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This trademark and the trademarked word
** Victrola ™ identify all our products. Look
under the lid! Look on the label !

VICTOR TALKING MACHINE CO.
Camden, N, J.

Victrola XVI
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Entered as second-class matter May 2, 1905, at the post office at New York, N, Y., under the act of Congress of March 3, 1879,
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Curve showing steady and remarkable growth of Sonora sales

More Popular Than Ever

HIS is a chart that will make you think. It shows why Sonora is a
leader in the phonograph industry. It indicates a natural healthy
growth resulting from the public’s confidence in the Sonora. It re-
veals that Sonora Sales of 1920 will be over double those of 1919. It
gives you an idea of how you can build up your business if you handle the

THE INSTRUMENT OF QUALITY /2N

The Highest Class Talking Machine
in the World

Sonora’s great popularity is due to the extraordinary merit of this in-
strument. In tone, design and important features, Sonora is supreme.
You don’t have to worry about a store full of slow selling phonographs
when you stock Sonoras.

The Sonora sells readily (without offering “easy” payments to induce
sales), keeps up your bank balances, and builds up a substantial business

for you.
New dealers are being added. Write today regarding a Sonora agency.

Magnificent upright and period models $75 to $1800.

Sonora Phonograph Company, Inc.

George E. Brightson, President
NEW YORK: 279 BROADWAY
Canadian Distributors: I. Montagnes & Co., Toronto

Sonora 1s licensed and operates under BASIC PATENTS of the phono:qmph industry
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MISS CLOUD WITH PUTNAM-PAGE

Former Manager of Victor Idea Shop Now in
Charge of Dealers’ Service Department

Miss M. A. Cloud, who has been doing field
work in record business building for the Put-
nam-Page Co., Victor distributors, Peoria, 111,
and who was formerly
in charge of the Idea
Shop, at the Victor
factory, has Dbeen ap-
pointed manager of
the company’s reor-
ganized dealers service
department. This de-
partment will be unique
in that it comprises in
a suite of rooms on the
second floor of the
Putnam-Page building

Miss M. A. Cloud all of the business fea-
tures known to the Victor trade, including
advertising, educational work, an Idea Shop and
complete display of dealers’ helps.

All of the Putnam-Page staff will contribute
their experience to this departmient and Miss
Cloud will have able assistance, especially in the
work of record business building. The. depart-
ment management will not interfere with Miss
Cloud's field work, as she will have as a direct
assistant in the dealers’ service Miss Rose Hern-
don, who has had an extensive experience witl
the Putnam-Page Co. and in the management
of retail record departments.

SONORA DEMAND CONTINUES ACTIVE

President of Corporation Tells of Business In-
crease—Unfilled Orders Still Large—Labor
Costs Big Item in Production at Present

In contrast to the depression in sales reported
by some manufacturers, the president of the
Sonora Phonograph Co., Inc, reports authorita-
tively that the business done in August and Sep-
tember, 1920, was over double that done in the
corresponding months of 1919, and 1919 was the
largest year Sonora ever had. October up to
the month’s close was in the same proportion,
with no lessening of the demand for Sonoras.

Reports from Sonora dealers throughout the
country show that there is no accumulation of
stock and the dealers in general are demanding
most of the models in larger quantities than the
company is able to produce them. It is reported
that unfilled orders on record October 1, 1920,
were one-third greater than those on the books
on the corresponding date in 1919. It is pointed
out further that the Sonora Co. is obliged to
use only skilled workmen and labor costs to-day
have a tendency to increase rather than decrease.
Until there is a material reduction in labor costs,
which are the largest item in the mantfacture
of Sonora phonographs, there will be no reduc-
tion in list prices.

PRAISE MICKEL VICTOR SCHOOL

Mickel Bros. Co, of Des Moines, Ia., has just
closed additional classes in Victor salesmanship
under the direction of Miss Mayme Jardine.
Dealers from all over the State have been en-
thusiastic in their praise of the benefit derived
from this sort of service and a number have sent
from five to seven of their employes to take the
instruction. Several hundred students have fin-
ished the course and other classes, both in Des
Moines and Omaha, are being arranged now. °

Among the recent incorporations in the New
York City trade is that of the Goormanola
Phonograph Co. with a capital of $10,000. H.
and V. Goorman, B. Rothblatt, 1785 Sedgcwick
avenue. Brooklyn, are the incorporators.

BRUNSWICK CHRISTMAS DISPLAY

Attractive Window Material Prepared for Use
of Dealers at Christmas Season—DBright
Colors and Yuletide Messages the Keynote

The: Brunswick Christmas window display, as
created for the Brunswick-Balke-Collender Co.
by Einson Litho, Inc., New York, strikes a
note that is in harmony.with the spirit of the
Yuletide season. As may be seen from the ac-
companying photograph, the central figure of the
display is the Brunswick phonograph with
Santa Claus represented coming up out of
the instrument as from the top of a chunney,
holding in his hands gifts of music. Below the
instrument is a large tag representing the usual
decorative gift tag, with the inscription: “A gift
to mankind—dcdicated to add joy, beauty and
contentment to the family home. The Bruns-
wick phonograph is the gift supreme to all
humanity.” Beside this tag is a wreath of holly,
bright with red berries.

The window card at the left of the display
reads: *“The spirit of joy will find a permanent

Brunswick Christmas Window Display

abiding piace in the home where there is a
Brunswick.” At the right is an appropriate quo-
tation from Charles Dickens: “I will honor
Christmas in my heart and try to keep it all the
year.” Special provision is made for the display
of a number of records around the base of the
central figure. On the whole, the display breathes
the spirit of Christmas and will be received
gladly by Brunswick dealers throughout the
country.

THE BUSINESS OF THE FUTURE

Genius of To-morrow Will Go From House to
House and Make Records of the Family

Some genius, some day, says the New Rochelle
Daily Star, will take a picture camera and a
recording phonograph and start out and make
a lot of people in the world very, very happy.
This genius will go from house to house and
make pictures and records. He will take
father’s and mother’s voice and enshrine it
and their faces and figures as they go about
their tasks. And he will print from the nega-
tives for reproduction on the screen and make
reproducing records for the phonograph. And
then, many years afterward, maybe, children no
longer privileged to see the figures or hear the
voices of the parents may, nevertheless, recall
their shapes and voices and in the hush ex-
perience a new- revercnce for fatherhood and
motherhood and for the untiring devotion which
made possible their own place of greater com-
fort and opportunity in the world.

The man who delays in answering the tele-
phone does not catch the straight tip. The
Lucky Man gets it. Don't procrastinate.

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Eight Months
Ending August 30, 1920, Total $5,081,872

Wasningron, D. C., November 5—In the sum-
mary of exports and imports of the United
States for the month of August, 1920 (the
latest period- for which it has been compiled),
which has just been issued, the following figures
on talking machines and records are presented:

The dutiable imports of talking machines and
parts during August, 1920, amounted in value
to $60,875 as compared with $37,501 worth which
were imported during the samc month of 1919,
The eight months' total ending August, 1920,
sliowed importations valued at $608,197 as com-
pared with $292,755 worth of talking machines
and parts during the same period of 1919.

Talking machines to the number of 5,411
valued at $209,793, were -exported in August,
1920, as compared with 7,041 talking machines,
valued at $198,702, sent abroad in the same
period of 1919. The eight months’ total showed
that we exported 51,403 talking machines, val-
ued at $2,507,433, as against 38,352 talking ma-
chines, valued at $1,255,920, in 1919, and 49,025
talking machines, valued at $1,477,222 in 1918,

The total exports of records and supplies for
August, 1920, were valued at $208,875, as com
pared with $252910 in August, 1919. For the
eight months ending August, 1920, records and
accessories were exported valued at $2,574,439;
in 1919, $2,232,743, and in 1918, $1,486,191,

$250,000,000 SPENT FOR MUSIC

Tax Report Shows That This Sum Was Ex.
pended in 1919 for Pianos, Organs and Phono-
graphs—Luxury Tax Totals $22,700,000,000

World readers who like statistics may be in-
terested in a report from Washington regard-
ing luxury tax returns. This report declares
that in the past year, that is, in 1919, the public
spent one-quarter of a hillion dollars, or $250,-
000,000, on pianos, organs and talking machines.
Automobiles cost $2,000,000,000, while perfum-
ery and cosmetics to produce smooth complex-
ions and ruby lips cost $750,000,000. To cap the
climax they tell us that joy rides, races and
Fleasure resorts cost us $3,000,000.000. The total
sum represented by the luxury tax was $22,700,-
000,000, which represents quite a little fortune
in itself!

NEW JERSEY CORPORATION

The Albertone Phonograph Co., 150 East
State street, Trenton, N. J., was recently incor-
porated with a capital stock of $25,000 for the
purpose of manufacturing a new phonograph
with special exclusive patented features. Most
of these are related particularly to the tone.
The incorporators are Albert Hughes, the in-
ventor of the machine, Charles C. Kulp and
Clarence Connell.

EDISON JOBBERS IN NEW HOME

PortrAND, OrE, November 3.—Edison Plono-
graphs, Ltd., Edison jobbers in the Northwest,
have moved into the recently completed three-
story warehouse and office building at the south-
west corner of Thirteenth and Everett streets,
a portion of which they have leased for a term
of years. The structure is of brick and cost in
the neighborhood of $60,000. The two lower
floors occupied by the Edison jobbers cover over
20,000 square feet of floor space.

Gibbonis & Owens, Brooklyn, N. Y., have bheen
incorporated with a capital of $50,000 to do a
business in talking machines. The incorporators
are M. W. and E. A. Gibbons and M. W.-Owes.
246 Rutland road.
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Developing a Prospect List That Produces
the Greatest Results in Sales

E 2 B By J. F. Smith
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There are almost as many ways of compiling
a prospect list for talking machine and record
sales as there are prospects, and it naturally fol-
lows that most of these varied methods are not
alone too expensive for practical purposes, but
are not calculated to produce the greatest re-
sults.

Securing the name and address of every visitor
to the store is, of course, the most direct method
of building up a prospect list, although fre-
quently such a method does not provide a suf-
ficient number of names to keep a sales staff
busy. The person who enters a store to make
a purchase, or even look around, has given
direct indication of being interested in talking
machines or records, and therefore offers the
best possibility for a sale. It sometimes hap-
pens, however, that ordinary visitors are a bit
chary about revealing their names and addresses
in fear that they will be annoyed by salesmen or
find themselves on a “sucker” list to receive a
mass of literature of all kinds. The proportion
of those who hesitate to give their names and
addresses freely is sufficiently large to warrant
the development of soine plan for getting such
information without arousing suspicion.

A dealer in New York State has adopted a
method that appears ta be working out most
satisfactorily. As the customer is escorted to
the booth to hear the new records, and per-
haps have a machine demonstrated, he or she
is informed that it is the policy of the house to
permit the customers to try out records by
themselves and free from the importunities of
the salesman, unless the presence of the latter
is really desired. The dealer, or his salesman,
then takes particular pains to explain to the
customer the method of starting and stopping
the type of machine which the store handles.
Here is where the trick comes in. The customer
who owns that same type of machine imme-
diately announces the fact, in order to show
familiarity with the method of ‘operation. Nine
times out of ten the owner of another type of
machine voluntarily names the make owned in
explaining that there is some slight difference
in controlling the mechanism.

“Of course you receive our monthly record
bulletin regularly?”’ inquires the salesman, and
he has a pad and pencil at hand to take down

the name and address in the event that the
customer is not already on the list. The byplay
regarding the starting and stopping of the ma-
chine gives the necessary information as to the
make owned, and this is duly entered on the
card. Some customers hesitate about register-
ing on the basis that as owners of other makes
of machines they are not entitled to the free
mailing service. “But we want you to keep
in touch with the records we receive and have on
sale, regardless of the make of machine you
own,” states the salesman. “That is a part of
our service to the musical public.” And then
the name is forthcoming.

Where outside makes of machines are owned
by rccord customers there is opened the way

i

A Prospect List That

Has Been Carefully
Built Up and Watched
Is an Asset of Great
Value to the Dealer

=TT T

for the possible sale of a larger or more im-
proved model from the store’s own stock at
a later date. The monthly supplement service
also builds up a friendly feeling that is calcu-
lated to make the recipient a booster for that
particular dealer among his friends, and there are
always in sight sufficient record sales to make
any such attention well worth while.

In building up the prospect list the question
to be considered is not simply the obtaining
of a great number of names and addresses, but
rather the obtaining of sclected names and ad-
dresses of people who, for some reason or other,
may be legitimately expected to become pur-
chasers of machines and records. To mail liter-
ature to the addresses on lists supplied by vari-
ous agencies, or to lists taken at random from

Executive Office
23-25 Lispenard St.
New York, N. Y.

_chine & Accessories Co.
Chicago, Ill.: T. J. Cullen
Cole & Dunas Musie Co.

chine Co.

Boston, Mass.: Boston Talking Ma-

Cleveland, O.: Cleveland Talking Ma-

[In Six Chapters]
CHAPTER V

The Fifth consideration in the making of
the NYACCO album showing the 10" pocket
inserted into a 12" cover, gives the cabinet
a uniform appearance when equipped, al-

though with 10" and 12" albums.

Watch next issue for the sixth Chapter

the telephone directory or other sources, proves
an expensive process, especially in view of the
present high cost of printing.

It is, of course, quite right to send announce-
ments regarding a new store, a change of loca-
tion or other matters of that character to as
large a list as possible, simply as a matter of
record, but when it comes to business-building
literature of the expensive sort, such as record
supplements, etc.,, there should be some defi-
nite reason for sending out each piece.

As it is impossible to do business with every
person who enters the store, so likewise is it
impossible to ecxpect to list among live cus-
tomers everyone on the prospect list. A cer-
tain percentage of responses is to be expected
as a legitimate return for the effort expended
in following up that list, and a careful combing
out of the deadwood that makes itself apparent
after a short time among the names on the
prospect list will serve to keep wastage down
to a minimum.

Under present conditions, with the buyers’
market prevailing and dealers finding it necessary
to actually go after business, a prospect list
that has been carefully built up and carefully
watched is an asset that cannot be valued too
highly. It furnishes the basis for any aggres-
sive sales campaign.

TO OPEN STORE IN CEDAR RAPIDS

E. C. Mittvalsky, of Cedar Rapids, Ia., will
soon open an exclusive Victor store in a large
building adjoining his present place of business.
Miss Frances Mittvalsky has taken the Mickel
course in Victor merchandising in preparation
of taking charge of the store, which will open
shortly. Booths, counters and racks are being
installed and indications point to one of the pret-
tiest stores in that section. Mr. Mittvalsky is
located in the Bohemian section and he will
cater to that class of trade.

The American Odeon Corp.,, New York, has
been incorporated under the laws of New York
State to manufacture talking machines and
phonographs. The capital is $5,000 and the in-
corporators are C. Hennepan, W. Pilgrim and
J. Schlechter, 10 Wall street.

Reasons Why NYACCO Albums
Are the BEST

New York Album & Card Co. x5 e

DISTRIBUTORS :

Mil“éaukee, Wis.: Yahr & Lange Drug
0.

New York, N. Y.: Plaza Music Co.

Philadelphia, Pa.: Penn Phonograph Co.
Inc.

Pittsburgh, Pa.: C. C. Mellor Co.
Spokane, Wash.: The Northwest Phono-

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

Chicago Factory
415-17 S. Jefferson St.

Standard T. M. Co.

graph Jobbers, Inc.
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“Will there be a

Victrola in your home
this Christmas?”

There’s a lot 1n the power of sugges-
tion, and we are again using this phrase
in our advertising to-suggest the Victrola

for Christmas.

We get the people thinking “Victrola”
and every Victor retailer benefits by it.

“Victrola”

is 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, ........,Elyea Talking Machine Co.
Phillips & Crew Piano Co.

.e.sCohen & Hughes.
E. F. Droop & Sons Co.
H. R. Eisenbrandt Sons, Ine.
Birmingham, Ala, ..Talking Machine Co.
Boston, Mass. .....Oliver Ditson Co.
The Eastern Talking Machine

Co.
The M. Steinert & Sons Co.
Brooklyn, N. ¥Y.....American Talking Mach. Co.
G T. Williams Co., Inc.

Buffaio, N. Y..... D. & C. N. Andrews.
Buﬁ?lo Talkmg Machine Co.,
ne.

Burlington, Vt. .,,American Phonograph Co.
Butte, Mont, ..,....Orton Bros.
Chiocago, Ili. ..Lyon &

Hea
The Rudolph Wurl:tzer Co.
Chicago Talking Machine Co.

.«The Rudolph Wurlitzer Co.
Ohio Talking Machine Co.

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

Columbus, O. ......The Perry B. Whitsit Co.
Dallas, Tex. .......Sanger Bros.
Denver, Colo. ......The CIénight-Campbell Music

Balitimore, Md. .

Cincinnati, 0. ..

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

Detroit, Mich, ,....Grinnell Bros.

Eimlra, 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.

Indianapolls, Ind, .,Stewart Talking Machine Co.
Jacksonvllle, Fla, ..Florida Talking Machine Co.
Kansas Clty, Mo. ..J. W. Jenkins Sons Music

Co.
a . The Schmelzer Co.
Los Angeies, Cal...Sherman, Clay & Co.
Memphis, Tenn. ....0. K. Houck Piano Co.

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

New Haven, Conn.,The Horton-Gallo-Creamer
o.

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.

Musical Instrument Sales Co
New York Talking Mach. Ce
Ormes, Inc.
Silas E. Pearsall Co.

Ross P. Curtlce Co.
Mickel Bros. Co.
Peorla, Ili. .......,Putnam-Page Co., Inc.

Phiiadelphia, Pa....Loms Buehn Co., Inc.
J. Heppe & Son.
The George D. Ornstein Co
Penn Phonograph Co., Inc.
The Talkmg 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 Clty, U..The John Elliott Clark Co.
San Francisco, Cal..Sherman, Clay & Co.
Seattle, Wash, ....,Sherman, Clay & Co.
Spokane, Wash. .,..Shermar, Clay & Co.
St. Louls, Mo ..Koerber-Brenner Music Co.
St. Paul, Minn....,W. J. Dyer & Bro.
Syraouse, N. Y......W. D. Andrews Co.
Toledo, O. .........The (’:l‘oledo Talking Machine
0.

Omaha, Nebr. ......

Washington, D, C..Cohen & Hughes,
E Droop & Sons Co.
Rogers & Fischer

Victor Talking Machine Co.

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

Victrola VI, $35

Mahogany or oak_

Victrola IX, $75
Mahogany or oak

- Victrola XI, $150

Mahogany. oak or walnut

Victrola XVI, $275
Victrola XVI, electric, $337.50
Mahogany or oak

S, “HIS MASTERS VOICE”_
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ALL RECORD CUSTOMERS ARE ALBUM CUSTOMERS

Record in its Place

A profitable adjunct to the business.

quote prices.

ALL OTHER DISC RECORDS

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

CHICAGO OFFICE: 508 $. Dearborn Street

A Place for Every Record and Every

Albums are an Indispensable Requisite in the
talking machine business and wherever records are
sold. Practical and handy. Save time and records.

We manufacture disc Record Albums to fit cabi-
nets of all sizes and styles. With the indexes they
are a complete system for filing all disc records.

We have unexcelled manufacturing facilities, and
considering quality our prices are the lowest. Write
us, giving quantity you may desire, and we will

OUR ALBUMS ARE MADE TO CONTAIN VICTOR,
COLUMBIA, EDISON, PATHE, VOCALION AND

THE PERFECT PLAN

H. C. TRADER JOINS BUEHN STAFF

Well-known Edison Man Now With Buehn
Phonograph Co. in Pittsburgh

PirrsBurcH, Pa., October 18 —Amnnouncement
lras just been made that Harvey C. Trader, who
is well known throughout the Edison trade in

Harvey C. Trader

the East, has rejoined the staff of the Buehn
Phonograph Co.. Edison jobbers in this city,
and will act in the capacity of field representa-
tive. Mr. Trader’s experiences since becoming as-

sociated with the Edison business have been wide
and varied. In 1914 he joined the staff of more
than one hundred field demonstrators then em-
ployed by the Edison Laboratories and shortly
after succeeded in obtaining the permission of
the late H. J. Heinz to demonstrate the New
Edison on the famous H. J. Heinz Pier at At-
lantic City, N. J. Mr. Trader also has had ex-
tensive Edison retail experience.

BAXTER PIANO CO. ENLARGES

The Baxter Piano Co., of Davenport. la.. has
just imstalled a complete equipment to handle its
rapidly growing Victor business. The space de-
voted to the department is about thirty-five feet
by forty feet in the front part of the store. with
ten booths arranged along each side. The entire
department is carpeted and the furmishings are
in mahogany and white.

CARUSO CONCERT IN OMAHA

A large crowd of music lovers of Des Moines,
Ia., took advantage of the Caruso concert given
i Omaha under the auspices of Mickel Bros.
Co., on October 12, Special trains were arranged
in charge of H. B. Sixsmith, of Mickel Bros. Co.

MISS EVELYN ASHBY IN CHARGE

Miss Evelyn A. Ashby, formerly of the Mor-
ris Sanford Co., Cedar Rapids, Ia., has been
given charge of the Crary Hardware Co., Boone,
Ta. Miss Ashby has had a number of years’ ex-
perience in Victor work and is very popular
amongst the members of the trade in the State.

EFFECTIVE SIGNBOARD PUBLICITY

Des Moines Victor Dealer Uses Large Sign Op-
posite His Store to Good Advantage

Des Moixes, I, November 5—Chase & West,
Victor dealers of this city, are using some very
effective publicity exploiting the merits of the

[N . d |
V"f!;v SO a e s
\KTROLAS Jnd \mfé.tm:s

acroSy TnE STHE

Chase & West Sign Next to Theatre
Victrola. One of the most notable features is
a large sign painted in colors. This sign, which
1s pictured herewith, is twenty-five feet square
and is located directly across the street from
the Chase & \Vest store and next to the Ma-
jestic Theatre. The subject of this sign is
changed every six months and has been found
most effective in bringing in new business to
the store.

Most everybody in creation is open to influ-
ence by commonsense talk

CONCENTRATE!

THE ECLIPSE MUSICAL CO.

Victor Wholesaler

Cleveland, Ohio

“HiS MASTER’S VOICE"

REG.U.S.PAT.OFF. %
N KS)

Ay st
<8ca Ipystrin. B

-




Novemser 15, 1920

THE TALKING MACHINE WORLD

N7

(PR AT

%
g
4
v
&
¢

a

NI

77

A N A e P PRt .1 A AT 777

N

N SAVZSNT

ATV AT AN

Ly

AN AV AN AV AV AV AN A AT A7

EUAVAN

o

AN AV AR AN A AV AN VAV

7NV

vz b VANV,

NN AV

s

Victrola VI, $35
Mahogany or oak

Victrola VIII, $50
Oak

Victrola IX, $75

Mahogany or oak

Victrola X, W $125

Mahogany, oak or walnut

Victrola XI, $150

Mahogany, vak or walnut

Victrola X1V, $225
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“Will there be a

Victrola in your home
this Christmas?”

The big question that gives 1m-
petus to your holiday business—
that 1s backed by the force of Victor
advertising.

An all-important question for
thousands of people all over the

country—and for Victor retailers
everywhere.

“Victrola'’ is the Registered Trade mark of the Victor Talking Machine Company desig'natin,g
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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Mahogany, oak or walout Victrola XVI, electric, $337.50 Victrola XVII, electric,
Mahogany or oak Mahogany or oak

Victrola XVI, $275 Victrola XVII, $350
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l SHAPING THE FUTURE OF THE INDUSTRY

UTSIDE influences may be expected to have their effect on

conditions in the talking machine industry these days. In fact,
they always do to a greater or less extent, but it rests largely with
the members of the trade themselves as to what condition the
retail trade is to be found in after the holiday rush is over and
things have settled down for the new year. The activity and good
judgment shown in sales and advertising campaigns, as well as the

aggressiveness of these campaigns, will all have weight in shaping -

the future of the industry.

If the retail advertising in the trade in general is kept on a
high plane—if the appeal is made through the lure of music and
the quality of the instrument rather than upon prices and terms—
the publicity may be expected not only to bring business, but to
keep the trade on a high plane and out of the hands of the price-
cutter and the long-term specialist. The sales campaign should be
conducted along equally direct lines, for even though the supply of
instruments should equal the demand, the practice: of selling goods
on a clean basis, with sales on music and quality, instead of prices
and terms, will prove the saving grace.

The retailer who under present market conditions quotes special
low prices and long terms in an effort to bolster up business is
doing a distinct injury to himself and to the trade in his immediate
vicinity, without enjoying any real benefit in the long run. He may
build up a temporary volume of sales, but he does so at a sacrifice
of profits and arouses in the public a distrust of talking machine
prices. The result is not a rush to buy, but rather the development
»f a tendency to wait a while longer and see if there will not be
a reduction in other lines and by other houses.

If the trade enters irto the new year with prices and terms firm,
and on a basis that will produce the proper margin of profit under
prevailing buying and operating costs, then the coming year may
be viewed with more or less composure. If, on the contrary, the
present scason sees a letting down of the bars in the matter of
retail selling standards, then the coming year will find the trade in
a chaotic condition and in a position to suffer from any untoward
gencral business developments that may appear. Members of the
trade generally can best protect themselves and their industry by
holding tight, keeping on the right course and maintaining the
industry in the high position it has enjoyed in the past.

ANENT THE MAINTENANCE OF PRICES

DURING the month a number of talking machine manufacturers
have made it quite evident that they cannot legitimately, and
therefore will not, participate in any move for price reduction at
this time, because of the fact that there has not been, and apparently
will not be for some time, any noticeable reduction in production
costs. Official statemefits have been issued by ‘several manufac-
turers setting forth their  position and announcing that wholesale
prices will be maintained.

Labor is the most expensive element in production to-day, and
until there is a reductien in labor costs. not perhaps through lower
pay. but through the medium of increased efficiency. there can be
no material reduction in talking machine or record production costs.
The human element enters more largely into the making of talking
machines than it does into the majority of products, and therefore
labor costs assume increased importance.

Unlike other industries there has been no inflation or profiteer-
ing in the talking machine trade. It must be remembered that the
manufactured products now on the market, and those that will be
on the market for the next six months, have been made at the highest
possible cost of production as far as labor, lumber, metals and other
materials entering into the manufacture of machines and records
are concerned.

The present situation is one that impels a real campaign of
education on the part of the manufacturer, jobber and dealer, to the
end that the public may be competent to recognize that talking
machines of quality and recognized value cannot be produced and
sold at lower prices than are demanded to-day.

There exists to-day a tremendous purchasing power throughout
the country that is still in a large measure undsveloped, and which
can be reached if all the members of the trade realize the im-
portance of getting after trade in a vigorous way and bringi g
the merits of their products to the attention of the purchasing pub-
lic in a manner that will win consideration. It is a time that calls
for strenuous men—men who are not affected psychologically by the
trend in other industries—men who possess absolute faith in the
business in which they are engaged and who like to labor in the
sunshine rather than in the gloom—men who can plan and work
along optimistic, successful lines.

] PLANS COMPLETED FOR HOLIDAY BUSINESS

THE talking machine retailer who has not yet completed his
plans for holiday business may be said to be distinctly out of
luck. for in most localities Christmas buying is already in evidence.
The more aggressive retailers have in fact practically forgotten about
their holiday campaigns so far as preparations go, for these cam-
paigns have been mapped out and launched, and the only things
to bother about now are the results. The question of the moment
is not Christmas business, for that will take care of itself, but
rather the business that is to be gotten after Christmas—the sales
that must be gone after during the period of reaction that usually
follows the holidays.

The problems that face this trade for the most part are prob-
lems of next vear rather than of this. The Dbusiness bui'ding
that is going on is for 1921 and the vears that follow. Campaigns
cannot be inaugurated successfully over mght. They require long.
careful preparation to insure their success. MWith the bare six
weeks before the New Year rolis around, the problems of the cominy
twelve mcrths are close upon us. These problems do not apparently
call for a evolution of business tactics, but they do call for though:
and preparation.

TALKING MACHINE FAVORED FOR DANCING

INCE the dancing masters at their recent convention in New

York took occasion to condemn the prevalence of the craze for
“jazz” music as being the cause of questio-able forms of dancing.
all those interested in the publishing or distributing of music have
been busy “passing the buck” and endeavoring to evade responsi-
bility for .the naughty, naughty music. The discussion has now
reached the point where the talking machine record has been credited
with being the real cause for the popularity of the fox-trot and its
companion dance, the “shimmy.”

Instead of being to the discredit of the talking machine, the fact.
in a sense, proves flattering. for it is an admission that the talking
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machine record is the greatest medium in the country for bringing
da:ce music into the home. The melody and rhythm offered by
the average dance record, played by some noted orchestra, are in the
main far superior to the work of local aggregations of musicians.
The record, too, hrings orchestral dance music into the home and
offers a dance tempo that is correct, quite in contrast to the ordinary
pounding of a piano, even where a pianist can be found who is willing
to offer himself, or herself, as a sacrifice that others may indulge in
the light fantastic.

Dance music with so-called. “jazz” elaborations is offered
through the medium of the talking machine record because the danc-
ing public demands this music. The heavy sales of such records
prove that point, for in the catalogs there are to be found many
records of less lively dance music that frequently remain upon the
shelves of the dealers. Certainly the talking machine cannot be
re'sponsible for the sort of dancing that certain types of citizens
select to indulge in to the accompaniment of records. Even the
stately waltz is to-day used as an accompaniment for forms of
dancing that would have given grandma-heart failure.

To condemn the makers of records for the wave of so-called
vulgar dancing is as logical as to condemn hardware manufacturers
because burglars use, for lawbreaking purposes, the tools they
have made legitimately. The great trouble is that the reformers
classify all the popular dance airs as “jazz,” and yet many of the
popular numbers of the day are anything but jazzy in character.
They forget that “jazz” describes a method of orchestration and of
playing rather than of a type of song. Some mighty staid old classic
melodies have been “jazzed” to a point where they make the product
of the present-day song writer seem tame and innocuous.

I THE BUYER'S MARKET IS NOW HERE

HE business tide is on the turn. The seller’s market is giving
Tway, and in many cases has given way, to the buyer’s market,
but it is gratifying to note that so far the. talking machine trade
has in all essentials stood firm, to the credit of.both those who
make and those who sell machines and records. There have been
cases of price cutting, and in several cities, particularly in the
West, this practice has been generally indulged in. Investigation
proves that this backsliding has been due generally to purely
local conditions and not to any general wave of price recession.
There may come emergencies that demand action in the form of
readjustments that shall prove to the disadvantage of the trade,
but no such emergency exists at the present time.

Conditions that have affected other industries are, many of them,
conditions that in no sense relate to the talking machine or music
business and only their indirect effect will be found in this industry
of ours. It is time, however, for clear thinking and for putting
the business house in order. Careful preparation to meet any
eventuality is a sign of good business and not of a panic. The public
is buying advertised lines of machines and records—not so rapidly

as a few months ago perhaps—but nevertheless in sufficient quan-
tities to keep business going along nicely. It will be found in many
cases that if the money which would ordinarily be sacrificed in
price shavings were put into stronger advertising and sales cam-
paigns business would benefit materially thereby.

