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Chippendale De Luxe
$575

Sonora Possesses the Three Vital
Attributes of Quality Merchandise

OUR future as well as present phono-
Ygraph business 1s wholly dependent

upon the degree in which the instru-
ment you handle possesses the three vital
attributes of quality merchandise. Thesc
consist of natural tone quality, beauty of
design and a comprehensive range of prices
to suit all types of purchasers.

One demonstration will convince you
that Sonora possesses those attributes in

greater degree than others. Listening to 1t
play one record will establish its far supe-
rior tone quality; a glance at the accom-
panying 1llustration will show you that
Sonora is unsurpassed in attractive, artistic
cabinetry, while the range of prices, from
$60 to $3000, will clearly indicate the tre-
mendous market available to you.

Send for the Sonora proposition—it will
interest you.

The Choice of those who’ve heard them all

Sonora Phonograph Company, Inc.
279 Broadway, New York

Canadian Distributers: Sonora Phonograph, Ltd., Toronto
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VOX CORP. ENTERS THE TRADE FIELD

Management of Vox Corporation of America,
Manufacturers of Talking Machine Products,
in Charge of A. Fodor, Backed by Strong
Sales Organization Headed by O. P. Graffen

The talking machine industry will be inter-
ested to learn that Vox products, which have
become prominent in a very short time abroad,
will now be merchandised in the country
through the Vox Corporation of America, with
headquarters at 25 West Forty-fifth street, New
York. The management of the American or-
ganization is in charge of A. Fodor. Mr. Fodor
has a reputation for his technical ability to
develop and standardize inventions and for his
extraordinary knowledge and experience as an
organizer of new industries. He is assisted by
a competent sales staff headed by O. P. Graffen,
one of the best-known members of the talking
machine trade. Vox products comprise almost
everything manufactured in the talking machine
trade, and according to present plans the Amer-
ican organization will concentrate its energies
upon the sale of records, spring and electric
motors, sound boxes, tone arms, dictating ma-
chines and electric typewriters, etc.

Full details regarding the company's cam-
paign for merchandising these products in this
country will be announced in the near future,
and in the meantime plans are being prepared
for their rapid and efficient distribution through-
out the country. With an international repu-
tation behind them, it is expected that the Vox
products will find a ready market in this coun-
try, and during the past few months hundreds
of applications have been received for dealer
franchises from representative houses in the
leading trade centers.

NEW METROPOLITAN EDISON DEALERS

Phonograph Corporation of Manhattan Opens
New Agencies in Gotham and Vicinity

The Phonograph Corporation of Manhattan,
distributor of the New Edison in the metro-
politan district, has recently established many
new dealers, among which are A. S. Gould, 37
Main street, Flushing, N. Y.; A. Salomane, 467
Main street, Metuchen, N. J.; James McGarry,
486 Broad street, Newark, N. J.; E. J. Schoon-
maker, 414 Main street, Bound Brook, N. ],
and Max Bruskin, 278 Steinway avenue, Long
Island City.

The popularity of the Edison line among the
members of the retail trade, as well as the pub-
lic in the metropolitan territory, has been grow-
ing steadily, and, according to reports from
dealers throughout the trade who are in a posi-
tion to know, the approaching holiday season
will be one of the biggest on record as far as
the Edison line is concerned.

WIDENER SHOPS ADD BRANCH

The Victrola department of G. Schirmer, Inc,
3 East Forty-third street, New York City, has
been taken over by the Widener Shops, and in
the future it will be operated under the super-
vision of that concern. The Widener Co. is
planning to discontinue the store at 4 West
Thirty-seventh street, consolidating the business
in one establishment.

An important announcement appears in our
London letter, elsewhere in this issue, to the
effect that the Brunswick-Balke-Collender Co.
recently closed arrangements with the famous
house of Chappell & Co. Ltd, 50 Old Bond
street, London, to act as distributors for Bruns-
wick phonograph records in Great Britain. This
firm is one of the oldest in England.

MUSIC TRADE TO MEET IN NEW YORK

Leading Branches of Industry Headed by Prom-
inent Men—Irwin Kurtz Represents Talking
Machine Trade on Arrangements Committee

At a meeting of the directors of the Music
Chamber of Commerce, held in New York on
November 2, if was decided that the annual
convention of that organization and its divi-
sional unit members would be held in New York
at the \Waldorf-Astoria Hotel. The week of
May 18 to 23 was set tentatively as the date.
The committee in charge of convention arrange-
ments consists of Robert N. Watkin and W. C.
Hamilton, representing the National Associa-
tion of Music Merchants; C. T. Purdy, repre-
senting the New York Music Merchants; Irwin
Kurtz, representing the New York talking ma-
chine dealers; J. \W. Stevens, representing the
New York piano manufacturers; A. W. John-
ston, representing manufacturers of musical
supplies, and W. J. Haussler, representing small
goods and musical merchandise trades.

GEO. P. BENT RE-ENTERS TRADE

Widely Known Piano Man Joins Forces With
His Son in Operating “The Music Shop”

CHIcAGo, TLL,, November 10.—R. B. Corcoran and
H. J. MacFarland, co-partners with C. M. Bent,
conductors of the retail Victor store at 214
South Wabash avenue, known as “The Music
Shop,” have sold out their interests to George
P. Bent, former head of the George P. Bent
Piano Co., who retired from business several
years ago as a piano manufacturer and has since
made his home in Los Angeles. From now on
C. M. Bent and his father, George P. Bent,
will conduct this business as partners. The
father will continue to reside in Los Angeles
and the management of the business will be
looked after by his son here in Chicago.

KAUFMAN & BAER SECURE SONORA

Prominent Pittsburgh Department Store Closes
Important Deal With Sonora Jobber—Com-
plete Line of Instruments Placed on Display

PirrsBURGH, Pa., November 8—The Sonora
Distributing Co., of this city, Sonora jobber for
this territory, closed an important contract yes-
terday with the Kaufman & Baer Co., whereby
this well-known department store will carry a
complete line of Sonora phonographs. This
deal was closed by Earl Miller, of the Sonora
Distributing Co.’s sales staff, and arrangements
have been made for an artistic display of the
Sonora product. H. Milton Miller, manager of
the company, is enthusiastic over closing this
deal, which places the Sonora line in one of the
largest department stores between New York
and Chicago. George Israel, merchandise man-
ager of the Kaufman & Baer Co., and Thos. J.
Coyne, manager of the store’s talking machine
department, represented the department store in
the negotiations which have just been closed.

NEW ORCHESTRAS FOR VOCALION

Coleman’s Hotel Ambassador and Club Troca-
dero Orchestras Signed Up to Record

Among the new Vocalion Red records to be
released shortly will be the first recordings of
the orchestras controlled by Emil Coleman,
namely, the Ambassador Hotel Orchestra and
the Club Trocadero Orchestra, which have
been added to the long list of prominent dance
orchestras now playing for the Vocalion. The
announcement of the first numbers by the Cole-
man orchestras will be made in an early Vocal-
ion bulletin.

MIGUEL FLETA RECORDS FOR VICTOR

Spanish Tenor Scores at Metropolitan Opera
House—Three Other Artists Also Join Victor
List—First Records Soon to Be Released

F. K. Dolbeer, sales manager of the Victor
Talking Machine Co., announced this week that
Miguel Fleta, the celebrated Spanish tenor, who
scored such a great success at his debut at
the Metropolitan Opera House, New York City,
last week, will record for the Victor Co. Ac
cording to the critics of the daily papers, Fleta
is one of the greatest tenors who ever came frgm
Spain. He is still young and has a large reper-
toire, including a number of recent works not
yet heard in America. His voice is lyric, but
powerful, and of exceptionally fine quality in all
registers. The good reports that have come to
us from Europe and South America regarding
Senor Fleta are evidently well justified.

Other artists who recently consummated
arrangements with the Victor Co. to make rec-
ords are Charles T. Tittmann, Della Baker and
Claire Brookhurst.

Mr. Tittmann is a basso with a sonorous voice
of unusual range and quality. He is widely
known, having to his credit eight consecutive
annual appearances at the celebrated Bach festi-
vals in Bethlehem, Pa. He has also appeared
in recitals throughout the country as soloist for
leading orchestras and in opera.

Miss Della Baker is a native of St. Louis,
who recently entered the concert field in New
York. She has appeared with some of the
leading orchestras and at musical festivals. Her
voice is one of rare beauty.

Miss Claire Brookhurst is also an American,
having been-born in New York City, and her
musical education has been acquired in this
country. She has appeared in concert with the
Russian Symphony Orchestra and made a trans-
continental tour in concert. She is now soloist
in a prominent church in Harlem. She has an
unusual contralto voice with a wide range, and,
owing to her linguistic ability, she sings all
songs in the original language,.

APPOINTED VOCALION RECORD DEALER

Bloomingdale’s to Handle Complete Vocalion
Record Line—Deal Closed by Musical Prod-
ucts Distributing Co., New York Jobber

Herbert D, Berkeley, manager of the phono-
graph department of Bloomingdale Bros., New
York, announced recently that this store had
arranged to carry in this department a com-
plete line of Vocalion Red records, manufac-
tured by the Aeolian Co. This iinportant deal
was closed by the Musical Products Distribut-
ing Co., New York, jobbers for Vocalion Red
records in metropolitan territory, and B. D.
Colen, president of this company, is highly
gratified to add Bloomingdale’s to the growing
list of New York Vocalion record dealers.

REALTOR’S MESSAGE ON RECORDS

Special Records Made for Minneapolis Firm
Teach Home Ownership

MiNNEAPoLIS, MINN., November 7.—For the first
time in history real estate precepts have been
inscribed on phonograph records and set to
music. The idea is the work of Dick Wood-
ruff, manager of the small house department of
Confer Bros., who has conceived the plan of
utilizing the talking machine as a means toward
teaching home ownership. The records, manu-
factured by an Eastern concern, have popular
airs sandwiched in between short talks on the
benefits to be derived from home ownership.
More than 2,000 of these records have been sent
out by mail by Confer Bros.

See second last page for Index of Articles of Interest in this issue of The World




4 THE TALKING MACHINE

WORLD

Novemser 15, 1923

Value of the Phone as an Aid to Selling

Many Methods of Making the Phone Pay Dividends in Increased
Sales Being Used by Live Retailers—Clever Phone-Mail Stunt Pays

In these days of keen competition the dealer
who would get his share of business must util-
ize every possibility of increasing his sales
volume. Half-way measures mean lost oppor-
tunities. The merchant who advertises and does
not take advantage of other methods of securing
business, such as canvassing, direct nail and all
other forms of selling and publicity, is losing
business. He may be what he considers sue-
cessful, but the fact remains that greater suc-
cess would attend tlic utilization of all mediums
that lead to sales. A medium which is assuming
a more and more important and effective place
in the retailers’ plans for enlarged sales volume
is the telephone. During the last year many
brief stories deseribing the way dealers are
making their telephones pay actval dividends
have appeared in the columns of The World.

Various Ways of Cashing In on the Phone

In some talking machine establishments one
member of the sales organization is delegated
to spend a certain amount of time telephoning
customers regarding certain records which it is
assumed will plecase the patron and this has been
found quite effective in stimulating sales. A
well-known department storc has trained its rec-
ords saleswomen to study cach customer in
order to ascertain the musical likes of cach. A
record is kept by cach salesperson as to the
particular rccords purchased in the past and
from this a pretty accurate idea of the musiecal
likes of each customer is obtained. Onece each

week the saleswomen of this establishment
spend an hour at the telephone making contact
with customers. Through this means also

many slow-moving records have been disposed
of. These records were non-sellers simply be-

cause in the average store it is the custom to
steer clear of the better type of music and con-
centrate on the more popular recordings, to tle
detriment of records which really should form
the backbone of the record business.
Novel Way of Making the Phone Pay

One of the most novel ways of making the
phone produce business is now in use by one of
the largest talking machine and music stores in
the metropolitan district. The manager of this
departmuent has delegated a man to use the
phone in calling up various people whose names
liave been taken from the phone book and
directory. Of course, he is thoroughly familiar
with the streets of the city and knows approxi-
mately the type of people living in the streets
selected for his phone operations. The salecs-
man talks to the lady of the house and cleverly
secures certain information, 1. e, whether a
talking machine is owned, what type of musie
i1s desired, ete. To homes where there is no
talking machine the following form letter is

immediately sent:

In reference to our phone conversation, we were sur-
prised to learn that you did not order the records that
we were holding for vou. awaiting instructions to send
them.

In the course of the conversation you mentioned that
vou did ot have a Victrola in your Home.

\Why deprive yourself of the unrivaled sweetness and
power of Caruso’s voice that filled the Metropolitan Opera
House to capacity whenever he sang?

Do you not miss the beautiful voice of John MeCormack
singing “1 Hear You Calling Me” and ‘“At Dawning™?

Is it not a treat to hear Fritz Kreisler play “Thais-
Meditation,” as well as to hear Galli-Curci sing one of
your favorites?

All of these Victor Records can be Dbest reproduced on
Genuine Victrolas. The new Victrola Console Models we
have on display will not only give you the fullest pos-

sible enjoyment from its exact reproduction of tone, but
these Consoles serve as a beautiful piece of furniture as
well.

The Rudolph Waurlitzer Co., being the largest Musical
House in the \World, is financially able to sell Victrolas
to people who do not care to pay cash, but would rather
pay monthly. The monthly payments are trivial, compared
with the amount of enjoyment you will receive from a
“Genuine Victrola from Wurlitzer.”

After you have carefully gone over the catalog we are
sending you, we would like to have you pay us a visit and
see the actual Victrolas on display. \Vhen can you call?

If there are no results another letter is sent
out after a lapse of a reasonable length of time.
This letter asks whether the first communica-
tion has been received and it also emphasizes
the fact that the enclosed catalog illustrates the
latest models; requests that a personal visit be
made to the store so that the line may be
examined at first hand and an idea of the tone
quality of the instruments may be realized and
closes with the following paragraph, which
makes action on the part of the customer easy:

“If unable to come in personally and examine
the various models side by side, telephone
Iiryant 8140, Desk 52, or write a line and a
salesman will call on you and give you full in-
formation, without obligating you in any way.”

Phone Helps Small Dealers

The telephone way of selling should prove of
cspecial benefit to retailers Wwho are unable to
maintain an outside sales organization. It is
inexpensive and a most forceful means of bring-
ing the product foreibly to the attention of
prospective customers. [Pcople who will in-
variably refuse to talk to a salesman will
answer the phone and will listen to the message
of the dealer or salesman provided it be brief
and to the point.

THE TALKING MACHINE'S HELPMATE

NEW YORK
-23-25 Lispenard St.

Last Call for Nyacco Record Albums

For Holiday Trade

Pacific Coast Representative: Munson-Rayner Corporation{

In order to take care of the holiday
demand for Nyacco albums you must
place your orders now. The demand
for Nyacco albums this Fall has been
exceptional. However, our two fac-
tories, New York and Chicago, will
save you freight and insure prompt
delivery if you order now.

Ask for our No. 600 Nyacco
album,the highest grade album
onthe market. Samplessent on
request to responsible houses.

TO JOBBERS ONLY:—

Write for samples of our new
delivery bags of No. 1 Kraft
paper (35 1b.) with strings
and buttons at very attractive
prices.

New York Album & Card Co., Inc.

643 South Olive Street, L.os Angeles, Calif.

The Best Interchangeable Leaf
Record Album on the Market

Write for display card—mailed
without cost. It will help you
sell more Nyacco Albums.
Present stock available at low

prices. Wrile now.

CHICAGO
415-417 S. Jefferson St.

L

——

86 Third Street, San Francisco, Calif.
—— — e - ——— 4
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Victor supremacy i1s the |
|
|
supremacy of performance
Victrola 1V, $25
Oak
The satistaction, pres-
tige, and profit which are
part of the business of
every dealer 1n Victor
products, reflect it.
il
Victrola No. 111 = '
$225 Victrola No. 125
Electric, $265 $275
Mahogany or walnut Electric, $315
Mahogany
Victrola No. 210 Victrola No. 300 Victrola No. 410
$100 $250 $300
Mahogany or walnut Electric, $290 Electric, $340
Mahogany or walnut Mahogany
< wVictrola
'é.%T.E!‘L%VOlCE" : REG, U.S. PAT. OFF.
Look under the lid and on the labels for these Victor trade -marks
Victor Talking Machine Company |'
Camden, New Jersey |
| J
— = —
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COLUMBIA DEMONSTRATION RECORD

Mammoth Publicity Campaign to Feature Spe-
cial Columbia Demonstration Record—Pre-
sents Selections by Famous Artists—Designed
to Successfully Stimulate Record Business

Starting on November 17 and continuing
throughout the month, the Columbia Phono-
graph Co. will sponsor a tremendous advertising
campaign featuring a ten-inch demonstration
record that will be offered to the public at
twenty-five cents. This demonstration record
has been introduced to give Coluinbia dealers
an opportunity to call to the attention of pro-
spective record purchasers the distinctive merits
of Columbia New Process records. (Coming at
the height of the Fall buying season, this rec:
ord will undoubtedly act as a material stimu.
lant to record business during the holiday
season.

The Columbia demonstration record features
on one side an operatic selection by Charles
Hackett, famous tenor and exclusive Columbia
artist; a violin solo by Toscha Seidel, well-
known violinist and exclusive Columbia artist
and a symphony orchestra recording. On the
reverse side is a popular dance hit by Ted
Lewis, one of the country's leading dance or-
chestra directors and an exclusive Columbia
artist.

The demonstration record campaign includes
a full-page advertisement in the Saturday Eve-
ning Post of November 17, a full page in four
colors in the American Weekly of November 25,
with a circulation of 4,500,000; full pages on
November 25 in rotogravure sections of news-
papers throughout the country, with a com-
bined circulation of 8,000,000, and black and
white full-page advertisements on November 25
in Sunday editions with a combined circulation
of 1,500,000. In order that Columbia dealers
may cash in on this tremendous campaign, the
company's advertising department has prepared
a striking window poster in colors to be posted
in the dealer’s window. This poster will call
the attention of passersby to-the demonstration
record and link up the advertising campaign
with the dealer's store. Proofs of the American
Weekly and Saturday Evening Post advertise-
ments will be sent to the Columbia branches
for distribution, or, if possible, direct to the
dealers.

The special demonstration record will have the
new Columbia gold label on the side featuring

Chas. Hackett, Toscha Seidel and the Columbia
Symphony Orchestra, and the new fire bronze
label will be on the Ted Lewis side.
distinguish it from the ordinary record, it will
have the words “Sample Record, 25¢c” lettered
in white under the name Columbia. Each rec-
ord will be enclosed in a special envelope of a
distinctive color and the envelope will give the
complete story of the record and its purpose.
The value of a demonstration record as a sales
stimulant was proved several years ago and
there is no question but that this new demon-
stration record will be invaluable to Columbia
dealers the coming season in developing sales
for Columbia New [I’rocess records.

WENDELL HALL ON VICTOR LIST

Well-known Composer and Singer to Make Vic-
tor Records Exclusively—Popular Among
Radio Fans Throughout the Country

In Wendeil Hall, a new and exclusive Victor
artist, whose first record will appear in the
November 23 list, the Victor Talking Maclhine
Co. 1s presenting to the music-loving public a
singer and composer with an unusual history.
Mr. Hall started his professional career in 1913,
appearing iu quartets, men's choruses and in
church work. He later played the clarinet,
saxophone and trombone, and following this he
traveled from coast to coast in vaudeville with
his act, “The Singing Xylophonist.” During the
war he went to France with the A. E. F. as a
bugler.

His next step was to write popular songs, in-
cluding both words and music, and he is cred-
ited with such hits as “Underneath the Mellow
Moon,” “My Carolina Rose” and others. About
two years ago Mr. Hall became one of the
pioneer radio entertainers and to-day he is
known to radio enthusiasts throughout the coun-
tryv, having appeared at more than twenty-five
of the largest broadcasting stations. Although
a native of Chicago, he spent a number of years
in the South, where he becaine acquainted with
Southern customs and expressions, and where
he made a study of Southern songs. Mr. Hall’s
first Victor record will feature two of his own
compositions, self-acconipanied on the ukulele.

The Carl Co., of Schenectady, N. Y., C. W.
Carl, proprietor, suffered heavy loss in a fire
early this month. The building in which the
business was housed was practically destroyed.
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Blackman offers a

Dependable

service

to Dependable dealers.
“Birds of a feather flock
together.”

“HIS MASTER'S VOICE™
i
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A. F. KIEFER NOW STARR JOBBER

Takes Over Kunde Holdings in Milwaukee, In-
cluding Distribution of Starr Phonographs
and Gennett Records in That Territory

MiLwaukee, Wis., November 9.—Alfred F.
Kiefer announced this week that he had taken
over the holdings of A. G. Kunde, who had been
local distributor for Starr phomographs and
Gennett records, exclusively. Before taking
over this interest Mr. Kiefer was for a while
connected with the talking machine department
of the Yahr & Lange Drugz Co., Sonora dis-
tributor, and before that was for ten years ac-

Mrs. and Mr. A. F. Kiefer
countant and auditor for the Hoffman Co.,
which concern formerly operated a phonograph

jobbing business. Besides the exclusive repre-
scntation of Starr phonographs and Gennett
records, Mr. Kiefer also maintains a twenty-
four-hour service department for Starr phono-
graphs. In this work he takes care of the local
Starr and Gennett dealers and assures them of
prompt delivery by calling for and delivering
the repaired jobs.

ARTISTIC VICTOR HOLIDAY FOLDERS

Christmas Publicity for Dealer Distribution
Features Machines and Records

The Victor Talking Machine Co. is distribut-
ing to the trade some exceptionally handsome
holiday folders designed for dealer distribution.
One of the folders, handsomely illustrated in
colors, carries the complete line of Victor con-
sole, cabinet and portable instruments. The
cover of this folder contains a picture of the
interior of the home with a Victor console
prominently displaved in the center of the room,
while behind it are pictures of the various
famous Victor artists. The rear cover shows
the outside of a house in a Winter setting, with
a band grouped before it. The text is brief
and carries a Christmas atmosphere.

Another folder deals entirely with records
designed especially for Christmas. This is also
done in colors and the text on the front cover
urges the appropriateness of Victor records as
Christmas gifts.

B. R. FORSTER ENDS LONG TRIP

Byron R. Forster, president of the Brillian-
tone Steel Needle Co., New York City, returned
last week from a trip across the continent in
the interest of Brilliantone needles. Mr. For-
ster visited the principal cities en route and
found generally good conditions prevailing
everywhere. The outlook for 1924 seemed very
promising and substantial orders for Brillian-
tone needles were placed. Mr. Forster returned
through the Southern territory, stopping off at
his old home for a short visit. Needless to say,
he enjoyed hLis stay among his old friends,
whom he had not seen for some time.
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Victor supremacy is the
supremacy of performance

Victrola VI, $35
Mahogany or oak

Victrola IX, $75

Of performance past Mabogany or oxk
and present. Just as the
Victor has occupied its
position of leadership for
a quarter-century, so It
continues to lead the wav
in the talking-machine n-
dustry.

Victrola No. 80
$100

Mahogany or walnut

Victrola No. 108
$180

Mahogany or walnut

Victrola No. 230 - o
Victrola No. 405 e

Victrola No. 215 $375 $250
$150 Electric, $415 Electric, $290
Mahogany or walnut Mahogany Walnut

pVictrola |

HIS MASTER'S VOICE" REG. U. S PAT. OFF.

Look under the 1id and on the labels for these Victor trade -marks
Victor Talking Machine Company

Camden, New Jersey
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Are You Preparing for Holiday Business?
Pre-Christmas Weeks Offer Greatest Sales Opportunity of Year
—@Gift Dollars Can Be Garnered by Intelligent

A month from the time this issue of The
\World reaches its readers thie holiday rush will
be on in real earnest. \Vhether the talking
machine dealer gets his share of the gift mnoney
of the public will depend largely upon himseli
and the efforts he has put forth to attract atten-
tion forcibly and favorably to his line of mer-
chandise. The big idea to remember is that in
order to make the most of his Christmas-sales
opportunity the dealer must use an entirely dif-
ferent plan of presenting talking machines, rec-
ords and any other musical lines which he
handles to the public. In short, the presenta-
tion in advertisine and other methods of bring-
ing his wares to public attention must be largely
on the basis of suitability of his line as a Christ-
mas gift. His entire business organization must
be established for the moment with this object
foremost at all times: Talking machines and
records make suitable gifts. That should be
his slogan from now until Christmas is over.
It should be the central theme of all sales talks,
store arrangement and decoration and window
displays. In shoért, the “gift” idea should per-
meate the entire establishment. No half way
nieasures will do. Negiigence may mean lost
business, and dealers in other lines will get a
share of the profit which should go to the talk-
ing machine merchant.

The Matter of Service

Past experience has shown members of the
talking machine trade that service is an impor-
tant part of their business. Service, that is,
courteous attention to each customer and doing
everything to make every patron happy and
satisfied, is comparatively easy during the

months of the vear when there is no particular
rush. The situation becomes more complicated
during the holiday period, however. It must be
remembered that during the few weeks preced-
mg Christmas every store is rushed to a greater
or lesser extent. Many people are crowded
around the counters, the majority of them mnn-
]atient to be waited upon as quickly as possible
so that they can do further Christmas shopping.
\Whether the talking machine dealer and his
salesmen serve their patrons efficiently, quickly
and thoroughly, never losing an opportunity to
nake the most of each sales possibility, de-
pends to a large extent upon their knowledge
and experience. But a great deal depends upon
another factor—store arrangement. Stock, both
talking machines and records, should be ar-
ranged so that they are easily reaclied by both
customers and salesmen. The fewer people who
are forced to spend a lot of time with the sales-
man the better it is for the business. One
dealer ldast year placed several tables in the
open space available in the center of his store.
Upon these tables were placed a number of rec-
ords suitable for Christmas. A simple thing,
truly, but one which has resulted in an aston-
ishing number of sales of these special records
in past vears and it will probably result in as
good, if not better, business this year. The
point of this incident is that the salesmen do
rot have to spend lot of time suggesting
records. DPeople, while waiting to be served,
walk over to the table and naturally read the
titles of the various recordings. Perhaps they
did not enter the store with the intention of
purchasing any of these records, but the idea
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THE ADD-ATONE  is the Su-

p

signed to operate in place of the
ordinary sound box of the phono-
graph.
which can be easily and quickly at-
tached to your machine.

Put up in an Attractive Box—W:ill Make a
Beautiful Christmas Gift

L preme Tone Amplifier, and is de-

It is a simple, neat appliance,

Incomparable for Dancing

32 Union Square

“If you haven't heard the ADD-ATONE

you haven't heard your machine.”

UNIQUE REPRODUCTION CO., Inc.

Cable Address: ADDATONE, N. Y.

NEW YORK

Sales Promotion

hits them as being good and thus another sale
is added to the list. Another dealer is installing
Audaks, a record demonstration device which
facilitates selling, to meet increased demands.
Christmas Gift Opportunities
It is not only in the sale of the larger talking
machines and records that the dealer has a
wonderful opportunity of cashing in in a big
way. There are the children to consider. After
all, one of the great forces of Christmas as cele-
brated in this country is to make the kiddies
happy, and the talking machine dealer has it
in his power to compete with toys and the usual
things which make the heart of a child happy.
Besides, he has something which not only fur-
nishes amusement for the tots, but something
which has a distinct educational value. A most
valuable talking point. This is the portable talk-
ing machine and the various clever recordings
on the market designed especially for the amuse-
ment and education of children. It would not
be a bad idea to fix up a part of the store
espectally for the purpose of catering to the
children. And a portion of the window display
space also could profitably be used in this man-
ner. Some stores are paying a good deal of
attention to the children this year as prospects.
And this applies not only to the wee youngsters,
but to those of primary and high school age.
Talking machines and records as gifts to the
children and from the children to their parents
or other loved ones! There vou have it in a
nutshell. Dealers in the Middle West and Far
West, especially, have taken cognizance of the
child in the merchandising scheme around
Christmastime. Several of the Western stores
have special rooms for the children. Naturally,
when the parents visit the store they take the
tots to this room, which is fitted up as a chil-
dren’s play room. A small talking machine and
a good display of juvenile records form the
main featnre of the display. Remember the
childrven!
Early Preparation Necessary
. As was mentioned last month in The World
" the great,mass -of - detail which confronts the
talking maeline ‘dealer in making his plans for
holiday - business necessitates early planning.
The dealer who waits too long, or trusts to
providence to take care of his holiday sales
preparations, will be one of those who wail the
~loudest about the paucity of business.. There is
one thought that cannot be reiterated too often
.and that is: It is the go-getter who gets the
~business. This does not mean the chap who
expects to win by sheer aggressiveness, but the
man or woman, regardless of what business he
» or she may be in, who thinks, plans and acts.
So, we repeat, get the threads of yvour holiday
sales drive together and then launch it and fol-
low it up with all the energy, <kill and knowl-
edge your sales organization is capable of.

Terre Haurtg, Ixp., November 3.—Jensen Bros.,
well-known Brunswick dealers, operating a store
at 527 \Wabash avenue, have just opened an at-
tractive branch store in the new bank building
at Twelve Points, this city: The new store is
in charge of Mrs. Sallie G. Shaw, who has had
several years’ experience in the music business
locally and who is widely acquainted among
music lovers of this vicinity.

An attractive store, to be known .as Frank's
Music House, has been opened at 1205 Vine
street, Cincinnati, O., by Max Frank, who has
been manager of Hoffinan’s music department
for the last three vears. Talking machines, rec-
ords, plaver-pianos and music rolls are handled.
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~ The PEERLESS
$50 00 WINDOW DISPLAY CONTEST

Will give $50 in gold to the Phonograph dealer who sends us a photograph
I of the best dressed Peerless Album window between now and Christmas.

CONDITIONS
| 4 enotossapms mast e taken betweun now and cnismee | JINN VIE W of the fact

of a street store window. All dealers are eligible.

2. One or more Peerless Albums or show cards must be
displayed with the word Peerless in evidence. PEER ! ESS
3. Award will be made according to strength of selling
appeal, artistic arrangement, unique idea conveyed and
' general impression of Peerless quality. l

4. All photographs must be recelved at this office by noon !
| on December 24. Prize winner will be announced in the —t e a um ’
|

January 15 Talking Machine World.

l 5. Judges are as follows:
| Lee Robinson, Talking Machine World

Cart Wessel, Phonograph Weekly should constitute the backbone |

Vivian Burnet, Talking Machine Journal

6. All photographs, properly marked for identification, will of your Gift Record Selling

be returned to the senders upon written request.

%O/g : Plan for Christmas—by all

pres. means—dress your window ac- |

cordingly, have a photograph
taken and submit it to us for entrance in

this contest.

NOTE: If you are one of the few dealers who do not
carry a stock of Peerless Record Albums, send for our

" attractive show cards, which you can use to decorate your

I .
J: X window and win first prize. These we supply gratis.

I S
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PEERLESS PRODUCTS

’ DeLuxe Record Albums Classification Systems for Albums

| All Grades of Record Albums 'iﬁcK;dkAi\'jl“n;‘ Sets for
“Big Ten” Albums S g

Record Stock Envelopes

A@Au&ﬂm

RS /(T INSURRRSE FOR
Ny TOUR EXPENSIVE RECEN. S

\ \-
N ~

INSISTON THE
GENUINE~IT COST.
NO MORE

"' Record-Carrying Cases Record Delivery Bags PEERILESS
|| Interiors for Victrolas Supplement Mailing Envelopes
| Interiors for Phonographs Photograph Albums

. . . A postal will bring this sign to you
Write us for Quotations on Special Grade No. 6 Album in the next mail—write

| PEERLESS ALBUM COMPANY

I PHIL. RAVIS, President
l| WALTER S. GRAY CO. 636-638 BROADWAY L. W. HOUGH

Pacific Coast Representative 146 Mass. Avenue

San Francisco and Los Angeles NEW YORK Boston, Mass.




10 THE TALKING MACHINE WORLD

Novemzer 15, 1923

| e~ TALIKING 2
| MNA CHINE—

(Registered in the U. S. Patent Office)

PUBLISHED BY EDWARD LYMAN BILL, Inc.

President and Treasurer, C. L. Bill, 383 Madison Ave., New York; Vice-President,
J. B. Spillane, 383 Madison Ave., New York; Second Vice-President, Raymond Bill,
383 Madison Ave., New York; Secretary, E. L. Bill; Assistant Treasurer, Wm. A. Low.

J. B. SPILLANE, Edftor
RAY BILL, B. B. WILSON, BRAID WHITE, Assoclate Editors
C. R. TIGHE, Assistant Editor
LEE ROBINSON. Business Manager
L. E. BOWERS, Circulation Manager

Trade Representatives: V. D. Warsy, E. B. Muncu, Rosert C. ANoErson, JR.,
A. F. CArTER, F. G. SanonLoM, C. Cuace, Epwaro Lyman Brrr, A. J. NickLIN
Western Division: Republic Building. 209 So. State Street, Chicago, Ill. Telephone,
‘Wabash 5242. EuceNe F. Carey, Representative
Baston: Jounx H. WiLsoN, 324 Washington Street
London, Eng., Ofice: 2 Gresham Building, Basinghall St. W. LioNeL Sturoy, Mer.

The Talking Machine World has regular correspondents located in all of the principal
cities throughout America.

Published the_15!h of every_n_wn!h at 383 Madison Ave., New York.

STBSCRIPTION (including postage): United States, Mexico, $2.00 per year: Can-
ada, $3.00; all other countries, $4.00 Single copies, 25 cents.

ADVERTISEMENTS: $5.50 per inch, single column, per insertion. On quarterly
or yearly contracts a special discount is allowed. Advertising pages, $150.00.

REMITTANCES should he made payable to Edward Lyman Bill, Inc., by check or
Post Office Money Order.

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

Long Distance Telephones—Numbers 2642-3-4-5-6-7-8 Vanderbilt
Cable Address: “Elbill,”” New York

NEW YORK, NOVEMBER 15, 1923

, REASONS FOR THANKSGIVING IN THE TRADE

HE nearness of Thanksgiving brings to mind that the-talking

machine industry has a special reason to be thankful, as it ap-
proaches, in a triumphant way, the close of 1923. Month after
month has witnessed substantial progress in manufacturing, in dis-
tribution, in retailing and in greater prestige for the talking machine,
based upon the production of musical instruments that represent
greater perfection in design, construction and musical excellence.

Since the disturbing deflation period in the years following the
World War the industry has displayed such a measure of re-
cuperation and vigor as to be surprising to those who a year or
more ago were prone to indulge in indigo-hued phrases as to the
future of the industry. Readjustment is now at an end. This
accomplishment has been no easy task. Hence, now is the time to

preach, and, better still, to practice constructive rather than de
structive policies, to the end that there will develop greater faith in

the industry and confidence in the men who make it.

We are to-day enjoying a gratifying measure of activity. Every
branch of the industry is bringing a fair reward to those who are
striving by the application of progressive ideas to score success.
From a financial point of view the industry was never so healthy,
this despite misleading articles in some daily papers due probably
to a misunderstanding of the legal procedure which became neces-
sary in order to complete the reorganization of a great manufac-
turing organization and to insure its future operation along success-
ful lines. This meant progress, not disaster. Then another concern
of national reputation was forced into print without a knowledge
of the cause. Court proceedings helped, however, to demonstrate
its financial integrity and capable management, as well as the ab-
solute unreason for the action, inasmuch as the legal proceedings
instituted were quashed. Therefore, despite the wagging tongues
of unthinking persons, nothing has happened to undermine the
stability of the talking machine industry. In one case an unfavor-
able condition, a relic of war days, has been removed; in the other
the critics of the administrators of the business have been con-

vinced of its financial health and the lack of necessity for the
action taken.

Now, in this connection, it may not be out of place to point
out the unwisdom, nay, the danger, of loose remarks that breed
suspicion and doubt when the financial affairs of any concern are
discussed. Every member of the industry should have sufficient
pride in its success to resent implications that subject any enter-
prise to unmerited comment, particularly where its financial affairs
are concerned. When we consider the history and development of
the talking machine industry, its wonderful achievements, and the
notable men who have played, and are playing, such an honorable
part in its upbuilding, it becomes the duty of everyone interested in
its welfare to be missionaries in maintaining the dignity and standing
of the industry. Idle conjecture and the reiteration of rumors,
often malicious, that are apt to retard or destroy confidence in the
soundness of the talking machine industry should be condemned
and discouraged. They lead to a false idea of the condition of the
industry not only in the minds of the public, but in banking and
financial circles as well.

‘MAKE THE DEALER’S STORE A MUSICAL CENTER

T is interesting to note that the members of the Talking Machine
Men, Inc., the organization of talking machine retailers in New
York City and neighboring territories, have arranged to supply the
needs of individuals in their localities seeking musical organizations
and artists for dances, musicales, etc., by acting in co-operation with
a newly organized booking office controlling a number of well-
known orchestras, as well as individual artists.

The 1dea is in the elementary stage and its working out will be
carefully watched, for the plan has been adopted not because it
1s calculated to arouse special interest in this or that make of records
or those who make them, but because it will attract attention to
the store of the neighborhood dealer as a place where musical re-
quirements of all kinds may be met.

Tt is quite logical that the talking machine dealer should be re-
garded in his community as something more than the ordinary type
of merchant, for the success of his business is based primarily
upon the musical desires and musical appreciation of the public.
He is, therefore, in an excellent position to keep in close contact
with things musical, supporting them generally and in turn reaping
the reward of increased interest in his establishment.

In various sections of the country dealers have underwritten
the appearance of recording orchestras and artists, or, through their
efforts, encouraged the appearance of such artists, but the New
York movement goes somewhat further than this in putting the
dealer in a position to place the customer in touch with the
musical world in general by securing for him talent of various
descriptions, ranging from the individual artists and the trio to sym-
phony orchestras and brass bands. Moreover, the plan carries
with it direct profit-making possibilities, and the work of its carry-
ing out will be watched with distinct interest not only in the metro-
politan district but in other sections of the country.

|  SUPPORT THE PRICE MAINTENANCE BILLS

THE question of a Federal statute legalizing the fixing and main-
tenance of retail prices on trade-marked goods is more vital
just now than it has been in the past for the reason that liquida-
tions and adjustments of wholesale and retail stocks, a percentage
of which has not been overhonest or ethical, has, in a large meas-
ure, served to undermine public confidence in commodity values.
It is a recognized fact that the trade-marked articles of recognized
standing are being used in a constantly increasing number of cases as
bait to lure purchasers for so-called bargain goods of decidedly
questionable merit. -

Various organizations in the music trade have on many oc-
casions endorsed the price maintenance bills that have been pre-
sented to Congress, but in spite of these endorsements and of the
direct efforts made to bring about the passage of the bills, success
still lies in the offing. It might be well for trade organizations to
give thought to the Merritt Bill, introduced by Representative
Schuyler Merritt of Connecticut, which is designed to permit the
manufacturer of an article offered under a trade-mark or special
brand to specify or mark on the article the price at which it is to
be resold.

The Merritt Bill overcomes some of the objections offered to
previous measures, such as the Kelly-Stephens Bill, by providing
that the privilege of fixing prices shall not exist where the manu-
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facturer is in a position to enjoy a monopoly in his field, and that
the fixing of prices cannot be brought about by joint agreement
between a number of manufacturers.

The development of the talking machine industry, particularly
of the distributing branch of the industry, was due directly to the
policy of price maintenance observed rigidly until the courts de-
cided against the particular systems in vogue.. Price maintenance
not only protects against the price cutter, but likewise acts as a

check to the profiteer. A measure such as the Merritt Bill should
have a direct and powerful influence in restoring public confidence

in the intrinsic values of a manufactured product.

| IS A NATIONAL EXHIBITION DESIRABLE?

O show or not to show, is one of the questions that are interesting

the talking machine trade in New York and vicinity just now.
particularly the members of The Talking Machine Men, Inc. There
are those in the trade who, having had the propositions broached to
them, are firm in the belief that the only thing needed to place the
industry on a high wave of prosperity for months and even years
to come is a so-called national exhibition of talking machines to
be held in New York in some large building, such as Madison
Square Garden, some time in the immediate future. There are
others who, having had something to do with, or some knowledge
of shows of similar kind, are inclined to be conservative and study
the matter closely before endorsing any such plan.

1f the proposed talking machine show, or for that matter a
general music show, is to be operated by the promoter of the private
venture, well and good; but if the trade or any organized division
of the trade, such as The Talking Machine Men, Inc., are to stand
sponsor for the venture, financially, as well as morally, then it
might be well for them to study the experiences met with in previous
shows of the kind.

A general music show is not in any sense a new 1idea, for there
have been a half dozen or more of them held, the last one in Grand
Central Palace, New York, during the Winter of 1920, and on a
basis that in elaborateness compared mdést favorably with any other
trade exhibition. The director and manager of the music exhibi-

tion was an experienced showman and he got results, but the talk-
ing machine men might do well to find out from him just what his
experiences were. They, perhaps, would afford an excellent guide
in the making of a decision regarding the proposed new venture.

There is no question but that co-operatively the talking machine
trade has a wealth of material with which to attract huge crowd
and there should be available for any such show, if it is to be succe
ful, the greatest musical organizations and artists in the country, if
not in the world. The questions to be studied, however, are, first,
the cost of the show; second, whether all the leading interests
of the trade will participate and bear a share of that cost, and
third, the sort of publicity that will put the idea over, and fourth
and by all odds most important, just what tangible results may b
expected immediately or in the future from such a show, from a
purely dollars-and-cents angle.

We don’t seek to appear pessimistic i the matter, but there
is real experience to draw from in forming conclusions. It is a known
fact that promoters are careful to refer to the outstanding successes
among such shows as the automobile, and more lately the radio
show, but a neglect to mention the scores of failures which are to
be registered for every success is a matter to be studied carefully
before a decision is reached. Before the venture is decided upon
there must be evident a strong spirit of co-operation and a readi
ness to work and work hard. '

| UNION OF RETAIL FORCES IN LOS ANGELES !

FROM Los Angeles comes the announcement that the Radio
Dealers’ Association in that section has become part and a di-
vision of the Music Trade Association of Southern California.
It is rather early to prophesy just what this new combination of
the radio and music trades in one association is going to accomplish,
cr what the general effect will be. But the move will appeal to
those who have urged the linking of the two interests and to those
members of the music trade who regard radio as a more or less
dangerous competitor. From the last angle it would seem better
to have the competitor in the same camp where he can be watched
and co-operated with rather than to have him outside the pale.
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(Concerts as a Means of Sales Promotion

Interesting Suggestions for Making Wholesale Demonstrations of
Talking Machines and Records Described by Frank H. Williams

Is there any better way of selling a talking
machine than by demonstrating it to the pros-
pective purchaser?

The actual hearing of the music rendered by
the phonograph is, in the majority of instances,
quite sure to arouse interest and oftentimes
makes a purchaser of the prospect. Conse-
quently, it looks as though it would be the best
sort of business to build business by staging
concerts more frequently.

Let us consider what could be done by talk-
ing machine stores along this line, enabling them
to get more business and make more money.

Noon-time Concerts

During the noon hour in the average city
there are a large number of office workers and
retail sales people and others who, after eating
a light luncheon, wander around the business
districts looking for something to attract and
hold their attention. Since this is the case, why
wouldn’t it be good business for the talking
machine store to draw some of these people into
the establishment by the simple procedure of
staging concerts during the noon hour which
would be open to everyone and be of such a
popular nature that the majority of the noon-
hour seckers for amusement and entertainment
would me mighty glad to attend them?

While staging these concerts the store might
secure the names and addresses of the people
present by passing out cards on which they
could write the selections they would like to
hear rendered at the next noon-time concert
given by the store and on which they could also
affix their names and addresses. This sort of a
stunt would serve a double purpose in that it
would show just what sort of music is most
popular with this class of people, and in that
it would give the store a good list of people
who were enough interested in plionograph
music to go to the trouble of suggesting special
selections that they would like to hear.

All of this could be used by the store to good
advantage in personal solicitation among the
people signing the cards. And it would, un-
questionably, be of help to the store in getting
more business.

Noon-time Concerts in Restaurants

Practically every restaurant owner knows that
if he has music during meals he will be doing
something which will be of real help to him
in getting more business. Consequently most
restaurant owners would readily give permission
to the proprietor of a phonograph store to come
to the restaurant during the noon hour and put
on a special concert on a machine sent by the
music house for the occasion. And the restau-

rant owner, of course, would be perfectly willing
for the music store to cash in on the stunt by
placing placards prominently about the restau-
rant stating that the Smith Music House was
giving the concerl as a means of démonstrating
the merit of the Blank phonographs which it
handles.

Then while the concert was under way the
cmployes of the music store might pass out
cards to the people in the restaurant on which
they could indicate which of the selections ren-
dered during the concerts had most powerfully
appealed to them. Of course, too, there would
be space on the cards for the people to sign
their names and addresses.

In this way the store would again secure a
live-wire list of people who were interested in
music and whose business could be personally
solicited and, undoubtedly, from this list the
store could work up a large number of sales.
Also it wouldn’t be such an utterly impossible
thing to make sales of phonographs to some of
the restaurant owners in whose places of busi-
ness the concerts had been rendered.

