearing being 1;000 feet in length by 500 feet
deep.

This tremendous sign is one of the leading
factors in the Sonora outdoor publicity plans
for the coming year. Other important loca-
tions have been secured and work is progress-
ing on these sites.

WHO WILL GIVE SOME RECORDS?

The New Orleans division of the Red,Cross
is making a plea for used talking machine rec-
ords to be distributed to army and naval posts
on the Gulf Coast. Dealers might aid by of-
fering to announce records brought to them
would be turned over to the Red Cross, and then
replace the old ones by selling the latest.

VISITS GRINNELL STORE

Frank Tinney, during his appearance in the
city of Detroit in “Sometime,” a musical show,
paid a visit to the new store of Grimmell Bros.
on Broadway. The event was given much ad-
vance publicity and the store was crowded dur-
ing the afternoon.

(PHONOGRAPH LIBRETTO)
800 favorite records of all makes.

As necessary fo the phonograph-owner as is the
opera-libretto to the opera-goer. The book you have
been waiting for | It contains the words of over
$1.00 postpaid.

THE PHONO-BRETTQ CO. INC., - 817 Faile St, NEW YORK CITY.

EUGENE A. WIDMANN OFF TO FRANCE

President of the Pathé Fréres Co. to Spend a
Month Abroad—W:ill Also Visit London

Eugene A. Widmann, president of the Pathé
Fréres Phonograph Co., Brooklyn, N. Y., sailed
on Saturday, March 6, on the “Imperator” for
Cherbourg, from whence he will proceed to
Paris. Mr. Widmann expects to spend about

E. A. Widmann

a month in the French capital and on his way
back will stop at the London offices of the Pathé
Freres Phonograph Co. for a day or so. Maxime
Pathé, who has been in this country since De-
cember, returned on the same steamer with Mr.
Widmann. Mr. Pathé recuperated nicely from
his trying expcriences in the war and carried
back with him many pleasant recollections of
his stay on this side.

NEW DISTRIBUTORS APPOINTED

Robinson-Pettit Co. in Kentucky and Lee-Coit-
Andrecesen Co. in Nebraska to Handle the
Sonora Business in That Territory

Frank J. Coupe, director of sales of the
Sonora Phonograph Co., New York, announced
this week the appointment of the Robinson-
Pettit Co., Louisville, Ky., a prominent whole-
sale drug house, as Sonora distributors in the
State of Kentucky, and the Lee-Coit-Andreesen
Co., Omaha, Neb., a wholesale hardware house,
as Sonora distributors in the State of Ne-
braska. Both of these concerns are well
equipped to handle Sonora business in their
respective territories, and they are making plans
for an energetic sales and service campaign.

Mr. Coupe returned recently from a two
months’ trip, which included a visit to every
Sonora jobber as far west as San Francisco.
He states that he found conditions wonderful,
and that every jobber is making plans for a
record-breaking year. A gratifying feature of
the general Sonora business is the fact that the
sales of the higher priced models are predom-
inating in practically evcry trade center.

PUBLICITY OPENS WEER SPHERE

The advertising by the Pathé Fréres Phono-
graph Co. in foreign language newspapers of
their foreign record lists has brought excep-
tionally good results, according to H. Leviton, a
Pathé dealer of 551 E. 138th street, New York.
In one instance Mr. Leviton reports it brought
about the sale of three instruments and numerous
records. Mr. Leviton has written the Pathé
Fréres Phonograph Co., congratulating them on
the help they are giving to their dealers.

A new building is being constructed by the
F D. Rice Music Co., Victor dealers of Wells-

ville, N. Y., whose former store was burned to
thc ground. It will be equipped with cvery
modern improvement.

LAWSON

'UNIVERSAL

PHONOGRAPHS

Play All Disc
Records

BEST
with the

The dcmand for rccords continues to bc un-
precedentedly largc.

Lawson Wood
Tone Arm

(Patented)

Backed Up By

40 years' experience in manufacturing Musi-
cal Instruments and a “Gold Bond Guarantee.”

LAWSON UNIVERSAL DEMAND

Is Increasing Faster than Production

Agents’ Territory Allotments now being made as
fast as new business can be handled. Your appli-
cation should not be delayed.

SOLD DIRECT TO DEALER AT JOBBER’S PRICES

Lawson Piano and Phonograph Corp.

Executive Offices
New York

2572-2574 Park Ave.
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Unusual Opportun ties For Live ere Dealers

THE PORTROLA
(Trade Mark) T

PLAYS ALL RECORDS
Size 1314x1314x10 Inches
Retail Price, $35.00
Dealers Write for Discounts

PHONOGRAPHS

MODEL C-130 that appeal to the Eye and
Height 46", Width 20", Depth 21" Ear and are Sure Sellers.

MODEL B-100
Height 44", Width 19", Depth 20"

Interested Dealers are re-

quested to Write for Prices
and Discou<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>