READJUSTMENT OF WARTIME TAXATION

NE of the factors that have contributed in no small measure to

increased selling cost of talking machines and records is the
continuance of wartime taxation, and it is felt generally by business
men of the country, and for that matter by the public, that the time
has come for a readjustment of IFederal taxes in order to lighten
the burden on the people as a whole.

The talking machine trade has suffered more than some other
industries under the war taxation program, because of the excise
taxes that have been levied upon machines and records. These taxes
are in addition to the income and excess profits taxes and other levies
made upon the business. The prospects are that during the next
session of Congress, which convenes in December, the question of
having these wartime taxes either materially reduced. or eliminated
altogether, will be fought out to a finish. In this fig.t the members
of the talking machine trade will have to do the!r sI.re and present
an organized front to make their demands emi- -,

The Music Industries Chamber of Comnterce 1s already planning
a campaign to render assistance in the fight before the next Con-
gress, and it might be well for talking machine interests not already
affiliated with the Chamber to seek some means for participating in
the work of that organization in tax matters at least.

With the war at an end two years ago, it is about time the
business men of the country found out why wartime taxation is
still necessary and why further economies in Governmental depart-
ments cannot be effected to the end of making extraordinary reve-
nues unnecessary.

GREATER RECOGNITION FOR MUSIC

HAT the daily press of the country is displaying a keener and

more friendly appreciation of music, and of the interest held by
the majority of readers in matters musical when presented under-
standingly, is constantly becoming more evident. Not only have
several scores of newspapers adopted the policy of conducting regular
“Music in the Home” pages for the purpose of treating musical
matters in a popular vein, but many newspapers have found it worth
while to devote sections of their editorial pages at intervals to a
discussion of music, and particularly of a new phase of music and
its relation to industrial efficiency and the welfare of the public as
a whole.

This new attitude of the press is particularly significant as it
is to be accepted as reflecting a new appreciation of music on the
part of the general public. If there were no public interest in music
newspapers would quickly cease to feature the art.
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Fur Lined Victrolas

I’mall bundled up for helping the winter Victrola
circulation. So remember to keep your body tem-
perature at 98°; your Victrola sales at 100° and have
your bank account boiling at 212°.

Pearsall Service gives you everything for winter
profits except fur lined Victrolas.

Victrolas and Victor Records
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COMPANY

—

PEA

/STRIBUTOR?
WHOLESALE ONLY
10 East 39th Street, New York
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In the world to-day one seldom receives some-
thing for nothing and all things are usually
bought and paid for. Especially is this true in
merchandising. The man who does business
with all his energy and vim doesn’t expect to
have his neighbors come to him simply because
they are neighbors. The local talking machine
dealer to-day realizes that he has a product that
is valuable. and it is up to him to see to it that
he impresses this fact upon the community in
which he lives. There is good reason why the
local dealer should be given preference—why
people at home should trade at home before
going elsewhere—but there never was and never
will be a good reason why people should do
business ivith their home dealer if he is one of
those individuals who how! whenever they find
that they are not patronized by everybody. The
dealer who is on the job every minute has no
time to. dream over what might have heen He
gets out and works.

If he doesn’t get the volume of trade he thinks
he should have, then he knows that something
is wrong with his methods. He does not begin
to complain like a spoilt child—he sets his brain
to work to remedy the fault. Instead of allow-
ing his grouch, if he has any. to get the best
of his intellect and make him rave over the fact
that his friends are going elsewhere with their
dollars, he sets to work to head off this straying
business and find out just what the matter really
is. Take a simple illustration of childhood which
everyone will remember. \Who is there who does
not remember and condemn the “cry baby” of
his younger days. who, if he did not get what
he wanted immediately, began to wail and refuse
to play any more? That sort of baby is the
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forerunner of the retailer who makes the loudest
noise about the trade going away from home.
The dealer must sit down and look into his
business. If his goods and prices are right, then
his trade is wandering away from him for some
other reason. Perhaps he has made no effort to
convince the people that his goods and prices
are just and equitable. He may have neglected
some small items of service which would have

S A B s

If People at Home Do
Not Buy of the Home
Merchant, Something
Is Wrong With His
Merchandising Plans

=

saved the day. At any rate, there is some fault
somewhere and he is the one who must find it
out. The majority of people will not go away
from home to trade if they are convinced that
they are getting a fair return for their money at
the local store. There are always a few who
will trade in other places, but the percentage is
so small that they should not cause the dealer
any concern.

To tell your homme people that they should
trade with you because you are a home institu-
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The Dealer Who Doesn’t Hold His Home
Trade Should Know the Reason Why :

O 0

By Fred
Parsons
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tion, because you pay taxes there. because you
support the church, the town hall, and so on, is
not the better part of wisdom. Your argument
only strengthens them in their belief that you
expect to get their money without giving full
value in return. Such talk is not business. Peo-
ple buy where they can find the best market and
they are not disposed to support the shirking
merchant. Realizing this the live dealer will do
everything possible to make his store radiate his
own personality and beliefs. He will have his
windows attract the attention of the public. and
he will have h's sales force reflect his attitude.
He will make his friends realize by experience
that his store is the place where they will get con-
siderate treatment. Experience is the greatest
teacher and one or two little things which im-
press the customer because they are examples of
real service will do more than anything else to
win that person's trade. Likewise, if the first
impression is an unfavorable one, the chances of
eradicating it and winning back the trade are
very small.

So the local dealer can remember this: if the
people at home do not buy of the home mer-
chant, there is something wrong with his mer-
chandising.

A NOVEL VICTOR DELIVERY TRUCK

Mark \W. Duncan, Victor dealer of Albia, Ia..
has lately purchased a new delivery truck and
built a large Victrola which can be fastened to
the rear for delivering instruments. The Vic-
trola is thoroughly padded and can be adjusted
to hold any size instrument together with a
large supply of records.

Sound travels round

(always has and always will)

Nature.

—solid spruce.

Emerson Record Sales Company, Inc.

A UTHORITIES in acoustics have
-long recognized that sound travels
n spiral or circular waves.

In making the Emerson Music Master
Horn #ound the ‘makers of the new
Emerson Phonograph have. therefore.
simply gone back to first principles.
They have, so to speak, taken a tip from

Not only have they ‘fashioned the
Emerson Music Master Horn perfectly
ronnd. ‘They have taken another tip
from Nature, and fashioned it of spruce

From the earliest times spruce has
heen recognized as the most resonant—
the most vibrant—the most sound-am-
plifying of woods.

The FEmerson Music Master
made of specially-sclected.

—not veneered.

ronnded, resonant spruce—solid spruce

It 1s worth while calling attention to
the fact that every Emerson Phonograph
—from the sturdy table model to the
most luxurious period model—has this
built-1n, solid-spruce, round sound cham-
ber or horn—the acoustically correct

Emerson Music Master Horn

virtue of

_ graphs,
[orn is

kiln-dried. Master Horn.

Exclusive distributors of Emerson Stondord 10-inch
Gold Seol Records in the Metropolitan territory

206 Fifth Avenue, New York City

* Elements of Acoustics (Lees), pages 10-11.

Hear the Emerson Phonograph at
vour earliest opportunity.
the Emerson Music Master Horn, by
its peculiar
brings out the little musical details so
often slighted in reproducing.

Send for loose-leaf
ing the new line of Emerson Phono-
and explaining the scientific
principle of the round Emerson Music

Note how .

construction,

catalog describ-

cFEmerson,

‘Records and
Phonogmphs

———
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Stewart
Road Signs

Greet the-travelers through your city with this

TA@ Sd[@Smdﬂ declaration of Victor Supremacy. Let the roadsides

p reflect your name as an established dealer in the

fhﬂf%V@f ﬁf@g world’s greatest musical instrument. Hundreds of
Victrola prospects travel the highways in your

county darly. Appeal to them through this full-
color, impressive but inexpensive road sign!

Make Your Name Noted for

=

V ictrolas EXCLUSIVELY 3 Years

ICTOR RECORDS Measuring 48 inches by 48 inches with the top
panel standing 8 inches above the board, each of
these signs is the most impressive advertisement
of its size to be met on the road. The display
surface is of the toughest known sign metal,
weather-proofed with a patented preparation
called STABRIGHT. Similar signs are known
to keep bright and clear for THREE YEARS.

The price of each sign is only

$16.95

F. O. B. our factory

at Kokomo, Indiana

Lookinside thelid

(3
If it hasn't this trademark}
it isn't a

ORDERS FOR LOTS LESS THAN 10 NOT
DESIRED. AT THIS RATE 1o SIGNS
WILL FOR 3 YEARS PREACIH YOUR
MESSAGE TO THE DRIVING PUBLIC
AT THE COST OF NOT MORE THAN
50 CENTS 4 MONTH.

Stewart Road Signs are only a part of the
Stewart Sales Service. All forms of sales pro-
motion known in modern advertising methods
available here for Victor Dealers.

Address all orders promptly to

Stewart

Talking Machine Co.

Exclusive Victor Jobbers

Indianapolis - Indiana

An exact replica of a Victor

N Dealer’s Stewart Signs on
i ‘ the Noblesville roads.
1
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ART DISPLAYED IN STORE ARRANGEMENT AND EQUIPMENT

The Newly Opened Victrola Shop of the Baldwin Co., Cincinnati, Emphasizes How the Classic
or Modern Store Makes a Wide Appeal to Discriminating Purchasers

Cincivnati, O., November 5—The classic and
modern store for the sale of talking machines
and reeords has beeome a very important part
of the retailer’s endeavors to-day. An artistie
environment associated with this phase of retail-
ing appeals to a distinetly desirable elass of
trade. The dealer desiring to make a direct ap-
proacli to a elass of customers that will be of
value to him should

niade of carrying at all times any records that
might be called for.

There is a reeeption room in the rear of the
store and here one may rest and find comfort
while. Dbeing shown a machine, or enjoy a
little rest while on a shopping tour. The in-
terior has been made “different” from many
other stores of this kind, and an air of refine-

consider that the more
attraetive his store is-
made the larger will be
the appeal to the real
people who are buying
maehines and records.
There’s a reason.

The Vietrola Shop of
the Baldwin Co., the
newest store sclling
talking maehines and
rceords in this eity, and
which  was reeently
opened to the publie, as
referred to in ‘The
World last month, is
an ideal retail sales-
room and demounstra-
tion parlor. As the
name implies, it will
handle Victor records
and Vietrolas exelu-

o ,\%‘I
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sively. T he deecora-
tions, as ean be noted
by the two views herewith. are not only
attractive, but they are also artistic. The
tixtures of the Adam period are of the
most pleasing design and are finished in
old ivory. The sales section, for records,
1s htted up with a counter and rack, and
has easy chairs and a most inviting appearance.
There are eleven booths, three of them being
set aside for the demonstration and sale of Vie-
trolas, and the others for the demonstration of
the records. There is a most eomplete stoek
of these carried here, and a specialty is being

General View of Baldwin Victrola Shop—Booths in Rear

ment and coziness prevails that is soothing and
at the same time an inviting one to the public.
One feature noted here is the display in glass
closed panels of the records issued for the
past three months, so that the eustomers can
tell at a glance what has been issued by the
manufaeturers in the present and two preceding
months. The entire setting is artistic and of-
fers a place of eheery surroundings for the trade
aside from being the last word in interior set-
ting. .
Something in the way of an innovation has

been adopted in the selection of the members
of the salesforce. They are educated in musie
and are familiar with the operas and other classie
selections. TIn this way they are able to tell
tlie customers something of the history of the
pieeces being denionstrated or asked for, and are

Baldwin Reception or Rest Room

able to assist in the ehoice of any high-elass
record that is called for. This is an idea that
ean be made to bear fruit, as the salesforee is
fully equipped with the essential knowledge to
help the eustomer make an intelligent seleetion.

The store is under the management of Sher-
man B. MclLaughlin, who has recently come
from New York, where he was identified for
four years with the John Wanamaker establish-
micnt. Some years ago he was employed by the
Baldwin Co., and is, therefore, familiar with the
methods employed here. The store adjoins the
piano house of the above company on Fourth
street.

THREE ELEMENTS IN EVERY SALE

Every sale is composed of three parts:
1.—The approach.
2—Thc demonstration,
3.—The close.

[t doesn't make any difference whether the
approaeh eonsists of two words, “Good morn-
ing,” and the demonstration—"Here’s the goods,
vou need them,” and the closing—*'Sign vour
name here,” thicse three elements are in .very
sale of talking machines or records

Warren G. Pollard has just entered partner-
sbip with Harry Clarke, Victor dealer at .\na-
mosa, la.

freight cars.
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'DIFFICULTIES disappear for our custom-

ers in spite of the shortage of 350,000
¢ This new truck, the latsst
addition to our equipment, hauls Victro-
las and Victor Records from the factories
at Camden to our headquarters in New-
ark. From this point they will be dis-
tributed to dealers in No:.thern New
Jersey and Northeastern Pennsylvania
only, insuring uniform seivice. - - - -
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Doubly Welcome

Now we have special Christmas
envelopes, with an appropriate and
beautiful design 1n color, in which to |
enclose the Columbia Records your :
customers buyas Christmasgifts. Our
wide, effective Christmas advertising
in the newspapers and magazines 1s

your surety and guarantee that Co-
lumbia Records as Christmas gifts
are now recognized and welcomed
from coast to coast. = Put some of
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Christmas Gifts

these Christmas envelopes filled with
your choicest Columbia Records on
your counters and 1n your windows
where they can be seen. Therr
cheery colors will stimulate trade
and clinch many extra sales this
holiday season. If you display these
envelopes you’ll find that many
strangers and regular customers will
do all their Christmas shopping
right inside your store.

Corumpia GrapHorHONE COMPANY
New York

Canadian Factory: Toronto
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Letters

received »
by us R S
from en-

°© g cote &5211@?81,213&'&.,
thusiastic Shioasd; miL.

Jobbers W

and We received your box of exe Blue Steel needles
v and to say the least we believe them to be far better
than snything we have yet tried.

Dealers We hélieve you will make no mistake in

handling them as they have only been on our counter
—_— two hours and we have sold over a dozen packages. -

“18/sth the desire to serve our community in every
posnible way, we dedicate this big Department

lt Kindly send us another box.
Yours very truly,

will

pay Mangger Sales and Service Department

you for Brunswick.
to |
STOCK REFLEXO = e

‘BrLueSTEEL NeepiE

RQCOI’CZ,'YZ)I’

(Write for Samples and Prices
of Reflexo Needles and Polish)

" REFLEXO PRODUCTS CO., Inc.
347 Fifth Avenue
At 34th Street New York City Suite 1003

Canadian Distributors: The Musical Mdse. Sales Co., Toronto
Foreign Export: Chipman Ltd., 8-10 Bridge St., New York City

\
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Single Idea Window Display Most Effectiv
in Selling Machines and Records -

By Walter Fay
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It would not do, of course, for the talking
machine dealer to inform his customers and
prospects that they had one-track minds, unless
he was desirous of quitting business suddently,
but the fact remains that in presenting his ma-
chines and records for the consideration of pro-
spective customers through the medium of win-
dow displays or newspaper advertising, the
dealer who works on the theory that the ma-
jority of people have one-track minds and there-
fore presents for tiieir consideration only one
type of machine and one¢ special record at a
time, will be surprised at the results.

There is a distinct tendency among those in
the trade who give particular thought to their
advertising and window displays to concentrate
on one article or upon one thought, for by so
doing they find that they are able to drive a par-
ticular idea home with greater force. A dozen
or two of the popular records may be placed in
a window, and a number of sales result. If
only one record is featured, however, it will be
found that the sales of that particular record
will jump to big proportions, and proper sales-
manship can be relied upon to keep the other
records on the list moving at the same time.

It seems as though the average person hates
to take the time and trouble of reaching a de-
cision in the matter of making a purchase, and
when a dozen or so records are displayed, each
with some strong advertising matter, the
passer-by may stop to look, but does not take
the trouble to select from the dozen a record
that makes a special appeal and then go in and
buy it. If, however, one of the popular recoerds
from the current month’s list is made the center
of an effective window arrangement, the
passer-by has only one thing to think about and
is more inclined to come in and buy. This is
not a matter of theory, but an established fact,
and the result is that a surprisingly large num-
ber of talking machine retailers go to consider-
able trouble to feature one record with par-
ticular emphasis in their advertising, depending
upon that record to bring the customer into the
store where he can be approached on other
numbers.

There are some records, of course, that lend
themselves most happily to special window dis-
plays. The latest of these perhaps is “The Love
Nest,” and scores of dealers took occasion to

place in their windows their own conceptions
of what the song is supposed ‘to typify. But
there are others just as adaptable.

There is hardly a talking machine salesman
who has not had the experience of playing over
fifteen or twenty records for a customer who
came in undecided as to just what was wanted,
and then found that with so many records at
hand the customer could not make a final de-
cision. Where the range of selection was limited
to half a dozen records or so he found that the
proportion of sales was much higher, there being
lcss room for debate.

To declare in advertising that machines range
in price from a few dollars to several hundred

A

Concentration in the
Window DisplayHelps
CustomerMake UpHis
Mind and Saves Dealer
Mouch Time and Effort

SR e R e

dollars means nothing to the prospect unless he
can see what machines are offered at the price
he is able to pay. Here, too, it is found that
the attractive featuring of one type of machine,
with the price and terms plainly stated, and its
appropriateness for certain surroundings and
purposes explained, proves more effective than
the indiscriminate advertising of a poor line.
With the machines featured one at a time, the
prospect is pretty sure in the long run to have
brought to his attention one particular model
that in size, price and general adaptability is
calculated to meet his individual requirements.
For the dealer who does not believe in concen-
tration, a study of the merchandising efforts in
other lines should prove profitable.

In haberdashery he is shown many cravats,
but as soon as he indicates the type he prefers,
he finds offered him for selection two or three

cravats. The salesman knows that he can se-
lect one from the three in a few minutes, but
to select one from the entire stock might re-
quire an hour. The shoe salesman never dumps
his entire stock in front of the customer. He
first finds out the sort of shoe favored and then
brings out one pair at a time. The same rule
holds good with the tailor if he knows his busi-
ness.

In selling merchandise, as in anything else,
the wise way is to strive to please the majority,
therefore working on the basis that the majority
of people have one-track minds when it comes
to selecting their purchases means following thc
line of least resistance.

JOSEPH SHEA NOW A BENEDICT

Editor of The Tonearm Marries Miss Angela
Campana in Bridgeport, Conn,

BringerorT, CoNN., November 4.—The wedding
of Miss Angela Campana, daughter of Mr. and
Mrs. Charles N. Campana, of Myrtle avenue, and
Joseph Shea, editor of The Tonearm, published
by the Columbia Graphophone Co., took place
vesterday at the Sacred Heart Church at 9
o'clock.

Mrs. Anthony Gallagher, nee Miss Elsie Cam-
pana, attended her sister and Mr. Gallagher acted
as best man. Following the ceremony, a break-
fast was served at the Campana residence for
the immediate families and a few friends. After
a honeymoon trip the couple will make their
home on Haddon street.

CHANGED TO PIERINGER & BENEDICT

The firm of J. S. Pieringer, Bediord, Ia., has
been changed to Pieringer & Benedict. The
Victor business has been growing to such pro-
portions that Mr. Pieringer found it necessary
to have assistance in order to give the business
the attention it deserves. Mr. Benedict is with
the Benedict Piano Co., which conducts stores
in ‘Clarinda and branches in a number or towns
in southwestern Jowa.

Slipshod management begets slipshod help,
and carelessness even in the smallest details is
never unnoticed by the employer.

The Sort of Service

THAT MAKES FOR

Better Victor Merchandising

DITSON

VICTOR EXCLUSIVELY

OLIVER DITSON CO.
Boston - - - Mass.

CHAS. H. DITSON & CO.

New York - - -

N. Y.
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Hear Al Jolson dream of “Avalon.”
you do, you’re going to long to travel with
him to see his new love in Avalon.
there was a hit—this is it. A-2995.

Columbia Graphophone Co.

When

If ever

NEW YORK

OPENS VICTOR SHOP IN DALLAS

Corpus Christi Talking Machine Man Now Has
Attmactive Dallas Establishment

DarrLas, Tex,, November 5—The Lester Gunst
Co. has opened an exclusive Victor shop here at
1018 Elm street with Lester Gunst in charge.
Mrs. Waskom and Miss Darnell are assistants,
both of whom have had valuable experience in
their chosen line and large personal acquaint-
ance in Dallas. Mr. Gunst comes from Corpus
Christi, where for a number of years he was
engaged in musical merchandising. He has
fitted his shop in especially good taste, dis-
tinctive in design and in color treatment.

The architectural design of the interior fit-
tings is a mixture of the Colonial and Gothic.
The woodwork is paneled and the tops of the
panels are in base relief. Several pillars carry
out the Colonial effect.

The general color scheme is old English
ivorv and the new shade of French lemon. The
hanz.ngs are taupe and Bavarian blue and beige
and the carpet taupe. The electric fixtures con-
sist of side brackets and assist materially in
creating a beautiful harmony of light and color.

There are six demonstrating salons furnished
in wicker with cretonne covers, and the entire es-
tablishment has a most artistic atmosphere.

NOW TESLOW MUSIC HOUSE

Kellogg Music House at Cresco, Ia., Sold to
Herman A. Teslow

Herman A. Teslow has just purchased the
business of the Kellogg Music House, Cresco,
fowa, and in the future the business will be
known as the Teslow Music House. Both Mr.
and Mrs. Teslow are graduates of the Mickel
School of Victor Salesmanship. The store has
been completely renovated and is considered the
best ecquipped music store in Northwestern Jowa.

SUGGEST NOON-HOUR CONCERTS

Spare Half-hour After Lunch Might Be Utilized
by Dealer for Daily Record Concerts

In the “Suggestion Department” of System
for October T. F. Moriarity presents the follow-
ing “tip” for dealers who desire to expand
their business:

“I would arrange for two or three entertain-
ments each week, starting at 12.30 p. m. and
ending at 2 o’clock. Some of the latest records
would be played, as well as those that might
be requested from the audience.

‘To attract a crowd I would send announce-
ments around to the manufacturing plants, busi-
ness offices and stores and would invite all music
lovers to be present for the entertainments.

“Since most people lunching out at noon have
half an hour or more to spend after they have
eaten, I'm certain that my store would be weld
filled at each performance by people really in-
terested in records; people who had come to
buy, provided I could-present the proper incen-
tive to buy. F

“When the public could be certain that there
would be an entertainment each rainy noontime
they would depend on my store as a pleasant
place to pass their spare time. Instead of wait-
ing impatiently at their eating place or going
back early to their work they could take advan-
tage of my invitation and pay my store a visit.

“It’s only natural that these little performances
would attract extra business for me and would
advertise mv place throughout the city. And,
best of all. my investment would not need to
oe large.”

J. M. ROSS IN IOWA TERRITORY

James M. Ross, of the traveling department
of the Victor Co., has been assigned to Iowa for
this season. His work will keep him in Iowa for
a few weeks before he leaves for a short visit
with the Nebraska dealers.

McCOY’S A GENERAL MUSIC HOUSE

Hartford Establishment Carries Out Beliefs of
Manager A. P. McCoy in Attractive Manner

Hartrorp, Coxx.,, November 5—A. P. McCoy,
manager of McCoy’s, of this city, is an ardent
enthusiast over the general music house idea.
The warerooms on Asylum street carry out this
theme in a striking manner. McCoy’s carries
Victor talking machines, Kranich & Bach,
Knabe, Mehlin, Estey, Ludwig, Lauter and
Kurtzmann pianos and also conducts large sheet
music and player roll departments as well. The
musical merchandise department is advanta-
geously situated immediately at the right of the
main entrance and faced by the sheet music de-
partment. The balance of the main floor is
given over to the talking machine department.
Unico demonstration rooms and record-filing
equipment have been installed throughout and
this, together with tasteful hangings and deco-
rations, gives a very pleasing effect. The piano
salons occupy the entire second floor and vie
with the talking machine department in their
attractiveness. The third floor is devoted to the
player-piano and music roll departments. Three
sound-proof demonstration rooms have been in-
stalled. The fourth floor is devoted to the re-
pair department. The lighting effects on each
floor are a stroug contributing factor in the
general attractive appearance of the warerooms.

Manager McCoy reports that, although these
warerooms were opened only a few months ago,
they have been firmly established in the fore-
most ranks of the music trade of this city.
Their patronage already includes some of the
most influential people in the city and the vol-
ume of business transacted has passed all ex-
pectations. Mr. McCoy is very enthusiastic
over the future and is planning an energetic
campaign to cover the holiday season.

W. P. Moore has opened a modern music
store in Hartsville, S. C.
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Mr. Dealer are you selling the Record Flasher? It is
very much in demand and invariably sold when properly

presented to your customers.

The Record Flasher is easily attached to any phonograph; it
gives an abundance of illumination, it makes cumbersome
operations easy and simple in darkest corners where phono-

graphs are usually placed.

Beautifully finished in Nickel and Gold.
Packed (12) to a unit package may be assorted.

Nickel finish without bat‘liery

RETAIL PRICES ’ Gold “ T

_Batteries each -

Regular Trade Discounts to Dealers.
When writing always mention your distributor.

Manufactured by

STANDARD ACCESSORY CORPORATION

Milwaukee, Wis.,, U. S. A,

ORDER FROM YOUR JOBBER

355-357 East Water St. - -

- $2.25
- $3.00
-$ .75

IT'S NECESSARY—VERY NECESSARY
0 0000
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T Christmas, more than at any other  resonant cabinets of reed are artistically
time, a multitude of shoppers are - fashioned, and finished 1n many different
seeking for something that is dif-  color schemes. Your customers may choose

ferent and beautiful. any cabinet colored to harmonize perfectly

with their own style of furniture.
In the Heywood-Wakefield your cus- -

tomers will find an instrument with a rare Progressive merchants realize the advan-
beauty of tone and remarkable decorative  tage of having this instrument in their
qualities. Christmas line.

Its cushioned reproducer, built to par- The Heywood-Wakefield 1s made under

allel the human organs of sound, brings the Perfektone patents. Ior details of
out every detail of a record, no matter  models, prices and specifications, address
how delicate, with perfect ease. Its non-  today the nearest office 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 Heywood-Walkefield at the Perfek’tone Store, 517 Boardwalk




18 THE TALKING MACHINE WORLD

NovenBer 15, 1920

Il

Some time ago an article appeared in The
Talking Machine World anent an inquiry from
a dealer who suggested that it would be a good
plan to furnish the words of the songs demon-
strated on records in the talking machine stores.
It was pointed out at that time that the words
of the songs are usuvally copyrighted and their
unauthorized use would make the dealer liable
to a heavy penalty. Considering the subject in
a broader way. the idea, however, has much
merit, and in commenting upon it, The Puritan
describes the plan of one dealer as follows:

“Still, the advantage of having the words,
exactly as engraved in the record, clearly print-
ed and available for anvone who santed thein,
so strongly impressed a Kansas music dealer
that he obtained the names of the publishers
of every vocal selection represented by the new
records he received, and the price of the sheet.
With this list before him he was able to direct
buyers of records to the publishers of the words
and music.

“Some people would think that it would have
been better to obtain the printed words and
music and sell them direct, but the dealer be-
lieved that this would involve the carrying of a
great quantity of sheet music for which he
might not have a ready sale, and he contented
himself with the list referred to., as a starter.

“In the music stock of this store, however,
the dealer had the vocal score of many of the
best operatic selections and well-known songs.
He listed these to correspond with his record
stock list, and when a person bought a record
of which he had the printed words it was a
very easy matter to sell both the record and
the words and musiec.

T 00000 OO, O SI00 0S00

Sales of Musu: in Combination With Records
Prove Most Successful With Many Dealers

o e s s A

“There is no doubt that the enjoyment of a
new song (or an old one, for that matter) is
considerably increased by knowing the words as
the record is played. It is a great temptation
also for the listener to ‘sing it’ with the talk-
ing machine, if he can sing at all. It is a
delightful pastime also for a few members
of a family to follow the singing of a fine

e

Handling the Music of
the Records Opens Up
a Trade Field That Is
Not Only Interesting
But Often Profitable

e

guartet, duet or chorus, and it is well worth the
dealer’s while to introduce this agreeable diver-
sion in his store, because it leads to sales of
both record and music.

“It needs very little explanation. \When a
record 1s chosen by a customer the sales person
consults his list, and finding that he has the
musie, informs the customer that ‘\We also have
tlhie words and music of this record; would you
not like to have it so that you can follow the
words exactly® Or, when a piece of music is
being sold, tell the buver that ‘This piece has

I WY

S

been reproduced on the phonograph,
would you like to hear it?” If the party owns
a machine the chances are good that he will buy
the record.

“It requires some intelligent work to carry
ont this plan, because the maker of the records
must give the name of the publisher of the
exact words sung in the particular record, unless
it is a standard selection. when it can be found
through the usual trade lists kept in every well-
managed music store. Other talking machine
dealers will, of course, have to do more hunt-
ing but it will repay them for the trouble.”

This is a species of service that involves some
trouble to the dealer or salesman, but it means
the opening up of a wide sphere of knowledge
and where the dealer installs sheet music it
means the development of a very nice and profit-
able side line without the investment of a great
deal of money.

‘The talking machine record to-day is an edu-
cator. It virtually brings the singers of songs
into the home, and those who hear themn are
just as anxious to have the words and music of
these songs as if they had heard these same
artists in the flesh in grand opera or a vaude-
ville theatre. The possession of the music
makes the record more interesting and at the
same time it often affords an opportunity to
the buyer of the music to accompany the singer
of the record on the piano in his own home.
Thus the handling of sheet music in conjunc-
tion with records opens up a field that is most
interesting.

The man who forgets to call loses the largest
order. The Lucky Man gets it. Be mindful.

O

=

StratfonrD

= THE SHAKESPEARE OF PHONOGRAPHS

Natural and Perfect Reproduction

=

ASHLAND

is an outstaﬁding feature of the STRATFORD. With it you

are assured of natural quality and volume; of purity and clear-
ness of tone; of the actual reproduction of the original selection.

No foreign tone is added; no natural tone is eliminated_—but
there is reproduced—

exactly what is on the record.
It is the phonograph the trade has wanted—because it is the
phonograph which satisfies the desire for the best.

DEALERS

GET OUR PROPOSITION
IT WILL INTEREST YOU

THE STRATFORD PHONOGRAPH COMPANY

MANUFACTURERS

OHIO

00060000 0 0
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“I’s heard Blues, but I’s

v * L4 )
Mr. Public Opinion 1 : tellmg you Mamie’s

beats ’em all. O! man,
her voice 1s as sweet as
honey! It jes flows and
flows and ev’ry note
gets richer and richer
until I can just sit back

“5/ | . and expire with joy.”