Special Invitation Concerts

Nearly everyone gets a thrill upon going to
tlhie phone and having the person at the other
end of the line deliver sonie such message as
this:

“This is the Smith Music Store. We are hav-
ing a special concert in our hall this evening
at which we will play some of the latest operatic
and classical music on one of our largest phono-
graphs. \We know vou are interested in this
sort of nusic and would be glad to have vou
attend the concert. There is no admission fee,
of course, and no obligation on your part. Also
we will be glad to have you bring some of your
friends if you desire to do so. As our seating
space is limited we will be very glad to have
vou. tell us now whether or not vou will attend
and, if so, how many people you will bring
with you.”

A personal invitation of this sort would be
surc to get responses from many of the people
who were invited, oecause of the fact that the
folks who were invited in this way would feel
quite flattered at the invitation, and so the store
would be sure to have a good group of people
in attendance..

Then during the course of the concert the
store could pass out cards to all of the people
present on which they could write their sugges-
tions for other selections they would like to
hear played at future concerts and on which
they could also write out any suggestions they
might have to offer as to ways and means by

which the concerts could be made more inter-
esting and popular. Then there would be space
for each person to sign his name and address.

Most of the people who attend a free concert
of this sort would under these circumstances
feel a certain obligation to the store, despite the
statement that “there was no obligation,” and
so would feel like signing the cards for the
purpose of discharging this obligation. The
store would, therefore, get a lot of cards from
the people present and this would give another
splendid list of prospects to work on through
personal solicitation.

Sunday School and Church Concerts

Frequently the Sunday school or the church
cntertainment is dull and uninteresting because
of the fact that it is the same old thing done
over and over again in the same old way. The
officers of the Sunday school or church probably
realize that this situation obtains and they
would be glad to arouse more interest in the
affairs by instituting some changes, but they are
at a loss to know just what to do.

So if the talking machine dealer went to some
Sunday school or church entertainment coni-
mittee and offered to send a phonograph and
operate it with appropriate selections during the
school sessions or during the church entertain-
ment, his offer would, unquestionably, be gladly
accepted and the school superintendent, or the
chairman of the entertainment committee, would
gladly make an announcement to the school or
the assemblage telling about the kindness of the
dealer in supplying the music free of charge and
so on. All of which would be the best sort of
advertising for the phonograph store and it
would probably lead to some very good sales.

When such concerts are arranged it would be
a good plan for the dealer or salesman to spend
quite a little time conferring with the officers
of the Sunday schiool or with the members of
the entertainment committee for the purpose of
seeing just what music they would like to have
played at the events. During these conferences
the owner or salesman would get quite intimate
with these people and would find out whether
or not they had phonographs in their own homes
and so would be able to lay the foundation for
future sales which, otherwise in the normal
course of events, would never have been made.

There is no question but that the more peo-
ple the phonograph store interests through the
use of concerts the more prospects it will dig
up and the more business it will get.

Your mind is the fountain-head of oppor-
tunity; why not use it?
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Record Service That Pays Big Dividends

When the Salesman Is Compelled to Say “We Are Out of That
Record” Sales Are Lost Unless the Desired Selection Is Secured

The proposition has been demonstrated time
and time again that where competition is keen
the dealer who conducts his business along the
most efficient lines and extends the best service
never lacks patronage. Experience has proved
that a merchant’s success is measured by these
things, provided that he handles standard and
worth-while products. And of all the elements
that make up a business enterprise service is
probably the most important, for by this means
patronage can be built up.

These are the principles which have proved
eminently successful in building up a large fol-
lowing for the Ideal Music Co., which is located
in the center of the financial and commercial
district of downtown New York. In addition
to the Gotham establishinent, this firin operates
stores in Newark and Plainfield, N. J.,, and in
Brooklyn, N. Y., and the Victor line is featured
exclusjvely. The New York store is under the
direct management of Edmund V. Bragdon,
treasurer of the company, who, by the way, is
one of the real live wires of the trade.

Catering to Business People

As has been mentioned, the New York store
is in the financial and commercial district of
the city and the only persons who spend any
time there are on business bent. The problem
of building up a steady clientele is an entirely
different one from that with which the neighbor-
hood talking machine retailer is faced. The
office workers and business people who spend
their days in the giant business structures which
crowd one another in this district are all com-
muters. Each morning they pour forth from
subways, trains and ferries, many of them
coming from towns and cities forty and fifty
miles distant. They do their day's work and
then rush for the same vehicles of transporta-
tion to take them home. From this brief de-
scription of the conditions which the Ideal
Music Co. must face it will readily be seen that
entirely different methods must be utilized in
bringing the store to the notice of prospective
customers than the neighborhood dealer has at
his command. Newspaper advertising here is
worthless, personal canvassing is out of the

question and direct mail to individuals in offices
is impossible, and these are the obstacles which
this company has successfully surmounted.

While a merchant so situated cannot use the
methods of the dealer in the small town or
one who caters to residential districts, the latter
will find much of value in some of the prac-
tices emploved by the Ideal Music Co. For
example: Mr. Bragdon has instituted a service
program in the inerchandising of records which
has resulted in the sale of thousands of dollars’
worth of records, the majority of which would
not have been sold otherwise. He noticed that
often there is a shortage of a certain record
and that when customers were told that that
record was not in stock they often went out
without making any purchase, nor did they
ever take the trouble to come back later to
determine if the record had been secured as
promised. To retain this patronage and at the
same time extend a service which would result
in increased sales the Ideal Music Co. had two
cards printed, one on which the customer is
asked to place the name and number of the
record desired which was not in stock, as well
as other information, and the other is a special
post card to be mailed to the customer when
the record desired has been secured. The first
card is reproduced below so as to give some
idea of the form followed:

PLACE THE NUMBER DF THE
AECORD DESIRED MEAE —
USE A SEPARATE CARD FOR EACM RECORD
WITHOUT OBLIGATION YO ME, KINOLY NOTIFY ME WHEN YOU
CAN SUPPLY THE ABOVE RECOROD.

Darve

NAME M

ADDRESS =

IF YOU DO NOT KNOW THME NUMBER OF THE RECORO
WRITE NAME MERE

}:‘ —_—— =
NDYICE BENT

The reverse side of this card is devoted to a
cleverly worded message to customers which in
reality is an advertisement of the plan of order-
ing records which do not happen to be in stock.
The reasons for the necessity of the service

right position.

234 West 39th Street

To Do or Not 1o Do

A Good Holiday Business
Depends Upon Today’s Decision

. It is an undisputable fact that the months of November and December
mean the biggest business for the Sonora dealer. Those who have ordered
enough merchandise for the Holiday Season will find themselves in the

The dealer who wants to profit by past experience will

understand this message—and act at once!

SSonorgl

@reater City Phonograph Co., Inc.

Exclusive Distributors for Now York, Staten Island
and the Lower Hudson Valley

New York

are briefly and clearly outlined in the following

neatly printed text:

g e
IDEAL SERVICE COUNTS

To our friends:

As you no doubt know, there has been a great
shortage of Victor records. This condition, we be-
lieve, will right itself in the near future.

You are probably looking for some of the ‘hard-
to-get” records. Without obligation to yourself, let
us notify you when we can supplv them. We will
gladly furnish all of these cards you need.

Ioear Music Co.

llIlIIIHIIIIIIII|IIIHIIIIIIIIIIIIIIIIIIIIIIII.IIIIII
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When a customer asks for a record which
the company happens to be out of the sales-
man iimmediately suggests that he be permitted
to secure the record for hiin or her and one
or more of these cards are given to the patron
to fill out. One card is used for every record
desired.

When the record has been secured the fol-
lowing printed card is mailed to the customer:

Your VICTOR RECORD Is Here

We have Just recelved a supply of

Record | NOimama— =a = o == oo o = - - e ST il R - i LT

One of them Is belng reserved for you. ond we will hold it

for you for three days.
Music Co

When In—ask to heor Record.
29dJotnw ST New Youw.

That this plan has been a tremendous factor
in increasing the record businexs of the Ideal
Music Co. there can be no doubt when it is
considered that during a recent shortage of
certain records over a thousand dollars’ worth
of “deferred” record orders were filled with the
aid of this system. In addition many people
who were very infrequent purchasers iwere
turned into steady customers through this con-
crete evidence of willingness to be of service.
This may seem a small thing in itself, but the
results speak for themselves and no talking ma-
chine dealer can go wrong if apparently small
things such as this are developed for the bene-
fit of patrons.

IMPORTANT RADIO CONFERENCES

Leading Manufacturers and Distributors Plan
Meeting to Promote a Better Understanding

It was announced recently that leading manu-
facturers and distributors in the radio industry
would meet in a series of conferences in the
near future to promote a better understanding
among radio manufacturers and broadcasters.
These meetings will be sponsored by the Na-
tional Radio Chamber of Commerce, and a pre-
liminary conference was held a few weeks ago.

At this meeting J. Walter Drake, assistant
secretary of the Department of Commerce, gave
a very interesting and informative talk, during
the course of which he expressed the hope that
the radio industry would co-operate with the
National Radio Chamber of Commmerce in its
work of organization. Mr. Drake made it plain
that unless the radio industry was in a position
to express its desires in \Washington with a
united front, the opinions and wishes of indi-
viduals could not be accorded consideration.

OKEH DEALER ENLARGES STORE

Passaic, N. T., November 7—Max Laiks, at 145
Second street, this city, is now the owner of one
of the most attractive stores in Passaic. In
addition to his general store, Mr. Laiks re-
cently took over the establishment next door
and has turned it into an up-to-date phonograph
and record store. Six booths have been erected
and Mr. Laiks, who is an exclusive Okeh dealer,
i< making plans for a banner holiday trade.
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Spanish Desk Model—Cabinet
finished in either mahogany
or American walnut. Interior
completely lined with golden
bird’s-eye maple. Retail
price, complete........ $825.00

Jacobean Console Model—
Built of American Walnut
with artistically matched
paneling. Exemplifies late
Jacobean design. Retail price,
complete ............. $775.00

.-

Al ,
sets are regenevative —
Licensed  under Arm-
strong U. S. Patent No.
1,113,149,

Kennedy receiving

5
v -

cabinet with inlay

Retail price, complete

An Unusual Radio
Merchandising Opportunity

New Kennedy Radio Sets, greatly simplified,
now available in exquisite furniture models

HERE now exists a real opportunity for one music dealer in each
community to secure exclusive representation for the new Kennedy
radio furniture models.

‘Two things give these new Kennedy radio models their unusual mer-
chandising possibilities:

First, the radio units in these models have been perfected in the
Kennedy Engineering Laboratories so that now anyone without pre-
vious knowledge of radio can operate them. This also makes it easy
for your piano and phonograph salesmen to successfully sell these
Kennedy sets.

Second, the furniture in which these new units-are housed is in period-
architecture, produced by skilled designers—it is so exquisitely pro-
portioned that it lends itself to the most refined surroundings. Dials
and external trimmings are gold plated—loud speaker built in. Equip-
ment includes individual phones. tubes and batteries. All fully en-
closed. :

In a word, the Kennedy organization has lifted radio out of the
“technical” class—simplified it and put it on a plane with the most
tasteful drawing room furniture.

The Kennedy merchandising policy calls for the appointment of only
one music dealer in each community. Protection is complete and with
it comes the assurance of prestige and profits that are highly desirable.

Descriptive hterature and dealers’ dis-
counts sent on request. Write or
wire for exclusive dealer proposition

THE COLIN B. KENNEDY COMPANY
SAINT LOUIS SAN FRANCISCO

EDY

Model X — Beautiful
hand-rubbed mahogany
of
satin-wood and ebony

$285.00



16

Sell the Idea that

THE TALKING MACHINE WORLD

Novemper 15, 1923

Vigorous health and summer-time pep can be main-
tained during the winter months by exercising to

DR. KELLOGG’S
HEALTH LADDER

Columbia
New Process RECORDS

2

S
|

S

“{2'\«’\3\;‘_/ /*., “)

p&

OU can do your customers no finer

service than to sell them the way to
build up health and energy during these
winter months.

Why? Because health is what people
want, During the summer they had it be-
cause they were out of doors and exercised
in play or at work. Winter-time, however,
hinders outdoor activity. Unless there is
a substitute the inevitable follows—mus-
cles become soft and flabby, circulation is
impaired and resistance is lowered.

Here then is your opportunity. Sell
these people Dr. Kellogg’s Health Ladder
—a system of enjoyable exercises given
with inspiring music on Columbia New
Process Records. The man or
woman who buys the Health Ladder
and uses it daily will soon possess
again the summer-time health and
vigor which makes life a pleasure.

e ~———
..\_“3 o
A

-

In offering Dr. Kellogg’s Health Lad-
der to your trade you have one of the
finest series of physical exercises ever
arranged. For over forty years these ex-
ercises have been an important feature of
Dr. Kellogg’s system of health treatment
at the famous Battle Creek Sanitarium.

Dr. Kellogg’s exercises are right for the
business man, his wife, son and daughter.
Old and young, all are considered, not
solely the trained athlete, as might be the
case were the director a specialist in
physical drill or athletics.

Y our customers need the Health Ladder
to increase their happiness and efficiency
—to add years to their lives. If you have

the Health Ladder you can sell it to
them. Supply yourself now. The
Health Ladder retails for $10.00 a
set. Place your orders at once so as
to get this profitable winter business.

COLUMBIA PHONOGRAPH
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Exercise is Health

and Exercise with Music
is Pleasure

This is the envelope containing
one of the five records of the
Health Ladder. Notethe help-
ful charts describing each ex-

et gy
Doty Harre:?&’aﬂ%‘

7

GrafeS

Dr. John Harvey Kellogg,
founder and presiding ge-
nius of the famous Battle
Creek Sanitarium,at Battle }

Creek,Michigan. i

ercise.

A Description of Dr. Kellogg’s Health Ladder

R. KELLOGG'S Health Ladder is a

series of five records, including twenty
different exercises, directed by Dr. Kellogg
exclusively for Columbia Records. These
exercises are divided into groups called
“rounds,” of which there are eight.

The arrangement of the exercises of
the Health Ladder is such as to bring all
parts of the body into active play, thus
encouraging symmetrical development. So
well graduated are the exercises that those
unable to go through the entire series at
first can advance from one “round” to an-
other as their strength increases.

What the Health Ladder aims to ac-

complish can be summarized as follows:

1. To correct wrong poise in sitting or stand-
ing, bad postures at work, such defects in
physique as flat chest, round back, projecting
abdomen and forward carriage of hips.

2. To improve breathing and circulation by
strengthening the heart, chest muscles, diaphragm
and abdominal muscles.

3. To restore as nearly as possible to normal
position the prolapsed or fallen stcmach, liver,
kidneys, colon and other abdominal and pelvic
organs.

4. By localized muscular work, to remove un-
due accumulations of fat.

5. By general muscular work to improve the
general nutrition, thus increasing vital resistance,
endurance and mental and physical efficiency.

COMPANY -« « NEW YORK
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SELECTfr:lG THEIR FAVORITES

The ALBUM method EXCELS all other RECORD FILING systems EVER

To the Trade:

our production.

fied customers and repeat orders.
to justify it.

ALL OTHER DISC RECORDS

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

New York Office, 54 Franklin Street, Telephone, Franklin 1227, James E. Maguire, Representative

Our Record Album factory—all or any part of
it—is at your command. Hundreds of customers
can and will gladly testify as to the good quality of

Our large and growing business is due to satis-

Imprint (firm name or trade mark) stamped on
covers if desired when orders are sufficiently large

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

TRIED

THE PERFECT PLAN

All Set for the Talking Machine Men’s Ball

Over Score of the Leading Recording Orchestras Agree to Furnish Music for the Evening of
November 21—Present Prospects Are for a Record-breaking Crowd

P’lans are now completed for the annual ball
of the Talking Machine Men, Inc., to be held
at the Hotel Pennsylvania on Wednesday eve-
uing, November 21, and which from present
prospects promises to eclipse previous affairs of
the same order held by that organization. The
committee in charge of the arrangements has
succeeded in lining up for the ball the great
majority of the leading recording orchestras,
the list reading like a directory taken from all
the catalogs, and the names offered are such as
should insure a tremendous attendance on the
part of the public.

Among the orchestras that have promised to
provide music for the ball are included the fol-
lowing: All Star Trio, Ben Selvin’s Orchestra,
Bennie Krueger’s Orchestra, Ben Bernie’s Or-
chestra, Brooke Johns' Orchestra, Carl Fenton’s
Orchestra, California Ramblers, The Colum-
bians, The Collegians, Coleman’s Montimartre
Orchestra, Charles Dornberger’s Orchestra,
Dixieland Jazz Band, Elkeles’ Club Deauville
Orchestra, Great White Way Orchestra, Gene
Rodemich’s Orchestra, Jos..C. Smith’s Orches-
tra, Memphis Five, Paul Whiteman’s Orchestra
(Himself), Paul Specht's Orchestra, Ray Mil-
ler’s Orchestra, S.S. Leviathan Orchestra, Ted

Lewis and Band, Tennessee Ten, The Virgin-
ians, Vincent Lopez and His Orchestra, Yerkes’
S.S. Flotilla Orchestra and Zez Confrey and
His Orchestra.

The main problem seems to be at this time
that of arranging a schedule that will permit
of all the orchestras playing one or two num-
bers each and still keep within the time limits

set by the hotel. Last year the grand ballroom
of the Pennsylvania was packed almost to suf-
focation by those seeking the opportunity to
dance to the music of the recording orchestras,
and although a slightly higher price for tickets
prevails this year, it is confidently believed that
the crowd will be as large.

The ball is held by the Talking Machine Men,
Inc, for the purpose of building up the treas-
ury of the organization to enable it to carry on
co-operative advertising campaigns for the bene-
fit of its members and to engage in other work
calculated to help the trade and the cause of
music generally.

Victor Co. Factory Working Under Pressure

Various Departments on Overtime Basis in Effort to Meet Heavy Demands for Victrolas and
Records—Substantial Increase in Record Business Is Reported

At the present time the factory of the Victor
Talking Machine Co. is one of the busiest
manufacturing plants in the East with all de-
partments working full time under pressure and
a goodly number of them overtime in an effort
to keep up with the demand for both machines
and records, and to overcome the annual short-
age that is already making itself felt in respect
to the former product.

The immense building just completed to
house an addition to the company’s record
pressing plant has not yet been occupied for

is not a loading proposition.

INSTEAD,

EXAMPLE

Orange

RITRE (VNG ARTIST )
DIKEERENCE
v .

e 2 S

THE EDISON PROPOSITION

it is a quick turn-over proposition.

after example can be cited to show that, with ordinary effort, a mer-
chant can turn-over his initial investment several times a year.
will gladly tell you how. Just drop us a line.

Popular Priced Models—From $100.00 up
Smooth Surface White Label Records

The Phonograph Corporation of Manhattan

Metropolitan Distributors

We

New Jersey

that purpose, although it will be soon after the
first of the year, the empty space is being util-
ized to good advantage in helping out tem-
porarily other departments of the business.

According to officials of the company the de-
mand for records has shown a substantial in-
crease over that registered during previous
years, due to two causes, among others. First,
the new system of weekly releases which makes
for a heavier distribution of popular numbers,
and, second, the double facing of Red Seal rec-
ords, a no mean task in itself, which has served
to stimulate that division of the record business.

While utilizing their existing facilities to the
uttermost, the Victor Co. is busily engaged in
perfecting, and, for that matter, carrying out
plans for increased production right along the
line. These include the new pressing plant in
Camden, the building for which is now com-
pleted, and the recording and pressing plant in
Oakland, Cal, which is now actively under
coustruction and which when completed will
serve to take considerable pressure off the main
headquarters.

SERIES OF EDISON CHRISTMAS ADS

A series of dealer ads designed for use in
holiday campaigns has been prepared by Thomas
A. Edison, Inc. These advertisements are up
to the usual high standard of the work turned
out by the Edison advertising department in its
dealer publicity service. The console phono-
graph as an appropriate Christmas gift is given
prominence. The layouts of the ads are appro-
priate to the season, making an effective display,
and dealers can secure mats and electros by
communicating with the advertising department
of the company.

The Rudd & Rix music store, Green street,
Herkimer, N. Y., has been purchased by Robert
A. Bothwell, formerly manager. He will con-
tinue the business under his own name. A
complete line of Victor talking machines, rec-
ords and sheet music is handled by this concern.
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Imported Recordings

Through the International Talking Machine
Company, the oldest and largest in Europe

A new phase of phonograph Record Merchandising

ITH the introduction of imported recordings, phonograph
record dealers in all parts of the country have grasped a
new merchandising possibility.

Other industries have for years taken full advantage of the magic
influence of the word “imported.” The buying public of America
has been taught to regard imported merchandise as particularly
desirable. For the products of the Old World, from briar pipes to
clothing fabrics, have a quality distinctively their own, which
domestic merchandise cannot duplicate.

The General Phonograph Corporation has for the past year been
amassing a carefully selected repertoire of imported recordings for
the purpose of supplying American record dealers with a line of
“"imported recordings” which would have no domestic equal.

Already the music lovers of America are becoming familiar with
the superb, musical value of those Old World recordings. On
the following two pages we have endeavored to briefly summarize
the desirable qualities of these recordings and give dealers an in-
sight into this new phase of record merchandising.

It will pay you to read the following pages!



Imported

Odeon R«

N the past, only those people who traveled in Europe were

privileged to hear famous European artists at their best, for it has
long been a recognized fact that artists from Europe lack the
necessary Inspiration of their art when away from their own countries.
Although these artists are frequently heard in this country, their
performances do not possess the superb brilliancy that characterizes
their appearances in their homelands. Now, however, it is possible
for everyone i the United States to hear the celebrated European
artists at their very best—to possess phonograph records made by
these artists right in their own countries, under ideal musical and

artistic conditions.

The following records
selections a

Rare Recor«

1;".?14 Hungarian Rhapsody No. 2 (Part 1) ...FEuropean Sym. Orch 130_45 Frasquita—\Valtzes .......... Marek Weber and His Orche
m. ; m.
f $1.25 | Hungarian Rhapsody No. 2 (P"art 2) ....Europcan Sym. Orch. $1.25 | Serenade Tarenghi .......... Marelk Weber and His Orelig
‘ Iémi(:ls Brummel Petrus—-lhitermezzo ........... Dajos Bela Orchestra 130,46 Electric Girl ............... Marck Weber and His Orche
$|_25; The Wedding of Sleeping Beauty ...... .Dajos Bela Orchestra $1_]2n;' Mangia, Mangia, Papirusa'! ......Marek \Weber and His C
| 12;017 | Blue Danube Waltz ..........Marek Weber and His Orchestra 3048 | La Seremade .............ic.l... Marck Weber and His C
n. . . 12 in. } La Lune Qui Danse (The Dancing Moon)
$1.25 | Southern Roses Waltz ........Marek Weber and 1lis Orchestra $1.25 Marek \Weber and His Orche
3024 | Silent Night, Holy Night—First Violin, Sccond Violin 3049 ine— : i
12 in. } and Organ .. ... e Marek Weber Trio 12 in. 'Ballade Argeniine =T mssevel Aarek \\:eber and HTS .
$1.25 ) Song of Christmas—Violin, Harp and Organ..Marek Weber Trio $1.25 , Tango Pervers—Tango ..........Marek Weber and His C
1230izns | Greetings of Joy S - wmnn - Marek Weber and His Orchestra 130.52 Pas Du Cygne ................ Dajos Bela and His Orche
n I in. | s .
$1.25 | Sunset On The St. Lawrence...... Marek Weber and His Orch. $125 | Dreams Of The Flowers ........ Dajos Bela and His Orche
| 150.33 Premicr Oui—Hesitation Waltz .. ... Dajos Bela and His Orch. lgo::(’ Pelican ..................... Marek Weber and His Orche
in. . .
! $1.25 | Le Tango Du Reve—Tango..........Dajos Bela and His Orch. $1.12ns Salome .....................Marek \Weber and His Orche
t ]gq35 Batik—Valse Boston ............... Dajos Bela and His Orch.
m. p . 1 .
$1.25 | Papillon—Valse Boston ............ Dajos Bela and His Orch. ReCOl‘(
123(23.17 Dreaming ....... ... ........ Marck Weber and His Orchestra maHUf:
$1.25 | Souvenir De Marie .......... Marck Weber and His Orchestra L
1230,?? Just One Night .............Marck Webler and Ilis Orchestra Unlted
. | Fcstasy of Love ............ Marek Weber and His Orchestr .
& A RECORDS ~maker
GENERAL PHONOGRAPH CORPORA’
= —— e
‘__. sem— r— p—— — e il




cordings

BY special arrangements with the International Talking Machine
Co., we alone are able to import through them the matrices of
recordings by world-famous operatic stars, internationally known
musical organizations, and the foremost musical celebrities of practi-
cally every country In Europe. We then press the records 1n the
Okeh factories and release them under the Odeon Label. FEach
month a notable selection of these splendid recordings is released,
and the rapidly increasing demand for them is a clear indication of -
public approval. They are bringing to the music lovers of America
a greater familiarity with, and a finer appreciation for, the true worth
and beauties of Europe’s music.

Dealers who feature these remarkable recordings gain not only new, steadily-buying

customers, but also build invaluable reputations for handling a line of records that 1s
of an unusually high standard and quality.

typical examples of the
ble from our

mportations

130'61 Colombinella ............ ..Marek \Weber and His Orchestra SPECIAL ALBUM SETS
m.
$1.25 ) Ambrosia ...................\Marek Weber and His Orchestra Symphony in B Minor
13016: I DRI A1 R b rveis o i s Dajos Bela and His Orchestra 5008 } Symphony In B Minor—1Ist Movement
$1.25 | Whispering Flowers ............Dajos Bela and His Orchestra 12 in. | Symphony In B Minor—Ist Movement (Continued)
3066 ] Forget Me Not .................Dajos Bela and His Orchestra 50-09 } Symy i e A\l.mor IRt oepen {Coitmed )
12 in. ) . 12 in. ) Symphony In B Minor—2nd Moyement
G125 ||| FEE AT R .....Dajos Bela and His Orchestra )

5010 } Symphony In B AMinor-—2nd Movement (Continued)
130_67 Amra ................v......\Marek Weber and His Orchestra 12 in. } Symphony In B Minor—2nd Movement (Continued)
12 in. -
$1.25 Invano «....ooviiii .vv-v....Marek Weber and His Orchestra Played by Eduard Moerike and the Orchestra of
3070 ) . N ey - The German Opera House, Berlin
Bin Prelude In C Sharp \Minor ...... Marek Weber and His Orch. Sold Tn Sets Only Retail Price, $3.00

$1.25 Minuet In G (Op. 14, No. 1) ....Marek Weber and His Orch.
Der Freischutz and Oberon Overtures

5022 } Der Freischutz—Overture, Mart 1

3072 | Schubert Serenade—Violin, Tarp and Organ
12 in. Marek Weber Trio
$125 | Serenade Toselli—Violin, Harp and Organ...Marek Weber Trio

12 in. } Der Freischutz—Overture, Part 1]
5023 ) Der Freischutz—Overture, Part 111
. !
1 Europe 9 12 in. } Oberon—Overture, Part 111
= S024 1 Oberon—Overture, Part 1
ed m the 12 in. } Oberon—Overture;, Part 11 p
es by the Played by Edunard Maoerike and the Orchestra of

The German Opera House, Berlin

he famous R E C O R D S Sold In Sets Only Retail Price, $5.00
) N OTTO HEINEMAN, President NEW YORK
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When you stop to realize—

(continued from the preceding pages)

That each month the General Phonograph Corporation releases
more Dance Records than any other company;

That our Foreign Language Records are made by native artists
in their native lands-—and, therefore, have a genuine appeal to
the millions of foreign-born Americans;

That OKeh Records are the first on the market with the hits:

That some of the country’s most famous artists record exclusively

for OKeh:
That OKeh Race Records are supreme in the colored field—

You must agree that it will pay you to handle

O:Kef\, Records

The Records of Quality
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Know Your Overhead and Prevent Losses

Dealer Handling More Than One Line Must Keep Accurate Check
on Each to Get a Correct Idea of His Profits—A Simple System

A fundamental principle of business inanage-
ment is to know accurately the overhead ex-
pense so that a close check can be made at all
times to determine profits. Undoubtedly every
merchant, whether he be in the talking machine
business or in any other enterprise, has some
method of determining his profits, but there
are many merchants wvho, through faulty sys-
tems of cost finding, imagine they are making
a profit when the contrary is the case. When
a single line is handled it is a simple matter to
secure an accurate idea of actual profits, but
when two or more lines are carried the problem
becomes more complicated. The larger con-
cerns which operate various departments, such
as talking machine, record, musical merchan-
dise, radio, etc., have more or less elaborate
systems of cost finding, enabling them to know
the overhead of each department and also
which lines are paying and which are failing
to make good. Many small dealers, however,
do not operate departments, although they may
handle several lines, and also in many cases
there is little or no effort made to determine
exactly what the profits are from each line of
goods handled. Too often the cost finding con-
sists merely of treating the business as a whole,
and where this method is practiced there are no
accurate data on actual profit or loss in the
handling of the various lines.

The profits of one line may be eaten up by
another which is consistently losing inoney.
Without accurate information it is impossible
to determine where the trouble lies and, conse-
quently, the dealer is unable to take measures
to eliminate the loss, either by improving his

merchandising policy or by discontinuing the
line which is not proving profitable.
A Case in Point

The case of a certain dealer which came to
the attention of the writer a short time ago
excellently illustrates this point. This merchant
operated a fine, large establishment in a pros-
perous section of a large city not very far dis-
tant from New York. His talking machine and
record business was doing well, but one day he
conceived the idea of installing a line of cam-
eras and accessories and for this purpose he
spent considerable money in purchasing a spe-
cial showcase and wall cases for a fair-sized
stock of photographic necessities. He spent very
close to a thousand dollars for stock and fix-
tures. His main object in selecting cameras
was to bring people into his store to get ac-
quainted with him and the fine line of talking
machines he handled. According to his own
statement he made no effort to determine what
it was costing him to run this department.
Where this dealer made his first mistake was
in selecting a line entirely foreign to the music
business. His second mistake was in overlook-
ing the fact that just around the corner was
a store which specialized in cameras, printing
and developing, which had an established repu-
tation and was getting practically all of the
trade in that line in that neighborhood. His
third, and perhaps worst, mistake was in not
lkeeping an accurate check on the cost of oper-
ation of this new venture. As a matter of fact,
when this last failure was brought home to him
he realized that he was spending a good bit of
money for something which was bringing him

practically no return—this money might better
have been spent in some good advertising.

It often has been emphasized that quick stock
turnover and a fair margin of profit are the
two essentials of success, but if the dealer does
not know what it is costing him to sell his
goods he has no mieans of fixing a fair price.

How One Dealer Does It

A large and successful talking machine estab-
lishment, which has a number of lines, keeps
separate accounts for each, and every month
the profit and loss statement is drawn up by
the auditor as follows: The gross sales are
first determined. From this are deducted, in the
case of talking machines, the loss on returns,
allowances and discounts, if there are any. Then
the cost of goods sold is deducted, giving the
gross profits. From the gross profits are de-
ducted the cost of advertising, rent for the
space occupied (if one-third of the entire floor
space is occupied one-third of the rent is
charged), salaries (this includes salesmen, can-
vassers, collectors, bookkeeping, etc.), freight
and cartage, light, heat, phone, etc., giving the
net profits. If interest is charged on sales or
any other income is derived from other sources
this is placed under the head of miscellaneous
income and added to the monthly net profits,
giving the total net profits of the talking ma-
chine section of the business. This is a very
simple system and one which can safely be used
for every line or department of the store, thus
giving the dealer at all times a clear idea of just
how he stands. Where several lines are han-
dled the net profit of each department must be
added to determine total net profit.

-
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A \\ VICTOR ARTIST | The Da-Lite Electric Display Co.

 DOUBLE FACED RED SEAL To Increase Sales

!l New Double Faced

« RECORDS

Now that the Victor Company has double-faced their Red Seal records and at the same time greatly
reduced their price,” it will, no doubt, create a greater interest from those who formerly confined
their purchases to the popular releases.

It is an opportune time for dealers to make a special effort to interest their customers in this higher
standard of music rendered by the celebrated artists that record exclusively on the Victor Red Seal

Supplementary to our regular weekly service featuring one popular record each week, we have issued
a series of fourteen panels of Red Seal artists (portraits drawn from photographs) four of which we
If this series of panels is of interest to you, write us for descriptive circular with prices.

X ARTISTS FEATURED

} Caruso Chaliapin
Galli-Curci Gigli

| Louise Homer Jascha Heifetz §
Jeritza Fritz Kreisler
John McCormack Paderewski
Rachmaninoff Ruffo
Schuman-Heink W errenrath

1 116 No. Erie Street Toledo, O.

nz:n SEAL RECORDS
Y

vVICTORJA
RED SE AL HHFEIZ

Come in and hear this
VICTOR ARTIST

Double Faced
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RED SEAL RECORDS
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Reawakening Public Interest in Records

More Irntensive
Benefit of More

The practice that has now become general of
releasing records at weekly intervals or even
oftener presents many new angles for the con-
sideration of both manufacturers and dealers
and calls for a general rearrangement of dis-
tributing methods in order to take full advan-
tage of the new opportunities and conditions.

The present systemi of release necessarily
means that many former production, selling and
promotion plans and strategies must be, and
to a large extent have already been, relegated
to history. Around the new system of what we
may term ‘“ready release” new plans of manu-
facturing and merchandising have naturally been
created. While a good deal of this work has
already been done by the manufacturers, and
to a certain extent by distributing interests, the
process has by no means been completed in that
many refinements will come through actual ex-
perience, :

In the first place, the weekly, or even daily,
release of new records, as compared to the sys-
tem of monthly releases which existed so long,
is a natural development of the desire for, and
necessity of, capitalizing on the popular hits
before they have reached the peak of success
and of not delaying until that peak is passed.
Experience proves that the first record issued
of a new popular number corralled a heavy per-
centage of the demand for that number, and
the natural development was to arrange for the
release of all new records as soon as possible.
There was a twofold reason for this. First,
the force of competition, and, secondly, the idea
of securing an increased. volume of public
patronage.

In conjunction with the new plans to release
records at short intervals, most of the manu-
facturers are producing supplements and other
publicity and sales material designed to cap-
italize on tlie reawakened public interest with
the utmost completeness. These supplements
and bulletins compare most favorably with those
in effect when monthly releases were the vogue,
and they describe each release in an illumina-
tive, newsy and effective style. The most im-

portant thing for the dealer to do, therefore, is

to see that these supplements and other pub-

licity matter go into the hands of his cus-

tomers and prospects with a minimum of delay.
Mailing the Bulletins

There has been much discussion relating to
the mailing of record bulletins. This discussion
has centered mainly on whether or not to in-
clude form letters, whether the letters should
be filled in, what kind of envelopes the bulletins
should be mailed in, etc.

After checking up the methods pursued by a
large number of retail merchants handling va-
rious makes of records, the writer has concluded
that the best system is to mail the bulletins out
without any letter or any other enclosure of
any sort. In the first place, this is the cheap-
est method, and, in the second place, it neces-
sarily concentrates attention on the newsiest
part of the dealer's message—namely, the new
records themselves. In the third place, the bul-
letins supplied by the manufacturers are gener-
ally of a higher grade in so far as paper, printing,
illustrations, typography, etc., are concerned
than the literature produced by the local re-
tailer. Consequently, unless a good deal of
money is spent on the matter sent out with the
bulletin by the dealer —and this additional
matter obviously adds distraction—the impres-
sion on the recipient will not be uniformly good.

Finally, as regards the envelopes, on account
of the fact that the bulletins relating to current
releases are so small in comparison with the
former monthly bulletins, they can be readily
enclosed in the ordinary envelope of the dealer,
although special envelopes which permit flat
mailing are probably more desirable.

The Factor of Economy

The work incident to the mailings of the type
recommended above is as follows: In the first
place, the list of customers and prospects
should be stenciled so that mailings may be
made promptly and at a2 minimum of expense.
In the second place, the list should be con-
stantly edited so that the deadwood may be cut
out and new names constantly added. Provision

o

1674 Broadway

ALBERT CAPMPBELL
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FRANK CROXTON

EIGHT POPULAR
VICTOR ARTISTS

In Concert and Entertainment
Personal Appearance of

Eight Popular Favorites on
One Big Program
A live attraction for live dealers and jobbers

Bookings now for season 1923.1924
Sample program and paniculars upon request

PHILIP W. SIMON, Manager

i

New York City

§

MONROE S1LVER.

JOHN MEYERS

Popular Ensembles including

Campbell & Burr - Sterling Trio - Peerless-Quartet

FRANK. BANTA.

Merchaﬁdising Methods Necessary to Get Full
Frequent Releases of Records, Says L. H. Holt

must also be made for the placing of the deal-
er's name and address on each bulletin mailed
out. This should preferabiy be done by print-
ing, but where there will be too much delay
in time and the cost also is thought too high
these should be done by plain embossing. Ma-
chines for this purpose can be procured at a
cost of but a few dollars and the effect is in-
finitely superior to that of rubber stamps, which
are generally blurred and offset
Persistence Is Necessary

The foregoing discussion pertains to an in-
dividual mailing, but it must be clear that if a
prompt clearing of the information about new
releases is important for one day or one week,
it is just as important for every other day and
every other week in the year. A trip through
a daily newspaper plant should.afford inspira-
tion of the right sort.

In other words, the newsier the news is, the
imore important are the results to be secured by
conveying it to the dealer’s customers. There-
fore, in view of the present system of release,
every dealer should plan to immediately clear
each and every release along lines similar to those
suggested above. Promptness and consistency
should be the watch words of the retail industry.

Coincident with the new plan of record re-
lease, there are many other things which require
attention, although, as has been stated, the mat-
ter of bringing the news to the public by direct
mail through bulletins is the first and most
important thing for the dealer to do.

Educating the Public to Visit the Sfore

The next important thing to do is to ever-
lastingly foster a habit on the part of the public
to continually visit the store in order to hear
and learn more about the new records. Hither-
to the practice has been to educate the public
to come in only once a month, but now there is
occasion for a constant procession of visitors
and that habit should be aided and abetted in
every possible way. Posters and bulletins in the
store, the conversation of the sales organiza-
tion, the window display and many other ave-
nues should be continuously employed to build
the line of visitors into ever larger proportions.
Also this new development in record release
means that record demonstration booths of a
comfortable and acoustically correct character
are more important to the dealer’s success than
ever. It also means that as the number of
visitors is increased the facilities for their
reception should be steadily increased.

Again, there is the proposition of newspaper
advertising. This, of course, in the case of
many dealers cannot be done on an extensive
scale. At the same time every dealer should
make some effort to call the attention of the
public to the new records and should be con-
tinually inviting the public, through the medium
of the newspapers, signboards and other ad-
vertising media, to come in and hear the new
records. -

There are, of course, many other angles to
this record selling problem, but the most im-
portant ones have been touched on in this
article. A more comprehensive analysis will
be possible after the table of trade experience
has grown more extensive, but meanwhile it is
highly important that every retail talking ma-
chine dealer fully appreciate the tremendous
opportunity that the new system of record re-
lease offers to keep his business and his prod-
ucts constantly before the public and in an
extremely newsy and, therefore, influential way.

The new system of releasing records un-
doubtedly requires a type of enterprise which
is redundant with the spirit of that old adage
about the early bird and the worm. In other
words, quick action is the kevnote.
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He’s a wise bird who con-
sults his wholesaler —
often—before holiday
times!

Ask any Pearsall
dealer, he'll tell you

J‘Desire to serve, plus ability”

THOS. F. GREEN, President
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Timely Holiday Business Buﬂdmg Stunts

W. B. Stoddard Tells of Some Clever and Successful Publicity
Ideas Which Any Talking Machine Dealer Can Use to Advantage

Now is the time when dealers should plan
their holiday campaigns in the way of window
displays or newspaper advertising, for any stunts
they wish to pull off should be made the first
of December, immediately following the with-
drawal of the Thanksgiving displays. Indeed,
the campaign should be under way before the
first of December, particularly if the dealer
wishes to interest patrons in a Christinas Club.
Many who would like to buy a talking ma-
chine do not feel that they can afford the out-
lav at one time, and if convenient payments
are stressed, the holiday sales will be greatly
increased. A St. Louis firm advertised early
in November:

SAVE YOUR DIMES AND BUY XMAS GIFI‘S
JOIN THE XMAS CLUB THIS WEEK

When the holidays arrive you will have money
for a worth-while gift. This is the plan: Lay aside
$1 the first week; $2 the second; $3 the third; $2
the fourth, and Sl the fifth. \When the hohdays
arrive you will have $9, which will he the first
payment on
A  HANDSOME PHONOGRAPH

If you do this there will he no choosing a gift in
a crowded store, and no frantic wondering as to
“he}'fe the money is to come from for purchasing
a gift.

T L
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A card with a similar advertisement in large
letters was placed in the window, together with
three different models of phonographs from
which to choose.
How a Columbus Dealer Puts It Over
Another trade-indueing stunt was that of the
Christmas Shopping Bell, which was introduced
with much success last year by a firm in Colum-
bus, O. During the latter half of November
they ran in the papers the outline of a big
bell, within which was the announcement:

LRI BB B BTt

CHRISTMAS BELL DAY
Hear Ye! Hear Ye!
Official Christmas Bell Day, December First.
The glad tidings bell will ring in two weeks.
(This was changed to *‘ten days,” ‘a week,” etc., as
the date drew near.)
On this date commences the Christmas Sales Cam-
paign_on Phonographs.
Save now for enjoyment all the year around.
Keep close watch on our wmdows for the open- =
£ ing day =
S e e T e
Upon the day in question the windows and
doors were wreathed with ropes of evergreen

and festoons of it were draped the entire length

of the interior. Mingled with this were sprays
of holly and mistletoe, presenting a very festive
appearance. In the window were set a num-
ber of phonographs on a floor covered with
cotton wadding sprinkled with diamond dust,
while on the cabinets were laid sprays of holly
and mistletoe also powdered as if with snow.
A card beside each machine announced the spe-
cial Christmas sale price at which the machines
would be sold. PRut the chief novelty of the
sale, which compelled the attention of every-
one who passed, was a gong that sounded auto-
matically every half minute. This was placed
over the door, and its insistent clang rose above
the noises of the street, and informed even the
most careless and preoccupied that something
unusual was transpiring.
Novel Stunt in Having Literature Read

At this season of the vear it is advisable to
send out literature on the subject of phono-
graphs supplied by the manufacturers. But
sending it out and getting it read are two dif-
ferent things. A dealer in St. Paul hit upon a
novel plan for securing attention to his cir-
culars. He had received what he considered a
very good proposition for a special sale of
talking machines and was anxious that it be
placed before responsible parties. Accordingly
a number of these circulars were enclosed in
envelopes, and mailed to a selected list of pros-
pects. The envelope bore the name of the firm
and the signature of the president,
heavy type was printed “My personal check pay-
able to you is enclosed herein.” Naturally,
every circular was opened, and therein was
found a check for 10 cents, payable to bearer
on demand. The short letter explained that the
check was in payment for the time spent in
glancing at the circular, and went on to suggest
that a phonograph, of the kind mentioned in the
circular, would make an excellent Christmas
gift. “The interesting feature of the stunt,”
said the manager, ‘“was that a very small per-
centage of the checks were cashed, most of the
recipients seeming to prefer to keep them as a
curiosity. The novelty of our method, however,
caused them to read our circular, as they fig-

while in

FULL LINE of HARDWARE

FOR UPRIGHT, CONSOLE AND PORTABLE PHONO-
GRAPHS. IN NICKEL, GOLD AND SPECIAL FINISHES.

. STAY-ARM

INVISIBLE HINGE

o)
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of the highest calibre.

227 CANAL STREET

DROP DOOR HINGE

We have been catering to the hardware needs of the
talking machine industry for a number of years.
quently we are in a position to give attention and service

H. A. GUDEN CO,, Inc.

Conse-

NEW YORK, N.Y.

ured it must be worth while if we were willing
to pay them actual cash for so doing. As a
result of this little letter we had numerous
telephone calls and visits, and a considerable
number of the instruments we were advertising
were sold through them.
Value of a Smiling Service

At this season of the year smiling service
counts for much, and a dealer in Portland, Ore.,
had capitalized this thought to good advantage.
Stamped on his stationery and emblazoned on
cards is his guarantee:
:mumnuu|nnmnuumunmnnnnumnummmnuumunmm|mmmumnmnnmnn|unuunmmmmuummnmuumu

TO MY PATRONXNS

My custom and policy is to see that every patron
is pleased. It is impossible to serve you all per-
sonally, but I have tried to select salesmen who
will give you the very best of service at all times.
If at any time you should receive discourteous
treatment or are dissatisfied with a sale, I would
consider it a special favor if you would call at my
office and allow me to make amends.