MAMIE SMITH BLUES

| THAT THING CALLED LOVE

Mamie Smith with Orchestra

YOU CAN'T KEEP A GOOD MAN DOWN

Mamie Smith with Orchestra

4113
10 1n.
$1.00

CRAZY BLUES . . Mamie Smith and Her Jazz Hounds

I'T°'S RIGHT HERE FOR YOU (If You Don’t Get It—
"Taint No Fault O’Mine) . Mamie Smith and Her Jazz Hounds

GENERAL PHONOGRAPH CORPORATION

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

Factories: Newark, N. J. Elyria, Ohio Putnam, Conn. Springfield, Mass. Kitchener, Ont.
Branch Offices: Chicago, lll. Toronto, Can. London, Eng.
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VICTOR ARTISTS WIN ST. LOUIS

“Best Sellers” in Personal Appearance Attract
Immense Audiénce in Saintly City—Local Vic-
tor Dealers Pleased at Success Attained

St. Louis, Mo, November 3.—The Victor dealers
of this ¢ity scored most emphatically in the ap-
pearance recently in this city of the “Eight Vic-
tor Artists” in person. A huge audience heard
these artists, so popular with the users of Victor
records at the Odeon, and the story of “how
they were made to work overtime” is so-well told
by the well-known critic, Alfred C. Wegman, in
one of the local papers that it is worth repeating
in part. Mr. Wegman pointed out that this en-
tertaimment made St. Louisans aware of the fact
that the “opcn season” for concerts is now on,
and added:

¢Talking machine devotees put down $2.20 per
seat at the box office much in the same spirit
in which the movie fan pays a high price to see
the screen favorite on the stage.

“The artists may be heard quite as well at
home by means of the Victor record, but evi-
dently, as when screen stars are under considera-
tion, the people seized the opportunity to comc
into closer contact with their favorite. Some of
the enthusiasts were not content to merely hear
their pet records personally delivered, but flocked
‘back stage’ during the intermission to shake
by the hand these ‘best sellers.’

“Billy Murray, tenor, who puts over the
‘snappy stuff,’ and who, on this occasion, intro-
duced all the ‘artists,” himself included, seemed to
be the prime favorite, on and off the stage.

“He held an impromptu reception ‘behind,
while on the stage he held ’em in the hollow of
his hand. He scored especially big when hc
celebrated in song, and by exprcssive movements,
the charms of his ‘Little Bimbo Down on the
Bamboo Isle, and he won ’em also with the
‘A B C D Blues’ and other lively ditties.

“For all of the singers, and for the instru-
mentalists, the numbers programmed served
merely as starters. Two or three numbers had
to be added by everybody to satisfy the clam-
orous crowd.

“Henry Burr’s mellifluous tenor pleased par-
ticularly in ‘Blue Diamonds,” which was one of
the several sentimental ballads with lilting re-
frain delivered by him. He came together with
another tenor, Albert Campbell, in ‘Feathgr Your
Nest, and the two had to sing the refrain at
least three times before Monroe Silver was al-
lowed to come on for his famous Cohen songs
and stories.

“Campbell, Burr and John Meyer, baritone,
make up the Victor’s ‘Sterling Trio,” and with
Frank Croxton added they become the Victor’s
‘Peerless Quartet.” These singers submitted late
favorites, and ‘Swanee’ was so riotously received
that they followed it up with more quartets of
the same kind.

“Frank Croxton used his rich bass in negro
songs of a religious flavor, of which ‘Dah’s
‘Gwinter Be a Lan'slide’ was the one pro-
grammed.

“The excitement created by the singers was

evidently not unexpected, as the ‘boys’ all had
extra numbers ready, which they secmed very
willing to contribute.

“The instrumentalists, however, also came in
for a big share of the enthusiasm. Fred Van
Eps showed what can be done with, and to, a
banjo, and Frank Banta, in the words of Mr.
Murray, ‘stepped on the dominos.’

“Mr. Banta’s accompaniments were always
sufficient and never spilled over in the least. He
showcd rare discrimination and repression when-
ever he formed the background for the singers,
but cut loose with much spirit in a ‘futuristic
rag,’ entitled ‘Cubist’ The success this won
brought forth more piano solos—jazzy tunes in-
terlarded with what is the popular idea of mod-
ern harmonies, and all in syncopated rhythm.
It all lasted two hours or more, but nobody
made a move to leave the hall until the curtain
fell on the last number.”

TO REPRESENT THE ‘ELECTROPHONE’

H. K. Lorentzen of New York Appointed East-
ern Distributor of This Electric-Driven Phono-
graph—Speaks of New Connection

H. K. Lorentzen, 60 Grand street,, New York
City, who for a number of years has specialized
in an exclusive line of talking machine cabinet
hardware, was recently appointed Eastern dis-
tributor of the “Electrophone,” manufactured by
the Lakeside Supply Co., Inc., Chicago, Il
The Electrophonc is a cabinet machine with an
electric-driven motor, perfected in a manner so
as to allow the mechanism to be driven on any
current. The new distributor has made arrange-
nments in his local plant to demontraste the va-
rious “Electrophone” models, and a large num-
ber of machines have been placed with repre-
sentative dealers in the metropolitan districts.

H. K. Lorentzen, head of the above firm, in
speaking of the Electrophone, said: “These
machines are of the highest quality, and the
motor is exclusive and meets the requirements
of all technical experts. Qur decision to take
over this line was only made after a thorough
investigation of its merits. The success the
manufacturers have already had with this ma-
chine demonstrates it as a product having great
salability. The holidays are close upon us, and
wc expect to realize a large volume of business
irom the distribution of this machine in con-
nection with our already well-known line of
cabinet hardware and accessories.”

INSTALLS UNICO EQUIPMENT

The Arnold Jewelry & Music Co., of Ottumwa,
Ia., has just installed a complete Unico equip-
nient consisting of four booths, record racks and
record counters. A space approximately twenty
feet by fifty feet has been devoted to the depart-
ment and Miss Nellie Kirkhart has been placed
in charge of the department. Carl Dalin is man—
ager of the store.

The Cheshire Music Co., Rockford, Ill,, has in-
creased its booth capacity to ten, all of which
are handsomely equipped. '

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

TOYS

CHRISTMAS

Immediate Shipments

Something for the Children

at Christmas That Brings in

the Parents and Makes You
New Customers

It will pay you to show these novel-
ties dancing in your windows from
Thanksgiving to Christmas.

RASTUS
PATENTED MARCH 16, 1915,

RAGTIME

An Automatic Dancing Darky Doll for
Talking Machines

Rastus does one hundred different steps
while the music is playing. Delights Chil-
dren and amuses the older people, too.
The funniest dancing toy ever made.

Attractively painted in four colors,

Ragtime Rastus, Item 100A $1.65

THE BOXERS
Patented March 16, 1915

Amusing Novelty for Talking Machines

These little Boxers are very realistic and
create lots of fun. They do all the different
blows and steps known. Put on a good
lively record and these little figures box
away in lively fashion =

Boxing Darkies, Item 100B $1.75

Combination Rastus and Boxer
Two Toys in One—Qur Biggest Seller

Dancing Rastus and Boxing Darkies, the
two sets of figures combined with one

dancing mechanism. All in one box. Very
popular.

Combination Rastus and Boxers

Item 100AB $2.00

NOTE: These toys fit standard machines and can
be put on or taken off in five seconds and do not
injure record or mar machine. Fit all Columbia
and Victor models. Edison machine requires special
disc, 25c¢. extra.

Wholesale and Export discount in
dozen-lots of one kind or assorted

33 1/3%. In 3 doz. lots of one kind
or assorted 40%.

NATIONAL COMPANY

Mechanical Specialty Manufacturers
Cambridge 39 BOSTON, MASS.
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Announcing a New Victor Sales Promotion Service

Two Victor Windows
Each Month

for $100 per day

Window trims worked out by experts and distributed exclusively by “Standard”
in this territory. Spectacular, brilliant., windows that dovetail with the Victor
national and local advertising, and attract to your store the business created by this
advertising.

Does not require a window expert to erect. Anyone can set up or change
trim in half hour. Each display comes to you absolutely complete—all material
supplled—w1th full instructions, selling talks for your salespeople, newspaper copy
and suggestions for direct mail literature.

This service begins with the effective Christmas window shown below, and is
followed by a new and original display every two weeks.

Get This Xmas Display in Time for the Holiday Season .
e

-3

Fxterior View of Metropolitan  Interior View of Metropolitan ' Prison Scene from
¢ Opera House, New York Opera House, New York IL TROVATORE

Ask for complete information

STANDARD TALKING MACHINE CO. [FEESSy;
PITTSBURFH, PA.

Territorial Representatives of

REINCKE - ELLIS COMPANY

Exclusive Selling Agents for the '
BINGER COMPANY ' &
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In the talking machine business there are four
fundamental points necessary for the successful
conduct of your business; namely, the line of
merchandise you handle, store location, interior
cquipment and service, and it is along the line of
store equipment that I wish to say a few words.

Is your store a cheery, comfortable and in-
viting place in which to make a purchase? Does
it win the confidence of your customer as soon

rooms should be about 9 x 12, which will permit
of displaying several different models without
too much crowding, and these should be in the
rear. If your store space permits, by all means
have the hooths arranged on both sides of the
store, as it adds greatly to the general appear-
ance. And be sure to have enough booths to

care for the rush trade.
Your record stock is one of your best adver-
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Four Fundamental Points Necessary for the
Successful Conduct of a Business

0

By R. S. Baas

phere to your store. Tastily decorated walls
and ceiling, floor coverings that are at once at-
tractive as well as serviceable, furniture that in
addition to being substantial should be of good
taste; all so arranged and blended in color as
te make your store the show place of your com-
munity—such a store will prove your best busi-
ness getter.

Above all things, keep your store clean and

Two views of the installations in R. S. Baas’s store in Rock Island, Ill., [
i The reception room shows attention to details of comfort.

entirely in keeping with the stock handled in the store.

main aisle and the record rack is placed just belind the first booth, the idea

of the record rack and counter shows arrangement of record stock.

as lhe enters? Ts it arranged to afford the ut-
most in convenience and quick service to your
patrons? If not, then you are behind the times
m the field of talking machine merchandising.
Because the first impression counts the most,
I would suggest having the front part of your
store furnislied somewhat on the order of a
cozy living room of a home. Do not use it for
a machine display if you can avoid it. A ma-
chine buyer never objects to going to one of the
rear booths for a demonstration.

Necessarily you must have demonstrating
rooms for the machine as well as the rec-
ord customers. Naturally record rooms do not
need to be as large as machine rooms, but be
careful not to get them too small, as very few
customers enjoy hearing records in too small
a room. I believe record rooms should be at
least 6 x 9, and if you have sufficient room, 9 x 9,
with a 7% or 8-foot cciling. Your machine

tisements. Have 1t as near the front of your
store as 1s consistent with appearances. Some
dealers have it immediately in the front, but I
believe putting it just behind the first booth is
best, as in this way your customers come far
enough imto your store to get a good impres-
sion at every visit, yet it is not asking them to
go too far to be served. Be sure to have a
service counter in front of your record stock.
It saves time both for your customers and your
clerks. A record stock so placed in the store
will save many steps aund permit of quicker
and better service. Providing your store proper
1s not too long, say not over seventy-five feet,
have the office in the rear. Your customers will
not object to going to the rear to pay their bills,
and the longer you can keep them in the store the
greater are the chances for additional sales.
All this must be worked out in a color scheme
that gives a cheery, restful and pleasant atmos-

foliowing the lines laid down in this artucle. n
i The demonstration booths are seen on either side of the
being to bring the customer far enough into the store to see what it is really like.

The equipment showu costs upward of $10,000 and is

The close-up

bright. Don’t have a dirty floor or dusty ma-
chines and furniture. Remember you are doing
business mostly with women, and they will go
to the store that is best kept every time. You
are selling a product that is the finest merchan-
dising proposition in the world. Give it a
proper setting and the business will come to
you.

BUYS THOS. J. PERRY BUSINESS

.The Star Drug Co. has just purchased the
business of Thos. J. Perry, Williamsburg, la.
This concern handles both tlie Victor and Edi-
son lines and will continue to work the com-
munity with the same activity as before.

The retail business of the Florida Talking
Machine Co. in Jacksonville has been purchased

by W. E. Arnold.
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SOUTHERN DISTRIBUTORS

PHONOGRAPHS
deECORDS’

GRAY & DUDLEY CO.

Write Today for Agency Proposition

NASHVILLE - -

- TENNESSEE
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Edison Message No. §1

Edison Phonograph prices, since 1914,

have increased only [5%, including War

rTaX.

The increased price of raw materials

since 1914 has been absorbed by Mr.
Edison, and the Edison Phonograph

business has been made stable because
of his action.

“Edison Stood the Gaff’’

THOMAS A. EDISON, Inc.

ORANGE, N. J.
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say SO

bia-49734.

Aida—*“0 terra addio.”
agree with all of us on this record. Colum-

Ponselle and Hackett can’t be beat. You’ll
when you hear their duet from
Your trade will

Columbia Graphophone Co.
NEW YORK

2

CLAUDIA MUZIO WITH EDISON

Celebrated Dramatic Soprano of Metropolitan
Opera Co. Joins the Ranks of Exclusive Edi-
son Artists—Announcement by Edison Co.

Claudia Muzio, of the Metropolitan Opera Co.,
and one of the leading dramatic sopranos, has
joined the ranks of exclusive Edison artists, it

Miss Claudia Muzio

has just been announced by the Edison Labora-
tories.

Although still at the beginning of her career,
Miss " Muzio already is credited with many
triumphs and her art publicly recognized on three
continents. Throughout the entire Edison trade
it is considered a matter of pride that Miss
Muzio should have allied herself with the Edi-
son phonograph and the announcement has been
greeted with considerable enthusiasm.

Since her sixth year Miss Muzio has lived and
grown up among operatic surroundings. Her
mother was once a member of the Metropolitan

chorus and her father was stage manager for
many years. While she was still in her teens
this young artist knew by heart the different
scenes, plots and stage settings and was letter-
perfect in every detail long before she ever
began to think of singing. Now, though still in
her twenties, she has become inseparable from
the artistic history of the Metropolitan and has
a repertory of more than thirty different operas.
Miss Muzio has made sensational hits at the
Metropolitan Opera House in “Tosca,” “Aida,”
“Trovatore,” “La Traviata” and other operas,
and has also appeared in the principal French
and Italian operas in Italy, France, England,
Cuba and the North and South Americas.
Announcement as to the probable date on
which the first of Miss Muzio’s Re-creations on

the New Edison are to appear has not yet been

definitely made,

KNOWS RECORDS BY NUMBER

Dealers’ Ability to Supply Correct Number for
All Songs Amazes Layman

“Talk about lightning calculators and human
adding machines,” remarked a man who had
just purchased a record in a downtown store,

“it strikes mie that none of them has anything

on these talking machine men when it comes
to a test of memory,

“Go into any of the phonograph stores and
ask for a certain record. It may be ‘Peeping
Through the Knothole in Papa’s Wooden Leg’
or ‘Why Did They Build the Ocean So Close
to the Shore?’

“You ask for the record by name, of course,
but he says, ‘you want 77,136, and he never
even looks at the catalog to refresh his memory.

“This strikes me as remarkable, for there are
hundreds in stock and the record man seems
to have at his finger tips the number of them
all. How he does it is a mystery to me, but
I suppose that is part of the business.”

VOCALION ARTISTS IN FAR WEST.

Miss Easton and Mme. Sundelius Call on Vocal-
ion Dealers While Touring Pacific Coast

SEATTLE, WasH,, November 1.—Florence Easton
and Marie Sundelius, well-known opera artists,
who have recently been touring the Pacific
Coast with the Scotti Grand Opera Co., have
taken occasion to call upon a number of dealers
in the Aeolian-Vocalion, inasmuch as both

Marie Sundelius at Standard Co. Store

artists make Vocalion records. Both Miss Eas-
ton and Mme. Sundelius called upon the Simon
Piano Co., Vocalion dealer in Spokane, and
when the company reached Seattle, Mme. Sun-
delius not only called upon the Standard Fur-
niture Co., local Vocalion dealer. but took oc-
casion to have her picture taken while listening
to one of her late records. \While a guest of
the Standard Co. Mme. Sundelius was enter-
tained by Herbert Schonfeld and E. C. JTohnstomu.
manager of the phonograph department.

The progress of the Scotti Grand Opera Co.
along the Pacific Coast has been marked by a
stimulated demand for the Vocalion records.

Our Complete Stocks of
merson Record
assure prompt service and quick deliveries

Western ITowa and Nebrasta Dealers
TODAY for this Agency

-~ CARPENTER PAPER COMPANY

OMAHA

Write

Distributors

NEBRASKA
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The Mo&t Rapidly Growing
Phonograph Business
in the World

Partial view of the Pathé
Grand Avenue plant, de-
voted exclusively to the

production of Pathé
Records.
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These two factories, both
of which are in Brooklyn,
are Pathé Headquarters.
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In addition Pathé Phono-

graphs are manufactured
in twenty other plants
adjacent to Pathé Dis-
tributing points through-
out America.
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- Pathé Cabinet Plant, Metro-

politan and Flushing Ave-
nues, Brooklyn, covers 6
acres of ground space.

PATHE FRERES PHONOGRAPH CO.

10-56 GRAND AVENUE BROOKLYN, N. Y.
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"My. Phonograph Dealer:

Don’t tie up with anybody that is standing still or going back.
If you haven't handled phonographs, or you contemplate taking on

another one, join forces with Pathé.

Pathé is coming faster than anyone else in the business—Pathé is
progressive, live and up-to-date, and has made money for Pathé

dealers.

Pathé has put over $5,000,000 into this business in the last year
in order to take care of its expanding business. Note chart below

how its sales are growing.

Profits in the last twelve months were over $1,000,000 as certified
to by Ernst & Ernst, Public Accountants. Pathé has jobbers all over
the United States. Pathé has a few places open—still room for progres-

sive dealers.

COMMUNICATE WITH THEM AT ONCE.

Comparative Increase by Years

1918 N
1919 IR 2077 Increase

419% Increase

- Sales Increase 1920 over 1915=21257,

444

10.-56 GRAND AVENUE
- BROOKLYN

PATHE FRERES PHONOGRAPH CO. 9)
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;VALLACE BROWN NOW WHOLESALE VOCALION MANAGER

Accomplished Talking Machine Executive, Prominently Associated With the Wholesale and Retail
Trade in Detroit, Appointed to Important Post in the Aeolian Co.’s Organization

The Aeolian Co. announced recently the ap-
pointment of Wallace Brown, formerly of De-
troit, as manager of the wholesale Vocalion
department of the company, with headquarters
at Aeolian Hall, New York, Mr. Brown assum-
ing his new duties on October 18.

Mr. Brown, be it said, is well known in the
talking machine trade, with which he has been

Wallace Brown

actively connected for over six years, first as
manager of the Edison Shop in Detroit and
more recently as proprietor of four Brunswick
phonograph shops in that city. For a time, too,
he also served as district manager for the Bruns-
wick in the Detroit territory.

Mr. Brown’s experience, both in the wholesale
and retail fields, should prove of distinct value

to him in his work of distributing the Vocalion,
for he not only understands the problems of
wholesale distribution, but likewise the problems
of the local dealers.

With an increased output of both machines
and records to support it, the campaign on the
Vocalion has developed rapidly, and the Aeo-
lian Co. has built up a wide system of distribu-
tion for that product. With Mr. Brown in
charge the campaign will be enlarged mate-
rially.

TAKE OVER CANTON MUSIC STORE

CaxtoN, O., November 3.—Samuel Mirkin, for-
nierly manager of the International department,
Cleveland, O., branch of the Columbia Grapho-
phone Co., and H. Horwitz, complaint manager
oi the Ohio Sample Furniture Co., of Cleveland,
have taken over the operation of the Mirkin
Music Store, 122 Cherry avenue, S. E,, it is an-
nounced. The store was formerly operated by
Mirkin Bros. Mirkin, who will be manager, is
a native 6f Springfield, Ill.

NEW MANAGER APPOINTED

Charles W. Hughes, Mechanicville, N. Y., has
just announced the appointment of R. C. Mc-
Dougall to take charge of his retail phonograph
department. This department is growing rapidly
and Mr. Hughes expects to do a big business
between now and Christmas with the Aeolian-
Vocalion, for which he is the agent in Mechanic-
ville.

It will pay any man, no matter how big his
store. to see as many customers personally as
his time will allow. People like to do busi-
ness with the head of the concern.

URGES LARGER UNITED STATES AID

J. H. Tregoe Says United States Should Aid in
Development of Foreign Trade in a Practical
Way—Benefits A_re Manifold

The Government should devote a larger share
of its income to the promotion of foreign trade,
J. H. Tregoe, secretary-treasurer of the Na-
tional Association of Credit Men, says in a mes-
sage to members of that institution. Compari-
son of the appropriation for agricultural pur-
poses and that expended for cultivation of for-
eign trade shows a disparity hardly warranted
by the difference in importance of the two, he
argues. More money spent intelligently on for-
cign trade would help agriculture as well as
business generally is the credit men’s opinion.
Mr. Tregoe also says in his communication:

“The magnificent distances of our country,
giving us the greatest free trade zone in the
world, have led to a sharp distinction in the
public mind between domestic and export busi-
ness. Foreign trade has not been necessary to
us and we have not been compelled to think
in terms of foreign trade.

“Now we must change the drift and grasp
the fact that the increase in our population and
the attraction of proper imimigration are depend-
ent upon a continuous development of our in-
dustries,” and this development calls for more
than a broadening of our market beyond domes-
tic bounds, if prosperity is to be kept at a high
standard. The market, both at home and abroad,
should be kept continually in mind and all re-
sources and powers of the nation devoted to
their development.

“Side by side with the increase in export trade
tliere should be a development of foreign credit
technique, that we may be able to do business on
credit terms and in competition with other com-
mercial nations.”

Nights are getting longer—but days until
Christmas are getting shorter!

Plays All Makes of Records

THE NEW MODEL E

GARFORD PHONOGRAPH

The Greatest Value on the Market
IMMEDIATE DELIVERIES IN ANY QUANTITY

New Model ‘“E’’ Garford Phonograph

Write- for Proposition

The General Phonograph Mfg. Co.
ELYRIA, OHIO_; ' =

aube &

A
o

Superior Tone Quality”

\v ¢
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The Sensation of the New York
Electrical Show

We are now ready to make deliveries of the LLampagraph—the most
artistic instrument ever presented to the trade.

Jobbing territory now being allotted.

WRITE OR WIRE TODAY

Fampagraph Company “mre= St. Louis, Hlo.

CHICAGO OFFICE: Republic Bailding
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A merchant need not be located in a big city
to get excellent results from his talking machine
department. A. E. Robertson, situated in the
thriving little town of Carberry; Man., says that
talking machines sell well at all seasons if the
dealer has sense enough to play them up prop-
erly and adopt the right appeal for each season.
This Fall the autoists and all lovers of the open
are taking to the woods on Saturdays and Sun-
days so Mr. Robertson has arranged a campfire
window. There is a background of branches,
and in the foreground a camp fire all ready to
light. Various guns, sweaters, and other outing
paraphernalia are scattered about, and on a box
is placed a portable phonograph. To the box
is attached a card:
glIIIIIIIlllllllllllllllllllllll (LT e e

ITAVE SOME GO(():D IIV‘{)USIC WITH YOUR BIG
A Phonograph takes little room and furnishes lots
of enjoyment.
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His advertising complemented his display, and
was addressed directly to week-enders and picnic

parties:
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MIGHTY FEW PEOPLE CAN. AFFORD TO
TAKE AN ORCHESTRA OR BAND TO
THEIR PICNICS

But anyone can afford band and orchestral se-
lections, as well as music for games and dancing,
if they take along a portable phonograph. Make
1your picuics happy milestones in your children's
ives.

TAKE ALONG A PORTABLE MACIIINE

It is easy to carry and its tone is ample in vol-
uvme for outdoor games and dancing. Come in and
let us demonstrate it to you.

T R T e e ot
Advertising Quality Goods
So much is being said about “prices’” these
days, and so many are laying much stress on
lower prices, that it is interesting to get the
views from another angle—and from a small
town dealer at that. Lawn’s Music Store, San
Juan, Cal, has a well arranged window display.
It is set to represent the corner of a music room,
with a rug, a tall palm, a floor lamp with spread-
ing shade, and an easy chair drawn up beside a
Victrola. Several records are placed on the
chair and on the floor—and the whole atmos-
phere is that of a home where ease and comfort
abound. The window is of the open back va-
riety, and on the floor behind the window there
is spread a large rug, several palms, and three
or four easy chairs, while against the wall is a
talking machine cabinet with a large selection of
records. The machine is kept in operation con-

tinually, and a card in the window says:
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MUSIC ADDS TO THE COMFORT OF EVERY
WELL REGULATED HOME

Drop in whenever you have time and listen to
some beautiful records played on the Victrola, Then
pick out at your leisure, from our large stock,
others you would like to have played. E
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The newspaper advertising of the firm is
equally dignified in tone and stresses quality
above all. A recent double column ad, with an
abundance of white space, advised:
SR e G

EULLTTU BT R TS

5
The merchant who is always talking about the
cheapness of his wares is apt to be selling cheap

goods.
WE TALK QUALITY

when talking about our Talking Machines
me! Look! udge!
At the same time, if you want to compare prices
for like quality, we are not afraid of results,

R HOTn DAL
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“You will note that we do not quote prices,

either in our printed ads or in our displays,” said
the manager. “We aim to impress upon pro-
spective patrons first of all that it is best to get
a GOOD machine, one that is in harmony with
the furnishings, and that it will be a pleasure to
hear day after day. Then, when we have thor-
oughly sold them on quality, we quote the price,
and this is usually an agreeable surorise, as we

are no higher than other firms who are con-
tinually harping on prices.”
Windmill Display

Anything in motion always attracts, and this
fact led McNeil & Co., Stockton, Cal., to orig-
inate a window display that gaincd them con-
siderable publicity, In the background were
placed branches, and in front of them a card-
board windmill with arms three feet in length.
To each arm was fastened a number of the late
records, with the name and price of each, and
as the arms slowly revolved, half a dozen new
records were brought into view. Down the
front of the window was a border of rocks, and
between them, each record elevated at an angle
of less than forty-five degrees, were two long
rows of vocal and instrumental records, which
presented the appearance of rippling waters of
a stream. To each record was fastened a card
with the name and price, and a card suggested:
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THE MILL \WILL NEVER GRIND WITII THE
WATER THAT IIAS PASSED

Don’t continue to grind out old records, but come
in and look over our hig assortment, and stock up
with a new and fresh line.
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Publicity Through Old Machines

A very effective plan for increasing his talking
miachine sales was recently inaugurated by a
Philadelphia music dealer. He inserted an ad-
vertisement in the papers, and backed it up
with a large card in his show windows, offer-
‘*g one of his latest model! talking machines to
the person owning the oldest machine. There
were scores of responses—which showed that
there were lots of people who needed new ma-
chines. The name and address of each contender
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Various Methods of Increasing Talking Ma-

chine Sales Interestingly Described wm. sise stoddard

O 0O A 5%

was taken, and when the oldest machine had
been determined, a full history of its purchase
was obtained. The machine, together with the
new model given as a prize, was displayed in
the show window, and a cut of the two, together
with a human interest story regarding the old
machine, was worked into a very effective news-
paper ad. The list of people having old ma-
chines made very good prospects, and to each
of them was sent literature specializing on the
good points of the later models, together with
the offer to send them a new machine on three
days’ trial, in order that they might compare it
with the one in their possession. ‘“Comparisons
are odious,” truly said the manager of the talk-
ing machine departmecnt, “and it was surprising
the number of machines that were sold by this
plan. People had become so used to their
wheezy and cracked machine that they didn't
realize how good the new ones were unt’l
brought into direct comparison. It was the hest
sales stunt we have pulled off this season. At
lcast we think so.”

INSTALL OGDEN RECORD RACKS

C. E. Bomberger, of Dallas Center, Ia., has
just installed a complete outfit of Ogden sec-
tional record racks. Mr. Bomberger is also
Mayor of Dallas Center and “His Honor” re-
ports an unusual demand for Victrolas and
records. Miss Louise Cartano, Victor dealer at
Springville, la., has also completely remodeled
her Victor department and installed several
sections of Ogden cabinets. Both dealers are
pleased with the business outlook.

AT OTO O OOTEONTO

K 275
{ Telephones 276 > Morningside
&) 6890

:% METROPOLITAN VICTOR
B WHOLESALERS

{ . Mdef.

= 138-140 West 124th Street

Mercs .ndum &) aeg.sh'ua

K KNICKERBOCKER

ES TRADE SERVICE DEPARTMENT

5 Connect your store with the Victor Advertising Cam-
& paign on Tungs-tone stylus by using this slogan

| “FOR PERFECT SOUND REPRODUCTION

© Play Your VICTOR-RECORDS on the VICTROLA
- with a VICTOR TUNGS-TONE STYLUS”

‘.1 [.
£l - %
o The most valuable Advertising Slogan to every Vietor K
& Retailer. Use it on the bottom of your letters, on your %‘
% record delivery bags, on your supplement envelopes, on @:
K signs in your show windows and inside your store, on %
K billboards, newspaper ads, theatre curtains, and, in fact, %
B on any other medium available. i
®)| R
j YOURS FOR SERVICE <

: Knickerbocker Talking Machine Co.

REPAIRING
POLISHING
ADVERTISING
SALES-PROMOTION
WINDOW-DRESSING
SIGN MAKING

New York City
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NSTANT SERVICE”
A ‘Distinctive Service

on the famous

N’ AEOLIAN-VOCALION
n

dh":\
w (N

Service to dealers by return express, freight or parcel
post shipments of these distinguished products. The

VOCALION RECORD {

Playable on All Standard Makes cf Phonographs

Service in the fulness of its meaning is characterized by b}
our distinctive ‘' INsSTANTSERVICE' onallshipments. T/e

MEL-O-DEE MUSICROLL

| 0.]. DEMOLL & CO.
W holesale Distributors
WASHINGTON. D. C.

Orders sent by return express,
freaght or mail, day received

Instant Service

= —
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Not long ago a salesman came into the store
and said to me, “You wouldn’t be interested in
the talking machine, would you?” A
perfectly simple question, and the ecasiest in the
world to answer. A short “No” fitted right in
with the question—in fact it seemed to be ex-
pected!

The mental condition, the spirit in which we
approach a prospect, has much to do with the
success with which we handle that prospect. If
we tackle a sale prepared or expecting to be
turned down, why, of course, we’ll be turned
down! Many people are naturally backward
upon any point requiring a definite decision.
They! may want a talking machine, may desire it
abové all things, but are too prone to consider
the éxpense or some sacrifice involved. If we
put the question to them half-heartedly, so that
their answer is prepared for them, the sale
naturally will not be made. We have made up
the prospect's mind for him, have helped him to
decide the question along the line of least re-
sistance.

If the salesman had said, “This talk-
ing machine is just the thing for Reading, etc.”
and then had led up to the point of closing the
sale, my refusal would not have been so simple
a matter. I should have had to exercise my gray
matter thinking up reasons why Reading did
NOT need this particular make. The chances
are, if it were a really good proposition, I might
not have been able to think up a single reason.
As a matter of fact, I never had a chance_k'to
learn the merits of this instrument. But the big
question had been answered before it was asked
—right in the salesman’s own mind!
' Someone has said, “Faith is the lever that
moves mountains.” How true this is—the red,
virile faith that says, “You should,” instead of
“Would you?”

This faith has two sides.

First is your faith

in the merchandise you are selling, and then

’

there is that great big confidlence—I do not mean
over-self-assurance—in your ability to put it
across. After all, true salesmanship is making
the other fellow feel as you do about the goods
that you're selling. You dre assured that he
should buy—make him see it that way, too! I
do not mean that you should appear to dictate,
but should state your proposition and lead up
to the closing so that thé easiest answer is a
“Yes,” or its equivalent. That is the right kind
of a ‘sale2a sale that sticks.

There is no room in the brothcrhood of sales-
men for the fellow who sells a man something
which that man should not have at that par-
ticular time. That is simply unloading goods—
not selling. It may be clever, may be.the result
of a lot of brilliant talking—but it is not sales-
manship. After that man has bought what he
does not want, what he cannot use or cannot
afford, how is he going to feel toward the fecl-
low who put something over on him? Is he
coming back again, is he going to scnd his
fricnds to buy? Not by a long shot!

Salesmanship often partakes more or less of
hypnotism, and how are you going to hypnotize
when you yourself are not iinder the spell of
what you are selling? If we have the utmost
faith in our goods, a great big enthusiasm for
our line, more often than not we virtually will a
“Yes” from our prospect. It would be impossible
to get stirred up watching a ball game played by
a half-hearted set of players. One would much
rather leave the grounds and go home! If I
see the salesmman before me has little or no faith
in his line, why, of course, I am going to see
very little attractive about it.

However, watch our step as we will, how easy
it is to tumble! Only the other day I found
myself saying to a customer, “You don’t know
of anyone who is thinking of buying a talking
machine, do you?” There it was again! the same
old question, requiring no cffort to answer. After

000

In Salesmanship the First Question Counts
' Most—Make It Win Confidence -

By W. Edgar Bates

Reading, Pa.

(A

all, it’s only a habit, this asking of negative ques-
tions. By close application a habit can be' over-
come. It requires watching and a right about
face when we slip.

Let's study our method of selling, remember
and repcat the good points—correct and forget
thc bad features. We can also Icarn a lot from
the other fellow—guard against his mistakes, and
copy him when hc does well.

Above all, let us approach our prospcct with
faith and confidence, so that we do not put a re-
fusal into his mouth!

BRUNSWICK SOCIAL CLUB CONCERT

Prominent Artists Heard at Initial Meeting of
Brunswick Men Employes

IR

The first get-together meeting of the Bruns-
wick Sooial Club, which was held early last
month in the company offices in Chicago,
proved to be the start of a series of
very interesting gatherings for the men em-
ployes of thc Brunswick-Balke-Collender Co.
The first mccting, was a complimentary evening
of music given by well-known artists. Wives
and friends were invited and the evening was
enjoyed by all. Among the artists appearing
at the affair were Miss Mary Welsh, contralto;
Arthur Boardman, tenor, of the Chicago Grand
Opera Company; Day Williams, ’'Cellist, for-
merly with the Chicago Symphony Orchestra;
Carl Marcus, interpretive reader, and Henry
Purmont Eames, musical director of Brunswick
records. It is planned to hold meetings weekly,
and the enrollment of the club is growing
rapidly.

It is better to be an active, well-paid can-
vasser than a poorly paid, inactive salesman in
thc wareroom.

ursta

Distribntors for the
Puritan Phonograph
in Western Peno-
sylvania, So. W.
New York, Western
Mary'and, Virginia
and West Virginia

3 for $1.00

Elnhtt beautiful medels, ready for Immedlate ship-
ment.

Each unit manufactured in Purltan’s own fac-

Special —Player Rolls and Records

Melodee and Universal Player Rolls and Opera-
phone Records. Latest popular dance numbers,
songs, waltzes, etc.—also standard favorites and
Hymns while they last—$33.33 per 100, either
records or rolls.. Order now for your Christmas

trade. _— :
NEEDLES
BRILLIANTONE WALL KANE TONOFONE VIOLAPHONE VALLORBES VELVETONE
Record Brushes—Repeater-stops—Record Albums
Reed Efficiency Furniture Demonstrating Rooms Counters Racks

Our Specialty—Write for catalog

UNIVERSAL DISPLAY FIXTURES FOR YOUR EVERY NEED-40% OFF LIST

tory and every part Is guaranteed.

The Puritan Phonograph (the phonograph which
literally speaks for itself). There is richness and
purity in the reproduction—quite different from
other Instruments—that invariably pleases the
listener. The most critical music lovers declare
that such smoothness, clearness and volume of tone
has never heen produced by ordinary phonograph.
(Write us for catalog and dealership.)

5748-50 Ellsworth Avenue :-

THE REED COMPANY /¢

-2 Pittsburgh, Pa.
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| Ghe CHENEY

ITS MELLOW TONBS

ALL MUSIC FINDS FULL AND TRUE EXPRESSION IN

Music dealers who sell Tae Creney accredit a large portion of their
sales success to the fact that the complete instrument is built in the
Cheney factories, where unvarying quality and accuracy of construe-
tion are maintained. The period style cabinets are fashioned with
rare beauty and skill. Matching this is the perfection of the tonal
system and the purity of the tones it plays. These facts, set forth by
distinctive advertising, have given THe CHENEY unusual sales value

The Cheney Orchestral Chambers

THNE CIHENRY TALRKING MACHMINE COMPANY CHICACGO . NEW YORK DEALERS EVERYWHERE
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OR the information of the trade
in general, we.take pleasure in
announcing that plans for reaching a
broader market have now been matured.

As the result of our long continued
efforts to meet the tremendous demand
for Cueney Phonographs and our rapid
development of plans for their future
manufacture and marketing; we now
feel in position to assure the trade
an uninterrupted supply of CHeney
instruments at all times.

We take this occasion to acknowledge
our appreciation of the public’s
unqualified approval and acceptance
of Tue Cueney.

ALL MUSIC FINDS

FULL AND TRUE EXPRESSION

“Ghe CHENEY

MELLOW TONES

CHENEY TALKING MACHINE COMPANY - CHICAGO - NEW YORK - DEALERS EVERYWHERE
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“Fair One” and “Gypsy Moon” are two of the
catchiest fox-trots that Ted Lewis’ Jazz Band
ever unloosened. Everybody’s going to
hum them after they hear them.

A-2998. /

NEW YORK Q
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“Something for you?” That s heard every
day. and undoubtedly heads the list of foolish
¢uestions. Of course the customer wants
“something” or why should he come into your
store?

Close cousin to the above is the query, “What
kin I do for you?” If customers wish to reply
in the same strain they would say, “You can’t do
nothing for I.” Why not say, “Good morn-
ing, can I be of service to you?”’ or “What is
your pleasure to-day?”

The expression (supposed to be a clinching
argument), “I like that machine myself,” or, “I
have that very same model in my home,” is
the height of poor salesmanship, for the cus-
tomer is not buying to suit your taste, but his
own. What may please you may not appeal to
him.

QDTN LR e RO G AR man e

Why NotTurn the Spotlight on Your Efforts?

Written for The World by B. J. MAY

S A T LT TR s LT e

Sure death to sales efforts is the cocksure air
some storekeepers assume when a custonter en-
ters. Their very air seems to say: ‘“Now get
ready to buy and buy quickly, for [ have not
much time to waste on triflers.”

Remember you will find two sorts of cus-
tomers—those who rely on their own knowl-
edge of merchandise and those who depend upon
the sales person.

How are you going to recognize them? Some-
times the customer tells you by asking a ques-
tion. Sometimes you find out for yourself by
volunteering information. '

After the sale has been made and you have
handed the customer the change, comes the mo-
mentary gap in the conversation, that lull in the
bargaining sense which always reminds one of
a ship whose engines have stopped and which,

The

of
Cabinet

Quality
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B\ Y
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( The
Udell Works ‘

1205 28th Street

Indianapolis, Indiana l

UDUELL

w3

Standard =

momentarily, seems without a guiding hand.
Watch his face as you wait upon a customer
and notice the effect of your talk and the man-
ner in which you display your goods. Put your-
self in the customer’s place and see if you
would be satisfied with the way you have made
the sale.

LIVE NEW VOCALION DEALER

Ginsberg Furniture Store, Des Moines, Ia., Plans
a Strong Campaign on That Line

Among the many new agencies for the
Aeolian-Vocalion recently established .in the
Middle West is the Ginsberg Furniture Store in
Des Moines, Iowa.

This business was originated by L. Ginsberg
thirty-two years ago in a very small way. As
the sons grew up they entered the business and
in 1915 the firm was incorporated as L. Gins-
berg & Sons. In 1916 the present building on
Walnut street was erected with a foundation
constructed to hold twelve stories.

The firm is what is called a close corporation,
as all stock is owned by L. Ginsberg and four
sons. Their volume of sales has increased 400
per cent in four years. They are enthusiastic
about the Vocalion and have an elaborate cam-
paign on the way for this Fall and Winter.

NEW “LUCKY 13” CATALOG

The Lucky 13 Phonograph Co., whose execu-
tive offices are now at 503 East Nineteenth street,
and whose factory is at 314 Avenue A, New
York City, has just forwarded to the trade a
new catalog covering the various products
manufactured and distributed by that organiza-
tion. ’

The *‘Cleartone” line of machines, which the
company manufactures, is given a prominent
position in the new booklet, and reproductions
of the various models appear. Illustrations also
of a number of talking machine motors are
shown, as well as some representative tone arms
and sound boxes. Talking machine accessories

. as well as small parts are included in the list,

and the prices of the products also appear.

APPOINTED ARTO DISTRIBUTOR

The Fulton Talking Machine Co., 255 Third
avenue, New York, has just been appointed a
distributor of Arto records, manufactured by the
Arto Co., Inc.,, Orange, N. J. These records are
distributed in conjunction with the Arto word
rolls, a product of the Standard Music Roll Co.
of the same city.

The Fulton Talking Machine Co. has some
special sales plans which are being forwarded
to the trade. In addition samples of the products
are sent to interested dealers.

SEND FOR ILLUSTRATED PRICK LIST
AND FREE SAMPLE ;

“GLOBE” TRANSFER NAME PLATES

DEALERS EVERYWHERE APPLY THEM
ON PHONOGRAPHS, PIANOS, ETC.

GLOBE DECALCOMANIE CO.
263 SUSSEX ST., NEWARK, N. J.
e ————" 1
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No Change in Quality
The very quality that made

BRILLIANTONE NEEDLES
the world standard by which all |
steel needles are judged is the

exact same quality that is being
put into them to-day. :

The fact that W. H. BAGSHAW CO. are
the manufacturers of BRILLIANTONE
- STEEL NEEDLES is certification of their
high quality and superior workmanship. Our
confidence in the satisfaction to both dealer
and customer is best evidenced by our

- MONEY BACK GUARANTEE.

Write for samples and prices to your nearest distributor

If he cannot supply you, write direct to us

SALES AGENTS

BRILLIANTONE

STEELNEEDLE CO.fiomeraied
347 FIFTH AVENUE,
NEW YORK

Canadian Distributors: The Musical Mdse. Sales Cb., 79 Wellington St. W., Toronto
Foreign Export: Chipman Ltd., 8-10 Bridge St., New York City

AT 34th STREET SUITE 1003
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Electric Signs Are a Vital Business Asset

By EINER GRAFF

LT
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With some electric fans still buzzing to relieve
he oppressive heat and humidity during Oc-
yber we will frankly admit that it requires ef-
rt to imagine a street filled with men, women
and children wrapped in furs and heavy over-
coats, their breath freezing, all carrying bundles,
wurrying to and fro to purchase Christmas gifts.

Christmas shopping differs from general shop-
ping in that it is not confined chiefly to women.
The fact that the things bought are to be gifts—
pleasant surprises for friends or relatives—
mal:es it imperative for men as well as women to
shop. Most men are employed during the day
and have little time to shop except during
evenings. In order to accommodate them most
stores remain open several weeks before Christ-
nas.

Christmas has always been a period of good
cheer. Long before the advent of Christianity

festivities were held at Christmas time in North-
ern Europe. It is a brief period of the year
when our unselfish and generous impulses are
supposed to dominate our actions and thoughts.
The spirit is “good will towards men.”

Qur aim is to make others happy. Our psy-
chological make-up is such that we associate
cheer with light and brightness. Places for
merry-making are brilliantly lighted. We al-
ways have more courage and cheer on a bright
morning when the sun has risen than after the
sun has set

If there is not an attractive electric sign in
front -of your place of business now you are
losing the advertising value that an electric sign
could give you. This may mean the loss of
many dollars in potential profits. An electric
sign would draw to your store the Christmas
crowds bent on purchasing goods. They would

smoothly.

movement.

CASTERS.

Full Sizo—C.65

FAULTLESS

PIVOT BEARING

CASTERS

Casters that roll easily across the floor—and
No clatter—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, 200 Fifth Avenue, N. Y.

A word

FAULTLESS

Eastern Sales Office:

be attracted to it by brilliancy of the illuminated
sign.

Blue and white porcelain-enameled steel signs
can be seen satisfactorily either by day or by
night. They are visible at a considerable dis-
tance. from your place of business and will at-
tract the attention of hundreds of persons. The
sign also.serves to identify your business place
—it acts as a guide post. It is not uncommon
for persons in giving direction for finding a place
to advise to “look for the sign.” Porcelain blue
and white enameled steel signs do not fade and
they last indefinitely.

Be prepared for the crowds of Christmas shop-
pers. Add to the Christmas cheer. Brighten
your business front with an electric sign.

PENN-VICTOR DOGS SAVED THE DAY

Crowds at Mayer Opening Get Souvenirs, Due
to Efficiency of Knickerbocker Service

The Penn-Victor miniature dogs through the
medium of the Knickerbocker Talking Machine
Co. came to the rescue of A. H. Mayer at the
recent opening of his attractive new warerooms
at Fifty-second street and Ninth avenue, New
York City, which was referred to in last month’s
World. About 8:30 p. m. on the opening day
.the place was crowded to the sidewalk, and,
although souvenirs to commemorate the open-
ing had been ordered, they had not arrived. It
luckily happened that A. Davega, vice-presi-
dent of the Knickerbocker Talking Machine Co.,
Victor wholesaler, and M. Berlow of the sales
staff of that company paid their respects to
Mr. Mayer at that time and the latter confided
his trouble to the two representatives of the
"Knickerbocker Talking Machine Co., who im-
mediately demonstrated Knickerbocker service
by jumping into their auto and returning to
Knickerbocker headquarters, where they loaded
up the car with Penn-Victor dogs. They ar-
rived back at Mayer’s warerooms at 9:15 and
found the crowd bigger than ever. In order to
keep the crowd moving and allow the others
to inspect the new warerooms, the reverse of
the usual procedure was followed and Mr.
Mayer announced that everyone would receive
a Penn-Victor dog as they left the warerooms.
The opening was a huge success and the service
of the Knickerbocker Talking Machine Co. in
the emergency was much appreciated by Mr.
Mayer.

Why Break Records?
Just File Them!

That is if you have the wonderful Record filing sys-
tem which 13 a feature of

The Marvelous MAGNOLA

atching the Music Come Out
This is only one feature of many that will command

your interest and attention. Let wus send you hond-
some illusirated cotolog ond informotion os to our
plons for Relping yowu to moke money twith MAGNOLA.

MAGNOLA TALKING MACHINE COMPANY

OTTO S8CHULZ, Prasideat
Qeneral Offces Southers Whetesale Sraned
71l MILWAUKEE AVENUE 1330 CANDLER SBLDG.
CHICAQO ATLANTA, GA.
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Why Brunswick dealers
are optimistic

Because they realize that they have by far the most
profitable phonograph and record franchise obtainable to-

day, and the one with the greatest future.

Because in the Brunswick Ultona, the Brunswick Oval
Tone Amplifier, and the unrivalled excellence of the Bruns-
wick cabinet, they realize that they have the most exclusive
and the most compelling selling arguments in the phono-

graph world.

Therefore they are looking forward to a record volume
of business this season. And so we look for those Bruns-
wick dealers who are fully prepared, who have taken ad-
vantage of our various co-operative sales helps, and who
are willing to go out after the business, to have the biggest

year they have ever had.

Times have changed. There 1s no longer a seller’s
market. Business must be solicited, but there is lots of it

there for the aggressive dealer.

THE BRUNSWICK-BALKE-COLLENDER COMPFANY
General Offices: 623-633 South Wabash Avenue, Chicago

Branch Houses in Principal Cities of United States, Canadian Distributors: Musical Merchandgise Sales Co..
Mexico and Canada 79 Wellington St., West, Toronto

New England Distributors: Kraft, Bates and Spencer, 156 Boylston St., Boston, Mass.
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The two features
that won for
Brunswick

In these two exclusive betterments Bruns-
wick achieved what all phonograph makers
have sought for years.

The first, the Ultona, is a playing arm
which enables you to play any make of rec-
ord with equal facility. It plays all records
just as they should be playved, including, of
course, Brunswick Records.

It can be said, with truth, of several phono-
graphs, that they can play any make of
record. But in all cases except that of The

Brunswick this statement implies some both-

HH  The ULTONA _” ersome attachment.
1 | Playing a Brunswick Record

I |
4

The Ultona is an integral part of The
Brunswick. There is nothing to take off or
put on. And the Ultona is counterbalanced,
doing away with those defects in reproduc-
tion which come from too much rigidity.

The second big feature, the Brunswick
Oval Tone Amplifier, is an all-wood tone
chamber, seasoned and moulded by a special
process. It is made light and resonant, like
a violin. It allows sound wvaves to expand
and amplify in a natural manner, because it
obeys laws of acoustics not thoroughly con-
sidered by old-time methods.

These two improvements combine to
make the Brunswick Method of Reproduc-
tion unique in the phonograph field. They
bring new tone standards. Harshness and
metallic noises are effectually banished.
Tones are clear, sweet and penetrating. Syl-

‘lables are distinct and the most delicate
shadings of tone are faithfully reproduced.

The Brunswick is the last evolution of the
- é phonograph, the instrument of today and
' wﬁg%ﬁf\gﬁﬂﬂfdp‘ tomorrow. Brunswick dealers are building

" ! a business upon unshakable foundations.

THE BRUNSWICK-BALKE-COLLENDER COMPANY
General Offices: 623-633 South Wabash Ave., Chicago

Branch Houses in Principal Cities of Canadian Distributors: Musical Merchandise
United States, Mexico and Canada Sales Co., 79 Wellington St., West, Toronto

New England Distributors: Kraft, Bates and Spencer, 156 Boylston $t., Boston, Mass.
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Above—Brunswick Phonograph factory at Dubuque, Iowa. Other Brunswick Phonograph
factories—Muskegon, Mich.; Chicago, Ill.; Rockford, Ill.; Knoxville,Tenn.; Toronto,
Canada. Record factories— Long Island City, N. Y.; Jersey City, N. J.
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56 Publications

24,000,000 readers every month

Ask the average man to name all the
phonographs he ever heard of. He will
probably name half a dozen. They are
the well-advertised phonographs.

Those in the trade know that there are
a hundred or more. But the people have
never heard of them.

People nowadays have many things to
ciaim their attention. Many are naturally
inclined to delay and forget. They re-
quire some incentive to prompt action and
decisions.

Brunswick advertising gives them that
incentive. It moves them before they hear
he Brunswick. Brunswick advertising
has always been educational. It explains
just how finer tone is obtained in The
Brunswick.

People are constantly interested in

something better. The betterments in The
Brunswick are of such a radical nature,
the differences are so great, that people
are quickly fascinated by The Brunswick
story.

And The Brunswick lives up to its ad-
vertising. The superior quality of Bruns-
wick tones is evident to anyone who
makes a comparison.

Behind every Brunswick Phonograph
and Brunswick Record stands the force of
our tremendous advertising campaign.

The Brunswick dealer begins business
with a proved proposition. There are no
elements of uncertainty. His success is
assured by the success of The Brunswick.

Brunswick has never been associated
with the ordinary. Brunswick could do no
less than make a super-phonograph.

THE BRUNSWICK-BALKE-COLLENDER COMPANY
General Offices: 623-633 South Wabash Avenue, Chicago

Branch Houses in Principal Cities of United States,

Mexico and Canada

Canadian Distributors: Musical Merchandise
Sales Co., 79 Wellington St., West, Toronto

New England Distributors: Kraft, Bates and Spencer, 156 Boylston St., Boston, Mass.
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Artists and organizations making
Brunswick Records

Mario Archer Chamlee Al Bernard Isham Jones Rainbo Qrchestra
Leopold Godowsky Ernest Hare Green Bros. Novelty Band
Max Rosen Ida Heydt Vernon Trio

Virginia Rea d Criterion Male Quartette
Theo. Karle L Collegiate Choir

Dorothy Jardon T Shannon Four
Marie Tiffany Fred Van Eps Toots Paka Hawaiians

Richard Bonelli Rudy VV{edoeft Elshuco Trio
Elizabeth Lennox Arthur Fields Carl Fenton’s Orchestra
Irene Pavloska Thornely Crane Palace Trio
Elias Breeskin Chas. Hare Brunswick Military Band
[rene Williams William Robyn Green Bros. Xylophone Orchestra
James Sheridan All Star Trio Paul Biese’s Novelty Orchestra
Rodemich’s Orchestra
Brunswick Records themselves will show faithful reproduction of the talent of the artist.
you how the Brunswick Studios have overcome They can be played on any instrument

scientific and mechanical dificulties in securing  using steel or fibre needles.

THE BRUNSWICK-BALKE-COLLENDER COMPANY
General Offices: 623-633 South Wabash Avenue, Chicago

Branch Houses in Principal Cities of United States,  Canadian Distributors: Musical Merchandise Sales Co.,
Mexico and Canada 79 Wellington Street, West, Toronto

New England Distributors: Kraft, Bates and Spencer, 156 Boylston Street, Boston, Mass.
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FEATURES PERIOD DESIGNS

November Edison Display Material
Period Cabinets With Fine Furniture

Links

In their national magazine advertising for No-
vember, the Edison Laboratories depart from
their interesting series of events proving the
realism of the New Edison, and say something
about good furniture and Edison cabinets.

Interlocking with this very seasonable adver-

McLOGAN-PEARCE CO.’S NEW STORE

Clyde Trowbridge to Manage Third Store of
Peninsular Music House

CaLuMET, MicH., October 18—The McLogan-
Pearce Music Co.,, Houghton County’s well-
known music dealer, has announced that ar-
rangements have been practically completed for
the opening of the new store at Iron Mountain,
which will makc a chain of three business places

conducted by this con-

cern in the upper penin-
sula.

This new retail music
store will occupy a build-
ing on Ludington street,
the main business street
in the city, and will be
made the chief musical

center of that district.
The store will occupy
two floors, thirty by sixty
feet, and will carry a

large line of talking ma-
chines and- records, as
well as pianos and gen-
eral musical merchan-
dise.

The new store will be
under the
of Clyde Trowbridge, one
of the most capable
piano men in the upper
peninsula. Mr. Trow-

S e

Yeles

Edison Window Features Period Cabinets

tising subject, the November Edison window
display sets forth the beauty of Edison cabinets
and invites inspection. The center piece of the
display resembles a wooden panel of oak. The

inscription is in imitation carved letters that ap-.

pear to be actually carved into the background.
The side panels are perfect enlargements of the
very fine Davenport illustrations used in the
magazine advertising. The coloring is a scheme
of light tints that creates a delicate and very
unusual effect. The side panels of this display
are exceedingly ornamental and will probably
be preserved by KEdison dealers for interior
store decoration.

JACOBS INCORPORATES IN DOVER

Jacobs is the name of a new concern which
has been incorporated under the laws of Dela-
ware to sell talking machines. The capital-is
$75,000 and the incorporators are Samuel Shus-
man, David Slumm, Darby, Pa, and Joseph
Jacobs, Philadelphia.

bridge, who has had
charge of the Hancock
store, will take up his new duties about the
first of November.

FLORENCE EASTON AS SOLOIST

Florence Faston, the distinguished prima
donna soprano of the Metropolitan Opera Co,,
and noted- Vocalion record artist, has been en-
gaged by the New York Symphony Orchestra
under Walter Damrosch, as the first soloist of
the season on Sunday afternoon, November 7.
Miss Easton has been winning triumphant suc-
cesses in leading roles with the Scotti Grand
Opera Co., now on tour.

The Victor talking machine dealers of Peoria,
I1l., are looking forward with a great deal of
interest to the concert of the Eight Victor
Artists, who will be heard in concert in that city
on October 25 and 26.

In order to make your advertising really pull,
you should see that your salesmen push.

management -

A“Sure Results” Sale Plan
FREE

and
SUPERB QUALITY
make ths

LAWSON

“The Dealer’s Delight”

Manufactured by piano makers of 40 years’
highest standing, experts in tone production
and mechanical detail.
Every LAWSON PHONOGRAPH 1s fin-
ished and polished like the finest pianos.
LAWSON dealers have exclusive territory and
biggest direct-from-factory discounts as well as
real service,

Write today to

Lawson Piano and Phonograph Corp.

Office and Factory

2572 Park Avenue, NewYork City

CLAUDIA MUZIO BACK IN U. S.

Prominent among those who arrived in New
York on October 22 on the S. S. “Martha Wasl-
ington,” from Rio de Janeiro, was Claudia Muzio,
who, it is said, has signed up to sing exclusively
for the Kdison phonograph.

Miss Muzio has been in South America since
June, where she went from DParis. Her first
New York appearance will take place on Oc-
tober 31, at Madison Square Garden, when she
will participate in an interesting program.

Never wink at the overcharging of a cus-
tomer. Reprove an employe as quickly for an
error in your favor as for one in favor of the
customer.
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Invincible

The instrument that holds the

ONORA has more important

features of construction than
any other phonograph. Note for
example, that Sonora uses an ALL
BRASS tone arm instead of an in-
ferior-toned cheap, porous, brittle,
zinc-lead-tin casting. Also observe
that Sonora cabinet sides are 34"
thick instead of 34" like most other
makes of phonographs.

These are two of many details
on which Sonora is spending this
year over one million dollars
more than most other manufac-
turers in order to secure the very
highest quality, and Sonora’s
quality is never slighted in order

to speed production.

[:alian Renaissance,
Verona

Minuet

leadership!

While sales of other phonographs
may have lagged, Sonora has never
had the least difficulty in disposing
of its entire output and has never
been able to satisfy completely the
waiting dealers.

Sonora’s many models offer the
widest range of selection and
through heavy, continuous and dis-
tinctive advertising, Sonora is fa-
vorably known to millions of pro-
spective buyers.

This season’s increased produc-
tion may enable us to add more
dealers. If you are interested in
handling The Highest Class Talk-
ing Machine in the World we sug-
gest that you take the matter up
at once.

The phonograph that sells easily for cash and keeps bank balances high, is the

CLEAR AS A BELL

% THE INSTRUMENT OF QUALITY

NoveMeer 15, 1920
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Grand

Write today to the jobber covering your territ-ory
regarding a Sonora agency

American Hardware & Equip-

ment Co.,
Charlotte, N. C.
North Carolina and South Carolina.

Gibson-Snow Co.,

Syracuse, N. Y,

State of New York with the exception
of towns on Hudson River below
Poughkeepsie and excepting Greater
New York.

W. B. Glynn Distributing Co.,

Saxtons River, Vt.
States of Maine, New Hampshire, Ver-
mont and part of Massachusetts.

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

Hessig-Ellis Drug Co., .

Memphis, Tenn.
Arkansas, Loulsiana, Teunessee, Missis-
sippi.

Kiefer-Stewart Co.,
Indianapolis, Ind.
Entire State of Indiana.

Lee-Coit-Andreesen Hardware

Co., -
Omaha, Nebr.
State of Nebraska.

MS &E,

221 Columbus Ave., Boston, Mass.
Connecticut, Rhode Island and Eastern
Massachusetts.

The Magnavox Co.,

616 DMissiou Street, San Francisco,
Cal.
Washington, California, Orvegon, Ari-
zona, Nevada, Hawaiian Islands, North-
ern Idaho.

Sonora Distributing Co. of

Texas,
Dallas, Texas.
Western part of Texas.

Sonora Phonograph Co., Inc.

279 Broadway, New York.
Distributors for Greater New York.

Southern Drug Co.,

Houston, Texas.
Southeastern part of Texas.

Southern Sonora Co.,

310-314 Marietta St., Atlanta, Ga.
Alabama, Georgia and Florida.

Southwestern Drug Co.,
Wichita, Kans. ,

Southern part of Iansas, Oklahoma

{except 5 N. E. counties), aud Texas

Panhandle.

C. L. Marshall Co., Inc.,

82 Griswold St., Detroit, Mich.
409 Superior St., Cleveland, O.
Michigan and Ohio.

Minneapolis Drug Co.,

Minneapolis, Minn,
States of Montana, North Dakota, South
Dakota, Miunesota.

I. Montagnes & Co.,
Ryrie Bldg., Toronto, Canada,
Canada.

Robinscen-Pettet Co., Inc.,
Louisville, Ky.
State of Kentucky.

C. D. Smith Drug Co.,

St. Joseph, Mo.

Missouri, Northern and Eastern part of
Kansas and five counties of N. E. Okla-
hema.

Smith, Kline & French Co.,
Philadelphia, Pa.

States of Pennsylvania, Maryland, Dela-
ware, District of Columbia and New
Jersey south of and including Trenton,
Virginia and West Virginia.

Strevell - Paterson Hardware
Co.,

Salt Lake City, Utah. .
Utah, Western Wyoming and Southern
1daho.

C. J. Van Houten & Zoon,

Marquette Bldg., Chicago, Ill.
Ilinois and Iowa.

Yahr & Lange Drug Co.,

Milwaukee, Wis,
Wisconsin, Upper Michigan.

Moore-Bird & Co.,

1751 California St., Denver, Colo.
States of Celorado, New Mexico and
Wyoming east of Rock Springs.

The Highest Class Talking
Machine in the World

Licensed and operating under BASIC PATENTS of the phonograph industry

o
tv. o ‘\.... :;;,\‘?:‘!
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Bargain Competition

HE Stephenson Precision-Made Motor
does not enter into bargain competi-
tion. It stands squarely upon merit.

During this period of reconstruction, the
price of the Stephenson Motor will be de-
termined by the same policy that has always
determined its price. A policy that expects
equitable return for capital invested and
effort expended; a policy that demands that
one hundred percent value be given for
money received; a policy that states that
always shall price be governed by produc-
tion costs.