IR SRR =
He has capitalized his smile, for many of his
ads are adorned with a cut of his countenance—
a face lighted up with a pleasant smile that
inspires confidence in the man and his methods.
One of his most effective modes of advertising
is by street-car signs, using his slogan, “Service
with a smile,” his photo and at the bottom
“Sandy’s not nervous, so gives you good serv-
ice.” His ads, too, are highly original, and in
addition to their humor alwavs have a basis
of sound common sense. For example, a one-
column, six-inch ad, with plenty of white space,
was in the form of a little narrative:

“A sweet young thing of sixteen came into
our music store recently and inquired of our
particular Adonis ‘Have you “A Heart That
Beats for Me,” and he promptly fainted.

“Once in a while, of course, a customer will
ask for a record we do not have, but he’s got
to go some to do it this season, as we have
the biggest and classiest line of records in the
city. Ask to hear some demonstrated.”

TR THETTITHG

OLDENDORF BUYS VICTOR AGENCY

LAWRENCEVILLE, ILL., November 3.—G. I. Nunn
has sold his Victrola agency to the Oldendorf
Music House, which will handle the Victor line,
in addition to the Edison, in this city hereafter.
Mr. Nunn has been the sales agent for Victor
talking machines in Lawrenceville for the past
twenty vears, but is selling out in order to have
more time tao devote to his other interests.

LARAWAY CO. OPENS BRANCH STORE

Corvariis, Ore., November 3—The Laraway
Music Co., of Eugene, Ore., recently opened an
attractive branch store at 130 South Second
street here. In addition to thc Victor and
Brunswick lines, pianos are handled. Artistic
interior decorations and arrangement make this
one of the finest establichments of its kind in
this section. Paul B. Norris is in charge.

NEWARK BRUNSWICK SHOP CHARTERED

Newark, N. 1., November 4—The Brunswick
Shop, Inc., of this city, has been granted a
charter of incorporation under the laws of New
Jersey, with a capital of $100,000, to deal in
phonographs, pianos, etc. Henry Gottfried. of
this city, is the incorporator.

COTTON FLOCKS

-« FOR..
Record Manufacturing

THE PECKHAM MFG. C0., FEwWaRk.°N.°5.
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Made in Genuine
Dupont Fabrikoid

(A fine imitation leather)

LIBERAL
DISCOUNTS:

Its outstanding quality—its remarkable tone—its beauty make it as
ideal a phonograph for the home as 1t 1s for the outdoors.

This, together with its low retail price, produces a Christmas gift
that will bring you a sale well worth while!

For the rest of the year there is no phonograph that is so certain
to produce profits as the PAL PORTABLE.

Holiday Orders Are Being Filled Now!

PILLAZA MUSIC CO. ¢

18 WEST 20th STREET NEW YORK

1]
/,//'/ e




24

THE TALKING MACHINE WORLD

Novemeer 13, 1923

NOVELTY CHINESE-WALTZ=S

"I wrong wit
2 reisT

Iy 3 | -

17

{7 - f o=,
ey

3

| ]
| N S 7 (ST AR s SRS s

- 'r-g_ﬁme the clock sirkeshalf past ten, All my thots 9 rush-i

4

ng bak a - ga{n#

Profiteering Price Cutter Is a Trade Pirate

The Hon. Clyde M. Kelly, Representative From

Pennsylvania, Likens Price Cutter to a Spider

Waiting for Unwary Fly—Declares Him Trade Demoralizer and Business Killer

““The profiteering price cutter who takes a
standard, identified, widely wanted article and
reduces the standard price in order to deceive
the unwary customer is a trade pirate,” says
Clyde Kelly,of Kelly-Stephens bill fame. “He isa
spider luring the puzzled customer into his web.
He is not a public benefactor, he is a public
malefactor. His predatory plan is to fool the
purchaser by giving him a few cents on one
transaction so that he may rob him of dollars
on others. He is a price cutter in order to be a
profiteer. He gives twenty-five buyers a bargain
on known goods so that he may overcharge 500
customers on unknown goods. He piles up
profits for his department store or mail-order
house by the tactics of the green goods man
and advertising faker and the deceived public
foots the bill. His success, built on unfair meth-
ods, means higher price and lower quality on all
goods. In the beginning he robs the consumer
by fraud and later devours him by extortion.

“The profiteering price cutter ruins the reputa-
tion of high-grade goods and destroys the good-
will of the makers, thus stealing both purse and
good name in one operation. He advertises
standard goods at a loss and then seeks to per-
suade the public to accept substitutes on which
he makes money. He demoralizes the price and
the product. He forces other dealers to follow
his lead or refuse to handle the article. He
restricts sales and lessens distribution. His un-
fair practices leave the manufacturer helpless to
protect his business, into which he has put his
name, his labor and his money.

“The profiteering price cutter drives the small
distributor to the wall by the worst form of
illegitimate competition. He destroys competi-
tion by the very practices the anti-trust laws
were intended to prevent. He is the cut-throat
competitor who is everywhere and always the
forerunner of monopoly. He is a restrainer
of trade and a lessener of competition. He robs
the neighborhood of their corner stores, which
can give best service under fair competition.
He shouts for a free market where, in a jungle
war, his unscrupulous tactics may give him a
stranglehold on business.

“The profiteering price cutter helps to weaken
the honesty and morality of American business.
He seizes any straw, however flimsy, to free
himself from moral and legal obligations to ful-
fill contracts and obligations. He breaks down

the one-price-to-all system, which is an insep-
arable companion to honesty. He is the author
of many degrading tendencies in business. His
spirit of disregard of fair play ts encouragement
to every cheat in business. He helps rot the
fabric of American commerce. He breeds the
tax dodger and the canceler of honest contracts
and the men who cheat but keep within the
law. He encourages ‘gentlemen’s agreements.’
He is an enemy to the public good and he
must go.”

HAWLEY ON EDISON ACHIEVEMENTS

General Manager of Girard Phonograph Co,,
Philadelphia, Speaks Before Kiwanis Club, of
Trenton, N. J.. and Gets Fine Reception

“The Life of Thomas A. Edison and His
IFavorite Invention” was the subject of an ad-
dress made by 1. R. Hawley, general manager
of the Girard PPhonograph Co., Philadelphia
Edison distributor, before the Kiwanis Club, of
Trenton, N. J., on October 17, by arrangement
with the Hurlev-Tobin Co., Edison dealer in
that city.

Mr. Hawley was the principal speaker at the
regular weekly luncheon on that day at the
Stacy-Trent Hotel, and provided the members
of the club with some exceedingly interesting
facts relating to the development of the phono-
graph as well as numierous other of Mr. Edison’s
inventions.

In summing up his address Mr. Hawley de-
scribed some of the powerful influences which
music has over the mind and predicted that the
phonograph would some day become more than
a means of entertainment. He said that even
now experiments are being conducted at the
Edison Laboratories for the purpose of catalog-
ing the influences which different kinds of music
have over the average mind and for putting the
results to practical use.

Joseph Tobin, of the Hurley-Tobin Co., was
elated with the impression which Mr. Hawley’s
address made upon the club and stated that he
felt it an inspiration for renewed effort in pro-
moting Edison business in and around Trenton.

The Boot Music Co., of Denver, Col.. re-
cently added the Brunswick line of machines
and records. The concern also handles the Vic-
tor talking machines and records.

Let us
MADE BY

PHONOGRAPH CASES
RADIO CASES

Reinforced 3-ply Veneer

The Standard Case for Talking
Machines and Radio Sets

fegure on your requirements

PLYWOOD CORPORATION, Goldsboro, N. C.

Mills in Va., N. C. and S. C.

PLANS NEW STORE FOR JAMESTOWN

Danielson's Music House to Reopen at Former
Location on North Main Street

Janmestowx, N. Y. November 3.—Danielson’s
Music House, located at 17-19 East Third street,
where the Il.auter, A. B. Chase, Mehlin, Pack-
ard and Cable-Nelson pianos and Victor talking
machines are handled, has arranged to open a
new store at his old location, 17 North Main
street, which was burned down some time ago.
A new fireproof building has replaced the
burned structure and the music house will oc-
cupy the ground floor, which will be fitted up
in a modern manner. At the Third street store
twelve booths are available for demonstrating
records and rolls.

MUSIC HOUSE BUYS SITE

Krayatn Faus, Ore, October 30.—A building
plot on Main street, near the Elks’ Temple, has
just been purchased by the Earl Shepherd Music
Co., with a view to erecting a new structure
here in the near future. The lot will afford
thirty-three feet of frontage by 120 feet in depth.
The Shepherd family, which has been engaged
in the music business exclusively for fifty-seven
vears, carries the agency for the Knabe, Gul-
bransen and other pianos. The Victor and
Sonora lines are also handled.

“RADIO” AUTO TO ENFORCE LAW

Wireless is being used to detect radio law
violators. The U. S. Bureau of Navigation in
the third and eighth districts of the radio serv-
ice has equipped automobiles with wireless. An
inspector and an assistant regularly tour their
territories in the motor, equipped with a com-
plete receiving set which is used for picking
up unauthorized stations.

PAGE 35
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Read what this dealer

“FROM MISSOURI”

has to say about the AUDAK — the

modern system for demonstrating records

—without booths—

Here are a few of the conspicaously successful firms now using AUDAKS to sell more records at a better profit:

Wanamaker’s, New York and Phila. J. L. Brandeis & Sons, Omaha. Rothschild & Co., Chicago.
Kaufman’s, Pittsburgh, Penna. Gimbel Brothers, New York and Phila. The Boston Store, Milwaukee, Wis.
Bloomingdale Bros., New York. Euclid Music Co., Cleveland. R. H. Macy & Co., New York City.
Frederick Loeser & Co., Brooklyn, N. Y. Forbes & Wallace, Springfield, Mass. Brunswick Shop, Detroit.

Lord & Taylor, New York. Aeolian Co., New York. The Emporium, San Francisco.
Jordan Marsh & Co., Boston, Mass. Lit Brothers, Philadelphia. And many others.

Saul Birns, New York.

Audak is recognized as the means toward greater record sales and the reduction of the

cost of selling them—bringing the increased profit to the dealer, which today he
~ must have.

Write or wire for catalog and details Distributors in all principal cities

AUDAK COMPANY

.o
(3

s2 565 Fifth Avenue, NEW YORK

o Em—
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[.ocal Musical Events Open Way to Sales

Talking Machine Dealers Must Actively Co-operate in the Musical
Events of Their Communities in Order to Reap

A limited number of talking machine dealers
in various localities have for some time past
been making an effective tic-up with musical
organizations and artists in their localities
through acting in a sense as booking agents.
In some cases the dealers have brought to their
towns and underwritten the concerts of prom-
inent recording orchestras and artists and have
their reward always in the publicity accruing
from the concert and most generally from the
dollars and cents profits realized through their
endeavors.

Up to this time the work of such dealers has
been largely along lines of exploitation and de-
signed to center public interest on talking ma-
chine artists and stimulate record sales rather
than to make the store a recognized center for
inusical activities. The new departure is to have
the dealers constitute themselves booking rep-
resentatives for various recording organizations
and artists, for the convenience of customers
and others in their localities who plan to hold
recitals, dances, etc., for various purposes, and
seek suitable music for the occasion.

Members of The Talking Machine Men, Inc,
New York, have arranged to carry on this work
in a large way in co-operation with the central
booking offices controlling well-known orches-
tras and artists. In this connection the idea
is not so much the direct exploitation of rec-
ords and artists of any particular company as it
is the matter of impressing the public with the
fact that the neighborhood talking machine
dealer is in a position to provide musical enter-
tainment of every character rather than <imply
talking machines and records.

The talking machine store in any community
which is not linked closely with local music
and concert activities is missing what is per-
haps its strongest and closest point of contact
with the class that are the best type of pros-
prects for the merchandise it sells. This has
been proved time and again by the experiences
of some of the leading houses in the retail
music trade. It is impossible to mention very
many names of merchants who have not con-
sistently pursued this policy as one of the funda-

mentals of their selling methods. The expe-
rience of years has taught these concerns the
helpful results, at comparatively small expendi-
ture, that are obtained from this policy.

Merely mentioned as an incident, but a strik-
ing one nevertheless, is the statement that the
Drehier Piano Co., of Cleveland, which handles
large numbers of talking machines, expects,
through linking its establishment closely with
one of the local concert courses in that city,
to draw approximately 200,000 people to its
store between now and the end of the musical
season. Is there any other method which
could place that number of people already inter-
ested in music in contact with the warerooms
at a lower investment?

According to present prospects, the musical
season just opened will be one of the greatest
which the country has ever experienced. This,
of course, is something that is annually said,
but this vear there is a far more accurate basis
for the statement than is usually the case. The
work which has been consistently done in
arousing popular interest in music has at last
reached a cumulative stage where its results
are direct and apparent. It is not meant by
this that they come to the merchant’s ware-
rooms without effort upon his part; but it is
meant that the popular state of mind is such
that it responds readily and directly to exploita-
tion work which takes into consideration the
present-day psychology and uses that as a
guide.

There should not be a city in the country in
which local concerts or recitals are held where-
in the music merchants do not play a prominent
part in their promotion and support. They
<hould do more than merely lend their support
financially; they should use their own personal
cfforts and be active, individually or collectively,
in this work. It may be frankly said that there
i« nothing philanthropic in it nor is it simply a
contribution to community betterment, no mat-
ter how great the results may be in this direc-
tion. It is one of those rare instances where
~elf-interest and public interest are in the same
channel.

Cover, Straps Attached

e oromyEr

pleasant.

50 Ralph Avenue

BRUNS MADERITE

Phono Moving Covers
For all models of Upright and

Every progressive dealer needs a supply of de-
pendable moving covers. Mr. Average Man dis-
likes to unpack anything he buys.
padded delivery covers you protect and deliver
a perfect instrument with no necesstty for dirt,
inconvenience or trouble to your customer.

It is much more simple to slip a cover over an
instrument at the store and off at point of deliv-
ery and the impression left with your customer is
MADLERITE covers are strong, well

padded and satisfactory from every standpoint.

Consult your accessory jobber, phono dis-
tributor or write us for literature and prices.

A. BRUNS & SONS

Manufacturers of Canvas Goods

Console Machines

By using

BROOKLYN, N. Y.

Resulting Profits

It is trite to say that the basis of all sales of
musical instruments is music. But it is a truism
that cannot be repeated often enough, and one
which can never be driven home forcibly enough
to the talking machine or general music mer-
chant and to the salesmen who come in contact
with his prospective customers. Any sales plan
which in the long run disregards this funda-
mental fact is false in its relation to the prob-
lem that confronts the dealer. And this falsity
is expensive in that the overhead cost repre-
sented therein cannot bring its due proportion
of results when disregarding it.

There is another angle to this entire situa-
tion which should not be disregarded. Musical
activities in any community work directly to the
benefit of all music merchants who draw sales
from the people within the radius of their in-
fluence. Therefore, no musi¢ merchant can af-
ford to disregard, or to be deficient in support
of these events, no matter what instruments
mayv be used or featured. -

If the merchant handling talking machines or
musical instruments of any kind fails to link
his establishment as closely as possible with the
musical people and the musical events of his
community he is invariably failing to take ad
vantage of what is probably his one best selling
approach. And there is no dealer, no matter
how great his volume of business may be, who
can afford to be so indifferent.

SHOW WINDOW CONTEST IN GOTHAM

Advertising Exposition Will Offer Prizes to
New York Merchants for Artistic Displays

A contest in show window dressing will be
held for New York merchants and storekeepers
at the Advertising Expesition to be held at the
Seventy-first Regiment Armory from Novem-
ber 12 to 17. Each contestant’s window display
will be photographed and the pictures will go
before a jury of award, upon whose report
prizes will be distributed at the exposition. The
displays will be made throughout the city a
week before the opening of the show.

Therc will also be an advertising critic con-
test, in which readers will be asked to vote on
the attractiveness of 100 advertisements. A
prize will be awarded for the most popular
choice. Another prize will be awarded for ad-
vertising copy, plan, thesis or central idea sub-
mitted by New Yorkers to supply any deficiency
in the city.

Educational classes will be conducted every
morning and afternoon. All young persons in-
terested in advertising will be invited to attend.

- NEW RECORD LIST FOR SALESMEN

The Victor Talking Machine Co. has just is-
sued a special record list to facilitate the work
of salesmen in selecting and looking up rec-
ords for customers. The list includes the new
Victor records released from September 21 to
October 26 inclusive. The records are arranged
by titles in alphabetical order.
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ITH the Radiola Grand, radio

takes on new meaning. The
simplicity of tuning in—just a knob or
two to turn. The big distances it covers
—picking up far-away stations with
volume enough to fill a room. The
perfection of tone with which the
loudspeaker — carefully built in like
the horn of a fine phonograph—gives
forth the music and speech. All this
—combined in a cabinet of skillful
workmanship and tasteful design—
places radio in the home where beauty
counts—and performance.

Points to note:

All the batteries—dry cells—are hid-
den away inside.

You can regulate the volume of sound
by a control that governs the loud-
speaker.

For long distance, plug in the head-

phones. Coast to coast reception is
Radiola Grand and ™ % Y T s mae Ry " . '
Mahogany Stand § o g o R no unusual record for Radiola Grand!

with “B” batteries
d Radi . .

WD-11 dey cel vac. Famous for true reception, undis-

uum tubes $350.00

torted. For keen sensitivity. And for

e — VLDl ) beauty.
Lt ? ° o
DEALERS: Write today for the There's a Molaﬁr everp puise

RCA catalogue, full description
of the Radiola Grand, and the

- * A . *
RCA selling plan. Radio Corporation of America
Sales Department District Sales Offices
e/ 5 Sui;}e: 3&:;!7 lOCSkg. LaSa“F Street 5 411:3 Califomg ?(freet
o — — /L 33 cago, lllinois a isco, ifornia
SO “thv-o = 1 Nev:o\?o:l:ay icag n Francisco, Californi

Z
This syml?ol This symbol
‘osf qua‘l;ty of quality
your pro- Ay
tection is ;eo;gol;ro-

REG. V. 5 PAT.QFF.
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The NEW
Columbia

is superior

Hearing
is believing

The Motor is the Acme of Precision.
As accurate as a watch because it was made
that way by phonograph engineers and scien-
tists who set that standard as their goal. The
result? The New Columbia delivers an even
and measured flow of power which makes the
rhythm, tempo and tone of each record per-
fect. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

HUMES MUSIC CO. IN ITS NEW HOME

Well-known Southern Music Company Stages
Formal Opening of Building Remodeled at
Cost of $150,000—Thousands of Visitors

Coruyaus, Ga., November 3. -The Humes Mu-
sic Co. held a formal opening of its handsome
new music storc at 1122 Broad street last
month, when several thousand citizens took the
opportunity of inspecting the new quarters of

space. The text told something of the history
of the company and of its wonderful progress.

The building into which the Humes Co. has
just mnoved was purchased by the company some
time ago and remodeled throughout to meet
the particular demands of the business, the cost
of the building and improvements being in the
neighborhood of $150,000. The first floor has
its front arranged to represent an imposing
lobby, which may be viewed from the street

Looking Into Humes’' Artistic Display Rooms

the company, and in <some cases placing orders
for musical goods. The opening was made the
occasion of a three-page story in one of the
local newspapers in which the advertisements
of the Humes Co. and of the various concerns
whose products it handles occupied prominent

through plateglass windows extending to the

= — - floor. On this floor
arc locatcd the small
H woods, Yictor record
and music roll de-
partments, and herc
1- also displayed a
full line of Vic¢-
trolas, with thc niain
display on the mez-
zaninc floor.

The second floor
is devoted to a mag-
n ncent display ot
pianos and on .thc
third floor is a spa
cious recital hall.

In addition to
hundreds of inter-
ested local visitors
who flocked to the
storc the following

out-of-town  guests
were prcscnt:
Maurice Beck-

ham, special Ampico
rcpresentative of the
American Piano Co,,
New York City; A.
. Boone and Irving Bimstein, of Birmingham;
Mr. and Mrs. C. L. Elvea and daughter, Mr.
and Mrs. J. F. Gordy, H. G. Ray and M. E.
Lyle, of Atlanta; D. S. Pruitt, of the Victor
Co., Camiden, N. J.; French Nestor and Earl
Dahlberg, of Jacksonville, Fla.

484-490 BROOME ST.

K-E AUTOMATIC STOPS

The K-E is still the best Automatic Stop made
Because it:

Avoids motor strain

Is not attached to Tone Arm

Low installation cost

No extra parts

Operates all Records.

Send 50c¢. for sample
Kirkman Engineering Corporation

- NEW YORK

The equipment in this beautiful establishment
was inxtalled by the Unit Construction Co., of
Philadelphia, Pa., and it represents the most
modern thought m interior fittings.

The Humes Music Co. was organized by J. E.
Humes, president of the company, in 1908, with
quarters at 1127 Broad street. In 1914 it was
found necessary for the company to seek larger
qguarters and it was necessary to move again in
1918. It is believed that the present building
will niect the requirements of the company for
some ycars to come.

THE TALKING MACHINE AS EDUCATOR

How Prof. Mohler's Lectures to School Teach-
- ers at Columbia College on Cultivation of
Musical Taste and Appreciation Help

Louis H. Nohler, a well-known authority in
the educational world, las been conducting at
the Teachers' College, Columbia University.
New York, regular classes of grade teachers
and music supervisors on the subject of “How
to most successfully cultivate the taste for and
appreciation of good music among school chil-
dren.” The subject matter of these lessons, as
doveloped by Mr. Mohler, comprises specially
selected records from the Columbia catalog.
These selections are taken from the symphony
list of records and the Columbia library of edu-
cational records. Thc teachers go out to thc
schools in thc country and practice Mr.
Mohler’'s methods with great success. To make
it possible for teachers to follow his method
after attending his classes and even without
attending, Mr. Mohler has compiled a very thor-
ough outline of his course, listing appropriate
records and explaining methods of instruction

THOMAS A. EDISON HONORED

Thomas A. Edison, the electrical wizard, was
the guest of honor at a luncheon held recently
in the Hotel Biltmore, New York, in connection
with the opening of the Electrical and Indus-
trial Exposition in the Grand Central Palace.
In a brief address Mr. Edison predicted that
development in the electrical field in the next
decade will be as great as in the last ten years.

SOPHIE TUCKER ENLARGES REPERTOIRE

Sophie Tucker, popular vaudeville headliner,
is taking another swing on the big-time vaude-
ville circuit, and after comipleting a transcon-
tinental tour, will return to New York to make
Okeh records, for which she has an exclusive
contract. Miss Tucker's new act has met with
an enthusiastic reception everywhere, and as a
vaudeville headliner she is one of the leaders
in the theatrical world.

The stock of talking machines and records
of the Grafonola Shop, East Washington street,
Suffolk, Va., was damaged by water and smoke
during a recent fire in an adjoining store.
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Get a Flying Start
on 1924

HE Music Dealer who has the

ambition to make his business a

bigger and better one should not
be without the 1924 Bruno Catalog—
the handbook and purchasing guide
for the musical merchandise trade.

Only merchandise of proven merit and
dependable character finds a place in
this complete and elaborate edition.

And so every Music Dealer may have
implicit confidence that he is buying
goods of a kind and quality that will

Business

maintain for him a high reputation
resulting in greater prestige in his
community.

The Bruno Catalog holds real and sub-
stantial value for the Music Merchant.
He should make it his business to have
a copy close at hand at all times. To
be without it means a sacrifice to him.

You are not doing yourself or your
business justice without it. Write for
a copy—today is the day.

C. Bruno & Son, Inc.

Wholesalers Exclusively of Dependable Musical Merchandise Since 1834

351-353 Fourth Avenue

New York
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Radio Opportunities in the Rural Sections

Survey of the Farming Districts Made for the Radio Corp. of America Indicates That Rural

Dwellers Will Represent an Important

That the farmer is ready for radio i1s evi-
denced by the results of a thorough survey of
the farmn field recently made by the Thos. F
l.ogan Advertising Agency in behalf of the
Radio Corp. of America. In its detailed report
regarding this survey the agency commented
in part as follows:

“Almost from the beginming the ultimate
market for radio in the farin field had been
fully understood by men of vision in the indus-
trv. However, the question had constantly re-
curred: ‘Is the farmer ready; i~ the art suffi-
ciently advanced, and is the way prepared for
the full use of radio by the farmer and his
family as a medium of entertainment, education
and as a part of the busines~ equipment of the
farm?’

“It was important to answer this question
conclusively so as to avoid untimely or pre-
mature activity such as would create a bad re-
action against radio.

“The fact that the farm survey now in the
hands of the Radio Corp. of America gives an
affirmative and constructive answer fo this
question is one of interest and importance to
rural merchants as indicating that before long
a large volume of radio merchandising will be
moving into the hands of the farm family.

“Practically every section of the country is
now covered by one or more broadcasting sta-
tions. \ith nearly 600 stations now operating,
no farmer need go without his nightly radio
entertainment. And who, more than the farmer,
lias greater need fnr <uch entertainment and

Part of the Retail Radio Sales Field

the other information that is broadcast” Yet,
despite the stories we hear and the pictures we
sce, radio has meant very little or nothing to
the tillers of the soil. Only isolated instances
have been cited.

“The ideal receiving sets for farmers are the
<ingle-tube' set for distances up to fifty iniles
from the broadcasting station, two-tube receiv-
crs for distances up to 100 miles or more. It
i~ well to note in this connection that these
ranges are quite arbitrary. The range of a
given set is dependent upon many variable fac-
tors which can only be determined by actual
experience. Thus a receiver rated at fifty miles
may under favorable conditions reach out to
1,000 miles or even more. Conversely the same
receiver may, during the Summer season, cover
but twenty-five miles. These sets are all well
within the range of the farmer’s purse. The re-
ceivers produced to-day by reliable manufac-
turers are dependable and efficient in every way.
They require no engineering knowledge what-
ever, no tiresome ‘fussing around,’ in fact, they
require no more mechanical ability to operate
than the talking machine. The harvester, the
threshing machine and even the automobile are
infinitely more difficult to operate. And what
farmer has not shown himself adept in the
manipulation of one or all of tliese farm ma-
chines?

“The best way to sell to the farmier is to call
on him personally at his home and give actual
demonstrations. This immediately prevents him
from putting off the purchase until he ‘goes to

town.” It is also an excellent idea to leave the
set for a short while on trial. The farmer’s
greatest need right now is an introduction to
the delights of radio reception. Once he has
had an opportunity to listen to music, lectures,
sermons, sports, weather reports, market quota-
tions and the hundred and one other interest-
ing subjects that fill the air, he will be very
reluctant to give back the set. Often he will
buy a better and more powerful set than the one
left on trial.

“In selling the farmer, as in selling anyone
else, the best sales talk centers around the one
word ‘entertainment.” Next in importance are
‘ease, simplicity and comfort in operation.” The
less that is said about amplification, audio-fre-
quency and regeneration the better. The farmer
is not frightened by these terms. WWorse than
that, he is annoyed. The talking machine sales-
rman does not worry his prospect with springs,
mmoment of force, compensator and the like. He
sells the delightiul idea of sitting back in a
rocking chair and listening to the world’s great-
est artists. He shows the radio dealer how to
sell radio sets.

“The Radio Corp. of America has planned a
vigorous campaign of introduction in the farm
papers for the Falt and Winter of 1923-24. The
list includes regular insertions in such papers
as: The Countryv Gentleman, Successful Farm-
ing, Farm Journal and Capper’s Farmer.”

The Imfeld Music Store Co., operating talking
machine stores in Hamilton and Oxford, O.,
recently added the Brunswick line of machines
and records, which it will feature in addition to
the Victor line.

The only horse worth betting on, says Forbe-~
Magazine, is Horsesense. . Not a bad tip!

HAWAIIAN DANCER

and the

TRAMP COMEDIAN

SCOTCH LASSIE

A well-constructed, ar-
tistically designed, brightly
colored stage, all complete
with back drop, wings and
proscenium arch, furnishes
a realistic setting for the
clever performers.

€ Nothing could be more
simple than the operation

of the ‘“‘Phono-Vaudettes.” il
There are no attachments i
of any kind to mar or '%:)
deface the finest instru-
ment. Simply stand the

“Phono-Vaudettes” on the
front of the phonograph
revolving
table does the rest.

IMPORTANT

HAVE YOU STOCKED THE “PHONO-VAUDETTES” FOR THE CHRISTMAS TRADE?

The Season’s Catchiest Novelty

turn-

- —~

Pateirits
Pending

SHUFFLING SAMBO

“LAST CALL”

COVINGTON, KY.

NOTICE TO DEALERS

There is just t:me enough to get particulars of our Holiday
money-making offer and an express shipment before the peak of
the Christmas trade is reached.

COMMERCIAL ART SHOP

- i
Use the Coupon NOW |

Hasten particulars about

}
“Phono- :
|
|

offer
Vaudettes.”

Name

I

}

| at]
Ispecxa
|

|

|
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STARS

of the

EMERSON
CATALOGUE

HOTEL ASTOR
ORCHESTRA
BENNIE DAVIS
EDDIE CANTOR
WALTER SCANLAN
HENRY BURR
SAM ASH
IRVING KAUFMAN
BILLY MURRAY
FRED VAN EPS
ELIZABETH MURRAY
ELLIOTT SHAW
JACK KAUFMAN
PHIL BAKER
VERNON DALHART
GEORGE JESSEL
BILLY JONES
LEWIS JAMES
CHARLES HARRJISON.
CHARLES HART
FRED HILLERBRAND
ERNEST HARE
ARTHUR FIELDS
ZEZ CONFREY
ROYAL DADMUN
TOM ENNIS
JOHN FINNEGAN

SIBYL SANDERSON
FAGAN

GEO. HAMILTON GREEN
ADA JONES

JOHN KIMMEL
JULES LEVY
MILAN LUSK
ELIZABETH LENOX
REED MILLER
EDDIE NELSON
LANE ROGERS
MAXIMILIAN ROSE
WILLIAM ROBYN
NOBLE SISSLE
RUDY WIEDOEFT
WATSON SISTERS
MANA ZUCCA
JOHN YOUNG
FRED WHEELER
STASSIO BERINI
MAX BLOCH
LAURA COMBS
MONROE SILVER
CAL STEWART
RIA ROSA

HARRY STODDARD AND
HIS ORCHESTRA

ALL STAR TRIO

BERGH’S CONCERT
BAND

CRITERION MALE
QUARTET

FERERA & FRANCHINI

GLANTZ AND EHIS
ORCHESTRA

BENNIE KRUEGER'S
ORCHESTRA

LANIN’S ROSELAND
ORCHESTRA

LOUISIANA FIVE

NATZY’S BILTMORE
nuflfEL ORCHESTRA

PEERLESS QUARTET

PENNSYLVANIA HOTEL
ORCHESTRA

HARRY RADERMAN’S
ORCHESTRA

SHANNON FOUR
SIX BROWN BROTHERS

JOSEPH SAMUELS MUSIC
MASTERS

SELVIN’S NOVELTY
ORCHESTRA

STERLING TRIO

Fifty Cents Retail

| —

HOTEL ASTOR ORCHESTRA

Exclusive Emerson Dance Combination

Popular Priced Records a Dominant Factor

Progressive phonograph dealers are installing Popular Priced
Record Departments in their stores in order that they may
avail themselves of the profits such a department represents,
rather than to continue to permit a sale of such large volume
to be diverted to other channels.

It Is Timejfor All Dealers to Face the Issue
Squarely

The popular priced record is an established department of
the phonograph industry today. Every day a dealer puts
off adding such a department to his store he is eliminating
about fifty percent of the record profits that normally belong
to him. The phonograph dealer with a store of high stand-
ing and a clientele of discriminating buyers will select a
Popular Priced Record of outstanding quality, with a sales
policy back of it that will protect him against undesirable
competition, cut prices, and unsatisfactory service.

Emerson Records at Fifty Cents Retail

The new Emerson Record is one of unsurpassed merit, stable
in price, sold on a policy in harmony with the best tradi-
tions of the phonograph industry. Send for samples of the
new Emerson Record, and know its merits musically and artis-
tically. With the samples we will send you a copy of the
‘policy under which the Emerson Record is sold. Of course,
the profit is the same as on any other standard record.

Fmerson Cphonograph Compamz Inc

105-111 West 20th Street
New York City
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NEW BUSINESS FROM OLD CUSTOMERS

Salesmen Who Neglect Former Patrons Are
Ignoring Valuable Opportunity of Getting
Line on Friends Who May Be in the Market

Old customers offer an opportunity for new
business which the salesman might well take
advantage of. In the majority of instances
after the sale has been made the salesman who
closed the deal forgets all about the customer,
turning to new fields for business when he
might further cultivate the friendship of the
person who has already shown preference for
the line which he represents and who, if thor-
oughly sold on the original purchase, should
prove a prolific source of new prospects

There is nothing original in the thought ex-
pressed above, perhaps, but it is timely and,
therefore, worthy of consideration. One sales-
inan whose annual business volume is far
greater than that of his fellow workers, declares
that a large proportion of his new business
comes through the recommendation of former

customers who have been pleased with their
FOR ALL

MAIN SPRINGS #btors

Best Quallty Quick Service - Low Prices

Each spring packed in a
separate, numbered box. Each
spring made of best crucible
steel, tested and carefully in.
spected before leaving our
factory.

Send us your order to-day.

Price Price Price
each each each
. jin In
For Victor Motor lots lots
No. MSW 1—1 inch wide, .022x13 feet long. 0750 of 100
pear shaped hole at hoth ends. 50c 48c 450

No. MSW 2—1% inch wide, .022x17 feet long,
pear shaped hole at both ends.. 75¢ 72¢ 70c

No. Mﬁ\\'lﬂ—New Strle, 1 inch x .022x13 feet
long. crimp end on inside..... 50c 47¢ 45c¢

No. MSW20—New Style, 134 inch x .022x17
feet long, crimp end on imside.. 75¢ 72c 70c¢

For Columbia DMotor

No. MSW21—25/32 inch wide, .025x10 feet
long. pear shaped hole........ 45¢ 43¢ 40c

No. MSW22—29/32 inch wide. .023x11 feet
long, pear shaped hole........ 45¢ 43c 40c

No. MSW 3—1 inch wide, .028x10 feet long.
pear shaped hole ............. 50c 48c 45¢

or Heineman Moter

No. MSW21—25/32 inch wide. .025x10 fect
long, pear shaped hole........ 45¢ 43¢ 40c

No. MSW 6—1 inch wide. .025x12 feet long.
pear shaped hole ............. 50c 48c 45c
No. MSW23—1 3/16 inch wide. .026x19 feet

long, pear shaped hole......... 80c 77¢ 75c

For Brunswick, Krasberg, Saal, Sonora, Stev-
enson, Silvertone, Aecolian, Cheney, United,
Meiselbaeh or Thomas Motors

No. MSW 8—1 Inch wide. .026x13 feet long.

ohlong hole .................. 55¢c 53¢ 50c¢

No. MSW 9—1 inch wide, . 3

ohlong holei™ .. . ceoremreres mepereio § 65¢ 63c 60c

No. MSW10—1 mch wide, 3

ohlong hole ................. 75¢ 73¢ 70c
No. MSW25—1 inch widc. .027(10 feet long,
ohlong and pear shaped hole... 45¢ 43¢ 40c
We punch both an oblong and pear sha ed hole on the
end of these springs, so that they may be used for any
type of motor,
Other Standard Makes
No. MSWH—-% inch wide. .025x10 feet long.
ear shaped hole.............. 40c 38c 35c
No. MSWlS—"/a inch wide. .025x10 feet long.
pear sbhaped hole.............. 45¢ 43¢ 40c

These prices are F. O. B. Chilcago. Send enough to cover

postage if wanted by parcel post or we will ship by express,

Combination orders may be made to obtain quantity price.

COLE & DUNAS MUSIC CO.
430 S. Wabash Ave. Chicago, Ill.
Headquarters for Everything in Musical Merchandise.

Write for our new bargain bulletin; 1000 different items at
special prices.

purchases. In order that the people to whom
he makes sales get the most out of their pur-
chases this salesman drops into their homes
whenever he happens to be in the vicinity, his
ostensible object being to see if the instrument
is working properly and giving thorough satis-
faction. If he finds that this is not the case he
ascertains the reason. In many instances he has
found machines are in need of minor adjust-
ments and these he makes on the spot. Also,
if there are any other differences or misunder-
standings, he sees to it that they are straight-
ened out, thereby impressing on the patron’s
mind the fact that his firm is extending service
of a high order to its customers. Of course,
while he is in the home of a customer he in-
jects the question as to whether there are any
friends whe imight be interested in a talking
machine. Many times the customer thinks of
some friend who might be persuaded to invest
in an instrument. The recommendation thus
secured affords the salesman easy entrance into
the homes of live prospects, and the very fact

that the line he sells has been giving satisfac- -

tion immediately removes a big doubt in the
mind of the prospect as to whether this particu-
lar make of machine will give returns commen-
surate with the money spent and, consequently,
an important obstacle to a sale is removed,
making the work of the salesman easier and
much more effective.

Those salesmen who forget a customer as
soon as the name has been placed on the dotted
line will do well to ponder these few paragraphs
and then give this method of securing pros
pects and making sales a thorough tryout. Of
course, it is not necessary for a salesman to
go out of his way to visit customers, but it is
worth while to drop in when he is in the iimme-
diate neighborhood of a former patron.

TALKS TO WORLD VIA RADIO

On October 17 M. Millerand, president of the
French Republic, addressed the world via St.
Assise radio station, near 1’aris. The Interna-
tional News Service carried the message in full,
and it was broadcast by stations in the United
States and other countries. Vessels on the
Atlantic and Pacific received the message via
the Radio Corp.’s marine centers. This was
the first time in history that a French President
addressed the world by radio.

" EDISON EXTOLS THE SIMPLE MELODY

Interesting Remarks Follow a Talk With Band-
master Sousa on Music in America

When Thomas A. Edison and John Philip
Sousa were brought together some time ago by
Theo. Presser, of Philadelphia, the great band-
master naturally complimented the famous in-
ventor on his achievements and pointed out
that, thanks to his genius, the great instru-
mentalists, singers and conductors can now be
Feard in the humblest homes.

Mr. Edison, in reply, deplored the fact that
so few really cared to hear the great artists.
“The public as a whole is veryv elementary,
very primitive in its tastes. . . . A few people
like the most advanced music—very, very few.
The Debussy fanatic thinks that because he likes
Debussy there must, of course, be thousands
and thousands who do. He would be amazed
if he knew on what a little musical island he is
standing. You could hardly see it on the great
musical map of the world. All the world wants
music; but it does not want Debussy; nor does
il want complicated operatic arias. I know at
iy own expense. Soimetimes out of four thou-
sand records advertised all up and down the
land, some made by mien and women of very
great reputation, the public deliberately selects
for its own some simple, heartfelt melody sung
by some comparatively unknown singer, and
demands this in such quantities that we have
a hard time manufacturing enough.”

CONGRATULATIONS, MR. STEINFIELD

Samuel Steinfield, president and treasurer of
the Claremont Waste Mfg. Co., Claremont, N.
H., manufacturer of cotton flocks, was married
on October 23 to Miss Jane Goldman, daughter
of Mr. and Mrs. Harris Goldman, of Brookline,”
Mass. Mrs. Steinfield is well known in imusical
circles throughout New England, and has a host
of friends in the musical world. Mr. and Mrs.
Steinfield are now away on a honevmoon, and
will be at home at Claremont, N. H. after
December 1.

prominent merchant of Niagara
Y., has a fine new store on Main
jewelry and furni-

Elpert’s,
Falls, N.
street. Talking machines,
ture are handled.

77 WASHINGTON STREET

SYRIAN axo ARABIAN RECORDS

IMPORTED AND DOMESTIC
Of the Best Artists
“Macksoud,” “Baidaphone” and “Odeon”
- 10, 11 and 12 Inches.

Liberal Discount to Dealers.

A. J. MACKSOUD

Double Faced
Ask for Catalogue

NEW YORK, N: Y.




NOVEMBER 15, 1923

THE TALKING MACHINE WORLD

33

B ACTUELLE 5

Focr () 24t

(ki) Jf
Aleryndiclid

Quantity

» record that
plays on all
phonodgraphs
&/ with steel

e needles—

The period between now and the Christmas Holidays repre-
sents the BEST RECORD BUYING SEASON of the entire
year. The following list of Records carries a distinct Christ-
mas appeal. No one class of Records sells as well during
this period. Cash in on this demand by ordering these num-

bers TODAY.
55 Cents Each, 2 for $1.00

(FOR THE CHILDREN)

Ordered 17191 Christmas Eve In The Toy Shop.................... Hunting & Sterling Trio
—'Twas The Night Before Christmas....... .................... Russell Hunting
020472—How Santa Claus Makes His Toys............ ...Gerard & Hunting
—How Santa Claus Distributes His Toys .................. Gerard & Hunting
021016—Bedtime Tales, No. 1........... L I Ty e e .Gerard & Hunting
—Bedtime Tales, No. 2...........................e.oov.....Gerard & Hunting
021017—Bedtime Tales, No. 3............. : veeeeeseeoo.....Gerard & Hunting
—Bedtime Tales, No. 4..................... cevvne.....Gerard & Hunting
(SACRED AND STANDARD)
021084—Silent Night, Holy Night............ ... ... ...co.... Placide Morency, Tenor
—Adeste Fideles .............. 5 i T - - .. Placide Morency, Tenor
021083—Noel (O Holy Night) .............. viiiveieeveivienee... Turner Roe, Baritone
—The Star Of Bethlehem ....... e P ......Turner Roe, Baritone
025089—Silent Night, Holy Night ................ ....Margaret Matzenauer, Contr.
—Home, Sweet Home ...................cooiiinn... Margaret Matzenauer, Contr.
022433—Christians Awake, Salute The Happy Morn..................... Shannon Four
—God Rest Ye, Merrie Gentlemen. . 37 Sen =i ....Shannon Four
020454—Lead, Kindly Light (Chimes)............ ..o, Chris. Chapman
—Nearer, My God, To Thee (Chimes) .+.......Chris. Chapman
025090—Somewhere A Voice Is Calling.............................Tito Schipa, Tenor
—Don Pasquale “Cerchero lontana terra” Tito Schipa, Tenor
(OPERATIC AND STANDARD)
023067—Barber Of Seville “Una voce poco fa”.. wes--uv......Helen Yorke, Soprano
—Lucia di Lammermoor “Mad Scene”. .. ... .......Helen Yorke, Soprano
023096—ILove Sends A Little Gift Of Roses (Vlolm S< »10) Alexander Debruille
—Mignon “Gavotte” (Violin Solo)...... : Alexander Debruille
025086—E! Contrabandista (Piano Solo)............. . ......Joseph Lhevinne
—Ecossaises (Piano Solo)................... . g ..Joseph Lhevinne
Include these “UP TO THE MINUTE” hits in your order—
They’re really January numbers
032002—Dreamy Melody.................... )l T ) B \pollo Male Trio
—Easy Melody ............ B, . oo A B ew e T8 5 B TR e e B Apollo Male Tri
032005—No, No, Nora! (Vocal)....oooivviiinninniia. ... ......Frank Bessinger
——Smce I Fell In Love With You ....... vievvvo.....Charles Cinwayv
021068—Covered Wagon Days (Fox Trot) (Vv ocal (.horu:; ..Strand Roof Orchestra
—Foolish Child (Fox Trot) ............ .....Strand Roof Orchestra

Fatfie the World Ouver

Pathe Phonograph and Radio Corporation

Rush by first (

Exp.—Frt.—P. P.

20 Grand Avenue, Brooklyn, N. Y.

) Records ordered above. If ordered in not less

than five (5) of a number, our price to be 30 cents each. RUSH.

NAME
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Musical Sidelines as Stimulators of Trade

How Sidelines Can Be Made a Source of Increased Revenue and
Problems Involved in Efficient Merchandising

Some Important

Talking machine dealers are turning more and
more to musical sidelines to increase their
profits and to stimulate sales generally. Small
musical instruments, radio, sheet music and
inusic rolls are all receiving their share of atten-
tion. For the most part the dealers are work-
ing on the principle that anything that brings
people into the store, provided it does not re-
quire a too large mvestment and is a ready
seller and must be worth handling. Experience
1< bearing out these theories.

Sidelines Require Attention

The talking machine dealer. however, who
installs a sideline and expects sales to drop into
his lap is badly mistaken. The same principles
of busincss management apply to the handling
of a sideline that affect the general business.
That is, the dealer must nse the same intelli-
gence and energy in bringing his sideline to
the attention of the public that he uses to push
the sale of talking mmachines and records. This
means advertising and other forms of publicity,
as well as real constructive sales promotion
work. 1t is very true that a sideline, especially
a musical product, will enable the talking ma-
chine dealer to enlarge his sales scope and thus
increase his profits, but this holds good only
when the dealer takes the trouble to get behind
his product.

Some retailers are turning to sidelines for-
eign to the music field and generally this policy
is not as good as sticking to the music busi-
ness. This 1s so for a number of reasons, chief
among which are that he 1s familiar with the
merchandising of music; he has his musical
prospects lined up and his whole business struc-
ture has been built for the specific purpose of

S r——

selling musical instruments. He knows from

past experience how to approach his prospects

and what results he may logically expect,
whereas if he installs a line which bears no
relation to the musical instrument business,
after having established his reputation, he is
placed in a position where he finds it necessary
to learn to mecrchandise something with which
he is entirely unfamiliar.
How Sidelines Help General Business

Another angle of the sideline proposition is
that very often a product closely allied with
the main business will have the effect of helping
the sales of the main line handled. One of a
number of enterprising dealers who have found
this so is the Elizabeth Phonograph Shop, Inc.,
Elizabeth, N. 1., which, in addition to a com-
plete line of talking machines and records,
handles music rolls, sheet music and musical
merchandise. S. Brandes, proprietor of this
establishment, in discussing the effect of the
sideline on the sales of the main line, declared
that in many instances people come into the
store to purchase sheet music or music rolls
and remain to hear and purchase talking ma-
chine records. “No dealer can expect to make
a success of the sideline unless he gives the
same intelligent thought to merchandising it
that he does to his main business, whatever that
may be,” said Mr. Brandes. *“We advertise and
make every effort to impress upon the people
in this vicinity that we handle sheet music and
musical merchandise. Another thing 1 have
found is that customers to whom 1 have sold
talking machines, records or sheet music furnish
an excellent prospect list to use when digging
for musical merchandise business. These lines

interlock to a certain extent. They all pertain
to music and it has been my experience that
when there is one type of musical instrument
in a home there is an excellent opportunity of
making sales of other instruments of a different
character. Just as the talking machine customer
is a good prospect for musical merchandise, just
so is the owner of a band or stringed instru-
ment a good prospect for a talking machine, and
this rule also applies to owners of pianos, etc.
As I said, however, success depends largely
upon the dealer himself.”
Getting People Into the Store

Anything that brings people- into the store
1s bound to help general business and that is
one of the main objects of handling a sideline.
Of course, if the dealer loses money by install-
ing additional lines, he must take some drastic
action, either placing the sideline on a profitable
basis or, if necessary, discontinue handling it
altogether. It is a foolish practice to spend
money for fixtures and stock in the hope of
bringing a few people into the store if there
is no profit in the transaction. It would be
much better to spend the money in boosting the
sale of talking machines and records. However,
there is some real prdr‘u in the musical side-
line and, as Mr. Brandes so aptly puts it, “Suc-
cess depends largely upon the dealer himself.”

Alterations to the building housing the A. L.
Arvidson Piano Co. business in Denver, Col.,
will soon be completed and the concern is get-
ting ready for an intensive sales drive on pianos
and talking machines, after a period of forced
inactivity. The renovated warerooms will be
the equal of any here in point of attractiveness.

L ;
y Jl'ih, §54 v

Model G

Model H

Interior. Models D, G, H and 1

Attractive Consoles in Combination American
Walnut and Brown Mahogany— Top 35x22 in.

Height 3422 inches.

LET US FURNISH YOUR HOLIDAY

REQUIREMENTS

Write Today for Cuts and Prices

THE H. LAUTER COMPANY

Wesi Washington and Harding Streets

Model 1

Model D

INDIANAPOLIS, INDIANA
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"THE TRUM AR PEOPLE"

The New $100 CONSOLE —A Big Holiday Seller

Deliveries now being made of the new KIMBERLEY
““Grand.’”’ Its superb cabinet finish, attractive lines
and quality construction insure a quick turnover.

There are Six Limited
More Jobber
Kimberley Territory
Models Now Open.
Ready If you are
L interested
Immediate srrlve s
Delivery today.

New Kimberley “‘Grand”
List Price $100
Mahogany only

WHY THE KIMBERLEY LINE IS A SALES LEADER

1. Superior Piano Finish.

2. Exelusive Precision Made Tone-Arm and
Latest Type Motor.

3. Unusually Liberal Trade Discounts.

YOU NEED THE KIMBERLEY AGENCY NOW

Write or Wire for Details.

The Kimberley Phonograph Company of New Jersey

Perth Amboy, N. J.
Factory: Perth Amboy, N. J. Office and Show Rooms: 206 Broadway, New York City
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How a L_ive Deale?éo]d_Qver 1200 Machines

People Visiting Weil Bros. Furniture House Must Pass Through Attractive Talking Machine De-
partment—Cater to Foreigners—Overcome Keen Competition—Investigation Before Delivery

It is always as interesting as it 1s helpful to
know “how the other fellow doegs 1t”"—how talk-
ing machines and records are merchandised at
retail in a manner to increase sales to custom-
ers, particularly in a locality where the large
majority of residents are of small means. Dis-
posing of more than twelve hundred talking ma-
chines in less than two years is the record of
\Veil Bros., who conduct a department for the
sale of talking inachines in conjunction with
their furniture business on Third avenue, New
York City.

To get an idea of the problemis which this
concern las had to meet one must know some-
thing about the neighborhood in which the store
is located. The entire district is devoted to
tenement houses, in which live many foreigners,
including Geriman, Swedish, Polish, Italians, etc.
Also in that neighborhood are a great many
cut-price stores and one of the greatest prob-
leths has been to meet this competition and at
the same time to conduct business on a legiti-
mate basis.

As has been mentioned, advertising has been
the chief means of bringing people into the
store, although the fact that the concern hapdles
furniture has been instrumental in bringing
many patrons into tlie warerooms of this con-
cern. The talking machine department is on
the main floor, occupying considerably more
than half the entire floor space and, conse-
quently, all customers find it necessary to pass
long lines of beautiful Victor and Sonora in-
struments before they reach the elevator which
takes them to the furniture department. The
talking machine departinent itself is one of the
handsomest and most spacious in the immediate
district. There are nine booths, installed by the
Unit Construction Co., as well as cases for the
display of small musical instruments and talking
machine accessories. Ten thousand records are

carried in stock at all times.

The Ellis Reproducer

Stands Supreme

The Ellis Reproducer is recognized
by the critical musician and the
music lover as the most perfect
sound box made. Adaptable to all
tone arms. Dealers and manufac-
turers proposition submitted upon
request.

Manufactured by

Arthur Brand & Co.

1618 Vine St.

Distributors of Talking Machine
Repair Parts and Supplies

Cincinnati, O.

Althouglr such a large number of machines
liave been sold in the two years in which tms
departnient has existed repossessions are al-
most unknown, duc to the fact that various in-
ducements are given to the customers to make
their payments promptly and to pay for Lhe
machine as quickly as possible. For example,
each customer is advised that if the instrument
purchased is paid for in from six to nine months
the interest charge will be deducted. Every
effort is inade to keep the accounts of cus-
tomers up to date and, wherever possible,
weekly payments are stipulated in the contract.
In most cases, also, an endeavor is made to
kave customers come to the store to make their
payments, although where this is impossible col-
lectors are sent out at regular intervals.

The surprising lack of repossessions is partly
due to the rigid systemn of investigation which
is pursued before the instrument is delivered,
according to S. B. Simins, manager of the
talking machine department, who, by the
way, is a live wire of wide experience in the
talking machine field. When a deal has been
closed with a customer the contract is turned
over to the credit departinent. \Vhen refer-
cnces are given these are quickly checked up
and when investigation discloses the fact that
the customer has lived in one house or apart-
ment for a number of years and is in good
standing with the landlord and dealers in the
immediate vicinity the instrument is delivered
without further investigation.

GETTING THE RECORD LIST TO BUYER

The advertising department of the Columbia
Graphophone Co., New York, announced re-.
cently that beginning with the January issue of
the Columbia record supplement there would be
introduced a radical departure in the mailing
of these supplements. Instead of using the
usual supplement envelope, the supplement it-
self will be neatly addressed and stamped on the
back cover; thercby enabling the recipient of
the supplement to thoroughly appreciate the
fine art work that characterizes the supplement
cover. Columbia advertising executives helieve
that an envelope, no matter how attractive,
stands an excellent chance of taking the short-
est route from the mail box to the waste basket
without ever being opened, but the presenta-
tion of a supplement addressed directly on its
cover is calculated to give it maximum value
as an attention getter

SUGGESTS SPECIAL SALES DRIVE

Following out its plan of timely, practical
suggestions to Victor dealers in the stimulation
of record business, the Musical Instrument Sales
Co, New York, Victor wholesaler, recently for-
warded a letter to the trade suggesting that a
special sales drive be instituted featuring Victor
Record No. 96]1. This record presented in the
November 9 list is by John McCormack, the
famous Irish tenor, who sings “Wonderful One”
and "“Love Sends a Little Gift of Roses.” The
Musical Instrument Sales Co. offers to send its
dealers leaflets, display cards. streamers, etc.,
in order to make the drive on this record
profitable.

NEW ARNOLD-EDWARDS BUILDING

JacksoxviiLe, Fra., October 30.—The new store
of the Arnold-Edwards Piano Co.. of this city,
is rapidly nearing completion and when ready
for occupancy will be one of the most elaborate
retail music wareroomns in the entire South.
The building represents a total investment of
$90,000 for construction cost alone.

The structure is three stories in height and
will contain not only display rooms but an audi-
torium and professional studios as well.

GiltfEoae

NEEDLES

5 The
% Reflexo

Counter
Display

B

Tt ol

GiltEdge Needles

Once Introduced
Become a Steady
Repeater!

Once sold the first time, Gilt Edge
Needles produce repeat orders
automatically on the basis of their
clean-cut superiority. They are
easv to sell the “first time”
through the attractive attention-
compelling metal display stand
we furnish free with every assort
ment of 100 packages.

GILT EDGE

The Needle That Plays
10 Records

From the first record to the
tenth, each Gilt Edge Needle will
bring out. every tonal beauty
originally put into the record.
The Gilt Edge Assortment con-
tains one hundred packages of
Gilt Edge Needles (40 loud tone,
20 extra loud, 20 medium, 20
dance tone) retailing at 10c, total
$10. Cost to you. $5 complete
with display stand—100% profit!

REFLEXO

Blue Steel Needles are a mar-
velous improvement. One
needle plays every tone, loud,
soft or medium. 100 packages
sell for 15¢ each. total $15.
Cost $7.50. Test it!

Write for samples.
Ask your jobbers.

The Stientiticelly VAl net injure

Reflexo Pevfect R your records
MaDE FROM SUSERIOR BLUE STESL

Counter -

Display

Reflexo Products Co., Inc.

Sole Agents for W. H. BAGSHAW CO.
Gilt Edege and Reflexo Blue Needles
Factory—Lowell, Magas,

Office, 347 Fifth Ave., New York
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FOR CHRISTMAS

1Two ldeal Instruments

g

Flemish Design Period Model

HE classic design and rich coloring of this Flemish Period
Model make it an ideal gift phonograph.

Gold-plated hardware and velour turntable add greatly to its
appearance.

A divided top allows for the placing of a lamp or vase and the
new drop door discloses a silk and wood grille.

Flemish Design Period Model 1644.
Priced $185.

Specifications — Height, 35”; Depth, 227
Length, 35". Graduola—Velour Turntable—-
Gold-plated hardware.

Conventional Vocalion Style 660.
Price $160

An unusually graceful design which adapts itself
to smaller spaces and room corners.
Specifications—Height, 47"; Width, 21”; Depth,
21”. Graduola—Gold-plated hardware, Albums.

Both of these instruments are equipped with the GRADUOLA
which gives the pleasure of individual

- expression and control of tone.
® Other Styles from $125 upwards

The AEOLIAN COMPANY
AEOLIAN HALL | NEW YORK
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RED RECORDS
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Distributors
' of Vocalion Red Records

MUSICAL PRODUCTS DISTR. CO.,

37 E. 18th St.,, New York City.
WOODSIDE VOCALION CO.,

154 High St., Portland, Me.
A. C. ERISMAN CO.,

174 Tremont St., Boston, Mass.
GIBSON-SNOW CO.,

’ 306 W. Willow St., Syracuse, N. Y.
LINCOLN BUSINESS BUREAU,
1011 Race St., Philadelphia, Pa.
SONORA DISTR. CO.,
217 Stanwix St., Pittsburgh, Pa.

. VOCALION RECORD CO. OF MD.,
The Greatest Tenor Ballad 305 N. Howard St., Baltimore, Md.

Singer of Our Time” 0. J. DEMOLL & CO.,
12th and G Sts., N. W. Washington,
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s what critics say of Colin O’More, tenor, with the San LIND & MARKS CO.,
- o Y f ’ 530 Bates St., Detroit, Mich.
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Carlo Opera Company.

Perfect tone and diction are delightful qualities in Colin Distributors of Vocalions and
Vocalion Records,

529 S. Wabash Ave., Chicago, IlL
VOCALION CO. OF OHIO,

328 W. Superior St., Cleveland, O.
O ‘ A L I I O N LOUISVILLE MUSIC CO.,
570 S. 4th St., Louisville, Ky.
HESSIG-ELLIS DRUG CO.,
RED RECORDS e
GUEST PIANO CO., -

10"—81.25 10"—$1.25 Burlington, Ia.

24016—At Dawning 24029—I Love A Little Cottage
I Hear a Thrush at Eve When I Awake D. H. HOLMES CO.,

24017—Because 24043—A Kiss In The Dark New Orleans, La.

A Dream Wonderful One STONE PIANO CO.
24034—Because of You 24008—Little Town in the Ould County Farco. N. D ’
Heaven at the End of the Road Down [(JIORANERE
24018—Believe Me If All Those Endearing Pretty Kitty Kelly STONE PIANO CO.,

Young Charms 24021—Pale Moon

O’More’s singing which reproduce perfectly on exclusive

Distributor of Vocalions and Vo-
Foggy Dew Th(.t World is Waiting for the Sun- lcalion R(’({) Rec(())(;?klon 2 0
24030—Dear Little Shamrock rise 826 Nicoll t - I\f‘ .
Low Back’d Car 24039—The Tumble Down Shack in Ath- NEoLLE ve., ilinneapolis,

24044—Fallen Leaf lone Minn.

Out Where the Blue Begins The Little Lilac Garden y
240i5—I Hear You Calling Me 24032—Three O’Clock in the Morning STREVELL-PATERSON HARD-

Bonnie Sweet Bessie For the Sake of Auld Lang Syne Sa¥%§£ (i:?t;', Utah

MOORE-BIRD CO.,
1720 Wazee St.. Denver, Colo.

The AEOLIAN COMPANY S S Obre o1 To Ao Cal.

AEOLIAN HALL NEW YORK TG Thivd o Mo paoire o

O]

Vocalion Red Records Play on All Phonographs
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NEW VOCALION PIANO RECORDINGS

Record by David Pesetzki and Another by CIiff
Hess and the Ambassadors in the December
List of the Vocalion Red Records

Among the new Vocalion Red records to be
released in Deccember will be a piano record
played by David Pesetzki. On one side of the
record is “Juba” (Dance), from the suite “In
the Bottoms,” a characteristic number, and on
the other side is “Marche Mignonne.” These
two compositions are standard selections of a
lighter vein and are beautifully rendered. This
record 1s the first of a series of piano records
to be made in the future by different artists,
ranging from fthe light standards to the more
substantial classies.

The December Vocalion Red record bulletin
will also contain another piano record that will
have a popular appeal. This is record No.

14671, with “Upright and Grand” on one side
and “Corn on the Cob” on the reverse side.
Both numbers are fox-trots, with Chff Hess
and the Ambassadors playing "Upright and
Grand” and Frank Banta and Cliff Hess with
the Broadway Syncopaters plaving “Corn on
the Cob.”

Dunkerly & Co., of Passaic, N. J.,, now own
the building formerly owned by the People's
Bank Co. An attractive Victor department oc-
cupies the first floor.

CONGRATULATIONS ARE IN ORDER

David Goldman, Okeh Auditor, Buys the Cigars
Upon Arrival of Helen Sonia—Miss C. Motto
Joins Forces of Okeh Betrothals

auditor of the General
PPhonograph Corp., manufacturer of Okeh and
Odcon records, has been having busy few
weceks, for only recently he received congratu-
lations of his co-workers upon the arrival of a
baby girl, who has< been christened Helen Sonia
Mr. Goldman is now the father of a pair of
Queens, and, if the deflection it the ranks ef
his organization continues, they will both be
needed in the very near future.

\Within the past four years three of Mr. Gold-
man’s right-hand assistants have entered the
happy state of matrimony, and on October 31
Miss Camille Motto, who has been associated
with Mr. Goldman for nearly a year, was the
guest of honor at a reception given by her co-
workers to celebrate her betrothal to Harry
l.eoni. Mr. Goldman has figured out that twelve
members of the accounting department have be-
come engaged during the past few years, one of
the most recent being Miss Sally Dodds, whose
betrothal to \WWm. Bucklieit was announced a few
weeks ago.

David Goldmnan,

‘I'he Tedstrom Furniture Co., of Pine Bluff,
Ark., was recently appointed Edison dealer in
that territory

We Serve New York!

handling the fast-selling, popular

holiday business.

15 West 18th Street

ENTERPRISING dealers who are reaping the benefits of

OK&'K, Records

The Records of Quality

will soon be involved in the inevitable hurry and scurry of
To those dealers who are within the
Metropolitan district, we earnestly suggest that they fortify
themselves against profit-losing delays and incomplete de-
liveries by availing themselves of the unfailingly prompt and
efficient service that we are thoroughly equipped to give.

GENERAL PHONOGRAPH CORPORATION

New York Distributing Division

TheRecord of Quality

Buy
OKeh
Needles

They

Keep.
Record Sales
Alive!

New York City

URGES DISPLAY TO BOOST SALES

Max Willinger, President, New York Album &
Card Co., Tells Story With a Moral

To just what extent sales have been lost by
retailers through the lack of display of goods in
stock is, of course, hard to estimate. Max Will-
inger, president of the New York Album &
Card Co.,, New York City, manufacturer of the
“Nyacco” line of albums, tells the interesting
~fory of a man, an owner of a talking machine
who learned for the first time last month that
there was such a thing existing as a record
album. This man, calling at the headquarters
of the New York Album & Card Co., relative to
the purchase of photograph albums, happened
to pick up a record album and asked Mr. AVill-
inger what it was. \When told, the man asked
i1 these record albums could be purchased from
a talking mmachine retailer as the only place he
had for storing his records were shelves which
often caused the marring and breaking of the
records. Mr. Willinger has had for some time a
counter display card of the “Nyacco” album,
but the display of the album itself, he points out.
would undoubtedly improve sales.

MANY REQUEST NEW PLAZA CATALGG

Volume Showing “Certified Repair Parts” De-
manded by Dealers Throughout the Country

The sales department of the Plaza Music Co.,
New York, reports a country-wide demand for
the new catalog which the company issued re-
cently, featuring “Certified Repair Parts.” This
catalog features a complete line of repair parts
of every description, specializing on main
springs, motors and talking macline supplies.
The catalog is arranged in convenient form and
the use of clear-cut illustrations showing the

CERTIFIElﬂ

Cover of Plaza Co.’s Repair Parts Book
various parts has been an important factor in
the success of the publication.

Included in the various parts listed are main
springs for practically every type of motor on
the imarket, parts for the standard makes of
talking machines, felts, graphite, hardware, mica,
turntable covers, etc., in addition to many types
of motors, reproducers and tone arms. The
last few pages of the catalog call attention to
some of the many products that are manufac-
tured or distributed by the Plaza Music Co.
including Banner records, Little Tots nursery
tunes, the popular Pal portable and Jewel rolls.
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Business already in tells the story

(Dealers ordering now will get the merchandise)

These Direct STRAND Representatives Are Ready to Serve You:

IR TITITL u‘l“‘l“\llllllnlllIllIlllllllll“lllll|l|llllllllllll'lllllh|.|lﬂ‘lllll'|ll||||u|ll|I|I||I|“||||lll|l| AHA L AN T I B g0 i uI||||||l||u|||mmullulllllllllIl"“' 'D g
EA
N =E
S\UI72
E i
= e
e} = a4
UUUO / £ 2
— UDO z \ 1
— (@] 3) ° s Pl
00 B=N/E
~ =1
=0
2 // / H\ \ AN B
£ 3
= J
g 9
e
=
ShTES
S el
= X
=
= P!
£ ¥
= ¥
Bfo" Queen Anne [RZ:
;eauty Special
or =
T $150
one BHNZ=)
Costs You 725
for z
Pri $66 E W §
rice z 0
HR\ [o]
=R
ENAS
E 0
= il O
= gl ()
Z ]
2 0
E 3
e 0
z 9
: 8
: %
NE!
= K
SNt
= bl
z VAR
E fg
B
T ® ' =
wWwoO=10Nnec Sh()l'tﬂ c, W€ Sai
o-to o o
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En—portant Radio Merchandising Factors

Experiences of Some Leading Talking Machine Merchants in Re-
tailing Radio— Interesting Digest of Problems Facing Dealers

That talking machine dealers are paying more
and more attention to the possibilities await-
ing them by tving up their talking machine
business with radio in some way is evidenced
by the increasing number of dealers who have
added radio in some form or another. Other
dealers, who have not yet reached the point of
installing radio departments, are studying the
problems connected with radio and informing
themselves on the ramifications of the radio
field in connection with retail merchandising
in order to be fully informed before they take
the plunge. There seems to be a growing feel-
ing that sooner or later radio will be an im-
portant part of the talking machine dealer’s

The PHONOMOTOR CO.

WM. F. HITCHCOCK, Proprietor
121 West Avenue Rochester, N. Y.

An Electric Equipment for the
PHONOGRAPH

Fully GUARANTEED

Universal —alternating or direct cur-
rent. Complete, with every part ready
to run. -

Sample, mounted on motor board,
12x123%, $25.00 C.O.D. Money back

if not satisfactory.

The PHONOSTOP

An automatic stop for all talking ma-

chines, 100% efficient.
STANDARD FOR EIGHT YEARS

Guaranteed.

Sold direct to

manufacturers all
over the world.

Nickel or Gold,

Your phonograph
is worthy of the
best stop.

This is the only one.

Your customers appreciate it

Our NEED-A-CLIP

A fibre needle clipper with (hardened
tool steel blade, retcils at 75¢, does its
work perfectly, indefinitely.

WE ALSO SELL GENERAL
PHONOGRAPH HARDWARE

Trade Prices upon application

The PHONOMOTOR

Trade-Mark Reg. U. S. Pat. Office

business, but many are convinced that the radio,
to be made the most of by the talking machine
trade, must be sold either as an attractively
cased complete set, or in combination with a
talking machine, both enclosed in the same cabi-
net. The consensus of opinion appears to be
that handling parts for assembling purposes
should be shunned by the talking machine trade.
There is general agreement that necessary ac-
cessories must be handled, not so much for the
profit that there may be in this branch of the
business, but mainly as a necessary form of
service for the purchaser.
Advocates Careful Selection

Sol Lazarus, one of the most progressive
dealers in the metropolitan area of New York,
commenting on radio merchandising possibilities
for the talking machine dealer, holds the opin-
ion that too much care cannot be exercised in
the selection of the line handled. “The talk-
ing machine dealer who contemplates adding
radio,” declared Mr. Lazarus, “must exercise the
greatest care in selecting a line that is not in the
hands of the gyps. The one great drawback
in the radio business to-day is the vast volume
of goods which is being sold by unscrupulous
dealers who are out to make a quick profit
regardless of the effect of their methods on the
trade in general. The legitimate dealer can
overcome this form of competition to a large
extent by seclecting the best possible line to
handle. This must be a line manufactured by a
reputable firm and one which is not being sold
at impossible prices. Another important con-
sideration involved in the handling of radio is
the method of merchandising. I believe that
the best way to sell radio sets is by staging
demonstrations in booths as is the case with
talking machines. Of course, the trade is thor-
oughly equipped for this type of merchandising,
so that is no hardship.”

Installment Sales Best

“Then there is the question of whether or not
to sell radio on the installment plan. Expe-
rience has convinced me that while the deferred
payment plan is the only way in which radio
can be sold to the masses a large down pay-
ment must be received. I consider in the neigh-
borhood of 25 per cent to be about right.
Twenty-five per cent down and the balance
to be paid for jn between five or six months.
This means 20 per cent of the balance after the
first payment has been made must be received
by the dealer each month. Longer terms in-
volve a credit risk which no dealer can afford
to overlook.”

Something New in Radio Merchandising

A combination talking machine and radio out-
fit is the best way to combine the talking ma-
chine business with this comparatively new en-
tertainment medium, according to Saul Birns,
who operates six talking machine stores in the
metropolitan district of New York, and who at
the present time is engaged in fitting up a radio
salon in his main store on Second avenue, New
York. His plans include many original ideas
regarding selling and display. The main room
is about twenty by forty feet, handsomely
decorated. Along the walls of this room are
placed between fifteen and eighteen combina-
tion talking machine and radio outfits. The
cabinets include upright and console models of
the talking machine type now in use; some of
them are beautiful period models. Part of these
cabinets contains the talking machine complete
in all details and the remainder is devoted to the
radio outfit, which is entirely hidden and is
only disclosed by lifting the lid of the cabinet
as in the case of a talking machine. All of
these instruments are connected, ready for in-
stant use, by means of an indoor aerial, which

consists of a wire along the ceiling of each side
of the room. The radio programs are clipped
from the papers each evening and all machines
are tuned in ready for instant playing, so that
when a customer comes in the radio program
can be listened to merely by turning on an elec-
tric switch. There is no fussing around with
the dials trying to “pick up” a station, involv-
ing loss of time and the possible loss of a
customer through long waiting and inability to
get a station. Of course, when there is “noth-
ing in the air” the customer is informed of the
fact and an attempt is made to arrange a demon-
stration later in the day.
Service an Important Requisite

In addition to the various factors involved in
merchandising radio mentioned in the preceding
paragraphs, service following the sale is of the
utmost importance, according to Lambert
Fried]l, manager of the talking machine depart-
ment of the New York Wanamaker store.
There is always the possibility of something
happening to the radio set after it has been
installed in the home, according to Mr. Friedl.
Connections may become loose, batteries run
down, etc.,, and not everyone is capable of in-
specting the outfit and locating the trouble.
The dealer who handles radio outfits must be
prepared to take care of customers after the
sale has been made by making necessary re-
pairs, adjustments, etc., if the good will of the
patron is to be maintained and the merchandise
is to retain its prestige with the purchaser.

The Wanamaker store, which handles na-
tionally known radio lines, also sells a combina-
tion talking machine and radio outfit, and sev-
eral demonstration booths formerly devoted to
talking machine and record demonstrations are
now used for displaying and demonstrating the
comnbination outfits. The Wanamaker store is
featuring these outfits in some timely advertis-
ing and a number of the combinations have
already been sold.

Sell Radio Separately

The Landay Bros. retail chain of stores in
the metropolitan district are paying consider-
able attention to radio. M. Price, manager of
the Newark, N. J., store of the concern, de-
clares that radio is not tied up with the talking
machine department. No effort is made to sell
talking machine customers radio, although he
declares that he intends to make a bid for busi-
ness among his talking machine customers some
time in the future. The radio department oc-
cupies a prominent position in the warerooms
and advertising is proving effective in securing
new business from people who may also prove
live prospects for talking machines and records,
musical instruments, etc.

WITHDRAWS FROM PARTNERSHIP

ReapinG, Pa., November 5.—Ralph E. Hangen
has recently withdrawn from the partnership
existing between Edgar P. Hangen, Paul S.
Hangen and himself, trading as Hangen’s Music
House.

STYLUS BARS
Stylus Bar & Mfg. Co.

Clague Rd. -
North Olmsted . . . OHIO

P. O., ROCKY RIVER, O.
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HIGHEST
QUALITY

MAIN SPRINGS

Price each
2 in. x 0.22 x 16 ft.,, Meisselbach No. 18..........00uvu.n. $1.25
2 in. x 0.25 x 16 ft., for Edison ........ e 125
134 in. x 0.22 x 17 ft., reg. for Victor .... . 0.60
1% in x 0.22 x 17 ft., Victor. bent arbor .. 0.60
1 3/16 in. x 0.25 x 16 ft., Heineman No. M 0.60
13 in. for Edison DiSC .....ccveenieeiennoeenonsns 1.25
1 in. x 0.25 x 12 ft.,, Heineman No. 33 and 77.... 0.40
1 in. x 0.25 x 12 ft., oblong hole, western motors .......... 0.40
1 in. x 0.25 x 16 ft., oblong hole, ror Meisselbach, Sonora
Gl | A Era3 | o d060686600000000008 0 Bb e T nb 00000 000 08 0.60
1 in x 0.28 x 10 ft., for Columbm. 2. 3, and 4 Spring
IIDEGET ononaos oo o e S o aan oo 0.38
1 in. x 6.22 x 10 ft,, for Columhia, Single Spring Mator.... 0.35
INENNEETNOI20ITE 13) ft., fOr ViCLOT isiefsre s sateheit + o nloimiomare . 040
1 im x 0.20 x 13 ft.,, for Viector, bemt arbor . 040
% in. x 0.22 x 10 ft.,, oblong hole, Meisselbach No. 9. . 0.30
% in. x 0.23 x 10 ft., for Blick motor ............ .. 0.30
% in. x 0.25 x 10 ft., oval hole ......... . 0.28
% in. x 0.22 x 8 ft.,, German motor .... 0.25
% in. x 0.22 x 8 ft., for Swiss motor .. 0.22
% in. x 0.25 x 11 ft., for Edison ..... 0.22
1 in. x8.25 x 19 ft., for Brunswiek ..........cocvvuiienoonn 0.65
1 in. x 0.22 x 9 ft., for Meisselbach No. 12, oblong hole... 0.35
No.
427 Columbla main springs, No. 2951 .....covvvenennnnnn b
3451 Columbia spring barrel head.......... .
5008 Spring, barrel winding gear, old style... b
3834 Spring barrel winding gear, new style... b
604 Needle cups ........ccceevernrernncons o
606 Needle cup covers......... .
5106 First Intermediate gears ... .
5107 Second intermediate gears ......... 4
12537 Worm gear for single-spring motor .
12336 Bevel pinion single-spring motor .
12333 Bevel pinion, regular style 5
12334 Bevel pinion, latest style .
12235 Bevel pinion for old-style do .
12332 Bevel pinlon disk shaft o
13496 Male winding pinion .. b
12496 Female winding pimon B
3004 Governor shaft ....... 5
11778 Driving shaft b
13796 Governor balls .
3570 Governor springs .
6739 Stylus bar ............ . o
5010 Universal attachment b
13228 Winding crank, 3 sizes, 7, 8 and 9 b
Columhia GOVETDOI SCrews .......ecoeeee.. J
Columbia Barrel Screws, No. 2621... . L
Columbia Sound Box Thumb Screws.... ..Per 100 1.50
5000 Crown gear Tor Blick MOLOT .......ccevvvvnccnrnnca.s $0.25
5001 Crown gear for Melophone motor .. 0.25
5002 Crown gear for Heineman No. 0........ 0.25
5003 Tone-arm goose neck for lndependent arm 0.25
5004 Governor pinion for imported motor . 0.25
5005 Tone-arm base for Independent arm 0.25
Automatic nickel-plated 1id supports 0.22
Automatic gold-plated lid supports ...... 0.55
Piano hinges, nickel-plated, 15% in .. 0,22
Highly nickel-plated needle cups .Per 100 2.00
Covers for CUDS ...........u.. .Per 100 1.00
Highly gold-plated cups .Per 100 7.00
Needle cup covers. gold-plated 5.00
Turntable felts, 10-in., round or squa 0.15
Turntahle felts. 12-in.. round or square 0.18
Motor bottom gear for Triton motor. .. 0.20

MEISSELBACH REPAIR PARTS

Price each

P9764 Main springs for moters 16, 17, 19......c00vreeenn $0.60
P9765 Main springs for motor No. 12 ......cvniveencennes 0.35
CP532 GOVEINOT ..cevveerocsscsnnnanns .Complete 1.90
P1504 Governor shaft, new style . S600000 RUEAD
P1505 Govermnor shaft, old stvle . .. 075
AP533 Governor ball ......coceeenenoens 0.10
CP644 Turntable shaft Nos. 16, 17, 19.......ceiieecnnnen 1.50
CPG45 Turntable shaft for No. 12 ........... 1.25
APGY7 Spring barrel eup for Nos. 16, 17, 19.. 0.50
AP698 Spring barrel cup for No. 12.......... 0.50
CP1113 Spring barrel shaft and gear . 0.90
P1529 Brake lever. bottom plate .... 0.10
P04 DBrake lcver, top plate .......... 0.10
AP528 Winding shaft for Nes. 16, 17, 19.......... 0.75
AP529 Winding shaft, stralght cut, Nos. 16, 17, 19 0.95
“AP530 Winding shaft, spiral cut, for 10; 12....... 0.35
AP3531 Winding shaft, straight cut, for 10; 12. 0.35
AP59]1 Brake 1ever ......ceviececcnonccccnns 0.35
CP536 Intermediate gear for Nos. 16, 17, 19 0.90
M Winding cranks, 3 sizes ............. 0.75

140 Speed indicatOr .....c.ceverserscoscnssnnnonccncone 0.45
CP5226 GOVEINOr ....ccceeceee 6000000 500000000 90T Complete $1,50
CP9799 Turntable shaft ............ .Complete 1.50
APY924 Governor balls, 33; 775 44 ...ooieeeniiinnniaaane, 0.10
AP9925 Governor balls for No. 36 ... 0.10
P5004 Governor pinion for No. 0.. 0.25
P5003 Governor shaft ............ 0.50
CP9629 Speed Indicator .....cecceeee 0.45
P9764 Main spring for No. 33 or 77. 0.40
P9765 Main spring for No. 36.. 0.28
P9766 Main spring for No. 44 0.60
AP9778 Spring barrel oup for No. 0.50
AY9779 Spring harrel cup for Neo. 36. 0.50
AP9780 Spring barrel cup for No. 44. 0.75
P9762 Winding shaft for motor No. 33. 0.60
P9966 Winding shaft for motor No. 36. 0.40
5304 Winding shaft for No. 44 or 77 0.75
5007 Escutcheon 236 0.15
AP9409 Turntable Drake .......c.ceiiiieiiiinrennsnornonns 0.15
AP10072 Winding crank, 3 sizes .. 0.75
No. K With sound boX ...,.....c..... $1.25
No. P Nickel-plated without sound hox 2.75
No. P Gold-plated, without sound box 4,50
No. M Tone arm, Meisselbach sound hox .. 4.75
No. M Gold-plated Meisselbach sound hox 7.50
No. I, Made of brass tuhing, nickel-plated 2.50
No. L. Made of brass tublng, gold-plated .. 4.50
No. Bl Biliss sound box, fit Victor .. $1.25
No. B Balance, fit Victor 0.75
No. F Favorite, fit Victor .. . 1.75
No. T *Supreme’ nickcl-plated, loud and clear 3.00
No. I ‘’Supreme’’ gold-plated. loud and clear.. 4.50
No. M Nickel-plated, mellow tone. for Victor . 1.75
No. M Gold-plated, mellow tone.......... 2.25
No. G Nickel or gold-plated..... 1.00
No. P Glerla patent, extra loud 3.00
No. H Imported nickel-plated 0.75
No. 6 Columbia, nickel-plated 2.25

MAIN
SPRINGS

REPAIR PARTS FOR VICTOR MOTOR

Price each
SOI2 “WiINdIng IEeaTisieisrore/ o eletststemsnfetorstetetots]telstefaleiopse ovetotors figgtororors $0.60
5013 Turntable gear, straight cut, small teeth 0.35
5014 Turntable gear, large teeth, straight cut .. 0.35
5015 Turntable gear. small teeth, spiral cut . 0.35
5016 Turntable gear, big teeth. spiral cut .. 0.35
5021 Rubher back for exhibition box ..... 0.35
5017 LRubber back for No. 2 sound box .. 0.35
5018 Governor COMAr ........ceeeneeneencns 0.15
5619 Spring barrel shaft ........ 0.60
5020 Stylus bar fer No. 2 box .... 0.35
5822 Stylus bar for exhibition box ...... 0.35
5011 Attachment for vertical cut record ...............c.... 0.25
Governor springs. for Victor ...... Per 100 1.00
Governor screws, for Vietor ......... Per 100 1.00
Governor balls. new style. for VIGtOT. o ne e, 0.08
Needle arm screws for exh. box...... ...Per 100 1.50
Needle arm screws for No. 2 hoX.............. Per 100 (.50
1 23/32 in. Victor Ex. Box, 1st gT8de....cccuerurrennrneons $0.15
1% in., new Victor No. 2, very best ... . 0.18
1 31/32 in., for Sonora 0.20
2 1/16 in., for Meisselbach box .. 0.22
2% in., for Pathé ncw style .. 0.35
2 3/16 in., for Columbia No. 6.. 2.28
2 9/16 in., for Pathé or Brunswick .......... 0060000060060 0.45
Pathé, very best, loud tone, genUING ............ccvvvnieaannn $0.12
Pathé, soft tone, Ivory setting......... . 0.18
Pathé, soft tone, steel setting .... . 0.10
JYdison, very best, mcdium tone . ..0.18
Edison. very best. loud tone ..... 0.15
Edison, genuine diamond ..........ceiiqiiiiiiiaieiiaaeeraan 1.25
Brilllantone, all tones ......... Per 1000 $0.45
Blue Steel Reflexo, per package . - Va
Wall Kane Ncedles, per package .
In Gold or Nickel-Plated
Kent, for VICtOr 8IM .....ccveeieiiiennnrnerneennenconcnsns $0.25
Kent, for Ydison with C box ................ 2.50
Kent, without box for Edison. nickel or gold. 1.60
Kent. attach. for Victor ............c...... 0.25
For Columbia. plays vertical recOrds .......ceo.evevvvennnnnss 25
Kent special adaptor with sound box. gold-plate or oxidized.. 4.95
Favorite' Master Adaptor. ‘‘Supreme’” box N. P.............. .60
Favorite Master Adaptor, ‘“Supreme’® bex gold P.... oo 6010
Favorite Master Adaptor. ‘‘Supreme’’ box oxidized........... 6.10
Distributors for Heineman and Mcisselbach Motors
Meissethach, No. 17. 3-sprimg.......ccovvveeiiiiiiinas $15.00
Meisselbach, No. 19, 4-spring .. 17.00
Krasberg, 2-spring ........ 9.00
Krasherg, 3-spring 10.50
Krasberg, 4:SPrNE ..evceeeeeeeceencneenncnccnananns 13.50
Heineman, No. 36, 2spnmz 5 7.50
Heineman, No. 33, 2-spring ..........ociuevnn... 8.50
Heineman. No. 77, 2-spring .. 9,50
Heineman, No. 44. 2-sprimg ..........ovveiviineinanna., 12.50

All motors complcte with 12 in. Turntables

ILSLEY LUBRICANT

. Can .
. Can
. Can
. Can .

Tremendous Stock of Homokord German Records

FAVORITE MFG. CO., 105 E. 12th St., New York City

WANTED AGENTS
FOR STATE RIGHTS

Corner Fourth Ave.

Telephone 1666 Stuyvesant

WANTED AGENTS
FOR STATE RIGHTS
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The NEW
Columbia

IS superior

Hearing
is believing

The Motor is a Mechanical Triumph.
For years Columbia engineers and scientists
worked to achieve a perfect phonograph
motor and now it is here in the New
Columbia. [Investigating is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

CENSUS CHANGES ARE SUGGESTED

Music Industries Chamber of Commerce Sug-
gests Changes in Classifications of Music
Trade Figures That Will Make for Accuracy

At the request of the Bureau of the Census of
the United States Department of Commerce, the
Music Industries Chamber of Commerce has aided
in the preparation of the schedule for musical in-
struments manufactured in 1923 and has made
some suggestions in regard to classification
which have been adopted by the department.

For example, a distinction has been drawn
between player actions made for sale to piano
manufacturers and those made by the manu-
facturers for installation in their own instru-
ments, the value of which would appear in the
price of the completed player-piano. This dis-
tinction lras been noted by adding the words
“made for sale” to the appropriate classification
of player actions.

At the suggestion of the Chamber the item
“Records—phonographs” has been taken out of
the general musical instrument schedule and
assigned to the figures classified under the
phonograph industry.

Other changes have also been made in the
census schedule which will result in its pre-
senting a more accurale and reliable report of
the musical instrument industry. A letter has
been received from the Chief Statistician of the
Burecau thanking the Chamber for its assistance
in perfecting the schedule.

GRIGGS HOUSE IN NEW QUARTERS

KewANEE, Itr., November 5.—New quarters have
just been taken by the Griggs Music House, be-
ing now located in the Scandia Building on East
Second street, formerly used as the Carpenter &
Cavanagh music room. Partitions have been
placed in the room and business has already
been started at the new location.

DE FOREEST SELLS WARREN, 0., STORE

Stewart-Edison Co. Takes Over Business of De
Foreest Music Co. in That City

WarreN, O., November 3.—Announcement is
made of the sale of the De Foreest Music Co.
to the Stewart-Edison Co. of this city. The
sale includes the fixtures and the Victor agency.
The De Forcest store in this city has been
a real musical center and in making the an-
nouncement Mr. De Foreest expressed his regret
in leaving the city. He is heavily interested in
business in Greenville and Sharon, Pa.,, and his
interests there have become so extensive that
lie decided to close the local store. The Stew-
art-Edison Co. has been in business here for
several vyears, operating an Edison shop on
North Park avenue. Robert Markley, who has
been manager of the De Foreest store since it
was opened, will soon open it for the exclusive
cale of Brunswick machines and records.

OPENS BRANCH STORE IN WALTHAM

WartHAM, Mass.,, November 5.—A new branch
music store, carrying a complete radio line, has
been opened at 712 Main street by the K. M.
Cahoon Co. Elliott C. Paul will act as an-
ager of the new branch and tlie Moody street
store will he continued as before. Both stores
will carrv complete lines of sheet music, pianos,
Edison and Victor machines.

NEW CLEVELAND STORE SUCCEEDS

CreveLann, O., November 5.—The Harmony Music
Shop, recently opened at 20017 West Twenty-
fifth street, this city, where Steger & Sons
pianos and phonographs, together with Okelh
and Odeon records, are handled, has met with
quick success. Walter S. Rader is president of
the company, Walter Bienke, vice-president, and
7. W Kegel, secretary.

FOR REDUCTION OF WAR TAXES

Senator Smoot Would Also Repeal Certain
Taxes Imposed As War Measure

WasHingroN, D. C.,, November 7.—The reduction
of some of the war taxes now carried in the
Revenue Law and repeal of others is proposed
by Senator Smoot, who will this year be chair-
man of the Senate Finance Committee. Pos-
sibilities of reducing the revenue taxes by a half
billion dollars were discussed by Senator
Smoot with President Coolidge and Secretary
of the Treasury Mellon at the White House.

Senator Smoot’s proposals include a reduc-
tion of surtaxes, making the maximum 331/3
per cent instead of 50 per cent as at present;
cxemption from taxation of all incomes below
$2,000, and probably those below $3,000; the re-
duction of taxes on incomes between $3,000 and
$10,000, and a reduction of $75,000,000 on certain
of the special taxes.

These changes can be made in the Revenue
Law, declared Senator Smoot, provided Con-
gress does not get extravagant and there is no
alttempt to pass a soldiers’ bonus bill. Under
the present system of conducting the Govern-
ment operations, the reductions in revenue,
which would aggregate approximately a half
billion dollars, would not be a source of em-
barrassment. Before effecting any sweeping
changes, however, it will be necessary, it was
pointed out, to learn what Congress proposed
to authorize in. the way of expenditures and, if
the present appropriations are exceeded, how
the money shall be raised.

LARGER QUARTERS IN VISALIA

Visaela, Cac., November 3.—The Hockett-Cowan
Music Co., \Visalia, Cal, has moved to new
quarters at the corner of West Main and Locust
streets, where more room is available for dis-
play of the company’s lines.

RETAIL PRICE $10

An entirely new market will be yours with this perfect reproducing
phonograph, retailing at $10. Besides, you can attack an old market

with a new selling appeal.

Explanation of possibilities upon request

The Yale Phonograph has an impressive exterior.

A gracefully designed

wooden cabinet, finished in mahogany, and a satin gold horn are part of it.

Inside is a strong, smooth-running motor.

Through a particularly fine re-

producer i1s heard a clear, rich vigorous tone that makes customers wonder

how such an instrument can sell for $10.

IPrite for trade price, and a sample machine

DAVIS MFG. & SALES CO., 763 State Street -

PHONOGRAPHS

NEW HAVEN, CONN.

YALE
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“NEEDLE
POINTS’

Merely because they are
NO. 1 tiny there is a strong in-

clination to believe that
needles *“are all alike.” Wrong! In the
manufacture of OKeh Nesdles only the
highest grade carbon steel is used. Only
men of long experience supervise the hard-
ening and tempering of the uniform points
and uniform tone-sizes of

General Phonograph Corporation QUALITY

OTTO HEINEMAN, President N E E D L E S

25 West 45th Street New York
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Artistic Window Displays Strike the E} e

Message Is Emphasized by Centering the Attention of Shoppers
Objects—Avoid Making the Window a Stockroom

on One or Two

Simplicity is beauty. And insofar as the talk-
ing machine business is concerned this does not
apply any more forcibly to any branch of the
business than it does to the window displays.
\Whether the dealer hias one or more windows
at his disposal or whether the space be large or
sinall this rule holds good. One of the most
successful advertisers in the country once de-
clared that the public cannot assimilate two
ideas at once and, therefore, he made it a stand-
ing rule that his publicity, no matter what the
type, should be centered around only one idca.
This holds true in the talking machine business,
whether it be in window displays or any other
kind of advertising.