At present no reduction in price of the
Stephenson Motor is contemplated. For
Stephenson inventories today are held at less
than present day market values; Stevenson
labor today is paid a wage consistent with
present day living costs.

The Stephenson Motor was not designed as
a bargain motor, but rather as a Precision-
Made Motor. It isnot manufactured today
as a bargain motor to meet bargain competi-
tion and never shall be.

STEPHENSON DIVISION
DE CAMP AND SLOAN, INC.

1 West 34th Street
New York City

MANUFACTURERS OF THE STEPHENSON PRECISION-MADE MOTORS AND TONE ARM AND SOUND BOX
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ency on the part of many salesmen to be in-

It is conceded by the majority of dealérs and
salesmmen that the record department of their
business is invariably the most “trying.” In the
hurry to attend to many customers, it is some-
timcs a little annoying to a dealer to meet one
who is exceedingly “particular” about details.
He is apt to style such a person as “fussy” or
“cranky.” Yet that very customer, fully satis-
fied, may, and probably will, prove a more valu-
able asset to the dealer's business than one who
is not disposed to be ‘“‘particular.”

The shrewd business man is he who can handle
his custonicr’s peculiarities with the utmost ecase,
deliberation and respcct. A little study of
human naturc will show that the ‘“fussy’” indi-
vidual is usually the most talkative one when
fully satisfied and that talk is more than likely
to bc in praise of a house that gave him, or her,
the most careful consideration.

A well-known and successful business man in
New York has instructed all of. his clerks to
call him whenever they get hold of a “fussy”
individual. No matter how busy he is he ar-
ranges to wait on the “particular” customer, and
so skillfully does he handle him that eventually
these ‘“fussy” customers are turned over one by
one to “Mr. Smith” or some other patient sales-
man (who realizes the difficult, or responsible,
task of being very counsiderate) with the result
that the record business of this housc has grown
to large proportions because of the entire satis-
faction everyomne rececives who deals with it.

One of the great steamship lines between New
York and Southampton has issued a series of
printed instructions to all its employes aboard
ship, and the dominant note is summed up in
thcse significant words: “The patrons of this
line pay your salary and mine; there could be
no . . . steamship line without patrons,
therefore it behooves every cmploye from the
lowest to the highest to treat evcry patron with
the utmost respect and attention, and never enter
into any dispute. If a difficulty arises imme-
diately seek a superior officer and introduce thc
patron to him, and let no word or look show
anything but courtesy and respect.”

In the talking machine industry it is equally
true that a satisfied patron is a valued asset. It
pays to satisfy every customer. If you have
sold a machine, follow it up and see that it is
giving satisfaction. If you get a hurry-up re-

Catering Intelligently to the Needs of the
“Particular” or “Fussy” Customer :

quest by telephone or otherwise, you should fol-
low it up yourself later in the day; see that it
has been filled. If the party has a -telephone,
call him (or her) on the phone and see that satis-
factory service has been given. If certain records
are wanted on a particular day or hour follow
them up; see that there is no slip up in the
service. Particular requests should never be lost
sight of until satisfaction is absolutely insured,
and every dctail carried out to the letter.
Sometimes it may seem that these little matters
are not worth the care and attention of those

A=

The Customer Who Is
Fully Satisfied Will
Always Prove a Most
Valuable Asset to a

Dealer’s Business

0D A

who occupy responsible positions in the house,
particularly when the busy season is on. But
that is a mistake—they are highly important. A
personal touch, a personal message from some-
one occupying a responsible post, makes the cus-
tomer satisfied. It creates a confidence in the
house that nothing else can do.

Another feature that a satisfied customer ap-
preciates is to have some forethought of his or
her needs. If you know of some reason why
a certain record will bc acceptable on a specified
occasion let your forethought be brought to the
patron’s attention and ask if it may not be
included in thc order or sent by special order.
In fact, there are a hundred and one ways of
studying how to make satisfied customers, and
it is just as cssential to the success of a busi-
ness as it is to study how to keep a good balance
at the bank. The latter is impossible unless
your customers are satisfied.

In the rush of business for the past few years
when demand exceeded supply, there was a tend-

[l
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By A. A. Shaw ¢

different to customers’ needs. It was not the
case of giving the customer what he wanted, at
lcast in records, but to supply what was in stock.
The situation has now changed, and the storc
that is going to hold trade and augment it is
the one that has made it a point to cater to thc
needs of “particular” customers, and to cater
to them intelligently.

HAYNES DISPOSES OF INTERESTS

Richmond Edison Jobber to Retire From Active
Business—Long With Edison Organization

C. B. Haynes, president of the C. B. Haynes
Co., Inc,, Richmond, Va., and an Edison jobber
of many years’ standing, has sold out his inter-
ests in the business to E. Bowman, until re-
cently secretary and treasurer of the company,
any will retire from active business.

Many years ago Mr. Haynes entered the Edi-
son organization in the capacity of traveling
representative for the National Phonograph Co.,
as the Edison Laboratories were known before
Thomas A. Edison, Inc., came into being. In
1607 he entered the jobbing business and estab-
lished an organization in Richmond, which is
the samc from which he now retires.

Mr. Bowman has been associated with Mr.
Haynes for a number of years and needs no
introduction to the Edison trade in his territory.

CHANGES IN MERIDEN STORE

Thos. H. Woolley Adds New Booths for Colum-
bia Demonstration—M. R. Reinholdt Now in
Charge of Repair Department

MERrIDEN, CoNN., November 3.—The Grafonola
store of Thomas H. Woolley, 71 East Main
street, has been undergoing several changes.
On one side of the store a number of sound-
proof booths have been built, and each com-
fortably furnished for the convenience of cus-
tomers who wish to sclect records in private.

Mr. Woolley has secured the services of M. R.
Reinholdt, formerly mechanical instructor and
automatic stop expert of the Columbia Grapho-
phone Co., to take charge of the repair depart-
ment of the store.

N

SAMPLES $8.00

FLETCHER UNIVERSAL
TONE ARM and REPRODUCER

Gives Proper Playing Weights for all Records.

THE GEORGE McLAGAN FURNITURE CO.,

No Adjustment Screws or Springs.
Specify 814" or 94" arm

FLETCHER-WICKES CO., 6 East Lake Street, Chicago, Illinois

STRATFORD., ONTARIO, EXCLUSIVE CANADIAN AGENTS
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MODERN QUARTERS OF R. MONTALVO IN NEW BRUNSWICK

Twenty Soundproof Booths, Commodious Auditorium, Children’s Room and Rest Rooms Among
Features of New Establishment in New Jersey—A Story of Successful Business Building

What a live dealer can accomplish in the de-
velopment of a talking machine business in a
moderate-sized city is well illustrated in the case
of Ramon Montalvo, of New Brunswick, N. J,
who some weeks ago held the formal opening of
nis elaborate new Temple of Music in that city.
Mr. Montalvo started in business in New Bruns-

cighty feet, seating several hundred people, and
a number of special features, including a special
children’s room where the little ones may hear
and select suitable records. There are also two
attractively furnished rest rooms on the first
floor, one for men and one for women.

Of the soundproof demonstration rooms five

.nn.m'"" m‘!&‘un :ib
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1. Ramon Montalvo in His Office.

wick in a very modest way only a few years ago,
and through the adoption of modern business
methods, and the display of an aggressive spirit,
soon found things coming his way. Constant
expansion has been the result, and the new
Temple of Music offers concrete evidence of his
svccess.

The new building at 101-107 Albany street has
an impressive front, and the interior is equipped
in a most elaborate manner with a battery of
twenty soundproof booths for the demonstra-
tion of machines and records, commodious and
artistic display rooms, a recital hall, forty by

2. Auditorium.
5. Main Showroom

3. Children’s Room. 4. The Store Proper.
are fitted up in accordance with period styles,
such as Adam, Colonial. Gothic, etc., to be used
for the display of period model machines of
those styles. The recital hall is so arranged
that the chairs can be cleared away and the floor
used for dancing. Magnavox transmitters have
been installed in the auditorium in order to am-
plify the talking machine music for dancing pur-
poses.

A well-equipped repair department has been
installed in the building to take care of the repair
work of the main store and branches, and this
with elaborate offices completes the equipment.

The Temple of Music features Victor, Edison
and Vocalion machines and records. The Aeolian
line of pianos and Pianolas is also handled, as
well as music rolls and sheet music. Frequent
recitals are given to acquaint the public with the
new things in the record and roll lists, and those
conducting musical affairs in general are en-
couraged to use the recital hall. Mr. Montalvo
has built his business on the basis of service,
and at the present time has a fleet of nine auto-
mobiles making deliveries in and about New
Brunswick and taking care of the requirements
of his branch stores in Perth Amboy and
Plainfield, N. ]J.

Mr. Montalvo is fortunate in having an effi-
cient staff to assist him in carrying on the busi-
ness. E. D. Coots is the store manager, R. W.
Cowdrill is manager of the sheet music depart-
ment and Miss Evelyn Beel has charge of the
record department,.

ELIZABETH ASSOCIATION SUCCEEDS

Every Dealer in City Now a Member—C. M.
Tremaine Addresses the Last Meeting

EvrizasetH, N. J., October 30.—At the last meet-
ing of the recently organized Music Merchants’
Association of Elizabeth, it was announced that
everyone of the seventeen dealers in the city had
become affiliated with the Association and that
a constructive program of association work was
being formulated.

The speaker of the evening was C. M. Tre-
maine, director of the National Bureau for the
Advancement of Music of the Music Industries
Chamber of Commerce. Mr. Tremaine, in the
course of his talk, emphasized particularly the
necessity of concentrated effort on music ad-
vancement just now to counteract the effect of
the apparent slowing down of business.

Mr. Tremaine told of the work of his Bureau.
and urged that a music memory contest be
siarted in Elizabeth. The local music merchants
are at present planning to make use of the co-
operative advertising campaign inaugurated by
the Bureau.

MAKING PARROTS MORE VERSATILE

Now they are teaching a parrot to talk more
profusely by listening to a talking machine
record. When the time comes and the master
of the house can no longer stand the same old
parrot line of talk, he has a new record made
with appropriate sentiments recorded thereon
and places it on his machine. The instrument
is then placed near the parrot’s cage and the
lesson begins and is repeated until the bird is
edixcated What next?

Write for details, prices

A full-sized,” twelve-inch ‘album to take ten-inch
records and maintain uniformity in the record com-
partment of fine phonographs that have twelve-inch
shelves.

Not an album of ten-inch leaves in a twelve-inch
binder but one actually built up to the large size
throughout, in a scientific and practical manner.

The ten-inch record sets into an individual compart-
ment in the twelve-inch leaf, fitting as snugly as a

5 and exclunve elli lady’s iglovgs
4\ o ¢ sP ng Peerless B)g Ten lies perfectly flat when opened at
= i ange‘t_nen SO ICC IO any page, is doubly reinforced at the backing,and is
\\ less Big Ten—send in otherwise typical of Peerless quality.
\\ _the coupon—today. Deolers: Here is your chance to oppeol to the lorge mojorily of
N your record customers who buy popular, ten-inch records.
P. A%l \\ Manufacturers: Why not remove the lost objection to your
Gentlemens o instruments which now conltoin only the lorge olbums?
l”lt::;_scl wrn't > “ -
me, full out ]
o R ~ PHIL RAVIS, President
and luote  prices N
. N Peerless Album C
Namel B L e e N eer ess um Ompany
N
Address ... S 43 to 49 BLEECKER ST., NEW YORK CITY
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REPRESENTATIVES:

BOSTON
L. W. Hough, 20 Sudbury Street

CHICAGO
W. A. Carter, 57 E. Jackson Blvd

SAN FRANCISCO
Walter S. Gray Co., 942 Market St,
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The AEOLIAN COMPANY

o
all go to make a Vocalion dealer’s t,,
franchise an extremely valuable one. 3;

i

THE AEOLIAN COMPAN Y e |
529 South Wabash Avenue a0 |

Chlcagp, I11. < do"‘;f\é& S

The World’s Largest Manufacturers of Musical Instruments e&b}é\e ‘ 3
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WILLIAM WALTER DINWIDDIE DIES

Was Associated for Thirteen Years With Thos.
A, Edison—A Noted Astronomer and En-
gineer—Born in Charlottesville, Va.

William WWalter Dinwiddie, who was asso-
ciated with Thomas A. Edison in experimental
work for more than twelve years and who, at
one time, was division manager of the disc re-
creation manufacturing division at the Edison
Laboratories, passed away early last month at St.
Mary’s Hospital, Orange, N. J., following an
operation.

Mr. Dinwiddie was also, at one time, an ex-
pert astronomer in the United States Naval Ob-
servatory at Washington, D. C., and, in 1903, was
a member of an official expedition to Sumatra,
where instruments he devised were used in mak-
ing photographs of an eclipse. He was a mem-
ber of a similar expedition to Spain in 1904.

Mr. Dinwiddie was born in Charlottesville, Va.,
and was educated at the university of that State.
He was also a member of the American Society
of Mechanical Engineers.

EASTERN REPRESENTATIVE

CHERINGTON MFG. CO.
IRONCLAD MOTORS

DIRECT FACTORY PRICE—JUST MENTION THE QUANTITY

MOTORS CASTINGS { TURNTABLES S

MOTOR FRAMES tylus Bars
TONE ARMS Grey Iron ¥ TONE ARMS Screw Machine Parts
REPRODUCERS  and Brass for { HORNS and THROATS Talking Machine Hardware

Direct Quantity Importations On {

D. R. DOCTOROW

JEWEL aad STEEL (Bulk or Packed)
PHONOGRAPH NEEDLES
GENUINE RUBY BENGAL MICA

Vanderbilt Ave. Bldg.
51 East g42nd St., NexwYork
Tel. Vanderbilt 5462

CLOSES GLOVERSVILLE BRANCH

Albany Will Now Be Headquarters of the
American Phonograph Co.

The American Phonograph Co., until recently
*Edison jobber in Albany and Gloversville, N. Y,
has permanently discontinued its
Gloversville and the entire business of the job-
bing organization hereafter will be conducted

| THE
Fletcher Alltones Needle

Each Needle Plays Loud, Medium or Soft

This 1s the only semi-permanent needle

made which has ALL TONES 1n one

Patent Pending

Retail Price per card of four needles . .
Boxes of 100 cards to dealers . . . .

Less 2% for cash with order

Valuable Selling Helps Free to Dealers
Send order for trial box of the Highest Class Needle Made

e

Soft

Valuable Territory Open For Responsible Jobbers

For information, samples or orders address

Fletcher Alltones Needle

In New York Territory
order from our jobber

Andrew H. Dodin

Incorporated

28 Sixth Ave.
New York City

Medium
POSITIONS FOR PLAYING

San Antonio - -

25c.
$15.00

Loud

Co., Inc.

205 Travis Street
Texas

branch at.

. gant

from the Albany headquarters. It is the belief
of the company that the consolidation will re-
sult in improved service to Edison dealers
located throughout that section.

COLUMBIA DEALERS IN NEW YORK

Chicago Representatives of Columbia Grapho-
phone Co. Visit Eastern Headquarters—Enter-
tained at Banquet and Theatre Party

Twenty-seven Columbia dealers from Chicago
territory, accompanied by John McKenna, man-
ager of the Columbia branch in Chicago; F.
Blimke, of the Chicago sales staff; L. Sebock,
who is in charge of the international records de-
partment in Chicago, and J. Kapp, head of the
record department, arrived in New York Tues-
day, October 12, for a visit to the Columbia ex-
ecutive offices, factory and recording laboratory.

The visitors spent Wednesday at the mammoth
Columbia plant ., Bridgeport, and attended an
informal luncheon at the Hotel Stratfield at
which brief addresses were made by the factory
executives. The dealers were amazed at the tre-
mendous progress which has been made at the
Columbia factories during the past year, and
were deeply impressed with the efficiency which
characterizes cach and every department of the
Columbia manufacturing organization.

Thursday was spent at the Columbia executive
offices, where George W. Hopkins, general sales
manager of the company, and the members of
his department conferred with the dealers anent
the sales and merchandising situa‘ion in their
respective localities. The dealers also visited
the recording laboratory, and called at Widener's
Columbia Shop, Fifth avenue and Thirty-seventh
street, one of the finest retail establishments in
the country.

On Thursday evening a banquet was held at
the Hotel Pennsylvania, at which Mr. Hopkins
gave one of his usual effective talks, which was
enthusiastically received by the dealers. A
theatre party on Thursday evening was the
closing number to the dealers’ program, which
completed a visit that was replete with practical
value for every dealer who was able to make
the trip.

HE SHALL NOT PASS

No arrogant man shall pass through the por-
tals of Mercantile Success. He who is an arro-
employer shall have servile employes
What a prize combination for repelling trade!

Cultivate the idea of faith in your own ability
to sell. Have quiet confidence but no cheek of
the brassy kind.

CASTINGS-

ALUMINUM-ZINC-TIN & LEAD ALI YS

AcmeDie-Castilr)leé‘Corp

Boston Rochester BrooklynN.X. t Cricago
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Here’s the Christmas song of the year, “Holy
Night, Peaceful Night,” sung by Jeanne
I's the season’s song to round
out Christmas cheer. Order today. Colum-
bia 79373.

Columbia Graphophone Co.

E”
‘>

NEW YORK

*___———/——_4""< = ’ R

NO PRICE REDUCTIONS

Columbia Co. Notifies Dealers That No Decrease
in Grafonola Prices is Apparent at the Present
Time—Branch Managers in Town

Columbia dealers were notified recently by the
general sgles department of the Columbia Grapho-
phone Co. that there was no prospect of any
change in the price of Grafonolas, at least up to
January 1. This information was given to the
trade in response to inquiries received regarding
the company's plans for the future, and the pres-
ent cost of labor and raw material makes any
price reduction unlikely.

During the past few days several of the Co-
lumbia branch’ managers visited the executive
offices, and conferred with Geo. W. Hopkins,
general sales manager, as to the business situa-
tion in their respective territories. Among these
callers, all of whom were optimistic in their
predictions for the future, were A. B. Creel, New
Orleans; J. L. DuBreuil, Cleveland; W. S. Parks,
of Baltimore, and Westervelt Terhune, Atlanta.
Other callers at the executive offices this weeck
were L. S. Blythe and E. R. Smith of the
Kansas City, Mo., sales staff.

TRADE EXPANSION IS REPORTED

ANsoNIA, CoxN., November 3.—The Mellow-
tone Needle Co., of this city, manufacturer of
the Superb semi-permanent stylus, has estab-
lished many agencies for the sale of its needle.
although this new product was only introduced
to the trade several months ago. As the name
of the company would indicate the tone of this
stylus is soft and mellow and the needle has
found much favor among owners of talking
machines. However, dealers throughout the
country report that an insistent demand is
manifested for ‘loud tone needles for playing
dance records. In order to meet this demand,
the Mellowtone Needle Co. is placing on the
market this month a new loud tone needle. This
company is preparing at its factory in this city
an attractive display card for dealers’ counters
which is expected to furnish additional sales
help for this needle. In the interest of efficient
distribution the Superb semi-permanent stylus
will be distributed through the medium of job-
bers. Several jobbers have already been ap-
pointed and plans are well under way for the
appointment of otliers to territories still open.

REPAIRING

AND

REPAIR P ARTS

for all makes of

Talking Machines |

BOND’S GRAPHOPHONE SHOP
38 Arcade I Nashville, Tenn.

OPENS PATHE WAREROOMS

W. A. McKenney Installs Unico Demonstration
Rooms and Filing Equipment in His Estab-
lishment—Inaugurates Advertising Campaign

Artnorn, Mass.,, November 1.—W. A. McKenney,
who has been established for many years as a
jeweler in this city, has opened attractive Pathé
warerooms at 424 Main street, this city. An
installation of Unico demonstration rooms and
filing equipment has been made which is an
exact copy of the equipment found at the head-

" quarters of the Commonwealth Phonograph Co..

Pathé distributors of Springfield, Mass., who
supplies them. This new dealer has already
effectively taken advantage of the Pathé adver-
tising campaigns suggested from the headquar-
ters of the Pathé Iréres Phonograph Co. in
Brooklyn and finds they are bringing him ex-
cellent returns. The Pathé department is under
the direct supervision of Mrs. McKenney, who
is scoring a big success.

This line affords the dealer an
opportunity to develop high-
class profitable business.

The “Librola” is being handled
by progressive dealers every-
where. Write for prices and
open territory.
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‘“LIBROLA”

A Library Table PHONOGRAPH

FEATURES “TEN LITTLE BOTTLES”

Will A. Watkin Co. .in Dallas Has Clever Dis-
play of Columbia Record

The Will A. Watkin Co,, Dallas, Tex., re-
cently had a very effective window display
featuring Q R S player rolls and Columbia- rec-
ords, one of them being Bert Williams’ popular
hit, “Ten Little Bottles.” The display showed
a player-piano made out of Q R S rolls, a Bert
Williams poster with ten bottles containing ten
different drinks—(so the sign said, anyway). The
window was designed by W. R, Long of the
Grafonola department.

VAN STIGHT MADE MANAGER

C. Van Stight has just been given charge of
the talking miachine department of the David-
son Co., Waterloo, Ia. Mr. Van Stight was for-
merly manager of the Des Moines Talking Ma-
chine Co., and has had a number of years’ ex-
perience in Victor merchandising.

e
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Immediate
Delivery in
Mahogany

IR A A

yl

No. 250T. Patent applied for.

Usual discount to dealers.
48" long, 28" wide, 31" high.
Oak, Mahogany or Walnut

We are ready to make immediate
deliveries. Send in your orders today.

SEABURG MANUFACTURING COMPANY

JAMESTOWN, NEW YORK

To retail at $250

Finished all around

O 0 00000 e
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The Joyous Lilt

of the new Gennett Dance Records is giving lovers of the dance a new delight. And Gen-
nett vocal and instrumental selections, too, breathe the very life and soul of the artist.

Selections from the New November List

9072—Down the Trail to MTome Sweet Home (Ball). RBell and 907G6—Aloha Land (Walter Herzer). l-ercrn Franchlnl and Grcen.

sharpe, Tenor and Baritone Puet—Orch. Accompaniinent.

uox, Tenor, Soprano Duet—Orch. Accompaniment
9073—The Simple Simon Party (Montgowery).

Tenor Solo—Orch. Accompaniment.

A ITundred Years Ago (Ringle, Schofer un(l Benuett)

Uall, Tenor—Orch. Accompaniment

9074—Sonvenir of Switzerland (Liberati).

Bllly

by Floridla's Orchestra

9075—Rose of Spain ‘Brown, Fezloll anrl \llnor)
June Medley (Fox Trot), Intro.: Can You Tell (Mer,
and Sullivan). Ray Miller's Black and White AMelody Boys

NLEW YORK CHICAGO

When Houney Singa An Old Tinne Son: (Carey). Bullurd Ten-

$1.00
Jurray,

Arthur
$1.00

Columbla (1-olka) I’letro Cupodm-rro Cornet Solex, nu,omgnlnieg

Brown
¥1.00

Hear these and other new Gennetts at any Starr dealer.

THE STARR PIANO COMPANY, Richmond, Indiana

1.0S ANCF LIS

Hastailan Gultars and Xylophone.
Hawalinn_ Twllizht (One Step). (Sherwood and \uudehlool\
Fercra und Franchinl Hawallan Guitars . ¥1.00

9 "—The Broadway Bluea (Morgan and \“nn«trom)

Read ’em and Weep (Bernard and llnen.uhen) Al Bernard,
Tenor—Orch. Accompaniment . $1.00
9078—My Little Blmbo (Donaldson and Clurk) Bllly DPe lex,

Tenor—Orch. Accompaniment,

You QOuzht to Sco Her Now (Pease, Nelson and Russak),

Arthur Hall, Tenor—Orch. Accompaniment $1.00
9079—Nearer My God to Thee (Mason), (‘hurlc~ Hurt and Elliott

Shaw, Tenor, Baritone Duet—Orch. Accompaniment.

Where 1s My Wanderinz Boy Tonlght (Lo“r)) Chas. Hart,

Tenor Solo—Orch. Accompaniment *1.00

No obligation.

RIRMINGIIAN DETROIT

CINCINNATLE CLEVELAND INDIANAPOLLS JLLONDON, CANADA
== == 325 e == == =Sea= e A)
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TED LEWIS SCORES IN INDIANAPOLIS

Columbia Dealers Take Advantage of Appear-
ance of Famous Jazz Aggregation to Feature
Records Made by the Band Grafonola.

Inpianaroris, INp., November 5.—The Ted Lewis
Jazz Band, which appcared recently at the Shubert
Murat Theatre in this cily, has been making history

Ted Lewis and His Jazz Band

for Columbia dealers, who took advantage of the
appearance of this popular and exclusive Colum-

bia artist to use extensive publicity in the news-
papers. Several concerts were held in Columbia
establishments, and this timely publicity pro-
duced splendid results. .

The Indianapolis News contained a full-page
advertisement featuring Ted Lewis’ Jazz Band
and the Columbia records made by this intcrna-
tionally famous organization. On onc after-
noon during its engagement at the Shubert
Murat Theatrc, Widener's
Grafonola Shops secured
the services of Ted Lewis’
Jazz Band and gave a con-
cert -at their store, which
attracted a very large crowd
and which succeeded in sell-
ing a large quantity of Co-
lumbia records made by this
band. In addition this en-
terprising Columbia dealer
carried a special advertise-
ment in the Indianapolis
News featuring the Ted
Lewis concert to be held in
his store.

All of the Columbia deal-
ers in Indianapolis pre-
sented a special Ted Lewis
window display during the
week of his engagement in
this city, and this concen-
trated advertising stimulated
the sale of Ted IL.ewis records far beyond all
expectations.

RUSSIAN PEASANTS LIVE IN STYLE

Bring Food to Town and Trade It for Pianos,
Silks and Fine Clothes

“One of the peculiarities of our topsy-turvy
lifc in Russia now,” says a letter from Petrograd,
mailed in a roundabout way a few months ago,
“is that the peasant villagers are assuming all
the refinements that were found only in the cities
heretofore, and arc acquiring all the luxuries,
silks, ribbons and evcn grand pianos, that once
belonged to the city, exchanged now by the city
for food.

“The peasants come to thc city bringing food,
and bringing also their list of the things they
want. They examine the quartcrs of the bour-
geoisie critically; they demand nickel-plated beds
of spacious proportions and with spring mat-
tresses; they will consider none but those made
of the softest wool; they select the finest dresses
and one ambitious villager specified that the

piano which he wanted must be a baby grand
to fit the corner in his kitchen, while talking
machines of cxpeusive tyvpe are also demanded.

“Moving picture houses, theatres and music
halls have been built hurriedly in the villages, and
are flourishing, while those in the city are fall-
ing into ruin.”

TWO OPTIMISTIC WESTERNERS

C. E. Goodwin, manager of the Phonograph
Co., Chicago, and M. M. Blackman, manager of
the Phonograph Co., Kansas City, both promi-
nent Edison jobbers, were visitors at the Edi-
son Laboratories recently. Both Mr. Goodwin
and Mr. Blackman are highly optimistic over
the prospects for the future and expressed com-
plete satisfaction over the outlook for a record-
breaking holiday business.

Advertise the truth, for the truth is big enough
to stand without any camouflage.

turnover.

Escutcheons, Sockets, ete.

Furniture Lines.

Buying and Selling

The choice of Phonograph and Furniture buyers is influenced
by distinctively designed parts and trimmings. Purchasing
agents can co-operate with their own sales departments by
supplying accessories and fittings that quicken the dealer

Phonograph Accessories

For Immediate Delivery—Needle Cups and Double Spring
Motors, capable of playing three 12-inch records.

Also—Lid Supports, Automatic Stops, Tone Rods, Knobs,

Furniture Trimmings _
A complete offering in all the Period and Commercial

Refrigerator Hardware
All sized Locks and Hinges.

Samples and complete information on request

Grand Rapids Brass Company

Grand Rapids, Michigan

New York: 7 E. 42nd St.

Semi-Permancnt

NEEDLES

are recognized as being the
Icaders. They play many
times, do away with the in-
convenience of frequent
ncedle changing, and having
parallel sides they do not in-
crease in diameter, thereby
increasing the life of the rec-
ords by reducing wear to a
minimum.

Sonora Semi-Permanent
Needles are steadily adver-
tised, they're in demand, they
give the utmost satisfaction
and each sale brings you a
good profit.

Loud, Medium, Soft
25¢ percard of 5 40c in Capada

"FREE!

Write us and learn hiow you can
obtain this handsome needle con-
tainer free.

Sonora Phonograph

Company, Jur.

GEORGE E. BRIGHTSON, President
New York, 279 Broadway

Canadian Distributors: I. Montagnes & Co.
Toronto

CAUTION!

Beware of <imilarly construected
needles of inferior auality,
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FREEPORT STORE HOLDS OPENING

Effig & Ives Launch Victor Store in Thriving
Long Island Town—Biltmore Hawaiian Or-
chestra the Feature of the Musical Concert
Program on the Opening Day

The Freeport Music Store, now under the di-
rection of Effig & Ives, held its formal opening
on October 23 in Freeport, L. I. The opening
event was marked by a notable musical con-
cert given by prominent artists, the featured
group being the Biltmore Hawaiian Orchestra.
Many guests‘took advantage of the opportunity
and invitation and attended, which helped to
make the affair a great success. The new store
has most attractive quarters and on the opening
night the decorations and flowers lent a festive
air to the occasion. The Victor dog had his
share in the ceremonies and was in evidence oh
all sides. This exclusive Victor shop has had
a good introduction to the people and under its
efficient management its trade will grow rapidly.
Officials of the American Talking Machine Co.
and the Ncw York Talking Machine Co., Victor
jobbers, and others attended.

BLUE RIBBON GOES TO EMERSON

Wins Highest Award at Fresno County Fair
and Exposition Last Month

Los ANGELEs, CaL., November 1.—\With I. Les-
sor, the energetic special representative of the
Western Jobbing & Trading Co., in charge of
the exhibition booth at the Fresno County Fair
and Exposition, Emerson phonographs and rec-
ords were not allowed to hide their light or
music under a bushel. The judges were so im-
pressed by the exhibit and the excellence of the
product in appearance and tone that they
awarded the first prize to those products.

NEW JONES-MOTROLA PRICES

Manufacturers Make Cut in Response to Ex-
pressed Opinion of Jobbers

Jones-Motrola, Inc.,, New York City, manufac-
turer of the well-known electric winding de-
vice of that name, recently completed a careful
canvass of various jobbers situated in differ-
ent trade centers of the country regarding future
sales plans. It was the general consensus of
opinion among these jobbers that any reduction
in the retail price of the Motrola would have
a very favorable effect upon increased sales.
Jones-Motrola, Inc., has completed the exten-
sive addition to its factory equipment which has
allowed a substantial increase of production.

Victor Dealers—

will find in our new whole-
sale store every facility for
the marketing of

VICTROLAS

and RECORDS
Our New Location at
Penn Avenue and 12th Street

brings our wholesale department
to within one block of the
Pennsylvania Station.