Simplicity is beauty! Does the accompanying
iltlustration of a window display of C. C. Baker,
Columbus, O, bear out this declaration? In the
opinion of the writer this is one of the finest
talking machine window displays that have yet
come to his attention. Notice that only one
model machine is displayed and the rest of the
window 1is in realitv a setting for this instru-
ment. The records in the foreground are a
necessity and emphasize not only the main
theme of the window (music by means of the
talking machine), but the arrangement is such
that added beauty is given the entire display.
Actually there are only twelve objects in this
large window.

The beauty of this display is that with but
trifling changes it can be made appropriate for
any day or season of the year. Take, for ex-
ample, this display arranged as a Christimas win-
dow. A veryfew changes will do the trick. The
basket of flowers might be replaced by holly
or a Christmas tree, the velvet drapery should
be red or green in color and the placards in the
illustration could be replaced by others setting
forth the talking machine and records as Christ-

mas gifts. Then, too, the background affords
further opportunity for scasonal decoration.
This one-idea type of window display has the
advantage over an exhibit where many different
kinds of instruments or products are displayed,
and the talking machine dealer can follow out
the Idea in any display he undertal\es It is

class than it is to put a conglomeratiop of all
the various types of recordings in the window.
I‘or instance, records of the various ope to-
gether with window cards giving necessary and
interesting information, would provid he
means of an attention-compelling indow
Then there are the voca] records, violin, piano,

an easy matter to change the talking machine
model each week, thus drawing attention to a
different instrument regularly. Changes in the
drapery and lighting effects as well as the
placards will give the window an entirely dif-
ferent effect. The same plan can be followed
in displaying records. It is a much more prof-
itable policy to display records according to

Simple but Attractiv Displ “of C. C. Baker

R quartet, ctc
It is the
neighborhood re-
tailer mos
often falls down on
his widow displays
and penerally it is
the dcaler who ar
ranges the display
himscelf or who rele
gates the task to a
salesman. Now, al-
though a salesman
may be able to sell
talking machines
and records it does

small

who

not follow that le
has the requisite
ability for effective
window dressing.
The larger stores
especially the de-
partment sStores

have in their employ
expert window dis-
play men, who have an eye for artistic effects
and who have been thoroughly trained in the
art of display. Of course, the small dealer can-
not afford to go to this expense, but he can and
should plan to make his windows attractive.
The display must deliver a message to the pass-
ing throng and the most effective window is the
one where the theme is easily grasped.
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Talking Machine Dealer

Listens with Interest to
the Word ‘“Consignment’

‘N} HEN you say “Consignment” to a talking machine dealer

he sits up and takes notice.

Of all dealers in the world he has suffered most from invest-
ing large sums of money in expensive stock—paying high rents
for the considerable floor space on which to display this stock
—and then seeing it stay on the floor.

The talking machine dealer tried to get into the radio business
early. He saw the light. He knew it was going to be a great
field. ' '

However, unless he happened by chance to stock De Forest
Radiophones, he may have become discouraged with the way
radio sets sell.

Now all the doubt is removed from the radio business so far
as the talking machine dealer is concerned.

The De Forest Company will put on his floor strictly on a
consignment basis whatever stock he thinks he can sell in
the course of one month, and it is only necessary for him to
make a deposit of one-third of this single month’s quota. As
the stock sells he deducts his compensation. No other invest-
ment is necessary. INo doubt is left. Turn the stock over as
often as you want in the course of the month. Profits vary
from 35 to 40% for each turnover.

This plan has revolutionized the entire radio industry. Send
for the new De Forest book “Building Your Radio Business
with Our Capital,” which gives you full details of how the
plan works.

Talking machine dealers all over the United States are writing
or wiring in for exclusive De Forest agencies. Territories are
going fast. If interested, please let us hear from you at once.

De Forest Radio Tel. & Tel. Co., Dept. T. W. 3 Jersey City N. J

If located West of Pennsylvania address
De Forest Radio Tel. & Tel. Co., Y§unss™  Dept.T. W.3  5680—I2th Street, Detroit, Mich.
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The NEW
Columbia

1S superior

hearing
is believing

maker’s art.

Columbia.

A Beautiful Catinet.
upright or a console model, every New
Columbia is a masterpiece of the cabinet-
Combine this exterior beauty
with a tone-reproducing mechanism that 1s
without par, and you have the New

COLUMBIA PHONOGRAPH COMPANY

Whether 1t be an

New York

Points to New Era in Record Merchandising

Development of Larger Sales of Records to Individuals by Means of “Group Sales Plan” Receiv-
ing Attention of Live Dealers, Says Phil Ravis, President. Peerless Album Co.

I'hat the talking machine dealer is on the
threshold of a new cra in record merchandis-
ing 15 the opinion of I'hil Ravis, president of
the Peerless Album C(o.. manufacturer of rec-
ord albums at 63» DBroadway, New York City.
He bases his conviction on a series of facts, ac-
cumulated on a recent trip visiting some of the
largest talking machine and music houses and
interviewing the buyvers in music departments
of the large department stores. In conversa-
tion with a World representative this week Mr.
Ravis said:

“A quarter century has passed since the intro-
duction of the phonograph and public accep-
tance has gone through the successive stages of
curiosity, investigation and general approval.

p until a year ago the sensational scoop on
a popular record was quite a common thing,
but to-day there are in addition many music
lovers more conservative in their tastes who
choose records as they do books.

“The manager of one of the most successful
stores in Ohio told me his gross business was
greater than ever, on a smaller inventory than
was carried in 1920-21, which means that the
turnover on standard catalog selections was in-
creased. This was accomplished by a sales
drive on the group record plan and home rec-
ord library idea. Albums were brought to the
foreground and playved an important part in
cultivating the trade of this along consistent
and methodical purchasing lines.

“Do not misinterpret what is meant by ‘group
record sales.’” Tle worst possible thing is to
try to sell a customer too manv of one class of
record~ at one time. It has never worked fa-
vorably and never will. But to get an album
into the customer’s home, properly labeled as
containing a certain class of music, i to instil
a permanent idea with the customer that the
album should be filled. ‘\When' and ‘how’ arc
matters to be left solely with the customer.

“It is a very bad thing to be overzealous
about anything, particularly when you are sell-
ing, and the little plan of merely suggesting the
class of records to be purchased in future by
the label on the album is usually sufficient

“I noticed particularly a store that priced
regular phonographs considerably higher than
st and inquired apout tlus.  For instance, one
tag read $89 for a $/>5 instrument. It was ex
piained as being the iogical way to mect the
demand for a compicte outht
sales resistance. Instead ot

and overcoime

saying onc 1ia-
chine $75, six albums $9, six records $4.30,
needles 30 cents, they ~mmpiv said “conipicte,

$39.° It appeared to me that this was an excul-
lent plan to keep the album and record sales
in the same store where the instrument was
bought and that more Eastern dealers should
try 1t

“How the albunt is assisting the proper mer-
chandising of records is forcefully demonstrated
by another store. This particular dealer has
read my ‘gift advertisement’ and found that a

SEEKS TO TRACE RECORD SALES

Victor Co. to Endeavor to Determine Direct
Sales Results of Music Memory Contests

In a review of the development of the music
memory contest idea in various sections of the
country and the active participation in such
affairs by the Victor Talking Machine Co. and
its dealers, Mrs. Frances E. Clark, director ot
the educational department of the Victor Co.,
has arranged with dealers to have them keep
& notation of all records sold either to homes
or to schools to be used in preparation for
music memory contests. The figures will be
compiled next Spring and it is hoped then to
be able to determine just what influence music
memory contests have on record sales generally.

VAGABONDS' FIRST GENNETT RECORD

The Vagabonds have just recorded their first
Gennett record which will be released very soon.
The sclections are “Sweet Butter” and “I'm
Sittin®  Pretty.” This orchestra certainly 1s
“different” and it has a style all its own. It is
recording exclusively for Gennett and the first
record i~ being rushed through.

“E—

THE SHELTON
Electric Motor

The “Simplicity” electrifies
Victor, Edison and Columhia
phonographs hy simply tak-
ing off winding handle and
placing motor against turn-
tahle. Automatic switch in
motor operated when the
turntahle is started or
stopped. Operating on AC
or DC current of 110 volts.
Specify type of current
when ordering.

SHELTON ELECTRIC CO., 16

East 42nd Street, New York

sign in his window featuring a ‘dance album’
(with three records to start) or an ‘opera al-

bum’ (with three records) were greedily
pounced upon every now and then by passers-
by. \While his sales were not sensational in

any degree they were steady and came as a
direct result of the plan. In other words, he
did get business that ordinarily would go to the
candy or novelty store.

“There 15 no question in my mind but that
reonle everywhere ate to-day taking more pride
in their record collections than ever before.
\White talking with a dealer in a large store a
customer came in and explained that she needed
but two more records to complete the whole
opera of ‘Aida’ and she added that her husband
had purchased a special cabinet to keep the
classified albums in, this cabinet ‘matching their
library bookcase.

"It occurred to me then what great advan-
tages would accrue to every dealer who could
encourage and develop a wide clientele of cus-
tomers with the enthusiasm displaved by this
woman.”

N. C. JOHNSON OPENING WAREROOM

Laxcaster, Pa., November 5—The opening of a
new piano wareroom has just been announced
by Nelson C. Johnson, for many years asso-
ciated with his father, Kirk Johnson, in the
sale of pianos. The store, which is now under
construction, will be located at 110 North Prince
street. Mr. Johnson plans to carry a diversified
line of pianos, including the Hallet & Davis,
Story & Clark, Art-Trio and Angelus repro-
ducing piano. The Columbia phonograph line
will also be handled.

HATCH OPENS NEW STORE

Kexyore, O., November 3.—A music store, han-
dling phonographs and pianos, has been opened
here recently at 1520 Boulevard by Ralph C.
Hatcli. The quarters have been completely re-
modeled and two sound-proof booths for dem-
cnstrating records have been installed. Mr.
Hatch handles a very complete line of musical
in~truments and sheet music in addition to his
other lines

SECOND YEAR SUCCESSFUL LEADER

The Most
Dependable and

Inexpensive
Lid Support
on the Market

The bottom plate is
constructed of one
piece of metal and it
works  automatically
perfect. No parts to
go out of order. The
hinges are made in
Samples on request. two styles—flexible and hent.

STARMACHINE&NOVELTY CO.

81 MILL STREET BLOOMFIELD, N. J.

G. L. LAING CO., Canadian Distributor
41 Richmond St., East Toronto, Ont.

Canada Patent "
Applied

Applied for.
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Two Big Holiday Sellers!

Both Health Builder Sets of Walter Camp’s ‘“Daily
Dozen” and the Camp-Fone provide the dealer with quick
selling merchandise with a strong Christmas gift appeal

The CAMP-FONE

Measures 14x
1114x6, closed. Retails at $25; Middle West, $27.50;
Far West, $30.00. Quick sales and liberal profits for
live dealers.

Camp-Fone weighs only 15 pounds.

The Camp-Fone is a quick easy sale at $25 because it looks
like a lot more money. Handsome mahogany finish, hard-
wood case, trimmed in nickel, comfortable leather handle.
10 inch turn table, heavy-duty noiseless motor, triple weight
governor, speed adjuster, needle cup with safety cover,
sturdy 10 inch piano hinge with strong top holder catch.
Equipped with album holding 6 records. The first high-class
small portable ever produced and an attractive holiday gift

Walter Camp’s

“Daily Dozen”

Health Builder
Record Sets

List
Price

$10

Last Christmas season the sale of these sets was
tremendous. Many dealers could not fill all the
demands and had to lose some profits. Their
specific gift appeal together with their nominal
price made quick sales.

If you are not already selling Health Builder
sets send to-day for full information. If you are
we recommend that you increase your stock noaw
for the holiday season.

HEALTH BUILDERS, Inc.

DEPARTMENT W 11

334 FIFTH AVENUE

NEW YORK, N. Y.
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CONCENTRATION IN CANVASSING PAYS

Scattered Calls Mean Waste of Time and Over-
looked Prospects—How a Live Dealer Thor-
oughly Covers His Territory

Canvassing is still being found a good road
to sales by those dealers who go about it in
the right way. One of these is J. L. Brett,
well-known dealer at Niagara Falls, N. Y., who
does a very large business in Edison phono-
graphs and records. Mr. Brett has found that
the only way to eliminate waste of time in can-
vassing and to get worthwhile results is to map
out his territory by streets and work each fam-
ily on one thoroughfare or section before carry-
ing the scene of operations to the next, and
although he has only two outside men they
certainly bring home the bacon. The plan is
this: Each day these men take a street or a
section of the city which they cover without
missing a home or a family, the object being
to secure permission to place a machine and
some records in the home for a trial period of
three days. Mr. Brett is authority for the state-
ment that one out of every four instruments
placed in this manner remains permanently in
the home. This is certainly a good ratio of
sales—one to every four calls. It is also ex-
cellent proof that where a determined effort
is made canvassing is an unbeatable way of
bringing the sales volume to assume respectable
proportions.

Where many canvassing campaigns fall down
is in the lack of concentration. In other words,
scattering the drive over too large a section of
the city or town without definite direction. It
is very well to send individual canvassers and
salesmen to different sections and streets, but
unless these men cover their territory thor-
oughly the results will fall below par. This is
not a theory, but a fact which has been proved
many times. If a man calls on three families
in a six-family apartment house or three homes
out of six on a block the chances are exactly
even that the persons he is overlooking may
be in the market and can be sold.

The Benedict Plano Co., handling Gulbransen
players, Victrolas and records, musical mer-
chandise, etc., has moved to larger quarters in
Clarinda, Ia.

ADDING TO SERVICE FACILITIES

Forbes & Wallace, of Springfield, Mass., Make
Changes to Handle Growing Trade

SprINGFIELD, Mass, November 6.—Present ac-
tivity at the Forbes & Wallace store gives an
indication of the excellent business which all
inusic dealers in Springfield report. Manager
Larkin, of the musical merchandise department,
reports good results so far this year and looks
forward to even bigger things in the remaining
months. To keep pace with the growth in busi-
ness Mr. Larkin has found it necessary to ex-
pand facilities. Improvements are under way.

Rayburn Clark Smith, of the Unit Construc-
tion Co., of Philadelphia, has worked with
Forbes & Wallace in the development of the
layout for the new departments, which will
greatly increase efficiency in handling custom-
ers. As the department was all Unico equipped,
the rearrangement and additions are being made
without any interruption to business.

The Ludwig Co., of this city, has also re-
cently added some Unico service units, increas-
ing its ability to serve its trade.

A UNIQUE COLLECTION LETTER

A collection letter is used by a printer in
Fernwood, Pa., which has been wonderfully suc-
cessful in stimulating collections and which can
be applied to any business where the collection
problem prevails. The letter follows:

“Dear Sir: “Here is a pin. (A pin is stuck
in here.) 1It’s not an ordinary pin—not the
kind your wife pins her dress with or anything
of that kind—it’s really a magic pin.

“We are going to let you use 1t for a few
minutes—and only a few minutes, because it is
imperative that we get it back.

“It is going to serve a wonderful purpose.
It is going to get a lot of matters cleared up
that have been pending for some time.

“The real reason for this pin, and the real
use you are to make of it, is to pin your check
to the attached statement and return it to us.

“You can see at a glance that this pin will
really do a lot of good for both of us. Very
sincerely, John J. Weber.

“P. S. Don't forget to return the pin at once
—others are waiting to use it.”

1
(1 A‘}

210-212 East 113th Street

For Accessories, Repair
Parts ano Motors---Use =

“Specialty Brand Products”
THE SPECIALTY PHONOGRAPH AND ACCESSORIES

Manufacturers

A
BRAND
o)

Co.

New York, N. Y.

NEW SET OF OKEH MOVIE SLIDES

Leading Record Artists Featured in Slides Well
Received by Okeh Dealers

The advertising department of the General
Phonograph Corp., New York, manufacturer of
Okeh records, announced recently a new set of
Okeh movie slides, which has been received en-

VINCENT LOPEZ

HOTEL PENNSYLVANIA ORCHESTRA
seasons most sensational orchestra and popuiarx
c:catoxsd‘an:wstylcof‘ darnce masic. Record exclusivetyfor

OWZa fike to play their

Slide of Vincent Lopez and Orchestra
thusiastically by Okeh dealers throughout the
country. The slides in this set feature Vincent
Lopez and His Hotel Pennsylvania Orches-
tra, Markels Orchestra, Sophie Tucker and
Gerald Griffin, all of whom are exclusive Okeh
artists. Two other slides are general in char-

MARKELS ORCHESTRA
‘Society’s Favorite Orchestra’
The pleasure of dancing to musia well pla;

correctly-ti 1S enjoyed cnr.ecords by~ this
organizakion.. (Markels makes records only for

T/:e__ Record of Quality

Slide of Markels Orchestra

acter, inviting the moviegoers to visit the deal-
er's establishment and emphasizing the dance
hits included in the Okeh library. The slides
are brilliantly colored, with ample room for im-
printing the dealer’s name and address, and the
Okeh advertising department suggests various
ways by which these slides can be used to splen-
did advantage.

TUSSEY-WILLIAMS CO. OPENS

WEesTERVILLE, O., November 5.—The formal open-
ing of the new store of the Tussey-Williams
Music Co. was recently held here during the
fourth anniversary week of the company. The
new address of the concern is the building at
34 North State street, which will afford three
floors, two for showroom purposes.
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REPEATER,

L
=l
A Suitable Gift from L)
ANYBODY to EVERYBODY
—And Only a Dollar!

ps

Holiday Time is Dancing Time!

LL the world owns a phonograph and dances to it—that makes the CESCO Repeater a

universal gift. The CESCO Repeater is the ideal repeater, quick as a flash m opera-

tion, positive in action, simple in design. It is sturdily built of sheet metal without intri-

cate mechanism or complicated parts. Needs no adjusting whatever—just sets in the

center of the record. Deoes not touch the playving surface, nor will it injure the needle or
reproducer. 4

The CESCO Repeater is the most salable accessory in the talking machine industry. Tt will
help you skim the cream off the Christmas trade.

The standard finish is gun metal base with nickel plated arm which retails at the popular
price of one dollar. Also carried full nickel plated at £1.50 and gold plated at $2.00. Put up
in cartons of 12 with holly boxes for holiday trade. Distributed through jobbers. Sample
to dealers on receipt of jobber’s name.

THE RAPID REPEATER CO.
260 Van Alst Ave., Long Island City, N. Y.

5 /
(2.) Lifting the sound box a (3.) Gently lays the needie in the «
R ey ol b 10 com fraction of an inch by means of  Starting ‘erooto and aquietly re- W/
a clever! csigned cam, slides 0 position through action /
to the flnal groove of the record. quick as a flash 2cross. of small cod spring, N
~ /
T TR O I T T ITITIT IS &4_/‘/
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Hearing
is believing

The New Reproducer banishes
Screech and Blare.
plishment—a sales argument that will con-
vert every former opponent of the phono-
graph and win every phonograph owner
“Not quite satisfied” with his own 1nstru-
ment. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

Here 1s an accom-

“Stands for Display™

PLG. US. PAT, OFF,

For Your Holiday and
Christmas Window
and Store Displays

as well as for all year ’round use

A New Meual Display Stand for
Universal Use in Music Shops.

ECONOMICAL
ATTRACTIVE
SUBSTANTIAL

May be used for displaying 10 in. and
12 1. Records, Monthly Window
Service, Sheet Music, Phonograph
Displays, ete.

6 For §27>

Made in one size and finish for
all purposes

Manufactured by

MUSICAL PRODUCTS DISTRIBUTING GO, INC.

37 East 18th Street New York
Attractive Offer to Distributors

Final Awards in Better Homes Music Contest

Event Aroused Wide Interest Throughout the Entire Country—H. G. Van Closter, of Kansas City,
Mo., Wins First Prize—Second and Third Prizes to Katherine Hustvedt and J. M. Williams

The awards of prizes in the Home Music Con-
test held throughout the country during Better
Homes Week, June 4-10, under the joint aus-
pices of the Music Industries Chamber of Com-
merce and the National Council of Better Homes
in America, have just been announced, show-
ing a lively interest in the value of music.

The winner of the first prize, a $500 piano or
allowance of that amount on a piano to be
selected from the list of twenty-six, is H, G
Van Closter, of Kansas City, Mo. His state-
ment follows: *“Music mmakes better homes be-
cause dance imusic lightens labor and speeds
play. The performance of concerted music,
whether vocal or instrumental, fosters harmony
and co-operation. Music of sentiment elo-
guently expresses the spirit of each tender rela-
tionship of the home and makes very real those
intimate emotions which timid hearts seldom
dare express in words.”

According to the terms of the contest the
explanation had to be written in fifty words or
less and a list of ten selections of the best
music for the home bearing out the definition.

The second prize, a $200 phonograph or al-
lowance on an instrument to be selected from
a list of seven, was awarded to Katherine Hust-
vedt, of Decorah, Ia. Miss Hustvedt says music
makes better homes because: “Music, the most
<ocial of all the arts, welds the family and its
friends together in an enjoviment which can
be shared by the tiniest tot and the oldest
grandparent. It is a trouble-chaser, a gloom-
dispeller, an electric tonic of high power. It
tones vou up physically, mentally and aestheti-
cally.”

John M. Williams, of East San Diego, Cal,
winner of the third prize, has this to say:
“Music makes better homes because it (1) cul-
tivates the imagination; (2) appeals to the
higher emotions; (3) awakens slumbering de-
sires and ambitions; (4) cements home ties;
(5) arouses patriotism; (6) develops the rhyth-
inic sense; (7) encourages the faint-hearted; (8)
cultivates such social activities as dancing, sing-
ing; (9) awakens the religious side of the lis-
tener; (10) is an outlet to the emotions of hap-
piness; (11) sadness; (12) unexpressed aspira-
tions.”

The contest was judged upon (1) the reasons
given why music makes better homes; (2) the
choice of ten selections best suited to support
these reasons, and the committee on awards
who judged the entries included Mrs. John F.
Lyons, president, National Federation of Music
Clubs; Mrs. M. E. Oberndorfer, music chair-
man, General Federation of Woinen’s Clubs;
C. M. Tremaine, director, National Bureau for
the Advancement of Music; K. S. Clark Bureau
of Community Music, Community Service.

The Better Homes in America campaign
reached 1,000 cities this year; although the music

contest was organized too late in the campaign
to be promoted thoroughly in all of these com-
munities, the quantity of the replies and the
general scattering of them throughout the coun-
try proves that the contest was a great success.

A complete list of sinners follows: First
prize, H. G. Van Closter, 510 East Eighth street,
Kansas City, Mo.; second prize, Miss Katherine
Hustvedt, 401 Grove street, Decorah, la.; third
prize, John M. Williams, 3683 Reed avenue, E.
San Diego, Cal.; fourth prize, Miss Helen Wal-
ters, 3560 Grim street, San Diego, Cal.; fifth
prize, James Potter Keough, 808 Lexington ave-
nue, New York City; sixth prize, Miss Kather-
ine Nicholson, 226 Yanell avenue, S. E., Grand
Rapids, Mich.; seventh prize, \V. L. Thickstun,
Central College, Conway, Ark.; eighth prize,
Malcolm L. Cobb, 353 Central avenue, New
Haven, Conn.; ninth prize, George Ashton, 122
East Sixtieth street, New York City; tenth
prize, Miss Elizabeth K. Chamberlain, 123 Bel-
laire avenue, Louisville, Ky.; eleventh prize,
Mrs. Laura Schubert, 301 Ninth street, St.
Charles, Mo.; twelfth prize, Louis Harrison,
608 Fulton street, Salisbury, N. C.

The following prizes were offered through the
co-operation of the Music Industries Chamber
of Commerce:

First prize—S$500 piano, or an allowance of
$500 on any piano or player-piano to be selected
by the winner from the following list: Acous-
tigrande, Biddle, Brambach baby grand, Cable-
Nelson, A. B. Chase, Chickering, Emerson, I.
& C. Fischer, Hardman, Hallet & Davis, Haines
Bros., Jacob Bros., James & Holmstrom, \Wm.
Knabe & Co., Kohler & Campbell, Lindeman &
Sons, Mansfield, Mathushek, Milton, Poole,
Steger & Sons, Sterling, Story & Clark, Weaver,
Wing & Son and York.

Second prize—$200 phonograph, or an allow-
ance of $200 on any phonograph to be selected
by the next winner from the following list:
Brunswick, Edison, Pathé, Starr, Columbia, Vic-
trola, Wing & Son,

Ten prizes—$25 each, allowance in musical
nierchandise to be selected from the following
Iist by the next ten winners: Music rolls—
Connorized, Q R S, United States; phonograph
records, Brunswick, Columbia, Edison, Gennett,
Odeon, Okeh, Pathé, Victor; sheet music, music
publications, etc.—Boosey & Co., John Church
Co., Chas. H. Ditson & Co., Carl Fischer, Fred
Fisher, Inc., ]J. Fischer & Bro., Harold Flam-
mer, Gamble Hinged Music Co., Hinds, Hayden
& Eldridge, Shapiro, Bernstein & Co., Inc, G
Schirmer, Inc.; small goods—violin, guitar, man-
dolin, ukulele, harmonica, saxophone, accordion,
cornet, drums, strings, etc—C. Bruno & Son.
Buegeleisen & Jacobson, C. G. Conn, Ltd., Gib-
son Musical String Co., Fred Gretsch Mfg. Co,
M. Hohner, Leedy Mfg. Co.,, Lyvon & Healy,
Inc., C. Meisel, Inc.
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Letting the Phonograph Dealer

in on Some News

ULBRANSEN NATIONAL

ADVERTISING schedules
for 1924 include the publication
of twelve four-color cover advertise-
ments in The Literary Digest. This
is the most extensive line—up of
color advertising that the piano
industry has ever known. A full-
page, four-color ad every month!

In addition, The Saturday Evening
Post and American Magazine will be used
—carrying full-page advertising of the Gul-
bransenRegistering Piano; farm papers, too.

That mere announcement of continuous
advertising explains to the phonograph
dealer the whole story of “active demand.”
Any merchant who knows what consistent,
effective National Advertising will do for
a worthy product will quickly understand
why the Gulbransen has been singled out
for representation by dealers who have
for years restricted themselves to the sale
of phonographs.

One of the illustrations used in Gulbransen National advertising

The originals of these illustrations are painted in oils
by Philip Lyford

You will be interested in details of the
progrcssive merchandisin g policics on

||m :
GULBRANSEN- } ‘“l] " m““““ m which Gulbransens are sold:
DICKINSON CO.,

3236 W. Chicago Ave. [ ‘},{‘/_ Y National Advertising

|| . « .
LT mmmmhw' Co-operative Local Advertising

Guibransen Trade BMark. o 0 2
GENTLEMEN : Tell us how the Gulbransen “fits in®’ N[INO)I(IZ PI"ZC€J' I)IJ'fl i ROZZJ-

with a Talking Machine business. Fl-'ez'g/)t Pl”t’pﬂl'[l

Chicago

Naine

Full details gladly given to inquirers in
territory where representation is available.
Just fill in the handy coupon.

Address

(Propounced Gol- ERAN-se8)

GULB RANSEN

The ‘Registering Piano
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DON'T SAY

“KAN’T”
Say

“KENT”

Successfully used for TEN YEARS as a Sales
Clincher by hundreds of EDISON DEALERS

The KENT PRODUCTS
excel in:

Value

Quality
Material
Workmanship
Simplicity
Durability
Practicability

The KENT COMPANY is
noted for:

Stability

Versatility

Excellent Service

Square Business Methods

Reg. U. S. Pat. Off.

As our KENT No. 1 with soundbox, as illustrated, comprises
only a part of our line, write for our catalog. Highest grade
TONE ARMS made to order. Your inquiries are solicited.

F. C. KENT COMPANY

IRVINGTON, N. J., U. S. A.

EDISON REPLACES HOTEL ORCHESTRA

Imperial Hotel, Temby, South Wales, Installs
Phonograph in Special Resonating Chamber
in Ballroom—Some Fine Edison Publicity

Livirroor, ENcLaxn, November 3.—A new field
for the phonograph is suggested in the sale re-
cently by Jake Graham, one of our most pro
gressive dcalers, of an cxpensive console modcl
Edison phonograph to the Impcrial Hotel,
Temby, South Wales. The hotel managemecnt has
constructed a resonating chamber in the ball-
room in which the instrument has becn placed
This chamber, a little larger than the Edison
plionograph, is built of plywood and glass and
acts as a resonator. The machine itself stand
on a three-ply drum which acts as a soundboard.
The results have been beyond expectations, and
the Edison is now used regularly in placc of a
small orchestra. When the instrument .s play-
ing a brass wire gauze fits over the resonating
chamber in the form of windows.

Jake Graham, through Gcneral Manager Burt
Reynolds, has been utilizing some unusual pub
licity to bring the merits of Edison phono-
graphs before the public. One of his best pub-
Licity stunts, following an Edison tone-test in
Liverpool somme time ago, has been the prepara
tion and broadcasting of a four-page folder
which becars the title “The Musical Ideal of
Thomas A. Edison. This is followed by an
outline of the tremendous amount of research
work which finally resulted in the perfected
Edison instrument. The second page is devoted
to the story of the Liverpool tone-test, the first
ever held in England. Following this another
page is devoted to the enthusiastic comments of
the critics and an illustration of a console Edi-
son phonograph. The last page contains an
advertisement of Jake Graham (The Edison
Specialist), together with the announcement
that daily demonstrations are held in the firm's
Edison salons and home demonstrations can be
arranged. An unusually effective bit of pub-
licity!

The trade outlook is quite good in this sec-
tion of England, and the general price reduction
in all products has had the effect of reviving
business to a considerable degree, according to
Burt Reynolds, of the firm.

NEW EQUIPMENT FOR SEXTON STORES

WasuincroN, D. C., November 6.—Thé K. C.
Sexton Co., one of this city’s pioneers in the
Victor line, has just completed improvements in
its store, consisting of the installation of equip-
ment by the Unit Construction Co.

The Sexton family is a real factor in talking
machine merchandising in the national capital.
In addition to the store operated by K. C. Sex
ton, his son, Francis, opened a store at 647 H
street, Northeast, a few years ago.

Charles Clement, of the sales staff of the Unit
Construction Co., handled the details of the in-
stallation for both K. C. and Francis Sexton

PLAN RADIO STATION IN DENVER

Dexver, CoL., November 4.—The General Elec-
tric Co. is planning to erect a radio station in
Denver, Col., which will be one of the three
largest stations in the country. Musical and
other programs will be broadcasted regularly.
Hendrie & Bolthoff, of this city, are the dis-
tributors in the Rocky Mountain region for the
radio products of the General Electric Co. and
the Radio Corp. of America.

CLEVER CIRCULAR BRINGS TRADE

EvrizaserH, N. J., November 6 —McManus Bros..
Victor dealers of this city, are using cirqulars
which bear a close resemblance to theatre
tickets. On the face of the tickets is the word
“Reserved” and the headline “\We have reserved
for you a genuine Victor-Victrola.” The brief
text requests the recipient to call, states terms
and bears the imprint of the firm.
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The NEW
Columbia

1S superior

Hearing
is believing

The Sound is Unobstructed.
right to filter water—but sound from a pho-
nograph is more or less muffled when strained
through latticework or fabric. In the New
Columbia the exclusive control leaves and
“organ pipe” effect permit the sound to issue
forth fully and freely. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

It's all

DIAPHRAGM CO. ANNOUNCES NEW PRICE

Violin Spruce Reproducer Reduced in Price—
New Chicago Representative, Illinois Dia-
phragm Co., Appointed by H. C. Cooley

CreveLaxo, O., November 7—H. C. Cooley, who
was recentlv appointed sales manager of the
Diaphragm Co. in this city, manufacturer of
the Violin Spruce reproducer, recently returned
from a trip to Chicago. While in that city Mr.

P R ‘ e

H. C. Cooley
Cooley made arrangements whereby the com-
pany will be represented by T. C. Findley, who
will conduct activities as the Illinois Diaphragm
Co. Mr. Findley is well known in Chicago talk-
ing machine circles, and is entering upon his
new activities with keen enthusiasm.

The Diaphragm Co. recently announced a set
of new prices for Violin Spruce reproducers
and this new price schedule represents a sub-
stantial reduction over former prices. Increased

No. 35861. Holly Wreath, natural pre-
pared, everlasting, fireproofed, with bow,
holly berries
and silver
effect; per
dozen, $10.00.
Write to-
day for our
"Xmas Cata-
logue No. 35,
containing il-
lustrations in
colors of Ar-
tificial Flow-
ers, Plants,
Vines, etc.,
mailed free
for the asking.

FRANK NETSCHERT,Inc.
61 BARCLAY ST. NEW YORK, N. Y.

manufacturing efficiency, together with rapidly
growing sales totals, enabled the company to
reduce its manufacturing and selling expenses
so that a new price list could be announced to
the trade. Mr. Cooley has interested several
well-known manufacturers in the distinctive fea-
tures of the Violin Spruce reproducer, and plans
are being made whereby this reproducer will be
used as standard equipment by these manu-
facturers.

RIGHT METHODS BUILD BIG TRADE

Records 60 Per Cent Increase in Business This
Year as Result of Making Store a Rendezvous
for Lovers of the Best in Music

NorTHAMPTON, MaAss, November 7—The rec-
ord of business development here of the A. M.
McCollum Co., which is now known as the Con-
solidated Dry Goods Co., is an indication of
what can be accomplished through the right
kind of merchandising methods. This year the
business has shown an increase of 60 per cent
over the same period last year. Largely respon-
sible for this satisfactory state of affairs in the
talking machine department are H. C. Marsh,
manager, and Miss Marion Dragon, who is in
direct charge of the department. Miss Dragon
is an accomplished musician and she has been
successful in building up a select clientele of
lovers of the best music. The talking machine
department is located in the basement of the
establishment. It has been attractively fitted
up and is the rendezvous of the music lovers of
the city. Victor, Edison and Pooley machines
are featured by this live dealer.

NEEDLE SALESMAN GYPS DEALERS

Canadian Police Captures Swindler Who Has
Been Victimizing Talking Machine Retailers

Burraro, N. Y., November 5—A man giving
the name of Fred J. Newberry, and said to
have induced a number of talking machine
dealers in Welland County, Ontario, into buying
large quantities of needles for cash, with the
promise of talking machines to be delivered
later, has been arrested and is being held in
Chatham, Ont. The phonographs were to have
been shipped by the Phonograph Needle & Cab-
inet Co., of Toronto, which it has been learned
is non-existent. The man was not arrested at
the instance of any of the merchants whom
he had swindled, but they are not displeased at
the announcement of his arrest.

FAIRALL’S MUSIC HOUSE EXPANDS

Newark, O. November S§.—Fairall's Music
House, Fourth and Main streets, this city, has
almost doubled its floor space. Extensive
alterations have just been completed. These
were made necessary by reason of the fact that
the business has enjoyed steady growth. The
talking machine department has come in far its
share of expansion.

NEW KIMBERLEY MODEL POPULAR

New Console Well Received by Dealers—P.
L. Baerwald Expanding Sales Organization
Throughout East—Plant Is Rushed

In a recent chat with The \World Paul L.
Baerwald, sales inanager of the Kimberley
Phonograph Co., Perth Amboy, N. J, com-
mented upon the enthusiastic reception that had
bLeen accorded the company’s latest model, a
$100 console. Mr. Baerwald stated that ths
dealers throughout the East are ordering this
new model in quantities far beyond expectations

New Kimberley Console
and the factory is working to capacity to take
care of the requirements of the trade.

During the past few weeks Mr. Baerwald
has been visiting the dealers in metropolitan
territory, and he states that there is a feeling of
optimism which is substantiated by the sales
totals reported by the majority of the dealers.
The Kimberley sales organization in New York
is being expanded gradually, and Mr. Baer-
wald is making plans whercby the company’s
representation in the East and throughout the
country will be augmented materially by the
first of the year. David Isenberg, president of
the company, is devoting practically all of his
time to production activities at the factory, and
under his direction the plant is working at full
speed with maximum efficiency.

TAKES OVER TAYLOR MUSIC HOUSE

NorRTHAMPTON, Mass., November 7.—One of the
progressive music concerns of this city is the
Taylor Music House, 98 Pleasant street, which
was recently purchased from Mr. Taylor by
Bernard M. O’Shea, formerly proprietor of the
White Music Shop, and one of the most popular
business men in this vicinity. In addition to
handling a line of pianos Mr. O’Shea operates a
large talking machine department, which is in
charge of Miss Ruth M. Sprout, who is an expe-
rienced talking machine merchandiser.
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Junior Operetta Series T
Little Red Riding Hood | §7

i Junior Operetra

Front of Container Container Open as a Display Back of Container

Orders Piling in Fast for

JUNIOR OPERETTA RECORDS
Order Now for Christmas Selling

Dealers are so enthusiastic about this brand new record idea
and orders are coming in so fast—order now if you want to
be sure to get the supply to meet the big Christmas Demand.

Ideal Christmas’Gift for Children

Little Red Riding Hood, the first of the Junior Operetta Se-
ries, on three double faced

10-inch unbreakable

records is packed in a wonderfully attractive container (which
is its own display fixture) and sells itself on sight. The en-
tire set retails, complete, at $2.50. ’

There’s a big profit in each sale for you.

One Big Victor One Big Brunswick

Dealer Writes: Triple your Dealer Writes:
“ 1 l (13 .
YZY:; refsggil t}gp:fé?&e g; Sales Record Your set of Junior Operetta
' ‘Little Red Riding Hood, with Triple received.
which we think is about the )
finest t;’lving yet in the line of Record Sales. “We must admit that it is the
records for children.” finest of its kind.”

Order Direct or from the following Distributors:

_ Shapleigh Hardware General Radio Corp.
A. C. Erisman Co. N O Ty ree!®  Bristol & Barber, Inc.
175 Tremont Street Vocalion o pf Chicalo and 3 East 14th Street
Boston, Mass. 529 So. Wabash Ave. 1005 Liberty Avenue New York City
Chicago, Ill. Pittsburgh, Pa.

VULCAN RECORD CORPORATION

New York City

T T > —_—— =
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The New Novelty Waltz
Withthe Bugle Call Effect

REALISTIC RECORD WINDOW DISPLAY

Live Edison Dealer Arranges Window of the
Record, “Saw Mill River Road,” Which Tells
a Real Story and Attracts Much Attention

How records can be featured in window dis-
plays in a forceful and realistic manner was

of the record has been carried out in the dis-
plav. There is a miniature saw mill, with a
saw made from an Edison record which turns
like the real thing. Realism is further produced
by the oxen hauling a load of logs to the mill,
and another feature of the display is the river—
real water running across the entire window
with real fish in it. Boats on the river, a rustic
bridge with a couple
crossing, moonlight,
and an old-time rail
fence with chickens
sitting on it com-
pleted this effective
ensemble.

W. P. Fowler,
proprietor of the
Chickasha store, has
built up a large busi-
ness through pro-
gressive methods
such as these. He
owns and operates
three Edison shops
and has substantial
investments in

How W. P. Fowler & Co. Featured Popular Edison Record

demonstrated recently by W. R. Coats, man-
ager of the W. P. Fowler & Co. store, Edison
dealer, Chickasha, Okla., who designed and built
a most ingenious window display of the record,
“Saw Mill River Road,” which, to sayv the least,
is strikingly descriptive. Naturally this display
received deserved attention on the part of the
public; in fact, it aroused much favorable com-
ment and praise.

As may be seen in the illustration the theme

[ITALIAN

Popular Music

{ A}

X [y

Recorded in Italy by the .
Best-known Italian Artists

e AND==

ITALIANSTYLF

-:. MONTHLY RELEASES
WRITE FOR CATALOGUES
Out-of=.Town Agents Wanted

Distributed by

ITALIAN BOOK CO.

145 Mulberry St. New York, N.Y.

-
[ t . 3

-
-
) § i
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other successful Ed-
ison establishment in this prosperous territory.

FORMAL OPENINGS IN NEW HAVEN

Wooley & More and Blair & Brodrib Open
Attractive Establishments

New Haven, Conx., November 7—Two Bruns-
wick dealers in this city held formal openings
of their establishments recently, and conspicuous
among the decorations were floral offerings
from the Eastern division of the Brunswick-
Balke-Collender Co. The newly renovated store
of Wooley & More, 71 East Main street, has
won the enthusiastic praise of music lovers in
this city, and the new store of Blair & Brodrib,
103 Orange street, is one of the most up-to-date
phonograph establishments in the State. The
latter concern has stores in Bristol and Water-
bury and is planning to feature the Brunswick
exclusively during the coming holiday season.
Ned R. Mann, of the Brunswick Co., was present.

George A. Cassidy, proprietor of a music
concern in Schenectady, N. Y. has just pur-
chased a two-story building at 24 Jay street,
which will be remodeled as a business place.

SONORA SIGN BRINGS BUSINESS

Risik & Ray Find That the Right Kind of Pub-
licity Results in Sales Stimulation

Among the new Sonora dealers in New York
territory who are closing an excellent Fall busi-
ness is the firm of Risik & Ray, located at
103rd street and Third avenue, New York. This
account, which was recently opened by the
Greater City Phonograph Co., Sonora jobber in
metropolitan territory, is splendidly situated to
-ater to a residential trade, and the large Sonora

3

MOC~~2Z2DCT

Risik & Ray’s Establishment in New York
sign on the side of the building indicates the
effective way in which the Sonora line is being
featured by this dealer.

MOORE’S MUSIC SHOP OPENS

Preasantvile, N. Y., November 6.—Moore’s
Music Shop, the only exclusive music store in
this vicinity, recently staged its formal opening,
which was attended by many local music lovers.
Lvle K. Moore, formerly connected with the
Rudolph Wurlitzer Co., is the proprietor. The
Brunswick line is featured.

EXPERIENCED GOOD FALL BUSINESS

Ansonia, Coxx. November 6.—The Duo-Tone
Co., Inc, this city, manufacturer of De Luxe
needles, has experienced good Fall business.
The De Luxe needle is a semi-permanent needle
which is claimed to play from 100 to 200 rec-
ords. As evidence of the quality of the De
[.uxe needle, an official of the company pointed
out the steady re-orders that are being received.

QUALITY IS NOT AN ACCIDENT

The superior quality of our COTTON FLOCKS for record manufacture is the result of con-
tinual study of the manufacturer’s requirements—diligent adherence to the use of raw materials
which will produce the best flocks and scrupulous attention to every detail of their manufacture,

dNum&rous hrecgr  man 'I . o
t t a of records.
product TArough recue RE YOU ONE OF THESE MANUFACTURERS?

CLAREMONT WASTE MFG. CO.

d manufacturers are profiting by the cleanliness and uniformity of our

Claremont, N. H. .-

)

Qe ==e-
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LITTLE TOTS NURSERY TUNES

SONGS, GAMES, STORIES ON RECORDS

HE biggest selling juvenile record

the trade has ever seen—because it
gives the biggest value the trade has
ever known!

Six different selections on three double-

faced 7 inch records, with colored picture
and verse cards in a beautiful LOOSE
LEAF album—$1.00 retail.

Individual records, 7 inch double-faced,
with picture cards, are 25c¢. each.

Liberal discounts.

Order Plenty for the Holidays—N OW !

REGAL RECORD CO, Lttt Tots’ Record Division

® 20 W. 20th St., New York
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Meeting of Brunswick

Dealers in New York

Eastern Phonograph Division of Brunswick Co. Host to Nearly 250 Dealers in Hotel Pennsyl-

vania—Interesting Addresses—Discuss

Plans—Luncheon and Entertainment

The Eastern phonograph division of the
Brunswick-Balke-Collender Co. was the host re-
ently to the Brunswick dealers in metropolitan
territory at a meeting and luncheon held at the
Hotel Pennsylvania, New York. This was the
first gathering of Brunswick dealers in the East
and the fact that nearly 250 were present at
the meeting indicates the rapid strides in popu-
larity that the Brunswick line has attained in
this territory. The meeting was divided into
two sessions and P. A. Ware, manager of
sales promotion of the Eastern phonograph
division, who was the toastmaster, took care
of this important work with signal ability.

T. A. Dwyer, secretary and treasurer of the

chandising plans that added materially to the
success of the merchants who tried out these
ideas. As he has been identified with the sub-
ject of credits for many years, Mr. Teele is
thoroughly familiar with every phase of this
important branch of the dealers’ affairs and the
suggestions that he gave to the Brunswick rep-
resentatives were based on fact and not theory.

One of the principal ballrooms at the Hotel
Pennsylvania had been set aside for the use of
the Brunswick party and during luncheon the
guests were entertained by the Oriole Orches-
tra, an exclusive Brunswick organization that
has attained countrywide popularity. This or-
chestra is unique in that three of its members
are well-known composers, including Dan

Jrunswick-Balke-Collender Co., New York, ex-

Metropolitan Brunswick Dealers

tended to the dealers a cordial welcome in
behalf of the executive organization and pointed
out briefly the accomplishments of the Bruns-
wick Co. in its respective fields of endeavor.
Mr. Dwyer congratulated H. A. Beach, sales
manager of the Eastern phonograph division,
upon the splendid character of the Brunswick
representation in this territory and told the
dealers just how the Brunswick Co. was trying
to co-operate with them.

E. A. Strauss, assistant secretary of the
Brunswick Co. and well known in the phono-
graph industry, told the dealers something
about the companyv’s plans in connection with
its new building at Seventh avenue and Fifty-
second street, which will be ready for occupancy
the early part of the year. F. W. Teele, credit
manager of the company's New York head-
quarters, gave an interesting and informative
address that was enthusiastically received by
the Brunswick dealers. Mr. Teele emphasized
that the credit department is in a position to
help the dealers along practical and profitable
lines if taken into their confidence. He illus-
trated several instances showing how the credit
division had not only assisted dealers in times
of emergency, but had been responsible for mer-
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at Hotel Pennsylvania Meeting

Russo, conductor of the organization. The
other composers in the orchestra are Teddy
Fiorito, who has to his credit the present popu-
lar hit, “No, No, Nora,” and J. F. Naset, pianist.
The other artists on the program included Mar-
garet Young, vaudeville headliner and exclusive
Brunswick artist, whose rendition of popular
hits thoroughly emphasized the fact that she
is entitled to recognition as one of the leaders
in the recording field. Miss Isa Kramer, inter-
nationally famous as a singer of selections in
practically every popular language, gave the
Brunswick dealers a most enjoyable recital.
Miss Kramer, who is an exclusive Brunswick
artist, has won exceptional success in concert
both here and abroad.

Subsequent to luncheon and the musical en-
terfainment Mr. Ware introduced Mr. Beach
as one of the pioneers of the talking machine
industry with an intimate familiarity with every
phase of phonograph activities. Mr. Beach gave
an exceptionally forceful and interesting ad-
dress, during the course of which he said: “My
first experience dates back to the year 1900,
and after spending considerable time in the
retail end I became interested in the wholesale
branch of the business and in a managerial

capacity. After having served possibly seven
or eight years in retail and wholesale I then
graduated to a semi-executive position with one
of the chief manufacturers. My retail experi-
ence I regard as the most valuable of all, as it
gave me a more intimate insight into the real
workings of the business than any or all of the
other branchies combined, and it stood me in
good stead in my later years of experience,
particularly in giving me a keener appreciation
of the retailers’ problems and all of the ups and
downs which they fall heir to. It has never
been difficult for me to put myself on their side
of the fence and to view things from their
angles. Probably the greatest of these was the
ability to understand the fluctuation of trade
conditions and to be able to overcome them by
throwing pressure into certain periods in order
to overcome a natural periodic inertness which
has characterized this business, as well as all
other branches of retail merchandising.

“The gains during the past six or eight months
in all of the Eastern sections have been phe-
nomenal, so much so, in fact, that we are already
beginning to curb our activities as regards new
accounts in order to safeguard our present
established dealers. During the past week in
excess of $30,000 in new accounts have been
rejected, partly for that reason, as well, of
course, for the reason that some of the appli-
cants under consideration are not looked upon as
representative in character or temperamentally
unsuited to our business. We are to-day exer-
cising every possible care in determining upon
new dealerships, as there is no inclination what-
soever to accept new business merely for the
sake of a dollar-and-cent gain. Neither will new
accounts be accepted which will in any way
prove a detriment to our present dealers who
are conscientiously endeavoring to work for the
upbuilding of Brunswick in their communities.”

After referring to the advertising campaign,
which, he said, “from this time on is going to
be a tremendously big one,” Mr. Beach con-
cluded as follows: “At this time of the year,
however, we do want to have you anticipate
your needs as far in advance as possible as our
factories are being taxed to their fullest ca-
pacity and will be for some months to come.
You will render us invaluable aid in placing
your requirements just as quickly as possible,
as by this means we will be in a better position
to command the necessary share of Brunswick
products from our factories. You know as well
as I that we have a prosperous period ahead
and there is no earthly reason why buying
should not be on a very large scale, as our
country is enjoving most unusual prosperity.
There is ample money in circulation to guaran-
tee this and I hope that you will get behind
us in helping us in every possible way to gauge
our supplies at least for the coming four or
six months.”

Following Mr. Beach’s talk, interesting ad-
dresses were made by Mr. Ware and H. D.
Leopold, manager of the recording department
of the Eastern phonograph division.
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WALL-KANE NEEDLES

CONCERT NEEDLES

JAZZ NEEDLES

Each needle guaranteed Steel needles in tones of The special extra loud

to play ten records.

extra loud, loud, medium
and soft.

needle. The only one of
its kind in the world.

Profit-Producing Jobbing Proposition

-WALL,-KANE NEEDLE MFG. CO., 3922 14th Avenue, BROOKLYN, N. Y.
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66 %
Reduction on MYSTO Multi-Playing
NEEDLES

50 NEEDLES .-

60 BOXES c.éor

EXTRA LOUD
LOUD

and

MEDIUM TONES

) et I

SELLING PRICE

5¢ Per Box or
6 Boxes for 25c

COST 2c¢ Per Box

We purchased the entire stock and right to name and trade mark, eliminating the jobber's profit,
cost of collection and cut the manufacturer’s profit to the bone, enabling us to offer this same needle
for cash, at $1.30 per carton, in quantities of 10 cartons or more. -

Price in one hundred (100) carton lots $1.20 per carton.

We will gladly send parcel post PREPAID one sample carton
either extra loud, loud or medium, on receipt of check for $1.50

Phonograph Jobbers Corporation

Manufacturers and Distributors
Mr. Manufacturer, consult
us when you contemplate

| , A s T
56 Bleecker Street New York, N. Y. e

you contemplate launching a
retiring. Telephone Spring 7197-8 sales campaign.
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SUCCESSFUL RECORDING EXPEDITION

Okeh and Odeon Record Lists Enlarged by
Addition of Several Popular New Artists as
Result of Chicago Recording Trip

R. S. Peer, of the sales division of the Geu-
eral Phonograph Corp, New York, manufac-
turer of Okeh and Odeon records, returned
to his desk recently after spending two weeks
in Chicago, where he was in charge of a special
tecording expedition that made its headquarters
in the building of thc Consolidated Talking
Machine Co., in ‘that city, Okeh distributor.
The members of this party included: Arthur
Bergh, Okeli musical director; Chas. F. Hib-
bard, technical director of the recording labor-
atory; H. P. Decker, Lis assistant, and A. F.
Thallmeyer, manager of the company’s foreign
language record division.

One of the featiires of the recording expedi-
tion was the work of Finzell’'s Arcadia Orches-
tra, consisting of seventeen well-known musi-
cians, which made a special trip from Detroit

to record for the Okeh library. A special car
was used to bring the orchestra from Detroit
to Chicago, and banners on the sides of the car
informed the public just where the orchestra
was going. King Oliver’s Jazz Band, which is
popular throughout Chicago, also made a num-
ber of records during this trip, as well as
Guyon’s Paradise Orchestra, another prominent
dance organization. Bennie Moten’s Orchestra,
of Kansas City, Mo., made its first Okel record-
ings at Chicago, and, in addition, Mr. Thall-
meyer sponsored a large number of recordings
in foreign languages, including a variety of
selections in Italian, Green, German, Bohemian
and Lithuanian,

A very handsome and cleverly designed window
iront is being installed in the Davega double
store, located on the north side of 125th street,
between Seventlh and Lenox avenues, New York
City. \When completed this front will give an

opportunity for a splendid display of the talking
macline, musical merchandise, radio and sport-
ing goods lines handled by this house.
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145 West 452 Street

V> PHONOGRAPHS RIGHT ARM™

2s the PHILLIPS TONE ARM

' NO. 5 TONE ARM and NO. 5 BOX

WM PHILLIPS PHONO PARTS CORP.

.CABLE ADDRESS
PHONOPARTS
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New York City

IMICO INDIA RUBY

MICA

DIAPHRAGMS

ALL SIZES—IMMEDIATE DELIVERY

Samples and quotations on request

INTERNATIONAL MICA CO.
“hersss PHILADELPHIA St

Baring 535 Filasse’

WINDOWS WIN FOR CLARK CO.

Timely and Attractive Window Displays Prove
Business Stimulators

GREENSBURG, PA,, November 7.—The Clark Music
Co., of this city, Sonora dealer, is a firm be-
liever in the value of timely and attractive
window displays, and the accompanying photo-
graph showing one of the recent windows pre-
pared by this company will give some idea of

Clark Co.’s Artistic Window Display

the originality of these exhibits. This partic-
ular window won the enthusiastic approval of
passersby, and of interest is the fact that
the popular Sonora walking doll formed one of
tlie main parts of this display.

DA-LITE’S VICTOR RED SEAL PANELS

Da-Lite Electric Display Co. Issues Series of
Red Seal Panels—Fourteen Colored Panels
Feature Records by Leading Artists

Toreno, O., November 6.—The Da-Lite Electrie
Display Co., of this city, manufacturer of display
signs for Victor dealers, has just introduced a
new series of panels featuring Red Seal records
exclusively. This company for several years
past has presented each month a series of sign
panels that usually feature the latest Victor
hits, with one standard number in each set.
With the double facing of Red Seal records,
liowever, Harry Cuddeback, head of the com-
pany, appreciated the fact that Victor dealers
could use to splendid advantage a set of panels
devoted to Red Seal records only, and a series
of fourteen panels presenting records by some
of the greatest artists in the Victor Red Seal
Catalog are now ready for the trade.

Mr. Cuddeback has prepared a very attrac-
tive circular announcing the new Red Seal
panels, although this circular, which is repro-
duced in black and white, hardly does justice to
the multi-colored effects of the original panels.
Among the famous and exclusive Victor Red
Seal artists who are featured in these panels
are the following: Caruso, McCormack, Heifetz,
Paderewski, Galli-Curci, Chaliapin, Rachmani-
noff, Werrenrath, Ruffo, Schumann-Heink,
Homer, Kreisler, Gigli and Jeritza.

ON
PAGE 35
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Price Maintenance to Protect the Public

Representative Schuyler Merritt Says Fixed Resale Prices on
Trade-Marked Goods Will Give Quality Guarantee-to the Buyer

FEditor's Note.— Representative Schuyler Merritt, of
Connecticut, who has written the following article for The
Talking Machine World, is the author of the Merritt Bill,
which will be again introduced in the new Congress, which
opens the first week of December. This bill provides for
the maintenance of resale prices on products marketed
under a trade name or special brand, and is known as
H. R. 13494. It was introduced by Mr. Merritt in the last
Congress and reads in part as follows:

*That in any contract for the sale of articles of com-
merce to any dealer, wholesale or retail, by any grower,
producer, manufacturer or owner thereof, under trade-mark
or special brand, hereinafter referred to as the ‘vendor,’
who shall for the purpose of preventing discrimination and
protecting his good will clearly mark on each salable unit
of his product, or otherwise make generally known the
price at which snch unit shall be resold, it shall be lawful
for such vendor, whenever the contract constitutes a
transaction of commerce among the several States, or
with foreign nations, or in any territory of the United
States, or in the District of Columbia, or between any
such territory and another territory, or between any such
territory or territories and any State or the District of
Columbia, or with a foreign nation or nations, or between
the District of Columbia and any State or States, or a for-
eign nation or nations, to prescribe the uniform prices and
manners of settlement to all purchasers in like circumstances
at which the different qualities and quantities of each
article covered by such contract may be resold: Provided.
that such vendor shall not have anv monopoly or control of
the market for articles belonging to the same general class
of merchandise as such article or articles of commerce as
shall be covered by such contract of sale; and that such
vendor shall not be a party to any agreement, combination
or understanding with any competitor in the production,
manufacture or sale in interstate commerce of any merchan-
dise in the same general class in regard to the price at which
the same shall he sold either to dealers, wholesale or retail,
or to the public: Provided further, that if the purchaser
shall in good faith be unable to sell such goods at the
published price, the purchaser shall first offer such goods to
the seller at the purchase price before he may sell same at
less than the published price.”}

The bill H. R. 13494, which I introduced in
the last Congress and expect to introduce again
in the Sixty-eighth Congress, is based on the
proposition that if a man has property rights
in a copyright, or a trade-mark, or a trade
name, these rights should be protected like any
other property rights and should not be subject
to robbery or depredation without redress.

There have been repeated decisions of the
Supreme Court asserting such property rights,
but several of the decisions have contained in-
timations and suggestions, in view of existing
anti-trust and anti-conspiratory legislation,
which in effect state that while a man has prop-
erty rights in his trade name or good will and
while he may have something to say as to the
price at which his branded goods shall be sold
and the conditions under which they shall be
sold, nevertheless if he takes steps necessary
for any real protection of his good will he may
be liable to punishment under existing statute
law.

Corrective Legislation Necessary

This interpretation of the law seems to make
corrective legislation necessary if we are to
protect the rights of property which are rec-
ognized in the Constitution.

While, therefore, from the legal side, the case
for legislation is strong it is equally so from
the economic side.

When any article is subject to open compe-
tition, and especially in the retail trade where
the purchascrs are not experts and are neither
competent nor can they afford to test the qual-
ity of the goods purchased, there is a constant
tendency to sacrifice quality to price. Such sac-
rifice always tends to deception and sometimes,
as in -the case of foodstuffs and medicines, is
dangerous to health. The only cure thus far
discovered for these evils is, first, the manufac-
ture of goods to be sold on their quality rather
than price; second, the education of the public
as to the economic advantage of purchasing
articles of good quality; third, convincing the
public that the particular articles are of such
good quality; fourth, marking the articles with

a ‘trade-mark or trade name so they can be
identified as the goods previously brought to
the attention of consumers.

These conditions involve large expense and
risk on the part of the manufacturer to produce
the goods, to educate the public and, finally,
and most important, to maintain this quality so
that the reputation of the goods may not suffer.

What the Purchasers Want

Bear in mind that articles covered by this bill
are not necessities and not monopolies, such as
water, light, transportation, etc. These articles
are bought simply because the purchasers want
them. Thev want to be certain as to guality
and to know that they are purchasing the goods
at a fair price and on an equality with other
purchasers.

To give the purchaser this opportunity the
articles must have a wide distribution through
the regular and ordinary distributing channels.
To induce the jobbers and retailers to carry the
necessary stocks for distribution they must be
assured of a reasonable profit for carrying the
stock and selling it. They are entitled, when
they buy stocks of such specialties, to be as-
sured that some department store or some
rival will not purchase similar goods and use
them as leaders by advertising cut prices which
leave no profit or, perhaps, a loss. The public,
in the end, does not profit from such price cut-
ting because it is clear that no class of goods
can continue to be sold at a loss and that, if a
loss is incurred on one class, it must be more
made up on another, or the price of the article
in question must finally be advanced beyond
the regular price. There is no danger that,

under this legislation, unreasonable prices will
bc charged the public because under price con-
trol the producer cannot afford to ask unrea-
sonable prices as that would stop or limit thec
sale of his goods and at once stir up destr
tive competition.

By reading the bill it will be seen that it
covers very simply the points above set forth
as desirable. There is a distinct proviso that
the contracts enacted by the bill shall not apply
in case the vendor has a monopoly or control
of the market for the articles belonging to the
same class of merchandise as shall be covered
by the contract. In case the purchaser, acting
in good faith, shall be unable to sell his goods
at the published price he must first offer such
goods to the seller at the purchase price, and
if the seller refuses to purchase then he may
sell at less than theé published price.

Controversies to Be Settled by Law

Finally, this bill avoids any reference to the
Federal Trade Commission and gives it no
power to interfere or fix prices. I believe that
under this bill, it will be safe and wise to leave
all parties concerned to the rights under law
without the intervention of thé Federal Trade
Commission, and I am entirely opposed to ex-
tending further the power or control of the
Federal Trade Commission or any trade com-
mission over business and business men. Presi-
dent Harding well said: “We want more busi-
ness in government and less government in
business.”

A Victrola concert marked the opening of the
new store of Ralph E. Dodson, Palo Alto, Cal.

CLARAVOX REPRODUCERS REFLECT CREDIT ON EDISON PRODUCTS

How to Sell More
Edison Phonographs

No. 1 Edison
Attachment

Why Not

Demonstrate That Even
Lateral Cut Records Sound Better

on the Edison

CLARAVOX

CLEAR VOICE

The No. 1 Edison attachment provides you with your most effective sales

argument.

Correctly Plays
Edison Records
on Talking
Machines

lateral cut records.

Usual

STANDARD
Diamond Point

Employs a genuine diamond point,
microscopically ground, and Clare of
vox stylus and diaphragm.
discounts
tail price complete,

Sells phonographs to people you could not otherwise influence
because the Claravox diaphragm gives results never before heard from
Tts merits are now generally recognized by Edison
Dealers in all parts of the country.

Usual discounts to dealers.

Retail price complete, Nickel Plated......$7.50

SPECIAL
Jewel Point

Nearest approach to the permanency

the diamond point. Claravoes

stylus and diaphragm,

to dealers. Re- Usual- discounts tq, dealers. Re

Nickel Plated tail price complete, Nickel Plate
$12.50 $7.3

A Post Card will bring any of these products on 10 days’ trial

THE CLARAVOX CO. Youngstown, Ohio

CLARAVOX-MAKES PHONOGRAPHS SOUND REAL
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Sonora Dealers Have

More to Offer

Part for part, unit for unit, dealers han:
dling Sonora have more value to offer their
prospects than those handling other lines.
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Sawed-through section

As one illustration, consider the Sonora
of Sonora Tone Arm

tone arm. It is made entirely of brass, the
one best material for metal tone arms.

-

al

3 c c c

g‘ A tone arm, scientifically constructed of the The same hlgh quality of material and
< best matenial and of soTTeGt PPN, A5 construction is found in all other parts of
[ ) vitally necessary for true amplification. Sonora S T Sl . A
E-; tone arms represent the ultimate in quality. onora. t 1s this construction which gives
2 Read the message below—of interest to all to Sonora its far superior tone, its strikingly
3¢ phonograph purchasers.

attractive and different cabinetry and de-
pendable motor performance.

A

Wy

A

Sonora Tone Arms Are This exceptional high quality is selling
Iv P . d Sonoras in quantity. You, too; can build
Correctly Proportione profitable business with this line. Write

Drawn brass has been chosen by Sonora as for the Sonora proposition.

the only proper metal for the tone arms of i ]
“The Highest Class Talking Machine in the The choice of those who've heard them all
World." For brass assures permanent
strength and eliminates absorption of air dis-
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placements.

The Sonora brass tone arm is only one of Sonora Phonograph CO.

many quality construction features hidden be- INCORPORATED

low the surface which any Sonora dealer will 279 BROADWAY NEW YORK

ladly demonstrate.
g L - Canadian Distributers

SONORA PHONOGRAPH, Ltd. Toronto

-
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The distnbuter named below who covers the territory in
which you are located will be glad to answer all inquiries

regarding a Sonora agency on receipt of a letter from you

The New England States
Sonora Phonograph Co. of
New England,

221 Columbus Ave., Bos-
ton, Mass.

New York City, with the
exception of Brooklyn
and Long Island

Counties of Westchester, Put-
nam and Dutchess; all Hudson
River towns and cities on the
west bank of the river, south
of Highland; all territory
south of Poughkgepsie.

Greater City Phonograph Co.,
Inc.,

234 W. 39th St, New York

All of Brooklyn and Long
Island

Long Island Phonograph Co.,
17 Hanover Place, Brook-
lyn, N. Y.

State of New Jersey

Sales Co.

Sonora of New

Jersey,

605 Broad St., Newark, N. J.

Eastern Pennsylvania,
Maryland, Delaware, Dis-
trict of Columbia and

Virgitie

Sonora Co. of Phila., Inc.,
1214 Arch St., Phila-
delphia, Pa.

State of New York

with the exception of towns on
Hudson River below Pough-

keepsie and excepting Greater

New York.

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

Western Pennsylvania and
West Virginia

Sonora Dist. Co. of
Pittsburgh,

217 Stanwix St., Pittsburgh,
Pa.

Ohio and Kentucky

Sonora  Phonograph — Ohio
Company,

417 Bulkley Bldg., Cleve-
land, Ohio.

State of Indiana
Kiefer-Stewart Co.,

Indianapolis, Ind.

Wisconsin and Michigan
Yahr & Lange Drug Co.,
Milwaukee, Wis.

Illinois and river towns in
Iowa
1llinois Phonograph Corp.,

616 S. Michigan Ave., Chi-
cago, Ill.

States of North Dakota,
South Dakota, Minnesota
and lowa, with exception
of the river towns

Doerr-Andrews-Doerr,
Minneapolis, Minn.

Missouri, Northern and
Eastern Part of Kansas,
and 5 counties of N.E.
Oklahoma

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

States of Montana, Colo-
rado, New Mexico, Ne-
braska and Wyoming East
of Rock Springs

Moore-Bird & Co.,

1720 Wazee St.,
Colo.

Denver,

Utah, Western Wyoming,
Southern Idaho and East-
ern Nevada

Strevell-Paterson Hardware

Co.,
Salt Lake City, Utah.

Washington, California,
Oregon, Arizona, Western
Nevada, Northern Idaho,
Hawaiian Islands

THE MAGNAVOX Co.,

115 Jessie St., San Fran-
cisco, Cal.
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Erook]yn Territory
Ready for Holidays

Seasonal Sales Drives Ready for Launching—
“Kiddies’ Room"” Installed to Boom Sales to
Youngsters—Trade News and Activities

The approaching holiday season is already
making itself felt in the Brooklyn and Long
Island territory, according to reports of dealers,
many of whom are making preparations for
intensive sales drives. Despite a lull in busi-
ness during the past month, there is a general
feeling of optimism and the conviction that this
will be one of the best holiday business seasons
ever experienced. Although sales have not
come up to expectations lately, they have been
fair and there is really no cause for worry on
the part of the trade. Many of the more pro
gressive merchants have succeeded in overcom-
ing any lethargy that existed simply by going
after business harder than ever. This was ac-
complished in most cases by increased adver-
tising and more intensive outside sales work.
The holiday rush will find the majority of the
retailers prepared. both as regards volume of
stock and service facilities.

Loeser’s Catering to Kiddies

A new and unique method of pushing the
sales of records and talking machines of the
tvpe designed for children has recently been
inaugurated by the talking machine department
of Frederick Loeser & Co., 484 Fulton street,
Brooklyn, under the supervision of Mabel
Arend, manager of the talking machine depart-
ment.

The plan consists of devoting an entire room
to the Tittle folk. The room 1is furnished
throughout with children’s furniture and con-
tains in addition several toy phonographs.
There are also many toys placed in view. This
room is a most attractive one and is certain
to catch the eye of anyone who happens to be
passing.

The childrent’s records are placed on a small
table and are arranged to facilitate the choosing
of these records by either the little ones or
the grown-ups. The saleswoman in charge of
this room plays the records on a phonograph
and the children are allowed to make their
own selections just as older folk do, although
it often occurs that they know exactly what
they want before they come to make a pur-

Feature Something Special

/

MANY OF OUR DEALERS HAVE

- FOUND IT TO THEIR ADVANTAGE

\ TO FEATURE VICTOR RECORDS BY
IN THEIR

GIVING CONCERTS
STORES.

THIS IS GOOD NEIGHBORHOOD
IF ANY OF OUR
INTERESTED, WE
CAN PUT THEM IN TOUCH WITH
MUSICIANS WHO ARE FAMILIAR
WITH THIS CLASS OF WORK.

| AMERICAN

., TALKING MACHIENE CO."
| BROOKLYIN
VICTOR WHOGLE

ADVERTISING.
DEALERS ARE

Cf

B
[y NOY- ¥
SALERS .%, :

chase, according to Miss Arend. The sales-
woman who has charge of this room is a mother
of two children and consequently is able to
understand the children's wants better than
someone whose experience in that respect is
limited. Great interest has been evinced by the
voung folk in this room as the surroundings
are planned so as to make them feel at home
and do away with any feeling of awe which
children are apt to have in a setting of this
character.

Considerable advertising is being used in the
local papers which is prepared with the idea
of attracting the children through their parents,
and, according to Miss Arend, several mothers
have stated that their children would not give
them minute’s peace until they had been
brought in to see the children’s room and listen
to the music.

The little ones take pride in making their own

your prospects.

17 Hanover Place, Brooklyn, N. Y.

“The favorite instrument of Holiday buyers”

57% INSTRUMENT OF QUALITY /Z2=

CLEAR AS A BELL

The Highest Class
Talking Machine in the World

Our complete exhibit of the superb Sonora Period Phono-
graphs is especially important during the Holiday season—bring

Write or call for information about
our 1009, Sonora selling service.

Long Island Phonograph Co., Inc.

Sonora Distributers for Brooklyn and Long Island

Telephone Main 1217-18

purchases and come prepared to pay for the
records they may select. Not only have the
records and phonographs been sold through this
method, but a number of orders have becen
placed for the various toys on display.

Among the record lines carried in stock are
the “Junior Operetta” series, made by the Vul-
can Record Co., the “Little Tots’ Records,”
manufactured by the Regal Record Co., and the
“Bubble Books,” published by Harper & Bros.

C. J. Ianell With Abraham & Straus

C. J. Ianell, formerly of Bloomingdale’s and
ntore recently manager of the talking machine
department of the H. Batterman Co., Brooklyn,
has recently become connected with Abraham
& Straus as manager of the talking machine
department there, succeeding Joseph Flanagan.
Mr. Ianell’s experience in the talking machine
business extends over a long period and his
friends throughout the trade wish him well in
his new undertaking.

John H. Bieling in New Home

John H. Bieling, Victor dealer, of Hempstead.
L. I., has moved from Main street to new and
larger quarters at 283 Front street, Hempstead.
This move was made necessary because larger
space was required to handle a rapidly increas-
ing business. The new store is advantageously
located and modern equipment makes this one
of the most up-to-date establishments in- the
vicinity.

Selling High-priced Instruments

H. Lipschitz, manager of Krakauer Bros., 1653
Pitkin avenue, Brownsville, Brooklyn, has met
with considerable success in selling high-priced
Sonora models. During the last six weeks this
company has sold a $3,000 Bardini model, as
well as two $750 Itahan and English Renais-
sance models.

J. L. Jones Opens Store

A new store was recently opened by John L.
Jones, exclusive Sonora dealer, at 1815 Coney
Island avenue, Brooklyn, N. Y. The establish-
ment has been attractively fitted up and plans
are under way by the live proprietor for an
intensive sales drive.
Formal Opening of Woodhaven Music Shop

The \Woodhaven Music Shop, exclusive Vic-
tor dealer, held the formal opening of its newly
remodeled and enlarged store at 9309 Jamaica
avenue, Woodhaven, L. 1., during the last week
in October. A imusical program was furnished
by Maine M. Rountree and His Orchestra,
which rendered a number of popular selections.
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The NEW

1S suUperior

Hearing

Columbia

is believing

Every Model is a Delight to the Eye.
Rare craftsmanship and artistic ability are
reflected in every model of the New
Columbia. Each one is a beautiful piece of
furniture—worthy of any home—always a
Seeing is believing.

“thing of beauty.”

COLUMBIA PHONOGRAPH COMPANY

New York

The store contains complete new equipment,
consisting of hearing rooms and talking ma-
chine, record, piano and other departments.
A “Live” Long Island Dealer
In the accompanying photograph Jerome
Ackerley, the popular Victor dealer located in
Patchogue, L. 1, is presented just before enter-

" ! Bl

REE T . W= 7.3, S5,
Jerome Ackerley “On the Job”
ing the home of a prospect to sell one of the
new Victrola models. Mr. Ackerley, or “Jerry,”
as he is known to his friends in the trade, is
oné of the live-wire Victor dealers in the metro-
politan territory, and his success may be attrib-
uted to his thorough knowledge of Victor
product, coupled with an exceptionally keen
sense of aggressive salesmanship.

New Sonora Accounts
The Long Island Phonograph Co., Sonora
distributor for Brooklyn and Long Isltand, has
secured several new accounts, among them
being Al Bersin, 1253 Bedford avenue, and the
Kern Music Shop, 292 Flatbush avenue, Brook-
lyn, N. Y.
Wins First Prize at Fair
The Cavanora Music Shop, Riverhead, L. 1.,
one of the most aggressive dealers in Long
Island territory, was awarded first prize recently
at the Riverhead Fair, which attracts thousands
of visitors from all parts of Long Island terri-
tory. This successful dealer showed a very at-
tractive booth, featuring Sonora phonographs,
Edison diamond disc phonographs, Okeh rec-

ords and Crosley radio receiving sets. This is
the second consecutive year that the Cavanora
Music Shop has been awarded first prize for its
exhibit at this fair.
Clever Stunt Bringing Prospects

Prospects are being secured and interest is
being aroused among owners of old talking
machines by a clever stunt which is being staged
by the talking machine department of the Ster-
ling Piano Corp., of Brooklyn. The concern has
arranged a special window display, announcing
that a $250 Victor instrument will be given
away to the person owning the oldest Victor
talking machine. Considerable advertising in
the local newspapers has further augmented the
interest of the public. Many people owning old
Victrolas have already signified their intention
of entering the race. All information as to the
age of the instruments already in the contest
is being withheld from the public by the Ster-
ling Piano Corp. in order to keep interest at a
high pitch. This plan possesses distinct merit
as a prospect producer, according to E. T.

[.eTure, manager of the talking machine depart-
ment, judging from the number of people own-
ing old machines who have already entered the
race for the fine new console Victor model.
Blout to Open Flushing Store

The large store at 36 Main street, which has
been occupjed by Irving Riesenburger as a fur-
niture store, has been divided into two stores
and one has been leased by Emanuel Blout, who
will open an establishment for the sale of Vic-
trolas, records, pianos and musical instruments.
Mr. Blout has stores in Newark, N. J.; Ford-
Lham, N. Y.; Bavonne, N. J.; Poughkeepsie, N
Y., and Brooklyn.

Schweiger Bros. Add Sonora

Schweiger Bros., who operate two large talk-
ing machine establishments in Brooklyn, have
recently added the Sonora line of phonograph:
and they are planning to feature this line in an
intensive manner. This concern is considered
one of the livest and most successful in this
territory. The deal was closed by the Long
Island Phonograph Co., Inc., Brooklyn.

New
l Releases

Monthly

A. CEN

PUBLISHERS

Dastributors and Jobbers in
RECORDS and PIANO ROLLS

174 Johnson Avenue Brooklyn, N. Y.

Our Latest Rolls Have Met with Great Success

Mazurka
Mazurka

Bocca da baci

QOccasionally,

TheWorlds Larsest Producer of

DIE- CASTINGS

Doehier Die-Cast Aluminum Phonegraph
Reproducer Rings

a change from machined to die-cast

‘ Labruzza duaa . . . . .

parts would involve preliminary experiment and ex-
pense which a logical user of die-castings may hesi-
tate to enter upon.

Doehler engineers are always ready to work with
such a prospective customer—to make with him, in
his own plant, a survey of his product and processes
—to study his individual problem in detail—and to
make recommendations based upon an unequaled
eXperience.

And the Doehler Company will share with the
prospective buyer the expense involved in this sur-
vey and development,

DOERLER DIE-CASTING CO.
BROOKLYN.NY.
TOLEDO. OHIO.
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Gontare/ NEEDLES

Despite the rush demand for BAGSHAW Needles
which has continued at an ever-increasing pace
throughout the early fall, we are still in a position to
make full deliveries with reasonable promptness. We can fully take care of your
holiday requirements—provided you order NOW. = If you delay your order
further, we cannot guarantee complete delivery at present prices. We strongly
urge prompt action on your part in sending us your complete holiday require-
ments. You may be sure ‘of prompt action on our part in attempting to fill them.
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Our Supply
Being Rapidly \
Exhausted
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| BRILLIANTONE

| Record Cleaner--Container (ombination
500 NEEDLES ~ The stea(lily/ mdunting demand for this

novel and useful combination is rapidly exhaust-

ing onr present supply. Rush your order to us now 1o be sure-of

complete holiday delivery. Each \~’a;el'l)1'dof tin box contains 500

needles; tlie well padded velvel cushion is an ideal record cleaner.
Packed in displ_ay cartons conlaining 20 packages. The Special Min-
imum Quantity Introductory Offer of 10 cartons costing you $60 aund
selling for $100 will be withdrawn shortly.

| BRILLIANTONE

STEEL NEEDLE COMPANY- OF. AMERICA, Incorporated

Selling Agents for W.-H. Bags.baw Co., Factories, Lowell, Mass:

370 SEVENTH AVENUE, at 3lst Street, Suite 1214, NEW YORK

Pocific Coast Distributéer: Western Distributor: Canadian Distributor: Foreign Export:
Walter 3. Gray Co. The Cole & Dunas Music Ca. The Musical Mdse. Sales Co. Chipman. Lid.
1054 Wission St. = 430 So. Wabash Ave. 79 Wellington St.. W. - 810 Bridae Si.
San Francisco, Cal. . Chieago Toronto New York “City
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LARGE EMERSON PHONOGRAPH SALES

Quota for Eastern States Booked Up—Emerson
Records Also Going Big—Many New Dealers
—Some Striking Window and Counter Fea-
tures—Jewish Records Grow in Favor

An impressive indication of Eastern activity
in the talking machine field is contained in a
statement by the Emerson Phonograph Co.,
Inc.,, manufacturer of Emerson records, which
shows that the sales of the new Emerson
phonographs in its territory are already suf-
ficient to cover the quota for the Eastern States
to January 1. The entire Emerson line of new
models has won the approval of Emerson re-
tailers, and the movement to the consumer at
this period has been greatly beyond earlier
anticipations.

The sale of Enmierson records since the re-
duction in price has shown substantiai increases.
The various Emerson record jobbers have
added considerably to their orders each month
and plans for a greatly increased production
have been found necessary by the Emerson Co.,
not only to care for the current monthly busi-
ness, but also the stimulated demand induced
by the proximity of the holidays.

Several new members have been added to the
sales staff of the Emerson record organization
in order to care for the enlarged business, in-
cluding W. R. Hall, who, for a number of years,
was connected with the Pathé Radio & Phono-
graph Co., Inc.

The Emerson Phonograph Co. Inc., issues
monthly a series of attractive window strips
and counter advertising material on individual
1ecord numbers. These the retailer finds are
sales creators. Of particular importance to
dealers handling the foreign catalog of Emerson
records have been the attractive posters on the
new Jewish records. The Emerson Co. has
added some new Jewish stage favorites to its
list of artists and under the present plans of
the: company six timely Jewish selections will
be included in each monthly list.

The records of Bessie Weissman, the Jewish
character singer, are among the most successful
of the foreign selections handled by Emerson
dealers. The new clarinet solos by N. Brand-
wine have also been found to be active sellers.
Other Jewish Emerson record artists include
Morris Goldstein and Michael Michalesko.

B. Abrams, president of the Emerson Co,,
recently stated that his organization is looking
forward to one of the busiest holiday seasons
in the history of the company. Retailers, he
said, who have not planned far in advance to
care for a heavy volume of holiday business will
find themselves unable to get goods.

H. C. GAWLER WITH GENERAL RADIO

Widely Experienced in Radio Merchandising—
Was Formerly With Radio Corp. of America

Harry C. Gawler, for the past three years
connected with the sales department of the
Radio Corp. of America, New York, has severed
his connections with this company, and on No-
vember 1 joined the forces of the General Radio
Co., of Cambridge, Mass., as sales promotion
manager. As a radio inan, in both the adminis-
trative and technical branches of the service,
Mr. Gawler is well known to engineers, radio
operators and a host of business men identified
with the merchandising of radio apparatus. He
has been identified with radio circles since 1904
when he joined the Communication Division of
the Navy, and ever since that time he has taken
a keen interest in radio activities.

In the World War Mr. Gawler carried the
rank of captain in the First Signal Battalion
of Massachusetts, and the rating of lieutenant
in the U. S. N. R. F. Vhile assigned to duty
in the Azores during the war, Mr. Gawler won
recognition from the Portuguese Government
and was decorated with the Order Militare de
Avis for distinguished service during the influ-
enza epidemic on the island.

“PHONO-VAUDETTE” WINS FAVOR

CovingToN, Ky., November S5.—Although it had
made preparations for a record-breaking holi-
day trade, the Commercial Art Shop, of this
city, manufacturer of “Phono-Vaudettes” has
found it impossible to keep pace with the de-
mands of the trade. The company states that
order€ have been received from dealers through-
out the country and even from abroad, with the
result that the factory is working to capacity.
The use of the novel characters, such as “Shuf-
fling Sambo,” “Scotch ILassie” and others to
form a group of vaudeville artists, has appar-
ently made a popular appeal.

FAIR EXHIBIT BRINGS PROSPECTS

Live Dealer in Hazleton, Pa., Secures an Active
List of Sonora Prospects and Closes Several
Sales as a Direct Result of Fair

HaziETON, PA., November 7—Robert Meikrantz,
Sonora dealer in this city, recently sponsored a
very attractive exhibit at one of the local fairs,

- = “ |

Exhibit Made by Robt. Meikrantz at Fair
which not only was responsible for securing an
active list of prospects but resulted in the clos-
ing of several sales. The booth was artistically
decorated, and, as the accompanying illustra-
tion will show, the Sonora line was presented to
excellent advantage.

NEW ROCHELLE DEALER BANKRUPT

New RocuEeLLE, N. Y., November 7.—A petition
of involuntary bankruptcy was recently filed
against Philip Pravder, Inc.. dealing in pianos
and phonographs.

Phonograph Parts and Supplies
MOTORS, TONEARMS, SOUNDBOXES, SPRINGS AND NEEDLES OUR SPECIALTY

Lowest Prices and Best Qualities Always Available for Delivery Anywhere

1000-1002 Pine Street

Send for Bargain List of Repair Parts and Motors

THE VAL’S ACCESSORY HOUSE

St. Louis, Mo.

Victor
Wholesalers

o ) vy,

©

The House
of
Mellor

in -
Pittsburgh

since

1831
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Second Spasm!

You remember the first one, of course! That
nation-wide convulsive spasm of prolonged
laughter caused by hundreds of thousands of
OKeh Laughing Records—the largest and
fastest selling records in the industry. And
yet, with all the tremendous sales that these
records have had, the sales-surface has hardly
been scratched! There are still millions of
people in this country who have never heard
these rare bits of riotous comedy—millions
who will unquestionably want and enjoy their
irresistible, contagious mirth.

The OKeh Laughing Records, “The Original”

and No. 2, “The Singing Lesson,” are by no
means things of the past! Right now they
are being steadily sold all over the country.
Brand new attention-getting, sales-producing
window displays and other well-planned ad-
vertising material have bzen specially prepared
to create new enthusiasm for these records
among the millions who have yet to hear
them. Watch your mail for the “broadside”
explaining our new extensive publicity cam-
paign and the part you can play in making it
a howling success! We are out to make the
demand for these records greater than ever!

Last year the OKeh Laughing Records became
the biggest business-getters in the industry.
You can help make them the same this year
by effectively using our specially-prepared
advertising material and putting your best
sales effort behind them. The OKeh Laugh-
ing Records, incomparable riots of fun and
laughter from start to finish, are just what the
laugh-loving public is always eager and ready
to purchase. We have “the goods”—Ilet’s make
the “Second Spasm” of The OKeh Laughing
Records longer, louder, and livelier than ever
before!

‘Ih |
e OK&K L.auvcuine REecorps

BUY OKEH NEEDLES

GENERAL PHONOGRAPH CORPORATION

25 West 45th Street

OTTO HEINEMAN, President

New York, N. Y.
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The NEW

is superior

Hearing

. formance for every owner of a New
COlu m b 1a Columbia. Never was there a better phono-

The Motor has Limitless Life. Think

what this means—constant and faultless per-

graph motor built. It has set a new standard
in the phonograph industry. The years will
tell.

COLUMBIA PHONOGRAPH COMPANY

is believing New York
= e

NEW FEDERAL DISTRIBUTING PLAN

Present Plan Includes Placing Distributing
Agencies in Small Cities as Well as More Im-
portant Trade Centers of the Country

ALBANY, N. Y., November 8—The Federal Rec-
ord Corp., of this city, has announced a wide
plan for the national distribution of its product,
the Federal record. Under the arrangements
inaugurated by the company exclusive Federal
dealers are to be appointed in the smaller cities
and territorial allotment in the larger trade
centers. By this plan it is proposed to add con-
siderably to the present distribution of the com-
pany and also to continue retailing this record
at a popular price.

The Federal catalog comprises a long list of
current, vocal and instrumental sélections of the
popular variety and a large and‘ comprchensive
catalog of standard, classical and sacred music.
The recordings often carry the name of nationally
known artists and the dance selections are the
work of musical combinations that make a fea-
ture of that type of program.

Besides the plan of protection to its dealers
the Federal Record Corp. lays particular stress
on the quality of its product, its durability and
its finish. A special point is made of service to
the retailer on deliveries, co-operation and defi-
nite sales plans.

The Federal Record Corp. some years back
was known as the Indestructible Phonographic
Record Co. Originally established in 1900, it
produced for many years a cylinder record
which had large sales in various parts of the
country.

The personnel of the organization remains the
same as when the company bore the older name.
They are, therefore, record specialists of long
experience, both from a technical laboratory
standpoint and trade and merchandising expe-
vience.

TEACHERS LIKE CHILDREN'S RECORDS

Educational Value of Records for Children
. Being Recognized by Manufacturers

That children’s records have other values than
for mere entertainment purposes is rapidly be-
ing recognized by manufacturers of such goods.
This is the result mainly of the encouragement
received from teachers and others particularly
inte-ested in the development and welfare of
children. This is impressively demonstrated by
commendatory letters. Among the hundreds of
such letters received by the Regal Record Co,
Inc.,, manufdcturer of ‘Little Tots’ Nursery
Tunes,” is the following from Miss Winnie May
Hill, kindergarten tcacher of Macon, Ga., which
speaks for itself:

“The ‘Little Tots’ Nursery Tunes’ are delight-
ful and I am using all I can get of them in
my kindergarten. They are so clear and little
children can understand the words so well
They are by far the best children’s records 1

have ever found, and I wish to let you know we would love to have more of them. The pic-
how much we enjoy them every day, and that tures are lovely and appeal to the children.”

A Loud Speaker That Compares
Favorably vinte Highest Phonograph

Narural

Re-BRODICTION
Atlas

- AMPLITONE

LOUD SPEAKER

ELL the loud speaker that re-
PRODUCES music on a par
with your finest phonographs. The
Atlas Loud S peaker completely sat-
isfies the musical critics. Patented
“double diaphragm” responds to
x delicate overtones fully and to
E Letters trom Users s . .
Requested heavier tones with perfect restraint.
. No blasting, distortion. Voice and-
ar have you 3¢ nstrument NATURAL AS LIFE.
complished with your . i 4y
Atlas Amplitone? Tell ~ -‘djustable to all sets and to indi
us about it! vidual receiving cond:tions.

Trade-Mark

Stock NOW for CHRISTMAS
and a QUICK Turnover

I17rite for Booklet *‘O”

Contains helpful information

Sole Canadian Distributors

The Marconi Wireless Telegraph Company of Canada, Limited,
Montreal, Canada

Multiple Electric Products Colnc.

aT RADIO _—
ORANGE._S.T. DIVISION NEWARKHK, N. J.
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PATTER of welcoming applause as an energetic,
A boyish figure steps out upon the stage; two deep,
sonorous piano chords; and the pensive, singing melody
of the Thais “Meditation” pours from Spalding’s violin.

Music lovers had to travel to the artist, until the ideals
and the genius of Edison conceived the possibility of
actually Re-Creating song, speech and music; until years
of research and a fortune of three millions of dollars

were spent in order to make that Re-Creation an estab-
lished fact.

But the New Edison Phonograph now brings the world’s
richest, rarest musical treasures into the homes of people
everywhere—it has become a great cultural influence in
the home life of the nation.

And public appreciation has built up a demand that
makes the Edison franchise one of the major prizes in

the musical field. (Continued on next page)
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the master violinist

ICKORY LOGS softly flaming on the hearth;

deep-sunk in cozy easy-chairs a friendly

group, expectant — and from the magic cabinet

pours again the haunting melody of Massenet’s

inimitable “Meditation” — exactly as Spalding may
be playing it to-night in New York.

Every vibrant, vital shade of expression, every
glorious tone-color are preserved, Re-Created by

the New Edison for the delight of thousands of
lovers of great music.

i
4 ‘“%h You see the instrument; but you hear the artist’s
2 -~ 9 ) #  true performance. The New Edison is the only
Gy bt phonograph that dares direct comparison with the
A_mf' ?;- Lh—: qaﬂmj:‘; et }:) living artist.
‘ El i b e Your townsfolk want to see, and hear—and buy
il ] —the New Edison.

THOMAS A. EDISON, Inc.
ORANGE, NEW JERSEY
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SO T U.ﬁhhese Song Hits are the talk of the town.