Be Sure to visit the Model Victor

Sales Room on the first floor.

ov

PITTSBURGH, PA.

Figuring the production costs now possible
with these increased facilities and anticipating
the large increase of sales which will be pos-
sible, the Jones-Motrola Co. has decreased the
price of the Motrola to $30.

BAXT PHONOGRAPH CO. FORMED

The Baxt Phonograph Co., Inc., of Boston,
has incorporated to deal in talking machines
and phonographs. The capital is $30,000 and
the incorporators are Oscar Sterman and Celia
Sterman, of Cambridge; Morris Shapiro, Wil-
liam Baxt, Alexander Shapiro,.Maurice Gordon,
Morris Levinson, Louis Kalis, Pauline Shapiro
and Abraham Adler, of Dorchester, and Harry
Tarlow, of Brockton. .

INCORPORATED IN BOSTON

George B. Stone & Son, Inc., Boston, Mass.,
have incorporated with a capital of $50,000 to do
a general business in musical instruments. The
incorporators are George B. Stone and Paulina
R. F. Stone, of Everett, and Charles E. Law-
rence, of Belmont.

SMALL GOODS INCREASE SALES

Talking Machine Dealers Find a Line of Musi-
cal Merchandise a Paying One

Buegeleisen & Jacobson, New York City,
musical merchandise wholesalers, report that
their campaign to interest the talking machine
dealer in musical merchandise has brought forth
many favorable responses. These dealers have
found that the addition of a line of musical mer-
chandise has not only induced new trade to en-
ter their warerooms, but has produced additional
sales from their regular customers. One dealer
reports that he has found musical merchandise
of particular interest to the younger folks
through such instruments as the harmonica,
tkulele, violin and banjo. These young folks,
he finds, not only need supplies, but are a natural
approach to the older folks to buy talking ma-
chines and records. ~

If you expect your employes to be enthusias-
tic about the store and the business see that you
give them some reason to be. Nothing will
starve to death miuch quicker than enthusiasm.

e @mg“ e-kgrh

T emb(‘)dies all the
graph record file.

I',I.ﬂIB”

—_—
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The kcys are numbered from one (1) to the number of record spaces con-
taincd in the file, and are placed at an angle so the numbers are seen at a glance.

The Partitions are metal bound, dampness
will not affect them, they will protect the rec-
ords from scratching and warping.
lions are alternately light and dark, so as not
to confuse the eye when returning the rccords
to their proper spaces.

No wires or springs are uscd in its construction,
and there is only ONE moving part.

The parti-

limitless.

( The Philwey « Rel:ord Phile  will be a big 7a$1sé! lo your

business, as the possibilities of increase in sales are practically

Why not go inte details with us NOIV'?

PHILWEY MFG. CO. Inc. 75 South Ave. Rochester, N. Y.

Is an Indispensible Requisite in the
Modern Phonograph of Today |

good features necessary in a practical and serviceable phono-
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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
No. 2 Pompton Lakes Prescott, Pompton Lakes
N. J. N. J.

Telegrams

PROMINENT ARTISTS APPEAR AT AEOLIAN DED-ICATION

Official Opening of New Factories of the Aeolian Co., in Meriden, Conn., Marked by Elaborate
Concert by Vocalion Artists—New Plants Are ‘the Acme of Efficiency

MermEN, CoxN., November 3.—An event of un-
vsual importance recently was the formal dedi-
cation of the two new additions to the large
plant of the Aeolian Co. in this city, one of the
new buildings being devoted to the manufacture
and storage of Melodee music rolls and the
other to the production of Vocalion records.

The dedication ceremonies were participated
in by over 1,000 Acolianites who gathered-to

departments. The printing department is most
modern in equipment, and in addition to furnish-
ing labels for music rolls also takes care of
much of the company’s stationery:

The new Vocalion record factory is a two-
story building, 42 x 60, also of reinforced con-
crete. The installation of a mezzanine floor
provides additional space. The new building was
designed especially to meet the demands of rec-

Artists Who Appeared at Dedication of New Aecolian Co. Factories in Meriden, Conn., Recently
Left to right: Oscar Adler, Edward Falck, Charles Hart, May Peterson, Wilfred Glenn, Elliot Shaw and Gino Baldini

enjoy an elaborate concert by Vocalion record
artists, among them May Peterson, the prima
donna soprano; Wilfred Glenn, basso; Charles
Hart, tenor; Elliot Shaw, baritone, and Oscar
Adler, violinist. The program was arranged by
Gino Baldini, of the Vocalion recording studio,
and was in charge of Edward Falck, musical
director of the recording studio. The concert
was given on the top floor of the new music
roll building, which was spacious enough to hold
the large audience without crowding. Dancing
followed the concert.

The new buildings will prove welcome addi-
tions to the Aeolian Co. plant, and provide the
desired facilities for increased production. The
larger of the buildings, a four-story reinforced
concrete structure, is 120 feet long by fifty feet
wide, and each floor is connected with the old
plant by a direct doorway. The first floor will
be used for the storage of music rolls and has
a capacity of 250,000 rolls. The remaining three

floors will be used for the manufacture of rolls, °

and will house the finishing, printing and cutting

ord manufacturers, and is equipped with a venti-
lating system that removes every particle of
dust through special flues. Grinding machinery
and record presses are now being installed. The
cquipment when entirely completed will enable
the company to increase its record output.

DEATH OF RICHARD COLLINGS

Richard Collings, one of the founders of Col-
lingswood, N. J., and a relative of L. W. Col-
lings, president of Collings & Co., the Victor
distributors  of Newark, N. J., died recently at
his home in Collingswood, N. J., at _the age of
seventy-eight. He was a member of the New
Jersey Bridge and Tunnel Commission.

THROWING LIGHT ON TIMELY TOPIC

The candle loses nothing of its light by light-
ing another candle. Just so with us—we do not
lose but rather increase our capacity for friend-
ship by being friendly.

EQUIP YOUR TURNTABLES WITH

A. W. B. BOULEVARD VELVETS

ADD TO THEIR -QUALITY AND ATTRACTIVENESS

GRAND PRIZE—GOLD MEDAL, ST. LOUIS EXHIBITION

VELVETS, VELVETEENS, PLUSHES

WRITE FOR SAMPLES AND PRICES

A. WIMPFHEIMER & BRO., Inc.
450-460 Fourth Avenue, New York

ESTABLISHED 1845

 VELVETS




Novemser 15, 1920

" THE TALKING MACHINE WORLD

49

The Widdicomb Phonograph
18 made in Art Models, both
upright and console types, in
the more popular and better
known styles of period con-
ception. Dealers should write
for the faets of the Widdicomb
franchise.

PHONOGRAPH
Ghe Aristocrat of Phonographs

HONOGRAPH men who have

heard-the Widdicomb, say that the
Widdicomb Amplifier marks a new
epoch in the musical development of
the phonograph.

For the first time in phonograph history
the Widdicomb Amplifier does full
justice to the lower as well as to the
higher musical tones.

When playing an orchestral record on
the Widdicomb the deeper, richer tones
are given equal prominence.

This is a feature readily appreciated by
music lovers. It is, in a large measure,
responsible for the growing and ever
widening popularity of the Widdicomb.

Let us give you the details of the Wid-
dicomb franchise. You will find this
information worth having.

The Widdicomb Furniture Co.

Gvand Rapids Michigan

Established 1865—America’s Finest Furniture Desi,(-zners

a9
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Manufacturer of

Exclusive Cabinet Hardware and Accessories
60 Grand Street New York City

Eastern Distributor for the

ELECTROPHONE ' '

Dealers’ Terms on Request

The machine with the SILENT electric driven motor

BECK WITH PLATT MUSIC €O.

Popular Talking Machine Man Welcomed Back
to Coast Trade Circles

Los AxceLEs, CaL, November 1—P. H. Beck,
cne of the most popular talking machine men in
southern California, has returned to this city
after an absence of about six months. Mr. Beck,
who was at one time president of the Retail
Talking Machine Men's Association, has be-
come manager of the Victrola, small goods and
sheet music departments of the Platt Music Co.
He was welcomed back to Los Angeles by a host
of friends.

OPENS STORE IN HEMPSTEAD

john Bieling, Well Known in Talking Machine
Trade, Opens Exclusive Victor Store

John Bieling, formerly of the Haydn and
American Quartets and also for some time with
the New York Talking Machine Co., has opened
an exclusive Victor store in Hempstead, L. I.
His experience in the trade and in the Victor
line will be of great assistance to him in his
new venture and his friends have expressed their
best wishes for his success. Numerous guests
attended the opening, among them being repre-
sentatives of the New York Talking Machine
Co. and C. Bruno & Son, Inc.

PRODUCE CLEVER ACROSTIC

A. J. Levine, a Pathé dealer of Brooklyn, has
suggested the following arrangement evolved
from the word “phonographs” which is worthy

of notice:
P—atience ip comsummating sales.
H—ouse-to-house canvass and follow-up.
O—rderlipess in stock-keeping.
N—ovel in display and “Newsy” in advertising.
O—ne specialty for each sale and for cach advertisement.
G—ood-will is a silent salesman.
\ r.
A—dvertise to profit from its cumulative effect.
P—opularize Music—propaganda is subily effective.
H—onesty—You can’t fool some of the people even some

The s sful man to-day is the practical
man. If you are not already familiar with the
working side of your business, begin the study
)t 1t noy

A Welcome Visitor

To Victor Dealers

THE USOSKIN MONTHLY WIN-
DOW CARD SERVICE is a welcome
visitor each month in the store of hun-
dreds of Victor dealers. They greet its
arrival as they would the acquisition of
a top-notch salesman.

That’s just what this service is, too—
a salesman that is on the job for you
from morn ’'till night for thirty days.
Ask us to tell you more about it.

Photographs and details gladly sent upon
request.

USOSKIN LITHO, Inc.

230 WEST 17th ST.,, NEW YORK CITY

play. One of the features of the Keystone
Grafonola service is the department where all
accessories for Grafonolas and phonographs may
be purchased. Special introductory offers are
being announced in the daily newspapers. A
large record library is maintained and this part
of the Columbia service is carefully kept up to
date.

COLUMBIA AGENCY IN LANCASTER

Laxcaster, Pa., November 5-—The Keystone
Farniture Co.. West King street, has been ap-
pointed Columbia representative for this city,
according to an announcement recently made by
the company. In the handsome showrooms the
<ntire line of Columbia instruments is on dis-

_FED

\'\\Wf M\\l‘l,.. R/ /W/'ﬂ%

WA a&e»x«zwm.mw /

kw

l
B
h

SYZNVZ R 7

i
7)

N
Lf"
5~
%
+
L

g

ZNSZ NG fk&%&&mﬂ&‘)ﬁ%‘?&“ﬁm MGN‘Y,&“‘/ 7&5%9&\‘){(%‘( P/ BN DZ NG 2

—9 Months to Pay

The first payment brings you the sign—you have the 9 months
to make the final payments. Pays for itself many times over—

—Draws Trade Like a Magnet

Sparkling at night and glistening in the daytime, it tells the
people for blocks in each direction that you are up-to-date and
modern. It tells your name and business day and night—it draws
prospective customers past less attractive stores to you. It works

o for you as an energetic salesman, while your competitors are lost
furn off the Sign Joe or ¥ g ’ 3 2
B elockcal aid in darkness.

[ S1echs SaicR Note the beautiful embossed letters. The entire sign is made

Z . o .
etz Taace I\ G of porcelain enameled steel—brilliant white letters on a blue back-
=

\\\\\\\\\

'\\\\\\\\m\

ground. Practically indestructible—will not rust, peel, rot or fade

llm: —never needs refinishing. Costs only a few cents a day for elec-

Z = tricity—There is no other maintenance expense. An occasional
% washing keeps it like new.

7/

Gain a step on competition—get yvour sign up now. Send the

coupon for full information—mo obligation.

Tear Off and Mail Coupon Now

FEDERAL ELECTRIC COMPANY
Representing Federal Sign System (Electric) 3 8700 South State St., Chicago, IlI.

“Z
7z
Z
Z
Z

Please send me full information on Porcelain-enameled Steel Sign for my business.
Explain your 9-months-to-pay Plan
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DECEMBER RELEASES

(THE LOVE NEST (Intro. Chorus of

“Mary,” from musical play “Mary’)
(Tenor with Orch.) ... ...... Lewis James

$1.00 || WOULD LIKE TO HAVE A GIRL LIKE
' YOU LIKE ME (Tenor with Orch.)

4183
10-in.

Sam Ash
(A PICTURE OF MOTHER (Tenor with

‘11})84 { O Ry s oy e o K = Henry Burr
$1.00 | WAIT'N FOR ME (Male Trio with Orch.)

Tl Sterling Trio
‘FEATHER YOUR NEST (Tenor Duet with

4185 Orch.) ................. Campbell-Burr

10-in. WHEN I FOUND YOU (From musical

$1.00 comedy, ‘“Poor Little Ritz Girl”’) (Con-
) tralto-Baritone Duet with Orch.)
Helen Clark-Joseph Phillips

‘MOONLIGHT IN MANDALAY (Tenor-
4186 Baritone Duet with Orch.) . . . .James-Shaw

10-in.« SWEET LUANA (Vocal Duet with Ha-
$1.00 waiian Guitar Accom.)
Jane Neilson-Lewis James

(KENTUCKY (Baritone with Orch.)

418,7 ' Ernest Hare
10-m.<J'

$1.00 |HONOLULU EYES (Vocal Duet with

Orch.)......... Jane Neilson-Lewis James

10-in.- WHEN YOUR SHIP COMES IN (Tenor
$1.00 Duet with Orch.)......... Campbell-Burr

ROCK OF AGES (Contralto-Baritone Duet
4189 with Orch.) .. .Helen Clark-Joseph Phillips

10-in.<] NEED THEE EVERY HOUR (Vocal
$1.00| Duet with Orch.)
L Charles Henry-James Jordon

(LEAD, KINDLY LIGHT (Vocal Quartet)

‘11})90 { Peerless Quartet
$1.06 | JESUS, SAVIOUR, PILOT ME (Tenor

. withOrch.) ............... Henry Burr

4188 {DRIFTING (Tenor with Orch.) . .Henry Burr
{

Records

‘WHEN YOU AND I WERE YOUNG,

4191 MAGGIE (Tenor with Orch.)
10-in.; Henry Burr with Peerless Quartet
$1.00 THE OLD OAKEN BUCKET (Vocal
. Quartet) ................ Shannon Four
rALONG THE WAY TO WAIKIKI (Ha-
‘11})2‘;?‘1 ) wailan Guitar Duet).. .. .Ferera-Franchini
$1.00' HAPA HAOLE HULA GIRL (Hawaiian
Guitar Duet) . ... ....... Ferera-Franchini

4193 THE TEDDY BEARS PICNIC (Char-

: acteristic) .............. Conway’s Band
10-1n.

$1.OO?MARCH OF THE TOYS (From musical

L show, “Babes in Toyland”) Conway’s Band

(LAUGHING VAMP (Fox-trot)
4179 Rega Dance Orchestra with Incidental
10-in.J Saxophone by Nathan Glantz

$1.00 K AMEL-LAND (Fox-trot)
1 Green Brothers’ Novelty Band

(THE BLACKSMITH RAG (With the “An-
4180 | vil Chorus”) (Fox-trot)
10-in.-J Green Brothers’ Novelty Band

$1.00 | BOW-WOW (Puppy Love) (One-step)
All Star Trio

SILVER WATER (Fox-trot)
4181 Rega Dance Orchestra with Incidental
10-in.- Saxophone by Bennie Krueger

$1.00 N OLD MANILA (Fox-trot)
| : Green Brothers’ Novelty Band

‘TELL ME, PRETTY GYPSY (From ‘“Zieg-
feld Follies of 1920’) (Medley Fox-trot)

4182J Rega Dance Orchestra

10-in.

$1.00 | ROCK ME IN A CRADLE OF LOVE (Fox-
trot)
Ray Miller’s Black & White Melody Boys

25 West 45th Street,

Newark, N, J. Elyria, Ohio
Branch Offices:

Factories:

Putnam, Conn.

Chicagonlll;

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN President

New York City, N. Y.

Springfield, Mass.
Toronto, Can.

Kitchener, Ont.
London, Eng.
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FIRST BIRTHDAY OF THE ARTO CO.

Company Has Developed With Great Rapidity
During First Year of Existence

The Arto Co., of Orange, N. J., manufacturers
of the Arto talking machine record, recently
celebrated its first anniversary. The company
has just forwarded to the trade data concerning
the history of the progress of the organization in
one year’s time. It already has a factory which
has reached quantity production in the pressing
of both talking machine records and music roll
flanges, and in addition it will shortly break
ground for a new wing to the plant, which will
be closely followed by a large building, tower-
ing far above the other structures in the neigh-
borhood.

The company states its records are stocked
by hundreds of dealers and the trade has taken
kindly to its specialty of quick releases of cur-
rent hits. Besides the executive offices at the
main factory, 29 Central avenue, Orange, N. ],
the Arto Co. also has a New York office at 1604
Broadway.

TOSCANINI AND ORCHESTRA TO RECORD FOR VICTOR CO.

Famous La Scala Orchestra, Which Is Coming to the United States This Fall for a Concert Tour
With Toscanini as Director, Will Be Heard Later Through Medium of Victor Records

Through arrangements just concluded by of-
ficials of the Victor Talking Machine Co. with
the managers of Maestro Arturo Toscanini and
the l.a Scala Orchestra of Milan, Italy, it is
expected that a series of Victor records will be
made by these artists this Winter. Toscanini
and the La Scala Orchestra will tour the United
States this coming Winter and will appear in
all the principal musical centers. During this
visit a number of records will be made by the
La Scala” Orchestra, under the direction of
Maestro Toscanini.

Few men have had a more brilliant career
than Signor Toscanini, who is recognized as one
of the foremost conductors of the day. Dur-
ing the time he was conductor of the Metropoli-
tan Opera Co. he gained an enviable reputation
both for the quality of the productions and the
rare skill displayed in interpreting and direct-
ing the musical masterpieces. His return to the

United States will be awaited with interest by
all lovers of music. Further announcements as
to the final details of the arrangements for
making these special records will be given in
the near future.

CHANGE TITLE OF COMPANY

The Emery Dry Goods Co., which has been in
business in Orange, Mass.; for over thirty years,
will, after November 1, be known as FEmery’s
Music Store, with Fred C. Emery as sole owner,
as before. This firm carries a fine line of Vic-
trolas, pianos, sheet music, etc.

WINDOW DISPLAY OPPORTUNITIES

The Christmas season offers almost unlimited
possibilities for original thought and treatment
in window display.

In your neighborhood, many of the million ahd a half readers
of these magazines have been sold the Motrola idea. Well?
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S7 E. Jackson Blvd.

6019 Hollywood Blvd.

e e v BTV S-ed

- Podgeoms Number:
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WE'VE got ‘em interested by

advertising—the rest is up to
you Remember that a Motrola dis-
play in your window or store will
act as the reminder that completes
the sale.

We furnish all the window cards, counter
cards, booklets and sales boosters you can
use. Write for folder showing the news-
paper ads we have prepared for advertis-
ing your store and information on what we
can do to boost your profits.

Realizing that every live dealer wants a
few Motrolas on hand since the Motrola
has become the vogue in the public inter-
est, we are prepared to do our part in the
way of deliveries.

Jones-Motrola, Inc.

29 West 35th Street
New York

226% Peachtree St.
Atlanta
83 E. Woodbridge St.
Los Angeles DNotroit

Chicago
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GAS vs. ELECTRICITY

The Old versus The New

Not so long ago people who electrified their houses kept
gas there too. They weren’t quite -sure of electricity.

NE of the “Big Four” phonograph companies

had the same doubts about electricity when they
decided to try TRU-TIME MOTORS on a few
machines. The original purchase was one thousand
motors. But when, of the initial order

Not one was returned

this company, thoroughly convinced, placed a second
order for TEN THOUSAND additional motors.

& = |- 7\ &
< o o C. d !
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Reg. U. S. Pat. Of.

has swept aside all objections to electric phonograph
drives. Can you think of anything more an electric
phonograph drive should do than is contained in

Our Guarantee

. . {8 ,\.. .T Hey
To maintain constant turntable speed at any voltage from 70 Hru-imeiHeior
to 140 volts, alternating or direct current, through every vari-

ation in current on commercial lighting circuits.
To run without heating up.
To maintain the exact speed intended for the record.

To need no adjustment, oiling or attention for at least two
vears and to function satisfactorily under any condition of
proper usage if the seals of the motor remain unbroken.

To be invisible—no unsightly mechanism outside the instrument.

When you are offered a motor—any make, any type—ask the
manufacturer to give you the same guarantee and have him PUT

IT IN WRITING.

THE TRU-TIME MOTOR IS TO THE PHONOGRAPH
WHAT THE CONDUCTOR IS TO THE OPERA

Manufacturers—Write for Complete Description

EFFICIENCY ELECTRIC CORP.

149 Broadway, New York

* This is a strang statement made in a canservative woy. It means that not a single
motar has been returned ta us, the (ghonograr_h manufacturer ar the dealer, far any cause.
It means that the TRU-TIME MOTOR has given absalute satisfactian.

Factory: Lowell, Mass.

A FewTRU-TIME
MOTOR Points:

Reasonable in price.

Now in production.

Never needs oiling.

Never changes speed.

Silent and invisible.

3 point suspension in
mounting.

Driving spindle to fit
any make of turn-
table.

Speed control can be
placed any desired
location.

Only 2 revolving
parts.
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big. A-2997.

“The Japanese Sandman” is an Oriental Lullaby,
the latest vaudeville hit crooned by Nora Bayes.
Coupled with “You’re Just as Beautiful at Sixty as
You Were at Sweet Sixteen.” Both of these songs
show Nora Bayes to be better than the best. Order

Columbia Graphophone Co.
NEW YORK

“TREMENDOUS ASSETS IN DEVELOPING MUSICAL TASTE”

Thus the Boston-American Refers to the Talking Machine in an Editorial of Unusual Force, and
Adds: “If They Make It Well and Truly the Makers Are Honest Servers of Humanity”

The editorial writers of the daily papers
throughout the country are displaying in-
creased appreciation of the value of the talk-
ing machine as a great educational {factor.
Their tributes are especially well worth empha-
sizing inasmuch as practically a few years ago
the talking machine was ignored by the editorial
writers and featured almost exclusively by the
cartoonists.

We have recently quoted extracts fromm a
number of daily papers, in which the musical
possibilities of the talking machine were dilated
upon, and it is a pleasure to clip the following
editorial comment from the Boston American
of recent date:

“It is the fashion of the supercilious to sneer
at the talking machine and the player-piano.
There is no field where the snob rages more
unchecked than the field of art. People who
do not know anything else about music and pic-
tures or letters know how to turn up their noses.
They forget that the act of all acts of which the
human mind is capable, requiring the least
brains and the minimum of culture, is ridicule.

“As a matter of fact, the innumerable- discs
of talking machines flying over the land like so
many FKzekiel wheels are the most tremendous
assets in developing musical taste. For taste,
or culture, or whatever you call maturity and
sophistication in the finer arts of life, is entirely
a matter of saturation.

“You cannot learn to judge pictures by at-

tending leotures and listening to somecone tell
you what to think. The only way is to go to
the galleries or private collections where the
masterpieces are and look at them, and go
again and again. You like what you know. And
familiarity weeds out the commonplace and
breeds the love of perfection. -

“As life becomes stabilized we turn more and
niore to the world of beauty for our satisfac-
tions. And in this turning of the national soul
away from the earth toward the sun, canned
music has no inconsiderable part.

“Democracy has a soul as well as a system.
Democracy has a spiritual punpose; it is not
organized altogether for the purpose of giving
to every man a cow and an acre. And the
spiritual purpose of democracy’s soul is to spread
the opportunity for the best things to all of the
people.

“In this sense the truest culture and the most
wholesome is not to carve grotesque statues for
the Summer gardens of mrillionaires or the dim
interiors of art galleries, but to make the sur-
roundings of the common people beautiful.

“Monarchy serves God by exalting the king.
Democracy serves God by exalting the people.

“Whoever, then, will make beautiful chairs,
tables, bedsteads, carpets, plates, tea cups,
houses, shops and other things that have to do
with the daily life of the people; whoever will
accustom them to beauty and good taste is the
truest artist.

“And exactly so the makers of so-called ‘can-
ned music.” If they make it well and truly, they
are honest servants of humanity and worthy
of their reward.”

VICTOR CONTRACT FOR GIGLI

New Italian Tenor Coming for American Tour
and Will Record for Victor Records

Beniamino Gigli, a new Italian tenor, who has
made a wonderful success in Europe and South
America, and who will make his debut at the
Metropolitan Opera House in the early part of
the coming season, is under contract to record
for the Gramophone Co. Ltd., London, Eng-
land, in which the Victor Talking Machine Co.
has recently acquired a half interest. The terms
of the agreement with the new artist provide for
a certain amount of his services for recording in
this country. Consequently, the trade may ex-
pect some remarkable records to be added to
the Victor catalog this Winter or in the Spring.

NEW SALES MANAGER ON COAST

F. L. Valentine has been appointed sales man-
ager of the retail phonograph department of the
Starr Piano Co.. Los Angeles, Cal. Mr. Valen-
tine was well known in San Francisco, where,
until recently, he was sales manager for the
Hauschildt Music Co.

Can you teach others about the things you
vourself do not know? That is why the man at
the head of the business should know how to
do the things at its foot.

Full Tone

Three for 30 cents

JUST THINK

WHAT IT MEANS TO USE A

DE-LUXE-NEEDLE

Plays 100-200 Records Without Changing
Absolute Reproduction of Tone

Positively No Wear on the Record
Will Play, Any Record Using Steel Needles

Let the De Luxe speak for itself and send for samples

DUO TONE COMPANY, Inc.

Sole Manufacturers of De Luxe Needles

ANSONIA, CONN.

Medium Tone

Liberal Discounts
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ENTERTAINMENT

Music and Voice Telemegafones

Ao
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PUBLIC SPEAKING

Columbia Beach Park,
Portland, Ore., May 29, 1920.

The Magnavox Company,
2701 East 14th Street,
Qakland, Cal.

Gentlemen: You have no
doubt heen informed that we
purchased one of your Telemeg-
afones through Sherman Clay &
Company of Portland. This sale
was hrought about through our
effort to locate something that
would amuse our patrons on the
afternoons when the crowds
were light. The writer and Mr.
Addis of Sherman Clay & Com-
pany went to the Beach yester-
day and made a sort of a trial
of the machine, which seems
in every way satisfactory. It is
really marvelous the distance
which your machine will carry
sound on our beach. For your
information, the Columhia River
is more than a mile wide. We
placed this machine on our
Boardwalk with the horn throw-
ing the sound across the river,
300 feet from the shore line.
We walked down the Beach not
less than 700 or 800 feet and
c;)uld hear the records played as
clearly as if th w i Y
e, B TELEMEGAFONE~y
THAT REPRODUCES
MUSIC AND VOICE

Yours very truly, FAITHFULLY

Saxp Istaxp Amusement Co.,
By (Signed) Joserr M. RiEkG.

g Ty pe M V- 1 OGDEN cn'\.' PUBLIC *

Outfit does not include phonograph, or battery

0
y Zandl e

PLAYS
ALL RECORDS

VOLUME OF SOUND

EVEEGAU}%el'?eEngh;TVREgNYG (@:—s‘w;‘ purposes the MAGNAVOX is a
‘,b, ] complete success.
e -_—A!‘I\a
SPEAKING With my hearty endorsement
TRANSMITTE for school work with this new

SCHOOLS

Ogden Utah, May 24, 1920

Glen Brothers-Roberts Piano Co.,
Ogden, Utah.

a

Gentlemen: As Superintendent
of the Ogden City Puhlic Schools,
I congratulate you on your won-
derful demonstration of the
MAGNAVOX in Lester Park on
Monday last.

At one time there were three
May Pole sets of little tots—
about seventy-five in all—dancing
to the clear, hell-like music of
the MAGNAVOX, and every
one of the thirteen hundred spec-
tators heard the music as clearly
and distinctly as the children
dancers.

MUSIC TRANSMITTED
ELECTRICALLY
FROM TONE-ARM

\)‘@ E
T

For school .work and dancing

invention, I beg to remain,
Sincerely yours,

(Signed) W. Karr. Hopxkins,

-~ TWO WIRES CONNECT TO Superintendent.

| =" 6-VOLT STORAGE BATTERY

For

Entertainment In

THE HOME
THEATRES AND PARKS
BLOCK PARTIES
MUNICIPAL PLAYGROUNDS
DANCE HALLS AND
ON SHIPBOARD OR
ANY PLACE WHERE
NOVELTY ENTERTAINMENT
IS DESIRED

LATENTED 1n U.5.A AnND FOREIGN COUNTRIES

For

Public Speaking and

Announcing In

HOTELS AND CLUBS
SCHOOLS AND COLLEGES
PARKS, CAMPS AND
SUMMER RESORTS
OR ANY PLACE WHERE
THE UNAIDED HUMAN
VOICE IS INSUFFICIENT
TO TALK TO ALL

Dealers and

BOSTON, MASS.—Musical Supply and Equipment Co.
DALLAS, TEXAS.—Sonora Distributing Co.
DAYTON, OHIO —]. W. Sands Co.

DETROIT, MICH.—C. L. Marshall Co.
INDIANAPOLIS, IND.—Kiefer-Stewart Co.

2701-2765 East 14th Street

THE MAGNAVOX COMPANY

Pacific Coast Distributors of Sonora Phonographs

Distributors

MINNEAPOLIS, MINN.—Minneapolis Drug Co.
NEWARK, N. ].—Grifith Piano Co.

NEW YORK—Electrical Supply and Equipment Co.
PHILADELPHIA, PA.—Philadelphia Showcase Co.
TORONTO, CAN.—I. Montagnes & Co.

Oakland, California

[
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| Putting the Selling of Talking Machine Rec- |
| ords on a Scientific Basis - - - - mumg an

I wonder what some clever cartoonist who is
just a buyer of records could do with his ex-
periences with a record salcspeople’s mistakes.
I wonder what he would have done with the girl
who, when asked by a family man for orchestra
records for his boys, said that about the only
thing they had was Joseph C. Smith’s; or the
girl who says ‘“Paglecachee” and rests her weary
elbow on the top of a beautifully finished ma-
hogany machine and chews gum fervently while
she remarks “Ain’t it hot?”

I am talking in this paper to dealers and man-
agers, not to salespeople, for in the end if your
clerk says Pagleeachee it is your fault much
more than hers. Just what chance have you given
her to learn, or what inspiration have you been
to her? Have you ever stopped to explain to your
people why it is to their interest to work for
the interest of the house? Have you impressed it
upon them that a satisfied customer avho buys
one record is a better investment than the cus-
tomer who buys two but carries away a feeling,

perhaps subconscious, of having been poorly
waited on?
Have confidence in your manager. If she dc-

serves the name she deserves your confidence that
she is doing it right, without explaining each
step. Give her more responsibility. Ordinarily
she is in touch with the situation, especially thc
record situation, as you cannot be if you have
other interests, as most of you have. If at thc
end of a given period financial results are what
you expect she has proved worthy of the respon-
sibility. If not it is then time to inquire why.
Then there is the matter of salary. The time is
coming, in fact, is upon us, when the public who
buy our goods are going to demand record
salespeople who fit the merchandise, who can
intelligently discuss their goods. And unless you
supply that type of person the public is going
to the place where they do. And you can’t get
that type for bargain square prices.
Salesmanship is the ability to influence people.
It is mental. No one can become the highest type
of salesman who cannot think constructively—
that is, in a logical manner. Ability is acquired,
grown, developed. No person is a natural born
salesman. Some of your people will acquire this
knowledge without your help, outside of office
hours. But the majority will not. What are you

going to do with them? Let them drift, finally
discharge them, to try again? You are wast-
ing a lot of raw material—a pretty expensive
proposition these days.

The knowledge of your salespeople is either
organized or disorganized, systematic or hap-
hazard, which decides whether or not they are
scientific salesmen.

Science is organized knowledge, the accidental
usc of a scientific principle is haphazard knowl-
edge. Moreover, selling power begins with
knowledge of the goods you wish to sell. If you
do not know thc goods you have for sale, how

T A=

Comments and Sug-
gestions on Successful

Record Selling of_
Direct Interest to T alk-
ing Machine Dealers

A A N

do you hope to make others know them well
enough to want to buy them?

One of the first mistakes made by salespeople
is to play the same records for everybody.

Another mistake on the part of salespeople is
to play the same kind of record for everyone
regardless of the type of customer. This is
illustrated by a list of slow-moving records
posted by a manager one morning. One encr-
gctic young lady decided that she would head
the list in the number of these sold and she
played all of them for anyone who would listen.
I think that she did more harm than good. The
fault, of course, lay primarily in the list itself.
They were all the same kind of records, when

they should have been so varied as to have at -

least one to fit any kind of customer. But to do
this each salesperson must know the contents of
the records as well as the numbers and names.
In visiting record departments and asking
members of the force to pick out slow-selling

records for discussion, I have had this comment:
“Here is one that unobody ever asks for.” If
your salespeople are playing only records asked
for they are a detriment to you. The record
clerk needs to know and then to think faster
than the customer. Give information before it
is asked for.

Now comes the question, “How am I to do it?
How can I get my salespeople to increase their
knowledge?’ Give them time. Lcnd them the
inspiration of your presence once a week. Sece
that they have all thc literature that comes into
the house at their disposal. I know omne girl
supposed to be the manager of her department
who had never seen any of the suggestions for
using the artist post card that we have been
sending out for several months. How can she
manage a department if she does not get the
literature belonging to it? Systematize their
study so that they will waste no time. This
business, more than any I know of, calls for
calmness of manner, dignity and self-possession.

Moreover, the study of records requires con-
centration, a certain amount of research, seclu-
sion from interruption. The feeling that you
are going to be called any minute must be absent.
Next consideration is, can we spare the time?
Among the questions sent out to these same
salespeople was, “What do you do during the
first hour in the morning?” I found that about
onc-fourth of the time was taken in cleaning and
filing records, slightly morc than that in book-
keeping, about the same in waiting on customers.
The rest of the hour was spent in answering the
'phonc, dusting, and other trivial things. What
I wish to show, and what I know you will dis-
cover if you will give it a thorough trial, is that
anything done that first hour can and will be
done just as easily at a later time. Dusting,
filing records, book work can be interrupted
without disastrous results. Hearing records can-
not.

I challenge you to try this for one month be-
ginning this week. Get your salespeople together
and tell them that until further notice they are
to be ready at the opening hour” to spend one
hour in getting ready for the business of the
rest of the day. Divide your force and let half
of them use this hour for one week, the other

(Continued on page 56)

It has large, easy-rolling casters.
It has doors equipped with ball catches.

top.

through rear door.
It has an efficient tone volume regulator.

256 Main Street

Choose> Wisely and Succeed

Dealers who sell the Brooks Automatic Repeating Phonograph are making money because
they have an instrument that combines all the good features of every other machine with
many points of value not found on any other.

_ The Brooks plays and repeats automatically any make of record any desired number of
times, then stops automatically with the tone arm suspended in the air.

It plays six to eight ten-inch records with one

It is finished equally well back, front, sides and

It has ample space back of the shelves, accessible

It is equipped with a lever device permitting use
with or without automatic repeating feature.

winding.
It has a tone qualit

machine, regardless of price.

thumb screws.

needed).

Dealers in New York State and immediate wicinity are advised to communicate
with us wery quickly if they are interested in a big sale of phonographs this season. -

The Walters & Warry Corporation
BUFFALO, N. Y.

We are the LARGEST Distributors of Brooks Automatic Repeating Phonographs in the United States.

not excelled by any other

It has the most accessible working mechanism.
t can be removed for oiling by loosening four

It has a counterbalanced lid support (no braces
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PUTTING SELLING OF RECORDS ON A SCIENTIFIC BASIS

(Continued from page 53)

half this next week. Be sure that each group
liears the same records and does the same study-
ing, if possible under the direction of one of the
older members of the staff. To be sure that this
is done miake out an outline for them to follow,
listing the records to be heard, articles or books
to be read, talks to be heard. But first of all de-
mand that it is to be systematic. If you start
out to do it every day, let nothing interfere. no
matter how important it may seem.

Just a word to the salespeople in the trade.
Sometimes I find that it is hard for proprietors
to co-operate with their salesforce because the
salesperson does not take criticisin kindly. If
an effort is made to try to remedy things which
perhaps you cannot see, meet your employer half
way. Show that you welcome criticism as a
means to growth. The average employer has not
time to spend cutting rotten spots out of bad
apples. A criticism is a compliment. He has

noticed you and thinks you worth saving. If
yvou have a “grouch at the boss” demand a con-
ference with him and thrash it out. It will create
less disturbance and you will feel better than if
vou had told the story to half a dozen sympa-
thetic hearers.

To summarize, my plea is for better salesman-
ship resulting in more records sold. To ac-
complish it:

1. Send one or more of your salespeople to Cani-
den for two weeks. Demand results.

2. If that is financially impossible at the time
send them to St. Louis for a week. ‘Demand
results.

3. Observe an *“improvement hour” systemat-
ically.

4. Pay your record clerks in proportion to the
work you expect.

3. "Give of your own time and personality to your
clerks.

THE “SUN” LIGHTS THE WAY ON SALESMANSHIP PROBLEM

Discusses in Its Usual Interesting Way G. W. Hopkins’ Remarks That the Brunette Salesman
Succeeds Best in the South and the Blond Salesman in the North—What Do World Readers Think?

That black-haired salesmen succeed better
in the South and light-haired salesmen in the
North was the statement of George \W. Hop-
kins, general sales manager of the Columbia
Graphophone Co., New York, in his address be-
fore the Executive Club of Chicago at its lunch-
eon at the Hotel Sherman on October 22. “Sales-
manship is simply the ability to read human
nature,” he said. “The business man of to-day
to be successful must know the relative value
of the shady or the sunny side of the street.
Modern business is built on the platform of serv-
ice to the other fellow.”

The statement c¢oncerning the relation of
color of hair and salesmanship proved so inter-
esting to one of the editorial writers of the
Sun, New York, that he stole enough time from

his political spellbinding to compose the follow-
ing editorial: )

“The ability of the dealer in so-called ‘canned
music’ to sell his assorted stock of machines
and records, the male and female of the phono-
graph species, has long challenged the admira-
tion of the professors of salesmanship. Pos-
sibly because so many people enjoy a mnoise
even if they do not understand music, the phono-
graph dealer has a deep lake in which to cast his
nets. The actual and undisputed beauties of the
best quality of mechanically reproduced music
are so efficiently supplemented by the vast quan-
tity of cheerfully noisy records that the receipts
of these dealers have long been the envy of the
niere banker or bricklayer.

“Naturally, any hints as to the way the phono-

graph dealer does it command attention and re-
spect. One of these princes of salesmanship, a
general sales manager, in fact, mmade a speech
lately in Chicago upon his own learned profes-
sion and gave the information—quite as valu-
able because it was casual and ‘contributory’—
that black-haired salesmen did better in the
South and light-haired salesmen in the North.
This is one of the magic bits of concrete infor-
mation which are worth more than all the pro-
fessional essays in the world. This general
manager defined salesmanship as ‘he ability to
read human nature,” and said a successful busi-
11ess man ‘now needed to know the relative value
of the shady or the sunny side of the street.
What are synthetic paradoxes like those state-
ments worth compared with the information
about the proper regional distribution of black-
haired and light-haired salesmen?

“It is a fact that, while enormous numbers
of woman buy phonographs and records, a very
great number of men also buy them. The
phonograph salesman cannot hope to depend on
any sex-complex to fill his order sheet, and the
general fact seems to be that since there is
more black hair than light hair in the South the
black-haired salesman does better there, be-
cause the salesman’s personality, being more
like that of evervbody else in the neighborhood,
does not take the public’s attention away from
the goods to bes sold; thus the goods get sold
with less effort. ‘Whatever the process by
which the result is arrived at, this sales man-
ager’s statement of fact is the most interesting
which has been heard of late. Does this classi-
fication apply only to the phonograph buisness?
I.et other sales managers be heard from, in or-
der to swell the volume of general business;
evervbody would profit by it.”-

NEW MONTREAL COLUMBIA DEALER

R. E. Bennet, Montreal, Can., has recently
opened Grafonola parlors at 3 St. Viateur street,
and will handle the Columbia Grafonolas and
records.

A WALNUT TALKING MACHINE CABINET

The finest phonograph is
appropriately encased in

example of a

swell.

—a clincher. *

Write to the producers of American Walnut Lumber, the

“The Cabinet-wood Superlatie.”

N ‘“‘added attraction’ to the rich beauty
of AMERICAN WALNUT as an
appropriate encasement for such a fine

Phonograph Cabinet

as is illustrated here, is that of permanence
—or, “fidelity to fashioned form.” AMER-
ICAN WALNUT does not warp, shrink or

The doors or drawers in an AMERICAN
WALNUT Cabinet will never stick or refuse
to slide. It’s an impressive selling argument

* Manufacturers of high grade cabinets and phonographs appreciate this fact.

Send for valuable data for manufacturers—or data for
dealers. dlso the WALNUT BOOK de luxe, an in-

structive treatise on IWWalnut and IWalnut Furniture, Free.

AMERICAN WALNUT MANUFACTURERS' ASSOCIATION
Room 1022 616 So. Michigan Boulevard

Chicago.

a——
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IS NOT A SUBSTITUTE—IT HAS
-NO EQUAL—NO OTHER IS LIKE
, IT—IT IS “TRIED AND TRUE”

No more need for “Loud,” “Soft” and ‘“Medium”

needles—no more need for changing needles after
playing one record

donofone

THE NEEDLE WITH THE FLEXIBLE POINT

HAS SOLVED THE PROBLEM

One TONOFONE will play 20 to 50 REC-
ORDS—any disc records ON ANY PHONO-
GRAPH and reproduce the ORIGINAL TONE
PITCH and volume, be it LOUD, MEDIUM,
or SOFT.

and

THE POINT being FLEXIBLE and SOFTER
“than the RECORDS, will neither WEAR NOR
INJURE. THEM—in fact

THE NEEDLE WEARS — THE RECORDS DON’T

A Very High Authority Writes :

“] have found no needle which transmits the
full tone value of the record as does the
Tonofone. Its elimination of surface noise
and accurate reproduction makes it supreme
for demonstrating ‘purposes.” "

Our Wholesale Distributors Cover the Earth
They Reach Every City, Town and Hamlet All Over the World

5 . 5 INVENTORS AND SOLE MANUFACTURERS
If you are not already using and selling this needle R. C. WADE CO.

that everybody’s talking about, ask us for full partic- 110 SOUTH WABASH AVENUE
ulare and the address of our nearest distributor. CHICAGCO

PHONE RANDOLPH 2045
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BUSINESS PROGRESS IN ALBANY

Method by Which the Strand Temple of Music
Has Won Quick Success in That City

Arsany, N. Y., November 6—The Strand Temple
of Music, 121 North Pearl street, this city,
which recently celebrated its first business an-
niversary, is at present in the hands of the
carpenters and decorators, and when the altera-
tions are completed there will be made avail-
able a number of additional demonstration
booths to take care of the growing trade.

The success of the Strand Temple of Music,
which features the Victor line exclusively, has

IR
.rliU’i ik .
f : s .

g
ﬂv

Interior of Strand Temple ot Music

bLeen due both to good salesmanship and good
advertising, for Al. Edelstein, manager of the
shop, i1s a firm believer in service and publicity
in getting and keeping trade.

The advertising campaign is so arranged that
some particular subject, or some particular
group of records, is featured in each advertise-
ment. Recently the Strand celebrated what was
termed Dance Week, and throughout the week
the fact was emphasized in specially designed
advertisements that had a strong appeal.

Window displays of elaborate and expensive
character, and changed frequently, also consti-
tute a means of publicity that is not in any sense
overlooked. The various big holidays, such as
Easter, Fourth of July, Labor Day, Thanks-

Do You Throw Money Away?

RENE MFG. CO.

It is not a popular pastime—but still it is
unconsciously done by many who just don't
know that Repair Parts can be bought for less

RENE MADE SPRINGS AND PARTS LAST LONGER
COST LESS

Montvale, N. J.

giving, etc., are always featured in special win-
dow displays, as are local events of timely in-
terest.

A recent window arrangement emphasizing
Victor supremacy is reproduced herewith, to-
gether with a view of the main salesroom of the
store just before the decorators went to work
on the alterations.

The selling plan adopted by the Strand serves

A Typical Strand Window Display

to put the record customer at ease and to stim-
ulate self-service in some measure. Unless other-
wise desired, the customer is given a half-dozen
records or so, some of which have been asked
for particularly, perhaps, and is then escorted

to one of the booths. The customer is then

Distributors
BRISTOL & BARBER, INC.
111 E. 14th St.,, New York City

Grade “D” Cover with No. 3 Straps.

THE C. E. WARD Co.

(Well-Known Lodge Regalia House)
101 William St., New London, Ohio

Also Manufacturers of Rubberlzed Covere
and Dust Covers for the Wareroom

Ward’s Khaki Moving Covers

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 CO.
Salt Lake City, Utah

C. L. MARSHALL CO., INC.
Beckman Bldg., Cleveland, O.
Butler Bldg., Detroit, Mich.
THE REED CO.

237 Fifth Avenue, Pittsburgh, Pa.

C. J. VAN HOUTON & ZOON
140 S. Dearborn St., Chicago, Ill.

SONORA DISTRIBUTING CO. OF TEXAS
) Dallas, Texas

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

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

SACHS & CO.
425 So. Wabash Ave., Chicago

SHERMAN, CLAY & CO.
741 Mission St., San Francisco, Cal.

JOHN A. FUTCH CoO.
35 Auburn Ave., Atlanta, Georgia
1500 South Boulevard, Charlotte, N. C.
630 Washington St., Jacksonville, Fla.

ORTON BROTHERS MUSIC HOUSE
Butte, Mont.

GRAY & DUDLEY CO., Nashville, Tenn.

ASSOCIATED FURNITURE MFRS.
St. Louis, Mo.

W. J. DYER & BRO., St. Paul, Minn

AMERICAN PHONOGRAPH CO.
Burlington, Vt.

JOSEPH BARNETT & CO., Cedar Rapids, la.

invited to trv over the records at leisure. This
plan is found to work better than that of having
a sales person constantly in attendance, as
though anxious to get the customer out of the
store, and has brought results and increased
1ecord sales. Of course, the point is made of
getting the name and address of each visitor so
that the name can be put on the record pros-
pect list regardless of the make of machine
owned by the customer.

SCOTTI VISITS PHONOGRAPH SHOP

San Francisco Dealer Secures Visit From Noted
Tenor During His Appearance There

Sax Franxcisco, Car.,, November 3.—During the
appearance here of Antonio Scotti in grand
opera the Phonograph Shop, Victor dealer, at
109 Stockton street, secured the presence of
this distinguished artist at the store, where he
spent an hour with the sales force, telling them
about his records and his work. The Phono-
graph Shop made good use of this fact by an-
uouncing in excellent advertisements that its
sales force was ready to inform the public as
to Signor Scotti’s choice of recordings and as-
sist anyone in the selection of their favorite
records. James L. Loder, manager of the shop,
found this a very fine bit of publicity and said
that the sale of Red Seal records was greatly
stimulated by it.

NEW ARTO RECORD DISTRIBUTORS

The Fulton Talking Machine Co., 253 Third
avenue, New York, was recently appointed dis-
tributor of Arto records and Arto music rolls.
The company has forwarded to the trade an an-
nouncement of a specially arranged sales plan,
which has already brought numerous responses.
I1: addition to kandling the above product man-
ufactured by the Arto Co., Inc., and the Stand-
ard Roll Music Co., of Orange, N. J., the Ful-
ton Talking Machine Co. also carries a com-
plete line of motors, tone arms, needles and
accessories, as well as several models of talk-
ing machines.

Any method of telling people the advantages
of your store is advertising. The method that
tells the most people, most effectively, at the
least price is the best advertising.

ROTTEN STONE

We are the only miners and manu-
facturers in this country of Rotten
Stone for use in Phonograph Record
making. Our 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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GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, President

25 West 45th Street - = New York
FACTORIES:— NEWARK, N. J. ELYRIA, O.
4 PUTNAM, CONN. SPRINGFIELD, MASS. KITCHENER, ONT. \
CHICAGO TORONTO LONDON, ENG.

SATISFACTION

Our Silent Salesman

1921 Meisselbach Models |

NOW READY

MEISSELBACH MOTOR NO. 16 A

The Last Word in MOTOR Perfection

QUALITY  Our Slogan
SERVICE-—Our Watchword

OTTO HEINEMAN, President
25 West 45th Street - " New York

FACTORIES:— NEWARK, N. J. ELYRIA, O.
PUTNAM, CONN. SPRINGFIELD, MASS. KITCHENER, ONT.

CHICAGO TORONTO LONDON. ENG.

GENERAL PHONOGRAPH CORPORATION §§“ NQZ%/
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DONALD HANNA’S IMPORTANT POST

Popular Salesman Now Covering Virginia and
West Virginia for Philadelphia Show Case
Co., Selling This Company’s Line

Donald Hanna, who for five years was con-
nected with the Sonora Phonograph Co., Inc.,
is now covering the States of Virginia and West
Virginia for the Philadelphia Show Case Co.,
which is a division of the Smith, Kline & French
Co. After being with Sonora for several years,
Mr. Hanna served with the A. E. F. in France

)

. Donald Hanna

and on his return represented the Hillman
Phonograph Co., of Wheeling, W. Va.

The Philadelphia Show Case Co. now repre-
scnts Sonora in Virginia and West Virginia and
i his new position Mr. Hanna will have the
advantages of a thorough familiarity with the
territory and a personal acquaintance with the
men who sell Sonoras in these States. Besides
handling Sonoras, he sells Okeh records and
Melodee music rolls. Mr, Hanna will have the
backing and co-operation of an extremely ef-
ficient jobbing organization which can be relied
on to give exceptionally satisfactory service to
dealers in the territory covered.

Lester D. Leverich, advertising manager of
the Columbia Co., returned recently from a visit
to the Toronto branch of the company, where
he conferred with A. E. Landon, Canadian
branch manager, regarding publicity plans for
the coming vear.

The Victor
product is likethe
Rock of Gibral-
tar. It 1s para-
mount to-day,
and will always
remain So.

BRUNO

The Way to
Make a

Profit

in the talking machine
business is to get a ma-
chine that is absolutely re-
liable from a mechanical
standpoint, with a sweet,
full tone, and encased in
a rich, substantial cabinet
—and get it at the right
price.

The Harponola, with its
alluring golden spruce

horn, provides exactly -

what we mention above.

Such a machine will turn
you a good profit if you
display and demonstrate
it to a percentage of your
trade daily.

There is nothing intricate
about the proposition. It
is a matter of straight
commonsense.

THE HARPONOLA CO.
101 MERCELINA PARK
CELINA, OHIO
EDMUND BRANDTS, President
A limited amount of jobbing territory
now open. Get our combination prop-

osition on Harponolas and OkeH
Records. ,

PHONOGRAP
with the

s

Ae
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INTERMOUNTAIN VICTOR DEALERS FORM AN ASSOCIATION

Recent Gathering in Salt Lake City Attended by Dealers From Utah, Idaho, Colorado and Else-
where—Association Elects Alvin Beesley President—]. Elliott Clark Co. Entertains Assemblage

SaLt Laxke Crty, Utan, November 1.—All who
attended the convention of Intermountain Vic-
tor dealers last month at the Hotel Utah, this
city, are enthusiastic over its success. It was
one of the liveliest and most interesting conven-
tions ever held here. Dealers from Utah, Idaho,
Colorado and other Intermountain States were
present. From the early opening hour until
the wee ,hours of the morning after there was
a continuous round of education and pleasure.
Splendid talks were given by prominent figures
on the variQus phases of the Victor business.
Following the morning session a proposal from
one of the dealers was made that the gathering
be made an annual affair and that an association
of all Intermountain dealers be formed. This
suggestion met with the hearty approval of all
present, with the result that a committee was
named to nominate officers and draw up by-laws
for the organization. The meeting adjourned for
luncheon as guests of John Elliott Clark.

The afternoon session opened with a report
from the nominating committee who named as
officers the following: President, Alvin Beesley,
Beesley Music Co., Salt Lake City; vice-presi-
dent, H. W. Vorbeck, Grand Junction, Colo.;
treasurer, Thomas J. Holland, Glen Bros.-
Roberts Piano Co., Ogden, Utah; secretary,
Fred A. Bain, John Elliott Clark Co., Salt Lake
City. Executive committee: C. B. Sampson,
Sampson Music Co., Boise, Idaho; R. K. Logan,
Logan Music Co., Twin Falls, Idaho. All mem-
bers were in accord with the selection of names
and accepted them as officers for the first year
of the organization.

Following this election the program was con-
tinued. Very interesting talks were given by
Francis W. Kirkham, director of vocational edu-
cation, State of Utah, and Eugene Giles, vice-
president of the National Copper Bank, Salt
Lake City, and others. During the afternoon
business session the ladies were entertained at a
theatre party.

In the evening the entire assemblage was the
guest of the John Elliott Clark Co., Victor
wholesalers, at a banquet and dance on the Hotel
i mes

The
G.& B. REPRODUCER

WORLD'S FINEST REPRODUCER

=

MM

WILL FIT
28 M.M.
THUB .

Sendl for quantity price
GEIER & BLUHM

ESTABLISHED 1906
Manufacturers of Scientific and Mechanical

SAMPLE $1.25
Nickel-plated

Instruments
Die Casting and Plating
= TROY, NEW YORK =
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Utah roof. Gilbert N. Swett, traveling repre-
sentative of the Victor Talking Machine Co.,
the specaker of the evening, gave an interesting
talk on the Victor business of the past and
future.

Decalers were strong in their praise of the fine
entertainment provided and are all looking for-
ward to the 192] session.

The subjects discussed and the speakers as-
signed during the various sessions were as fol-
lows:

“Better Music for the Home”—L. R. Taylor,
Provo; Alvin Beesley, Salt Lake.

“Increasing Record Sales in Spite of Short-
age”—T. J. Holland, Ogden; Fred A. Bain, Salt
Lake.

“Repair Demonstration,” Fred A. Bain, John
Elliott Clark Co.

“Advertising”—Albert Skankey, Salt Lake.

“Clinching the Sale”—Albert Kirk, John
Elliott Clark Co.
“Merchandising From the Jobbers’ Staud-

point”’—John Elliott Clark.

“Stock Keeping and Ordering”—C. R. Pike,
Salt Lake; T. J. Holland, Ogden; R. K. Logan,
Twin Fails.

“The Victrola in the Schools”—Francis W.
Kirkham, director vocational education, State of
Utah; Ellis Johnson, Manti; Beth Erickson.

“Accounting”—Lincoln J. Kelly, Salt Lake
City. '

“Canvassing”—C. L. Nielson, John Elliott
Clark Co.

K‘A
FOR 'YouRI

PHONOGRAPH

Made in Our
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
f_amous watch oil receives. All gums and impurn-
ties are removed, leaving it

Colorless, Odorless and Stainless.

Housekeepers say they would not be without
Nyoil because 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 because it
prevents rust.

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

WILLIAM F. NYE, New Bedford, Mass., U.S.A

“Factory and Jobbers’ Sales Classes”—L,. R.
Faylor, Provo; Fred A. Bain, John Elliott Clark
Co.

“The Financial Situation”—Eugene Giles,
vice-president National Copper Bank, Salt Lake
City.

“From the Factory Standpoint”—Gilbert N.
Swett, traveling representative Victor Co.

NEW SERVICE CATALOG FOR DEALERS

Ross P. Curtice Co. Issues a Unique and Most
Convenient Volume for Use of Retail Trade
in the Ordering of Various Accessories

A service catalog of distinctly unique char-
acter intended for the use of Victor dealers
has just been compiled and issued by the Ross
P. Curtice Co., Victor wholesalers, Omaha, Neb.
The new volume of twenty-eight pages is com-
pletely flled with illustrations and descriptive
matter relative to the various accessories which
the Victor dealer has occasion to order from
time to time, these accessories including out-
door signs, various forms of display material,
Unico store cquipment, record racks, needle

cutters, materials for window displays, pennants,

various books issued in connection with Vie-
tor records, such as ‘“Music Appreciation for
Children” and “The Victrola Book of the
Opera,” photographs of famous Victor artists,
record cabinets and repair parts. Each of the
many items listed in the book is carefully num-
bered, and there is provided for the use of the
dealer a special form of order sheet.

The new catalog represents a distinct advance
in the matter of dealer service and gives the
retailer a complete and convenient list of the
things he is likely to need in his business. Every
item is price marked, and a fixed discount is an-
nounced in order that the dealer may know just
what he is ordering and how much- it will ac-
tually cost him.

N
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“Sweet

Here she is again—Marion Harris—in two ‘“blue”
songs, both of ditferent color, melody, and tone,
Mamma (Papa’s Getting Mad)” and I
Told You So.” Order while the ordering’s good.

Columbia Graphophone Co.

NEW YORK

FOUR NOTED SINGERS NOW EXCLUSIVE VICTOR ARTISTS

Albert Campbell, Henry Burr, John Meyer and Frank Croxton Signed Up by Victor Co.—Have
Had Tremendous Success in All Parts of the Country in Recital and Concert Work

Of great interest to all Victor dealers and
Victor record enthusiasts 1s the announcement
made by the Victor Talking Machine Co. that
the popular record artists, Albert Campbell,

singing as the Sterling Trio, the American
(Quartet and the Peerless Quartet. Few artists
have become so universally recognized and ac-
claimed during the past year as these talented

a part of the organization of eight Victor artists
who have appeared in concerts in many cities
these entertainers have gained a following which
any artist could well be proud of. Campbell,
Burr and John Meyer combine their efforts in
the Sterling Trio, and when Frank Croxton is
added the company becomes the Peerless Quar-
tet. Both together and as individual singers
these artists rank among the best and their rec-

) o}
Albert Campbell

Henry Burr, John Meyer and Frank Croxton,

will, after November 1, be exclusive Victor

artists. These singers have scored a tremen-

dous success through their records and in per-

son in almost every large city in the country,

=

Henry Burr

singers and the securing of their exclusive serv-
ices for a period of years by the Victor Co.
insured the high quality of the popular record
catalog of the company.

During their trips throughout the country as

John H. Meyer
ords are to be found in practically every pri-
vate record collection.

The securing of these four artists as exclu-
sive Victor record makers follows the signing
up of Billy Murray last Spring.

Frank Croxton

DEMAND FOR NEEDLES GROWS APACE

Axsonia, Coxn, November 5—Duo-Tone Co,
Inc., of this city, sole manufacturer of De Luxe
needles, reports that the demand for this semi-
vermanent needle has reached very large propor-
tions and continues with unabated zeal. The
De Luxe semi-permanent needle has now been

on the market several years and is now sold in
every State in the country. J. H. Bartholomew,
secretary and general manager of the company,
in speaking of the success with which this needle
has met, stated that it could probably best be
attributed to the careful maintenance of the
quality of the needle at all times. Although
1 the past the scarcity of material made this

task difficult Mr. Bartholomew reports that all
obstacles have been overcome and the quality
of the needle has been kept uniformly high

Rommele Bros., Richmond Hill, N. Y., opened
a Victor store in that section on October 30
and have installed a very complete line of ma-

New!

Does not crush the shell.

Manufactured by

New!
APEX Fibre Needle Cutter

Cuts with the grain to the point.
Makes the use of fibre needles as cheap as steel.
No variation in angle or size of cut.

Small Size—Simple Construction
For sale through jobbers and dealers.
Retail Price $1.50

New!

# slice so thin
2 that 30 chips

can be made
® and 3¢ records

W. H. WADE N Michigan Avenue AHR

chines and recordg
N eW.

Patents Pending.
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What We Will Do for YOU

Our product is one of the highest quality. It carries exclusive patented features
that create sales. We offer extremely liberal profits and prompt shipments. A per-
manent connection with an organization of long experience equipped with a department

of dealer helps. And—‘‘the Regina will play any record better than you have ever heard
it played before.”

EIGHT MODELS
$40.00 TO $350.00

4

P g
4
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READ OUR OFFER AND
FILL COUPON BELOW

The Regina is equipped with a new unique type Perfect 1one Expressz'on
of reproducer of velvety superfine tone. So clear—so
rich, in fact it is Nature’s Tone in phonographs. The
central position of the reproducer prevents wear and
friction on all records. Plays all disc records without
any special attachments whatsoever.

PLAYS ALL RECORDS IN
& CENTRAL POSITION

The Ball-bearing Tone Arm moves readily across o
the record with almost no friction, thus increasing
the life of the record. '

Manufacturers of Musical Instruments for Over a Quarter of a Century

TO RESPONSIBLE DEALERS—we will ship a sample Regina Phonograph /

/
on ten days’ trial for demonstration and approval. Freight charges to be paid //
by consignee. //

Use coupon below, marking (x) if you want a sample machine or catalog ///40&
c & &
and prices. // &
/S M, &
/ bs'o o¢°\odo
VAR A
/7 Ay P
/ A & <> a
THE // .\u "ooeéo o
‘ /O
/ .\;Y' X‘o¢ 000 . i .
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° (4 < . ‘_or,' .
47 W. 34th St., New York :: 209 S. State St., Chicago ,~ ¢ @@Q\ &
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i Familiar Trade-Marks
—and Others

ECAUSE an article bears a trade-mark 1t 1s by no means evidence
that that article has earned a reputation or possesses .real
merit.