'NO, NO,
NORAY

THE Foxtrot
Sensation

\‘l
LOVE
YOoU“

Jhe Melody

. Song hit from
LITTLE JESSIE JAMES”

i \

*LQVE
TALES"

A fine swinging

FOX-TROT TUNE

song” ' e

Clubs in

Christmas
Organization—Shortage of Cheap
Models—DBrisk Trade—The N ews

Areany, N Y. November 7.—The Albany
dealers have practically all organized Christ-
mas clubs for the sale of talking machines for
delivery the week before Christmas. The plans
do not vary much, all providing for initial pay-
ments of from $1 to $2.50 and a like amount in
weekly payments. The plan was first tried last
year by a few dealers who realized they had
started too late in the season, but the result
showed its value and this vear nearly every
dealer started his club early in October and all
report gratifying returns. The problem now
before them is to be able to deliver the ma-
chines before Christmas, as promised. There is
a shortage of the cheaper models, but little dif-
ficulty is experienced in obtaining those of
higher price. The majority of the Christmas
club members have ordered the $100 models.
The holiday trade in machines will be confined
nearly to the club plan, but the dealers are plan-
ning extensive sales of records for Christmas
gifts. The weekly release of Victor records
is welcomed bv the dealers, who are now able
to become more familiar with the new issues
and demonstrate them without waiting for the

larger stock of monthly releases. Extensive ad-
vertisements are being placed in the local pa-
pers by the Victor Talking Machine Co. and
the Sonora Phonograph Co., featuring the new
releases.

The Baker Music House, Inc., instituted a
voting contest for the most popular boy or girl
November 1, to close December 1, with a bi-
cvcle as a prize. One vote is given free to
each contestant and ten votes with every Co-
lumbia record sold.

The American Phonograph Co., distributor of
Victor records for eastern New York, reports
largely increased orders, compared with the Fall
business of last year. Mr. Griffin says the new
policy of the Victor Co. in price reductions and
the introduction of double-faced records and
more frequent releases has greatly stimulated
sales. for the holiday demands and hopes that
the factory production will be sufficient to en-
able him to fill all orders.

The American Phonograph Co., 707-9 Broad-
way, Edison distributor, has been kept busy
supplyving its dealers with sufficient stock to
meet the growing demand. Edison retailers are
evidently taking good care not to be caught
short of stock when the real pre-holiday buying
gets under way. The Edison is firmly en-
trenched among the most popular instruments
in this section of the State and the outlook for
a big year-end business is excellent.

Frederick W. Tietz, Sr., the oldest music
dealer in Albany, died October 27, at the age of
seventy-two. The Tietz music store has been
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The Key to Opportunity! r

in your town, the opportunity to develop a

! Do you know that right now—this very day—
‘ highly profitable Edison business is before you?

| You should know—and you should act. |

Nominate yourself for this opportunity of profit i
before it is too late.
this ‘“‘once-in-a-lifetime™ Edison sales
opportunity. il

AMERICAN PHONOGRAPH CO.
[ 707-09 BROADWAY, ALBANY, N. Y. m‘
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Find out all about

Write or telephone today.
Don'’t delay finding out all
you would like to know
about an Edison franchise.
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in its present location for more than a century,
the business having been started by Mr. Tietz’s
father at 712 Broadway.
came from Germany and began the manufac-
ture of pianos and occasionally Albany dealers
come into possession of the old Tietz grand
style of instruments. Mr. Tietz was the first
music dealer in New York State to sell Edison
talking machines, the old models with the big
horns. The first records sold by him were the
round, tinfoil kind. Ar. Tietz encountered
much opposition to the sale of the machines
and records from musicians, who said the pub-
lic taste for music would be spoiled by the
crude rendering of the classics, but he lived
long enough to note their change of attitude.
Mr. Tietz continued to deal in the Edison and
other lines of phonographs and records until
his health failed, and the business has been in
charge of a son, Frederick \W. Tietz, Jr., the
fifth generation bearing the name. He is also
survived by his widow and another son, Adam
Tietz, of Saginaw, Mich.

William J. Killea, South End dealer in phono-
graphs and records, has organized the South
Pearl Merchants’ Association, comprising mer-
chants in all lines in this section. He is the
Association’s first president. The first act of
the Association was to open the stores of the
section Saturday evenings. Mr. Killea reports
a big sale of records each Saturday evening.

McClure & Dorwaldt are making extensive
interior alterations to their store at 64 North
Pearl street. A new mezzanine floor has been
added, to which the offices were moved, and the
record department has been moved to the front
of the store. Additional space is provided in
the rear for the Victrola department. The decora-
tive scheme was changed from mahogany to
ivory.

Ralph \W. Jones has joined the sales force of
the Strand Temple of Music.

Joseph Kennah, of the sales force of Pom-
mer & Sons Music Store, recently resigned to
accept a similar position in the Schenectady
store of the Baker Music House, Inc. Mr.
Kennah was succeeded by his brother Vincent.

SOPHIE BRASLAU IN RECITAL

Well-known Contralto and Victor Artist At-
tracts Brilliant Audience in New York

Sophie Braslau. promiuent contralto and Victor
record artist, gave a very successful recital at Car-
negie Hall on Sunday afternoon, October 2§,
which was attended by a number of prominent
musicians, including Rachmaninoff, Godowsky
and several members of the Chauve Souris Co..
who came over from Philadelphia with Mr.
Balieff especially for the concert.

TO INTRODUCE NEW MODEL

The Columbia Mantel Co., Brooklyn, N. Y.
announces that a new model will shortly be
added to the well-known “Recordion” line of
talking machines which it produces. This will
be of the console type in English-Renaissance.

The first Mr. Tietz .
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Reproducera»sTone Arm
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Jewel Tone Arm No. 3

Base made reversible to avoid
Glued Joints in Motor Board

Original and Exclusive Features
Play Edison and Pathe Records in actual Edison position and with a fibre needle.

Made in 815", 915”, 10%4”. When thrown back on tone arm in Edison position, the re-
producer lies flat, so dome cannot touch it when closed.

Finished in nickel or gold plate.

O

Jewel Tone Arm No. 4

Note handsome Bell-Shaped
Base without Flange showing

Reproducer i psition to play Shows reproae thrown ba.ck Equipped with or without
Edison Records with Saffo on lone orm in Edison position. Mute, Mica or NOM-Y-KA
boint or fibre needle. Dome cannot touch 8. Dzaphragm

150-160 Whiting Street CHICAGO, ILLINOIS, U. S. A.
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FORMAL OPENING OF LIBERTY STORE

Edison Phonograph Department Is a Feature
of Twelve Points, Ind.,, Establishment

Twerve Points, Inp., November 5—The new
Liberty Store, 1247 LaFayette avenue, staged a
formal opening here which was attended by
many friends and patrons of the concern. A
feature of the new establishment is an attractive
phonograph department in which are displayed
. complete line of Edison instruments and rec-
ords. A musical entertainment, in which the
Edison phonograph played a prominent part,
‘was enjoyed by the guests, who included L. P.
Brocke, of the Indiana Phonograph Co., Edison
distributor. Mr. and Mrs. Joe Edgerton, the
proprietors, have been in business here for
seven vears.

THOMAS MUSIC CO. OPENS

ScraNTON, PA., November 3.—The Thomas Music
Co., which has remodeled its store at 232 North
Main avenue, has held its formal opening here.

MAKES SALES TO HOTEL GUESTS

Brunswick dealer,
opposite the An-

The Ansonia Music Shop,
which is located diagonally
sonia Hotel in New York, has closed many
sales recently to celebrities in various walks
of  life who make their headquarters in this
prominent hostelry. Among the recent sales
closed were handsome Brunswick models to
Chas. \V. Schwab, famous steel magnate, and
Rabe Ruth and Wally Schang, of the Yankee
baseball team, world’s champions. In each case
a representative assortment of Brunswick rec-
ords accompanied the sale. |

HOLLY BOXES FOR REGAL PRODUCTS

The Rega)l Record Co., Inc, manufacturer of
Regal records and “Little Tots’ Nursery
Tunes,” recently announced to the trade its
ability to furnish special holly boxes for Christ-
mas sales. These will be distributed through
its jobbers and, urdoubtedly, these neatly
packed Christmas goods will be the means of
‘ncreasing holiday sales.

A Broad Claim

records.

Talking Machines.

quest.

We maintain that our model S.S. motor
is the perfect equipment for Portable use
and 1s guaranteed to play in excess of two
This statement is based on its
acceptance and approval by the repre-
sentative manufacturers of Portable

We also manufacture two types of
double spring motors guaranteed to play
three and five records.

Further information supplied on re-

321-323-325 Dean Street

THESILENT MOTOR CORPORATION

CHARLES A. O'MALLEY, President

Telepbone Sterling 4861

BROOKLYN, N. Y.

ANNOUNCE HOME RECORDER ON PATHE

All Models of Pathé Phonographs to Be
Equipped With Device for Making Records
at Home—Pathé Dealers Enthusiastic

Ever since the production of the first phono-
graph the novelty of listening to one’s own
voice has maintained its appeal. A number of
separate home recording devices for disc ma-
chines have appeared on the market from time
to time. It has remained, however, for the
Pathé Phonograph & Radio Corp., Brooklyn,
N. Y, to surprise the trade with a home re-
cording device built as a part of the regular
talking machine. Effective immediately, all
models of Pathé phonographs will be equipped
with a Pathé home recorder, an exclusive fea-
ture manufactured by the Pathé Co. This clever

———
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How Pathé Home Recorder Operates

new device makes it possible for all, novice or
otherwise, to make their own records in their
homes and immediately after, by bringing into
use the regular tone arm of the Pathé machine,
it is possible to "hear your voice as others hear
it.” The Pathé home recorder is a separate
and distinct device from the reproducing part
of the machine and is installed at the left of
the turntable and may be swung completely out
of the way or detached when not in use. It
consists of a swinging arm or bracket, a record-
ing horn and a Pathé diamond-cut stylus. The
recordings are made on a special smooth alumi-
num composition disc which has been named
“Pathégram.” As this disc is entirely smooth
and ungrooved a master guide for the grooves
is furnished which controls the grooving at the
same time as the recording. From the initial
announcement of this nmportant, exclusive fea-
ture of Pathé machines enthusiastic congratu-
lations were received from Pathé dealers all
over the country. The opinion generally ex-
pressed was that this exclusive feature was one
much in demand by the buying public and
would contribute great]y towards increased ma-
chine sales.

Another point of the “Pathégram” presented
by the Pathé Phonograph & Radio Corp. in its
literature is as a medium of correspondence,
claiming that it can be produced cheaper than
a typewritten message, and will carry with it
the personality of the voice of the sender. The
label of the “Pathégram” suggests that the
writer dictate his answer on the reverse side.

PLANNING “BANNER RECORD WEEK”

The sales and advertising departments of the
Plaza Music Co., manufacturer of Banner rec=
ords, have announced a “Banner Record Week,”
November 17 to 24 inclusive. A special cam-
paign will be made during that period on Ban-
ner records in co-operation with the Plaza’s re-
tajlers. Some very original advertising features
for dealers’ use will be forwarded to the trade
and many special window showings of Banner
records and the use of window streamers,
hangers and other material to attract the con:
sumer have been arranged. =

The Abbott-Trover Music Co. recently held
the formal opening of its new store at 117
South Eighth street, St. Joseph, Mo. Souvenirg
were given to all visitors,
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MakRing it
Easy to sell
Crosley Products

Back of the proven quality of Crosley Radio Receivers

From the two-tube Crosley Model VI at $30 to the
and parts is the consistent Crosley advertising which is  beautiful Consolette, Model X-L, at $140, Crosley re-
educating the public to the merits of those instruments ceivers have proven the most remarkable sets ever offered
and creating an ever-increasing demand for them. Above to the public, regardless of cost.

is reproduced a full-page advertisement that will appear The Model X (ten)-] illustrated above is a four-tube
in the December 1st issues of the Saturday Evening Post, set combining one stage of radio frequency, detector and
Country Gentleman, Popular two stages of audio frequency

Mechanics, and all the leading
radio publications. It is the first
of a new series that is bound to
bring big results.

If you handle the Crosley line
you are offering to your cus-
tomers the best-known, most
successful line of radio products
ever produced.

Better -Cost Less

Radio Products

amplification.

Write for Complete Crosley
Catalog, sending us the name of
your jobber.

An Enlarged Reproduction of
the Page Advertisement pictured
above will be sent on request.

It makes a very attractive
Window Poster.

List prices on our equipment west of the Rockies 10 per cent higher. In Canada aodd duty.

Crosley Manufacturing Company

1126 ALFRED STREET

Powel Crosley, Jr., President

CINCINNATI, OHIO
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The Automatic Start and Non-Set
Stop is unfailing. We have made ten
thousand tests by actual count. Regardless
of what record is played, this exclusive fea-
ture 1s positive 1n its performance. The turn-
table starts revolving when the needle is
placed on the record and it stops every time
after the music is finished without any previ-
ous adjustment. Testing is believing.

COLUMBIA PHONOGRAPH COMPANY
New York

The NEW
Columbia

is superior

Hearing
is believing

Contines — Fine

Good Business
Holiday Outlook—Consoles Lead
Demand—dActivities of the Month

Ricuyonp, VA, November 5.—Talking machine
dealers of this city are agreed that the outlook
for late Fall and Christmas trade was never
better than it is this year. Practically all of
them teport that business during October sur-
passed that of any corresponding month in re-
cent vears and thev feel confident that sales of
both inachines and records will continue to
maintain a high mark the remainder of the
vear. Some delay is being experienced in get-
ting goods from the factory, but this js not
dampening their spirits to any appreciable ex-
tent, for they feel sure that adequate stock will
be in hand by the time the holiday rush season
opens up strong. Omne dealer is already well
stocked. This firm is Walter D. Moses & Co,,
Victor dealer, which, in accordance with its
annual custom, began stocking up the early part
of the Fall season, an upper floor of its estab-
lishment being reserved for this purpose. Louis
J. Heindl, head of that company, reports busi-
ness at this time fully twice as good as it was
at the same season last vear. Considerably
more cash sales are being imade, while time

payments are showing marked improvement,
money being apparently plentiful with all
classes. Consoles continue to be the leading
sellers.

Edison dealers are preparing for an excep-
tional holiday business and they do not intend
to be caught short of instruments, if the vol-
ume of orders being received by the C. B.
Haynes Co., Inc, Edison distributor, may be
taken as an indication. The C. B. Haynes Co.
covers'an extensive territory, including Virginia
and the Carolinas. The Edison has made
steady strides in popularity throughout this sec-
tion and the demand is rapidly growing.

The weekly issuance of records has greatly
stimulated sales in this line since that policy
was adopted, customners calling more frequently
than they used to do when the records were
1ssued monthly. The retai] department of the
Corley Co. reports that sales of Victor records
have been increased not only by that policy,
but by the double-faced records which are to
be had for a sum slightly in excess of that paid
previously for two separate records. “Blues”
records are the favorites with a large class of
the trade.

The Colonial Piano Co., Columbia dealer,
savs that the “Jail House Blues” record, a
new one on the market, is proving an especially
good seller.

Sales of “The Song of Love,” from ‘“Blos-
som Time,” were boosted greatly by the recent
appearance of that play at the Academy of

THe C. B.HAY NES, CO.INC.

Disc and Amberola
Instruments

OUV—COmMm

winter season
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_ COMPARISON WITH|THE ]!
'REVEALS NQ_DIFRERENCE

Brisk fall business has begun and the busy

A few more dealerships must be established
to serve this growing demand

Our Salesmen are now in the Carolinas and
Virginia calling on interested merchants

A letter from you may result in the most
profitable transaction you have ever made

Recreations and
Amberol Records

LIVING ARTIST

—
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Music, many playgoers who saw the show hav-
ing since made purchases of these records. Lee
Fergusson, Victor dealer, reports that “Last
Night on the Back Porch” is having quite a
good run, with no prospect of the interest in
this record abating. This dealer finds the $150
console models to be his best seller, and there
is a gratifying increase in cash payments.

The Cohen Co., department store of this
city, recently added a record department and is
handling the Pathé line. It is the first depart-
ment store here to expand in this direction and.
if the venture proves satisfactory, it is thought
likely that it will take on the Pathé machine~
also. Goldberg Bros., Pathé distributors, cov-
ering the Virginias and the Carolinas, are still
pushing the sales of their concert Actuelles and
report that the drive is meeting with gratify-
ing success. One of these models is now being
tried out at the Y. M. C. A. in Richmond. Sex-
eral others have already been sold here in re-
cent weeks. Orders from dealers indicate theyv
are stocking up well for the holiday trade
throughout the territory. The Pathé sapphire
needle, adjusted to play soft or low, is proving
popular with the trade and is helping sales of
both models and records, according to dealers.

H. Wallace Carner, Starr distributor, has re-
turned from a business trip through North
Carolina and the southern section of Virginia
and reports finding business picking up appre-
ciably in that territory. *“Black Sheep,” a new
Gennett record, is going strong, he says. An-
other record finding a ready sale just now is
the “Land of Cotton.”

Sterchi Bros., Inc.. of Asheville, N. C, have
taken on the representation of the Victor lines
and are prepared to push them strongly. The firm
recently opened a large furniture store there.

\W. T. Davis, of Baltimore, factory represent-
ative of the Victor, traveling Maryland, District
of Columbia and the two Virginias, was a visi-
tor to Richmond recently. He reported busi-
ness holding up strong throughout his territory.

P. E. Lotz, formerly manager of the Wins-
ton-Salem, N. C, branch of the Sprinkle Piano
Co., is now in charge of the Richmond branch
of that company, having been transferred on
October 15. He succeeds A. H. Nokes, who
resigned to form a connection with a life in-
surance agency in Richmond. Mr. Lotz’ suc-
cessor at \Winston-Salem is E. R. Woolidge,
formerly assistant manager of the Sprinkle
store there. The Richmond store is exclusive
dealer for the Brunswick talking machine, hav-
ing been given exclusive jurisdiction in that city
within the last several months. Console models
priced at $200 are in greatest demand with the
Richmond trade, according to Manager Lotz

J. L. MORRIS OPENS NEW STORE

Mrasi, Fra., October 29.—A new music shop is
to be opened this week in the arcade store
block by J. L. Morris, formerly bandmaster at
Athens, Ga. Mr. Morris plans to have “everv-
thing musical in his shop.
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How Hohner Helps You!!

The Greatest Campaign for Increasing Your

Hohner harmonica SALES Ever Inaugurated!!

Magazine Advertising

Hohner Advertising is appearing in 45 na-
tional period.cals having a combined month-
ly circulation of over 50,000,000 copies.

Newspaper Advertising

The Hohner Harmonica is being consistently
advertised In leading newspapers throughout
the country.

Publicity Stories

Through our efforts the Hohner Harmonicas
are being featured in newspaper publicity
stories, editorial comment, including photo-
graphs and rotogravure pictures.

Radio Advertising

Hohner broadcasting secures additional har-
monica publicity. Hundreds of thousands
have listened in on these radio concerts.

Movie Advertising

Wesley Barry, the celebrated movie juvenile
star, 1s giving the Hohner Harmonica valu-
able publicity in thousands of motion picture
theatres.

Window Display Charts

Attractive charts in colors for your win-
dows showing how easy it is to play the
Hohner Harmonica. These charts create
quantity sales of Hohner Harmonicas.

Boy Scout Publicity

Every boy scout in the land is reading about
Hohner Harmonicas. Hohner Harmonicas
have been selected for the supply depart-
ment of the great Boy Scout Organization.

1

Harmonica Contests

With the co-operation of M. Hohner, news-
papers, civic and state authorities, and also
other organizations have arranged tremen-
dously popular harmonica contests in many
Cltles.

Vaudeville Publicity

Not less than forty-five individuals and teams
of national renown are playing Hohner Har-
monicas exclusively in vaudeville. 116,-
800,000 people annually are being thus
entertained by the Hohner.

Artists’ Testimonials

Great artists like Dr. Hugo Riesenfeld, di-
rector of the famous Symphony Orchestras
at the Rivoli and Rialto Theatres, New York
City, give unreserved praise to the Hohner
Harmonica.

Instruction Books

The most comprehensive and easily under-
stood instruction book ever written on Har-
monicas has been published by M. Hohner
and 300,000 have already been circulat=d,
creating tremendous sales. A new edition
of 1,000,000 copies now being distributed.

Demonstrating Artists on Tour

Leading professional performers in the
service of the house of M. Hohner are
demonstrating the musical possibilities of
Hohner Harmonicas on extended tours.
The cumulative effect of these varied activi-
ties is of incalculable value to all music
dealers.

Everything Free to You!
HOHNER HARMONICA—THAT MUSICAL PAL OF MINE

M. HOHNER

114-116 EAST 16th STREET

NEW YORK
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Verbosity Often Kills Interest of Buyers

The Salesman Who Talks Too Much Destroys His Chances of
Making Sales, Says Braid White—Several Concrete Illustrations

The tales that have been told about salesmen
who first talked their customers into buying
and then talked them out again are almost as
numerous as the variations on the late B. L. T.’s
valve handle wheeze. Tales of salesmen who
talk too much are, in fact, altogether too nu-
merous to be ignored.

The man who talks too much usually suffers
from poor control over his nerves. If he really
were master of them he would not be fright-
ened during any part of an interview, and he
would have complete control over his words.
He would know precisely what he was going to
say and precisely when to stop and let the other
person have a bit of a say for himself. It is
a strange fact, but one confirmed by the experi-
ence of every man and woman who has to deal
with salesmen, that the point of view of the
buyer is usually the last point to which the
seller pays the slightest attention. Books are
filled with all kinds of good, bad and indiffer-
ent instructions to the salesman about how to
persuade or even to bully people into a pur-
case, but hardly anyone ever seems to stop to
think that no sale is worth a hang unless the
purchaser comes to realize that the thing
bought is in reakity something actually wanted
and needed, but of which the want and the need
were not at first recognized. The finest sales-
manship is the salesmanship which devotes it-
self to proving to a prospective purchaser that
the thing offered i5 a thing actually needed and
in reality desired.

Men who talk too much are men who do not
understand and cannot apply the principles of
salesmanship suggested above. There are as
many kinds of salesmen as there are kinds of
tumble-bugs, and of all the many kinds per-
haps the most inept, the most thoroughly futile
for all his hard and serious work, is the con-
versational salesman. Him I should like to di-
vide, metaphorically speaking, into two and con-
sider him under two heads, as the familiar nui-
sance and as the nervous “buttinski.”

The Familiar Nuisance

l.ct us, then, consider the familiar salesman.
e is et often in small towns, if he is a retail
man  If he is a wholesaler it is dollars to

doughnuts that he only makes small towns. This
sort of gentleman always approaches one close-
ly, assumes an air of fraternal solicitude and
calls one “brother.” If the community is suf-
ficiently small and sufficiently puritanical he may
even call a woman “sister.”” In any case, he
calls 2 man “brother,” invariably, and his meth-
od is something like that of the conversational
person who some three years ago happened to
fall athwart me at a time when there was much
talk about the housing shortage.
An Example of “Aggressiveness”

My wife and I were out together one after-
noon when we found ourselves by chance upon
a side street containing nothing but one row of
small and singularly ugly stucco bungalows
which had been run up that Summer and were
now being offered for sale. [They call houses
of that sort bungalows, but when I showed one
of them to a brother of mine who has lived most
of his life in a bungalow in the foot-hills of the
Himalayas along the northeastern frontier of
India, he gave one look and fainted.}

However that may be, we were walking along
and when we came to this strect its amazing
ugliness and the extraordinary ingenuity of the
builders in causing each “bungalow” to look
exactly like a very poorly constructed dry-
goods box so appealed to us that we felt we
must have a better view. So down the street
we went, and about half way along found our-
selves in front of a stocky young man with what
are called in the books on salesmanship a
‘“piercing glance” and an “aggressive manner.”
He gave one look at us and transfixed us with
a basilisk glare and laid down forthwith the
following barrage:

“Good evening, people, you had better get
busy and buy a ‘home.” Soon there won't be
any homes to buy in this whole city the way
they are going and with the shortage of labor;
I heard the other day there was only two lun-
dred homes left in all the city last week, pcople,
so vou had better buy one of these while there
are one or two left. Don’t hesitate, brother;
take the lady inside and show her one of these
grand little bungalows. Just the thing for voung
married people like you. Soon you’ll be having

Inches
Deep

KENDRICK & DAVIS
Electric Drive for Phonographs

Price but little higher than standard spring motor

7 Inches Long

Inches
Wide

working gears.
bronze bearings.

graph competition.

Weight 4 Lbs.

The motor is universal, direct drive, 110-volts, with standard resist-
ance unit which cares for varying voltage; the shaft is one-piece tool
steel; the brass worm with one formica gear constitutes the simple
The governor is mechanically controlled. Phosphor
Friction idler in spindle prevents stripping gears.

A very unusual feature of the Kendrick & Davis electric drive is the
switch control, operating through spindle, serving as a positive play-
ing-stop, starting-switch and protective-lock. These three talking
points alone have immense merchandising value in modern phono-

Sales Agent

H. A. ROBBINS 142 Berkeley St., Boston, Mass.

a third, maybe, to share it with you, eh, people?
Ha, ha, but, as I was saying, there ain’t no
homes to be had no more, people, in this city
and you'd. . ., . But we fled.

The embodiment of “aggressive salesman-
ship” who thus held forth never stopped once
for breath between his sentences, nor did he
address us two unfortunates as “people” fewer
than four times in half a minute. He started at
us the very moment he saw us coming and he
was still talking when we escaped. He never
asked once what our object might be; he never
troubled to inquire about our possible wants.
He simply fired off his barrage of words at us
and secemed simply amazed because we only
stood and stared at him without a word. We
made good our retreat, fortunately—but sup-
pose we had really wanted to look at a house,
should we have been more susceptible to the
possible beauties and conveniences of the build-
ings this young man had to sell after a fusillade
of verbal fire such as I have all too faithfully
transcribed above? Hardly.

That young man had, perhaps, been trained in
one of the correspondence schools, whose
courses tell the ambitious ploughboy thirsting
for glory far from the farm that the thing to
do is to “look your man in the eye” and “domi-
nate” him with the forceful argument and con-
vincing appeal you make. Well, I am quite cer-
tain that this young chap was trying to “domi-
nate” me. He certainly looked me in the eye,
all right. As for my wife, all she could remem-
ber afterwards was that he had compared us
with a young married couple—which she
thought, somewhat douvbtfully, was perhaps a
cincere compliment.

Of course, I know that those who sell mu-
sical instruments do not have this sort of ap-
proach laid out for them, in the nature of the
case; but the point I want to make is of uni-
versal application. It may be expressed in these
words of advice:

Whatever you do avoid offensive familiarity.
Rather be reserved than effusive. Don’t talk too
much. Try to find out, first, what your customer
is likely to find interesting and then-lead him or
her gently and unobirusively along the path from
the thing thought of to the beiter thing not yet
thought of, but easily connected with the first.

The Nervous Buttinski

Now the second kind of salesman is the pain-
fully nervous kind. He usually talks too much
also, but the trouble with him is not in the flow
of his tongue, but in his inability to awvoid
interrupting the prospect when the latter wants
to talk, and in his tendency to butt in at the
wrong moment with remarks of his own. This
is an evidence of painful nervousness and the
result usually of the efforts of an inexperienced
man to appear old and experienced. At any
moment the work of making a sale is likely
to be all spoiled by one imprudent remark, for
it is a case always of mental climates and at-
mospheres, as one might say, which are very
easily disturbed. The young salesman should
be on guard every minute against the fatal er-
ror of interrupting the prospect’s thought. Let
the ‘prospect talk, be silent and respectful and
say nothing until he or she has ceased.

Selling Is Persuasion

Making a sale is an act of persuasion. To
persuade is to bring another mind to accord
with one’s own. That can never be done by
monopolizing the conversation. Every human
animal likes to hear the sound of his or her own
voice. But when a sale is on, the salesman is
wise who lets the other animal do the braying
as much as he or she wants to. It is time
enough to talk when the prospect can think of
nothing more to say.
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g L Sheraton Console—$100 = Louis XV Console—$215 =
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% Value—in true tone reproduction The Wolverine has arrived. Tt §
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Value—in mechanical detail asm by dealers all over the coun- =
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=j| Value—in correct appearance . : . =
= ) its merits. Dealers are making E
Value—in appeal to the customer extra profits on account of the (=
Value—in profits to the dealer quick turnover and better dis- [E
Value—in satisfaction to both count. Our factory is working |E
overtime. Are you in on this? |5
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The FIVE-YEAR GUAR-
ANTEE—protects dealer and
customer and is furnished with

each \WOLVERINE.

Queen Anne Console

Wholesale Distributors
Aeolian-Vocalion and Vocalion Red Records

Many new dealers have taken on the new “WOLVERINLE”—it means
quicker sales, greater profits and a higher standard of phonograph perfection than you have ever thought possible.
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Some Thoughts on the Foreign Record Trade

A Live Western Dealer Finds Chinese Live Prospects—Romance of the Talking Machine Business
—DMarket for Foreign Records Indicated by Steadily Increasing Production of Manufacturers

The fact that there is a market for Chinese
records in this country, a market that can be
realized upon by energetic dealers, was made the
basis of a special article in Printers’ Ink re-
ently by Roger Davis, who told of the manner
in which a Western dealer had demonstrated
Lhinese records before a group of local laundry-
men and had closed several sales of machines
and complete libraries of Chinese records.

The story made interesting reading, even
though the same or similar plans have been car-
ited ont by large merchandisers in the trade for
many years. It-might be well for writers of
busines« articles to give more attention to retail
talking mnachine trade for there is real material
for thought in the manner in which the interna-
tional language of music is utilized in develop-
ing trade among the foreign-born.

The fact that the leading companies exploit
successfully elaborate catalogs of records in for-
cign languages, and have been carrying on that
work for vears, indicates that there is a real
market for such selections, and dealers are ag-
gressive enough to go after them.

Although the playing of a group of Chinese
records serves to excite Chinese laundrymen to

point where they are willing to spend real
money for the records and a machine to play
them on, it must not be taken as an exceptional
case, for many an immigrant from Europe has
been made to feel more at home in this country
through the fact that the talking machine
brought to him the melodies of his homeland
with words in his native tongue.

There is romance in the talking machine
trade, plenty of it for the man who takes the
trouble to dig it out. The trouble is that those
in the business itself lose sight of the romance in
their anxiety to build business and in the ear-
nest attention they give to that pursuit, but from
the side lines there is material for some mighty

YICTOR WHOLESALE DISTRIBUTORS

interesting articles regarding the manner in
which the foreign record catalog has been de-
veloped and sold.

When the immigrant from the heart of Rus-
sia, for instance, buffeted here and there on his
journey to the land of the free and then set
down in a place where all he hears is the Eng-
lish language, which at the outset means noth-
ing to him, finally hears a talking machine rec-
ord of some folk-song of his childhood, some-
thing he can understand, he is liable to be just
a bit enthusiastic. When he buys that record
and others of the same character he is not buy-
ing simply a talking machine and something
to play on it. He is buying happiness.and a
cure for homesickness.

When the claim is made that talking machine
dealers deserve to be considered something
more than mere merchants, for they are really
workers for the good of mankind, there are cold
business men who smile and may mutter softly,
“Bull.” But the fact remains that when through
the selling of their products they bring happi
ness to the foreigner within our gates, as well
4s to the native son, they are accomplishing
something for the cause of Americanization that
the average furniture or clothing dealer is not
doing—the reason being obvious.

ELLIS WITH SHERMAN, CLAY & CO.

SaN Francisco, Car., November 6—Griff P.
Ellis, formerly of the Chicago Talking Machine
Co., came here recently, saw Andrew G. Mec-
Carthy, treasurer of Sherman, Clay & Co., who
is also head of the Victor department, and was
promptly secured by Mr. McCarthy for Sher-
man, Clay & Co.’s Los Angeles Victor depart-
ment. Mr. Ellis is supposed to be one of the
most able men in his line and has had long
experience in it.

“HIS HASI'!RS voIeE”
.(B U. 8, PAT, OFF.
-‘9
>
, 5

“Self-preservation is the
first law of Nature.” The
best way to discourage
unfair competition is not
to encourage it directly
or indirectly.

TALKING MACHINE C2
28-30 W.23°7T. N.Y.C.
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| The Manufacturers of the Finest
Phonograprs and Sound Boxes ||
|lll use and endorse our AAA quality

India Ruby Mica

DIAPHRAGMS
‘ All sizes for tmmediate delivery

WILLIAM BRAND & CO.

|| 27 East 22nd Street New York City
| Telephone, Ashland 7868
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TO MAKE GENNETT RACE RECORDS

Miss Josie Miles Among Those Signed Up to
Sing “Blues” for the Gennett Catalog

The Starr Piano Co., maker of the Gennett
records, has taken steps to enlarge materially
its catalog of “race” records of “blues” num-
bers, and among other things has contracted
with Miss Josie Miles, of Summerville, S. C,

Miss Josie Miles
who has never before recorded, to make a num-
ber of “blues” records for that section of the
catalog.

Miss MMiles, although she never made any rec-
ords before, is well known among the colored
artists, having been a member of the “Shuffle
Along” company and other organizations pre-
senting plays and vaudeville acts. It is said for
her that her voice is particularly well adapted
for recording purposes. Her first records, which
are now being pressed, include: “Baby’s Got the
Blues” and “Kansas City Man Blues.” These
records will be released shortly.

SHIPS BRUNSWICK TO TOKYO

New Brunswick, N. J., November 7.—Joseph
A. Cramer, 17 Livingston street, this city,
Brunswick dealer, has been closing an excellent
Fall business, and it is stated that in propor-
tion to merchandising possibilities his sales
totals compare favorably with the figures of the
leading dealers throughout the country. A re-
cent sale closed by Mr. Cramer called for the
shipment of a Brunswick phonograph to Tokyo,
Japan, this instrument being purchased by a
student at Rutgers College, which is located in
this city.

PAGE 35
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REGAL(JRECORDS

Predominate
the field

The moment a customer hears a

REGAL RECORD he recognizes its
unusual VALUE! New hits! Inter-

esting, original recordings! Excellent W L F
[ ] ' L ' elv -
reproduction! The S0c. price! CEMBER. coloctions.
. Every record a hit:

Like thousands of others he buys Easy Melody
with the satisfaction that he 1s getting Foolish Child
BIG value for his money. Sobbin’ Blues

If T Can’t Get the
That, in a nutshell, explains why . S‘(")ee“elgvam :
REGAL 1i1s the biggest selling S0c. il B
record today, just as it has been since Every Night 1 Cry
its 1ntroduction as the pioneer S0c. Myself to Sleep
record in the field. Covered Wagon Days

Roses of Picardy
You are interested in boosting your Moty iggt e
sales. Write for complete details. Lagailgxho“ S
Ask for'a sample REGAL RECORD Tell all the Folks in
—today ‘ Kentucky ;
i Night Time in Italy

Indiana Moon

So This is Love

REGAL RECORD CO.

20 West 20t St. New York ,N.Y.

I Write for a Regal Sample—
! it will be sent gratis!




82

THE TALKING MACHINE WORLD

Novemser 15, 1923

FOTO SHOP OUTGROWS QUARTERS

Rapid Development of Trade Makes Move
Imperative—Does Large Repair Business

MirwAUKEE, Wis., November 6.—The Foto Shop,
of this city, John H. Becker, proprietor, which
handles machines and records and a complete
line of cameras and supplies, will in the latter
part of this montli be housed in more spacious
quarters in a handsome new store at 421 Twelfth
street. The mnove has become necessary due to
the rapid expansion of business. The concern
operates a large repair department in which
all makes of instruments are repaired. This
department has been built up until at the pres-
ent time not only is a large transient repair
business enjoyed but the concern also takes
care of the machines of many customers, mak-
ing periodical inspections. This establishment
handles Starr phonographs and Gennett and
Okeh records, which are growing in popularity.
In its new quarters the Foto Shop will be much
better situated in a sales way, as the strect is a
very busy one with good sales possibilitics and
a large number of passersby. Mr. Becker is
one of the most progressive business men in
the city and he has had a wide experiencc in
the merchandising of talking machines.

KEEN ON VALUE OF WINDOW DISPLAY

A very effective use of Victor publicity, cov-
cring all forms of display cards, rccord lists and
general literature, is that made by Schnabel
Bros, talking machine dealers of 244 West
116th strcet, New York. These Victor posters
form the background to a window display with
a single Victor style, makc a very striking
arrangement which cannot fail to attract the

H32wW28D20;
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attention of passersby, as it did the writer.

Schnabel Dros. operate a double store, one
side devotcd to talking machines and the othet
to radio, small musical instruments and sport-
ing goods. In the second window the Crosley
radio sets are being featured to good advantage.
On the whole, the Schinabel windows are so well
arranged that they are well worth being copied
by other dcalcrs in New York.

BRISK PORTABLE DEMAND CONTINUES

Substantial Business Being Done in Small
Instruments Disproves Idea That Portable
Machines Are “Seasonal” Products

There is a continucd active sale of portable
talking machines, which, if it does not dccrease,
will entirely eliminate the former belief that
such products are seasonable merchandise
There is no cvidence that this continued sale
has in any way interfered with the merchan-
dising of table models. Seemingly, small ina-
chines of all kinds still have their usual quota
of salcs, and while the portable machine sales
are not in as large a volume as during the Sum-
mer months, thcy are substantial in volume.
Some of the portable business undoubtedly is
due to the general pre-holiday stimulation of
business. At any rate, the demand is in suffi-
cient proportion to make the portable a
profitablc product from the standpoint of the
retailer.

Among those wlio sce a heavy and continued
sale of portables is the Plaza Music Co, New
York City, manufacturer of the “Pal” portable.
Both the sales and advertising departments of
this company have arranged plans to care for a
heavy volume of business on such instruments
during the next two months.

Four New

Models

You can make money
quickly by selling ““Nat-
ural Voice' machines,
for their cabinet de-
signs, splendid tone and
excellent workmanship
produce profits and
quick turnover.

These machines repre-
sent 10 years’ experi-
ence and are not guess-
work or experiments.
The four new models
illustrated are the last
word in present-day
phonograph construc-
tion.

Write for prices and
catalogs for the com-
plete instruments or the

cabinets only. QUICK
SERVICE.

Natural Voice
Talking Machme Co.

(Ben Ferrara, Prop.)

ONEIDA, N.Y.
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LOCAL VICTOR DEALERS CONVENE

Interesting Sessioh of Metropolitan Victor
Dealers’ Association Held on October 19—
Discuss Merchandising Methods and Other
Matters at Well-attended Meeting

The Metropolitan Victor Dealers’ Association
of New York and vicinity held a get-together
luncheon at the Café Boulevard on Friday,
October 19, at which there were present many
of the leading Victor retailers in thjs section,
together with the representatives of all of the
Victor distributors in metropolitan territory.
Matthew Levin, president of the Association,
officiated as toastmaster and among the speak-
ers were Moe Goldsmith, secretary of the or-
ganization, and the representatives of the Victor
distributors.

Mr. Levin in his introductory talk emphasized
the ideals and aims of the Association and in-
troduced Mr. Goldsmith, who gave the dealers
and their guests a practical discussion as to
the past, present and future of the Victor busi-
ness in New York and vicinity. Mr. Goldsmith
called attention to certain fundamental prob-
lems of retail merchandising which he stated
were confronting Victor dealers everywhere,
and solutions for these problems were advanced
by the Victor jobbers’ representatives. Among
those who made addresses were W. J. Haussler,
C. Bruno & Son, Inc.; Fred P. Oliver, Black-
man Talking Machine Co.; J. J. Davin, Musical
[nstrument Sales Co.; Lloyd L. Spencer and
V. W. Moody, Silas E. Pearsall Co.,, and R. H.
Morris, American Talking Machine Co.

Talking machines and records are being put
to a new use in the public schools of Hunting-
ton, Lll,, which arc using them in fire drills.

———— e e e
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Windsor Phonograph
Cremona Model

Carvings executed by hand in solid mahogany.
The tone quality of the Windsor is in keeping with its artistic cabinets.

A portfolio showing sixteen beautiful designs of upright and console models
will be sent upon request.

T I I IITIIL
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(VINDSOR FURNITURE COMPANY

INCORPORATED 1885
1420 CARROLL AVENUE
CHICAGO

America’s Oldest Makers of Console Phonographs

U. §S. Letters Patent No. 1279743

0 CHICAGO LOS ANGELES
EXhlblted and WINDSOR FURNITURE COMPANY WINDSOR FURNITURE COMPANY
SOld to dealCTS b}’ 1414 S. Wabash Avenue 917 Maple Avenue
BOSTON KANSAS CITY PHILADELPHIA
PECK & RILLS FURNITURE CO. KANSAS CITY CASKET & FURNITURE CO PECK & HILLS FURNITURE

127 Clarendon Street 626 Broadway 642 N. Broad Street
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is superior

Hearing

Columbia

is believing

New York

The Reproducer is TRUE to Interna-
tional Pitch. Sell this feature to the stu-
dent of vocal or instrumental music who has
deprived himself of the aid of a phonograph
in his work because of its having a different
pitch. With a New Columbia the music
student can sing or play with the record as 1t
1s played. Hearing is believing.

COLUMBIA PHONOGRAPH COMPANY

2 e
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Excellent Outlook for

Big [loli-
day Business—Edison Exhibit at
Pure Food Show—News of Month

OmaHA, NEeg, November 7.—October business,
according to all reports, bears out the promise
of the early Fall as to an increased volume of
trade. Crops in the surrounding territory have
been excellent, and this has stimulated trade
along every line, in consequence of which deal-
ers are declaring themselves well pleased with
preéent conditions and predict unusually heavy
late Fall and early Winter business.

Interesting Display at Pure Food Show

The Omaha Pure Food Show, which was held
in the city auditorium under the auspices of
the World-Herald, was very largely attended,
and Schultz Bros., Edison jobbers, who have re-
cently added an electrical department to their
store at Sixteenth and Howard streets, had a
large display of Edison phonographs, among
which the “Baby Console” proved very attrac-
tive to the visitors at the booth. N. F. Tuttle,
formerly with the phonograph department of
the Brandeis stores, has recently joined the
sales force of Schultz Bros. DMr. Tuttle is a
live wire as a salesman and will prove a valu-
able addition to the force.

Prepare for National Music Week

National Music Week will be observed from
May 4 to 10, 1924. The City Concert Club has
changed its “Music Week,” observed during the
annual Thanksgiving week, tc the Spring sea-
son to conform to the new plan of having a
uniform Music Week throughout the country.
All music dealers, as well as music teachers,
movie managers, ministers and persons inter-
ested in music, have been requested to bear this
date in mind.

Ben Brodkey, manager and part owner of the

State Furniture Co., which maintains a large
and flourishing phonograph department, reports
that they have had an exceptionally fine trade
in Brunswick talking machines. While the con-
sole type is the favorite, this firm has had a
splendid trade in cabinet types.
Takes on the Cheney Phonograph Line

The Oakford Music Co. has just announced
that, beginning with November 1, it will handle
the Cheney talking machine exclusively. In
consequence the company is disposing of all
the talking machine lines formerly carried.

The Victor and the Teachers

The Nebraska Teachers’ Association met in
Omaha the week of October 29 to November
2 and Mickel Bros., Victor jobbers, took cog-
nizance of this event by preparing exhibits of
educational records and distributing some ex-
cellent literature among the teachers relative to
their use. Various Victor dealers throughout
the city extended an invitation to the visiting
teachers to come in and see a demonstration of
some of the new educational records. Tliree
thousand teachers were in attendance from all
over the State and Mickel Bros. expect this
cvent to speed up the record business for their
out-State dealers, as well as for Omaha firms
handling the records.

Okeh Records in Great Favor

Popular records are still selling as leaders,
according to R. L. Lincoln, manager of the
Rialto Shop, Okeh record dealer. However,
various dealers in records claim that there has
been an increase in the sale of high-grade rec-
ords during the past month, due, in part, to the
demand for numbers sung by Rosa Ponselle
and Sigrid Onegin, both of whom appeared in
concert in Omaha during October. Music lov-
ers are also trying to secure records made by
the Ukrainian Chorus, which made such a fa-
vorable impression here last year and which is
to appear in this city in concert again during
the late Fall.

The phonograph department of the Brandeis
Stores, under the management of P. G. Spitz,

has recently had a record sale of Columbia
phonographs. Mrs. Albertson has recently
returned to the record department of this store,
after taking an extended vacation.

Miss Lois Ferrin, manager of the talking ma-
chine department of the Burgess-Nash stores,
states. that October has been an excellent
month in refereunce to the volume of business,
as compared to the previous month. They are
showing some beautiful new Cheney models,
and their Brunswick trade has been strong. The
special sale of Emerson phonographs which
thev featured recently was a great success.

EXCEL PLANT WORKING OVERTIME

I. A. Lund a Recent Visitor to New York—
Excel Phonograph Plant Working Night and
Day in an Effort to Meet Demand

A recent visitor to New York was I. A. Lund,
sales manager of the Excel Phonograph Co.,
Chicago, Ill.,, who called upon the trade in East-
ern points. In a chat with The World he
reported a remarkably active condition of
business at the factory—in fact, orders in hand
are of suclh volume that it has been necessary
to put on a night force in addition to a full day
force, and thus the plant is working day and
night in an effort to turn out sufficient machines
to fill the needs of the trade. At the present
time the company is virtually sold out for some
months to come. It is hoped, however, that
with the present producing schedule it will be
possible to catch up with the present volume of
orders after Christmas. Mr. Lund reports a
most active call for the console tvpes of phono-
graphs made by this company, which, by reason
of their finish, equipment and tone resources,
have won particular favor.

Mr. Lund, who is one of the best-informed
men on phonograph production and the indus-
try generally, had a very pleasant stay in the
metropolis. From here he wended his way
Westward via Philadelphia.

iy

SEBISON |

B COMPARISON - WITH| THI {LIVING ARTIST

Edison Distributors for Nebraska
= and Western lowa

Edison Is Always First!

The first Phonograph

First with Console Phonographs
First with Broadway “Hits”

First to play all makes of Records

EDISON INVENTED IT—EDISON MANUFACTURES IT

SHULTZ BROTHERS, Inc.

16th and Howard Streets

A few dealerships open. Write

or wire
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“HIS MASTERS VOICE”

Making the Most of

Your Opportunity

Should Be the Aim of Every Victor Dealer

The Holiday Season 1s rapidly ap-
proaching and unless you have planned
for 1t you cannot hope to get a maximum
return.

Put your effort into the sale of Instru-
ments that are available. There will be a
shortage 1N some types.

Promote the sale of single face Red
Seal Records at the reduced prices. There
will probably be a shortage in the double

face.

Dealers in our territory are invited to
consult with us on any problem in their
Victor Business.

We are here to serve.

THE LOUIS BUEHN COMPANY

||||||||||||||

of Philadelphia
Victor Wholesalers

00 R
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TRADE OPTIMISM CONTINUES DESPITE SPOTTY
BUYING CAUSED BY UNUSUALLY MILD WEATHER

Peculiar Condition in the Trade Is That Wlﬁle Some Sections Are Busy Others Are in Lethargic
State—Important Retail Changes—Live Dealer Cashes in on Schools—Month’s News Budget

Punaociraia, Pa, November 7—Anomalous
conditions exist in the talking machine business
in its entirety, although, when they are consid-
ered along the lines of the several divisions
of the business, the apparent contradiction dis-
appears. To get from the abstract to the con-
crete: wholesalers fortunate enough to be in
possession of adequate stock of popular models
of nationally advertised makes are doing what
really can be called a rushing business. In
sharp contrast, jobbers stocked up with the
lesser-known makes or with other than the pop-
ular numbers of the widely known brands re-
port that business is sluggish. Retailers located
in the anthracite coal regions or in territory
_commercially related to it are overwhelmed with
orders, and the limit to the amount of business
which they can do seems to be placed only by
their ability to get goods. On the other hand,
rvetailers in the purely agricultural sections of
Pennsylvania and adjacent States whose metro-
politan market is Philadelphia find buying of a
very spotly character, with no particular tend-
ency in either direction. Likewise in this city
the neighborhood dealers in the textile districts
are doing a very much restricted business al-
though those in most of the purely residential
sections, and particularly those inhabited by the
wealthy classes, find trading quite up to normal
for this season of the year. In a general way,
those who are not doing the business they ex-
pected to do are still of the opinion that the
quietness is of a transient character and that a
not unimportant element in it has been the
unseasonably warm weather of the last week.
They are confident that the appearance of cold
weather will tone up the market and will ushe:
in a very satisfactory holiday business.

Important Changes in Retail Field

Because of the retirement from the talking
machine business, which he followed for many
years, and in order to devote all his time to the
real estate ficld, Monroe M. Johnson has dis-
posed of the two establishments he formerly
conducted under the title of the Monroe M.

lohnson Co. he new owner of the branch
at 2530 West Lehigh avenue is E. Louis Stapf,
formerly connected with the machine order de-
partment of the Victor Co. Mr. Stapf will scll
Victor talking machines and records and a gen-
eral line of musical merchandise. He has made
many improvements to the store, enlarging the
booths, advancing the display rooms to the
front, making the windows attractive with hard-
wood floors and redecorating the entire estab-
lishment.
Wilson Co. Acquires Germantown Ave. Store

The second talking machine store, formerly
conducted by the M. M. Johnson Co., has been
purchased by the J. R. Wilson Co., which will
conduct the business in a newly renovated store
in the Johnson Building, 5439 Germantown ave-
nue. Negotiations for the sale and transfer of
the merchandise and franchise were conducted
by the Penn Phonograph Co., Victor distri-
butor, this city. The Wilson Co. is equipping
the new store with standard Wilson equipment
and expects the booths, record racks and musi-
cal merchandise cases to be fully installed this
week. This makes four stores that the Wilson
Co. is now operating.

Pomeroy’s Music Hall Formally Opened

Music Hall, the name given by Pomeroy, Inc.,
of Harrisburg, Pa., the largest department store
in the interior of Pennsylvania, to its very much
enlarged musical department, an outstanding
feature of which will be the taking on of the
Brunswick line, was most auspiciously opened
on November 8 with the all-day appearance of
Carl Sutton and his celebrated orchestra, and
in the evening a banquet was held in con-
junction with the Kiwanis Club, with O. F.
Jester, manager of the Brunswick branch in
this city, as special guest. The complete line
of models made by the company was given the
honor place in the exhibit and reception to
which several thousand Pomeroy patrons from
Harrisburg and all the surrounding towns were
invited. S. J. Jenkins is in charge of the ampli-
fied musical department.

The Brunswick Co. during the month also in-
stalled its machines and records in the establish-
ment of the Roebling Pilano Co., one of the
oldest houses in the trade in Wilmington, Del
of which W. E. Holland is president. Manager
Jester has just returned from a very satisfactory
trip through Pennsylvania, with Bethlehem,
Faston and Allentown the focal points.

Builds Big School Trade

Fruits of the development in Williamsport
schools and in thosc of the country sections
surrounding of a fallow feld for talking ma-
chines in teaching and the attractions to the
youthful mind of talking machine entertain-
ment now are being enjoyed by M. H. Housel,
head of the company bearing his name, and the
leading Victor dealer of the section. Being
thoroughly imbued with realization of the
possibilities of Victor machines and records for
teaching to both teacher and pupils, and being
possessed of an unlimited enthusiasm, Mr.
Housel did pioneer missionary work in per-
suading the members of the Williamsport Board
of Education and the School Commissioners of
the county to introduce machines and records
in all the classrooms from the kindergarten to
the most advanced grades. Moreover, for the
1ural schools a selection of Victor records along
the line of agricultural instruction and enter-
tainment helped the good work along. Use of
machines and records is now an established
element of the county and city educational es-
tablishments.

Enjoy Halloween Party

Halloween festivities, delayed but none the
less enjoyable, attracted to the phonograph de-
partment of the Estey Co., Seventeenth and
Walnut streets, on the second floor of the Estey
Building, on November 3, 200 members of the
organization, their families and friends. In-
cluded in the program were renditions of
Victor, Sonora and Cheney records. The stair-
way leading to rhe ballroom was converted into
a harvest field with cornstalks and pumpkins
lining the way up to the upper hall. Owls and
pumpkin lanterus suspended from the ceiling and
contrasting with the yellow and orange colors
of Halloween were used in decorating the room.
The evening’s entertainment consisted of Estey
store talent in solos, quartets, recitations and

(Continued on page S6)
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Velvaloid Record Cleaners Are Delivering the

Dealer’s Message Every Day in Millions
of Homes Throughout the World

Their BUSINESS BOOSTING VALUE is fully attested to by the amount of our
sales and the repeat orders arriving daily.
For A CHRISTMAS SOUVENIR the dealer cannot go wrong BECAUSE in
senting a VELVALOID RECORD CLEANER personally to a customer or a prospect,
GOOD WILL is created and that cannot be bought.
Your advertisement can be imprinted so beautifully that such a gift is valued,
Your name registers every time a Record is played.
can you ask for the amount invested?

Pyralin and Plush have advanced.
but we can fill your orders now.

DON’T DELAY. Order thru your jobber for the Holidays when you will want
them. If you haven’t a sample and prices write us at once, Do this anyway and get
our catalog of Business Boosting Novelties.

| PHILADELPHIA BADGE CO., Manufacturers, 942 Market St., Phila., U. S. A.

What more

We cannot guarantee our present low price long,

THIS IS IT
314-inch Diameter
Patented

pre-

PHILLIPS MUSIC HOUSE
14 East Third Street
Bethiehem, Pa.
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There is a lot of lost motion and complications in selling what
you haven’t got. Although our every effort will be to supply your
wants, we suggest, ia the interest of good merchandising, that you
place your special sales efforts on the models available.

Model No. 215 is your best bet.

The Talking Machine Company

Victor Wholesale Exclusively ‘|

1025 Arch Street '

Philadelphia, Pa.

THE TRADE IN PHILADELPHIA AND LOCALITY— (Continued from page 85)

dances l;y individuals and in groups. DPrizes
were awarded the best costume and the most
grotesque, all the merrymakers being masked.
A banquet followed the closing of the evening's
festivities. Music was furnished by an orches-
tra, while the prize awards were made by Mrs.
P. M. Quimby, head of the phonograph depart-
ment. Those who arranged the entertainment
were Ronald Wyse, talking machine depart-
ment; Thomas Power, advertising manager;
Gerald L. Quimby, radio department, and Alice
Plyvel, of the office force. Guests from the
New York offices were: President G. W. Git-
tens, Hy. Eilers, O. C. Stone and A. Dalrymple,
of the Estey Co.
John Snyder Again With Heppe

After an absence of five years John Snyder
has again joined the wholesale talking machine
department of the C. J. Heppe Co. Mr. Snyder
will take over his old territory, covering Phila-
delphia. Wedding bells rang during the week
for Miss Mabel Ziegler, daughter of H. S.
Ziegler, head of the wholesale talking machine
department, who became Mrs. Clarence Hutton.

Pushing Vocalion Christmas Records
Vocalion Christimas records are being fea-
tured by the Lincoln Business Bureau, 1011
Race street, in its campaign of special distribu-
tion, in order to give the trade an opportunity

to hear the three special leaders of the advance
list. They are “The Night Before Christmas,”
by Lewis Jamnes, in two parts, and the combina-
tion record containing “The Star of Bethlehem,”
by Charles Harrison, and the “Voice of Chimes,”
by the Criterion Quartet. D. H. Rogers, head
of the firm, is now placing two salesmen on the
road to take care of the holiday demands.

Harold B. Cregar Promoted

Harold B. Cregar, formerly assistant to Man-
ager Earl G. Dare, of the record department of
the Penn Phonograph Co., has been advanced
to record ordering clerk, taking over the duties
of Victor E. Moore, who resigned during the
month. Mr. Cregar has been with the firm since
1915. At first he was outside salesman, visiting
the Philadelphia trade, and in 1918 took the
road. The Penn Co. has distributed among the
dealers attractive posters calling attention to
the fact that in the Vicor list are four numbers
taken from “Chauve Souris,” the sensational
Russian importation now playing at the Shu-
bert Theatre, including the *“Parade of the
Wooden Soldiers.”

Nathan Worth Reopens Improved Store

The Louis Buehn Co., 835 Arch street, said
it with flowers in expressing the firm's con-
gratulations to Nathan Worth and his two sons,
who conduct the only Victor agency in their

On
Guard

Welfare in the Home.

913 Arch Street

Penn-Victor Dogs are the best watchmen of Victor

Sold by most Victor Distributors.
Write them or us for prices.

Penn Phonograph Company

Victor Wholesale Only

Philadelphia, Pa.

town and who have just made extensive im-
provements in their talking machine department.
In celebration of the reopening the firm had
special concert selections and the new window
was artistically arranged, featuring Victrolas.
Vice-president Charles \W. Miller, of the Buehn
Co., made an extensive trip to the trade in the
northeastern part of the State, renewing old
acquaintances, and has returned again to head-
quarters. -
Girard Co. Staff Visits Thos. A. Edison

Five members of the staff of the Girard
Phonograph Co., Edison distributor of this city,
together with P. R. Hawley, general manager,
met with Thomas A. Edison at his Orange,
N. J, laboratories recently to discuss plans for
promoting new business throughout the Phila-
delphia territory.

Mr. Edison spent several hours outlining va-
rious original sales plans with which he is now
cxperimenting, and the Philadelphia distributors
came away much elated at what they had heard.
The remainder of the day was spent inspecting
the laboratoriesand the various processes of man-
ufacture, and was followed by a dinner tendered
the visitors by the officials of the Edison Co.
1hose in the party, in addition to Mr. Hawley,
were A. W, Rhinow, assistant to Mr. Hawley;
W. C. Stiver, A. \W. Merrihew, A. L. Stott and
C. E. Greniger.

Guarantee Co. Adds 200 New Dealers

The Guarantee Talking Machine Supply Co.,,
of this city, reports that it has added over 200
new dealers to its list within the past few
months, a visible proof of the steady growth of
the comipany. Guarantee springs are now being
boxed separately under the “Guarantee’” label
Before long it is expected that the “Guarantee”
trade mark will be stamped on each individual
spring, thus identifying the product. Upon the
completion of this change it is planned to put
into effect a guarantee system whereby entire
satisfaction may be guaranteed in the event of a
possible defect and an exchange made.

General Radio Publicity Drive Starts

“The Musical Instrument of Radio” is the
manner in which the Music Master Horn is
aptly described in the first full-page announce-
ment of the big national publicity campaign now
being conducted by the General Radio Corp,,
of this city. This page appeared in the Satur-
day Evening Post in October and immediately
upon its appearance created considerable favor-
able comment on the part of both the talking
machine and radio trades. From a literary, ar-
tistic and typographical standpoint this adter-

‘tisemient ranks among the most attractive pro-

duced and was the result of a series of confer-
ences between \Walter L. Eckhardt, president
of the General Radio Corp., and five members
of the staff of the J. H. Cross Co., advertising
agent for the General Radio Corp. As it can be
safely expected that the succeeding advertise-
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THE TRADE IN PHILADELPHIA AND LOCALITY—(Continued from page 86)

ments of the campaign will compare favorably
with the initial announcement, this publicity un-
doubtedly will increase the demand for the prod-
ucts of the General Radio Corp.

Business thus far this year has been excep-
tional. August was the greatest month in the
history of the organization, as was previously
announced. It is interesting to note that Sep-
tember business increased 50 per cent over Au-
gust, and October another 50 per cent over Sep-
tember. A financial statement, which was
recently prepared, visualizes the present healthy
financial cohdition of the company and augurs
well for the future.

H. F. Miller Works for Charity

H. F. Miller, vice-president of the Penn
Phonograph Co., Victor distributor, this city,
was an indefatigable worker in the money-rais-
ing campaign of the Welfare Federation con
ducted in this city from October 24 to Novem-
ber 5. This campaign constituted the combined
efforts of 130 charitable institutions of the city
and received the whole-hearted support of local
business” men. Nr. Miller was selected as a
captain of one of the campaign teams.

A. J. Caterson With Everybody’s

The volume of business being done by Every-
body’s Talking Machine Co., this city, in talking
machine parts has reached the point where the
services of a traffic manager were found to be an
absolute necessity. A. J. Caterson, Jr., a pro-
fessional traffic manager of many year's expe-
rience, has been appointed to that important
position. The work of an executive of this
character is found to be of exceptional assist-
ance to the shipper of merchandise. Through
the careful routing of shipments several days
are often saved in the receipt of merchandise as
well as' money saved in the cost of delivery.
The appointment of Mr. Caterson to this posi-
tion at the beginning of the heavy Fall and
holiday business will be a service that will be
felt and appreciated by all the dealers doing
business with Everybody's Talking Machine Co.,
and is still further evidence of the growth of
the Everybody’s organization.

N. Snellenburg & Co. Add to Sales Force

Announcement has just been made by Ever-
ett W. Keefe, manager of the Edison depart-
ment of N. Snellenburg & Co., that he has
added four new salespeople to his rapidly grow-
ing staff. These include: John A. Usher, who
was formerly connected with N. Snellenburg &
Co. as an Edison salesman and who has just
returned to the same capacity after an absence
of two years in the West. Mr. Usher entered
the music publishing field two years ago and
traveled considerably, with the result that he
has added greatly to his already wide acquaint-
anceship among Edison dealers and the trade in
general.

Raymond Crawford, formerly with the local
Dictaphone branch of the Columbia Co., has also
allied himself with the Snellenburg house under

Mr. Keefe's direction. Mr. Crawford has spent
many years in the musical field in and around
Philadelphia, which should prove a decided asset
to him in promoting sales in that city and its
suburbs.

Miss Mary Heyburn, who has already had ex-
perience in the musical field, has been placed in
complete charge of the re-creation department
and will devote most of her time to re-creation
customers.

Miss Eleanor Brunt, who has been with N.
Sncllenburg & Co. for a little inore than a year,
has been appointed assistant to Mr. Keefe in
charge of the offices and will direct the mail
service to owners which is being conducted on
a large scale by the department.

Well Pleased With Trade Outlook

The Louis Buehn Co., Victor distributor, finds
that the business of its dealers is iumproving
steadily as the Fall season progresses. The re-
tailers are putting themselves whole-heartedly
behind the weekly releases and are, accordingly,
substantially increasing their volume of record
business. A number of visitors have called at
the headquarters of the Louis Buehn Co, on
Arch street, during the past month, among themn
being Elmer B. Hunt, of the Portland branch
of Sherman, Clay & Co., and M. Housel, of the
M. H. Housel Co., Williamsport, Pa. The Louis
Buehn Co. has taken on the Audak agency for

its territory. Inquiries for this demonstrating
device have been received from a number of
prominent dealers and a large demand for
Audaks is expected.

Philadelphia Badge Co. Products in Demand

The record cleaners, combination needle con-
tainer and record cleaner, and other devices
produced by the Philadelphia Badge Co., are
now found to be receiving world-wide recogni-
tion. Orders are being received from all over
the world, until there is not a country on the
globe to which these cleaners have not been
sent. In several instances, J. Abrahams, presi-
dent of the company, reports that these foreign
houses have simply clipped the advertisement
from The Talking Machine World and sent
their orders in without the formality of first
requesting a sample.

Special Shipping Case for Edison Salesmen

[f there are to remain any merchants in the
territory covered by the Girard Phonograph Co.,
Edison distributor in this city, who are not
familiar with the Edison phonograph, it will not
be the fault of that company’s staff of field rep-
resentatives.

Each of the company's four representatives
has been provided with a specially built shipping
case sufficiently large to hold a $295 upright
model of Chippendale design. These are

(Continued on page 88)

A Big Christmas Proposition
The Treagure Chest

full information.

This package set of six Victor records,
described on page 195 of the October “Voice
of the Victor,” furnishes an added oppor-
tunity for substantial profits. Send to us for

1108 Chestnut Street
VICTOR WHOLESALERS
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GRAPHITOLEO All that the name implies TONE ARMS
| | To know that the part you get is the right one, and genuine, is the | |
ALBUMS first and most important step in a satisfactory and enduring repair job on SOUND BOXES
] [ your motor; and to get that part promptly is the next important consid- ] |
BRILLIANTONE eration. From the smallest screw to a completely assembled unit, we ADDATONES
I I give you accurate, speedy service. I I
NEEDLES Let us co-operate with you in making 1923 your banner year. 3.IN-1 OIL
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109 N. TENTH STREET, PHILADELPHIA
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shipped to towns and cities where new represen-
tation is desired and recitals are given to all
of the merchants likely to become prospective
Edison dealers.

Since the plan was inaugurated a few wceks
ago several new dealers have aiready been re-
ported and the Girard Phonograph Co. is highly
clated over its success.

Now a Departmental Feature

The phonograph business, formerly the exclu-
sive feature of the Davies Phonograph Co., mn
both the stores at 534 West York street and
4231 Germantown avenue, is now converted intn
a departmcent of the expanded furniture storc
which has been opened at the West York street
address, and which may be thc developinent of
the Germantown avenuc establishment as well
Although the furniturc sales will be the main
feature of future business, the sales of Scnora
and Edison phonographs will remain as a de-
partmental activity. The proprietor, J. Harry
Davies, has becn in business many vears.

Todd’s Store Being Re-equipped

The name “Todd” is thoroughlv lmpressed
on piano and record buyers of I’hiladelphia,
so much so that an expansion in his sales facili-
ties has becomc necessary. In addition to
some improvements in his first _floor facilities
the Unit Constroction (o, of this city, has just
installed a <econd floor talking machine and
piano display room that increases his capacity
for service almost 30 per cent and a hig jump
in sales is expected

Dealers Tie Up With Paul Specht

Columbia dealers in this city made a great
tie-up with Paul Specht and His Orchestra,
cxclusive Columbia artists, when they appeared
recently at Keith’s Theatre in this city. The
Philadelphia branch employes attended the

L ]
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4 & - d

Trucks Featuring Paul Specht
opening night performance in a body, and a new

Columbia phonograph, together with proper
signs, was placed in the lobby of the theatre
and remained there the entire week of the per-
formance. The attraction was further broad-
casted by large signs, featuring Paul Specht’s
appearance, which were displayed on Columbia
delivery trucks.

Chandler & Neuman, Columbia dealers,
Fresno, Cal., secured prospects and made sales
through a display at the Fresno County Fair.

PROGRESS OF CHENEY SALES CORP.

Cheney Resonator, Live House Organ of the
Cheney Talking Machine Co., Pays Tribute to
Its Distributor in Eastern Territory

In the October issue of the Cheney Résona-
tor, the official organ of the Cheney Talking
Machine Co.. Chicago, the remarkable progress
and accomplishments of the Cheney Sales
Corp.. Eastern distributor of the Cheney line,

G. Dunbar Shewell
are described, and glowing tribute is paid to its
president, G. Dunbar Shewell, in an article cap-
tioned “Cheney Sales Corp. Does \Wonderful

Work; G. Dunbar Shewell, His Son and His

Able Assistants Are Making the Cheney a Pow-
cr in Eastern Talking Machine Trade.”

It is pointed out that the Cheney Sales Corp,
although starting in a modest way, now has
offices located in Philadelphia, Boston and New
York, with sales organizations that have grown
tremendously, as was necessary to cover the
broad territory which is its field. G. Dunbar
Shewell, president, is in every sense an execu-
tive, in touch with every detail of his large or-
ganization. He has, therefore, become some-
what of a nomad, traveling between the various
offices, which he does regularly each week. Mr.
Shewell has sprung from an old Philadelphia
family and was in the music business for many
years prior to his formation of the Cheney Sales
Corp. His knowledge of local Eastern condi-
tions, plus that of the music industry, well fits
him for his present position. Another instance
of Mr. Shewell’s executive ability is that he has
surrounded himself in each office with associ-
ates of the highest caliber.

Illustrations are shown of G. Dunbar Shewell,
president, as well as G. Dunbar Shewell, Jr.,

who is associated with his father and gives
most of his time to advertising, general pub-
licity and the orgamization of sales methods and
campaigns throughout the extensive territory
of the company.

On the first page are also shown the handsome
new display rooms and offices of the Philadel-
phia branch of the Cheney Sales Corp., which
were recently opened in the new Jefferson
Building, that citv. Both Mr. Shewell, Jr., and
senior have their headquarters in these offices,

G. Dunbar Shewell, Jr.
together with D. H. Fulmer, local manager. At
the same time there are shown illustrations of
the Cheney departments of two of the large
Philadelphia departmment stores, Strawbridge &
Clothier and John Wanamaker, both served by
the Cheney Sales Corp.

An article on “How Not to Sell—A Tale of
Weird Adventure in Three Shocks” is an inter-
csting story written by M. Shewell, describing
his efforts at buying in another branch of the
music business, with a pertinent epilogue. Ot
interest to the trade at large are findings pre-
sented by Mr. Shewell, entitled ‘“\Why and How
Business Will Be Good This Winter,” in which
he analvzes the prospects and finds them goad.
Summing up Mr. Shewell’'s reasons in short
form, he presents the following as the result of
his analysis: First, everybody is optimistic; sec-
ond, the public buying power is as great as it
ever was, if not actually greater than ever;
third, dealers are roused to see that they must
work harder to get business.

One of the most recent music stores to open
in Northampton, Mass., is The Record Shop,
181 Main street. The proprietor is J. H. Meisse,
who is specializing in records. Hallet & Davis
phonographs also are handled.
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New List $100.00
Model 17
Brown Mahogany or
American Walnut
Round Ivory Horn,
record shelves, gold

equipment.

New List $125.00
Model 20
Brown Mahogany Only
Musie Master Horn
No. 4% DMotor, record
album filing device.
All exposed parts gold-
plated.

Model 100
Height, 36”; width, 36”;
depth, 24”. Adam Brown
Mahogany or American
Walnut.

Model 125 ¢
Ileight, 36”; width, 36”7,
depth, 24”. Adam Brown
Mahogany or American

Walnut,

No Better Tone Instrument

In the World |

5" TWO =&

High Grade Lines of Phonographs
With a Price That Will Sell

Every instrument on this page is ex-
ceptionally good,regardlessof price,
with the house back of it for years.

We offer you phonographs that are
masterful in their perfection of high
grade cabinet work, exquisitely
finished by skilled workmen, and
when you sell one of these perfect
tone producing instruments, you
prepare the way for another sale.

The more closely you analyze our
high grade construction, combined
with perfect tone quality, the more
fully will you realize its unqualified
value.

Write for our booklet and net prices,
which are exceptionally low, in large
or small quantities of either line.

Player-Tone Talking Machine Co.

Office and Salesrooms

632 Grant
Street

Pittsburgh,
Pa.

L an gold equip-
—>ment, with §
record filing al-
bums.

Model 30

$150.00

$150.00
Model 901
All Gold Equipment

All gold equip-
ment, with 5
record filing al-
bums. $135.00

$80.00

Model 310
Mahogany and Oak

$100.00
Model 311
Oak or Mahogany

¥ $110.00
Model 314
Oak, Mahogany or Walnut

$125.00
Model 3816
Oak or Mahogany
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Retailers Fear Shortage of Most Popular Instriuments—OQutlook

Promising for Big Holiday Rush—Trade Activities of the Month

MiLwaukeg, Wis, November 7-—There is no
fear among Milwaukee talking machine men
that business in November and December will
not be good or that it will not outstrip by a
healthy margin the best holiday season on rec-
ord. The only fear that exists is among the
men selling the more popular and best-adver-
tised lines, for the shortage which was pre-
dicted at mid-Summer and recpeated ever since
that time already has become an actuality, and
the jobbing trade here is now confronted by
the problem of allocating their supplies among
their retailers. It is safe to say that by Christ-
mas Eve there will be few, if any, instruments
left on the sales or warehouse floors.

Victor Shortage

“With our factories working night and day
they do not seem to be able to give us enough
instruments,” said Harry Goldsmith, secretary
of the Badger Talking Machine Co., Victor job-
ber in Wisconsin and upper Michigan. “We
are sorely behind on scheduled deliveries right
now and some of the most popular sellers are
not coming ‘in in sufficient numbers to give
dealers all they need to cover current orders.
Rusiness is just fine, with the possible exception
of the shortage of merchandise that is staring
us in the face. The country districts are wak-
ing up after a rather quiet Summer and city
dealers are figuratively selling their heads off.
I do not know that Milwaukee is any exception,
but trade here is mighty satisfactory.”

Enthusiastic Over Sonora Prospects

Fred E. Yahr, president of Yahr & Lange,
and Irving S. Leon, sales manager of the mu-
sical merchandise divisien, spoke with much en-
thusiasm of immediate and prospective busi-
ness. This big Sonora wholesale house, which
also distributes the Okeh and Odeon records,
has achieved extraordinary success in the lower
Michigan territory, which was added to its jur-
isdiction two months ago., Business in the old
territory of Wisconsin and upper Michigan is
exceeding every past mark and the holiday sea-
son is confidently looked upon as the biggest
in historv. ‘“We are going like the proverbial
house afire,” said Manager Leon, speaking of
October business and the volume piled up so
far in November. “Our only worry is getting
all the goods we must have by December 20,
so that our loval dealer organization will be
satisfied. Our retailers are putting across a
splendid line of business. Wisconsin enjoys a
peculiarly good position which is helping to
make good talking machine business better
even in the rural districts. The Wisconsin
farmer is not grumbling like his fellow in the
one-crop wheat States. Corn and oats are the
big crops, and they are bringing good prices.

But it is not grain, but dairying that is the
backbone of Wisconsin agriculture, and farmers
have ample funds to buy more than the bare
necessities.  In Milwaukee, the city of diversi-
fied industries, every able-bodied man wlio wants
to work is busy. Our factories are running
along in great shape and there is no unemploy-
ment. More dwellings have been built here in

the past <eason than ever before in history,’

and every new home furnishes a live prospect
for a talking machine. These parts are a won-
derful field for the Sonora, I am here to say!"”

Among several new salesmen added by Yahr
& L.ange is Harry M. Hahn, who returns to the
company as manager of the retail talking ma-
chine departmernt, after several years with the
Milwaukee Piano Mfg. Co.

Yahr & Lange were among the leading ex-
hibitors at the annual Food, Household and
Electrical Exposition held here, in connection
with which thev staged a local Sonora Week,
which is described on another page of this
issue.

New Columbia Models Popular

The new Columbia models are attracting a
ready response to intensive sales cultivation;
while the Columbia record is selling at a rate
heretofore unknown. The smaller, as well as
the larger, dealers in Milwaukee are full of
praise of the status of Columbia in popular
esteem. Jack Kapp, record supervisor at the
Chicago branch, called on the local trade a few
days ago and was very much pleased with con-
ditions.

Brunswick Demand Exceeds Supply

P. H. McColloch, manager of the talking ma-
chine division of the Brunswick-Balke-Collen-
der Co.'s Milwaukee branch headquarters, has
been making numerous trips across Lake Mich-
igan to Muskegon to speed up deliveries, for
which dealers in the \Wisconsin and upper
Michigan territory are crying. -His visits into
the field and the opinions given by dealers who
recently have visited the branch house confirm
the belief that November and December will
turn over the heaviest volume the Brunswick
line has ever had in this part of the country.
The Brunswick record has become a serious
contender for the right to be classed as “the
most popular.”

J. B. Bradford Branch in New Home

The J. B. Bradford Piano Co., 411 Broadway,
moved its South Side store into its permanent
new quarters at 608 Aitchell street, on October
20. The store is almost a duplicate, in minia-
ture, of its downtown store. A Victor fran-
chise has been secured for the South Side store.
Heretofore the Victor has been handled at the
main store only. The Brunswick and Vocalion

thus are given a most amiable but aggressive
companion in the Bradford branch.
Celebrates Fortieth Anniversary

Edmund Gram, Inec, is celebrating the for-
tieth anniversary of the establishment of its
business in 1883. Mr. Gram, who has just
turned sixty, is one of the imposing figure~ in
the American music trade. He was the first
Cheney talking machine dealer in this city and
also handles the Brunswick and Columbia. The
business has a record for development along
stcady substantial lines equalled by few similar
merchandising enterprises in this country. Clean
business has brought about this resuit.

Record Edison Demand

Edison dealers in JMlilwaukee are enjoying
excellent business and, with the support of
more advertising and other promotion, have
built up the largest volume this line has ever
experienced in Milwaukee.

Kesselman-O'Driscoll Co.’s Display Best

The Kesszelman-O'Driscoll Co., dealer in the
Victor, Edison and Brunswick, was awarded the
premier honors for the beauty of its display at
the recent fifth annual Food, Household and
Electrical Exposition, held in the mammoth Mil-
waukee Auditorium. Practically every make of
talking machine was represented in the music
division, which was combined in Juneau Hall.
one of the smaller ground floor rooms just off
the main arena. All of these displays were
beautiful and the judges reported that it was
a most difficult task to make a selection of the
best.

A $750 Sonora offered by the exposition man-
agement as second prize in a State-wide con-
test among amateur orchestras was given the
Bach Orchestra, of Madison, Wis.

KENT CO. RUSHED TO MEET DEMAND

The F. C. Kent Company, 67 Grace street,
Irvington, N. T, manufacturer of the well-
known Kent adaptor and other products, in-
cluding tone arms and sound boxes, has found
it necessary in recent weeks to add considerably
to its manufacturing force, the demand of the
trade for the Kent adaptor having increased
over 40 per cent during the Fall season, accord-
ing to the records of the sales department. In
order to make deliveries on the other Kent
products it will be necessary for the factory
to work its force overtime between now and
the holidays.

JAMES W. BRIGHT IN NEW POST

CixcinnaTi, O., November 7.—James \W. Bright,
formerly connected with the Cincinnati Bruns-
wick branch as a salesman, and later with the
Cleveland Brunswick organization, has been
made manager of the new Brunswick depart-
ment of Alms & Doepke, which opened here
on November 1. Mr. Bright is a man of ex-
ceptional ability and his wide experience in the
talking machine business should prove a valu-
able asset to the new concern.

NATUORELLE
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RIGHT FROM
THE HEART,

For

Portakble
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Cabinet
Phonographs
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The Naturelle Co.

125 East 23rd St.
New York, N. Y.

NATURELLE is the original Reproducer

of its kind—a chemically prepared wooden
diaphragm—with complete sound box and
horn attachment. Buy NATURELLE and
you get the natural voice of the singer and
instrument, very distinct and musical, with-
out the metallic sound which the mica
diaphragm gives out.
will be prosecuted. Beware of imitations.

All infringements
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—speciallydesigned forthe Talking MachineTrade

Cutting and Washington Radio Receiver 11C—cabinet design

A moderate-priced

console type. Completely self-contained, a three-tube set that
has proved in comparative tests to have higher selectivity and
volume than any other instrument in its class.
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Cabinet Receiver— Console Type

Here at last is the instrument which enables the talking
machine dealer to enter confidently into the radio business,

feeling that he is now assured of success.

Designed by Cutting and Washington, two of America’s best-
known radio engineers. pioneer manufacturers of radio equip-
ment—a concern with strong financial backing that has a
This new instrument 1s the leader

reputation for service.

»

Cutting and Washington Receiver 12A—“Town and Country
model (portable type). A two-tube set which makes an ideal re-
ceiver both for the home and for outing use. For either single
circuit or doumble circuit.

TALKING MACHINE
DEALERS & DISTRIBUTORS

Write for full details of the Cutting and Washington
dealer plan and copy of the book, “The Future of Radio
Retailing,” sent without obligation to Talking Machine
Dealers.

of the C. & W. line, which covers all ranges of price. All
sets licensed under the Armstrong Patents—admittedly
the best for radio reception.

Dealers securing the C. & W. franchise are given territorial
protection and backing by a comprehensive advertising cam-
paign.

Secure the details at once and be in position to profit by the
radio business this Fall and Winter.

Cutting and Washington Radio Receiver 11A—similar in mechanical
design to the receiver used in the cabinef model but of the box
type—an instrument that has already had a big sale all over the
country.

Cutting and Washington Radio Corp.
Operating Station WLAG—*‘Call of the North’’

Minneapolis Minnesota

Cutting =< Washington

America’s oldest manufacturers of commercial radio
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Planning Next Year's Convention—Jobbers Aiding Dealers by
Timely Sales [1elps—L. Meier & Sons’ Anniversary—The News

Cieverany, O., November 7.—Unity of music
trade interests is being demonstrated at this time
here in the combination of forces of the Music
Merchants’ Association of Northern Ohio and
the Cleveland Music Trade Association to make
the convention of tlie Music Merchants’ Asso-
ciation of Ohio, to be held in Cleveland next
September, the biggest event of its kind ever
attempted. The two local factions represent lhe
talking machine and piano interests, which are
combined largely in the State Association.

At meetings held during the last few wecks
a strong committee has been appointed. This
i1s headed by George M. Ott, the G M. Oft
Piano Mig Co. With him are Harry I’. Valen-
tine, Flenry Dreher and William G. Bowie, the
Dreher Piano Co.; Edward B. Lyons, the
Eclipse Musical Co.; George R. Madison, the
Chency I’honograph Sales Co.; Louis Meier,
the L. Meier & Sons Co.; Otto C. Muehlhauser,
the Muehlhauser Iros. Piano Co.; C. H. Rau-
dolph, Randolph Housc of Good Music; A. 1.
Smith, the A. B. Smith Piano Co., Akron, and
Rexford C. Hyre, association secretary.

Launch Drive for Funds

\t first an elaborate program of musical
events was planned, in order to raise funds to
defray convention expenses. These were oui-
hined at previons nicetings. At the first neeting
of the committee, however, it was seen that
sufficient funds may be raised right within the
local hodies and a campaign has been started
to rais¢ that fund. I additional money is
needed, and this will be known by the end of
Noveniber, the program as ouilined originally
will then be considered.

Jobbers Co-operating

Meanwhile jobbing factors are doing more
than their bit to assist the dealer in getting
started right for the 1923-1921 scason. One
unusual effort in this direction has been insti-
tuted by the Eclipse Musical Co. Large framed
window cards have been prepared for use by all
Cleveland Victor dealers. These cards tell that
the Philip Spitalny Orchestras in the Hanna
and Grebe restaurants and in the Allen Theatre
will play at least two Viclor record selections
during each weck. In the restaurants cards
will be hung up when thesc record selections
are being played. On the framed window cards
4 blank space has been left and here the dealer
can altach extra small strips with the selections
printed thereon. This will mean that much pub-
licity will be given to certain records by omne
of the leading musical directors of the city,
and give the dealer a chance to cash in in a
manner he has not had before. Moreover, the
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vecords will be distributed on the Friday pre-
ceding the Sunday on which they will be played
at thie different gathering places, giving the
dealer two Saturdays in which to do business.

Edison Tone-tests

The tone-tests that have heen a feature of
PPhonograpli Co. activities n the distribution
of the Edison will be a feature again this year.
Arrangements have bheen completed by E. S.
Hershberger, secretary, for a series in and near
Cleveland for Edison dealers. It is planned to
have twelve such concerts, starring Miss Eliza-
beth Spencer, soprano; Miss Lucille Collette,
piano, and Harold LLyman, flute. Their appear-
ances in Cleveland will be in Glenville Audi-
torium, by Dealer F. \W. Rose, and on the West
Side by Dealer George C. Lang.

Stresses Importance of Timeliness

To help dealers increase their record sales,
timeliness is being emphasized by the Cleve-
land Talking Machine Co., Victor wholesaler.
Every day wherein something unusual .in music
has developed, regardless of ils significance,
that development is capitalized. A brief state-
nient covering the cvent and records that are
appropriate to the occasion are listed on a
post card and seut to dealers. This series has
not only stunulated record sales, but is giving
the dealer strong tlalking points that lead to
sales of the hetter class of selections, according
to W. . Sayle, meinber of the Cleveland Co.

Another Aid to Dealers

Another aid to dealers, one that usually cau-
not be bought at any price, has been inspired
by C. H. Kennedy, local distributing representa-
tive of the Bush & Lane Duo Vox. The Sunday
cditor of a newspaper in a nearby city was so
impressed with the musical qualities of this in-
strument that he decided to make a first-page
story, with pictures, for the magazine section.

Carola Accounts Result of Exhibit

In the recent National Exposition, held at
Iublic Hall, onec of the exhibitors was the
Carola Co., with N. I. Schwartz, general man-
ager, in charge. The exposition attracted mer-
chants from distant points and, according to
Mr. Schwartz, numerous new accounts among
the retailers were opened. Shipments to these
new dealers were made daily during the ex-
position as soon as orders were received.

Brunswick Get-together

What looks like an annual event for Bruns-
wick dealers may be seen in the second get-
together held by the local Brunswick district
office at the Hotel Winton. The event marked
the return to the Cleveland district of the Oriole
Orchestra, for a month's propaganda work in
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this vicinity, their first appearance this time
being in the Winton Rainbow Room. \ore
than 200 dealers and their associates, coming
from all parts of this territory, attended. During
the early part of the day they visited local
Brunswick headquarters, where they viewed the
latest models and incidentally placed orders for
a total of 520 machines, according to Leslie L.
King, district manager of the phonograph divi-
sion. Here also they obtained first-hand in-
formation on business conditions generally and
on the talking machine trade particularly from
J. F. Ditzell, sales promotion manager. In the
afternoon the visitors went about the city and
in the evening they attended the dinner dance
at the Winton. .

Changes in the staff of the Brunswick in this
territory include the appointinent of F. H. Bur-
bec, formerly with the C. C. Miller Co., Pitts-
burgh Victor distributor, for Pittsburgh terri-
tory. Maurice Sternlick will handle the Syra-
cuse, N. Y., section.

L. Meier & Sons’ Anniversary

Probably the biggest undertaking by an in-
dividual dealer will be the presentation, for two
performances, of the Eight Famous Victor
Artists by the L. Meier & Sons Co., Victor
dealer, in the largest West Side theatre in town.
This event will hold forth toward the end of
November to celebrate the firm’s twenty-sixth
anniversary, whiclk will be held during the
greater part of the month. Prizes, including
twenty-six Victrolas, will be given away each
day. Balloons will he sent aloft with luckwy
numbers attached. Music will hbe a weekly
feature during the celebration. The intrepid
Louis Meier, head of the firm, is being com-
plimented by dealers fromn distant points for his
astuteness in bringing the Artists’ aggregation
to Cleveland. The Artists have been heard here
before,” but it was an association effort that
brought them here, not an individual dealer’s
ability and nerve.

Merchants’ Meeting to Be Social Affair

To strengthen the talking machine faction in
the Music Merchants’ Association of Northern
Ohio, the November meeting, on the nineteenth,
will be made a social affair, with a dinner dance
in the Georgian Room of the Hotel Cleveland.
The committee handling this event includes
Dan C. Baumbaugh, the May Co.; Edward B.
L.yons, the Eclipse Musical Co.; William G.
Bowie, the Drecher Piano Co.

Columbia Artists Aid Record Sales

Ted Lewis and his jazz artists were guests
of S. S. Larmon, branch manager of the Colum-
bia Phonograph Co., while that aggregation was
in town. While here Mr. ILewis- made the
Remick Music Shoppe his temporary headquar-
ters and signed records which were bought
avidly by the crowds that came to see him.
Likewise, he signed a two-year contract to make
records for the Columbia Co. while in Cleveland.

The new Detroit branch of the Columbia
Co. will henceforth be located at 439 East Fort

MakeY our Store the Musical Center

of your community by adding The New Edison to your business.

‘The New Edison adds PRESTIGE and PROFITS; both are

essential for success.

Edison is First in Quality, Cabinets and Late Hits.

ords are issued weekly.)

(New rec-

We are now oversold for the holiday trade so cannot accept

new dealers until after January first.

In the meantime write

us for our latest dealer proposition.

THE PHONOGRAPH COMPANY

Exclusive Edison Distributors

Cincinnati, Ohio:
314 West Fourth St

Cleveland, Ohio:
1240 Huron Rd.
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street, that city, lease for which was closed
recently by Branch Manager Larmon.

During the appearance of Kiraly Erno, Hun-
garian violinist, in Cleveland, Mr. Larmon was
host to Hungarian Columbia dealers, a box
party being arranged for the occasion.

Big Sonora Ad Drive

One of the most consistent advertising cam-
paigns in the trade is being conducted by the
Sonora Phonograph Ohio Co. under direction
of J. T. Pringle, general manager. As new
dealers are added to the Sonora list here they
are included in this publicity, until now more
than twenty such dealers are getting this rep-
resentation. This is part of the general pro-
gram here to assist the dealer in his Fall and
Winter business campaign. It is a natural fol-
low-up of the Sonora situation, Mr. Pringle
points out, since practically the entire quota
of machines for this territory has been absorbed
by orders previously placed, and new business
most likely will have to wait upon this early
demand being filled from both Cleveland and
Cincinnati warehouses.

Unique Sonora Exhibit

Another Sonora feature is the establishment
of an exhibit at the second busiest corner in
the country, Euclid and East Ninth, where the
Cleveland Trust Co. donates the use of some
of its space to Cleveland business interests.
This exhibit, sponsored by the Buescher Co.,
contains the parts of the Sonora instrument,
with instructive data explaining their use. This
exhibit had to be bid for weeks in advance, so
popular is the location with local manufacturers
and distributors.

Dealers Feature New Red Seals

Official release of the new double Red Seal
Victor records here was marked by a full
page advertisement in local newspapers, dupli-
cating the national Victor advertising, in which
both jobbers and dealers took part. The Eclipse
Musical Co. and the Cleveland Talking Machine
Co., jobbers, and the Bailey Co., May Co,
Euclid Music Co., Buescher Co. and Dreher
Piano Co. filled out the page.

Popular Prices Stimulate Demand

Popular prices for new models are considered
one of the factors that are stimulating the talk-
ing machine demand in this section at this time,
in the opinion of George R. Madson, president,
the Cheney Phonograph Sales Co., back from
a tour of his dual territory. This accounts for
the new business by dealers running well ahead
of the better seasons in recent years, Mr.
Madson believes.

Diaphragm Co. Launches Campaign

Expansion of activities for the violin spruce
reproducer, handled by the Diaphragm Co,,
already is under way, according to H. C
Cooley, sales manager. Publicity is being dis-
tributed wherein the consumer will be reached
direct. Another advertising program in a large
list of class journals is being planned, in which
attention of the consumer will be directed to
this company’s products. T. C. Findle<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>