There are a number of none too scrupulous manufacturers and agents who
are aware that the public has been educated to place added value on articles
because trade-marked and are plymg their trade with base 1nfrmgements
and 1imitations bearmg ‘flowery  and hlgh-soundmg names. All this is
detrimental to the interests of the legltlmate dealer and purchaser. and, like
the H. C. of L., it ““hits’ most everybody. Fortunately. the laws of
supply and demand will sooner or later relegate this element into oblivion—
a place well suited to the kind—while the article or instrument of proven
merit continues triumphant on its successful course.

In America. in Europe. in Africa, in fact, the world over, the public
recognizes the value and general superiority of an instrument orany merchan-
dise bearing a familiar trade-mark—the sight of a well-known trade-
mark bringing a positive assurance of quality.

From the very inception of the industry. this world-famous trade-mark

his always stood for supren: qnality and has designated the products of the
Victor Talking Machine Company. and, so.through its use, all peoples have
come to know of and identify the greatest and mightiest musical instrument
of all time—the Victrola.

The Victor trade-mark—a symbol of stability. {ntegrity and sterling value
—is to be found on all Victor products. Look for it ““under the lid” or
“on the label”, and pass the word along.

C. BRUNO & SON, Inc.
351-353 Fourth Avenue New York

Victor Distributors to the Dealer Only
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OKEH THANKSGIVING DISPLAY

Holiday Theme Well Illustrated in Special Ma-
terial for Okeh Dealers—Mamie Smith and
Her Jazz Hounds Featured in Display

To stimulate Thanksgiving holiday trade
Okeh record dealers are receiving from the Gen-
eral Phonograph Corp. a window display
created by Einson Litho, Inc; New York, which
is unusually effective both in design and color
effects. The large center panel features a giant

E. R. JOHNSON BACK FROM ENGLAND

President of Victor Co. Gives Further Details
of Acquisition of Gramophone Co.’s Interests

The New York daily newspapers are now giv-
ing publicity to the taking over by the Victor
Co. of half of the interests of the Gramophone
Co., of London. The first announcement was
made at the jobbers’ convention at Atlantic
City in July and appeared-in the report of this

nieeting published in The Talking Machine
- World. Eldridge R.

- N

Attractive ke Thanksgiving Display Windo

Okeh record with an immense cornucopia from
whose miouth issues a riotous crowd of revelers
dancing, singing, playing—all led by a proud,
ligh-stepping, multi-colored turkey. In addi-
tion to the centerpiece there are five other units,
one of which prominently features the Okeh star,
Mamie Smith, colored queen of syncopation, and
her jazz hounds. Okeh dealers are finding this
series of window displays excellent trade
bringers and the General Phonograph Corp. is
now considering the extension of this valuable
service to all Okeh record dealers.

*“Was your daughter’s musical education a
profitable venture?” asked Smith.

“Rather!’ said Brown. “I bought the houses
on either side of us at half value.”-—Pearson’s.

Johnson, president,
and Walter ]J.
Staats, secretary of
the Victor Co.,
have been appoint-
ed directors of the
British concern.

who has recently
returned from Eng-
land, said that the
Gramophone Co.’s
plant in  Russia,
which was origin-
ally located in Riga,
when the Ger-
mans entered that
city, was moved
to Moscow, where,
he said, the Bol-
sheviki confiscated
the property,
moneys and wares,
valued at more than
== == $3,000,000. T he
Hanover, Germany,
plant during the war was transformed into a
munition plant, but has resumed its former
activities. All of the company’s plants in
Europe are again operating, Mr. Johnson said.

THE BRUNSWICK IN ARIZONA

Los AnceLES, CaL., November 2—Dan Voorhees,
special Brunswick representative from the Los
Angeles branch, has just returned from a trip
through Arizona. He reports that the sale of
Rruuswick phonographs and records is excellent,
mentioning, among others, the Cass Redewill
Co., of Phoenix; Phillips Reed Drug Co., No-
gales; United Drug & Music Co., Globe; Jerome
Drug Co., Jerome; M. A. Andrews, Yuma, and
the Needles Drug & Jewelry Co., Needles, Cal

CUT YOUR

COST IN
HALF

H.
PAPER

108 Worth Street
Franklin 2049

NEULOPES

IN PLACE OF
RECORD DELIVERY BAGS

THERE'’S A SAVING

G.NEU & CO.

TWINE
ENVELOPES

"New York

Mr. Johnson,

BLANDIN

S pianos and violins
vary in tone ability,
so do phonographs. The
reproducing ability of
the Blandin Phonograph
is controlled by its sound
chambers. You will un-
derstand why 1t is ad-
vancing to a leadership
when you hear a piano,
violin or voice repro-
duced on this instru-
ment.

Racine Phonograph Co., Inc.
RACINE, WISCONSIN.

A WIRELESS TELEPHONE CALL

Los ANGeLes, CAL., November 2.—The Music
Trades Association enjoyed a new experience
recently. W. H. Richardson, president of Rich-
ardson’s, Inc., called up Secretary Farquhar-
son on the wireless telephone from Catalina
Island. The conversation was as plain and dis-
tinct as if the speakers were connected by wires
inn the same building instead of across the ocean,
thirty miles relayed on the wire. Mr. Richard-
son, accompanied by Reginald Barker, famous
Goldwyn Studio director, had crossed to Cata-
lina for a few days for fishing and recreation,
stopping at the St. Catherine Hotel.

It pays to try a little harder. As a rule men
use only a small part of tlie powers they actually
possess.
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ATTITUDE OF VICTOR CO. TOWARD PERIOD VICTROLAS

In “Voice of the Victor” the Company Sets Forth the Reasons for Adhering to Certain Forms in
the Designing of the Cabinets for the New Period Victrolas

The attitude of the Victor Co. towards the
development of the period Victrolas, which has
been accepted as a guide in the adaptation of au-
thentic period motifs to special Victrola cabinets,
is thus set forth interestingly in the leading
article in the October “Voice of the Victor”:

Period furniture is probably classified in the
mind of the average man along with Japanese
prints, vintage wines, or any of the other things
for which-he doesn’t expect to have any consid-
erable use—but people with leisure, taste and
mnoney to spend on home designing find them-
selves compelled to take period furniture into
account just as the music student finds that he
can’t get very far in music without bumping
up against Beethoven, Bach and Mozart.

It is rather interesting to note that for the
most part when we think or speak of period
furniture it is the handicraft of the eighteenth
century that we have in mind. Truly enough
earlier centuries had contributed interesting and
valuable designs, but perhaps because our mode
of life and our mental attitudes have so changed
we seldom go back further than the Renaissance
for our examples. The eighteenth century pro-
duced a considerable number of master crafts-
men who did for domestic architecture what
the master composers did for music—they estab-
lished certain fundamental forms.

“There were no Victrolas in Chippendale’s
time, but what we have done is to build Vic-
trolas as we conceive Chippendale or Sheraton
would have built them,” is the way Eldridge R.
Johnson himself has stated the case. Of one
thing we may all be very sure and that is that
they would have built them primarily as the
musical instruments they are, and not as cup-
boards, chests or tables—which they are not.

\Why does a Victrola take the particular form

hich has now become so familiar to so many
people? The Victrola that is built with no other
consideration than that of producing the best

strument within the bounds of commercial

)ssibility? Is it accident? Assuredly not.
Design, thcn! Not quite—it is due to evolution.

form of any Victrola has a very definite
inde integral relationship to its own par-
lar needs, to the particular function it wvas
signed to perform. Would you expect a violin
had been vitally changed in appearance to
be still the same instrument, still perform its de-
signed functions, with the same excellence? No.
You feel morally certain that the violin in its
own characteristic form was developcd, not to
please the eye, not to cater to the dweller in
cramped quarters, not as a matter of fact to
cater to anyone, but for the single purpose of
producing the best quality of tone available and
the greatest accuracy of pitch.

1f the Victrola nceded more amplifying sur-

face or surfaces of an entirely different shape,

we should assuredly use them. If a better re-
sult could be secured by using less then that is
what we should do, and there would in either
case be a resulting change in the dimensions.
Why? Because it would look better—because
it would fit better between the fireplace and
the door? Not at all—but primarily, or indeed,
wholly because it would do better work. To
straddle is to compromise, and it necessarily is
something less than the best. Give the com-
promise idea the benefit of the doubt. Consider
it in what is one of the most acceptable forms
—it is still something less than the best. Take,
for instance, a combination pool and billiard
table. Would anyone choose such a table for
a tournament—of either billiards or pool? It is
perfectly true that on such a table one may play
pool or one may play billiards—that is, pretty
good pool or pretty good billiards, but neither
with the greatest possible degree of satisfaction.

There is no more justification for making a
Victrola in the form of a medieval buffet than
tliere is for making a violin in the form of a
hatrack. The Victrola is not a commercial
liope—it is the development of a quarter century,

and every step on the way has been taken with
whole-hearted sincerity, an honesty of thought
and action that is the one sure foundation for
all human effortt We know that a given
diameter of diaphragm requires a given amount
of amplifying space, elastic in part of its jour-
ney, rigid in others—that a given progression
of taper in a tone-arm or in a floating horn
gives precisely this, that or the other form of
reaction. We know that in order to reflect, to
give back the tones given to it, there must -be
a motor which shall give not merely a circular
motion but a circular motion with a predeter-
mined application of power. We know, in
short, that the best possible reproduction can-
not be secured haphazard, but that it is the
result of a most delicate co-ordination of many
factors, to which co-ordination all other con-
siderations must be sacrificed and in which there
is assuredly no room for extraneous purposes.
Given these things, and the need, or, perhaps
it would be better to say, the desirability, of
space for the storing of records—the Victrola
must necessarily have certain dimensions, and
having certain dimensions it must necessarily
take a certain form. Those dimensions, that
form were determined—by what? By the func-
tion it was supposed to perform, and that, we
believe, is the one first principle in all art and in
all craftsmanship that is worthy of the name.

CABINET

WE CAN
SHIP
IMMEDIATELY
LARGE
or
SMALL
QUANTITIES

For Descriptive Matter Address

FUEHR & STEMMER PIANO CO., 2701 So. Wells St., Chicago

WITH OR WITHOUT
EQUIPMENT

These High Grade
Cabinets, made in
Mahogany,Walnut
and Oak, built up
to the standard for
which our product
is noted
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The Standard by Which All
Phonograph Motors are Judged and Valued

REG. U. S. PAT. OFF.

The Acknowledgment
of Sphinx Superiority

The basic principles of the Sphinx are so manifestly in accord with accepted
engineering principles; its construction is so simple, sturdy and enduring; its
performance under the severest tests so extraordinary in efficiency and uni
formity, that, upon first demonstration, its superiority is freely acknowledged
by phonograph manufacturers, distributors, dealers and ‘purchasers. Such
unanimity of approval and indorsement is unique in the history of the phono-
graph. :

Investigate the Sphinx NOW ; prompt deliveries are assured.

SPHINX GRAMOPHONE MOTORS, Inc.
S12 Fifth Avenue -:- -:- -:e -:- New York
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MAGNAVOX MEETING WITH SUCCESS

Sound Amplifier Being Used by Dealers Every-
where—May Be Adapted to Many Uses

3

The Magnavox Co. of Oakland, Cal., manu-
facturer of the Magnavox, an extraordinary
sound amplifying device, is meeting with excep-
tional success. The device has been used fre-
quently by public speakers, but the talking ma-
chine dealers throughout the country are evinc-
ing the keenest interest in the possibilities of
the Magnavox in their business.

In fact the most popular use of the Magnavox
has been in connection with the talking machine.
A simple and efficient set of instruments has
been devised which can be readily attached to
any talking machine, and by the simple turn of
a switch reproduce a band record of a volume
equal to that of the band which made the record.

The equipment used for the amplification of
talking machine music has been termed the
“Magnavox Music and Voice Telemegafone,
type MV-1.” It consists of a special tone arm
adaptable to any talking machine, together with
a sound box, a control box used to control the
power and regulate the volume, and the Tele-
megafone with its horn which reproduces the
amplified sound. The nature of the equipment
is electrical, exceedingly small power is required
to operate the set, and it is standardized to be
used with a six-volt storage or automobile bat-
tery. A battery of average size will play 450
twelve-inch records before it needs recharging.

The places where an enlarged volume of
phonograph music can be used are many. The
utility of the Magnavox in amusement parks,
Summer resorts, hotels, clubs, schools and pub-
lic institutions of all kinds has been demon-
strated already. Dancing in private homes and
in halls of any size becomes immediately prac-
ticable with a Magnavox Telemegafone.

Many music dealers use the MV-1 equipment
to demonstrate the phonograph records to
people in the street and reports received indicate
that this unusual device is responsible for a
great increase in the sale of records.

The Booth Felt Company, Inc.

Mechanical Felt Products

“Turntable Felts

Needle Rest Felts

BROOKLYN, N. Y.
463-473 Nineteenth Street

FACTORIES

Motor Felt Washers

Motor Brake Felts

Cabinet Strip Felt

We carry a large stock of well assorted merchandise
which insures prompt deliveries.

If interested in Velour or Velveteen Discs
we can supply them.

i

CHICAGO, ILL.
732 Sherman Street

A construction engineer for a Western power
compauy writes enthusiastically that with the
Magnavox attachment the men can hear the
music all over the camp and that this serves to

‘relieve the monotony of camp life.

A proprietor of a Summer resort uses the
Magnavox in place of a band and people living
over a mile from the resort say that the music
can be heard clearly and distinctly.

I. Montagnes & Co., Sonora distributors in
Canada, introduced the Magnavox in the Do-
minion recently. The Magnavox equipment was

Coin-Operated Electric Phonographs
Earn Big Profits

Thousands of public
places, amusement halls,

etc.,
machines.

Territory 1s now being
assigned to progressive
dealers and operators.

Electric Phonograph Co.,Kalamazoo, Mich.

need coin-operated

Are you able to
fill this demand?

placed in the speakers’ stand and enabled Sir
Auckland Geddes, British Ambassador to the
United States, to speak to an enormous crowd
at the opening of the Toronto exhibition of
1920.

A New York visitor at Toronto relates the
following experience: “I had just come out of
the Government building at the fair and hear-
ing what I thought to be a very excellent quartet
at some distance, apparently near the Graphic
Arts Building, I decided to go over and see who
the singers were. I was much astonished to
discover that the music came from a Magnavox
placed in a bandstand in the center of the
grounds. I had no idea that I was listening to
mechanical music until I saw the instrument.”

SONORA FOR FORD SISTERS

Geo. L. Hirtzel, Sonora dealer of Elizabeth,
N. J., recently sold a Louis XVI De Luxe model
to the Ford Sisters, one of the head-line acts
on the Keith vaudeville circuit. The instrument
was shipped to their home at Forest Hills, L. I.,
and they are planning to use it in creating new
dances for next season’s tour.

The Ford Sisters are nationally prominent as
they have not only attained signal success on
the Keith Circuit, but have also been one of
the headline acts in the Winter Garden in New
York. The sale of the Sonora to these well-
known artists adds another name to the long list
of stars who have purchased Sonora instru-
ments this year.

SHOWS BRUNSWICK IN NORWALK

George P. Ells, prominent Norwalk, Conn.,
hardware dealer and real estate agent, has taken
the agency for Brunswick phonographs and rec-
ords and has started business in room 201 of
the Commercial Building, where his real estate
offices are located. Mr. Ells has received a
large supply of machines and records which he
is demonstrating to local friends. The agency
is for Norwalk and vicinity.

APPOINTED “WARD” DISTRIBUTORS

The C. E. Ward Co., New London, O., manu-
facturers of covers for talking machines, an-
nounced recently that the Knight-Campbell
Music Co., Denver, Colo., has been appointed
distributors for the company’s product. This
concern is one of the best known talking machine
houses in the far West, and will institute an
aggressive campaign in behalf of these covers.
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A 4 Company Guarantee--

To Dealers In Phonograph RECORDS and MUSIC ROLLS:

The STANDARD PRESS, Inc.

To any dealer becoming a stockholder in the ARTo Co., the newest and most promising member of the
ARTo-Standard Industries, we guarantee to do any kind of commercial printing at a specially low price. Such
printing as pertains exclusively to either ARTo Phonograph RECORDS or MUSIC ROLLS we will do* entirely
FREE OF CHARGE, the dealer simply paying the wholesale price of the paper. Ask for further details.

STANDARD PAPER BOX ® TUBE CO.

For any dealer owning 5 or more shares of stock in the ARTo Co. we will make paper boxes, paper tubes,
record envelopes and paper specialties of any kind at a specially low price. If same pertains exclusively to ARTo

RECORDS and MUSIC ROLLS we will supply same at the exact cost to us.

STANDARD MUSIC ROLL CO.

We have purchased $140,000. of the capital stock of The ARTo Co. and already it has proved to be the best
investment we have ever made and to those dealers who are old customers of ours and who become partners with
us in the new and great ARTo Co. we guarantee special discounts on and preferential delivery of all types of music
rolls made by us. We also guarantee any contracts made by the ARTo Co. with dealers. In one year the ARTo Co.
has made far greater progress than any other company and we guarantee the accuracy of of its first annual report
recently issued. VWe estimate that every one thousand dollars invested in ARTo stock NOW wiill become worth one
hundred thousand dollars in from 10 to 20 years and in the meantime earn dividends at an increasing rate. This

estimate is based on all of the ARTo dealers and ourselves giving the new enterprise our fullest support.

Ghe ARTo Co.

We guarantee the accuracy of our first annual report recently printed. From the marvelous progress which

we have made in one year we leave dealers and the public to estimate the progress which we will make from now

on with their aid and with the aid of the three successful and strong companies whose guarantees are given above.
Send for Literature

The ARTo Co.

New YorK Office, 1604 Broadway o Factories: Orange, N. J.
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NEW PLANT FOR LYRAPHONE CO.

Record Company Purchases Large Modern
Building in Newark, N. J., and Will Increase
Record Output Many Per Cent

NEewarxk, N. J., November 5.—The Lyraphone Co.
of America, 117 Mechanic street, manufacturer
of the Lyric lateral records, recently closed
negotiations for the purchase of the plant of the
American Piston Ring Co., this city, the building
taking in a square block with executive offices
cn South Eleventh and Woodland avenue.

The building is most modern in construction,
and will lend itself admirably for record manu-
facturing purposes. The Lyraphone Co., which
some time ago purchased additional equipment,
is already installing it in the new plant. After
production in the company’s new home is well
under way, the entire mechanical equipment will
be moved to the new quarters. The South
Fleventh and Woodland avenue building is most
centrally located, and has the shipping facilities
which will aid the company in caring promptly
tor jobbers’ and dealers’ wants.

CABINETS

Highest Grade

Moderate Prices
Immediate Deliveries

46 in. high
194 in. wide
21% in. deep

One of Qur Popular Models

Send us your specifications
today. Wecan fill promptly
orders for Genuine Mahog-

any, Quartered Oak and

American Walnut Cabinets.

We use only five ply se-
lected wood. Eight models
in the line. The finest
cabinets at moderate prices.

The Celina Specialty Co.

CELINA, OHIO

With the acquisition of this new floor space
in addition to the rccent purchase of a Canadian
plant, the Lyraphone Co. of America announces
an increase of over 500 per cent in its record
production. The company during the last sev-
eral months has made a specialty of getting out
the lafcst song and instrumental hits at the
quickest possible moment after their release, and
in quamtity lots. This in addition to its stand-
ard and foreign record catalog placed the com-
pany in a position whereby it became necessary
to greatly increase production.

The Lyraphone Co. has arranged with the
Hanscn Advertising Agency of this city to carry
on a national advertising campaign, which is to
be supplemented by local advertising in both
jobber and dealer territory. A large sum has
already been appropriated for this purposc. The

initial efforts in this direction have been car-

cards placed in conspicuous positions in New
England territory and in addition to the adver-
tising as outlined above, much material in the
way of sales helps for dealers has already been
arranged.

SCHOOL CHILDREN HEAR RECORDS

Newark High School Pupils Visit Talking Ma-
chine Store to Study Record Music

NEewarxk, N. J., November 5.—As a mcans of fos-
tcring the use of records in education, the class
in musical appreciation in the South Side High
School hcre attended a record demonstration at
the Landay store, under the direction of Bran-
son De Cou, manager. For an hour the in-
structor played records and explained each and
its rclation to the general subject. The demon-
stration was received with so much enthusiasin
by the pupils that it is planned to hold other
lessons each week.

VISITS TRADE IN PENNSYLVANIA

J. Harris, secretary of C. Bruno & Son, Inc,
Victor wholesalers, New York City, recently
visited . the Victor factory at Camden. From
there Mr. Harris went to Stroudsburg, Pa,
where he met E. G. Evans of the Bruno sales
staff, who had motored down from New York.
Mr. Harris and Mr. Evans called upon the Vic-
tor dealers in Wilkes-Barre, Hazleton and sur-
rounding territory. They returned with a pleas-
ing report of conditions in that territory. The
vacation of the anthracite miners is over and
the dealers are optimistic to a very high degree
and expect a record holiday business.

RECORD OF “WHISPERING” A HIT

Los ANGELEs, CaL.,, November 2.—Dan Voorhees
is much elated over the success in the sale of
the records of ‘“Whispering,” a selection which
originated here and was written and composed
by an Angeleno. Phonograph companies were
all urged some months ago to record this selec-
tion, but it takes some little time to persuade
the East that good things sometimes originate
in places removed from “Little Old New

. York, ‘Thousands. of the “Whispering” rec-

ord have already been sold here, as elsewhere,
and thousands more will be sold. The honor of
“first out” goes to the Emerson Co. and its
dealers were correspondingly elated.

OPENS AGENCY FOR COLUMBIA

Mrt. VErRNON, WaAsH., November 2—A new music
store has been opened in the Pay Streak block
with a complete line of Columbia Grafonolas
and records. The office rooms have been com-
pletely renovated and repapered. The store is
owned by F. J. Mills, of Sedro-Woolley, and
will be under the direction of F. J. Murphy, as-
sisted by Miss Hedvig Hammer.

A CASE IN POINT

How much better you like the railroad whose
officials are uniformly courteous and obliging
without expecting constant tips! Just so the
women feel rcgarding stores.

ARTo RECORDS

ARTo WORD ROLLS

Into the Home—
ARTo Music Rolls bring JOY
ARTo Phonograph Records bring

AMUSEMENT
ARTo Profit-Sharing Certificates
bring PROSPERITY

ARTo mis2".. RECORDS

THE LATEST SONG AND DANCE HITS
for DECEMBER, 1920

VOCAL RECORDS

Feather Your Nest. (Johnson-Brockman-Iendis)
Tenor Solo, Orch. uccomp..... ..... Arthur Hall { g526
Broadway Rose. (West-Fried -Spencer) Tenor
Solo, Orch. accomp................. James Price
Old Pal, Why Don’t You Answer Me? (Lewis-
Young-Jerome} Tenor Solo, Orch. accomp.,
Charles Harrison
All sShe’d Say was Umh-Hum, }9027
7]

A (MacEmery-
! King-Zany)

Baritone Solo, Orch., accomp.,
Ernest Hare
(A. Wilson-I. Bibo) Tenor

Profiteering Blues.
<«.Solo, Orch. accomp............... Billy Murray}g028

Hiawatha's Melody of Love. (G. IL Meyer)
Duet, Orch. accomp.Charles Hart and Elliott Shaw

DANCE RECORDS

Grieving for You. Fox-trot. (J. Gold)

) Moulin Rouge Orchestra
Bring Back My Love Dreams. Fox-trot. (J. }9024

Grandei}............. Selvin’s Novelty Orchestra
The Japanese Sandman. Fox-trot (R A
Whiting) ........... <..ARTo Dance Orchestra| ggo5
Darling. Fox-trot. {C. Schonberg)
Selvin’s ‘Novelty Orchestra

La Veeda. ‘Castillian fox-trot (C. Alden)
A ARTo Dance Orchestra| gp29
Railroad Blues.

Fox-trot. (C. L. Roberts)

ARTo Dance Orchestra

STANDARD INSTRUMENTAL
AND VOCAL RECORDS

Adeste Fidelis.
Henry Burr and Peerless Quartet

Soprano Sole, Oreh, accomp.,
Mme. Del Sarto

Cliristmas Hynmn, .
Agnes Dei. }3050

Sweetest Story Ever Told, The. (R. M, Stults)
Sorfano Solo, Oreh, accomp....Louise Patterson | 3009
Beautiful Isle of Somewhere. (J. 13. Ponunds-

J. 8. Fearis) Tenor Solo......... Henry Burr
Little Grey Home in the West. (II. Lohr)

Soprano Solo, Orch. accomp........ Ida Height [ 3047
In the Gloaming. (A. F. Harrison) Soprano

Solo. Oreh. acromp.......... Louise Patterson
Souvenir. (F. Drdle) Violin Selo, Piano

EGREI b 0001 % 4600 000000000000000 .Vera Barstow | 3048
Berceuse. From  “‘Joeelyn.” (B Godard)

WAGINE S0 T 5. 7 1550008000 400000 Vera Barstow

Officer of the Day (R. B. Hall)..Arto Military Band}
3049

Sunny South. Medley of Plantation Songs. (J.
B. Lampe} ................ Arto  Military RBand

_Ask for the Complete Catalog of ARTo
Records

THE ARTo CO.

Factories: Orange, N. J.
New York Office: 1604 Broadway
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ISSUE OF NOVEMBER 13th

will appear this full-page Emerson advertisement
—the fourth in a series of national announcements
on the new line of Emerson Phonographs, and the
round Emerson Music Master Horn.

The analogy between musical instruments and the
Emerson Music Master Horn will appeal strongly
to people’s common sense.

p>(J

Ly
&2
HE French horn—round. The trombones,
T(ubas and trumpets—round. Saxophones
and clarinets, Autes and oboes, cuphoniums and
bassoons—all round.

Why ?

Before the Pyramids were reared man was
fashioning musical instruments round—in blind
obedience to a law of acoustics which is as old
as the world iself.

«Sound,” says Naturc*, “travels in spiral
waves, like the waves that spread out in circles
when a pebble is thrown into still water.”

In accordande with this natural law, the
Emerson Music Master Horn is made rownd.
It has no corners for the music to echo in—no
obstructions for it to strike against. Al of the
music must low smoothly and clearly from the
round Emerson Music Master Horn.

Be sure to hear the new Emerson Phonograph.
Enjoy the latest Emerson hits (below) as inter-
preted by the Emerson Music Master Horn.
The music which fows from its full, round
throat of solid spruce is a revelation in tone

quality and tone volume.
10257 . 1
Cuban Moon. For Trot. ooy - v .. + « Al Sar Trao

10245
Tell Me Litde Gypsy—Medley. FozTrox. .Vernoa Trio

1246
Fair One. For Trot .. . . Edfic Kubn's Dance Specialist

10254
Avalon. For Trot....... Plnaton Dance Orchexra

10248
Hold Me. Fox Trot..ooeoen. v 0«0 All Sor Tso

* Principles of Phyncs (Magie) Page 21¢
® Elements of Acoustes (Lees) Pages 10-11

END for the Emerson Joose-kaf catalog which describes in detail

the eight splendid instruments which at present composc the line of
Emeron Phonographs.  Special stren i hid on the roard Emerson
Mugc Master Horn, which has been well called the **sou) * of
the Emerson Phonograph.

D T e e e R S

EMERSON PHONOGRAPH CO., INC.

NEW YORK CHICAGU
206 Fifth Ave, 31§ South Wabmah Are.

-¢bb}b&>}>@}b¢3{>b}{>b}>>ﬁ>¢}b@}b@k>&%§>@%}>p

oo

Mabkers of
Sundard Emerson 10-inch-
Gold Seal Records

merson
‘Phonograph

In the SaturdayEveningPOSt A moment’s thought will bring to mind numerous

examples to prove the soundness of this analogy.
The tom-toms of savage tribes—the horns and trum-
pets of the ancients—the brasses and woodwinds of
the modern symphony orchestra—all are round.

This ad will go far to “sell” the Emerson Phono-
graph to people in your city. You can depend on
the Emerson Music Master Horn to back up all the
complimentary things you choose to say about it.

Novemser 15, 1920
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Seeing is selling nowadays.
thatimpulse to buy. So install a Self-Service
Fixture if you want to see your records

People obey

SWISS MOTOR EXPERTS STUDY OUR FACTORY METHODS

Major Albert Paillard and Edouard ]acqués Co-operate With Sonora Manufacturing Depart-
ments—Tell of Conditions in Europe—Entertain G. E. Brightson and Staff at Dinner

Having delaycd his trip until the large addi-
tions to the phonograph motor plants located
at Yverdon were completed, Major Albert Pail-
lard, of St. Croix, Switzerlaud, who manufac-
tures motors for Sonora. recently arrived in this
country accompanied by his technical expert,
Edouard Jacques.

They are spending some time co-operating
with the Sonora manufacturing departments in
various cities in this country and will make a
study of American factory methods to see if
there are any good new ideas which they can
take back with them. In the course of a chat
Mr. Paillard said that the new motor factory at
Yverdon should soon have a capacity of about
100,000 motors a year and this is exclusive of
the other large plant at St. Croix, which is also
kept busy to capacity supplying the motors
needed by the Sonora phonograph. Both motor
plants are only thirteen miles apart and one
can walk from St. Croix to Yverdon in about
two hours, as this is down hill.

The number of employes at these Swiss plants
will soon go up toward the thousand mark.
Major Paillard, whose family has been in the
musical instrument and musical instrument parts
manufacturing business for a great many years,
has little labor difficulty. As an extraordinary
illustration of this it may be mentioned that
recently one of their employes who had been
with them for a great many years died. The
six pall bcarers were employes of the plant and
these six men had been in the cmploy of the
Paillard Works for 252 years. There are twelve
men in the plant who have been with the com-
pany for more than forty years.

“Business in some lines is not up to normal,”
said Major Paillard. “The watch business is
rot very good. Owing to the drop in value of
foreign exchange many markets are closed to

Swiss products. Russia was once a big buyer
of Swiss watches but there is nothing doing
there now. The embroidery industry was at a

standstill during the war with Germany but is’

1ow starting up again. .

“Tlere are not as many tourists in Switzerland-
as there were before the war but the number
is gradually increasing. The money from the
recent Swiss loan placed in the United States
is going toward the electrification of railroads
and ultimately all the roads in the country will
be operated by electric power furnished by the
inexhaustible water supply of the Swiss moun-
tain streams.

“In England the Summer has been a rather
dull one, business being subnormal. America is
not only the leader in the manufacture of phono-
graphs but is, of course, the best market for
them as well. England now has a 3314 per cent
duty on talking machines and quite a number of
continental concerns are establishing English
manufacturing branches.

“German goods—talking machines, sound
boxes, etc.—are going into England and are
being purchased when the price is lower than
English-made products.

“Shipments from Switzerland to America are
coming through in fairly reasonable time now,
the journey taking about four weeks from Ant-
werp, Belgium, to New York. This is very fast
compared with the time which was made during
the war. During 1918 we had to send a man—a
tracer—with each freight car we loaded<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>